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HOUSTON ASSOCIATION OF REALTORS®

Global Survey 2026

HAR member insights on international real estate business

AN +34% Jul 2026

total responses vs. 679 in 2022 field period
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THE BIG PICTURE

State of Global Engagement

Where HAR's members stand on international business today



Which best describes your work with All 911 respondents

international clients?

& O O

28%

257 members

21%

188 members

91%

466 members

Currently active Interested, not yet active Not planning to
Work with intl clients today Want to, but haven't started Exited the survey here
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What would help you start working with 415 interested members, choose all
international clients? (Select all that

apply)
Referrals / introductions _ 83%
Training / education | 80%
Marketing support | 74%
Legal and tax guidance | 73%
Network connections | 69%
Other | 3%

w
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@ Are you a subscriber to HAR's Global 704 active or interested members
Business Network (GBN)?

. L 4 1 2% Subscriber

12%

(o) .
subscribe to the 62 /O Not a subscriber
GBN today

2 26% Not sure

w

State of Global Engagement 7 HAR Global Survey 2026 WAV Group




GBN subscribers are far more likely to Q1 active rate, split by GBN s
be active globally

O &

69%

86 members

31%

618 members

GBN subscribers Non-subscribers
are active in global business are active in global business

* Subscribing tracks with more than double the active-global rate. Growing
the GBN is one of the clearest levers HAR holds.

w
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MEMBERS ACTIVE IN GLOBAL BUSINESS

Your Global Business

The profile of the 257 members currently working with international clients



Do you conduct most of your business 249 active global agents
in or outside of the United States?

98%

244 members

In the United States
conduct most of their business inside the U.S.

w
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@ Tell us about your transaction activity in 243 active global agents
the past 12 months (May 2025 to May
2026).

Completed transactions 83%

Had clients, no closings

No sales clients

w
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What portion of your business involves 232 active global agents
international clients?

‘ 4 62% Under 25%
62% ® 24%  26%1t050%

keep it under a quarter
of their book ¢ 1 0% 51% to 75%

2 4% Over 76%
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@ Are your international clients inbound,
outbound, or approximately a 50/50
divide?

233 active global agents

Outbound

Inbound
30% 35% 21% 11%
All inbound Mostly inbound 50/50 split Mostly outbound
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3%

All outbound
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@ Approximately how many of your 231 active global agents
transactions in the past 12 months
involved international clients?

62%

17% 14%

5% 3%

None 1to5 6to 10 11 to 20 More than 20

w
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What country/area of the world are 221 agents, choose all
most of your international clients from?
(Choose all that apply)

Latin America Europe Asia
Mexico 54% Europe, not England 22% India 12%
Central America 23% England 13% Southeast Asia 1%
Colombia 18% Russia 2% China 10%
Venezuela 15%
South America, not Brazil 1% . .
, Africa & Middle East Elsewhere
Brazil 9%
Africa 13% Canada 12%
Middle East 12% Auslels 4%
Outbound clients only 1%
Other 23%
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209 agents with inbound clients

9 For international transactions where
your client is making a purchase in
Texas, what is the average purchase

price of the property?

37%
23%
13% 15%
(¢)
7% 5%
Up to $250,001 to $400,001 to $500,001 to $750,001 to Over
$250,000 $400,000 $500,000 $750,000 $1,000,000 $1,000,000

w
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What reasons do your international 211 agents with inbound clients,
. . . choose a

clients cite for wanting to purchase a

property in Texas? (Choose all that

apply)

investment purposes: | 1%

Employment 48%
Quality of life | 29%
Higher education 1 21%
To be closer to family | 19%
Multi-cultural population | 14%
International airport | 9%

Other 10%

w
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e How do most of your international 217 active global agents
clients pay for their properties?

Half cash, half

, : 48%
financing

Cash
Financing

Other

w
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What, if any, property features are of 205 agents, choose all
interest to your international clients?
(Choose all that apply)

Larger home _ 32% Better outdoor space 23%
i 29% : |
New kitchen | ° Kids or homework 20%
space
Home office space 29% ]
7 None of the above 16%
Swimming pool 26% J
New bathrooms 24% Smaller home 6%
More bedrooms 24% Other 21%

w
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@ How did most of your international 219 agents, choose all
clients find you, their REALTOR®?
(Choose all that apply)

Previous client referral _ 68% LinkedIn 7%
. ]
Personal contact ] 56% Open house | 6%
HAR.com 22% ]
. Intl agent network 6%
Social media 17% .
T Brokerage networks | 4%
Relocation dept 14% i
| i 3%
Personal website 12% TikTok i ’
Instagram / Facebook 1% YouTube | 2%
Property portal | 7% Other 8%
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@ How do you primarily communicate 218 active global agents
with your international clients?

atsoey |

Email 19%
Phone calls 10%
Text messaging 9%

WeChat 2%

Line | 1%

Other 3%

w
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SECTION THREE

International Buyer Clients

What these buyers bought, where, and how they found their agent.

@ Five questions compared against 2024 and 2025



@ Do you work with international buyers? 219 active global agents

O

92%

202 members

Work with international buyers
The rest work only with international sellers

w
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H Based on 199 agents in 2026,
What type of property did your most recent edon e a0,
international buyer client purchase?

B 2024 2025 B 2026
e 30 %
Detached single-family 73%
TN 74%
I 5%
Condominium or co-op 3%
N 10%
I 7%
Townhouse or duplex 10%
BN 4%
I 5%
Residential land 9%
BN 4%
. 4%
Other 6%
N 8%

w
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H Based on 196 agents in 2026,
What was the intended use of your most eed o o agsne 20,
recent international buyer's purchase?

B 2024 2025 B 2026 not offered that year
SAME OPTION ALL THREE YEARS NOT OFFERED ALL THREE YEARS
I 4.7 Y,
Primary residence 54% Rental and vacation
I 43% s 17%
I 05,
Rental or investment 20% Do not know
I 20% M 4%
Y, m 10%
Vacation home only © 4% Vacation use or rental 5%
M 5% 2024 and 2025 only
B 2% . 5%
Housing for a student 8% Other 5%
M 4% M 6%

The 2026 survey splits vacation use from rental, where 2024 and 2025 offered a single combined option instead. The three options at right were not on the
questionnaire in all three years, so they are grouped apart rather than compared.

w
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H Based on 191 agents in 2026,
WhICh type was your most recent 109 in 2025 and 208 in 2024
international buyer?

B Type A lives outside the U.S. B Type B livesin the U.S.
2024 37% 63%
2025 34% 66%

2026 i A 58%

TYPE A TYPE B

A non-resident foreign buyer with a primary residence A resident foreign buyer, recently arrived or on a visa,
outside the United States, purchasing for investment, living in the United States and buying a primary
vacation or visits. residence.

w
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H Based on 190 agents in 2026,
!n what type of area did your most recent eedon agsne 0,
international buyer purchase a property?

M 2024 2025 M 2026 not offered that year

T 63%
Suburban 48%
T 61%

——— 30%

Central city or urban 35%
A 28%

. 3%
Small town 10%
N 4%

. 4%

Rural 6%
B 3%

Resort area
B 3%

Resort area was added to the 2026 questionnaire, so it has no earlier figure to sit against.

w
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Global Advisory Group

How was your most recent international

buyer referred to you?

B 2024 2025 B 2026 not offered that year
[ A
Previous client 28%
e 37%
I 339
Personal contact 30%
e 33%
e 0%
Former client 10%
s 9%
M 2%
U.S. business contact 6%
e 8%
7Y%
Organic search 8%
N 6%

[ WA
Walk-in or open house 4%
M 3%

. 4%
Paid ad or listing ad 3%
M 3%

. 3%
Contact outside U.S. 4%
1%

Signs or yard ads
1%

Other is not shown. The 2026 question breaks it into named sources, so there is nothing on the 2026 side to compare it against.

International Buyer Clients

HAR Global Survey 2026

Based on 184 agents in 2026,
109 in 2025 and 208 in 2024
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OUTBOUND BUSINESS

Buying Abroad

Members helping U.S. residents purchase property outside the United States



@ In the past 12 months, did you help a 202 active global agents
U.S. resident (U.S. citizen or non-U.S.
citizen) search for a property outside

the U.S.?
\
*15%
(o)
35% . 13%
search abroad 8%
*57%

Buying Abroad 31

Yes: referred to U.S. agent
Yes: referred abroad

Yes: helped directly

No: could not refer

No: no such client

w
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WHAT IS HOLDING BUSINESS BACK

Barriers and Challenges

The obstacles members and their clients run into



What are the three biggest barriers

preventing your international clients
from purchasing property? (Choose up

to 3)

Financing opportunities

Changes in U.S. immigration or visa policy
Immigration laws

Cost of the property

Property taxes

Insurance costs

Barriers and Challenges

45%

43%

33%

16%

16%

14%

33

Tax laws

Unable to find a property

Concerns about hurricanes/natural disasters

Tariffs or trade policy uncertainty

Other

HAR Global Survey 2026

191 active global agents, up to 3

13%

10%

9%

7%

9%

WAV Group



What is the most challenging part of 190 active global agents
the real estate process when dealing
with international clients?

rinancing | -7

Explaining the process 23%

Docs not translated 21%

Language / communication 8%

The closing process 6%

Negotiating 5%

Other 1%

w
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@ Have you seen a shift in the purchasing 86 responses
tendencies of your international clients
over the last year? If yes, please

describe.
IMMIGRATION & POLITICAL CLIMATE AFFORDABILITY & RATES
“Less inbound purchases due to Political landscape “More concerned about price as it relates to the
immigration etc and more outbound opportunities location and characteristics of the property.”
abroad.”
BUYER CAUTION RISING OUTBOUND INTEREST
“if anything, they are more cautious, afraid of US “Yes. More U.S. citizens want to live abroad.”
laws.”

w
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Thank you

HAR Global Survey 2026

Prepared by WAV Group for the Houston Association of REALTORS®
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