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rent and having other 
financial responsibilities is 
tough. The survey 
respondents admitted that 
when it comes to saving 
money, most of them have 
little to no money set aside. 
Around 40% of respondents 
from all three generations 
said they have less than 
$10,000 saved, whereas 17% 
of Gen Xers, 15% of 
Millennials, and 19% of Gen 
Zers have nothing saved for a 
down payment. 
 
The top reason for living 
with parents is not being 
able to afford rent 
39% of Gen Zers live with 
their parents, while this figure 
is 14% for Millennials. Only 

4% of Gen Xers stated they 
live with their elders, with 
over one-fifth of these stating 

witnessing the similar 
hardships Millennials have 
been going through. Not 
being able to save enough 
money has gotten Millennials 
stuck in the role of renters, 
which has pushed the rental 
rates to a historical high. 
 
Their own expectations 
regarding the cost of the 
down payment show that 
Millennials are the most 
pessimistic of the generations, 
on average expecting a 
$41,000 down payment. Gen 
Zers and Gen Xers, on the 
other hand, have similar 
outlooks, expecting to put 
down $37,000 and $36,000, 
respectively. 
 

Home prices are on the rise 
and having to save for a down 
payment while also paying 

Gen Z Brings Serious Competition for Millennials on the Real Estate Market 

By Mihaela Buzec 

With every new generation 
that comes of age, all 
economic sectors see some 
significant changes. Real 
estate is no exception, as both 
rental and homeownership 
markets reflect these 
generational shifts in 
preferences and purchasing 
power.  
 
A study by PropertyShark rec
ently looked at the differences 
between Gen Zers, 
Millennials, and Gen Xers 
when it comes to 
homeownership and saving 
for a down payment. The real 
estate data provider website 
surveyed over 2,000 U.S. 
renters, owners, and people 
living with family belonging 
to the three generations, 
including only Gen Zers over 
the age of 18. 
 
Millennial and Gen Z 
renters think of buying, 
but high prices and debt 
limit optimism 
Although Gen Zers are just 
starting to enter the real 
estate market, they are 
quickly becoming decision-
making customers with a 
determined attitude. As many 
as 83% of Generation Z 
survey respondents stated that 
they’re planning to buy a 

home in the next 5 years. 
 
According to data gathered 
from respondents of all three 
generations, 50% of 
Millennials and 50% of Gen 
Zers are renting, while only 
29% of Gen Xers do so.  
 
Whether they are happy with 
the present living status or 
not, over 80% of respondents 
from each generation said 
they plan on buying a home in 
the next 5 years. Millennials 
are the most ambitious, with 
87% of them thinking of 
becoming homeowners. The 
question is how many of them 
can actually afford to do this. 
 
The more experienced Gen 
Xers said that saving 
for the down 
payment is the 
biggest obstacle 
towards buying a 
home, followed by 
their credit scores. 
Millennials share this 
view, having a hard 
time saving up 
mostly because of 
college debt, their 
number two 
impediment. Gen Zers, still 
very young, think that student 
debt is their number one 
problem, probably a result of 

https://www.propertyshark.com/Real-Estate-Reports/2018/09/04/more-optimistic-than-millennials-gen-z-is-here-to-revolutionize-the-housing-market/
https://www.propertyshark.com/mason/
https://www.propertyshark.com/Real-Estate-Reports/2018/09/04/more-optimistic-than-millennials-gen-z-is-here-to-revolutionize-the-housing-market/
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the reason for doing so was in 
order to provide care. Both 
Millennials and Gen Zers 
want to save up money for 
when they move out, yet the 
top reason for living with 
their parents for Gen Xers 
and Millennials is simply not 
being able to rent by 
themselves, let alone 
buy.  On the other hand, for 
Gen Zers, the top reason is to 
save up for a down payment. 
 
When asked about the living 
situation they will choose 
when moving out, 70% of 
Millennials and 80% of Gen 
Zers plan on renting, either 
by themselves, with their 
partner, or with friends. It 
seems that despite wanting to 
be homeowners, renting is 
the practical solution for the 
young generations. This is 
likely to create a lot of 
competition on the rental 
market, with higher monthly 
rents being the probable 
result. 

Methodology: 
For this study, PropertyShark 
surveyed 2,134 U.S. renters, 
owners and people living with 
family via Amazon’s Mechanical 
Turk. The respondents were asked 
individual questions about 
savings, home ownership, amenity 
and community preferences, as 
well as some demographic data 
such as employment and marital 
status.  
 
They defined Gen X as those born 
before 1980, Millennials as those 
born between 1981 and 1994, 
and Gen Z as those born between 
1995 and 2010. All survey 
respondents were over the age of 
18. As such, Gen Z respondents 
only include those born between 
1995 and 1999. 
 

Put Your Real Estate Business on 

Autopilot with These Systems 
 

By Than Merrill 

The Importance Of Real 
Estate Systems 
First and foremost, real estate 
systems and processes can 
help business owners save 
time, so that they can serve 
more clients and increase 
profits in less time. By 
implementing automated 
systems, manual labor hours 
can be cut down significantly. 
This directly translates to 
cutting down on the cost of 
labor, such as outsourced 
work or office assistants. The 
process of cutting down 
human labor hours, through 
the integration of technology 
and taking away as many 
manual steps as possible, 
helps to minimize human 
error as well. Business 
owners can use this newfound 
free time to their greatest 
possible advantage. 
 
A second area that cannot be 
ignored is the ability to 
deliver consistent results 
through the use of technology 
and automation tools. By 
designing and implementing 
effective real estate systems, 
business owners can ensure 
the delivery of effective, 
efficient and repeatable 
results. These systems that 

produce reliable results 
ensure that professionals can 
meet the needs and 
expectations of clients in a 
consistent manner.  
 
How To Create Real 
Estate Systems  
1. Keep track and make a list 
of each of your business 
activities. 
2. Pick out tasks that are 
repetitive or take up a lot of 
your time. 
3. Observe and document 
each step required to 
complete each of these tasks 
identified in the step above. 
4. Identify components of 
each process that could be 
better streamlined or 
automated. 
5. Spend time researching 
tools and software that can 
assist with streamlining and 
automation of processes. 
6. Once purchased, spend 
time configuring and 
integrating tools to your 
selected processes. 
7. Upon successful 
implementation, be sure to 
create thorough process 
manuals for each new system 
created, such as how-to’s, 
templates or workflow 
charts. 
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8. Of these new processes, 
identify what can be 
delegated to a team member 
or a virtual assistant, to help 
save even more time. 
9. After processes have been 
implemented and delegated, 
be sure to leave room for 
error. Stay upon to 
suggestions on how to 
increase efficiency even 
further, or address any issues 
that come up. 
10. Finally, make sure to 
capitalize on renewed time 
and energy and pursue 
business-growing 
opportunities! 

Lead Generation  
A real estate lead generation 
system is one that can help 
produce real estate leads 
while you focus on other 
activities. Real estate lead 
generation systems can 
execute tasks such as 
automating your campaign 
mailings, managing the 
information of your leads in 
one place, and receiving 
voicemail messages. There 
are specific software tools 
available that double as a 
CRM system and a campaign 
mailing system at the same 
time. The system will store 
all of the contact information 

visitors with valuable 
information. An effective 
website should implement 
lead capture forms, where 
site visitors will enter their 
personal contact information 
in exchange for something of 
value. This can come in the 
form of an informational blog 
or free downloadable guides, 
both of which can help 
establish your expertise in a 
certain niche or local area. 
 
These leads that have been 
captured can be automatically 
stored in a CRM system, 
which can often double as a 
marketing tool. By setting up 
a personal marketing funnel 
through such a system, and 
scheduling out automated 
drip campaigns, business 
owners can save an enormous 
amount of time. 
 
Bookkeeping  
Regardless of the industry, 
many business owners want 
to tear out their hair when it 
comes to finances, especially 
during tax season. Luckily, 
user-friendly technology has 
made this aspect of business 
much more bearable. In 
bookkeeping, it is critical to 
keep an impeccable record of 
all transactions, either 
incoming or outgoing, related 
to your business. Transaction 
records typically come in the 
form of purchase receipts, 

bank and credit card 
statements and invoices. 
Many enterprises today offer 
consumers with the option to 
email a copy of their purchase 
receipt, thus reducing the 
need to digitize paper 
receipts. When this option is 
not available, there are a 
variety of scanning 
applications available, such as 
that buyers can digitize 
receipts promptly. Many 
popular bookkeeping 
software systems, such as 
QuickBooks Pro, allow 
business owners to store and 
manage transaction records, 
so that tax season can be a 
relatively painless moment in 
time. 
 
The process of designing and 
implementing effective real 
estate systems boils down to 
acute awareness and 
mindfulness of the business 
activities that are necessary, 
but drain your energy and 
time. As a business owner, 
pursuing opportunities that 
will grow your business and 
thus boost your bottom line, 
should always be made a 
priority. Luckily, today’s 
market offers dynamic, user-
friendly software systems that 
make it easy for business 
owners to automate, 
streamline and delegate their 
processes, so that they may 
focus on what matters. 

of potential leads, as well as 
previous clients, in one place, 
and doubles with the function 
of sending out mailing 
campaigns to segments of 
contact lists. These types of 
systems often allow users to 
create, design and store 
various mailing templates. 
 
Follow Up 
It is helpful to establish a 
system that allows the user to 
assign tags and categories to 
particular real estate leads. 
This way, you can mark when 
you last contacted a lead, 
whether or not there was a 
response, and what the 
response was. This type of 
tool is especially valuable in 
the sense that it can help 
prevent you from contacting a 
particular lead one too many 
times, or too frequently, thus 
turning them off. It can also 
help ensure that you maintain 
a healthy amount of follow-up 
with leads throughout the 
year. 
 
Marketing  
An effective real estate 
marketing system should 
acquire leads while you sleep. 
A marketing system can be 
made up of many parts, 
including a website and a 
proper lead funnel system. A 
professional real estate 
website should have a pleasing 
visual aesthetic and offer site 


