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ForSaleByOwner.com gets homes in front of 92% of buyers that 
search online – just as much exposure as real estate agents.

1 Agent-assisted home sale source: National Association of REALTORS ® 2014 Profile of Home Buyers and Sellers
2 ForSaleByOwner.com Consumer Sentiment Survey, September 2014

Disruption and transformation. These are the two descriptors that 
come to mind that most accurately describe the times in which we 
live. In nearly every arena of business and life, our world is quickly 
and constantly changing. Nowhere is this more apparent than 
in the housing market – a sector that reflects shifting consumer 
dynamics and market forces.

What we see happening in today’s residential real estate climate is 
a direct byproduct of these changes: from the subprime mortgage 
crisis of the late 2000s, to tech innovation transforming traditional 
industries like travel and taxi service, to the rise of the Millennials 
who have solidified their influence in nearly every category.

Whether you’re selling or buying a home or work in the industry, 
keeping pace with the trends that matter gives you a clear 
advantage. It was in this spirit of empowering Americans and the 
industry that led all of us at ForSaleByOwner.com to create the 
inaugural edition of our Real Estate Outlook report – designed to 
deliver powerful insights on the housing market in general, while 
also shining a spotlight on the ascension of DIY home selling and 
buying. The infographic to the right helps tell that story.

It is exciting to watch the transformation of the residential real 
estate market. ForSaleByOwner.com leverages technology and 
disruptive thinking to give consumers more power, control, profit 
and savings around home sales and purchases.  

One of the first players in the DIY real estate market, 
ForSaleByOwner.com is the largest entity in the category – more 
than five times the size of our closest competitor, with more than 
3 million unique visitors coming to our website every month. It’s 
this premium platform and close connection with consumers that 
allows us to track the pulse of this burgeoning market sector. This 
report is our way of sharing that information back to the real  
estate community.

None of us can definitively predict what the housing market will 
bring over the next 15 years (or the next 15 months for that 
matter). This Real Estate Outlook reflects our view of what is to 
come, and our hope is that it will serve as a beacon to help you 
navigate through the changes on the horizon.

Introduction ForSaleByOwner.com  
By The Numbers

1

In 2013 alone, ForSaleByOwner.com customers  
sold approximately 9,000 homes

ForSaleByOwner.com’s average customer is:

ForSaleByOwner.com sellers’ average home sale price is $255,000,
8.5% higher than the typical agent-assisted selling price of $235,000 1

ForSaleByOwner.com sellers 
consistently receive 97%  
of their asking price, in line  
with agent-assisted home sales

Saved over Worth combined

$255 K

$235 K>

According to a recent ForSaleByOwner.com survey,

FSBO home sales represent 17% of all U.S. home sales.2

Married
(82%)

Often with  
Children
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Affluent
($107,000  

average income)

Digitally  
Savvy

Educated
(69% college  

education or higher)

Eddie Tyner 
General Manager 
ForSaleByOwner.com

$2.3 Billion in commissions
$70 Million

17%
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As the leading FSBO website, ForSaleByOwner.com has 

unique insights into all aspects of how consumers sell and 

buy homes nationwide. While data and sentiments on the 

industry seem to change almost daily, one thing is certain: 

big changes are coming. Here are six real estate trends to 

watch in 2015.
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ForSaleByOwner.com 
Consumer Sentiment Survey

About this study: 8,004 respondents 
nationwide completed this survey. 
Sample demographics are 
representative of the total U.S. Census. 
All references to “by owner sellers” 
refers to survey respondents who have 
sold a home without a real estate agent 
in the past.

FSBO Gaining Ground as  
Viable Selling Option

directright 91% of Americans buying or selling  
 a home in the next 12 months   
 would consider selling by owner. 

directright  84% of Americans are aware of the  
 option to sell by owner.  

directright  Nearly one-third of Americans   
 (32%) are more likely to consider  
 selling by owner than they were a  
 year ago. 

directright  17% of total Americans have   
 previously sold a home by owner,  
 and are highly likely to do it again  
 (88% said they would) 

3 U.S. Census Bureau August 2014 New Home Sales Report
4 National Association of Home Builders/Wells Fargo  
 Housing Market Index
5 ForSaleByOwner.com Consumer Sentiment Survey, 
 September 2014

6 Wall Street Journal, “Home Sales Fall to 18-Month Low  
 Amid Low Inventories”
7 U.S. Census Bureau: Q22014 Residential Vacancies and  
 Homeownership
8 Wall Street Journal “Trend Lines” chart, June 2014

As the dust began to settle from the housing crisis that began in late 2006, 
it was expected that the market would come back full force by the early 
2010s. And to some extent, it has: August 2014 home sales of new single-
family homes surged more than 18% over July 2014, reaching the highest 
level in more than six years.3 At the same time, confidence among national 
homebuilders rose to its highest level in almost nine years, indicating 
increased buyer interest and traffic.4 And 70% of Americans say that owning 
a home is still a big part of the American Dream, and 79% also say that when 
they do search for a home, they will be able to afford the house they want.5

All these signs point to what should be a booming housing recovery. And 
while the recovery has gained momentum, it is not yet as widespread as 
anticipated, largely due to bottlenecks stemming from consumer hesitancy  
and an industry still scarred from the housing crisis. 

The lack of inventory remains the biggest issue: construction of new homes 
remains near its lowest level in 50 years.6  There is a major lack of first-time 
buyers entering the market: homeownership rates for Americans younger 
than 35 dipped to 35% in the second quarter of 2014, the lowest number  
ever since the Census Bureau began recording homeownership rates 21  
years ago.7 Student debt and more meager incomes among this demographic 
are also greatly affecting the lack of home purchases (see “Trend Lines” chart 
on page 4).8 

Bottlenecks to Recovery 
But a Brighter Road Ahead
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Demographically, U.S.  
consumers who have sold by 
owner in the past are more  
likely to:

directright  Be male (63%)

directright  Be younger (25-44 years old) (49%  
 of by owner sellers) 

directright  Reside in the Western United   
 States (31% of by owner sellers) 

directright  Have a household income  
 greater than $100K (39% of by   
 owner sellers) 

9 Bureau of Labor Statistics, Consumer Expenditures, September 2014
10 U.S. Census Bureau August 2014 New Home Sales Report
11 Deutsche Bank economist Torsten Slok, June 2014
12 Wall Street Journal, June 2014 4

In 2014, home prices increased as a result of lower supply; however, 
consumer income is currently not increasing on par with elevated home 
prices. Other factors such as tougher loan standards have had a profound 
impact on affordability. In fact, in 2013, average income per consumer unit 
edged down -2.8% from 2012,9 whereas the average home sales price  
rose 11% in 2013 from 2012.10 

There is evidence of significant pent-up buyer demand: if the number of 
people per household returns to the 2000-2003 level, it would add more 
than four million new households.11 Millennials, in particular, are now looking 
to move out of their parents’ homes and away from roommates, but the 
trends mentioned above—low inventory, rising prices, and tougher lending 
requirements—are preventing them from doing so. However, we view these 
bottlenecks as an inevitable part of the recovery process—with a brighter 
road ahead in the years to come as the housing crisis hangover fades.

Trend Lines 12

As students graduate with more debt than ever, those with student loans are  
getting worse credit scores and taking out fewer mortgages...at the same time  
as homeownership rates among younger Americans sink to historic lows.
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In 2013 and 2014, it was a seller’s dream scenario: buyers 
were highly motivated to get into the market due to lower 
mortgage rates and more affordable home prices, often 
resulting in bidding wars. Sellers also got quick sales, 
typically above asking price. 

However, there is a noticeable shift taking place that 
may very soon give buyers more power. As home prices 
increase, so will inventory levels as more homeowners 
put their homes on the market, confident that the time 
is right after watching their neighbors sell at attractive 
prices. Also, with fewer foreclosures, short sales, and 
homes underwater, industry confidence is rising and 
investors are green-lighting new construction projects. 
This anticipated increase in inventory will lead to less 
competition and more mortgage credit—ultimately 
leading to a new buyers’ market.

Increase in Inventory Will Shift 
Market to Buyers’ Advantage

Signs of a switch to a buyers’ market  
to look for in 2015:

Less frenzied purchase process
Buyers want to see more listings before making a 
decision, with about three-quarters of consumers  
starting the formal search process at least a year  
in advance of purchase.13
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13 Google survey “House Hunting Season: 6 Key Trends That Search Reveals,” August 2014
14 LearnVest, What’s Happening in Real Estate in 2014
15 ForSaleByOwner.com Consumer Sentiment Survey, September 2014

Increased consumer optimism
From 2008 to 2011, Americans were typically more likely to expect local  
home values to decrease rather than increase. Now, more than five times  
as many Americans believe home values will increase (56%) rather than 
decrease (10%). At the same time, 71% of Americans say they see many  
great homes on the market they would consider buying, 70% say that  
owning a home is still a big part of the American Dream, and 79% also say  
that when they do search for a home, they will be able to afford the house 
they want.15

More moderate price increases
As prices increase, so will inventory. However, increases in price will be  
more in the range of approximately 3 to 5% increases versus the 11% 
increases seen in 2013.14
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The By Owner Seller: Optimistic 
About the Market

U.S. consumers who have sold by 
owner in the past: 

directright  Agree that now is a good time to  
 sell (60%) or buy (64%) a home in  
	 their	area,	significantly	higher	than		
 the general population (38% and  
 46%, respectively)

directright  56% believe that 2015 and 2016  
 will be a buyer’s market, compared  
 to 37% of the general population.

directright  79% feel that when they’re  
 ready to buy a house, they’ll be   
	 able	to	afford	the	one	they	 
 want, compared to 70% of the   
 general population



It is undeniable that the digital age has empowered consumers with access to 
more information than ever before. This is certainly true for the home buying 
process: 92% of consumers search for homes online.16 

It used to be that when shopping for homes, consumers first turned to 
real estate agents to point them in the right direction. Not anymore: of the 
9 out of 10 house hunters who use the internet during their home search 
process, 52% make searching online their first step.17 This rise in information 
right at your fingertips—in the comfort of your own home —has had a large 
effect on the increase in by-owner home sales. In fact, mobile traffic to 
ForSaleByOwner.com is at an all-time high—up 148% over 2013.18

No one knows what home buyers want out of their home more than the 
buyers themselves. And with easy access to listing information online, more 
consumers are finding their dream homes on their own, regardless if they  
are working with an agent or not. 

16 National Association of REALTORS ® 2014 Profile of Home Buyers and Sellers
17 National Association of REALTORS ® 2014 Profile of Home Buyers and Sellers
18 ForSaleByOwner.com website data
19 Google’s “House Hunting Season: 6 Key Trends That Search Reveals,” August 2014

“We are seeing more consumers turning to the internet first to decide if they want to start the home buying process. From there, once  
they see how much information is available, they realize technology has changed the need for a traditional agent/buyer relationship.”  

   
– Eddie Tyner, General Manager, ForSaleByOwner.com
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Smartphones and Data Empower 
Home Buyers to Go Agent-less

Mobile Further Empowering 
Today’s House Hunter19

directright More house hunters rely on their  
 smart phones to stay on top of   
 their home search process. In June  
 2014,  mobile phones accounted  
 for 27% of total searches related  
 to buying a home – up 19% over  
 last year.

directright Mobile queries for open houses  
 grew 36% in June 2014 over last  
 year, while desktop searches   
 remained the same. Most people  
 use their mobile device to do at  
 least one of the following: search  
	 for	listings,	find	directions	to	a		 	
 house, look for more information  
 on a listing, call or email an agent  
 directly,or watch a video while out  
 looking for a home.

directright Video is an important mobile   
 opportunity: views of YouTube   
 real estate videos are up 13% in  
 June 2014 over the last year. These  
 are often home tour videos that let  
 prospective buyers get a room-by- 
 room view of a listing. 

TREND 3

Search Grows on Hand-Held Devices 19



So what does this mean for the future of agents?  
Real estate agents and brokerages need to diversify  
their services to justify their fees. This may mean  
offering more services such as home staging, marketing 
and photography services, creating elaborate video tours 
using drones and 3D technology. As Zillow CEO Spencer 
Rascoff said, “Before the Internet, a great agent just had 
to be an information gatekeeper, someone who had 
access to the secret database that you and I didn’t have 
access to. Those days are long gone. Now we have access 
to all the same information as a real estate agent…so the 
role of the agent is changing.” He added, “A good agent 
has to be an expert negotiator. They have to be a great 
marketer. They have to have deep local expertise.  
They have to be a transactional guide to a client.”

As the digital revolution continues to change the way  
people buy and sell homes, it will only be more critical 
for real estate agents to redefine their own roles to stay 
relevant in the marketplace. 
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Real Estate Agents’ Roles  
Being Redefined

20 ForSaleByOwner.com Consumer Sentiment Survey, September 2014

TREND 4

Just as the Internet has armed the consumer with more autonomy and power in the home buying and selling process, 
so has it evolved the role of the real estate agent. Less than half of Americans agree that the service agents provide is 
worth the fee,20 which means that now more than ever, agents are charged with demonstrating their value.



Baby Boomers on the move—  
location and amenities trump size
As the market slowly recovers, consumer confidence is  
growing and new home purchases are back on Boomers’ 
radars. In fact, 57% of 49- to 67-year-olds plan to move,  
with 25% planning to buy a second home or beach house  
to enjoy in retirement. What’s more, 70% believe that 
their next home will be their best house yet.21

In their next home, being close to a vibrant community 
and amenities that are in sync with their lifestyle, such as 
a beach or hiking trails, trumps square footage. Minimal 
home maintenance is a major priority for this group  
as well.

21 Better Homes and Gardens Real Estate survey, March 2014 

There is a clear generational divide when it comes to motivations and intentions around home buying. Understanding 
these distinctions will be critical to stay ahead of market movements and seize opportunities – regardless of what role 
an individual plays within the sector (buyer, seller, developer, agent, investor, etc.).
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Gen X Bearing the Burden  
of the Housing Crisis

TREND 5



22 Census Bureau Q2 2014 Residential Vacancies and Home  
 Ownership Report
23 ForSaleByOwner.com Consumer Sentiment Survey, September 2014
24 ForSaleByOwner.com Consumer Sentiment Survey, September 2014
25 Trulia’s “The Recession’s Lost Generation” report, July 2014

26 Google Consumer Survey, August 2014
27 Google Consumer Survey, August 2014
28 Trulia’s “The Recession’s Lost Generation” report, July 2014
29 Trulia’s “The Recession’s Lost Generation” report, July 2014

Millennials turning a corner with  
home buying
For the time being, Millennials aren’t buying homes anytime 
soon – 64% of Millennials are still renters.22

However, we are starting to see that higher rents and  
reduced apartment supply are starting to push some toward 
homeownership. When asked if they planned to purchase a 
home in the next year, 18 to 34-year-olds were nearly twice  
as likely as 35 to 54-year-olds to say yes (21.6% versus 13.6%, 
respectively).23 Nearly 70% of Millennials believe owning a  
home is still a big part of the American Dream.24  Millennials’ 
homeownership rate turned up slightly in 2013 to nearly 14%.  
It is still the second-lowest year historically, but it indicates  
that the tide may have turned.25 Millennials also spend longer 
researching a home purchase: when asked how far in advance 
of a purchase/sale they’d plan to begin a formal search,  
83% said more than six months (versus 73% for those older 
than 35).26

They also have different priorities: compared to other 
buyers, Millennials care more about aspects such as good 
neighborhoods, access to transportation and proximity to  
good school districts.27
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Millennials Turning Away from 
Traditional Agent Selling Model

directright 67% would consider selling buy   
	 owner,	significantly	higher	than			
 53% of Americans ages 55+. 41%  
 say they are more likely to consider  
 it now than a year ago

directright 35% of Millennials believe that the  
 general value of real estate agents  
 is diminishing

directright Millennials are also less likely than  
 Gen Xers and Boomers to agree  
 that agents provide a useful   
 service, or that agents provide   
 more home exposure than they  
 could get on their own

Generation X still bears scars from  
housing bust
Homeownership for the middle-aged has not yet begun to turn 
around, as it has for Millennials. The 2013 true homeownership 
rate for the middle-aged is at its lowest level in at least two 
decades.29

The reason this demographic isn’t buying likely boils down 
to personal and financial scars from the housing bust. While 
Millennials were still in their early 20s or younger during the 
mid-2000s (and likely too young to be homeowners), Gen 
Xers fell into the pool of first-time homeowners who may have 
bought and then suffered a foreclosure—causing them to be 
much more hesitant to purchase again.



The trend toward urbanization isn’t slowing down any- 
time soon. The evidence is overwhelming for Gen X and 
Millennials: 47% of Millennials and 30% of Gen Xers either 
currently live in a big city or intend to do so in the next 
2-3 years.30 They are living in urban areas at a higher rate 
than any other generation, and  for the first time since 
the 1920s, growth in U.S. cities outpaces growth outside 
of them.31

But does this urban draw apply to Boomers too? While 
there has been much anecdotal evidence pointing to 
Boomers’ inclination to move away from the suburbs 
to cities, so far the data doesn’t match up. The number 
of Boomers living in single-family homes in the suburbs 
today is at least as high as before the housing burst, and 
that trend holds true even for older Boomers who are 
about to leave the workforce.32 

Whether or not Millennials’ preferences and habits for  
city living will endure is an interesting question that no 
one can answer definitively right now. Will they be able  
to afford the lifestyle they want, in the location they  
want? This will be determined by the extent to which  
urban areas can provide a range of affordable and  
high-quality options.

Home builders are responding to this trend toward 
urbanization: there is little interest in launching suburban 
single-family home developments. Instead, they are 
looking to multifamily homes and “dual track” units – 
apartments with the intention to turn into condominiums 
within 12 to 16 months – in urban areas.33

30 ForSaleByOwner.com Consumer Sentiment Survey, September 2014 
31 Nielsen, March 2014
32 Fannie Mae, June 2014
33 Urban Land Institute, Emerging Trends in Real Estate
34 Nielsen, March 2014
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Bright Lights, Big Cities:   
Urbanization Shows No Signs  
of Slowing

Top Markets - Millennials vs Boomers 34

Millennials are primarily concentrated in some of the country’s largest markets, while Boomers are still largely in small to  
mid-size cities.

TREND 6



• ForSaleByOwner.com provides consumers with all the   
 resources needed to sell and buy properties on their own. By  
	 offering	a	wide	variety	of	listing	packages,	advertising	services,		
	 tools	and	resources	to	fit	any	budget	–	with	plans	starting	at		
 less than $100 – ForSaleByOwner.com empowers consumers  
 to make smarter, more informed decisions.
• ForSaleByOwner.com makes it possible for buyers and sellers  
 to connect directly  —saving money, and giving a greater sense  
 of choice, freedom and control over the real estate process.

• Owned by Tribune Publishing, ForSaleByOwner.com is the  
 largest FSBO website, 5x the size of its closest competitor,  
 with 3+ million unique visitors per month. 

About ForSaleByOwner.com

35 U.S. Census Bureau August 2014 New Home Sales Report 
36 Kiplinger, “2014 Housing Outlook”
37 ForSaleByOwner.com Consumer Sentiment Survey, September 2014 12

Though homeownership has been on the 
decline since peaking in mid-2004, the data 
and anecdotal evidence curated within this 
report support an optimistic and realistic 
outlook of what’s to come. 

We are in a new era, driven by empowered 
consumers with more information at their 
fingertips	than	ever	before.	Technology	is	
transforming the way the real estate market 
moves. This transformation will make the 
market	work	more	efficiently,	with	more	
transparency and clarity. 

And now is the perfect time. Consumer  
confidence	–	along	with	a	renewed	appetite	
to pursue the American Dream – is on  
the rise.

Home sales of new single-family homes 
surged in August 2014, rising more than  
18% over July 2014, the highest level in 
more than six years.35 The percentage of 

consumers who intend to buy a home in  
the next six months is at its highest point 
since 2000.36

Despite bottlenecks in the road to recovery, 
70% of Americans say that owning a home 
is still a big part of the American Dream, and 
79% believe that when they do start their 
home	search,	they	will	be	able	to	afford	the	
house they want.37

For all these reasons, we believe that buyers, 
sellers, developers, builders and the industry 
at	large	stand	to	benefit	from	compelling	
opportunities—if they let go of the mentality 
that what’s worked in the past will work in 
the future. At ForSaleByOwner.com, we are 
committed to serving and expanding the DIY 
real estate market—and sharing our insights 
and in-the-trenches experience with anyone 
who needs it.

Path to Ownership Changes as 
Consumer Confidence Rises


