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Introduction

he purchase or sale of a home is  one of the most si gnificant  

transactions most households undertake. From the moment a buyer 

begins looking for a home and throughout the process until the closing, 

there are a number of financial and life style considerations that must 

be assessed.  For sellers, there is a different array of tasks and deci-

sions, but the successful completion of each is necessary to assure 

that the home sale is accomplished in a timely and satisfactory manner. 

Most home buyers and sellers rely on real estate professionals to assist 

them with their transaction. Surveys of both buyers and sellers consis-

tently reveal that consumers value the guidance and advice offered by 

real estate professionals. Consumers expect real estate professionals 

to display high levels of knowledge and integrity; more than eight in 10 

consumers are very satisfied with their agent’s performance in these 

areas. Consequently, a substantial majority of both buyers and sellers 

report that they would use the same real estate agent again or recom-

mend that agent to others.

The NATIONAL ASSOCIATION OF REALTORS® surveys home buyers 

and sellers annually to gather detailed information about the home buy-

ing and selling process.  These surveys provide information on demo-

graphics, housing characteristics and the experience of consumers in 

the housing market.  Buyers and sellers also share information on the 

role of real estate professionals in home sales transactions.  

This report provides real estate professionals with insights into the 

needs and expectations of their clients.  What do consumers want 

when choosing a real estate professional? How do home buyers begin 

the process of searching for a home? Why do some sellers choose to 

forego the assistance of an agent? The answers to these questions, 

along with other findings in this report, will help real estate professionals 

better understand the housing market and also provide the information 

necessary to address the needs of America’s real estate consumers. 
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THE HOUSING ENVIRONMENT

The environment in which consumers have been buying and selling 

homes has undergone a significant transition over the past two years. 

After reaching record-setting levels, home sales have fallen and prices 

have softened in a number of markets. While there were significant 

gains in homeownership during the first half of the decade, the turbu-

lence in the mortgage and credit markets, along with an increase in 

foreclosures, contributed to the current cyclical downturn in the hous-

ing market. 

Over the near-term, housing market conditions will vary with high 

unemployment and slower growth regions experiencing a deeper 

retrenchment than markets benefiting from more pronounced stabiliz-

ing influences such as strong job growth and high household forma-

tions. Mortgage interest rates remain near generational lows, and short 

of some unexpected shock to the economy, are expected to remain 

favorable over the near-term. 

Although near-term considerations are important, housing is a long-

term investment with both financial and non-financial rewards. The 

financial gains have been, and will continue to be, an influence on the 

desirability of owning a home. For those who have owned a home for 

several years, equity gains have been substantial and have contributed 

to growing household wealth. 

However significant the financial motivations for homeownership, 

buyers routinely point to other reasons –- such as their desire to own 

a home to establish a household and lifestyle considerations such 

as a growing family or retirement -– as driving factors in their home 

purchase decision. These influences are less tied to financial consid-

erations of home ownership and more tied to the needs and expecta-

tions of households confronting each of these events.

With an increase of approximately one million new households each 

year, supported by solid growth in legal immigration, the long-term 

demand for housing appears to be firmly anchored to favorable demo-

graphic trends. 
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Characteristics of Home Buyers

n	 The typical home buyer is 39 years old, while the typical repeat buyer is 46 	
years old. 

n	 The 2006 median household income of buyers was $74,000. Among 
repeat buyers, the median income was $85,700.

n	 Nine percent of home buyers reported they were born outside the United 
States.

n	 Three quarters of home buyers between 18 and 24 purchased a home 
because of their desire to own a home of their own and establish a 
household.

Characteristics of Homes Purchased

n	 The typical home purchased was 1,810 square feet in size.

n	 Sixty-seven percent of first-time buyers purchased a detached single-family 
home, compared with 79 percent of repeat buyers.  

n	 The median distance recent buyers moved was 13 miles. 

n	 Buyers typically plan to stay in their home for 10 years. 

The Home Search Process

n	 Nearly one-third of recent buyers reported that their first step in the home-
buying process was looking online for properties for sale.

n	 Eighty-four percent of home buyers used the Internet to search for homes.

n	 The typical home buyer searched for eight weeks and viewed 10 homes.

n	 Real estate agents were viewed as a very useful information source by 70 
percent of buyers searching for a home.

Home Buying and Real Estate Professionals

n	 Seventy-nine percent of buyers purchased their home through a real estate 
agent or broker

n	 Forty-three percent of buyers found their agent through a referral from a 
friend or family member. 

n	 The most important factor buyers consider when choosing an agent is their 
honesty and integrity. 

n	 Sixty-eight percent of buyers would definitely use their real estate again or 
recommend the same agent to others.

Highlights
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Financing the Home Purchase

n	 Ninety-three percent of home buyers financed their recent home purchase.

n	 Nearly three-quarters of first time buyers rely on savings for their 
downpayment.

n	 More than three-quarters of buyers felt their home purchase was at least as 
good an investment as stocks.

Home Sellers and Their Selling Experience

n	 Eighty-five percent of sellers were assisted by a real estate agent when 
selling their home.

n	 Over half of recent home sellers reported that they undertook home 
improvement or remodeling projects within three months prior to putting 
their home on the market.

n	 More than half of home sellers traded up to a larger home when purchasing 
their next home.

n	 Recent sellers typically sold their homes for 97 percent of the listing price.

Home Selling and Real Estate Professionals

n	 For one-quarter of sellers, their most important expectation is that the real 
estate agent will help sell the home within a specific timeframe.

n	 The most important factor when choosing a real estate professional, cited 
by 38 percent of recent sellers, is the reputation of the agent.

n	 Eighty-eight percent of sellers reported that their home was listed or 
advertised on the Internet.

n	 Among recent sellers, 81 percent reported that they used a real estate 
agent that provided a range of services and managed most aspects of the 
home sale.

For-Sale-by-Owner (FSBO) Sellers

n	 The share of home sellers who sold their home without the assistance of a 
real estate agent was 12 percent.

n	 The chief reason that sellers choose to sell their home without the 
assistance of a real estate agent is that they do not want to pay a fee or 
commission. 

n	 More than one-quarter of FSBO sellers took no action to market their home. 

n	 For 18 percent of FSBO sellers, the most difficult task in selling their home 
was understanding and performing the necessary paperwork to complete 
the transaction.


