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RaviVelloor

Seven people operating at the fron-
tiers of technology’s interface with
business, collectively called “The
Disruptors”, are this year’s Straits
TimesAsiansof theYear.
Mr Nadiem Makarim of Go-Jek,

Mr Anthony Tan and Ms Tan Hooi
Ling of Grab, Mr Tan Min-Liang of
Razer, Mr Pony Ma of Tencent and

Mr Sachin Bansal and Mr Binny
Bansal of Flipkartwere chosen from
acrowded fieldby theeditors ofThe
StraitsTimesfor theannualaward.
Breaking from tradition, editors

of the 171-year-old newspaper this
year chose tonamea cluster of indi-
viduals, recognising that credit for
the changes sweeping the conti-
nent are too widespread to be
pinned to a single individual’s
breast. Accordingly, the names in-

clude business leaders from Asia’s
big-population nations – China, In-
dia and Indonesia – as well as from
Malaysia andSingapore.
The award citation noted that

each, in his or her own way, had
“made the inevitablemarchof tech-
nology easier to understand andac-
cept by millions of people con-
cerned about their old ways of life
yielding toanunfamiliarnewone”.
Selection committee chairman

Warren Fernandez, who is the edi-
tor-in-chief of the English, Malay
andTamilMediaGroupofSingapore
Press Holdings as well as ST editor,
notedthat2016hadbeenanespecial-
ly surprising year politically. “These
surprises are driven by underlying
forces of major technological and
economic change brought about by
the disruption that is sweeping
across just about every sector of our
economies and societies. Exactly

howpeople, governments andbusi-
nesses respond to these changes
willhavemajorpolitical andelector-
al implications in theyears ahead.”
The Asian of the Year award rec-

ognises a person or people who
have contributed significantly to
improving lives at home or in the
wider region. The inaugural Asian
of theYear, in 2012,was thenMyan-
mar President Thein Sein. The fol-
lowing year, the award was shared

by Prime Minister Shinzo Abe of
Japan and President Xi Jinping of
China. In 2014, the award went to
India’s Prime Minister Narendra
Modi and, last year, it was awarded
posthumously to Mr Lee Kuan
Yew, Singapore’s founding father.

velloor@sph.com.sg
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The growing mood of anxiety and
discontent and the ground gained
by extreme political parties in
many developed countries will im-
pact not just the world economy,
but global security and stability,
Prime Minister Lee Hsien Loong
saidyesterday.
There will be major consequenc-

es for small, open countries such

as Singapore that have relied on
open trade and making friends,
and sought opportunities to coop-
erate, he said.
Itwill alsobeharder to prosper to-

gether in this new climate, where
countriesare turning inwardandbe-
coming more protectionist, seeing
others’gainsas their loss,headded.
Mr Lee gave this reading of recent

trends in a speech to 2,500 People’s
Action Party (PAP) members at
theirbiennialpartyconference.

He called on members to under-
standwhat the trendmeans for Sin-
gapore and to help ensure the PAP
remains a party with strong sup-
port fromall segmentsof society.
“The externalworld is changing...

in a very fundamental way not ad-
vantageous to us.We have towatch
this,wehave toknowhowthis isgo-
ing to impact us over the next few
years,”he said.
MrLee,whoisPAPsecretary-gen-

eral, noted that voters around the
world are unhappy that the benefits
of growth are not reaching them,
and feel threatened that immigrants
arecompetingfor their jobs.
He cited the recent United States

election, the Brexit vote and the
rise of extreme parties in Europe as
examples of voters’ weariness of
tradeandwarinessof immigrants.
“This looks like the trend now. I

do not know how far it will go, but I
donot like the direction the trend is
going,” he said. “If more countries
turn this way, the world is going to
change, andchange for theworse.”
Singapore prospered in the past

50 years by working hard, but it
was fortunate to have a favourable
external environment: A peaceful
Asia and an international order
wherecountries bigandsmall coop-
erate and compete under rules that
are fair to all, giving small countries

“a right to their place in the sun”.
Today, countries are flexing

their muscles and becoming in-
creasingly assertive.
“Nobodycantell howrelationsbe-

tween the big powerswill develop,”
said Mr Lee. “If US-China relations
grow tense, Singapore is going tobe
in a very difficult spot, because we
regardboth theUS andChina as our
friends and do not want to have to
choosebetween them.”
Meanwhile, obstacles to trade are

increasing and Singapore’s exports
– a key pillar of its economy – are
notgrowingbyverymucheither.
But Singapore has to accept the

world as it is, not as it wishes it to
be, saidMrLee.
“Weourselvesmust remain open,

because if we close up like other
countries, our people will be fin-
ished,”he said.
Besides understanding the global

climate, Mr Lee spelt out two other
ways for the ruling party to prepare
for the next general election,which
mustbeheldbyApril 2021.
First, the party must strive to im-

prove the lives of Singaporeans.
He cited twoways of doing so: By

equipping Singaporeans with the
skills to take care of themselves
through schools and training pro-
grammes, and by strengthening so-
cial safetynets.
Second, the PAP must remain a

strong, national party that reaches
out to all segments of society and
represents them. It must also stay
focused on serving the people, and
provide strong leadership, he said.
“Politics is the same everywhere.

It is people, it is trust, it is knowing
youcare forme,”headded.
“Unless we have this deep in our

DNA,wewill not be able to hold our
position inSingapore.”

charyong@sph.com.sg
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By LIM YANN LING

WHEN Mr Loh Jwee Poh, 37, and Mr Kang 
Puay Seng, 37, first announced that they were 
investing $3,000 each to start a business selling 
dao huay zui (Hokkien for soya milk), every-
one thought they had gone crazy. 

No one thought that it would rake in mil-
lions of dollars in revenue 10 years down the 
road. 

Back in 1995, soya milk came in tubs from 
a remote factory and was available only in the 
morning because it spoiled quickly, 

Mr Loh and Mr Kang had come across a 
new machine that could produce fresh soya 
milk on the spot. Armed with their new dis-
covery, the duo opened their first mall outlet 
at Hougang. 

Their healthy set meal, which pairs fresh 
soya milk made from the best quality beans 
from North America with freshly baked Japa-
nese-style pancake, changed the “perceived 
value” of soya beans and won over health-
conscious Singaporeans. 

Their team also spent months perfecting 
the Soy Soft-Ice machine, which made soft 
ice cream from soya beans. While it was tar-
geted at children, it proved popular among the 
young and old alike, and it helped to intro-
duce the wholesome goodness of soya beans 
to people who previously disliked soya milk. 

Within a decade, Mr Bean has become a 
takeaway staple with 28 outlets islandwide. It is 
also the first fresh soya milk business to set up 
shop in an MRT station and an airport terminal. 

The two co-founders attribute the success to 
their “clan” of loyal employees — two-thirds of 
whom are middle-aged women who have been 
with the company since it started. 

Mr Kang says: “In the beginning, no one 
would be caught selling soya milk except 
‘aunties’. In training them, we have come to 

appreciate attitude more than aptitude. Age is 
not a handicap.

“Whatever reward we receive today is really 
the effort of the whole team, and of the people 
who have supported us unconditionally.”

On the company’s management philosophy, 
Mr Kang believes that Mr Bean’s mission goes 
beyond serving a cup of soya milk. 

He says: “Elderly ladies would wait pa-
tiently in line just to see fresh milk ooze out of 
the new machine. We realised right from the 
start that our mission was to serve a cup of 
health.”

Commenting on their status as co-founders 
of the company, Mr Loh says that his more 
gung-ho nature combined with Mr Kang’s 
more thoughtful approach have produced an 
effective enterprise. 

“Simply said, if you give me a task to ac-
complish, I can score from 0 to 50, but after 
that, I will pass to Kang, so he can score from 
50 to 100,” adds Mr Loh, with a laugh.

Soya so good
Mr Kang Puay Seng and Mr Loh Jwee Poh — Mr Bean Group

By DAPHNE LEE

IT TOOK Ms Annie Gan a leap of faith to 
strike out on her own when her business 
partner left the company in 1996. 

She was 26 years old then and armed 
with only a diploma in computer studies. 
But she was trained as a quantity surveyor 
in her previous job at a construction com-
pany, and her fast learning skills put her on 
top of the game. 

 “It wasn’t easy for a woman to enter 
and continue working in the male-domi-
nated construction industry. I was totally in 
charge of site work, I managed the workers 
and went out to tender for projects,” says 
the managing director of Jian Huang Con-
struction.

The first project Jian Huang Construction 
successfully obtained and completed was the 
construction of the Traffic Police Headquar-
ters basement at Ubi Road in 1997. 

The company’s core business then was 
also in labour sub-contracting.

Today, Jian Huang Construction’s suc-
cess is based on a strong foundation of good 
service, quality work, a reasonable budget, 
worksite safety and as a one-stop provider 
of design and build services.

“As an entrepreneur in the construction 
industry, it is important to deliver good and 
prompt service, coupled with sincerity to 
meet the clients’ needs and a functional de-
sign plan that fits their requirements,” says 
Ms Gan.

 “We aim to be a one-stop provider 
where the client has to only liaise with our 
company and we will address their needs, 
which saves them the hassle of speaking to 

several parties, such as the sub-contractor, 
designer and architect, for each project.”

The company also survived the construc-
tion industry meltdown by taking on projects 
such as the construction of a cut-and-cover 
tunnel for the North-East Line MRT and 
several other MRT-related projects, which 
enabled the company to survive through the 
crisis for three years.

“I remember approaching one of the big 
construction companies handling the build-
ing of the new MRT stations and tendering 
for work through them. 

“I never gave up, and on the sixth time 
that I approached them to propose a ten-
der, they were surprised and impressed by 
my perseverance and decided to give Jian 
Huang our first MRT project,” she says.

Ms Gan, 37, also foresaw the demand for 
refurbishing and rebuilding old warehouses 
in Singapore when the economy improved. 
She quickly jumped in and offered the de-
sign-and-build concept.  

Today, the Jian Huang group of com-
panies consists of 11 major entities and is 
a leading local company in designing and 
building warehouses for the industrial sec-
tor. 

With 80 management staff and over 300 
skilled workers, the Jian Huang group has 
also ventured into Malaysia and Vietnam.

The turnover for the group last year was 
$62 million with a net profit of $2.3 mil-
lion.

Ms Gan says: “It hasn’t been a smooth 
journey all these years, but we have done 
well through hard work, persistence and 
creativity in offering our clients something 
different.”

One-stop 
shop

Ms Annie Gan — 
Jian Huang Construction

By GERALDINE TAN

FRESH from completing his national service, Mr Lau 
Kok Hui had his sights firmly set on owning and run-
ning his own business. 

“I had no capital except for an engineering diplo-
ma,” he recalls. “But with this ambition, I had a very 
clear focus — to build capital and to master a skill.”

He realised his dream in 1992. Armed with six 
years’ experience in the automation industry and 
$25,000 as his capital, he set up Vector Infotech with 
a friend to supply products and services to the indus-
trial automation industry. 

“This dream has now evolved to become a pas-
sionate intent to build a successful business which 
I wish will continue for many years,” he says.

Today, Vector Infotech provides cost-effective, 
reliable systems and solutions in industrial and data 
communications technology. 

This may involve providing customers — in fields 
such as electronics, food and beverage, and building 
and construction — with fibre optic cables, data com-
munications devices and related accessories. 

The company, recently identified as one of Singa-

pore’s top 500 small and medium enterprises (SMEs), 
has grown, with 90 employees. Fifty are based here 
while the remainder are in various parts of Asia. 

Starting and sustaining a company take courage 
and determination, but Mr Lau says the workers are 
the ones who have contributed to Vector Infotech’s 
growth and success.

He explains: “Running a business is like steering a 
ship. To sail the ship in the right direction, it has to be 
tough to withstand stormy weather. The crew must 
be knowledgeable, dedicated and united.  

“My customers and partners are the ship. Our 
employees and families are the crew. Without their 
support, understanding and contributions, we would 
not be where we are today.”

Mr Lau has also made it Vector Infotech’s busi-
ness to meet every demand and challenge posed by 
customers. 

He says: “With our ability to anticipate needs and 
fulfil them with commitment in such a fast-moving, 
technologically demanding industry, Vector Infotech 
has made a good name for itself.” 

Having realised his childhood dream, Mr Lau now 
has his eye on other achievements. 

He notes that there is plenty happening in his fast-
changing field and there are numerous opportunities 
for Vector Infotech to develop and grow further. 

“The migration of conventional information tech-
nology products and services into industrial plants 
offers enormous opportunities and challenges,” he 
observes. 

“The economic development in the Middle East 
and Asia has also created numerous opportunities 
for the international community, including our in-
dustry.”

The new challenge for an SME such as Vector In-
fotech lies in developing business processes to ensure 
competitiveness and continuity, he says. 

“We invest a significant sum of our profit back 
into the business to train people, improve effi-
ciency, expand business and continue innovating 
to stay relevant.” 

Sweet 
success story

Mr Lau Kok Hui — Vector Infotech

By GERALDINE TAN

MORE than a decade ago, three brothers had a 
family gathering and they came up with a busi-
ness plan. 

“We always had the entrepreneurial spirit 
but had never started a business,” recalls eldest 
brother Roger Tan of the decision to take the 
plunge with his brothers Randy and Elson.

“Since we each had some experience in 
the interior renovation trade, it was a natural 
choice to go into the interior design business,” 
he explains.

Armed with a $10,000 loan from their fa-
ther, the Tan brothers set up Image Creative 
Design in 1995 — in a 50 sq ft space. 

The company has come a long way since 
then, having made its name in designing and 
renovating offices, homes and retail stores here 
and in Thailand. The three brothers are now 
eyeing other projects in the region.

From the rented office, the 70-strong com-
pany now operates from a wholly owned, spa-
cious showroom. 

In 2005, Image Creative Design became the 
first interior design company to be awarded a 
Superbrands Award, an international accolade 
recognised in over 40 countries worldwide. 

This year, it became one of Singapore’s top 
500 small and medium enterprises (SMEs).

This is tremendous progress for a venture 
that came about over a dinner discussion. The 

brothers are thankful for the help from their 
father and have never forgotten it. 

Mr Roger Tan says: “It motivated us to work 
hard and turn the $10,000 into a $20 million 
business today. This is all due to our father’s 
loan and trust in us, and a lot of hard work.”

The trio has also made it a point to stick 
together through thick and thin. Apart from 
sharing business decisions, risks, successes and 
setbacks, they also drive the same cars, live in 
the same condominium and take their vaca-
tions together. 

Building the right culture at work is impor-
tant to them. He says: “We consider our em-
ployees our most valuable asset. Our strength 
lies in being able to cultivate an entrepreneurial 
culture, empowering and encouraging them to 
be entrepreneurs themselves.”

Given the time and energy invested, being 
named top entrepreneurs is the icing on the 
cake for the Tans. 

“We feel that we have brought recognition 
to the company and to our employees, whose 
efforts have made our company a success,” he 
says.

Besides having foresight and taking risks, an 
entrepreneur should also be creative and con-
stantly reinvent his business to stay relevant, he 
adds. 

“Trends and lifestyles are changing, and we 
have to come up with new concepts and designs 
to meet those changing demands.” 

Building on 
brotherly ties

Mr Randy Tan, Mr Roger Tan and Mr Elson Tan — Image Creative Design

The winning formula of 
Mr Bean lies in Mr Kang 

(right) and Mr Loh’s 
(far right) unwavering 

focus on the wholesome 
goodness of soya beans.

Ms Gan 
believes in 

foresight and 
innovation 

to stay 
ahead in the 
construction 

industry.

Twelve years 
after starting 
an interior 
design business 
together, three 
brothers remain 
committed to 
its growth.

Mr Lau’s childhood 
dream has turned into a 
passionate intent to build 
a successful business.
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By LIM YANN LING

WHEN Mr Loh Jwee Poh, 37, and Mr Kang 
Puay Seng, 37, first announced that they were 
investing $3,000 each to start a business selling 
dao huay zui (Hokkien for soya milk), every-
one thought they had gone crazy. 

No one thought that it would rake in mil-
lions of dollars in revenue 10 years down the 
road. 

Back in 1995, soya milk came in tubs from 
a remote factory and was available only in the 
morning because it spoiled quickly, 

Mr Loh and Mr Kang had come across a 
new machine that could produce fresh soya 
milk on the spot. Armed with their new dis-
covery, the duo opened their first mall outlet 
at Hougang. 

Their healthy set meal, which pairs fresh 
soya milk made from the best quality beans 
from North America with freshly baked Japa-
nese-style pancake, changed the “perceived 
value” of soya beans and won over health-
conscious Singaporeans. 

Their team also spent months perfecting 
the Soy Soft-Ice machine, which made soft 
ice cream from soya beans. While it was tar-
geted at children, it proved popular among the 
young and old alike, and it helped to intro-
duce the wholesome goodness of soya beans 
to people who previously disliked soya milk. 

Within a decade, Mr Bean has become a 
takeaway staple with 28 outlets islandwide. It is 
also the first fresh soya milk business to set up 
shop in an MRT station and an airport terminal. 

The two co-founders attribute the success to 
their “clan” of loyal employees — two-thirds of 
whom are middle-aged women who have been 
with the company since it started. 

Mr Kang says: “In the beginning, no one 
would be caught selling soya milk except 
‘aunties’. In training them, we have come to 

appreciate attitude more than aptitude. Age is 
not a handicap.

“Whatever reward we receive today is really 
the effort of the whole team, and of the people 
who have supported us unconditionally.”

On the company’s management philosophy, 
Mr Kang believes that Mr Bean’s mission goes 
beyond serving a cup of soya milk. 

He says: “Elderly ladies would wait pa-
tiently in line just to see fresh milk ooze out of 
the new machine. We realised right from the 
start that our mission was to serve a cup of 
health.”

Commenting on their status as co-founders 
of the company, Mr Loh says that his more 
gung-ho nature combined with Mr Kang’s 
more thoughtful approach have produced an 
effective enterprise. 

“Simply said, if you give me a task to ac-
complish, I can score from 0 to 50, but after 
that, I will pass to Kang, so he can score from 
50 to 100,” adds Mr Loh, with a laugh.

Soya so good
Mr Kang Puay Seng and Mr Loh Jwee Poh — Mr Bean Group

By DAPHNE LEE

IT TOOK Ms Annie Gan a leap of faith to 
strike out on her own when her business 
partner left the company in 1996. 

She was 26 years old then and armed 
with only a diploma in computer studies. 
But she was trained as a quantity surveyor 
in her previous job at a construction com-
pany, and her fast learning skills put her on 
top of the game. 

 “It wasn’t easy for a woman to enter 
and continue working in the male-domi-
nated construction industry. I was totally in 
charge of site work, I managed the workers 
and went out to tender for projects,” says 
the managing director of Jian Huang Con-
struction.

The first project Jian Huang Construction 
successfully obtained and completed was the 
construction of the Traffic Police Headquar-
ters basement at Ubi Road in 1997. 

The company’s core business then was 
also in labour sub-contracting.

Today, Jian Huang Construction’s suc-
cess is based on a strong foundation of good 
service, quality work, a reasonable budget, 
worksite safety and as a one-stop provider 
of design and build services.

“As an entrepreneur in the construction 
industry, it is important to deliver good and 
prompt service, coupled with sincerity to 
meet the clients’ needs and a functional de-
sign plan that fits their requirements,” says 
Ms Gan.

 “We aim to be a one-stop provider 
where the client has to only liaise with our 
company and we will address their needs, 
which saves them the hassle of speaking to 

several parties, such as the sub-contractor, 
designer and architect, for each project.”

The company also survived the construc-
tion industry meltdown by taking on projects 
such as the construction of a cut-and-cover 
tunnel for the North-East Line MRT and 
several other MRT-related projects, which 
enabled the company to survive through the 
crisis for three years.

“I remember approaching one of the big 
construction companies handling the build-
ing of the new MRT stations and tendering 
for work through them. 

“I never gave up, and on the sixth time 
that I approached them to propose a ten-
der, they were surprised and impressed by 
my perseverance and decided to give Jian 
Huang our first MRT project,” she says.

Ms Gan, 37, also foresaw the demand for 
refurbishing and rebuilding old warehouses 
in Singapore when the economy improved. 
She quickly jumped in and offered the de-
sign-and-build concept.  

Today, the Jian Huang group of com-
panies consists of 11 major entities and is 
a leading local company in designing and 
building warehouses for the industrial sec-
tor. 

With 80 management staff and over 300 
skilled workers, the Jian Huang group has 
also ventured into Malaysia and Vietnam.

The turnover for the group last year was 
$62 million with a net profit of $2.3 mil-
lion.

Ms Gan says: “It hasn’t been a smooth 
journey all these years, but we have done 
well through hard work, persistence and 
creativity in offering our clients something 
different.”

One-stop 
shop

Ms Annie Gan — 
Jian Huang Construction

By GERALDINE TAN

FRESH from completing his national service, Mr Lau 
Kok Hui had his sights firmly set on owning and run-
ning his own business. 

“I had no capital except for an engineering diplo-
ma,” he recalls. “But with this ambition, I had a very 
clear focus — to build capital and to master a skill.”

He realised his dream in 1992. Armed with six 
years’ experience in the automation industry and 
$25,000 as his capital, he set up Vector Infotech with 
a friend to supply products and services to the indus-
trial automation industry. 

“This dream has now evolved to become a pas-
sionate intent to build a successful business which 
I wish will continue for many years,” he says.

Today, Vector Infotech provides cost-effective, 
reliable systems and solutions in industrial and data 
communications technology. 

This may involve providing customers — in fields 
such as electronics, food and beverage, and building 
and construction — with fibre optic cables, data com-
munications devices and related accessories. 

The company, recently identified as one of Singa-

pore’s top 500 small and medium enterprises (SMEs), 
has grown, with 90 employees. Fifty are based here 
while the remainder are in various parts of Asia. 

Starting and sustaining a company take courage 
and determination, but Mr Lau says the workers are 
the ones who have contributed to Vector Infotech’s 
growth and success.

He explains: “Running a business is like steering a 
ship. To sail the ship in the right direction, it has to be 
tough to withstand stormy weather. The crew must 
be knowledgeable, dedicated and united.  

“My customers and partners are the ship. Our 
employees and families are the crew. Without their 
support, understanding and contributions, we would 
not be where we are today.”

Mr Lau has also made it Vector Infotech’s busi-
ness to meet every demand and challenge posed by 
customers. 

He says: “With our ability to anticipate needs and 
fulfil them with commitment in such a fast-moving, 
technologically demanding industry, Vector Infotech 
has made a good name for itself.” 

Having realised his childhood dream, Mr Lau now 
has his eye on other achievements. 

He notes that there is plenty happening in his fast-
changing field and there are numerous opportunities 
for Vector Infotech to develop and grow further. 

“The migration of conventional information tech-
nology products and services into industrial plants 
offers enormous opportunities and challenges,” he 
observes. 

“The economic development in the Middle East 
and Asia has also created numerous opportunities 
for the international community, including our in-
dustry.”

The new challenge for an SME such as Vector In-
fotech lies in developing business processes to ensure 
competitiveness and continuity, he says. 

“We invest a significant sum of our profit back 
into the business to train people, improve effi-
ciency, expand business and continue innovating 
to stay relevant.” 

Sweet 
success story

Mr Lau Kok Hui — Vector Infotech

By GERALDINE TAN

MORE than a decade ago, three brothers had a 
family gathering and they came up with a busi-
ness plan. 

“We always had the entrepreneurial spirit 
but had never started a business,” recalls eldest 
brother Roger Tan of the decision to take the 
plunge with his brothers Randy and Elson.

“Since we each had some experience in 
the interior renovation trade, it was a natural 
choice to go into the interior design business,” 
he explains.

Armed with a $10,000 loan from their fa-
ther, the Tan brothers set up Image Creative 
Design in 1995 — in a 50 sq ft space. 

The company has come a long way since 
then, having made its name in designing and 
renovating offices, homes and retail stores here 
and in Thailand. The three brothers are now 
eyeing other projects in the region.

From the rented office, the 70-strong com-
pany now operates from a wholly owned, spa-
cious showroom. 

In 2005, Image Creative Design became the 
first interior design company to be awarded a 
Superbrands Award, an international accolade 
recognised in over 40 countries worldwide. 

This year, it became one of Singapore’s top 
500 small and medium enterprises (SMEs).

This is tremendous progress for a venture 
that came about over a dinner discussion. The 

brothers are thankful for the help from their 
father and have never forgotten it. 

Mr Roger Tan says: “It motivated us to work 
hard and turn the $10,000 into a $20 million 
business today. This is all due to our father’s 
loan and trust in us, and a lot of hard work.”

The trio has also made it a point to stick 
together through thick and thin. Apart from 
sharing business decisions, risks, successes and 
setbacks, they also drive the same cars, live in 
the same condominium and take their vaca-
tions together. 

Building the right culture at work is impor-
tant to them. He says: “We consider our em-
ployees our most valuable asset. Our strength 
lies in being able to cultivate an entrepreneurial 
culture, empowering and encouraging them to 
be entrepreneurs themselves.”

Given the time and energy invested, being 
named top entrepreneurs is the icing on the 
cake for the Tans. 

“We feel that we have brought recognition 
to the company and to our employees, whose 
efforts have made our company a success,” he 
says.

Besides having foresight and taking risks, an 
entrepreneur should also be creative and con-
stantly reinvent his business to stay relevant, he 
adds. 

“Trends and lifestyles are changing, and we 
have to come up with new concepts and designs 
to meet those changing demands.” 

Building on 
brotherly ties

Mr Randy Tan, Mr Roger Tan and Mr Elson Tan — Image Creative Design

The winning formula of 
Mr Bean lies in Mr Kang 

(right) and Mr Loh’s 
(far right) unwavering 

focus on the wholesome 
goodness of soya beans.

Ms Gan 
believes in 

foresight and 
innovation 

to stay 
ahead in the 
construction 

industry.

Twelve years 
after starting 
an interior 
design business 
together, three 
brothers remain 
committed to 
its growth.

Mr Lau’s childhood 
dream has turned into a 
passionate intent to build 
a successful business.
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By LIM YANN LING

WHEN Mr Loh Jwee Poh, 37, and Mr Kang 
Puay Seng, 37, first announced that they were 
investing $3,000 each to start a business selling 
dao huay zui (Hokkien for soya milk), every-
one thought they had gone crazy. 

No one thought that it would rake in mil-
lions of dollars in revenue 10 years down the 
road. 

Back in 1995, soya milk came in tubs from 
a remote factory and was available only in the 
morning because it spoiled quickly, 

Mr Loh and Mr Kang had come across a 
new machine that could produce fresh soya 
milk on the spot. Armed with their new dis-
covery, the duo opened their first mall outlet 
at Hougang. 

Their healthy set meal, which pairs fresh 
soya milk made from the best quality beans 
from North America with freshly baked Japa-
nese-style pancake, changed the “perceived 
value” of soya beans and won over health-
conscious Singaporeans. 

Their team also spent months perfecting 
the Soy Soft-Ice machine, which made soft 
ice cream from soya beans. While it was tar-
geted at children, it proved popular among the 
young and old alike, and it helped to intro-
duce the wholesome goodness of soya beans 
to people who previously disliked soya milk. 

Within a decade, Mr Bean has become a 
takeaway staple with 28 outlets islandwide. It is 
also the first fresh soya milk business to set up 
shop in an MRT station and an airport terminal. 

The two co-founders attribute the success to 
their “clan” of loyal employees — two-thirds of 
whom are middle-aged women who have been 
with the company since it started. 

Mr Kang says: “In the beginning, no one 
would be caught selling soya milk except 
‘aunties’. In training them, we have come to 

appreciate attitude more than aptitude. Age is 
not a handicap.

“Whatever reward we receive today is really 
the effort of the whole team, and of the people 
who have supported us unconditionally.”

On the company’s management philosophy, 
Mr Kang believes that Mr Bean’s mission goes 
beyond serving a cup of soya milk. 

He says: “Elderly ladies would wait pa-
tiently in line just to see fresh milk ooze out of 
the new machine. We realised right from the 
start that our mission was to serve a cup of 
health.”

Commenting on their status as co-founders 
of the company, Mr Loh says that his more 
gung-ho nature combined with Mr Kang’s 
more thoughtful approach have produced an 
effective enterprise. 

“Simply said, if you give me a task to ac-
complish, I can score from 0 to 50, but after 
that, I will pass to Kang, so he can score from 
50 to 100,” adds Mr Loh, with a laugh.

Soya so good
Mr Kang Puay Seng and Mr Loh Jwee Poh — Mr Bean Group

By DAPHNE LEE

IT TOOK Ms Annie Gan a leap of faith to 
strike out on her own when her business 
partner left the company in 1996. 

She was 26 years old then and armed 
with only a diploma in computer studies. 
But she was trained as a quantity surveyor 
in her previous job at a construction com-
pany, and her fast learning skills put her on 
top of the game. 

 “It wasn’t easy for a woman to enter 
and continue working in the male-domi-
nated construction industry. I was totally in 
charge of site work, I managed the workers 
and went out to tender for projects,” says 
the managing director of Jian Huang Con-
struction.

The first project Jian Huang Construction 
successfully obtained and completed was the 
construction of the Traffic Police Headquar-
ters basement at Ubi Road in 1997. 

The company’s core business then was 
also in labour sub-contracting.

Today, Jian Huang Construction’s suc-
cess is based on a strong foundation of good 
service, quality work, a reasonable budget, 
worksite safety and as a one-stop provider 
of design and build services.

“As an entrepreneur in the construction 
industry, it is important to deliver good and 
prompt service, coupled with sincerity to 
meet the clients’ needs and a functional de-
sign plan that fits their requirements,” says 
Ms Gan.

 “We aim to be a one-stop provider 
where the client has to only liaise with our 
company and we will address their needs, 
which saves them the hassle of speaking to 

several parties, such as the sub-contractor, 
designer and architect, for each project.”

The company also survived the construc-
tion industry meltdown by taking on projects 
such as the construction of a cut-and-cover 
tunnel for the North-East Line MRT and 
several other MRT-related projects, which 
enabled the company to survive through the 
crisis for three years.

“I remember approaching one of the big 
construction companies handling the build-
ing of the new MRT stations and tendering 
for work through them. 

“I never gave up, and on the sixth time 
that I approached them to propose a ten-
der, they were surprised and impressed by 
my perseverance and decided to give Jian 
Huang our first MRT project,” she says.

Ms Gan, 37, also foresaw the demand for 
refurbishing and rebuilding old warehouses 
in Singapore when the economy improved. 
She quickly jumped in and offered the de-
sign-and-build concept.  

Today, the Jian Huang group of com-
panies consists of 11 major entities and is 
a leading local company in designing and 
building warehouses for the industrial sec-
tor. 

With 80 management staff and over 300 
skilled workers, the Jian Huang group has 
also ventured into Malaysia and Vietnam.

The turnover for the group last year was 
$62 million with a net profit of $2.3 mil-
lion.

Ms Gan says: “It hasn’t been a smooth 
journey all these years, but we have done 
well through hard work, persistence and 
creativity in offering our clients something 
different.”

One-stop 
shop

Ms Annie Gan — 
Jian Huang Construction

By GERALDINE TAN

FRESH from completing his national service, Mr Lau 
Kok Hui had his sights firmly set on owning and run-
ning his own business. 

“I had no capital except for an engineering diplo-
ma,” he recalls. “But with this ambition, I had a very 
clear focus — to build capital and to master a skill.”

He realised his dream in 1992. Armed with six 
years’ experience in the automation industry and 
$25,000 as his capital, he set up Vector Infotech with 
a friend to supply products and services to the indus-
trial automation industry. 

“This dream has now evolved to become a pas-
sionate intent to build a successful business which 
I wish will continue for many years,” he says.

Today, Vector Infotech provides cost-effective, 
reliable systems and solutions in industrial and data 
communications technology. 

This may involve providing customers — in fields 
such as electronics, food and beverage, and building 
and construction — with fibre optic cables, data com-
munications devices and related accessories. 

The company, recently identified as one of Singa-

pore’s top 500 small and medium enterprises (SMEs), 
has grown, with 90 employees. Fifty are based here 
while the remainder are in various parts of Asia. 

Starting and sustaining a company take courage 
and determination, but Mr Lau says the workers are 
the ones who have contributed to Vector Infotech’s 
growth and success.

He explains: “Running a business is like steering a 
ship. To sail the ship in the right direction, it has to be 
tough to withstand stormy weather. The crew must 
be knowledgeable, dedicated and united.  

“My customers and partners are the ship. Our 
employees and families are the crew. Without their 
support, understanding and contributions, we would 
not be where we are today.”

Mr Lau has also made it Vector Infotech’s busi-
ness to meet every demand and challenge posed by 
customers. 

He says: “With our ability to anticipate needs and 
fulfil them with commitment in such a fast-moving, 
technologically demanding industry, Vector Infotech 
has made a good name for itself.” 

Having realised his childhood dream, Mr Lau now 
has his eye on other achievements. 

He notes that there is plenty happening in his fast-
changing field and there are numerous opportunities 
for Vector Infotech to develop and grow further. 

“The migration of conventional information tech-
nology products and services into industrial plants 
offers enormous opportunities and challenges,” he 
observes. 

“The economic development in the Middle East 
and Asia has also created numerous opportunities 
for the international community, including our in-
dustry.”

The new challenge for an SME such as Vector In-
fotech lies in developing business processes to ensure 
competitiveness and continuity, he says. 

“We invest a significant sum of our profit back 
into the business to train people, improve effi-
ciency, expand business and continue innovating 
to stay relevant.” 

Sweet 
success story

Mr Lau Kok Hui — Vector Infotech

By GERALDINE TAN

MORE than a decade ago, three brothers had a 
family gathering and they came up with a busi-
ness plan. 

“We always had the entrepreneurial spirit 
but had never started a business,” recalls eldest 
brother Roger Tan of the decision to take the 
plunge with his brothers Randy and Elson.

“Since we each had some experience in 
the interior renovation trade, it was a natural 
choice to go into the interior design business,” 
he explains.

Armed with a $10,000 loan from their fa-
ther, the Tan brothers set up Image Creative 
Design in 1995 — in a 50 sq ft space. 

The company has come a long way since 
then, having made its name in designing and 
renovating offices, homes and retail stores here 
and in Thailand. The three brothers are now 
eyeing other projects in the region.

From the rented office, the 70-strong com-
pany now operates from a wholly owned, spa-
cious showroom. 

In 2005, Image Creative Design became the 
first interior design company to be awarded a 
Superbrands Award, an international accolade 
recognised in over 40 countries worldwide. 

This year, it became one of Singapore’s top 
500 small and medium enterprises (SMEs).

This is tremendous progress for a venture 
that came about over a dinner discussion. The 

brothers are thankful for the help from their 
father and have never forgotten it. 

Mr Roger Tan says: “It motivated us to work 
hard and turn the $10,000 into a $20 million 
business today. This is all due to our father’s 
loan and trust in us, and a lot of hard work.”

The trio has also made it a point to stick 
together through thick and thin. Apart from 
sharing business decisions, risks, successes and 
setbacks, they also drive the same cars, live in 
the same condominium and take their vaca-
tions together. 

Building the right culture at work is impor-
tant to them. He says: “We consider our em-
ployees our most valuable asset. Our strength 
lies in being able to cultivate an entrepreneurial 
culture, empowering and encouraging them to 
be entrepreneurs themselves.”

Given the time and energy invested, being 
named top entrepreneurs is the icing on the 
cake for the Tans. 

“We feel that we have brought recognition 
to the company and to our employees, whose 
efforts have made our company a success,” he 
says.

Besides having foresight and taking risks, an 
entrepreneur should also be creative and con-
stantly reinvent his business to stay relevant, he 
adds. 

“Trends and lifestyles are changing, and we 
have to come up with new concepts and designs 
to meet those changing demands.” 

Building on 
brotherly ties

Mr Randy Tan, Mr Roger Tan and Mr Elson Tan — Image Creative Design

The winning formula of 
Mr Bean lies in Mr Kang 

(right) and Mr Loh’s 
(far right) unwavering 

focus on the wholesome 
goodness of soya beans.

Ms Gan 
believes in 

foresight and 
innovation 

to stay 
ahead in the 
construction 

industry.

Twelve years 
after starting 
an interior 
design business 
together, three 
brothers remain 
committed to 
its growth.

Mr Lau’s childhood 
dream has turned into a 
passionate intent to build 
a successful business.
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By LIM YANN LING

WHEN Mr Loh Jwee Poh, 37, and Mr Kang 
Puay Seng, 37, first announced that they were 
investing $3,000 each to start a business selling 
dao huay zui (Hokkien for soya milk), every-
one thought they had gone crazy. 

No one thought that it would rake in mil-
lions of dollars in revenue 10 years down the 
road. 

Back in 1995, soya milk came in tubs from 
a remote factory and was available only in the 
morning because it spoiled quickly, 

Mr Loh and Mr Kang had come across a 
new machine that could produce fresh soya 
milk on the spot. Armed with their new dis-
covery, the duo opened their first mall outlet 
at Hougang. 

Their healthy set meal, which pairs fresh 
soya milk made from the best quality beans 
from North America with freshly baked Japa-
nese-style pancake, changed the “perceived 
value” of soya beans and won over health-
conscious Singaporeans. 

Their team also spent months perfecting 
the Soy Soft-Ice machine, which made soft 
ice cream from soya beans. While it was tar-
geted at children, it proved popular among the 
young and old alike, and it helped to intro-
duce the wholesome goodness of soya beans 
to people who previously disliked soya milk. 

Within a decade, Mr Bean has become a 
takeaway staple with 28 outlets islandwide. It is 
also the first fresh soya milk business to set up 
shop in an MRT station and an airport terminal. 

The two co-founders attribute the success to 
their “clan” of loyal employees — two-thirds of 
whom are middle-aged women who have been 
with the company since it started. 

Mr Kang says: “In the beginning, no one 
would be caught selling soya milk except 
‘aunties’. In training them, we have come to 

appreciate attitude more than aptitude. Age is 
not a handicap.

“Whatever reward we receive today is really 
the effort of the whole team, and of the people 
who have supported us unconditionally.”

On the company’s management philosophy, 
Mr Kang believes that Mr Bean’s mission goes 
beyond serving a cup of soya milk. 

He says: “Elderly ladies would wait pa-
tiently in line just to see fresh milk ooze out of 
the new machine. We realised right from the 
start that our mission was to serve a cup of 
health.”

Commenting on their status as co-founders 
of the company, Mr Loh says that his more 
gung-ho nature combined with Mr Kang’s 
more thoughtful approach have produced an 
effective enterprise. 

“Simply said, if you give me a task to ac-
complish, I can score from 0 to 50, but after 
that, I will pass to Kang, so he can score from 
50 to 100,” adds Mr Loh, with a laugh.

Soya so good
Mr Kang Puay Seng and Mr Loh Jwee Poh — Mr Bean Group

By DAPHNE LEE

IT TOOK Ms Annie Gan a leap of faith to 
strike out on her own when her business 
partner left the company in 1996. 

She was 26 years old then and armed 
with only a diploma in computer studies. 
But she was trained as a quantity surveyor 
in her previous job at a construction com-
pany, and her fast learning skills put her on 
top of the game. 

 “It wasn’t easy for a woman to enter 
and continue working in the male-domi-
nated construction industry. I was totally in 
charge of site work, I managed the workers 
and went out to tender for projects,” says 
the managing director of Jian Huang Con-
struction.

The first project Jian Huang Construction 
successfully obtained and completed was the 
construction of the Traffic Police Headquar-
ters basement at Ubi Road in 1997. 

The company’s core business then was 
also in labour sub-contracting.

Today, Jian Huang Construction’s suc-
cess is based on a strong foundation of good 
service, quality work, a reasonable budget, 
worksite safety and as a one-stop provider 
of design and build services.

“As an entrepreneur in the construction 
industry, it is important to deliver good and 
prompt service, coupled with sincerity to 
meet the clients’ needs and a functional de-
sign plan that fits their requirements,” says 
Ms Gan.

 “We aim to be a one-stop provider 
where the client has to only liaise with our 
company and we will address their needs, 
which saves them the hassle of speaking to 

several parties, such as the sub-contractor, 
designer and architect, for each project.”

The company also survived the construc-
tion industry meltdown by taking on projects 
such as the construction of a cut-and-cover 
tunnel for the North-East Line MRT and 
several other MRT-related projects, which 
enabled the company to survive through the 
crisis for three years.

“I remember approaching one of the big 
construction companies handling the build-
ing of the new MRT stations and tendering 
for work through them. 

“I never gave up, and on the sixth time 
that I approached them to propose a ten-
der, they were surprised and impressed by 
my perseverance and decided to give Jian 
Huang our first MRT project,” she says.

Ms Gan, 37, also foresaw the demand for 
refurbishing and rebuilding old warehouses 
in Singapore when the economy improved. 
She quickly jumped in and offered the de-
sign-and-build concept.  

Today, the Jian Huang group of com-
panies consists of 11 major entities and is 
a leading local company in designing and 
building warehouses for the industrial sec-
tor. 

With 80 management staff and over 300 
skilled workers, the Jian Huang group has 
also ventured into Malaysia and Vietnam.

The turnover for the group last year was 
$62 million with a net profit of $2.3 mil-
lion.

Ms Gan says: “It hasn’t been a smooth 
journey all these years, but we have done 
well through hard work, persistence and 
creativity in offering our clients something 
different.”

One-stop 
shop

Ms Annie Gan — 
Jian Huang Construction

By GERALDINE TAN

FRESH from completing his national service, Mr Lau 
Kok Hui had his sights firmly set on owning and run-
ning his own business. 

“I had no capital except for an engineering diplo-
ma,” he recalls. “But with this ambition, I had a very 
clear focus — to build capital and to master a skill.”

He realised his dream in 1992. Armed with six 
years’ experience in the automation industry and 
$25,000 as his capital, he set up Vector Infotech with 
a friend to supply products and services to the indus-
trial automation industry. 

“This dream has now evolved to become a pas-
sionate intent to build a successful business which 
I wish will continue for many years,” he says.

Today, Vector Infotech provides cost-effective, 
reliable systems and solutions in industrial and data 
communications technology. 

This may involve providing customers — in fields 
such as electronics, food and beverage, and building 
and construction — with fibre optic cables, data com-
munications devices and related accessories. 

The company, recently identified as one of Singa-

pore’s top 500 small and medium enterprises (SMEs), 
has grown, with 90 employees. Fifty are based here 
while the remainder are in various parts of Asia. 

Starting and sustaining a company take courage 
and determination, but Mr Lau says the workers are 
the ones who have contributed to Vector Infotech’s 
growth and success.

He explains: “Running a business is like steering a 
ship. To sail the ship in the right direction, it has to be 
tough to withstand stormy weather. The crew must 
be knowledgeable, dedicated and united.  

“My customers and partners are the ship. Our 
employees and families are the crew. Without their 
support, understanding and contributions, we would 
not be where we are today.”

Mr Lau has also made it Vector Infotech’s busi-
ness to meet every demand and challenge posed by 
customers. 

He says: “With our ability to anticipate needs and 
fulfil them with commitment in such a fast-moving, 
technologically demanding industry, Vector Infotech 
has made a good name for itself.” 

Having realised his childhood dream, Mr Lau now 
has his eye on other achievements. 

He notes that there is plenty happening in his fast-
changing field and there are numerous opportunities 
for Vector Infotech to develop and grow further. 

“The migration of conventional information tech-
nology products and services into industrial plants 
offers enormous opportunities and challenges,” he 
observes. 

“The economic development in the Middle East 
and Asia has also created numerous opportunities 
for the international community, including our in-
dustry.”

The new challenge for an SME such as Vector In-
fotech lies in developing business processes to ensure 
competitiveness and continuity, he says. 

“We invest a significant sum of our profit back 
into the business to train people, improve effi-
ciency, expand business and continue innovating 
to stay relevant.” 

Sweet 
success story

Mr Lau Kok Hui — Vector Infotech

By GERALDINE TAN

MORE than a decade ago, three brothers had a 
family gathering and they came up with a busi-
ness plan. 

“We always had the entrepreneurial spirit 
but had never started a business,” recalls eldest 
brother Roger Tan of the decision to take the 
plunge with his brothers Randy and Elson.

“Since we each had some experience in 
the interior renovation trade, it was a natural 
choice to go into the interior design business,” 
he explains.

Armed with a $10,000 loan from their fa-
ther, the Tan brothers set up Image Creative 
Design in 1995 — in a 50 sq ft space. 

The company has come a long way since 
then, having made its name in designing and 
renovating offices, homes and retail stores here 
and in Thailand. The three brothers are now 
eyeing other projects in the region.

From the rented office, the 70-strong com-
pany now operates from a wholly owned, spa-
cious showroom. 

In 2005, Image Creative Design became the 
first interior design company to be awarded a 
Superbrands Award, an international accolade 
recognised in over 40 countries worldwide. 

This year, it became one of Singapore’s top 
500 small and medium enterprises (SMEs).

This is tremendous progress for a venture 
that came about over a dinner discussion. The 

brothers are thankful for the help from their 
father and have never forgotten it. 

Mr Roger Tan says: “It motivated us to work 
hard and turn the $10,000 into a $20 million 
business today. This is all due to our father’s 
loan and trust in us, and a lot of hard work.”

The trio has also made it a point to stick 
together through thick and thin. Apart from 
sharing business decisions, risks, successes and 
setbacks, they also drive the same cars, live in 
the same condominium and take their vaca-
tions together. 

Building the right culture at work is impor-
tant to them. He says: “We consider our em-
ployees our most valuable asset. Our strength 
lies in being able to cultivate an entrepreneurial 
culture, empowering and encouraging them to 
be entrepreneurs themselves.”

Given the time and energy invested, being 
named top entrepreneurs is the icing on the 
cake for the Tans. 

“We feel that we have brought recognition 
to the company and to our employees, whose 
efforts have made our company a success,” he 
says.

Besides having foresight and taking risks, an 
entrepreneur should also be creative and con-
stantly reinvent his business to stay relevant, he 
adds. 

“Trends and lifestyles are changing, and we 
have to come up with new concepts and designs 
to meet those changing demands.” 

Building on 
brotherly ties

Mr Randy Tan, Mr Roger Tan and Mr Elson Tan — Image Creative Design

The winning formula of 
Mr Bean lies in Mr Kang 

(right) and Mr Loh’s 
(far right) unwavering 

focus on the wholesome 
goodness of soya beans.

Ms Gan 
believes in 

foresight and 
innovation 

to stay 
ahead in the 
construction 

industry.

Twelve years 
after starting 
an interior 
design business 
together, three 
brothers remain 
committed to 
its growth.

Mr Lau’s childhood 
dream has turned into a 
passionate intent to build 
a successful business.
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By LIM YANN LING

WHEN Mr Loh Jwee Poh, 37, and Mr Kang 
Puay Seng, 37, first announced that they were 
investing $3,000 each to start a business selling 
dao huay zui (Hokkien for soya milk), every-
one thought they had gone crazy. 

No one thought that it would rake in mil-
lions of dollars in revenue 10 years down the 
road. 

Back in 1995, soya milk came in tubs from 
a remote factory and was available only in the 
morning because it spoiled quickly, 

Mr Loh and Mr Kang had come across a 
new machine that could produce fresh soya 
milk on the spot. Armed with their new dis-
covery, the duo opened their first mall outlet 
at Hougang. 

Their healthy set meal, which pairs fresh 
soya milk made from the best quality beans 
from North America with freshly baked Japa-
nese-style pancake, changed the “perceived 
value” of soya beans and won over health-
conscious Singaporeans. 

Their team also spent months perfecting 
the Soy Soft-Ice machine, which made soft 
ice cream from soya beans. While it was tar-
geted at children, it proved popular among the 
young and old alike, and it helped to intro-
duce the wholesome goodness of soya beans 
to people who previously disliked soya milk. 

Within a decade, Mr Bean has become a 
takeaway staple with 28 outlets islandwide. It is 
also the first fresh soya milk business to set up 
shop in an MRT station and an airport terminal. 

The two co-founders attribute the success to 
their “clan” of loyal employees — two-thirds of 
whom are middle-aged women who have been 
with the company since it started. 

Mr Kang says: “In the beginning, no one 
would be caught selling soya milk except 
‘aunties’. In training them, we have come to 

appreciate attitude more than aptitude. Age is 
not a handicap.

“Whatever reward we receive today is really 
the effort of the whole team, and of the people 
who have supported us unconditionally.”

On the company’s management philosophy, 
Mr Kang believes that Mr Bean’s mission goes 
beyond serving a cup of soya milk. 

He says: “Elderly ladies would wait pa-
tiently in line just to see fresh milk ooze out of 
the new machine. We realised right from the 
start that our mission was to serve a cup of 
health.”

Commenting on their status as co-founders 
of the company, Mr Loh says that his more 
gung-ho nature combined with Mr Kang’s 
more thoughtful approach have produced an 
effective enterprise. 

“Simply said, if you give me a task to ac-
complish, I can score from 0 to 50, but after 
that, I will pass to Kang, so he can score from 
50 to 100,” adds Mr Loh, with a laugh.

Soya so good
Mr Kang Puay Seng and Mr Loh Jwee Poh — Mr Bean Group

By DAPHNE LEE

IT TOOK Ms Annie Gan a leap of faith to 
strike out on her own when her business 
partner left the company in 1996. 

She was 26 years old then and armed 
with only a diploma in computer studies. 
But she was trained as a quantity surveyor 
in her previous job at a construction com-
pany, and her fast learning skills put her on 
top of the game. 

 “It wasn’t easy for a woman to enter 
and continue working in the male-domi-
nated construction industry. I was totally in 
charge of site work, I managed the workers 
and went out to tender for projects,” says 
the managing director of Jian Huang Con-
struction.

The first project Jian Huang Construction 
successfully obtained and completed was the 
construction of the Traffic Police Headquar-
ters basement at Ubi Road in 1997. 

The company’s core business then was 
also in labour sub-contracting.

Today, Jian Huang Construction’s suc-
cess is based on a strong foundation of good 
service, quality work, a reasonable budget, 
worksite safety and as a one-stop provider 
of design and build services.

“As an entrepreneur in the construction 
industry, it is important to deliver good and 
prompt service, coupled with sincerity to 
meet the clients’ needs and a functional de-
sign plan that fits their requirements,” says 
Ms Gan.

 “We aim to be a one-stop provider 
where the client has to only liaise with our 
company and we will address their needs, 
which saves them the hassle of speaking to 

several parties, such as the sub-contractor, 
designer and architect, for each project.”

The company also survived the construc-
tion industry meltdown by taking on projects 
such as the construction of a cut-and-cover 
tunnel for the North-East Line MRT and 
several other MRT-related projects, which 
enabled the company to survive through the 
crisis for three years.

“I remember approaching one of the big 
construction companies handling the build-
ing of the new MRT stations and tendering 
for work through them. 

“I never gave up, and on the sixth time 
that I approached them to propose a ten-
der, they were surprised and impressed by 
my perseverance and decided to give Jian 
Huang our first MRT project,” she says.

Ms Gan, 37, also foresaw the demand for 
refurbishing and rebuilding old warehouses 
in Singapore when the economy improved. 
She quickly jumped in and offered the de-
sign-and-build concept.  

Today, the Jian Huang group of com-
panies consists of 11 major entities and is 
a leading local company in designing and 
building warehouses for the industrial sec-
tor. 

With 80 management staff and over 300 
skilled workers, the Jian Huang group has 
also ventured into Malaysia and Vietnam.

The turnover for the group last year was 
$62 million with a net profit of $2.3 mil-
lion.

Ms Gan says: “It hasn’t been a smooth 
journey all these years, but we have done 
well through hard work, persistence and 
creativity in offering our clients something 
different.”

One-stop 
shop

Ms Annie Gan — 
Jian Huang Construction

By GERALDINE TAN

FRESH from completing his national service, Mr Lau 
Kok Hui had his sights firmly set on owning and run-
ning his own business. 

“I had no capital except for an engineering diplo-
ma,” he recalls. “But with this ambition, I had a very 
clear focus — to build capital and to master a skill.”

He realised his dream in 1992. Armed with six 
years’ experience in the automation industry and 
$25,000 as his capital, he set up Vector Infotech with 
a friend to supply products and services to the indus-
trial automation industry. 

“This dream has now evolved to become a pas-
sionate intent to build a successful business which 
I wish will continue for many years,” he says.

Today, Vector Infotech provides cost-effective, 
reliable systems and solutions in industrial and data 
communications technology. 

This may involve providing customers — in fields 
such as electronics, food and beverage, and building 
and construction — with fibre optic cables, data com-
munications devices and related accessories. 

The company, recently identified as one of Singa-

pore’s top 500 small and medium enterprises (SMEs), 
has grown, with 90 employees. Fifty are based here 
while the remainder are in various parts of Asia. 

Starting and sustaining a company take courage 
and determination, but Mr Lau says the workers are 
the ones who have contributed to Vector Infotech’s 
growth and success.

He explains: “Running a business is like steering a 
ship. To sail the ship in the right direction, it has to be 
tough to withstand stormy weather. The crew must 
be knowledgeable, dedicated and united.  

“My customers and partners are the ship. Our 
employees and families are the crew. Without their 
support, understanding and contributions, we would 
not be where we are today.”

Mr Lau has also made it Vector Infotech’s busi-
ness to meet every demand and challenge posed by 
customers. 

He says: “With our ability to anticipate needs and 
fulfil them with commitment in such a fast-moving, 
technologically demanding industry, Vector Infotech 
has made a good name for itself.” 

Having realised his childhood dream, Mr Lau now 
has his eye on other achievements. 

He notes that there is plenty happening in his fast-
changing field and there are numerous opportunities 
for Vector Infotech to develop and grow further. 

“The migration of conventional information tech-
nology products and services into industrial plants 
offers enormous opportunities and challenges,” he 
observes. 

“The economic development in the Middle East 
and Asia has also created numerous opportunities 
for the international community, including our in-
dustry.”

The new challenge for an SME such as Vector In-
fotech lies in developing business processes to ensure 
competitiveness and continuity, he says. 

“We invest a significant sum of our profit back 
into the business to train people, improve effi-
ciency, expand business and continue innovating 
to stay relevant.” 

Sweet 
success story

Mr Lau Kok Hui — Vector Infotech

By GERALDINE TAN

MORE than a decade ago, three brothers had a 
family gathering and they came up with a busi-
ness plan. 

“We always had the entrepreneurial spirit 
but had never started a business,” recalls eldest 
brother Roger Tan of the decision to take the 
plunge with his brothers Randy and Elson.

“Since we each had some experience in 
the interior renovation trade, it was a natural 
choice to go into the interior design business,” 
he explains.

Armed with a $10,000 loan from their fa-
ther, the Tan brothers set up Image Creative 
Design in 1995 — in a 50 sq ft space. 

The company has come a long way since 
then, having made its name in designing and 
renovating offices, homes and retail stores here 
and in Thailand. The three brothers are now 
eyeing other projects in the region.

From the rented office, the 70-strong com-
pany now operates from a wholly owned, spa-
cious showroom. 

In 2005, Image Creative Design became the 
first interior design company to be awarded a 
Superbrands Award, an international accolade 
recognised in over 40 countries worldwide. 

This year, it became one of Singapore’s top 
500 small and medium enterprises (SMEs).

This is tremendous progress for a venture 
that came about over a dinner discussion. The 

brothers are thankful for the help from their 
father and have never forgotten it. 

Mr Roger Tan says: “It motivated us to work 
hard and turn the $10,000 into a $20 million 
business today. This is all due to our father’s 
loan and trust in us, and a lot of hard work.”

The trio has also made it a point to stick 
together through thick and thin. Apart from 
sharing business decisions, risks, successes and 
setbacks, they also drive the same cars, live in 
the same condominium and take their vaca-
tions together. 

Building the right culture at work is impor-
tant to them. He says: “We consider our em-
ployees our most valuable asset. Our strength 
lies in being able to cultivate an entrepreneurial 
culture, empowering and encouraging them to 
be entrepreneurs themselves.”

Given the time and energy invested, being 
named top entrepreneurs is the icing on the 
cake for the Tans. 

“We feel that we have brought recognition 
to the company and to our employees, whose 
efforts have made our company a success,” he 
says.

Besides having foresight and taking risks, an 
entrepreneur should also be creative and con-
stantly reinvent his business to stay relevant, he 
adds. 

“Trends and lifestyles are changing, and we 
have to come up with new concepts and designs 
to meet those changing demands.” 

Building on 
brotherly ties

Mr Randy Tan, Mr Roger Tan and Mr Elson Tan — Image Creative Design

The winning formula of 
Mr Bean lies in Mr Kang 

(right) and Mr Loh’s 
(far right) unwavering 

focus on the wholesome 
goodness of soya beans.

Ms Gan 
believes in 

foresight and 
innovation 

to stay 
ahead in the 
construction 

industry.

Twelve years 
after starting 
an interior 
design business 
together, three 
brothers remain 
committed to 
its growth.

Mr Lau’s childhood 
dream has turned into a 
passionate intent to build 
a successful business.
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By LIM YANN LING

WHEN Mr Loh Jwee Poh, 37, and Mr Kang 
Puay Seng, 37, first announced that they were 
investing $3,000 each to start a business selling 
dao huay zui (Hokkien for soya milk), every-
one thought they had gone crazy. 

No one thought that it would rake in mil-
lions of dollars in revenue 10 years down the 
road. 

Back in 1995, soya milk came in tubs from 
a remote factory and was available only in the 
morning because it spoiled quickly, 

Mr Loh and Mr Kang had come across a 
new machine that could produce fresh soya 
milk on the spot. Armed with their new dis-
covery, the duo opened their first mall outlet 
at Hougang. 

Their healthy set meal, which pairs fresh 
soya milk made from the best quality beans 
from North America with freshly baked Japa-
nese-style pancake, changed the “perceived 
value” of soya beans and won over health-
conscious Singaporeans. 

Their team also spent months perfecting 
the Soy Soft-Ice machine, which made soft 
ice cream from soya beans. While it was tar-
geted at children, it proved popular among the 
young and old alike, and it helped to intro-
duce the wholesome goodness of soya beans 
to people who previously disliked soya milk. 

Within a decade, Mr Bean has become a 
takeaway staple with 28 outlets islandwide. It is 
also the first fresh soya milk business to set up 
shop in an MRT station and an airport terminal. 

The two co-founders attribute the success to 
their “clan” of loyal employees — two-thirds of 
whom are middle-aged women who have been 
with the company since it started. 

Mr Kang says: “In the beginning, no one 
would be caught selling soya milk except 
‘aunties’. In training them, we have come to 

appreciate attitude more than aptitude. Age is 
not a handicap.

“Whatever reward we receive today is really 
the effort of the whole team, and of the people 
who have supported us unconditionally.”

On the company’s management philosophy, 
Mr Kang believes that Mr Bean’s mission goes 
beyond serving a cup of soya milk. 

He says: “Elderly ladies would wait pa-
tiently in line just to see fresh milk ooze out of 
the new machine. We realised right from the 
start that our mission was to serve a cup of 
health.”

Commenting on their status as co-founders 
of the company, Mr Loh says that his more 
gung-ho nature combined with Mr Kang’s 
more thoughtful approach have produced an 
effective enterprise. 

“Simply said, if you give me a task to ac-
complish, I can score from 0 to 50, but after 
that, I will pass to Kang, so he can score from 
50 to 100,” adds Mr Loh, with a laugh.

Soya so good
Mr Kang Puay Seng and Mr Loh Jwee Poh — Mr Bean Group

By DAPHNE LEE

IT TOOK Ms Annie Gan a leap of faith to 
strike out on her own when her business 
partner left the company in 1996. 

She was 26 years old then and armed 
with only a diploma in computer studies. 
But she was trained as a quantity surveyor 
in her previous job at a construction com-
pany, and her fast learning skills put her on 
top of the game. 

 “It wasn’t easy for a woman to enter 
and continue working in the male-domi-
nated construction industry. I was totally in 
charge of site work, I managed the workers 
and went out to tender for projects,” says 
the managing director of Jian Huang Con-
struction.

The first project Jian Huang Construction 
successfully obtained and completed was the 
construction of the Traffic Police Headquar-
ters basement at Ubi Road in 1997. 

The company’s core business then was 
also in labour sub-contracting.

Today, Jian Huang Construction’s suc-
cess is based on a strong foundation of good 
service, quality work, a reasonable budget, 
worksite safety and as a one-stop provider 
of design and build services.

“As an entrepreneur in the construction 
industry, it is important to deliver good and 
prompt service, coupled with sincerity to 
meet the clients’ needs and a functional de-
sign plan that fits their requirements,” says 
Ms Gan.

 “We aim to be a one-stop provider 
where the client has to only liaise with our 
company and we will address their needs, 
which saves them the hassle of speaking to 

several parties, such as the sub-contractor, 
designer and architect, for each project.”

The company also survived the construc-
tion industry meltdown by taking on projects 
such as the construction of a cut-and-cover 
tunnel for the North-East Line MRT and 
several other MRT-related projects, which 
enabled the company to survive through the 
crisis for three years.

“I remember approaching one of the big 
construction companies handling the build-
ing of the new MRT stations and tendering 
for work through them. 

“I never gave up, and on the sixth time 
that I approached them to propose a ten-
der, they were surprised and impressed by 
my perseverance and decided to give Jian 
Huang our first MRT project,” she says.

Ms Gan, 37, also foresaw the demand for 
refurbishing and rebuilding old warehouses 
in Singapore when the economy improved. 
She quickly jumped in and offered the de-
sign-and-build concept.  

Today, the Jian Huang group of com-
panies consists of 11 major entities and is 
a leading local company in designing and 
building warehouses for the industrial sec-
tor. 

With 80 management staff and over 300 
skilled workers, the Jian Huang group has 
also ventured into Malaysia and Vietnam.

The turnover for the group last year was 
$62 million with a net profit of $2.3 mil-
lion.

Ms Gan says: “It hasn’t been a smooth 
journey all these years, but we have done 
well through hard work, persistence and 
creativity in offering our clients something 
different.”

One-stop 
shop

Ms Annie Gan — 
Jian Huang Construction

By GERALDINE TAN

FRESH from completing his national service, Mr Lau 
Kok Hui had his sights firmly set on owning and run-
ning his own business. 

“I had no capital except for an engineering diplo-
ma,” he recalls. “But with this ambition, I had a very 
clear focus — to build capital and to master a skill.”

He realised his dream in 1992. Armed with six 
years’ experience in the automation industry and 
$25,000 as his capital, he set up Vector Infotech with 
a friend to supply products and services to the indus-
trial automation industry. 

“This dream has now evolved to become a pas-
sionate intent to build a successful business which 
I wish will continue for many years,” he says.

Today, Vector Infotech provides cost-effective, 
reliable systems and solutions in industrial and data 
communications technology. 

This may involve providing customers — in fields 
such as electronics, food and beverage, and building 
and construction — with fibre optic cables, data com-
munications devices and related accessories. 

The company, recently identified as one of Singa-

pore’s top 500 small and medium enterprises (SMEs), 
has grown, with 90 employees. Fifty are based here 
while the remainder are in various parts of Asia. 

Starting and sustaining a company take courage 
and determination, but Mr Lau says the workers are 
the ones who have contributed to Vector Infotech’s 
growth and success.

He explains: “Running a business is like steering a 
ship. To sail the ship in the right direction, it has to be 
tough to withstand stormy weather. The crew must 
be knowledgeable, dedicated and united.  

“My customers and partners are the ship. Our 
employees and families are the crew. Without their 
support, understanding and contributions, we would 
not be where we are today.”

Mr Lau has also made it Vector Infotech’s busi-
ness to meet every demand and challenge posed by 
customers. 

He says: “With our ability to anticipate needs and 
fulfil them with commitment in such a fast-moving, 
technologically demanding industry, Vector Infotech 
has made a good name for itself.” 

Having realised his childhood dream, Mr Lau now 
has his eye on other achievements. 

He notes that there is plenty happening in his fast-
changing field and there are numerous opportunities 
for Vector Infotech to develop and grow further. 

“The migration of conventional information tech-
nology products and services into industrial plants 
offers enormous opportunities and challenges,” he 
observes. 

“The economic development in the Middle East 
and Asia has also created numerous opportunities 
for the international community, including our in-
dustry.”

The new challenge for an SME such as Vector In-
fotech lies in developing business processes to ensure 
competitiveness and continuity, he says. 

“We invest a significant sum of our profit back 
into the business to train people, improve effi-
ciency, expand business and continue innovating 
to stay relevant.” 

Sweet 
success story

Mr Lau Kok Hui — Vector Infotech

By GERALDINE TAN

MORE than a decade ago, three brothers had a 
family gathering and they came up with a busi-
ness plan. 

“We always had the entrepreneurial spirit 
but had never started a business,” recalls eldest 
brother Roger Tan of the decision to take the 
plunge with his brothers Randy and Elson.

“Since we each had some experience in 
the interior renovation trade, it was a natural 
choice to go into the interior design business,” 
he explains.

Armed with a $10,000 loan from their fa-
ther, the Tan brothers set up Image Creative 
Design in 1995 — in a 50 sq ft space. 

The company has come a long way since 
then, having made its name in designing and 
renovating offices, homes and retail stores here 
and in Thailand. The three brothers are now 
eyeing other projects in the region.

From the rented office, the 70-strong com-
pany now operates from a wholly owned, spa-
cious showroom. 

In 2005, Image Creative Design became the 
first interior design company to be awarded a 
Superbrands Award, an international accolade 
recognised in over 40 countries worldwide. 

This year, it became one of Singapore’s top 
500 small and medium enterprises (SMEs).

This is tremendous progress for a venture 
that came about over a dinner discussion. The 

brothers are thankful for the help from their 
father and have never forgotten it. 

Mr Roger Tan says: “It motivated us to work 
hard and turn the $10,000 into a $20 million 
business today. This is all due to our father’s 
loan and trust in us, and a lot of hard work.”

The trio has also made it a point to stick 
together through thick and thin. Apart from 
sharing business decisions, risks, successes and 
setbacks, they also drive the same cars, live in 
the same condominium and take their vaca-
tions together. 

Building the right culture at work is impor-
tant to them. He says: “We consider our em-
ployees our most valuable asset. Our strength 
lies in being able to cultivate an entrepreneurial 
culture, empowering and encouraging them to 
be entrepreneurs themselves.”

Given the time and energy invested, being 
named top entrepreneurs is the icing on the 
cake for the Tans. 

“We feel that we have brought recognition 
to the company and to our employees, whose 
efforts have made our company a success,” he 
says.

Besides having foresight and taking risks, an 
entrepreneur should also be creative and con-
stantly reinvent his business to stay relevant, he 
adds. 

“Trends and lifestyles are changing, and we 
have to come up with new concepts and designs 
to meet those changing demands.” 

Building on 
brotherly ties

Mr Randy Tan, Mr Roger Tan and Mr Elson Tan — Image Creative Design

The winning formula of 
Mr Bean lies in Mr Kang 

(right) and Mr Loh’s 
(far right) unwavering 

focus on the wholesome 
goodness of soya beans.

Ms Gan 
believes in 

foresight and 
innovation 

to stay 
ahead in the 
construction 

industry.

Twelve years 
after starting 
an interior 
design business 
together, three 
brothers remain 
committed to 
its growth.

Mr Lau’s childhood 
dream has turned into a 
passionate intent to build 
a successful business.
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By LIM YANN LING

WHEN Mr Loh Jwee Poh, 37, and Mr Kang 
Puay Seng, 37, first announced that they were 
investing $3,000 each to start a business selling 
dao huay zui (Hokkien for soya milk), every-
one thought they had gone crazy. 

No one thought that it would rake in mil-
lions of dollars in revenue 10 years down the 
road. 

Back in 1995, soya milk came in tubs from 
a remote factory and was available only in the 
morning because it spoiled quickly, 

Mr Loh and Mr Kang had come across a 
new machine that could produce fresh soya 
milk on the spot. Armed with their new dis-
covery, the duo opened their first mall outlet 
at Hougang. 

Their healthy set meal, which pairs fresh 
soya milk made from the best quality beans 
from North America with freshly baked Japa-
nese-style pancake, changed the “perceived 
value” of soya beans and won over health-
conscious Singaporeans. 

Their team also spent months perfecting 
the Soy Soft-Ice machine, which made soft 
ice cream from soya beans. While it was tar-
geted at children, it proved popular among the 
young and old alike, and it helped to intro-
duce the wholesome goodness of soya beans 
to people who previously disliked soya milk. 

Within a decade, Mr Bean has become a 
takeaway staple with 28 outlets islandwide. It is 
also the first fresh soya milk business to set up 
shop in an MRT station and an airport terminal. 

The two co-founders attribute the success to 
their “clan” of loyal employees — two-thirds of 
whom are middle-aged women who have been 
with the company since it started. 

Mr Kang says: “In the beginning, no one 
would be caught selling soya milk except 
‘aunties’. In training them, we have come to 

appreciate attitude more than aptitude. Age is 
not a handicap.

“Whatever reward we receive today is really 
the effort of the whole team, and of the people 
who have supported us unconditionally.”

On the company’s management philosophy, 
Mr Kang believes that Mr Bean’s mission goes 
beyond serving a cup of soya milk. 

He says: “Elderly ladies would wait pa-
tiently in line just to see fresh milk ooze out of 
the new machine. We realised right from the 
start that our mission was to serve a cup of 
health.”

Commenting on their status as co-founders 
of the company, Mr Loh says that his more 
gung-ho nature combined with Mr Kang’s 
more thoughtful approach have produced an 
effective enterprise. 

“Simply said, if you give me a task to ac-
complish, I can score from 0 to 50, but after 
that, I will pass to Kang, so he can score from 
50 to 100,” adds Mr Loh, with a laugh.

Soya so good
Mr Kang Puay Seng and Mr Loh Jwee Poh — Mr Bean Group

By DAPHNE LEE

IT TOOK Ms Annie Gan a leap of faith to 
strike out on her own when her business 
partner left the company in 1996. 

She was 26 years old then and armed 
with only a diploma in computer studies. 
But she was trained as a quantity surveyor 
in her previous job at a construction com-
pany, and her fast learning skills put her on 
top of the game. 

 “It wasn’t easy for a woman to enter 
and continue working in the male-domi-
nated construction industry. I was totally in 
charge of site work, I managed the workers 
and went out to tender for projects,” says 
the managing director of Jian Huang Con-
struction.

The first project Jian Huang Construction 
successfully obtained and completed was the 
construction of the Traffic Police Headquar-
ters basement at Ubi Road in 1997. 

The company’s core business then was 
also in labour sub-contracting.

Today, Jian Huang Construction’s suc-
cess is based on a strong foundation of good 
service, quality work, a reasonable budget, 
worksite safety and as a one-stop provider 
of design and build services.

“As an entrepreneur in the construction 
industry, it is important to deliver good and 
prompt service, coupled with sincerity to 
meet the clients’ needs and a functional de-
sign plan that fits their requirements,” says 
Ms Gan.

 “We aim to be a one-stop provider 
where the client has to only liaise with our 
company and we will address their needs, 
which saves them the hassle of speaking to 

several parties, such as the sub-contractor, 
designer and architect, for each project.”

The company also survived the construc-
tion industry meltdown by taking on projects 
such as the construction of a cut-and-cover 
tunnel for the North-East Line MRT and 
several other MRT-related projects, which 
enabled the company to survive through the 
crisis for three years.

“I remember approaching one of the big 
construction companies handling the build-
ing of the new MRT stations and tendering 
for work through them. 

“I never gave up, and on the sixth time 
that I approached them to propose a ten-
der, they were surprised and impressed by 
my perseverance and decided to give Jian 
Huang our first MRT project,” she says.

Ms Gan, 37, also foresaw the demand for 
refurbishing and rebuilding old warehouses 
in Singapore when the economy improved. 
She quickly jumped in and offered the de-
sign-and-build concept.  

Today, the Jian Huang group of com-
panies consists of 11 major entities and is 
a leading local company in designing and 
building warehouses for the industrial sec-
tor. 

With 80 management staff and over 300 
skilled workers, the Jian Huang group has 
also ventured into Malaysia and Vietnam.

The turnover for the group last year was 
$62 million with a net profit of $2.3 mil-
lion.

Ms Gan says: “It hasn’t been a smooth 
journey all these years, but we have done 
well through hard work, persistence and 
creativity in offering our clients something 
different.”

One-stop 
shop

Ms Annie Gan — 
Jian Huang Construction

By GERALDINE TAN

FRESH from completing his national service, Mr Lau 
Kok Hui had his sights firmly set on owning and run-
ning his own business. 

“I had no capital except for an engineering diplo-
ma,” he recalls. “But with this ambition, I had a very 
clear focus — to build capital and to master a skill.”

He realised his dream in 1992. Armed with six 
years’ experience in the automation industry and 
$25,000 as his capital, he set up Vector Infotech with 
a friend to supply products and services to the indus-
trial automation industry. 

“This dream has now evolved to become a pas-
sionate intent to build a successful business which 
I wish will continue for many years,” he says.

Today, Vector Infotech provides cost-effective, 
reliable systems and solutions in industrial and data 
communications technology. 

This may involve providing customers — in fields 
such as electronics, food and beverage, and building 
and construction — with fibre optic cables, data com-
munications devices and related accessories. 

The company, recently identified as one of Singa-

pore’s top 500 small and medium enterprises (SMEs), 
has grown, with 90 employees. Fifty are based here 
while the remainder are in various parts of Asia. 

Starting and sustaining a company take courage 
and determination, but Mr Lau says the workers are 
the ones who have contributed to Vector Infotech’s 
growth and success.

He explains: “Running a business is like steering a 
ship. To sail the ship in the right direction, it has to be 
tough to withstand stormy weather. The crew must 
be knowledgeable, dedicated and united.  

“My customers and partners are the ship. Our 
employees and families are the crew. Without their 
support, understanding and contributions, we would 
not be where we are today.”

Mr Lau has also made it Vector Infotech’s busi-
ness to meet every demand and challenge posed by 
customers. 

He says: “With our ability to anticipate needs and 
fulfil them with commitment in such a fast-moving, 
technologically demanding industry, Vector Infotech 
has made a good name for itself.” 

Having realised his childhood dream, Mr Lau now 
has his eye on other achievements. 

He notes that there is plenty happening in his fast-
changing field and there are numerous opportunities 
for Vector Infotech to develop and grow further. 

“The migration of conventional information tech-
nology products and services into industrial plants 
offers enormous opportunities and challenges,” he 
observes. 

“The economic development in the Middle East 
and Asia has also created numerous opportunities 
for the international community, including our in-
dustry.”

The new challenge for an SME such as Vector In-
fotech lies in developing business processes to ensure 
competitiveness and continuity, he says. 

“We invest a significant sum of our profit back 
into the business to train people, improve effi-
ciency, expand business and continue innovating 
to stay relevant.” 

Sweet 
success story

Mr Lau Kok Hui — Vector Infotech

By GERALDINE TAN

MORE than a decade ago, three brothers had a 
family gathering and they came up with a busi-
ness plan. 

“We always had the entrepreneurial spirit 
but had never started a business,” recalls eldest 
brother Roger Tan of the decision to take the 
plunge with his brothers Randy and Elson.

“Since we each had some experience in 
the interior renovation trade, it was a natural 
choice to go into the interior design business,” 
he explains.

Armed with a $10,000 loan from their fa-
ther, the Tan brothers set up Image Creative 
Design in 1995 — in a 50 sq ft space. 

The company has come a long way since 
then, having made its name in designing and 
renovating offices, homes and retail stores here 
and in Thailand. The three brothers are now 
eyeing other projects in the region.

From the rented office, the 70-strong com-
pany now operates from a wholly owned, spa-
cious showroom. 

In 2005, Image Creative Design became the 
first interior design company to be awarded a 
Superbrands Award, an international accolade 
recognised in over 40 countries worldwide. 

This year, it became one of Singapore’s top 
500 small and medium enterprises (SMEs).

This is tremendous progress for a venture 
that came about over a dinner discussion. The 

brothers are thankful for the help from their 
father and have never forgotten it. 

Mr Roger Tan says: “It motivated us to work 
hard and turn the $10,000 into a $20 million 
business today. This is all due to our father’s 
loan and trust in us, and a lot of hard work.”

The trio has also made it a point to stick 
together through thick and thin. Apart from 
sharing business decisions, risks, successes and 
setbacks, they also drive the same cars, live in 
the same condominium and take their vaca-
tions together. 

Building the right culture at work is impor-
tant to them. He says: “We consider our em-
ployees our most valuable asset. Our strength 
lies in being able to cultivate an entrepreneurial 
culture, empowering and encouraging them to 
be entrepreneurs themselves.”

Given the time and energy invested, being 
named top entrepreneurs is the icing on the 
cake for the Tans. 

“We feel that we have brought recognition 
to the company and to our employees, whose 
efforts have made our company a success,” he 
says.

Besides having foresight and taking risks, an 
entrepreneur should also be creative and con-
stantly reinvent his business to stay relevant, he 
adds. 

“Trends and lifestyles are changing, and we 
have to come up with new concepts and designs 
to meet those changing demands.” 

Building on 
brotherly ties

Mr Randy Tan, Mr Roger Tan and Mr Elson Tan — Image Creative Design

The winning formula of 
Mr Bean lies in Mr Kang 

(right) and Mr Loh’s 
(far right) unwavering 

focus on the wholesome 
goodness of soya beans.

Ms Gan 
believes in 

foresight and 
innovation 

to stay 
ahead in the 
construction 

industry.

Twelve years 
after starting 
an interior 
design business 
together, three 
brothers remain 
committed to 
its growth.

Mr Lau’s childhood 
dream has turned into a 
passionate intent to build 
a successful business.
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By LIM YANN LING

WHEN Mr Loh Jwee Poh, 37, and Mr Kang 
Puay Seng, 37, first announced that they were 
investing $3,000 each to start a business selling 
dao huay zui (Hokkien for soya milk), every-
one thought they had gone crazy. 

No one thought that it would rake in mil-
lions of dollars in revenue 10 years down the 
road. 

Back in 1995, soya milk came in tubs from 
a remote factory and was available only in the 
morning because it spoiled quickly, 

Mr Loh and Mr Kang had come across a 
new machine that could produce fresh soya 
milk on the spot. Armed with their new dis-
covery, the duo opened their first mall outlet 
at Hougang. 

Their healthy set meal, which pairs fresh 
soya milk made from the best quality beans 
from North America with freshly baked Japa-
nese-style pancake, changed the “perceived 
value” of soya beans and won over health-
conscious Singaporeans. 

Their team also spent months perfecting 
the Soy Soft-Ice machine, which made soft 
ice cream from soya beans. While it was tar-
geted at children, it proved popular among the 
young and old alike, and it helped to intro-
duce the wholesome goodness of soya beans 
to people who previously disliked soya milk. 

Within a decade, Mr Bean has become a 
takeaway staple with 28 outlets islandwide. It is 
also the first fresh soya milk business to set up 
shop in an MRT station and an airport terminal. 

The two co-founders attribute the success to 
their “clan” of loyal employees — two-thirds of 
whom are middle-aged women who have been 
with the company since it started. 

Mr Kang says: “In the beginning, no one 
would be caught selling soya milk except 
‘aunties’. In training them, we have come to 

appreciate attitude more than aptitude. Age is 
not a handicap.

“Whatever reward we receive today is really 
the effort of the whole team, and of the people 
who have supported us unconditionally.”

On the company’s management philosophy, 
Mr Kang believes that Mr Bean’s mission goes 
beyond serving a cup of soya milk. 

He says: “Elderly ladies would wait pa-
tiently in line just to see fresh milk ooze out of 
the new machine. We realised right from the 
start that our mission was to serve a cup of 
health.”

Commenting on their status as co-founders 
of the company, Mr Loh says that his more 
gung-ho nature combined with Mr Kang’s 
more thoughtful approach have produced an 
effective enterprise. 

“Simply said, if you give me a task to ac-
complish, I can score from 0 to 50, but after 
that, I will pass to Kang, so he can score from 
50 to 100,” adds Mr Loh, with a laugh.

Soya so good
Mr Kang Puay Seng and Mr Loh Jwee Poh — Mr Bean Group

By DAPHNE LEE

IT TOOK Ms Annie Gan a leap of faith to 
strike out on her own when her business 
partner left the company in 1996. 

She was 26 years old then and armed 
with only a diploma in computer studies. 
But she was trained as a quantity surveyor 
in her previous job at a construction com-
pany, and her fast learning skills put her on 
top of the game. 

 “It wasn’t easy for a woman to enter 
and continue working in the male-domi-
nated construction industry. I was totally in 
charge of site work, I managed the workers 
and went out to tender for projects,” says 
the managing director of Jian Huang Con-
struction.

The first project Jian Huang Construction 
successfully obtained and completed was the 
construction of the Traffic Police Headquar-
ters basement at Ubi Road in 1997. 

The company’s core business then was 
also in labour sub-contracting.

Today, Jian Huang Construction’s suc-
cess is based on a strong foundation of good 
service, quality work, a reasonable budget, 
worksite safety and as a one-stop provider 
of design and build services.

“As an entrepreneur in the construction 
industry, it is important to deliver good and 
prompt service, coupled with sincerity to 
meet the clients’ needs and a functional de-
sign plan that fits their requirements,” says 
Ms Gan.

 “We aim to be a one-stop provider 
where the client has to only liaise with our 
company and we will address their needs, 
which saves them the hassle of speaking to 

several parties, such as the sub-contractor, 
designer and architect, for each project.”

The company also survived the construc-
tion industry meltdown by taking on projects 
such as the construction of a cut-and-cover 
tunnel for the North-East Line MRT and 
several other MRT-related projects, which 
enabled the company to survive through the 
crisis for three years.

“I remember approaching one of the big 
construction companies handling the build-
ing of the new MRT stations and tendering 
for work through them. 

“I never gave up, and on the sixth time 
that I approached them to propose a ten-
der, they were surprised and impressed by 
my perseverance and decided to give Jian 
Huang our first MRT project,” she says.

Ms Gan, 37, also foresaw the demand for 
refurbishing and rebuilding old warehouses 
in Singapore when the economy improved. 
She quickly jumped in and offered the de-
sign-and-build concept.  

Today, the Jian Huang group of com-
panies consists of 11 major entities and is 
a leading local company in designing and 
building warehouses for the industrial sec-
tor. 

With 80 management staff and over 300 
skilled workers, the Jian Huang group has 
also ventured into Malaysia and Vietnam.

The turnover for the group last year was 
$62 million with a net profit of $2.3 mil-
lion.

Ms Gan says: “It hasn’t been a smooth 
journey all these years, but we have done 
well through hard work, persistence and 
creativity in offering our clients something 
different.”

One-stop 
shop

Ms Annie Gan — 
Jian Huang Construction

By GERALDINE TAN

FRESH from completing his national service, Mr Lau 
Kok Hui had his sights firmly set on owning and run-
ning his own business. 

“I had no capital except for an engineering diplo-
ma,” he recalls. “But with this ambition, I had a very 
clear focus — to build capital and to master a skill.”

He realised his dream in 1992. Armed with six 
years’ experience in the automation industry and 
$25,000 as his capital, he set up Vector Infotech with 
a friend to supply products and services to the indus-
trial automation industry. 

“This dream has now evolved to become a pas-
sionate intent to build a successful business which 
I wish will continue for many years,” he says.

Today, Vector Infotech provides cost-effective, 
reliable systems and solutions in industrial and data 
communications technology. 

This may involve providing customers — in fields 
such as electronics, food and beverage, and building 
and construction — with fibre optic cables, data com-
munications devices and related accessories. 

The company, recently identified as one of Singa-

pore’s top 500 small and medium enterprises (SMEs), 
has grown, with 90 employees. Fifty are based here 
while the remainder are in various parts of Asia. 

Starting and sustaining a company take courage 
and determination, but Mr Lau says the workers are 
the ones who have contributed to Vector Infotech’s 
growth and success.

He explains: “Running a business is like steering a 
ship. To sail the ship in the right direction, it has to be 
tough to withstand stormy weather. The crew must 
be knowledgeable, dedicated and united.  

“My customers and partners are the ship. Our 
employees and families are the crew. Without their 
support, understanding and contributions, we would 
not be where we are today.”

Mr Lau has also made it Vector Infotech’s busi-
ness to meet every demand and challenge posed by 
customers. 

He says: “With our ability to anticipate needs and 
fulfil them with commitment in such a fast-moving, 
technologically demanding industry, Vector Infotech 
has made a good name for itself.” 

Having realised his childhood dream, Mr Lau now 
has his eye on other achievements. 

He notes that there is plenty happening in his fast-
changing field and there are numerous opportunities 
for Vector Infotech to develop and grow further. 

“The migration of conventional information tech-
nology products and services into industrial plants 
offers enormous opportunities and challenges,” he 
observes. 

“The economic development in the Middle East 
and Asia has also created numerous opportunities 
for the international community, including our in-
dustry.”

The new challenge for an SME such as Vector In-
fotech lies in developing business processes to ensure 
competitiveness and continuity, he says. 

“We invest a significant sum of our profit back 
into the business to train people, improve effi-
ciency, expand business and continue innovating 
to stay relevant.” 

Sweet 
success story

Mr Lau Kok Hui — Vector Infotech

By GERALDINE TAN

MORE than a decade ago, three brothers had a 
family gathering and they came up with a busi-
ness plan. 

“We always had the entrepreneurial spirit 
but had never started a business,” recalls eldest 
brother Roger Tan of the decision to take the 
plunge with his brothers Randy and Elson.

“Since we each had some experience in 
the interior renovation trade, it was a natural 
choice to go into the interior design business,” 
he explains.

Armed with a $10,000 loan from their fa-
ther, the Tan brothers set up Image Creative 
Design in 1995 — in a 50 sq ft space. 

The company has come a long way since 
then, having made its name in designing and 
renovating offices, homes and retail stores here 
and in Thailand. The three brothers are now 
eyeing other projects in the region.

From the rented office, the 70-strong com-
pany now operates from a wholly owned, spa-
cious showroom. 

In 2005, Image Creative Design became the 
first interior design company to be awarded a 
Superbrands Award, an international accolade 
recognised in over 40 countries worldwide. 

This year, it became one of Singapore’s top 
500 small and medium enterprises (SMEs).

This is tremendous progress for a venture 
that came about over a dinner discussion. The 

brothers are thankful for the help from their 
father and have never forgotten it. 

Mr Roger Tan says: “It motivated us to work 
hard and turn the $10,000 into a $20 million 
business today. This is all due to our father’s 
loan and trust in us, and a lot of hard work.”

The trio has also made it a point to stick 
together through thick and thin. Apart from 
sharing business decisions, risks, successes and 
setbacks, they also drive the same cars, live in 
the same condominium and take their vaca-
tions together. 

Building the right culture at work is impor-
tant to them. He says: “We consider our em-
ployees our most valuable asset. Our strength 
lies in being able to cultivate an entrepreneurial 
culture, empowering and encouraging them to 
be entrepreneurs themselves.”

Given the time and energy invested, being 
named top entrepreneurs is the icing on the 
cake for the Tans. 

“We feel that we have brought recognition 
to the company and to our employees, whose 
efforts have made our company a success,” he 
says.

Besides having foresight and taking risks, an 
entrepreneur should also be creative and con-
stantly reinvent his business to stay relevant, he 
adds. 

“Trends and lifestyles are changing, and we 
have to come up with new concepts and designs 
to meet those changing demands.” 

Building on 
brotherly ties

Mr Randy Tan, Mr Roger Tan and Mr Elson Tan — Image Creative Design

The winning formula of 
Mr Bean lies in Mr Kang 

(right) and Mr Loh’s 
(far right) unwavering 

focus on the wholesome 
goodness of soya beans.

Ms Gan 
believes in 

foresight and 
innovation 

to stay 
ahead in the 
construction 

industry.

Twelve years 
after starting 
an interior 
design business 
together, three 
brothers remain 
committed to 
its growth.

Mr Lau’s childhood 
dream has turned into a 
passionate intent to build 
a successful business.
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By LIM YANN LING

WHEN Mr Loh Jwee Poh, 37, and Mr Kang 
Puay Seng, 37, first announced that they were 
investing $3,000 each to start a business selling 
dao huay zui (Hokkien for soya milk), every-
one thought they had gone crazy. 

No one thought that it would rake in mil-
lions of dollars in revenue 10 years down the 
road. 

Back in 1995, soya milk came in tubs from 
a remote factory and was available only in the 
morning because it spoiled quickly, 

Mr Loh and Mr Kang had come across a 
new machine that could produce fresh soya 
milk on the spot. Armed with their new dis-
covery, the duo opened their first mall outlet 
at Hougang. 

Their healthy set meal, which pairs fresh 
soya milk made from the best quality beans 
from North America with freshly baked Japa-
nese-style pancake, changed the “perceived 
value” of soya beans and won over health-
conscious Singaporeans. 

Their team also spent months perfecting 
the Soy Soft-Ice machine, which made soft 
ice cream from soya beans. While it was tar-
geted at children, it proved popular among the 
young and old alike, and it helped to intro-
duce the wholesome goodness of soya beans 
to people who previously disliked soya milk. 

Within a decade, Mr Bean has become a 
takeaway staple with 28 outlets islandwide. It is 
also the first fresh soya milk business to set up 
shop in an MRT station and an airport terminal. 

The two co-founders attribute the success to 
their “clan” of loyal employees — two-thirds of 
whom are middle-aged women who have been 
with the company since it started. 

Mr Kang says: “In the beginning, no one 
would be caught selling soya milk except 
‘aunties’. In training them, we have come to 

appreciate attitude more than aptitude. Age is 
not a handicap.

“Whatever reward we receive today is really 
the effort of the whole team, and of the people 
who have supported us unconditionally.”

On the company’s management philosophy, 
Mr Kang believes that Mr Bean’s mission goes 
beyond serving a cup of soya milk. 

He says: “Elderly ladies would wait pa-
tiently in line just to see fresh milk ooze out of 
the new machine. We realised right from the 
start that our mission was to serve a cup of 
health.”

Commenting on their status as co-founders 
of the company, Mr Loh says that his more 
gung-ho nature combined with Mr Kang’s 
more thoughtful approach have produced an 
effective enterprise. 

“Simply said, if you give me a task to ac-
complish, I can score from 0 to 50, but after 
that, I will pass to Kang, so he can score from 
50 to 100,” adds Mr Loh, with a laugh.

Soya so good
Mr Kang Puay Seng and Mr Loh Jwee Poh — Mr Bean Group

By DAPHNE LEE

IT TOOK Ms Annie Gan a leap of faith to 
strike out on her own when her business 
partner left the company in 1996. 

She was 26 years old then and armed 
with only a diploma in computer studies. 
But she was trained as a quantity surveyor 
in her previous job at a construction com-
pany, and her fast learning skills put her on 
top of the game. 

 “It wasn’t easy for a woman to enter 
and continue working in the male-domi-
nated construction industry. I was totally in 
charge of site work, I managed the workers 
and went out to tender for projects,” says 
the managing director of Jian Huang Con-
struction.

The first project Jian Huang Construction 
successfully obtained and completed was the 
construction of the Traffic Police Headquar-
ters basement at Ubi Road in 1997. 

The company’s core business then was 
also in labour sub-contracting.

Today, Jian Huang Construction’s suc-
cess is based on a strong foundation of good 
service, quality work, a reasonable budget, 
worksite safety and as a one-stop provider 
of design and build services.

“As an entrepreneur in the construction 
industry, it is important to deliver good and 
prompt service, coupled with sincerity to 
meet the clients’ needs and a functional de-
sign plan that fits their requirements,” says 
Ms Gan.

 “We aim to be a one-stop provider 
where the client has to only liaise with our 
company and we will address their needs, 
which saves them the hassle of speaking to 

several parties, such as the sub-contractor, 
designer and architect, for each project.”

The company also survived the construc-
tion industry meltdown by taking on projects 
such as the construction of a cut-and-cover 
tunnel for the North-East Line MRT and 
several other MRT-related projects, which 
enabled the company to survive through the 
crisis for three years.

“I remember approaching one of the big 
construction companies handling the build-
ing of the new MRT stations and tendering 
for work through them. 

“I never gave up, and on the sixth time 
that I approached them to propose a ten-
der, they were surprised and impressed by 
my perseverance and decided to give Jian 
Huang our first MRT project,” she says.

Ms Gan, 37, also foresaw the demand for 
refurbishing and rebuilding old warehouses 
in Singapore when the economy improved. 
She quickly jumped in and offered the de-
sign-and-build concept.  

Today, the Jian Huang group of com-
panies consists of 11 major entities and is 
a leading local company in designing and 
building warehouses for the industrial sec-
tor. 

With 80 management staff and over 300 
skilled workers, the Jian Huang group has 
also ventured into Malaysia and Vietnam.

The turnover for the group last year was 
$62 million with a net profit of $2.3 mil-
lion.

Ms Gan says: “It hasn’t been a smooth 
journey all these years, but we have done 
well through hard work, persistence and 
creativity in offering our clients something 
different.”

One-stop 
shop

Ms Annie Gan — 
Jian Huang Construction

By GERALDINE TAN

FRESH from completing his national service, Mr Lau 
Kok Hui had his sights firmly set on owning and run-
ning his own business. 

“I had no capital except for an engineering diplo-
ma,” he recalls. “But with this ambition, I had a very 
clear focus — to build capital and to master a skill.”

He realised his dream in 1992. Armed with six 
years’ experience in the automation industry and 
$25,000 as his capital, he set up Vector Infotech with 
a friend to supply products and services to the indus-
trial automation industry. 

“This dream has now evolved to become a pas-
sionate intent to build a successful business which 
I wish will continue for many years,” he says.

Today, Vector Infotech provides cost-effective, 
reliable systems and solutions in industrial and data 
communications technology. 

This may involve providing customers — in fields 
such as electronics, food and beverage, and building 
and construction — with fibre optic cables, data com-
munications devices and related accessories. 

The company, recently identified as one of Singa-

pore’s top 500 small and medium enterprises (SMEs), 
has grown, with 90 employees. Fifty are based here 
while the remainder are in various parts of Asia. 

Starting and sustaining a company take courage 
and determination, but Mr Lau says the workers are 
the ones who have contributed to Vector Infotech’s 
growth and success.

He explains: “Running a business is like steering a 
ship. To sail the ship in the right direction, it has to be 
tough to withstand stormy weather. The crew must 
be knowledgeable, dedicated and united.  

“My customers and partners are the ship. Our 
employees and families are the crew. Without their 
support, understanding and contributions, we would 
not be where we are today.”

Mr Lau has also made it Vector Infotech’s busi-
ness to meet every demand and challenge posed by 
customers. 

He says: “With our ability to anticipate needs and 
fulfil them with commitment in such a fast-moving, 
technologically demanding industry, Vector Infotech 
has made a good name for itself.” 

Having realised his childhood dream, Mr Lau now 
has his eye on other achievements. 

He notes that there is plenty happening in his fast-
changing field and there are numerous opportunities 
for Vector Infotech to develop and grow further. 

“The migration of conventional information tech-
nology products and services into industrial plants 
offers enormous opportunities and challenges,” he 
observes. 

“The economic development in the Middle East 
and Asia has also created numerous opportunities 
for the international community, including our in-
dustry.”

The new challenge for an SME such as Vector In-
fotech lies in developing business processes to ensure 
competitiveness and continuity, he says. 

“We invest a significant sum of our profit back 
into the business to train people, improve effi-
ciency, expand business and continue innovating 
to stay relevant.” 

Sweet 
success story

Mr Lau Kok Hui — Vector Infotech

By GERALDINE TAN

MORE than a decade ago, three brothers had a 
family gathering and they came up with a busi-
ness plan. 

“We always had the entrepreneurial spirit 
but had never started a business,” recalls eldest 
brother Roger Tan of the decision to take the 
plunge with his brothers Randy and Elson.

“Since we each had some experience in 
the interior renovation trade, it was a natural 
choice to go into the interior design business,” 
he explains.

Armed with a $10,000 loan from their fa-
ther, the Tan brothers set up Image Creative 
Design in 1995 — in a 50 sq ft space. 

The company has come a long way since 
then, having made its name in designing and 
renovating offices, homes and retail stores here 
and in Thailand. The three brothers are now 
eyeing other projects in the region.

From the rented office, the 70-strong com-
pany now operates from a wholly owned, spa-
cious showroom. 

In 2005, Image Creative Design became the 
first interior design company to be awarded a 
Superbrands Award, an international accolade 
recognised in over 40 countries worldwide. 

This year, it became one of Singapore’s top 
500 small and medium enterprises (SMEs).

This is tremendous progress for a venture 
that came about over a dinner discussion. The 

brothers are thankful for the help from their 
father and have never forgotten it. 

Mr Roger Tan says: “It motivated us to work 
hard and turn the $10,000 into a $20 million 
business today. This is all due to our father’s 
loan and trust in us, and a lot of hard work.”

The trio has also made it a point to stick 
together through thick and thin. Apart from 
sharing business decisions, risks, successes and 
setbacks, they also drive the same cars, live in 
the same condominium and take their vaca-
tions together. 

Building the right culture at work is impor-
tant to them. He says: “We consider our em-
ployees our most valuable asset. Our strength 
lies in being able to cultivate an entrepreneurial 
culture, empowering and encouraging them to 
be entrepreneurs themselves.”

Given the time and energy invested, being 
named top entrepreneurs is the icing on the 
cake for the Tans. 

“We feel that we have brought recognition 
to the company and to our employees, whose 
efforts have made our company a success,” he 
says.

Besides having foresight and taking risks, an 
entrepreneur should also be creative and con-
stantly reinvent his business to stay relevant, he 
adds. 

“Trends and lifestyles are changing, and we 
have to come up with new concepts and designs 
to meet those changing demands.” 

Building on 
brotherly ties

Mr Randy Tan, Mr Roger Tan and Mr Elson Tan — Image Creative Design

The winning formula of 
Mr Bean lies in Mr Kang 

(right) and Mr Loh’s 
(far right) unwavering 

focus on the wholesome 
goodness of soya beans.

Ms Gan 
believes in 

foresight and 
innovation 

to stay 
ahead in the 
construction 

industry.

Twelve years 
after starting 
an interior 
design business 
together, three 
brothers remain 
committed to 
its growth.

Mr Lau’s childhood 
dream has turned into a 
passionate intent to build 
a successful business.
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By LIM YANN LING

WHEN Mr Loh Jwee Poh, 37, and Mr Kang 
Puay Seng, 37, first announced that they were 
investing $3,000 each to start a business selling 
dao huay zui (Hokkien for soya milk), every-
one thought they had gone crazy. 

No one thought that it would rake in mil-
lions of dollars in revenue 10 years down the 
road. 

Back in 1995, soya milk came in tubs from 
a remote factory and was available only in the 
morning because it spoiled quickly, 

Mr Loh and Mr Kang had come across a 
new machine that could produce fresh soya 
milk on the spot. Armed with their new dis-
covery, the duo opened their first mall outlet 
at Hougang. 

Their healthy set meal, which pairs fresh 
soya milk made from the best quality beans 
from North America with freshly baked Japa-
nese-style pancake, changed the “perceived 
value” of soya beans and won over health-
conscious Singaporeans. 

Their team also spent months perfecting 
the Soy Soft-Ice machine, which made soft 
ice cream from soya beans. While it was tar-
geted at children, it proved popular among the 
young and old alike, and it helped to intro-
duce the wholesome goodness of soya beans 
to people who previously disliked soya milk. 

Within a decade, Mr Bean has become a 
takeaway staple with 28 outlets islandwide. It is 
also the first fresh soya milk business to set up 
shop in an MRT station and an airport terminal. 

The two co-founders attribute the success to 
their “clan” of loyal employees — two-thirds of 
whom are middle-aged women who have been 
with the company since it started. 

Mr Kang says: “In the beginning, no one 
would be caught selling soya milk except 
‘aunties’. In training them, we have come to 

appreciate attitude more than aptitude. Age is 
not a handicap.

“Whatever reward we receive today is really 
the effort of the whole team, and of the people 
who have supported us unconditionally.”

On the company’s management philosophy, 
Mr Kang believes that Mr Bean’s mission goes 
beyond serving a cup of soya milk. 

He says: “Elderly ladies would wait pa-
tiently in line just to see fresh milk ooze out of 
the new machine. We realised right from the 
start that our mission was to serve a cup of 
health.”

Commenting on their status as co-founders 
of the company, Mr Loh says that his more 
gung-ho nature combined with Mr Kang’s 
more thoughtful approach have produced an 
effective enterprise. 

“Simply said, if you give me a task to ac-
complish, I can score from 0 to 50, but after 
that, I will pass to Kang, so he can score from 
50 to 100,” adds Mr Loh, with a laugh.

Soya so good
Mr Kang Puay Seng and Mr Loh Jwee Poh — Mr Bean Group

By DAPHNE LEE

IT TOOK Ms Annie Gan a leap of faith to 
strike out on her own when her business 
partner left the company in 1996. 

She was 26 years old then and armed 
with only a diploma in computer studies. 
But she was trained as a quantity surveyor 
in her previous job at a construction com-
pany, and her fast learning skills put her on 
top of the game. 

 “It wasn’t easy for a woman to enter 
and continue working in the male-domi-
nated construction industry. I was totally in 
charge of site work, I managed the workers 
and went out to tender for projects,” says 
the managing director of Jian Huang Con-
struction.

The first project Jian Huang Construction 
successfully obtained and completed was the 
construction of the Traffic Police Headquar-
ters basement at Ubi Road in 1997. 

The company’s core business then was 
also in labour sub-contracting.

Today, Jian Huang Construction’s suc-
cess is based on a strong foundation of good 
service, quality work, a reasonable budget, 
worksite safety and as a one-stop provider 
of design and build services.

“As an entrepreneur in the construction 
industry, it is important to deliver good and 
prompt service, coupled with sincerity to 
meet the clients’ needs and a functional de-
sign plan that fits their requirements,” says 
Ms Gan.

 “We aim to be a one-stop provider 
where the client has to only liaise with our 
company and we will address their needs, 
which saves them the hassle of speaking to 

several parties, such as the sub-contractor, 
designer and architect, for each project.”

The company also survived the construc-
tion industry meltdown by taking on projects 
such as the construction of a cut-and-cover 
tunnel for the North-East Line MRT and 
several other MRT-related projects, which 
enabled the company to survive through the 
crisis for three years.

“I remember approaching one of the big 
construction companies handling the build-
ing of the new MRT stations and tendering 
for work through them. 

“I never gave up, and on the sixth time 
that I approached them to propose a ten-
der, they were surprised and impressed by 
my perseverance and decided to give Jian 
Huang our first MRT project,” she says.

Ms Gan, 37, also foresaw the demand for 
refurbishing and rebuilding old warehouses 
in Singapore when the economy improved. 
She quickly jumped in and offered the de-
sign-and-build concept.  

Today, the Jian Huang group of com-
panies consists of 11 major entities and is 
a leading local company in designing and 
building warehouses for the industrial sec-
tor. 

With 80 management staff and over 300 
skilled workers, the Jian Huang group has 
also ventured into Malaysia and Vietnam.

The turnover for the group last year was 
$62 million with a net profit of $2.3 mil-
lion.

Ms Gan says: “It hasn’t been a smooth 
journey all these years, but we have done 
well through hard work, persistence and 
creativity in offering our clients something 
different.”

One-stop 
shop

Ms Annie Gan — 
Jian Huang Construction

By GERALDINE TAN

FRESH from completing his national service, Mr Lau 
Kok Hui had his sights firmly set on owning and run-
ning his own business. 

“I had no capital except for an engineering diplo-
ma,” he recalls. “But with this ambition, I had a very 
clear focus — to build capital and to master a skill.”

He realised his dream in 1992. Armed with six 
years’ experience in the automation industry and 
$25,000 as his capital, he set up Vector Infotech with 
a friend to supply products and services to the indus-
trial automation industry. 

“This dream has now evolved to become a pas-
sionate intent to build a successful business which 
I wish will continue for many years,” he says.

Today, Vector Infotech provides cost-effective, 
reliable systems and solutions in industrial and data 
communications technology. 

This may involve providing customers — in fields 
such as electronics, food and beverage, and building 
and construction — with fibre optic cables, data com-
munications devices and related accessories. 

The company, recently identified as one of Singa-

pore’s top 500 small and medium enterprises (SMEs), 
has grown, with 90 employees. Fifty are based here 
while the remainder are in various parts of Asia. 

Starting and sustaining a company take courage 
and determination, but Mr Lau says the workers are 
the ones who have contributed to Vector Infotech’s 
growth and success.

He explains: “Running a business is like steering a 
ship. To sail the ship in the right direction, it has to be 
tough to withstand stormy weather. The crew must 
be knowledgeable, dedicated and united.  

“My customers and partners are the ship. Our 
employees and families are the crew. Without their 
support, understanding and contributions, we would 
not be where we are today.”

Mr Lau has also made it Vector Infotech’s busi-
ness to meet every demand and challenge posed by 
customers. 

He says: “With our ability to anticipate needs and 
fulfil them with commitment in such a fast-moving, 
technologically demanding industry, Vector Infotech 
has made a good name for itself.” 

Having realised his childhood dream, Mr Lau now 
has his eye on other achievements. 

He notes that there is plenty happening in his fast-
changing field and there are numerous opportunities 
for Vector Infotech to develop and grow further. 

“The migration of conventional information tech-
nology products and services into industrial plants 
offers enormous opportunities and challenges,” he 
observes. 

“The economic development in the Middle East 
and Asia has also created numerous opportunities 
for the international community, including our in-
dustry.”

The new challenge for an SME such as Vector In-
fotech lies in developing business processes to ensure 
competitiveness and continuity, he says. 

“We invest a significant sum of our profit back 
into the business to train people, improve effi-
ciency, expand business and continue innovating 
to stay relevant.” 

Sweet 
success story

Mr Lau Kok Hui — Vector Infotech

By GERALDINE TAN

MORE than a decade ago, three brothers had a 
family gathering and they came up with a busi-
ness plan. 

“We always had the entrepreneurial spirit 
but had never started a business,” recalls eldest 
brother Roger Tan of the decision to take the 
plunge with his brothers Randy and Elson.

“Since we each had some experience in 
the interior renovation trade, it was a natural 
choice to go into the interior design business,” 
he explains.

Armed with a $10,000 loan from their fa-
ther, the Tan brothers set up Image Creative 
Design in 1995 — in a 50 sq ft space. 

The company has come a long way since 
then, having made its name in designing and 
renovating offices, homes and retail stores here 
and in Thailand. The three brothers are now 
eyeing other projects in the region.

From the rented office, the 70-strong com-
pany now operates from a wholly owned, spa-
cious showroom. 

In 2005, Image Creative Design became the 
first interior design company to be awarded a 
Superbrands Award, an international accolade 
recognised in over 40 countries worldwide. 

This year, it became one of Singapore’s top 
500 small and medium enterprises (SMEs).

This is tremendous progress for a venture 
that came about over a dinner discussion. The 

brothers are thankful for the help from their 
father and have never forgotten it. 

Mr Roger Tan says: “It motivated us to work 
hard and turn the $10,000 into a $20 million 
business today. This is all due to our father’s 
loan and trust in us, and a lot of hard work.”

The trio has also made it a point to stick 
together through thick and thin. Apart from 
sharing business decisions, risks, successes and 
setbacks, they also drive the same cars, live in 
the same condominium and take their vaca-
tions together. 

Building the right culture at work is impor-
tant to them. He says: “We consider our em-
ployees our most valuable asset. Our strength 
lies in being able to cultivate an entrepreneurial 
culture, empowering and encouraging them to 
be entrepreneurs themselves.”

Given the time and energy invested, being 
named top entrepreneurs is the icing on the 
cake for the Tans. 

“We feel that we have brought recognition 
to the company and to our employees, whose 
efforts have made our company a success,” he 
says.

Besides having foresight and taking risks, an 
entrepreneur should also be creative and con-
stantly reinvent his business to stay relevant, he 
adds. 

“Trends and lifestyles are changing, and we 
have to come up with new concepts and designs 
to meet those changing demands.” 

Building on 
brotherly ties

Mr Randy Tan, Mr Roger Tan and Mr Elson Tan — Image Creative Design

The winning formula of 
Mr Bean lies in Mr Kang 

(right) and Mr Loh’s 
(far right) unwavering 

focus on the wholesome 
goodness of soya beans.

Ms Gan 
believes in 

foresight and 
innovation 

to stay 
ahead in the 
construction 

industry.

Twelve years 
after starting 
an interior 
design business 
together, three 
brothers remain 
committed to 
its growth.

Mr Lau’s childhood 
dream has turned into a 
passionate intent to build 
a successful business.


