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	ASSIGNMENT NO 7

Question 1

i. Are sources that do not exhibit financial records from which pointers or indicators of financial evidentiary may result. Examples are Interviews conducted by investigator with knowledgeable sources and confidential informants, which are verbal interchange that could result in conclusive evidence and point to sources records which were unknown to the interviewer, handwriting analysis and document examination which would lead to the identification of the writer and authenticity of a questioned document, disclose alterations or concealment or origin of the ink, etc. and physiological traits- which are nonverbal communication that present cues as the truthfulness or deceptiveness of the target. Surveillance can also be utilised as non-financial method.
ii. Usually, people exhibit certain constant, spontaneous, and involuntary behaviours when interviewed under stressful conditions. Body movements (kinesics), body positions (proxemics), facial expressions, physiological symptoms, and paralanguage are examples of nonverbal communication. A subject’s behaviour (nonverbal communication) during an interview could reveal truthfulness and/or deception. As such, interpreting a person’s behaviour properly, may point you toward new leads, and hopefully, toward a successful resolution of your case.

iii. To determine Discourse analysis, context, change in terminology or pronunciation, verbs or all elements of the statement for qualifiers that tend exhibit truthfulness through examination of word by word without necessarily having a bearing on whether the stated facts as a whole are truthful. Essentially, feigning ignorance and forgetfulness, choice of words in adverse situation are some of the cues used.

iv. Eye movement cues are basically a nonverbal communication attributive to the eyes and Interpretations points the interviewer the characteristics of the interviewee by revealing the deceptiveness or truthfulness of the statements. Blinking rate that is abnormally fast might indicate deception if not for other reasons such as sleep deprivation. Looking downward, signifies defeat, guilt, or submission; Raising eyebrows is a clue to Uncertainty, disbelief, surprise, or frustration. Raising one eyebrow and head tilted back shows Disdain, arrogance, or pride; Dilation of pupils-Interest in the thing.

v. Physiological Symptoms-In general, humans experience few problems or anxieties when they speak the truth. When they lie, however, a number of physiological changes take place in the body. These changes include perspiration, flushing or paleness of skin, an increase in the pulse rate, and the appearance of veins in the head, neck, and throat. Dry mouth and tongue, excessive swallowing, respiratory changes, licking of lips, thickened speech, and stuttering may also occur. Paralanguage-how a person speaks, including all the characteristics of the voice, except the words, e.g. Pitch—the highness or lowness of the voice; Loudness; Rate of speech; Quality—the sound of the voice; Special vocalizations—crying, laughing, belching, and so on; Breakers—interruptions in speech, such as a quivering voice or stuttering, usually caused by insecurity or a lack of control, Spacers and Fillers-When people are deceptive, they stutter and are less fluent. Their answers tend to be long, less plausible, and contain fillers and broken and repeated phrases, and Personal Distance (Proxemics)- Individual cultures have different proxemics. When an interviewer invades this personal space, he or she creates a high level of anxiety for a psychologically normal person and makes it more difficult for the person to lie. Successful interviewers create a high level of anxiety beginning an interview at a comfortable distance while discussing general information. Then the interviewer moves closer to the source during questioning and backs off during desired responses. In essence, such a practice mentally programs an individual to cooperate with the line of questioning.
Question 2

Questions in fraud investigations hinge on admission seeking, motivations and rational. They would include interviews of cooperative targets as well as interrogation of non-cooperative individuals. The heat and intensity of the interviews is normally higher than those required of an audit. Fraud investigative questions encompass “Who? Who are the individuals involved in the particular incident being investigated? Names, addresses, and telephone numbers are important, what happened? What is the story of the incident? For instance, what happened before, during, and after a theft incident? Where? The location of the incident and the movement of people and objects are important. For example, where exactly were witnesses and the suspect when the theft occurred?, When? A notation of the times of particular activities during an incident is necessary for a thorough investigation, How? The focus of this question is how the incident was able to take place in the face of (or absence of) loss prevention measures. Investigators often attempt to find out how the fraudster was able to circumvent controls and Why? This question can be difficult to answer. However, the answer can lead to the discovery of a pressing problem that may not be obvious.

Four types of behaviour-provoking questions used are: Irrelevant—any nonthreatening background question, Relevant—a question that confronts the interviewee about the issue of guilt or innocence, Control—a question designed to threaten innocent people and Projective—a question to help determine the mind-set of an individual. There are two types of relevant questions. Primary questions concern a person’s direct involvement. Secondary questions concern any involvement or relevant knowledge. The choice of questions asked during an interview might fall into any of the following categories: (i) introductory, (ii) informational, (iii)assessment, (iv) closing, (v) admission-seeking. Primarily, open ended questions are preferred because they provide the target for opportunity to give explanation rather closed ended ones which lock one to a “yes or no” answer. Fraud interview require legal practices or best practices that do not lead to tricked confessions or improper admission that can result in lawsuits.

Fraud investigations transcends behind and beyond the transactions and audit trail to emphasise on the substance of the transactions whereas audit questions tends to revolve on material departure from accounting procedures and significant material misstatements, e.g. Inquiries, Analytical and Other Review Procedures(IFAC 19,2007), and 

•ISA 240 (Redrafted), “The Auditor’s Responsibilities Relating to Fraud in an Audit of Financial Statements”; places burden on management and others official as responsible for internal controls and veracity of their financial statements
• ISA 300 (Redrafted), “Planning an Audit of Financial Statements;”

• ISA 315 (Redrafted), “Identifying and Assessing the Risks of Material Misstatement Through Understanding the Entity and Its Environment;” and

• ISA 330 (Redrafted), “The Auditor’s Responses to Assessed Risks.”

Question 3

Determine the type of interview; Friendly interview-The interviewer seeks information from witnesses who willingly cooperate with the interviewer. This kind of interview may seem relatively easy, but the interviewer must be aware of the dangers of persons who seem anxious when being interviewed. Many of these people, while seeming to be helpful, might mix opinions and irrelevant information with the pertinent information sought by the investigator; Neutral interview-Neutral interviews tend to produce the best information. Neutral witnesses have no stake in the outcome of the inquiry. A disinterested position allows the interview to proceed in a business-like manner and is easily controlled by the interviewer. Since there’s no personal involvement on the part of the interview subject, you can rely on the information furnished for accuracy and lack of prejudice; Hostile interview-The hostile witness presents the greatest challenge to the interviewer. The interviewer seeks to gain information that for some reason the subject is reluctant or unwilling to provide. The interview subject can have innumerable reasons for being reluctant, but most commonly the reasons are personal involvement in a criminal act, involvement of a friend or family member, fear of retribution, lack of rapport between interviewer and subject, or the lack of respect for an authority figure.

Review All Case Material; The next step in preparation for an interview is to review the available case material. Any investigation depends on what’s euphemistically referred to as paperwork. Within the investigative context, paper-work is the writing or formal documentation of all investigative activity and administrative mandates pertinent to the case. The documentation consists of detailed notes, narrative written reports, appropriate forms, photographs, audio and videotapes, or any other mode of recording, and the maintenance of facts pertinent to the inquiry.

The Interview Plan; Interviews frequently wander from topic to topic and are interrupted for a variety of reasons. To remember all of the important points that must be covered during an interview, many investigators resort to a written interview plan. An interview plan may be either very formal (write out all questions in advance) or very informal (write a series of notes about topics to be covered). Usually, the more familiar you are with a particular case, the less formal your interviews plan. The interview plan isn’t a product in and of itself. It’s merely a guide to assist you in remembering your topic and questions and to help you to maintain focus and control. If the interview wanders into some unforeseen but productive territory, don’t attempt to change the subject merely because your interview plan didn’t take into account this change of focus. If progress is being made, allow the interviewee to tell his or her story. You can always come back at the end of the interview and cover what you had originally planned to discuss, if it’s still pertinent.
Personality and Language; learn business operation that is the subject of the investigation and use the language the rhymes or identifies with or peculiar to the target
Examining industry-specific information and making detailed notes allows you to assess the validity of the answers to your interview questions

Collect the documents that your witness will likely testify about. If possible, request that the witness provide, in advance, copies of any documents that he will be referring to in his interview.

Interview witnesses with general information first and specific information last

Prepare an interview outline in advance. Draw a flowchart of funds, transactions, or deposits. Visual aids can be an indispensable part of your brainstorming session. Ask the witness to look at your flowchart or diagram. Have the witness tell you exactly where you are mistaken. Let him make the corrections. Or ask the witness to draw a chart of his own

Documentation:-Take notes of importance to case during the interview and eventually a signed statement.
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