
WHAT WAS DONE:

1. Heuristic Evaluation of Holiday Exlusives catalog page which 
currently serves as the Holiday Exclusives landing page.

2. 1 Survey was conducted to evaluate the current naming conven-
tion for this feature.

3. Evaluated the Sale Landing page for it’s effectiveness. 

GOALS:
Answer the following questions:

1. Should we use a Holiday Exclusives landing page at all?  
2. Does the Current practice of sending users to a HE Catalog 

Page make sense?
3. If we decide to use a Holiday Exclusives landing page 

should we create a standard template? 
4. Should we repurpose the Sale Landing Page for this 

purpose?
 
WHAT WAS RECOMMENDED:

1. Change “Original Price” to the color grey with a 
strikethrough to focus the users attention on the sale price.

2. Remove the term “Original” from the price listings or use 
alternative wording. 
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3. Move “%Off” from the original price line to the sale price 
line.  By including the percent off on the same line as the final 
sale price the user is not required to recall the percentage. 

4. Remove all mention of percentages from the title image and 
use alternative wording.

5. Filter the results for customers prior to reaching the HE Catalog 
Page.  Provide extra buckets on the HE Landing page. 

6. Re-incorporate a Landing Page into the process.

7. The Sale page may not have the best layout to use for the 
Holiday Landing Page. 



STANDARD #8: AESTETIC AND MINIMALIST DESIGN 
Dialogues should not contain information which is irrelevant or rarely needed.
The colors of the “Original Price” line on the catalog page is dark blue which competes with the red 
coloring of the sale price. (See Image HE Catalog Product Listing)

Recommendation: Change original price to grey to highlight the sale price, and possibly use a strike-
through to put the user’s focus on the sale price. 

STANDARD #4: CONSISTENCY AND STANDARDS
Users should not have to wonder whether different words, situations, or actions mean the same thing. 
Follow platform conventions.
The term “Original Price” is not used on normal catalog pages, but used on this page only.  This is 
inconsistent with the rest of the items listed on catalog pages throughout the blue nile website.  This 
created inconsistency.
Recommendation:  Remove the term “Original” from the price listings or use alternative wording.

STANDARD #6: RECOGNITION RATHER THAN RECALL
Minimize the user’s memory load by making objects, actions, and options visible.
The percent off for each product is located next to the original price which requires the end user to 
recall the percentage off of the original price when reading farther down to the sale price line.  

Recommendation: The percent off should be moved from the original price line to the sale price line.  
By including the percent off on the same line as the final sale price the user is not required to recall 
the percentage. 

Standard Catalog Product Listing HE Catalog Product Listing



STANDARD #8: AESTETIC AND MINIMALIST DESIGN
Dialogues should not contain informaiton which is irrelevant or rarely needed. 
In the title image, the wording states “Up To 25% Off.”  This puts a cap into the users mind that they 
can not get a deal with us better than 25% Off.  People are coming to this page based on a sale that 
has been advertised.  The percentages are listed in the product listing, so providing the percentage in 
the title is uncessary, this eliminates the cap in the users mind even if there is a cap in place, the user 
can remain unaware of this.  When shopping sales, consumers are looking for the highest possible 
percent off, so if you already tell the end user what the cap is, they might be tempted leave the page 
to shop elsewhere looking for higher percentages. 
Recommendation: Remove all mention of percentages from the title image and use alternative 
wording.

STANDARD #6: RECOGNITION RATHER THAN RECALL
Minimize the user’s memory load by making objects, actions, and options visible. 
In a study conducted by Marketing Sherpa which publishes “Practical Case Studies & Know-How,” an 
A/B test of email marketing estabilished that that a dollar off amount for a sale promotion was more 
effective than a perctage off amount. The theory behind why this might be the case, is the idea that 
users were forced to do the math for a percentage off, as opposed to having a quick solid amount.  
This theory can applied to the HE Landing page. 
http://themarketingguy.wordpress.com/2008/07/24/dollars-off-or-percent-off-which-works-best/
Recommendation: Remove all mention of percentages from the title image and use alternative 
wording.

STANDARD #2: MATCH BETWEEN SYSTEM AND THE REAL WORLD
The system should speak the users’ language, with words, phrases and concepts farmiliar to the user. 
According to Dictionary.com the most common synonyms for the term “exclusive” are listed below:

absolute, limited, private, sole, unique, choice, chosen, narrow, particular, 
single, closed, elegant, select
All of these terms directly conflict in message with the nubmer of results listed on the Holiday 
Exclusives catalog page. 
Recommendation: Create a landing page that allows filtering of results prior to reaching a catalog 
page. 

STANDARD #6: RECOGNITION RATHER THAN RECALL
Minimize the user’s memory load by making objects, actions, and options visible. 
The holiday landing page when not filtered gives a result of 796 items.  In a previous study conducted 
for band matcher, the table below shows the standards for image displays by large internet search 
engines which have more than likely conducted studies to determine the optimum number of options 
to display on one page.



IMAGE SEARCH RESULTS
Site Desktop Mobile
Google 100 20
Bing 100 30
Dogpile 20 16
DuckDuckGo 35 35
wikipedia.org n/a* n/a*
youtube.com n/a* n/a*
yahoo.com 100 70

Average number of results: Desktop 71; Mobile 34.2
*image Search is not an Option
 
Recommendation: Create a landing page that allows filtering of results prior to reaching a catalog 
page. 



STANDARD #2: MATCH BETWEEN SYSTEM AND THE REAL WORLD
The system should speak the users’ language, with words, phrases and concepts farmiliar to the user. 
According to Dictionary.com the most common synonyms for the term “exclusive” are listed below:

absolute, limited, private, sole, unique, choice, chosen, narrow, particular, 
single, closed, elegant, select
All of these terms directly conflict in message with the nubmer of results listed on the Holiday 
Exclusives catalog page. 
Recommendation: Create a landing page that allows filtering of results prior to reaching a catalog 
page. 

EVALUATION: TASK FLOW - SAMPLE EMAIL MOBILE

User Clicks on the CTA in 
Email

User is given 796 items to 
scroll through

User Lands on HE 
Catalog Page

Pro’s:
1. Only 1 step, the user flow is not interrupted

Con’s:  
1. User is given too many items to scroll through  

User Clicks on the CTA 
in Email

User is given 36 
items to scroll 
through

User Clicks 
on Bucket 1 

Earrings

User Lands on 
Repurposed 
SALE Page

User Clicks 
on Bucket 2 
Necklaces

User is given 81 
items to scroll 
through

User Clicks on 
Bucket 3 Rings

User is given 11 
items to scroll 
through

User Clicks 
on Bucket 3 

Bracelets

User is given 7 
items to scroll 
through

Pro’s:
1. User is given less than 100 items to choose from
2. Only 3 steps involved** See next page explanation

Con’s:  
1. May impose more steps to photography?

With HE Landing Page

Without HE Landing Page



STUDIES THAT CHALLENGE THE THREE-CLICK RULE:
1. UIE’s usability tests showed that people don’t quit after 3 clicks and don’t feel frustrated if they 

have to click more. - Testing the Three-Click Rule or The 3 Click Rule on Medium

2. Jakob Nielsen’s usability tests found that “users’ ability to find products on an e-commerce site 
increased by 600 percent after the design was changed so that products were 4 clicks from the 
homepage instead of 3.” from the book Prioritizing Usability, quoted in Highlights from Prioritizing 
Web Usability.

3. Further UIE usability tests show that it’s not the number of clicks but the well-labeled links with 
information scent that play a key role in usability. - Getting Confidence From Lincoln

4. A practical advice is to replace the three-click rule with the one-click rule: “Every click or interaction 
should take the user closer to their goal while eliminating as much of the non-destination as possi-
ble.” - Breaking the Law: The 3 Click Rule



FOLD INFORMATION
According to a study by Josh Schwartz on his Chartbeat blog the following conclusions were made

The most viewed area of the page is just above the fold, at about 550 pixels, with just over 80% view-
ership.

Engaged time peaks just below the fold.  My quick month long study showed that with the Main mod-
ules being more popular for users to click than the rotator.



ADVANTAGES OF THE PROPOSED DESIGN:
1. Allows for title section to be lower on the page to align with the results of the statistics stat-
ed earlier about the fold and egagement about the fold. 

2. Allows for more specialized buckets to filter results as it was on the sale page but allows for 
specialy buckets to be created for each holiday.

3. Allows for more options to be seen above the fold on a mobile device.

4. Allows for both text/button clicks as well as image clicks to appeal to a wide range of users.  





STANDARD: MATCH BETWEEN SYSTEM AND THE REAL WORLD
The system should speak the users’ language, with words, phrases and concepts farmiliar to the user. 
In a search on Thesaurus.com to find the common synonyms for the term “exclusive” the following list 
of terms were returned and narrowed by the Thesaurus filter for commonly used terms. 

A short survey was conducted to evaluate the connotations for each synonym of the word “exclusive” 
to determine the popular connotation for the term.   See table 1 for the results of the survey.  Since 
the overal popular connotation of the term “exclusive” is positive, the original heuristic assumption 
must be revoked.

26%

38%

33%

3%

Negative (-)

Positive (+)

Neutral

Don't Know the Word



CLICK RATE


