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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 website loads relatively quickly and is easy to access. Pages open without long delays, and images load smoothly. Navigation between section is also responsive, which improves the overall user experience.

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


	Answer: 
Yes, the website has several sub-pages such as courses, about, and contact. Customers can navigate easily using the top menu bar and clear headings. Links are well organised, making it simple to find information.

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

	Answer:  YES, customers can make bookings directly through the website. There are clear call -to-action buttons that guide users to booking forms or course pages where they can select and reserve a place.


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


	Answer:  The website could improve by simplifying some pages and reducing text. Adding more visual elements and clearer buttons would help users. A search function could also make navigation faster.


	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 modern and visually appealing with a clean layout. On mobile, it adapts well, but some elements may appear more compact. On a computer, the layout is wider and easier to read, improving the experience. This show that the business understands user experience to the factors that engage customers positively (Yang et al., 2019). Therefore the Cooking Academy is  meeting its objectives of providing a good experience to customers.


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


	Answer: The website uses high-quality images of food and cooking classes, which makes it visually appealing. Colours are warm and inviting, helping create a friendly atmosphere. Videos may be limited, but images effectively showcase the experience and attract customers.


	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 does not strongly feature an online chat tool. Instead, it relies on contact forms or email. While these are useful, a live chat feature would improve communication by allowing faster responses to customer enquiries.


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


	Answer:  The social media links are useful and allow customers to explore more content. They help build trust and show updates. However, their effectiveness depends on how active the pages are. Clear placement on the website makes them easy to find and use.
 

	
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 are clearly presented through structured sections such as cooking classes, courses, and private events.  With descriptions, duration, and skill level. This organisation helps users easily understand and choose suitable options. This suggests that clear service presentation improves perceived value and decision-making (Cong et al.,2018). Therefore, The Cooking Academy effectively communicates its services to customers. 

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


	Answer:  Customer reviews are shown on the website through testimonials and sometimes rating. These are usually placed on key pages to build trust. However, it is not always clear when the reviews were written, so it is difficult to confirm if they are fully up to date. Despite this, the positive feedback helps create a strong impression of customer satisfaction.


	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 professional images, detailed course descriptions, and emphasis on experienced chefs. The website highlights small class sizes and hands-on learning, which suggests personalised attention. I would recommend the service because it appears well-organised, informative, and suitable for different skill levels, making it appealing for both beginners and more experienced cooks.
 

	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 generally shown for individual classes or courses, making it easy for customers to understand the cost. The prices appear reasonable considering the quality of teaching, facilities, and experience offered. This transparency helps build trust and allows customers to make informed decisions before booking.


	Section 4 – Searchability


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

	
	2.Cooking courses UK

	
	3. Learn to cook classes

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


	Answer: when searching these keywords, the company’s website may not always appear in the top ten results, especially for broader searches like “cooking classes London.” Larger or more well-known companies tend to rank higher. However, for more specific searches, such as the exact company name, the website appears quickly. This suggests that the site could improve its SEO to rank higher.


	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 still play an important role in modern UK business. They provide a central place where customers can find detailed information about services, prices and contact details in a clear and organised way. This helps businesses appear more credible and professional, which builds customers trust. While social media is popular for communication, websites remain essential for providing accurate and complete information. They also support interaction and coordination in complex environments (Williams,2012). Therefore websites continue to be highly relevant for engaging customers and supporting business success.

	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 would be to improve search engine optimisation (SEO). This would help the website appear higher in Google search results, making it easier for new customers to find the business. Improving keywords, page titles, and content could increase visibility and attract more visitors, ultimately leading to more bookings and business growth.
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