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Executive Summary 

First time buyers are the foundation 
on which the housing market is built - 
without them, the market doesn’t move. 
In the UK, they’re also an important pillar 
of the economy. For many, their home is 
their biggest asset – after pensions, it’s an 
individual’s principal source of net worth.1 
Rising house prices support consumer 
confidence and spending,2 while building  
new homes to satisfy this demand directly 
contributes to GDP.
And encouraging FTBs is a social good.  
It enables people to realise their aspirations; 
gives them an asset that can support their 
ambitions; and provides a secure base from 
which to raise families and put ties down in 
communities. First time homeowners are at 
the heart of the housing market, at the heart 
of the economy, and the heart  
of society.

They should also be at the heart of  
brokers’ businesses.

For intermediaries, FTBs represent a key 
pipeline of new business and one with 
impressive potential lifetime value. From 
moving, remortgaging and, where applicable, 
sales of insurance and other financial 
products, FTBs can provide a revenue 
flow for years to come. And if brokers can 
deliver valuable advice that helps them to 
achieve their ambitions of owning their first 
home, they can also be a valuable source 
of promotion for brokers through word of 
mouth, bringing more long-term business to 
their doors.

For the first time buyer, the broker is no 
less crucial. Those looking to get onto the 
housing ladder face significant uncertainty. 
The average age of FTBs has risen 
remorselessly due to declining affordability 
as house prices have spiralled. More recently, 
these buyers have faced four consecutive 
interest rate rises for the first time in history 
and inflation at a three-decade high. With 
so much uncertainty, the need for advice has 
rarely been more pressing. 

Drawing on a survey of more than 1,000 
recent first time buyers and in depth 
analysis by Cebr, this report explores the 
key characteristics and needs of first time 
buyers, and the trends observable in the 
market. Brokers are central to that story. 
For many lenders, almost all FTB business 
comes through advisers. Our ambition is 
for these findings to help us all work better 
together to ensure the heart of the housing 
market remains strong.

Jonathan Stinton,
Head of Intermediary Relationships

1)https://www.ons.gov.uk/peoplepopulationandcommunity/personalandhouseholdfinances/incomeandwealth/bulletins/totalwealthingreatbritain/april2018tomarch2020
2)https://www.bankofengland.co.uk/knowledgebank/how-does-the-housing-market-affect-the-economy

This report aims to help 
brokers to deliver that advice 
by examining the FTB market 
and what its driving factors 
are. The better brokers 
understand first time buyers, 
the better they can serve 
them and nurture them,  
while developing their own 
business too.
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Introduction
First time buyers (FTBs) have always 
been crucial to the health of the housing 
market and the UK economy. In the 
last couple of years, however, they 
have been more important than ever by 
helping underpin a bounce back from a 
devastating pandemic and lockdowns.
New research in this report by Coventry 
for intermediaries shows that in the four 
years to January 2022, FTBs accounted 
for an average of three in ten UK property 
transactions. At their highest, in October 
2021, they accounted for 38%. The vast 
majority of these new buyers are advised: 
Only 16% of FTBs in a bespoke survey for 
this research did not use a broker, with the 
value of brokers particularly high among 
younger buyers under the age of 45.

That’s not surprising given the struggles 
first time homeowners face, with average 
house prices for first time buyers in the first 
quarter of 2022 ranging from £176,700 in 
Wales and Northern Ireland to £416,800 in 
London. The most common FTB age groups 
must pay between 5.9 and 7.4 times the 
average full-time annual wages, up from  
4.5 and 6.0, respectively, less than a 
decade before. 

And while some may get help from The 
Bank of Mum and Dad to buy, many 
don’t. In fact, most first time buyers make 
significant sacrifices to get on the ladder: 
Over a fifth of FTBs in our survey saved for 
more than seven years to accumulate some 
or all of their deposit.

Whatever age groups they belong to, the 
advice of a broker is critical to these buyers 
to help them get the best deals and prepare 
for the additional costs of purchasing their 
first home.

As this report by Coventry for 
intermediaries, together with the Centre for 
Economics and Business Research (Cebr), 
suggests, these costs can be substantial. 
FTBs spend an average of almost £10,000 
each on costs relating to their home 
purchase within the first year.  
These include:

£4,210
on renovation and redecoration

£480
on surveyors

£280
on moving

£320
on other costs

£2,420
on furniture

£1,460 
on legal fees

£610
on mortgage fees
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Across the country as a whole, this equates  
to a massive £3.7 billion boost to spending 
in the economy. 

Moreover, the spending doesn’t stop there. 
Despite monthly mortgage payments being 
broadly in line with their previous rental 

costs, after purchasing their first home, 
the average first time homeowner spends 
almost a tenth (8%) more overall each 
month than they did before. Without the 
right support, these costs can catch  
buyers unaware.

FTBs will continue to be vital to the housing 
market and economy in the coming years. 
However, in an age of higher inflation, rising 
interest rates and an uncertain market, the 
challenges facing these buyers are more  
intense than ever. 

With almost three quarters of FTBs (73%) 
saying a broker’s support is important, it’s 
clear brokers will be critical to overcoming 
these issues if the UK is to remain a nation 
of homeowners. They will be vital to 
ensuring FTBs understand and can meet  
all the costs involved. 

We hope the findings and insights here will 
help brokers as they support this essential 
part of the market and the wider  
UK economy.

Brokers are a vital part of this 
process. Almost three-quarters of 
first time buyers said that a broker’s 
support is crucial.

73%
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Where we are:  
The FTB landscape
The importance of the first time buyer 
market has rarely been clearer than in 
the last couple of years. In common with 
the market as a whole, FTB transactions 
dipped notably at the onset of the 
COVID-19 pandemic but subsequently 
rallied strongly; the number of new 
buyers entering the market rose for six 
consecutive months after April 2020 
– driven on by the Stamp Duty holiday 
from July of the same year – to reach 
36,000 in October 2020.
Other factors such as rising house prices, 
the pandemic, low mortgage rates, the race 
for space and Help to Buy schemes have 
also played a part. The Stamp Duty holiday 
deadlines in March (the anticipated original 
end date), June (tapering of support) and 
September of 2021 (its full termination) 
saw further spikes.

FTB sales accounted for a substantial 
proportion of all sales across the period: 
An average of three in ten (29%) property 
transactions over the four years to January 
2022. At their highest in October 2021, 
after the end of the Stamp Duty holiday, 
first time buyers accounted for 38% of all 
UK residential property transactions.

Over the same period, the average value 
of new FTB loans rose by nearly a fifth 
(18%), with a similar increase in the average 
FTB house price. The typical loan to value 
used by first time homeowners varied 
from 87% in 2018 and 2019 to a high 
of 91% in 2020. And despite the end of 
the government’s Stamp Duty holiday in 
September 2021, average loan values for 
first time buyers have remained at similar 
levels. As of January 2022, the average  
FTB loan is estimated to have stood  
at £192,600.

Monthly FTB transactions and as a proportion of all residential transactions
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38% of all UK residential property 
transactions were accounted for  
by FTBs.

38%

Average value of new FTB loans and average house price (all buyers and first time buyers)
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Percentage of recent first time buyers making their purchase in various periods

*Period between 1st January - 9th March 2022  Source: YouGov survey, Cebr analysis
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Some borrowers, of course, have benefited 
from the tax incentive, but our data suggests 
it didn’t create a surge in the FTB market. 
Our survey of 1,000 recent FTBs shows a 
small increase in purchases from July 2020 
to June 2021 – the period during which 
no tax was payable on properties up to 
£500,000, against the typical threshold of 
£300,000 for first time buyers. 

Perhaps the key lesson to be drawn from  
the last couple of years is that the FTB  
market is vital and big, but also vulnerable.  
It can be encouraged and bolstered, yet also 
easily undermined. Both national policy and  
the mortgage industry must be careful to 
nurture it. 

That’s particularly true for brokers, who are 
often the first contact and usually the most 
important source of advice for those looking  
to get onto the first rung of the housing 
ladder. The size of the first time buyer 
market alone presents a huge opportunity 
for brokers to tap into a new pool of clients 
and to build a customer base for the future. 
However, these are customers who are 
yet to establish their loyalty to a particular 
broker, and it’s a market that is particularly 
vulnerable to changes in house prices and 
external economic shocks. That means 
providing the right advice and guidance that 
can help these borrowers to step onto the 
housing ladder beyond simply accessing 
products is vital.
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Where we’re going:  
FTBs and affordability
The importance of the broker’s role in 
supporting new buyers is only going to  
grow with the increasing pressures on 
the cost of living and the potential for 
rising interest rates. 
House price rises have outpaced earnings 
growth for over two decades, and FTBs 
haven’t escaped. Comparing average weekly 
pay data for those aged 22-29 and 30-39 
(the most common FTB groups) makes the 
challenge facing FTBs clear: 

•     For those aged 22-29, the average FTB 
house price stood at 6.0 times average 
earnings in 2012. By 2021, the ratio 
averaged 7.4.

•     For the 30-39 age group, meanwhile,  
the ratio rose from 4.5 to 5.9 over the  
same period.

For both groups, this gap between income 
and house prices reached record highs  
in 2021. 

In the short term, that ratio may slightly 
improve. This report suggests that FTB 
affordability will improve over the coming 
years due to a slowdown in house price 
growth and, to a lesser extent, higher growth 
in earnings. 

The challenge facing 
FTBs clear: For those 
aged 22-29, the average 
FTB house price stood 
at 6.0 times average 
earnings in 2012.  
By 2021, the ratio 
averaged 7.4.
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That’s also likely to see the growth in average 
FTB loan values cool as house prices slow.  
In fact, the average loan is expected to rise 
in value over the first half of 2022, but fall 
in the latter half of the year as the market 
slows to record an average across the year of 
£191,000. While we anticipate loan values 
will remain fairly level at £191,200 across 
2023, they are then expected to recover 
again in 2024.

A moderate improvement in price and 
wage ratios will not do much to address the 
fundamental challenge of affordability facing 
first time buyers, however. 

Ratio of average UK FTB house price to average annual full-time employee earnings
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The average loan is expected to  
rise in value over the first half of 
2022, but fall in the latter half of  
the year as the market slows to 
record an average across the year  
of £191,000. 
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For a start, the slowdown in price rises 
follows years of strong growth – with UK 
average house prices increasing by 11.3% 
over the year to February 2022 alone.3 It 
would require sustained and substantial falls 
to restore the ratio to the levels seen even at 
the start of the last decade. Moreover, the 
continued rise in prices relative to earnings 
for FTBs in the previous decade occurred 
and was made possible by historically low 
interest rates and subdued inflation. Looking 
forward, we can no longer count on either. 

Lenders’ initiatives such as widening 
definitions for deposit contributions, longer 
mortgage terms and increasing loan to 
income caps can help, but buyers looking to 
get on the ladder will continue to  
be stretched. 

The role of brokers will be more vital than  
ever in keeping pace with a fast-changing 
market and advising on product launches.  
By engaging potential buyers early, they 
can help set expectations, ensure good 
understanding of affordability and risks 
and – where allowed – provide guidance on 
savings measures that can help buyers get a 
deposit together.

In short, most first time buyers are unlikely 
to feel any great improvement in housing 
affordability, but they do face increased 
uncertainty. The rising cost of living and 
potential for significant rate rises will be  
a challenge for many first time buyers, and  
they will need to navigate what will be a 
changing market.

Brokers’ advice will be essential in guiding 
them through unchartered waters, especially 
since this is a group that is unlikely to have an 
existing source of reliable advice or in-depth 
knowledge from previous purchases. This 
need extends beyond advising clients when 
new, favourable products are launched. 
Brokers must be willing to go a step further 
and provide guidance and practical tips, such 
as how buyers can prepare for the financial 
implications of buying a house and more 
easily save for a deposit.

The slowdown in price rises follows 
years of strong growth – with UK 
average house prices increasing  
by 11.3% over the year to  
February 2022.

11.3%

3)https://www.ons.gov.uk/economy/inflationandpriceindices/bulletins/housepriceindex/march2022
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Issues around affordability and the 
crucial role of advice become clearer the 
closer we look at the costs associated 
with a home purchase. 
The biggest cost when buying a home, of 
course, is the property itself. The average 
FTB purchase price in our survey was 
£252,300, but it ranged wildly by region: 
From around £176,000 in Wales and 
Northern Ireland to £416,800 in London. 

Despite the age of FTBs increasing with  
property prices over time, most first time 
purchasers remain in the 25-34 age bracket 
(61%), with another quarter (26%) aged 
35-44. Younger buyers under 25 (4%) or 
older buyers aged 45 or above (9%) remain 
a minority, and almost a third (31%) of the 
over 45s bought their home outright.  
With a predominantly young demographic, 
the core FTB mortgage base remains 
“digital natives” who have grown up with 
smartphones and social media. Both need 
to be leveraged to reach first time buyer 
customers, for marketing and education. 

The profile of a FTB

Average FTB house price, by age

*Due to the small sample sizes, the results for age groups 18-24 and 25-34 are 
combined. This is also the case for the 45-54 and 55+ age groups, and for Wales 
and Northern Ireland in the regional analysis.

Source: YouGov survey, Cebr analysis

Average FTB

18-34

35-44

45+

Age

£251,600
£256,600

£243,700

£252,300

Age  
of FTBs

Under 25

Age 25-34

Age 45+

Age 35-44
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Average FTB house price, by region

Scotland

£178,900

London

£416,800

East

£301,500

Midlands

£212,700

South

£298,100

North

£178,300

Wales & NI

£176,700

Nevertheless, the findings remind us that 
FTBs have a very broad demographic and 
part of the market: from young professionals 
buying their first flat to families looking 
for more room and older buyers searching 
for a first and final purchase. The range of 
support and advice required from brokers in 
the FTB purchase process varies as much as 
the buyers do, while their ability to review 
the whole of the market and find the most 
appropriate product for each individual 
buyer remains invaluable. 

That means keeping up to date with new  
product launches and other changes in the 
market. For brokers, maintaining strong 
relationships with business development 
managers and lender support teams will be  
key, helping them to secure vital intelligence 
on how certain products are faring, and 
which solutions may face impending changes 
– all insight which they can ultimately pass 
on to their FTB clients. 



14

For the majority of prospective 
purchasers who require a mortgage, 
the deposit remains the single biggest 
barrier to home ownership.  
Much has been made of the rise of The Bank 
of Mum and Dad in the last few years, and 
our research suggests it continues to play 
an important role. Four in ten (41%) recent 
buyers said they had help from a relative 
in the form of a financial gift. Another 16% 
inherited money, while Help to Buy and 
Lifetime ISAs (38%) were also a key source 
of support. Almost half (47%) also shared 
the costs with a partner or other joint 
purchaser.

Regardless of any help, those getting on the 
ladder rarely have it handed to them on a 
plate. Only 13% say they didn’t have to save  
for a deposit, and 45% saved for at least five  
years. More than a fifth (21%) took seven  
years or more.

The real costs of  
home ownership

Didn’t save

Saved for 5+ years

Saved for 7+ years

FTBs  
saving for 
deposits

13%

45%

21%

Time taken to save for a deposit

Source: YouGov survey, Cebr analysis
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2-3 years

3-4 years

4-5 years
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6-7 years

7+ years

Don’t know

13%

4%

8%

14%

13%

11%

9%

3%

21%

4%
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FTBs’ estimates of additional costs prior to purchase

29%

29% of FTBs who were aware 
of and needed to pay valuation 
fees had no prior estimate of 
this cost.

That saving must pay not just the deposit 
but other costs of moving – many of which 
can come as a nasty surprise. Almost all 
first time homeowners are aware of moving 
costs and legal fees, but some enter the 
process unaware of other expenses, such as 
Stamp Duty, valuation fees and mortgage 
product fees. Even where they are aware, 
FTBs can underestimate these costs. It’s 
only a broker’s advice that prevents this 
being a bigger problem, and ensures FTBs 
understand the buying process and hidden 
fees they face. 

Stamp Duty Moving costsLegal fees

Valuation feesMortgage product fees

Source: YouGov survey, Cebr analysis
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Renovation
/ redecoration

Furniture

Legal fees

Upfront 
mortgage fees

Surveyor and 
valuations fees

Other

Moving costs

£0.0bn £0.5bn £1.0bn £1.5bn £2.0bn

Source: YouGov survey, Cebr analysis  *figures have been rounded
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That’s all the more important, because 
the costs of home ownership don’t stop 
at completion. Our survey shows that 
renovation and furniture cost the average 
FTB another £6,630. Together with 
legal fees (£1,460), surveyor (£480) and 
mortgage fees (£610), as well as moving 
(£280) and other costs (£320), the typical 
FTB reported spending close to £10,000. 

Extrapolated across the country, our 
research suggests that FTBs spend £3.7 
billion on costs relating to home purchases 
– more than half of it on renovations 
and redecoration (£1.6bn) and furniture 
(£0.9bn). This represents a significant 
contribution to the UK economy.

Estimated spending on various costs by FTBs within a year of purchase (£billion)

£9,780
The amount the average FTB 
spends on additional costs. 



Reported change in average monthly spend since purchase among FTBs

Utility bills

Furniture and  
household equipment 

Regular food shop

Transport

Entertainment  
subscriptions

Health

Other recreation 
and culture

Restaurants and hotels

Clothing and footwear

Education
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Source: YouGov survey, Cebr analysis

Risen Fallen

Despite monthly mortgage payments being 
broadly in line with previous rent payments, 
higher spending levels among FTB persist 
even after they buy a property. The average 
FTB spends almost a tenth (8%) more overall 
each month than before buying their first 
home. This is an area where, again, brokers 
can add significant value – educating first 
time buyers and helping them consider the 
new costs and spending patterns that they 
are taking on with ownership. They can 
also advise on any products that may help, 
such as green mortgages that will support 
renovations where work aims to improve a 
property’s energy efficiency. 

The average FTB spends almost a 
tenth (8%) more each month than 
before buying their first home.

8%



Some of this rise in spending – particularly 
increases in utility bills and food shopping –  
can be attributed to the rising cost of living 
over the survey period. In other cases, 
however, it is likely to be down to those who 
previously shared bills with other tenants, 
had landlords who paid them or those who 
lived at home. That’s supported by the fact 
that FTBs over 45 reported much lower 
increases in spending (5%) than those under 
35 (9%). Other increased costs, such as 
spending on furniture and household goods, 
meanwhile, are unequivocally related to 
home ownership. 

The thousands of pounds in upfront costs  
and continued elevated spending show both  
the importance of FTBs to the wider 
economy and the crucial role of brokers’ 
advice. Brokers’ guidance can ensure 

borrowers understand all the pressures 
buying will put on their finances. For the 
many who do not receive financial backing or 
perhaps even advice from family, it’s a vital 
source of support. 

Valuable advice like this can be essential to 
brokers too, helping to build long-lasting 
relationships with their clients. That is no  
more important than with first time buyers  
who have their whole house buying lifecycle 
ahead of them. If brokers can demonstrate  
not just their expertise and insight, but 
provide valuable advice that helps their 
FTB clients to step onto the ladder, they 
have the potential to build a strong pipeline 
of future business with word of mouth 
recommendations also allowing them to 
develop a loyal group of customers.

Source: YouGov survey, Cebr analysis

Did not use broker

Fairly important

Very important

Unimportant or don’t know

Age 45+

9%

36%

16%

38%

Average FTB

10%

16%

29%

44%

Age 18-34

10%

15%

31%

44%

Age 35-44

10%

14%

29%

47%

FTBs’ impressions of brokers’ importance



82% of FTBs used a  
broker to help them with  
the homebuying process.

First time buyers play a crucial role in the 
housing market and wider economy, and 
brokers play a vital role in supporting 
them. Accounting for close to a third 
of purchases and sometimes more, it 
is difficult to overstate the importance 
of the FTB market. At the same time, 
it’s hard to ignore the challenges they 
currently face, which in some senses are 
unprecedented in the last few decades. 
Rising interest rates, the increasing cost 
of living and widespread uncertainty 
make buying a daunting prospect. That’s 
particularly the case when, in the short term 
at least, the significant rises in property 
prices their parents saw and enjoyed as 
homeowners are by no means certain. 
Moreover, their purchase – usually the 
biggest of their lives to date – is likely to lead 
to continuing costs.

For those looking for a place of their own, 
that’s a price worth paying, and it is likely 
to prove a sound investment given the 
fundamentals of the UK market. But they 
need support. 

Brokers play a crucial role in providing 
a helping hand, offering advice and 
reassurance on the home buying process, 
products, and the true costs of ownership. 
Our survey showed that an overwhelming 
majority (82%) of FTBs used a broker, and to 
three quarters a broker’s advice was either 
fairly (29%) or very (44%) important. That’s 
an encouraging finding for brokers, too, since 
these are buyers who may stick with them 
for years to come – and recommend them to 
family and friends.

That importance is also likely to only grow 
as inflation, interest rates and continuing 
high prices challenge FTBs. Brokers can 
help them face those challenges, providing 
insights and advice on budgeting for all the 
costs of homeownership, and helping  
FTBs step on to the property ladder  
with confidence.

Conclusion

82%
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