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Abstract

Background: The range of products stocked and their promotions in food retail outlets in healthcare settings can
affect food choices by staff, patients and visitors. The innovative Scottish Healthcare Retail Standard (HRS) is a
national mandatory scheme requiring all hospital food retail outlets to change the balance of food products
stocked and their promotion to comply with nutritional criteria and promotional restrictions. The aim is to facilitate
healthier food choices in healthcare settings. This study examined the implementation of HRS and the impact on
foods stocked and promoted.

Methods: The study aimed to examine implementation process and changes to the retail environment in relation
to food promotions and choice. A sample of hospital retail outlets (n = 17) including shops and trolley services were
surveyed using a mixed methods design comprising: (a) structured observational audits of stock, layout and
promotions (with a specific focus on chocolate and fruit product lines), and (b) face-to-face, semi-structured
interviews with the shop manager or nominated members of staff (n = 32). Data were collected at Wave 1 (2016), at
the beginning and during the early stages of HRS implementation; and Wave 2, 12 months later, after the HRS
implementation deadline.

Results: All outlets, both commercial and not-for-profit, in the sample successfully implemented HRS.
Implementation was reported to be more challenging by independent shop managers compared to chain store
staff. Retail managers identified areas where more implementation guidance and support could have been
provided. The number of chocolate product lines and promotions reduced substantially between Waves 1 and 2,
but with no substantial increase in fruit product lines and promotions. Despite initial negative expectations of HRS’s
impact, managers identified some opportunities in the scheme and positive changes in the supply chain.

Conclusions: Positive changes in food retail outlets occurred after hospital shops were required to implement HRS.
By creating a consistent approach across hospital shops in Scotland, HRS changed the food retail environment for
hospital staff, visitors and patients. HRS provides a regulatory template and implementation learning points for
influencing retail environments in other jurisdictions and settings.

Keywords: Retail, Hospitals, Promotions, Mandatory regulation, Implementation, Evaluation, Patients, Mixed
methods
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Background
Twenty-nine percent of Scottish adults are obese [1], in-
creasing risk for diabetes, cardiovascular disease and can-
cer [2]. Despite numerous health and nutrition education
programmes from the public sector, voluntary sector and
celebrity chefs, there has been little change in diet in
Scotland over the last decade and little progress towards
meeting the Scottish Dietary Goals [3], notably among
households in the areas of most deprivation where obesity
levels in women and children are highest [1].
Reflecting global concern about the role of diet and

obesity in the development of non-communicable dis-
eases, public health action in Scotland has turned to issues
of access, pricing and marketing of energy-dense foods
and drinks [4]. There is growing interest in the role of the
food retail environment in shaping consumer preferences
and behaviour [5]. Calls have been made for interventions
including regulations and economic incentives to tackle
‘obesogenic’ retail environments [6, 7]. Most population-
based retail-focused interventions have focused on
information, exhortation and education (e.g. traffic lights
labelling) or voluntary reduction schemes (e.g. portion
size), with little effect on caloric intake. For example, the
English ‘Public Health Responsibility Deal’ programme (a
public-private partnership with voluntary agreements) has
been criticised [8] for failing to incorporate food pricing
strategies, restrictions on marketing, and reducing sugar
intake in its attempts to change diet. Whilst some retail
intervention studies have reported using food pricing [9],
marketing approaches [10, 11] and placement strategies
[12], few have produced significant or sustainable changes
in food purchases. Most interventions have taken place
within the existing retail environment – i.e. increasing
consumers’ healthy choices – rather than transforming
this environment to tackle the “excess availability and af-
fordability” of food ([13], p348).
The food retail environment includes healthcare set-

tings. Food retail outlets are present in many hospital
buildings and campuses, and are used widely by staff, pa-
tients and visitors. Although there is widespread recog-
nition that health promotion is central to the provision
of healthcare [14], the potential for healthcare systems
to promote and facilitate appropriate food choices and
to act as an exemplar for other sectors is underdevel-
oped. While various initiatives have been implemented
both in Scotland and other countries to increase the
healthiness of catering in hospitals [15, 16], these initia-
tives have not included retail outlets, resulting in incon-
sistent messages and practices (such as serving healthy
food in the canteen but selling chocolate on promotion
in the hospital shop). This is a particular concern given
rising rates of obesity among healthcare staff in the UK
[17, 18] and the potential of worksites to improve life-
styles [19–23].

The healthcare retail standard
In 2010, the Scottish Government set out a strategy for
healthy weight in Scotland which outlined a range of
preventative actions, including energy intake, food prod-
uct reformulation, portion sizes, pricing, packaging, and
advertising, with the aim of reducing obesity levels [24].
As part of this strategy, the Healthcare Retail Standard
(HRS) was introduced in 2015, comprising a set of
mandatory requirements for retail outlets in NHS
healthcare premises in Scotland [25]. HRS required that
a substantial and specified proportion of food and drinks
on sale must meet nutritional criteria, and that only
products meeting nutritional criteria could be promoted
(Table 1).
HRS applied to all retail outlets in Scottish healthcare

premises, including outlets operated by major national
retail groups [26]. Hospitals have contracts with retail
outlets, and adherence to HRS was made a condition of
contract renewal; this provided a mechanism for en-
forcement. An 18-month implementation period was
established, October 2015 to March 2017, with all out-
lets expected to pass a compliance inspection by the end
of March 2017. HRS represents to our knowledge the
first national-level mandatory scheme in hospital retail
outlets that addresses access, promotions and product
range, seeking not only to increase healthy choices but
also to reduce or remove unhealthy products and pro-
motions. It provides a distinctive contribution to the evi-
dence base on food retail interventions. In this paper we
examine retailers’ experiences of implementing HRS and
the impact of implementation on food and drink prod-
uct range and promotions.

Methods
We conducted a mixed methods study of HRS imple-
mentation in a sample of hospital retail outlets. This
comprised: 1. a structured observational audit of stock,
layout and promotions and 2. face-to-face, semi-
structured interviews with the shop manager or nomi-
nated member of staff. Data collection was conducted at
two waves: Wave 1, during the early stages of HRS im-
plementation (July to November 2016), and Wave 2, be-
tween July and November 2017, after the HRS
implementation deadline of March 2017.

Sample
From a list of hospital food retail outlets provided by
NHS Health Scotland, the investigators selected a pur-
posive sample (n = 13) designed to achieve heterogeneity
in terms of the following variables:

� type of management (commercial/not-for profit;
independent/part of retail group or large charity)
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� health board area (outlets were recruited from six of
Scotland’s 14 health boards)

� hospital location and catchment area (both urban
and mixed urban-rural areas were included; rural
outlets were excluded because they were generally
smaller in terms of their size, food and drink range
and customer base)

� progress towards HRS compliance at baseline (some
of the outlets had partially implemented HRS at
Wave 1, whereas others had not yet started).

Retail owners or managers were contacted (following
permission from their head office or directly, if the shop
was independently operated) with a letter and study

information sheet, and then followed up by telephone or
email to explain the study, answer any queries and set
up an appointment to visit. Written consent was ob-
tained at the start of each fieldwork visit. Four trolley
services (mobile carts which are taken around hospital
wards, usually by volunteers, with a range of food, drink
and small gifts, primarily for patient use) were addition-
ally surveyed. These were selected from those shops in
the sample which operated trolley services and where
trolleys were sufficiently stocked, at the time of the
Wave 1 fieldwork visit, to represent a typical service
offering.
The final sample comprised five shops operated by

commercial companies (three operated by a large

Table 1 Healthcare Retail Standard: summary of requirements

HRS element Summary of requirements Notes

Type of outlet to which HRS
applies

Retail outlets – those where food is not prepared
on-site but is ready for immediate purchase and
consumption. Examples include a convenience
store, newsagent, mobile or pop-up store or trolley
service.
Mixed outlets – those which offer a combination of
catering and retail provision. Mixed outlets in healthcare
buildings should comply with both the HRS and the
existing Healthy Living Award Plus scheme for catering
outlets.

The Healthy Living Award Plus scheme is a reward
scheme for catering establishments in Scotland
which demonstrate a high level of commitment to
supporting healthy eating. Similar to HRS,
establishments must meet criteria concerning the
balance of the product range and avoiding
promotion of less healthy items. http://www.
healthylivingaward.co.uk/caterers/the-plus-award

Provision criteria Retail outlets should stock a range of food items that
are not high in fat, salt and sugar.
At least 50% of food items and at least 70% of drinks
must meet specified nutrition criteria. Water is not
included (ie. 70% of drinks excluding water have to
meet specified nutrition criteria).

Nutrition criteria are set out here: http://www.gov.
scot/Publications/2016/10/5243/7

Promotions criteria
(individual products)

Only food items/products that meet specified nutrition
criteria can be promoted.
Promotions are defined as: ‘a mechanic or action used
to induce consumers to purchase a product which was
otherwise not intended to be purchased’, including:
• price reductions,
• multi-buys,
• prominently positioned displays (e.g. at till points, at
the outlet entrance, in dump bins, at gondola ends
and at the queue management system

• and others, including up-selling (verbal suggestion
by the till assistant) (SGF15).

Originally all price-marked packs (packs with the
price printed prominently on the packaging) were
defined as promotions and therefore not permitted
for products not meeting specified nutrition criteria.
The HRS rules were amended following feedback
from retailers that some items were only available
in such packaging. After considering different prod
uct sizes, the Scottish Government agreed to allow
price-marked packs if the price-marking covered
less than 25% of the pack face.

Promotions Criteria for
‘Meal Deals’: promotional
bundles offering a sandwich
(or similar), snack and drink
for a fixed price.

Only products which are permitted to be promoted
can be included in a meal deal.
Meal deals should:
◦ be based around starchy carbohydrates such as
bread, potatoes, rice and pasta;
◦ contain a portion of fruit and/or vegetables; and
◦ items included should not be high in fats, salt or sugars.

Originally only fruit was allowed as the snack item
in a meal deal. However, a subsequent increase
observed in sales of crisps (and decline in sales of
healthier alternatives) led to amendment of the
meal deal rules to permit the inclusion of baked
crisps.

Monitoring and compliance All retail outlets run in-house (ie. by the NHS) and by the
voluntary sector must comply. NHS Boards are required to
have HRS as a mandatory condition of any contract negoti
ated with a commercial retail outlet.

A monitoring scheme is run by Scottish Grocers’ Federation
(SGF), the trade association for the retail convenience sector
in Scotland. SGF provides guidance to retailers on how to
meet the HRS requirements and conducts inspections to assess
initial compliance. Quality assurance inspections will then be
conducted at least every 2 years.
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national retailer, one operated by another large national
retailer, and one independent), eight shops operated by
not-for-profit1 organisations (six operated by a large na-
tional charity, one operated by the local NHS, and one
operated by a local voluntary organisation), and four
trolley services (all operated by a large national charity),
operated by shops 5, 8, 9 and 13 (Table 2). The sample
represented 18% of the 72 retail outlets and 10% of the
39 trolley services to which HRS applied [27].
In-depth one-to-one and paired interviews were con-

ducted by three experienced qualitative researchers (two
female and one male: MS, JM and DE) with a range of
retail staff (n = 32: 16 per wave). The majority (n = 24)
were local managers. Interviews were also conducted
with four nominated supervisors, two regional managers,
one business proprietor and one assistant. Ten Wave 1
interviewees participated again at Wave 2, most of
whom were managers. Some Wave 1 interviewees could
not participate at Wave 2 due to unavailability at the
time of fieldwork or having moved to a different job.

Observational audit
Observational audit protocols were developed and
piloted in shops and for trolley services selling similar
products in non-hospital settings (see Additional files 1,
2, 3, 4 and 5). The final protocols recorded a range of
measures relating to outlet size, layout, product range,
promotions and advertising materials. In this paper we
focus on measures relating to two product categories,
chocolate and fresh fruit. These product categories were
selected as exemplar ‘snack’ products, in the less healthy,
non-compliant category (products not permitted to be
promoted under HRS) and in the healthy, compliant cat-
egory (products which could be stocked and promoted
with no restrictions under HRS). Table 3 outlines how
the two categories were defined.
Snack products such as crisps, cereal bars and non-

chocolate confectionery were not selected for examin-
ation because the existence of ‘healthier’ variants of each
(e.g. sugar free confectionery, baked crisps) would have
made direct comparison less reliable. The following
measures are reported:

� Number of relevant products on display. These were
counted at Stock-Keeping Unit (SKU) level, i.e. dis-
tinct product lines, rather than number of product
facings.

� Number of promotions for relevant products
including the following types:

– Product displays (including free-standing mer-
chandising units, either temporary or permanent,
and temporary product stacks designed to feature
a particular brand or product).

– Price-marked packs (PMPs) (products with the
price printed in large type on the pack/wrapper
designed to catch attention).

– Multi-buys or quantity discounts (offers such as
‘3 for the price of 2’).

Table 2 Characteristics of the shops

Shop Type of hospital Characteristics of outlet

1 Very large hospital serving large
city population

Commercial: Operated by
large national retailer

2 Very large hospital serving large
city population

Commercial: Operated by
large national retailer

3 Very large hospital, urban area Commercial: Operated by
large national retailer

4 Very large hospital, urban area Commercial: Independently
owned commercial retail
outlet

5 Medium sized hospital, urban area
with large rural and semi-rural
catchment

Not-for-profit: Operated by
local hospital volunteers

6 Large hospital, city centre location Commercial: Operated by
large national retailer

7 Large hospital, city location with
large rural and semi-rural
catchment

Not-for-profit: Operated by
local NHS catering service

8 Large hospital, city location with
large rural and semi-rural
catchment

Not-for-profit: Operated by
large national charity

9 Large hospital, urban area Not-for-profit: Operated by
large national charity

10 Large hospital, city centre location Not-for-profit: Operated by
large national charity

11 Small, non-acute, specialist hos
pital, city location

Not-for-profit: Operated by
large national charity

12 Medium sized acute hospital,
serving a large town and
surrounding area

Not-for-profit: Operated by
large national charity

13 Medium sized hospital, urban area Not-for-profit: Operated by
large national charity

Table 3 Definitions of chocolate and fruit

Product
category

Definition

Chocolate Solid blocks of chocolate, blocks with added ingredients,
such as fruit and nuts, chocolate eggs, confectionery
that contains chocolate as the main ingredient,
chocolate-covered confectionery in bags, rolls and
tubes.
(definition based on Mintel categories [28]).

Fruit Fresh fruit: Sold loose or pre-packed
Fresh fruit salad/fruit pots
(Dried fruit products were excluded because they did
not meet the HRS criteria for products which could be
promoted.

1We use the terms ‘commercial’ and ‘not-for-profit’ to refer to these
two categories in the rest of the paper, although it should be noted
that most of those in the not-for-profit category did nonetheless aim
to maximise sales in order to generate revenue for charitable activities,
and also employed paid staff as well as volunteers.
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– Advertising (posters, stands, leaflets, electronic
screens, shelf-edge signage).

– Other (e.g. verbal promotions by till staff).

Multiple instances of the same promotion applied to
the same product were counted once only.

In-depth interviews
Interviews were conducted using a semi-structured dis-
cussion guide developed for the study (see Additional
files 1, 2, 3, 4 and 5). The guide explored: awareness, un-
derstanding of and attitudes towards HRS; the imple-
mentation process; barriers and facilitators to
implementation; perceived impact on business and cus-
tomer response; and any unforeseen consequences. All
but one of the interviews were audio-recorded with par-
ticipants’ consent and transcribed verbatim for analysis
(one manager declined audio-recording and instead
notes were taken, both during and immediately after the
interview). Interviews ranged in duration from 17 min to
1 h 10 min with the majority lasting more than 40 min,
and were conducted in or near outlets, in a nearby ad-
ministrative office, café, canteen or hospital foyer. Inter-
viewees were offered a small incentive of £10 in cash at
each wave as a thank you for their input and to compen-
sate them for any inconvenience caused.

Data analysis
Observational audit data were entered into an Excel
spreadsheet to enable comparison of the two waves
using descriptive statistics; no statistical tests were con-
ducted as the sample size was too small. Changes to
store layout were recorded using photographs and hand
drawn diagrams generated by the researchers at each
wave. All textual data including transcripts and field
notes were coded thematically, by the same researchers
who conducted the interviews, using a thematic frame-
work approach, facilitated by the management and or-
ganisation of data in tables. The coding framework used
drew on themes identified from the interview guide as
well as themes arising from the data. Interview and ob-
servation data were analysed together where appropriate
and triangulated to assess for consistency. Ethical review
and approval were provided by the University of Dundee
Research Ethics Committee.

Results
All but one shop had achieved compliance by the March
2017 deadline (after making some amendments, the
remaining shop passed a subsequent inspection). Com-
pliance levels were broadly consistent with those across
the total population of hospital shops to which HRS ap-
plied, with 54 of 72 shops achieving compliance by the

March 2017 deadline, and 70 by May/June of the same
year (2 outlets were not assessed) [27].

Observational audit findings
Changes in product range: chocolate and fruit
The mean number of chocolate confectionery SKUs ob-
served on display per shop reduced from 60 products
(standard deviation (SD) =36) (range 10–126) at Wave 1
to 29 (SD =12) (range 12–50) at Wave 2. There was no
change in the number of fruit products on display in the
outlets between Wave 1 and Wave 2, a mean of 10 per
wave (Wave 1 SD = 13, range 3–51; Wave 2 SD = 14,
range 4–56). Commercial retail outlets stocked slightly
more chocolate and fruit SKUs than not-for-profit out-
lets at Wave 1, but experienced a similar level of reduc-
tion in chocolate SKUs and of increase in fruit SKUs at
Wave 2, compared with not-for-profit outlets. The four
trolley services saw a decrease in the mean number of
chocolate products on display at Wave 2 (from 15 to 12)
and limited change in the mean number of fruit SKUs,
from 2 to 3.

Changes in promotions
The total number of promotions observed for chocolate
across all 13 shops was 166 at Wave 1, of which 95
(57%) were observed in the five commercial shops, and
71 (43%) were observed in the eight not-for-profit shops
(Table 4). Just over a third (36%) consisted of multi-
buys/quantity discounts, and just under a third (32%)
were PMPs. Commercial outlets made proportionately
more use of multi-buys/quantity discounts (56% of all
chocolate promotions in these outlets), while not-for-
profit outlets made proportionately more use of PMPs
(62% of all promotions in these outlets). At Wave 2, the
total number of promotions observed had fallen substan-
tially to 38. The vast majority (92%) of the remaining
promotions observed at Wave 2 were PMPs which were
permitted under HRS as the price-marking covered less
than 25% of the face (see Table 1). Commercial outlets
had made relatively little use of PMPs at Wave 1, with
only seven instances observed, but slightly increased
their usage of these at Wave 2 (20 instances observed),
once other forms of promotions had been prohibited.
On the trolley services, the mean number of promotions
for chocolate decreased slightly from 6 at Wave 1 to 4 at
Wave 2 (all PMPs on one of the four trolleys; no other
promotions were observed).
The total number of fruit promotions observed across

all 13 shops increased slightly, from 52 at Wave 1 to 69
at Wave 2 following HRS implementation. Although all
forms of promotion were permitted for fruit, the major-
ity of the increase was accounted for by advertising ma-
terials (many of which were provided free to outlets by
Scottish Grocers Federation (SGF)), with relatively little
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increase in use of other forms of promotion; indeed, ob-
served use of multi-buys/quantity discounts decreased,
from 18 instances at Wave 1 to 12 instances at Wave 2.
On the trolley services, there was no change in the num-
ber of fruit promotions, with only one multi-buy offer
observed on one trolley at both waves.

Interview findings
Rebalancing the product range
HRS involved a substantial reconfiguration of the prod-
uct range to achieve at least 50% compliance with nutri-
tion criteria. Typically, managers referred to ‘being
allowed’ a proportion of non-compliant items, and jug-
gled the product range to increase this ‘allowance’ by
introducing new product categories such as grocery
items, or sugar-free confectionery: ‘Because of the size of
my shop, I can take every single kind of sugar-free
sweets …. that then enabled me to have slightly more
[non-compliant sweets]’ (Outlet 12, Wave 2). Outlets
operated by the national charity applied the 50/50 rule
within each type of product – i.e. at least 50% of crisps
had to be compliant – resulting in considerable simplifi-
cation of the product range. Managers found this a use-
ful way to emphasise the requirements clearly to staff
and volunteers, facilitating adherence and reducing er-
rors: ‘So, if they [put on display] five bars of non-
compliant chocolate, they need to balance it out with
five compliant healthy snacks’ (Outlet 10, Wave 2). In
some outlets, managers sought to overcompensate on
the 50/50 criterion (for example, aiming for a 60/40 bal-
ance in favour of compliant products) to avoid the outlet

inadvertently slipping into non-compliance prior to an
inspection. Increasing the compliant product range re-
quired the identification of new suppliers, and these ar-
rangements took time to establish, with some managers
describing problems with reliability and availability, and
with negotiating small orders for ‘healthier’ products
which were less popular sellers. Most shops had to re-
configure their layouts and planograms to adapt to the
reduced confectionery range and increase in other prod-
uct categories, in some cases also having to make phys-
ical changes to shelving units, chillers and other fixtures.

Compliance with promotions rules
Moving confectionery away from till points was a par-
ticular challenge in small outlets, and some managers
questioned whether it was reasonable to apply the same
rules to shops with vastly different floor space and lay-
outs. Most of the outlets, prior to HRS, offered ‘meal
deals’ – promotional bundles offering a sandwich, snack
(usually crisps, sometimes fruit) and drink for a fixed
price. Managers perceived that the initial restriction of
the snack item to fruit led to a drop in meal deal sales,
while the subsequent amendment to permit baked crisps
(see Table 1) revived customer interest in some outlets,
although others perceived that meal deal sales continued
to be below pre-HRS levels. Table 4 suggests that there
was no increase overall in the use of price promotions
for fruit at Wave 2, and this was reflected in the inter-
views, with some managers perceiving little demand for
and high levels of wastage of fresh fruit, although a few
found that fruit sales did well. A view was expressed by

Table 4 Chocolate and fruit promotions, Wave 1 vs. Wave 2

Total
N

Product displays PMPs Multi-buys/ quantity discounts Advertising Other

N % N % N % N % N %

Chocolate

Wave 1 all shops 166 25 15 51 32 60 36 21 13 9 5

Commercial 95 12 13 7 7 53 56 15 16 8 (8%) 8

Not-for-profit 71 13 18 44 62 7 10 6 8 1 1

Wave 2 all shops 38 3 8 35 92a – – –

Commercial 23 3 13 20 87a – – –

Not-for-profit 15 – 15 a 100a – – –

Fruit

Wave 1 all shops 52 11 21 10 19 18 35 13 25 –

Commercial 24 3 13 9 38 10 42 2 8 –

Not-for-profit 28 8 29 1 4 8 29 11 39 –

Wave 2 all shops 69 14 20 9 13 12 17 31 45 3 4

Commercial 29 5 17 8 28 6 21 9 31 1b 3

Not-for-profit 40 9 23 1 3 6 15 22 55 2c 5
aAll PMPs were compliant with HRS rules
bArt work
cVerbal reinforcement of multi-buy offer, discounted fruit at till
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some managers that outlets needed to be more creative
in devising alternative promotions to compensate for
loss of sales from confectionery promotions, such as of-
fers on non-food products, and several queried why HRS
rules did not permit promotions on ‘healthier’ snacks
such as cereal bars.

Factors affecting implementation
Differences in ease of implementation of the HRS
emerged between small independent retailers and re-
tailers who were part of a large retail group or na-
tional charity, with the latter benefitting from
centralised processes for sourcing of new products,
planograms, briefing materials and training. Being
part of a retail group or national charity enabled
retailer managers to learn from other managers in
the group, particularly those who had implemented
HRS earlier. However, centralised processes were
sometimes seen as not sufficiently flexible to cope
with individual shop characteristics and contexts,
with some managers feeling constrained and that
their local knowledge was underutilised. Hospital
shops in Scotland formed only a small proportion of
the parent organisation’s entire estate (particularly
the case with national retailers), which meant that
head office staff took some time to familiarise them-
selves with HRS requirements. In contrast, independ-
ent retailers identified limited resources and lack of
knowledge as barriers to implementing HRS. Achiev-
ing compliance tended to be a lengthy process in
these shops, with managers having to source new
products and master all the new criteria and pro-
cesses largely unsupported.
Across all of the sample, there was a feeling that more

support and guidance could have been provided. Firstly,
the evolving nature of the HRS criteria caused frustra-
tion. Managers perceived that some products which had
initially been compliant with nutrition criteria were later
reclassified as non-compliant, and vice versa; clarifying
what was permitted and keeping up with the changes
consumed time and effort. Secondly, there was a feeling
that retailers could have been provided with more prac-
tical assistance, such as lists of specific compliant prod-
ucts and suppliers. Thirdly, although most managers
valued feedback received during visits and inspections
from the SGF, some felt that guidance on improvement
was lacking: ‘It was like, “you failed”. Well, what else are
we supposed to do? We need some advice then.’ (Outlet
7, Wave 2). Finally, managers felt that more could have
been done by the NHS to explain to customers why
HRS had been introduced. Overall, customer response
was generally described as muted, but some complaints
were received, primarily from NHS staff who were regu-
lar customers.

Perceptions of the impact of HRS: threats and opportunities
Managers varied in their support for and expectations
regarding the impact of HRS. The national charity
expressed strong support for HRS and took the oppor-
tunity to rebrand and redesign all its hospital outlets as
offering healthy choices; in interviews, managers were
reasonably optimistic that outlets would continue to be
viable and attractive to customers. In contrast, managers
of other outlets were initially ambivalent about HRS and
somewhat pessimistic about the potential negative im-
pact on sales and profits, and approached implementa-
tion seeking the best way to mitigate anticipated losses.
By Wave 2, when all outlets had achieved compliance
and changes had bedded in, implementation-related con-
cerns tended to have abated.
By Wave 2, some managers were beginning to identify

potential opportunities in HRS, such as the unantici-
pated popularity of bottled water and sugar-free confec-
tionery. Managers of not-for-profit outlets perceived that
HRS helped to some extent to ‘level the playing field’ be-
tween themselves and large commercial outlets, which
had previously been able to offer a much wider range of
confectionery on promotion. There was a perception
that the demand for healthier products driven by HRS
had led to positive changes further up the supply chain,
in the shape of increased choice in the wholesale sector,
and suppliers modifying their ingredients (for example,
one large supplier of sandwiches increased its healthier
options in response to the HRS requirements). Some
positive impacts for smaller suppliers of more niche
products were noted: one manager described how a local
shop which stocked sugar-free confectionery lines had
received ‘an absolute boost to her business….at least half
a dozen hospitals buying from her’ (Outlet 5, Wave 2).

Discussion
The Healthcare Retail Standard is an innovative
mandatory approach to making the food retail envir-
onment healthier. As far as we are aware, it is the
only national mandatory standard internationally
which both rebalances the product range and restricts
the use of promotions. By creating a consistent ap-
proach across hospital shops in Scotland, HRS chan-
ged the context in which food purchase decisions are
made by healthcare staff, visitors and patients. Health-
care staff comprised the largest customer group and
can be seen as the main policy beneficiaries; this is
particularly important given that working adults con-
sume a substantial amount of daily energy intake at
work [29], that workplace food exposures may be less
healthy than those at home [30], and that there is
growing concern about diet and obesity in healthcare
staff [17, 18]. However, hospital shops are also used
by patients and visitors, and have been recognised as
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potential determinants of dietary behaviour and obes-
ity in the general population including children [31].
Focusing in particular on two product categories,

chocolate and fruit, HRS resulted in a substantial reduc-
tion in both the number of chocolate products on dis-
play and in the use of promotions for chocolate,
although we did not observe a directly corresponding in-
crease in the number of fruit products or promotions,
reflecting in part retail managers’ perceptions of low
customer demand. However, managers were in some
cases surprised when there proved to be a customer de-
mand for other healthier products such as water, cereal
bars and sugar-free confectionery. Research in other
food retail settings has similarly suggested a tendency
for customer interest in healthier products to exceed ex-
pectations following marketing interventions [32]. Fur-
thermore, small but positive changes were observed to
the supply chain, such as increased choice and modifica-
tions to ingredients. These findings suggest that schemes
such as HRS can act as a stimulus to encourage both re-
tailers and suppliers to have more confidence in cus-
tomer interest in healthier choices and to experiment
with new healthier permutations.
A key finding from the study is that different types of

retail outlets – commercial, not-for-profit, retail groups
and independents – were able to implement HRS. For
the national retailers, their hospital shops were a small
proportion of their total estate, which included high
street stores across Scotland and the rest of the UK, as
well as hospital shops in other countries of the UK
which did not have an equivalent to HRS. Adhering to
HRS required these retailers to adjust their highly cen-
tralised processes. While this was challenging, the study
demonstrates that, through regulatory schemes such as
HRS, it is possible to bring about change in the retail
sector. Importantly, implementation of HRS across all
hospital shops created a level playing field between all
the different types of retailers in the hospital sector, and
meant that there was no opportunity for customers to
go elsewhere for unhealthy promotions, other than out-
side the hospital entirely. As few of the hospitals had
many external retail competitors within the immediate
vicinity of the hospital [27], this meant that HRS had the
potential to impact positively on customer purchasing
behaviour. Given the disparity more generally between
different types of food retail outlets in terms of their
‘healthfulness’ [33], policies which have the potential to
create consistent and convenient offerings are to be
welcomed.
Our findings contribute to the ongoing debate about

the merits of voluntary versus mandatory approaches to
improving the healthiness of the food retail environment
[34, 35] Although some voluntary and self-regulatory
initiatives have produced positive results (notably

reductions in salt intake [36], these often fail to reach
targets set out by government and can suffer from the
lack of a consistent inspection and enforcement regime,
resulting in variable or short-lived implementation [35].
This was not a problem in the first year of HRS, with all
hospital shops being inspected and assessed for compli-
ance, and compliance being a condition of the NHS con-
tract with the retail business. HRS is consistent with a
growing call for mandatory approaches to the modifica-
tion of the food retail environment [5]. The UK Soft
Drinks Industry Levy [37], which aims to encourage re-
formulation of sweetened soft drinks by compelling
manufacturers to pay a levy linked to sugar content per
100 ml, is one such example. Recent work on salt intake
[38] points to a comprehensive package of measures in-
volving multiple components and population-wide pol-
icies such as mandatory reformulation in order to
impact significantly on sodium intake.
A number of areas for improvement and future action

were identified which have relevance both for HRS and
for the development of similar schemes in other con-
texts. Firstly, more support and guidance could have
been offered during implementation, particularly for in-
dependent retail outlets which could not access help
from a larger host organisation. Conducting a pilot
scheme to test and finalise the criteria before roll-out
could have avoided the situation whereby criteria were
evolving as retailers were attempting to implement. Posi-
tive messages to customers publicising and endorsing
the new healthier retail offerings could have built inter-
est, reduced the likelihood of complaints, and underlined
the NHS’s commitment to employee wellbeing. The lim-
ited use of fruit promotions suggests that more focus
could have been put on helping retailers to identify and
implement positive opportunities associated with HRS,
building on evidence that price promotions can increase
purchasing of healthier foods, especially when combined
with other types of promotion such as product informa-
tion [39].
The study had a number of strengths and limitations.

Mixed methods enabled us to examine the implementa-
tion of HRS from a variety of perspectives. Observational
data provided objective information on changes to the
product range and promotions, while qualitative inter-
views provided detailed insight into how the rules were
interpreted, the challenges faced in implementation and
any opportunities identified by retail managers. In terms
of study limitations, the sample size, 13 shops and 4 trol-
ley services, was small, although it was representative of
the diversity across the hospital retail environment and
included nearly one fifth of all shops and a tenth of all
trolley services. The small number of trolley services in
the audit and variability in when the trolleys were ob-
served means that the results should be treated with
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caution. By the time the study was commissioned, some
retail outlets had already begun to implement aspects of
HRS, meaning that the Wave 1 data do not provide a
pre-implementation baseline; consequently the changes
associated with HRS implementation may have been of
greater magnitude than our data show. Sales data were
not available to the research team, so we could not verify
managers’ comments regarding impact on sales or ac-
counts of which products had increased/decreased sales.
The study flags up a number of implications for future

research and action. Regarding HRS specifically, future
research could examine impact on retail outlets’ financial
viability and profits, as well as examining customer re-
sponse in terms of any changes in frequency of visiting
hospital shops, level of spend and products purchased.
Potential positive changes to the food supply chain and
product reformulation associated also merit further inves-
tigation. Healthier promotions could be developed and
tested. Long term monitoring of such schemes is needed
to assess whether they are financially sustainable for re-
tailers [40] and capable of delivering increases in healthy
purchasing by customers without compromising profits
[41]. Consideration should be given to whether the princi-
ples behind HRS could be extended to rebalance promo-
tional and provisioning activities between healthy and
unhealthy products in the food retail sector more broadly
[5]. HRS provides an exemplar regulatory template which
has the potential to be developed and tested in settings
such as other workplaces, education, military, prison)
where HRS-type requirements and compliance could be
built into contracts or local licensing systems.

Conclusions
Positive changes in food retail outlets occurred after hos-
pital shops were required to implement HRS, an innova-
tive set of mandatory criteria which rebalanced the
product range and restricted the use of promotions for
less healthy foods. By creating a consistent approach
across hospital shops in Scotland, HRS changed the con-
text in which food purchase decisions are made by hos-
pital staff, visitors and patients. It provides a regulatory
template and implementation learning points for influ-
encing retail environments in other jurisdictions and
settings.

Supplementary information
Supplementary information accompanies this paper at https://doi.org/10.
1186/s12889-020-8242-7.

Additional file 1. Retailer interview guide.

Additional file 2. Observation Protocol Fixed Outlets Wave 1.

Additional file 3. Observation Protocol Fixed Outlets Wave 2.

Additional file 4. Observation Protocol Trolley Services Wave 1.

Additional file 5. Observation Protocol Trolley Services Wave 2.

Abbreviations
HRS: Health Retail Standard; NHS: National Health Service; PMP: Price Marked
Pack; SD: Standard Deviation; SGF: Scottish Grocers Federation; SKU: Stock
Keeping Unit

Acknowledgements
Our thanks go to the large national retailers including a national charity that
allowed access to a sample of their retail outlets in selected hospitals, and to
the owners and/or managers of independent or local not for profit outlets in
the same or other selected hospitals. Thanks also go to the individual
managers and staff who facilitated our audits of outlets and trolley services,
where available, and took part in in-depth interviews, in some cases at both
waves of our data collection.

Reviewers
1. Dr. Christina pollard, School of Public Health, Curtin University, WA
Australia
Email: C.Pollard@curtin.edu.au
2. Dr. Helen Eyels, Faculty of Medical and Health Sciences, University of
Auckland
Email: h.eyels@auckland.ac.nz
3. Prof Martin Caraher, professor of food and health policy, City University
London
Email: m.caraher@city.ac.uk
4. Dr. Amelia Lake, reader in public health nutrition, Teeside University
Email: amelia.Lake@tees.ac.uk
5. Dr. Adrian Cameron, associate professor, Faculty of Health, Deakin
University, Melbourne
Email: Adrian.cameron@deakin.edu.au
6. Dr. Gary Sacks, associate professor, Faculty of Health, Deakin Univeristy
Melbourne
Email: gary.sacks@deakin.edu.au

Authors’ contributions
The study on which this paper is based was conceived and designed by MS,
DE, AA, AM LS. Piloting of retail audits was carried out by MS and DE and
data collection, including retail audits and interviews with retail managers or
staff, was conducted by MS, DE and JM. Data analysis was carried out by MS,
DE and JM with AA, AM and LS commenting on draft findings. This paper
was conceived and led by MS with input from AA, DE and JM. All authors
have commented on drafts of the paper and approved this submitted
version.

Funding
The evaluation was funded by NHS Health Scotland. The funder had no
influence on the design or conduct of the study but provided further
information to support reporting where required and have approved this
paper for submission.

Availability of data and materials
The datasets used and/or analysed during the current study are available
from the corresponding author on reasonable request.

Ethics approval and consent to participate
Approval for the retailer audit and interviews on which this paper is based
was obtained following ethical review by the University of Dundee Ethics
Committee (Application number: UREC 16068). In relation to consent to
participate, potential interviewees were first approached about the study in a
letter from the research team that included a study information sheet.
Individuals were then contacted by telephone or email a few days later to
agree participation and arrange an appointment to visit. Just prior to
interviews, participants were then asked to complete and sign a study
consent form.

Consent for publication
Not applicable.

Competing interests
The authors declare that they have no competing interests.

Stead et al. BMC Public Health          (2020) 20:132 Page 9 of 11

https://doi.org/10.1186/s12889-020-8242-7
https://doi.org/10.1186/s12889-020-8242-7
mailto:C.Pollard@curtin.edu.au
mailto:h.eyels@auckland.ac.nz
mailto:m.caraher@city.ac.uk
mailto:amelia.Lake@tees.ac.uk
mailto:Adrian.cameron@deakin.edu.au
mailto:gary.sacks@deakin.edu.au


Author details
1Institute for Social Marketing and Health, Faculty of Health Sciences and
Sport, University of Stirling, Stirling, UK. 2Institute for Retail Studies, Stirling
Management School, University of Stirling, Stirling, UK. 3ScotCen, Edinburgh,
UK. 4Centre for Public Health Nutrition Research, School of Medicine,
University of Dundee, Dundee, Scotland.

Received: 11 July 2019 Accepted: 20 January 2020

References
1. Scottish Government. Scottish Health Survey: Main report. 2017. https://

www.gov.scot/Resource/0052/00525472.pdf. Accessed 2 Aug 2018.
2. Lauby-Secretan B, Scoccianti C, Loomis D, Grosse Y, Bianchini F, Straif K.

Body fatness and Cancer – viewpoint of the IARC working group (Colditz G,
Anderson AS, Herbert RA, Kaaks R, Thompson HJ, baker JL, Breda J, byers T,
Cleary MP, Di Cesare M, Gapstur SM, Gunter M, Hursting SD, Leitzmann M,
Ligibel J, Renehan A, Romieu I, Shimokawa I, Ulrich CM, Wade K, Weiderpass
E). N Engl J Med. 2016;375:794–8.

3. Scottish Government. Revised Dietary Goals for Scotland. 2016. https://
www.gov.scot/Resource/0049/00497558.pdf. Accessed 7 Aug 2018.

4. Swinburn BA, Sacks G, Hall KD, McPherson K, Finegood DT, Moodie ML,
Gortmaker SL. The global obesity pandemic: shaped by global drivers and
local environments. Lancet. 2011;378(9793):804–14.

5. Sparks L, Burt S. Identifying and understanding the factors that can
transform the retail environment to enable healthier purchasing by
consumers. Project (FSS 2016 013) prepared for: Food Standards Scotland.
2017. http://www.foodstandards.gov.scot/downloads/FSS-_Final_Report_
June_1st_2017.pdf. Accessed 7 Aug 2018.

6. Swinburn B, Egger G. Preventive strategies against weight gain and obesity.
Obes Rev. 2002;3(4):289–301.

7. Waterlander WE, Steenhuis IHM, de Vet E, Schuit AJ, Seidell JC. Expert views
on most suitable monetary incentives on food to stimulate healthy eating.
Eur J of Public Health. 2010;20(3):325–31.

8. Knai C, Petticrew M, Durand MA, Eastmure E, James L, Mehrotra A, Scott C,
Mays N. Has a public–private partnership resulted in action on healthier
diets in England? An analysis of the public health responsibility Deal food
pledges. Food Policy. 2015;54:1–10.

9. Eyles H, Ni Mhurchu C, Nghiem N, Blakely T. Food pricing strategies,
population diets and non-communicable disease: a systematic review of
simulation studies. PLoS Med. 2012. https://doi.org/10.1371/journal.pmed.
1001353.

10. Glanz K, Bader MD, Iyer S. Retail grocery store marketing strategies and
obesity: an integrative review. Am J Prev Med. 2012;42(5):503–12.

11. Stead M, MacKintosh AM, Findlay A, Sparks L, Anderson AS, Barton K, Eadie
D. Impact of a targeted direct marketing price promotion intervention
(Buywell) on food purchasing behavior by low income consumers: a
randomized controlled trial. J Hum Nutr Diet. 2017;30(4):524–33.

12. Foster GD, Karpyn A, Wojtanowski AC, Davis E, Weiss S, Brensinger C,
Tierney A, Guo W, Brown J, Spross C, Leuchten D, Burns PJ, Glanz K.
Placement and promotion strategies to increase sales of healthier products
in supermarkets in low-income, ethnically diverse neighborhoods: a
randomized controlled trial. Am J Clin Nutr. 2014;99(6):1359–68.

13. Sturm R, An R. Obesity and economic environments. CA Cancer J Clin. 2014;
64(5):337–50.

14. WHO Europe. Standards for Health Promotion in Hospitals. 2004. http://
www.euro.who.int/__data/assets/pdf_file/0006/99762/e82490.pdf. Accessed
11 Aug 2018.

15. Patsch AJ, Smith JH, Liebert ML, Behrens TK, Charles T. Improving healthy
eating and the bottom line: impact of a Price incentive program in 2
hospital cafeterias. Am J Health Promot. 2016;30(6):425–32.

16. Thorndike AN, Riis J, Levy DE. Social norms and financial incentives to
promote employees' healthy food choices: a randomized controlled trial.
Prev Med. 2016;86:12–8.

17. Kyle RG, Neall RA, Atherton IM. Prevalence of overweight and obesity
among nurses in Scotland: a cross-sectional study using the Scottish health
survey. Int J Nurs Stud. 2016;53:126–33.

18. Kyle RG, Wills J, Mahoney C, Hoyle L, Kelly M, Atherton IM. Obesity
prevalence among healthcare professionals in England: a cross-sectional
study using the health survey for England. BMJ Open. 2017. https://doi.org/
10.1136/bmjopen-2017-018498.

19. WHO/World Economic Forum. Preventing non-communicable diseases
in the workplace through diet and physical activity: WHO/World
Economic Forum report of a Joint Event. 2008. http://www.who.int/
dietphysicalactivity/WHOWEF_report_JAN2008_FINAL.pdf. Accessed 11
Aug 2018.

20. Wanjek C. Food at work: workplace solutions for malnutrition, obesity and
chronic diseases. Geneva: International Labour Office; 2005.

21. Schröer S, Haupt J, Pieper C. Evidence-based lifestyle interventions in the
workplace-an overview. Occup Med (Lond). 2014;64(1):8–12.

22. Mooney JD, Frank J, Anderson AS. Workplace dietary improvement
initiatives ought not to be discouraged by modest returns from low-
intensity interventions. Eur J Pub Health. 2013;23(2):193–4.

23. Ni Mhurchu C, Aston LM, Jebb SA. Effects of worksite health promotion
interventions on employee diets: a systematic review. BMC Public Health.
2010;10:62.

24. Scottish Government. Leadership Forum Report: Development of the
National Food and Drink Policy. 2009. https://www.gov.scot/Resource/Doc/2
76585/0083034.pdf. Accessed 16 Aug 2018.

25. Scottish Government. Criteria for the Healthcare Retail Standard. 2015.
https://www.gov.scot/Resource/0050/00504058.pdf. Accessed 16 Aug 2018.

26. NHS Health Scotland. Healthcare Retail Standard – Q and A. 2015. http://
www.knowledge.scot.nhs.uk/media/11003164/healthcare%20retail%2
0standard%20qa1%204.pdf. Accessed 16 Aug 2018.

27. NHS Health Scotland. Evaluation of the Healthcare Retail Standard.
Summary Report. 2018 https://bit.ly/2z7b5I2

28. Mintel. Chocolate Confectionary – UK- April 2011. 2011. https://store.mintel.
com/chocolate-confectionery-uk-april-2011. Accessed 25 August 2018.

29. Vasiljevic M, Cartwright E, Pilling M, Lee MM, Bignardi G, Pechey R, Hollands
GJ, Jebb SA, Marteau TM. Impact of calorie labelling in worksite cafeterias: a
stepped wedge randomised controlled pilot trial. Int J Behav Nutr Phys Act.
2018. https://doi.org/10.1186/s12966-018-0671-7.

30. Burgoine T, Monsivais P. Characterising food environment exposure at
home, at work and along commuting journeys using data on adults in
the UK. Int J Behav Nutr Phys Act. 2013. https://doi.org/10.1186/1479-
5868-10-85.

31. James A, Birch L, Fletcher P, Pearson S, Boyce C, Ness AR, Hamilton-Shield
JP, Lithander FE. Are food and drink retailers within NHS venues adhering to
NICE quality standard 94 guidance on childhood obesity? A cross-sectional
study of two large secondary care NHS hospitals in England. BMJ Open.
2017. https://doi.org/10.1136/bmjopen-2017-018214.

32. Wolfenden L, Kingsland M, Rowland BC, Dodds P, Gilham K, Yoong SL, Sidey
M, Wiggers J. Improving availability, promotion and purchase of fruit and
vegetable and non sugar-sweetened drink products at community sporting
clubs: a randomised trial. Int J Behav Nutr Phys Act. 2015. https://doi.org/10.
1186/s12966-015-0193-5.

33. Black C, Ntani G, Inskip H, Cooper C, Cummins S, Moon G, Baird J.
Measuring the healthfulness of food retail stores: variations by store type
and neighbourhood deprivation. Int J Behav Nutr Phys Act. 2014. https://
doi.org/10.1186/1479-5868-11-69.

34. Ejlerskov KT, Stead M, Adamson A, White M, Adams J. The nature of UK
supermarkets’ policies on checkout food and associations with healthfulness
and type of food displayed: cross-sectional study. Int J Behav Nutr Phys Act.
2018. https://doi.org/10.1186/s12966-018-0684-2.

35. Knai C, James L, Petticrew M, Eastmure E, Durand MA, Mays N. An
evaluation of a public–private partnership to reduce artificial trans fatty
acids in England, 2011–16. Eur J Pub Health. 2017;27(4):605–8.

36. Trieu K, Neal B, Hawkes C, Dunford E, Campbell N, Rodriguez-Fernandez R,
Legetic B, McLaren L, Barberio A, Webster J. Salt reduction initiatives around
the world – a systematic review of Progress towards the global target. PLoS
One. 2015. https://doi.org/10.1371/journal.pone.0130247.

37. The Soft Drinks Industry Levy Regulations 2018. S.I. 2018/41. http://www.
legislation.gov.uk/uksi/2018/41/pdfs/uksi_20180041_en.pdf. Accessed 19
Aug 2018.

38. Hyseni L, Elliot-Green A, Lloyd-Williams F, Kypridemos C, O'Flaherty M,
McGill R, Orton L, Bromley H, Cappuccio FP, Capewell S. Systematic review
of dietary salt reduction policies: evidence for an effectiveness hierarchy?
PLoS One. 2017. https://doi.org/10.1371/journal.pone.0177535.

39. Martin L, Bauld L, Angus K. Rapid evidence review: The impact of
promotions on high fat, sugar and salt (HFSS) food and drink on consumer
purchasing and consumption behaviour and the effectiveness of retail
environment interventions. Edinburgh: NHS Health Scotland. 2017. http://

Stead et al. BMC Public Health          (2020) 20:132 Page 10 of 11

https://www.gov.scot/Resource/0052/00525472.pdf
https://www.gov.scot/Resource/0052/00525472.pdf
https://www.gov.scot/Resource/0049/00497558.pdf
https://www.gov.scot/Resource/0049/00497558.pdf
http://www.foodstandards.gov.scot/downloads/FSS-_Final_Report_June_1st_2017.pdf
http://www.foodstandards.gov.scot/downloads/FSS-_Final_Report_June_1st_2017.pdf
https://doi.org/10.1371/journal.pmed.1001353
https://doi.org/10.1371/journal.pmed.1001353
http://www.euro.who.int/__data/assets/pdf_file/0006/99762/e82490.pdf
http://www.euro.who.int/__data/assets/pdf_file/0006/99762/e82490.pdf
https://doi.org/10.1136/bmjopen-2017-018498
https://doi.org/10.1136/bmjopen-2017-018498
http://www.who.int/dietphysicalactivity/WHOWEF_report_JAN2008_FINAL.pdf
http://www.who.int/dietphysicalactivity/WHOWEF_report_JAN2008_FINAL.pdf
https://www.gov.scot/Resource/Doc/276585/0083034.pdf
https://www.gov.scot/Resource/Doc/276585/0083034.pdf
https://www.gov.scot/Resource/0050/00504058.pdf
http://www.knowledge.scot.nhs.uk/media/11003164/healthcare%20retail%20standard%20qa1%204.pdf
http://www.knowledge.scot.nhs.uk/media/11003164/healthcare%20retail%20standard%20qa1%204.pdf
http://www.knowledge.scot.nhs.uk/media/11003164/healthcare%20retail%20standard%20qa1%204.pdf
https://bit.ly/2z7b5I2
https://store.mintel.com/chocolate-confectionery-uk-april-2011
https://store.mintel.com/chocolate-confectionery-uk-april-2011
https://doi.org/10.1186/s12966-018-0671-7
https://doi.org/10.1186/1479-5868-10-85
https://doi.org/10.1186/1479-5868-10-85
https://doi.org/10.1136/bmjopen-2017-018214
https://doi.org/10.1186/s12966-015-0193-5
https://doi.org/10.1186/s12966-015-0193-5
https://doi.org/10.1186/1479-5868-11-69
https://doi.org/10.1186/1479-5868-11-69
https://doi.org/10.1186/s12966-018-0684-2
https://doi.org/10.1371/journal.pone.0130247
http://www.legislation.gov.uk/uksi/2018/41/pdfs/uksi_20180041_en.pdf
http://www.legislation.gov.uk/uksi/2018/41/pdfs/uksi_20180041_en.pdf
https://doi.org/10.1371/journal.pone.0177535
http://www.healthscotland.scot/media/1611/rapid-evidence-review-restriction-of-price-promotions.pdf


www.healthscotland.scot/media/1611/rapid-evidence-review-restriction-of-
price-promotions.pdf. Accessed 20 Aug 2018.

40. Jilcott Pitts S, Schwartz B, Graham J, Warnock AL, Mojica A, Marziale E, Harris
D. Best practices for financial sustainability of healthy food service
guidelines in hospital cafeterias. Prev Chronic Dis. 2018. https://doi.org/10.
5888/pcd15.170477.

41. Simpson N, Bartley A, Davies A, Perman S, Rodger AJ. Getting the balance
right-tackling the obesogenic environment by reducing unhealthy options
in a hospital shop without affecting profit. J Public Health. 2018. https://doi.
org/10.1093/pubmed/fdy053.

Publisher’s Note
Springer Nature remains neutral with regard to jurisdictional claims in
published maps and institutional affiliations.

Stead et al. BMC Public Health          (2020) 20:132 Page 11 of 11

http://www.healthscotland.scot/media/1611/rapid-evidence-review-restriction-of-price-promotions.pdf
http://www.healthscotland.scot/media/1611/rapid-evidence-review-restriction-of-price-promotions.pdf
https://doi.org/10.5888/pcd15.170477
https://doi.org/10.5888/pcd15.170477
https://doi.org/10.1093/pubmed/fdy053
https://doi.org/10.1093/pubmed/fdy053

	Abstract
	Background
	Methods
	Results
	Conclusions

	Background
	The healthcare retail standard

	Methods
	Sample
	Observational audit
	In-depth interviews
	Data analysis

	Results
	Observational audit findings
	Changes in product range: chocolate and fruit
	Changes in promotions

	Interview findings
	Rebalancing the product range
	Compliance with promotions rules
	Factors affecting implementation
	Perceptions of the impact of HRS: threats and opportunities


	Discussion
	Conclusions
	Supplementary information
	Abbreviations
	Acknowledgements
	Reviewers
	Authors’ contributions
	Funding
	Availability of data and materials
	Ethics approval and consent to participate
	Consent for publication
	Competing interests
	Author details
	References
	Publisher’s Note

