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network of the auto industry. Such a book would be of great interest to those 
who work in the automotive industry or study it—but it would be less useful to 
those who actually purchase cars and trucks. Alternatively, a study focusing on 
motor vehicles as products would begin by identifying and categorizing the 
different customer sets and their distinct needs, such as retail delivery, long-
haul commercial transport, commuting, and recreation. After analyzing such 
needs of specific customer sets, this study would focus on the most appropriate 
product lines for each customer, such as trucks versus SUVs versus automo-
biles, not to mention product subsets such as subcompact, compact, full size, 
and luxury. This study would be useful to customers as well as practitioners in 
the automotive industry.

In this book, the focus is on the customer—the homeland security profes-
sional who receives and uses the intelligence product. After a brief overview of 
the full intelligence enterprise in this chapter, we will use the narrow (first) 
definition of intelligence for the remainder of the book. So now let’s look at the 
intelligence production process.

Almost everyone prepares a term or research paper during their school 
years, and you can think of the intelligence cycle (see Figure 2.1) the same way 
you think about preparing a paper. First, the teacher gives you a topic. Then 
you go to the library or get online (depending on your age) to collect the infor-
mation needed to do your research. Finally, you analyze the information, write 
the paper, and deliver it to your teacher.

Figure 2.1 ▸ The Intelligence Cycle
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