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Websites, like any other software development,
need to be planned, designed, and implemented with
careful thought and research. For a variety of reasons,
sometimes website development is not well planned.
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Wells Fargo believed that careful thought to design
conquers the complexity of the entire process. This
mentality centers on the principles of simplicity and not
overcomplicating initiatives. To embed these principles
in the website, the design stage included several
characteristics, including: (1) delivering information
tailored to the customer’'s individual needs, (2)
providing comprehensive, but consumable information,
(3) protecting the consumer’s anonymity during the
process, (4) allowing consumers to speak with a
representative when needed, (b) offering transparency
to information and the process, and (6) providing easy
access to information. These six characteristics help to
clearly frame the process of building the website.

As Wells Fargo drilled deeper into the project, they
began to define the essential elements of the proposed
website. These elements included a learning center,
glossary of terms, tools/ips, online application forms,
checklists to guide the consumer through the process,
and home ownership guides. These features were
developed to satisfy the objectives of the b\_/vei)i\slz(:
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