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A questioning nature and professional skepticism are fundamental requirements for auditors to conduct
high quality audits and facilitate appropriate financial reporting. This study considers whether computer-
mediated communication (CMC) reduces auditors' questioning during interactions with the client,
compared to face-to-face (FTF) communication. We also examine how nonverbal cues commonly asso-
ciated with deception affect auditors' skeptical behavior. Based on partner interviews and a survey
comparing partners/managers with staff, we find that partners are concerned with the increased use of
CMC for a variety of reasons, and that staff are more comfortable using CMC in a wider array of audit
settings than are managers and partners. Experimental results based on Social Presence Theory (SPT)
demonstrate that FTF interactions include more content and follow-up questions (a key aspect of
skepticism) than CMC. Additionally, auditors engage in fewer relationship-building statements when
communicating electronically. Also consistent with SPT, auditors communicating electronically request
more documentation, though they ask fewer questions in general. Finally, using a unique measure of
auditor skepticism based on revealed behavior, we find that auditors were more skeptical if the
controller displayed nonverbal cues associated with deception, than when these specific cues were not
present or not observable (CMC). Our findings suggest that communication mediums with reduced
channels (e.g., no audio or visual channels), such as CMC, are less appropriate for complex and unique
problem solving tasks. When paired with the concern that younger staff auditors are more likely to
engage in CMC, skeptical behavior could be stunted in the modern audit environment, impacting
financial statement quality.

© 2018 Elsevier Ltd. All rights reserved.
1. Introduction

The quality of the audit process, and thus the financial state-
ments, is dependent upon the nature of the interactions and rela-
tionship between auditors and management who create the
financial statements (e.g., Arel, Brody, & Pany, 2005; Gibbins,
Salterio, & Webb, 2001; Pentland, 1993; Shaub, 2004). Auditors
are increasingly (and significantly) relying on computer-mediated
communication (CMC) with clients and within the audit team
(e.g., Baltes, Dickson, Sherman, Bauer, & LaGanke, 2002; Brazel,
Agoglia, & Hatfield, 2004; Teeter, Alles, & Vasarhelyi, 2014). This
study employs three sources of data to consider this complicated
communication environment: interviews with audit partners; a
.
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comparative survey of audit managers/partners and audit staff; and
an experiment conducted with audit staff.

Semi-structured interviews with audit partners across multiple
firms indicate a unanimous concern regarding the extent to which
staff-level auditors are communicatingwith clients via CMC instead
of in-person (see also Westermann, Bedard, & Early, 2015). Despite
efficiency advantages to CMC, these partners express concern that
by replacing face-to-face communications with CMC, younger audit
staff are not developing important client relationships and are not
learning how to “read” the client. Partners state that these re-
lationships are important both for improving client service and
their ability to obtain evidence.

We build on these interviews and prior research by conducting a
survey to compare the communication attitudes between man-
agers/partners and audit staff. While staff and partners agree on
audit staff's use of CMC for data-gathering tasks such as requesting
a list of journal entries or the minutes of a board meeting (i.e.,
ditors' proclivity for computer-mediated communication with clients
ty (2018), https://doi.org/10.1016/j.aos.2018.05.003
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1 While all face-to-face communications involve non-verbal cues/signals, in the
current study this manipulation involves the controller (confederate) deliberately
inserting certain non-verbal cues that convey an uncomfortableness and lack of
forthcomingness in response to the auditor's questions into his interaction with
participants (referred to as “FTF-dc” condition).

2 In our study, we consider “relationship-building statements” to be friendly or
personal statements that are considered “pleasantries,” but not directly related to
the audit issue. Examples include: “how are you doing today,” “hope you're having a
good day,” “looks like you're really busy today” or “hey, it's good to see you again.”

3 While it was possible to identify the potential valuation issue, it was designed
to be a “big picture” issue that would most likely be identified by higher-level
auditors based on the content of the workpapers. This design choice, developed
with the help of an international audit firm, was employed to avoid limiting the
questioning and evidence collection of auditors.
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document requests), they have different comfort levels for using
CMC (versus face-to-face (FTF) communication) regarding tasks
such as asking questions about a perpetrated fraud, investigating
fluctuations, or communicating a proposed adjustment to the
client. We find that staff auditors are generally more comfortable
using CMC in awider variety of audit situations, which is consistent
with research in contexts outside of accounting (e.g., Bergiel,
Bergiel, & Balsmeier, 2008; Lipnack & Stamps, 2000).

Our interview and survey findings suggest that CMC is likely
being used more often and in more situations than audit firms are
comfortable with. It is important to consider these findings in light
of the results of two other studies. First, Bennett and Hatfield (2013)
find that young auditors are often hesitant to engage older, more
knowledgeable client managers in a face-to-face manner due to a
social mismatch between the two parties. However, staff auditors
were more likely to communicate with the client manager via e-
mail, likely due to the equalization phenomenon that occurs with
CMC. Second, Saiewitz and Kida (2018) consider the other side of
these interactions and find that, when the auditor uses CMC to
request evidence, the client provides less evidence regarding a po-
tential adjustment compared to a telephone or “in-person” request.
While Bennett and Hatfield suggest that use of CMC increases the
likelihood that young auditors will interact with older audit man-
agers, Saiewitz and Kida suggest that the client will provide qual-
itatively different evidence when requests are made via CMC, thus
affecting both client and auditor judgments. We add to this litera-
turewith our experiment that addresses the concern that the use of
CMC may have specific limitations on the audit process.

Our experiment, rooted in Social Presence Theory (SPT), con-
siders how the use of CMC may influence the conduct of the audit
through the extent of auditors' questioning of the client, as well as
hinder the staff auditors' ability to build rapport and establish
working relationships with the client through commonplace ex-
changes (e.g. pleasantries such as “how are you today?”) (both key
concerns of interviewed partners). Social Presence is simply
defined as the awareness of those with whom one is communi-
cating. Compared to text alone (e.g. e-mail), audio channels
enhance social presence evenwhen visual channels are not present
(e.g., a telephone conversation), increasing meaning and under-
standing providing added elements such as tone of voice, pauses,
and speed. The existence of a visual channel (e.g., talking face-to-
face) further increases social presence by allowing for cues (e.g.,
facial expressions, body language, and talking distance) that can
alter the meaning of the audio channel alone, often in subconscious
ways (Short, Williams, & Christie, 1976). Additionally, visual cues
improve the synchronicity of interaction, indicating the level of
understanding (or lack of understanding), as well as signals
regarding whose turn it is to talk in the conversation. Therefore,
face-to-face (FTF) communication (with both visual and audio
channels relaying the message) is considered to have high social
presence, while communication methods that have neither visual
nor audio elements (e.g., text-only communications, such as e-
mail) have the least social presence (Christie, 1974).

Ultimately, SPT suggests that task performance improves as
features of the task better fit the communication mode. Less social
presence (e.g. CMC) is better fitted when the task requires relaying
specific information or when the questions to be asked are known
(Daft & Lengel, 1986; Heller, 2010; Noteberg, Benford, & Hunton,
2003; Short et al., 1976). Alternatively, FTF communication allows
for rapid responses, generating more interaction, and the discovery
of new questions to be asked (Short et al., 1976; Wilson&Williams,
1975). In an audit context, typical audit tasks include passive in-
formation requests, interactive problem solving, and combinations
of both. The use of CMC is more conducive to information/docu-
mentation requests (e.g., asking client for invoices, journal entries,
Please cite this article in press as: Bennett, G. B., & Hatfield, R. C., Staff au
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or client contracts), but CMC can potentially impede the number of
questions auditors ask directly of the client. Overusing CMC can
impede audit quality, since asking follow-up questions is a funda-
mental skeptical behavior (e.g., AICPA, 2013), which is a key
concern of interviewed partners.

A primary benefit to greater social presence is the ability to
observe and hear cues that are absent with CMC (Heller, 2010), also
a concern of interviewed partners. Certain nonverbal cues can
betray deception on the part of the information source (Frank,
1988; Valley, Moag, & Bazerman, 1998). Several meta-analyses
indicate that cues such as speech disturbance (“uh” or pauses), a
higher-pitched tone of voice when making a statement, and
decreased eye contact are associated with deception (e.g., DePaulo,
1992; Ekman, 1989; Zuckerman & Driver, 1985). We expect that the
observance of such cues will consciously, or subconsciously, cause
auditors to exhibit more skeptical behavior (Vrij & Semin, 1996)
relative towhen such cues do not occur in-person or not observable
via CMC.

Our experiment has three conditions: e-mail communication,
FTF communication (neutral), and FTF communication with
nonverbal cues of deception (FTF-dc).1 In the experiment, auditors
are given an audit task: follow-up on three accounts receivable
confirmations returned with exceptions noted by the audit client's
customers. In order to resolve these exceptions, staff auditors must
interact with the client controller (experimental confederate). We
find that when communicating electronically, auditors ask fewer
follow-up questions of the controller, have shorter overall in-
teractions, and engage in less “back and forths” in the conversation.
Further, auditors engage in fewer relationship-building statements
when using e-mail.2 It is interesting to note that, consistent with
SPT, auditors communicating electronically request more docu-
mentation though they ask fewer questions in general.

The second of the three confirmations was designed to be a very
complicated issue (i.e., potential inventory valuation issue) that
was unlikely to be resolved, allowing auditors ample opportunity to
ask a variety of questions.3 We clustered the deception-based cues
on this confirmation in the FTF-dc condition and measured skep-
ticism for all three conditions on this second confirmation only.
Using transcribed discussions between participants and the
controller, independent coders rate how skeptical the auditors
were in their questioning of the controller and of the information
being provided regarding this issue. This unique measure is based
on revealed characteristics, such as the probative nature of the
questions asked, as well as skeptical comments and/or workpaper
documentation requests (i.e., curiosity or willingness to go beyond
the client provided information to seek corroborative information).
When receiving nonverbal cues associated with deception, auditors
were more skeptical than both the “neutral” FTF condition (i.e., in
which the nonverbal cues were not related to deception) and the
CMC condition. The comparison to CMC addresses a key concern of
interviewed partners, that auditors behave less skeptically using
ditors' proclivity for computer-mediated communication with clients
ty (2018), https://doi.org/10.1016/j.aos.2018.05.003



4 Interviews averaged about 30minutes. Four were conducted via telephone. One
of the authors took notes of partners' responses during these discussions.
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CMC when they are unable to view such cues indicative of decep-
tion (or a lack of forthcomingness), relative to when these channels
of communication are available in-person.

The theoretical discussion and findings of this study are
important to the practice of auditing as well as to accounting
research. A central premise of this study is that communication
mediums with reduced channels (e.g., a lack of audio and visual
cues), such as CMC, are less appropriate for complex and unique
problem-solving tasks. It is important to note that, while our
experiment treats this communication choice as exogenous, it is
endogenous and the general preferences (demonstrated in our
survey findings) and social pressures (demonstrated in Bennett &
Hatfield, 2013) result in increased use of CMC. The current find-
ings need to be considered in this broader context of the in-
teractions between auditor and client. For example, while the
equalization phenomenon (Dubrovsky, Kiesler, & Sethna, 1991) may
break certain social barriers allowing young auditors to be more
engaging with older, more experienced client management
through the use of CMC, we find that this use of CMC does result in
specific limitations to auditor questioning and skepticism. Thus, our
results suggest that choice of communication mode should be
explicitly considered throughout the audit. The key is to appro-
priately match task with communication medium (Daft & Lengel,
1986; Short et al., 1976). Our results can help audit firms train
staff-level auditors regarding the explicit tradeoffs between
communication modes, as well as help firms consider audit
methodology adjustments to address these critical concerns. We
also contribute to skepticism literature by providing a different
measure of auditor skepticism: evaluation of auditor behavior
during an interview. While our study was not designed to test
auditors' ability to ferret out liars, it does demonstrate that as the
auditor perceives the client becoming less comfortable providing
information (through nonverbal cues), the auditor increases their
skepticism.

The remainder of the paper includes a discussion of the gener-
ational differences regarding the use of CMC in the next section;
hypotheses development in Section 3; and the experimental design
in Section 4. Section 5 presents the results followed by a discussion
of our findings and implications for accounting research in the final
section.

2. Comfort with the use of CMC: staff versus partners

Computer-mediated communication (CMC) has numerous ad-
vantages. For example, CMC allows information to be relayed be-
tween parties asynchronously, avoiding the need for people to be in
the same place at the same time and reducing scheduling conflicts
and travel costs (Heller, 2010). In an audit setting, staff-level audi-
tors consider their use of e-mails to client management as less
intrusive to client management (Bennett & Hatfield, 2013). Further,
CMC can reduce the individuals' perceived status differences during
communication that can prevent high-status communicators from
dominating discussions (Dubrovsky et al., 1991). Similarly, issues
associated with age, race, gender, and even physical handicaps can
be reduced with CMC (Bergiel et al., 2008; Nowak, 2003).

2.1. Partner interviews

Younger business professionals are more comfortable with CMC
than older professionals (Bergiel et al., 2008) and are more likely to
use CMC to avoid feeling intimidated when meeting with older,
more experienced client management in-person (Bennett &
Hatfield, 2013). Thus, CMC may help staff auditors gather more
information by reducing the potential for an uncomfortable face-
to-face interaction with the client. We first investigate the use of
Please cite this article in press as: Bennett, G. B., & Hatfield, R. C., Staff au
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CMC use by audit teams to communicate with the client by con-
ducting semi-structured interviews with six experienced partners
across multiple auditing firms. These partners all have more than
20 years of experience.4 Questions were open-ended (e.g., “What
are your thoughts regarding the use of electronic communication
by your audit team in communicating with the client?”). In-
terviewees were asked their opinions regarding auditors' use of
CMC with audit clients, including their concerns, whether or not
the current level was appropriate, and the benefits of CMC
compared to FTF communications with the client.

While all the partners interviewed recognize benefits to using
CMC, such as those discussed above, all of the partners also share
the concern that younger staff are not personally communicating
adequately with their clients and thus not asking enough follow-up
questions. A common example, stated by interviewed partners in
slightly different ways, involves an audit partner working at the
audit client for the day and noting that the younger staff never left
the audit room. At the end of the day, when the partner asks the
staff why they had not met with the client at all that day, the audit
staff responded that they had been interacting with the client
throughout the day via e-mail and electronic messaging. These
partners stress the importance of building personal relationships
with the client, stating that a good relationship is important for
client service, as well as improving the ability of the auditor to
obtain necessary evidence. Partners are also concerned that staff
need to learn to “read” the client and that “body language” is an
important aspect of evaluating client responses. Partners indicated
that the many skills related to dealing with different client situa-
tions (and developing into future managers) have to be learned
over time and through multiple interactions. To expand on these
partner interviews, we conduct a short survey to examine this
potential difference of perceptions.

2.2. Survey evidence

Fifty-four staff auditors and 39 managers and partners from two
Big Four firms and two regional firms were given a short survey.
Staff-level audit professionals had, on average, 1.95 years of audit
experience, while the manager/partner level professionals had
11.01 years of experience. Staff were approximately 24.80 years old
and were 54 percent female; managers and partners (combined)
averaged 34.54 years old andwere 38.50 percent female. In general,
both staff and managers/partners reported that approximately
forty percent of their communications with the client during audit
fieldwork was done FTF. However, audit staff reported using e-mail
more than managers/partners (49.3% compared to 38.5%, respec-
tively; p-value¼ 0.01, untabulated), and managers/partners were
more likely to use telecommunications to discuss matters with the
client (18.1%) versus staff auditors (8.8%; p-value< 0.01, untabu-
lated). Interestingly, on a scale of 1 (“Disagree”) to 7 (“Agree), audit
staff disagreed to a lesser extent than managers/partners that they
are able to determinemoods electronically (means of 3.43 and 2.95,
respectively; p-value¼ 0.08, one-tailed) or if someone is trying to
hide something (means of 3.00 and 2.54, respectively; p-
value¼ 0.06, one-tailed; Table 1, Panel A).

We asked survey participants about different audit situations in
which audit staff could communicate with the client via e-mail or
FTF interaction (i.e., staff were asked what they would do while
managers/partners were asked what staff should do). Our expec-
tations, based on the communication literature, are that younger
audit staff will be more likely to prefer e-mail interactions than
ditors' proclivity for computer-mediated communication with clients
ty (2018), https://doi.org/10.1016/j.aos.2018.05.003



Table 1
Survey responses.

Panel A: Auditors' Use of Electronic Communicationsa

Staff-level
Auditors

Managers &
Partners

Difference

Statement mean (SD) n mean (SD) n mean t-stat d.f. p-value

1 I can generally determine people’s moods when communicating with them electronically. 3.43 (1.69) 54 2.95 (1.56) 39 0.48 1.41 92 0.16
2 I can tell when people are trying to hide something from me when communicating with them electronically. 3.00 (1.52) 54 2.54 (1.32) 39 0.46 1.56 92 0.12
3 After a job interview, it is appropriate to send thank-you message via email rather than sending a handwritten thank-you note. 4.13 (2.03) 54 4.72 (1.93) 39 (0.59) 1.42 92 0.16
4 It is appropriate to send condolences via e-mail after a work colleague has had a family member pass away. 3.98 (1.95) 52 3.90 (2.11) 39 0.08 0.19 90 0.85
5 I would rather meet with my superior face-to-face for annual performance evaluation than to only have an electronic review

(i.e., narratives and assessment communicated via email or another electronic system).
6.60 (0.97) 53 6.77 (0.54) 39 (0.17) 1.05 91 0.30

6 E-mail should be used as the primary form of communication in business settings. 3.38 (1.56) 53 2.68 (1.51) 39 0.69 2.13 91 0.03

Panel B: Auditor Communications in Given Audit Scenariosb

Staff-level
Auditors

Managers &
Partners

Difference

Statement mean (SD) n mean (SD) n mean t-stat d.f. p-value

1 How would youc request the Controller to provide a listing of all journal entries made during the year? 7.24 (2.98) 54 7.77 (2.45) 39 (0.53) 0.94 93 0.35
2 During discussions with payroll staff, the audit team learns that an employee had been fired for stealing inventory from the

company. The staff/senior has a couple of questions to ask the Plant Controller to verify this information. How would youc ask
these questions?

1.96 (1.18) 54 1.44 (0.82) 39 0.53 2.53 93 0.01

3 During the week, the audit team identified several minor (immaterial) audit adjustments. The manager wanted the staff/senior
to bring these to the client’s attention, even though they were immaterial, for their review and consideration. How would youc

communicate these items to the client?

3.78 (2.68) 54 3.05 (2.38) 39 0.73 1.37 93 0.17

4 The audit team noticed that while the accounts receivable balance at year-end has increased, the allowance for doubtful
accounts has not. They would like to know the policy on how the allowance is calculated by management. If given this task, how
would youc ask how the estimate was calculated?

4.28 (2.74) 54 3.26 (2.47) 39 1.02 1.88 93 0.06

5 During testwork regarding revenue, you noted that one large sale was not accounted for in the proper period. The audit team has
an audit adjustment to propose to management. If given this task, how would youc communicate the details of the adjustment
and proposed entry?

2.76 (2.27) 54 1.76 (1.19) 39 1.00 2.73 93 0.02

6 How would youc request the company’s secretary to provide the minutes of the Board of Director’s Meetings? 8.96 (2.25) 54 8.87 (2.54) 39 0.09 0.18 93 0.86
7 In discussing the performance of the company during the audited year, the CFO said that it had been a strong year for the

company. However, the audit team noted that Inventory Turnover had decreased, indicating that inventory was moving more
slowly than in prior years. If given this task, how would youc follow-up to ask about inventory levels during the year?

3.65 (2.23) 54 3.23 (2.02) 39 0.42 0.94 93 0.35

8 How would youc request supporting documentation for a selected sample of payments made during the year (e.g. sample of
check numbers) in order to test the disbursement approval process?

8.80 (2.18) 54 8.90 (1.73) 39 (0.10) 0.25 93 0.80

9 The staff is in the process of clearing review for the engagement. For one review note, it asks the staff to check with the Accounts
Payable Clerk to make sure there have not been any changes to the accounts payable process. How would youc typically
communicate with him/her to obtain this information?

6.19 (2.83) 54 5.00 (2.94) 39 1.19 1.93 93 0.06

10 When working on an audit engagement for the first time, how would youc generally interact with members of client personnel
during an average day in audit fieldwork?

5.33 (2.61) 54 3.80 (1.74) 39 1.54 3.41 93 < 0.01

a For each provided statement, participants responded on a scale of 1-7 where 1 represents 'Disagree' and 7 represents 'Agree'.
b For each provided statement, participants responded using a scale of 1-11 where 1 represents 'Definitely Meet In-Person' and 11 represents 'Definitely E-mail Request'.
c Staff receiving the survey received the language above (i.e., “how would you…”) while managers and partners were asked “how should a staff/senior…”
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older managers and partners (Bergiel et al., 2008; Lipnack &
Stamps, 2000). Participants responded on an eleven-point Likert-
type scale (1¼ “definitely meet in-person” and 11¼ “definitely e-
mail request”). Audit staff and partners had similar preferences for
situations requiring the conveyance of documentation, such as a
request for a listing of journal entries (7.24 vs 7.77 respectively; p-
value¼ 0.35, two-tailed) or a request for minutes of a board
meeting (8.96 vs 8.87 respectively; p-value¼ 0.86, two-tailed) (See
Table 1, Panel B.). These results indicate that both staff-level and
manager/partner-level audit professionals prefer staff to use a
communication method with less social presence when requesting
documentation from the client.

However, on more complicated issues that may require further
discussion and explanation, staff and manager/partner responses
were generally somewhat different (See Table 1, Panel B), indicating
a difference in comfort level regarding the use of CMC between
partners and staff. For example, staff-level auditors preferred e-
mail more than managers/partners when a staff auditor needs to
check with the accounts payable clerk for differences in the ac-
counts payable process (means of 6.19 vs 5.00, respectively; p-
value¼ 0.03, one-tailed). Staff auditors also preferred CMC (4.28)
more than partners/managers (3.26; p-value¼ 0.03, one-tailed)
when asking the client how a receivable balance was calculated.
In a setting where client relationship building is key e interacting
with a new client e staff also preferred CMC more than FTF,
compared to partners' preferences (5.3 vs 3.8, respectively; p-
value< 0.01). Even in highly sensitive issues, staff are more likely to
use CMC than partners believe they should (e.g., proposing an
adjustment: 2.76 vs 1.76, respectively; p-value< 0.01, one-tailed;
for questions regarding employee fraud: 1.96 vs 1.44, respec-
tively; p-value< 0.01, one-tailed). While the means in these situa-
tions, for both groups, is generally under the midpoint suggesting
overall preference for FTF communication, we are not necessarily
trying to extrapolate behavior in these specific situations, but
rather demonstrate a general pattern where staff appear more
comfortable with CMC. We do not find statistical significance be-
tween staff and partners' views in the other two proposed situa-
tions, though the pattern of responses is consistent. Overall, these
findings suggest that staff auditors are more comfortable using
CMC in a broader range of client interactions than are partners in
our sample.5

In open-ended questions, partners and managers responded
very similarly to the interviewed partners. They display concerns
that staff were not meeting with the client enough, were not
learning client-management skills and developing as a profes-
sional, were not asking “real-time” follow-up questions, and were
not developing a relationship with the client. The example pro-
vided in the interviews was echoed several times, that partners
observe staff and seniors sitting all day at their computer without
engaging the client in-person, and that this behavior is increasing.

While these survey results are not definitive, the expected dif-
ferences in attitude certainly emerge. It is important to consider
other aspects of the audit environment that push staff toward CMC.
In a situation designed for FTF interaction, Bennett and Hatfield
(2013) demonstrate that young auditors (masters students with
2.5 months audit internships) will forgo FTF interaction with the
client due to social pressures created by differences in age and
experience and by interrupting the client's work (over 60 percent of
audit staff avoided the interaction). By doing so, auditors obtain less
5 While age is different in our sample, so is experience. It is possible that expe-
rience with the firm alters perceptions of when CMC is appropriate. Therefore, we
do not demonstrate a generational or age effect, as has prior research, but rather a
position difference, which is likely a function of age and experience.
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information, many reaching the wrong conclusion and/or doc-
umenting their conclusion vaguely with regard to the extent of
evidence obtained. That study suggests that, beyond the general
preferences that we demonstrate in our survey, staff auditors have
strong situational factors that increase the likelihood that they will
choose CMC in the field. Thus, in light of Bennett and Hatfield
(2013) findings suggesting that staff auditors may utilize CMC
more heavily in certain situations and our survey findings that audit
partners are concerned about potential negative effects to staff
auditors utilizing CMC (i.e., without face-to-face interaction, the
staff's ability to “read” the client is reduced, as well as their ability
to foster the auditor-client relationship), we consider the potential
negative effects of utilizing CMC on the audit evidence gathering
process.

3. Hypotheses development

Professional Skepticism is an attitude that includes “critical
assessment of audit evidence” (AICPA, 2010, 7; PCAOB, 2010b),
which includes a disposition of inquiry. Inquiry involves seeking
information from knowledgeable persons and should include
consideration of client reactions and asking follow-up questions
(AICPA, 2013). Lee and Welker (2007) suggest that extensive
questioning creates an environment that induces a skeptical
mindset in auditors. Standards specifically discuss the importance
of follow-up questions as a way to discover issues, for example the
circumvention of controls or indicators of fraud (PCAOB, 2010a),
and as a premise to modify audit procedures or perform additional
procedures (AICPA, 2013; PCAOB, 2010b). Chen, Kelly, and Salterio
(2012) find that an audit environment including such questioning
can deter earnings management. Given the importance of audit
inquiry, and particularly follow-up questions (a specific concern
reported in our partner interviews), we consider how the
communication medium lends itself to this aspect of auditing.

3.1. Electronic vs. face-to-face communication: Social Presence
Theory

In most industries, electronic communication is growing at a
rapid rate (Heller, 2010). In auditing, electronic communication has
become routine among audit team members (e.g., Brazel et al.,
2004) and has increased even more since the development of
electronic workpapers (e.g., Agoglia, Hatfield, & Brazel, 2009).
Further, the rise of “remote audits” and “distributed teams” has
resulted in increased use of technology to communicate among
team members (Teeter et al., 2014), leading to saving labor costs
through off-shoring as well as audit efficiencies. A key advantage of
electronic communications among audit team members is that it
allowsmanagers and partners to reviewmultiple jobs from a single
location, thus reducing the time and cost of travel, improving audit
efficiency (Agoglia, Brazel, Hatfield, & Jackson, 2010). Beyond the
review process, electronic communication between auditors and
their clients is increasing as well (Noteberg et al., 2003). While
research (Agoglia et al., 2010) and anecdotal information suggest
that audit firms perceive FTF communication to be superior, our
survey evidence suggests that the preferred use of CMC in a typical
audit may be different for staff auditors relative to older members
of the audit team reviewing their work.

Social Presence Theory (SPT) was originally developed by Short
et al. (1976) to consider the effectiveness of communicating via
telephone (lacking visual cues) relative to FTF. This theory con-
tinues to be expanded and is quite relevant to modern electronic
communication methods. Areas as diverse as conflict resolution
(Larson, 2003), business communications (Sethi & Adhikari, 2009),
and on-line education (Wei & Chen, 2012) consider the extent to
ditors' proclivity for computer-mediated communication with clients
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which social presences influences the effectiveness and acceptance
of CMC. Social presence is the level of awareness of the other person
in a particular communication medium. FTF communication has
the highest social presence, including three primary channels of
communication: textual, audio, and visual (Short et al., 1976). Visual
channels of communication can enhance or even change the
meaning of the other channels (Bergiel et al., 2008), as well as
improve synchronicity of communication allowing for quicker ad-
justments within the interaction (Storper & Venables, 2004). For
example, eye contact, nods, and facial expressions can indicate that
there is mutual understanding (or a lack of understanding), when
thoughts are completed, and that the other person should respond
(Argyle, 1969). Greater synchronicity results in more conversation,
including more questions, and quicker convergence of
understanding.

Removing channels from the interaction hinders this process.
For example, Wilson and Williams (1975) demonstrate that when
the visual channel is removed (e.g., telecommunication), in-
teractions are changed. They analyze the Watergate transcripts
(consisting of telephone and FTF communication) and find less
feedback in telephone communication (i.e., less social presence)
relative to FTF communication. While they find telephone conver-
sations include audio feedback to replace nonverbal cues (e.g., “I
quite agree”), FTF communication was longer, had more agree-
ments and disagreements, and included more questions. Their
general finding was that better synchronized discussion in FTF
communication leads to more content, relative to telecommuni-
cation. CMC, such as e-mail, has the least social presence (having
only textual communication), making synchronous interaction
more difficult.6

SPT highlights the importance of matching the medium of
communication to the information task. For example, greater social
presence improves task outcomes where the goal is information
convergence, which involves reaching agreements or solutions
through knowledge sharing, which benefits from immediate
feedback. However, when the goal is information conveyance,
greater social presence does not improve outcomes (Murthy& Kerr,
2003). Similarly, Carey and Kacmar (1997) find that FTF commu-
nication improves the solutions for complex tasks but not for
simple tasks. Overall, research suggests that when the exact ques-
tions are known or simple information conveyance is required,
fewer channels (low social presence) allow focus on the simple
information at hand, as well as the ability to reread textual com-
munications, and improve communication in such settings (Short
et al., 1976). However, if problems become complicated, if the
appropriate questions are not known (i.e., uncertainty exists), or if
conflicts may arise, then greater social presence improves
communication (Daft & Lengel, 1986; Noteberg et al., 2003; Short
et al., 1976). Greater synchronicity of communication afforded by
mediums with higher social presence creates a dialogue, with more
immediate feedback to questions and the ability to ask subsequent
(previously unconsidered) questions based on responses (Short
et al., 1976).

Audit tasks vary in nature and thus differ in their need for social
6 Although we choose e-mail as the form of CMC in our experimental design, we
acknowledge that other forms of CMC may have characteristics that align more
closely with mediums with higher social presence. For example, texting or instant
messaging may lend itself to more “back-and-forth” discussions and shorter
response times, but still lacks visual cues of in-person discussions. While advances
in technologies, along with surrogates for visual cues (e.g. emoji icons), may
enhance social presence, we use e-mail both to test the underlying theory (SPT) by
eliciting the strongest effect size in our experiment and to mirror current audit
practices, which typically do not include texting or instant messaging the client on
significant, audit-related issues.
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presence. As discussed in the survey above, if the auditor simply
needs a listing of journal entries, CMC is likely a better way to
request the information. This finding is consistent with Heller, 2010
claim that CMC is best for simple information seeking. The asyn-
chronous nature of the requests allows the client to provide the
required informationwhen they have available time, which is more
efficient for both parties and, thus, more likely to be appreciated by
the client (e.g., avoiding interrupting the client (Bennett & Hatfield,
2013)). Additionally, interviewed/surveyed partners indicate
another key benefit to CMC is the audit trail of communication.
Conversely, other tasks, such as the explanation of a fluctuation,
would be better served via a communication method with more
social presence. In such a vague task, the exact questions are un-
known, and the client's reaction to questions may be an important
part of the information gathered by the auditor (AICPA, 2013). Many
audit tasks require the auditor to both request documentation and
ask client management for explanations or clarification. Staff au-
ditors spend a considerable amount of time with the client during
fieldwork (Bennett & Hatfield, 2013), and their preference for CMC
(as suggested in our survey results) is especially important in light
of their significant involvement in gathering audit evidence. Yet,
auditors are different than information seekers in prior communi-
cations research in that they are trained to be skeptical and are
subject to professional standards that describe the need for inquiry.

The above discussion describes the strength of FTF interaction as
involving more synchronous discussion, resulting in greater ques-
tioning by auditors. This leads to the general expectation that across
audit issues, auditors will be more questioning when communi-
cating FTF. In an auditing task, increased questioning represents
increased skeptical behavior (AICPA, 2013; PCAOB, 2010b). The
discussion of SPT above also suggests that CMC lends itself to in-
formation conveyance, such that auditors, across audit issues, will
be more likely to use this communication to request documenta-
tion than when discussing the issues in-person. This leads to the
following hypotheses:

H1. Auditors will ask the client more follow-up questions when
communicating FTF than when using CMC.

H2. Auditors will request more documentation from the client
when using CMC than when communicating FTF.

Staff-level auditors often do not have an established relationship
with the audit client like other members of the audit team (e.g.,
managers and partners). Interviewed audit partners are concerned
that staff auditors are not sufficiently building these new re-
lationships when using CMC to communicate with the audit client.
These partners view a strong auditor-client relationship as critical
to the audit process, as working with the client provides auditors'
with opportunities to assess client's competencies and abilities, as
well as gain a better understanding of what the client is
communicating.

Prior communication research suggests that greater social
presence results in an increased level of social interaction (Kreijns,
Kirshner & Jochems, 2003). Benefits to communication modes high
in social presence (e.g. FTF) includes the synchronicity of the two
parties' communication, as well as the ability to more quickly form
impressions about the other party (Walther, 1993). Societal norms
have evolved to include an expected “order” to a conversation, in
which one party initiates the conversation in a manner that opti-
mizes the other person's willingness to engage (e.g. “Hi, how are
you today?”; “I could use your assistance on this matter.”) (Clark,
1996). When communications are initiated in-person, the two
parties are able to read additional non-verbal cues from the other
person (such as tone, facial expressions, and body language) that
assist in determining whether to engage in a conversation. For
ditors' proclivity for computer-mediated communication with clients
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Table 2
Summary of experiment participant demographics.

E-mail FTF FTF-dc Summary

n 21 20 19 60
Female 8 11 5 24
Male 13 9 14 36

Mean Experience (in months)a 20.35 19.23 22.11 20.53

a Mean Experience represents the mean audit experience, including internships,
(in months) for the participants.
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example, one's tone of voice or body language may convey urgency
or hesitation in engaging in a conversation, which could influence
the other party's subsequent actions.

In CMC, with less social presence to convey such cues, these
initial statements aremore formal and less personable (Clark, 1996;
Walther, 1993). In fact, prior research examining text-only
communication (i.e. e-mail) finds that CMC between parties tends
to be more task-oriented and less “socially-oriented” in earlier
stages of the relationship (Walther, Anderson, & Park, 1994). While
this changes over time as a relationship is built (i.e. the two parties
include more socially-oriented statements as more dialogue is
exchanged), CMC takes longer than communicating FTF to develop
a rapport (Walther et al., 1994). We examine the differential level of
socially-oriented statements as it is an important antecedent to
building relationships with the client, a key concern of our inter-
viewed and surveyed partners.

Thus, given that these relationships between staff-level auditors
and client management are not yet well-established, we anticipate
FTF communications with greater social presence to foster greater
social interaction more quickly between the two parties. That is,
staff auditors communicating FTF with the client will include more
simple friendly or personal statements, such as “how are you?” and
“it's good to see you” in communicating with the client. Conversely,
staff auditors' dialogue with the client via CMC will be more task-
oriented and use fewer relationship-building statements. While
personal statements and dialogue are unrelated to the audit task, it
is helpful in building rapport with the client (see footnote 2 for
examples). This leads to the third hypothesis:

H3. Auditors will make more relationship-building statements
when communicating with the client FTF than when using CMC.
7 We obtained the majority of participants at two offices of a “Big Four” ac-
counting firm, while others completed the experiment at a location other than their
respective firms' office. The results reported do not differ based on data collection
site.

8 Despite random assignment, the ratios of male/female appear different across
conditions. However, only the two FTF conditions approach marginal significance
with regard to the difference (Fisher's p-value¼ 0.11).All analyses are unchanged
when gender is included as a control variable, and gender is never significant in the
analyses (all p-values> 0.25).
3.2. Deception cues

While additional FTF communications utilizes audio and visual
channels that promote synchronicity between the parties (having
both qualitative and quantitative effects on the discussion), the use
of audio and visual channels also provide nonverbal cues that could
raise doubts as to the veracity of the communicator. Frequency of
bodymovements, speech disturbances (pauses and/or “uhs”), and a
higher pitched tone of voice are indicators of potential deception
(e.g., DePaulo, 1992; Ekman, 1989; Vrij & Semin, 1996). These cues
are subtle and difficult to explicitly act on, but they likely influence
individuals, perhaps without them knowing why (Vrij & Semin,
1996). Thus, witnessing such cues provides an additional benefit
to FTF communications. Conversely, electronic communication is
both asynchronous and limited to text, thereby allowing the sender
to carefully craft his/her message to avoid further scrutiny.

Auditors face many situations that potentially involve aspects of
deception by their clients. While outright fraud is relatively rare
(Loebbecke, Eining, & Willingham, 1989), clients may simply
attempt to avoid conveying certain information without lying. A
key aspect of audit inquiry, as it relates to professional skepticism, is
the consideration of client reactions to questions (AICPA, 2013).
While prior research suggests that individuals in general are not
skilled at detecting deceivers, we expect that if clients' reactions
create concerns over their forthcomingness, auditors' questioning
of the client should intensify. Thus, we anticipate auditors' re-
actions to cues related to deception to change their attitude toward
the client. While the number of questions can be indicative of
professional skepticism, skepticism is defined as an attitude (e.g., a
questioning mind and critical assessment) (AICPA, 2010; PCAOB,
2012). We therefore expect that these non-verbal cues of decep-
tion will cause auditors to display a more skeptical attitude
(perhaps not consciously, Vrij & Semin, 1996), altering the tone of
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their questioning and documentation requests, causing them to ask
more probing questions, scrutinize responses, and demonstrating
greater curiosity in general.

Unlike the prior hypotheses, this expectation is limited to situ-
ations where the audit issue is more complex, requiring greater
interaction between auditor and client. Based on this discussion of
theory and the auditor's role, we expect auditor's skepticism to be
aroused by cues indicative of potential deception. That is, in FTF
communications in which the client displays deception cues (in
addition to other nonverbal cues inherent in all FTF communica-
tions), auditors' skepticismwill increase. Further, since auditors are
receiving these additional cues related to deception via visual and
audio channels, their level of skepticism will be greater than those
in the CMC condition, who never had the opportunity to experience
such cues.

H4. When the client displays nonverbal cues related to deception,
auditors will behave more skeptically relative to FTF interactions
where no such cues are displayed and to CMC interactions where
such cues are unobservable.
4. Experiment

4.1. Participants

To examine the proposed hypotheses, we conduct a 3� 1,
between-subjects experiment. Participants in the study included
staff-level audit professionals from three of the four international
accounting firms and one regional firm.7 Participants were 40
percent female, with approximately 20.53 months of average full-
time work experience. See Table 2 for experience level by
condition.8

4.2. Experimental audit case

Directions and case materials were administered to the partic-
ipants on a computer. As noted in the instructions to the case,
participants assumed the role of a staff-level audit professional on a
hypothetical audit engagement. After presentation of instructions
and client background, participants in all three conditions were
taken to meet an experimental confederate in-person, who was in
ditors' proclivity for computer-mediated communication with clients
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Fig. 1. Experimental design.
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the role of the corporate controller.9 This personal, live introduction
was kept consistent between all three conditions in order to give
the participants a “baseline”meeting with the controller, to provide
them with a face and initial “impression” for subsequent commu-
nications, and to provide participants the experience and knowl-
edge that they will be communicating with a “real person.” After
the introduction, participants were asked to complete testwork on
accounts receivable confirmations.

To complete the testwork, participants reviewed three accounts
receivable confirmations that had been returned with potential
discrepancies between the customer's records and the audit client's
records. As part of the assigned task, participants were to deter-
mine the nature of each discrepancy and conclude on accounts
receivable testwork. Upon reviewing each of the three returned
accounts receivable confirmation with noted discrepancies, par-
ticipants could request more information from the controller.10 See
Fig. 1 for an overview of the experimental design.

In the second contact with the controller (either FTF or via CMC),
the participant received more information regarding the confir-
mations. In the FTF conditions, these discussions were audio taped,
and the electronic audio files were collected by a third party and
sent to an independent transcriber who created a written tran-
script.11 In the CMC conditions, the e-mail communications be-
tween the two parties were retained for analysis. In all conditions,
the controller's answers/narrative and provided documentation to
the auditors were the same, dependent on the auditor's questions
9 The experimental confederate was a former accounting professional with
public accounting experience (participants were told of the confederate's experi-
ence and that he was in the role of controller, not an actual controller). To avoid a
potentially intimidating situation for staff auditors meeting with the confederate
(e.g., Bennett & Hatfield, 2013), the confederate was not significantly older than
participants and maintained a pleasant demeanor.
10 It is important to note that participants have to choose whether to follow-up
with the controller (i.e., experimental confederate) in order to resolve issues and
complete testwork (i.e., they were not forced into contacting the controller a second
time). All participants chose to request more information, indicating that partici-
pants were well-matched to the task and that they did not perceive the controller
to be “mismatched” in age/knowledge, which could potentially inhibit
communication.
11 The authors did not have access to the audio file itself, only to the transcribed
narrative.
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and requests. The Appendix provides a copy of the script used by
the experimental confederate in responding to anticipated ques-
tions. This script was used for questions asked in both FTF condi-
tions, as well as in response via e-mail in the CMC condition. The
nature of the participant's question directed the conversation, as
well as what information and which documents the controller
provided. Therefore, the participant's inquiries and follow-up
questions were important to the information/evidence gathering
process as, similar to a real audit scenario, their questions drove the
type of evidence and knowledge received from client
management.12

Although all three confirmations were provided simultaneously
to the participant for initial review, the confirmations contained
different issues and seeded problems.13 On the first and third
confirmation, the client's customer noted that one of the shipments
of goods had not been received by year-end andwas not considered
a payable as of year-end on its books (and, conversely, indicated
that the order related to the shipment should not have been
considered a revenue and receivable by the audit client at year-
end). The controller's responses and respective documentation
regarding the shipment noted on the first confirmation indicate
that the order had been appropriately included in receivables, as
the shipping terms for that shipment were FOB shipping point.
However, shipping terms were FOB destination for the order noted
on the third confirmation and should not have been included in the
client's accounts receivable.

On the second confirmation, the customer noted that they paid
less than what was requested by the auditor to confirm (i.e., what
12 While the researchers tried to anticipate all possible questions that could be
asked during the task (and provided the confederate with appropriate responses),
the design of the study and task, how the staff phrased their questions, the order
and flow of the conversation, how documents were described, and the specificity of
the questions was unknown. Thus, the confederate needed an accounting back-
ground and the ability/willingness to memorize a script and respond to questions
accordingly.
13 Confirmations and seeded issues were reviewed by two audit partners, with
consideration that staff-level auditors would be the targeted participants. Based on
discussions with these partners, the tasks and seeded issues were amended to help
ensure that the information was appropriate and that the confederate's responses
were logical.

ditors' proclivity for computer-mediated communication with clients
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the audit client's records showed as a receivable at year-end).14

Participants would have to ask a series of questions about the
purpose of the discount to uncover a potential valuation concerns.15

It is to be noted that the complexity and ambiguity of the issues
associatedwith the second returned confirmationwere intentional,
providing a rich context in order for the dependent variables of
interest (described below) to be measured. This design choice al-
lows for continued questions, as it is unlikely to produce an un-
equivocal solution. As previously noted, these issues were
discussed with audit partners in practice, in order to ensure the
logic and reasoning of potential questions and responses as well as
the appropriate depth of the issue in order to illicit sufficient,
measurable dialogue between the auditor and audit client. At the
end of the audit task, participants were asked to conclude on each
of the three confirmations. Participants then responded to ques-
tions regarding their perceptions of the audit client and provided
demographic information.

4.2.1. Independent variables
To test the hypotheses, we manipulate whether (after the initial

face-to-face meeting with the controller), the participant was
provided the opportunity to meet with the controller face-to-face
(FTF and FTF-dc) or to e-mail him to ask questions regarding the
confirmations (CMC). Roughly one-third communicated with the
controller via e-mail, one-third communicated with the controller
face-to-face without any planned nonverbal cues related to
deception (FTF), and one-third communicated with the controller
exhibiting nonverbal cues indicative of deception (e.g., pauses,
rubbing his face, avoiding eye contract, and “umm's”) (FTF-dc).16

Following deception and interviewing literature, we cluster these
cues around a single aspect of the questioning (Confirmation 2) and
provide a “baseline” behavior during the introduction and Confir-
mation 1 questioning (Schafer, 2010). Assignment to the three
conditions was random.While the information and documentation
provided was the same across conditions (dependent on the au-
ditor's line of questioning), deception cues in the third condition
occurred when asked about the second and/or third confirma-
tions.17 Assuming that the auditor would want to talk about the
14 If asked about the discrepancy, the controller explained that the customer
received a discount, resulting in a difference in what was paid ($18,000) relative to
what was recorded as accounts receivable at year-end ($19,900), which was re-
flected on the confirmation in question. Again, based on the auditor's questions, the
controller would further explain that customers can receive discounts for paying
“early.” If the auditor requested documentation (i.e. the invoice) to verify such
discount, the participant may notice (and question) why the amount was much
greater than the 2% discount per the terms of payment on the invoice, (specifically
stated as 2/10, net 30). Upon further questioning, the controller would state that the
discount was approved (by the sales manager) and given to the customer in order
to remain competitive and keep the customer from purchasing a competing
product with another company. This lowering of the product's purchase price might
be indicative of lower market value, questioning whether there were valuation
issues (i.e., lower of cost or market issues).
15 Although the participant was not given enough information to make this
conclusion on his/her own (e.g., the products' historical cost, margin), these facts
indicate that there is at least a possibility of a valuation issue of inventory.
16 The confederate was instructed to use some specific nonverbal cues associated
with deception (i.e., touching face, avoiding eye contact, using audible non-words
such as “uhs”, interject pauses) while providing the same information as in the
other FTF condition in which the cues were absent. While participants in the FTF-dc
condition viewed the controller as less credible, there were no differences
regarding perceptions of his honesty. Even though the experimental confederate
had to know when to insert these specific nonverbal cues, as well as memorize the
script of what information he was to provide when asked, he was blind to
hypotheses.
17 Great care was taken to ensure that these deception cues occurred in the same
point of discussion and attached to the same responses, including extensive
rehearsal by the experimental confederate. See Appendix for the script provided to
the confederate to use in all conditions.
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confirmations in the order presented (even though all were pre-
sented prior to meeting with the controller), having the initial
meeting as well as discussion about the first confirmation provided
“baseline” behavior of how the controller responds to questions
and of his overall demeanor.18

4.2.2. Dependent variables
The dependent variables of interest represent the extent of in-

formation gathering and skepticism of the auditors when
communicating with the controller. Based on the transcripts of the
discussions and e-mail correspondence, we measure quantifiable
characteristics of the discussions, including (a) the number of
questions asked, (b) the number of exchanges (“back-and-forths”)
between the two parties, (c) the number of documents requested,
and (d) the number of relationship-building statements.

Additionally, independent coders (blind to condition), whowere
former experienced auditors, rated the skepticism of the discus-
sions regarding the second confirmation, using an eleven-point,
Likert-type scale (0¼ “Not at all skeptical” to 10¼ “Highly skep-
tical”).19 The two coders were instructed to rate the auditor's
skepticism based on the conversation itself, including the line of
questioning, what (and why) documentations were requested, and
the purpose and nature of any follow-up questions asked. After the
completion of the coding, the two coders articulated their logic
behind how the skepticism scores were assessed. They stated that
for participants to receive high scores on the professional skepti-
cism measure, they had to ask valuable, related questions, not just
questions for the sake of asking questions. For example, an auditor
simply requesting an invoice (which was needed) was not enough
to get a high score on skepticism. If they followed-up on responses
the client gave and really tried to understand what the client was
saying, it was indicative of more skeptical behavior. Essentially,
when given a response by the client, the auditor participants would
have to demonstrate curiosity and a willingness to dig further to
corroborate information that was provided. Conversely, a very low
score usually represented that the auditor took what the client had
to say at face value and did not ask such questions, simply accepting
that the explanationwas truewithout verification or corroboration.

This unique measure, which attempts to measure participants'
demonstrated skeptical attitude, is not a mechanical combination
of number of questions or specific documents requested. Rather,
the measure captures the raters' perceptions of the auditor's
questioning based on, among other things, the probing nature of
the questions, the auditor's need for corroboration, and their
demonstrated scrutiny of client-provided information, as well as
the tenor of the auditor's comments.

5. Results

5.1. Manipulation check

As previously mentioned, the information given to participants
was dependent on the questions asked and documentation
requested, not on the condition to which the participant was
assigned. Therefore, between face-to-face and e-mail, we asked
18 Upon review of transcribed conversations, participants did request further
explanation and/or information pertaining to Confirmation 1 from the controller
before discussing Confirmation 2 and Confirmation 3. Therefore, the “baseline” was
able to be obtained.
19 Both independent coders were doctoral students (both CPAs) with more than
four years work experience each as independent auditors in public accounting. Both
coders were blind to condition and resolved differences between themselves, in-
dependent of the authors. Interrater agreement was high (Cronbach's
Alpha¼ 0.826; p-value< 0.001).
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Table 3
Auditors' Perceptions of controller (experimental confederate).

Condition

means (standard deviation) Comparisons between Conditions

Perception Statement Providedb E-mail FTF FTF-dca all FTF A vs. B A vs. C A vs. D B vs. C

n ¼ 21 n ¼ 20 n ¼ 19 n ¼ 39 d.f. ¼ 40 d.f. ¼ 39 d.f. ¼ 59 d.f. ¼ 38

A B C D t-stat p-valuec t-stat p-valuec t-stat p-valuec t-stat p-valuec

“Mr. Adams was approachable” 6.00 7.15 6.21 6.69 1.77 0.04 0.36 0.36 1.26 0.11 1.6 0.06
(2.10) (2.06) (1.58) (1.88)

“Mr. Adams was honest in his responses to my question(s)” 5.62 5.60 4.89 5.26 0.03 0.49 1.16 0.13 0.68 0.25 1.07 0.15
(1.94) (2.11) (2.00) (2.06)

“Mr. Adams was willing to help” 6.00 6.15 5.68 5.92 0.23 0.41 0.46 0.32 0.13 0.45 0.79 0.22
(2.41) (1.79) (1.88) (1.82)

“Mr. Adams was credible” 5.71 5.40 4.53 4.97 0.55 0.29 1.91 0.03 1.43 0.08 1.41 0.08
(1.87) (1.81) (2.04) (1.95)

“Mr. Adams was forthcoming with information” 5.62 5.55 4.21 4.90 0.11 0.45 2.26 0.02 1.34 0.09 2.16 0.02
(1.96) (1.90) (1.99) (2.04)

“I liked Mr. Adams” 5.52 6.10 4.84 5.49 1.21 0.13 1.34 0.09 0.08 0.47 2.35 0.01
(1.57) (1.71) (1.64) (1.78)

“Mr. Adams seemed comfortable with my questions” 5.43 6.10 3.78 4.97 0.98 0.17 2.63 < 0.01 0.79 0.22 3.23 < 0.01
(1.89) (2.44) (2.04) (2.52)

a In the face-to-face, deceptive cues condition, the experimental confederate added in additional non-verbal cues that indicated he was not comfortable with the auditor's questions (e.g., “umm's”, touching face, avoiding eye-
contact). Alternatively, in the “neutral” condition, the information was the same and no purposeful non-verbal cues were added.

b Participants rated perceptions based on a Likert-type scale, from 1 ¼ “Strongly Disagree” to 9 ¼ “Strongly Agree”.
c p-values are shown as one-tailed.
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how the participant communicated with the controller (i.e., the
experimental confederate). Only one person failed this manipula-
tion check.20 To consider differences brought on by deception cues,
we compared FTF-dc with the other two conditions. As noted in
Table 3, when the controller displayed deception cues, participants
perceived him overall as behaving in amanner that may indicate he
was less credible (mean¼ 4.53) than those that met with him face-
to-face without these cues (mean¼ 5.40; p-value¼ 0.08, one-
tailed) and those communicating via e-mail (mean¼ 5.71; p-
value¼ 0.03, one-tailed).21 Additionally, participants in the FTF-dc
condition found him to be less comfortable with questions
(mean¼ 3.78) than in the FTF and CMC conditions (means¼ 6.10
and 5.43, respectively; both p-values< 0.01, one-tailed). However,
in response to whether hewas honest in his responses to questions,
there were no differences between condition (means¼ 5.62, 5.60,
and 4.89 for CMC, FTF, and FTF-dc, respectively; all comparison p-
values> 0.13; Table 3), indicating that when the confederate
demonstrated the deception cues, participants perceived him to be
uncomfortable and, perhaps, less credible, but not necessarily lying
(recall, the controller provided the same information in all
conditions).

5.2. Test of hypotheses

Hypothesis 1 proposes that auditors will ask more follow-up
questions of the audit client when communicating face-to-face
(where social presence is higher), compared to when communi-
cating via e-mail (low social presence). As outlined in Table 4,
compared to the face-to-face conditions (combined), participants
asked more follow-up questions (mean¼ 10.00 questions) than
when using e-mail communications (mean¼ 2.42 questions; p-
value< 0.01, one-tailed).22 Recall that SPT predicts that greater
social presence leads to greater synchronicity of discussion and
more discussion in general. Consistent with this, overall there was
less discussion between the auditor and client using CMC (439
words), compared to FTF (650 words; p-value¼ 0.02; untabluated)
and FTF-dc (777words; p-value< 0.01; untabluated). Further, there
is a greater amount of interaction (i.e., back-and-forth) in the FTF
discussions relative to CMC (means¼ 18.90 “back-and-forths”
versus 3.52, respectively; p-value< 0.01, one-tailed; Table 4).
Additionally, for these variables, each FTF condition is significantly
different than the CMC condition (see Table 4).

Also consistent with SPT and Hypothesis 2, we find a marginally
significant difference between the number of documents requested
in the CMC condition compared to the FTF combined conditions
(6.91 verses 5.59 respectively; p-value¼ 0.09; Table 4). However,
when we compare CMC to FTF alone, we find a more significant
difference (6.91 verses 5.15 respectively; p-value¼ 0.04, one-tailed;
Table 4). This pattern appears due to the uptick in documentation
requests in the FTF-dc condition. Finally, as proposed byH3, we find
that auditors made more relationship-building statements FTF,
compared to CMC (means¼ 1.64 statements versus 0.71 state-
ments, respectively; p-value< 0.01, one-tailed). Again, for these
variables, each FTF condition is significantly different than the CMC
condition (see Table 4).

It is interesting to note that participants communicating FTF did
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20 The provided analysis includes this person's responses; however, removal of
this participant does not significantly influence the results.
21 Participants answered the statement “Mr. Adams was credible” using a nine-
point Likert-type scale, where 1¼ “strongly disagree” to 9¼ “strongly agree.”
22 We also run analyses for number of questions for each issue separately.
MANOVA with these three dependent variables is significant (Hotelling's Trace p-
value< 0.001). Further, we find the same pattern of results across all three scenarios
(i.e., FTF> CMC).
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not ask significantly more follow-up questions, in total, when the
client was providing nonverbal cues associated with deception
(means¼ 10.95 questions for FTF and 9.10 questions for FTF-dc,
respectively; p-value¼ 0.18, one-tailed; Table 4). While the extent
of client questions was a fundamental concern of partners involved
in the development of this study as well as those who were inter-
viewed, it does not proxy for all aspects of the auditors' professional
skepticism. Therefore, we also measure participants' skepticism
regarding the more problematic issue. This observed skepticism,
our primary dependent variable to test H4, is a measure of how
skeptical the auditors' line of discussion and questioning was with
the controller on that issue. Using this assessment of skepticism, we
compared the auditors' skeptical actions between conditions.

We first compare FTF-dc with FTF to demonstrate the specific
effect of adding these deception cues to face-to-face interactions.
We find that the auditor was more skeptical in the FTF-dc condition
(mean¼ 6.94), on a scale of 0¼ low skepticism to 10¼ high skep-
ticism, than the FTF condition (mean¼ 5.55; p-value¼ 0.07, one-
tailed; Table 5). Next, we compare FTF-dc to CMC to demonstrate
how the inability to observe these cues, if present, alters the
skeptical behavior of audit staff. We find that auditors were even
less skeptical in the CMC condition (mean¼ 4.86) than in the FTF-
dc condition (p-value¼ 0.01, one-tailed; Table 5). These results
support H4 and suggest that when nonverbal cues indicate a
particular issue is uncomfortable for the client, auditors respond
with more skeptical behavior and questioning than when cues are
absent or not available (i.e. via e-mail).

6. Discussion and limitations

In this study we examine how computer-mediated communi-
cation (CMC) changes the content of auditor-client interactions
relative to face-to-face (FTF) communication. These practice con-
cerns weremade clear in semi-structured interviewswith partners,
who demonstrate unease regarding the extent that younger staff
are using CMC relative to FTF communication. Results from a brief
survey conducted with staff auditors, managers, and partners
indicate that there are differences regarding perceptions of when to
use CMC. While these differences were expected (Bergiel et al.,
2008), the results indicate that staff auditors are likely using CMC
in their interactions with the client more often than partners would
prefer staff to use.

Consistent with Social Presence Theory (SPT), results of our
experiment suggest that, when communicating electronically, au-
ditors ask fewer follow-up questions of the controller, have shorter
overall interactions, and engage in less “back and forth” dialogue
during the conversation. Further, auditors engage in fewer
relationship-building statements when communicating electroni-
cally. Consistent with theory, we also find that auditors communi-
cating electronically request more documentation though they ask
fewer questions in general. This application of SPT is an important
contribution to accounting literature as technology and alternate
forms of communication are increasing in the modern audit envi-
ronment. For example, firms should be aware of, and perhaps
include in training, the large difference occurring in the number of
questions and the content of interactions between CMC and FTF.

On a more ambiguous audit issue, we also find that nonverbal
cues related to deception, such as pauses, “umms,” and higher
pitched responses, cause auditors to act more skeptically. It is
important to understand that people are not very good at deter-
mining deception, but improvement occurs through repeated in-
teractions where deception occurs and is then discovered
(Schweitzer, 2005; Vrij & Semin, 1996). While we clustered
deception cues around the second and third issues after developing
a baseline behavior of the client in the first issue, participants had
Please cite this article in press as: Bennett, G. B., & Hatfield, R. C., Staff auditors' proclivity for computer-mediated communication with clients
and its effect on skeptical behavior, Accounting, Organizations and Society (2018), https://doi.org/10.1016/j.aos.2018.05.003
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very little interaction to determine potential deception, such that
greater interaction would likely increase skeptical behavior. These
issues demonstrate the validity of partners' concerns regarding
young staff auditors not spending enough time in personal in-
teractions with the client.

However, CMC has consequential advantages as well. Recall a
key aspect of SPT is the importance of matching the task with the
most appropriate communication mode. One prescriptive contri-
bution of these findings is that firms may want to explicitly
consider communication mode for their staff depending on the
situation. For example, in areas where the questions to ask are
known or simple conveyance of information is the primary goal,
FTF communication has little benefit over CMC. Even in situations
where CMC is the most appropriate communication medium, prior
FTF interactions improve subsequent CMC and make it more
effective for a broader range of tasks (Lin, Standing, & Liu, 2008;
Powell, Piccoli, & Ives, 2004). Our survey results, in combination
with findings of Bennett and Hatfield (2013), indicate that staff may
choose CMC more often than partners would prefer. Thus, explicit
considerations and guidance may need to be given to staff
regarding the choice of communication method. Given that we
focus on the quality and quantity of interactions between the staff
auditor and client, a key concern of audit firms, future research
should consider other audit areas where decision quality can be
more directly examined.

It is important to note that just as telecommunications evolved
to improve social presence (Short et al., 1976), CMC is likely
evolving as well. For example, Larson (2003) suggest that coming
generations are being raised primarily with CMC, through which
they have developed ways to communicate emotion and are
perhaps better able to discern implicit aspects of communication
(e.g., deception). Additionally, they have developed cues outside of
nonverbal cues (e.g., typographic) that allow for richer communi-
cation than purely the conveyance of text (Larson, 2003). As these
generations gain representation in audit firms, the preferences and
occurrence of CMCwill likely continue to evolve. Researchwill need
to consider how to operate effectively inwork environments where
CMC is increasingly the norm.

FTF interactions are also important in this context as these types
of interactions improve one's ability to identify future deception
(Vrij & Semin, 1996). Further, meeting FTF results in less deception,
simply because people find it harder to deceive in-person (Lee &
Welker, 2007; Valley et al., 1998). It is important to note that
deception cues can be textual as well, and in fact, recent audit
research has demonstrated that auditors can be trained to recognize
deceptive cues occurring audibly or only in text (Hobson, Mayew,
Peecher, & Venkatachalam, 2017). Firms may also consider prior
research that suggests that, evenwhen CMC is themost appropriate
communication medium, prior in-person discussions and in-
teractions improve subsequent CMC and make it more effective for
a broader range of tasks (Lin et al., 2008; Powell et al., 2004).

It is important to interpret this study in relation to Bennett and
Hatfield (2013). In Bennett and Hatfield (2013), the client control-
ler's age, knowledge, and tenure were manipulated, creating
experimental conditions in which there was a social mismatch
between the participants (young staff auditors) and the older, more
experienced client. The study finds that staff auditors were more
reluctant to make in-person (FTF) requests due to the social
mismatch. Yet, when given the option to make the request via e-
mail (CMC), staff auditors were more likely to request the needed
documents using CMC. This benefit to CMC (i.e., staff auditors col-
lecting additional information they otherwise would not) may be a
function of the nature of the request (i.e., a documentation request),
which can be better suited for low social presence such as CMC, as it
is information that can be made via a simple request instead of
Please cite this article in press as: Bennett, G. B., & Hatfield, R. C., Staff au
and its effect on skeptical behavior, Accounting, Organizations and Socie
anticipating a more complex discussion.
However, it cannot always be assumed that staff auditors will

use CMC only for simple requests. Audit partners are concerned
that without FTF communications, staff auditors may not obtain
sufficient evidence and that they are over-relying on CMC as a
surrogate for meeting with the client in-person. Exploring the
notion that staff auditors are utilizing CMC more than partners
would like, the current study examines staff auditors' discussions
with management FTF versus CMC in a setting requiring more
discussion between the auditor and client to gather the needed
information and audit evidence. Thus, we examine the quality of
the auditor-client interactions, particularly with regard to the
extent of staff auditors' follow-up questions and level of skepticism.
We find that given a settingwhere FTF dialogue is more appropriate
to gather sufficient audit evidence, staff auditors using CMC ask
fewer questions and are less skeptical in their discussions and
questions of the client. While we do not vary the type of task or
provide the choice of communication in this study, future ac-
counting research can further our understanding in this area by
considering auditors' choice of communication mode(s), and, in
turn, the effects their choice has on audit quality.

Placing this study in a larger model of auditor/client commu-
nication may be helpful to fully interpret the findings of these in-
dividual studies. As research develops in this area, there are several
interesting opportunities for research to further our understanding
of communication and communication medium between auditors
and their clients. For example, this study, as well as Bennett and
Hatfield (2013), considers how the auditor is affected by charac-
teristics of these discussions, while Saiewitz and Kida (2018) look at
how client management is affected by communication medium.
These studies necessarily hold one side of the conversation some-
what constant. Future research should consider truly interactive
experimental designs that allow auditors and clients to interact,
measuring a joint outcome. Additionally, due to the rich context of
audit fieldwork and limitations of experiments, this may be an area
of auditor/client behavior that is more easily accessed through field
research (e.g., Gu�enin-Paracini, Malsch, & Tremblay, 2015).

Acknowledgements

We would like to thank the accounting firms that allowed us
access to their staff auditors for volunteers and for the use of office
space for the study. We also thank the following research assistants
in their help in administrating the experiment: Heather Carraso,
Mary Kate Dodgson, Steve Kuselias, Nikki MacKenzie, Jenny
McCallen, Jessica Osgood, Chez Sealy and Emily Sokolosky, as well
as Paul Rapp for transcription services. We are appreciative of the
comments from Hun-Tong Tan (editor), our two anonymous re-
viewers, and Steve Kachelmeier (our commentator at the 2017
Accounting, Organizations & Society Conference). We are also very
grateful for the comments from the workshop participants at the
Norwegian School of Economics, the University of Georgia, the
University of West Virginia, Vritje Universiteit, Nanyang Techno-
logical University, Miami University, Louisiana State University the
2016 Audit Midyear Meeting, and the 2016 Symposium of Audit
Research, 2017 Accounting, Organizations, & Society Conference on
New Corporate Disclosures and New Media, as well as comments
fromChris Agoglia, Spencer Anderson, Lori Shefchick Bhaskar, Jason
Brown, Chris Earley, Jackie Hammersley, Marcy Shepardson, Amy
Sheneman, Jessica Watkins, Junwei Xia, and Kellen Zollinger.

APPENDIX. Script of Responses to Auditors' Potential
Questions Regarding.
ditors' proclivity for computer-mediated communication with clients
ty (2018), https://doi.org/10.1016/j.aos.2018.05.003



G.B. Bennett, R.C. Hatfield / Accounting, Organizations and Society xxx (2018) 1e1614

Please cite this article in press as: Bennett, G. B., & Hatfield, R. C., Staff auditors' proclivity for computer-mediated communication with clients
and its effect on skeptical behavior, Accounting, Organizations and Society (2018), https://doi.org/10.1016/j.aos.2018.05.003



(continued).

G.B. Bennett, R.C. Hatfield / Accounting, Organizations and Society xxx (2018) 1e16 15
References

Agoglia, C., Brazel, J., Hatfield, R., & Jackson, S. (2010). How do audit workpaper
reviewers cope with the conflicting pressures of detecting misstatements and
balancing client workloads. Auditing: A Journal of Practice & Theory, 29(2),
27e43.

Agoglia, C., Hatfield, R., & Brazel, J. (2009). The effect of audit review format on
review team judgments. Auditing: A Journal of Practice & Theory, 28(1), 95e112.

American Institute of Certified Public Accountants (AICPA). (2010). AU Section 230:
Due professional care in the performance of work (New York, NY).

American Institute of Certified Public Accountants (AICPA). (2013). AU section 326:
Please cite this article in press as: Bennett, G. B., & Hatfield, R. C., Staff au
and its effect on skeptical behavior, Accounting, Organizations and Socie
Audit evidence (New York, NY).
Arel, B., Brody, R. G., & Pany, K. (2005). Audit firm rotation and audit quality. The CPA

Journal, 75, 36e39.
Argyle, M. (1969). Social interaction. London: Methuen.
Baltes, B., Dickson, M., Sherman, M., Bauer, C., & LaGanke, J. (2002). Computer-

mediated communication and group decision making: A meta-analysis. Orga-
nizational Behavior and Human Decision Processes, 87(1), 156e179.

Bennett, G. B., & Hatfield, R. (2013). The effect of the social mismatch between staff
auditors and client management on the collection of audit evidence. The Ac-
counting Review, 88(1), 31e50.

Bergiel, B., Bergiel, E., & Balsmeier, P. (2008). Nature of virtual teams: A summary of
their advantages and disadvantages. Management Research News, 31(2), 99e110.
ditors' proclivity for computer-mediated communication with clients
ty (2018), https://doi.org/10.1016/j.aos.2018.05.003

http://refhub.elsevier.com/S0361-3682(18)30242-3/sref1
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref1
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref1
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref1
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref1
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref1
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref2
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref2
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref2
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref2
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref3
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref3
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref4
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref4
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref5
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref5
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref5
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref6
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref7
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref7
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref7
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref7
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref8
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref8
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref8
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref8
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref9
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref9
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref9


G.B. Bennett, R.C. Hatfield / Accounting, Organizations and Society xxx (2018) 1e1616
Brazel, J., Agoglia, C., & Hatfield, R. (2004). Electronic vs. face-to-face review: The
effect of alternative forms of review on auditors' performance. The Accounting
Review, 79(4), 949e966.

Carey, J. M., & Kacmar, C. J. (1997). The impact of communication mode and task
complexity on small group performance membership satisfaction. Computers in
Human Behavior, 13(1), 23e49.

Chen, Q., Kelly, K., & Salterio, S. E. (2012). Do changes in audit actions and attitudes
consistent with increased auditor skepticism deter aggressive earnings man-
agement? An experimental investigation. Accounting, Organizations and Society,
37(2), 95e115.

Christie, B. (1974). Semantic differential judgments of communications media and
other concepts: Differences between the media. Unpublished Communications
Studies Group paper no. E/74120/CR.

Clark, H. H. (1996). Using language. New York, NY: Cambridge University Press.
Daft, R., & Lengel, R. (1986). Organizational information requirements, media

richness and structural design. Management Science, 32, 554e571.
DePaulo, B. M. (1992). Nonverbal behavior and self-presentation. Psychological

Bulletin, 111, 203e243.
Dubrovsky, V. J., Kiesler, S., & Sethna, B. N. (1991). The equalization phenomenon:

Status effects in computer-mediated and face-to-face decision making groups.
Human-Computer Interaction, 6(2), 119e127.

Ekman, P. (1989). Why lies fail and what behaviors betray a lie. In J. C. Yuille (Ed.),
Credibility assessment (pp. 71e82). Norwell, MA: Kluwer Academic Publishers.

Frank, R. (1988). Passions within reason: The strategic role of emotions. Norton, NY.
Gibbins, M., Salterio, S., & Webb, A. (2001). Evidence about auditor-client man-

agement negotiation concerning Client's financial reporting. Journal of Ac-
counting Research, 39, 535e563.

Gu�enin-Paracini, H., Malsch, B., & Tremblay, M.-S. (2015). On the operational reality
of auditors' Independence: Lessons from the field. Auditing: A Journal of Practice
& Theory, 34(2), 201e236.

Heller, R. (2010). A cost-benefit analysis of face-to-face and virtual communication:
overcoming the challenges. In White paper, cornell center for advanced human
resource studies. Spring 2010 partners meeting (New York, NY).

Hobson, J., Mayew, W., Peecher, M., & Venkatachalam, M. (2017). Improving expe-
rienced auditors' detection of deception in CEO narratives. Journal of Accounting
Research, 55(5), 1137e1166.

Kreijns, K., Kirshchner, P. A., & Jochems, W. (2003). Identifying the pitfalls for social
interaction in computer-supported collaborative learning environments: A re-
view of the research. Computers in Human Behavior, 19, 335e353.

Larson, D. A. (2003). Online dispute resolution: Do you know where your children
are? Negotiation Journal, 19(3), 199e205.

Lee, C., & Welker, R. (2007). The effect of audit inquiries on the ability to detect
financial misrepresentations. Behavioral Research in Accounting, 19, 161e178.

Lin, C., Standing, C., & Liu, Y. (2008). A model to develop effective virtual teams.
Decision Support Systems, 45(4), 1031e1045.

Lipnack, J., & Stamps, J. (2000). Virtual teams: People working across boundaries with
technology. New York, NY: John Wiley & Sons.

Loebbecke, J., Eining, M., & Willingham, J. (1989). Auditors' experience with material
irregularities: Frequency, nature, and detectability. Auditing: A Journal of Practice
& Theory, 9(1), 1e28.

Murthy, U. S., & Kerr, D. S. (2003). Decision making performance of interacting
groups: An experimental investigation of the effects of task type and commu-
nication mode. Information and Management, 40(50), 351e378.

Noteberg, A., Benford, T., & Hunton, J. (2003). Matching electronic communication
Please cite this article in press as: Bennett, G. B., & Hatfield, R. C., Staff au
and its effect on skeptical behavior, Accounting, Organizations and Socie
media and audit tasks. International Journal of Accounting Information Systems, 4,
27e55.

Nowak, K. (2003). Sex categorization in computer mediated communication (CMC):
Exploring the utopian promise. Media Psychology, 5(1), 83e103.

Pentland, B. T. (1993). Getting comfortable with the Numbers: Auditing and the
micro-production of macro-order. Accounting, Organizations and Society, 18(7/8),
605e620.

Powell, A., Piccoli, G., & Ives, B. (2004). Virtual teams: A review of current literature
and directions for future research. Database, 35(1), 6e36.

Public Company Accounting Oversight Board (PCAOB). (2010a). Auditing Standard
No. 12: Identifying and assessing risks of material misstatement (New York, NY).

Public Company Accounting Oversight Board (PCAOB). (2010b). Auditing Standard
No. 13: The auditors' responses to the risks of material misstatement (New York,
NY).

Public Company Accounting Oversight Board (PCAOB). (2012). Staff audit practice
alert No. 10: Maintaining and applying professional skepticism in audits (Wash-
ington, DC).

Saiewitz, A., & Kida, T. (2018). The effects of an auditor's communication mode and
professional tone on client responses to audit inquiries. Accounting, Organiza-
tions and Society, 65, 33e43.

Schafer, J. R. (2010). Psychological narrative analysis: A professional method to detect
deception in written and oral communications. Springfield, IL: Charles C Thomas
Publisher, Ltd.

Schweitzer, M. (2005). Negotiators lie. Negotiation, 8, 1e4.
Sethi, A., & Adhikari, B. (2009). Business Communication. New Deli: McGraw-Hill.
Shaub, M. K. (2004). Trust as a threat to Independence: Emotional trust, auditor-

client interdependence, and their impact on professional skepticism. Research
on Professional Responsibility and Ethics in Accounting, 9, 169e188.

Short, J., Williams, E., & Christie, B. (1976). The social psychology of telecommuni-
cations. London: Wiley.

Storper, M., & Venables, A. J. (2004). Buzz: Face-to-face contact and the urban
economy. Journal of Economic Geography, 4, 351e370.

Teeter, R., Alles, M., & Vasarhelyi, M. A. (2014). Remote audit: A research framework.
Working paper. Rutgers the State University of New Jersey.

Valley, K. L., Moag, J., & Bazerman, M. H. (1998). A matter of trust: Effects of
communication on the efficiency and distribution of outcomes. Journal of Eco-
nomic Behavior & Organization, 34, 211e238.

Vrij, A., & Semin, G. R. (1996). Lie experts' beliefs about nonverbal indicators of
deception. Journal of Nonverbal Behavior, 20(1), 65e80.

Walther, J. B. (1993). Impression development in computer-mediated interaction.
Western-journal of Communication, 19(1), 52e90.

Walther, J. B., Anderson, J. F., & Park, D. W. (1994). Interpersonal effects in computer-
mediated interaction: A meta-analysis of social and antisocial communication.
Communication Research, 21(4), 460e487.

Wei, C., & Chen, N. (2012). A model for social presence in online classrooms.
Educational Technology Research & Development, 60(3), 529e545.

Westermann, K., Bedard, J. C., & Early, C. E. (2015). Learning the ‘craft’ of auditing: A
dynamic view of auditors' on-the-job learning. Contemporary Accounting
Research, 32(3), 864e896.

Wilson, C., & Williams, E. (1975). Watergate words: A naturalistic study of media
and communication. Commun. Res., 4(2), 169e178.

Zuckerman, M., & Driver, R. E. (1985). Telling lies: Verbal and nonverbal correlates of
deception. In Multichannel integrations of nonverbal behavior (pp. 129e147).
Hillsdale, NJ: Erlbaum.
ditors' proclivity for computer-mediated communication with clients
ty (2018), https://doi.org/10.1016/j.aos.2018.05.003

http://refhub.elsevier.com/S0361-3682(18)30242-3/sref10
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref10
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref10
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref10
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref11
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref11
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref11
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref11
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref12
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref12
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref12
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref12
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref12
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref13
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref13
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref13
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref14
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref15
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref15
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref15
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref16
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref16
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref16
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref17
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref17
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref17
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref17
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref18
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref18
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref18
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref19
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref20
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref20
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref20
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref20
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref21
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref21
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref21
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref21
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref21
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref22
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref22
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref22
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref23
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref23
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref23
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref23
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref24
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref24
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref24
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref24
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref25
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref25
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref25
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref26
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref26
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref26
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref27
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref27
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref27
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref28
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref28
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref28
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref29
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref29
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref29
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref29
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref30
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref30
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref30
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref30
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref31
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref31
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref31
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref31
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref32
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref32
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref32
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref33
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref33
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref33
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref33
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref34
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref34
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref34
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref35
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref35
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref36
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref36
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref36
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref37
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref37
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref37
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref38
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref38
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref38
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref38
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref39
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref39
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref39
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref40
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref40
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref41
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref42
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref42
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref42
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref42
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref43
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref43
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref44
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref44
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref44
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref45
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref45
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref46
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref46
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref46
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref46
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref46
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref47
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref47
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref47
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref48
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref48
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref48
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref49
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref49
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref49
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref49
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref50
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref50
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref50
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref50
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref51
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref51
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref51
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref51
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref52
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref52
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref52
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref53
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref53
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref53
http://refhub.elsevier.com/S0361-3682(18)30242-3/sref53

	Staff auditors' proclivity for computer-mediated communication with clients and its effect on skeptical behavior
	1. Introduction
	2. Comfort with the use of CMC: staff versus partners
	2.1. Partner interviews
	2.2. Survey evidence

	3. Hypotheses development
	3.1. Electronic vs. face-to-face communication: Social Presence Theory
	3.2. Deception cues

	4. Experiment
	4.1. Participants
	4.2. Experimental audit case
	4.2.1. Independent variables
	4.2.2. Dependent variables


	5. Results
	5.1. Manipulation check
	5.2. Test of hypotheses

	6. Discussion and limitations
	Acknowledgements
	APPENDIX. Script of Responses to Auditors' Potential Questions Regarding.
	References


