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	Student Number
	
	Student Name
	IMRAN SAEED KHAN

	

	Website Chosen 
	 (Vinyl vehicle and car wrapping Birmingham, n.d.)


	Insert hyperlink to website
	Vinyl vehicle and car wrapping Birmingham - Car Wrapping based in Birmingham


	

	Evaluation
Respond to each question 

	
Section 1 – Usability

(75 words maximum for each answer)

	Question 1a - How quickly and easily does the website load? 


	Answer: 
The website was easy and quickly to find on google search and quick to load.


	Question 1b - Does the website contain many sub-pages? How does a prospective customer navigate these? 


	Answer: The website has multi sub pages where customer can choose what sort of wrapping, they want for their car, different brands of cars are show-case in the website.


	Question 1c - Can a customer make a booking via the webpage? 
 

	Answer: Customer can make booking via webpage filling request form available on website also has link to direct phone number also available. There is a messenger icon also available on website to speak to company sales team directly as well. 


	Question 1d - What improvements could be made to the usability of the website?


	Answer: The website has covered all the vital business aspects of the business, I would add little more colour into the website, and make it more attractive and fun for customers, wrapping a car is for customers who want their car more attractive and fun, and website should fulfil the all sort of customers.


	Section 2 – Pleasure – Customer Experience

(75 words maximum for each answer)

	Question 2a – How pleasant does the webpage look?  Are there any differences in appearance on a mobile phone versus a computer? 


	Answer: The website looks same on laptop and mobile phone not so big difference, the company hasn’t created any special application for App store for mobile phone, the mobile phone application would have given customers different ways to looking at their cars in different colours of wrapping.





	Question 2b - How does the website use imagery, video and colour? 


	Answer: The website has not used any imagery clips, its showed the real cars of different models wrapped in different colours, no videos are available, website has kept the colours very nominal levels and its has been presented in very black and grey colour scheme.


	Question 2c – Has the website made use of an online chat tool on the website? How effective is this to enquire about the product or service? 
 

	Answer: The website has used the online chat tool (Messenger) on the website which is very good for customers to interactive with sales team and company management to discuss what services they want for their car. This very effective as customer you get quote and time or appointment availability straight away instead of any delays or waiting time. 

	Question 2d – How effective are the social media links on the website?


	Answer: The social media always good to promote your business and reach out to bigger market and spread the word around the world. The tools website has used are Facebook and Instagram, they can add YouTube options there as well, show your work on YouTube audiences as well.


	
Section 3 – Perceived Value

(75 words maximum for each answer)

	Question 3a - How are the services offered by the company made clear to customers?


	Answer:
The company website has a clear direction of what sort of business there are into and what services they offered to customers, when are go to google search bar you are find the company under car wrapping business also they use social media to show what their business services are to general public.


	Question 3b - How are customer reviews made available? Are these up to date? 


	Answer: There are only 5 reviews linked to the website, its not verified reviews and it does not have any dates mentioned on it so it hard to establish what dates they were given. 


	Question 3c – How is the service presented as high quality? For what reasons would you use the company’s service or recommend to a friend or family member? 


	Answer: The service quality is measured by the customers reviews, which are not many available on website, only can recommend by word of mouth or must trust the company by use them one time for your car.


	Question 3d -   Are prices made clear to customers? If yes, do the prices reflect the quality of service shown? If no, why do you think the company has chosen not to include prices? 


	Answer: The company has not mentioned any prices on website it only quotes the price on personal request basis or online chat box, company must be taking individual price range into account by looking at what sort of services of wrapping they are looking for their cars.




	Section 4 – Searchability


	Question 4a - What three words would you type into Google to find this type of service? 
	1. Wrapping

	
	2. Birmingham

	
	3. Suitedcars

	Question 4b - When you type these words into google, does the company’s website appear in the top ten websites? 


	Answer: yes, It does comes into top ten websites.


	Section 5 – Reflection and conclusion

(120 words maximum for each answer)

	Question 5a - Do you feel that websites still have relevance in modern UK business? Explain your answer. 

	Answer: The above website has all the aspects for the relevance for modern business.
In today’s digital economy, not having a website is the equivalent of being unlisted in the phone book two decades ago—it renders your business virtually invisible. Consumers expect to find information about a business online before engaging with it. Whether you're a small local shop, a growing startup, or a large international enterprise, your website serves as your digital storefront, open 24/7 to inform, engage, and convert visitors into customers. It’s often the first point of contact and the foundation for building trust and credibility. Without it, potential clients may question your legitimacy, turn to competitors who are online, or simply move on. In a marketplace where attention is short and competition is fierce, a website is not a luxury—it’s a core business asset essential for visibility, communication, marketing, and growth. (simplilearn)
Organic growth is gaining a social media following through recommendations, word of mouth, and engaging content which you’ve not paid to promote. It’s considered a good way to increase brand awareness as the customers you gain this way tend to have more trust in your business.
Organic growth is gaining a social media following through recommendations, word of mouth, and engaging content which you’ve not paid to promote
But it can be challenging to do in new markets. You’ll need to be post new and relevant content regularly, and you’ll likely be competing for attention with many different voices online. (business.gov.uk)
This means creating ads and content which you pay to promote, so that they’ll appear on the social media feeds of your target audience. It’s a good way to get your products noticed or to make one-off sales, but the costs need to be closely managed. And it’s unlikely to build a loyal brand following.
If your goal is to sell, make sure you always have clear next steps with call to actions - such as ‘buy now’. And where possible, set up your shopping baskets within your social media channels. For example, you can enable your customers to add products to their online shopping baskets directly in Facebook and Instagram. This removes the need to direct people to your website from the social media channel. (business.gov.uk)






	Question 5b - If you were to make one recommendation about how to improve the website of your chosen company, what would it be? Why have you suggested this improvement? 


	Answer: I would make it more colourful and make use of different colour schemes to make it more attractive and inviting. I would also add more live and new feedbacks.
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