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Heat savings over hardwood: Survey reveals shift in home buyers’ desires 

The Canadian dream home has a new laundry list of “must haves” 
 

VANCOUVER, B.C. (October 7, 2014)  ̶  Utility bills can cost a homeowner even more when they go to sell 
their property according to the CENTURY 21® Canadian Home Critics Survey. In the results, which expose 
purchasers' motivations and turn offs, Canadians overwhelmingly report that they would select a home 
with energy efficiency upgrades (41%) over updated finishings like granite countertops or hardwood 
floors (22%). 
 
"It's well-known that home buying is an emotional process, so understanding the shifts in where buyers 
place value is key to a sellers' success," said Todd Shyiak, national director of operations, CENTURY 21 
Canada. "Location is still important to today’s home buyers, but the sheer volume of information 
available has made them more aware of how a home's features can impact their lifestyle."  
 
So, how are Canadians judging your home? 
 
Home buyers want “Layout, location, location.”  
Canadians say that layout is the most important consideration when selecting a home (27%), even over 
location factors such as the desirability of the community (26%) or commute distance (12%). Layout also 
has the strongest impact on their first impression of a house (39%) while a home's size carries much less 
weight (11%). 
 
The survey also uncovers that buyers are willing to renovate for looks but not for repair. 
Only 13% of Canadians view the need to renovate rooms as a major home buying deterrent. Yet, 30% 
will walk away from a purchase if they notice just a small amount of water damage, even when the 
costly issue of outdated plumbing or electrical facilities (29%) is considered. 
 
When it comes to homes, Canadians are clean freaks. 
If your house has old flooring, just make sure it’s spotless. Uncleanliness tops home buyers' turn off list 
(60%), whereas dated flooring (40%) or bold paint colours (18%) have much less impact. 
 
The Goldilocks’ effect: Buyers most driven to find a home that fits just right. 
40% of Canadians say their number one motivation to buy a house is to "better fit a new life stage," 
followed by the desire to "have a home of their own" (29%) and “because it’s a smart investment” (just 
10%).  
 
Size matters to millennial home buyers, boomers have bigger concerns. 
Millennials look more at the face value of houses, including square footage (millennials 9%, boomers 4%) 
and room count (millennials 12%, boomers 3%). In contrast, boomers are more concerned with lifestyle 
factors, such as how well the space is laid out (millennials 18%, boomers 34%) or if it’s located in a 
desirable community (millennials 18%, boomers 30%).  
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For boomer buyers, it's what's inside that counts. 
Boomers are less likely to be turned off by a home's cosmetic features, such as dated flooring 
(millennials 51%, boomers 36%). This demographic, who may be settling in for retirement or downsizing, 
seek homes that won't cost them time or money in the long run. Boomers prefer homes with energy 
efficiency upgrades (millennials 29%, boomers 54%) and are more likely to avoid ones with outdated 
plumbing or electrical facilities (millennials 23%, boomers 32%). 
 
Canadian home buyer desires from coast to coast: 

 Why buy a home? Atlantic Canadians view homeownership as a smart investment. 

 “Home of my own” instinct tops Quebec residents’ motivations to buy property. 

 Dated décor turns off Ontario home buyers. 

 Prairie home buyers seek neighbourhood and house to fit their families. 

 Albertan home buyers focus on “layout over location.” 

 BC home buyers are property psychic, avoiding costly future expenses.  

“Knowing your buyer can mean the difference between getting the best price for a home or missing 
opportunities,” said Shyiak. "In-depth knowledge of each community's unique needs has distinguished 
our agents’ service and their clients’ success." 
 
The CENTURY 21 Canadian Home Critics Survey delves into home buyers' mindsets to help consumers 
and sellers make the best decisions for their needs. What's your inner home critic style? Find out and 
enter to win 21,000 AIR MILES® reward miles at century21.ca/homecritic. 
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Ashley Lockyer 
Communications & Marketing Strategist 
CENTURY 21 Canada 
ashley.lockyer@century21.ca   
604.606.2164 
 
About the CENTURY 21 Canadian Home Critics Survey: 
What motivates, attracts, and turns off Canadian home buyers? The survey was conducted to go beyond 
housing statistics and reveal home buyers’ mindsets. The survey was conducted online in September 
2014 by Pollara Strategic Insights among 1,000 Canadians aged 18 and over. As a guideline, a sample of 
this size would have a margin of error of +/- 3.1%, 19 times out of 20 
 
About CENTURY 21 Canada: 
Century 21 Canada Limited Partnership (century21.ca) is a real estate master franchisor with exclusive 
rights to the CENTURY 21 brand in Canada. The CENTURY 21 System is the world’s largest residential real 
estate franchise sales organization with approximately 6,900 independently owned and operated 
franchised broker offices worldwide and over 102,000 sales professionals. CENTURY 21 provides  
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comprehensive training, management, administrative and marketing support for its members in 75 
countries and territories worldwide.  
 
About Pollara Strategic Insights: 
Founded in 1980, Pollara Strategic Insights is one of Canada’s premier full-service research firms – a 
collaborative team of senior research veterans who are passionate about conducting research through 
hands–on creativity and customized solutions. Taking full advantage of their comprehensive toolbox of 
industry-leading quantitative and qualitative methodologies and analytical techniques, Pollara provides 
research-based strategic advice to a wide array of clients across all sectors on a local, national, and 
global scale. For more information, please visit www.pollara.com. 
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