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Description of Presentation:

The ability to negotiate salary is a key skill needed to support nutrition and dietetics
professionals as they seek out and obtain employment to ensure they are appropriately
compensated for the value they add to the employer. Repeatedly, data indicate that nutrition and
dietetics professionals are not being appropriately compensated, likely due to them lacking
negotiation skills. Attendees will learn five key principles involved in salary negotiations,
practice applying the principles using a real-world case study, and be provided with credible
resources pertaining to salary negotiation to reference as they prepare for future salary
negotiations.

Learning Objectives:

1. List and define five essential concepts associated with salary negotiation
2. Apply principles of salary negotiation to successfully complete a real-world case study
3. ldentify three evidence-based resources focused on salary negotiation



