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REQUEST FOR PROPOSAL
TO: Kathleen Grom
FROM: Rosemarie Torre
DATE: August 1, 2005

SUBJECT: Web Design Proposal
I would like to consider the possibility of developing a web site for our new company. As an up and coming business, I think this strategy will help us develop our marketing base. I am also hoping that a web site will be a way for our customers to communicate to us. 
Please research the possibilities and give me a report that demonstrates the concepts necessary for us to successfully enter the Internet community. I would like to see how we can compete with others in the industry. I would also like to know what we can gain from developing a web site and how this can fit with the company’s goals. 
I would like this project completed within one month so please get started on the proposal soon. It would be great to have something in place before the holiday season is upon us. 
Thank you,
Rosemarie

TABLE OF CONTENTS










Page
REQUEST FOR PROPOSAL . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 
ii
LIST OF ILLUSTRATIONS . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  iv

Sales Impact


Web Site Statistics

SYNOPSIS . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .
v
INTRODUCTION . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  . . . . . . . .   1



Purpose, Scope, and Limitations  . . . . . . . . . . . . . . . . . . . . . . . . . . 
1
Sources and Methods . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 
2



Organization . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .   3



THE COMPANY AND ITS PRODUCTS . . . . . . . . . . . . . . . . . . . . . . . 
3

Developing new customers through the Internet . . . . . . . . . . . . . .    3



Offering a new sales venue  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .    3



Company reputation . . . . . . .
. . . . . . . . . . . . . . . . . . . . . . . . . . . . .   3




CONSIDERATIONS TO WEB DESIGN
. . . . . . . . . . . . . . . . . . . . . . . 
4

How we do business compared to others . . . . . . . . . . . . . . . . . . . . 
4


Web design specifications . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .
4



COST CONSIDERATIONS . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .
5




Elements of getting on the Internet . . . . . . . . . . . . . . . . . . . . . . . . .
5



Important feature to select . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .
6


WORKS CITED . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 
7
LIST OF ILLUSTRATIONS
Figure









Page
1. There are many reasons to benefit from entering the





Internet community. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 
2


Table

1. Cost-comparison of three major web hosting companies 


whose services meet our needs. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 
6

SYNOPSIS

In order to create a Web presence that will draw new customers and make your established customers want more, I have written up a plan to help you reach your goals. Expanding your business to include Internet services will greatly enhance your sales and marketing plan. A web presence will help continue the path for growth that you are on and compliment your already successful business venture. Due Sorelli could become well-known throughout the country as well as it has locally through the right positioning within the Internet community. With that in mind, here is my recommendation for your web site design. 

The Web site design will include a main page that provides links to all the pertinent information about the company, the products, the locations where products are sold, upcoming events, past product reviews, and recipes that incorporate the Due Sorelli product line. Within the product page, you will have links to an on-line shopping cart to accept orders. This will allow credit card and other types of transactions to happen directly through your Web site. 

Your site’s main page will also have a link to a survey page where you can collect information about your customer demographics and any comments or questions they may have. As I am sure you are well aware, your prompt responses to this page will be a necessary part of your continued success and I will set this up so you get those results and any other correspondence or inquiries directly in your company’s e-mail in-box on a daily basis. 

To hold your audience’s attention, your Web site will need to include graphical presentations of your spice products in their original packaging, photos of finished recipes, and photos that will include you during your demonstrations. I will also use Italian-themed and other food graphics to break up the written content which will allow for a pleasing visual presentation. All pages will be created so that you can easily navigate in or out with ease. 

Thank you for trusting me with this assignment. It was a pleasure to be able to use my analytical skills and web design experience to help your business grow and succeed through your web presence. 

WEB DESIGN PROPOSAL
INTRODUCTION
Due Sorelli is Italian for “Two Sisters” and the name reflects the beginnings of a spice company developed and brought to market by Rosemarie Torre and her sister, Laurel Torre-Brusky. Rosemarie is a chef in her own right who graduated from Milwaukee Area Technical College’s program for restaurateurs and chefs. This home-based business offers spice blends that were carefully constructed by Rosemarie and her sister. The recipes are now professionally produced and carefully packaged to the specifications of the two sisters. 
PURPOSE, SCOPE, LIMITATIONS
Due Sorelli products can be found at high-end grocery stores and gourmet specialty shops in and around southeastern Wisconsin. The company has found its niche within a specific demographic, professional people with a desire to experiment in the kitchen using high-quality, yet convenient products to fit the demands of their busy lives. To this end, it is a natural progression for Due Sorelli to move to sales on the Internet. It is the professionals whose increased access to technology and desire for a quality on-line shopping experience that makes them a perfect target market for this type of product. 
Along with the new customer base that the web site will bring, you will see this opportunity as a way to stay connected to the customer base you’ve already established. By using the web site as a communication tool to promote new products, news about demonstrations, or new service locations you can increase customer loyalty and establish a closer relationship with those who currently buy your products. 
The web site will not only offer a way to let customers know what products are available, it will also be a mechanism for customers to communicate to you. Through Internet links, you will receive e-mails and survey result information to better serve your customers. This valuable tool can help you in the decision making process when it comes to what to sell and where. 

After some considerable market research, I have found that businesses are using the Internet for more reasons than we have thought about. Here is a chart that lists the expectations that business leaders have from using the Internet as a vehicle for success. 
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Figure 1
Many reasons to benefit from entering the Internet community.
Since the company is home-based and the products are distributed from one central location, the time limitations can be an issue as the deliveries must be made covering a large geographical area. By moving to sales on the Internet, shipping services can be handled from the home without the increased time element of travel from store to store to make deliveries. The benefits and rewards you can reap will justify the web start-up expenses as you will see within the pages of this document. 
SOURCES AND METHODS

An effective web site has a few important elements that we must consider. The site design is the first important element but it is also crucial to make sure we partner with a good web hosting service that can provide us with the important tools that we need for e-commerce. The tools that are important are a shopping cart service, database management, and search engine tools. 
There are many companies that offer the software that handles on-line transactions and I believe that we should consider a complete turn-key solution for ease of use. The prices of on-line shopping carts vary from $49.95 per month to well over $100.00 per month. Since Due Sorelli has a small number of product offerings, there is no need to spend more than the minimum necessary. The most important feature of these products is they provide credit card and cash transaction processing which means that we will have to create a merchant account that will be used to hold the revenue that we generate through the on-line sales. The other advantages of using this type of software is the ability to keep and hold customer information and the ability to offer a variety of shipping options, giving the customer control of how they receive their merchandise. 
Another important matter to consider is the database management tools that the web host can provide. This will be how we collect information about who is looking at our web site, when they view it and what the results of their visit are. The network connectivity and server size are also important considerations. Our web site must be available to our Internet customers on a 24/7 basis. The speed of the connection to our information is important because in the web industry, the easiest way to lose a customer is when they have to wait for a web page to load. Along with that we must consider the availability of the web host to provide customer service to us and how they back up their files so they do not lose the data that we submit to them. We will also need to work with the web host’s marketing experts in order to optimize our search engine rankings so we can get the customers to find us.

The majority of our time will be spent on the web site design itself. The web host has many tools and templates available to help us create a web site. Between my web design experience and the web hosting elements, I think we can create something effective and aesthetically pleasing for everyone. 
ORGANIZATION
This report is organized in three parts. The first part is an evaluation of what Due Sorelli wants to accomplish and how we think we can achieve our goals through our Internet solution. The second part is an evaluation of our competition and how they do business effectively. The final section is the conclusions to this research and the recommendations of how we should proceed. 

THE COMPANY AND ITS PRODUCTS
Due Sorelli’s home-based products have limited availability in the market. Because you as the owner handle all sales, you obviously cannot be everywhere to everyone. This limits the contact with merchants and customers because of the time constraints in handling this small operation with your limited resources. The product demonstrations that are held at gourmet shops and high-end grocery stores are a valuable marketing tool that proves how wonderful your products really are. Potential customers have the opportunity to try the products that they are purchasing and their quality and great taste speak for themselves. The natural progression to keeping these customers is to let them know how and where they can purchase the products in the future. By developing a web presence, not only can you keep the customers you have, but you can gain more through various marketing strategies. 
Once the word gets out about your high quality products, offering this new venue to generate sales is a great way to capitalize on this new market direction. By printing up business cards, flyers, and coupons with the new web site domain address, you should be able to expand the availability of your products to a new market. You can advertise in gourmet magazines and newspapers using your web site address which should generate more interest in your products. Since your operation is in one location, your home, shipping products can be handled with ease. In fact, it would be easier than the delivering the products to the various locations as you do now so this would be an easy progression to make for you. 
CONSIDERATIONS TO WEB DESIGN
In reviewing how other successful spice companies handle their on-line business, I have evaluated the commonalities and differences that set them apart. The common features of all web sites are the Home page, the About Us page, the Products page or pages, and a Contact Us page. The Home page has a general welcome and some graphics that will try to excite the visitor and entice them to stay. All pages in the web site should be linked to the Home page so the visitor can easily navigate through the entire site without frustration or getting lost. 

The About Us page can be used in two ways; first it can be a place to give a history of how the company started and who the people are behind the company name. Usually some credentials are listed to develop a trust with the audience so they know who they are dealing with. You would list your chef school achievements here. Secondly, the About Us page can be a place to mention achievements in the industry and good reviews about the products. This would be a good place for Due Sorelli to list awards earned and the fantastic reviews from the restaurant critics that you have received so far. This is a great way to gain more credibility with new customers. 
The Products page usually has a few features of its own. Besides a listing of the product offerings, there should be a search text box that will allow the visitor to type in what they are looking for. That can be helpful for repeat customers who know what they want so they don’t have to browse your site to find their specific items. The Products page is where the shopping cart services are linked and the common items are the basket which is sometimes labeled as ‘View Cart’ that has items selected for purchase, and a checkout link to complete the transaction. Each product should contain a detailed description that lists the amount in the package and the price so as not to deceive anyone about what they are ordering. With the spice products that you sell, I would suggest a graphic presentation of the finished product after the recipes are made as well as a photo of the product in its original package. 
The Contact Us page is where you will list your e-mail address so customers can contact you and any other information that you would like to provide such as phone contact numbers and addresses. You could also list the locations where your products are sold but I would suggest a separate page for that information since your products are available at many locations around southeastern and central Wisconsin. Another good idea would be to link a map program to the individual location so your web visitors can find your locations with a few simple clicks. 
The considerations that I think set some web sites apart and make them different and better than the rest are links to a recipe section and a survey page. These two items are valuable communication tools. The recipe section can include your recipes that explain various ways to use your spice mixes and the recipes that are sent in by the customers. This is a way to make people feel connected and give real meaning to the value of your products. The survey page is a great way to collect information about who is using your products, what they want to see you do more of, what they would like to see less of, and offer suggestions as to where they would like to see you market your items. This important feature needs serious consideration since you would have to be involved in collecting the information from the web on a regular basis in case there is a need to respond to a customer inquiry. The web can have a tendency to leave people feeling disconnected so it is important to respond to any inquiries promptly so customers can get a sense of your personal involvement in your products. 
COST CONSIDERATIONS
Some companies sell thousands of items on the Internet on a daily basis. This necessitates very large servers to handle all the Internet traffic and make available the many items within a fraction of a second when you point and click. Due Sorelli is much smaller and even though there is always a need for speed, we can consider a much more moderate approach to web hosting than most companies do. The offerings available through the many hosting services are as varied as the number of companies that use their services. With that in mind, I have narrowed down some of the important considerations. The first consideration is the price of the domain name. Duesorelli.com is available for purchase which is wonderful considering that the .com suffix is overwhelmingly the most popular choice for Internet addresses. The average cost for a domain name is $60 per year, but it gets incrementally cheaper if you purchase more years in advance. 

Web hosting services are available at very low rates but the cost gets pushed up when we add shopping cart services. In order to gain Internet sales, the shopping cart is a must so we have to include this service when we choose a web host. Other considerations are the customer service the web host provides and Internet access to our site on a 24-hour, 7-day per week basis. The web hosting provider must be able to make back-up files of our site without any service interruptions. Since we are a small company with a limited number of items to offer on-line, we do not need large amounts of storage space but we do need to be able to have database storage and e-mail accounts included in the service that we select. 
Other important cost factors are the start-up fees that some web hosting companies charge and shopping cart set-up fees which are standard in the industry. I have done a comparison of some reputable web host companies and listed my findings here. 
SERVICE/FEE COMPARISON

	
	LA Host Net
	Affinity
	Value Net

	Disk Space
	3g
	100mg
	20g

	E-Mail Addresses
	150
	10
	100

	Domain Registration
	Free
	$8.95 ***
	Free

	SQL Databases
	10
	50
	100

	Mailing Lists
	30
	0
	Unlimited

	Daily Backups
	Yes
	Yes
	Yes

	Customer Service
	24/7
	24/7
	24/7

	Monthly Fee
	$44.95
	$57.00
	$49.95

	Set Up Fee
	0
	$99.00
	$29.00

	Shopping Card/Credit Card Services
	$150.00 *
	$9.95 **
	$25.00 **


* One-Time Fee
** Monthly Fee
***Yearly Fee
Table 1
Cost-comparison of three web hosting companies whose services meet our needs. 

CONCLUSIONS AND RECOMMENDATIONS

Based on the information presented here, I think we should choose LA Host Net as the service provider. They include the price of the domain name in their service package price and their fees are comparable with all the others, but the exception is they offer a discount if you pay yearly as opposed to monthly. We will save $60 per year if we pay them once a year, which is a good value over their competitors. The one-time shopping cart fee is a great value in the long run, as long the LA Host Net stays is business, we will save plenty on those fees. LA Host Net also has a good reputation in the industry and they are known for their quality customer service. I tested all the companies listed for response time by sending them an e-mail inquiry and waited to see when the responses arrive. LA Host Net responded first, within 8 hours, followed by Affinity, who responded within 24 hours, and Value Web responded 3 days after the initial contact.  
As for the web design itself, we can do the entire web content ourselves. It is important to consider the elements of good web design when developing a web site. Our goals are to improve communications with our customers, enter new markets, and increase sales. With that in mind, I have taken the time to evaluate some of our competitors in order to compare our ideas with those that are in place and successful. Since we already have the digital photo files from all of our previous promotional events, we can put together a fantastic web presentation for our customers. The templates could be used that are offered by the web hosting company but we already have the software in-house to get started on this project. Between the two, we have everything we need to create the design essentials for a successful web site. As long as we stay true to the elements of design listed in this proposal we can get your project completed in the time frame that you require. All web hosting companies will get us on-line within 24 hours of submission so all that is left to do is start designing our web pages and choose a web host vendor. I think we can start today.
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