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Introduction

Critical to the success of an interview is the communication style of the interviewer.  This session will address the importance of communication to the interview process.  In this session you will identify your own personality style and address strengths and weaknesses which will help you to become a better interviewer.

_____________: “Heightened attention leading to increased suggestibility.” The suggestion being, move from the unwilling to the willing chair.  The three benefits are:
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TRUST
       HELP
UNDERSTANDING
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                                  HOW IT IS DEVELOPED

                               Confirmation?
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	FORMULA FOR DEVELOPMENT
	VERIFICATION
	THREE OPTIONS


The Goal of an Interview
PREDICT     CONTROL     MODIFY

BEHAVIOR

The Requisite Interview Skills
1.
DATA                  The ability to question
2.
?                           The ability to detect deception.

3.
D>T                     The ability to persuade.

The Process Whereby This Goal is Accomplished

1.

INITIATE

2.

LISTEN

3.

FOCUS

4.

DIRECT
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                   The mind as a computer

The Five Sensory Channels

1.

2.

3,

4.

5.

Three Primary Sensory Channels

1.

2.

3.
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Dominant Sensory Channel

1.

2.

3.

When we communicate we want to:

1.
1.

2.
2.

3.
3.

Not:

1.
1.

2.
2.

3.
3.

	PREDICATES FOR THE REPRESENTATIONAL SYSTEMS

 Seeing                           Hearing                  Feeling

	Appear

Clear

Cockeyed

Colors

Conspicuous

Disappear

Enlighten

Farsighted

Features

Focus

Foresee

Glance

Hindsight

Horizon

  Seeing

Illusion

Illustrate

Image

Inspect

Keen

Look

Neat

Observe

Overview

Perspective

Picture

Resemble

Scan


	Audible

Babble

Boisterous

Buzz

Discord

Dissonant

Droning

Drumming

Earshot

Echo

Grumble

Harmony

Hear

Hiss

Hearing

Listen

Loud

Muffled

Mumble

Murmuring

Noisy

Pronounced

Prattle

Quiet

Resound

Ringing

Roar

Rumbling
	Bounce

Caress

Catch 

Clutch

Cold

Feel

Firm

Fumble

Grasp

Grope

Handle

Hard

Hold

Hustle

Feeling

Impressed

Kiss

Lukewarm

Nudge

Play 

Poke

Press

Sensitive

Sensuous

Soft

Strike

Stroke

Tender                                                                                                                                                                                                                                                                                                                                                                                   


PREDICATES FOR THE REPRESENATIONAL SYSTEM

Seeing                     Hearing                Feeling
Scope

       Screech

Tension

See

       Shriek

Tickle

Show

       Silence

Touch

Sketchy
       Sound

Vibes

Tint 

       Squawk

Beside yourself

Vague

       Squeal

Breakdown

Vision

       Stammer

Cut-up

Watch

       Thundering
Dig in

Blind to
       Whispering
Get in touch

Green with envy     Clear as a bell
Have a feel for

In the clear
       Give a hoot
Iron out

Point out
       Hem and haw
Keep your shirt on

Red tape
       In tune with
Rack your brains

Seeing red



Raising hell






Hit like a ton of bricks





For Example:

1. How does the investigation look to you?

2. How does the investigation sound to you?

3. How do you feel about the investigation?

What if:

4.
What do you think about the investigation?

How can we answer that? 

What sense is the individual using?

Exercise With the Mysterious Dot
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CHANNEL EYE MOVEMENTS
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Visual Construction:

[image: image16.wmf]
1. E         

2. A



3. M


  
AUDITORY MEMORY:
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Internal
External

Construction:




1.




2.




3.




4.


FEELING:



Someone once said, “It is better to know some of the questions than to know all of the answers.”  Voltaire said, “Judge a man by the questions that he asks.”  

No tool is more important to an investigator than the ability to ask questions.
Mental Process Activation

Preference for Talking

Answering Impulse

With a Question Thinking Starts; With a Statement Thinking Stops

Alerts the Subject

Questions Control Direction and Level of Communication Information Seeking

The Ability to Persuade

Initiate Ideas

Clarification of Thinking

Motivation

Problem Resolution

Affecting Emotions

Resolve Obstacles

Foster Cooperation

Information Clarification

Lessen Anxiety

Reduce Explosive Situations

Directive Interview — Closed Questions



Stops the Process

· Gains information but cuts off information

· Do, is, are, did

· Restrictive

· Limited answers

· Yes or no

· Obtaining information

· Directs verbiage

· Focus

· Restricted discussion

· Topic centered

· Impersonal

· Deters discussion

· Avoids self-disclosure

· Interviewer centered

· Causes subject to become silent

· Attention gaming

· Confirm agreement

· Easy to control

· Less time

· Centers the issue

· Restricts information

· Lost information

· Intimidation

· Give information away

Non-Directive Interview — Open Questions



Starts the process 

· Thought and conversation

· What, how, why, could, would

· Narration

· Expansive

· Freedom to respond

· Opportunity to talk

· Yes or no will not be sufficient

· Self-exploration, discussion, discourse

· They talk — we listen

· Non-threatening

· Feelings identified

· Reveals importance

· Involves subject

· Conversational

· Thinking occurs

· Variety of questioning options

· Takes more time

· Rambling

· Tabulation difficulty
Primary Questions 

· No additional information

· Evaluate responses of the subject



Who
why 
happen 
what

Secondary Questions — Encourage Continued Answers

Reflective Probe — Process

· Normal eye contact

· Auditory confirmation

· Visual confirmation

· Repetition

Mirror Questions

· Summarize information

· Causes the subject to “own” their own statement

· Leads the inquiry process forward

Tie-down Questions

· Gain cooperation

· Identification of barriers to cooperation

Leading Questions

· Makes an assumption not confirmed

· Normally produces the most honest answer

Neutral Questions

· Allows the subject to come with the answer on their own

Questioning Sequences:



DECEPTION

The Study of Deception:

Deception Defined:
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SALIENT DECEPTION CLUES

1.
Less Certain - Use of Modifiers and Qualifiers

2.
Fewer Factual Statements

3.
Mention Their Own Experience Less Often


Passive Voice


Use of Second Person Pronoun

4.
Refer to Past Events less Often - Historical Present

5.
Shorter Message Duration

6.
Adaptors Increase - Internal, Self and Object

7.
Hand Gestures Increase

8.
Speech Errors Increase

9.
Latency of Response Increase

Deception Clues

· Stalling methods

· Repeats

· Rephrases

· Asks

· Clears throat

· Sudden memory loss

· Cannot remember

· Cannot recall

· Does not think so

· Sudden hesitation, memory blocks, stuttering, stammering

· Nervous laugh

· Voice changes

· Rate

· Volume

· Pitch

· Subject tries to “prove” his truthfulness

· Honestly

· Truthfully

· Believe me

· Frankly

· To tell you the truth

· I swear to God

· Request for a drastic event

· The head

· Eyebrows

· Both raised

· One raised

· Squeezed together or lowered

· The eyes

· Breaks eye contact

· When a subject lies

· Closes eyes

· The mouth

· The smile

· The duping delight

· The lips

· Bites

· Squeezed

· Constantly licking dry lips

· Makes a clicking sound when talking

· White foam

· The elbows

· Away from the body

· Close to the body

· Watch for change in position

· The hands

· To the head

· Covering eyes

· Hand covering the mouth

· Hand to chin

· Holds nose or nose rubbing

· Rubs chin or eyes

· Indian scout gesture

· Scratches some part of the head

· Picking lint

· The finger tapper

· The forming of a fist or fist

· Crossed arms

· Choking gesture

· Points or moves hand away from the body

· Hands on hips 

· Hands clasped together in front of the body

· Hands clasped together holding the back of the head

· Steepling

· Hands apart, palms slightly upward and showing, resting on legs spread apart around 18 inches

· Brings hand to chest, or points finger to chest, or taps finger to chest

· Men

· Women

· The feet

· Moves feet to beneath the chair

· Moves feet from beneath the chair forward

· At the point of deception

· The person either crosses his legs

· If they are already crossed

· If they are already crossed

· The foot tapper

· The foot bouncer

· The foot raiser

· Miscellaneous

· How the subject sits in his chair

· Feet stuck all the way out in front, ankles crossed

· Ankles crossed underneath the chair

· Feet flat on the floor at least 18 inches apart

· Leaning forward in the chair

· Feet underneath

· Hands clasped together

· Hands on knees

· Rubbing hands together

· Both elbows on knees, hands cupped together holding chin

· Leans toward the door or is turned in his chair toward the door

· Raises head, turns face to one side, usually turning  head slightly backwards

· Goose bumps

· Red-ant-hill sitter

· Rapid breathing
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SPECIFICS             


                         GENERAL





GENERAL


              SPECIFICS





FUNNEL SEQUENCE





INVERTED FUNNEL SEQUENCE





2.   FALSIFICATION





1.








ATION





High Degree of Difficulty


Active - must DO somethingreases


 Object


orical Present


perofmrancepts to accomodate  as well as, courses held at various locati











1.  CONCEALMENT





TWO ERRORS


  DECEPTION


     CLUES


     (SYMPTOMS)





  MISTAKE


(REVEALS THE TRUTH)














            QUESTIONING 


             TECHNIQUES





   1.





 2.





 3.





      a.


   


      b.


   


      c.














High Degree of Difficulty


Active - must DO something
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