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Globally sourced.
Delivered direct.

AN4 Group is a UK-based procurement and services organisation
supporting aerospace, defence, aviation, and public sector organisations
worldwide.

While the business had built a strong reputation through technical
expertise, trusted relationships, and supply chain capability, its existing
brand and digital presence no longer reflected the scale, capability, or
ambitions of the organisation.

S2F Marketing partnered with AN4 to deliver a six-month repositioning
website project focused on strengthening brand presence, clarifying
market positioning, and supporting future growth. Through the new
website, strategic planning, and a brand refurb designed around
aerospace industry expectations, AN4 significantly improved visibility,
engagement, and commercial confidence.

Context & Background
About the client

Established in 1989, AN4 Group provides procurement and supply chain
solutions for aerospace, defence, aviation, and public sector organisations.
Operating within highly regulated and quality-critical industries, the

business supports OEMs and Tier 1 manufacturers with maintenance
spares, software and hardware procurement, repair activities, licensing and
renewals, military packaging, overhaul support, and accredited components.

Leveraging a global supplier network and authorised distribution channels,
ANA4 delivers authentic, high-quality products with a strong focus on
reliability, responsiveness, and on-time delivery.
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The client story

Over many years, AN4 built its reputation through industry expertise, long-standing
customer relationships, and a commitment to delivering reliable procurement solutions
within demanding sectors. Much of the company’s growth came through referrals, repeat
business, and established industry networks rather than proactive marketing activity.

As the business evolved, AN4 recognised that its existing brand identity and website no
longer reflected the professionalism, technical capability, or scale of the organisation.
The company had ambitions to strengthen its position within the aerospace supply chain
and ensure its external presence aligned with the expectations of global OEMs and Tier 1
manufacturers.

What initially began as a conversation around updating the company website quickly
revealed a broader strategic opportunity. S2F worked closely with the AN4 leadership team
and internal stakeholders to reposition the business more effectively for future growth.



The challenge

Initial challenges

Before working with S2F, AN4 faced several marketing and positioning limitations:

A dated brand identity that no longer reflected the professionalism of the
organisation

A website that lacked clarity around AN4’s capabilities, expertise, and
market position

Limited differentiation within a highly competitive aerospace and defence
supply chain market

Messaging that did not fully communicate the scale or technical credibility
of the business

Inconsistent visual branding across customer touchpoints

In sectors where trust, quality, and credibility are critical, AN4 recognised that
perception played an important role in supporting future commercial growth.

Evolving challenges

As the project developed, broader strategic requirements became clear:

The need to position AN4 more confidently within the global aerospace
supply chain

Better alignment between brand perception and the expectations of OEM
and Tier 1 buyers

A requirement for clearer, more commercially focused messaging

The need for a professional digital presence that actively supported sales
conversations and business development

AN4 required a visual refresh and a strategic partner capable of aligning branding,
messaging, and digital presence with long-term commercial objectives.

“The S2F team are professional and

precise, always considering how changes

may affect results. The advice and

professionalism were exactly what we EfrﬂLﬁ;'LiQ AT i) VerEsEr
expected from an experienced company.” AN4 Group Ltd



“The S2F team completely exceeded our
expectations. We briefed them on updating our
website and they proposed a full rebrand. A
new logo and website, hitting our target market.
The process was smooth, communication was
constant, and the results were exceptional.”

Paul Allen
Compliance & Technical Manager,
AN4 Group Ltd

The solution
Strategy

S2F began by working closely with AN4’s leadership team and
internal stakeholders through discovery sessions to better

understand the company’s positioning, customer base, market
challenges, and growth ambitions.

This strategy-led approach ensured that the project was commercially driven
rather than purely aesthetic. Particular focus was placed on ensuring the new
brand and website reflected the reliability, precision, and quality assurance
expectations associated with aerospace and defence procurement.



Implementation
Brand repositioning and identity development

The strategic work led to a complete rebrand of AN4, including:

* A new logo designed to reflect precision, capability, and confidence

* Refined messaging and positioning aligned with aerospace industry expectations

* Strapline and communication development to support brand clarity

* A modern visual identity applied consistently across digital and business communications

The rebrand repositioned AN4 as a trusted, established partner within the global aerospace and
defence supply chain.

Website design Creative and
and development technical execution
S2F designed and developed a new standalone To ensure consistency across all touchpoints,

website focused on improving credibility, usability, =~ S2F delivered:
and communication.

*  Website copywriting and messaging

The new website was created to: development
* Visual identity implementation across digital
* Clearly communicate AN4's services and assets
expertise * Responsive website design and
* Build trust with international procurement development
teams, OEMs, and decision-makers *  Brand alignment across customer-facing
* Support inbound enquiries and sales communications
conversations * Digital optimisation to improve performance
* Reflect the precision and professionalism and engagement
expected within aerospace and defence
sectors Content, messaging, and visual assets were
* Improve overall user experience and digital developed cohesively to ensure consistency
performance across all customer-facing communications.

The website was designed not only to
communicate information, but to actively
support business development and procurement
confidence.

Implementation timeline

Month 1: Discovery & Strategic Review Months 4-5: Website Design & Build
Stakeholder discussions, positioning analysis, Website structure, copywriting,

and marketing planning. design, and development.

Months 2-3: Brand Development Month 6 onwards: Launch & Optimisation
Messaging refinement, visual identity creation, Website launch, performance monitoring,
and rebrand development. and ongoing optimisation.




The results

“Warren and his team exceeded our expectations and
completely understood who we are and what we were
trying to achieve.”

Josh Standen

Project Manager,
AN4 Group Ltd

Public Sector
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Qualitative outcomes

* Stronger brand positioning aligned with * Adigital presence better aligned with
AN4'’s technical capability and market aerospace industry expectations
ambition * Stronger alignment with OEM and Tier 1

* Improved consistency and confidence procurement requirements
across external communications and sales .

Marketing assets that actively support

conversations business development activity

Key points
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In aerospace and Strategic positioning Technical expertise Consistent messaging A website should
defence industries, should guide alone is not always and professional support sales
credibility and branding and website enough to differentiate presentation can and procurement
professionalism development decisions within competitive strengthen both visibility ~ confidence, not simply
strongly influence supply chains and commercial provide information

perception and trust confidence



Looking to strengthen your brand positioning within manufacturing,
aerospace, or technical industries?

S2F Marketing helps engineering and industrial businesses align their
marketing with commercial growth through strategic positioning,
branding, websites, and long-term marketing support.
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Sales & Marketing
Strategy

Comprehensive Marketing Strategy
Development

Brand Positioning and Messaging

Market Research and Competitive
Analysis
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Digital Marketing

Social Media Marketing
Content Marketing
Influencer Partnerships
Email Marketing Campaigns
International Campaigns

Marketing Automation Implementation

s2fmarketing.co.uk
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Brand Design &
Development

Logo Design and Rebranding
Visual Identity Development
International Branding and IP Research

(™

Traditional Marketing

Print and Corporate Collateral
Exhibition and Event Marketing
Promotional Products
Structural and Outdoor Advertising

in @ ©

info@s2fmarketing.co.uk
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Website Design &
Development

Website Design and Development
Search Engine Optimisation (SEO)
Pay-Per-Click (PPC) Advertising
E-commerce and Catalogue Platform
Development
International Platforms
Payment Gateway Integration

Content Creation &
Multimedia Production

Photography and Videography
Branded Graphics and Infographics
Visual Assets

Social Media Content Planning
and Creation

0121 607 1908

4th floor, JQ Modern, 120 Vyse Street, Hockley, Birmingham B18 6NF



