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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?
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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?  

2

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: 21/02/2018
	Text2: G.A. Hinks Insurance
	Text3: N/A
	Text4: N/A
	Text5: N/A
	Text7: Company to be generally referred to as 'Hinks Insurance'. Hinks Insurance is a registered trading name of G.A. Hinks & Co. Ltd. 
	Text6: Hinks have a website built by Broker Network in 2015. Website has a good flow of traffic and is updated regularly with blog content.
	Text8: Site is light and bright. Blog section is well used. Likes new team page and also the look of the microbrewery landing page.
	Text9: Site is a bit stale and in need of modernising. It is too cluttered with content, particularly on the homepage.
	Text10: Modernise, Bright, Approachable but professional. Hinks are not big city slicker brokerage but do have local knowledge, experience and history.Play up hipster microbrewey angle?
	Text11: Avoid relying too heavily on stock photographs of people who do not accurately represent the team at Hinks if possible. Hinks are open to taking more office/team photography and also playing up the retro/history/timeline angle used in recent print work and campaigns.
	Text12: https://www.itspectrum.co.uk/meet-the-team/managementhttps://www.theonepoint.co.uk/
	Text13: Call is best but generally happy for people to get in touch in whichever way best suits them.
	Text14: To avoid too much white space to keep things from looking too 'cold' as broker prefers bright design. Avoid cluttering with too much content, content to be enticing without being needlessly in-depth.
	Text15: No, but site must contain current logos and colours etc - Though Hinks are open to new website design concepts they are not undergoing a rebrand.
	Text16: Sales reputation, awareness
	Text17: Commercial clients.
	Text18: Commercial is focus 90% commercial to 10% personalBut cross sell personal lines to directors etc
	Text19: There are clients from further afield, especially with schemes but focus is primarily local - not adverse to clients further afield.
	Text22: Majority smes but larger ones too - 'MEs' if you will.
	Text21: New
	Text20: No
	Text24: Yes - using social media frequently at the moment. LinkedIn is used the most but Twitter and Facebook are also used.
	Text25: Yes, frequently updated
	Text23: Yes
	Text26: Enquiry forms, newsletter signups, testimonials, quote forms, renewal date capture and news feed  (maintain all functionality from existing site).
	Text27: N/A
	Text28: Not currently.
	Text29: Yes
	Text30: Yes


