
A First-Hand Look 
at Single Women 
Homebuyers



The materials included in this presentation are intended for general information 
only. This presentation is not intended to be complete or all-inclusive regarding the 
matters discussed herein, and nothing contained in this presentation is intended, or 
should be relied upon, as legal, accounting, compliance or other professional advice. 

Although MGIC believes the information set forth in this publication is generally 
accurate, the information may be outdated due to the rapidly changing nature of 
the residential mortgage industry, and MGIC does not warrant the accuracy, 
reliability or completeness of any information contained in this publication. 

The information in this publication is culled from a variety of business and mortgage 
industry sources. Attribution is given where deemed necessary. Opinions and 
insights expressed herein do not necessarily represent the views of MGIC.



Source: NAR, 2025
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50%+
hold a degree from a 

university or vocational 
college

55%
are < 35 years old

Majority are Gen Z and 
millennials

39%
identify as Black, 

Hispanic, Latino, Asian 
or multiracial
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20%
were seeking housing 

post-divorce or 
separation

20%
chose to purchase 
properties that will

be used as long-term 
rentals

40%
chose to buy because of 

high rent prices
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37%
earn between $50,000 
and $99,999 per year

60%
earn less

than $100,000
per year

5x
less likely

to hold C-level positions 
than

their male
counterparts

AS A
RESULT:

They tend to 
choose loan 

options with lower 
upfront 

commitments and 
lower monthly 

payments
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Maxwell VP of Customer Success
Source: Maxwell 2023 Single Women Home Buyer Report
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Source: Maxwell 2023 Single Women Home Buyer Report



Education

Single women homebuyers value…

Trust Communication Affordability











• that explains the process of buying and 
owning a home

• with a slide-by-slide script, 
discussion notes and presentation tips

• and that allow you 
to promote your seminar

• you can print as a leave-behind 
or share by email after the seminar as a follow-up

https://www.mgic.com/tools/first-time-homebuyer-resources/homebuyer-seminar


mgic.com/tools/first-time-homebuyer-resources/homebuyer-seminar

https://www.mgic.com/tools/first-time-homebuyer-resources/resource-library


Maxwell VP of Customer Success
Source: Maxwell 2023 Single Women Home Buyer Report



mgic.com/mortgage-connects

mgic.com/twitter

mgic.com/linkedin

mgic.com/youtube

mgic.com/facebook



Thank you for
choosing MGIC
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