
The Investigator's Edge
Eliciting Truth Without a Confession: Master advanced techniques to gather
information and build an evidence-based case, even with a resistant subject.

The True Objective: Information, Not Admission
In a non-admissions interview, the goal is not to force a confession. It is to gather the maximum

amount of detailed information, lock the subject into a narrative, and identify inconsistencies that can

be corroborated or refuted by evidence.

A subject's lies are often more valuable than their silence. They create

a record that can be systematically dismantled with facts.

The Funnel Approach to Questioning
Structure every interview from broad to narrow. This forces the subject to commit to a

detailed narrative early, making it difficult to change their story later.

🗣️
Phase 1: Open-Ended

Elicitation
Start with the broadest possible

question to encourage a

spontaneous narrative. "Tell me

everything..."

🎯
Phase 2: Targeted

Probing
Fill in gaps and clarify ambiguities

from their initial story. "You

mentioned you were at your

desk. Who else was there?"

🔒
Phase 3: Closing

Questions
Lock down their narrative with

yes/no questions that can be

verified. "So you never accessed

the server, yes or no?"

Strategic Evidence Introduction: The Art of the Bait
Never confront a deceptive subject with all your evidence at once. Introduce it strategically to test

their commitment to their false narrative. The goal is to observe their *reaction*, not to force an

admission.

❌ Ineffective (Confrontation)

"We have an email here proving you were lying!"

Result: The subject becomes defensive, shuts

down, and the interview ends. No new information is

gained.

✅ Effective (Baiting)

"Electronic records may indicate you had access

to the server. How would you explain that

conflict?"

Result: The subject is forced to either modify their

lie, offer an alternative explanation, or show signs of

stress, all of which provide valuable new

information.

Decoding Deception: Verbal
Cue Clusters
Forget unreliable non-verbal "tells." Advanced investigators

focus on **clusters of verbal cues**, which are much harder

to fake under cognitive pressure. A high score across

multiple categories strongly indicates deception.

Commitment Cues: Unnecessary qualifiers like "To be honest...".

Omission Cues: Vague details at the critical moment.

Evasion Cues: Bridging statements to buy time, like "That's a good

question...".

Deflection Cues: Blaming external factors, like "The system must

have glitched."

Verbal Cue Analysis of a Deceptive Subject
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