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Understanding the housing market requires in-depth knowledge about the participants. 
Each year, Zillow surveys more than 10,000 market participants -- homeowners, buyers, 
sellers and renters -- to learn more about them and gauge their attitudes and behavior. 
Here’s a small slice of what we know in 2019 about homeowners (defined as households 
who own their home and haven’t moved their primary residence in the past year). For 
more information, contact press@zillow.com.

GENERATION LIVES WITH

Children <18
Parents

Dogs
Cats

33%
7%

50%
33%

INCOME*

Gen Z (18-24)
Millennial (25-39)

Gen X (40-54)
Boomers (55-74)
Silent Gen (75+)

<1%
17%

27%
45%

12%

32%
32%
36%

<$50K
$50-99K
$100K+

Years old
57

College grad 
or higher

37%
White
76%

Identify as LGBTQ+
5%

Married or partnered
68%

TYPICAL HOMEOWNER

Median household 
income: $75,000 a year

43% of homeowners still live in the 
first home they purchased. By 
generation:

ORIGINAL HOME

74%
49%

34%
22%

Gen Z & Millennials
Gen X

Boomers
Silent Gen

22%
16%
15%
14%

Gen Z & Millennials
Gen X

Boomers
Silent Gen

63%
20%

11%
5%

No plans to sell
Might consider selling but not within 3 years

Considering selling in the next 2-3 years
Already listed or considering selling in the next year

52%
35%
33%
32%

Love their home
Don’t want the hassle of moving

Stability for themselves or their family
Love their neighborhood

34%
26%

21%
20%

Home no longer fits their needs
Want to live in a different neighborhood

Family is shrinking
Don’t want to be responsible for repairs and maintenance

*Homeowner income data are from a Zillow analysis of the U.S. Census Bureau, American Community Survey, 2017

GENERATIONAL DIFFERENCESMOST DO NOT WANT TO SELL

WHY MOST WANT TO STAY PUT

WHY THEY MIGHT SELL

Most homeowners do not plan to sell any time soon:

Among the 63% of homeowners with no plans to sell in the next three 
years, their top reasons are:

Among homeowners with plans to sell in the next three years, their top 
reasons are:

Older generations are the least likely to be planning to sell in the next three 
years. Here’s the share of each generation that is planning to:

TO SELL OR NOT TO SELL

 60% of homeowners are still paying off their mortgages 
and 90% do not use their home to generate income

SATISFACTION LEVELS

Three-quarters of homeowners say they would buy the same 
home again.

Owners of larger homes and those who have owned other 
homes before are more likely to say they would buy their 
current home again.
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Bath
2

Sq. ft.
1,869

Beds
3

Years in that home
14

TYPICAL HOME OWNED

28%
26%
24%

Landscaping
New appliances

Painting the interior

Among the 69% of homeowners who did some improvement in the 
past year, the average number of improvements was 2.7. The most 
common for all homeowners were:

IMPROVEMENTS

62%
30%

8%

Fix things as they come up
Actively plan what to work on

Do the minimum necessary

63%
23%

14%

As long as expected
Longer than expected
Shorter than expected

COST & EXPECTATIONS

Among those making improvements, the most common amount spent 
was between $1,000 and $5,000 (32% spent this amount). 
Improvements took: 

59%
19%

3%

A little updating
Serious updating

A complete overhaul

HOME CONDITION

Only 19% of homeowners say their homes are like new. The rest 
say their homes need:

HOME TYPE

MAINTENANCE (LACK OF) PLANNING

IMPROVEMENT & MAINTENANCE

81%
7%
5%
5%

1%

Single-family detached house
Manufactured home

Townhome
Condo

Duplex/triplex

URBANICITY

19%
49%

32%

Urban
Suburban

Rural

ZILLOW

Zillow is transforming how people buy, sell, rent and finance homes by creating seamless real estate transactions for today’s on-demand consumer. Zillow 
also operates an industry-leading economic research bureau of economists, data analysts, applied scientists and engineers led by Zillow Group's Chief 
Economist Dr. Svenja Gudell. Launched in 2006, Zillow is owned and operated by Zillow Group, Inc. (NASDAQ:Z and ZG), and headquartered in Seattle. 

Zillow is a registered trademark of Zillow, Inc.

29%
17%

4%

Are close friends with some neighbors
Smile or wave but do not interact

No interaction

51% of homeowners say they talk occasionally when they see their 
neighbors outside their homes. The rest:

WHO CAN AFFORD A $1K UNEXPECTED EXPENSE

In contrast to just 51% of renters saying they could afford a $1,000 
unexpected expense, 80% of homeowners say they could. The share 
who say they can varies by generation: 

Gen Z & Millennials
Gen X

Boomers
Silent Gen

73%
77%

82%
85%

NEIGHBORS

Of homeowners started a home improvement 
project and have not finished it.43%

UNFINISHED BUSINESS

Younger homeowners were more likely to make improvements 
and more likely to have an unfinished project.

43%
37%
37%
35%

Finding time to work on a project themselves
Not knowing what or when things would break

Being able to pay for what they want to do
Finding a professional to do the work

These home-improvement decisions proved to be the most difficult:

Gen X is the most likely generation to have difficulty finding time to work 
on projects themselves (52%).

PAIN POINTS
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