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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:  The website loads very fast, with core text and the Christmas thematic offers within the period. Easy to navigate to read with clear submenus and basic ways of booking tickets.


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


	Answer:  Yes, multi-level design is well established. The first level includes Menus for Contact, Corporate Events, Food & Drinks, Gifts, Book Now and so on. On each level users have easy find options to choose what the user needs Location, Parties, Games, etc.

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

	Answer:  Sure, Is a big yellow “Book Now” button on the website right upon visiting. It functions this way at the first level menu, when you click on the button, you need to select where to book.

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


	Answer: The homepage has several offers in a Grid at once, and this is very much a violation of visual hierarchy. Having better options to group offers into different categories (e.g., “Family Deals,” “Party Packages”) and the need to use filtering would make the search much easier, reducing cognitive load (Lidwell, Holden and Butler, 2010). 

	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: In my opinion is too bright and crowded. I don’t like the colour used both on web and mobil I think it is too bright and crowded, that was not my idea. I don’t like the colour on web and mobile. But this is, quite likely, not an issue for parents and children.e. But probably, for parent and kids this is not a problem. 



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


	Answer: It uses big, bright graphics and energetic photographs of people bowling and revelling. Also, video backgrounds are used on the important Promotional pages to excite you. In the overall, vibrant and brand-centric colour scheme, buttons and offers are clearly highlighted (Chapman, 2023), which further echoes the use of colour as a force used intentionally to direct our attention and create emotive impact.


	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 homepage does not show a live chat widget. This means that customer enquires may be directed into client phone numbers and information, contact forms or social media messages. For a service with lots of pre-booking queries, the use of a chatbot for FAQs may enhance customer service, decreasing phone call volumes and ensuring 24-hour support, a growing expectation in e-commerce (Forbes, 2022).



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


	Answer: Ties to Instagram, Facebook and others are clearly posted in the site footer. As they open in new tabs, they are effective. The homepage also includes preview of the Instagram feed, which presents real customer photos and allows for showcasing authentic social proof builds social proof and facilitates visitors interacting with the brand community, an important mechanism of the modern digital marketing industry (Chaffey and Ellis-Chadwick, 2022).



	
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 are immediately obvious. Their headline says “ten pin bowling”, “arcades” and “food & drink.” A few dedicated pages for ‘Food & Drink’, ‘Kids Parties’ and ‘Corporate Events’ will provide an overview of the entire selection. A concise narrative of the whole-of-something entertainment to all cohorts is essential for constructing an informed and communicative brand message (Keller, 2013).



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


	Answer: Customer reviews are not included prominently in the primary promotional pages. Also, some centre sites specific to their location will connect you to external, Google-wide reviews. There is a gap in integrated, up-to-date testimonials, as 93% of consumers say that online reviews affect their purchasing decision (Podium, 2023); thus, they play an integral role in converting new visitors. 



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


	Answer:  With “state-of-the-art” and professional visuals of contemporary lanes, the quality is presumed. The key reason for its recommendation is the straightforward value and convenience: transparent package deals (e.g., “kids eat, drink & bowl”) make planning simple and the potential for an all-embracing, fuss-free family experience, providing a solid solution to the perennial headache of arranging collective leisure outings.



	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:  Yes, the prices are exceptionally clear. Homepages have offers showing "from £X.XXpp*" pricing. This transparency is a major strength, allowing customers to instantly assess affordability. The prices are positioned as great value for a packaged entertainment experience, which aligns with the fun, mass-market quality shown and meets a key user need for upfront cost information (Baymard Institute, 2022). 



	Section 4 – Searchability


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


	
	2. Bowling near me

	
	3. kids' birthday party bowling


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


	Answer: For generic terms like "bowling," Hollywood Bowl ranks highly due to strong national SEO. For localised searches like "[City] bowling" or "bowling near me," its location pages dominate the top results due to effective local SEO. For "kids birthday party bowling," it also features prominently due to dedicated, keyword-optimised party content (Chaffey and Ellis-Chadwick, 2022).



	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 are significantly relevant as the central, owned digital asset for a business. For Hollywood Bowl, it is the primary revenue driver, handling all online bookings and payments ,a function social media cannot replicate. It acts as the definitive source for precise information (prices, locations, times) and is critical for local SEO, ensuring the company appears in "near me" searches, which are used billions of times monthly (Google, 2023). It builds brand authority and trust in a way fragmented social media profiles cannot, remaining the cornerstone of a digital strategy.

	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: Integrate a system for customer reviews and references directly onto key pages. Currently, the site lacks integrated social proof. Adding star ratings and recent customer quotes to the homepage and offer pages would build instant credibility for new visitors, reduce perceived risk, and directly address common questions about the experience. This simple addition could significantly increase conversion rates by leveraging the powerful marketing principle of social validation, which is proven to influence consumer behaviour more than most marketing messages (Cialdini, 2021).
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