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The Canadian
Mortgage Market

In our latest infographic we explore the state of the Canadian
mortgage market. Read on to discover more on the drivers of choice, -
the impact of stress testing and why whilst the popularity of digital

banking is still rising, many still prefer in-person contact.

THE IMPACT OF STRESS TESTING

2 8% of Canadians are aware of the changes to the stress-testing rules for mortgage borrowers.
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DRIVERS OF CHOICE

Existing banking relationships play a key role in driving mortgage lender choice. In fact, it is the
second most important driver of choice.

M Rank 1 B Rank 2 M Rank 3

Competitive interest rate 17% 10% 8% 35%

They are my main bank 14 6% | 22%

Easy application process 7% 5% 10% 229%

Fast approval 6% 8% 7% 21«

Good customer service/ advice 6% 6% 9% 21«

Previous experience with the lender 7% 7% 5% 19«

Recommended by the broker 9% 6% <0 18%

Were more likely to approve my loan than other lenders 6% 3% 6% 15«

Brand/reputation of the lender 59% [T 6% 154

Conveniently located branches 3% 5% 6% 14y

Recommended by a friend/ family members 5% 3% U, 124

Offered a range of loan options | =1/ U, Uy 114

Digital/ mobile banking capabilities of lender 3% Yo Yo 114
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Personal savings remain the primary method borrowers use to raise mortgage deposits;
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used it to raise their deposits. However, the sale of previous properties is rising to

raise deposits.
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2 ,:E % of mortgage borrowers are motivated to refinance or switch to access more flexible loan products.

THE RISE OF DIGITAL

There is growing interest in using digital channels.

More 2 _ mortgage borrowers are highly likely to complete and submit a mortgage
In

than application entirely via an online channel with no assistance from bank staff.
(10% more than six months ago)
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IN-PERSON ULTIMATELY WINS

The preference for human interaction is still the number one barrier to applying for a future home
loan entirely online;

’:E ’:E % of mortgage borrowers indicate that they would prefer to speak to someone if they had questions.
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These insights derive from our Canadian Mortgage Council.

RFI Global is the only global data & insights company focusing exclusively
on financial services. We help clients move quickly and confidently from
question to data-driven action.
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