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LifeVantage’s Protandim Product Is A Dietary Supplement That Has Shown To Increase 

Two Key Antioxidants That The Body Produces Naturally That Are Very Important To 

Reducing The Wear And Tear On Cells That Occur As We Age 
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Company Profile: 

LifeVantage Corporation is a publicly 

traded (OTCBB: LFVN.OB), science 

based, natural products company, dedi-

cated to helping people reach their health 

and wellness goals through science-based 

solutions to oxidative stress. Founded in 

2003 and based in Colorado, LifeVantage 

develops nutraceutical products, includ-

ing Protandim, that leverage the com-

pany's expertise and that are intended to 

deliver significant health benefits to con-

sumers. 

Interview conducted by: 

Lynn Fosse, Senior Editor 

 

CEOCFO: Mr. Brown, what is your vi-

sion for LifeVantage? 

Mr. Brown: “The vision for LifeVantage 

is to do a better job of branding its flag-

ship product Protandim®, and getting it 

out there and well-known amongst both 

investors and consumers. This is because 

it is a product that really can make a dif-

ference in the health and the lifestyle of 

most people.” 

 

CEOCFO: Please tell us a bit about Pro-

tandim? 

Mr. Brown: “Our Protandim product is a 

dietary supplement; some people would 

say it is a nutritional supplement that has 

been studied. It is a patented product, 

which is unusual for our industry, and it 

has been shown to increase two key anti-

oxidants that the body produces naturally 

that are very important to reduce the wear 

and tear on the cells that occurs as we 

age. That wear and tear is called oxida-

tive stress and is what leads to getting 

wrinkles and being more prone to dis-

eases and simply not having the energy 

that we had when we were younger. The 

product has been shown to reverse pro-

gressive trend of ageing that occurs be-

cause of oxidation in the cells.” 

 

CEOCFO: What form is the product? 

Mr. Brown: “It comes in a pill that peo-

ple take once a day. Studies show that 

Protandim is tremendously effective in 

increasing the body’s production of what 

is called SOD or Superoxide Dismutase 

and Catalase two antioxidant enzymes 

that counteract free radicals in our body 

from exercise and environmental stress 

and living our busy lives.” 

 

CEOCFO: Who is using your product 

now and how do you market it? 

Mr. Brown: “Historically the company 

has marketed it in two ways. There is 

limited retail distribution at places like 

GNC and Vitamin Shoppe, and direct-

marketing through the internet. Our 

demographics are primarily women, even 

though men can very well benefit from 

the product also, but it tends to be women 

from the ages 30-50 who are looking to 

maintain their health and vitality and 

reverse the effects of ageing.” 

 

CEOCFO: Please tell us about the com-

petitive landscape in the industry and 

what you plan on doing to have LifeVan-

tage stand out. 

Mr. Brown: “As you probably are aware, 

there are lots of companies selling vari-

ous dietary and nutritional supplements 

out there making all kinds of claims spe-

cifically in the anti-ageing and antioxi-

dant realm. You cannot turn on the radio 

or TV or read a magazine without read-

ing something touting about the benefits 

of antioxidants. There are a lot of people 

and companies talking about these types 

of products. Increasing the body’s level of 

antioxidants is important but where we 

have a competitive advantage is that 

frankly you would have to eat about 375 

oranges to get the level of antioxidants 

that one pill of Protandim causes the body 

to produce naturally on its own. It is al-

most impossible for people to supplement 

with berries and fruits and other forms of 

foods that provide antioxidants the level 

that would have a beneficial impact on 

the body.” 

 

CEOCFO: You are fairly new to 

LifeVantage with a long history in the 

nutraceutical industry; how are you going 

to get people to know about LifeVantage? 



Mr. Brown: “The good news is we have 

a unique story, one that will resonate with 

people and easy to distinguish from what 

everyone else is saying out there so that 

gives us an advantage. Secondly, we are 

going to concentrate on branding and 

building an awareness of the brand, of the 

product, and of the company through 

public relations efforts and marketing. 

We will focus primarily upon direct mar-

keting both through use of television and 

radio as well as through a more concerted 

internet marketing effort as we increase 

our website optimization.” 

 

CEOCFO: How important is the cost of 

the product and how is it priced? 

Mr. Brown: “People have demonstrated 

a willingness to spend money on things 

that will have a real benefit to their 

health whether that be on cosmetic prod-

ucts that have an antiaging type of spin to 

them or nutritional products 

that have been proven to pro-

vide a benefit. The cost of our 

product we think is reasonable 

for the benefit that it provides 

and retail is available at GNC 

for $49.95. If you think about 

spending a little over a dollar a 

day for the increased health and 

to ward off the ravages of age-

ing, most people think that is a 

pretty good investment.” 

 

CEOCFO: Are you also looking outside 

the US? 

Mr. Brown: “Yes one of the exciting 

things we announced two weeks ago is a 

licensing agreement with a company that 

is a leading distributor in Asia specifi-

cally in Japan and we anticipate that Pro-

tandim branded products as well as a 

private label version that will be sold 

throughout Japan, Hong Kong, and Tai-

wan within the next three or four months 

as registration and regulatory approval in 

those companies are attained.” 

 

CEOCFO: How does the interest in 

Asian compare with the interest in the 

US? 

Mr. Brown: “Interestingly we are facing 

an increased ageing population just as we 

are in fact the percentage of people over 

the age of fifty in Japan is even higher 

than here in the US. There is a tremen-

dous interest in products that will help 

slow the effects of ageing.” 

 

CEOCFO: What is the financial picture 

like at LifeVantage? 

Mr. Brown: “We are healthier than we 

have been in some time. The company 

has had its ups and downs, anyone can 

find that out from reading the public fil-

ings. We are in good shape. We have 

money in the bank and have been able to 

stabilize what would have been a down-

ward trend in sales, and stabilize what I 

feel in many cases were unproductive 

expenses. We are now using our money 

and resources more wisely and we feel 

well poised to move forward.” 

 

CEOCFO: Is your team in place? 

Mr. Brown: “I am bringing in some of 

my own team members that I have 

worked with successfully in my previous 

endeavors. For example, a key team 

member is a fellow by the name of Peter 

Baloff. Peter is a well regarded marketing 

person not only in the supplement field, 

but in many other industries. He is al-

ready on board and is helping us craft the 

message in a way that is much more 

compelling, which is a key for this prod-

uct. In addition Jan Strode is also a sea-

soned, highly regarded public relations 

advisor and she is going to bring a depth 

of contact and experience the company 

has never had before. I am going to con-

tinue to expand my team and create 

strength that the company has not had 

before.” 

 

CEOCFO: Why should potential inves-

tors be interested and what might they 

miss that really needs to be understood? 

Mr. Brown: “What they might miss is 

that they might think that dietary sup-

plements, nutritional supplements are just 

a bunch of herbs and pills and stereotype 

it. They might miss the unique aspect of 

this company that unlike most dietary 

supplement companies, this has real sci-

ence behind it. We have a patented prod-

uct; we have ongoing studies and that 

makes a big difference. The product is in 

a relevant category that many people are 

interested in and that is antiageing and 

oxidative stress. There are companies in 

both retail and direct marketing arenas 

that are making hundreds of millions of 

dollars by selling antioxidant products 

that have nowhere near the beneficial 

impact on the body that Protandim does. 

We know that the demographic is strong 

and growing and so we find ourselves 

well positioned to take advantage of that 

huge demand for products that will help 

people age gracefully and have 

strong vitality and reverse this 

progressive tend of ageing that 

we are all subject to. From an 

investor standpoint, we feel 

that it is a great opportunity for 

them. If we were to look at a 

company that might be consid-

ered comparable, somebody 

called Sirtris Pharmaceuticals 

(NASDAQ: SIRT). It is a pre-

revenue company that purports 

to have a product called Resveratrol that 

is in some ways similar in terms of some 

of the claims that they are advancing. 

The difference is that we are about six 

and a half million market cap company, 

they are a three hundred and fifty million 

dollar market cap company that is pre-

revenue and just in the clinical stages of 

their pursuing a pharmaceutical approach 

to their product as opposed to us which 

we already have revenue and we have 

testing and studies on our product and it 

is commercially available. So I think that 

it is a great opportunity for investors to 

get involved as we look to the future and 

expand the sales and outreach of this 

company.” 

 

 

 

“It comes in a pill that people take once a day. 

Studies show that Protandim is tremendously 

effective in increasing the body’s production of 

what is called SOD or Superoxide Dismutase 

and Catalase two antioxidant enzymes that 

counteract free radicals in our body from exer-

cise and environmental stress and living our 

busy lives.” - David Brown 


