
From “Wow” to Walkaway.


What Makes Users 
Decide?
Nehnuteľnosti.sk is Slovakia’s leading real estate portal, offering seamless services for buying, selling, 

and renting properties. With over 72,000 active listings, it provides a diverse selection of apartments, 

houses, land, vacation homes, and commercial spaces. Every month, the portal connects more than


1,800 real estate agencies with over a million users.

Our goal is to uncover potential friction points in the user interface, enhance overall usability, and deliver


an optimized browsing experience for each property listing. Note: Due to the internal nature of the data,


this presentation does not show the new or final version of the property listing. It is intended to showcase


the process and how the results were achieved.

Current version of the property listing detail

Questions Galore


Hypotheses

Even More
Before making any major changes, I rigorously tested the current property listing detail. Only by understanding 

the real user experience could I design solutions that genuinely help users.

When does a user decide to contact the seller?

Are basic details like photos, location, property type, and price enough to spark interest and prompt contact,


with the user planning to get detailed information directly from the seller later?

How do users perceive the layout and importance of information blocks? 

(e.g., price, location, description, features)

What do users consider critical when making a decision?

Can users figure out what to do when they find the right property?

Focus on the effectiveness of buttons like “Show Number – Email – Schedule Viewing – Send Message.” 


Do users notice them, understand their purpose, and actually use them?

Test the clarity and usability of the “Send Message” form

Can users find it? Do they understand it? How do they perceive the pre-filled text? Do they understand the 

difference between email and viewing? How do they react when the “Schedule Viewing” section shows only


a form and no calendar?

User behavior with incomplete or missing property information

What do users do if a listing lacks crucial details (e.g., floor plan, exact address, property condition)?

Explore user behavior when a listing fails to engage

Do users know how to return to the results list or find similar offers?

Identify elements that build or reduce trust in a listing

Do users notice these elements, and how much attention do they actually pay to them?

The Path to a New Design Starts with


 the UserUnderstanding
The foundation was to understand everything that drives a lead—what factors prompt a user to contact a seller, 

and which of these we can actively influence. This includes data quality, clarity of key property information, 

trustworthiness, user flow, decision-making factors, how users compare offers, managing emotions, and even 

triggering FOMO (the fear of missing out). Equally important is reducing resistance to interaction and identifying 

the elements that spark genuine user interest.

User Testing Tasks
Task 1 – Property Listing Detail: “Take a Look at the Listing Page”

Goal: Understand what grabs the user’s attention at first glance, how they read the page, and where they 

look for key information. Focus: Page layout and clarity.

W hat is the first thing you notice on the page?


Was there anything distracting while browsing the listing?


Was there anything confusing for you?

Task 2 – Understanding the Information

Goal: Test how users interpret different content blocks, which information they consider important,


and whether it’s logically organized. Focus: Information placement and content.

W hich information did you look at first?


Which information do you consider most important for your decision?


Is the information on the page presented clearly?


Is there any information missing?


If you couldn’t find all the information, what would you do next? (Important to reveal decision-making barriers)


How would you proceed if the listing didn’t interest you but you wanted to see similar offers?

Task 3 – Contact Form: “Message the Seller / Contact the Seller”

Goal: Explore how users perceive the form, pre-filled messages, and whether they edit them.


Focus: Form interaction.

Imagine this listing caught your interest. How would you contact the seller?


What method of contact do you prefer and why? (Phone, email, or would you like other options? e.g., 

Messenger, WhatsApp, online scheduling for a viewing)


How do you perceive the difference between “Email” and “Schedule a Viewing”? What do you expect after 

clicking “Message the Seller”?


How do you feel about the pre-filled text in the message field? Does it help you, or would you prefer to write 

your own message?

Task 4 – Perceived Trustworthiness of the Listing

Goal: Understand whether users perceive the listing as trustworthy based on presented information


and visual cues.

W hat makes this listing look trustworthy to you?


What additional information would make you feel even more confident in this listing?

Task 5 – Final Discussion & Questions

W hat is your overall impression of the page?


What do you think about the map on the page – was it helpful or not?


Would you appreciate an option to “Receive Similar Listings” by email?


What would you improve?


Is there anything missing from the page?


Do you prefer searching like this on mobile or desktop?

User Testing

System scaleusability
The System Usability Scale (SUS) is a reliable tool for measuring usability. SUS comes in the form of a 10-item 

questionnaire focused on the usability of the tested product. Each item has 5 response options, ranging from 

“Strongly Agree” to “Strongly Disagree,” allowing users to evaluate their interaction with the product.

T he property listing page is clear, and the information is organized in an understandable way.


It is difficult to navigate the property listing page, and important information feels chaotic.


The information provided is sufficient for me to decide to contact the seller.


The listing lacks important information I would expect to see.


The process for contacting the seller is clear and easily accessible.


I feel that finding the seller’s contact could be challenging for many users.


Contacting the seller feels simple and intuitive.


Contacting the seller seems unnecessarily complicated.


If a listing didn’t interest me, I could easily find a way to discover similar offers.


I had difficulty finding similar listings when the current one didn’t interest me.

Evaluation and Analysis of Testing 

Results
User testing and detailed analyses revealed numerous opportunities to elevate the product to the next level. 

Each insight was assessed and clearly prioritized based on its potential business impact and implementation 

effort. Due to the internal nature of the data, detailed results and specific findings cannot be disclosed.

Prototype and Further Testing
Insights gathered during user testing formed the foundation for the direction of the new design. Each finding 

was translated into concrete tasks that fed directly into the design process. These tasks were gradually 

incorporated into the redesign, leading to prototypes optimized for both desktop and mobile interfaces.



Once the prototypes were ready, a series of validation tests were conducted through in-depth interviews.


The goal was to ensure that the proposed solutions truly addressed the issues identified during the initial 

research. This approach allowed us to fine-tune the final design to meet real user needs while delivering 

business value through clearer navigation, faster decision-making, and an overall improved user experience.

Feedback on the Updated Property Listing

“It feels cleaner. More information is 
available in a smaller space, and it’s easier 
to navigate.”

“It looks more professional. The updated 
layout inspires more trust.”

“Modern feel, highlighted property features, 
and sidebar improvements make the page 
more enjoyable.”

“The new version is clearer and feels 
simpler.”

“Cleaner, more organized, the listing is 
easier to read overall.”

The Outcome
Due to the internal nature of the data, I can’t reveal everything—but be prepared to be pleasantly surprised. :)

Current version of the property listing detail Maybe :) a new design

Thank you for your attention
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