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Negotiating Your Worth: 
Empowering Nutrition and Dietetics 

Professionals to Advocate for 
Competitive Salaries

Meredith G. Wagner, PhD, RDN, LRD, LD, FAND

Learning Objectives 
• List and define five essential principles associated with 

salary negotiation

• Apply principles of salary negotiation to successfully 

complete a real-world case study

• Identify three evidence-based resources focused on salary 

negotiation

Agenda

❖ Importance

❖ Basic Principles 

❖ Scenario application 

❖ Considerations 

❖ Additional resources

1

2

3



2/24/2025

2

Why Important?

Case Scenario

Question(s):

What are my options if a deal can’t 
be reached on salary?

What is the minimum salary that I will
need in order to accept the job? 

Solution:

Determine your BATNA and Walkaway Price 
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PRINCIPLE #1:
Determine your BATNA and Walkaway Price 

Best

Alternative 

To a

Negotiated 

Agreement

Things to Consider:
BATNA & Walkaway Price

• Strengthen your BATNA

• Be reasonable and evidence-based

• Keep information to yourself

Question(s):

What is the maximum salary you think 
the employer will be willing to pay?

Solution: 
Estimating your Target Price 

7

8

9



2/24/2025

4

PRINCIPLE #2:
Estimating your Target Price 

Candidate Walkaway 
Price:  $50,000

Employer Walkaway 
Price:  ???

Employer’s 
Target Price

Candidate’s 
Target Price

Things to Consider:
Estimating Your Target Price

• Do your research

• Ask questions

• Use your resources

• Consider other factors 

Question(s):

What are actions taken by the candidate
and the employer in order to reach 

an agreement?

Solution:
The Initial Offer, the Counteroffer, and 

Concessions 
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PRINCIPLE #3:
The Initial Offer, the Counteroffer, and Concessions 

Things to Consider:
The Initial Offer, the Counteroffer, and Concessions

• Use a calculator

• Learn and revise

• Watch your language

• The give and take 

• Put all items on the table 

Question(s):

What is the likelihood that a deal 
can be reached?

Solution: 
Identifying the Zone of Possible Agreement 

(ZOPA) 
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PRINCIPLE #4:
Identifying the Zone of Possible Agreement (ZOPA) 

Things to Consider:
Identifying the ZOPA

Question(s):

How do I distinguish between a win-lose 
and a win-win type of negotiation?

Are there ways a negotiator can bring
more value to the negotiating table?

Solution: 
Distributive and Integrative Negotiation 

Approaches
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PRINCIPLE #5:
Distributive and Integrative Negotiation Approaches

Distributive

• Salary

• Sign-on bonuses

• Relocation Expenses

Integrative

• Additional vacation time

• Flexible work 
schedule/work hours

• Start Date

Things to Consider:
Distributive and Integrative Negotiation Approaches

• Collaborative process

• Aim for a win-win

❑ Academy of Nutrition and Dietetics Career Resources
- Compensation and Benefits Survey
- Salary Calculators  

❑ “HBR’S 10 MUST READS ON NEGOTIATION”
Harvard Business Review, Daniel Kahneman, Deepak Malhotra, 
Erin Meyer, Max H. Bazerman

❑ “SALARY AND COMPENSATION NEGOTIATION SKILLS FOR  
YOUNG PROFESSIONALS”
Journal of the Academy of Nutrition and Dietetics. Robin Pinkley

Resources
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❑ “HOW WOMEN CAN GET WHAT THEY WANT IN A   
NEGOTIATION”
Harvard Business Review. Suzanne de Janasz, Beth Cabrera

❑ “NEGOTIATION SKILLS & STRATEGIES”
Kellogg School of Management at Northwestern University

Resources

Coburn, C. (2020, December 14).  32 of the Best Salary Negotiation Tips.  Retrieved from, 
https://www.negotiations.com/articles/geeks-earning-more/

Doody, J. (n.d.).  How to Counter a Job Offer and Negotiate Starting Salary – Online Calculator.  Retrieved 
from, https://fearlesssalarynegotiation.com/salary-negotiation-script/

Malhotra, D. (2014, April).  15 Rules for Negotiating a Job Offer.  Harvard Business Review. Retrieved from, 
https://hbr.org/2014/04/15-rules-for-negotiating-a-job-offer

Marcellus, S. (2021, April 15).  This is the trap question in a salary negotiation.  Retrieved from, 
https://finance.yahoo.com/news/this-is-the-trap-question-in-a-salary-negotiation-203850172.html
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