First-Time Homebuyer Survey
Financial Fithess Study

A snapshot of Canadians’ Homeowership Attitudes and Financial Fitness
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Canadians and Canadian homeowners are now showing their strongest financial fitness to-date. COVID-19 has impacted many buyers
and intenders, with some saying it helped them save and buy their home sooner than expected. Compared to recent buyers, intenders
anticipate paying higher prices and are more likely to want a detached home and see their first home as a permanent home rather than a
starter home. Many first time intenders are expecting to buy a home further from where they work.

FTHB: First-time homebuyers
@ FTI: First-time intenders

The Big Picture

FTHB have started to return after v
declining between 2015-2019, 1% 5

and the anticipated incidence of -
FTlis even higher =
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53 /O of FTHE bought in the last 12 months during Covid 50%

o 2 2
63 /O of FTI plan to buy in the next 24 months sy e el el e i grret
or helped them buy sooner

85% looked at home listings online

69% used online home and mortgage tools

56% learned about mortgage features
D 32% found areal estate agent to work with
\

30% visited homes to see if they would meet their needs

Intenders 27% spoke toamortgage specialist at a bank or credit union

27% spoke to an independent mortgage broker

Getting pre-approved rises to 25% got pre-approved for a mortgage from a bank or credit union

among those planning to buy in the 13% rade an offer on a home
next 6 months. °
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Home Price and Mortgages

® Down payment Mortgage $452K $480K

Increasing prices for purchasers $402K 406K

. . . $318K
and intenders with faster rising

down payments
” T 7]
2017 2019

2015 2021FTHB 2021FTI

are more likely than
to say they will delay
buying a home until they save up a

larger down payment themselves if

they don’t receive a gift/loan

FTHB FTI
Intenders anticipate accessing Mortgage/Broker Specialist
more sources, particularly Real Estate Agent
professionals to help them learn Bank/Credit Union Rep
about mortgage options Financial Planner/Advisor

62% of buyers and 59% of
intenders prefer to work

with mortgage specialists
atabankorcredit union

Rising proportion of those who used a different lender than their main Financial Institution

Same lender as main Different lender as main
Financial Institution Financial Institution

2015 2017 2019 2021FTHB 2015 2017 2019 2021FTHB

Average home prices



First-time homebuyers

Home Purchase Motivations e First-time intenders

- ‘ Spoketoa
elieve owning Saved enough professional who
ahomeisawiser

. . o o, foradown payment o, showed that o
financial decision 48/0 33/0 | could afford it 5%

Became financially Wanted to buy a B |

confident that | home now before Disliked renting

could afford it 34% pricesincreased  33% ahome 27%
further

Got anew Wanted to own the Getting married/

job/raise/bonus o home soyouarein ° moving in together o

J 12% control of it 52% with partner 13%

56% of FTland 46%

25% 33% of FTHB are optimistic

28% 28%
37% 30% about the future

of FTlare more likely than

of recent buyers to want
space to work from home

of FTlare more likely than of recent buyers to value energy efficient homes

2019 e 2021FTHB 2021 FTI

& shift towards
48%
homes that are less ° T
expensive and further
from Work Prefer more expensive home Prefer less expensive home

closer to work further from work

[ @ 48% of recent buyers are

much more likely than

38% of FTlto see their first
home as a starter home




Financial Context and Financial Fithess

Buyers and intenders exhibit similar credit card repayment patterns

FTHB  FTI
Pay off credit cards in full each month 64% 65%

Pay more than the minimum, but less 25% 24%
than the maximum ° °

Pay only the minimum each month 7% 4%

of FTHB and FTHB consistently
of FTI feel they outpace all Canadians
are in good shape on Financial Fitness

The proportion of those who
have doubled-up orincreased
their mortgage payments
continues to grow

Impact of COVID-19

Buyers and intenders are more likely
to say they saw no impact from

on theiremployment than
the general population

63%

Gen pop FTI FTHB



Respondent Profile

23% Post Grad

S100K+
42% University
$50K-$99K '
24% College/Vocational
<$50K 10% High School/Less
50% 50%
Canada
Another country
Single o
82% Full_time n(.nmare\auonsh\p ne
Single T
8% Part-time in a relationship WO
3% Unemployed Married Three
Living together/
4% Athome Common-Law Four
3% Student Separated/ Five+

Divorced

Methodology: A total of 1,856 interviews with Canadians aged 25-40 who either purchased their first home within the prior two years or plan to in the next two years. Online interviewing
was completed between February 17 and March 16, 2021. Quotas were set to oversample in urban regions with weighting to bring them into overall national representative distributions.

Study completed by Environics Research on behalf of Sagen and in association with the Canadian Association of Credit Counselling Services.
First-time homebuyer study findings in collaboration with Royal LePage.
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To learn more, visit
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