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Brian Leslie is a coercive interrogation & interview techniques expert, with over 14 years of previous law enforcement experience which includes major case investigation and specialized training, as well as a term serving as Chief of Police. Throughout Mr. Leslie’s law enforcement career, he has conducted over 2000 interviews with witnesses / victims including interrogations. He is regularly retained to examine interrogations for coercive techniques that were used by law enforcement as well as examine the contents of written, video and audio witness / victim interviews, suspect interviews and interrogations (audio, video and written transcripts) that were conducted by law enforcement and forensic interviews conducted by child protection service agencies in both the United States and Canada. Mr. Leslie has testified and been qualified as an expert in Federal, State and Military Courts throughout the United States.
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Prologue
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Body language refers to forms of non-verbal communication, wherein a person reveals clues as to some unspoken intention or feeling through their physical behavior. Reading body language is similar to learning a new language. The problem is that the language is non-verbal and for the most parts an unconscious behavior or reaction. We are all familiar with obvious signs of visual responses such as rolling of the eyes, furrowing of the brow and cheek tightening. These would be considered covert reactions. These reactions may be intentional but done in such a way to not dominate communication. An example of this is when you are having a conversation with someone who tells the same stories you have heard many times before. You find this characteristic of the person annoying. Perhaps this person is someone you respect or even a friend. The last thing you wish to do is offend him. You may appear that you are listening because you are visually looking at the person but are transmitting covert body language, such as appearing impatient, distracted or even uninterested with hopes that this person understands your message and stops talking. In the beginning, your body language may be extremely covert or slight but may increase based on how a person responds. 
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In other situations, body language can be overt. These are situations where there is no doubt what the person is communicating. For example, when you are having an argument with an individual after you are stating your side of the argument, a person pulls back his head and rolls his eyes. This is an obvious message that he is frustrated or believes your argument is without merit. Verbal communication also requires body language to show the person you are talking with knows you are listening. These signals can consist of; eye contact and nodding your head to show you understand. But these types of reactions may contain hidden messages not recognized immediately. For example, the fact that a person is nodding their head may be an overt way of communicating that they understand...but do they? Look a little closer, perhaps at their eyes. Is the person showing they are distracted and glancing away often?  What is the person glancing at? Is the person truly interested in what you have to say or are they focused more on where their eyes are glancing. Chances are their eyes are communicating the truth. In fact, if you were to test a person on what you were talking about they would probably have limited recall of the conversation. 
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Reading body language and using non-verbal communication is something we do each day. Subconsciously we are always watching for visual signs when communicating with people. In fact, we do it so often general interpretations have been referenced and taught. These interpretations of body language are what people have come to understand to be correct over time. 
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How do we know when someone is telling a lie? The fact is most people have the ability to identify a liar; they just can’t recognize the particular body language pattern that is unique to that person. A good example of this is growing up with siblings. We know when they are being deceptive or lying because we have come to understand their unique body language patterns associated to deception. The reason for this is, over time, we become familiar with these patterns.  For example, you may find a sibling using specific hand gestures combined with eye movements when making excuses for coming home late. Over a period of time, these stories are proven to be over exaggerated and inaccurate. In the future, you will begin to associate this particular hand gesture and eye movement to deception.
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What Is Reaction Analysis Profiling
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Five decades of lie detection research have shown that people’s ability to detect deception by observing the behavior and listening to the speech is limited. The problem is that cues to deception are typically faint and unreliable. The aim for interviewers, therefore, is to ask questions that actively elicit and amplify verbal and nonverbal cues to deceit. The strategic-questioning approach offers different ways of questioning that draw out the most differential responses between truth tellers and liars.
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