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Summary of Findings 

 All suppliers, nutritionists and industry specialists said enough 

industry demand exists to support store expansions for both 

Vitamin Shoppe Inc. (VSI) and GNC Holdings Inc. (GNC). Suppliers‟ 

year-to-year sales have increased as much as 30%. 

 Vitamin Shoppe stores are benefitting from the new True Athlete 

line, a wide product selection and an uplifting store ambiance. A 

customer and a Vitamin Shoppe employee said the company is 

concentrating more on catering to athletes, traditionally a focus of 

GNC‟s. Store signage at one Vitamin Shoppe confirmed this 

marketing focus. 

 GNC stores are benefitting from their convenient locations. 

 One Vitamin Shoppe and one GNC source warned of oversaturation 

within the market from new store openings. 

 Three of four sources representing older GNC locations said sales 

have been steady or have increased year to year, and they are not 

concerned about market saturation. 

 A Vitamin Shoppe source said a new sister store has not affected 

his sales. Two others said no new stores have been opened nearby. 

 The two chains face threats from online, convenience, big-box, 

grocery and specialty health stores. 
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Research Question: 

How will GNC’s and Vitamin Shoppe’s aggressive store expansion affect their market 

share? 

Silo Summaries 
1) SUPPLY CHAIN 
All four suppliers, three of whom supply both Vitamin 

Shoppe and GNC, believe industry demand is strong 

enough to support store expansion for both 

companies. Our first source‟s orders have risen as 

much as 15% from Vitamin Shoppe and have 

remained stable from GNC year to year. The second 

source‟s company revenue grew 30% last year while 

our third source reported greater sales to GNC than 

Vitamin Shoppe. The remaining source said orders in 

the past several years have risen as much as 20%. 

 

2) GNC STORES 
Three of the four sources representing older stores do 

not expect the market to become oversaturated with 

GNC stores, and two said newer sister stores had not 

affected their sales. 

 

3) VSI STORES 
One of these six sources represented a newer Vitamin 

Shoppe store, which was taking business away from 

nearby drugstores rather than GNC. One source 

representing an older store warned that GNC and 

Vitamin Shoppe stores are being built too close 

together, and said GNC and online stores are Vitamin 

Shoppe‟s greatest competitors. Another said a new 

sister store had not affected sales. Two others said 

sales have been steady and that no new stores had 

been built nearby. Our sixth source said Vitamin 

Shoppe‟s True Athlete line was becoming popular. 

 

4) GNC CUSTOMERS 
All four sources praised GNC‟s convenient locations. 

Two sources said Vitamin Shoppe had a greater 

inventory selection, which one saw as a positive and 

another as a negative. 

 

5) VSI CUSTOMERS 
Two of three sources appreciate Vitamin Shoppe‟s 

wider variety of inventory, but the third said GNC has 

better quality products. 

 

6) NUTRITIONISTS 
All three sources reported seeing enough demand for 

supplements to support store expansion. Two 

nutritionists questioned the quality of Vitamin 

Shoppe‟s and GNC‟s products. 

 

7) INDUSTRY SPECIALISTS 
All three sources cited room for expansion for both 

GNC and Vitamin Shoppe because of strong consumer 

demand. 

 

 

http://www.vitaminshoppe.com/store/en/vitamins_minerals/index.jsp
http://www.gnc.com/home/index.jsp
http://www.true-athlete.com/
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Background 

Sources in our Oct. 13, 2011, report on Vitamin Shoppe cited the company‟s knowledgeable staff and personalized customer 

service as competitive advantages. After opening 48 stores in 2011, Vitamin Shoppe is planning to add 52 more stores in 

2012. In comparison, GNC opened 129 stores in 2011 and plans to open 125 locations in 2012. 

 

 

CURRENT RESEARCH 
Blueshift assessed whether the market can support GNC‟s and Vitamin Shoppe‟s aggressive expansion and what additional 

threats Vitamin Shoppe and GNC face in the supplement industry. We employed our pattern mining approach to establish and 

interview sources in eight independent silos: 

1) Supply chain (4) 

2) GNC stores (1 newer and 4 older) 

3) VSI stores (1 newer and 5 older) 

4) GNC customers (4) 

5) VSI customers (3) 

6) Nutritionists (3) 

7) Industry specialists (3) 

8) Secondary sources (2) 

 

We interviewed 28 primary sources and included two of the most relevant secondary sources focused on GNC‟s efforts to lead 

in China‟s supplement market, which is expected to post $95.1 billion in sales by 2015, and on bloggers‟ positive comments 

regarding Vitamin Shoppe‟s True Athlete product line. 

 

 

Silos 

1) SUPPLY CHAIN 
All four suppliers, three of whom supply both Vitamin Shoppe and GNC, believe industry demand is strong enough to support 

store expansion for both companies. Our first source‟s orders have risen as much as 15% from Vitamin Shoppe and have 

remained stable from GNC year to year. The second source‟s company revenue grew 30% last year while our third source 

reported greater sales to GNC than Vitamin Shoppe. The remaining source said orders in the past several years have risen as 

much as 20%. Vitamin Shoppe and GNC face competition from online, big-box, grocery, health and convenience stores. 

 

 President of a supplement distribution company supplying both GNC and VSI, Southwest 

The market will support more Vitamin Shoppe stores, but GNC‟s expansion will need to be monitored closely for sales 

cannibalization. Orders have been flat from GNC but up 10% to 15% from Vitamin Shoppe year to year. Vitamin Shoppe 

supports third-party brands, which helps the company to grow. GNC supports 

mostly its own brands. 

 “There will be no cannibalism of Vitamin Shoppe stores because they 

have fewer stores than GNC. There is room to grow.” 

 “Our business with GNC has been flat from quarter to quarter and year 

to year. Our business with Vitamin Shoppe has grown 10% to 15% in 

the past year.” 

 “Vitamin Shoppe does a better job of supporting third-party brands. 

This is in their favor, and it sets them up for better growth. GNC mostly 

supports their house brands, which holds them back some.” 

 “Both Vitamin Shoppe and GNC have been in competition with each 

other for years; it‟s constant. I‟m not sure what one store will do next.” 

 “Their biggest competitor is [NBTY Inc.‟s/NTY] Vitamin World and the 

smaller regional retailers.” 

 

Vitamin Shoppe does a better 

job of supporting third-party 

brands. This is in their favor, 

and it sets them up for better 

growth. GNC mostly supports 

their house brands, which 

holds them back some. 

President, Supplement Distribution Co. 

Southwest 

http://blueshiftideas.com/reports/101105VitaminShoppesInStoreServiceLowPricesDriveSales.pdf
http://www.vitaminworld.com/


 

 

GNC Holdings Inc. and Vitamin Shoppe Inc. 

321 Pacific Ave., San Francisco, CA 94111 | www.blueshiftideas.com 

3 

 National marketing director for a supplement company supplying both GNC and VSI, South 

The supplement market is exploding, and both Vitamin Shoppe and GNC are growing. The source‟s company grew 30% in 

2011. Market saturation eventually will occur in certain regions. Competition from grocery and big-box stores continues 

to build. 

 “The industry is just exploding, and both stores are growing. I‟m not 

sure of the exact figures, but our company grew by 30% last year. You‟ll 

be hard-pressed to find a [supplement] company that isn‟t growing.” 

 “GNC is well respected by sales and management. They are also 

proactive on marketing. They buy direct from manufacturing in almost 

any case, and the smaller stores can buy some products from GNC 

directly.” 

 “People are paying attention to this market, including the thought 

leaders. For the past few years, there‟s been an emphasis on health 

and beauty. From The Biggest Loser to Michelle Obama‟s [Let‟s Move] 

campaign, there‟s an increasing importance on nutrition.” 

 “There is a lot of growing competition, which will slow down the market 

for Vitamin Shoppe and GNC some. The grocery stores and big-box 

stores are picking up more supplements than in the past, and there are 

more high-end health and nutrition stores as well. Even convenience 

stores now sell sports supplements.” 

 “There could be an oversaturation in certain markets. We may see this 

at some point for a variety of reasons. This will vary by area. The 

Midwest feels differently; it‟s more mom-and-pop, so the growth of large companies may not be as pronounced 

in those areas.” 

 

 Sales distributor to both VSI and GNC, West Coast 

Consumer demand for supplements is building, and the market currently has enough room for more stores. The source 

had higher sales from GNC than from Vitamin Shoppe, possibly because GNC has better-situated locations. However, the 

source expects online retailers such as Amazon.com Inc. (AMZN) and Vitacost.com Inc. (VITC) to cut into Vitamin Shoppe 

and GNC stores‟ sales. 

 “The natural products market is huge. We are growing because of increased demand. There‟s room for more 

stores, but that may change.” 

 “GNC‟s stores are probably in better locations [than Vitamin Shoppe‟s]. I‟m saying this because our GNC order 

volume has been up this past year, not so much Vitamin Shoppe.” 

 “Online retailers such as Amazon and Vitacost are going to make a dent in the market for both Vitamin Shoppe 

and GNC. More people are buying body building supplements online.” 

 

 Distributor on the East Coast 

The supplements market is very strong and has room enough for both Vitamin Shoppe and GNC stores. This source‟s 

sales have risen 20% for each of the past few years, in part because of the media‟s attention on health. Both companies 

benefit from good locations. The new trend is gluten-free; new gluten-free products frequently enter the market. 

 “There is definitely room for more stores from each company. It is all about the market and location. If the 

market is growing, like this one is, the stores will do fine.” 

 “We‟re growing big-time—20% every year for the past few years. People want to get healthy. There‟s a lot more 

media attention, television shows like Dr. Oz, on being healthy and healthy products.” 

 “Vitamin Shoppe has shops in tons of great places. GNC chooses pretty well too.” 

 “I have heard mixed feelings about GNC from friends that work there.” 

 “Competition is everywhere: health food stores, even grocery stores.” 

 “Gluten-free is big right now. … All the stores carry these products now, and new products are being introduced 

all the time.” 

 

 

 

There is a lot of growing 

competition, which will slow 

down the market for Vitamin 

Shoppe and GNC some. The 

grocery stores and big-box 

stores are picking up more 

supplements than in the past, 

and there are more high-end 

health and nutrition stores as 

well. Even convenience stores 

now sell sports supplements. 

Natl. Marketing Director  

Supplement Company, South 

http://www.nbc.com/the-biggest-loser/
http://www.letsmove.gov/
http://www.amazon.com/b/ref=sc_bm_br_3764441_1_24?ie=UTF8&node=3959061&no=3764441&me=ATVPDKIKX0DER
http://www.vitacost.com/?csrc=PPCADW-vitacost&refcd=GO000000515649379s_vitacost&tsacr=GO11930723051
http://www.doctoroz.com/
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2) GNC STORES 
One of these five sources represents a newer GNC store, and said the nearest sister store is five miles away. The source said 

customers have been lured in by promotions and grand-opening sales, and that online stores are not a threat. Three of the 

four sources representing older stores do not expect the market to become oversaturated with GNC stores, and two said 

newer sister stores had not affected their sales. Sales increased for two sources and were flat year to year for another. 

 

 Senior sales associate for a new GNC store in California 

This new store is located within a mile of the nearest Vitamin Shoppe but is the only GNC within a five-mile radius. Unlike 

all other sources who commented on online sales, this source does not believe e-retailers are a threat. 

 “There are two [GNCs] nearby, but this is the only one in a five-mile radius.” 

 “There‟s a Vitamin Shoppe a mile away.” 

 “[Customers] come here from there because we have a lot of deals and the grand-opening sales. But a lot of 

people say there hasn‟t been a GNC here in a while; they‟re glad there‟s a new one.” 

 “There‟s a lot of jobs in the area, a marketplace nearby, and we get travelers from a [hotel] the next marketplace 

over. All the components are there for us.” 

 “One-half of the store is dedicated to fitness, fat burners; the other half is ligaments, joints, laxatives, diet, 

cleansers. We have everything.” 

 “Vitamin Shoppe would be the only competitor, and even they are not necessarily competing heavily with us.” 

 “Some customers say they‟ll go to CVS because it‟s less expensive, but those customers don‟t know vitamins. 

They‟re ill informed. But even that‟s limited.” 

 “CLA [conjugated linoleic acid] is really big now, and the raspberry ketones. Whatever Dr. Oz talks about—at least 

in this marketplace.” 

 “Online doesn‟t hurt us. People come in with coupons from online. They‟re never like, „I saw it online for this 

amount; can you do better?‟” 

 

 Manager of an older GNC store, Chicago 

Both Vitamin Shoppe and GNC need to watch for oversaturation, especially in urban environments. New Vitamin Shoppe 

stores garner more attention because the company has fewer locations. Other competitors include online sites and 

drugstores like Walgreen Co. (WAG) and CVS Caremark Corp. (CVS). 

 “This store has been open at least 20 years, maybe 30.” 

 “For every one Vitamin Shoppe store, there are at least 10 GNC stores. We have much more of reach to 

customers just by virtue that we have more stores.” 

 “Our stores are very close together, especially in an urban environment. So are Vitamin Shoppe‟s, especially 

downtown. I call it „the Walgreen‟s effect.‟ There is a Walgreen‟s now every couple of blocks, in some cases, 

across the street from each other. It is too much.” 

 “We need to make sure we don‟t oversaturate the market with our 

stores like Walgreen‟s is doing.” 

 “In a five-mile radius to where we are, there are probably 40 GNC 

stores. That is a large presence.” 

 “When a Vitamin Shoppe opens, it is a big deal because they don‟t have 

that many stores. When we open a new store, it is not as big of a deal 

since we have so many locations.” 

 “We do lose some business to online competition. That is why we have 

an online store, and so does Vitamin Shoppe. The only benefit to 

ordering online is it is delivered to your door.” 

 “For the products we carry, it is much better for customers to come into 

the store. … People have different reactions to everything. We are 

informed and can help customers with what is best for them.” 

 “Customers sometimes buy vitamins and supplements at drugstores like Walgreen‟s or CVS. But the staff there 

is not informed like we are about products. There are just too many for them to know and learn. The same thing 

applies to Vitamin Shoppe.” 

 “We have a loyal customer base at this store that keeps our business going strong.” 

When a Vitamin Shoppe opens, 

it is a big deal because they 

don‟t have that many stores. 

When we open a new store, it is 

not as big of a deal since we 

have so many locations. 

Manager, Older GNC Store 

Chicago, IL 

http://www.gnc.com/search/index.jsp?kwCatId=&kw=cla&origkw=conjugated+linoleic+acid&f=Taxonomy/GNC/3593182&sr=1
http://www.walgreens.com/store/c/vitamins-and-supplements/ID=359441-tier1
http://www.cvs.com/CVSApp/catalog/shop_department.jsp?filterBy=&navAction=jump&navCount=0&itemId=cat2
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 “Protein powders have been popular for a few years now. L-Carnitine supplements are also big, as well as fish 

oil, which I recommend to everyone who comes into the store.” 

 

Reporter Observations: Three customers, all men, were in the store during Blueshift‟s 45-minute visit on a Wednesday 

afternoon. Two of the three made purchases. Only one staff member, the manager, was in the store, which was clean and 

organized. Some brand-name products were buy one, get one half off. 

 

 Seasoned sales associate for an older GNC store, Chicago 

Sales have been higher year to year for the past six months but still are not at prerecession levels. This source said store 

expansion is no longer the issue it was in the 1990s. The recession resulted in the closure of many poorly managed 

franchises. GNC‟s biggest competitor is online sites offering wholesale prices. She said Vitamin Shoppe carries too many 

products, and questioned how closely it monitors its products‟ freshness. Creatine products and GNC Mega Men Sport 

products are popular. 

 “GNC was too saturated in the ‟90s when they opened a lot of franchise stores. Now, they are not oversaturated 

as many of the franchise stores closed.” 

 “The last six months have been very good for us. Our business is up 

compared to this time last year.” 

 “GNC does a really good job with keeping their stock fresh in terms of 

expiration dates and keeping any product that is controversial off the 

shelf. Vitamin Shoppe has so many products in their stores, I don‟t 

know how they keep up with quality control on the shelves.” 

 “Vitamin Shoppe [has] too much merchandise for the customer to 

choose from. At GNC, we don‟t carry 12 brands of B12. You can get 

that variety online. We stock the store with products that are safe and 

in demand.” 

 “Our biggest competitor is online sites. They have no overhead so they 

can keep their prices lower. It is hard to compete with wholesale 

prices.” 

 “Vitamin Shoppe is not really our competitor. We have a loyal customer 

base that has shopped here for years and with our store. There is not 

even a Vitamin Shoppe nearby.” 

 “Trends are sports nutrition and the diet section. Fish oil does well too.” 

 “Within sports nutrition, Mega Men Sport vitamins do very well, as do creatine and Amplified Wheybolic.” 

 “Our customers are primarily students, bus drivers, low-income people and seniors. Our clients are 70% male 

and 30% female. Females mainly purchase vitamins for health, hair and nails along with diet products. Men do 

vitamins, diet and sports nutrition products.” 

 “Students are very concerned with prices, and they always use credit cards. They stock up on protein powders 

when they are buy one, get one half off; then with their Gold Card membership card, they get 20% off that.” 

 “An average sale for someone who is getting vitamins and/or diet products is $40 to $50. If they are buying 

sports nutrition, the average sale is $75 to $100. Before the recession, it was not uncommon to ring several 

purchases a day for $150 to $200. That rarely happens now. People just don‟t have that kind of money to 

spend.” 

 “You can get the Gold Card for $15 yearly, and then the discount is just the first week of the month. They should 

extend that to the first 10 days of the month as it is hard for members to get here … in that short time frame.” 

 “One issue with GNC is they need to bring back having assistant managers in the stores. Stores only have a 

manager and associates. That is too much for one person to handle. There needs to be another person with 

authority and more management in the store. Our store is run very well, but some GNC stores are not.” 

 

Reporter Observations: Two customers, both men, were in the store during Blueshift‟s Wednesday lunchtime visit. A 

college-age customer bought a detox drink while a 40-something man purchased oral energy drops. The manager 

reported a slow morning but strong sales the day before in a phone call to the store‟s owner. The store was well lit and 

organized. One sales associate also was present. 

 

 

Vitamin Shoppe [has] too much 

merchandise for the customer 

to choose from. At GNC, we 

don‟t carry 12 brands of B12. 

You can get that variety online. 

We stock the store with 

products that are safe and in 

demand. 

Sales Associate, Older GNC Store 

Chicago, IL 

http://www.gnc.com/search/index.jsp?kwCatId=&kw=carnitine&origkw=carnitine&f=Taxonomy/GNC/3593182&sr=1
http://www.gnc.com/search/index.jsp?kwCatId=&kw=creatine&origkw=creatine&f=Taxonomy/GNC/3593182&sr=1
http://www.gnc.com/search/index.jsp?kwCatId=&kw=mega%20men%20sport&origkw=mega+men+sport&f=Taxonomy/GNC/3593182&sr=1
http://www.gnc.com/search/index.jsp?kwCatId=&kw=mega%20men%20sport&origkw=mega+men+sport&f=Taxonomy/GNC/3593182&sr=1
http://www.gnc.com/search/index.jsp?kwCatId=&kw=amplified%20wheybolic&origkw=Amplified+Wheybolic&f=Taxonomy/GNC/3593182&sr=1
http://www.gnc.com/product/index.jsp?productId=2134195&kw=gold+card&sr=1&origkw=gold%20card
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 Co-owner of an older GNC store, Florida 

New and current Vitamin Shoppe and GNC locations have not affected this store‟s sales. Online sales are a concern 

because of their lower prices. The source‟s sales are up 8% while the customer count is down year to year. Sales come 

from loyal customers and demand for sports nutrition products. The source said plenty of room exists for both GNC and 

Vitamin Shoppe to expand. 

 “The health and nutrition market grows every day. I get a new 

customer, someone new to health supplements and nutrition, all the 

time. It is not getting smaller.” 

 “Our core customer is fitness- and then health-focused. Sports nutrition 

and preworkout supplements are the most popular items right now. 

Also, whatever Dr. Oz is promoting, people come in looking for. People 

with high blood pressure, high cholesterol and diabetics are trying to fix 

themselves. It is the new healthcare.” 

 “Our sales are up 8% compared to this time last year. Customer count 

is down, but that says we have loyal customers that are spending more. 

We have loyal customers because of our products and customer 

service.” 

 “We aren‟t affected by [the nearby Vitamin Shoppe] store.” 

 “We carry the same type of products but cater to a different kind of customer than Vitamin Shoppe. We take 

time to educate the customer and build that relationship. That‟s what we are working on here: great customer 

service. People say we are more expensive but that we have the best quality products.” 

 “No new stores have opened here. In the last five years three have closed: One was corporate, and the other two 

were franchises. This store has been here [for more than a decade]. We have been and are continuing to be 

successful.” 

 “The Internet is a big deal and is affecting everyone. It is hard to compete with the low prices online because 

they have no overhead.” 

 

Reporter Observations: Of the four male customers, the two younger ones bought protein powder while the two 50-

somethings purchased health supplements. More than one-half of the store was devoted to sports nutrition. Store 

signage promoted the Gold Card program. 

 

 Manager of an older GNC store, Los Angeles area 

Sales have been flat year to year and have not been affected by the nearest GNC store. The store was quiet in terms of 

background noise and customer traffic, and was poorly lit. 

 “Sales are steady.” 

 “We get regular clientele, typically those who live and work nearby.” 

 “The closest GNC from here has not drawn away customers from this store.” 

 

Reporter Observations: During our Wednesday afternoon visit, we noted a quiet, dimly lit store with no computer terminal 

providing access to GNC‟s online catalog. Two customers and the store manager were the only people present. Store 

signage promoted the Gold Card program and a BOGO deal. 

 

 

3) VITAMIN SHOPPE STORES 
One of these six sources represented a newer Vitamin Shoppe store, which was taking business away from nearby drugstores 

rather than GNC. One source representing an older store warned that GNC and Vitamin Shoppe stores are being built too 

close together, and said GNC and online stores are Vitamin Shoppe‟s greatest competitors. Another said a new sister store 

had not affected sales. Two others said sales have been steady and that no new stores had been built nearby. Our sixth 

source said Vitamin Shoppe‟s True Athlete line was becoming popular. 

 

 Sales associate for a new store, Chicago area 

This store‟s first month was successful, and other new Vitamin Shoppe stores are only building the company‟s brand 

name. The source said her store was pulling business from drugstores rather than GNC. 

The Internet is a big deal and is 

affecting everyone. It is hard to 

compete with the low prices 

online because they have no 

overhead. 

Co-owner, Older GNC Store 

Florida 
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 “Our company is doing well. We are opening new stores all the time.” 

 “We opened Feb. 26.” 

 “Traffic has been consistent since we opened. It has been totally crazy, but it has not been dead either.” 

 “I don‟t know of any new GNC stores in the area. There is one in the nearby mall, but that has been there for 

years.” 

 “About twice a week since we have opened, a customer will come in and wonder if we are a „new‟ store because 

they have never seen Vitamin Shoppe before. We are a new introduction to this area while GNC has been 

around for a while.” 

 “There is another Vitamin Shoppe down the street. I think some customers are coming here now because it is 

more convenient, but I don‟t think we have pulled that much business from them.” 

 “More than GNC, I feel we are pulling business from all the Walgreens and CVS stores nearby.” 

 “GNC focuses more on fitness while we focus more on vitamins.” 

 ”Our concept toward better health using vitamins appeals to people more than fitness.” 

 

Reporter Observations: This location is in a new strip mall in a middle-class area. Several people—women and men 

ranging from 30 to 60 years old—were in the store during our midday visit on a Monday. Two associates were working. 

 

 Sales associate for an older store, Chicago 

Store expansion is boosting the Vitamin Shoppe brand, but GNC‟s similar efforts 

are not as successful because of its already established name. Both companies 

have urban locations that are too close together. Selection and price separate 

Vitamin Shoppe from GNC. Vitamin Shoppe‟s greatest online competitor is 

Bodybuilding.com. 

 “Our traffic has been great. On Sunday we started our biannual sale 

where our name-brand products are buy one, get one half off. It goes 

the whole month of April.” 

 “While our brand-name products might not be the best on the market, 

with everyone pinching pennies now, the biannual sale is a good way to 

stock up on basics.” 

 “The new stores are helping to build our name but not so much with 

GNC. They have been around for a long time, and most people already 

know their brand.” 

 “Both our stores and GNC‟s are too close together. I don‟t know about the suburbs, but there is another store 

just up the street and there is another GNC store less than a mile away. They could be spread out more. … GNC 

and Vitamin Shoppe have to be careful about expanding too much more, especially in the city.” 

 “GNC is our biggest competitor, no question. … There are really only two names that people know when it comes 

to health or vitamin stores. There are some Vitamin Worlds out in the suburbs, but they don‟t really compete. … 

They don‟t have as many stores.” 

 “GNC is more for fitness-minded people, but they don‟t hold a candle to us in terms of what we offer.” 

 “We have a lot to offer over GNC. Our supplement section is much bigger than theirs. They don‟t carry any 

personal care items, and we have a nice selection. And our prices are much better.” 

 “GNC‟s biggest problem is they are too expensive. Everything is 

overpriced in their store. I go in and check their prices to compare. Also, 

you walk into their store and think … where is the rest of the store?” 

 “GNC has that most people know their name since they have been 

around longer. Due to that fact, they also get exclusivities with product 

lines that we are not offered.” 

 “Online sales do take some of our business. That is true in any business 

these days.” 

 “Our biggest online competitor is Bodybuilding.com. They are the 

biggest online website for people who buy protein powders and 

supplements. I even shop there sometimes because their prices are 

sometimes better than I get here with my employee discount.” 

 

The new stores are helping to 

build our name but not so 

much with GNC. They have 

been around for a long time, 

and most people already know 

their brand. 

Sales Associate, Older Store 

Chicago, IL 

GNC has that most people 

know their name since they 

have been around longer. Due 

to that fact, they also get 

exclusivities with product lines 

that we are not offered. 

Sales Associate, Older Store 

Chicago, IL 

http://www.bodybuilding.com/
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Reporter Observations: Several customers, men and women in their 20s to 50s, were browsing the store on a Tuesday 

afternoon. The store was well stocked and clean and had a large window sign advertising the biannual sale of brand-

name products. 

 

 Manager for an older store, Los Angeles area 

A nearby store opening has not affected business, and customers have remained loyal to this older location. 

 “A new Vitamin Shoppe store opened nearby in October, but our business has not fallen off since then.” 

 “The new store is not drawing customers away from our store.” 

 “Vitamin Shoppe corporate offices have enough sense not to place Vitamin Shoppe stores too close to each 

other.” 

 “It‟s not like Starbucks, where the store are so close they take away each other‟s sales.” 

 

Reporter Observations: The store was spacious and full of natural light, and upbeat music was being played. The four 

sales associates were busy assisting customers. One was helping a customer to access Vitamin Shoppe‟s online 

inventory through an “Educational Center” computer terminal in a brightly decorated alcove. The store offered 

“comparison charts” and displays explaining concepts, such as “beginner sports nutrition.” Window and counter signage 

promoted a BOGO for the namesake brand as well as store brands Bodytech and True Athlete. 

 

 Sales associate for an older store, Boston area 

This source has been with the location for two years and has observed steady sales. The store has lost no ground to GNC 

or online retailers. Customers are loyal, and store brands are this location‟s top sellers. 

 “Traffic‟s been steady for two years, so nothing‟s hurting us.” 

 “You‟d have to ask corporate about the online. But I don‟t think it‟s doing anything to retail. Zero. We‟re pretty 

steady.” 

 “People stock up and buy regularly. This is where they come for whey powder or regular supplements.” 

 “This is something people spend money on even when they don‟t have a lot.” 

 “Our own brand is our best seller in the supplements.” 

 

 Manager for an older store, Boston area 

This store‟s sales have been steady year to year. Sister stores are located far enough away to avoid same-store sales 

cannibalization. 

 “Sales [year to year] are steady.” 

 “I don‟t know of any GNCs opening, not since I‟ve been here in the last couple of years. I‟m sure there‟s at least 

one, but I doubt they‟d touch us.” 

 “No, no new Vitamin Shoppes. It‟s a drive between any two stores, and there‟s about 12 in the state.” 

 “We‟re spread out enough.” 

 

 Manager of an older store, Florida 

This source declined to give a full interview but did say Vitamin Shoppe‟s True Athlete products were gaining in popularity.  

 “[True Athlete is] for everyone, not just athletes. It‟s getting popular now. We have had it for eight months, and 

every type of person has been buying it. The health and nutrition market have been picking up on it too.” 

 

 

4) GNC CUSTOMERS 
All four sources praised GNC‟s convenient locations. Two sources said Vitamin Shoppe had a greater inventory selection, 

which one saw as a positive and another as a negative. 

 

 Man in his 30s, Chicago 

GNC locations are convenient, and the market is not oversaturated. This source does not shop at Vitamin Shoppe 

because of its overly large product variety. He has shopped every month at GNC for the past three years. 

 “There are many GNC stores but not too many. They are convenient, and I can always find one when I need to go 

in.” 

 “I don‟t know about any new GNC stores. I go to the same locations.” 

http://www.vitaminshoppe.com/search/controller?tab_selection=vitamins&type=brand&N=200786869
http://www.vitaminshoppe.com/search/controller?tab_selection=vitamins&type=brand&N=200785888
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 “I shop at this location most often because it is closer and convenient 

to my house.” 

 “I don‟t shop at all at Vitamin Shoppe. I know about it, but I am not 

interested in going to shop there.” 

 “They have too many things there. I like to keep it simple. I know what 

to get at GNC, and I go in and get it.” 

 “I shop at GNC about once a month.” 

 “I have been shopping at GNC for three years.” 

 “I am a member. I came in today because I got the [Gold Card] 

discount.” 

 “I buy the protein powders and sometimes bars and other vitamins.” 

 

 Man in his 30s, Los Angeles 

This customer prefers shopping at GNC because of its proximity to his work and gym. He values time savings and 

convenience more than lower prices. 

 “I always buy my sports nutrition products at this GNC because I work in this shopping center. … My gym … is 

here too, so it‟s convenient for me.” 

 “I‟ve been buying stuff at this GNC since I started working [near here] about a year ago and then joined this 

gym.” 

 “I don‟t buy this stuff online; I like to come into the store.” 

 “I don‟t know of another GNC or Vitamin Shoppe around here because I don‟t live in this area.” 

 “What I like about GNC is the convenience. There are no lines. I can get in and out quickly. Parking is easy. Price 

is important too, I guess, but time is money so convenience cancels out price savings a lot of the time for me.” 

 “I‟ve never been to a Vitamin Shoppe store, so I wouldn‟t know if it‟s better than GNC or competing with it. If 

there were a Vitamin Shoppe store in this shopping center, I‟d check it out, but it‟s not worth my time to seek it 

out.” 

 

 Man in his late 20s, Florida 

This source was not aware of any new GNC locations but believed store expansion could help the company to grow. GNC 

has no competition and carries everything this weight lifter needs. 

 “GNC has stores everywhere. I see them almost on every corner in 

every shopping mall all over. No new stores around here for GNC or The 

Vitamin Shoppe. I have never gone to Vitamin Shoppe; I don‟t need to. 

GNC has everything I need.” 

 “GNC has a lot of stores, but they are popular. With so many stores, 

they are convenient and all work together to promote the brand. The 

more the merrier, for customers and the company.” 

 “The new trends are healthy weight loss and muscular building with 

overall health supplements. A lot of the protein powders now have 

vitamins, minerals and amino acids, so I don‟t have to use 

supplements.” 

 “No competition for GNC. They are the only store that sells things like 

this. People are getting more into health and fitness, so there is only 

room for them to grow.” 

 

 Senior citizen, Chicago 

This source has shopped at the same GNC and Vitamin Shoppe locations for years and does not believe the companies 

have too many locations. She prefers GNC because of its convenient locations but did like Vitamin Shoppe‟s variety. She 

spends an average $30 on each trip, and shops at GNC bimonthly and Vitamin Shoppe biannually for Country Life 

vitamins. 

 “There are more GNCs than The Vitamin Shoppe stores, but I don‟t think there are too many.” 

 “I don‟t know of any new GNC or Vitamin Shoppe stores. I take the bus and don‟t drive, so I have been shopping 

at the same locations for years.” 

I don‟t shop at all at Vitamin 

Shoppe. I know about it, but I am 

not interested in going to shop 

there. … They have too many 

things there. I like to keep it 

simple. I know what to get at 

GNC, and I go in and get it. 

GNC Customer 

Chicago, IL 

GNC has a lot of stores, but 

they are popular. With so many 

stores, they are convenient and 

all work together to promote 

the brand. The more the 

merrier, for customers and the 

company. 

GNC Customer 

Florida 

http://www.vitaminshoppe.com/search/controller?cm_sp=keywordSearch-_-Brand-_-True%20Athlete&N=0&Ntk=SiteSearch&Ntt=Country%20Life&Nty=1&D=Country%20Life&Ntx=mode+matchallpartial&Dx=mode+matchall
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 “I used to prefer Vitamin Shoppe because they have a wider variety, but I shop GNC more often now because it 

is more convenient.” 

 “I can get to a GNC in 15 minutes on the bus. The only Vitamin Shoppe that I know … takes me over a half hour 

to get to.” 

 “I have both stores‟ customer loyalty cards.” 

 “I spend approximately $30 on an average visit.” 

 “Both GNC and Vitamin Shoppe have the brand of vitamins I take.” 

 “I don‟t think CVS or [Supervalu Inc.‟s/SVU] Jewel-Osco [are GNC‟s competitors]. They don‟t really have too many 

vitamins.” 

 “I don‟t shop online. I don‟t use the computer.” 

 

 

5) VITAMIN SHOPPE CUSTOMERS 
Two of three sources shop exclusively at Vitamin Shoppe while the third shops at both GNC and Vitamin Shoppe. Two sources 

appreciate Vitamin Shoppe‟s wider variety of inventory, but the third said GNC has better quality products. 

 

 Man in his late 20s, Los Angeles 

The customer spoke highly of Vitamin Shoppe‟s products and its friendly customer service, and said he could not be 

persuaded to shop at GNC instead. His reasons for loyalty were convenience, product variety and the store‟s pleasant, 

interactive environment. He has not noticed any new Vitamin Shoppe or GNC stores in his area. 

 “The more Vitamin Shoppe stores there are, the better because they are great stores. Young people are really 

into staying healthy, working out, taking vitamins and trying to live 

cleaner and better. That lifestyle, that way of thinking, is only going to 

grow, so I think any new Vitamin Shoppe stores will have enough 

customers.” 

 “I buy my sports and nutrition supplements at Vitamin Shoppe because 

I live and work nearby. They have a lot of different products, it‟s 

convenient, and the hours are good. Why would I want to shop 

anywhere else when I have everything I need right on the corner?” 

 “I‟ve been shopping at this Vitamin Shoppe since I moved here in 2010. 

I think I‟m buying more now because my gym program is really intense. I 

do it religiously, and the stuff they sell here gives me a real boost. I 

started out just coming in for their preworkout products, but then I tried 

the True Athlete products and now I‟m taking that pretty regularly, too.” 

 “What I like about Vitamin Shoppe is the space. It feels open, not 

cramped, and the music they play is cool. The sales people are always 

friendly, and they know their products. They even remember my name! I 

like that there‟s online access in the store, so if I want to I can get more 

information about products on their website.” 

 “I‟ve never been to a GNC store even though I know there‟s one [about 

three miles away]. I probably wouldn‟t shop at GNC even if they opened 

one up nearby because I like this store.” 

 

 Man in his mid- to late 30s, Chicago 

Vitamin Shoppe‟s expansion will boost the company‟s growth, but the GNC brand is dated. This source used to shop at 

GNC because of the convenient locations, but now shops only at Vitamin Store because of its wider variety. 

 “It is good for Vitamin Shoppe to be opening new stores. I don‟t know about GNC. They seem kind of old-school.” 

 “There don‟t seem to be too many Vitamin Shoppe stores. We stop at whatever one we are near when we are 

out. There is one 15 to 20 minutes away from my home.” 

 “There are more GNCs closer to my place but I make a point to go to Vitamin Shoppe.” 

 “I used to shop at GNC. I don‟t anymore. I shop at Vitamin Shoppe.” 

 “I prefer Vitamin Shoppe over GNC because they have a wider variety.” 

 “The GNC store I know of has been there awhile. I don‟t know of any new stores.” 

What I like about Vitamin 

Shoppe is the space. It feels 

open, not cramped, and the 

music they play is cool. The 

sales people are always 

friendly, and they know their 

products. They even remember 

my name! I like that there‟s 

online access in the store, so if 

I want to I can get more 

information about products on 

their website. 

Vitamin Shoppe Customer 

Los Angeles, CA 

http://www.jewelosco.com/viewhealtharticle.action?path=%2Fus%2Fassets%2Ffeature%2Fmultivitamins_12615_1%2F~default
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 “I shop here once every two weeks.” 

 “I think protein powder and bars have been trendy for a while, and Vitamin Shoppe has a better selection than 

GNC.” 

 

 Female trainer in her 30s, Atlanta area 

This customer has not noticed any new stores for either GNC or Vitamin Shoppe, but said GNC has more locations overall. 

She cited a need for more health-oriented stores. She shops at both stores and said Vitamin Shoppe has started to cater 

to the more athletic customer. She prefers Vitamin Shoppe‟s variety but GNC‟s quality. 

 “I have not noticed new Vitamin Shoppe or GNC stores. But GNC is everywhere. I don‟t see as many Vitamin 

Shoppes as GNC stores. New stores from either company would mean growth to me. I think the need for more 

stores is there, especially Vitamin Shoppe because they have everything to promote health and a healthy 

lifestyle even if you‟re not an athlete or into working out.” 

 “I like Vitamin Shoppe more because they have more of a variety than 

GNC, but I think GNC store-brand products are better.” 

 “GNC is more convenient because there are more of them. I shop at 

both though because each has something the other doesn‟t. I shop at 

Vitamin Shoppe more than GNC.” 

 “Little health food and natural herb stores popping up could take away 

from Vitamin Shoppe. I think the trend in fitness and nutrition is 

starting to go more natural rather than meal replacements.” 

 “I do recommend clients and products from both stores, and a lot of my 

clients take products from GNC to help them bulk up quicker and lose 

fat. GNC is more sports- and athletics-focused. The Vitamin Shoppe is 

starting to carry more products like that. I have not tried True Athlete, but my friend, another trainer, has and 

loves it.” 

 “I don‟t shop online. I like to hear what the staff says about the products, and I enjoy shopping at both stores.” 

 

 

6) NUTRITIONISTS 
All three sources reported seeing enough demand for supplements to support store expansion. Competitors for Vitamin 

Shoppe and GNC include Whole Foods Market Inc. (WFM), drugstores and specialty health stores. Two nutritionists 

questioned the quality of Vitamin Shoppe‟s and GNC‟s products. 

 

 Nutritionist and registered dietician in a private practice, Midwest 

The supplement market is huge and able to absorb more Vitamin Shoppe and GNC stores. Current stores will not be 

adversely affected. The source was unable to say which company was becoming more popular. Both have stores located 

in high-traffic areas. Supplements from the Vitamin Shoppe and GNC contain fillers that may conflict with some medical 

issues. Clerks at Vitamin Shoppe and GNC are not trained to provide knowledgeable assistance, and customers often do 

not ask the right questions. For this reason, the source recommends pharmaceutical brand supplements bought from 

quality places. Retailers providing better products include Whole Foods Market, The Better Health Store Inc., Walgreens, 

Wal-Mart Stores Inc. and CVS. 

 “The supplement market is a huge market. More and more people are buying supplements. Both Vitamin 

Shoppe and GNC will benefit from extra stores. These will not hinder the stores that already exist. There is room 

for more, and there is room for both companies.” 

 “Both stores seem to pick high-traffic areas.” 

 “I believe in supplements; I ask my patients to take them. But I recommend the pharmaceutical grade, a higher 

grade than those from Vitamin Shoppe or GNC. … They have lots of fillers. … I do a lot of research before 

recommending a supplement. Sometimes I sell my own supplements, which I get from quality places, or my 

patients buy wholesale or from Whole Foods or Better Health. I also recommend some brands at Walgreens, 

Wal-Mart or CVS.” 

 “The people who sell at GNC and Vitamin Shoppe have to be better educated. They have no clue what they are 

doing. People are coming to them for advice, yet [the clerks] know very little about the supplements and less 

about how the supplements may interfere with current medical conditions. And the customers don‟t know what 

I like Vitamin Shoppe more 

because they have more of a 

variety than GNC, but I think 

GNC store-brand products are 

better. 

Vitamin Shoppe Customer 

Atlanta-area 

http://www.wholefoodsmarket.com/
http://www.thebetterhealthstore.com/
http://www.walmart.com/cp/Vitamins/1005863
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questions to ask. When giving advice, half knowledge is deadly. If GNC and Vitamin Shoppe really cared for 

people, they would have well-educated clerks, not just part-time college students.” 

 

 Nutritionist for a private practice, Colorado 

Vitamin Shoppe and GNC stores are popping up in response to consumers‟ demand for alternatives to high-price 

allopathic medicines with side effects. However, the stores are not equipped to diagnose and suggest supplements, and 

their supplements are not on par with higher-quality products. Two reputable retailers are Designs for Health and Vital 

Nutrients. The source cited little science to back up a current weight-loss fad: 

raspberry ketone supplements. 

 “The supplement market is big. … The stores are growing.” 

 “The stores are growing because allopathic medicine is failing the 

people, and medicines are making them sicker. Doctors are trained to 

be pill pushers. [Consumers] need to look for their own affordable 

answers, and these stores [Vitamin Shoppe and GNC] provide 

alternatives and quick, easy answers.” 

 “There is so much hype going on right now that I would caution people 

to be very careful. The people they call „nutritionists‟ at these 

supplement stores are nothing but clerks. They have only had a few 

weeks of training at the very best, and they‟ve been trained on how to 

sell their products. They really don‟t know what they are doing. To 

prescribe a supplement, it is important to get full patient and family 

medical histories, to really understand the need, the supplements and 

the interactions.” 

 “I don‟t think the quality of the supplements sold at Vitamin Shoppe or 

GNC is up to the caliber of the healthcare professional brands, which 

use good manufacturing processes and check their products for 

allergens.” 

 “Some retailers do carry better brands, and they label their research. Then there are companies like Herbalife 

[Ltd./HLF], which take a bit of knowledge and turn it into a big program. A bit of knowledge is a dangerous 

thing.” 

 “Reputable supplement chains include Designs for Health and Vital Nutrients.” 

 “The rage right now is raspberry ketones, as mentioned on Dr. Oz. There is no research to support their benefit, 

and some of the fillers may actually be manufactured in China. … People go for this. They want a quick fix, to 

have everything taken care of in 15 minutes.” 

 “Nutritionists generally do not promote those stores. First, we work with food, look at diet and nutrition, lifestyle 

and stress reduction. We only use supplements therapeutically and for the short term; they have to be taken 

carefully. Nutrients can enhance the effects of some medications, and you have to be careful with some people. 

People with rheumatoid arthritis need a lot of supplements, but they have to be the quality ones, and they have 

to be given under the care of a trained practitioner.” 

 

 University professor of foods and nutrition, South 

Health food and supplement stores are everywhere because of considerable consumer demand. However, natural foods 

are a better way to meet nutrition needs. Some vitamins are necessary for vegetarians, and can be bought on sale at 

grocery stores. A new health fad comes out every year. 

 “The health food and supplement stores are ubiquitous, so apparently there is a need.” 

 “I doubt if you‟ll find a nutritionist who will promote these stores. You can get all the nutrition you need from 

fruits and vegetables, natural foods. That is a more sound approach.” 

 “Vegetarians need additional vitamin B12 and sometimes a general vitamin for extra insurance. Vitamin D is 

important too. There are many places to go to get these: Wal-Mart, Publix [Super Markets Inc.]. I just buy mine in 

a grocery store, whatever is on sale. The very cheapest—that is all that is necessary.” 

 “There are always health fads; every year there is something new. I‟m sure those stores [Vitamin Shoppe and 

GNC] will think of something.” 

 

 

The stores are growing because 

allopathic medicine is failing 

the people, and medicines are 

making them sicker. Doctors 

are trained to be pill pushers. 

[Consumers] need to look for 

their own affordable answers, 

and these stores [Vitamin 

Shoppe and GNC] provide 

alternatives and quick, easy 

answers. 

Nutritionist, Private Practice 

Colorado 

http://en.wikipedia.org/wiki/Allopathic_medicine
http://www.designsforhealth.com/
http://www.vitalnutrients.net/
http://www.vitalnutrients.net/
http://www.herbalife.com/
http://www.herbalife.com/
http://www.doctoroz.com/videos/miracle-fat-burner-bottle
http://www.publix.com/
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7) INDUSTRY SPECIALISTS 
All three sources cited room for expansion for both GNC and Vitamin Shoppe because of strong consumer demand. One 

source said Vitamin Shoppe‟s and GNC‟s growth will come at the expense of smaller independent stores, but these smaller 

stores often provide better service. 

 

 President of a nutraceutical insurance liability company 

The market has plenty of room for new Vitamin Shoppe and GNC stores as well as other retail stores that sell herbal 

supplements. Stronger regulations, including California‟s Proposition 65 and the 1994 Dietary Supplement Health and 

Education Act (DSHEA), have given the market a more solid reputation and 

encouraged its growth. 

 “There is a need and room for new stores. This market is extremely fast 

growing. It is now a much better market than it was 16 years ago. The 

industry may be growing by as much as 8% a year. This is a very natural 

and rapid growth of sales, given the changes in the industry.” 

 “Vitamin Shoppe and GNC have progressed extremely well in the last 

16 years. Based on their services, they are providing the ability to 

improve and maintain health while avoiding medical attention. I‟d say 

both companies are doing what they need to do.” 

 “Look at Walgreen‟s. They are building stores all over everywhere, and 

none of the older ones are closing down.” 

 “There is always something new. New herb species develop on their 

own; this happens every once in a while. They haven‟t found all the 

medicines yet, not by a long shot.” 

 “Our only way to eliminate huge healthcare costs is to integrate 

prescription medications with herbal supplements.” 

 “Changes started in 1994, 1996, making the industry more favorable, more reputable. Regulations were the 

best thing in the world for the supplement market.” 

 “A good investment is in companies that do supplement testing. They ensure that no illegal products are sold, 

that the products are quality, and that manufacturing is good and efficient.” 

 

 Owner of an alternative food store, and blogger 

The expansion of Vitamin Shoppe and GNC stores is positive. People now are exposed to better supplements at lower 

prices. The best competition is very good health food stores that help customers make healthy choices, but expansion 

will hurt the smaller, independent retailers. 

 “The expansion of Vitamin Shoppe and GNC and the supplement market is great. There is room. More people 

will now be exposed to better supplements. The stores can offer lower pricing although the expansion will hurt 

the smaller mom-and-pop stores, mostly because of the pricing issue.” 

 “There are a lot of very good health food stores around the country that help their customers make good food 

and supplement choices.” 

 “The stores we work with take a great deal of time looking at locations before actually opening up. Vitamin 

Shoppe and GNC are the same. Location is important, and both stores have that in mind.” 

 “Around here, you hear the name Vitamin Shoppe more often. Unlike GNC, it is a name that is easy to recognize; 

it says what it is. GNC is more established in malls and high-traffic areas.” 

 

 Marketing associate for an international health and wellness company 

Vitamin Shoppe and GNC expansion will not result in same-store sales cannibalization. People are habitual shoppers and 

go to familiar stores. Different stores cater to different types of people. The trend toward eating organic foods may put a 

small dent in the supplement market, but most people do not eat well and rely on supplements. Gluten-free products are 

the latest health food craze and have been promoted by the media. 

 “I don‟t think [Vitamin Shoppe and GNC] will cannibalize themselves or each other, but it will depend on the 

population where they are expanding. Most people shop by convenience. If there is a [Vitamin Shoppe or GNC] 

near where they live, people become habitual shoppers. When a new store opens up, people go out of curiosity 

Vitamin Shoppe and GNC have 

progressed extremely well in 

the last 16 years. Based on 

their services, they are 

providing the ability to improve 

and maintain health while 

avoiding medical attention. I‟d 

say both companies are doing 

what they need to do. 

† President,  

Nutraceutical Insurance Liability Co. 

http://en.wikipedia.org/wiki/Nutraceutical
http://oehha.ca.gov/prop65.html
http://www.fda.gov/food/dietarysupplements/default.htm
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at first. But unless that new store offers some convenience, such as closer to home, the customer will stick with 

the comfort store. It will take a while for new stores to gain loyal customers.” 

 “People can‟t afford to go to the doctor anymore. This causes some of the supplement growth. People are taking 

more responsibility for their health. They are eating better and trying to turn things around.” 

 “While the supplement market seems to be growing, I think some people are starting to get away from 

supplements and trying to eat organic. If you eat nutritionally sound, there is little need for extra supplements. 

But, generally, people just don‟t eat well.” 

 “Competitors include herb shops that carry vitamins. … Drugstores and grocery stores sell vitamins and 

supplements, but these stores are for people who don‟t know what they want and are looking for the cheapest 

brands.” 

 “Gluten-free is everywhere now and growing. You hear about it on Dr. Oz and Dr. Mercola, and one-half of the 

population buys into it.” 

 

 

Secondary Sources 

China‟s supplement market is expected to reach $95.2 billion by 2015. GNC‟s goal is to become the country‟s top 

supplement brand. Meanwhile, bloggers on a supplement review site praised Vitamin Shoppe‟s True Athlete line. 

 

 April 2 article in The Korea Herald 

Supplement sales in China are estimated to reach $95.2 billion by 2015. GNC entered the Chinese market in August with 

the intention of becoming the country‟s top supplement brand. In 2010 Amway led dietary supplement sales in China, 

with a 16% market share. 

 “Every time she takes a business trip to the United States or Europe, Wang Qi is given a shopping list by relatives 

and friends. Every time, the list is filled with names of high-end cosmetics brands and luxury items.” 

 “Recently, however, that list has grown. The 32-year-old Beijing-based executive assistant says she doesn‟t 

remember when the list started to grow but the names of nutritional supplements have been piling up. Shopping 

for vitamins now consumes most of her time shopping overseas.” 

 “„People around me seem to be more concerned about their health 

than previously,‟ Wang said.” 

 “It is estimated that the sales of vitamins and dietary supplements as 

well as food and drug additives in China will reach 600 billion yuan 

($95.2 billion) by 2015. Additives now take up a large portion of sales 

in the country.” 

 “Zhang said other reasons for increased demand include „growing 

disposable incomes and improved health awareness, together with 

worsening health problems and an aging population.‟” 

 “The growing market in China has attracted multinational 

manufacturers of nutritional supplements, despite the high threshold to 

enter the market and cumbersome approval procedures.” 

 “According to the market intelligence company Euromonitor 

International Ltd, Amway led in the sales of dietary supplement in 2010 in China, with a market share of 16 

percent. But it faces challenges from competitors who are increasing their presence in China, such as NBTY Inc, 

the New York-based manufacturer of vitamins and nutritional supplements.” 

 “General Nutrition Centers Inc, a Pennsylvania-based manufacturer and retailer of health and nutritional 

products, is another competitor. It launched products in major Chinese cities including Shanghai, Guangzhou 

and Shenzhen in August.” 

 “David Zhang, CEO of GNC China, said the company aims to become the leading nutritional-supplement brand in 

China.” 

 “He added that GNC plans to further expand its presence in all major Chinese cities by next year. „China is 

already the second-largest country for nutritional supplements, according to Nutrition Business Journal. We 

believe China‟s nutritional food market will experience rapid growth in the next five years,‟ said Zhang.” 

 

The growing market in China 

has attracted multinational 

manufacturers of nutritional 

supplements, despite the high 

threshold to enter the market 

and cumbersome approval 

procedures. 

The Korea Herald 

http://www.mercola.com/
http://www.koreaherald.com/national/Detail.jsp?newsMLId=20120402000726
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 Supplement Reviews.com posts during November and December 2011 

Bloggers gave positive reviews of Vitamin Shoppe‟s True Athlete line, which has no artificial flavors, colors or fillers and 

uses Stevia as a sweetener. 

http://supplementreviews.com/forum/index.php?topic=15822.0 

 “I saw [the True Athlete] new supplement line in Vitamin Shoppe today. … Products are NSF certified for sport, 

[contain] natural flavors, and are hormone free.” 

 “They all look pretty decent, but the krealk powder is really good priced.” 

 “Saw the line in person today, decent prices, and i love how the zma has l-theanine in it!” 

 “This line of product by Vitamin Shoppe is intended to be all natural with no artificial flavors, colors, fillers and 

the sweetener is only stevia, so in my book its exactly what I‟m looking for.” 

 

 

Next Steps 

Blueshift will monitor market saturation for both GNC and Vitamin Shoppe, particularly in urban areas. We also will assess 

Vitamin Shoppe‟s success in attracting more athletic consumers, which traditionally has been GNC‟s customer base. 

 

 

 

Additional research by Dann Maurno, Tina Strasser, Rachel Ross, Erica Franklin and Renee Euchner 
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Group LP. 

© 2012 Blueshift Research LLC. All rights reserved. This transmission was produced for the exclusive use of Blueshift Research LLC, and may not be reproduced or relied 

upon, in whole or in part, without Blueshift‟s written consent. The information herein is not intended to be a complete analysis of every material fact in respect to any 

company or industry discussed. Blueshift Research is a trademark owned by Blueshift Research LLC. 
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