I .   Упражнение 1. Выделите глагол - сказуемое в каждом предложении и определите его видовременную форму и залог.  Переведите  предложения на русский язык.

Образец выполнения:

Our company manufactures mobile phones. - Present Simple, Active.

Наша компания производит мобильные телефоны.

1. Dramatic changes are taking place in company structure.

2. On this next slide you can see how our results have improved.

3. I will discuss each point briefly and then give you my recommendations.

4. As a result, shipment errors and theft will be reduced.

5. In the Middle and Far East business is built on trust over a long period of time.

  Упражнение 2. Найдите причастие I в каждом предложении. Переведите предложения на русский язык.
Образец выполнения:

There are a few firms competing for these contracts.

Есть несколько фирм, которые борются за эти контракты.

1. Clusters is a term meaning geographical areas in which a large number of companies working in the same industry or sector have concentrated.

2. As clusters grow, skilled employees begin to migrate between businesses, seeking the best opportunities.

3. They can develop self-dependent systems and move out, relocating to a region where competition will be less vigorous.

4. The US recording industry, struggling to combat declining music sales, is considering legal actions.

5. At the same time, the Recording Industry Association of America is campaigning for the Department of Justice to do more to crack down on those pirates. 

Упражнение 3. Найдите причастие II  в каждом предложении. Переведите предложения на русский язык.
Образец выполнения:

The price offered by the vendors is too high.

Цена, предложенная продавцом, очень высока.

1. I am thinking of the dynamic Asian economies based on manufacturing.

2. Any positive number divided by zero yields plus infinity.

3. The authorities regulate the prices charged by monopolistic suppliers.

4. It is a low-tech product made in Switzerland.

5. There are many new products invented to serve new needs. 

Упражнение 4. Найдите инфинитив в каждом предложении. Переведите предложения на русский язык.
Образец выполнения:

He came to Russia to deliver a few lectures at the University.

Он приехал в Россию, чтобы прочитать несколько лекций в университете.

1. They started to negotiate the contract last Tuesday.

2. We hope to be sent to the conference.

3. The company failed to supply requested documentation.

4. He says that Central Bank regulations must be more flexible.

5. The managers came to the meeting to discuss a new business plan.

Упражнение 5. Обратите внимание на условные предложения. Переведите предложения на русский язык.
Образец выполнения:

If I had known it was a fake, I would not (wouldn’t) have bought it.

Если бы я знал, что это подделка, я бы это не купил.

1. If companies outsource, they reduce costs.

2. People work harder if you pay them more.

3. If I called him, he would not (wouldn’t) answer the phone.

4. I would have called you if I had had (I’d had) your number.

5. We’ll (will) lose sales if we don’t (do not) reduce the price.

II. Выполните перевод текста
ENTREPRENEURS

Entrepreneurs come in all shapes and sizes — the dynamic, the cautious and the greedy. But all of them hold an equal fascination for us. How do they do it? What’s their secret? Some of the world’s biggest corporations would like to know too. For entrepreneurism is in.  And these days everyone wants to be an entrepreneur. But an entrepreneur is not what you are, it’s what you become, and real entrepreneurs exist only in retrospect. At first, nobody takes them seriously. They’re dreamers, unemployables. And by the time they’ve finally earned the respect of the business community, they’ve already made it.  So cancel the classes on entrepreneurship  and  throw out your business plan. For the road to entrepreneurial  success  can’t be mapped out in advance. You get there one sale at a time.  In the beginning only the entrepreneur needs to see the goal, nobody else.

And the goal is quite simple: you get an idea; you identify your customer; you make a sale. Then you make another and another and another until your office in the spare bedroom has turned into the tower block in Manhattan you always wanted. Forget about marketing strategy at this stage. What you need first is a steady cash flow. Bide your time. Focus on the little things. That’s how it works. 

Take Richard Branson, for instance. For the founder of Virgin, the first ten years were a struggle, with his company suffering some cash flow problems until as late as 1980. By then the Virgin Group was running 80 different operations, none of them making large amounts of money and some of them losing money hand over fist. Yet in 1992Branson’s music business alone sold for £560 million. Or take Nicolas Hayek, the man who invented the Swatch and brought the Swiss watch-making industry back from the dead. Hayek took on Japanese market leaders, Seiko and Citizen, and beat them on quality and price. Today he sells 28 million Swatches a year and has built a £1.6bn company in the process. The Swatch is a 20th century icon. And, incredibly, though the price on a new one has never increased, some or the highly collectable early designs are now classed as art and fetch more than £20,000 — not bad for a plastic watch! So what is it that makes a good entrepreneur? Clearly, not the same thing that makes a good manager. For good managers tend to come from fairly conventional backgrounds. They’re the bright kids everyone knew would do well, born organizers, who rise through the ranks to reach the top of large corporations. But the budding entrepreneur is more likely to be an outsider, a troublemaker, a rebel, who drops out of college to get a job, discovers a flair for building companies from nothing, gets bored quickly and moves on. Most of all, they’ll be a master of risk-management. For risk doesn’t mean the same thing to the entrepreneur as it does to the rest of us. The king of corporate raiders, Sir James Goldsmith, sums it up best: «The ultimate risk», he says, «is not taking a risk». And that’s probably how he became a billionaire.
