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Interesting Articles:
Energy-rich Gulf goes hungry
for gas. In the space of just 72
hours last week core OPEC oil
producer Kuwait lined up $15
billion worth of gas supply from

Dear All,
This month, we should have talked about how our clients have lived executive/direct search
experience with us. We will have to postpone it to next month. So I have decided to talk about
some candidates who may sometimes tend to distort the truth when it comes to talk about their
experience, knowledge and skills…salary package.
How can I get to know whether it is true or not true?

BP and Royal Dutch Shell to help

Next month, we will talk about how our clients have lived executive/direct search experience

meet soaring demand. So why is

with us and how they have benefited from our services.

it that Kuwait - along with
neighbouring OPEC powers Saudi
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Arabia and the United Arab Emirates - is left wanting for gas
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when the region houses around
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30 percent of the world's re-

How can I Get to Know Whether It Is True or Not?

sources? … Read More

HR nightmare: 90% Gen Y-ers
just won't stay for over 5
years. The vast majority of Gen-

First of all, it is important to be aware of the result of studies which show that we may be lied
from 10 times to 200 times per day! even though many of those are white lies. Another study
shows that strangers lied three times more within the first 10 minutes of meeting each other.

eration Y employees plan to stay

It clearly indicates the probability of being

less than five years with one em-

lied during an interview and vice-versa in-

ployer, according to a new survey

terviewers might not tell the truth as well. It

conducted by London Business

is such a paradox because we are mostly

School, of which 30 per cent sur-

mainly against lies so we cannot believe how

vey participants come from the

prevalent lying is. But if you look more

GCC region… Read More

closely, the plot actually thickens. We lie
more to strangers than we lie to coworkers.

Buzzword in GCC consulting
circles: ‘nation building’. The
governments of the Arabian Gulf
region have long been among the
world’s most ambitious – anyone

Extroverts lie more than introverts. Men lie
eight times more about themselves than
they do to other people.
Women lie more to protect other people. If you are an average married couple, you are going to
lie to your spouse in one out of every 10 interactions. Now you may think that is bad. If you are

who doubts this need look no

unmarried, that number drops to three.

further than the gleaming cities

However, we need to accept the following core proposition: lying is a cooperative act. Its power

they’ve managed to pull from the

emerges when someone else agrees to believe the lie.

sands of some of Earth’s most
unforgiving landscapes. Helping
governments work such magic
has proven lucrative business for
the region’s management consultants, with the market for selling advice to the GCC public sector now worth about $543m and
consistently growing at a rate of
more than 20 per cent a year…
Read More

So how can you be a lie spotter? Once again, we have to refer to Science. Trained lie spotters
get to the truth 90 percent of the time while others are only 54 percent accurate. Why is it so
easy to learn? There are good liars and there are bad liars. There are no real original liars. Because we all make the same mistakes, because we all use the same techniques, we could figure
out two main patterns of deception. The first common telltale sign is the non-contracted denial.
Studies show that people who are over-determined in their denial will resort to formal rather
than informal language. There is the distancing language as liars will unconsciously distance
themselves from their subject using language as their tool. In addition, qualifying language is
another sign such as “well, to tell you the truth…”, “in all candor” or simply repeating entirely
the question they were asked or going too much into details.
The second common telltale sign is of course body language. Let us use Science once again to get rid of our unconscious assumptions. While we think that liars fidget all
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the time, they are known to freeze the upper bodies when
they are lying. Second instance, while we think that liars will
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not look at you in the eyes, they look in the eyes too much
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to compensate for that myth. Thirdly, we think warmth and
smiles convey honesty, sincerity, a trained lie spotter can
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spot a fake smile a mile away. You can consciously contract
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the muscles in your cheeks but the real smile is in the eyes,
in the crow's feet of the eyes to be accurate which cannot be
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consciously contracted.
Having said that, if we look now at the hot spots especially during a conversation, an interview
for instance, can you start to find the hot spots to see the discrepancies between someone's
words and someone's actions? Even though it seems obvious, but when you're having a conversation with someone you suspect of deception, attitude is by far the most overlooked but telling
of indicators.

Find Us:

An honest person, to be cooperative and shows they are on your side, they are going to be enthusiastic and willing and helpful to getting you to the truth, to be willing to brainstorm, name
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suspects, and provide details. They are going to be infuriated if they sense they are wrongly
accused throughout the entire course of the interview, not just in flashes.
If you have exactly the same conversation with
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someone deceptive, they may be withdrawn, look
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-jerky. Ask a deceptive person to tell their story,

down, lower their voice, pause and be kind of herky
they will pepper it with way too much detail in all
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kinds of irrelevant places and they will tell their
story in strict chronological order. A trained inter-
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rogator will - in very subtle ways over the course of
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several hours - ask that person to tell that story
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backwards, and then they will watch them squirm,
and track which questions produce the highest vol-
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ume of deceptive tells. They do this because we all
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rarely rehearse our gestures.

do the same thing; we rehearse our words, but we
We might say "yes" but we shake our heads "no". When we tell very convincing stories, we

Follow Us:

slightly shrug our shoulders. We commit terrible crimes and we smile at the delight in getting
away with it without being punished.
Furthermore, Science has surfaced many more indicators. We know liars will shift their blink
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rate, point their feet towards an exit, they will take barrier objects and put them between themselves and the person that is interviewing them, they will alter their vocal tone, often making
their vocal tone much lower. However, these behaviors are just behaviors so they are not proof
of deception but just red flags. As a matter of fact, we are human beings so we make deceptive
flailing gestures all over the place all day long. They do not mean anything in and of themselves
but when you see clusters of them, that is your signal. You must look, listen, probe, ask some
hard questions, get out of that very comfortable mode of knowing, walk into curiosity mode,
ask more questions, have a little dignity, treat the person you are talking to with rapport. Be
cautious; do not try to pummel their subjects into submission, don't be too aggressive, it doesn't work.
Eventually, when you combine the science of recognising deception with the art of looking, listening, you exempt yourself from collaborating in a lie. You start up that path of being just a
little bit more explicit, because you signal to everyone around you.
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