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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:  Very quickly to load.


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


	Answer: The website contains 11 subpages, navigated by hovering cursor over each respective section.


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

	Answer: 
A customer can quickly and easily make a booking by clicking the booking subpage on the home screen. It can be easily seen at the top of the screen or by clicking the large yellow icon on screen. On mobile the booking button is the centre focus of the page.

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


	Answer: There could be less options and clutter on screen, for example two of the subgroups ‘parties’ and ‘groups’ could be put together as they have similarities.


	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 webpage is pleasing to view; the slide show of pictures is a good addition that adds some interactivity and life to the homepage. The mobile version has a different layout optimised for a smaller screen and touch functions. The mobile version is easier to navigate as there is less clutter on screen, to make up for the smaller screen.


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


	Answer: Nice colours, not too much going on and uses different images well to present the business in a nice manor, it is known that ‘visual imagery has potentially powerful effects on human psychology and physiology, affecting ideas, perceptions, beliefs, feelings and behaviour.’ (Alan Branthwaite, 2002, Qualitive Market Research, Bradford, Emerald Publishing.)

	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 no online chat tool available, but they do have a contact section that is clearly displayed, this section contains email, telephone and mail information.


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


	Answer: The website contains all social media information and links on the home page, but it is more towards the bottom of the page, they have one hyperlink that leads to tiktok. Potential improvement could be to add a social media link at the top of the page and add hyperlinks for every social media, - instead of just one.


	
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 provided are clearly displayed multiple different ways, through pictures, hyperlinks and they make it clear they offer more than just bowling, services such as, VIP lanes, pool table, arcade and diner are advertised as well. 


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


	Answer: There are no reviews shown on the website. It is usually something customers typically expect to see. It is said ‘the conversion rate of a product can increase by as much as 270% as it accumulates reviews, amongst the users that choose to display them.’ (Georgios A, Edward C.M, 2016, RecSys16, proceedings of the 10th AMC conference, New York, Association for Computing Machinery) 


	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 shown to be high quality from professional photography, a very easy to navigate web page. I would recommend this to friends because they offer special deals and packages. They have multiple locations which shows they are very popular. 


	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: Special offers are displayed clearly on the main page however regular prices are not shown until you enter the booking system. 


	Section 4 – Searchability


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

	
	2. Hollywood Bowl

	
	3. Parties

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


	Answer: For ‘bowling’ they are the 2nd result, ‘Hollywood bowl’ they are first result and for ‘parties’ they are 9th result.  


	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 are a key part of running a successful business, they are more relevant than ever given the growth of the internet. Good usability, and ease of access are essential aspects. ‘If a customer cannot use an e-commerce site, then he/she cannot buy from it – regardless of how much trust the website inspires, how good the marketing campaign or how efficient the firms supply chain management, it can therefore be argued usability has become one of the most important issues in web design.’ (Kay M, 2005, An exploration of the importance of website usability from a business perspective, Robert Gordon University.)


	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 I would make about the website would be to add reviews to the page somewhere, This increases customer trust and makes them more assured with the quality of the business, which in turn could increase user confidence. 
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