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KEO Address

Nelson Lim

KEO of C&H Realty, Nelson Lim

This quarter we had a Welcome 2016 Lunch &
Founder’s Retirement Party. C&H office was
crowded with many associates. Read on to find
out what happened during the party. For our “The
Market Says” we are pleased to have Raymond
Ang, Associate Vice President and Nigel Tan,
Associate Manager of C&H Properties Pte Ltd to
share their insights about the property market
with us.

Look out for the latest statistics released by URA
and HDB for the year 2015 in our briefing room.

Last but not least, do keep yourself updated with
the latest events and programmes introduced
specially for you. We look forward to your active
participation in our upcoming company events!

Serving with Care & Honesty,

Nelson Lim
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CEO Sharing

CEO, Philip Chan translated by Leow Yun Hui

In life, a good mindset will make you
more optimistic and open-minded; a good
mindset will enable you to conquer the
challenges you face; a good and proactive
mindset could assist in obtaining health,

wealth and happiness.
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1. Mindset is a determining factor of life

A philosopher once said, “You are the master

CEO, Philip Chan
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of your mindset.” In reality, we could not control
our encounters but we could control our
mindset; we could not change others but we
could change ourselves. There is no significant
difference among all human beings, mindset is
the only difference. Hence, a man’s success
mainly depends on his mindset.
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2. Strive hard rather than be angry

In life there is ups and downs, the circumstances
will not be adverse all the time; in life there is
peak and trough, it is impossible to be at the
bottom all the time. If you are bloated with pride
at the peak of your life or became dejected at the
bottom of life, you are leading a shallow life. If
you only complain and get frustrated in the face
of challenges, then you are destined to be an
underdog.
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3. Confidence is the key to winning

Since ancient times, the reason of most people
failing is lack of confidence but not lack of
capability. Confidence is strength, even more so
motivator. When you lack confidence, it will be
hard to complete tasks well; when you could not
do anything well, the more you will be not
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confident. This is a vicious cycle. If you would
like to be free from the vicious cycle, you
have to combat failure, and establish strong
self-confidence.
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4. Being moved but most importantly act on
it

Being moved is inferior to taking action.
Though taking action might not guarantee
success, no action taken will definitely lead to
failure. Life will not reward you based on
what you want to do or reward you based on
what you know. Life will only reward you
based on the action you took. One’s goal
originate from dreams, one’s happiness is
grabbed from one’s mindset while one’s
success is materialised through action.
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5. Do not regard setback as failure
Everyone is bound to encounter setback and

failure in life. The difference is loser always
take setback as failure which affect

Continue reading on Page 3
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his courage to win; winner never admit failure,
instead in the face of challenges, winner always
motivate himself, “I did not fail, | have yet to
succeed.” One who falls behind temporarily, if he
continues to work hard and plans to win
eventually, then his current setback is not a true
failure. In contrary, if he lost the courage to
continue fighting, then he has indeed lost the
battle.
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Welcome New Year Lunch

On 31st December 2015, C&H just had its annual
Welcome New Year lunch at office. The luncheon
was kick started with karaoke-singing and photo
taking at a photo booth specially set up for all.

The luncheon is also the retirement party of
Albert Lu, the founder and KEO of C&H. Albert
founded C&H in 1991 and mould C&H to where
it stands today. The luncheon was hosted by Mr
& Mrs Lu for all attendees.

The office was extremely crowded as everyone
wanted to send Albert their well wishes. Around
1.30pm, Albert gave a short speech to thank
everyone. Though Albert retired from the daily
“The office was extremely crowded as
everyone wanted to send Albert their

well wishes.”

operations of C&H, Albert is still a director and
shareholder in C&H. He will be in office to
conduct CPD classes from time to time. Though
retired, Albert still welcomes all C&H associates
to call him should they encounter any problem.

Albert cutting cake.

After that, Irene Low, the 2014 overall Top
Producer shared how Albert encouraged her to
join real estate and how Albert has been
providing advice to her from time to time. The
general manager of C&H, Ng Poh Suan also
shared how the staffs always turned to Albert for
assistance when there is a problem. From the
sharing of salesperson and admin, it clearly
shows that Albert is a true mentor for all. A cake-
cutting ceremony followed after presentation of
farewell gift by the CEO Philip Chan, KEO of C&H
Realty Nelson Lim, Division Directors and Senior
Division Directors.

The programme continued with lucky draw
session and cash lucky draw specially sponsored
by CEO, director Kenneth Tan and Top Producer
Kelvin Lam. Everyone enjoyed themselves in the
celebration and we would like to take this
opportunity to wish all a happy new year 2016!
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Group photo taken at Welcome 2016 Party.



The Market Says

For the current issue, Mr Raymond Ang and Mr Nigel
Tan were interviewed. Raymond appeared as one of
the Top 60 Producers in the past 7 years while Nigel
is one of our Top Rookies.

Editor: How many years of experience do you have
in the real estate business?

Raymond Ang: | joined the real estate industry in
November 2003 and C&H was the first real estate
company | joined, till this date. That will be a total of
12 years.

Nigel Tan: | am relatively new to the industry, this is
my third or fourth year in the industry.

ED: Could you share with us some of your trade
secrets for you to be a successful real estate agent?
RA: There were ups and downs over the years. The
5 principles which work for me throughout my years
in this business are:

a. Staying Focused & Committed b. Persevere

c. Plan, Evaluate, Re-evaluate & Review

Constantly evaluate the plan throughout application,
and tweak the plan as and when necessary. Review
the results upon end of work. A SWOT (Strength,
Weakness, Opportunities & Threats)analysis will

be useful.

Raymond Ang
Associate Vice President
at C&H Properties Pte Ltd
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d. Provide Value Added Services

There are 30,000 agents in the industry. Be
different. Listen to your clients’ problems and
provide some practical solutions, instead of
merely saying "this is not within the scope of
estate agency work".

e. Customer Becomes Friend

This has always been my motto. Befriending
clients helps to ensure that all other things fall
into place.

NT: For me, my principle in this business is very
simple. Firstly is being patient, and secondly, the
most important principle is to LISTEN to what the
clients say, truly understand the clients’ need so
that their requirements or needs could be met as
close as possible.

“There are 30,000 agents in the
industry. Be different.”

ED: Both of you pointed out listening to client
as an important trait to be successful in this
trade. Is real estate your full time or part time
business? If part time, how do you juggle
your time between two or more businesses?

RA: Real estate is my main business.

NT: Real estate is my part-time business, as |
am a director/shareholder in my own
electronics components distribution
company. Besides | have a small toddler to
take care of. Juggling the role of being a
business man in two trades and the role as a
new dad could be challenging and | must say
life is really very hectic. However, | found out
that as long as schedules for each role is
planned out properly, everything could be
achieved.

Continue reading on Page 5
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ED: Do you foresee any change in the transaction
volume or price for 20167 If yes, what is the

rationale?
RA: | do not think that there will be a drastic
change in volume or price. | foresee the

Government tweaking the cooling measures. TDSR
most probably will remain but there might be
changes to the ABSD and SSD once the
government's objectives have been reached.

NT: I think that transaction volume might pick up a
little, but properties’ prices will still remain weak or
stabilize. | believe the government will soon start to
withdraw some of the cooling measures. Real
demand for properties is still weak as buyers are
waiting for the property prices to drop further.

Nigel Tan
Associate Manager at
C&H Properties Pte Ltd

ED: Lastly, do you have any advice for fellow C&H
agents on the upcoming trend?

RA: Firstly, be willing to learn, regardless of the
market condition. Learn more when the market is
slow. Secondly, work hard and work smart. There is
no short cut to success. Lastly join or form teams.
Joining teams will help when market is slow or
when you encounter difficulties as your team mates
could encourage you and cheer you on in this
journey.

NT: | would say the current trend is still
considerably positive, just ride through the tough
times so that you will be able to enjoy the good
times.

ED: Thank you Nigel and Raymond for taking your
time off for the interview despite your hectic
schedule. | am sure our fellow associates could
learn something useful for their business.

“Property price remain but cooling
measures might be tweaked/ withdrew.”

Briefing Room

The following is based on the URA and HDB
Q4 statistics released on 22nd January 2016.

URA - Private Property Price Index
The key pointers for private property price

index in the 4th Quarter 2015 are as follows:

Results for 2015 Performance (refer to charts)

e For the whole of 2015, private
residential prices have fallen by 3.7%,
compared with the 4.0% fall in 2014.

e For the whole of 2015, non-landed
prices in CCR, RCR and OCR have fallen
by 2.5%, 4.3% and 3.7% respectively.

e For the whole of 2015, prices of landed
properties fell by 4.1%.

e Price of office and retail spaces suffers a
0.1% and 0.8% decline compared to 2014.

For the full statistics, visit
https://www.ura.gov.sg/uol/media-

room/news/2016/jan/pr16-06.aspx

COMPARISON OF PROPERTY PRICE INDEX FOR 2014 AND 2015
Price Index (end of Year) % Change over Previous
Years

2014 2015 2014 2015

All Residential (1Q09=100) 147.0 1416 4.0 3.7

Landed Property 167.6 160.8 -5.4 41

Non Landed Property 1425 137.4 -35 -36

ccrY 131.9 1286 4.1 -25

RCRY 146.6 140.3 -53 43

OCR 165.6 159.4 -22 3.7
Commercial (4Q98=100)

Office 138.8 1386 45 -01

Retail 130.7 1296 09 08

HDB - Price Index of HDB Resale Flats
The key pointers for index of HDB resale flats
prices in the 4th Quarter 2015 are as follows:

Results for 2015 Performance (refer to charts)
Based on the resale price index released by
HDB for 4th quarter of 2015, the following are
the key points of the 2015 performance:

Continue reading on Page 6
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For the whole of 2015, the decline in resale
flat prices is 1.6%.

In 2016, HDB plans to launch about 18,000
flats, an increase of about 3,000 units from
the 15,100 units in 2015. This is to meet the

expected demand due to recent policy
changes.
the full resale statistics, please visit

ng-a-flat/resale/resale-statistics

HDB Resale Price Index, 4Q2014-4Q2015 (1Q2009 = 100)

Percentage Change From The

Period Index Previous Quarter
v 134.8 0.1%
0 39
ans i 1380 o
| 135.6 -1.0%
2014 v 137.0 -1.5%

Upcoming Sales Launches

For 2016, HDB plans to launch about 18,000 flats,
an increase of about 3,000 units from the 15,100
units in 2015.

This is to meet the expected demand due to recent
policy changes. The first Build-To-Order (BTO)
exercise will be held in February where about
4,150 flats in Bidadari, Bukit Batok and Sengkang
will be offered. More information on the flats to be
offered under the February 2016 BTO exercise is
available on the HDB InfoWEB.
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Notes:
1) 102009 is adopted as the new base period with index at 100

2) The index from 1Q1$90 to 302014 are rebased to the new base period at 102009

3) The index from 4Q2014 onwards is computed using the stratified hedonic regression method.
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Coming Up

1. CEO Dialogue Session

The CEO Dialogue Session has Irene Low and
Sukhvinder Singh who will share tips and
secrets to be successful in the real estate
business. Do join us for an insightful session
on 11th January, 2pm at C&H Training Room.
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CEO Dialogue Session

with Irene Low & Sukhvinder Singh

Date: 11" January 2016
Time: 2- 3.30pm
Venue: C&H Training Room

2. C&H 2016 D&D

The C&H 2016 Annual Dinner and Dance
(D&D) will be held on 27 Feb 2016 (Saturday)
at Grand Copthorne Waterfront, Level 4, from
6.30pm till 12 midnight. We cordially invite all
C&H associates, family members and friends
to join us in celebrating our 25t Anniversary.

Each guest will receive a mystery door gift
during the event and will also stand a chance

to win attractive lucky draw prizes.

Grab your tickets now with Chloe (ext 37).
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We’re on Facebook!
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Editor: Leow Yun Hui
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