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Abstract
Doorstep scams, scams in which con artists tell convincing but fraudulent stories in

order to enter the house of a victim and/or steal personal belongings or information,
have a high impact on victims. These victims are often elderly people. Existing cam-
paigns mostly focus on the behavioural aspects that help to prevent a doorstep scam
from happening, but verbal skills also contribute to the resilience of possible victims. In
this research, a serious game is designed and evaluated for this purpose. The results of
the evaluation are positive. The serious game is specifically seen as a valuable addition
to existing training meetings.
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1 Introduction

Doorstep scams are scams in which a con artist has a convincing, but fraudulent, story with
the purpose of coming into your house and/or stealing money or gaining personal information
for fraudulent purposes. Doorstep scams frequently happen; numerous news reports about
different stories exist. Elderly people are at a high risk of becoming victims of such scams.
Since doorstep scams often have high emotional and economical impacts, various campaigns
try to educate people on this topic in order to prevent doorstep scams from happening (e.g.
‘Spot it, Stop it’ [1] or ‘scam awareness month’ [2]). Such campaigns focus on behavioural
aspects of the prevention of doorstep scams, such as opening a door with a chain on to prevent
intrusion. However verbal skills (such as refusal assertiveness) are also important to be more
resilient against doorstep scams. There is no known large scale prevention campaign that fo-
cuses on the conversation that takes place within a doorstep scam and the verbal skills needed
to prevent these scams from happening. On a smaller scale, human actors are sometimes used
to play a doorstep scam scenario with a group of people within, for example, larger group
meetings about safety.

Doorstep scams are acknowledged by the Dutch Ministry of Safety and Justice as high
impact crimes. Because of this, and because existing campaigns are insufficient, they funded
research towards a virtual doorstep scam resilience training. The current research is executed
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in collaboration with a large Dutch organization for elderly called KBO-PCOB [3]. This
research describes a virtual, simulation-based training, in the form of a serious game. This
serious game can be used to improve the verbal resilience of the players, in order to minimalize
doorstep scams from having negative outcomes. As the high-risk victims of such scams are
elderly people, the intervention is aimed at this specific target group and therefore the design
necessities of this specific target group are taken into account.

For the design of the system, theories from the domain of serious game research are used.
We studied the hierarchy of players’ needs [4]. This hierarchy, based on psychology, has
different layers with needs of players that need to be successively fulfilled to increase the
motivation of players. By using this hierarchy, we aimed to fulfil all those needs in order to
increase the motivation of players. Moreover, literature about design principles for elderly
users [5] is studied and used in the design of the app, to ensure that the app is accessible for
the aimed target group. Such design principles are for example about recommended font size
and contrast levels.

As mentioned, human actors can be used in small scale training sessions. An alterna-
tive to human actors can be virtual agents. Virtual agents are autonomous entities in a virtual
environment that look and behave like living organisms (for example human or animal charac-
ters), that can interact with other human or virtual agent(s) in their environment [6]. Research
in other domains (such as [7, 8]) has shown that the low costs and the degree of control of
training with virtual agents are important advantages over training with human actors. Other
advantages are for example that the training is available at any time and for a larger audience.
When game elements are added to a virtual training, the virtual training becomes a serious
game: ‘a game in which education (in its various forms) is the primary goal, rather than enter-
tainment’ [9]. Previous research has shown that virtual trainings or serious games are effective
learning resources [10–13]. Moreover, virtual trainings can be repeated easily, and as many
times as the trainee wants.

The objective of this paper is to present the serious game that we have developed. This
serious game aims to improve the players’ verbal resilience against doorstep scams, by both
teaching them more about what to say and how to use their voice in an assertive way. To
achieve this goal, the serious game uses virtual agents in the role of scammer in interactive
scenarios of doorstep scams and voice analysis to measure the assertiveness in the voice of
a player. Moreover, this paper presents a first evaluation of the system, with the goal to
present insights in the perceived usability of the system by users from the target group. This
evaluation gives insights in the interaction between the user and the system, as well as how
the target group thinks that the system can be used after publishing. Moreover, the evaluation
showed that using principles from theory in the design process of a serious game, is actually
helpful. For example, the evaluation shows that all participants were capable of playing the
serious game without assistance.

This paper starts with a background section explaining more about the domain of doorstep
scams and explores which virtual trainings and serious games already exist for skills that are
relevant in the prevention of doorstep scams. Based on this research, Section 3 describes
the design and implementation of a serious game to increase the verbal resilience against
doorstep scams. In Section 4, a preliminary evaluation of this serious game and the results of
the evaluation are described. In Section 5 some side projects that explore future work with
(similar) serious games are described. Finally, Section 6 concludes the paper with a summary
of the system and some concluding remarks.
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2 Background

To understand the domain of doorstep scams in the Netherlands, a field study was conducted
to understand the content and progress of doorstep scams. For this field study the following
sources were used: a focus group meeting with the partner KBO-PCOB, various conversations
with domain experts, (news) articles and reports.

This section begins with a description of the findings of the field study in Section 2.1.
Next, different skills, relevant for the resilience against doorstep scams, and existing (virtual)
trainings and serious games for these skills are discussed in Section 2.2. Finally, the topic of
serious gaming is introduced in Section 2.3.

2.1 Doorstep scam scenarios

Doorstep scams often happen at the front door, but can also happen on the street or via phone.
During the field study, we identified three locations where doorstep scams often happen: at the
front door, on the street, and on the phone. For each of these locations, we collected various
frequently happening scenarios. An enumeration of these scenarios can be found in Appendix
A.

The fact that doorstep scams are a serious problem can be derived from the number of cam-
paigns and news articles that can be found on the subject. However, it is hard to find statistics
about the scope of the problem. This is due to the fact that there are multiple criminal activi-
ties associated with doorstep scams, which makes the registration inconclusive. Furthermore,
often victims do not report a doorstep scam [14], due to shame for example.

2.2 Virtual training for verbal resilience

There is no previous work found in the domain of virtual trainings for doorstep scams. We
therefore investigated which (virtual) training exist for skills that are relevant for doorstep
scam resilience and which virtual training applications exist for the target group of elderly
people.

2.2.1 Assertiveness training

Being assertive means that you are behaving confident and that you dare to say what you think
or believe [15]. This is a form of verbal resilience. Winship & Kelley [16] used a verbal re-
sponse model to train assertiveness. Participants that were trained using this model showed an
increase in their assertive behaviour. Research furthermore showed that assertiveness training
within a group can also be effective [17]. It is also shown that verbal modelling and therapist
coaching can increase the refusal of unreasonable requests [18, 19]. In other research [20]
video feedback was found to be an effective approach for assertiveness group training.

Saying no Saying no, or refusal skills, are part of assertiveness trainings, applied in various
domains among which are smoking behaviour, drugs usage, shoplifting and rape prevention.
There are various ways in which somebody can say no: you can simply say no, make aversive
statements, give a reason for not accepting an offer, change the subject or walk away [21].
For adolescents the most often used strategies are simply saying no to drugs [22, 23], alcohol
[24, 25], or smoking [26–28], and giving a reason for not accepting the offer [24, 25]. In order
to learn students to resist direct and indirect pressures to engage in negative behaviours, an
effective prevention program should both show different verbal strategies as well as the need
to be assertive when refusing an offer [22, 23, 27]. While nonverbal assertive skills can be
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used for different types of situations, practicing verbal strategies for specific situations is also
needed [21].

Assertiveness is not only determined by the content of the message, but also by nonverbal
aspects and the speech characteristics [29]. In this research, we focus on speech characteristics
next to the content of the messages. Speech characteristics of assertiveness are for example
speaking firmly or authoritative [30], duration of a reply [31, 32], medium latency of the
response [29, 31], the loud volume of the voice [29, 31, 33], and the medium fluency [29, 33].
Another research points out that both the volume and the speed of the response are cues
of confidence [34]. The Behavioural Assertiveness Test - Revised (BAT-R) [35] can assess
assertive behaviour, via role play scenes. It studies different aspects in the behaviour of a
participant: nonverbal aspects such as the number of smiles or the duration of eye contact,
speech characteristics such as the characteristics mentioned before, and content aspects such
as praise, appreciation and requests for new behaviour. However, the validation for this test
is mixed [31]. One remark made is that for example the volume of voice is not unique for
assertiveness. Within our research saying no, although often implicitly, is an important aspect
of the assertive behaviour taught to the player. As suggested within the research of Nichols
et al. [21] it is important to give verbal strategies for specific situations, this is done in this
virtual training.

2.2.2 Social skill training with virtual agents

Although some of the above-mentioned trainings are virtual, there are no examples mentioned
yet of training programs for assertiveness with a virtual agent. However, virtual agents, some-
times in combination with virtual reality devices, are used for many different types of training
programs, among which are social skills [36, 37]. An example is the automated social skills
trainer (ASST) [38], a training in which human-agent interaction takes place via user speech
and language interaction. The proposed training focuses mostly on communication, previous
research has been done in the same field, however no comparable virtual trainings are found.
deLearyous [13] is a serious game used to train interpersonal communication skills. Players
learn how to use Leary’s Rose in their advantage. The communication with the agent is in this
case performed by unconstrained written language input. Communicate! [12] aims to train in-
terpersonal communication skills. This game is used to train communication in a consultation
setting. The interaction with the agent in this game is via multiple choice.

Figure 1: Levels of engagement for computer-based trainings [39]
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2.3 Serious games

When certain game elements are added to virtual trainings, they are considered as serious
games. Goh et al. [40] give an overview of several strengths of serious games. One of these
strengths is the fact that serious games offer covert learning, in combination with an already
existing positive attitude towards games this makes serious games an easier accepted platform
for learning. Furthermore, serious games are seen as fun and motivational since players want
to achieve goals within the game. Another important strength of serious games is the feeling
of control players have; they can practice a scenario as many times as they want to master a
skill and they always have the option to shut down the tablet, giving them a feeling of safety.
Greitzer [39] defines five levels of engagement for computer-based trainings (see Figure 1).
These levels show different approaches to computer-based trainings, in which the level of
engagement says something about the active role of the trainee and the complexity of the
scenarios.

Siang et al. [4] created, based on the hierarchy of needs from Maslow [41], a hierarchy
of players’ needs (see Figure 2). This hierarchy is based on psychological theories and shows
how psychology can be used in game design. The needs need to be addressed from the bottom
to top successively. So, the rules need needs to be fulfilled before the safety need. With the
use of this hierarchy, game designers can steer the motivation of players.

2.3.1 Serious games for elderly users

Various types of serious games targeting elderly users exist to address different difficulties
the target group faces. An often used type of game is the exergame, a game in which the
player has to perform some sort of physical activity. Mostly these games are used to address
problems that have to do with physical activity of the elderly users and related problems, such
as balance and postural control. Often used technologies for such games are Nintendo Wii
Fit sometimes together with the Balance Board (e.g. [10, 42]) or XBox Kinect (such as [42]).
Exergames are also used for seniors with subsyndromal depression [43].

Serious games for elderly users can be used to address problems with cognitive abilities.
So called brain training games, such as Brain Age [11], improve the elderly players’ attention
and memory skills. While these games are often designed especially to serve as a serious
game, the research of Whitlock et al. [44] found that a non-serious game, World of Warcraft,
improved the attention and spatial orientation of the elderly players as well.

Serious games for elderly do not only address physical or cognitive abilities, but it can

Figure 2: Hierarchy of players’ need [4]
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also be used to enhance the users’ social contacts, for example intergenerational interactions
[45]. SilverGame [5] is a platform consisting of different activities to promote social activ-
ities, such as singing, dancing or performing fitness activities together with the use of video
communication. The activities also serve as entertainment and promote exercise.

3 Design and implementation of serious game

This section describes the design and implementation of the virtual training that is developed
during this research. An overview of the system is described in Section 3.1. In the next section,
Section 3.2, the voice analysis module is explained. Section 3.3, describes the components
of the training scenarios in more detail. First the scenarios are introduced (Section 3.3.1),
followed by a section about the virtual agents and the environment (Section 3.3.2). Next,
more about how the scores are calculated is described in Section 3.3.3. Finally, Section 3.4
describes the game layer that is built around the virtual training.

3.1 Overview of the system

The platform for which the virtual training is developed is a tablet. Since this is an often used
platform by elderly people, KBO-PCOB posed this requirement.

Besides choosing a suitable platform for the target group, it is also important to keep the
target group in mind when designing the game. Tailoring a serious game to the elderly target
group reduces the risks of factors that reduce the efficiency of the game for this target group,
such as information overload [10]. Not only the content and game play of the game must
be tailored to the target group, also specific design principles [5] are used to adjust the game
design to the target group. This includes high contrasts and a larger font type.

As explained earlier, serious games have some strengths, such as being fun and motiva-
tional. The virtual training will therefore be designed in the form of a serious game. Moreover,
it was explained earlier that for assertiveness, the behaviour (way of using the voice) is also
important. Hence, the application consists of three components: the voice analysis module,
the training scenarios and the game layer.

The application starts with a main menu with four different options: scenarios, scores,
explanation, and credits. On the scores pages the player can find their top ten scores and the
average number of stars received for each scenario. It is also possible to reset all the scores.

For the application, six different scenarios were written, based on the field study (see Sec-
tion 2.1). To ensure that the scenarios are credible, they have been evaluated with various
domain experts provided by the KBO-PCOB, for example in a session with professional ac-
tors. Based on these evaluations, changes were made to the scenarios, which resulted in the
six scenarios mentioned in Table 1.

Players can choose from these six scenarios, which can be played from a first person

Table 1: Scenarios used in the training

Location Short description Goal con artist
1 Front door Energy meter check Enter the house
2 Front door Package delivery Enter the house with package
3 Phone Fraudulent back activity Gain personal bank information
4 Phone Lottery won Gain personal information
5 Street Money for charity Collect money for non-existing charity
6 Street Sell bracelet for charity Sell overpriced/Fake bracelets
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Figure 3: Flowchart of app flow

perspective. Moreover, the player can choose to play using voice analysis or not, in order to
train the assertiveness of his/her voice. The voice analysis measures the assertiveness of the
players’ voice, and influences the scenario based on this measurement. The voice analysis is
only available when playing with a network connection and is, if connected, by default turned
on.

Figure 3 shows the flow of the application when playing a scenario. For each type of
scenario (door, street or phone) a different intro is used. In the case of the door scenario the
doorbell rings, the door is opened and the camera moves a bit forward. For the street scenarios
the camera and an animated dog, placed close to the camera to represent the players’ dog,
move towards the avatar. In case of the phone scenarios a ring tone is played after which the
screen of the phone placed in the environment changes, representing an incoming call. The
end scenes of a scenario can either be closing the door (door scenarios), walking away (street
scenarios), or a hung up sound (phone scenario).

A scenario always starts with the virtual opponent. After the turn of the virtual opponent
the player generally has four possible responses to choose from. One of these responses is
to repeat the last turn of the agent (this response is only available if the virtual opponent has
said something in the previous turn). This response is added to accommodate the target user
group; in case they did not hear the agent correct. The other three responses influence the
progress of the scenario.

When the scenario has ended the player is asked whether or not he/she would call the
emergency number in such a situation. This question was added as during the field study it
was found that victims often do not report a doorstep scam. Moreover, many people do not
know that it is allowed to call the emergency number in case of a (suspected) doorstep scam.
To motivate them to do so they are offered an opportunity to file a report in the application
at the end of the scenario and they will receive feedback on this decision. After this the
player will receive feedback on their choices during the scenario and see his/her score. For
all feedback a ‘read aloud’ option is available. Section 3.3.3 discusses how the feedback and
score are established.

3.2 Voice analysis module

As stated in Section 2.2 being assertive is not only represented in the content of your message,
but also in the way the message is communicated. The application addresses both: the con-
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tent is represented in the different choices provided by the interactive conversation, the voice
analysis module addresses the influence of how the message is communicated. The technique
used for this module is based on the research of Formolo and Bosse [46], the technical details
of the module are beyond the scope of this article.

The voice analysis module is based on the Interpersonal Stances theory. This concept
stems from social psychology, and can be defined as ‘the ways in which speakers and writers
linguistically demonstrate their commitment to or attitudes about a person or proposition’
[47]. The module classifies the voice in 2 types of attitudes: Dominant (normally referred
to as Above) and Submissive (Below). A modified version of the openSmile toolkit extracts
the voice features, while an Support Vector Machine (SVM) algorithm classifies the extracted
features into the categories. The SVM model was built using 4-fold cross validation over
a dataset with 681 sentences of four people instructed in how to act into both categories.
Details about the algorithm and the SVM tuning are described in [48]. The final accuracy of
the module is 86.56%.

When voice analysis is performed, the recorded voice of the player is analysed by the
algorithm. The application detects silence to determine when the recording ends. The ambient
noise is measured while people are using the application. Silence is defined as a period of 3
seconds in which the volume is 20 decibels above the ambient noise volume maximum. The
recording stops after 10 seconds or if silence is detected. The module runs on a server, it
receives the recording of the user’s voice and returns the classification status. In case of
communication failure, the client application ignores the voice information and continues the
dialogue without the voice analysis. The output of the module is the confidence percentage
between the 2 categories (submissive or dominant), resulting in an assertiveness score.

The next section explains how the voice analysis is used within the training scenarios.

3.3 Training scenarios

The training scenarios consist of different components that together form interactive training
scenarios with tailored feedback. These components are described in the next sections.

3.3.1 Scenarios

The interactive conversations are the scripts of doorstep scams, represented in a conversation
tree. Within these conversation trees, see an example in Figure 13 in Appendix B, vertices
represent either atomic agent behaviours or decision nodes (which enable the user to select a
response), whereas edges represent transitions between nodes. They are turn-based, always
starting and ending with the virtual agent. The blue rectangles show the avatar’s dialogue.
Each round the player is offered three choices as response to the agent (round rectangles in
Figure 13). In general, these choices are of a good, moderate and bad level, influencing the
conversation in the same way (represented in the colours of the round rectangles in Figure
13). Good in this context means assertive, bad means submissive. For some reactions of the
player there are two outgoing arrows with conditions. These conditions are used by the voice
analysis module and indicate what the influence of the assertiveness of the players’ voice is
on the progress of the scenario. In general, the outcomes of a conversation have the same
mapping: good means no scam happened, and bad means that a scam happened. The red
rectangle in Figure 13 shows a negative end state with the dialogue of the avatar.

When the module is turned on the player will not only be asked to make a choice within
the scenario, the player is also asked to say this choice aloud and record this (within the
application). The progress of the interactive scenario is then no longer only determined by
the choices made, but also by the level of assertiveness measured in the voice of the player.
When the voice analysis module is not used, each reaction of the player directly leads to a
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Figure 4: Flow scenario taking voice analysis into account

reaction of the virtual agent. However, when the module is turned on in some cases one
choice of the player can lead to two different reactions by the agent, determined by the level
of assertiveness.

Figure 4 shows the flow of a choice moment when voice analysis is taken into account.
When no voice analysis is performed the flow chart does not have thresholds and diagonal
lines. The voice analysis module returns an assertiveness score (a). A high assertiveness
score means a very assertive reaction. When a player has a high assertiveness score this will
lead to the reaction normally given to an assertive player choice, although this might not be
the most assertive choice when looking at the content. This also works the other way around.
Threshold1 (th1) is lower than threshold2 (th2), since a very assertive player choice needs a
little bit less assertive voice to have an assertive impact on the virtual agent.

Based on the information obtained during the field study a general outline is made for all
the scenarios:

1. Background: getting to know the background of the story the con artist is telling.

2. Identity: getting to know about the identity of the con artist and his/her relation to the
story that has been told.

3. Alternative: finding out alternatives to the suggested behaviour by the con artist.

In each scenario these three aspects can be found in this order. It depends on the specific
scenario how these aspects are addressed. Following the same outline in each scenario gives
the players guidance for other (real life) doorstep scams. Furthermore, it was discussed during
the field research that it is important for people to get familiar with scenarios instead of only
hearing about the theory of what to do to prevent/during a doorstep scam. It was mentioned
that the fact that people have to read and speak certain sentences, such as ‘can I see your iden-
tification card?’, people might feel less of a burden to say this sentences in other situations as
well. This supports our choice for scenarios that are somewhat similar in outline, so that these
elements can be practised repeatedly and are easier to adopt for use in real world situations.

Figure 5 shows a screenshot of the application when the player has reached a choice
moment, during the package delivery scenario at the door. At the bottom of the screen the
four possible reactions are visible, the bottom one is the repeat option, the other three options
are randomly ordered. In the upper right corner, the gauge for the voice analysis is showing
the players last voice analysis score.

3.3.2 Virtual avatars and environment

A three-dimensional environment is created using the game engine Unity [49], using vari-
ous assets from the Asset Store [50]. Scripts for the functioning of the system are mostly
programmed in C#. The environment features a small part of a residential area. Within this
residential area there is a decorated street, that is used for the scenarios that take place on the
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Figure 5: (Translated) screenshot of a choice moment

street. Furthermore, one of the houses within the environment is partly furnished to feature
the scenarios taking place at the front door and phone scenarios that take place in the living
room. Figure 6 shows the different viewpoints within the environment. Players cannot move
around in the virtual environment.

The virtual agents used within the scenarios, playing the role of doorstep scam artist, are
modelled and animated using iClone [51]. For each scenario two similar agents are created,
one female and one male. The outfits of the virtual agents are either recreated working uni-
forms, used to increase the credibility, or modern clothes. Figure 7 shows the eight avatars
that are created for the door and street scenarios.

For the face animations, Facial Motion Capture [52] software, with a plug-in for iClone,
is used. During two recording sessions a male and a female actor their face expressions were
recorded while also recording the voice for the different dialogues. Their voices are also used
for the scenarios that are not using a virtual agent (phone scenarios). After recording, the
facial animations needed some further editing because they were insufficiently realistic.

The flow of the application is programmed in a generic way, so that it is easy to add
or change the content of the scenarios. The scenario specific content (avatars, dialogues,
responses, tips, and feedback) are therefore stored in a database. By linking the code to the

Figure 6: Screenshots of different environments

International Journal of Serious Games
ISSN: 2384-8766

Volume 7, Issue 2, June 2020
http://dx.doi.org/10.17083/ijsg.v7i2.350



L.M. van der Lubbe et al., A serious game to improve the verbal resilience against doorstep scams pag. 99

Figure 7: Avatars created for door and street scenarios

database the specific content is shown within the application. An overview of all the databases
and the data stored in these databases can be found in Table 2.

3.3.3 Feedback & scores

After each scenario the player will receive feedback. This feedback consists of a general
reaction on the outcome achieved (whether or not you became a victim of a doorstep scam)
and some general tips for the specific scenario. This is the feedback that is shown to the player
by default. This feedback is stored in the feedback database (see Table 2).

Moreover, there is extended feedback. This feedback includes a paragraph that is specific
for the scenario and is therefore independent of the outcome reached by the player. Further-
more, it includes feedback on the choice the player made for the emergency call question.
There are three different feedback texts available for this. The first is for players who chose
to call the emergency number, the second is for people who did not choose to call the emer-
gency number but did have a negative outcome, and the last is for people who did not call the
emergency number but did also not become a victim in the scenario.

The most tailored feedback are the tips. In each scenario a number of Boolean variables
are defined, that are by default true. If a specific dialogue that is linked (which is stored in
the dialogue database) to a variable is played during the scenario, this variable is set to false.
For the variables that are still true at the end of the scenario a tip is given to the player. The
tips are showed in such an order that they follow the progress of the scenario. An example
is a variable about asking the identification, this is linked to the dialogue where the virtual
opponent shows its identification. If this dialogue is not played during the scenario, the player
receives feedback about this afterwards.

The tone of the feedback is positive. The goal of the feedback is to inform and educate
players, not to punish them for wrong behaviour. This positive tone can be found in the general
formulation of the sentences as well as in the fact that the feedback suggests other types of
behaviour instead of telling the player what not to do. Since the general outline of the different
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Table 2: Overview of all used databases

Database Description
Avatar This database contains the names of all the available avatars and links them

to the right scene (location) and scenario number.
Dialogue This database contains all the turns of the virtual opponent. Storing:

- Scene number, scenario number and the dialogue ID
- Text of the dialogue
- The tip variable IDs that is turned false in this dialogue (if applicable, more
details on this in Section )
- The type of end state (if applicable)
- The body animation of the virtual avatar (if applicable)

Responses This database contains the responses that are linked to the dialogues. Storing
the following:
- Scene number, scenario number and the ID of the dialogue that the response
is corresponding with
- Text of the response
- The ID of the default next dialogue
- The threshold for the speech analysis score (if applicable)
- The ID of the next dialogue when the speech analysis score is below the
defined threshold, and the ID of the next dialogue when the score is above the
threshold (if applicable)
- The action (animation) linked to the response (if applicable)
- The type of response (2=good, 1=average, 0=bad)
- A boolean if there is speech analysis for this response (default = true)

Tip This database contains the tip variable IDs (corresponding with the dialogue
table), their name and text.

Feedback This database contains the different types of outcomes. The IDs correspond
with the type of end state defined in the dialogue table. Furthermore, it con-
tains the name and the feedback text of the outcomes.

scenarios is comparable, players can use the feedback for different scenarios. Furthermore,
since the scenarios are comparable to real world doorstep scams, the feedback is also reusable
in different possible real world doorstep scams.

Besides feedback the player also receives a score at the end of each scenario. The higher
the score of the player, the better the performance during the training was. The highest score
is 105. The score is calculated using the average score for the choices, the average score for
the voice, a score for the result of the scenario, and a bonus (of 5 points) if the emergency
number is called.

Next to a score a player also gets a number of stars (0-5) for a scenario. A player will
receive one star if he/she earned more than 11 points during the game, two stars for more
than 33 points, three stars for more than 55 points, four stars for more than 77 points, and the
maximal number of five stars is achieved when more than 100 points are earned during the
game.

3.4 Game layer

In Section 2.3 the levels of engagement of computer-based training programs were discussed.
The described training aims at level three engagement, in which a limited amount of branching
within the interactive scenario follows the choices of the player.
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The game layer of the application is built around the actual training scenarios with the
purpose of motivating players to (repeatedly) do the training. The scores and stars, discussed
in Section 3.3.3 are one of the measures that are taken to do so. Moreover, a high score table
in the app encourages players to improve their local scores. Siang et al. (2003) distinguished
the different player needs. Those needs are addressed in the following way:

• Rules need: The players will receive an explanation about the rules of the game at the
beginning, as well as instructions while they are playing.

• Safety need: The player will receive feedback at the end of each training scenario.
The positive tone of the feedback will give them the feeling that they can handle the
scenarios. Furthermore, when the player falls for a doorstep scam within the training
this will not affect the player in real life.

• Belongingness need: The feedback that the players receive after each scenario helps
them to improve their resilience against doorstep scams as they can use the feedback
for other scenarios as well. The feedback will guide them to achieving better outcomes
and achieve the goal of the game: to prevent a doorstep scam.

• Esteem need: The players have control over the scenarios since they can make choices
influencing the progress of the scenario, as well as the option to quit a scenario. Further-
more, by the feedback received from the game the players will be encouraged, which
will boost their esteem.

• Need to know and understand: By repeatedly training different scenarios players will
improve their resilience skills, which gives them the ability to train with even more
advanced scenarios that can be unlocked at a certain skill level.

• Aesthetic need: Several state of the art game development techniques have been used
to build a 3D-environment with credible virtual agents.

• Self-actualisation need: (Advanced) players can play scenarios multiple times to test
the reaction the virtual agent gives on different reactions, allowing them to test different
reaction strategies.

4 Evaluation

Different consultations of domain experts have taken place during the development of the
training. Once a first prototype was finished, this was evaluated during a focus group session.
The results of this session are discussed in Section 4.1. Section 4.2 describes the setup and
results of the final evaluation of the virtual training.

4.1 Focus group evaluation of prototype

During the design of the training, the partner organisation and its experts were repeatedly
consulted. When a first prototype version was finished, a focus group with five elderly safety
advisors of the KBO-PCOB (two females, three male) was organized to evaluate this version
of the system. At the beginning of the focus group, a general instruction about the application
was given. Next, participants could use the application in a private session for 30 minutes.
After this, a group discussion was held to talk about the findings of the participants. This
discussion was guided by open questions.

The overall reaction on the prototype was positive. Added value was especially seen in
using the training scenarios in larger settings in which different users can interact with and
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help each other. Small remarks were made, that have resulted in some bugfixes and small
textual changes for the final version of the application. Moreover, a bar was added to show
players the remaining time for the voice recording.

4.2 Final evaluation

The final evaluation was in the form of two focus groups: one with eight elderly safety advi-
sors and one with 11 elderly potential end users. This second group had a position as tablet
coach for elderly for KBO-PCOB, which means that they are familiar with using a tablet. The
elderly participants have ages between 68 and 84, with an average age of 74. Only 3 (16%)
participants were female. Both sessions were organized on the same day, the 17th of July
2018, at the headquarters of the KBO-PCOB in Utrecht.

The focus groups started with a general explanation of the project, followed by 30 min-
utes of individual interaction with the system. After this, the participants provided us with
qualitative feedback in a group discussion.

Next to this, participants filled in a questionnaire before the group discussion, which con-
sisted of two parts. In the first part, some background information of the participants was
asked, as well as some information about their experience with doorstep scams. The second
part was based on the questionnaire used in a previous study of a virtual training [53]. The
questionnaire consisted of 23 statements, about which the participants give their opinion using
a 7-point Likert scale. The questions could be divided into four different categories:

• Content: five statements about the experienced realism of the scenarios and virtual
avatars.

• Interaction: six statements about the believability of the interaction with the virtual
avatars.

• Engagement: four statements about the engagement of the players with the scenario.

• Effect: eight statements about the opinion about the effect of the application.

All statements were identical to the ones used in [47], however three statements (Statement
14, 15, 16) were merged into one, as this was more suitable for this context. Moreover, five
statements (Statements 10, 12, 16, 18, 22) were added to evaluate specific elements of the
training, such as the voice analysis. A complete list of all the statements used within this
evaluation can be found in Appendix C.

Moreover, participants were given the opportunity to write down remarks after each ques-
tion if they wanted to further elaborate on their rating further. Next to that there was some
room for remarks at the end of the questionnaire.

4.2.1 Results

Overall, the participants were positive about the application. In their opinion, the training
was fun to do, and useful as well. Moreover, it was easy to use the application. The voice
analysis clearly had added value for the participants. Again, some remarks were made to
further improve the application. Minor changes, such as increasing font and button size and
some minor textual changes, were made based on this before publishing the application.

To analyse the results from the questionnaire, the answers were coded on a scale from -3
up until 3, numerically representing the answers on the 7-point Likert Scale that is used. If a
question was not answered, these values are left blank.

Figure 8 shows the grouped results per category of the questionnaire. This figure shows
that, in general, the participants (n=19) are average to strongly enthusiastic about the system.
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Figure 8: Boxplot for each topic in final evaluation

Mainly, people were positive about the added value of this medium in addition to the existing
trainings. Moreover, the scenarios were found to be recognizable, and the interaction with
the avatars was reasonable believable. The questions about engagement are rated a bit lower,
but still above neutral. The highest average is found for the topic about effects, however the
differences with the other topics are small.

The average score for each individual statement are also studied. This shows that all state-
ments, but one (-0,25), are above neutral. This question was about the accuracy of the voice
analysis. This question was only answered by seven participants, and of these participants
two participants answered negatively to this question, one participant answered positively,
and four answers were neutral.

The highest average score was given to the statement about the added value of the virtual
training to role-plays with human actors (average score of 2,05).

Finally, the average scores for all statements in each topic are studied. For content, the
averages can be found in Figure 9. This figure shows the previously discussed statement with
the negative average. All other statements are evaluated with an average above one. The
realism of the scenarios and the usefulness of the feedback are evaluated the highest. For
the realism it was noted by a participant that in real doorstep scams, the scammers are more
pertinacious, they want to hear arguments and to have a discussion if you counteract them.

For effect, the average scores are shown in Figure 10. One of the statements from this
topic, is the statement that has the highest average of all statements, about the added value of
the training to role-plays. This is the only average score of this topic as well as of the whole
questionnaire that is evaluated with an average above 2. Another statement that is evaluated
higher than other statements in this topic is about whether people liked to do the training. One
of the participants noted as a remark to this question that he was surprised that it was such
a learning moment for him. The lowest average score is for the statement about whether the
voice analysis teaches participants about how they can use their voice in an assertive way.

For engagement, the average scores are shown in Figure 11. One statement has an average
that differs more than 1 point from the other averages of this topic. This is a statement about
whether participants felt personally addressed by the avatars. All other statements have an
average above 1 and the highest average for the feeling of immersion. One of the participants
noted that it felt like there was eye contact with the avatar.

Figure 8 showed that the average score for engagement was the lowest of the 4 categories.
However, from Figure 11 it becomes clear that this low average is caused by the average score
for the statement about whether participants felt personally addressed by the avatars. When
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Figure 9: Average scores for content topic

Figure 10: Average scores for effect topic
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Figure 11: Average scores for engagement topic

Figure 12: Average scores for interaction topic

this statement is left out of the average, it becomes much higher (1,44) which is the same as
the average of the content topic.

Finally, for interaction, the averages are shown in Figure 12. All statements are evaluated
with an average above 1, besides one statement. That statement is about whether wrong
answers influenced the virtual avatars’ behaviour. Another statement about the influence of
users’ choices on the behaviour of avatars was evaluated with a 1,11. It was noted that the
virtual opponents could be more pressing. One participant reported to have noticed frustration
after a resilient answer, the virtual avatar seemed frustrated. Whether or not a participant noted
differences in the behaviour of the avatar might be influenced by the type of answers given.
Whether the interaction with the avatars felt natural was rated with a 1,26. A participant
suggested that using real actors would be better. The highest average in this topic is for
whether there was always a suitable answer in the multiple choice menu. A similar average is
given to whether participants felt that they could steer the course of the conversation.

In the group discussions during the final evaluation, the participants also noted that they
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see an added value of the app in prevention meetings with groups of elderly. Moreover, it
was noted that the explanation of how the app works, as well as the answers, are clear for the
user. Points for improvement that were noted had to do with making some components in the
app clearer (for example fonts or button sizes). Moreover, some participants would like to see
real people instead of avatars. Some remarks were made about the content of the scenarios,
among which was a recommendation to use the name of the player in a scenario to make it
more personal.

4.2.2 Discussion of the results

The accuracy of the voice analysis module is not evaluated well, while during the training
of the module the accuracy that was measured was high. This can be caused by different
aspects. The performance can be lower in real-life situations compared to the situations of
the voice samples used for training and testing the algorithm, for example due to background
noise. Furthermore, we encountered some technical difficulties with the voice analysis, which
might also have influenced the perception of the participants. Regarding the voice analysis,
we learned that more testing and fine-tuning is needed to ensure a good accuracy in real-
life settings. Moreover, from the evaluation it is clear that participants do not feel that they
learned about an assertive use of voice. This might be improved by increasing the accuracy of
the voice analysis as well.

Another point that was negatively evaluated was the statement about whether players felt
personally addressed by the avatars. However, no additional feedback on this statement was
given to explain this negative evaluation. Moreover, the other statements about engagement
are evaluated higher, so it is unclear what causes this negative evaluation. One of the remarks
that was made during the group discussion was that it might be more personal to use the
name of the player in the scenarios. Another remark that has been made is that it would be
better to use real actors instead of virtual characters. However, using actors would make the
development more time consuming. In creating such serious games, the costs of development
have to be considered in comparison to the believably and expected outcome. For future
research, it is valuable to further study if the appearance of the virtual agents can be altered in
such a way that the target groups finds them more realistic, and to study if this changes how
players feel addressed.

5 Future work: extending the serious game with more game ele-
ments

The developed serious game is a fully functional, publically available tablet application. How-
ever, it is just a first version and it offers many opportunities for extension. As the game layer
of this version only has limited game elements, different students worked on side projects
to explore how other game elements could be integrated in this serious game as well1. This
section describes an overview of their work, and the implications of their work for future
extensions of the serious game, and in general for a virtual training in the form of a serious
game.

5.1 Adding a quiz

In order to increase the learning value of the training as a whole, the first project explored the
potential of adding a quiz to the training scenarios [54]. It is relevant to explore this, as the

1All students created their own simplified version of the virtual training to modify for their projects.
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final evaluation of the serious game showed that the score for the statement about the learning
value of the scenario was only 1,26.

The student compared his simplified version of a training scenario (control condition) with
a version in which he added a quiz at the end (experimental condition). The quiz consisted of
the following four components:

• True or false questions;

• Drag & drop questions in which three statements had to be placed in the right order;

• Matching questions in which a statement has to be matched with a scenario;

• Multiple choice questions.

In the evaluation of this project, 32 elderly participants took part. To evaluate the potential
of adding a quiz, both objective and subjective measures were used. The objective measures
concerned knowledge questions about the prevention of doorstep scams. Subjective measures
concerned the perceived learning results, clarity, entertainment, motivation, challenge, and
user-friendliness.

This work did not find an added value in the learning results of adding a quiz to a scenario
game, but the research did indicate that the attitude of participants towards the version with
the quiz was different. For perceived entertainment, motivation, and challenge, significant
differences were found for the difference in average score between the two groups, in favour
of the experimental condition. This indicates that adding an extra element might not directly
contribute to better learning results, however it does not harm but in fact even improve the
perceived entertainment, motivation, and challenge. This in turn could lead to more use of
such a virtual training, which might increase the learning results on the long term. However,
as the research only had a limited number of participants, that interacted with a simplified
version for a limited amount of time, more research is needed to further explore this.

5.2 Adding different reward systems

Another approach to increase the learning outcome of the virtual training can be to add more
reward systems to the serious game. However, while the project described in 5.1 was directly
oriented on the knowledge (by adding a knowledge quiz), this student project aims to make
the whole virtual training more gamified, and therefore more fun and motivation [55].

The student created three different designs for reward systems, based on literature research
towards reward systems (for elderly) and learning and motivational theories [56–64], that
could be added to the virtual training. These designs were discussed during one of the sessions
at the KBO-PCOB in the form of a focus group (with six elderly participants that also took
part in our focus group). The following three designs were evaluated:

1. A performance graph, showing the results from the last three attempts of the player.
This is a reward system that aims for the individual user. In the performance graph the
user sees a grade (0-10), showing the performance of the user in the scenario. Moreover,
based on this grade, the player earns a trophy which can have three levels (bronze, silver
or gold). While this gives feedback at the end of the scenario, another reward system
within this prototype gives feedback during the scenario. That system is a bar that
shows the level of openness/closeness of the player, indicating how close the player is
to preventing or become the victim of a doorstep scam. The bar fluctuates as the player
makes choices in the scenario.
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2. The trophies from the first reward system are reused in this reward system. If a player
earns a golden trophy, this gives the player an attempt in an edited version of hangman.
The player can collect different words by playing games of hangman in between the
scenarios. Next to this, in this version there are also goals to achieve for the player,
which awards badges to the player.

3. In the third reward system a leaderboard is introduced, showing different values (high
score, total score, number of prevented losses) to compare the users. During the scenario
a bonus score is shown, that fluctuates with the choices made by the player.

During the focus group meeting, people were positive about the bar as it provides feedback
during the scenario (prototype 1). However, remarks were made to increase the clarity of this
mechanism. The trophies were also evaluated positively (prototype 1). The reactions to the
performance graph (prototype 1) were more mixed, which was also the case for the hangman
game (prototype 2). While participants liked it as it would be fun to play, they were worried
that it might be too distracting. The badges (prototype 2) were seen as something fun, but the
participants indicate to not have a desire to achieve them. Finally, the idea of a leaderboard
(prototype 3) was liked, but the fluctuating bonus score during the scenario, introduced in
prototype 3, was not.

Based on this feedback, the student decided to use the trophies and the hangman game, as
well as the bar during the scenario, for the final prototype. Taking into account the remarks
made during the focus group. In the control condition only the trophies were present, while
in the experimental condition had all the reward systems of the final version implemented.
In the final evaluation 54 elderly participants took part, 27 in each group. Objective data
was collected, being the choices made in each scenario. Subjective data, both in the form
of open and closed questions, was collected to give some background information to explain
the objective data. No significant effects were found for an increase in the learning results
for the experimental condition. In the subjective data it became clear that participants often
did not pay attention to the bar during the scenarios and that people already had knowledge
about doorstep scam prevention and might therefore not have learned enough to measure a
difference. The results for the hangman component were mixed.

This study is an interesting example of how conventional game elements can be incorpo-
rated in new virtual training games as reward mechanism. Although the results do not show an
added learning value, the idea of it is not rejected. Furthermore, feedback during the scenario
was seen as a valuable addition to the serious game. Moreover, it shows that it is important to
test if game elements are clear to users, as in the current design the bar missed its goal as it
was overseen by many users.

5.3 Increasing motivation

While participants of the final evaluation of the serious game indicated that they like playing
the game, the score for the statement about whether participants wanted to use the system
in the future was lower. This project [65] aims to increase this score, by adding a reward
mechanism to stimulate repeated play.

Similar to the research setup described in Section 5.2, three different prototypes of motiva-
tion mechanisms, based on literature research [57, 66–71], were created and discussed during
a focus gorup at the KBO-PCOB:

• A reward garden, shown in the menu of the game. New flowers to extend the garden
appear when a scenario is completed, and is independent of the outcome of the scenario.
This is used to stimulate repeated training.
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• A score system in which the score is based on the choices made in the scenario.

• A dog mascot (cartoon style) was added to the scenarios to give immediate feedback,
both in facial expression as well as textual, after a choice of the player.

The participants of the focus group were enthusiastic about the score system and especially
enthusiastic about the dog mascot. They suggested adding a high score functionality to the
game. While they were enthusiastic about the dog mascot, they were also worried that the
immediate feedback would take the player out of the flow of the game.

The reward garden was received with less enthusiasm; it was unclear to the participants
when new flowers appeared. Moreover, there would be a need to remove flowers at a certain
moment, or have a maximum number of flowers as there is only a limited amount of space
for these. The participants had mixed reactions on this, some were not enthusiastic about
removing flowers, while others were neutral about the concept of gaining flowers.

For the final evaluation of this study, two versions of virtual training were created. In
the control condition, a version was used that includes a score and high score system. For
the experimental group this version was extended with the dog mascot. However, instead of
giving immediate feedback, the dog mascot now only gives feedback at the beginning and end
of a scenario, to address the concerns about the interruption of the flow of the app.

In the final evaluation, 62 participants, equally divided over the two groups, played the
game and filled in a questionnaire afterwards. This questionnaire contained both questions
about the background of the participants, experience with doorstep scams, and questions re-
lated to the experience with the game they played.

This research explored how motivational mechanisms around the scenario game can be
used to increase the motivation of players to continue to play the game. Although it did not
find any significant results, the focus group did point out that feedback during the game in
the form of a mascot was received with enthusiasm. However, there were concerns about the
interruption of the flow of the scenario due to this. The final evaluation showed that reducing it
to only providing feedback at the beginning and end of a scenario did not stand out enough for
players to notice it and to have an effect in this study. In the research described in Section 5.1,
feedback during the scenario was also preferred by participants. Both studies also showed that
to meet this desire a balance needs to be find between feedback and scenario flow. In future
research, more extended attempts to do so can be researched.

5.4 Possibilities for future work

In the three described side projects, extensions for the virtual training are studied, focusing
on the learning outcomes, rewards, and motivation. Although the studies only had a limited
number of participants, the results point out some interesting things. Participants expressed
a preference for feedback during the scenario when explicitly asked, but once implemented,
this did not have an effect and was not even noticed by the players. However, when making
additional components in the virtual training more outstanding, this might harm the flow of
the app or make the interface (too) complex. This underlines the importance of (repeated)
testing with possible end users to ensure that components are incorporated in the system in an
optimal way, being noticeable without harming the flow of the app.

There are many other possibilities to extend the existing game. The game could be ex-
tended by increasing the number of scenarios or adding more game elements, such as social
features. It could also be considered to replace the way to select one of the multiple choice
reactions (touch) by voice control, which could simplify the flow of the system as no addi-
tional step is needed for the voice analysis. However, it needs to be studied whether this is an
accessible way for elderly users to interact with the system.
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It is also possible to use the key principles, the scenarios and the voice analysis, for a
serious game on a different platform, such as a head-mounted display for a virtual reality
(VR) version of the game. Currently, such technology is not commonly used among the
aimed target group. Nevertheless, it is interesting to see if such a technology could increase
the engagement of players. Moreover, it would be possible to also include a physical threat
that comes with some types of doorstep scams. VR-technology allows for such things to be
included, however the safety of the elderly target group needs to be guaranteed.

6 Conclusion

In this paper the design, implementation and evaluation of a serious game to improve the
verbal resilience of elderly users against doorstep scams is discussed. In collaboration with
KBO-PCOB, different scenarios for this serious game were developed. The serious game
aims to increase verbal resilience in two ways: via the content of the message and via the
assertiveness of the voice of the user. For the design of the serious game, principles from
theory were used. The hierarchy of players’ needs was used to ensure that players are suf-
ficiently motivated by the game. Moreover, design principles for an elderly target group are
consulted. This made the game accessible for the target group, in the final evaluation all par-
ticipants were able to use the application without assistance. During the final evaluation, 19
participants filled in a questionnaire about their experience with the virtual training. Overall,
the evaluation of the system was positive, specifically the potential effect of the system was
evaluated high, in particular the added value of the training to existing trainings/campaigns.
Overall, the engagement category scored the lowest, but still positive.

The side projects that are introduced in Section 5 showed how different components, serv-
ing their own purpose, could be added to the virtual training to further enhance it. The research
showed that there is a difficult balance between sticking close to the reality with realistic and
uninterrupted scenarios versus giving feedback and helping players to make the right choices.

The long-term effect of the virtual training on people’s performance is not studied in this
research. This has different reasons, among which the fact that studying the effect of this
doorstep prevention training is ethically challenging. It is always hard to measure potential
situations, situations that might happen or not. To study the effect of this application, it is
possible to study changes in the registered number of doorstep scams before and after the
publication of the application. However, it remains difficult to draw conclusions on the effect
of the application. There might be other reasons why the number decreased e.g. prevention
by police, use of special locks on the door. It is, however, possible to test the knowledge
of people before and after working with the application and again measure the effects after
a longer period. Another possibility, that was beyond the scope of this project, is to test the
reaction of participants in staged situations with the help of actors. However, the current study
sheds light on a first important step that has been taken, it showed the feasibility of using a
serious game for verbal resilience for the specific target group and it also gives more insight
in how game elements can be used in this context and for this target group.

One of the important findings of this research is that participants saw a great added value
of the training in incorporating it in existing training sessions. Moreover, this serious game
shows how multiple choice interaction can be enriched with voice analysis. The application
(’Trucs tegen babbeltrucs’) is published and freely available in the Google Play Store and Ap-
ple’s app store. Moreover, the application is used by the KBO-PCOB for prevention training
sessions.
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A Extended explanation scenarios

• Stories at the door:

– The electricity, gas, or water, needs to be checked by the con artist, therefore
he/she must enter your home.

– The con artist has a delivery (package, flowers) that he/she wants to give to the
victim. Either this is an excuse to enter the house or it is an excuse to seduce the
victim to do a small payment (e.g. delivery costs), often with the purpose to steal
more money from the victim than just the payment.

– A con artist in the role of handyman wants to do some job for the victim, however
he/she asks (a large amount of) money that needs to be paid right away. The job
will not be done (correctly), but the money is taken.
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• Stories on the phone:

– The con artist calls with a story about fraudulent payments made, pretending to be
the bank. He/she will ask private information, such as their debit/credit card PIN.

– The con artist tells the victim that he/she has won a price, but in order to claim the
price the victim needs to give information or make a small payment.

– The con artist calls pretending to do a survey and asks the victim to give personal
information. This information is later used to perform a financial scam or identity
theft.

• Stories on the street:

– The con artist claims to be collecting money or selling something for charity.
Either the money is not used for charity or the con artist uses this to be able to
easily pickpocket the target.

– The con artist sells a newspaper or magazine, however the victim ends up with a
long and expensive subscription.

– The con artist sells some goods at the street, either the prize is too high (or the
quality too low) or the good turns out to be completely worthless.

B Full flowchart (translated) example scenario

International Journal of Serious Games
ISSN: 2384-8766

Volume 7, Issue 2, June 2020
http://dx.doi.org/10.17083/ijsg.v7i2.350



L.M. van der Lubbe et al., A serious game to improve the verbal resilience against doorstep scams pag. 117

C Questionnaire statements translated from Dutch

1. The trainings software was user friendly.

2. The multiple choices menus always contained an answer I agreed with.

3. I felt like I got better in handling the scenarios correctly.

4. I believe the events in the scenarios were realistic.

5. I believe the virtual characters acted credibly.

6. Interacting with the virtual characters felt natural.

7. I felt like my answers influenced the behaviour of the virtual characters.

8. I felt capable steering the course of the conversations.

9. When I said something wrong I directly noticed it from the behaviour of the virtual
characters.

10. The duration of the scenarios was realistic.

11. I felt personally addressed by the virtual characters.

12. The feedback at the end of each scenario was useful.

Figure 13: A (translated) scenario flowchart (part I)
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Figure 13: (part II) A (translated) scenario flowchart

13. During the training I felt immersed in the scenarios.

14. The visual aspects of the scenarios made me feel like the scenarios were real.

15. The audial aspects of the scenarios made me feel like the scenarios were real.

16. For people that tried the voice analysis only: I felt that the voice analysis classified my
voice correctly.

17. This training made me think about the what to do and what not to do during a doorstep
scam.

18. After following this training I am better capable to determine the right way of handling
such situations.
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19. For people that tried the voice analysis only: This training taught me how to use my
voice in an assertive way during a doorstep scam.

20. I believe this training can be a useful addition to role-play training.

21. I liked doing the training.

22. The resilience training met my expectations.

23. I would like to continue doing this type of training in the future.
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