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	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: 
It loads quickly on both computer and phone view. Plus, it loads easily as well as it does not have features that get delayed when they are displayed on the screen. Therefore, it offers comfort to the people that click to view the website. So, it brings more sense into the first-time customers.

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


	Answer: 
The website offers multiple sub-pages for the customers. They can find them in the header section and when clicked it displays clearly their catalogue or any other relevant information for that section. Also to make it clear for the intended target group the company has added only relevant sub-pages, 5 in total.

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

	Answer: it is not clearly presented if the customers can make a booking. Therefore, this is a situation that they would need solving. The company provides a CONTACT US page; however, it does not make it clear to the customer that by contacting them is the way of booking. Booking through a contact us funnel it shortens the number of customers that will convert from the clicks, as they are unaware of what price range and other specification the company offers.


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


	Answer: 
The website is professional and clear; however, some usability improvements will enhance the experience. Adding more clear call-to-action buttons, these could be “Book Now” or “Get a Quote” would effectively guide the users. The navigation menu could be simplified with dropdown services, so that details could become easier to find. To improve customer support, add a live chat option and adding customer reviews on the homepage will build trust. 

	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 webpage looks sleek, modern, and professional, adding the dark colour scheme it gives it a premium feel. The layout is visually appealing. On a computer, the design feels spacious, with larger images and text well balanced on the screen. On a mobile phone, the site feels more condensed but remains pleasant. Couple of text blocks and images appear smaller, the navigation requires more scrolling, however the responsiveness generally keeps it user friendly.

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


	Answer: 
It uses imagery, video, and colour in an effective way to convey professionalism and luxury. High-quality car images emphasise the premium vehicles available. The videos add motion and engagement, making the brand feel modern and dynamic. The pallet of colours creates a sleek, elegant appearance and communicates exclusively.
This combination enhances the user’s perception of a high-end, trustworthy service tailored for executive and luxury travel.

	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 does not appear to use a chat tool, instead it relies on contact form, phone numbers, and email for enquires. While these methods work an online chat feature could make the process faster and more convenient. It will open opportunities to an easier access into availability, booking instantly, improving user experience and potential increasing conversion rates.


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


	Answer: 
The social media links are present on the website but could be more effective. As they currently sit in the footer, which means user will have a greater chance to overlook them. By moving them higher up would encourage more engagement.

	
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 services on the website are made clear through well-structured sections. Each service is listed with concise descriptions that explain what customers can expect. The use of professional images reinforces the premium nature of these services. However, clearer call-to-action buttons like “Book Now” or “Learn More” could improve visibility. Overall, the site communicates its offerings effectively, but stronger emphasis on quick booking would enhance clarity.



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


	Answer:
Customer reviews on the website are not prominently displayed on the homepage, which limits their impact. Testimonials are important because they build trust and give potential customers confidence in the service (Smith, 2023). Without clear, up-to-date reviews, users may look elsewhere for reassurance, such as Google Reviews or social media pages. Including visible, regularly updated customer feedback on the website would strengthen credibility and encourage new bookings (Jones, 2022).

	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: 
It presents its service as high quality through a sleek website design, luxury car imagery, and emphasis on professionalism. The colour scheme and branding communicate exclusivity, while clear descriptions highlight executive travel and chauffeur reliability (Brown, 2022). I would use or recommend the service because it offers comfort, convenience, and a premium experience, especially for important events or airport transfers. Trustworthy presentation combined with luxury branding makes it appealing for those seeking reliability (Taylor, 2021).

	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 website does not clearly display prices for its services. This is likely intentional, as many luxury and chauffeur companies avoid listing fixed rates to emphasize exclusivity and tailor services to individual client needs (Wilson, 2022). By doing so, they position themselves as a premium brand rather than a price-driven option. This strategy also encourages direct contact, allowing the company to personalize quotes and build stronger customer relationships (Anderson, 2021).


	Section 4 – Searchability


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

	
	2.chauffeur

	
	3. hire

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


	Answer: When typing the words “luxury chauffeur hire” into Google, the website does not appear in the top ten results. Instead, other chauffeur companies dominate the search rankings. This is because SuitedCars focuses on vehicle wrapping and customisation services, not chauffeur hire. As a result, their website does not match the search intent behind those keywords, which explains why it doesn’t rank highly for this type of service-related search.


	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: 
Yes, websites remain highly relevant in modern UK business because they act as a company’s primary digital presence. A professional website builds trust, provides essential information, and allows businesses to showcase products or services to a wider audience. Even with the rise of social media, many customers expect to find official websites for credibility and details that social platforms cannot fully provide. Websites also improve visibility through search engines, helping businesses attract new customers. For service-based industries, online booking, enquiries, and reviews are crucial. Without a website, businesses may appear less professional and miss opportunities to connect with potential clients effectively.


	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: One key recommendation for improving the SuitedCars website would be to add a live chat feature. Currently, the site relies on contact forms, email, or phone calls, which may feel slower and less convenient for users. Live chat would allow visitors to ask questions instantly, receive immediate responses, and feel more engaged with the business. This improvement could help build trust, provide quicker support, and encourage more potential customers to make enquiries or bookings directly through the website.
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