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Myths We Hear About Who is Buying and Why

Gen Y want to rent 
and are renters   

(or live w/mom & 
dad forever)

Exodus from the 
suburbs and into 

the city

Baby Boomers 
downsizing and 

swarming Florida



“Just the Facts, Ma’am”

By 2045 majority-
minority country

Millennials have 
overtaken Baby 

Boomers

Kindergarteners 
today more likely 
to be a minority
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Profile of  Home Buyers and Sellers

Rise in Household Income
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No Longer…All the Single Ladies

Profile of  Home Buyers and Sellers
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First-time Buyers Under Historical Norm

Profile of  Home Buyers and Sellers

Historical norm is 40% among primary residence buyers
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Millennials Pulled in All Directions

Flat 
wages

Student loan 
debt 

Rise in 
rents

Rise in 
home 
prices



Affordability Problems Increasing

80% homeowners believe good 
time to buy vs 62% of renters

60% think it would be difficult 
to qualify for a mortgage

West region, renters, younger, 
and under $50,000 HH income



Competition is Unavoidable

Primary 
Home 

Buyers, 
65%

Investors, 
19%

Vacation 
Buyers, 16%

2016 Investment and Vacation Home Buyers Survey 



Student Loan Debt
(in $billion)

0

200

400

600

800

1000

1200

1400



Rise in Tuition Outpacing: Medical, Rent, CPI
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Among Non-Homeowners: Student Debt 

Delay from Home Purchase
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2016 Student Loan Debt and Housing Report



Among Homeowners: Debt Delaying from 

Selling and Buying Another Home

% 10% 20% 30% 40%

Yes, underwater-student loan debt limited
ability to pay more on home

Yes, problems w/ student loans have
impacted credit for for a future mortgage

Yes, too expensive to move & upgrade to a
new home

No, student loan debt did not delay selling
home

Don't know

6%

7%

18%

33%

36%

2016 Student Loan Debt and Housing Report



8 in 10 renters want to own—
9 in 10 of  renters under the age of  34 want to own 

Why Renters 
Don’t Currently 

Own

Can’t afford 
to buy

Currently 
need 

flexibility

Don’t want 
responsibility

What Would   
Cause Renter to 

Buy

Lifestyle such 
as: marriage/ 
start a family

Improvement 
in financials

Desire to 
settle down in 
one location

Housing Opportunities and Market Experience (HOME)



But…

Gen Y is the largest cohort of  

home buyers for the 

3rd consecutive year

Profile of  Home Buyers and Sellers



Desire of  Gen Y to Buy is Still Present

Fannie Mae, 2013 Demand Institute Housing and Community Survey 

59% of young renters (18 to 39) believe owning a home makes 
more sense

73% of young renters also believe it would be difficult to get a 
mortgage today

75% believe home ownership is an important long-term goal 

73% believe ownership is an excellent investment

64% of  first-time buyers bought 

a home for the pure desire of  

owning a place of  their own

2015 Profile of  Home Buyers and Sellers



Share of  Home Buyers with Student Loan Debt
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Typical Amount of  Student Debt of  Home Buyers
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BORING Chart: Age of  First-Time Buyers 

NAR Profile of  Home Buyers and Sellers 
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Where to go?

Pew Research, Federal Reserve Bank of  New York

57 million live 
in a multi-

generational  
household

Of  those who 
are 25-34 

20% of  the 
unemployed 

live with 
parents

12% of  
employed live 
with parents

Double the number of  

multi-generational 

households than 1980



Multi-Generational Home Buying

2016 Profile of  Generational Trends

13% 
Bought 

Multi Gen 
Home

Spend 
More Time 

w/Aging 
Parents

Caretaking 
Aging 

Parents

Children 
Over 18 

Moving In 

Cost 
Savings

1 in 6 

Younger 

Boomers 

purchased a 

multi-

generational 

home



Veterans and Active Military Buyers

Veterans
18%

Active military
3%

Neither
79%



Buyers Who Had a Distressed Sale

9% of all buyers

Typically sold 2010

12% of Gen Xers



LGBT Buyers

91% bought 
thru agent

46% 
couples

Median 
age: 39



Buyers in Senior-Related Housing

14% of all 
buyers

30% of 
buyers 70-
90 yrs old

Condos & 
small 
towns  
resort



Buyers are Buying 

Where and What



Trends That Won’t Quit

Moving to the ‘burbs…and 3 beds/2 baths

Affordability top priority

Short commute and……schools

2016 Profile of  Generational Trends



Silent Generation Buying Condos
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Commuting Costs

2015 Profile of  Home Buyers and Sellers

Very 
Important, 

30%

Somewhat 
Important, 

38%

Not 
Important, 

32%



Environmentally Friendly Features

2015 Profile of  Home Buyers and Sellers
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Remodeling Impact: Highest Recovered Cost

New Roofing

Hardwood 
Flooring Refinish

Insulation 
Upgrade

New Wood Floor

New Garage 
Door

2015 Remodeling Impact



Remodeling Impact: Highest Joy Score

Add Bathroom

Fiber Cement 
Siding

Complete Kitchen 
Renovation

New Front Door

New Master 
Suite

2015 Remodeling Impact



Expected Tenure Remains High

Profile of  Home Buyers and Sellers
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Seller Tenure in Home 
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Different Type of  Home Search



First Step Taken During the Home Buying 

Process

42% - Looked online for properties for sale

14% - Contacted a real estate agent

13% - Looked online for information about home buying process

7% - Contacted a bank or mortgage lender

7% - Drove-by homes and neighborhoods

5% - Talked with a friend or relative about home buying process

2015 Profile of  Home Buyers and Sellers



Value of  Website Features 

87% Found photos 
very useful

84% Found 
detailed 

information about 
properties

45% Found 
interactive maps 

very useful

42% Real estate 
contact 

information

42% virtual tours 
very useful

2015 Profile of  Home Buyers and Sellers



Real Estate Remains a Business of  Relationships



Where Clients Come From

2016 Member Profile and 2015 Profile of  Home Buyers and Sellers

Among members 32% business is

from repeat clients and referrals

2/3rds 
only 

contact 1 
agent

66% sellers 
used agent  
referred/ 

had worked 
w/before

53% buyers 
used agent  

referred/had 
worked 

w/before



Most Difficult Steps of  Home Buying Process

Finding 
the right 
property 

51%

Paperwork 
23%

Under-
standing 

the 
process 

14%

Getting a 
mortgage

13%

No 
difficult 

steps

17%

Saving for 
the down 
payment

13%

21% of  Repeat Buyers noted there 

were no difficult steps compared to 

only 9% of  First-time Buyers

Finding the right property was ranked highest 

among all generations for the MOST 

DIFFICULT STEP in home buying

2015 Profile of  Home Buyers and Sellers



Buyer Use of  Agents
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Agent-Assisted Sales All Time High

Profile of  Home Buyers and Sellers
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facebook.com/narresearchgroup 

@NAR_Research and @JessicaLautz

economistsoutlook.blogs.realtor.org 

pinterest.com/narresearch/ 

instagram.com/narresearch/  

Join NAR Research's Social Media
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