Tactics of war
A small book

NOTES

occupation,  distant enemies vs. close enemies, debate
 “Never take what your enemy offers you” – the godfather part XXX. – e.g. trap questions, don’t answer yes or no, restate the question in your own terms or ignore it

Persistence and ceasing

In 18th century England a doctor was known far and wide for his success in treating patients.

He was once asked the key to his success, and he replied “If it’s working, I keep doing it, and if it isn’t working, I stop”.

As trite as this may sound, such an obvious policy is often not followed.

People will often continue with strategies that are not working for long periods of time for fear of appearing weak or stupid is they abandon their chosen strategy.

No-one can predict the future and even the wisest strategy may not work once further developments unfold.

Even if a strategy was ill conceived at the time it was made, the sooner it is abandoned the better.

Do not let pride lead you into sustained losses and eventual defeat. Accept changed circumstances or failed strategies and abandon them in favor of new approaches.

Also, strategies that are working are often abandoned before they have delivered their full potential. 

A general may seek and even better strategy, abandoning a successful approach, in favor of a new approach that may be doomed to failure.

A strategy that is succeeding in wearing down your enemy and dismantling their ability to fight is like gold. Do not abandon it.

Continue implementing the strategy until the enemy is completely destroyed, or until new circumstances render the strategy ineffective. Follow through with the strategy, continuing to press it home, and do not be tempted to seek better alternatives while the existing method is delivering results.

Follow the blood at all times
‘Blood’ is the life force, the spiritual energy that wells up within us.

This spirit gives us instincts. Sometimes it may simply feel right to make a decision, at other times we will feel that something is wrong and that we are in danger due to an unknown situation.

To some, these instincts come from a spiritual connection to the universe.

To others, this is simply the result of our unconscious mind processing information, and making a connection that the conscious mind is not yet aware of.

In summary, act according to what feels right, not according to what logical analysis would suggest.

If you feel uncertain about what to do, this may be a sign that it is time to wait for further events to unfold before taking action. However, when you are suffering heavy losses then drastic action may be needed, regardless of whether you are prepared for it or not.
There are several caveats to this.

Good instincts will emerge only AFTER you have gathered information and thought through the issues.

Some believe that ‘gut feel’ will guide them without any reasoning or careful consideration. This is foolish and is like a baby playing with knives in a kitchen – everything may be all right for a while but eventually you will take a wrong step and be suddenly and fatally wounded.

Also, your instincts are very different from your emotional impulses and desires.

Instincts only emerge during quiet reflection.

Emotions emerge during the heat of passion.

Following your emotional impulses is rarely the best course of action in war. 

Many parties have been saved from pending defeat when their enemies became enraged and started attacking them blindly, rather than continuing to slowly and methodically destroy their ability to fight.

Do not let anger or lead you into acting foolishly.

The best example of this may come from matters of the heart, rather than from war.

The heart is a law unto itself. 

It follows a course that allows no reason or sense, it makes decisions independently that we cannot control.

If you wish to be with someone, no logical reasoning can change this wish. You may chose to deny this wish, but the wish will remain, as long as you are close to the person.

Conversely, if you desire to leave a person, no logical reasoning can change this desire. As long as you chose to remain with that person, you will never find peace and happiness, regardless of what you or they may say or do.

The heart makes these choices, and while we can chose our course of action, we cannot control what we desire to do.

A relationship is like a tree, it may live forever, but once it has died it cannot be bought back to life.

Never let anyone know what you are thinking (the godfather part XX)
Keep your thoughts private.

Some thoughts must be shared with a few trusted advisors, but they should never go beyond this point, and your most private and important thoughts must remain for you alone.

If you speak only after your have made a decision your forces will see you as strong, wise, and in control. This will give them confidence and they will be strong in battle.

If you share you thoughts about a wide range of possible actions, your forces will become fearful for their future and their lives and they will be weak in battle.

They will see you as weak, confused and indecisive and they will see the future as highly uncertain, which is a very stressful state for an individual under your command to be in.

After you have made a decision it is alright to explain the process that you went through and the options that were considered, but never discuss a range of options until the decision has already been made.

This issue also applies to your enemy’s knowledge of your thoughts.

If an enemy knows your thoughts they will be able to place barriers in your way that will stop you at every turn.

They will be able to predict your actions if they know the way in which you weight issues.

If they know your thoughts on a specific issue, they will be able to defend themselves from the possible actions that you may take and exploit your weaknesses.

To the enemy you should appear to be mysterious, acting suddenly and at random, and then failing to act for varying periods of time.

Battles for self-respect and personal space 
state out loud the message they are implying (‘what you’re trying to suggest is that I’m a bad parent), hang up the phone/walk away, cut off contact, take control of what you physically can (bank account, door key etc), the impossibly of defending against accusations such as ‘bad parent’ as there could always be a higher standard (although the very concept of ‘bad parent’ itself is flawed as long as the parent loves them and treats them reasonably ok), the bad/good parent issue vs. the real issue of whether they have the right to judge you, the purpose of attacks – to cause damage for vindictive revenge and to gain control over you, the fact that they will never accuse you directly so you can’t rebut it but will accuse you continuously over small specific issues
Advisors

It is necessary in war to discuss your thoughts with a small number of trusted advisors.
Select advisors who are experienced, thoughtful and have the right approach.

Discuss your thoughts and their thoughts on the advantages, disadvantages and implications of various actions.

The decision on what action to take is yours alone.

To not attempt to reach a mutual decision, or to place the burden of the decision making on your advisors. IF you do this your actions will lack a clear plan and approach and you will be bound to fail.

A good advisor will share their thoughts but will not recommend a course of action. They will respect that they decision is your alone and will not attempt to influence your decision.

If they do attempt to influence you, this will not work as an advisory relationship. They will become frustrated if you chose another course of action, and may even accuse to other parties of being a foolish leader by not following advice, when in fact you are taking the correct approach to considering their thoughts.

On the most important and fundamental issues only you can decide, and you should keep these thoughts private from even your most trusted advisors.

Note that technical experts fall into a different category of your forces. You cannot be an expert in every field.

Understand the key issues as best you can, but do not be afraid to ask for a recommended action from a technical expert when necessary.
In some cases you will have no alternative but to follow their advice, due to the impossibility of learning sufficient about the issue to form a good decision yourself.

Be aware however that much knowledge in a field is later shown to be false and even the wisest expert will sometimes give bad advice.

Seek a recommendation only when you have no alternative.

Waiting

Do not be afraid to wait and do nothing. 

Many times the best strategy in war is to wait for long periods doing nothing.

Many people feel that they must constantly act and change strategies, but that is a mistake. 

Unless you can see an opportunity for a significant improvement in position, to not grasp opportunities for action.

However, continual small steps forward are still a good thing. This issue relates to major chances in strategy or position.

Disadvantages with acting

1. Acting frequently consumes a large amount of resources, such as time, money and fuel. 

For example, if you move camp there may be significant resources consumed in the moving process.

Also, after you have moved, you will need to reestablish supply routes, water sources and so forth. This means that there will be a period of time in your new position where you are consuming a large amount of resources for little gain, and it will take time until you are able to re-establish the most efficient operating position.

If you repeat this approach  frequently then your long-term consumption of resources will be far higher than necessary and this will threaten you chances of success in battle.

2. If you act in the face of a high level of uncertainty, you risk disaster.

Creation and destruction are not symmetrical. Creation is slow and gradual, destruction can occur drastically in an instant.

An army cannot be assembled and trained in a day, but they can be slaughtered in a day if you make a false move and deliver them into the arms of the enemy.

In the face of high levels of uncertaintly the safest course of action is to defend your current position and not to change strategy. 

However, you should still gather information at the fastest possible rate, as disaster may be a short time away in your current position, or there may be great opportunities for improvement that you are not aware of.

Avoiding waiting

The time to act decisively is when you can see a clear path ahead, or when you are suffering large losses over a prolonged period of time.

If you simply maintain position while you are suffering losses, it is only a matter of time before your forces will be completely destroyed.

In these times, a drastic change in strategy is needed. 

For example, you may decide to suddenly reduce the ground that you occupy by a large area, and so concentrate your forces into a much stronger group that can defend itself effectively and in time overcome the enemy.

In a financial example, continually ‘bleeding’ large losses may require a large and sudden reduction in expenses, retaining only the bare expenses necessary for continued survival and replacing other expenses with lower-cost alternatives.

Never forget that blood is finite, and once all your blood has been lost you will be dead.

This applies whether the ‘blood’ involves human blood, money, time or so forth.
When you are loosing blood at a high rate drastic action is needed quickly.

‘in war, the victorious strategist only seeks battle after the victory is won’ (the are of war?)

i.e. do not commence fighting when the result would be uncertain. 
Build strength, reposition troops, and only when the enemy has been defeated should you physically fight to destroy their resources. In fact, in some cases the enemy will realized that they have been defeated by stealth, and will resign without a shot ever needing to have been fired (a very subtle point – slightly different point to not commencing a battle until you would be certain to win, this relates to defeating the enemy, i.e. rendering them powerless, through activities that do not involve direct fighting, e.g. diplomatic action to win the support of a third party, activities that render the opponent powerless, developing a killer product rather than price war and promotional attack, etc. a situation may arise when a person knows that they have been beaten, but the engagement involved strategic moves rather than fighting.

This could be related to the issue of traps. An enemy may stumble into a trap without realizing the situation, and by the time they realize what has happened, they are caught and powerless and no fighting is necessary. An enemy caught in a trap may struggle violently but by definition this does no harm to yourself otherwise it wouldn’t be an effective trap. In other cases, realizing that they are enslaved, the enemy may resign and submit peacefully, having no violence within them, i.e. giving up their independence and loosing the passion and fighting will within themselves once they realize what has happened. 
Key to this situation is that the enemy does not fight while the key activities are occurring because they do not realize the significance of what you are doing, and by the time they realize what has happened they have already been defeated (this is not necessarily a trap, it may involve yourself becoming strong in ways that they don’t understand until it is too late).
Theaters of war

Military conflict, business, bitter personal disputes, media interviews, debates, battles for survival against natural forces, sporting contests, politics, struggles against nature to solve difficult problems (e.g. mathematical problems, design of complex systems, construction with limited resources). etc
If you fight you loose – refuse to be judged

Sometimes, being draw into battle is sufficient to result in your defeat. Some battles, once you enter them, are rigged and cannot be won.

In these cases, the only solution is to decline to be drawn into battle.

This approach is often used in politics, when a journalist may attempt to draw you into a discussion, and where the appropriate action is to reply along the lines of ‘that is a matter for the Prime Minister and I cannot comment on it’. Being drawn into the discussion itself is a mistake.
This problem is also common in personal battles between people.

The phrasing of questions may subtly accuse you of something unjustly, or create a framework of thinking in which you cannot win no matter what you say or do.

Look behind questions and statements.

Rather than responding to statements directly, look to the underlying message, and respond along the lines of ‘what your really saying is ‘x’, and that’s not true’.

Win the battle by refusing to fight
Sometimes the most powerful action that you can take is refusing to fight.

For example, if a boxer stands in a ring with his arms down by his side, not even attempting defence, no boxer with strike him in this position.

When XXX was on the run for fraud and his hotel room was surrounded by FBI agents, he calmly walked up to the agents, ignoring the guns, explained that he was another agent on the case and calmly walked off into the distance to freedom.

This method is very powerful and works by breaking down all the expectations of attack and defence, and all the expected actions and responses, and putting the situation on a completely different footing.

Well trained security and policy officers use this method to good effect. They are often faced with drunk patrons who act aggressively and attempt to incite a fight.

By remaining polite and respectful, the officers can escort the patrons outside the establishment or to the lockup, avoiding a violent battle and resolving the situation with the minimum of damage.

This approach does not work in all situations.

If the opposing force is bent on killing you no matter what your response, this may make things worse.
In a fight for survival, you will need to battle with all your wits and strength in order to overcome your enemy and preserve your life.

Strike at the enemy’s heart – attack the foundations of the enemy’s positions
Sometimes, rather than trying to be different or preserve your own territory, it is best to attack your enemy’s heartland and fight on their terms.

For example, the nuclear power industry has been critisised for decades by the environmental movement.

The environmental movement criticized their production of nuclear waste, while the nuclear industry responeded that they ceated jobs and were good for the economy.

In this way, the environmental movement effectively conceded that they were bad for the environment, but attempted to carve out their own area of benefit.

Arguably, they may have been better served in the battle for public support by going straight to the environmental movement’s territory – explaining their impact on the environment and what their benefits were.

In fact, nuclear power has many benefits for the environment, as it produces far less pollution that fossil fuel powered power stations, which are the major competing large-scale power source.

By moving straight to the heartland of the opposing force and fighting on their terms, they can capture that territory, while still retaining the other territory that they hold without dispute.

In summary, don’t not always attempt to be different to your enemy, sometimes it can be more productive to be the same as your enemy but to do things even better than they do.

One of the reasons for the great success of the Roman empire was that they were reportably willing to integrate with the local customs and absorb the best features of the local areas that they conquered, rather than trying to convert them to their pre-existing ways of operation.

Note that fighting on your enemy’s territory does not necessarily mean that you have to use their tactics as well.

In debates or personal disputes, there may be no need for nasty and bitter attacks, even if these are used by your enemy, and even if you choose to battle on the same ground.
In other cases, survivial of self respect may depend on attacking your opponent rather than remaining silent in the face of nasty attacks on their part.

In some cases it is necessary to beware of this issue. The enemy may attempt to draw you on to their territory because it offers some advantage for them in the battle.
This is common in bitter debates for example.

In these cases, the opponent may present a world view that effectively makes it impossible for you to win, as long as the world view is accepted.

In this situation, you need stand back, clearly identify what the world view is, present an alternative view, and spend the remaining effort on dismantling their view rather than fighting a battle within it.

For example, a sticker on a wall once read ‘all bosses are parasites’.
This is obviously an extreme point of view, but it is held in some circles.

If you were debating your virtues as a manager or employer with a person from this school of thought, you are effectively doomed to failure. Nothing you could say or do would be good enough, you would permanently be branded as a parasite in these people’s eyes.

However, by stepping back, you can raise the issue of this point of view, and claim that it is flawed and wrong.

You can then spend the remaining effort on dismantling this point of view at its foundation, rather than arguing a case for yourself or others within the boundries of this view.
Many issues in personal interaction and public concionsness are framed to that victory is impossible if you fight on your enemy’s terms, so 

(a) is may be necessary to attack the enemy rather than defending yourself, to tear down the enemy and show fault on both sides (how does this fit into general tactics?)

(b) it may be necessary to attack the foundations of the other’s opinions, rather than fighting within the boundries that they have set

(the previous needs a lot of fixing up, maybe there are several independent/conflicting points)

Mercy

Show no mercy in battle.

This does not mean that it is necessary to kill all prisoners of war.

However, remain on the offensive and press home your advantage with all your strength until the battle is completely over.

Do not allow your enemy time to regroup or you may prolong the battle, suffer greater losses, or in fact eventually loose.

Battle must be cold, as if conducted by a machine, for victory to be swift.

Any attempt to negotiate or interact with the enemy will prolong suffering and delay an end to the conflict.
Also, a battle that is 99% over is not over until the enemy has capitulated, or in the case of sport, for example, until the final bell.

It may happen that an enemy is driven almost completely into submission, then left alone, after which they regroup, gain strength, and overthrow their oppressors.

In business, as another example, it happens that deals that are 99% complete fall apart due to a lack of a party continuing to push the deal through until the signatures were finally wet on the page.
Internal battles
Many battles are fought alone.

In other cases, a large army or organization may strive towards a common goal.

Be aware, that in many organizations, 90% of the effort is spent in battling other parts of the organization, leaving only 10% of the effort directed at the real, external enemy.

In these cases, the organization has little success in its chosen mission.

For example, a division may compare the success of its products to the success of another division, and strive to beat the other division, where in fact it should be comparing itself to the external competitors, and striving to beat them.

This may not be a great problem between large divisions, but is extremely harmful at the individual and small team level.

Always keep the focus on the external enemy, and do not allow bitter internal disputes to continue unresolved.

Some managers encourage internal competition in the belief that this encourages individuals to strive harder towards their goals, but this is a mistake. The force of a united organization is 100 times greater than the force of a group of individuals, each struggling against the other.

A united force is almost impossible to stop and can sweep great tracts of land before it; a dividend force is doomed to failure and defeat.

Perpetual conflicts

In some cases, conflict between parties, especially separate ethnic groups, have continued for thousands of years.

These conflicts serve no purpose and result is a needless waste of life, both through the death of citizens and the waste in lives that could have been better spent.

If a war has continued for more than 5 years, then it is unlikely that either party will ever gain clear victory over the other.

Any party that is still alive, independent and able to fight after this time will have entered a sustainable state of war that can be continued forever, in contrast to unsustainable efforts in which defeat is simply a matter of time.

In these cases, seek peace. This should involve

1. Withdraw from occupying the territory in which your enemy lives. In some cases brutal suppression of citizens can result in peace, such as the activities of the roman empire and the Russians in eastern Europe illustrate, but in general there will never be peace while you remain in occupation of your enemy’s territory. Withdraw and leave your enemy in peace.
2. Cease seeking revenge for the dead. The dead cannot be bought back to life, but the deaths of your children can be avoided. In a long conflict no party has clean hands. Although many of your people may have been brutally killed, in turn you will have most likely killed many of the enemy’s people as well.
2. Divide disputed territory clearly between yourself and the enemy, and give up forever any claim to your enemy’s territory

It may appear that peace is impossible after a battle that becomes simply part of daily life, however peace in Northern Ireland after XX years of fighting illustrates that this is possible.

Negotiation 
Some believe that negotiation can replace war.

This is not the case.

If you are faced with an aggressive and expansionary enemy, they will not curb their expansionary desires voluntarily

Any willingness to ‘negotiate’ on your enemy’s part is likely to be a method to delay hostilities so that they can become even stronger in secret, and overwhelm you when they chose to attack.

However, be slow to engage in battle and to not confront every situation as a potential battle.
Victory in battle may come at a high cost and involve great loss.

If possible, try to consider your desires and the desires of the counterparty, and attempt to find a third path that will be acceptable to both parties. 

This will enable you to move forward without suffering loss.

Never forget that losses from battle will make you weaker in the future and less able to resist attacks from external forces.

Traps
Do not build traps for your enemy.

Although all war is based on deception, it is small-minded to build traps for your enemy.

You may become ensnared in your own trap.

Seeding large areas with land-mines is an example of this.

You may capture your enemy, but find that you have caught a nest of vipers that is even more dangerous than when it was roaming freely.

Avoiding traps built by your enemy
(a) Proceed carefully at every point
(b) Break the action-reaction-action cycle: act independently and randomly, not in response to your enemy’s actions. Chose unexpected paths, act when the enemy does not expect it. For example, in an interview or debate, do not respond to a question if the question is a trap, but ignore it completely, re-state the question on other terms, or answer and press ahead, absorbing losses, if that is the best course of action.
(c) If you are caught in a trap and realize too late what has happened, absorb the losses and move on.

Avoid internal battles

It is very common in large organizations for internal battles between elements of the organization to command far greater resources and ferocity that any battles with the outside enemy.

Organizations with this structure are unlikely to be very successful in their chosen mission.

Avoid this situation.

All your resources should be outward looking, focused on the enemy, rather than inward-looking and battling other parts of the enterprise.

Strong leadership and clear directions down the line are essential, avoiding situations where parts of the organization lack clear direction and are unable to act in concert with other parts of the organization.

Rationality and stupidity
Do not expect your enemy to behave rationality

Your enemy may engage in bizarre behavior, conducting courses of action that lead to great losses for themselves for comparatively little benefit.

The irrational enemy may be the most dangerous enemy of all, as their actions cannot be predicted.

They may move from one random act to another, firing in all directions, and it may be all that you can do to stand back and avoid being dragged into the same cycle of destruction that they have chosen for themselves.

Through pure chance they may take actions that lead to great benefit for themselves with the benefit of hindsight, in cases in which neither you nor them could possibly have predicted the result.

When confronted by an enemy of this type, tread carefully. Be aware that they may take an opportunity to destroy your forces even if this leads to even greater losses for themselves, and that they may strike at any time and in any direction.

Suicide attacks fall into this category. In these cases the enemy, although its goal is to avoid death, will attack with such a direct action that their destruction becomes certain, their only compensation being that you may also be killed. Suicide attacks may be implemented by individuals or by the entire enemy themselves.

Avoid close combat with these enemies as their random acts make them highly dangerous.

Irrationality occurs when decisions are driven by emotion rather than reason.

Stupidity is related to irrationality.

Foolishness is driven by reason, but it is based on a flawed understanding of reality, or possibly lack of attention to information gathering, thought and decision-making.

No-one is immune from stupidity, all parties in war will act at times in ways that later appear foolish.

It is very common for actions in a crisis to have the exact opposite result to that which was intended.

For example, on XXX a fault in a XX lead to an overvoltage condition in the electricity grid of Victoria, Australia.

A decision by XX was taken to disconnent the XXX line. Immediately the voltage rose even further, making the situation even worse than before.

Consider your plans carefully.

Test your ideas before you implement them widely, or before you pass the point of no return in which your course of action is set and you cannot turn back.

Where possible take advantage of foolish decisions taken by your enemies.

Slip sliently through the back door

(instead of beating on the front door)

If defenses are well designed, it takes 10 times as many attackers as there are defenders in order for the attackers to win victory.

Also, the losses suffered by the attackers will be 10 times greater than the losses suffered by the defenders.

In some cases, defences may be so strong that breaking them is impossible.

For example, a tortoise is so heavily protected that it is effectively impossible for preditors to eat it (?)

This issue particularly applies when the ‘enemy’ is not a group of individuals, but is the limits of time, space and resources.

In situations where the direct route to success is heavily defended, or solving the task directly is so large as to be impossible, another route must be found.

For example, a man may stand in front of a bank vault that has a 20-ton door, holding a sledge hammer.

The man could beat on the door until the end of time, but he does not have the resources to defeat it.

However, if he knows the combination to the lock, then with a few small movements of the combination lock, the door will magically open wide and admit him to the vault.

Attacking a problem or enemy that is great may require the following approach

(a) gather as much information as you can about the enemy

(b) search for indirect paths to the problem, entry through a clever 

‘back-door’ approach that enables you to unlock the entire problem using a small amount of resources, and with little loss

In a military example, in the battle of XX against XX, victory was finally won where a spy within the city opened a small gate, allowing soldiers from outside the walls to flood into the city and overpower the inhabitants (real example from an ancient battle)

In a problem solving situation, you could be given access to a large and complex computer software system, and short amount of time to solve a problem.
Re-creating the system from scratch is not an option due to the lack of time and resources, but with knowelge of key areas of the system, the system itself might be used to generate the relevant answer.

This method is often used in crytoanalysis, where encryption codes are specifically designed to be difficult or impossible to break using a direct, brute-force approach, but where a combination of clever ideas has lead to the fall of many codes and techniques.
Be unpredictable
It is very important in war to be unpredictable.

If your enemy can predict what you will do next, they can place barriers in your way that will be certain to stop you.

Many of the most effective battles in war found the enemy to be completely unprepared for attack, such as the attack on perl harbour and the nine-day war (?) yom kippur war (?)
In these cases, large amounts of territory were captured or large amounts of resources of the enemy were destroyed in very short periods of time by relatively modest forces, because the enemy was completely unprepared for attack in that place or time.

This situation is also characterized by very light losses among the invading force.

Potential invaders often make great noise before invading -  withdrawing diplomatic contacts, engaging in threatening actions, amassing large and obvious forces and so on.

This is foolish as it only prepares their enemies for the battle.

It allows the enemy  to build their forces and prepare to fight and long and bloody battle along a force opposing your forces.

The most dangerous enemy is the invisible enemy, the enemy that can enter your territory and leave again without you even knowing that they have been present.

Unpredictability is based on two actions

(a) Keep your thinking, plans, internal resources and actions secret

(b) Do not respond directly to actions of your enemy

Some conflicts have been characterized by an attack followed by an immediate counter-attack on the enemy.

Avoid entering this cycle, as the enemy will be prepared for your counter-attack and may inflict heavily losses on you. In fact, in some cases the enemy may have attacked you specifically in order to provoke you into action.

Absorb your enemy’s attacks, then take action when they least expect it.

“Protect myself at all times”

(Maggie XXX, “million dollar baby)

If your enemy manages to thrust a knife through your heart, you will loose your life

Strenght, strategy and attack all become meaningless if this happens.

It is essential to survival that your protect yourself whenever possible.
Although many wars cannot be won without attacking the enemy, focus on defence as well as attack.
In basketball there is a saying that ‘offence gets the glory but defence wins the game’.

Creation and destruction are not symmetrical. Creation takes great time, cost and life force.

Destruction can occur almost instantly, and using comparatively few resources.
It may take you six months to build a factory, but your enemy might destroy it in a one-hour bombing raid if you have not defended it.
Arguably the decisive battle of world war two was the battle of Britain.

In the last 1930’s the british saw war coming and built a large airforce of fighters and bombers and a line of radar stations along the entire coast of Britain.

Between XX and XX the germain lufftwaffee attempted to win control of the skies over Britain. They failed.

The information supplied by the radar towers and their complement of fighters allowed the british to repell the attacks of the germain air force.

This failure by the germans to subdue the brithish air force, due to the defensive strength of their forces, prevented the germans from invading Britain and arguably sowed the seeds of their eventuial deafeat in the war XX years later.

In business, attack could involve launching new products, price discounts, and arrgessively targeting potential new customers foe example.

Defence could involve insurance, hedging the price risk of volatilte commodities, spending money on retaining existing customers, maintaining liquid assets to guard against unexpected expenses and so on.

These defensive approaches will allow the business to survive during difficult times, and thrive once the danger has passed.
If the business fails and ceases to operate when an unexpected major problem occurs, then any other issues become irrelevant
Defensive only battles

Some battles may be won simply by maintaining strong defences and waiting.

For example, a zebra cannot kill a lion. However, by utilizing the defence of speed and flight, a zebra cannot avoid being captured by a lion until the lion eventually looses interest and moves on to another area.

If you are attacked and beaten by a group of people, the safest approach may be to hold your arms close to your body to absorb the blows until the group looses interest and moves on. Although this is dangerous it may be safer than replying with an attack, which may lock them into a battle that continues until you are killed.

In other cases, your enemy will continue to attack you forever, until you lower your defences and thrust a knife towards their heart.

Lowering defences

In many battles, in order to achieve victory you must lower your defences at strike at the enemy’s heart.

A boxer cannot strike a blow at his opponent while his arms are raised in a defensive position.
A business may avoid losses my placing all its assets in a secure bank account, but in this case it will be unable to spend the funds on purchasing the equipment that is necessary for the success of the business.

Savagery
War is largely a psychological battle rather than a battle of physical forces.

If you are closely matched to your opponent, in some cases your may gain the upper hand through a savage attack.

Anger and confidence makes an enemy strong (although it may also lead to poor decisions). If you can make your enemy fearful, they will become weak and you may gain victory.

Launch a savage attack at your enemy in order to dissolve their confidence.
Abandon defences and throw all your strength into attack. Show no mercy, destroying as much as you can with relentless attack after attack on your enemy’s positions.

This is a high risk strategy. You will need to abandon defensive actions in order to use all your forces in attack. If you fail to defeat your enemy in a short period of time, you will have suffered significant losses and your enemy may retaliate and defeat you.

This approach may be useful when you are closely matched, or when your enemy is moderately greater in strength than yourself (but not overwhelmingly so).

Attack

In some cases, throwing defence to the wind and engaging in vicious attacks is likely to be the most successful strategy, and indeed might be necessary in order to remain alive.

This may be the case when the battle is a matter of life and death, between yourself and a single enemy, engaged in close combat.

For example, dogs fighting in a ring engage in vicious and forceful attacks on each other, caring nothing for their own injuries, and continuing with all their energy to attack the other animal until only one is left alive.

They do not attempt to defend themselves from injuries.

In these situations only the attacks will keep the balance until a victor emerges, any attempt to pull back from attack will allow the enemy to overrun you and defeat you.

Disguise

In some cases you will be faced with an enemy that is far greater than yourself, and who could easily defeat you at will.

In these cases, the key to survival may be to avoid taking actions that will induce the enemy to attack you.

For example, in nature it is common for animals to disguise themselves as inanimate objects or unappertising creatures in order to avoid being eaten by preditors.
When faced with overwhelming strength, to not antagonize and anger your enemy. 

Hide your assets and appear to be of no interest to your enemy.

For example, when the Russian army entered Berlin at the end of the second world war, the German women greatly feared being raped by their enemies.

They streaked dirt onto their faces in order to appear less attractive and so avoid this fate.
Avoid truces

Once war has commenced, it must continue to the death.
If the enemy is distant, you may simply withdraw to your home territory and cease to fight.

However, if your enemy is close and strong, avoid negotiating a truce.

A break in the fighting will allow your enemy to rebuild their strength, and attack you with even greater force when the fighting commences again.

As long as your enemy remains strong and aggressive, with a will to fight, a truce is pointless.

Agreements to cease hostilities rarely hold up for long while both parties are still strong. Fighting usually breaks out again very quickly, with the battle only ending when one party is too weak to have the desire or the ability to continue fighting.

Peace may come when one party wins a clear victory over the other and the other party yields to their control, when both parties are too weak to continue fighting, when one party looses the will to fight and simply walks away, or otherwise.

However, attempting to negotiate an agreement with your enemy to cease hostilities achieves little.

Breaks in the fighting following an agreement of this type are usually short.

An exception to this is a dispute over territory, where you may bring peace if you can successfully agree with the other party as to the division of the property or land, and you each chose to give up any claim to the other’s property forever.
If you have lost the will to fight, there is no need to negotiate a truce. Simply stop attacking the other party. Peace will come quickly once you do this. Of course this approach is not releveant when the enemy is attempting to invade your territory or kill you.

Weakness bought by battle

In a long and bitter war, you will be greatly weakened. Peace may come through a victory of one party over the other, or when both parties are too weak to continue fighting.

However, no war exists in a vacuum.

Even if you win the war in question, your weakened state may allow a third party to enter the picture and subdue you with little effort.

For this reason, beware of the cost of long and bitter battles. Even if you are confident of eventual victory or of mutual destruction, you may be better served to break off fighting before your losses become too great.

As an example of this situation, the second half of the twentieth century undoubtedly belonged to the United States as the dominant global economic and political power.

Many reasons have been proposed for this. One simple reason may be, however, that Britain, Europe and the Soviet Union were so weakened by the losses of World War two that the global stage was left wide open for the United States to become the dominant force.

Bitterness
Many wars are motivated by anger and bitterness and a burning desire to destroy the enemy, no matter what the cost. They have no other purpose than that.
Consider whether any victories that may be achieved are worth the cost.

In some cases battles between ethnic groups have continued for thousands of years, with involving untold loss of life.

In these situations, peace only comes when one party looses the will to fight, and simply stops attacking the other party.

About war

War is a state of action in which contestants battle each other until one party is destroyed or yields and withdraws.

Good things may occur in times of war.
Technological progress is may be rapid.
Wide areas may be laid waste. In the peace that follows, this may allow many new things to grow.

However, war also brings terrible things. Death, pain, suffering and loss may be severe.

Aims of war

For the aggressor

(a) To expand the territory under their control (empire), 
(b) to capture the enemy’s resources and return to the home base (raiding parties).

(c) To kill the enemy (motivated by anger, bitterness or desire for revenge).

For the defender

(a) To kill the enemy or destroy the resources of the enemy, and so prevent the enemy from launching attacks on oneself within the foreseeable future.
(c) in the case of war motivated by the will of a single leader, to remove the leader of the enemy from power through death, capture, exile or otherwise.
(d) To drive an occupying force from the land in which one lives.
Motivators of war

Independence – in which one party to a union seeks to leave the union and establish itself as an independent state, and the other party refuses to accept this wish and engages in war in an attempt to maintain over the other party.

Aggression – war in which a party attempts to capture the territory and/or resources of the enemy. This is either driven by a culture of expansion, such as the roman empire, or by the will of an individual leader, such as Hitler.
Defence – war engaged in defence of an attack by an aggressor.

Between individuals – attempts to damage a party in revenge for a perceived slight, battles over resources or assets, of battles involving attempts by one party to exercise control over another party against their will.
Ending of war between individuals

War between individuals continues until one or both parties loose the desire to continue fighting.
In the case of revenge, the aggrieved party may at some point feel that sufficient damage has been done to redress the slight and may loose the desire to keep attacking the other party.
In the case of battles over property, a settlement may be reached in which case each party agrees to give up forever any claim over the share of the assets that will be taken by the other party.

In the case of battles by one party to exercise control over the other party against their will, this may end through the second party leaving the area and establishing a new life far from the first party.
Alternatively, the second party may cease resisting and yield to the will of the first party.

Tactics of war

Cut off the head of the snake to kill the snake.

The body of a snake is thick and strong, but the head is small and weak. If you can cut off the head, you can kill the snake.

In fact, even before the snake dies, it will become completely harmless once the head is severed.

Such is also the case in war. No matter how strong the enemy, once the leader is eliminated, the will to fight will be gone and the enemy will lack any co-ordination and control, leaving it harmless.

Rather than fighting on a broad front, press a narrow force deep within the enemy’s territory to reach at the heart of the enemy’s control system.
Once the central city is captured, the enemy will be defeated, even if they still occupy a large territory.

Without central control, individual regions will quickly surrender.

A risk with this approach is that the enemy will cut the supply lines and encircle your forces, allowing them to capture or kill your forces.

This approach can only continue as long as supply routes can be defended, or the force itself is self-sufficient enough to reach the enemy’s heart and deliver a killing blow.

This approach was used successfully by the anglo Saxons to end the continued raiding parties by the Vikings which had continued for (** check the details)

The English sailed to XX, captured and subdued the city, and the Vikings never again returned to raid England.

Note that it is not necessary to capture or kill the leader for this process to be followed. 

Although the leader and the command group may, in some cases, escape to exhile, they can only effectively manage the entire structure of their forces by being in the heart of the action, not giving instructions by ‘remote control’ from far away.
Once the main central city has been captured the enemy will be finished.

Aggravate and anger the enemy
By striking at the enemy you will anger and aggravate him or her (i.e. the leader). 

This will make them emotional and hence they will loose their clarity of thinking and begin making poor decisions.

For example, during the battle of Britain, the lufftwaffee were making heavy inroads into destroying the British air forces by bombing their airfields.

However, in XXX, the british began bombing Berlin.

Outraged by the acts of the British, in a fury Hitler ordered the bombing focus to shift from the airfields to being bombing London.

This allowed the british air forces to survive and ultimately proceed on to win the battle of Britain.

Obviously it is unwise to aggravate an enemy when you are weak and vulnerable. 

This may induce them to attack you which may cause great damage.

Blitzkrieg – build up a massive force before you strike
The ‘blitzkrieg’ (check translation) is a technique that was used very successfully by the Germans in the early part of the second world war.

In the late 1930’s the Germans built up a force of XXX tanks, XXX aircraft and so on.

This allowed them to complexly overrun France in a matter of weeks, greatly expanding the territory under their control.

This approach was also used successfully by the United States during the two Gulf wars.

This idea is relevant in many fields of war.

Fighting a war is very expensive and consumes huge amounts of resources.

However, by delaying the start of fighting and using resources to grow your fighting capacity, when the battle does commence you may be able to overrun the enemy very quickly and with few losses.

Beginning the fight too early may lead to a long and bloody campaign that leads to great losses and little if any gain for any party, as occurring during the prolonged battles of world war I.

In a business context this could involve devoting as many resources as possible to improving a product before the product is actually launched on to the market.

Obviously this method will not work if the enemy is also building their forces, as happened between the USA and the Soviet Union during the cold war, and for this reason the accumulation of fighting forces should be done in secret where possible, or an least creating as little disturbance as possible as forces are gradually built up.

Capture small areas
Many companies and societies have failed because they took on a force that was too large for them to defeat.

The romans, for example, took 200 years to expand their empire to cover much of the known world, capturing small areas at a time.

In contrast, after overrunning much of Europe, Hitler attacked the soviet union in the (north east?), while still battling Britain in the east, and with forces unable to sustain battle on several major fronts simultaneousely, Germany was ultimately defeated.

Concentrate all your forces on capturing a small area. 


As you are devoting great resources to capturing a small area victory should be swift and simple.

By repeating this process several times over, rather than attacking a wide area all at the same time, you will continually expand your territory.

This principle may apply in many situations, but the general rule is to take on small tasks, and avoid taking on a task that is so large that you will fail to complete it and will hence be defeated.
This principle applies to taking on many small tasks or battles at once, as well as to taking on a battle that is too large for you to win.

By fighting too many battles at a single time, you risk loosing them all by spreading your resources too thinly.
Capture the enemy’s weapons

One of the elements of guerilla warfare (see below) is to capture the enemy’s weapons, which you will then have to use against them.

If you can achieve this, then ironically, the greater the sophistication of weapons that the enemy brings against you, the stronger you will become in turn.

For example, in business it is common to expand by ‘acquistion’, through purchasing a competitor company.

While you may gain the target’s customer base, you may also gain their IT systems, the market knowledge of their staff, and other resources that might be invaluable within your expanded business.

These things are not gained purely by winning new customers within the competitive environment.

Guerilla warfare 
Guerilla warefare occurs when a small force is fighting a much larger force.

This occurred famously in the Korean and Vietnam wars in the 1950’s (?), and also occurs in business and other areas of life.

There are many advantages that a small force can exercise in fighting a larger force any in many contexts a small force has defeated a larger force many times its size.

(a) capture the enemy’s weapons

As mentioned above, capture the enemy’s weapons. You will avoid having to waste your resources on buying weapons, you will avoid having to transport purchased weapons large distances, and you will be able to travel independently deep with enemy territory.

Advantages of small forces

(b) they can live off the land

small forces need few resources and can live from the surrounding area, avoiding the need to expend resources on transporting supplies long distances

(c) they can be unpredictable

Unpredictability is critical in war. It is very difficult for a large force to be unpredictable. Their needs are obvious, and their structure is generally in plain sight.

In contrast, a small force can be mysterious, they can travel around unseen, and their tactics and thoughts can constantly change.

(d) They can adapt quickly

An army or a large corporation may take 6 months to change strategy, while a force of a dozen people may create a new strategy in a day.

(e) They can be invisible

If you can see the enemy, you can kill the enemy.

In contrast, if you CANT see the enemy, you CANT kill the enemy.

Large forces are in plain sight and can be bombed, attacked and so on. Small forces can move silently over long distances and be virtually invisible to the enemy, striking in one place, disappearing, then striking somewhere else.

Information
All war is based on information.

The victor is determined by two things:

(a) the party that has the greatest amount of relevant information 

(b) the party that uses this knowledge most wisely

Note that victory is is NOT determined by those with the most resources or greatest fighting forces.

Knowledge of relevant information in war includes: 

the location of enemy forces, both at the large-scale level and the individual soldier level

the location of supply vehicles and ships

the codes and methods uses to encypt communications

knowledge of which supplies the enemy was running low on

knowledge of the state of thinking of potential allies in the conflict

knowelge of weak points in the enemy’s defences, such as weak points in a wall, secret entrance codes and gates, and so on.

In business this could be


The location of customers who were interested in purchasing the products


The profile of customers who are purchasing (or rejecting) your products


The location of available business sites


Performance weaknesses in competitor’s products

For example, when the allied forces first invaded Gallipolli, a small force penetrated deep into the coutryside and overran a small town that was the central strategic point for the entire peninsula. However, not recognizing its importance, they withdrew and returned to the beaches.

Had this small group stayed and secured the town, the allies may have secured the entire area within a matter of days. As it was, the turks reassembled their forces, pushed the allies back to the beaches, and the battle that ensued became one of the longest and bloodiest of the second world war (Turkish/australian Gallipoli documentary)
The power of information may be illustrated in an example of a child delivering a message by horseback to a general, informing him that the enemy intends to travel through a narrow valley.

By surprising the enemy at the critical point in the journey, a small force could destroy the enemy, making a single child stronger in battle than 1000 men.

When battles are analysed in hindsight, all the relevant facts are generally well know. However, it is often not appreciated that during war, you must often progress with very little information.

You may not know where the enemy forces are, what there numbers are, or where they are planning to go next.

This great uncertainty means that you are stabbing a knife into the darkness, and your attacks may have no effect at all or may have only a fraction of the affect that they could have if they were optimally targeted.

Gather as much information as you can about the enemy and the environment, and in this way you may be able to defeat an enemy ten times your own size.

Inflict nerve damage

If you can cut the communication channel (i.e.the ‘nerves’ of the operation) from a division to the central command you will achieve two things.

First, the command center will loose the intelligence information that has been feeding in from the division, reducing their ability to make effective decisions.

Second, the division will be effectively neutralized. They will loose instructions and coordination, their supply channels will cease to deliver supplies, and within a short time they will be forced to surrender.
Peace

Once war has commenced, it must continue to the death. 
Peace agreements while the enemy is still strong will only lead to a period of uneasy peace before fighting breaks out again, prolonging suffering and leading to a longer delay in resolving the situation.

It is better to loose a war than reach a truce. (fix this section – retaining intependance in a small area after loosing a battle, independence as life, i.e fighting for independence is fighting for one’s life, for the ultimate/everything issue, if you accept a truce you loose your independence because the true agrees terms, you are more free with someone else in charge of you than with a truce, more freedom in defeat than victory (free to roam and live vs. burdened with control and responsibility)
Loosing a war puts an end to the killings. 

The victor may return home, allowing the society to rebuild itself over time.

Otherwise, they may stay in occupation, in which case the population will eventually rise up and throw off their oppressors.

No population has ever accepted being governed from afar forever, although some empires have lasted long periods of time.

The death effectively means that the population, company group or individual in question has had their resources destroyed to the extent that they are no longer in a position to do any harm, and will not be at any time in the foreseeable future.
In the case of wars between individuals, war may end when one or both parties no longer have the will to continue fighting. This is effectively the death of the spirit of battle that has arisen in the situation.

“All war is based on deception” – Sun Tzu

This principle holds that success requires that the enemy’s beliefs about the yourself are false.
This is related to the earlier points regarding information.

When you are weak, appear strong. The enemy will not attack you for fear of being defeated.

When you are strong, appear weak. The enemy will be tempted to come out from behind their defensive positions to attack you, little realizing that you may be poised to deliver a fatal blow.
Small blows

Never deliver a small blow.

A man once said to his young daughter, ‘don’t hit your sister’. After a long pause, he added ‘but if you have to hit her, hit her so that she won’t get up again’.

Another saying in this vein is that ‘a man will take revenge for small slights, for large one’s he can’t’.

By striking a blow you will aggravate your enemy, induce anger, and a war may commence.

War should be initiated with great reluctance, as peace may come at a great cost.

Do not strike small blows, and if you have to strike, strike a fatal blow so that your enemy will not be able to respond.

Preventing future attacks

Following victory in a war it is obviously desirable to ensure that the enemy does not rise up to attack you again in the future. 
There are several methods that may deliver this outcome.

(1) In the case of war between individuals, you may kill your opponent.

This approach is commonly used in the criminal world. 

It has also been used in the past is some notably bloody conflicts.
Under no circumstances should the leader of the enemy remain in power, as this is certain to lead to a renewed war.

Do not accept a truce that involves the leader remaining in power.

(2) You may destroy the resources of your enemy so completely that they will be unable to cause you any harm in the future.

This approach is a common outcome of battles within the business world. 

In the case of populations, however, this may cause social unrest and lead to uprisings in the future

(3) You may remain in the country as an occupying force. 

However, this may cause many problems that you have no desire to bear, and the population may eventually rise up in revolt, or engage in on-going guerilla resistance.

(3) You may ensure that the enemy becomes rich. 

This may seem counterintuitive. 

However, rich nations are generally concerned with production and trade rather than war.
Rich nations may become fat, lazy and slow, and be of little military threat in practice, even though they may have significant resources. Of course this is not always the case.

Also, an enemy that is destroyed may bear heavy resentment for the enemy that destroyed them, and this may be played out at a future date as another war. 

An enemy that becomes rich has little left to resent.

Military aggression has often been, especially in the 20th century, reserved for poor nations and individuals with nothing to loose, sighting the wealth of their neighbors and seeking glory in capturing it.

Following the first world war, germany was left in ruins. This lead to conflict and social unrest and eventually the rise of the Nazis.

Following the second world war, the west did not make the same mistake twice. 

Money was poured into Germany and Japan to rebuild them, and in fact both nations became economic powerhouses of the 20th century, although on peaceful terms.

This approach may work well in some military situations but would not be applicable in other situations such as the business world, where the accumulation of riches by a competitor would allow them to attack you in new situations in the future.

Hold your ground, but yield ground to the enemy when you must
It is 10 times more difficult to win or regain lost ground than to hold existing ground.

Far more blood is split in winning new ground than in holding existing ground.

For this reason you should defend your ground with all your strength.

However, if it becomes clear that the enemy is poised to overrun you, withdraw and yield ground to the enemy.

It is better to withdraw to a smaller area that you can defend, and remain free to fight another day, than to be captured and enslaved by your enemy because you failed to yield to them when your strength could not hold them back.

Concentrate your forces (defend a small area only)
The victor of a battle is determined by the intensity of the opposing forces, not their total size.
For example, one force of 1000 men may be spread over a front of 10 miles, giving 100 men per mile.

A smaller force of 200 men may be spread over a front of one mile, giving 200 men per mile.

All else being equal, the second force will prevail in its battles, even though it is only one-fifth the size of the opposing force.

Concentrate your forces within a small area and defend a small area only. In this way you will be able to hold back a much larger force, as you will have a higher intensity of forces.
In attack, use the same approach to push deep into enemy territory to capture strategic positions or assets, rather than spreading your forces over a wide area.

In business, for example, you may have resources of $100 to spend on developing 20 products, or $5 per product.

A larger competitor may spend $1000 on developing 200 products, also $5 per product.

If, instead, you develop only 10 products instead of 20, your will be able to spend $10 per product, or double the amount of your much larger competitor.

In this way you may outperform a competitor that has much greater resources than yourself.

Yield small battles

Every battle is important, but be prepared to yield small battles to your enemy. 
It is more important to conserve your energy and resources to defend yourself and fight the critical battles.

Do not let pride or arrogance lead you into suffering great losses attempting to win battles of little importance, or you will be defeated and enslaved by your enemy.

The battle of Britain: (comments from a very  articulate man author?historian? etc) 

(simplfy this section into a set of principals)
apparently there was a role-reversal in cultures, the germans were lead by a romantic inexperienced leader and had a warrior, hero culture. The british were lead by seasoned, ruthless professionals who planned carefully and executed their plans, who emphasized teamwork and downplayed the individual, and where basically ‘teutonic’, Needless to say, the british won.

Other comments: the british lead by the leader of air defense, built a huge network of radar towers along the entire coast backed up by spotters using binoculars (30,000 men in spotting stations). The information was fed back into a central command centre and the entire country’s air operations were co-ordinated in real time by the central command using all the information input. Lessons: (a) importance of information gathering feeds  (b) central command.

Appparently the germans considered radar a naval technology and didn’t understand why the british bothered using land-based radar. According to one comment from a former pilot, if the germans had bombed the radar towers they would have won the battle of Britain. Lessons (a) often the looser of a war could have actually won if they had understood what was happening and had done something differently at the critical time (b) destroy the enemy’s information feeds, rather than fighting brute force against their power fighting forces (c) it is the decisions and actions that are taken that determine victory in a war, rather than the actual resources at your disposal, slightly differently it is the communication networks (and clever tactical decisions) rather than the brute force power that determine the result.

Also, for some reason the germans stopped bombing airfields and started bombing London, again allowing the british air forces to survive and continue attacking them.

However, the british also used stupid tactics, especially in the early stages. For example they flew in very tight formations, for some reason based on concentrating fire on the bombers, but in practice it took all their concentration to maintain formation instead of watching the skies (and made them sitting ducks?) Eventually that changed to flying in wide open formations, which allowed them to watch each other’s backs, and to warn a pilot if an enemy pilot was approaching from behind which they wouldn’t have been able to see otherwise.

Germans for some bizarre reason then changed tactics to flying alongside the bombers, giving up their high and speed advantage and making them sitting ducks.

Finally, the germans gave awards and promotions to their pilots based on the number of ‘kills’, which became highly counterproductive because the pilots concentrated on flying after the british fighters and trying to shoot down as many as possible, when in fact protecting the bombers was what they really should have been doing (the basket ball saying that ‘offence gets the glory but defence wins the game’? no-one rewards defence but in fact this is the most important component of victory)

Comments from a review of a history of the battle of Britain: british fought with a teutonic thoroughness for organization, planning, discipline and effort; left little to chance, planned for the worst cases and didn’t reply on luck [although what does this really mean in practice?] The germans fought with bickering, petty personal disputes and trusting in an ability to muddle through, two of the top german commanders committed suicide as a result of internal wrangling and bitterness within the german high command [my comment – a sign that one of the critical missing links was a lack of a strong single leader clearly in control of the entire system?]

“threat assessment” whenever an animal encounters a new situation or creature it performs a threat assessment.


Beware of things that appear harmless this may be a mechanism of being able to approach closely without the counterparty departing/having raise preparedness/attacking


When weak/vulnerable/harmless appear dangerous so the counterparty stays away (already covered under appear opposite to what you are this is important for many reasons including in real life the comfort of wearing a safe shield where people cannot see you inside however on another level this prevents communication/relationships).


In the animal kingdom thing that may be eaten frequently appear dangerous in order to avoid that fate.

On the other hand the most dangerous thing is that which is invisible, i.e. it can be right beside you and you don’t even know it’s there, e.g animal disguised as a rock or plant, invisibility/ghost card, ultimate example is a creature that you don’t even know exists, e.g. the ‘J’/MIB card.

‘hide in plain sight’/’forest for the trees’/’safety in numbers’ appear the same as multiple things around you whether you are or are not to reduce probability of attack, reduce knowledge if in fact you’re not the same as the trees.

Attack needs to find weaknesses in the defenses/structure/nature/buildings/walls of the enemy

Split the book into defense, attack, strategy (whatever that is) etc.

