(c) Humintell 2026

OVERVIEW OF TACTICAL
INTERVIEWING
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The Humintell Method

A systematic process for understanding people, making better decisions, and influencing outcomes.

o Observe & Listen Professional Outcomes

i Apply understanding to
A/, Notice what people achieve better real-world
say and do. outcomes.

Examples include:

‘ 0 Evaluate &P : @& Hiring
e Identify " :
i Leadership
Evaluate the quality and Understand T Influence g
‘ a a Z: confidence of your Human Accur.ately |<.:Ient|fy > ) [Interviewing
interpretation and Behavi behav@al signals of g Negotiation
determine implications enhavior underlying
for action. = ————— mental states. € Healthcare
behavior informs /’i Sales

every step.

Conflict Resolution

eee And more...

Interpret

Integrate context, culture, —
@ personality, relationships, This is how better

goals, and situation to o

generate informed hypotheses decisions are made.

about mental states. This is how outcomes

are influenced.

This is a continuous cycle, not a linear sequence.
Each step leads you back to new observations.

The Humintell Advantage | vou continually refine your understanding

bl Humin tel I

See what you've been missing
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Interview and Interrogation Big
Picture (handc ‘t)

N

Introduction Tactical Interviewing Interrogation phase

* Establish goals of the interview * Phase I * Theme utilization
* Get background information * Phase IT * Repeat and confirm findings
* Develop rapport * Phase IIT * Conclusion
* Begin to establish perceived
trustworthiness
¢ Baseline the individual
* Begin theme development

-.
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Consider the Physical Setting:
What's the BEST Environment?

Context Appearance and Props
* Which room?
* Layout?

* Number and types of
chairs?

* Positioning?

* Number and

characteristics of
interviewers?

-_.
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Developing Rapport

Rapport is not a trick; it is the quality of an interaction
that allows people to have a conversation.

CORE ATTITUDES
Be Genuine Be Interested
Be yourself; Genuinely want to
don’t perform rapport. understand the other person.
N 57

==

THE THREE COMPONENTS OF RAPPORT

Mutual Attention Coordination 2°5't"’l'ty
Attend to each other Develop responsive rerj:::z E:::z::’s‘::s or
and the interaction. give-and-take. o

discomfort and negativity.

\ TN )
RAPPORT

The quality of an interaction
that allows people to have a conversation.

© Humintell 2026
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Developing Perceived Trustworthiness

How non-judgmental listening can facilitate deeper disclosure

Rapport creates ‘ Perceived trustworthiness
conditions for conversation. creates conditions for disclosure.

Trial Balloon of Trust
The person makes a
relatively vulnerable disclosure.
~
Deeper Disclosure /

More of the

Whole Story f\ @ Receive without judgment,
o~ | &
g

Listen & Be Empathetic

More complete, condemning, ridiculing,
relevant, and accusing, or punishing
meaningful the disclosure.
information emerges.

The process

is iterative. .
After deeper disclosure, & Bsjsmpathistic,

another trial balloon J
N

is often sent. S —
p

| Greater Perceived
o Greater Willingness | ‘e Trustworthiness

to Disclose The implicit question—

/ The person becomes 9 “What happens if | tell this
l more comfortable e person something that
makes me vulnerable?”—

receives a relatively
safe answer.

sharing information.

© Humintell 2026
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Baseline Individuals

* Nonverbal Style  Verbal Style
— Overall expressivity? — Pauses or filled pauses
— Emotional style? — Jargon
— Behavioral tics? — Stuttering and
repetitions
— Pronouns

— Tone of voice
— Verbal hedges
— (Cultural issues)

(c) Humintell 2026
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Changes from Baseline

* Detecting demeanor changes from a
baseline can tell you important cues about
changes in mental or emotional states that
may be important to reading people

(c) Humintell 2026
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Decision Tree for Evaluating
Behavioral Indicators for Deception

The better

' comparison for
detecting

deception is B v.

C,not Av.Bor

Av.C

Changes in Behavior

1
Co ion
)

-.
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Examples of High Cognition
Truthful Qs

* See Handout

_
Humintell
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Tactical Interview Phases
(handout)

Phase II1

¢ Obtain narrative

T hase 1 Phase 2
* Obtain a full and * Exploit the

uncontaminated deception indicators
narrative of the using statement
incident amplification

again with
increased cognitive
load

-.‘
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Phase I - Obtain a Full and Uncontaminated
Narrative of the Incident

* Start with broad, open-ended question

— May need to ask questions to find context and
establish time limit for the prompt

 Eliminate interview(er) contamination
* Resist asking clarification or challenge questions

* Let them get their information out without being
interrupted

* Trigger discipline 2 mouth discipline
* Embrace the awkwardness of silence

* Don't follow up with their extraneous iffo

(c) Humintell 2026 U m I n [e | |
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Phase I (continued)

+ At times may need to restate the last thing they
said (do not summarize using your words) and
say, “and then what happened?”

* May need to repeat the process a few times
+ Same for initial intake by patrol officers

* If you're with a partner, make sure they’re on
the same page

— Same for colleagues behind glass or viewing CCTV

18
Open vs. Closed Ended
Questions
 What's the difference?

(c) Humintell 2026
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Did you Know?

 All knowledge about validated and vetted
deception indicators come from research
on uncontaminated narratives.

Did you also know that

— Research has demonstrated that deception
indicators are much more likely to occur with
open vs. closed ended questions?

(c) Humintell 2026
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Balance between Open- and Closed-Ended Questions

Open-Ended Closed-Ended
Questions Questions

|

Tell me wha
ened when...

(c) Humintell 2026
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Phase I (continued)

* Observe (listen) for credibility indicators
and take note of most relevant statements,
topics, or words associated with a
deception indicator

* Order related to importance to interview
goal or investigative needs

* Prepare for Phase II

-.
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Tactical Interview Phases
(handout)

Phase 1 Phase 2
* Obtain a full and * Exploit the

Phase 111

* Obtain narrative
uncontaminated deception indicators
narrative of the using statement
incident amplification

again with
increased cognitive
load

-_.
(c) Humintell 2026 H U m I n [e | |

26

(c) Humintell 2026 9



(c) Humintell 2026

Phase II: Exploiting Deception

Indicators
* Goal

— Examine areas of possible deception in order
to better obtain ground truth

— Should result in clarifying veracity or making
deception more obvious

(c) Humintell 2026
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Why do Microexpressions Occur?

The Emotion Control
System

(cortical areas)
R

| The Core Emotion System
(subcortical areas)

The dual neural
control of facial
expressions:
Strong
impulses from
the core
emotion system
compete with
impulses
from the cortex
to control
expressions

By Patrick J. Lynch and C. Carl Jaffe, MD. Reprinted by permissi

ission a
Humintell
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Suggested Procedure -
Amplification of the Statement

 Use the subject’s statement to probe for
more details in those places where they
have left themselves vulnerable.

(c) Humintell 2026
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Statement Amplification
(continued)

* Select the most important statement, topic,

word, or phrase where deception may be
indicated and based on your investigative needs

 Layer that selected statement, topic, or word
* Observe (listen) for new details in target event

(or lack of)

 Story may change
* Repeat as necessary

(c) Humintell 2026
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Amplification Format

. Beéin with an open-ended question to encourage the
subject to provide more details.
* Repeat the interviewee’s words verbatim:

— "Lilly, you said that, 'l was thrown on the bed, held down,
and cut about my body’. Demonstrate that for me.”

— "Lilly, you wrote, 'Some clothing items were cut off’. Tell
me more about that.”

— "Julie, you said, 'I noticed a male in my kitchen/living
room doorway’. ® Draw me a diagram.”

— "Julie, you stated, '...threw my underwear in wood
stove also threw in bark’. Explain that to me.”

— "Kimberlee, you wrote, 'he seemed to want to please me
more than himself’. Go on.” or “Continue.”

(c) Humintell 2026
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Amplification Format (handout)

* Begin with an open-ended question to
encourage the subject to provide more
details.

* Other broad open-ended
statements/questions that require an
narrative response:

— Help me get a mental picture.”
— Describe that for me.”
— Help me understand.

(c) Humintell 2026
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Amplification Format (handout)

* You may need to intersperse the questions
with self-deprecating remarks, such as:
— “I'm a little confused. You said...”

—“] want to make sure that [ understand. Did
you say...”

— “Help me get a mental picture.”
— “Put me in your shoes.”

(c) Humintell 2026
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Layering

* After each open-ended question, follow
up (layer) with as many questions of any
type as you choose.

— Include all specific, relevant investigative
questions here!!!

(c) Humintell 2026
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Examples of Layering Questions

* What did you say? What did he say?
* What color was his shirt?

* How tall was she?

* Which way did they run?

* What kind of car was it?

* Basically, all investigatively relevant
questions you want to know about “the
facts”

36

Funnel and Layering

Open Ended Questions

Who, what, when,

Active

Listening and Whel‘e, Why, how Follow{

Observation: up Topic
Behavioral (and Ideptifica

Mkl Close Ended Questions tion
of Veracity and
Deception
Layering
-

37
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An Example of Layering a Topic

Tell me more about
what happened at the
drugstore

Which drugstore did ‘
you go to?

Ty
What time did you Y
D
\

arrive there?

Who else was
there?

What exactly
did you buy?

/_\ N
/4 What did you
( do with it?
=

\\\\ ‘ \\\ ) / -
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The Effects of Amplifying
Statements
* Why?
-
(c) Humintell 2026 H U mI n [e ”
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Statement Amplification

(continued)
* Where to Start?

— Don’t need to start at the beginning.

* People can talk about the beginning for hours
because they’re very comfortable there and there’s
no threat there.

* You can start wherever you choose
» Start at the weakest point

—You don’t attack the strongest point in war
— An interview is no different

(c) Humintell 2026
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Supplemental Tactics to
Increase Cognitive Load

* Drawing/sketch w or wo narration
» Unexpected questions

* Directions for restatement for verifiable
details

* Reverse chronological order
* Doll/Prop reenactment

* Write a statement

» Strategic use of evidence

(c) Humintell 2026
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Behavior Assessment Qs

¢) Humintell 2026
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Transition

(c) Humintell 2026
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INTERROGATION
CONSIDERATIONS

45

Purposes of the Interrogation

* Interviewee has been determined to be
lying in the interview phase

 Purpose of the interrogation
— To get a confession of culpability

(c) Humintell 2026
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Interview vs. Interrogation

__________Interview | Interrogation

Objective To gain info To Obta.l na
confession
Highly
Structure Yes Structured
Notes Yes No
: Suspect Investigator
1 . Lo . ’
L kmg witness, victim Detective
Tone Supportive Accusatory
-

47

Rough Procedures leveraging
Behavioral Indicators

* Develop themes from the interview phase
to use in the interrogation phase to aid
interviewee in justifying their behavior

— Through the analysis of verbal content and
demeanor

* Use a theme to allow the interviewee to
explain their behavior in their own words

* Be sure the theme cannot be used as a
legal defense

(c) Humintell 2026

48

10/13/26

19



(c) Humintell 2026

Rationalization - distorting
the true intention behind
their crime.

Projections of blame -
placing blame for their own

actions onto someone or
something else

Minimization - convincing

themselves that what the

did could have been much
worse

RPMs (handout)

* e.g., "l didn't mean to steal the money, I just wanted to
borrow it."

* e.g., the victim, an accomplice, low salary, unfair
treatment, intoxication.

* e.g., "I only took $50,000. If I were dishonest, I could
have easily embezzled $100,000;" ” there is no injury
to the victim, e.g., "The company can afford the loss";
"The child was not physically injured."

L]
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Before the Interview

Case Information to Plausible Interrogation Themes

c Review Case Materials

Evidence, reports, victim information, subject background,
relationship, timeline, modus operandi, etc.

Anglyze Crime and Case Context

Identify key facts, circumstances, and dynamics relevant
to possible justifications.

o Develop a Bucket of Plausible Justification Themes

Based on the type of crime and case specifics, identify themes
often used by offenders to justify their behavior.

or potentially useful for this particular subject. o

o 5 o ; 7 Prioritized Plausible Themes
Prioritize Plausible Themes Theme A

Based on the case, identify which themes appear most plausible Theme B
Theme C [

© Humintell 2026
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During the Interview

From Prioritized Plausible Themes to Subject-Specific Themes
o Ask Open-Ended, Pre-Incident Questions

* Build rapport, establish baseline, and learn how the subject explains and evaluates their own behavior.
o Use open-ended questions to elicit the subject’s perspective.

4
e Listen to the Subject’s Explanation

* Analyze the content for possible justification themes.
* Does the response suggest or align with one of the plausible themes (or a new theme)?

& . .
o Troll the Theme

e Casually introduce a statement that echoes the plausible theme.
® See how the subject responds.

[l
v L 2 L 4
Subject “Bites” on the Theme No Bite Different Theme Emerges
® Response elaborates on, endorses, or ® Response provides little « Response introduces or points
reinforces the theme.

or no meaningful support.
® Stays neutral or gives a non-answer.
® Does not elaborate on the theme.

® Provides additional detail.

to a different justification theme.

¥

| * Indicates psychological resonance.
|
|
|

Theme Receives Theme Receives ( New Plausible Theme
More Support Less Support Added
L )
# ¥ = B Retain for Later Use

in Interrogation

o Use the subject-specific themes
to elicit a confession.

® Update and prioritize themes based on the subject’s actual responses.
® Integrate supported themes from the interview (and any new themes) with the original ‘

‘ o Develop Subject-Specific Prioritized Themes
case-informed list.
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CONCLUSION
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