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In an industry filled with advice, “If 'm advising clients on upgrading,
Sean Chua believes credibility wealth growth, or strategic property

must be earned through action. moves, it's because I've personally
walked the journey,” he explains. ‘I
CEA NO:R064675D ‘What sets me apart is discipline, don’t recommend theories. | share
integrity, and consistency,” he what has been tested.”
shares. “And most importantly,
leading by example.” This approach gives clients
confidence. They are not just
In just five years, Sean and his wife receiving advice from a
Eve upgraded from a three-room salesperson, but guidance from
HDB flat to owning two freehold someone who has applied the same
landed properties. There was no frameworks in his own life. Sean’s
inheritance, no shortcuts, and no role is not to persuade, but to clarify,
D/SC/PL/NE //\/ reliance on luck. The journey was helping clients make decisions with
built on disciplined strategies, confidence, grounded in real-world

/4 CT/ON clear decision-making, and outcomes.
4

long-term planning, the very

principles Sean now uses to guide Clients don't just get a salesperson.
LEA DERSH/P his clients. They get a disciplined advisor who
leads with credibility and

B )/ E/\/A MPLE For Sean, this lived experience consistency, regardless of market

matters. conditions.
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A PLATFORM
BUILT ON
PRINCIPLES

Behind Sean’s steady growth is an
environment that reinforces
professionalism and long-term thinking.

At PropNex, what stands out to him is not
just the scale of the organisation, but
the structure and principles that shape
how salespersons operate, especially in
challenging times.

From the start, new salespersons are
given a strong foundation. Training goes
beyond technical skills to include ethics,
professionalism, and sustainability. The
emphasis is not on quick wins, but on
building careers that last.

Leadership plays a crucial role in this.
Sean points to decisions driven by
leaders such as Kelvin Fong and Ismail
Gafoor, initiatives that elevate both
salespersons and industry standards.
One example that left a strong
impression was the implementation of a
minimum 2% commission for sales.

“This wasn't just about protecting
salespersons,” Sean explains. ‘It

protected service standards and
prevented a race to the bottom.”

By setting clear boundaries, the industry
was encouraged to focus on quality,
professionalism, and long-term value,
benefiting not just salespersons, but
clients as well.

‘When the environment is strong and
principled, salespersons perform better,”
Sean says. ‘That's why PropNex remains
resilient in both good and challenging
markets.”

ALIGNMENT
OVER BALANCE

Balancing leadership, family, and
personal growth is often described as a
juggling act. Sean sees it differently.

“There’s no perfect balance,” he reflects.
“Only alignment and discipline.”

His schedule is full, but consistency
brings clarity. What grounds him is
alignment with his spouse, a strong
commitment to health, and the
decision to stay true to his values rather
than conform to industry expectations.

Sean believes growth is intentional. It
doesn’t come from convenience, but
from deliberate choices made daily,
how time is spent, what is prioritised,
and what standards are upheld.

His advice to others is simple, yet
powerful:

“Stop chasing balance. Build capacity.”

When values, priorities, and actions are
aligned, success is no longer about
having more time. It becomes about
using time with purpose.
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My approach has
always been guided
by discipline,
integrity, and
consistency, and
most importantly,
leading by example.



