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From the CATI President  

Students again  

By Mike Collins  

Spring 2008  

management, starting an interpreta-
tion business, learning more about 
project management, seeing a 
demonstration of a translation 
memory tool, learning about inter-
pretation in the educational setting, 
getting some tips on written or sight 
translation ï the only disappoint-
ment here is that it is impossible to 
attend everything. 

As usual this year, InTrans  

booksellers will be offering a wide 
selection of dictionaries for atten-
dees. This is a priceless opportunity 
to look dictionaries over before buy-
ing.  

This year as well, we are fortu-
nate to have a representative from 
WordFast  who will be on hand to 
demonstrate this translation mem-
ory software and hand out informa-
tion about it.  

Our conference is truly the cen-
terpiece of our year. It offers us all a 
chance to slow down, put our peri-
scope up, and commune with our 
colleagues - to become students 
again. And it is in that spirit that we 
have made student involvement in 

Dear CATI  

colleagues,  

W elcome to 
this Spring 

edition of your 
CATI Quarterly. 

This edition comes on the eve of 
our annual conference (April 19, 
Meredith College). For 21 years, 
CATI has been bringing its mem-
bers this yearly event 
where they 

can take off their business 
hats for a day and become 
students again. I for one 
canôt wait! But more about 
that in a momenté 

The centerpiece of this 
Springôs Quarterly is a 
contribution by one of our founding 

members, Ann Sherwin . Ann 
shares her thoughts and experience 
on the touchy subject of whether 
and when we should be willing to 
negotiate lower rates. This is a po-
sition most of us will be in more 
than once during our careers, and 
many readers will find this topic par-
ticularly significant now, given the 
current uncertain economic situa-
tion. Ann Sherwinôs thoughtful treat-
ment of this topic helps put this diffi-
cult conundrum into perspective. 

This issue also includes a thor-
ough summary of the presentations 
to be given at our upcoming confer-
ence. As CQ editor David Heath  
points out, there is truly something 
for everyone here. Terminology 

Continued on next page  

The centerpiece of this Springôs Quarterly  
is a contribution by one of our founding 
members, Ann Sherwin. Ann shares her 
thoughts and experience on the touchy 

subject of whether and when we should be 
willing to negotiate lower rates.  
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http://www.catiweb.org/cqfall2007/editor.htm
http://www.catiweb.org/cqfall2007/editor.htm
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From the CATI President continued  

CATI the theme of this yearôs con-
ference. 
CATIôs board has realized for 

some time the need to increase the 
number of its student members. 
Todayôs students are tomor-
rowôs professionals. Student 
members bring energy, new 
ideas, and eagerness to learn. In 

return, established professional 
members can offer them knowl-
edge, advice, experience, and sup-
port as they progress in their devel-
opment. 

At this yearôs conference, CATIôs 
board will be unveiling its primary 
goal for the coming years: to 
increase student membership 
and involvement. Several con-
crete steps will be taken to 
achieve this goal. 

First, CATI has already 
brought its student member-
ship fees and requirements in 
line with those of ATA, as a 
way of making membership more 

accessible. Secondly, the board 
has agreed on a series of scholar-
ships ï prospective student mem-
bers will be able to substitute volun-
teer work or other contributions for 
paid membership or conference 
and event fees. 

Lastly, CATI plans to implement 
an informal mentoring program 
called óLearning the Ropes.ô This 

program is not designed to duplicate 
the efforts of the ATAôs more struc-
tured mentoring program. Rather, we 
hope to recruit a short and rotating 

list of our seasoned veterans who will 
agree to make themselves available 
to student members seeking advice 
on specific topics, or to help with 
study-related projects. It is my hope 
that this will develop into a resource 
that is beneficial to students and pro-
fessionals alike. We all have much 

we can learn from each other and 
much we can give back. 

So, enjoy this issue of the Quar-
terly. I hope to see many of you at 
the conference where, at least for a 
day, we can enjoy being students 
again. 

Sincerely, 

Mike Collins  
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We would like to hear 

from you!  
If you have an opinion that 

you would like to share with 

your CATI colleagues on any 

of the ideas expressed in 

this newsletter, please write 

to the editor,  

G. David Heath, at:  

infoexact@mindspring.com  

Submissions are subject to 

editing.  

CATIôs board has realized for some 
time the need to increase the number 

of its student members.  

At this yearôs conference, CATIôs 
board will be unveiling its primary 

goal for the coming years: to increase 
student membership and involvement. 

Several concrete steps will be taken 

to achieve this goal.  
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Are your fees negotiable?  
By Ann C. Sherwin  

CATI Gold Sponsor  
CATI gratefully acknowledges the 

support provided by the  

following Gold Sponsor:  

Fluent Language  

Solutions  

Fluent Language Solutions is the 

largest interpreting and translat-

ing agency in the Carolinas. 

With offices in Charlotte and Ra-

leigh, Fluent Language Solutions 

provides onsite interpreting, 

telephone interpreting, video 

interpreting and document 

translating in over 180 different 

languages including American 

Sign Language and Spanish. 

Services are available through-

out the Carolinas with interpret-

ers and translators who are pro-

fessional and qualified.  

Many of our clients utilize our 

exclusive online scheduling pro-

gram which makes scheduling 

fast and simple.  

Whether it's a Russian inter-

preter in Asheville, an American 

Sign Language interpreter in 

Wilmington or a Spanish inter-

preter in Charleston, Fluent Lan-

guage Solutions can provide 

professional service with just 

one call.  

For more information, please 

visit us at www.fluentLS.com  

or call us at (888) 225 -6056.  

Continued on next page 

tedium, deadline, if the job poses a 
learning opportunity in a new field, 
etc. So whether we do the negotiat-
ing in our heads before we present 
our written quote or whether we 
discuss pricing and discounts with 
the client, we are still negotiating.ò  

So we need to define terms. 
Webster

1
 says negotiation is ña con-

ferring, discussing, or bargaining to 
reach agreement.ò In our case, that 
would be actual two-way communi-
cation between translator or inter-
preter and client regarding fees.  

Do you ever negotiate to keep a 

client from walking away? Jonathan 
Hine, a frequent presenter on the 
subject of pricing at ATA confer-
ences, responded with an unquali-
fied ñyes!ò  

ñThis is why I teach calculating 
the break-even point as the center 
of my approach to pricing,ò he 
added. ñIt allows the vendor 

(translator/interpreter) to know what 
the real lower limit is when dicker-
ing with a potential buyer.ò 

Granted, there may be an ad-

B usiness is 
slow. Tomor-

rowôs calendar 
page is blank. 
Then comes an 
inquiry from 
Budget Language 
Services Ltd. Do 
you quote your 
regular rate? 

Asked whether 
their fees were negotiable, some 
members of the ATA Business Prac-
tices e-group said ñNoò and others 

said ñYes.ò But in the ensuing discus-
sion, it soon became 
evident that responders 
on both sides ap-
proached the matter in 
a similar way.  

ñMy rates are my 
rates based on what I 
believe my work is 
worth and the market 
will bear,ò writes Su-
sanne van Eyl.  

Gabe Boker says, ñI prefer being 
perceived as a professional like a 
physician or a lawyer (who don't ne-
gotiate), rather than a used car sales-
man (who does).ò But he cites factors 
that might lead him to quote less than 
his standard rate in the first place. 

ñThe moment you negotiate with-
out getting something perceived as 
valuable in return, you 
are saying that you will 
accept less,ò Terry 
Thatcher Waltz warns. 
ñNext time, it will be less 
again, and the time after 
that, you'll be paid even 
less, as the agency 
points out that there is a 
nice subcontracting 
agency in India who can 
do the job for $0.005 per word, and 
would you be available for proofread-
ing by any chance?ò 

On the other hand, Virginia Ander-
son says that business is all about 
negotiating: ñWhen drafting a quote, 
we should take stock of a multitude of 
factors: what price we think the client 
will pay, how complex the terminol-
ogy is, number of words, formatting 

Asked whether their fees were  

negotiable, some members of the ATA 
Business Practices e -group said ñNoò 

and others said ñYes.ò But in the 

ensuing discussion, it soon became  

evident that responders on both sides 

approached the matter in a similar way.  

1
 Websterôs  New  World  College 

   Dictionary, 4th ed. (1999) 

Gabe Boker says, ñI prefer being 
perceived as a professional like a  
physician or a lawyer (who don't  

negotiate), rather than a used car sales-
man (who does).ò But he cites factors 
that might lead him to quote less than 

his standard rate in the first place.  
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vantage to bidding above rock-
bottom for a given job and allowing 

room for negotiation. If 
your offer is accepted, 
youôre ahead. If not, 
Hineôs advice will 
serve you well. But I 
tend to make my best 
offer up front. I some-
times quote high on 
jobs Iôm not sure I 
want, but not with the 
intention of bargaining.   

At the very least, 
one should consider the odds of hav-
ing to turn away a better prospect the 
next day. Frieda Ruppaner-Lind says 
she is occasionally offered work at a 

volume discount. Her 
standard response: ñIf I 
accept your offer, I will 
have to turn down other 
jobs from agencies that 
pay my full rate.ò 

ñIf you begin to hag-
gle at all, you are no 
longer an independent 
business supplying a 
valuable, quality prod-
uct to a reseller,ò writes Waltz. ñYou 
are a dependent entity hoping to be 

given the right to do a (usually single, 
one-off) job for an agency, and then 
to be paid and treated entirely on its 
terms.ò 

I remember those early years: 
ATA credential in hand and eager to 
get a foot in almost any 
door, I had no clue what 
my services were worth 
in dollars or where they 
really fell on the quality 
scale. I had only my illu-
sions, and anyone who 
paid my rate and came back for more 
reinforced those illusions. 

But much as I wanted more busi-
ness, I knew that winning a bidding 
contest would actually make me the 
loser. I hoped to build my reputation 
on quality and reliability, not price. I 
took my cue from a seasoned col-
league who was charging less than 
my minimum rate and therefore had 
to crank out far more words per hour 
and work nights and weekends to 

CATI Gold Sponsor  
CATI gratefully acknowledges the 

support provided by the  

following Gold Sponsor:  

Global Translation  

Systems, Inc.  

Global Translation Systems, Inc., is 
proud to be a Gold-Level Sponsor of 
the Carolina Association of Transla-
tors and Interpreters. CATI has 
served T/I workers in the Carolinas 
and beyond for over 20 years, and 
has labored hard during that time to 
raise the level of professionalism 
and ethics in our field. 

Global also wishes to recognize the 
many CATI members it counts 
among its vendors, contractors, and 
employees. Their efforts have con-
tributed in no small part to our suc-
cess over the years. 

Global Translation Systems is a full-
service agency providing multilingual 
translation, interpretation, and desk-
top publishing services. Founded in 
1992, we serve a broad clientele, 
ranging from individuals to large cor-
porate customers around the world. 
Our specializations include the fields 
of medicine and telecommunica-
tions. 

Located in Chapel Hill, North Carolina, 
in one of the most technologically pro-
gressive areas of the country, Global 
is dedicated to providing high-quality, 
efficient, and effective service to our 
customers, and to promoting fair, hon-
est, and respect-based relationships 
with all those who work with us. 

For more information about our com-
pany, please visit us at 

www.globaltranslation.com.  

For information on obtaining transla-
tion services or joining the Global 
team, please contact us at 
info@globaltranslation.com , or call 
us at (919) 967-2010.  

Continued on next page 

Are your fees negotiable? continued  

make ends meet. He dared not 
raise his rate for fear of losing cli-

ents. While I could sympathize, I 
was not about to walk in his foot-
steps. I was also encouraged by a 
client who admitted to having cho-

sen me because my quote was the 
highest of the three heôd obtained. 
He said that I was the only one who 
seemed to know what I was doing. 

ñThe best way to avoid haggling 
over rates,ò Bokor advises, ñis to 
avoid mentioning those rates (if you 
can get away with it) and quote for 

the job as a whole, taking into ac-
count all factors that make your job 
either easier or more difficult.ò  

A business-planning consultant 
would have you consider more ba-
sic questions: What is your primary 
target market? Within that, who are 
your preferred clients? How impor-
tant is it that you be available when 
they need you? Conversely, to what 

Do you ever negotiate to keep a client 
from walking away? Jonathan Hine, a  
frequent presenter on the subject of  

pricing at ATA conferences, responded 
with an unqualified ñYes!ò ñThis is why I 
teach calculating the break -even point as 
the center of my approach to pricing,ò he 

added.  

ñIf you begin to haggle at all, you are no 
longer an independent business  

supplying a valuable, quality product to 
a reseller,ò writes Waltz. ñYou are a 

dependent entity hoping to be given the 
right to do a (usually single, one -off) job 
for an agency, and then to be paid and 

treated entirely on its terms.ò 

é to what extent, and for how long, can 
you afford  to lock yourself in with a  

client who undervalues the service you 
are prepared to provide?  
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extent, and for how long, can you afford to lock yourself in with a 
client who undervalues the service you are prepared to provide?  

Whether consciously or unconsciously, we tend to rate our 
clients and grant favors accordingly. ñFor a good client (one who 
doesn't take too long to pay me!)ò writes Anja Miller, ñI may oc-
casionally agree to charge less than the top technical rate even 
for a demanding 
job.ò  

I once compiled 
a short list of my 
ñmost favoredò and 
ñleast favoredò 
translation agen-
cies. It was based 
on more than just 
payment practice. 
My favorite clients 
are still those who 
care about quality, 
appreciate my craft, 
provide constructive feedback, are pleasant to deal with, and 
donôt give me a hassle. To me, dickering is a hassle. I know 

Are your fees negotiable? continued  

I once compiled a short list of my 
ñmost favoredò and ñleast 

favoredò translation agencies. It 
was based on more than just 
payment practice. My favorite  
clients are still those who care 
about quality, appreciate my 

craft, provide constructive feed-
back, are pleasant to deal with, 
and donôt give me a hassle. 

CATI Gold Sponsor  
CATI gratefully acknowledges the support  

provided by the following Gold Sponsor:  

Department of Languages  
and Culture Studies  

The DEPARTMENT OF LANGUAGES AND CULTURE 

STUDIES (LCS) at UNC Charlotte 
(www.languages.uncc.edu/ ) offers a well estab-
lished curriculum in translating and translation stud-
ies (TTS): 

Á UNDERGRADUATE CERTIFICATE IN TRANSLAT-

ING (CT in English-French, English-German, and 
English-Spanish), created in 1979 

(www.languages.uncc.edu/translating.htm ) 

Á GRADUATE CERTIFICATE IN TRANSLATING AND 

TRANSLATION STUDIES (GCTTS in English-
Spanish), created in 2001 

(www.languages.uncc.edu/GradCertFlier.doc ) 

Á MASTERS OF ARTS IN SPANISH 

(www.languages.uncc.edu/masters/index.htm ), 
also created in 2001, with two tracks from which to 
choose: 

- Translating and Translation Studies (TTS) 
- Language, Literature, and Culture (LLC) 

The TTS track of the Spanish M.A. degree consists 
of graduate course work in the history and theory of 
translation and the analysis and translation of major 
discourse domains: e.g., business, medical, techni-
cal, legal, scholarly, and literary.  It also includes 
special topics courses in Spanish-English transla-
tion, up to 3 hours of professional internship in 
translating, study abroad possibilities, and a trans-
lation thesis option. 

Course work in applied language areas such as 
Business Spanish, a strength in the department is 
especially appropriate for the TTS track. This spe-
cialized track serves individuals interested in a ca-
reer related to professional translation or in enhanc-
ing their career or work opportunities as language 
and culture specialists in today's global economy 
and in a nation where Spanish is becoming increas-
ingly important. It also provides preparation for 
those who may wish to pursue a Ph.D. in fields 
such as Spanish, linguistics, translating and transla-
tion studies, intercultural communication, or interna-
tional studies. 

Please visit www.languages.uncc.edu/ for more 
information. 

More about fees  

ATA Business Practices  is a Yahoo! group open to ATA mem-
bers. The recent discussion thread ñVolume Discountsò is par-
ticularly relevant. To subscribe, send an e-mail to one of the 
moderators, Gabe Bokor  (gbokor@accurapid.com ) or Doro-

thee Racette  (dracette@hughes.net ).  

ñThe Bottom Lineò by Fire Ant and Worker Bee is a regular fea-
ture of the Translation Journal: In a witty style, authors Chris 
Durban & Eugene Seidel present solid advice for practicing 
translators: www.accurapid.com/journal/44fawb.htm . Be sure 
to check past issues too! 

I Am Worth It! How to Set Your Price and Other Tips for 
Freelancers , by Jonathan T. Hine, 3rd ed. (2003), is available 
from Scriptor Services LLC, PO Box 4623, Charlottesville, VA 
22905-4623; (434) 960-1344;  
translations@scriptorservices.com . $5.00 prepaid by check or 
$6.50 with credit card through PayPal or shipped with an invoice. 
Prices include postage. 

 Be sure to check out the new (2008) client brochure Transla-
tion: Buying a non -commodity , downloadable in a PDF ver-
sion from the ATA home page (www.atanet.org ). Use this and 
the older brochure Translation: Getting it right to help clients 
understand what your work entails and what your expertise can 
be worth to them. ATA members can also order up to 100 printed 
copies of the older brochure free of charge.  

Continued on next page 

mailto:gbokor@accurapid.com
mailto:dracette@hughes.net
mailto:dracette@hughes.net
http://www.accurapid.com/journal/44fawb.htm
http://www.atanet.org/
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CATI Gold Sponsor  
CATI gratefully acknowledges the 

support provided by the  

following Gold Sponsor:  

Niki's Int'l Ltd. is a nationwide 
provider of interpretation, translation 
and transportation services for the 
workers' compensation, insurance, 
medical and legal fields. We are 
headquartered in Charlotte, NC we 
have a nationwide network of profes-
sional interpreters and translators 
available 24 hours a day, 7 days a 
week in over 200 languages. We 
have expertly trained interpreters 
available for on-site or telephonic 
translation as well as ATA certified 
translators available for all of your 
document needs. 
 
Let our trained specialists customize 
a language and/or transportation 
solution for you. We have bilingual 
representatives available around the 
clock who will waste no time in creat-
ing a language solution tailored to 
your exact needs. With 24 hour 
bilingual assistance you get in con-
tact with a real person who can 
speak your language at any time, 
day or night - no answering service!  
 
Contact us at 1-877-567-8449 or 
online at www.nilservices.com . 

someone from another culture who seems to have dicker-
ing in her blood. She succeeds at it in a way that I never 
could. But itôs also not the image I want to project. Itôs too 
adversarial. I view my clients as allies, and I think they 
sense that, because they are incredibly loyal. Itôs almost 
as if fees are just a necessary task weôd both rather ignore 
if it werenôt impractical. Some would call this foolish ideal-
ism, but it works for me. 

So, to anyone tempted to negotiate lower fees during a 
lull, my advice is to ride out the lull as long as you can 

possibly afford it. Use the time to strengthen your skills 
and credentials. Eventually youôll be rewarded with higher 
pay for less work and more fun. 

The author is grateful to Steven Capsuto, Dan Lufkin, D. 
Bannon, Tereza dôAvila Braga, in addition to the col-
leagues named in the article, for their thoughtful re-
sponses to her query. 

Ann C. Sherwin  is an ATA-certified freelance translator 
based in Raleigh, NC. 

Are your fees negotiable? continued  

Preview  

Twenty -First Annual CATI Conference  

T he Twenty-First Annual CATI 
Conference will be held on April 

19 at Meredith College, Raleigh. 
What follows is a brief look at the 
conference sessions. A report on the 
conference will appear in the next 
issue of the CATI Quarterly. For pic-
tures of the conference, donôt forget 
to visit the CATI website 
(www.catiweb.org ). 

ñBasic principles of terminology 
managementò by keynote speaker 
Sue Ellen Wright will examine the 
relationship of terms to their concep-
tual references and the importance of 
this relation in establishing equiva-
lents between concepts in the source 
and target language for translation 
purposes. It will determine the nature 
of terms used in special languages 
and examine how terms are selected, 
together with the kinds of differences 
that may arise between languages 
based on usage and conventions. It 
will explore the role of multiword 
terms and distinguish concept-
oriented terminology management 
from lexicographical, word-oriented 
approaches based on the need to 
discriminate between polysemic 
meanings of terms.  It will examine 
some of the elements commonly 
documented in terminological entries 
and outline the principles for organiz-
ing these elements in well-formed 
terminological entries. 

ñBasics and Beyond for Starting 
and Growing in Language Service 
Businessesò by CATI Vice President 

Memuna Williams will offer basic 
business savvy and more for trans-
lators and interpreters who are of-
ten ill-prepared for business.  A 
large number of translators and in-
terpreters in the United States prac-
tice as freelancers. Unlike our coun-
terparts in other industries such as 
entertainment, we donôt hire agents 
or managers to run our careers and 
guide our conduct so that we can 
focus on practicing the crafts we 
love. We represent ourselves to the 
outside world from the outset. 

As outlined in The E-myth Re-
visited, Michael Gerberôs bestseller 
on avoiding traditional mistakes in 
small business, this means being 
an entrepreneur and manager in 
addition to being a technician. 

Dealing with the tangibles and 
intangibles of marketing, negotiat-
ing, public relations and accounting, 
among other things, is often unex-
pected, unwelcome or even a cul-
ture shock to translators and inter-
preters. However, it is largely un-
avoidable. In order to start and 
grow our practices, avoid faux pas 
and function effectively in the busi-
ness world, we must build basic 
business skills and develop increas-
ingly sophisticated business knowl-
edge. This presentation will cover 
some of the reasons translators and 
interpreters are often ill-prepared 
for business, and attempt, like Mi-
chael and Donald, to impart some 

Continued on next page 
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CATI Gold Sponsor  
CATI gratefully acknowledges the 

support provided by the  

following Gold Sponsor:  

Panoltia Interpreter  

Training  

Panoltia, in partnership with Berkana 
Language Center , brings you inter-
preter training that is simply the best 
available anywhere. How do we 
know? Because our clients tell us so! 

Panoltia interpreter seminars and 
workshops consistently get rave re-
views from both professional inter-
preters and those just entering the 
field.  

Our programs are the best because 
every one is based on more than 50 
years of professional interpreting ex-
perience and 25 years of state of the 
art instructional design and delivery 
experience; so you know you're get-
ting first rate real-world content pre-
sented in a way that makes it inter-
esting and easy to learn. 

To learn more, go to: 

www.panoltiatraining.com/  

Twenty -First Annual CATI Conference continued  

basic business savvy. Beyond the 
basics, it will delve into some of the 
additional areas on which to focus in 
order to develop in language service 
businesses. 

ñReal-world terminology manage-
ment,ò Sue Ellen Wrightô second 
session, will examine the types of 
venues in which terminology man-
agement in general and translation-
oriented terminology management in 
particular take place.  It will treat ter-
minology management as a critical 
component of knowledge organiza-
tion in enterprises. The cost of termi-
nology management will be con-
trasted to its value for quality assur-
ance and its potential return on in-
vestment (ROI). After examining dif-
ferent styles and complexity of form, 
the presentation will explore best 
practices for work flow, in particular 
with respect to internationalization 
and localization environments. It will 
discuss options for different proc-
esses and procedures. 

ñInterpreter skill buildingò by  
Javier Castillo will focus on getting 
into the "interpreter mindset" and on 
the techniques used by the top con-
ference and court interpreters.  It will 
also focus on both the mental and 
physical preparations for interpreting, 
provide short and long consecutive 
exercises, and  deal with professional 
demeanor and "attitude.ò 

ñMetaTexis: An Affordable Com-
puter -Aided Translation Solution,ò 
by Eric Bullington will point out that a 
common complaint among novice 
translators wanting to incorporate a 
Computer-Aided Translation (CAT) 
tool into their business is the ex-
pense.  Some of the most popular 
programs cost as much as $1,000, 
which is an insurmountable obstacle 
for many translators interested in us-
ing translation memories and other 
features of CAT tools in their daily 
work. 

However, less-expensive alterna-
tives do exist, including one versatile 
CAT tool by the name of MetaTexis.  
MetaTexis Pro costs $150.00, but for 
those who wish to try out the program 
before making a purchase a fully-
functional ñLiteò version is available at 

no charge. 

In this session Eric will provide a 
brief introduction to most important 
features and concepts of CAT tools, 
including terminology management, 
translation memory, and alignment 
tools.  Next, he will give an over-
view of MetaTexis, including a live 
demonstration of the program.  Par-
ticipants in the session will then 
have the opportunity to ask ques-
tions.  At the end of the workshop, 
he will describe how to download a 
free trial version of MetaTexis and 
will provide instructions on how to 
join an online MetaTexis discussion 
group. 

ñVerbing your way to a better 
translationò by CATI President 
Mike Collins is intended for begin-
ner to intermediate translators and 
editors working from all languages 
to English. While many languages 
are very nominal in expression, 
English tends to be much more ver-
bal. This session will present some 
tips and techniques for leveraging 
the flexibility of English to achieve a 
more readable translation without 
sacrificing accuracy. These tech-
niques can be applied for transla-
tions from many major languages 
into English. Examples will be pro-
vided from Spanish, French, Portu-
guese, German, and Russian to 
English, but knowledge of the 
source languages is not required. 

ñIntepreting in school settings -- 
itᾷs not just academic!ò by Yasmin 
Wurts Metivier will talk about how, 
as an interpreter in educational set-
tings, you not only have to have a 
command of languages and cul-
tures, but you also need to be part 
psychologist, part educator, part 
school nurse, part guidance coun-
selor, and more. Your background 
in all of these areas is critical if you 
are to be effective.  

ñSight Translations for Begin-
nersò by CATI Board member 
Maria Rodriguez will be a non-
language-specific hands-on work-
shop on sight translation. Partici-
pants will learn key skills needed in 
order to build speed and accuracy 
in sight translation. Participants will 

practice reading for context in sight 
translation texts. They will also practice 
chunking and other techniques. 

ñThe translator as project managerò 
by CATI Board member Graciela White 
will stress that, no matter whether you 
are a novice or an experienced transla-
tor, professionalism doesnᾷt stop at 
mastering the art of translation. In to-
dayᾷs world, the translator must go be-
yond core competency and show profi-
ciency in other disciplines. This ses-
sion will discuss what it takes to remain 
competitive and will explore the impor-
tance of: workload planning and bal-
ance, effective communication skills, 
earned value management, and post-
mortem activities. 

http://www.panoltiatraining.com/
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ATA Translation Company Division Conference  
The ATA Translation Company Division (TCD) conference in Denver, 
CO on July 17-20 will offer the following highlights: 

¶ Thursday evening reception and banquet 

¶ Two days (Friday and Saturday) of informative educational ses-
sions tailored to the needs and concerns of translation company 
owners and managers 

¶ Topics focusing on industry trends, workflow tools, project man-
agement, sales and marketing, behavioral interviewing, and more 

¶ Plenty of time and opportunity for networking 

¶ Optional Friday or Saturday evening activity in Denver, The Mile 

High City (www.denver.org ) 

¶ Sunday morning buffet breakfast 

Advertising, exhibit, and sponsorship opportunities are available. 

Go to www.ata -divisions.org/TCD  for more information. 

Landmark Audio Technologies at the Universal Forum 
of Cultures  
Landmark Audio Technologies, a manufacturer of assistive listening 
systems, recently supplied interpretation equipment for an exception-
ally large international convention. Thousands of transmitters and re-
ceivers were needed for the UNESCO-sponsored Universal Forum of 
Cultures that took place in the city of Monterrey, Mexico from Septem-
ber through December of 2007.  Luckily, Landmark Audio keeps a 
large inventory and was able to ship the systems in time for the start of 
the meetings. 

The previous event, held in 2004 in Barcelona, Spain, spanned 
141 days and attracted 3.5 million visitors from all over the world.  Al-
though the 2007 Forum was whittled down to 80 days, more than 100 
scheduled activities -- including workshops, seminars, dialogues, thea-
ter performances and art exhibits -- ensured sleepless nights for the 
event planners.   

ñThe Forum,ò as it is widely known, seeks to foster interaction and 
understanding in an increasingly global society, through inter-cultural 
dialogue.  Interpreters and good equipment were high on the list of 
must-haves because one of the stated goals was to ñutilize the spoken 
word as a tool to listen more profoundly to the conversations of our 
fellow human beings.ò 

 Landmark Audioôs transmitters are small and portable.  Individual 
interpreters carry them to different meetings and venues, as neces-
sary.  An interpreter can speak to a single person or to a group.  Sev-
eral interpreters, speaking different languages, can work in the same 
room without interfering with each other. 

For more information on LAT or its product offerings, call (888) 677

-4387 or visit their website at www.landmarkfm.com . 

ATA Business Seminar  
The ATA Business Seminar on May 10 in Los Angeles will provide a 
full day of in-depth, high-quality sessions presented by experts in their 
field. This seminar is targeted at experienced translators and interpret-
ers who are seeking advanced-level continuing education. 

Gain insight from successful members of the translation and inter-

News and upcoming events  CATI Silver  

Sponsor  
CATI gratefully acknowledges the sup-

port provided by the  

following Silver Sponsor:  

Bilingual  

Communications, Inc.  

 

English/Spanish  

Bilingual Communications, Inc., has 
been facilitating communication between 
Spanish and English in North Carolina 
since 1989. As an expression of its com-
mitment to the objectives of the Carolina 
Association of Translators and Interpret-
ers and of its desire to support the organi-
zation, Bilingual Communications is 
pleased to be a Silver Sponsor. 

Bilingual Communications offers ser-
vices in Spanish and English exclusively. 
By concentrating its time, energy, and 
resources on a single pair of languages, 
the company is able to offer expert ser-
vices in its specialty areas. 

The company's president, Jackie 
Metivier, is from Mexico and travels there 
often. This enables her to keep up with 
her native language and culture, a neces-
sity for service to the local North Carolina 
Hispanic market, 69% of which is from 
Mexico. 

While most of the company's work is 
from English to Spanish, Bilingual Com-
munications uses qualified native speak-
ers of English for translation from Spanish 
to English. 

For further information, please visit our 
Website at: 

www.bicomms.citysearch.com  

Continued on next page 

http://www.denver.org
http://www.ata-divisions.org/TCD
http://www.landmarkfm.com
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Ambassador Service Group, 

LLC 

Ambassador Service Group is proud to be 
a sponsor of CATI. ASG is a team of pro-
fessionals dedicated to being Your Official 
Messengers. Communications is the key 
to businesses and relationships. Whether 
your business takes you to Yale or jail, 
Ambassador can assist you with your in-
terpretation and translation needs. Since 
1991 we have assisted clients around the 
Research Triangle and the world with their 
interpretation and translation needs in the 
fields of business, law, government, and 
health care. 

If you would like more information about 
working with ASG as client or as service 
professional contact us at: 

info@ASGWorld.com   

preting fields: a senior project manager, an owner of an established 
language services company, and a seasoned freelance translator. Take 
part in exercises to sharpen your negotiating skills. Learn the practical 
aspects of contractual agreements by analyzing real contracts that are 
currently used. Discover how to start and maintain a successful rela-
tionship with a translation company; and witness the unveiling of the 
hiring process from the résumé to billing procedures. 

For details, go to www.atanet.org/pd/business . 

Project Management Seminar  
The Language Shop will host a Project Management Seminar for trans-
lators in New York City on Saturday, May 17, 2008. It will be given by 
Ms. Lana Rachkovskaya, founder and owner of Capital Translations, 
Inc., who has extensive experience in translation project management. 
For details, go to www.thelanguageshop.org . 

New ATA client education brochure  
A new client education brochure, Translation: Buying a non-commodity, 
authored by Chris Durban and Alan K. Melby and published by the 
American Translators Association, describes how translation standards 
can help both buyers and sellers of translation services. As the title sug-
gests, the brochure emphasizes that translation is not  a commodity like 
cane sugar or blank CDs. There are many factors to be taken into ac-
count when buying translation services. According to the booklet, these 
include, among other criteria: 

¶ The type of document being translated 

¶ The subject-matter expertise required by the translator 

¶ The intended readers of the translation 

¶ The purpose of the translation, and 

¶ The regional variation of the target language 

The brochure emphasizes that time, money, and image are at stake. 
It cites examples of cases where flawed or missing translations have 
caused major financial losses or even death. To address these con-
cerns the booklet recommends that clients comply with two translation 
standards: the new European translation standard CEN EN 15038,and 
the American translation standard ASTM F 2575 (Standard Guide for 
Quality Assurance in Translation). 

Although these two standards were developed independently, the 
ATA brochure points out that they fit together very well. The three key 
points addressed by each of these standards are: 

1. Select your human resources with care. 

2. Agree on your project specification before  translation begins. 

3. Follow the specifications every step of the project. 

To download a PDF version of the brochure, go to the ATA website 

at www.atanet.org .  

News and upcoming events continued  

Avantgarde Translations is a language 
services company offering an array of mul-
tilingual services including translation, edit-
ing, proofreading, translation reviews and 
cultural consulting. 

Our mission is to enrich a companyôs com-
munications by bridging the linguistic and 
cultural gaps between languages. This 
enables us to provide customized lan-
guage solutions that go beyond the word 
to deliver the message é  your message. 
When every word counts, your first and 
only choice should be Avantgarde Transla-
tions. Contact us at: 
www.avantgardetranslations.com  
E-mail: submissions@  
avantgardetranslations.com  

CATI Bronze Sponsors  
CATI gratefully acknowledges the  

support provided by the  

following Bronze Sponsors:  

http://www.atanet.org/pd/business
http://www.avantgardetranslations.com
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Durham Technical Community College is a 
charter member of the North Carolina 
Community College System.  

The Community Spanish Facilitator 
Certificate Program offered by the College 
prepares students to act as paraprofes-
sional Spanish interpreters in the commu-
nity. Courses are taught within a cultural 
context and include community service 
projects. 

This is a day and evening program. 
The required courses are offered during 
lunchtime and evening hours to accommo-
date working students. 

For information, visit the College's web-
site at: www.durhamtech.edu/html/  

CATI welcomes the following new or returning members who have 
joined the association in the past 3 months. The members are listed 
here with their membership category, language pairs, and preferred 
fields, if available. 

Mauricio Artola , Greensboro, NC. Regular member. English>Spanish 
T. Business, financial, education, media, communication, automotive, 
construction. 

Amanda Black , Carrboro, NC. Regular member. English>Spanish T/I, 
Spanish>English T/I. Dentistry, medical, personal finances. 

Laura Castano , Apex, NC. Student member. English>Spanish T. Edu-
cation, religion, nonprofit organizations, insurance. 

Rebecca Coursen , Greer, SC. Student member. Spanish>English T/I, 
English>Spanish T/I. Education, religion, medicine. 

Michael Escalante , Wilmington, NC. Regular member. Eng-
lish>Spanish T/I, Spanish>English T/I. Advertising, broadcasting, insur-
ance, marketing, non-profit organizations, psychology. 

Libbie Henry -Green , Yemassee, SC. Regular member. Span-
ish>English T, English>Spanish T. Dictionaries, and political and legal 
documents. 

Oscar Hernandez , Cameron, SC. Regular member. Spanish>English 
T/I, English>Spanish T/I. Military, medical, education, music. 

Justine Liébana , Mathews, NC. Student member. Spanish>English T/I, 
English>Spanish T/I. Education, religion, medicine, banking. 

Steven Lownes , Columbia, SC. Regular member. Spanish>English T/I, 
English>Spanish T/I. Social services, literature, real estate, education. 

Sandra Rosario , Winston Salem, NC. Corporate member. Eng-
lish>Spanish T/I, Spanish>English T/I.  

Elena Tobias , Mauldin, SC. Institutional member. English>Russian T/I, 
English>Spanish T/I, English>German T/I, English>Greek T/I. Medical, 
legal, insurance, education, family planning, marketing. 

David Yarwood , Henrico, NC. Regular member. Spanish>English T, 
English>Spanish T, English>Chinese T, French>English T, Chi-
nese>English T. 

A Welcome to New Members  CATI Bronze Sponsors  
CATI gratefully acknowledges the  
support provided by the following 

Bronze Sponsors:  

In Town Optical is a boutique offering top 
customer service, in English and  Spanish. 

At In Town Optical, Andres Quintana is 
committed to serving the Hispanic market, 
and to ensuring that all eyewear is dis-
pensed according to the individual need of 
every customer. When he came to the US 
in 1980, he spoke only Spanish. Since 
then, he has acquired a second language: 
English. This has allowed him to provide 
eye care products and services to Spanish 
and English-speaking clients since 1994. 

Working as he does in two languages at 
In Town Optical, Andres understands the 
importance of good communication. 

Speaking two languages does not make 
you a professional interpreter ð it requires 
skill and training. In Town Optical salutes 
those who serve as professional interpret-
ers, and is pleased to support CATI and 
translation and interpreting professionals 
as a Bronze Sponsor. 

In Town Optical 
1241-14 South Main Street 

Wake Forest, NC 27587 
Tel: 919-554-0860 

Website: www.intownoptical.com  

The CATI Quarterly would like to hear from you!  
If you have an opinion that you would like to share with 

your CATI colleagues on any of the ideas expressed in this 

newsletter, please write to the editor,  

G. David Heath, at:  

infoexact@mindspring.com  

Submissions are subject to editing.  
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The CATI Quarterly  

The CATI Quarterly is a publica-
tion of the Carolina Association of 
Translators and Interpreters, a 
nonprofit organization to promote 
the recognition of translating and 
interpreting as professions in the 
Carolinas. Opinions expressed 
herein are the authorôs and not 
necessarily those of the Editor, the 
Association, or its Board of Direc-
tors. 

Reader submissions are welcome. 
Suggested length limits are:  

¶ Articles 1500 words 

¶ Reviews 500 words 

¶ Letters 300 words 

Submissions become the property 
of the CATI Quarterly and are sub-
ject to editing. For details, see the 
ñSubmission Guidelinesò at 

www.catiweb.org/guidelines.htm  

If you have questions or would like 
to submit an article, please contact 
the editor, G. David Heath, at  

infoexact@mindspring.com  

Please contact CATI at (919) 698-
0721 for advertising information.  

From the Editorôs Desk 

Something for everyone  

By G. David Heath  

O ne thing that often strikes me 
about translatorsô and interpret-

ersô associations such as CATI is the 
great diversity of skills and back-
grounds of their membership. This 
diversity includes the number of dif-
ferent source and target languages 
(CATI members currently cover 37 
different languages), the number of 
different dominant languages, the 
number of different specializations ï 
too numerous to list here ï and the 
different ways in which these skills 
are used (translation, interpretation in 
various different settings é). Many 
members work independently, which 
means they also need business 
skills. 

That is one reason why providing 
sufficiently diverse information to 

meet all the interests of its mem-
bers is a challenge for CATI ï espe-
cially for the CATI Quarterly and the 
Annual CATI Conference. Where 
the content of the CATI Quarterly is 

concerned I have to admit 
that there is a bias towards 
contributions from transla-
tors. Maybe thatôs because, 
being a translator myself, 
and not an interpreter, I tend 
to be in communication 
more frequently with those of my 

own specialization. Or maybe itôs 
because translators ï being essen-
tially writers with special linguistic 
skills ï are more easily persuaded 
to pick up their pens, figuratively 
speaking, than interpreters are. 

So let me stress here that contri-
butions to the CATI Quarterly, in-
cluding articles, reviews, or letters 
to the editor on any aspect of 
translation or interpretation 
would be very welcome.  

However, no discussion 
about the information needs of 
CATI members would be com-
plete  without mention of the 
Annual CATI Conference, and in 

particular the upcoming 21st Annual 
CATI Conference. A quick look at 
the conference program (see page 
6) makes it clear just how many 
different skill areas will be ad-
dressed in this one-day conference. 
There are sessions that are highly 
relevant for translators at all levels 
from beginner through intermediate 

to advanced level, and there are ses-
sions for interpreters at all levels and 
various areas of specialization. There 
is also a session on project manage-
ment and a panel discussion that will 

be of interest to students. 

The keynote session, ñBasic Prin-
ciples of Terminology Managementò 
by Sue Ellen Wright, a noted author-
ity in the field, will be of particular 
interest to translators at all levels. 
And, of course, the conference will as 
usual offer an unparalleled opportu-
nity meet and talk with your fellow 
CATI members. 

If you have not yet registered for 
the conference I strongly recommend 
that you do so now. The CATI Board 
and all your fellow CATI members 
who have already registered look 
forward to meeting you at the confer-
ence. 

Sincerely, 

G. David Heath      

The keynote session, ñBasic Principles 
of Terminology Managementò by Sue 
Ellen Wright, a noted authority in the 
field, will be of particular interest to 

translators at all levels.  

é no discussion about the information 
needs of CATI members would be  

complete without mention of the Annual 
CATI Conference, and in particular the 

upcoming 21st Annual CATI Conference.  

If you would like to comment on any of the topics 

presented in this issue of the CATI Quarterly, 

please write to the editor, G. David Heath, at:  

infoexact@mindspring.com  

Submissions are subject to editing.  
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