Hostage Negotiations and Crisis Intervention,
Phasel and i

Instructor: Darryl Rivers

Darryl L. Rivers is a national human behaviors, communication, and leadership speaker and trainer. To accompany his 24 years of
government service in both the U.S. Military and as a Law Enforcement professional, he is a psychology major with multiple
certifications in human behavioral analytics, emotional intelligence, neuro-linguistic programming, accelerated learning, and he is a
communications and body language expert. He has extensive policing, street investigations, UC/Surveillance, and felony apprehension
experience from his time with the Detroit Police Department. His law enforcement experience was extended in the State of Arizona
where he functioned as a Detective, a Sergeant, a Lead Special Agent of the States Tobacco Enforcement Unit (Office of The Attorney
General), and a Hostage Negotiator.

After his retirement from Law Enforcement, Darryl started his own speaking and training business called “The L.E.A.D. Company.” One
of the assignments he has been revered for is his work with the Arizona Department of Economic Security. There Darryl was contracted
to engineer the creation of an internal security unit. He was hired to recruit, interview, hire, train, create policy, and supervise the
statewide unit covering over 200 individual locations, while maintaining his other clients from across the nation. Darryl has established
himself as a sought-after public speaker and trainer in both government and business circles. He is an Executive Director with the
world’s largest leadership training company, “The John Maxwell Team,” and is mentored by John Maxwell himself. He has a unique,
humorous, yet intellectual delivery to his trainings that puts him in high demand across the nation.

He is a highly decorated professional with multiple award to include: Officer of the Year, Life Saving, multiple Meritorious Citations,
Multiple Letters of Commendation, Chiefs Excellence Award, Spirit of Detroit Award, and The Police Cross for being injured in the line
of duty. To top it off, he received the departments highest honor, The Medal of Valor for rescuing eleven hostages. He is a dynamic
presenter, but most importantly he is a cop’s cop!

Course Objectives:

Introduction/Orientation: This opening block of instruction includes instructor and class self-introductions and an overview of the class
curriculum, historical context of negotiations, provided materials and suggested readings. This portion of the training will be presented
in lecture format.

Required/Suggested Equipment: This block of instruction is intended to make the student aware of the required equipment that is
necessary on any hostage or barricaded response. It will also serve to alert commanders of what equipment is available. The
equipment presented includes the hostage phone (demonstrated in Phase 2 0/ P.A. c. T training), response vehicles, ballistic
equipment, identifying raid jackets hats, fiber optic cameras and listening devices, department radio tactical channels, amongst others.
This portion of the training will be presented in lecture and power point format.

Fundamentals of Hostage Negotiation: Students will receive general theoretical concepts on hostage negotiations that include the
three different types of response incidents, the reason law enforcement agencies negotiate, emotion verses rationality, managing an
incident, profiles of hostage-takers and hostages, negotiator selection, time management; amongst others. This portion of the training
will be presented in lecture and power point and video format.

Active Listening: Students will receive information on listening techniques used in hostage or crisis negotiations. They will understand
the basic concepts of actively listening and restating or paraphrasing what they heard in their own words, confirming that they heard
and understood the message being stated. This portion of the training will be presented in lecture and power point and video format.

Legal Issues: This block of instruction will give the student an understanding of the various court cases that have laid the legal
foundation for hostage negotiations in the United States. Precedent setting cases, such as Downs verses the United States (1971),
U.S. verses Crosby (1983), N.Y. verses Quarles (1984), and others, will be discussed in giving awareness and avoiding civil liability
issues. This portion of the training will be presented in lecture and power point format.

Tactical Communications: This block of instruction will assist the student in developing rapport-building strategies by examining the
five-core principles of managing emotion. This portion of the training will be presented in lecture and power point format.

Special Responses: The block of instruction will serve to give the student an awareness of response protocols within special
environments, such as in airports or on waterborne vessels. This portion of the training will be presented in lecture, power point and
video format.



Tactical Teams: This block of instruction will address the role of tactical teams in a hostage situation response. It will examine the
interagency cooperation that is required between tactical teams, negotiators and incident commanders. This portion of the training will
be presented in lecture, power point and video format.

Case Study: This block of study will examine an actual hostage situation that occurred in Williamsburg Brooklyn with indebt analysis
and lessons learned. This portion of the training will be presented in lecture, power point and video format.

Class Exercise: Students will participate in a class exercise in the viewing of an interactive video of a hostage simulation. This video
has several possible outcomes based on student's responses. This is the first student introduction of how an actual hostage negotiation
might play out. This portion of the training will be presented in lecture and video format.

Negotiating with Inadequate Personalities: This component of the training addresses the psychological aspects of crisis negotiation.
It will address irrational and inappropriate behavior and will give an overview of the differing personality disorders and mental ilinesses
that negotiators are most likely to encounter. This portion of the training will be presented in lecture, power point and video format.

Law Enforcement Response: This block of instruction will teach strategic approaches when responding to incidents involving law
enforcement officers. It will include instruction on the proper use of utilizing supervisors or colleagues as third party intermediaries
(TPI's), maintaining agency protocols, dynamics of compounded inner-turmoil, amongst others. It will include a case study that will
demonstrate lessons learned and speak to issues revolving around police suicide. This portion of the training will be presented in
lecture, power point and video format.

Corrections: This block of instruction will address the specialized response within a correctional environment focusing on advantages
and disadvantages from a patrol perspective. This portion of the training will be presented in lecture, power point and video format.

Special Groups: This component of the training addresses strategies when responding to incidents involving special populations, such
as, veterans and the elderly. This portion of the training will be presented in lecture, power point and video format.

Case Study: This block of study will examine an actual hostage situation that occurred in Jamaica Queens with indebt analysis and
lessons learned. This portion of the training will be presented in lecture, power point and video format.

Managing Demands: This block of instruction will examine strategies of managing hostage-taker demands and demands that are
never negotiable in any hostage situation. The student will be presented with various tactics to soften demands or reframe them. This
block will also explore working through hostage-taker deadlines. This portion of the training will be presented in lecture, power point and
video format.

Stress Management: The student will be made to understand the effects of stress on the hostage-taker, the hostages and the
negotiator and develop strategies in stress management. They will explore the correlation between stress and performance (Yerkes-
Dodson Principle) and become aware of the consequences of not managing stress appropriately. This portion of the training will be
presented in lecture, power point and video format.

Day 1

8:00 a.m.—-8:30 a.m. Registration

8:30 aam.—9:30 a.m.  Introduction/Orientation

9:30 a.m.—10:30 a.m. Required/Suggested Equipment
10:30 a.m.—12:00 p.m. Fundamentals of Hostage Negotiation
12:00 p.m. — 1:00 p.m. Lunch (On Your Own)

1:00 p.m.—5:00 p.m. _ Active Listening

Day 2

8:00 a.m.—9:30a.m. Legal Issues

9:30 a.m.—11:00 a.m. Tactical Communications
11:00 a.m.—12:00 p.m. Special Response

12:00 p.m. = 1:00 p.m. Lunch (On Your Own)
1:00 p.m.—3:00 p.m.  Tactical Teams

3:00 p.m.—5:00 p.m.  Case Study

Day 3
8:00 a.m.—9:30 a.m. Class Exercise



9:30 a.m.—11:00 a.m. Negotiating with Inadequate Personalities
11:00 a.m.— 12:00 p.m. Law Enforcement Response

12:00 p.m. —1:00 p.m. Lunch (On Your Own)

1:00 p.m.—2:30 p.m.  Law Enforcement Response (cont.)

2:30 p.m.—5:00 p.m.  Scenario One— Hands on Practical Exercise

Day 4

8:00 a.m-9:00 a.m. Corrections

9:00 a.m.—10:00 a.m. Special Groups

10:00 a.m.— 12:00 p.m. Case Study

12:00 p.m. —1:00 p.m. Lunch (On Your Own)

1:00 p.m.—2:30 p.m. Managing Demands

2:30 p.m.-5:00 p.m. Scenario Two— Hands on Practical Exercise

Day 5

8:00 a.m.- 9:00 a.m.  Stress Management

9:00 a.m.—10:30 a.m. Scenario Three— Hands on Practical Exercise
10:30 a.m.— 12:00 p.m. Scenario Four— Hands on Practical Exercise
12:00 p.m. Certificate Presentation



