
DO YOU RUN A PRIVATE PRACTICE, GROUP 
PRACTICE, OR CORPORATE PRACTICE?

I have been a private practice optometrist for the 
past 33 years.

HOW MANY PATIENTS PER DAY DO 
YOU SEE, AND HOW DO YOU MAKE THE 
ONES YOU SEE COUNT?

We see about 20 patients per day and try to provide 
as complete a patient care experience as possible.

WHAT’S YOUR BIGGEST CHALLENGE 
AS A BUSINESS OWNER?

It is an ongoing challenge with all the new sources 
of competition to keep our practice busy and 
profitable.

Dean Amundsen, OD, is a practicing optometrist out of 
California. A member of the American Optometric
 Association, Dr. Amundsen focuses on primary eye care, 
cataract and refractive surgery co-management, 
technological advances in eye care, and the care of 
eye diseases like conjunctivitis, glaucoma, and 
macular degeneration. 

Top 5-10 tips for a 
successful practice
We feel the following are important to 
stay successful:

• Care for each patient as you would 
   a family member.   

• Make sure you are addressing as many patient  
   needs as possible at each visit.

• Provide excellent customer service.
• Make sure your office expresses that you use  
   the latest technology.

• Don't let a patient lose their sight on 
    your watch.

• Constantly try to grow as a professional and  
   expect the same of your staff.
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We were able to ask him a few questions to 
help us understand what he believes has 
helped in his successes.
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HOW DO YOU ENGAGE YOUR 
PATIENTS THROUGHOUT THEIR TIME 
IN THE PRACTICE?

We have an in-office communication system to help 
us keep track of where each patient is at in our 
office.

How do you engage them outside of the practice?

We use SolutionReach to stay in touch with our 
patient through recall, newsletters and blog articles.

WHAT TOOLS, IF ANY, DO YOU HAVE TO 
HELP WITH PRESCRIPTION RETENTION 
IN-PRACTICE AND PATIENT COMPLIANCE?

We try to educate our patients in the exam room 
about the services we offer. Our staff helps a lot 
with this.  We focus on tracking how we do to make 
sure the conversations stay alive.

CAN YOU GIVE US THE “BIG PICTURE” OF 
SUCCESS IN YOUR PRACTICE?

Success in my practice is related to hiring the right 
people and constantly working at our processes and 
services to improve patient care.   

We want our patients to feel we care for them and 
are up to date and thorough in what we offer.

WHAT ADVICE CAN YOU GIVE AROUND 
STAFF AND PATIENT POLICIES?

Our patient policies are patient-centered, we want 
our staff to be an extension of our brand which we 
communicate frequently in the office.
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