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Excerpts from 2015 
Profile of Home 

Buyers and Sellers
Part 1: Buyers

19 Big Takeaways
From Carla Cross
Survey from National Association of
REALTORS® Research Division

Buyer Demographics
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Demographic Changes

2015 Profile of Home Buyers and

2010 Profile 2011 Profile 2012 Profile 2013 Profile 2014 Profile 2015 Profile

Median Age 39 45 42 42 44 44

Gross HH 
Income

$72,200 $80,900 $78,600 $83,300 $84,500 $86,100

Household 
Composition

58%
married 
couples, 
20% single 
females, 
12% single 
males,
8%
unmarried 
couples

64% married 
couples,
18% single 
females, 
10% single 
males,
7%
unmarried 
couples

65% married 
couples,
16% single 
females, 
9% single 
males,
8% unmarried 
couples

66% married 
couples,
16% single 
females, 
9% single 
males,
7% unmarried 
couples

65% married
couples, 16% 
single 
females, 9% 
single males, 
8% unmarried 
couples

67% married
couples, 15% 
single 
females, 9% 
single males, 
7% unmarried 
couples

Children in 
Home

35% 36% 41% 40% 35% 37%

Own a 2nd 

Home
14% 19% 19% 19% 21% 19%

Married with Kids
 Median Age: 36
 Median Income: $100,000
 27% are first-time buyers
 82% are buyers of previously owned homes
 85% bought through an agent/broker
 Median square feet of home purchased: 2,200
 Median home price: $260,000

14% of buyers bought multi‐generational home 
Reasons:
 Health/caretaking of aging parents‐28%
 Cost savings‐ 15%
 To spendmore time with aging parents‐ 12%
 Children/relatives over 18 moving back into 

house‐7%

Unique to these buyers:

34%
of all respondents

Type of Home 
Purchased

Single Family, 92%

Townhouse, 3%

Apt/ condo, 1%

Other, 4%

27%

2015 Profile of Home Buyers and

21%

13%

7%

Desire to own

Larger home

Job relocation

Home in better area

% 10% 20% 30%

Reasons to Purchase 
Home

43% found 
the distance 
to schools 
important

Typical home 
had 4 bedrooms
and 2 bathrooms

9% bought 
directly from a 

builder or 
builder’s agent

68% were 
repeat buyers
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Single Females
 Median Age: 50
 Median Income: $57,300
 39% are first-time buyers
 87% are buyers of previously owned homes
 90% bought through an agent/broker
 Median square feet of home purchased: 1,600
 Median home price: $169,100

Type of Home
Purchased

Single‐family, 72%

Townhouse, 12%

Apt/ condo, 7%

Other, 9%

11% of buyers boughtmulti‐generational home 
Reasons:
 Health/caretaking of aging parents‐14%
 Children / relatives over 18 moving back into house‐

13%
 Cost savings‐ 9%
 Wanted a larger home that multiple incomes could 

afford together‐ 6%

37%

12%

9%

7%

Desire to own

Desire to be closer to family/ 
friends/relatives

Change in family situation 
(e.g. marriage, birth of child, 

divorce, etc.)

Desire for smaller home

% 10%   20% 30%   40%

Reasons to Purchase 
Home

15%
of all respondents

Unique to these buyers:

72%
purchased a 
detached 

single-family

2015 Profile of Home Buyers and

home 12%
purchased a 

townhouse/row 
house

Convenience to 
friends and family 
was an influencing 

factor, 43%

Typical home 
had 3 

bedrooms and 
2 bathrooms

First-time Buyers

2015 Profile of Home Buyers and

 Median Age: 31
 Median Income: $69,400
 88% are buyers of previously owned homes
 88% bought through an agent/broker
 Median square feet of home purchased: 1,600
 Median home price: $170,000

12% of buyers bought multi‐generational home

 Cost savings‐18%
 Health/caretaking of aging parents‐17%

32%
of all respondents

Type of Home 
Purchased

Single-family, 80%

Townhouse, 9%

Apt/ condo, 3%

Other, 8%

6%

7%

4%

4%

4%

Change in family…

Establish a household

Desire for larger home

Affordability of homes

Establish a household

Reasons to Purchase 
Home

Unique to these buyers:

Desire to own 64%  Children over 18 moving back into house‐7%

0% 20% 40%  60% 80%

All-time lowest 
percent of first-
time buyers at 

32%
56% of first-time 

buyers were 
married couples, 
and 18% were 
single females

64% purchased 
for the desire to 
own a home of 

their own
33% of first-

Time buyers 
looked online 
for properties 

for sale
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Repeat Buyers

2015 Profile of Home Buyers and

 Median Age: 53
 Median Income: $98,700
 81% are buyers of previously owned homes
 86% bought through an agent/broker
 Median square feet of home purchased: 2,000
 Median home price: $246,400

13% of buyers bought multi‐generational home 
Reasons:
 Health/caretaking of aging parents‐23%
 Cost savings‐13%
 Children over 18 moving back into house‐13%
 To spendmore time with aging parents‐ 9%

Type of Home 
Purchased

Single-family, 84%

Townhouse, 6%

Apt/ condo, 4%

Other, 6%

13%

13%

11%

9%

9%

Job relocation

Desire to be closer to 
family/friends/relatives

Job-related relocation 
or move

Desire to own a home of 
own

Desire for smaller home

0% 5% 10% 15%

Reasons to Purchase 
Home

Unique to these buyers:

15% first 
contacted a real 

estate agent 
during the home 
buying process

Expect to stay
in their home
for 15 years

68%
of all respondents

39% made no 
compromises on 

the characteristics 
of their home

Purchased to 
have a larger 
home and the 

desire to own a 
home of their 

own

Buyers Who Found Commuting
Costs Very Important

 Median Age: 39
 Median Income: $82,000
 40% are first-time buyers
 83% are buyers of previously owned homes
 85% bought through an agent/broker
 Median square feet of home purchased: 1,900
 Median home price: $212,000

14% of buyers bought multi‐generational home
Reasons:
 Cost savings‐22%
 Health/caretaking of aging parents‐17%
 Children over 18 moving back into house‐9%
 Wanted a larger home that multiple incomes could afford‐ 6%
 Children/relatives over 18 never left home‐ 6%

Type of Home 
Purchased

Single-family, 83%

Townhouse, 8%

Apt/ condo, 2%

Other, 7%

34%

12%

11%

7%

Desire to own home of 
own

Desire for a larger home

Change in family 
situation (e.g.…

Job-related relocation or 
move

0%  10% 20% 30% 40%

Reasons to Purchase 
Home

30%
of all respondents

2015 Profile of Home Buyers and

Unique to these buyers:

64% said that
convenience to their 

job was most 
important when

choosing a
neighborhood

Typical home had 
3 bedrooms and

2 bathrooms

23%
compromised on 
the price of their 

home

53%
purchased in a 

suburb/ 
subdivision
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2015PROFILE OF HOME BUYERS AND SELLERS • Chapter 1: Characteristicsof Home Buyers

EXHIBIT 1–13 FIRST-TIME HOME BUYERS,BY REGION
(Percent of all HomeBuyers)

EXHIBIT 1–12 FIRST-TIME HOME BUYERS
(Percent of all HomeBuyers)

30%

25%

20%

15%

10%

5%

0%

35%

40%

45%

50%

60%

55%
50%

2001

42%

2003

40% 40% 40%

2004 2005 2006 2007

36%
39%

2008 2009

41%

47%

2010 2011

37%

2012

39%

2013

38%

2014

33%

2015

32%

0%

10%

20%

30%

40%

50%

32% 43% 38% 30% 26%

All Buyers Northeast Midwest South W est
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2015PROFILE OF HOME BUYERS AND SELLERS • Chapter 2: Characteristicsof Homes Purchased

EXHIBIT 2–24 IMPORTANCE OFCOMMUTINGCOSTS
(PercentageDistribution)

VERY IMPORTANT 30%

SOMEWHAT IMPORTANT 38%

NOT IMPORTANT 32%

EXHIBIT 2–25 IMPORTANCE OFHOME’SENVIRONMENTALLY FRIENDLY FEATURES
(PercentageDistribution)

0% 100%20%

VERY IMPORTANT

40% 60%

SOMEWHAT IMPORTANT

80%

NOT IMPORTANT

Heatingandcoolingcosts

Energyefficient appliances Energy

efficient lighting

Landscaping forenergyconservation

Environmentally friendly community features

Solarpanels installed onhome

35% 49% 15%

22% 45% 33%

22% 45% 33%

10% 37% 53%

10% 34% 56%

2 % 9% 89%
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2015PROFILE OF HOME BUYERS AND SELLERS • Chapter 3: The Home Search Process

EXHIBIT 3–1 FIRST STEP TAKEN DURINGTHE HOME BUYINGPROCESS,FIRST-TIME AND
REPEAT BUYERS
(PercentageDistribution) All Buyers

*Lessthan1percent

EXHIBIT 3–2 FIRST STEP TAKEN DURINGTHE HOME BUYINGPROCESS,BY AGE
(PercentageDistribution)

AGE OF HOME BUYER

All Buyers

*Lessthan1percent

First-timeBuyers RepeatBuyers

Lookedonline for properties for sale 42% 33% 48%

Contacteda real estateagent 14 13 15

Lookedonline for information about thehome buyingprocess 13 23 6

Contacteda bankor mortgage lender 7 11 5

Drove-byhomes/neighborhoods 7 3 9

Talkedwitha friendor relativeabout home buyingprocess 5 10 2

Visitedopen houses 3 3 2

Lookedup information about differentneighborhoods or areas (schools, local lifestyle/nightlife, parks,
public transportation

2 1 3

Contactedbuilder/visitedbuilder models 2 1 2

Attendeda home buyingseminar * * *

Contacteda homesellerdirectly * * 1

Looked in newspapers,magazines, or home buyingguides * * 1

Readbooks or guides about thehome buyingprocess * * *

Other 6 3 8

18to24 25to44 45to64 65or older

Lookedonline for properties for sale 42% 43% 40% 47% 34%

Contacteda real estateagent 14 * 13 15 29

Lookedonline for information about thehome buyingprocess 13 19 17 7 *

Contacteda bankor mortgage lender 7 5 9 6 *

Drove-byhomes/neighborhoods 7 5 6 8 7

Talkedwitha friendor relativeabout home buyingprocess 5 24 6 1 *

Visitedopen houses 3 * 2 4 *

Lookedup informationaboutdifferentneighborhoodsor areas (schools, local lifestyle/nightlife,parks,
public transportation

2 * 3 2 *

Contactedbuilder/visitedbuilder models 2 * 1 2 9

Attendeda home buyingseminar * * 1 * *

Contacteda homesellerdirectly * * * 1 *

Looked in newspapers,magazines, or home buyingguides * * 1 * *

Readbooks or guides about thehome buyingprocess * * * * *

Other 6 5 2 7 22
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2015PROFILE OF HOME BUYERS AND SELLERS • Chapter 3: The Home Search Process

EXHIBIT 3–8 LENGTH OF SEARCH FORBUYERS WHO USEDAN AGENT, FIRST-TIME AND
REPEAT BUYERS
(Median Weeks)

0

2

4
3

6

8

10

12

14

N/A

All Buyers Buyerswho Used an Agent

TOTAL NUMBER OF WEEKS SEARCHED

First-time Buyers Repeat Buyers

NUMBER OF WEEKS SEARCHED BEFORE CONTACTING AGENT

10 10

12

10

2 2

EXHIBIT 3–7 LENGTH OF SEARCH, BY REGION
(Median)

BUYERS WHO PURCHASED A HOME IN THE
NumberofWeeksSearched All Buyers Northeast Midwest South West

2001 7 7 7 7 7

2003 8 10 8 8 6

2004 8 12 8 8 8

2005 8 10 8 8 6

2006 8 12 8 8 8

2007 8 12 8 8 8

2008 10 12 10 8 10

2009 12 12 10 10 12

2010 12 14 10 10 12

2011 12 12 10 10 12

2012 12 12 12 10 12

2013 12 12 10 10 12

2014 10 12 10 10 10

2015 10 12 10 10 10

Number of homes viewed 10 10 10 10 10
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EXHIBIT 3–9 WHERE BUYERFOUNDTHE HOME THEY PURCHASED,2001–2015
(PercentageDistribution)

2001 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012
2013 2014 2015

*Lessthan1percent

EXHIBIT 3–10 BUYERINTEREST INPURCHASING A HOME INFORECLOSURE,BY FIRST-TIME AND REPEAT
BUYERS,AND BUYERS OFNEW AND PREVIOUSLY OWNED HOMES
(Percent of Respondents)

BUYERS OF
All Buyers

EXHIBIT 3–11 MOST DIFFICULT STEPS OFHOME BUYINGPROCESSBY FIRST-TIME AND REPEAT
BUYERS AND BUYERSOF NEW AND PREVIOUSLY OWNED HOMES
(PercentageDistribution) BUYERS OF

All Buyers

Internet 8% 11% 15% 24% 24% 29% 32% 36% 37% 40% 42% 43% 43% 44%

Real estateagent 48 41 38 36 36 34 34 36 38 35 34 33 33 33

Yardsign/open house sign 15 16 16 15 15 14 15 12 11 11 10 9 9 9

Friend, relativeor neighbor 8 7 7 7 8 8 7 6 6 6 6 6 6 6

Home builder or their agent 3 7 7 7 8 8 7 5 4 5 5 5 5 6

Directly from sellers/Knew the sellers 4 4 5 3 3 3 2 2 2 2 2 2 3 2

Print newspaperadvertise- ment 7 7 5 5 5 3 3 2 2 2 1 1 1 1

Home book or magazine 2 1 2 1 1 1 1 * * * * * * *

Other 5 6 4 * * * * * * * * 1 * *

First-timeBuyers RepeatBuyers New Homes PreviouslyOwnedHomes

Did not consider purchasing a home in foreclosure 59% 48% 64% 76% 55%

Considered purchasing a home in foreclosure, but did not:

Could not find the right home 23 28 21 14 25

Theprocesswastoo difficult or complex 11 15 9 6 12

Thehome wasin poor condition 10 15 7 5 11

Thehome pricewastoo high 4 6 3 4 4

Theneighborhood wasundesirable 4 6 3 3 4

Financing options werenot attractive 3 6 2 2 3

First-timeBuyers RepeatBuyers New Homes PreviouslyOwnedHomes

Finding the right property 51% 51% 51% 43% 53%

Paperwork 23 29 20 21 24

Understandingtheprocessandsteps 14 30 6 12 14

Getting a mortgage 13 17 11 13 13

Saving for thedown payment 13 25 7 12 13

Appraisal of theproperty 5 7 4 2 6

No difficult steps 17 9 21 21 16

Other 6 5 6 6 6
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2015PROFILE OF HOME BUYERS AND SELLERS • Chapter 4: Home BuyingandReal Estate Professionals

EXHIBIT 4–1 METHOD OFHOME PURCHASE, 2001–2015
(PercentageDistribution)

0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

100%

0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

100%

DIRECTLY FROM THE
PREVIOUS OWNER

DIRECTLY FROM BUILDER OR
BUILDER'S AGENT

THROUGH A REAL ESTATE
AGENT OR BROKER

2001 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015

68%
75% 77% 77% 77% 79% 81%

77%
83%

89% 89% 88% 88%

15% 14% 12% 12% 13% 12% 10% 8%
6% 7% 6% 7% 7%15%

9% 9% 9% 9% 7% 6% 5% 5% 4% 5% 5% 5%

87%

8%

5%

EXHIBIT 4–2 METHOD OFHOME PURCHASE, BY REGION
(PercentageDistribution)

BUYERS WHO PURCHASED A HOME IN THE

All Buyers
Northeast Midwest South West

Through a real estateagent or broker 87% 90% 87% 84% 90%

Directly from builder or builder's agent 8 3 4 11 7

Directly from thepreviousowner 5 7 8 4 3

Knew previousowner 3 4 4 2 2

Did not know previousowner 2 3 4 2 1
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2015PROFILE OF HOME BUYERS AND SELLERS • Chapter 4: Home BuyingandReal Estate Professionals

EXHIBIT 4–8 WHAT BUYERS WANT MOST FROM REAL ESTATE AGENTS
(PercentageDistribution)

HELP WITH PAPERW ORK 6%

DETERMINE WHAT COMPARABLE
HOMESWERE SELLING FOR 7%

HELP WITH THE PRICE
NEGOTIATIONS 11%

HELP FIND THE RIGHTHOME TO
PURCHASE 53%

HELP BUYERNEGOTIATE THE
TERMS OF SALE 12%

HELP TEACH BUYERMORE ABOUT
NEIGHBORHOODOR AREA (RESTAURANTS, PARKS,
PUBLICTRANSPORTATION 1%

HELP DETERMININGHOW MUCHHOME BUYER
CAN AFFORD 4%

HELP FIND AND ARRANGE FINANCING 4%

EXHIBIT 4–7 HOW REAL ESTATE AGENT WAS COMPENSATED
(PercentageDistribution)

TYPE OF AGENTREPRESENTATION

All TypesofRepresentation

*Lessthan1percent

BuyerOnly Seller or Seller andBuyer

Paid by seller 56% 59% 53%

Paid by buyerandseller 12 12 12

Paid by buyeronly 21 22 21

Percentof salesprice 18 18 17

Flat fee 2 2 2

Other * * *

Don't know 2 2 3

Other 2 1 2

Don’t know 9 6 12
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2015PROFILE OF HOME BUYERS AND SELLERS • Chapter 4: Home BuyingandReal Estate Professionals

EXHIBIT 4–15 NUMBER OFREAL ESTATE AGENTS INTERVIEWEDBY FIRST-TIME AND REPEAT
BUYERS
(PercentageDistribution)

EXHIBIT 4–16 MOST IMPORTANT FACTORSWHEN CHOOSINGAN AGENT
(PercentageDistribution)

AGENT HAS CARING PERSONALITY/GOOD
LISTENER 8% OTHER 1%

AGENT’S KNOWLEDGE OF THE
NEIGHBORHOOD 13%

AGENT IS FRIEND OR
FAMILY MEMBER 16%

REPUTATION OF AGENT 23%

AGENT IS HONESTAND
TRUSTWORTHY 21%

PROFESSIONAL DESIGNATIONS HELD
BY AGENT 1%

AGENT’S ASSOCIATIONWITH A
PARTICULARFIRM 3%

AGENT IS TIMELY WITH RESPONSES 7%

AGENT SEEMS 100% ACCESSIBLE
BECAUSE OF USE OF TECHNOLOGY LIKE
TABLET OR SMARTPHONE 5%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Repeat Buyers

First-time Buyers

All Buyers 9% 5%67% 20%

62% 22% 10% 6%

70% 8%   4%18%

THREETWOONE FOUR OR MORE
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0% 10% 20% 30%

VERY SATISFIED

40% 50% 60%

SOMEWHAT SATISFIED

70% 80%

NOT SATISFIED

90% 100%

Negotiation skills

Skillswith technology

Communicationskills

Knowledgeof local area

Responsiveness

People skills

Knowledgeof real estate market

Knowledgeof purchase process

Honesty andintegrity

6%

3%

4%

3%

3%

3%

2%

2%

3%

EXHIBIT 4–21 SATISFACTION WITH REALESTATE AGENT SKILLSAND QUALITIES
(PercentageDistribution)

88% 10%

87% 11%

86% 13%

85% 12%

85% 12%

82% 15%

82% 14%

80% 17%

75% 20%
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2015PROFILE OF HOME BUYERS AND SELLERS • Chapter 4: Home BuyingandReal Estate Professionals

EXHIBIT 4–22 WOULD BUYERUSE REALESTATE AGENT AGAIN ORRECOMMEND TO OTHERS
(PercentageDistribution)

2%

0%

10%

20%

80%

72%

70%

60%

50%

40%

30%

16%

5% 5%

Definitely Probably ProbablyNot DefinitelyNot Don’t Know

EXHIBIT 4–23 HOW MANY TIMES BUYERRECOMMENDEDTYPICAL AGENT
(PercentageDistribution)

All Buyers
None 36%

One time 15

Twotimes 19

Threetimes 11

Four or more times 19

Times recommended sincebuying (median) 1
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19 Big Takeaways
1. 30% of buyers said commuting cost to job was most important

2. 1st time buyers down to lowest in 15 years (32%)

3. Heating/cooling costs most important to buyers

4. First steps in purchasing a home: 42% looked online

5. Buyers looked for 10 weeks and saw 10 homes

6. Buyers took 2‐3 weeks of searching before contacting an agent

7. 44% of buyers found home on Internet; 33% through real estate agent

8. FSBO accounted for only 5% of sales

9. 67% of buyers interviewed only 1 agent

19 Big Takeaways
10. 23% of buyers said reputation of agent most important in choosing agent

11. Buyers least satisfied with agents’ negotiation skills

12. 72% of buyers said they would recommend agent; average recommendations 1 
(36% gave no recommendations)

See the rest of these takeaways in my other video: Excerpts from 2015 Profile of Home 
Buyers and Sellers Part II: Sellers.

What do these statistics mean to you? How can you use them to 
educate buyers and sellers? 
To market yourself?
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How Can I Help You?
Carla Cross Coaching: 

Up and Running in Real Estate (online) for Agents under 2 
years in the business (includes mgr. coaching component)
Career Achievement for Agents (one‐on‐one)
Leadership Mastery for Owners/Managers/Team Builders

(one‐on‐one)

Resources/presentations which utilize facts to back up what you say:
Your Complete Buyer’s Agent’s Toolkit
The Complete Power Listing System

Find out more at www.carlacross.com
Contact me at carla@carlacross.com

425‐392‐6914


