Inspirational Products UK and Vitadora’s Rapid Growth Supported by Strong Supplier Partnership with Mango

Inspirational Products UK, through its subsidiary Vitadora, is a fast-growing and innovative consumer product brand.  It has quickly established itself as a standout success within the direct response sector. Founded by Ken Daly, former CEO of JML where he remains a non-executive director and shareholder, Vitadora combines proven industry expertise with a fresh, agile approach to product development and customer engagement.

Since launching just 18 months ago, Vitadora has achieved significant commercial success, driven by a clear focus on high quality, accessible products such as its flagship Dr Ho’s range.   Designed to support mobility, circulation and everyday wellbeing, Dr Ho’s Motionciser has resonated strongly with customers, supported by a simple, effective proposition and trusted brand positioning.

A key factor in Vitadora’s growth has been its ability to build strong, reliable partnerships including its relationship with Mango Direct Marketing.

A Partnership Built on Trust and Proven Delivery

The relationship between Mango and Vitadora has been shaped by a long standing and successful collaboration with Kan Daly and his business partner Mark Thurgood who also has strong DRTV roots having been managing director at Thane UK. Through consistently delivering high quality service, flexibility and commercial value, Mango built a trusted partnership with their respective businesses, creating a natural foundation for working together as Vitadora launched and scaled.

This existing relationship meant that when Ken established Inspirational Vitadora, Mango was well positioned to support the new venture from the outset, bringing both sector knowledge and a deep understanding of customer expectations within the direct response market.

Supporting a Growing Brand with Scalable, Reliable Service

Mango provides Vitadora with a fully integrated service covering inbound contact handling, order processing, fulfilment and after sales support. This ensures a smooth and consistent customer journey, allowing Vitadora to focus on growth, product development and market expansion.

As Vitadora has scaled, Mango has adapted alongside it, flexing resource, refining processes and maintaining service quality during periods of increased demand. This ability to respond quickly and effectively has been key in supporting the brand’s continued momentum.

Delivering Value Through Commercial Awareness

From the outset, both teams have worked closely to ensure the commercial model remains sustainable and effective. Mango actively supports Vitadora by identifying opportunities to streamline activity, improve efficiency and manage costs, while maintaining the high standards expected of the brand.
This collaborative approach allows Vitadora to maximise return on investment while ensuring customers continue to receive a high quality, reliable service.

Enhancing Customer Experience at Every Touchpoint

Vitadora’s customers often require clear, supportive and reassuring communication, and Mango plays a key role in delivering this experience. Calls are handled with empathy and professionalism, with agents trained to both support customer needs and identify opportunities to enhance the sale where appropriate.
This balance between service and commercial awareness helps drive both customer satisfaction and revenue growth, contributing to the overall success of the brand.

Using Technology to Support Growth

Mango supports Vitadora with a range of technology led solutions, including intelligent call routing, automated communications and real time reporting. These tools allow both teams to maintain visibility, respond quickly to trends and ensure a consistent experience across all customer interactions.

As Vitadora continues to grow, this technology-driven approach provides a strong foundation for scaling operations efficiently.

A Collaborative and Forward Looking Approach

The relationship between Vitadora and Mango is built on open communication, shared objectives and a proactive mindset. Regular discussions, performance reviews and ongoing collaboration ensure that both teams remain aligned and focused on continuous improvement.

Rather than operating as a traditional supplier, Mango works as an extension of the Vitadora team supporting not just day-to-day operations, but also contributing ideas, insight and solutions that help the business move forward.

A Modern Supplier Partnership Driving Success

Vitadora’s rapid growth is a testament to strong leadership, a compelling product offering and the ability to build the right partnerships. The Mango teams role within this journey highlights the importance of a supplier that is not only reliable and efficient, but also flexible, responsive and genuinely invested in client success.

Together, Vitadora and Mango demonstrate what a modern supplier relationship looks like;  collaborative, commercially focused and built on trust, delivering value for both the business and its customers.

