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SUPPLY

T

he mortgage industry will continue in 2019 to
respond to changes, as the Mortgage Bankers
Association predicts interest rates will rise to 5.1%
in the new year and will continue to hover around
this level through at least 2021.
These higher interest rates, which began increasing in early
2018, have led to a significant decrease in refinances, with
an additional 12.4% decrease expected in 2019. Despite this,
purchase originations are expected to top $1.2 trillion in 2019,
a 4.2% increase over 2018.
Interestingly, Millennials currently
make up nearly half of all buyers, but
this group faces significant challenges
in its journey toward homeownership.
A combination of rising interest rates,
increased home prices—the median
existing home price rose 4.9% between
2017 and 2018—and a severe lack of inventory are stifling Millennials dreams
of owning their own homes.
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What can mortgage professionals do
to sustain and support Millennials, and
all first-time buyers, to encourage them
to pursue homeownership?
UNDERSTANDING
FIRST-TIME BUYERS
Millennials make up almost half of all
homebuyers, according to Zillow, but
did you also know over 60% of first-

time buyers are Millennials?
The average homebuyer earns a median household income of $72,500 annually, with nearly a third earning less
than $50,000 and another third earning
more than $100,000, according to Brian
Buffini’s 2018 Real Estate Report.
First-time buyers tend to opt for buying in the suburbs or urban areas, with
very few choosing to live in rural area.
This makes sense because more than
half of buyers desire to live in a walkable neighborhood. And, according to
Zillow, 68% of Millennials and 66% of
(younger) Generation Z buyers prefer a
short commute to their job, as they are
likely to use public transportation.
The layout of the home is less important to Millennials than older generations; however, more than a third of
Millennials place a priority on having
additional space to use for rental income.
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