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Many approaches for defining and describing 
requirements

Stories, Prosa, Use 
Cases, Formatted 
Specs, etc.

Attribut Kommentar Beispiel 

Identifikation Eindeutiger Bezeichner 1.2.5 

Typ Element aus Anforderungs-
taxonomie 

Erlernbarkeit 

Beschreibung Kurze natürlichsprachliche 
Erklärung 

Das System soll von gelegentlichen 
Webanwendern ohne zusätzliche 
Schulung benutzt werden können 

Begründung Erläuterung, warum eine 
Anforderung Teil der 
Spezifikation ist 

Rund 40% der erwarteten Kunden sind 
gelegentliche Webanwender 

Quelle Wer ist Ansprechpartner für 
die Anforderung bzw. 
welches Dokument ist 
Grundlage der Anforderung 

Leiterin des Marketing 

Abnahmekriterium Eine messbare Bedingung 
bei deren Erfüllung die 
Anforderung als 
abgenommen gilt 

90% der Mitglieder einer zufällig 
ausgewählten Testgruppe 
gelegentlicher Webanwender können 
die Anwendungsfälle UC2.3, UC2.6, 
UC2.9 und UC2.11 ohne  
vorhergehende Schulung anwenden 

Priorität Angabe der Wichtigkeit und 
ggf. auch der 
Realisierbarkeit einer 
Anforderung 

10; 5 

Abhängige  
Anforderungen 

Alle von dieser Anforderung 
abhängigen Anforderungen 

1.2.7, 2.3.4, 2.3.6 

Konfliktäre  
Anforderungen 

Alle Anforderungen die mit 
dieser Anforderung in 
Widerspruch stehen 

4.5.6 

Weiterführende 
Informationen 

Verweise auf weiterführende 
Informationen 

Usability Guidelines v1.2 

Version Dient zur Erfassung der 
Entstehungsgeschichte einer 
Anforderung 

1.06 

 

Bankkunde Demo-User

Anmelden

Abmelden

Girokonten verwalten

Sparkonten verwalten

Hilfe benutzen

Passwort ändern

TAN verwalten

Geschäftsbedingungen 
lesen

Kontakt aufnehmen

Wertpapierdepot 
verwalten

How do we get there? 

Acquisition
Elicitation

Negotiation
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WinWin’s Fundamental Assumption

Success-critical stakeholders prioritize and 
negotiate the requirements for a software 

development project.
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Requirements Observations

There is no 
complete and 
well-defined set of 
requirements 
waiting to be 
discovered
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Requirements Observations

Requirements 
depend on available 
resources and 
capabilities
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Requirements Observations

Users, customers, 
managers, domain 
experts, and 
developers have 
different skills, 
backgrounds, and 
expectations
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Requirements Observations

Requirements emerge 
from a process of 
co-operative learning
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Requirements Observations

Conflicts are inevitable 
and negotiation is critical 
to achieve mutually 
satisfactory agreements
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The WinWin Approach

A set of principles, practices, and 
tools enabling a set of 

interdependent stakeholders to 
work out a mutually satisfactory

(win-win) set of shared 
commitments.
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Win-lose Generally Becomes Lose-lose

Proposed	Solution ”Winner” Loser

Quick,	Cheap,	Sloppy	
Product	

Lots	of	
”bells	and	whistles”

Driving	too	hard	a	
bargain

Developer	&	
Customer

Developer	&	User

Customer	&	User

User

Customer

Developer

Actually, nobody wins in these situations!



07.11.17 11

WinWin Negotiation Model

Win Condition: Desired objective of an individual stakeholder
Issue:  Conflict, risk, uncertainty on a win condition
Option: A way of overcoming an issue
Agreement:  A mutual commitment to an option or win condition

WinWin Equilibrium State
- All Win Conditions covered by Agreements
- No outstanding Issues

Win ConditionWin Condition

AgreementAgreement OptionOption

IssueIssue
involves

addresses

adopts

covers



07.11.17 12

CRACK Criteria 
for Stakeholder Representatives

§ C ollaborative
§ R epresentative
§ A uthorized
§ C ommitted
§ K nowledgeable
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Why Use WinWin ?

The alternatives don’t work.
§ Win-lose often leads to lose-lose.

Avoids costly rework.
§ 100X cost to fix requirements after delivery.

Builds trust and manages expectations.
§ Looking out for other’s needs builds trust.
§ Balancing needs leads to realistic expectations.

Helps stakeholders adapt to change.
§ Shared vision and the flexibility of 

quick re-negotiation.
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Example 1:
Flood and Avalanche Control

§ Methods and Tools for Assessing Risks in Alpine Regions

§ One Day Kick-Off Meeting
§ 26 Stakeholders from different domains
§ ~400 brainstorming 

contributions
§ ~150 Win Conditions
§ Detailed analysis of priorities 

and conflicts
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Example 2: 
Graphical Weather Forecast Editor

§ Complex graphical editor 
for the meteorologist

RISC 
Software 
GmbH 
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The EasyWinWin Process Guide
A Guidebook for Facilitators and Technographers
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EasyWinWin

§ Foster stakeholder involvement
§ Proven collaboration techniques
§ Moderate and facilitate crucial activities 
§ No training requirements for participants

§ Improve stakeholders interaction
§ frequently, intensively, anytime, anyplace they want

§ Step-by-step process guide
§ Tool supported facilitation techniques

§ Brainstorming, organizing, voting
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Why Use EasyWinWin?

§ Speed and efficiency for modest system, 
distributed stakeholders
§ Email and telephone:  months
§ Early WinWin toolset: weeks instead of 

months
§ EasyWinWin:  days instead of weeks

§ Low entry barrier for stakeholders
§ Easy to learn and use
§ Intuitive, time-efficient process
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(0) Identify Success-critical Stakeholders

(1) Review and expand negotiation topics

(2) Brainstorm stakeholder interests

(3) Converge on Win Conditions

(4) Capture a glossary of Terms

(5) Prioritize Win Conditions

(6) Reveal Constraints and Assumptions

(7) Identify Issues and Options

(8) Negotiate Agreements

Typical WinWin Process
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WinWin Deliverables

§ Domain taxonomy
§ An outline of negotiation topics

§ Glossary
§ Definitions of key project terms

§ Prioritized win conditions
§ Desired stakeholder objectives

§ Issues
§ Conflicts, risks, uncertainties

§ Options
§ Solutions addressing these issues

§ Agreements
§ Foundations for further plans
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Project Example:
PISA Web-based Assessment
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PISA: „Measuring student success 
around the world”

§ PISA is an international study that was launched 
by the OECD in 1997. 

§ It aims to evaluate education systems 
worldwide every three years by assessing 15-
year-olds' competencies in the key subjects: 
reading, mathematics and science. 

§ To date over 70 countries and economies have 
participated in PISA.

§ Austria: ~ 5.000 Students
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Example



Questions

§ What feature of the movies caused the people of Macondo to 
become angry?

§ At the end of the passage, why did the people of Macondo decide 
not to return to the movies?
§ A. They wanted amusement and distraction, but found that the movies 

were realistic and depressing.
§ B. They could not afford the ticket prices.
§ C. They wanted to save their emotions for real-life occasions.
§ D. They were seeking emotional involvement, but found the movies 

boring, unconvincing and of poor quality.
§ Who are the “imaginary beings” referred to in the last line of the 

passage?
§ A. Ghosts.
§ B. Fairground inventions.
§ C. Characters in the movies.
§ D. Actors.
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Problem and Project Goal

§ High-effort of paper & pencil tests
§ 40-50 pages per student
§ High coding effort
§ Complex export to „KeyQuest“ tool
§ OCR fails
§ Complex logistics

à Develop a Web-based Assessment Tool
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(0) Identify Success-critical Stakeholders

§ Customers
§ Users
§ Programmers 
§ Architects
§ Domain Experts

§ Analysts
§ Marketing
§ Sales
§ Management
§ …?
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Where do Requirements Come From?

“A stakeholder is someone who has a justifiable claim to 
be allowed to influence the requirements. Users are 
nearly always stakeholders. Other stakeholders may 
include:
§ people whose lives are affected by the system, such as clients 

and suppliers;
§ managers who are concerned for the system to succeed, 

although they do not use it as such;
§ regulators such as local and state governments and standards 

bodies, which are concerned about the effects the system 
may have in its environment.”

Source: Ian Alexander, Writing Better Requirements
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The Onion Model

Source: Ian Alexander and Suzanne Robertson, Understanding Project Sociology by Modeling Stakeholders

1. The Kit (or The Product): the hardware 
and software under development

2. Our System: The Kit plus 
its human Operators and 
the rules governing 
its operation

3. The Containing System: 
Our System plus any human 
Beneficiaries of Our System 
(whether they are involved in 
operations or not)

4. The Wider Environment: 
The Containing System plus any other Stakeholders
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Please identify the stakeholders for the 
PISA Web-based Assessment Tool
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Stakeholders

§ PISA OECD
§ Ministry of Science
§ PISA Austira
§ Test administrator
§ Test creators
§ Students
§ Developers
§ UI Experts
§ Tester
§ School (Benchmarking)
§ ...



Persona [Miller, Williams 2005]

§ A persona contains information about a 
fictitious person who holds an interest in the 
system.

§ The descriptions of personas hold information 
about the persona’s knowledge, skills, and 
abilities. 

§ They also hold information about their goals, 
motives, and concerns. 

§ Finally, the persona description will often 
describe the usage patterns that a persona 
would have of the system.



[www.agilemodeling.com]



The MSF Agile Persona Template

http://agile.csc.ncsu.edu/SEMaterials/Personas.pdf



Personas vs Actors

§ Personas describe an archetypical 
instance of an actor.

§ In a use case model we would have a 
Customer actor, yet with personas we 
would instead describe several different 
types of customers to help bring the idea 
to life.

[www.agilemodeling.com]
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(1) Review and Expand Negotiation Topics

§ Objective: refine, and customize the 
outline of negotiation topics.

§ How: Could-be, Should-be
§ Result: Shared Outline that helps to

§ stimulate your thinking,
§ organize your win conditions, and
§ serves as a completeness checklist for 

negotiations.
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Types of Requirements
(Example from Volere Template v9)

PROJECT DRIVERS: 
1. The Purpose of the Product 
2. Client, Customer, Stakeholders 
3. Users of the Product 

PROJECT CONSTRAINTS: 
4. Mandated Constraints 
5. Naming Conventions and Definitions 
6. Relevant Facts and Assumptions 

FUNCTIONAL REQUIREMENTS: 
7. The Scope of the Work 
8. The Scope of the Product 
9. Functional and Data Requirements 

NON-FUNCTIONAL REQUIREMENTS: 
10. Look and Feel 
11. Usability 
12. Performance 
13. Operational 
14. Maintainability and Portability 
15. Security 
16. Cultural and Political 
17. Legal 

PROJECT ISSUES: 
18. Open Issues 
19. Off-the-shelf Solutions 
20. New Problems 
21. Tasks 
22. Cutover 
23. Risks 
24. Costs 
25. User Documentation 
26. Waiting Room 
27. Ideas for Solutions 

http://www.systemsguild.com/GuildSite/Robs/Template.html
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Stakeholders negotiate about …

§ Project and process
§ System capabilities
§ Interfaces
§ Level of service 
§ Evolution
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The Topics for Negotiation 

§ This is an outline of all the ways you can 
win in a software development project.

§ Read it and suggest additions and 
revisions



Negotiation Topics Project Example
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Could-Be-Should-Be

§ Could-be: add comments recommending 
change to this outline.

§ Should-be: a moderator reviews these 
comments together with the group and 
modifies the outline itself.

§ Questions?
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Reflect on Could-Be-Should-Be

§ Focus on topics worth discussing
§ Divides diverge from converge
§ Many Minds – One Outline

How was that interaction similar to or different 
from others you have experienced?
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(2) Brainstorm Stakeholder Interests

§ Objective: Share perspectives, views, 
background, expectations

§ How: Anonymous, rapid brainstorming
§ Result: An unstructured set of comments 

about their vested interests 
(win conditions)



Brainstorming Tool Example
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People submit and 
share ideas about 

their win conditions 
using electronic 

discussion sheets



07.11.17 47

Brainstorming Instructions

§ Each of you will start on a different 
electronic page. 

§ You type in one win condition. Then you 
must submit the page back to the group. 

§ The system will randomly bring you back 
a new page, which may have other win 
conditions from the team. 
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Brainstorming Instructions

§ You may respond to the ideas of others in 
one of three ways:
§ You may argue with an idea.
§ You may expand on it by adding detail.
§ You may be inspired to a completely new 

idea.
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Brainstorming Instructions

§ We want to be as complete as we can, so 
enter as many win conditions as you can 
in a short amount of time. 

§ We'll let you free-brainstorm for a few 
minutes, then we'll show your negotiation 
topics on the public screen to trigger new 
ideas and to ensure completeness. 

§ Try to submit win conditions for all 
negotiation topics you feel confident with.
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Reflect on Free Brainstorming

§ How was that interaction different from 
others you have experienced?
§ Anonymous
§ Parallel
§ Fast! 
§ Divergent
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(3) Converge on Win Conditions

§ Objective: Build and organize win 
conditions

§ How: Structured discussion to converge 
on key win conditions

§ Result: List of clearly stated, 
unambiguous win conditions 



07.11.17 52

Organizer Tool Example

The team builds a clean 
list of win conditions and 
organizes win conditions 
into pre-defined buckets
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Instructions

§ The goal of this activity is to jointly craft a 
non-redundant list of clearly stated, 
unambiguous win conditions by 
considering all ideas contributed in the 
brainstorming session.

§ We will organize these win conditions into 
buckets representing the negotiation 
topics.
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Reflect on FastFocus

§ Create shared meanings
§ Create clean list

§ Minimize irrelevancies, vagueness, and 
redundancy

§ Find the right level of abstraction
§ Fast!
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(4) Capture a Glossary of Terms

§ Objective: Define and share meaning of 
important terms.

§ How: Initial definitions based on 
stakeholder statements; joint review

§ Result: A glossary of terms with 
definitions and 
stakeholder statements showing usage of 
terms



Joint Definition of Terms: Tool Example
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The team crafts 
definitions for 

important terms 
used in the project
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The Glossary of Terms

§ As participants brainstorm, they use words that 
have special meanings within the context of a 
project or a domain. 

§ During the convergence step, the moderator 
added important terms to a shared list in the 
electronic brainstorming tool. 

§ Each sheet in the Topic Commenter tool shows 
how a certain term is used in different 
statements and ideas. 

§ We will use this information to create and jointly 
review definitions for these terms.
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Reflect on Building the Glossary

§ How was that interaction different from 
others you have experienced?
§ Based on usage of terms in ideas and 

statements
§ Offline definition
§ Joint review and refinement
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(5) Prioritize win conditions

§ Objective: Scope project, gain focus
§ How: Vote on Business Importance & 

Ease of Realization
§ Result: Prioritized win conditions
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“Maybe later” “Low Hanging
Fruits”

“Forget 
them” “Important with 

hurdles”
After voting,
win conditions 
are displayed in 
four categories
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Prioritization Instructions

§ Rate each win conditions on a scale from 
1 to 10 for each of two criteria: 
§ Business importance: relevance of a win 

condition to project/company success 
§ Ease of realization (feasibility): perceived 

technical or economic constraints of 
implementing a win condition.

§ Vote what you know.  Don’t vote what you 
don’t know.
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(6) Reveal Constraints and Assumptions

§ Objective: Surface and understand hidden 
assumptions

§ How: Analyze prioritization poll to reveal 
hidden assumptions, different 
perceptions, …

§ Result: Comments, Issues, sometimes 
Options
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Red cells indicate lack of 
consensus.  

Oral discussion of cell 
graph reveals unshared 
information, unnoticed 
assumptions, hidden 
issues, constraints, etc.
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Red-Light-Green-Light

§ Without telling me how you voted …
§ What reasons might exist for rating this 

item high and what reasons might exist 
for rating it low?
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Reflect on Red-Light-Green-Light

§ Vote to kick off discussion
§ Very focused discussion
§ People can move off anchors
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(7) Identify Issues and Options

§ Objective: Explore candidate issues and 
options; Understand issues and options

§ How: Develop/Review pass for Issues and 
Options

§ Result: A WinWin Tree
§ Win conditions
§ Issues
§ Options
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Instructions

§ We will identify the issues that arise due 
to constraints, conflicting win conditions, 
etc. 

§ We will propose Options to resolve these 
issues. 
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Collect Issues for the PISA Project

Issues describe

§ Conflicts,
§ Risks, and
§ Uncertainties
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Issues are captured as 
subheadings to win conditions
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Elaborate Options

Options are captured as 
subheadings to issues
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(8) Negotiate Agreements

§ Objective: Negotiate agreements
§ How: 

§ Adopt win conditions that raised no issues as 
agreements; 

§ Adopt options as agreements
§ Result: A WinWin Tree

§ Win conditions
§ Issues
§ Options 
§ Agreements
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Instructions

§ We will discuss and adopt win conditions 
that raised no issues as agreements.

§ We will discuss and adopt options as 
agreements.
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Agreements are captured as subheadings 
to options and win conditions
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Reflect on the WinWin Tree

§ How was that experience similar to or 
different from others you have had?
§ All argument postponed until all issues and 

options surface
§ Automatic agreements on no-issue Win 

Conditions
§ Negotiated agreements on just the issues
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WinWin Critical Success Factors

§ Appropriate staffing of stakeholder 
representatives, facilitator function
§ CRACK criteria for stakeholder representatives:

• Collaborative
• Representative
• Authorized
• Committed
• Knowledgeable 

§ Facilitators
§ some understanding of stakeholder domains, 

collaboration management ability
§ Good facilitators can be participants also

§ Beginning of shared vision
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Why Use WinWin ?

§ The alternatives don’t work.
§ Win-lose often leads to lose-lose.

§ Avoids costly rework.
§ 100X cost to fix requirements after delivery.

§ Builds trust and manages expectations.
§ Looking out for other’s needs builds trust.
§ Balancing needs leads to realistic expectations.

§ Helps stakeholders adapt to change. 
§ Shared vision and the flexibility of quick re-

negotiation.
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Summary

§ Speed 
§ Parallel contribution reduces cycle time
§ Minimum training requirements

§ Broader and deeper negotiation results
§ Increases buy-in and reduces risks
§ Builds trust and manages expectations

§ Repeatable process 
§ Collaboration techniques
§ Process guide for moderator

§ Methodology available online


