


Opportunity knocks, semetimes just a bit
louder than others. This time the knock AC"' Ev E S"c ce s s
occurred on a day when Cyntlna McKay's hus-

bund received a gift basket for kis birthday. w,th yo" r ow n

Although the thought was appreciated, MeKay

was most displeased with the quality and G'ft B“Sket Bu SI ness
z}.l_'ﬂm.‘:‘rf cost of the baskel. Frustrated with
her unfulfilling job as an attorney, she realized D' rect'y F B OM

that she could start a business herself, selling
high quality gift baskels at an affordable "0 M E '
prrice. After jotting down her business plan on L J
the back of a cocktail napkin, she walked info
her affice the followng day and left belund
her law career FOREV ER.

A Pro¥iLE OF CyNTHIA MCKAY
PRESIDENT/CEO OF
LE GOURMET GIFT BASKET, INC.

McKay began her new venture inspired with the pos-
sibllities that lay ahead. She spent the next three
months developing her product and brushing up on
her business management skills. Al the end of three
months, her company, Le Gourmet Gift Basket, Inc.
had already turned a profit, and McKay had found
her new passion. This endeavor was not accom-
plished without adversity, however.

When McKay looked back and realized how difficult
and time consuming the start-up process was, she
knew that there must be other individuals that could
benefit from her experience. "When starting my busi-
ness, | would have paid any amount of money for a
simple plan containing business, tax, legal and man-
agement advice," says McKay. *| figured other peo-
ple could benefit from my experience, so | began the
franchise-distributarship program to share that expe-
rience and success with others. QOur program com-
pletely trains an individual to run a gift basket busl-
ness from their home or a storefront.”

From these small beginnings McKay has now sold over 310 distributorships throughout the United States and Canada.
Her distributorship concept Is a blend of the most favorable gualities of a franchise, distributorship and licensing pro-
gram. “To be a true franchise, | found the necessary investments to begin at $50,000 and the parent company would
retain 2% of the monthly gross receipts. That seemed very complicated for everyone involved! My attempt was to devel-
op something easier, not more complicated,” says McKay.

McKay received her undergraduate degree from the University of Central Florida, her Masters Degree from the
University of London, England, and her law degree from the University of Denver. She is listed in "Who's Who Among
American Law Students” McKay is a member of the Small Business Administration, and was awarded the 1958
Women's Advocate of the Year for the State of Colorado, as well as the 1993 Entrepreneur of the Year. She feels that
this honor is “the award of a lifetime!” McKay believes that receiving this award is at the heart and soul of what she has
set out to accomplish for Individuals with little or no resources. “There are so many creative, brilllant, driven individuals
in the world, | just want for them what | was fortunate enough te achieve, Many pecple are truly limited to work at home
either because of child care, parental obligations, health reasons or similar issues.”
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“Our program is an altruistic one, Any accoun-
tant can recognize that manuals, research,
updates, websites, referrals, and training
all come at an expensive price, one that
exceeds a $3500 price tag. | guarantee
that although we don't get rich off the
sales of a distributorship, we now have
310 Iindividuals who feel better about
themselves and know that someone in
Derver is watching out for them.
McKay was uncertain how to price this
business opportunity, so she looked
back to when she was first starting out.
“The law school loans, mortgages and
the like prohibited me from exceeding a
53500 investment realistically. Although my
startup costs were much, much more, | could
have comfortably afforded $3500, Therefore, |
felt that $3500 was a fair price for what we have o
offer.”

In 1888, McKay wrote a book entitied, “The Business of
Gift Baskets: A Guide for Survival” Her book has sold over
a million copies, and she has gotten orders from as far
away as Australia. “I'm very pleased to offer a well-round-
ed book which highlights a variety of pitfalls a new busi-
ness owner can be aware of before the crisis hits” says
McKay. Her book is not only about gift baskets, it is a multi-
faceted manual that is used in college courses to teach
students about the art of marketing and sales.

McKay is a nationally renowned speaker and advisor for
many aspects of self-employment. “Take the challenge-it's
worth itl” Is her mantra. “There is no
greater satisfaction than making a
profit within months of starting your
own business, My philosophy
emphasizes the fact that security s
found in self-employment,” she says:
“I've devaloped the practical econom-
ics of & home-based business so that
profit is high, overhead is low, and for
a seli-employed individual, morale is
great” McKay has appeared on
CNN, Bloomberg Television, and
Lifetime Television's New Attitudes
program, the cover of Woman's
World, and many other publications
such as Enfrepreneur, Home
Business Opportunity, By Design,
and The Wall Street Joumnal,

McKay is also a popular friend to
entrepreneurs. She has a private
consulting firm thal caters to would-
be entrepreneurs, often counseling
them via the telephone lo develop
their ideas into a working business.
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McKay counsels on PR issues, small business,
etc., to help the small business person achieve
their highest level of success. Many people
feel that their business ideas can be turned
into a franchise-distributorship program,
and McKay lends the helping hand to
make sure that it happens.

McKay's program specializes in the fact
that the consumer is, In essence, pur-
chasing a ready-made business. The
research has already been done, vendor
deals have been negotiated, the manual
has been written, and the distributors
receive on site training by McKay or one of
her trainers. "This gives our distributors a sta-
ble beginning point at which to begin their busi-
nesses. Our company is special in that we have no
royalty fees, no franchise fees, and constant support”
McKay supplements the training by praviding the business
owners with her home phone number for emergencies-
avanings or weekends, During the day, she can be found
working in her office, an old restored Victorian in the heart
of Denver, Colorado. “My services and knowledge are
being sold and | must be accessible or there's no credibil-
ity. | take averyone’s successes and difficulties very seri-
ously, regardless of what line of wark thay are in"

Succeed they have. "l can't believe how well our distribu-
tors are doing. | thought by developing a realistic and man-
ageable business program, we might see some success,
but my first year offering the distributorship program
brought the average individual revenues of over $180,000.
That's fabulous for the first year of a
home-based business! | am still in
awe of this company's achievements,
and | understand the need to simplify
a life-changing transition from the
security of an office job with the bene-
fits of self-employment.”

The future looks bright for McKay and
her company. Each day the firm
receives a few more distributors.
"We're expanding internationally and
we anticipate revenues to triple over
the next six months. I'm excited about
where the company is headed in the
year 2000," she says. For more info,
call 1-800-93-gift-6 or go to
www.legift.com.
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