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In 2023 and 2024, we observed the
emergence of the "stalled new
homeowner"—new movers who continued to
save while awaiting a decline in home
prices and interest rates. With promising
market conditions anticipated for 2025,
marketers should prepare to seize
opportunities within the new mover and
new homeowner segments.
While much has evolved for new movers and
homeowners since 2019 (reference our
2023 New Mover End of Year Review),
several key trends are on the rise:

If new mover marketing isn't currently part of your 2025 strategy, it should be. As marketers
face increasing pressure to drive new customer acquisition, life event and trigger-based
marketing solutions remain highly effective in achieving these goals. With interest rates
expected to decline further in 2025, the new homeowner audience is poised for significant
growth, presenting a prime opportunity for targeted engagement.

TIMING IS EVERYTHING
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Your Guide to New Mover Marketing
2025 New Mover Marketing

Top 10 Industries Finding
Success With New Mover
Marketing!

Retail

Healthcare

Automotive

Home Services

Insurance

Financial

Health & Fitness 

Utilities

eCommerce

Restaurants 

Travel & Hospitality 

On average, new movers increase their spending by 20%
within the first 12 months of their relocation.

53% of new homeowners are likely to switch or add insurance
providers between 6-12 months after their move.

70% of new homeowners discover new brands through direct
mail marketing.

New movers are three times more likely to try a new brand
or service compared to established consumers.

As many as 90% of new movers are actively seeking new
products and services during this critical transition period.

These insights underscore the significant potential for
brands to engage with new movers, who are more open to
switching brands and services than ever before.

https://www.focus-usa.com/2023-new-mover-year-end-review/


Understanding the different personas of new movers is essential for marketers to create
personalized and targeted campaigns that drive higher engagement and conversion. Different
personas—such as first-time homeowners, families relocating for jobs, or retirees downsizing—
have unique needs and behaviors, making tailored messaging crucial. 

This approach allows marketers to optimize channel selection, ensuring they reach the right
audience through the most effective mediums, and it increases the relevance of product
recommendations. By addressing specific personas, brands can also build long-term customer
relationships, maximizing lifetime value and fostering loyalty during a key transition period.

New Mover Audiences have changed!  Don’t rely on
outdated profiles.

ALL MOVERS ARE NOT THE SAME!
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Navigating New Movers
New Movers in 2025



First Time Homeowners
25%

Growing Families
25%

Renters
15%

Job Relocators
10%

Downsizers
10%

Luxury Homebuyers
7%

25%

25%

People move on average 11-12 times in their life.
Different life stages tend to trend with move
trends as well.  Keep this in mind as you are
planning your new mover program for 2025.

New Mover Personas

Individuals or couples that are
buying their first home.

First Time Homeowners

Individuals or couples that are
welcoming new children or their
children are growing and need more
space.

Growing Families
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Understanding Your New Mover Audiences
New Mover Profiles

10% Individuals or households that are
moving based on career or job
changes.

Job Relocators 

15%

7%

3%

Individuals or households that are
moving from rental to rental.  This is
probably the most undervalued new
mover audience.  

Renters

Mostly couples that are selling their
first or second home and moving
into a luxury home.

Luxury Homebuyers

Active military households.

Military Households

5% Young individuals that are moving
away to college to into their first
apartment. 

Young Adults

10% Individuals or households that have
recently retired or become empty
nesters and are moving to smaller or
more affordable housing.  

Downsizers



Demographics: Typically, younger (30-40), couples or
individuals, often with very young or no children.
Priorities: Furnishing their new home, home improvement,
financial planning (mortgage, insurance), and establishing utility
services.
Challenges: Budget-conscious, often making large purchases for
the first time, adjusting to homeownership responsibilities.
Marketing Focus: Discounts on furniture, decor, and home
services; mortgage and insurance offers; utility connection
packages.

FIRST TIME HOMEOWNERS
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Understanding Your
New Mover Audiences

New Mover Profiles

GROWING FAMILIES

JOB RELOCATORS 

Demographics: Families with young children or planning to have
children, often moving to bigger homes.
Priorities: Safety, family-friendly home improvements (e.g.,
backyard, home security), childcare, schools, and community
integration.
Challenges: Managing time and money while raising kids and
transitioning to a larger home.
Marketing Focus: Child-friendly services, home security, family
health services, grocery delivery, school-related services.

Demographics: Career-oriented individuals or couples, often
between 30-50, moving for a job or career opportunity.
Priorities: Quick and efficient moving services, setting up home
offices, finding networking opportunities, and financial services.
Challenges: Time management, navigating a new city, and
finding reliable local services.
Marketing Focus: Professional moving services, home office
setups, local co-working spaces, financial planning, and real
estate services.

LEARN MORE!

LEARN MORE!

LEARN MORE!

https://www.focus-usa.com/wp-content/uploads/2025/04/First_Time_Homeowner_Persona_Breakout_First_Time_Homeowners.pdf
https://www.focus-usa.com/wp-content/uploads/2025/04/First_Time_Homeowner_Persona_Breakout_Growing_Families.pdf
https://www.focus-usa.com/wp-content/uploads/2025/04/First_Time_Homeowner_Persona_Breakout_Job_Relocators.pdf


DOWNSIZERS
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RENTERS

LUXURY HOMEBUYERS 

MILITARY HOUSEHOLDS YOUNG ADULTS

Demographics: Seniors or older adults (55+), often downsizing

after children move out, or relocating for lifestyle changes.

Priorities: Simplifying life (downsizing), seeking leisure and

lifestyle services, medical care, home safety, and home

maintenance.

Challenges: Adjusting to a smaller space or a new community,

managing health care, and planning for long-term living

arrangements.

Marketing Focus: Retirement communities, home modification

services, medical services, lifestyle products, travel, and leisure

activities.

Demographics: Younger individuals or couples, often in their

20s-30s, moving into urban apartments or condos.

Priorities: Efficiency and convenience, quick furniture setups,

tech services (Wi-Fi, cable), and city living essentials.

Challenges: Limited space, finding affordable décor, adjusting

to a new city or neighborhood.

Marketing Focus: Apartment-friendly furniture, compact home

appliances, delivery services, internet/TV packages, and local

restaurants or fitness memberships.

Demographics: High-income individuals or families, often

professionals or business owners, relocating to upscale homes.

Priorities: Luxury home services (interior design, high-end

appliances), security, lifestyle services, financial management.

Challenges: Finding premium services that meet their high

standards, adjusting to an affluent community.

Marketing Focus: High-end home improvement, concierge

services, luxury appliances, and exclusive local memberships (e.g.,

country clubs, spas).

Demographics: Active military personnel and their families,

frequently relocating across states.

Priorities: Fast, efficient moves, setting up services quickly,

finding schools and community support.

Challenges: Frequent relocations, time management, finding

family-friendly resources.

Marketing Focus: Relocation support services, educational

resources, community-building tools, and home organization.

Demographics: Individuals in their late teens or early twenties,

moving for college or starting their first job.

Priorities: Budget-friendly furniture and household goods, setting

up utilities on a tight budget, and local food delivery or grocery

services.

Challenges: Limited budget, lack of experience in managing a

household, adjusting to a new city or town.

Marketing Focus: Affordable furniture, delivery services,

roommate-friendly items, food delivery, and utilities setup.

LEARN MORE!

LEARN MORE!

LEARN MORE!

LEARN MORE! LEARN MORE!

https://www.focus-usa.com/wp-content/uploads/2025/04/First_Time_Homeowner_Persona_Breakout_Renters.pdf
https://www.focus-usa.com/wp-content/uploads/2025/04/First_Time_Homeowner_Persona_Breakout_Downsizers.pdf
https://www.focus-usa.com/wp-content/uploads/2025/04/First_Time_Homeowner_Persona_Breakout_Luxury_Homebuyers.pdf
https://www.focus-usa.com/wp-content/uploads/2025/04/First_Time_Homeowner_Persona_Breakout_Military_Households.pdf
https://www.focus-usa.com/wp-content/uploads/2025/04/First_Time_Homeowner_Persona_Breakout_Young_Adults.pdf


96%

70%

64%

31%

52%

New movers seek products
and services at a rate 13
times higher than the
average consumer. 

To capture this market,
ensure your messaging is
personalized and test
engagement across both
traditional and digital
media channels to meet
them where they are most
receptive.

lift with cross-channel
marketing strategies

Building in personalized new
mover messaging starting at the
pre mover stage of consumers new
mover journey can increase your
campaign engagement by 85% or
more.

Don’t forget about 
Pre Movers!

43%
HOW ARE NEW MOVERS
DISCOVERING YOUR BUSINESS?
New movers are engaging with new brands
on every channel!  See below for the first
point of discovery for most new movers.

Direct Mail

Social Media

CTV/OTT

Streaming Audio

Digital and DOOH

Understanding Your New Mover Audiences
Brand Discovery in 2025

New Movers are actively looking for new products
and services!

07New Mover Market ing 2025 Annual  Guide



Signals for New Movers

Engage your New Mover Audience!

Start connecting with new mover
audiences before the move!  There are a
number of signals available to marketers
to ensure that you are reaching them at
the right time in their move journey.  

Incorporating other life events can help
you more accurately predict which
individuals or households are likely to
move.  Life events such as Retirement,
Marital Status changes, or Job Seekers
can also be highly predictive signals for a
upcoming move.

Life Events

Taking a closer look at purchase activity
such as investing in large home
renovations, financial planning, and
storage facilities are just a few factors
that could be predictive, especially when
coupled with valuable search data.

Purchase Patterns

Reaching consumers when they list their
home is a key factor when your product
might have a longer sales cycle.  We highly
recommend including this audience as
part of your new mover marketing
strategy.  

Pre-Mover Audiences

Find the patterns in your own data!  Work
with a partner (or Focus USA) and build a
new mover profile analysis from your own
data.  There is no better way to identify
the time to reach new movers for your
specific product or service.

Custom New Mover Profiles

New Mover Marketing
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Enhancing Your Own Customer Data
New Mover Marketing

First-party new mover campaigns remain
crucial, especially in 2025!

A well-maintained, accurate customer list
is a company's most valuable asset. By
partnering with a skilled data marketing
firm, you can enhance your first-party data
and deliver highly targeted, personalized
messages that resonate with your
audience. 

Lean Into Your First
Party Data!!!

10%+ 
of your customers are moving
every year!

And it could be more than that.  On
average with our clients, we have seen this
as a benchmark move rate from the last two
years.  When is the last time you took a look
at your own customer data?

Keep Your Advantage
Reach new movers 3-5 weeks sooner than
your competion!

Leveraging automated new mover marketing
messages to your existing customer base
presents a significant opportunity to enhance
customer loyalty. Neglecting this strategy can
inadvertently give your competitors a
substantial advantage.

Maintaining the cleanliness and
accuracy of your first-party data is a
foundational step in achieving
campaign success. By regularly
updating and refining your data, you
ensure that your messaging is both
relevant and precise, leading to highly
responsive campaigns. This not only
boosts short-term conversions but also
contributes to long-term brand loyalty
as customers appreciate the
personalized and timely interactions,
fostering a stronger connection
between your brand and your audience.

First Party Data Powered
by Life Events



85%
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Multichannel Campaign Strategies 
New Mover Marketing 

Navigating Multichannel
New Mover Marketing
Digital marketing strategies should be used
to increase awareness of your brand prior
to a performance marketing tactic.

Increase Engagement

Building in personalized new mover
messaging to your pre mover or
new mover audience before your
anchor channel touch points, can
increase your campaign
engagement by 85% or more.

We've discovered that synchronizing your
channel touchpoints with key moments in
the new mover journey is paramount for
multi-channel strategy success. 

Leverage your data to align new
customer timing with our life event
marketing timelines, eliminating the
guesswork and enabling you to engage
new movers precisely when it matters
most for conversions.

Timing Matters!

Pre Mover
(Home Listed for Sale)

Pending Sale
(Home Goes Under Contract)

Move Date
(Reach within 14 days)

Post-Move
(Move Journey Continued)

Start with light
digital branding

when someone lists
their home for sale.

Ramp up on digital
media at a crucial

time for homeowners
making purchase

decisions.

Get to their mailbox
first to to welcome
them to their new

home.

Movers are busy.  
Follow-up touch

points 3-6 months
after their move as

they settle in.

Example Strategy for Multi-Channel Move Journey 
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From Strategy to Success
New Mover Marketing in 2025

As interest rates continue to decline and
more homes become available we
expect that 2025 will be a busy new
mover year.  New movers are an
extremely valuable audience for new
customer acquisition and loyalty
programs.  Be there for them when they
need you the most.

Here is how we can help!  With custom
services built to help you win at new
mover marketing. 

New movers and new homeowners are a niche
audience that will continue to be highly in-
market for new products and services every
year. 

Our Services
New Mover Marketing Solutions Tailored for You!

Test into the new
mover market
with a custom

marketing list to
be used on all

channels.

Do you need high
quality new

mover data? We
offer custom

licensing options!

Build a fully
customized new
mover marketing

program to
attract NEW
customers.

Need a consistent
feed of new

mover data to
enrich your first

party data?
Check out our API!

Custom
Audiences

License Our New
Mover Data

Welcome Home
New Movers

New Mover
API

https://www.focus-usa.com/new-mover-buy-the-list/
https://www.focus-usa.com/new-mover-advantage-welcome-data-license/
https://www.focus-usa.com/new-mover-data/
https://www.focus-usa.com/new-mover-api/
https://www.focus-usa.com/new-mover-data/
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Focus USA is a direct marketing company that utilizes data and marketing technology to
help brands reach and engage with their ideal target audience to acquire them as new
customers.  

Follow Us: 

More Information About Us

Empowering Brands with flexible and responsive Marketing

Solutions!

Contact Us:
201-489-2525

info@focus-usa.com

Our data is aggregated from over 21 unique feeds, including deeds from over 3,100 county
courthouses, new phone/internet connections, utility connections, and change of address
requests from sources such as publications and subscription services. We validate and verify
new mover information through intensive hygiene to ensure precision and reliability.

About The Data

Subscribe Today!

https://www.focus-usa.com/
mailto:info@focus-usa.com
https://www.linkedin.com/company/focus-usa
https://www.youtube.com/channel/UCZlel-ops6UcXaq_sCeGwNg
https://www.focus-usa.com/focus-usa-spotlight-subscriber/
mailto:info@focus-usa.com
https://www.focus-usa.com/focus-usa-spotlight-subscriber/

