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Chapter 5 Review Quiz
1.

The amount of commission due to a salesperson is determined by
a.
b.
c.
d.

2.

Broker Juanita was accused of violating antitrust laws. She was probably accused
of
a.
b.
c.
d.

3.

not having an equal housing opportunity sign in her office window.
undisclosed dual agencies.
allocation of customers or price fixing.
dealing in unlicensed exchange services.

A real estate broker was responsible for a chain of events that resulted in the sale
of one of his client's properties. This is referred to as a
a.
b.
c.
d.

4.

state law.
the local real estate board.
negotiations with the sponsoring broker.
court decree.

pro forma.
procuring cause.
private offering.
proffered offer.

A salesperson may advertise a property for sale only if he or she
a.
b.
c.
d.

personally listed the property.
uses the employing broker's name in the advertisement.
personally pays for the advertisement.
is a member of the local real estate board.
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5.

While an agent was showing a house to a potential buyer, the agent said, "I don't
think there's a better view in the city!" Was this statement by the agent
permissible?
a.
b.
c.
d.

6.

Unless some other written agreement has been made, the broker will usually
receive the sales commission from the seller when
a.
b.
c.
d.

7.

a monthly salary or hourly wage.
company-provided health insurance.
a company-provided automobile.
negotiated commissions on transactions.

In a typical agency relationship between the broker and the client, the broker's
commission is determined by
a.
b.
c.
d.

9.

the purchaser takes possession of the property.
the seller lists the property with the broker.
the transaction is closed.
an offer is procured from a ready, willing, and able buyer.

A real estate salesperson who is an independent contractor receives
a.
b.
c.
d.

8.

Yes, and it can be best described giving facts related to the property.
Yes, and it can be best described as puffing.
No, because state law does not allow an agent to give opinions.
No, because the broker does not allow an agent to give opinions.

state law
the local real estate board.
mutual agreement.
minimums based on the property type.

Willa is a salesperson working for Broker Vic. Willa sells a $150,000 home listed
by Vic’s office. The listed commission is 6.5 percent of the selling price. Broker
Vic and Willa agreed that Willa would receive 55 percent of any commission that
he generated for the office. Willa is entitled to receive
a.
b.
c.
d.

$2,632.50.
$5,362.50.
$3,412.50.
$5,850.00.
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10.

To be entitled to collect a real estate commission, a broker need not prove that he
or she
a.
b.
c.
d.

11.

A broker lists a property for sale at $200,000 with a 5 percent commission, and he
later obtains a verbal offer to purchase the property from a prospective buyer. The
seller indicates to the broker that the offer would be acceptable if it were
submitted in writing. Before it can be put in writing, the buyer backs out and
revokes the verbal offer. In this situation, the broker would be entitled to
a.
b.
c.
d.

12.

a commission of $10,000.
only a partial commission.
no commission.
the normal rate of commission.

A landowner subdivides his acreage and offers the lots for sale. Broker Elaine
tells the landowner that she can sell the lots and the seller tells her to go ahead..
After Broker Elaine sells some of the lots, the landowner refuses to pay her a
commission. Broker Elaine can
a.
b.
c.
d.

13.

had a valid real estate broker's license.
was a procuring cause.
was employed to perform certain acts.
belonged to a real estate board.

report the landowner to the real estate licensing authorities.
file a lien against the landowner's remaining lots.
do nothing.
sue the seller based on an open listing.

Salesperson Mai finally concluded some extremely difficult negotiations that
resulted in the sale of a listed parcel of property. For all of her extra efforts, Mai
can legally demand a performance bonus from
a.
b.
c.
d.

the seller.
the buyer.
her broker.
no one.
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14.

A salesperson who is employed by a broker told a prospective buyer that the
house she was looking at is "the best house in the area." Because of this statement
a.
b.
c.
d.

15.

Antitrust laws prohibit all of the following EXCEPT
a.
b.
c.
d.

16.

property management companies standardizing their management fees.
brokers allocating markets based on the value of homes.
real estate companies agreeing not to cooperate with a broker because of
the fees that broker charges.
a broker deciding whether to join a MLS.

A broker's salesperson lists a unit for sale in a condominium building. The
salesperson in this transaction
a.
b.
c.
d.

17.

the salesperson was guilty of fraud.
the broker was guilty of fraud because the employing broker is responsible
for the actions of the salesperson.
the salesperson was engaging in puffing.
the salesperson would be guilty of fraud only if the buyer purchased the
house.

has a direct contractual relationship with the owners of the unit.
acts on behalf of the broker.
acts on behalf of the condominium association.
must find a buyer for the unit to obtain a share of the commission.

There is a spectacular house that a salesperson from Firm A has been trying for
several weeks to list for sale. The owners have been interviewing salespeople
from different firms. They tell A's salesperson that Firm B will charge 2 percent
less commission for selling the house. What should A's salesperson say to the
owner to get the listing?
a.
b.
c.
d.

Salespeople will not show Firm B's listings because of their commission
fees.
Most brokers in the area charge a standard rate of commission, including
Firm A.
Firm B cannot provide good services because they charge less.
Firm A provides excellent services to market their sellers' properties.
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18.

A licensed salesperson may not receive compensation or commission from
anyone EXCEPT
a.
b.
c.
d.

19.

his/her employing broker.
from the principal.
from any broker.
from a landlord.

The Do-Not-Call rules apply to
a.
b.
c
d.

the sale of goods or services by phone.
calls made by political organizations.
calls made by charities and religious organizations.
all of the above

20. The CAN-SPAM Act of 2003 is enforced by
a.
b.
c.
d.

the Do-Not-Call Registry.
the U.S. Department of Housing and Urban Development.
the Federal Trade Commission.
the Federal Communications Commission.

IN ILLINOIS . . .
21.
The Illinois Real Estate License Act is administered by the
a.
b.
c.
d.

22.

Illinois Real Estate Commission.
Bureau of Real Estate Professions.
Office of Professional Licensing.
Secretary of State.

Which of the following may legally collect a commission from a seller on a sale
of real estate in Illinois?
a.
A licensed broker only
b.
A licensed salesperson or broker only
c.
A licensed salesperson or broker, or an unlicensed assistant
d.
An attorney or lending officer
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23.

The Illinois court decision in Chicago Bar Association et al. v. Quinlan and
Tyson, Inc., held that
a.
b.
c.
d.

licensees have no duty to search for undisclosed latent material defects in
a property.
real estate licensees may complete preprinted forms, but not draft legal
documents.
multiple-listing services may not establish commission rates.
a broker may not pay a commission to another broker.
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