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UX Process



Project context
Wolfkanna is a small company launched in 
2018, creating bespoke furniture from 
reclaimed wood and metal.

Project took place over 3 months with a 
follow up to monitor results 3 months later.

Role: UX research, UX design, brand design, 
copywriting



The problem

Business through 
word-of-mouth, 

struggling to find 
new business 

elsewhere

Website is difficult 
to maintain, creating 

product pages for 
each unique piece

A lot of competition 
from cheaply 
manufactured 

furniture, difficult to 
prove value



Understand

● Owner currently managing website and 
socials alone

● Owner needs to gather further information 
about most orders and discuss details with 
client

● Owner good with technology and 
communication and open to new ways of 
working

● Customers want to invest in sustainable, 
unique pieces

● They want the experience to feel premium 
and custom throughout

● They want to feel they are working with the 
creator directly

● Speed and convenience are not priorities
● They want to see inspiration for what types 

of product they can get

Internal - interview owner External - interview customers



Define and ideate

● Focus on enquiries and building brand story to show value
● Keep simple to minimize maintenance time for owner



Design

● Very little existing brand identity
● Focus words ‘natural’ and 

‘premium’ for look and feel
● Due to business requirements and 

budget, website created with basic 
web builder so quite limited on 
UX/UI capability



Home page



Workshop page



Enquiry page



Test

● Difficult to test full purchasing flow as part 
of the flow would be offline within 
email/phone communication

● Testing focus on 
○ Navigating website and submitting 

an enquiry
○ Unique value of company and brand 

messaging
● Usability testing on 5 prospective 

customers, sourced via User Interviews

● Customers liked reading the personal story 
of the owner

● Seeing the photos in the workshop made 
them appreciate the time and cost of the 
products

● They wanted more inspiration on what 
types of product they could get and guide 
prices

● They found the enquiry process easy but 
wanted guidance on what to write

Test plan Key test results



Iterate

Keep focus on 
images of the 
workshop and 

products to 
build value

Add product 
gallery 

showcasing 
previous work 
for inspiration

Add 
placeholder 

text on enquiry 
form to give 

guidance

Add product 
pages with 
more detail 
and guide 

prices







Implementation and results

Enquiries through the form up 62% over a 
3 month period compared to previous 

year

Completed first commission through the 
website 6 weeks after relaunch

Maintenance time on website down from 
multiple hours per week to a couple of 

hours per month

Time on site up 38% YOY, mostly on 
workshop and product galleries which 
have a high click through rate to the 

enquiry page



“Bobbi completely changed our sales process 
through the website, allowing us to build 
authentic relationships with a brand new 
customer base, and allowing me to spend more 
time working on the furniture.”
- Jay, Owner at Wolfkanna


