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Working with International Buyers 
 

When working with international home buyers, REALTORS can do the following: 

❖ Research: Learn about the client's background, the economic situation of 

their country, and the financing options available to them.  

❖ Understand their goals: Ask what the client is looking for, whether it's an 

investment property, a home for a child's education, or a safe investment.  

❖ Be aware of time zones and languages: Consider the time zone of the 

client's location when scheduling virtual open houses. If language is an 

issue, you can have human-transcribed videos or have a liaison on your 

team.  

❖ Explain the Foreign Investment in Real Property Tax Act: This act applies 

when an international client sells a property in the US, and the IRS may take 

a portion of the profits.  

❖ Be aware of financing: Many international clients pay cash, but if they need 

financing, they'll need an Individual Taxpayer Identification Number (ITIN).  

❖ Market yourself: You can attend international trade shows to meet 

potential buyers and partners, and you can market yourself on your 

website. 

The majority of international homebuyers in the United States are from 

Canada, Mexico and China, according to the 2022 Profile of International 

Transactions in U.S. Residential Real Estate. United States real estate is an 

attractive investment to foreign buyers for several reasons—stable 

government, a popular tourist destination and a wide variety of real estate 

options at diverse price points. New York City and Florida are both experiencing 

an influx of international buyers. 

Be sure to research business etiquette for each country’s homebuyers for a 

successful transaction. Following international business etiquette is a sign of 

respect to your clients. It shows you have taken the time to learn about their 

culture and business practices. This empathy will serve you well with your 

international buyers. (https://www.nar.realtor/working-with-international-

clients) 
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Step 1: Gather Information: 

❖ Credit History 

❖ Documentation 

❖ Employment Requirements 

❖ Possibility of transferring funds from outside of the United States 

❖ Resident Status 

Step 2: Reach Out to Lenders 

Step 3: Loan Process 

Step 4: Reach out to Title Companies 

 

 

 

Resources 

❖ U.S. Citizenship & Immigration Services Website 

https://www.uscis.gov/ 

❖ Employment Authorization 

https://www.uscis.gov/employment-authorization 

❖ Fannie Mae Non-Citizen Borrower Eligibility & Flow Chart 

https://singlefamily.fanniemae.com/media/7181/display 
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