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Highlights: 2025 consumer survey

Renewal anxiety is easing
With nearly three quarters of mortgage 
holders set to renew in the next three years, 
over 1-in-5 report feeling anxious about the 
prospect—a slight decline from previous 
years.

*Mortgage Professionals Canada’s 2025 consumer data is from a 20-minute online survey of 2,000 Canadians across all regions, conducted by Bond
Brand Loyalty between December 20 and January 27, 2025.
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Consumer sentiment shows 
early signs of stabilizing
While still near 5-year lows, 
sentiment around the economy and 
housing market is no longer falling. 
Optimism is starting to return, 
especially among Prairie and 
Quebec respondents.

Down payment help essential for 
most buyers
Among those who bought a home in the 
past two years, 70% say they couldn’t have 
done so without down payment assistance. 
Overall, 58% of all recipients say the same.

Canadians expect home prices to rise, 
split on rate direction
Most Canadians (58%) expect local home 
prices to increase, with confidence highest 
in Quebec and Alberta. But views on 
mortgage rates are mixed—only 32% 
expect them to drop, while 34% think they’ll 
hold steady.

Intent to use a broker 
continues to climb
Two-thirds of Canadians now say 
they’re at least somewhat likely to 
use a mortgage broker for their 
next mortgage—a steady rise from 
previous years. Notably, 81% of 
broker customers say they’re likely 
to use a broker again.
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Consumer 
sentiment and 
anxiety
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Increased respondent anxiety

The share of non-owners who say they’ll never 
buy a home has returned to 2022 levels.

Consumer sentiment: optimism is returning

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada.

33%
51%

35%

Nearly 70% of Canadians own their home—25% own it 
outright, while 43% are still paying off a mortgage.

31%
do not currently 

own a home

-12 pts. from last year

8%

23%

25%

3%

5%

35%

Live with family

Rent

Own outright

Own (without a mortgage but with other credit)

Own (with a mortgage and other credit)

Own with a mortgage

44%
think it’s a good time to buy a 

home in their community

+15 pts from last year

2022 2023 2024

30%

33%

44%

34%

45%

54%

BC

Alberta

Praries

Ontario

Quebec

Atlantic

Canadians in Atlantic Canada (54%), Quebec 
(45%), and the Prairies (44%) are the least 
confident about purchasing a/another 
primary residence.
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Share of Canadians with high anxiety (9 or 10 out of 10) 
about renewing their mortgage at higher rates is 
easing

Consumer sentiment: Canadians remain anxious about 
rates, but are hopeful about what’s ahead

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada.

23% 22% 21%

Non-owners have grown more anxious due to inflation, 
but remain confident in real estate as a good long-
term investment and a form of ‘good debt.’

67%

60%

76%

59%

59%

60%

45%

36%

81%

70%

77%

58%

65%

63%

51%

42%

Real estate in Canada is a good long-term investment

Low interest rates meant many Canadians became
homeowners in recent years who probably shouldn't have

I would classify mortgages as "good debt"

I’m anxious about renewing my mortgage at a higher interest 
rate than before (6–10 out of 10)

I/My family would be well-positioned to handle a potential
increase in mortgage interest rates when we renew

As the result of inflation, I am anxious about my/my family's
financial situation over the next few months

I am optimistic about the economy in the coming 12 months

I regret taking on the size of the mortgage I did

Agreement with statements among recent buyers (past 2 year 
buyers, rated 6–10/10)

2022 2023 2024

Canadians who bought within the past two years remain 
optimistic about the housing market, despite a modest dip in 
sentiment since last year.

64%
of non-owners are anxious due to inflation

59%
of non-owners classify 

mortgages as “good debt”

64%
of non-owners think real estate 
is a good long-term investment

39%
of non-owners would be well-positioned to 
handle an increase in mortgage rates when 

they renew their mortgage
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Increased respondent anxiety

Most still say it’s a bad time to buy—but optimism is growing, 
with more Canadians now feeling it’s a good time to buy in 
their community

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada.

56%

71%

74%

66%

80%

81%

38%

26%

23%

29%

17%

16%

7%

4%

4%

5%

3%

2%

2024

2023

2022

2024

2023

2022

Total

Non-Owners
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Bad Time (1-5) Somewhat Good Time (6-8) Very Good Time (9-10)

57%

51%

54%

55%

57%

60%

39%

43%

41%

38%

36%

33%

4%

6%

5%

7%

7%

7%

BC

Alberta

Praries

Ontario

Quebec

Atlantic

Prairie residents are the most optimistic about 
buying locally, while those in coastal provinces 
remain the least.



Increased respondent anxiety

Confidence in real estate, which had been falling, has now 
stabilized

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 7

74%

70%

66%

63%

58%

56%

43%

28%

73%

68%

69%

66%

55%

53%

44%

33%

Real estate in Canada is a good long-term investment

I would classify mortgages as "good debt"

Low interest rates meant many Canadians became homeowners
in recent years who probably shouldn't have

I am anxious about having to renew my mortgage with interest
rates higher than I was paying before

I/My family would be well-positioned to handle a potential
increase in mortgage interest rates when we renew

As the result of inflation, I am anxious about my/my family's
financial situation over the next few months

I am optimistic about the economy in the coming 12 months

I regret taking on the size of the mortgage I did

2023 2024

Agree with Canadian housing market statement (all respondents, 
rated 6-10/10)

43%
Of Canadians are optimistic about 
the economy in the next 12 months

-1 pt. from last year, but -17 pts. below 
pre-pandemic levels



Increased respondent anxiety

Quebecers are most confident in managing their mortgage 
and optimistic about the economy. Prairie residents share 
their strong outlook on real estate.

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 8

Agree with Canadian housing market statement (rated 6-10/10)

Real estate in Canada is a good long-term investment

I would classify mortgages as "good debt"

Lower interest rates meant many Canadians became homeowners in 
recent years who probably shouldn’t have

I am anxious about having to renew my mortgage with interest rates 
higher than I was paying before

I/My family would be well-positioned to handle a potential increase in 
mortgage interest rates when we renew

As the result of inflation, I am anxious about my/my family's financial 
situation over the next few months

I am optimistic about the economy in the coming 12 months

I regret taking on the size of the mortgage I did

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

BC Alberta Parries Ontario Quebec Atlantic
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Looking ahead: 
Expectations and 
future sentiment



56%

63%

58%

51%

73%

49%

BC

Alberta

Praries

Ontario

Quebec

Atlantic

32%

28%

25%

33%

34%

28%

BC

Alberta

Praries

Ontario

Quebec

Atlantic

Increased respondent anxiety
Canadians largely expect home prices in their community to 
rise, but are nearly split on where mortgage rates are headed

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada.

1% 7% 33% 47% 11%

Stay about the same Go up Go up dramatically

10
Go down dramatically Go down

Quebecers and Albertans are more confident than other 
Canadians that home prices in their community will rise.

Go up/go up dramatically

Housing prices in my community Mortgage interest rates

1% 31% 34% 26% 8%

Expectations for a rate drop are slightly higher in B.C., Ontario and 
Quebec than in the rest of Canada.

Go down/go down dramatically



Increased respondent anxiety
Most Canadians expect home prices to rise 5–10%; 
those predicting declines foresee drops of 10–15%

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 11

12%

33%

28%

16%

6%

6%

11%

36%

25%

17%

5%

6%

Less than 5%

5%-10%

10%-15%

15%-25%

25%-35%

35% or more

2023 2024

Expected rise in home prices Expected decrease in home prices

13%

19%

38%

19%

5%

6%

18%

27%

26%

17%

7%

4%

Less than 5%

5%-10%

10%-15%

15%-25%

25%-35%

35% or more



Increased respondent anxiety

The top reasons for planning a home purchase in the next 5 
years: wanting a nicer home and outgrowing the current one

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 12

25%

24%

10%

10%

8%

7%

3%

25%

27%

14%

9%

6%

8%

3%

I want to live in a nicer home

My current home is no longer suitable

I want to live somewhere less expensive

I want to be closer to friends and family

The current situation makes this a good
time to get a deal

Interest rates have peaked and will come
down from here

I can no longer afford my current home

2023 2024

Top reason for planning to buy in the next 5 years Top reason current home no longer suits their needs

Lack of space is the main reason their current home no longer meets their needs.

31%

28%

15%

12%

10%

8%

8%

23%

19%

17%

10%

15%

9%

13%

I need more space for my growing family

I don’t need all the space I have now

The property doesn’t provice enough 
outdoor space

The space isn’t conducive to the inclusion 
of a dedicated work area

Spending more time at home means I need
more space

I no longer need to be as close to where I
work

I need to be closer to work/school
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Down payments 
and prepayment



Increased respondent anxiety

Personal savings remains the top down payment source for 
first-time buyers, while loans from financial institutions have 
firmly taken second place

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 14

56%

18%

12%

9%

3%

2%

1%

60%

13%

11%

8%

5%

2%

1%

My personal savings or my co-buyer’s  personal savings

Loan from a financial institution

Gift from parents or other family members

Withdrawal from an RRSP (including via the Home Buyers Plan)

Loan from parents or other family members or friends

Loan from my employer

Other sources

2023 2024

Down payment sources by percentage (First-time buyers, past 5 years)

15.5%
average share of down payments 

coming from gifts among buyers in the 
past two years

+3.4 pts. from last year



Most buyers who received down payment help say they 
couldn’t have purchased without it

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 15

42%
38%

43%

30%

39%
43%

33%

41%
45%

34%

44%

37% 38%

51%
47%

Ability to afford home without down payment assistance

58%

would not have been able to 
afford their down payment 

without assistance.
-2 pts. From last year

Among buyers in the past two years, 
70% would not have been able to afford 

their home

Total Origination Renewal First-
timers

Bank 
Customer

Broker 
Customer 18-34 33-54 55+ BC Alberta Prairies Ontario Quebec Atlantic

42%



Over 40% of borrowers have accelerated their mortgage—
most commonly with a lump sum payment

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 16

Increased the amount of 
monthly payments

27%

29%
16%

41%

12%

19%

8%

62%

Increased the payment 
frequency

None of these

Variable-rate holders are more likely than fixed-rate borrowers to accelerate payments. Younger Canadians 
(17%) are twice as likely as older ones (9%) to boost payment frequency.

Accelerated mortgage payments $2,056
average regular monthly payment

$1,040
average increased monthly payment

$23,666
average lump sum mortgage contribution

Paid a lump sum towards 
mortgage principal

Fixed Variable

5%
already had difficulty prior to rate of 

mortgage increase
-4 pts. from last year



Renewals and 
refinancing
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Increased respondent anxiety

74% of Canadians expect to renew their mortgage within the 
next three years, up from 70% last year and 54% in 2022

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 18

13%

16%

26%

20%

16%

3%

6%

10%

13%

24%

23%

20%

3%

7%

Next 6 months

6 months - 1 year

1-2 years

2-3 years

3-5 years

More than 5 years

Don't expect to renew mortgage

74%

2023 2024



Increased respondent anxiety

Three in 10 Canadians have refinanced or considered 
refinancing—steady with last year’s levels

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 19

6%

9%

11%

4%

69%

5%

9%

11%

6%

69%

I have already refinanced in the past year

I have already refinanced but not in the past year

I am currently considering refinancing early

I considered refinancing early, but decided not to

I have not considered refinancing early

2023 2024

Refinancing current mortgage



Most Canadians avoided penalties when refinancing, but 
the average cost of breaking early has nearly doubled since 
last year

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 20

Paid Penalty When Breaking Recent 
Mortgage

10%

78%

12% Paid a penaltyDon’t know

Did not pay a penalty 

$6,732
Average penalty

35%
are very comfortable with the 

loan/value ratio on primary residence
+10 pts. from last year

+$3,221 from last year
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Mortgage 
professionals 
and lenders



Increased respondent anxiety

Brokers regain their edge over banks, with strong gains 
across all four service metrics

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 22

Those satisfied with their mortgage professional (rated 9-10/10)

The overall service provided by your current mortgage 
professional when you first obtained your mortgage

The overall service provided by your current mortgage 
professional on an ongoing basis

Your overall mortgage experience

Your mortgage rate

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Bank Mortgage broker



After declining last year, broker sentiment has started to 
recover, with agreement rising by an average of 2 points per 
statement

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 23

37% 42%

2023 2024

Their knowledge and understanding of 
mortgage products and rates

33% 38%
Offering mortgage products I would be 
comfortable obtaining

33% 37%
Offering a “one-stop” shopping 
experience

Broker
Top increases



Increased respondent anxiety

Broker usage intent is on the rise—two thirds of Canadians 
now say they’re at least somewhat likely to work with one

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada.

33%

38%

38%

42%

19%

49%

44%

43%

45%

44%

19%

18%

18%

13%

37%

2024

2023

2022

Bank customer

Broker customer

Likelihood to use a mortgage broker for next mortgage

24

Unlikely (1-5) Somewhat Likely (6-8) Very Likely (9-10)

Broker loyalty is high—81% of broker clients say they’re likely to use a broker again, compared to just 58% of bank customers.



Most Canadians renew with their current lender, but rate is 
the top reason for switching to a new one

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 25

Renewed with the same lender 
as their  previous term

80%

58%

30%

24%

18%

Rate

Service

To avoid the stress
test

Access to other
financial products

Reasons for switching or staying 
with the same lender when renewing



The mortgage professional is just as important as the 
product or rate when clients choose who to work with

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 26

2023 2024

Mortgage 
Professional

Company

Product/
Rate/Offer 

33%

19%

18%

15%

15%

36%

18%

17%

14%

15%

I won’t think about them until it's time to renew my 
mortgage

We touch base a few times a year to discuss my
mortgage needs

I'll probably never speak to them again

I feel loyal but my relationship has not extended beyond
my mortgage

I consider my Mortgage Professional to be a trusted
advisor in many areas

Roughly one-third of mortgage holders still only think about their mortgage professional at renewal time—a figure unchanged 
from last year.

Primary reason for working with mortgage 
professional and company

Relationship with mortgage professional

39%

21%

41%
39%

21%

40%

Summer 
2022

Winter  
2022

Summer 
2023

Winter  
2023

Summer 
2024

Winter  
2024

32%

Mortgage broker share



Increased respondent anxiety

Satisfaction with nearly all aspects of service from mortgage 
professionals is up this year

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 27

40%

38%

38%

38%

36%

36%

35%

35%

35%

35%

36%

35%

35%

33%

34%

33%

33%

33%

Safeguarding my personal information

Ease of doing business with

Reliability

Their knowledge and understanding of
mortgage products and rates

Offering competitive mortgage interest rates

Trustworthiness

Personal qualities

Timeliness

Understanding my needs

2023 2024

Client satisfaction is up across nearly all broker service qualities (rated 9-10/10)

35%

34%

33%

31%

30%

29%

28%

27%

31%

31%

29%

32%

28%

28%

26%

27%

Offering a “one-stop” shopping experience

Offering mortgage products I would be
comfortable obtaining

Providing personalized service

Frequency of contact DURING period of
obtaining mortgage

Making me feel valued

Offering a wide selection of products

Transparency of the brokers’ compensation 
structure

Level of contact post-sale



Two-in-five homeowners who initially preferred staying with the same 
lender due to the stress test would consider switching once they learn 
the requirement has been removed

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 28

More homeowners open to switching 
lenders after stress test elimination for 
uninsured switches

41%

Why borrowers choose 
to stay or switch at renewal

Getting the best rate remains the top reason for choosing a broker—and it’s even more popular this year.

59%

35%

28%

26%

24%

21%

20%

19%

52%

34%

22%

24%

20%

19%

17%

21%

To get the best rate

To get multiple quotes

To help me understand my optoins and
the process

To help me with the paperwork

So I didn't have to do the research and
investigation myself

To provide me with recommendations on
which lender to deal with

To provide me with recommendations on
the specific mortgage terms I should get

For better customer service

18%

17%

16%

16%

14%

12%

7%

3%

19%

15%

15%

13%

14%

9%

5%

1%

To help find a lender who would
approve my loan

I felt they could us their influence to
get me a great deal

Because the broker was open and
upfront with me

To get me access to lender who do
not deal directly with customers

Because the broker matched the
products to my needs

To get access to other financial
products

To support an independent business
person

Other

2023 2024



Increased respondent anxiety

As their renewal date nears, the share of bank customers 
who say they’re “very likely” to use a broker for their next 
mortgage doubles to 1 in 5

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada.

43%

42%

37%

24%

18%

15%

37%

48%

51%

42%

48%

40%

20%

10%

12%

34%

34%

46%

Within the next year

Within 1-3 years

Within 3-5 years

Within the next year

Within 1-3 years

Within 3-5 years

29

Unlikely (1-5) Somewhat Likely (6-8) Very Likely (9-10)

Bank customer

Broker customer

Likelihood to use a mortgage broker for next mortgage

About one-third of broker customers renewing in the next year say they’re “very likely” to use a broker again
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Mortgage 
products and 
preferences



The breakdown between fixed- and variable-rate 
mortgages is virtually unchanged from last year

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 31

70%

22%

4%

4%

70%

23%

3%

4%

Fixed

Variable

Combination

Don't Know

Mortgage rate type

75%

10%

73%

11%

Always a fixed rate
mortgage

Locked in from a
variable rate within
the past 12 months

My fixed-rate 
mortgage was…

My variable-rate 
mortgage was…

51%

16%

45%

16%

Always a variable
rate mortgage

Switched from a fixed
rate within the past 12

months

2023 2024



Increased respondent anxiety

Fewer Canadians are on the fence about switching to fixed 
rates. Decisiveness is up, while indecision is down compared 
to previous years.

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 32

13%

26%

26%

25%

2%

8%

10%

31%

28%

15%

2%

14%

I am planning on locking in to a fixed-rate

I am considering locking in to a fixed-rate

I considered switching to a fixed-rate but decided not to

I never considered switching to a fixed-rate

I wasn’t aware you could convert a variable-rate mortgage to a 
fixed-rate

Don’t know

2023 2024

Variable to fixed: Fewer undecided, more decisive



First-time buyers with variable-rate mortgages are just as 
likely to choose set payments as repeat buyers

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 33

A set payment that 
doesn’t change

42%

58%

41%

59%
A payment that 

rises and falls with 
the prime rate

Type of variable-rate mortgage 
chosen by buyers (past five years)

Share of variable-rate mortgage 
holders who hit their trigger rate

Most Canadians with a variable-rate mortgage and set payments haven’t reached their trigger rate—though 4 in 10 say 
they have.

41%

First-time homebuyer Not first-time homebuyer



Most Canadians don’t have a HELOC, and 1 in 10 aren’t even 
familiar with the term

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 34

43%

First-time buyers are less likely to have a HELOC—or even know what it is—compared to non-first time buyers. Among those 
with access, the average limit is nearly $128K, but most haven’t borrowed a cent.

$127,626
average available to borrow on HELOC

$26,740
average borrowed on HELOC

Have access 
to a HELOC

70%
will still have a HELOC once they are 

mortgage-free.
+4 pts. from last year

Top uses of borrowed HELOC funds

45%

35%

30%

18%

11%

5%

To renovate my house/condo

To consolidate or pay down debt

To make a purchase (e.g. car,
education, etc.)

To invest elsewhere

To gift or lend money to a family
member to purchase a home

Other
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Mortgage fraud



Increased respondent anxiety

Canadians are growing more concerned about mortgage 
fraud

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada.

22%

26%

44%

45%

34%

29%

2024

2023

Concern about mortgage fraud

36

Concerned (8-10)Neutral (4-7)Not concerned (1-3)



Increased respondent anxiety

While some examples were seen as more severe, at least half 
of respondents considered most forms of mortgage fraud to 
be very serious

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada.

1%

2%

2%

3%

3%

2%

4%

5%

8%

11%

11%

10%

16%

27%

39%

35%

38%

43%

78%

66%

52%

51%

48%

45%

Using stolen identify, fake documents
and identification to change the title on

your home
A group of individuals working together
to inflate the price of a home or obtain

loans for non-existent homes

Misrepresenting one's debt load on a
mortgage application

Making a home purchase on behalf of
another person who has poor credit and

cannot get financing

Misrepresenting if a property will be
owner-occupied following the purchase

Inflating one's annual income on the
mortgage application

37

Not very serious Somewhat serious Very seriousNot fraud at all



Increased respondent anxiety

More than 80% of Canadians believe mortgage fraud is 
serious enough to justify stronger security measures

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada.

8%

9%

35%

41%

57%

50%

2024

2023

Support for letting mortgage professionals verify income 
via the CRA

38

Supportive (8-10)Neutral (4-7)Not supportive (1-3)

Believe mortgage fraud is serious enough 
to justify stronger security measures

85%

Support for letting mortgage professionals verify income through the CRA has risen significantly since last year



3939393939

Renovations and 
income generation



More than 70% of Canadian homeowners have either renovated or plan to. Most cite 
personal upgrades or boosting resale value as their main reasons

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 40

2023 2024

72%

37%

28%

22%

17%

8%

6%

6%

6%

62%

41%

24%

16%

16%

12%

9%

8%

5%

Upgrade the home for my personal preference

Increase the value of my home for resale

Protect the physical integrity of the building

Necessary work for safety

Add additional space for myself/my family

Add dedicated space to work

To make the home more accessible

Add additional space to rent our a portion of the home

Other

Types of renovations

Renovated
39%

15%
19%

28%
39%

15%

19%

27%

Plan to renovate

Renovated and 
plan to do more

Renovated or plan to renovate

No

Plan to renovate Have renovated



Increased respondent anxiety

The importance of income generation continues to rise as a 
key factor in homebuying decisions

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada.

66%

72%

78%

57%

53%

75%

24%

21%

14%

30%

30%

18%

10%

8%

7%

13%

17%

8%

2024

2023

2022

First-time buyer (past
two years)

First-time buyer (past
five years)

Non-first-time buyer

Importance of generating income from the property
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Not at all Important (1-5) Important (6-8) Very Important (9-10)

First-time buyers, whether in the past 2 or 5 years, are more likely than repeat buyers to view income generation as part of their 
home purchase.



Among the 13% of homeowners who rent or plan to rent out their home, over half do 
so for extra income, while nearly one-third say it's necessary to cover housing costs.

Sources:Bond Brand Loyalty/Mortgage ProfessionalsCanada. 42

2023 2024

56%

31%

9%

3%

56%

30%

13%

0%

I have the space to rent, and I enjoy the
extra income

I need to rent a room/unit in my home
to afford my housing costs

I don't need the rental income, but I am
helping a friend/family member

I don't need the rental income, but I like
having a roomate

Reasons for Renting

Have rented an area within 
my primary residence

7%
4%

89%

7%

6%

87%

Plan to rent an area within 
my primary residence

Neither

Rent or Plan to Rent
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