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MARKET VALUE OF PERMANENT RESIDENCE 

& CITIZENSHIP BY COUNTRY

;I LEZI IZEPYEXIH XLI QEVOIX ZEPYI SJ XLI 5IVQERIRX 

7IWMHIRGI ERH (MXM^IRWLMT SJ �� GSYRXVMIW� 8LI 

EGGYVEG] SJ XLIWI IWXMQEXIW MW SFZMSYWP] HIFEXEFPI ERH 

MW E UYIWXMSR SJ TIVWTIGXMZI� 

8LMW MW PMOI [EPOMRK MRXS E WXSVI ERH FY]MRK MRWXERXP] 

SJ XLI WLIPJ JSV GEWL� 8LI QEVOIX ZEPYI MW FEWIH SR ER 

IUYMPMFVMYQ TSMRX SJ ���� ETTPMGEXMSRW TIV ]IEV� 8LIWI 

IWXMQEXIW EVI MR 9�)�  �II SYV JYPP PMWX MR XLI &RRI\ 

WIGXMSR� 
+MK���

8LIWI RYQFIVW EVI XEOIR JVSQ GYVVIRX QEVOIX IWXMQEXIW 

ERH EGGSYRX JSV XLI JSPPS[MRK JEGXSVW� QER] SJ [LMGL EVI 

FEWIH SR SYV MRHMGIW� 4XLIVW MQTSVXERX JEGXSVW QMKLX FI 

QMWWMRK 
I�K�� GYPXYVI � PMJIWX]PI�� EW [I LEZI RS QIERW SJ 

XEOMRK ER EKKVIKEXI QIEWYVI SJ XLIQ��

PRICING 

�IXXMRK XLI VMKLX TVMGI JSV ]SYV TVSHYGX MW EP[E]W 

MQTSVXERX� ERH XLEX TVMGI RIIHW XS ǼYGXYEXI SZIV 

XMQI XS VIǼIGX XLI HIQERH ERH WM^I SJ ]SYV MRZIRXSV]� 

,SZIVRQIRXW GSQQSRP] SZIVPSSO WMQTPI IGSRSQMGW� 

4JXIR XLI] EHNYWX XLIMV TVMGI ��� ]IEVW XSS PEXI Ƴ SV� 

MR WLSGOMRKP] QER] GEWIW� [EMX JSV MRǼEXMSR XS GEXGL 

YT� WSQIXMQIW EJXIV QSVI XLER E HIGEHI� & WSPMH 

I\EQTPI SJ XLMW MW XLI 9� *'�� TVSKVEQ� (VIEXIH MR 

����� XLI GSRHMXMSREP ,VIIR (EVH [EW TVMGIH EX E ��2 

EGXMZI MRZIWXQIRX QMRMQYQ� 8LI TVSKVEQ [EW PEVKIP] 

YRWYGGIWWJYP� .R ����� XLI KSZIVRQIRX GSQTPIQIRXIH 

XLI TVSKVEQ [MXL XLI 8EVKIXIH *QTPS]QIRX &VIE� 

[LMGL [SYPH YWI 7IKMSREP (IRXIVW XS MHIRXMJ] TVSNIGXW 

VIUYMVMRK MRZIWXQIRX ERH XLEX [SYPH GVIEXI �� NSFW  

XLEX STXMSR [SYPH VIUYMVI E TEWWMZI MRZIWXQIRX SJ ���� 

���� 8LI JSPPS[MRK �� ]IEVW� XLI TVSKVEQ LEH PMQMXIH 

WYGGIWW� [MXL E FMX GSQMRK MR XLI PEXI ƶ��W� YRXMP MRǼEXMSR 

ǻREPP] GEYKLX YT ERH ���� ��� FIGEQI E FEVKEMR� 

8LI TVSKVEQ [IRX JVSQ ��� MRMXMEP ETTPMGEXMSRW 
.����� 

VIGIMZIH MR ���� XS ������ MR �����    

+MVWX ERH JSVIQSWX� XLI ZEPYI GER ZEV] HITIRHMRK SJ XLI 

REXYVI SJ XLI VIWMHIRGI TIVQMX� [LIXLIV MXƶW XIQTSVEV] 

SV TIVQERIRX� +SV I\EQTPI� ER *RXVITVIRIYV TVSKVEQ 

XLEX SǺIVW TIVQERIRX VIWMHIRGI XVERWJIVW XLI VMWO 

JVSQ XLI MQQMKVERX XS XLI KSZIVRQIRX MR GSRXVEWX XS 

XIQTSVEV] VIWMHIRGI� 8LIVIJSVI� XLI TVSKVEQƶW ZEPYI 

RSX SRP] KSIW YT FIGEYWI LI HSIWRƶX LEZI XS [EMX 

JSV ]IEVW XS FIGSQI E TIVQERIRX VIWMHIRX� FYX EPWS 

FIGEYWI LI MRGYVW RS VMWO SJ HITSVXEXMSR MJ LI JEMPW XS 

QIIX LMW GSRHMXMSRW SJ WXE]�  

 DYNAMIC PRICING

)]REQMG TVMGMRK MW [LIR ]SY PIX XLI HIQERH WIX XLI 

TVMGI SJ ]SYV MXIQ� QYGL PMOI EX ER EYGXMSR� =SY [MPP 

WIX E VIWIVZEXMSR TVMGI 
XLI QMRMQYQ EQSYRX ]SYƶVI 

[MPPMRK XS WIPP XLI MXIQ JSV�� ERH XLIR WIPP ]SYV TVSHYGX 

EX ER EYGXMSR� )]REQMG TVMGMRK [SYPH MRGVIEWI VIZIRYI 

ERH JEZSV XLI LMKLIWX FMHHIV� .X VIUYMVIW E ǻRMXI EQSYRX 

SJ TPEGIW� MJ RSX E WGEVGMX]� MR SVHIV XS [SVO� .X EPWS 

VIUYMVIW E QSVI IWXEFPMWLIH ETTPMGEXMSR IRXV] W]WXIQ� 

PMOI XLI Ƹ�OMPP��IPIGXƹ JVSQ &YWXVEPME� .XƶW WQEVX XS LEZI 

E QSRXLP] SV IZIR [IIOP] WYFQMWWMSR VEXLIV XLER 

ER ERRYEP WYFQMWWMSR� WS ETTPMGERX GER VIXV] [MXL 

XLI GLERGI SJ ER MRGVIEWIH FMH MJ XLIMVW MW VINIGXIH� 

8S GSRNYVI TVMGI�ǻ\MRK JVSQ XLI QEMR TVMZEXI�WIGXSV 

TPE]IVW� ]SY [MPP RIIH XS OIIT XLIMV MRXIVIWX EPMKRIH 

[MXL ]SYVW F] X]MRK XLI GSQQMWWMSR XS XLI WIPPMRK TVMGI� 

PRICE ACCESSIBILITY

5VMGI EGGIWWMFMPMX] MW ER MQTSVXERX JEGXSV XS MRXIKVEXI 

MRXS ]SYV TVMGMRK QIXLSH� &W MX WXEXIW� XLI TYVTSWI 

SJ TVMGMRK EGGIWWMFMPMX] MW XS MRGVIEWI EGGIWWMFMPMX] XS 

XLI TYVGLEWIV MR SVHIV XS MRGVIEWI HIQERH� & GPIEV 

I\EQTPI MW XLI 6YIFIG MRZIWXSV TVSKVEQ� [LMGL TIVQMXW 

ǻRERGMRK SJ �������� (&) MR XLI JSVQ SJ E GEWL 

TE]QIRX SJ FIX[IIR ��������(&) ERH ��������(&)� 

8LMW TVSZMHIW XLSWI [MXL PMQMXIH GYVVIRX EGGIWW [MXL 

XLI PMUYMHMX] XLI] RIIH XS EGGIWW XLI TVSKVEQ� �QEPP 

EQSYRXW EVI QYGL IEWMIV XS GSQI F] XLER PEVKI 

EQSYRXW� ERH ]SY WLSYPH EP[E]W XV] XS QEOI ]SYV 

IRXV] JII XLI PS[IWX TSWWMFPI� 8LIVI EVI QER] [E]W XS 

TEGOEKI E TVMGI 
[MXL ǻRERGMRK� JSV I\EQTPI��

COUNTRY PERMANENT 
RESIDENCE

CITIZENSHIP

 &YWXVEPME ������ �������

 &YWXVME ������ �������

 'YPKEVME ������ �������

 (EREHE ������ �������

 +VERGI ������ �������

 ,IVQER] ������ �������

 3I[ >IEPERH ������ �������

 7YWWME ������ ������

 �EMRX 0MXXW ERH 3IZMW ������ ������

 9RMXIH &VEF *QMVEXIW ������ ������

 9RMXIH 0MRKHSQ ������ �������

 9RMXIH �XEXIW ������ �������

Figure 5 Estimated market price

The Mechanisms 
of Program Building
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PERMANENT RESIDENCE	 CITIZENSHIP�

Climate	 Climate�

Average Income	 Average Income�

Economic Power	 Economic Power�

Taxation	 Taxation�

Infrastructure	 Infrastructure�

Universities	 Universities�

Health care	 Health care�

Luxury	 Luxury�

Airport	 Airport�

Welfare benefits	 Welfare benefits�

Connectivity with other countries	 Connectivity with other countries�

Cost of Living	 Cost of Living�

Freedom	 Freedom�

Safety	 Safety�

Conditions	 Conditions �

Processing time	 Processing time�

Requirements	 Requirements�

Pollution	 Pollution�

Political Stability	 Political Stability�

Military Service	 Military Service�

English proficiency	 English proficiency�

Passport �

CHILE
Chile’s Permanent 

Residence is estimated at 
$200 000 and its 

Ciitizenship at $1 000 000.
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+EQMP] SJ � +EQMP] SJ � �LEVIH

(SWX �������� �������� �������� 

7IZIRYI ��������

�������

������

�������

������� 

)eǻGMX� �������� ��������� ��������

.R IEGL GEWI� ]SY [SYPH RIIH XS MRGVIEWI XLI GSRXVMFYXMSR JVSQ XLI MRZIWXSV� IMXLIV F] QEOMRK LMQ MRZIWX QSVI SV 

TE] MRGSQI XE\�

)IǻGMX ��������� ]IEV ���������� ]IEV ���������� ]IEV

������� TIV ]IEV ������� TIV ]IEV ������� TIV ]IEV

.RGSQI VIUYMVIH 
XE\� ��	� ������� �������� �������

/YWX XS ǻRERGI LMW S[R YTTIV�QMHHPI GPEWW I\TIRWIW SJ 

��� ���� LI [SYPH RIIH ETTVS\MQEXMZIP] ���� ��� MR 

VIZIRYI MR 6YIFIG� 

.X [SYPHRƶX XEOI QYGL XS QEOI ER MRZIWXSV 
MR XLI GEWI 

SJ 6YIFIG� [SVXL[LMPI� 7IWMHIRXW MR XLEX TEVXMGYPEV 

NYVMWHMGXMSR EVI WYTTSWIH XS KIX XE\IH SR XLIMV 

[SVPH[MHI VIZIRYI� 2SWX SJ XLIQ 
FIMRK JVSQ (LMRE� 

EVI XE\IH MR XLIMV LSQI GSYRXV]� [LIVI XLI VIZIRYI MW 

KIRIVEXIH� 3SX QYGL� MJ ER]� [SYPH FI PIJX JSV (EREHE 

XS XE\� 6YIFIG [SYPH RIIH XS QEOI WYVI MXW MRZIWXSVW 

IMXLIV MRXIKVEXI EGXMZIP] MRXS XLI IGSRSQ]� MRGVIEWI XLIMV 

TEWWMZI MRZIWXQIRX SV TVSTSWI FSXL STXMSRW� 

8LIWI QSHIPW EVI XLI QMRMQYQ HMVIGX GSRXVMFYXMSR� 

8LIVI EVI EHHMXMSREP FIRIǻXW JVSQ XLI MRHMVIGX IGSRSQMG 

MQTEGXW SJ XLSWI GSRXVMFYXMSRW� 8LIWI EVI GSRWMHIVIH 

E FSRYW� XLI MRHMVIGX NSFW XLI] GVIEXI� XLI MRGVIEWI MR 

VIZIRYI JVSQ XLI TVMZEXI WIGXSV� HMVIGX NSFW GVIEXIH JVSQ 

EGXMZI MRZIWXQIRXW� XE\ GSRXVMFYXMSRW JVSQ FYWMRIWW� ERH 

TIVWSREP VIZIRYI 
FSXL PSGEP ERH MRXIVREXMSREP�� 

=SY WIX ]SYV GSRXVMFYXMSR XS XLI QMRMQYQ EGGITXEFPI� 

ERH [SVO XS KIX XLSWI FSRYWIW YT� 

8LMW QIERW XLI TEWWMZI MRZIWXQIRX GSRXVMFYXMSR [SYPH 

RIIH XS FI VSYKLP]� 

MRGVIEWIH XS �� ��� ��� � �� ��� ��� MJ SRP] TEWWMZI 

�47�

VIHYGIH XS �� TEWWMZI MRZIWXQIRX MJ XLI] [IVI XS 

KIRIVEXI IRSYKL MRGSQI PSGEPP] XS WYTTSVX ER YTTIV�

QMHHPI�GPEWW PMJIWX]PI� 

.XƶW EPWS MQTSVXERX XS PSSO EX [LS KIXW XLI GSRXVMFYXMSRW� 

.R XLI GEWI SJ 6YIFIG� XLI QEMR GLYRO MW XEOIR F] XLI 

TVSZMRGMEP KSZIVRQIRX�  8LI QYRMGMTEP GSRXVMFYXMSR MW 

EGGITXEFPI� 8LI JIHIVEP KSZIVRQIRX MW XLI QEMR PSWIV 

LIVI� WMRGI MX KIXW JI[ GSRXVMFYXMSRW MJ XLI MRZIWXSV 

HSIWRƶX TE] MRGSQI XE\� 

TYPES OF INVESTMENTS

;LIXLIV MXW QMRH SZIV QSRI] SV E QM\ SJ FSXL� EPP 

TVSKVEQW EVSYRH XLI [SVPH YWI SRI SV QSVI SJ XLI 

JSPPS[MRK X]TIW SJ MRZIWXQIRX SV GSRXVMFYXMSRW�

• Donation: E GEWL TE]QIRX XS ER IRXMX]�

• ,SZIVRQIRX� HMVIGX HSREXMSR XS XLI KSZIVRQIRX

SV E KSZIVRQIRX�VYR JYRH

• (LEVMX]� KMZIR XS E VIKMWXIVIH ERH PIKMXMQEXI GLEVMX]

• Active Investment: GSRXVSP SZIV [LIVI XLI QSRI]

MW KSMRK� ER EGXMZI VSPI MR XLI GSQTER]�

• IPJ�*QTPS]IH 'YWMRIWWQER� GVIEXIW FYWMRIWW� RS

VIUYMVIQIRX XS GVIEXI NSFW

• *RXVITVIRIYV� GVIEXIW FYWMRIWW� E VIUYMVIQIRX XS

GVIEXI NSFW

• 'YWMRIWW .RZIWXSV� TEVXMEP SV JYPP TYVGLEWI SJ ER

IWXEFPMWLIH FYWMRIWW

• 8VEHIV� VIUYMVIH XS I\TSVX KSSHW SV MQTSVX

WXVEXIKMG KSSHW 
SV XIGL� MR GIVXEMR GEWIW�

• 1SFF]MWX� VIUYMVIH XS JEGMPMXEXI I\TSVXW ERH SFXEMR

GSRXVEGXW JVSQ LMW LSQI GSYRXV]

BUDGETING

88EOI KSZIVRQIRX I\TIRHMXYVIW JSV XLI ]IEV� ERH 

HMZMHI XLIQ TIV GETMXE JSV XLI HMǺIVIRX NYVMWHMGXMSRW� 

I�K�� JIHIVEP� WXEXI ERH QYRMGMTEP� &HH XLIQ XSKIXLIV XS

IZEPYEXI XLI EZIVEKI GSWX SJ ER MRLEFMXERX XS XLI WXEXI� 

;I IWXMQEXI XLI GSRXVMFYXMSR SJ ER 6YIFIG MQQMKVERX 

MRZIWXSV WIXXPMRK MR 2SRXVIEP MR XLI RI\X � ]IEVW ERH LS[ 

MX GSQTEVIW XS XLI EZIVEKI GSWX SJ E GMXM^IR� 1IXƶW PSSO 

EX QSWXP] HMVIGX VIXYVRW SR GSRXVMFYXMSR�

8LI JSPPS[MRK FIRGLQEVO GEPGYPEXMSR MW RSX ER I\EGX 

BUDGET IN CAD

3SXe��[e�EVe�VSYRHMRK�YT�RYQFeVW�

COST
Federal Budget:  ���' 
TST ��2� " ��������GMXM^IR 

State Budget�  ���' 
TST �2� " ��������GMXM^IR

Municipal Budget� �' 
TST ����2� " �������GMXM^IR

Total = ��������GMXM^IR

Family of 2 =  ������� TIV ]IEV � ]IEVW XSXEP " ��������

;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS 

GSRWMHIVEXMSR XLI HIQSKVETLMG GSRXI\X�

'YX�MJ�[e�[eVe�� 

Family of 3 =  �������� 
� ]IEVW�

.J WLSYPHIVIH F] FSXL TEVXMIW 
KSZIVRQIRX ERH MQQMKVERX� EX �������� 
� ]IEVW�

REVENUE
5EWWMZI MRZIWXQIRX SJ ���� ��� JSV � ]IEVW� RS MRXIVIWX� KMZIW ER IWXMQEXIH XSXEP GSRXVMFYXMSR SJ 

�������� 
EX E �	 MRXIVIWX VEXI�� 

2SWX MRZIWXQIRXW EVI ǻRERGIH F] ǻRERGMEP MRXIVQIHMEVMIW� �������� FIMRK XLI ǻRERGMRK GEWL IUYMZEPIRX�

���� ��� 
+MRERGMRK� � �������� 
STTSVXYRMX] GSWX� " �������� 
GEWL TVSǻX�

8LEX GEWL TVSǻX KSIW XS JI[ TPEGIW� FYX PIXƶW QEOI MX WMQTPI F] XE\MRK MX EX XLI GSVTSVEXI VEXI SJ ��	�

" ������� MR GSVTSVEXI XE\ GSRXVMFYXMSRW JVSQ ǻRERGMRK VIZIRYI�

If the immigrant purchases a property 

Real estate:  ��������

Property transfer tax:  ���	 ������

Property annual municipal tax�  �	 ������ TIV ]IEV ������� 
� ]IEVW�

Tax on Consumption: ������� SR XE\EFPI KSSHW 
��	 :&8� " ������ TIV ]IEV ������� 
� ]IEVW�

QIXLSH JSV GEPGYPEXMRK XLI EZIVEKI GSWX SJ E GMXM^IR� 

'YHKIXW MRGPYHI GSRXVMFYXMSRW JVSQ XLI FYWMRIWW WIGXSV� 

ERH MXƶW E FMX YRJEMV XS TYX XLEX QYGL [IMKLX SR XLI 

MRZIWXSV WMRGI XLI EZIVEKI VIWMHIRX HSIWRƶX GSRXVMFYXI 

ER][LIVI RIEV XLEX EQSYRX� 'YX MXƶW E JEMV ZEPYEXMSR 

SJ [LEX ]SY WLSYPH I\TIGX JVSQ MRHMZMHYEPW XLEX EVI 

WYTTSWIH XS QEOI E LMKLIV GSRXVMFYXMSR XLER EZIVEKI�

3IZIVXLIPIWW� XLMW MW XLI FIRGLQEVO [I LEZI WIX JSV 

-3;.�

���' 
TST �2� " �����������' 
TST �2� " ��������

���' 
TST ��2� " ��������GMXM^IR���' 
TST ��2� " ��������GMXM^IR���' 
TST ��2� " ��������GMXM^IR���' 
TST ��2� " ��������GMXM^IR

BUDGET IN CADBUDGET IN CAD

������GMXM^IR

��������GMXM^IR

������� TIV
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���' 
TST �2� " ��������

;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS

]IEVW XSXEP " ��������

;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS

]IEVW XSXEP " ��������

;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS

]IEVW XSXEP " ��������

;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS

���' 
TST ��2� " ��������GMXM^IR

���' 
TST �2� " ��������GMXM^IR

]IEVW XSXEP " ��������]IEVW XSXEP " ��������

;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS

]IEVW XSXEP " ��������]IEVW XSXEP " ��������

���' 
TST ��2� " ��������GMXM^IR

���' 
TST �2� " ��������

�' 
TST ����2� " �

BUDGET IN CAD

3SXe��[e�EVe�VSYRHMRK�YT�RYQFeVW�

���' 
TST ��2� " ��������GMXM^IR

���' 
TST �2� " ��������

;I HMHRƶX MRGPYHI GLMPHVIR� EW XLI] GER FI GSRWMHIVIH ER MRZIWXQIRX ERH RSX ER I\TIRWI MJ [I XEOI MRXS

BUDGET IN CAD

3SXe��[e�EVe�VSYRHMRK�YT�RYQFeVW�

�' 
TST ����2� " �


3SXe��[e�EVe�VSYRHMRK�YT�RYQFeVW�
3SXe��[e�EVe�VSYRHMRK�YT�RYQFeVW�



> 37> 36

UNLOCKING THE WEALTH
Government Report 2016

• Passive Investment: Unlikely in control of the fund,

and passive in the dealings of the business.

• Low-risk: Usually a government bond or special

fund, no control over the investment.

• High-risk: Given to an investment funds or venture

capitalists; funds can be lost.

•	 Real Estate: purchase or long-term rental of property.

• imited Scope: usually in targeted regions, or in

property types that require strengthening.

• Unlimited Scope: No limit to what and where, as

long as it satisfies a minimum amount.

• Living Expenses: no investment required, but cost

of living is usually high.

• Rentier or Retirement or Net Wealth: Need

to show a certain level of income, wealth or

remittance for subsistence.

• Tax Contribution: Usually in the form of Lump Sum

taxation; need to contribute an annual minimum.

There is the option to mix those, and a few programs 

do. You need to match them with your motivations and 

type of relocation.

RANGE OF PRODUCT

Imagine going to a car dealership to buy a brand-new 

vehicle and they have only one product on display, 

one model of car to satisfy the whole clientele. When 

you go to a Mercedes-Benz dealership, they have a 

vast range of products based on the demands of their 

clientele, not one model to fit all. They have few Classes 

of products, and each Class has their own models. 

For instance, the Mercedes-Benz S-class has the 550 

model. They create a way for the client to customize the 

product to his own specifications.   

Now, a car is a very client-oriented product compared 

to residence & citizenship, and a government wouldn’t 

go to the extent of letting the immigrant to choose the 

exact number of days out of the year he wishes to stay 

in the country. Nevertheless, most programs are too 

rigid to fit all applicants into the same mold. 

Your range of programs is integral to “what you value 

more” from the HNW immigrant. It’s a trade-off between 

you (the government) and the applicant. The following 

is a simple fictional example to help you understand:

Programme Class: Investor

What we value more: more investment.

What they value more: tax residence & presence 

requirements; selection process. (Fig. 6)

This process can be applied to almost any type of 

investment, and we greatly encourage you to apply it to 

all your programs.  

TERRITORIAL DIVISION OF PROGRAMS

As we stated before, territorial divisions are central to 

a more efficient distribution of the human resources in 

your country. If your currents laws do not permit such a 

thing and you can’t do anything about it, then you need 

to try to implement some incentives to direct the HWNI 

flow where you want. Territorial division should be done 

by metropolitan areas and/or particular needs. It’s never 

a perfect system, as within that same region there 

could be significant contrasts, but regions should be 

delimited as areas within which one can work and live 

at the same time. Bear in mind that if jobs are created in 

a low-unemployment area of a city, someone living in a 

high-unemployment area can still commute there. 

Some rural regions can be more widely delimited – for 

example, a region looking for agricultural investment.  

Within a program, demand can vary depending on the 

MODEL OPTION 1 OPTION 2 OPTION 3

Investment fee 500 000 1 000 000 3 000 000

Presence requirement 186 days / year 186 days / year 50 days / year

Points-based selection 85 points/ 100 points None None 

Figure 6 Fictional range of products

BULGARIA
has a Passive 

Investment program

Switzerland
has a Living  

Expenses program
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product on offer. For example, in the UK, London will 

most probably be the main attraction for HNWI. In order 

to direct a significant portion of the demand towards 

other cities, adjustments must be made. You will need 

to evaluate the attractiveness of each city to your 

clientele and price it accordingly. If I go to a jewelry 

store and everything carries the same price, I will 

probably leave with the ring with the biggest diamond. 

You could completely close a program to a certain 

area, price them differently, eliminate certain conditions, 

require proof of higher net worth, etc... Usually, high-

demand cities will have higher cost of living, so an 

adjustment of net worth or minimum investment relative 

to cost of living is a common denominator. (Fig. 7)  

A country like the UK has the means to make those 

changes happen because its offers a conditional 

residence. Whereas Canada, for example, offers 

permanent residency, enabling the immigrant to 

relocate anywhere he pleases in Canada.

Division into administrative regions or a group of 

administrative regions is probably the best way to go

ADJUSTING YOUR PROGRAMS  

TO CHANGING NEEDS

You have built a range of programs that cater to all 

your economic needs. You’ve attributed a certain 

amounts of seats to each of them to reflect your 

present or short-term needs. Certain programs can 

be created, but start closed or at 0 seats attributed. 

This will allow the program to be there when it’s 

needed and be quicker to offer a solution to a certain 

need. This open/closed type of product can be very 

advantageous when targeting less-populated regions 

or second-tier cities.  (Fig. 8)

You need to also determine attributes in each program 

that you can play with in order to increase or lower the 

demand. Sometimes, just by opening new seats, they 

can be filled, but in other cases they will require you to 

make adjustments. 

Let’s not forget that each of those programs, to 

be more efficiently used, should adjusted for each 

territory it serves by using the same principles 

previously discussed.  (Fig. 9)

Seat Adjustment will control supply, but you can 

choose to manipulate the price – for example, to 

influence demand. You could instead decide to raise 

or reduce prices depending on the direction you want 

to take. However, doing this is less accurate, as you 

can’t predict the market. 

COUNTRY QUOTA

A Country quota can exist, depending on your type of 

program and if you are looking to promote diversity. 

It might be in your interest to promote better trade 

relations with country Z and to do so by importing 

businesspeople from country Z whom you believe will 

enable it. Right now, most of the world supply comes 

from China. Most programs are satisfied with this – in 

the case of citizenship by investment schemes, for 

example, where the applicant is unlikely to reside and 

make further investments. 

A Country quota can be established to promote 

more diversity if supply can affect the social balance 

of the ethnic fabric. For example, a Baltic country 

might have a very high demand from Russia that in 

time might tip the balance of the ethnic composition 

towards a Russian majority. The country could place a 

quota on Russian candidates, and promote available 

seats to other countries. Quota can take the form of 

available seats per country, where a country would 

have a guaranteed amount of seats at its disposition. 

You should have country quotas only if you have 

clear objectives in doing so. If you do, you should 

understand that the private sector company that 

markets your program might not be located in one of 

the countries you are promoting your program to. The 

firm might need to establish itself in the new market, 

making their cost of fetching clients higher than it is 

where they are already established. You will therefore 

need to compensate them in relation to the reality of 

market supply.

PROCESSING TIME

Many attributes related to your program can affect 

the overall value of your product, and nothing more 

so than the processing time. Always keep in mind the 

cliché “time is money”. Long processing times are the 

biggest deterrent for UHNWI. Canada and the US have 

lost many quality applicants because their processing 

times have been the longest. Keeping a competitive 

processing time is key to maintaining the value of your 

product. A 6-8 month application processing time 

is the average standard that needs to be respected. 

Longer processing times will, bit by bit, erode the 

value of your product and deter the wealthiest. If 

the wealthier is better, then your program is self-

sabotaging if you maintain high processing times. As 

previously stated, application processing fees can be 

increased to a certain extent with minimal effect on the 

demand. If your government is charging 10 000USD 

to process an application, you should really be able 

to process an application in the required timeframe. If 

not, either your government is diverting the funds to 

other expenses or there is a serious efficiency problem 

in your administration. 

There are 2 different models that go beyond the 

average effect of processing time.

TRADER PROGRAM REGION A REGION B REGION C REGION D

2017 0 1000 300 2000

2018 +50 +200 +100 +200

2019 +300 +0 +200 +100

2020 -100 +0 +300 +100

ENTREPRENEUR PROGRAM LONDON GLASGOW CARDIFF

Estimated cost of living $100 000 $60 000 $40 000

Minimum investment $1M $600 000 $400 000

Points-based selection 85 points/ 100 points None None 

PROGRAM REAL ESTATE INVESTOR TRADER ENTREPRENEUR

2017 0 1000 100 2000

2018 +0 +200 +100 +200

2019 +300 +0 +200 +100

2020 -100 +0 +300 +100

Figure 9Figure 7

Figure8

Fictional minimum investment adjustment table, per regionFictional minimum investment adjustment table, per region 

Fictional seats adjustment table for 2017-20, per program
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questionable characters to escape justice, but you 

know the physical risk that wealthy individuals face 

and the lawlessness that results when a government 

collapses. The event-based adaptation of your 

processing time should take those factors into 

consideration to maintain its integrity. And don’t forget 

that you may save lives in the process.   

Adapting to world events and placing your country 

in the front line of exit destinations can reap many 

rewards. Revolution causes great wealth and brains 

to exit, and there is no shame in opening your arms 

to them. There are short-term and long-term benefits 

to this. The short-term is the capital and brains that 

land in your country, looking to work. The long-term is 

when their country of origin stabilizes again and trade 

is again possible. Those individuals can provide key 

access to the country’s economy and facilitate access 

for your private sector. 

APPLICATION COST VS INVESTMENT

It is my belief that the application cost can total up 

to 5% on average of the cash value of the investment 

before the applicant starts taking it into much 

consideration. Consider it a psychological barrier from 

where costs above that start weighing in the decision. 

I must be clear that this number is not backed by any 

hard facts, only by personal observation. Risk can 

weigh in as well, if there’s a significant chance of the 

application being refused. 

Cash value for an investment that requires a donation 

is easy to calculate, and in practice both application 

fees and a donation amount can intermix if paid 

directly to the government. For a simple example, let’s 

take the Quebec IIP that finances at CAD250K. 

The cash value is CAD250K for the investor. 

The application should average CAD12.5K

The average applies to a couple + 1 child (the Chinese 

Standard). Total application fees can vary, depending 

on the number of dependents. If those amounts stay 

on average around the 5% barrier, they are unlikely to 

affect the applicant’s decision. 

Usually a government will charge an application 

fee in concordance to its cost. Five percent might 

represent 10K, but your cost to process the application 

is only $2000. How do you justify coming up with 

another $8000 in expenses? Simple: by offering more 

services to the applicant and increasing oversight 

of the program. You can hire more staff to improve 

the service, add post-landing services, have better 

oversight of the program by compiling and tracking its 

results. Many additions can greatly improve the results 

of your program and experience of the newcomer. 

The application fee can include

• Due diligence fees

• Application processing fees

• Post-landing settlement fees

• Program results tracking

SERVICE & CONDITIONS

In today’s world, when you buy a product like a car, 

there are many services it comes with either pre-sale or 

after-sale. Things like warranty and customer support 

affect the value of the product. 

A few main things will affect the value of your product. 

The quality of the product itself, the service both pre 

and after-sale, and the marketing.

In this section, Service & Conditions are defined by 

all the attributes that can influence the value of your 

product. Your product can be Temporary Residence, 

Permanent Residence or Citizenship in your country. 

Services & Conditions are the other factors that can 

either increase or decrease the average commercial 

value of your product. . (Fig 10-14)

All these – some more than others – can influence the 

value of your product, since they affect the demand. By 

being intelligent in your program-building you can, by 

modifying any of those variables, increase the value of 

your product, or, by not being smart, reduce its value. 

You need to work on a simplified model, and this can be 

obtained by having a wider range of models catering to 

more specific sets of client profiles. 

POINT-BASED SYSTEM

When establishing minimum requirement that your 

applicant should have in order to qualify, you might 

want to create a point based-system. It could enable 

INCREASE VALUE DECREASE VALUE

Possibility of faster application processing time Long processing time

Fast and simplified process Complicated process

Extended family (older child and parents) Non-adult dependent only

No interview process Interview process needing change of country

Low application fees High application fees

Open to all nationalities Restriction on countries of origin

INCREASE VALUE DECREASE VALUE

No age restriction Age restriction

No language requirement Language requirement

No test required Language & Medical test requiring travel

No net worth requirements High Net worth requirements

No proof of experience or CV Strict business experience and ownership

Proof of accommodation prior to application

Provide a Business plan that need approval

INCREASE DECREASE

Permanent Temporary with annual renewal

Benefits of status (health care, free education…) Lack of benefits 

No objective to satisfy Objectives to satisfy for renewal

No Physical presence requirements Strict physical presence requirements 

Choice of Tax residence Forced tax residence

Special Tax benefits Cost of renewal

Difficulty to qualify to permanent status

Figure 10

Figure 11

Figure 12

Application Process

Requirements

Residence Status
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TEMPORARY RESIDENCE VS PERMANENT RESIDENCE

Temporary or permanent’ lower risk or increased risk’ 

lower consumer gain or increased consumer gain. There 

are many ways to look at it, but at first glance temporary 

residence benefits the country, and permanent 

residence benefits the immigrant. Countries that openly 

offer permanent residence to first-time residents are 

usually known as “traditional immigration countries” 

and are most likely located in the Americas. European 

countries are unlikely to offer permanent residence to 

first-time residents; if you are one of those countries, 

your ability to amend the current immigration laws 

of your country will have an important effect on your 

freedom to make the wanted changes. Working within 

the current legal structure might limit the scope of your 

new programs. Nevertheless, the product you offer is 

a package of numerous services. You can compensate 

the temporary residents with other favorable services to 

make a competitive package. For example, towards the 

end of the now-defunct Canadian Immigrant Investor 

program (for permanent residence), it would take you 

roughly 8 years to get from application to citizenship 

– versus roughly 7 years for the UK Tier 1 investor

(temporary residence) – because of the extremely long 

processing times that plagued the Canadian Citizenship 

& Immigration department. 

In general terms, temporary residence is used as a 

safety net when the applicant must comply with certain 

conditions after his landing. If most of the conditions 

are met before landing, then permanent residence is a 

less-risky proposition. 

1. If he fails to create certain number of jobs and/or a

successful business

2. If he fails to settle in a specific region and moves to

another one

3. If he loses his wealth and falls into poverty

4. If he fails to hold on to his required investment, or

for the specific time

These risks are some of the reasons you would want 

to have temporary residence versus a permanent one. 

To offer a concrete example, if your program required 

an active investment in a specific region for a specific 

period of time, then temporary residence would be 

the logical way to go. You could offer a permanent 

residence with a “lien” on it, allowing you to take it away 

for failure to satisfy the conditions, but it would amount 

to the same thing in the mind of the applicant. The risk 

would be his. 

A permanent residence would preferably be offered for 

a passive investment, specifically where:The investment 

is significant 

1. The investment is significant

2. The investor is at a low risk of being a financial

burden to society

3. The investor doesn’t require further conditions, or

those conditions are not in his hands

In this scenario, the risk is on the hosting country, but 

the risks can be reduced to the point where they are 

insignificant. We don’t discuss crime and health risks, as 

they are not specific to business migrants, and close to 

all countries evaluate those risks during the application 

process.

Furthermore, post-landing programs can go a long 

way to reduce the risks and returns of your programs, 

especially when it comes to helping the immigrant 

avoid falling into poverty. 

REDUCING REFUSALS 

Reducing refusals is the purpose of making the 

applicant process more efficient. It usually requires 

time, continuity and experience to improve a process 

to make it more efficient. It’s therefore important to 

track refusal rates and their weight on the program. The 

refusal rate can have – or might not have – a negligible 

impact on overall results. It’s nevertheless always 

unpleasant for the client base. A high refusal rate can 

lead to distrust in the application process, and some will 

discard your program as too risky relative to the cost 

and time they need to apply. But refusals will mainly 

indicate that your requirements are not well defined or 

communicated. There can be a significant opportunity 

cost associated with this – if, for example, you accept 

only 1000 applications a year, only to find at the end of 

the process that half of them have failed. You are 50% 

below expected return. 

Communication with industry specialists (lawyers, 

consultants…) is important to improve and facilitate the 

application process.    

INCREASE DECREASE

No risk High risk

High return No return

Usable investment (real estate, living expenses…) Unusable investment (donation, bonds…)

Flexible timeframe of investment Rigid timeframe of investment

Short investment length Long investment length

No post investment requirements Post investment requirements (create jobs …)

Financing available No financing allowed

INCREASE DECREASE

Short residency period requirements Long residency period requirements

Short annual residence requirements Long annual residency requirements 

Short processing time Long processing time

Affordable application costs Expensive application costs

Facilitate naturalization for investors

Facilitate naturalization for children

No test or easy requirements to satisfy Strict test on language and history

References from locals or assembly vote

Figure 13

Figure 14

Investment

Citizenship

certain applicants to compensate for certain short-

comings by increasing their contribution somewhere 

else. It will be useful to determine your dynamic pricing 

strategy and the estimated value of the applicant in 

relation to those you value more. Before this, you will 

need to determine the most valuable attributes an 

applicant can have and weight them with points. Many 

developed countries already use a point-based system 

(like the UK and Canada), and you will need to do the 

same with your own assessment based on your social, 

economic and demographic needs. 

Don’t forget to adjust your point-based system 

with country-based discrimination, event-based 

discrimination and, especially, bases on the region of 

settlement. 

For better results, you can also offer the applicant the 

opportunity to increase his points over time before his 

landing – for example, by bettering his language skills 

between the time he applies to the time he lands.





> 49> 48

UNLOCKING THE WEALTH
Government Report 2016

a donation or a passive investment. Certain Real Estate 

investments can require a commission when under 

the control of a single promotor. But in other type of 

investments, it’s unlikely that the intermediary will be 

commissioned – not that it’s impossible, but current 

models do not enable it. For example, Entrepreneur 

programs are unlikely to commission for referral, as the 

investment stays in the hands of the applicant. Instead, 

the intermediary, usually an immigration lawyer, 

will charge him a fee of a few thousand dollars. The 

ones that are problematic in that sense are the Living 

Expenses type programs. These can increase their 

application fees.  But the commission amount is not the 

only variable in play:

• Who pays the commission, the client or the

government? This can make a significant difference

in how fast the intermediary gets paid. The client

is pretty fast, but the government can take some

time. The risk of fraud increases as well when the

intermediary collects from the client. Government

commissions permit the intermediary to lower the

fee and the client’s risk, making it safer for him to

show intent.

• The commission amount: How much from the

industry standard rate you are willing to deviate is 

up to your supply. A larger amount can guarantee 

more demand, whereas a lower one might put you 

lower in the queue.  

• Delays in commission payments can have a strong

impact on the program. In a new program, if an

immigrant consultant must wait 2 years before he

gets paid, he has time to declare bankruptcy. It’s

important to keep in mind that the intermediary

is providing a service that has expenses. Those

expenses are paid monthly, and waiting for a long

time before getting paid for the service will therefore

impose a barrier to entry where only those with

significant cash flow will be able to afford to work

with your program. The little guy will be priced out.

• Additional products: This refers to the ability for

intermediaries to make additional revenue by

selling products to the clients (e.g., financing

of investment). This can help you lower your

commission amount, as the intermediaries can

profit by selling additional products. There are many

ways for the industry to reap additional benefits

from their clients, and your program needs to

enable it to do so in certain cases.

Obviously, the overall pull of your program and country 

are key factors. But, no matter what type of program 

you have, you need to make a competitive pay package 

for your sellers if you’re thinking about creating a 

competitive program with significant demand. We have 

seen programs without commissions not register a 

single application. 

HOW TO START WITH A BANG

Now that you have done most of the work, it’s time to 

put in place a marketing strategy that will give you a 

successful start. If you have worked in the private sector 

before, you will have a certain idea of all the strategies 

you need to have in place for a successful launch. 

We spoke about the website and posting relevant 

information about your product (program and country/

cities). We know that in the current market, the value for 

referencing an HNWI to an ‘’investor’’ program is $40 

000. For example, you can overpay the commission for 

the first year in order to be more competitive, or lower 

the investment amount below an expected value. You 

could also offer express payouts to your immigration 

consultants. Basically, you will need to understand that 

if you don’t want to wait for years for your program to 

jump-start, you will need to INCREASE CONSUMER 

GAIN and reduce yours until you establish yourself. 

Once you are established, you can decide to reduce 

consumer gain and increase yours to maintain balance. 

But don’t forget to never break the flow with abrupt 

changes. You cannot change your product price from 

$1M to $2M from one year to another unless you’re 

looking to make wholesale changes. You need smooth, 

phased-in changes.

TRACKING RESULTS

You cannot be efficient in your policies if you cannot 

track results or if the results are significantly delayed. 

At best, the results should enable you to make pre-

emptive changes. Would you make an investment if 

you can’t track the returns? In such a highly competitive 

environment, efficiency is key. The world changes every 

moment, and what brought great results last year can 

diminish this year. You need to be able to track those 

changes and analyse results constantly. 

Before you can efficiently analyse your result, you need 

something to compare it with. Your Ministry of Economic 

Development should, prior to you making any changes 

or creating the program, put forward its economic 
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development plan with a knowledge and understanding 

of what HNWI Immigration can potentially bring to the 

economy. They would, for example, say: “We need to 

strengthen our property market”, or “We would like to 

have 1000 new buyers of luxury properties in the next 2 

years”. Your program has to deliver and track results. The 

importance of this will be seen after the first year. That’s 

when you should know whether you’re way off course 

and serious changes are needed, quickly, in order to 

satisfy those demands. 

What we call results are the following:

Bare minimum

This is the most basic level of annual program results 

you should be able to track. Whether or not your country 

decides to publish the result to the public is a different 

issue. This is the bare-minimum information about your 

program you need to have annually, and early in the year 

if possible. Roughly 50% of the programmes we annually 

review do not reach the bare-minimum standard. If a 

country doesn’t have this information, they are basically 

working blind.   

• Average processing time of applications and until

landing

• Country of origin of applicant

• # of applications approved, refused and landed

The Standard

The Standard is what the base information should 

be. It’s not totally efficient, but it will enable you to be 

competitive in the present environment. Currently, only 

the best programmes are anywhere near the Standard. 

Surprisingly, the UK, Australia or the US do not know 

exactly what percentage of their business immigrants 

ultimately qualify for permanent status from the pool of 

conditional business visas. Country of origin of applicants 

by programs

• Country of origin of applicants by program

• Total $ of annual contribution from the programs

(direct contributions)

• Demographic information about the applicants

(age, sex, # of dependents)

• Detailed processing times for each step until

landing.

• # of application approved, refused and landed for

each option of the program

• Tracking of retention, how many of conditional visas

translate into permanent ones.

Efficient Operation

Efficient operation starts with the instructions from your 

government’s economic development ministry, which 

gives you objectives. From then on, you need to track 

every bit of information relevant to your situation and 

what you need to keep you competitive globally. This 

requires intense tracking and surveying of your HNWI 

Immigrants. 

• Annual assessment of other countries and their

programs

• Track the results of competitors and make comparisons

• Direct contributions to distinct industry sectors and

regions

• Indirect contributions to different sectors and regions

• Retention, from landing to a few years after

citizenship

• Annual survey of HNWI Immigrants

• Annual surveys of industry professionals involved in

the program

Much of this information can be tracked by the post-

landing settlement program. You should include the 

budget for all of that in the program’s application cost. 

Your Ministry responsible for economic development 

must, prior to the start of the program, put in place its 

economic strategy and bring forward a plan for the 

immigration department. It should be a 3-year plan with 

an annual evaluation. After 3 years, the programs can 

be revamped if need be; even an annual evaluation 

can lead to a complete reform of the program. As I 

said before, your programmes need to be flexible to 

change and not undermine the foundations that your 

partners in the private sectors have laid. We usually 

speak of soft changes – meaning if you were looking for 

1000 investors this year, you can’t shut down the next; 

you must phase out over at least 3 years. If you have 

been tracking your results correctly, you will never be 

in a situation where you need to shut down abruptly. 

In practice, you will have 3 to 5 types of investment 

options catering to different economic needs, which 

you will inflate or deflate over that 3-year period. 

Would you make 

an investment if 

you can’t track 

the returns?
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Annex

COUNTRY MEDIAN 
AGE

%UNDER 
15

% OVER 
60

FERTILITY 
RATE

UNEMPLOYMENT 
RATE

FOREIGN BORN 
UNEMPLOYMENT

POP DENSITY 
/KM2

NET MIGRATION 
RATE/ 1000

MIGRATION 
STOCK %

Algeria 27 27 7 2.8 9.8 16.8 -0.93 0.65

Andorra 15 22 1.4 2.9 166 0 71.7

Angola 17 46 4 5.3 6.8 16 0.49 0.3

Anguilla 7.8 151 12.43

Antigua and Barbuda 23 10 2.1 11 204 2.26 23.6

Argentina 31 25 15 2.2 7.2 15 0 3.6

Australia 37 19 19 2 5.1 5.2 3 5.83 21.4

Austria 42 15 23 1.4 5.7 8.2 102 1.78 15.6

Azerbaijian 30 21 9 2.2 5.4 111 0 2.9

Bahamas 31 22 11 1.9 13.7 35 0 9.7

Bahrain 31 20 4 2.5 1.1 1741 14.13 25

Bangladesh 25 31 7 2.2 5 1156 -0.52 0.7

Barbados 38 17 17 1.6 11.2 637 -0.3 10.3

Belgium 41 17 24 1.8 8.5 15.1 364 1.22 8.9

Bermuda 8 1294 1.99 31

Bolivia 22 36 7 3.3 3.4 9 -0.76 1.5

Brazil 30 25 11 1.8 8.3 23 -0.17 0.4

British Virgin Islands 156 18.11

Bulgaria 42 14 25 1.5 8.5 68 -2.86 1.4

Canada 40 16 20 1.7 7.4 8.9 4 5.65 21.1

Cayman Islands 4 236 15.04 63.5

Chile 32 22 13 1.8 7.1 23 0.35 1.9

China 35 19 13 1.6 4.1 144 -0.33 0.1

Colombia 27 28 9 2.3 11.6 42 -0.66 0.2

Comoros 19 42 5 4.7 6.5 404 -2.58 1.98

Costa rica 29 24 10 1.8 7.7 93 0.85 10.5

Figure 16 Demographic Table

COUNTRY MEDIAN 
AGE

%UNDER 
15

% OVER 
60

FERTILITY 
RATE

UNEMPLOYMENT 
RATE

FOREIGN BORN 
UNEMPLOYMENT

POP DENSITY 
/KM2

NET MIGRATION 
RATE/ 1000

MIGRATION 
STOCK %

Croatia 43 15 25 1.5 16.3 75.7 1.43 15.84

Cyprus 35 18 17 1.5 14.1 121 10.31 14

Czech Republic 40 14 22 1.5 5.1 8 136 0.98 4.3

Denmark 41 18 24 1.9 6.2 14.5 131 2.3 8.7

Dominica 23 10 2.1 23 90 -5.4 8.1

Dominican republic 25 31 9 2.5 12.4 208 -1.96 4.4

Ecuador 26 30 9 2.4 4.2 59 -0.25 2.7

Egypt 25 31 8 2.7 9 83 -0.2 0.3

El Salvador 24 31 10 2.2 7 301 -8.61 0.7

Ethiopia 19 41 5 4 5.7 85 -0.23 0.7

Fiji 27 29 8 2.6 8.1 48 -6.99 2.2

Finland 42 16 25 1.9 9.4 15.2 18 0.62 4.2

France 40 18 23 2 10.4 15.1 119 1.1 10.3

Georgia 38 17 19 1.5 15.1 78 -3.86 3.8

Germany 45 13 26 1.4 4.6 9.5 235 0.89 13.2

Greece 43 15 26 1.5 24.9 33.7 85 2.32 10.16

Grenada 26 27 10 2.2 24.5 312 -3.24 12.3

Guatemala 19 41 6 3.9 4.1 138 -2.04 0.4

Honduras 21 36 6 3.1 4.8 69 -1.2 0.3

Hong Kong 3.4 6787 3.75 38.8

Hungary 40 15 23 3.1 6.8 9.5 110 1.36 3.7

Iceland 35 21 17 2.1 4 11 3 0.53 11.7

India 25 30 8 2.6 3.5 418 -0.05 0.4

Indonesia 28 27 8 2.1 6.6 134 -1.19 0.1

Iran 28 23 8 1.6 10.5 46 -0.1 2.9

Iraq 18 43 5 4.6 16 76 0 0.3
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COUNTRY MEDIAN 
AGE

%UNDER 
15

% OVER 
60

FERTILITY 
RATE

UNEMPLOYMENT 
RATE

FOREIGN BORN 
UNEMPLOYMENT

POP DENSITY 
/KM2

NET MIGRATION 
RATE/ 1000

MIGRATION 
STOCK %

Ireland 35 21 17 2.1 9.4 17.3 66 2.51 20.1

Isle of Man 2.4 146 7.11 53

Italy 44 14 27 1.4 8.4 11.7 206 4.47 7.4

Japan 45 13 31 1.4 3.4 351 0 1.7

Jersey 2.7 844 4.39 48.8

Jordan 21 37 6 3 12.9 70 -22.02 49.2

Kazakhstan 29 25 10 2.5 5.4 6 0.42 18.9

Kenya 19 42 4 4.7 9.2 73 -0.23 2

Kuwait 29 27 4 2.3 3.1 158 -0.59 76.6

Laos 22 34 6 2.7 1.4 27 -1.12 0.3

Latvia 40 14 23 1.5 9.9 33 -2.36 15

Lebanon 30 24 11 1.8 9 416 -8.48 17.9

Libya 26 31 7 2.5 19.6 4 33.32 10.7

Liechtenstein 44 15.5 1.6 2.5 227 4.35 33.3

Luxembourg 39 18 19 1.7 6.4 6.3 200 8.6 34.2

Macau 2.6 19848 3.43 55.1

Malaysia 26 30 8 2.6 3.4 88 -0.35 8.3

Malta 40 15 22 1.3 5.4 1299 1.99 3.7

Mauritius 33 21 11 1.6 7.9 634 0 3.4

Mexico 27 29 9 2.3 5.3 59 -2.99 0.6

Monaco 18 23 1.5 2 17714 1.93 66.6

Mongolia 26 28 6 2.5 4.9 2 0 0.4

Morocco 27 28 8 2.7 9.2 75 -3.47 0.16

Netherlands 41 17 22 1.8 4.4 9.2 495 1.99 10.5

New Zealand 37 20 19 2.2 6.5 6.2 17 2.24 22

Nicaragua 22 34 6 2.6 8 49 -3.26 0.7

Nigeria 18 43 5 5.5 7.5 178 -0.22 0.7

Norway 39 19 21 1.9 4.4 7.7 16 1.68 9.9

Oman 26 27 4 2.2 7.9 9 -0.47 29.7

Pakistan 22 35 6 3.3 5 229 -1.84 2.4

Panama 28 29 10 2.5 4.5 48 -0.35 3.4

Paraguay 23 33 8 2.9 5.6 17 -0.08 2.5

COUNTRY MEDIAN 
AGE

%UNDER 
15

% OVER 
60

FERTILITY 
RATE

UNEMPLOYMENT 
RATE

FOREIGN BORN 
UNEMPLOYMENT

POP DENSITY 
/KM2

NET MIGRATION 
RATE/ 1000

MIGRATION 
STOCK %

Peru 26 30 9 2.5 7.8 23 -2.86 0.1

Phillippines 22 35 6 3.1 7 318 -1.25 0.5

Portugal 41 15 24 1.3 12.6 16.9 115 2.82 8.6

Qatar 32 14 2 2.2 0.6 161 33.31 74.2

Russia 38 15 18 1.5 6.6 9 1.69 8.6

Saint Kitts and Nevis 23 10 1.8 5.1 204 1.23 9.6

Saudi Arabia 26 30 5 2.7 5.4 13 -0.62 26.6

Seychelles 23 11 1.9 5.5 187 1.01 12.5

Singapore 38 17 15 1.3 2.9 7405 15.08 38.7

Slovakia 37 15 18 1.3 11.5 15.3 112 0.29 2.4

South Africa 25 30 8 2.4 24.7 16.6 42 -6.24 3.7

South Korea 38 16 16 1.4 3.4 513 0 1.1

Spain 40 15 22 1.5 22.1 31.5 93 6.14 13.8

Sri Lanka 31 25 13 2.3 4.9 333 -1.74 1.6

Sweden 41 17 25 1.9 7.4 16 23 1.64 13.9

Switzerland 42 15 23 1.5 3.4 6.8 198 6.14 22.5

Syria 21 36 6 2.9 8.4 113 -17.89 10.8

Taiwan 3.8 644 0.91

Tanziania 17 45 5 5.5 4.3 52 -0.6 1.5

Thailand 35 20 13 1.6 0.7 136 0 1.7

Tunisia 29 23 10 2 13 69 -1.76 0.3

Turkey 29 26 9 2.1 10.3 9.1 96 0.48 1.9

Turks and Caicos Isl. 5.4 33 14.66 30

UAE 31 17 1 1.7 3.8 94 15.04 43.8

UK 40 17 23 1.9 5.3 9.4 259 2.57 10.4

Ukraine 39 14 21 1.5 7.9 79 -0.07 11.5

Uruguay 34 22 18 2.1 6.5 19 -1.26 2.7

US Virgin Islands 12.3 313 -8.01 56.3

USA 37 20 19 2.1 5.5 7.5 34 3.64 13.8

Uzbekistan 25 29 6 2.3 10.7 69 -2.55 4.1

Venezuela 26 29 9 2.4 8.3 33 0 3.5

Vietnam 29 23 9 1.8 2 283 -0.33 0.1
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COUNTRY VENTURE CAPITAL 
INDEX

Qatar 5.079046412

Malaysia 4.810754853

Singapore 4.559583919

Israel 4.543151908

United States 4.498048351

Finland 4.462933377

United Arab Emirates 4.352251498

Luxembourg 4.321729993

Hong Kong SAR 4.263033005

Norway 4.203902447

New Zealand 4.06349374

Taiwan, China 4.05594038

India 3.969173622

United Kingdom 3.920619951

Sweden 3.848306108

China 3.794861211

Indonesia 3.755346929

Switzerland 3.727336646

Jordan 3.699698307

Canada 3.676170056

Japan 3.617258707

Panama 3.585174858

Bahrain 3.556846772

Netherlands 3.529615585

Germany 3.520784394

Estonia 3.473719091

COUNTRY VENTURE CAPITAL 
INDEX

Saudi Arabia 3.470645732

Belgium 3.452060479

France 3.433897697

Rwanda 3.377700463

High income: OECD 3.347183695

Czech Republic 3.313006742

Chile 3.301209052

High income: nonOECD 3.280653382

Thailand 3.274940738

Guyana 3.262738919

Tajikistan 3.259719721

Oman 3.252463407

Ireland 3.235110848

Iceland 3.145020083

Philippines 3.133729134

Australia 3.133308478

Bolivia 3.122354364

ASEAN 3.120611427

Lebanon 3.104587288

Middle East, North Africa, and Pakistan 3.078048453

Peru 3.076404163

Côte d'Ivoire 3.020192737

Emerging and Developing Asia 2.9768492

Liberia 2.974999905

Vietnam 2.968302548

South Africa 2.962898113

Figure 17 The Global Competitiveness Index Historical Dataset © 2005-2015 World Economic Forum, Venture Capital Availability

COUNTRY VENTURE CAPITAL 
INDEX

Lithuania 2.951470399

Macedonia, FYR 2.949774559

Transition from 2 to 3 2.948396144

Senegal 2.94724607

Kuwait 2.927385133

Latvia 2.915690484

Honduras 2.910248553

Kenya 2.902929593

Malta 2.900825028

Guatemala 2.885254441

Puerto Rico 2.87384565

Slovak Republic 2.867932764

Austria 2.863947772

Kazakhstan 2.856477356

Average GCR 2.84862356

Sri Lanka 2.833961306

Portugal 2.828106204

Bulgaria 2.809611649

Mauritius 2.782716065

Montenegro 2.775626417

Mexico 2.772947482

Russian Federation 2.743059371

Seychelles 2.738252022

Morocco 2.721132444

Spain 2.7198603

Colombia 2.716589105

COUNTRY VENTURE CAPITAL 
INDEX

Azerbaijan 2.715082923

Denmark 2.705536295

Uruguay 2.704821549

Cambodia 2.702090125

Upper middle income 2.701855806

Stage 2 2.692194318

Cape Verde 2.682823268

Ethiopia 2.681985784

Mali 2.646814704

Pakistan 2.643815545

Algeria 2.641321134

Botswana 2.637374725

Lower middle income 2.636317297

Ghana 2.631724891

Timor-Leste 2.628977246

Latin America and the Caribbean 2.617772255

Transition from 1 to 2 2.614597392

Namibia 2.613763199

Bhutan 2.598713733

Commonwealth of Independent States 2.595963368

Kyrgyz Republic 2.595641614

Madagascar 2.588249458

Korea, Rep. 2.573499954

Lao PDR 2.568290736

Nepal 2.56375009

El Salvador 2.559031682
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COUNTRY VENTURE CAPITAL 
INDEX

Armenia 2.537145353

Egypt 2.513010822

Brazil 2.510983548

Turkey 2.503521951

Paraguay 2.488257623

Emerging and Developing Europe 2.473711734

Dominican Republic 2.469632693

Poland 2.469394145

Sub-Saharan Africa 2.448080617

Stage 1 2.446180599

Gambia, The 2.430816572

Lesotho 2.414895119

Tanzania 2.39568646

Uganda 2.393679748

Hungary 2.39337264

Ukraine 2.393041682

Romania 2.372989712

Low income 2.357953456

Slovenia 2.355135779

Angola 2.348169909

Ecuador 2.333333254

Barbados 2.327783507

Bosnia and Herzegovina 2.323232412

Cyprus 2.318888925

Cameroon 2.298581141

Croatia 2.292337795

Venezuela 2.279122072

Tunisia 2.26938507

Costa Rica 2.257330431

Swaziland 2.248387122

COUNTRY VENTURE CAPITAL 
INDEX

Benin 2.227272749

Zambia 2.22528699

Mozambique 2.217539853

Gabon 2.214363466

Trinidad and Tobago 2.202104679

Georgia 2.171626116

Nicaragua 2.134535615

Jamaica 2.120316414

Bangladesh 2.113348157

Moldova 2.091876173

Italy 2.081228709

Iran, Islamic Rep. 2.04810788

Suriname 2.027642242

Argentina 2.009052196

Chad 1.978948948

Nigeria 1.967036703

Sierra Leone 1.956060543

Serbia 1.944585198

Burundi 1.940519422

Guinea 1.939420289

Albania 1.898623928

Mauritania 1.891029351

Haiti 1.889546922

Greece 1.87736888

Mongolia 1.814038461

Malawi 1.755363631

Myanmar 1.751436352

Yemen 1.69252774

Libya 1.603024491

Zimbabwe 1.545049988

Burkina Faso 956.55.00
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PERMANENT
RESIDENCE

CITIZENSHIP

 Antigua and Barbuda 100000 300000

 Argentina 175000 600000

 Australia 500000 2000000

 Austria 400000 1500000

 Bahamas, The 350000 2000000

 Bahrain 200000 300000

 Barbados 125000 350000

 Belarus 175000 100000

 Belgium 400000 1750000

 Brazil 150000 350000

 Brunei 150000 1500000

 Bulgaria 250000 1000000

 Canada 500000 2000000

 Chile 200000 1000000

 China 100000 200000

 Costa Rica 150000 350000

 Croatia 275000 1000000

 Cyprus 350000 1000000

PERMANENT
RESIDENCE

CITIZENSHIP

 Czech Republic 350000 1000000

 Denmark 350000 1750000

 Dominica 100000 275000

 Estonia 200000 600000

 Fiji 150000 250000

 Finland 350000 1750000

 France 450000 1750000

 Germany 425000 1750000

 Greece 250000 750000

 Grenada 100000 300000

 Hong Kong 450000 750000

 Hungary 350000 1500000

 Iceland 200000 1250000

 Indonesia 125000 250000

 Ireland 350000 1750000

 Italy 400000 1750000

 Japan 400000 1750000

 Kuwait 150000 300000

Figure 16 Estimated market price of Permanent Residence & Citizenship

PERMANENT
RESIDENCE

CITIZENSHIP

 Latvia 275000 1000000

 Lithuania 200000 750000

 Luxembourg 350000 1750000

 Malaysia 150000 500000

 Malta 350000 1000000

 Mauritania 100000 350000

 Mauritius 100000 325000

 Netherlands 400000 1500000

 New Zealand 400000 1750000

 Norway 350000 1500000

 Oman 200000 275000

 Panama 150000 300000

 Poland 250000 750000

 Portugal 350000 1500000

 Qatar 200000 300000

 Romania 250000 1000000

 Russia 200000 300000

PERMANENT
RESIDENCE

CITIZENSHIP

 Saint Kitts and Nevis 150000 325000

 Saint Lucia 150000 325000

 Saudi Arabia 150000 300000

 Seychelles 125000 600000

 Singapore 375000 1250000

 Slovakia 300000 750000

 Slovenia 250000 500000

 South Africa 200000 250000

 South Korea 375000 1750000

 Spain 400000 1750000

 Sweden 350000 1750000

 Switzerland 550000 2000000

 Taiwan 250000 500000

 United Arab Emirates 350000 500000

 United Kingdom 550000 2000000

 United States 300000 1250000

 Uruguay 150000 500000
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COUNTRY VISUAL FACILITY TO 
NAVIGATE

INFORMATION 
AVAILABLE

PROCESSING  
TIME

STATISTICS EMAIL  
CONTACTS

ENGLISH 
WEBSITE

Andorra 3 5 4 Y Y Y n

Anguilla 3 3 3 n n y y

Antigua and Barbuda 4 4 4 n n y y

Argentina 4 4 3 n yes yes limited

Australia 4 3 5 y y y y

Austria 3 4 2 n n n y

Bahamas 3 3 3 y n y y

Barbados 2 3 1 n n y y

Belgium 3 2 1 n n y y

Bermuda 3 3 1 N N N y

British Virgin Islands 1 3 1 n n y y

Bulgaria 4 4 3 only investor n y y

Cambodia 637

Canada 3 4 4 y y y y

Canada (Qc) 2 3 4 y y y y

Cayman Islands 4 4 3 n n y y

Chile 4 4 4 y y n N

Comoros 3 4 4 y n n Y

Costa Rica

Cyprus 4 4 4 y n y y

Czech Republic 3 3 3 y y y y

Denmark 3 4 4 y y y y

Dominica 3 4 4 y n y y

Fiji

Finland 4 4 4 y y y y

France 4 3 1 n n n y

Germany 4 4 1 n n y y

Greece 4 4 4 y n y y

Grenada 5 4 4 y n y y

Hong Kong 3 4 5 y y y y

Hungary 3 4 4 y n y y

Iceland 5 5 5 y y y y

Indonesia

Ireland 2 3 4 y n y y

Isle of Man 4 4 5 y y n y

Italy 3 3 3 y n y y

Figure 17 Official Immigration Website review

COUNTRY VISUAL FACILITY TO 
NAVIGATE

INFORMATION 
AVAILABLE

PROCESSING  
TIME

STATISTICS EMAIL  
CONTACTS

ENGLISH 
WEBSITE

Japan 1 1 1 y n y y

Jersey 5 4 4 y n y y

Latvia

Liechtenstein 4 4 3 y n y n

Luxembourg 2 4 3 y n y y

Macau

Malaysia 2 2 2 n y y

Malta 5 5 4 y y n y

Morocco

Mauritius 4 3 3 y n y y

Monaco 4 4 5 y n y y

Netherlands 3 4 4 y n y y

New Zealand 4 4 5 y y y y

Norway 4 5 4 y y y y

Panama 3 2 2 n y phone only n

Peru

Portugal 3 4 4 y y y y

Romania

Russia 4 5 y n

Saint Kitts and Nevis 4 4 4 y n y y

Seychelles

Singapore

Slovakia 3 2 2 yes no yes yes

South Korea 1 2 1 n y limited

Spain 3 3 2 y y limited

St Lucia

Sweden 4 5 5 y y y y

Switzerland

Turks and Caicos Isl. 4 4 0 n n no email y

UAE 2 1 1 n n y limited

UK 4 4 5 y y n y

Uruguay 3 2 1 n not precise y

US Virgin Islands 4 5 5 y y y Y

USA 4 5 5 y y y Y

Vanuatu

Vietnam
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