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Role models
of real estate
Highly respected amongst industry peers for their high-level 
portfolios, impressive work ethic and genial personalities, 
these award-winning realtors are inspiring female role 
models who are making their mark in property
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PropNex associate group district director Jasmine Lau 
attributes her success to her boot camp years in the steel 
industry where she stood head-to-head amongst men

BY JASMINE ALIMIN
jasmine.alimin@bizedge.com

The 44-year-old Jasmine Lau who stands before us is not quite the same per-
son she was 20 years ago. “You wouldn’t believe by looking at me now but I 
started out as somebody who actually had a lot of fear of public speaking,” 
she says. Fresh out of university with a bachelor’s degree in Building and 
Construction, she joined ArcelorMittal, a multinational steel and mining cor-

poration in 2001 and spent nine eye-opening years handling global industrial sales 
for Asia Pacific and Asean. 

At only 21, she was young, inexperienced and extremely shy but her Belgian and 
Luxembourg bosses saw potential in her. “The company valued me for the soft touch 
when needed, and my positive energy especially when tensions were high. These 
attributes are helpful when negotiations and mediations are needed to manage big 
egos, tight timelines, unexpected situations and mega deals,” says Lau.

Years into the job, Lau grew into her role eventually managing a sales team of her 
own, picking up French, brushing up on Mandarin, adding marketing to her portfo-
lio, and also developing SAP (systems applications and products) protocols to create 
data analytics. In that time, she also found love and got hitched, as well as devel-
oped a new interest in real estate, where she purchased her first condominium at 24. 

The real turning point in her life came after she had her first child, where at times, 
she found it hard to juggle a globe-trotting career and motherhood. “I remember 
once, my then-two-year-old daughter was very ill and my husband had to care for 
her as I was away on a work trip. I was sad and felt pulled in different directions: 
Do I want to be a career woman? Or do I want to be a full-time mum? It was such 
a difficult call because I loved my job but at the end of the day, I chose family.” 

After enjoying her run with ArcelorMittal, Lau stowed away her suitcase and re-
signed from her job to pursue a Masters in Real Estate at the National University of 
Singapore in 2008. She also joined real estate agency OrangeTee & Tie, where she 
worked for nine years.

In 2018, Lau moved on to PropNex where she currently heads a division of 50 
full-time agents, 40% of whom are women. Under her leadership, the team spe-
cialise in all aspects of property from commercial to industrial as well as residen-
tial with value-added services such as wealth management and asset enhancement.

Now a mother of three — aged 16, 13 and eight — Lau is a multi-platinum agent 
and recipient of numerous awards from both OrangeTee & Tie and PropNex, includ-
ing EdgeProp Singapore’s Real Estate Agents Excellence Award. To her, a good prop-
erty agent is able to spot trends, feels the pulse of the market and knows how to 
quickly merge this with data analytics to help clients secure the best property deals.  

In this interview, Lau shares what it takes to be an award-winning realtor.  

What is your business mission?
I not only enjoy brokering the acquisition of industrial and commercial asset class 
properties for investment firms, but love helping Singapore-based start-ups, fast-grow-
ing SMEs and young families achieve their business and life goals using real estate 
assets as a viable vehicle. My greatest delight is walking alongside them and watch-
ing their growth for the next 10 to 20 years, while we take steps to plan their exit 
strategies and retirement goals. I am also passionate about mentoring younger man-
agers and sales executives in my industry towards achieving their business growth 
and development. I have benefitted personally from this dual role where I not only 
get to do my personal sales, but also grow and nurture my own sales team. It is al-
ways such a pleasure and delight to discover the next millionaire realtor in the mak-
ing! It’s not only a business mission for me, but a personal one, to constantly re-
mind myself, my agents, business partners and friends to never stagnate and strive 
towards life-long learning. To be able to continually reinvent ourselves, stay relevant 
and keep up with trends in an ever-changing landscape is even more important today.

What is your management style?
I’d like to think of myself as a venture capitalist, and my sales executives as start-
ups, and I’m investing time to mentor them and help plan their path to success. I 
always tell my team and business partners if there’s an obstacle in front of them, it’s 
there to prevent them from getting ahead of their competitors. I draw lots of inspi-
ration and energy from my younger teammates and it often pushes me to not just 
think out of the box on how to evolve with ever-changing new technologies, new 
marketing techniques, new opportunities but to quickly assemble the resources as a 
team and bring everyone together to kick-start initiatives and take action, and con-
tinuously grow to new levels together!

Is it easy for a woman to achieve success in real estate?
Women are excellent multi-taskers and work very efficiently, which makes them great 
for property. They are very task-oriented and results-focused, and want to go from 
zero to a hundred in the fastest time possible. However, they can be very hard on 

themselves and don’t give themselves enough credit. I just want to let them know 
you can have your cake and eat it. Give your “softer side” its due recognition rath-
er than camouflage it. I hope to inspire more young entrepreneurs to stop having 
limiting self-beliefs especially in management and leadership.

Who do you credit your success to?
A lot of people think that it’s crazy to run a successful business, manage a sales 
team and still have a balanced family life, but I didn’t do this alone. I have a 
large network of support, not just the Jasmine Lau Division under Bobby Sng 
Advisory of PropNex but also across the industry built from my early years in 
OrangeTee & Tie. I am blessed to meet many selfless mentors who were willing 
to invest in me and my ideas. At home, I have two very influential super wom-
en in my life: My mother-in-law who taught me poise and grace and my mother, 
a retired global sales manager, who taught me the power of resilience. My hus-
band, who is my biggest cheerleader, is very hands-on with the children. He re-
ally supports my vision and believes in where I want to go, whether I achieve it 
or not. He is my muse and I constantly bounce off ideas with him before I roll 
out any new initiatives.

Tell us something no one knows about you.
I am a shareholder in a Singapore-based property company called Big Tiny, which 
manufactures prefabricated mobile homes and integrates them with eco-tourism 
in Australia. It offers busy city dwellers — especially in a post-Covid-19 era — 
a chance to experience the perfect escape from a hectic, digitally-laden lifestyle. 
The company was launched in 2017 by a group of professionals from the proper-
ty-tech industry who developed an alternative real estate product where property 
investors do not need to pay ABSD (Additional Buyer’s Stamp Duty), but still en-
joy comparable rental returns of being a landlord. In short, Big Tiny is real estate 
on wheels. The team started this dream in Australia’s scenic landscape instead of 
land-scarce Singapore. And this brings me to another point, never hole ourselves 
in. The world is our oyster, and with today’s global connectivity, we don’t have 
to think of property being just about Singapore. With good success internation-
ally, I’m very excited to finally see this young business expanding back home. E

For more info, scan this QR or contact 
Tel: +65 8388 0009 
Email: lausoocheng@gmail.com
Jasmine Lau | jasminelau.sg 

Breaking out
of her shell
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When Sammi Lim, founder and executive director of Brilliance Capital, 
isn’t busy brokering deals for high net-worth clients, she’s giving back to the 
community through many of her philanthropic pursuits

BY JASMINE ALIMIN
jasmine.alimin@bizedge.com

A highly-decorated realtor with over 17 years of 
experience in commercial and luxury real es-
tate, Sammi Lim at only 38 years of age, is a 
force to be reckoned with. For one, she never 
sleeps, well almost. In fact, some clients have 

endearingly termed her a 7-Eleven claiming that she only 
sleeps from 5am to 6am daily!

Her motto in life: Whatever you do, do it with pas-
sion. “I think when you do anything with heart, you will 
gain real followers. Always be the optimist; approaching 
things with a positive mindset always helps turn the ta-
bles around,” she advises.

Well-loved and respected by her industry peers, Lim 
credits her drive, discipline and cheery disposition to her 
mother, who was the family’s sole breadwinner to her 
and her older brother and sister. “I saw how hard she 
worked holding down several jobs to put food on the 
table. The real motivation for me in doing what I do is 
so that my mother can enjoy early retirement, and I’ve 
succeeded in doing that,” she expresses.

From as young as 14, Lim worked all sorts of odd jobs 
to put herself through school and was even approached 
by a five-star hotel to drop out and pursue a career in 
hospitality. But the level-headed teenager chose educa-
tion in the hopes of something greater. No sooner did 
she find her true calling in real estate.

Fresh out of university with a business degree from 
Singapore Management University, Lim joined Colliers 
International as a rookie agent in 2005. “The learning 
curve was steep but I really love everything about real 
estate. Beyond selling the physical property, I am real-
ly interested to know more about the technical aspects 
like materials and construction,” she says.

“I owe it to my clients to do the homework, look at 
past trends, make comparisons, and predict forward 
trends. It’s fulfilling to know that the clients truly ap-
preciate this extra mile and knowledge, and I know this 
helps me be better at my job.”

In 2010, Lim joined the capital markets and invest-
ment sales team at CBRE where she carved a niche in 
the shophouse and strata sector — an untapped gap in 
the market — which quickly earned her the moniker 
“Shophouse and Strata Queen”. 

“There was no specific agent or agency focussing on 
shophouses and commercial strata. I spotted a trend 
coming and so I decided to make my mark there. Banks 
would literally call me up asking for my advice on the 
valuation prices of these units because no one else real-
ly knew,” she shares.

As far as accolades go, Lim has amassed a nice shelf 
of them. In her first year at CBRE, she won the First Year 
of Excellence Award at CBRE Asia Circle of Excellence 
Award 2010, as well as CBRE’s Excellence in Investment 
Properties Award continuously in 2011, 2012, 2015 and 
2017. In 2012, she was also a finalist for Young Profession-
al of The Year at British Business Awards 2012. And in 
2013, she won the Professional of the Year Award emerg-
ing as the highest revenue earner for the year in Asia Pa-
cific, and the youngest winner in CBRE’s awards history. 

Lim is also widely recognised as an inspiring female 
role model in the building industry having been placed 
as a finalist for Property, Infrastructure and Construc-
tion at Women of the Future Awards Southeast Asia 
2019, and Women of the Built Environment Award at 
RICS Awards 2019.

After close to a decade at CBRE, Lim left as the firm’s 
highest producing professional under 35 — with transac-
tions exceeding $5 billion — and the youngest female direc-
tor to date. In June 2020, she was ready to take the plunge 
and start her own one-stop-shop agency called Brilliance 
Capital with a team of eight multi-talented agents who 

cover all sectors of the market including sales and leasing
“Setting up my own agency empowers me to pro-

vide a high degree of personalised services with a com-
mitment to deliver success for my clients while echoing 
my beliefs: ‘never doing the same thing twice’, ‘every 
property is different, every buyer is different’, and ‘never 
wait for things to happen, make them happen for your-
self’,” she extols. 

“The entrepreneurial spirit in me has been strong and 
it uplifts me to push forward all the time, as my compa-
ny tagline suggests ‘Staying Ahead’. The company has 
grown at a rapid rate in this short span of time which 
has exceeded my expectations. I am steering harder to 
accelerate our growth and expand the business further, 
which in turn will benefit our clients.”

As the firm’s executive director, Lim is dedicated to 
helping clients buy, sell, lease, their properties, espe-
cially for ultra-high net worth individuals, family of-
fices, local and foreign private funds, institutions and 
public-listed companies, that aim to diversify their real 
estate investments.   

One of her most memorable jobs since starting Bril-
liance Capital was closing the deal for a listed real estate 
company to sell a suburban mall to an international fund 
management company, where she not only got the client 
$200 million but is now handling leasing for the mall.

Despite the pandemic, business was flourishing and 
the cherry on top was receiving an invitation by Forbes 
Global Properties to join them as their only member in 
Singapore. This exclusive role opens doors for Lim to 
make connections with overseas clients through fellow 
members based in those countries.

“Singapore is a magnet for international investors buy-
ers, so being a part of Forbes’ growing global network of 
real estate specialists will really put us on the map and 
add more value to my work. I can finally go internation-
al with my listings,” she enthuses.

Never letting all this success and attention get to her 
head, Lim ensures she pays it forward through phil-
anthropic work. She currently serves as a community 
grassroots leader, as assistant treasurer of LadiesFirst, 
a non-profit organisation made up of female entrepre-
neurs and professionals who are committed to mak-
ing a difference by creating a positive social impact on 
women and society. She also sits on the board of di-
rectors of Industrial and Services Co-operative Society 
(ISCOS), a government-linked co-operative that active-
ly engages the community to help ex-offenders gain a 
foothold in society.

Lim is also part of a fundraising campaign to pro-
mote breast cancer awareness and celebrate the Breast 
Cancer Foundation’s 25th anniversary. As part of her 
role as a “shero”, she held a sale of new and pre-loved 
clothes including her own. “I lost my godmother who 
was also my aunt to breast cancer. She dedicated 40 
years of her life to grassroots work and I hope to con-
tinue her legacy,” shares Lim.

“I also see work as a form of giving back; working 
to impart knowledge, to share, and see that my team 
learn and excel. It should never be about myself or 
achieving things alone. When things are achieved to-
gether, the sense of satisfaction is so much more over-
whelming.” E

For more info, scan this QR or contact 
Tel: +65 9368 9803
Email: sammi@brilliancecapital.sg
Sammi Lim | www.brilliancecapital.sg

All heart and passion

DRESS BY SOCIETYA/SEAN SHEILA
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Success to OrangeTee & Tie’s senior associate 
district director Brenda Zee is not about making 
a dollar, it is about making a di!erence

BY JASMINE ALIMIN
jasmine.alimin@bizedge.com

“Let’s do it!” avowed Brenda Zee to 
her husband Elson Chia 22 years 
ago when she stood at the cross-
roads of her destiny. Today, Bren-
da Zee seems representative of 

a doyenne — from emerging as OrangeTee & 
Tie’s First Runner-Up Top Achiever last year 
to leading a team of trusted associates along-
side her husband, and recently upgrading to 
a landed property — where the rise to get to 
her current standing stemmed from one piv-
otal decision in 2000.

Then a young mother with two children — 
aged five and seven — Zee was met with the 
tough decision as a production controller in a sun-
set industry, whether to wait it out and receive a 
retrenchment package or to start looking for an-
other job. Zee and her husband cultivated the 
tension of their shared vision and reality and de-
cided to make the leap in 2000 to join real estate 
with just their dignity and courage. Their children 
have always been their number one motivation 
and one that gave them strength and courage to 
venture into the unknown. Their children, now 
in their 20s, are graduates from overseas univer-
sities with entrepreneurial jobs inspired by their 
parents. “Looking back, the decision to set foot 
into this evergreen industry reignited my passion 
and changed the trajectory of my destiny”.

 Together, Zee and Chia, a senior associate ex-
ecutive director, are real estate’s ‘IT couple’ head-
ing up a team of agents under the branch name 
Banners (Be A Nominated Noticeable Empow-
ered Realtor Successfully) within the AAG (Apex 
Achiever Group) of OrangeTee & Tie. Currently, 
they are project ICs (in-charge) for the sale of 
premium properties such as St Regis Residenc-
es, Boulevard 88, South Beach Residences (fully 
sold), Nouvel 18 and Corals at Keppel Bay.

 Steadfast in her philosophy of ‘taking your fu-
ture to heart’, Zee feels that making the human con-
nection should always precede the subject matter, 
believing that helping other families acquire their 
dream home is part of a significant mission: Facil-
itating life’s milestones. Her approach threads its 
way like a golden ribbon, through all elements of 
a real estate transaction… from the first enthusi-
astic meeting to the respect given, to the trust that 
is earned, to the relationships that are established, 
and ultimately to the success of the transaction. 
“You are not dealing with just another agent be-
cause you are not just another customer to me. 
Real estate in its true sense is a people business; 
the property itself is just a by-product,” she says.

 Zee has always held the belief that brighter 
days are always ahead. This unrelenting positiv-
ity and zealous spirit are further exemplified by 
her cheerful disposition, genial warmth and natu-
ral flare to make people feel at ease from the first 
engagement — which is felt and reciprocated by 
many clients who remain friends till today. “My 
goal is to turn a contact into a contract. The miss-
ing letter is the letter ‘R’, which is relationship”, 
adds the young-at-heart 54-year-old. Incidentally, 
a client’s mother became Zee’s godmother and a 
few of her clients have joined her in Banners. Zee 
still remains in close contact with most of her cli-
ents till today, even serving her clients’ second and 
third generations. 

As a testament to her passion and dedication 
are the numerous month-on-month accolades to 
her name. With a high standing in OrangeTee & 
Tie, Zee remains humble and down-to-earth in her 
22 years of real estate business. “I have a dream 
to be a woman where inspiration follows, not by 
how you get hold of an idea, but by how an idea 
gets hold of you, that is, it must start from within 
and ultimately to make a difference in other peo-
ple’s lives.”

In this interview, she shares her leadership style 
and how she motivates the women in her team.

 
What is it that you love so much about 
property?
I love property because it is an evergreen industry, 
coupled with the excitement and thrill of meeting 
new people through the viewing process.

 As housing is a basic need, and from an in-
vestment perspective a significant asset class, I 
realise that real estate is the driver of a country’s 

economy and GDP. Real estate is like the connec-
tor between many different industries and profes-
sions such as lawyers, architects, interior design-
ers, bankers, engineers, and many more. I honestly 
feel blessed that we are living in Singapore as it is 
a prosperous nation with constant development. 
My wish is to be healthy and strong enough to 
continue serving all of my clients and their sec-
ond and third generations.

 
Can you recall some milestones in your career?
When I first started, I was the top rookie in my com-
pany in 2000 and it was really significant as it reaf-
firmed my career switch into this industry. However, 
I consider higher engagement in terms of exposure or 
accountability to be a more meaningful milestone for 
myself. That was when my husband and I decided 
to embark on recruitment in 2007 and form Banners.

 Next, with a group of Banners’ agents, we par-
ticipated in two overseas conventions — Luxu-
ry Properties Showcase (LPS) Shanghai 2018 and 
Smart Investment and International Property Expo 
Hong Kong 2019 — which was an amazing expe-
rience with great insights. Another milestone was 
when we decided to form a business alliance with 
AAG in 2020 before AAG was amalgamated as a 
sub-brand of OrangeTee & Tie in 2022. We saw 
the amazing power of the AAG Instant Pro mo-
bile application which gave access to our Ban-
ners’ associates and helped them in their real es-
tate business. I appreciate all the good things that 
have come my way and there have been so many. 
However there are times I do  encounter failure 
with challenging deals. But, I believe in just re-
maining humble and giving it your all.

 
What is your business motto?
To be the preferred, passionate and professional real 
estate agent that serves with the heartbeat of excel-
lence. Workplace ethics and credibility form the foun-
dation of my core values which are valued intangi-
ble assets. They cannot be bought or sold, owned 
or copied, but must be lived every day.

 I believe in conducting my business in line with 
Godly principles — in an honest, kind and trans-
parent manner — always going the extra mile and 
putting my clients’ needs above my own. It’s not al-
ways about the dollar, it’s about making a difference 
in someone’s life.

Banners is a people-driven business unit. We 
find like-minded agents that share the same beliefs 
in our culture, core values, ethics and conduct. You 
are part of something greater than yourself and hav-
ing this sense of purpose is key. I’m happy to say 
that some of our associates have been with us for 
as long as 15 years.

How has your work evolved since the pandemic?
During the “circuit breaker” period, AAG created a 
business continuity framework for us by offering 
video services to homeowners looking to sell their 
properties. Once clients submit the video files, we 
do the selling of their homes online. We also have 
special courier services that will help us get their 
digital signatures for contracts.

 Incidentally, our agents brokered more deals dur-
ing this period than any other time. It was a very in-
teresting experience and brings to mind that actu-
ally nothing is impossible. I foresee that this trend 
of online or virtual leasing and purchasing will be-
come more of reality even post-Covid-19. Digitali-
sation really speeds up the process, especially for 
the rental market.

How do you motivate the women in your team?
I find that the best way of motivation is to lead by 
example through my character and values. I believe 
in the personal touch approach and would follow up 
with my associates with regular calls and meet-ups 
to listen to them and give praises, constructive feed-
back and advice when it is due. This provides rec-
ognition and also accountability to my team, which 
has shown to be a source of motivation for most of 
them. I always tell them: Believe in your worth and 
stay true to yourself. Serve with sincerity and dignity 
regardless of the outcome of the deal. Always mean 
what you say and do what you promise; trust and 
integrity are values that go a long way. Don’t ever 
stop learning and reinventing yourself — anything 
is possible if you believe in yourself. E

For more info, scan this QR or contact
Tel: +65 9450 9938
Email: brenda.zee@orangetee.com
Brenda Zee | bannersproperty.com

Making a 
difference
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For more info, scan this QR or contact
Tel: +65 8299 9300
Email : stellathio.re@gmail.com
Stella Thio | stellathio.com

BY JASMINE ALIMIN
jasmine.alimin@bizedge.com

W hen developers have a new luxury property to promote, they mobilise expert tag-
gers like Stella Thio to work their magic at showflat viewings. A treasure trove of 
information, taggers are the voice of the developer who can advise home buyers, 
investors and real estate agents on everything to do with that property.

“It is impossible for agents to know everything. As taggers, it’s our job to ed-
ucate and orientate them about the property — not just on the metrics, location and price, but 
also architectural aspects such as materials and fittings, and market dynamics. I will also be 
the one to handle objections and any questions that you may have, and basically try to close 
the deal on behalf of my colleagues,” explains Thio.

Although she does not get to enjoy the commission, Thio receives a tagger fee which is typical-
ly 10% of what the closing agent receives. Not much by comparison, but as a senior member of 
PropNex’s Luxury Team and project chief for over 10 luxury developments in Singapore, Thio re-
ceives fees from project sales, as well as from overriding her team of over 20 producers. “My team 
may be relatively small, but they are very productive as shown in their sales performance. I train 
them on a regular basis,” she shares.

Unlike most taggers who typically handle a dozen or less developments at a time, Thio jug-
gles about 40 projects, some of which she is not the project chief of. Many projects under her 
purview as a project chief have also been successfully sold out, such as Martin Modern and 
South Beach Residences. 

To her credit, Thio has maintained top spot as PropNex’s Champion Lux Tagger for three years 
straight since the inaugural awards in 2019. In addition, she achieved PropNex Millionaire status in 
2020 and 2021 where her own commissions hit the million-dollar mark. “Hopefully, this year, I can 
get another millionaire award and then I’m happy to retire from tagging!” she quips.

She may be pushing 60, but Thio shows no signs of stopping as her 12-year run with PropNex 
is still going strong. She has worked with several large developers who respect her wisdom and 
knowledge — amassed from over a decade as a former senior dealing director for Singapore’s larg-
est stockbroking firm — plus her keen understanding of property market dynamics and macro- 
economics, both local and global. More than that, they find Thio’s calm composure and sage-like 
disposition essential when dealing with high-net-worth clients.

Specialising in high-end luxury properties, Thio not only has in-depth knowledge of past 
and present developments, but also possesses deep insights into market performance when it 
comes to investment opportunities in Singapore. Other than assisting her clients to re-assess their 
portfolio, Thio also provides consultation on their plans for wealth accumulation through real estate, 
as part of her overall service.

Thio is also the chairwoman for PropNex’s newly-formed “union” called the RES (Real Estate 
Salespersons) Chapter, where she has been tasked to work closely with SISEU (Singapore Indus-
trial and Services Employees’ Union) to discuss ways to protect agents against unfair practices. 

In this interview, Thio shares her colourful rise to success.

How did you jump from stockbroking to real estate?
I graduated from NUS (the National University of Singapore) with a degree in Economics 
and Statistics, so stockbroking seemed the natural progression for me. I was making good 
money with still enough time to raise a family of three children, but when the industry 
started to see a lot of changes and commissions were drastically reduced, I was ready to 
leave that life for something less stressful. 

I chose real estate because I enjoy commission-based work and it gives me work-life bal-
ance. There must be good mileage in whatever I spend my time on. I personally love buying 
and selling properties. I purchased my first home — a unit at Eastern Lagoon II — at 22 with 
all the money I earned from tutoring O- and A-level students in English, Maths and Economics. 
We bought a three-bedroom unit for $325,000 in 1986, but it’s probably worth $2 million now. 

Was it an easy transition for you?
Although I was very new to real estate, I am pretty good with charts, numbers and inter-
pretation of data. How I read the information and what story I want to convey is some-
thing that gives me an edge over the rest. When I joined PropNex in 2010, I was brokering 
landed properties in the east, and subsequently I joined the newly-formed PropNex Luxury 
Team in 2015, where we manage only high-end properties. In the first month, I sold a Good 
Class Bungalow. To me, the luxury market is all about market knowledge and how you con-
nect with the client ... You cannot cajole them or hard-sell; they get very turned off by that.

Can you share a memorable experience as a project chief?
The very first project we took on was in 2015 for OUE Twin Peaks, a completed project, 
where we scored 70% of the sales. As resale agents, our specialty was selling completed 
projects, but in 2017, we were given the all-new Martin Modern to manage ... We looked 
so out of place and didn’t even know what we were supposed to do during the launch. 

There was even a bet among the developers that we’d come in last after our joint market-
ing agencies. But guess what — on launch day, we sold 50% of the units! That was a histor-
ical first for us and the company, and that was when developers really sat up and noticed us.

What’s next for you?
My long-term plan is to retire from tagging work to do direct client sales. And when I 
have more time on my hands, I hope to grow my division to over 100 people and focus on 
team-building. I’m proud to say that I have such a talented team of producers, including 
my daughter and son-in-law who together have logged in sales of close to $900,000 last 
year. I hope they can let me retire at 65! E

Tag, she’s it
Associate district director of PropNex’s Luxury Team, Stella "io, 
a former stockbroker and civil servant, shares what it’s like to be
an award-winning tagger for high-end developments
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During her early 30s, Kelly Yu was an engineer working an average nine-to-
five job to provide for her family. After 10 years of being an engineer, Yu 
started to feel stagnant in her position and had no sense of security in her 
job as retrenchments were frequent in the industry.

Not only was it a male-dominated industry, Yu found that the job was 
not rewarding — in almost every sense. 

With a newborn child and being affected by the collapse of Lehman Brothers, 
Yu was in the difficult situation of needing to provide for her family while trying to 
manage her debts. Despite that, Yu was determined to be successful and was not 
going to let anything get in her way. She took a risk and left the engineering world. 

“I want to give the best to my family and children. I believe that is every moth-
er’s wish and responsibility. I wanted a job that was not only financially reward-
ing but would also give me the time to be with my family,” says Yu.

This risk led her to her greatest reward.  
Today, Yu is proud to say that she has achieved success. As an executive group 

division director for ERA Realty, Yu is a role model and inspiration not just to her 
two children, but also to her team of real estate agents. 

Her achievements include being awarded Top New Rookie at ERA when she 
was fresh to the job. “I was surprised when I got this award, because I was not al-
ways the top achiever every month for that year. I realised that it was my consist-
ency in my monthly sales that added up and won me this achievement,” recalls Yu. 

Fuelled by the need to dig herself and her family out of debt following the Le-
hman Brothers collapse, Yu was a woman on a mission. Shortly after, in 2012, her 
hard work once again paid off as she achieved second highest sales in ERA in 2012. 

“I was already a mother then and I had to juggle my responsibilities of being 
a mother, a wife and a real estate agent. The reward you get from being a real es-
tate agent is directly proportional to the hard work and patience you put into your 
work,” says Yu. 

She is also thankful for the support her family has provided her as she ma-
noeuvred through the difficult period. “I remember I had to work past midnight a 
lot and I am so grateful to my parents for being there to help me take care of my 
young kids while I work,” Yu shares. 

Although Yu is now in a good place, she still faces several challenges in the real 
estate industry. She recalls how her father was hesitant about her career switch 
as she was not a particularly sociable person, owing to her introverted nature. But 
due to her job, she has managed to come out of her shell and found her voice. 

“Some of my male colleagues would think that I am a man in a woman’s body, 
this has sometimes intimidated them. Not everyone is able to accept my straight-
forward behaviour,” she says. Luckily, her clients seem to appreciate her strong 
personality, as they seem to have more reassurance when a strong figure is han-
dling their property transaction. 

As a woman in the real estate industry, Yu has heard some people attribute her 
success to her beauty and charm and not to her hard work. However, she believes 
that overall, this career gives women a fair opportunity to build a career. “In this 
industry, it honestly does not matter who you are. This role [as a property agent] 
is age- and gender-agnostic. Your success is determined by the amount of effort 
you are willing to put in,” says Yu. 

As a team leader, Yu makes it a point to be generous with sharing her knowl-
edge and experience. One of her mantras to live by is: “When you share, you will 
learn more.”

“I like to see my teammates having breakthroughs in their personal life and ca-
reer. Their success means a lot to me! I always want my team to come out of their 
comfort zone, because I believe that only by doing so, can they achieve greater 
success,” she adds.

To fellow real estate agents, Yu advises: “You will meet a lot of people in this 
career and when you want to give advice or recommendations to them, you have 
to put yourself in the clients’ shoes. Money is not everything. Be honest and work 
according to their best interest.”

“I believe in karma. If you treat others well, they will treat you well too,” she adds. 
Today, after more than 10 years in the industry, Yu still has a very hands-on ap-

proach towards her job and continues to be at the frontline, doing sales and set-
ting examples for her team of agents to follow. “As a leader, you not only need to 
plan your work, you also need to be at the frontline to lead your team. The prop-
erty market changes every year and you need to focus on selling the right prod-
ucts according to your clients’ needs. Only by experiencing it yourself, are you able 
to advise and guide your team together, so that everyone wins together,” says Yu.  

Looking forward, Yu is ready to take on whatever comes her way. “I hope for 
constant improvement in everything I do in my life. I’m thankful for what is giv-
en to me and I will aim to seize any opportunity that comes my way,” she says. E

For more info, scan this QR or contact 
Tel: +65 8118 6452
Email: K81186452@gmail.com
Kelly Yu | kellyyu.sg

Executive group division director for ERA Realty, 
Kelly Yu, found her fair chance in life with a career 
change and is now empowering women to achieve 
their dreams
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