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Abstract

This study explores current practices in business interpreting in China with the aim
of identifying the power of the interpreter from the perspective of Critical Discourse
Analysis (CDA). Given the dramatic increase in trade and economic exchanges
between China and Western countries, business dialogue interpreting is the most
frequently adopted type of interpreting in China. Cross-cultural business negotiation,
with its intricate nature and fluctuating dynamics, is highly relevant to its social and
situational context. Universally recognized professional norms and interpreter codes

of conduct are not always applicable.

This study proposes the following hypothesis: when practicing in a business
scenario, the interpreter has power (defined as “control”) derived from linguistic,
social, and cultural resources that are unavailable to others in the discourse.
Conceptualizing the interpreted business encounter as a discursive practice, the
study examines data selected from authentic, naturally-occurring business
interpreting events in China. The research draws on CDA theory to explore the
power of the interpreter, looking at how the actual role of the interpreter
deconstructs a shared fiction of interpreters — as invisible, detached, and totally
neutral in such discourse — through the use of scarce bilingual and bicultural

resources.

Fairclough’s (1989) three-dimensional CDA model consists of description,
interpretation and explanation. The model makes empirical examination of the
interpreter’s power in specific discourse possible by allowing for transcript analysis
across different dimensions and levels. This research makes an innovative
contribution to the field by integrating CDA theory with theories of social and
Interpreting studies, such as Goffman’s (1981) participation framework and
Wadensjo’s (1998) typologies. It adapts relevant methodology to examine how the

interpreter’s power was established and enacted.
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The power of interpreter is represented in the capacity to exhibit ownership and
accountability when taking individual decisions and actions to influence the
development of the dialogue. This capacity is explored primarily in terms of
following three categories: the variation of renditions, personal pronoun shifts, and
the management of turn-taking within the discursive practice of business
interpreting. The results show that when performing in the context of business
negotiation interpreting, the interpreter assumes a substantial role. This role disrupts
a prescribed, idealized image of the interpreter as invisible and totally neutral within
the activity of interpreting. Interviews with interpreters then explore their awareness
of power as well as how their intervening behaviors and shifts in subject position

are influenced by the situational and social context of business negotiations.

The role of the interpreter within the setting of business negotiations is uncharted
territory in Interpreting Studies. This study aims to improve interpreter awareness of
their actual role and subject position in the domain of business. It also carries the
potential to enhance the quality of pedagogical practice and the effectiveness of

interpreter-mediated business meetings.
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CHAPTER 1 Introduction

This study explores the interpreter’s role in business negotiation meetings from a
Critical Discourse Analysis (CDA) perspective. Examining the current practices in
business dialogue interpreting in China, the study aims to identify the actual role of
the interpreter in the business domain. It uncovers how the interpreter’s power
manifests itself in the discourse of business interpreting, a neglected domain when
it comes the study of the interpreter’s role with the difficulty in accessing real-life
business meetings.

With the “social turn” *of studies on the role of the interpreter, the perceptions
of the interpreter’s role have moved away from the assumption of the “conduit”
metaphor (Reddy, 1979, p.286). Multiple empirical studies (e.g. Anderson 1976;
Bochner 1981; Wadensjo 1998; Angelelli 2001; Davidson 2001) have
deconstructed the tranditional description of the interpreter’s role as invisible,
neutral, and detached in professional codes of conduct (detailed literature review in
Chapter 2). The sociological perspective has challenged the neutral and impartial
codes long existing in the industry. In these studies, the interpreter is no longer
sketched as a neutral agent (who should not align personally with any side of the
interaction even the side which pays them), or an invisible participant (who assists
the communication as if they do not hold any substantial position). Instead, the
interpreter’s mediating role is acknowledged and situational and social factors
contributing to this shift are explored.

The evidence provided by these studies serves as the premise of my current
research. To date, the scholarships on the interpreter’s role in business contexts are
limited. However, the dynamics of business discourse arehighly interactive, and

bound to exert influence on the position of the interpreter who is located in

1The “social turn” refers to a trend in Translation and Interpreting Studies which emerged in the 1990s when the
professionalization of community interpreting was taking shape. Interdisciplinarity was foregrounded in this
shift, as scholars started to look at the role of the interpreter through sociological frameworks, such as discourse
analysis and sociolinguistics. On Angelelli’s (2014, p.1) account, the sociological turn in Translation and
Interpreting Studies occurred “as increasing attention has been paid to the agency of translators and interpreters,
as well as to the social factors that permeate acts of translation and interpreting»
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between the primary interlocutors. This is largely because the stakes of the
business dialogue, the institutional culture involved, and the buy-and-sell relations,
which have made the discursive practice of interpreting highly subject to its social,
institutional and situational context. Therefore, the interpreter’s positioning or non-
neutral role in such settings (being located in between the primary interlocutors on
both ends) is arguably interesting to explore, considering the influence of the
personal relations, stakes of the negotiation, and the situational or social context at
large. The study is empirical and qualitative in nature, which aims to fill the gap of
the study on the interpreter’s role in business scenario relying on the authentic
recordings of the naturally-occurring business meetings. To gain a more
comprehensive understanding of the interpreter’s subject position in such scenario,
the study also draws on the reflexive interview data to investigate interpreters’
perceptions of their role and their awareness of the strategies they adopted while

co-participating and intervening in the business negotiation setting.

1.1 Research Rationale

With the growth of globalization, we are more commonly witnessing
communication between different countries and regions. To this end, interpreters
play a pivotal role in facilitating exchanges between individuals of diverse cultures
in various domains. China in particular, has become an epicentre of business
activity and trade negotiations. With its booming economy and sheer density of
business activity, interpreters have never been more necessary to expediting and
enabling economic growth. However, the interpreter’s role, especially in business
dialogue interpreting, did not attracted academic attention until the 1990s. On
Pdchhacker’s (2016) account, “it was only with the professionalization of
interpreting in the 20" century that the interpreter’s role became codified in the
more specific term” (p.170). Thanks to burgeoning academic discourse, the
interpreter’s role then becomes a much-debated topic that has undergone profound

changes in the studies surrounding it in academia.
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To date, academic attention paid to the role of the interpreter has focused on
Public Service Interpreting (PSI) settings. In this regard, multiple empirical studies
have already proved that interpreters are not neutral agent in such settings, which
serve as a starting point of my current research. This includes the study of the
interpreter’s coordinating role in police interviews and medical settings (Wadensjo
1998), their coordinating and mediating role in medical and healthcare settings (e.g.
Merlini and Favaron 2003; Angelelli 2012; Zhan and Zeng 2017), their multi-
faceted role, and social positioning in legal settings (Tipton and Furmanek 2016),
and finally the interpreter’s role as a mediator in legal settings, parent-teacher
meeting and tribunal hearings (Hlavac 2017). Beyond these domains, however,
limited academic attention has been paid to the interpreter’s role in business
contexts where the dynamics of discourse is highly interactive. The stakes of the
business dialogue, the buy-and-sell relations for instance, have made the discursive
practice highly subject to its social, institutional and situational context. Thus the
interpreter’s positioning in such settings (being located in between the primary
interlocutors on both ends) is largely subject to the influence of the personal
relations and stakes of the negotiation.

Owing to the difficulty in accessing real-life business meetings (which is
largely because of their strict confidentiality), it precludes external parties from
bearing witness to live deal-making transactions, let alone the positioning of the
interpreter in such context. Among the limited number of studies in the business
domain, few explore the interpreter’s mediating role from a power angle. Power, a
loaded term that is traditionally described as a dominating force to monopolize,
control, or as a set of rules related to the institutions, seems to be far from the
interpreter, a language provider in a conversation. Those studies portray the
interpreter’s role as a cultural mediator who provides the solution in the receptor’s
language and culture (Makaroa 1998; Garzone 2003); alternatively, they view the
interpreter as a language facilitator or mediator (Gavilio and Nick 2007). Besides,

few empirical studies are based on authentic data from naturally-occurring
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interpreting of business negotiations. Most of them investigate the interpreter’s role
with data collected through surveys or interviews (Karanasiou 2016).

This study aims to fill this gap. Besides, with my seven-year experience in
interpreting practice and pedagogy in China, | have discovered that most dialogue
interpreting in China occurs in business settings instead of PSI as few encounters in
PSI settings are assisted by an interpreter in China. Furthermore, based on my
personal experience in business interpreting meetings, the client’s expectation more
often than not exceeds the description of an interpreter’s role in the Interpreting
Studies literature and the professional codes of conduct. During the briefing stage
of the assignment, the client would always explicitly or implicitly express the
expectation, wishing that | would be on their side or advocate for them while
informing me of their goal in the upcoming business negotiation. | also find it
challenging to maintain the neutral position in a business conversation. This is
especially true when | am expected by primary speakers to seek clarification or
explanation; or when | feel obliged to intervene in the interactional and
conversational order to speak for the client or smooth the talk. All these cases
occurred because | am the only bilingual and bicultural individual in the interpreted
encounter. | am expected by primary speakers to align with them regarding the goal
they want to achieve in the talk. Although | am aware that this is an infringement
of the Code of Conduct of an interpreter, it seems that the business discourse | am
involved in requires language skills and interpersonal skills. The ability to assess
situational dynamics with the cultural background of the negotiating cultures also
seems to be instrumental for the efficiency of the meeting.

However, the interpreter training and practicing in China, similar to its
international context, are both underpinned by a basic understanding of the
idealisation of the interpreter as a neutral and impartial agent. The interpreter is
expected to assist with the communication as if they do not hold any substantial
position (invisibility), and in which they should not align personally with any side
of the interaction, even the side who pays them (impartiality or neutrality).The

frequently occurring internal conflicts regarding the ethical standard prompted me
15



to reflect on the interpreter’s actual role in the business domain in the Chinese
context (more about the Chinese context of business interpreting in 1.5) for a more
comprehensive understanding of why and how the interpreter’s partiality occurred

in business encounter.

1.2 Research Hypothesis and Research Questions

In this study, | consider the business interpreting between parties from different
countries with an interpreter’s assistance as a particular type of discursive activity.
It holds inherent discursive and ideological nature, and it involves a network of
relations—the buyer and the seller, and the interpreter and his/her client (employer).
Following Mason and Ren’s (2012) statement, “although interpreters often lack
institutional power, they may be equipped with power within the exchange as a
result of their bilingual and bicultural expertise” (p.115). Indeed, I find it intriguing
to look at the interpreter’s intervening moves from a power perspective because,
according to CDA studies, “language is centrally involved in power, and power
struggles, and that it is so involved through its ideological properties” (Fairclough,
1989, p.17). In this study, power is defined as the interpreter’s privilege drawing
from their bi-lingual and bi-cultural capacity in the discourse. It enables
interpreters to make adjustments and intervening moves in the discourse of
business interpreting. As | have considered business negotiation interpreting as a
discursive practice, the exercise of power refers to the shifts of the interpreter’s
subject position in discourse. Such shift is also subject to the dynamics of the buy-
and-sell relations as well as the situational and social context at the specific
moment of the discourse.

As mentioned above, although the subjects of this research generally hold a
shared group belief of the ethics of impartiality, neutrality and invisibility, the
current codes in Chinese context as well as international one does not relate to
business interpreting scenarios or the categorization of scenarios. However,
interpreters, especially the participants of this study are more often than not seen

disrupting the order of the discourse and the traditional norms described in various
16



Codes of Conduct. It will be worth investigating how the power of the interpreter
influences the business conversation and how interpreters perceive their shifts of
subject position concerning the immediate context of the business tug of war. Such
investigation will provide a more comprehensive understanding of the actual role
assumed by the interpreter in discourse.

In terms of the definition of power, | hypothesize that the scarce resource of
bilingual and bicultural capacity enables interpreters to control the contributions
of primary interlocutors within business negotiation discourse. Interpreters
exercise control by reformulating the utterances of primary speakers in renditions,
managing the order of turn-taking, and shifting their subject positioning within
the discursive event. When intervening in business communication, their subject
position may shift to that of a co-participant, co-negotiator, and even a consultant
or team member of the client. These shifts disrupt idealized norms about
interpreter invisibility and neutrality.

To test my hypothesis and to explore the power of the interpreter in
interpreted business discourse, | posed two essential overarching research
questions:

1. How does the power of the interpreter manifest itself in the Chinese

business domain?

2. Isthe interpreter aware of the power exercised in the discourse?
| then formulated a series of follow-up questions: what is the actual role of the
interpreter in a naturally-occurring business encounter? How do social and
situational contexts influence the subject position of the interpreter? How does the
interpreter influence the buyer-seller relationship and corresponding power
relations? What is the interpreter’s perception and level of awareness about their
individual power within the negotiation itself? Answers to these questions
allowed me to test the hypothesis that professional interpreters working in
business settings do not merely translate on a linguistic level; they also hold the
power to control and intervene in communications. Interpreters do so by engaging

with primary interlocutors to co-construct the dialogue with them. This activity
17



disrupts the shared fiction of the interpreter playing an invisible, detached, and
neutral role in the discourse. Interpreters are expected to influence negotiations by
shifting their subject positions to ensure smooth talks and gate-keep negotiations.

| test the hypothesis by using authentic data from business negotiations.
Through analysis of the data, | examine the manifestation of interpreter power in
business negotiations. Power is captured in how the interpreter exercises control
over the interpreted business negotiations: through management of turn-taking,
shifts of “footing”, and discrepant renditions. Situating the role of the interpreter
role within a wider social and cultural context, the research focuses on the social
positions adopted by interpreters in business negotiations. To better understand
the role and influence of social factors in specific settings, it also examines
interpreter awareness and perceptions of power dynamics within the discourse.
This is carried out through follow-up interviews that interrogate whether
interpreters are aware of their own power and what social factors come into play
in the exercise of this power within the discourse of interpreted business

negotiations.

1.3 The Theoretical Basis for Research
Critical Discourse Analysis (CDA) is an appropriate framework as it combines an
analytical practice with a critical language-centred approach to the study of
discourse. CDA examines “opaque as well as transparent structural relationships of
dominance, discrimination, power, and control as manifested in language” (Wodak,
1995, p.204). However, Gu (2019) argues that “interpreters’ agency and mediation
have rarely been investigated critically from the vantage point of power and
ideology” (p.2). The CDA study of interpreter power is still in its infancy,
particularly for the domain of business (Gu, 2019). Reasons for this could be
related to the heavy application of CDA in studies of political and media discourse
(Fairclough, 1989; Van Dijk, 1986; Wodak, 2001).

Since its inception in the late 1980s, CDA has shown a demonstrable vitality.

This is because it provides a critical perspective for investigating “language in
18



relation to power and ideology” (Wodak and Meyer, 2001, p.6). CDA has been
used to uncover the discursive nature of much contemporary social and cultural
change, including that of British society alongside the English language in
Fairclough’s seminal 1989 work. Fairclough and Wodak (1997) summarise the
central CDA tenet as “power relations are discursive” (p. 275). In this study, | use
CDA as a framework to investigate the power of the interpreter manifested in the
discourse of business interpreting based on authentic data from business meetings.
CDA is an appropriate choice for this investigation because it focuses on the
relationship between language and power. At the same time, it “asks further
questions, such as those of responsibility, interests, and ideology” (Van Dijk, 1986,
p.4). Such questions are extremely relevant to the exploration of interpreter
awareness of power and control exercised in this discursive practice.

This CDA study examines the interpreter’s power in business interpreting by
highlighting the ideological positioning and alignment in interpreting. Because the
interpreter’s alignment and shifts in positioning often tend to be subtle, the
adoption of critical, in-depth, manual, textual readings is justifiable as this
approach (compared to a quantitative one) can serve the research aim. The
conceptual framework for analysis draws on Goffman’s (1981) participation
framework, Wadensjo’s (1998) taxonomy of interpreter renditions, and
Fairclough’s CDA analysis framework regarding aspects of social practice
influenced by power. I intend to examine the role of the interpreter in the business
domain from the following aspects: 1) analysis of the divergence between the
interpreter’s renditions and the primary speaker’s utterances; 2) shifts in the
“footing” or positioning of the interpreter; and 3) turn-taking management, which
is a salient feature of discourse.

The study advances insights into the role of the interpreter in Translation and
Interpreting Studies. It is also hoped that this critical study will have further
implications for the pedagogy and learning of interpreting. To achieve this aim, it
provides both trainer and trainee with a comprehensive picture of the potential

roles an interpreter might assume in business settings.
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1.4 The Research Context

Although business interpreting plays a pivotal role in China’s economic
development, the role of the interpreter in the business domain is an under-
researched topic in Interpreting Studies, and it has received by far the least attention
from academia. So far, the role of the interpreter in the business context has not
been “examined or analysed as a separate, distinct type of interpretation”
(Karanasiou, 2016, p.191) in the field of Interpreting Studies. To contextualize the
discussion, the unique features of specific settings studied in this chapter should be

clarified.

1.4.1 The Unique Feature of Business Dialogue Interpreting

Business interpreting in China usually assumes a liaison/consecutive mode.
However, this mode differs from the consecutive mode in Conference Interpreting,
where most of the interpreted speeches are ceremonial and unidirectional for the
audience. Multiple studies acknowledged the uniqueness of business scenario as a
highly interactive and dynamic discourse in which the interpreter’s partiality occurs
frequently.

Negotiation is defined by Firth (1995) as a specific type of discourse where
communicative attempts are made “to accommodate potential or real differences in
interests to make mutually acceptable decisions on the substantive matter” (p.6-7).
As a goal-directed activity with the overriding aim of gaining profit, business
negotiation is “the process of reaching an agreement between parties who begin
from different bargaining positions” (Gentile et al., 1996, p.119). With the nature of
interaction, business negotiation comprises verbal communicative activity
involving interactional aspects of “floor access, topic selection, contextual
assumptions or the (mis) interpretation of messages” (Dannerer, 2001, p.92). Such
interactive processes and dialogic discourse are further complicated by a cross-
language and cross-cultural nature. This means the interpreter is in a position to

undertake a coordinating responsibility for the proceeding of the interaction.
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As a specific type of discourse, the interpreted business negotiation bears
similarity with the interpreting taking place within Public Service Interpreting (PSI)
settings (such as medical, healthcare, police-interviews, and court settings). Still,
interlocutors in business meetings usually enjoy relatively equal authority or social
status within their companies or industries. In PSI settings, there is always one
interlocutor whose status or authority is superior to the other participant in the
conversation, i.e. doctor and patient, magistrate and the accused, policeman and
suspect, etc. The seemingly equal status between primary interlocutors further
complicates the relation matrix of business discourse. When two parties of similar
status are pursuing their own goals in a negotiation, there can be a subtle tug-of-war
in their talk. This induces the dynamic to change in terms of personal and power
relations within the discourse.

Most business negotiation interpreting in China is aimed at gains or
opportunities to buy and sell between two or more than two interlocutors. For the
business negotiation interpreting studied in this research, interlocutors represent a
variety of companies working in the same industry. They sit at a negotiation table to
discuss the issues related to their field of business with the assistance of an
interpreter, seeking agreement or looking for potential opportunities for cooperation.
Although it can seem as if the interlocutors attending the business talk share a
common goal, they may still take very different stances when seeking mutual
benefits. The stakes of the talk, for example, can be very different if a buyer needs a
product desperately, or if a seller’s product or technology is competitive and
exclusive within the industry. Above all, business negotiation interpreting often
occurs “when there are two or more ideas, positions, suggestions or products on the
negotiating table” (Karanasiou, 2016, p.200). Negotiations themselves are a process
through which two or more parties can discuss these ideas, seek a solution to a
problem, bargain over price, or propose a deal. The activity is a social interaction
within a specific context that involves “negotiations happening among two or more
people interacting socially” (p.202). Business negotiations “inherently involve a

number of different variables which can determine the success or failure of the
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negotiation itself” (Garzone and Rudvin, 2003, p.21), such as verbal interactions
among individuals from diverse ethnic, national, and cultural backgrounds, or
subtle changes in the stakes of the buy-and-sell relations.

Located between the two negotiating parties, the interpreter is the only
person who understands both sides because they hold the responsibility to provide
renditions, which serves as the basis of the proceedings of the talk. This implies that
the interpreter holds the key for the primary participants to understand the intention
of their counterparts. Such discursive feature makes the subject position of the
interpreter extremely interesting in this business tug of war. Although interpreters
(include the subjects of this research) hold the shared understanding and group
belief of neutrality/impartiality and invisibility, they easily identify that such
positioning is hard to maintain in the actual discourse. This is because business
negotiation interpreting does not occur in a social vacuum. On the contrary, it is a
socially-situated activity that people (including the interpreter) engaged in — one
that is governed by different social beliefs and cultural norms. The complex nature
of discourse is further compounded by the fact that the interpreter is often hired by
one side of the primary participant, which they refer to as “the client”. The buyer-
seller and employer-employee relationship can add additional layers of complexity
to power-relation in interpreted business encounters.

Although I make a comparison between business negotiation interpreting
(abbreviated as “BNI”) and PSI interpreting, it does not necessarily imply that BNI
is a PSI sub-category. Given the scarcity of PSI in a Chinese context along with the
complexities of business negotiations, we can conceive of BNI as a unique genre of
interpreting. This genre is subordinated to the PSI sector, which deserves more
attention. By understanding the nature and properties of the genre, we can uncover
challenges or specific requirements for interpreters posed by this particular

discourse.

1.4.2 The Responsibility of the Interpreter in Business Dialogue Interpreting
Aside from the characteristics of BNI in this research, it is also vital to have a
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comprehensive understanding of the role and responsibilities of the interpreter within
such specific dyadic social discourses. In the social sciences, the concept of “role” is
used to explain behavior and examine attitudes between at least two participants in
any social situation. The hypothesis for this study assumes that in BNI, the
interpreter does not merely function as a language transmitter or code switcher.
Instead, they are also a participant who co-constructs interactions with the
interlocutors in the discourse.

Given their bilingual ability, the interpreter is the only person who understands
most thoroughly the intention of the client and the other negotiating party. They are
the only one with the full picture of the negotiation process. Company executives
from different countries may start the discussion from different stances within their
own cultural or social perspective. But the executives all depend on the interpreter to
proceed with the talk. The interpreter has a “strategic and potentially powerful
position whenever on duty in conversation” (Wadensjo, 1998, p.237) because they
speak on behalf of the negotiating parties. Sometimes, clients expect an interpreter to
act in the interests of the client’s company. The presence of the interpreter manifests
as the individual processes information or assesses the situation for “the attaining of
shared understanding and for suppressing and counteracting instances of
misunderstanding” (Wadensjo, 1998, p.237). In BNI, the interpreter engages with
primary speakers to ensure mutual understanding through seeking clarification for
certain issues. This is because that it is the interpreter’s responsibility to accurately
convey client intentions along with those of other negotiating parties.

The role of the interpreter is further defined largely by specific contexts in BNI.
The interpreter assigned to the business negotiation has to perform with the presence
of at least two primary interlocutors. ldeally, the interpreter should remain neutral
and clients should have “equal claim [to] the interpreter’s expertise” (Gentile et al.,
1996, p.36). But reality often presents another story. In the context of business
negotiations, the interpreter becomes a co-participant in the talk. Sometimes, they
even align themselves with the primary interlocutors — often the one who hires them,

persuading the other negotiating party into agreement or helping promote products.
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As one freelance interpreter explains in a post-assignment interview (Interview 2, 15
October 2018), business interpreting assignments often come with an implied rule
wherein the interpreter must side with the client to ensure maximum attainment of
client goals within the negotiation. In other words, the interpreter is expected to
correctly assess the situational context with the interpersonal skills and actively
engages in the interaction on behalf of the client within the negotiation process. From
this perspective, the interpreter indeed plays a powerful role in business encounters.
Foregrounding the concept of interpreter’s power, the research adopts a CDA
perspective to approach the role of the interpreter in naturally occurring business
negotiations. Examining the interpreter’s responsibility within the discourse of
interpreted business negotiations gives us a more comprehensive picture of the
potential roles an interpreter might take on at specific moments of discourse. The
generalization of findings from study of the interpreter’s role is not plausible, as

subject positions may vary in a different situational context.

1.5 The Chinese Context

As mentioned in the previous section, the professional landscape of interpreting in
China is quite different from that in Western countries. In China, PSI interpreting is
not considered a separate category of interpreting as little PSI takes place at all.
Since the research aims to explore the actual role of the interpreter alongside role
perceptions of Chinese interpreters in the business domain, it is vital to sketch out
features of the interpreting scene in China from the perspective of training,
professional status, and regulatory context.

Professional training for interpreters in China lags behind by about half a
century compared to that in Western countries. Before the 1970s, “no higher
learning institution in Mainland China could claim to have a ‘professional’
interpreter training program” (Zhan, 2014, p.36). Most interpreting training is
embedded in degree programs aimed at teaching foreign language as a major (Zhan
2010). Interpreting jobs are largely carried out by some “excellent graduates from

foreign language programs in the top-tier universities” who go on to pursue careers
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in interpretation, often for political purposes (Zhan, 2014, p.36). This means most
interpreting jobs in the market are done by interpreters with an institutional status.

As China engages actively with the international community and
communicates intensively with various countries, demand for quality interpreting
services has surged especially in the past two decades. Established professionals are
now joined by “a small community of conference interpreters” (Setton, 2011, p.4)
working as freelance interpreters, as well as by a graduate from a language training
programme with some early exposure to international doctrines and associations
(such as the AIIC)%. They serve in a robust private market in Chinese megacities
such as Beijing and Shanghai. But there is still a huge gap created by interpreter
under supply matched by sharply increasing demand. This has drawn the attention
of Chinese authorities. Interpreting Studies is gradually emerging as ‘“an
autonomous discipline” (Wang and Mu, 2011, p.157), and interpreting is now
considered a profession requiring skill-sets that cannot be acquired in foreign
language degree programs.

Given increasing enthusiasm for the booming young discipline, Guangdong
University of Foreign Studies (GUFS) established a department for Translation and
Interpretation in 1997. This ushered in a trend of professional interpreter training
programs in China. Following the pioneering practice of GUFS and in the
recognition of the need for dedicated professional training, several top foreign
studies universities in China applied for official approval to establish Institutes for
Interpreting and Translation Studies. These institutes offer a graduate degree
program in Translation and Interpreting (MTI) for professional interpreter training.
However, these programs teach either translation or interpreting. This means
students study either subject but not both, and the vast majority of students enroll in
the translation program only

The interpreting training program thus shifted to a “professional pole” by

separating training in interpreting from language teaching (Gile 2010, p.12). The

2The AIIC is an international non-profit organization representing professional conference
interpreters worldwide.
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category of interpreting took shape in the syllabus for this professional degree
course. Table 1 is drawn from a report on “interpreter training and research in
mainland China” by Wang and Mu (2011, p. 161) that outlines the curriculum and

skill-sets students are expected to acquire in the training program.

Table 1.1 Curriculum template for Master of Interpreting (M) in mainland China

Compulsory for Master Political theory 1st 3

courses in China Chinese language and 2nd 3
culture

Compulsory for all MTI Foundation course in 1st 2

interpreting

Foundation course in 1st 2
translation
General theory & practice  3rd 2
of translation

Compulsory for Ml Consecutive interpreting  2nd 4

(interpreting majors) Simultaneous interpreting  3rd
Topic-based interpreting  1st 2
practice

(Interpreting) Sight interpreting 2nd 2
Mock-conference 4th 2

interpreting

Business 2nd 2
interpreting/court

interpreting/Diplomatic

Interpreting

Internship Internship 3rd 2

(Resource: National MTI Commission, 2007)
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Based on the framework for training, compulsory courses in the syllabus indicate
that consecutive and simultaneous interpreting are considered central to professional
training. This aligns with the categories referenced for the interpreting market when
assigning professional interpreters to specific jobs. As optional courses, business or
court interpreting are rarely mentioned as separate categories in the job market.
Instead, they are classified as “other types of interpreting” or liaison interpreting
( pei tong fan yi or [ [FI#1%).

This is quite different from the categories in the U.K. market, which has
established clearly defined categories for Conference Interpreting and PSI
Interpreting (Public Service Interpreting). Conference Interpreting includes modes
of consecutive interpreting and simultaneous interpreting. PSI includes all
interpreting jobs taking place in public scenarios, which includes hospitals, courts,
police stations, or the immigration offices, and so on. In other words, there is no
established category for PSI or any conceptual frame related to it in China due to
specific market demands and social context. Moreover, business interpreting is not
identified as a distinct category in either country — despite the fact that the amount
of business interpreting has increased sharply over time, especially in China. The
focus of accreditation courses is the development of interpreting competencies as
“most of the compulsory credits proposed for the MI® are in skills-oriented courses”
(Wang and Mu, 2011, p.160). Most trainee interpreters focus more on skills
acquisition, paying less attention to developing a comprehensive picture of the
profession in different scenarios.

Another feature characteristic of the Chinese interpreting market is related to
the accreditation and layout of professional institutes. In China, all accreditation
schemes are test-based. They are designed by either the government or universities
with experience in training. Among these, the most widely acknowledged is the
China Accreditation Test for Translators and Interpreters (CATTI) designed by the

Ministry of Personnel. The certificate is graded at two different levels. Test takers

3 Ml refers to the Master of Interpreting and Translation in China.
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include MTI students, civil service interpreters, and in-house interpreters for whom
the certificate is proof of their professional ability and can serve as a medium of
promotion. Other accreditation mechanisms in China include National Accreditation
Examinations for Translation and Interpreters (NAETI) and the Shanghai
Interpreters Accreditation (SIA), which was previously introduced as similar but
less popular. All certificates are designed to assess candidate language competencies
and interpreting skills.

As discussed by Wang and Mu (2011), professional accreditation should not
merely assess linguistic competence. It should also take into account the
“professional related competence and professional ethics” (Wang and Mu, 2011,
p.167) of candidates. This has not yet been included in assessment mechanisms in
China. Professional bodies in China include commercial translation companies and
various interpreting associations. Unified or official codes of conduct or interpreting
ethics for the Chinese interpreting market were only designed in 2009 This design
was carried out by the Translators Association of China and did not draw much
attention from most professional bodies, given the late development of interpreting
as a profession. Topics related to interpreter ethics and codes of conduct are either
neglected entirely or under discussed in various training programs, especially
commercial ones conducted by translation companies. Even if these topics are
mentioned, the AIIC model is introduced as a replacement without consideration for
the Chinese social context and the trajectory of the professional development of
interpreting in China. Furthermore, no codes of conduct are designed specifically to
regulate business interpreting or any other types of scenarios of interpreting in
China. This has drawn the attention of scholars who have made statements such as
“rather than assume that institutions in mainland China should adopt the AIIC
model, we must carefully consider whether it suits emerging conference interpreting
markets like China” (Wang and Mu, 2011, p.170).

The composition of the body of interpreters working in the professional market

is also multi-layered. The market is dominated by in-house interpreters from

4 The Code of professional ethics for Chinese translators and interpreters was published in 2009.
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government at all levels, translation companies, and international agencies. The
boom in both the academic discipline and industry has seen the number of freelance
interpreters grow. The majority of interpreters with an institutional status are
typically assigned roles beyond mere interpreting. These could include roles in
liaison, public relations, or administrative work. In contrast, freelance interpreters
take interpreting assignments mainly for economic reasons. They are hired by either
individual clients or professional agencies.

The Chinese context in which this research takes place shows that study of
the role of the interpreter concerning codes of conduct or the “order of discourse” is
essential. Given the boom in interpreting as a profession, interpreters working in
various scenarios (and a business scenario, in particular) must have a more thorough
understanding of the roles they could take on as well as the nature of the
interpreting task. After all, interpreting is considered a service industry that requires
both linguistic competence and comprehensive skill-sets to facilitate the client in

achieving a goal.

1.6 Chapter Outlines

The thesis is structured as follows:

Chapter 1 elaborates on the rationale of the research, which gives rise to the
hypothesis and the overarching research question of the study. The research’s
theoretical base is briefly explained with the definition of power, which is a key
concept to explore in the context of BNI. The context of the research is introduced
with particular emphasis on the features of business interpreting. To let the reader
better contextualizes the research, | also introduce the Chinese context of

interpreting training and accreditation, professional bodies, and professional market.

Chapter 2 reviews the development of the research conducted on the interpreter’s
role. It contextualizes the research with the introduction of Critical Discourse
Analysis (CDA) theory, which serves as a theoretical foundation to explore the

power of the interpreter. The basic concepts and the literature related to CDA are
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introduced to explain why CDA is applied in this study and how it can be drawn on
to explore the power of the interpreter. Besides, the studies of the interpreter’s

power in PSI and business discourse are reviewed as the foundation for this study.

Chapter 3 presents the methodology and research design of this study. In the
methodology part, the rationale for adopting Fairclough’s CDA theoretical base is
explicated. Goffman’s (1989) participation framework and Wadensjo’s (1998)
taxonomy of the interpreter’s rendition are introduced as research tools for the data
analysis. The categories of the analysis are presented together with the theoretical
framework for the reader to have a macro picture of the study chapters. The research
design provides basic information of the data from the naturally occurring
interpreted business encounters, the study participants, the meetings recorded, and

the interview structures.

Chapter 4 is a study chapter that examines the interpreter’s renditions from a CDA
perspective. With the introduction of the analytic framework and the categories for
analysis, the interpreter’s power is explored concerning the reformulation of the
utterances of the primary interlocutors, which is classified as addition, omission,

and substitution.

Chapter 5 is the second analysis chapter, focusing on the manifestation of power in
the shifts of pronouns adopted by the interpreter. The analysis of the change of
pronouns uncovers the interpreter’s shifts of subject position or social positioning,

which has been influenced by the discourse’s situational context.

Chapter 6 examines how the interpreter’s power manifests itself in the interpreter’s
turn-taking management strategy. The examination of the interpreter’s intervention
in the conversational order provides a glimpse of how the interpreter functions or

regulates the talk when there emerges the need for clarification and repetition.
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Chapter 7 highlights the study’s ethnographical aspects by presenting the
interpreters’ perceptions of their roles in the discourse of business interpreting.
Based on the interview transcripts, the chapter explores the interpreters’ motives
and views regarding the intervening moves adopted in the business interpreting

discourse from the three major aspects.

Chapter 8 discusses the findings of the research. The research questions and the
hypothesis mentioned at the beginning of the thesis are revisited. The study’s
significance and contribution are presented along with the limitation and

suggestions for future avenues of study.
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CHAPTER 2 Literature Review

This chapter consists of the literature review of the role study of the interpreter and
the introduction of Critical Discourse Analysis (CDA), the conceptual framework
adopted for the analysis of the interpreter’s power. The literature reviewed reflects
the shift of the research on interpreting activity concerning the role of the
interpreter. To illustrate the profound changes in the development of Interpreting
Studies, the chapter reviews the studies that deconstruct the traditional views of the
interpreter’s role. To support the argument of the interpreter’s subject position shift,
the chapter draws on studies that situate interpreting activities in a social and
sociological context, such as Goffman (1981), Wadensjo (1998), and Angellili
(2004). Reviewing the empirical studies that illustrate interpreter’s role with
authentic data from a wide range of settings (medical, healthcare, legal, police
interviews, asylum-seeker, etc.), a research gap is identified in the business domain,
which is still uncharted territory for the study of the interpreter’s power. To further
explicate the interpreter power, | also draw on literature relating to the interpreter’s
mediating and coordinating role in the business domain, such as Blinstrubaité
(2000), Gavilio and Maxwell (2007), and Karanasiou (2016).

The following section reviews literature related to Critical Discourse
Analysis (CDA) with the explanation of why CDA serves as a useful tool to
analyse the interpreter power manifested in the agency and interventions in the
discourse. Besides, | also review the CDA studies concerning the power relations
and interpreter’s agency in business interpreting, which lays the foundation for the

methodology and analysis chapters.

2.1 The “Social Turn” of Studies on the Role of the Interpreter

Traditionally, the role of the interpreter has been described as someone who is
invisible and totally neutral in an interpreted social encounter. Interpreting Studies
in early-stage was actually dominated by a perception regarding the interpreter’s

role as “the person in the middle”, who is passive and non-involved, and often
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compared to “a machine, a window a bridge or a telephone line” (Roy, 2000,
p.101). Such perception of the interpreter’s role is much in line with the “conduit
metaphor” proposed by Reddy (1979, p.286), which is used to describe the model
of communication among people. According to Reddy (1979), in this
communication model, ideas are essentially considered as objects, and words as
containers for those objects, and communication is sending those objects from a
speaker to a hearer, who then unpacks the containers for the ideas or message of the
primary speaker.

This communication model has been drawn upon in Interpreting studies and
was supported and accepted for long both by practising interpreters and by
professional associations (AlIC, NRPSI, AUSIT, etc). Instead of being considered a
participant of the interpreted encounter, the interpreter is rather viewed as a
machine-like linguistic transmitter, who is expected to render in a second language
the utterance of the primary participant in the interaction. Knapp-Potthoff and
Knapp (1986) point out that the interpreter is considered as a person who is totally
“neutral” and is conceived of “as an intermediary between two communicating
parties (a speaker and a hearer)”, the (professional) interpreter was generally not
considered a “third party” in the interaction but as “a mere medium of transmission”
(p.153). Knapp-Potthoff and Knapp (1986) describe the interpreter as a “non-
person” who acts as a “switching device” or “transmission belt”, whose function is
“comparable to that of a machine, giving a more or less literal translation of what is
said in language A in language B” (p.152). The early studies clearly describe the
interpreter’s role as an invisible party in the interpreted interaction who functions
as a language machine. However, these views on the interpreter’s role have been
challenged by several scholars arguing for the complexity of the role, which should
be well situated in a social and cultural context.

In 1976, the American sociologist Anderson (1976) deconstructed people’s
views on the interpreter’s role. He argues in his pioneering sociological analysis of
the interpreter’s role that “the interpreter’s position as the person in the middle has

the advantage of power inherent in all positions that control scarce resources”
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(p218). Later, Bochner (1981, p.3) raised the concept of “intercultural mediator”
referring to interpreters’ role. Since then, the study on the interpreter’s role has
been situated in a social and cultural context. Several scholars started to analyse the
interpreter’s role from the sociological perspective, challenging the notion of
neutrality and impartiality of the interpreter’s role.

Goffman (1981) in Forms of Talk introduces the relationship between the
participants and their positions (speakers, listeners, and their “footing”), which has
drawn academic attention to the actual interacting behaviour of the speakers in a
dialogue or conversation. Introducing the theory of “participation framework”,
Goffman emphasizes the structure of interactive discourse in dyadic and multi-
party encounters. He provides a new angle for the study of the interpreter’s role
since his theory indicates that interpreters do hold participatory positions in the
interpreted triad.

Applying Goffman’s (1981) theory to Interpreting Studies, Wadensjo (1998)
proposes in her book Interpreting as Interaction that the interpreter actually works
as a “coordinator” who “alternately oriented towards emphasizing the translating
aspect and the coordination aspects” of the interpreted social encounter (p146). She
explores the interpreter’s involvement in communicative interaction, drawing
heavily on Goffman’s (1981) participation framework. With reference to Goffman’s
production format, Wadensjo (1998) analyses the interpreter’s role as a “hearer”
and “speaker” in the interactive communicative process. She also complements
Goffman’s model by putting forward the notion of “reception format” (p.91), which
comprises three different modes of listening: “reporter” who repeats the utterance
of the interlocutor, “responder” who reformulate utterances by taking them further,
and “recapitulator” who recapitulates the meaning expressed in an authorized tone
as if he/she is the person who produces the utterance. She points out that the
framework helps trace the interaction’s participation status and explains how the
interpreter assists the communication. Wadensjo (1998) considers interpreting as a
case of interaction where the interlocutors “continuously evaluate other’s and one’s

relation to a focused discourse” (p.92). She explores the role of an interpreter in
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dialogue interpreting as “a combination of two central functions; on the one hand,
translating and on the other hand, coordinating other’s talk” (p.51). She also points
out that to thoroughly understand the interpreter’s role, we should situate any study
in a social context and adopt an interactionist perspective. To Wadensjo (1998), the
interpreter in the cross-cultural interaction “potentially has a unique possibility to
understand everything and therefore a unique possibility to overview and
coordinate the interaction” (p.113).
Wadensjo’s (1998) research deepens academia’s understanding of interpreting.
She furthers Goffman’s (1981) study and applies it in Interpreting Studies,
emphasizing the need to situate the study of the interpreter’s role in a social and
institutional context. Based on the pioneering study of Goffman (1981) and
Wadensjo (1998), many researchers argue for the recognition of the complexities of
the interpreter’s role in different social settings. Studies of the interpreter’s role
witnessed a shift of the interpreter’s role from a “language conduit” to a pivotal
role in a cross-cultural dialogue interpreting as a co-participant, coordinator, or
cultural mediator.
Mason (2009) refers to the interpreting activity as a “triadic exchange”.
With the data from an array of immigration interviews, Mason (2009) emphasizes
the interpreter’s “positioning” (p.71). He highlights the range of moves such as
“gate-keeping, footing, manipulation of preferred/dispreferred responses,
contextualization cues, in-group identity, gaze and lexical choices” (p.71) in the
interpreted sessions. Drawing on Goftfman’s (1981) theory of “footing” and
“participation status” (p.128), Manson raises the concept of “positioning”, which is
similar to “footing”, seeking to explore how participants position themselves and
others by their discursive practices and how the parties in the interaction are
affected by each other’s positioning. To Manson, the concept of “positioning”
complements Davies and Harré’s (1990) theory related to “role” as it emphasizes
the evolving nature of the interactive triad. Mason argues for the complexities of
the interpreter’s role and places it in the dynamics of the interactive activities,

emphasizing the non-static positioning of the interpreter.
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Based on Mason’s (2009) theories, Merlini (2009) carried out a study to
investigate the interpreter’s shifting and dynamic role as a cultural mediator during
the triadic exchanges. Applying Wadensjo’s (1998) model, Merlini describes the
role of the interpreter as “detached translator”, “involved translator”, and “fully
ratified participants” (p.64). Merlini also engages with Davies and Harré’s (1990)
socio-psychological theories to put forward the concept of “relevance theory”,
presenting the cultural mediator’s shifts in positioning and identity in interpreting
activity. Merlini’s most significant contribution is to complement Mason’s (2009)
taxonomies of the interpreter’s role by adding a fourth label to the role of the
interpreter as a “service provider” (p.207).

The aforementioned studies mark the “social turn” of Interpreting Studies,
which has broadened the scope of research to include “all sorts of spoken and sign
language mediation and instances of inter-lingual transfer, which also focuses on
“the (micro) sociology of the interaction and/or the (macro) sociology of societal
institutions” (Hlavac, 2017, p.198). Researchers advocate for the need to situate the
studies in a social and sociological context, emphasizing the interpreter’s rich
cultural and social attributions in interpreting dynamics. The emerging trend of the
social and inter-disciplinary approach to the interpreter’s role study has pushed
researchers towards the analysis of the naturally occurring data in an array of social
encounters. As Wadensjo (1998) states, researchers’ attention moves away from
the error, correctness, and source-text/target-text comparisons to the interaction of
the interpreted conversations, where the interpreter acts as the coordinator and
mediator of the communication. The influence of the “social turn” is that an
increasing number of researchers begin to examine the non-linguistic dimensions
of the interpreted encounters by applying the theories of cultural studies,
anthropology, sociology, and sociolinguistics to Interpreting Studies, drawing the
academia’s attention to interpreters’ multi-faceted roles as well as power relations

in the dialogue interpreting.
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2.2 The Departure from the “Invisible and Neutral” Stance

With the ushering of the “social turn” in Interpreting Studies, a growing number of
studies have deconstructed the myth of the interpreter being an “invisible” party
who always needs to remain “neutral” in the process of dialogue interpreting,
examining what happens in interpreted encounters instead of what the interpreters
are supposed to do according to the traditional perceptions.

Gentile et al. (1996) observes that the prevailing social and institutional
norms strongly affect the way in which the interpreter’s function is understood. He
points out that the interpreter’s role clearly evolves within two distinct but
inextricably intertwined dimensions: the interpreting function itself and the context
in which that function is performed. Gentile et al. (1996) states that “it is not a
matter of keeping these two dimensions separate, but of evaluating to what extent
the functional task is modified or extended by the particular text” (p.32). They
examines the relationship between the social context and the role of the interpreter
and points out that every single interlocutor exists only in relation to the other, and
“not only the relationships and attitudes of the clients to each other but also the
relationships between the interpreter and each client in turn” are essential for the
liaison interpreting (p.32). Gentile et al. (1996) explores the interpreter’s role in a
variety of settings (mental health, legal, and business) with authentic data to
construct the role of the interpreter as a “facilitator of communication” who has to
“exercise certain control” to keep the conversation flow (p.101). While questioning
the “invisible” and “neutral” stance taken by the interpreter, Gentile et al. (1996)
puts the role of a professional interpreter in a social context, arguing for the inter-
dependence of the relations between the clients and the interpreter and the
facilitating role of the interpreter.

Similarly, Wadensjo (1998) also examines the professional ethics of
interpreters’ neutrality, detachment, and impartiality. Analyzing the interpreter’s
renditions with authentic data in police settings, she identifies that while translating
messages between interlocutors, the interpreter plays a coordinating role in the

interaction. Drawing upon Bakhtin’s (1979) interactionist views on speech genre,
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Wadensjo (1998) points out that “Since neutrality is the relational notion, a certain
reporting of other’s speech may stand out as partial or not, depending on the speech
it is compared to” (p.284). She looks at how different communicative styles of the
interlocutors influence the interpreter’s choice of renditions in interpreted
encounters. With regard to the features of the interaction in dyads and triads,
Wadensjo (1998) states that “in an interpreter-mediated conversation, the lack of
communicative contact between two parties not talking to each other’s language is
effectively remedied thanks to the interpreter” (p.12), which has explicitly
emphasized the coordinating role of the interpreter in community interpreting
settings. She also draws on Simmel’s (1964) theory regarding how social
interaction is influenced by its participants to explain the complexities of the
interpreted interaction, arguing that PSI is a task of translating and mediating.

Wadensjo (1998) examines the interpreter’s renditions with the “talk as text
paradigm” (p.21) and highlights the concept of “situated sense-making”, which is
termed as “talk as activity” (p.153). She presents two simple and mutually
compatible taxonomies of loose and divergent renditions contrasted with explicit
and implicit coordinating moves. To Wadensj6, the interpreter’s rendition is
closely associated with agency and the social context they are situated in.
Therefore, as a coordinator of the interpreting event, it is not possible for the
interpreter to always remain “neutral” and “faithful”. Wadensjo (1998, p.157) also
emphasizes the mediating role of the interpreter in an interpreted encounter as
someone who “actively, immediately and constantly engage in various aspects of
sense-making”, while the primary interlocutor’s understanding of interaction “is
assumed to be achieved with a certain delay and always via the mediating of
certain party” (ibid., p.157).

Wadensjo (1998) has similar remarks referring to the monologist and
dialogism in Interpreting Studies. She observes that interpreters not only translate
on a linguistic level but also perform various activities on behalf of the other
parties, “such as persuading, agreeing, lying questioning, claiming, explaining,

comforting, accusing, denying, coordinating interaction and so forth” (p.42). She
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argues that interpreters are supposed to engage proactively with the primary
interlocutors in interpreting the activity to get the meaning across and facilitate
communication. The authentic data from the police interview settings provides
ample evidence of the interpreter’s social position as a mediating third party who is
no more invisible in the interpreted interaction.

To further deconstruct the invisible and neutral nature of the interpreter’s
role, Davidson (2001) describes the interpreter in medical settings as “gate-keeper”,
“co-diagnostician”, and “co-interviewer” (p.173). Situating the study of the
interpreter’s role in the historical and institutional contexts, he analyses the data of
the hospital-based professional interpreters in medical discourse. Davidson (2001)
examines how the interpreter acts as the co-participant of the medical interview. He
points out that the interpreter proactively evaluates the “value” of the information
and interprets accordingly without letting other interlocutors understand their
information screening process. To Davidson (2001), interpreting is “a contextual
activity” (p.171), and the qualitative and quantitative data reveal that the function
of the interpreter is to keep the interview on track.

So far, | have reviewed the literature examining the interpreting and the
interpreter’s role in social and institutional contexts. The research findings
demonstrate that interpreting is an interactive activity where all sorts of
interpersonal relations and social factors come into play. As different social settings
constrain the interpreting activity, the interpreter is expected to act more than a
mere “linguistic transmitter”. They engage proactively with the primary
interlocutors in the interaction to facilitate communication. Interpreting is no
longer considered a “purely technical job”, and the interpreter’s intervening role in
the interaction is acknowledged. With the deconstruction of invisibility and
neutrality, some researchers look into how interpreters exercise control in
interpreted interaction and how their performance may be affected by different
communication factors. Moreover, the interpreter’s perception of their roles has

also drawn academic attention.
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2.3 Examination of the Interpreter’s Power from the Critical Discourse
Analysis (CDA) Perspective

In the previous sections, | provided an overview of the studies that situate
interpreting as an interactive communicative event where all sorts of interpersonal
relations and social factors come into play. Studies reviewed show that interpreting
IS an activity that is highly relevant to its social and situational context. Therefore, I
consider it to be a particular kind of discourse, which is “a form of language use”
or “a communicative event” where “participants use language to communicate
ideas and beliefs” and interact with each other (Van Dijk, 1997, p.2). As Van Dijk
states, the property of a specific discourse is that the participants use language to
express ideas and beliefs and interact in specific social events. It is also “a social
action accomplished by language users when they communicate with each other in
social situations and within society and culture at large” (Van Dijk, 1997, p.14).
Therefore, one can argue that interpreting, as a communicative and interactive
event occurring at specific social occasions, can be considered a discursive activity
in which the language is “actually uttered by people who are engaged in social
interaction to accomplish a goal” (Mills, 1999, p.4).

Besides, interpreting is a remarkably complex social discourse. It involves
participants from different countries with different cultural or social beliefs, and it
occurs in a wide range of social and institutional contexts. To illustrate power
relations in the discursive practice of interpreting, I found Critical Discourse
Analysis (often abbreviated as CDA) a handy tool to explore the power dynamics
in the discursive practice of interpreting. It aims to examine how societal power
relations are established and reinforced through language use. The literature
reviewed in this section explicates why I see interpreting as a form of discourse and
how CDA is applied in the definition and analysis of the interpreter’s power in the

business context.

2.3.1 What is CDA?

CDA is an analytic practice with a critical approach to the study of discourse that
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considers language a form of social practice. The focus of CDA is to examine how
societal power relations are established and reinforced through language use and
“the significance of language in the production, maintenance, and change of social
relations” (Fairclough, 1989, p.1). Therefore, CDA highlights issues of power
asymmetries, manipulation, exploitation, and structural inequities in domains such
as politics, media, etc. The frequently-mentioned keywords feature “notions such
as power, dominance, hegemony, ideology, class, gender, race, discrimination,
interests, reproduction, institutions, social structure, and social order” (Van Dijk,
2015, p.468).

It is impossible to talk about CDA without mentioning Foucault, as he
contributes to the notion of “discourse” and “discourse analysis” substantially,
which provides roots for the fruitful theoretical and methodological premises for
CDA. According to Foucault (1972, p.117):

We shall call discourse a group of statements in so far as they belong to the

same discursive formation [...] Discourse is made up of a limited number of

statements for which a group of conditions of existence can be defined.

Discourse in this sense is not an ideal, timeless form [...] it is, from

beginning to end, historical — a fragment of history [...] posing its own limits,

its divisions, its transformations, the specific modes of its temporality.
Foucault’s interest in discourse study results from his belief that there are rules
which determine the acceptance, truthfulness, and significance of statements in a
specific historical epoch. To put it simple, Foucault’s theory resides in the social
constructionist premise, which asserts the truth as a discursive construction.
Different regimes of knowledge determine what comprises truth and false.
Foucault asserts that the formulation of statements within a specific domain is
produced similarly and repetitively.

It is also in Foucault’s genealogical work, a theory of power and knowledge
is proposed, which provides the premise for CDA study: a study that focuses on
power and discourse with the aim to make explicit the power relations in a specific

discourse. To Foucault, power is spread across various social and discursive
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practices, which is not oppressive but productive, and “it needs to be considered as
a productive network which runs through the whole social body, much more than
as a negative instance whose function is repression” (Foucault 1980, p.119).
Foucault’s definition of power suggests that power is a product of discourse that is
not negatively dominating but a shaping force of societal and cultural development.
Situating it in the whole social context also denotes its close relation with the
discourse, which is an essential element in modern society’s social process.
Foucault (1984) also emphasizes the concept of the power struggle over the
determination of discursive practices. He believes that “discourse is not simply that
which translates struggles or systems of domination, but is the thing for which and
by which there is a struggle, discourse is the power which is to be seized” (p.110).

Foucault’s theory is seminal for the CDA approach, which does not limit its
analysis to language use or the specific structures of text or talk, but also the power
relations and the social or situational factors which is constituted and constitutive of
the relations. CDA owes to Foucault, as its focus on power and language has its root
in Foucault’s proposition of the power concept. Foucault’s (1980) definition of
power connects it with the concept of discourse. He considers power a product
originating from and developing in social practices. As proposed by Foucault,
power does not belong to any particular agent, political body, or social interest
group. Instead, it is distributed across all social practices. Such views provide a
standpoint for the development of CDA, as CDA aims to shed light on social
relations, including power relations and social identities in discourse. It also aims to
explicate the assumed knowledge about the constitution of the social world.

CDA aims to analyse “opaque as well as transparent structural relationships
of dominance, discrimination, power, and control as manifested in language”
(Wodak, 1995, p.204). CDA systematically relates its analysis of the text or talks to
the structures of the social and situational context. The concepts of ideology, power,
hierarchy, and gender are all viewed as significant and relevant aspects for an
interpretation or explanation of the text in CDA. In other words, CDA is adopted as

an analytical tool for authentic social interaction to make explicit “the ideological
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loading of particular ways of using language and the relations of power” which
underlie them (Fairclough and Wodak, 1997, p. 258). Besides, CDA foregrounds
the discourse’s dependence on social context and the relevance of the interlocutors’
subject positions and relations to the analysis. As Wodak and Meyer (2002) argue,

the critical examination of discourse would “require a theorization and description

of both the social processes and structures which give rise to the production of a

text and of the social structures and processes within which individuals or groups

as social-historical subjects, create meanings in their interaction with texts” (p.3).

CDA provides a useful perspective for my research of the interpreter’s power in

interpreted business encounters. It highlights the significance of investigating

language use in institutional and social settings, which is central in CDA study.

As Wodak and Meyer (2002) advocate, CDA focuses on the relationships
between discourse and social power with the major themes of power, history, and
ideology. To be more specific, it means that “every discourse is historically
produced and interpreted, that is, it is situated in time and space; and that dominance
structures are legitimated by ideologies of powerful groups” (p.3). CDA investigates
the social practices based on their discourse moments. It analyses “the substantively
linguistic and discursive nature of social relations of power” and how they are used
and discussed in discourse (Fairclough and Wodak, 1997, p.272). The CDA analysis
of texts aims at unveiling how “‘structures, strategies or other properties of text, talk,
verbal interaction or communicative events play a role” (Van Dijk, 1993, p.250) in
shaping and producing the unequal power relations in the discourse. In other words,
CDA aims to discover the unequal relations of power enacted discursively in the
discourse, which is totally in line with the aim of this study. It offers a lens to
examine the interpreter’s power and the power dynamics in the scenario of BNI
discourse with the dynamic, dialogic, and highly interactive nature.

2.3.2 Major Approaches of CDA
Among all the representative scholars in CDA, Norman Fairclough was the most
prominent one. He develops an approach to discourse analysis that synthesizes

linguistically-oriented discourse analysis and the insights of recent social theory on
43


https://en.wikipedia.org/wiki/Norman_Fairclough

language and discourse. This is also why | choose his approach as opposed to other
CDA approaches (see section 3.2.1 in Methodology Chapter). His CDA approach is
theoretically adequate and practically usable for me to adapt it into research in the
field of Interpreting Studies.

Fairclough (1989) systematically illustrates the significant role language
plays in producing and reinforcing, and changing the social relation of power in his
book Language and Power, which is considered the cornerstone of the social study
of language with a CDA approach. Fairclough (1989) points out that the CDA
study aims to “help increase consciousness of how language contributes to the
domination of some people by others because consciousness is the first step
towards emancipation” (p.1). On Fairclough’s (1989, p.22) account, language can
be considered a form of social practice that is socially shaped and socially shaping
from three aspects:

-Firstly, that language is a part of society, and not somehow external to it.

-Secondly, language is a social process.

-And thirdly, that language is a socially conditioned process, conditioned

that is by other (non-linguistic) parts of society”.
Fairclough (1989) explores the relationship between language and society with the
emphasis upon power and ideology. He argues that “language is centrally involved
in power, and struggles for power, and that it is so involved through its ideological
properties” (p.17). With the analysis of dialectic structures and the social and
institutional context of conversations between the police and witness, the professor
and students, Fairclough explicates how social practices are discursively shaped
and the discursive effects of social practices. For example, in the police and witness
dialogue, he argues that the police officer’s firm control of the conversation, as
well as the restricted contribution of the witness, are determined specifically “by
the nature of the relationship between the police and members of the ‘public’ in our
society, and indeed they are part of that relationship” (p.19). He advocates for the
significance of social conditions or institutional conditions, which determine

certain discursive properties.
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To explore the social conditions of discourse, Fairclough (1989) introduces
the notion of the “orders of discourse” (p.28), which is defined as “the way in
which actual discourse is determined by underlying conventions of discourse”
(p.28). He points out the social discourse practice is constrained by these
“underlying conventions” of a certain discourse type, such as the police and
witness dialogue or the interrogation procedure in a police station.

Exploring the relationship between social order and order of discourse,
Fairclough (1989) also argues that there are always “social preconditions for action
on the part of individual persons” (p.28). Therefore, individuals act within the
constraints of different types of discourse. Fairclough (1989) highlights that inter-
relationship between the order of discourse and ideology — “the conventions and
orders of discourse embody particular ideology” while the “orders of discourse are
ideologically shaped by power relations in social institutions and in society as a
whole” (p.17). In order to present how a close analysis can contribute to our
understanding of relationships and ideological process of power and control in
discourse, he sketches a framework for the study of interaction with a CDA
approach, which contains three stages (Fairclough, 1989, p.108):

1) description of text;

2) interpretation of the text which is related to the relationship between text

and interaction,
3) explanation of the text concerning the relationship between interaction and
social context”.

Such framework decodes how language plays a role in shaping the ideology and
the exercising of power in the society through the “common sense assumptions
which treat authority and hierarchy as natural” (Fairclough’s, 1989, p.2).
Fairclough’s (1989) seminal study in CDA explicates the relation between language
and institutional practices within the broader political and social context. It is
considered a landmark in CDA study as it marks a critical turn in the language
study by providing a methodological blueprint for studying the relation between

language and power relations or even society at large. As Blommaert and Bulcaen
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(2000) put forward, Fairclough successfully “identifies multiple ways in which
individuals move through such institutionalized discursive regimes” (p.449).The
critical analysis of the interactions in advertising, marketing, and political or media
discourse presents to the reader that how a close analysis of texts in terms of
grammar, vocabulary, as well as textual features” can contribute to our
understanding of power relations and ideological processes in discourse”
(Fairclough, 1989, p.109). In other words, CDA aims to uncover and reveal the
otherwise hidden ideologies and power relations enacted, transmitted, and
reproduced in discourse.

More significantly, Fairclough’s (1989) conceptual framework regarding
the language and power or the ideological process in society is aimed for change.
He holds that power and hegemony struggle considers the order of discourse to be
a stake. While making the hidden power relations in the social and institutional
context more explicit, CDA increases people’s awareness of how social inequality
or power are enacted, reinforced, and reproduced by language and the emergency
of new orders of discourse the resistance against the power regime. Fairclough’s
(1989) approach in CDA takes a particular interest in “the substantively linguistic
and discursive nature of social relations of power” (Fairclough, 1989, p.272),
highlighting how power is exercised through language in social discourse.
Fairclough’s (1989) approach stemmed from linguistics sociolinguistics focusing
on language in its social context. His view on discourse considers “language as a
form of social practice” (ibid., p.22), which implies the dialectical relationship
between language and society.

Based on Fairclough’s critical approach to the correlation between language,
power, and ideology, Wodak’s (2001) CDA study mainly engages with the political
discourse. Wodak (2001) defines discourse as “a complex bundle of simultaneous
and sequential interrelated linguistic acts, which manifest themselves within and
across the social fields of action as thematically interrelated semiotic, oral or
written tokens, very often as ‘texts’” (p.66). She explicates the dialectical

relationship between discursive practices and the context in which they are situated.
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She also argues that “the situational, institutional and social settings shape and
affect discourses, and on the other, discourses influence discursive as well as non-
discursive social and political processes and actions” (ibid., p.66). Similar to
Fairclough (1989), Wodak (2001) also views discourse as a form of social practice
that is shaped or influenced by the context in which it occurs. She views the text as
the product of discourse and defines texts “as materially durable products of
linguistic actions” (p. 66) and argues for the inter-textual and inter-discursive
relations between different texts or discourses and genres. Wodak (2001) builds a
framework of “triangulation” (p.67), which focuses on:

(1) the immediate language or text internal co-text;

(2) the inter-textual and inter-discursive relationship between utterances,

texts, genres and discourses;
(3) the social/sociological variables and institutional frames of a particular
context of the situation; and,
(4) the broader socio-political and historical context which the discursive
practices are embedded within and related to.”

Wodak (2001) employs this framework to explore the issue of discrimination and
the discursive construction of national identity in Austria with the case study of
“‘Austria first’ petition” (p72). Wodak (2001) examines the discourse from the
category of “content of topic”, “discursive strategies”, “linguistics means and the
specific, context-dependent linguistic realizations (as tokens) of the discriminatory
stereotypes” (p.72). To Wodak, the CDA approach in the historical context serves
as an instrumental framework to examine the discursive enactment of races,
ethnicities, nations, or national identities and the interrelationship between
discursive and other social practices and structures.

Van Dijk’s CDA approach highlights the importance of social cognition. To
Van Dijk (1993) defines the social recognition as “socially shared representations
of societal arrangements, groups, and relations, as well as mental operations such
as interpretation, thinking and arguing, inferencing and learning” (p.257). He

proposes that CDA aims to explore “the ways specific discourse structures are
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deployed in the reproduction of social dominance” (Van Dijk, 2015, p.468), which
indicates the relevance of societal structures to discourse structures through
different actors and their minds. Appling CDA in media discourse, and he reviews
the theories and application of different academic researchers regarding the role of
media discourse. In the 2" edition of The Handbook of Discourse Analysis (2015),
Van Dijk also argues that the CDA “should bridge the well-known gap between
micro-level (agency, interactional) and macro-level (structural, institutional,
organizational)” (p. 468). To Van Dijk, macro-level is represented by power,
dominance, and inequality between social groups, while micro-level by language
use, discourse, verbal interaction and communication.

Van Dijk (2015) considers social power as the central notion in CDA as he
believes that the particular kind of discourse, such as “those of politics, the media,
education, or science---is itself a power resource” (p.469). Suggesting that “mind-

3

control” through such discourse “is a fundamental way to reproduce dominance
and hegemony” (ibid, p.472), Van Dijk (2001) defines social power as control and
asserts that groups have power if they can control the acts and minds of other
groups. He also distinguishes two main types of power (Van Dijk, 2001, p. 355):

(1) the “coercive power” based on force. i.e., power of the military, power of

violent men, etc.; and
(2) the “persuasive power”, which is “based on knowledge, information, or
authority” such as “the power of parents, professors, or journalists”.

Van Dijk’s (2001) CDA approach is based on the understanding of ideological
structure and power sitting within the social relations in specific discourse. The
major CDA approaches introduced in this section all illustrate the correlation
between language, power, and ideology with a different focus. Fairclough’s (1989)
critical discourse research views discourse as a form of social practice, which
serves as a foundation for the further CDA studies: Wodak (2001) builds the
historical discourse approach exploring the discursive construction of races,

ethnicities, nations, or national identities, while Van Dijk (2001) develops the

social-cognitive approach considering discourse as a form of memory and
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knowledge. All these studies and approaches provide a rich set of theories and

methodologies for the critical study of text and discourse.

2.3.3 Rationale for the Choice of Fairclough’s CDA Theory and the Limitations
As discussed in the literature review, CDA is mainly applied to the study of
monolingual settings. Only recently has it entered into translation and interpreting
studies, particularly within the political domain (Bayani, 2016; Liambo and Triyono,
2018; Gu, 2019a, 2019b). One advantage of the CDA approach is that it provides a
means through which the researcher can examine relations between a subject and
language. CDA also offers theoretical and methodological premises for exploring and
reflecting on the role of language use in a broad social and cultural context. The core
notions of power and ideology of CDA also shed light on the power relations in
discourse. Most importantly, the critical sense of CDA provides a lens for the analysis
of power relations and potential changes of the traditional norms within the context of
BNI.

The previous section showcases how CDA owes a clear debt to Foucault (1980)
by reviewing his influence on the development of the CDA theory. Foucault
contributes to CDA theory by providing insights into the relationship between
discourse and power, the function of discourse in social change, and the discursive
construction of social subjects and knowledge. However, Foucault’s approach mainly
focuses on abstract theoretical development, which does not comprise a useable
framework to operationalise his insights and theories in discourse analysis. Moreover,
Foucault’s CDA theory is based on discourse in the human sciences, such as medicine,
psychiatry, and economics.

In contrast, this study is concerned with conversation and dialogue in a very
specific discourse. Given the dialogic and interactional nature of the business
negotiation interpreting settings, Fairclough’s (1989) CDA approach is adopted as an
instrumental theoretical framework to empirically explore the discursive construction
of the interpreter’s power in business encounters. Fairclough’s (1989) CDA framework

is chosen over other CDA approaches because it is text-oriented and can serve as a
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practical tool for text analysis. Fairclough (1992) argues in his work Discourse and
Social changes, “greater attention to texts and language analysis would increase the
value of discourse analysis as a method in social research” (p.5). His CDA approach
focuses on the linguistic dimension of social and cultural phenomena, which provides
an excellent theoretical foundation to support its application in Interpreting Studies.
Cosidering language a form of social practice, CDA aims to explicate the opaque
power and control relations, or ideologies manifested and reproduced in language,
therefore it can be adopted to analyse the transcripts of authentic interpreter-assisted
interactions. CDA also makes it possible to explore the interpreter’s intervening
strategies, positioning, relations with the primary interlocutors, and their influence on
the development of the interpreted event.

As aforementioned, it is universally acknowledged that CDA can yield
substantial insights into the relations of power and language, discourse and the
social structures, with far-reaching implications for the understanding of the
interaction in social and situational context. As CDA continues to extend its range
of application, it is adopted for researches in fields as diverse as Media, Cognitive
Science, and Interpreting Studies. However, theoretical and methodological
position of CDA has been criticised by a number of scholars (eg. Widdowson 1995;
Hammersley 1997; Slembrouk 2001; Blommaert 2001; Peter E 2007) and it has
remained controversial regarding the selection of data and the objectivity or the
validity of the findings.

As one of the most straightforward critics of CDA, Widdowson (1995)
completely deconstructs the concept of “critical”, which is what Fairclough claims
and flags in the theory’s proposal and in his analysis of the discourse. To
Widdowson (1995), Fairclough conflates the two perspectives of “scope” and
“commitment”, which respectively refers to “with what phenomenon you are
analysing” and “the relationship between analysis and interpretation” (Widdowson,
1995, p.158). On Widdowson’s (1995) account , Fairclough’s claim of
interdisciplinarity by bringing together the reference of Linguistics and the

perspective of Sociology is confusing, since it would be difficult for the researcher
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to strike a balance between the two perspectives. Instead, the researcher “will
inevitably privilege one perspective over the other” (ibid., p.159), which generates
bias and influences the selection of the data.

Widdowson (1995) also addresses to the failure of CDA in self-reflexively
considering its own limitations. He points out that the methodology of CDA is a
form of interpretation rather than critically standing above or outside of discourse
as Fairclough claims to do. The confusion of analysis and interpretation means that
Fairclough fails to realize that analysts may have preferences and may
subsequently give priority to their preferences while interpreting data. Such
behaviours potentially put into question the representativeness, objectiveness and
validity of the findings.

These critiques are certainly valid and particularly relevant to the present
study with the reference to authentic business data while doing the analysis under
the framework. CDA may not be self-sufficient as a paradigm, however, it is
undeniable that it offers a powerful interpretation of conversation as a dynamic,
interactive achievement. The defense for CDA would start from Fairclough’s
(2001b) argument that his theories are “based upon a view of semiosis as an
irreducible part of material social processes” which considers language as “an
integral element” of such processes (p.122). Moreover, it is CDA which moves the
study of linguistic phenomenon beyond the mere description and interpretation of
the role of language in society. CDA shifts the academia’s attention to the
explanation of the role of language in the wider context of society and to how and
why language functions, and what is behind this (Fairclough 1989). On
Fairclough’s (1992) account, “critical implies showing connections and causes that
are hidden” (p.9). For the current study, CDA does serve as a tool to facilitate the
investigation of how interpreters’ positioning is influenced by their linguistic,
cultural and institutional expertise, and how they reposition themselves in the web
of power relations (e.g. buy and sell relations) in the business discourse.

By considering “language” as an integral part of the discursive practice, CDA

serves as a useful tool for the researcher to tease out the changing power landscape
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and the manifestation of the interpreter’s agency in the discourse. It offers a lens to
look at what is behind the interpreter’s intervention, such as the change of personal
perspective, turn distributing, asking for clarification or giving explanation. This is
also why the current study combines CDA with other sociological framework of
Goffman (1981) to generate more comprehensive and richer views concerning the
interactive nature of the social practice, thus making up for the limits of CDA and
shifts the conversational and linguistic activity into a practice which is
fundamentally social.

Moreover, although the critique regarding the bias selection of the data seems
to be compelling and persuasive, it does not rule out the value of the authentic
recordings of the naturally-occurring interpreted business encounters, which is
uncharted territory in the role study of the interpreter. The precious data obtained
offers an opportunity for a close scrutiny of transcripts, which serves as a “publicly
available record of the interaction that can be repeatedly returned to and scrutinised
by researchers” (Elena, 2012, p.70).

However, the awareness of the critiques in such perspective does remind me to
be cautious of my positionality as a researcher with the experience of being a
professional interpreter and an interpreting lecturer who shares the experience with
the participants of this research. Reflexivity is a crucial strategy in qualitative study
(Roni 2013; Hammersley and Atkinson 2002; Horsburgh, 2003; Koch and
Harrington 1998;). Being aware of the “researcher’s social position (e.g., gender,
age, race, immigration status, sexual orientation), personal experiences, and political
and professional beliefs” (Roni, 2013, p.1) is extremely helpful for the researcher to
better understand their self-role “in the creation of knowledge”. Adopting a
reflexive approach in the research helps the researcher self-monitor the “impact of
their biases, beliefs, and personal experiences on their research” (ibid, p.2). This
means that, although | am an insider from the field of study, I would need to
constantly remind myself to keep a distance with the data, and always self-monitor
if my experience and expertise in interpreting may influence my selection and

perceptions of the data to maintain a balance between the personal perspective and
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the universal objectivity. However, being an insider from the field of the study also
means that the researcher is more knowledgeable about the researched subjects and
the data. Moreover, the research participants might be more outspoken and willing
to share their views with someone who they believe is resonating and sympathetic
to their situation (De Tona, 2006), e.g., the interpreter may be more willing to
explicate their feeling and views in the interview process, which generates more
authentic data for study. With reflexivity, I am more aware of the potential
engagement and detachment of my self-positionality as a researcher, which

enhances the credibility and validity of the study and its ethics.

2.3.4 Definition of the Interpreter’s Power
The interpreter’s role has rarely been explored systematically from the perspective
of power and ideology, and “the research on ideology and interpreting are still in its
infancy” (Martin, 2016, p.239). This is especially the case for the performance of
interpreting in the business domain. As shown by the studies mentioned above, the
goal of the CDA is to explicate the otherwise hidden power exercised through
language in a specific discourse, thus it serves as a valuable tool for the critical
investigation of the interpreter’s power in the context of the current study. This
section defines the interpreter’s power regarding the basic features of CDA theories,
meanwhile, it also includes the theorization of agency, which is closely related to
the study and the concept of power in this study

Interpreting, a discursive activity for communication, is highly relevant to
its social and situational context. The interpreter-mediated business encounter is
considered a discourse with a dynamic, dialogic, and highly interactive nature.
Fairclough and Wodak (1997) argue that discourse is a form of social practice that
is both socially shaped and socially shaping, which “implies a dialectical
relationship between a particular discursive event and the situations, institutions
and social structures which frames it” (p.258). The interpreter’s engagement with
the primary participants in a business setting makes the potential ideological

positioning of the interpreter particularly interesting. The interpreter’s rendition of
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the primary speaker’s utterance is always the basis for the primary participants to
figure out the business partners’ intention and make decisions for further talk.
Besides, the interpreter is often hired by one side of the primary participant, whom
he/she refers to as “the client”. Being located between the primary speakers and
his/her client, the interpreter is the only person with the bilingual ability and bi-
cultural expertise in this business tug of war, which makes their agency and subject
position an interesting and subtle topic.

In Social Sciences, the concept of agency has a philosophical origin that
can be traced back to Hume and Aristotle. It denotes the capacity of an individual
to take independent action and to act on one’s own will (Stanford Encyclopaedia of
Philosophy, 2015). The concept of agency has attracted increasing amount of
scholarly attention in Translation and Interpreting Studies. Many researchers have
drawn upon the sociological approach, such as Bourdieu’s (1993) proposal of the
concept of “field” in sociological cultural production (p.163), and Latour’s (1996)
Actor-Network theory (ANT), to explore the notion of agency within the
interpreting and translation process which involves multiple actors. In these studies,
particular scholarly attention is paid to the interpreters/translators themselves (e.g.
Baker 2006; Inghilleri 2010; Milton and Bandia 2009; Khalifa 2014). The ATN
theory, while reconceptualising human agency as a temporally embedded process
of social activity, aims at “accounting for the very essence of societies and natures”
with the interpretation of agency (Latour, 1996, p.369). ATN focuses on the
relations of the social subjects from an ontological perspective, and an actor or
actant can “literally be anything provided it is granted to be the source of an action”

(ibid., p.373) in ATN theory.

In this study, agency and power are two interconnected concepts. Agency is
considered to be the interpreter’s ability to take initiative and to make independent
decisions in the course of the business interpreting encounter. To be more specific,
agency refers to the interpreter’s subject position in the interaction, which enables
them to step in the talk and take on a substantive role in the discursive practice.

Interestingly, in Translation and Interpreting Studies, the discussion of the agency
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of the interpreter/translator is mostly relevant to the “capital” (Wolf, 2011, p. 4) the
agent holds in a field or discourse. This means that the interpreter’s exercise of
agency in a social context is highly influenced by the social and cultural resources
they hold in the discourse. Such resources can be understood as the “power and
force” that are “created around those agents who dispose of the strongest forms of
capitals” (ibid., p.6). This definition is highly relevant to the notion of agency
foregrounded in my study. In the business scenario, the capital the interpreter holds
which enables them to exercise their agency is related to their bilingual and
bicultural resources in the discourse.

To be more specific, the interpreter is the person who understands both
languages used in the business negotiation, which is essential for the
communication in the cross—culture context. Besides, “culture is acquired, socially
transmitted, and communicated in part by language” (Grosjean 1982, p. 157),
which indicates that the biculturalism is also a crucial component of the social
resources held by the interpreter. Interpreting is apparently not a linguistic exercise
aiming at word-for-word equivalencies. As De Jongh (1991) argues, “factors such
as dialect and geographic variation, educational level, register, style, intonation and
nonverbal cues are integral components” (p.99) need to be considered by the
interpreter to facilitate the cross-cultural communication. The connotation of
biculturalism is arguably multi-layered and the dynamic contextual and situational
feature of the business scenario endows it with more components.

In BNI, the bicultural capacity of the interpreter also refers to their knowledge
of the background information of the business discussion, such as the profile of
both companies, the divergent institutional culture of the businesses of both
countries, and the preferred way of communicating of negotiators on both ends.
The understanding and grasp of the above knowledge can be understood as
“cultural” resources in a broad sense. In a word, the notion of “biculturalism” of
the interpreter in the current study comprises their ability to “interpret experiences
in a manner appropriate to both cultures involved” (ibid., p.100) with their “capital”

within the business context. This is where CDA can be harnessed as a tool to
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examine the manifestation of the interpreter’s use of their capital in the discursive
practice to exercise their agency and to look at it from a power angle.

On Wodak’s (1995) account, the purpose of CDA is to analyse “opaque as
well as the transparent structural relationship of dominance, discrimination, power,
and control as manifested in language” (p.204). To be more specific, CDA
highlights the relationship between language and power by examining “real and
often extended, instances of social interaction which take (partially) linguistic form”
(Wodak, 1997, p.173). In other words, CDA emphasizes how languages are used in
various forms and manipulation of power. Therefore, the CDA study of business
interpreting scenarios can also shed light on the interpreter’s agency and power and
how the situational and institutional context shapes it. However, to understand the
power relations within the business interpreting context, | will first clarify the
definition of power in CDA theories.

Van Dijk (2015) argues that “a central notion in most critical work on
discourse is that of power, and more specifically the social power of groups or
institutions” (p.469), which implicates that the notion of power is central in the
CDA framework. Van Dijk also points out that CDA “primarily studies the way
social power abuse and inequality are enacted reproduced, legitimated and resisted
by text and talk in the social and political context” (ibid., p.466). He further defines
power as control, and he argues that “groups have (more or less) power if they are
able to (more or less) control the acts and minds of (members of) other groups”
(p-469). He also highlights the base of power as “having privileged access to scarce
social resources, such as money, status, fame, knowledge, information, culture, or
indeed various forms of public discourse and communication” (ibid, p.469). This
has implications for the illustration of the interpreter’s agency and power dynamics
in business interpreting scenarios. For CDA, language gains power “by the use
powerful people make of it” (Wodak, 2002, p.10), and language is also the site and
stake for a power struggle. We could argue that the interpreter holds power in
business interpreting discourse based on the following three aspects:

1) they have the producing rights for the renditions of the primary participants’
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utterances with their scarce bilingual and biculturalism source.

2) The “scarce resource” enables them to control the primary interlocutor’s
contribution or the order of discourse, such as controlling the turn-taking
order.

3) Their professional skills and awareness of the institutional and situational
context enable them to determine how renditions are presented and how
they are positioned in the interpreted business negotiation, eg, making the
decision of edited renditions, or adjusting their subject positions by either
aligning with or distancing from the clients.

As mentioned in the previous section, the interpreter is typically expected to act
as a “voice exmachina” (Miller, 1989, p.714), who must give a “more or less
literal translation of what is said in language A in language B” (Knapp-Potthoff
and Knapp, 1986, p.152) and “interpret fully and faithfully everything said by the
primary parties” (Wadensjo, 1998, p.59). However, with the CDA perspective,
this study demonstrates that the interpreter holds power within the business
interpreting context. CDA aims to reveal the “common-sense” assumptions,
which are “implicit in the conventions according to which people interact
linguistically, and of which people are generally not consciously aware”
(Fairclough, 1989, p.2). Fairclough (1989) defines this common-sense as “order
of the discourse” (p.28), which refers to the underlying conventions of discourse
and how people assume the way a discourse should be formed, such as the shared
fiction of the idealized role of the interpreter. This study intends to illustrate that
the interpreter, an agent in the discursive practice of interpreting, disrupts the
order of discourse with the power deriving from the possession of “scarce
resource”.

Of course, power is never absolute, as it is “never definitely held by any
one person, or social grouping” (Fairclough, 1989, p.43). The interpreter’s power
is not always overwhelmingly positive in an interaction; their behaviour or
mistakes made in the interpreting process might also be monitored by the primary

interlocutors who have a basic command of the foreign language and the jargon
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used in a specific industry. Moreover, it could be dangerous and inevitably risky
for the interpreter to intervene in the communication of the primary interlocutors,
especially in a business scenario involving concrete things like price or contract
terms. Although such scenarios do not occur in my data, it has to be
acknowledged and the researcher must always be aware of it when discussing the
power of the interpreter.

Nevertheless, the data in this research does provide evidence and
demonstrates to us the fact that interpreters, while facilitating the business talk’s
communication, also “maintain and reinforce these power relations and
occasionally even altered them” (Ren and Mason, 2012, p.116). Therefore, I
believe it is justifiable to adopt CDA as a framework to operationalise the critical
examination of the interpreter’s power in the changing landscape of the power
dynamics of the business encounter. CDA focuses on the relationship between
langue and power and how language plays a part in the struggling over power in
the discourse of business interpreting, which is central to the aim of the present
research. With the critical perspective of CDA, this study can make more explicit
the interpreter’s power and agency in the interpreted business encounters.
Meanwhile, it may also raise the trainees’ and trainers’ awareness regarding an

interpreter’s full-scale role in this social and institutional discourse.

2.4 Power Enacted in Social and Institutional Discourses

From the perspective of the CDA, the interpreting activity can be viewed as an
interactive communicative event in which the participants’ relations are discoursal.
Therefore, researchers are interested in how interpreters exercise power and the
power dynamics of the interaction. This section reviews the literature relating to
the control or discoursal power displayed by the interpreter in interpreting

activities occurring in various social and institutional contexts.
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2.4.1 Studies of the Interpreter’s Power in Discourse of PSI

Merlini and Favaron (2003) investigate the interpreter’s role in the power dynamics
of mediated interactions in medical settings. They draw on functional linguistics
and discourse analysis to explore the existing power relationships in the interactive
medical triad. Merlini and Favaron (2003) put forward the concept of
“management of power”, which refers to the interpreter’s power to control the
“power wielded by his/her two clients” (p.214). With the authentic data obtained
through observation of interpreted sessions in hospitals in Australia, Merlini and
Favaron look at the degree of the interpreter’s power management in medical
encounters by analysing the interpreter’s speech rate, intonation, change of footing,
as well as divergent renditions. A post assignment interview is adopted to explore
the interpreter’s awareness or lack of awareness of their power in interpreting
activity. They also state that the “awareness and acceptance of the interpreter’s
powerful role might be promoted by making it more transparent to clients” (p.226).
Their research’s significance is that it describes how interpreters function in the
naturally-occurring medical consultation and how interpreters exercise power
through the wverbal and non-verbal choices, which alter or influence the
interpersonal relationships in the interactive encounter. More importantly, their
research also investigates the interpreters’ awareness regarding their power in the
interpreted encounters, which explains the reasons and intentions behind the
meditating behaviour.

Angelelli (2001) also explores the interpreter’s visibility and the awareness
of power in her Ph.D. thesis Deconstructing the invisible interpreter: A critical
study of the interpreter’s interpersonal role in cross-cultural/linguistic
communicative events. To further her argument, she explores the interpreter’s
visible role in her later work Revisiting Interpreter’s Role, A study of conference,
court, and medical interpreters in Canada, Mexico, and the United States (2004)
with the authentic data collected in medical settings. Angelelli (2004) argues that
the intermediating behaviour of the interpreter is necessary for successful provider-

patient interactions. She defines a visible interpreter as “one that exercises agency
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within the interaction in order to bridge a communication gap” (p76). Visibility in
this context is seen as medical interpreters’ extension of their role beyond that of a
“language switcher”, emphasizing the interpreter’s control over the interaction. She
defines the interpreting process as ICE (interpreted communicative event) and
refers to the “situational practice” as the innate nature of ICE. Angelelli explores
the complexities of the interpreter’s role at three different levels: (1) societal; (2)
interpersonal; and (3) discourse. Drawing on Bourdieu’s (1990) theory of practice,
she argues that the interpreter’s role is influenced by the specific settings or the
particular institutions and rules. She emphasizes that the interpreter cannot adopt a
totally neutral stance in the interpreting activity as “no interaction happens in a
social vacuum, none of them are parties invisible or unbiased. They all bring to the
interactions their deeply held views and values, prejudices, and biases” (p.28).
Therefore, it is unwise to assume that interpreters can be immune to social factors’
interplay in any social encounters. She further elaborates on the visibility of the
interpreter from the perspective of the linguistic elements of ICE as well as the
interpersonal role of the interpreter, encompassing the five subcomponents:
alignment with the parties; establishing trust with/facilitating mutual respect
between the communicating effect as well as message; explaining cultural
gaps/interpreting culture as well as language; establishing communication rules
during the conversation.

As part of the study, Angelelli (2004) constructs an instrument called IPRI
(interpreter’s Interpersonal Role Inventory) for the survey of interpreters’
awareness of themselves playing a visible role in the process of ICE. The survey
instruments draw on relevant principles used in psychology and have proven highly
reliable and valid. The rationale to design the survey instruments is out of her
curiosity about the interpreter’s perception of their role in ICE. She points out that
“the current understanding of how interpreters perceive themselves lacks a
systematic approach to the question of the interpreter’s perception of and attitudes
towards her role” (p46). This survey instrument’s application aims to investigate

whether interpreters are aware of themselves being a visible participant in the ICE
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and how they perceive the impact of the specific settings on their performance or
perception of their roles. The survey results show that the interpreter’s perceptions
of their role are largely influenced by the specific settings,which expands and
broadens the study of interpreting beyond the cognitive element of the practice.

Angelelli’s (2004) work provides a full-fledged explanation of the
interpreter’s visible role in the interpreted interaction, which has drawn academia’s
attention to the complexities of the interpreter’s role and the interpreter’s reflection
of the “self” in the situational practice. Pointing out the pressing need for academia
to examine the interpreted communicative event, Angelelli’s (2004) study provides
insights into the intervening role of the interpreters. It investigates interpreters’
perceptions of their role in community interpreting settings. Her study offers a
detailed explanation of what actually happens when professional interpreters
perform the duty and how interpreters perceive themselves concerning the patient
and the doctor in a medical context.

Similarly, Ren (2010), in her Ph.D. thesis, also examines the power of the
interpreter by exploring liaison interpreters’ subjectivity consciousness and the
relation between translation and cultural construction from an interdisciplinary
perspective. As Ren (2010) defines, the visible interpreter is “one who transcends
the traditional role of a mere code switcher, takes an active part in the interaction
and exercises agency in order to help the parties involved bridge the
communication gap” (p16). To Ren, the interpreter’s awareness of the different
roles they take on is the “visibility consciousness”, which guides the interpreter to
act as “a gate-keeper of the speaker’s message, a co-interlocutor of the talk and a
coordinator/mediator of the interactional process” (pl7). Ren puts forward the
concepts of the interpreter’s subjective consciousness and ethical consciousness,
which offers interpreters guidance to adopt translation strategies per the specific
situations in different settings, facilitating the mutual understanding between the
primary participants in the conversation.

Ren (2010, p.16-19) constructs the subjective consciousness of the

interpreter by explaining three forms of the interpreter’s role in the interactional
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communicative process:

(1) the interpreter’s visibility consciousness;

(2) the interpreter’s empowerment CONSCIOUSNESS;

(3) the interpreter’s notion on non-neutral position.

She points out that the interpreter exercises control in the intercultural conversation
by filtering specific contents of the primary speaker’s utterances. Drawing on
Angelelli’s (2004) theory of text-ownership, Ren observes the degree of the
involvement of the interpreter in creating the “text-ownership” and “specific
content” in the conversation, stating it the evidence to the visibility of the
interpreter. To further emphasize the impact of the interpreter’s subjective
consciousness, Ren proposes the concept of the “empowerment consciousness”.
She draws on the Dialogic theories of Bakhtin (1986) to explore face-to-face
communication and points out the “meaning” in the process of inter-mediated
communication is co-constructed by all the parties engage in the conversation. She
argues that with the deconstruction of the primary party’s dominating position, “the
concept of the interpreter being absolute ‘neutral’ or “faithful’ is also no more a
golden-standard in the interpreting process” (p.80). Ren (2010) steps forward by
applying Foucault’s (1977) theory related to power. She argues that Foucault’s
(1977) discursive power relation theory offers strong theoretical support to analyse
the intermediating-role of the interpreter and strategies adopted by him/her to
become visible and act as a power figure. She defines the interpreter’s power as the
holding of the bi-cultural and bi-lingual resources and the control of the discourse.
According to Ren (2010), the liaison interpreter holds power to interprets, regulates,
mediates, or even gate-keeps the talk by adopting different social positions in the
interpreted encounters.

Examining the power differentials permeated in the inter-mediated
conversations from different settings, Ren (2010) observes that the interpreter can
empower the party who is in a less important or vulnerable position by leveraging
the scarce source bi-lingual and bi-cultural expertise which “readjust, though

partially and momentarily, the unbalanced power relations among the parties
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involved” (p.19). Ren’s research into the liaison interpreter’s visible role and the
interpreter’s subjective consciousness serves as a complement to the earlier studies
of the interpreter’s intermediating role in cross-communication. It also further
deconstructs the prevailing interpreter’s professional ethics of “neutrality” and
“invisibility” by considering the interpreter as someone who holds power in the
interaction. In an assertive tone, Ren (2010) highlights the concepts of power and
empowering capacity of the interpreter, which provides firm theoretical support to
the study of the interpreter’s mediating role and social positioning in interpreted
encounters.

In a later study, Ren and Mason (2012) foreground the interpreter’s power
by deconstructing the interpreter’s idealized role as an invisible, detached, or
neutral figure in interpreting activity. Adopting Michel Foucault’s theory of power,
Ren and Mason (2012) further the argument of power and define the power of the
interpreter as “a kind of strategy, disposition, maneuver, tactic, or technique,
functioning in a network of relations” (p.116) instead of a dominating force. They
argue that the interpreter, while lacking institutional power, has the “interactional
power” (p.123), which could be exercised by adopting a variety of verbal and non-
verbal strategies for the balance of the power relations in the interpreted
communication. With authentic examples of interpreting events, Ren and Mason
(2012) also illustrate how the interpreter exercises power by adopting a non-neutral
stance and being a co-interlocutor or empowerment figure. Mason and Ren’s study
problematizes professional interpreters’ traditional image described as transparent,
invisible, neutral, and detached. They also deconstruct the notion of an idealized
interpreter who is not entitled to intervene in the communication by illustrating
how such an idealized role construct can be challenged in real-life face-to-face
interpreting events.

From the perspective of coordination, Baraldi and Gavioli (2012) also
explore the power of the interpreter in thesis collection, Coordinating Participation
in Interpreting. They focus on the coordinating and interactive nature of

interpreting, emphasizing the interpreter’s efforts to “empower participants as
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agents in the interaction and to distribute talk in a way that allows all the parties to
contribute and the interaction to actually take place” (p.2), which refers to the fact
that interpreters distribute turns and empower the primary parties to speak, talk and
express their views and beliefs in the interaction. The chapters in this book look
specifically at the coordinating activities of interpreters and institutional
representatives and how they relate to the management of talk. In particular,
Baraldi and Gavioli (2012) focus on “the ways in which coordination affects
participants’ chances to make an active contribution by giving them a space to talk
and possibly empowering (or failing to empower) them as agents” (p.2). They point
out that coordination is a fundamental characteristic of interaction in general,
interpreter-mediated interaction in particular.

Baraldi (2012) observes that the reflexive coordination of the interpreter
promotes the active participation of the primary participants, which displays their
sensitivity to the interlocutors’ interests and needs. Drawing on Mona Baker’s
(2006) theory of narrative, which highlights forms of mediation in interpreting (and
translation), Baraldi (2012) puts forward the concept of “narrative mediation”,
which refers to “the dialogic mediation that produces equity, empathy and
empowerment” (p.298). To Baraldi, interpreting activity can be seen as “a narrative
mediation, and interpreters can be considered as mediators who actively distribute
opportunities to participate, by giving voice to participants’ stories and (re-)
authoring the current story as a story of cooperation” (p.298). Baraldi considers
interpreters “agents and editors” of new stories. He argues that interpreters exercise
their power by distributing the turns to enable the participants to vocalize their
stories, views, and attitudes in the interpreted communication. Analyzing the
factual data drawn from a large corpus within medical settings, Baraldi further
explores the complexities of the interpreter’s role by examining the sequences of
interpreters’ autonomous questions and multi-part expansions in the
communication. She points out that the interpreter’s mediating behaviour has
facilitated the medical conversation by promoting the patients’ active

understanding of their problems and stories. The significance of the study is that it
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highlights the facilitating role of the interpreter and proves that the interpreter’s
mediating role has, in most cases, positively influenced the medical consultations.

Zhan and Zeng (2017) elaborate on the Chinese medical interpreter’s
visible role through “text ownership” by replicating Angelelli’s (2004) model used
in the analysis of Spanish/English interpreting in medical settings at California
Hope. Zhan and Zeng (2017) highlight Angelelli’s (2004) definition of the visible
interpreter as “one that exercises agency within an interaction, in order to bridge a
communication gap” (p.76). They argue that the interpreter’s visibility in this
context is involved with the interpreter’s agency and active participation to smooth
the conversations between the two interlocutors. Zhan and Zeng (2017) transcribe
and examine the four staff interpreters’ Chinese/English interpreting for qualitative
analysis to investigate how interpreters become visible in medical interpreting. As
Angelelli (2004) states, “visibility is manifested when interpreters realize the need
to establish text ownership, totally or partially” (p.56). Zhan and Zeng (2017)
conclude from the analysis of the interpreters’ visibility and their reflection in
follow-up interviews that the interpreters are aware of their facilitating role in
medical consultations, which enables them to adopt translation strategies
accordingly to smooth the conversation.

The research of the interpreter’s power in medical settings provides
substantial support for the current study of the interpreter’s role in the business
domain. The research results can be drawn on to explain how the interpreter
exercises power in interpreted social encounters by balancing the parties’ power
relations in the business interaction. The research also shows that the interpreter,
equipped with bilingual and bicultural expertise, can exercise control by
empowering the less powerful participant to express their views or gate-keeping
the interaction to ensure the conversation flows smoothly.

The study of the interpreter’s role is prevalent in medical or healthcare and a
multi-layer of social settings such as political, legal, police interviews, and signed
language with various aims. With the authentic data collected from the interpreted

communication between a university professor and a deaf graduate student, Roy
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(1996) elaborates on the interpreter’s behaviour to intermediate the interaction and
analyses the impact of the interpreter’s intervening strategies on the outcome of the
communication. Roy (1996) observes the interpreter’s management of turns by
examining the “pauses, lag, overlapping talk, and turns” of the interpreted
conversation (p.39). The data analysis in Roy’s study illustrates how the interpreter
actively engages in the conversation as a communication facilitator and a bilingual
and bicultural specialist. Foregrounding interpreting as a situated social practice,
Roy (2000) applies the approach of discourse analysis to explore the interpreting
activity as discourse, “a process of conversational exchanges between two primary
speakers and through an interpreter” (p.3). Roy examines how the interpreter
manages the discourse process between two participants who do not speak the
same language. She focuses on the interpreter’s turn-taking management in the
discussion of the interpreter’s full-scale participating role, and she argues that “the
interpreter is the only one who knows or can easily use the conversational or
discourse strategies of both languages” (p.6). Roy’s (2000) study adopts discourse
analysis as a holistic approach to examine the features of discourse in interpreting,
demonstrating the interpreter’s active, actual participating role. She also
demonstrates that an interpreter can influence both the direction and outcome of the
event and that the interpreting activity itself features intercultural and interpersonal
rather than merely mechanical and technical.

Tipton and Furmanek (2016) carried out studies of the interpreter-mediated
events to illustrate the connection between research and education. Their research
aims to support a structured approach to reflect on interpreting practice and
professional development. They argue that it is vital to consider the “wider
interactional and institutional parameters” (p.18) related to interpreted events
situating in socio-cultural and socio-historical contexts and the parties involved in
the interaction. Such a perspective facilitates the examination of the interpreter’s
position shifts. Drawing on the authentic data from peer-reviewed research in
interpreter-mediated events in settings like legal, police interviews, etc., Tipton and

Furmanek (2016) explore the interpreter’s multi-faceted role and social positioning
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in the interactional communicative event. They analyse the importance of socio-
cultural and situational knowledge in the interpreting process, problems and
tensions caused by the deontological terms (where the interpreters follow the
Codes of conduct to play a totally neutral role), and the impact of omissions of
specific words on police interviews. Tipton and Furmanek (2016) points out that
the analysis draws people’s attention to the complexities of interpreter decision
making in police interviews. They highlight Krouglov’s (1999) expertise on
interpreters’ output in interaction, which should take account of: (1) the relative
social status of the interlocutors; (2) the tenor of the discourse, that is, the nature of
participant relations; and (3) cultural factors such as cultural inheritance and life
experience. On Tipton and Furmanek’s (2016) account, it is vital for interpreters to
better control their “accountability and decision making, knowledge of police
procedure” at a fine-grain level to guarantee “institutional procedures unfold with
minimal compromise” (p. 65). They also argue that the interpreter’s role needs to
be evaluated, taking into account several factors such as the interpreter’s
educational background and specific institutional procedures in the social
encounters.

The review of the interpreter’s role in various settings in Tipton and
Furmanek’s (2016) work demonstrates that interpreting practice regularly deviates
from established guidelines or norms, whether explicitly or implicitly, primarily
due to the interpreter’s understanding of their role and how it should be executed.
Tipton and Furmanek’s (2016) study provide a theoretical support for the CDA
analysis of the interpreter’s social function in the interpreted social encounter. It
explores the nature of participant relations concerning the socio-cultural and socio-
historical context of the discourse. It also calls for greater interest in and reflection
on actual methods, standards of practice, and perceptions of the interpreter’s work.
The research findings foreground the significance of interpreter’s mediation.
Demonstrating the extended role of the interpreter working in different PSI settings,
the research proves that dialogue interpreting is strongly affected by the intricate

nature of these settings and social factors, such as the interpersonal relationships,
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the style of questions, the responsibility of the profession, as well as professional
ethics.

Similarly, Hlavac (2017) revisits the interpreter’s role through the extracts
of three domain-specific interactions (legal, parent-teacher meeting and tribunal
hearing), in which the mediators play different roles: language broker; dual-role
mediator; accredited professional interpreter. Examining the mediated interaction
from both a micro-and macro-level, Hlavac highlights the mediating roles of the
accredited professional interpreter and the non-professional ones (the language
broker and the dual role mediator). He compares the stance taken by the
professional interpreters and the non-professional ones. He discovers the former
has enacted various kinds of situational and social roles as the interaction evolves.
Hlavac draws heavily on Merlini and Favaron’s (2005) theories, which
complements Goffman’s (1981) theories of “footings™ (p.128) with a more fine-
grained classification of interpreters’ potential roles in interactive communications
based on the alignments between interpreters and primary interlocutors.

Hlavac (2017) further identifies the communicative strategies indicating the
footings, the roles, and positions assumed by the three mediators; the reasons
behind the shifts of footing, and how the mediators restore, maintain or alter social
relations that enable the performance of the mediated interaction. Examining the
alignment of interpreters with the primary speakers, Hlavac (2017) argues for the
multi-faceted nature of the interpreter’s role, stating that the functions of the
interpreter shift from linguistic mediating, tension-mitigating, counselling to co-
constructing. To Hlavac, the interpreter proactively participates and the “requests
and prompts from interpreters can occur on the basis of source referential content
or on the basis of interactional dynamics themselves” (p.213). By revealing the
interpreter’s mediating and coordinating role, Hlavac’s study sheds light on the
potential roles enacted by professional interpreters. It highlights the interpreter’s
evolving social positioning as not only a mediator but also a co-constructor in the
interpreted encounters.

Drawing upon Bakhtin’s notion of dialogized heteroglossia, Gu (2019)
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explores the government-affiliated interpreter’s agency and positioning within the
CDA framework. With the critical reading of transcripts of the interpreted Premier
Press Conference, an “institutionalized discursive event” (p.1), Gu illustrates how
the interpreters are caught up in an ideological tug-of-war between the government
and (foreign) journalists. He explores how the interpreter exercises power to
“cushion the blow of the journalists’ adversarial questions and downplay the
severity of issues covered in a cumulative and less noticeable manner to protect the
face and image of the Chinese premier and government” (p.16). Gu argues that the
interpreter in such a highly dynamic and volatile political and institutional setting
assumes a powerful role as “institutional gate-Keepers” or “‘spokespersons of
China’s English discourse” (p.16) to control the flow of the information and protect
the image of the Chinese government. In the data analysis of the authentic
interpreter-mediated Press conference, the interpreters’ ideological alignment or
ideological adjustment surfaces when they are confronted with sensitive and
challenging questions, most of which are related to China’s national interests and
important decisions of the CPC government and are posed by foreign journalists.
Such ideological positioning and institutional alignment are achieved through
direct as well as indirect and cumulative mediation. Gu’s CDA study in the political
domain is a prime example of how CDA is used to explore the interpreter’s power
and agency in interpreting events. It also sheds light on the impact of the cultural
identity and institution and situational context on the agency of the interpreter.

The previous studies focus on the power and empowering capacity of the
interpreter in interactive communication events. However, as Fairclough (1989)
states, “power is never definitely held by any one person, or social grouping,
because power can be won and exercised only in and through social struggles in
which it may also be lost” (p.43). It means that power is not absolute, especially in
the social and institutional context where interpreting occurs. The interpreter’s
power is not only enacted by empowering the primary speaker to talk and to
express their own views and beliefs in the coordination in the interaction, but is

also realized by the primary speaker’s efforts to empower the interpreter to avail of
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their linguistic or cultural expertise to coordinate and facilitate the communication.
As Baraldi and Gavioli (2012) observe, the interpreted interaction in a social
context “does not have a single author” (p.7), which means that the primary
participants or the institutional parties can also help achieve coordination through
their contributions.

Penn and Watermeyer (2012) state that interpreters and the institutional parties
involved in the interpreted encounter can jointly establish collaborative
relationships to facilitate communication. Exploring the notion of a cultural
brokerage in an interpreter-mediated clinical interaction in the context of aphasia,
Penn and Watermeyer (2012) argue that interpreters “not only act as a language
translator, but also as a bridge across the different cultures, worldviews and life
worlds present in an interaction” (p270). The interpreter’s coordinating role is
essential in the medical context in particular, “because patients may hold different
cultural beliefs or understandings about the cause of their illness which may not be
congruent with the health professional’s medical view” (p.271). They also explain
how institutional parties can make their contribution to empower the interpreter by
“encouraging the interpreter to take action (to explain or translate), by insisting on
a translation (inviting the interpreter to repeat or summarise what has been said)
and/or by questioning a rendition (inviting the interpreter to ‘translate accurately’)”
(Baraldi and Gavioli, 2012, p.7). Penn and Watermeyer observe that the clinician
(CL1) has given the interpreter the freedom to do the patient’s introductions (PT).
In this case, the institutional party and the interpreter both make contributions to
maximize the understanding in the course of the medical consultation, where the
interpreter exercises control by providing cultural expertise, managing turns, and
seeking clarification or having side conversations with the patients. The
institutional parties empower the interpreter by encouraging and allowing the
interpreter to engaging with the patient in the conversation.

From the primary interlocutor’s end specifically, Dubus (2015) also explores
the notion of “power role” and “empowerment” of the interpreter with authentic

data from interpreted conversations between the Cambodian refugee elder women
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and a group of the white licensed clinical social worker in a clinical setting in the
United States. Dubus contextualizes the situation where she is a white clinical
provider with authority. Simultaneously, the Cambodian refugee elder woman with
trauma and the bi-lingual Cambodian interpreter share similar experiences and
cultural norms. With her previous experiences of working with interpreters, Dubus
decides to consider the interpreter as the “co-facilitator” in communication, which
is different from how the interpreter is traditionally used in the Centre. Dubus
explains the rationale to place the interpreter in a coordinating position as “to
empower her to use her cultural expertise to co-facilitate the group” (p.50), which
clearly shows the awareness of power differential in the conversation. The
interpreter’s power becomes salient when their cultural expertise deconstructs the
dominance of the primary speaker’s position in the dialogue. As Dubus states (2015,
p.48):
| was aware that | was no longer the primary provider, but part of a team
where my expertise was based in the primary provider, but part of a team
where my expertise was based in Western-trained clinical skills, and the
interpreter’s contributions were cultural and language-based skills.
As Dubus unfolds, the interpreter both aligned with the refugee for better mutual
understanding and joined by the doctor to redirect the therapeutic process in the
interaction. Thus, the interpreter’s visible role becomes salient. The interpreter in
such context, with their bi-lingual and specifically the bi-cultural expertise, not
only acts as a co-facilitator of the conversation but also a member of the team who
holds the power to intervene in the conversation for a smoother communication.
The aforementioned literature offers strong theoretical support for my study of
the interpreter’s power in business settings. These studies explicate that interpreters’
roles in dialogue interpreting have deviated from the traditional view of the
interpreter portrayed as invisible or detached. Interpreters are neither “impartial”
nor “neutral” in the interpreted social encounter; on the contrary, they co-construct
the speech or text with the primary interlocutors to facilitate the communication.

The awareness of the interpreters of their own role and the primary interlocutors’
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perception has also become a focus of the academic research relating to the “role”
study. The interviews and surveys conducted not only shed light on the nature of
the interpreter’s role and interpreting activity but also present a full-fledged picture
concerning the interplay of the contextual and institutional factors that could
influence the interpreter’s subject position. In a social activity like a business
negotiation, it is even more interesting to look at the interpreter’s mediating role as
the interpreter’s subject position is located between the primary interlocutors’ buyer
and seller relation. Besides, the employer and employee relation between the
interpreter and his client further complicates the power relation in the broad context

of business interpreting.

2.4.2 Examination of the Interpreter’s Power in Business Discourse

Based on my seven-year experience in the pedagogy and practice of interpreting, I
have discovered that the traditional image of an interpreter who acts as a “voice
box”, being transparent, neutral or invisible, is not well-received by all clients,
especially in business dialogue interpreting. When a certain goal is to be achieved,
the coordinating function of the interpreter is to a certain extent being valued as a
positive force for the smooth proceeding of the event. Examining the original data
of interpreted business encounters and the interpreters’ perceptions of their subject
position will reveal how the interpreter functions in the institutional business
context. However, the interpreter’s role in the business domain has been an under-
explored topic to date though there is abundant literature in other social or
institutional contexts. The systematic empirical research on the power of the
interpreter in business settings has hardly had its debut. Most research on dialogue
interpreting that uses recorded and transcribed data is limited to the study of
community interpreting or public services interpreting, among which healthcare
and legal settings have been studied the most. The few studies of interpreter-
mediated business meetings are also not systematic, focusing on analysing the
“lexical, structural and semantic level of utterance” (Karanasiou, 2016, p.192),

regardless of the interpreter’s subject positions and the power relations dynamics in
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the specific social setting.

With the increase of business cooperation between Chinese and foreign
enterprises in China, interpreted social encounters occur more frequently in the
business domain than ever. The study on how interpreters actually function in
business settings and how they influence the negotiation is significant. As a
contextual social activity, the interpreted business negotiation bears similarity with
the interpreting taking place within the PSI settings (the medical, healthcare,
police-interviews court and etc.). However, as a profit-directed activity, business
negotiation holds the innate nature of resource-exchange, which means that a subtle
power struggle will occur for the deal to be made. For example, bargaining activity
between the buyer- and seller, where concessions or compromise might take place,
or even “deadlocks” when the negotiating parties “push forward their own goals to
a breaking point” (Gentile et al., 1996, p.122). The interpreter, hired by one of the
primary interlocuter in the business negotiation, is endowed with a subject position
of a complex nature. They may need to coordinate and smooth the business
communication while sometimes aligning with the client who pays them for the
work, as they always want to get the second assignment from the client.
Interpreters may hold the “interactional power” (Mason and Ren, 2012, p.120)
when they inevitably adopt strategies relying on their “bi-lingual and bi-cultural”
expertise to negotiate, coordinate, check and balance power relations in the
interaction. Such may bring changes to the assumed order of the discourse because
the interpreter’s intervening in the business talk may induce “the possibility of
change or challenge to the existing social relations and social practice” (Inghilleri,
2003, p.262). As the present research aims to examine the interpreter’s power
manifested in business negotiations, it is essential to closely examine the literature
related to the interpreter’s power in the business domain. The following section
will first review the research regarding the unique features and characteristics of
the activity itself. It will then summarize the studies focusing on how the
interpreter exercises power in naturally-occurring business negotiations.

Gentile et al. (1996) examines the liaison interpreter’s role in business
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negotiation and defines negotiation as “the process of reaching agreement between
parties who begin from different bargaining positions” (p.119). Gentile et al.
summarizes the nature of the IBN (interpreted business negotiation) in terms of the
place, forms, and challenges of the job. Regarding the content of business
negotiations, he points out that the business discussion is specifically detailed,
covering things as “commercial arrangements, production and warehousing
techniques, contracts and deadlines, specific descriptions of products or detailed
arrangements for delivery and payments” (p.118). Gentile et al. (1996) further
explores the interpreter’s role from the perspective of the aim of the negotiation
and the client and interpreter relationship in the interaction. He points out that
“deadlocks are very likely” (p.22) in the business negotiation, as both parties may
compete to get the maximum benefit from the business negotiation or business deal.
Interpreters working in such a subtle context will have to play a mediating role
when emotions run high and tensions emerge to facilitate the conversation’s
progress. Gentile et al. (1996) points out that the interpreters can exercise a good
deal of control in such context in business negotiation. Based on the nature of the
IBN, Gentile et al. (1996) observe the interpreter’s alignment with the clients. They
analyse the challenges to the interpreter’s ethical role posed by the interpreter’s
economic dependence on the client in a situation where the interpreter is called
upon to voice his/her opinions on the deal, which is often the case in business
negations. Certain ethical principles have to be modified or applied differently in
business settings.

Literature from the social and sociological perspective shows that the
interpreter’s power and the interpreter’s perceptions of their role are influenced or
constrained by the specific settings where the interaction occurs. The study of
Gentile et al. (1996) on the characteristics and specific business negotiation rules
provides a framework to examine the interpreter’s positioning in business settings.
As the discrepancies in values, the negotiation expectations, and the perceptions of
business relationships all come into play in the business interaction, it is difficult

for the interpreter to retain neutrality, impartiality, or invisibility in the negotiation
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process. To Gentile et al. (1996), it is often the case for the interpreter to align with
one side to keep the negotiation in progress, co-construct the meaning with the
primary interlocutor, or make adjustments and clarifications to maximize the
mutual understanding and facilitate the smooth proceeding of the talks. During this
process, the power of the interpreter becomes salient.

The following paragraphs review several studies examining the power of
interpreters from different angles in interpreted business encounters. Makaroa
(1998) elaborates on the Slovak-English interpreter’s role as a cultural mediator in
business settings. Presenting a detailed investigation into the cultural references in
the Slovak-English context, Makaroa examines an array of aspects that influence
the interpreter’s role in the business environment, most of which are related to
business’s intrinsic nature negotiation. Makarova also explores the interpreter’s
mediating role in business interaction by examining “what solutions an interpreter
can apply when rendering them in the receptor’s language and culture” (p.6). Based
on different views on social hierarchy in the U.K. and Slovakia, Makarova points
out that the interpreter is “in a position for introducing innovation in a language”
and the interpreter “may be instrumental in bringing about changes in the use of
academic and similar titles” (p.180). This means the interpreter needs to alter their
rendition compared with the text produced by the primary speaker to ensure a
pleasant atmosphere for the ongoing business talks. She points out that in a
business environment, the interpreter’s task is also to maintain and establish
relationships. Thus the strategies adopted by the interpreters vary based on “the
situational context of interpreting, the status of a language of limited diffusion, the
consecutive mode of interpreting, and the particularities of the business
environment, where certain components figure more prominently, for example,
numbers, proper names, enumerations, levels of politeness, degree of directness,
form of address” (Makaroa, 1998, p.184). Interpreters hold power to render cultural
references in different forms by adding to the text or providing a briefer version of
the original rendition. To Makarova, the Slovak-English interpreter is more like a

cultural mediator to facilitate interaction in the business environment, as the
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cultural references are crucial for the interlocutors to understand the points made
by their trading partners.

With authentic data of a business meeting and some examples from research
made by other authors, Blinstrubaité (2000) examines the interpreter’s role in
business settings. She reveals the lack of impartiality of the interpreter with several
examples, which demonstrate that interpreters are sometimes not able to avoid
voicing their own views or engaging with the interlocutors in the interpreting
activity of a business negotiation. Blinstrubaité (2000) observes that the interpreter
might be in a difficult position in the communicative event where interaction
sometimes turns into intervention. Blinstrubaité argues that it is not easy for a
liaison interpreter to work impartially or to refrain from intervention in the business
setting due to the factors such as “physical exhaustion, long sessions, conflicts of
interest and contrasting ideas” (p.127). Interpreters may need to co-construct the
conversations with the primary interlocutors and to intervene in the conversation.
Such occasion has placed interpreters in an ethical dilemma. Blinstrubaité also
points out that interpreters’ renditions often differ from the original ones because it
is “seldom possible to interpret words one by one into the target language™” (p.131).
Blinstrubaité further describes the interpreter as “the expert in language and culture,
who deprived the primary parties of the power and responsibility of controlling the
procedure and making decisions” (p.113). To Blinstrubaité (2000), interpreters hold
power in the business negotiation, as they both “relay the messages and coordinate
communication” (p.114), which is in line with the definition of the power of the
interpreter featuring the access to “control” with the bicultural and bilingual
resources in hand. Blinstrubaité’s (2000) study explicitly acknowledges the power
and empowering capacity held by interpreters in the business domain. She points
out that the conversations in different settings show that interpreters do disrupt the
conduit-like norms and exercise control in the interaction. The interpreters’
renditions may deviate from those of the primary interlocutors’ by adding or
omitting information. Interpreters facilitate communication by giving advice or

providing additional information to fill the cultural knowledge gap.
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Garzone (2003) also states that “business negotiations inherently involve
several different variables which can determine the success or failure of the
negotiation itself” (p.21). She argues that business negotiation involves the verbal
interaction of individuals with diverse ethnic, national, and cultural backgrounds in
the business context. Such attribution has further complicated the interpreter’s role,
as the business negotiation variables pose significant challenges to the performance
of the interpreter to please both sides.

Gavilio and Maxwell (2007) put forward a similar line of argument when
summarizing the action sequence in interpreter-mediated business interactions, in
which dialogue interpreters do not necessarily translate on a turn basis. On their
account, the interpreter in business interpreting enacts the role of language
facilitator or mediator, who co-constructs the dialogue with principal speakers.
They investigate the nature of talk employed by principal participants and
interpreters in naturally occurring business settings. They aim to describe some of
the activities produced jointly during the interactions of the participants and
interpreters and the conversational procedures employed by them.

With the authentic data collected from the business domain (in-house
business negotiations and business exhibitions), Gavilio and Maxwell focus on the
interpreter’s role and their interventions in the mediated business negotiations. The
analysis considers procedures used by the interpreter to produce “recognizable
translations” of principal participants’ talk and then focuses on interpreter
productions of “non-translation interventions” (Gavilio and Maxwell, 2007, p.142).
They examine how interpreters produce and organize the “translational and non-
translational” renditions in business conversations.

Drawing on Wadensjo’s (1998) theories, which emphasize the importance of
the interactional function in dialogue interpreting and the distinction between “talk
as text” and “talk as an activity”, Gavilio and Maxwell (2007) explore how the
interpreters intervene and expand the business dialogue through the means of
“provide and ask for clarifications or explanations, ‘redesign’ their contributions

concerning the background knowledge of the talk, provide paraphrase or a partial
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translation, initiate repairs on primary speaker’s talk in trouble sequences” (p.144).
The data analysis of the study shows that interpreters do not take the invisible and
neutral stance in the interaction. On the contrary, they engage in complex activity
and promote the relations between primary interlocutors by eliciting information,
arranging and smoothing potential tensions, or even initiating talk of their own.
Gavilio and Maxwell’s study highlights the actual role of the interpreter, who is
responsible for both translation and facilitation of the interaction. It provides us
with an important reference in the training and learning of interpreters.

Karanasiou (2016) elaborates on the interpreter’s role within the business
negotiation context from a social perspective, encompassing the reciprocity of the
communication event and the dynamics that are being developed in interpreter-
mediated business negotiation settings. Karanasiou’s rationale results from his
professional experience, where he discovers interpreters are acting as active and
visible parties in the business settings. He defines the interpreter working in such
settings as a “team member”, who is often found “exceeding their prescribed roles
as recorded within any existing literature or by various Association’s Code of
Conduct and become part of the team” (p.193). Karanasiou argues that the study of
the interpreter’s role in business settings should also be situated within the social
context. Moreover, interpreting cannot be considered in isolation from the
constraints of the specific settings in which it occurs; interpreters perceive and
practice their role differently each time, under each discursive setting. Karanasiou
(2016) examines the nature and attributes of negotiation and defines the business
negotiation as an “undercover battle” (p.199), which means business negotiations
inhenrently involve no physical fights or battles, but a power struggledriven by the
controversial interests.. She points out that the interpreter has to take sides or
become a member in negotiation in a communicative activity that combines the
conflicting positions into a unified position.

Interestingly, to further the argument of the interpreter’s non-neutral position,
Karanasiou (2016) also discovers that in a business context, the client’s expectation

plays a pivotal role in influencing the performance and contributing to the power of
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the interpreter. Unlike PSI interpreting, interpreters working in a business context
are often hired by one of the primary interlocutors instead of being assigned by an
institution like a court or hospital. They are expected to “facilitate the needs and
protect the rights of the company or client employing them for that particular
setting” (Gentile et al., 1996, p.118), which instantly positions the interpreter
within a team. With a team member’s subject position, the interpreter is expected to
interpret in the hiring company’s interests. Karanasiou also observes that
interpreters mediate business negotiations by practicing their arts of “persuading,
negotiating, and coordination of the dynamics, according to their own ongoing
perceptions and beliefs, which are governed by the client’s needs” (p.193). As a
part of the team, interpreters sometimes side with their employers to negotiate
meaning, to persuade and to coordinate the talk. They exercise control in the
interactional communicative event by acting as “cultural bridges”, creators of
“face-works”, negotiators, and loyal team members. To further explore the
complexities of interpreter’s role, Karanasiou (2016) applies the conceptual
framework of Kramer and Messick’s (1995) three types of social context research
to analyse “the negotiator relationships, the social knowledge and beliefs of
negotiators and how they affect negotiation, social norms, common knowledge
effect” (p.202) of the discursive practice within the business context. Her study
sheds light on the mindset of the negotiator in the social context of negotiation.
Karanasiou (2016) argues that to understand the negotiator’s mind or how the
interaction proceeds, it is necessary to analyse the background knowledge, cultural
context, beliefs, and social context, which will facilitate the understanding of the
multi-faceted role of the interpreter. Karanasiou concludes that the interpreter is
expected to abide by an unwritten or invisible code of conduct or norms of the
social procedures to ensure the negotiation’s smooth proceeding. Her research
indicates that the interpreter, being considered a team member, consciously, or
unconsciously aligns with the clients to perform the team-oriented task. It is often
because the clients, the person or group of people who hired the interpreter, share

the same emotions and values with him/her and expect him/her to perform the team
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task.

Drawing on Angelelli’s (2004) theory of “professional survival” (p.21),
Karanasiou (2016) explains the interpreters’ sense of responsibility to satisfy the
targets and the expectation of the person who hires them. Karanasiou states that
interpreters are expected to influence or mediate the business negotiation positively
with his/her professional expertise. Examining the fundamental difference existing
between the role of interpreters in BNI and interpreters in other PSI liaison
interpreting, Karanasiou argues that the interpreter in the business domain becomes
a substantial part of the communication as he/she “manages turn-taking” and
“coordinates dynamics” (p.210). Karanasiou’s argument deconstructs the shared
fiction of the traditional professional norms, in which the interpreter’s subjective
position is described as totally neutral. The interpreter in business discourse
becomes a team member who shoulders equal responsibility with other team
members. Such a subject position endows the interpreter with the power in the
discourse to positively coordinate the business talk by aligning them the clients,
controlling the topics, seeking clarification for to the clients, persuading the clients,
“controlling and constraining the contribution of the non-powerful participants”
(Fairclough, 1989, p.46). The study provides a pathway for us to understand the
“visible” and “non-neutral” role of the interpreter in interpreter-mediated business
negotiation, pinning down the positioning of the interpreter as a team member. It
also explains the particular requirements of business negotiation interpreting
compared with other PSI settings, which is of great value to my research of the
interpreter’s power role in a business setting. The views considering interpreters
shoulder equal responsibility as a team member and their alignments with the
clients in business negotiation provide theoretical support for my argument of the
interpreter’s power in business interpreting. The interpreter in business settings not
only facilitates their clients at a linguistic level but also coordinates the interaction
by aligning themselves with the clients, controlling the topics, seeking clarification

for the clients, or even persuading the clients.
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CHAPTER 3 Methodology and Research Design

The studies reviewed in the preceding chapter show that the academic endeavors to
explore the social positioning of the interpreter in relation to clients as well as the
power dynamics in various social discourses. Research on interpreting in business
discourse demonstrates how interpreting in a business context is a collaborative and
highly interactive activity involving some primary interlocutors and an interpreter.
Negotiations require coordination between all parties for the smooth proceeding of the
event. The interpreter plays a role far exceeding that of language transmitter. In such a
context, the interpreter is a language facilitator, a mediator, a consultant, and even a
team member.

As mentioned in the previous chapter, power is defined as the ability to control
from a CDA perspective. This definition presupposes “a power base of privileged
access to scarce social resources” (Van Dijk, 2015, p.469). Arguably, the interpreter’s
agency or mediation within business encounters can be viewed from a power angle as
the interpreter has access to the scarce resource of bilingualism and biculturalism. The
argument implies that the interpreter is the only person who understands the utterances
or intentions of both sides and engages with the primary speakers on both sides.
Moreover, interpreter renditions of the utterances of primary speakers are always the
basis for understanding. This is how primary participants in the negotiation understand
the intentions of their potential business partners and make further decisions about the
conversation.

This makes the interpreter’s positioning an extremely relevant topic since it can
influence the understanding of primary interlocutors regarding the meanings and
intentions of other parties to the negotiation. Based on their assessment of the situation
or different moments of the discourse, the interpreter may consciously or
unconsciously influence communication by distancing or aligning themselves with the
primary interlocutor, managing turn-taking order, or reformulating the utterances of
the primary speaker in their renditions.

The introduction chapter detailed how most academic studies on the role of the
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interpreter occur within the PSI domain, such as studies of the coordinating role
performed by the interpreter from an interactive perspective within police interview
and medical settings (Wadensj6,1998); the coordinating and mediating role of the
interpreter within medical and healthcare settings (Merlini and Favaron, 2003;
Angelelli, 2012; Zhan and Zeng, 2017); the multifaceted role and social positioning of
the interpreter within legal settings (Tipton and Furmanek, 2016); and the mediating
role of the interpreter within legal, parent-teacher conference, and tribunal hearing
settings (Hlavac, 2017). There are few studies on the intermediating or power role of
the interpreter supported by audio data or transcripts. Confidential by nature, the
business conference is difficult to access. Empirical research on interpreter power in
the business domain from a CDA perspective is even more scarce.

To fill this gap in the literature, the present research is designed as an empirical
CDA study that explores the manifestations of the interpreter’s power in business
discourse. It further investigates whether (or to what extent) the interpreter is aware
being a visible participant in business negotiation. The research focuses on the
interpreter’s power within the changing dynamics of interpreted business negotiations,
looking into the factors contributing to the exercise of the power and how the shifts of

the interpreter’s subject positions influence the business negotiation itself.

3.1 The Research Question
The research question for this study stems from the author’s seven years of experience
in interpreting pedagogy and practice. The author discovers that the interpreter plays a
role far exceeding that of a “linguistic transmitter”. The complex and collaborative
nature of business negotiation may at times require the interpreter to either adjust their
subject positions by aligning with (or distancing from) primary speakers, or mediate
the conversation through discursive strategies, such as managing the turns to speak or
reformulating the renditions.

The overarching research question for the study is: how does the interpreter’s
power manifest itself in the business domain? The research critically explores the

manifestations of the interpreter’s power within the discourse of business interpreting.
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In this study, power refers to the capacity of the interpreter to consciously and
unconsciously control or constrain the contributions of primary interlocutors. The
interpreter’s power derives from their possession of bilingualism and biculturalism,
which are social resources. It manifests in the interpreter’s reformulations of the
utterances of primary speaker, management of the turn-taking order, and shifts in the
subject position within the discursive social event. While intervening in business
communication, the subject position of the interpreter can shift to that of a co-
participant, a co-negotiator, and sometimes even a consultant or team member of the
client. These shifts disrupt traditional norms, portraying the role of the interpreter as
transparent, invisible, and neutral. This study critically analyses the interpreter’s power
(constructed discursively in the mediated business interpreting discourse), the
changing landscape of power relations, and the interpreter’s awareness of their power
within this context.

The study examines the power of the interpreter in the business domain by
responding to the following relevant questions: what is the actual role of the interpreter
in a naturally-occurring business encounter? How do social and situational contexts
influence the subject position of the interpreter? How does the interpreter influence the
buyer-seller relationship and corresponding power relations? What is the interpreter’s
perception and level of awareness about their individual power within the negotiation
itself?

Answers to these questions allow me to test the hypothesis that professional
interpreters working in business settings do not merely translate on a linguistic level;
they also hold the power to control and intervene in communications. Interpreters do
so by engaging with primary interlocutors to co-construct the dialogue with them.
They are expected to influence negotiations by shifting their subject positions to
ensure smooth talks and gate-keep negotiations.

The hypothesis will be tested using authentic data of business negotiations.
Through data analysis, I will examine the manifestation of the interpreter’s power in
business negotiation dynamics. Such manifestation of power is captured in how the

interpreter exercises control over the interpreted business negotiations: through turn-
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taking management, shifts of “footing”, and renditions deviating from the original
utterances. Situating the role of the interpreter in a wider social and cultural context,
the research focuses on the social positions adopted by interpreters in business
negotiations. To better understand the role and influence of the social factors of
specific settings, the current study also examines the interpreter’s awareness and
perceptions of power dynamics within the discourse. This is carried out through
follow-up interviews that interrogate whether interpreters are aware of their own
power and what social factors come into play in the exercise of this power within the

discourse of interpreted business negotiations.

3.2 Theoretical Framework

Over the last two decades, the term “discourse” has appeared in the studies from many
different fields. According to Jorgensen and Phillips (2002), the word discourse
represents a general idea that “language is structured according to different patterns
that people’s utterances follow when they take part in different domains of social life”
(p.1). Discourse analysis aims to reflect on these patterns. Such analysis is not
comprised of a single approach, but an array of interdisciplinary approaches that can
be adopted to explore different social domains in various types of research.

As mentioned in the Literature Review chapter, CDA approach aims to explore
power relations in society. Exploration leads to the formulation of normative
perspectives that can then be adopted to critically examine such relations in light of
possibilities for social change. There are many different approaches of CDA, all of
which start with the view or perception that our patterns of interaction and ways of
talking are manifestations of our world, identities, and social relations. In fact, our
patterns of interaction actively shape in the world, identity, and social relations. As
explained in the previous chapter, the CDA perspective provides fruitful theories and
research methods on communication, culture, and society. The main principles and
notions of CDA are used to map out and analyse the most common phenomena within
the discursive practice of business dialogue interpreting, forming the conceptual

design for this research. The following section explains how CDA is situated in the
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theoretical framework adapted in this study.

3.2.1 The Adapted CDA Framework and Major Categories for Analysis

This study considers business interpreting a discourse of communicative social
practice — one that is embedded with dominance and control relationships. Fairclough
(1989) describes discourse as “a place where relations of power are actually exercised
and enacted” (p.43), which enables me to describe recurring intervening patterns and
phenomena in discursive activity. It also allows me to examine how interpreter power
is constructed discursively over the course of a business encounter, and how this
construction dismantles the totally neutral and conduit-like professional image of the
interpreter in interpreting activities.

Through the lens of CDA, the study further explores how the discourse of
business interpreting shapes (or is shaped by) power struggles within situational and
social contexts. I mentioned a struggle for power in this discourse because power is
not absolute. It is also “never definitely held by any one person, or social grouping”
(Fairclough, 1989, p.43). This is especially true considering the fact that the interpreter
is located in between a primary interlocutor and a client who employs them, as well as
within the discourse of interpreted business communication with an inherent nature of
“profit-gaining”. Power dynamics can thus be influenced by employment relations
between interpreter and client, and the seller-buyer relationship of the primary
interlocutors.

Given the monolingual nature and the limitations of CDA framework as
mentioned in Chapter Two, I believe Goffman’s (1981) participation framework and
Wadensjo’s (1998) typologies of the interpreter’s renditions are useful tools for
examining the interpreter’s agency and positioning in business discourse. These
tools allow the analysis of the utterances of primary interlocutors and corresponding
interpreter renditions. | decided to position the CDA framework as a theoretical
anchor for Goffman’s participation framework due to a trend of monolingualism in
CDA studies (Fairclough, 1989; Van Dijk, 1997; Chouliaraki and Fairclough, 1999;

Wodak, 2001). Moreover, its heavy engagement with the media and political
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worldviews makes it seem inapplicable within the context of business interpreting,
therefore, it would be necessary to complement the approach with the interpreting
theories, which enables the manual reading and analysis of the transcripts of the
authentic business interpreting scenario.

The reason to combine CDA with Goffman’s (1981) participation framework
is because they share several things in common: a dialogic nature and the capacity
to examine social relations and positioning through language use in different
contexts. The context for this research features the discursive practice of
interpreting in business encounters. Interpreting is understood as a form of social
practice in which the interpreter holds power through the scarce resource of
bilingualism, intervening in or controlling the contributions of the primary speakers.

The analysis of the interpreter’s power mainly revolves around the
interpreter’s reformulation of texts and the changes in power relations brought about
by the choices and decisions they make within the interpreting process. The dialogic
and interactive nature of interpretation thus stands at the forefront of the study, as
the social positioning of the interpreter shifts with changes in dialogic power
relations. Social positioning is central to Goffman’s (1981) theory of participation
frameworks. Here, he introduces the relationship between participants and their
positions (as speakers or listeners and their corresponding “footing”). He defines the
speaker’s role as a “principal”, an “author”, and an “animator” (p.144) to explain
the speaker’s changing subject positions in the conversation. This can be drawn
upon as a tool for analysis of the interpreter’s footing or subject positioning.

Goffman’s (1981) emphasis on the interactive discourse structure of dyadic
and multi-party encounters serves as a theoretical base for Wadensjo (1998) to look
specifically at the role of the interpreter. Wadensjo (1998) points out that the
framework helps trace participation status within the interaction, and accounts for
how the interpreter assists communication. In her 1998 book Interpreting as
Interaction, Wadensjo posits that the interpreter actually works as a coordinator
(p.146) within the interpreted social encounter, and she proposes the taxonomy of

the interpreter’s renditions. She classifies the interpreter’s renditions as “close,
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expanded, reduced, substituting, summarized renditions, [and] non-renditions”
(p.107). I draw upon and adapt these classifications for analysis of interpreters’
renditions in this study. In the next section, the categories for analysis will be
introduced, which illustrates how the combination of CDA with Goffman’s (1981)
Participation Framework and Wadensjo (1998) typology is operationalised.

As business interpreting is a communicative social interaction involving
subtle changes of power relations — one that is profit-oriented in nature — a close
reading of the business meeting recordings should reveal interpreter positioning or
alignment with clients and the interactional strategies they adopt. To uncover how
interpreters shift their subject positions and adjust renditions, engaging with the
power play through the employment of linguistic and discursive means, the main
categories for analysis are:

1) the discrepancies between interpreter’s renditions and the utterances of

primary interlocutors;

2) the interpreter’s shifts in positioning or footing; and

3) turn-taking management.
The category of analysis is based on ten questions organized by Fairclough (1989) as
“a mini reference manual” (p.109) in his critical study of the textual features of a
discourse. He proposes ten questions that can be grouped into three levels
(vocabulary, grammar and textual structures), in line with the categories proposed
above. Questions raised at each level can then be described in terms of three types of
value: experiential, relational, and expressive.

Experiential value is related to “the text producer’s experience of the natural
and social world” (Fairclough, 1989, p.112), while relational value and expressive
value concern “social relationships” and the “subjects and social identities” (ibid,
p.112), respectively. The analysis further adopts Fairclough’s (1989) three-
dimensional model comprised of description, interpretation and ultimately
explanation. This not only enables me to look at the text properties and linguistic
features of the discourse, but also provides me with a lens to examine relations

within the discursive practice of interpreting. Through this lens, | can explicate
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otherwise-hidden power relations along with the social and cultural factors they are
subject to in the discourse (for detailed explanation, see Chapters 4-6 in this study).
At the vocabulary level, Fairclough (1989) investigates the experiential,
relational, and expressive meaning of a word. For example, he examines whether
there is “any rewording or over-wording”, “markedly formal or informal words”, or
“any metaphors used in the discourse” (p.111). This is relevant to the analysis of the
interpreter’s reformulation of renditions. In this category, | critically examine how
interpreters adjust wording to filter and alter certain aspects of the utterances of
primary speakers. This can be viewed as a manifestation of the interpreter’s exercise
of power by controlling the contributions of the primary interlocutors, because
“what gets translated or not and why is always (at least partly) a matter of exercising
power or reflecting authority.” (Khalifa, 2014, p.4). Wadensj0’s (1998) taxonomy
and the typologies of Merlini and Favaron (2003) are useful for this particular
analytical category of vocabulary. Wadensjo classifies the interpreter’s renditions as
“close, expanded, reduced, substituting, summarizing renditions and no renditions”
(p.111). Later, Merlini and Favaron (2003) complement Wadensj0’s taxonomy by
putting forward classifications of “omission, addition and substitution” (p.223).
Based on these two typologies, the research looks at how the interpreter
reformulates the original texts produced by the primary interlocutor in the following
three subcategories: addition, omission, and substitution. Here, addition refers to
expanded renditions; omission refers to reduced or no rendition(s); and substitution
refers to the substitution or summary of renditions. Addition typically occurs when
the interpreter repeats a phrase or the whole sentence of the primary party to
reassure their understanding of the meaning. The interpreter may explain specific
culturally-loaded terms or concepts to primary interlocutors, initiate a question for
clarification of certain concepts or jargon, or correct the primary speaker’s
understanding of a situation through more accurate interpretation. Omission
typically occurs when the interpreter simplifies what a primary speaker said due to
time constraints or redundancy in the original renditions. It also appears when the

interpreter assumes answers based on the context of the talk and responds directly to
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a question. Finally, substitution often occurs when the interpreter does face work to
omit vulgar or unclear expressions, which happens quite frequently in the Chinese
context. Negotiation itself is the bargaining and decision-making activity that
inevitably involves “the subtle balancing of facework and power” (Dannerer, 2001,
p.93). In such context, the discrepancies in the cultural and social norms of
negotiating parties may bring about problems in communication. The interpreter can
leverage their bicultural expertise to gate-keep the negotiation by omitting some
renditions from primary interlocutors to avoid discomfort or tension. There will be
overlaps between omissions and substitutions in such contexts, as the interpreter
may also tone down or rephrase original renditions to ensure the talk proceeds
smoothly. Substitution thus mainly refers to toning down or modifying emotional
expressions in business negotiation, which happens quite rarely. Data analysis falls
into the categories mentioned above, which are used to explore how divergent
renditions influence the proceedings of negotiations and reasons behind renditions.
The interpreter’s control over the contributions of primary interlocutors will provide

a clear indication of their power in business negotiations.

At the grammatical level, Fairclough (1989) focuses on the relational values of
grammatical features concerning “modes of sentence, modality, and pronouns”
(p.125). This focus inspired me to examine pronoun shifts in the renditions of the
interpreter. Interpreter-led shifts in pronouns have relational value. The shifts show
how the interpreter relates to primary interlocutors, reflecting the subject position
and stance of the interpreter within the mediated conversation. Goffman (1981)
defines position and stance in his proposal of the participation framework as
“footing” in the interactional process. He notes that “the alignment we take up to
ourselves and the others present [is] expressed in the way we manage the production
or reception of an utterance” (Goffman, 1981, p.128). This means that the linguistic
choices made in a conversation are all based on one’s perceptions of their
relationship to others. Participants in an interaction may adjust their alignment to

others through shifts of footings based on contextual and linguistic cues signaled in
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utterances. To explain his theory of footing, Goffman (1981) also characterizes the
speaker’s role as a “principal”, an “author”, and an “animator” (p.144) to describe
the changing subject position of a speaker within a conversation. A principal is the
person who is “committed to what the words say” (Goffman, 1981, p.144), being
responsible for the meaning conveyed. The author originates the content and form of
an utterance, while the animator is the person who is “active in the role of utterance

production” (Goffman, 1981, p.144).

As previously discussed, Fairclough’s (1989) critical analysis is mainly based
on monolingual texts such as political speeches, media reports, and even
advertisements. Goffman’s (1981) theory is a complementary tool well suited for a
critical examination of the changing stance and positioning of the interpreter in the
interpreted business dialogue. | examine the interpreter’s use of personal pronouns
and direct or indirect speech in their renditions of the primary speakers’ utterances.
Through a critical reading of the data, | investigate how the interpreter regulates the
conversation or influences the contributions of primary interlocutors through these
changes. Shifts in footing provide a lens to examine the choices made by the
interpreter in terms of personal pronouns and direct or indirect speech. In business
interpreting settings, interpreters may choose to maintain the first-person singular
used by the primary interlocutors, change it to third-person singular pronouns
(he/she), or even use first-person plural pronouns (we). Such adjustment displays a
conversational alignment with the client. It also indicates how the interpreter adopts
certain social positions to co-construct the interpersonal relationship, mediating

social distance within the business triad

| also explore the power of the interpreter by looking at shifts in their stance or
subject positions. The interpreter is responsible for presenting the ideas and positions
of others in a foreign language. They may take different social stances within the
interaction, acting as a principal, author, or animator. Interpreters speak as a principal

when they initiate conversation, such as by seeking explanations and clarification or
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rephrasing renditions. They act as an “animator” when translating an utterance without
any alteration of the original rendition, such as by using first-person singular pronouns.
When acting as an “author”, interpreters recapitulate the rendition by changing a first-
person singular pronoun into the third person or even the first-person plural. Taking
different stances in the interaction makes it possible for the interpreter to either bring
primary speakers closer or maintain distance between them within a business
negotiation. Therefore, observation of interpreter shifts in footing and positioning
helps identify how interpreter power manifests itself in their mediation of conversation.

The category of turn-taking management draws on Fairclough’s (1989) critical
study of text on a structural level, in which he foregrounds the notion of turn taking.
Turn taking is considered by Fairclough (1989) as a necessary “organizational feature”
(p.134) that indicates interactional conventions used in dialogue. Fairclough (1989)
argues that the turn-taking convention in dialogue is tied to the “relational value of
organizational aspects of talk” (p.134). It implicitly links to power relations in the
discourse. Exploring inequality in turn-taking rights in conversations such as teacher-
student dialogue, Fairclough (1989) points out that “power in discourse” can be
characterized as when “the more powerful participants [put]constraints on the
contributions of less powerful participants” (p.135). He further proposes four devices
used to exercise power: “interruption, enforcing explicitness, controlling topics and
formulation” (Fairclough, 1989, p.135). | build subcategories for analysis of turn-
taking mechanisms in interpreted business talks based on these four devices.

In this particular category, | explore the power of the interpreter within the
power dynamics of the scenario through critical analysis of the turn-taking sequence of
the interactional order. In order to convey the message, interpreters are expected to
take every second turn immediately after each primary speaker. My primary focus is to
look at how interpreters disrupt interactional norms and the conventional order of
discourse. | also intend to investigate how interpreter power is manifested through
interventions in the talk to control the contributions of primary interlocutor by
managing the turn-taking order. Based on the devices proposed by Fairclough (1989),

data analysis focuses on the interpreter’s mediation of the turn-taking sequence in
91



business negations by looking at the 1) interruption of turns; 2) termination of turns;
and 3) interpreter mediation when turns overlap. Results from this analysis shed light
on how the interpreter exercises power to guarantee smooth proceedings by creating or
relaying a turn, stepping in and redirecting a turn, or holding and terminating a turn.
Analysis of spontaneous verbal sequences also demonstrates manifestations of the
interpreter’s power as they mediate the beginning, development, and close
ofaconversation. In a nutshell, turn-management analysis primarily exhibits the role of
the interpreter as a substantial participant who holds power in interpreted business

encounters.

3.2.2 The Reflexive Positionality of the Researcher

As mentioned in Chapter Two, the positionality of the researcher is central in the CDA
research considering the limitations of the framework. To avoid the selective reading
of the data, reflexivity is a crucial strategy in qualitative study (Berger 2013)..
According to Berger (2013), reflexivity is viewed as “the process of a continual
internal dialogue and critical self-evaluation of researcher’s positionality as well as
active acknowledgement and explicit recognition that this position may affect the
research process and outcome” (p.2). The researcher’s positionality may influence the
research in the following three aspects (ibid., p.2-3):

1) the access to the “field”;

2) the nature of the relationship between researcher and researched;

3) the way in which the researcher constructs the world, uses language, poses
questions, and chooses the lens for filtering the information gathered from
participants and making meaning of it.

As the researcher of the current study, | have taken all these factors into consideration
while designing and conducting the research. With the positionality of a practitioner
researcher who holds an “insider” position for the research, I have more chances to
access the authentic business scenario. This is because the interpreters (research
participants) are more willing to grant me access when they discover | have in-depth

knowledge of their profession and can relate to their situation. Of course, being
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knowledgeable may also intimidate some of the interpreters and introduce pressure for
them, especially the less experienced ones, which did occur in the data sourcing
process. However, after the explanation of the nature of this research (objective and
descriptive analysis, having nothing to do with evaluation and assessment of their
performance), most of the interpreters granted me access. This has enabled the
interpreters to follow their regular working approach, which increased the validity of
the authentic data.

The nature of the researched and researcher relationship refers to the impact of the
researcher’s identity on the information the researched participants are willing to share.
Being an experienced practitioner, | try to make use of my expertise when
communicating with the interpreter, especially in the interview process. This includes
expressing empathy when discussing the difficulties in the interpreting process, and to
acknowledge the complexity of business interpreting, which helps me elicit more
information from the research participant and increase the credibility of the research.

Being aware of the influence of the researcher’s subjectivity also allows me to
understand my “self-role” as both a researcher and a practicing interpreter. This
prevents me from making any assumption about the collected data and ensures the
objectivity of the manual reading the data and creation of knowledge (making sense of
the data) in the analysis process. As a practitioner researcher, I am well aware of the
potential influence of the “self” (an experienced practicing interpreter and an
interpreting lecturer) on the objectivity of the analysis. Therefore, | have constantly
placed the “self” under scrutiny while exploring the multiple layers of the interpreter’s
agency in order to keep a distance with the data and to try to reduce as much as
possible the impact of the researcher’s subjectivity in shaping the conclusion and
findings of the research, thus ensuring the reflexivity of the research. Besides, the
adoption of interviews as additional methodology provides a further solution to the
objectivity and credibility of the research. The interviews with producers and
consumers of discourse in CDA ensure that the analysis of the data is not just based on
the analyst’s position of what a discourse might convey (Widdowson, 1998 &

2004).The examination of the role of the audience in the consumption and
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interpretation of discourse largely prevents the researcher from mistaking themselves
as one of audience whom the discourse directs at, which rules out discrimination or
pre-assumption and consolidates the objectivity of the research.

The reflexive approach and the awareness of the researcher’s positionality have,
to a certain extent, prevented a selective reading of the data and a biased understanding
of the research participants’ role description. Moreover, the identification of the
researcher’s position in the knowledge production process has enabled “a more self-
conscious approach to authorship and audience” (Coftey, 2003, p. 321), which

consolidates the accredibility and validity of the research findings.

3.3 Research Design
The research adopts an integrated approach. To begin with, I use audio recordings as

the primary instrument for data collection. I then complement this collection with pre-
designed observational sheets and semi-structured, post-assignment interviews. The
stages of the research are five-fold:

1) pre-meeting with the interpreters or the meeting participants to explain the aim
of the observation, and the confidentiality of the data would be explained by
the researcher; considering that the researcher is also an experienced interpreter,
interpreters would be informed that the research is not of an assessing nature so
as to ensure that they are not working under extra pressure and they would
follow the normal trajectory while working on the assignment;

2) data collection: the researcher recorded the meetings onsite while also taking
notes on the observational sheets;

3) the recordings were then transcribed by the researcher with the “Xun fei ting
jian” software, and initial data analysis of will be done, where the
interpreter’s intervention will be highlighted in the transcripts for the
subsequent interview;

4) the interview with the interpreters was conducted based on the transcripts
(interviewees had a copy of the transcript of the specific business meeting);

5) The interview recordings were transcribed for further analysis with the
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transcripts of the meetings.

Data analysis centers on the following five themes: 1) the participatory role of the
interpreter in the business encounter; 2) dynamics within the business negotiation triad,;
3) the interpreter-client relationship; 4) discourse dependence on social and
institutional context; and5) the self-awareness of the interpreter. To uncover
regularities in manifestations of the power of the interpreter in audio transcripts, | use
CDA as the major analytical tool for understanding the mediating role of the
interpreter. Analysis of different categories sheds light on the discursive construction
of interpreter power, the dynamics of power relations, and interpreter awareness of
their power in the interpreted business interaction.

For the structure of the analysis, 1 mainly draw on CDA analytical procedures
sketched by Fairclough (1989) in his seminal work on critical language study in
Language and Power. There are three stages to the procedure: “1) description of text;
2) interpretation of the text which is related to the relationship between text and
interaction; and 3) explanation of the text concerning the relationship between
interaction and social context” (Fairclough,1989, p.108). For the description category,
analysis highlights “three aspects of a social practice”: contents, relations, and subjects,
which may be constrained by power” (Fairclough, 1989, p.140). The task of the second
stage of analysis, interpretation, is exploring the relationship between text and social
structure. The third stage of analysis is explanation, which concerns “the relationship
of discourses to process of struggle and to power relations” (Fairclough, 1989, p.141).
Analysis of interpreter power and their awareness of it from a CDA perspective is thus
not limited to describing textual or discursive features.

To complement the analysis, there is also interpretation and explanation of
societal and institutional contexts along with common-sense ideological assumptions
embedded in the discourse. | adopt this frame for analysis due to the dependence of
discourse on broader social or institutional contexts, and the relevance between
common ideological assumptions and power relations that are not evident to the
participants (the interpreter and primary interlocutors) of the discourse. Fairclough

(1989) argues that the interpretation and explanation stages can be taken as “two
95



successively applied procedures” (p.141) to unveil and demystify the power of the
interpreter along with their awareness of it.

3.3.1 Meetings and Primary Interlocutors

Data for this research was collected in Chengdu, a central city in southwest China, over
a period of three months that lasted from the beginning of September to the end of
November in 2018. Ten business meetings (B2B) between representatives from six
foreign companies and seven Chinese companies were used for data collection. Among
these, three meetings were organized privately by the companies themselves while the
rest occurred at a networking event following an official forum held by an
international organization. Each session lasted for an average of 60 minutes, with the
longest extending to 120 minutes. All the meetings took place in Chengdu, China.
Representatives from foreign companies came because either they had discovered
opportunities for cooperation or they were invited by potential business partner
working in the same industry in China. All primary interlocutors at the meetings
sought a common goal: cooperation with mutual benefits. Table 3.1 lists all
interlocutors’ positions in their companies. The names of all the participants and the
companies involved in the business meetings were anonymized following conventions

for address in the relevant culture or country.

Table 3.1 Business Meetings Recorded for the Research

Interlocutors Foreign Interlocutors Interpreters
M1 19/09/2018 Ms. Zhang Manager of Greenland John  President of YZ Wendy
PR Manager China office
Miss Wu
M2 20/09/2018 Mr.Deng  Director of  Foreig John  President of YZ Wendy
Investment  Promotio China office
Bureau
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M3  11/10/2018 Mr. Long  Director of BC Institute Mike  Technical Head of NEC Wang
Mr. Li Engineer Steve Engineer of NEC
Mr.Sun  Engineer Tony & Chinese staff
Mr. Meng  Host of the meeting
M4  10/11/2018 Miss Wu Managing Director Frank PR Manager of LEE
a Research institute
in the Czech Republic
M5 10/11/2018 Lisha Marketing Manager of  Frank PR Manager of LEE
an Advanced a Research institute
Material Company in the Czech Republic
M6  18/11/2018 Tim DM of Chengdu Mark  Marketing Director of Chang
Travel agency Italian Travel agency
M7  18/11/2018 Tim DM of Chengdu Adam  Manager Director Chang
Travel Agency of Switzerland Hospitalit
Group
M8  18/11/2018 Tim DM of Chengdu Linda Manager Director of Chang
Travel Agency Europe Spa Association
M9  25/06/2019 Hui Switzerland Elin Sales Manager of a Fion
Manufacturer Swiss company
Internet Influencer
M10 25/07/2019 Lin DM of a Chinese Kevin  Sales Rep of a Swiss Cindy
Travel Agency Travel Agency

The first three meetings were privately arranged between Chinese and foreign parties
who had already been in prior contact. Primary interlocutors in M1 and M2 sought
either an agreement or an MOU (Memorandum of Understanding) for foreign
investment or joint projects. The third meeting was held between a user and a producer
for an equipment manufacturer before the tendering process for purchase in order to

have a technical exchange over equipment performance. Meetings at networking events
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(M4, M5, M6, M7, M8, M9, M10) involved companies that had no prior direct contact
with each other. Meetings were arranged by the organizer of the event to enable
business conversation as both parties worked in the same field and had a similar
business presence in their respective countries. Topics for interpreted business dialogue
covered the real estate, foreign investment, tourism, advanced material, and nuclear
physics equipment manufacturing industries. All topics demanded specific knowledge
or highly technical expertise and explanation.

The languages used for all recorded meetings are Mandarin Chinese and English.
Some foreign-language speakers are from countries where English is not the native
language, such as Italy, the Czech Republic, France, and Switzerland. English is used as
a lingua franca in the conversation. Most have a good command of English although
some speak with a strong accent, which poses a challenge for the interpreter.

All meetings were recorded with consent from the interpreters and all
interlocutors involved. All company names and personal details of research participants
have been altered to protect anonymity. Some specific business jargon has been omitted
or replaced with an asterisk to avoid the exposure of personal information. As with most
of the previously mentioned empirical studies related to interpreter roles in interactive
interpreted sessions, the present research is qualitative. Data for analysis consists mainly
of transcribed sequences. Since divergences in original utterances and renditions are
subtle, and the proportion of or statistics from cases may not be as impressive as a
critical descriptive analysis, this study does not employ corpus techniques.

As the research data consists of audio recordings of naturally occurring business
meetings, there is a certain amount of repetition and modal particles in the utterances of
primary interlocutors as well as interpreters. | decided to retain all of these details in the

transcripts to ensure the data is original and authentic.

3.3.2 The Interpreters
All interpreters participating in this study are native Chinese speakers who can be
categorized into three groups: the freelance interpreter who interprets for M3, M9, and

M10; the in-house interpreter for M1 and M2; and interpreters working for translation
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companies for M4, M5, M6, M7, and M8. All interpreters hold a Master’s degree in
interpreting and translation. All interpreters have either received professional
interpreting training or been awarded the CATTI (the China Accreditation Test for
Translators and Interpreters). The ages of interpreters range from 25 to 42 years with at
least two years of professional experience. The most experienced ones have worked for
more than ten years as practicing interpreters. All interpreters are taking notes while
interpreting for the business meetings.

Interviews with these interpreters show that they share a similar training
background and are well-aware of the context for the business meetings. All interpreters
are aware of interpreters’ codes of conduct either from the qualification training they
received or the rules designated by the companies that employ them. The table (table 3.1)
below contains the demographic details of the six interviewees who participated in this
study. For ethical reasons, the interviewees’ real names have been substituted with

random names to protect their privacy.

Table 3.2 Demographic Details of the Interviewees

Education Work Experience
I Background e
1 Wendy Female B.A. in Applied Languages, Has worked as an in-house
China interpreter and event Manager in

YZ for over 10 years. Extensive
experience in business interpreting
as YZ China office engaged with
both  British and  Chinese

businesses.
2 Wang Male M.A. in Applied Practising interpreter for more than
Languages, China 11 years. Owns his own Translation

company. Extensive experience in
business interpreting, both in China

and abroad.

99



Chang Female M.A. in  Conference Currently works as an in-house
Interpreting, UK interpreter ina  Translation
company in China after graduation.
More experienced in Conference
interpreting, but also has some
experience in business settings.
4 Lee Male M.A. in  Conference Has worked as
Interpreting, China interpreter for 2 years
graduation.
5 Fion Female M.A. in  Conference Has worked as
Interpreting, China interpreter for 3 years
graduation.
Extensive experience in business
settings.
6 Cindy Female M.A. in  Conference Has worked as
Interpreting, China interpreter for 2 years
(HongKong) graduation.

3.3.3 The Post-Assignment Interview

Semi-structured post-assignment interviews were conducted to examine whether
interpreters were aware of exercising power in business negotiations. The interview
aimed to find out how interpreters viewed specific verbal choices in the course of
interpreting and how they perceived the impact of the specific settings or social
factors on their performance.

Based on data generated from observation and transcripts, interpreters were
asked to explain whether the renditions they provided were conscious choices. This
gives a comprehensive picture of how the interpreter actually functions in the
interpreted encounter. All interviews were recorded, and an interview list was
generated to include information regarding the time, the name of the interpreter, the

number of meetings, and the locations of the interviews (see Table 3.3).
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Table 3.3 The Interview List

Interpreter Meeting Location
1 25/09/2018  Wendy M1 and M2 Chengdu
2 15/10/2018  Wang M3 Chengdu
3 20/10/2018  Wang M3 Chengdu
4 15/11/2018 Lee M4 and M5 Chengdu
5 23/11/2018  Chang M6 and M7 Chengdu
6 30/11/2018 Chang M8 Via Phone

Interview questions were both structured and unstructured. Structured questions
basically concerned intervention strategies. In contrast, unstructured questions asked
interpreters to describe their perception of their role. These were intended to potentially
uncover insights the researcher had not considered in the design phase of the research.
An interview question sheet was pre-designed with topics arranged from broader to
more specific perspectives. Structured questions covered broader themes, while
unstructured questions focused on more specific categories of discussion.

The observation form is an adapted version of the one used by Merlini and Favaron
(2003) in their study of the interpreter’s management of power in community settings. It
is comprised of three parts: 1) basic information on the interpreter, participants, and
assignment times and locations; 2) observations on interactions in the business
negotiation (i.e., the interpreter’s shifts of footing, turn-taking management, and
renditions discrepant from the primary speaker’s utterances); and 3) added notes. The
observational form allows the researcher to take notes on specific examples of the
power of the interpreter within interpreted interactions that were referred to in the
interview.

Before the interpreted session starts, | briefed the three parties on the research
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purpose to obtain consent from the respondents. In all cases, agreement was obtained
in writing. | explained the importance of the research, reassured participants of
confidentiality and anonymity, and informed them that their identities would not be
revealed in the study findings. I also explained to interpreters and primary interlocutors
that they could withdraw from the study at any time (e.g., ask me to stop recording
and/or to destroy or otherwise not use collected data). Interpreters were told that the
study would neither assess the quality of interpreting nor affect their employment
status. Anonymity for all participants was guaranteed in the final transcriptions to
avoid any revelation of participant identities and company names. Interviews took
place either after business meetings (with reference to notes on observational sheets) or
by replaying recorded data via email or phone if the interpreter had to leave at the same

time as clients. Interview questions were pre-designed
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CHAPTER 4 The CDA Analysis of the Interpreter’s Power
in the Discrepant Renditions
This Chapter provides a clear exposition of how the power of the interpreter
manifests itself in their reformulation of the original utterances of the primary
interlocutor. With the CDA definition of power, | intend to explore the evidences of
how interpreters exercise control and intervene in the contribution of primary
interlocutors while reformulating their utterances. | will examine how the
interpreter’s performance in this social practice of discourse shatters the idealistic
portray of the interpreter as a “conduit-like”, neutral and detached figure described
in the norms of interpreting. Critical discourse analysis (CDA) provides the
theoretical support for the analysis, with the adapted categories of rendition based
on Wadensj6’s (1998) category as the analytical tool. As Khalifa (2014, p.14) argues,
“what gets translated or not and why is always (at least partly) a matter of
exercising power or reflecting authority”, the discrepancies between the utterances
of the primary interlocutors and renditions of the interpreters at the lexical and
semantic levels will be useful to reveal how the power relations in the social context
of business interpreting influence the output of the interpreter, and how the
interpreter breaks the norms of interpreting by controlling the contribution of the

primary speakers in the discursive practice of BNI.

4.1 Analytical Framework
The CDA analysis follows Fairclough’s (1989) three-dimensional model comprising
description, interpretation and ultimately explanation. According to Fairclough
(1989, p.26):
Description is the stage which is concerned with formal properties of the text.
Interpretation is concerned with the relationship between text and interaction -
with seeing the text as the product of a process of production, and as a resource
in the process of interpretation;
Explanation is concerned with the relationship between interaction and social

context - with the social determination of the processes of production and
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interpretation, and their social effects.

Fairclough (1989) proposes “a mini reference manual” (p.109) in his critical study
of the textual features of a discourse, according to which we can explicate the
otherwise hidden power relations and ideologies in the discourse. The analysis of
this section focuses on the interpreter’s power manifested in their reproduction of
primary interlocutors’ utterances on the vocabulary-level, where the semantic and
lexical aspect is central in the discussion. The questions raised can be described by
three types of value: the experiential, relational and expressive. The experiential
value is related to “the text producer’s experience of the natural and social world”
(p.112), while the relational value and expressive value concern the “social
relationships™ and the “subjects and social identities” (p.112). In other words, a
CDA analysis on vocabulary level is related to the comparison of texture features on
semantic, syntactic, and lexical level. The aim of the CDA analysis is to look at how
social context and social relations which give rise to these discrepancies in the
renditions in the discursive practice of business interpreting, because “social
conditions determine properties of discourse” (Fairclough, 1989, p.19). I also intend
to explore the way interpreters understand and interpret the features of the
utterances or texts, which from a CDA perspective, always depend on “which
social- more specifically, discoursal-conventions they are assuming to hold”
(Fairclough, 1989, p.19). In other words, I intend to examine how the interpreter’s
power is enacted through language use in the renditions produced in the discursive
practice BNI.

The analytic tool consists of the categories adapted from Wadensjo’s (1998)
classification of interpreter’s renditions as “close, expanded, reduced, substituting,
summarizing renditions and no renditions” (p.107). Wadensjo (1998) proposes that
“rendition” is the “second and thus, in at least some respect, a new version of an
original” (p.107). Therefore the discussion of the differences between the two
versions can best proceed from the textual and interactional aspects. The
comparison of the differences in the aspects of diction, syntactic and other linguistic

matter can demonstrate how the interpreter intervenes in or exercise control over the
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contribution of the primary speakers in the dialogic process.

Based on Wadensjo’s (1998) taxonomy, I have proposed categories of Addition,
Omission and Substitution to examine the data collected in the business meetings.
The category is generated during the coding process of the data | collected. I did not
include the “close rendition” from Wadensj0’s (1998) taxonomy because | focus on
the divergent rendition of the interpreter discovered in my data set. Addition refers
to the “expanded renditions” proposed by Wadensj0 (1998) where the interpreter
“includes more explicitly expressed information” (p.107) compared with the
utterance of the primary speakers, and it also refers to the repetitive information
provided. Omission corresponds with Wadensjd’s description of “reduced renditions”
(p.107) or “zero renditions” (p.108) where the primary interlocutors’ utterances are
less explicitly conveyed or even left untranslated. Substitution refers to the
renditions classified by Wadensjo as ‘“summarizing renditions” (p.107), where
interpreter provides a translation which combines “two or more individuals™ (p.108).
It also represents the rephrasing of the original by either strengthening or
downplaying the interlocutors’ utterances in the business dialogue.

With a CDA perspective, | will firstly describe the vocabulary-level properties
of the transcribed texts, such as the explicitly expressed diction or linguistic matters,
and then move to the steps of “interpretation” and “explanation” (Fairclough, 1989,
p.26) to explore the relationship between the participators of the conversation and
the situational context which may have influence on the interpreting process. With
this goal in mind, I will focus on the four layers of situational context proposed by
Fairclough (1989, p.146) in the steps of interpretation and explanation process
which includes the contents, subjects, relations, and the role of language in the
discourse. | consider the business interpreting a discursive social practice whose
“process of production” will be influenced by the relationship between interaction
and social context. The analysis is generally based on the transcripts of the naturally
occurring sequences of the interpreted business encounters and the interviews of the
interpreters after the assignment. The analysis of the data is based on the source text

and the interpreter’s renditions presented in a parallel format.
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4.2 Mediation through Addition

In this section, I will investigate how the interpreters’ power manifests itself by
comparing expanded renditions of the interpreter to the primary speakers’ “original”
in the business conversation. The analysis contends that interpreters, though being
aware of the norms of relaying the form and style of the “original” as closely as
possible, hold the bilingual and interactional power in the discourse to re-produce or
reformulate the original with explicit information based on their understanding of
the social and situational context. The additions occurred most frequently in the
renditions are repetitive renditions (the repetition of a words, a phrase or even a
sentence), most of which are emphatic, and expanded renditions which are mostly
explanatory. All interpreters were interviewed after the assignment by the author to
explore the contextual, social and relational factors which influenced their moves or
led to the intervention in this discursive activity and whether the moves are a
conscious or choices out of instinct.

The following examples are from M1, which takes place between the property
company GLN Group Chengdu office and the YZ China office with the aim for
further cooperation between British and Chinese businesses in an array of industry
based on the incumbent cooperation in Shanghai. John, the president of YZ China
office tries to explain the needs of British businesses to Rui, the PR manager of
GLN Chengdu. Wendy is the staff interpreter of YZ who is also in charge of the

organization of various business communication events.

M1-Example 1

1 John: So, um, and also they they need a one-stop shop solution for handling tax
friendly, uh, customs, handling stock, the whole process.. that that actually is
where most of the risk is, the labeling, etcetera, etcetera, where most of the risk
is, uh, for for these businesses coming into China

2 Wendy: X}, IPAMbATIFEIERIAER FEA—A, XM —NEET e et
XAl BT TR, BRI AN ST T W AT T A B IR AT BE
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SIE AR KR — L850 b BT 2 7] R RS o T DA At AT T th R AR AR B —
A BESE A PP A3k 5 55 BB LA B AT S 1E .

('Yeah, they at the same time also very much in need of a, huh,_a cooperative

body to provide this one-stop tax aspects, including the customs labeling
aspects help. This aspect will have very big risk to the businesses and brands.

Therefore they do need an agency which can provide this one-stop services

for cooperation. )

3 John: So the reason we...we signed an agreement with GLN in Shanghai was
uh, particularly shanghai at the moment, is already very much focusing on
importing goods. And, and | think GLN there provided uh, a very strong
brand and very strong, uh, offer, that we can then working cooperation to
promote GLN, cross border, um, centers to British businesses. And that's
something that we beginning to do. So as this launches next year, I think it's
certainly something we can do here as well.

4 Wendy: ABAFRAT 92 e LiER) GLN BEZEE MOU We, 2Ky g
ILAE 2 AR5 02 0 S A T TR otV 2ROk B, R4 BifE GLN it 7 1R %
[ IX A b BRI SCHR I A HAB I AR 55 o B PASE, FRATH AT LA 1E R E AL
GLN, AAIHRAEF HFE EBEXAZIE, 2k, el
i FE A A SR ) — LESRALL AR XA S AT X AN XA 2 TR AL 22 Y
(Why we can sign a MOU with GLN Shanghai, is because shanghai currently

focus on importing of goods consumption. Therefore GLN Shanghai provides
very solid brand support and other services. Therefore we can cooperate to

promote GLN and we are looking at the Caigiao project in Shanghai. Then

it is very possible that we can have space and opportunities for similar

cooperation in Chengdu. )

5 Rui ZFHULFH, KEF T
(Ok Ok, that’s great!)

In this quoted sequence, John initiates the talk by expressing the concerns and needs

of British businesses regarding the cooperation with Chinese enterprises. If we
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regard the two pairs of utterances as separate texts of “original” and “rendition” to
compare the interpreter’s utterance (1-2, 1-4) with the primary speaker’s utterances
(1-1, 1-3), we can identify at least two kinds of additions: expanded rendition and
repetition. To start with, the word “solution” used by John in his first line of thought
is expanded by Wendy as “a cooperative body”, which is a more specific expression
of the need of British side.

In the same utterance (1-2), Wendy also repeats what she translated in the
beginning part to conclude the rendition (“Therefore they do need an agency which
can provide this one-stop service for cooperation”), which is not only repetitive with
no correspondence in the “original”, but also expanded with more explicit
information, emphasizing the words like “an agency”, “can provide”, “one-stop
service”, and “cooperation”. A similar addition occurs in the send pair of original
and rendition where the interpreter also explicitly points out what John mentioned
as: “this is something we are beginning to do” as “Caiqiao project in Shanghai”,
“it's certainly something we can do here as well” as “we can have space and
opportunities for similar cooperation in Chengdu”. Apparently, Wendy makes the
narrative of John’s utterance more proactive in attitude with the expanded
expression such as “space and opportunities for cooperation”. She also mentions the
location of the cooperation to make the utterance more relevant to the primary
speakers from CLN Chengdu.

If we look at the relational and social context of this conversation, it is not
difficult to understand why the interpreter, Wendy, makes adjustment in her
rendition. YZ agency’s major responsibility is to facilitate British businesses to
establish their business presences in China. As the staff interpreter of YZ who is
also in charge of events organization and external affairs, Wendy has an expertise
not only in interpreting skills but also the institutional goal and the background of
the talk. Obviously, John represents the British company’s position with more
urgent need to the resources or help of the Chinese partner in the first place to have
a safer market access. Making use of her bilingual and background resources,

Wendy identifies with the goal of the institution she works for and emerges as an
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actual party in the talk, turning the interactional structure into a triadic pattern.
Wendy has the “text-ownership” (Angelelli, 2004, p.76) to the additions occurred in
her rendition. In other words, the interpreter speaks for her client (also her boss),
and stresses the need of her company. Meanwhile, the interpreter’s explicating the
location for the cooperation is also a sign of her accommodating to the goal of the
primary interlocutors from Chengdu. As Wendy said in the interview, “It is a
conscious move as | am the person who has the more thorough understanding of the
occasion as well as the need of both companies. | am also responsible for the liaison
of the two, therefore, | added the information John did not mention, such as the
location of the cooperation, the form of the solution being a cooperative body, to
make the utterance more clearly directed” (Interview 1, 25" Sep 2018).

Based on the interview and the analysis of the social context in which the
conversation took place, the interpreter’s agency manifests itself in the discourse.
The interpreter’s ability to intervene in the interaction not only derives from the
interpreter’s bilingual ability, but also the social resources the interpreter holds and
her institutional identity as a liaison person. Her expertise of the institutional culture
and the institutional aim of the talk can be regarded as the social resources in the
discursive practice. It is observable that the interpreter shifts her subject position
and controls the contribution of her client by adding the information, an act
foregrounding her company’s proactive attitude for cooperation. Expanding the
word “solution” as “cooperative body” also makes the need of the British side more
concrete for the Chinese side. Apparently, the interpreter takes a “contextual
approach” (Van Dijk, 1997, p.20) in which she involves her social identity and
institutional property in the conversation. By doing so the interpreter clearly breaks
the norms of “conduit” (Reddy, 1979, p.285) interpreting model by employing her
interactional power and assessment of the business relations. She made the “special
move” (Van Djik, 1997, p.29) in which the “language users apply expedient
interactional strategies in the accomplishment of discourse” (p.29). In a sense, the

interpreter faciliatatess her client/boss to achieve the communicative and social goal
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in the discourse. The feedback from the Chinese primary speaker “&K%f 1 (That’s
great) tells us that the interactional strategy applied yields a quite successful
outcome.

A similar case occurs in the later conversation when John tries to answer the
Chinese company’s question regarding the arrangement for the follow-up

communication.

M1-Example 2
1 John: Um, well, we also need to get our retail team and our food drink team
especially to talk with whoever is the specific person that will work on
the kind of developing a program. And then we can also prepare an
MOQOU uh, similar to the one that we...we did in um, in Shanghai.
2 Wendy: flutiidi FoRATRERI A JAT, BAINTZD TIRZ BIBART, 5
e FATA B B i OB T LA
(He said to follow up, our team, because we have a lot of dedicated
teams, including team in food and beverage industry.)
John: ABATTHAAE AL ¢
(They are all in Beijing)
4 Wendy: flfiJAEIb ST, 2T RAMATRERIE— T, FATH A LLZE— AN L
e AR R — S E
(They are based in Beijing. They will follow up the case, and we can
also sign an agreement similar to the Shanghai one. )
5 John: We got Jack and Sabina here that can help locally to develop it.
6 Wendy: JATERAEA FF, AATHZ 500X KX FEATIL,
HURAE AR TP EEAL, AT T AT RS AT, SRS ORATT O R A AT TR0 — 0
EQ LN
(We also have colleagues in Chengdu. They are responsible for the
retail industry in Southwest region, namely the Chengdu
Representative Office. They can also help, and you can talk to them as

well.)
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7 John: FAATENR .
(Chatting with them.)
8. Both Sides: Hahahaah
9 Rui: BAE HT KEW?
(Located in HT building?)
10  Wendy: %
(ves)
11 Rui: G A& .
(Ok Ok

As can be seen in the quoted sequence, Wendy (2-2) once again makes use of her
social resources of the background knowledge or “social property” (Van Dijk, 1997,
p-29) to expand John’s utterance and explain that “because we have a lot of
dedicated teams” to avoid the confusion might be caused by the new information
which is mentioned by John all of sudden.

“This is also a conscious act, as John mentioned the team without any

background information, | consider it is my responsibility to add the

information of the structure of our team and our operational approach, to get

the meaning across more accurately” (Interview 1, 25" Sep 2018).
Wendy’s rendition in 2-5 is another prime example of addition. John (2-4) makes a
complementary remark of his previous utterance by mentioning “Jack and Sabina
here that can help locally” to further convince the Chinese primary interlocutor that
he has a team who can facilitate locally in Chengdu. Wendy’s rendition (2-6) is not a
complete one at all, and she fully expands it by adding the information of the
category and function of the teams in Chengdu. In this immediate institutional
matrix of business, we can see the agency of interpreter from her reproduction of

2

her client’s (John) text. The production of the content reveals Wendy’s “nature of
subject position” (Fairclough, 1989, p.178) as not merely a linguistic conduit, but
also a substantial party who promotes the partnership by educating the Chinese side
of her company. In other words, the “relational value” (Fairclough, 1989, p.178-179)

of the text and the vocabulary items has placed Wendy in a dominant position in the
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discourse because all the content she produced violates the norms of translation.
And she holds full text-ownership of the content, which is oriented to the Chinese
side in the business talk. The power the interpreter holds in the talk is enacted with
her subject position as both an interpreter and a business promoter.

Of course, one may argue that Wendy exercises the agency because she is
the staff interpreter who understands the company so well and who manages
organizing work of the business talk, which endows her with a special power in the
communicative discourse. Therefore, the following examples are selected from the
meetings where the interpreter works as a freelance with no additional social
connections with both primary interlocutors.

The sequence in Example 3 is selected from the Meeting 10, where the
freelance interpreter Cindy facilitates her Chinese client Lin to communicate with a
Swiss travel agency. The Swiss travel agency comes to China trying to sale their
tourism product of cruise ship. The sequence further illustrates how the interpreter’s
subject position emerges as a co-participant in the business talk instead of a

“conduit” by looking at the additions in the interpreter’s renditions..

M10-Example 3

1 Lin: A — MR ARG — B dirde e, 3472 vd P ARk i o
JeHk R ?

(Can 1 ask if they do cruise ship for in between or also the sightseeing in
the two cities at both ends?)

2  Cindy: The cruise ship is, is only your service in between uh, or those two
places’ sightseeing are also included?

3 Kevin: No, it is not included.

4 Cindy: A8 A, WER 22 HEEE oAb 224

(It is separated, if you need it requires additional arrangements.)

5 Kevin: But we can we can organize it
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6  Cindy: AN AEZWURARA TR LLZeHE, . (B AR R X A T4

(Uhh they can arrange for it, ...but their main business line is the

cruise ship.)

7 Kevin: Actually. we are the number one for local people, uh, the most popular
ship for local people. And the reason is that we are the only one which
has music, there is no entertainment and other ships from Finland to
Estonia,

8 Cindy: i fth sl 2 A AT T AN G A2 2t A S WG, 98 i L AAT T e

— N E R I AR R R -
(Their cruise ship is the most popular one locally speaking, and they are

the only one whose ship is equipped with the entertainment equipments.)
9 Lin: W], PARITE 1 o
(Ok ok, I understand.)
10 Cindy: WP AR BRI, WSR2 2 XA IG5 22 ) 2 b Je W 3,
SRJE R AT L IR A
(Therefore, | feel that for you, if you want to book service from

Finland to Estonia, you can book this one)

The sequence took place at the beginning of the business conversation, when both
sides just started to get to know each other’s lines of business and needs. The
addition in the interpreter Cindy’s rendition occurs in turn 3-4 when Kevin answers
Lin’s question with a simple sentence ‘“No it is not included.” As can be seen,
Cindy’s rendition expands the utterance of the Swiss primary speaker as “if you
need it requires additional arrangements”. When asked if she is aware of this in
interview, Cindy said that it is a move with reason, “I added the information because
| tried to avoid any occasion of embarrassment, because the faithful translation of
Kevin’s words might seem too short and abrupt in this occasion” (Interview 8,
25™July, 2019). Interestingly, Kevin claims the next turn (3-5) adds a sentence “But
we can organize it” which echoes Cindy’s addition. In turn 3-6, Cindy again

translates Kevin’s utterance with the additional information to stress the main
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business line of the Swiss travel agency is the cruise ship.

If we look at the situational context from the perspective of the content,
subjects, and relations, it is not difficult to see the interpreter’s agency in the
discourse. Kevin is the one who is trying to talk the Chinese client into buying his
product. The Chinese client, of course, will also benefit from this business deal
which is the reason why he wanted to understand the route of the cruise ship, in
other words, the profit making point of the product. However, Cindy assessed that
Kevin’s straightforward feedback, though sufficient to answer Lin’s question, might
not be enough to boost the interest in the Chinese Client Lin for further query, and
culturally speaking, it might be quite short for the ice-breaking phase of the talk.
Therefore, she intervenes in the talk to further expand the information without
changing the direction of the talk.

It can be argued that the interpreter actually adopted a different social
position as a co-participant when performing this and the nature of relationship
between her and the primary speakers changed by her control of their contribution.
To the Chinese client, she stimulates his interest to the project; while to the Swiss
primary speaker, she acts as a helper to avoid any embarrassment and bring him
closer to the Chinese client. As an observer, | can also perceive that Kevin gave this
short answer partly because it is the warming up phase for the talk, neither of the
speakers tends to be very proactive or both try to take it slow to warm it up.
However, with the language barrier, this might unavoidably incur some
embarrassing moments. Obviously, the interpreter’s bilingual and bi-cultural ability
has been instrumental in regulating the talk, because in a lot of cases, the function of
expanded rendition is to “specify referential/interactional meaning of an utterance in
order to rule out misunderstanding” (Wadensj0, 1998, p.123).

Such case is even more salient in turn 3-10. Cindy has the text-ownership to
the majority of the rendition. In turn 3-8, Cindy translates Kevin’s introduction of
the strength of the tourism product, which flags the equipment of the music system.
With the feedback from Lin chipped in 3-9, Cindy continues to translate the

information regarding the place of departure and destination “Finland to Estonia”
114



(3-10). However, she expanded it in the way as if it is a piece of suggestion she
offers to the Chinese client. This is a very obvious violation of the norms of
complete and faithful information transfer, as the interpreter’s personal view or
suggestion is added in the rendition. The reason behind it is similar to the previous
renditions in this example, which is “a conscious act to stimulate the interest of the
Chinese client” (Interview 8, 25" July 2019). It is worth noting that in such a
context, the interpreter positions herself as not only a “principal” speaker, but also
a business facilitator and a team member who holds a substantive position in this
conversation. The interpreter’s knowledge of the background of the company and
the aim of her client has enabled her to engage with the interaction, and she emerges
as an ally with the Chinese client who, at times offers suggestions for the business
deal. The resource held by the interpreter is not only constrained to the bilingual
ability, but is also related to her knowledge of background and her awareness of the
institutional goal of the talk. Her move is also extremely significant for Kevin, the
representative of the Swiss company who comes here in search of a business
partnership. With the interpreter exercising the interpersonal skills in interaction and
participating in the dialogue of the primary speakers, we could argue that a new type
of social relationship and identities between the interpreter and the primary speaker
are shaped as opposed to the traditional assumption of the interpreter’ssocial
identity merely as a language transmitter. The interpreter therefore disrupts the
“order of discourse” in a coordinating way.

A similar case occurs in the latter part of the conversation after the client made

queries of the prices and ways to order the service.

M10-Example 4
1 Kevin: | will send to your email. Okay?
2 Cindy: =25 % email, 2R)5 BLHA st s, REEEEA].

(He will send you an email which includes the prices and ways to order

for it.)

3 Kevin: | will send you an email.
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4 Lin: Thank you!

This sequence occurs in the latter part of the conversation before Kevin leaves the
room. The Chinese client Lin becomes quite interested in the project and asked a
series of questions. Before leaving, Kevin proposes that he will send Lin a mail (4-
1), which is expanded by Cindy in her rendition with the explicit information of
“which includes prices and ways to order” (4-2). This addition clearly shows that
the interpreter is “interaction-oriented” (Wadensj6, 1998, p.109), which means that
the interpreter’s utterance is actually phrased to fulfill the interactional goal of the
Swiss primary speaker. Here Cindy explicates Kevin’s utterance to clarify the aim
of sending an email. The addition is generated based on the context of the discourse.
“All the conversation before this sequence revolves around the details of the cruise
ship products, the price, the time, booking information, etc.,” (Interview 8, 25" July
2019), explains the interpreter for the reason of the explication.

In this sequence, the interpreter again expands and explicates the Swiss
primary speaker’s utterance to “specify referential/interactional meaning of an
utterance in order to rule out misunderstanding” (Wadensj0, 1998, p.123). In my
view, ruling out the possible misunderstanding is what we can perceive from a text
level. Examining the situational context, it has a further implication. From
Fairclough’s (1989) perspective, people rely on and draw upon “members’ resources”
(MR) when they produce or interpret texts, which includes “their knowledge of
languages, representations of the natural and social worlds they inhabit, values,
beliefs, assumptions” (p.24). Therefore, the dynamics of relation and change of
power matrix also depend on the change of MR, the reshaping of the understanding
and assumptions of participants’ social relations and identities in the social process
of interaction. It can be perceived that the interpreter in this context actually takes
the responsibility of a reminder. The interpreter disrupts the assumption that she
should take the position of a conduit-like language service provider who is invisible
and supposed to be secondary to the dominant primary speakers. On the contrary,
she exercise her agency and shifts to a social position of a team member of the

Chinese client, who conveys and clarifies the meaning expressed in the negotiating
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table, tracing any potentially useful information for the client. In other words, the
professional status and identity of the interpreter, to a certain extent, enables her to
intervene in the contribution of the primary speakers and make adjustments to their
subject positions.

The following sequences are quoted from Meeting No.3, a meeting before
the tendering process of the accelerator purchase between the American
manufacturer and the Chinese buyer. The exchange is quite lengthy and technical,
and the issues discussed are related to the result of the tendering as well as the
Chinese side’s decision for purchasing. The two excerpts reflect two types of
additions in renditions. The first excerpt exemplifies the repetition as a form of
addition, while the latter includes the interpreter’s rendition with expanded and
explicit information. In these cases, the interpreter further demonstrates the
disruption of the traditional assumption of the order of discourse with the sole

producing rights of renditions in the discourse.

M3-Example 5

1 Host: W, /)58, PR, B MrEric, Mr.Mike, i&H HA K
FAb e ?
(Ahh, lastly we would like to ask two representatives, Mr.Eric, Mr,
Mike if you have anything to add?)

2 Wang: Do you have anything else to say to them_before we leave?

3 Mike: My first...l guess my most important question for youis..what is the
most important thing for an accelerator system for you?

4 Wang: fil A8 0 2 U, PEATTHX NIEIE &8 R Gths, &EER— A2
A EflRE R A A2

(He wants to ask most that, while we use this accelerator, what is the

most important thing for us? What do we value most?)
5 Mr.Li: 42 3 FH 77 TG ?

(In terms of application?)
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6 Wang: Are you talking about the application?
7 Mike: Um, no, I mean, from a manufacturer’s point of view...
8  Wang: Ml 1) A B BRI R i e EE e A A ?

(From the perspective of manufacturing, what is the most important

thing for you?)

Example 5 occurs at the end of the meeting after the Chinese side asked rounds of
questions. In the first turn, the Host tries to remind the two American primary
speakers whether they have any questions as the whole meeting was anchored as a
Q&A session catering to the need of the Chinese buyers. The addition in the
interpreter’s rendition can be found from the second turn where Wang adds “before
we leave” (5-2) to remind his American client of the time point. The exact temporal
phrase seems to imply that any questions should be raised immediately, as the
agenda approaches the end and we are about to leave. In the following turn Mike
quickly comes up with a question in his mind which concerns the point the Chinese
buyer values most for the accelerator. This question is quite important as it is very
much related to the selling point of the product in the up-coming tendering process
or the cooperation process in the near future if a deal is made. That could possibly
explain the reason for Wang’s repetition in the next turn (5-4) “MA{ 15 E F ) &4
4" (what do we value most), which finds no correspondence in the “original”. The
Chinese primary speaker Mr.Li potentially thinks the question is too broad and
attempts to narrow it down to the aspect Mike actually refers to in a short
abbreviated syntax (5-5), which is replied by Mike also with a short abbreviated
incomplete sentence “from a manufacturer’s point of view” (5-6). When Wang takes
the next turn for interpreting, he renders it into a full sentence. “It is difficult to say
whether the repetition is a conscious act or not. But | only feel obliged to specify the
question again after a round of Q&A” (Interview 3, 20" Oct 2018), explained Wang
in the interview.

Apparently, though not certain of the consciousness of the move, the

interpreter realizes the importance of the specific moment in this business dialogue
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and opts to adjust the rendition to remind the Chinese buyers of the question and
prompts their attention to it. What Wang expressed in the interview actually reflects
his awareness of the importance of this moment in the business talk and his
assessment of the situational context. He is the only one with privileged access to
the whole picture of the sequences of talk. With the scarce social source of
bilingualism, knowledge of the situational context of the discourse, the interpreter
emerges as a participant who holds power to not only translates, but also makes the
decision to edit the primary speaker’s utterance. The interpreter’s agency literally
disrupts the order of the discourse with the ability deriving from the social resources
he holds.

Example 6 is an even more typical example of how the interpreter exercises
power with his agency. The sequence actually demonstrates very salient shifts of
MR, the assumptions of the interpreter’s subject position, and his relations to the
primary speakers. It is also a prime instance of the interpreter breaking the norms of
complete translation by expanding his client’s utterances to advocate for the product

and service of his client.

M3-Example 6

1 Mike: Hmm uh, That’s exactly. Our number one goal is to make you
feel comfortable buying an accelerator system from NEC. And we have
provided accelerators as to everyone from private companies to national labs
all around the world. Some of our customers are more experienced in the
accelerator technology than | am. And other customers um, have no idea what
to do with an accelerator.

2 Wang: ABiX— SRR DURCO T . s B, 1R B B0 2 3 T
Hbr. A1 NEC A=W, W HATERREAIZ P HRZRE, HLek
MNAT], WAH R KRB E LR S . AR, e
ar AR AT RELL Mike G F 5, [HALLZ N, FHEE 2]
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Ao BT LA BATANE 25 7 i AV AT , (B A BRATT AR 25 At 42 {1t f5 g 1) 7 i

I IR SCFF

(For this point, all of you can be rest assured of it. Our priority is to make you

feel comfortable using an accelerator system from NEC. Namely, well, we
NEC now have a lot of customer type in the whole world, some of which are
private companies, while some of them are large national laboratories. Some
customers, well they may be more experienced in accelerator than Mike, but

some customers, may be completely a layman, so no matter the customer

understands it or not, we provide to all of them the best products and the best

technical support.)

3 Mike: We had one customer uh, in Vietnam maybe about ten years ago, and |
think the government had told them to buy an accelerator for ion beam
analysis. And they ended up buying it and coming to the NEC factory and

having no idea what to do with this system. So we walked them through the

entire process, and now they're running very regular.

4 Wang: KZIH4ATNE, FATH — DR —MTH, 28R BUN EK
FAVIRA L 2 e, LEAAT], SERATT IR I T &% ARASOIBA KL 5~ AR 70 #r 5
NG BIXAF AR TN, ABBIFRAT kT 2 a, RAARE
EAFIT BN, RIFEAWEMLR PP, HRIGE
AT AR — 0 — IR Ak, RGN SEAR G B4, R 2K
oo, B4k, BATHEY, BACIAERXABOEYE, EEAATRILE, Ak
AP AR HIZAT .

(About ten years ago an order, we have an order from Vietnam, and it was
the Vietnamese government, who required the Vietnam customer to buy our
accelerator for the ion beam analysis. The customer is entirely a layman,
after he had come to our factory, he did not know how to start the whole
process, then we guide him step by step strictly following our procedures. So

from the purchase and then to the production, then to the delivery, operations,

operations and maintenance, the whole current facility, they still have it

running very smoothly.)
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5 Mr.Long: A sils, APmiis.
(That’s good, that’s good.)

The sequence starts with Mike’s feedback to the Chinese buyer’s concern regarding
the long-term smooth running of this large-scale scientific platform of the
accelerator. It can be seen that Mike, in his utterances (6-1, 6-3), advocates for the
reliability of his company’s product. The vocabularies and phrases like “number one
goal”, “feel comfortable”, “walk them through entire process”, “still running regular”
are the expressions he uses to assure the client of the quality of their product. If we
compare these two utterances with Wang’s translation in turns 6-2 and 6-4, we can
discover that Wang actually strengthens the meaning conveyed by Mike and
reassures the Chinese speaker at the same time in his rendition with additional
information “all of you can be rest assured”, “so no matter the customer understands
it or not, we provide to all of them the best products and the best technical support”.
He also expands Mike’s expression of “walk them through entire process” (6-3) into
“guide them...from the purchase and then to the production, then to the delivery,
operations, operations and maintenance” (6-4).

It can be argued that all the expanded renditions are based on the meaning
initially conveyed without changing the direction of the talk; instead, it plays a vital
role to reassure the Chinese buyers on one side and promote the American company
on the other.

“T decided to stress it because I believe it is in line with the aim of the talk he is
giving. Besides, | believe this is also what the Chinese buyer wants to hear at
this point. Chinese vocabularies | used will better transfer the meaning
implicit in English and will be well-received by the Chinese buyers as
opposed to the direct translation of the English ones” (Interview 3, 20" Oct
2018).

| was very much in agreement with Wang when | heard him say this in the interview.
Discursively, the addition in rendition conveys a strong sense of certainty which

indirectly constructs the positive image of the American company as considerate,
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responsible and effective. The expanded rendition transferring what is implicit in the
client’s utterance is also a very good example of the interpreter exercising his
agency and assuming the role of a co-participant, rather than being a language
service provider who abides by the norms of complete information transfer in this
discourse. The addition he made shows that the subject role he adopts also includes
being an ally of this client and giving reassurance to the Chinese buyers. The
interpreter’s subject position manifests itself in the combined use of the strategies.
The way Wang regulates the talk fully displays that the interpreter does hold
discursive power in the talk, which manifests itself in the interpreter’s the
producing right of the renditions and interactional power to control or adjust the
primary speaker’s utterance. The emergence of this power in regulating interaction
highly depends on the situational context, or in other words, it is also produced by
the social and situational context of business interpreting.

I would like to close this section with Example 7, an excerpt quoted from
Meeting 6 in which the Italian travel agency tries to promote a tourism route in Italy
to the Chinese company. Chang is an in-house interpreter working with a translation
company who assigns her to Tim, the Chinese client for business interpreting. The
business exchange exemplifies the interpreter’s changing subjective social
positioning in the encounter where she functions as a link not only linguistically but

also socially in the situational context.

M6-Example 7
1 Mark: | recommend this one, this is the location where to sleep, which is uh
by feet close to the Temple, two minutes from the temples.
2 Chang: FRAERF AT AT B2 XA T7,  PROYIX AN 7 B35 © S I
AR LB, B RS TR P B B T

(I recommend this accommodation it is this place, because it is very

close to the temple, 2 minutes walking distance.)

3 Mark: So it is a really a charming house..
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4 Chang: SR8 )5 HLTH I 248 1) 1k HL SR AR A XU ), 1RSI .
(And the decoration in side is very stylish, very charming.)

5  Mark: Ok, with a view of the temple from the rooms.
6  Chang: 28 )5 M D5 [R5 RETR 281 i o
(And there is a view of the temple from the rooms.)
7 Tim: HEHE.. (Looking at the picture)
(Wow..!)

8  Chang: It is really beautiful!

Mark initiates the turn to recommend the accommodation to Tim by showing him
the booklet of the hotel. Comparing the primary interlocutors’ utterances (7-3, 7-7)
with Chang’s renditions, additions can be easily identified in the sequence. Mark
uses the phrase “very charming” (7-3) to promote the hotel he features. In the next
turn when Chang takes the floor to translate, she expands Mark’s utterance with
explicit information “decoration inside is very stylish” while looking at the brochure
Mark points at. Obviously, the interpreter provides details in the picture to let the
client have a more descriptive introduction of the room. She also simultaneously
promotes for the Italian primary interlocutor businesswise, building up a very
positive image of the product introduced.

As the talk goes on, Mark further introduces the details regarding the “view
of the temple” from the room with the pictures, and Tim’s exclaimed “wow” (7-7)
as feedback, expressing his amazement. In the following turn (7-8), Chang adds that
“It is really beautiful”, an emphatic expression in her verbal feedback, explicating
the exclamation word “wow” used by her client in the previous turn. Sitting quite
close, | could tell it is very likely that Chang provided this expanded version of
feedback which she holds the total text-ownership to because Mark kept gazing at
her and Tim. Tim did provide feedback with his eyes fixed on the pictures, and
Chang was the only one who was having eye contact with Mark. “It was a conscious
act and 1 just feel quite embarrassed without adding this information, for Mark was

looking at me as if seeking for feedback and Tim just buried his head in these
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pictures” (Interview 5, 23th Nov 2019). As Fairclough (1989) argues, “talk is
interwoven with gesture, facial expression, movement, posture to such an extent that
it cannot be properly understood without reference to these ‘extras’ (p.27).
Therefore, Chang actually takes this visual cue from Mark for the Chinese client on
this occasion and helps the client finish the communication since “visuals can be an
accompaniment to talk which helps determine its meaning” (p.27). The interpreter
in this case apparently did not function only as a language service provider but also
a substantive participant who intervenes in the situation socially.

Interestingly, the interpreter in the interview actually spontaneously
mentions the Codes of Conduct (AUSIT, NRPSI) and the invisible and impartial
codes as well as detached role of interpreter, which she believes herself being loyal
to. However, in the actual scenario, the interpreter acts otherwise and disrupts this
idealistic shared assumption of the relations between the interpreter and the client,
which shows that the nature of the assumption “is dependent on the social relations
and struggles out of which they were generated” (Fairclough, 1989, p.24). In the
immediate situational context of the business talk context, Mark endeavors to
promote the product to Tim. Therefore, the interpreter actually spontaneously
situates herself in the position who also shoulders the responsibility to facilitate the
client’s understanding of the introduction while adjusting the atmosphere with a
concrete compliment to Mark, which to some extent leads the talk in a positive
direction. The interpreter’s power to do so is absolutely endowed by the bilingual

and bicultural resources she has in this interpreted business encounter.

4.3 Mediation through Omission

In this section, the analysis focuses on the omissions occurring in interpreters’
renditions in recorded business meetings. The omissions refer to the occurrence of
what Wadensjo (1998, p.104) termed “reduced rendition” and “zero rendition”,
which includes “less explicitly expressed information” or renditions which are left
untranslated, compared with the “original” of the primary interlocutors’. Omissions

are not discussed in different categories as “reduced rendition” and “zero rendition”,
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which are often juxtaposed with each other in the interpretation. Most of the
omissions occurred for the simplification or selective translation of the original
utterances. The selective translation took place due to different reasons: some of
them have a time economizing effect which saves the time from the discussion of an
known or already clarified fact; other cases occurred as the interpreters tried to
employ it as a strategy to emphasize the more relevant or important information or
get more rapidly to a particular important point in the interaction. In other words,
the interpreter also considers the priority of the information; of course, it is
unavoidable that some omissions are also due to the cognitive constraints such as
the capacity of working memory. However, most of the interpreters in the meetings
recorded are intensively-trained therefore such cases are rare. The analysis aims to
examine how the power of interpreter manifests itself in the intervention of the
interpreter in the business interpreting discourse, such as the selective translation of
the interlocutor’s utterance. On Khalifa’s (2014) account, “what gets translated or
not and why is always (at least partly) a matter of exercising power or reflecting
authority” (p.4). Owing to this, I intend to explore how the interpreter’s subjective
position shifts as he/she disrupts the order of discourse and norms of being totally
neutral, and how the social and situational context play a role in reproducing the
power relations in this process.

The following instances are excerpts from Meeting 1 when John tries to
determine whether the third-party service company would fit in the industry cluster
built by the Chinese company in Chengdu. Rui, the manager of the Chinese
company talks with a very proactive attitude and the expressions she uses are
somehow quite verbose. Their talk was assisted by Wendy, the in-house interpreter

from the British company, who is also in charge of the external affairs and relations.

M1-Example 8
1 John: We have kind of third-party services sector, like logistics, e-commerce
application provider, because we have companies like that as well, they

can also come here?
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2 Wendy: il 2 B A T0A — Ll R IX MR A R], 7R [F 123 ARl
WA M AR 2w o Al F R P R o ARATT S 80X
N =TTIRS ), BERARA T AT DI A ...
(Just because we have some of these companies, some of our member
companies in the UK, they are this type of companies, and they are also

e-commerce application providers, and they are doing third-party

{ service, and can they also..just...
3 L Rui: PRATLAMIY 58 =75 ik 55 1 A w] FRAARWGE, KA A T B8 58 1 ff 0 [ 4
b 5 EE IR LR 55

(Ahh, yes of course! Third party company | also welcome a lot, because
it may understand better what services British businesses need. )
4 Wendy: B, 2, Xfo XX
(Ah, yeah, right. Right, right.)
5 Rui: XHbst T AR IR A, JIEFTEL, FATL TS 1 F X, R
55 =5 IR G5 XM TR AR

(Right, it can be my this, I can also, we have allied explicitly with the

Qingyang District, to provide a particular subsidy policy for third-party
services.)
6  Wendy: Specific subsidies from the government for the third-party companies.
7 John: Very good.
{ Rui: it PLXANEE =5 Ik 55T & 2wl 2 A TR B X R

(Therefore, this third-party service platform company is also our target

8

for investment invitation.)
9  Wendy: MM,

(Hmm hmm)

At the beginning of the sequence (8-1), John explains that they have member
enterprises, who are “third-party service companies”, intending to come to establish
a business presence in Chengdu. In the next turn, Wendy translates John’s utterance

closely. However, an overlap occurs between Wendy and Rui (8-2, 8-3) when Rui
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speaks in an exciting tone that she also welcomes the third-party company (8-4). A
zero-rendition occurs in the next turn when Wendy expresses her agreement with
what Rui states in the previous turn, a move adjusted to the immediate situational
context and aligned with her responsibility of liaison person. Rui again claims the
next turn (8-5) to promote the “subsidy policy”, but in a very verbose and even
ungrammatical fashion “Right, it can be my this, I can also”, which might have
occurred because she has so much to offer. Wendy quickly claims the next turn with
a reduced rendition with the key point “subsidies” introduced by Rui, so as to
emphasize the point Rui tries to promote as well as to re-engage John in the
interaction. Such informed assumption gets confirmed in the interview when Wendy
explains that “It is a conscious choice as Rui tends to be quite talkative and I intend
to pass the most useful information to John as | know what John concerns most for
British businesses” (Interview 1, 25" Sep 2019).

Two other cases of zero-rendition can be found in the closing part of this
sequence, where the primary speakers’ utterances overlapped and are both left
untranslated (8-7, 8-8). Wendy explains the reasons behind as “I feel it is the
information explained already, therefore, | gave feedback directly so that we could
move into the next topic faster” (Interview 1, 25" Sep 2019). It is noticeable that the
interpreter in this sequence breaks the norms of being detached and invisible by
taking on a dual identity of an interpreter and an external affairs officer. With a clear
understanding of her boss John’s aim and concern, Wendy employs the strategy of
omission (both zero rendition and reduced rendition) by avoiding any redundant
information to facilitate John to grasp the key message conveyed by Rui. Rui’s
redundant utterance in 8-5, and two overlapped utterances in 8-7 and 8-8 could be
the additional strain to Wendy in the complex activity of interpreting, a situation
where she has to speak while listening and decoding the utterance of the primary
interlocutor. Therefore, she makes the decision to selectively translate the utterance
with the consideration to the relevance of the information. She also assesses the
situation to manage the time and pace of the meeting, in which numerous topics are

to be covered. The power the interpreter holds clearly manifests itself in the
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strategies she employs in this interaction, and the interpreter clearly also assumes
the role of coordinator, setting the pace for a more effective progression of the
business encounter.

A similar case occurs after a discussion in the same conversation. In this
excerpt, Wendy continues to select information from the primary interlocutors’

utterances and to produce reduced renditions in the interaction.

M1- Example 9

1 John: So | mean, for example, if you're having a launch event at some point

over the next six months before you launch the project, | mean, that will

be a great time for us to sign an MOU, and I'm happy to come down and
do it.
2 Wendy: fibgltii, J5 A SRBRIT N FFERA N AT EE? W, Ah i iR
EEI K. AT RUBE A S0 I )25 (g S5k )
(He said just now you mentioned that you have a launch event in the

2H of this year, right? hmm, he said he would be very willing to come
over for it and sign the MOU as well if time is opportune.)
3 Rui: Mk, 4747, PPE—E.
(Oh ok ok definitely the 2H of this year.)

4 John: Yeah, either something.. | am here every six months, maybe maybe

more. And and maybe if it's coinciding with something that would be great

to do it. But in the meantime, we should start to begin to develop some list

of companies that we can and introduce the retail and food and drink teams

too. Prepare a list of...

5 Wendy: J/EWE, FATEGZAT MR, B2, AT TR, ATLlE

BN E AL L ATERATTHARAS . B AT AL A [ BA SR i k. — 1
A A E] o AR R BRI IA TR A ), BRI HEZE
BEHIBN, XA T R AT AT DU 34
(Currently, what we can do is that, literally, we two sides sit down to
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list some companies. Together with our retail team we can select some
brands and companies with interest and intention to come, which we
can also introduce. We will also introduce you to our retail team, this is

want we can do next.)

6 Rui: xf, JRIXASZ T ZIRA AL S A SR 2 B Aale? BIANIA B
TEME SRR AT
(Yeah, then it requires us to contact the Beijing team or what? Since just
now you mentioned the Retail Food and Beverage team is based in
Beijing.)
7 Wendy: Do they need to contact the Beijing team for this?
8 John: Talk, talk directly to the Beijing. It’s easier because they know the
companies.
9 Wendy: J& 2 ATIE 5T B VA E AT .

(For the follow-up, just contact the Beijing team.)

From the initial turn of this sequence, John shows his goodwill for cooperation by
offering the choice of “sign the MOU” with his personal presence for a launch event.
Wendy obviously realizes the importance of this suggestion, and she reformulates it
into a reduced rendition in turn 9-2, which simplifies the first half of John’s words
tohighlight the information in the latter half of the sentence with explicit
expressions like “he would be very willing to come over” and “sign the MOU if
time is opportune”. It is apparent that the reformulation has an end focus to flag
John’s intention. It is also worth noting that Wendy changes the syntax from a
statement to a question which calls more of the Chinese primary speaker’s attention
and strengthens the sense of engagement in this interpreted encounter. In the next
turn (9-3), Rui approves of John’s suggestion while nodding her head. John takes
the visual cue immediately and claims the next turn to further explain his plan. Here
Rui’s turn became a zero-rendition, which finds no correspondence in the
interpreter’s rendition. “It would be pretty unnatural if I chipped in just to provide

the translation of the feedback. Besides, John obviously understands the non-verbal
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gesture of nodding is self-explanatory, and he has more to offer in the next turn”,
explains Wendy (Interview 1, 25" Sep 2018). She leaves the primary speaker’s
feedback untranslated, and then she recedes her turn to distribute it back to John for
further explanation.

It can be argued that the interpreter apparently understands that in the
immediate situational context, the dialogue is essentially a relational activity and
“dry, formal and detached interpreting style is not always the best way to serve
one’s clients, especially when their intention is to engage in a friendly and
cooperative dialogue” (Merlini and Favaron, 2005, p.296). This is also certified in
the following turn of 9-5, 9-7, 9-9, which are all renditions reduced to various extent
reformulated by Wendy to convey the key and more relevant information in this talk.
Among them, Rendition 9-5 is a prime example where Wendy omits John’s
roundabout expression regarding the thought over the “opportune moment” and
attaches more importance to “what we can do currently”. On Wendy’s account, this
is owing to “What John said in the first half was something discussed and his focus
is things we can do at the moment” (Interview 1, 25" Sep 2018). Wendy’s
discursive strategy of selectively translating may disrupt the idealized norms of
professional conduct, but it does ensure effectiveness of the communication,
especially on the occasion when primary speakers’ expressions are verbose or
redundant, which is also unavoidable. The interpreter’s discursive strategy is based
on her overall intention to ensure that primary speakers arrive more quickly at the
critical information. The agency she exercised displays the interpreter’s substantial
participating role in the interaction, in which she shifts into the subject position of a
coordinator with her assessment of the situational context.

Similar instances can also be found in the business meetings assisted by
some freelance interpreters. The following example is quoted from Meeting 9. Hui,
a Swiss Chinese who owns a company in Switzerland which manufactures Swiss
Army Knife. Hui is seeking opportunities for cooperation with a Swiss company
who plans to produce cycling navigator in China. Fion, a freelance interpreter, is

hired by Elin, the representative of the Swiss company to assist the communication.
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In the exchanges before the quoted sequence, Hui proposes a plan to help Elin’s
company for promotion with his influence on social media, which is approved by
Elin. In the following turn, Elin specifies their customer base to Hui for him to have

a more concrete understanding of the promotional need.

M9-Example 10

1 Hui: RIS — M Ermial, B kS, HIARKGHEPE
(AL AT W 2% B AT AR M 22, B B9 SCAk, o Ji b i s B
PR i T SN B PR — oy 22, I8 2 LS PR JE R T R BATR N E AT
W e X TR RO — AN EAE, AR DT, Kk
A DA 5 R 0 IR A 3 e ) — 27 AT AN EAR, B
AW, WML AR ARA T A P B, RGEAFHEROGER 1 S A

(Now I actually have a cooperative mode, because then I would, because
my own Chinese social network has many fans, fans interested in Swiss
culture, Swiss products and Swiss tourism. Actually later, because our
industrial park here publicizes the green culture, in this process, in fact, |
can also cover, or some of our Swiss products, for some promotion. It
can be done through one of my social media, this is the form. If they

produce, | feel quite interested in the cooperation)

2 Fion: My co-operation mode is that | have many fans on Chinese social-network
so they are very interested in Swiss culture products and tourism. So when
| establish my office in this Industrial Park, | can help you to promote
Swiss culture as well as your products. So if you manufacture your

products here so | can help you.

3. Elin: I think we are, when the product is ready, we are interested to have a
good promotion and I think we can also count on this Swiss effect. But our

focus is in the sports industry. So all our people who are our customers need
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to be people who like sports.
4. Fion: B2 Ut EAL 77 AR EA — AN 0N, (HA23RATTH IR 32 22 Jf L
AR XIS, B AU AT B A 0 R IR AR T B AT A AT AR
RO, WIS BARR e AIE R .

(Just to say that in the promotion aspect we would like to have a Swiss

effect. But our customers are those who are keen on sports. Therefore our
customers are the people who are very interested in cycling industry, very
passionate about sports.)

5. Hui: Xf. FXLEIAGIRZE T, WHEal, Byt % 7)) s
P, AR XM AN — AR, AT B AT 4, X4
BAMEA TR A F K.

(Yes, on my side | have many circles, including the one for sports, as

Swiss Army Knife is an outdoor product. We have a lot of outdoor living

and | believe they also need bikes and outdoor activities).
6. Fion: So I have many friends in different circles, some of them are very

interested in outdoor activities, including cycling.
Comparing Fion’s renditions (10-2, 10-4, 10-6) with those of the primary speakers’
original (10-1, 10-3, 10-5), it can be easily identified that the reformulation
produced by Fion are ones with reduced information. In the first turn, Hui actually
introduces his proposal for cooperation. However, he expresses it in a very
roundabout and redundant language (10-1). Obviously, Fion reduces Hui’s utterance
in her rendition in the following turn, emphasizing that “I have fans who can
promote for you, and I want cooperation”. Likewise, Fion’s rendition in 10-4 also
omits the information regarding the intention for cooperation, which is mentioned
repeatedly in the exchange prior to this sequence (It is quite lengthy and I did not
insert the transcripts here). “All this talk occurs because they want to cooperate,
therefore, | just decide to highlight the most relevant information” (Interview 7, 25"
June 2019). Owing to this, Fion focuses on the information provided by Elin to
specify her need for this promotion, such as the “Swiss effect”, and the customers

should be “passionate about sports”. Then, Hui in the next turn (10-5) explicates the
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common ground between his “friends circle” and Elin’s potential customers with the
additional information of “Swiss Army Knife”. Fion’s rendition in the following
turn (10-4) is apparently a discrepant one, which puts the information “friends in
different circles” and “interested in outdoor activities, including cycling” at the
forefront of the rendition. Such reduction of information is somehow similar to that
of Wendy’s in the previous examples, “I figured that the most relevant information
to the context is the one I included in my rendition. The omitted part is either known
information or less relevant to the question” (Interview 7, 25" June 2019). Again,
the sequence exemplifies that the interpreter does adopt a strategy of omission to
ensure the effectiveness of the dialogic interaction with the relevant information
conveyed by her. It is salient that the interpreter exercises her agency to control the
contribution of the primary speakers.

Interestingly, the interpreter in the interview mentions her general tendency
to reduce information when she interprets from Chinese into English, her renditions
in 10-2 and 10-6 in particular. As a practicing interpreter, |1 do feel likewise in my
own interpreting activity. Chinese is a highly repetitive language and many
synonymous phrases or words might be used only to express one single wish or
hope. Besides, Chinese people habitually leave the most important aim or intention
till the last bit of a conversation. Hui’s utterance in 10-1 is a prime example of this
feature of end focus, as all those expressions he used in the first half of the utterance
actually pave the way for his proposal in the last bit sentence, which can be
concluded as “I have fans, | can promote for you, and | am interested in
cooperation”. Therefore, omission is adopted by interpreters sometimes as a strategy
to generate the critical message and convey the most relevant information to
improve the effectiveness of the dialogue, especially in business dialogues when
both sides are keen to hear the thoughts of the business proposal as well as any
tangible information and facts related to the intended cooperation.

Of course, omission sometimes also occurs when the interpreter loses track
of the information or simply don’t understand what the primary interlocutor said.

This is also unavoidable as interpreters are not almighty no matter how experienced
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they are. Some interpreters are afraid of showing their lack of understanding as it
might interrupt their already distracted attention in the interaction, and it may
decrease their trustworthiness. Therefore, omission on such occasion is sometimes
employed as a strategy by the interpreter to convey the primary speaker’s general
message. On Wadensj0’s (1998) account, “not occupying too much communication
space is a way to demonstrate professionality” (p.130). The following case shows
that the interpreter leaves the space for the questioning of a place’s name with
reduced rendition without occupying too much communicative space. To fulfill the
communicational function, the interpreter finally produces a reduced one with the

key message of the primary speaker.

M6-Example 11
1 Mark: This is like a restaurant, but they can also set it up for meetings or

parties...
2 Chang: X2 MH, HEWMATUHSEE Re.
7. Tim2LEERANT?
(Which city?)
8.  Chang: Which city?

9.  Mark: Orvieto, South Italy.
10. Chang: Ov.? .
11.  Mark: Orvieto, do you not know Orvieto?
12.  Chang: Rk4EHL £ ..(shaking her head).
(O-VI-YE-DO.))
13.  Tim: A%1i&E. (shaking his head)
(Don’t know.)

14. Mark: Oh you don’t know? you must know Orvieto! It is the off beaten part,

part of the Italy, which is very trendy now. We have Madonna, this
kind of people going there to marry.
15 Chang: XAMILAE R S 30— N ISAL AR, AR 22 U0 i B 2 A AT
AL L L A USH) .
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(This is a local popular wedding resort, stars like Madonna had their
weddings there.)
16 Tim: k%,
(Ohoh.)

As can be seen in the first turn of the sequence, the Italian travel agency Manager
Mark is promoting a restaurant in South Italy that is suitable for the organizing of
several events. In turn 11-3, Tim makes a query about the location of the venue, and
Mark provides the answer “Orvieto, south Italy” in 11-5, a name of Italian city
which Chang is not aware of. Chang produces a reduced rendition in 11-6, which
signifies that she is trying to figure out the translation of the city’s name. She also
looks at Mark with a puzzled look as if seeking more clarification from Mark. Mark
obviously takes the visual cue from Chang. In the next turn (11- 7), his question
“Do you know Orvieto?” is to confirm if either Chang or Tim has the background
information of this city. Chang, in the next turn, again provides a reduced rendition
to her Chinese Client, however, in an interesting way by mimicking the
pronunciation of the city’s name. Chang accounts the motivation behind the move:

“I did so because we often employ the strategy of transliteration when it

comes to names, | wish that by providing this information only, my client

could figure out the name in Chinese as he might be more familiar with names

of places in Italy working in the tourism industry” (Interview 5, 23th Nov,

2018).
Indeed, in dialogue interpreting, some detailed information such as dates and figures
are hard to memorize, but at least note-taking could be of assistance. However, the
names of cities and countries are more difficult, which involves a large number of
vocabularies and no specific shortcut is available except memorization. The
interpreter here tactically reduces her rendition to mimic the sound of the city’s
name “O-VI-YE-DO” pronounced by the Italian primary speaker, but she discovers
that the Chinese client is also not familiar with it. Therefore, in her next rendition
(11-11), when she translates Mark’s utterance (11-10), she again reformulates it into

a reduced rendition, omitting Mark’s half comments half question of “Oh you don’t
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know? you must know Orvieto”. Such intervention is potentially adopted to quickly
convey the latter part of his utterance, which is also the selling point of the place
(“Madonna, this kind of people going there to marry”). This sequence best
exemplifies the on-the-spot nature and the unexpectedness of interpreting. At first,
the interpreter repetitively reduces the “original” in her rendition to leave some
space for herself to think about the answer to her client’s query. Obviously, her
professionality did not allow the exchange to linger, taking too much space in the
interaction. The interpreter ultimately takes control and generates a reduced
rendition to quickly end this ineffective communication as well as to stress the
highlight of the place as a “popular wedding resort”.

In this discourse, the interpreter adopts the social position of a coordinator
by engaging with the primary interlocutors and orienting the renditions towards the
interaction. Interestingly, | have discovered that the primary interlocutors seem to
accept naturally the fact that they need to give time for the interpreter to think. It
can be argued that such situational context has shaped the social and power relations
among the three, as the interpreter’s subjective position becomes visible among the
three with her exercising the agency. The interpreter is not a secondary or detached
figure to the primary interlocutors in the discursive practice. On the contrary, she is
an indispensable part for the discursive practice who takes a substantial position in
this dialogic discourse, without whom the smooth progression of the talk would be

impossible.

4.4 Mediation through Substitution

In this section, I will focus on how the interpreter’s power manifests itself through
the occurrences of substitution in the discourse process. In other words, | will
examine how the interpreter breaks the professional norms of close rendition and
employs substitution as a strategy to facilitate the business encounter. There are two
types of substitution:

1) the summarized rendition, which is similar to what is proposed by Wadensjo

(1998, p.107), where the interpreter provides a translation which “combines
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utterances of two or more individuals” (p.108) or two or more turns in a
sequence.

2) it also represents the replacements occurring in renditions, the rephrasing of the
original words, phrases, or even sentences original for the adjustment of the
tone of the interlocutors’ utterances through either strengthening or
downplaying in the business dialogue.

Substitution does not occur as frequently as the two categories discussed in the
previous sections. However, it is a category which is extremely interesting to be
explored since it can reflect the power relations between the buyer and the seller in
a business talk; to be more exact, it represents at least the interpreter’s
understanding of the power relations at the specific moment of the interaction. The
discussion of the cases will highlight how the interpreter intervenes in the talk and
reformulates the utterances of the primary speakers, and how the social situational
context reproduces the power relations in the business discourse.

I will first look at the summarized rendition. The following excerpt is quoted
from Meeting 5, where Frank, the representative of a Research Institute in the
Czech Republic, briefs Lisha on their research in advanced materials. Lisha is the
Manager of a Chinese company, a potential business partner working in the same

industry. Lee is a freelance interpreter hired by Frank.

M5-Example 12
1 Frank: So, the research areas related to nano are in different application areas,
for example, ah, filtration, also um, medical applications, uh, acoustics
applications and and many others.
2 Lee: FATIGURARAIWT TR — LL&FUSk, & — LEANR] ) B FH O, 46—
BePR 0, LA RATH......
(Our research areas include the different application area, including medical,
{ and also...)
3" Lisha: K EEZ?

(Nano Medicine?)
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4 Lee: MYKEEZY, LA L BRI, 755N T AW LEEOR,
WHMNH. EAEE, #RRAT LR A TEE .
('eah, and also includes the acoustic, acoustic application and technology,
and filtration, these are all our research area.)
5  Lisha: #RHEIEZZA X AARIIE LR ...
(Material filtration? Is it the filtration of the material or..)
6{ Lee: MM ELHIISIE? 4.
(Filtration of material? You mean...)
7 Lisha: J2 1 B R A S KX A F R EN ?
(I mean, is it the filtration of the materials?)

8 Lee: So She actually wants to know more specifically about your research

regarding the filtration. What do you mean by filtration means?

9 Frank: The filtration is based on the nano fibers, nano fiber material.
10 Lee: #i/e EEITIXFLYEM R E.

(Mainly the filtration based on nano-fiber.)
11  Lisha: MkHE, BAE T .

(Oh, I got it.)

In this sequence, Lee’s renditions were interrupted by Lisha, the Chinese primary
speaker, for a couple of times (12-3, 12-7). This leads to single-language exchanges
for a few turns between him and the Chinese speaker. In the first overlap, the
question raised by the Chinese primary speaker was answered by Lee directly. Lee
explains that his behaviour is owing to “the needs to move on with the
interpretation”, and he believes that “it is pretty long and the question is a piece of
known information according to the context and background knowledge I have for
the company” (15" Nov, 2018). The interpreter decides for this zero-rendition
considering time-economizing reasons. In the next turn, Lisha raises another
question which Lee apparently cannot make sense of; therefore, Lee starts this
single language exchange with Lisha to clarify on it (12-6, 12-7), which turns Frank
into an outsider in this conversation. In turn 12-8, Lee’s “summarized rendition”

recapitulates the conversation between him and Lisha with expressions like “She
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actually wants to know”, which explains the why he was having a separate dialogue
with Lisha. He also renders Lisha’s question as “what you do mean by filtration”,
which is less specific than Lisha’s (12-7). It is actually a summarized version
provided by the interpreter when he finds the question of “filtration of material”
challenging to understand.

In such a dialogue that is highly technical, interpreting is entirely a
demanding activity, especially when the question comes up without any background
briefing. On Lee’s account, he summarizes the question because he regards it as
“the safest way to interpret it. I can’t resort to direct translation as it doesn’t make
sense for me in the first place” (Interview 4, 15" Nov 2018). Based on the
interpreter’s explanation, we can see that he apparently understands the importance
of correct translation of the question. He is also aware that his translation holds the
key for the two sides to get the meaning across. To Lee, the direct translation
without his reformulation might lead the talk astray, especially in the business
dialogue which is highly technical. Here, substitution is employed by the interpreter
as a strategy to ensure the conversation being on the right track. The interpreter did
not abide by the assumed order of the discourse that constrains him to the conduit-
like model of translation. Instead, he flexibly adopts the summarized rendition to
convey meaning, which proves to be efficient in the last two turns. Hearing Lee’s
elaboration on Lisha’s question, Frank in turn 12-9 details what he means by
filtration, which is what Lisha expects to hear in this sequence of communication.

In this sequence, summarized rendition is an effective strategy adopted by the
interpreter to get the meaning across with the maximum accuracy in the business
talk. The immediate situational context actually prompted the interpreter to adopt a
subject position to render utterance of the primary interlocutor while assessing the
process of communication between him and the speaker. His generalization of the
meaning aims to accurately convey the messages and intention of the primary
speaker generated in the course of interaction. The outcome of the intervention
reveals that the interpreter holds the ability to influence the contribution of the

primary speakers in the business encounter. With the linguistic resources and the
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knowledge of the background of the talk, the interpreter is well situated in a social
position to provide summarized renditions in order to smooth the talk and to control
the topic development of the interaction.

The next example confirms that summarized renditions can be used as the
strategy to summarize the scattered information and convey the key message for the
smooth proceeding of the cross-language business talk. The excerpt is quoted from
Meeting No.2 between YZ China office and GLN Groups, which is held to promote
the cooperation between the British and Chinese enterprises. The meeting is assisted

by YZ’s in-house interpreter Wendy.

M2-Example 13

1 John: Uh, I also like learn more about Tianfu area and see, uh.. the... because

one of the things Britain, we decided this year, we're going to analyse
many of the zones around China, because for many British business, very

complicated, very difficult to understand. So we'd like to work with...you,

and see if we can help make it very clear to UK businesses, what the
opportunities might be, what differences, what sectors, what priorities.
2 Wendy: %, At i At AR 1L TS, RIFHT X B — g .
N, EERZHITHAAEBXAEHX, EEZ. W, REFER
XL ENEZFIEXLE, IPMXFBERE, XMERXNE
RIXZ BRI X AR R, b 1A .

(Yeah, he said he wants to know something related to the Tianfu New

Area. Because many parts of the country are working on this Free Trade

Zone. But, hmm, actually, we hope that you can_help these foreigners to

understand the different zones, what is the differences between these

zones, they sometimes..)
3\ Mr:Deng: #A—FEH......
(They are all different...)

4 John: HBAT 1A AL, XRG4 EE, soto make it much more

simple...
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(They have no thoughts, this thing means what? So to make it much more

simple.)

5 Wendy: Hi2 Ui b1EA LKL, MMARTUURANBUAED, IEAEMT—
AIH, TP EALMATE, TRt R L TR, He &
AN TA) ) — 284 il X R AL S ERAER L o

(He just meant that how they can make a choice. Therefore we are also

currently doing a project to let them have more simplified explanation
of the features of different zone, and where opportunities and differences

lie.)

Let us look at the situational context first. John, in the first turn of this sequence
(13-1), states his concern to the complexity of the Free Trade Zones, which is
always a reason hindering the British companies from establishing their business
presence. We can see that the information provided by John is quite scattered, which
can be quite challenging for the interpreter because many of the sentences are
incomplete, with subordinations comprising dense parallel information (the
underlined part). Beside, the logic links of these sentences are not explicit, which
requires specific deduction for a crystal clear interpretation.

If we examine the interpreter’s reproduction process in such a textual scenario,
it is noticeable that Wendy, with her expertise in the background knowledge of
John’s intention and expectation, summarizes and restructures the utterance in the
next turn (13-2). She also substitutes “British companies” with “help these
foreigners to understand”. In other words, her subject stance shifts from talking on
behalf of the British side to talking about the British side with the Chinese primary
speaker. “It was a conscious act as I was talking to the Chinese primary speaker,
using such an expression is quite straightforward for both of us, and probably it can
also draw more attention to the need to clarify the concept of FTZ” (Interviewl,
25" Sept, 2018). Based on Wendy’s explanation, I could see a shift of her subjective
position. Summarizing John’s utterance from her perspective, Wendy actually aligns

her social and ideological positioning with the Chinese potential partner. Such
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alignment is potentially brought about by Wendy’s cultural identification with the
Chinese primary speaker. She tries to relate herself to the audience, Mr.Deng, and
constructs a relationship between her and the audience to emphasize her client’s
question regarding the necessity for further clarification on FTZ system.

As the conversation continues, an overlap occurs in turn 13-3 and 13-4,
where Deng and John both interrupt Wendy’s rendition to express their views. Deng
makes an emphatic expression to repeat what was rendered by Wendy, while John
uses the few Chinese words he knows to explicate his concern over the issue raised
a moment ago. The Chinese expressions John uses are grammatically correct but
colloquially awkward (13-4). Immediately, Wendy claims the next turn (13-5) and
produces a summarized rendition of what John said in Chinese as well as a part of
his utterance in the first turn. From the audience’s perspective, Wendy’s summarized
rendition here is at an appropriate moment for the situational context, as John will
take it as a rendition of what he added while Mr.Deng will consider it a feedback to
his emphatic expression. It is also a very good way for this sequence to wrap up,
since Wendy actually takes control of the overlapped talk and summarizes all is
scattered information into a logically linked rendition. With her social resources—
the expertise of YZ’s ongoing work, as well as the bilingual resources, Wendy
flexibly adopts the strategy to keep the talk on track. Her discursive strategy avoids
the presence of scattered and disordered information in the conversation, which is
also a good manifestation of the interpreter’s power to take control in the interaction
with the linguistic and social resources she holds.

The following case studies exemplify the other form of substitution, where
the interpreter replaces the words, phrases or even sentences to either adjust the tone
of the utterances delivered by primary interlocutors, or to render them into the
version which is more culturally acceptable for primary speakers. Let’s look at the
how interpreters exercise agency in the interaction to change the tone of the primary
speakers. Example 14 and Example 15 display how interpreters downplay the tone
of the primary speaker by substituting some of the phrases and adjusting sentence

patterns in the “original”.
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M3-Exmaple 14

1 Mr.Long: ‘& HIMERES A MRUEIE? FE[FRIX[EF B ARt 2 7w, =
e EATEEY e, HE T RAR SR ERE, fhE g2
Fe e ATA] SE [ IE ?
(The performance must be guaranteed, right? | bought it for this time
to produce the neutron beam, but we will scale up later, but the

fundamental requirement is the neutron beam. It has to be stable and

reliable, right? )
2 Wang: W,
(Hmm hmm.)
3 MrLong: ANREULEIRA T LAFEBE A o I . Ers 2

(It can’t be that | used it for few years or so and there is a breakdown

of the machine right?)

4 Wang: Another thing they care about is the convenience of maintenance and
smooth operation of the platform, the stability, and the sustainability of the
whole system. They will use this accelerator to generate neutron beams._So

they want a highly, uh, stable and reliable system, which they can use

for decades.

5 Mike: That’s not a problem.

This quoted sequence shows that there will be moments of intention in a business
talk when the content of the discussion is very relevant to the money spent in a
project or the quality of the product on purchasing. The interpreter, in such
occasions, takes control and shifts to the subject position of a “buffer”, to smooth
the talk. In this meeting, Mr.Long is the potential buyer of the accelerator
manufactured by an American company. The conversation occurs when the Chinese
buyer expresses his concern to the reliability and stability of the accelerator his
company intends to purchase, a substantial scientific platform which costs a fortune.

In such situational context, the interpreter’s reformulation process shows how he
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perceives the utterance of the Chinese primary speaker and how he adjusts it. We
could imagine how the interpreter’s client, Mike, would feedback on it if the
Chinese primary speaker’s utterance is interpreted directly and completely. It is also
noticeable the interpreter intervenes to downplay the tone, which potentially aims to
avoid the problem that might be induced by the direct translation of the blunt
questions raised by the Chinese primary speaker. In turn 14-1 an 14-2, we can
perceive from the transcript the strong tone of the Chinese speaker with the

2

repetitive use of questions with modalities such as “must be”, “has to be ” and
“can’t be”, expressions which are referred by Fairclough (1989) as words with
“relational meaning of ‘obligation’” (p.183), and are symbolic of the personal
authority. On Fairclough’s (1989) account, “must” conveys “the personal authority
of the speaker”, while “have (got) to” implies the “obligation based upon some
external compulsion, which may for instance be the rules of an institution” (p.184).
In this situational context, the institutions are definitely the two business companies
who seek to get a deal done. The modalities dominating Mr.Long’s utterance have
actually placed Mr.Long in a more powerful position in this conversation, as his
company’s decision to buy is central to the completion of the deal. Mr.Long’s
expression with the use of these modalities is actually a way for him to elicit
guarantee, at least orally from the American Manufacturer. However, it can easily be
identified that in the interpreter’s rendition, all these modalities are softened in tone,

99 ¢

being replaced by phrases like “they want” “they care about”. The questions raised
by the Chinese primary speaker are all turn into statements such as “they want a
highly, uh, stable and reliable system, which they can use for decades”. There
expressions definitely sound more pleasant to Mike. He then gives the positive
feedback of “That’s not a problem”.

Wang’s intervention in the talk to downplay the tone actually reshapes the
power relations in this talk, which softens the tone to make the Chinese primary
speaker seem an actor with less power to his client. In the immediate institutional

context of business talk and interpreting, Wang’s subject position is supposed to be

an interpreter who interprets what is said by the primary speakers completely.
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However, Wang obviously did not allow this social and situational matrix to
constrain him. He steps in with the bilingual and cultural resources in hand to tone
down the utterance. He explains the motive for such intervention as:

“I just feel that the tone is too strong, and I assume that the Chinese primary
speaker said so not because that he has doubts but only trying to get
reassurance from my client. The question is rhetorical instead of substantial”
(Interview 3, 20" Oct 2018).

We can see the interpreter’s agency based on his decision to step in the talk as a
substantial participant, which reconstructs the power relations between the Chinese
speaker and his client. The disruption of the conventional order of discourse takes
place as the interpreter actually does hold the ability to influence the contributions
of the primary speakers by downplaying the authoritativeness of the tone. His
intervention and shifts of subject position avoid the potential embarrassment that
might otherwise occur.

The following sequence also reveals how the interpreter reformulates the
“original” and downplays the tone of the primary interlocutor by rephrasing and
changing the sentence pattern. Example 15 is quoted from meeting No0.8 in which
Linda, the Manager Director of Europe Spa Association, promotes the spa route in
European countries to the Chinese travel agency. Chang is assigned to the Chinese

client Tim by the translation company she works for full-timely.

M8-Example 15

1  Linda: if you have a bit of luxury segments, luxury clients, to choose
like Avéne, Vichy, big brands, which are known in China, but_nobody

knows they are spa cities, using the thermo..
2 Chang: #5......
(Then...)

3 Linda: They think it is only cream on the shelves, but nobody knows that they

are spa cities.
4  Chang: W, FRHsCUe, BAESEFER A LS, HgiEss.
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MG, BT SEAR A SR SR B T, RS T 0 R AR A X
FRBZIET, MK, B, X5 GO AE R S 5
T, WATULH O & PRI T R e, LR — MR 11k
5.
(Hmm, actually, we, in China, know some of the brands, like Vichy,
Avene. They are actually spa cities. If you have clients who want luxury

experience, people will know, oh, these are not only brands in the shops

and | can go to these cities for experience. )

5 Tim: XEHEGH A — MRS, LLESH, EhEGEAHE IR, FOVEE

6

7
8

9

N T, AH R w2 b [ s NGBk Z W DLIE SR A 56 ek bk
NS, CORAREFAIBER, 5 EERRATEHE 44
(This is a relatively new concept, it is relatively new. It requires a
promoting process in China. Since the elderly people are the major
customer base. But in China the number of rich people multiplies, therefore
they pursue better experience. Good Concept, but it needs our promotion.)
Chang: yeah I think it is a very good and new concept for us to promote
because at present in China we have more old people in the market,
and the rich people are getting more and more and so they actually
need..
Linda; Educate them, they spend money on their health.
Chang: M2 1, AibA1H CWethRIEE Y H Ok 2 e — k.

(Yeah, they would understand the need to spend more money on

their health.)
Tim: &, &0
(Yeah yeah.)

Linda starts the talk to explain to Tim that the luxury skincare brands like Vichy

and Avene are also famous spa cities (15-1). She uses a negative syntax of “Nobody

knows...

2

, which alludes to the assertion of “people need to know” or “people

would want to know”. The negative assertion makes the tone quite authoritative.

This is apparently in line with Linda’s goal in the talk. On an overt level, the
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situational context is that Linda provides information of the tourism product, while
on the covert level, Linda actually tries to promote the uniqueness of the spa cities
and emphasizes the potential market opportunities. The power relation is more
pronounced in the next turn when she interrupts the interpreter’s turn. Linda
continues with her promotion using negative phrases “nobody knows” (15-3). As
Fairclough (1989) argues, “Power in discourse is to do with powerful participants
controlling and constraining the contributions of non-powerful participants” (p.46).
Based the transcripts of the first three turns in the conversation, we could perceive
that Linda apparently assumes a positioning with more power by adopting the
authoritative tone in her utterance. The interpreter then steps in to take control. With
her bilingual resource, Chang tones down Linda’s utterance and shift it to a positive
tone “people will know....I can go” (15-4). Chang’s rendition explicates the alluded
meaning of the Linda’s utterance in a softer tone. Similar interventions also occur in
the turns at the closing part of this sequence. In turn 15-5, Tim feedbacks on Linda
of his agreement, and he stresses the market demand in China with the information
like “in China the number of rich people multiplies, therefore they pursue better
experience” And “it needs our promotion”. Such remark brings subtle changes to
the power differential with the implied meaning of “yes, your program is attractive,
but you need our market and our promotion”. When Chang claims the next turn to
translate, Linda interrupts her again by the end of the rendition to add to Tim’s
utterance. Linda uses the phrase “Educate them”, which can be classified as the
“directive speech acts” while giving orders (Fairclough, 1989, p.46), which places
Linda in a powerful position once again. Interestingly, the interpreter rephrases
Linda’s utterance as “they would understand the need” in her rendition, which
downplays Linda’s authoritative tone into a narrative one. In the interview, the
interpreter explains the reason behind the intervention:

“It might be a move out of instinct or my common sense, because negative

sentence makes me feel that the tone is too absolute. | think this is also due to

the different convention of language use, Western people are quite
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straightforward and Chinese people are more euphemistical” (Interview 6,

30"Nov, 2018).

Obviously, the interpreter also considers the cultural appropriateness of the rendition
she produces. From my perspective, the phrases used by Linda are also somehow
quite abrupt if translated directly, such as “educate”, if we translate it into “Z{( &
(educate) , it has a sense of authority, which represents the absolute power
differential between people, particularly in China. The Chinese equivalent of
“educate” is always used in the situational context of schools or teacher-and-student
scenario. It is used to describe someone with an institutional status in the
educational system, which is largely discrepant from our immediate context of the
dialogue. The interpreter is apparently aware of this discrepancy. Therefore she
produces a version which conveys the key message of the “original” but in a softer
tone.

Based on the analysis of this sequence above, | would argue that the
interpreter is the person who holds the power to balance the power relations in the
talk. The interpreter’s rendition is the basis for the primary interlocutors to
understand the intention of one and other in a business discourse. Disrupting the
norms of complete and accurate translation in the context of business dialogue, the
interpreter holds the ability to gate-keep the talk by putting constraints to the
understanding as well as the contributions of the primary interlocutors. She assumes
this subject position due to the fact that she is the only one who is bilingual and
bicultural in this discourse practice. The interpreter’s power manifests itself in her
disruption of the discourse order. Assuming a substantial subject position, the
interpreter actively engages in the power struggle of the primary speakers. Her
awareness of the cultural appropriateness in this situational context enables her
exercise of agency, through which she substantially imposes the influence to the
power relations in the discourse of the business negotiation. Her intervention is also
potentially related to her employment relations with the Chinese client, who she

also shares the same cultural background and identified culturally with. In a way,
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toning down the foreign speaker’s authoritative tone can avoid the potential

embarrassment for a more relaxing or friendly atmosphere for the business talk.

Example 16 is a case where the interpreter rephrases the Chinese interlocutor’s

utterance and orients it culturally towards the Swiss client. The interpreter bridges

the gap culturally for the understanding of the primary interlocutors with the

exercise of her agency.

M9-Example 16
1 Hui: EXME, HAA-TRAECS, EEAHE, s A)IFIEEME

w

(6]

6

FTEATHORH el .
(It is like this, 1 would like to introduce myself first. For I myself,
actually 1 have several things doing at the same time. Firstly I myself
have a company and make some industrial products.)
Fion: Tk i ?
(Industrial product?)
Hui: 52, JATHIA > s HSgr, Jodin L2 T — ML R
(Yea, Our product is actually, I am an expert of Swiss Army Knife. )
Fion: 1% JJ? (Swiss Army Knife?)
Hui: %o L SEAE R 16, B L 25 st 2 EE B A4 1L s T
A b B, Fe B P R AR TR ST RS R OR AN BE IS, R e
FEIR U 5 3 I S e fi b AU — AN BRI — A R . TS EX L
B— MR NFEE .

(Yes. In fact, in Switzerland, the Swiss Army Knife is also relatively

famous...This time, the Swiss industrial park, the Southwest Consulate of
Switzerland invited me to come here and to settle here, then my_identity

here is actually a point of promotion for Swiss culture.)

Fion: Actually, |1 have many jobs. First of all, | have a company which focuses
on industrial products. By the way. | am also an expert in Swiss Army
Knife, the military knife. So actually, I'm very famous in this area. And

the Swiss Consulate invited me to come here. So | am actually like a
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cultural ambassador here to promote Swiss culture, through my

business. We will build a private museum here.

7 Elin: That’s interesting!

Hui is a Social Media influencer, and he owns a Switzerland-based Chinese
company. In the beginning of this sequence (16-1), he tries to introduce his business
to Elin, the representative of a Swiss company. Fion, the interpreter, is hired by Ein
to assist the talk. It can be seen that Fion actually claims the turn for clarification
twice in this sequence (16-3, 16-4), the reason is described by Fion as “I would
like to check the information is correct as it seems belonging to a different industry
as opposed to my client’s” (Interview 7, 25", June, 2019). Upon clarification, Hui
also adds information such as “I am an expert of Swiss Army Knife” (16-3), “a
point of promotion” phrases which make his identity quite authoritative and
complicated. The implied meaning can be assumed as “I have resources”, or “my
company is quite resourceful”.

In 16-6, Fion produces a summarized-rendition of Hui’s utterances in which
she integrates the most relevant information. Noticeably, Fion also replaces “a point
of promotion for Swiss culture” with the sentence “I am actually like a cultural
ambassador here to promote Swiss culture”, which makes it easier for her Client
Elin to understand. “I adjusted it as I don’t think the close translation fit into the
cultural understanding of my client, as in western culture the connotation is similar
to that of an envoy, an ambassador of culture” (Interview 7, 25" June, 2019). In
Chinese, especially colloquial language it is acceptable to say ‘“My identity is a
point” in this context. However, the discrepancy grammatically and culturally
makes it an awkward phrase in English, which the interpreter is apparently aware of.
If we look at the situational context from the covert level, it is also perceptible that
Hui uses all these expressions in his utterance to appeal to Elin. The interpreter’s
intervention successfully constructs this appealing image of Hui to her client in a
culturally acceptable way. Breaking the conventional and ideal norms of interpreting,
the interpreter steps in and promotes the positive image of the Chinese interlocutors,

which is well-received from Elin’s perspective (16-7).
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4.5 Discussion

In this chapter, based on the data collected from ten naturally-occurring interpreted
business meetings, I have drawn upon Fairclough’s (1989) CDA theories and
framework in combination with Wadensj0’s (1998) rendition categories to
investigate the interpreter’s subjective positioning and its influence on the power
relations in BNI. Based on Fairclough’s (1989) argument of “Power in discourse is
to do with powerful participants controlling and constraining the contributions of
non-powerful participants” (p.46), | have considered business interpreting as a
discursive practice, and the interpreter’s exercising of agency is defined as the
interactional power to put constraints on the understanding and contributions of the
primary interlocutors.

As illustrated in the above examples, the interpreter’s power manifests itself
mainly in three categories of renditions to which they hold the sole producing right.
The “scarce resource” of the interpreter in the discourse includes the bilingual
ability, the professional skills and their sensitivities to the social, and situational
context. This has endowed the interpreter with the power to disrupt the conventional
order of discourse where the interpreter is a conduit or detached person. The
“holding of resource” is not only manifested in the interpreter’s bilingualism, but is
also evident in the interpreter’s biculturalism, which can be unpacked as the
interpreter’s understanding of the institutional culture and the backdrop of the
business negotiation; their knowledge of the profiles of both companies and the
relation-building liaison process of both companies. This situates the interpreter in a
very critical place in the negotiation, which endows the interpreter with the
expertise of the appropriateness (both culturally and situationally) of the utterance
she produces in the discourse. Such ability could be described as the “interactional
power” within the business context. The interpreter, with the interactional power,
actually reconstructs the discourse and its order, in which they shift their subject
positions as a substantial participant or as the ally of the primary interlocutors. As

the interpreter exercises their agency in the discourse, the interpreter reformulates
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the primary speaker’s utterance with three different strategies: addition, omission,
and substitution. Instead of transferring information completely as an invisible or
detached agent, interpreters in the highly dynamic business settings assumed the
role of a gatekeeper, who controls the flow of information, adjusts the tone of the
speakers to ensure the situational and cultural appropriateness of the rendition.
Meanwhile, taking the subject position of a spokesmen of their clients, interpreters
also offer suggestions or engage substantially to promote the product or to speak for
the company. The agency exercised clearly transcends the description of the
idealized role of the interpreter as mere invisible persons or conduits that are
prevalent in various versions of codes of conducts designed by professional bodies,

which brings changes to the power relations of the business discourse.
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CHAPTER 5 CDA Analysis of the Interpreter’s Power

Manifested in Shifts of Footing

The previous chapter explores how the power of the interpreter manifests itself in
the discursive practice of interpreting within the business context based on the
discrepancies identified in interpreters’ renditions compared to the primary speakers’
utterances. As the study shows, the interpreter functions as a ‘“coordinator”
(Wadensjo, 1998, p.105) with the power to break the assumed order of the discourse.
As mentioned in the previous chapter, business negotiation interpreting is
considered a discursive practice. The power of the interpreter derives from their
holding of the bi-cultural and bi-lingual resource, which manifests itself in the
mediating moves conducted by the interpreter in the discursive practice.

According to Foucault (1977), “discourse transmits and produces power”
(p.100), which implies that discourse produces, reinforces, but also potentially
undermines, and exposes power. On Foucault’s (1977) account, discourse is the
carrier of power, which brings power everywhere in society. It is considered to be a
form of social practice in which the social identity and social relations are formed
and constituted. In other words, in every discursive practice, there exists a
“dialectical relationship” which “contributes to the shaping and reshaping of social
structures” (Jorgensen and Philips, 2002, p.62). In the context of business
interpreting, the interpreter plays a visible and active role in which he/she “exercises
agency within interaction, in order to bridge a communication gap” (Angelelli, 2004,
p.76). The interpreter not only facilitates the conversation linguistically, but also
regulates and mediates the talk, which potentially leads to a change of the social
positioning and reshapes the assumed order or discursive relations in the discourse.
With a CDA perspective, I intend to explore the evidence of interpreters’
intervention in the business talk by shifting their footings while engaging with the
primary interlocutors based on their understanding of the context and the
interpersonal relations in the course of the business negotiation.

All interpreters were interviewed after the assignment by the author to
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explore their perceptions of their performance and their awareness of the shifting of
positions in the discourse of BNI. The data analysis is based on the transcripts of the
naturally occurring sequences of the interpreted business encounters, with the
source text and the interpreter’s renditions presented in a parallel format.
5.1 Analytical Framework
Fairclough (1992) argues that “Every instance of language use is a communicative
event consisting of three dimensions (p.73):
-it is a text (speech, writing, visual image or a combination of these);
-it is a discursive practice which involves the production and

consumption of texts; and

-it is a social practice.
Similar to chapter 4, the framework for analysis in this section draws on
Fairclough’s (1989) three-dimensional model of description, interpretation, and
explanation. As Fairclough (1989) proposes, “a close analysis of texts in terms of
such features can contribute to our understanding of power relations and ideological
processes in discourse” (p.109). Following his approach, I intend to examine the
textural features at the grammatical level and specifically focus on the relational
value of personal pronoun changes introduced by interpreters in their renditions
compared to the original texts produced by the primary interlocutors. I will mainly
focus on the shifts of personal pronouns and use of reported speech identified in
interpreters’ renditions, because according to Fairclough (1989), the choice between
pronouns “is tied in with relationships of power and solidarity” (p.127) in a
discourse. Examining the textual features of the interpreter’s rendition on the
grammatical level, such as the shifts of the pronouns, | intend to reveal how and
why interpreters adjust their social positioning in relation to their clients and
primary interlocutors within the business context.

To highlight the interactive nature of the discursive practice of the business
interpreting, I also draw on Goffman’s (1981) theory of “production format” (p.144)
to explore the speaker-hearer relations in this discourse. As mentioned in the

Methodology chapter, Goffman’s production format provides several examples of
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the dynamic and ever-changing relationships between the participants of the
conversation. The distinction between the “animator”, the ‘“author” and the
“principal” is closely relevant to the performance of interpreters (p.144). This is
because that the interpreter’s responsibility in dialogue interpreting is to “animate in
a second language the ideas and position of others” (Metzger, 2014, p.331), which
means that the interpreter may take substantive positions and engage in the
interactional process.

To perform the task, the interpreter may shift back and forth between these
three roles (“animater”, “author” and “principal”). They may at times animate the
words of one primary speaker or another, while voicing their own position or ideas
in the circumstance of explanation of something related to the interpreting process.
Shifting between these three roles will inevitably trigger the change of the
interpreter’s “footing”, which is defined by Goffman (1981) as “the alignment we
take up to ourselves and the others present as expressed in the way we manage the
production or reception of an utterance” (p.128). This can be reflected by the
interpreter’s use of personal pronouns or direct and indirect speech as the
subsequent speaker to the primary speaker. Therefore, to examine the interpreter’s
mediating role in dialogue interpreting, the interpreter’s choice of personal pronouns
and direct or indirect speech in response to the primary speaker offer a useful
perspective.

In this study, | have considered the interpreting practice as a discursive
practice. In addition to the interpersonal relations between the interpreter and the
others, | also examine the change of the order of discourse, the assumed
conventional order of the discourse, which provides the cornerstone for us to
explore the interpreter’s agency and shifts in subject position in this dynamic
process. Professional interpreters are always trained to use the first person pronoun
when performing an interpreting assignment. As argued by Tannen (1989, p.89), the
professional interpreter is expected to adhere to the principle of “direct reported
speech”, which means the direct form of reporting. For example, when the primary

party says, “I would like to know more about your business scope”, the interpreter
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will render it as “I would like to know more about your business scope”, without
changing the subject employed by the primary speaker. Tannen’s argument is also
echoed by Torikai (1998, p.263), who believes that the interpreter should use the
first-person pronoun to align with the primary speakers so that the renditions of the
interpreter will be regarded as the speaker’s stance instead of the interpreter’s own
stance. It is also a golden standard in the training of interpreters in China as well as
the U.K., where the research subjects of this study receive their interpreting training.
However, the data analysis in this research shows that professionally trained
interpreters at times deviate from this norm of interpreting by:
1) changing first personal pronouns or second personal pronouns into the first-
person plural;
2) changing the first or second personal pronouns to the third personal
pronoun;
3) changing the personal pronouns “I, he, she” to reported speech prefaced by
“he said, or she said”.
As business dialogue interpreting is an interactive discursive practice in a specific
social context, the pronoun shifts adopted by interpreters reflect, to a certain extent,
how they approach the inter-personal relations in the business encounters. The use
of personal pronouns in the discourse is considered by Fairclough (1989) as
“grammatical features of texts which have relational values” (p.125). This has
implications for our understanding of the shifts of the pronouns in interpreters’
renditions, which are based on the understanding of their positioning in relation to
the others and the situational context of interactive discourse in dyadic or multi-
party business encounters. It shows evidence of the interpreter’s agency in the
discursive practice, which mostly derives from their holding of bilingual and
bicultural resources in the discourse.
In this study, | have identified from the transcripts of the naturally occurring
interpreted business meetings that interpreters change the personal pronouns
adopted by their clients and primary interlocutors on many occasions. Such shifts of

footing unveil how they situate themsleves socially in relation to the client and
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primary interlocutors in the business interaction.

Like the preceding study chapter, the analysis from a CDA perspective
follows the four layers of situational context steps proposed by Fairclough’s (1989,
p.146) to examine the content, the subject, and the relations in the discourse. The
analysis unveils how the interpreter’s power manifests itself when the interpreter
intervenes in the business talk by shifting their social positioning. The examination
of the data will present evidence to prove that interpreters sometimes has the
privilege to break the norms of adhering to the primary interlocutor’s use of
personal pronouns, a shared fiction of the interpreter’s professionalism. Such
disruption of the norms is a salient manifestation of the interpreter’s power in the
interaction. In fact, by doing so, the interpreter may even function as public relation
official who ties to remove any potential confusions and communicative inadequacy

to facilitate and smooth the proceeding of the business talk.

5.2 Mediation through Personal Pronoun Shifts
The analysis of the data recorded shows that interpreters change the personal
pronouns used by the primary speakers at different frequencies. The analysis is
made at a turn level, where the primary speaker’s utterance is followed by the
interpreter’s rendition with the aim to closely examine the discrepancy of the
pronouns used by the interpreter and the primary speaker in BNI. Taking advantage
of my presence in the meetings, | managed to interview the interpreters after the
meetings to investigate if they were aware of the shifts and explore the reasons
behind the shifts.
5.2.1 Shifts to the First Plural Personal Pronoun and Second Personal Pronoun
In the following cases, interpreters align themselves with primary speakers by
introducing the personal pronoun shifts from first-person singular pronoun to first-
person plural or second person pronoun.

Example 1 is a B2B meeting that occurred after a tourism forum. The
interpreter, Chang, holds an MA degree of Conference Interpreting and is

professionally trained in the U.K. She is a full-time interpreter working with an
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interpreting agency that provides the service for the meeting. The Managing
Director, Adam, from a Switzerland-based Hospitality Group, is having a meeting
with Tim, the manager of the Chinese travel agency, for the first time. Adam has
introduced his company, and he is seeking information about the demands and
requirements of the Chinese travel agency. The Chinese company provided
feedback on the services offered by Adam’s company and engaged in further

conversation by raising some questions regarding the hotels.

M7-Example 1
1 Adam: About groups, and how does he book his group? Does he have groups
to Switzerland?
2 Chang: M, &R a0 {2 F0E X AR AIBN 2 BRAE STl A7 (2] AR 2
(Oh, how did you book your group? Do you have groups in
Switzerland?)
3 Tim: AT, AN REVEEE AR, XN RS A A BN XIS S
beEOE ST, WoE Uik . W, R ATVE, I8 S HRAT AR T,
RE TR, B2 X — B3, Z B A B 41 5 Hh [ ik
AT PN EROR L 7l (S E PNy A ol
(Yes, | have. His hotels’ standard, including the locations, are relatively
suitable for tourism. Before, | actually book through the local agencies. |
would like to know, did his company receive any of the Chinese tourism
groups? And what is the price roughly?)
4 Chang: Hmm huh
5 Tim: &, RV AME
('Yes, the price for the package tour.)
Chang: Hmm huh
Chang: And we found that your location is suitable for our business,

Adam: Yes

© 00 ~N o

Chang: your location of the hotel. And before we contact the local agencies.

10 Adam: yes
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11 Chang: to help us to book the hotel.

12 Adam: yes

13 Chang: And so we are wondering, uh, do you have received the Chinese group

before? And what about the price?

14 Adam: Yes, | mean, we have we have many many Chinese groups in
Switzerland from China. And we are also working with ***, Justjust
show you one thing you see,l am working with ** and | am working
with C-trip, ok so it is data connectivity to my reservation system,
and we have so many so many Chinese groups in Switzerland

15  Chang: MAFFZ R IZEEAFRZRATHE 17, WaBXBRIXLE, REitH

XA, HHAGEATR XSS, (R AT, )
(huh hmm, received many tourist groups, and like this and these, and
this, istheir business partners.) (pointing at the booklet)

16 Tim: W, BH.

(hmmm, understood.)

Interestingly, primary speakers on both sides consider the interpreter a ratified and
substantial participant of the conversation, as they both use third person pronoun
“he” to refer to each other while directing the questions to the interpreter (1-1, 1-3).
The interpreter changes the third personal pronoun to the second person pronoun
“you” in her rendition (1-2), which gives a sense that the Swiss primary speaker is
speaking directly to the Chinese primary speaker. Moreover, the interpreter also
uses “we” instead of “I” when she translates the utterances of her Chinese client in
turns 1-7, 1-9, 1-11, 1-13, and she also uses an additional possessive pronoun “our”
in turn 1-7. When Adam goes on in turn 1-14 to answer the questions Chinese
speaker’s questions, Chang shifts the pronoun “we” to the third plural personal
pronoun “they” (turn 1-15) to distance herself from the Swiss interlocutor. The
shifts are strikingly fascinating to witness. According to the professional norms of
interpreting, the interpreter is supposed to follow the personal pronouns used by the

primary interpreter. If we look at the data closely, it is obvious that the interpreter
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shifts “I”’ (FK) to “We” and “Our” (F&A17). The use of the personal pronoun “we” and
possessive pronoun “our” (FKA1H)) has the relational value, which denotes a
meaning of inclusiveness referring to both the interpreter and her Chinese client, the
person she interprets for.

On Fairclough’s (1989) account, using pronouns with the sense of
inclusiveness “is making an implicit authority claim”, which shows that the speaker
“has the authority to speak for others” (p.128). Such intervention is a prime example
of the interpreter’s exercising of agency in the interaction between the client and the
primary speaker. It shows that the interpreter’s decision-making process is based on
the situational context of this discourse and the subject position she adopts exceeds
a mere linguistic transmitter who is entirely neutral. The interpreter obviously
identifies herself as a member or the Chinese company representative instead of
only a linguistic facilitator who works in the conduit mode. Rather than directly
translating the primary speakers’ utterances, the interpreter speaks for her client by
aligning herself with him, and the rendition produced by the interpreter does show
that the interpreter places herself in a position with the “implicit authority” to
convey the interest of her client to the Swiss interlocutor. Her subject position shifts
from an “animator” to an “author”, and she not only animates the words of her
client and primary speaker but also voices her own position and the alignment with
her client by explaining her client’s interest. The act of speaking on behalf of her
client actually shows that the interpreter holds the autonomy to her own subject
position in the discourse. Her decision-making process while producing the
rendition is at times subject to the situational context, the employment relationship,
and the aim of interpersonally and socially appropriateness within the business
context.

The follow-up interview confirmed my hypothesis of why the interpreter
changes the personal pronoun in her renditions. The interpreter Chang explains that
because she was assigned by her company to the Chinese company, she met the
Chinese client first place before the foreign company came to join them at the table

(Interview 5, 23"“November, 2018). The Chinese company executive also explained
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to her the aim of the meeting and the services they are provide before the meeting,
which made her feel obliged to introduce the changes of the personal pronoun “we”
in her rendition. Besides, the interpreter (Interview 5, 23" November, 2018) also felt
quite awkward when both parties seemed to address her directly in their renditions
by using “he” or “his” to refer to each other (1-1, 1-3). Therefore, she tends to
introduce the second person pronoun to direct the remarks directly to the primary
speakers, and shifts “I” to “we” in the following turns (1-7, 1-9, 1-13) to let the
primary parties feel they are the negotiating entities. Interestingly, the Swiss primary
participant follows the personal perspective used by the interpreter and starts to
speak to the Chinese speaker directly (as could be seen in 1-14). According to the
interpreter, she is not sure why these shifts occurred, but she assumes that it is
because shedoes not want the client to talk to her directly. She explains that she
wants to create the atmosphere where “it is they two who are talking about the
business” and all the information she translates “is provided by the primary speakers
instead of myself, therefore the pronoun ‘we’ instead of ‘I’ gives a feeling of
speaking from a company’s perspective.” (Interview 5, 23"“November, 2018).

Interestingly, the interpreter seemed to align herself only with her client rather
than with both parties in this sequence, which again shows the inevitable influence
of the employment relations on the interpreter’s subject position. The interpreter’s
consideration reflects her understanding of the situational context in a business
context and the social boundaries of their role. The interpreter’s power is manifested
in her act to adjust her social positioning in the talk. She mediates the conversation
by regulating the distance between her client and the Swiss primary participant
based on her assessment of the context. Though the interpreter breaks the norms of
direct translation of the personal pronouns of the primary interlocutors, she does
successfully “sustains the definition of the encounter” (Wadensj6, 1998, p.105), a
business talk where both parties should engage with each other when expressing
interest or making enquiries.

The following example is extracted from the same meeting. As the

conversation continues, a similar type of personal pronouns shift is introduced by
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the interpreter.

M7-Example 2
1 Adam: Which, which destination doeshe go in Switzerland?
2 Chang: B&7EF L 35— AT /2 ML i 7 2
(Where do you go in Switzerland?)
3 Tim: Bt BOR LIRS, AR
(Switzerland, normally Lucerne, or Interlaken, Zurich..)
4 Adam: yeah, Lucerne and Interlaken.
5 Chang: And Zurich
6 Adam: Zurich. Yes. In Lucerne, we used this hotel. There are three or four-star
hotels he uses?
7 Chang: MRS F 1) 0 = B 9004 72 DU B2 2 ) )5 Vg 2
(hmm, do you book for three-star hotels or four-star hotels? )
8  Tim: EibBREENEA A, AN A AN 5 L 2 FE AT
B IR I BT A IX 5 TH 75 Y
(In Switzerland both three and four star, so I just mentioned his hotel
is suitable for the demand of the package tour.)
9 Chang: We use both three or four stars, so we think yours is suitable for our
demand.
10  Adam: Yeah, it is a very good, | mean he can just request the groups here, and
we give him an answer within two hours
11 Chang: #&HtrT AR &AM, SREMATHIAS NS 2 AR E AT A fs Bl &2
0 A AT X AT A B 75 21
(You can contact him, and they within two hours can give you reply
if you have the demand from this kind of package tour)
12 Tim: T,
(Hmm.)

Adam, the Swiss primary speaker, again addresses the interpreter directly by using

the third-person pronoun (1-1, 1-6). Similar to the preceding example, the

interpreter introduces the second person pronoun to redirect the questions. The
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Chinese client makes comments on the hotels of the Swiss supplier by using the
reported speech “I mentioned” (1-8), and the interpreter translates it as “we think
yours” in the next turn. The interpreter again aligns herself with her client and shifts
to the first plural personal pronoun to speak as a company representative. When
asked the reason for this shift, the interpreter (Interview 5, 23"“November, 2018)
explains that she believes “the aim of this business talk is to find some common
grounds” in the business scope of both companies. By using the possessive pronoun
to represent the company, the interpreter tries to create a better interactive
atmosphere for both parties to understand that they are having this conversation on
behalf of their companies. It can be argued that the interpreter may wish to “signal
the commonality of the purpose” (Merlini and Favaron, 2005, p.279) with her client
through the use of the first plural pronoun.

Interestingly, when the interpreter conveys the Swiss speaker’s utterance to
her client in the last turn (2-11), she again opts for the second personal pronoun
“you”, instead of adhering to the third personal pronoun “he”. Obviously, the
interpreter realizes that the Swiss speaker is talking to her directly other than her
client. To let her client feel the questions is actually posed by the Swiss speaker and
to set the business ongoing conversation between the two primary speakers, the
interpreter shifts her social positioning again by talking to her client on behalf of the
Swiss interlocutor.

Again, the interpreter breaks the order of the discourse and shifts her footing
as an “author” in this excerpt. She opts for the subject position of a company
representative and adjusts the social distance between her client and the Swiss
primary speaker in the business discourse. The social-positioning adopted by her
clarifies that it is the utterance of the company instead of her own ideas, which
avoids the possible confusion that might arises from direct translation of the
personal pronoun.

The following excerpts are from a multi-party business meeting in Chengdu
(M2 shown in Table 1). It further explicates how the interpreter brings the

interlocutors closer by introducing personal pronoun shifts. Wang is a freelance
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interpreter hired by Mr.Meng, the host of the meeting. The latter recommends the
American facility supplier to their potential Chinese user/buyer of the equipment
produced in America. It is a multi-party meeting before a public tendering process
for the user and buyer to be better informed about each other. Mr.Long, the Chinese
company director, together with his two engineers (Mr.Li and Mr.Sun), came to
meet Mike, Steve, and two other Chinese staff representatives of the American
accelerator supplier for a discussion on issues related to the technology as well as
the prices.

Example 3 is a case that reflects how the interpreter shifts his social

positioning by introducing the changes of personal pronouns.

M3-Example 3

1 Mike: So now specifically to talk about the system we're proposing for_you,
this is a 1.7 megavolt accelerator with the single ion source that we
call it tau, this has one high energy beamline.

2 Wang: One what?

3 Mike: One high beamline

4 Wang: MM, K, WIMELSRKRENH—TF, HESEEMPENRS.

XA AR, BRI R KR RE RS 1.7 KK, BAER
RS TUER AR S . AT R E R LRI
(Hmmm, now I, I would like to make some introductions. The
accelerator being provided to us, its maximum voltage is one point
seven megavolt, and it is a single ion source accelerator. It has a high
energy beamline. )

5 Mike: And uh, so you see this type of system is also modular, because in the
future, you can also expand it to add a second ion source, and more
high energy beamlines if you decide to do future experiments.

6  Wang: XA RGN, BRI T, EFLLRFEMILER, T

JeBATH XA Re iy, B N 47, W RAFRAT AT PARE N, 3
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s =4, B SRR, AL,
(And the system is also modular, it can allow us, in the future to
expand our capacity or application. It also enables us to add a second,
second ion source. Both are possible.
7 Mike: This type of accelerator we have sold and manufactured and sold
approximately fifty times
8 Wang: GiXixfl, Xfplasrs, AOTKMOSseH 7H KA 50 6.
(Like this, this type of machines, we have already sold roughly 50
times. )
Mike introduces the equipment they want to sell to the Chinese users in turn 3-1 by
using first-person plural pronoun. While Wang interprets Mike’s statement, he
follows Mike’s first-person perspective. But Wang changes “for you” (Z3 1K) to “for
us” (Z5MHA4]), a pronoun in Chinese which explicitly includes the person who is
addressing and addressed. Similar shifts also occur in his rendition of the primary
speaker in turn 3-6 where all the second personal pronouns are rendered into the
first personal plural pronoun “we” (FHAT or $&A[1). The interpreter was actually
sitting closer to the American clients; however, in his renditions in this sequence, he
aligns himself with the Chinese interlocutors on the other side of the table, and opts
to not only report his American client’s message but also recapitulates the rendition
to include himself in the utterance as if he is a member of the Chinese company.
Adopting the alignments, the interpreter breaks the norms of a direct
interpretation of the personal pronouns used by the primary speaker, which
highlights his presence and his alignment with the Chinese speakers in the
interaction. Similar to “F&f7” (we), the Chinese person pronoun “FHA]” (we) has
a sense of inclusiveness. The slight difference is that “FH{]” (we) includes the
person who is at the receiving side of the information, while “FA1” (we) only
includes the interpreter and the person they interprets for. Besides, it originates from
the dialect spoken in the Northern area of China, mainly used in colloguial language
with a strong sense of affability and friendliness. Therefore, it not only intensifies

the sense of inclusiveness in the client’s utterance by situating the interpreter in a
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social position very close to the Chinese primary participants, but also creates a
casual and pleasant atmosphere for the discourse. The interpreter opts to assume the
footing of an “author” to talk as if he is a member of the Chinese side, which clearly
breaks the norm of direct translation. As he actually represents the American client,
the shift of footing also, to a certain extent, brings his client closer to the Chinese
primary, because the pronoun emphasizes the membership and interconnection
between the two negotiating parties.

In the follow-up interview, when asked why such changes occurred in his
translation, Wang (Interview 2, 15"October, 2018) explains that it is a conscious
move to change the personal pronoun. He believes that shifting to the pronouns of
“F&A11” (we) or the informal person pronoun “FH41” (we) can shorten the social
distance between two primary speakers, which ensures the highly technical
exchange to proceed in a more casual atmosphere as expected by his client. The
shifts of footing unveil that the interpreter exercises agency in the business
discourse, which enables him to adjust not only his own social positioning but also
that of the primary interlocutors. Such moves showcase the interpreter’s ability to
provide linguistic service with his expertise in interpersonal relations. In other
words, the interpreter almost functions as a public relation official who holds the
resource of bilingualism and biculturalism in the discourse to manage the talk and

eliminate the potential awkwardness caused by communicative inadequacy.

5.2.2 Shifts to Third Personal Pronoun

The shifs of personal pronouns to the third-person perspectivealso occur in the data
collected. In such cases, the primary interlocutors typically use the first-person or
second-person pronoun, singular or plural, which is then translated by the
interpreter in the following turn into a third-person pronoun. In Goffman’s theory
(1981, p.128), interpreters function as an “author” on such occasions, which means
that they are responsible not only for the rendering of content but also the form of
the utterance. Interpreters narrate the intended message of primary speakers while

keeping their own identities by separating themselves from primary interlocutors.
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The interpreter does not work as a “talking machine” (Mertzger, 2014, p.331) in
such cases; instead, they break the norms of the discourse and changes the forms of
the utterances through footing shifts.

The interviews with interpreters show that the reasons behind such changes
differ as the situation varies; however, the present research shows that the primary
reason for the occurrences of such shifts is related to interpreters’ understanding of
the addressing and the addressed party.

M3-Example 4
1 MrLi: JARR N, W) AR, AT AT DU 2 i ?
(I want to ask when it is delivered, is it possible to do some neutron

test?)

N

Wang: In the acceptance of testing , can we do some neutron testing?
3 Mike: Yeah, definitely at_your facility, we can.
4 Wang: ZEREATEY, PEATRY ) Bk m] BAM .
(yea, in our, our factory, it can be done.)
5  Mr.Li: Wxf, FATHE ZAi.
(Yes, we will definitely do it on our site.)
6 Wang: I, nSABATIX, NECIXi, &ME?
(Oh, on their NEC’s site?)
7 Mr.Li: % o
(Yes.)

8 Wang: They want to do the neutron testing at your site.

9 Mike: We have done that in the past before. We may be able to do it. At
slightly reduced beam currents, uhh beam energies. Because we do
not have the nuclear facility, or good radiation shielding for this
type of experiments.

10 Wang: i LW EATHOL XM, AH 2 IUAE R DY FATTBEA — LEAH LR TBUH HY
IR T, B PLUE L SRR I R R E T RE A A —
RiB#%. (In the past, we have done this, but now we do not have the

related radiation source facility. If we do it, the energy of the beam
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current will be reduced.)

In Example 4, the Chinese engineer Mr.Li raises a question (4-1) regarding the
neutron test before delivering the equipment, which is an essential requirement for
Health and Safety Standard. However, he does not mention at which site the neutron
test should be conducted. In the interpreter’s rendition of the question (4-2), he adds
the personal perspective of “we”, which is responded by Mike immediately as “at
your facility, we can”. The interpreter continues to use the possessive pronoun “M
I (our) to explain the location of the test, while the Chinese user responds that
is the test is definitely a must on the Chinese side. The interpreter then picks up that
the Chinese client is indicating if the location of the test can be in America,
therefore, in turn (4-8), he retranslated the question using possessive third person
pronoun “their NEC site” to clarify and confirm the issues with the Chinese client.
Then the interpreter shifts to the third-person plural pronoun “they” and the second-
person possessive pronoun “your” to clarify the Chinese client’s intention.

We can perceive that the interpreter opts for the third personal pronoun in
turn 4-6 and 4-8. Distancing himself from the client, the interpreter chooses to
report the utterance of the Chinese primary speaker. In the course of the meeting, he
changes his footing to ensure that the positions of his client and the Chinese
interlocutor are clarified. The interpreter potentially realizes the problem regarding
the neutron test location (4-5, 4-6, 4-7), which is an essential piece of information in
this business tug of war. He thus mediates the talk by shifting to the third personal
pronoun to clarify the question regarding the location of the neutron test, taking on
the role of an “author”. However, in turn 4-10, the interpreter again shifts his
footing, and follows the personal perspective used by the primary speaker. Notably,
the interpreter is well aware of the norms of interpreting, and he is trying to abide
by the norms and keep his identity and subject position as a professional interpreter.

In the post-assignment interview, the interpreter (Interview 2, 15"October,
2018) explains that he discovered that the Chinese side didn’t initially specify that
they wanted to do the test in America upon delivery; as a result, he decided to use

the third personal pronoun to clarify the issue concerning the sites of the neutron
168



test. “I think it is more accurate to translate into ‘they want to do the test on your
side’ to clarify the user’s question actually lies in the location of the test” (Interview
2, 15" October, 2018). This case shows that the interpreter changes his footing
based on his understanding of “who is talking and who is being addressed” (Zhan,
2012, p.201). Realizing the issues discussed are quite subtle and important for the
ongoing business negotiation, the interpreter adjusts his footing and opts to report
the utterance of his client in the following conversation. Such case is a good
reflection of how the interpreter functions as a gate-keeper (Davidson, 200, p.379),
who holds power to gate-keep the conversation. The interpreter tries to avoid any
potential confusion while considering the seller-buyer relations in the business
discourse. After all, the discussion in this example is involved with concrete details
of the cooperative contract, which is of primary importance for the parties on both
sides of the negotiating table. The interpreter evidently takes all these parameters
into consideration when he makes the intervening moves.

Example 5 is another prime example of how the interpreter introduces the
personal pronoun changes based on his assessment of the situational context of the
business talk. The following sequences occur following a lengthy technical Q&A
session, in which the Chinese users make some detailed queries of the accelerator
they intend to purchase. The American seller finally gets a chance to listen to the

Chinese buyer’s feedback on the deal.

M3-Example 5
1 MrLong: /X HER), BB, BIEGHARILEA FIE..
(It is like this, first_I, 1 now do not have a venue, right?)
2 Wang: Currently, they don't even have a site for, for the accelerator.
3 Mike: OK, Hmmmhuh
4 Mr.Long: it AFRATEILAE A& 38 i JA T s 28 X A i Ok RIERATT £
B xR
(So, we are now through the structure of the accelerator, to

calculate the size of the factory, right? This is the first issue.)
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5 Wang: So_they want to first know about this accelerator’s structure and then
they will know what kind of earthwork they have to do..

6 Mike: hmmm

7 Mr.long: $EACELA RS IR 2 ELEELS R UK. ..
(Put it in a reasonable place is a must, right? It needs to be
accommodated properly..)

8  Wang: To ensure very good placement, the installation...

9  Mike: OK, OK.

10  Mr.Long: IXAZ& 1. B AWEmERNIA BAIZ AR RZF WA 171R 241
TR B RN A U e TR AR BEAN BEIL BIFATHU R, X
AN I AR T XA GG IRATHI U, B RATIA N2
R RATER, XA HER.

(This is the first. The second is just now_our colleagues asked a lot of

detailed questions. First is about the performance of the accelerator
can hit our standard. Through the two experts’ explanation, we
believe it can satisfy our requirements. It is a sure thing.)

11 Wang: And their..their engineers asked you some technical questions, and

now they're sure that your accelerator is able to, meet the

performance requirements that they want to have.
12 Mike: OK.
13 Wang: .

(Understood.)
In this sequence, Mr.Long, the director of the Chinese company, is talking about
their thoughts about the accelerator in the first few turns, and then he concludes how
they think of the equipment produced by the American company (turn 5-1, 5-4, 5-7,
5-10). Mr.Long uses the first personal pronoun “I” in the initial turn, and the first
personal plural in the following turns to express the views of their team. It is unclear
whether the first personal pronoun “I” refers to the director himself, the company, or
the staff who attended the meeting. The interpreter opts for the third-person plural

pronoun “they” in turn 5-2, which includes all of the implied meaning of the
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personal perspective used by the primary interlocutor. In turn 5-10, the Chinese
primary speaker mentions a lot of parties involved in the talk (“our colleagues”,
“two experts”, and “we”). The interpreter again shifts to the non-canonical footing
of a “narrator” (Merlini and Favaron, 2005, p.279) or an “author” (Goffman, 1981,
p-128) in his rendition of the speaker’s utterance. The interpreter distances himself
from the utterance of the speaker to narrate the source content, and he even
produces a different rendition (“their engineers” as opposed to “our colleagues™) to
specify the parties involved in the talk. The footing shifts are potentially based on
the interpreter’s assessment of the situational context and his thorough
understanding of the sequences of the talk. As the only party who masters both
languages, he is able to adjust the social positioning in the business triad based on
the nuances of interpersonal relations in the discourse. In the follow-up interview
(Interview 2, 15"October, 2018), the interpreter explicates the reasons behind such
changes as:
Since it is a multi-party business dialogue with at least 2 interlocutors on
both sides, they all rely on me to explain their views, wishes, and intentions.
| think sometimes it is necessary to clarify who is making the comments
and who is referred to in the rendition through the shifts of personal
pronouns.
Apparently, the interpreter believes that it is unavoidable to adopts the footing of an
“author” within the business context, especially one that involves more than two
primary participants. It is essential to take the interpersonal relations and the
immediate situational context into consideration when producing renditions. The
interpreter exercises his agency to separate himself from the client and primary
participants for effectiveness and clarity in this interaction. He successfully avoids
the confusions over the addressing party and addressed party which may emerge
otherwise.
As the conversation proceeds, the following excerpt again shows how the
interpreter mediates the multi-party business talk by introducing personal pronoun

shifts.
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M3-Example 6
1 Mr.Long: I B2 A 4 5 By BE 22 1Y) [ LN 2
(The other thing, there won’t be any issues like trade barrier, right?)
2 Wang: Does this kind of technical trade involve any trade barriers? In either
U.S., um, between the U.S. and China?
3 Mike: We are not restricted, but I know it gets complicated because of the tariff
issue.
4 Wang: flAI17 B 75 26 B2 RTE R A PR o AE R AN FIIEAE AR SR b [E A2
[E AN 5 5 BEHE ) TRt T
(They themselves do not have, in America at least there is no restriction.
But it is unknown in the future if China and U.S will have any such
issue due to trade frictions.)

5 Others: XX AMWLER UG 1, — LR B A R, A RITE AT AR A 50
(yeah, this depends on the future condition, the tariffs issue, it is
unknown when it will has any influence.)

6 Mr.Long: &k, FRATXDEEAE T, B,
(Mr.Meng,_we are done, thank you.)
7 Mr.Meng: I,
(OK))
8 Wang: They are done. No more questions.
9  Mike: ok.

Mr.Long in this sequence continues to raise their concern about the tariffs issue,
which might influence the deal. Mike responds to his concern, explaining the
company doesn’t have any restrictions in America. Wang again opts for the footing
of the third-person plural to render the utterance of the American client. He also
specifies his client as “they themselves in America” in turn 6-4, which is a different
rendition compared with “we”. The shift of the personal pronoun is not unmotivated.
The conversation took place when the trade friction was first sparked between

America and China. The concern raised can be considered a quite sensitive issue in
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the business talk. The interpreter shifts to the third personal pronoun in his rendition
of the American client’s utterances and specifies the location where the trade
restriction exists is “not in America”. Such a shift indicates that “the barriers” is in
China, which is opposed to the notion of “restriction in America”. Obviously, the
interpreter not only adopts the footing as an “author” but also a “principal” in this
sequence. While animating other’s views in a second language, he engages with the
business talk by voicing his positioning and views to clarify on certain concepts.

As an observer who witnessed the interaction at a close distance, | also
believe that the footing shifts are, to some extent, resulted from the interpreter’s
social group identification. As pointed out by Tajfel (1978, p.131), “group
identification is that part of an individual’s self-concept which derives from his
knowledge of his membership in a social group (or groups) together with the value
and emotional significance attached to that membership”. In this sequence, the
interpreter seemingly aligns himself more with the Chinese interlocutors, because
he shares more common emotions and values with them. Owing to this, he distances
himself from the American clients and introduces the personal pronoun change.

However, such a move is also facilitative for his client: In such context, any
confusion or misunderstanding regarding the sensitive issue of trade barriers or
conflicts may cost the American company the contract and a large sum of revenue.
The interpreter’s agency becomes evident as he stays alert for his client of any issue
that might lead to the collapse of the deal. At the same time, he also aligns himself
with the cultural group he identifies with, which eases the tension that might
potentially be triggered by the sensitive issues in the wider business context.

When the staff representatives from the American side reiterate Wang’s
rendition, the Chinese speaker turns to the host, Mr. Meng, with a concluding
utterance (6-6). In the following turn, Wang again mediates the talk by rendering the
Chinese primary speaker’s utterance with the third personal pronoun (“They are
done”). The interpreter opts for the third personal pronoun, turning to the American
primary speaker to narrate the conclusive remarks of the Chinese speaker. Such a

move prevents the American speakers from being excluded in this interaction. In the
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interview, the interpreter provides a similar line of comment on his choice of
personal pronouns:

“The trade barrier is an over-heated topic recently. Therefore 1 feel

compelled to clarify with the third person pronoun with a specific  location,
which facilitates the Chinese speaker to understand clearly the American
client does not have any restrictions from the American authorities in trade”
(Interview 2, 15"October, 2018).
In this interaction, the interpreter identifies with the primary participants both on
“personal and professional level” (Karanasiou, 2016, p.204). Personally, he shares
more common ground with the Chinese primary speakers because of the similar
cultural background, language, or ethnic elements. Therefore, he constructs the
identity of “they themselves in America”, which also distances himself from the
American client; the identity of the “self” is also constructed for his subject position
as a Chinese and an interpreter at the same time. However, because of the awareness
of “professional survival” (Angelelli, 2001, p.23), a feeling of obligation to satisfy
the targets and expectations of the person who hires them to be hired again, Wang
also feels obliged to help the American client clarify that the trade barrier is not on
the American side. Above all, it is the American client who hired him to facilitate
the business talk, whose expectation is the get the Chinese company’s order of the
facility.

The following case is extracted from Meeting No.5, where the shifts of footing
are introduced due to similar reasons. Example 7 is an excerpt of a business talk
occurring at the networking event during the EU-China Partenariat, an officially
held forum facilitating the trade and technological exchange between Chinese and
European companies. At the networking event, Frank, the Czech research institute
executive, is sitting in the business booth to meet Lisha, the Managing Director of a
Chinese advanced material company, to have a business discussion over the
potential cooperation between them. Lee is a freelance interpreter who is assigned

to the event by an interpreting agency.
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M5-Example 7

1

Frank: Okay, okay. Because ah, there's also uh, there's also uh, the Faculty of

Textile of_our University in Czech, ah, which is dealing with a new

uh, technologies, uh, like textile technologies and new textile
materials. So we also, dealing with the carbonized fibers. And we huh,
we treat the fibers for different applications. We also do some
carbonized fibers. We do some metal, metalizing of the fibers. And uh,
we cooperate with the companies which, which can use it for different
applications.

Lee: W, IAERATFRIIXNGILERE, AAIERESE & LA T —
SRR T 4E, BREF4EIXTT T . BT DAWRAE A AT) B 5K AT — 26 A8
FIR AT a1, AARKIRAH. B bAIRGEAFX A T7 A T2
AN RETT DL D4
(Now the Textile Department of our university, they in Czech is also
doing research on new materials related to the nanotechnology and

nanofibers or carbonized fibers. Therefore, they in their countries also

cooperate with a variety of industries for different applications. So |
feel in this aspect we could possibly be quite interested. )
Lisha: MM,
(hmm hmm.)

Frank: It could be, it could be very interesting to uh, to combineyou’re your
materials with our materials or with the other, like treatments or with our
research activities

Lee: MR SIRATH T KIS RLZ AR T I BASE— T, )5 a] Llig ]
B, B HIEHAL LSBT T, AP seygoK, IR
(hmm, I think we can combine the materials of the two side, and to do
some research activities in the fields like sewage treatment, including..)

Lisha: X%, JATXAN AT A& ] BAARER 5K, 2B, IR AR 2 5

S, R 4 Eean il e T, FRATTARANH AT LA
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R, ARJE SR BRiES — R, AR)E BEEE IR BRI E B
k.
('Yes yes, ours can also be used, to treat sewage. It can actually absorb,
absorb that...how to put it, for example, petrol leakage, ours can
absorb, like a sponge, and squeeze it out directly.)

7 Lee: Um, yes, our material can also be used to um, treat sewage, and also the

petrol leakage. It is like a sponge to absorb and squeeze out.

8  Frank: Now uh, for example, we're running two of the cooperation, because it's

it's not easy to cooperate sometimes. But um, there's a program in the

Czech Republic called Delta. Uh, when we cooperate, like it's a Czech

university Czech company and your Chinese university and the
Chinese company, they cooperate on the, on the research of some
some products. For example. Now we're running two projects like that.
One is for new composite materials for wind blades, four winds,
electricity plants. So we do a development of of that nanocomposite
material, uh, new composite materials for that. So that could be some
kind of corporations. So this course of these programs,

9 Lee: WIRAIIAETEBUN, B G 7 —HutRIn =Mk, XAtkive,
FE B ATT 3 o £8P R T R RS, R e [ g A b R e ] ) K S
A RABEAT & A, WO — L R H b, XL g e, beind, 3k
IR AS AR — S R S B A kL Brm & b e, e
X LR REAT DL 2R s b B
(Now our Czech government, it initiated a program called Delta. In this
program, they Czech university Czech company and Chinese university
and Chinese company can cooperate for some projects and programs. For
example, in this project, we can cooperate to produce some new

nanocomposite materials to be applied in places like electricity plants.)

As can be observed in Example 7, Frank dominates the talk as he is trying to
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explain the university’s cooperation with industry (7-1, 7-4) and the project of the
Czech Republic government, which might offer some opportunities for cooperation
between his agency and the Chinese company (7-8). Lee animates Frank’s utterance
by following the personal pronoun (“our university”) in the beginning part of his
rendition. Then he shifts to the third personal pronoun “they in Czech” and “they in
their country” in the following rendition. A similar shift occurs in turn 7-9, when the
interpreter renders “our Czech government” into “he” and “Czech university Czech
company” into “they Czech university Czech company”. The interpreter is
obviously aware of the norms of direct translation to follow the personal perspective
used by the primary speaker, as he moves back to follow the speaker’s perspective
“we” in the latter part of his rendition in these two turns. The interpreter explains
that he is not aware of the shifts into the third-person pronoun in his rendition,
“I am not quite sure of the reasons behind this shift, but I simply believe that
it is awkward to say ‘we Czech government Czech companies’ (A 14 7 L
JiFHE 7S A H]) and ‘your Chinese government Chinese companies’ (/&A1
I EURF A E k) (Interview 4, 150 November, 2018 ).
The interpreter shifts to the third personal pronoun in his rendition, which distances
himself from his client, thus demonstrating his identification of social and cultural
groups he belongs to. As Zhan (2012) states, “the socio-cultural construct of identity
is not fixed and final but is rather continuously reconfigured and adjusted by
linguistic means in different contexts” (p.206). In this sequence, the interpreter
establishes the “identity of self” (who I am) and adjusts his social position through
the footing shifts with his understanding of the evolution of the interaction. Though
he was assigned by interpreting agency to the Czech client, he felt quite
embarrassed to produce renditions like “you Chinese company” ({117 [ 2 &) or
“we Czech government” (FA 14 7 BURT) to the Chinese primary participant if he
follows the personal perspective of the possessive personal pronouns used by his
Czech client. By doing so, he seemingly excludes himself from being a Chinese
compatriot with the Chinese primary participant. The interpreter’s shifting back and

forth in his use of the personal pronouns in this sequence shows that the interpreter
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continuously reconfigures and constructs his social and cultural identity by
linguistic means. Being conscious of the subject position he opts for, he does not
work in a conduit model, and his language capacity and bi-cultural expertise enable
him to mediate the talk with renditions that are socially and culturally appropriate to
the situational context.

Example 8 illustrates how the interpreter introduces the personal pronoun shifts

to explicate the referents of the person pronouns.

M5-Example 8
1 Lisha: W8 JSIREHAE, FHM I, IBAVELLHAL. ..

(Hmm...you see, we will...help me to ask, we in the follow-up should..)

2 Lee: Oh, how about the um, following up on cooperation between the_two
companies?
3 Frank: 1 write you an email, uh, I know the technologies you could be

interested in, and | send you more information about technologies.
You can send me more information about your products. And I'll try to
find out the way, ah, which can cooperate to exchange some samples,
or just send me what you're looking for about which area are you
looking for in sales or...

4 Lee: MEIXAE, HAEZLZIXIG ] LA — A F R RHABORAE B, w] L
RISt ARG MIURNTIXIAWE, FFt&x T Hokid, FATHEE
T AR AR, RS Z SRR XUT 58— T
FEd, RJEEAT— AW BT IR A 1E, R IR IRIT TR AN 3R
(1) email 25 /R4 1— T .

(hmm, this way, we have some different technology information to
offer to you, and your side for me, we want to have further
information of your products, and then we can exchange samples for
the future cooperation, and now I can give you my email.)

5  Lisha: &, Thank you!
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Example 8 is an excerpt from the same business meeting discussed above. Towards
the end of the meeting, the Chinese speaker Lisha raises a question indicating her
wish to know what to be expected from the follow-up of the discussion (8-1). She
addressed the interpreter directly with an incomplete sentence with the first-person
plural pronoun. The interpreter in the following turn immediately understands the
implied meaning of the question and the relational value of the inclusive “we”,
inclusive that is of her company as well as of the Czech company. The interpreter
renders the “FA/]” (we) into “the two companies”, excluding himself from the talk
to highlight the cooperative relations between the two primary participants. It is
plausible to argue that the interpreter, through shifting into a “principal”, makes an
implicit authority claim to highlight the actual addressees and the stake-holders in
this business discourse. If we look at the modes of the sentence in the interpreter’s
rendition, the narrative mode also shifts into a questioning mode.

From a CDA perspective, “when a speaker is posing a question in demand of
information, the addressee is in the position of a provider of information”
(Fairclough, 1989, p.126). Such views emphasize the asymmetric distribution of
modes between interlocutors. The interpreter’s shifting of the modes of the modality
triggers a change in the participant relations, since “asking, be it for action or
information, is generally a position of power, as too is giving information” (ibid,
p.126). The interpreter shifts the mode of the sentence to explicate the intended
message of the Chinese primary interlocutor, which places him in a subject position
with power. From an observer’s perspective, I perceive this move as a facilitation in
the immediate situational business context. This is because such an intervention
occurred at the moment when the talk comes to an end, and it is often vital to
reassure each other there will be a follow-up process based on the previous
discussion. When asked the aim of the shifts, the interpreter states that it is a
conscious move, since he would like to provide a “complete rendition” to
“emphasize the aim of cooperation so that my client and the Chinese company
would both be happy for the productive result” (Interview 4, 15" November, 2018).

The interpreter’s act is a salient “discursive practice” (Davies and Harré,
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1990, p46), which means that his subjectivity or positioning is generated and
constituted in the concrete use of language in a specific occasion as opposed to the
static, fixed concept of the prescribed role. The interpreter’s actively production of
the social realities displays that the conversation is evolving with the joint action of
all the participants. His mediation in the talk is largely socially and situationally
determined, which is based on his understanding of the business context in a
broader sense. This is a prime of example of how the interpreter breaks the norms of
direct translation with his linguistic and socio-cultural expertise in a specific
discourse, with their assessment of the social and situational context on a moment-
by-moment basis.

The following excerpts from M2 (see Table 3.1) display a similar case. The
interpreter introduces the pronoun shift based on her understanding of the social
identities and social context. John is an executive of the Shanghai representative
office of a U.K.-based organization that helps British companies do business in
China. He came to meet Mr.Deng, a division director of the Foreign Investment
Promotion Bureau in Chengdu. Wendy, a staff interpreter from the Chengdu
representative office of the U.K based organization, attended the business meeting
with John to assist the conversation.

M2-Example 9
1 John: Uh. and also thank you for talking through some of your specific
industry sectors that you see as highlights and priorities.
2 Wendy: o UHEHERIA SR 30— L8 B, 2 PG )V B 11— 28 = L)
I8
(And also thank you for mentioning some of the major, Si Chuan
Chengdu’s major industries.)
3  Mr.Deng: WA,
(hmm hmm.)
4 John: As | said before, | have been here many times. Um, andl can see the
rapid development, one of the things that strike me is that so far, 1

think British business representation here has, has developed quite
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slowly, and we need to see how we can accelerate that in the next
three or four years

5  Wendy: Xf, BOABLEGARRIABEE), ORI EEIRZ R T, ME R R
PIHR R, (HRA A SR AR 5 1572 LA LU AR a1 72 7]
e, S B PR B PRAS , XM R S, BTl
i3 2 A B2 B N ORIRAT) Sl 2 B 2 (i 0 [ A A R
MR ...
(As he said just now, he has been to Chengdu many times and has seen
the rapid development of Chengdu. However, one fact he feels quite
astonished is about the development of British business, which is quite
slow. Therefore, he hopes that we can accelerate the development of
British businesses in Chengdu.)

6 Mr.Deng: XA —5), S EIRATIAENY developing country, T3
g Eme, FA1EZ 52 developed country, FiT LATE..
(This 1 would like to add that we China is still called developing
countries, and we U.K is already a developed country, therefore...)

7 Wendy and John: hahaha...

8 Mr.Deng: 1H & FRATEE 75 BN 5 IX FPyAIE, BSEAE
(But we need to strengthen this type of communication, indeed.)

9  Wendy: But we need to strengthen our communication, indeed.

M2-Example 10

1 John: Hmm...two more things, one is you mentioned before about becoming
like Singapore, the green, smart, livable city. | think that you have great
potential....the environment, and, it is very much a livable city already.
So around smart city technology, green..uh..energy usage technology,
Britain has quite a lot of sophisticated uh, solutions in this area, and |
think, whether that's through university or business or more the large-
scale working... the city, uh...we could develop some, some

opportunities then.
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2 Wendy: We MRt 52 B2 Jr g e T, SR e R 2 — 4, HIEAE

T — D EJEAREIR, A BRERE E =~ — L. B K 1Al
W78, BTG, B AFEATE XA BT, s g, X4
HEWTT A, BAREARZ XA 20, s X A
IR 7 ST DLSR (. ANE R R 5y, JRATTER AT
DA —LepL 2 .
(Just now you have also mentioned Singapore, the garden city. And
Chengdu is also constructing a livable garden city, and Chengdu
has already a good foundation in this sense, therefore, for the
construction of a smart city or livable city, the U.K. also has a lot of
cases or good solutions to offer. Be it from university or industries,
we can identify some opportunities.)

3 Mr. Deng: Yes.

Example 9 and example 10 are excerpts of the conversation, which include the
sequences that occurred after the presentation of the industries development of
Chengdu delivered by the Chinese side. John, in his utterance, highlights his vision
for cooperation and the common ground between the industries in the U.K. and
Chengdu. In urn 9-1 and turn 10-1, John initiates the talk with the second personal
pronoun “you”, which is rendered by Wendy into “PYJI| i#E> (Sichuan Chengdu)
or “f# (Chengdu) in the next turn. The interpreter’s move is highly motivated by
her identification of the social context, and the social positions of the interlocutors
in this conversation. In the course of multi-party business interpreting, confusion of
the actual addressee may emerge when the personal pronoun “you” is used. It seems
that if Wendy interprets “you” as “f&%f/1”, an indefinite pronoun, it may cut off her
connection with “industry in Chengdu” and her social group identity of a
Chengdunese. As an in-house interpreter from the Chengdu branch of the U.K.
organization, Wendy not only acts as a linguistic service-supplier of the U.K.
company but alsoa representative of the Chengdu office, being in charge of liaison

and event planning with the Chengdu government institutes. Her multi-layered
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identity has decided the subtleness and nuanced relations involved in this interaction.

Apparently, Wendy is aware of her affiliation to the U.K. company, while
also being conscious of her responsibility to promote the talk and to make Chengdu
Government institute happy in this talk, since Chengdu Government is a player who
holds power in this conversation, with its local social and economic resources that
are essential for the potential partnership. In other words, Wendy’s positioning in
this talk is influenced by the conflicts of interest between the Chengdu
governmental institute and the British company she works for. Therefore, she, on
one side, conveys her client’s intention, and tries to adjust her positioning on the
other side so that the receiving side will resonate with her emotionally. It can be
seen that her intervention aims for positive communicative effect in this business
context. Wendy later explains her motives of the shifts:
“Shifting the second personal pronoun to the third personal pronoun, or
specific city name fits in the context of such occasion. As | represent Chengdu
office, it may confuse the Chinese interlocutors if I translate it as ‘you’ (fi) or
‘your industry(#Rf1 /7= \k)*” (Interview 1, 25" September, 2018)
Wendy’s remarks confirm my assumption of her motivation behind the intervention.
The shifts of pronouns indicate that the interpreter not only functions as linguistic
facilitator, but also a liaison officer who attends to the interpersonal relations in the
business talk. Wendy is apparently fully aware of the positive effect which may be
generated by the appropriate use of pronouns in the business discourse. Although
she is employed by the British organization, she is still influenced by her
identification with the social group. Distancing herself from the British client, she
avoids the potential confusion and communicative inadequacy that may leave the
Chinese interlocutors confused, wondering whether the second person pronoun “you”
refers to the speaker, Chengdu Foreign Investment Bureau or the Chengdu
Government as a whole.

As | mentioned above, shifting the personal pronoun to a concrete city name
also produces an emphatic effect among the interlocutors. Based on her

understanding of the situational context and the interpersonal relations of the
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business encounter, Wendy assumes the role of an “author” and “principal” by
shifting to the third personal pronoun and producing a different rendition “Sichuan
Chengdu” (VU )11 5 #F). Her intervening moves make her client’s compliment more
concrete and explicit to the Chinese primary interlocutors since it specifies the
social context and the location where the interaction occurs.

In the following turn 9-5, John begins to use the first pronoun “I” (F&) to
express his views on the development of British businesses in Chengdu, which is
also partially the aim of the meeting. Instead of animating the primary speaker’s
utterances, Wendy again in the next turn (9-6) opts for the third personal pronoun
“he”, and shifts back to “we”, following John’s personal perspective in the end of
her rendition to explicate the UK agency’s will to accelerate the British businesses.
Similar shifts occur in the latter part of the rendition in turn 10-2 when the hope for
cooperation is conveyed.

The interpreter shifts back and forth between the personal pronouns based on her
assessment of the context of the conversation and the addressing and addressed
party in the business encounter. On Bot’s (2005, p.242) account:

The indicator of person is particularly interesting, as it refers directly to the

issue of ‘who is talking’, which indicates that in the interpreted business

encounter, the interpreter sometimes may want to indicate that the words they

speak do not come from them.
In this sequence, the interpreter opts for the third personal pronoun to distance
herself from the her client John. Such shift indicates that it is John’s concern about
the slow development of British businesses in Chengdu. Here Wendy aligns herself
more with the Chinese primary interlocutor to make it more straightforward that the
“subjective view belongs to the primary speaker” (Bot, 2005, p.242). In other words,
it is the attitude of the British client’s instead her own stance. However, when it
comes to the wish for the acceleration of development, she shifts back to the first
personal plural used by John. Such a shift which reflects the interpreter’s
understandings of her responsibility and social position as a member of the U.K.

organization. In the post assignment interview, the interpreter (Interview 1,
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25"September, 2018) said she was aware of these shifts,

“lI want to emphasize that the concern is actually expressed by my boss.

However, part of my responsibility in the organization is also to promote the

cooperation between my organization and the government agencies or

companies in Chengdu for the development of the British businesses,

therefore | feel obliged to use first plural person pronoun, which can best

represent our agency’s attitude.”
As stated by Wadensjo (1998), “to interact means to continuously evaluate other’s
and one’s own relation to the focused discourse” (p.92). Likely, the interpreter opts
for different social footings with the consideration of her social positioning in
relation to the primary interlocutors within the business context. The shifts of social
positioning in line with the context of the discourse present the multi-layered social
and cultural identities of the interpreter, which is particularly interesting as it
situates the interpreter in a position with power in the business discourse. | argue it
is form of power as the data clearly reveals that the interpreter breaks the order of
the discourse of the interpreted business negotiation, where she is expected by the
client and the rest of the negotiating primary interlocutors to only directly and
completely interpret what they said. The performance of the interpreter is not
“within an order of discourse”, nor is it in line with the “specific discursive
practices through which text and talk are produced and consumed or interpreted”
(Fairclough, 1998, p.145) within a business context. Instead, the interpreter
constantly assesses primary interlocutor’s relations, and shifts her own subject
position according to the need of the specific moments in the discourse. Such shifts
are introduced to explicate the good will of cooperation for both sides, and to avoid
potential confusion with the toning down of conflicts of interests.

Fairclough (1989) argues that power is never absolute, and languages have
always been the carrier of the power struggle in a discourse. Therefore, the
interpreter’s shifting back and forth in her subject positions can be viewed as a
manifestation of the power dynamics in the business negotiation. The interpreter

seems to have an “implicit authority” to break the order of the discourse to not only
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speak for her client but also actively engages herself in the business interaction.

Such case is more evident in the examples presented in the following section.

5.3 Mediation through Using Reported Speech

In the data studied, | have discovered that interpreters also violate the norm of direct
translation and change pronouns and the structure of the sentence by using reported
speech (“he said” or “she said”). In other words, a simple sentence is shifted into a
complex sentence with a main clause and a subordination in such shifts. From a
grammatical perspective, “the main clause is more informationally prominent than
subordinate clauses, with the content of subordinate clauses backgrounded”
(Fairclough, 1989, p.132). Of course, Fairclough’s discussion of this discrepancy is
based on a monolingual context. The investigation of such cases in a bilingual
discursive practice is plausibly more interesting since the communication proceeds
through a third-party facilitation in a specific socio-cultural context, where the
changes of pronoun and sentence types definitely involve more multi-layered
dynamics of subject positions and interpersonal relations.

In this category, cases show that the interpreter mediates the conversation by
rendering the personal pronoun used by the primary speaker into a reported speech
or a different rendition. The interpreter shifts from the speaker’s “I” to the
interpreter’s “I”, highlighting not only the source of information but also the
interpreter’s presence in the discourse. By doing so, the interpreter’s subject
position also shifts in the interactive business discourse “from talking as the speaker
to talking about the speaker” (Zhan, 2012, p.206). The interpreter renders the
primary speaker’s utterance to the addressee from a personal angle, another way to
indicate that “the subjective view belongs to the primary speaker” (Bot, 2005,
p.242).

The reasons behind these shifts are multifold and are related to the specific
discursive moments. With the CDA’s primary goal to unveil the links between
language use and the power relations in social practice, | intend to explore the

examples of how the power of the interpreter manifests itself in the discourse
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through the shifts of pronouns and sentence types, the reasons behind these changes

as well as their influence on the power dynamics of the business discourse.

5.3.1 Emphasizing the Primary Speaker’s Identity or Comments

In the transcripts of the recorded business meetings, | discovered that interpreters, in
various contexts of business talks, change the mode of the sentence by shifting the
personal pronouns to reported speech, which potentially aims to “mark the
distinction between the currently speaking self and the meaning other is particularly
stressed” (Wadensj0, 1998, p.247). The interpreter takes the initiative to clarify the
identity of the primary speaker or emphasize that the rendition produced actually
conveys the views or expertise of the primary speaker. Interpreters, on such
occasions, mediate the dialogue through “relaying by replaying” (p.247), a move
that coordinates the interaction by introducing changes in the personal pronouns
used by the primary interlocutors.

As proposed by Jorgenson and Philips (2002), “the texts can never be
understood or analysed in isolation — they can only be understood in relation to
webs of other texts and in relation to the social context (p.70). Owing to this, I will
look at both contributing factors of the interpreter’s intervention and their influence
on the participant relations, to explore how the power of the interpreter takes shape
or is shaped in the discourse.

Example 11 and example 12 illustrate the occasion in the business talk where
the interpreter feels necessary to emphasize the identity of the primary speaker to

the addressee by changing the personal pronoun in the original utterance.

M4-Example 11

1 Mr Long: ix)a %l —Ha), WIPRONEATXGWEAT, @hhE, — B
SE MG, XA ST IR AWE? B LAFRATT 2 3R LA 1.7 &R
BRX A — MEE R ?
(ILwant to ask a last question, because we haven’t had it before, it

is an unrelated question, once it is confirmed, what is the lead
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time? Regarding our volume of 2*1.7.)

2 Wang: The director wants to know once you guys sign the contract. So what
about.. how long is the lead time before the signing of the contract?
And the and when when they received the system?

3 Mike: I think in this case, we quoted about sixteen months,

4 \Wang: sixteen months?

5  Wang: /1A

(sixteen months)

Example 11 occurred towards the end of the Q&A session of the technical meeting
(M2) discussed in the previous section. The conversation concerns a question raised
by the Chinese speaker about the lead time of the goods once the deal is made. The
interpreter shifts to reported speech and explicitly mentions the Chinese
interlocutor’s title of “the director” (turn 11-1), while conveying the message to his
client. The interpreter later explained the motive behind,

“I am aware of this shift, and I just want to stress to the American client this

question is raised by the decision-maker of this deal, so that they will be more

careful and tactful when answering the question” (Interview 2, 15" October

2018).
The interpreter takes the move based on the mutual understanding of “who holds
power for the decision”, as well as the priority and relevance of content in the
preceding talk. It reflects the interpreter’s implicit authority in the discourse, which
allows him to select and emphasize the information he believes is of great
importance to the immediate situational context of the business negotiation. The
interpreter assesses the situational context that the decision maker’s question at this
point might be very vital for the conclusion of the deal, a contract his client aspires
to.

Evidently, the interpreter’s mediation displays the power he holds in the
interaction, which shapes the power relations in this buyer-and-seller discourse.

Although he promotes and foregrounds the Chinese interlocutor’s position in the
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conversation, his American clients also benefit from his intervention. They can
understand that the question is raised by someone who holds a say to the contract to
assume a more tactful attitude to provide a more appropriate answer. This is evident
in the American client’s answer when he mentioned “quoted” (11-5), which makes
his response sound more reliable to the buyer. Such diction indicates that the answer
provided is not resulted from his subjective perspective, but is based on the concrete
facts. In this sequence of the conversation, the interpreter’s shift of subject position
in relation to the primary interlocutors exerts a positive influence to the reliability of
his client’s role; or it at least facilitates the client to navigate the scene with subtle
inter-personal relations, which is a clear manifestation of the power the interpreter
holds in bilingual business discourse.

Similar cases also occurred in Example 12 from the same business encounter in
turn 12-7 and 12-8 when Mr.Long bluntly interrupted the introduction of the

installation process of the equipment.

M3-Example 12
1 Mike: Ok, I will start with the first one. We have a project overview,

documents that Ross has, and we will walk you through everything
that we do, when we get a new order for an accelerator system.

2 Wang: FATE —NEARI—A, T IFH A ST ) — SR, —ANF
Mo W —BEJAT, AR FIBERNT RGN, AT ka %
JUA NIRRT Y A U T A SRR AR

(We have a general manual for the requirements of the factory. Once

we have the order from the client, we will provide the client with a
guide regarding the aspect of the floor plan. )

3 Mike: So it talks about first design production...you can read this (gives the
interpreter a document.)

Transfer to sight Interpreting

4 Wang: 2 AR ZANPER, IE Ll e 2 Bk AR =, SRS I, 2 Hi

B, AR5 L) Bt A e R e, RGBS FEI ) 24
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5
6

7

B H N A SN RE, ZRHE A, AR5/, What is
beamline access?

(He said that there were lot of steps, for example, to design and
produce, and pretest and testing, and factory would receive the
product to test and then package, and ship, and for the installation
part, there would be arrival of staff members and parts. This is the

first, and... What is beamline access?)

Mike: An established beamline access is how you align the system.

Wang: 85 Xt BN RGUORBATRE, SR04 B4, e

SR e I BRI S5 HEAISZ 2R, SRJ5 assemble, PRJ5 2% FhSL
ZRNENET 2%, ARG 4% injector, BUEATABIS . FEANRSM D
REARIM AL, RGN T, ARG X B3 B BT FE 4H i, 2R
JE R AR, ARJE A ML, RS A A IE S
WA, REHRE, RE....

(And then align the whole system, and open the box and prepare and
the install accelerator tank and axis, and then assemble axis and parts,
and assemble injector, the injector. Inject into system and D-power
beamline, and the reaction, and align the equipment, and assemble

the high energy beam and a variety of... )

Mr.Long: AT — I, W ARIA X ADAWAACERA AZE T . BRI

KREZZAT G, 2R EATREREXME SN, | Kl —
MEL, BANLZHEAON MR £ RIERITX
A, RREADEEG?

(Can | interrupt, 1 understand what the two representatives mean.
Generally, our people sign the contract, as to the choice of the
signal, factory will give us a main line, the guide plan for the

whole system, right?)

Wang: He wants to make sure, Mr. Director wants to make sure that once

you receive the order from them, and you will provide this kind of

manual based on the system that they order?
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9 Mike: Yes, absolutely yes,
10 Wang: X% %t
(Yes yes.)

In turn 12-1 and 12-3, Mike introduces the contents of the guidance manual for the
installation of the equipment the Chinese clients intend to purchase from his
company. Regarding the complexity of the content, Mike passes an introductory
document to Wang and expects him to do sight translation to provide insight into the
process. In turn 4, Wang shifts into the reported speech “he said” to quote Mike’s
utterance in the previous turn and the highly technical content of the document. The
Chinese primary speaker understands the gist of the content halfway through
Wang’s interpreting and interrupts the interpreter’s rendition in turn 7, to confirm
his understandings.

In the next turn, Wang again shifts to the reported speech (“He wants to
make sure, Mr. Director wants to make sure”) to explain the reason for the
interruption and highlights the title of the interlocutor who interrupted the
conversation earlier. Generally speaking, interrupting one’s speech is considered an
impolite behavior in a business conversation. However, it seems that there are
exceptions at specific moments of a business negotiation. “I guess the priority for
the Chinese client is to make sure his interpretation of the process is correct,
therefore he chipped in” (Interview 2, 15" October 2018), explained the interpreter.
“I changed the personal pronoun because | feel it is necessary to report the situation
to the American side” (Interview 2, 15" October 2018). The interpreter’s account
shows that he intervenes in the talk to smooth the dialogue and highlight the
information source. Also, by doing so, the interpreter draws a line between “the
currently speaking self” and “the meaning others particularly stressed” (Wadens;o0,
1998, p.247), which separates himself from the speaker to emphasize that it is the
primary speaker that has interrupted his rendition. The departure of the interpreter’s
performance from the professional norms of direct interpreting is evidently a prime

example of how the interpreter exercises control on the information flow to avoid
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any confusion or tensions in the business encounter.

In addition to highlighting the essential position of the speaker in critical
moments of the business dialogue, the interpreter shifts to reported speech and
changes of sentence structure to emphasize on the commending remarks and the
will of cooperation of the primary interlocutors. Such changes potentially enhance
the affinity and friendliness between negotiating parties. Example 13 and Example
14 present cases in which the interpreter shifts to reported speech to emphasize
whom the comments or expertise belong to. The two excerpts occur in Meeting
No.2, in which the British delegate John, accompanied by in-house interpreter
Wendy, is discussing with the Chinese primary speaker the potential opportunities

for China-UK cooperation.

M2-Example 13
1 John: So, the British Chamber and YZ have been here for twenty years
developing, I think only now we’re starting. I can see that the bigger
opportunities for British business here in Chengdu.
2 Wendy: SiBr b YZ MIBER S AERCER T &8 20 4, (HRRATE, A4
THGREVGATIXAS, SE R, SE 5, #ok.
(Actually, YZ and British Chamber have been in Chengdu for twenty
years, but we are just starting to make the British industries and
British investment in a larger scale.)
3 John: So, when I look through this and I see all of your uh, priorities, | can see
a great synergy and complementarity with the British key strength.
4 Wendy: i XX MNALE, Mt SaRE, AT IR E
B b AT BB AN
(He said after the introduction, he feels there are a lot of aspects
that have great complementarity with the British industries.)
5  Mr. Deng: MERE (%3505 142k)
(hmm huh) (Nodding to the British side).

6  John: As you are moving to that developed economy phase.
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7 Wendy: A SEWAERIIXAN R, KikaTr ki kg
(He believes Chengdu is also developing toward a developed phase.)
8  Mr. Deng: 7%4#!
(Absolutely right!)

In this excerpt, John makes some comments based on the Chinese primary speaker’s
introduction of the industry overview in Chengdu. As can be observed from the
transcripts, Wendy follows John’s personal angle in turn 13-2 to animate John’s
utterance (“we are just starting to make the British industries and British investment
in larger scale”). However, in the following turn when John makes some remarks
about his thoughts on the development of British industries, Wendy shifts into the
reported speech “he said” and “he feels”. A similar change also occurs in turn 13-7,
where Wendy uses “he believes” in her rendition. The interpreter uses the reported
speech to report to the Chinese primary speaker that it is John’s feelings and the
commending remarks, separating herself from the British primary speaker. The
interpreter’s mediation here is partly related to her social position as an in-house
interpreter in this context: she functions as a liaison person who deals with the
relations between her organization and the Chinese Investment Promotion Bureau.
Therefore the interpreter’s performance is largely subjected to her institutional
responsibility. Emphasizing John’s stance in her rendition, Wendy successfully
promotes the goodwill of cooperation of her agency.

In the interview, the interpreter clarifies that the footing shifts are introduced
to emphasize her British boss’s stance. She explains, “This is just to clarify that it is
John’s attitude and personal feelings, instead of mine, which is more important for
the intended cooperation” (Interview 1, 25" September 2018). Wendy adopts the
subject position of a “reporter” and a “promoter” when she opts for the reported
speech and highlights to whom the stance and attitude belong. The shifts of her
social-positioning occurs because she believes that her British boss’s utterance
carries more weight than hers in the business encounter with the Chinese

government, where the will of cooperation is cherished by both sides. Such case is
193



an evident example of the interpreter’s power in the discursive practice because she
actually assigns the utterance to John, a manifestation of implicit authority to speak
for another. As an observer, | would argue that the effects of such change can be
very positive since the atmosphere becomes very pleasant when Mr.Deng is nodding
and smiling to John. And a strongly affirmative tone is also identified in Deng’s
reply of “Absolutely right!” in turn 13-8. A similarly case can also be observed in

Example 14:

M2-Example 14
1 John: And the other aspect is that many of the U.K. business strengths in the
services sector, in areas, you mentioned software or creative industries
or leisure or educational or healthcare, or and particularly you said in a
financial professional service.
2 Wendy: Xf, fhid[ERUe, SRR, e R R & X A
Ik 55 43,
(He_said at the same time, the U.K’s advantageous industries, its
strength lies in the service sectors.)
3 Mr.Deng: M.,
(Hmm huh.)
4 Wendy: WERIA A IRBIZAILSE, B, REHE, GRHXAE %M
B, FEXLAFTHIANEN, SRl e XA g E
AR b o AT B 8 AN 2 BESR — AN A i) R IS 1Y
R
(As mentioned just now, software is also, and education, including
the consumption, retail, creative industry, and financial industry. All
of them are the strength of the British industry. )
5 John: And even if we're manufacturing, we tend to be a part of it and product,
not the end product. So we provide the expertise or the IP or the
software or the operating processes and management services rather

than the end product. So we need much more mature business
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environment to to develop...

6  Wendy: M it ik S We, WA B, Ab Ui IATRT RE R HE
Horp i) —#55, eyl RAVIZHEH)— L8 1P J7TH ) — LR AN A
JiTH, B R IXAME PR TR R E K
(He said in terms of the manufacturing industry, it is also not a
whole industry._He said we might be part of the industry; for
example, we provide expertise for IP, software, or the operating

process. Therefore we need a more mature business environment. )

In this excerpt, John is introducing the features and strengths of some British
industries. Wendy again opts for reported speech to denote it is the comments of the
British primary speaker (turn 14-2). In turn 14-6, Wendy shifts to “direct reported
speech” (Tannen, 1989, p.98) and renders John’s remarks into “He said we might be
part of the industry”. When asked about the reason behind the shift, Wendy
explained:
“The utterance of John is some professional views of the British industries
based on his expertise. | just do not want to confuse the Chinese speaker,
because part of my job responsibility is also to familiarize them with the
situation of the U.K. business, using ‘I’ might make them feel it is my take on
the industry out of my survey” (Interview 1, 25" September 2018).
To highlight John’s expertise and comments, the interpreter mediates the talk by
introducing the direct reported speech, changing her role from talking as the speaker
to talking about the speaker. Apparently, the interpreter’s presence here is based on
her understanding of the aim of the institutional talk and her interpretation of the

institutional hierarchy.

5.3.2 Avoiding Confusion or Misunderstanding
In this category, interpreters shift their subject positions through changes of the
personal pronouns used by primary interlocutors. Their intervention aims to avoid

potential misunderstanding or confusion in the interaction. The data shows that
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interpreters, at specific moments of the conversation, introduce the reported speech
and change the forms of sentences with the aim to mark the distinction of the
interpreter’s “I”” and the speaker’s “I”’. Their decisions are resulted from the need to
“take initiatives and speak on their own behalf” (Wadensjo, 1998, p.248) and to
coordinate the business interaction. The hypothesis is testified by the interpreter’s
remarks in the interviews, which also sheds light on the contributing factors that
give rise to such moves.

Example 15 is an excerpt from the tourism networking event (M6) between
Mark, the executive of an Italian Travel Agency, and Tim, the managing director of

the Chinese Travel Agency.

M6-Example 15
1 Mark: I want to ask, um, if possible, um, what type of business um, he's doing?

if it is FIT or groups?

N

Chang: what do you mean by FIT?

3 Mark: FIT, for individual travelers or only for groups.

4 Chang: Mars, FRARAR ]R8 i) w2 X R AN 55 1, LS5 b Rt 42 2
XA N Ve it A2 BB\ 322

(Hmm huh, he wants to ask you that your business, what is the

business category? Is it individual or package group traveling?)

5 Tim: HIBA A 3.
(Mainly are groups.)
6 Chang: BIBAIA?
(Groups?)
7 Tim: T,
(Hmm huh.)
8 Chang: Mainly about the groups.

Mark initiates the conversation with the question directed to the interpreter

concerning the type of tourist groups (turn 15-1), which contains an abbreviation
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“FIT” that puzzles the interpreter, Chang. After clarifying the meaning of the
acronym, Chang converts the utterance into the reported speech “he wants to ask
you” (turn 15-4). Such a shift makes the interpreter the ultimate source of
information, and her subject position shifts to a reporter, who talks about Italian
primary interlocutor. At the same time, the shift of this footing also helps her
explain to the client the reason behind the singular linguistic exchange between her
and the Italian primary speaker in turn15-2 and turn 15-3.

In the follow-up interview, the interpreter explains that she just do not want
the Chinese client feel confused because “my client was excluded in the previous
sequence of interaction when 1 was clarifying the meaning of the question”
(Interview 5, 23" November 2018). Evidently, the interpreter is well aware of how
information flows in the interaction. She coordinates the talk by highlighting the
source of the utterance. The interpreter takes the initiative to shift from “talking on
behalf of the primary speaker” to “talking about the primary speaker”. The
interpreter makes such a shift to specify the addresser who poses the question, in
order to avoid any misunderstanding in the conversation due to her exchange of
turns with the Italian primary speaker.

By reporting the situation to the Chinese client, the interpreter breaks the
norms of direct translation and successfully re-engages the Chinese client into the
interaction, thus avoiding any potential confusion potentially caused by the
indirectness of the discursive practice.

Example 16 is a similar example where the interpreter introduces reported
speech to avoid misunderstanding. The only difference is that the shift of subject
position is delivered since the interpreter does not want to become a scapegoat of

the client, which happens in the discursive practice of interpreting from time to time.

M2-Example 16
1 John: Um, so we did a lot of research into the Made in China 2025 plan and try
to align by the 47 subset subsectors we analyse, align China's potential

needs and U.K.’s specific strength to create a map where we could, focus
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our attention with our made-in-China 2025 plan.

2 Wendy: IBAFAMEE TIRZ 3T 2025 th [Fid, We..hE.. HliE 2025 1,08
WO, B FATHR Bt & L& ZE XA T EH B I H LR K
A A [ )3 b ) — R RS

(So we did a lot of research about the Made in China 2025, and we try
to align the strengths of the British industries with the Chinese
industries.)

3 John: Um, and in some areas of the aerospace. Obviously, Britain has a big

supply chain. So we do a lot of the manufacturing for airbus in the U.K..
And | think that is developing quite rapidly. So that's definitely one sector
we are looking for further collaboration.

4 Wendy: MBAIBAH — AR XML HIE, KREHAELEE, EEIX
—H R AHLIX LR AR SRR, BRI RERR. X
TIH AT AR A1
(And also in the sector of Aerospace manufacturing, everyone knows
that Britain also has strength in this sector and also develops very
rapidly. We also would like to have further cooperation in this aspect.)

5 John: And some of the businesses are already doing very well, I am not sure
any of their presences here in Chengdu, but I think this is an aspect,
that’s something that we can work on.

6 Wendy: WE.. .t At AN RHTE B A5 SR A 15 A X AN M g [ 90 20 1 3 Y

fE...
(uh...he said he doesn’t know if Chengdu has Aerospace
manufacturing or not...)

7 Mr.Deng: WX AN FAEEAN TS — T o TSGR 1R A AR 4 4 i,

(B AR AT — K, R RIS P
(I should add that, for this point, I don’t know much about the
Aerospace industry, but we in Chengdu has the Chengdu Aircraft

Industrial Group.)
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8  Wendy: i K. X REXT . AT AT LA AE
(Yes yes, CDAI, we can cooperate also.)

This excerpt begins with John’s introduction of his organization’s work regarding
the Made in China 2025 plan. In the first few turns of this sequence, the interpreter
follows the personal perspective adopted by her client, aligning herself with him to
introduce the potential opportunities for the cooperation between the U.K and
Chengdu in a variety of business sectors. Interestingly, when John expresses his lack
of knowledge related to the aerospace sector in Chengdu (turn 16-5), Wendy shifts
to reported speech and recapitulates the sentence as a complex one ‘“he said he
doesn’t know” in her rendition. Such change is not un-motivated. As Tannen (1989)
argues, the “reporting person” (p.109) is not responsible for the reported content,
which means that the sole responsibility for this information lies with the quoted
party. The interpreter, therefore reports the utterance of the primary speaker instead
of following the personal perspective used by him.

As an observer, I could tell from Wendy’s facial expression that she was not
very comfortable with John’s remarks. And I assume that she may be concerned of
her being held responsible for the lack of knowledge if she interprets it as “I am not
sure” following John’s perspective. The potential consequence is that the direct
translation of John’s utterance might downplay the credibility of Wendy’s
professional expertise considering her responsibility to proactively promote the
industrial cooperation between Chengdu and the U.K. In such context, Wendy is
supposed to show her professionality by presenting a comprehensive understanding
of the operation of British business in various sectors of Chengdu industry. As can
be seen in the sequence, Wendy opts for the reported speech, separating herself
from the primary speaker, and also highlights that it is her British client’s lack of
knowledge. Wendy seemingly provides a very understandable excuse for the lack of
knowledge, because John naturally has more in-depths expertise regarding the
landscape of British industry as opposed to the Chinese one. Immediately, the
Chinese primary speaker’s reaction also shows that he is reminded by the interpreter

the need to provide some source of information (turn 16-7) and responded “I should
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add that”, which furthers the triad dialogue.

“A lot of reason behind the shift, I think I just want to emphasize that John

lacks the knowledge in this sector, or | was trying to seek feedback from the

Chinese primary speaker for him and request for more information”

(Interview 1, 25" September 2018).

On the interpreter’s account, she introduces the shifts of footing to avoid the
potential misunderstanding. She actively engages with the primary interlocutors and
successfully co-constructs the dialogue with them. While removing the possibility
of being the scapegoat of her client, Wendy also tactfully extracts more information
for her client to open up more opportunities for cooperation in various industries.
Even though Wendy disrupts the professional norms, her mediating move is much in
line with the goal of the conversation, and is socially appropriate in the situational
context.

Example 17 shows that, in a lengthy Q&A session in a business encounter, the
interpreter may also sometimes change the personal pronoun and restructure the
sentence while rendering the utterances of the primary interlocutor. Mr.Li, an
engineer of the Chinese side, who is the potential operator of the equipment, is
making a query on some technical issues relating to the facility his company intends
to purchase from the American manufacturer.

M3-Example 17

1 Mr.Li: [ —F, @i, ARXDARBIX ARG, AR5 25 &
PR R ? A ] RE it e — LE N ?
(The question is... in the process of my beam, where is the place for
the higher dose? Where is the location for the leakage? )

2 Wang: So, along the whole system, in which parts are possibly the leakage
points? Where some part of the dose, beam dose, may leak ?

3 Mr.Li: Radiation.

4 Mike: The rest of the system does not produce any radiation. It's only going

to be on the external section.
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10

11

12

13

14

15

16

17
18

Wang: i, HENRGEAR G ERASERIEN B BURLELESS, Sh
A RES AR .
(He_said the whole system itself won’t produce radiation. In the
outside, the outside part may have radiation)
Mr.Li: o7 IR AN Uikl AE DI AR AT TR, X0
(Neutron part is not concerned, it is about the front of the accelerator,
this part.)
Wang: PRt IX ILIX 8532
(You mean this part?)
Mr.Li: Xf, BEERIIER Y, SARH L.
(yeah, the part with the magnet, will there be..)
Wang: 4 5 1 it 25 2 e 2
(Radiation?)
Mr.Li: X
(Yes.)
Wang: He wonderswhether in the magnets, there will be some radiation
leakage? In the magnets?
Mr.Li: B JAT T2 3T 3T R A i, I sdRL 1 T i€
(for example when we inject deuterium, the accelerate ion is
deuterium.)
Wang: When the accelerate ion is the deuterium.
Mike: So...because there's two, two magnets, there's a low energy magnet
and a high energy magnet.
Wang: HIEA T, PIRHRLAARR, — 4> BE Y — MR BE AW ..
(There are two kinds of magnets, one high energy and one low
energy.)
Mr.Li: = RER .
(high energy beam.)

Wang: He wants to know the high energy magnet

Mike: So by the time you get to the high energy magnet, the majority of your
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current will be delivered on target. And any stray beam will be a very
small amount of current. So it will not be significant. uh, radiation
source.

19 Wang: £ KE 7 RS RFAGEIT 2] 7IBAE B, XA SRR, &
ANV MR, (R IAR BN R X P R S A A
IR IX AL .

(The majority of the beam hits the target, in this process, there will
be very small amount of leak, but not to the degree of radiation
source leakage.)

20 MrLi: g2 FRATCE &8 XA S 5 g @ B AT L 12 AT
(So our lab for the accelerator, the ordinary wall is ok? No
consideration of dedicated...)

21 Wang: He means... for the room when they place the accelerator, only
ordinary walls will be okay? For, for the purpose of radiation
protection?

22 Mike: Yea, that's all we have done.

23 Wang: No need to increase the thickness of the wall?

24 Mike: Um, correct. Most, almost all the radiation will be on the neutron
line...the accelerator.

25 Wang: XX, — ORI A BRR SR K AR IR R

(yes, yes, normally most of the radiation occurs in the neutron part.)

As can be observed in the scripts, personal pronoun shifts occur several times in this
lengthy sequence relating to the technical issue of radiation leakage. The Chinese
speaker Mr.Li initiates the turn with a question concerning the location of the
potential leakage. However, since he doesn’t mention the technical word “radiation”,
the interpreter in his rendition also misses on this word. Mr.Li, with his professional
expertise, monitors the interpreter’s rendition in turn 17-3, adding the term

“radiation” he expected to hear in the interpreter’s rendition. It is interesting to see
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that the primary interlocutor has more power than the interpreter in this scenario,
which results from their knowledge of the industry and the company’s technology,
which goes beyond the interpreter’s knowledge obtained in the briefing and
preparation stage. Such cases also show that the power relations in BNI are always a
dynamic and relational category, and the power differential is always changing with
the evolving of the discourse moments.

In 17-4, the American primary speaker immediately responds to the question
as he understands the English word mentioned by the Chinese side. In the next turn,
the interpreter shifts to a reported speech to report to the Chinese primary speaker
the American side’s comments. It seems that the answer does not satisfy the Chinese
user. In turn 19-6, Mr.Li explicates his concern again, pointing at the picture of the
equipment, where the interpreter takes off his “interpreting hat” and initiates a
singular language communication to confirm the meaning of his question (turn 17-7,
17-8, 17-9, 17-10). After a few single language exchanges, the interpreter again
shifts to reported speech “he wonders” (turn 17-11) to report meaning of Mr.Li’s
question to Mike accurately.

The interpreter opts for the reported speech potentially because the single
language exchange between him and Mr.Li excludes his client Mike from the
ongoing talk. To avoid any confusion or misunderstanding in the interaction, the
interpreter mediates the talk by introducing the reported speech, shifting his
positioning from talking as the speaker to talking about the speaker. The interpreter
thus separates himself from the Chinese primary interlocutor and indicates that the
question is actually from Mr.Li instead of himself. By doing so, it seems that the
interpreter also tries to hide his intervening moves in talk as he realizes the singular
language exchange could be perceived to be “obtrusive behavior” (Wadensjo, 1998,
p.248) in an interpreted business encounter, where the interpreter is expected to,
mostly, animate the utterances of the primary interlocutors instead of engaging with
the talk proactively or even voicing his own stance.

In the following turn, the interpreter continuously adopts the reported speech

“He wants to know” (turn17-17) and “he means” (turn 17-21) to report the situation
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to the other primary speakers, marking the distinction of the currently speaking self
and the positioning of the primary speaker. Such a shift is potentially adopted to
avoid the possible complexity or confusion created by the interpreter’s following
primary interlocutors’ direct speech. Besides, it could be observed in the transcripts
that the utterances of the primary speakers are either an incomplete sentence
(turn19-16) or segmented sentences (turn 17-20), which might bring about
misunderstandings in a bi-lingual discourse which features indirectness of
communication. Besides, the reported speech adopted by the interpreter makes the
identity of the speaker more prominent for the receiver of the information with the
clear indication of the source of the information. By reporting to the primary
speaker, the interpreter attempts to gate-keep the talk and avoids miscommunication

caused by the complexities and indirectness of the interpreted-mediated discourse.

5.4 Discussion

In this Chapter, the data analysis examines the interpreter’s mediating role and how
the power of the interpreter shapes, and is shaped in the discursive practice of
interpreted business encounters, particularly at the grammatical level. The data
shows that interpreters take the initiative to coordinate the interpreted business
encounters through shifts in footing and social positioning.

Combining Participation Framework theory (Goffman 1981) and the CDA
perspective (Fairclough 1989), the analysis focuses on different types of personal
pronoun changes introduced by interpreters, reflecting how interpreters situate
themselves in this specific social context. The close examination of the data reveals
that the production and consumption of the utterances or texts are mediated by the
interpreter in such buyer-and-seller discourse. The interpreter has the capacity to
break the order of discourse or norms of the professional interpreter, which, 1 would
strongly argue is a manifestation of power deriving from their bilingual and
bicultural expertise. The carrier of their mediation is language, which is particularly
interesting with the aim of CDA to investigate the “often opaque relationships of

causality and determination between (a) discursive practices, events and texts and (b)
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broader social and cultural structures, relations and processes” (Fairclough 1993,
p.135). The data analysis sheds light on “how such practices, events and texts arise
out of and are ideologically shaped by relations of power and struggles over power”
(ibid., p.135).

The results of the data analysis suggest that while arguing for the power of the
interpreter in this discourse, we should also be aware that power is a highly
relational category. The power relations among the interpreter, the client and the
primary speaker are always dynamic and changing. The interpreter is obviously not
the only party who holds power in the interaction, as their exercising of agency is
largely subject to the dynamic negotiating relations between the buyer and the seller
who owns more institutional and decision-making power in this discourse.

Based on the follow-up interview with the interpreters, the current research
highlights the interpreter’s motivation and awareness of these shifts and its
influence to the power relations in the discourse. In business dialogue interpreting
settings, the interaction is often charged with socio-cultural factors and institutional
factors. The interpreter, be it freelance or in-house, works with the aim to facilitate
the talk. It is noticeable that the interpreter’s agency is influenced by the
employment relationship, where they are expected to satisfy the need of the person
who hires them.

However, there are also examples that illustrate the interpreter’s positioning
and allegiance are not always just to the client’s side. Interpreters are found to align
with the primary interlocutors at specific discursive moments to smooth the talk and
promote the goodwill of cooperation. Whomever the interpreter aligns themselves to,
the goal of such shift is always to facilitate the communication where both parties
expect to “make mutually acceptable decisions on substantive matters” (Firth, 1995,
p.6-7), which is in line with the intrinsic nature of the business talk in this study.

A significant proportion of personal pronoun shifts occur between first
personal singular and first personal plural, first personal and third personal, as well
as second and third personal pronouns. Such shifts reflect interpreters’ perceptions

of their positions in relation to the other participants. The institutional business
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context and the interpreter’s responsibility in the encounter grant the interpreter
flexibility and a professional identity. On one side, they are expected by the primary
interlocutors, the client in particular, to act for the benefit of the team they represent
or work for; on the other side, they also flexibly adjust their positioning in relation
to the primary speaker when it is necessary. As Goffman (1959, p.166) points out,
the “social distance between team members may sharply increase or decrease” in a
changing negotiating line. Such comment is echoed by Karanasiou (2016, p.206),
indicating that “distance between team members and the interpreter can also change”
along with the changes of the negotiating context in a business conversation. The
interpreter’s awareness of social positioning within the business context influences
their approaches to communication, which brings about changes in power relations
in the discursive practice.

Reported speech is also introduced by the interpreter. The examination of the
data shows the aim of the interpreter’s mediation is to emphasize the speaker’s
occupation in the institution, highlight the speaker’s comments, as well as avoid the
misunderstanding or confusion that might be brought about by the complexity and
indirectness of the interpreter-mediated talk. In all the examples discussed, the
interpreter separates him/herself from the speaker and opts for the role of a
“reporter”, establishing the interpreter’s “self-presence” to talk about the speaker.
As Jorgensen and Philips (2002, p.63) states:

The research focus of CDA is accordingly both the discursive practices
which construct representations of the world, social subjects and social
relations, including power relations, and the role that these discursive
practices play in furthering the interests of particular social groups.
A CDA perspective is adopted in this research because the interpreted business
negotiation has an evident “linguistic-discursive character” (p.61), with the transfer
of language playing a central role in the process. The discursive practices that
involve text production and consumption against the social and cultural context
sketch a concrete picture of how the interpreter’s power is enacted. As the research

results show, interpreters in BNI do not always act in strict accordance with the
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professional norms and rules of direct translation. They hold power to break the
order of discourse, the assumed ideal norms of translating whatever the primary
speaker says. Taking on a coordinating role, they facilitate their clients to secure the
deal or a favorable position. Departures from the complete and direct interpreting
norms occur at different frequencies in interpreters’ renditions. The interpreter often
introduces personal pronoun shifts based on their assessment of the situational

context and inter-personal relations with regards to the buyer-seller relation matrix.
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CHAPTER 6 A CDA Insight into Interpreter’s Mediation
by Turn-Taking Management

In this chapter, the study examines how the interpreter mediates the triadic
interaction from the perspective of the interactional convention, a textual feature
which is considered a “higher-level of organizational features which have relational
value” (Fairclough, 1989, p.134) in CDA analysis. | intend to look at the situational
context which motivates the interpreters to manage the interactional order. 1 will
explore how and why interpreters in this study use their bilingual and bicultural
resources to control the primary interlocutors’ contribution through turn
management and how this has influenced the interpersonal and power relations in
the discourse.
6.1 The Interactional Convention from a CDA Perspective
Based on my definition of power in the discourse, I have featured the “interpreter’s
power” in business discourse as the right and capacity to put constraints on primary
interlocutors. The turn-taking system in conversations, according to Fairclough
(1989), be it formal or informal, “depends on (and is a part of) power relationships
between participants” (p.134).

Ideally, turn-taking order in a conversation between equals should be on a
turn-by-turn basis, where interlocutors in a conversation “would have equal rights at
each point” of the conversation to “to select others, 'select themselves', or continue”
(p.134). However, Fairclough (1989) also argues that the possibility of absolute
equality in turn-taking order is extremely limited, as the actual occurrence of such
social interaction “in our class-divided and power-driven society is extremely
limited” (p.135). He exemplifies his views with the teacher-pupil and doctor-
medical-students discourse, where the students and pupils are “are essentially
limited to giving relevant answers to the teacher's questions” and the “the criteria
for relevance are also the teacher’s” (Fairclough, 1989, p.135). Such discursive
practices occur in a specific social discourse where the “order of discourse” in an
educational setting is abided by the interlocutors. Teachers hold the power to pose

questions, issue instructions, or make evaluations because they obviously hold more
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power in an educational setting, where the turn-taking systems are actually shaped
by the power differentials in the interaction.
Fairclough (1989, p.135) specifics the power exercised in managing the turn-

taking order in conversation into four categories:

-interruption

-enforcing explicitness

-controlling topic

-formulation
All these are devices employed by the more powerful participants in the discourse
to control or limit the contributions of the less powerful ones to ensure the relevance
of the topic and eliminate any ambiguity in the interaction.

Of course, the CDA study conducted by Fairclough (1989) is based on the
monolingual dialogues, which makes the interpreted business interaction even more
interesting since the turn-taking system is obviously more complex in a cross-
linguistic and cross-cultural discourse. The proceeding of the interaction in such a
context is based on the interpreters’ conveying of other’s messages, which also
involves more stakeholders. It is therefore worthwhile to review the norms of the
interpreting practice and to closely examine how the power relations shape and are

shaped by the actual interactional conventions.

6.2 The Turn-Taking Norms in Interpreted Business Encounters

Before | go into the data analysis, it is of utmost significance to lay out the
conventional distribution of interaction or the convention of the discourse.
Understanding how the discourse is distributed and the norms of the order would be
helpful for us to identify the interpreter’s agency and the changes and disruptions
they bring to such discourse. An interpreted business encounter between two
primary speakers (Party A and B) with the assistance of an interpreter is always
expected to be in the following format:

A: Utterance 1(in the majority (A’s) language)

IN: Utterance 1’ (=translation of U1 in B’s language)
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B: Utterance 2 (in B’s language)

IN: Utterance 2’ (=translation of U2 in A’s language)

A: Utterance 3 (in A’s language)

IN: Utterance 3’ (=translation of U3 in B’s language)

Ect.
The above format is similar to Knapp-Potthoff and Knapp’s (1985) normal format
of [language] mediator’s discourse structure (p.457), which implies that the
interpreter is expected to take every second turn immediately at the end of each
primary speaker, to convey the message of the speaker Ato speaker B. Such schema
is similar to the Conversation Analysis concept of “adjacent pair”, which was first
developed by Schegloff and Sacks (1973, p.295). However, Goffman (1981)
explains the concept of “adjacent pairs” as the basic units of interaction, which is
defined as “one utterance temporarily following another” (p.6). He examines how
adjacent pairs are linked together to form up chains; and proposes that dyadic
interaction does not necessarily follow the dialogic format where two interlocutors
take turns regularly. Such remarks are echoed by Wadensjo (1993), who puts
forward that relaying others’ utterances is just one of the activities that interpreters
perform; another being the coordination of the flow of talk between participants,
focusing on the mediation of organization of the talk, which she defines as “explicit
coordination” (p.108). She argues that the interpreter “has a unique mandate
precisely when it comes to listening and speaking” (Wadensj6, 1998, p.152), which
refers to the active participation of interpreters in e.g., asking other participants to
stop to let them translate or to clarify or repeat details that are relevant for
translation. In other words, the interpreter functions as a “co-producer of the
interaction achievements” (Gavioli, 2015, p.170), who proactively engages with the
primary speakers to ensure the renditions produced is context-relevant and related to
the common ground of understanding.

Roy (2000, p.36) proposes that turn-taking in interpreted interaction has

“unique and complex features that actively involve the interpreter in organizing,

managing, constraining, and directing the flow of talk”. The data recorded shows
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that interpreters in the business triad do not always strictly follow the above-stated
turn-taking order. They all deviate from the expected schema at different frequency
due to various reasons. They initiate the turn, hold the turn, delay the turn or ignore
the turn, based on their assessments of the situation. On Baraldi’s (2012) account,
interpreters are “mediators who actively distribute opportunities to participate, by
giving voice to participants’ stories and (re-) authoring the current story as a story of
cooperation” (p.298).

When an interpreter is involved in the situational context of a business
dialogue, he/she potentially “has the possibility to understand everything said”
(Wadensjo, 1995, p.2) with the scarce source of “bilingualism and biculturalism”.
As the only person who understands the flow of the conversation thoroughly, the
interpreter therefore has “a unique possibility to overview and coordinate interaction”
(ibid., p.2). From a CDA perspective, the interpreters’ distributing and managing the
turn order of the interaction manifests the power they hold in a cross-cultural
business interaction. They not only convey the messages of primary interlocutor but
also hold the power to put constraints on others by interrupting the conversation,
enforcing explicitness, or self-selecting the turn. In the following chapter, excerpts
from the data demonstrate how the interpreter plays the role of an active third party
by exercising power to flexibly control the turns in the interpreted business
discourse to ensure the mutual understanding of the primary speakers. They actively
engage in the business interaction by interrupting a turn, maintaining a turn,
terminating a turn, which obviously departs from the norms of the turn-taking
system mentioned in the beginning of the chapter.

Like the two preceding chapters, the analysis framework follows Fairclough’s
(1989) three-dimensional model of description, interpretation and explanation.
Drawing upon the categories proposed by Fairclough (1989), | decide to explore the
manifestation of the interpreter’s power in the business encounters by examining:

1) how they interrupt the turn;
2) how they terminate or omit the turn;

3) how they mediate the overlapped turns.
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The above category is adopted based on the close reading of the data, and I also
discovered that such forms of mediation occur most frequently in the discourse.
Like Fairclough (1989) proposes, | intend to examine how the mediation in turn-
taking system is related to “power relationships between participants” (p.134), the
situational context, and the nature of the interpreted business context. | will explore
the scenes whereby interpreters take advantage of the linguistic and cultural
expertise they hold to disrupt the assumed norms and order of discourse in such

context, and most importantly, the factors and elements that motivate their acts.

6.3 Mediation through Interrupting the Turn
In this category, interpreters intervene in the business talk and disrupt the order of
discourse by interrupting the turn to request clarification or explanation of certain
concepts. The interpreter disrupts the regular turn-taking order by redirecting the
stipulated interpreter’s turn back to the prior primary speaker A instead of the
second primary speaker B for clarification or explanation:

A: Utterance 1(in A’s language)

IN: Utterance 2 (in A’s language) to A

A Utterance 3 (in A’s language)

IN: Utterance ..’ (may be translation of both Ul and U3 or just U3 only in

B’s language)

Etc.
The interpreter initiates a stretch of single language interaction to discuss with the
primary speakers what has been mentioned or to demand clarification of
information provided by the primary interlocutors. Such intervention is vital for the
smooth proceeding of business talk since even minor ambiguity or ambivalence in a
business context may create problems, which may lead to misunderstandings related
to the will of cooperation or the details concerning the contract. There will be
repercussions such as financial loss if the intentions of both sides are not accurately
conveyed. Interpreters hold the right as well as the responsibility to request

clarification. Such sequence is referred by Davidson (2002) as the “collaborative
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model” (p.1284), where the interpreter conducts interactive communication in
single language with the primary speaker to clarify what has just been mentioned or
an unclear concept to ensure that the talk is on the right track. From a CDA
perspective, the coordinating act of the interpreter is also a manifestation of power
as “those with power may respond by enforcing explicitness — for instance, forcing
participants to make their meaning unambiguous” (Fairclough, 1989, p.136) by
asking questions in a situational context.

The data in this study reveals that all the interpreters opt for the interruption
of the turn at different frequency to:1) request for explanation or clarification of
information; 2) to avoid any potential ambiguity or ambivalence in the talk. The
post-assignment interview also provides evidence that the interpreter, in most cases,
interrupts the turn to avoid mistranslation or misunderstanding in the course of the
business negotiation, so that both parties share a common ground of understanding
in the discussion for cooperation or opportunities to buy.

Example 1 is an excerpt from M6, a business talk between Mark, the Italian

Travel Agency manager and Tim, a managing director of a Chinese travel agency.

Example 1 (M6)

1 Mark: I want to ask, um, if possible, um, what type of business um, he's doing?
If it is FIT or groups?

2  Chang: what do you mean by FIT?

3 Mark: FIT, for individuals or only for groups

4 Chang: W, R s AR i 285 i R S AR AN M 251D, b 85 MR AT 47 2
XA N it A2 B BA 9 32
(Hmm huh, he wants to ask you that your business, what is the
business category? Is it individual or package group traveling?)

5  Tim: BIAAE.

(Mainly are groups.)
6  Chang: BIBAIA?

(Groups?)
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7 Tim: W,
(Hmm huh.)

8 Chang: Mainly about the groups.

Example 1 is a prime example of how the interpreter regulates the interaction by
engaging with the primary speakers. Mark initiates the conversation by posing a
question regarding the Chinese travel agency’s business model. In turn 1-2, instead
of relaying Mark’s question to the Chinese delegate in the next stipulated turn,
Chang takes off her interpreting hat to seek for an explanation of the abbreviation
“FIT” by raising a question of “what do you mean by FIT? ”. Such mediation
selects Mark as the speaker of the next turn, where he explains the term. Chang then
in the following turn (1-5), relays the question raised by Mark to Tim. Interestingly,
the interpreter in turn 1-6 again deviates from the normative turn exchange order,
confirming with Tim the answer he provides before her rendition in turn 1-8.

The interpreter flexibly regulates the turn-taking order based on her
understanding of the goal of the communication and the context of the conversation,
with the two primary speakers sitting on the desk seek for the common ground of
their business scope. The turn-taking order is very different from the formula for
interpreted conversation and norms of interpreting described in the preceding
section, stating that the interpreter is supposed to take the turn only to render the
primary speaker’s utterance. In other words, the interpreters cannot self-select. Their
taking of turns is constrained by the primary speakers who dominate the discourse,
and are supposed to only interpret the primary interlocutors’ utterances in the
previous turn.

However, the turn-taking system in this sequence disrupts the “ideal
norms”. The interpreter not only self-selects in turns (1-2, 1-6), but also poses
questions to the primary interlocutors to seek explanation (1-2). She tries to avoid
ambiguity by forcing the speaker to clarify the meaning. According to my definition
of power in discourse, the interpreter’s behaviour in this sequence is clearly a

manifestation of power, since she constrains the turn-taking order in the discourse as
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well as the content produced by primary speakers. In the post-assignment interview,
the interpreter explains, “I do not understand the meaning of the abbreviation FIT,
and | believe it is an essential piece of information the primary speaker seeks for.
And I feel obliged to pose the question” (Interview 5, 23 Nov 2018). By seeking an
explanation, the interpreter succeeds in providing “culturally and contextually
relevant information” (Baraldi and Gavioli, 2012, p.6), ensuring the conversation
proceeds on the right track. The interpreter’s intervening move in this sequence is
conducive to the primary speaker’s active interpretation of the issues they concern
about, which facilitates the mutual understanding of the business talk.

As the talk goes on, a very similar example occurs. The Italian manager starts
to promote a tourist destination, Paestum, in southern Italy, which is not a popular
tourist destination for Chinese tourists. Therefore, the Chinese primary speaker, Tim,
initiates a series of questions regarding the details of the arrangement in South Italy.

Example 2 is an excerpt of queries made by Tim.

Example 2 (M6)
1 Tim: & A REEE, SRR, RERET, bR e
ZHFEAFIX A AT L.
(Another question is, the local reception, tourists’ food, accommodation
and transportation if it is possible for him to arrange all...)
2  Chang: Um huh, Can you arrange the local reception? Such as the traveling,
eating, and accommodation.
3 Mark: Yes.
4  Chang: In Paestum?
5 Mark: Yes, and we have also China guide, transportation, if you need services,
| can direct you even to local suppliers professionals.
6  Chang: M, JEHJ. A XM 21l A A W S A2 5 RT LL25 22 HE I A
T N E %A
(Hmm, the local transportation, tourist guide, and other things, we can

all arrange professional people to sort it out.)
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In this sequence, Tim initiates the turn with a question of the local reception. In the
next turn, Chang interprets his question, followed by Mark’s answer of “yes” in turn
3-3. It can be observed that in turn 3-4, instead of rendering the confirmative answer
of the Italian primary speaker to Tim as expected in the norms of interpreting,
Chang interrupts the turn by posing a question of “Paestum? ” to clarify with Mark
if it is the place he is promoting. In the next turn, Mark provides a more concrete
answer, adding some new information regarding the “tourist guide” and
“professional people” to further promote the tourist destination. Chang then starts
interpreting in turn 2-6 to render all the information provided by Mark.

As can be observed, the interpreter regulates the turn to clarify with the Italian
primary speaker based on her understanding of the business talk’s aim. Hired by the
Chinese client, she is well aware that the specific goal of the Chinese client, which
is to explore with the Italian travel agency the possible tourist destination for the
Chinese tourists. However, the Chinese client did not specify the location and he
only mentions “local reception” (34 #i$% 1) in his question. The interpreter
understands that it refers to the specific tourist destination the Italian speaker is
promoting. This is because the context of the whole discussion before actually
centers around the place name, Paestum. The interpreter, therefore, raises the
question to clarify with the Italian speaker if he is specifically referring to Paestum.
Interestingly, the Italian primary speaker not only confirms the location he is talking
about but also provides a more detailed answer (turn3-5) compared with the answer
of “Yes” in turn 3-3.

In this sequence, the interpreter’s act obviously violates the conventional
norms in interactional order, and it seems that she does have the privilege to select
the speaker (2-4) based on the situational context. In other words, the primary
speaker’s taking turns is subjected to the interpreter’s assessment of the situation.
Besides, the content produced by the primary speakers is also somehow constrained
by the interpreter as the criteria for relevance is decided by the interpreter! We can
easily tell from the sequence that the interpreter’s interrupting of the turn actually

ensures the interaction is based on common ground of understanding. Meanwhile,
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the interpreter also elicits more relevant information for her Chinese client through
selecting Mark as the next speaker. She actually creates a turn, an opportunity for
Mark to further promote his product. It can be argued that the interpreter, rather than
being a neutral conveyor of messages, is an active participant “who can potentially
influence the direction and outcome of the event” (Roy and Metzger, 2014, p.161).
In the interview session, the interpreter explains that she is well aware of the turn
interruption.,
“Although the conversation has been focused on the tourist destination
Paestum, the previous turns occurred are about the safety issues of south Italy.
As Paestum is not explicitly mentioned in this sequence, | feel it is necessary
to raise it up to make sure the primary speakers are on the same page”
(Interview 5, 23 Nov 2018).
Obviously, the interpreter assesses the situation based on her understanding of the
context. She decides to interrupt the turns to guarantee that no misunderstanding
occurs in the interaction. Her co-producing the rendition with the primary speakers
is central to the result and effect of the business talk, as it provides more relevant
information for her clients to weigh the product promoted by the Italian manager.
The sequence in Example 3 displays a similar example of how the
interpreter manages the turn-taking system to ensure the shared understanding of the
primary speakers within business discourse. In the technical exchange of the
representatives of the Chinese company (Mr.Li) and the American facility supplier
(Mike), the interpreter (Wang) coordinates the talk by interrupting the turns a couple
of times to ensure the rendition provided is accurate and contextually relevant.
Example 3 (M3)
1 MrLi 18—, g, ERZXADRFXASRE LS, AL 7 2 5 &
HERC R ? A ] RE it — Le Y ?

(The question is... in the process of my beam, where is the place for
the higher dose? What’s the whereabouts for the leakage dose?)
2 Wang: So along the whole system in which parts are possibly the leakage

points? Where some some part of the dose, beam dose, may leak ?
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10

11

Mr.Li: Radiation.

Mike: The rest of the system does not produce any radiation. It's only going
to be on the external section.

Wang: fli iR RGEA B RA S ERIRI . BURAELESS, S
AR H RS
(He said the whole system itself won’t produce radiation. In the
outside, outside part may have radiation)

Mr.Li: o7 IS AN iRl AR DI SR AT TR, X4
(Neutron part is not concerned, it is about the front of the
accelerator, this part.)

Wang: /R Ut IX 211X 5532

(You mean this part?)
Mr.Li: Xf, BEERIIER Y, SARH L.
(yeah, the part with the magnet, will there be..)
Wang: 4 47 (it #2 2 I 2
(Radiation?)
Mr.Li: % o
(Yes.)

Wang: He wonders whether is in the magnets was there will be some radiation

leakage? In the magnets?

The Chinese primary speaker Mr.Li initiates the turn with a question regarding the

location of the leakage dose. Interestingly, with his command of the English

technical terms, Mr.Li monitors the interpreter’s rendition in turn3-3 while

emphasizing his concern of “radiation” in turn 3-4. The American client Mike

responds to his question in the next turn, which seems insufficient regarding the

specific information the Chinese side requests to know.

In turn 3-6, Mr.Li explicates his question by pointing at the diagram of the

equipment. Instead of relaying the question to Mike in the next stipulated turn (3-7),

the interpreter raises a question “you mean this part” to Mr.Li while also pointing at
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the diagram, seeking for the clarification of the question. Mr.Li in the next turn (3-8)
confirms it is the “magnet part” he is talking about, followed by the interpreter’s
second request for clarification of the question ‘“radiation?” (3-9). The single
language side exchange between the interpreter and the Chinese speaker occurred
here is referred by Davidson (2002) as the “collaborative model” (p.1284) in
interpreted discourse. Such a model refers to the interpreter’s initiating a stretch of
single language interaction with the aim to discuss with the primary speakers what
has been mentioned, or to clarify the information that is central in the talk. Such an
intervention constructs the shared understanding of the primary speakers within the
discourse.

It seems that the interpreter’s presence has been made prominent in the same
language side exchange between him and the primary speaker as he selects the
primary speaker to take turns. The power-relationship experiences subtle changes
since the interpreter intervenes in the turn-taking system from turn 7-7. In the
sequence prior to turn 7-7, Mr.Li, the Chinese buyer of the equipment seems to be
firmly in control of the turn-taking order and the interpreter’s contribution in the
conversation. He not only monitors the interpreter’s rendition but also interrupts the
interpreter to supplement the word “radiation” (3-3) he expects the interpreter to say,
which might be quite embarrassing and stressful for the interpreter considering that
Mr.Li didn’t explicate it in his utterance, and that it seems as if the interpreter fails
conveys his message. In turn 3-6, Mr.Li also baldly interrupts the interpreter’s
rendition of his America client’s utterance, and shifts the topic to the issues he
concerns by stating “it is about the front of the accelerator, this part” (3-6). In the
next turn (3-7), instead of rendering Mr.Li’s concern to his client, the interpreter
intervenes and poses the question “you mean this part?” to Mr. Li with the potential
aim to guarantee that he correctly understands the Chinese interlocutor’s question.

From an observer’s perspective, such intervening moves can elicit more
precise information so that the American client’s answer can be more relevant. The
interpreter’s mediation to a large extent prevents the Chinese speaker’s potential

unsatisfactory feedback to the client’s answer in the following turns, a situation
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occurs frequently at the beginning of the conversation. In addition, the interpreter’s
intervention also disentangles the misunderstanding, which is caused in the
exchange of turns when less irrelevant information is interpreted in turn-by-turn
fashion. Such mediation imposes a positive effect in a business context in which the
topic discussed is related to concrete technical details of the company, an institution
that the interpreter is not affliated with. It can be seen that in this situational context,
such discursive norm is apparently not maintained with the interpreter’s use of
linguistic resources he holds. Instead of compliantly occupying a position in which
they render whatever the primary interlocutor says, the interpreter intervenes in the
conversation and asks for clarification of the primary speaker’s concern. The
interpreter’s agency is exercised, on one side, with their language expertise and
understanding of the orientation of the talk. On the other side, they intervene to
ensure thatthe client provides the most relevant answer to eliminate the Chinese
primary speaker’s technical concern. The interpreters obviously take on the subject
position more than a linguistic transmitter, and they strive to manage the
interactional order and avoid the misunderstandings of the critical message within
the specific social context of the business negotiation.

In this process, language plays a vital role in the interpreter’s exercise of
agency. In Fairclough’s (1989) discussion of the police-withess or teacher-pupil
discourses, the social positions of the witness and the pupil are compliantly
occupied, because “the social relationships which determine them are sustained by
the use of language” (p.19), such as the reduced questions posed by the policeman,
the lack of acknowledgement of the witness’ answer, and the reduced question
posed by the teacher. The use of language on such occasions is considered the
manifestation of power in a specific discourse. In the discursive practice | am
exploring, power also manifests itself through participants’ language use. More
interestingly, “the dominant conventions are resisted or contested” (p.20) when the
interpreter intervenes in the dialogue as a substantial and active participant. In such
a context, “language use can contribute to changing social relationships” (p.20)

when the interpreter co-creates and co-produces the texts with the primary
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interlocutors. The interpreter takes the subject position of a substantial participant in
such context and acts as an ally of his client or the spokesperson of the primary
interlocutors in the business talk. He assists the participant by monitoring the
information flow, and the development of the business talk. The interpreter in the
interview also states that he is fully aware of the mediation,
“I have to interrupt to confirm with the Chinese primary speaker about his
concern, as it is related to the performance of the equipment, which is
essential to their decision in purchasing the instruments in this business
talk” (Interview 2, 15 Oct 2018).
Obviously, the interpreter is fully aware of the technical context and the business
goals of the talk. He co-produces the renditions with the Chinese primary speaker
by selecting the interlocutor and putting constraints on the relevance of texts
produced by the speaker. Example 4 is a similar example of the interpreter

interrupting the turn for clarification.

Example 4 (M5)

1 Frank: So as an example, um, usually the acoustic materials or whatever, has
to be very thick. But if you use a nanofiber layer, with just special
acoustic properties, the thickness of the, of the acoustic panels can be
much, much lower. For if you don't have space, it's a good, good
solution.

2 Lee: 38 #1540 T ARLEFE 2218 I B A3 FIAKA L Z AT, 12501
SeRE S, B RES R BEAR K, (HRIIEE H BI9PR R, kAT
AR B 5, BB KK B LR =2 E A,
e S HIRRR T R .

(Normally, those acoustic materials application, without the use of
nanomaterials, the acoustic panels will be very thick. But with the
application of the nano technology, our nanomaterials, the thickness
will be greatly reduced. So if you don’t have enough space, it is a

good solution.)
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3 Lisha: Mk... & 5t & RLE A2 B Auile, S, e TRRER B
Rt 4, HERtaRE?
(Oh...it has, it has, how to say, that is, when it is used in acoustic
panels, what is used? What kind of property is used?)
4 Lee: W], JHAARM B AL ?
(Ah, what property of the nanomaterial is used?)
5 Lisha: k& & AR b & AT 2R PE 2 Ja= e 2

(What is the property used in the acoustic panel, shock absorption?)

6 Lee: When it is applied to the, to the acoustic. Um, so what kind of

properties can we use? Shock absorption?

In this sequence, Frank introduces the strength of the nanomaterials produced by his
institute in the first turn, which is then translated accordingly by the interpreter Lee
to the Chinese primary speaker Lisha. In turn 4-3, Lisha raises a question to further
explore the “4F{%:> (“property”) used in the acoustic panel with a repetitive sentence,
which reflects that she is also not entirely certain of how to put together the question.
Besides, Lisha also uses the pronoun “&£” (“it”) a couple of times without pointing
out what it represents. Instead of interpreting the question, the interpreter opts to
clarify with Lisha what “it” refers to by raising the question of “FH#KM k144
i ? (“what property of the nanomaterial?”). In the following turn, Lisha
explicates her question by pointing out “what is property used in the acoustic
panel ”, and she also specifies her question by adding “J#& & "> (“shock
absorption?”). Based on his exchange with the Chinese primary speaker in a single
language in the previous turns, Lee finally renders the question to his client Frank
(turn 4-6). The sequence can be represented as follows: A’s rendition—IN’s
translation—B’s rendition—IN’s assessment and question—B’s rendition—IN’s
translation.

It is observable that the interpreter, instead of rendering on a turn-by-turn
basis, actively engages with the Chinese primary speaker. Such a move is based on

the interpreter’s perception of the question, which he considers not straightforward
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enough. After detecting the ambiguity in the first question, the interpreter flexibly
manages the turn and requests for clarification before finally translating it to his
client Frank. As discussed in previous examples, Lee’s intervening behaviour in this
sequence exhibits that he is able to assess the relevance of the question in the
primary speaker’s utterance. He also self-selects as the next speaker for clarification
and then re-allocates the floor back to Frank. Instead of interpreting in a conduit
mode, the interpreter takes the initiative to gate-keep the answers or questions raised
by the primary speaker, eliminating the communicative inadequacy that might lead
to misunderstanding, to ensure the smooth progress of the business talks.

Example 5 displays a similar case in which the interpreter self-selects as the
next speaker for clarification to provide the primary speaker and his client the
common ground for mutual understanding.

Example 5 (M4)

1 Frank: Some some solution, solution. Okay, so you provide some solutions
to solve their environmental problems of air pollution? So you
already use some technologies for filtration. We both already use
some technologies.

2 Lee: RAITERAERLRA —LeBORFELIK, Wl 2 JE b IR 125 i

IR, ORISR, W2 RATEA T ER,
(You already have some technologies to filter and purify your client’s
air pollution problems, right? We both use some technologies.)

3 Miss Wu: % o

(Yes.)
4 Lee: g2 B MIA 156 R IR A D't fd S0 HEL 2

(Is it actually the photo-catalytic technology you mentioned just now?)
5 Miss Wu: XF00RF, AT & AR 51 2EH .

('Yes yes, we have also imported it.)

6 Lee: Yeah, the photo-catalytic technologies. Yeah, we mainly use um, um,

the photo-catalytic technology imported from Japan.
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This sequence occurs after the Chinese primary interlocutor Miss Wu’s briefing of
her company’s business scope and the technology for clients to solve some
environmental problems. Frank initiates the turn to confirm with Miss Wu if her
company provides clients with the solution by offering some advanced materials or
technology (“you provide some solutions to solve their problems with air
pollution? ). In the following turn (5-2), Lee translates his question to Miss Wu
and get an affirmative answer “yes” (“;2[”) in turn 5-3. Instead of rendering it to
Frank, Lee claims the next turn to initiate a conversation with Miss Wu (“Is it
actually the photo-catalytic technology you mentioned just now?”) based on his
knowledge of the context. Obviously, Lee interrupts the turn in an attempt to
confirm with Miss Wu the specific technology she uses. In turn 5-5, Miss Wu
immediately provides the affirmative answer with more specific information “XJ X
X, AT A NS 51 3ERT . (“Yes yes, we have also imported it” ).

Based on his interactive exchange with Miss Wu, the interpreter, Lee, then
translates the answer to Frank and redistribute the turn back to him. We can see that
Frank initiates the turn to confirm if Miss Wu and his company both specialize in
advanced material or technology for environmental protection, which can serve as a
foundation for further talk. It seems that the interpreter’s self-selecting of the turns
and his interaction with the Chinese speaker has deepened the Czech client’s
understanding of the Chinese company’s business scope. In the interview, Lee states
that he decided to intervene in the talk to guarantee the mutual understanding
between the two primary speakers,

“l am aware of the turn interruption here, as I feel it would be good to
clarify the technology to the Chinese primary speaker so that my client
Frank will be fully aware of the technology the Chinese company uses or
needs” (Interview 4, 15 Nov 2018).
It is apparent that the interpreter actually interrupts the turn for a motivated
interactional conduct. He states that he wants to ensure the rendition provided is
contextually relevant for the smooth proceeding of the business negotiation. The

interpreter’s conscious behaviour displays that his subject position grants him the
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capacity to control the development of the conversation by distributing the turns and
requesting for explicitness. In an interpreted business interaction, such interruption
and intermittent absence of the primary speaker would be considered breaching the
norms of a professional interpreter. Nevertheless, it is noticeable that primary
interlocutors on both sides find no problem with the interpreter’s interrupting of the
conventional interactional order. Instead, they accept it as a natural constitute of the
conversation, and they cooperate with the interpreter without any disagreement.

| would argue that this has supported the CDA argument that the properties of
discourse are socially and situationally determined. Imagine some similar
intervention of communicative order occur in a monolingual context, where there is
no linguistic barrier among the participants. A similar form of interruption would
totally exclude the Czech speaker in the conversation, which can be very impolite
and embarrassing. On such occasions, the absence of any interlocutor would be
considered as a real problem that might not be very constructive to the development
of conversation. However, in the context of interpreted business dialogue, it seems
such intervention is on the positive side at the specific moment of the discourse,
which is much related to the social position the interpreter is located, the

interpreter’s linguistic capacity, and their awareness of the information flow.

6.4 Mediation through Omitting or Terminating the Turn

In this category, interpreters omit or end the turn at a different frequency when the
information conveyed is transparent, repetitive, or existing knowledge mentioned in
the talk. As shown in most cases, interpreters tend to omit the feedback or terminate
the turn by giving feedback directly to the prior primary speaker in the context of
business conversation. Such tendency is supported by Wadensjo (1998), who states
that the “feedback of the primary speakers is delayed and often non-existent”
(p.263). The analysis of transcripts in my study reveals that the feedback is often
omitted. In some cases, the interpreter also self-selects to provide the answer to the
primary speaker because the information is so transparent or repetitive, and the

rendition back and forth for feedback is time-consuming or redundant. Based on my
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characterization of power in the discourse, the interpreter’s intervention of the turn-
taking mechanism can be considered a manifestation of their agencies, as they are
capable to put constraints on the primary speakers’ interactional order in the
business negotiation.

Example 6 is a prime example of how the interpreter manages the turn by
providing affirmative feedback to the Chinese client with the discursive strategy of

omission of turns in the closing part of the sequence.

Example 6 (M7)

1 Adam: In Lucerne, we have also this hotel, which is exactly by the lake.
2 Chang: FEXAMHARMITERN G IXZKINME, BAERIZ .
(In Lucerne, the hotel is by the lake.)
3 Tim: HAEMIL?
(By the lake?)
4 Chang: X1, JELEMIAM— NS
(Yes, it is a hotel by the lake.)

5 Adam: But of course it depends all on the price.

2 Chang: {H 238 2 BREX M 2 AH SR .
(Of course, it depends on the price.)

7 Adam: And this one is very beautiful, it is exactly by the lake, it is very
romantic which fits to the theme that we are talking about today.

8 Chang: ARIX W2 R IR IE R AEWIA ), BUERIA TS RIRITIX MR

BIRATRA —ERRAR T EFIFEERI.

(This one, it is very romantic, it is by the lake, which is related to our
today’s theme of romantic tour, this is the exact hotel we are talking

about.)
9 Tim: &,
(Hmm.)
Example 6 is an excerpt from Meeting No.7, a match-making business event after
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an official forum where each of the business talk session should not exceed 40
minutes, as the Chinese company representative in the business booth is schedule to
meet different foreign companies. The Swiss hospitality group representative, Adam,
is proactively promoting his product to the Chinese Travel agency manager Tim. In
the previous sequence, Tim and Adam discussed Tim’s questioning over the location
of Adam’s hotel. In this sequence, Adam initiates the turn by highlighting the hotel
is by the lake in Lucerne, an arguably most popular destination for Chinese tourists.
In the following turn, Chang translates Adam’s promotion of the hotel “7EiX ¥ £k
FIEFRATA X FKIB NS, Wil (“In Lucerne, the hotel is by the lake”),
followed by Tim’s question of “Hi{EW#IZL? » (“By the lake?”) in turn 6-3. Instead
of translating it to Adam, Chang provides the affirmative answer to Tim in the next
turn (6-4). The interpreter steps in and functions as the “principal”, who is
responsible for producing the content in the course of the communication.

It can be observed that the interpreter decides to provide the answer directly,
potentially because the information is so clear in the previous lines, which is
considered a piece of known information by the interpreter to explain directly to her
client,

“I felt that it is not necessary to ask the Swiss primary speaker again as it is
something just mentioned and | am pretty sure of the answer to this question.
And also it is more efficient time-wise, as it is a conversation with the time
constraint.” (Interview 5, 23 Nov, 2018).
Based on the interpreter’s account, she functions as an active participant to facilitate
her client’s understanding instead of working in a “conduit” mode. Providing the
information that is known or clearly understood, the interpreter enables the
conversation to move efficiently to the next agenda. In this sequence, the interpreter
obviously considers herself as more than a linguistic helper. She takes up the role of
a collaborative team member to manage the turn by self-selecting and selecting the
speaker. It can be observed that the interpreter flexibly distributes the turn according
to the relevance of the information to the topic, to the orientation of the talk, or her

client’s need. This is much in line with Fairclough’s (1989) argument that
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“Language varies according to the social identities of people in interactions, their
socially defined purposes, social setting, and so on” (p.21). I would also argue that
the interpreter emerges as a substantive participant with more power in this short
sequence with the firm control of the development of the dialogue and her client’s
contribution. Besides, she sets the criterion for the relevance of information while
intervening in the interactional order. Verbally, she omits the turn which she should
translate to Adam (6-3) as she considers it a piece of known information. Non-
verbally, my presence in the meeting enables me to observe that she is also in
control through some postures. | noticed that the Chinese primary speaker actually
gives feedback with a nod when he heard the answer provided by the interpreter (6-
4), signaling that he understands the message. Then the interpreter turns towards the
Swiss primary speaker, tactfully giving him with an eye contact, which serves as a
visual cue signaling him to continue the talk. Adam takes the cue immediately as he
is so eager to talk and promote the product. In turn 6-5 and 6-7, Adam continues to
provide information of the hotels regarding the price and the style, which are
translated by Chang accordingly. Interestingly, it can be observed that in turn 6-9,
the back-channeling of Tim’s “hmm” is again left un-translated by the interpreter.
This type of intervention is frequently found in the data. Although the primary
speakers depend on the interpreter for communication, they may also commnicate
with each other by reading the non-verbal postures or the behavior of back-
channeling. Such cases explain why “the feedback activity between the primary
parties is delayed and often no-existent” (Wadensjo, 1998, p.236) in an interpreted
encounter. It seems that the interpreter omits the turn because she discovers the
“hmm” with the nodding posture can be self-explanatory.

Besides, since the Swiss speaker is so eager to talk, the interpreter decides to
omit the turn so that the communication may continue. The non-verbal signs,
though not a focus in this study, are also a significant manifestation of the
interpreter’s agency in the discourse. It shows that “spoken texts-talk is interwoven
with gestures, facial expression, movement, posture to such an extent that it cannot

be properly understood without reference to these 'extras™ (Fairclough, 1989, p.27).
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The interpreter’s agency manifests itself when the interpreter makes the decisions to
accept the floor or distribute turn based on the visual cues. Meanwhile, she also uses
body language, such as eye contact, to ensure the communication is conveyed in a
coherent and smooth fashion. Of course, the nuances of the non-verbal intervention
of the interpreter could be an interesting direction of research for future exploration
if video-recordings of the business conference are accessible. As the discussion
continues for a few lines, a similar example occurs.
Example 7 (M7)
1 Tim: |k, EEHITE . ARIX AN E — XA 2 BT — AN st
ESE FIT g2
(Ok, I know. For the hotel like this, normally, the price is for the
Group or FIT?)

2 Chang: Is this price for FIT or the group?

3 Adam: No no no, this is for the group per person.

4 Chang: M, st 284> BIBNEE N BER KT 4% o
(Ah, it is for the groups per person per day.)

5 Tim:BIARENBER, XSHE?

(Per person per day for the group, right?)

6 Chang: &,
(Hmmm.)
7 Tim: ok.
8 Adam: Minimum 20 persons.
9 Tim: % & 20 PA?

(Maximum 20 person?)

10 Chang: fx/> & — 14>,

(Minimum 20 person.)
11 Tim: &A%
(The price for every room...)
12 Chang:
(Yes, that’s right)
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In this sequence, the Chinese client Tim raises a question in turn 7-1 about
the price of a hotel Adam introduces in the brochure presented. In turn 7-5, Tim
again tries to confirm the information with a question while jotting down the
rendition provided by Chang in the previous turn (turn 7-4). The interpreter, again,
feeds back with a “hmm” without interpreting the utterance to Adam. Tim then
gives feedback with the English “Ok”, nodding at the same time. This makes it very
transparent to Adam that Tim already understands, to move on with his introduction.
In turn 7-8, Adam continues to define the number of the tourists in a “group”, and
Tim immediately takes the next stipulated turn of the interpreter as he seemingly
understands the utterance, leaving no space for Chang to interpret. However, Tim’s
statement of “Hx % & 20 M A ? ”(“Maximum 20 person”) is an incorrect rendition
in turn 7-9. Chang therefore claims the next turn to clarify with Tim to avoid any
misunderstanding. Interestingly, Tim is taking notes in the whole process, and he
murmurs in turn 7-11<%— 8] 4k ... (“the price for every room...”). This leaves
Adam completely excluded from the conversation. To break the pause, Chang, on
one side, provides Tim with the feedback of “MAX}” (“hmm that’s right”) to
terminate the turn; on the other side, Chang turns to Adam and smiles at him,
signaling that he can move on with the talk.

In this sequence, it is identifiable that the interpreter has “a strategic and
potentially powerful position” with her presence as “a resource for attaining the
shared understanding and for suppressing and counteracting instance of
miscommunication” (Wadensjo, 1998, p.237). As the only one who masters both
languages in this dialogue, the interpreter is able to control the turn development in
the interaction. She assesses the situational context and makes the decision for
selective translation of the feedback of the primary speaker. Moreover, she also
claims the floor to correct the misunderstanding of her client, thus saving both
parties time from recieving incorrect information. In other words, the “dominant
conventions are resisted or contested” within the interpreted business context when
the interpreter’s possession of linguistic resource “contribute to changing social

relationships” (Fairclough, 1989, p.20). The interpreter’s subject position shifts to a
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“principal”, or even an “organizer”, which is no more secondary to the primary
speaker. It is noticeable that the interpreter holds power to give affirmative feedback
to her Chinese client, to correct the misinformation, and to select the next speaker in
the conversation.

As Wadensjo (1998) argues, “Primary parties are dependent on the interpreter’s
involvement in interaction to be able to contribute in their own right to a certain
communicative atmosphere” (p.284). In this sequence, it is apparent that the
interpreter flexibly controls the turn to facilitate the mutual understanding between
her client and the Swiss primary speaker. Such an occasion also proves that the
strict adherence to the ideal “turn-to-turn” mode, or detached interpreting style
might not always be the best way to facilitate the interpreted communication,
especially in a business talk with the time constraint, and a clear profit goal or the
opportunity to buy. A similar case is presented in the sequence in Example 8, which
occurs in the beginning part of Meeting No.8.

Example 8 (M8)
1 Linda: Hi, this is my Wechat.
2 Chang: XA AIIBAUE -
(This is my Wechat)
3 Linda: You can scan it, | have this Wechat.
4 Chang: Af LA — TN ERMMAE
(you can scan my Wechat.)
5  Chang: X2 Kk spa Bhe= 1.
(This one is from the Europe Spa Association.)
6 Tim: KX Spa #r<= .
(Europe Spa Association. )
7 Chang: ",
(Hmm.)

In this sequence, Linda, the director of the Europe Spa Association, comes to Tim’s

booth to talk. Interestingly, Linda initiates the turn in a very localized fashion to
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show her Wechat® account to the Chinese primary interlocutor. This is potentially
because Chinese businesses currently rely heavily on Wechat, a social media app, to
keep contact with their business partners. Chang takes the stipulated turn to translate
Linda’s utterance in the next turn. Then Linda requests the Chinese primary speaker
in turn 8-3 to scan the QR code of the Wechat account, which is followed by
Chang’s rendition in the next turn. After checking Linda’s Wechat on Tim’s phone,
Chang initiates turn 8-5 and self-selects as the next speaker and speaks in a lower
voice pitch to her client Tim that “iX/™&BKH spa <> (This one is from the
Europe Spa Association). Hearing the introduction, Tim starts to take notes on a pad
again, while repeating Chang’s statements in the next turn. Instead of translating
Tim’s utterance to Linda, Chang again gives the feedback of “hmm” to Tim to
confirm that his understanding is correct. Meanwhile, she turns her head to Linda as
if signaling that the information is recorded or understood, so that Linda can
proceed with the talk.

It is apparent that Chang, in this sequence, tactfully facilitates the talk by
flexibly organizing the turns. Apart from taking the stipulated interpreter’s turn, she
also initiates a turn and self-selects in case her client does not understand the
English Wechat account name. Besides, Chang also quickly terminates the turn with
a back-channeling “hmm” to Tim and gives an eye contact to Linda so that Linda
will not feel being left out of the interaction. Similar to the previous examples, the
interpreter controls and organizes the conversation based on her assessment of the
situational context in the discursive practice. In this sequence, Chang tactfully shifts
her subject position and stands with her client to translate the utterance of the
foreign primary speaker to assist her client’s thorough understanding of the situation,
thus generating common ground of understanding for both parties.

Example 9 reveals how the interpreter coordinates a highly technical business
talk by flexibly managing the turn-taking order in the interpreted dyadic interaction.
Example 9 (M3)

1 MrLi: HU2RATBOIN@E S XA S0 sl E s p st LA 17 2 AL TR

SWechat is a popular social media app in China for people’s daily communication or for business use.
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HiE..
(Speaking of our lab to accommodate the accelerator, the ordinary

wall is ok? No specific consideration is needed..)

N

Wang: He means... for the room when they place the accelerator, only ordinary
walls will be okay? For, for the purpose of radiation protection?
3 Mike: Yea, that's all we have done.

4 Wang: No need to increase the thickness of the wall?

5 Mike: Um, correct. Most most, almost all the radiation will be on the neutron
line...for the accelerator.

6 Wang: XX, —BORUE T RIS E R K AR AR T Bk
('Yes yes, normally most of the radiation occurs in the neutron part.)

7 Mr.Li: 3X A 2 A 1

(We are clear about this.)

8  Wang: Xf, FENIEERIXIA, VRANTE E R HURE ) 1 5
(Yes, for the accelerator, you do not need to construct a wall with
special thickness. )

9  MrLi: A E. iR AT L.

(We do not need to consider about it, the wall with ordinary thickness
will do..)
10 Wang: XJ. FRNINIZAd 1.
(Yes, I asked him about that already.)

Example 9 is an excerpt from Meeting No.3. In this sequence, the American
accelerator company explains the technical know-how of the accelerator to the
Chinese buyer who intends to procure the facility. Mr.Li, the engineer from the
Chinese company, initiates the turn to ask if it is necessary to give special
consideration of the wall in the lab that accommodates the accelerator. Wang, hired
by the American company, takes the stipulated second turn to translate the question.
In the next turn (turn 9-3), Mike provides the answer of “Yea, that's all we have

done”. Instead of translating Mike’s response to Mr.Li immediately, Wang self-
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selects as the next speaker to request confirmation of the response (turn 9-4), a turn-
management style | have already discussed in the last category. Wang interrupts the
turn to request clarification, possibly because it is an issue that is central to the
decision of the procurement. After communicating with Mike in a single language,
Wang finally provides the rendition to confirm that there is no need for special
consideration of the wall (“Yes yes, most of the radiation occurs in the neutron
part.”). Obviously, the Chinese engineer Mr.Li is still concerned about the issue. In
the next turn, he reiterates that they understand the location of the radiation by
saying “IX S AT ZH E /> (“We are clear about this”), which implies that a
more affirmative answer is requested. As the buyer of the equipment, the Chinese
side is obviously in a position with more power to elicit information and answers
that they consider vital from the seller.

It can be observed that Mr.Li’s concern is also potentially because that he
couldn’t understand the single language exchange between Wang and Mike (turn 9-
4 and turn 9-5), in which Wang already predicts the Chinese primary speaker’s
concern. Wang thus proactively confirms with the American client if there is the
need “to increase the thickness of the wall”. In turn 9-8, instead of interpreting the
statement of “we are clear about this” to his client, the interpreter self-selects and
claims the turn to reassure the Chinese primary speaker that there is no need to
“construct a wall with special thickness™ (‘&8 55445 7] LL). Interestingly, in the
following turn, the Chinese speaker repeats Wang’s rendition “¥t A% &, il
IR AT BL..” (“We do not need to consider about it, the wall with ordinary
thickness will do”) as if requesting confirmation from him. Wang again self-selects
as the next speaker, and he omits the repetitive remarks of the Chinese speaker and
terminates the turn. The interpreter then feedbacks to the Chinese primary speaker
in a reassuring tone, explaining that he has already rendered their answer to the
American client.

This sequence reveals that the interpreter is able to shape the turn-taking
system of a highly technical interpreted conversation in the business context. The

interpreter intervenes in the interactional order by managing the flow of information.
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He also aligns with his American client to reassure the Chinese primary speaker. It
can be observed that the interpreter self-selects and omits turns frequently based on
his assessment of the importance and relevance of the message. When he claims
turn 9-4, he intends to enforce clarification and explicitness with his client for the
clarification of the technical issue. In the latter turns of the sequence, he also shifts
to the subject position of a counselor of the Chinese primary speaker and a
spokesman of his client (9-8, 9-10), reassuring the Chinese primary speaker while
terminating the turn. When asked if he is aware of the turn-taking order deviating
from the stipulated order, the interpreter states that he was aware of it. While
interrupting the turn for the first time to make sure that he fully understood his
clients’ answer, he decides not to retranslate the Chinese primary speaker’s
utterance back to his client simply because:
“It is a piece of known-information, it will be inefficient to translate back
and forth the information that is already transparent and | am sure of. As
long as it is mutually understood by the speakers and the talk is on the
right track, | will make some adjustments to the turn-taking order;
otherwise | will be like a robot. Besides, | am certain of the answer to the
biggest concern of the Chinese interlocutor.” (Interview 2, 15 Oct 2018).
Apparently, the interpreter is fully aware his role as an active participant or an
organizer in the interpreted business talk, and he takes up the role of a “principal” in
the interaction who not only translates the primary interlocutor’s utterance but also
assesses the situational context to express view on his own. | would also argue that
the interpreter exercises the control in this discourse because he is “expected by the
client to act for the team’s interest, to exhibit positive bias” (Karanasiou, 2016,
p.205) in a business context, for the best potential development of the negotiation
on behalf of his client. He is well aware of the Chinese primary speaker’s concern,
and he is also certain of the answer based on the clarification of his client in the
precious turn; thus he decides to claim the turn to respond to the Chinese side at this
seemingly “crisis point”, a very reassuring move which is also in support of his

client in this interaction. In other words, the interpreter does hold the power to put
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constraints on primary speakers or his client’s contribution to speak for his employer.
He also assists his employer to counsel or reassure the party on the other side of the
negotiating table when the context requires. The criterion of the assessment for such
intervening act are set by interpreters, as they are the one who has the most
thorough understanding of the flow of information with the linguistic and cultural
expertise, and they hold the power in the interaction to omit or terminate the turn.
Besides, | would also emphasize that this interpreted business talk is lengthy (up to
3 hours), and it contains a non-breaking meeting agenda with an array of issues for
discussion. The interpreter’s turn management is also conducive to the efficiency of
business interaction and the mutual understanding between the primary interlocutors,
as both parties expect to arrive on an agreement in such a talk involving multiple
business topics for discussions.

Example 10 displays a similar case of how the interpreter coordinates the
business talk by allocating the turn as an active co-participant in the dyadic

interaction.

Example 10 (M5)

1  Frank: Uh, well, I have one more question. Are you interested in, like, hmm,
the final solution or do you want to also participate in a research, Ah, to
be like your, your product?

2 Lee: IRIAEA AW, gt A X AR B — DR A IR T ML
i U S AL AR AN FA ] — AR — A, B AT A H kXA
THERBRZJGWE, BEAFATRATHI dh, XA Mo ?

(I now have a question. Are you only looking for the final solution, or do
you want to do research together for the cleaning technology and to have
the product finally? Are you interested in that?)

3 Miss Wu: 5 2%, JRIAEAE SRR B AL — 2 & 1F, (HaaIR 1L

FAAATH
(Yes, |1 am interested. | am looking for a research partner to

cooperate with, but | failed.)
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4 Lee: Yes, we are interested in looking for a research partners to develop this
new technology to clean walls.
Frank: Okay, to clean walls, to, to clean or spray?

Lee: To clean and spray.

Frank: So that’s two different, two different things.
Lee: sl /& A D08, NIA S22 R AEBAE B AR, A PRI
AR, Z4EHE, RN EBE TR Ah g 2

(You are interested in, what mentioned just now about the walls, Are

co ~N O O

you interested in only cleaning the wall?)
9  Miss Wu: A&,
(No.)

10 Lee: J& & Uiid BE T MR —i ?

(Or do you mean to spray also?)
11 Miss Wu: XX, Bt i
('Yes, yes, that is what |1 mean.)

12 Lee: Together, not only clean.

13 Frank: Yeah, but that could be could be two different technologies.

14 Lee: Yeah. Um, but we are seeking for both.

The sequence in Example 10 is an excerpt from Meeting No.5, which is also quite a
technical business meeting regarding the advanced material to clean the buildings
and air-treatment. After a few lines of discussion on the technology the Chinese
company is looking for, Frank initiates the sequence with a question concerning the
potential approach for cooperation. He wonders whether the Chinese side is
interested in “final solution” or “participating in a research”. Lee takes the
stipulated second turn to render his client’s question to Miss Wu, followed by her
answer that she is interested in both and she is also looking for research partners for
the technology in turn 10-3.

In the next turn, Lee translates Wu’s answer to Frank and explicates in his

rendition that the Chinese primary speaker is looking for research partners to
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develop this new technology to clean walls. Then, Frank again raises the question of
“to clean or spray?” which is immediately answered by Lee in the next turn (“to
clean and spray”). Apparently, the interpreter self-selects as the next speaker to
provide feedback to his client. “I am pretty sure of the answer as it was mentioned
already in the discussion a while ago. As it is something known in the context, |
decide to provide the answer to my client” (Interview 4, 15 Nov 2018). The
interpreter apparently decides to gate-keep the conversation and assist the client for
a more thorough understanding of the situation. However, it seems Adam is still
having concernwith the feedback of the interpreter. In turn 10-7, he emphasizes that
“it is two different things”, Lee immediately understands that the client insists on
confirming with the Chinese speaker the answer to the question. He takes the next
turn (turn10-8) to initiate a question towards the Chinese speaker. Instead of directly
translating Frank’s utterance in the previous turn, Lee’s subject position shifts to a
“principal” and he raises a question based on the context (“You are interested in,
what mentioned just now about the walls, Are you interested in only cleaning the
wall?”). In turn 10-9, as expected by Lee, Miss Wu provides a negative answer “No”
which proves that Lee’s understanding is correct. However, Lee continues the single
language communication with Miss Wu in the next turn to extract more information,
which is followed by Miss Wu’s affirmative answer “XJ %}, /21X E” (“Yes
yes, that is what I mean”). Then Lee renders the Chinese primary speaker’s
feedback to his client Frank. When Frank repeatedly mentions “it is two different
technologies” in the next turn (turn 10-13), Lee terminates the turn by providing the
feedback “seeking for both” to him.

It can be observed that the interpreter in this sequence continuously manages
the turn-taking based on his assessment of the situational context. He strives to
assist his client’s understanding of the technology the Chinese primary speaker is
looking for. Such an attempt is a prime example of the interpreter being “morally
and emotionally active in the interactions” (Karansiou, 2016, p.205). Professionally,
the interpreter is supposed to follow normative turn-taking order; however, as the

business talk evolves, there are times when the interpreter feel obliged to engage
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with the interlocutor or to stand with his client, assuming the role of a “co-
participant” or a “team member”, to provide feedback or information based on the
existing knowledge of the ongoing talk. The disrupting of the order of discourse is
apparently a product of the specific social and situational context of the business
discourse, where the interpreter actually holds power to control and distribute the
turns with a context-sensitive approach. Such intervention is in line with the interest
and stance of the client who hires him from time to time, and it also positively

facilitates the mutual-understanding of the two negotiating parties.

6.5 Mediation in the Overlapped Turns
The data analysis in this category reveals how the interpreter distributes the turn
when overlaps occur in the interpreted business interaction on various occasions. As
mentioned by Wadensjo (1998), the overlapped turns are sometimes regarded as “a
means of displaying positive involvement” (p.172), which frequently occur in BNI.
After all, the nature of communication is “an exercise in control, an attempt to assert
one’s own position and to persuade the other to accept it” (Widdowson, 2007, p.67).
Such features are particularly prominent in the profit-oriented business talk.
Overlaps occur naturally in the ongoing business negotiation, as both sides strive to
promote the strength of their business presence or clarify concerns of the party at
the other side of negotiating table.
In every business meeting recorded, | have discovered that there are stretches of
talk where overlapped turns occur:
1) both primary interlocutors would speak to the interpreter at the same
time;
2) one of the primary speaker and the interpreter would talk at the same
time.
When such circumstances occur, even the most talented interpreter will not be able
to function well, as it is not possible for them to fully translate both parties’
utterance at the same time in two languages. Nor could the interpreter accurately

translate the utterances of the primary speaker as the overlapped talk cannot be
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heard clearly. Therefore, the interpreter may decide to manage the interactional
order by showing disapproval of the current turn-taking order, or to select the next
speaker in order to end the disorder in turn-taking and let the interaction flow. Such
behaviour is very similar to “topic controlling” (Fairclough, 1989, p.135-136),
where he argues that “the topic or topics of an interaction may be determined and
controlled by the more powerful participant” (p.136). In fact, interpreters may not
be able to control the topic being discussed, but they can decide the order of the
speaker’s contribution based on the relevance of the content. They can disallow
contributions they consider less relevant or critical in order to prioritize the
contribution of other primary speakers in the interaction. Interestingly, while
deciding on the order of turn and selecting the speaker, interpreters also set the
criterion of content relevance based on their assessment of the situational context at
a specific discursive moment. As Roy (2000, p.85) describes, the possible choices of
the interpreter to deal with the overlapping talk as follows:
1. An interpreter can stop one (or both) speakers and allow the other speaker to
continue. If an interpreter stops both speakers, then either the interpreter
indicates who speaks next or one of the primary speakers decides who talks
next.
2. An interpreter can momentarily ignore one speaker's overlapping talk, hold
the segment of talk in memory, continue interpreting the other speaker, and
then produce the "held" talk immediately following the end of a speaker's turn.
Decisions about holding talk in one's memory lie within the interpreter's
ability to do so and the interpreter's judgment regarding the importance or
impact of the talk to be held in memory.
3. An interpreter can ignore overlapping talk completely.
4. An interpreter can momentarily ignore overlapping talk and upon
finishing the interpretation of one speaker, offer the next turn to the other
speaker, or indicate in some way that a turn was attempted.
The interpreter makes choices to claim the turn for rendition and reallocate the turn

or ignore the turn so that the primary speakers do not talk simultaneously. All the
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possible options mentioned above actually turn the interpreter into a “traffic cop”
(Roy, 2000, p.92), who mediates the communication and negotiates verbally or non-
verbally with the primary speakers so that the utterances could be heard and
translated clearly and the conversation could proceed smoothly. The data analysed
in this study reveals that interpreters make decisions for mediation based on their
assessment of the situation, such as the importance of the message, the relationships
of the speakers, as well as the employment relationship.

Besides, the choices interpreters make to mediate the interpreted business
talk fit in the categorization described by Roy except for the first category. This
means that interpreters usually choose not to stop the primary speaker verbally but
flexibly adjust the turns. The following section illustrates the most prominent
examples of interpreters’ mediation when there are overlapped turns within the
business context.

Example 11 shows how the interpreter mediates the overlapped talking
considering the importance and relevance of the message. The violation of norms of
interpreting is salient.

Example 11(M7)

1 Adam: We have, we have many many Chinese groups in Switzerland from
China. And we are also working with ***  Just, just show you one
thing you see, I am working with *** and | am working with C-trip, ok
so it has data connectivity to my reservation system, and we have so
many so many Chinese groups in Switzerland

2 Chang: My, mtRFZEEAFSREZ PERITH 7, ReGEX G, RE
EHZA, WHER, RTINS @R
(hmm huh, they have received a lot of Chinese tourist groups. And
companies like this and this and C-trip are all their partners for
cooperation.) (Pointing at the brochure)

3 Tim XANEBTHATT. BTHHBHITH.

(This is in the category of FTI, the individual traveler’s trip.)
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4  Chang: FIT #t/2HHHAT...
(FIT means for individual travelers.)

ifAdam: We have also groups.
6 Chang: {E & fih A Tid & F X B ] BA Ui o

(But they have also the package tour.)

7 Tim: BN, B

(Package tour, the C-trip...)
JLAdam: this is our group rates, and this is the lady that is responsible for

our group department. (Pointing at the brochure)

9  Chang: "8, XA w2 st BB or N, XA+

(This is the person in charge of the package tour, this lady.)

Example 11 is an excerpt from Meeting No.7, where Adam and Tim are exchanging
some specific information regarding the arrangement of the Chinese tourists in
Switzerland. Adam seems to be very keen to introduce his tourist products, which
leads to three overlapped turns in this interpreted business talk. Chang, the
interpreter, is assigned by the translation company to Tim. She flexibly makes
adjustments to the turn-taking mechanism to ensure that the message is getting
across smoothly between the primary speakers.

Adam initiates the turn to introduce the partners his company cooperates
with and their capacity to host Chinese tourists. The first overlap occurs in turn 11-4
and 11-5 between the interpreter and Adam. In turn 11-3, Tim looks at the brochure
provided by Adam and checking the type of traveling and the partners Adam works
with and says “this belongs to the category of FIT”. In turn 11-4, the interpreter tries
to provide affirmative feedback to her client to confirm that the messages he
receives and the information he notes down are correct. Meanwhile, Adam starts to
talk at the same time because he hears the English abbreviation “FTI” which he
understands. He thus quickly adds up “we have also groups” in an attempt to
impress the Chinese speaker. The interpreter quickly cedes the floor to let Adam

speak and starts interpreting in the next turn (11-6) to let her client get more
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information. Tim nods, which is a sign that he understands the message. In the
following turn, he murmurs “Package tour, the —Ctrip,” in a lower voice pitch, as if
not talking to anyone but only reading the brochure and taking notes. Adam also
starts to talk simultaneously (tun 11-8) to introduce the staff who is in charge of the
group traveling. The interpreter ignores Tim’s utterance and translates Adam’s
message to him. This is in line with the third choice of the interpreter described by
Roy (2000) when there is an overlapped talk. The interpreter makes the decision to
select the utterance to produce the rendition, a choice based on desired effect of
situational context. She takes charge of the track of the conversation and tries to
smooth the interaction while intervening in the interactional order. In the post-
assignment interview, the interpreter explained that she assessed the situation and
decided to ignore Tim’s turn, as she considered the information provided by Adam
was more relevant to the talk and more important:

“The Chinese client is literally talking to himself while making note. Therefore,

I believe it is appropriate and necessary to translate Adam’s utterances to

provide more information to my client” (Interview 5, 23 Nov 2018).
It can be observed that the interpreter decides to intervene in the conversation based
on her assessment of the importance of the message and her client’s need for more
information regarding the Swiss company’s product. Above all, the main goal for
the primary speakers attending the meeting is to collect more information for future
cooperation. The first two instances of overlapped talk end very quickly, and it
seems that the interpreter does not need to intervene heavily. As the discussion goes
on, other stretches of overlaps occur, where the interpreter’s solution fits in the
second choice of the interpreter stated by Roy (2000).
Example 12 (M7)
1 Adam: This one is in Lucerne. It is exactly by the lake. (pointing at the

brochure)
2 Tim: AXAMBLE...
(This is good)

3 dam: And this one is around 10 minutes away to this center.
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4 { Chang: ZRJEIXAS, XAMHREEIIL, RFEK
s, B ..

(And this, this one is by the lake. And this

{ one, it is..)
5 Adam: See, here Lucerne, 7 Kilometers.
6  Chang: W&, EREF L.,
(Hmm, it is away from the center...)
7 Chang: How many minutes you mentioned?
8 Adam: 10 minutes
9 Chang: Mk, ‘& &0t Ha8 T, 7 A H,

(Oh, it is 10 minutes from the center.)

In this sequence, there are three stretches of overlapped turns. The first overlap
occurs in the second turn, where the Chinese primary speaker claims the stipulated
interpreter’s turn to comment “iX MR 47> (“This is good”) on what is introduced by
Adam. This is because Tim can see the picture Adam was pointing at in the
brochure. However, as Tim is nodding while speaking, Adam seemingly
understands that Tim is quite happy with his product. Adam then takes an extra step
to promote the product by claiming the third turn, which overlaps with the Chinese
primary speaker.

Till this point, the interpreter Chang decides to intervene in as the stipulated
turn has been delayed twice and the two primary speakers are talking
simultaneously. Therefore, Chang claims the fourth turn (12-4) in this sequence
even before Adam finishes his introduction, signaling her disapproval of the current
turn-taking order. It can be observed that in the fourth turn, Chang ignores her
Chinese client’s response of “this is good”, which overlaps with Adam’s utterance in
the third turn (12-3); instead, she starts with the translation of Adam’s utterance
“this one is by the lake” in turn 12-1, pointing at the brochure. While Chang

continues to translate Adam’s utterance concerning the location of the second hotel
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in turn 12-3 while pointing at the brochure (“this one, it is...”), Adam again starts
talking at the same time (“See, here Lucerne, 7 Kilometers”) in turn 12-5, as he
could see the interpreter pointing at the picture of the second hotel. By doing so,
Adam might also want to emphasize the hotel’s adjacency to the town center. The
interpreter has to relinquish the floor to let Adam finish; she then quickly reclaims
the floor (turn12-6) to continue with the translation of the utterance concerning the
location of the second hotel, momentarily ignoring Adam’s utterance about the
distance (“7 kilometers). However, the overlapped talk has apparently disturbed the
interpreter’s short-term memory. Thus, she holds the floor and offers a turn (turn 12-
7) to Adam, requesting him to reiterate the information of the hotel’s location
(“How many minutes you mentioned?”). With Adam’s clarification, Chang finally
provides the accurate rendition of the location in turn 12-9, where she is also able to
add the segment of “7 kilometers” (turn 12-5) held in her memory

In the interview (Interview 5, 23 Nov 2018), the interpreter explains that she
is fully aware of the turn adjustment she made in the interaction. She ignores her
Chinese client’s response only because both parties are talking simultaneously.
When she claims back the turn, she decides to start with Adam’s introduction simply
because the topic is initiated by Adam. On the interpreter, Chang’s (Interview 5, 23
Nov 2018) account, she believes it is necessary to quickly translate the information
provided by Adam in the beginning of the turn even with the picture in sight.
Besides, she also opts to ignore the response, because the nodding posture of Tim
shows that he agrees with Adam’s message. She thus focuses on the utterances of
Adam in the following turns. For the overlaps in the fourth and fifth turn, the
interpreter understands that Adam is trying to provide as much information as
possible to her Chinese client, “It is a piece of quite relevant information”
(Interview 5, 23 Nov 2018), she explains. It can be observed that the interpreter
renders detailed information “7 kilometers”, a segment she holds momentarily in
her memory in her final rendition.

Apparently, the interpreter in this sequence tactfully copes with the

overlapped talk, considering the relevance of the information and the aim of the talk.
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She ignores her client’s talk since she believes that the posture conveys the message
of agreement already. She also cedes the floor to let the Swiss primary speaker
convey more information while momentarily holding “the talk” in her memory.
When she starts interpreting, she offers a turn to the Swiss primary speaker for
reiteration to guarantee that the information provided is accurate. She then produces
the “held talk” in her rendition in the final turn.

As a practicing interpreter as well as a researcher who closely observes the
sequences of the meeting, I was amazed by the “traffic cop” (Roy, 2000, p.92) role
of the interpreter. The interpreter’s decisions in this sequence reveal the possible
choices that can be made and power can be exercised by the interpreter in BNI.
Interpreters can take control of the turn-taking system, which has become complex
with interlocutors’ intentions to promote their products and persuade others.
Arguably, the interpreter is a substantive participant who holds power in this
business talk. The interpreter breaks the assumed ideal order of the discourse in
which she is supposed to take any stipulated turn and to interpret whatever said by
her client and the primary speaker. She also organizes the turn-taking order of this
business interaction. The interpreter puts constraints not only on the primary
interlocutor’s taking of turns, but also the flow of information. Moreover, she also
sets the criterion to prioritize specific content in the conversation based on her
understanding of the situational context!

The following excerpt from Meeting No.2 is an extremely interesting one. It
illustrates how the interpreter takes charge of the situation in a business negotiation
when the British client attempts to engage me, the researcher, into the talk (I used to
be his interpreter). Meanwhile, both primary speakers compete for the floor with the

interpreter to express their views.

Example 13 (M2)
1 John: Uh, I’d like learn more about Tianfu Area and see, uh... because one of
the things Britain, we decided this year, we're going to analyse many of

the the zones around China, because for many British business, very
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2

complicated, very difficult to understand. So we'd like to work
with...you, and see if we can help make it very clear to, to UK
businesses, what the opportunities might be, what sectors, what
priorities, uh, to... demystify.

Wendy: (4, fRuiARAR ...

('Yeah, he said he also want to...)

John:

Wendy: Malg, HAE LTS, RIEHTIX I — 2150, BN, &
[E 1R 2 7 HAEMIZ A B A X, R, . BEAREEH
X LB AR E N L REIX L, XA X AER R, XA E A IXATE 3
DX T B DX AERR B, Al ATIAT IR A% .

(Haha, also want to learn more about the condition of Tianfu New

hat’s demystify in Chinese? hahaha (turning to me,)

Area. Because nationwide, a lot of places are doing the project of
Free Trade Zone. But actually, how to help these foreigners to
understand what the differences are, what is the disparity among the
FTA. They sometimes, sometimes...)
Mr. Deng: #iA—FE1).. . &
(They are all different...hmm)
John: flAT A ATTA A%, XA IX
MR 2 EE, soto
make it much more simple...
(They do not have an idea, this
thing, what does it mean. So to
make it much simple...)
Wendy: fAITANRNTE (B4 2 .
(They do not know how to choose.)
Mr. Deng: M,
(Hmm.)
Wendy: 84 By AU RATIAE S,  IEEM —ADTH , ik in AT,
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a2 PR 2 1A, R BN IX AN — LBy L, A AT AL

W, X7 AR ARA T &

(Therefore we are currently also doing a project, to enable them,

uhh, to enable them to have a brief and clear understanding of the

features of different zones, and the potential opportunities of

different sectors. We want to cooperate with you in this aspect also.)
10 Mr.Deng: 17!

(It can be done!)
In this sequence, the turns evolve in a very complicated way. John initiates the topic
to express his concern regarding the British businesses’ puzzlement over the Free
Trade Zones in China. The first overlap occurs when the interpreter tries to take the
second stipulated turn for translation. John suddenly starts to talk simultaneously
and he turns to me, who sits distantly to observe the meeting. He takes such a move
probably because | used to interpret for him quite regularly, and he knows the word
“demystify” is difficult to find its equivalent in Chinese (John can speak Chinese on
a basic communication level). It is an embarrassing situation as | cannot talk as an
observer. Everyone in the room turns towards me. | therefore smile to John, and turn
to Wendy with eye contact, signaling that it is improper for me to talk. Wendy
waves to John while shaking her head to show a sign of disapproval. After two-
second silence, John laughs at the embarrassing moment. While laughing at the
same time, Wendy immediately resumes the talk and claims the next turn (13-4) to
continue interpreting John’s lengthy statement. Here, the second overlap occurs, an
extreme one as both Mr. Deng and John are competing for the floor to speak, which
means that three people are talking at the same time.

Besides, John also tries to talk in Chinese, which is not his comfort language.

Then, Mr.Deng jumps in the talk because he wants to express his agreement with
John regarding the Free trade Zones (13-4). John competes for the floor to
emphasize British businesses’ confusion, a comment that Wendy is about to
interpret. Realizing the overlapping of turns, Wendy ignores the utterances of both

primary speakers. She reclaims the floor to translate John’s utterance of the first turn,
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which is potentially because both utterances introduce no new information. She
decides to prioritize her client’s question based on her assessment of the relevance
of information at the discursive moment.

In the interview, Wendy explains the motivation behind her decision to take
control:

“I am aware of the overlapped talk here, they are just keen to express their

views, and | have to complete the translation of the message of John in the

initial turn because the important message of cooperation has not been

delivered yet” (Interview1, 25 Sep 2018 ).
The interpreter is well aware of her client’s goal in this talk, which motivates her to
regulate the turns. She is convinced that it is of foremost importance get her client’s
message across to the Chinese speaker (John desires to cooperate with Mr.Deng to
help British business learn more about FTZ). Therefore, Wendy repetitively claims
turns (13-4,13-7) and ignores the overlapped talk to help her client achieve his goal.
From the feedback of Mr. Deng “4T” (“It can be done”) in the last turn of the
sequence, we could see that John’s intention has been well-received by the Chinese
side.

In this sequence, the interpreter apparently emerges as a substantive
participant with power who is able to constrains the primary speakers’ turn-taking
order. She is firmly in control of the conversation’s evolution, especially when the
turn-taking order seems to be chaotic enough to involve the researcher in the
process. I would argue that Wendy’s identity as an in-house interpreter gives her
more responsibilities in this conversation. As an event organizer, Wendy also holds
the institutional commitment of building relationships with the Chinese side and
promoting the British business presence in Chengdu. Her subject position in this
discourse is similar to that of a bi-lingual public relation officer, who assists not
only in a linguistic aspect, but also in the interpersonal relations aspect. Such
subject position means that Wendy needs to influence the business talk positively
and carefully cope with any situation that might lead to communicative inadequacy

or confusion. She is also well aware of the positioning and aim of her client John.
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She, at times, stands with her client to reiterate his concern and emphasize on his
proposal. Besides, she also considers the relevance of the information provided by
negotiating parties while coping with the overlapped talk. Particularly efforts are
made by the interpreter to take care of her client’s goal or the intended result of the
business negotiation.

The following example displays how the interpreter facilitates the conversation
when it is disturbed by the host of the meeting and the parallelled talk of the

primary speakers at the same time.

Example 14 (M3)
1 MrLi: EWROE R LA EE TR T2 g HEEE
BT KU IR A 1
(My understanding is magnetic control will generate the negative
hydrogen ions ? The way of the magnetic control? How does it
generate a large amount of the negative hydrogen ions? )
2 Tony (NEC Chinese staff): /28 f{H ik & Fidk 2
(Do you mean neagative value or negative
electorde?)
3 Host: /R & Urfit, 31X siFRR I IE
(You tell him, I will communicate on this point.)
(Primary speakers started a side talk in a lower voice pitch for 4 seconds.)
4 Wang: Based on my understanding, the ions are generated by the magnetic
control, so how has the system generated the large volume of..
5 Wang: &1 B T il? A B2
(Hydrogen negative ions, right? Negative hydrogen ions?)
6 Mr.Li: %o
(Yes.)
7 Wang: Negative hydrogen ions?
8 Mike: So, you produce the negative hydrogen ions by introducing the

hydrogen to cold, low energy electrons. And by controlling the
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minute magnetic field, you can control what energy electrons are at
the extractor of the source.

9 Wang: 83 AR IX AN We, AR AT DLt deE FE IR I AR XL, I,
HAFERIZAS AR o
(By changing the magnetic field, you can decide in the end of the

extractor, what kind of electrode will be used.)

In the initial turn of the sequence, the Chinese primary speaker Li raises a technical
question concerning the generation of the negative hydrogen ion, a question that is
highly technical. The overlapped talk occurs in the second and third turn of the
sequence where Tony, a Chinese staff of the American company, and the host are
talking simultaneously. Tony initiates a question to clarify “negative value or
negative electrode” (turn 14-2). The host gives a directive to the interpreter to tell
his American client that he will take care of the matter (turn 14-3). The host
apparently emerges as a more powerful participant in this sequence. He not only
interrupts the discussion between the two parties, but also adopts the imperative
mode in his utterance (“you tell him”), a declarative sentence which is seemingly
equal to a directive. As Fairclough (1989) argues, the use of imperative mode
implies that “the speaker/writer is in the position of asking something of the
addressee (action on the latter's part), while the addressee is (ideally) a compliant
actor” (p.126).

However, the interpreter’s reaction in the next turn (14-4) displays a prime
example of how “dominant conventions are resisted or contested” (p.20) using
linguistic resources in discursive practice under a specific situational context. The
interpreter hesitates for few seconds before he starts to talk again. However, he
decides not to comply with the directive of the host and he ignores the overlapped
talk and holds the turn of the Chinese staff from the American company. He chooses
to claim the turn 14-4 to render the question initiated by the Chinese speaker at the
beginning of the sequence, which is a salient manifestation of his ability to constrain

primary speakers’ contribution in a business negotiation. In the interview, the
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interpreter explains:

“The situation is quite difficult to cope with as they respectively request me
to do two different things at the same time, but I think the question is
directed to my client. Therefore, | decide to translate it to my client firstly”
(Interview 3, 20"Oct 2018).

It is a difficult situation as even a most experienced interpreter will not be able to
function properly and fulfill the two requests at the same time. Based on Wang’s
explanation, | believe that he actually stands with his client when taking control of
the turn-taking order. He claims the next turn while interlocutors are talking in a
lower voice pitch in Chinese, a language his American clients cannot understand. To
engage with his clients and avoid the feeling of being left out of the conversation, he
decides to render the question of the Chinese primary speaker to his client Mike, the
technical head of the American company.

Under such circumstances, instead of telling the Chinese primary speaker that
the host will take care of the explanation, the interpreter prioritizes the Chinese
speaker’s question for the reason that “Chinese primary speaker’s question is vital,
because they are making a decision whether to buy nor not. And my client wants the
deal.” (Interview 3, 20th Oct 2018). The interpreter’s explanation of his decision
reveals that he assesses the seller-buyer relationship and importance of the
information. The interpreter actually realizes that the Chinese primary speaker
certainly holds more power in this interaction because they can decide on the
purchase of the facility, a deal his American client desire for. Therefore, the
interpreter flexibly copes with the overlapped talk and translates the Chinese
primary speaker’s question firstly, which also offers his American clients the
opportunity to better explain or even promote their product. Although the interpreter
is not a member of the company and he lacks the institutional power to make any
commercial decisions, it is salient that he holds power to control the interactive
order and the contribution of the primary speakers.

I would argue that in this sequence, the power relations are unequal

between the interpreters and the primary speaker because the turn-taking rights are
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unequal: the interpreter is one who closes off the overlapped talk as well as the side
discussions of both sides. He moves on to self-select in turn 14-4, ignoring the
overlapped turns; the interpreter also resists the host’s request (14-3) based on the
evaluation of the information relevance. He selects the content to interpreter in 14-4
and decides to prioritize the Chinese seller’s question to reengage his client into the
talk. From the perspective of the interpreter’s professional survival, the interpreter
potentially makes the move to “satisfy the targets and expectation of the person who
hires him” (Karansiou, 2016, p.204), so that he can receive assignments from the
client again. The examination of the sequence clearly shows that when dealing with
the overlapped talk, the interpreter does hold the power to balance the subtle power
relations between the primary speakers as the seller and buyer in an interpreted
business talk.

While we notice the disruption of interactional conventions in this sequence
of interpreted business talk, it is also interesting to see that the primary interlocutors
engaged in the conversation naturally accept the interpreter’s intervention. Besides,
such intervention also ensures the Chinese speaker’s question is properly answered
and the talk develops smoothly. From a CDA perspective, this is a prime example of
how “dominant conventions are resisted or contested” (Fariclough, 1989, p.20) with
the interpreter’s possession of linguistic resources. Although overlapping talk seems
a dilemma for interpreters, their interventions concerning the situational context
contribute to the change of social relationships. The interpreter takes control and
considers if the talk is simply a message signaling agreement, merely a back-
channeling response, or an attempt to actually claim the turn. As the first person
who can “begin to comprehend the import of overlapping” (Roy, 1999, p.92), the
interpreter is able to constrain the contribution order of the primary interlocutors
who compete for floors.

Being the only party who has a good command of both languages, the
interpreter is positioned to take action and cope with the seemingly chaotic
discursive moments. The distribution of turns depends mainly on the interpreter’s

assessment of the situational context. The data examined in this study demonstrates
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that in business encounters, interpreters regulate the turn by put constraints on
primary speakers’ contributions. They consider the situational factors including
what has been mentioned, who initiates it, the relevance of the topic, and the
importance of the information. Their intervening acts show evidence that
interpreters within the business context do not always follow the assumed order of
the discourse. Conversely, their control of turns and contributions reshapes the
interactional convention, and their subject positions exceed that of a translating
machine or linguistic service provider. In business discourse, the interpreter plays
the role of a team member, a spokesperson, an officer who is in charge of the
external relations in a business context. They may also influence the power-relations
in the interaction because they, at times, decide to intervene in based on their

evaluation of the buyer-seller relationship between the primary speakers.

6.6 Discussion

This chapter examines how the interpreter mediates the interpreted business talk by
managing the turn-taking mechanism. On Roy’s (1999) account, “Turn-taking in
interpreting has unique and complex features that actively involve the interpreter in
organizing, managing, constraining, and directing the flow of talk” (p.36). The
analysis of the data reveals findings similar to what Roy states. Instead of being a
neutral conveyor of messages, the interpreter is discovered to play the role of “an
active participant who can potentially influence the direction and outcome of the
event” (Roy and Metzger, 2014, p.161). The interpreter in this study acts as a
“traffic cop”, who holds the power to control primary interlocutors’ contribution by
interrupting the turn, terminating the turn, ignoring the turn. They also cede the floor,
offer the floor or even reclaim the floor when overlapping talk occurs. By self-
selecting as the next speaker, the interpreter requests clarification of what has been
mentioned, or the explanation of a specific concept that is central to the ongoing
business talk. By terminating the turn and providing the message which is the
known information discussed before, the interpreter takes the role of a team mate to

facilitate the talk and provide information or feedback to their client. When
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confronted with the dilemma of overlapping, the interpreter makes swift decisions
to cede or maintain the floor and to ignore or offer the turn as a way to select the
next speaker.

All the cases examined demonstrate that turn-taking mechanisms in business
talk have unique and complex features that involve the interpreter’s active
participation in the talk to organize, manage, constrain, and direct the flow of talk.
The interpreter intervenes to fulfill the expectations of their clients and help the
clients attain their goal in the profit-driven business talk. We will return to this in

more details in chapter 8, the discussion over the findings of this study.
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CHAPTER 7 Reflections on Semi-structured Interviews of the Interpreters

The preceding chapters presented the manifestation of the interpreter’s power in the
ten naturally occurring business meetings. | have quoted several interview remarks
of the interpreters while examining the power they hold in the context of business
negotiation interpreting. In this chapter, | will make a summary of the semi-
structured interviews with the interpreters who facilitated the business meetings
recorded, which demonstrates more systematically how the interpreters identify the
“self” in the discursive practice of business interpreting. The post-assignment
interview is designed with qualitative questions to explore the interpreter’s
perceptions of business settings and the interpreter’s role performance, and their
understanding or awareness of the power held by them in the interpreted business

encounters.

7.1 Participants
The table (table 7.1) below contains the detailed information of the six interviewees

who participated in this study. For ethical reasons, the interviewees’ real names have
been substituted with random names to protect their privacy.

Table 7.1 List of Interviewees

Years Meeting Employ Status

of experience

1 Wendy 10 years M1 and M2 In-house interpreter an

Event Manager

2 Wang 11years M3 Freelance

3 Chang 4 years M6, M7 and M8 In-house interpreter in

translation company

4 Lee 2 years M4 and M5 Freelance
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Fion 3 years M9 Freelance

Cindy 2 years M10 Freelance

7.2 Interview Data Collection

All the interviews were recorded on my mobile device. Before the interview, I
briefed every interviewee that all the data collected would be used for research
purposes with the reassurance of the privacy and confidentiality of their personal
data. They also had the freedom to delete any part of the answers they provided as
transcripts of the interview were reviewed by them before being used for analytical
purposes. The table (table 7.2) below provides the details of the location and time of

the interview.

Table 7.2 List of Interviews

1 25/09/2018 Wendy M1 and M2 Chengdu
2 15/10/2018 Wang M3 Chengdu
3 20/10/2018 Wang M3 Chengdu
4 15/11/2018 Lee M4 and M5 Chengdu
5 23/11/2018 Chang M6 and M7 Chengdu
6 30/11/2018 Chang M8 Via Phone
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7 25/06/2019 Fion M9 Chengdu

8 25/07/2019 Cindy M10 Via Phone

All the interviews were conducted in Chinese, the native language of both the
interviewer and interviewees. The analysis of the data is also based on the original
transcribed interviews considering “language itself can be a medium of obfuscation
as well as revelation” (Sullivan, 2010, p.14). It is more objective to work on the
original text because “language and cultural nuances that were inevitably missing in
the translated texts” (Karanasiou, 2017, p.80). I, as the researcher who has first-

hand access to the scenario, translated the transcripts of the data.

7.3 Interpreters’ Perceptions of Their Roles

This section presents a brief description of interpreters’ overall perceptions
regarding the expected role of the interpreter, their roles in the business meetings, as
well as whether they consider themselves taking an active role in the talk,
comparing business settings with other settings. Questions related to these topics
were asked before the detailed discussion of the transcripts of the business meetings
(See the table of Interview Schedule). It will be useful to look at this overview of
interpreters’ perceptions before we step into the analysis of the interview data
thematically.

7.3.1 Wendy

Having worked for a consecutive ten years in YZ China office as an event manager
and in-house interpreter, Wendy has extensive experience in business interpreting.
As she stated, “Half of the time in my career life, I have been engaged with
interpreted business conferences” (Interview 1, 25" September 2018). Wendy
believes that the interpreter plays an essential role in business meetings and is
central to the smooth proceedings of the interaction. She mentions that the

interpreter holds the responsibility to convey the messages of the primary speakers
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accurately. Wendy also points out that a professional interpreter should play a role
beyond a language service provider, “A good professional interpreter can facilitate
the business talk for the completion of the deal” (Interview 1, 25" September 2018).
Based on her experience in business settings, she also mentioned that the interpreter
should sometimes be “tactful” to tone down some impolite assertions or comments
from the primary speakers. Wendy states that although this is not unique in business
settings. It is more important in business scenarios as making a deal is at the centre
of business dialogue, and “the interpreter can take the intervening moves or co-
participation as a value-added service for the client” (Interview 1, 25" September
2018) in the interpreted business negotiation.

Wendy stresses her position in the recorded business encounters. She
mentions that as the Event Manager, she fully represents the agency while
interpreting for her boss on-the-side. Generally speaking, she believes that it is ideal
for an interpreter to engage in the talk in such a business scenario actively. To

Wendy, the interpreter’s role definitely exceeds the traditional role of a “conduit”.

7.3.2 Wang

Wang owns a translation company and has been working as a freelance interpreter
for more than 11 years. Wang believes that the priority of the interpreter in the
business domain is to convey the messages of the client and primary interlocutors
accurately. He believes that the interpreter plays the role of a “messenger” and
“facilitator” (Interview 2, 15" October 2018). He highlights the facilitating role an
interpreter is supposed to play in a business scenario. He believes that the interpreter
on such assignments carries an “implied responsibility” (F% & [151T) to facilitate
the client, especially the one who hires us” (Interview 2, 15" October 2018). Wang
believes that the interpreter holds the responsibility to express the wills of
cooperation to facilitate the completion the deal in a business context. When asked
how he defines the term of implied responsibility, Wang explains that he describes it
as implied because he would never explicate such responsibility or the social

position of an interpreter. However, most of the clients who hire him (especially
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Chinese clients) will always make statements such as “you will stand with me and
help me, ok?”. Wang also points out that even if the client does not explicate such
intentions, he could also sense the client’s expectations based on his experience and
align with the client while interpreting.

When asked if he thinks he has actively engaged with the client in Meeting
No.3, Wang’s answer is affirmative. He explains that his engagement with the client
is mostly because he finds that “both sides are very willing to deliver the deal”;
sometimes, his mediation also occurs when he “has an interest in what is being
talked about” (Interview 3, 20" October 2018). He would give advice or help
promote the project under such circumstances because he believes such intervention
is in line with the aim of the meeting. Interestingly, Wang insists that his role is
neutral and that the interpreter has no power in the interpreting process, and he
insists that “the clients hold the decision right after all” (15" Oct, 2018). In his view,
power represents something absolute, being related to the decision-making right in
business interpreting. Wang also continuously emphasizes that his intervention in
the talk is mainly because of his intention to “create a more casual atmosphere for

the meeting” (Interview 1, 15™ October 2018).

7.3.3 Chang
Chang was trained in the U.K. as a Conference Interpreting graduate. She has a
good understanding of the ethics and expected role of the interpreter in conference
interpreting, which is related to the neutrality and invisibility of the interpreter.
Nevertheless, Chang states that business interpreting is very different from
conference interpreting because of the aim within the context. She mentions that
business interpreting is unique as it is more practical, and the interaction requires
the real-time and effective feedback:
“The primary interlocutors on both sides want to listen to the key messages
related to their interest, the most concerning details related to the cooperation.
| think it is essential to translate the most critical information; otherwise both

sides will get worried for not getting what they want to hear” (Interview5,
260



23th November 2018).
Chang points out that sometimes for the time economizing effect, she selectively
translates by summarizing the critical points conveyed by clients for quicker and
more efficient communication. She calls acts like this the “repertoire” of an
interpreter as she believes the interpreter is at times the one who controls the
information flow in the interpreted business encounter.

Chang also emphasizes on the changing role of the interpreter in a business
encounter. She believes that interpreters should be aware of the social context of the
talk and employ their interpersonal skills in the meeting. She believes the
interpreter’s role is multifaceted, as she herself promotes the products or the view of
the client or the primary interlocutors to facilitate the talk. She also mentions that
the real scenario of interpreting is quite different from what was taught in class. The
primary interlocutors have taken her as a substantive participant in the business talk
who is constantly being consulted of her views or her assessment of the situation in
the business dialogue. Although the interpreter tries to remain detached, all the
above-mentioned factors make it impossible for her to retain the codes of
invisibility and neutrality.

7.3.4 Lee

Lee believes that the role of an interpreter is like a “bridge” both linguistically and
culturally. At the beginning of the interview, Lee insisted that he played a neutral
role in the business encounter and did not align with any of the primary speakers in
the business meeting. However, in the latter part of the interview, while we were
examining the transcripts of the meeting together, Lee identified the discrepancy
between the assumed role and the actual role he played. Lee covertly expresses his
endorsement of the interpreter’s intervention to explaining his disrupting of the
professional norms. He believes it is justifiable when the act or strategies adopted
are consistent with the message of the speaker, which will not influence the meeting
outcome.

Lee highlights the interactive and dialogic nature of business interpreting. He

believes that the business setting is very different from other settings given the
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sensitive nature of the topics discussed, which are always related to the prices,
business scopes, and the concrete information about the products. Lee mentions that
the information is very sensitive and is central to the deal. He therefore feels
“obliged to seck clarification”. He also believes that the interpreter holds the
responsibility “to assess the situation and intervene when needed with the aim to
facilitate the talk” (Interview 4, 15" November 2018), therefore it is also important
for him to gauge the purpose of the speaker. Lee mentions he feels that his Czech
client actually considers him as a teammate instead of the language service provider;
he thus serves as a link between the two primary interlocutors. He explains the
situational context of the scenario as follows:

“As an interlocutor who participates in a business talk in a foreign country
whose language he could not speak at all, he actually relies on me to
communicate. | feel that the client considers me a consultant. And he
constantly speaks to me in the meeting” (Interview 4, 15" November 2018).

Lee mentions the readiness of jargons in the business meetings. He points out that
the interpreter in business interpreting should have a good command of the
terminology related to the business projects and the product details. The readiness in

terminology is also a decisive factor for the efficiency of the business encounter.

7.3.5 Fion

Fion holds an M.A. in Conference Interpreting. She has worked as a freelance
interpreter for three years. Fion believes that the interpreter should work in a
conduit-model and interpret whatever the client says. She believes that she plays a
role that is limited to a “linguistic supporter” or “linguistic agent” (Interview 7, 25"
June 2019) in the course of BNI. Though she also mentions the interactive nature of
business interpreting, she endorses the codes of invisibility and neutrality. Fion
holds that the interpreter should play a neutral role in business interpreting and
should not intervene in or get involved with the interests of the primary speakers on
both sides. She states that the interpreter’s only responsibility is to completely and

accurately render the primary speakers’ utterances.
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Fion does also mention the difference between English and Chinese forms of
expression. She stresses the difficulties in producing renditions equivalent to the
source language. She also admits that it is unavoidable to edit what the speaker says

when interpreting though she does not consider it a form of intervention.

7.3.6 Cindy
Cindy holds an M.A. in Conference Interpreting. She states that working in a
business setting is very different from doing interpreting exercises in the classroom.
She holds that the interpreter has the dual task of “conveying the message” and
“controlling the scenario” (Interview 8, 25" July 2019). She mentions that the
interpreter’s role is essential as they are the only individual who is bilingual and
understands the utterances of the primary speakers as well as the cultural intricacies.
She stresses the communicative and interactive nature of business dialogue
interpreting in compared to that of conference interpreting, mostly uni-directional.
When asked whether she believes she has been actively involved in the
business talk, Cindy mentions that she has definitely engaged with the primary
interlocutors. She believes that the interpreter should be able to accurately assess the
situational context in business interpreting so that he/she will be able to check the
direction of the talk and flow of information. Cindy mentions that she always tries
to intervene in the interaction to avoid a situation where there could be a mismatch
between questions asked and answers provided. Cindy also mentions that her active
participation in the talk is also partly related to her extroverted personality. She
believes it is not against the professional ethics as long as the aim of the

intervention conforms to the speaker’s intention in the deal-making process.

7.4 Thematic Discussions on the Interpreter’s Power

This section systematically analyses the interpreters’ perceptions of the intervention
and their awareness of their power in business negotiation interpreting. | will
summarize the interview data thematically and the themes are listed based on the

close examination of the interviews data collected during the interviews, where |
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was discussing with the interviewees the strategies and decisions they adopted in the

business encounters.

7.4.1 Rendition: Intervening or not?
As stated in the literature review, the interpreter’s role is typically depicted as
transparent, invisible, passive, neutral, and detached. According to NRPSI (National
Register of Public Service Interpreters, United Kingdom) Code of Conduct (2016,
p.5):
Interpreters will interpret truly and faithfully what is said, without anything
being added, omitted or changed [...] not enter into the discussion, give
advice or express opinions or reactions to any of the parties... [They] will act
in an impartial and professional manner.
AUSTI (Australian Institute of Interpreters and Translators) gives a similar
description of the interpreter’s role. The interpreter should “maintain professional
detachment, impartiality, objectivity and confidentiality” and “Interpreters and
translators are not responsible for what the parties communicate, only for complete
and accurate transfer of the message” (AUSTI Code of Conduct, 2012, p.5).
According to these professional norms, the interpreters “should do no more
than make a faithful and accurate language switch and are not entitled to intervene
in the communication process” (Ren and Mason, 2014, p.117). Ideally, they
translate everything said by the primary interlocutors completely and should not
make people feel their presence. The previous analysis chapters of the transcripts
reveal that the interpreter, at times, breaks the professional norms of interpreting by
controlling or reformulating the contribution of the primary speakers in the
discursive practice of BNI. All six interpreters are found selectively translating the
utterances of the primary interlocutors in the business meetings recorded. The
following section presents a summary of the discussion with the interpreters on the
reasons behind the selective translation in the business meetings. It reflects how
interpreters navigate the discursive practice based on their understandings of the

interpersonal relations and the social or situational context of the scene.
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All six interpreters were well aware of the professional norms of complete
message transfer. Five of them explicitly commented that they were conscious that
they disrupted the professional norms of invisibility and neutrality, and they decided
to intervene in the dialogue. Fion, the only one who insisted that she followed the
conduit-model, also realized that she did unconsciously edit the primary speaker’s
rendition while reading the meeting transcripts (Chapter 6, M9-Example 10).

As described by the interviewees, there are various reasons behind the
selection of information on their part, including the efficiency of communication,
the relevance of information, and the emphasis of the message. Four of the
interpreters including Wendy, Wang, Chang, and Cindy explicitly mentioned the
necessity to select information when interpreting. They believe that selection of
information in business interpreting is central in the intervening strategies they have
adopted, as it enhances the efficiency of the meeting. As Wendy stated:

“I believe it is justifiable in the business meetings to select the key points and

the major information expressed by the primary speakers, because most of
the business meetings are lengthy and the primary speakers are always keen

to know the intention of the other side. | donnot think it is necessary to

always translate every element or every word of the primary speakers,
especially in the meeting | interpreted a few days ago. Because one, it is not
time-economizing....most of the time, the session has time constraints, and
we want to try to cover all the topics we plan to discuss with them; second, it
might be verbose or superfluous sometimes, as both sides know each other's
institutional role and background quite well. Therefore, | sometimes translate
the major message... and try to guarantee that | have conveyed the intention
of my client appropriately” (Wendy, 25"Sep, 2018)
Wendy overtly emphasizes the importance of conveying the intention of the primary
speakers, and she believes that elements such as the known information are not
must-translate parts of the speech. She also claims that she follows her assessment
of appropriateness in the setting, and the institution or client she works for. As an in-

house interpreter with an institutional identity, Wendy seems to be convinced that
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she holds the right to reformulate her boss’ utterances for the benefit of the agency,
as long as it aligns with the communicative goal of her client. Her comments imply
that interpreters sometimes are able to frame what topics are to be discussed in the
business talk, which will help them navigate the scene.

Wang holds similar views. He states that he is well aware that he did not follow
the traditional norms of the conduit model. Wang believes the conveying the
intention and message of the client outweighs the forms of the utterances:

“I am not 100% in agreement with the conduit model and I also believe

professional norms should not be regarded as absolute principles. I don t want

to sound like a robot in my interpreting...Although I endorse that our priority
is that we should translate accurately, | also believe that language is the tool
for communication; communication relies on the meaning and messages
instead of the equivalence of the sentences or words” (Interview 2, Wang, 15"
Oct 2018).
In the statement, we can see that Wang actually makes it clear that the interpreter
may violate the conduit model and take initiative to intervene or to co-participate
the communicative practice. He also comments that the interpreter should have a
good assessment of the situational context in order to best produce renditions that
are in line with the intention of the client or the primary speakers.
“Besides, in the type of business meeting you recorded a couple of days ago, 1
think, as an interpreter | should be very sensitive to what the client and the
primary speaker want the other side to know at different moments of the
interaction... so that I can accurately convey the meaning and intention of the
client. Sometimes you need to explicate the unspoken intention for your client.
That is how | performed, even if it requires me to edit the utterances at a
certain point. After all, the aim of the business meeting is to communicate and
to get the deal done, and the adopted strategies that are aligned with this goal
should not be considered a breach of the professional norms” (Wang,
Interview2, 15" Oct 2018).

Both Wang and Wendy emphasize the interpreter’s agency in the business meeting.
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They state that the interpreter needs to harness their bilingual ability, and assess the
intention of the clients or the situational context of the discourse. On Van Dijk’s
(1997) account, “meaning is associated much with the mind of the language users”
(p.9). As the only individual who understands both languages, the interpreter holds
the power to decode the meaning or the intention of the primary speakers. To
convey it clearly, the interpreter needs to be mindful of the atmosphere by assessing
the situational context, because the contextual “meaning” is also “associated with
interactions, social groups and societal structures” (Van Dijk, 1997, p.9). Owing to
this, there might be different interpretation of the meaning, be it explication or
implication, if the situational context of the interaction has been taken into
consideration by the interpreter.

Chang also emphasizes that it is impossible to always render the primary
speakers’ utterances with absolute semantic completeness or equivalence in business
interpreting considering the practical nature of the business talk. Chang also adds

that the interpreter should consider the relevance of the information when

interpreting.
“I think the business interpreting I did a few days ago is a very practical
form of interpreting. | need try to select the most relevant key massages
when we interpret because the client and the primary speaker are talking
about something concrete related to the business cooperation. Normally,
they will be very keen to hear the response of each other; they want

substantive information, that’s why I prejudged the relevance of the

information and make sure | prioritize the information they are keen to hear.

| believe that the ultimate goal for them to engage in all these discussions is
to make the deal or to propose the ways of cooperation” (Chang, Interview
5, 23" Nov 2018).
Chang constantly emphasizes the importance of effective conveying of the
substantive information to the business parties. She prioritizes the relevance and the
significance of the information in the business discourse. On Chang’s account, the

setting of the business talk actually influences her performance as she works under
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pressure imposed by primary interlocutors. Although they desire to understand each
other with the aim of profit-gaining, they cannot communicate autonomously.
Therefore, to facilitate the efficient communication, Chang actually screens the
information and she definitely holds the decision-making right to choose the
information to translate to the client or the customer. It can be seen that Chang is

fully aware of the importance of her intervention in the talk.

7.4.2 Discussion

Based on the interviewees’ statements, it can be argued that there is an apparent
contradiction between the prescribed role and the practicing role of the interpreter.
We could clearly see that the participants in this study are all aware of the
professional norms and codes of conduct related to the prescribed role of the
interpreter through their training or university education. However, they realized the
norms of “complete and accurate transfer of the message” (AUSTI Code of Conduct,
2012, p.5) is not always practical to follow.

The “nature of the scenario” is something most of the interviewees emphasize.
The discourse of business interpreting is highly dynamic, and it involves concrete
and substantive content that requires the interpreter to approach it with sensitivity
and interpersonal skills. They realized that the concrete business scenario required
them to play a role beyond the conduit-like model, which is more active and
participatory. The reason is largely related to the nature of the discourse in which
they operate.

Most interviewees also mentioned the word “intention” when they talked
about their motivation for intervening in the discourse. It is evident that the
interpreters consider semantic equivalence or completeness secondary to the
efficient conveying of the primary interlocutor’s intention. Such tendency is due to
the practical nature of the business conference — all the discussions are related to
the practical arrangements of the cooperation; the primary interlocutors aspire to
understand their business partners’ will of cooperation or comments on their

proposed way of doing business. According to the interviewees, such a view has
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largely motivated interpreters to reformulate the primary interlocutors’ utterances
and select the information. They consider the efficiency of the meeting and the
significance and relevance of information when they decide to intervene in the
interaction. Such projection of the interpreter’s role reveals that the interpreter
overtly disrupts the assumed order of discourse in the discursive practice of BNI,
where they are required to be invisible and neutral according to the professional
codes.

In such a context, the interpreter has, through the vehicle of language, the sole
producing right to control or edit the contributions of the primary speakers based on
the situational context to navigate the scene. All the interviewees claimed at
different points in the interviews that they had become the coordinator with a
participatory subject position in the business encounters, though their views do not
coincide. They were all aware of their shifting subject positions and their control the

information flow for the communication efficiency.

7.4.3 Position: Neural or not?

This section examines the interpreter’s view of their neutrality in the business
meeting. Whether interpreters think they play a neutral role in the discourse and
why is a much-discussed topic in the interview. The questions asked (see the table
of Interview Schedule) are related to the following aspects: 1) the interpreter’s
alignment with the primary speakers or the client; 2) the interpreters advocating for
the client’s interest in particular.

The discussion of the questions revolved around the boundaries of the role the
interpreter performs and the visibility or invisibility of the interpreter in the
discourse. The results showed divided views among the interviewees. Four of the
interpreters overtly stated that they are aware of their alignments with the primary
speakers or the clients, while two interpreters favor the detached, neutral, and
invisible role. However, they also discovered themselves unconsciously loosening
this rule in the discourse in our discussion of the transcripts.

The interviewees who endorsed the visible or non-neutral role considered
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themselves exceeding the prescribed role of the interpreter in BNI. They also
explicitly pointed out that they unavoidably stand with the client who hired them
and were motivated to advocate for their client for different reasons. On Cindy’s
account:
“In the training and the interpreting course, the norms of neutrality and the
transparency of the interpreter have always been reinforced. However, | found
that the practicing scene is so different from doing interpreting exercises in the
classroom. You carry more responsibilities, and you have to advocate for the
client who hires you. For example, in the meeting | engaged in a few days ago,
my client—the Chinese side is in a more passive position as they do not get to
choose whom they meet and all the foreign companies keep coming to our desk.
You cannot predict what the discussion will focus on. I will certainly advocate
for my client when it is needed, and I try to emphasize my client'’s need and the
information which I know my client wants most in such case” (Cindy, Interview
8, 25" July 2019)
Cindy’s statement reveals that although she understands the norms of neutrality, she
still takes on the role of a substantive participant in the talk who stands with the
client and advocates for the client’s need or interest in the business discourse. This
is because that she discovered the norms taught in university are not always
applicable to the actual working scenario. She points out the influence of the client’s
position and the atmosphere of the setting on her performance, which makes it quite
difficult for her to always remain detached from the conversation. She adjusts the
content according to the client’s need and tries to promote the company image. She
also explicitly states that she considers it part of her responsibility to stand with the
client and help him/her to make the deal happen. Wang also voiced a similar
argument in the interview:
“I do not think there is anything called neutrality in business interpreting. My
client in the meeting actually told me before the meeting that they would
like to have a more relaxed atmosphere. The result of the meeting is critical

for them and might increase their sales volume dramatically. Therefore
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everything | did, including the change of pronouns, the intervention of the
turn-taking order as well as the prioritizing of information are all done
much in line with the my client’s aim. I work like an adaptor to adjust the
social distance and the social atmosphere during the whole process to help
my client to achieve their goal. According to my experience, business
interpreting assignments always come with the implicated message of
‘helping your client to make the deal’” (Wang, Interview 3, 20" Oct, 2018).
As an experienced freelance interpreter who also owns a company, Wang states that
alignment with the clients is an “implied rule” in the discourse of business
interpreting. He mentions that the briefing from the client who hires him actually
influences his performance psychologically or professionally in the meeting. The
client overtly expresses the importance of the meeting and their request on the
interpreter’s side, which situates Wang in a social position closely linked with the
team. Therefore, Wang approaches the assignment with a holistic approach,
adjusting the social-distance and atmosphere concerning the client’s aim in the
interaction. Wang’s case is a useful indicator that the client’s attitude and the
employment relation also disrupt the interpreter’s neutral stance in business
discourse.

Two of the interpreters also mention that they do not have a particular
inclination to align with the client. However, they feel obliged to align with either
side in the business discourse for different reasons. On Chang’s account:

“I always put myself in the primary interlocutors’ shoe, be it my client or the
primary speakers on the other side. | find it helpful for me to understand
them better and express their view more clearly. | advocate for both from
time to time with the aim to facilitate their understanding. I will also step in
sometimes if I am interested in what they are discussing. | think it is good for
creating a positive social atmosphere” (Chang, Interview 5, 23"9November,
2018)

Wendy also states:

“I always feel obliged to stand with my client as I work as an in-house
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interpreter and | need to represent the interest of my agency or the UK

companies we want to promote. But | also feel that | have a natural

alignment with my client in Chengdu since | am from Chengdu and | am in
charge of the business relations of our member companies with their

Chengdu counterparts. | want to advocate for Chengdu while also translating

for the UK side” (Wendy, Interview 1, 25"September, 2018)
Apparently, Chang and Wendy are well aware of their shifts of subject positions in
the context of business negotiation interpreting. Chang believes that she has the
responsibility to stand with the primary interlocutors in the business discourse. She
believes being emphatic to stand with the primary interlocutors a way to positively
influence the communication.

Wendy’s perception shows an example of cultural alignment — the
interpreter sometimes identifies more closely with whom shares more common
ground in culture and the ethnic groups they belong to. As a member of the UK
company, Wendy feels that her institutional identity gives her much flexibility in the
discourse, as she is well expected by her client to be an active agent to advocate for
the company. Such occasion is in line with Goffman’s (1959) statement of “tcam
mates are often persons who agree informally to guide their efforts in a certain want
as means of self-protection” (p.89). However, Wendy’s identification with the
cultural group she belongs to place her in a position to “exhibit positive bias
towards the members of their group” (Tejfel, 1978, p.131). This positive bias
influences her position and stance in the discourse.

Other interviewees support the professional norms of neutrality and invisibility
in the business discourse, but they also state that they may relax the standard at
times or unconsciously break the norms, which is a covert description of the
departure from neutrality.

“My philosophy is that the interpreter should not support the interest of

anyone in the business talk. | tried to step out of anything related to the interest

and just serve as the linguistic provider. | leave the primary speaker or the

client to deal with it. But | will adjust their dictions if | find it might be
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considered too abrupt or not appropriate and might lead to a problem in the
target language, such as the change of personal pronouns...uh...I sometimes
tend not to follow the first personal pronoun used by the foreign speaker to
avoid the confusion.” (Lee, Interview 4,15"Nov, 2018)
Lee’s comments reveal the complexity of the interpreter’s role. Even though he tries
not to engage with the client and believes himself to be neutral and situates himself
as someone who should not express any opinions in the discourse of business
interpreting, he still finds it inevitable to make some adjustment to his stance in
relation to the client or the primary speakers, which is closely related to his cultural

identification in the discourse (See Chapter 4, M4-Example 7).

7.4.4 Discussion

In this section, the thematic discussion has revealed the interpreters’ perceptions and
awareness of their departure from a neutral position in the discursive practice. The
interview results show when and why the interpreters adopt a participatory position
and adjust their alignments to their client or primary speakers. The interview data
also resonates with what | discovered in the previous three analysis chapters
concerning the interpreter’s alignment with the clients and their non-neutral subject
position in BNI.

Most interpreters overtly state that they take the initiative to adjust their stance
in relation to their clients or the primary interlocutors. Some of them even use
metaphors like “a bridge” to explicate their perceptions of their roles in the
discourse. The employer’s request or preference expressed in the briefing stage
serves as a prominent reason for the interpreter to make moves to engage in the talk.
The interpreter feels the employment relationship with the client actually implies
that they need to satisfy their employer’s expectations or requirements. Such feeling
is described by Angelelli (2001) as “professional survival” (p.23). Although
interpreters are aware of the professional norms they should abide by, they consider
the client’s requirements central in the assignment, for they wish to be employed

again in the future. Wang and Wendy provided the most explicit descriptions
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regarding the notion of professional survival. This is potentially because of their
dual identity as an external relations manager and the owner of an interpreting
company. The experience in managing client relations while interpreting provided
them with opportunities to have a more holistic view of the roles an interpreter
might need to play in actual business interpreting discourse. The interpreter might
be influenced indirectly by the client’s expectations and the implied rules and
actively and positively intervene in the business discourse.

The interview data shows that group identification is another factor that
influences the subject position of the interpreters. The interpreter may identify
professionally with the company they represent or identify culturally with the social
and cultural groups they belong to in the discourse. Tajfel (1978) argues that if
“people identify with a group”, they usually “act in the group’s interest” (p.131).

As | argued before, business negotiation interpreting is a dynamic discursive
practice with its social and situational contexts. The neutrality of the interpreters
may inevitably be influenced by their own cultural background and social beliefs.
This is especially true when the interpreter tends to act for the agency or ethnic
groups’ interest they belong to, or even shows personal interest to the content
discussed. Since the interpreted communicative events “do not evolve in a vacuum”
(Panagiota, 2016, p.203), the interpreter’s identification with the agency or cultural
groups will influence and endow them more responsibility. They may engage not
only professionally but also emotionally in the discourse. On the other hand, the
client’s sharing of sensitive and confidential information or their negotiating aim
with the interpreter has also made the interpreter part of the team. The interpreter
will declare loyalty to the company and align him/herself with the interest of the
“group” or company he/she works for.

The atmosphere has been another factor reiterated by most interviewees,
which may disrupt the interpreter’s impartial stance in business interpreting
discourse. The atmosphere is closely related to the situational context of the
discourse. As Van Dijk (1997) describes, discourse can be defined as “social actions

accomplished by language users when they communicate with each other in social
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situations and within society and culture at large” (p.14). Such definition implies
that the conveying of meaning in the interaction should have “appropriateness
conditions” (Van Dijk, 1997, p.14), which is not only related to the expression on
the linguistic level, but also the situational context. The business encounter is a
discourse with situational context, which is highly dynamic. The topics for
discussion are not as predictable as other forms of interpreting and can be
improvised out of the turns of exchanging of views, and could be anything that
pertains to the business cooperation. Therefore, the interpreter, as the only person
who is bilingual and bicultural to be able to understand the nuance of the interaction,
will naturally shoulder the responsibility to balance the atmosphere. They need to
gauge the situational context and the social distance to ensure the appropriateness of
information transfer at the specific moment of the discourse.

7.4.5 Powerful or Not?

As power is the central notion in my study from a CDA perspective, it was often
touched upon in the interviews. In this section, I will present the interpreters’
perceptions of power in the business discourse. The results show that the
interviewees hold different views of the power they have in the interaction.

All six interpreters claimed at some point in the interview that they are aware
that being the only one who is bilingual and bicultural in the discourse practice
gives them a unique position. Some among them stated explicitly that the power of
the interpreter derives from their bilingual and bicultural expertise; while some
regard it as a capacity that comes with the client’s trust and expectations or the
specific social and situational context of the business encounters.

Cindy explicitly states that she believes that the interpreter does hold power in
business negotiation:

“I do think that interpreter has power in business talk. It is to a certain
extent... because the interpreter can speak both languages. The clients on
both sides rely solely on the interpreter to express their intentions and
views...which attach more responsibilities to the interpreter. They will be

able to take control of the conversation flow or information flow, so that the
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talk can proceed smoothly. It is entirely not like practicing interpreting in the

classroom” (Cindy, Interview 8, 25" July 2019)
Cindy considers herself the only person whom the client can depend on in the
dynamics of BNI. She explains that the client’s or the primary speaker’s reliance on
her is due to the fact that the interpreter possesses the scarce source of bilingualism
and cultural awareness. Cindy compares business interpreting with the practice in
the interpreting classroom where the scene is not dynamic or fluctuating. She
emphasizes that the interpreter is bound to shoulder more responsibility in a
socially-situated context, and the responsibility also gives the interpreter more
power to regulate the conversation.

Chang has a similar view regarding the power of the interpreter. She believes
that the interpreter’s power is related to their agency, which can be defined as the
subject position and action taken consciously to filter information and control the
conversation flow in the context of business interpreting discourse.

“I do think I hold some form of power to control the conversation flow and to

select the information. I think it is vital for communication at some specific

moments. For example, when the client from time to time turns to me to make
some comments by repeating other’s words, I will evaluate if it is necessary to
convey it or emphasize it to the other party according to its relevance and
context of the conversation moment...because according to my
experience...the clients in business conversation are keen to hear the most

2

relevant utterances which are closely related to the concrete content...
(Chang, Interview 6, 30th November, 2019)
Wang and Wendy did not explicitly declare that the interpreter has power, as they
perceived power as a dominant force in the decision-making process of the
negotiation. However, they did emphasize the interpreter’s ability and justifiable
right to coordinate the dialogic process or influence the interactional order. On
Wang’s account:

“I think the power of the interpreter is not decision-making power, but the

capacity to adjust the pace of the interaction, such as the turn-taking order...1
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sometimes tend to take the floor more quickly and cut short the utterance of
the speakers when | find their utterances are too long to remember. By doing
so, | have more leeway to produce the appropriate rendition. | do also
think...the interpreter in business negotiation has the right and mandate to
adjust the atmosphere according to the expectations of the client. The power,
if there is any, comes along with the multifaceted role of the interpreter and
the context of business negotiation interpreting, it is the power in the
interaction sense...” (\Wang, Interview 3, 20"October, 2018)
Wang considers the power a capacity to adjust the interactional structures in the
business talk. Although Wang pointed out in the early stage of the interview that he
wasn’t aware that the interpreter would have power in the business negotiation, he
admitted that the interpreter does hold some form of power in the later part of the
interview. The interpreter’s power manifests itself when the interpreter imposes
influence on the social distance and the pace of the talk through different strategies.
This is especially true when the interpreter intervenes frequently to manage the turn-
taking order through shifts of personal pronouns. In the interview, Wang frequently
relates his intervening approach to the expectations of the client and the
unpredictability of the business talk. To Wang, the interpreter’s power is endowed
by the client who hires him. Being considered an ally or member of the team, the
interpreter is well aware of his client’s intention and aim in the briefing stage of the
meeting. Thus they are somehow empowered to act in the interest of the client to
facilitate the deal-making process. Wendy’s comments resonate with Wang’s:
“I think the interpreter is not powerful enough to dominate the talk or make
any tangible decision for the deal. However, a professional interpreter
might be eligible... in a certain conversational moment to adopt the
interpersonal skills and gauge the situation to best serve the speaker’s
interest and help the speaker realize the goal. For example, the interpreter
will sift the inappropriate expression to avoid some embarrassing moments.
For me, | would consider it a special mandate or eligibility of my position

in such a business context...” (Wendy, Interview 1, 25" September 2018)
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Wendy views power as the eligibility that comes with the responsibility of her
subject position in the business discourse. As an in-house interpreter, Wendy always
views herself as a team member. She explains that the interpreter is situated in a
position that is very demanding. They are required to understand all the nuances of
the conversation. On the one hand, the interpreter needs to guarantee the conveying
of the messages; on the other hand, they should also be able to assess the
atmosphere and avoid any embarrassing or volatile scene. Obviously, Wendy
defines power from the perspective of interpersonal relationships and the specific
type of communication within business context.

Lee and Fion, the remaining two informants, claimed that they did not think
they hold power in the business negotiation. They believed that it is not justifiable
for an interpreter to influence the client’s decision-making process. They held that
the interpreter should not be involved in the “tug of interest” in the business
communicative activity. However, while examining the transcripts of the recorded
meetings, they discovered that they actually disrupted the professional norms and
the assumed order of the discourse although they are largely unconscious of their
interventions. They implicitly expressed that their interventions are related to the
changing landscape of the face-to-face business interaction. They also point out that
it is out of their instincts to intervene:

“I try not to engage with the client or the speakers, and I try to only translate
what is said by the client. However, the face-to-face business negotiation is

highly interactive with complicated and sensitive content, like the one I did

is highly technical. | have to step in sometimes to clarify or to explain to
ensure that I have correctly conveyed the client’s intended message... It is

just unavoidable, and only an interpreter can do it... ” (Lee, 15"Nov, 2019).

Lee tried to abide by the professional norms and avoid overriding the prescribed
role. However, while reviewing the meeting transcript with me during the interview,
Lee found that he sometimes intervened in the interaction during the course of the
business meeting. Lee explains that “it is unavoidable”. He claimed that the moves

were made based on the need of the specific moments of the meeting, and the
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interpreter is the only who could coordinate the talk. Such remarks reveal that Lee is
aware of the disruption of the norms and considers it justified, though as a supporter
of conduit model, he does not relate it to the concept of power directly. The
discrepancy between Lee’s idealized and actual subject position in the interaction
has shown the demanding nature of the business interpreting and the complexity of
the role of interpreter in such context.

Fion, another supporter of the conduit-model at the beginning of the interview,
also identified her intervening role in the business context while reading the
transcripts of the business meeting. With the full endorsement of the professional
norms, Fion found that she nevertheless coordinated the talk by filtering information
and aligning herself with the client or even advocating for the client in the
interaction.

“I think I unconsciously adapted the message of the Chinese speaker to a more
concise version and it is also culturally understandable for my foreign
client.... You know, Chinese is highly repetitive and the delivery of the speaker is
verbose sometimes and business meeting praises efficiency...] think,
hmm...explicating or summarizing information might...facilitate their
understanding in the sense that | could understand both languages and
cultures...but it is most likely an unconscious act” (Fion, 25" June, 2019)
Fion’s comments actually contradict the attitude expressed at the beginning of the
interview, where she identified with the professional norms of the invisible and
detached role of the interpreter, and claimed that an interpreter should not intervene
in any form and should “only completely and accurately translate what the primary
speakers said” (Fion, Interview 7, 25" June 2019). Fion’s statement above actually
provides verbal evidence of her engagement with the primary speakers and
selection of information in the course of BNI. Her remarks also confirm the
interpreter’s bilingual and bicultural position in the meeting. Such ability enables
her to adapt to the situational context of the discourse although she is unaware of

the intervention she conducted.

279



7.4.6 Discussion

The interview results in this section reveal interviewees’ understanding of factors
that influence their agency in the discourse of BNI. Four of them overtly claim that
they are aware of their power in the discourse, while two of them realized their
intervening role as the interview revolves.

All the interviewees associated the notion of power with bilingual and
bicultural competence, which they refer to as a significant contributor to their active
interventions in social discourse. This is much in line with the interpretation of the
interpreter’s power in preceding analysis chapters from a CDA perspective, which
considers the base of power the interpreter’s “privileged access to scarce social
resources, such as money, status, fame, knowledge, information, culture, or indeed
various forms of public discourse and communication” (Van Dijk, 2015, p.469). All
the informants’ comments resonate with the notion of “privileged access to
resources”. They highlight that the interpreter’s subject position as the only
bilingual and bicultural individual when they explain and justify their intervening
acts of selectively translating, managing the interactional order, or adjusting the
pace and atmosphere in the interactive social discourse. All the interviewees are
aware that these interventions are disruptive to the “order of discourse” in
interpreted business encounters, although their views do not coincide. Their
comments demonstrably show that the “scarce resource” of bilinguality and
biculturalism actually endows the interpreter a social position which is no longer
constrained by the conventions or the norms of the business interpreting discourse.
The interpreter’s intervention is a prime example of CDA’s tenet of “power relations
are discursive” (Fairclough and Wodak, 1997, p.275). The cultural and language
expertise enable the interpreter to exercise their agency to coordinate the interaction.
They adopt various strategies “to negotiate, coordinate, check, and balance power
relations” (Mason and Ren, 2014, p.115) in the business talk.

According to most informants, the social and situational context of business
interpreting is also a contributor to their power exercised in the discourse. They

claim that the demanding nature of business meetings, such as the intensity and
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sensitivity of the information, the highly fluctuating and interactive scene with
interwoven personal interest, also made it unavoidable for them to intervene in the
discourse. As Fairclough (1989) argues, “orders of discourse are ideologically
shaped by power relations in social institutions and in society as a whole” (p.17),
and the process of interaction is “constrained by the specific nature of the social
practice” (Fairclough, 1992, p.80). As a discursive practice, business negotiation
interpreting can be “constitutive in both conventional and creative ways” through
“reproducing the society (social identities, social relationships, system of
knowledge and belief)” (Fairclough, 1992, p.65). Owing to this, the interpreter’s
subject position in relation to the client or the primary speaker has been reshaped by
the social and situational context or properties of the discursive practice of
interpreted business talk, as well as the interpreter’s identification of the “self”.
They adopt a participatory approach to coordinate or even intervene in the talk as
team member or advocate of the client. It can be argued that the discourse of
business interpreting is constitutive of the new type of social relationships between
the interpreter and the primary speakers.

The discursive changes in the interactive activity disrupt the conventional and
normative order of discourse where the interpreter is detached, invisible, and neutral
in the social activity of interpreting. Such discursive change unveils that the
interpreter is a substantive participant in the discourse with the power endowed by
their bilingual and bicultural ability to exert influence on the social relationships and
social distance of the primary interlocutors. We will come back to the discussion of

the interpreter’s perceptions in Chapter 8.
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CHAPTER 8 Findings and Contributions

This study was conducted based on the proposed hypothesis (Chapter 1.2) that the
interpreter has power in business dialogue interpreting. The observation is supported
by the studies on the active and coordinating role of the interpreter in business
meetings (Gentile 1996, Garzone and Rudvin 2003, Ren 2007, Karanasiou 2017).
The study complements and furthers this scholarship by introducing the concept of
power from a Critical Discourse Analysis (often abbreviated as CDA) perspective.
Data collected for this research shows that in possession of the scarce resource of
bilingual and bicultural capacity, the interpreter has the ability to control the
contributions from primary speakers and to intervene in the interactional
conventions of interpreted business dialogues. In other words, interpreters provide
linguistic facilitation for primary speakers in the business meeting. However (and in
line with existing literature), they also override the professional principles to “take
up more roles by persuading, negotiating, accepting and rejecting positions”
(Karanasiou, 2017, p.194). Interpreters assume a substantive position in the business
encounter, disrupting the prescribed idealized image of the interpreter being
invisible or totally neutral within the activity of interpreting.

This chapter revisits the conceptual framework of the study for a higher-
level analysis of the theoretical foundations and the findings of my study; | also

clarify the contribution of this study to the existing field of scholarship.

8.1 Power and Agency

In my discussion of the performance of the interpreter role, power and agency are
two inter-related concepts. Power is a loaded term — one that is big, broad, and
societal. It is central to the parameters of this study. From a CDA perspective, power
is defined as a privilege wherein one controls the acts or contributions of the other
participants in discourse by drawing from social and cultural resources that are
unavailable to others in a discourse (Chapter 1.2 and Chapter 2.3). It is considered a

product derived from the interpreter’s bilingual and bicultural expertise of the
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interpreter, which then manifests as the interpreter’s interventions in the talk. The
power of interpreters represents their capacity to exhibit ownership and
accountability when they take individual decisions and actions. This influence
disrupts the neutral and invisible professional role they are supposed to inhabit.
Interpreters have power because they can access linguistic and cultural background
knowledge within the dialogue; this knowledge is unavailable to other participants
interacting in a specific context. The bilingual and bi-cultural resources of the
interpreters enable them to not only convey the message of the primary speakers,
but also to make moves of an interactional or interpersonal nature.

As mentioned in Chapter 2, the concept of agency has a philosophical origin
that can be traced back to Hume and Aristotle. It denotes the capacity of an
individual to take independent action and to act on one’s own will (Stanford
Encyclopedia of Philosophy, 2015). In this study, agency refers to the subjectivity of
the interpreter and the ability to make independent decisions to act within the larger
activity of interpreting. With the exercise of agency, the interpreter can explicitly
initiate and execute specific actions based on an evaluation of the specific social
context in which they are situated. Unlike power, agency is neither oppressive nor
dominating. In the context of business dialogue interpreting, agency manifests itself
in the social positioning of the interpreter within the discourse. Positioning allows
the interpreter to make decisions independently and then takes action based on their
evaluation of the specific situational context of BNI. It can be understood as the
active interpreter engagement within the business talk through various means. This
overlaps with the definition of power, since both concepts refer to the proactive
involvement of the interpreter within the interaction rather than the neutral and
invisible role prescribed in professional codes. The research therefore understands
the interpreter’s agency not as the capacity to initiate and execute an action, but also
as a pathway for influencing the contributions of the primary speakers, for adjusting
their own social positioning as relates to the others, and for managing the
interactional order.

Although agency and power both represent the interpreter’s ability to pro-
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actively engage with an interactive, bi-lingual, and bi-cultural discourse, the notion
of power highlights the linguistic and cultural resources the interpreter has in such a
setting. These resources allow the interpreter to assume and adjust their social
positioning to control and gate-keep the talk. In a bilingual context, the primary
interlocutors cannot conduct the interaction autonomously. Interpreters thus assume
a coordinating responsibility based on their understanding and assessment of the
social and situational context. Multiple examples in this study show that interpreters
sometimes assume an authoritative tone to selectively translate the message or
regulate the interactional order, which gives them a substantive social position
within the interaction. To gain a more comprehensive insight into the power of the
interpreter, | decided to draw on the CDA framework. The next section highlights
the theoretical contributions made by this study by adopting CDA as a theoretical
framework for Interpreting Studies and successfully incorporating it into
Interpreting theories, which also underscores and amplifies my argument about the

power of the interpreter.

8.2 The Integration of CDA into Interpreting Studies
CDA is typically employed for the analysis of political arguments. Although
political discourse appears unrelated to the linguistic nature of Interpreting Studies,
my study found that the framework can be effectively applied to analyse the power
of interpreters. In the following section, | elaborate on why CDA theories and the
method detailed by Fairclough (1989) were preferred over other CDA approaches to
discourse studies on the interpreter’s role. | also address how CDA was combined
with other theories with its origins in politics. | also illustrate my proposal for an
amended theoretical and methodological framework of Fairclough’s (1989) CDA,
which is replicable for Interpreting Studies.

As discussed in the literature review (Chapter 2) and the methodology
chapter (Chapter 3), Critical Discourse Analysis (CDA) is a theory that owes much
to Foucault (Fairclough 1992; Jorgensen and Phillips 2002). Foucault’s (1980)

seminal and genealogical work titled Truth and Power proposes a theory of power
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and knowledge. To Foucault (1980), power is not oppressive but productive, and
that power should be considered as a “productive network™ (p.119) made up of
discourse, knowledge, social bodies, and subjectivity. His study focuses on a notion
of power that he asserts, which creates subjects and agents who are central in
discourse. Foucault’s (1980) definition of power connects it closely with the concept
of discourse. Power is considered a product originating from and developing in
social practices in different scenarios. Foucault believes that power does not belong
to any particular agents, political body, or social interest groups. Instead, Foucault
proposes that it is distributed across all social practices, which provides a starting
point for the development of CDA theory. While highlighting the elements of power
and ideology, CDA aims to shed light on social relations, including power relations
and social identities in discourse. The relation between power, language and
discourse is central to CDA studies. It also aims to explicate the assumed knowledge
about the constitution of the social world.

The use of Fairclough’s (1989) CDA theory is primarily a result of my
interest in the notion of the interpreter’s power and its manifestation in naturally-
occurring, interpreter-involved business dialogues. As a field of academic study,
CDA has been increasingly applied and adapted to new areas of academic studies,
including Translation and Interpreting Studies. Bayani (2012) proposes that
Fairclough’s (1989) CDA framework can be combined with the notions of SFL by
Holliday (1985) for Translation Studies. Bayani attempts to combine the CDA
framework to explore the relationship between language and ideology involved in
the translation process. And more specifically, CDA can be used to uncover the
underlying ideological assumptions in the texts (both source text and target text),
which are normally inconspicuous to the readers. Consequently, he examines how
translators’ ideologies are imposed in their translations. Gu and Tipton (2020) frame
China’s political press conference as part of the “autopoietic system” (Luhhman,
1990, p.39), and adapt Fairclough’s CDA framework to examine the ideological
nature of the institutional discursive event, which demonstrates the interpreter’s

ideological alignment with Beijing’s discourse.
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My adaptation is in line with the above scholarship, and | adopt the CDA
framework mainly because it can be used to analyse relationships between concrete
language use and wider social cultural structures. However, the creativity and
novelty of my study in the adaptation of CDA framework lies in its application to
the business scenario, which, to the best of my knowledge, is scarce in CDA studies.
This also explains my combination of CDA with the sociological theories of
Goffman (1981), which enables a more balanced and comprehensive view regarding
the triad interaction within business scenarios. The interpreting activity in such a
context is highly dynamic and is subject to the factors such as immediate situational
context, institutional culture, and interpersonal relations. Based on the rationale for
the choice of this framework (as outlined in the Literature review chapter), CDA is
used to uncover the interpreter’s power in business discourse and the influence of
the situational and social context on the interpreter’s subject positioning. CDA is
considered useful here as the concept of power is central to its theoretical
foundation. It offers a lens to look at the dynamics of the subject positions of the
interpreter. These positions are highly dependent on the social and situational
context; they cannot be defined in a fixed and taken-for-granted fashion as
prescribed in the professional codes for interpreters. CDA also allowed me to
examine the interpreter-led disruption of the order of discourse and how the
interpreter’s power is enacted discursively through their interventions in business
encounters in different situational contexts.

Secondly, | have incorporated Fairclough’s CDA theory into Interpreting
Studies because his framework is different from other CDA approaches in its scope
of the notion of discourse. Fairclough confines the definition of discourse to a
semiotic system that includes language and images. Other approaches (e.g., Laclau
and Mouffe 1985) consider all social practice, discursive or non-discursive, as
discourse. This means there is no practical tool for text analysis. Although heavily
applied in political or mass media studies, Fairclough’s CDA theory focuses on the
linguistic dimension of social and cultural phenomena. Such focus provides a good

theoretical foundation to support its application in Interpreting Studies. Fairclough’s
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approach is also text-oriented with its emphasis on the significance of a systematic
analysis of the text produced in a spoken or written context (Fairclough, 1992).
Consisting of description, interpretation, and explanation, Fairclough’s (1989) three-
dimensional model (Chapters 3.2 and 4.1) supports the empirical study of the
interpreter’s power in the specific discourses by allowing for transcripts’ analysis at
different dimensions and levels (the vocabulary, the grammar, and the text structure).
The phase of explanation in his three-dimensional model, in particular,
provides a useful tool for me to go beyond the analysis of the linguistic level or the
description of the discursive practice. The sense of “critical” enables me to explore
how discourse is shaped by the web of relations and power differentials, as well as
the influence of the discourse to the “social identities, social relations and systems
of knowledge and belief, neither of which (sic) is normally apparent to discourse
participants” (Fairclough 1992, p.12). Arguably, the CDA perspective operationalised
the interpretation of the interpreter’s subject position in business discourse, which
demonstrates how the interpreter’s power is discursively enacted within the context.
The CDA tool reveals that the interpreter’s access to linguistic and cultural
resources within the encounter is central to the nature of the power of the interpreter.
It is intrinsically discursive and interactional, as well as subject to the situational
business settings. The “critical” sense of CDA means that it helps reveal the
interpreter’s subject positions in relation to the primary speakers in the interaction,
and the agency exercised by the interpreter within the discursive practice to
maintain the social activity (including power dynamics in the buy-and-sell social
relations of the primary speakers). It explicates the dialogic relations or interactional
conventions presumed to exist between the interpreter and the primary speakers.
Benefitting from authentic data collected during business meetings that
occurred in the Chinese interpreting market, 1 was able to conduct a critical
examination of the interpreter’s engagement by analysing transcripts of interpreters’
renditions and primary speakers’ utterances. Through the CDA lens, we can see that
the interpreter holds a substantive social position with awareness of their

intervention (as opposed to the traditionally prescribed secondary or invisible role in
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the business encounter). Such awareness and positioning fully support the argument
about the interpreter’s power.

My research is unique in successfully incorporating CDA into Interpreting
Studies. This not only increases the interdisciplinarity of the research, but also
enables me to consider the interpreter’s agency within the wider context of social,
cultural, and situational discourse. Although the function of CDA is to provide
strong support for the examination of the social discursive practice of business
dialogue interpreting, the monolingual trend of CDA means that it needs to be
adapted. To the best of my knowledge, the existing cluster of theories and
methodologies for CDA (Chapter 2.3) does not provide a feasible framework that
can be applied as a tool for the empirical study of the interpreting process. Such a
tool is instrumental for the analysis of interpreters’ renditions in comparison to the
utterances of primary speakers. Because CDA aims to explore relations between
language use and social practice, textual analysis of the discourse might not be
sufficient for analysis of the social practice in a broader sense. Social and cultural
theories are thus necessary for the study of power relations in such specific cross-
cultural social and situational contexts.

I therefore adapted Fairclough’s framework by combining it with additional
methodologies from the fields of Sociology and Interpreting Studies (Chapter 3.2).
Goffman’s (1981) Participation Framework and Wadensj6’s (1998) typologies were
adopted to adjust to the bilingual, interactional, and dialogic features of the research
context. Goffman’s (1981) Participation Framework highlights the dialogic
relationship between the participants. The definition of the speaker’s role as a
“principal”, an “author”, and an “animator” (p.144) sheds light on the analysis of
the interpreter’s social positioning and shifts of footing in the interpreted business
encounter. It also echoes the CDA notion of subject position, highligting the
interactional and dialogic features of the positioning assumed by the speaker in a
conversation. This is central to my exploration of the interpreter’s power in the
dynamics of the business interaction.

Exploring the position of the interpreter is “in contrast to the way in which
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the use of ‘role” serves to highlight static, formal and ritualistic” (Davis and Harré,
1990, p.43). The combination of a CDA perspective with Goffman’s sociological
theory enabled me to examine the granular data of this research from an interactive
and dialogic perspective. This helped me gain a more in-depth picture of how the
subject position of the interpreter changes constantly in different discourse moments
of the interaction. It also offered a lens for examining how the power of the
interpreter is also discursively enacted through intervention in business encounters.

The adapted CDA conceptual framework also incorporates Wadensjo’s (1998)
typology, which serves as a complement from the angle of Interpreting Studies.
Wadensjo’s (1998) classification of the interpreter’s renditions was used to examine
how the interpreter selectively interprets the contribution of the primary speakers by
filtering or altering the content. It served as an auxiliary tool that allowed me to
examine the nuances of the interpreter’s intervention and gate-keeping acts in the
discursive practice of business dialogue interpreting. The results show that the
active engagement from the interpreter in the business encounter influences the
topic development, the negotiating atmosphere, and the dynamics of buy-and-sell
relations in the interaction.

In short, the adapted conceptual framework and methodology used in this
research is a valuable addition to the field of Interpreting Studies. It broadens the
scope of CDA study with the merit of interdisciplinarity. The integration of CDA
into interpreting is a new area within Interpreting Studies that has not yet been
systematically researched, especially for business negotiation interpreting (BNI), an
under-researched and uncharted territory where the empirical data is difficult to
access. The adapted methodology tool incorporates interpreting and social theories
with the theoretical notions of CDA as a foundation. This facilitates the examination
of authentic data from naturally-occurring interpreter-assisted business meetings.
The conceptual framework provides a broader angle for study of the role of the
interpreter, enabling examination of the interpreter’s agency within the social,
cultural, and situational contexts of a broader sense. Discussion of the interpreter’s

actual role in business negotiation interpreting (as related to power and agency)
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within the social and cultural context of the discourse generates valuable insights. It
calls for professional and trainee interpreters to be aware of the significance of their
substantive social position and the discursive strategies they adopt in discourse.
Since the existence of the interpreter’s power is a major finding of this research, the
next chapter revisits the discussion of a CDA perspective on power in the discursive

practice of BNI.

8.3 The Power Landscape in Business Negotiation Interpreting

As an auxiliary tool, CDA generates a comprehensive picture of power from
examining the data. As stated above, CDA is used to explicate the hidden power
relations and ideologies behind all of the above-mentioned alterations in the
interpreter’s renditions; it considers discourse as “a place where relations of power
are actually exercised and enacted” (Fairclough, 1989, p.43). I find the interpreter’s
intervention is consistent with my definition of agency and power from the CDA
perspective; interpreters are deeply involved in a decision-making process that
considers what and how to translate, whom the message is conveyed to, and at what
point of the interaction to translate — all of which are based on their assessment of
the appropriateness of speakers’ contributions at specific phases and moments of the
interaction.

Such assessment may exert influence on interpreters’ relations with the other
interlocutors as well as the buy-and-sell relations within the business context. CDA
analysis of the interpreter’s engagement in the interpreted business encounter
generates interesting insight and answers for the research questions of this study
(Chapters 4, 5, and 6). More interestingly, analysis of the interviews regarding
interpreters’ motivations and awareness of their intervening moves presents the
perceived roles of interpreters’ perceptions of agency in the discourse (Chapter 7).
Data analysed in the study shows that the power of the interpreter manifests itself
mainly in the three general scenarios:

1) when the interpreter has the semantic autonomy to make decisions for the

totality of the message conveyed;
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2) when the interpreter endorses their client’s aim and champions the
interpersonal relationship between the primary speakers in the business
dialogue interpreting;

3) when the interpreter endeavors to eliminate communicative inadequacies,
or misunderstandings and assess the atmosphere and orientation of the
business talk.

All of the three scenarios display ample evidence of the interpreter’s exercise of
power, which takes many forms including: their alterations of the utterances of the
primary speakers with explanatory additions or substitutions (Chapter 4); their
adoption of the footings of an “author *“ or a “principal” to respond, promote, and
persuade on behalf of their client or the primary speaker (Chapter 5); and their
management of the turn-taking order and the orientation of the talk by demanding
clarification and adjusting the occasionally chaotic order of overlapping talks
(Chapter 6).

It is worth mentioning that although | am making an argument for the power of
the interpreter in BNI, power is not an absolute concept. Instead, it is a relational
category within this system of discourse. A CDA perspective asserts that social
power is defined as control; groups have power if they can control the actions of
other groups. But this doesn’t mean that in the discourse of business negotiating, the
interpreter is the only one who has power. Nor does it mean that the interpreter’s
agency can be exercised in an absolute manner of control. The interpreter’s power is
neither oppressive nor absolute. My data shows that in such discursive practice, the
power of the interpreter is still constrained by various factors. First and foremost of
these is the intrinsic nature of a business negotiation. As discussed in the
introductory chapter of this thesis, negotiation is defined as a specific type of
interaction occurring in a dialogic discourse. The activity involves various elements
such as floor access, topic selection, and the understanding of messages.
Participants in the talk are aware of each other’s goals, resources, and the potential
decision-making power held by both sides.

The interpreter-assisted business negotiation is not exempt from these
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interactional elements. On the contrary, it is further complicated by the cross-
linguistic and cross-cultural features along with the positioning of the interpreter. In
addition to conveying the messages of both interlocutors, interpreters also need to
be aware of the various goals and interests of all parties to the talk (and those of
their client’s in particular). Interpreters need to coordinate the interaction based on
the basic characteristics and principles underlying the selling-buying discourse.
They may need to smooth the talk when there are conflicts of interests, for example,
or to assess the appropriateness of the contribution of the speakers at the specific
phases and moments of the negotiation. In short, the goal of assisting primary
speakers (particularly their client or the speaker with whom they share the same
cultural background) to establish and strengthen cooperative relations in business
often determines the position that interpreters assume as well as the renditions they
produce in the discourse. The power they hold most often exists in the interactional
aspects of the discourse, such as access to floor, the order of interactions, and
requests for clarification. The primary negotiating parties hold more say when the
content of the talk is related to the decision-making of the deals or substantive
business matters.

Moreover, some examples also showcase that the primary speakers do hold
more power with their “holding of resources” at variant moments of the business
discourse, i.e., when the business talk is highly involved with the professional
expertise or jargon, the primary speaker does hold the right to monitor the
interpreter’s rendition or even correct them. The primary speaker’s social
positioning in the talk as the dominant speaker surfaces in such circumstances. This
shows that although the primary speakers’ command of English is not up to the level
of the interpreter’s, they may sometimes have more power in the discourse. This
power derives from their holding of industry specific knowledge, which is also part
institutional culture.

The second factor is the employment relationship. One element influencing
the interpreter’s performance is client expectations. Multiple examples in the data

show that the interpreter’s mediation in the talk is influenced by who their employer
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is. Interpreters are expected to act in the interest of the client, assuming the “implicit
responsibility” of safeguarding clients’ interests. In-house interpreters who work for
an institution also need to consider the operational aims or institutional norms. The
performance of their roles may, at times, be subject to the operational aims of the
institutions and the decision-making power of the primary interlocutors on both
sides. This is especially true for in-house interpreters who not only perform the duty
of interpreting, but also be in charge of the external relations. Their actions in the
discourse are also charged with institutional factors. This means they must consider
the operational norms of their agency as well as the profile of the primary speaker
on the other side of the negotiating table. This social position adopted by the
interpreter is particularly interesting as their position is attached to specific
expectations from other participants in the discursive practice. Social relations
between interpreter and the client are shaped and determined by this specific setting
for business negotiation.

The third factor is interpersonal relations and social structures pre-existing in
the discourse. From a CDA perspective, the subject position is an entirely social
category that is discursively enacted, and it is highly dependent on both broader
social discourse and the immediate situational context. The data of this study shows
that the subject position of the interpreter in the discourse of business negotiation
interpreting is highly subject to the multi-layered interpersonal relations between the
negotiating parties. I describe these relations as “multi-layered” because even
though most of the business meetings aim for mutually beneficial agreements or
decisions, it does not change the frequently occurrence of bargaining on goals,
interests, and resources. All these elements symbolise the negotiation of power and
promotion of images for the company. The data shows that whether or not
interpreters are aware of an “implicit responsibility” to promote the interpersonal
relations, interpreters in such discourse are always motivated to make use of their
cultural and social expertise to maintain a pleasant mood for conversation and
champion this relationship that is vital to the “selling and buying” (Rehberin, 1995,

p.82) pattern of social action. Interpreters may therefore stand with either the client
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or the primary speaker on the other side at concrete moments in the discourse to
avoid communicative inadequacy or misunderstanding.

Aside from their client, interpreters also align with or speak for the primary
interlocutors when the situational context requires. This is especially true when the
need for clarification or explication arises. Their intervention is arguably related to
their professional integrity, ensuring that the messages are conveyed clearly, and the
communication is conducted in a largely balanced and friendly manner. This is
much in line with the relation-building aim of the meeting. Conversation in this
particular context is considered, above all, to be “a form of social interaction the
products of which are also social, such as interpersonal relations” (Davis and Harr¢,
1990, p.43). This implies that a subtle balancing of power among participants who
are involved in the interaction. The data illustrates how the interpreter emerges as
an active participant who holds a substantive social position in the business
encounter. Their agency is bound to be shaped and constrained by a web of
interpersonal relations among buying or selling parties as well as the social and
cultural factors involved in the discourse. Within such a discursive context, shifts in
the social positioning of the interpreter become salient from a CDA perspective. The
interpreter is ascribed various social positions where they are not simply a linguistic
service provider, but an ally or a spokesperson for their client.

The interpreter’s cultural alignment with Chinese interlocutors, be it their
client or not, is a distinctive finding in this respect. In my research, all of the
participating interpreters are native Chinese speakers, who are either hired by either
a Chinese party or a non-Chinese party. However, interpreters all align themselves
with the person who shares a common cultural background with them. This is
especially true in terms of the use of personal pronouns, which is representative of
social group identification and the social positioning of the interpreter. The findings
suggest that the behaviour of interpreters in this discourse is influenced by cultural
identity.

A CDA perspective asserts that discourse contributes to the construction of

social identities, social relations, and the system of knowledge and meaning
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(Jorgensen and Phillips, 2002). Discourse structures are closely related to the social
relations between different actors and their mindsets. Viewed through this lens, the
social positioning of the interpreter within the setting of business negotiation
interpreting is particularly attached to the client expectations and the professional
function of a linguistic service provider.

Besides, the cultural identities of the interpreter and their awareness of group
identification also exert influence on their subject positions. The subject positions
people assume in a discourse speak to their identity. Identity itself is intrinsically
social and cultural. It is obvious that the identity or social position assumed by the
interpreter upon alignment with the Chinese speaker, whether a client or not, is a
highly relational one. In other words, the national identity of the Chinese interpreter
is something that contrasts with the foreign nationalities in the discourse. This
means that while interpreters are aware of their professional identity (prescribed as
totally neutral), they unavoidably bring their own social and cultural identities into
the discursive practice, because it is almost impossible to conduct the activity of
interpreting in a vacuum. In other words, the subject position of the interpreter is
never a fixed notion, it shifts with different social or cultural elements coming into
play at the specific moment of the discourse. In short, the agency and power of the
interpreter is socially-anchored and is bound by both context and culture.

The analysis shows that the interpreter clearly holds a substantive position in
business talks. This position also endows them power within the dynamics of the
discursive practice. Their intervention in the discourse is heavily invested in their
language competence and their assessment of the social and cultural context of
business discourse. This context can be identified on both a micro- and a macro-
level of the discursive practice. The power of the interpreter manifests in their
initiative to take actions that might influence the progress of the dialogue, which is
characteristic of power in an interactional sense. Their mediation shapes the order of
the discourse and disrupts the assumed interactional convention of a business
interpreting activity. Instead of being a passive machine-like language transmitter,

the interpreter is actively involved in the interaction with their assessment of the
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immediate situational context, and the broader social and cultural background of the
interlocutor.

As Van Dijk (2015) argues, CDA combines “micro-level (agency,
interactional) and macro-level (structural, institutional, organizational)” analysis
(p.468) of discursive practice. In the setting of this study, the interpreter’s agency is
exercised at the micro-level through language competence within the verbal
interactions and communication in the discourse. This is evident in their joint
production of content with the primary speakers, their interruption of the talk for
clarification or explanation, and their alignment with clients (or with non-client
speakers at times) to strengthen, promote, or tone down their views. At a macro-
level, the interpreter’s mediation is always conducted based on the immediate
situational context and the overall aim of the business talk. Their positioning in the
talk exerts influence on the interpersonal relations, and the power plays within the
discourse. On Ren’s (2010) account, interpreters are able to partially and
momentarily re-adjust the power imbalance in the discourse. Their influence on the
buyer and seller relations in business discourse is a good example, especially when
conflicts of interest or misunderstandings emerge. For instance, interpreters
(especially in-house interpreters) can align themselves with the client who hires
them or speak for the primary speakers when necessary.

It is noticeable from the data that in most cases, interpreters identify with the
interests of the client or institution they serve. They engage in the talk to promote
the products, persuade the primary speaker, or strengthen the views of their clients.
Evidence also shows that interpreters sometimes adjust their subject positioning to
speak for or defend the non-client speakers — especially when there is a potential for
misunderstanding or the need to explicate the interlocutor’s ideas. The interpreter’s
alteration of the interactional order or the utterances of the parties involved
inevitably induces subtle changes to the interests of the seller or buyer along with
power relations at critical or sensitive negotiating moments. More interestingly, the
interpreter’s cultural identification comes into play in the development of the

business dialogue. This shows that the subject position of the interpreter is, in a
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sense, related with the political use of CDA in the notion of group formation
(Jorgensen and Phillips, 2002). The concept of “the other” (Jorgensen and Phillips,
2002, p.44) is noticeable in discursive group formations, where interpreters exclude
themselves from the cultural identity of foreign speakers, and align themselves with
Chinese speakers, regardless of the social concept of “client”. A multitude of such
examples can be found in the analysis conducted in Chapters 4 and 5.

The power of the interpreter can therefore be identified in different
dimensions and moments of the discursive practice of business dialogue interpreting.
Interpreters’ positioning and autonomy in editing the utterances of the actual roles
they take on can hardly be restricted to a one-size-fits-all version of definition as
stated in professional codes of conduct. This study systematically deconstructs the
idealized image of an interpreter tasked with making participants unaware of their
presence. With discussions of the power of the interpreter in the discursive practice
of business negotiation, neutral and impartial codes are problematized. Qualitative
data shows that the interpreter’s access to privileged resources such as professional
language skills, cultural awareness, and prior background knowledge regarding the
the aims and intentions of their clients situates them in a participatory social
position that clearly influences the development and interpersonal relations of the
talk. The interpreter thus is not merely visible, but also assumes a substantive
position in the discourse, exercising agency to co-construct the interactive process
with other primary interlocutors. They intervening in the interaction to edit the
content and manage the interaction order of the communicative event. From a CDA
perspective, all of these behaviours can be described as power. Investigation of the
interpreter’s awareness of their agency and power within the discourse also

strengthens these findings, as summarized in the next section.

8.4 Interpreters’ Perceptions of Their Roles
This study included an investigation into interpreters’ perceptions of their roles.
Semi-structured interviews were conducted with the aim of gathering in-depth

qualitative data from interpreters to further explore the manifestation of their agency
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and mediation (identified in the analyses of the three preceding chapters).
Interviews begin with the interpreters’ understandings of the professional codes of
conduct as well as their understanding of stances and subject positions that a
professional interpreter is supposed to take. Interpreters were questioned about their
motivations, reasons, and awareness of the noticeable interventions that | identified
from a close reading of the transcripts. Examining the underlying factors that
contributed to the interpreter’s mediation allows researchers to systematically
understand the interpreter’s actual role and the actual role of the interpreter and the
potential power they hold in business settings. This section thus revisits the
interview results and explores interpreters’ perception of power in business
negotiation settings.

All participating interpreters had a good understanding of the professional
Codes of Conduct issued by organizations such as AIIC (Association Internationale
des Interprétes de Conférence), AUSIT (Australian Institute of Interpreters and
Translators), or NRPSI (National Register of Public Service Interpreting). They are
aware that the interpreter is expected to play an impartial and neutral role. This is
especially true for interpreters who are educated to a graduate level, as the doctrines
prescribing the interpreter’s role as invisible and neutral are taught in the training
courses; graduate students are always taught that the mandate of an interpreter is to
interpret whatever the primary speaker says completely and accurately without any
alterations.

The findings of this study demonstrate that although all interpreters are
aware of roles prescribed in their training. Their self-perceived roles are not always
consistent with the doctrines proposed in the professional codes of conduct. They
display good awareness of the particular nature of the business setting (Chapter 7.3).

Interpreters understand that business negotiating aims for profit or the forging of

cooperative partnerships; the interaction is conducted not only on a linguistic level,

but also on an interpersonal level where smooth communication is essential despite

potential challenges of disagreement over the terms of business. At different stages
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of the interview, all of them acknowledge or admit that their roles exceed the
prescribed invisible and neutral notion of the profession through the agency and
mediation they exercised in business discourse.

Interpreters who explicitly support the notion of power and a mediating role
of the interpreter in the business talk believe that a professional interpreter should
play a role beyond a language service provider (Chapter 7.3). They emphasize that
client expectations always serve as a motivation for their acts of mediation in a
business scenario. It seems that they are not hired for linguistic reasons only, they
are also retained for the interactional function they show in the scenario, namely, the
ability to cope with changing dynamics in real time through interpersonal skills and
assessment of the situation. This helps the client achieve their goals in the
negotiation, be it forging a business relationship or making deals. They even
describe their agency as “an implied responsibility” (Interview 3, Wang, 15" Oct,
2018) or “an additional service” (Interview 1, Wendy, 25" Sep 2018), referring to
the interpreter’s mediating activities of persuasion, promoting, explaining or
consulting. Even interpreters who insisted at the beginning of the interview that they
had assumed a neutral and invisible persona (such as Cindy and Lee) discovered,
after looking at the transcripts, that their actual roles showed similar patterns — and
that the motivation behind their behaviours was largely related to client needs.

Interpreters are also aware of the significance of their presence in the
interpreted business encounter and their influence on the orientation or development
of the talk. They are well aware of their position which is located between the client
and the primary speaker. Their shifting of subject positions, consciously or
unconsciously, among “principal”, “author” and “speaker” (as described in the
participation framework by Goffman’s 1981) reveals that the interpreter plays a
substantive participating role in the interaction to influence or exercise control over
the social or interpersonal relations in the discourse. Interpreters consider the
situational context, the relevance of information, or the efficiency of the talk when
they decide to selectively interpret the utterances or manage the flow of information.

This is much in line with the claim of Van Dijk (1997), who considers
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discursive practice as “a social action accomplished by language users when they
communicate with each other in social situations and within society and culture at
large” (p.14). Interpreters are involved in the business scenarios to assist the client
in accomplishing a goal. Their mediation and agency reveal “the significance of
language in the production, maintenance, and change of social relations”
(Fairclough, 1989, p.1). Their perceptions of both their own positioning and the
context in a relational sense influence their renditions. They adopt an authoritative
tone at times, bringing changes to the order of interactions by adapting utterances.
This attests to the power held by the interpreter in business interactions.

All interpreters in this study emphasize the particular nature of the business
negotiation setting, which is intrinsically profit-oriented. They believe that the
nature of the business talk leads to their exercise of agency in the process. This
corresponds with Fairclough’s (1992) claims that “the process of interaction is
constrained by the specific nature of the social practice” (p.80). Bilingual and cross-
cultural elements in the business negotiation also further complicate the scenario. As
Chaney and Martin (2004) write, cross-cultural negotiation is the “discussions of
common and conflicting interests between persons of different cultural backgrounds
who work to reach an agreement of mutual benefit” (p.196). Interpreters in this
study repeatedly mention that the factors contributing to their interventions are
related to the interwoven personal interests and the competitive nature of the
business scenario.

This is why interpreters tend to use the metaphor of “a bridge” to describe their
role in the scenario. They are aware that the development of the business dialogue is
not only related to the use of language, but also subject to interpersonal and cultural
elements. They consciously make use of their linguistic expertise and cultural
awareness to avoid cultural or interpersonal awkwardness and to remove
communicative inadequacies, especially at critical moments of the discussion. They
also display an awareness the ability to speak for their client in ways that would be
more appreciated or well-received by the speakers on the other side of the

negotiating table (Chapter 4.3). Such awareness motivates them to shift their stances
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back and forth using different personal pronouns for the purpose of avoiding any
abruptness or confusions in the interaction (Chapter 5.2), and to adjust the pace or
orientation of the business talk through the management of the order of interactions
within the discourse (Chapters 6.3 and 6.4). The motivation for the above actions
expressed by interpreters deconstructs the conduit-model of the prescribed role of
the interpreter. It proves that the interpreter’s exercise of agency does indeed
influence the interpersonal relations within the discourse. At times, the interpreter’s
autonomy and authoritativeness are also visible in their flexibly adaptation of
intervening strategies.

It is also worth mentioning that interpreters participating in the interviews
mention the concepts of a “client” and the “other side” (Chapter 7). This is
especially true for those who explicitly support the notion of power. Interpreters
clearly state that they feel an obligation to satisfy the goals and expectations of the
person who hired them in order to get good feedback or potentially be rehired.
Some of them even refer to an implied rule of standing with the client. This is
particularly evident in interpreters’ explanations of their motivation for filtering or
adding information, or for aligning with the clients when responding and
explaining. Following Angelelli (2001) proposal of the concept of “professional
survival”, interpreters believe that it is their responsibility to satisfy the needs of
the client and support them in achieving their goal.

However, this does not mean interpreters leave the non-client speakers in
an unfavorable or unattended position within the business scenario. As the only
bilingual and bicultural individual in the process interaction, interpreters uphold
their sense of professional integrity to ensure that both sides have a good
understanding of the messages and intentions being conveyed. They are well aware
that their assigned task requires facilitating communication between both parties,
and that they need to conform to professional ethics as the person located in the
middle of this business interaction. Such awareness is manifested in their moves to
sometimes align with the non-client speaker sometimes for explanation and

clarification. When a misunderstanding or sensitive issue emerges, they may try to
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ensure smooth proceedings by intervening with their cultural and social expertise.
The interpreter’s agency in the business scenario is not exercised counter to
professional integrity, but with the aim of facilitating the comprehension of intent.

Interview data indicates that interpreters are generally aware of the
discrepancy between the roles they are prescribed with in professional codes of
conduct and their perception of how their role should actually be performed in BNI.
Their description or perception of their roles is relative to the situational context
and the employment relations. Moreover, they show a good understanding of their
social position in business interpreting scenarios. They also justify their
intervention strategies with their assessment of the social and situational context
for the discursive practice.

Overall, interpreters are conscious of the agency they exercise in the
interactive discourse. Some among them explicitly refer to it as a form of power
that derives from the client and primary speaker’s need to rely on them for
communication. Their power can be manifested at different points in the
interaction. Interpreters agree that aside from linguistic skills, their interpersonal
skills and capacity to handle the situation are highly significant for their ability to
navigate the scenario and ensure the smooth proceedings. Some refer to such
ability as a special mandate or eligibility endorsed by their position, enabling them
to intervene in the interactional order or the orientation of talks. Even interpreters
who initially insisted on the need for neutrality endorse the notion that the task of
conveying meaning in the interaction produces “appropriateness conditions” for
intervention (Van Dijk, 1997, p.14). They discovered their own participatory role
in the interaction at different stages of the interview, all of which is inconsistent
with their assumed performance of a conduit-like role.

The qualitative data from the interview clearly echoes a CDA perspective
that “the situational, institutional and social settings shape and affect discourses”
(Wodak, 2001, p.66). The interpreter’s awareness of their own power and
perceptions of their intervening strategies both confirm my argument for power

based on the CDA lens, which describes the linguistic communicative activity as a
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social practice that is both socially shaped and socially shaping. The interpreters’
awareness of their social positioning as well as the socio-cultural context of the
setting attests to my assumption of their power within the discourse. The role
perceptions of the interpreter demonstrably influence the social positioning, the
intervening strategies, and inter-personal skills they employ in their performance.
The power of the interpreter is enacted discursively with their particular autonomy
and privilege in addition to the influence of their subject position on power
relations among the primary speakers, which derives from the linguistic and

cultural resources they hold in the discourse.
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CHAPTER 9 Conclusions

This research explores the actual role of the interpreter within the intrinsically
dynamic and interactive interpreted business negotiation. Findings from research
shed light on the complexity of the role of the interpreter within the business setting.
One of the contributions of this study is the analysis of the interpreter’s power
through the lens of Critical Discourse Analysis (CDA). | adapt the politically rooted
conceptual framework of CDA by integrating it with Interpreting theory and
Sociological theory, which serves as a valuable addition for broadening the scope of
both CDA and Interpreting Studies. The highly interactive, dynamic, interpreter-
mediated scenario of business negotiation is conceptualized as a discursive practice.
The methodology entails the three-dimensional analytical model Fairclough’s
(1989), combined with Goffman’s (1981) participation framework and Wadensj0’s
(1998) typology of interpreter’s renditions (Chapter 3.2). The adapted methodology
reveals how interpreters’ power is enacted discursively through a web of social
relations and the interactional structures in the discourse of cross-language business
dialogue interpreting. The adapted CDA conceptual framework is a demonstrably
powerful tool for identifying and making sense of the interpreter’s power within the
interaction. It is also replicable for similar studies of differing language and cultural
contexts to test some of the findings of this research, notably the importance of the
employment relationship and the interpreter’s alignment with those whose cultural
background they share, applies to other language pairs as well.

As discussed in preceding chapters, | investigated two dimensions of
interpreting in a business context from a CDA perspective. The first dimension is
related to the researcher’s understanding of the interpreter’s power, which is based
on a close reading of the data; the second dimension is interpreters’ perceptions of
their own agency in the business discourse. The findings suggest that dialogue
interpreting in business settings is often charged with situational and social factors
that are related to the nuances of interpersonal and social relations. Analysis of

collected data shows that the negotiating parties participate in the business
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interaction for the purpose of reaching an agreement. Most of the time, agreement is
beneficial for both parties while also involving some conflicting interests between
them. For business meetings with a single interpreter, the interpreter is often hired
by one party to facilitate the communication for both sides. The interpreter is not
only located in the midst of the common and conflicting interests of clients and
primary speakers, but also subject to an employment relationship. From a CDA
perspective, such a social position implies a multi-layered inter-personal relation
network in the discourse. Here the interpreter is a substantial participant in the
dynamic play of interest or power relations rather than a mere language transmitter.
Under such circumstances, limitations on role-performance and the professionalism
of the interpreter are bound to be challenged. More often than not, the interpreter
breaks away from norms to adapt to the situational context. Interestingly, the
research data shows that interpreters (especially the ones who are more experienced
in business interpreting) are aware of the discrepancy between the prescribed roles
and the actual roles they play in business discourse. To some extent, this awareness
guides them in their decision-making process and selection of strategies when

exercising agency.

9.1 Implications and Recommendations
Based on the detailed analysis conducted in this study, the findings related to the
manifestation of the interpreters’ power and their awareness of it completely
deconstruct the idealized image of the interpreter working in the business domain.
Granular data sourced from the business meetings in the Chinese market is valuable
and it provides important references for practitioners and professional organizations
who design the codes of conducts for the interpreting industry. While offering
perspectives on the interpreter’s power in an under-researched area of the business
domain, this research is an important reminder for both industry and academia that
interpreting is a service activity in nature.

Understanding the goal of the client in the interaction is an essential part of

the interpreter’s responsibility. Aside from providing a linguistic service,
305



interpreters should also be aware of their position in this subtle interplay of the
personal relations within the business interaction. They should be aware that the
resources held by them are not only related to their bilingual ability, but also to their
bicultural expertise. Such resources entail the interpreter’s awareness of the
institutional aim in the talk, or the discrepant stances of the parties involved. The
interpreter’s consciousness of all these factors derives from the social resources they
hold, such as the background information obtained in the briefings stage, their
awareness of the ideological, and cognitive differences of the two parties involved.
All this enables them to identify and discern the potential differentiation in the
primary speaker’s understanding of certain notions and concepts involved in the talk.
Such capability is useful in the adoption of intervening discursive strategies in order
to navigate the scene and to satisfy the needs of the specific situational context.

Interpreters also need to be aware of the changes of power dynamics in the
discourse. They need to be aware that they may not be the only one who is bilingual
in the context, and the bi-culturalism also derives from the background knowledge,
company profiles, or the institutional culture, where the primary speakers may have
more comprehensive understanding based on long-term professional industrial
expertise (i.e, the primary speaker sometimes monitors the interpreter’s rendition).
In a word, the notion of power in the discourse is only a relational category, which
is subject to multiple factors. The engagement of the interpreter in the business
interaction, though an indisputable fact, is not always something to be celebrated or
overwhelmingly positive. Therefore, the acknowledgement of such a possibility
may provide the interpreter with a more balanced approach when exercising their
agency within the business context.

Organisations that design the professional codes of conduct should take into
consideration the fact that the interpreter actually occupies a substantive position in
the discursive practice of business negotiation interpreting (BNI). The doctrine of
invisibility, impartiality and neutrality should no longer be regarded as a silver
bullet principle for interpreters to abide by in the complicated dynamics of this

discursive activity. Interpreters should be aware that their impartiality and potential
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intervention in the interpreting scenario, especially in business negotiation-type
settings, is inevitable. It is not possible for interpreters to always maintain the
principle of impartiality in the process of interaction. However, as discussed above,
they should also be aware that the power they hold in the discourse might not
always be something to be celebrated or overwhelmingly positive, therefore it is
important to be at alert while intervening in the interaction.

Moreover, the proactive interpreter involvement in the interaction (such as by
managing access to the floor, filtering information, or controlling the topic) should
not be seen as a violation of the professional codes. In addition to the social and
situational factors that give rise to these interactional aspects in discourse, the
intrinsically relational nature of business dialogue interpreting needs to be
explicated in the training process. An introduction to how the interpreter’s agency
can be manifested or exercised should be incorporated into codes of conduct,
providing guidance for interpreters who operate in business settings. Promoting the
interpreter’s awareness of their power in BNI can help them make the most of their
social position, which is potentially conducive for the smooth development of the
interaction.

It would be helpful if an explanation of the interpreter’s agency and the
complexity of the BNI could be integrated into the pedagogies of interpreting as a
discipline, especially in teaching sessions that introduce the ethics and code of
conduct for the profession. Educating trainee interpreters on the relational nature of
business dialogue interpreting and the situational or social context involved will
help them gain a comprehensive understanding of the subject positions they may
assume in future assignments. This is particularly useful and efficient for the
outcome of training, because most trainee interpreters start their career with
business dialogue interpreting assignments rather than simultaneous interpreting.
Simulations of business dialogue interpreting with regards to either the data or
findings from this research will enable students to gain a well-rounded
understanding of the actual roles performed by an interpreter in such settings. In

turn, the cultivation of such awareness may assist the trainee interpreter to provide
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quality services, becoming more responsive to both client requirements and the
situational context in different discursive moments when navigating the business
scenario.

The study shows that interpreters do hold the right and autonomy to
intervene in BNI. Their mediating moves are based on different variables in the
discourse including their assessment of the situational context, the goals or needs
of the client or primary speaker, and the orientation of the business talk. I consider
pronounced interpreter mediation in the interaction as a manifestation of power; it
not only disrupts the assumed order of discourse and the prescribed image of an
interpreter, but also induces changes to the power relations in the business dialogue.
The interpreter’s self-perception of interventions conjures up a refreshed image of
an interpreter who holds the power to influence interpersonal relations in a
business setting, creating an order for discourse of which participants are often
unaware. Their voices in the interview present the challenges they encounter, the
expectations for role-performance (clients’ and interpreters’), and necessary
interpreting skill-sets in the discursive practice.

As a researcher and a practicing interpreter, 1 strongly advocate for the
amendment of the interpreting codes of conduct, especially for BNI. The
complexity of the positioning of the interpreter should be explicated in training
stages through case studies or simulations that allow trainees to become aware of
the actual role or substantial position held by interpreters in an interaction. It
should also be clarified that business dialogue interpreting is largely a relational
activity: the essential characteristic of this activity is an orientation toward service.
Interpreters should be aware of the complex web of interpersonal relations in
discourse, and recognize that their mediation of business negotiations is not
necessarily a deviation from or disruption of professional norms. Social and
situational contexts must be taken into consideration when examining the
performance of the interpreter in this discursive practice. Interpreters need to be
aware of their autonomy and power to adopt strategies that can assist

understanding or ensure smooth communication. They sure be conscious that they
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may need to assume a substantive role in an interpreting assignment with the aim

of providing language assistance that caters to both the situation and client goals.

9.2 Limitations and Further Research

This research is certainly not exempt from limits and shortcomings, and identifying
them provides significant insight into potential avenues and topics for future
research. Limitation on this study is primarily caused by the empirical and
qualitative nature of the research. All research data was collected in the Chinese
interpreting market where, since | was a practicing interpreter in China for more
than 7 years, business negotiations are more accessible to me compared to markets
in the United Kingdom and Europe at large. However, this leaves less leeway for the
choice of language combination. The language pair in this research is restricted to
Chinese and English as most of the practitioners in China are native Chinese
speakers who speak English as a second language, providing English-to-Chinese
services or vice versa. The fact that all interpreters are native Chinese speakers is a
limitation in its own right as native English speakers may show different displays of
cultural alignment. Although I successfully gained access to ten business meetings
that yielded ample data pertaining to the research questions, the sample size is still
limited considering the large volume of on-going business conferences on a daily
basis in China. But the confidential nature of the business conference has always
been a barrier that impedes interpreting research in this field, giving rise to its
surprisingly under-researched status. Interview data on the perceived role of the
interpreter provides evidence for the interpreter exercise of power, deepening our
understanding of the actual role of the interpreter in business discourse. However,
client perceptions regarding their acceptance of interpreter agency are also a good
potential resource for exploring interpreter’s role performance in the business
domain. It is a pity | had no access to the client end, as | might have been perceived
as intruding or probing if I approached them in the specific setting of the scenario.
This also could be a very good avenue for further research.

For future research directions, the adapted CDA model can be applied to
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interpreting studies in various cultural and social contexts. Studies can replicate the
theoretical and methodological framework of this research, looking into the
interpreter’s power in assignments for a variety of situational contexts. Researchers
can also tz whose cultural background they share, for instance, or if such interpreter
perceptions of power are consistent with Chinese-speaking ones. This could
potentially present a comprehensive and multi-layered picture of the nature of the
profession in a cross-language and trans-cultural context.

Other avenues for further research could involve investigation of individual
differences in factors prompting the interpreter’s exercise of agency. Differences
such as age group or gender could yield more nuanced insights into the agency of
the interpreter. If video-recording access to business meetings is possible in the
future, it would also be interesting to study the non-verbal moves of participants as
well as the non-verbal strategies adopted by the interpreter in their mediation. After
all, non-verbal features area fundamental part of the discourse system in everyday
conversation. There is already substantial research in this area, especially for public
service settings (see Vargas-Urpi 2013, Davitti 2012, Miletich 2015). Non-verbal
activities in interpreter-mediated business dialogue represent as yet uncharted
territory within Interpreting Studies that could reveal how the interpreter and other

participants co-construct the meaning and participatory framework of the dialogue.
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SEMI-STRUCTURED INTERVIEW SCHEDULE

Introduction

1. My background

2. My research (without introduction of the research question and hypothesis )
3. Aim of Interview(for research purpose and will be recorded)

4. Data Privacy

General Question

Demographic Question

1. How long have you been doing interpreting?

2. Have you a degree or qualification of the Translation or Interpreting?

3. How did you get connected with the clients?
-Question related to the research

1. How do you see the role of interpreter?

2. How do you see the business context?

3. What do you think is the important quality an interpreter should have in business
interpreting scene?

4. Did you participate in the talk actively?

Thematic Questions while examining the Transcripts

Rendition: Intervening or not? -Why did you omit, add or summarize the
information?

-Are you aware of the change in the
rendition?

-What is the influence of the context to the
strategy adopted?

-What is the use of this intervention?

The Neutral and Non-Neutral Positioning | -What is your stance in the business talk?
-Why did you change the personal pronouns
of the primary interlocutors?

-Are you aware of the adjustment?

-Why did you align yourself with the client?
-Is the employment relationship an
influencing factor to your stance?

The Power of Interpreter -Do you think you hold power in the
interpreted business encounter and Why?
-How will you describe the power?

-What is the influence of this power?
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Closing Question
-How do you judge your performance?

-How do you see the power now?
Thank you...
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OBSERVATION SHEET

Interpreter: Age: Gender: Years of Experience:

Assignment No. Time: Date: Place:

Participants:
-English-Speaking Client:
-Chinese-Speaking Client:
-Other Participants:

Situation(Topic):
Briefing:

-With the English-Speaking Client:
-With the Chinese-Speaking Client:

OBSERVATION ON THE INTERACTION

Shifts of Footing

Speaker Interpreter

Turn-Taking Management

Speaker 1 Speaker 2 Interpreter
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Divergent Rendition

Categories Speaker 1 Speaker 2 Interpreter

Additions

Omissions

Substitutions

Added
Notes
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