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BRIEF DATE

MEMBER

OVERVIEW

COMPLIANCE

CURRENT WEBSITE

ARE THERE ANY EXISTING SUPPLIERS 
WE NEED TO BE AWARE OF?

IS THERE A SPECIFIC  
COMPLETION DATE?

ARE THERE ANY LEGAL ISSUES WE 
NEED TO BE AWARE OF?

IF YOUR WEBSITE USES A DIFFERENT 
URL, TRADE NAME OR NAMED 
POLICY, HAS THIS BEEN REGISTERED 
WITH THE FCA?

WHAT IS THE BACKGROUND TO YOUR 
CURRENT DIGITAL PRESENCE?

WHAT DO YOU LIKE ABOUT YOUR 
CURRENT WEBSITE?

WHAT DO YOU NOT LIKE?



W E B S I T E  S C O P E

DESIGN STYLE

DESCRIBE THE LOOK AND DESIGN 
OF THE NEW WEBSITE:

DO YOU HAVE ANY IMAGERY OR 
COLOURS IN MIND FOR YOUR 
WEBSITE?

ARE THERE ANY OTHER 
WEBSITES YOU LIKE WHICH 
YOU WOULD LIKE TO DRAW 
INSPIRATION FROM? 
This does not necessarily need to 
be limited to other companies in 
the financial sector.

WHAT IS YOUR PREFERRED CALL 
TO ACTION? (PHONE/EMAIL/
ENQUIRY FORM/CHAT)

IS THERE ANYTHING IN TERMS 
OF DESIGN OR CONTENT THAT 
YOU WANT TO AVOID?

DO YOU HAVE A STYLE GUIDE, 
BRAND DOCUMENT OR OTHER 
CORPORATE REQUIREMENTS?
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a. Approachable

b. Corporate

c. Authoritative

d. Credible

e. Expert

f. Friendly

g. Formal

h. Informal

i. Sophisticated

j. Helpful

k. Caring

l. Prestigious

m. Simple

n. High Tech

o. Modern

p. Natural /  
 organic

q. Playful

r. Elegant

s. Fresh

t. Funky

u. Stylish

v. Helpful

w. Slick
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OBJECTIVES

WHAT DOES THE WEBSITE NEED 
TO ACHIEVE?  
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a. Sales reputation

b. Traffic

c. Sales

d. Awareness

e. Content

f. SEO

CLIENTS AND USERS

SEO/PPC, SOCIAL MEDIA AND BLOGGING

WHO IS YOUR TARGET AUDIENCE? 

WHAT PERCENTAGE IS 
COMMERCIAL VS. PERSONAL?

WHAT IS THE GEOGRAPHICAL 
SPREAD?

WHAT IS THE TYPICAL SIZE OF  
A CLIENT?

DO YOU WANT TO FOCUS MORE ON 
NEW OR EXISTING CLIENTS?

DO YOU CURRENTLY DO ANY SEO OR 
PPC WORK? HAVE YOU IN THE PAST? 

ARE YOU CURRENTLY USING SOCIAL 
MEDIA, AND DO YOU WANT THE WEBSITE 
TO LINK PROMINENTLY TO THIS?

DO YOU HAVE A BLOG OR NEWS 
SECTION?  HOW WELL IS IT UPDATED?

DO YOU HAVE THE RESOURCES TO 
PURSUE THIS TYPE OF ACTIVITY  
GOING FORWARDS?
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WEBSITE CONTENT

EXTERNAL COMPANIES

TECHNICAL

DO YOU SHARE MARKETING 
ACTIVITIES WITH ANY OTHER 
COMPANIES?

ARE THERE ANY ORGANISATIONS 
YOU WOULD LIKE TO LINK TO?

DO  NEED HOSTING FROM  
BROKER NETWORK?

DO YOU NEED A SSL CERTIFICATE?

DO YOU WISH TO INCLUDE 
OR HIGHLIGHT ANY OF THE 
FOLLOWING ON YOUR WEBSITE: 

a. Enquiry forms

b. Newsletter   
 signup

c. Members’ only  
 section

d. Testimonials 

e.  Quote form

f. Renewal date  
 capture

g. News Feed
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	Text1: 12.07.17 
	Text2: Murphy
	Text3: none
	Text4: no
	Text5: no
	Text7: A business decision will need to be made on registering Blue Rock as a trading style or a new name with the FCA.  Blue Rock are aware, and also aware that they need to have the name registered fully before the site can go live.
	Text6: The current website and domain were transferred to Broker Network 12.09.16
	Text8: Blue Rock would like to expand more about what they are and who they are with more personal pages – they don’t want to go into HOW it’s different, just that it IS different.
	Text9: Definitely no list of products – the sectors are almost not relevant At the moment the site is very serious and very wordy.  Blue Rock are looking to target large commercial customers and there’s a chance to inject some light hearted humour the site is too dry at the moment .  
	Text10: none suggested
	Text11: none suggested
	Text12: In the initial meeting in November, Blue Rock had mentioned that they liked the Virgin media website for tone of voice reasons.
	Text13: Could look at having an online chat facility – but want to know how it works in practice :- Integrate different types of contact form that someone can fill in great detail or less so - Goes to central email address – call back times optional
	Text14: none suggested
	Text15: A brand guideline document has been created for design purposes that the designer will use to base the website on
	Text16: The site isn’t so important to be found on Google- normally new targets aren’t looking for a new broker – the website is mainly there to support to what Blue Rock are offering, as opposed to being a strategic pull to attract new business.
	Text17: Larger businesses which are more commercial, medium to large businesses as opposed to SMEs.
	Text18: 
	Text19: The main thrust of business activity is local at the moment – Blue Rock would like to position themselves as established rather than local 
	Text22: medium sized but the broker would like to target larger businesses
	Text21: strategic pull to attract new business.
	Text20: no
	Text24: There is a strong presence on Twitter as well and a regularly updated profile on LinkedIn
	Text25: Blue Rock are planning on doing this a lot more and very keen to keep going
	Text23: yes
	Text26: - Can definitely say positive things about themselves - The general tone of the site is quite sweary and light hearted professionalism - They would like to have min bio interviews about Tom and John and then to have smaller but still detailed profiles about each member of the team
	Text27: no
	Text28: They are a member of BIBA but it isn’t essential to show this on the website
	Text29: Already hosted with BN.Note – the Murphy Scotland URL is no longer valid and can be removed and amended on the internal database
	Text30: yes


