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Rebecca Valdez is a registered dietitian nutritionist passionate about food justice, equity, and 
sustainability. She empowers clients to advocate for their own health while practicing gentle nutrition 
and compassionate self-care. She approaches nutrition counseling through a cultural, individualized, 
and HAES-informed lens. She is also a freelance writer and communications consultant. She earned her 
BS in Communications from Boston University and MS in Nutrition Education from Teachers College, 
Columbia University.

LETTER FROM THE EDITOR
Rebecca Valdez, MS, RDN (she/her)
2021-2022 Newsletter Editor

When I started down the path of becoming a dietitian, I wasn’t thinking about how much money I would make (surprisingly, 
considering the amount of loans I was taking to pursue my education). However, at some point, I started hearing from 
classmates and colleagues, “Nobody becomes a dietitian to make money.” “Dietitians are undervalued and underpaid.” “Private 
practice is the only way to make money as a dietitian.” I heard these thoughts so often and frequently that I began to believe it. I 
started to question my choice to become a dietitian because I wanted to help people as a dietitian AND make money. I wanted 
to be valued AND be paid. I didn’t want to accept the alternative, which was to NOT become a dietitian. So, I began to look for 
a different perspective - one that would allow me to become a dietitian and make money, too. As I started seeking a different 
narrative, I found that as many times as I’ve heard somebody say, “dietitians can’t make money,” I also heard, “dietitians CAN 
make money,” and lots of it, without losing their integrity. That’s why I’m so excited to bring you this issue, which is all about 
advocating for your value as a dietitian!

Rebecca Valdez
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UNLOCK YOUR MINDSET TO  
INCREASE YOUR EARNING  
POTENTIAL
Christine Dyan Thompson, RD (she/her)
If you were to search online for ways to increase your earning potential, you’d find plenty of pretty good advice; things like 
getting a mentor, asking for a raise, networking, and having a side hustle. 

These suggestions aren’t bad or wrong per se, but they are missing the right foundation. The foundation to actually grow your 
earning potential beyond your wildest of dreams is mastering your mindset. 

Your mindset can be your biggest obstacle or your greatest asset: the choice, friend, is totally up to you.

WHAT IS YOUR MINDSET?

Your mindset is the collection of beliefs that shape how 
you see the world, respond to stress and opportunity, 
and your perception of what can happen in the future. 
It is your personally curated filter through which you 
see everything. It impacts what you believe is true. 

Here’s an example: two intelligent, hardworking 
dietitians can be in identical sticky situations and have 
completely different impressions of what happened and 
its meaning.

One could see this obstacle as proof that she’ll be stuck 
in work that she doesn’t love for low pay. The other 
might see this as a “signier sign” that this just isn’t the 
right role for her and to move on. 

What’s the difference? One has a growth mindset and 
the other has a fixed mindset.  

FIXED VS. GROWTH MINDSET

These terms come from the book Mindset: The New 
Psychology of Success by Dr. Carol Dweck, Stanford 
University psychologist and world-renowned expert in 
mindset.

A fixed mindset is where you believe that qualities 
such as intelligence and talent are something you’re 
born with, not something to be cultivated. In contrast, a 
growth mindset sees and even expects challenges and 
“failures” as steps within the bigger path towards the 
end goal.

A person with a growth mindset sees their life, their 
opportunities, and possibilities as within their control. 
Talent can be developed. Intelligence can be stretched 
and strengthened. 

The truth is, what you believe has the biggest impact 
on your results. If you believe that you have no control 
– you’re right. You’re going to be stuck. But if you 
believe that you have unlimited potential, you’re right. 

https://www.amazon.com/Mindset-Psychology-Carol-S-Dweck/dp/0345472322
https://www.amazon.com/Mindset-Psychology-Carol-S-Dweck/dp/0345472322
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UNLOCK YOUR MINDSET TO  
INCREASE YOUR EARNING  
POTENTIAL (CONTINUED)

CULTIVATE A GROWTH MINDSET

Here are my three steps towards cultivating a growth mindset. 
This is a process and a journey. As you grow and develop, 
you’ll experience new hurdles to overcome, but with a growth 
mindset you’ll have the tools you need to overcome them. 

      Create awareness

Our thoughts & beliefs about money are deeply rooted and 
often feel very true. 

“Dietitians aren’t paid what we’re worth.” 
“I’ll never make six figures.” 
“The only way to make a good income is to have a business 
where I work 24/7.”

The first step towards a growth mindset is to be aware of your 
current beliefs. As you have any kind of thought about money, 
jot it down. What messages are filtering through your brain, 
again and again?

…Are these thoughts limiting? In my close to 30 years of 
experience, dietitians have lots of limiting beliefs about 
money and these beliefs can weigh us down and squash our 
earning potential. 

      Explore alternatives

Just because something has felt true for you does not mean 
that it has to continue to feel true in the future. Your beliefs 
and mindset are allowed to grow, change, and evolve if you do 
the work. 

You can say that dietitians don’t have a great income and cite 
different resources to prove that you’re right or… you could 
look for alternatives. 

Is it true that all dietitians make $50k-60k? Nope. The 
income for a RD can vary based on the type of work they are 
doing, years in the field, location, and so much more (looking 
at you, growth mindset!). I recently had the opportunity to 
interview a RD making 7 FIGURES! 

Listen in to learn more about her here. 

If you are truly open to a wider reality, there are many more 
dietitians who are too: you just have to have a mind that is 
open to that information. 

     Write it out

A simple “brain dump” onto paper every day can help you 
gain more awareness of your thoughts. Write down the 
thoughts you notice, and then, write down how those thoughts 
could be reframed with a growth mindset. 

For example, if you notice yourself saying, “I will never make 
more than $60k as a dietitian”, write down “There are many 
examples of dietitians making more than $100k and I am 
capable of learning how to as well.” 

Awareness creates the foundation. 

Step 1

Step 2

Step 3

https://www.manipuracentre.co/ep-63
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UNLOCK YOUR MINDSET TO  
INCREASE YOUR EARNING  
POTENTIAL (CONTINUED)

WHAT’S NEXT? FOLLOW THESE THREE LIFE 
TENANTS 

Maintaining awareness, and taking steps to create more 
positive results in your career, will ultimately lead you to 
achieving the life that you deserve and are capable of. To 
unlock your mindset, follow these three life tenets:

Tenet 1: Have unwavering self-integrity 
Integrity is what you do when no one else is watching or 
evaluating what you do. Once trust is broken, it is a long road 
to repair. Have unwavering self-integrity in all that you do. 

Tenet 2: Take personal responsibility for your results 
Your results, both positive and negative, are yours and yours 
alone. When you make a mistake, it’s your responsibility to 
address it and do your best to make amends. When you have 
a win, it’s yours to acknowledge and express gratitude for. 
Examine what contributed to both so that your future energy 
is moving towards the steps that earned the win. 

Tenet 3: Evaluate your results regularly 
Have big goals and divide those goals into yearly, quarterly, 
weekly, and daily action plans to get them done. Evaluate 
your progress and see what is contributing to your growth 
and success and do more of that. Examine your data with 
calm curiosity, not judgment. You’re here to learn, grow, and 
achieve your greatest potential. 

Christine Dyan Thomson 
is a Business & Mindset 
Coach for dietitians. She 
provides you with a proven 
framework that supports 
you in taking the leap and 
growing your RD career 
beyond your wildest 
dreams. Christine is the 

founder of the Manipura Centre and host of the Make 
More Money as a Dietitian podcast.

Christine Dyan Thompson

Key Takeaway: There are many skills that go into growing 
your earning potential, but nothing is more important than 
having a growth mindset. 

For more tips on money mindset, check out a few of the 
Editor’s favorite episodes from Christine’s podcast, Make 
More Money as a Dietitian:

• Being Open to Receive Money 
• Money: An Infinite Resource 
• You Get To Decide

Article modified from original version previously published on 
the Manipura Centre blog.

https://podcasts.apple.com/us/podcast/being-open-to-receive-money/id1468694153?i=1000550662157
https://podcasts.apple.com/us/podcast/money-an-infinite-resource/id1468694153?i=1000526713220
https://podcasts.apple.com/us/podcast/you-get-to-decide/id1468694153?i=1000516264239
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1. DO YOUR RESEARCH

SIX TIPS FOR EFFECTIVELY  
NEGOTIATING YOUR SALARY
Karen Buch, RDN, LDN

What words come to mind when you think about salary negotiation? Intimidating? Daunting? Stressful? Negotiating 
compensation can be tricky, and no one wants to come off as pushy during the process. To manage these conversations in a 
delicate, respectful, and effective manner, Karen Buch, RDN, LDN, outlines six top tips to follow when negotiating your salary:

Start by thinking less about your historical income as a registered dietitian and more about the responsibilities that will be 
required of you in the new position. Seek to understand the salary and compensation structure of lateral positions within 
the hiring company and across the industry. Next, factor in responsibilities, required skills, years of experience, size of the 
company and its geographic location and special skill sets, certifications or training that may give you an edge.

2. UNDERSTAND THE POSITION
When applying for the job, dig deep to understand the position’s title, setting, scope of responsibilities and reporting 
structure before accepting. Not all dietitian positions are created equal. Because the dietetics field is always evolving, you 
may even have some latitude to help shape the role and its level of responsibility during the negotiation process. Being 
willing to take on executive-level responsibilities will command a higher compensation package.

3. DETERMINE YOUR VALUE
The goal is to negotiate the value in your base salary on the way into the organization when your leverage is highest. 
Review published salary and benefits surveys and look to websites like PayScale.com, Glassdoor.com and Salary.com to 
guide your perspective. Although data for dietitian job titles are not always readily available on these websites, it may be 
helpful to compare other professional positions that have some overlap in job responsibilities. For dietitian specific roles, 
you can review the Academy’s Annual Compensation and Benefits Survey or use their Salary Calculator.

4. PREPARE YOUR MIND AND BODY
Practice concisely describing why the company would be lucky to have you as an essential part of the team. Be able 
to confidently discuss the unique skills and experiences that you can bring to the company. Then, think through the 
alternatives and trade-offs that you would be willing to consider in your compensation package. You will feel less 
intimidated and more empowered when you have established options that may lead to agreement. During the interviews, 
wear professional attire and ensure your tone and body language convey that you are vibrant, personable, open-minded, 
knowledgeable, and confident.

https://www.jandonline.org/article/S2212-2672(21)01258-2/fulltext
https://www.eatrightpro.org/practice/career-development/salary-calculator
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SIX TIPS FOR EFFECTIVELY  
NEGOTIATING YOUR SALARY 
(CONTINUED)

5. PLAN TIME TO COUNTER AND CONSIDER
When the job offer is made, it is ideal for the employer to disclose a salary number first. If asked for your salary 
requirements, counter with “Do you have a range in mind for the position?” Follow with “Can you help me understand the 
other benefits that would come with the position so I can consider the total package?” Then request time to consider the 
full job offer.

6. NEGOTIATE ADDED BENEFITS
Make a prioritized list of benefits and tease out which ones the hiring manager has the flexibility to change, and 
which ones are firm. Discuss bonus structure, profit sharing, stock options, vacation time, vehicle stipend, cell phone, 
reimbursement for continuing education credits, licensing, business travel, professional memberships, and flexibility 
available in your work schedule. Ask about protocols for increasing vacation time and salary, and how performance  
is evaluated.

As The Bureau of Labor Statistics predicts that jobs in the dietitian category will increase by 11% between 2018 and 2028, 
dietitians are in a prime position to negotiate the salaries they deserve from the beginning and to continue managing salaries 
proactively throughout their careers.

Article modified from original version previously published on the Retail Dietitians Business Alliance website in May 2015.

Karen Buch is a registered dietitian/nutritionist who specializes in retail dietetics and food & culinary 
nutrition communications. As one of the first supermarket dietitians, she is a recognized trailblazer 
and expert at translating nutrition science into practical solutions for consumers. Karen is principal 
at Nutrition Connections LLC, past chair of the Food & Culinary Professionals Supermarket/Retail 
subgroup and contributor to Progressive Grocer. Connect with her on Twitter @karenbuch and 
NutritionConnectionsLLC.com.

Karen Buch
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 Jenna Gorham is a registered dietitian and the founder of The RD Link. Her mission is to create relationships 
between health and wellness brands and registered dietitians to foster credibility and the spread of accurate nutrition 
information while helping brands and dietitians alike grow their businesses in meaningful ways. To easily pitch brands, 
get started with your FREE profile at therdlink.com. The RD Link is the only platform designed to connect registered 
dietitians and health and wellness brands.

HOW TO: PITCH YOUR 
COMMUNICATIONS SERVICES AS A 
DIETITIAN WITH ONLINE INFLUENCE
Jenna Gorham, RD
Pitching your work as a dietitian is not easy and can take some 
practice. Through working on the brand side, I’ve received and 
responded to many pitches from registered dietitians. Below are 
a few tips I’ve found to be important when reaching out to brands 
or other companies when pitching your services as a dietitian.

1. Choose Best Fit Partners 
Just like counseling patients, not every brand or company is a 
perfect fit for your expertise and niche. Brands aren’t looking 
to work with just any dietitian; they want to work with RDs that 
align with their brand, reach their target audience, and are an 
authentic fit. You will be more successful if you are strategic in 
your outreach and pursue brands that are truly a good fit for 
you and your audience. You should feel proud to represent the 
company and it should feel like a natural fit –  don’t force it!

2. Be Specific In Your Offerings 
This is one of the best things you can do to secure more brand 
partnerships and on the receiving end this is exactly what I look 
for. Remember to not only pitch yourself but pitch an idea too. 
Show the brand that you know exactly how you could promote 
them in a creative and effective way. Don’t expect them to have a 
project or idea ready for you.

When you share an idea, it makes it easy for the brand to quickly 
decide if it is a good fit and you are more likely to get a response. 
For example, rather than “I’m a dietitian and want to promote 
you on social media,” try the approach of “I’m planning a social 
media campaign for healthy, back to school snacks and would 
love to feature your products in an educational Instagram post.”

3. Keep it Brief 
It takes a lot of time to read and respond to long, detailed emails. 
You can easily pitch yourself in a few short sentences. In your 
pitch email include a personal introduction, your idea, and a clear 
call to action.

4. Have More Information Ready for a Follow Up 
If you pique their interest, the brand or company will likely follow 
up with questions or seek more information. They will want to 
know how many people they can expect to reach, details on what 
is included in your package and your timeframe, and your rates. 
Think a step ahead and anticipate what information they will 
need and have the details ready to share if you didn’t include this 
in your initial pitch.

5. Include a Clear Call to Action 
End your pitch with a question or call to action to guide them to 
the next step. For example, “Take a look at my attached media kit. 
Would you like to schedule a call to connect; or could you put me 
in touch with your marketing team?”

6. Be Polite, Professional, and Quick to Respond 
Show your excitement about the brand and products and make 
them excited about the possibility of working with you.

7. Ensure It Would be a Mutually Beneficial Partnership 
Put yourself in their shoes and focus on the value you can 
provide them. Do you reach their target audience? Is the topic a 
good fit for their brand?

Jenna Gorham

http://therdlink.com
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ESSENTIAL TOOLS:
BEST HIRES TO GROW YOUR 
BUSINESS
Ana Reisdorf, MS, RD
Alissa Rumsey, MS, RD, CDN, CSCS (she/her)

Do you ever look at a dietitian and wonder, how on earth are they doing all the things! They seem to be everywhere - writing, 
speaking, creating podcasts, working with clients, running workshops, etc. When it comes to dietitians who are successfully 
running a business, the secret isn’t doing it all - it’s hiring the right people. 

Rather than essential tools, I asked a few dietitians about their “essential personnel” that have allowed them to grow their 
business and amplify their work. Here’s how they responded.

“In 2018, I had just had my second son and we were planning on moving from California to 
Nashville. The month I came back from maternity leave with him, I suddenly started getting 
some significant traction in my writing business. One day 4-5 large project requests came in at 
once and I sort of flipped out. I didn't want to turn down the work, as I was finally making some 
significant money, but I also had a newborn, a toddler, and a cross-country move to deal with. 

I went into my RDs Who Write Facebook group and said I wanted to hire some RD contractors to 
work for me and help me. Several RDs applied and I was able to narrow down the ones I wanted 
between a paid writing sample and a short phone interview. I ended up with 5 RD writers, who 
basically carried my business for 4 months while I moved and got settled. The team has grown 
to 10 contractors since then. Six of the contractors are my "core" team members and they are 
starting to take on more and more aspects of the business beyond writing. 

I could not have a multi-six-figure business without them. They bring new perspectives 
and motivation for me to keep growing as a business owner. I also am able to leverage 
their expertise to land clients in specialties I don't know much about. I always say 6 heads 
are better than one! We work so well together, I really feel like we can do anything as a team. 
We are shifting direction this year to grow into a full marketing strategy agency and it's so fun 
to explore new areas with them. They make my business rewarding, profitable, and super 
motivating.”

Ana Reisdorf has over a decade 
of experience as a Registered 
Dietitian. She has a passion for 
creating incredible health and 
nutrition content. Her main 
focus is using her marketing 
expertise to help create 
authority building content 
strategy for wellness brands.
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“I first joined Kelly Diel's year-long We Are The Culture Makers program, which introduced 
me to feminist marketing and business practices. The following year I signed on to Kelly's 
year-long, high-touch mastermind. I didn't want to use the scarcity marketing and business 
techniques that so many business coaches teach and so I hired Kelly as my Business Coach. 
I wanted to build an inclusive, anti-oppressive business, and I wanted someone who could 
provide me with support and knowledge and accountability while I did that. During my 
year-long mastermind with Kelly, I released and marketed my first book, Unapologetic Eating; 
I streamlined my business offerings; built and released a self-paced course and a live group 
coaching program based upon my book; I hired a branding and web design team and worked 
with them on a business rebrand and total website overhaul; and I also created and launched The 
Liberated Clinician, a weight-inclusive business collective for dietitians and clinicians. Having 
Kelly (and the rest of the mastermind group) by my side enabled me to get clear on where I am 
going with my business and figure out the timeline and the tangible steps to get there.

During one of my calls with Kelly Diels - I realized that my book would benefit from having an 
equity reader. I am a multiprivileged white, thin, cisgender woman and those privileges impact 
the lens through which I experience and view the world. I wanted to make sure I was writing a 
book that was as inclusive and anti-oppressive as possible. Kelly introduced me to the concept of 
Equity Readers, generally a person(s) who has various marginalized identities and who can 
read your book (or other materials) through their lens and help you name and uncover  
your biases.  

Alissa Rumsey  is the author 
of Unapologetic Eating and 
the founder of Alissa Rumsey 
Nutrition and Wellness, a 
weight-inclusive practice that 
offers virtual counseling, group 
programs, and online trainings. 
Through their work, Alissa and 
her team help people liberate 
themselves from dieting, 
cultivate a peaceful relationship 
to food and their bodies, and live 
a more authentic, connected life.

After a bit of searching, I ended up hiring two equity consultants: McKensie Mack and Lindley Ashline:

Working with McKensie was life changing. They worked side-by-side with me from early on in my writing process and helped 
me to figure out a way to use the power that my privileges give me (unjustly) and amplify the messages and teachings of 
marginalized folks. McKensie helped me to get clear on and name my positionality; they suggested including a glossary 
which ended up being so important to the book; and they provided a compassionate space where I could uncover my biases 
without feeling judged, while doing so in a way where I was held accountable. My work with McKensie extended on past my 
book, as I also worked with them to develop an anti-oppressive statement for my business (www.alissarumsey.com/statement) 
and think about other ways in which I could make my business more inclusive. Not a week goes by where I don't think about 
something that they said to me during our time working together - this was one of the best hiring decisions I ever made. 

Lindley Ashline brought an important perspective as a fat activist who was familiar with and active in the Health at Every Size 
community, one of the frameworks that I use in my work and would be speaking about in my book. She was able to point out 
places where I could be more inclusive to the experience of fat folks; she also helped me to reflect more on a few of the people 
who I was quoting in my book to make sure I was centering those who are most marginalized. Since that time, I've hired 
Lindley a couple more times to provide input on a conference talk I was giving and also to speak to a group program that I 
run for dietitians, The Liberated Clinician.

Lastly, after spending almost 7 years building my business mostly on my own, with the help of the occasional consultant 
and several dietitians who see 1:1 clients through my practice, Jasmine Hormati was what I think of as my first "real" hire - 
meaning, she was the first person I hired whose salary was not dependent on money coming into my business...which was 
a scary proposition! But it was a leap I had to make and I am so glad that I did. I initially brought Jasmine onto my team 
as a Virtual Assistant and Project Manager, but she quickly became so much more than that. She is a weight-inclusive 
dietitian, so her philosophy and values align with mine and she really "gets" the work that I do, which is so helpful when it 
comes to responding to email inquiries, writing blog or social media posts, getting more details on potential projects, making 
website updates, and so much more. Not only is she incredibly organized and on top of things, she is also so creative and is 
always offering up new and interesting ideas for the business. With her, I feel like I really have a partner in creating different 
programs in my business. In addition to her virtual assistant and project management duties, she is also the co-facilitator for 
my new group business coaching program, The Liberated Clinician. Having Jasmine working with me not only frees up my 
time to do more business development, but it's also been so much fun to no longer feel like I'm a 'soloentrepreneur' and to have 
someone working with me to help and support as many people as we can.”

I hope these best hires inspire you to consider how you may be able to grow your business and create even bigger impact!

http://www.alissarumsey.com/statement
http://www.bodyliberationphotos.com/
http://www.alissarumsey.com/the-liberated-clinician


Spring 2022       12

3 WAYS TO ADVOCATE  
FOR YOURSELF AS AN  
RD2BE OR NEW RD

Ame Proietti (she/her)

In an ideal world, our RD credential would land us our dream 
job and we’d be paid our worth. That’s not always the case 
though, so we need to become our biggest advocate. 

Here are three ways to advocate for yourself as an RD2Be or 
a new RD:

1. Take inventory of your skills

Students and new RDs may feel they should settle for 
any position to get relevant experience. However, your 
degree is more than the letters behind your name. You 
have spent thousands of hours researching, analyzing, and 
communicating nutrition information. 

Here are some skills you likely already have:

Hard Skills 
• Practical skills from your internship or labs 
• Writing 
• Social media management (your Instagram and Twitter count)

Soft Skills 
• Interpersonal communication 
• Problem solving 
• Perseverance (you got through organic chemistry and  
   biochemistry!)

Frame these skills and your unique experiences as value, 
because they are assets to an employer.  

2. Identify your priorities & limits

Hiring you isn’t a favor. You and a potential employer are entering 
a partnership, and you should both be happy with the terms. 

You will spend 20-40+ hours working every week, so it’s 
important to consider more than salary. Consider your working 
environment, conditions, growth potential, and/or scope of 
work. Without clear boundaries, you may find yourself doing 
too much for too little or doing too little and feeling bored and 
unchallenged. Use a wider scope of work to negotiate higher 
pay for more responsibility, if it’s what you want.

If it seems the employer has no room for compromise, setting 
your priorities and limits ahead of time can help you feel 
confident to say no.   

3. Be clear and intentional in your communication

An interview goes both ways, so use this time to clarify 
everything with a potential employer or recruiter. Letting them 
know your bottom line can help you save time by filtering out 
positions that won’t fit your needs. 

Maybe you want to work remotely, have more support for 
professional development, or have a flexible working schedule. 
When making the ask, concisely frame why it’s a reasonable ask, 
and wait for the reply. While your employer might say no, they 
could say yes or have a reasonable alternative. 

Key Takeaway: At the end of the day, we have to advocate 
our own worth. It may feel easier to settle because we 
think we don’t have enough knowledge or experience 
as students or new RDs, but you're investing your time, 
expertise and commitment to learning. Only you can 
advocate for the true value of your investment.

Student Corner Student Corner Student Corner Student Corner 

Student Corner Student Corner Student Corner Student Corner 

Student Corner Student Corner Student Corner Student Corner 

Student Corner Student Corner Student Corner Student Corner 

Student Corner Student Corner Student Corner Student Corner 

Student Corner Student Corner Student Corner Student Corner 

Student Corner Student Corner Student Corner Student Corner 

Student Corner Student Corner Student Corner Student Corner 

Student Corner Student Corner Student Corner Student Corner 

Student Corner Student Corner Student Corner Student Corner 

Student Corner Student Corner Student Corner Student Corner

Ame Proietti is a second career RD2Be with the University of Arizona. She is also a health & wellness 
copywriter, helping professionals in this industry script and make video content. Connect with her on Linkedin, 
Twitter or her website.

https://www.linkedin.com/in/ame-proietti/
https://twitter.com/ameproietti
https://ameproietti.com/
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Rayona Baker, RD LD is the Non-Commercial Business Solutions Specialist for Gordon Food Service 
Central States Division. Offering operational knowledge, nutritional expertise and industry trends. 
Rayona’s background includes Director of Marketing Operations, Food and Nutrition Service Manager 
at an acute care rehab hospital. Rayona received her BS in Dietetics from the University of Kentucky.  She 
is past president of Kentucky Dietetic Association and the Nominations Chair. Rayona has served on the 
Academy of Nutrition and Dietetics Dietitians in Business and Communications Practice Group and is 
an active member of Association of Healthcare Foodservice Hoosier Chapter. Rayona also served on the 
Advisory Board for the Lincoln Trail Home Health Agency, Nutrition and Food Science Advisory Board for 
the University of Kentucky and currently the Advisory Council for Murray State University. Rayona is also 
a Gold Club recipient for outstanding performance with Gordon Food Service.

MESSAGE FROM THE PAST CHAIR
Rayona Baker, RD, LD (she/her)

June 1, 2022 marks the official change for me as your DBC 
Chair to your past Chair. The DBC Chair will pass to Tori 
Schmitt for our 2022-23 term. I want to express my warmest 
gratitude to all of you for your support and hard work in 
volunteering with me this past year. I am confident you will 
continue to grow in your careers and share your leadership 
talents with all of our members. 

It has been my privilege to be DBC Chair this past year and 
look forward to continuing our initiatives alongside Tori and 
Amanda Kruse, Chair Elect 2023-24 term. I truly appreciate 
each and everyone of you and I am honored to be your peer. 
I am reminded frequently how well our profession works 
together to meet the needs of our colleges, clients and general 
public. While extending our family support to each other 
during our good days and our bad days. I would be remiss if I 
didn’t acknowledge how all of our lives and the world has been 

turned upside down over the past two years throughout the 
Pandemic. 

Our professional skills give us all great personal qualities to 
treat everyone with respect and kindness no matter what the 
situation. I am grateful to all of you as a DBC member, peer 
and friend. I wish you all the best in your career path and look 
forward to our continued work together 2022-2023.

Rayona Baker
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DBC DISCUSSION
How can dietitians continue to advocate for equitable compensation for 

themselves and the industry as a whole?

TORI SCHMITT, MS, RDN, LD  
2022-2023 Chair, Dietitians in Business and 

Communications 
“Demonstrate your value: collect data on your 

contributions, communicate your successes, and lead 
your team to achieve big wins..”

RAYONA BAKER, RD, LD 
Past Chair, Dietitians in Business and 

Communications 
“Dietitians have unique values and skills that can be 
applied to many job opportunities. It is important to 

communicate what you can bring to the company and 
you're the right person for the job when you may not 
have all the requirements of the advertised position. 
Tell a personal story that pitches what you have to 

offer as an RD and pitch how the unique knowledge 
and skills you have will assist in overcoming 

challenges to meet company goals. Many times 
employers know you, but they want to know what you 
do outside of your degree or your current job such as 

volunteering and community service. 

“An investment in knowledge pays the best interest” 
Author Unknown

Contact information for the 2021-2022 DBC Executive Committee  |  * = VOTING MEMBER
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