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QUICK STATS

▪ Average Age of Millennial: 27

▪ Average Age of REALTOR ®: 57

▪ Median Income: $73,000

▪ 97% finance home purchase

▪ 76% first time homebuyers

▪ They will comprise 75% of the workforce by 2025 

NAR® Home Buyer and Seller Generational Trends 



MILLENNIALS ARE WHERE THE MONEY IS
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And by 2018, their projected income will be  about 

$3.39 trillion, surpassing Baby Boomers…

Source: Oracle, EFMA September

$2.45
trillion

Millennials’ annual 

spending today



BORN IN A DIGITAL WORLD

DIGITAL NATIVES

Every generation’s traits are defined by the 

world that surrounds them.

For Millennials that means that life in 

always ON, always connected.  Technology 

is their second skin.



Millennials have a massive fear of missing out  (FOMO) 

on something fun, or a social event  that may happen 

on the spur of the moment — it is so intense that 

even when they decide to  disconnect from 

technology, they still connect  just once more, just to 

make sure.

Millinnenials send and receive an average

of 88 texts a day

THERE IS A NEED TO  BE 
CONNECTED AT ALL TIMES

Source: Huffington Post- Americans Addicted to CheckingSmartphones  
PEW Research Center – Millennials in Adulthood
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Source: CISCO, McCann Worldgroupresearch

Phone calls
Can be just as meaningful as in-person get–togethers

Texts
Can carry the weight of a phone call

Emoticons and emojis
Are just as impactful as the real thing

53% would give up their sense of smell
instead of their social networks

TECH IS REDEFINING 
THE RULES OF 
ENGAGEMENT



THEY ARE HYPER-CONNECTED AND 
HYPER-SOCIAL

Their top sources of influence are:

82%

76%

Source: Barkley Research, BusinessNewsDaily.com  /  Univision, Decoding Y: Millennials Revealed

68%
of Millennials won't make a 

major decision  without 

running it by their network 

first.

“Asking family and 
friends”

“Online reviews”



In fact, 36% say they depend on financial
support from their families, and many
have “boomeranged” back because of
the recession after living on their own.

MILLENNIALS ARE STICKING TO  FAMILY FOR 
SUPPORT

Source: VML: Millennials: an Overview

Many Millennials have
stayed home or are
never far away from
their families.

36%



In spite of levels of unemployment and  record numbers of 

student debt,  Millennials believe in the potential for  personal 

improvement and are more  upbeat about the future.

MILLENNIALS REMAIN THE MOST 
OPTIMISTIC!

%agree Millennials GenX

Baby

Boomers

“I earn enough now (or will in the  

future) to lead the life I want” 85% 68% 60%

“I believe the country’sbest  

years are ahead of us” 49% 42% 44%

Source: PEW Research Center – Millennials in Adulthood



MILLENNIALS ARE "SOCIALLY 
CONSCIOUS”

















BUT REMEMBER
ALL MILLENNIALS ARE NOT ALL THE 

SAME!



SEGMENTING THE MILLENNIALS
Generally we can group Millennials into at least two distinct groups:

Dating

Graduation

First Job
Having a baby

OLDER MILLENNIALS

who are establishing their roles in the world.

They are Aspirers, on the path to find success.

18 -24 year-olds 25 -34 year-olds

YOUNGER MILLENNIALS

who are just growing into adulthood.

They are Explorers, looking for new experiences.



The Aspirer

Their core need in life is for achievement.

#homeownership

25-34 YEAR-OLDS

Ambitious people who desire to achieve a status  of 

success. They are always looking ahead to  what 

they want to become, and they work on  looking the 

part on their way up.



MARKET RESEARCH



Source: NAR







THE GOOD NEWS





HOW DO MILLENNIALS BUY?















MARKETING DO’S & DONT’S 



STOP SELLING,  START 
HELPING.











74% said the biggest benefit from an agent  was helping 

them understand the PROCESS

▪ Marketing that makes hard-to-understand concepts  easy 

(infographics, Ebooks, videos, slidedecks)

▪ Provide content that educates the consumer, is easily  shareable in 

“snackable bites”

PROVIDE HELPFUL 
INFORMATION

NAR® Home Buyer and Seller Generational Trends 



• Buyers spend an average of 4.2 months 

shopping for a home

• Half (51%) of buyers who use an agent 

involve them at the very beginning of their 

home search





AMY CHOREW

VP OF PLATFORM DEVELOPMENT,
BETTER HOMES & GARDENS REAL ESTATE

Make sure your website, blog and Social Media presence is 

a source of solid information for them. Don’t rush a meeting 

or hit them with a sales or marketing pitch. Simply provide 

relevant information about the process and develop trust.



Why Content 

Matters

1) Showcase Your Expertise

2) Attract Your Target Audience

3) Engage Your Audience

4) Increase Your Reach

5) Build Trust



SHARE CONTENT TO 
BUILD YOUR

ONLINE PRESENCE

• BE CONSISTENT

• QUALITY CONTENT

• PROFESSIONAL IMAGE





E-books, Guides, 

Reports & Checklists









Hire A 
Professional 
Photographer 





HAVING THE WORLD IN 
THE PALM OF THEIR 
HANDS

Millennial purchasing decisions are  

disproportionately impacted by 

customer reviews

45%

35%

BUILD CREDIBILITY 
THROUGH REVIEWS

of customers share their negative

experiences over social media

post them on review sites





Ask for Them!



Why Did You 

Choose Me?



What Was Your 

Biggest Concern?



What Was 

Your Result?



BE MOBILE FRIENDLY















TOOLS AND RESOURCES











Infographics & Ebooks







IN SUMMARY
HOW TO CONNECT AND ENGAGE MILLENNIALS

Get tech and mobile 

friendly

Stop selling, start helping Provide content that 

educates

Build credibility with reviews and 

customer stories

Align your brand with social 

causes

Be authentic!





Feedback Form



Grab a Coffee and 

Discuss Your One 

Big Idea?



You don`t have to get it 100% right. 
You just have to 

GET IT GOING



THANK YOU


