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Intelligence for its Own Sake is Stupidity

"« Many corporate and
government organizations
collect lots of data,
information, and
intelligence. Often sits
there and gets filed away.

 What good is intelligence
unless it feeds core
decision making activity.

 War Room captures key
decisionmaking and/or
analytical processes.

« Data, information, and
intelligence are collected
to feed into these core
processes.
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War Room Description

« Maximizing Flow and Control of Information is Key to
Competitiveness - In War, Business, and in Political
Campaigns.

« War Rooms are Innovative Tool To Manage Information
In Time-Sensitive Environment.

» Optimized Infrastructure Which Channel Collection,

Analysis, and Dissemination of Information.



Connecting the Dots

New disclosures that Bush was warned last summer of al-Qaeda's
interest in hijacking commercial airliners will likely direct a brighter
spotlight on the CIA's and FBI's failure to connect the dots of
terrorists' plans.

5/17/02

“When the government collects monumental amounts of information, it
may not be able to find anything it needs,” Berman said. “The problem
they had (before Sept. 11) wasn'’t in finding information, it was in
analyzing information, and if they have more information they’ll have
more analytic problems.”



Digital

Network Enabled War Rooms



» Low-tech approach utilizing foam boards or magnetic white boards to capture
and map process logic flow and to lay out the data.

» Conference table used to help stage information intended to go on the walls.
Sufficient space must be provided to enable the manager or team members to
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walk around room, explaining certain facets and gathering their input.

» Great value in making it portable, to quickly relocate briefing.



 Evolve from static graphical displays and manual data collection to
iInteractive computer-driven displays, automated data collection systems,
and shared knowledge bases.

o

All aspects of the decision-making process can be simultaneously
viewed; multiple tools can be seen at the same time.



Virtual/Portal War Room

Strategy visualization
is digitized into template with
various decision support tools.

Strategy is mapped out in
Physical war room facility

Strategy is provided to client

via the portal. Itis used as an
implementation tool to monitor and
track progress. Intelligence and
supportive information are provided
during critical decision junctures,

as strategy is implemented. Thus
producing on-going revenue source.

Periodic reviews are
held with client in physical
war room facility.



War Room Methodology

« Systematic top down analysis requirements
drives tool selection

« Cognitive theories of situation
understanding, decisionmaking, and
collaboration inform tool selection and team
Processes

 ONR Collaboration Advisor Tool helps
identify and fix teamwork issues



Effective Collaboration Includes People, Tools, and Process:
 lterative process between analysis and engineering

Analysis
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Engineering




Philosophy on Systems Integration

“Not One Tool or Technology Solution to Analyst’s
Needs:

« Complex processes or decisions require multiple tools to facilitate
information flow.

* Requirements change and tools evolve, so modular off-the-shelf tools
are selected rather than specially developing tools.

* Tool integrators rather than tool developers.
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Case Study 1 - Knowledge Discovery
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« Numerous spreadsheets of
market data entered into
War Room data base.
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* Included market share by vendor, T 0s Markeshare
geographical data, and time period. Anomaly: Small market share in all
geographical areas except one region.

 Using visualization tool analysts
were quickly able to see anomaly. > What is special or different about this area?
> What is the company strategy?



Full text of article 1s stored and parsed in database

o under relevant topical area.
Using interface tool :

O the Side Snapshot Sinca realising the shift in its customer base to the data centre and sarvice provider market segmants from its traditional small- and madium-sized antarprise
.
ran qucrics on company.

(SME} market 3 year ago, secunty solutor wdor NetScroe nas, president and CEO, MetS:
Tachnologies, ¢aid Asia hat been growing at a rate of 3 lttle m
et is still growing rapidly, with the ratio of SMEs ta service prn.ndsrs and Ilsrge entarprisas at a ratio of 40:60 in the US
< ratw to be m, over the next 1274 months, Chang, VP, Agia Pacif
e v dptsicr Patific is contibuting S0% mors 10 its woddwide revenuns, Althaugh the
KetScreenis efforts were also recogr. sed in both Asia-Pacific and world\r da markets, Recant customar wins in Asia include S arn in China, Yahoo! apan and
NTT m Japan; as wel a3 Dacom, Korean Telecom, SK Telecom, Sams lectronee, Unitel and Hanare i Korea. Having & strong and solid distributor network is the key to HetScreants
success, Chang said h o into tha tier-1 promium channel. Our channel partriers now realise that NeLSares has onk of Hhe Most promising technalogy products available, T
Despite the economic downtum, C at the company has not been significantly affectad as the security market has been isomewhat immuna to the ecanamic downtumn?
According ent Infonetcs report, d that ¢ growth in the worldwede firewall and wirtual private network (WPN) market to US$5.3 bdhon &
USH4.3 bilian in 2004 respectively, 3 more than 200% increase from 2000 271 rapart by [0C, NetScreen was ranked a5 the leading Intemet security vendor in the high-end
wide. The repart stated that NetScre 7% of tha high- end market which it defines as products in the over-US$50,000 price band, In Asia-
Pacific, NetScreenls product strategy « to offer customers lcomprehensive?se 17 and to offer the best end-to-end VPN solutions, exceeding
custon emEnes. Netsc s Products range from low=ond NEtScre 3 thie high=erd Ret ytoring to dfferent
requiremeants an spaed and capab ity. In June this year, the company introduced the NetScreen-5KP, a secunity pla[ farm combining firewall, ¥PH and traffic management featwes for
ENMGSE LEIECOMMUTETS, SMal-0Mfice/Noma-0Mhce Siles, 3ng branch and ramat ofices.

probes Veigign

4 patent 5.5 1o naflank tharmal fatigus

Date Postad: 0/13/2001
Awuthor{s}:

URL:

¥ Bty Tash mamseey

1 possitis with tadey™s

A v

w VW AR CmTAr

pars
Thewark i un o KA TE
Fab waekors file age-bias complaint againat 1M
ThearkC s sem, 870988

. ¥

ey I|In ~II< rusell’s Pavuport
Micravan: .-n.u. Fines Critical MCMS Flasrs
pretet
MetScroen sees success in
High.end markst
vancos Chan, Aug 13 2001

id Asin hag baen
5 snd Europa

VPN Landscape

. tha SMiE
wedars and 1ange
n Asiz, whars i was

e 'J
antarprsas at a ralin of &
a yoarago

Business

ratio 10 be mantsined over the
;a s \-t"o( reen Tochnoiogi

Thomas said he expe oi 1hit wt 1274 months
Tethnlomy
Traiblazers

offer MetScroen

Daspita tha &
sign af ACW IT Salary
aconomic dowrtum? Survey 2003

rd that these wil be a continual
0 ntwark (WPN) mankes 10

According 10 a recest Infanefics rapan, & is pre
ragid growth m the worldvedo firmeal and vitisal pr

~, , MNetwork
e gu:n rity
- Sy il

ot System allowed look at original
. T Web site if desired.
System had automatically

stored numerous articles
on company.



Case Study 1

Company with larger regional

Market share started with seed
money from university located
in region with large share.

Founders migrated to Silicon
Valley and networked with

other former alumni involved

in investments. Attracted larger
investors, and company able

to return to country of origin
with major operational capability.

Analysts learned that this 1s
business model being pursued
in number of critical technology
areas.

From detection of anomaly to
identifying new business model
only took several hours!
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Database automatically feeds link analysis
visualization tool that reveals relationships
between people, companies, activities,
and events.
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Case Study 2: Personal Profile Example

Client provided name,
wrong employer and
birth info:"Within 1 hour
found substantial
background information
using War Room.

Scandinavian

?




Lessons Learned & The Way
Ahead

 War Rooms are process
driven

— Need to map analytical
methods and logic flow
before selecting tools
and hardware.

* Team-based thinking and
decisionmaking

*Team of analysts and
IT experts

Information density and
visualization techniques




Contact Information

Alison Leary
Steve Shaker

Evidence Based
Research,Inc.

1595 Spring Hill Road,
Suite 250
Vienna, VA 22182-2216

shaker@ebrinc.com
http://www.ebrinc.com

Phone: 703 287 0313
Fax: 703 821 7742
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