Corky Hyatt Seminars presents the 30-Hour Practice Course by Correspondence 

FINAL EXAMINATION 2007 – Form A
INSTRUCTIONS:

Write your answers on the answer sheet, not this question sheet!

1) Why are licensees in a better position with statutorily defined “brokerage relationships” than with “common law” defined relationships?

a) Under common law, licensees would need to be up to date on all cases in their state regarding brokerage relationships.

b) With statutorily defined brokerage relationships, licensees can read the law and know what they can and can not do with regard to agency and non-agency relationships with the public.

2) In Kansas, the brokerage relationships section of license law is called “BRRETA”.  What does “BRRETA” stand for?

a) Brokerage Relationships in Real Property Transactions Act
b) Brokerage Relationships in Real Estate Transactions Act

3) Circle the correct answer: Which transactions are covered by Kansas brokerage relationships requirements?

a) Residential only?

b) Commercial only?

c) Both Residential and Commercial?

4) In which state is Disclosed Dual Agency illegal?  

a) Kansas

b) Missouri

5) The seller’s agent’s duties (as defined by the brokerage relationships section Kansas license law) must be included in all seller listing contracts?

a) True

b) False

6) When acting as a “Transaction Broker,” it is your responsibility to

a) Keep the confidences of all parties to the transaction
b) Disclose the confidences of all parties equally to all other parties

c) Give advice equally to both the buyer and the seller to keep the playing field level

d) Give advice only to the licensee’s client and not to any other parties to the transaction

7) The brokerage relationship “assumption” for Kansas is

a) Transaction Brokerage
b) Seller agency

c) Buyer agency

d) Designated Agency

8) How does a “designated agent” become a “designated agent?”

a) By being designated in the Broker Disclosure Brochure by their broker

b) By being designated in the listing agreement by their broker

c) By being designated in the real estate sale contract 

d) By being designated by the Kansas Real Estate Commission

9) What is the role of the broker when his or her agent is a designated agent?
a) Disclosed Dual Agent
b) Transaction Broker
c) Undisclosed Dual Agent

d) Seller’s or Buyer’s Agent

10) Why is it legally acceptable for a designated agent to discuss the confidential information about his/her seller or buyer client with the agent’s broker?

a) Because as a Transaction Broker or Disclosed Dual Agent, the broker must keep all confidences confidential whether it is the seller’s or the buyer’s confidence.

b) Because the broker will lose all his/her agents if he/she doesn’t

c) Because the broker has a very poor memory and it’s the best way to stay out of trouble

d) Because as a Transaction Broker, the broker must keep all party’s confidences confidential.
11) Why does the author of this course author state that “Ministerial Acts” could generally be defined as “information” acts?
a) Because ministerial is defined as informational by Webster’s New World Dictionary

b) Because they are performed only by licensed Ministers
c) Because they are primarily information providing actions
d) Because they are prohibited by license law in Kansas

12) The disclosure brochure must be presented in Kansas as follows:

a) Prior to a buyer walking into an open house

b) Prior to discussing personal financing information about a buyer

c) Prior to accessing housing information on the internet

d) Prior to discussing material facts about a property

13) What actions end the requirement to keep confidential information confidential following the end of a listing contract?

a) The client makes the information public himself/herself

b) The law requires that you disclose it

c) It becomes public through another source

d) All of the above

14) Who prices (makes the decision about what the listing price will be) residential property? 

a) Licensee 

b) Buyer

c) Seller

d) Appraiser?

15) Whose actions determine the value of a single piece of residential property? 

a) Licensee listing that property
b) The Buyer for that property
c) Seller of the property
d) Appraiser for that property
16) Whose business is it to determine the market value of a single piece of residential property? 

a) Licensee 

b) Buyer

c) Seller

d) Appraiser?

17) What group of people’s actions set the market value of a single piece of residential property by the prices they pay for their purchased properties? 

a) Licensees listing properties in the area in the past six months
b) All Buyers who purchased like properties in the area in the past six months
c) Sellers of properties in the area in the past six months
d) Appraisers for properties in the area in the past six months
18) Which of the following is a benefit of a Comparative Market Analysis to the seller:

a) It helps the buyer know what to offer to get a really good deal

b) It helps the licensee get the listing at the lowest possible price

c) It helps the seller properly position his/her home to sell for the best possible price in a reasonable time period

d) None of the above

19) Which of these conditions is characteristic of a “seller’s market:”

a) Long days on market

b) Full price or above full price offers

c) More qualified sellers than qualified buyers

d) More listings taken than sold per month

20) These conditions are characteristic of a “buyer’s market:”

a) Long days on market

b) Full price or above full price offers

c) More qualified sellers than qualified buyers

d) More listings sold than listings taken per month

21) The similarities between an appraisal and a CMA include

a) They both use all three approaches to value

b) They both use the market value approach to value

c) They both use the cost approach to value
d) They both are prepared by real estate licensees

22) Influences which affect the value of a property include:

a) Political and economic influences

b) Environmental influences

c) Social influences

d) All of the above

23) Define the four property “statuses” which are commonly used in the CMA:

a) Actives, expireds, pendings, and solds

b) Actives, Back-ups, pendings, and solds

c) Actives, expireds, contingencies, and solds

d) Actives, expireds, withdrawns, and contingencies

24) Terms of sale information which is necessary to complete a CMA include

a) Sale date 

b) Sale price

c) Days on market

d) All of the above

25) It is unwise for new agents to “adjust” comparables to determine the value of a property because they do not have the experience necessary to know what the differences are worth in a specific marketplace.

a) True

b) False

26) The “10” approach to pricing aids in listing properties because it involves the seller in selecting an appropriate list price from the range of value determined by your CMA. 

a) True

b) False

27) The advantage of preparing an “Appraisal Packet” for the appraiser prior to his/her completing the appraisal is that he/she will not miss the comparable properties which the agent used in pricing the property, as long as they meet the requirements such as being sold in the past six years.

a) True

b) False

28) The purpose of Title VIII [Federal Fair Housing legislation] is to insure that all agents write ads that comply with “Truth in Lending” requirements.

a) True

b) False

29) We use the Equal Housing Opportunity logo to 

a) Demonstrate that we adhere to Federal Fair Housing guidelines for making housing available to everyone regardless of their race, color, age, national origin, religion, familial status, or handicap

b) Demonstrate that we adhere to Federal Fair Housing guidelines for making housing available to everyone regardless of their race, color, religion, sex, national origin, familial status, or handicap

c) Demonstrate that we adhere to Federal Fair Housing guidelines for making housing available to everyone regardless of their race, color, age, sex, national origin, familial status, or handicap

d) Demonstrate that we adhere to Federal Fair Housing guidelines for making housing available to everyone regardless of their race, color, religion, sex, familial status, or handicap

30) Directing a potential purchaser to or away from housing based on their inclusion in a protected class is an example of

a) Steering

b) Block busting

c) Redlining

31) Newspapers must also follow the advertising guidelines of Title VIII just as LICENSEE® must follow them.

a)  True

b)  False

32) “Justifiable Reliance” means that

a) A member of a protected class can rely on a licensee to find them housing

b) It is justifiable for a member of the public to rely on statements made by the agent regarding the condition and material facts or defects of the property.
c) A member of a protected class can rely on a licensee to know everything about the condition of a property

d) It is justifiable for a member of the public to rely on statements made by the agent regarding legal aspects of the real estate sale contract.

33) A “Red Flag” in terms of misrepresentation is any indication of a material defect in a property.

a) True

b) False

34) Which of the following are examples of “red flags” that you might commonly find in a house that you’re showing?

a) Brown water spots on the ceiling

b) Unusual looking soil in the garden area

c) White water marks on the foundation walls

d) All of the above

35) Methods for avoiding misrepresentation include:

a) Keeping a paper trail of statements you make to buyers about house conditions

b) Answer all buyers questions honestly even if you have to make up an honest answer

c) Hiring an attorney to protect you from liability

d) Never stating the interest rate, term, or payment in any house advertisment

36) A licensee shows a property and makes the following statement: “This basement has always been dry!”  If the licensee does not know that this statement is correct, which of the following is correct?
a) The licensee is probably guilty of intentional misrepresentation.
b) The licensee is probably guilty of unintentional misrepresentation.

c) The licensee is not guilty of any type of misrepresentation.

d) The licensee is the office broker and therefore is not subject to liability for misrepresentation. 

37) When a licensee interviews a buyer prospect and wants to determine whether or not this prospect can quality for a mortgage, which of the following statements is correct?
a) The licensee does not need to be concerned about whether or not the buyer can qualify because the lender will take care of financing.

b) The licensee does not need to be concerned about whether or not the buyer can qualify because the broker will take care of financing.

c) The licensee needs to be concerned about whether or not the buyer can qualify because unless the buyer can pay cash for the property, a title policy will be a necessary part of the purchase.

d) The licensee needs to be concerned about whether or not the buyer can qualify because unless the buyer can pay cash for the property, a mortgage will be a necessary part of the purchase.

38) Closing the transaction is the most important part of the entire process because 
a) Unless there is a preliminary title report, the licensee will not receive a commission.

b) Unless the transaction closes, the customer or client will not own the property and be able to move in.

c) Unless the transaction closes, the seller will not be able to pay the purchase price for the property.

d) Unless the transaction closes, the lender will not be able to finish the loan application.
41) For a non-insured conventional buyer (at least a 20% down payment), the qualifying ratios are

a) 29% and 41%

b) 33% and 38%

c) 28% and 36%

d) 20% and 40%
42) Which statement is true about conventional and/or an “insured” conventional loans
a) A conventional loan is no more than 80% of the purchase price
b) Insured conventional is 81% to 90% of the purchase price
c) A conventional loan is no more than 90% of the purchase price

d) Insured conventional loans insure 100% of the purchase price

43) To qualify for an insured conventional loan the buyer must

a) Be approved by the primary lender only

b) Be approved by the P.M.I. provider only

c) Be approved by both the primary lender and the PMI provider

d) Be approved by H.U.D.

44) Conventional loans 

a) Generally are not assumable 

b) May be kept by the lender or sold on the secondary mortgage market

c) May be fixed rate or adjustable rate loans

d) All of the above

45) F.H.A. loans are 

a) Insured by the D.V.A.

b) Insured by H.U.D.

c) Guaranteed by H.U.D.

d) Guaranteed by the D. V. A.

46) D.V.A. loans are

a) Insured by the D.V.A. (Department of Veterans Affairs)

b) Insured by H. U. D.

c) Guaranteed by the D.V.A.

d) Guaranteed by H. U. D.

47) When contracting a piece of land to develop, the developers duties include which of the following:

a) Zoning the property for the type of housing he chooses

b) Testing the soil and for rock

c) Including contingencies in the purchase contract to protect himself if he can’t zone the property

d) All of the above

48) Which of the following statements is true about a model home as compared to spec houses and build jobs, from the perspective of the builder?

a) The model home has the lowest cost and least liability for the builder

b) The model home has the highest cost and the most liability for the builder

c) The model home requires the least financing

d) The model home is the quickest transaction, from construction through closing.

49) Which of the following is an example of drainage features as opposed to ventilation features of a house?

a) Roof vents, turbines

b) Soffit vents, gable vents

c) Attic fans, vent fans in the kitchen and bathrooms

d) Footing drains and sump pump
50) A Ground Fault Circuit Interrupt is a mini circuit breaker.

a) True

b) False

51) Which of the following is not a source of water for a new home?

a) Septic System

b) City, rural, or public

c) Cistern

d) Well

52) Which of the following is the Transaction Broker Addendum for you to use when you work with a firm who practices designated agency?
a) TBA-RES

b) TBA-DA

c) TBA-COMM

d) TBA-AG

53) Within what time frame does the Earnest Money Deposit need to be made in Kansas?
a) Ten business days

b) Eight business days

c) Five business days

d) Three business days

54) The Statute of Frauds states that a real estate contract must be

a) Completed in one original and three copies to be enforceable

b) Signed by the listing broker and the selling broker to enforce the commission agreement

c) In writing to be enforceable

d) In writing for the brokers to be able to collect their commissions

55) A real estate contract is a bilateral agreement; therefore, to cancel the contract requires
a) The signature of the listing broker

b) The signature of the selling broker

c) The signatures of the parties to the contract

d) The signatures of the parties to the contract as well as the listing and selling brokers

56) Earnest Money Deposit may be in which of the following forms?

a) Cash or check

b) Note or Letter of Credit

c) Personal Property

d) All of the above

57) When filling in the blanks on a real estate sale contract, be sure to

a) Include the listing agent’s social security number

b) Include the seller’s and buyer’s legal names and “persons” at law

c) Include the broker’s tax identification number

d) Include the escrow closer’s tax identification number

58) Which of the following contingency statements is best to avoid misunderstanding between the parties?
a) This offer is subject to corporation approval

b) This offer is subject to Shirley Smith’s approval no later than 5:00 pm on August 25, 2007.

c) This offer is subject to financing

d) This offer is subject to zoning

59) Kansas license law requires which of the following?

a) The licensee must present an estimate of sale proceeds to the seller.

b) The licensee must present an estimate of closing date to the seller.

c) The licensee must present an estimate of price to the seller.

d) The licensee must present an estimate of moving costs to the seller.

60) The formal name of the real estate transaction closing statement prepared by the broker, lender, or escrow firm is

a) An EPA Settlement Statement

b) An IRS Settlement Statement

c) A HUD Settlement Statement

d) A KREC Settlement Statement
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