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Suburban Retail: 

www.fraserscentrepointtrust.com

A Strong Pick 
Among REITs
THE suburban retail market is looking good. Not 

just from retailers’ point of view, but to REITs 
such as Frasers Centrepoint Trust. Listed in 2006, 
FCT which is sponsored by leading developer 
Frasers Centrepoint Limited, has a local portfo-

lio of four high-value suburban malls—Causeway Point, 
Northpoint, Anchorpoint and YewTee Point—and an in-
terest in several Malaysian malls of similar quality.

REITs have long been considered a stable form of 
investment here, and are currently a good way for in-
vestors to gain exposure to property without being 
too susceptible to possible aftershocks from the recent 
recession. The suburban retail market is particularly at-
tractive because it has not been significantly affected by 
the downturn, and as the economy improves, consum-
er spending is expected to rise. In fact there has been 
growing interest from parties formerly not involved with 
suburban retail—just over half a year ago, for instance, 
a SPH-NTUC joint venture bid a record $541 million for 
Clementi Mall.

FCT, which is presently the only pure suburban mall 
REIT in Singapore, has not been lagging behind the 
competition. Two of its local properties, the Northpoint 
extension and YewTee Point were acquired just this Feb-
ruary, which increased the trust’s asset base to a size-
able $1.5 billion. They were partially funded by a private 
placement exercise in January, achieved at a very tight 
discount of 3.2 percent to the adjusted closing price. 
Credit Suisse Research earlier in May raised FCT’s target 
price by nearly 50 percent on the strength of these ac-
quisitions.

Currently, FCT is planning asset enhancement works 
to Causeway Point, timed to capitalise on the economic 
recovery. It has already concluded two similar pro-
grammes at Northpoint Shopping Centre last year and 
at Anchorpoint Shopping Centre in 2007. The enhance-
ments are projected to increase net property income 
at Northpoint by as much as 30 percent while rents are 
expected to increase by up to 20 percent. Over at An-
chorpoint, net property income more than doubled post 
enhancement while rents increased by over 40 percent. 
Going forward, overall rental growth across FCT’s proper-

ties will be driven by active asset management methods 
such as step-up rent and gross turnover lease clauses.

Between acquisitions, enhancements and asset 
management, FCT is placed to take advantage of the 
current market. It is, in fact, reaping the benefits of 
sound financial management and a pro-tenant stance 
taken during the downturn. During 2009, FCT worked to 
pass on property tax rebates to its tenants and carried 
out advertising and promotion campaigns to keep traffic 
coming—in fact, year-on-year traffic growth in its malls 
for 2009 was 6 percent despite generally low consumer 
sentiment, and tenants’ occupancy costs remained in a 
healthy range. It also wooed the community by sponsor-
ing social and community events, bagging an award for 
excellence in community relations in that year.

On the financial side, FCT was able to ride out the 
recession without needing to refinance its debt through 
rights issues. FCT has a track record of consistently de-
livering strong returns, with compound annual growth 
rate of 7.5 percent gross revenue and 8.2 percent port-
folio valuation since its listing—a steady performance 
that won it Asiamoney’s “Small-Cap Corporate of the 
Year” award in 2009. This year, it is continuing to deliver: 
it achieved a record $15.9 million of income available for 
distribution in the second quarter, a 31 percent rise that 
translated into a 2.06 cent distribution per unit for that 
period. Suburban retail is definitely looking good—to 
owners, managers and most of all to unitholders.

 W
ITH improving economic sentiments and 
growth in emerging markets in Asia Pacific, 
one homegrown company, ECS Holdings Lim-
ited (“ECS”), believes that it is well-poised to 
leverage on this ongoing recovery.

ECS, which was established in 1985 and has been listed 
on the SGX main board since 2001, is one of the top three 
ICT providers in the region—the other two are global multi-
national players. The Group’s business covers three primary 
areas: Enterprise Systems, IT Services and Distribution for 
global IT vendors such as HP, Apple, Microsoft, Oracle, IBM 
and EMC.

ECS’ key growth strategies have been paying off favour-
ably with continuous increase in net margins for the past 
several quarters. The Group is committed to improve on that 
performance for 2010, barring unforeseen developments 
that could impact the IT industry. 

Industry analysts believe that 2010 will be a good year 
for the information and communications technology (ICT) 
sector. In the first quarter of this year, corporate IT spend-
ing rebounded from its low 2009 figures, driven by pent-up 
demand and a surge in new technological innovations that 
have led to a significant expansion of products and services 
in the market. 

With improving economic sentiments and growth in 
emerging markets in Asia Pacific, businesses have acceler-
ated spending again for hardware and software upgrades. 
At the same time, consumer spending has continued to 
demonstrate traction.

Consequently, ECS has been pursuing growth opportu-
nities both in terms of product and market expansion, espe-
cially in Indonesia and China while simultaneously effecting 
margin improvements. 

Where ECS stands out from the competition, significant-
ly, is in the breadth and depth of its regional channel part-
ner network. “Our network covers 37 cities including many 
newly emerging ones in China and Indonesia, two of the 
fastest developing markets in the region,” says Mr Li Jia Lin, 
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FY2009 3,252,024 38,181 61,285 1.17 1.88 10.45 3.0

FY2008 2,949,871 29,386 52,244 1.00 1.77 8.04 2.7

FY2007 2,789,415 23,352 42,513 0.84 1.52 6.38 1.5

Chairman, ECS. This network, which comprises over 21,000 
partners across China, Indonesia, Malaysia, Singapore, Thai-
land and the Philippines, had been the basis of the Group’s 
margin improvement growth strategy over the last few 
years. “Our approach focuses on adapting to local market 
trends in each country while at the same time enhancing 
operating margins through improving internal efficiencies,” 
added Mr Li.

According to Mr Eddie Foo, Group CFO of ECS, this focus 
on operational efficiency and cost control, particularly the 
implementation of stringent working capital management 
programmes, was also ECS’ way of riding out the financial 
crisis. The defensive revenue strategy succeeded not only in 
protecting its bottom line but also in improving the Group’s 
margins over the past several quarters, despite the poor 
economic conditions prevailing during those times. ECS’ op-
erating profit for the first quarter of 2010 had risen by 49.4 
percent as compared to the same period last year, while its 
1Q 2010 net profit before interest and tax stood at $16.0 
million—a 50.3 percent increase.

For FY2009 as a whole, ECS’ profit hit a record high of 
$38.2 million even though overall IT spending was at an 
all-time low. The dividend paid out for FY2009 was also the 
highest in its history at 3 cents per share.

On the Group’s outlook, Mr Li added, “The global eco-
nomic crisis may have cut IT spending to all-time lows in 
2008 and 2009 but the pent-up demand experienced in the 
last quarter of 2009 has spilled over in the first quarter of 
2010 and appears likely to sustain its momentum for the rest 
of the year.” Given the improving economic environment 
and positive outlook of the IT sector, barring unforeseen 
economic developments, Mr Li is upbeat about ECS’ pros-
pects for this financial year.

ECS: Building On 
Its Extensive ICT 
Channel Network Mr Li Jia Lin, Chairman, 

ECS Holdings Limited

www.ecs.com.sg

THE construction sector in Singapore is booming even 
as the aftereffects of the financial crisis taper off in 
the region, driven largely by public infrastructure 
and housing projects. Over the last two quarters the 
property market has seen steadily rising prices, and 

new land releases by the government bode well for the con-
tinuation of this trend.

In this increasingly optimistic climate, construction and 
property development companies can look forward to solid 
order books and more opportunities for growth in the near 
future. One such company is KSH Holdings Limited, the 
holding company of well-known contractor Kim Seng Heng 
Engineering Construction (Pte) Ltd, which expects to see a 
sustained level of construction demand over the next two to 
three years. 

As of end March 2010, the Group posted a record $18.3 
million net profit after tax. The Group has also proposed fi-
nal dividend of 1.0 cent per share. The Group maintained a 
strong balance sheet and working capital position with ap-
proximately S$94.2 million cash and cash equivalents. The 
Group’s EPS and net asset value per share stood at 7.05 cents 
and 36.88 cents respectively as at the end of the same period.

Going by the industry’s projected performance, the 
numbers will keep increasing. In figures released this Janu-
ary, the Building and Construction Authority pegged the val-
ue of construction demand this year at between $21 billion 
and $27 billion, with as much as 65 percent of this coming 
from the public sector. KSH holds an A2 grading in the civil 
engineering category from the Building and Construction 
Authority which allows it to tender for public civil engineer-
ing projects of up to S$85 million. The Group has already be-
gun capitalising on this, partnering with an experienced civil 
engineering contractor to participate in tendering for a MRT 
project. 

The demand for private residential developments has 
been going up as well, and KSH is benefiting from the buoy
ant market. KSH is a BCA registered contractor with an A1 
grading for general building which allows it to tender for 
public project of unlimited value. Holding such a grading 
status that only 47 other contractors currently possess would 
enable it to participate in even larger upcoming projects, 
both public and private. Just this month it secured a $70.6 
million contract for the construction of Centennia Suites at 
River Valley Road, a luxury freehold development.

With the Centrennia Suites contract, the Group’s order 
book increased to S$355 million (from S$314 million as at 
March 31, 2010). With a well diversified order book, ranging 
from private residential projects, to public projects and pri-
vate commercial projects, KSH’s strong order book provide 
earnings visibility till 2013.

Although the outlook for the construction sector is gen-
erally good for this year and the next, KSH is already prepar-
ing for challenges such as rising labour and raw material 
costs, shortages of professional talent. Being in the industry 
since the 1970s, the Group has built up considerable exper-
tise in its processes and systems – cost management, effi-
cient use of resources, wastage minimisation, a high level of 
compliance and so on. These, and prudent financial manage-

ment with continual support from banks and other financial 
institutes, steered the group through the crisis and reces-
sion without a severe impact on its bottom line.

Besides allowing companies to ride out a recession in-
tact, such expertise is a solid foundation for expansion. For 
the KSH Group, whose core business is construction, the 
preferred method of expansion is through joint ventures in 
property development which leverage on a partner’s expe-
rience while allowing the contractor to value-add through 
its own expertise in construction. KSH generally holds a stra-
tegic stake in such ventures, such as 25% in Phileap Pte Ltd 
for the high end luxurious freehold residential development 
- Lincoln Suites and 35% in Mergui Development for an-
other freehold residential development at Mergui Road. The 
group is also engaged in property development in China, 
and has completed two projects to date.

Leveraging on its working experience and capabilities, 
KSH is currently planning to expand further into the civil 
engineering sector in Singapore while developing its prop-
erty development business in Singapore and China. With 
a strong track record in constructing buildings in multiple 
business segments, it is on track to create long-term value 
for shareholders.

KSH: A Good Time To Build

FINANCIAL YEAR END: MARCH

S$ million FY2010
Revenue 290.9
Profit Before Tax 23.0
Net Profit (Before MI) 
Attributable to Shareholders

18.0

EPS (cents) 7.05
NAV/share (cents) 36.88

S$ million As at 31 
March 

2010

As at 31 
March 

2009

Change 
(%)

Current Assets 194.3 160.8 +20.8
Current Liabilities 150.0 119.0 +26.1
Net Current Assets 44.4 41.9 + 6.0
Total Assets 356.8 314.5 +13.4
Total Liabilities 229.1 203.4 +12.6
Shareholders’ Equity 108.4 90.6 +19.6
Net Tangible Assets 127.6 111.1 +14.9

Dividends FY2007 FY2008 FY2009 FY2010
Total Dividends per 
share (cents)

2.50 1.10 3.50 2.0

Type of Dividend Cash Cash Cash Cash

Mr Choo Chee Onn, 
Managing Director, KSH 
Holdings Limited

www.kimsengheng.com

Ezra: Deepwater To 
Drive Growth
FROM the early stages of geological surveys and 

exploration drilling, to development and com-
mercial production, and finally to decommis-
sioning and closure, the life cycle of an offshore 
oilfield can span 30–40 years. Recognising the 

stable global demand for this energy resource, Ezra has 
established integrated solutions across a wide spectrum 
of the support supply chain in this specialised area with 
its global offshore support and marine services.

“Globally, more than half of the spending in the off-
shore oil & gas (O&G) sector over the medium term will 
be in the  deepwater subsea segment. We spotted the 
signs early on and have been among the first to strategi-
cally focus on this segment as we are convinced that it 
will provide another strong and stable revenue stream 
for the Group. In fact, it is the only segment in the off-
shore O&G sector that is projected to continue enjoying 
substantial growth beyond 2012,” says the Managing Di-
rector of Ezra Holdings Limited, Mr Lionel Lee.

Ezra’s strategic move to enter the deepwater subsea 
sector underpins its “Next Lap Growth Strategy”, which 
forms a key part of its long-term plans to provide shallow 
to ultra deepwater offshore services. 

In line with this strategy, the Group is expanding its 
existing fleet and integrating its energy services division 
into its deepwater subsea services division. From 2010, 

three new vessels equipped to operate in the ultra deep-
water segment will be joining the Group’s fleet. This fleet 
enhancement, together with the acquisition in 2009 of a 
shipset for the building of an ice-class subsea construc-
tion vessel, will allow the Group to tap opportunities in 
the deepwater subsea arena, augmenting the Group’s 
deepwater subsea capabilities in harsh and demanding 
environments, including glacier-filled areas. 

Mr Lee added: “Demand for Ezra’s medium-to-large 
offshore support vessels is expected to remain strong 
as more production activities are being carried out in 
deeper waters. We are also strengthening alliances with 
partners in target markets in the Gulf of Mexico, North 
and South America, Africa, the North Sea and China.”

Meanwhile, the Group’s three other business divi-
sions – offshore support services, marine services and 
the construction and production arm (EOC Limited) – 
continue to enjoy robust demand for offshore O&G sup-
port services, boosted by renewed capital expenditure 
on exploration and production.

In January 2010, Ezra first gained a foothold in the 
fast-growing African offshore O&G market through the 
deployment of its maiden self-propelled jack-up to sup-
port an oil supermajor. Its foothold in the African market 
was further strengthened when it bagged another major 
contract in June, worth up to US$80 million.

Despite the tough economic climate, Ezra’s business 
model of securing long-term charters and its swift re-
sponse to changing conditions have allowed the Group 
to emerge from the global crisis with a strengthened 
balance sheet, backed by additional capital raised and 
reduced capital expenditure.   

Mr Lee concluded: “We will continue to focus on ex-
tracting greater value from our assets and expanding our 
capabilities, especially in the deepwater segment. With a 
strong balance sheet and our continued commitment 
to operational excellence, we aim to maintain our com-
petitive position as the leading provider of integrated 
offshore support and marine solutions in the industry.”

www.ezraholdings.com


