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Market Update
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Source: The Straits Times, 12 Aug 2020
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MARKET ANALYSIS 1: THE MARKET RUN UP
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Run-up in prices from 2009 to 2013 ahead of  
Household Income growth

+31.6%

Vol PPPI (4Q)

Source: URA, ERA Research & Consultancy

Price index grew by  
31.6% in 2013 from  
the last low in 2008

Transaction  
volume grew  
66.5% to 22,000
units in 2013

+66.5%

$7,752
$7,549

$8,058

$8,864

$9,515 $9,597

+24%

Household income
only increased by 24%
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- Priced-out protection for locals (ABSD for foreigners was only  
introduced in Dec 2011, followed by Dec 2012)

- Deterrence against short term speculation (3X review of SSD  
from 2009 to 2011)

- Easy assess to credits in check (5XLTV review, No TDSR)

Prudent Cooling Measures
from 2009 – 2013, but not enough
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More Supply:  
Construction  
of BTO HDB 
Flat ramp up  
for local first-
timers from  
2013.

Source: HDB
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More Stringent Cooling Measures from 2013-2019:  
TDSR, MSR, ABSD, LTV
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- Anti-Speculation SSD
- Prudent Credit Limits  

Control TDSR review  
on tighten bank  
lending)

- Prevent Asset Inflation 
from local & foreign  
investment with ABSD.

Source: MAS

Additional Cooling Measures To Ensure A Stable  
And Sustainable Property Market
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Property prices  
would have  
increased by up to  
15% in 2018
without cooling  
measures.
- Lawrence Wong

Source: Todayonline 15 Nov 2018
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2016

Vol

+4.5%

2017

PPPI (4Q)  

GDP

+16%

Source: URA, DOS, ERA Research & Consultancy

Private Home Price Growth (+4.5%) lags Economic 
Growth (+16%) from 2014 to 2019
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$1,850,228

$1,752,615

$1,634,330

$1,531,342

$1,476,004

$2,002,149

2014 2015 2016 2017 2018 2019

Household Net Worth

Source: DOS, ERA Research & Consultancy

Private Home Price Growth (+4.5%) lags Household 
Net worth Growth (+36%) from 2014 to 2019
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M2 money supply

+72%

M2 moneysupply

More Savings from 2013 to 2019
Cash Deposits increase by 72%

Source: MAS, ERA Research & Consultancy
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Source: CPF, ERA Research & Consultancy

+68%

More Savings from 2013 to 2019 
CPF Balance increase by 68%
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MARKET ANALYSIS 2: MARKET SUPPLY



www.facebook.com/DynamicForceGroup                  #DynamicForceGroup #BreakThroughTogether

Land sales has come off sharply post cooling measures 
implemented on 6 July 2018

Source: HDB, URA, ERA Research & Consultancy  

Strong 
GLS

En-bloc Boom

Strong 
GLS

En-bloc Boom
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Source: The Business Times, 06 Jun 2019

Government Reduced GLS
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Source: The Straits Times,25 Jun2020
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Source: URA, 30 Aug 2020

Current URA GLS Sites
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Is there an Oversupply of Private Housing Now?

High
2011 3Q: 40,390

Lowest
2017 2Q: 16,929

2019 4Q: 30,473
Unsold Stock of Private Residential Properties

Source: URA, ERA Research & Consultancy  
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Unsold Stock of Private Residential Properties

2019 4Q: 30,473
2014 1Q

Unsold Stock of Private Residential Properties

3 Years
2017 2Q

Source: URA, ERA Research & Consultancy  
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Land Sales from GLS & Enbloc

Previous Cycle Current Cycle

Much Steeper Drop

Source: URA, ERA Research & Consultancy  
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Unsold Stock of Private Residential Properties
Unsold Stock of Private Residential Properties

2 Years ?

Developers 
start buying 

land

Developers 
start buying 

land

Source: URA, ERA Research & Consultancy  
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Source: HDB, URA, ERA Research & Consultancy  

Land sales will 
increase when 
UNSOLD units 

under 
development 

is low

Prices continued 
to rise for the 
next 2 years 

Will prices 
continue to 
rise in 2020 
& beyond?

GLS/ enbloc bloom 
2011-2013

GLS/ enbloc bloom 
2017-2018

Next GLS/ enbloc
bloom?

Land sales
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MARKET ANALYSIS 3: MARKET DEMAND
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Source: The Straits Times, 20 Jan 2020

More HDB Owners are Selling Newer Flats 
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Increasing no. of flats sold in the first 10 years

Source: HDB, ERA Research and Consultancy
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A large number of flats  
reaching 5-year  
Minimum Occupation  
Period and can be sold  
in the resale market.

Potentially higher numbers of HDB upgraders

Source: data.gov, ERA Research & Consultancy
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… even though a
$50,000 profit is  
quite little, some  
will still go for it.  
People just don’t  
want to make a  
loss

Source: The Straits Times, 30 Jan 2020
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Upgrade to private properties 
for better growth potential

Source: HDB, URA, ERA Research and Consultancy

HDB resale 
prices remain 
moderately flat. 

Private condo 
prices have 
higher growth 
potential

+3.4% in 
2019

+0.4% in 
2019
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Another Potential 
Source of Demand
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Source: www.hdb.gov.sg, 16 Apr 2020

No EC TOP btw 
2008 to 2013

http://www.hdb.gov.sg/
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Name of EC Location 5-year  
MOPdate

Nos. of  
units District

Median  
launch price  

($psf)

Median resale  
price in 4Q  
2019 ($psf)

Est. Price  
growth  
($psf)

Est.  
Price  

growth
%

Est.  
Profit*

The Canopy Yishun Avenue 11 14-Jan-19 406 27 $657 $829 $172 26% $185,220

Austville
Residences

Sengkang East  
Avenue/ Buangkok  
Drive

22-Apr-19 540 19 $720 $888 $168 23% $181,440

Belysa Pasir Ris Drive 1/  
Elias Road 28-May-19 315 18 $699 $882 $183 26% $197,640

RiverParc  
Residence

Punggol Drive/  
Punggol East 19-Jun-19 504 19 $694 $877 $183 26% $197,640

Arc at  
Tampines Tampines Avenue 8 5-Aug-19 574 18 $734 $935 $201 27% $216,540

Blossom  
Residences Segar Road 5-Sep-19 602 23 $703 $895 $192 27% $206,820

WaterColours Pasir Ris Drive 3/  
Pasir Ris Linkg 31-Dec-19 416 18 $737 $854 $117 16% $126,360

* Assume the area of a typical 3-bedroom unit to be 1080 sqft

Source: HDB, URA, ERA Research & Consultancy

5- year MOPECs in 2019:
Ave. 25% profit
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Name of EC Location 5-year  
MOPdate

Number  
of units

Distric   
t

Median  
launch price  

($psf)

Median resale  
price for the  
same district  

in 4Q 2019
($psf)

Potential  
price  

growth  
($psf)

Potential  
price  

growth
%

Unrealise  
d gain*

The Tampines  
Trilliant Tampines Central 7 6-Feb-20 670 18 $805 $890 $85 11% $91,800

The Rainforest Choa Chu Kang
Drive 6-Mar-20 466 23 $758 $966 $208 27% $224,640

Twin Waterfalls Punggol Way/  
Punggol Field 2-Jun-20 728 19 $737 $1,055 $318 43% $342,900

1 Canberra Yishun Avenue 7/  
Canberra Drive 19-Sep-20 665 27 $722 $865 $143 20% $153,900

Heron Bay
Upper Serangoon  
View/ Upper  
Serangoon Road

7-Oct-20 394 19 $739 $1,055 $316 43% $340,740

Waterwoods Punggol Field Walk/  
Punggol East 1-Dec-20 373 19 $802 $1,055 $253 31% $272,700

* Assume the area of a typical 3-bedroom unit to be 1080sqft

Source: URA, HDB, ERA Research & Consultancy

5- year MOPECs in 2020:
Sitting on unrealisedprofits
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Where are the 
Opportunities?
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• Upgraders: BTO MOP met Owners

• High Comm for New Launches

• High Tagging Fee

• Upgraders: EC MOP met Owners

• Right Sizing: People affected by Job Security
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Strategies
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Strategy 1.1:

Educate Client On Market 
Opportunities
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Strategy 1.2:

Financial Planning: 
Wealth Creation Strategy
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Workout Your Finances
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BUT YOU MUST HAVE….
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HDB Upgrader Single Private 
Property Owner

One HDB and 
One Private Two Older Private



www.facebook.com/DynamicForceGroup                  #DynamicForceGroup #BreakThroughTogether

HDB Upgrader

o Understanding Client Financial Standing

o Wealth Creation / Assets Progression Plan
 HDB to Resale
 HDB to Newly TOP
 HDB to New Launch
 HDB to 1 Resale and 1 New Launch
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Single Private Property

o Understanding Client Financial Standing

o Wealth Creation / Assets Progression Plan
 Sell 1, Buy 2
 Decouple, Buy Resale
 Decouple, Buy New Launch
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1 HDB, 1 Private Property

o Understanding Client Financial Standing

o Wealth Creation / Assets Progression Plan
 Sell HDB, Decouple Private, Buy Another
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2 Private Properties

o Understanding Client Financial Standing

o Wealth Creation / Assets Progression Plan
 Sell 1, Decouple the other, Buy newer one
 Assets Rejuvenation
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What About Landed 
Owners or Owners who 

already have several 
properties?



www.facebook.com/DynamicForceGroup                  #DynamicForceGroup #BreakThroughTogether

3 Things to Think About

o Right Sizing

o Legacy Planning

o Collaboration
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Where to find the clients?
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BTO / New MOP Supply

The ramp up in BTO Supply Since 2011 will start to 
affect the HDB Resale Market in about 7 to 8 years 
later (2-3 years to build + 5 years MOP)
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Generate data of
MOP BTOs

by iERA

Block Street Estate Year Completed Units Floors
Years to 
MOP

259A PUNGGOL FIELD Punggol 2014 94 17 0
259B PUNGGOL FIELD Punggol 2014 96 17 0
259C PUNGGOL FIELD Punggol 2014 128 17 0
260A PUNGGOL WAY Punggol 2014 62 17 0
260B PUNGGOL WAY Punggol 2014 64 17 0
260C PUNGGOL WAY Punggol 2014 64 17 0
261A PUNGGOL WAY Punggol 2014 120 17 0
261B PUNGGOL WAY Punggol 2014 64 17 0
261C PUNGGOL WAY Punggol 2014 64 17 0
264A PUNGGOL WAY Punggol 2014 128 17 0
266A PUNGGOL WAY Punggol 2014 120 17 0
266B PUNGGOL WAY Punggol 2014 112 17 0
266C PUNGGOL WAY Punggol 2014 112 17 0
312A SUMANG LINK Punggol 2014 140 16 0
312B SUMANG LINK Punggol 2014 90 16 0
312C SUMANG LINK Punggol 2014 114 16 0
313A SUMANG LINK Punggol 2014 150 16 0
313B SUMANG LINK Punggol 2014 89 16 0
313C SUMANG LINK Punggol 2014 99 16 0
666A PUNGGOL DR Punggol 2014 98 18 0
666B PUNGGOL DR Punggol 2014 100 18 0
667A PUNGGOL DR Punggol 2014 96 14 0
667B PUNGGOL DR Punggol 2014 48 8 0
671A EDGEFIELD PLAINS Punggol 2014 128 17 0
672A EDGEFIELD PLAINS Punggol 2014 120 16 0
672B EDGEFIELD PLAINS Punggol 2014 128 17 0
672C EDGEFIELD PLAINS Punggol 2014 96 17 0
672D EDGEFIELD PLAINS Punggol 2014 128 17 0
673C EDGEFIELD PLAINS Punggol 2014 124 17 0
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Resale Condo Owners
o Not too old condo which owners are sitting on 

decent unrealized profit

o Condo owners that have rode the wave during 
land price increase in the last few years

o Enbloc Owners

o Recent MOP EC Owners
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Generate data of
TOP Condos

by iERA
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ERA is the 1st 
real estate agency 
to deliver profitable 
leads to agents 
through super tech.
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Generate data of
Potential 

Condo Resale 
Seller
by iERA
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Generate data of
MOP ECs

by iERA
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LIST OF EXEC CONDO MOP in 2019
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LIST OF EXEC CONDO MOP in 2020



www.facebook.com/DynamicForceGroup                  #DynamicForceGroup #BreakThroughTogether

LIST OF EXEC CONDO MOP in 2021
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LIST OF EXEC CONDO MOP in 2022
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LIST OF EXEC CONDO MOP in 2023
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Strategy 1.3:

Framework to Select Winning 
Project
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URA MasterPlan
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URA MasterPlan
around 

The Landmark
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LTA Land Transport MasterPlan
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Start Researching 



www.facebook.com/DynamicForceGroup                  #DynamicForceGroup #BreakThroughTogether

What else can you 
Recommend?
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RESALE MARKET
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UPCOMING EXEC CONDO
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UPCOMING EXEC CONDO
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o Typical 15% to 20% below a fair market price

o Developer margin extremely low as compare to private 
condo developer launch

o Consider 1st Property Loan even through there is O/S HDB 
Loan

o Auto Remission of ABSD

o Good step towards wealth creation

Advantages of EC Purchase
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TDSR versus MSR

Source: OCBC
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Upgrading from HDB to EC,
EC to EC Plus Condo

HDB EC EC Condo
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NOT JUST ANOTHER PROPERTY 
PURCHASE

BUT THE BEGINNING OF YOUR 
WEALTH CREATION JOURNEY!
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Strategy 3:

Be a Top Tagger
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DFG Elite Taggers 
Certification 
Program
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DFG 2021
Training 

Roadmap
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Types of Training

Lecture/

Classroom 

Style

Role Play Hands On
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Key Focus Areas

Sale Pitch

Asset 
Progression

Digital 
Marketing

Connect 
& 

Reconnect
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Sales Pitch

1. Marketing Analysis
2. Selecting Right Projects
3. HDB vs Private
4. New Launch vs Resale
5. Freehold vs 99 years
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Digital Marketing
1. Facebook Marketing
2. Internet Marketing (PPC, SEO)
3. Video/Authority Marketing 
4. Video Editing
5. Imaging Editing
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1. Techniques and Scripts to Connect with New Prospects
2. Techniques and Scripts to Reconnecting with Old Clients, 

Relatives, Friends and Ex-Colleagues

Connect & Reconnect
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Asset Progression

1. Asset Progression for HDB Upgrader(s)
2. Asset Progression for EC Owner(s)
3. Asset Progression for Private Resale Condo Owner(s)
4. Asset Progression for Landed Owner(s)
5. Asset Progression Roadmap & Planning
6. Asset Progression, Right Sizing and Legacy Planning



www.facebook.com/DynamicForceGroup                  #DynamicForceGroup #BreakThroughTogether

Examples of Role Play

 Market Analysis Presentation
 Showflat Presentation 
 Asset Progression Presentation
 Connect & Reconnect
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Hands On
 Facebook
 Google Pay Per Click 
 Video Editing
 Image Editing
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Actions



www.facebook.com/DynamicForceGroup                  #DynamicForceGroup #BreakThroughTogether

• Target Recently MOP BTO 

• Target Recently MOP EC Projects 

• Form Door Knocking Team for Landed

• Reach out to existing Clients

• Attend Training to Upgrade your Skills

Actions

• Focus on the correct target groups
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Are YOU Ready!!?
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SET YOUR GOALS
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DFG Official Website : 
dynamicforce.sg

DFG Official Facebook : 
www.facebook.com/DynamicForceGroup
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