


We can say, unequivocally, that all the
parts work.

> ively, all the parts have value.

SO WHO ARE WE TALKING ABOUT?
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Predictive Services Guiding Principles

- Predictive Services functions as an OPERATIONAL INTELLIGENCE UNIT
integral to the National Coordination System.

- Predictive Services staff provide decision support to geographic and
national level leadership.

~ Predictive Services must “blend the functions™ of intelligence, fire
management analysis, and meteorological components

WHO’S ON THE COHESIVE TEAM?

Both Managers
and Predictive
Services staff are
responsible for
applying these
principles in
achieving
program
objectives




It’s not enough to simply say “work together.”

As management, we also have a role as a member
of the team; namely, to provide the common
purpose that pulls all players into a central focus.

This creates synergy that makes teamwork
necessa

entity, making it more
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“Intelligence is at once inseparable from command
and operations.”

Intelligence

“Intelligence activities are driven by the need to
answer guestions crucial to the planning and
execution of operations.”

“Intelligence shapes (some would say drives) the
decisions made during the conduct of operations”

“Good Iintelligence BEGINS [my emphasis]
with commanders clearly identifying their U Marine Corps
intelligence needs and concerns.” B
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Data:. any empirical (hnumeric), factual (hon-numeric) or anecdotal
(assumed, unverified) bit of information.

Information: one or more data bits collected, sorted, analyzed and
Interpreted for meaning relevant to one or more management concerns
or actions.

Knowledge: learning that results from information meaningfully analyzed
and displayed and from which management implications can be
discerned.

Intelllgence the direct application of knowledge in
* ISive management action.

SO M E D E FI N ITl O N S “Good intelligence does not simply repeat the information which asource

reveals...it develops this raw material in order to tell us what the information
means and identifies the implications for decision-making.”

/




|dentify and evaluate existing conditions and operational
capabillities;

Evaluate possible courses of action providing insight to future
management actions;

Identify potential vulnerabilities; and

in developing and evaluating selected management

FIRST STEPS: SET INTELLIGENCE
OBJECTIVES

“Intelligence is the analysis and synthesis of information into knowledge.”




_ _ _ “Information, and the intelligence which results from it, is
0 to 3 Days: great certainty, high resolution. perishable...we seek to have the right information

available when needed and in a useful form, and so it is
with intelligence.”

Out to 7 Days: less certainty, function with “degrees of confidence”.

Pt

Out to 14 Days: long wait times, low forecast confidence, identify flags for future awareness.

MANAGEMENT EXPECTATIONS: IDENTIFYING ACTIONABLE TIM




Location and timing of critical events.

Expected intensities of anticipated events.
> * e value supporting management response.
>

>

IMMEDIATE OPERATIONAL TIME FRAME:
0 TO 3 DAYS



Assessment of the post-event environment, expected change &
rates of change.

Possible modifications to the spatial arrangement of invested

resources.

or sustaining current efforts.

INTERMEDIATE TIME FRAME:
3 TO 7 DAYS



Evaluate anticipated trends in operating environment and
associated management implications.

Assess resource capacity through time given accomplishment of
iIncident objectives, mandatory days off, etc.

nrough the time period.

EXTENDED PLANNING TIME FRAME:
7 TO 14 DAYS



Locate/update position in the seasonal timeline, is the trend up,
down or at peak?

Flag recurring peak events within the seasonal timeline.

alibrate the seasonal timeline based on observed/anticipated

tainability.

“OVER THE HORIZON" PLANNING:
BEYOND 14 DAYS



Operations plans & implements actions resolved by
decision-makers.

Coordination N I\éécg{ %Mégs Evaluation
N ACCs 3

Communication Feedback

Predictive Services “creates a meaningful image of

the situation confronting [decision-makers]...painis a

picture—or more accurately, several pictures—of
possible realities.”

MANAGEMENT AND PREDICTIVE SERVICES INTERACATIONS



Meteorologist

GA

Intelligence
Coordinator

Fire Management
Analyst

All functional areas have a supporting role in all -
management activities highlighted in the operational
timelines.

It’s expected that Predictive Services integrated
products and services will be highly coordinated and
Interactive.

iIme comes to brief management, they will
oresentation in which all



Intelligence
Coordinator Decision Support
Modules

Meteorologist

Remote Sit
Modules

GACC
IR Mapping&

Fire Management Detection Modules

Analyst

Tactical Inteligence Support

Predictive Services can also integrate tactical functions, resourcing and managing suppa
modules as a service to incidents/units and to add further value to strategic awarengss.




Integrating intelligence
function will require us to embrace
past practices.

Change will require us to be intentional abou
how we staff and organize if we are going to0 be

/ successful.
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