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Still Focused On Their Original Vision From 2000, Eight Yeas Later NuVim Has 

Taken Their Healthy Beverage Into 2000 Supermarkets On The East Coast 

And 315 Wal-Mart’s, With An Authorization To Begin Selling To 

Military Commissaries In Six States In The Southeast 
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BIO: 

Mr. Kundrat has served since our incep-

tion as a director and our Chief Executive 

Officer. He was elected as our Chairman 

of the Board in March 2000. He has more 

than 30 years experience in the beverage 

industry, including a total of 27 years in 

various positions at Thomas J. Lipton, 

Inc., the Lipton subsidiary of Unilever 

NV, Englewood Cliffs, New Jersey 

("Unilever/Lipton") from which he re-

tired in June 1996. Upon his retirement 

form Unilever/Lipton, he founded the 

business management firm, Kundrat As-

sociates, Mahwah, New Jersey, which he 

operated full-time until he joined NuVim 

in September 1999. From November 

1991 to June 1996, Mr. Kundrat was the 

General Manager of the Unilever/Lipton 

and Pepsi-Cola partnership. From June 

1987 to November 1991, he was the Vice 

President/General Manager of the Food 

service, Bottler, Dairy Division at Unile-

ver/Lipton. Mr. Kundrat received his 

B.A. degree from the University of Scran-

ton. 

 

Company Profile: 

NuVim’s clinically proven natural pre-

biotic fiber, NutraFlora, promotes im-

mune system enhancement to maintain a 

strong immune system,increases mineral 

and vitamin absorption especially cal-

cium, and aids in consistant diges-

tion. NuVim® contains a high level of 

whey protein concentrate which has been 

demonstrated to help muscle flexibility, 

joint health and athletic perform-

ance. NuVim® also contains 100% of 

vitamins C, E,B12, zinc, 60% vitamin A, 

6% complete protein with all 9 essential 

amino acids. NuVim® has only 45 calo-

ries per 8 ounce serving and with the 

immune enhancement and bone health 

could be considered “The Best Thing You 

Can Drink”. After drinking NuVim for 

30 days, NuVim guarantees you will Feel 

the Difference. 

 

NuVim® addresses a wide range of con-

sumer needs including joint pain, muscle 

flexibility, tired/run down, wellness, ath-

letic training/muscle recovery. 

 

Product supported by 35 years clinical 

research, $50 million invested in R&D, 

200 scientific publications and 50 human 

studies. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Kundrat, what was your 

vision when you started NuVim and 

where are you today? 

Mr. Kundrat: “We started NuVim in 

2000, and the vision as it is today is to 

continually produce products that provide 

clinically-proven health benefits to the 

general public. At this point, we are in 

2000 supermarkets on the east coast, 

about 315 Wal-Mart’s, and we just got 

authorization to begin selling the military 

commissaries in six states in the south-

east. Our vision hasn’t changed. We have 

a product that builds the immune system 

of the body, aids in digestion, makes it 

more consistent, complete and faster. It 

helps the body absorb minerals and vita-

mins especially calcium at a much greater 

rate and it helps in muscle flexibility and 

bone health. We do all of those benefits 

without having a product that is high in 

sugar, there is only 45 calories and no fat, 

cholesterol, lactose, caffeine, and no 

high-fructose corn syrup and even though 

whey protein is the first item on our in-

gredient statement, there is no lactose.” 

 

CEOCFO: Do you find that the public is 

increasingly looking for products like 

NuVim in supermarkets as opposed to 

health food stores? 

Mr. Kundrat: “That is definitely true 

particularly on the beverage side. You see 

that the carbonated soft drinks and high 

caffeine products are being taken out of 

the school systems, so parents and dieti-

cians are trying to find good alternatives 

to put in children’s bodies and their own 



and certainly NuVim is one of those al-

ternatives to high-sugar, high-caffeine 

beverages.” 

 

CEOCFO: Is the medical community on 

board? 

Mr. Kundrat: “They are very much 

aboard. The whole dietary supplement 

functional food category supported by the 

medical association certainly when they 

look like a product like NuVim vs. a 

high-sugar/high-caffeine product, and 

have only high calories and no nutritional 

benefit, certainly they are going to look at 

us favorably. We engaged a nationally 

known nutritionist Ruth Carey 

this year to support our brand 

and she has talked to the dieti-

cians, in the colleges, school 

systems, and the hospital cafe-

terias to spread the word of the 

value NuVim is offering to 

these institutions as a better-

for-you beverage.” 

 

CEOCFO: What about the 

competitive landscape in the 

healthier beverage area? 

Mr. Kundrat: “In the broad 

sense we compete with all bev-

erages because the average per-

son per capita drinks about 200 

gallons of liquids a year, so 

when you are drinking NuVim 

you are not drinking something 

else. Therefore, certainly in a 

broad sense we are competitive 

with everything. But there is no 

product out on the marketplace 

that offers all of the NuVim 

benefits and does it without 

having the many negatives that are usu-

ally associated with beverages.” 

 

CEOCFO: You have been working for 

some time with the military; why  have 

they signed on now? 

Mr. Kundrat: “ The military is very cau-

tious of what they put in their stores and 

it took a long time to convince them and 

show them the benefits of this product but 

finally we have it and I think it is the tip 

of the military iceberg for us. We are in 

six states now in the commissaries and 

there are about 200 commissaries in the 

country so we have a long way to go to 

get the full sales revenues. We will prove 

through commissary sampling that Nu-

Vim has great nutritional values and 

tastes great and hopefully expand to the 

rest of the country. Then there is troop 

feeding in the dinning rooms, veteran’s 

hospitals, and the naval fleet. There are 

also the post exchange outlets where our 

shelf products could fit. Therefore, there 

is a high opportunity with military people 

for our products. We want to contribute to 

keeping our military as healthy as possi-

ble.” 

 

CEOCFO: In general, you are on the 

east coast; do you have plans to expand 

on that territory? 

Mr. Kundrat: “We are expanding to the 

west coast this year if only in test situa-

tions. We are not a real big company so 

we have to be careful how fast we expand 

so that the funds do not outstrip the sup-

port that we have to provide the brand in 

terms of sampling, couponing, advertis-

ing, etc. We are working now in the Pa-

cific Northwest with some of the school 

systems. We expect that in 2008 we 

probably will open up at least the Pacific 

Northwest on a test basis” 

 

CEOCFO: What about new products, 

flavors, variations? 

Mr. Kundrat: “Late last year we pro-

duced a shelf stable product. All of the 

other products are in the 64-ounce carton 

like an orange juice and the product is 

placed in the juice section of the super-

markets, in the military commissaries and 

about 300 and some Wal-Mart’s. We are 

in the juice section next to Tropicana and 

Minute Maid. We have a 16-ounce to-go 

format in several supermarket accounts 

positioned where you build your own sal-

ads and there is a beverage on ice. Late 

last year after three years of work, we 

were able to produce a product that does 

not need refrigeration through the distri-

bution system. We have produced a 12 

ounce ready-to-drink product that does 

not require refrigeration while in storage. 

This is really good news for us 

because after three years of 

work, it now opens up the 

school systems, the colleges 

and the hospitals. The cafete-

rias of these institutions have a 

chilled room in the back that is 

very small that accommodates 

the butter, juice, sandwiches, 

and so forth, there is really no 

room there for beverages other 

than milk or juice. Having a 

shelf stable product now allows 

these institutions to store it at 

room temperature anywhere 

and then put it into the coolers 

in the cafeterias as they need it. 

The employees of hospitals are 

very nutrition conscious, they 

understand how important it is 

to maintain a strong immune 

system and digestive system. 

That is also true of the dieti-

cians in the school systems and 

the colleges.” 

 

CEOCFO: Do you do much advertising 

in general? 

Mr. Kundrat: “We do we have a 30 sec-

ond television commercial that airs on 

very selected programs like the Health 

Forum or the Competitive Edge. We have 

also been invited to participate in a seg-

ment of Eye on America that is going to 

air in March. We do some PR and print 

advertising but most of our advertising is 

television,” 

  

CEOCFO: How is business these days? 

Mr. Kundrat: “Business is good. Our 

biggest challenge with a limited budget is 

building awareness and trial of our brand. 

Once we get consumers to feel the Nu-

“We started NuVim in 2000, and the vision as it 

is today is to continually produce products that 

provide clinically-proven health benefits to the 

general public. At this point, we are in 2000 su-

permarkets on the east coast, about 315 Wal-

Mart’s, and we just got authorization to begin 

selling the military commissaries in six states in 

the southeast. Our vision hasn’t changed. We 

have a product that builds the immune system 

of the body, aids in digestion, makes it more 

consistent, complete and faster. It helps the 

body absorb minerals and vitamins especially 

calcium at a much greater rate and it helps in 

muscle flexibility and bone health. We do all of 

those benefits without having a product that is 

high in sugar, there is only 45 calories and no 

fat, cholesterol, lactose, caffeine, and no high-

fructose corn syrup and even though whey pro-

tein is the first item on our ingredient statement, 

there is no lactose.” - Richard P. Kundrat 



Vim difference they become very loyal 

users. You need to drink about 12 ounces 

a day and you need to drink it for about 

30 days and then you will feel the NuVim 

difference. Once you feel the difference, 

you are not as tired, you are more alert, 

your body is not fighting bacteria because 

that is what our product does, it controls 

the bad bacteria that comes into your 

body and enhances the good bacteria. 

When you have that new energy, you just 

have that wellness feeling, and you are 

not tired and run down, then we have you 

for life because it makes a big difference 

in your quality of life everyday.” 

 

CEOCFO: What is ahead for NuVim 

and why should potential investors pay 

attention? 

Mr. Kundrat: “NuVim is managed by a 

Fortune-500 group. We are all out of the 

Lipton subsidiary of UnileverNV, Engle-

wood Cliffs, New Jersey (“Unile-

ver/Lipton). I put together the partnership 

with Lipton Tea, which is the Unilerver 

brand and the Pepsi Cola company. It is a 

75 year joint venture. I was the General 

Manager of the ventuire for four years 

before retiring. Our NuVim team is 

mostly Unilever retire peole and experts 

in their field. We have a great working 

Board of Dorectors who work with us 

every week; they are not just four meeting 

board members; they really have been 

selected to help us in different ways. We 

have an advisory group like Peter Barton 

Hut who is former general counsel of the 

FDA, who helped write the dietary sup-

plement regulations and now teaches at 

Harvard University. We also have the 

best of the best in our network like the 

Acosta sales broker organization who 

handles Wal-Mart for us, we have Webco 

who is the biggest military broker in the 

world handling our military business. We 

have a great network around us so we 

have the people to get it done. We have 

the right product at the right time for 

sure. We think we are severely underval-

ued at this point, and of course, our exit 

strategy is one day to sell us to the multi-

nationals. We expect that we will get a 

price of somewhere between four and five 

times revenue. There are a couple oppor-

tunities for the investor, short-term we 

think we are going to raise that stock 

price and long-term we think there is a 

big payoff when we are acquired.” 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

  

  

  

  

  

  

  

  

 

 

 

 

 

 

NuVim Inc. 

12 Route 17 North, Suite 210 

Paramus, NJ 07652 

Phone: 201-556-1010 


