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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 Cleaners of London website page loads quickly without delays and homepage content appears within seconds on both desktop and mobile devices. Navigation links such as “Book Now” and service categories display promptly. There are no obvious slow loading images or lagging animations. Overall, the loading time of the page supports a smooth browsing experience for first-time users and returns visits equally well. It is very clearly structured with information.


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


	Answer: The website contains sub-pages and uses an organised structure with multiple links that open pages including domestic cleaning, deep cleaning, end of tenancy cleaning and FAQs. The main menu lists services clearly and allows prospective customers to click through each service category. Internal links and call-to-action buttons such as “Book Now” and “Get Instant Price” help users move between pages. The layout is straightforward for users with or without prior experience.



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

	Answer:  Yes, customers can book through the webpage such as a cleaning service directly on the website. The site advertises that customers can “book in 60 seconds” using an online booking system and provides options to check availability of dates and services. There are interactive booking tools where users can choose a service, customise details and see pricing. Contact details and telephone options are also provided clearly on the website for alternative booking methods.  



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


	Answer: A continuous contact button that stays visible while the user scrolls would enhance the navigation, as several important menu options now require the user to scroll up. Users may find specific content more quickly with a straightforward search bars or drop-down options with services available. Adding breadcrumbs or emphasising the current page in the navigation could improve user orientation and reduce the number of clicks required to return to previous pages.



	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 has a clean professional visual presentation with white space and clear text that looks appealing on desktop. On mobile, the layout adjusts effectively, but some elements such as buttons and text sizes can feel slightly compressed on smaller screens. Overall, the colour palette and professional images create a pleasant user experience across devices and makes the webpage look professional. 


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


	Answer: Images which are used to feature professional cleaners at work, helping reinforce the service’s purpose. The colour scheme uses whites and calming muted tones with contrasting buttons for calls to action. There is no video on the homepage, but visuals are consistent and high quality, supporting readability and brand trust without overwhelming the user. However, there is no images showing any before and after images of services provided to show comparisons of their services.


	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: There is no online chat tool available on the website, users must use phone or email contact forms instead of real-time chat. An online chat tool could enhance the client experience by providing prompt answers to questions about services or reservations, even if this may maintain a basic layout. Having online computerised chat service on a website increases customers satisfaction and improves brand reputation (Rane et al., 2024).




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


	Answer: Although the social media links are not easily visible at the top of the page, there are active social media symbols in the website footer. Users can directly access the company's social media accounts on platforms like Facebook, Instagram, X, YouTube, LinkedIn and TikTok, which promotes user interaction and increases brand exposure (Wijaya et al., 2025). However, visitors who fail scrolling down may find them less visible due to being placed at the bottom.


	
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 website's well-structured categories, accessibility sections and illustrative language make it easy to see the company's services. From the main menu, customers can quickly locate particular services including office cleaning, carpet cleaning, end-of-tenancy cleaning and household cleaning. Concise explanations of the benefits and included features are provided on each service page. Additionally, visual components like buttons and icons direct users to options for booking and enquiries, enhancing user experience and clarity.


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


	Answer: The website does not display customer reviews, but feedback is available on Trustpilot. Customers have posted positive reviews from 2025 and 2026, indicating up to date and reflects experiences with the service (Trust Pilot, 2026). Customer attitudes and purchase decisions are influenced by feedback and evaluations (Frans et al., 2023). Businesses now how crucial it is to understand consumer preferences and reactions to promote growth and keep their market position (Okeke et al., 2024).


	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 company places a strong focus on insurance coverage, fixed price, properly qualified and screened cleaners and satisfaction guarantees. These attributes indicate dependability and expertise. Positive Trustpilot evaluations also emphasise excellent communication and good standards of work, which strengthen client confidence. The company's credibility is further strengthened by its straightforward booking procedure and clear pricing. These factors make the service seem reliable and appropriate for recommending to friends or relatives.


	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, starting costs for services are offered and pricing is displayed on service pages and within the online booking tool. This openness promotes informed decision-making by assisting users in understanding possible expenses prior to making a reservation. Pricing that is straightforward demonstrates trust in the business's ability to deliver value for the money. Customers can compare prices with the quality of services described by providing price ranges, which strengthens perceived professionalism and confidence.



	Section 4 – Searchability


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

	
	2.End of tenancy cleaning in London

	
	3. Domestic cleaning services in London

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


	Answer: Yes, the website is in the top ten search results when individuals search for phrases like "London house cleaning" or "end of tenancy cleaning in London" on Google. Strong online presence and successful search engine optimisation (SEO) strategies focusing on relevant service keywords are indicated by this search result. The search results show competitive positioning in the local cleaning market and improves the company's prospects of drawing in new clients.


	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: Websites offer professional internet presence and are relevant in businesses. Many buyers in today's digital world conduct internet research on goods and services before purchasing (Antczak, 2024). A well-designed and educational website can raise a business's profile and client confidence. Companies have control over the branding, services and information displayed on their website, guaranteeing accurate and consistent information. Websites include tools that improve communication and transaction efficiency, like safe payment alternatives, online booking systems and contact forms (Azher et al., 2025). As a result, websites are still crucial for drawing in, educating and attracting clients even with the expansion of social media channels. According to Kolber et al. (2018) more people shop digitally than in physical stores.



	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 recommendation for enhancing the Cleaners of London website would be to put client feedback and pictures of finished work on the home page instead of depending on other review sites. New visitors' trust would be instantly increased by adding a prominent review area with recent star ratings, brief comments and before-and-after photos. Prior to making a reservation, a lot of clients read reviews, this makes information easily accessible and help customers make a better choice. Additionally, showcasing real client experiences would show openness and faith in the calibre of the business's output. By reassuring potential customers from the first time they visit the website, this enhancement may boost user engagement, stimulate additional queries and eventually increase conversion rates.
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