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IntroductionIntroduction

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 GuideHow 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
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1. Which components are typically included in a mortgage PITI payment?
A. Insurance, Principal, Interest
B. Taxes, Principal, Insurance
C. Interest, Taxes, Fees
D. Principal, Fees, Insurance

2. What is a negative consequence of a managing broker being actively
involved with their own customers as the selling broker?
A. Increased sales volume
B. May be seen as a role model for the associates
C. Poorer time management
D. Impact on team morale

3. How often do monthly payments in a fixed-rate mortgage typically change?
A. They change yearly.
B. They change every five years.
C. They remain the same for the entire term of the loan.
D. They fluctuate based on market interest rates.

4. Which auction type involves the sale of real property acquired from
defaulting borrowers by agencies like HUD and VA?
A. Private Auction
B. Government Auctions
C. Public Auctions
D. Tax Lien Auctions

5. What is push marketing in the context of real estate?
A. Creating online content to attract buyers
B. Directly reaching out to potential clients
C. Traditional marketing methods used by real estate professionals
D. Focusing solely on referrals and word of mouth
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6. Which of the following is NOT among the most commonly used real estate
forms?
A. Sales and purchase contract addendum
B. Listing Contracts
C. Building permits
D. Sellers's property disclosures

7. What type of changes must be reported to the DBPR according to Florida
real estate law?
A. Change of address only
B. Changes in employment only
C. Changes of name, employer, mailing address, residency, and criminal

convictions
D. Changes in brokerage commissions

8. Which of the following is NOT a level of training a broker can offer to sales
associates?
A. Role playing on how to navigate office politics
B. Workshops on property valuation
C. Negotiation tactics in real estate
D. Legal compliance and ethics training

9. What is the maximum number of properties suggested to be shown during
a single appointment?
A. Three
B. Five
C. Seven
D. Ten

10. Which statement best describes a characteristic of a fully-amortized,
fixed-rate loan?
A. The borrower pays varying amounts each month based on a ratio.
B. The borrower has the same payment amount every month, which includes

both interest and principal.
C. The monthly payment totals change annually.
D. The payments are only interest for the first few years.
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Answers
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1. A
2. B
3. C
4. B
5. C
6. C
7. C
8. A
9. B
10. B
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Explanations
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1. Which components are typically included in a mortgage PITI payment?
A. Insurance, Principal, Interest
B. Taxes, Principal, Insurance
C. Interest, Taxes, Fees
D. Principal, Fees, Insurance

The correct response identifies the components typically included in a mortgage PITI payment, which stands for
Principal, Interest, Taxes, and Insurance. In this context, "PITI" represents a comprehensive view of the monthly
mortgage payment beyond just the loan's principal and interest.  Principal refers to the amount borrowed that
reduces the loan balance over time. Interest is the cost of borrowing that amount and is calculated on the
outstanding loan balance. Taxes include property taxes, which lenders often require to be included in monthly
payments to ensure they are paid on time. Insurance represents the homeowner's insurance coverage necessary
to protect the property against potential damages or losses.  Understanding PITI is essential for borrowers to
grasp the total amount they need to budget for housing costs each month. This comprehensive payment
structure helps ensure that homeowners meet not only their loan obligations but also their responsibilities for
taxes and insurance, thereby avoiding potential financial pitfalls related to missed payments.

2. What is a negative consequence of a managing broker being actively
involved with their own customers as the selling broker?
A. Increased sales volume
B. May be seen as a role model for the associates
C. Poorer time management
D. Impact on team morale

The option indicating that a managing broker being actively involved with their own customers as the selling
broker may be seen as a role model for associates is relevant but does not capture the potential negative
consequences of this involvement.   When a managing broker engages directly with clients, it can lead to poorer
time management because they may be spread too thin, balancing their responsibilities as a leader while also
taking on the role of a selling broker. The managing broker's focus might shift away from overseeing their team,
providing guidance, and ensuring that associates have the support they need to thrive. Instead of fostering a
cohesive working environment, their dual role can lead to a lack of attention on team dynamics and the overall
operation of the brokerage.  Additionally, this scenario can negatively impact team morale. Associates may feel
undervalued or overlooked if they perceive that their managing broker favors their own clients, which might lead
to feelings of competition rather than collaboration within the team. The associates might become discouraged,
feeling that their opportunities to grow and succeed are diminished because the managing broker is focused on
their own personal transactions.  Understanding these dynamics is crucial for a managing broker to maintain a
healthy, productive environment for their associates while also managing their own client relationships
effectively.
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3. How often do monthly payments in a fixed-rate mortgage typically change?
A. They change yearly.
B. They change every five years.
C. They remain the same for the entire term of the loan.
D. They fluctuate based on market interest rates.

In a fixed-rate mortgage, the monthly payments remain consistent and do not change for the duration of the loan
term. This stability is a fundamental characteristic of fixed-rate loans, providing borrowers with predictability in
their budgeting and financial planning.   Unlike variable-rate mortgages, where payments can fluctuate with
changes in interest rates, fixed-rate mortgages lock in an interest rate at the time of borrowing. This means that
whether the loan term is 15 years, 30 years, or any other agreed-upon length, the principal and interest
components of the monthly payment remain unchanged.   This predictability offers borrowers peace of mind,
knowing that their monthly housing costs will not increase even if market interest rates rise over time. It also
allows homeowners to plan their finances without worrying about variable payments that could impact their
budgets.

4. Which auction type involves the sale of real property acquired from
defaulting borrowers by agencies like HUD and VA?
A. Private Auction
B. Government Auctions
C. Public Auctions
D. Tax Lien Auctions

Government auctions are specifically designed for the sale of properties that have been repossessed or acquired
by government agencies due to loan defaults. Agencies such as the Department of Housing and Urban
Development (HUD) and the Department of Veterans Affairs (VA) hold these auctions as a way to sell properties
that were previously owned by borrowers who failed to meet their mortgage obligations.   The process allows the
government to recoup some of the losses associated with foreclosures while also providing buyers with an
opportunity to acquire real estate, often at competitive prices. The properties sold at these auctions typically
come with certain stipulations and are usually sold 'as-is', meaning the buyer accepts the property in its current
condition without any warranties. This context highlights the unique purpose and nature of government auctions
compared to other types of auctions that involve different types of properties or purposes.

5. What is push marketing in the context of real estate?
A. Creating online content to attract buyers
B. Directly reaching out to potential clients
C. Traditional marketing methods used by real estate professionals
D. Focusing solely on referrals and word of mouth

In the context of real estate, push marketing refers to proactive strategies employed to reach potential clients
directly, often through traditional marketing methods. This encompasses activities such as advertising in print
media, conducting open houses, making cold calls, and mailing brochures—all designed to promote properties or
services to a specific audience.  In this approach, real estate professionals take the initiative to "push" their
message or offerings out to potential clients rather than waiting for clients to come to them. This contrasts with
pull marketing, where the focus is on creating content or other measures intended to attract clients organically,
such as through searches or referrals.  Understanding push marketing is crucial for real estate professionals as
it highlights the importance of actively engaging with potential buyers and sellers, which is essential in a
competitive market.
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6. Which of the following is NOT among the most commonly used real estate
forms?
A. Sales and purchase contract addendum
B. Listing Contracts
C. Building permits
D. Sellers's property disclosures

Building permits are typically not classified as commonly used real estate forms because they serve a different
purpose in the realm of real estate transactions. Building permits are issued by local government agencies and
are required for construction or renovation projects to ensure compliance with zoning and safety regulations.
While they are crucial for the development or alteration of properties, they do not directly pertain to the typical
contractual agreements or disclosures that real estate professionals and parties to real estate transactions
regularly engage with.  On the other hand, sales and purchase contract addendums, listing contracts, and seller's
property disclosures are essential forms that facilitate the buying, selling, and disclosure processes in real
estate transactions. Each of these forms serves specific functions: addendums modify existing contracts; listing
contracts outline the agreement between a seller and a real estate agent; and seller's property disclosures
provide buyers with important information about the property's condition. Their frequent use in real estate
transactions contrasts sharply with the function of building permits.

7. What type of changes must be reported to the DBPR according to Florida
real estate law?
A. Change of address only
B. Changes in employment only
C. Changes of name, employer, mailing address, residency, and criminal

convictions
D. Changes in brokerage commissions

The correct answer highlights the importance of reporting various significant changes to the Department of
Business and Professional Regulation (DBPR) as mandated by Florida real estate law. Specifically, licensees are
required to notify the DBPR about changes in their name, the name of their employer, their mailing address,
residency status, and any criminal convictions.   Reporting these changes is crucial as it ensures that the
records held by the DBPR are current and accurate, which in turn protects the integrity of the licensing process
and upholds regulatory compliance within the real estate profession.   For instance, a change of name is
important for identity verification and legal purposes in any transactions conducted under that license. Changes
in an employer or brokerage firm are also significant as they may affect the individual’s practice authority and
professional obligations. Additionally, changes in personal circumstances such as residency or criminal history
are pivotal for consumer protection and the safeguarding of the real estate industry.  Understanding these
reporting requirements is vital for maintaining one’s license in good standing and fostering trust in the real
estate profession among clients and the general public.
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8. Which of the following is NOT a level of training a broker can offer to sales
associates?
A. Role playing on how to navigate office politics
B. Workshops on property valuation
C. Negotiation tactics in real estate
D. Legal compliance and ethics training

The correct choice identifies a training topic that is not typically essential or standard in the professional
development of sales associates in real estate. While role-playing can be a helpful tool in various contexts, the
focus on navigating office politics is less directly related to the core competencies required for effective real
estate practice. Standard training for sales associates often revolves around concrete skills necessary for their
roles, such as workshops on property valuation, which provide essential knowledge for assessing property worth
and assisting clients in making informed decisions.  Negotiation tactics in real estate is another critical area
where training is vital, as effective negotiation skills can significantly impact transactions and client satisfaction.
Legal compliance and ethics training is equally crucial for ensuring that sales associates adhere to laws and
ethical standards in real estate practice, fostering professionalism and protecting consumers.  In contrast, the
topic of navigating office politics, while it may have some relevance to workplace dynamics, does not align with
the foundational skills and knowledge that sales associates need to succeed in their roles or comply with the
regulatory requirements of the real estate industry. Therefore, it is categorized as not being a primary level of
training offered to sales associates by brokers.

9. What is the maximum number of properties suggested to be shown during
a single appointment?
A. Three
B. Five
C. Seven
D. Ten

In real estate practice, it is commonly advised to show a maximum of five properties in a single appointment.
This guideline is based on several practical considerations. First, showing too many properties in one session
can overwhelm potential buyers, making it difficult for them to retain information about each property. The ideal
number allows buyers to experience each property fully and evaluate them without confusion.  Additionally,
limiting the number to five keeps the appointment manageable and productive. It allows agents to provide
thorough insights and answers to questions about each property, ensuring that the prospect can make informed
decisions. The focus on quality over quantity is vital in nurturing client relationships and making the property
viewing process successful.   Choosing a number like three may restrict the options too much, while larger
counts like seven or ten could dilute the buyer's attention and lessen the overall effectiveness of the viewing
experience.
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10. Which statement best describes a characteristic of a fully-amortized,
fixed-rate loan?
A. The borrower pays varying amounts each month based on a ratio.
B. The borrower has the same payment amount every month, which includes

both interest and principal.
C. The monthly payment totals change annually.
D. The payments are only interest for the first few years.

A fully-amortized, fixed-rate loan is structured such that the borrower pays a consistent monthly payment
amount throughout the life of the loan. This payment covers both interest and principal, enabling the borrower to
gradually pay down the loan balance over time.   In a fully-amortized loan, this fixed payment means that
borrowers can budget effectively, as they know precisely how much they need to pay each month. Over the
duration of the loan, the proportion of the payment allocated toward interest decreases, while the portion going
toward the principal increases. This characteristic is significant because it simplifies financial planning and
provides clarity regarding repayments without fluctuations in payment amounts.   Other options presented do
not apply to fully-amortized fixed-rate loans. Variations in payment amounts or interest-only periods are
characteristic of different loan types, such as adjustable-rate mortgages or interest-only loans, rather than the
stable structure found in fully-amortized fixed-rate loans.
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Next StepsNext 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://floridarealestatelicenserenewal.examzify.com

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

Sample study guide, visit https://floridarealestatelicenserenewal.examzify.com
for the full version with hundreds of practice questions  v-1793936812 | Page 16

SAMPLE


