RESIDENTIAL SALES
TRAINING PRACTICE
TEST (SAMPLE)

STUDY GUIDE

VISIT US ONLINE FOR
THE FULL VERSION STUDY GUIDE

https://residentialsalestraining.examzify.com




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 15




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. Which list accurately reflects the four Hard Surface flooring categories?
A. Hardwood, Laminate, Resilient, Tile & Stone
B. Hardwood, Laminate, Tile, Stone
C. Hardwood, Stone, Tile, Carpet
D. Laminate, Tile, Carpet, Vinyl

2. What is the primary purpose of a closing statement (settlement statement),
and which major cost categories does it typically include?

A. It lists only the purchase price and loan amount.
B. It is used to schedule inspections.
C. It shows appraised value.

D. It itemizes all closing costs, credits, and funds due; includes loan costs,
title/escrow fees, commissions, taxes, and escrow adjustments.

3. Which pile type is best for comfort and bedrooms?
A. Too soft for bedrooms
B. Cut Pile
C. Not durable
D. Loop Pile

4. What is a CMA and how does it differ from an appraisal?

A. A CMA estimates value based on recent comps and market data; an appraisal
is an opinion of value provided by a licensed appraiser using formal methods.

B. CMA is a formal federal appraisal; Appraisal is informal comps.
C. CMA is only for commercial properties; Appraisal for residential.
D. CMA is required by law; Appraisal optional.

5. Which statement most accurately describes how earnest money is handled
in a real estate transaction?

A. Deposited into escrow account held by a neutral party, and disbursed per
contract and escrow instructions

B. Deposited into buyer's account and disbursed upon closing
C. Given to seller at signing
D. Deposited with the lender for appraisal
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6. Which statement about laminate flooring is true?
A. Laminate flooring is waterproof.
B. Laminate flooring cannot be repaired.
C. Laminate flooring is always more expensive than hardwood.
D. Laminate flooring is highly scratch resistant.

7. What does not fall under the Residential Business Channel?
A. Patcraft
B. Shaw Interiors
C. Mohawk
D. Duchateau

8. Which statement best describes the purpose of title insurance?
A. Protects against losses from defects in the title
B. Protects property against damage from weather
C. Guarantees mortgage approval
D. Guarantees title marketability without any defects

9. What is the significance of a closing date, and how can delays impact the
parties involved?

A. Delays can cause penalties, require extensions, or jeopardize financing and
contract terms

B. No impact
C. Seller gets a bonus
D. Buyer loses option money

10. What is the role of title insurance in closing, and what does the owner's
title policy protect?

A. Title insurance is optional in all real estate transactions.

B. Title insurance protects the insured from losses due to title defects not found
in the public record.

C. Title insurance guarantees the property will appraise at the contract price.
D. Title insurance is only required for commercial properties.
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Explanations




1. Which list accurately reflects the four Hard Surface flooring categories?

A. Hardwood, Laminate, Resilient, Tile & Stone

B. Hardwood, Laminate, Tile, Stone
C. Hardwood, Stone, Tile, Carpet
D. Laminate, Tile, Carpet, Vinyl

Understanding the four hard surface flooring categories helps you categorize options you'll encounter. The four
groups are hardwood, laminate, resilient, and tile & stone. Hardwood is solid wood flooring. Laminate uses a
layered construction with a photographic wood image and a protective top layer. Resilient includes vinyl and
linoleum—hard surfaces with some give and typically easy maintenance. Tile & stone covers ceramic and
porcelain tile as well as natural stone surfaces, known for durability and specific installation needs. This set
matches exactly those four categories, making it the best choice. Other options mix in carpet or omit one of the
hard surface groups, which doesn't align with the standard four hard surface categories.

2. What is the primary purpose of a closing statement (settlement statement),
and which major cost categories does it typically include?

A. It lists only the purchase price and loan amount.
B. It is used to schedule inspections.
C. It shows appraised value.

D. It itemizes all closing costs, credits, and funds due; includes loan costs,
title/escrow fees, commissions, taxes, and escrow adjustments.

The main point is that the closing statement is the final, detailed reconciliation of every dollar involved in the
transaction. It shows exactly what each party owes or is credited, and the funds the buyer must bring to closing
or the seller will receive. This makes it the best choice because it captures every cost and credit in one place, not
just the purchase price or loan amount or appraised value. It itemizes loan costs (origination, points, processing,
underwriting), title and escrow fees, recording fees, transfer taxes, commissions, and prepaid items like interest,
property taxes, and homeowners insurance, along with any escrow adjustments. It also includes seller credits or
concessions and prorations for taxes or dues. The result is a clear, auditable record that explains how the final
numbers were derived and shows the exact amount due at closing by each party.

3. Which pile type is best for comfort and bedrooms?
A. Too soft for bedrooms
B. Cut Pile
C. Not durable
D. Loop Pile

For comfort in bedrooms, the feel underfoot matters most, and the pile type determines that plushness. Cut pile
carpet is made by cutting the loops, which creates a dense, soft surface that feels plush and luxurious when you
walk on it. That plush, cushiony feel makes bedrooms feel warmer and more relaxing, improving everyday
comfort. Loop pile, while typically more durable and good for high-traffic areas, tends to be firmer and less soft
under bare feet, so it isn't as ideal for a comfort-focused space. The other options don't describe a pile type and
don't capture the comforting, foot-friendly surface that cut pile provides, which is why cut pile is the best choice
for comfort and bedrooms.
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4. What is a CMA and how does it differ from an appraisal?

A. A CMA estimates value based on recent comps and market data; an appraisal
is an opinion of value provided by a licensed appraiser using formal methods.

B. CMA is a formal federal appraisal; Appraisal is informal comps.
C. CMA is only for commercial properties; Appraisal for residential.
D. CMA is required by law; Appraisal optional.

A CMA is a pricing tool used by real estate agents. It estimates what a home might sell for by examining recently
sold comparable homes, active and pending listings, and other market data, then adjusting for differences to
suggest a competitive price. It guides listing or offer strategies but isn't a formal, legally binding appraisal. An
appraisal, by contrast, is a formal, independent valuation prepared by a licensed or certified appraiser. It follows
standardized methods and results in a written report that explains how value was determined, often using the
sales comparison approach among others. Appraisals are typically required by lenders for financing and carry
regulatory weight. So, the best description is that a CMA estimates value based on recent comps and market
data, while an appraisal is an opinion of value provided by a licensed appraiser using formal methods. The other
statements mischaracterize CMA as a formal federal appraisal, or limit applicability to commercial properties or
law, which isn't accurate.

5. Which statement most accurately describes how earnest money is handled
In a real estate transaction?

A. Deposited into escrow account held by a neutral party, and disbursed per
contract and escrow instructions

B. Deposited into buyer's account and disbursed upon closing
C. Given to seller at signing
D. Deposited with the lender for appraisal

Earnest money represents the buyer's good-faith commitment and is placed into an escrow account held by a
neutral third party. This arrangement protects both sides by ensuring funds aren't used or controlled outside the
agreed terms. The escrow holder disburses the funds according to the contract and escrow
instructions—typically applying the amount toward the purchase price at closing, or returning it to the buyer if a
contingency allows the deal to terminate. It's not deposited into the buyer's personal account, not handed to the
seller at signing, and not held by the lender for appraisal. If the buyer fails to meet contractual obligations
without a valid contingency, the seller may be entitled to keep the earnest money as specified in the contract.

6. Which statement about laminate flooring is true?
A. Laminate flooring is waterproof.
B. Laminate flooring cannot be repaired.
C. Laminate flooring is always more expensive than hardwood.
D. Laminate flooring is highly scratch resistant.

Laminate flooring gains its durability from a tough wear layer on top, usually made of melamine resin. This layer
protects the printed image and underlying core from everyday use, so the surface resists scratches more
effectively than many hardwoods. That's why the statement about being highly scratch resistant is true. It's not
invincible—sharp objects can still cause damage, and moisture can cause swelling if it seeps in. The other
points aren't accurate for typical laminate: it isn't waterproof, since standing water can penetrate the edges and
cause damage; it isn't unreparable—damaged planks can often be replaced in a floating installation; and while
prices vary, laminate is generally less expensive than hardwood, not always more expensive.
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7. What does not fall under the Residential Business Channel?
A. Patcraft
B. Shaw Interiors
C. Mohawk
D. Duchateau

The key idea is distinguishing brands by market focus: which ones are aimed at residential customers versus
commercial/contract projects. Patcraft is known for commercial interiors—offices, hospitality, healthcare—and is
typically sold through contract channels rather than through residential retailers or showrooms. That makes it
not part of the Residential Business Channel. The other brands—Shaw Interiors, Mohawk, and Duchateau—are
centered on residential flooring and are commonly distributed through home centers, flooring retailers, and
design showrooms for homeowners and residential designers, so they fit within the Residential Business
Channel.

8. Which statement best describes the purpose of title insurance?

A. Protects against losses from defects in the title

B. Protects property against damage from weather
C. Guarantees mortgage approval
D. Guarantees title marketability without any defects

Title insurance exists to protect you from financial losses caused by problems with the property's title that you
couldn't discover during due diligence. It covers issues like liens not found before closing, forged or improperly
recorded documents, undisclosed heirs, or errors in public records that could affect who truly owns the property.
If a defect or claim arises, the insurer will defend the title or compensate you up to the policy limit. This has
nothing to do with protecting the physical structure from weather or damage (that's property insurance), and it
doesn't guarantee mortgage approval. It also doesn't guarantee that the title will be flawless; it provides
protection if defects are found or disputed after purchase.

9. What is the significance of a closing date, and how can delays impact the
parties involved?

A. Delays can cause penalties, require extensions, or jeopardize financing and
contract terms

B. No impact
C. Seller gets a bonus
D. Buyer loses option money

The key idea is that the closing date is the milestone when ownership and funds actually change hands, so it ties
together financing, title clearance, and contract conditions. When a closing is delayed, it can trigger the
contract’s extension provisions and potential penalties, since both sides rely on a specific timeline to complete
loan approvals, document reviews, and contingencies. Financing is especially sensitive: lenders often have rate
locks, appraisal windows, and approval timelines that can lapse if closing drags on, potentially raising interest
costs or even jeopardizing the loan. The seller may face ongoing carrying costs (mortgage payments, taxes,
insurance) and uncertainty about when the property will finally be sold, while the buyer may need to re-submit
documents or renegotiate terms if financing or title conditions shift. Because the closing date affects financing,
title work, and contract terms, delays commonly lead to extensions or penalties and can complicate or threaten
the deal. Those other options imply no impact or outcomes that aren’t typical consequences of delaying closing,
so they don't fit as well.
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10. What is the role of title insurance in closing, and what does the owner's
title policy protect?

A. Title insurance is optional in all real estate transactions.
B. Title insurance protects the insured from losses due to title defects not found

in the public record.

C. Title insurance guarantees the property will appraise at the contract price.
D. Title insurance is only required for commercial properties.

Understanding title insurance in the closing process: a title search looks for issues that could affect who owns
the property. Title insurance then protects the buyer against losses from title problems that aren't found in the
public records. The owner's title policy specifically covers the homeowner for defects that could threaten
ownership—things like undiscovered liens, forged signatures, or errors in public records—so you won't be left to
bear the cost of defending or losing title if such problems arise after closing. It doesn't insure the property’s
value or guarantee the contract price, and it isn't only for commercial properties; while lenders often require a
loan policy, an owner's policy is commonly purchased to protect the buyer's ownership interests.
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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://residentialsalestraining.examzify.com

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