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INTRODUCTION

Investigative interviewing

is a non-coercive method

for questioning

victims/complaiants,

witnesses and persons of

interest (POI)/respondents

as part of the investigative

process. Generally,

investigative interviewing

involves eliciting a detailed

and accurate account of

an event or situation from

a person to assist decision-

making. The key point is

the term "investigative."  

Investigative interviewing as a field was introduced in the UK in the early 1990s

in response to a number of studies and court matters. It represented a shift in

police interviewing away from a confession oriented approach towards evidence

gathering. Traditionally, the main aim of an interview (sometimes referred to as

an "interrogation") was to obtain a confession from a person about  the matter

under investigation.  Thus, investigative interviewing contrasts pervasive

interrogations techniques aimed at making the person break down and confess,

rather focused on obtaining factual, detailed and objective accounts of their

involvement in an incident. 

Much of the scientific base of investigative interviewing comes from social

psychology and cognitive psychology, including studies of human memory. The

method aims at mitigating the effects of inherent human fallacies and cognitive

biases such as suggestibility, confirmation bias, priming and false memories. In

order to conduct a successful interview the interviewer needs to be able to (1)

create good rapport with the interviewee, (2) describe the purpose of the

interview, (3) ask open-ended questions, and (4) be willing to explore alternative

hypotheses. Before any probing questions are asked, the interviewees are

encouraged to give their free, uninterrupted account.



INTERVIEW VS INTERROGATION 

“Interrogation” and “interview” are not synonyms; they have very different

purposes and employ very different tactics. Interviews are used in an

investigation to gather information — objective facts — by asking open-ended

questions and allowing the witness to supply the evidence. Interrogations, on

the other hand, are designed to extract confessions and rely on that confession

or admission for evidence, sometimes in the absence of any other corroborating

evidence.  As a result of interrogations are so coercive, there’s a danger in using

them, rather than an investigation to determine a matter. The early police view 

 about obtaining information through interviews was that witnesses could be

expected to be co-operative, willing to assist and willing to tell the truth.

Suspects/persons of interest/respondents/accused/defendants were expected to

be unco-operative, resist and to lie. They were interrogated to obtain a

confession. Of course, these assumptions are invalid and largely irrelevant to any

modern investigator. Frankly, the obtaining of a confession or admission is not

something any profesisonal investigator should rely on. Corroborative evidence

is the key. 

 

Natural justice (also known as procedural fairness) must be provided to an

individual by ensuring that no action that materially affects someone as a result

of the findings of an investigation will be implemented without giving that

individual the opportunity to 1) know the allegations, 2) be heard (the right to

give their side of the story and have the investigator consider it) and 3) the right

to be judged on the evidence  only.  Investigative interviewing (and particularly

the PEACE model) aligns with these principals and is considered as the most

ethical, transparent and best practice way to obtain reliable and relevant

information from persons of interest, complainant, witnesses and respondents. 

NATURAL JUSTICE / PROCEDURAL
FAIRNESS



ESSENTIAL
COMMUNICATION
SKILLS

Effective questioning. Knowing how to use

questions in each situation and when to use them is

important. If you dive right in with a direct question

about what you really want to know it might get you

nowhere. You need to know what type of questions

to ask and when to ask them (open v closed

questioning).

Open questioning. This is a way of getting more

than a ‘yes’ or ‘no’ answer from the person you’re

talking to. It prompts them to give more information.  

Closed questions. Useful when all you need is a ‘yes’

or ‘no’ answer.

Leading questions. Where you need to lead the

person you’re questioning in the direction you want

to take them.

Probing questions. This takes you even further than

leading questions. Probing is asking specific

questions to either get a reaction or an answer

(5WH).

Encourager micro-skill: door openers. Initiated by

the helper, door openers are short, non-judgmental

statements or questions which encourage

exploration and discussion by communicating the

availability of the interviewer. 

Encourager micro-skill: minimal encouragers. From

head nods to positive facial expressions to “uh-huhs”,

these brief supportive statements signal attention

and understanding.

Active listening, and using professional empathy

Rapport building. Spenidng time building

relationships with the interviewee is vital to ensure

trust.

As with any type of effective verbal communication,

investigative interviewing relies a number of important

concepts including:

While these skills appear obvious for good interviewing,

the reality is that they are forgotten frequently. The

PEACE model reinforces their use.



The PEACE model of interviewing was developed in the U.K. in the early 90's after

several studies (and some failed court cases) found that Police generally were

poor interviewers and had no formal training. It is now a widely accepted method

of interviewing and used across the globe. 

Not only is the model used by police the world over, but it is effective for anyone

who has responsibility for interviewing persons of interest/respondents and

others. It's application is very relevant for corporate and government investigators.

The PEACE model of  interviewing is both easy to understand and apply and can

assist an investigator perform more competently in the area of interviewing.

However, it is a model and can be adapted to an investigator's own style,

including adaptations for changing demographics, organisations and other

considerations. 

PEACE is a acronym for:•

P- Planning and Preparation

E-Engage and Explain

A-Account

C-Closure

E-Evaluate

THE PEACE MODEL





Planning & preparation 

Other information

deemed relevant to

stakeholders
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manufacturing firms or

corporate social 

It  a sleek, olourful, high-

gloss publication

Create and record the interview plan 

Characteristics of the interviewee 

Practical arrangements 

Making a written interview plan

The type of questions to be asked; 

The best method of asking those questions, for example open, closed, direct, etc 

The expectations and criteria for the answers; 

The structure and flow of the interview; 

The best time and place to hold the interview; 

The intended outcomes; and 

Who you are going to interview specifically. 

Direct questioning 

Empathetic questioning  

Exclusion of leading questions 

Avoidance of cross-examination 

Safety requirements for interviewer, interviewee and others

This is one of the most important phases in effective interviewing. The success of the

interview and, consequently, the investigation could depend on it. 

A planning session that takes account of all the available information and identifies

the key issues and objectives is required, even where it is essential that an early

interview takes place. 

Interviewers should consider the following: 

After determining the purpose of the interview and researching the topic, it is time

to plan specific particulars of the interview to be conducted. This includes: 

 

interview strategies appropriate to the situation and purpose of the interview, such

as: 

F A I L I N G  T O  P L A N  C A N  S I G N I F I C A N T L Y  A F F E C T  A N  I N T E R V I E W  



Engage and explain 

Other information

deemed relevant to

stakeholders

Several operaions for

manufacturing firms or

corporate social 

It  a sleek, olourful, high-

gloss publication

Identify topics during the interview and, therefore, manage the conversation 

Communicate interest to the interviewee in their account 

Identify important evidential information. 

The first step to encouraging conversation is to engage the interviewee. This is not

always easy, especially if the person is previously unknown to the the investigator. 

Active listening assists the interviewer to establish and maintain a rapport. This then

enables them to: 

Factors such as the interviewee’s background and personal characteristics should be

taken into account. 

Beginning the interview 

This is important and should be considered in the planning stage. The reason for the

interview should also be clearly explained, eg, the interviewer may say: 

‘You are here because you have been arrested for (offence)’ or 

‘You are here because you witnessed (offence/incident).’ 

The interviewer should then check the interviewee has understood the explanation.

Objectives of the interview 

Before starting an interview, the objectives of the interview should be explained to

the interviewee. For example, interviewers may say: 

'During this interview I will talk to you about (list objectives).’ 

Then go on to explain: 

‘I will also ask you about anything else which may become relevant during the

interview in order to properly establish the facts and issues.’ 

Routines and expectations 
It is good practice to explain to the interviewee that if they nod or shake their head

the interviewer will state that they have done so. It should also be explained that

notes will be taken during the interview. It may be useful to inform the interviewee

that although you wish to establish certain facts and events, it is the interviewee’s

opportunity to explain their involvement or non-involvement in the incident under

investigation. Investigators should encourage the interviewee to voice anything

which they feel is relevant, explaining that there is no time limit for the interview

and that as much detail as possible is required, encouraging the interviewee to voice

anything which they feel is relevant. 

B U I L D I N G  R A P P O R T  A N D  C O N N E C T I N G  



Account 
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Non-verbal behaviour such as adopting an appropriate posture and orientation

towards the interviewee 

Allowing the interviewee to pause so that they can search their memory, without

interrupting 

Encouraging the interviewee to continue reporting their account until it is

complete by using simple utterances such as ‘mm mm’ and prompts, eg, ‘What

happened next?’ or questions that reflect what the interviewee has said, such as,

‘He hit you?’. 

Breaking the account down into manageable topics. For example, ask 'you say

you walked to the shop. Tell me more about that?'

Systematically probing those topics by means of open-ended and specific-closed

questions until as full a picture as possible of the interviewee’s account has been

obtained 

Examining any information, identified during the planning phase, that has not

already been covered.

Obtaining an account consists of both initiating and supporting.  The most common

way of initiating an account is simply to use an open-ended prompt, such as, ‘tell me

what happened’. 

Support an account with active listening 

Obtaining a person of interest’s account 

This includes: 

Clarify and expand the interviewee’s account by: 

T H E  M O S T  I M P O R T A N T  S T E P  



Allow the suspect the opportunity to establish their position 

Define time parameters if relevant 

The use of open questions, eg, ‘Tell me about your movements from leaving

home yesterday morning and returning home yesterday evening’ 

If the suspect replies with their own concerns initially, the investigator should

briefly respond and have another open question ready 

If the suspect denies knowledge of the incident, the interviewer should ask

about the suspect’s movements at the relevant time 

Avoid interrupting the suspect while they are giving their account (interruptions

may cause repercussions later and could result in miscarriage of justice, they may

also inhibit the flow of information) 

Accurate note-taking to assist in summarising the suspect’s account 

Identifying topics for probing and using appropriate questions to expand the

account, eg, ‘What time did you leave the house?’, ‘Tell me about your journey to

the club’ 

Select objectives for further probing using what, why, where, when, who, how,

tell, explain and describe 

Person of interest’s account 

Interviewers should consider the following approaches when obtaining an account: 

 

T H E  M O S T  I M P O R T A N T  S T E P  

Account 

It  a sleek, olourful, high-

gloss publication



This should be planned and structured so that the interview does not end abruptly. 

Where there are two interviewers, the lead interviewer should check that the second

interviewer has no further questions before closing the interview. 

The interviewer should accurately summarise what the interviewee has said, taking

account of any clarification that the interviewee wishes to make. 

Any questions the interviewee asks should be dealt with. 

The interviewer should then bring the interview to a conclusion by preparing a

witness statement if appropriate or, where the interviewee is a suspect, by

announcing the date and time before turning the recording equipment off. 

They should then explain to the interviewee what will happen next. Think about

asking, "do you have any complaints or concerns about the manner that we've

conducted this interview today?"

 

M A K I N G  S U R E  Y O U ' V E  C O V E R E D  A L L  T H E  E S S E N T I A L S  

Closure 
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Evaluation 

determining whether any further action is necessary 

determining how the interviewee’s account fits in with the rest of the

investigation 

reflecting on the interviewer’s performance

Following an interview, the interviewer needs to evaluate what has been said with a

view to: 

 

 



Our
invest igat ive
interv iewing
courses  are

conducted over
one or  two days
and encompass

the PEACE
model  and
gather ing

informat ion
through

interv iews

NEED BEST PRACTICE
INTERVIEW TRAINING? 

I f  your  staf f  are  responsi bl e  for
compl i ance or  i nvest i gat i on  then

i nvest i gat i ve  i nterv i ewi ng sk i l l s  are
essent i a l  



ADAPTING PEACE 

engage effectively and cover off on all administrative requirements for the

interview

address the person of interest's agenda by utilising free recall, not interrupting

and noting the key points on the timeline of events

Introduce the Investigator's agenda

Ask the interviewee to explain any difference to their account and the evidence

including overviewing statement evidence and introducing any exhibits

(documents, photos or CCTV)  

Address any points to prove or specific information required

The PEACE model is highly adaptable and best explained using two
important steps:

1) The interviewee's agenda (what they want to tell you) and 
2) The investigator's agenda (what you want to know) 

 The most important steps to follow are to firstly:

Following the POI's agenda and the investigator's probing in detail, the next step is

to:

Of course, there are many more facets to the PEACE model than these two steps,

and these can be explored and introduced to suit the situation, environment,

culture or demographic of the interviewee and the interviewer's organisation and

their needs.  
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