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Marking Criteria:
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.

For high grades use examples and illustrations where appropriate. 
	QUESTION 1

Give short answers for the following questions:

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

Evidence in fraud can potentially come from a variety of sources both financial and non-financial. Generally the focus on fraud investigation tends to be mostly, if not solely, financial. Fraud investigators and auditors should consider the possibility of valuable evidence that is non-financial.

Non-financial sources include interviews, document examination, handwriting analysis, and physiological aspects of the fraudster. The latter refers to something the fraudster reveals in behaviours, physical expressions, or communications that can be cues as to the veracity of the fraudster’s statements about his or her involvement in the fraud in question.
II. What is the importance of body language in the interviewing procedure?

Body language refers to various forms of non-verbal communication, wherein a person may reveal clues as to some unspoken intention or feeling through their physical behavior. These behaviors can include body posture, gestures, facial expressions and eye movements.
Body language may provide clues as to the attitude or state of mind of a person. Body language is one of the very powerful ways of communicating. When it comes to your career, especially while attending interviews, every small movement you make will amplify and suggest what’s going on in your mind. Body language is still important because it can give away unconscious clues to how you are feeling which might contradict what you are saying.

Body language plays an important part in how we communicate our feelings to others, and is a vital ingredient of creating the right first impression. People form an opinion of you regardless of whether you actively try to create an impression

Body language is so important because it can often contradict what we say in words. For example you might be demonstrating a time when you displayed confidence but telling the story while looking down at your hands and avoiding eye contact.
III. How is the SCAN Analysis used as an investigative technique?

Scientific content analysis (SCAN) is a technique that is similar to statement analysis. Like statement analysis, SCAN does not try to look for the truthfulness of the facts but rather the reflection of deception in the way statements are made.

SCAN depends heavily upon analyzing the statement, not upon observing "kinesics" or "body language". The basic premise is that the structure and contents of a subject's statement reveal whether there's an attempt at deception.

SCAN studies speech patterns, seeking tell-tale signs of deception by analyzing both structure and contents of statements. To do so, it is first necessary to obtain a suitable "pure" statement from the subject.
IV. What are visual assessing cues? How do eyes of the victim help the interviewer?

A more reliable indicator of truthfulness is eye language. Experts believe the eyes are the most communicative part of the human body. The eyes do have a language and the principles that follow are referred to as visual accessing cues (VAC). Eye movement as indicators of specific cognitive processes is one of the most well-known, if controversial, discoveries of NLP (Neuron Linguistic Programming), and potentially one of the most valuable. According to NLP, automatic, unconscious eye movement, or eye accessing cues, often accompany particular thought processes, and indicate the access and use of particular representational systems. 

The notion that eye movements might be related to internal representations was first suggested by American psychologist William James in his book ‘principles of psychology (1890, pp. 193-195)’.

The eye movement cues and interpretations, however, are true only for right-handed persons. The eyes of the victim help the interviewer know what the victim might be thinking, his or her intended actions. It also helps the interviewer know whether what the victim is saying is the truth or not.

Examples of such instances are:

· Eyes to the left and up. Retrieving visual images from the past.

· Eyes to the right and up. Visually constructing images.

· Eyes to the right toward the ear. Creating a sound. Etc.

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

· Interpersonal interaction. Shakes head ‘yes’ after the point is made, inconsistent gestures.
· Emotional states. Deceitful people tend to avoid touching the person questioning them.
· Verbal content. Reflects questions back as the answer immediately after the question. For example, did you write a check to yourself? ‘‘no, I didn’t write a check to myself.’’
· How comments are made. Disassociating people, events, and so on by replacing the pronoun. For example, ‘‘the equipment’’ versus ‘‘my equipment.’’
· Psychological frames. Deceitful statements almost always omit what went wrong in describing events, except concerning delays or cancellations.
QUESTION 2

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

Auditors ask questions in the course of most audits, whether they are internal or external. To effectively ask questions in a fraud examination or investigation, one must employ best practices for interviewing techniques in that context.

Unlike questions asked in auditing, questions usually asked in fraud examination or fraud investigations takes the form of introductory, informational, closing, assessment, and admission-seeking. Experts agree that open ended questions are far superior to questions that can be answered with a simple ‘‘yes’’ or ‘‘no.’’

With fraud investigation, there is the possibility that the investigator may not be trained or experienced in proper interview techniques (i.e., best practices) or worse yet, unfamiliar with the legal protocol of interviews.

QUESTION 3

Discuss the interviewing procedure for a financially sophisticated victim.

An interview is a conversation in which persons are questioned and their responses noted. Responses can be verbal as well as non-verbal. At times, interviewees’ non-verbal responses are just as important as verbal ones. Interviewing is sometimes used to refer to an activity more appropriately called interrogation.

The interviewing procedure includes:

· Preparing. The interviewer should prepare for it by becoming as familiar as possible with the individual being interviewed, the type of fraud that he/she is investigating, the suspect, and the victim.
· Think as you go. Although it seems intuitive that the interviewer should write down questions for the interviewee, actually the best thing to do is not write them down. Instead, the interviewer should have a list of key points and allow the conversation to take its natural course.
· Set the tone. This includes dressing properly, using good social skills, introducing himself or herself appropriately, and especially developing a rapport with the interviewee.
· Do more listening than talking. The interviewer should listen more than talk, allowing the interviewee to become stressed, if he or she is being deceptive, and eventually provide the interviewer cues of his or her deception. Besides the more the investigator talks, the more the interviewee learns, which could be a strategic mistake for an interviewer.
· Pace your questions. The interviewer should pace the questions to keep the interviewee comfortable with the interview. The hard questions should follow a few easy questions and ease up to the harder ones.
· Be straightforward. The investigator should be straightforward. Approach the process in an open way, and be honest as possible without compromising the process. Trying to be secretive or aggressive can cause the interviewee to become defensive.
· Take your time. Honest people usually do not mind follow-up questions when the interviewer’s instinct say he did not get all of the facts. Guilty people, however, typically get impatient.
· Double-check the facts. The interviewer needs to double-check the supposed facts gathered, and start the process during the interview. Nothing damages an investigation more than having testimony contradicted by the very person who gave it.
· Watch nonverbal behaviour. Usually, humans have a different body language when under stress. The trained fraud investigator knows how to watch for signs of stress in a process called calibration. This process is used to assess a witness’s fruitfulness.
· Get it in writing. Tape recording is an option, but the downside to that tactics is the probability of losing rapport with the interviewee.
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