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

NATIONAL

Buyer Demographics

2/16/2016



Demographic Changes

45 42 42 44 44

Median Age 39

Gross HH $72,200 $80,900 $78,600 $83,300 $84,500 $86,100
Income
Household 58% 64% married  65% married  66% married  65% married  67% married
Composition married couples, couples, couples, couples, 16%  couples, 15%
couples, 18% single 16% single 16% single single single
20% single f, les, f les, f les, f les, 9% f; les, 9%
females, 10% single 9% single 9% single single males, single males,
12% single males, males, males, 8% unmarried 7% unmarried
males, 7% 8% unmarried 7% unmarried  couples couples
8% unmarried couples couples
unmarried couples
couples
Children in 35% 36% 41% 40% 35% 37%
Home
AL
Owna 2@  14% 19% 19% 19% 21% 19% R
Home

Married with Kids

Buyer Facts | Unique to these buyers:

Type of Home * Median Age: 36
= Median Income: $100,000
PurChased = 27% are first-time buyers

= 82% are buyers of previously owned homes

mSingle Family, 92%  ® 85% bought through an agent/broker

ST ®= Median square feet of home purchased: 2,200

4 = Median home price: $260,000
Apt/ condo, 1%

® Other, 4%

Reasons to Purchase

Home
|
Home in better area 7% .
| 14% of b bought multi: tional h Typical home
of buyers bought multi-generational home
Job relocation 13 Reas:ms‘ U E E had 4 bedrooms
=  Health/caretaking of aging parents-28% and 2 bathrooms
Larger home 21% q o
=  Cost savings- 15%
- i i 1) . 0,
DULE 7% To spend more time with aging parents- 12%

. " : f NATIONAL
Ehlldre;érelatlves over 18 moving back into m Qiﬁ'{%{s‘{ép“‘f
% 10% 20% 30% o

2015 Profile of Home Buyers and
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Sin

le Females

Type of Home Buyer Facts i L
* Median Age: 50 nique to these buyers:
PurChased = Median Income: $57,300

B Single-family, 72% ® 39% are first-time buyers 72%
87% are buyers of previously owned homes purchased a
W Townhouse, 12% " 90% bought through an agent/broker detached
Median square feet of home purchased: 1,600
Apt/ condo, 7% = Median home price: $169,100

single-family
home 12%

purchased a
townhouse /row
house

i Other, 9%

Reasons to Purchase
Home

Desire for smaller home

Desire to be closer to family/

11% of buyers bought multi-generational home
friends/relatives

Reasons:
Health/caretaking of aging parents-14%
Children / relatives over 18 moving back into house-
13%
Cost savings- 9% NATIONAL
Wanted a larger home that multiple incomes could m ASSOCIATION of
afford together- 6% g REALIORS

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

Desire to own

% 10% 20% 30% 40%

2015 Profile of Home Buyers and

First-time Buyers

Buyer Facts Unique to these buyers:
Type of Home * Median Age: 31
= Median Income: $69,400
PurChqsed = 88% are buyers of previously owned homes All-time lowest
\ = 88% bought through an agent/broker percent of first-
A\ Single-family, 80% ® Median square feet of home purchased: 1,600 time buyers at
— = Median home price: $170,000

32%
| Townhouse, 9% \/56% of first-time
[ buyers were

Apt/ condo, 3%

married couples,
and 18% were

64% purchased

for the desire to
own a home of

their own
\/ 33% of first-

Time buyers

12% of buyers bought multi-generational home looked online

for properties
or sal

Other, 8%

32%

all respond

Reasons to Purchase
Home
| |

Establish a household | 4% |

|
Affordability of homes | 4%{

Desire for larger home | 4%

Establish a household | 7%
1 |

Change in family... | 6%

= Cost savings-18%
= Health/caretaking of aging parents-17%

<

NATIONAL
| [ i
I A
Destreto oumil] - i = Children over 18 moving back into house-7% s
0% 20% 40% 60% 80% 2015 Profile of Home Buyers and

2/16/2016



Repeat Buyers

Type of Home Unique to these buyers:

* Median Age: 53
PU rCha Sed = 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

® Single-family, 84%

 Townhouse, 6%

" Apt/ condo, 4%

Other, 6%

0,
Reasons to Purchase 39% made no

Home

compromises on
the characteristics
of their home

Desire for smaller home

Desire to be closer to
family /friends /relatives
Job-related relocation
or move
Desire to own a home of
own

Job relocation

NATIONAL
ASSOCIATION of |
b REALTORS"

0% 5% 10% 15%

2015 Profile of Home Buyers and

Buyers Who Found Commuting
Costs Very Important
By bulof Moo U055 Unique fo these buyers:

| 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

Purchased

H Single-family, 83%

¥ Townhouse, 8%

M Apt/ condo, 2%

Other, 7%

Reasons to Purchase

Home
Change in family 53%
situation (e.g.... .
purchased in a
Job-related relocation or
gt suburb/
subdivision
Desire for a larger home \/
Desire to own home of 34 NATIONAL
own g ASSOCIATION of
L REALTORS®

0% 10% 20% 30% 40%

2015 Profile of Home Buyers and
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2015PROFILE OF HOME BUYERS AND SELLERS - Chapter 1: Characteristics of Home Buyer:

EXHIBIT 112 FIRST-TIME HOME BUYERS
(Percent of all Home Buyers)

15%

10%
2001 2003 2004 2005 2006 2007 2008 2009 2010 20m 2012 2013 2014 2015

5%

EXHIBIT 113 FIRST-TIME HOME BUYERS, BY REGION
sox — (Percent ofall Home Buyers)

All Buyers Northeast Midwest South West

16 National Association of REALTORS® | PROFILE OF HOME BUYERS AND SELLERS 2015

2015PROFILE OF HOME BUYERS AND SELLERS - Chapter 2: Characteristics of Homes Purchased

EXHIBIT 224 IMPORTANCE OF COMMUTING COSTS

(Percentage Distribution)

B Ry IMRDRTANT 30%
|

SOMEWHAT IMPORTANT 38%
NOT IMPORTANT 32%
EXHIBIT 2-25 IMPORTANCE OF HOME’S ENVIRONMENTALLY FRIENDLY FEATURES
(Percertage Distribution)
Heating and cooling costs

Energy efficient appliances Energy

efficient lighting

Landscaping for energy conservation

Environmentally friendly community features
0% 20% 40% 60% 80% 100%

VERY IMPORTANT -SOMEWHAT IMPORTANT NOT IMPORTANT

Solar panels installed on home

40 National Association of REALTORS® PROFILE OF HOME BUYERS AND SELLERS 2015
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2015 PROFILE OF HOME BUYERS AND SELLERS. = C| Bl gl S

EXHIBIT 3-1 FIRST STEP TAKEN DURING THE HOME BUYING PROCESS, FIRST-TIME AND
REPEAT BUYERS
(Percentage Distribution) A o TepertEmers
o a i T
T 73 TS
73 G a
7 o 5
7 3 7
5 o 7
5 3 z
e oo, % 5 7 3
publcransportation
7 7 7
Contactedahome sellerdiectly i ; T
v
Readbooks orguides about the Fome bUyIngpracess g
Gter 5 3 5

TESS T TPRrCernT

EXHIBIT 3-2 FIRST STEP TAKEN DURING THE HOME BUYING PROCESS, BY AGE
(Percentage Distribution)
ACE OF HOME RIIYER
Tion 51044 e oroider
BT = T = Bl
Contactedarealesateagent K g ] 7S b5
T T 7 7 i
Contacteda bankormortgage Tender 7 5 B B
7 5 B 7
Tkedwiha endorreatveabout home buying process 5 B % T
3 z T
© B 3 7
publctransportation
Contactedbulderhisnedbuder models z - T 7 3
T
Contactedahome selferdrectly - - - v
Tooked in hewspapers magazings, or home Buyng guides g g T
Read books o gudes about the Fome buying process
Girer 5 5 B 7 =
percent
48 National Association of REALTORS® | PROFILE OF HOME BUYERS AND SELLERS 2015

2015 PROFILE OF HOME BUYERS AND SELLERS. = C Rl S

EXHIBIT 3-7 LENGTH OF SEARCH, BY REGION
(Median)
RLYERS WHO PLIRCHASED A HOME IN THE.

Number of Weeks Searched All Ruyer: Notheast Mdvest souh et
7001 7 7 7 7
2003 G T T G 5
Z007 5 77 5 5 5
2005 G T T G 5
7005 5 7 5 5 5
007 G 7 G G G
7008 70 77 o 5 T
7005 7 7 o i 5
7070 7z 7 T 70 7z
o 72 7 o T 7z
7012 7z 7z 7z 70 7z
7073 72 7 T T 7z
7017 o 7z o 0 7o
7075 0 7 o T T

70 T 7 T T

EXHIBIT 3-8 LENGTH OF SEARCH FOR BUYERS WHO USED AN AGENT, FIRST-TIME AND

REPEAT BUYERS
b (Median Weeks)
12 - 12
10 10 10
10
il
i)
il
Sl
0 N/A L L 1 ]
- e Buyers who Used an Agent HESHnE BYEt RepeLii s

NUMBER OF WEEKS SEARCHED BEFORE CONTACTING AGENT
TOTAL NUMBER OF WEEKS SEARCHED

52 National Association of REALTORS® | PROFILE OF HOME BUYERS AND SELLERS 2015
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National Association of REALTORS®

EXHIBIT 3-9 WHERE BUYER FOUND THE HOME THEY PURCHASED, 20012015

(Percertage Distribution)
2013 2014 2015
ToRerer 53 T® T, T B 7o £ o B e = 5% i I
20dt aoha o, Yanz o 2 ML
Tearestaresgent 5 a 3 3 56 55 38 3 3 3 B 33 ] 37
7 7% T 7S 75 T 7 T T T o 3 3 T
Frend,reatveor neighber 5 7 7 7 5 B 7 5 5 5 5 % 3 %
7 3 7 7 7 5 5 7 5 O 5 5 5 5 5
T T 5 3 3 3 7 7 7 z z z 3 7
et 7 7 5 5 5 3 3 7 z z T T T T
Tome book or magazine 7 T 7 7 v v v -
ter 5 G 3 - T
Tess than Tpercert

BUYER INTEREST INPURCHASING A HOME IN FORECLOSURE, BY FIRST-TIME AND REPEAT
BUYERS, AND BUYERS OF NEW AND PREVIOUSLY OWNED HOMES

(Percent ofRﬁpomﬂenK) Repeat Buyers. ‘New Homes.
AllBuyers [ [ | [
w5 1 = i G R i G
—

< & = T G &
T procsswas oo SRS IS i 75 B g i
Thehorme wasTnpoor candon 1o s 7 5 T
7 5 3 7 7
= 5 5 5 7
3 5 z 3 3

EXHIBIT 3-11 MOST DIFFICULT STEPS OF HOME BUYING PROCESS BY FIRST-TIME AND REPEAT

BUYERS AND BUYERS OF NEW AND PREVIOUSLY OWNED HOMES
(Percentage Distribution)

LIYERS OF
Tepeatiuvers NewHomes Previoushy OwnedTomes
18
Ys ST % T T
Faperwork & B B = &
Understanding the process and steps T £ s 72 T
7 7 T 7 T
Saving for the down payment T3 7 7 7z T3
= prope 5 7 7 7 5
Nodificartsteps 77 3 7 7 T
Giher 5 5 G 5 5

National Association of REALTORS® | PROFILE OF HOME BUYERS AND SELLERS 2015

53
2015 PROFILE OF HOME BUYERS AND SELLERS - Chapter 4: Home Buying and Real Estate Professional:
EXHIBIT 41 METHOD OF HOME PURCHASE, 20012015
(Percentage Distribution)
THROUGH A REAL ESTATE DIRECTLY FROM BUILDER OR DIRECTLY FROM THE
AGENIQRBROKER BUILDER'S AGENT PREVIOUS OWNER
100% 100%
90% 90%.
80% 80%
70% 70%
60% 60%
50% 50%
40% 40%
30% 30%
20% 5 20%
e i 9% 9% 9% e
9%
Tl 6% 5% 5% 4 5% 5 5 59
2001 2003 2004 2005 2006 2007 2008 2009 2010 201 2012 2013 2014 2015

EXHIBIT 4-2 METHOD OF HOME PURCHASE, BY REGION
(Percertage Distribution)
BUYERSWHQ PLRCHASED A HOMF IN THE

ortheast
AT BUyER 5o% B3 T 5%
5 T

T
z
7

T
5
T
T

3
B 7
3 7
2 3
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HOW REAL ESTATE AGENT WAS COMPENSATED

(Percentage Distribution)

TYPE OF AGENT [TATION
uyeronly

AllTypes o
Py eler b

Paidby buyerandseller 2

% 53
7 7

Bl = Bl
Percentof sales price 8 8 7

Flatfee z z 2
Other = =
Dontknow,
Other

z z
7 T
Dontknow 5 5

2
s tan T percert

WHAT BUYERS WANT MOST FROM REAL ESTATE AGENTS

(Percentage Distribution)
- ESI,;ZETSDET:;Z'GHTHOMETO ] HELPWITH PAPERW ORK 6%
[ HELP BUYER NEGOTIATE THE [ HELP DETERMINING HOW MUCH HOME BUYER
TERMS OF SALE 12% CAN AFFORD 4%
:E‘é’o‘fgl';"l‘g:; '7';'9‘635 [ HELP FIND AND ARRANGE FINANCING 4%

[ DETERMINE WHAT COMPARABLE

HELP TEACH BUYER MORE ABOUT
HOMES WERE SELLING FOR 7%

= NEIGHBORHOOD OR AREA (RESTAURANTS, PARKS,
PUBLIC TRANSPORTATION 1%

64 National Association of REALTORS®

PROFILE OF HOME BUYERS AND SELLERS 2015

2015 PROFILE OF HOME BUYERS AND SELLERS. - Chapter 4: Home Buying and Real Estate Professional

EXHIBIT 4-15 NUMBER OF REAL ESTATE AGENTS INTERVIEWED BY FIRST-TIME AND REPEAT
BUYERS

Percentage Distribution)

All Buyers

First-time Buyers

Repeat Buyers

L L
0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%
I one B rwo 0 mree

[ rour or MoRE

EXHIBIT 4-16 MOST IMPORTANT FACTORS WHEN CHOOSING AN AGENT
(Percertage Distribution)

I REPUTATION OF AGENT 23% [ AGENT IS TIMELY WITH RESPONSES 7%

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

[ AGENT'SASSOCIATIONWITH A
PARTICULAR FIRM 3%

[ PROFESSIONAL DESIGNATIONS HELD
BY AGENT 1%

I OTHER 1%

[ AGENT IS HONEST AND
TRUSTWORTHY 21%

[ AGENT IS FRIEND OR
FAMILY MEMBER 16%

] AGENT'S KNOWLEDGE OF THE
NEIGHBORHOOD 13%

[ AGENT HAS CARING PERSONALITY/GOOD
LISTENER 8%

68 National Association of REALTORS® | PROFILE OF HOME BUYERS AND SELLERS 2015
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National Association of REALTORS®

SATISFACTION WITH REAL ESTATE AGENT SKILLSAND QUALITIES

(Percentage Distribution)
10%

Honesty and integrity 3%

Knowledge of purchase process

Knowledge of real estate market
People skills

Responsiveness

Knowledge of local area ki

‘Communication skills

4%

Skills with technology 3%

Negotiation skills 6%
0% 20% 30% 40% 50% 60% 70% 80% 90% 100%

=
VERY SATISFIED SOMEWHAT SATISFIED NOT SATISFIED

National Association of REALTORS®

PROFILE OF HOME BUYERS AND SELLERS 2015

71

2015 PROFILE OF HOME BUYERS AND SELLERS - Chapter 4: Home Buying and Real Estate Professional

EXHIBIT 422 WOULD BUYER USE REAL ESTATE AGENT AGAIN OR RECOMMEND TO OTHERS
(Percentage Distribution)

80%

20%

1% 55 55

30% 2%
0% Definitely Probably Probably Not Definitely Not Don't Know

EXHIBIT 4-23 HOW MANY TIMES BUYER RECOMMENDED TYPICAL AGENT
(Percentage Distribution)

Nore

Gretime

Twotmes

Threetimes T

72 National Association of REALTORS® | PROFILEOF HOME BUYERS AND SELLERS 2015
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1 ? Big Takeaways

30% of buyers said commuting cost to job was most important
2. 1sttime 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

CROSS

( ()M PANY

9. 67% of buyers interviewed only 1 agent

8. FSBO accounted for only 5% of sales { “ RL[\

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 Il: Sellers.

What do these statistics mean to you? How can you use them to

educate buyers and sellers?
To market yourself?

ARLA
SLROSS

COMPANY

2/16/2016
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How Can | 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

i RL[\

‘(‘ LOM PANY
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