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THE SALE WORTH WAITING FOR

THE APPEALS OF EXECUTIVE 
CONDOMINIUMS

According to current reports, the transaction 
volume of private residential market has 
increased by 24% in the last 3 months (March 
to May), compared to the same period last year.

The reasons, in my opinion, are threefold. 
Firstly, developers and sellers have strong 
motivations to sell. Especially for projects 
near TOP or just TOP, developers are offering 
attractive packages to make sure they don’t 
have to pay ABSD or QC.

Secondly, the underlying pent-up demand 
of the local buyers is very strong. Potential 
buyers have been holding back their buying 
decisions in anticipation of some relaxation 
of the restrictive measures, or a major price 
correction. Many have simply given up waiting 
and are now looking around for good buys. 

Thirdly, foreign investors are of the view that 
Singaporean property prices have hit rock 
bottom and have nowhere to go but up. 
Conversely, property prices in other, competing, 
major cities, especially in the prime locations 

For as long as I can remember, I have always 
been captivated by this catchy tag line as 
advertised by Robinsons. The letters, typically 

in their characteristic hot red color, are delightful 
to behold, enkindle a warm inner feeling and an 
unmistakable signal that it’s the time to go forth 
and make that long delayed purchase …

At this moment, I feel this tag line reflects the 
current situation of the property market, especially 
that of the private residential segment.

Since the introduction of TDSR and the subsequent 
downturn of the property market, many property 
agents had shifted their focus to the rental market 
simply to stay afloat. In 2014 and 2015, the overall 
sales transactions of private residential properties, 
including primary and secondary markets, fell by 
more than 50% compared with that of 2012, which 
was the year before the implementation of the loan 
restriction policy.

The good news is, after staying quiet for almost 
3 years, the private residential market is finally 
showing signs of recovery. Sales have accelerated. 
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Introduction
The EC market has seen demand cooled with the 
government implemented measures such as a 
30% Mortgage Service Ratio (MSR) and a resale 
levy for 2nd time buyers. The demand for ECs were 
red hot in 2012 - 2013, 14 out of 16 ECs launched 
were at least 33% sold within the first month of 
their launches whereas in 2014 - 2015, only 1 out 
of the 11 projects attained a minimum of 33% sold 
status within the first month of its launch.

Are ECs still appealing?
The answer is definitely YES to those who are 
privileged to be eligible for the following reasons:

 Subsidized Housing
 ECs are considered subsidized housings and 
 1st Timer buyers may apply for CPF Housing  
 Grant up to maximum of $30,000.

 Attractive Pricing 
 ECs are priced lower than open market  
 condominiums partly because the pool of  buyers  
 is limited, and partly because of an effective price  
 ceiling for such properties. The pool of buyers is  
 limited, due, of course, to the eligibility conditions  
 for their purchase. The effective price ceiling,  
 on the other hand, is the realistic price that can  
 be set given the maximum loan amount that can  
 be obtained by a prospective buyer, which is  

 limited by the MSR and the income ceiling. 
(The MSR is set currently at 30% and the 
income ceiling, at $14,000, which together 
limit the maximum loan obtainable to 
approximately $935,000)

 
 Availability of Deferred Payment Scheme
Deferred Payment Scheme (DPS) is still 
available for uncompleted ECs (DPS for 
uncompleted private residential properties 
was removed from 26 Oct 2007). This 
payment scheme allowed the buyers to pay 
20% down payment and the balance upon 
TOP, greatly reducing their financial burdens.

 EC prices ‘catch up’ with the Private 
Condominium prices after MOP. 
There is a consequent capital appreciation 
mechanism as sale restrictions are lifted and 

Steven Tan
Managing Director

prices of ECs converge with their open market 
counterpart. After the 5 year and 10 year mark, 
the price of an EC tends to ‘catch up’ with a 
private condominium. The average price gap  
 between new condominiums and ECs is found to  
 start at around 20% (or more). Upon fulfilment 
of MOP and at privatisation, the discount 
narrows to 9% and 5% respectively.  

    

 Value of ECs over the long term
 With current measures cooling the market, EC 
prices have come off their peaks. EC prices have 
started to move towards the $750 to $770 psf 
range. However, after completion of the 5 year 
MOP, resale ECs will no longer be under the 30% 
MSR restriction, and will only be bound by the 
TDSR framework. This will expand the potential 
demand pool, and should bode well for EC prices.

Conclusion
In summary, ECs are poised to be a good long term 
investment, given their subsidies and lower prices 
compared to private condos. Based on historical 
data, first-hand owners of currently privatised ECs 
are sitting on considerable gains. However, not all 
ECs are equal; depending on the 
location, available surrounding 
supply and price, the rate of 
capital appreciation can differ 
substantially between  projects.

have risen significantly and have become less 
attractive. Ultimately, many investors do feel that 
Singapore is a safe haven where they can securely 
invest their money.
Indeed, the recovery is also evident in the HDB 
resale segment where there’s clear improvement 
in the transaction volume. In the last 3 months, 
the sales volume of the HDB resale segment has 
increased 17% compared to the same period last 
year. HDB sellers are required to unload the existing 
flats because of the collection of key for BTO, EC.
Moving forward, I believe that this favorable 
window of opportunity will be open for at least 
one year, barring any unforeseen developments. 
Agents who are able to seize the moment will earn 
handsome returns as many developers and sellers 
are willing to reward agents generously if they are 
able to find them 
the right buyers. 

Surely, the sale is 
worth waiting for.
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RESIDENTIAL PROJECTSRESEARCH & CONSULTANCY: OT TIMES 2Q15  

By Wong Xian Yang & Celine Chan, Research & Consultancy

SINGAPORE pay ABSD charges on their land costs with 
interest. Most of the EC projects launched in 
2013 or earlier are mostly sold out, and the 
earliest ABSD dateline for projects launched 
in 2014 would be in 2Q2018. Furthermore, 
the majority of 2014 EC projects are at least 
50% sold.

Exhibit 4: 2014 EC projects sold out (%) status 
and ABSD datelines

Thirdly, demand for ECs is still relatively healthy 
even though it has slowed considerably 
since 2013. In 2015, developers collectively 
launched 3,750 units and sold 2,550 units 
respectively, translating to an average take-
up rate of about 68%. Average take up rate is 
calculated by dividing the number of units sold 
by the number of units launched in the whole 
market. The average take-up rate in 2013 
and 2014 was 107% and 63% respectively. A 
take-up rate of more than 100% means that 
the number of sold units outnumbered that 
of launches, indicating sales from prior year 
launches. Though recent annual take-up rates 
have fallen compared to 2013, developers are 
still moving units at a progressive rate.

Exhibit 5: Number of EC units sold from new 
and existing launches

Available unsold inventory expected to 
dwindle by 2017

ECs are a product tailored to the sandwiched 
class, and this segment is projected to grow, 
given income growth and later marriages. 
Despite the slowdown in the market, demand 
for ECs remains resilient; it is only a matter 
of location and pricing. EC prices are unlikely 
to fluctuate much, as developers remain on 
solid financial footing and do not face much 
pressure to sell. Even though unsold inventory 
is at elevated levels, inventory may dwindle 
by 2017, given resilient market demand and 
the expected dearth of new launches in 2017. 
Prospective buyers may be tempted to wait 
but what’s left at the end of the day may not 
be the unit of choice.

The SEC market has cooled down after 
a slew of cooling measures were 
implemented in December 2013, 

which includes the implementation of a 30% 
Mortgage Service Ratio (MSR), and a resale 
levy for 2nd-time buyers. Tightened financing 
conditions have dampened demand, and the 
resale levy has deterred many upgraders. 
Even though there was an increase in income 
ceiling for EC buyers, demand has not yet 
picked up significantly. One possible reason 
is that a large proportion of EC demand are 
households earning $12,000 and below. As 
such, buyers are still very price and product 
sensitive, with demand skewed towards 
selected projects. Another reason is that the 
adverse effects of the cooling measures still 
outweigh the benefits derived from the rise 
in income ceiling.

Exhibit 1: Performance of EC projects on 
their month of launch

As of end April 2016, there are around 4,010 
EC units that have been launched but are 
unsold*. The rise in the number of unsold EC 
units can be attributed to slower take-up rates 
and the large number of EC projects launched 
in 2015. For comparison, the number of 
unsold inventory for the private residential 
market stands at 23,735 units as of 1Q16. 
Though to be fair, the potential demand pool 
for the EC market is lower compared to the 
private residential market due to its restricted 
rules and regulations.

* Does not include the 620 unlaunched units 
from Sol Acres Phase 2

Exhibit 2: Unsold EC inventory

Choices to narrow in 2017

On the back of the slowdown in the EC market, 
the EC supply in the Government Land Sale 
(GLS) Programme has been tapered. Only 3 

EXECUTIVE CONDOMINIUMS: 
OPTIONS MAY DWINDLE IN 2017

new EC sites were released in 2015, which 
would yield about 1,010 EC units, which is 
about 72.6% lower compared to 2014 when 7 
sites were released, yielding a potential 3,685 
units. In 1H2016, only 1 site was released, 
which could potentially yield a total of 635 
units. However, the impact from the tapering 
of GLS sites would only be apparent in 2017, 
due to the time lag between the launch of 
the site in the GLS programme and the actual 
project launch into the market.

Exhibit 3: Number of units released from GLS 
& number of units launched in the market

Currently, the average period between an EC 
site being released in the GLS programme to 
market launch is typically about 17 months 
and above. For example, an EC site released in 
1H2015 can be expected to enter the market 
at around 2H2016 or later. The time difference 
between the launch of a GLS land tender 
and the tender award is about 2 months. 
Additionally, for EC land acquired after 
January 2013, developers are only allowed 
to launch units for sale 15 months from the 
date of award of the EC site, or after physical 
completion of foundation works, whichever is 
earlier. 3,750 EC units were launched in 2015, 
and in 2016, about 3,276 units are expected 
to be launched into the market. However, 
the number of expected EC launches in 2017 
is projected to fall substantially, with only 
around 1,010 units to be launched.

Will developers cut prices?

Though upcoming projects may be launched 
at lower prices to entice buyers, it is unlikely 
that we will see excessive price cuts across 
the board for existing projects. There are a 
number of reasons for this.

Firstly, the upcoming EC pipeline is limited and 
even if new sites are released, there is still a 
time lag of at least 16 to 17 months before the 
project can be launched in the market, giving 
current incumbents a comfortable time buffer 
for sales.

Secondly, there is still a long time before 
the Additional Buyer Stamp Duties (ABSD) 
deadlines become a concern for EC developers. 
Under current housing regulations, developers 
are required to develop and sell all units in a 
new residential project (EC projects included) 
within 5 years; else they will be liable to 

Source: URA, OrangeTee Research

Source: URA, OrangeTee Research

Source: URA, OrangeTee Research
Note: Wandervale was launched in March 2016, The Visionaire and Parc Life 
were launched in April 2016.

Source: URA, OrangeTee Research
Note: We assume Sol Acres Phase 2 will be officially launched in 2H16

Source: URA, OrangeTee Research

Treasure Crest, the latest Executive 
Condominium by reputable developer, 
Sim Lian Group Limited, will be launched 
in June 2016. With 8 blocks of 15-storey 
high residential units covering a land area 
of 187,831 sqft, this luxurious Executive 
Condominium development offers 
generous outdoor recreational facilities 
such as swimming pool, waterfall garden, 
children’s playground, tennis court as well as 
gymnasiums, function room  and much more.

The units themselves come in 3 different 
types: 3 bedroom units at 958 sqft, 3 
bedroom premium units from 1,076 sqft, 

TREASURE CREST

By  Melvin Ng, Marcomm

20th May was a night to 
remember! 

OrangeTee’s Management, 
Staff, Associates and 
vendors, came together 
to enjoy a night of 
networking, while being 
embraced by the calming 
night sky and beautiful 
scenery of modern 
architecture offered by 
Klapsons Boutique Hotels’ 
sky terrace bar.  

The event saw close to 
50 attendees enjoying 
the complimentary drinks 
and food; while getting 
to know new faces and 
building stronger bonds 
with familiar faces. The 
event rounded up with 
everyone satisfied and 
well connected. 

Looking forward to see 
more people joining us in 
our future events! Cheers! 

It is clear that customers have become 
savvier and have higher expectations 
of salesperson performance and 

service render. When customers with high 
expectations and the reality fall short, they 
will be disappointed and will likely to rate 
their experience as less than satisfying. A poor 
customer satisfaction could cause conflicts, 
affects customer loyalty and returned 
business or even drive the customers towards 
DIY platforms. 

This workshop aims to close the performance gaps between ordinary 
salesperson and top achiever. It zeros in on the skills and knowledge 
required to elevate service performance and customer satisfaction 
with the introduction of Concept of KPI and Buddy-Tracking system. 
These are essential to heighten the service performance and reducing 
performance gaps. 

Join us be a 5-star rating salesperson and provide service even beyond 
excellence! Call us on 6303 2909 or email training@orangetee.com to 
find out more!  

CLOSING THE 
PERFORMANCE GAP 
By Bianca Chang, Training & Development 

GOT QUESTIONS? 
WE’VE GOT ANSWERS! 
 AGENCY FAQ

Agency Division strives to increase productivity and provides better client 
experience to both existing and newly joined salespersons. To that effect, 
we have compiled an array of Frequently Asked Questions in response to 
common inquiries on administration, training, human resource, compliance 
and others in order to help you get to know the company and business better. 

The questions have been classified into 
5 main categories, namely:
Admin & Operations,
Agency HR,
Training & Development,
Compliance & Legal and Marcomm. 

All copies are available for download at Work@Home now. 

Still cannot find the answers you want? Don’t worry, all you need to do is 
to forward your questions to agency@orangetee.com and we will get back 
to you ASAP.

We look forward to providing you with excellent service and continue 
assisting you in propelling your real estate business. 

By Sharon Han, Agency

and 4 bedroom units at 1435 sqft.  All 
units are outfitted with quality fittings 
and appliances from Bosch, Hansgrohe 
and Mitsubishi Electric. 

With close proximity to employment 
nodes (Seletar Aerospace Park), 
shopping (Sengkang Mall), dining 
(Punggol Seafood), healthcare 
(Sengkang General and Community 
Hospital), education (Nan Chiau 
Primary School), parks (Sengkang 
Riverside Park) and play (My Waterway 
@ Punggol), Treasure Crest will be the 
place to be, to stay and to live.

HAPPY HOUR 
NETWORKING 
EVENT

By Esther Ng, 
Happy Staff Committee

HAPPY STAFF 
MOVIE NIGHT

The Happy Staff 
Committee is 
delighted to have 

brought you the most 
awaited blockbuster movie 
of the Year 2016 - Marvel’s 
Captain America: Civil War. 
Overwhelming responses 
and participation was 
garnered at Shaw Theatres 
Lido on 5th May, 2016, 
complete with an evening 
of great food and company. 

UNITED WE STAND. 
DIVIDED WE FALL.


