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XXII. ADMISSION THEMES – REI2 CODE 

No Theme Referen

ce 

Pages 

1.  National 

economies and 

international 

organizations in 

the context of 

globalization 

National economies – references for a 

multidimensional analysis 

[4] pp. 336-379 

The international monetary system (Gold 

Exchange Standard, the components of the 

international monetary system, the present 

characteristics of the international monetary 

system)  

[2] pp. 580-592 

2. European 

Union’s 

institutions and 

policies 

EU Cohesion policy (definition, instruments, 

principles, financing) 

[3] pp. 289-297 

EU’s Institutions (European Commission, 

European Parliament, Council of the EU, 

European Council) 

[3] pp.58-70 

3. International 

commercial 

negotiations 

The intercultural dimension of the negotiation 

(cultural differences and dimensions, 

behavioral models)   

[5] pp. 144-155 

pp. 169-175 

pp. 376-385 

Negotiating strategies, techniques and tactics [5] pp. 349-372 

4. The 

international 

sales contract 

and 

international 

payments 

The content of the international sale contract 

(the merchandise: quantity, quality, packaging, 

labelling) 

[1] 

 

pp. 190-191 

pp. 196-210 

The international sale contract (delivery 

conditions – timing, method, parity, the 

importance of the delivery conditions)  

International payments (documentary letter of 

credit – definition, mechanism of operation) 

[1]  pp. 244-254 

5. Trade policy 

instruments 

Non-tariff protectionism [2] pp. 249-260 
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