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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. What is a Receipt of Funds Record?
A. A report for property pricing
B. A record for funds received by a REALTOR
C. A summary of property inspections
D. A personal identification document for clients

2. Why is product knowledge crucial in new home sales?
A. To negotiate better prices
B. To understand buyer needs
C. To present model homes effectively
D. To manage property listings

3. In new home sales, what role does the salesperson primarily take on?
A. Listing properties
B. Qualifying buyers and closing sales
C. Negotiating offers
D. Marketing existing homes

4. What must a licensee do if a suspicious attempted transaction occurs?
A. File a report with the police immediately
B. File a report to FINTRAC once an offer is made
C. Notify the client about the attempted transaction
D. Cancel the transaction regardless of completion

5. What does money laundering often involve?
A. Legal purchases of assets
B. Concealing property obtained from crime
C. Safe investments in the stock market
D. Transparent business transactions

6. What is one of the possible indicators of a suspicious transaction?
A. Consistent rental payment records
B. Substantial down payment in cash
C. Regular bank transfers
D. Long-term investment strategies
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7. A mere posting is considered to be what type of agreement?
A. A sales agreement
B. A listing agreement
C. A partnership agreement
D. A lease agreement

8. Which of the following is typically covered by condominium fees?
A. Renovation of individual units
B. Property management fees
C. Payment to the board members
D. Exclusive use of certain areas

9. What is the main objective of the Financial Transaction and Reports
Analysis Centre of Canada (FINTRAC)?
A. To assist in tax collection in Canada
B. To detect, prevent, and deter money laundering and terrorist financing

activities
C. To regulate financial institutions in Canada
D. To provide financial support to businesses

10. What are the two Acts that provide provincial statutory requirements for
licensees in New Brunswick?
A. The Real Estate Agents Act and An Act to Incorporate the NB Real Estate

Association
B. The Property Management Act and The NB Real Estate Board Regulations
C. The Licensing and Registration Act and The Real Estate Development Act
D. The New Brunswick Real Estate Act and The Real Property Act
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Answers
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1. B
2. C
3. B
4. B
5. B
6. B
7. B
8. B
9. B
10. A
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Explanations
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1. What is a Receipt of Funds Record?
A. A report for property pricing
B. A record for funds received by a REALTOR
C. A summary of property inspections
D. A personal identification document for clients

A Receipt of Funds Record serves as a formal documentation that a REALTOR has received funds related to a
transaction, such as deposits or earnest money from clients. This record is crucial as it provides transparency
and accountability in financial dealings, ensuring both the REALTOR and the client have a clear understanding of
transactions that have taken place.   Such records help maintain organized financial records and are essential
for compliance with real estate regulations in New Brunswick. They typically include details such as the amount
received, the date of the transaction, and the purpose for which the funds were received. This contributes to
responsible property management and financial practices within real estate transactions.

2. Why is product knowledge crucial in new home sales?
A. To negotiate better prices
B. To understand buyer needs
C. To present model homes effectively
D. To manage property listings

Product knowledge is vital in new home sales primarily because it enables real estate professionals to present
model homes effectively. When salespeople possess in-depth knowledge about the features, materials, designs,
and unique selling points of a new home, they can showcase the property in a way that highlights its strengths.
This comprehensive understanding allows them to communicate crucial details to potential buyers, thereby
increasing the likelihood of a sale.  Furthermore, effectively presenting model homes involves not just a basic
familiarity with the property but a deeper comprehension of how the home meets the needs and desires of
buyers. This level of knowledge equips sales professionals to answer questions, address concerns, and tailor
their presentations to resonate with the specific interests of prospective homeowners.  In contrast, while
negotiating prices, understanding buyer needs, and managing property listings are all important aspects of the
sales process, they rely on a foundational knowledge of the product itself. Without strong product knowledge, it
would be challenging to negotiate effectively or to tailor conversations that truly address what the buyer is
looking for. Therefore, option C highlights the direct role that solid product knowledge plays in enhancing the
presentation and sales of new homes.

3. In new home sales, what role does the salesperson primarily take on?
A. Listing properties
B. Qualifying buyers and closing sales
C. Negotiating offers
D. Marketing existing homes

In new home sales, the primary role of the salesperson revolves around qualifying buyers and closing sales. This
entails assessing the needs and qualifications of potential buyers to ensure they are aligned with the properties
being offered. By determining a buyer's budget, preferences, and readiness to purchase, the salesperson can
effectively guide them through the available options.  Closing sales is also a crucial part of the role; it involves
finalizing the purchase agreement and ensuring that all necessary documents are completed thoroughly. This
aspect of the job requires strong communication skills and an understanding of the sales process to facilitate a
smooth transaction.  While listing properties, negotiating offers, and marketing existing homes are important
tasks within the real estate profession, they are not the primary responsibilities of a salesperson in the context
of new home sales. The focus here is on engaging directly with prospective buyers to facilitate the sale of new
constructions, making qualifying buyers and closing sales the central aspects of the job.
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4. What must a licensee do if a suspicious attempted transaction occurs?
A. File a report with the police immediately
B. File a report to FINTRAC once an offer is made
C. Notify the client about the attempted transaction
D. Cancel the transaction regardless of completion

The requirement for a licensee in the event of a suspicious attempted transaction is to file a report with FINTRAC
(Financial Transactions and Reports Analysis Centre of Canada) once an offer is made. This is in accordance
with the obligations under the Proceeds of Crime (Money Laundering) and Terrorist Financing Act, which
mandates that real estate professionals report suspicious activities that could be indicative of money laundering
or terrorist financing.  By notifying FINTRAC, the licensee ensures compliance with national regulations aimed at
preventing financial crimes. The act of reporting at the moment an offer is made allows for timely identification
and investigation of potentially illicit activities, promoting a more secure and lawful market environment.  Other
options might suggest disconnecting from the transaction or reporting to police immediately, but the protocol
established by FINTRAC specifically calls for reporting to their organization first. This ensures that all suspicious
activities are documented correctly and handled by the appropriate financial oversight authorities, rather than
prematurely notifying clients or law enforcement without following established protocols.

5. What does money laundering often involve?
A. Legal purchases of assets
B. Concealing property obtained from crime
C. Safe investments in the stock market
D. Transparent business transactions

Money laundering typically involves concealing property or assets that have been obtained through illegal
activities. The objective is to make the funds derived from crime appear legitimate, allowing the offender to use
them without attracting law enforcement scrutiny. This process can include methods such as layering, where the
illegal source of the money is disguised through a series of complex transactions, and integration, where the
laundered money is reintroduced into the economy.  In contrast, legal purchases of assets, safe investments in
the stock market, and transparent business transactions describe activities that are entirely legitimate and do
not involve any aspect of concealing illicit gains. These activities do not pose a risk of associating with criminal
proceeds and are not connected to the deceptive practices of money laundering. Understanding the mechanisms
and implications of money laundering is essential for recognizing how illegal funds are processed and
potentially identifying suspicious activities in real estate and related sectors.

6. What is one of the possible indicators of a suspicious transaction?
A. Consistent rental payment records
B. Substantial down payment in cash
C. Regular bank transfers
D. Long-term investment strategies

A substantial down payment in cash can be an indicator of a suspicious transaction due to several factors
associated with cash transactions. Cash payments are often less traceable compared to other forms of payment
like checks or electronic transfers. This lack of traceability can raise flags, as it becomes difficult to verify the
source of the funds, leading to potential concerns regarding money laundering or other illicit financial activities.  
In contrast, consistent rental payment records, regular bank transfers, and long-term investment strategies
typically suggest stability and transparency in financial dealings. They indicate a pattern of behavior that aligns
more with legitimate financial activities rather than the volatility or secrecy that might suggest something
suspicious. This makes substantial cash payments a notable exception as an indicator of red flags in a
transaction.
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7. A mere posting is considered to be what type of agreement?
A. A sales agreement
B. A listing agreement
C. A partnership agreement
D. A lease agreement

A mere posting is considered a listing agreement because it establishes an understanding between the property
owner and the real estate professional. In real estate, a listing agreement is a written contract that authorizes a
real estate agent to represent the seller in the sale of their property. This type of agreement allows the agent to
market the property, facilitate viewings, and negotiate on the seller's behalf.  Unlike a sales agreement, which is
a legally binding contract between buyer and seller detailing the terms of the sale, or a lease agreement, which
outlines the terms between a landlord and a tenant, a listing agreement specifically relates to the seller-agent
relationship in the context of marketing and selling a property. A partnership agreement, on the other hand,
involves the terms governing a business partnership and is unrelated to real estate transactions. Thus,
categorizing a mere posting as a listing agreement aligns with standard real estate practices.

8. Which of the following is typically covered by condominium fees?
A. Renovation of individual units
B. Property management fees
C. Payment to the board members
D. Exclusive use of certain areas

Condominium fees, also known as common area maintenance fees, are typically used to cover the costs
associated with the management and upkeep of shared facilities and services within the condominium
community. Property management fees, which are included in these charges, are essential as they pay for the
services of a management company or a property manager who oversees the operations, maintenance, and
administration of the condominium.   This fee can cover a variety of expenses, such as maintenance of common
areas, landscaping, security, and overall administration of the property. The rationale behind this is that all
homeowners in the condominium share the responsibility for these communal services, ensuring that the
property is well maintained and that residents enjoy a certain level of service and access to amenities.  In
contrast, options related to renovations of individual units, payments to board members, and exclusive use of
certain areas are typically not included in the regular condominium fees. Renovations are the responsibility of
the individual owners, while any compensation for board members is not a standard expense covered by
condominium fees. Exclusive use areas may require additional fees or common charges but are also distinct
from the basic management and maintenance fees provided by the condominium association.
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9. What is the main objective of the Financial Transaction and Reports
Analysis Centre of Canada (FINTRAC)?
A. To assist in tax collection in Canada
B. To detect, prevent, and deter money laundering and terrorist financing

activities
C. To regulate financial institutions in Canada
D. To provide financial support to businesses

The main objective of the Financial Transaction and Reports Analysis Centre of Canada (FINTRAC) is to detect,
prevent, and deter money laundering and terrorist financing activities. FINTRAC serves as Canada's national
financial intelligence unit, playing a crucial role in the country's efforts to combat financial crimes.   By analyzing
reports of financial transactions and sharing information with law enforcement and other relevant government
agencies, FINTRAC is able to identify suspicious activity and contribute to investigations. This function is vital
for maintaining the integrity of Canada’s financial system and ensuring national security.  This focus on
preventing illegal financial activities distinguishes FINTRAC's role from other possible functions, such as tax
collection, regulation of financial institutions, or providing financial support to businesses, which fall outside of
its specific mandate and authority. Understanding this objective is key for those involved in real estate and other
financial sectors, as it emphasizes the importance of compliance with anti-money laundering laws and
regulations.

10. What are the two Acts that provide provincial statutory requirements for
licensees in New Brunswick?
A. The Real Estate Agents Act and An Act to Incorporate the NB Real Estate

Association
B. The Property Management Act and The NB Real Estate Board Regulations
C. The Licensing and Registration Act and The Real Estate Development Act
D. The New Brunswick Real Estate Act and The Real Property Act

The correct response identifies the two key pieces of legislation that outline the statutory requirements for real
estate licensees in New Brunswick. The Real Estate Agents Act is fundamental as it establishes the regulatory
framework for real estate practices, including the licensing of agents and the ethical obligations required of
them. It ensures that licensees operate within legal standards, promoting professionalism and protecting the
interests of the public.  Additionally, An Act to Incorporate the NB Real Estate Association plays a significant role
by supporting the association that advocates for the interests of real estate professionals in the province. This
act contributes to the establishment of standards and practices that are vital for the functioning of the real
estate industry.  Together, these acts create a comprehensive legal structure that supports and regulates real
estate transactions, ensuring that licensed professionals adhere to the law while serving clients in New
Brunswick. Other choices reference acts that may provide regulatory frameworks for different aspects of
property and real estate but do not specifically align with the fundamental statutory requirements set for
licensees in the province.
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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://newbrunswicksalesperson.examzify.com

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