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1. What two entities require disclosure of representative

capacity when representing a buyer or seller in an agency
relationship?

A. Local syndicates and marketing agencies

B. Agency Law and the REALTOR code of ethics
C. Federal guidelines and state regulations

D. Client associations and mortgage providers

2. What type of properties does rural and recreational sales
primarily focus on?

A. Condos and townhouses

B. Farm properties and cottages
C. Commercial office buildings
D. Industrial warehouses

3. What is included in the general obligations owed to
customers?

A. Ensure honesty and perform due diligence
B. Negotiate on behalf of clients

C. Maintain confidentiality about transactions
D. Guarantee successful transactions

4. Why might someone choose to work with a mandatary?
A. They want a representative without a specific focus

B. They desire assistance for a particular transaction
C. They prefer unlicensed help

D. They have no other professional options

5. What is the essential characteristic of shared ownership in
real estate?

A. The buyer retains full ownership of the property
B. The buyer gets use of the unit for a specified period
C. The buyer owns the unit outright with no time restrictions

D. The buyer shares ownership indefinitely without time
constraints
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6. What is a typical reason for homeowners to seek a
residential resale?

A. Change in employment
B. Desire for a larger property
C. Change in family size

D. Both change in employment and change in family size

7. What form is used by sellers to entertain a second offer?
A. Agreement of Purchase and Sale
B. Notice of Intent to Sell
C. Notice of Receipt of Another Offer
D. Confirmation of Offer Receipt

8. When is it deemed that an offer has been accepted?
A. When payment is made

B. When the offeror receives a counter offer

C. When acceptance is communicated back to the offeror
D. When both parties sign the contract

9. What is essential for a buyer or seller to understand when
entering a real estate transaction unrepresented?

A. They have total market knowledge

B. They need to be aware of their lack of professional guidance
C. They will be able to reduce transaction costs
D. They should avoid all negotiations

10. Which of the following is NOT an objective of the NB Real
Estate Association?

A. Regulate the trading practice of real estate

B. Establish and enforce ethical conduct among members
C. Provide financial assistance to licensees

D. Advance the interests of persons in real estate trading
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1. What two entities require disclosure of representative

capacity when representing a buyer or seller in an agency
relationship?

A. Local syndicates and marketing agencies
B. Agency Law and the REALTOR code of ethics
C. Federal guidelines and state regulations

D. Client associations and mortgage providers

The correct answer highlights the importance of transparency in real estate transactions,
particularly regarding the agency relationship. In New Brunswick, as in many other
jurisdictions, the legislation surrounding agency law mandates that agents disclose their
representative capacity to the parties involved - namely, whether they are representing a
buyer, seller, or both in a dual agency scenario. This requirement ensures that all parties
are aware of who is acting on their behalf and under what terms, ultimately promoting
trust and clarity in the transaction process. Furthermore, the REALTOR code of ethics
further reinforces these principles by establishing professional standards and
responsibilities that real estate agents must adhere to, including full disclosure of their
role and responsibilities to their clients. By aligning with both the legal framework and
ethical considerations, agents can help protect consumers and maintain the integrity of
the real estate profession. Other options, while they may touch on aspects of agency
relationships, do not fulfill the requirement of addressing the specific entities that
mandate such disclosures in a comprehensive manner. These include organizations and
processes that may not directly relate to the standards of practice required in agency
relationships, thereby rendering them less relevant to the question.

2. What type of properties does rural and recreational sales
primarily focus on?

A. Condos and townhouses

B. Farm properties and cottages
C. Commercial office buildings
D. Industrial warehouses

Rural and recreational sales primarily focus on farm properties and cottages because
these types of properties are often located outside urban areas and cater to individuals
seeking a lifestyle that includes farming, outdoor activities, and recreational use. Farm
properties are typically larger plots of land that may be used for agricultural purposes,
which attract buyers looking for rural living or investment opportunities in agriculture.
Cottages, on the other hand, are usually situated in scenic locations and are aimed at
those who enjoy leisure activities such as vacationing, fishing, and hiking in natural
settings. This aligns perfectly with the essence of rural and recreational real estate,
which emphasizes the relationship between lifestyle and land, providing a unique market
that targets buyers seeking tranquility, nature, and the possibility of self-sustenance. In
contrast, the other types of properties listed, such as condos, townhouses, commercial
office buildings, and industrial warehouses, are typically associated with urban or

suburban living and business environments, which do not align with the primary focus of
rural and recreational sales.
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3. What is included in the general obligations owed to
customers?

A. Ensure honesty and perform due diligence
B. Negotiate on behalf of clients

C. Maintain confidentiality about transactions
D. Guarantee successful transactions

The general obligations owed to customers in the context of real estate transactions
include ensuring honesty and performing due diligence. This means that as a
salesperson, one must act with integrity and provide accurate information to customers,
creating a foundation of trust. Due diligence involves thoroughly researching properties,
understanding market conditions, and presenting factual information that can help
clients make informed decisions. This obligation encompasses both ethical and legal
responsibilities, ensuring that customers are treated fairly and that they have access to
the information they need to move forward confidently in their transactions. The focus on
honesty and due diligence ensures that the salesperson is protecting the interests of the
customer while abiding by industry standards. In contrast, negotiating on behalf of
clients, maintaining confidentiality, and guaranteeing successful transactions are
important elements of sales practice too, but they are more specific duties related to the
representation of clients rather than the broader obligation to customers. These duties
encompass aspects of client representation rather than the general obligations owed
across all customer interactions.

4. Why might someone choose to work with a mandatary?
A. They want a representative without a specific focus

B. They desire assistance for a particular transaction
C. They prefer unlicensed help

D. They have no other professional options

Choosing to work with a mandatary often stems from a need for assistance in navigating
a specific transaction. A mandatary acts on behalf of another party, ensuring that the
client's interests are prioritized and that the procedures involved in the transaction are
handled appropriately. This is particularly valuable in complex scenarios such as real
estate deals, where legal and financial implications require careful management. When
seeking help for a particular transaction, individuals can benefit from the mandatary's
expertise and knowledge of the market, ensuring that decisions made align with the
client's goals while adhering to legal requirements. This relationship is based on trust, as
the mandatary is specifically appointed to represent the client's best interests during the
transaction, providing guidance and support at every step. The other options lack the
targeted intent that working with a mandatary typically involves. Engaging a
representative without a specific focus does not align with the specialized assistance a
mandatary provides. Similarly, unlicensed help is not conducive to ensuring professional
standards and legal compliance, which are essential in any significant transaction. Lastly,
stating a lack of other professional options does not reflect the proactive
decision-making involved in choosing to engage a mandatary for specific transaction
support.
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5. What is the essential characteristic of shared ownership in
real estate?

A. The buyer retains full ownership of the property
B. The buyer gets use of the unit for a specified period
C. The buyer owns the unit outright with no time restrictions

D. The buyer shares ownership indefinitely without time
constraints

The essential characteristic of shared ownership in real estate is that the buyer gets use
of the unit for a specified period. This arrangement allows multiple parties to share
ownership of a property, often in a vacation or resort context, where the buyers each have
the right to use the property for certain periods throughout the year. This system
reduces the financial burden of full property ownership and provides flexibility in terms
of usage. In contrast to other choices, which imply complete ownership or unrestricted
access, shared ownership specifically denotes that the use of the property is divided
among various owners, each with defined timeframes for possession. This structure
makes it an appealing option for those looking for a cost-effective way to enjoy property
without the responsibilities that come with full ownership.

6. What is a typical reason for homeowners to seek a
residential resale?

A. Change in employment
B. Desire for a larger property
C. Change in family size

D. Both change in employment and change in family size

Homeowners often seek a residential resale for various personal reasons, and in this
case, a combination of factors is highly relevant. A change in employment can prompt a
homeowner to relocate, especially if a new job is in a different city or region. This
necessitates finding a new residence, which may lead to the decision to sell their current
home. Additionally, a change in family size is significant—this could occur due to
marriage, the birth of children, or other shifts within the household that necessitate
changes in living arrangements. For instance, a growing family may require more space,
prompting the need for a larger home. By recognizing that both employment changes
and shifts in family dynamics can closely influence a homeowner's decision to resell their
property, the correct answer emphasizes that these two factors often intersect and
contribute to the overall motivations behind seeking a residential resale. This holistic

understanding captures the breadth of motivations that homeowners face in dynamic life
circumstances.
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7. What form is used by sellers to entertain a second offer?
A. Agreement of Purchase and Sale
B. Notice of Intent to Sell
C. Notice of Receipt of Another Offer
D. Confirmation of Offer Receipt

The correct choice, which indicates the form used by sellers to entertain a second offer,
is the Notice of Receipt of Another Offer. This document is important for the selling
process as it serves to inform the interested parties that another offer has been received
for the property in question. When a seller receives a subsequent offer after an initial
offer has been made, this form is key to maintaining transparency and allowing the seller
to consider all potential offers. It notifies the original buyer that their offer is not the
only one on the table, and it gives them the opportunity to either improve their own offer
or accept the competition. Other forms, while related to the buying and selling process,
serve different purposes. For instance, the Agreement of Purchase and Sale is a
comprehensive document that outlines the terms of a completed transaction rather than
indicating a status of competing offers. The Notice of Intent to Sell relates to the seller's
decision to market their property but does not address the specifics of handling multiple
offers. Similarly, the Confirmation of Offer Receipt is used to acknowledge that an offer
has been received but does not specifically relate to the process of handling multiple or
subsequent offers.

8. When is it deemed that an offer has been accepted?
A. When payment is made
B. When the offeror receives a counter offer

C. When acceptance is communicated back to the offeror
D. When both parties sign the contract

An offer is deemed to be accepted when acceptance is communicated back to the offeror.
This is based on the principle of contract law that emphasizes the necessity of clear
communication for forming a binding agreement. For an acceptance to be valid, the
offeree must convey their agreement to the terms of the offer in a manner that the
offeror can understand and acknowledge. In the context of a real estate transaction or
any contractual agreement, merely signaling intent or offering a different proposal does
not constitute acceptance. It’s only when the offeree explicitly communicates their
acceptance of the original offer that a binding contract is created. Communication can
take various forms, such as verbal communication, written acceptance, or other
agreed-upon methods that fulfill the requirement of notifying the offeror. The other
scenarios provided do not satisfy the criteria for acceptance. Payment, for instance,
indicates intent but does not confirm acceptance in a legal sense unless paired with clear
communication. A counteroffer changes the terms of the original offer and requires a
new acceptance. Additionally, while signing a contract solidifies an agreement, it is the
communication of acceptance that triggers the binding nature of the offer before any
signatures are exchanged. Thus, communicating acceptance is the critical factor in
determining when an offer has been accepted.
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9. What is essential for a buyer or seller to understand when
entering a real estate transaction unrepresented?

A. They have total market knowledge
B. Theyv need to be aware of their lack of professional guidance

C. They will be able to reduce transaction costs
D. They should avoid all negotiations

In a real estate transaction where a buyer or seller is unrepresented, it is crucial for
them to recognize their lack of professional guidance. This awareness encompasses
understanding that the complexities of real estate transactions involve various legal,
financial, and procedural aspects that can be difficult to navigate without expert
assistance. A real estate agent brings valuable market knowledge, negotiation skills, and
legal understanding, which can significantly impact the outcome of a transaction. Being
aware of this lack of guidance allows buyers and sellers to take appropriate precautions,
such as conducting thorough research, seeking independent advice, or considering the
hiring of a professional to ensure their interests are adequately protected. Understanding
the implications of acting without representation is essential for making informed
decisions and minimizing potential pitfalls in the transaction process.

10. Which of the following is NOT an objective of the NB Real
Estate Association?

A. Regulate the trading practice of real estate
B. Establish and enforce ethical conduct among members
C. Provide financial assistance to licensees

D. Advance the interests of persons in real estate trading

The correct answer highlights that providing financial assistance to licensees does not
align with the core objectives of the New Brunswick Real Estate Association. The primary
role of the organization is to promote professionalism, improve standards, and enhance
the overall practice of real estate within New Brunswick. Regulating trading practices
involves ensuring that real estate transactions comply with legal and professional
standards, which supports safe and fair practices in the industry. Establishing and
enforcing ethical conduct among members underscores the association's commitment to
high ethical standards, fostering trust and integrity in real estate dealings. Advancing
the interests of persons in real estate trading relates to representing the collective
interests of those within the profession, advocating for policies that support a thriving
real estate market. In contrast, providing financial assistance is not a typical function of
professional associations like the New Brunswick Real Estate Association, which focus
more on regulation, ethics, and advocacy than on direct financial support for their
members.
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