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Introduction 

 
Ready or not, the millennials are coming. Actually, they’re already here. As America’s largest 

generation at nearly 80 million strong, Gen Y is poised to dominate the housing market over 

the next decade-plus. 

 

The millennial generation was reared on technology and approaches the homebuying 

process in a fundamentally different way than their parents and grandparents. Gen Y’s 

fluency with technology, desire for transparency and preference for companies with a 

“conscience” make young people a new breed in the housing market. 

 

How do real estate professionals find success with millennials? What’s the blueprint to work 

with them? I hope this ebook provides many of the answers you need. 

 

Hi, I’m Shikma Rubin, a loan officer at Tidewater Home Funding in Chesapeake, Virginia. 

As a 27 year old, I often work with millennial homebuyers and firmly understand how my 

own generation prefers to buy a home. I want you to gain from my perspective and develop 

a strong rapport among young people in your community.  

 

If you have a question about millennials and homebuying -- particularly on the lending side 

-- please reach out and let me know. I am always available at 

shikma@tidewaterhomefunding.com and 757-490-4726. 

 

Thanks, and enjoy the ebook! 

 

 

 

mailto:shikma@tidewaterhomefunding.com
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15. Millennials Want 
Transparency in the 
Homebuying Process 
 

Young adult homebuyers need the truth and nothing but the truth. 

Millennials don’t mind if you explain every aspect of the process (like this simple 

breakdown of how a mortgage works). In fact, they prefer it. And don’t be surprised when 

they come with a list of questions they researched online. Believe me: Gen Y has Google and 

knows how to use it. 

Young people are nervous about 

homebuying because of the recession 

and student loans.  

They’re already swamped in debt so the idea of a mortgage can be overwhelming. When I 

pre-qualify young people, I always ask “Have you thought of a monthly payment that you 

are comfortable with?” Honest questions like that help to build trust. 

Thanks to the recession, young people are also skeptical of financial institutions and won’t 

sign paperwork they don’t understand. Be prepared to explain each document and its 

relevance to the process. Millennials will appreciate your thoroughness. 

 

 

http://www.shikmarubin.com/147/
http://www.shikmarubin.com/147/
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14. Millennials Like to be 
Hands-On When They Buy a 
Home 
 

Young adults are extremely savvy with computers and know what to do with software, apps 

and online tools.  

That’s why I have found millennial 

clients like to crunch their own numbers 

and see the estimated cost breakdowns 

themselves. 

At Tidewater Home Funding, we let people use a variety of tools, including a mortgage 

calculator, a formula called “How Much Can I Afford?” and a “Rent vs Buy” Calculator.” 

Even though I ultimately help clients determine the true costs of home ownership, I know 

they like to feel “in control” and take a hands-on approach to the process. 

 

 

 

 

 

http://www.tidewaterhomefunding.com/shikma/calculators.php
http://www.tidewaterhomefunding.com/shikma/calculator.php?id=31
http://www.tidewaterhomefunding.com/shikma/calculator.php?id=31
http://www.tidewaterhomefunding.com/shikma/calculator.php?id=16
http://www.tidewaterhomefunding.com/shikma/calculator.php?id=30
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13. Millennials Favor 
Companies with a 
Conscience 
 

Millennials view the business world differently than other generations. They prefer to work 

for (and with) companies that have a social conscience. An article from USA TODAY drives 

home that point. 

Want to impress a young person? Prove 
your company is interested in giving 
back and making the community a 
better place.  

Sure, millennials want a company that makes the homebuying process a breeze. But they 

also need to know you care about more than making money. 

Make sure you share community efforts on your website, social media and even in 

conversations with young adult homebuyers. Your passion for a cause will go a long way. 

 

 

 

http://www.usatoday.com/story/money/business/2013/03/25/kindness-panera-bread-nordstrom-starbucks/1965183/
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12. Millennials Appreciate 
Hand-Written Notes 
 
I know it’s easy to think millennials only care about text messages and emails. And while it’s 

true they prefer to communicate back-and-forth electronically, a hand-written note goes 

a LONG way. 

With my own millennial clients, I see the power of a hand-written thank you note. After a 

20-something client had been in her new house for one month, I wrote her a quick letter of 

congratulations (in pen and paper), and she called me immediately to say thank you. 

Remember: you can’t hang a nice text message on the fridge. 

Plus, you can send a hand-written note at any point in the homebuying process (even when 

it’s over). Yes, young people like instant communication — and I know it’s critical to be 

available via text message.  

But in our digital-everything world, the 

hand-written note is special, memorable 

and will make you stand out. 
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11. Millennials Need 
Constant Communication  
 
From sun up to sundown, millennials are connected, in touch and plugged in. They can 

respond via text throughout the day and want updates on the loan process, no matter how 

minor they may be. 

 

Here’s the deal: If millennials don’t hear 

from you on a regular basis, they will 

think something is wrong.  

 

Don’t be afraid to over-communicate because they want to be in the loop.  
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10. Millennials Want to Feel 
Special  
 

You may have heard the media call millennials the “ME ME ME” generation. And it’s true: 

they like to tell the world about their accomplishments and milestones. What better 

milestone than purchasing a new home! 

Here’s what to do: make sure you take 

pictures of millennial clients at the 

closing table.  

Then, you need to send along the photo so they can share it on social media — believe me, 

they will. Plus, it’s great marketing for realtors because the photo is a testament to your hard 

work and results. 

 

 

 

 

http://tidewaterhomefunding.us3.list-manage.com/track/click?u=0fed074c91080ebae2051a101&id=6a26aeddaf&e=2634a67e85
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9. Millennials Will Google 
Real Estate Professionals 
 

Millennials put every realtor and lender through the “google” test. That means young people 

immediately search your name and see what you’re all about. Sure, everyone has a profile on 

a company website, but here are two smart ways to impress even the toughest 20-

something: 

Create profiles on Trulia and Zillow. 

You may have seen the news that Zillow purchased Trulia. The two real estate websites will 

remain in place and continue to dominate the web. Millennials expect you be active on both 

of them. 

Here are my profiles on Trulia and Zillow. 

Although it costs money to advertise, it is simple and free to create a profile.  

On Trulia and Zillow, you can showcase 

your expertise and have 

current/previous clients review you.  

 

http://tidewaterhomefunding.us3.list-manage.com/track/click?u=0fed074c91080ebae2051a101&id=420417160b&e=2634a67e85
http://tidewaterhomefunding.us3.list-manage.com/track/click?u=0fed074c91080ebae2051a101&id=64c22f3fbb&e=2634a67e85
http://tidewaterhomefunding.us3.list-manage1.com/track/click?u=0fed074c91080ebae2051a101&id=ad4b9580dd&e=2634a67e85
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8. Millennials Prefer 
Customization 
 

As you know, every transaction is different in real estate. Every client, every property and 

every loan. 

That’s a good thing because millennials can’t stand cookie-cutter deals. It’s why they don’t 

like to eat at places like Olive Garden and TGI Friday’s. The menu is set and there’s no room 

for customization. 

On the other hand, young people LOVE restaurants like Chipotle because they can have 

exactly what they want. Every order is fully customized just to them. 

Remember millennials need their homebuying process to be different from everyone else.  

Make them feel unique, and it will go a 

long way. 

 

 

 

http://www.usatoday.com/story/money/business/2014/05/16/casual-dining-restaurants-red-lobster-darden/9169571/
http://www.usatoday.com/story/money/business/2014/05/16/casual-dining-restaurants-red-lobster-darden/9169571/
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7. Millennials Love These 
Three Real Estate Apps 
 

Millennials love technology and know how to access information fast.  

If you want to impress young people, 

download these apps: 

 Sitegeist: Helps you learn about your surroundings in seconds using publicly available 

information. Example: average age of people in the neighborhood and popular nearby 

attractions. 

 Dropbox: Allows you to store documents (contracts, pictures, etc) and share them quickly 

with clients, lawyer and lenders. You can even edit documents from any device. 

 ColorSnap: Take a picture of a room and paint the wall using your fingers. What better 

way to show the potential of a room! 

 
 

 

 

https://sitegeist.sunlightfoundation.com/
https://www.dropbox.com/
http://www.sherwin-williams.com/homeowners/color/try-on-colors/colorsnap-mobile/
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6. Millennials Will Try to 
Outsmart You 
 

Millennial homebuyers have questions about the process and will not hesitate to ask you. 

Then, they will go one step beyond and research the answer online to check your accuracy.  

 

The lesson with millennials: know your 

stuff ahead of time and, if possible, link 

them to articles, guidelines and further 

information.  
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5. Millennials Will Judge 
Your Website — Harshly 
 

A millennial can tell within two seconds if your website is “professional.” They grew up with 

the Internet and know what a “nice” website looks like versus one that hasn’t been updated 

or redesigned in years.  

 

Aside from the look and feel, your website should also contain an updated bio and an 

explanation on why you love to work in real estate.  

 

Young people need to “meet” you online 

and feel comfortable before they call.  

 

If you can’t include the bio on your website but have a Facebook fan page, make proper 

introductions there.  
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4. Millennials Need Realistic 
Expectations About 
Homebuying Process 
 

If millennials could, they would have it all. For instance, a brand-new apartment with 

amenities like a pool, gym and built-in washer and dryer. The reality is many can’t afford 

the life they want or expect. 

That’s why pre-approval is so important. When clients go through the pre-approval process, 

it means the lender has reviewed their financial documents.  

Pre-approval is critical to a smooth 

transaction because then young people 

know what they can afford from the get-

go. 

 
 

 

 

http://www.shikmarubin.com/8-critical-documents-you-need-to-be-pre-approved-for-a-loan/
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3. Millennials Want Online 
Documentation 
 

The old-school process is yesterday's news: print out the document, sign it, scan it and then 

fax it back. Millennials avoid paper as much as possible. Plus, there could be issues printing 

correctly or someone could forget to bring all the necessary documents to a meeting. 

 

When possible, stick to digital with 

documentation and sign electronically. 

Nowadays, you can access critical documents for loan applications online anyway (ex: 

paystubs, bank statements and tax returns). 

 

When in doubt, go digital. A millennial will thank you! 
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2. Millennials are Skewed by 

HGTV, DIY 
 

Love It or List It. Rehab Addict. House Hunters. 

 

 

All entertaining shows, sure, but 

channels like HGTV and DIY have given 

millennials a distorted perception on the 

homebuying process.  

 

Now, young people think they can have all the upgrades and get a deal. 

 

As we discussed in point #12, you need to set expectation and let millennials know what 

they can truly afford. At the same time, it's important for them to understand what's 

possible when it comes to home renovations (a la "Rehab Addict"). 

 

Make sure young people know, for instance, they can finance a renovation into the loan. 

Then the borrower can have a brand-new kitchen and appliances without paying for it in 

cash. 

 

http://www.hgtv.com/love-it-or-list-it/show/index.html
http://www.diynetwork.com/rehab-addict/show/index.html
http://www.hgtv.com/house-hunters/show/index.html
http://www.shikmarubin.com/millennials-need-realistic-expectations-about-homebuying-process/
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1. Millennials are Young, 

Smart and Serious 

At long last, we've reached the end of the 15-point list! I hope all the points give you deeper 

insight into the mind of a millennial homebuyer. They are young, sure, but smart enough 

to do their research and serious enough to do what it takes to buy a home.  

 

In short, millennials want real estate professionals who are reliable, transparent and 

somewhat tech-savvy. 

 

So the quickest way to win them over: 

know your stuff, be honest and treat 

your online profile with utmost care. 

 

Remember: a millennial might be "Googling" you right now. 


