Zoopla Research

Consumer insights for
housebuilders 2022
A survey of buyers active in the new
homes and resales markets

Consumer insights for housebuilders 2022

Our new survey
covers...
rs
ye
u
B

Introduction

Two years after entering the first national lockdown, we
find a housing market that has outperformed expectations
in terms of transactions and house price growth. Initially,
strong sales and buyer demand could be explained by
the 'space race', considerations around work-life balance,
and government intervention. But are the same factors still
driving market activity?
Our survey of 2,615 people captures the views of those who
have either bought a home in the last 18 months or intend to
buy one over the next 18 months. The survey looks in detail
at the whole housing market, then focuses specifically on
new home buyers and what these insights may mean for
housebuilders in 2022 and beyond.

%
20

n
te
In
3
rs
de

people
surveyed

How do buyers fund purchases? What types of
homes and amenities do they look for? And how
long does the buying process take?
What motivates different groups when it comes to
buying a home?
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We examine three
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How do buyers feel about energy efficiency? What
do they know about it and how do they understand
its role in new home construction?
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New homes
Respondents who
had either bought
or intended to buy a
new-build property.

Resale
Respondents who
had either bought
or intended to buy
a second-hand
property.

Buyers
Respondents who had
bought a new home or
resale property in the
18 months leading up
to April 2022.

Our respondents
are grouped
into four main
household
categories

Intenders
Respondents who
were planning to buy
within the next 18
months.

Pre-family households:
18 to 34-year-olds without children.
Families:
Over 18s with children.
Couples and single occupiers:
Households aged between 34-55
without children.
Older households:
Over 55s without children or whose
children no longer live at home.
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What buyers want

What buyers
want...
Key takeaways
Pent-up demand to move following the reopening of the housing
market has seen a wide range of buyers enter the fray. While
families and older households have been able to leverage the
gains from strong house price growth, younger buyers have not
had the same advantages. But buyer schemes, such as Help to
Buy and affordable homeownership have somewhat bridged
the affordability gap for this audience – with 39% of new home
buyers aged between 24 and 34 using Help to Buy and a further
17% using other homebuyer initiatives.

?

The ‘reassessment of the home’ and the desire for space was
a clear theme for both resale and new home respondents.
Over half of those surveyed had bought or were looking to buy
a detached or semi-detached house. The extra living space
provided by larger homes was also important to buyers, with
some 70% of respondents looking for 3+ bed properties.
Recent buyers were receptive to simplifying the buying process
and using technology to do so. Just over 85% of buyers thought
an online portal that tracked the buying process end-to-end
would be something they’d like to see.
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What buyers want

For existing homeowners,
strong house price
growth over the last 18
months has increased the
equity they hold in their
home – and nearly a third
of all buyers capitalised
on these equity gains to
facilitate a move.

The importance of the government's Help to Buy equity loan
scheme for new home buyers is also evident, with 1 in 5 new
home transactions supported by the scheme. This rises to
39% for new home buyers aged 24 to 34. In addition, some
17% of new home buyers used alternative initiatives, such as a
Lifetime ISA, the mortgage guarantee scheme or affordable
homeownership schemes. This highlights the level of support
that first-time buyers need in order to get on the housing ladder.
Our data also reveals that more cash buyers chose resale
properties than new homes – with 14% of buyers and intenders in
the resale market buying without a mortgage, compared to 6%
in the new homes space.

Buyer schemes an important factor for new homes

of all
buyers

New homes
Resale homes

64%
57%

Total sample

29%

30%

35%
25%
18%

21%
14%
6%

Household
savings

Source: Zoopla Research
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British households were able to build up savings during
lockdown, given the limited opportunities to spend, according
to the Office for National Statistics (ONS). This boost to their
finances, coupled with a reassessment of the home during
multiple lockdowns, prompted would-be buyers to act on their
desire to move once the housing market re-opened in May 2020.
For existing homeowners, strong house price growth over the
last 18 months has increased the equity they hold in their home
– and nearly a third of all buyers (29% new build and 30%
resale) capitalised on these equity gains in order to move.

% share of respondents

30%

Buyer deposits

Equity
from home
(mortgaged)

Buyer
schemes

Gifted
deposit

Cash buyer
(no mortgage)

All respondents were able to select all options that applied
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What buyers want

Our survey shows there was broad consensus across buyer groups
on the size of the properties they bought or intended to buy. Semidetached and detached houses were the most sought-after homes
among buyers, with over half of new build and resale respondents
saying they had moved or would move to this type of property.

Property type

Almost 1 in 5 new build buyers/intenders were open to the idea of living
in a new-build apartment. Regionally, this figure rises to 1 in 4 buyers/
intenders in the South East and London, indicating that a combination
of affordability constraints and stock availability plays a greater part
in their decision. (Note that approximately 85% of newly-built homes in
London are apartments.)

% share of respondents

Demand for larger houses as buyer consideration for space continues

Buyer preference for three-bed properties is clear
Studio

1 bed

New homes

Resale homes

New homes
29%

27%

Resale homes

27%

Total sample

17%
11%

12%

9%

12%

3 bed

24%

4 bed

44%

27%

5 bed or more

23%

49%

18%

Source: Zoopla Research

Outdoor space

34%

2 bed

All respondents

Following the pandemic, outdoor space was often cited as
an important feature for those wanting to move. Some 84% of
survey respondents said they wanted a garden. Indeed, this
has been a long-term requirement for buyers since before the
pandemic – with ‘gardens’ and ‘garages’ remaining the top
2 keyword searches on Zoopla among new home and resale
buyers over the last 3 years.

10%
6%
1%

Semidetached
house

Detached
house

Source: Zoopla Research

Size of home

Apartment /
flat

Terraced
house

Bungalow

2%

Cottage

3%

I don't /
didn't know

A large garden
45%

A small garden / a yard
35%

All respondents

Almost half of all respondents (across all buyer types) said they
were looking to buy, or had already bought, a 3-bed home. This
echoes the buyer preference for detached and semi-detached
houses outlined above.
When it comes to buying a new home versus a resale property,
there is a more significant skew in preference towards larger, 4+
bed homes (28% vs 20%). This also suggests a preference for larger
spaces that can be used in multiple ways – as home offices, storage
spaces or recreation rooms, for example.
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Private garden space or yard a priority for 80% of all buyers

A balcony
13%

No outdoor
space

I don't /
didn't mind

Accessible to
local parks

Source: Zoopla Research

All respondents
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What buyers want

The space to keep a vehicle is a key issue that impacts entire
neighbourhoods, as well as individual households. Some 94% of
all respondents said they wanted some form of parking at their
new home, with off-road parking – either a garage or a driveway
– a preference for the majority. For new home buyers, more than
40% said they preferred a garage or a double garage rather than
a driveway – which suggests the opportunity to repurpose such
spaces for home working or leisure became more of a focus during
the pandemic.

Parking

Where did respondents move from and to by region?
Major city
East Midlands

Small city

Suburb

Market town

Rural

Share of
respondents
70%

East of England
London

35%

North East
North West
0%

% share of respondents

Off-road parking and garages a priority

New homes
Resale homes

44%

Total sample
36%

Scotland
South East
South West

31%
Wales

27%

West Midlands

10%

11%

Yorkshire and
the Humber

10%

8%
5%

6%

5%

7%
East Midlands

A driveway

A garage

Source: Zoopla Research

Roadside
parking

A double
garage

Reserved
parking space

Where were
you moving
from?

I don't /
didn't know
All respondents

East of England

Where
did you
move to?

London
North East
North West

Location, location,
location

The charts overleaf show where our respondents moved from
or were/are based, as well as where they moved to or were/are
planning to relocate. With the exception of London, most markets
are fairly evenly distributed across most areas reinforcing the
nationwide reassessment of the home across all housing markets.
A more distinct pattern emerges when we look at the areas people
move to, with a clear preference for smaller cities and the suburbs
among buyers. The data also signals demand for homes in more
rural locations in the South East, the South West and Scotland,
where the increased opportunity to work further afield has
prompted buyers to address their work/life balance and move to
quieter locations.
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Scotland
South East
South West
Wales
West Midlands
Yorkshire and
the Humber
Source:
Zoopla Research

All respondents were asked to describe the area they moved from or were currently
based and the regions and areas they moved to or were planning to move to.
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The buying
process – search
to completion

What buyers want

Buying a home can often be a lengthy and complicated process.
We asked those who had purchased a home in the last 18 months
to estimate the time it took from search to exchange in days.
New home buyers, on average, completed within four months
(125 days) of their initial search, with resale buyers taking almost
three months longer (223 days in total). This indicates that buyer
chains have an impact on the buying process at the search and
exchange stages in the resales market. The data also reflects the
congestion around achieving completion during the pandemic.
The purchase process varies by buyer group, with older
households – who are perhaps more selective with their
requirements – taking some 240 days from initial search to
exchange. In contrast, families take just 160 days. For the prefamily audience, where affordability is a more significant concern,
buyers typically take 203 days from search to exchange.

The length of the buying process end-to-end

Older households

116

Pre-families

98

Couples and
single occupiers

98

Families

Source: Zoopla Research

Search

71

19

Offer accepted

20

Exchange

83

20

83

29

73

58

219 days

208 days

200 days

148 days

All respondents who bought a home

Our survey also shows a clear correlation between buyers'
overall satisfaction with the purchase process and the speed of
the transaction once an offer has been accepted. Buyers who
had a 'very good' or 'good' experience typically saw the process
between offer accepted and exchange take less than half the
time compared to those who had a ‘poor’ experience (65 versus
138 days).
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Time to exchange impacts buyer satisfaction

Really /
Quite good

'OK'

Quite /
Very poor

Source: Zoopla Research

56 days

91 days

138 days

All respondents who bought a home

The importance of communication throughout the buying
process cannot be underestimated, with 30% of buyers rating
their experience ‘just ok’ or ‘poor’. Our survey shows that
most buyers in the new homes and resale markets used a
combination of email and phone calls to manage the buying
process across multiple stakeholders (including lenders,
conveyancers, surveyors and agents/developers). Over 85%
of buyers were receptive to streamlining this process by
using technology – such as an online portal that tracked and
monitored the progress of their purchase end-to-end.
The headline findings shared in this chapter illustrate how, by
understanding buyer preference and the differences between
resale and new-build properties, housebuilders can better
target audiences – and potentially tempt resale buyers to
consider new homes.
The next section of this report digs deeper into individual buyer
groups to understand the motives and triggers around buying.
It also examines how these factors vary in relation to new-build
and resale properties.
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Trends by buyer group

Trends by
buyer group
With the end of Help to Buy and the impact of the cost
of living crisis on personal finances, understanding – and
finding – new audiences will be increasingly important
for housebuilders in 2022 and beyond.

Pre-family
households

15

Families

Older
households

This next section aims to create a portrait of the three
main homebuyer groups of pre-family households,
families and older buyers. It specifically looks to
understand their wants and needs when buying a newbuild property.
Up to now, we have referred to a fourth buyer group –
couples and single occupiers aged 35-55. Though an
important and growing cohort, they cover a wide range
of buyers with no single motive to buy. As such, we have
excluded them from the next section of our report. (You
can request access to the data on this group using the
contact details at the end of the document.)
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Trends by buyer group

Pre-family
households

Tenure before
buying

Younger singles or couples aged 18-34
without children.

Recent government strategy has focused on getting 'generation
rent' into homeownership. Pre-family households and younger
families with children have been the primary beneficiaries of
policies such as Help to Buy and affordable homeownership (shared
ownership and the recent first-home initiative). Indeed, our analysis
shows that over half of pre-family buyers come from the private
rented sector or were living with family/friends – perhaps a trend
that intensified over the pandemic, as renters moved back home to
be closer to family or cut costs.

45%

63%

29%

of pre-family households
surveyed would consider
buying a new-build
property

Own home

Renting

Source: Zoopla Research

Top three routes to
building a deposit

All pre-family respondents

Unlike other older buyer groups who have benefitted from
house price growth over the pandemic, only 45% of pre-family
respondents were already on the housing ladder. This means prefamily households have looked to different sources to bolster their
savings, with the ‘bank of mum and dad' (25%) or home-buying
schemes (31%) proving an important factor in homeownership.

31%

Key takeaways
While 76% of pre-family
households use personal
savings to buy their homes,
they often boost their deposit
with help from the ‘bank of
mum and dad’ (25%) and
home-buying schemes (31%).

Location is an important
factor for this buyer group, as
they look for more affordable
properties on the outskirts of
town – typically a 2 or 3-bed
semi-detached house.

Household
savings
Source: Zoopla Research
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Living with
family/friends

76%

Source: Zoopla Research

Over half of pre-family
buyers come from the
private rented sector or
were living with family/
friends (29% and 26%
respectively).

26%

Buyer
schemes

25%
Gifted
deposit
All pre-family respondents
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Trends by buyer group

While over half of pre-family households were couples, 27% of this
buyer group looked to partner with another family member or friend to
pool their resources and buy together.

Household
make-up

Housebuilders could look towards the build to rent (BTR) sector where
shared living is more common. BTR developers have targeted sharers
specifically by building two-bed/two-ensuite apartments to help them
live more independently under one roof.

Couple 54%

Where are buyers
moving from/to?

Single adult 27%

Sharer 19%

With affordability and the desire to move into a three-bed home
playing a key role in buyer decisions, pre-family households may
be compromising on location. Our data shows a clear trend for
new home and resale buyers moving from cities to more affordable
suburbs and smaller neighbouring towns.
Share of respondents
17%

0%
Major city

Small city

Suburb

Overall preference
by property type

24%

% share of respondents

Rural

Studio

Key considerations
when buying

1

Detached

35%

2

Bungalow

Cottage

4

5+

51%

44%

3

Where were
you moving
from?

51%
30%

Pre-family
households

Where
did you
move to?
25%

26%

Our survey shows that three-bed houses were the most popular
property type among pre-family households. Some 73% of newbuild buyers and 80% of resale buyers said they were looking for
a home that they could grow into or would provide the space for
a home office or leisure facility.

Garden and
garage

In pricier markets across the South East and London, this
preference shifts to new-build one- and two-bed apartments –
and almost one in five pre-family respondents favoured flats.

Property
customisations

11%

11%

Location of
property

25%

18%

Outgoings

11%

11%

Property ready
to move into

33%

Number of
bedrooms

24%

21%

Property type

7%
Modern
features

Data source of all charts: Zoopla Research
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18%

Pre-family households prioritise location (55%), and specific
neighbourhoods (29%), as they look to juggle work-life balance with
affordability.

55%

Resale

Property type
and bed count

Semi

34%

Total sample
New homes

Terraced

Looking to grow
into 3-bed homes

New homes

Resale

44%

41%

Apartment

Resale homes

In addition, tighter budgets mean this group is more alert to outgoings –
with 25% of respondents citing the ongoing cost of homeownership as a
buying consideration compared to 18% of all respondents.

35%
Market town

New homes

9%

29%

26%

The
neighbourhood

19%

19%

Size of rooms

5%

9%

It's a new-build
home

24%

28%

Size of
property

12%

13%

Overall look

3%

6%

It's a resale
home

All pre-family respondents
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Trends by buyer group

Families

Tenure before
buying

For those who already owned their home, the pandemic provided time
to reflect on what they really wanted from it. This re-consideration
of the home, plus the potential savings from stamp duty holidays in
England and Wales, encouraged more buyers to make the move to a
new property that fulfilled their needs.

Households aged over 18 with
children living at home.
3-bed homes are most popular
Studio

1 bed

2 bed

3 bed

4bed

Most families were already existing homeowners (75%) before
planning their next move. The remaining quarter of respondents were
either renting or living with family/friends.

5+

75%

New homes

73%

Resale

16%

of families surveyed
would consider buying a
new-build property

Own home

Renting

Source: Zoopla Research

Top three routes to
building a deposit

9%
Living with
family/friends
All family respondents

While 59% of households used personal savings to fund their deposit,
38% were able to leverage house price gains in order to move.
31% of families used or were planning to use buying schemes – such as
Help to Buy and affordable homeownership – to aid their move. This
is broadly in line with the share of households moving from the private
rented sector and those who were living with family/friends.

Source: Zoopla Research

59%

Key takeaways
Most families were
already existing
homeowners (75%), with
the remaining quarter
of respondents either
renting or living with
family/friends.
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The need to incorporate professional
and family space was reflected in
both the type of property and the
bed-count families were looking for.
Almost 60% of respondents favoured
semi-detached and detached houses,
and just over 80% were looking for
homes with three or more bedrooms.

Just over a third of family
respondents prioritised specific
neighbourhoods to fit their
lifestyle requirements, such as
education and proximity to work.
Household
savings
Source: Zoopla Research

38%
Equity from
home

31%
Buyer
schemes
All family respondents
22

Consumer insights for housebuilders 2022

Trends by buyer group

The family buyer group accounts for just over half of all survey
respondents at 53%. Families aged over 35 make up 72% of our sample. This
signals a broader trend in slower household formation rates in younger
families, as affordability constraints are often more of a challenge for
those under 35.

Household
make-up

New homes

Overall preference
by property type

Single adult 14%

Share of respondents

Major city

Small city

Suburb

Studio

Key considerations
when buying

1

Bungalow

2

Cottage

53%

3

28%

5+

4

Locations and specific neighbourhoods – such as school catchment
areas – scored highly among families, with 64% of buyers prioritising
the location of the home and 34% identifying a certain area for their
next move.

51%

Families
Where were
you moving
from?

Location of
property

24%

When a young family first buys a home, their needs are often centred
around raising children. Unsurprisingly, as families grow over time, their
requirement for space changes. Our survey shows that while three-bed
properties were a priority for almost 50% of families, there was an apparent
demand for larger new-build homes with four or more bedrooms too.

34%

26%

25%

33%

24%

26%

Total sample

Where
did you
move to?

The need for space is also reflected in the property type buyers were
looking for, with almost 60% of all families favouring semi-detached and
detached houses.
23

Detached

64%

Resale

Property type
and bed count

Semi

45%

Rural

New homes

New homes

Terraced

Space to live and work was a key consideration, with the number of
beds a deciding factor for almost a third of respondents.

45%
Market town

31%

30%

With families perhaps more tied to their surroundings due to school
and work commitments, we see the areas families moved to and from
broadly mirror each other compared to the other buyer groups.

22%

32%

Sharer 1%

Urban markets and the surrounding suburbs offering space for families
to grow are a priority, with a third of families considering new-build
homes looking to move to the suburbs.

Resale

Apartment

Larger 3+ bed
homes a priority

Couple 85%

0%

27%

% share of respondents

The family buyer group is dominated by couples (85%), with just over a fifth
of respondents (18%) identifying as single parents. Just over 1% are sharers.

Where are buyers
moving from/to?

37%

Resale homes

28%

Size of
property

10%

11%

Property
customisations

25%

18%

Outgoings

9%

11%

Property ready
to move into

The
neighbourhood

24%

21%

Property type

6%
Modern
features

Data source of all charts: Zoopla Research

9%

Number of
bedrooms

17%

19%

Size of rooms

8%

9%

It's a new-build
home

Garden and
garage

13%

13%

Overall look

3%

6%

It's a resale
home

All family respondents
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Trends by buyer group

Older
households

Tenure before
buying

Some 88% of older households owned their home, and 67%
didn’t have a mortgage.
This audience has benefitted from increased demand for
larger family homes over the pandemic. In turn, they have
taken the opportunity to plan how and where they want to
live as they move into retirement.

Households aged over 55 with no
children living at home.

88%

63%

7%

of older households
surveyed would consider
buying a new-build
property

Own home

Source: Zoopla Research

Top three routes to
building a deposit

Key takeaways
Just under 90% of
older households
said they owned their
previous property –
almost double the
share of pre-family
respondents.
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Many of these buyers may have lived
in their homes for more than 20 years
and will have benefited from rising
house prices. Some 27% of older
households were cash buyers, with
an additional 15% using equity from
their homes to facilitate a move.

Indoor and outdoor space
was a priority for this buyer
group, with just under half
of respondents looking for a
3-bed property, and a third of
buyers citing gardens and/or
garages as a key feature.

Living with
family/friends
All older household respondents

Older households have benefitted from rising house prices
over the last 20 years. Almost a third of households were
able to buy without a mortgage and 15% have used equity
from their current home to fund their purchase. Older
households that used personal savings to buy accounted for
just 31% of respondents – almost half that of families.

31%

Source: Zoopla Research

Renting

5%

Household
savings
Source: Zoopla Research

27%

Cash buyer
(no mortgage)

15%
Equity from
home
All older household respondents
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Trends by buyer group

Understandably, we see an increase in the number of single adults in this
group, as separation or the death of a partner becomes more common
in older households. However, this doesn't necessarily translate into
demand for one-bed or studio homes. As highlighted in the chart below,
less than 5% of older households are considering a smaller property.

Household
make-up

Couple 61%

Overall preference
by property type

Resale homes

33%
27%

25%

24%

% share of respondents

Apartment

Single adult 26%
Sharer 13%

Where are buyers
moving from/to?

New homes

Terraced

Space is still a
consideration

Detached

Semi

47%

Cottage

4

5+

42%

38%

35%

Bungalow

Older households are perhaps looking to move more for lifestyle
reasons and have the financial freedom to be more prescriptive in
what they want from their next home.
There is clear evidence that this audience favours moving to more
rural and suburban locations in the resale market. That said, just
over half of new home buyers either bought or are considering a
new-build property in cities and towns.
Share of respondents
0%
Major city

17%
Small city

Suburb

35%
Market town

Studio

Key considerations
when buying

1

2

3

While just over half of older buyers prioritised the location of their new
property, outdoor space was also a key feature for this buyer group.
Some 37% of respondents highlighted the importance of having a
garage and garden, compared to a quarter of all respondents.
Property type and the property being ready to move into also scored
highly, as older buyers want to pick and choose the specification and
finish of their homes before moving in.

Rural

New homes

Resale

Where were
you moving
from?

56%

51%

Older
households

37%
26%

33%
21%

23%

28%

Total sample
New homes

Where
did you
move to?

Location of
property

Garden and
garage

Number of
bedrooms

Size of
property

Resale
28%

Property type
and bed count

Space is a crucial consideration for this audience, with just under 65% of
buyers favouring a home with three or more bedrooms. Though bungalows
account for just 2% of housebuilder completions annually (source: NHBC),
a third of older buyers showed interest in purchasing a new-build bungalow.
Housebuilders are unlikely to reconcile buyer demand for bungalows,
as planning departments prioritise higher-density sites to meet delivery
targets. But there could be some opportunity to tempt older households
who are interested in living on a single level into urban apartments.

21%

Property type

15%

11%

Property ready
to move into

26%

26%
14%

The
neighbourhood

12%

11%

Property
customisations

Size of rooms

10%

Modern
features

Data source of all charts: Zoopla Research
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19%

9%

17%

18%

Outgoings

0%

9%

It's a new-build
home

14%

13%

Overall look

7%

6%

It's a resale
home

All older household respondents
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Energy opportunities

Energy
opportunities
Key takeaways
Nearly 70% of new build respondents said energy efficiency
was an ‘extremely’ or ‘very’ important factor in their decision to
buy a new home. That compares to 41% of resale respondents.
For buyers who moved into a new home in the 18 months to
March 2022, 70% reported their new home was more energyefficient than their previous property.
While more than two-thirds of respondents thought that
new homes were more efficient than resale properties, they
typically underestimated the potential cost savings of moving
to a high-rated EPC home.

29
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70%
…of new home buyers said
that energy efficiency
was an important factor
in their decision to buy

Energy opportunities

Energy efficiency:
a key differentiator
between resale and
new build homes

As day-to-day living costs continue to rise, 2022 looks set to
be a challenging year for consumers – particularly as they
attempt to balance their personal finances with the ambition
to live a greener lifestyle.
Our survey shows that energy efficiency now plays a far
greater role in buyer decision-making. In fact, almost 70%
of new home buyers said that energy efficiency was an
important factor in their decision to buy a new-build property.
In this respect, new-build homes have a clear advantage over
their resale counterparts. In 2021, some 84% of newly built
homes received an ‘A’ or ‘B’ EPC rating compared to just 3% of
resale homes.

Zoopla analysis of government
energy performance certificate
(EPC) data shows the running costs
of a new-build house can be up to
52% less when compared to similar
resale properties.

This difference in energy ratings between resale and new-build
homes can have a significant impact on running costs and
carbon output. Our analysis of government energy performance
certificate (EPC) data shows the running costs of a new-build
house can be up to 52% less when compared to similar resale
properties. The average carbon output of a new home also comes
in at just under a third of that attributed to a resale home (1.4
tonnes vs 3.8 tonnes per year).
In addition to the potential cost savings of new homes, people are
increasingly conscious of housebuilders’ green credentials – with
some 74% of new home buyers expressing the importance of their
home being built with minimal impact on the environment.
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Energy opportunities

More than two-thirds (69%) of households that bought or were
looking to buy a new build property reported the EPC rating was
either an ‘extremely important’ or a 'very important' factor in their
decision. This compares to 40% of buyers purchasing a resale
property, who said the EPC rating was an important factor in their
decision. This, perhaps, reflects some buyer pragmatism around
the more limited choice of energy-efficient homes in the resale
market – and the opportunity for buyers to make changes, such
as adding insulation, to improve the EPC rating over time.

How important is
energy efficiency
when buying a
home?

Energy efficiency a key consideration for familes and older households
Resale homes

74%

72%

New homes

68%

Total sample
48%

51%

47%
42%

45%

How important is the energy rating of a property when buying?
Resale homes
44%

New homes

40%

Source: Zoopla Research

29%
25%

Single occupiers
and couples

Older
households
All respondents

Encouragingly, customer awareness of energy efficiency
overall is high. More than two-thirds (69%) of respondents
believed a new build house would be more efficient than a
comparable resale house.

13%
4%

5%
0.7%

Very
important

Source: Zoopla Research

A
consideration

Low
priority

Not a
consideration

2%

1.3%

Don't
know
All respondents

Among households aged 35+ who either bought or were
considering a new-build property, energy-efficiency was cited
as an important factor for 70% of respondents. These buyers are
typically looking to settle down in their ‘forever home’ and are
aware of the long-term savings that a new build can generate.
For pre-family audiences in the new homes market, 50% of
respondents said that the energy rating was a consideration when
buying. Smaller budgets and the likelihood that they’ll look to
move again (as their personal circumstances change) may mean
they take a short-term view on the benefits of moving to a more
energy-efficient home.
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Family

25%

13%

Extremely
important

Pre-family
households

69% of respondents
thought that new
homes were more
energy efficient
than resale homes

Yet most underestimated the savings on offer. Those who
thought new houses were more efficient than resale houses
were also asked to estimate the annual percentage saving
on energy bills relative to a resale house. (The right answer
is 52%, based on our analysis of EPCs lodged for houses
last year.) Some 62% of respondents came in well under
the correct figure – with a third assuming that a new home
offered annual savings of 20% or less compared to an
average resale house. And one in ten respondents simply
‘didn’t know’ what the saving might be.
This highlights that although buyers’ willingness to move
to a greener home is high – in both new home and resale
markets – there is still a knowledge gap around the
potential savings on offer for households living in ‘A’ or ‘B’
rated properties.
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Contacts

Robert Owens
Senior Property Researcher
robert.owens@zoopla.co.uk
Alex Rose
Director - New Homes
alex.rose@zoopla.co.uk

Disclaimer

The information and data in this report was correct at
the time of publishing and high standards are employed
to ensure its accuracy. However, no reliance should
be placed on the information contained in this report
and Zoopla Ltd and its group companies make no
representation or warranty of any kind regarding the
content of this article and accept no responsibility or
liability for any decisions made by the reader based on
the information and/or data shown here.

Stop paying
for marketing.
Start paying
for results.

Com
ing
soon

Our industry-first, success-based
model means just that: nothing
to pay until your Zoopla leads
convert into exchange.

Methodology

Zoopla's Buyer Insights Survey was conducted in the
spring of 2022. The findings depict the views of over
2,500 new home and resale buyers and intenders. A
buyer is someone who purchased a home between
October 2020 and March 2022, while an intender
is someone who intends to buy a home between Q1
2022 and Q3 2023. The respondents are segmented
by household type and buyer preference (new home
versus resale) to better understand attitudes and
behaviours around the buying process.

And with 9.1% of all leads
converting to reservation,
you’ll unlock revenue more
efficiently than ever.

Scan the QR
to find out more
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