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Introduction and a Word From 

the Study’s Authors 

New technologies, greater connectivity and a powerful shift toward remote communication have 

transformed the way we look at and approach homebuying. Add in the rapidly emerging generation of 

digital natives as homebuyers, and it’s clear that we’re on the verge of a tipping point in residential real 

estate where house hunting, homebuying and homeownership will change dramatically. 

Millennials are already a powerful economic force. Their spending influence grows every day — and will 
continue to do so for decades to come. In order to appeal to this trendsetting generation today and 

tomorrow, real estate professionals and stakeholders will need to create all-new consumer engagement 

experiences powered by responsive, modern, scalable businesses and technology. Leaders who adjust 

their approach to match these new homebuyer and seller realities will have a tremendous advantage in 

reaching their customers now and into the future.

Consumers have more options for searching for and buying homes than ever before, making it vital for real 

estate companies, agents and brokers to understand these consumers’ priorities, expectations and goals. 

As a result of the pandemic, younger consumers have high financial aspirations, a strong desire to own a 
home and a fresh technological perspective on how to reach their homeownership goals. 

Tapping into these trends will give real estate professionals a head start in reaching new generations who 

are set to become powerful consumers and trend drivers. Earning their attention early will pave the path 

to winning their loyalty, referrals and brand advocacy. Now is the time for a fresh look at homebuying, 

particularly the role of technology in real estate and the preferences and thresholds of the next generation 

of homebuyers.

 

eXp Realty and The Center for Generational Kinetics have partnered on this national study about 

homebuying and homeownership in the U.S. across generations. To schedule a media interview about 

the national study and its findings, please contact press@exprealty.net.

eXp Realty and The Center for Generational Kinetics

mailto:press@exprealty.net
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Research Strategy and Methodology

The strategy underpinning this unique national study was to uncover a deeper understanding of

new homebuyers’ and new homeowners’ financial outlook, as well as the perspectives towards
homeownership in light of the pandemic. With these uncovered insights as a baseline, the focus was

then to discover the technology preferences, priorities, expectations, and unmet needs of new homebuyers

and new homeowners.

The national study included 2,001 participants ages 25-65. The sample included a 50% male and 50%

female gender split. It featured 1,089 participants interested in buying a home in the next year, 783 

participants interested in selling a home in the next year and 668 participants who have bought a home 

in the past year. The sample was weighted to the U.S. Census for age, gender, geography and ethnicity. 

Figures are statistically significant at the 95% confidence level with a margin of error of +/-2.19%. 

The sample represents a statistically valid and highly accurate snapshot of new homeowners and 

homebuyers across America. 

Emerging Real Estate Trends 2021 National Study:

Homebuying and Homeownership Trends Across the U.S. 
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For Many, Owning a Home Is More Important as 

a Result of the Pandemic

As the marketplace continues to respond to the pandemic, successful businesses are upending the status-

quo and challenging conventional thinking at every point of their business and consumer interaction. In 

order to be successful in the new business world, leaders have to understand the changing mindset of

their consumers. Looking beyond the turbulent economic state of the U.S., how do new homebuyers and 

homeowners feel about their financial futures? 

According to the national study, 77% of younger millennials (26-34) have a weekly, monthly or yearly 

savings goal, more than any other generation, and 64% of older millennials (35-44) say they are saving 

more since the start of the COVID-19 pandemic, again more than any other generation. 

The national study also uncovered more examples of the financial strength of homeowners and 
homebuyers. Seventy-three percent of respondents say owning a home is more important to them now 

because of the pandemic. This is especially true for younger homeowners and homebuyers as 80% of 

millennials say that owning a home is now more important to them than before the pandemic, a change 

in importance that is significantly more than older generations. To drive home the point, the study also 
found that owning a home is so important to new homeowners and homebuyers that 80% said they 

would give up gourmet coffee or dining out for a year to be able to buy a new or better home.

HOW HAS THE PANDEMIC CHANGED YOUR VIEW ON THE 

IMPORTANCE OF OWNING A HOME?

50%

30%

19%

2%

0%

50%

30%

16%

3%

0%

51%

20%

24%

3%

1%

31%

22%

42%

3%

2%

Owning a home is much more
important to me now

Owning a home is more
important to me now

No difference

Owning a home is less important
to me now

Owning a home is much less
important to me now

Younger Millennials
(26-34)

Older Millennials
(35-44)

Gen X
(45-56)

Boomers
(57-65)

3%
TOTAL

73%
TOTAL

24%
TOTAL
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The importance of homeownership, in light of the pandemic, also varies by gender and ownership 

experience. Men are 12% more likely than women to say that owning a home is more important to them 

now. Also, those who have bought a home in the past year report that owning a home is 9% more important 

to them now compared to those who are planning to sell in the next year.

Homeownership Is an Essential Goal 

The research showed that owning a home is one of the most critical steps for both financial and personal 
independence that individuals can take. In fact, it’s so important that the vast majority (87%) of new 

homeowners and homebuyers in the study across America believe people should be homeowners or 

trying to be homeowners by the time they reach the age of 40.

The national study further confirmed the significance of homeownership across America with 87% of 
new homeowners and homebuyers saying buying a house is a financially smart decision. Digging deeper 
into the importance of owning a home, the study found that 65% of older millennials (35-44) say buying 

a house or paying off a house is more important to them than paying off other debt they may have, more 

than any other generation. 

Clearly, owning a home is a very desirable life step, but what are the biggest challenges in achieving this 

goal? In the study, new homeowners and homebuyers articulated their main considerations and concerns 
when it comes to buying and owning their own home.

Survey respondents say they are most concerned with property taxes (79%), followed by overpaying (77%), 

and home maintenance and repair costs (76%). Additionally, 61% of new homeowners and buyers reported 

that finding a great real estate agent was a top concern when it comes to the homebuying process.

THE LIST BELOW INCLUDES ONLY PARTICIPANTS WHO SELECTED “VERY CONCERNED” AND “CONCERNED.” 

TOP CONCERNS ABOUT BUYING AND OWNING A HOME

79%

77%

76%

74%

70%

63%

61%

60%

55%

Property taxes

Overpaying

Home maintenance and repair costs

Changes in interest rates

Monthly mortgage payments

Down payment

Finding a great real estate agent

Job security in your current role

Relative COVID outlook
(willing to buy or sell based

on the longevity of the pandemic)
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Additionally, when asked what is most important when shopping for a new home, 91% of study participants 

cited having a good credit score, followed by finding the desired style or size house (90%), low interest 
rates (85%), moving to a location for a better quality of life (83%), job security (83%) and finding a great 
real estate agent (79%). Although a good credit score, the right style and a low interest rate loan are 

important to all generations, older millennials (35-44) see more importance than other generations in all 

other factors when it comes to being able to buy a house.

Although, overwhelmingly, respondents report that owning a home is important to them and a smart

financial decision, the national study reveals many obstacles and concerns that need to be addressed
before they can feel confident in reaching their goal.

MOST IMPORTANT FACTORS WHEN BUYING A HOME
THE LIST BELOW INCLUDES ONLY PARTICIPANTS WHO SELECTED “VERY IMPORTANT” AND “IMPORTANT.” 

91%

90%

85%

83%

83%

79%

68%

65%

64%

62%

59%

45%

Good credit score

Finding the style or
size of house you want

Low-interest rate loan

Moving for improved quality of life
(better city, better job market, etc.)

Job security

Finding a great real estate agent

Moving closer to family,
friends, or support system

Ability to move to a less
expensive city or town

Ability to move to a city where there
are more jobs or higher-paying jobs

A two-income household

Availability of COVID-19 vaccines

Help from others for
a down payment

New Homeowners and Homebuyers Are Embracing 

the New Technological Age of Real Estate 

Many business leaders and marketers have struggled to anticipate and adapt to consumers’ rapidly 

changing needs throughout the uncertainty of the global pandemic. Although digital dependence has 

always been high with millennials, the impact of COVID-19 and extended quarantine periods have 

accelerated expectations for technology use moving forward — and homebuying is no exception. 
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HOW LIKELY ARE YOU TO BUY OR SELL A HOME WITHOUT ANY     

IN-PERSON VISITS OR ONLY VIEWED ONLINE? 

It is clear from the study that homebuyers value the role of real estate agents, even given the rapid increase 

in technology adoption and usage. In fact, according to the national study, 86% of new and soon-to-be 

homeowners say real estate agents are important or very important to the homebuying process. The 

study also discovered that having a real estate agent in the homebuying process is 9% more important 

for homeowners compared to renters, and 17% more important to those living in urban areas compared 

to those living in rural areas. 

The study also found technology was critical in the real estate process and there was a strong willingness 

from young homeowners and homebuyers to embrace it at certain steps in the homebuying or selling 

process. For example, 40% of all new homeowners and homebuyers in the national study (including 48% 

of millennials) reported they were likely to buy or sell a home without any in-person visits.

23%

24%

16%

20%

18%

28%

21%

16%

18%

17%

19%

20%

16%

27%

19%

8%

11%

18%

29%

35%

Very likely

Likely

Neutral

Not likely

Not at all likely

Younger Millennials
(26-34)

Older Millennials
(35-44)

Gen X
(45-56)

Boomers
(57-65)

43%
TOTAL

40%
TOTAL

16%
TOTAL

The study found that 61% of older millennials (35-44) would consider selling a home in the future entirely 

online and never have to meet with a real estate agent in-person. This is especially true for current 

homeowners as they are 17% more likely than renters to buy or sell a home without any in-person visits. 

The study also discovered that almost two-thirds (61%) of new homeowners and homebuyers are more 

likely to ask about a real estate agent’s technology resources and tools compared to before the pandemic. 

The vast majority of respondents say having a “tech-savvy” agent is important or very important across all 

areas of the homebuying process including searching for and finding the right home (86%), understanding 
the housing market (85%), negotiating the best price and terms (84%) and understanding one’s financial 
options (83%). The bottom line is consumers expect real estate agents to leverage technology to create a 

better experience for everyone involved.
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THE LIST BELOW INCLUDES ONLY PARTICIPANTS WHO SELECTED “VERY COMFORTABLE” AND “COMFORTABLE.” 

The study looked at the comfort level of new homeowners and homebuyers conducting a variety of 

homebuying steps exclusively online. It is clear that the majority of new homeowners and homebuyers 

feel comfortable conducting all types of interactions with their real estate agent online, including 71%  

who would be comfortable buying a home completely online (utilizing a mix of technology such as email, 
Zoom, video calls, etc.). Again, older millennials (35-44) are leading the charge as they feel the most 

comfortable conducting all interactions with their real estate agent online.

Not only are almost half of millennial homeowners and homebuyers likely to buy or sell their homes 

completely online, the vast majority are also comfortable meeting with real estate agents in many non-

traditional settings. Older millennials (35-44) feel more comfortable than other generations meeting with 

their real estate agent in non-traditional settings including in a park (79%), at their current home (78%), at 

a coffee shop (76%), or virtually via video conference (75%). What’s more, 51% of this same group say real 

estate agents should be required to make all their services virtual so they don’t have to meet in-person.

COMFORT LEVEL WITH MEETING YOUR REAL ESTATE AGENT IN VARIOUS 

NON-TRADITIONAL SETTINGS

73%

69%

73%

73%

63%

50%

79%

78%

76%

75%

70%

57%

78%

75%

73%

73%

65%

47%

72%

76%

65%

66%

53%

26%

Outdoors
(park, outside the

house, etc.)

Where you currently live

At a coffee shop

Virtually
(Zoom, FaceTime, etc.)

At a restaurant

At a bar

Younger Millennials
(26-34)

Older Millennials
(35-44)

Gen X
(45-54)

Boomers
(55-65)
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COMFORT LEVEL CONDUCTING VARIOUS INTERACTIONS WITH 

YOUR REAL ESTATE AGENT ONLINE
THE LIST BELOW INCLUDES ONLY PARTICIPANTS WHO SELECTED “COMPLETELY COMFORTABLE” AND “SOMEWHAT COMFORTABLE.”

These rapidly emerging young consumers have a different perspective on their digital future than they had 

only a short time ago. Understanding their perspective and tech dependence is key to connecting with 

this emerging and influential consumer group during these unique times.

76%

73%

68%

68%

79%

79%

76%

76%

77%

79%

75%

74%

73%

72%

66%

62%

Final details around the
purchase of the home

Initial meeting
to buy a home

Viewing a potential
home to buy

Buying the home

Younger Millennials
(26-34)

Older Millennials
(35-44)

Gen X
(45-56)

Boomers
(57-65)

71%
TOTAL



New homeowners and 

homebuyers feel secure in 

their financial situations, 
and half of millennials have 

saved more and checked 

their credit scores more in 

the past year compared to 

before the pandemic. 

1

Overwhelmingly, homeowners 

and homebuyers say owning 

a home is more important 

to them now because of the 

pandemic. These consumers 

have spent the pandemic 

saving their money and now 

they are ready to invest in 

their futures. 

2

New homeowners and 

homebuyers are most 

concerned about property taxes, 

overpaying, and maintenance 

and repair costs. They also 

overwhelmingly know that 

having a good credit score 

and securing a low interest 

rate loan are the most critical 

hurdles for them to reach their 

homeownership goals.

3

Following the pandemic, young 

homeowners and homebuyers 

feel comfortable conducting 

all types of homebuying 

interactions with their real 

estate agent completely 

online, including viewing the 

home, final details around the 
purchase of the home and 

buying the home. 

5

New homeowners and 

homebuyers rely heavily on 

real estate agents to guide 

them through the homebuying 

process and expect their 

agent to be tech-savvy.

4
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Research Conclusions

“We all see what’s happening with real estate buying and selling activity in the U.S., and this study provides 

a deeper understanding into what is really important to homebuyers and the homebuying process,” said 

Jason Gesing, CEO of eXp Realty.

“It’s encouraging to see the level of commitment, especially savings habits, among people who want to 

own their own home. The trends and priorities revealed in this study show that the American dream of 

homeownership is very much alive and well,” added Gesing.

Five Key Findings

Emerging Real Estate Trends 2021 National Study:

Homebuying and Homeownership Trends Across the U.S. 
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About the Report Authors

eXp World Holdings, Inc. (Nasdaq: EXPI) is the holding company for eXp Realty, Virbela, Showcase IDX and SUCCESS Enterprises. 

eXp World Holdings and its global brokerage, eXp Realty, is one of the fastest-growing real estate tech companies in the world with more 

than 60,000 agents in the United States, Canada, the United Kingdom, Australia, South Africa, India, Mexico, Portugal, France, Puerto Rico, 

Brazil, Italy, Hong Kong, Colombia, Spain, Israel and Panama and continues to scale internationally. As a publicly traded company, eXp 
World Holdings provides real estate professionals the unique opportunity to earn equity awards for production goals and contributions to 

overall company growth. eXp World Holdings and its businesses offer a full suite of brokerage and real estate tech solutions, including its 

innovative residential and commercial brokerage model, professional services, collaborative tools and personal development. The cloud-

based brokerage is powered by an immersive 3D platform that is deeply social and collaborative, enabling agents to be more connected 

and productive.

For more information, visit expworldholdings.com.

eXp Realty

The Center for Generational Kinetics (CGK) is the leading generational research, keynote speaking, and strategic advisory firm. CGK has 
led more than 65 studies on four continents in multiple languages. The firm’s repeat clients include many of the most recognizable brands 
in the world, from financial services and global retailers to technology pioneers. 

CGK’s PhD-led research team specializes in uncovering unexpected insights and new solutions for cross-generational challenges, such 
as launching a new brand, selling to a new generation, or employing multiple generations in a hybrid environment.

CGK’s team has been featured on more than 200 TV shows, from “60 Minutes” and CNBC to “The Today Show.” The newest best-selling 

book by the firm’s principals is “Zconomy: How Gen Z Will Change the Future of Business—and What To Do About It.” 

Learn more about CGK at GenHQ.com.
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