
 1

 

Real Estate Sales Associate 
Aptitude Test 

 
           What’s  your potent ia l  for  success  in  real  estate ?             
 

There  i s  no  one  true  path to  success  in  the  real  es tate  
bus iness .  There  are  as  many approaches  to  the  bus iness  as  
there  are  unique personali t ies .   But  the  one constant i s  the  
abi l i ty  to  deal  effect ively with people .   This  is  the primary 
purpose of  this  test;  to  let  you know if  you have the “people  
ski l l s”  needed to  be  successful  in  real  es tate .   Anyone can 
acquire  the  technical  ski l l s ,  such a s  writ ing contracts  and 
understanding deeds and f inancing,  through various training 
courses .   However ,  the  art  of  successful ly  deal ing with  people  
i s ,  to  a  large  degree ,  a  personal i ty  trai t  that  i s  extremely  
diff icult  to develop if  you do not have a natura l  aptitude for it  
to  begin with.    
 

(1=Rare ly ,  2=Occas iona l ly ,  3=Usua l ly ,  4=Most  o f ten ,  5=Always ) 
 

                                                               >>>>>Circ le  One<<<<< 
 
1 .   Do  I  i gnore  outs ide  negat ive     1  2  3  4  5  
influences regarding my wo rk  
and my personal  l i fe? 
 
2.   Am I careful  not to jump to   1  2  3  4  5  
conclus ions  without  gett ing the   
n e c e s s a r y  f a c t s ? 
 
3 .   Do I  of fer  he lp  and construct ive   1  2  3  4  5  
suggest ions  to  my fr iends  and/or 
c o l l e a g u e s ? 
 
4 .   Do  I  a sk  ques t ions  to  avo id     1  2  3  4  5  
misunderstandings? 
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5.  Do I  maintain a  helpful ,  fr iendly   1  2  3  4  5  
att i tude toward my fe l low workers? 

 
 
6 .   Do  I  res i s t  the  temptat ion  to    1  2  3  4  5  
prove that  I  am right  and the other  
person is  wrong? 
 
7   Do I  keep an open mind about  new   1  2  3  4  5  
i d e a s  a n d  s u g g e s t i o n s ? 
 
8 .   Do  I  es tabl i sh  wri t ten  goals  and    1  2  3  4  5  
Str ive  to  achieve  them?  
 
9 .   Do I  plan each day’s  work with    1  2  3  4  5  
a  “ to -do”  l i s t  and s t ick  to  i t?  
 
10 .   Do I  try  to  mainta in  a  pos i t ive     1  2  3  4  5  
mental  at t i tude? 
 
11 .   Am I  the  type  of  person that     1  2  3  4  5  
s tr ives  to  keep  up  wi th  the  la tes t   
techniques and information relat ing  
to  my profess ion?  
 
12 .   Am I  the  type  of  person that     1  2  3  4  5  
a t tempts  to  take  care  o f  potent ia l   
problems before  they happen?  
 
1 3 .   D o  I  consc ious ly  try  to      1  2  3  4  5  
remember people’s  names  when  
I  meet  them for  the  f irs t  t ime? 
 
14 .   Do  I  fee l  comfortable  dea l ing    1  2  3  4  5  
wi th  people  of  a  d i f ferent  race , 
nat ional i ty ,  re l ig ion or  age group?  
 
15 .   Do  I  f ind  i t  easy  to  re lax  when   1  2  3  4  5  
I  am with s trangers? 
 
16 .   Do I  re turn te lephone  ca l l s  and   1  2  3  4  5  
keep appointments  in  a  t imely manner?  
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I7 .   Do  I  usual ly  fee l  ca lm and    1  2  3  4  5  
comfor tab le  a t  soc ia l  events? 
 
18 .   Do  I  enjoy  ta lk ing  to  people     1  2  3  4  5  
even i f  I  don’ t  know them well? 
 
19 .   Do  I  enjoy  meet ing  new people?  1  2  3  4  5  
 
20 .   Can  I  a t tend  casua l  ge t- toge thers    1  2  3  4  5  
at  which both sexes  are  present  without   
f e e l ing  nervous  or  t ense? 
 
21 .   Do  I  make  new fr i ends  eas i ly?    1  2  3  4  5  
 
22 .   Am I  usual ly  at  e ase  when  I  am   1  2  3  4  5  
with a group of people I  don’t   know?  
 
23 .   Do I  enjoy  be ing  around people    1  2  3  4  5  
most  o f  the  t ime? 
 
24 .   Do I  fee l  re laxed when I  am ta lk ing   1  2  3  4  5  
wi th  a  s tranger  over  the  te lephone? 
 
25 .  Do  I  usua l ly  f ee l  re laxed  when   1  2  3  4  5  
I  meet  someone  for  the  f i r s t  t ime? 
 
26 .   Can I  be  introduced to  people     1  2  3  4  5  
wi thout  fee l ing  tense  and nervous? 
 
27 .   Can I  enter  a  room ful l  of  s trangers   1  2  3  4  5  
without  fee l ing  conspicuous? 
 
28.   Do I  decide what  I  want  in  l i fe ,  the n  1  2  3  4  5  
go  a f ter  i t?  
 
29.   Am I  comfortable  talking to  my   1  2  3  4  5  
superiors  at  work? 
 
30.   Can I  be  with a  group of  people    1  2  3  4  5  
wi thout  fee l ing  on  edge? 
 
31.   Can I  deal  with an obnoxious    1  2  3  4  5  
person  wi thout  revea l ing  the  s tress   
I ’m under?  
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32 .   Do  I  enjoy  ta lk ing  to  people  a t    1  2  3  4  5  
part ies  or  soc ia l  gather ings? 
 
33 .   Do  I  eas i ly  adjust  to  changing     1  2  3  4  5  
s i tuat ions  when working with people? 
 
 
34 .   Do  I  take  respons ib i l i ty  for   1  2  3  4  5  
introducing people  to  each other?  
 
35.   Can I  deal  with formal  social     1  2  3  4  5  
occasions without  feel ing awkward?  
 
36 .   Do  I  usua l ly  go  to  whatever  soc ia l   1  2  3  4  5  
engagements  I  have  scheduled?  
 
37 .   Do I  f ind i t  easy  to  re lax  and work   1  2  3  4  5  
with other  people  even when their  s oc ia l   
s tatus  i s  d i f ferent  from mine? 
 
38.   Do I  take the  t ime to  bui ld  rapport   1  2  3  4  5  
and engage  in  a  l i t t le  fr iendly  ta lk   
be fore  ge t t ing  down to  bus iness? 
 
39 .   When  someone  e l se  i s  ta lk ing ,  do   1  2  3  4  5  
I  show genuine interest  in  what  that   
person i s  say ing?  
 
40 .   Am I  sens i t ive  to  o ther  people  and   1  2  3  4  5  
the i r  f ee l ings? 
 
41 .   Am I  conf ident  that  things  are  going   1  2  3  4  5  
to  work out  the  way I  des ire? 
 
42 .   When  someone  e l s e  i s  t a lk ing ,    1  2  3  4  5  
do I  l isten without interrupting? 
 
4 3 .   D o  I  use  p la in  s imple  language ,    1  2  3  4  5  
and  avo id  e so ter ic  t erms  un les s  they 
a r e  n e c e s s a r y ?  
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44.   Do I  mainta in  proper  eye      1  2  3  4  5  
contact  with the person to  whom 
I’m speaking?  
 
45 .   Do  I  l i s ten  to  what  the  other     1  2  3  4  5  
person i s  say ing  and try  to  see  th ings  
from his or her point of  view?  
 
46 .   Do I  s tay  on track when I ’m    1  2  3  4  5  
communicating,  or do I  wander off  
the  subject?  
 
47 .   Do I  watch for  nonverbal  s ignals   1  2  3  4  5  
that  are  sometimes  more important  than 
 what  the  speaker  i s  ac tual ly  say ing?  
 
48 .   Do you think your personal     1  2  3  4  5  
grooming and dress  matters  to  a   
prospect ive  customer?  
 
49 .   Do you fee l  comfortable  wi th     1  2  3  4  5  
the idea of working with a minimum  
of  d irect  supervis ion?  
 
50 .   Would you be  sat is f ied with  a job   1  2  3  4  5  
where your income is  based whol ly  
on your own skil ls ,  hard work,  and  
dedicat ion?  
 
                                                         Tota l  Score :    
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Score  Evaluat ions  
 
  050 -124   This  score  indicates  that  your apt i tude for    
     rea l  s ta te  sa les  i s  very  l imi ted  and you would   
     probably  be  bet ter  of f  se lect ing  another  f ie ld   
     o f  endeavor .  
 
     125 -149   You need to  work on your  overal l  sa les  sk i l l s  and  
     apply  considerable  ef fort  to  improve your   
     c o m p e t e n c e ,  s e lf -assurance ,  and at t i tude  before   
     cons ider ing  rea l  e s ta te  as  a  career  f i e ld .  
 
  150 -174   You show a fa ir  apt i tude toward the  real  estate   
     bus iness .   Your  scores  indicate  that  you  have  the   
     capabi l i ty  to  improve your people  ski l l s  and,  with  
     de terminat ion ,  can  become an  e f fec t ive  sa le s   
     a s s o c i a t e . 
 
  175 -199   Your people  ski l l s  are  good and your att i tude and  
     sa les  sk i l l s  are  we l l  above  average .   Your  apt i tude  
     for  the  f i e ld  o f  rea l  e s ta te  i s  exce l l ent .   You   
     should have  no  problems in  becoming a  success fu l  
     s a l e s  a s s o c i a t e . 
 

200 -250  Your at t i tude  i s  exce l lent  and you have  outstanding 
people  sk i l l s .   Your  potent ia l  in  rea l  e s ta te  i s  
unl imited.   Your future is  extremely promising.  

 


