
In May 2010, the U.S. Government Accountability Office 
(GAO) conducted undercover investigations at some retail 
establishments and found salespeople making inappropriate 
claims about dietary supplements during conversations with 
customers. Retailers in violation of the laws governing what 
information may be conveyed about dietary supplements 
and their use may be subject to enforcement action 
through the FTC or the FDA, including fines or other 

legal penalties.

You don’t want this to happen to you.

Does Your Sales Staff Know How 
to Talk About Supplements?

Download the NPA Retailer’s Staff 
Education Toolkit

www.NPAinfo.org/Toolkit

Go to www.NPAinfo.org/Toolkit and download the 

printable kit to share with your staff and customers. 

NPA members: Contact Natural@NPAinfo.org for a link to a 

members-only kit you can personalize with your store’s logo.

What’s in the kit?
Dietary Supplement Claims Handbook explaining govern-

ment regs and permitted information, a highlights brochure 

and a reminder card for staff to use out on the sales floor.

A shelf-talker card, handy informational customer flyer 

and a poster, all explaining how your staff can help customers. 

The NPA Retailer’s Staff  
Education Toolkit will help 
your sales staff know what 
should—and should not— 
be discussed with customers.

Dietary Supplem
ent Claims

Handbook

Se
lli

ng
 D

ie
ta

ry
 S

up
pl

em
en

ts

www.NPAinfo.org/retailkit

What can I say to my customers?

“ I have a funny pain right here. What do 
you think I have?”

“ Which supplement do you think I 
should take?”

“ I was told this product would cure my 
ailment. Is that true?”

As a part of your store’s staff, your customers know 

you are dedicated to promoting good health prac-

tices and general well-being among them. Your 

knowledge and expertise make you a valuable part 

of their shopping experience. But DSHEA governs 

the type of information you can offer during the 

customer’s dietary supplements selection process.

In general, you may share this infor-
mation about dietary supplements:

• Information on how the product affects a 
function or structure of the human body

• Information on how a supplement can work 
against a classic nutrient defi ciency disease

• Other third-party informational materials that 
explain the benefi ts or function of a supplement

• Third-party scientifi c literature meeting specifi c 
standards, displayed away from supplements 
containing the dietary ingredient discussed 
in the literature. Now, if a customer asks, for 
example, “What is vitamin C for?”, you can 
provide a balanced piece of literature or a bal-
ance of different pieces that discuss vitamin C.

You also can make third-party software, reference 

books, or other materials and reliable links to online 

areas about the products available to customers, 

displayed separately from the products.

Like printed materials, verbal communications from 

retailer to customer about the health benefi ts of 

dietary supplements should be based on reliable 

information from suppliers and other sources. 

Retailers cannot offer these services 
to customers:

• Diagnose a medical condition 

• Prescribe supplements as a disease treatment

• Make claims outside of what is on product 
labeling, which has been substantiated by the 
manufacturer or distributor

• Substitute for or act as a trained medical or 
health care professional

Refer to your copy of the 
Dietary Supplement Claims Handbook 

for more information.

What You 
Can Tell 
About the 
Supplements 
You Sell

When you ask our trained sales staff for assistance in selecting a 
dietary supplement, various laws and regulations determine the 
parameters of information the salesperson is allowed to convey. 
In addition to the laws that apply to all foods, dietary supple-ments (a unique category of food) are regulated by the U.S. Food and Drug Administration (FDA). Advertising of supple-ments also is subject to consumer protections under the Federal 

Trade Commission Act, enforced by the Federal Trade Commis-
sion (FTC).

In 1994, the U.S. Congress passed the Dietary Supplement Health and Education Act (DSHEA), thereby recognizing the role supplements can play in health promotion and in the pre-
vention of chronic diseases such as cancer, heart disease and os-
teoporosis. DSHEA established a new regulatory framework for 
supplements, ensuring access to safe products that are made to 

quality standards. It permits information about the benefits of 
supplements to be distributed so that consumers can make in-
formed decisions about their health. Built into DSHEA an related 
regulations are important provisions that promote the safety and effectiveness of dietary supplements. 

What can supplement makers say legally on labels, packages and materials?
Typically, health benefits of dietary supplements should be based 
on reliable information from suppliers and other sources. This information is documented on printed sources like labels and packaging, promotional literature located near the product, or third-party materials like articles from scientific journals or other 

publications as long as they are not false or misleading, do not promote a specific brand, present a balanced view of the scientific 
evidence and are displayed separately from dietary supplements.A dietary supplement label must list the name and quantity of 

each active ingredient; identify the product as a dietary supple-
ment; and for herbal supplements, identify the part of the plant 
from which it is taken. Nutrition labeling must be presented in 
a format appropriate to the product.
Under DSHEA’s provisions, dietary supplement makers may in-clude on product labels truthful and non-misleading claims that 
describe the role of a nutrient in supporting wellness. (Examples 
of truthful claims include: calcium builds strong bones; antioxi-
dants protect against cell damage.) These claims are referred to 
as “structure/function” claims or nutritional support claims. 
Statements of nutritional support include claims about:

• How a product affects any part of the structure of the 
human body, (e.g., “Glucosamine helps promote connec-
tive tissue”), or any function of the human body (e.g., 
“Echinacea helps support the immune system”);• A benefit relating to a classic nutrient deficiency disease;• The mechanism or action by which a product acts to 

maintain body structure or function;• How a product promotes general well-being.

Selecting  
Dietary Supplements
How can we help you?

In general, you may share this information about dietary supplements:
•	Information	on	how	the	product	affects	a	function	or	structure	of	the	human	body

•	Information	on	how	a	supplement	can	work	against	a	classic	nutrient	deficiency	disease
•	Other	third-party	informational	materials	that	explain	the	benefits	or	function	of	a	supplement•	Third-party	scientific	literature	meeting	specific	standards,	dis-played	away	from	supplements	containing	the	dietary	ingredient	discussed	in	the	literature.
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In	addition	to	the	regulations	that	apply	to	all	
foods,	 dietary	 supplements	 are	 regulated	 by	
the	U.S.	Food	and	Drug	Administration	(FDA).		
Marketing	and	advertising	of	supplements	are	
subject	 to	 consumer	 protections	 under	 the	
Federal	Trade	Commission	Act,	enforced	by	the	
Federal	Trade	Commission	(FTC).

www.NPAinfo.org/
retailkit
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