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Introduction

We LISTEN to our
clients, THINK on their
behalf and help guide
them on difficult decisions.
We help steer companies
towards GROWTH. Our
domain is ASIA.

Dear Valued Clients and Associates,
This quarter, we have the privilege to interview one of the
many outstanding executives, Mr Adrian Leong from
PappaRich Group Singapore. Today, with over 100 outlets in
Asia Paciﬁc and beyond, PappaRich has now hit shores as far
as New York - let us ﬁnd out how PappaRich made it big in the
hyper-competitive F&B sector.
The recent leak of the “Panama Papers” demonstrates the
prevalence use of far-ﬂung oﬀshore jurisdictions as a means
to park funds away from the prying eyes of tax authorities
worldwide. With the introduction of the Common Reporting
Standards (CRS), will it be a game changer in the ever
widening pursuit to combat tax evasion?
Next, we take a look at the dynamics of joint ventures for
foreign investors seeking to acquire a stake in China’s growing
economy and its associated pitfalls - many foreign ﬁrms, being
unfamiliar with the subtleties of the Chinese business scene,
may unwittingly play the joint venture game against its own
hand.

Once again, I sincerely thank you for your continuous
support.

Henry Tan
Managing Director, Nexia TS
henrytan@nexiats.com.sg

Nexia TS Public Accounting Corporation

Nexia TS (Shanghai) Co Ltd

NTS Asia Advisory Sdn Bhd

MALAYSIA

MYANMAR

100 Beach Road
Shaw Tower #30-00
Singapore 189702
Tel: (65) 6534 5700
Fax: (65) 6534 5766
Email: nexiats@nexiats.com.sg
Website: www.nexiats.com.sg

Room A, 20 Floor, Heng Ji Building,
No. 99 East Huai Hai Road, Huang
Pu District, Shanghai 20021, China
Tel: (8621) 6047 8716
Fax: (8621) 6047 8712
Email: china@nexiats.com.sg
Website: www.nexiats.com.cn

Unit No 23A-06, Level 23A
Menara Landmark, No. 12
Jalan Ngee Heng
80000 Johor Bahru, Johor
Tel: (60) 7 221 3285
Fax: (60) 7 221 3289
Website: www.ntsasia.com.my

La Pyayt Wun Plaza, 410(B),
4th Floor, 37 Alanpya Pagoda Road,
Dagon Township,
Yangon, Myanmar
Tel: (951) 370 836, 370 837, 370 838
Ext- 406, 407, 408
Fax: (951) 376 945
Website: www.nts.com.mm

SINGAPORE

CHINA

Lastly, in view of the newly-introduced sustainability reporting requirement for listed companies in Singapore, we
discuss how it can be a powerful tool for companies to
describe how they create long term value by progressively
managing its Environment, Social and Governance (ESG) risks
and leveraging on related opportunities. A brief walkthrough
on the SGX-issued reporting guidelines will also be covered.

NTS Myanmar Co Ltd

Executive Feature: Adrian Leong
PappaRich Group Singapore Pte Ltd

About PappaRich
Founded by Rich Tan, PappaRich is a popular Malaysian
restaurant chain that serves authentic Malaysian cuisine.
Using only quality ingredients sourced from all over
Malaysia, PappaRich brings the taste of Malaysia’s famous
traditional delights to the world. Today, with over 100 outlets
in Asia Paciﬁc and beyond, PappaRich has now hit shores as
far as New York and is poised to give Malaysians living
aboard a taste of home, and the rest of us an authentic
cuisine rich in heritage.
With a storied history in re-creating authentic Malaysian
cuisine that’s born from age old traditions and recipes, the
PappaRich brand today is synonymous with bringing the
Malaysian experience all over the world through the
enjoyment of its carefully-crafted food and homely
ambience. Currently, with 6 outlets in Singapore and bigger
expansion plans in the pipeline, we have the pleasure to hear
from Adrian Leong to share about his leadership experience
as the General Manager of the popular F&B chain as part of
PappaRich Group in Singapore.

Being one of Malaysia’s most successful
franchises, PappaRich is a well-known F&B
brand name across 11 countries. Now with
6 Singapore outlets, what do you think
contributed most to PappaRich’s success
in Singapore?
Diﬀerentiating through product quality
“Much of PappaRich’s success comes from the quality of its
food, strong branding and providing an authentic Malaysian
dining experience with a good ambience. The company takes
product quality very seriously and goes to great lengths to
source for the best ingredients all over Malaysia,” Adrian
shared.
New dishes go through intensive recipe and taste testing
before they appear in the menu, explains Adrian.
PappaRich’s management team travels all over Malaysia to
scout for hidden culinary gems and outstanding chefs to join
them. For example, the juicy fried chicken thigh is the
signature dish of a former Nasi Padang chef whom they had
speciﬁcally hired for his speciality.
Another good example would be the Hainan Steamed Bread
with Half Boiled Egg served with Homemade Kaya (coconut
jam spread). It may seem like an ordinary dish served at
common coﬀee shops, but diners can taste the diﬀerence
from the ﬁrst bite. The PappaRich’s version is undoubtedly
far more superior. In fact, when its founder, Rich Tan, ﬁrst
came across it in Malaysia, he loved it so much that he
bought the entire Hainanese bread-making factory, just to
ensure that PappaRich keeps the food quality consistent!

Adrian Leong, General Manager
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Besides a great product line, what other
factors do you think are critical to a
successful F&B business? Is it any different
for Singapore when compared to other
markets?
Paying attention to the details
PappaRich lifts the dining experience to the next level by
taking a hands-on approach to source for the best
ingredients all over Malaysia, putting great eﬀorts into the
restaurant décor and even commissioned a research &
development team to create new signature dishes on top of
setting up a central kitchen in Malaysia for training and
quality control.
Every PappaRich restaurant shares similar design elements
that evoke the historical décor of restaurants that existed
during the colonial days of Malaysia. Distinctive features
such as meranti wood ﬁnishings, pale green leather booths
and exposed red brick walls can be found in all the outlets
worldwide.
“For the Singapore market, we ﬁnd that local diners are
willing to pay for quality and a good dining experience.
Hence, at PappaRich, we go the extra mile to ensure that we
recreate a dining ambience that is close to home and
culturally rooted, extruding the charms of old Malaysia. In
this regard, we have commissioned artists to specially
produce paintings that showcase the ordinary lives of parent
and child, in this case, father and son, in a bid to create the
perfect family dining experience.” says Adrian.

What do you find most challenging in your
line of business?
Product positioning and competitors
It was a lot of hard work when PappaRich ﬁrst started out, as
the company had to start from scratch in Singapore. In
addition, the restaurant also met with initial resistance from
local diners in paying higher prices for traditional Malaysian
food in a more premium setting. It was not easy persuading
local diners to change their perspectives on paying for
quality “coﬀee shop food”.
“In the beginning, we launched aggressive marketing
campaigns in the ﬁrst two years through various media
platforms, especially food bloggers and mass media. We
received good response through promotions and we ﬁnd
that word-of-mouth referrals work pretty well in the local
market too.” says Adrian.
For PappaRich, Singapore is the most challenging market to
establish: “The local manpower shortage is a constant
challenge in meeting the foreign worker quota. The rental is
a high cost factor in F&B operations and product-wise,
competition is very stiﬀ with new, innovative menus being
introduced frequently. But PappaRich is conﬁdent that once
these challenges are overcomed locally, the company can
make it anywhere as Singapore is one of the toughest F&B
markets.” Adrian explained.
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Can you share with us some key qualities
or character traits that you think potential
leaders should possess?

standards, we will ﬂy the necessary ingredients over to
ensure that we have a consistent food quality. PappaRich
pays attention to these tiny details." Adrian explains.

Believe in the Brand
“Branding is very important, as well as staying true to the
brand promise. As such, it is essential that we do our very
best to keep the quality of our food consistent across all our
outlets as much as possible,” Adrian pointed out. In a nut
shell, PappaRich’s success can be attributed to quality food,
great ambience and good marketing. “In my opinion, a
leader must also believe in the brand – know what the brand
stands for, how are we diﬀerent and how we can compete. It
makes a lot of diﬀerence if a leader internalises the brand
values and assimilates it into his everyday work, reinforcing
the same brand promise to our customers.” says Adrian.

Staﬀ Welfare is Important
Over at PappaRich, it is clear that the company believes in
building great relationships with its employees. Besides
company events, there are also various informal gatherings
over meals and barbeque parties. “Over here, we place great
emphasis in building great relationships with the people we
work with. Furthermore, I feel that employees are more
productive in an environment where everybody is familiar
with one another. Hence, it is important to take care of your
employees. Focus on building great relationships and do not
forget to have fun.” Adrian shares his secret recipe to a
productive workforce.

“Branding is very important, as well as
staying true to the brand promise.”

“It is important to take care of your
employees. Focus on building great
relationships and do not forget to
have fun.”

Hands-On, Can-Do Attitude
“I ﬁnd that leaders who are willing to walk the talk and do
what’s needed to be done, especially during crunch time,
very commendable. For instance, previously, due to an acute
manpower shortage in a particular restaurant, the leaders
had to literally roll up their sleeves to help out in the kitchen.
We persevered till everything was done and at the end of the
day, everyone was exhausted but happy - morale was lifted
when the leaders led by example.” says Adrian. In this sense,
leaders possessing a hands-on, can-do attitude,
demonstrates a sense of ﬂexibility and humility which are
desirable leadership traits.

Given your vast experience, what advice
would you give to entrepreneurs?
Unique Selling Points
Besides understanding the competition landscape well,
creating and articulating your brand’s unique selling points
well is critical to business success. “Be extremely clear on
what sets your brand apart. In the sea of competition where
consumers are presented with many similar options, we have
to do a good job to diﬀerentiate ourselves. Being a
perfectionist when it comes to food is how the company
diﬀerentiates itself from other similar dining concepts out
there. For example, we never compromise on our food, be it
the ingredients or the sauces that we use.” points out
Adrian.
For instance, the pepper that PappaRich uses is from
Sarawak, an area famous for the product. "Every single store
uses the same type of pepper as we don't compromise on
these details. For some countries, where there are ingredient
shortages or if the ingredients don’t meet our quality

Interviewed by:
Ms Grace Lui
Head
Marketing Communications
gracelui@nexiats.com.sg
Mr Daniel Chen
Manager
Marketing Communications
danielchen@nexiats.com.sg

The Common Reporting Standard (CRS)
A World without Secrets

This article is authored by Lam Fong Kiew (Head of Tax, Nexia TS)

There has been a fair bit of controversy over the impact that
FATCA has had on the ﬁnancial aﬀairs of US persons and the
ﬁnancial institutions that engage them as clients. Then UK
FATCA burst on to the scene targeting UK citizens based in
the UK’s Crown Dependencies and Overseas Territories. And
now it seems the rest of us may well need to sit up and start
taking notice too. That is because a new global FATCA-style
information exchange initiative called the Common
Reporting Standard (CRS) is being drawn up by the OECD
which will impact individuals of all nationalities.

What is CRS and why now?
The recent leaking of the ‘Panama Papers’ demonstrates the
prevalence of the use of far-ﬂung oﬀshore jurisdictions,
some constituting little more than a collection of picturesque
beaches with fringing palms, as a means of parking funds
away from the prying eyes of tax authorities worldwide.
Increasing capital mobility across borders in tandem with an
unprecedented growth in wealth that has accompanied the
booming economies of the emerging world means such
jurisdictions have never been more attractive. Indeed, it has
never been easier for the wealthy global elite to move
money and investments across national borders and hide it
abroad to evade taxes.
Against this backdrop, CRS essentially aims to facilitate the
‘automatic’ exchange of information among countries to
counter such evasion. The CRS requires jurisdictions to
obtain information from their ﬁnancial institutions and
automatically exchange that information with other
jurisdictions on an annual basis. It sets out the ﬁnancial
account information required to be exchanged, the ﬁnancial
institutions required to report, the diﬀerent types of
accounts and taxpayers covered, as well as the common due
diligence procedures to be followed by ﬁnancial institutions.

Financial institutions covered by the standard include banks,
custodians, brokers, certain collective investment vehicles,
trusts and certain insurance companies. The ﬁnancial
information to be reported includes interest, dividends,
account balance, income from certain insurance products,
sales proceeds from ﬁnancial assets, and other income
generated with respect to assets held in the account or
payments made with respect to the account.
Such information is required to be reported for the
‘reportable accounts’ which means accounts held by any
individual who is a resident for tax purposes in the
reportable country. The standard also requires ﬁnancial
institutions to ‘look through’ passive entities (including trusts
and foundations) to report on the relevant controlling
persons.
There is no doubt that this will have a huge impact on
ﬁnancial institutions in general, given the wide scope of CRS
and the need to identify customers from the participating
jurisdictions for whom reporting will be done, as well as
customers from jurisdictions which will be adopting CRS in
the coming years.

Jurisdictions covered by CRS?
More than 50 jurisdictions (known as the ‘Early Adopters’)
across the world have committed to the ﬁrst exchanges of
information under CRS in 2017. These include the UK and its
Crown Dependencies and Overseas Territories, as well as tax
havens such as the Cayman Islands, Cyprus, Liechtenstein,
Luxembourg and Seychelles, among others.
Hot on their heels, more than 40 other jurisdictions have
committed to the ﬁrst exchange of information under CRS in
2018. These include key business and banking hubs such as
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Singapore, Hong Kong and Switzerland. There was an initial
hesitation from Panama to commit to CRS, however on 11
May 2016, OECD announced Panama’s commitment, taking
the number to 101 jurisdictions. Interestingly, the US has not
indicated any commitment to the CRS given that it has
already entered into various bilateral Intergovernmental
Agreements (IGAs) with other participating countries for the
implementation of FATCA.

Singapore’s Commitment to CRS
As stated above, Singapore has indicated its commitment to
CRS in 2018 by signing bilateral Competent Authority
Agreements (CAAs) with other jurisdictions.
Indeed, Singapore had, on 1 March 2016, released draft
legislative amendments for public consultation. The draft Bill
makes clear that the existing Automatic Exchange of
Financial Account Information (AEOI) provisions in the
Income Tax Act, which were earlier introduced to implement
the Singapore-United States FATCA IGA, will also be
applicable to any other AEOI agreement that is in accordance
with the CRS. This will enable the signing of CAAs with other
jurisdictions to implement AEOI under the CRS.

Upping the Ante
The CRS may not necessarily be a game changer in the ever
widening pursuit to combat tax evasion, but it does ratchet
those eﬀorts up by a signiﬁcant notch. Suspicious
jurisdictions, dodgy dealings and shady structures will always
be around. What the CRS aims to do is shine yet another
spotlight on the darker corners of our global tax landscape
by enabling the sharing of vital information globally among
tax administrators. And by the looks of it, such a measure
has arrived none too soon.

CONTACTS
For more information,
please contact:
Ms Lam Fong Kiew
Head of Tax
lamfongkiew@nexiats.com.sg

Sino-Foreign Joint Ventures in China
Side-Stepping the Pitfalls

This article is authored by Jeremy Lin (Associate Director, Nexia TS Shanghai)

When it comes to establishing joint ventures in China,
foreign investors are often confronted with the wide array of
divided opinions. Many joint ventures fail to endure due to
unforeseen circumstances, and as foreign companies gain
more experience, some have found it easier to establish a
greenﬁeld investment or to acquire a Chinese company
outright. With loosened foreign investment restrictions and
given China’s potential for growth, some Chinese companies
are less interested in being acquired, which makes joint
venture a more appealing option. However, the road to a
joint venture, especially in China, is not an easy one. Yet, for
every Wahaha-Danone bust-up, there are also examples of
joint ventures in China which are operating smoothly under
the radar. As such, this begs the question: How should a
foreign party in a Joint Venture avoid the fate of so many of
its predecessors and establish a mutually beneﬁcial and
successful joint venture?

Different Paths to Success
For foreign companies looking to enter the Chinese market,
entering into a Joint Venture arrangement with local
companies seems to be an intuitive way to tap into China.
What better way to reach Chinese consumers than to
leverage on the Chinese partner’s networks with local
market knowledge? By being a party to a joint venture, the
foreign company can bring about a faster time-to-market for
its goods and services. Besides quicker market access, the
joint venture setup also empowers the foreign company to
better navigate the new business landscape through their
Chinese business partners. As logic dictates, since both the
foreign party and the local company have skin in the game,
the stakeholders will most likely be equally committed to
make the joint venture work as the best vote of conﬁdence
would be putting one’s own investments on the line.

In addition to joint ventures, there are other ways to enter
the Chinese market. For companies aiming to reach the
end-consumer without the hassle of establishing retail points
within China, they can utilise distributors within their own
retail networks. Foreign players can also license or franchise
their business models to Chinese partners to build a stronger
brand presence in China by directly tapping on their
resources for business expansion. For those who would
prefer the greatest degree of control over their operations,
foreign companies can consider the option of Wholly
Foreign-Owned Entities (WFOE). However, a longer
time-to-market and a steeper learning curve might be
expected for such a mode of entry.

The Power Struggle
Should foreign ﬁrms decide to go down the joint venture
route, the question of control is a thorny one –as in most
business relationships, the bigger contributor is usually
entitled to a larger slice of the pie. With each business
partner seeking to maximise its return on investment,
therefore, such a scenario bedevils many joint ventures as
things are usually not as simple as they seem. In an ideal
situation, most foreign investors prefer to have control over
the joint venture entity. However, many go on to commit a
fundamental error in assuming that a joint venture in China
is run according to the Western model, whereby the
leadership of the joint venture answers to a Board of
Directors. As such, many foreign ﬁrms aim to obtain at least
51% ownership interest in the joint venture, thereby
allowing them control of the Board, and ultimately the joint
venture itself.
However, these foreign ﬁrms, being unfamiliar with the
subtleties of the Chinese business scene, may unwittingly
cede control over the appointment of the Legal
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Representative and the General Manager in a joint venture
arrangement. Such a concession cedes actual power over the
joint venture’s day-to-day operations. Hence, many joint
ventures have been dissolved under such cloak-and-dagger
tactics. With this in mind, the foreign companies must be
vigilant during negotiations to avoid unforeseen setbacks.
In order to maintain eﬀective control of the joint venture,
foreign parties should aspire to control the following three
aspects, namely the Legal Representative, General Manager
and Company Seal of the entity. In China, the Legal
Representative of a company has a substantial say over the
company’s operations and it is vital that the foreign company
has control over this appointment. The General Manager
should be an employee of the joint venture who is
accountable only to the Legal Representative. Whoever
controls the Company Seal of a company has the power to
enter into binding contracts as well as transact with banks
and other service providers. Although this may appear to be
a minor detail, it is critical to decide who ultimately controls
the operations of the joint venture.
During negotiations, many Chinese parties may claim to
require the control of all three aspects for the convenience
of carrying out day-to-day operations. In particular, Chinese
companies may assert that they cannot exercise their
political and business connections if they do not control the
appointment of the Legal Representative or the General
Manager of the joint venture. More often than not, it is
simply a smoke-screen to gain control of the joint venture.
Should a foreign ﬁrm makes concessions on these three
aspects, operational control over the joint venture in
question will become challenging, even if the foreign party
possesses a majority stake.

Divided Opinions
Conducting proper due diligence can substantially increase
the chances of a successful joint venture. While Chinese
parties have been known to tout their political and business
connections as well as oﬀer potential tax breaks, very often
these claims should be taken with a pinch of salt. Although it
is positive that a Chinese party is well-connected, such
connections are a double-edged sword and can very well be
used against the foreign company. Moreover, if the JV
arrangement does not make ﬁnancial sense without the tax
breaks being oﬀered, the foreign party might be better oﬀ
not entering into a JV deal, particularly should the tax breaks
prove to be a mirage in the future.

Raising and resolving as many issues as possible before the
joint venture arrangement is often a wiser course of action,
and more often than not, less expensive for the foreign
company. These are some questions foreign investors might
want to consider:
• Why does the Chinese party want to accomplish the deal?
What is in it for them?
• What do I want from the JV? What are my motivations?
• What are the goals of the JV? What value does either party
bring to the table and what will either party do to further
the business of the JV?
• Who will be making the decisions for the JV and what are
the dispute resolutions mechanisms?
• How will conﬁdential JV information be used? Can either
party have competing businesses with the JV?
• What are the exit contingencies? What if one party decides
to buy the other out?
Ultimately, a successful joint venture depends on the
on-going relationship between the foreign company and the
local partner. The foreign company and local partner should
complement each other and value-add to the growth of the
business. Parties in a successful joint venture usually see
value and returns on investment on an on-going basis.
Should either party no longer see any value in continuing the
arrangement, that joint venture is in danger of being
dissolved. Signing a joint venture agreement is often just the
beginning, not the end, of the journey.

CONTACTS
For more information on our Advisory services regarding
Joint Ventures in China, please contact:
Mr Jeremy Lin
Associate Director
jeremylin@nexiats.com.cn

Sustainability Reporting

A new requirement for listed companies
This article is authored by Chin Chee Choon (Director, Nexia TS)

As deﬁned by the Brundtland Report of 1987, sustainability is meeting the needs of the present generation without compromising
the ability of future generations to meet their needs. As responsible business owners and companies, we have to look beyond
ﬁnancial assessment when running businesses. Reports have also shown that companies which disclose their sustainability reports,
increase the investor’s conﬁdence and values of the companies.

Principal benefits of sustainability reporting

Besides being an important aspect of holistic disclosure by listed companies, the core beneﬁts of sustainability reporting are good
corporate governance and improved stakeholder communications. When done right, it is a powerful tool for companies to describe
how they create long term value by progressively managing its Environment, Social and Governance (ESG) risks and leveraging on
related opportunities that may be presented to the organisation.
Good corporate governance
Stakeholder interests often take centre stage in the arena of corporate governance. Therefore, by encompassing the objectives of
accountability and corporate performance, the practice of systematic sustainability reporting will give stakeholders a well-rounded
report on a listed company by tracking and disclosing issues relevant to the environment and social performance, amongst many
other important reporting considerations.
Improved stakeholder communications
By expanding disclosure beyond merely ﬁnancial disclosure to include ESG factors, sustainability reporting will help to improve
stakeholder communications in its objectives to provide a broad-based, non-ﬁnancial perspective on the organisation.

Sustainability reporting guidelines by SGX
The Singapore Stock Exchange (SGX) has issued a “Guide to Sustainability Reporting for Listed Companies” in 2011 and subsequently
on 5 January 2016, a consultation paper was issued on “Sustainability Report: Comply or Explain”, where primary listed issuers on
both SGX Mainboard and Catalist need to issue their sustainability report on a comply or explain basis from ﬁnancial year ending on
or after 31 December 2017. The aﬀected issuers must issue their Sustainability Report on an annual basis within 5 months of the
end of their ﬁnancial year.
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5 Primary Components
SGX has proposed 5 Primary Components to be included in the Sustainability Report:
Material ESG Factors

• Identify material environment, social and governance (ESG) factors
• Describe the reasons for and process of selection

Policies, Practices and Performance

• Set out issuer’s policies, practices and performance in relation to ESG factors
• Provide descriptive and quantitative information on each identiﬁed ESG factors
• Performance described the context of previously disclosed targets

Targets

• Set out issuer’s targets for forthcoming year in relation to the ESG factors

Sustainability Reporting Framework

• Select and state the reasons for selecting a framework to guide its reporting
and disclosure
• Selected framework should be appropriate to the business model and industry

Board Statement

• Board needs to state that it complies with these primary components or
described and explained the issuer’s alternative practices

SGX has further suggested the phased implementation approach
Primary Component

Phase 1

Phase 2

Phase 3

Material ESG Factors

Identify 4 most critical factors

Review, assess and identify
3 more factors

Review and assess all 7 factors

Policies, Practices and
Performance

• Minimal description of how
issuer manages these factors
• No previous target for
comparison
• One metric per factor
• Plans for improved reporting

• Includes speciﬁc policies and
practices for each factor
• Quantitative metric and
qualitative description for
each factor
• Compare and disclose reason
for the diﬀerences

• Includes speciﬁc policies and
practises for each factor
• Quantitative metric and
qualitative description for
each factor
• Compare and disclose reason
for the diﬀerences

Targets

Qualitative commitments,
if no quantitative targets

Short and long term qualitative
targets and some quantitative
targets

• Short and long term qualitative
and quantitative targets.
• Include peer/sector benchmark
• Link to KPIs

Sustainability Reporting
Framework

In line with suitable
international framework

Follow suitable international
framework

In line with suitable international
comprehensive framework

Board Statement

Compiled

Compiled

Compiled
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How Can Nexia TS Help You
• Facilitate workshops for issuers/companies/business owners to better understand the Sustainability Reporting project
• Evaluate suitability of issuers’ identiﬁed international Sustainability Report framework and ESG factors (quantitative and
qualitative)
• Review the management’s draft Sustainability Report based on the international framework identiﬁed and the recommended
approach guidelines by SGX

CONTACTS
For a more in-depth discussion on how sustainability reporting can help your business to create long term value,
please contact:
Mr Chin Chee Choon
Director
ccchin@nexiats.com.sg

Mr Gary Ng
Director
garyng@nexiats.com.sg

“We help many talented entrepreneurs from across
the globe with our sound strategic advice and
highly professional services.”

Nexia TS is a rapidly growing mid-tier accounting ﬁrm based
in Singapore. We are an independent member ﬁrm of Nexia
International and are directly associated with Smith &
Williamson of United Kingdom.
The business conditions are changing rapidly worldwide,
with shrinking economic cycles and the emergence of a new
economic world order. Whether one is doing business within
the known boundaries or expanding globally, one cannot
escape the challenges of this new state of aﬀairs. Those who
quickly adjust to and master these continually evolving
conditions are also known to reap huge rewards from the
abundant opportunities available today.
They say the world is getting smaller, and it really is. We help
many talented entrepreneurs from across the globe with our
sound strategic advice and highly-professional services. We
go beyond the mandate typically enjoyed by accountants
and become custodians of your business interests. In short,
Team Nexia works with you to design game-changing
business solutions.

Our Service Portfolio
We believe that we must continually evolve and augment
our skills to protect your business interests. We are continually expanding our range of services in tune with your
changing business needs. We serve you with:
• Tax Services
• Assurance & Business Services
• Governance, Risk Management & Internal Audit
• Valuation & Transaction Services
• M&A Advisory
• Financial Advisory, Insolvency & Restructuring
• Accounting & Corporate Services
• Forensic & Litigation Support Services
• Technology Advisory Services
• Business Advisory in China, Iskandar Malaysia &
Myanmar

A Bouquet of Values
Best of both worlds
We are a home grown company from Singapore yet are
connected with our highly skilled counterparts from diﬀerent
economies. We can therefore put together seamless
solutions when your business is partaking in cross-border
opportunities. In doing so we leverage the knowledge and
expertise oﬀered by our associates across the globe.

People you can trust
Having worked with our clients through many diﬀerent
business conditions, the insights developed over these years
have helped us quickly to ﬁnd the solutions that serve your
business interest in the best possible manner. Today we
enjoy the implicit trust of our clients and often win business
through referral.

Seamless advice from professional teams
We can draw up a team from our vast talent pool that
undertands your needs and serves you eﬃciently, but we
also give you a dedicated single point of contact, making it
very easy to interact with us.

Competitive in every sense
With our comprehensive portfolio of assurance, tax, accounting and advisory related services, we can oﬀer service levels
equivalent to our larger competitors but for more competitive fees, and ofter with a more personal service and greater
levels of partner involvement.

Obsessed with quality, just like you
We share with you common values, such as professionalism,
business ethics and trust. We give individual attention to
every minute service detail, ensuring a high-quality experience.

Our Approach and Expertise
Our Leaders

Assurance and Business Services
Loh Ji Kin

Loh Hui Nee

lohjikin@nexiats.com.sg
(65) 6597 7295

lohhuinee@nexiats.com.sg
(65) 6597 5801

Philip JC Tan

Low See Lien

philipjctan@nexiats.com.sg
(65) 6597 7296

lowseelien@nexiats.com.sg
(65) 6597 5803

Meriana Ang

Chin Chee Choon

merianaang@nexiats.com.sg
(65) 6597 7298

ccchin@nexiats.com.sg
(65) 6597 7291

Christine Lee

Chan Siew Ting

christinelee@nexiats.com.sg
(65) 6597 7290

chansiewting@nexiats.com.sg
(65) 6597 7290

Ross Y. Limjoco
rossyulimjoco@nexiats.com.sg
(65) 6597 5806

Tax Services
Lam Fong Kiew

Edwin Leow

lamfongkiew@nexiats.com.sg
(65) 6597 7293

edwinleow@nexiats.com.sg
(65) 6536 1312

Governance, Risk Management & Internal Audit
Chin Chee Choon

Gary Ng

ccchin@nexiats.com.sg
(65) 6597 7291

garyng@nexiats.com.sg
(65) 6597 5804

Our Approach and Expertise
Our Leaders

M&A Advisory

Valuation and Transaction Services
Sitoh Yih Pin

Grace Lui

Ross Y. Limjoco

sitoh@nexiats. com.sg
(65) 6538 8744

gracelui@nexiats.com.sg
(65) 6597 7297

rossyulimjoco@nexiats.com.sg
(65) 6597 5806

Accounting and Corporate Services

Financial Advisory, Insolvency and Restructuring

Chin Chee Choon

Chan Yee Hong

ccchin@nexiats.com.sg
(65) 6597 7291

yeehongchan@nexiats.com.sg
(65) 6597 7292

Forensic and Litigation Support Services
Tan Swee Wan

Low See Lien

Tan Kah Leong

tansweewan@nexiats .com.sg
(65) 6597 5802

lowseelien@nexiats.com.sg
(65) 6597 5803

tankahleong@nexiats.com.sg
(65) 6597 5802

Technology Advisory Services
Tan Swee Wan

Tan Kah Leong

tansweewan@nexiats .com.sg
(65) 6597 5802

tankahleong@nexiats.com.sg
(65) 6597 5802

Market Expansion Advisory Services
Henry Tan

Jeremy Lin

henrytan@nexiats.com.sg
(65) 6536 5466

jeremylin@nexiats.com.cn
(8621) 6047 8716
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