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Globalization is having a monumental effect on the real estate industry, with impacts  
that can be felt far beyond large transactions in major markets. Foreign investment in  
U.S. real estate is occurring in both commercial and residential sectors, in every state, in 
markets of all sizes…and the perennial increase in these activities tells us it’s much more 
than a short-term trend. 

The key to finding global business, even in unexpected areas, begins with adopting a  
global mindset. In this assessment of local markets, we have prepared case studies 
examining three states—Utah, Arkansas and North Carolina—to help you identify and 
cultivate global niches. 

You don’t have to live in these states to benefit from this research. Much of what you’ll 
discover here is paralleled in many other markets. The processes discussed in these case 
studies will help you learn how to identify global opportunities that can be applied to any 
local market. Read on to learn how…

Note: Copies of this report, as well as prior case studies examining the following  
states can be found at realtor.org/global/local-market-assessment-case-studies

Alabama
Colorado
Georgia 
Kentucky 
Ohio
Washington
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Take a Closer Look 

1. Get involved with Utah’s key economic  
development organizations
Agents in Utah are fortunate to have two excellent  
organizations trailblazing for the state internationally. 
Together they provide a year-round roster of classes, 
networking events and trade missions to and from other 
countries. Between their efforts and the support of the 
business community and state legislature, Utah stands 
out among states courting international business. 
 
The Governor’s Office of Economic Development (GOED)
This state-level organization, tasked with developing 
overseas business relationships for the state and business 
community, is one of the most proactive economic  
development offices in the U.S. It conducts outbound 
trade missions often led by the Governor, hosts  
delegations of international visitors and reaches out  
to form relationships with Chambers of Commerce  
and government commerce agencies in other nations.  
For details, go to goed.utah.gov and explore the  
international section.

World Trade Center Utah (WTC) 
The WTC is a non-profit organization that facilitates  
economic growth by promoting Utah’s international  
trade. Its mission is to help Utah companies think, act  
and succeed globally by offering resources and  
sponsoring networking events and trade missions.  
The WTC also participates in the GOED’s outbound  
and inbound trade missions. Go to wtcutah.com for  
more information.

The GOED and WTC have been very successful in  
bringing foreign investment to the state. In 2012, foreign-
owned companies employed over 29,000 workers in Utah, 
representing 2.9 percent of private employment in the 
state. The top countries for foreign direct investment are 
the U.K., Germany, Switzerland, Japan and France. Over 
half these jobs are in manufacturing and mining. (See “A 
Sampling of Foreign-owned Companies Operating in Utah”  
on page 2.)

Often, the GOED and WTC are the first point of contact 
for foreign investors and companies interested in learning 
about Utah. Real estate professionals involved in their 

(continued on page 2.)

Eager to attract growth, Utah has hung out an “open for business” sign to both domestic and international investors and 
corporations. Working together, the state government and business community have propelled Utah onto the world 
economic stage. As a result, Utah’s exports tripled between 2005 and 2012 to $16.1 billion and the state grabbed a nice 
share of foreign direct investment flowing into the U.S. For three years running (2010–2012), Forbes crowned Utah the 
best state in the nation for business. 

If you’re based in Utah, you’ll find that many global opportunities can be pursued in the state’s internationally-involved 
economy. Here are seven ways to identify and take advantage of this global activity.

UTAH

How to find global influences and opportunities 
in your local market

LOCAL MARKET ASSESSMENT / CASE STUDIES / UTAH
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 2  NATIONAL ASSOCIATION OF REALTORS®

efforts will get a first look at inbound opportunities and 
have a chance to meet investors and dignitaries visiting 
from overseas. 

Trade missions are a great way to travel and meet foreign 
business executives on their own turf. In the past year,  
the GOED and WTC have brought groups to Israel to 
court venture capitalists and technology companies, 
Brazil to promote trade, China to form relationships with 
Chambers of Commerce in growing cities, as well as trips 
to Peru, the Philippines, the United Kingdom and Panama. 
They have also hosted groups from Mexico and Israel, 
plus a visit by executives from a Taiwanese bicycle  
company who biked 420 miles across Utah and Nevada.

2. Learn about Utah’s competitive advantages
“When foreign investors come here for the first time, they 
are amazed at the cleanliness of the cities, the multilingual 
workforce and the lower costs of doing business,” says Lew 
Cramer, President and CEO of Coldwell Banker Commercial 
Intermountain in Salt Lake City, Utah. 

He adds that it is easy for a visitor to recognize Utah’s 
natural beauty, but agents should be prepared to educate 
them on business advantages that are not so obvious. 
(See “Where Utah Excels” on page 3.) Both the GOED 
and WTC have excellent resources to learn more about 
how Utah measures up to competitors.

“Salt Lake City isn’t a top-tier city like San Francisco or 
Los Angeles, so it hasn’t been picked over by investors,” 
says Cramer. “There are still many values to be had here.” 
Cramer reports that lately he’s seen a lot of interest in 
hotels, Class A office buildings and industrial property, 
particularly from investors in Asia, the Middle East and 
Europe. “There’s high demand for industrial properties 

and we’ve attracted manufacturers in high tech, jet engine 
parts and medical devices,” he adds.

3. Get to know EB-5 Regional Centers 
Dubbed “the investor’s visa,” the EB-5 visa program 
encourages high-net-worth foreign nationals to invest in 
U.S. job-creating projects, often through approved Regional 
Centers. Once the project is complete and met its job 
creation projections, an investor can apply for permanent 
residency for himself and his family. (For more details on 
the EB-5 program and Regional Centers, see the February, 
2014 issue of Global Perspectives.)  

Some of the projects Regional Centers in Utah are 
pursuing throughout 2014 include hospitality and resort 
recreation as well as high tech manufacturing. Foreign 
investors backed the Canyon Park Technology Center in 
Orem to create 740 jobs and are currently working with 
Regional Centers to build the Union Station Courtyard by 
Marriott in downtown Salt Lake City and the Waters Edge 
Resort in Garden City on the shores of Bear Lake.

Wealthy investors drawn to the EB-5 program often need 
a place to live and may be interested in other ways to 
invest in U.S. real estate. Establishing ties with directors 
of Regional Centers in your area may lead to excellent 
opportunities to assist foreign investors in residential and 
other commercial property searches. 

4. Find corporations in your market that hire  
or relocate foreign workers
Utah’s high level of involvement in international  
commerce creates an inbound and outbound flow of 
talented workers. Foreign-owned corporations relocate 
executives to the state under non-immigrant L-1 visas. 
Utah-based employers apply for H1-B and H2-B visas to 
attract highly-skilled workers from abroad.  

Utah is rich in industries recruiting foreign workers. 
Technology giants Adobe, Google and eBay have large 
facilities here. In August 2013, the Provo-Orem and Salt 
Lake City metro areas ranked #11 and #12 nationally in a 
Kauffman Foundation study of “high-tech start-up  
density,” which measures the ratio of start-ups to  
population. Other sectors tapping foreign workers are  
universities, research centers, hospitals and biotech. 

UTAH (continued from page 1.)

LO
C

A
L 

M
A

RK
ET

 A
SS

ES
SM

EN
T 

/ 
C

A
SE

 S
TU

D
IE

S 
/ 

U
TA

H
LOCAL MARKET ASSESSMENT / CASE STUDIES / UTAH

A SAMPLING OF FOREIGN-OWNED 
COMPANIES OPERATING IN UTAH

Company Industry Country

Autoliv North America Automobile air bag  
manufacturer

Sweden

Barrick Gold Corporation Mining Canada

Kennecott Utah Copper Corp. Mining Australia

Pacific Coast Steel Steel products manufacturer Brazil

Dannon Corporation Dairy products manufacturer France

Tokyo Electron America Semiconductor equipment 
manufacturer

Japan

Source: Business Roundtable
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These new immigrants and visitors will need places to live.  
Agents can tap these opportunities by establishing  
connections in the human resource departments of nearby 
companies and offering their services. 

Utah’s upscale neighborhoods are becoming a melting 
pot of nationalities. “A colleague of mine lives on a street 
where his neighbors are from Iran, China, Japan and  
Germany,” says Cramer. “Some of the top people in IT 
from around the world are moving to Utah to start  
companies. We like to say that in the past we were 
blessed by the mines in Western Utah. In the future, our 
blessings will be the minds settling in Eastern Utah.”

5. Connect with resort sales 
Utah’s beautiful ski country and its Sundance Film Festival 
attract the wealthy from around the world. If your market 
includes resort and luxury properties, then consider  
pursuing global buyers. Or, if you’re working with  
foreign buyers in other parts of the state who may become 
interested in owning a ski property, make connections with 
agents who are experts in these niche markets. 

Maire Rosol, ABR, CIPS, CRS, e-PRO, GRI, RSPS, of  
Summit Sotheby’s International Realty in Park City, says 
that international buyers are an important part of her 
market. “By attending international events like the FIABCI 
World Congress I’ve been able to build a network of agents 
abroad for referrals,” says Rosol. She adds that FIABCI gives 
her exposure to overseas agents active in commercial as 
well as residential property. Additionally, the annual  
REALTORS® Conference & Expo attracts delegations of 
global real estate professionals from over 60 countries. 
This is a great opportunity for U.S. agents to expand their 
global network without traveling abroad. (Go to  
realtor.org/global/global-meetings-and-events for a 
constantly-updated list of upcoming real estate meetings 
around the world.)

6. Assemble a support team with  
international expertise
Global agents do not usually have all of the skills and 
knowledge needed to complete an international  
transaction. Instead, they work with other professionals 
who do. “The expertise required for global business goes 
beyond being able to convert feet to meters and dollars 
to euros,” says Rosol. “A good global agent will know who 
to go to for assistance on immigration law, taxation and 
financial advice. In cross-border transactions, these issues 
can get very complex.” 

Rosol counsels that what you don’t know can significantly 
hurt your buyer over the long term. “Your extended team 
should include experts in immigration law, cross-border 
taxation and even estate planning. Never try to advise 
international buyers in areas outside your real estate 
expertise.” She also says that in Utah, it only takes a few 
calls to find someone to act as an interpreter. 

7. Leverage your expertise across other areas
Being successful in one global business niche often leads 
to other types of opportunities. After closing a  
commercial sale in Salt Lake City, for example, your global 
buyer may express interest in a vacation home in the 
mountains. By building a broad network of contacts in 
related specializations, you’ll be able to refer clients to 
someone you trust to find what they are looking for. 

In the future, global transactions will become an even 
larger part of Utah’s real estate industry. Forward-looking 
agents who wish to dig deeper into this booming area for 
future growth are encouraged to work towards the  
Certified International Property Specialist (CIPS)  
designation.  The CIPS designation provides real estate 
professionals with the education, resources and network 
to help them grow their global business. 

LOCAL MARKET ASSESSMENT / CASE STUDIES / WASHINGTON
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Z• Most linguistically diverse state

• All major western seaports reachable  
 by rail in one day

• Youngest population in the U.S. with  
 an average age of 29

• Energy costs 20 percent below the  
 national average

• Five percent corporate tax rate,  
 one of the lowest in the U.S.

• Fourth highest economic growth rate  
 among U.S. states in 2012  

WHERE UTAH EXCELS

Source: Forbes, December 2012
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1. Know who lives and works in your area
Start by learning about immigration in the state and in 
your area. NAR’s state report titled Business Data for  
International Real Estate Transactions in Arkansas contains 
state-level overviews of immigration, countries of origin, 
foreign visitors by visa type, homeownership data and 
more. In the Arkansas report you will find that 4.4 percent 
of Arkansans were born overseas versus 13 percent for 
all states. Latinos and Asians are the largest groups, 
comprising 47 percent and 39 percent of the foreign born, 
respectively. Go to realtor.org/statereports to download 
the complete report. 

Another excellent source of information is A Profile of 
Immigrants in Arkansas, a 2013 report by the Winthrop 
Rockefeller Foundation that can be found at  
wrfoundation.org. The report provides an in-depth  
examination of immigration patterns and their economic 

impact on the state. Arkansas’ relatively small  
foreign-born population tends to be concentrated in a 
handful of  northwest counties. Benton, Washington  
and Sebastian counties are home to almost half the  
immigrants in Arkansas, followed by Pulaski County, 
where Little Rock is located. (See “More Facts on  
Arkansas Immigrants” on page 6.)

What makes Arkansas unique is its community of  
people from the Marshall Islands in the Pacific—the  
largest population of Marshallese in the mainland U.S.  
(Hawaii’s Marshallese population is larger.) The  
Marshallese began moving to the Springdale area in 
the late 1980s for employment in the poultry industry 
and educational opportunities. Others followed and the 
Springdale-area community soon grew from 2,600 in the 
2000 census to 4,300 in 2010. Technically, people from 
the Marshall Islands are not considered immigrants; its 

ARKANSAS
Take a Closer Look 
How to find global influences and opportunities 
in your local market
Arkansas is not usually top-of-mind when discussing international real estate opportunities. As a largely rural state 
with a strong agricultural base, its immigrant population is small compared to other states. But that’s only half the 
story. Arkansas’ immigrant population grew a surprising 82 percent between 2000 and 2010, ranking fourth among 
all states in terms of the fastest foreign-born growth rate. The relatively strong economy and low cost of living make 
it an attractive destination for newly-arrived immigrants.

Immigrants are important to Arkansas’ economic growth. According to the Immigration Policy Center, immigrants 
contributed roughly $5.1 billion to the state’s economy in 2012. Foreign-born workers will become even more  
important as the native-born population ages out of the workforce, especially if their adult children leave the state 
for opportunity elsewhere.  

Arkansas’ immigrant population is expected to continue growing. Forward-looking agents should consider tapping 
international business and following the trend. Here are ways to identify potential opportunities in your market.

LOCAL MARKET ASSESSMENT / CASE STUDIES / ARKANSAS
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former status as a U.S. possession allows citizens to travel 
and work in the U.S. without visas (but they must apply 
for permanent residency).

2. Connect with immigrant communities  
in your market
Once local immigrant communities have been identified, 
the next logical step is to begin making in-roads by eating 
in their restaurants, frequenting businesses and attending 
events. Some immigrant groups establish cultural centers 
or organizations to promote ethnic community  
connections (but are open to anyone). Examples include 
the Hispanic Women’s Organization of Arkansas, the 
Marshallese Education Initiative and the Irish Cultural 
Society of Arkansas.  Joining the local Chamber of  
Commerce may be another way to meet business leaders 
from a local immigrant group. 

Relationships within immigrant communities take time 
to develop. Americans are largely at ease doing business 
with strangers but that is not the case in many other  
cultures. Personal relationships come first. Foreign  
nationals want to get to know you, and want you to know 
them. In time, relationships grow and trust is established.  

3. Look for foreign direct investment
Overseas companies have significant investments in 
Arkansas. In 2012, they generated over 27,000 jobs 
and were responsible for 2.3 percent of the state’s total 
private industry employment. Over half the jobs created 
were in manufacturing, mainly industrial machinery,  
primary and fabricated metals, rubber and plastic.

The Arkansas Economic Development Commission 
(AEDC) is tasked with attracting and retaining foreign 
investment. Most has come from Europe and Asia, with 
the largest investments from Germany, France, the U.K. 
and Japan. (See “Largest Foreign-owned Employers in 
Arkansas” on page 6.)

The AEDC established a trade office in China in 2008. 
As of 2014, Arkansas has captured just a small part of 
China’s investment activity in the U.S., but the AEDC has 
a push/pull strategy in place to change that by branding 
Arkansas as a great place to invest. The AEDC has  
identified target industries and is pushing the message 
through overseas presentations, visits to potential sister 
provinces and through establishing cooperative  
relationships with government agencies and commercial 
associations. The agency plans to pull interested investors 
with attractive incentives, flexible policies and a business 
model tailored to Chinese investors. 

If your market includes potential sites for commercial and 
industrial development, investigate ways to get involved 
with the AEDC. This might include offering property tours 
or seminars for international business leaders visiting the 
state via an AEDC-sponsored trip. You may also want to 
participate in their trade missions abroad. Relationships 
with AEDC trade representatives can help you gain an 
inside scoop on which companies and countries are  
considering investing in Arkansas. For more information,  
go to the AEDC website at arkansasedc.com.

4. Find companies hiring highly-skilled 
immigrant workers
Many of the largest employers in Arkansas reach out 
overseas to find qualified workers, especially in  
STEM-related fields (science, technology, engineering and 
math). The H1-B visa program helps American companies 
hire immigrant workers when American workers with  
specialized skills cannot be found. In 2011, over 1,500 
H1-B visas were issued in Arkansas. The average annual 
wage for these immigrants was $58,443, significantly 
higher than the state’s median income of $40,149.

Top H1-B employers in Arkansas include Wal-Mart, 
the University of Arkansas-Fayetteville, UST Global, 
Cognizant Technology Solutions and the University of 
Arkansas-Little Rock. Companies in the Little Rock area 
applied for more than 450 H1-B visas in 2010-2011, half in 
STEM fields. In the Fayetteville area, employers requested 
around 750 visas, 86 percent in STEM professions. 

Another industry that hires heavily from abroad is  
healthcare. Roughly 17 percent of all physicians and 
surgeons in Arkansas are foreign-born. Many enter the 
country on H1-B visas sponsored by hospitals and  
medical centers.

Foreign-born professionals who start out on an H1-B visa 
often later decide to apply for permanent residency and 
remain in the area. By developing relationships with  
incoming professionals you can tap into a group of higher-
income residential buyers who will also likely refer their 
incoming friends and co-workers to you. 

Contact human resources departments or housing offices 
at major employers, universities and hospitals to offer your 
services in settling new H1-B workers. If you hold the  
Certified International Property Specialist (CIPS)  
designation, be sure to explain that you have received 
specialized training in international real estate. Often times 
this will help to open the door.  

(continued on page 6.)

How to find global influences and opportunities 
in your local market

LOCAL MARKET ASSESSMENT / CASE STUDIES / GEORGIA
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5. Look for international buyers  
of agricultural acreage
Over the last decade, farmland has become a popular 
investment around the world. China is buying large tracts 
in Africa and South America while international investment 
funds  are buying farms in the U.S., South America and 
Europe. Arkansas farmland has become part of the global 
land grab.

According to the National Council of Real Estate  
Fiduciaries, investment return on farmland has  
outperformed the U.S. stock market for the last decade. 
Productive farmland appreciates long term and has annual 
income streams from rent and a share of the harvest.  
According to the U.S. Department of Agriculture, the  
average value per acre of irrigated farmland in Arkansas 
rose, on average, 10.8 percent annually between 2008  
and 2012. 

Bob Turner, ALC, Broker Owner of Southern Properties  
in Memphis, Tennessee and 2014 Vice President of  
REALTORS® Land Institute, remembers that German, 
Swiss and French investors became interested in  
Arkansas farms around 30 years ago. “More recently, 
international buyers have been farmers from Argentina, 
Uruguay and Paraguay,” says Turner. “Today, foreign  
buyers have to be counseled to move fast when they find 
a property of interest. There’s no shortage of ready buyers 
for tracts that come to market.”

Turner says that buyers from South America often want 
to bring in their own managers to run the business.  
“I generally advise them to rent the land to U.S. farmers 
who already know soil conditions, irrigation needs and 
which methods get the best yields,” says Turner. “What 
works in their country may not work here.” Most of 
Turner’s business comes from referrals based on his many 
years in the business.  

6. Don’t forget foreign students
In 2011, 4,217 students came from other countries to  
attend Arkansas colleges and universities, contributing 
$97.7 million to the state’s economy. Foreign-born students 
usually pay full tuition and often have considerable family 
resources. Wealthy parents sometimes buy condos for 
their students, either selling them after graduation or  
renting them for ongoing income. Contact the student 
housing office of local universities to offer your services  
to newly-arrived students.

7. Leverage your knowledge
When initially investigating global opportunities in  
Arkansas, it makes sense to focus your efforts on one area 
of international business. As your experience and contacts 
grow, however, so will your awareness of other global  
opportunities. Use what you’ve learned to expand into new 
international niches. 

The world has become a global marketplace. Immigration 
and foreign direct investment will be important factors 
contributing to Arkansas’ place in that market. Getting your 
foot in the door now means that international transactions 
can lead the future growth of your business.
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ARKANSAS (continued from page 5.)
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Foreign-born Arkansans tend to be long-term  
U.S. residents and are steadily employed:

•  In 2010, 57 percent had lived in Arkansas  

or elsewhere in the U.S. for 10 years or more

•  Latino men had the highest employment rate  

(88 percent) of any immigrant or native-born group

•  Half of Latino immigrants and two-thirds of  

non-Latino immigrants owned their own homes

 

MORE FACTS  
ON ARKANSAS 
IMMIGRANTS

Z
•  Husqvarna Outdoor Products

•  Dassault Falcon Jet Corporation

•  Rheem Manufacturing

•  Domtar Industries

•  Maybelline/L’Oreal

•  Nucor-Yamato Steel

•  Nestle USA

 

LARGEST  
FOREIGN-OWNED  
EMPLOYERS  
IN ARKANSAS

Source: Winthrop Rockefeller Foundation,  
A Profile of Immigrants in Arkansas, 2013.
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1. Explore your local demographics
Start by examining who lives in your market. NAR has 
excellent research on the impact of immigrants in each 
state. Business Data for International Real Estate Transactions 
in North Carolina can be found at realtor.org/statereports, 
along with similar state-by-state snapshots on recent  
immigration, country of origin, homeownership rates and 
naturalization patterns.

For demographics on your immediate area visit the  
website of your local Chamber of Commerce. For example, 
the Wake County Economic Development Program of the 
Greater Raleigh Chamber of Commerce has data on  
population characteristics and household income by city 
and town. You can find it at raleigh-wake.org. 

The Immigration Policy Center (the research and policy 
arm of the American Immigration Council) analyzes  
the impact of immigrants in every state. At  
immigrationpolicy.org, a search for North Carolina brings 

up reports showing that foreign-born entrepreneurs started 
33,120 new businesses in the state between 2006 and 
2010. Those businesses can be found in both urban and 
rural areas and generated $1.7 billion in revenues in 2010, 
almost eight percent of the state’s business income. 

In many rural communities, small Latino businesses are 
shoring up local economies and revitalizing aging  
downtowns. Explore foreign-owned small businesses in 
your market. Their owners may be key community leaders.

2. Get involved with other global agents
The quickest way to move up the global learning curve is to 
tap the knowledge and experience of others. “Agents in the 
Raleigh area have a terrific resource in the Triangle  
International Council of REALTORS®,” says Diana Braun, 
PMN, SFR, Broker at Real Living Pittman Properties and 
President of Braun Consulting, Inc. in Raleigh. “TICOR has 
bi-monthly meetings featuring how-to topics, such as  
taxation, loans for international buyers, cultural differences 

(continued on page 8.)

Take a Closer Look 

A vibrant state, North Carolina is a global player in research and development, technology, healthcare and manufacturing. 
It wasn’t always that way. Fifty years ago the state’s economy was dependent on tobacco farming, furniture manufacturing 
and textiles. The founding of Research Triangle Park in 1959 launched North Carolina’s rebirth, drawing investments and 
talent from across the U.S. and later from around the world. 

Today North Carolina is an international powerhouse of innovation and a magnet for foreign-born workers and global 
investors. Over 750,000 North Carolinians, or about eight percent of the population, are foreign born. Latinos and Asians 
make up roughly two-thirds of these immigrants. In 2012, they pumped $12.9 billion into the state’s economy.

Immigrants include entrepreneurs, investors and professionals looking for opportunity. Their influence is felt across the 
state. They buy houses, invest in commercial property, start businesses, revitalize small towns and create American jobs. 
They are an engine of the state’s prosperity. If you’re exploring ways to grow your real estate practice, take a closer look at 
foreign opportunities in your market. There are several ways to tap them.

CAROLINA
How to find global influences and opportunities 
in your local market

LOCAL MARKET ASSESSMENT / CASE STUDIES / NORTH CAROLINA

Source: Winthrop Rockefeller Foundation,  
A Profile of Immigrants in Arkansas, 2013.

NORTH 
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(continued from page 7.)

in business practices and even mobile apps for  
international business.” Go to  
triangleinternationalcouncil.com to learn more.

The Greensboro Regional REALTORS® Association also  
has an international task force devoted  to expanding  
members’ global opportunities. If your local association 
doesn’t have a global council, you can always participate 
in others or work with the staff at your local association  
to explore the possibility of forming one. (Learn more  
about Global Business Councils at  
realtor.org/global-business-councils.)

Braun also suggests networking at NAR conventions and 
expos. “REALTOR® Party Convention and Trade Expo in 
Washington, D.C. is an excellent opportunity to visit and 
introduce yourself at embassies.” Also, don’t forget NAR’s 
annual REALTORS® Conference and Expo each November 
to network with international agents from across the U.S. 
and over 50 countries.

3. Search out foreign-owned company locations 
in your area
North Carolina ranks third in the nation for jobs created by 
foreign direct investment. According to the North Carolina 
Department of Commerce at thrivenc.com, foreign-owned 
companies employed 206,700 workers in 2012, almost  
half in manufacturing positions. The state is home to  
manufacturing facilities from 39 countries. (See “Foreign-
owned Employers in North Carolina” on page 9.)

To make inroads, get to know location specialists at the 
Department of Commerce (DOC). They work with  
representatives in the Department’s overseas trade  
offices in Canada, Germany, Japan and China to attract 
international investment. Identify the international  
businesses in your area and approach them about helping 
executives relocate to the area. 

You may also want to get involved in the DOC’s efforts to 
bring new companies to North Carolina. Inbound and  
outbound trade visits offer excellent opportunities  

to introduce yourself to foreign executives and promote 
your area.

Foreign-owned companies can be a nexus for many  
different types of global transactions. You may be able  
to connect with relocated executives looking for homes  
or overseas employees scouting for commercial property  
or industrial sites. Company executives may refer you to oth-
ers abroad who want to invest in North Carolina property. 

4. Identify corporations in your market hiring  
foreign workers
North Carolina companies stay competitive by drawing on 
an international pool of highly-skilled workers. In order to 
hire foreign workers, companies must apply for temporary 
work visas including H1-B, H2-B and green cards. 

There is a steady flow of visa workers into research and  
development, technology, science, healthcare, hospitals 
and universities. If these types of industries are in your 
area, you’ll probably find incoming foreign nationals  
working in STEM (science, technology, engineering and 
math) jobs. 

In 2011, over 7,400 H1-B visas were issued to immigrants 
coming to work for North Carolina companies. Their  
average annual income was $68,113—significantly higher 
than the median household income for native-born citizens 
($46,450). Many of these immigrants will stay and apply 
for permanent residency, making a long-term impact on 
the economy. Identify companies in your market who are 
sponsoring workers and explore ways to assist them in 
finding housing. 

5. Look for overseas investors
International real estate expos offer one avenue for  
networking with agents from other countries and  
prospecting for foreign investors. (Go to  
realtor.org/global/global-meetings-and-events for  
a constantly-updated list of upcoming meetings.)  
The North Carolina Department of Commerce is also  
a good starting point for networking with investors  
from overseas. 

“I have had many Latin American buyers interested in the 
Triangle area,” says Jose Serrano, CIPS, ABR, CRS, GRI, SFR, 
SRES, Broker at RE/MAX United in Raleigh. “Prices are very 
high in Chile, Venezuela and Argentina, plus some people 
are concerned about political and economic stability. The 
exchange rate is very favorable now and they see the U.S. 
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Interested in learning more about global  
opportunities in your local market?  
The CIPS designation provides the education, 
network and resources to help you globalize 
your businesss.

Learn more at realtor.org/earncips.
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as a place to safely invest in income property and get a 
decent return.” 

Latin Americans are buying residential property in the  
Raleigh area, where the airport has good connections to 
major South American cities through Miami, Atlanta and 
Dallas. Condominiums, in particular, are a bargain. “A 
condo in Raleigh selling for $300,000 is comparable in 
features to one in Santiago selling for about $500,000,” 
explains Serrano. 

Serrano recommends traveling to major cities in your  
target countries and giving seminars on your market for  
local agents. He warns that you’ll find some cultural  
challenges. Referrals are not part of Chilean business  
practices, so you may have to strike individual agreements 
with agents and follow through with referrals from your 
end. “They are always pleasantly surprised when I send 
them American buyers,” he says.

6. Become familiar with EB-5 Regional Centers
The EB-5 visa program encourages high-net-worth 
foreign nationals to invest in U.S. projects that create new 
American jobs, frequently through corporate entities called 
EB-5 Regional Centers which have been approved by the 
United States Citizenship and Immigration Services. Upon 
successful completion and proof of job creation, an investor 
can then apply for permanent residency for himself and his 
family. The funds are invested in a commercial project for a 
five-year period.

“EB-5 investments are private placement offerings to  
qualified foreign nationals via licensed overseas broker/
dealers and wealth advisors” says Sid Bhatt, CCIM,  
co-founder and CEO of the Carolina Global Regional Center 
(CGRC). He adds that real estate agents can benefit in 
other ways. “Wealthy EB-5 immigrants may have  
discretionary income for commercial real estate and
with legal residency status, they will want a nice home. 
Later, when their EB-5 project is complete, they may want 
to reinvest funds in other real estate opportunities.”  

“EB-5 investments are considered registered securities, 
so most agents cannot become directly involved in those 
transactions,” says Bhatt.  He adds that agents can benefit 
in other ways. “Wealthy EB-5 applicants may be looking  
for other higher-return commercial investments. Once  
they get temporary residence status, they will want a nice 
home. Later, when their EB-5 project is complete, they may 
want to reinvest those funds in other real estate  
opportunities.”

Shashin Patel, CCIM, and Chief Operating Officer of the 
CGRC, emphasizes that job creation is key. “Projects must 
be solid and pass rigorous government formulas in  
projecting the number of jobs created. The applicants’ 
visas are riding on real results, not just rosy projections. We 
believe conservative projections lower applicants’ risks.” 

7. Leverage your knowledge and experience
Depending on where you do business, you may come 
across other global activity. For instance, in the academic 
year 2011-2012, North Carolina colleges and universities 
enrolled 13,770 foreign students who contributed $338.8 
million to the economy. Wealthy overseas parents  
sometimes purchase homes/condos for their children, 
either selling them upon graduation or keeping them as 
income property. If there are universities in your market, 
consider exploring these opportunities through the school’s 
Student Housing office.

 
 
Braun also recommends keeping an eye open for foreign-born 
sellers. Immigrants who have built successful careers in the 
U.S. often wish to return to their home countries later in life. 
“I had a client who moved here in 2001, but has now retired 
and is moving back to Japan,” she says. “In many cultures it is 
customary to live near family as you grow older.”

Whatever niche you choose, you will encounter new and 
different global opportunities the more you get involved. 
For example, that foreign-born executive you helped  
relocate to the state may later decide to purchase a  
vacation home or to invest in income property. Leverage 
your expertise against whatever new international business 
you encounter—in North Carolina, those opportunities are 
increasingly growing. 
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Your Listings 
Are Global…
  Are You?
Did you know that listings from realtor.com® are translated  

to 11 languages, and feature currency and measurement unit  

conversion?  The realtor.com® International website offers  

monumental global exposure at no additional cost! 

Around 1 million unique international visitors are searching your 

listings on realtor.com® International each month. Are you ready 

to serve them? NAR’s Certified International Property Specialist 

(CIPS) designation can help. 

Visit realtor.org/cipscourses to learn more.

 

Join a Global Business Council
Are you interested in networking with other globally-minded 

REALTORS® in your community? Check to see if there is a global 

or international business council/committee at your state and/or 

local board.  These councils/committees are dedicated to globally 

themed education, programming, and networking. There are over 

100 global business councils/committees nationwide.  

realtor.com/international

Interested in starting a global business council?   

E-mail: globalcouncils@realtors.org

For more information, including a directory of existing 

councils/committees, visit:

realtor.org/global/global-business-councils.


