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Annique's Editor's Choice is a monthly Replique article that 

recognises those Consultants who go above and beyond in their 
businesses; those who breathe new life into old practices and pursue 

challenges with vigour. This month we recognise Lizel van Zyl, from 
Rietfontein Pretoria, who tells us more about her business.

“In 2000 I founded an organisation, Your Destiny, based on women empowerment and helping women achieve their full potential. I hosted 
many women's breakfasts and it was at one of these breakfasts that I was convinced by Annique Consultant Sanette Horn to become an 
Annique Consultant under my sister, Marikie Schlechter. At that time I had been using the Annique products since I was 15 years old, but I 

ofcially became a Consultant in February 2002.”

“I originally decided to join Annique 
because I had a modelling school at the 

time and I wanted an affordable skin 
care and make-up brand that I trusted, 
which I could market and use during my 
training sessions with the models. I made 

up hampers which I then sold to the 
models. Secondly, when my son was born 

I immediately realised he was a very 
allergic baby, as he had a rash over his 

entire body. The rst thing I did when I got 
home from the hospital was to bathe him 

in Rooibos-infused water and I could 
instantly see how it soothed his skin. From 

that moment on I was hooked on 
Annique.”

“  I have always combined my 
Annique business with another 

project; like women's breakfasts, 
make-up workshops, wellness 
days, etc. However, it is only 

recently that my Annique 
business has really taken off and 

it is partly due to lockdown. 
When lockdown hit, I couldn't 
do any of my other projects; I 
could only focus on Annique. 
Additionally, Annique Home 

Ofce adapted to the 
circumstances and made it as 
easy as possible for people to 

join.”

“     If there is one thing I am very adamant 
about in my team, it is training. Since the 
beginning of the year I started a private 

Facebook training group with my Consultants 
and I have strategies in place to follow up with 

them. I follow up with newly registered 
Consultants up to four times in the rst week. I 
contact these Consultants once during the 

second week to make sure they are still keeping 
up and during the third week I check to see if 
they are interacting. Communication is very 

important to me. I have a separate group for 
my leaders and do leadership training every 

month and I have a third group for recruitment 
training. I have a nal group for Pamper Party 

training.”

“I have noticed that since Covid there has been more economic pressure and people have been ordering 
for less, so I have had to become more creative. For example, I identify people's needs on WhatsApp 

groups and then I message them directly saying I will send them a sample for their specic need. I keep the 
Beautè, ABC Success Plan and samples with me on a daily basis and this has often brought me a new 

client or Consultant.  I stay in tune to my client's needs and try to be exible to their lifestyle. Each one of us 
has unique talents and you should use and develop these talents to achieve success.” 

  Lizel's bu-
  siness grew from 
nearly R700 000 

to over 
R1,3 million the 

past year.

“Integrity means everything to me and I make 
my Consultants understand that we are one big 
family. I explain to my Consultants that they are 
here to leave a legacy. I want to nd out what 

my Consultants' 'why' is, because I believe if they 
are motivated, they will run a successful business. 

On the other hand, you also need tenacity to 
succeed. I teach my Consultants not to be 

discouraged when someone says no; if 10% of 
people say yes, then you have succeeded. You 

need to be your own biggest supporter.”

“I see my clients as friends and people with whom I want 
to build a relationship. The important thing is to be 

focused on what your client is using at the moment. For 
example, when a client picks up her parcel I show a 

genuine interest in her life. I then tell her I have added a 
sample with her order and explain the benets. She will 

usually order this product the next time I contact her 
because I explained the benets and she could try the 
product without feeling pressured to buy it. Ultimately, 

you must be a problem solver. I also add additional 
discount on products or add a gift with purchase.”
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