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Don’t Stifle Passions...
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B

elieve it or not, even those who became famous for one
particular talent don’t necessarily want to do only that one
thing. For instance, Tom Selleck is also an avocado farmer,
Jeremy Renner flips houses, Lana Del Rey likes to babysit, and
George Foreman…well, you can guess what business he went into
outside the boxing ring. Despite how we see celebrities, what we
often miss is that they’re no different from the rest of us; they enjoy
a diverse range of pursuits and happily make a side-income from
them when they can.
Of all the ideas in my book and seminars, Making a Living

Fun, Easy, Low Cost:
Open a Consignment Shop
By the Staff of Incomes Abroad

T

he highest ambition for any retail
store is to imbue its customers with
a sense of discovery and wonder.
From the moment they enter the door,
if you can keep a customer curious and
engaged, and offer them the feeling of
having found something truly unique, then
they are far more likely to indulge in a
purchase.
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This is one of the reasons why thrift
and consignment stores have such a strong
draw for causal shoppers. By default, rather
than by design, these stores brew a sense of
discovery. The thrill of sifting through used
crock pots and kitchen appliances, vintage
furniture, and knickknacks of all shapes
and sizes ignite both imagination and the
pocketbook. You might stumble upon
Tom Thompson paid just $5,000 for
an undervalued mid-century rosewood
a fully-stocked turnkey consignment
sideboard, or find a rare first edition hidden
store in Ajijic, Mexico.
on a back shelf.
As retro goods become more and more
sought after, the thrift store experience is
one that even conventional retailers are trying replicate; but without the
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BRICK AND MORTAR BUSINESS

“I Built an In-Demand Language
School Right From My Living Room”

Continued on page 6

Also in This Issue…
Page 3

“How I Turned My Onthe-Ground Business
Into a Portable,
Money-Making Online
Course”

Page 9

Make Easy Profits with
a Ready-to-Go Turnkey
Business

Page 12

Make Money From
Your Home-Cooking
With These “Social
Eating Platforms”

Page 12

Own a Wellness Center
on Costa Rica’s Pacific
Coast

By Anna Lebedeva

T

he Italians are a famously expressive people. You can see
it in the operas of Puccini and Verdi, but more importantly
you can see it in the streets of any Italian town. Take a stroll
through Rome or Florence and you’re bound to witness entire
conversations take place almost exclusively in dramatic hand
gestures. Yet, when it comes to speaking English, Italy falls far
behind much of the rest of Europe.
So says Sara Cecere, a New Jersey native, who moved to
Rome to study at an interpreters’ school almost 20 years ago, but Sara started her language school from
her living room in Rome, and now she
today runs a successful English language school. “The Italian
has 60 students—from 6-year-olds to
school system is totally inadequate at teaching English, so parents
university students.
Continued on page 4
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Don’t Stifle Passions...
Earn With Them

Without a Job, none has gotten a stronger
response than the notion of incorporating a
variety of interests into a unique livelihood.
Many people have felt stifled trying to
fit themselves into the “single lifetime
occupation” mold. And I’ve noticed a visible
sense of relief when I suggest that it’s
possible—healthy even—to create a business
from diverse passions by assembling
multiple profit centers
Of course, there are skeptics who might
challenge this notion, citing the common
platitude “Jack of all trades, master of
none.” But I politely point out that the term
“Renaissance men and women” is far more
fitting. In that period of history it was normal
for an individual to be a merchant, a poet, a
linguist, and an explorer. And it brought with
it a lifestyle that nurtured enormous creative
activity. Today, we’re once again in a golden
age of exploration and trade, and you’ll find
evidence of it right here in these pages.
Sara Cecere, from New Jersey, moved
to Rome to become an interpreter. However,
once she was there she saw the opportunity
to create another profit center from her
language skills. Now she runs a successful
language school from her apartment right in
the hearth of the Eternal City. (You can read
her story on page 4.)
There’s a practical side to having
multiple profit centers as well. Multiple
income sources can level out cash flow. No
business, no matter how large or small, is
immune from the ups and downs of income.
To everything there is a season, including
cash flow, and having a variety of sources
is one way to even things out a bit. It’s
also healthy to have ventures that require
different skills and activities. If part of your
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business has you spending hours sitting at
your computer, your dog walking service
can sneak in physical activity. Here are some
other things to keep in mind when planning
your profit centers:
They don’t have to all be the same size
in order to be valid. Some profit centers
will be occasional, some will peak and then
decline, some will be major income sources.
Your business will be a small version of a
high street: with large anchor stores, small
boutiques, and pop-up shops designed to
only have a short life.
Differing activities can boost
creativity. In the name of efficiency, we’ve
turned many of the workers of the world
into robot-like machines who show up in the
same place at the same time to do the same
things day in and day out. Creativity thrives
on variety. Setting up your profit centers
to give you a wide range of experiences is
ultimately as good for your imagination as it
is for your bank account.
Be wary of multitasking. Time
magazine did a fascinating story about
financial guru Suze Orman, a woman
who clearly understands MPCs (multiple
profit centers). She is not an advocate of
multitasking, however. “The people who
multitask,” she says, “do everything to
mediocrity at best. While they are getting a
lot done, they are getting it done in such an
inefficient way that they usually have to do
it again.”
One way to stay focused is to assign
different days of the week to different
projects. When you’re throwing pots, you
aren’t writing your pottery seminar, for
instance. Each gets its own time slot. It may
be helpful to treat whatever you’re working
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on as your only child.
Don’t neglect the easy earners.
Many profit centers require a lot of time
and attention at their launch but become
somewhat self-sufficient after that. It makes
sense to review the various projects you’re
working on and align your attention with
what each one needs to move forward.
Sometimes a profit center becomes a
noisy child and takes you away from the
others. At other times, you’ll find you’ve
grown bored with an idea and it’s time to
consider a different future for it. Every 90
days or so, do a review and make changes
where necessary.
It’s evolution, not instant creation.
Profit centers evolve over a period of time.
Ideas morph, new ones show up, old ones
have served their purpose. The important
thing is to create a business that engages
your talents and imagination and pays you
to do what you most love doing. As Paul
Hawken reminds us, “The business you can
succeed with is distinctly and utterly you
and yours. It is unlike any other business in
the world.” Your personal portfolio of profit
centers is nothing if not your own.
Our editor-at-large Barbara Winter is the
author of Making a Living Without a Job, now
in its 24th year of publication, Seminar in a
Sentence and Jumpstart
Your Entrepreneurial Spirit.
She shares her ideas about
self-employment through
seminars and retreats
throughout North America
and Europe. She has traveled
extensively and lived in
six states. She currently
makes her home in Valencia,
California.
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“How I Turned My Small Business Into a
Portable, Money-Making Online Course”

I

n 2015, while Rebecca Groskruetz was
vacationing with her husband Todd in
Costa Rica, two ideas were percolating
in her mind. The first was the thought that
they might someday be able to exchange their
Chicago winters for the warm climate and
slow pace of Latin America, and the second
was an outline for an e-book that would teach
furniture artists how to successfully market
and sell their work.
If you’re not familiar with it, furniture
artists are people who “upcycle” furniture,
giving new life to old, dated fixtures through
a process of repairing, sanding, and painting.
For many people it’s just an enjoyable hobby.
But with her experience in the design industry
and building her own furniture business,
Rebecca knew how to make an income from
it and was ready to pass on her knowledge.
As part of the furniture artist community,
she saw others making the same mistakes
she’d made years earlier. “When I started out,
I undervalued my work and didn’t position
it well in the marketplace, and I saw others
doing the same thing. I wanted to help them
avoid doing the things I did and become more
profitable quicker,” she says.
The idea for the e-book stayed with
Rebecca for months after she returned from
Costa Rica. And the stressful routine of life
in Chicago made her even more determined
to create an income from her knowledge. “I
used to wake up with a pit in my stomach
every day,” she says. “By the end of each day
we were falling into bed exhausted.”
But the final push came after Rebecca
had hand surgery. “I knew I couldn’t paint
like before and needed to find a different way
of making an income,” she says. “I decided
a good way to start was to test the waters
and see how much demand there was. So I
started my first Facebook group, ‘Flipping
Furniture for Fun & Profit Q&A,’ just to see
what would happen. I wanted to help creative
entrepreneurs price, market, and grow their
businesses through proper pricing and growth
strategies. I started pouring my experience
into the group and the participants responded.
Todd even ran ads to bring new people in. It
grew quickly.”
With a few hundred members, Rebecca
recognized that her hunch had been right
and there was a need for serious marketing

ByJen Phillips April
training in this niche. “I decided to revamp
my furniture marketing e-book idea into a
course that teaches furniture artists how to
turn their hobby into a business. So, instead
of a one-time download as an e-book, we
added a private ‘Mastermind’ group on
Facebook for support and limited access
to members,” she says. “We realized the
value was in the ability of the students to
communicate with me as they progressed
through the course. And that meant I could
charge a higher price, due to the availability
of coaching.

I saw other people
making the mistakes I’d
made earlier.
Rebecca created a full-fledged online
course, made up of written tutorials, PDF
downloads, and videos, all available through
the membership area of a dedicated website.
“It’s an online membership site and updated
regularly. Members can go at their own pace
and post questions related to the course in
the private Facebook group. There is no
set start and end date. Students navigate
through the course in whatever way they
want—depending on the challenges they face
or projects they’re working on,” she says. “I
am currently updating all modules with video
tutorials, so it will go from 10% video to
about 50% video.”
The “soft” launch of Rebecca’s course
was in April 2016 and marketed exclusively
to members of her original Facebook group
(Flipping Furniture for Fun & Profit Q&A).
Right away she sold 33 programs at a price
of $127. Excited by the results she planned
a bigger launch for June. This time she sold
216 at $149 each. In all, she made $36,375
in sales.
“Over the past two years we have
increased the value of the course through
additional content, bootcamps, and other
additions. And so our 2018 price is $299,
with another price increase planned for
April,” Rebecca says.
“Once the initial course was a proven
success, we created a new product: a separate
membership site that teaches furniture

painting techniques. Called ‘The Furniture
Painting University, this new membership site
already has approximately 1,400 students.
The price varies from $4.99 for a week’s trial
to a one-time payment of $199 for an annual
membership. Roughly 50% of the students
are cross over—as in, they’re a member
of this site as well as the original business
program.”
In the summer of 2016 sales of the course
were going well, and the family decided
to plan a two-week vacation back to Costa
Rica. As they browsed through potential
vacation rentals online, the wheels began to
turn once again. “I said to Todd, ‘What if we
rented it for an entire year instead of only two
weeks?’ Even if we only use it a few times as
a getaway, that would be ok,” Rebecca says.
Of course, one thing led to another, and soon
they had put together a plan for a winter-long
trial run of life in Costa Rica.
This time they settled on the popular
resort community of Hermosa on the
Caribbean coast. “It has a nearby airport,
strong internet, and a movie theatre. Our
complex has two restaurants, and we can just
walk down to the beach anytime,” Rebecca
says.
Though she loves her new stress-free
life in Costa Rica, Rebecca still keeps busy
updating and promoting her online course.
She’s constantly making improvements and
bringing more resources to her students
at no additional cost. “I’ve added 30-day
bootcamps on specific modules, which
includes live training. They are free for
course members, but there is a fee for nonmembers. I’m constantly working with my
free group, my paid group, and bootcamp to
funnel new members to the course via free
training and tutorials. I spend about 30 hours
a week on student support and additional
training,” she says.
While the family stays busy with work
and school, they do make time to enjoy the
beach on a regular basis and take occasional
trips to their favorite surfing spot. “We might
go to Crete in a year or two,” says Rebecca,
but in the meantime, she’s content enjoying
Pura Vida (the good life) in Costa Rica.
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BRICK AND MORTAR BUSINESS

Continued from page 1

“I Built an In-Demand Language
School Right From My Living Room”

send their kids to private schools to learn
English.”
For native English speakers like Sara,
looking to find a way to live la dolce vita,
therein lies the opportunity. Not only is a
language school a simple way to create an
income in Italy, it is also a path to attaining
a coveted self-employment visa, which
gives you the right to live in Europe’s most
majestic country for as long as you like.
The Italian capital has always had a
special draw for Sara. The impressive art
collections, magnificent architecture, streets
brimming with history, spectacular sunsets,
and delicious food make it easy to form a
romantic attachment with the Eternal City.
But Sara also had her personal reasons: “I’m
of Italian descent and coming to study in
Rome made sense to me. And when I met
my husband, Ciro, I never looked back.” She
became a qualified translator and interpreter
and also started to tutor children to make
extra money. It was the latter pursuit that
later transformed into a thriving business.

I didn’t have to make
any big investments
except in the purchase
of teaching materials.
Sara’s school, The English Workshop,
a stone’s throw from downtown Rome, now
caters to 60 students, from 6-year-olds to
university students, and includes drama and
foreign exchange as part of her program.
But it all started off quite modestly from her
living room.
“When I started to tutor students, I
realized just how poorly English was taught
in the schools here in Italy. So, in 2000,
when my children became a little more
independent, I decided to start a ‘little
school’ with elementary children after
school, to teach them English in a fun way,”
says Sara.
She gave out handmade flyers in front of
the elementary schools in Rome to promote
her new school. “The first year I had little
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Sara keeps her language school competitive by offering non-academic activities to her students,
such as music and drama.

groups of children come to the living room
in my house. I had, maybe, 18 students total.
The following year, I had 30 students and
then my 5th graders asked me if they could
continue in middle school,” she says.
From the very beginning, Sara kept
her business model cost-effective. Hosting
classes at home ensured low overhead. “I
didn’t have to make any big investments
except in the purchase of teaching
materials,” she says. “But three years after
I started, I realized that I could no longer
accommodate my students in my living room
because I was getting so many. We renovated
the entire apartment and made room for the
school. We knocked down a wall, extended
the new room into the entrance hall, and
also added a bathroom for the students. This
room had to be totally separated from my
home so that my family could come and go
without disturbing us or being disturbed.”
Now the school has a very big and
spacious table that seats 10 students, a
whiteboard, and a bathroom. Sara’s computer
is also located in this room so that in the
mornings she can do her translation work.
Sara feels she has found her niche
but has no intentions to expand. She
teaches all classes herself and says that
keeping the business small sets her apart
from competitors. “Lots of people prefer
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my school because it is small and run
exclusively by me. I have 13 groups of
students a week. Each group is no larger
than 10 students. Some groups are full to
the brim, while other groups are only six
to eight students. I work from 3 p.m. to 8
p.m. every day. In the mornings, after dinner
or any other free time I have I dedicate to
translating.”
It is not only the small groups that give
Sara’s school a competitive edge. “My
method of teaching English is fun. I make
use of music and dramatization. Every
year I put on a year-end musical with my
students because singing is the best way to
improve your pronunciation. All year long,
we rehearse for the shows and during our
lessons, after we do the grammar, we sing
the songs.”
Over the years, they have done Alice in
Wonderland, Annie, Chicago, Grease, and
Mamma Mia. For the final performance,
the school rents a professional theatre with
the parents contributing to rent. Sara’s
entire family is involved in the production.
Her daughter, a dance teacher, does the
choreography. Ciro, an artist, does the sets.
It was actually the enthusiastic parents
who then came up with the idea of study
vacations for a full language immersion.
“I myself had never been to England and I
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didn’t have the foggiest idea of how to go
about something like that,” says Sara. But
she finally caved in and decided to take
action. “Ciro and I did some research on the
internet and found a cool school in Brighton.
We went there personally to check it out.
They explained that the best way to learn the
language is with host families. That’s how
I learned that it was a custom in England to
host foreign students during the summer.”
Sara’s first expedition to Brighton with
14 students was a great success. Everyone
had a good time and greatly improved their
English. And this only increased the demand
for the study trips—she took 80 students on
her last one. “The study vacations are for
students from age 12 and up. I take them
to England, Ireland, and Scotland for three
weeks to stay with host families and learn
English in a college. Parents trust me to take
their children because they know me well.”
Some of Sara’s first students are now
enrolled at universities but continue studying
English with her as they get ready for their
Oxford proficiency test. “I’m proud to say
that their English is fantastic, and all because
they started so young and never stopped.
These older students also come on my study
vacations with me as leaders now. Who can
relate with the kids better than they can,
having experienced it themselves as kids?”
She gets great satisfaction seeing her
students’ grades in school improve and their
interest in the English language increase.
“They become aware of how easy it is to
learn English when it is done properly and
in a fun and interesting way.” As she teaches
kids from a young age to university, the
small intimate school setting also helps
her to become very good friends with her
students’ parents.
Though Sara notices that the number of
English schools is rising, the competition
doesn’t worry her, as the demand for English
is also growing and she has built a great
reputation over the years. “I have a Facebook
group page where I post information,
but I do not really advertise. It has now
been about 10 years that I have stopped
advertising, because I am well known thanks
to the publicity the parents give me by word
of mouth.”
Prices for English classes in Rome are
high enough to make a healthy profit. They
vary from €18 ($22) per hour to €1,300
($1,600) for an intensive six-week course for
adults and at least €120 ($150) per month for
children, depending on the school. After 16
years in business, Sara says her business is
solid and profitable. “There would be room

to grow if I wanted to and the potential for it
to become even more profitable is there. But
I prefer to keep it small because the parents
know me and can trust me.”
Sara believes that opening a school
teaching English anywhere in Italy could be
successful. “There is a great demand to learn
English nowadays, and the English taught in
public schools just isn’t sufficient.”
She says it is a rewarding business
although there were a few hurdles to
overcome. “One of the challenges was
finding the teaching material. Back in 2000,
when I opened the school, it still wasn’t
easy to find material on the internet, and I
had to go to Feltrinelli International book
stores to buy books, flash cards, and other
material.” She says teaching English as a
foreign language is challenging and requires
the proper knowledge. “It has taken me years
of experience to finally become the good
teacher I am. You also need a lot of patience
and love for children and young people.”
Her advice for aspiring school owners is to
get the proper qualifications (TEFL, CELTA,
etc.) and learn at least some Italian to be

able to understand the process of getting
permissions and authorizations.
“I opened my school for fun, without
thinking about obtaining any permissions.
When I realized it was becoming serious, I
took a TEFL course during the summer and
then made it officially a school by registering
it as a cultural association.” Sara’s use of
music and drama for teaching English makes
her school fit perfectly into the cultural
association format, which, in turn, allows
her some tax breaks. “In Lazio you can get
grants and tax breaks for language schools
if they are deemed to be socially useful, as
mine is.”
Many expats fall in love with the Eternal
City and Sara understands why. “Rome is a
difficult city; you either love it or hate it. It
takes a lot of patience to live in Rome, but
once you have got used to it, you won’t want
to live anywhere else. It offers everything:
culture, art, history, beautiful weather, and
fabulous food. It also has a very large expat
community that often arranges get-togethers
and other events.”

How to Open an English School in Italy
If you are planning to teach English, you need to complete short courses to obtain the TEFL
(Teaching English as a Foreign Language) or CELTA (Certificate of English Language Teaching to
Adults) that will help you to learn classroom management and planning, as well as preparing and
delivering lessons to different age groups, among many other things.
Running the school and teaching the classes yourself can save a lot of money at the start. However,
if you have more startup capital, it is also possible to hire others with proper teaching qualifications
to do the lessons for you. You can also buy an existing language school, which will help to reduce
the paperwork but requires a larger financial investment.
Before you start enrolling students, you need to do the following:
•

Open a bank account.

•

Apply for a VAT number (Partita IVA).

•

Register your business with the local Chamber of Commerce.

•

Apply for a health and safety certificate with a local authority.

You can run lessons from a rented space or, if you want to keep it small, from your house—if it
complies with the local authority’s requirements.
A language school can also be registered as a cultural association. In this case you would need
to have at least three founding members, a clearly defined scope of your activities, and a legal
address. You must fill out a number of standard documents that will be submitted to the local
revenue agency. The total cost of registration is around €300 ($372). Running a language school as
a cultural association allows certain commercial activity. Although you will be registered as a nonprofit organization you can ask members to pay fees for participating in the school’s activities such
as lectures, concerts etc., which will cover the teaching and administration costs. The advantages
of running a school as a cultural association are many; you are not required to open a VAT number
and you can also take advantage of simplified accounting and income declaration procedures.
All these should be done with a help of a qualified fiscal expert (commercialista), who can help
you to navigate the complicated Italian bureaucracy. As an English language school owner with
proper documentation, and advice from a good immigration consultant, you can obtain an Italian
self-employment visa.
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Fun, Easy, Low Cost:
Open a Consignment Shop

same level of success. An eclectic mix of
goods brings customers through the door, but
low prices make them buy.
Second-hand wares offer an attractive
alternative to the flatpack uniformity of big
box store products. And in the right location,
a well-stocked consignment store can make a
handsome profit.
This is particularly true in established
expat destinations. Consignment stores
are positioned perfectly to serve both new
arrivals looking to furnish their new home,
and those departing needing to offload
years of accumulated items. In this model,
consignors bring items they want to offload
and storeowners take a percentage of
everything they can sell.
Timmy Centner, owner of Conchal
Consignment & Specialties in the town of
Brasilito on the northern Pacific coast of
Costa Rica, saw the potential in the business
soon after he moved there from Alabama.
“Our experience in moving taught us a couple
of things. Firstly, you don’t bring everything
you need, and, secondly, you can’t always
find what you want. With the consignment
store we can help people coming into the
country find the little things they might be
missing, and we can help people leaving the
country sell the things they can’t take with
them. It’s kind of a win-win for everyone,”
he says.
Indeed, it was the understanding of
how important consignment stores are
to expats that led Laurie Bowers to open
Cuenca Consignments after she moved from
Arkansas to Cuenca, Ecuador almost four
years ago. She considers her store a great
landing place for the uninitiated. “We are
known as a place where expats moving here
start their search for home items, or to just
come in to ask about Cuenca… Like where
to meet other expats, or the best places to buy
groceries. People drop by all day long just to
visit,” she says.
Having retired as a corporate trainer for
Walmart, Laurie had no intention of taking on
new work when she moved to Ecuador. But
circumstances forged a different plan. When a
friend asked for help selling some unwanted
items, Laurie volunteered, and, by the end
of the day, they had sold almost everything.
Word spread that Laurie would help sell
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Cuenca Consignments now has 5,500 items in inventory and
300 consigners, of which it takes a 30% commission from sales.

consignment items. Soon so many expats
were bringing her their goods, she found she
needed more space and more help. So, she
formed a partnership with two of her best
friends, Suzanne Ward and Brenda Webb, and
founded Cuenca Consignments.
“One thing led to another, and we now
have a six-bedroom, two-story villa filled
with items,” she says. Cuenca Consignments
has the charm of a Cracker Barrel restaurant,
with all kinds of household decorations for
sale hanging on the walls and homemade
treats you can buy—like jams, salsas, and
coffees. You can grab a free cup of joe,
lounge around, have a chat, browse the
inventory, or ask for tips on where to buy
things. Laurie has a natural, outgoing charm,
which is why she is affectionately dubbed the
“Expat Mayor of Cuenca.”
Part of Laurie’s motivation comes from
her own experiences when moving to Cuenca
and how lost she felt when she first arrived.
“My husband, Jim, and I did lots of research
that included reading International Living
and taking a month-long tour of Ecuador.
We pulled into Cuenca at 7 p.m. at night and
saw all the little lights across the village and
the beauty of the Andes mountains, and fell
in love. Between the charm of the city, the
architecture, temperature, and friendliness,
Cuenca was everything we had read about.
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We made our decision in one day.”
Though she never planned on going into
business, Laurie admits that her consignment
store has been very successful. “We grossed
around $120,000 last year,” she says. “We
now have 5,500 items in inventory and
300 consigners, of which we get a 30%
commission of the sale.”

Building the Business
Laurie’s first piece of advice to anyone
opening a consignment store is to find the
right location. Even with good inventory, if
your customers can’t find you, or if you’re
too far out of town, they won’t visit.
She recommends looking for a location
on a bus line that’s easy to walk to so that
it’s convenient for expats and locals. Then
make sure you advertise in as many ways as
possible so people will know your location
and offerings.
She also recommends trying to rent a
space that is residential but in a business
area (not unusual in Ecuador). When she was
looking at commercial property, the costs ran
anywhere from $2,000 to $3,000 a month.
But the rent for her current two-story villa
is only $800, and one of her partners lives
upstairs, which covers half the rent.
One of the earliest lesson Laurie learned
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when she was first getting started was the
importance of a good inventory system. “We
first kept our records on Excel spread sheets,
but we couldn’t keep the detail we needed. If
a tag fell off, we didn’t always know who the
item belonged to, or details about the item.
That’s when we found an inventory system
designed specifically for consignment and
resale shops called Traxia. It costs $100 a
month and can be found through a website
called SimpleConsign.com. Now we have
bar codes and a scanner. We’re almost as
professional as Walmart,” she laughs.
The big benefit of opening a consignment
store is that they have very few startup costs.
Because the inventory doesn’t need to be paid
for, the biggest cost is the premises itself. And
this means that there is very little financial
risk. Anything that doesn’t sell goes back to
its original owner at no cost to the store.
Laurie says that her initial startup costs
were zero. “Because we were liquidating a
friend’s home and only sent emails to our
personal contacts, we didn’t even need a
location,” she says. “Once we decided to
make the business official, we contacted an
attorney who guided us through setting up a
legal business. When we found our building
and paid the attorney, it only cost us about
$1,000 in total, and we shared that between
the three of us.”
Even buying an already established
consignment business is relatively
inexpensive. Timmy, in Costa Rica, paid
$25,000 for his store. His only startup
costs were for the transfer of the business,
including the setup of his Costa Rican
corporation, which came to around $2,000.
“The transition was very easy and seamless,”
he says.
Tom Thompson paid just $5,000 for
Barbara’s Bazaar consignment store, soon
after he moved to the town of Ajijic in
Mexico. And not only was it a bargain, he
says it was also far easier than starting from
scratch.
Days after landing in Ajijic 25 years
ago, Tom stumbled upon the consignment
store and quickly became a customer. Upon
meeting Barbara, the owner, he told her he
was interested in buying the store when she
was ready to sell. Barbara responded by
saying that she just sold it to an American
couple. (Her reason for selling was her
husband died and she was moving back
to the U.S.) But the couple couldn’t get
their residency papers together, so Barbara
withdrew the sale and sold it to Tom instead.
“The $5,000 price tag included absorbing

Painter, Dean Keyes (left) enjoying the “Artist of the Month” event at Cuenca Consignments,
where her work is sold with no commission added.

her debt. I owed the consigners what she
owed them. If I would have bought an empty
space and started a consignment store from
scratch, I would have needed to stock it. This
way, it came fully stocked,” explains Tom.
In San Diego, California, Tom had his
own antique business. “I rented a stall in a
flea market, bought early from other antique
dealers, took the items back to my stall, and
sold them for a higher price.”
He went on to open a store, stocking his
shelves with items he bought at flea markets,
such as Art Deco furniture, oriental rugs,
and antiques, and then marking the items up
three times the price he paid for them. At one
point he got involved in a huge estate sale
and made approximately $680,000 in sales
commission.
In 1985 Tom visited Yelapa, Mexico,
and fell in love with the place. “I returned to
San Diego to close everything up, put stuff in
storage, then moved to Mexico.” He ended
up staying in Yelapa, on the Pacific coast, for
eight years—on sabbatical—living off his
income from San Diego. “Rent in Yelapa at
the time cost me about $40 a year, so I didn’t
have to work for those eight years.”
Tom eventually left Yelapa because
his daughter was approaching two years
old and he wanted to live somewhere more
developed, with “good schools, electricity,
and pavement,” none of which the small
town had at the time. And having heard about
Ajijic, he arranged for a visit.
“After my first night in Ajijic I walked
around the village and thought, this place is

perfect for me. I had considered exploring
other areas in Mexico but ended up staying
put.”
It was on that same morning walk that
he discovered Barbara’s Bazaar. The original
store was next door to the present location
and in a much smaller space. Tom eventually
bought a larger neighboring property where
he now lives above his store.
Barbara’s Bazaar specializes in antiques
and collectibles, including Mexican antiques
and textiles, vintage Mexican pottery, oriental
rugs, artwork, and mid-century furniture.
They also carry rare books, kitchenware,
accessories, and electronics—all the items
that expats no longer want. 80% of the store
is consignment.
“I used to buy Mexican antiques and
oriental rugs at flea markets and estate sales
in Guadalajara,” says Tom, “but there’s
now an abundance of items available in
the lakeside area. People are either dying,
downsizing, or going back to their country of
origin for health reasons.”
“Barbara’s Bazaar has a good or bad
reputation, depending on who you talk to.
Some people think we overcharge for our
items. We collect 33% commission. But
we are not Walmart, and we don’t try to
match their prices. We have 13 employees
receiving fringe benefits, such as holiday
pay. We also pay all taxes that are owed, and
the 16% Mexican EVA tax is included in our
prices. Nevertheless, we are always open to
negotiation, especially on items that have
been for sale for over a year.
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“If a customer buys something that
doesn’t work,” adds Tom, “our store has a ‘no
question’ refund policy.”

Attracting Clientele
A consignment store in an accessible
location is the best way to ensure a steady
stream of customers. However, dedicating
time and even a small budget to advertising
can make a huge difference. For Laurie,
marketing is at the heart of Cuenca
Consignments’ strategy. “We spend around
$200 a month on advertising through our
website, local magazines, and newspapers
that serve the expat and Ecuadorian
community. Our Facebook account has
5,000 followers, and we post new items
to it regularly,” she explains. “Plus, we’re
currently building a new website that will
have an auction system that will allow you to
buy items online.”
Finding clever ways to draw people
into the store has taught Laurie that opening
her doors for free to expat and Ecuadorian
vendors is a great way to build her business.
On “Fresh Food Fridays,” vendors set up
outside on the front terrace where customers
can buy fresh breads, cookies, sweet corn,
strawberries, sweet potatoes, fresh seafood,
and cheeses. “We give them tables and space
from 11 a.m. to 2 p.m.,” says Laurie. “It
brings in new customers to our store and
gives the vendors a free venue for them to
sell their wares.” She also hosts “Customer
Appreciation Days” where her husband, Jim,
serves up hot dogs, hamburgers, chips, and
drinks for free. “We want people to know that
they make the difference,” she adds.
Next month, they will be opening their
doors to vendors of animal products for “Pet
Lovers Day” where they will be selling pet
cookies, dog food, dog beds, cat trees, and
other pet related products. Like all their
vendor days, 100% of product sales go to the
vendor.
As well as creating a community space
for expats, Laurie has also focused much
of her attention on attracting the local
Ecuadorian market. In fact, she says that,
“Out of 50 new customers we had yesterday,
47 were Ecuadorian.”
Part of her strategy has been to adapt
her pricing to accommodate the Ecuadorian
inclination to always bargain. “We learned
that Ecuadorian people, from the day they
are born, learn how to bargain. We have lots
of Ecuadorian customers, so we don’t lower
prices because of the culture. We come up
with the base pricing by asking our clients
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what are high and low prices they will
take for their consignment, and we have a
25% consignment fee which goes towards
operations. But most expats don’t feel
comfortable bartering. So, we tell them if
you see a telephone for $125, don’t freak out.
We’ll probably take $65. It’s about fitting in
with the culture.”
In fact, getting Ecuadorians involved
in her business has drawn more customers
and connected her intimately with her new
adopted city. “By working with each other,
it’s opened many doors and given us a whole
new world of friends. We do business with
taxi drivers, truck drivers, movers, real estate
agents, all types of vendors and work with
them to grow their businesses.”
Likewise, many of Tom’s clientele are
locals, as well as wealthy Mexicans from
the nearby city of Guadalajara. His business
has seen exponential growth. “I have a
tremendous volume of stuff coming in and
out of my store. Last November, I received 20
truckloads of items from a nearby large adobe
house that’s for sale, built in the 1890s. The
owners need to have everything out before
escrow closes, so we are slowly bringing
all those antiques into my store; mostly

1.

1980s-era antique furniture.”
Occasionally, account owners pass away
and chose to donate their profits to a good
cause. “Three of our clients in the past five
years left instructions for us to use or donate
their leftover account balances to whatever
we decide best serves the community,”
says Tom. They’ve used those funds, plus
donations from living donors, to create
a garden area with sculptures alongside
the Ajijic lakeside malecón (boardwalk),
including a large fountain. “It’s great to be
able to do something for the community that
I love.”
“I’m 71, and at some point I’ll do
something else. I feel lucky that I haven’t
slaved over work my whole life. I’ve built up
the business and have now passed it on to my
daughter and her husband. I’m the patriarch;
they’re the worker bees,” says Tom.
For Laurie, bringing customers into her
store has been about much more than making
sales. Her two-story villa has transformed
into a community hub where she can meet the
ever-growing family of expats in her adopted
town. “I didn’t intend to work when I got
down here. But I love what I’m doing. And
we’re having lots of fun,” she says.

Five Steps to Getting Started with a Consignment Store
Find the Right Location

Finding a good location is essential. A successful consignment store needs to be in a place
with a decent amount of foot traffic, where tourists might be likely to visit. It should also be
in proximity to a pool of prosperous local clients. Choosing a large expat community will
guarantee a decent number of customers and consignors from the get go.
2.

Choose your premises

When choosing a premises you’re weighing up two factors: visibility and cost. You need
to make sure that the customers will be able to find you, but the overhead must also be
sustainable. Rents can be high in popular spots, but business can be difficult off the beaten
track. Laurie’s solution was to rent in a residential building in a business area, saving her $1,000
to $2,000 a month.
3.

Stock Your Shop

Your customer will dictate the type of items you should sell. For instance, if your store is in a
large tourist area, they’ll be interested in buying local crafts, and therefore it’s important to form
contacts with local artists and craftspeople. If you plan on selling consigned furniture to expats,
you’ll need to become known to the community and make them aware of the service you offer,
because they’ll be the people stocking your store.
4.

Market Your Wares

Marketing through social media is a quick and relatively cheap way to get the word out. You
should start a website and/or blog and maintain a social media presence. Like Laurie, you could
also run promotional events and take out advertising through traditional media outlets.
5.

Keep Track of Inventory

Keeping your accounts clear is the best way to learn what sells and what doesn’t, which will
help you improve your inventory over time. You’ll also need to keep track of who you owe and
what each item should cost—as well as the lowest acceptable offer. Traxia consignment store
software is a fairly cheap and easy way to do it.
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PASSION TO PROFIT

Make Easy Profits with a
Ready-to-Go Turnkey Business

W

By Jackie Minchillo

hen Rick Graham was offered a
turnkey sport fishing business in
Playas del Coco, Costa Rica for
$125,000, he had to think hard about it. “At
that point the business was just breaking
even,” he says. “The fixed assets were really
only worth about $80,000. So in essence, I
had to decide if it was worth spending the
additional $45,000 on the existing business,
or take the whole $125,000 to try and buy a
boat and all new equipment and start from
scratch.”
Rick had spent his career in the car
and restaurant industries back in British
Columbia, Canada. “Both required long
hours and came with lots of stress and
headaches,” he says. “I had been considering
a move to some place with a tropical climate
when a friend told me about how much she
loved Costa Rica.” Rick decided to include
it in his research. The more he read about it,
the more he grew convinced that Costa Rica
would be a good fit.
“During my research I came across a
classified ad for a sport fishing business.
Fishing has always been a great hobby of
mine so it caught my attention and I decided
to put in a call,” he says. “At the time, the
owner actually told me it wasn’t really for
sale; he had just listed it to help a friend
with his website. But I put the bug in his
ear that if he ever decided to sell I would
be interested. And clearly he was more
interested in selling than he thought because
next thing you know I’m on a plane with my
son to go check it out.”
Dream On Sport Fishing included a
boat, all equipment, rights to use the same
name, and a crew with a combined 60 years
of experience boating and fishing the local
waters of Costa Rica’s northern Pacific coast.
But as Rick contemplated what he saw as
a $45,000 deficit in the value, he also saw
a great opportunity. “One big advantage
you can find with an existing business is
an already established, good reputation.
Building upon something that already has
a good foundation makes it much easier to
reach profitability quicker than starting from
square one.”
And on top of that, Rick noticed that
the previous owner had not put serious
effort into marketing the business. He felt

When Rick Graham took over Dream On Sport Fishing he was able to
increase the revenue by 300% by focusing on the marketing.

that with just a little outreach effort, he
could significantly increase the intake of
the business and increase its value in the
process.
“About a year later we made a deal and
I officially took over on May 1, 2015, which
is how Playas del Coco became my new
home,” says Rick.
If you’re not fluent in Spanish or
familiar with Costa Rican laws and
regulations, Rick says hiring a good
lawyer to handle business transactions and
accounting matters is a must. “It’s to be
expected in a new country with a different
language that you will need help navigating
something like buying a business. And it’s
well worth it. I paid about $1,500 in legal
fees to get the purchase finalized.”
As soon as he took the reins, Rick
understood what he could bring to the
business. “I always had a dream of being a
fishing boat captain. But once I got down
here and met the crew, I quickly realized it
was better to leave them handle what they’re
good at. My time would be better spent
focusing on establishing an online presence,
marketing, and handling communication
with customers.”
Rick says he found great success in
pumping up the business presence on
Facebook and encouraging guests to leave
TripAdvisor reviews. He also placed a big

emphasis on his customer care. “I always
have my phone on me. I think it’s a big part
of my company’s success that I respond to
customer inquiries very quickly. It seems so
simple, but I hear from a lot of people that
they never even received a response from
other companies they reached out to.”
Rick also takes a boots-on-the-ground
approach to marketing his business. He says
local networking has been crucial. “The nice
thing is there’s a huge expat community, and
both the expats and the locals are generally
really great about supporting one another,”
he says. “I have spent a lot of time literally
going door to door, making sure I introduce
myself to everyone and that local business
owners know me and my company. When
tourists come in to stay at their hotel or eat
at their restaurant and ask for sport fishing
recommendations, I want to be the first
person who comes to mind—that’s really
important.”
In addition to networking, Rick tries to
get involved in community initiatives that
give back. One example is Dream On Sport
Fishing’s sponsorship of a local “Breakfast
with Santa” event for kids that live in the
area, put on by a non-profit called Patas y
Manos.
Due to his marketing efforts, and just a
little initial investment in new equipment,
Rick says he was able to increase revenue
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by 300%—a significant jump from when he
bought in.
Even running a flourishing sport fishing
business, Rick says his new lifestyle in
Coco is very relaxed and his days are largely
unplanned. One of the more developed beach
towns along the northern Pacific coast, Coco
has a bustling downtown area with shops and
restaurants and plenty to do. But it also has
an element of casual Costa Rican charm that
lends to the laidback lifestyle.
Rick admits that for the most part he has
to do very little to keep the business moving.
“Continuing to invest in my experienced
crew has been the best decision. They work
much harder than I want to, now that I live
in paradise,” he says. “I usually start my day
taking my dog, Lodo, to the beach around
sunrise. Our beach walk includes meeting up
with my crew to provide any supplies they
need for the day’s charter. After returning
home, it’s emails and catching up on some
news—only enough to keep me current. I
enjoy a strong cup of Costa Rican coffee,
respond to customer inquiries, and post
pictures on our social media pages.
“Most days include lunch at one of
the local spots where there is always an
assortment of friendly expats to join. Other
than that, the day might include fishing,
pool time, a Harley ride with friends, a trip
to the beach...or whatever happens to be
happening. There’s two days in my week...
today and tomorrow,” says Rick.
Dream On Sport Fishing offers a
variety of fishing charter options on a fleet
of boats affectionately named “Dream On,”
“Victory,” “Yellowfin,” “Jackpot,” and
“Gryphon.” Full-day offshore charters range
from $850 to $3,200 and half-day inshore
charters range from $600 to $1,200. “We’re
not the cheapest charter around, but I always
tell people you can waste $600 or have
$1,000 well spent,” says Rick. “There are a
lot of nuances to fishing in Costa Rica and
if you’re not with an experienced crew, you
can lose your money very easily.
“There are protected waters, licenses,
and safety measures to think of. Usually
the low-priced operators tend to skip a lot
of these. If a tourist is on one of these boats
and they get boarded by authorities, they
will be turned back to shore and lose their
money. You could even technically be fined
or arrested for fishing in protected waters—
they take it very, very seriously here. Our
customers pay for a safe, tailored, superior
experience and our customer reviews speak
for themselves.” In addition to customer
accolades, Dream On Sport Fishing was also
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Though Rick dreamed of being a fishing boat captain, he quickly realized it was better to leave the crew to
handle what they’re good at, while he focused on marketing.

named “Water Sports Company of the Year”
in 2017 by Luxury Travel Guide.
Seasonality is definitely a factor, but
Rick says it hasn’t been too difficult to
navigate. “There are busier times than others
for tourism, so you have to take that into
account,” he says. “I’m fortunate to be at
a point where I’m meeting my expenses
year-round, but business does get quiet,
particularly in September and October.
Because those months are slow—even
though it actually adds expense—I try to
use that time for major annual maintenance
projects like hull and deck painting. That
way when high season starts back up, we’re
ready to go and don’t have to lose out on
any business to take care of these things. It’s
really just a matter of proper planning.”

I’ve seen a huge
improvement in my
health and happiness.
Monthly business expenses usually
come in around $3,000 and Rick says his
personal expenses are usually about $2,500
per month. “If I needed to I could easily cut
my personal expenses in half. I’m just lucky
to be earning and not on a fixed income right
now, so I don’t need to worry about being
too strict with my budget,” he says. “My
monthly business expenses cover paying
my full-time crew (rather than drawing
from the local talent pool on a casual basis),
maintenance, fuel, any needed equipment,
and the food and drinks we supply on our
charters. We always invest in the best bait
and without limiting distance we troll at the
proper speeds rather than worrying about
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monitoring fuel too much. We’re also fully
insured and go through annual inspections
with the port authority. These things might
sound like a given, but you’ll find people out
there who try to cut corners and skip some of
these things. It’s better for everyone involved
to do it by the book.”
Hiring a local accountant has helped
Rick navigate things like taxes and annual
licenses. “Having owned businesses in
the past in Canada, I know a lot of the
regulations in place are for consumer
protection and such. But I found there were a
lot of expenses disguised as necessary policy
that were just designed to extract more of my
hard-earned dollars,” he says. “Here in Costa
Rica I find the taxation is very fair. However,
here again, without being fluent in Spanish,
it has been vital to have a good accountant.
I will get there with my Spanish, but while
I’m working on it, it’s better to hire someone
to help me avoid making any mistakes.”
With days spent dictating his own
schedule and leaving his crew to handle what
they do best, Rick says Dream On Sport
Fishing has been a dream. “The weather is
beautiful and I love the community here. I
find most people are like-minded in that they
have embraced the Pura Vida lifestyle,” he
says. “I was able to buy a great business and
build it to a point of profitability and in the
little more than two years I’ve been here.
I’ve seen a huge improvement in my health,
happiness, and overall lifestyle. I also know
that one day if I decide to sell, I will be in
good shape. Just in this short amount of time,
I’ve had offers for more than double what
I paid—although I’m not entertaining any
right now. I love what I do and it’s actually
pretty easy.”

CLASSIFIEDS
BUSINESS OPPORTUNITIES

Your guide to money-making
CLASSIFIEDS
opportunities worldwide
Global health Insurance

PROPERTY FOR SALE

For more info call 954-514-6702

Life is Great!

Overseas living is so much more enjoyable when
you can have the stock
market fund your passions!
Learn to trade S&P 500 options using
our proven, reliable method
for stunning daily gains.
Become consistent, confident trader,
working from anywhere, anytime.
We teach you how, on your terms!
One stock, one strategy, one hour a day.
Free e-book,
‘Kick Ass SPY
Options with Trader Hugh’.
www.daytradeSPY.com

www.covermeglobally.com

PROPERTY FOR RENT/TRADE/
TIME-SHARE

Enjoy a relaxing getaway at Chateau
de Courtomer in the Normandy
countryside of France!
MOBILE VILLA (3br/2ba).
Tax free! Free training. Financing
(US residents). $269,000
bigyachts@gmail.com

Dreaming of paradise?
But just can’t afford to live there?
FREE list of some business opportunities that
can be run from ANYWHERE!

www.peterconradconsulting.com/ExpatIncome
EDUCATION

Learn to Trade

Imagine how enriched your life would be if
you learned but one new skill a year!
This year, make it stock options trading.
Learn to create wealth, the funds you need to
travel and live overseas.
Trade options from anywhere using your
laptop and wifi.
Expect to be earning in 30 days.
Financial freedom is closer than you think.
Free e-book/trial
daytradespy.com/InterLiving

SERVICES

The Mermaid House in
Chapala Riviera, Mexico
$90,000US
Furnished 3 bedrooms 2.5 baths
Info: ligori@ymail.com

This 400-year-old luxurious, private venue is
perfect for family getaways, business meetings,
weddings and other special events.
We are now accepting bookings for 2018.
A one-week rental costs 6500 Euros + a 375
Euro cleaning fee for up to 15 people.
Special IL Subscriber Price: 5450 Euros per
week + 375 Euro cleaning fee for up to 15
guests. Additional accommodations available.
Contact us today to secure your booking or
to plan your special event. Our team is also
available to help you organize special trips
to the Normandy beaches, Paris and other
wonderful points of interest throughout France.
Email: info@chateaudecourtomer.com.
Phone: +33 6 49 12 87 98
Web: www.chateaudecourtomer.com

VILCABAMBA, ECUADOR
3.5 Acres & 3 Houses
Over 200 Mature Fruit Trees
Purest Spring Fed Water & Freshest Air
$189,000
English: vilcabamba.organic.property@
gmail.com

One Address Wherever You Travel

PERSONAL MAIL INTERNATIONAL
Manage your mail in a PRIVATE, SECURE, AND
TIMELY fashion with PMI – your professional,
experienced, mail concierge. In the mail management
business since 1987! A team of US based, experienced
professionals will handle your mail, package, and
prescription needs safely and professionally. Visit
our website www.personalmail.international.com to
learn more about our services. If you like what you
see – sign up is easy from the site. When you sign up
for service - mention International Living and receive
1 month of service charges free.
A+ BBB rating. Winner of EMMA 2015 Employee
Benefit Services of the Year. As a woman owned
and operated business we are a member of WBENC
(Woman Business Enterprise National Council)
PERSONAL MAIL INTERNATIONAL, INC.
WHITE GLOVE – PERSONAL SERVICE
973 543 6001
WWW.PERSONALMAILINTERNATIONAL.COM

COSTA RICA - LAKE ARENAL VIEW

Built 2015, 1/2 acre, 1,000 sq ft, great room,
2 bedrooms, 2 bathrooms. $175,000
contact kathrynbiggs100@hotmail.com
CLASSIFIED ADVERTISING RATES

$1.75 per word. Boldface or ALL CAPITAL words an
additional $0.25 per word.To include a box around the
advertisement is an additional $10. Picture $75.Incomes
Abroad subscribers receive a 20% discount. Deadline
is six weeks preceding publication. Prepayment must
accompany every classified ad.To place a classified ad
please contact advertising@internationalliving.com.
All listings are accepted on a first-come, firstserved basis. International Living reserves the
right to disqualify any listings it deems unsuitable.
International Living does not endorse these
organizations or their respective products, services
and programs. In addition, International Living shall
not be responsible for any and all liability, including
negligence, that may arise from a member’s use of
the advertisements. “Caveat Emptor” applies—let
the buyer beware.
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Make 700% Profit Selling the
World’s Best Pepper
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Never underestimate the value of spice. It was the taste
for exotic flavors that opened up trade routes between Asia,
Northeast Africa, and Europe centuries ago. And, as IL’s
Cambodia Correspondent, Steven King, has discovered, there
is still money to be made from the intercontinental spice trade
today.
Because of its growing popularity, and due to its limited
availability in the world market, enterprising small exporters have
been making as much as 700% in profit from a rare Cambodian
pepper. The Kampot Pepper—which has been praised even by
celebrity chef Gordon Ramsey—has a powerful, yet sweet flavor
that excellently complements fish and seafood. Many consumers
in the West are keen to get their hands on it.
Grown by an association of less than 400 farmers in the
Cambodian province of Kampot, the pepper was granted GI
status by the World Trade Organization in 2010, which certifies
a product’s place of origin. This was due to the unique climate
and growing conditions of the region. But it also limits supply,
making it a very lucrative crop to get a hold of.
Locally, Kampot Peppers sell from $15 to nearly $30 per
kilogram (2.2 pounds) depending on the variety. However, in
many Western countries people are willing to pay over 10 times
the local cost for small amounts of the pepper. By meeting one
of the approved pepper plantation farmers in Kampot, and
negotiating an ongoing business relationship with them, you
could make a hefty profit selling the coveted peppers online.
Though demand from high-end restaurants has already been
met by established suppliers, private consumer demand is still
high. You could either sell through an online platform such as
eBay for $15 to $20 per 100 gram (3.5 ounces), or you could
potentially make more by creating your own dedicated website,
offering recipes, and cooking tips, as well as your own online
shop selling a range of branded packs. Done right, it could be a
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Own a Wellness Center on Costa
Rica’s Pacific Coast

g…
If you have an interest in fitness, yoga, and natural healin
…
beach
al
tropic
a
on
work
and
and have always wanted to live
coast
Pacific
rn
northe
Rica’s
Costa
on
sale
this business for
might be for you.
Revive Wellness Center is a long-running gym and day
hops,
spa, offering personal training, massage, wellness works
like
dures
proce
tic
yoga and other fitness classes, and cosme
g and
healin
Reiki
offer
also
They
.
microdermabrasion and Botox
00.
$94,0
is
price
asking
The
life coaching.
The leased building where the business is located is airthe
conditioned—a must in the tropics. It’s set back a bit from
of the
views
has
space
studio
the
but
walk,
minute
a
just
,
beach
indo,
ocean. Its location on the road between downtown Tamar
from
s
visitor
with
ar
popul
town
a bustling beach resort
ntial
around the world, and Playa Langosta, an upscale reside
every
past
go
ers
community, means a lot of potential custom
day. The location is actually within the chic Langosta Beach
Club.
Revive is popular with local expats, as well as visiting
for
tourists (and highly rated on TripAdvisor). This area is known
h
enoug
small
it’s
its surfing, fishing, and great beach scene. And
ss.
busine
new
your
at
work
that you could walk or ride to
The business was founded in 2014. And the owner, who
is moving back home for personal reasons, will provide
training to the buyer. You can find more details at: www.
revivewellnesslangosta.com.

SUITCASE IMPORTING

International Living’s Incomes Abroad | March 2018

13

SUITCASE IMPORTING

14

International Living’s Incomes Abroad | March 2018

