Outline

e Introduction and Overview of Tactical
Interviewing (Tab 1)

* Reading Facial Expressions of Emotion
(Tab 2)

* Memory, Recall, and Veracity and
Deception Indicators; Tactical
Interviewing Procedures (Tab 3)

* Other Behavioral Indicators (Tab 4)



Goals

nowledge Skills

* Overview of evaluating * Identifying those
truthfulness and behavioral indicators
detecting deception

* Behavioral indicators of
mental states, Veracity,
deception

Application

* Leveraging that knowledge and skills
in interviews and interrogations
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The Traditional Approach

A common but limited way people read and respond to others.

1. Observe & Scan Professional Qutcomes

PEljotioc d“:_]hat Becple Acting on incomplete or inaccurate
Sayranc.co. interpretations can lead to
poor decisions and missed
opportunities.

* Pick up visible cues.

2. Jump to Conclusions da»  Collect Information
¢ Make immediate determinations C :
onduct Interrogations
about thoughts, feelings, @ 8
intentions, or deception. =3 ”
Negotiate
Rely on assumptions, % 8
stereotypes, or personal bias. e)
’J.. Persuade
24 Influence
3. Act ail
Interview eee And more...

Negotiate &

Persuade

o Lead
o Make decisions

Fast judgments feel efficient, but they can be incorrect:

A They reinforce assumptions and can lead to costly errors. H U m I n te | I

See what you've been missing
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Our Approach

 Evidence-based
training
— Behavioral cues

validated in science
and
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— Vetted by practitioners
in the field
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Validated vs. Non- (or Un-)
Validated Indicators

» Validated in science * Non-Validated
— Demonstrated to — Tested in laboratory
differentiate truths settings but not found
from lies across to differentiate truths
studies, investigators, from lies
laboratories, and — E.g., lack of eye
* Vetted in the field contact
« Un-Validated
— Not yet tested



Cues to Deception do Exist

* But they occur in
leakage that can occur
in clusters across
multiple channels

— Nonverbal

* Face, voice, gesture,

body posture

— Verbal

* Verbal style, verbal
content

D Whisconmasin
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Most Important Deception Indicators

* Nonverbal - Facial
expressions of emotion

ROC Curve

08—

* Verbal - Specific

linguistic and il

grammatical features of -/

Speech
e Other NVB £ ——

— Gestures raise Postive

— Voice, posture, whole
body movement



Training Goals - Knowledge

70

Nonverbal behaviors

— Face, voice, gesture, 65

body posture

60
Verbal behaviors
— Linguistic and
grammatical features

55

Ul
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Memory, recall, and s
indicators of veracity
and deception Before Training

e——(Qverall e=Crime Videos

After Training
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Training Goals - Skills

01

Reading facial

expressions of
emotion

02

Identifying
specific linguistic
and grammatical
features of

speech
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03

Identifying other
behavioral
indicators of
mental states
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Training Goals - Application

INTERVIEW PROCEDURE TO
STRATEGIES TO EXPLOIT DECEPTION
OPTIMIZE OBTAINING INDICATORS

INDICATORS



The Humintell Method

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

7 N
o Observe & Listen
M1/, Notice what people
say and do.
\& J
é;ﬁ 7 N

G Evaluate

e Identify

Understand

behavior informs
every step.

9 Interpret

Integrate context, culture,
personality, relationships,
goals, and situation to
generate informed hypotheses

about mental states.
\ b,

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

The Huminte" Advantage " You continually refine your understanding

as new information emerges.
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Evaluate the quality and ———
f:onﬁdence_ ERAL H uman behavioral signals of
interpretation and B h . ;
determine implications enavior underlying
; mental states.
for action. The science of human
S J

Influence

q

Professional Outcomes

Apply understanding to
achieve better real-world
outcomes.

Examples include:

sas Hiring

‘I: Leadership

) Interviewing

4@ Negotiation

9 Healthcare

_/ﬁ Sales

2a% Conflict Resolution

eee And more...
N D,
( N

This is how better
decisions are made.
This is how outcomes

are influenced.
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