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Topic: How to create a new Teams meeting
According to Siddique et al. (2022), Microsoft team engages a significant tool that adequately supports collaboration and includes interactive features such as live caption and others, with adherence to AI support. However, to schedule an online meeting with the aid of Microsoft Teams, an individual needs to traverse through the following steps:
· Open Teams in order to go to the Calendar option, wherein the New Meeting option needs to be selected
· For the purpose of the meeting, some of the details are required to be filled out, including the title of the particular meeting (support.microsoft.com, 2025)
· It is after this that attendees are to be added, including the necessary clients
· The time and date for the meeting need to be placed and adjusted
· A person can also add a specific location in the case that is required, along with the other details, for instance, what the meeting is for and others 
It is after executing the above procedure that an individual can select the Send option which will make all the meeting participants to attain an invite. However, this invite will be further utilised by people or the clients to join the respective meeting. On their joining the meeting, the initiator will be notified so that the initiator or some other participants who already exist in the meeting can effectively permit their entry.
Allen and Lehmann-Willenbrock (2023) opined that these meetings assist in navigating work experiences, behaviours and better wellbeing. It becomes significant to note that there are multiple ways so as to schedule a meeting, and a meeting can also be scheduled from the chat. To create a meeting from the chat, a person needs to:
· Choose chat and opt for more chat options that lie at the top of the chat
· Select the Schedule a meeting option and further include the necessary details of the meeting (support.microsoft.com, 2025)
· It is after this that the send option can be selected 
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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 site of Yoga Reading engages a clean design that positively contributes to rapid load times. However, pages such as "pricing" and "classes" are convenient, assisting the website to load easily with reduced delays.


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


	Answer: The website does contain several subpages that include "about us", "our classes", "contact", "office yoga", "events", "on demand", "pricing", "FAQ", "book courses" and others (yogareading.co.uk, 2025). A prospective consumer can handle these through a top menu present on the website or the links provided on the homepage, thereby making it spontaneous to access varied sections.


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

	Answer: The website does offer scope for people to initiate a booking through the webpage. However, a customer can opt for distinct packages or courses directly through their site. The business also utilises a "Punchpass" for facilitating bookings for drop-ins and others, and provides membership through their "our prices" or "our offer".


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


	Answer: In terms of improvements to the website, the business can add more visuals and short videos of their yoga sessions. According to the view of Sharma (2023), a website which is problematic to browse and confusing can lead to poor user experiences. However, in the case of Yoga Readings, mobile responsiveness can be leveraged, and loading speed can also be improved by effectively compressing images. Moreover, the inclusion of the user testimonial may help shape better trust.


	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 clean and engages minimalist features, containing soft typography, and offers an uncluttered feel. Through the computer, the layout appears to be much wider and also well-spaced; however, on the mobile phone, the menu tends to collapse neatly. On the mobile phones, though the images shrink, the site remains readable.  


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


	Answer: The business utilises natural-toned imagery, including images of studio and mats, that present professionalism. On the contrary, there seems to be no autoplay video on their homepage. The website aligns with colours that are soft, including greys, pastel tones, fortifying a calm brand tone.  


	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 appear to be no options provided for live chats on the website. Live chats tend to serve a greater volume of consumers and facilitate personalised dialogues with complicated requests (Sohn et al. 2021). However, Yoga Readings offers a contact form, which can be found on their "contact us" page, along with email and a phone number. It can be interpreted that while such features are direct and simple, the presence of a live chat could have developed responsiveness for solving enquiries and doubts.


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


	Answer: The business, through its website page, presents links to its Facebook and Instagram pages, situated at the top right, thereby making it convenient to access social profiles (yogareading.co.uk, 2025). However, these links provide facilitation of better engagement and foster a community feel. These links could have been made more productive by complementing them with distinct other platforms of YouTube to enhance user connection.


	
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 made clear by transparently laying out the specific options for “courses”, “on demand”, “private classes” and others. Through their “about us” page, the business elucidates their mission and mentions their focus on pilates, workshops, and osteopathy, thereby making it convenient for audiences to acknowledge their entire offerings.


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


	Answer: As per the perception of Hanaysha et al. (2025), a large number of people globally mostly rely on the internet for acquiring important information prior to making a purchase. It becomes important to note that Yoga Readings involves a dedicated “testimonial page” that contains written feedback (yogareading.co.uk, 2025). While the page contains several quality feedback from customers, it does not mention the date, thereby making it difficult to assess whether they are updated. 



	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: High quality of their services is presented through their availability of qualified instructors and small class sizes. The services can be suggested for their wider range of support offered, professionalism and availability of multiple yoga styles such as functional flow and others. 



	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: The prices are made clear to audiences through the "our price" page, and the page showcases specific passes, membership and a myriad of subscriptions. As per the view of Zhao et al. (2021), the goods pricing tends to play a vital role within the purchasing behaviour of the audience. However, the pricing seems to be fairly premium, which justifies the quality of services provided to them with the aid of a well-equipped studio, on-demand library and knowledgeable instructors. Therefore, it can be argued that the business is able to achieve better customer satisfaction rates. It is also found that service quality that enhances emotional satisfaction paves the way towards a greater recommendation and buying intentions (Cakici and Tekeli, 2022). 



	Section 4 – Searchability


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


	1. yoga

	
	2. reading

	
	3. classes
Three words that can be typed include "yoga reading classes". However, the use of such words can help target yoga studios that align with the services provided by Yoga Readings, such as online sessions, membership options and others. 


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


	Answer: When the above words are typed into Google, Yoga Readings' website does come up at the top. It engages an SEO friendly structure that appears within the top ten websites on search, assisting new audiences to conveniently find them. 



	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: Web applications in the UK are observed to have been competing increasingly in the present times within the digital pace, thereby showcasing the requirement to be productive and user-friendly to thrive in the dynamic landscape (bmmagazine.co.uk, 2025). Yoga Reading's website appears to be highly relevant within modern businesses in the UK. In the nation, professional websites tend to foster credibility and deliver legitimacy. However, a website particularly for the SMEs enables the business to cater centralised information and undertake service bookings effectively. 



	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 would suggest Yoga Readings to include a live chat option or a chatbot, which would permit visitors to seek rapid answers to questions regarding timings, pass types, prices and onboardings. In this context, Sun et al. (2021) are of the opinion that live chats are being increasingly opted for by businesses to optimise customer service. Thus, the addition of the live chat will guarantee that the business can provide people with immediate replies and thus develop the user engagement rate. Moreover, it can leverage conversions by lowering friction in the case of first-time visitors to a website. 
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