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From the Editor
Welcome to the first LRG Newsletter edition of 2019!
After polishing off the remaining mulled wine and mince
pies of the festive period, we here at the LRG briskly
turned our attention to organising yet another stellar year
of translation- and interpreting-related events.
The opening quarter of the year has already seen us host
sessions on professional development and industry trends,
while this month's Meet the Client event promises to be
another exciting event for our members.
We kicked off our 2019 programme with a special session
on obtaining direct clients and forging a fruitful, ongoing
collaboration with them. You can read Alessandra
Battaglia's reflections on the event on pages 4 and 5.
Meanwhile, in February, Juliet Macan led a fascinating

session on quality assurance in translation, running the rule
over changing industry trends and useful QA tools. John
Gardam reviews the sold-out event on pages 6 and 7.
Our final article of this edition is a special guest feature from
Laura Martz, who received our 2018 LRG Grant (see page 2
for more details) to attend the ITI's 'Advancing your Career'
course. Read Laura's insightful piece on pages 8 and 9.
Elsewhere in this issue, Isabel Brenner joins us for this
month's LRG Member interview (on page 10) and our
'Around the Web' column returns on page 11.
Without any further ado, please enjoy the content on offer
in this March edition of the LRG Newsletter!
Nicholas Nicou, Editor

Committee News
William (Bill) Spilsbury

Booking tickets for in-demand LRG events

I am very sad to be sharing with LRG members the news
that Bill Spilsbury passed away in early February. Bill was a
long-standing member of the London Regional Group, having
joined when he returned to London from Brussels, where he
worked as a translator as part of the EU Commission's English
Translation Division.
He lived in Hammersmith, very close to the Thames
and the Black Lion pub, one of his favourite haunts
and where we sometimes had a drink together.
Bill was a quiet, reserved man, always very pleasant
and a helpful colleague. He enjoyed taking part in
LRG's activities, catching up with members. He will be missed.
Bill's funeral was held at St Edward's Church, Dukes
Avenue, Chiswick, W4, where he was a regular worshipper.
Several members of ITI and the ITI LRG attended and were
able to share memories of Bill with his family and friends.
Wishing everyone a long life.

You might have noticed that a few of our recent events
have sold out very quickly and some LRG members have
not been able to get a ticket, which can be very frustrating.
Unfortunately, we have to limit the numbers due to the size
of current venues.
We are working hard to find bigger affordable venues
and also have something special in mind for some of our
future events.
In the meantime, if you see that all LRG tickets for an event
have sold out and still want to come, please contact me
directly (events.iti.lrg@gmail.com).
I am often able to transfer a few unsold tickets from the
other categories and can occasionally release some extra
tickets. I also keep a waiting list for cancellations.
At the same time, I would be grateful if you could let me
know as soon as you can when you are registered for an
event but are unable to attend.
Please note that fully refundable cancellations are open
until the day before the event, but you can contact me any
time and I might be able to reallocate your ticket.

Pamela Mayorcas, Chairman

Marta Prieto, Events Secretary
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Forthcoming
Committee News
LRG (Continued)
events
Meet the Client: How to kick-start your
career, how to advance your career

Pricing translations using translation
memory – a hands-on workshop

• Venue: University of Westminster, 115 New Cavendish
Street, W1W 6XH
• Cost: £10 for LRG members; £15 for non-LRG members;
£5 non-UoW students; free for UoW students
• CPD: 3 hours

• Venue: UCL TransCluster (Foster Court, rooms 216-220,
UCL, Gower Street, London, WC1E 6BT).
• Travel: Euston, Kings Cross, Warren Street tube stations
• Cost: £10 for LRG members; £15 for non-LRG members;
students (non-UCL) £5

LRG’s Meet the Client offers an unparalleled opportunity
to hear from and speak directly to translation company
representatives.

The aim of this workshop is to look at and discuss different
pricing models when working with TM tools such as SDL
Trados Studio and memoQ.

Whether you are a student, about to embark upon a
career as a freelance translator or interpreter, or would
like to change direction or try to acquire new clients, don’t
miss this annual opportunity to get advice from established
translation companies as well as freelance practitioners.

Starting with an in-depth look at the Analysis feature of SDL
Trados Studio 2019 and memoQ 8.4, we will then run a few
analyses against a TM. Our next step will be to work out the
required translation effort (via weighted word counts) as well
as prices based on TM discount models, both for quoting and
invoicing purposes. There will be time for discussion.

Tuesday, 26 March 2019, 18:00 for 18:30

This year’s panel comprises representatives from Surrey
Translation Bureau, John Venn, Dora Wirth, OnCall
Interpreters, and EuroLondon Appointments, who will
share advice on how best to approach work providers and
present a CV and will discuss which languages and subject
specialisations are most in demand.

Wednesday, 15 May 2019, 18:00 to 20:00

The popular carousel sessions that follow give ample
opportunity for informal discussion and networking.

This workshop is aimed at participants with at least a
BASIC WORKING KNOWLEDGE of TM tools. Participants
will also be invited to submit specific queries/requests
regarding pricing with TM tools ahead of the workshop.
The workshop will be led by Daniela Ford, a highly
experienced user and SDL approved trainer, with support
from this year’s MSc and MA Translation students at
CenTraS@UCL.

To book, visit: https://bit.ly/2NupBj8

To book: booking details TBA.

Committee
News
(Continued)
LRG
CPD grant
– 2019
The LRG offers a grant for members who are planning
to attend the ITI Biennial Conference; planning to
participate in one of ITI’s online CPD courses ('Starting
Up as a Freelance Translator' (SUFT) or 'Advancing your
Freelance Translation Career'); or wishing to attend other
conferences, workshops or CPD events that will help them
improve their knowledge and understanding of their
specialist area of translation or interpreting or to improve
their linguistic skills.
There is one grant of £100 for the ITI or another conference,
and one of £100 for SUFT or another workshop or course.
The next ITI Conference takes place in Sheffield in May 2019.
LRG members who are awarded a grant will be asked
to share their experience and knowledge gained
with fellow LRG members by making a short presentation
at an LRG meeting or by writing an article for the
LRG Newsletter.
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On pages 8 and 9 of this issue, you can read about LRG
CPD Grant 2018-recipient Laura Martz's experience of the
Advancing Your Freelance Translation Career course.
To apply for the grant, please state your preference
(presentation or write-up); provide a brief description of
your current professional situation and career plans; and
explain how you would expect to benefit from attending
the event, how the CPD would enhance your CV, and how
it would help you to learn more about the business and
practice of translation or interpreting and/or acquire new
knowledge and skills.
The LRG Newsletter Editor can provide guidelines
on length of copy, deadline, and samples of previous
reports. Talks are normally given at a central London pub.
In the first instance, please contact our Treasurer, Oliver
Walter: translator@owalter.co.uk.
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The LRG Yahoo Group
Peter Linton and Nicholas Nicou present a roundup of selected threads on the LRG Yahoo Group.
Join the discussion!

To sum up: an OCR tool can handle various file formats:
PDF to MS Word, scanned images to editable text, and text
extracted from JPEG files.

EU call for translation services

Which tool to use?

LRG Chairman Pamela Mayorcas shared news of the
European Commission's upcoming call for tenders for
translation services.
As noted in the post, publication of the Contract Notice
is expected around 20 May 2019, and further information
will appear at this page: https://ec.europa.eu/info/tender/
trad19.

OCR tools for converting documents

A recent discussion saw LRG members discussing OCR
tools and which ones were particularly useful for converting
larger documents.
For the benefit of LRG members not familiar with OCR, it is
short for 'optical character recognition', which is a useful tool
for converting non-DOC files. The most common situation in
which such a tool would be used is when you have a PDF file
and you need to deliver a file in Word format with a .DOC
extension or similar.
The important point here is that a PDF file is fundamentally
different from a text file or document. A document file
consists of characters, sentences, paragraphs and so on.
In contrast, the PDF file consists of various objects, each
of which is a specific object terminating in a carriage return.
(The carriage return character appears in Microsoft Word,
for example, as ¶.)

LRG members had a wide variety of suggestions, ranging
from free online OCR software, such as OnlineOCR.net, and
paid alternatives including ABBYY FineReader, Omnipage
and Solid PDF to Word Converter.
Needless to say, choosing the right tool for you will largely
depend on your personal preference and the specific task
you require it for, but these suggestions will give members
somewhere to start when they next need to convert images
of text into an editable format.
Do you use a different OCR tool? Share your experience
on the LRG Yahoo Group!

Books and dictionaries to be donated

Following the sad passing of Bill Spilsbury (see 'Committee
News' on page 1), Pamela Mayorcas shared news that the
executors of his estate would like to offer his dictionaries,
reference works, and other books to any LRG members who
might be interested.
The collection is said to be a large library covering texts in
several languages, including French, German, Dutch, Swedish,
Danish, and Italian.
If you are interested in some of these foreignlanguages books and dictionaries, please contact Pamela
Mayorcas (contact details on page 12) or respond in the LRG
Yahoo Group thread.

LRG CPD activities for members
The LRG offers a regular programme of CPD and
social and networking events for its members. We
also welcome non-members to these events.
For updates on all upcoming events, please always
check the following social media:
Website: http://www.iti-lrg.org.uk
E-group: uk.groups.yahoo.com/group/iti-lrg/
Twitter: @ITILRG
Facebook:
https://www.facebook.com/ITI-London-RegionalGroup-420785661324621/
To subscribe to the LRG e-group, please send an
email to: iti-lrg-subscribe@yahoogroups.co.uk
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Welcome to our
new LRG members!
Marco Castagna
Vanessa Hadley
Rosemary Harvey
Francoise Jefferies
Sarah Little
Carolina Olivieri
Miguel Ortiz
Marco Pisoni
Sabrina Toscani
Gloria Trasatti
Jessica Vlasova
Qiong Zeng
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Reviews of recent events

BRANCHING
OUT
In January, the LRG ushered in the New Year with a networking session on working with direct clients.
Alessandra Battaglia reports

O

n 24 January, the ITI
LRG kicked off the New
Year by organising a
roundtable event on
working with direct clients.
The event started with a general
networking session, where all
participants could chat freely and
meet new colleagues or spend time
with previous acquaintances. There
was quite a lot to catch up on after
the Christmas break!
As there were many participants,
we split into several smaller work
groups when the time came to
discuss the main topic. Each group
was moderated by a member with
particularly relevant experience with
direct clients.
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Pamela Mayorcas had supplied
a brief with a few main points to
consider, and we then discussed
our findings and compared them
with the other groups. The final
comparison also considered the
pros and cons of working with
direct clients as opposed to
translation companies.
The starting point for the
discussion was inevitably where to
find direct clients. Many colleagues
reported that they were contacted
by a direct client thanks to referral,
word-of-mouth, or as a result of
networking with fellow colleagues.
Much importance was placed
on having an online presence, with
a website – even if only a simple

one – noted as being useful for
enhancing visibility.
Standing out
Polishing profiles on work platforms
such as ProZ or LinkedIn was
also reported as being helpful in
gaining contacts.
Another proposed idea was to
attend trade shows relating to your
specialist fields, in particular teaming
up with colleagues and having a stand,
as opposed to visiting as an individual.
The discussion then moved
onto the hot stuff: pricing. Many
colleagues agreed that having
direct clients allows them to
negotiate better rates than with
translation companies.
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It is also easier to increase your
rates with a direct client after some
collaboration, whereas a translation
company might try to negotiate
over and over again (that old
enemy, profit margin!).
Diversification gains
An especially good suggestion
for trying to increase revenue
from direct clients is to offer more
services than simple translation,
but it is important to include
proofreading costs in the price
estimate, bearing in mind that you
would need to ask a colleague to
review your work.
A couple of colleagues suggested
implementing a system whereby
small changes to the copy can
be implemented by applying a
fixed rate, specifying how many
changes (maybe with a word count
cap) will be covered by one round
of revision.
After discussing pricing, we
then moved on to invoicing – and
chasing up payment. Another
benefit of working with a direct
client, as opposed to translation
companies, is that the payment
terms are shorter.
At times, it might even be
preferable to ask for an upfront
payment or, if the project is big,
to receive a split payment, with an
upfront instalment at the beginning
and another one upon delivery of
the completed task.
Among the downsides of working
with direct clients is the fact that
some prefer to deal with companies
rather than sole traders; likewise,
they might have a history of missed
payments, so it is always worth
checking company feedback before
accepting a job. We all reflected on
making use of the Small Claims court
for resolving payment issues (worth
keeping in mind for both direct
clients and translation companies).
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An interesting point of discussion
related to queries and feedback.
Putting queries to a direct client
can be very fruitful, as learning
about a topic from a reputable
source of expertise can help
you improve and strengthen
your specialism.
The client will also see their
explanation as an investment,
considering you may work for them
in the future and provide them with
well-informed content.

Many colleagues
reported that they
were contacted by
a direct client thanks
to referral, word-ofmouth, or as a result
of networking

It might also be easier to ask
a direct client for more context
or references than it is to ask a
translation company, and you might
even receive a copy of the final
document – after all, it’s always a
good feeling to see your work 'in
the flesh'!
As a slight downside, it was
pointed out that the feedback
received from a direct client might
not relate to linguistic accuracy,
whereas a second translator or
project manager will generally be
proofreading your work if you are
dealing with a translation company.
The final topic of the evening
concerned workflows and
deadlines, which seemed to be
more favourable with regard to
translation companies than with
direct clients.

More experienced members
reported that it was easier to apply
extra fees (such as rush or weekend
premiums) to direct clients than to
translation companies. However,
working with direct clients does
require more flexibility with regard
to overall workflow, as their internal
deadlines might not be accurate,
causing a lack of readiness in the
copy and therefore a delay to the
start of your work.
Changing workflows
Nonetheless, working with
direct clients allows us to set
more generous deadlines,
whereas translation companies’
deadlines are generally stricter
and harder to extend; however,
good companies can ensure a
more regular workflow (once the
collaboration is well established),
while direct clients may only contact
you with ad-hoc requests.
Furthermore, if your point
of contact at the direct client
leaves the company, there is a
higher chance you may lose that
client, while if a project manager
leaves a translation company,
you may still be contacted by
their colleagues.
Overall, this networking session
made for a very interesting
evening, as newbies to the
profession and experienced
colleagues alike could benefit
from useful advice and think
about incorporating the practical
suggestions into their own way
of working.
Alessandra Battaglia is
a freelance translator
and interpreter of English,
Spanish, and French to Italian,
mostly working in fashion,
music, and marketing/ecommerce, currently specialising
in legal translation
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QUALITY
TIME

In late February, a group of translators gathered in Marylebone's The Chapel pub
to learn about quality assurance in translation. John Gardam reports

T

he Chapel turned out
to be a busy pub less
than 100 yards
from Edgware Road
Underground Station.
The upstairs room provided
sufficient tables and chairs for
all participants to sit and write
comfortably, and with the door
slightly closed, the noise of
the saloon downstairs was
effectively quietened.
The session was hosted by Juliet
Macan, who has over 14 years of
experience in computer-assisted
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translation technology and has a vast
knowledge of software specifically
designed to help users improve
the quality of their translations.
Juliet began by tracing how
she came into translation and
reminded us of the time when she
started using CAT tools in 1984,
producing her translations on a dotmatrix printer.
When the EU expanded from
six languages to 27, a great deal
more translation became necessary,
and as there were few technical
dictionaries in some of the minor

languages, it was first necessary to
translate from the minor language
into English and then to translate
from English into the second minor
language, with much benefit to
English translators.
The rise of CAT
People became interested in
quality and, as more and more
CAT products appeared on the
market, translators found that they
either had to obtain and learn
how to use more than one CAT
system to satisfy their customer’s
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requirements or find some way
round the incompatibility problems.
Some CAT tools now allow
documents prepared for competing
systems to be processed, but
not printed in the original layout,
although they can be viewed in a
side-by-side bilingual version.
For example, a document
created in memoQ (mqxliff) can
be loaded into Trados and
translated. It can then be returned
to the customer, who can print the
final version with the correct layout
and formatting.
Great expectations
The quality expectations of
translation companies were also
raised by the use of CAT tools
and firms began introducing QA
checking systems which, among
other things, can ensure that a
translation is spellchecked, has no
incorrect figures or double spaces,
and has correct punctuation.
However, such systems simply
compare the source and target
languages and do not replace
proofreading of the target version.
A colleague who works for a
translation company, who does a
lot of checking of other people’s
translations, tells me that these are
the most common types of error
she finds.
Juliet had a slide (pictured) which
showed how s could expect high
quality as standard, but very high
quality costs a lot more, presumably
because the translation has to be
revised sentence by sentence by
a second translator and then by a
subject specialist.
Conversely, a 'cheaper' translation
of lower quality can be very much
more expensive if it contains
inaccuracies and leads to a loss
of business.
A good translation is helped
by a well-written source text. The
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What is 'quality'?
At a minimum, customers who
buy translations should be
able to expect:
•
•
•
•
•
•

A complete and correct
translation
No spelling and
grammatical errors
Adherence to
terminology and style
(when specified)
Consistency with earlier
or parallel translations
Prompt delivery
Layout and formatting as
in original

European Commission’s Directorate
General for Translation estimated
that translators lose 15 to 60
minutes a day clarifying issues arising
from poorly written, ambiguous, or
incorrect originals.
A whistle-stop tour of MT
The history of Machine Translation
(MT) was briefly described by
Juliet. It seems that right from the
start, MT has been claimed by
some non-linguists to be the
solution for all translation problems,
but until recently progress has
been slow.
She discussed rule-based MT,
which has largely been superseded
by statistical MT and, even more
recently, neural MT, which offers

a better quality product but is
generally only available for the most
popular language combinations.
Raw MT output still requires
considerable post-editing and
so there will still be a demand
for human translators for the
foreseeable future.
MT output quality depends on
the quality of the data used, which
is only available for limited domains,
and there are some interoperability
issues. So, we are certainly not out of
a job yet!
Setting the standard
Juliet went on to mention the many
standards that have been published
on translation, including SAE J2450,
ASTM F2575, EN 15038, German
DIN 2345, Italian UNI 10574,
and ISO/TS 11669. While these
standards are useful, they do not
– in themselves – guarantee high
quality.
Juliet recommended the QA tools
that are included with memoQ
and SDL Trados Studio, as well as
APSIC XBench, which comes in two
versions: a free version, XBench
2.9, and a version that can be
purchased, XBench 3, for which a
free 30-day trial is available. Online
instructional videos are available
for each version.
In summary, it seems that
translation companies now expect
high quality work as standard, and
this can only be achieved by careful
revision and use of the QA tools
that come with the most common
CAT products.
John Gardam (FITI) is a DE/FR>EN
translator who trades under the
name of Railway Translation
Service and translates texts about
railways, mechanical engineering,
and diesel/petrol engines. You can
contact him at johndgardam@
gmail.com
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LRG CPD Grant: Guest feature

ADVANCING
YOUR
CAREER
Every year, the ITI runs an online course on Advancing Your Freelance Translation Career
(AFT). In this piece, LRG CPD grant 2018 recipient Laura Martz reflects on the course

The LRG CPD Grant
Every year, the LRG offers
a CPD grant to an LRG
member wanting to attend
a conference or undertake a
course related to professional
development.
If you are interested in
receiving this year's Grant, see
page 2 for how to apply

A

fter doing the ITI’s
Advancing Your
Freelance Translation
Career online course –
which I signed up for during a slow
patch – it took me a while to write
this article, because I was so busy
with work.
It’s hard to say for sure how
much of that work the course
helped me to get. But following
the tutors’ suggestions whenever
I can – joining groups, going to
gatherings, reminding old clients
that I’m here – does seem to be
paying off. More old and new clients
seem to have been contacting me
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lately. And it’s reassuring to know that
if things slacken off again, I have a
long list of things to try.
The LRG awards a £100 grant
each year to support a member
who would like to attend an ITI
course or alternative CPD event.
As the 2018 recipient, I agreed
to write this article. The tutors
– all with translation experience
plus business and marketing
expertise – packed huge amounts
of material and road-tested
suggestions into their sessions.
First, Judy Jenner, in her
'Highlighting Your Differences'
sessions, reminded us that each of
us is a small business. That means
we have to take risks and accept
failures. It was a good piece of
wisdom to keep in mind as we
embarked on the course, which
was full of hands-on assignments.
To attract clients, Judy said, a
business has to offer something
specific that will make it stand
out. She asked us to do a SWOT
analysis and use the strengths
section as a basis for writing
the all-important elevator pitch

– basically: “Here’s who I am
and what I specialise in.” The
weaknesses, opportunities, and
threats sections were useful for
thinking about types of clients to
target and ways to improve your
skill set.
Problem solving
Judy pointed out that your
website should communicate
your strengths and specialities
and focus on how you can solve
customers’ problems. She pointed
out that these marketing messages
are all works in progress – so don’t
be afraid to start because they’re
not perfect yet: just start.
Tess Whitty, in her 'Finding and
Working with Your Ideal Clients'
sessions, advised figuring out what
kinds of clients you like working
with, but also which ones need
your services and which markets
are growing. She recommended
looking at which past clients have
been best to work with. Are they
in certain industries and locations?
How big do they tend to be?
Most students said their main
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aim was to find more direct clients.
Tess said the easiest way to do that
is to focus on a specific industry
or subject area. Then present
yourself as an expert. That might
mean building your expertise, for
instance by taking online courses.
She suggested drawing on
past experience and studying
the industry to determine the
job titles of those likely to hire
translators. Existing contacts, trade
associations, and industry events
can help you to identify and
contact them.
Tess provided countless tips
on using websites, leaflets, and
LinkedIn to get prospective
clients’ attention and contact
them directly. “Most translators
fail because they don’t contact
enough prospective clients," she
said. “If you contact 100, you
might get one or two.” If you get
lost or overwhelmed, go back and
narrow your audience further.
Pick a location or niche, and tap
your personal network and areaspecific resources.
Strategic approach
Doug Lawrence, in 'Using Sales
to Win the Customers You Want',
focused on using techniques from
the sales world to identify, gain,
and retain pleasant, well-paying
clients. Some of the approaches
were strategic. For instance,
Doug suggested looking at the
big picture and mapping out a
concrete plan. Ask yourself: where
am I now, where do I want to be
in five years, and what will I do to
make it happen?
It’s not about remaking yourself
into an aggressive salesperson,
Doug said, but about looking
at what you enjoy and how you
can do more of it. Brainstorming
techniques can help; for instance,
think about how you’ve acquired
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customers before and how you
might replicate those successes.
Selling tricks he mentioned
included “creating a need where
it previously didn’t exist” – i.e.
explaining to someone why they
should use a translator – and
“cross-selling”, for instance by
selling your services in tandem
with a partner in a related field.
Doug introduced far too many
other methods and models to list
here. For homework, he asked
us to draw organisational charts
for our top clients. Doing this can
suggest more ways to sell services
and help you maintain a good
relationship with an organisation.
He recommended nurturing
your relationships with your best

Face-to-face
networking takes
time but yields
high-quality
contacts
clients, for instance by talking to
them about how you can help
them in the future.
Finally, Sara Freitas, in 'Building
and Maintaining Customer
Relationships', covered face-toface networking. She advised us
to analyse how we’ve acquired
client referrals in the past and
try to replicate those steps.
Networking, she said, happens in
three areas: in your personal life,
in the translators’ community, and
in specialist professional circles.
Face-to-face networking takes
time but yields high-quality
contacts, Sara said. She stressed
that building a network isn’t
transactional or about selling.
Rather, it’s about informing others

and putting them in touch with
each other. Payback will come,
though perhaps not from those
you helped. Networking is about
gaining trust so people will open
their networks to you. “You’re
recruiting your network as a sales
force, not selling to them,” she said.
In your specialist field, if you
attend a training course or
networking meeting you’ll likely
be the only translator there. But
being there lets clients know
that you understand their needs.
Having trouble finding a way into
certain groups? Sara pointed out
that voluntary work can help you
gain recognition and trust. Stuff
envelopes; help out at events.
Identifying synergies
Use your network to grow your
network: make a list of every
single person you know and look
at it in terms of your professional
goals. “Identify synergies and
gaps,” Sara said. Current contacts
can introduce you to people in
other areas.
I’m almost out of space to
talk about the final session:
'Meet the Client'. Online
marketing trainer Keren Lerner
of London’s Top Left Design
agency talked about marketing
and sales techniques but also
provided useful critiques of our
individual pitches.
It was a good note to end on,
bringing us back to the core of
growing a business: knowing what
you’re selling and how to tell
people about it. As Judy Jenner
pointed out in the first session,
we’re in the communication
business – so, in a way, we have a
head start.
Laura Martz is a Dutch-toEnglish translator, editor and
copywriter for businesses and
arts organisations
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LRG Member interview
Isabel Brenner
In this issue, we caught up with LRG member
Isabel Brenner about her experiences as a translator
Tell us a little bit about your background.
I was born in Cologne (Köln), Germany, and grew up in
a small country town between Cologne and Frankfurt. I
first came to London (Ealing) as a student from Cologne
in 1994. I have been a member of the ITI and LRG
for about 20 years now, and have been working as a
freelance translator (English and French into German)
full-time for a good 15 years now.
I currently do mainly business and legal translations
for companies across a variety of different industries.
I have also worked extensively in travel & tourism over
the years, especially for French tourist information offices.
When did you first become interested
in languages?
As soon as I started learning English,
in my first year of secondary school
(year five in Germany), or even before
that. Both my parents were English and
French teachers; my father was also in
charge of running the exchange from
his school with a school in Hertfordshire
back in the 1980s, which is when I had an
opportunity to join a group to visit Letchworth,
and we had English guests staying with us a few times.
Meeting with real native speakers and being able
to practise was the greatest motivation for me. I then
started to learn French from age 12 (year seven), and
I really loved it; I also had opportunities to go on
several French school exchanges and home stays.
So, in all, I was motivated and fascinated by all these
real-life experiences.
When did you decide to pursue a career in
translation or interpreting?
As English and French clearly were my strongest
subjects at school and I was already fascinated with
translation and interpreting, I had always wanted to
become a translator and/or interpreter from quite
early on.
After some time as a bilingual secretary for an
accountancy firm, I went on to do my four-year course
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in Translation & Interpreting (Applied Languages) at
Fachhochschule Köln, with my second year in Aix-enProvence and my third year at the former Thames Valley
University in Ealing, West London, which brought me
here to London from 1994 to 1995.
I graduated from Cologne in 1996, and then came back
to London and found employment with an international
organisation for the first few years after my degree, while
I was starting out doing part-time translation.
Have you been to any interesting translation events
recently?
I have been to quite a number of ITI, LRG, and German
Network events over the year, including a GermanEnglish Legal Workshop in Milton Keynes (which I can
thoroughly recommend to anyone who does legal
translations), and the day at Gray’s Inn back
in the summer. I also like to attend the ITI
Walking Weekend in June every year, which
is always a really nice and friendly informal
gathering, as well as an opportunity to
meet with colleagues from other parts of
the country in beautiful surroundings.
What kind of projects have you been
working on recently?
A few weeks ago, I got to translate the programme
for a cinema film retrospective (the works of Jean-Marie
Straub and Danièle Huillet), which involved translating an
introduction, as well as short summaries of all the films to
be presented; this was a welcome change from my usual
sort of business and legal translations, as I enjoyed the
slightly more creative aspect. Perhaps I can even get to
see some of the films, which will be presented at various
venues across London. I have since had an international
court case to translate from English, which was interesting
in a different way.
What are your plans for the future?
I haven’t set myself any very specific goals for this year,
but I always want to continue to grow professionally,
by continuing to undertake regular CPD. I am also
considering attending the ITI Conference this year. In
the longer term, I would ideally like to get back more
into tourism translation again.
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AROUND THE
WEB
Your regular digest of the top translation, interpreting, and
language-related news on the Net

"Translated fiction enjoys sales boom as UK readers flock
to European authors"
The Guardian (bit.ly/2TjS0OT)
As Brexit looms, UK readers are "overwhelmingly" reading
translated fiction from Europe, says Nielsen Book.
"Donald Duck and the art of cartoon translation"
Deutsche Welle (bit.ly/2VWJcv3)
As the Disney character turns 85, Deutsche Welle spoke to
comic book translator Wolfgang J. Fuchs about the art of
translating cartoons.
"Just Released: The Mother of All EU Translation Contracts"
Slator (bit.ly/2JDOdri)
The European Parliament’s Directorate-General for Translation
has published a new call for tenders for translation into 19
languages from multiple source languages.
"Translation errors force Osaka metro websites offline"
BBC (bbc.in/2TRI1ke)
Osaka's metro network has had to shut down its foreign
language sites after unusual translations were produced
by an MT programme.
"Why translation matters for the Arab world"
The Arab Weekly (bit.ly/2ObWIsm)
In this insightful interview, Faisal Saeed al-Mutar, founder of
Ideas Beyond Borders, discusses his translation initiative's
focus on making inaccessible ideas available to Arabs.
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Dates for your Diary
April 2019

Pub meet-up
We hope to arrange a meet-up at a pub in central London, perhaps near one of the
many parks and with outside seating, in case of fine weather.
Details TBA.

Wednesday,
15 May 2019
18:00 for 20:00

Pricing for translation memory – a hands-on workshop

Venue: UCL TransCluster (Foster Court, rooms 216-220, UCL, Gower Street, London,
WC1E 6BT.
Cost: £10 for LRG members; £15 for non-LRG member; students (non-UCL) £5
The aim of this workshop is to look at and discuss different pricing models when working
with TM tools such as SDL Trados Studio and memoQ. This workshop is aimed at
participants with at least a BASIC WORKING KNOWLEDGE of TM tools.
Full details available on page 2. Booking details TBA.

June 2019

Interpreters' round table on business and conference interpreting – an
all-day Saturday event
Details TBA.

July 2019

Wine tasting – taste your way around some European wines with a wine
buying expert
Details TBA.

August 2019

Picnic in the Park – weather permitting!
Picnic in the Park – weather permitting! If you’d like to suggest somewhere, please do let
the Committee know. BYO/share food & drink. We will identify a pub alternative in case
of rain.
Details TBA.
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The views expressed in authored articles are those of the writer(s) and do not necessarily represent the views of the LRG or its Committee.
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