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Professional associa2ons?  
Every translator should join one 
(or several). 

•  Broadens the mind 
•   Extends your network 
•  Curbs the intensity 
•  (Passion good, ran2ng bad) 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from frugal … 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/ 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2014 



to sustainable … 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to prosperous. 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Ah, the Golden Age! 

(always way way way way back in the past, it would seem) 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/ 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Bulk markets 
vs 

Premium markets 

ATA #55, 7/11/2014 / © Chris Durban 2014 

This is obviously a spectrum, not two op2ons—as has been stated explicitly many 2mes. (There’s a very long 
con2nuum that encompasses all market segments, with raw bulk free MT at one end and $25,000 tagline transla2ons 
of 3 words at the other. Naive translators assume that the difference comes down to price. They’re wrong (or simply 
naive). Reality: While it’s true that the premium market tends to operate at higher prices, it really operates on a 
completely different value proposi2on than does the bulk market. That proposi2on is that the cost of failure is 
drama2cally higher than the cost of performance.)  
Some of the tetchiness no doubt reflects the fact that nobody likes to think they are delivering bulk work. But many 
translators are, by default, e.g., when they are jumping around and “coping” rather than mastering their subject. 
Today I’m addressing full‐2me translators.  
Examples of premium sectors (= “texts where it really maZers”): financial repor2ng – quarterly, half‐year, full‐year. 
Human resource management, including labor rela2ons. Safety at the workplace. Mission statements and all of the 
“our company’s narra2ve” documents that revolve around them. Crisis management of all kinds (hostages taken; 
explosion somewhere; claims of toxic materials found in a food company’s products; management restructuring that 
could affect share price. Corporate strategy – as explained to in‐house teams (to achieve buy‐in from everybody), and 
as explained to external people (journalists, investors, regulatory authori2es). And many many many other areas, too.  



To be a successful translator, you 
need to iden<fy, win and keep good 
clients.  

And to do that you must have 
something to sell:  
Wri<ng skills. A specializa<on (or 
two). Transla<on skills. 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But that’s not all. 
You also need to cul<vate behavior 
and aGtudes that your prospec<ve 
clients can relate to.  

You have to put yourself in their 
shoes, and get into their heads. 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This will take <me, energy and  
(yes) money. 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How to iden<fy a (poten<al)  
good client  

•  They’re passionate about what they do—and 
expect you to be, too 
•  They are acutely aware of the cost of failure 
(perceived and/or genuine) 
•  They’ve got comfortable budgets—or can 
find them if necessary 
•  They are oben sensi2ve to 2ming (NB: watch 
for windows of opportunity) 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1. Work on your wri<ng 
skills.  
Dare to show your work to 
others. Discuss it together.  
Work with a reviser.  
Everyone benefits from 
collabora<on. 

PEEMPIP, Athens, 10/2014 / © Chris Durban 2014 



“Revising each other’s work is one of the most 
valuable forms of mutual support, and one of the 
most rewarding ways in which to build up a network 
of trusted colleagues. 
It’s not just about spoeng mistakes. Revised should 
also mean beZer – your colleague may well suggest 
solu2ons you never thought of. And revisers may 
learn from your work things they had never thought 
of. It’s a two‐way street.” 

From 101 Things a Translator Needs to Know (pub. 2014) 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“I've nothing to hand that's online at the moment or hasn't been modified 
since comple2on.[…] Your point stands though; an online (linked) porkolio 
would be an excellent showcase if I could work towards crea2ng one.” 

“I could share documents with you in private, but I'm sure you just wanted a 
quick and simple view of the style/accuracy of the transla2on. Plus there's 
always the confiden2ality issue. I'd rather not go to those lengths 
(anonymising texts etc.) for a quick perusal.” 

“I'll have to reassure you for the moment that my transla2ons strive to read 
like na2ve texts, with every specialist term thoroughly researched. I proofread 
my own work, preferably with fresh eyes and in‐situ, or some2mes call on a 
colleague to read over trouble areas or whole projects. I've also been 
transla2ng since 2004 (not forever, but I'm not completely green!) so have 
built up a sizable TM and general glossaries for my specialist fields over the 
years. Which certainly helps.” 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Athens 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Chris Durban 2014 

These are all excuses—some 
elegantly expressed—for not daring 
to show your work (work you’ve 
considered good enough to sell!) to 
poten2al clients. 
Respect NDAs, of course, but do have 
a porkolio of your best work.  
Good clients will want to see what 
you can do, not just what you say 
you can do. 



2. Specialize.  
But make it real specializa<on. 
And don’t kid yourself: this will 
will not happen overnight.  
It will take hard work. 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Special2es: business, law, finance, accoun2ng, banking, construc2on, IT, trade, 
legisla2on, corporate governance, corporate communica2ons, human resources, 
telecommunica2ons, art & architecture, literature, adver2sing & marke2ng, NGOs, 
Lacanian psychoanalysis, language, film, dubbing, tape analysis, transcrip2on analysis, 
corporate communica2ons, news, feature, PR and newsleZer wri2ng, book transla2on 
(various topic areas). 
 _______ 

My par2cular strengths are transla2on/interpreta2on in: economics, business and 
management, finance and banking, stock and capital markets, insurance, reinsurance, 
cosme2cs and beauty, general medicine, community development and charity work, 
working with disadvantaged group, social work, energy and environment, 
telecommunica2on. 
_______ 
   
Specializes in: 
Anthropology, Tourism & Travel, Linguis2cs, Law (general), Law: Contract(s), 
Investment / Securi2es, Finance (general), Educa2on / Pedagogy, Business/Commerce 
(general), Cer2ficates, Diplomas, Licenses, CVs 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All of this screams 
“generalist” (I’m‐lis2ng‐
stuff‐I’ve‐worked‐on‐in‐
the‐past‐10‐years).  
This works against you if 
you are claiming 
genuine exper<se. 



Compare those bios with: 



I specialize in transla2ng pharmaceu2cal, biotechnology and 
orthopedic documents from French to English.  
My specializa2on stems from having been in2mately involved in the 
development of new drugs and medical devices at Wyeth and Stryker. 
This industry experience provides me with insight that few other 
translators have. I know and understand the scien2fic and regulatory 
implica2ons of every sentence in a document.  
What does this mean for you? Transla2ons that are accurate and read 
like they were wriZen by someone "on the inside". 

Types of documents that I translate 
‐ Clinical trial protocols and reports 
‐ ICF, SPC, PIL, IFU  
‐ Brochures for orthopedic implants 
‐ Orthopedic surgical procedures 
‐ Biochemistry patents 
‐ Procedures for biology tests 
(This is how Joanne Archambault adver2ses her services)  



Transcrea<on & crea<ve transla<ons 
English‐Dutch & German‐Dutch 
I specialize in transcrea2on/adap2ng adver2sing material 
(slogans, radio and TV commercials, ads, websites, brochures) 
and transla2ng texts on fashion, art, and travel and tourism.  
I translated, for example, texts for the fashion exhibi2on "The 
Fashion World of Jean Paul Gaul2er" held in the Kunsthal 
RoZerdam in 2013 (English into Dutch) and audio guides for 
Cecilienhof Palace in Potsdam and Neuschwanstein Castle in 
Bavaria (German into Dutch).  

(This is how Percy Balemans adver2ses her services) 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“If it really maZers, why would you ask 
Lionbridge to translate it? […] Surely it 
would be more likely to go to internal 
subject maWer experts, or to trusted  
and elite bou<que services that actually 
understand the subject maWer of the 
material.” 
Kir2 Vashee — eMpTy pages blog  
hZp://kv‐emptypages.blogspot.com.br/2014/09/the‐transla2on‐market‐is‐it‐really.html 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3. Get out of the house.  
Physically.  
Go to client venues and watch/
listen.  
Make a point of interac<ng 
before, during and a\er jobs. 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Hot <p:  

Training is marke<ng. 
(or can be, if you are siGng next to poten<al clients and learning the 
same subject‐specific things that they are—and interac<ng with them) 

Inves<ng in training makes good 
sense. 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The aGtude thing 

Going the extra mile.  
Adding value. 
Generosity. 
Passion. 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Frugal, sustainable, 
prosperous = a natural 
progression for skilled 
translators who do the 

(hard) work.  



Thank you.  

chris.durban@gmail.com 
www.prosperoustranslator.com  
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