
AMERICA



The home of the largest economy in the world, the United States, offers

many advantages for businesses who wish to expand from Europe, Asian

Pacific Countries, the Netherlands and the United Arab Emirates (UAE).

 

According to Pew Research, foreign-owned companies contributed

$894.4 billion dollars to the American gross domestic product (GDP) in

2015.  From 2009 to 2014, the contributions of foreign owned businesses

to the United States economy increased by over 8.3% annually; nearly

double the rate of growth for U.S. domestic businesses. In this resource

guide, we will discuss the opportunities of global business investment

and expansion into the United States of America.  

 

What are some of the advantages of expanding your business into the

American market?  We will also discuss key aspects of your global

expansion plan that can help you mitigate risks, control costs and

ensure a successful growth strategy for your new location within the

United States.

 

The Advantages of a United States Business Expansion

 

The United States is strongly focused on capitalism and

entrepreneurialism and the country provides many benefits that make it a

leading destination for international businesses.  

 

The United States of America has attracted over $3.7 trillion in foreign

direct investment (FDI), which accounts for 17% to almost 20% of the

U.S. Gross Domestic Product (GDP).  On January 1, 2018, the new

reforms of the 'Tax Cuts and Jobs Act’ went into effect, which lowered

the corporate tax rate in the United States from 35% to 21%. This has

already impacted an increase in the rate of foreign investment, as

international businesses invested $296.4 billion in 2018, which was up

8.7% compared to the $272.8 billion dollars of foreign business

investment in the United States in 2017. 

 

Part of the reforms to attract more foreign business investment into the

United States, included the removal of 22 federal regulations for every

new business and corporate regulation enacted during 2018.  The

message is clear; America is open to foreign business investment and

provides lucrative global expansion opportunities.

 

 

Approx imate ly  48% o f  a l l  For tune 100 bus inesses

are  loca ted  in  the  Un i ted  Sta tes ,  inc lud ing  wor ld

lead ing  corpora t ions  l i ke  Walmar t ,  Exxon Mob i l ,

App le ,  Berksh i re  Hathaway,  Amazon,  McKesson,

Amer isource  Bergen and AT&T.
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5  QUE ST I ONS T O ASK  Y OUR SE LF  BE FOR E
C R E AT I NG  AN AME R I C AN E X PANSI ON ST R AT E G Y

Current earnings versus expenditures (where are you now, and

where would you like to be in terms of growth and revenues). Sales

data and trends over a period of 5-10 years should be included in

your review. 

Customer retention and growth rates. Are you successfully

maintaining your customer relationships, and have you continued to

add new customers to your business (B2C or B2B) over the past ten

years? Is that growth regional, domestic or international? If your

customer retention rates are high, but new customer adoption or

recruiting rates are in decline, what growth opportunities will be

available if your business expands to America?

Are shipping costs and times a factor that can be improved (or

complicated) after expanding your business to America? Will your

manufacturing or service provision costs be impacted in a positive or

negative way after your entry into the American market?

Does your business rely on the recruitment and retention of highly

trained employees and talented professionals? If so, would you be

able to more easily acquire that talent with a new American business

location?

Many businesses discuss the opportunity of global expansion into

America for several years, before formulating a strategy and

implementation plan.  If you are in the discovery phase of your

proposed business expansion, there are five primary considerations

that you will need to research to determine if you are ready to take the

next steps.  

 

1. DO YOU HAVE THE INFRASTRUCTURE TO SUPPORT THE 

    OUTPUT  REQUIREMENTS FOR BUSINESS EXPANSION?

 

Cost is the first consideration that SME’s and corporations consider,

when they first begin to evaluate the opportunity of business expansion

into the United States. On average, an investment of $20,000 to

$50,000 and a commitment of 3-6 months is required before a foreign

business can open operations, in a new American location.  

 

Legal requirements including the establishment of a business

subsidiary, regulations, permits and other regulatory requirements can

take a year to consolidate.

 

GAP analysis is the first step.  This is an in-depth study of how your

business is performing, and an evaluation of your current assets (both

monetary and human talent), and the projection of your business

growth with or without a global expansion.  

 

As the foundation research to prepare for expansion into America, your

GAP analysis should include:

 

 

 

 

 

 



What opportunities might you miss for continued growth, if your business does not consider entry into the

United States of America?

Are your industry competitors expanding their business operations into America? If so, what geographic

areas are they focused on, and what has been the success and growth rate of your competitors after

business expansion? 

 

 

When your thorough GAP analysis is completed, you should have a report that summarizes the strength and

long-term goals and trajectory of your business.  Forecasting the growth or potential contraction of your

business without global expansion can be reviewed from the data, to gain insights that will help you decide if

it is the ‘right move’ for your business. 

 

2. HAVE YOU RESEARCHED AND IDENTIFIED THE SPECIFIC REGIONS IN THE UNITED STATES THAT

OFFER THE BEST OPPORTUNITY FOR MARKET ENTRY? 

 

The United States is a non-homogenous business climate, and it is important to remember the vast size and

diversity within the American business market.  All regions are not the same, and businesses who are

planning a global expansion into the United States must not only research the National business potential,

but also evaluate specific niche markets that can contribute to the successful launch of your business

expansion. 

 

The United States has highly competitive regions where penetration for some business niches would be more

difficult than in other areas of the country. Employment regulations, tax laws, customer service expectations

and other legalities can vary at the State level.

 

Some of the States that are recognized as high potential for non-resident foreign business expansion within

America include:

 

I) DELAWARE

 

Formation of an LLC or C-corporation within the State of Delaware is easier than many other locations across

the United States. Delaware has a unique DE-C Corp option that is particularly friendly to foreign investors

and venture capitalist backed businesses and start-ups.  The retail sales tax rate for Delaware is 0%, but

there is a gross receipt sales tax rate that is exclusive to business owners, and product manufacturers,

starting from .0954%.
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The average number of new foreign businesses expanding into Delaware

ranges from 500 to 740 per year.  The top industries in the

state Delaware are natural resource or agriculture based, including food

production and manufacturing, chemicals, rubber and plastics, printed

products and mining.

 

II) WYOMING
 

There are significant tax advantages for foreign businesses expanding

into Wyoming.  First, there is not state income tax and an extremely low

sales tax, and the state has a flat scale for annual franchise taxes.  By

comparison for example to Delaware, the maximum Wyoming franchise

tax would be approximately 50% less.   

 

Disadvantages include a small domestic population in the state, lower

digital infrastructure and fluency, and limited recruitment talent in some

local areas within the state. The current sales tax rate in Wyoming is 4%,

and as the least taxed state in America, businesses can expect to pay a

variable 5% tax on earnings. 

 

New foreign businesses that chose Wyoming as a destination for

American expansion include the mining, real estate, manufacturing and

logistics (shipping, trucking and consolidated warehousing) sectors. 

 

III) NEVADA

 
Another popular choice for foreign businesses, particularly in the

hospital, service or IT security niche, Nevada is a zero-income tax state,

with very low annual corporate business fees.  However, due to the

proliferation of the gaming industry, the state can have some arduous

business licensing regulations (depending on the nature of your product

or service). The sales tax rate in Nevada is currently 4.6%, and

businesses pay a variable rate that averages 6.8%. 

 

Nevada is the third largest producer of gold in the world, and mining is a

central industry rivaled only by the tourism and gaming industry.  Other

leading industries in Nevada include oil and gas production and

distribution, transportation, construction, healthcare and education.

 

IV) TEXAS
 

The state of Texas has earned a reputation for being ‘business first’ in

all aspects of culture, and governance for businesses and foreign

investors.  There are very few regulations and costs associated with

maintaining compliance as a business entity in Texas, and residents pay

a 0% personal income tax rate at the state level. 

 

The maximum retail tax rate in Texas (2019) is 8.25%, however some

types of business models like franchises may pay 75% of the taxable

margin, however for qualified manufacturers and retailers, there is a

0.375% tax rate until achieving an annual revenue of $1.3 million

dollars.  
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Oil and gas, farming, steel manufacturing, financial services and tourism are the leading industries in the

state of Texas.  The technology industry is growing quickly within Texas, supported by the draw of 0% state

income tax; 8.7% of the current state economy is derived from the

technology sector.

 

V) NEW YORK 
 

A prestigious and world-class state, that draws from a large technologically advanced talent pool and global

business investment interest (particularly in New York City). Depending on the niche product or service, a

global expansion into New York can be highly lucrative; but taxation rates, commercial real estate,

employment and cost-of-living rates are high.  On purchases over $100 4.5% NYC retail tax and 4% state tax

is charged.  The variable tax rate for businesses is 6.5%.

 

The top industries by niche in New York state include finance, trade, healthcare, media and real estate,

publishing, and information technology. 

 

VI) CALIFORNIA
 

The home to the largest and most successful technology, IT and security corporations in the world, California

has evolved to become the epicenter of technological advancement.  Similar to New York, the state boasts a

large population of technology skilled workers, and a robust young talent pool. 

 

The retail sales tax rate in California is currently 7.25%, and businesses pay a rate of 8.84% flat-tax on

income, and additional franchise tax rates, depending on gross sales.  Cost of living expenses are high

in the state of California, which directly impacts overall costs of employment, health benefits and other

employee expenses. 

 

The largest industry sectors in the state of California are healthcare, hospitality,

technology, agriculture and the publishing and motion picture industry.  With a population of 39.56 million

people within the state of California, the services sector is also a draw for foreign investors and expanding

international businesses.
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VII) FLORIDA
 

The state of Florida has a resident population of 21.3 million, but the

seasonal tourist traffic to the state of Florida exceeded 126.1 million

people in 2018, making this state a prime location for food service,

personal services, recreational (vacation) property management, and

other service based businesses. 

 

The retail sales tax rate in Florida is currently 6% and the business rate of

taxation is currently 5.5%, but S-Corporations are exempt, as are sole

proprietorship's.  

 

Leading industry sectors in the state of Florida include agriculture

(produce and beef production), hospitality and tourism, aerospace and

aviation, information technology, and manufacturing.

 

 

There are many other high-growth regions that offer lower costs and

taxation rates for businesses planning to expand into the United States,

however the seven states we have discussed reflect some of the best

business opportunities for corporations and SMEs. 

 

When you are considering the right location for your new location in the

United States, evaluate all the factors including the availability of skilled

labor, freight costs (if applicable), commercial real estate lease or

purchase costs, and competitive factors within your niche industry.   

 

Researching the best geographic home for your new business location is

one of the most critical and important aspects of creating a successful

American business expansion strategy.  

 

At that juncture, having the expertise of global business expansion

consultants at reesmarx to provide experienced local knowledge and

additional resources through our Partnership Network will help.
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SIMPLIFYING
GLOBAL
EXPANSION 

Managers, supervisors and skilled staff may be dispatched from your region to spearhead the

development and set-up of your new business location in America. This may be for a short period of

time until the successful launch of your business, the long-term and in some cases permanent

assignment for your team members. 

 

 

 

3. DO YOU HAVE RESOURCES TO HELP YOU REVIEW COMPLIANCE, LABOR LAWS, TAXATION

    IMPLICATIONS AND THE OTHER OPERATIONAL CHALLENGES OF YOUR GLOBAL EXPANSION? 

 

Your business may have expertise in sourcing qualified professional candidates in your home region, but

how confident are you in your ability to find, interview and hire new members of your team for a new

location in the United States? 

 

There are four tiers involved in hiring and placing employees in a new location:

 

1.

 

2. You will be required to source, interview and then hire ‘foreign employees’ or American based local

     professionals to join your team. 

 

3. You may consider the hiring of temporary or contract professionals who will work remotely and 

    specifically with your team, to expedite set-up and product/service delivery during the implementation

    phase. 

 

4. You will have to administer payroll (and tax deduction) services for all employees (contract, hourly or

    salaried) for your new American business location in compliance with local governance and federal  

    requirements.

 

What skillsets will be required to launch operations from the United States?  What key executives or

leadership can you allocate (temporarily) to assist with recruiting and onboarding of local management

staff? Consulting with a legal expert is critical during your business expansion rollout, but did you know

that working with a global recruitment company (with local knowledge and experience in the United

States) can reduce expenses?

 

At reesmarx, we are experts in American labor laws and provide more than recruitment services for our

clients; we provide expert consultation to help you mitigate problems with labor laws, regional salary

norms, and much more. Through every step of the process, our team offers support for your business to

find the right professionals for your team, while helping your business avoid compliance issues.

 

 

 

 



 

 

4. HAVE YOU EVALUATED THE INCREASED RECRUITMENT AND LABOR COSTS THAT WILL BE

    REQUIRED TO COMMENCE OPERATIONS IN A NEW AMERICAN BUSINESS LOCATION?

 

 

If your business is expanding to a highly competitive labor market within the United States, the costs of

recruiting talented professionals you need for your business to grow, can quickly escalate.  This is one

aspect of global expansion that many businesses do not adequately insulate their organization

from in terms of risk. 

 

In a candidate driven market (which is characteristic of the United States in 2019) a low unemployment

rate in many regions means that top candidates receive many offers of employment.  And they are able

to scrutinize employers, looking for that perfect fit of culture, salary, perks and benefits. 

With the aging American population, skilled professionals are less likely to leave a long-term employer

that they are invested in, unless the opportunity is measurably more favorable with a new one. 

 

Coping with counter offers in a highly competitive labor market is another key obstacle that new foreign

businesses face, when hiring.  We have over twenty years of experience with international recruiting,

and local offices in New York and North Carolina who can assist remotely and locally, to support your

hiring needs.

 

 

 

5. WHAT EXECUTIVE LEADERSHIP RESOURCES WILL YOU HAVE TO ALLOCATE TO THE 

    BUSINESS EXPANSION PROJECT; OR DO YOU PLAN TO RECRUIT NEW LEADERSHIP FOR 

    YOUR AMERICAN BUSINESS OPERATIONS?

 

 

When considering the very competitive labor markets in specific regions of the United States, one of the

biggest challenges for foreign owned organizations remains executive search.   While your local

leadership may be able to stay for a short-term to assist with set-up and administration onsite, it is

likely that you will need to conduct a qualified executive search in the local region to provide the

leadership talent you will need to grow your business.

 

Finding, successfully recruiting and onboarding domestic executives to your organization will be a

challenge.  Our American based teams have the experience and the resources to help your business

find the skilled leadership that you need, from C-Level executives to management and supervisory roles,

in every niche; marketing, sales, IT, human resources, data-science, accounting and finance and more.

 

 

 

 

 

 

 

 

 

SIMPLIFYING
GLOBAL
EXPANSION 



 

We offer a unique combination of talent

acquisition and expansion services to lead

organizations to successful global growth. Our

team of experts offer tailored service to minimize

the risk of entering new markets and identify the

skilled professionals needed to succeed

in competitive global markets. 

 

By operating exclusively in this area for over

twenty years, we combine our industry

knowledge and hiring expertise to bring clients 

 

 

RAY TOMASCO 
MANAGING PARTNER AMERICAS

RTOMASCO@REESMARX.COM  

Partners for Global Growth 

 
REESMARX.COM

Sources:
https://www.areadevelopment.com/LocationUSA/2018-US-inward-investment-guide/united-states-remains-
global-leader-in-business-investment.shtml
https://www.pewsocialtrends.org/2019/03/21/america-in-2050/
https://bizfluent.com/facts-5256365-do-companies-go-international.html
https://www.pewtrusts.org/en/research-and-analysis/reports/2018/08/16/state-strategies-to-help-businesses-
launch-and-expand
https://www.bls.gov/opub/ted/2016/major-industries-with-highest-employment-by-state.htm
 

 

 

and efficient and effective return on their growth

investments. We are trusted by organizations

around the world to help navigate successful

global expansion.

 

For more information, please contact our

management team in North Carolina for a

consultation about our talent acquisition and

business expansion services.

 


