


e are pleased in this issue to
welcome views and forecasts
of their translations markets

from several national Translations
Associations and leading players.

ollowing on from a mixed 2005
F forecast for the UK economy in

our last issue, it is interesting to
read that some other translations mar-
kets are growing. Germany, where trans-
lations demand seems tied to exports, is
forecast to grow at up to 5%. France and
Belgium also predict demand growth.

one of this will yet bring demand
| \ | back to pre-2002 levels, but tra-
ditional sectors of engineering,
automotive as well as multimedia (web-

Message from the Chairman
John Wheen, chairman Association of

Translation Companies

LOW COST ECONOMIES STILL
A THREAT TO TRANSLATION

MARKETS

sites et al) are driving us forward.

here all correspondents agree,
is over the threat posed by
low-cost economies. We are

now inundated by emails from develop-
ing nations offering translations from
£20 (€29 $38) per 1,000 words. And
since local wage costs are often 5% of
UK values, these rates still mean huge
profits for vendors. As well as hitting
Western European translations compa-
nies, these offers are reaching our
clients, devaluing perceptions of the
value of translations. Added to
Translations Companies and Search
Engines offering free machine transla-
tions, how can ATC members and those
of other national translation associations
defend their positions?

e know that the answer lies in
quality, because for all their
price advantages, these

Internet barrow boys have for the most
part, very bad fruit. It is incumbent on
us all to say loud and long to our clients
and the media that the fundamental need
of their professionals around the world
is to use local languages fluently and
well. Only then will clients' brand fran-
chises and competitiveness enable grow-
ing market share and profitability.

he key quality benchmarks are
I Membership of the ATC (or the
growing numbers of EUATC
member Associations) and with it the

use of qualified translators. And the
coming CEN Standard 138.
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he European Union of
Associations of Translation
Companies has put its weight

behind a new Leonardo project initi-
ated by the Netherlands.

The Dutch project will be first coordi-
nated pan-European attempt to analyse
and forecast market trends for language
services, as well as promoting the
importance of translation and interpret-
ing services to industry and state organi-
sations.

The five objectives of the project are:

EUATC offers its support to
Leonardo monitor project

1. To monitor market trends for the sup-
ply of and demand for language services
by professional translators and inter-
preters, which is of vital importance for
companies, local and national authorities
and branch organisations.

2.To enable industrial and state organi-
sations to recognise the importance of
professional translations and interpreta-
tion for innovation, trade and progress in
the internal market.

3.To monitor and evaluate the qualita-
tive and quantitative short, medium and
long-term demand for professional and
academic training institutions.

4.To provide a basis for training institu-
tions to adjust their curricula to chang-
ing market conditions

5. To enable students to make an
informed decision about the choice of
their studies, relevant options for inter-
national programmes, and eventually
their professional career in an expanding
EU market and society.
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Commenting, EUATC President Alfredo
Spagna said:

“The EUATC’s member associations
were overwhelming in their support for
this important project. Our members
believe that the project will help support
not only the development of the profes-
sion of translation and interpreting but
also help private European translation
and interpreting companies to gain a
clearer understanding of market trends.
It will also play a key role in the contin-
ued development of professional educa-
tion for students in these fields.”

In pledging its support, the EUATC has
offered itself as a means of disseminat-
ing information among its 14 national
associations, which together comprise
over 400 translation companies and sup-
port the project as a source of relevant
information and data as required by the
project coordinators.



Cautionary tale: I

ranslation companies in Britain
I and around the globe may have
received a tempting approach
at the end of November from an ‘Arab
Prince’ seeking an interpreter for a 10
day shopping trip he was planning
with his entourage.

In Britain, the Association’s General
Secretary, Geoffrey Bowden, issued an
"exercise caution" notice as he soon got
wind that an identical inquiry had been
received in the Netherlands. Later, it
emerged that the same inquiry was
received in the USA and then others
around the world reported that the Prince
looked to be on a shop-till-he-drops
global marathon, which was to be com-
pleted within the same 10 day period
ahead of last Christmas.

Many translation companies reported
having received the inquiry direct.
Despite the warning notice from the
ATC, some were tempted by the offer,
responded to it and had their price quota-
tions accepted with alacrity.

One member of the Association of
Translation Companies, Accurate
Translations of London admits they were
initially taken in by the scam.

Managing Director Peter Brooks said:
“We responded to the offer, ahead of
receiving the ATC warning. We received
a cheque for nearly twice the amount we
had quoted and assumed the "Prince"
had confused US dollars with £ ster-
ling.”

A dozen or so e-mails later the "Prince"
had to cancel his visit because, reports
Brooks, the Prince’s mother-in-law had
suffered a stroke after learning that
members of her family had perished in
the Far Eastern tsunami tragedy.

“We were asked if we would return his
money by bank transfer less 15% for the
inconvenience we suffered.

“Five days later our suspicions were
confirmed when the cheque he had sent
us proved to be fraudulent.

“We had not, of course, returned any
money, and would not have done so until
the authenticity of the cheque had been
confirmed, even though it had been cred-
ited to our account. That confirmation
can take two - three weeks.”

It was a simple scam, which despite the
use of international translation commu-
nity networks, still managed to fool
some regretably.
www.accuratetranslations.com

Some day my prince will come...shopping

Cautionary tale: II

As seenon TV

ur second cautionary tale
Ocomes from ATC members

UPS Translations based in
London.

UPS translate and top-edit books and
were approached by publishers called
Elius Books, to edit "John Thaw 1942-
2002: An Appreciation" - for readers
outside the UK, Thaw was a much
loved actor, who died three years ago.

UPS were also to design the front cover
as well as the page layout including
typography. It turned out to be an
extremely difficult job, largely because
the proprietor of Elius Books was
dyslexic, disorganised and dysfunction-
al. Worse still, he turned out to be an
undischarged bankrupt trading fraudu-
lently, has served time in prison for
similar offences previously, had failed
to pay the writers, editor or printers,
and is the subject of investigation by
the Department of Trade Industry. BBC
TV’s Watchdog show has interviewed
Sarah Parkhurst, Head of Translation at
UPS, as victims, and the clear message
is: “Don't touch Elius Books with a
bargepole!” say UPS’s MD Bernard
Silver. www.upstranslations.co.uk

Company news

Xpress wins
Investors in
People award

TC member Express
ATranslations based in

Birmingham have followed up
last year’s ISO9001 accreditation with
a prestigious Investors in People (IP)
award. Express believes that it is the
only company in the UK translation
sector, that can boast of both achieve-
ments.

Their IIP Award was presented at
Birmingham Chamber of the
Commerce’s offices by Olympic silver

g Y

Roger Black MBE, left,with RK Chauhan and Usha Chauhan. Richie Woodhall,
WBC super middleweight world chamgion is second from the right next to Barry

Knight, the BirminghamChamber of

medalist Roger Black and the current
World Boxing Council super mid-

ommerce

dleweight champion Rickie Knight.
www.expressinterpreting.co.uk

ITR clocks up

significant score

- 20 years in the business

International Translation

Resources Ltd will celebrate 20
years in business as a leading
provider of translation services. The
company translates and localises doc-
umentation, software, help systems
and websites into all major languages
including Chinese, Japanese, Korean

In March 2005 ATC member ITR

and Thai. Focused on global cus-
tomers with large-volume require-
ments, ITR has been a consistent
driving force in raising translation
quality standards and is widely recog-
nised as a centre of best practice in
our industry.

At the forefront of the convergence of
3

linguistic and tech-
nical expertise, ITR
helps its many
clients to leverage
existing and new
translations by
means of finely

Helen Eckersley

Continued on the next page




ITR clocks up signifi-
cant score - fiom previous page

honed processes that help to achieve a
high degree of customer satisfaction and
loyalty. One of the company's clients
recently proclaimed "ITR has helped us
gain total acceptance of our localised
material; our overseas distributors are
delighted with the quality of the transla-
tions produced by ITR and now feel
fully supported in their sales efforts in
their respective markets."

ITR was founded in 1985 by John
Fisher and Helen Eckersley, the current
joint managing directors who are both
well known throughout the industry.
Helen is chair of ATC's Education
Committee, proactively seeking to forge
links with the academic community that
will foster a better understanding of our
mutual requirements.

Helen is also a key member of the SAE
J2450 Committee, an international body
that is developing a Standard for meas-
uring translation quality - work that is
highly compatible with ATC's involve-

ment in developing the CEN Standard
for governing translation processes.

ITR attributes much of its success and
longevity to the calibre and loyalty of its
people. With 50 full-time members of
staff and over 1200 contractors world-
wide, the company is deeply proud of its
senior managers and the teams they
lead. As an accredited Investor in
People, ITR has a proven track record of
training its employees who are multi-
skilled as well as multi-lingual. John
Fisher says, "investing in training for
all our staff is essential for staying
abreast of the huge range of technology
available to support the translation and
localisation processes, and for ongoing
personal development in other areas
such as negotiation and management
skills"

With its 20 years in the business, ITR
has naturally witnessed many significant
changes, both good and bad, including
the growth of technology, the impact of
the Internet and at least 2 world reces-
sions. The company has always risen to
the challenge and is optimistic for the
future of this emerging global industry.

However, when asked, "What is the one
thing ITR would change about the trans-
lation industry", the directors are unani-
mous in their view. "We would like to
educate every last translation buyer to
recognise the value of translation quality
and excellent customer service. Whilst
competing on price keeps us lean and
agile, allowing customers to buy solely
on price devalues our expertise and our
profession. This has always been our
goal and we're still working on it!"

www.itr.co.uk

WANT TO SEE
YOUR COMPANY
FEATURED IN
THESE PAGES?

Send news of your
company to the editor with
high resolution images
where possible to:
info@atc.org.uk

Environmental company enjoy Titan-ic growth

TC members TransAction
ATranslators of Sheffield have

been joining forces with a mar-
keting company to help drive forward
the export drive of Titan Plastech,

manufacturers of environmental con-
tainers.

The Rotherham-based division of Titan
chose to update their European litera-
ture, producing their sales brochure in
multiple languages and changing the
format to a CD ROM. They used PJA
Marketing in Sheffield to manage this
project and TransAction to undertake the
translation work.

Environmental products have seen a
massive growth period over the last few
years, with the UK leading the way in
good recycling practice. As Bryan
Sorrell, from Titan Plastech explains,
demand is also rising across Europe:
"We have been trading in Europe for
several years now but felt it was about
time that we tailored our literature to the
areas we operate in. We have always
been dissuaded from producing our

brochure in multiple languages because
of the cost and logistical drawbacks.
This time we have changed the format
to a CD Rom, with many language
options. This simplifies the re-ordering
process and also comes as a welcome
relief to our salesmen who had difficulty
carrying the brochures with them when
visiting overseas."

Titan Plastech also supply garden cen-
tres, both in the UK and across Europe.

Where UK exporters have previously
produced English only literature, it
seems that more and more are now
choosing to invest in multi-lingual
copies of brochures and leaflets.
Maryline Tergella, Project Manager at
TransAction Translators explains why
this is a good move: "In a competitive
market, anything you can do to make
yourself more accessible to your cus-
tomers has to be good for business.
English speakers have long had the per-
ception that English is a world wide lan-
guage, it is only in the last ten years that
companies have begun to tailor their
message to their audience and have gone

A Titan control product

on to reap the benefits."

Titan Plastech have plans to introduce
their products to further European coun-
tries, including the Baltic States and
other new EU members.

www.transaction.co.uk

Aget reports export led growth in 2004

TC member AGET Limited has
reported that last year proved
to be very successful.

Managing Director Marion Godfrey told
Communicate: “In 2004 we further
developed our customer base in overseas
markets and that the volume of exports
now accounts for more than fifty per
cent of the company's turnover.

“This has been achieved mainly through

clever customer relationship manage-
ment, involving the close level of
involvement expected by clients based
in continental Europe, and in Germany
in particular, and by offering services
like 'translation +', which injects cultural
awareness and sensitivity to the copy.”

AGET focuses on the high end business
and once again, in 2004, most of the
company's output was for publication.
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Aget celebrates the fruits of their 2004
labours - Marion Godfrey is front right
“Our success would be impossible with-
out the in-put of a committed team.”
www.aget.net




Marc Woolmer and Miranda
Sambridge, Andiamo’s! newly appoint-
ed director

TC member Andiamo! of
ACirencester, are scheduled to

receive a coveted Investors in
People Certificate in mid-April.

During the past year the company has
been evaluating the development and
achievement of all our Associates: for

Andiamo! wins its laurels

example, two of its Project Controllers
are learning Arabic, one Japanese and
another French. Others are following
technical courses linked to the transla-
tion industry.

“What we hadn't realised was that
chocolate treats on a Friday afternoon
would also play their part in helping us
to win the award!” said Andiamo’s Marc
Woolmer.

Andiamo! recently celebrated the first
anniversary of the opening of its Leeds
office managed by new Director,
Miranda Sambidge who, after six years
with the company in Cirencester, brings
her mine of professional experience to
the new role. Helped by her colleagues
at Head Office, Miranda is working with
companies north of the Humber in the
UK.

Andiamo! has also been invited to coop-

erate with the prestigious Centre for
Translation Studies at Leeds University.

Tourism, pollution monitoring and med-
ical equipment are three of the principal
areas in which Andiamo! has signifi-
cantly expanded in recent months. Its
experience in tourism has enabled the
company to establish relationships with
new clients in tourist destinations
throughout the UK, while the translation
last October of 250,000 words on keep-
ing the environment clean will con-
tribute significantly to ensuring that the
British Isles will remain an environmen-
tally-friendly place to visit.

Other significant developments reported
to Communicate by Andiamo! is the
recruitment of an Associate to handle
the increasing volume of medical trans-
lations.

www.andiamo.co.uk

A Practical Guide
f slators

Geoffrey Samuelsson-Brown

"Practical Guide for Translators",

Geoffrey Samuelsson-Brown has
achieved a major task of extensively
exploring the different aspects of
translation.

In this fourth edition of the

However, this book is not a theoretical
manual on the art of translation or styl-

Guide practical and indispensible
- says guest reviewer Comtec’s Anne-Claire Charrier

istics, although this subject is raised in
one of the chapters. With a humorous
tone, this practical guide presents
answers to the many questions a transla-
tor-to-be might have. Accountancy,
management, translation tools, reference
material, formatting, quality control and
complaint management are some of the
areas comprehensively covered by this
work. This updated version is also full
of advice on recent and cutting-edge
technologies appropriate to the transla-
tion industry and the appendices contain
handy proofreading tips as well as use-
ful contact details and reference books.

As a member of staff in a translation
company, I was particularly interested
by the insight of the translation world
that is provided by Geoffrey
Samuelsson-Brown, who describes with
accuracy the mechanisms of translation,
from the client’s order to the final deliv-
ery, both from the client's and transla-
tor's point of view.

The advice provided is of
high quality and the guide
offers solutions to most
problems encountered by
translators and translation companies in
their relationship with clients (com-
plaints, non-payment of invoices,
etc...). The common problem of client
education is also discussed while there
is a stress on developing a better under-
standing of our sometimes undervalued
profession.

The "Practical Guide for Translators" is
an indispensable tool for anybody will-
ing to establish themselves as a free-
lance translator, but also to full-time
translators and translation companies,
by challenging systems in place and
offering a new approach to the transla-
tion business.

The book can be ordered online at 20%
discount for Communicate readers at:

http://www.multilingual-
matters.com/multi/display.asp?isb=18

member of the

olger
Miihlbauer is
best known to

translation profes-
sion insiders as a

German Mirror
Group working on
the CEN standard
for the provision

Humour for tourist guide phrase book

of translation services as a DIN representa-

tive.

are dull?
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Wearing his DIN hat for a different purpose, he
has assembled Standardisertes Worterbuch an
excellent dictionary and phrase book in three
languages, German, English and French. The
publication uses memorable cartoons to illus-
trate the phrases to great effect and it is all
based on two key standardsL. EN13809:2003
and EN ISO 185513:2003. Who said standards

Ticket service or as the Germans would say:
Vermittlung von eintrittskarten




Technology

PASSOLO
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Makes Your
Software Ready for the
Global Market

service release for PASSOLO

5.0 in January. In addition to
various enhancements, a number of
new features have also been included
in this update - for example:

PASS Engineering issued a new

- Assistant for adding files from com-
plex directory structures

- Leverage command to make use of
translations and dialog layouts from
other PASSOLO projects.

- Direct access to the TRADOS TM
Server via an internet or intranet con-
nection (TRADOS Add-In).

- Enhanced parsing and editing of
derived dialogs (Microsoft NET Add-
In).

Other recent offerings from the PAS-
SOLO stable include: optional parser
for the localization of ODBC databas-
es. In addition to the parser add-ins
for software file formats, PASSOLO
now offers an add-in for the localiza-
tion of ODBC databases.

This new add-in supports the localiza-
tion of the following database for-
mats:

- MS Access, MS Excel

- MS SQL Server

- Oracle

- MySQL

- IBM DB2
as well as any other ODBC data
sources that provide a corresponding
OLE DB database driver.

With this integrated solution, allowing
you to process further resource types,
you can achieve even faster, easier
and more cost effective localizations.

Test the new add-in for ODBC data-
bases with your database. You can
download a demo version here:
http://www.passolo.com/en/download.stm

announced that they have

released a new version of their
internationally well-known business
process management and workflow
control software system, the LTC
Organiser. The new version 5 will rev-
olutionise the computer-assisted busi-
ness process management in the lan-
guage industry.

The Language Technology Centre

The new version includes:

¢ New LTC Organiser interface for use
with QuickBooks® Pro Edition 2004 &
QuickBooks® Enterprise Solutions
2004 USA & UK.

¢ Agency support in the Supplier
Module. The user can enter an agency
name and several contacts for this
agency. Search by Supplier "Type".

¢ Pre Budgeting in the quotation mod-
ule. Average cost can now be associated
to price lists and calculated according to
average supplier fees.

¢ New Time Sheet Module for internal
suppliers when using the corporate ver-
sion. Also available online using the
Supplier Web Interface Form. Controlled
by setting access rights. Various reports.

¢ Setting of individual payment terms
for Supplier and Client (number of days
before payment is due).

¢ Web Interface Forms ~ set a differ-
ent upload limit for each Supplier or
Client Supplier Unavailability type can
be set in the setup and selected in the
supplier module and Supplier Web
Interfaces

¢ Import XLS template improved
(client currency, VAT rate, more supplier
source & target language fields, subject
areas, etc).

¢ Supplier quote calculation now takes
into account the languages and uses
them to check the languages specified in
the supplier fee section

¢ Default company task type

¢ Insert your company logos directly
into your report templates. Quotes,
Invoices and Purchase Order

The release of the latest version, version
5.00, of the LTC Organiser has been fol-
lowed by a strong endorsement from the
early users of the business process man-
agement software.

The Language Technology Centre (LTC)
reports that its business has increased
significantly and puts much of the
growth down to the issue of LTC
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Organiser version V5.00, which has
prompted them to take on another sales
manager.

According to LTC’s Adriane Rinsch:

“I believe that our sales team is now bet-
ter equipped to offer stronger support
and better services to existing and poten-
tial customers on a worldwide level.”

One customer picked up by LTC in the
last quarter has been World Bank in the
US who have taken on four corporate
licences and Web Form.

Commenting Rinsch told Communicate:
"The World Bank Interpretation Unit has
decided to move from a customized
home-grown system to LTC Organiser.
The new system will help the unit man-
age the interpretation assignments,
schedules, calendar, and other adminis-
trative support for the services provided
to the WB Group."

+972-3-524 50 35
+972-3-527 16 08
1 (253) 595 77 67

milatova@netvision.net.il

www.milatova.com

WANT TO BE FEATURED?

Submit your technology updates
to the Editor, Communicate at
info@atc.org.uk

Any images submitted with copy
should be high resolution only.




Translation market reports

France: Price
and price again

Report from Catherine Granell of
CNET

rance conducted an enquiry on
F278 French Translation

Companies. The results of this
enquiry were very interesting.

The broad lines are:

¢ Translation companies in France
are mature: their average age is 12
years and the oldest company is 31
years old

¢ 24% are dependent on one big
client

¢ They are mainly small structures
with an average turnover below
£200,000

¢ They have an average of 3
employees

¢ 64% use CAT tools which prove
there are dynamic and progressive

¢ 1In 2004 the global turnover of
translation Companies has increased
by 12%

New statistics will be given next year at
which time we will be able to define the
evolution of our market more precisely.

Translation in France in 2004

It seems that in spite of a fairly rough
context, translation services have sur-

vived 2004. Many of us have com-

Flained about the tendency of prices to
all and we have been fighting very hard

to keep our prices at the right level.

Yet, some companies say that, in the
mind of their buyers, quality matters less
as clients look for cheap translations.
Nevertheless - this being a very broad
statement - it is sure that a market for
cheap readymade translation (in the style
of made in China T-shirts) has appeared.
But, this is obviously not the niche cho-
sen by serious and professional
Translation Companies

What about 20057

The French Stock Exchange has been
healthier since the beginning of January.
Therefore the pressure on prices has
slightly decreased. But a fact still
stands: it is now possible to buy
extremely cheap translations in low cost
countries, like India for example, and
this puts tremendous pressure on the
price of large volumes of translation.
When a buyer tells you that he can pur-
chase a translation into English at 0.02 €
per word and that he has been told to
investigate on the subject, it is very diffi-
cult to put your prices up even if you
know that at that price he cannot be
receiving quality work.

We are now in a world that thinks in
terms of globalisation and delocalisation
and cannot ignore this new parameter in
our business.

Email: catherine.granell@cgtraduction.fr

Increasing
volume and
decreasing

prices
Report from Enrique Lépez-Ebri of
QSD

hose who do not sell abroad, do

I not require translation services.
Germany, traditionally the

world's no. 1 exporter, has recorded a

further increase in exports for 2004, in
spite of a recession at home. It's no
wonder then that the volume of trans-
lations ordered has also increased. In
fact, from our own knowledge and
experience, there has been an increase
of approx. 5-7%, which is in line with
the latest export figures.

On the other hand, turnover has not
increased to the same extent, because the
translation industry, at least in Germany,
has not yet learned to take advantage of
the benefits of the increased use of mem-
ory tools. Competition in the low and
medium price sector means that the end
customer is increasingly reaping the
financial benefits - and in many cases
other price concessions - of this stream-
lining on the part of translation compa-
nies and translators. In the higher price
sector, this worrying development is
more moderate, since the subject matter
is often much more complex, and thus
the professional expertise and the overall
quality of the translation plays a more
important role than the price.

This trend for increasing volume is set to
continue in 2005, as is the intense and
often unqualified competition from the
lower price sector. However, over time,
this situation will also rectify itself.
Many of the estimated 4,000 small and
micro-enterprises in the German transla-
tion market have had to close their doors
for business over the last 12 months.
According to information from the
Federal Statistical Office, only 417 trans-
lation companies in Germany are capital
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companies, a very small number for a
country with 83 million inhabitants.
Thus, professional service providers are
still in with a good chance.

The fields in which the highest transla-
tion revenue is to be expected in 2005

are mechanical engineering, automotive
engineering, chemistry and multimedia.

The languages which saw the greatest
increase in 2004, and continue to do so
in 2005, are those of the Eastern
European countries, energetically striv-
ing to become integrated into the econo-
my of Western Europe.

A strong increase in global cooperation
in the field of translation services is a
pleasing development in social terms. It
does, however, entail the great danger of
quality being compromised - at least
until standard quality guidelines are
established, and become commonplace
across Europe.

The common efforts of the translation
industry, as part of the European
Standard Project prEN 15038, are thus a
step in the right direction.

Enrique Lopez-Ebri is Managing
Director of the LOPEZ-EBRI GROUP
and Vice-President of the

German Association of Translation
Companies (QSD e. V.).and chairs the
German Mirror Committee for the
Standard Project "Translation Services".

Email: elebri@lopez-ebri.de

See recruitment advertisement next page.
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No post Olympic
blues for Greece

Comment from Penny Marianou of the Hellenic Association
of Translation Companies

espite pessimistic forecasts
D about Greek market conditions

in the post-Olympic era, the
translation market does not seem to

be suffering; although there is defi-
nitely a cash flow problem.

The Greek translation market is quite
"young" and "unsophisticated" compared
to western European markets but it is
growing and improving rapidly in line
with local economic development and
globalisation.

Penny Mariou is President of the
Hellenic Association of Translation
Companies and managing director of
Litterae, which is also an overseas mem-
ber of the Assocation of Translation
Companies.

Email: penny@litterae.gr

Quality is the
key for Portugal

Comment from Fatima Castanheira, out-going President of

APET

ortugal is still an emerging mar-
ket, which has been showing
steady if not spectacular growth.

While others have suggested that
Internet providers are a threat, we take a
contrary view.

APET members have been concentrating
on selling quality. Afterall, a customer
only needs to encounter one problem
with a cut price Internet service to
understand that low prices generally
equate to low quality and very little
opportunity for redress.

We continue to look to the longterm
development of the market through
greater cooperation between the academ-
ic institutions and the profession, as well
as continuing our efforts to educate pur-
chasers.

Fatima Castanheira is Managing Director
of TRADUCTA

Traducdo, Interpretacdo e Informatica,
Lda based in Lisbon.

Email: info@traducta.pt

he market in Italy is varied.
However, it is often the case that

the industries employ transla-

Strength of EURO
affects Italian
market

tors and translation companies, rarely
fully understanding the difference in
services on offer. That is why some-
times a translator is asked to translate
into some languages he or she does not
have a command of.. Similarly, some
translation companies are asked if
they translate from or into more than
one language.

The market is quite alive, there are cur-
rently about 160 translation agencies that
are members of Federcentri. It is cur-
rently difficult to say how many transla-
tors there are in Italy, as while many are

(continued on the next page)
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The Translation Company _

LCPEZ-EBRI®

TRANSLATOR

(German-English)

We are seeking an experi-
enced translator (English
native speaker) specialising in
commercial/ legal/ technical
translations at our head office
in Bremen, to commence at the
earliest possible date.

You will have: A degree, at
least 2 years' experience as a
translator, excellent German,
and familiarity with terminology
database maintenance, trans-
lation tools and management
of translation projects.

We offer: An interesting field of
work in a young, highly moti-
vated team. Your enthusiasm
and translation skills will be
rewarded with an above-aver-
age salary. We look forward to
receiving your application,
which we shall of course treat
in strict confidence.

Send your application with CV to:

LOPEZ-EBRI
FACHUBERSETZUNGEN
GMBH
Personnel Department
PO Box 10 56 09
28056 Bremen
GERMANY

E-mail: gm@lopez-ebri.de

LOPEZ-EBRI
Fachubersetzungen

GmbH

Lise-Meitner-Str. 2 - 28359
Bremen
GERMANY

Telefon +49 421 363040
Fax +49 421 326814

www.lopez-ebri.de
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associated with AITT or ANITI, many
others are not. However, the perception
is that there are many translators and a
great portion of them are steadily work-
ing.

The Italian market has been affected by
the consequences of 9/11 and the
strength of Euro, reducing Italian exports
and thus the need for translations. Italy
has also started to feel competition from
Countries like Poland, Romania,
Hungary and others, which are in a bet-
ter position to provide low cost transla-

tions. More and more, we feel that vari-
ous Italian industries are asking for
superior quality translations at consider-
ably reduced prices, a position that is
very difficult to reach and maintain, due
to the essential time that has to be dedi-
cated to each translation project.

Additionally, the strong fiscal and legal
environment existing in Italy, places
greater pressure through taxes and laws.
For example the privacy law in Italy is
still under way and it does not seem to
be good news for translators and transla-
tion agencies, considering that we deal
with so much data during each project.

In conclusion, we may say that the trans-
lation world in Italy is going to face
some changes and challenges in the
future. This will result in the need for
greater specialization, the use of more
advanced IT tools (from CAT to DTP),
together with the need to be prepared to
adapt to the sudden changes in the mar-
ket that lacks the stability of the past.

Mirko Silvestrini, is Managing Director
of Rapitrad - Traduzioni e Consulenza
per I'Estero and President of the
Federcentri.

Email: rapitrad@rapitrad.it

Ithough accustomed to func-
Ationing in a single dominant

language, the United States
shows growing respect for proper use
of foreign languages. A current bipar-
tisan resolution in the US Senate
declares 2005 the "Year of Foreign
Language Study."

The US government recognizes the need
for increased multilingual abilities to
address such essential elements as the
expansion of global business, issues of
national security, and healthcare for
speakers with limited English proficien-

Senate recognises importance of
language in expanding global business

cy. The success of The Association of
Language Companies (ALC), as the only
association established exclusively to
represent and further the interests of US
language services companies, reflects a
maturing public awareness of these
issues. More sophisticated expectations
from a better-informed client base sug-
gest a strong future for the industry.

Suzanne Robinson, President

Liaison Multilingual and a leading mem-
ber of American Language Companies
(ALC). She is the ALC’s observer on the
CEN Committee considering the

Standard for the provision of Translation
Services.

Email:suzanne@emultilingual.com

e certainly started 2004 with a
Wlot of apprehensions. It was

the year when Poland and its
neighbours joined the European
Union; a very important time for us.
Its first months brought greater
demand for translations, though we
were sure that the real boom would
come after the accession.

The expected spectacular rise did not
happen, though what did change was the
structure of translation jobs. We began
working for an even greater number of
foreign entities. Ease of contact, a
smoother invoicing process and the
awareness of the common customs area

EU membership reaps its rewards
- Piotr Czajkowski President of GET IT reports

increased the mutual trust between us
and our EU partners and facilitated the
process of placing orders in Poland.
What we used to fear before the acces-
sion was that we would be swamped by
the competition of the old EU states.
Personally, I was fearful that our stan-
dards, concepts, or even the size of our
company would be insufficient for us to
effectively compete with powerful firms
from Western Europe. Consequently, |
was glad to find out that our ideas about
running the company, our ISO, certified
as early as 2001, the headcount (18 in-
house employees), our large group of
contractors, over one million euros in
annual turnover, our reference list con-
taining the names of the most prominent
global corporations and our work as a
contractor of the European Commission
are all aspects of the GET IT activity
which we are genuinely proud of. We are
comfortably able to face increased com-
petition and this has made us look into
the future with hope and trust.

The market? The market is changing.
Cooperating with translators residing
outside Poland is becoming increasingly
popular. We work with contractors all
over the world. Translations into
European and non-European languages
performed by native speakers are no
longer a problem. The market is trans-
forming to keep up with the mentality of
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its users. Some time ago it was unthink-
able to have a native proofreader in
Australia. Today she/he will easily enter
information into the database placed on
our server in Warsaw. No-one finds it
strange that orders are transferred on-
line or that information about finished
translations is sent to a client via e-mail
or a text message. Everyone is used to
electronic signatures or full CRM in
contacts between translation offices and
their clients. This is how the world is
changing and we change accordingly.
Neither Poland nor the other new EU
Member States lag behind old Europe in
terms of technology. Products and serv-
ices offered are at the highest global
level, which is indicated by continuously
increasing turnover, also with foreign
entities. Some global companies transfer
their production to Poland, some also
offer their services here and open repre-
sentative offices. In our field, we see
such firms as Bowne Global or Alpnet,
who coexist with us in the market. There
is plenty of room.

What else do we see here?

One of the things is the twilight of old
technologies. In our contacts with
clients, facsimiles and couriers have
given way to the Internet - e-mail, wire
transfer and web communicators. We are
observing a slow decline in the amount
(continued on next page)
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of printed material, which is being
replaced by multimedia presentations,
web pages and web catalogues. The
importance of the geographical location
of companies and their addresses is
decreasing, what matters more are
unchanging e-mail addresses and web
sites, on-line ordering and the possibility
of obtaining a finished translation with-
out moving from your desk.

What will the Polish world of transla-
tions be like in 20057 I believe that it
will grow more and more professional.
Also, we will observe the phenomenon

of polarisation. Large companies with a
logistics and technology background will
get stronger and subcontract some jobs
to smaller, more specialised and brand-
focused ones. Advertising, marketing
and PR on large scale will be a luxury
accessible only to the largest firms.
Translators will also specialise to a
greater extent and I hope that they will
more cooperate with agencies rather than
work on a freelance basis, which is a
common phenomenon in Poland, though
admittedly becoming less so.

One clearly visible change in the Polish
market, as well as throughout the world,
is the increased demand for translating

Internet sites. More and more companies
seem to realise that English must not be
the only language to use, so multilingual
web pages are becoming more and more
popular. Apart form this, people travel
looking for new opportunities and per-
spectives, which means that the demand
for conference interpreting is growing -
Poland hosts an increasing number of
them.

Hopefully these trends will continue.
Piotr Czajkowski is President of GET IT
Ltd an overseas member of the
Association of Translation Companies.

Email: Piotr.Czajkowski@getit.pl

fter a dramatic rise in transla-
Ation work during the millenni-

um boom, especially in ICT,
the Dutch translation sector has seen a
stabilization in turnover over the past

few years, in line with most of the
business community.

The largest translation companies in the
Netherlands still deal mainly with trans-
lations for the ICT sector and have sur-
vived the dot com fallout. The smaller
companies deal with all kinds of texts or
specialize in legal, technical, scientific,
policy or commercial texts. The market

The Netherlands market
still benefitting from ICT
- reports Michel Vrisekoop of the ATA

is demand-led, so trading conditions are
tight.

Quality is another important market cri-
terion, and one on which the Dutch ATA
is also focused, by means of its quality
control standard 'Taalmerk’'.

The Dutch ATA celebrated its 10th
anniversary on 6 November 2004. The
celebratory congress was entitled
‘Translations in 2015’ and the topics dis-
cussed included the opportunities offered
and threats posed by machine transla-
tion, subcontracting translation work to

low-wage countries
such as India and
China, European
translation standards
and global networking.

It was expected that in 10 years' time,
translations will be generated mostly by
computers, but will still need the finish-
ing human touch, especially in special-
ized fields.

Michel Vrisekoop is President of ATA.

Email: mvrisekoop@yvtalen.nl

he Belgian Association of trans-
I lation companies, (BQTA-

Belgian Quality Translation
Association asbl), consider 2004 as a
consolidation year, compared with
2003. Many pressures have been made
on our customers (mostly by their own
management) to decrease their overall
costs, which include translation costs.
Many projects have been reduced
from, for example, 15 languages to 10
or 5. Many projects have been
delayed.

Thus, our feeling is that, in 2004, there
was no increase of the global translation
market.

However, there was an increase in the
number of translation companies in the
market; which meant an increase in
competition, pressure on the margins,
and sometimes Internet companies sell-
ing at cost prices.

This situation is very serious and is dam-
aging the image of our sector. BQTA
feels that our industry must react by edu-
cating the customers and by selling on

Price pressure as more companies
enter translation market

- reports Fernand Bouceau of BQTA

quality over price. This strategy will be
implemented in 2005. BQTA hopes that
EUATC will also follow this strategy.

Demand growing in 2005

This could be eased by the fact that the
year 2005 seems to show a newly grow-
ing demand for 