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Presenter
Presentation Notes
Welcome to the College of Dietitians of Ontario’s e-learning module on Conflict of Interest and Dietetic Practice. The goal of this e-learning module is to provide the guiding principles that will help strengthen the ability of Registered Dietitians to handle conflicts of interest in their dietetic practice. 




Client-Centred Services
Safe, Ethical and Competent 

Presenter
Presentation Notes
The College often receives Practice Advisory inquiries about conflict of interest from members. In some cases, the RDs are unclear about how to recognize a situation where they are in a conflict of interest. This module strives to educate RDs about conflict of interest to enable safe and effective client-centred services.

Practising dietetics while in a conflict of interest is considered professional misconduct. This is stated in the College’s Professional Misconduct Regulation. It is therefore the College’s regulatory responsibility to provide guidance to ensure that Registered Dietitians (RDs) are equipped to recognize a conflict of interest and that they always act in their clients’ best interests. 







Contents
• Section 1: What is Conflict of Interest? 

• Section 2: Importance to Dietetic Practice

• Section 3: Conflict of Interest Framework

• Section 4: Perceived Conflict of Interest

• Section 5: Quiz – Test Your Knowledge

• Section 6: Scenarios

• Section 7: Summary 

• Section 8: Resources

Presenter
Presentation Notes
This module is divided into eight sections for easy navigation. It offers a Conflict of Interest Framework along with 14 scenarios to help RDs identify a conflict of interest, how to best manage conflict of interest and when to completely avoid a conflict of interest situation that could undermine professionalism and client trust. 

This module can be viewed in a single sitting or one section at a time by clicking on the hyperlinks on this slide. Refer to the side notes tab for the narration. Use the scroll bar to view full text.






SECTION 1

What is Conflict of Interest?

Presenter
Presentation Notes
 Section 1 covers what is conflict of interest.



Conflict of Interest (COI) 

“In the mind of a reasonable person, an RD 
has a personal interest that could improperly 

influence their professional judgment.” 

The RD considers their own or someone else’s 
interests rather than the client's.

(Jurisprudence Handbook for Dietitians s in Ontario, chapter 9: p. 101) 

Presenter
Presentation Notes
 A conflict of interest can be defined as: “In the mind of a reasonable person, a dietitian has a personal interest that could improperly influence their professional judgment.” 

RDs are in a conflict of interest when they consider their own interests, or someone else’s (e.g., a family member of friend) rather than the interests of their clients. 





1. Personal Interest

2. Professional Judgement

3. Improper Influence

4. “Reasonable Person” Test

Four Components of COI

Presenter
Presentation Notes
There are four concepts fundamental to identifying a conflict of interest: 1) personal interest; 2) professional judgment; 3) improper influence and 4) the “reasonable person” test. Let’s review these concepts together on the next few slides.



1. Personal Interest

Money Gifts

Preferential 
Treatment

Moral StanceLoans

Rebates/
Discounts

Direct or Indirect
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1. Personal Interest

An RD’s personal interest can include any number of benefits such as money, gifts, rebates or discounts, an advantage or preferential treatment, loans or other business opportunities. RDs may also have a strong moral stance on a particular issue (e.g., against eating animal products and imposing a vegan diet on all clients regardless of individual needs or preferences). The interest might be direct (to the RD), or indirect (a benefit to a family member or an advantage for the employer for which the RD would obtain recognition). 



Knowledge Client Input

Professional 
Obligations Experience

Professional Judgment
Personal Interest
improperly influences 
professional judgment

2. Professional Judgement

Presenter
Presentation Notes
Professional judgment can be defined as “Applying knowledge, skills and experience, in a way that is informed by professional standards, laws and ethical principles, to develop an opinion or decision about what should be done to best serve clients.” (résumé, Summer 2015)

A personal interest can cloud an RD’s professional judgment, in that the benefit may become so desirable that having it would eclipse client-centred care and the RD would come first. In other words, an RD's professional status and capacity to make a client-centred decision would be in question. 



3. Improper Influence

Holds SWAY
Depends on circumstances

RDs should be honest with themselves

Presenter
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3. Improper Influence

The personal interest or benefit must be something that would hold sway over an RD to improperly influence his/her professional judgment. Accepting a pen offered by a supplier at a conference would likely not constitute improper influence. However, a supplier paying for an RD to attend an international conference, which is a significant benefit, might well hold sway over the RD. 

Depending on the individual and circumstances involved, there are many benefits big or small that could hold sway over an RD. Regardless of the size of the benefit, RDs need to be honest with themselves. If something has the potential to improperly influence professional judgement, then RDs may find themselves in a conflict of interest. 





4. “Reasonable Person” Test

Presenter
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4. Reasonable Person Test

The personal interest must be weighed from the perspective of a "reasonable person" (or neutral observer) not the RD. The test of what constitutes a conflict of interest is what most people would think is reasonable.

Remember, the nose knows. Ask yourself, “Does the situation pass the smell test?” If a situation ‘smells’ or feels funny, pay attention; you may be heading into a conflict of interest. Also, consider whether you want to keep the information hidden or the situation a secret from your colleagues and clients. If so, this may also indicate a potential conflict of interest. 




SECTION 2

Why is recognizing a conflict of 
interest so important to dietetic 

practice?

Presenter
Presentation Notes
So what does this mean for dietetic practice? Section 2 covers why recognizing a conflict of interest is so important to dietetic practice.



Trust + Integrity + Ethics

Presenter
Presentation Notes
Trust, integrity and ethics lay the foundation for dietetic practice. This is directly connected to conflict of interest. 

Clients must trust that RDs will be honest and ethical with them. When RDs are in a conflict of interest and put their own interests above their clients’, it undermines trust, integrity (honesty) and ethical practice. This can result in eroding the professional-client foundation causing damage to the relationship that is all too often difficult to repair. 



Reliance or belief 
in the RD’s expertise

Presenter
Presentation Notes
Trust can be defined as the confident expectation of something or the reliance or belief in someone’s expertise. 

Client-RD relationships are built on trust. Clients need to trust all aspects of the relationship to ensure they are put first and that services are always client-centred. A conflict of interest has the potential to undermine trust.




Integrity is doing the right 
thing even when no one is 

watching.
-C.S. Lewis

Adherence to moral and ethical principles

Presenter
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Integrity is doing the right thing even when no one is watching. Integrity can be defined as the adherence to moral and ethical principles. At the heart of integrity is being honest, truthful and accurate in one’s actions. 

RDs should always strive to maintain high standards of integrity. This means being able to identify a situation that could lead to a conflict of interest and being able to manage it in the best interests of their clients, even when it means having to give up a significant benefit for themselves. When no one is watching, always do what is best for clients.




Ethics
• Rules of conduct
• Standards of behaviour

Depends on context

Presenter
Presentation Notes
Ethics are the rules of conduct with respect to a particular class of human actions, or a particular group. In reference to RDs, ethics can be defined as rulles of conduct and the standards of behaviour expected of the profession.

Ethics can depend on context (e.g., referring clients to other services based on need vs. referring based on the promise of payment). Ethics can also depend on your employment situation. What may be acceptable in some work settings may not be acceptable in others. 

Always check with your employer policies to make sure that you adhere to your workplace standards. And, keep in mind that the College’s regulatory requirements to practice in an ethical manner supersede that of an employer. 



Always act in best interests of clients

Presenter
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Again, always act in the best interests of clients to maintain relationships that are built on trust, professional integrity and ethical practice. Ensure that your personal interests are not prevailing above those of your clients. 



SECTION 3

Conflict of Interest Framework

Recognize

ManageAvoid

Presenter
Presentation Notes
Section 3 presents a Framework to help RDs recognize conflict of interest and determine whether these situations should be avoided or managed. We will go through each component in more detail on subsequent slides.




Conflict of Interest

Recognize

ManageAvoid

Presenter
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The first step is to recognize or identify when an RD is in a conflict of interest. RDs should engage in honest and open self-reflection. Discuss situations with a mentor, co-worker or supervisor for additional clarity. RDs may also contact the College’s Practice Advisory Service for help. 

If RDs do not want to reveal the situation to anyone or hesitate to talk about it, this might their first indication that something is not quite right and that they may be facing a conflict of interest.
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This chart will guide RDs through a series of questions to identify a conflict of interest and to determine whether a situation should be avoided entirely or managed appropriately to preserve professional integrity and client trust.

RDs can ask themselves the following questions:

Is anyone relying on my professional judgment in this situation? If the answer is NO, then there should be no conflict of interest. 

If the answer is YES, is anything competing with my professional duty to my clients? If the answer is NO, then there should be no conflict of interest. 

If the answer to this question is YES, assess whether the competing interest/benefit is so significant that a reasonable person would say I am acting in my own interests above those of my clients. 

If YES, avoid the situation entirely. If NO, what safeguards could be implemented to adequately address the concern(s)?



Benefit to Client Benefit to RD Conflict of Interest

Yes No NO

No Yes YES

Yes Yes MAYBE

Who Benefits?

X

Presenter
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Here is another matrix that will help you determine if there is a conflict of interest by identifying who benefits. If there is a benefit to the client and not to the RD, then there is no conflict of interest. If there is no benefit to the client and a benefit to the RD, then clearly the RD is in a conflict of interest. 

It gets a little trickier when there is a benefit to both the client and the RD. The MAYBE category could be getting into a “Danger Zone” whereby RDs are motivated by personal interests and possibly overestimating the benefit to their clients.




Recognize

ManageAvoid

Presenter
Presentation Notes
Some conflict of interest situations should be avoided entirely as it’s unlikely that safeguards can provide an objective and reasonable level of confidence that an RD’s professional judgment is not being improperly influenced. The following slides provide a few examples.



Always Avoid 

Referrals for Profit 

Recognize

ManageAvoid

Presenter
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RDs should always avoid referrals for profit. It is a conflict of interest when an RD, related person or corporation, directly or indirectly, accepts or offers a gift, rebate, credit or other benefit due to a referral. This applies when:

An RD accepts a benefit in return for referring clients to another provider, organization or service. This can include payment for referrals to other health care providers, payment for referrals to services relating to treatment recommendations (e.g., suggesting a client join a gym and the RD receives payment for every referral), or recommending clients purchase nutritional supplements in the lobby pharmacy as the RD receives a reduction in office rent from the volume of products sold. 

RD must also avoid offering a benefit in return for receiving client referrals from another provider, organization or service. 

The conflict of interest in these situations is that the RD is motivated by personal financial gain rather than client need.





Recognize

Manage
Avoid

AVOID accepting large benefits or gifts

Presenter
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Another situation that should always be avoided is accepting a larger benefit or gift which can easily have an improper influence on an RD’s professional judgment. 

It is difficult to deny the potential influence on an RD’s professional judgment of large gifts. It is likely that a reasonable observer would believe that accepting a vacation from a supplier would have a greater influence on an RD's judgment than accepting a pair of movie tickets. It is better to avoid these larger gifts or benefits entirely.



AVOID 
direct payment 
for supervising 

learners

Recognize

ManageAvoid

Presenter
Presentation Notes
RDs must avoid receiving a direct payment for supervising learners. Learners can include students, dietetic interns, and other RDs/colleagues. The College’s Guidelines for Supervising Dietetic Learners (2014) states: “A Supervisor must not accept payment directly from the learner, where the supervision involves providing an assessment or evaluation of the learner’s competence.”

The RD preceptor must also be mindful of the power differential in their relationship with the learner. The supervisory relationship must be free from conflict of interest or bias that could influence, or appear to influence, the supervisor’s ability to provide an objective and impartial evaluation of the learner’s competence. 

The practice of dietetic internship programs paying facilities to preceptor students is acceptable. This payment goes into the department or program budget rather than to an individual RD.




Conflict of Interest

Recognize

ManageAvoid

Presenter
Presentation Notes
There are situations where conflicts of interest can be managed to preserve client trust as long as there are effective management strategies in place. We will review some strategies on the following slides.



Presenter
Presentation Notes
Remember that each situation is unique; there may not be one right or wrong way to manage it. Again, context is important.



DORM Principle 

Disclosure Options

Reassurance Modification

Manage 
Situation

Presenter
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The DORM Principle is a helpful method to manage conflict of interest situations. It includes four phases: Disclosure, Options, Reassurance and Modification. 



Recognize

ManageAvoid Selling Products to Clients

An RD has worked extensively with a 
pharmaceutical company to develop a line of 
multivitamin supplements that he feels are superior 
to other products on the retail market. He sells his 
supplements directly to his clients in private practice 
and people can also purchase the products 
through his website.    

Presenter
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Let’s work through the following scenario and apply the DORM Principle:

An RD has worked extensively with a pharmaceutical company to develop a line of multivitamin supplements that he feels are superior to other products on the retail market. He sells his supplements directly to his clients in his private practice. People can also purchase the products through his website.    

How should the RD proceed?



Selling Products to Clients

What is the concern?
• The RD’s professional judgment may be 

improperly influenced by financial gain.

How would you apply the DORM Principle?

Recognize

ManageAvoid

Presenter
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Firstly, let's review the concerns in this scenario. The RD’s professional judgment may be improperly influenced by financial gain. The RD may be motivated to suggest that all his clients take multivitamins; the benefit of the financial gain from the sale of each product could outweigh actual client need.

Imagine that you are the RD in this scenario. How would you use the DORM Principle to manage the situation? 



Disclosure Options

Reassurance Modification

Manage Situation

Presenter
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It would be critical for the RD to be fully transparent with his clients and disclose that he is financially benefiting from the sale of each multivitamin product. 

He would have to disclose to his clients that he worked with a pharmaceutical company to develop the line of multivitamin supplements. He would also need to explain why he feels that this particular product is superior to other products on the retail market. The RD may use research evidence to support his perspective.




Disclosure Options

Reassurance Modification

Manage Situation

Presenter
Presentation Notes
Whenever an RD makes a recommendation for a specific brand name product, other options should always be presented to clients to help them make an informed decision. 

In this scenario, even if the RD feels that his multivitamin product is superior to other products on the retail market, clients should be given other options to choose from.



Disclosure Options

Reassurance Modification

Manage Situation

Presenter
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The RD should reassure his clients that declining to purchase his multivitamin product, or choosing another product from the list of options, will not affect the quality of the dietetic services he provides. Nor would purchasing his multivitamins product enhance the delivery of his dietetic services to his clients. In any event, dietetic services should always be client-centred and evidence-based.



Disclosure Options

Reassurance Modification

Manage Situation

Presenter
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Whenever possible, modifications to a situation may remove or greatly reduce the potential for a conflict of interest. In this scenario, there are several options for modifying the situation to preserve client trust: 

1) The RD can choose not to sell the supplements directly to his clients in his private practice. He may offer the product for sale on his website or inform clients where they can purchase the product in stores. Then, clients would be free to purchase the multivitamins on their own accord. 

2) The RD can also normalize the refusal of purchasing the product by stating that many clients choose not to do so. 

3) Another modification could be to sell the product to his private practice clients at cost rather than making a direct financial gain from each sale.

A critical aspect of effectively managing this situation is to ensure the RD has adequate supporting documentation to demonstrate that a comprehensive nutrition assessment resulted in the need for the client to take a multivitamin. 




SECTION 4

Perceived Conflict of Interest

Presenter
Presentation Notes
Section 4 covers perceived conflict of interest.



A perceived conflict of interest

is just as damaging 

as a real one.

Presenter
Presentation Notes
While a perceived conflict of interest is not considered professional misconduct, how a situation appears from an outside observer can be just as damaging to the client-RD relationship as a real conflict of interest. 



Manage the Perception

• How would others see this?
• Be alive to the situation
• What safeguards or strategies could be put 

in place?
• Provide additional information

Preserve client-RD relationship

Presenter
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It's important to manage the perception. Even if a situation is not a true conflict of interest, someone else may think that an RD is acting in their own interests above those of their clients. This is because outside observers often don’t have all the information. 

RDs should try to understand the full picture and how others would interpret the situation. A good practice is to ask yourself, “how would other’s see this?”

Be alive to the situation. Consider additional safeguards or strategies to help manage the assumptions of how others view the situation. Where possible, provide additional information to make it clear that RDs are not in a conflict of interest. 

The goal is to preserve the client-RD relationship.



Boundary 
crossings can blur 
the lines of a 
professional 
relationship and 
compromise an 
RD’s objectivity.

Presenter
Presentation Notes
The College’s Practice Advisory Service often receives questions from RDs about conflict of interest. In some cases, the inquiring RD perceives the situation as a conflict of interest, but in actuality, it’s a boundary crossing. Boundary crossings can cause confusion for both clients and RDs in separating professional and personal lives. RDs should be mindful of boundary crossing situations as they have the potential to blur the lines of the professional relationship and compromise objectivity.





Boundary Crossings
A boundary crossing has two risks:

1. Interferes with RD’s professional judgment
2. Compromises ability of client to accept or 

refuse services or provide informed consent 

RDs must identify boundary crossings and take 
corrective actions

Presenter
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Boundary crossings have two risks:

1. It can interfere with an RD’s professional judgment because of an emotional benefit or because of fears that an inappropriate conduct will be exposed; 

2. It can compromise the client’s ability to accept or question an RD’s services or provide an informed and voluntary consent.

Boundary crossings can also impact the trust the client has in their RD’s abilities to always act in the client’s best interest. RDs have a professional responsibility of identifying when they or their clients are crossing boundaries and taking appropriate corrective actions. Refer to chapter 10 of the Jurisprudence Handbook for Dietitians in Ontario, or enter “boundaries” in the search box on the CDO website: collegeofdietitians.org




SECTION 5

Quiz – Test Your Knowledge

Presenter
Presentation Notes
Test your foundational knowledge on conflict of interest and its importance to dietetic practice by completing a short quiz on the following slides.




1. What is conflict of interest?
A) An RD has a personal interest that 

could improperly influence his/her 
professional judgment. 

B) The RD considers their own or 
someone else's interests rather than 
his/her client's.

C) Conflict of interest is not a concern for 
RDs.

D) Both A & B.

Correct - Click anywhere or 
press Control Y to continue

Incorrect - Click anywhere or 
press Control Y to continue

You answered this correctly!

Your answer:

The correct answer is:
You did not answer this 

question completely Submit Clear

Presenter
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Question 1: What is conflict of interest?

Select the most appropriate answer and click submit. 




2. What are the four components of 
conflict of interest?

A) Integrity, vulnerability, interest and profit.

B) Personal interest, professional judgment, 
improper influence and reasonable 
person test.

C) Honesty, influence, benefit and worth.
D) Judgment, trust, ethics and 

performance.

Correct - Click anywhere or 
press Control Y to continue

Incorrect - Click anywhere or 
press Control Y to continue

You answered this correctly!

Your answer:

The correct answer is:
You did not answer this 

question completely Submit Clear

Presenter
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Question 2: What are the four components of conflict of interest? 

Select the most appropriate answer and click submit. 



3. Trust, integrity and ethics lay the 
foundation for dietetic practice.

A) True

B) False

Correct - Click anywhere or 
press Control Y to continue

Incorrect - Click anywhere or 
press Control Y to continue

You answered this correctly!

Your answer:

The correct answer is:
You did not answer this 

question completely Submit Clear
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Question 3:  True of False - Trust, integrity and ethics lay the foundation for dietetic practice.

Select the most appropriate answer and click submit. 




4. Which of the following are clear-cut AVOID 
conflict of interest situations for RDs?

A) Referrals for profit.
B) Selling supplements to clients.
C) Accepting larger benefits or 

gifts. 
D) Direct payment for supervising 

learners.
E) A, C & D.

Correct - Click anywhere or 
press Control Y to continue

Incorrect - Click anywhere or 
press Control Y to continue

You answered this correctly!

Your answer:

The correct answer is:
You did not answer this 

question completely Submit Clear
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Question 4: Which of the following are clear-cut AVOID conflict of interest situations for RDs?

Select the most appropriate answer and click submit. 





5. What does the DORM Principle stand 
for?

A) Diffuse, Offer, Remedy, Manual.
B) Differentiate, Only, Rectify, 

Manipulate.
C) Disclosure, Options, Reassurance, 

Modification. 
D) Develop, Openly, Rituals, 

Movement.
Correct - Click anywhere or 
press Control Y to continue

Incorrect - Click anywhere or 
press Control Y to continue

You answered this correctly!

Your answer:

The correct answer is:
You did not answer this 

question completely Submit Clear

Presenter
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Question 5: What does the DORM Principle stand for?

Select the most appropriate answer and click submit. 




Quiz
Your Score {score}

Max Score {max-score}

Number of Quiz 
Attempts

{total-attempts}

Question Feedback/Review Information Will 
Appear Here

Review QuizContinue

Presenter
Presentation Notes
This slide displays your quiz results.



SECTION 6: SCENARIOS

1. Free product samples
2. Corporate sponsored messaging
3. Sponsored conference
4. Referring for profit
5. Receiving referrals
6. Referring clients to programs 
7. Referring clients to private practice

8.   Working for a food company
9.   Receiving gifts
10. Recruiting clients for research
11. Selling products to clients
12. Lunch ‘n learns
13. Payment for Supervising 
14. Supervising Relatives

Presenter
Presentation Notes
Section 6 contains 14 conflict of interest scenarios. Feel free to work through the scenarios in sequence or click on the hyperlinks on this slide to advance to the corresponding scenario.



Scenario 1:
Free Product Samples  

An RD works in a family health team. She recently 
received some free product samples of shelf-stable 
milk and a stack of coupons for free products. 
Some of her clients would be interested in these 
products and coupons. 

Can the RD distribute the product samples and 
coupons to her clients? 

Recognize

ManageAvoid

Presenter
Presentation Notes
Scenario 1: Free Product Samples. Read through the scenario. Is this a conflict of interest? Advance to the next slide when you are ready to work through the scenario.




Scenario 1:  Assess the Situation
Free Product Samples  

Benefit to Client Benefit to RD Conflict of Interest

Yes No NO

No Yes YES

Yes Yes MAYBE

Recognize

ManageAvoid

Presenter
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The matrix on this slide will help to recognize whether the RD is in a conflict of interest.

Is there a benefit to the Client? Yes, clients would be benefiting from being able to try a new product, especially clients who may have mobility or access issues to fresh milk products. 

Is there is a personal benefit to the RD that has the potential to improperly influence his/her professional judgment? NO, the RD would not be benefiting at all from giving out free product samples or coupons. The RD was given the products and coupons by the company to freely distribute to clients. 

Therefore, the RD would not be in a conflict of interest in this situation.






Scenario 1: TIPS
Free Product Samples

TIPS

• Give options to eliminate perceived conflict of 
interest, as applicable

• Communicate with colleagues

POTENTIAL FOR 
PERCEIVED COI

Presenter
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When giving out product samples and coupons, the RD can strive to eliminate any perceived conflict of interest by indicating to clients that the RD is not benefiting in any way. The RD can also indicate that this is one such product on the retail market and provide suggestions for other options, as applicable. 

The RD should also communicate accordingly to her colleagues within the family health team. The RD should ensure that her team is aware of her practice of giving out free product samples and coupons and the safeguards that are put in place to manage any perceived conflict of interest. 



Scenario 2:
Corporate Sponsored Messaging

A vendor-sponsored event requires an RD to 
deliver messages that she is not entirely aligned 
with - although scientific, messages are 
somewhat skewed and highlight one food type 
and nutrient vs a whole diet or a variety of 
foods.

How should the RD handle this situation?

Recognize

ManageAvoid

Presenter
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Scenario 2: Corporate Sponsored Messaging. Read through the scenario. Do you think the RD is facing a conflict of interest situation? When you are ready for the answer, advance to the next slide.




Scenario 2: Assess the Situation
Corporate Sponsored Messaging

Recognize

ManageAvoid

Presenter
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Let's use the “Am I in a Conflict of Interest?” framework to identify whether the RD is in a conflict of interest in this scenario. 

Firstly, is anyone relying on the RD’s professional judgment: YES, the people she speaks to at the event.

Is there anything competing with the RD’s duty to her clients or is there a personal benefit that has the potential to improperly influence the RD’s professional judgment? YES, the RD is required to deliver specific messages and may be feeling pressured by the vendor (or her employer) to make statements that she is not entirely aligned with. 

Is the competing consideration so significant that a reasonable person would say the RD is acting in her own interests above those of her clients? Consider that the RD may be fearful that if she doesn’t deliver the messages as required, she may lose her job, or not be hired again (if she is contracted per event). 

Should this situation be avoided or can the RD manage it through safeguards? When you are ready, advance to the next slide.




Scenario 2: MANAGE
Corporate Sponsored Messaging

MANAGE
• Outline concerns to the employer or vendor
• Suggest alternative messages that present a 

balanced approach 
• Provide options or alternatives, as appropriate
• If a compromise cannot be reached, the RD should 

decline

Recognize

ManageAvoid

Presenter
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This situation can be managed to preserve the RD’s professional integrity. Here are some strategies:

The RD can address her concerns with her employer and/or the vendor. She can use research evidence to support her rationale.

The RD can strive to be solution-focused and suggest alternative messages that present a more science-based and balanced approach to healthy eating.

The RD can provide options or alternatives, as applicable, so that people attending the event may make informed decisions.

Where there is resistance from the employer or the vendor in altering the messages, the RD may need to decline working at the event so that she may not compromise her professional integrity and ethics.

RDs must always practice in an evidence-based manner. An RD’s professional judgment should not be improperly influenced and compromised to serve the needs of an employer or a vendor. 



Scenario 3:
Sponsored Conference

You have been asked to speak at a conference and 
present a paper on a nutrition treatment of 
hyperlipidemia. After agreeing to speak, you receive 
the conference materials and learn that each session 
has a corporate sponsor. A large food company with a 
variety of retail products sponsors your session. 

Should you speak at the conference?

Recognize

ManageAvoid

Presenter
Presentation Notes
Read the scenario and consider if this presents a conflict of interest situation. Advance to the next slide when you are ready.



Scenario 3: Assess the Situation
Sponsored Conference

Recognize

ManageAvoid

Presenter
Presentation Notes
Let’s assess the situation by working through the “Am I in a Conflict of Interest?” framework:

Is anyone relying on the RD’s professional judgment: YES, the conference attendees would be relying on the expertise and professional judgment of the RD presenting the paper. 

Is there anything competing with the RD’s duty to present her paper objectively at the conference? NO, the RD was not paid to speak at the conference, did not receive a discounted registration rate and her presentation was not vetted or influenced by the session sponsor. Therefore, the RD is not in a conflict of interest.



Scenario 3: TIPS
Sponsored Conference

TIPS

• Make a disclaimer before the presentation.
• Approach organizers regarding the session 

sponsorship

POTENTIAL FOR 
PERCEIVED COI

Presenter
Presentation Notes
In this situation, there is the potential for a perceived conflict of interest. The conference attendees might wonder about the relationship between the RD and the sponsor of the session and question whether the RD’s professional judgment was at all influenced by the sponsor. 

In many cases speakers at a conference have no control over the session sponsorships. A possible tip may be to make a disclaimer before the presentation to indicate that the RD has no connection to the sponsor and the content of the presentation was not influenced by the sponsor. 

If an RD feels strongly opposed to a particular company sponsoring their session, they can approach the organizers of the conference to discuss accordingly. Organizers may be able to shift sponsorships around to accommodate the RD’s request which would help distill the perceived conflict of interest.




Scenario 4:
Referring for Profit

An RD’s friend is starting up a health care 
clinic. In order to drum-up business, the friend 
offers to pay the RD $20 for each new client 
that the RD refers to the clinic. 

Can the RD participate in this arrangement?

Recognize

ManageAvoid

Presenter
Presentation Notes
Scenario 4: Referring for Profit. Read the scenario. Is this a conflict of interest? Advance to the next slide when you are ready.



Scenario 4: Assess the Situation
Referring for Profit

Recognize

ManageAvoid

Presenter
Presentation Notes
Let’s assess the situation by working through the “Am I in a Conflict of Interest?” framework:

Is anyone relying on the RD’s professional judgment? YES, her clients to refer appropriately.

Is there anything competing with the RD’s professional duty to her clients? YES, payment for referrals. 

Is the competing interest or benefit so significant that a reasonable person would say that the RD is acting in her own interests above those of her clients? YES, the RD should avoid the situation entirely.




Scenario 4: AVOID
Referring for Profit

AVOID 

The RD’s professional judgment is being 
influenced by financial gain rather than  

client need.

Recognize

ManageAvoid

Presenter
Presentation Notes
Some conflicts of interest need to be avoided entirely as no amount of safeguards can present a reasonable level of confidence in the appropriate exercise of professional judgment. 

RDs must AVOID referring for profit. In this situation client’s are relying on the RD’s professional judgment to refer appropriately. This situation places the RD in a conflict of interest as she would be motivated by the financial gain to make the referrals vs. basing the referrals solely on client need.

Although the payment is only $20, the College takes a different approach with referrals for profit. We don’t want RDs engaged in this type of arrangement as it presents a clear-cut conflict of interest. This is also the case for other regulated health professionals  in Ontario. 



Scenario 5:
Receiving Referrals

An RD recently started a private practice and is 
having difficulty growing her business. To 
generate more clients, she offers a therapist 
that she knows 10% of the initial consultation 
fee for every new client that he refers to her. 

Should the RD be paying someone for 
referrals?

Recognize

ManageAvoid

Presenter
Presentation Notes
Read the scenario. Should the RD be paying someone for referrals? Advance to the next slide when you are ready.




Scenario 5: Assess the Situation
Referring for Profit

Recognize

ManageAvoid

Presenter
Presentation Notes
Let’s determine whether the RD is in a conflict of interest:

Is anyone relying on the RD’s professional judgment? YES, her clients to accept referrals appropriately. 

Is there anything competing with the RD’s professional duty to her clients? YES, generating business for her private practice.

Is the competing consideration or benefit so significant that a reasonable person would say that the RD is acting in her own interests above those of her clients? YES, the RD should avoid the situation entirely. 





Scenario 5: AVOID
Receiving Referrals

AVOID 

The RD’s professional judgment is 
influenced by financial gain rather than 

client need.

Recognize

ManageAvoid

Presenter
Presentation Notes
This would be another AVOID situation as the RD is engaging in a relationship with the therapist that would be considered a conflict of interest. The therapist would be motivated to send clients to the RD based on the payment for each referral. The RD is also motivated by the financial gain to receive the referrals vs. seeing clients solely on need. Therefore, RDs should avoid offering a payment for receiving client referrals.  



Scenario 6:
Referring Clients to Programs

Are RDs in a conflict of interest if they 
refer their clients to nutrition programs in 
grocery store chains?

Recognize

ManageAvoid

Presenter
Presentation Notes
Read the scenario. What do you think? Would an RD be in a conflict of interest in this circumstance? Advance to the next slide when you are ready.





Scenario 6: Assess the Situation
Referring Clients to Programs

Benefit to Client Benefit to RD Conflict of Interest

Yes No NO

No Yes YES

Yes Yes MAYBE

Recognize

ManageAvoid

Presenter
Presentation Notes
Let’s ask a series of questions to determine whether the RD is in a conflict of interest:

Are the clients benefitting from the referral to the in-store program? Yes, the RD’s clients may be benefiting from being able to attend free programing at the grocery store chain that is delivered by an RD.
 
Is there a personal benefit to the RD that has the potential to improperly influence her professional judgment? NO, the RD would not be benefiting from referring her clients to in-store nutrition programs. The RD is not receiving a payment or other benefit for the referrals.

Therefore, the RD would not be in a conflict of interest in this situation.




Scenario 6: TIPS
Referring Clients to Programs

TIPS

• Specify no benefit to RD
• Inform all clients and colleagues of in-store 

nutrition programs available
• Product recommendations are based on 

nutrition profiles not brand names

POTENTIAL FOR 
PERCEIVED COI

Presenter
Presentation Notes
There may be the perception that RDs are benefitting in some way by referring clients to in-store nutrition programs. RDs should inform clients and colleagues (as appropriate) that they do not receive a personal benefit from the referral. 

RDs should inform their clients of all the in-store nutrition programs available in their area as several different grocery store chains offer similar nutrition programming. 

Clients should also be aware that any in-store product recommendations factor in the client’s needs and are based on nutrient profiles, not brand names. 



Scenario 7:
Referring Clients to Private Practice

An inpatient hospital RD in a rural area 
starts a private practice to service clients in 
the community. 

Can the RD recommend that her discharged 
hospital patients come and see her in her 
private practice?

Recognize

ManageAvoid

Presenter
Presentation Notes
Scenario 7: Referring Clients to Private Practice. Read through the scenario. Can the RD refer her discharged hospital patients to her private practice? Advance to the next slide when you are ready to proceed.



Scenario 7: Assess the Situation
Referring Clients to Private Practice

Recognize

ManageAvoid

Presenter
Presentation Notes
Let’s ask a series of questions to determine whether the RD is in a conflict of interest:

Is any one relying on the RD’s professional judgment: YES, her recently-discharged hospital patients.

Is there a personal benefit to the RD that has the potential to improperly influence her professional judgment? YES, the RD’s professional judgement may be improperly influenced by the potential profit she could receive by seeing discharged hospital patients in her private practice. However, her patients may also benefit as the RD may be providing a necessary service that is not otherwise available in the community. In addition, continuity of care can also benefit patients. 

Is the competing consideration so significant that a reasonable person would say that the RD is acting in their own interests above those of their clients? NO, the following slide reviews some safeguards that could be implemented to adequately address the concerns.




Scenario 7: MANAGE
Referring Clients to Private Practice

MANAGE

• Clearly disclose fee-for service private practice
• Provide options for other RD services in 

community
• Reassure patients there is no obligation
• Create an objective way for RD and others to 

refer clients

Recognize

ManageAvoid

Presenter
Presentation Notes
In this scenario, the RD can effectively manage the situation using the DORM Principle:

Disclosure: Disclose to her discharged hospital patients that her private practice is fee-for-service and is not covered by OHIP. 
 
Options: Provide other options for free dietetic services in the community (e.g., in-store nutrition programs, public health programs, diabetes education centres, community health centres, and family health teams, as applicable). The RD should also inform clients of other private practice RDs in the area. Clients should be well-informed of all their options before making a decision. 

Reassurance: Reassure patients that they are not obligated to see her in private practice and that any subsequent care will not be compromised or enhanced as a result of a patient’s decision. 

Modifications: Create an objective way that the RD and other health care providers can determine when a client is in need of follow-up dietetic services after being discharged from the hospital. The RD can also give clients a business card and/or website address so they can explore whether they wish to receive follow-up services. Clients can then freely contact the RD to book an appointment. 



Scenario 8:
Working for a Food Company

An RD works in industry for a food 
company that sells a variety of products. 

Is the RD in a conflict of interest by working 
for this company?

Recognize

ManageAvoid

Presenter
Presentation Notes
Scenario 8: Working for a Food Company. Read through the scenario on this slide. Do you think the RD in a conflict of interest by working for this company? After some reflection, advance to the next slide.





Scenario 8: Assess the Situation
Working for a Food Company

Recognize

ManageAvoid

MAYBE

MAYBE

Presenter
Presentation Notes
Let’s ask a series of questions from the “Am I in a Conflict of Interest?” framework to work through this scenario:

Is anyone relying on the RD’s professional judgment: YES, her employer for her nutrition expertise and possibly others (e.g., health care providers and/or the public) to whom the RD relays information.  

Is there anything competing with the RD’s professional duty to her clients? MAYBE; it all depends on whether, as part of her job, the RD is being asked by her employer to over-inflate, mislead, ignore problematic ingredients or make claims about products that are not evidence-based. If so, this would be competing with the RD’s professional duty to her clients. 

Is the competing consideration so significant that a reasonable person would say that the RD is acting in their own interests above those of their clients? Again, MAYBE; it all depends on what the food company is asking the RD to do or say in order to keep her job. If the RD’s professional judgement is being compromised or improperly influenced to keep her job, then the RD may need to avoid the situation entirely and resign. 

If this is not the case, the following slide reviews some safeguards that could be implemented to adequately address the concerns.



Scenario 8: MANAGE
Working for a Food Company

MANAGE

• Transparency
• Honest communication
• Evidence-based practice
• There is not the same level of vulnerability 

when information is being relayed to RDs 
rather than the public

Recognize

ManageAvoid

Presenter
Presentation Notes
The possible conflict of interest in this situation lies between the interests of the company paying the RD for her expertise to represent their products, and that of consumers and other dietetic professionals. A reasonable person could question whether the RD’s interests lies with the company or the consumer to truly present evidence-based information and not over-inflate the nutritional benefits of the company’s products. 

In most circumstances, transparent, honest and evidenced-based promotion of products would manage this situation appropriately.

It is important to note that many RDs working in food companies are not working directly with the public, but rather targeting information to health professionals (e.g., providing product info to RDs directly). There is not the same level of vulnerability to individual clients or the public as the RDs receiving the info are trained to critically appraise it and question anything concerning. It would then be up to those RDs to exercise their professional judgment to make subsequent product recommendations to their clients or the public. 




Scenario 9:
Receiving Gifts

You are the food services manager and make a 
number of purchasing decisions for your 
organization. A few of your suppliers have made 
small gifts to you such as a box of chocolates 
around the holidays. A supplier is offering to 
provide a significant financial contribution towards 
your department's education budget after hearing 
that it had been cut. 

Recognize

ManageAvoid

Presenter
Presentation Notes
Scenario 9: Receiving Gifts. Read through the scenario. Consider whether the food services manager should be accepting the contribution from the supplier. Advance to the next slide when you are ready.





Scenario 9: Assess the Situation
Receiving Gifts 

Recognize

ManageAvoid

Presenter
Presentation Notes
Let’s ask a series of questions from the “Am I in a Conflict of Interest?” framework to work through this scenario:

Is anyone relying on the RD’s professional judgment: YES, her employer for her nutrition and purchasing expertise.

Is there anything competing with the RD’s professional duty to her clients? YES, the contribution to the education budget. A significant financial contribution to an organization’s education budget could reasonably be viewed as influencing an RD’s professional judgment. The concern is that purchasing decisions would not be based on quality and value alone, but on circumventing the limitations of the organization's budgetary process. 

Is the competing consideration so significant that a reasonable person would say that the RD is acting in their own interests above those of their clients? 




Scenario 9: MANAGE
Receiving Gifts

MANAGE
DORM Principle:
• Discuss with supervisor/employer and disclose 

the personal benefit
• Present all the vendor options
• Reassure employer of objectivity
• Remove self from decision or accept under 

certain conditions

Recognize

ManageAvoid

Presenter
Presentation Notes
The answer is NO, the RD can try to manage the conflict by using the DORM Principle:

Disclosure: The RD should outline how the contribution to the organization’s education fund may personally benefit the RD or her colleagues, as applicable. 

Options: Present all the other vendor options to her employer to make an informed decision.

Reassurance: Reassure her employer that the review of the vendor contracts will occur in an objective manner that is based on financial data and not the added benefit of the contribution to the education budget.

Modification: The RD may need to remove herself from this purchasing decision entirely. In some facilities, a contribution such as this one might be rejected outright by administration. Or alternatively, it might be accepted under strict conditions to ensure there is no conflict of interest. 

Receiving funds for an organization’s education budget differs from an RD receiving a large gift or payment directly from the vendor. A large gift or payment directly to an RD from a vendor should always be avoided as it’s likely that a reasonable person would conclude that the RD’s professional judgment is improperly influenced.




Scenario 10:
Recruiting Clients for Research

An RD works part-time in a Canadian Prenatal 
Nutrition Program (CPNP) while completing her PhD. 
Her PhD work involves recruiting low income families 
to learn about family mealtimes and preschool 
feeding practices. Her CPNP clients fit this criteria. 

Would it be appropriate for the RD to recruit her 
CPNP clients to her PhD research study?

Recognize

ManageAvoid

Presenter
Presentation Notes
Scenario 10: Recruiting Clients for Research. Read through the scenario. Reflect on whether it would be appropriate for the RD to recruit clients for her study. Advance to the next slide when you are ready.



Scenario 10: Assess the Situation
Recruiting Clients for Research

Benefit to Client Benefit to RD Conflict of Interest

Yes No NO

No Yes YES

Yes Yes MAYBE

Recognize

ManageAvoid

Presenter
Presentation Notes
In this scenario, let’s identify if the RD is in a conflict of interest.

Is there a personal benefit to clients? YES, the clients may benefit from the education and resources that are received by participating in the research study.

Is there a personal benefit to the RD? YES, to fulfill her recruitment quota for her research.

This presents a MAYBE conflict of interest situation. The RD may be overinflating the benefits to the clients and thus improperly influencing her professional judgment to fulfill her recruitment quota for her research, which subsequently would lead to eventual completion of her PhD. 




Scenario 10: MANAGE
Recruiting Clients for Research

MANAGE
DORM Principle:

• Clearly disclose information about the research 
trial

• Specify that participation is voluntary
• Reassure clients that care won’t be compromised
• Implement objective recruitment processes

Recognize

ManageAvoid

Presenter
Presentation Notes
The DORM Principle would be an effective way to manage the situation:

Disclosure: Disclose to clients the nature of the research trial and any benefit received by the RD (e.g., fulfilling study recruitment quota for PhD research). The RD can also disclose the nature of the study and any benefit to the client (e.g., education, stipend, free products, etc.).

Options: Inform clients of any other studies that may be more suitable. Specify to clients that participation in the research study is voluntary. Clients have no obligation and are free to participate or not. An added concern in this situation is that there is always an inherent power imbalance between the RD and the client. The RD would need to be careful not to pressure her clients into participating in the study. 

Reassurance: Reassure clients that their care in the CPNP program will not be compromised or enhanced should they participate in the study or decline enrollment.

Modifications: Implement an objective recruitment process by someone else other than the RD. Promote the research trial by posters, pamphlet and/or other public advertisements so that prospective participants can inquire on their own accord. If another site or location is available, either in the CPNP program or the research study itself, the RD can implement such safeguards to avoid acting in a dual role as CPNP RD and researcher. Clients should not be inconvenienced and must always agree to such arrangements.



Scenario 11:
Selling Products to Clients

An RD has worked extensively with a 
pharmaceutical company to develop a line of 
multivitamin supplements that he feels are 
superior to other products on the retail market. 
He sells his supplements directly to his clients in 
private practice and people can also purchase 
the products through his website.    

Recognize

ManageAvoid

Presenter
Presentation Notes
You may skip this scenario if you viewed the main part of the e-learning module as this is duplicate.

Scenario 11: Selling Products to Clients. Read through the scenario. Consider whether the RD is in a conflict of interest. Advance to the next slide when you are ready.





Scenario 11: Assess the Situation
Selling Supplements to Clients

Recognize

ManageAvoid

Presenter
Presentation Notes
Let’s go through the “Am I in a Conflict of Interest?” framework to work through this scenario:

Is any one relying on the RD’s professional judgment: YES, his private practice clients.
  
Is there anything competing with the RD’s professional duty to his clients? Yes, the financial benefit of receiving a profit from each product sale. The inherent issue in this situation is whether the RD’s professional judgment is being improperly influenced by the financial gain from the sale of each multivitamin product to his clients. 

Is the competing consideration so significant that a reasonable person would say that the RD is acting in their own interests above those of his clients? NO, the following slide reviews some safeguards that could be implemented to adequately address the concerns.






Scenario 11: MANAGE
Selling Products to Clients

MANAGE

1. Document assessment and multivitamin 
recommendation.

2. Use the Dorm Principle:
• Disclose the financial benefit and give information about the 

supplements
• Provide options for other products
• Reassure clients that their care won’t be compromised
• Modify how the supplements are sold

Recognize

ManageAvoid

Presenter
Presentation Notes
The RD would require supporting documentation which clearly demonstrates that his comprehensive nutrition assessment resulted in the need for the client to take a multivitamin. 

The DORM Principle can be used to effectively manage the situation:

Disclosure: It would be critical for the RD to be fully transparent with his clients and disclose that he is financially benefiting from the sale of each multivitamin product. The RD would need to explain that he worked with a pharmaceutical company to develop the product and why he feels that this particular product is superior to other products on the retail market. The RD may use research evidence to support his perspective.

Options: Whenever an RD makes a recommendation for a specific brand-name product, other options should always be presented to clients to help them make an informed decision. Even if the RD feels the multivitamin product that he developed is superior to other products on the retail market, clients should be given other options to select from.

Reassurance: The RD should reassure his clients that declining to purchase the multivitamin product he developed or choosing another product from the list of options will not affect the quality of the dietetic services he provides. Nor would purchasing the proposed multivitamin product enhance the delivery of his dietetic services to clients. The RD can also normalize the refusal of purchasing the product by stating that many clients choose not to purchase the product.

Modification: Whenever possible, making small modifications to a situation may remove or greatly reduce the potential for a conflict of interest. In the scenario, the RD can choose not to sell the supplements directly to his clients in his private practice. He may offer the product for sale on his website and/or inform clients where they can purchase the product in-stores. The client may then freely purchase the product on their own accord. Another modification could be to sell the product to his private practice clients at cost rather than making a direct financial gain from each sale.






Scenario 12:
Lunch ‘n Learns

An RD works in a diabetes education centre. 
One of the pharmaceutical reps has offered 
to bring in a catered meal for all staff to 
participate in a lunch ‘n learn about the 
company’s nutritional products. 

Can RDs attend?  

Recognize

ManageAvoid

Presenter
Presentation Notes
Scenario 12: Lunch 'n Learns. Read through the scenario. Consider whether the RD is in a conflict of interest. Advance to the next slide when you are ready.






Scenario 12: Assess the Situation
Lunch ‘n Learns

Recognize

ManageAvoid

MAYBE

Presenter
Presentation Notes
Let’s go through the conflict of interest framework to determine whether the RD is in a conflict of interest:

Is anyone relying on the RD’s professional judgment: Yes, the clients in the diabetes education centre.

Is there anything competing with the RD’s professional judgment: Yes, the free lunch may have the potential to improperly influence the RD’s professional judgement in their diabetes management recommendations to clients.

Is the competing consideration so significant that a reasonable person would say the RD is acting is their own interests above their clients’? MAYBE, the nominal benefit of a free lunch would not likely not “hold sway” over the RD. However, be alive to how you may be influenced in your professional judgment. 

The following slide provides strategies to effectively manage the situation. 




Scenario 12: MANAGE
Lunch ‘n Learns

MANAGE

• No preferential treatment to company’s 
products

• Ensure evidence-based practice
• Be mindful of cumulative effect
• Follow organizational and program 

policies

Recognize

ManageAvoid

Presenter
Presentation Notes
After attending a catered lunch ‘n learn, RDs would need to ensure that they are not giving preferential treatment to the company’s products when making client-centred and evidence-based product recommendations. 

Be mindful that the benefit of lunch ‘n learns may have a cumulative effect. The pharmaceutical rep may be striving to establish a good relationship and/or provide preferential treatment. This may work in the rep’s favour, especially when it’s RFP time. 

In some cases, due to optics, the practice of industry-catered lunch ‘n learns is not permitted in some facilities. RD must follow their organizational policies when such restrictions are in place. 




Scenario 13:
Payment for Supervising Learners

An RD accepts the role of supervising an 
intern. Due to the extra workload on the RD, 
the intern directly pays the RD for this 
placement.

Recognize

ManageAvoid

Presenter
Presentation Notes
Scenario 13: Supervising Learners. Read through this scenario. Do you think that the RD is in a conflict of interest? Advance to the next slide when you are ready.




Scenario 13: Assess the Situation
Payment for Supervising Learners

Recognize

ManageAvoid

Presenter
Presentation Notes
To address this scenario, let’s ask a series of questions:

Is anyone relying on the RD’s professional judgment? Yes, the intern as well as the internship program to effectively evaluate the intern’s performance. 

Is there anything competing with the RD’s professional duty to her client? Yes, being paid directly by the intern may be clouding the RD’s professional judgment to be fully objective in the evaluation of the intern’s performance during the placement. 

Is the competing consideration so significant that a reasonable person would say that the RD is acting in their own personal interests above those of their clients? Yes, the RD should avoid the situation entirely.




Scenario 13: AVOID 
Payment for Supervising Learners

AVOID 

• Direct payment clouds the RD’s professional 
judgment

• Preceptor must be free from conflict of interest 
or bias

• Accordingly, the College’s Guidelines for 
Supervision of Learners (2014) restricts this 
practice

Recognize

ManageAvoid

Presenter
Presentation Notes
Some conflicts of interest need to be avoided entirely as no amount of safeguards can present a reasonable level of confidence in the appropriate exercise of professional judgment. This scenario presents an AVOID situation for RDs. 

The RD preceptor must be mindful of the power differential in their relationship with the learner. The supervisory relationship must be free from conflict of interest or bias that could influence, or appear to influence, the supervisor’s ability to provide an objective and impartial evaluation of the learner’s competence. 

Accordingly the College’s Guidelines for Supervising Dietetic Learners (2014): “The Supervisor must not accept payment directly from the learner, where the supervision involves providing an assessment or evaluation of the learner’s competence.”

Note that the practice of dietetic internship programs paying facilities to preceptor students is acceptable. This payment goes into the department/program budget rather than directly to individual RDs.




Scenario 14:
Supervising Relatives

An RD works in a community health centre. 
The daughter of a second cousin is currently 
completing her dietetic internship and 
requests a placement with the community 
health centre RD. 
Is it acceptable for this RD to supervise her 
relative?

Recognize

ManageAvoid

Presenter
Presentation Notes
Scenario 14: Supervising Relatives. Read through the scenario. Do you think that the RD is in a conflict of interest? Advance to the next slide when you are ready.




Scenario 14: Assess the Situation
Supervising Relatives

Recognize

ManageAvoid

MAYBE

Presenter
Presentation Notes
To address this scenario, let’s ask a series of questions using the "Am I in a Conflict of Interest?" framework.

Is anyone relying on the RD’s professional judgment? Yes, the intern as well as the internship program to effectively evaluate the intern’s performance. 

Is there anything competing with the RD’s professional duty to her client? Yes, the fact that the intern is a relative may be clouding the RD’s professional judgment to be fully objective in the evaluation of the intern’s performance during the placement. 

Is the competing consideration so significant that a reasonable person would say that the RD is acting in her own (or someone else's) personal interests? The answer  is MAYBE. Let’s examine this situation further on the next slide.






Scenario 14: MANAGE
Supervising Relatives

MANAGE

• Personal relationship must be disclosed
• Determine if relationship is free from conflict of 

interest or bias 
• Unclear – obtain alternate supervisor
• Supervisors may need to consult with the College

Recognize

ManageAvoid

Presenter
Presentation Notes
Any personal relationship, which pre-dates or develops during the education phase between the supervisor and the learner (e.g., family, dating, business or friendship) must be disclosed with the sponsoring organization (e.g., education institution and/or internship program). 

The sponsoring organization must decide whether the relationship between the learner and the supervisor is free from any conflict of interest or bias.

If it is not clear whether the relationship between the learner and the supervisor is free from conflict of interest or bias, another supervisor should be arranged. 

Where learners are working independently (e.g., outside of a formal program or sponsoring organization), the supervising RD is advised to consult with the College about whether alternate arrangements for supervision should be made. 



Summary
• Conflict of interest occurs when a personal interest may 

improperly influence an RD’s professional judgment.
• RDs must always act in clients’ best interests to 

preserve trust.
• Seek out ways to avoid or minimize perceived conflict 

of interest.
• Education is the first step to conflict of interest 

management.
• Situations can be complex; if in doubt, discuss with a 

colleague or contact the College.

Presenter
Presentation Notes
Summary

A conflict of interest occurs when, in the mind of a reasonable person, an RD has a personal interest that may improperly influence his/her professional judgment. 

Where a conflict of interest arises, RDs should always act in the client’s best interests to preserve trust in the client-RD relationship. Dietetic services are less effective when trust is compromised. 

Seek out ways to avoid or minimize the perception of a conflict of interest. 

Education is the first step in conflict of interest management. Having an awareness of conflict of interest helps RDs to understand when to avoid or manage real or perceived conflict of interest situations.

Conflict of interest situations can be complex. If in doubt, discuss with a colleague or contact the College’s Practice Advisory Service.



Resources
• Jurisprudence Handbook for Dietitians in Ontario –

Chapters 9: Conflict of Interest & Chapter 10: 
Boundary Crossings

• CDO. Conflict of Interest in Dietetic Practice How to 
Handle Competing Interests

• CDO. Conflict of Interest & Dietetic Practice. 
Guidelines for Supervising Learners (2014).

• Ted Talks – Conflict of Interest

Presenter
Presentation Notes
This slide lists some resources on conflict of interest and dietetic practice. Click on the hyperlinks to directly access these resources or search via title or key word on the College’s website: www.collegeofdietitians.org


http://www.collegeofdietitians.org/Resources/Ethics/Conflict-of-Interest/Conflict-of-Interest-Jurisprudence-Handbook-Chapte.aspx
http://www.collegeofdietitians.org/Resources/Ethics/Conflict-of-Interest/COI-How-to-Handle-Competing-Interests-(2015).aspx
http://www.collegeofdietitians.org/Resources/Ethics/Conflict-of-Interest/Conflict-of-Interest-RD-Practice-(2009).aspx
http://www.collegeofdietitians.org/Resources/Registration/Entry-to-Practice-Competencies/Guidelines-for-Supervising-Learners-(2014).aspx
https://www.youtube.com/watch?v=n8Y8FK8gonc


Please feel free to contact the College's 
Practice Advisory Service:

practiceadvisor@collegeofdietitians.org

416-598-1725; 1-800-668-4990 
ext. 397 

Presenter
Presentation Notes
Thank you for taking the time to view the CDO’s e-learning module on Conflict of Interest and Dietetic Practice. If you have any further questions or concerns, please don’t hesitate to contact the College’s Practice Advisory Service. 

mailto:practiceadvisor@collegeofdietitians.org
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