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Brainstorm suitable language for the functions above into these gaps:
1. Smoothly starting (small talk, getting down to business, etc)

2. Sticking to your position/ Insisting/ (Polite) negative responses
3. Softening your position/ Changing your mind

4. Suggesting compromises/ Suggesting solutions

5. Trading/ Linking offers and conditions

6. Moving the meeting on/ Not getting stuck on points

7. Giving reasons

8. Asking about their position/ Getting them to speak

9. Smoothly ending (summarising, mentioning future contact, etc)
10. Formal language/ Polite language

11. Informal language/ Friendly language

Compare as a class, then use that list to roleplay the situations that you skipped.
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