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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: 

I typed in the Goldsmiths URL and their website was on my laptop in under a second which showcased a beautiful Rolex watch highlighting the content of this website. I decided to search via the broader name Goldsmiths to test this one second hypotheses and again this gave me varying Goldsmiths results in under a second with options to select the one that I wanted.  My search was for the Watch and Jewellery retailers which conveniently was the first on the list of options, so I selected this and again was taken to their website in just over a second. 
The home page utilizes the Effect Options PowerPoint tool which allows you to view multiple pages on their website before moving on. There is an eight seconds delay allowing you enough time to see and assess different items at a glance so you are informed before your actual search begins. If the time loop is too short there are wipe arrows allowing you to revisit the page you would like to see in more detail.


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


	Answer: 

This retailer offers thousands of items as well as services for sale, so it’s safe to say there are a lot of subpages to view if one wanted to see the entirety of this website.  The website has its own built in RIBBON toolbar and within each of these toolbars are drop down tabs indicating different search options on the varying products and services that the retailer offers.
What this means, is, there are pages within pages, but each easily and quickly navigated if a customer is looking for a specific item.  Items can be search in the broader RIBBON category which then takes you to the drop-down tabs highlighting a narrower but specific search, which can then be filtered via different categories to suit a clients search needs.


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

	Answer: https://www.goldsmiths.co.uk/by-personal-appointment

This retailer and their website make use of this functionality as a way of being in touch with their loyal and potential clients.  Quite visible at the top of their page and sub-pages is the ‘Request an Appointment’ link which once selected the link takes you to their appointment booking page which outlines the different options in which on appointment can be made and ultimately conducted. As there are multiple showrooms, it allows you to select the showroom of choice, date, time and description of business to be transacted.  Your details will be required and all this should be inputted for the appointment to be confirmed. 
There are four (4) formats available.
In store, Video call, Telephone call, Virtual Boutique
This allows for clients to be treated in a relaxed, stress-free environment, knowing that real time information is still accessible from this retailer, which would result in the same outcome, whether the client walked into branch un-announced.

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


	Answer: 
The introduction of AI offering speech and or longer sentence structured questioning would be a way forward for persons not adept to using website.  There is a generation that stills prefers to talk to persons in real time, and a system that allows a more interactive response especially in their 24/7 or out of office hours could go a far way to helping persons such as these to access their products and services.


	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:

From start to finish this website lays out an easy navigational path for its’ clients to follow in their search for products or services. In it images and wording it comes across very informative, without crowding the pages. The picture on there own tells a story and added to this are the pertinent information that a client would need, eg. Cost, size if this is a ring or carat if diamonds are involved. 
Comparing the Laptop and the mobile phone the information on both remains relatively the same, the screen is displayed slightly differently due to size of both devices. The laptop being bigger can accommodate multiple items on display in one viewing whereas the smaller mobile device in some instances will only display once image per turn resulting in longer search time if you wanted to view multiple items to compare. Both the laptop and mobile are quite good for browsing this website as the search and download speed when first opening a page remains on par and only starts to differ when multiply pages are opened on each device.

The Book an Appointment link which is present on the laptop was absent from the mobile page. This had to be accessed via the search option or having scroll to the bottom of the page where this is displayed. All the features, information images remain true when using either device.


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


	Answer:

Displayed pictures taken with the best cameras to showcase the trueness of colours, shape, width, height and depth of the items are used throughout the website as every product being sold needs to be displayed on the website so client can process the product without even touching it. Videos are used to a lesser extent and are rotated or replaced on a needs’ basis. Both pictures and videos are of current goods and updated services or policies and are of good quality making the website clear, easy to understand and fun. Even when pictures are expanded their integrity remains in tack. It does not become blurry or pixelated. I tested a few pictures at zoom 200 and each item was still visible with no lost to integrity. 
 https://content.thewosgroup.com/wosg/shared/luxury-virtual-boutique/S1281_VisioDome_Watches_Final_Encoded.mp4#t=0.001


	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 a Live Chat service which operates from 9AM to 6PM seven (7) days a week.  This is very good in modern business as it means they will be less teleoperators occupying floor space and a more centralized command area in which all the information about the company can be had without each showroom having to represent themselves.  The introduction of HYBRID working as added to this in that companies no longer needs to have a designated building for the purposes of Online customer response.  Persons can work from the comforts of their own home as well as BOTS can work behind the seen to assist persons wanting information on products and services.


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


	Answer: 

This website gives access to some of the major social media platforms through clickable links found on their webpage.  Once access you are able to follow the retailers’ webpage from the likes of Facebook, TikTok, Instagram, Pin Interest, YouTube; each of these through the clickable icons at the bottom of their webpage. This allows for information to be filtered through to you via any one or all of these platforms which updates you on the latest information from this retailer that a client or potential may find of interest.  
These social media links are now the most popular sites with millions of persons accessing these for easy tailor made information.   According to Meta, (2026) Facebook UK is said to have anywhere from 38 to 58 million followers . While a number of these will be repeat followers on the other sites some may not.  It is therefore safe to say having your website marketed on these platforms will get you visible to a sizable clientele.  This alone is very effective in maximising market potential.


	
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:

Goldsmiths offers a number of services that helps to compliment the products that they sell.  If they are promoting an event or occasion these are promoted on their website via clickable links which are in varying colours, font size and style.  There are also broad heading clickable tabs which when selected offers drop down tabs that list all the services offered.  These tabs when selected takes you to a page that details the actual service being offered.  The website offers multiple ways for its’ client to source service information and these are available on all pages that is visited; however, a more tailored version is given on these pages depending on the product being view or page being visited.  Looking at a product for example will allow you to select their click and collect service, price match service or returns policy.  It also allows you to get live expert advice should you require this service. 



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


	Answer:
Goldsmiths uses Trustpilot for their reviews.  Added to their home page is the un-mistakable Trustpilot link which when selected takes you directly to the Goldsmiths review board.  On this board you are able to see the number of reviews to date, the breakdown of reviews in categories of stars (5 being the highest while 1 being the lowest), read clients reviews, see the latest reviews by name of persons, the day month and year it was posted.  Customer are therefore able to make an informed decision based on other clients experiences, on whether they can trust this retailer to delivery on all its promises mentioned on their website.


	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: 
This website speaks about their many years in operation and the amounts of stores they currently have open and where you are able to visit should you need to have a person to person conversation with an expert.  Businesses survive if they are able to maintain and grow their client base.  Word of mouth can destroy a business faster than any bombs can, so it speaks volumes when a company can demonstrate a history, when they can show growth by opening new showroom, when they can adapt into a modern way of doing business and when you can get  5 star ratings on a review board like trust pilot.  Their online approach tells me a lot about this business, as it gives me all the ready information I seek. I am able to call and arrange appointments that would further let me know if they are able to do what I am seeking.


	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:

Service prices are not listed on the website. As this retailer provides a luxury experience, I believe that the services offered is not a one size fits all and thus the reason why clients would need to speak to their advisors on prices or range of prices which aren’t displayed. Embedded in the servicing offered are nuances that a client will need to understand in order to appreciate what they are paying for.  What the company has however done is provide routes to getting this information should a client wish beforehand.  This via telephoning, emailing, or through their live chat, clients can actually speak to an advisor and get information pertaining to the service they seek.  


	Section 4 – Searchability


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

	
	2.Jewellery Retailer showroom

	
	3.Jewellery Valuation service

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


	Answer: 
 Yes

	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: 
In this modern world of how information is disseminated, websites plays’ an integral part in how persons are able to access education, information and entertainment.  Websites are therefore and integral part of all faucets of modern-day businesses as this allows 24/7 access to new start-ups, businesses wanting to maintain their customer franchise and also those businesses seeking to expand and grow into new territories globally. Websites now serve to advertise your business thus reducing the need to rely solely on televisions adverts as a means of showcasing now products thus reducing your overall cost bill. With the introduction of things like online shopping goods can be accessed from the comforts of your home while information on services can be access without having to visit a physical business shop space.  This also means there will be no cues or waiting indefinitely for these products or services as most businesses will offer immediate response to questions or queries and next day deliveries to goods purchased.
 

	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: 
With technology ever changing and AI being a constant feature of the modern era, it is prudent that this be utilise a lot more in the website I have chosen to represent here.
Goldsmiths uses chat BOTS but that are very basic.  More sophisticated AI technology is already out and this needs to be incorporated in this website to further aid shoppers in their search.  A system of asking a more worded questions to aid clients searching for a specific item could be introduced.  Instead of typing singular words, eg. Diamond rings and getting a webpage that displays all their diamond rings, a more worded structure of …’can you display a 2-carat sapphire and diamond ring with shoulder stones’ in which the AI could narrow such a search might be an easier way to aid clients looking for specific items. 
The website uses the filtering approach and this will help you to see all on display and filter to an exact item, however when considering persons who may not be technologically savvy an AI program that allows for speech or longer sentence structures might be a good way for these persons to find items without the added frustrations of having to filter through contents to arrive at what they might potentially want.
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