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1. Give short answers for the following questions: 

I. What are the non- financial sources for the evidence?

Non-financial sources include document examination, interviews, handwriting analysis and physiological aspects of the fraudster. Physiological aspects refer to anything that the fraudster reveals in terms of behaviour, physical expressions, or communications. These aspects can indicate the genuineness of the fraudster’s statements about involvement in a certain fraud. The main purpose of the physiological techniques and concepts is to detect deception. If a fraud is being committed, the fraudster will try to hide by using deception in appearance and communications. Useful information can also be gathered through these techniques and concepts.


II. What is the importance of body language in the interviewing procedure?

Emotions are usually indicated by a person’s body movements and can be depicted through devices or symptoms. Generally, the individual may be unaware that he/she is displaying specific body language at the time. The body behaviour may be certain movements, like pitch of the voice, speed of speaking, crossing arms or legs, or other body movements. Some body language hints are related to anxiety or stress, and thus could be related to deception. Those hints include speech hesitation, speech mistakes, pupil dilation, increase in vocal pitch, too much blinking, unusual or excessive touching of hands or face and hand or shoulder shrugs. But body language hints are not the fundamentals. There are some interesting facts about body language, such as the fact that legs are farther from the brain and harder to control than other extremities, tilting the head is a symbol of friendliness, ankle on knees is associated with inflexibility, and feet will point in the direction the person subconsciously wishes to go. However, body language depends on the individual and it varies from person to person and there is a tendency to read body language as deceptive by people who are already suspicious. The latter would include auditors and forensic accountants using professional skepticism. Body language also gets stressed with high pressure situations that cause it to be unreliable and therefore, it is not acceptable in court.


III. How is the SCAN Analysis used as an investigative technique?

SCAN is Scientific Content Analysis technique that is similar to statement analysis. SCAN does not try to look for the truthfulness of the facts like statement analysis, but instead, it looks for the reflection of deception in the way statements are made. Applicability of SCAN is increased because it is cross-cultural. Deceitful people try to lie indirectly. The indirect lies involve pretending ignorance, hedging, omitting important facts, displaying unawareness, and distancing oneself from the bad event. Fraudulent people usually use ‘‘verbal trickery” to avoid making damaging statements. SCAN will be effective if a fair and honest statement is obtained from the suspect. Like statement inquiry, SCAN also looks for a change in the use of pronouns. It also looks for breaches in the story, which portrays deception. Frequently saying ‘‘I don’t remember’’ is an attempt to hide something. A strong emotional response to the context can also be indicated by a change in the tense. Experts in SCAN also use a number of other hints. According to experts, SCAN is as trustworthy as a lie detector. Both SCAN and lie detectors are only investigative tools and cannot be used as legal evidence.

IV. What are visual assessing cues? 

The language of eyes is referred as visual accessing cues (VAC). Eye language can be used as an indicator of honesty. Experts consider the eyes to be the most communicative part of the human body.

How do eyes of the victim help the interviewer?

Eye movement clues and interpretations are true only for right handed
individuals. So always have the interviewee sign anything before starting any use of VAC because the signs are opposite for left-handed people; that is, you would be interpreting responses as honest versus fraudulent or vice versa!
According to Don Rabon, when interviewees are asked questions for which they need to remember something to reply, the eyes give away whether the mental process is dishonest or honest. Here are the combinations:

· Eyes to the left and up: Recovering visual images from the past—‘‘what colour was your first car?’’
· Eyes to the left toward the ear: Recovering hearing memories, remembering a sound—‘‘what was your ring tone on your first cell phone?’’
· Eyes to the left and down: Related with inner conversation, a direction people usually look in when talking to themselves.
· Eyes to the right and up: Visually creating images—‘‘what would your next house look like?’’
· Eyes to the right toward the ear: Making a sound—‘‘Can you produce a new song and sing it for me?’’
· Eyes to the right and down: Related with feelings or learning—‘‘Can you remember the smell of a campfire?’’

Features of blinking are also included in eye language principles. Normally a person blinks about 20 times per minute; each blink is about a fourth of a second. In stress, a person typically blinks considerably more than normal, and typically more frequently. Some unusual situations lead to infrequent blinking. If being filmed, an individual would blink about twice as fast as average. But an individual also blinks more frequently when he/she is sleep deprived.

Other eye language hints are as follow:
· Stare downward: This shows defeat, guilt, or obedience.
· Raising eyebrows: Doubt, disbelief, surprise, or frustration.
· Raising one eyebrow and head tilted back: Disregard, superiority, or pride.
· Dilation of pupils: Interest.
Eye language can provide much information. Keep in mind that usage of best practices in interviews would lead to trustworthy outcomes and conclusions.

V. In addition to body language there are other cues as well which help to identify the lies.’
What are these?

· Interactive communication: Shakes head ‘‘yes’’ after the point is made, unpredictable movements.
· Emotional conditions: Fraudulent people try to avoid touching the person who is questioning them.

· Spoken content: Redirects question back as the answer that is given instantly after the question; ‘‘Did you write a check to yourself?’’ ‘‘No, I didn’t write a check to myself.’’
· How comments are made: Separating people, events, and so on by changing the pronoun—‘‘the equipment’’ versus ‘‘my equipment.’’
· Psychological and emotional frames: Deceitful statements almost always neglect what went wrong in telling events, except when concerning postponements or terminations

2. ‘Asking questions in an audit is different from asking questions in fraud investigation.’ Discuss

In most audits, whether they are internal or external, auditors ask questions. One must employ the finest practices of interviewing techniques in order to ask questions efficiently in a fraud examination. Agreeing with Joe Wells, the creator of the Association of Certified Fraud Examiners (ACFE), ‘‘the best evidence doesn’t usually come from the books but from the people who work with them.’’
Questions usually asked in interviews may be:
1. Introductory
2. Informational
3. Concluding
4. Valuation
5. Admission-seeking

The majority of experts suggest that open-ended questions are better than those questions that can be answered with a simple ‘‘yes’’ or ‘‘no.’’ The problems related to interviews in a fraud investigation is the possibility that the investigator is not trained or experienced in proper interview techniques (i.e., best practices) or worse when the investigator is not familiar with the legal protocol of interviews. In the latter case, the court case may not reach to a successful conclusion or could even end up in a counter court case for a legitimate cause.

3. Discuss the interviewing procedure for a financially sophisticated victim.
1. Prepare yourself.
2. Think before you interview.
3. Set the tone.
4. Look for nonverbal behaviour.
5. Ask your questions in a flow.
6. Be direct and to the point.
7. Do more listening than talking.
8. Take your time.
9. Verify the evidence.
10. Get it in writing.
The term “interviewer sets the tone” includes dressing properly, using good social skills, introducing themselves appropriately, and particularly developing an understanding with the interviewee. The interviewer should look out for nonverbal behaviour. Individuals under stress have a different body language. In a process called calibration, the trained fraud investigator knows how to watch for signs of stress. This process is used to assess a witness’s truthfulness and honesty. In this unit we will describe the techniques that could be used in calibration.

Next, the interviewer should ask questions to make the interviewee comfortable with the interview. The whole process of the interview should not be too fast or too slow, and not too lengthy! Easier questions should follow a few hard questions. The interviewer should be upfront and direct. Approach the process in an open way, and be honest without compromising the process. Do not try to be too mysterious or aggressive, as that can cause the interviewer to become defensive, and that would likely reduce the effectiveness of the interview process.

The interviewer should listen more than talk. This will allow the interviewee to become worried if she is dishonest, and in the due course she may leave signs of her fraud. Additionally, the more the investigator communicates, the more the interviewee picks up which could be a deliberate mistake for an interviewer. The interviewer should take his time. Guilty people typically get annoyed when follow up questions are asked but honest people usually do not mind follow-up questions.

Another step is to verify all the supposed facts that have been collected, and start that process during the course of the interview. Nothing harms an investigation more than having testimony denied by the individual who provided it. Tape recording is the best option, but the disadvantage to that approach is the probability of losing understanding with the interviewee. Guilty persons usually refuse to talk or become indirect when a tape recorder is on. In a fraud investigation, the main purpose of the interview process is to talk to the suspect. It should be done at the end of the investigation process and a signed confession should be obtained in that interview. It is known as an admission-seeking interview. In a court, a written confession signed by the criminal’s own signature is very trustworthy. Dan Rabon is considered an expert on effective interviews. In his book, Don delivers deception indicators, such as dry mouth, excessive sweating, and so on, which are evidently useful in an interview with other calibration signs.
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