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Three years ago, Dr Shahzad Naseem made a brave decision
to abandon a long-lived career in hospital dental surgery. He
wanted to create a mixed squat dental practice, but with a
difference. Here he shares his story with Private Dentistry,
from concept to completion
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Above: Dental Works” striking reception desk
| Left: Each room has its own colour theme, apparent in this corridor shot
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Having worked in many hospitals in many countries for 16
years as an oral and maxillofacial surgeon, it came as quite a
surprise to many around me when in March 2004 | decided
to open my own dental practice.

A year previously | started working at various dental
practices - NHS, private and mixed. It involved a lot of
travelling and at the best of times was extremely tiring. My
aim was to gain as much experience as possible of running a
dental practice in the shortest possible time. Within that year,
| had developed an exact vision of what | wanted; briefly, a
practice that not only caters for basic dental needs but would
also offer the most up to date advances/technology in the

i

in the same block as the central railway station on the ground
floor. This was exactly what we were looking for.

Getting started

Negotiations began for the lease, but contrary to my hopes,
the process was long and far from smooth. The procedure
involved changing the use licence - a seemingly endless
stream of paper work to gain several permissions from
various local council and health authority departments. At
times it was incredibly frustrating and my wife would say,
‘Let’s leave this place and look for another spot’. However, |

field of dental and facial
cosmetics. | wanted to treat the
patient as a whole rather than just
concentrate on teeth.

| made no secret of my plans
to those around me, in particular
my wife, who, despite her lack of
dental qualifications, not only
understood but also wanted to
help me to achieve my goals, as
did my close friends.

Fate takes control
Our first task was to find the right
place. We started looking at
existing practices within the
Milton Keynes area, in particular
bungalows for sale/lease/rent (|
wanted the whole set-up on one
floor for simple reasons: disabled
accessibility, patient safety,
administration etc). However, we
soon discovered that one of the
major practical problems was
planning permission. Without
going into too much detail, it soon
dawned upon us that our vision
would neither be fulfilled by
buying an existing practice, nor by
a property in a residential area.
Consequently, we shifted our
focus to commercial units.

| was working as an associate
at a Notting Hill Gate practice
(west London). My wife and son
would drop me at Milton Keynes
train station on their way to
school every morning and | would
commute to the practice from
there. On one particular day in
May 2004, the trains into London
had been cancelled, so they
waited while | went to find out
why. By the time | returned from
the station, they had both spotted
a 3,200 square-foot unit, located
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Easy solutions for practice

funding and a whole lot more . ..

- Dental Equipment Leasing - Lease Purchase & Loans -
Imported & Classic Cars - Motor Cycles
- X-rays & OPGs - Intra Oral | |
Cameras - Endodontic Equipment - Microscopes -
Lasers - Orthodontic Equipment - Scanners & Printers - \
ICT Maintenance - Telecom Systems - Periodontic
Equipment - Patient Education Systems
- Air-Conditioning - Compressors -
Operating Lights - Autoclaves - Sundries & Consumables -
CPD - Lab Fees - Practice Purchase
: Reception Furniture - Desks Cabinetry -
Office Equipment & Lighting -
Relocation-Expansion & Start-Ups -Mortgages -

The UKs fastest growing finance provider dedicated
to the Dental Profession.
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Philip Gully
Western Office
8, Isleys Court, Longwell Green,
Bristol BS30 7DR
Tel: 0117 932 2875
Fax: 0117 932 3189
Mobile: 07778 677 550
Email: philipgully@vectorfinance.co.uk

John Baker

London & Central Office

4, Dark Lane, Wargrave,
Reading RG10 8JU
Tel: 0118 940 4943
Fax: 0118 940 1916

Mobile: 07831 182 474

Email: johnbaker@vectorfinance.co.uk

Robert Alcock
Eastern Office

8, Southview Road, Danbury,
Chelmsford, Essex CM3 4DX

Tel: 01245 227 422

Fax: 01245 227 698

Mobile: 07778 745 452
Email: robertalcock@vectorfinance.co.uk

Call us free and discuss your practice finance needs with an experienced lending manager.

0800-389-8903
vector finance

www.vectorfinance.co.uk
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Above: The Dental Works logo ties in beautifully with the dramatic colour scheme

Opposite: The sterilisation room

always encouraged her to persevere
and in hindsight I'm glad | did.

To keep us occupied, my wife and |
engaged in talks with the local PCT,
equipment suppliers, banks, builders,
the planning department, our
accountant and whoever else to
proceed with the practice set-up.

The local health authority was also
keen to have a practice with my vision
under their umbrella, albeit for different
reasons. Their concerns focused on the
acute shortage of NHS practices in a
rapidly growing city. Therefore, | had

56

their full cooperation to establish a
mixed practice with a difference -
complete with state-of-the-art
equipment and décor. | signed a
contract with the local PCT for three
surgeries (pilot scheme - PDS) while the
fourth one would be solely private. (The
private surgery is equipped with a
different dental unit, a chair-mounted
monitor, an intra oral camera, DVD
goggles and the necessary equipment
for minor oral and facial surgery,
implants, facial cosmetics, IV sedation
and bleaching.)

—b—

Design issues
After 10 long months of negotiations,
bargaining and meetings (not to
mention many sleepless nights), | was
finally in a position to proceed. It was at
this point when my vision started to
take shape. | must acknowledge that
this would not have been possible
without the help and guidance of
several experts whom | enlisted the
help of during the planning stage.

| asked a few professional designers
to view the site and each had his/her
own ideas. They were all attractive and
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practical suggestions in their own right,
but my wife and | felt buying into these
designs would not only negate our
original concept (our vision of a squat
practice with a difference) but would
also cost considerably. We worked out
how much we would save by doing it
ourselves - we could invest that money
in equipment and modern dental
gadgets. Therefore, we designed the
project ourselves according to our
vision and budget. Interior design is my
wife's hobby, and her practical
experience gained both at home and
abroad gave me complete confidence in
her abilities. The 3,200 square-foot unit
was an open hall with no partitions — an
entirely blank canvas.

We planned our four spacious
surgeries, each with a designated
consultation area (within the surgery
but away from the clinical area). Here
the dentist and patient could sit and
discuss the proposed treatment options
away from the pressures of the dental
chair. We also planned a central
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sterilisation room, an OPG room, a
store/stock room, a staff room, a
kitchen, an office, separate disabled
toilets, a record room, a recovery room
and last but not the least, two spacious,
attractive and relaxing waiting areas.
Although the space was large enough
to accommodate double the number of
surgeries, we didn't want them to be
tiny with little room for movement.

Making invaluable
contacts

During negotiations, we met Mr Bradley
Marz (who is now a good friend of
mine) from Wright Cottrell. Bradley not
only helped me finalise the equipment
options and installation, ie three Adec
Performers and one Adec 500, but also
introduced me to Aspect Building
Contractors, who specialise in dental
surgeries and were eventually
instructed to carry out the building
work. One of the most appreciable
qualities of Aspects is their seamless

coordination with other companies and
individuals involved in the practice set
up - this can be quite daunting without
proper management. | must take this
opportunity to acknowledge the
professionalism of Aspects - they
completed the whole project within
roughly six weeks. In fact, we started
seeing patients just seven weeks after
the building work began.

After a couple of meetings, emails
and phone calls with Bradley and the
building contractors, Bradley came up
with a basic design and room location
plan. It included rough room dimensions
with the positions of dental units,
cabinets and other equipment. At this
point we passed on the basic design
and layout to Mr Yasser Mahmood, an
architect who fine-tuned the basic
design to conform to building rules
and regulations.

Interior details
As far as interior designing and soft

SYMMETRY S-Series
Piezo Scaling Tips

The first Piezo tips that deliver superior
scaling efficiency with unmatched durability.
Compatible with Satelec* und NSK*

e —

the balance
of power

SWIVEL DIRECT FLOW Ultrasonic Inserts
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Reduces drag from the handpiece cord for improved ease of use.
Compatible with Cavitron*, Perio Select*, Parkell*

* Satelec, NSK, Cavitron, Perio Select, Parkell are registred Trademarks.

Special Offer

3+1

Buy any 3 Piezo Symmetry Tips,
get 1 Piezo Tip + 1 Guardian™
Tip Carrier FREE

Buy any 3 Swivel Ultrasonic Inserts,
get 1 Swivel Insert FREE

*Please contact your dental
depot. Valid till 15.12.05.

Hu-Friedy

FIRST BECAUSE WE LAST.

Manufacturer: Hu-Friedy Mfg. Co., Inc.
3232 N. Rockwell Street -

Chicago, IL 60618 - USA

EC Representative: Hu-Friedy Mfg. Co., Inc.,
Zweigniederlassung Deutschland
Rudolf-Diesel-StrafBe 8 D-69181 Leimen
Hu-Friedy United Kingdom, Ireland:

Louise Conachy, Phone: +353-87-6208804 -
Fax: +353-42-9333534 -
e-mail:lconachy@hu-friedy.com
www.hu-friedy.de
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furnishings were concerned, we took it
step-by-step, starting with the reception
area, moving on to each surgery and
their rooms and finishing off with the
practice exterior. A few of my patients
who specialise in interior design and
architecture were also instrumental in
the final colour scheme and décor.

On paper, the chosen colours were
bold and a bit of a shock, but we always
knew that they would look ‘stunning’ (a
word used by virtually all visitors to the
practice) when put on the walls in the
right proportion. The theme was to
paint one wall in each surgery to match
the dental chair, and introduce a well-lit
painting/photograph to coordinate. For
example, the main surgery is black,
featuring a black unit, one black wall
and black blinds, all offset with stone
coloured walls. The other surgeries are
themed with saffron, purple and burnt
orange. The bespoke colours were
mixed at Homebase using swatches
from the chairs.

The two reception areas (halls may

9:13 am Page 7

——

be a more appropriate description) are
themed with light grey, red and black.
The reception desk is black with a glass
top. We designed it ourselves and had
it manufactured by a company that we
discovered on the internet. Doing it this
way saved at least £3,500, money we
invested into extra equipment. The
furnishings for the reception areas were
chosen from IKEA and MFI, keeping the
main colour scheme in mind. The staff
uniform was chosen from Simon Jersey
in black and grey — a little
unconventional, yet elegant.

Our team

The role of a highly motivated team
cannot be over emphasised. As Dental
Works took shape, people | had known
personally teamed up. They supported
the idea and philosophy of Dental
Works and wanted to become part of it.
They now make up more than half of
the staff here and have been working
tirelessly since the opening! The team

must be credited for the daily
appreciation (both written and verbal)
we receive from patients and the
Quality Assurance Certificate awarded
to us by the local health authority. The
practice is also one of the few BUPA
accredited practices in the region,
which again is a reflection of the

high clinical standards we
continuously maintain.

During the first few weeks we
concentrated on providing basic general
dental services, simply because |
wanted to give every member of the
team time to settle into this completely
new practice with its own philosophy.
After the initial settling phase, we
began to accept referrals and establish
the specialist services. We now offer
cosmetic dentistry, facial cosmetics
(Botox/Restylane), endodontics, intra
venous sedation, oral surgery and
implants. In February of this year, we
installed our Cerec 3D (Sirona
Dental Systems, 0845 0715040) at
the practice.

DENTAL DESIGN & PLANNING CONSULTANTS LTD

architectural services

space planning and practice ergonomics

initial concept drawings te scale

local autherity applications - change of use

building contrel approval etc

-

detailed and working drawings

full Interior design

graphic and corporate identity

129 Ballards Lane Finchley London N3 1LJ tel: 020 8346 3212 fax: 020 8346 5539 email: info@ddpc.co.uk
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The practice

Dental Works by Shaz & Associates
Unit 1 Station House

500 Elder Gate

Milton Keynes

MK9 1BB

el

(’ 01908 696131 i info@dental-works.co.uk

= J L
01908 696130 o) vwwdentalworks.co.uk

Building and design

Aspects Building Contractors
2 Church Lane

Stevenage

Herts SG1 3QR

(’ 01438 316044

Dental Works boasts a
range of state-of-the-
art equipment

Equipment supplier

Wright Cottrell
Unit 1 Canal Court
152 High Street
Brentford

(London branch)

(‘ 0800 668899 QJ www.wright-cottrell.com

Uniform supplier

Simon Jersey
Syke Side Drive, Altham

Accrington
A vision realised Lancashire BB5 5YE
All the thought and effort put into the practice appearance always had the
patients’ comfort and ease in mind, both the physical and psychological. My (’ 0870 1118800 i orders@simonjersey.com
wife and | spent numerous hours discussing how we could make the place

look, feel and smell ‘unlike a conventional dental practice’, while also

providing basic dental care. WWe wanted to use the latest technology 0870 1118811
available, not only to restore oral health but to achieve effective

communication, which helps to explain how we came up with our practice

ethos — ‘Dental Works - working towards a confident smile’. ®

~} www.simonjersey.com
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