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1. What actions can OMVIC take if a dealer's advertising is
found to be false or misleading?

A. Issue an order requiring the dealer to cease publication
B. Issue a retraction or correction

C. Place a temporary ban on the dealer's advertisements
D. Both A and B

2. What are common problems with the vehicles curbsiders
sell?

A. Odometer-tampered
B. Stolen or have liens
C. Accident-damaged
D. All of the above

3. OMVIC can refuse, revoke or suspend registration if the
financial responsibility or past conduct of an "interested
person" concerns them. Who might be considered an
"interested person"?

A. A person with beneficial interest in the business
B. A random customer

C. A salesperson only

D. The janitor

4. How frequently must dealers renew their licenses with
OMVIC?

A. Every year
B. Every two years
C. Every five years
D. Only once

5. What does "material fact" refer to?
A. Information that is trivial to the purchase or lease

B. Information that affects the consumer's decision to purchase
or lease a vehicle

C. Information that can be ignored by the consumer
D. Information that must be hidden from the consumer
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6. What is a cooling-off period?
A. A time frame for pricing negotiations

B. A period allowing consumers to cancel a vehicle purchase
without penalty

C. A short break during the sales process
D. A time limit for vehicle inspections

7. How should a dealership ideally handle customer
complaints?

A. By delaying the response

B. By responding with indifference

C. By addressing them promptly and respectfully
D. By insisting on a refund immediately

8. Which of the following is a type of "previous use of a
vehicle" that dealers must disclose?

A. Utility company vehicle
B. Company car

C. Police vehicle

D. Showroom display vehicle

9. What must a dealer provide when selling a vehicle "as is"?
A. Warranty information
B. A report on any accidents
C. A safety standards certificate
D. A clear indication that the vehicle is being sold "as is"

10. Which types of vehicles are not regulated by OMVIC?
A. Vehicles sold by public auctions
B. Vehicles sold by private sellers
C. Vehicles provided for free
D. Vehicles returned to manufacturers
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1. What actions can OMVIC take if a dealer's advertising is
found to be false or misleading?

A. Issue an order requiring the dealer to cease publication
B. Issue a retraction or correction

C. Place a temporary ban on the dealer's advertisements
D. Both A and B

If OMVIC finds that a dealer's advertising is false or misleading, they can take both the
actions listed in options A and B. This means they can issue an order requiring the dealer
to immediately stop publishing the false or misleading advertisement and can also
require the dealer to issue a retraction or correction to the public. Option C, placing a
temporary ban on the dealer's advertisements, is incorrect. This is not listed as a
separate action that OMVIC can take, but rather is part of the potential outcomes of
options A and B. Option D is the most comprehensive and accurate answer as it includes
both the individual actions that OMVIC can take.

2. What are common problems with the vehicles curbsiders
sell?

A. Odometer-tampered
B. Stolen or have liens
C. Accident-damaged
D. All of the above

Curbsiders, who are individuals that sell vehicles without the required licensing, often
engage in deceptive practices that can compromise the safety and legality of the vehicles
they sell. Vehicles sold by curbsiders frequently have odometer-tampering issues, where
the actual mileage of the car is altered to inflate its value or misrepresent its condition to
prospective buyers. This raises significant concerns because buyers rely on mileage
indicators to assess a vehicle's wear and potential issues. Additionally, curbsiders may
sell vehicles that are either stolen or have liens against them. Purchasing a stolen vehicle
can result in legal complications for the buyer, as they may lose the car and face
potential charges. Liens indicate that the vehicle is still under financial obligation, which
can also lead to disputes or recovery attempts by the lender once the vehicle is sold.
Moreover, vehicles sold by curbsiders often suffer from accident damage that may not be
disclosed to the buyer. This can affect the car's performance, safety, and resale value.
Buyers deserve transparency regarding a vehicle's history, including any accidents that
may have occurred. Thus, the inclusion of all these factors—odometer-tampering, theft
or liens, and accident damage—highlights the pervasive risks associated with vehicles
sold by cur
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3. OMVIC can refuse, revoke or suspend registration if the
financial responsibility or past conduct of an "interested

person" concerns them. Who might be considered an
"interested person"?

A. A person with beneficial interest in the business
B. A random customer

C. A salesperson only
D. The janitor

An "interested person” is someone who holds a beneficial interest in the business,
meaning they have a financial stake or ownership in the company. This can include
shareholders, directors, and officers. Options B, C, and D are not considered "interested
persons” as they do not have a direct financial interest in the business. Therefore, they
would not be grounds for refusal, revocation, or suspension of registration.

4. How frequently must dealers renew their licenses with
OMVIC?

A. Every year
B. Every two vears

C. Every five years
D. Only once

Dealers are required to renew their licenses with OMVIC every two years. This biennial
renewal maintains the integrity of the licensing process, ensuring that dealers remain
compliant with the latest regulations and operating standards set by OMVIC. The
requirement for renewal also allows OMVIC to keep track of dealers and their operation,
enabling oversight to protect consumers and maintain a fair marketplace in Ontario. It's
important for dealers to stay updated on regulatory changes and fulfill their ongoing
obligations, which is supported by this two-year renewal cycle.

5. What does "material fact" refer to?

A. Information that is trivial to the purchase or lease

B. Information that affects the consumer's decision to purchase
or lease a vehicle

C. Information that can be ignored by the consumer
D. Information that must be hidden from the consumer

"Material fact" refers to information that is important and relevant to the consumer's
decision to purchase or lease a vehicle. This includes any information that could impact
the value, safety or condition of the vehicle, and cannot be ignored by the consumer.
Option A is incorrect because trivial information does not have an impact on the
consumer's decision. Option C is also incorrect because material facts cannot be ignored.
Option D is incorrect because material facts should never be hidden from the consumer.
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6. What is a cooling-off period?
A. A time frame for pricing negotiations

B. A period allowing consumers to cancel a vehicle purchase
without penalty

C. A short break during the sales process
D. A time limit for vehicle inspections

A cooling-off period refers to a legally mandated time frame during which consumers
have the right to cancel a vehicle purchase without incurring penalties. This protection
allows buyers to reconsider their decision after the purchase, reducing the potential for
buyer's remorse and providing a safeguard against high-pressure sales tactics. In
Ontario, under certain conditions, the cooling-off period is often specific to transactions
involving motor vehicles, ensuring that consumers have time to evaluate their decision
and make sure that they're satisfied with their purchase. Understanding the concept of a
cooling-off period is vital for both consumers and professionals in the automotive
market, as it reflects a commitment to consumer rights and can enhance trust and
transparency in the buying process.

7. How should a dealership ideally handle customer
complaints?

A. By delaying the response

B. By responding with indifference

C. By addressing them promptly and respectfully
D. By insisting on a refund immediately

Addressing customer complaints promptly and respectfully is essential for maintaining a
positive relationship with clients and upholding the reputation of the dealership. Quick
and respectful responses show that the dealership values its customers and cares about
their experiences. This approach not only helps in resolving the issue more effectively
but also mitigates the likelihood of negative reviews or word-of-mouth criticism. When
customers feel heard and respected, they are often more willing to work with the
dealership to find an acceptable solution. This can lead to increased customer loyalty and
the potential for repeat business, as satisfied customers are more likely to return or
recommend the dealership to others. Moreover, addressing complaints promptly allows
the dealership to identify and rectify any underlying issues that could affect future sales
or customer satisfaction. In contrast, delaying responses, showing indifference, or
insisting on immediate refunds can exacerbate customer frustration and lead to negative
outcomes, such as lost sales and a damaged reputation.
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8. Which of the following is a type of "previous use of a
vehicle" that dealers must disclose?

A. Utility company vehicle
B. Company car
C. Police vehicle

D. Showroom display vehicle

Police vehicle is a type of "previous use of a vehicle" that dealers must disclose because it
has been previously used for law enforcement purposes, which may affect the vehicle's
condition and value. The other options, such as a utility company vehicle, company car,
and showroom display vehicle, may also have previous use but are not required to be
disclosed by dealers.

9. What must a dealer provide when selling a vehicle "as is"?
A. Warranty information
B. A report on any accidents
C. A safety standards certificate
D. A clear indication that the vehicle is being sold "as is"

When a dealer sells a vehicle "as is", they must clearly indicate that the vehicle is being
sold with no warranty or guarantees. This means that options A, B, and C are incorrect,
as they all suggest some form of protection or assurance for the buyer. A warranty would
provide coverage for certain repairs and damages, a report on accidents would give the
buyer information about the vehicle's history, and a safety standards certificate would
certify the vehicle's compliance with safety regulations. None of these are required when
selling a vehicle "as is", making option D the correct choice.

10. Which types of vehicles are not regulated by OMVIC?

A. Vehicles sold by public auctions
B. Vehicles sold by private sellers

C. Vehicles provided for free
D. Vehicles returned to manufacturers

The correct response indicates that vehicles sold by private sellers are not regulated by
OMVIC. This is because OMVIC, the Ontario Motor Vehicle Industry Council, primarily
oversees registered dealers and motor vehicle sales conducted through them. When a
vehicle is sold by a private individual, it typically falls outside OMVIC’s regulatory scope.
This means that the protections and regulations that apply to dealer sales, such as
mandatory disclosure of vehicle condition and history, do not apply to private
transactions. As a result, the buyer must take on a greater responsibility to ensure the
vehicle's reliability and legality. Other options, such as vehicles sold by public auctions,
vehicles provided for free, and vehicles returned to manufacturers, involve transactions
or circumstances where OMVIC's regulations may still play a role, as they relate to
entities that are typically under OMVIC's jurisdiction or follow different regulatory
requirements.
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