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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 Suited Cars website loads in less than 3 seconds, satisfying digital marketing standards for speed.  According to Kotler and Armstrong, fast-loading websites improve the consumer experience by lowering bounce rates and irritation.  This immediacy keeps consumers interested and improves service reliability.


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



	Answer: 
Yes, the website is user-friendly, with a simple layout and obvious navigation options such as "Services," "Gallery," and "FAQs."  According to the Marketing Principles, high usability helps customers make decisions by making product information easily accessible, hence reinforcing trust and ease.

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

	Answer: There is no direct booking system.  Instead, visitors submit a contact form to request quotes.  While this allows for more tailored responses, a comprehensive online booking tool would improve transactional efficiency, which Kotler and Armstrong (2018) stress as "ease of buying" in providing consumer value.


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


	Answer: The website might benefit from more accessibility features, clearer call-to-action buttons, and an online chat feature.  Improving usability is consistent with the concept of providing higher customer value by reducing friction in the digital customer journey (Kotler & Armstrong, Customer Experience).


	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 is visually beautiful and designed to be responsive across all devices.  Menus compact on mobile devices, and graphics resize nicely.  According to the Principles of Marketing, consistent branding and a pleasant visual experience boost user happiness and emotional involvement with the company.


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


	Answer: The website employs high-quality car wrap photos to elicit emotional and visual responses from premium buyers.  While it lacks video, the artwork and elegant black-and-white motif contribute to a high-end company identity.  This reflects Kotler and Armstrong's focus on branding through sensory marketing.


	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.  This reduces real-time interaction.  According to Principles of Marketing, a chat capability would promote customer intimacy by providing consumers with faster access to help and increasing service engagement.


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


	Answer: Although they are hidden in the footer, social networking connections work.  Adding these links further up the page would increase visibility and engagement, which is a fundamental tenet of multichannel marketing strategies, even though the Instagram page effectively showcases brand work (Kotler & Armstrong).


	
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: A dedicated "Services" page outlines services in detail, while a FAQs section provides more information.  This transparency reinforces Kotler and Armstrong's concept of value communication, which entails alerting users of benefits in a systematic, informative manner.


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


	Answer:
There are no apparent reviews on the site, however positive feedback abounds on Google and Instagram.  Displaying testimonials directly would boost perceived trust, which is an important factor in value perception (Kotler & Armstrong).

	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: Suited Cars uses high end materials and images of luxury cars to project a picture of being a high-end supplier.  According to Principles of Marketing, these are brand indicators that contribute to perceived quality.  They are excellent and knowledgeable in visuals, consequently I would suggest them.


	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: Prices are not displayed because quotes vary by vehicle and material.  While this is appropriate for a tailored service model, it lacks openness.  According to Kotler and Armstrong, pricing should represent perceived worth – in this case, quality is highlighted, but pricing clarity may increase consumer trust.


	Section 4 – Searchability


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

	
	2. Vehicle vinyl wrap

	
	3. Custom Car wraps UK

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


	Answer: Yes, Suited Cars ranks within the top three organic search results for "car wrapping Birmingham".  This demonstrates great local SEO, which reinforces Kotler and Armstrong's emphasis on digital presence in today's marketing environment.


	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 important in the digital era.  According to Principles of Marketing, they serve as a "home base" for brand material, allowing customers to trust, access information, and generate leads.  While social media is crucial, a website gives you more control over branding, SEO, and client engagement options.

	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: 
I recommend including a live chat feature.  According to Kotler and Armstrong, this would increase customer engagement, minimise service friction, and potentially boost conversion.  It would enable consumers to ask fast queries, improving satisfaction and response, particularly among high-intent visitors.
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