
The Mortgage Stress Test and the Negative Impact on 
Prospective Home Buyers – CHBA Survey

A recent survey of builders and developers across Canada 
conducted by the Canadian Home Builders’ Association (CHBA) 

provides more confirmation that restrictions on mortgage 
lending are having excessively detrimental impacts on 

prospective home buyers,                                                              
especially younger first-time home buyers. 



CHBA Surveyed its Members on the Negative
Impact of the Mortgage Stress Test

 During the weeks of January 21 and 28, 2019, CHBA surveyed builder and 
developer members across Canada

 Their answers demonstrate how the mortgage stress test that was implemented 
by the federal government in January 2018 is excessively affecting well-qualified 
buyers, especially young first-time buyers 

 The survey results reveal that prospective buyers that were in solid position last 
year to buy their own homes are being locked out now in large numbers

 This is affecting Millenials’ financial futures, local businesses, and local economies



When looking at your sales for both 2017 and 2018, 
what percentage of your sales in each year involved 

first-time home buyers?
 In 2017, 33 per cent of sales involved first-time home buyers, versus 23 per cent in 2018, 

representing a 33% drop in first-time home buyers 

first-time home buyers down 33%



Did the stress test negatively 
affect your sales in 2018?

 An overwhelming majority of survey respondents, 95% indicate that 
the stress test is having a negative impact on their sales
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How much did the following factors negatively 
affect your sales in 2018?

 The stress test is noted as the major factor affecting house sales, 
much more so than economic conditions or rising interest rates
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Comparing 2018 to 2017, did the number of prospects having 
difficulty qualifying for a mortgage increase, decrease, or remain 

roughly the same?

 An overwhelming majority of survey respondents (87%) say that the number of 
prospective home buyers decreased in 2018, compared to 2017

87%



Thinking specifically about sales agreements you signed with clients who 
later failed to close due to financing problems, did the number of these 

failed deals increase, decrease or stay the same in 
2018 compared to 2017?

 A significant majority of respondents (84%) indicate that the number 
of failed agreements that closed due to financing problems for 
prospective home buyers increase in 2018 compared to 2017
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As 2019 get underway, essentially all respondents are concerned 
about their business, sales, and both young families and new 

Canadians’ ability to purchase a home 
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CHBA’s Recommends Adjustments to Reflect
Current Economic Conditions and Millenials’ Plight

CHBA is asking the federal government to implement the two following recommendations: 
 Reintroduce 30-year mortgages for first-time homebuyers 
 Adjust the current stress test for mortgages, reducing the stress test for longer term mortgages 

from the current 2% above the contract rate, on a scale down to 0.75% for five-year term fixed-rate 
mortgages, and 0% for terms of 7 and 10 year terms. At current rates, this would reduce the stress 
test on five-year mortgages from 5.7% to 4.45% percent, allowing many more well-qualified 
Canadians to secure a mortgage and access homeownership responsibly

 These recommendations:
 Reflect the changed economic conditions of today
 Don't cost money for the federal government
 Don’t increase risk to either lenders or borrowers. (In fact, changing the stress test as 

recommended would encourage people to lock in to lower-risk, longer-term fixed-rate 
mortgages. Right now, the stress test is causing people to take more risks by pushing them into 
variable-rate, short term mortgages)

 Remove significant barriers to home ownership for the tens of thousands of hard-working 
Canadians – particularly first-time buyers – who have earned a fair shot at home ownership



Impacts & Adjustments – Total Market 
(including First-Time Buyers)
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Impacts and Adjustments for First-Time Buyers
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Young First-Time Homebuyers Were  
and Remain The Low-Risk Cohort
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