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                                     Executive Summary

VitaMe is a company that was established during fall of 2012. We are centered around nutritional health and our primary mission is to promote the common welfare and enrich the health of the general public. Our principal offices are based in Plano, Texas.

The general population, due to certain dietary habits, lacks the proper vitamins and supplements required to have optimal physical health. VitaMe’s website [see demo on page 2] allows customers to create their own pills by combining necessary ingredients and nutrients needed for their personal health based off of an online survey, and a “Spectracell” blood test. In addition to addressing a customer’s nutritional deficiencies, VitaMe also aims to meet their personal satisfaction by offering the customizations of the various aspects of the product: from the color of the bottle to the make-up of the pill capsule. Presently, our service is in the introductory stage.  Our future plans include developing specialized vitamin lines based upon one’s profession or hobby.
The Market

Our market segment of pharmaceuticals is circumscribed to include only the specialized vitamin

and dietary supplement portions. The aggregate market size of these two portions is between

$11 billion and $13 billion, and this estimate is limited to the manufacturing and resale of both

generic and custom vitamins. Currently, there exists no market dominator and the industry

is fragmented in multiple niches. Wal-Mart leads the majority share with 16% of the vitamin

market, yet they only target generic vitamins. Our segment, custom vitamins, comprises of 35%

of the market share, with 11% of all customers buying online. The 25% growth rate of our market is attributed to an increasing prioritization of health in the United States. Also, even in under economic duress, Americans are willing to trade-off other portions of their budget in favor of health. Lastly, our niche consists of mostly educated and good-earning people.

Competition

VitaMe has the option of a spectracell blood test in order to more accurately formulate ONE pill, personalized to the customer. The social cause, in which we donate 25% of the gross margin to The Hunger Project, will appeal to more people and attract more customers than our competitors. None of our competitors have a social cause. VitaMe also presents the option of customizing a bottle label and name for their enjoyment. VitaMe automatically charges money to a customer’s account when another bottle of VitaMe pills is sent. This is done monthly, unless the customer cancels their order. 
Management Team

The CEO and CFO of VitaMe is Sohum Daftary
The Chief of Sales of VitaMe is Autusa Behroozi
The Head of Marketing is Kamesh Darisipudi

The Chief Developmental Officer of VitaMe  is Katie Dai

The Director of Operations is Shivangi Gupta

We have a manufacturing facility (NHS Labs) which is located in Boise, Idaho.  In addition, Spectracell blood testing is offered at several locations, in almost every major city, ranging from hospitals to private labs.
Capital Requirements

We are seeking 3 million dollars which will enable us to begin the customer acquisition process and preliminary manufacturing costs. The marketing investment will be concentrated in four mediums: direct, television, internet, and paper, and the detailed cost outline can be found in the market traction portion of the financial statement. The manufacturing investment is needed for excess costs that may arise in the processing and delivery of the plan. However, we assume the majority of manufacturing costs can be paid with a just-in-time financing and order system.  We expect to provide an exit within 6 to 8 years by the sale of the company and through dividends on excess profits paid systemically throughout the venture.
Market Traction

The go-to-market strategy is centered on our advertising targets. Market traction is predicated

off our bottom-up approach to obtaining customers. The key strategy involves a frontloaded

marketing and advertising campaign concentrated on direct, television, internet, and paper

mediums. The direct medium approach incentivizes credible medical health personnel to

recommend VitaMe. The other mediums are generic customer acquisition techniques. The

assumption, according to advertising standards, is that our marketing converts .75% to 2% of

money spent into new customer. Also, our model assumes a 70% retention rate of customers,

which was formulated after review of customer retention in existing vitamin programs. The

retention model, for now, does not assume that customers will need to commit to a long-term

deal.

Pricing

The pricing model that is used for our financial assumptions is simple and effective. To calculate

the cost to VitaMe for each customer annually, the model takes the average of the highest and

lowest costs to manufacture pills and bottles. The total revenue per customer per year is a

500% markup of our manufacturing cost. As per the current financial model, VitaMe finances

customer blood testing, and the average number of blood tests will be approximately 50% of

total customers. This model accounts for patients that want to opt of a blood test. Lastly, the

social cause cost is tied to the net profit, which is the difference between only the revenue per

customer and the manufacturing cost per customer. We take 25% of the net profit in the pricing

model to pay for the social cause.
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