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Agenda 

!  Introduction: Our story, your facilitator 

!  Bridging the Gap: What we asked for, 
what we need 

!  xDD Driven Development: A brief 
overview of key agile testing approaches 

!  Hands on Scenario: The majority of our 
session 

!  Closing: Summary and Q&A 
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Introduction 

4!4!

Premise: Testing should 
be more than 

did you build it 
right…
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…it should also 
be about did 
you build the 
right thing. 
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User Story 
As an attendee 
I want to understand the basics of 
ATDD, BDD & HDD and how they can 
focus us on outcomes 
So that I can determine if I should 
learn more 
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Notes 
!  Appropriate for those who don’t 

know much about ATDD/BDD/HDD 
!  If you are already using ATDD/

BDD/HDD, you may want to go 
to another session.  I won’t be 
offended! 
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Acceptance Criteria & Testable Spec 
At the end, two thirds of you 
"  Understand essence of using testable specs to 

"  Evaluate quality of business rules  
"  Clarify specs early, and collaboratively 
"  Drive towards value  
"  Measure outcomes 

"  Had some fun! 
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ON 
          Guide to the Basics
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Pragmatic not Prescriptive 
Agile Enablement 

Who I work for… 
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Bridging the 
Gap 
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Business 

Development 

Gap of 
Understanding 
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What we 
should build 

What we build 

Our Focus 
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xDD  
(_____ Driven Development) 

TDD – Test DD 
ATDD – Acceptance Test DD 

BDD – Behavior DD 
HDD- Hypothesis DD 
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TDD
Developer builds their 
interpretation of what the 
business wanted. 


As a bonus get a  
better design and  
automated unit  
testing. 

1. Write a 
failing test 

2. Make  code work 3. Make code better 

Red 

Green Refactor 
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ATDD/BDD
Use shared language to build what 

the business really wanted. 
 
As a bonus get  
automated  
acceptance test. 
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1. Develop a 
thin, easy to 
test business 

case  

2. Build it 3. Adjust the Business 
Goals & Approach 

Red 

Green Refactor 

Ideas 

Code Data 

Build 

Measure 

Learn 

HDD
Use shared language to better 
understand what is  
really valuable. 
 
Learn and pivot 
for real success! 
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Hands on 
Scenario  

Agile Land 

20!



21!

Agile Land Theme Park  
All Inclusive One Day Pass 

Valid 364 Days a Year (not valid on Christmas) 
Valid for standard park opening and closing times of 
9:00 AM to 9:00 PM 
Valid for one child, 3 and up, or adult 
Provides free access to most park rides 
and attractions, some attractions are 
additional. 
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920

940

960

980

1000

1020

1040

1060

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Approximately 1,000 tickets sold 
and used each month 
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24!
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As a member of a group 
I want to purchase large blocks 
of one day passes  
So that I can get quantity 
discounts and save money 
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Acceptance Criteria Pricing 
"  Purchase <= 50 tickets, at $60.00 each, 

from 1 to 50 inclusive 
"  Purchase 51 or more tickets, at $40.00 

each, from 1 to infinity 
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Testable Spec
Let’s Create A

Let’s look only 
at valid input
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Count Price Each  Total? 

1 $60 $60 

50 $60 $3,000 

51 $40 $2,040 

<= 50 tickets at $60.00 each,  
from 1 to 50 inclusive 
51 or more tickets, at $40.00 each,  
from 1 to infinity 

Work in teams of two or three, 
and fill out the rest. 

× =
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What would have 
happened if we didn’t 
question & create the 
testable spec before 
building? 

Count Price Each  Total? 

1 $60 $60 

50 $60 $3,000 

51 $40 $2,040 
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I would have built 
to spec, waited for 
go-live, listened to 

the business 
complain, then 
explained it as 

WAD! 

32!

Create testable 
specs early 

(prior to 
building) to 

reduce WAD 
discussions late. 
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Next question, why 
didn’t we include 

testing for bad data? 

34!

Count Each  Total? 
-1 Error 
1 $60 $60 

50 $60 $3,000 
51 $40 $2,040 

ABC Error 

Early on, look beyond 
adherence to spec, to focus 
on outcomes.   

Count Each  Total? 

1 $60 $60 

50 $60 $3,000 

51 $40 $2,040 
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Add exceptions and 
extend your testable 
specification later, to serve 
as the basis for building  
and testing. 

Count Price Each  Total? 

-1 NA Error 

0 NA Error 

a NA Error 

Xyz NA Error 
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What should a 
developer do if they 

notice a bad business 
rule like this? 

Count Price Each  Total? 

1 $60 $60 

50 $60 $3,000 

51 $40 $2,040 
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When and who should 
create the testable 

specifications? 

38!

Create  
testable specs 
collaboratively 
(team of 
business & 
technology) 
prior to Sprint 
Planning. 
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Back to our 
Scenario

Let’s Get

Acceptance Criteria
Let’s Fix Our
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Acceptance Criteria Pricing 
"  Purchase <= 50 tickets at $60.00 each, 

from 1 to 50 inclusive 
"  Purchase 51 to infinity tickets at $40.00 

each, from 1 to infinity 
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Acceptance Criteria Pricing 
"  Purchase <= 50 tickets at $60.00 each,  

for tickets 1 to 50 inclusive 

"  Purchase 51 to infinity tickets at $40.00 each,  
only for tickets  51 and above (1 to 50 still at 
$60.00 each)  
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We fixed our rule. 
The price break now 

applies only to 
tickets 51 and up.
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Testable Spec
Let’s Create A

Let’s look only 
at valid input

44!

Count Price Each  Total? 

1 $60 $60 

50 $60 $3,000 

51 $40 $2,040 

<= 50 tickets at $60.00 each,  
from 1 to 50 inclusive 
51 or more tickets, at $40.00 each,  
from 1 to infinity 

× =

As a reminder, here is what the last 
testable example looked like… 
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Count 
Purchased  

0 to 50 
Total for 
0 to 50 

Purchased 
51 to ∞ 

Total for 
51 to ∞  

Total 
Purchase? 

1 1 $60 0 $0 $60 

50 50 $3,000 0 $0 $3,000 

51 50 $3,000 1 $40 $3,040 

"  Purchase <= 50 tickets at $60.00 each,  
for tickets 1 to 50 inclusive 

"  Purchase 51 to infinity tickets at $40.00 each,  
only for tickets  51 and above  
(1 to 50 still at $60.00 each)  
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Better!
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But, how does it impact 
our business?  




Do we expect to sell 
more than our average 

of 1,000 a month?

48!

Let’s work like a 
scientist and 

formulate a test 
against 

business 
outcomes. 
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Our assumption is that 
offering quantity discounts 
Will result in higher ticket 
revenue 
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We will test this by offering tickets  
1 to 50 inclusive at $60 each, 
51 to infinity at $40 each,  
and updating our advertising to match 
We will get a strong signal if we can 
increase revenue from ticket sales 8% or 
more in one month 
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Test for Month 1 
Price 
Level Qty? Gross? 

$60.00  900 $54,000  

$40.00  270 $10,800  

  
 1,170  $64,800  

What We Would Have 
Sold? 

Price 
Level Qty Gross? 

$60.00   1,000  $60,000  

We expect to grow 
revenue by 8% in 

one month. 

This is 
“HDD”, a 
test case 

against the 
business 
outcome. 
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At this point all 
prior testing has 

been done 
intellectually. 

 
We need to test 
in the real world! 
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What We Would Have 
Sold? 

Price 
Level Qty Gross? 

$60.00   1,000  $60,000  

What  
we  
get… 

Results for Month 1 
Price 
Level Qty? Gross? 

$60.00  600 $36,000  

$40.00  575 $23,000 

  
 1,175  $59,000  

Expected for Month 1 
Price 
Level Qty? Gross? 

$60.00  900 $54,000  

$40.00  270 $10,800  

  
 1,170  $64,000  

54!

Apparently 
testable 

specs 
don’t work! 
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Creating 
testable specs 
early helps us 
communicate 
and reduce the 
number of bad 
business rules, 
but… 
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Pivot 

Test with real users 
in real life using 
HDD (GOOB). 

Learn from your 
tests and pivot 
towards value. 
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Pivot 

Pivot 
58!

Back to our 
Scenario

Let’s Get

Pivot toward value
Let’s
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If this was the 
only data we 

had, what would 
our options be? 

Results for Month 1 
Price 
Level Qty? Gross? 

$60.00  600 $36,000  

$40.00  575 $23,000 
   1,175  $59,000  

Test for Month 1 
Price 
Level Qty? Gross? 

$60.00  900 $54,000  

$40.00  270 $10,800  
   1,170  $64,000  

60!



61!

One idea was to 
increase the 

discount price from 
$40 to $50 or 

more.
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Another idea was 
mid-week discounts.

Sunday 
Monday 

Tuesday 
Wednesday 

Thursday 
Friday 

Saturday 



63!

Or coupons…

Agile Land 
The T-Shirt 

Good!for!
the!Coun

cil!Rock!E
ast!!

So8ball!T
eam!and!Fam

ily!Group
!

Agile!Lan
d!USA!

$5.00!off!
any!park!

purchase
!of!$10.00

!

or!more!

Good!for!the!Council!Rock!East!!So8ball!Team!and!Family!Group!

Agile!Land!USA!
$5.00!off!any!park!
purchase!of!$10.00!
or!more!

Good!for!the!Council!Rock!East!!So8ball!Team!and!Family!Group!

Agile!Land!USA!
$5.00!off!any!park!purchase!of!$10.00!or!more!

Good!for!the!Council!Rock!East!!So8ball!Team!and!Family!Group!

Agile!Land!USA!
$5.00!off!any!park!purchase!of!$10.00!or!more!
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Let’s write some HDD… 
!  Our assumption is that 
!  Will result in 
!  We will test this by 
!  We will get a signal 
•  Weak 
•  Strong 
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What is the easiest to 
build and test? 
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ROI for the Company 

Easy to Build & Test 

Grows 
Knowledge 

Value for the 
Customer 

HDD 

Use HDD to  
find the sweet spot 
of easy to build & 
test, that will 
benefit the user, 
earn us money 
while giving us 
knowledge to 
improve. 
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Closing 

68!

Create  
testable specs 
collaboratively,  
(team of 
business & 
technology). 
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Focus initially on the  
quality of your business 
outcomes by desk checking 
your ATDD and HDD.   

Count Each  Total? 

1 $60 $60 

50 $60 $3,000 

51 $40 $2,040 

Our assumption is that offering quantity 
discounts 

Will result in higher ticket revenue 

We will test this by offering tickets  
1 to 50 inclusive at $60 each, 
51 to infinity at $40 each,  
and updating our advertising to match 

We will get a strong signal if we can increase 
revenue from ticket sales 8% or more in one month 
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Add exceptions later, to 
serve as the basis for 
building and testing. 

Count Price Each  Total? 

-1 NA Error 

0 NA Error 

a NA Error 

Xyz NA Error 
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ROI for the Company 

Easy to Build & Test 

Grows 
Knowledge 

Value for the 
Customer 

HDD 

GOOB and test 
results with 
HDD. 
Pivot towards 
the sweet spot. 
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•  TDD allows a developer to  
build what she thinks was asked for. 

•  ATDD/BDD gets all parties on the 
same page. 

•  Focusing ATDD/BDD on clean input, 
creating HDD, and desk checking 
them allows us to pivot towards the 
sweet spot. 

•  Testing in the real world with HDD 
allows us to pivot towards true value. 
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Build the right thing! 

ROI for the Company 

Easy to Build & Test 

Grows Knowledge Value for the Customer HDD 

Get better outcomes  
with agile testing. 
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