
American real estate 
is catching the eye 
of international 

buyers. Foreigners who 
understand the value of 
owning U.S. property are 
flocking stateside to cash 
in on the opportunities in 
the U.S. housing market. 
This is according to the 
National Association of 
Realtors® 2010 Profile of International Home 
Buying Activity, which revealed an increase in 
the number of international clients serviced by 
Realtors® over the past year.  

Centre County Association of Realtors 
says several factors, including the strength of 
the dollar and the emerging economic recovery, 
continue to drive international interest in owning 
a home in this country.  

“International buyers and investors are 
investing in their future by owning homes 
here in the U.S.,” said Steven Bodner, CCAR 
President. “Foreign buyers continue to see this 
country as a desirable place to own property, 
and they view ownership here as a profitable 
investment.” 

According to the survey, 28 percent of 
Realtors® reported working with at least one 
international client from the period between 
April 1, 2009 and March 31, 2010. Eighteen 
percent of Realtors® completed at least one 
international transaction during that time. Those 
buyers represented 7 percent of the total housing 
market and are estimated to have purchased 
$66 billion of U.S. residential property. In 
comparison, the 2009 survey reported 23 percent 
of Realtors® worked with international clients 
and 12 percent completed at least one sale. 

International buyers hailed from 53 
countries across the globe, but more than half 
came from Canada, Mexico, the U.K. and China/
Hong Kong.  At 23 percent, Canadians make up 
the largest group, and have remained so over 
the past three years. The survey shows Mexican 
buyers accounted for 10 percent, surpassing the 
U.K. as the second largest group of international 
buyers. Buyers from the U.K. decreased from 
10.5 percent in 2009 to nine percent in 2010. 
Eight percent of buyers came from China/Hong 
Kong. 

“Perceptions abroad about U.S market 
trends have lead many foreign clients to believe 
purchasing a home here is more affordable than 
in their country and holds more value,” Bodner 
said. “The U.S. remains an attractive destination 
for foreign investors, despite the global credit 
crunch and economic slowdown.” 

Proximity to their home country and the 
convenience of air transportation are the two 
factors that most influenced international buyers 
when deciding where to buy in the states. Florida 
typically attracts European, Canadian and South 
American buyers. The East Coast draws more 
Europeans, and Asian buyers are attracted to 
the West Coast. The Southwest attracts many 
Mexican buyers.  

Bodner says the rise in international interest 
has had an immediate and powerful impact 
on real estate markets.   “Through working 
with immigrant buyers and foreign investors, 
Realtors® have developed partnerships that 
bring value to buyers, sellers and investors 
around the world. International clients know 
that Realtors® have the expertise, knowledge 
and experience to help guide them through the 
complex process of buying property here at 
home.”

Steven Bodner
President CCAR
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Why do some homes 
sell quickly and not others

The title of this
article is one of
the common ques-

tions that REALTORS®
receive from their clients
or friends in everyday
conversation. There is no
simple answer but let me
provide my viewpoint on
this question.

Price – This is the most
important variable in the list of factors. There
is no magic price for any home, but your
REALTOR® can provide you with a
Comparative Market Analysis (CMA) of actual
comparable home sales, to help you arrive at
an informed list price. This price must take
into consideration all the other factors that fol-
low. No one wants to give their home away
with too low a price, but I remind my sellers
that during the f irst few weeks you are on the
market you have the greatest chance to receive
your best offer. Don’t overlook an offer that is
within 2-3 percent of your asking price,
because if your home doesn’t go under agree-
ment in a month or so, you’ll need to seriously
consider reducing the list price by that much or
more. In a nutshell, the admonition is, “Price it
right the f irst time”.

Condition – this is an increasingly popular
topic for discussion and topic on television
shows. The word “staging” is often used and
individuals are receiving special training to
provide consultation help to home sellers. If
the optimum time for a top offer is in the f irst
few weeks it is important to make sure it shows
at its best when it goes on. Most of us have
procrastinated on repairs and updates on our
homes, and over time our homes have a knack
of getting full of “stuff ”. Your home for sale is
a product on the market in competition with
other homes and you can bet that buyers are
doing competitive shopping before deciding
which property to buy. If your home doesn’t

shine and is too full of stuff and personal

items, chances are someone else’s home will

show better.

Location—most people are well aware of

the importance of this factor, but this one

feature doesn’t trump def iciencies in the f irst

two factors. When REALTORS® assist buyers,

we remind them that where and what they buy

always needs to be considered in the context of

how broad a range of buyers it will appeal to

when they need to sell their residence.

Consider the health of the neighborhood, the

proximity to major places of employment par-

ticularly with the increase in transportation

costs, and any limiting environmental or phys-

ical features. Incidentally, town homes contin-

ue to enjoy strong resale value particularly

because their price appeals to many f irst-time

home buyers.

Market timing – properties sell all year long,

but the greatest number usually sell in the

months of March through August. Our largest

employer, Penn State, usually makes offers to

new candidates around March for the fall

semester. Those renting and wanting to buy

their f irst home usually have leases ending

around the end of July. Families with growing

families that need to move up to a larger home

want to close before school starts. . If you are

placing a home on the market at this time of

year it is even more important to make sure

price and condition are at their best.

Space limitations do not permit a more exhaus-

tive discussion of this issue but hopefully these

points will assist some of your whether you are

sellers or buyers.
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President CCAR
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