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AGE OF HOME BUYERS

Silent Generation
1925-1945

Older Boomers
1946-1954

Younger Boomers
1955-1964

1920

Gen X
1965-1979

Younger Gen Y / 

Millennials
1990-1998

Older Gen Y / 

Millennials:

1980-1989
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Gen Z
1999 to Present



SHARE OF BUYERS AND SELLERS BY GENERAITON
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Introduction
Since 2013, the National Association of REALTORS® has written the    

Home Buyers and Sellers Generational Trends Report. This report 

provides insights into differences and similarities across generations of 

home buyers and sellers. The home buyer and seller data is taken from    

the annual Profile of Home Buyers and Sellers. 

New in this yearôs report is the segmentation of the Millennial generation:  

buyers 21 to 28 years (Younger Millennials/Gen Yers) and buyers 29    

to 38 years (Older Millennials/Gen Yers). Millennials still made up the 

largest share of home buyers at 37 percent. Older Millennials at 26 percent 

and Younger Millennials at 11 percent of the share of home buyers. Eighty-

six percent of Younger Millennials and 52 percent of Older Millennials were 

first-time home buyers, more than other age groups. The largest cohort in 

America is growing up and becoming more traditional in their buying habits. 

Older Millennials had the largest buyer share of married couples (69 

percent) and were the most likely to have children under the age of 18 living 

at home (58 percent). Commuting costs were most important to both 

Millennials groups and they purchased their homes closest to their previous 

residence. They were also the most likely to make compromises on their 

home purchase and had the shortest expected tenure in the home at 10 

years. 

Buyers 39 to 53 (Gen Xers) consisted of 24 percent of recent home buyers. 

They were consistent with their buying trends and demographics from last 

year. This group continued to be in their peak earning years and had the 

highest median income at $111,100 in 2017, an increase from $104,700 in 

2016. Correspondingly, buyers 39 to 53 purchased the most expensive 

homes at a median home price of $277,800, an increase over $266,400 in 

the previous year. They also bought the largest homes in size at a median of 

2,100 square feet. They came in as a close second behind Older Millennials 

as the next largest share of buyers likely to be married and have children 

under the age of 18 in their home. Buyers 39 to 53 years were the mostly 

likely to purchase a multi-generational home. Notably, they were also the 

most racially and ethnically diverse population of home buyers, with 25 

percent identifying they were a race other than White/Caucasian. 

For the report, buyers 54 to 63 (Younger Baby Boomers) and buyers 64 

to 72 (Older Baby Boomers) were broken into two separate categories as 

they have differing demographics and buying behaviors. Buyers 54 to 63 

consisted of 18 percent of recent buyers and buyers 64 to 72 consisted of 

14 percent of recent buyers, the same as last year. Buyers 54 to 63 had 

higher median household incomes and were more likely to be married 

couples. Buyers 54 to 63 purchased for an array of reasons such as the 

desire to own a home of their own, a job-relocation, and the desire to be 

closer to friends and family. Buyers 64 to 72 also projected the length of 

time they would live in their home at 20 years, longer than other age 

groups. They often moved due to a household memberôs health or stated 

they were never moving and found their forever home. Buyers 64 to 72 

typically moved the longest distance at a median of 30 miles and were less 

likely to make compromises on their home purchase.
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Introduction
Buyers 73 to 93 (The Silent Generation) represented the smallest share of 

buyers at seven percent. As most of these buyers were likely to have retired 

or scaled back their work demands, they had the lowest median household 

incomes. The primary reasons to purchase were the desire to be closer to 

friends and family, the desire for a smaller home, and for retirement. Buyers 

73 to 93 were least likely to purchase a detached single-family home. 

Twenty-nine percent purchased in senior-related housing and they tended to 

purchase new homes.

How to finance the home purchase has stayed similar to what buyers 

reported in past years. Eighty-eight percent of home buyers financed their 

home purchaseða share that decreases as the age of the buyer increases. 

New to the report was the impact of debt to saving for a downpayment. 

Among those who did have debt, debt hindered their ability to save for a 

downpayment. Student loan debt was one of the debts that buyers had. In 

fact, 47 percent of Younger Millennials that had debt reported having student 

loan debt with a median loan balance of $21,000. For Older Millennials, 42 

percent had student loan debt with a median loan balance of $30,000. The 

share who had student loan debt declined as the buyerôs age increased. 

While only 27 percent of buyers 39 to 53 had student loan debt, they also 

had a median loan balance of debt at $30,000. This may be due to not only 

their personal educational loans, but accumulating debt from their 

childrenôs education loans. Buyers were also coming back from distressed 

sales. While eight percent of buyers did buy after a distressed sale, the 

share rose to 13 percent among those aged 39 to 53.  

Among home sellers, Gen Xers made up the largest generation of sellers 

at 25 percent, followed by sellers 64 to 72 years old at 22 percent. 

Consistent with past reports, sellers 53 years and younger tended to trade 

up to a larger and more expensive home when they purchased. Sellers 54 

years and older often downsized and purchased a smaller, less expensive 

home than they sold.  Among all sellers, nine percent wanted to move 

earlier than they did, but could not because their home was worth less than 

their mortgage balance. This was most common among sellers 39 to 53ð

15 percent had the situation that they could not sell when they wanted to 

originally. 

All generations of buyers continued to consult a real estate agent or 

broker to help them buy and sell their home. Buyers needed the help of 

a real estate professional to help them find the right home, negotiate terms 

of sale, and help with price negotiations. Sellers, as well, turned to 

professionals to help market their home to potential buyers, sell within a 

specific timeframe, and price their home competitively.
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Chapter 1
Characteristics of Home Buyers
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