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______________________________________________________________________________________________________________________ 

 
 1. Once REALTORS® are conferred the SRES designation, is there anything they need to do  on an   
  ongoing basis to use the designation? 
 
  A.  Yes, they need to retake the SRES® Designation Course each year to continue to use the   
   designation. 
  B.  Yes, each year they must submit proof that they represented a minimum of 10 buyers 
   or sellers aged 50+ years. 
  C.  Yes, REALTORS® with the SRES® designation must maintain membership with the 
   SRES® Council and the Canadian Real Estate Association. 
  D.  No, there are no ongoing requirements.  
 

 2. It is important for real estate professionals to understand generational commonalities and  
  differences because this awareness: 
 
  A.  guarantees that real estate professionals have complied with provincial regulations. 
  B.  gives real estate professionals insight into the needs and preferences of their clients. 
  C.  explains how much compensation real estate professionals can charge for their services. 
  D.  indicates whether or not a seller client is amenable to a price change.  
 

 3. Which generational grouping is the largest demographic of consumers aged 50+? 
 
  A.  Baby Boomers 
  B.  G.I. Generation 
  C.  Silent Generation 
  D.  Mature Generation  
 

 4. Which of the following statements is generally TRUE about the Canadian elder population? 
 
  A.  Older people are more likely to be victims of crime than young people. 
  B.  Families “dump” their aging relatives into nursing homes. 
  C.  The elderly have far fewer close friends and relationships than younger people do. 
  D.  The elderly have interests and experiences as diverse as their younger peers.  
 

 5. Which of the following physical aspects of aging would affect how services are provided to 
  elderly clients? 
 
  I. Low Vision 
  II. Hearing impairment 
  III. Mild cognitive impairment 
 
  A.  I only 
  B.  II only 
  C.  I and II 
  D.  I, II, and III 
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 6. Real estate professionals who strive for face-to-face communication, address clients as “Mr.” and  
  “Mrs.”, and are on time for all appointments will appeal MOST to which generation? 
 
  A.  Millennials 
  B.  Matures 
  C.  Baby Boomers 
  D.  Generation X  
 

 7. A distinguishing characteristic of the Baby Boomer generation is a dislike for: 
 
  A.  technology. 
  B.  active lifestyles. 
  C.  strict rules. 
  D.  too many choices.  
 
 
 8. What makes working with 50+ buyer and seller clients different from working with other clients? 
 
  A.  All sellers aged 50+ want to downsize, unlike their younger peers. 
  B.  Buyers aged 50+ typically make much smaller down payments than their peers. 
  C.  Buyers aged 50+ typically make much smaller down payments than their peers. 
  D.  It may have been a long time for 50+ buyers and sellers since the last real estate 
   transaction and the home sale/purchase may be the result of a major life event. 
 

 9. Why is it important to consider the characteristics of Gen X and Gen Y when working with clients 
  And customers in the age 50+ market? 
 

A. They are the children of mature and baby boomers and may be involved in their  
 parents’ real estate decisions.  

  B.  They usually need more “hand-holding” to get through a real estate transaction. 
  C.  They prefer to handle all of the transaction paperwork on their own. 
  D.  They tend to be low tech/high touch in their communications.  
 

 10. The sandwich generation refers to people who: 
 

A. are dependent on their aging parents for housing and financial support.  
B. are more likely to live in a “sandwich house” that is built specifically for two adults 
 and one child. 
C. are better at saving money on household expenses, including food and dining out,  
 than their mature generation peers. 
D. are caring for their aging parents while at the same time supporting their own children.  
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 11. The popularity of multigenerational homes in part is due to: 
 
  A.  the ability of three generation from the same family to live together. 
  B.  the rising cost of living. 
  C.  the changing ethnocultural composition. 
  D.  All the above. 
 

 12. Which of the following are examples of aging in place? 
 
  I.  A couple making their ranch home wheelchair accessible to accommodate the husband’s  
   changed physical status 
  !!.  A man selling his house and buying a nearby townhome, which is easier to maintain 
   and is still located in the community 
  !!!.  A widow selling her house and moving across the country to buy her dream home, even 
   though it is nowhere near family or needed support services 
 
  A.  I and II 
  B.  II only 
  C.  I and II 
  D.  I only 
 

 13. Aging in place can be defined as which of the following? 
 
  A.  Remaining in current residence 
  B.  Staying in the community in a different residence 
  C.  Relocating for a last time 
  D.  All of the above 
 

 14. Regarding aging in place, the acronym SAFE means: 
 
  A.  Simplistic, Amenable, Form, Event. 
  B.  Safety, Access, Fits needs, Ease of use. 
  C.  Skill, Acclimate, Free, Effect. 
  D.  Support, Architecture, Frame, Electricity. 
 

15. Which of the following products reflect standards of universal design? 
 
  A.  Products that are simple and intuitive 
  B.  Products that require repetition and a lot of sustained effort to use 
  C.  Products that can only be used by people who are able bodied 
  D.  Products that cannot be adapted by users 
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16. Which of the following home features can help to adapt a home for aging in place? 

 
  A.  Built-in microwave at eye level 
  B.  Electrical outlets at baseboard level 
  C.  A galley (narrow) kitchen 
  D.  Lever door handles 
 

 17. Retirement and home ownership are often described in four stages: (1) upsize,  
  (2) downsize, (3) half-back, and (4) last home. The term half-back refers to: 
 
  A.  living in an assisted-living facility for half of the year. 
  B.  selling their home and moving into a condo that is roughly half its size. 
  C.  getting roommates and sharing half of the living expenses. 
  D.  moving halfway back to a location closer to family. 
 

 18. Active adult communities are available in a variety of formats, including: 
 
  I.  single-family homes. 
  !!.  townhomes. 
  !!!.  mobile homes. 
 
  A.  I only 
  B.  I, II, and III 
  C.  I and II 
  D.  II only 
 

 19. Seniors-only apartments are a good choice for older adults who: 
 
  A.  need daily skilled nursing care. 
  B.  have been diagnosed with dementia or Alzheimer’s. 
  C.  can take care of themselves. 
  D.  want to be assured of health care as chronic conditions worsen. 
 

 20. When a buyer-client asks to see homes in an age-restricted community, the real 
   estate professional should do which of the following? 
 
  A.  Ask to see a driver’s license to verify age eligibility. 
  B.  Refuse to show the property if the client will not show proof of age. 
  C.  Ask the clients to sign a statement attesting to eligibility. 
  D.  Inform the client that buyers must comply with age restrictions. 
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 21. Evaluation of the ability to perform activities of daily living is helpful in determining: 
 
  A.  the need for assistance. 
  B.  if home upkeep is affordable. 
  C.  eligibility for age-restricted housing. 
  D.  the need for help in understanding legal documents. 
 

 22. Which one of the following would NOT be considered an Activity of Daily Living (ADL)? 
 
  A.  Eating 
  B.  Balancing a check book 
  C.  Getting into or out of bed 
  D.  Taking a bath or shower 
 

23. Mature adults may experience a number of obstacles that make it difficult to get rid of unnecessary  
  belongings and transition to a different housing option or arrangement. Those obstacles include: 
 
  A.  having a wide support network to make the transition. 
  B.  coming to terms with one’s age and physical capabilities. 
  C.  the fear of making a wrong decision that can’t be reversed. 
  D.  gaining a clear understanding of the tasks involved in selling and moving. 
 

 24. Of the following individuals described below, an assisted living facility is BEST suited for: 
 
  A.  Edith, who is in good health and ready to downsize and who can live on her own. 
  B.  Frank and Anna, who like to travel the country by RV but want to keep a home base. 
  C.  Irene, who experienced a serious stroke and requires round-the-clock medical care. 
  D.  Sam, who is ambulatory (can walk on his own) but needs help with cooking meals and   
   housekeeping. 
 

 25. Which of the following is specifically designed to offer increasing levels of care at one location as the  
  needs of the resident change? 
 
  A.  Active adult community 
  B.  Continuing care retirement community 
  C.  Hospice care 
  D.  Senior day care center 
 
 
 26. The Canada Health Act standards include which of the following: 
 
  A.  Public administration 
  B.  Universality 
  C.  Portability 
  D.  All of the above 
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 27. Which of the following statements about reverse mortgages is TRUE? 
 
  A.  The bank winds up owning the property. 
  B.  The lender could foreclose if payments are missed. 
  C.  The borrower must complete a financial assessment. 
  D.  The borrower could owe more than the house is worth. 
 

 28. Which of the following statements is NOT true regarding reverse mortgages? 
 
  A.  It allows seniors to convert a portion of their existing home equity into cash. 
  B.  Received payments are considered taxable income. 
  C.  Reverse mortgages can be used to renovate a home so the senior may age in place. 
  D.  The reverse mortgage has been rebranded and is now called the CHIP reverse mortgage.  
 

 29. Reverse mortgages are NOT ideal for: 
 
  A.  refinancing. 
  B.  making investments that carry a lot of risk and where the rate of return is less than the total  
   annual loan cost of the reverse mortgage. 
  C.  postponing drawing OAS and/or CPP. 
  D.  paying for medical expenses or long-term care insurance. 
 

 30. Which of the following are taxed at the highest rate? 
 
  I.   Interest income 
  II.   Dividend income from foreign companies 
  III.  Capital gains income 
 
  A. I only   
  B.  II only 
  C.  I and II 
  D.  All of the above 
 

 31. Individuals qualify for OAS benefits when they are: 
 
  A.  55 years and older and have lived in Canada for at least 10 years. 
  B.  60 years and older and have lived in Canada for at least 10 years. 
  C.  60 years and older and have lived in Canada for at least 15 years. 
  D.  65 years and older and have lived in Canada for at least 10 years. 
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 32. At what age must Canadians officially collapse their RRSPs? 
 
  A.  60 
  B.  65 
  C.  71 
  D.  55 
 

 33. Strategies for avoiding probate do NOT include: 
 
  A.  naming a beneficiary. 
  B.  transferring assets to a power of attorney. 
  C.  owning real estate jointly. 
  D.  gifting. 
 

 34. Real estate professional Kate is the listing agent for Rose, a recent widow who needs to sell her home.  
  Three weeks into the listing agreement, Kate receives a call from Rose’s grandson Ben. Ben explains that 
  he should be the primary decision maker in the real estate transaction. He also asks for confidential  
  information, including who is on the title for Rose’s home. Of the choices below, what is the BEST way  
  for Kate to respond?  
 
  A.  Go ahead and share the confidential information. 
  B.  Place a phone call to Rose and encourage her to choose a different family member to assist in  
   the transaction. 
  C.  Tell Ben bluntly that the real estate transaction is none of his business. 
  D.  Explain tactfully that Rose is her client and that she would need Rose’s permission in writing  
   before she could share confidential information with Ben. 
 

 35. Real estate professional Matthew is the listing agent for Harold who wants to sell his home so that he  
  can move in with his eldest daughter and her family. Two months into the listing agreement, Harold is  
  agitated that his house hasn’t sold. He tells Matthew that he wants to get rid of the home and instructs  
  him to slash the price so that it is $50,000 less than its current market value. Harold is insistent. Of the  
  choices below, what is the BEST way for Matthew to respond? 
 
  A.  Explain in writing that the price change would result in the property being listed $50,000 below  
   market value, provide a CMA showing the current value, and request that Harold sign the CMA  
   to acknowledge the below market price. 
  B.  Refuse to change the price of the property. 
  C.  Explain that it would be best if Harold contracted with a different listing agent. 
  D.  Slash the list price even further so that Harold can unload the property as quickly as possible. 
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 36. Which of the following authorizes a person to act as legal representative for another and make binding  
  decisions in medical, legal and financial matters? 
 
  A.  Ethical will 
  B.  Living will 
  C.  Probate 
  D.  Power of attorney 
 

 37. The personal representative identified in a will as responsible for carrying out the instructions and  
  wishes of the deceased, including making sure heirs receive inheritances is called: 
 
  A.  proxy. 
  B.  qualified intermediary. 
  C.  financial planner. 
  D.  executor. 
 

 38. If your seller-client dies during the term of a listing agreement, can you continue to market and sell the  
  property? 
 
  A.  Yes, in all instances. 
  B.  No, the authority to market and sell the property typically terminates. 
  C.  Yes, assuming you reduce the terms of the compensation by 50 percent. 
  D.  Yes, provided the managing broker or broker of record approves. 
 

 39. Guy and Marlene want to find a professional who can help them plan ahead for life transitions like long- 
  term care and estate planning as well as creating a trust fund to provide care for their disabled son.  
  Which of the following professionals should Guy and Marlene seek out? 
 
  A.  A lawyer affiliated with CCEL 
  B.  Certified Public Accountant 
  C.  Senior move specialist 
  D.  Real estate broker 
 

 40. The acronym FORD stands for: 
 
  A.  Family and friends, Occupation, Recreation and hobbies, Dreams and goals. 
  B.  Features, Objectives, Reward, Deed. 
  C.  Future, Others, Risk, Discipline.  
  D.  Forward, Operative, Reality, Diplomacy. 
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 41. Which of the following questions would be asked by a real estate professional who is using the FORD  
  model during a buyer-client counseling session? 



 
  A.  How old is your current house? 
  B.  Do you enjoy golf? 
  C.  How much are the real estate taxes on this property? 
  D.  Would you like to know more about our services? 
 

 42. If an elderly client’s home does not show well because of too much bric-a-brac, which of the following  
  would be an appropriate action? 
 
  A.  Refuse to show the house until all mementos are out of sight. 
  B.  Personally remove all of the bric-a-brac. 
  C.  Offer to arrange assistance with packing some of the items. 
  D.  Recommend psychiatric counseling for hoarding behavior. 
 

 43. If a real estate professional witnesses elder abuse, a good course of action is to: 
 
  A.  ignore the situation. 
  B.  ask the elder, “Who is hurting you?” 
  C.  report it to the appropriate authority. 
  D.  confront the abuser and tell him or her to stop it. 
 

 44. When Sarah called to check up on her elderly aunt Claire, her aunt asked Sarah for help in sending in her 
  old paper Social Insurance Number card for replacement with a new electronic chip-enabled care. What  
  should Sarah do? 
 
  A.  Warn her aunt not to do it because it is a scam. 
  B.  Offer to drive her aunt to the post office. 
  C.  Suggest that her aunt run her old card through a shredder before sending it. 
  D.  Recommend that her aunt use priority mail for a quick turn around on a new card. 
 

 45. Which of the following marketing approaches is likely to backfire on you when working with 50+ buyers  
  and sellers? 
 
  A.  Valuing positive word-of-mouth marketing 
  B.  Employing high-pressure sales tactics 
  C.  Abandoning the one-size-fits-all approach and tailoring your approach instead for your market  
   demographic  
  D.  Exercising sensitivity to issues of aging 
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 46. Real estate broker Louise is evaluating her firm’s promotional budget; the cost of direct mail keeps  
  increasing and she needs to prioritize expenditures. If Louise wants to continue to reach seniors in her  
  market, would it be a good idea to eliminate direct mail? 
 
  A.  Yes, most seniors throw away direct mail without reading it. 



  B.  Yes, most seniors are on Facebook now. 
  C.  No, but limit mailings to past clients. 
  D.  No, older adults tend to read the flyers and brochures they receive in the mail. 
 

 47. An advantage of presenting a real estate seminar for prospects in the 50+ age group is: 
 
  A.  attendees can get acquainted with you before making a commitment. 
  B.  attendance establishes a first-contact client relationship. 
  C.  the host organization will likely be willing to endorse your company’s service. 
  D.  It’s an opportunity to drive traffic to your company’s website. 
 

 48. When scheduling a real estate seminar, a location to AVOID is a: 
 
  A.  bank community room. 
  B.  public library. 
  C.  community centre. 
  D.  real estate office. 
 

 49. Which of the following would be good to include on a Website to show that a real estate professional  
  specializes in serving older home buyers and sellers? 
 
  A.  Home weatherization topics 
  B.  Websites and phone numbers for utility companies 
  C.  Lists of stores, restaurants, entertainment venues, and services that offer senior discounts 
  D.  Ratings for area schools 
 

 50. When selecting other professionals to be part of a “Senior Specialist Team”, the real estate professional  
  should consider: 
 
  A.  only selecting professionals from firms that have the AARP stamp of approval. 
  B.  selecting businesses that are operated by other seniors. 
  C.  asking for a kickback on service fees. 
  D.  personally interviewing potential team members. 
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