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What is an interview:
 A question and answer session 

designed to elicit information
◦ Structured, not free form
◦ May consist of one question or several 

questions
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During an interview, we receive 
information and must make a 
decision as to whether we:

 Believe what we’ve heard
 Do not believe what we’ve heard
◦ And seen
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We often base our decisions on both 
conscious and subconscious  
observations

 That could be very dangerous
 We are making decisions without knowing 

why
◦ Often based on “a gut feeling” or subconscious 

observations

4

The purpose of this presentation is 
to provide you with information 
that will enable you to better 
understand why you chose to either 
believe or not believe what an 
individual tells you
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 95% of what we use to determine 
if we are going to believe 
someone is what we see and hear 
subconsciously

 Only 5% of what we use to 
determine if we are going to 
believe someone are the actual 
words they say

6
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 We need to understand and 
recognize the 95% of the things 
that we hear and see and in turn, 
use to determine if we are going 
to believe someone

 Thereby doing away with our “gut 
feeling”
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Types of 
Individuals you 
will be talking 
to:

 Some will be:
◦ Friendly
◦ Reluctant
◦Neutral
◦Nervous
◦ Very calm

◦ Adverse
◦ Truthful
◦ Liars
◦ Innocent
◦Guilty
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But all of them potentially have 
one thing in common:

 They each may have information 
which could be very helpful to you

 You must learn how to deal with 
each type of individual

9
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Types of Individuals
The Friendly
 Anxious to tell you what is going 
on and who is involved

 All information is volunteered and 
may be 100% accurate

10

CAUTION
The first question you should ask 
yourself:

 What’s in it for them?
 How will they be affected if the 
information is correct and ultimately 
is in your report?

 If the individual would gain from the 
disclosure of the information
◦ BE CAREFUL
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The Neutral
 Has nothing to gain or nothing to lose 
by telling you what they know

 Probably will not seek you out to give 
you the information

 Appears comfortable when talking to 
you

12
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 Will not be affected in any way as 
a result of the information he or 
she provides

 Usually a disinterested third party
 You can usually rely on 
information obtained from a 
neutral individual

13

The Adverse
 Often has information that will 
reflect poorly on him or her

 As a result of not carrying out their 
duties, they provided the opportunity 
for an individual to commit fraud

 Does not want to admit to his/her 
error
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 Even when presented with 
evidence indicating that they had 
knowledge of the subject, they 
will often deny such

15
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Types of Liars
Sometimes, even an honest 

person will lie.  There are different 
motivations for lying.  It’s 
important for the interviewer to 
be able to recognize the different 
types of liars and to understand 
the reasons they lie.

16

Question?
Would You 

Lie
17

The Panic Liar
 Could be either an honest or a 
dishonest person

 Is afraid of the consequences of 
confession

 May hope to hide a personal 
failure to carry out duties and 
responsibilities

18
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 Some guilty individuals lie out of 
embarrassment for their loved ones, 
feeling that they could not face the 
family if they found out what he/she 
did

 May fear that telling the truth would 
only make things worse

 Don’t want to admit that they knew 
anything about what was going on

19

The Occupational Liar
 This individual lies whenever lying 
will produce a personal benefit

 May or may not have been directly 
involved

 May be referred to as the Practical 
Liar
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The Tournament Liar
 It’s all a game to this individual
 Regardless of their knowledge or 
involvement, he or she is going to 
have fun with you

 The bigger the lie you appear to 
believe, the more fun the subject 
is having

21
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The Sadistic Liar
They know that they have been 
caught, but refuse to 
acknowledge it

No matter how much evidence 
is presented to indicate that 
they are lying, they refuse to 
give you the satisfaction of 
them admitting that they’ve 
been caught

Will lie to the bitter end
22

The Ethnological Liar
 In this situation, more than one 
individual is involved

 Everyone has taken an oath
◦ All for one – one for all

 If one gets caught, they won’t 
squeal
◦Gang members often have such 
mentality

23

 If caught, they are willing to be 
the “bag man”

 Willing to take the full blame for 
the fraudulent act

 Will remain silent regarding their 
coconspirators

24
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The Pathological Liar
 The most dangerous liar of all
 Because they lie so often, he or she 
can often fool the most experienced 
interviewer

 They cannot distinguish between a lie 
and the truth

25

Therefore, lying does not create 
stress

Does not exhibit any verbal or 
nonverbal stress indicators 
because they lie so much and so 
often, that lying is a natural act

May even be able to pass a 
polygraph test

26

Types of People Who Take Payoffs 
or Embezzles

The Big Spender
 Very seldom saves money obtained by 
fraud

 Already has incurred obligations or 
spends on new purchases as soon as 
they get it

27



3/25/2018

10

 You need to know about the standard 
of living of the individual you are 
interviewing

 Does the person make $30,000 a year 
and live in a $300,000 house

 If so, do they have access to cash
◦ Be careful - they don’t have to have 
access to cash in order to steal it

28

 If so, you need to ask yourself, given 
the opportunity, how would I go about 
stealing

The Gift Taker
 No gift is too small or too large
 Always has their hand out
 Will accept anything, anywhere, 
anytime

 Ethics … what’s that 
29

 Usually small gifts to begin with, 
rapidly escalating to large extravagant 
items

 In order to continue to receive such 
gifts, the individual (purchasing agent) 
may make a deal with a particular 
vendor

 Later, the vendor may approach the 
individual with an “I’ve been good to 
you , now you be good to me” offer.

30
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The Odd Couple
 If you happen to see a client with one 
of their vendors meeting socially, try to 
find out what they have in common 
besides the financial transactions 
between companies

 If there is nothing else, if they appear 
to have different personalities, 
different values, and different 
lifestyles, be careful

31

The Rule Breaker
 Their attitude is that rules are for 
somebody else

 Does whatever is necessary to get the 
job done

 Just tell them what you want and 
stand back

 Just don’t ask them how they got it 
done

32

The Unappreciated Workaholic
 Feels unappreciated
 Puts in whatever time is necessary 
to get the job done

 Always puts the company’s 
interest before his/hers

33
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 Yet has never been recognized for 
their effort

 Never been given a pay raise or even a 
pat on the back

 Such an individual may feel very bitter
 May feel justified in obtaining a well 
deserved reward for their past efforts

34

The Middle Aged Crazy
 Has temporally lost contact with 
reality

 May be going through a mid-life 
crisis

 Getting a divorce
 Experiencing some other major 
change in life

 Needs money and needs it fast

35

Unsharable Needs
BBBD

BOOZE
BROADS

BETS
DRUGS

36
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The Person With A Genuine Need
 Don’t let your emotions get involved 
in situations where there is a real 
need

 Your job is just like Sergeant Friday’s
◦ Just report the FACTS, just the FACTS

37

Other Corrupt Players
Although not directly part of the 
interview/ interrogation process, 
an interviewer should learn to 
identify a corrupt player.  The 
individual being interviewed or 
interrogated may have a close 
association with such a person .  
The following are among the 
corrupt players:

38

The Gift Bearer
 A counterpart to the gift taker
 Always has something to give
 Is always discreet in giving of gifts
 Usually starts with small items but 
value rapidly increases

 Soon the recipient owes the gift 
bearer a favor

39
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The Too-Successful Bidder
 One bidder seems to be awarded 
a disproportionate share of the 
contracts

 Amount of bid is always lowest by 
an immaterial amount

 Is it just luck or inside information

40

The Vendor With Poor Quality and 
High Prices
 Value of items purchased may not be 

subject to or is just under the required 
bid limit

 Price is high when compared to other 
vendors

41

 If maintenance is involved, is its cost 
disproportionately high

 Were such purchases authorized by 
one individual

 What kind of relationship exists 
between the individual authorizing the 
purchase and the vendor

42
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 Were other purchases from the same 
vendor made on a competitive basis

The Sleazy Salesman
 Does your client do business with an 
individual or company that has a bad 
professional reputation

 Does the factory rep lack integrity, 
both professionally and personally

43

 Determine why your client 
continues to do business with 
such an individual or company

 An employee or your client may 
be personally benefiting

44

The Totally In-Charge Operator
 Any questions related to purchases, 
payments, returns, repairs, discounts, 
just ask me
◦ I like to personally take care of my 
customers

 This representative insists that you do 
not contact the vendor for anything

45
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Verbal Clues
Everyone speaks differently.  No two 
individual are alike.  Each person has his 
or her own style with a certain tone and 
speed when he or she is comfortable 
and without stress.  However, when a 
person is under stress, he or she gives 
off certain verbal clues which  a good …

46

… interviewer is trained to recognize.  
The key point is that the 
interviewer/interrogator must be 
aware of the subject matter that is 
being discussed when these verbal 
clues, which are stress indicators, are 
noted.  No one verbal clue should be 
used to evaluate the validity of a …  

47

… particular response to a 
question.  Rather, all aspects of a 
person’s behavior should be 
evaluated together in forming an 
overall opinion about the credibility 
of his or her answers.

48
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Quality of Response
 The more direct, the greater the 
probability that the individual is 
telling the truth

 The more indirect, the greater the 
probability that the individual is 
not telling the truth

49

Clarity of Response
 As a rule, if a person gives a clear, 
concise response to a question, 
they are probably being truthful

 If the answer does not make 
sense, the person’s response may 
not be completely truthful

50

Length of Time to Respond
 As a rule, the longer it takes a person 
to respond to a question, the greater 
the probability that the person is not 
telling the truth

 If a person answers the question 
without hesitation, chances are they 
are being truthful … but don’t be like 
a racehorse

51
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Repetition of the Question
 If a person repeats questions on a 
regular basis, chances are they 
are not being truthful

 May be using the time gained by 
repeating the question to come 
up with an acceptable answer

52

Fragmented or Incomplete 
Sentences

 Starting and stopping in 
answering the question or saying 
something that does not make 
sense
◦ Is afraid of what they may say
◦ Thought of a better answer

53

Being Overly Polite
 Individual is trying to influence your 
initial opinion of him or her
◦Nice hair, clothes, make-up, shoes, work 
responsibility, professional reputation

Oaths
 Individual is desperate to convince the 
interviewer that they are telling the 
truth

54
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 I swear to God
 I swear on a stack of Bibles
 I swear on my mother’s grave
 By using oaths, the subject thinks 
that there is a greater probability 
that he or she will be believed

55

Use of Words
 When a person answers a question, 

make sure that it’s your question 
and not theirs

◦ Repeating the question and changing 
the words

◦ Now the person is answering their own 
question

56

Denying Without Denying
Q:  Did you take the cash?
 There’s no way I could have done that
 I wasn’t even here that day
 I’m not authorized to be in the cashier’s 

cage
 I don’t have access to cash
 Why would I take the cash when I make 

good money
57
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Assertiveness
 When an individual sits up straight, 
looks you in the eye and answers the 
question directly, chances are, they 
are being truthful

 They are comfortable and not having 
to think about the answer

58

Inconsistencies
 Noting inconsistencies in a 
person’s answer is one of the 
most common ways to detect a lie

 An individual has to remember a 
lie
◦ You have choices when you lie

 The truth never changes
59

Slip of the Tongue
 Start and stop …. 
◦ I didn’t mean to say that
◦What I meant to say was
◦No, that’s not right
◦ Let me start over

60
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Tirades
 A tirade happens when a person loses 
his or her composure and starts 
yelling anything that come to mind … 
they’ve lost it

 They just want the interview to stop 
and by making a scene, maybe it will
◦ Call a time out

61

Indirect Speech
 As a rule, if a person wanders in their 
speech when coming up with an 
answer, it’s an indication that the 
answer will not be the complete truth

 The person is using the time gained 
by wandering to devise an answer that 
will sound good

62

Pauses
 Nothing wrong with pausing from 
time to time in order to get one’s 
thoughts together before 
answering a question

 However, pausing too often and 
too long is an indicator that the 
person may not be telling the 
truth

63
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 Interviewer needs to take note of 
the subject being discussed when 
the pauses are occurring

 Does the subject pause frequently 
during the interview, even when 
asked non- threatening questions 
our just when asked threatening 
questions

64

 If, when answering those 
potentially threatening questions, 
the subject changes from the way 
he or she normally answers the 
non-threatening questions, a 
problem may be indicated

65

Voice Pitch
 When you initially calibrate the 

subject, pay attention to their tone 
of voice

 Note if when you start asking the 
sensitive questions, does the 
subject’s voice pitch change

◦ Normally under stress it will become 
higher

66
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Speaking Speed of Speech
 As with the tone of voice, every 
individual has a normal speaking 
speed.

 When a person’s speech suddenly 
starts to get faster and faster, that’s a 
clear indication of stress 
◦ They want to get through the lie as soon 
as possible
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Nonverbal Clues
Nonverbal clues are those 
indicators that are given by the 
body.  As with verbal clues, these 
actions are a means of ridding the 
body of stress.  When the body is in 
a stressful situation, certain 
tensions are produced involuntarily.  
Each of these … 

68

… nonverbal clues represents the 
body’s attempt to release built-up 
stress.
The stress will get out.  Even if an 
individual is well aware of the nonverbal 
clues the body gives off, there are those 
that they cannot control.
The interviewer just has to wait and 
watch, for they will escape.

69
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Manipulators
 Anything an individual uses, including 
their own body, to divert their stress 
into
◦ Examples (discuss)

Breathing
 Normal rate, about six to eight time 
per minute
◦ Stress causes the rate to increase

70

Perspiring
 Physical stress causes a person to 
perspire
◦News Flash – So does mental stress

 Was the subject perspiring when they 
came into the room
◦ If so, was there a good reason

71

 Normally, individuals working in the 
accounting department would not 
engage in any physical activity that 
would cause them to perspire

 Always remember to shake the 
interviewee’s hand

 Be careful drawing conclusions - just 
watch

72
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Frequent Swallowing
 Normally, an individual's throat is kept 
sufficiently moist from saliva 
generated in their mouth

 However, under stress, the mouth 
often becomes very dry
◦ So does the lips and throat

 Just watch

73

Micro Expressions
 A subconscious reaction
 May indicate
◦ Surprise
◦Disgust
◦ Fear
◦ Apprehension

74

Facial Muscles
An individual does not have complete 
control over their facial muscles.  
Many facial expression changes are 
both subconscious and involuntary.

75
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 Facial stress indicators include:
◦ Squinting eyes
◦ Tightening the muscles around the 
mouth and eyes
◦ Twitching or rapidly moving the eye
◦ Asymmetrical facial expression

76

Eyes
Whoever said that the eyes are a 
window to the soul was absolutely 
correct.  A person’s eyes indicate what 
is going on inside of his or her mind.

 Large flaring eyes – Surprise or 
disbelief

 Squinting – Disgust
 Rapid blinking or eye movement –
Buildup of emotional stress 

77

 Tears – Realization of being caught 
(Although they may still not admit it!)

Face
By observing a person’s face as a 
whole, indications of emotional stress 
can be observed.  These expressions 
are of surprise, disbelief, fear, or 
disgust.  A person’s face may turn 
white with fear or red with 
embarrassment or anger.

78
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Again, it’s important to note when 
these expressions occur, 
associating them with the subject 
being discussed at the time.

79

Precautions in Evaluating Deception
Other factors  should be taken into 
consideration when evaluating verbal 
and nonverbal clues.  The interviewer 
should obtain the following 
information prior to conducting a 
formal interview:

80

 Mental Illness
◦ If the subject is affected by mental 
illness, all of the stress indicators which 
have been previously discussed may be of 
no value
◦Mental illness may cause the individual to 
perceive all or part of the questioning as 
stressful when a well person would not do 
so

81
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Use of Drugs and Other Medication
 Some individuals are naturally nervous
 If you let them know ahead of time 
that you will be interviewing them, 
they may take “a little something” to 
calm down

 Other individuals may be on some 
regular type of medication which 
affects their emotional state

82

Intelligence
 An individual with a very high IQ may be 
able to control his or her emotions to a 
high degree and therefore suppress the 
indicators you are looking for

 In order to gain as much information as 
possible prior to the interview, review 
personnel files and talk to management 
and the subject’s co-workers

83

Emotional Condition
 If the individual appears to be 
emotional at the beginning of the 
interview, your first job is to calm 
them down

 Talk about everything except the 
reason you are there

 If possible, discuss things you have in 
common

84
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Interviewing/Interrogation 
Demeanor

There is an art to conducting a 
good interview or interrogation.  
Some of the rules that contribute to 
a successful and productive 
interview/interrogation are as 
follows:

85

 Never talk down to an individual in an 
attempt to appear more intelligent, or 
powerful than that person

 Never use degrading language, even if 
the suspect does
◦ Remember, never wrestle with a pig 
because you’ll get muddy, …
….. but the pig will enjoy it!

86

 Be sensitive to the subject’s personal 
concerns

 Be business-like
 Do not become authoritarian or 
domineering

 Never, never, never lose your temper

87
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 If they manage to bring you down 
to their level, you no longer have 
control of the interview or 
interrogation …

THEY DO
 Always be sympathetic and 
respectful

88

 When the subject is cooperative, 
end the interview with a thank you 
and a smile
◦ Even if they did not provide you with 
any useful information
◦ Remember, even in an unpleasant 
interview or interrogation, do not 
burn your bridge because you may 
need to go back across some day

89

Obstacles to Interviewing or 
Interrogation

Although not directly involved in a 
fraud, an individual may not want 
to tell the truth for other reasons.  
The interviewer should 
acknowledge these possibilities.

90
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Personal Embarrassment
 The individual being interviewed was 
not involved in the fraud

 However, because they did not do 
their job, they provided the 
opportunity for someone to commit 
the fraud

 Remember, you’re  not there to 
embarrass them, you just want to 
get the facts

91

◦ Give them a reason for not doing 
their job

Institutional Embarrassment
 Bad advertisement for the 
company and its president 

 Let’s just forget it and go on

92

Previous Denials
In some cases, you may interview someone 
who has denied any knowledge of a 
particular subject during a previous 
interview.  However, you have subsequently 
obtained information which indicates that 
the individual does have knowledge about 
the subject.  How are you going to get them 
to admit that they lied?

93
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SIMPLE
Give them a reason

to have

FORGOTTEN

94

 Remember, you are not there to 
try to catch them in a lie.

 You are there to try to get them to 
tell you what they know

 It’s always much easier to obtain 
information from a willing subject 
rather from one that is unwilling

95

Reluctance
 What’s going to happen to me if I 
admit to taking the money
◦ Fear of consequences

 Divert their attention from 
consequences
◦Make no promises

96
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Common Mistakes In 
Interviewing and Interrogation

Timing is everything
 A premature encounter can, and 
almost always will, be disastrous
◦ And you will lose all creditability

 As a rule, you should have a pretty 
good idea as to the answer to every 
question you ask

97

 When you’re completely surprised by 
an answer to a question, you 
probably have not done your 
necessary home work

 Very seldom should you ask a 
question that you do not have a 
pretty good idea what the answer is 
going to be 

 Especially in a trial
98

 Never go fishing in an interview or 
an interrogation
◦ You’ll come away with an empty 
hook (And it will also be straight!)

99
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 You can’t just “Go with the flow”
◦ The “flow” will often become a flood 
and you’ll be washed away

 Planning ahead cannot be over 
emphasized

100

Approaching a Witness Too Soon
 You may have a idea about what 
the subject knows, but no hard 
evidence to back it up

 You go ahead and call the person 
in for an interview

 You only have one question
Do you know anything about XYZ?

101

 And their answer is …
NO!

 What’s your second question
◦ You don’t have one
(Quick exit and scrape pie off of face)

 Have a very thorough understanding 
of what the answer should be and why

102
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 There are times when YES  and NO 
questions are appropriate:

I guess you know why you’re here?

103

A fraud investigation is a three step 
process

Documentation
Interviewing
Interrogation

Any other order is a recipe for 
disaster

104

Pressing Too Hard
 Successful 
interviews/interrogations are not 
conducted in dark rooms with a 
single light hanging over the 
subject

 Acting tough does not help you 
obtain information (Quite the 
contrary)

105
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 Everything is important, including:
◦ Location
◦ Arrangement of the furniture
◦ Lighting
◦Outside noises
◦ Time of day
◦ Your dress

106

◦Sequence of the questions
◦Your tone of voice
A case is often made or lost 
because of the information either 
obtained or failed to be obtained 
in the interview/interrogation 
process

107

More Thoughts on Interviewing
Be Tactful
 Very seldom do you ask a direct question 

such as:  Did you steal the money?
 Ask the question in such a manner that no 

matter how the question is answered, it 
will indicate that the subject took the 
money

108
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Allow Silence to Be Filled By Subject
 If you ask a question and the subject does 

not answer at once, do not repeat it 
immediately or ask another question

 Silence is very discomforting
 Almost without exception, if you say 

nothing, the subject will say something
 Although it may not be the answer, you 

may be able to build on what was said

109

Permit a Subject to Save Face
 Remember, your goal is to obtain 
factual information, not to 
embarrass

 Don’t try to make the subject feel 
ashamed or incompetent

 Be sympathetic
 Be their best friend in their time 
of need

110

Mirandize Only If You Create A 
Custodial Situation

 Most auditors cannot arrest 
anyone

 Therefore, you cannot legally take 
anyone into custody

 However, do not create an 
impression of a custodial 
relationship

111
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Make Sure That You Have A Full 
and Accurate Understanding

Of the Answers
 If you don’t understand the answer, 
say so, and ask the person to explain 
it again

 If you still don’t understand, ask the 
question a different way

112

 Don’t be embarrassed to admit 
that you don’t understand the 
answer
◦ It may be a lie

 Does the answer make sense or 
are you just looking for 
something to fill in the response 
to your question in your working 
papers?

113

Don’t Accept a Confession to a 
Small Amount of Fraud, 
Especially On the Condition 
That the Investigation Will STOP
Often a guilty party will offer to 
make restitution for the known 
amount provided that you will stop 
the investigation

114
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 NEVER, NEVER agree to such an offer
◦ Changes are, you only know about the tip 
of the iceberg

Before a Confrontational 
Interview/Interrogation, Make Sure the 
Evidence Is Protected

 If you don’t, it often disappears right after 
the interview/interrogation

115

 Any documentation that you have 
found that may be used as evidence in 
court should be secured and a chain 
of custody established

Let the Subject Do Most of the Talking
 Remember the 85/15 rule
 Cause, when your lips are flappin’, 
ain’t nothing happenin’

116

 Let’em run
 Let them get comfortable with you
◦ After all, they are taking a chance on 
you

 Plan at least twice as much time 
for the interview as you anticipate 
it will take

117
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Clarify Answers
 When the subject almost tells you 
everything

 May be reluctant or embarrassed to 
tell you everything

 Repeat and add
◦ Is that what you meant to say

118

Don’t Asked Closed Questions (Can 
Be Answered With a Yes or No)

 They're “Bulls Eye” questions
 Make’em talk
◦ Tell me about … 

119

If Possible, Assure Subject's 
Confidentiality

 Will anybody know that I told you 
◦Be honest with your answer

Be Aware of the Subject’s Body 
Language
 They may be saying one thing but 
their body may be telling you 
something else

120
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Going From an Interview 
Into an Interrogation

Stages of an Interrogation
 Defiance
 Neutral
 Acceptance

121

Prior to the interrogation, determine (if 
possible) why the suspect committed 
the crime
Their “unsharable need”
◦BBBD
Once you understand their need, you                   
can use the information to “understand” the 
suspect

122

Calibration of the Suspect
 Observe the suspects behavior in a 
non-threatening environment
◦ Ask “clerical” questions

 When you ask threatening questions, 
look for changes in the subject’s 
“normal pattern”

123
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Evaluate the subjects behavior at three 
different stages:

 Prior to answering the question
 During their verbal answers to the question
 Immediately following their verbal answer

124

 Be careful and not draw 
conclusions based on a single 
observation

 Use an “overall” evaluation based 
on patterns, or behavioral clusters 
rather than a single observation 
or gesture
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HAVE A NICE DAY
WARNING

Don’t go home and say to your 
spouse: Honey, sit down;  There’re 
a few questions I would like to ask 
you.)
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