


INTRODUCTION
The 2023 NextGen Gen Z Homebuyer Report is a research project developed in partnership with National MI to provide practical insights into the 
behavior and preferences of one of the fastest-growing segments of the homebuyer population. 

Gen Z individuals, born between 1997 and 2012, are rapidly entering the housing market, with many of them now reaching adulthood and 
starting to establish their careers and families. As a generation that has grown up in the digital age, they have unique 
preferences and expectations when it comes to home buying and financing. 

The report analyzes data from two surveys conducted in October 2022 and April 2023 to gain a deeper 
understanding of how Gen Z homebuyers approach the process of purchasing a home, what factors 
are most important to them, and what challenges they face. By elevating the voice of this emerging 
demographic, the report aims to empower real estate and financial professionals with the insights 
they need to better connect with Gen Z homebuyers and provide them with a positive, satisfying 
experience in a competitive market.

I would love to hear your thoughts and questions as we grow together. Please feel free to 
connect with me on LinkedIn.

Cheers,

Kristin Messerli
Executive Director, FirstHome IQ





BACKGROUND & METHODOLOGY
The ongoing study of Millennial and Gen Z homebuyers currently includes a total of 4,000 respondents over 

three years. The majority of the research reflected in this study comes from data gathered in October 2022 

and April 2023, which includes the following: 

● 1,000 respondents, collected in October 2022 and 250 respondents in April 2023

● Between the ages of 18-26

● Diverse sampling by race and income, representing population demographics

● April sampling includes

○ 20% homeowners

○ 47% planning to buy within the next 5 years

● Survey responses are collected through Pollfish, a market research software and survey tool
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DEMOGRAPHICS
58% Female

42% Male

Ages 18-26* 

*Includes some comparative data with ages 27-44 from the 
annual 2022 NextGen Homebuyer Report

GENDER

RACE AND ETHNICITY

AGE

INCOME

Other

Asian + AAPI

Black / African American

Latinx / Hispanic

White / Caucasian 42%

26%

15%

6%

11%
$150k+

$125k-149k

$100k-124k

$75k-99k

$50k-74k

$25k-49k
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Financial Literacy

Technology

Transparency

Savings

Social Responsibility

Knowledge and education, especially about financial decisions has 
become a major value to Gen Z consumers.

Gen Z consumers are tech-savvy and prefer to use digital tools and platforms to 
manage their finances with quick and easy access to their financial information.

Gen Z demands straightforward and honest information about fees, interest 
rates, and terms and conditions.

They  are known for their thrifty and frugal habits and prioritize saving money.

Gen Z consumers prioritize companies and financial products that align with 
their values and social causes
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Source: Statista 2023Kristin Messerli  |

https://www.statista.com/statistics/948568/gen-z-homeownership-rate-by-race-forecast/
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With the increasing prices of homes and the limited availability of affordable housing options, many Gen Zers 
are finding it difficult to enter the housing market. For many first-time buyers, the down payment and closing 
costs required to purchase a home are often significant barriers to entry. Additionally, factors such as high 
rental prices, job instability, and low levels of income can contribute to affordability challenges for those 
looking to own a home. Improving financial literacy, expanding access to down payment assistance 
programs, and increasing the availability of affordable housing options are just a few of the ways to address 
these challenges and improve housing affordability for Gen Z.

GEN Z CHALLENGE #1
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Over the past three years of research on NextGen homeownership, lack of education has repeatedly been a 
major barrier to purchasing homes and building wealth through real estate. Our research and other studies 
have shown that young homebuyers have limited knowledge about interest rates, credit scores, and the 
homebuying process. This knowledge gap can lead to poor financial decisions and hesitation when 
considering homeownership. Without proper financial education, this younger generation is at a disadvantage 
when it comes to navigating the complexities of the housing market and making informed decisions about 
their financial futures. As such, it is imperative that mortgage and real estate professionals integrate 
education into their marketing and sales content to provide Gen Z with the knowledge and skills needed to 
achieve financial literacy and succeed in the housing market.

GEN Z CHALLENGE #2

Lack of Personal Finance Education
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Gen Z is more likely to rely on online resources and social media for financial advice than on experts such as 
financial advisors or banks. This lack of trust in traditional institutions may be attributed to the events of the 
Great Recession, which left a lasting impression on this generation. Additionally, the digital age has made it 
easier for misinformation to spread, leading to confusion and mistrust among Gen Z when it comes to 
financial decisions. The lack of support and trust has resulted in many members of Gen Z feeling 
overwhelmed and unprepared for financial decision-making, leading to poor financial outcomes and hesitation 
in home buying. Mortgage and real estate professionals can build trusted relationships with Gen Z through 
authentic and educational social media content paired with live events in the community and a personalized 
approach to sales. 

GEN Z CHALLENGE #3

Lack of Support
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ABOUT KRISTIN MESSERLI
Kristin Messerli is the Executive Director of FirstHome IQ, a nonprofit dedicated to educating the next generation about 

homeownership. Kristin is also a leading strategist and keynote speaker on housing and finance trends in young and 

diverse markets. Kristin has worked with hundreds of lenders, startups, and nonprofits to craft successful go-to-market 

strategies and build trust with their consumers. 

Kristin founded and sold the digital marketing agency, Cultural Outreach, with the mission to promote sustainable 

homeownership in underserved communities. She was previously the VP of Sales and Strategy at Experience.com, and has 

consulted with numerous fintech startups across product design, marketing, and research. Kristin produced and authored 

the 2020-2022 NextGen Homebuyer Reports, highlighting key insights from over 4,000 NextGen homebuyers and she holds 

her Master in Public Administration from University of Oklahoma. 

For more information about FirstHome IQ, visit firsthomeiq.com, and for all speaking inquiries, visit KristinMesserli.com.
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To learn more and support the nonprofit mission to educate and inspire the next 
generation of homeowners, visit FirstHomeIQ.com.



ABOUT NATIONAL MI
National Mortgage Insurance Corporation (National MI) is a U.S.-based, private mortgage 
insurance company established with a mission to enable low down payment borrowers to 
realize homeownership, while protecting lenders and investors against losses related to a 
borrower’s default. We take a straightforward approach to both our products and practices to 
ensure lenders’ confidence in the loans they place with us. We adhere to high standards in 
insurance underwriting and processing, and customer service. National MI is committed to 
delivering mortgage insurance solutions that provide a path to coverage certainty. 

For more information on National MI, visit nationalmi.com. 
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DISCLAIMER 
The information contained in this report has been provided by Kristin Messerli for general information purposes 
only and does not replace independent professional judgment. While every care has been taken to ensure that 
the content is useful and accurate, Kristin Messerli gives no guarantees, undertakings, or warranties in this regard, 
and does not accept any legal liability or responsibility for the content or the accuracy of the information so 
provided, or for any loss or damage caused arising directly or indirectly in connection with reliance on the use of 
such information. Any errors or omissions brought to the attention of Kristin Messerli will be corrected as soon as 
possible. The Report cannot be edited without prior approval.
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