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From the CATI President  

Another Successful Conference / 
Looking Ahead to 2008 -2009 
By Mike Collins  

Summer 2008  

on clinical trial terminology will be 
useful to novices and experts alike. 
Understanding the terminology and 
concepts behind these studies is criti-
cally important to effectively translat-
ing them. 

To the many new and returning 
members listed in this issue: 
ñWelcome to CATI.ò We look forward 
to seeing you at future events and 
hearing from you as active members. 
As CQ editor David Heath points out, 

an association is what its members 
make of it  we get back what we put 
in.  

In my 20-plus years active in 
translation, I have seen a great deal 
of change. In addition to advances in 
technology and refinements in tools 
and procedures, Iôve seen the trans-
lation and interpretation professions 
in this country move from the shad-

ows to the forefront. Iôve witnessed 
increasing understanding and respect 

Dear CATI 

colleagues,  

I  hope you all 
are enjoying a 

busy and productive summer, with 
a bit of fun in the sun mixed in as 
well. Because this is the first issue 
of the CATI Quarterly since our 
conference in April, let me just say 

ñthank youò again to all the confer-
ence organizers, hosts, and partici-
pants. It was a very suc-
cessful and enjoyable 
event with the level of 
quality we have come to 
expect from our associa-
tion. 

This summerôs CATI 
Quarterly features the first install-
ments of two very informative se-
ries. Ted Wozniak  offers Part 1 of a 
series on how to help ensure pay-
ment. Iôve talked with many small-
business owners in many different 
fields over the years, and this is a 
chronic problem that everyone 
faces. Ted offers information that 
can help freelancers and agency 
owners alike avoid some 
of the worst pitfalls and 
increase their chances of 
being paid fairly for their 
work. 

Many of us are actively engaged 
in the field of medical translation 
and interpretation, which most likely 
means that we regularly come into 
contact with clinical trial materials. 
Eric Bullingtonôs first installment 

Continued on next page  

ñTed Wozniak offers Part 1 of a series on 
how to help ensure payment. Iôve talked 

with many small -business owners in many 
different fields over the years, and this is a 
chronic problem that everyone faces.ò  

ñEric Bullingtonôs first installment on 
clinical trial terminology will be useful to 

novices and experts alike.ò  
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From the CATI President continued  

for our profession among my fellow 
citizens. 

This change 
has come about 
because transla-
tors and interpret-
ers, individually 
and collectively, 
have consistently 
displayed their 
professionalism 
and insisted that 
their skills be 
properly recog-
nized, as they are 
in most of the rest 
of the world. Achieving this recogni-
tion is important in many ways, not 

the least of which is being in a 
stronger business position when 
negotiating with clients. 

CATI has been an important part 
of this effort over the years, and we 
will be continuing to play our part in 
that effort with many initiatives in 
the coming year. We are currently 

working on boosting membership 
with a special focus on students, es-

tablishing an 
informal mentor-
ing program, 
connecting and 
reconnecting 
with other re-
lated profes-
sional associa-
tions, re-
establishing 
local groups, 
offering inter-
preting and 
translation work-

shops and events, and more. Watch 
for more on these initiatives this fall, 
and contact the board if you would 
like to help and participate.  

In the meantime, enjoy the sum-
mer and this issue of your CATI 
Quarterly! 

Sincerely, 

Mike Collins  

CATI Board Members  

2007 -2008  

President  
Michael Collins 
910 Airport Rd. 
Chapel Hill, NC 27514 
mike@globaltranslation.com  

Vice President  
Memuna Williams 
10912 Robinson Rock Ct 
Charlotte, NC 28277 
memuna@  
avantgardetranslations.com  

Treasurer  
Janet Austin  
7907 NC Hwy 57 
Rougemont, NC 27572 
jcaustin@visionnet.org  

Secretary  
Georgia Betcher 
1606 Redbud Dr 
Fayetteville, NC 28311 
betcherg@nc.rr.com  

Directors  
Manuela Garcia 
2 Trump Court 
Durham, NC 27703 
manuela@globaltranslation.com  

Junko Gilbert 
149 Whitehead Dr. 
Advance, NC 27006 
acebicult@yadtel.net  

Maria Rodriguez 
205 Mocksville Ave, Suite 12 
Salisbury, NC 28144 
mdrinterpret@yahoo.com  

Graciela White 
114 Greymist Ln  
Cary, NC 27518 
ggwhite@nc.rr.com  

Administrative  
Manager  
Heather Hille 
127 Windsor Circle 
Chapel Hill, NC 27516 
catiadmin@catiweb.org  
Tel: (919) 698-0721 

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.  

ñé Iôve seen the translation and 
interpretation professions in this 
country move from the shadows 
to the forefront . ... This change 

has come about because  
translators and interpreters ... 

have consistently displayed their  
professionalism and insisted that 

their skills be properly  
recognized, as they are in most of 

the rest of the world.ò   



3 

 

Ensuring Payment  
Part 1: Strategies to use before accepting a new client or project,  online 

resources, and mailing lists  

By Ted R. Wozniak  

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 

Use the following strategies before 
accepting a new client or project. 

1. Gather contact information  
Never accept a job until you have the 
full contact data for billing. At a mini-
mum, you should have the client's full 
name, physical address, mailing ad-
dress if different, phone and fax num-
bers, and the contact's name and e-
mail address. Other information you 
may want or need could include the 
client's URL, tax ID number, business 

registry number and court 
(if applicable), and accounts 
payable department contact 
data if the client has a 
separate A/P department. If 

the client uses a purchase order (PO) 
system, the PO will normally include 
all of the data necessary for invoic-
ing. If they do not use a PO, have the 

client provide the data by e-
mail in the confirmation. If 
the client has a Web site, 
this information is usually 

available there (ñcontact us,ò ñlegal,ò 
ñImpressumò). For owners of domain 
names, this information can be found 
by doing a WHOIS search:  

¶ www.betterwhois.com 
¶ www.uwhois.com 
¶ www.whois.net 
¶ www.allwhois.com 
¶ and hundreds of others 

2. Beware of freemail and post 
office boxes  
Never accept a job if you only have a 
free e-mail address (Yahoo, Hotmail, 
etc.). While not all clients will have a 
domain or a company e-mail ad-
dress, all serious clients will have a 
paid e-mail account.  Verify this e-
mail address before accepting the 
job. The same applies to post office 
boxes. Many companies do use post 
office boxes for mail, but if worst 
turns to worst, you cannot serve pa-
pers to a post office box.  

3. Do not bow to pressure  
Do not accept a job immediately with-

L ate payments 
are the bane 

of the freelance 
translator. Non-
payment or less-
than-full payment, 
while not as perva-
sive or as frequent, 
is even more 
harmful. As opera-
tor of Payment 

Practices, I think I have seen every 

possible reason clients have given for 
not paying or not paying the full 
amount billed.  

Based on all of the various reports 

I have seen over the years, I have 
developed some strategies for ensur-
ing payment in full. Most of these 
suggestions are geared toward a new 
client, but some apply to every pro-
ject that a freelancer undertakes. 
These are suggestions, rather than 
hard-and-fast rules. As a business 
owner, you must establish proce-
dures and make decisions for running 
your business. That is really the only 
rule I can give you: freelance transla-
tion is a business and it is your  busi-
ness. 

Before I proceed however, I would 
like to point out that incidents of late 
payments or non-payments in our 
industry are no different from those in 
most businesses. Based on data in 
the Payment Practices database, 
which if anything is skewed toward 
over -reporting  negative events, very 
late payments (90+ days) or partial 
payments account for about 8%, and 
non-payments account for about 1% 
of our accounts receivables, which is 
on a par with or even better than 
most US businesses. 

ñé incidents of late payments or non-
payments in our industry are no different 

from those in most businesses.ò 

ñNever accept a job until you have the 
full contact data for billing.ò 
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out all of the contact information. No 
job is so urgent that the client cannot 
take 5 minutes to send you the infor-

mation that you request. Besides, 
you want to look at the files anyway. 
How many times has a client said 
"Itôs just a couple pages of non-
technical stuff" and when you get the 
file, it's a legal brief for a lawsuit 
about engineering defects in a laser 
and computer-controlled, widget-
manufacturing system? And while 
you are doing that ... 

4. Ask for references  
There is a wide variety of sources 
about client payment practices now 
available (see ñOnline Resourcesò 
and ñMailing Listsò below for details). 
I encourage you to use all that may 
apply to your language pair. Yes, you 
will get a lot of e-mail from the vari-
ous lists, and most may not apply to 
you. But by using e-mail filters to sort 
the mail into folders, the number of e-
mails and the time required to look 
through them is easily managed. You 
do not have to read it all when it 
comes in. Do it once or twice a day 
when you take a break from a job or 
first and last thing during the day. 
Save all  the reports on "bad" payers. 

You may want to do this to a sepa-
rate text file to save space in your e-
mail program. While the instance re-
ported may not involve your language 
pair, the agency might have a project 
in your pair in the future. Isn't 10 or 
20 minutes of your day worth ensur-
ing you do not work for free for 2 
months? 

Depending on who the client is, 
there may be other sources of infor-
mation such as the Better Business 
Bureau, Dun & Bradstreet, credit 
agency reports, court records, and 
company registries.  

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 

Ensuring Payment continued  

So while you are waiting for con-
tact details, looking at the files, etc., 
search the archives and/or post an 

enquiry to the various lists. 
Send an enquiry to all of 
them. Be aware however, that 
it may take up to a day to get 
a response as we are spread 

out over the entire globe. 

5. Agree on the terms  
Agree on the price and unit of 
measurement, counting method, 
payment due date, bank fees, out-
side proofreading, other costs, and 
any advance fees or partial pay-
ments for large long-term projects. 
Again, if the client uses a PO sys-
tem, this information is normally 
included in the PO. If not, get an 
email confirmation of the terms. Or 
send your own "contract" outlining 
the terms of the project and have 
the client sign it and fax it back to 
you.  

And this brings up the question 
of who sets the terms  ╖  you or the 
client. In theory, you do. The client 
is contracting for your professional 
services. But in the real world, it 
doesn't always work that way. It all 
depends on who the client is. A pri-
vate individual or direct client will 
probably accept the terms you dic-
tate. However, translation agencies 
and large corporations have ac-
counts payable systems that simply 

are not flexible enough to 
handle your individual terms. 
The organization has a set 
policy for accounts payable 
and you either accept that or 
not. Small translation 

"agencies,ò while potentially more 
flexible because they are small, 
simply may not have the manpower 
to handle individual terms for each 
project. In short, you and the client 
must negotiate and agree on ac-
ceptable terms.  

What are acceptable terms? In 
the US and Canada, and increas-
ingly in Europe, some form of 30 
days is the "standard" payment 
term. This might be "net 30ò (i.e., 30 
days from the invoice date) or net 

ñNo job is so urgent that the client 
cannot take 5 minutes to send you the  
information that you request.ò  

ñSo while you are waiting for contact 
details, looking at the files, etc., search 
the archives and/or post an enquiry to 

the various lists.ò  
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30 EOM (i.e., 30 days from the end of the month in which the 
invoice is received). Other countries, notably Italy, Belgium, and 
others, traditionally have longer payment terms, such as 60 or 
even 90 days EOM. A few agencies may accept terms such as " 
2/10, net 30", which means they get a 2% cash discount if they 
pay within 10 days of the invoice date. Otherwise, they pay the 
full amount within 30 days. At least one agency has terms like 
these as their standard terms. 

As many of us work with European clients, a note on EU Di-
rective 2000/35/EC may be in order. This directive entered into 
force in August 2000 and required national implementing legisla-
tion by August 8, 2002. The Directive does not  stipulate pay-
ment terms. That is left to the national implementing legislation. 
However, it does define a "reference period" of 30 days from 
receipt of the invoice or receipt of the goods. It does stipulate 
penalty interest, retention of title, a recovery procedure for un-
challenged claims, and compensation for recovery costs. Note 
that the Directive does not apply if the parties agree to other 
terms, for example, an agency's standard terms and conditions. 
The leaflet on EU Directive 2000/35/EC is available in most of 
the EU languages at http://europa.eu.int/comm/enterprise/

regulation/late_payments/index.htm.  

Andere Länder, andere Sitten! A 2004 study by Intrum Justi-
cia found a wide range in European contractual payment terms 
and actual payment practices. Contractual payment terms 
ranged from a low of 25 days in the Baltic countries to a high of 
70 days in Mediterranean countries. The average delay beyond 
the average contractual terms ranged from a low of 8 days in the 
Nordic countries to a high of 19 days for Southern and Eastern 
Europe. The point here is that while you may desire payment 
terms of 30 days, if you are dealing with clients in a country that 
has a different "payment culture,ò expecting to be paid within 30 
days (or even on-time regardless of the terms) may be pie-in-the
-sky. 

To summarize, before you accept a job from a new client, 
ensure that you have full, verifiable contact data, ask for refer-
ences from the various online sources, and agree on all of the 
terms regarding the project. In short, know who you are dealing 
with and what is expected of each of you.  

Online Resources  

1. Payment Practices (www.paymentpractices.net)  
This is the ñGrandfather" of all lists. Started in 1999 by Karin 
Adamczyck, Payment Practices is a strictly moderated database 
exclusively on the payment practices of clients in the translation 
and interpretation sector. Annual subscription fee is $19.99. In-
quiries and responses or comments are entered online and 
stored in a database. Members can opt in to receive alerts about 
new inquiries or responses by customizable RSS feeds or an e-
mail digest.  

The database contains over 3,800 agencies and 4,400 re-
sponses on those agencies. Agencies are rated based on re-
sponses from freelance translators just like you. The PP Reliabil-
ity Score (PPR ScoreÊ) shows the translation agency's reliabil-
ity in terms of on-time payments; the Translator Approval (TA 
ScoreÊ) is assigned to each response based on the freelance 
translator's willingness to work with that agency again. Used to-

Ensuring Payment continued  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. 

Continued on next page 

file:///C:\Users\Geoffrey\Documents\CATI\Application%20Data\Microsoft\Word\www.trwenterprises.com\Subscribe_PP.htm
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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 nation-
wide network of professional interpreters and translators 
available 24 hours a day, 7 days a week in over 200 
languages. We have expertly trained interpreters avail-
able 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 repre-
sentatives available around the clock who will waste no 
time in creating a language solution tailored to your ex-
act needs. With 24 hour bilingual assistance you get in 
contact with a real person who can speak your lan-
guage at any time, day or night - no answering service!  
 
Contact us at 1-877-567-8449 or online at 
www.nilservices.com . 

Ensuring Payment continued  

gether, these two scores make it easy for freelance trans-
lators and interpreters to decide whether to work for a 
particular translation agency or client. 

2. The Black and White List (www.gotranslators.com/
Engl/Reports.php)  
This is an online database searchable by name, country, 
e-mail address, or URL. It contained 140 free reports as 
of June 3, 2004. It provides client contact data and narra-
tive responses about dealings with the client, including 
respondent's name, e-mail address, and report date. Re-
spondents "certify" that the information provided is accu-
rate. 

3. Payment Practices Tools in the Translation World 
(www.gotranslators.com/Engl/BPTools.php)  
List of Web sites/lists concerning payment practices. 

4. Blue Board ï Proz (www.proz.com/?
sp=agency_list)  
Available to Platinum members (USD 120) but non-
Platinum members can use BrowniZ points or pay USD 
0.50 to view one report. It is searchable by country or 
name. 11,225 ñtotal outsourcersò were listed as of April 
16, 2008. (Not all listings have reviews.) 

5.  Hall of Fame & Shame (TranslatorsCafe.com)  
Consultation is included in the Master membership (USD 
70).  

Mailing Lists  

1. Untrustworthy Translation Agencies 
(www.translationdirectory.com/non -payers.htm)  
A free newsletter which periodically sends out a Black 
List of bad payers. An agency is included in the list based 
on submitted reports and if the respondent did not break 
the translation agreement. Details are not included, just a 
list of names.  

2. The Translator Client Review (TCR) List 
(www.tcrlist.com ) 
TCR is a private list service and Web site that serves the 
international community of freelance translators. On the 
list, translators discuss payment experiences with differ-
ent agencies and companies they have worked with, and 
they discuss other related topics on a separate discus-
sion list. The annual subscription is USD 12. There is a 1-
month free trial subscription available to new subscribers, 
as well as free memberships and scholarships for those 
who need them. 

3. Translation Agency Payment  
(http://finance.groups.yahoo.com/group/
translationagencypayment/ )  
This has 790 active members. 1,141 messages were 
posted as of April 16, 2008. Postings average about 20 
messages a month. 

4. TradPayeur ( http://finance.groups.yahoo.com/
group/tradpayeur/ )  
This has 428 active members and about 10 messages a 
month are posted. The list is in French.  

5. Betaalmoraal ( http://groups.yahoo.com/group/
betaalmoraal/ )  
This has 414 active members. Again, slow traffic, with 
about 5 messages a month. The list is in Dutch. 

6. Zahlungspraxis ( http://de.groups.yahoo.com/group/
zahlungspraxis/ )  
This has 2,000 members, 15,146 messages, and aver-
ages about 150 messages a month. The list is in German. 

Part 2 of this article will deal with strategies to use during 
and after the project to ensure you receive payment in full. 

Ted R. Wozniak  holds bachelor's degrees in accounting 
and German and is a graduate of the German Basic 
Course at the Defense Language Institute. Before becom-
ing a freelance translator, he was an accountant, stockbro-
ker, Army liaison officer in Germany, and an interrogation 
instructor at the U.S. Army Intelligence School. After pur-
suing graduate studies in Germanic, he became a free-
lance German > English translator, specializing in finance 
and accounting. He is also the President of Payment Prac-
tices, Inc., an online database on the payment practices of 
translation agencies and companies, an adjunct professor 
at New York University teaching advanced German-to-
English business translation, and owner/moderator of  
Finanztrans, a mailing list for German financial translators. 
He resides in the Rio Grande Valley in Texas.  

http://www.tcrlist.com
http://finance.groups.yahoo.com/group/translationagencypayment/
http://finance.groups.yahoo.com/group/translationagencypayment/
http://finance.groups.yahoo.com/group/tradpayeur/
http://finance.groups.yahoo.com/group/tradpayeur/
http://groups.yahoo.com/group/betaalmoraal/
http://groups.yahoo.com/group/betaalmoraal/
http://de.groups.yahoo.com/group/zahlungspraxis/
http://de.groups.yahoo.com/group/zahlungspraxis/
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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 interpreter training that is simply the best 
available anywhere. How do we know? Because our cli-
ents tell us so! 

Panoltia interpreter seminars and workshops consistently 
get rave reviews from both professional interpreters 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 presented in a way that 
makes it interesting and easy to learn. 

To learn more, go to: www.panoltiatraining.com/  

Part 1: Study Design and Study Titles  
By Eric S. Bullington  

S ome of the most common terminol-
ogy queries to appear on the ATA 

Medical Division e-mail list are those 
concerning clinical trials.  Quite often, 
these questions relate to the titles of 
clinical protocols.  My goal here ï the 
first installment of a three-part series on 
clinical trials ï is to provide a brief over-
view of how the titles of clinical trials 
are created, what they mean, and how 

they are translated in Spanish and French. 

Before exploring the conventions used to determine the 
title of a clinical trial, it would be useful to establish a work-
ing definition of a clinical trial or clinical study. The World 

Health Organization 
(WHO) defines a 
clinical trial as ñany 
research study that 
prospectively assigns 
human participants or 
groups of humans to 
one or more health-
related interventions 

to evaluate the effects on health outcomesò. These health-
related interventions can include not only drugs, but also 
surgical procedures, devices, behavioral treatments, and 
even dietary interventions. As suggested in the WHO defini-
tion, clinical trials differ from other epidemiological studies 
that passively observe and collect data relating to health 
events, such as a cohort study or a case-control study, in 
that the study investigator actively creates the conditions 
under which to collect the data from research participants. 
This difference is important, because those components of 
a clinical trial that fall under the control of the study investi-
gator are often reflected in the study title. In short, the title 
is a description of these study components. 

Letôs take a look at some of these components.  The 
three study techniques that comprise the gold standard of 
all population-based research are placebo control, randomi-
zation, and blinding. 

Placebo control  
French: le contrôle par placebo  

Spanish: el control con placebo  

Placebo control refers to the use of a placebo.  A placebo, 
from the Latin verb meaning ñI pleaseò, is used to create the 
illusion of a given medicine or even a procedure.  In the 
very first clinical trials, a placebo was simply a sugar pill. In 
modern clinical trials, a placebo can still be a pill whose 
main ingredient is glucose (sugar), but it can also be a fake 
dietary intervention, device, or even surgery.  Therefore, 
ñplacebo-controlledò means that the trial uses a placebo. 

Continued on next page 

The French language renders this study component as 
contrôlé par placebo or simply contrôlé.  The same phrase 
can be translated into Spanish as controlado con placebo. 

Randomization  
French: la randomization  or le tirage au sort  

Spanish: la aleatorización  or la randomización  

Randomization is a technique used in clinical trials to 
eliminate bias in the sample group.  Entire textbooks have 
been written on the subject of bias; but in this context, a 
biased sample group is one in which certain members of 
the study population are more likely to be included than 
others. To overcome this problem, study participants are 
randomly assigned to different treatment groups, in which 
some may receive the actual study drug, others a placebo, 
and ï in certain kinds of trials ï others may receive a com-
parable drug (called an active comparator). In French, a 
randomized study may be translated as étude randomisée 
or sometimes even an étude sur échantillon aléatoire.  
Spanish renders this concept as estudio aleatorio, aleato-
rizado, or de asignaci·n aleatoria. 

Blinding  
French: lôaveuglement 

Spanish: el enmascaramiento  

Blinding, also called masking, refers to the process of cre-
ating trial conditions under which study personnel and/or 
participants are unaware of whether or not a given patient 

Clinical Trial Terminology  
A Three -Part Series  
Part 1: Study Design and Study Titles  

Part 2:  Advanced Concepts  

Part 3: Biostatistics for Clinical Trials and Glossary  

ñMy goal here é is to provide 
a brief overview of how the 

titles of clinical trials are  
created, what they mean, and 

how they are translated in 

Spanish and French.ò 

http://www.panoltiatraining.com/
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CATI Silver Sponsor  
CATI gratefully acknowledges the support 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 commit-
ment to the objectives of the Carolina Association of 
Translators and Interpreters and of its desire to support 
the organization, Bilingual Communications is pleased to 
be a Silver Sponsor. 

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

The company's president, Jackie Metivier, is from Mex-
ico and travels there often. This enables her to keep up 
with her native language and culture, a necessity 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 Communications uses qualified native 
speakers of English for translation from Spanish to Eng-
lish. 

For further information, please visit our Website at: 
www.bicomms.citysearch.com  

Clinical Trial Terminology continued  

is receiving the active treatment, the placebo, or in some 
cases an active comparator. If a study is ñsingle-blinded,ò 
then it is the patient ï not the study investigator(s) ï who 
is unaware of which treatment he or she is receiving.  In 
terms of study design, a better option is sometimes a 
ñdouble-blindedò study, wherein both the patient and the 
study investigator are ignorant of which treatment is being 
given to whom. At the end of a blinded study, the treat-
ment groups undergo ñunmaskingò (French: levée de l'in-
su; Spanish: desenmascaramiento) and the treatment allo-
cations are usually disclosed to everyone involved in the 
study. 

Additional concepts  
Two additional terms frequently occur in the titles of clini-
cal trials, both of which are fairly self-explanatory. A 
ñmulticenterò trial is one that takes place in more than one 
medical facility. Almost all modern clinical trials use more 
than one center simply because it is impossible to find and 
enroll the necessary number of study participants in one 
single location. Another frequently encountered term is 
ñprospective,ò which means that the study will collect data 
on participants in the future. This stands in opposition to a 
retrospective study, in which the data on study subjects 
are culled from existing data sources. Most clinical trials 
are prospective, because it is much more difficult to elimi-
nate threats to the validity of a study using a retrospective 
study. However, because a retrospective study relies on 
existing data, it is usually much less expensive than a pro-
spective clinical trial. 

Combining the three gold-standard, clinical-trial tech-
niques along with the additional techniques discussed 
above, a typical study title might be: 

English: A multicenter, prospective, randomized, double-
blinded, placebo-controlled study 

French: Une étude multicentrique, prospective, randomi-
sée, en double aveugle, contrôlée par placebo 

Spanish :  Un estudio multicéntrico, prospectivo, aleatorio, 
doble ciego, controlado con placebo 

The above title is shorter than in many actual study 
protocols, which incorporate a variety of additional study 
techniques.   

Notes  
1. Clinical trial protocols are the documents that describe 
the objective(s), design, methodology, statistical consid-
erations, and organization of a clinical trial (International 
Conference on Harmonization. Guidance for Industry, E6 
Good Clinical Practice: Consolidated Guidance). 

2. The terms ñclinical trialò and ñclinical studyò are synony-
mous, and not only in English ï their counterparts are also 
used interchangeably in Spanish (ensayo clínico and estu-
dio clínico) and French (essai clinique and étude clinique).  
Accordingly, the qualifiers used in study titles can modify 
either of these terms (with the appropriate gender agree-
ment). 

3. World Health Organization.  International Clinical Trials 
Registry Platform (ICTRP): Frequently Asked Questions.  
Available at: http://www.who.int/ictrp/faq/en/index.html.  

Accessed July 3, 2008. 

4. Both ñdouble-blindò and ñdouble-blindedò are accepted 
adjectival forms. 

5. Lexicographer Felix Navarro, in his Diccionario crítico 
de dudas inglés-español de medicina (Madrid: McGraw-
Hill/Interamericana; 2005), recommends using encubierto 
or enmascarado in place of ciego as a translation of 
blinded or blind study.  However, the latter translation ap-
pears much more commonly in the actual scientific litera-
ture. 

Parts 2 and 3 of this article will be in future issues of the 
CATI Quarterly. 

The author would like to thank the members of the ATA 
Medical Division e-mail list for their feedback on the Span-
ish terminology in this article. 

Eric Bullington  is an ATA-certified French-English trans-
lator with a professional background in public health re-
search.  He has a Master of Public Health degree from 
Tulane University School of Public Health and Tropical 
Medicine and a Graduate Certificate in Biostatistics and 
Epidemiology from Johns Hopkins University. 
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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   

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:  

A Welcome to New Members  

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. 

New Corporate Members  
John Reed , Columbia, SC. English>Spanish T/I, Spanish>English T/I, 
English>Italian T/I, Italian>English T/I. Health Care, medicine, psychol-
ogy, insurance, law, law enforcement. 

Keit Spahiu Vata , Translation Link, Inc., Cary, NC. English>Albanian 
T/I, Albanian>English T/I, Spanish>English T Italian>English T. Arts, 
humanities, law, business, finance, medicine, computer science, engi-
neering, social science, industry, technology.  

New Regular Members  
N. Grace Aaron , Chapel Hill, NC. English>Spanish T/I, Spanish > Eng-
lish T/I. Education, journalism, literature, politics, religion, sports, cui-
sine, tourism. 

Harry Copeland , Walterboro, SC. English>Spanish I, Spanish>English 
I. Medical, legal, psychology, education. 

Yanina Criolani , Durham, NC. English>Spanish T. Education, com-
puters (hardware and software), health care, medical, commercial, fam-
ily planning, technology. 

Janice Cruz , Chapel Hill, NC. English>Portuguese T/I, Portuguese > 
English T/I. Insurance, military, government, diving, legal, human re-
source, information technology, marketing. 

Blanca V. Garcia , Cary, NC. English>Spanish T/I, Spanish>English T/I. 
Parent/teacher meetings, education, Biblical studies, church administra-
tion. 

Rochelle Sasha Gibson , Raleigh, NC. English>Spanish T/I, Spanish > 
English T/I. Medical interpreting/translation. 

Barbara B. Gualteros , Pinehurst, NC. English>Spanish T/I, Spanish > 
English T/I. Law, law enforcement, criminology, medicine, healthcare. 

Albert Luna , Lumberton, NC. English>Spanish T/I, Spanish > English 
T/I. Law, personal documents, medicine, pediatric medicine, medical 
trials. 

Ben Mady , Greensboro, NC. English>French T/I, French>English T/I. 
Law, public policy, international relations, non-governmental organiza-
tions, finances, public administration, market research, consulting, per-
sonal documents, research and development. 

Russell Rowe , Charlotte, NC. German>English T.  

Maria R. Tyndall , Dunn, NC. English>Spanish T/I, Spanish > English 
T/I. Education, advertising, immigration, workers compensation law, 
patents/trademarks, family planning, fashion, manufacturing, cuisine, 
tourism. 

Joselyn Villarroel , Charlotte, NC. English>Spanish T/I, Spanish > Eng-
lish T/I. Education, family planning. 

Maggie Wallenta , Durham, NC. English>Spanish T/I, Spanish>English 
T/I. Medical, education, social work and counseling, business and mar-
keting. Continued on next page 

http://www.avantgardetranslations.com


10 

 

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/  

New Student Members  
Alba Bravo , Cary, NC. English>Spanish T/I, Spanish>English T/I. 
Health care, pharmacology. 

Susana Cisneros , Charlotte, NC. English>Spanish T/I, Spanish > Eng-
lish T/I. Art, history, law, computer science, telecommunications, trans-
portation. 

Brock Cochran , Concord, NC. English>Spanish T/I, Spanish>English 
T/I. Medicine, psychology. 

Angela Lewis , Durham, NC. English>Spanish T/I, Spanish>English T/I. 
Education, medical, UNIX/ATX, organic/inorganic chemistry, biology, 
physics, sciences, mathematics. 

Jenn Mercer , Raleigh, NC. French>English T. Art, history, literature, 
insurance, real estate, nonprofit organizations 

Gladis Teran,  Snow Camp, NC. Spanish > English T/I.  

A Welcome to New Members continued  

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  

News and Upcoming Events  

ATA Translation Tools Seminar  
The ATA Translation Tools Seminar will be held at the Sheraton Boston 
Hotel, Boston, Massachusetts on July 26, 2008. For details, go to 
www.atanet.org/pd/tools  

ATA Localization Seminar  
The ATA Localization Seminar presented by the American Translators 
Association and the Northwest Translators and Interpreters Society will 
be held at the Renaissance Seattle Hotel, Seattle, Washington on 
August 23-24, 2008. For more information, go to 
www.atanet.org/pd/localization  

North Carolina Hospitals Seek More Interpreters  
Even while the economy weakens and various sectors start to announce 
job cuts, interpreting is still a growing profession, with companies and 
organizations looking to hire interpreters. "The needs are all the time, 
during the day, at night, and during the weekends," says Graciela Nami-
hira-Alfaro, an interpreter at the Family Practice Clinic of Moses Cone 
Health System, in Greensboro, North Carolina. "We need interpreters all 
the time." Interpreters are seeing greater job security and helping more 
patients. Hospitals across the region continue to hire more interpreters, 
mainly for Spanish. 

Patricia Luna, who interprets for the Forsyth County Health Depart-
ment, has noted a 2 percent increase every month in the number of pa-
tients requiring an interpreter. She says it is common for interpreters to 
see about 25 to 30 patients in a day. (From "Interpreters Wanted" Pied-
mont Triad (NC) (04/28/08) Julia Bagg)  

International Translation Conference on Health Sciences  
The International Translation Conference on Health Sciences will be 
held in Lisbon, Portugal, on October 17 and 18, Lisbon, Portugal. It will 
focus on language services for the health sector. The organizers state 
that there will be 21 speakers and more than 20 sessions and 5 tracks of 
in-depth, advanced-level sessions presented by experts in this highly-
sought field of today's translation market. Conference sessions and dis-
cussions will be held in Portuguese, English, and Spanish and there will 
be practical learning sessions for the professional translator and inter-
preter. ATA-certified translators will be able to earn up to 10 continuing 
education points. For more information, go to 
www.tradulinguas.com/conf -med/index.htm  

http://www.atanet.org/pd/tools
http://www.atanet.org/pd/localization


11 

 

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 

The More You Contribute, the More You Get Back  

By G. David Heath  

F irst of all, on behalf of the CATI 
Board, I would like welcome the 

21 new members -- 2 corporate, 13 
regular, and 6 students -- who have 
joined CATI in the past 3 months 
(see page 9 for details). I encourage 
them ï and all CATI members -- to 
take full advantage of CATIôs mem-
bership benefits. 

Make sure that you submit details 
of your specializations and your bio-
graphical paragraph (or corporate 
descriptive paragraph if you are a 
corporate member) to the CATI Web 
site. This Web site averages between 
50 and 100 hits per day, many of 
them from clients looking for transla-
tors or interpreters having appropri-
ate specializations and language 
pairs. Also, remember to bookmark 

the Web site and visit it often, be-
cause the latest news and jobs are 
posted almost daily. 

But thereôs more that you can 
do. Please consider contributing to 
the CATI Quarterly. There are many 
topics that would interest your fel-

low professionals ï how you be-
came a language professional, how 
you maintain your language skills, 
interesting or unusual jobs that you 
have undertaken recently -- to 
name but a few. Contributions can 
be any length up to about 1500 
words.  

As we get into the dog days of 
summer (and I realize that the pic-
ture of my desk doesnôt exactly fit 
this theme) it is perhaps an appro-

priate time to take a step back and 
look at where CATI stands. The 
association currently has 175 mem-
bers (corporate, regular, and stu-
dent). Of these, 119 list Spanish as 
a working language (no surprise 
there), but CATI members also pro-
vide professional services in 28 
other languages ranging from Ara-
bic to Vietnamese. 

CATI also now has 10 sponsors 
ï 5 Gold, 1 Silver, and 4 Bronze ï 
who have chosen to generously 
support their professional associa-

tion. This support is greatly appreci-
ated, and it benefits all  members of 
the association.  

These words from the editorôs 
desk would not be complete without a 
brief mention of the main articles in 
this issue.  Itôs probable that many of 

you have experienced 
difficulty getting paid for 
your services at one time 
or another. I certainly 
have. Part 1 of ñEnsuring 
Paymentò by Ted R. 
Wozniak addresses this 

concern. One thing that I found inter-
esting in this article was the state-
ment that ñincidents of late payments 
or non-payments in our industry are 
no different from those in most busi-
nesses.ò  It is, however, prudent to 
take certain precautions against late 
payment or non-payment, and the 
article provides a wealth of resources 
for doing this. 

Also in this issue is Part 1 of 
ñClinical Trial Terminologyò by Eric S. 

Bullington. Although this 
series is highly special-
ized, I found it interesting 
that some of the most 
common terminology que-
ries to appear on the ATA 

Medical Division e-mail list concern 
clinical trials. Ericôs well-researched 
article should provide valuable infor-
mation for translators who specialize 
in this field.    

Enjoy this issue of the CATI 
Quarterly and please remember that 
if you would like to contribute to a 
future issue, I am just a mouse click 
away. 

Sincerely, 

G. David Heath      

ñCATI also now has 10 sponsors ï 5 Gold, 
1 Silver, and 4 Bronze ï who have chosen 

to generously support their professional  

Associationò  

ñMake sure that you submit details of your 
specializations and your biographical 
paragraph (or corporate descriptive  

paragraph if you are a corporate member) 
to the CATI Web siteò   

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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