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1. How often is the Home Improvement license renewed?
A. Annually
B. Bi-annually
C. Every three years
D. Every five years

2. Which of the following Commission records is not available
to the public during normal office hours?
A. Financial records of each licensee
B. Meeting minutes
C. Licensee list
D. Disciplinary actions

3. A Home Improvement Contractor primarily offers to do
what?
A. Perform repairs for a homeowner
B. Sell home improvement goods
C. Provide consultation for home improvement
D. All of the above

4. What is the maximum value of a gift a salesperson can
offer to a prospective customer?
A. $10
B. $25
C. $50
D. $100

5. What must be included in a home improvement contract
according to Maryland law?
A. A warranty for all materials used
B. A description of the work, total cost, payment schedule, and

cancellation rights
C. A referral to a licensed contractor
D. Detailed plans and blueprints
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6. How can a Home Improvement Salesperson develop their
sales skills?
A. Through training, mentorship, and practice
B. By only doing on-the-job training
C. By reading sales books exclusively
D. Through informal conversations with peers

7. Which entity investigates complaints against Home
Improvement licensees?
A. Local Police
B. Investigative staff of the Home Improvement Commission
C. State Attorney's Office
D. Federal Trade Commission

8. Which of the following is NOT a ground for denial of
licensure?
A. Criminal record
B. Not being a Maryland resident
C. Previous license revocation
D. Fraudulent application

9. All of the following are grounds for denial of licensure
except?
A. Criminal record
B. Not being a Maryland resident
C. Previous license revocation
D. Fraudulent practices

10. Why is it essential for Home Improvement Salespersons to
be familiar with their company’s services?
A. To effectively communicate and match clients with the right

offerings
B. To improve personal sales techniques only
C. To enhance company profits without regard to clients
D. To limit the number of services offered
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Answers
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1. C
2. A
3. A
4. B
5. B
6. A
7. B
8. B
9. B
10. A
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Explanations

7Sample study guide. Visit https://mdhomeimprovementsalesperson.examzify.com for the full version

SA
M

PLE



1. How often is the Home Improvement license renewed?
A. Annually
B. Bi-annually
C. Every three years
D. Every five years

The Home Improvement license in Maryland is renewed every three years. This
timeframe is established by the Maryland Department of Labor, which oversees the
licensing and regulation of home improvement contractors and salespersons. Renewing
the license every three years ensures that professionals in the industry stay updated with
the latest laws, regulations, and practices, thereby promoting accountability and
maintaining consumer protection standards.  Understanding the renewal period is
important for professionals in the home improvement field, as it helps them stay
compliant with state requirements, avoid possible penalties or lapses in licensure, and
ensure they are continually equipped with the necessary knowledge to perform their
duties competently.

2. Which of the following Commission records is not available
to the public during normal office hours?
A. Financial records of each licensee
B. Meeting minutes
C. Licensee list
D. Disciplinary actions

The financial records of each licensee are not available to the public during normal office
hours due to privacy concerns and the sensitive nature of financial information. Such
records typically include detailed financial activities, income statements, and other
proprietary data that could impact a licensee's business if disclosed.   In contrast,
meeting minutes, licensee lists, and records of disciplinary actions are considered public
information and are made available to the public. Meeting minutes document the
outcomes of official gatherings and are generally accessible to provide transparency
about the Commission's activities. The licensee list provides information on who is
currently licensed, which is essential for consumer protection and industry regulation.
Disciplinary actions are also public records as they inform the public about any
infractions or violations by licensed individuals, ensuring accountability within the
industry.
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3. A Home Improvement Contractor primarily offers to do
what?
A. Perform repairs for a homeowner
B. Sell home improvement goods
C. Provide consultation for home improvement
D. All of the above

A Home Improvement Contractor primarily focuses on performing repairs and
improvements on residential properties. This includes a wide range of tasks, such as
remodeling kitchens and bathrooms, roofing, siding, and various other renovation
projects. The contractor’s role is predominantly hands-on, executing the actual work
needed to enhance or repair a home.  While selling home improvement goods and
providing consultations are also important aspects of the home improvement industry,
they do not define the primary responsibilities of a contractor. Contractors may
occasionally sell products or offer advice to clients, but their primary function is to carry
out the physical tasks involved in home improvements. Thus, option A accurately
captures the main focus of a Home Improvement Contractor's work.

4. What is the maximum value of a gift a salesperson can
offer to a prospective customer?
A. $10
B. $25
C. $50
D. $100

In Maryland, the law regarding home improvement salespersons permits a maximum gift
value of $25 to be offered to a prospective customer. This limit is in place to prevent
conflicts of interest and to ensure that sales practices remain ethical and transparent. By
allowing only a modest amount for gifts, it discourages any undue influence that might
lead a customer to make a purchase decision based on a financial incentive rather than a
fair assessment of the services offered.   Offering gifts that exceed this limit could lead to
regulatory issues for the salesperson and could undermine customer trust in the sales
process. Therefore, the correct answer reflects the guidelines set forth by the Maryland
Home Improvement Commission, ensuring that salespeople adhere to ethical standards
while engaging with potential clients.
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5. What must be included in a home improvement contract
according to Maryland law?
A. A warranty for all materials used
B. A description of the work, total cost, payment schedule, and

cancellation rights
C. A referral to a licensed contractor
D. Detailed plans and blueprints

In Maryland, a home improvement contract must include specific essential elements to
ensure both the homeowner and the contractor have a clear understanding of the project
terms. The correct answer emphasizes that the contract must have a description of the
work to be performed, the total cost of the project, a payment schedule outlining when
payments will be made, and information regarding the homeowner's cancellation rights.  
This requirement is in place to protect consumers from potential disputes over the scope
of work or costs. It provides transparency and clarity, allowing homeowners to make
informed decisions and prepare for the financial aspects of the project. Additionally,
cancellation rights empower homeowners with the ability to change their minds within a
certain period, ensuring they are not locked into a contract without adequate
consideration.  The other options, while potentially beneficial or common practices, do
not encompass the mandatory elements defined by Maryland law for home improvement
contracts. For example, while warranties and detailed plans are good to have, they are
not strictly required in every home improvement contract. The law focuses on the crucial
aspects that directly influence the homeowner's understanding and management of the
project.

6. How can a Home Improvement Salesperson develop their
sales skills?
A. Through training, mentorship, and practice
B. By only doing on-the-job training
C. By reading sales books exclusively
D. Through informal conversations with peers

Developing sales skills as a Home Improvement Salesperson is best achieved through a
comprehensive approach that encompasses training, mentorship, and practice. This
multifaceted strategy allows an individual to gain theoretical knowledge, receive
guidance from experienced professionals, and apply what they have learned in real-world
scenarios.  Training provides essential foundational knowledge about products, market
trends, and effective sales techniques. Mentorship, on the other hand, allows
salespersons to learn from the experiences of seasoned mentors who can share insights
and strategies that might not be found in textbooks. Additionally, practice is crucial as it
enables salespersons to refine their skills, build confidence, and adapt their approaches
based on feedback and direct customer interactions.  Other options, while they may
contribute to skill development in some manner, do not offer the same structured,
well-rounded approach as the combination of training, mentorship, and practice.
On-the-job training alone may lack the comprehensive theoretical knowledge and
guidance necessary for long-term success. Exclusively reading sales books can provide
useful information but without practical application, it may not lead to the development
of effective skills. Informal conversations with peers can facilitate sharing of ideas but
often lack the depth and structure provided by formal training or mentorship.
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7. Which entity investigates complaints against Home
Improvement licensees?
A. Local Police
B. Investigative staff of the Home Improvement Commission
C. State Attorney's Office
D. Federal Trade Commission

The investigative staff of the Home Improvement Commission is the correct entity
responsible for investigating complaints against home improvement licensees. This staff
operates under the authority of the Commission, which is specifically established to
oversee issues pertaining to the home improvement industry within Maryland. Their role
includes handling complaints from consumers, ensuring compliance with laws and
regulations, and maintaining standards for home improvement practices.  The Home
Improvement Commission's primary focus is on consumer protection and industry
regulation, making their investigative team well-suited to address issues related to home
improvement licensees. They can gather evidence, interview witnesses, and inquire into
any allegations of wrongdoing, which is vital for resolving disputes and enforcing
regulations.  Other entities, while they play important roles in the legal and regulatory
landscape, do not specifically focus on the home improvement sector. For instance, local
police handle broader criminal matters, the State Attorney's Office primarily manages
prosecutions and legal proceedings, and the Federal Trade Commission oversees federal
consumer protection issues but does not directly investigate home improvement
complaints at the state level. This delineation of responsibilities underscores the
importance of the Home Improvement Commission's investigative staff in protecting
consumers and ensuring proper conduct within the industry.

8. Which of the following is NOT a ground for denial of
licensure?
A. Criminal record
B. Not being a Maryland resident
C. Previous license revocation
D. Fraudulent application

The correct choice is that not being a Maryland resident is not a ground for denial of
licensure. Most licensing boards, including those overseeing home improvement
salespeople in Maryland, typically do not require applicants to be residents of the state
as a condition for obtaining licensure. This allows individuals who may operate in the
state but reside elsewhere the opportunity to work legally in the home improvement
industry.  On the other hand, a criminal record, previous license revocation, and
submitting a fraudulent application would be considered valid reasons for denying a
license. A criminal record may highlight concerning behavior that can reflect on the
individual's ability to conduct business ethically. Similarly, a history of license revocation
indicates past violations of regulations that suggest the individual may not comply with
the current licensing laws. Additionally, a fraudulent application undermines the
integrity of the licensing process and would be a serious offense leading to denial.  
Understanding the implications of these regulations helps ensure that only qualified and
trustworthy individuals are allowed to participate in the home improvement market.
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9. All of the following are grounds for denial of licensure
except?
A. Criminal record
B. Not being a Maryland resident
C. Previous license revocation
D. Fraudulent practices

Being a Maryland resident is not typically a requirement for obtaining a home
improvement salesperson license in the state. While many professional licenses require
residency for various reasons, such as understanding local laws and conditions, the rules
governing Maryland home improvement licensing do not explicitly necessitate that
applicants be residents of Maryland.   In contrast, having a criminal record, a previous
license revocation, or a history of fraudulent practices can raise serious concerns about
an applicant's trustworthiness and reliability. These factors are often considered
detrimental to the integrity of the profession and can ultimately result in the denial of
licensure. Thus, the absence of a residency requirement stands out as a significant
reason why the correct answer is that not being a Maryland resident is not grounds for
denial of licensure.

10. Why is it essential for Home Improvement Salespersons to
be familiar with their company’s services?
A. To effectively communicate and match clients with the right

offerings
B. To improve personal sales techniques only
C. To enhance company profits without regard to clients
D. To limit the number of services offered

Being familiar with their company’s services is crucial for Home Improvement
Salespersons as it enables them to effectively communicate and match clients with the
right offerings. A deep understanding of the services allows salespersons to provide
accurate information, demonstrate expertise, and address specific needs and preferences
of clients. This tailored approach not only fosters trust and satisfaction among clients
but can also lead to higher conversion rates and repeat business, ultimately benefiting
both the salesperson and the company.  This knowledge empowers salespersons to
identify which services are most appropriate for different scenarios, ensuring that clients
receive viable solutions that meet their requirements. By effectively aligning the
available services with client needs, salespersons can facilitate smoother transactions
and enhance customer satisfaction.  In contrast, focusing solely on improving personal
sales techniques, ignoring the client’s needs or preferences, or trying to limit service
offerings does not contribute to effective sales practices and can hinder long-term
success. Emphasizing a strong grasp of company services creates a foundation for
establishing positive client relationships.
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