


Copyright © 2026 by Examzify - A Kaluba Technologies Inc. product.

ALL RIGHTS RESERVED.

No part of this book may be reproduced or transferred in any form or by any means, graphic,
electronic, or mechanical, including photocopying, recording, web distribution, taping, or by any
information storage retrieval system, without the written permission of the author.

Notice: Examzify makes every reasonable effort to obtain accurate, complete, and timely
information about this product from reliable sources.




Table of Contents

070 )7/ T |1 1
Table of CONtENTS ... 2
INtrodUCtion .. 3
How to Use This GUIAE ... 4
QUESTIONS ..o 5
AN WIS e 8
EXPlanations ... 10

N Xt S P S oo e 16




Introduction

Preparing for a certification exam can feel overwhelming, but with the right tools, it becomes
an opportunity to build confidence, sharpen your skills, and move one step closer to your
goals. At Examzify, we believe that effective exam preparation isn't just about
memorization, it's about understanding the material, identifying knowledge gaps, and
building the test-taking strategies that lead to success.

This guide was designed to help you do exactly that.

Whether you're preparing for a licensing exam, professional certification, or entry-level
qualification, this book offers structured practice to reinforce key concepts. You'll find a
wide range of multiple-choice questions, each followed by clear explanations to help you
understand not just the right answer, but why it's correct.

The content in this guide is based on real-world exam objectives and aligned with the types
of questions and topics commonly found on official tests. It's ideal for learners who want to:

* Practice answering questions under realistic conditions,
* Improve accuracy and speed,

* Review explanations to strengthen weak areas, and

* Approach the exam with greater confidence.

We recommend using this book not as a stand-alone study tool, but alongside other
resources like flashcards, textbooks, or hands-on training. For best results, we recommend
working through each question, reflecting on the explanation provided, and revisiting the
topics that challenge you most.

Remember: successful test preparation isn't about getting every question right the first
time, it's about learning from your mistakes and improving over time. Stay focused, trust the
process, and know that every page you turn brings you closer to success.

Let's begin.
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How to Use This Guide

This guide is designed to help you study more effectively and approach your exam with
confidence. Whether you're reviewing for the first time or doing a final refresh, here's how to
get the most out of your Examzify study guide:

1. Start with a Diagnostic Review

Skim through the questions to get a sense of what you know and what you need to focus on.
Your goal is to identify knowledge gaps early.

2. Study in Short, Focused Sessions

Break your study time into manageable blocks (e.g. 30 — 45 minutes). Review a handful of
questions, reflect on the explanations.

3. Learn from the Explanations

After answering a question, always read the explanation, even if you got it right. It reinforces
key points, corrects misunderstandings, and teaches subtle distinctions between similar
answers.

4. Track Your Progress

Use bookmarks or notes (if reading digitally) to mark difficult questions. Revisit these
regularly and track improvements over time.

5. Simulate the Real Exam

Once you're comfortable, try taking a full set of questions without pausing. Set a timer and
simulate test-day conditions to build confidence and time management skills.

6. Repeat and Review

Don't just study once, repetition builds retention. Re-attempt questions after a few days and
revisit explanations to reinforce learning. Pair this guide with other Examzify tools like
flashcards, and digital practice tests to strengthen your preparation across formats.

There's no single right way to study, but consistent, thoughtful effort always wins. Use this
guide flexibly, adapt the tips above to fit your pace and learning style. You've got this!
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Questions




1. How should a salesperson prepare for an appointment with expired listing
owners?

A. By creating new marketing plans

B. By reviewing their past marketing strategies
C. By discovering why the listing didn't sell

D. By guaranteeing a sale

2. Which term describes the practice of providing different services to buyers
and sellers based on their financial situation?

A. Market segmentation
B. Price gouging

C. Steering

D. Redlining

3. Which investor partnership does NOT allow passive investors?
A. General partnership
B. Limited partnership
C. Sole proprietorship
D. REIT partnership

4. Ken and Teresa Leaser have a mortgage with a payment factor of

0.0077182, a loan amount of $192,000, annual taxes of $1,407, and monthly
insurance of $390. What is their monthly PITI payment?

A. $1,500.00
B. $1,892.14
C. $1,989.14
D. $2,077.00

5. Which statement is false regarding For Sale By Owner (FSBO) prospects?
A. Licensees need to check public FSBO numbers against the DNCR
B. FSBOs don't usually require assistance from agents

C. Licensees don't need to check public FSBO numbers against the DNCR
D. FSBOs are often unaware of legal obligations
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6. To be an effective listener, licensees should do all EXCEPT which of the
following?

A. Maintain eye contact

B. Politely interrupt the consumer to clarify a point
C. Nod to show understanding

D. Paraphrase consumer's statements

7. Which of the following options is NOT typically associated with an
exclusive right to sell?

A. Increased commission incentives
B. Dual agency representation

C. Predefined pricing strategies

D. Multiple listing services

8. What is the housing ratio for Janet and Phil Boroer, who have a PITI of
$1,220, earn $48,500 annually, and have an additional $525 in monthly debt?

A. 25.00%
B. 30.18%
C. 29.50%
D. 33.75%

9. Which of the following is a true statement regarding real estate
commissions?

A. They are fixed by law in most states

B. They must be agreed upon by all parties

C. They can vary based on the transaction type
D. They are the same across all markets

10. Licensees should contact their farm members at least 12 times annually.
How many of these should be personal contacts?

A.2
B. 4
C.6
D.8
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Explanations




1. How should a salesperson prepare for an appointment with expired listing
owners?

A. By creating new marketing plans
B. By reviewing their past marketing strategies
C. By discovering why the listing didn't sell

D. By guaranteeing a sale

Understanding why a previous listing did not sell is crucial for a salesperson preparing to meet with expired
listing owners. This approach allows the salesperson to identify specific shortcomings and obstacles that
prevented the property from succeeding in the market. By discovering the reasons behind the lack of sale, the
salesperson can tailor their pitch and propose solutions that address those issues. This demonstrates to the
owners that the salesperson is knowledgeable about their unique situation and is capable of offering targeted
strategies to help successfully sell the property this time. Reviewing past marketing strategies can provide
context but may not be as directly beneficial if it does not include insights about the seller's experiences or
market feedback. Creating new marketing plans is important but should ideally follow an understanding of the
issues that arose previously. Guarantees regarding a sale may not be realistic and could set unfulfilled
expectations, leading to potential dissatisfaction. Therefore, focusing on understanding the reasons for the
listing's expiration is the most effective way to assist the seller in moving forward successfully.

2. Which term describes the practice of providing different services to buyers
and sellers based on their financial situation?

A. Market segmentation
B. Price gouging

C. Steering
D. Redlining

The correct term for the practice of providing different services to buyers and sellers based on their financial
situation is steering. Steering occurs when a real estate professional directs clients towards or away from
certain properties or services based on their financial status or background. This practice can lead to
discrimination and unequal access to housing and services, as it involves influencing a buyer's or seller's
choices in a manner that aligns with their perceived financial capability, rather than providing equitable options
available in the market. Market segmentation refers to the process of dividing a market into distinct groups of
buyers with different needs or characteristics, which does not inherently involve providing different services
based on financial situations. Price gouging is an unethical practice of raising prices excessively during a
demand surge, such as during emergencies, and it does not relate to the differentiation of services based on
financial status. Redlining describes a discriminatory practice in mortgage lending where certain areas, often
where minority populations reside, are marked as too risky for loans, preventing access to housing and services,
rather than tailoring services based on individual financial situations.
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3. Which investor partnership does NOT allow passive investors?
A. General partnership

B. Limited partnership
C. Sole proprietorship
D. REIT partnership

In a general partnership, all partners are actively involved in the management and operations of the business.
This means that every partner has the right to participate in decision-making and is personally liable for the
partnership's debts and obligations. Unlike in limited partnerships, where some investors (limited partners) can
contribute capital without engaging in day-to-day management and thereby limit their liability, general
partnerships do not accommodate passive investors. Therefore, all partners are considered active, sharing both
the responsibilities and the potential for profit or loss equally. In contrast, limited partnerships and REIT
partnerships have structures that allow for passive investors who contribute capital without being involved in
management, thus enjoying limited liability. A sole proprietorship is run by a single individual who retains
complete control, but it doesn’t involve multiple investors. Therefore, the defining feature of a general
partnership is the active involvement of all partners, making it the correct choice for this question.

4. Ken and Teresa Leaser have a mortgage with a payment factor of
0.0077182, a loan amount of $192,000, annual taxes of $1,407, and monthly
insurance of $390. What is their monthly PITI payment?

A. $1,500.00
B. $1,892.14
C.$1,989.14
D. $2,077.00

To calculate the monthly PITI (Principal, Interest, Taxes, and Insurance) payment for Ken and Teresa Leaser, we
need to break down each component of the payment. First, we calculate the monthly payment for the mortgage
principal and interest using the payment factor and the loan amount. The payment factor is 0.0077182, and it
tells us how much of the loan amount goes toward the monthly principal and interest payment. To find the
monthly principal and interest payment, we multiply the loan amount by the payment factor: \[ Monthly \
Principal \ and \ Interest = Loan \ Amount \times Payment \ Factor \] \[ = 192,000 \times 0.0077182 = 1,480.80
\] Now, we add the monthly expenses for taxes and insurance to this amount. Next, we convert the annual
taxes into a monthly amount: \[ Monthly \ Taxes = \frac{Annual \ Taxes}{12} = \frac{1,407}{12} \approx 117.25 \]
The monthly insurance is already provided as $390. Now, we sum these components to find the total monthly
PITI payment: \[ Monthly \ PITI = Monthly \ Principal
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5. Which statement is false regarding For Sale By Owner (FSBO) prospects?
A. Licensees need to check public FSBO numbers against the DNCR
B. FSBOs don't usually require assistance from agents
C. Licensees don't need to check public FSBO numbers against the DNCR
D. FSBOs are often unaware of legal obligations

The statement that licensees don’t need to check public FSBO numbers against the DNCR is false because it is
crucial for licensees to verify that the numbers they are contacting do not appear on the Do Not Call Registry
(DNCR). This regulation is in place to protect consumers from unsolicited calls, and failing to consult this
database can lead to legal repercussions for real estate professionals. Checking the DNCR ensures compliance
with federal law and helps maintain professionalism in the industry. In regard to the other statements, FSBO
prospects often do require assistance from agents, particularly in navigating legal complexities and marketing
their properties effectively. While some FSBOs may feel confident managing their sale independently, many
ultimately benefit from professional guidance. Additionally, it's common for FSBO sellers to be unaware of their
legal obligations in real estate transactions, highlighting the importance of agent involvement to inform them of
necessary requirements and protect their interests.

6. To be an effective listener, licensees should do all EXCEPT which of the
following?

A. Maintain eye contact
B. Politely interrupt the consumer to clarify a point

C. Nod to show understanding
D. Paraphrase consumer’s statements

An effective listener focuses on understanding and engaging with the speaker without causing disruption to their
flow of communication. Maintaining eye contact, nodding to show understanding, and paraphrasing the
consumer's statements are all practices that help confirm engagement and comprehension. Politely
interrupting the consumer, however, can detract from effective listening. While clarification is important,
interrupting can signal that the listener is not fully engaged or patient, potentially causing the speaker to feel
unheard or frustrated. An effective listener would typically wait for a natural pause before asking for clarification,
ensuring that the communication remains respectful and fluid. In summary, the emphasis on maintaining
engagement, demonstrating understanding, and reflecting what has been said are crucial elements of effective
listening, while interruptions can hinder the communication process.
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7. Which of the following options is NOT typically associated with an
exclusive right to sell?

A. Increased commission incentives
B. Dual agency representation

C. Predefined pricing strategies
D. Multiple listing services

The concept of an exclusive right to sell is a common agreement in real estate transactions, granting the listing
agent the sole right to market and sell the property for a specified period of time. Under this arrangement, the
agent is entitled to a commission regardless of who finds the buyer. Dual agency representation refers to a
scenario where a single agent represents both the buyer and the seller in a transaction. This is not typically
associated with an exclusive right to sell because the essence of this type of agreement is that it is designed to
ensure one agent has the full authority and opportunity to represent the seller’s interests, leading to greater
focus and advocacy. In dual agency situations, there exists a conflict of interest since the agent must balance
the needs of both parties, which can complicate the representation and diminish the exclusive nature intended in
such agreements. In contrast, increased commission incentives, predefined pricing strategies, and multiple
listing services are all elements that help to enhance the effectiveness and efficiency of the exclusive right to sell
agreement. Increased commission incentives can motivate the agent to work harder to secure a sale. Predefined
pricing strategies help ensure that the property is competitively priced from the outset. Multiple listing services
facilitate broader exposure for the property to potential buyers, maximizing the chance of a successful sale.

8. What is the housing ratio for Janet and Phil Boroer, who have a PITI of
$1,220, earn $48,500 annually, and have an additional $525 in monthly debt?

A. 25.00%
B. 30.18%
C. 29.50%
D. 33.75%

To determine the housing ratio for Janet and Phil Boroer, it's necessary to understand how this ratio is
calculated. The housing ratio, often referred to as the debt-to-income ratio, specifically looks at the portion of a
borrower's income that goes toward housing-related expenses, which includes principal, interest, taxes, and
insurance (PITI). In this case, Janet and Phil have a PITI of $1,220 per month. To calculate their housing ratio,
you first convert their annual income into a monthly figure. Since they earn $48,500 annually, you divide that
amount by 12 months, resulting in a monthly income of approximately $4,041.67. The housing ratio is then
calculated by dividing the monthly housing expense (PITI) by the monthly income: \[ \text{Housing Ratio} = \left(
\frac{\text{PITI}}{\text{Monthly Income}} \right) \times 100 \] Applying the numbers: \[ \text{Housing Ratio} =
\left( \frac{1,220}{4,041.67} \right) \times 100 \approx 30.18\% \] This provides a clear understanding of why
the answer is B—
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9. Which of the following is a true statement regarding real estate
commissions?

A. They are fixed by law in most states
B. They must be agreed upon by all parties
C. They can vary based on the transaction type

D. They are the same across all markets

The correct statement is that real estate commissions can vary based on the transaction type. This
understanding is key in the real estate industry, as commissions can be influenced by several factors, including
the type of property being sold ( residential vs. commercial), the complexity of the transaction, the services
provided by the real estate agent, and the specific market conditions. Agents may negotiate different
commission rates depending on these factors, allowing for flexibility in how commissions are structured. In
contrast, commissions being fixed by law is not accurate, as most jurisdictions do not establish mandated
commission rates, giving agents and clients the liberty to negotiate terms. Additionally, commissions must be
agreed upon by the parties involved, but they are not inherently mandated to be uniform across all transactions
or markets. Lastly, the idea that commissions are the same across all markets overlooks the considerable
variations that can exist between different regions, depending on economic conditions and local practices.

10. Licensees should contact their farm members at least 12 times annually.
How many of these should be personal contacts?

A.2
B.4
C.6
D.8

Licensees are encouraged to maintain strong relationships with their farm members, which involves a
combination of personal and impersonal contacts throughout the year. The requirement to have at least 12
contacts annually emphasizes the importance of consistent communication to ensure that clients feel supported
and valued. Among these contacts, having four of them be personal is crucial. Personal interactions help build
rapport, trust, and a deeper understanding of the client's needs and circumstances. These personal contacts can
take many forms, such as face-to-face meetings, phone calls, or personalized messages, allowing for a more
engaged and meaningful connection. Consequently, having a minimum of four personal interactions is essential
to foster a strong relational dynamic between the licensee and their clients, contributing to better service and
potentially increasing client loyalty.
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Next Steps

Congratulations on reaching the final section of this guide. You've taken a meaningful step
toward passing your certification exam and advancing your career.

As you continue preparing, remember that consistent practice, review, and self-reflection
are key to success. Make time to revisit difficult topics, simulate exam conditions, and track
your progress along the way.

If you need help, have suggestions, or want to share feedback, we'd love to hear from you.
Reach out to our team at hello@examzify.com.

Or visit your dedicated course page for more study tools and resources:
https://alabama-postlicensure.examzify.com

We wish you the very best on your exam journey. You've got this!
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