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The Past, Present and Future of Health Care
40 Years of Transforming Care Experience in Orange County
For 40 years, Kaiser Permanente Orange County has been committed to helping
shape the future of health care in our communities, taking a non-traditional
approach to health care with continuous innovation in providing high-quality,
affordable health care services.

exam rooms and 16 physician offices. Primary and specialty care services include
family medicine, internal medicine, pediatrics, mental health, laboratory,
pharmacy, imaging and a nurse clinic. The campus also includes a community
room and a Thrive walking path.

At the core is Kaiser Permanente’s
pioneering fully integrated care model and
physician-led care teams, working together
to keep members healthy by delivering highquality, personalized care. Kaiser
Permanente doctors, nurses, and other specialists are empowered and supported
by industry-leading advanced technology and tools for health promotion, disease
prevention, state-of-the-art care delivery and world-class chronic disease
management, all working together, connected to each other and to each member.

Innovation in choice and convenience
extends to Kaiser Permanente’s partnership
with Target. Target Clinic, Care Provided by
Kaiser Permanente is a collaboration to
expand existing efforts to bring high-quality,
affordable, patient-centered health care in convenient, trusted and familiar
settings. In Fullerton and Irvine, Kaiser Permanente-staffed retail clinics inside
Target stores provide care to its members and Target guests days, evenings, and
weekends, no appointment necessary. Kaiser Permanente staffs the clinics with
licensed nurse practitioners and licensed vocational nurses and have physicians
available via telemedicine for consultations. The clinics offer Target guests a broad
array of services, including: pediatric care; women’s health care; monitoring and
care for chronic conditions including diabetes, cholesterol and high blood
pressure; basic dermatology services; and treatment for minor illnesses including
strep throat, vaccinations, sinus pain, earaches, asthma, and cold and flu.

In Orange County, Kaiser Permanente serves nearly 600,000 members at more
than 25 medical offices and at their medical centers in Anaheim and Irvine, both
honored with Magnet® designation, the gold standard for nursing excellence for
elite health care organizations. With multiple locations to choose from, Kaiser
Permanente members can get care where, when and how they want it, near home
or work including same-day, next-day, urgent care, and emergency care.
Members can visit their doctor for routine care and preventative services or via
phone, by scheduling a call with a Kaiser Permanete doctor. Members can also
leverage video visits (if available), a convenient, secure way to see a doctor, faceto-face online. At most of Kaiser Permanente facilities, members visit their doctor,
get a lab test, and pick up prescriptions — all in a single trip. With many services
under one roof, members can do more in less time.
Continuing Kaiser Permanente’s legacy of innovation by transforming the care
experience, in 2017, Kaiser Permanente introduced an agile and flexible
environment at their next generation medical office in La Habra. Harnessing
design, technology and workflow to create an intuitive and convenient experience
for members and care teams, Kaiser Permanente developed a modern and open
design interior focusing on the human experience for members, with views of
nature and daylight throughout the building. From pre-arrival to the check-in
process (via online, self-service kiosks, or with a service representative) to the
engagement of the waiting area that educate, entertain and reinforce Kaiser
Permanente’s Thrive brand, members experience health care that looks and feels
completely different from what they’ve experienced in the past. The idea of being
pervasive, having multiple ways to interact, Kaiser Permanente believes, impacts
people’s lives in a much more meaningful way. Additionally, the offices feature 25

Recognized as one of America’s leading health care providers and not-for-profit
health plans, Kaiser Permanente has grown to become one of the largest health
plans in Orange County. As a fully integrated health care system that includes a
health plan, hospitals, pharmacy, and nationally recognized medical group of
primary and specialty physicians — all connected by a shared electronic health
record, Kaiser Permanente is committed to innovation and leading the future of
health care by prioritizing a member-centric approach. Members can access care
anytime, anywhere and select their personal doctor who coordinates their care
journey, and works closely together to make decisions about each member’s
health.
Kaiser Permanente represents the past, present and future of health care. From
Kaiser Permanente’s start in Orange County in 1979, with the purchase of Canyon
General Hospital, a 200-bed, acute care facility in Anaheim, to providing
transformative models including next-generation medical facilities, retail clinics at
Target, or self-directed care, Kaiser Permanente continues to provide innovative
ways for members to access care and interact.
For more information, visit kp.org/orangecounty.
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Ready to Sell Your Medical Practice and Retire?
by Jay Wikum, CPA, CMPE, HMWC CPAs & Business Advisors
A physician looking for help in developing a plan sell their practice and retire is
a common call we receive at our office. Unfortunately, in many cases, the
physician’s expectations are not realistic – both in value they hope to realize
and the ease in completing the transaction.
Practices that are successful in making this transition
generally have been planning for several years and
have taken many proactive steps along the way.
Hospital foundations, private equity, local competitors,
and new physicians to the community make up most
of the likely buyers of your practice. For some of these
buyers, your long-term or short-term plans regarding
retirement will have a significant impact on how
attractive your practice may be. Depending on your
plans, not all of these options may be available to you.
Manage your expectations on the value of your
practice. As the recent history of solo and smaller group practice purchases by
hospital foundations has proven, receiving much more than the fair-marketvalue for practice equipment is rare. Items such as a favorable lease, location,

qualified staff, and quality ‘transferable’ contracts can bring additional value.
But often, this value can only be realized if the buyer is someone other than a
hospital entity.
It is important to understand that the same practice can be considered valuable
by one buyer, and of no particular value by another. It is often what the buyer is
looking for that drives the price. For example, someone making a move from
out of state might find particular value in your office location and trained staff,
whereas another buyer with an established practice nearby might find your
office space a liability, and is only interested in your patient list.
If you are contemplating the sale of your practice, put our expertise to work for
you. We work with more than 350 medical practices in Southern California and
facilitate dozens of practice sales each year.
Contact Jay at (714) 505-9000 or jay.wikum@hmwccpa.com, or visit us at
hmwccpa.com.
HMWC CPAs & Business Advisors specializes in serving the financial and tax
needs of privately-held businesses and their owners throughout Southern
California.
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