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1. When and to whom should you show the prior owner's
odometer statement?

A. To all prospective customers before sale

B. To the first customer who requests it

C. After the purchase agreement is signed

D. Only if the odometer reading is questionable

2. What do mandatory disclosures in vehicle sales refer to?
A. Legally required information presented to the buyer
B. Optional upgrades available for the vehicle
C. Disclosures about the dealership's history
D. Information regarding financing options

3. When should you tell a customer about flood damage?
A. Always

B. Only if the customer asks

C. When the damage affects the car's performance
D. When negotiating the price

4. Can the customer cancel the vehicle purchase contract
during the "cooling off" period?

A. Only if they pay a penalty
B. Yes

C. No

D. Only with dealer consent

5. Which of the following must dealerships disclose as
"material history" about a vehicle?

A. The information is important to any reasonable person
B. The buyer asks about it

C. The dealership knows the information would be important to
the buyer

D. All of the above
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6. What is the primary duty of a motor vehicle salesperson?
A. To manage inventory for the dealership
B. To sell vehicles and assist customers
C. To provide mechanical services
D. To perform financial audits

7. Where should an "as-is" sale be clearly identified if the

dealership is not providing any warranty protection for the
customer?

A. On the vehicle's window sticker
B. On the vehicle's title

C. On the salesperson's business card
D. On the purchase contract

8. When can the dealer cancel the prelease agreement?

A. If the customer's credit is not approved by the sales finance
company loaning money for the lease

B. If the customer changes their mind
C. If the vehicle is available earlier than expected
D. If the customer requests additional features

9. When can a customer refuse delivery of a vehicle and
cancel the contract without penalty?

A. When delivery of the vehicle cannot be made within 15 days
after the anticipated delivery date stated on the contract

B. When the dealer does not offer a discount
C. When the color of the vehicle is not available
D. When the dealership is closed on the delivery date

10. What is the primary purpose of the Wisconsin Motor
Vehicle Salesperson Manual?

A. To provide guidelines and regulations for selling motor
vehicles

B. To serve as a reference for vehicle models and features
C. To outline best practices for customer service
D. To list all types of motor vehicles available in Wisconsin

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



Answers

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



>rERT AP P>

o
>

)

NORNAUTARWN -

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



Explanations
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1. When and to whom should you show the prior owner's
odometer statement?

A. To all prospective customers before sale

B. To the first customer who requests it
C. After the purchase agreement is signed
D. Only if the odometer reading is questionable

The prior owner's odometer statement should be shown to all prospective customers
before the sale to ensure transparency and provide accurate information about the
vehicle. Showing it only to the first customer who requests it (B), or after the purchase
agreement is signed (C), may seem suspicious and can raise doubts about the odometer
reading. The statement should also be shown even if the reading is not questionable (D)
to establish trust with customers and avoid any potential legal issues.

2. What do mandatory disclosures in vehicle sales refer to?

A. Legally required information presented to the buver

B. Optional upgrades available for the vehicle
C. Disclosures about the dealership's history
D. Information regarding financing options

Mandatory disclosures in vehicle sales refer to legally required information presented to
the buyer. This encompasses essential details that the seller must provide to ensure
transparency and protect consumers from misleading practices. Such disclosures can
include information about the vehicle's history, warranty, condition, and any known
defects. The purpose of these disclosures is to ensure that the buyer is fully informed
about what they are purchasing, allowing them to make educated decisions and
promoting ethical sales practices within the industry. In contrast, the other options
address non-mandatory aspects of vehicle sales. Upgrades, dealership history, and
financing options are all important considerations when purchasing a vehicle, but they
do not carry the same legal responsibility as mandatory disclosures. This distinction is
crucial for both sales professionals and consumers to understand, as it highlights the
significance of compliance with legal requirements in the sales process.

3. When should you tell a customer about flood damage?

A. Always
B. Only if the customer asks

C. When the damage affects the car's performance
D. When negotiating the price

Telling a customer about flood damage is important for transparency and trust in the
customer-business relationship. Always informing the customer allows them to make an
informed decision and avoids any misunderstandings or legal issues in the future. Option
B of only telling the customer if they ask may be seen as deceitful or trying to hide
something, and can damage the business's reputation. Option C only mentions when the
damage affects performance, but flood damage can also have long term effects on the
car's safety and reliability, making it important for the customer to know. Option D of
only mentioning flood damage when negotiating the price can be seen as manipulative
and can lead to legal issues. Therefore, the best approach is to always inform the
customer about flood damage.
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4. Can the customer cancel the vehicle purchase contract
during the "cooling off" period?

A. Only if they pay a penalty
B. Yes
C. No
D. Only with dealer consent

In Wisconsin, once a vehicle purchase contract is signed, there is generally no mandatory
"cooling off" period that allows a consumer to cancel the purchase without consequences.
The law does not provide for an unconditional right to cancel a vehicle purchase contract
after it has been executed. This means that once the buyer has finalized the agreement,
they are typically bound by its terms and cannot simply choose to withdraw from the
contract just because they may have a change of heart. It is essential for buyers to
understand that vehicle sales are not subject to cooling-off periods as seen in other types
of consumer purchases, such as door-to-door sales or certain types of services. The
commitment made in a vehicle contract is designed to ensure both parties uphold their
obligations, leading to a binding agreement right from the moment of signing. This
clarity helps protect both the dealer and the customer, making the sales process more
transparent and secure. Therefore, the correct understanding reflects that a customer
cannot cancel the vehicle purchase contract merely during a "cooling off" period since
such a provision does not exist under general vehicle sales laws in Wisconsin.

5. Which of the following must dealerships disclose as
"material history" about a vehicle?

A. The information is important to any reasonable person
B. The buyer asks about it

C. The dealership knows the information would be important to
the buyer

D. All of the above

Dealerships are required to disclose "material history" about a vehicle because this
information is crucial for potential buyers to make informed decisions. The concept of
material history encompasses various important factors concerning a vehicle's condition,
history, and any events that may affect its value or performance. The rationale for
disclosing information deemed important to any reasonable person stems from the idea
that transparency fosters trust. Buyers should be aware of essential details, such as
accidents, prior ownership, mechanical issues, or any title problems, as these aspects
could influence their purchasing decision. If any of these factors are not disclosed, it may
lead to dissatisfaction, claims of misrepresentation, or even legal consequences for the
dealership. Furthermore, if a buyer specifically inquires about certain information, it
becomes critical for the dealership to provide honest and complete answers. This
requirement ensures that the buyer gets the necessary information to understand the
risks associated with their purchase fully. Lastly, if a dealership knows that certain
information would be important to the buyer, it must disclose that as well. This
requirement emphasizes the dealership's obligation to act in the best interests of the
buyer, thereby promoting ethical sales practices within the industry. The combination of
these principles reveals that all aspects of disclosure—importance to any reasonable
person, buyer inquiries
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6. What is the primary duty of a motor vehicle salesperson?
A. To manage inventory for the dealership
B. To sell vehicles and assist customers

C. To provide mechanical services
D. To perform financial audits

The primary duty of a motor vehicle salesperson is to sell vehicles and assist customers.
This role centers around facilitating the sales process by actively engaging with potential
buyers to understand their needs, provide them with relevant information about the
vehicles, and guide them through the purchasing process. The salesperson acts as a
critical intermediary, ensuring that customers feel informed and supported while making
significant decisions regarding the purchase of a vehicle. This includes demonstrating
vehicle features, discussing pricing and financing options, and addressing any questions
or concerns the customers may have. While inventory management, mechanical services,
and financial audits are essential aspects of running a dealership, they fall outside the

core responsibilities of a salesperson. The focus is firmly on customer interaction and
sales efficacy.

7. Where should an "as-is" sale be clearly identified if the

dealership is not providing any warranty protection for the
customer?

A. On the vehicle's window sticker

B. On the vehicle's title

C. On the salesperson's business card
D. On the purchase contract

In an "as-is" sale, the dealership is not offering any warranty protection for the customer.
Therefore, it is important for the dealership to clearly disclose this information to the
customer. The most appropriate place to do so would be on the purchase contract, where
all the terms and conditions of the sale are documented. Option A, the vehicle's window
sticker, is used to display the price and features of the vehicle and is not typically used
for legal disclosures. Option B, the vehicle's title, is a legal document that proves
ownership and does not typically contain disclosure information. Option C, the
salesperson's business card, is used for contact information and does not typically
contain information about the sale terms. Overall, the most appropriate and legally
binding place to clearly identify an "as-is" sale would be on the purchase contract.
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8. When can the dealer cancel the prelease agreement?

A. If the customer's credit is not approved by the sales finance
company loaning money for the lease

B. If the customer changes their mind
C. If the vehicle is available earlier than expected
D. If the customer requests additional features

Car dealerships typically have a prelease agreement with a sales finance company that
allows customers to lease a vehicle. This agreement is contingent upon the customer's
credit being approved by the sales finance company. Therefore, if the customer's credit is
not approved, the dealership is no longer able to offer the prelease agreement and may
need to cancel it. This option is the only one that directly relates to the agreement being
nullified due to circumstances outside of the customer's control. Options B, C, and D
would not cause the prelease agreement to be cancelled by the dealer.

9. When can a customer refuse delivery of a vehicle and
cancel the contract without penalty?

A. When delivery of the vehicle cannot be made within 15 days
after the anticipated delivery date stated on the contract

B. When the dealer does not offer a discount
C. When the color of the vehicle is not available
D. When the dealership is closed on the delivery date

A customer can refuse delivery of a vehicle and cancel the contract without penalty when
the delivery cannot be made within 15 days after the anticipated delivery date stated on
the contract. This option allows the customer to cancel the contract if the dealership
does not deliver the vehicle within the agreed upon timeline. The other options, B, C, and
D, do not necessarily affect the delivery of the vehicle and therefore would not warrant
canceling the contract without penalty. For example, if the customer refuses delivery
because the dealership does not offer a discount, they would still be responsible for any
penalties outlined in the contract. Additionally, the color availability and dealership
hours do not directly impact the delivery of the vehicle. Therefore, option A is the only
correct answer as it provides a valid reason for canceling the contract without penalty.
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10. What is the primary purpose of the Wisconsin Motor
Vehicle Salesperson Manual?

A. To provide guidelines and regulations for selling motor
vehicles

B. To serve as a reference for vehicle models and features
C. To outline best practices for customer service
D. To list all types of motor vehicles available in Wisconsin

The primary purpose of the Wisconsin Motor Vehicle Salesperson Manual is to provide
guidelines and regulations for selling motor vehicles. This manual serves as a vital
resource for salespersons, detailing the legal framework, ethical considerations, and
professional standards required in the motor vehicle sales industry. It encompasses
important aspects such as licensing requirements, record-keeping practices, and
compliance with state laws related to vehicle sales. By focusing on these guidelines, the
manual aims to ensure that salespersons operate within the law and uphold the integrity
of the sales process, fostering consumer trust and promoting fair practices in the
marketplace. While other options may touch on aspects relevant to motor vehicle sales,
they do not encapsulate the primary focus of the manual. For instance, providing
information on vehicle models and features or outlining best practices for customer
service would be supportive resources but are not the main objective. Similarly, listing all
types of motor vehicles available would serve as a reference guide but lacks the
regulatory emphasis that underpins the manual’s core purpose.

Sample study guide. Visit https://wisconsinmotorsales.examzify.com for the/faNiGiG995i80 | Page 12



