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new directions

‘I turned my love  
of interior design 
into a career’

‘I love African-
inspired accessories 
and now I have two 
shops selling them!’

‘Launching my 
cake business was 
a perfect way to 
bake for a living’

‘I changed careers 
and opened a 
boutique salon’

From sumptuous homemade cakes to Afro-chic 
accessories, four women tell catherine Galloway  
what inspired them to start up their own businesses

We turned 
our passions 
into a biz!
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Khensani Peters, 33, left her job in it to start her own 
business, ntshovelo Cakes. she lives in Midrand. Lyne BreytenBaCh, 37, transformed her decorating shop 

into an interior decorating business. she lives in Paarl with her 
husband, Johan, and their children – Jean, four; and Lecia, two.

new directions

the iDea I worked as an accountant for years but wanted to do 
something about my lifelong love of art and interiors, so I opened 
up a shop, Living on Main, where I sold gifts and goodies to 
decorate homes. In my spare time I did an interior decorating 
course and learnt how to style a room, from the wall colour to the 
choice of furniture and where to put it. Often, people coming into 
my shop would need the help of a designer – they’d want a new 
bedside table, but wouldn’t have thought about the size, the type 
of wood, or whether it would need legs or should rest on the 
floor and I realised I had the decorating and design skills needed 
to make the process easier for my clients. I loved that I’d be 
helping them to create a space, rather than simply helping them 
to furnish it, so I decided to open up an interior design and 
decorating business under the same name, Living on Main. 
What haPPeneD neXt I 
had a closing-down sale to 
get rid of my stock and 
converted the space into an 
office and consultation room, 
where I now see clients. Many 
of the shop’s regular customers became my new business’s first 
clients and, as word spread, my customer base grew. 
Where i aM nOW In making a client’s home beautiful, I design 
and select every detail, from the first tile that’s laid, to the trim 
on a scatter cushion. I’m no longer bound to retail hours, so I 
arrange to see my clients in the mornings while my children are 
at school, then spend the afternoons at home with my family. 
Although I’m not earning the salary I did as an accountant, the 
rewards in my personal life are far greater than I imagined.
the FUtUre I’d love to hire someone to help with admin,  
which would free me up to do design and meet with clients. 
BiGGest ChaLLenGe It took me a long time to build up a 
reliable list of suppliers that have a high standard of quality. 
Greatest aChieVeMent Setting my own working hours.
BOOst yOUr earninGs There are no shortcuts to delivering 
quality products. Inferior quality will cost you in the long run, so 
find other ways to cut costs, like working from home.  w&h

LaUnCheD 2005
start-UP R50 000 to R80 000pm
livingonmain.co.za

BuSIneSS In fIguReS

the iDea I’d worked as a computer programmer for six years  
but felt like I needed a new challenge. I loved baking but never 
imagined I could charge for my cakes; nonetheless, I decided to 
test the market by selling my homemade cakes at my office tuck 
shop. I dropped off a few cakes, three dozen scones and a batch 
of muffins at the tuck shop each morning and, when I’d check 
back at the end of the day, everything would be sold out. It was 
encouraging to go home with empty Tupperware, knowing that 
someone had bought and enjoyed what I’d whipped up. 
What haPPeneD neXt I didn’t want to leave my job until I’d 
got the baking business off the ground, so I worked in my spare 
time. At the end of every month, I’d use what was left of my salary 
to buy the equipment I 
needed – the first piece  
I bought was a Kenwood 
Major Mixer for R3 000. 
gradually, my kitchen filled 
with appliances and I had  
a good collection of faithful, 
flop-proof recipes from family and friends. However, my cake-
decorating skills needed work. A friend told me about Hilda 
Kemp, owner of Hilda’s Cakes. I contacted her and she agreed to 
share her secrets with me. I resigned from my job and, for three 
months, devoted my time to decorating cakes. finally ready to 
launch ntshovelo Cakes, I advertised on a wedding website and 
paid a designer R5 000 to create my business logo and website. 
Where i aM nOW I’m making cakes full-time from home, and I’m 
training a young woman to help me decorate the cakes, so I can 
keep up with the orders that are flooding in. I sometimes work 24 
hours a day when I have a big order, but I love what I do. 
the FUtUre I’d like to open up a coffee shop where people can 
come and chat about a bespoke cake they’d like me to create. 
BiGGest ChaLLenGe I miss the security of a job, but being an 
entrepreneur has taught me to plan and save for leaner periods.
Greatest aChieVeMent Having brides choose me to 
decorate their wedding cakes, which is a huge component  
in one of the biggest days of their lives. 
BOOst yOUr earninGs Don’t get into debt by taking out 
loans. Start small and buy equipment and stock as you grow.

LaUnCheD 2008
start-UP R750 000
CUrrent tUrnOVer R300 000pa
ntshovelocakes.co.za

BuSIneSS In fIguReS

the iDea I’d spent my career teaching but had always wanted  
to work for myself and that idea grew until it was like an elastic 
band ready to snap. So, at the end of 2010, I left the comfort of  
the classroom to start my own business. A friend invited me to be  
his assistant at a Botox consultancy he was starting and I jumped 
on board. i found the perfect spot for our consultancy in Birdhaven,  
and signed the lease for a year. unfortunately, before it took off, 
we realised we weren’t well matched as business partners, so we 
parted ways. I was left without a plan and was stuck paying rental 
on an office space. I decided to pursue our original idea, and threw 
myself into transforming the rented space into an exclusive salon.
What haPPeneD neXt My husband and I painted the walls, 
sealed the parquet floors 
and sourced furniture.  
I painted pictures to hang 
on the walls and filled 
open spaces with orchids. 
I bought two treatment 
beds, a facial steamer and 
all my products, which came to about R100 000. A friend 
suggested I approach !QMS Medicosmetics to stock their brand.  
I tried their Classic Collagen treatment and fell in love with the 
products, then went on a training course through futurethis 
Consultancy, who import !QMS. My graphic-designer friend also 
helped me create my business logo, stationery and complimentary 
treatment vouchers to attract clients – they worked like a dream!
Where i aM nOW I have contact with my clients at every stage.  
I answer the phone when they call to book an appointment,  
do the treatments myself and walk them to the door when they  
leave. Although business has picked up, I haven’t taken a salary 
yet – I’m reinvesting every cent I bring in to grow the business. 
the FUtUre I’d love to open a second Manx branch. 
BiGGest ChaLLenGe Attracting new clients to the salon.
Greatest aChieVeMent Six months after opening, I’ve reached 
a turnover of R100 000 and I’m breaking even each month! 
BOOst yOUr earninGs good people skills are invaluable.

LaUnCheD 2011
start-UP R130 000 
CUrrent tUrnOVer R19 000pm
082 312 6746

BuSIneSS In fIguReS

niCOLa LeitCh, 50, started a fashion label with a conscience.  
she lives in Bryanston with her husband, Guy. they have  
three children – emily, 29; Daniel, 21; and isabelle, 19.

CharLene sChUMaCher, 40, opened boutique salon Manx 
Consulting last year. she lives in Orchards with her husband, 
Peter, and their two daughters – Kirstin, 14; and robyn, 13.

‘My passion for fashion evolved 
into a successful business’

‘Leaving my job to start my own 
salon was a gamble that paid off’

‘Switching careers has given me 
much more control over my time’

‘My part-time hobby has grown 
into a thriving baking business’ 

the iDea I had my own fashion label, La Bella, for 12 years  
and loved it – we even appeared at the Mercedes-Benz fashion 
Week. In 2000, I sold La Bella to run a chandelier and cabinet 
business, but I missed the fashion industry. Then in 2008, I went 
to Watoto Villages – an orphanage in uganda – and was inspired 
to design accessories that showcased Africa’s talent. 
What haPPeneD neXt Instead of simply designing beautiful 
bags, belts, hats and cushions, I wanted to create ‘luxury items 
with a conscience’. I felt 
strongly about creating 
jobs, so I asked women 
at a local community 
centre to hand-make 
my designs. Once I’d 
put a team of women 
together, I found someone to train them in beading, embroidery 
and hand-stitching. I built up a good accessory supply, then 
approached game lodges to stock them. As sales skyrocketed,  
so did my confidence, so I found a spot in Parkwood to open a 
shop, using my bond to cover the rent. In 2009, I launched my 
shop, African Queen. 
Where i aM nOW As my accessories sold, I spotted a niche  
for upmarket African goods like dresses in animal print and 
beaded leather sandals. Since then I’ve expanded into kitchen 
and homeware items, like aprons. In 2010, I opened a second 
store in gowrie Village in KwaZulu-natal and started offering 
workshops where you can design your own leather handbag. 
the FUtUre My next big step is to open up stores locally and 
then export overseas, starting with Barcelona, Berlin and London. 
BiGGest ChaLLenGe The trend in SA is to import, so it’s not 
always easy to get your products made here. But if we look 
locally, we’ll find eager people who we can train to do the job.
Greatest aChieVeMent African Queen was chosen as one  
of four finalists in the 2011 ernst & Young World entrepreneur  
of the Year award programme. 
BOOst yOUr earninGs Minimise waste by using all the fabric 
you can. I turn scraps of fabric into cute brooches and bags.

LaUnCheD 2009
start-UP R500 000 
CUrrent tUrnOVer R4 000 000pa
africanqueen.co.za

BuSIneSS In fIguReS
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