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U.S. HOUSING MARKET – MAY 
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MAY MEDIAN HOME PRICE = 
$407,600

Up 14.8% from May 2021
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Insert image here

Home buyers might feel like…this
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MORTAGE DENIAL RATES:
• Hispanic/Latino and Black/African-American households experience a higher denial rate than 

Asian/Pacific Islander and White home buyers: 7% vs. 3 – 4%

PREVIOUS HOMEOWNERSHIP:
• All minority groups nearly twice as likely as White buyers to be first-time home buyers:

• 52% of Asian/Pacific Islander buyers

• 50% of Hispanics/Latino buyers

• 48% of Black/African-American buyers

• 28% of White buyers

DIFFERENCES AMONG SUCCESSFUL HOME 
BUYERS

Source: NAR 2022 Snapshot of Race and Home Buying in America
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STUDENT LOAN DEBT:
• Black/African-American buyers are almost twice as likely as other groups to hold student loan debt: 

• 43% among Black/African-American buyers

• 24% of Hispanic/Latino buyers

• 21% of White buyers

• 16% of Asian/Pacific Islander buyers

AMOUNTS OF STUDENT LOAN DEBT:

• $38k among Black/African-American and Asian/Pacific Islander buyers 

• $30k among White buyers

• $25k among Hispanic/Latino buyers. 

DIFFERENCES AMONG SUCCESSFUL HOME 
BUYERS

Source: 2022 NAR Snapshot of Race and Home Buying in America
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OBSTACLES TO HOME BUYING:
FOCUS GROUPS
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METHODOLOGY
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GREATEST OBSTACLES – COMMONALITIES 
AMONG RECENT BUYERS

LACK OF 
AFFORDABLE 
HOMES

“Tempering my expectations for the home I want 

versus the home I actually bought. I had to give 

up the area really I wanted to target.“

COMPETITION 
FOR HOMES

POST-OFFER ISSUES

“Bidding wars on houses. There'd be like 10 offers 

on a house. Some houses would go in like 16 

minutes."

“Your offer's been accepted. Now let's jump through hoops 

and negotiate again and pray to God that the inspection 

doesn't come back [badly]. And then you end up missing out 

on three houses.“ 
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BIGGEST REASONS POTENTIAL 
BUYERS HAD NOT BOUGHT YET
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ASIAN-
AMERICAN/PACIFIC 
ISLANDER BUYERS

 Several frustrated with their agents but more 

likely to attribute failings to agents “working 

for themselves” instead of for the buyers than 

to suspect bias.

 More likely to be purchasing in areas with 

high real estate prices (e.g., Bay Area).
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BLACK AFRICAN-
AMERICAN BUYERS

 Along with H/L respondents, least likely to have access to 

family help with down payments.

 Least likely to say family had owned home.

 Most likely to have seen foreclosure in family.

 Most likely to cite:

 potential race-based discrimination by their agents.

 Confusion over how to build credit.

 A feeling among first-time buyers that they are simply 

expected to understand how the process works 

without any information.
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HISPANIC/LATIN(O/X) 
BUYERS

 Most likely to say families had owned 

homes.

 More likely than others to cite the U.S. 

credit system and a need for credit history 

as sources of frustration and confusion. 

 Several immigrants who had worked 

to create credit histories could not get 

loans from their own banks due to 

“too low a volume” on the loan.
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WHITE BUYERS

 Most likely of all groups to cite student loan debt 

as a major obstacle and reason to have not yet 

purchased.

 Along with AA buyers, most likely to say self- or 

contract-employment has been a major hurdle in 

getting a loan.

 Along with AAPI buyers, most likely to have 

received family help with down payment.

 Least likely to have seen foreclosures in their 

families.
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TESTABLE HYPOTHESES
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OBSTACLES TO HOME BUYING: 
SURVEY
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METHODOLOGY
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POTENTIAL HOME BUYERS
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RECENT/SUCCESSFUL HOME 
BUYERS
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Hispanic successful homebuyers (59%) are more likely than other races/ethnicities tested to say they
received financial assistance from family to pay for the down payment on the most recent home they
purchased.

S U C CESSFUL H OM EBU YERS

Did you receive any financial assistance from a family member(s) to help pay for the down payment on the most recent home you 

purchased?*

40%

59%

35%

35%

Total Yes

*Only asked among successful homebuyers

20%

34%

20%

12%

12%

22%

12%

17%

8%

6%

57%

36%

61%

63%

5%

4%

Ethnicity: White (Non-

Hispanic)

Ethnicity: Hispanic

Ethnicity: Black (Non-

Hispanic)

Ethnicity: Asian + Other

(Non-Hispanic)

Yes, and I have paid it all back

Yes, and I do not expect to pay it back 
Don't know/unsure

Yes, and I expect to pay it back
No, I did not receive this kind of assistance
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Hispanic (34%) and White (30%) successful homebuyers are more likely to say they faced discrimination 
during the home buying process based on age. Hispanic and Black successful homebuyers are more
likely to say they faced discrimination based on race/ethnicity (34% and 36%, respectively) and skin 
color (33% and 35%, respectively).

S U C CESSFUL H OM EBU YERS

At any point throughout the process of buying your most recent home, did you feel you faced discrimination based on any of the 

following factors?*

*Only asked among successful homebuyers

29% 30%

20%

23%
21%

24%

19%
21%

23%

34%

20%

30%

18%

27%

18%

22%

11%

36%
34%

35%
33%

18%

8%

14%
12%

15%

5%

20%

14%

9%

5%

8%

Familial status Age Sexual orientation Race/ethnicity Skin color Gender Disability status Country of origin

White (non-Hispanic) Hispanic Black (non-Hispanic) Asian + Other (non-Hispanic)
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TESTABLE HYPOTHESES - RESULTS
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TESTABLE HYPOTHESES - RESULTS
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TESTABLE HYPOTHESES - RESULTS
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BIGGEST TAKE-AWAYS

• All minority groups are more likely to cite lack of information about or confusion 

over credit as an obstacle than White buyers.

• Lack of credit/credit issues is the Number Two Obstacle to home buying among 

Black/African-American potential buyers.

• Black/African-American potential buyers are much more likely to report racial 

discrimination in the home buying process than any other group.

• Black/African-American and Hispanic/Latino successful buyers are more likely 

than others to report racial discrimination in the process.
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WHAT NAR IS DOING ABOUT IT

1. Black Homeownership Collective: NAR has joined the National Association of Real Estate Brokers, the 

National Fair Housing Alliance, the Mortgage Bankers Association, and the Urban Institute to launch this 

organization. 

• Mission = creating 3 million net new Black homeowners in America by 2030

• Website 3 by 30 launched to help walk new homeowners through the process: https://3by30.org/

2. DEI Resources for Real Estate:
• Fair Housing Action plan, including national Fair Housing policy committee

• Housing Opportunity, Fair Housing, Diversity Initiative and Commercial Innovation Grants

• Actionable Road Map for REALTOR® Associations

3. Fair Housing and DEI Training for REALTORS®
• DEI and Fair Housing Self-Study Modules for REALTORS®

• Fairhaven virtual simulation course for REALTORS®

• Bias Override Training Course

• At Home With Diversity (AHWD) Certification course

4. Research: https://www.nar.realtor/research-and-statistics

https://3by30.org/
https://www.nar.realtor/research-and-statistics



