
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
1

Recent Economic Developments in Singapore by Monetary Authority of Singapore, June 2010 
  http://www.mas.gov.sg/eco_research/eco_dev_ana/Recent_Economic_Developments.html 

 
 

 Editor’s Note 

 

 
Dear Friends of SPRING SEEDS Capital, 
 
With our eyes set on the gradually recovering 
economy, the strong pace of growth in Singapore 
is reported to likely sustain with continued 
increase in external demand, and GDP growth 
forecast to come in between 7 and 9 percent in 
20101. 
 
There’s a steady belief that entrepreneurs have it 
in their blood to survive through the odds. As we 
close out half of 2010, we hope you are finding 
your ground, working your way up and managing 
your business well. 
 
In this issue, we feature: 
 
·  Six-part advice on getting access to cash from 

your balance sheet with ‘Cash is King, So Work 
Your Working Capital’, an article adapted from 
INSEAD Knowledge. 
 

·  What mentorship could mean for you with 
MentorSquare. As the saying goes, "A single 
conversation across a table with a wise man is 
worth a month's study of books." 

 
 

 
 

·  Quick snapshots of happenings and business 
activities from SPRING SEEDS Capital and 
nuggets of advice on growing your company 
 

·  Recent investments in our portfolio – Xuqa, 
(developer and publisher of web-based social 
games), iSyndica (manage and distribute 
microstock portfolio for stock photographers, 
audio/video producers and illustrators), and 
Smoov (mobile service platform provider). 

 
·  ‘In the Spotlight’ – On tax incentive scheme for 

angel investors and Personal e-Motion’s 
interactive publishing technology enables comic 
publisher to embrace new media partnership. 

 
Read on for more! And here’s a toast to a brighter 
and fruitful second-half of 2010! 
 
 

Best regards, 
The Editor  
(On behalf SPRING SEEDS Capital (SSC) Team) 
 

P.S. Do you have an interesting story to share or 
feedback on our e-newsletter issue? Attention it to ‘The 
Editor @ SSC’ and email us at seeds@spring.gov.sg. 
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�  Cash is King, So Work Your Working Capital                 
 
As we all know it, ‘cash is key and king’ to any business.  
 
Most companies have access to more cash than they realise, and in this 
published/adapted article from INSEAD Knowledge, Shellie Karabell spoke to two 
INSEAD professors, Kevin Kaiser and S. David Young, who have come up with a six-
part strategy to squeeze more funds from business balance sheets.  
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1. Don’t manage to the bottom line 
“If you focus solely on the bottom line you 
mismanage your working capital, and you could have 
way too much money tied up in inventories or 
receivables,” says Kaiser, Affiliate Professor of 
Finance at INSEAD. “A supplier may lower his price 
to convince you to buy larger quantities than you 
need, but that means you have cash tied up in 
inventories. And the cost of financing those 
inventories will certainly erode your profit margins.”  
 
“It’s a trade-off,” adds Young, INSEAD Professor of 
Accounting and Control. “You have to compare the 
benefits of acquiring large quantities of goods at a 
lower cost with the cost of having to carry and 
finance inventories. You can also try to shorten the 
time you’re carrying receivables,” he says.  
 
 
2. Don’t reward staff for growth alone 
Young and Kaiser urge companies to veer away 
from the singular profit-as-incentive strategy to 
galvanise employees to meet goals. Instead get 
them to change their focus and look at the whole 
balance sheet, which is a pretty tough change for the 
traditional sales force, whose compensation plans 
are linked to unit- or dollar-sales generated, not on 
cost controls and saving working capital. “There’s 
more to selling than making the deal.” 
  
 
3. Make sure customers will pay for quality 
Putting too much time and resources into quality is 
another drawdown on working capital. “We’re in 
favour of quality,” says Young, “but we should never 
forget that the customer has to pay for it. It could be 
that the customer doesn’t want it and doesn’t want to 
pay for it. In that case, you’re burdening yourself with 
extra cost, extending your cycle time in the factory, 
and taking on huge amounts of work-in-process 
inventory and the customer just doesn’t see it.”  
 
 
4. De-couple receivables from payables 
Then there’s the relationship between receivables 
and payables: what you order and pay for from your 
suppliers, and what you can then charge your 
customers. To manage through the economic crisis 
successfully, one should not be tied to the other. 
Your supplier may be providing you with something 
you need to get your product out, whereas your 
customers may be able to buy your goods and 
services elsewhere. It’s all about leverage and 
buying power.  
 

5. Beware of benchmarking 
Everyone needs a yardstick, but during the recent fast-
paced bubble years, too many companies used a 
simple set of metrics to calculate their performance. 
This, say Kaiser and Young, was not enough then and 
certainly isn’t enough today. Benchmarking can in fact 
be dangerous because it can convince a company it’s 
doing fine when another firm out there is doing better 
and walking away with the prize. 
 
“Focusing on benchmarking can make you miss 
opportunities that come from an intimate knowledge of 
your value chain. GM and the US car industry got 
trapped in benchmarking. Toyota didn’t. Early on, they 
didn’t have the luxury of anyone to compare themselves 
to, so they created a programme of ‘continuous 
improvement’ in which they self-benchmarked, getting 
better every year based on their own metrics, and 
eventually blew away the competition.” 
 
 
6. Beware current and quick ratios 
This is what bankers use to determine your 
creditworthiness: a shorthand worst-case scenario 
predicting the future of companies looking for financing, 
to show what lenders can reclaim if the company 
defaults.  
 
“Bankers like to see a high ratio of assets to liabilities, 
and that means high inventories and receivables and a 
low level of debt, so they know what they can sell off 
after you’ve gone under,” says Kaiser. “We call this the 
‘death scenario,’” says Young. If you actually manage 
to these ratios, you increase the likelihood that you will 
fail.”  
 
Kaiser and Young admit that adhering to these six 
suggestions will require a significant shift in corporate 
thinking and even in compensation. “Line-of-sight 
indicators as the basis for compensation no longer 
work,” says Young. “Profit-sharing is a better method.” 
 
“Targets are necessary,” says Kaiser, “but they 
shouldn’t be used as the only basis for reward, because 
they create negative behaviour” that can be detrimental 
to overall management. “Companies have to adjust, to 
learn. If they can’t learn, they’re going to die.” 
 
 
 

You can view a separate video on this and read the full 
article at http://knowledge.insead.edu/finance-working-

capital-090824.cfm?vid=294 
 

For more, visit INSEAD Knowledge at 
http://knowledge.insead.edu  

 



�  What Mentorship Could Mean for You with MentorSquare 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

 
 

 
 
 

 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

It was important to get a handle on the company’s 
profile, its strengths, weaknesses and aspirations, 
before MentorSquare worked with them to craft a 
strategy to take it global. MentorSquare also 
facilitated the entire execution process by making 
key introductions, pointed them to information 
sources, advised and motivated the management 
team to resolve challenges and roadblocks along the 
way. 
 

As part of its globalisation 
strategy, it was necessary 
for the company to raise 
funds for its growth. 
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As such mentoring is about conversations that 
create insight and action. Mentoring is a "Joint 
Venture" between a Mentee and a Mentor with 
mutually agreed upon objectives.  
 
MentorSquare offers small and medium businesses: 
sensible, practical and timely world-class mentoring, 
and guidance to clear the way for business success. 
It does so through its global network of over 120 
Mentors and Experts, and bridging assistance 
through an easy-to- use portal developed by 
MentorSquare.  
 
The mentoring process is enabled and powered 
through the online mentoring platform. The 
MentorSquare model depends highly on 
consistency, commitment and continuity of the 
conversations between the parties. With specific 
and mutually agreed milestone-based approach, 
these interactions empower, enable and energise 
entrepreneurs to receive guidance and take 
appropriate action to grow his/her business to the 
next level. 
 
 
A short anecdote on how MentorSquare 
empowered and enabled one company in 
Malaysia... 
 
In late 2005, a company in Malaysia approached 
MentorSquare, for Mentorship opportunity. The 
company operated in the telecommunication space 
and was funded by a Malaysian investor. This 
company has somewhat reached a stable revenue 
stage, and relied on a single major client for its 
revenues. However, they were not complacent with 
their achievements, and were seeking for greater 
growth. 
 
The first step in building this mentorship process was 
to understand their needs and aspirations and 
concur on setting certain goals and targets which 
both sides were committed to work on. 

As the Chinese proverb goes, "A single 
conversation across a table with a wise man is 
worth a month©s study of books" . 
 
Mentoring, which is most 
commonly defined as 
developmental dialogues 
between a more 
experienced ‘Mentor’ and a 
less experienced partner 
referred to as a ‘Mentee’ or 
‘Protégé’, creates a space 
for dialogue that results in 
reflection, learning and 
action.  

Leveraging on its network of contacts, 
MentorSquare reached out to financiers and venture 
capital companies across the globe, to make the 
necessary connections. In mid 2006, with steady 
support and guidance, the firm was able to raise the 
requisite funds for their global expansion from one 
of the largest venture investment firm in the USA.  

The investment gave the company an opportunity to 
compete in the global market, enabling them to 
service major telecom players in India, Turkey 
Egypt, Hong Kong and a host of other countries. 
With thumbs-up efforts in taking the first steps to 
becoming a transnational company, they pursued 
with a follow-on plan to penetrate their presence in 
more markets. 

There are many more such stories happening and 
in-the-making, as we read this.  

CEO, Ravi Narayan, with his depth of business 
experience, strives to design and deliver relevant 
mentoring programs and effective advisory services, 
to what is arguably the fastest growing enterprise 
segment of the world economy.  
 
You can take a look at MentorSquare’s portal to 
understand their commitment to assist 
entrepreneurs and small businesses across the 
globe achieve great winnings. 
 
 
 
 
 

CEO: Ravi Narayan 
Website: www.mentorsquare.com   
Email: info@mentorsquare.com / 

vishesh.jayawanth@mentorsquare.com  
Mentorship insights in this article are a contribution 
of MentorSquare. 
 



�  Snapshots of Happenings and Business Activities with SSC 
 

Sharing by OTC Capital and IE Singapore, June 2010 

The sharing session on 18 June 2010 put together by SSC, OTC Capital and IE Singapore, covered alternative fund raising 
option with over-the-counter platform and various assistance programs available to support market expansion plans. 
  
Mr Mohan Mulani, CEO of Harry’s Holdings Ltd was invited to share his experience on the OTC journey. Harry’s Holdings 
operates ‘Harry’s Bar’, a well-known local F&B brand with 30 local outlets. The company raised close to S$5m through the 
OTC Capital platform since its listing in early 2007. 
 
Here are some quick sharing points: 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

For more information on OTC Capital, visit www.otccapital.com , IE Singapore, visit www.iesingapore.com 
 
 
SSC-led Business Mission Trip to United States (Phoenix & San Francisco), May 2010  

           Top takeaways shared by U.S business advisors on growing your business locally and overseas 
 
‘Getting to Plan B’ with 
�  Pehr Luedtke,CEO, PowerReviews,  
�  David Friedberg,CEO, Weatherbill &  
�  Julie Wainwright,Founder & CEO, SmartNow 
 
1. Understanding your core competencies – refrain from doing things which deviates you from your core 

business expertise is essential in keeping to your plan. 
 
2. Knowing when is the elasticity for change – great visibility is needed to measure execution success. 

Regular performance updates will tell you when it would be likely to shift gear to plan B.  
 
3. Innovating after listening, could work well. The best form of feedback, learning and fine-tuning your 

offerings is through listening to your close customers. They will be able to tell you what you need to know to 
improve and when or what to change. Stay away from being overly in-love with product or great concept. 
Strike a balance, start getting it out to the market and refine it along the way.  

 
4. Assembling a credible board of advisors over time – is important to bounce off ideas and to acquire 

valuable feedback and industry insights which founders may lose sight of. 
 
5. Preparing your team for plan transition – you need to get the right team with the right focus and 

competency. For start-ups, employees are not signing up for just a job but for a role. Clear 
communication to your team is as crucial as visibility is to their performance. Stay focus on the (good) 
strategy, but be prepared to adjust the tactics.  

 
 

 

 

 

 

 

 

 

 
Ms Chan from IE Singapore 

providing overview of 
assistance for  

overseas expansion  

 Mr Ong from OTC Capital 
sharing on fund raising 

using the platform 

 Mr Mohan Mulani, from 
Harry’s Holdings describing 
his positive OTC experience  

 Networking among 
Participants 
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·  OTC Capital is a mechanism that helps companies 
with good growth prospects to raise up to SGD5m (in 
aggregate) within any 12-month period. It provides an 
alternative source of structured financing for 
companies. 

·  Listing on OTC could offer a less costly option and 
more process-efficient manner. There is no need for a 
prospectus and potentially takes about 3-6 months to 
get quoted from the start of document preparation and 
availability of cornerstone investors. The cost of fund 
raising is typically around SGD150,000 to 
SGD200,000 (could vary from case to case ).  

·  Investors must be ‘registered’ with OTC Capital before 
they invest in the Company. As fund raising under OTC 
Capital is regulated under the Securities & Futures Act 
272A, there are limitations to the offers not being 
allowed to be made ‘public’.  
 

·  In addition to fund raising, listing on OTC capital could 
help increase the company’s exposure to a current 
growing pool of over 3,000 pre-qualified investors and 
other targeted public relations efforts to profile the 
company through various portals. 

 
We hope it was a fruitful session and would like to thank 
all our participative attendees! 

 



�  Snapshots of Happenings and Business Activities with SSC (cont’d) 

 
   Top takeaways shared by U.S business advisors on growing your business locally and overseas (cont’) 
 

Roundtable Sharing with  
�  Peter Purushotma, NUS International Advisor & Advisor to Chairman/CEO,Headstrong Inc 
�  Fred M. Greguras, Legal Advisor, K&L Gates 
�  Sanjay Mathur, Principal Consultant, IT Info-Security, Risk & Audit, Contentify 
 
1. Approaches to entering the market - plan your market entry by taking into account the nature of your 

product and target customers. Some form of performance and financial backing is usually needed to validate 
business. Consider hiring someone with decision-making authority and demonstrate commitment to the 
market expansion. 

 
2. Selecting the right U.S business partner – consider their track record in execution; seek to understand 

how they can really get your product sold to market place, their technical capability and financial position to 
continue expanding. 

 
3. Protecting your intellectual property & commercial law requirements - necessary but not a condition to 

be successful. Get a trained legal advisor to assist you to run through the legal exposure and other 
employment issues. 

 
4. Having a direct presence U.S – may be required to demonstrate full-time commitment to actively support 

market channel developments. Companies need to generate revenues and acquire anchor customers, and 
less on building infrastructures. 

 
5. Your business capabilities are not determined by telling people what you do, but what you can do for 

others, better, using your solutions. Start building and cultivating relationships with customers and advisors 
to help you make headways into new markets.  

 
       

SSC hopes that the investee companies had a meaningful and fruitful mission trip  
with generous learning and business opportunities! 
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�  Snapshots of Happenings and Business Activities with SSC (cont’d) 
 
 
 
      Highlights at SPRING SEEDS Conference, March 2010 
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Comic publisher embracing new media - Launch of Singapore©s first 
interactive Chinese comics supporting MOE Syllabus 
http://publisher.koobits.com/chuangyi   

15 July 2010 - Chuang Yi Publishing, one of the largest comic publishers based 
in Singapore that specialises in producing domestic and imported comics in 
English and simplified Chinese, joined force with Personal e-Motion (PEM) to 
provide a new breed of interactive Chinese Comics that support MOE’s Chinese 
Language Syllabus. 

This partnership enabled the digitalisation of Chuang Yi’s comic books via PEM’s interactive publishing 
technology – KooBits. This series of interactive digital content products aim to enrich Chinese teaching and 
learning activities. This is probably the only interactive comics in Singapore with Pin Yin, English translation and 
animated voice-over to make learning Chinese fun.  

(Stanley Han, CEO and co-founder of PEM, in photo from left).  
PEM is a local start-up co-invested by Accel-X and SPRING SEEDS Capital under the Business Angel Scheme. 

 
 
 
 
 
                                    Tax Deduction Scheme for Angel Investors 

www.spring.gov.sg/aitd 
 

28 June 2010 – Under this new initiative by SPRING, angel investments which is a 
common and crucial resource for start-ups, could qualify for tax deduction against 
personal taxable income in Singapore. The tax incentive scheme aims to stimulate 
business angel investments into local-based start-ups and for experienced, 
committed angel investors to take on an active role in fostering their growth. 

 
Angel investors, who make equity investments of at least $100,000 in eligible start-

ups and meet other qualifying criteria of the scheme, could benefit from a 50% tax deduction on the amount after 
a two-year holding period. There is a cap of $500,000 of investments per year of investment and investors must 
not be related to the start-up founders. 

 
Details of the scheme were announced at the 44th Action Community for Entrepreneurship (Ace) Blue Sky 
Exchange, on 28 June, held at the Grand Copthorne Waterfront Hotel. For more information, visit 
www.spring.gov.sg/aitd. 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

In the Spotlight  
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In the Family 
 
Meet three new SEEDS investee companies  

Xuqa Pte Ltd 
Xuqa is a developer and publisher of web-based social games on a variety of 
platforms and across multiple genres. The company’s main focus is on casual 
sports games such as cricket, golf, tennis, and soccer, distributed on 
Facebook and major social networks. Xuqa has developed its own turn-based 
engine which can be used to rapidly deploy any turn-based game. With this 
engine, the time taken to develop a new title will be significantly reduced.  
 
The company has launched a new game ‘Howzat’ - a cricket game to be 
played on most of the social networks sites late last year. Since its launch, the 
game has attracted more than 50,000 monthly active users. Xuqa has also 
tied up with Zapak one of the largest online casual gaming website in India to 
distribute their cricket game early this 2010.  
 

 iSyndica Pte Ltd 
iSyndica is an online service for stock photographers, audio & video 
producers, and illustrators to manage and distribute their microstock portfolio. 
iSyndica’s cloud-based platform provides you with spot-on tools to manage, 
market, monitor and optimise your massive multi-media portfolios.  
 
Content owners can now have an extended reach to distribute their work to 
other agencies efficiently and increasing revenue probabilities without 
additional effort. The key proposition to users is to ‘Upload Once, Sell 
Everywhere.’ 

Smoov Pte Ltd 
 
SMOOV, a mobile service platform provider,  offers a comprehensive range of 
solutions for your mobile deployment needs. Their core competency is in 
mobile campaign management through their proprietary context aware 
engine: SMOOV Sense. It provides an intelligent and hassle-free way of 
building, deploying and managing your mobile campaign. The SMOOV 
platform can also take care of all mobile channel requirements in mobile 
campaign management, which covers channel distribution and convenient 
user experience. 
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COMPANY CONTACT INFO: 
 
 
 
iSyndica Pte Ltd 
Seb Coursol, Co-founder 
Sebc@isyndica.com 
www.isyndica.com 
 
 
 
 
 
 
 
 
 
Smoov Pte Ltd 
Steve Wah, Founder 
steve@smoov.me 
www.smoov.me 
 
 
 
 
 
 
 
 
 
 
 
 
Xuqa Pte Ltd 
Md Zaki Shabbir, Founder & CEO 
zaki@gameventures.com 
www.gameventures.com 
 
 
 
 
 
 
 
 
 
 
 

This Newsletter is published by SPRING SEEDS Capital Pte Ltd, a wholly owned subsidiary of SPRING SINGAPORE 


