- Intercultural Mediation & Translation -

Strategic Alignment & Diagnostic Brief

Confidentiality Notice: This All documents, contract briefs, and negotiation
contexts submitted through this form are treated with absolute professional discretion
and systemic security.

01. WHO (The Counterparts)

o The Originating Party: Name of your enterprise and the leading executives involved in
the negotiation.

o The Global Counterpart: Who is the target audience, client base, or negotiating party?
Please specify their country of origin and corporate culture.

02. WHY (The Cultural Friction)

o The Nuance Gap: What is the primary predicament or strategic risk in this cross-border
interaction? Where are you concerned that subtle nuances, trust, or revenue might get lost in
standard, automated translation?

o The Desired Outcome: Beyond a literal exchange of words, what is the emotional or strategic
relationship you want to forge with this international market?



03. WHAT (The Strategic Materials)

o The Medium of Interaction: What specific assets require high-level execution (e.g.,
legal/financial documents, live executive negotiations, premium marketing localization,
cross-border relationship management)?

o The Tone Matrix: Describe the precise positioning required for this engagement (e.g.,
highly formal, avant-garde, technically rigorous, or warm and human-centric).

04. WHERE (The Linguistic Arena)

o The Language Matrix: Please identify the specific language pathways required for this
project:
o []English[ ] German [ ] Italian [ ] French [ ] Spanish
o The Cultural Setting: Will this mediation take place virtually, via written brief, or through a
physical presence in the negotiation room?

05. WHEN (The Critical Path)

o The Deadline Structure: What are the key dates for document delivery, live negotiation
sessions, or international market launches?

Thank you for your valuable reflection, presence, and time.
Once shared, these insights will serve as the architectural blueprint for our
collaborative alignment.



