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That brings us to the end of ...

| think we have covered everything.

Let’s stop here/there.

Well, it’s time to stop.

The time is up...

And last, but not least.

I think we could stop here.

Thank you for your time.

Why don’t we stop at this point?

We’ve taken a major step forward.

We’ve made good progress.

I’'m sure we would all agree that we have had a
successful meeting.

It remains for me to thank you for coming and ...

BreiparkeHnue yaoBAeTBOpeHHA
pe3yAbTaTaMH BCTPEYH

I’m glad (pleased/delighted) to hear it.
Great. Great work. Well done.

Good work. Congratulations.

It sounds good (excellent, perfect).

It was masterfully done.

You did it exceptionally well.

Good work, isn’t it?

| appreciate it..

Super! It sounds good (excellent).

Let me express satisfaction with the results of
the talks.

We’ve taken a major step forward.

We’ve made excellent/good/some progress.
We’ve taken a step in the right direction.
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Please give my kind regards to your boss!

My kindest/best/warmest regards to...

Remember me to your wife.
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Nice meeting you, too.
Thank you. And you.

Thanks. I'll need it.

I'm sorry you have to leave already.
It's a pity that you can’t stay.

Nice meeting you.

Have a nice trip / safe journey.
Have a wonderful weekend.
And I’ll see you on Monday.

IIpomianme u paccraBanue
All the best for the trip.
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