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	Student Number
	2524745
	Student Name
	Zenabou Guene Nignan

	

	Website Chosen 
	The Cooking Academy

	Insert hyperlink to website
	https://www.thecookingacademy.co.uk

	

	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 instantly, quickly and easily.


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


	Answer: The website contains a lot of sub-pages that a prospective customer can explore by clicking on each one. 


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

	Answer: Customers can make booking through the webpage according to their needs; whether they want a cooking class, a private cooking class, a dietary coking or a particular type of cuisine (Asian, European), to shop or organize an event.


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


	Answer: They could add the bookings as a sub-page or insert them on the home page to make it quicker access and display the next available classes for people who browse their website without a particular expectation.


	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 very pleasant, with lots of features like animated pages, wonderful pictures, enthusiastic people and teams which is positive; attractive ingredients and food that look fresh; inspire appetite and make your mouth water, and detailed descriptions and contents.
While the appearance of the website on a mobile phone is a single column on the computer there are multiple columns.

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


	Answer:  the website uses high quality imagery, video and colour with bright pictures, active cooking sessions and functional combination of colours that grant a pleasant environment and a delightful browsing experience.


	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: No, the website has not made use of an online chat tool for enquiries about their products or services. They are faithful to traditional methods like contacting them by phone; by email (entering name, contact number, email address, nature of inquiries); by online inquiries forms (Contact Us form and General Inquiries form) which are handle by their staff members or dietary experts. They also have FAQS, practical questions often asked that customers can access on the website and get a quick answer.    


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


	Answer:   The social media links are effective on the website, through them, customers can share their experiences and thoughts and interact with others. They contribute to create an online community.  


	
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 offered by the company are made clear to customers by detailed descriptions of the different cooking classes, the events, the polices regarding the booking and the particular focus of the academy on healthy ingredients and food.            


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


	Answer: The customer reviews are displayed feedback from people and corporates talking about their learning experiences, tutors’ professionalism, recipe quality.
They are not up to date; to get recent feedback a customer needs to refer to external website like Tripadvisor. 



	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 is presented as high quality through personalized culinary sessions, small groups sizes for a better attention and especially a focus on nutritional, tasty and healthy food. I would use the company’s service or recommend it to a friend or family member because of the combination of nutrition and healthy food which is crucial for our nowadays busy lives.   


	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, for the cooking classes, and the online shop the prices are clearly displayed and reflect the quality of the service shown compared to other cooking academies like Le Cordon Bleu.
 For corporate and private events, the prices are not shown as they have not fix prices and require a quote. 


	Section 4 – Searchability


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

	
	2.cooking

	
	3.academy

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


	Answer: Yes, it does, when you add a location (for example their site in London) it appears in the top three 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:  Yes, I think websites are still relevant in modern UK business because they formally prove that they are real and they apply businesses laws.


	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: If I were to make one recommendation about my chosen website, I will say to put available classes on the home page to make it accessible in one click to potential customers. The booking in not straightaway, to get it customers must opt for their class level base on what they are looking for (beginner, Indian cooking, Thai cooking, full or half day cooking…). Some customers may not have a specific need, they are looking for new experiences and may not dive dipper, so they need to be attracted by quick clicks.



Reference List 
	The Cooking Academy, (2026), Cookery team building and leadership. Available at www.thecookingacademy.co.uk (Accessed: 21 April 2026)
The Cooking Academy, (2026), Cookery Classes. Available at www.thecookingacademy.co.uk (Accessed: 17 April 2026)
The Cooking Academy, (2026), About Us. Available at www.thecookingacademy.co.uk (Accessed: 15 April 2026)
The Cooking Academy,(2026), Contact Us. Available at www.thecookingacademy.co.uk (Accessed: 14 April 2026)
Harvard, T.H, Chan School of Public Health – Research on nutrition, metabolism, and long-term health. Available at www.hsph.harvard.edu (Accessed: 11 April 2026)
                   








