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11 Feb: Annual Budget Seminar
Held on 11 February at the Marriott Hotel
Singapore, participants gained practical and
thorough understanding of the key budget changes
in 2009 and its impact on the current economy.

23 May: ACCA Graduation Show
BDO was honoured to be the Platinum sponsor for
the ACCA/ICPAS Graduation Ceremony. The event
was held at Raffles Convention Centre and received
many enquiries on job opportunity with the group.

27 May: KW Corporate Governance Seminar
BDO was proud to sponsor this SME seminar

organised by KhattarWong. The event was held at
Rendezvous Hotel. BDO received enquiries on
services provided and had good brand awareness.

28 May: Colin Ng & Partners LLP Get-together
On the evening of 28 May 2009, Raffles Lounge
was filled with much merry over drinks, food and
a game of pool when Colin Ng & Partners paid a
visit to BDO Raffles’s office.

4 Jun: Regional Tax Conference
Regional Tax Conference 2009 organised by BDO
Raffles was a highly anticipated one. Bringing
together tax experts from Asia region sharing tax

issues in these countries, the event receives great
feedback and media coverage.

18 Jun: Asia Pacific Tax Update 2009
Head of Tax - Rohan Solapurkar will be
representing BDO Raffles as speaker at the event
to be held at the Hilton Hotel Singapore.

July CPA Games 2009: Convenor for Badminton
To be held end of July, BDO is the convernor for
Badminton. This sports event is expected to spot
good sportsman and leadership material within
the group.
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Control Self Assessment (CSA) is being deployed
in many organisations as an integral part of their
overall internal controls framework. CSA enforces
controls compliance through clear identification
of staff responsible for internal controls and
regular self assessment of these controls.
Ultimately, staff make periodic declarations that
they have complied with the key internal controls
by signing off on a CSA questionnaire. These
questionnaires are collated across the
organisation, summarised and submitted to the
Board/ Senior management for review. Based
on the results of these questionnaires, Boards
and Senior management of these organisations
have a better view of the state of internal
controls within their organisation and whether
they are operating as intended.

Overview of the process

CSA implementation usually follow a risk and
control identification process, a pilot assessment
and a periodic verification process. The key
success factors of a CSA implementation is the
participation by personnel overseeing key
internal controls and the coverage of key risks
in the CSA questionnaires.

The following is a high level overview of the CSA
implementation process:

i. Identify key risks and objectives
Risks can be broadly defined as uncertain events
in the future that prevent objectives from being
achieved. Hence, to identify risks, structured
interviews and questionnaires will be used to
understand objectives and their corresponding
risks from the key personnel in the organisation.
With a comprehensive risk universe, further
analysis is required to prioritise the risks in terms
of likelihood of occurrence and the impact should
they occur. This is usually done through a
facilitated risk workshop or through electronic
voting by the key personnel.

ii. Identify key controls and owners
Most companies would have established
processes in place to address key risks. These
countermeasures usually include procedures or
actions to mitigate the impact of the risks, reduce
likelihood of the risk occurring or transfer the
risks to a third party.

Process walkthroughs are conducted at this stage
to identify relevant controls for each of the key
risks identified. In addition, specific personnel
who are responsible for the operating
effectiveness of the internal controls are also
documented. This ensures clarity over who
should subsequently be reviewing the control
and signing off on the CSA questionnaires.

(As these two stages are also usually covered in
ERM projects, where ERM has already been
conducted, companies can develop the CSA
questionnaires based on the results of the existing
ERM programme.)

iii. Prepare CSA documents
The CSA questionnaires are prepared at this
stage and it  should include the key
countermeasures or controls highlighted in the
earlier phase. To facilitate completion of the
questionnaires, references to existing policies
will also be documented. The CSA documents
are submitted for a final review by the key
personnel in the organisation before the pilot
CSA assessment.

iv. Pilot assessment
A pilot assessment is a dry run of the CSA
process. At this stage, the reporting lines for the
review and submission of the CSA questionnaires
would have been defined. Hence, the pilot
assessment allows a full CSA report to be done
and submitted. Any errors in the reporting lines
or assignment of the control questions will be
detected in the pilot assessment. Once these
are cleared up, the CSA questionnaires are
deemed ready for the actual assessment for
reporting to the Board.

v. Periodic independent verification reviews
As CSA requires management to assess
effectiveness of internal controls, many feel that
regular independent reviews, usually by Internal
Audit, are important to assess if respondents

understand the controls
that they are assessing
and whether they have
m a d e  t r u t h f u l  o r
informed assessments.
This stage helps to
complete the CSA cycle.

Key benefits of a CSA program

• CSA provides a structured and tangible internal
controls framework that the Board or Senior
Management such as CFO, CEO, can rely upon
when making an assessment over the overall
state of internal controls.

• The CSA questionnaire development process
requires extensive interviews and workshops
that will create a strong awareness of key risks
and their corresponding internal controls in
the organisation.

• CSA reinforces the notion that management
is responsible for internal controls by direct
assignment of internal controls that they are
responsible for.

• C S A  h a s  a l s o  b e e n  o n e  o f  t h e
recommendations by the ACGC (Audit
Committee Guidance Committee) to help
companies better manage risks and to monitor
compliance with internal  controls.

Conclusion

Benefits of CSA are manifold and can range from
the excellent controls awareness or the focused
risk management practices that will emerge
from the exercise. A full CSA programme can
also reduce the need for extensive internal audits
as compliance to internal controls is being
regularly reported. With CSA in place, the overall
system of internal controls will be transparent
and facilitate more meaningful assessments.

Sample of CSA
Checklist can be
request from RAS
department.

In the current economic climate, businesses are
facing seemingly endless challenges. Do you face
challenges such as falling consumer demand for
goods and services, fluctuating prices, uncertain
availability of raw material, tightening of credit
from bank, customers demanding lower prices,
and longer credit terms? The global economic
crisis is forcing all businesses to review their
operations and business model.

In response to these challenges, many business
owners and managers are finding themselves
adopting either one of the following two “knee
jerk” strategies to ride out the recession:

Ø The first and most common strategy is to reduce
prices to drive up sales volume in the hope of
generating more cash flows into the business.

While making short term losses may be a
workable solution for businesses with large
amounts of cash reserves, most businesses are
not able to ride out the recession this way. In
addition, many customers will not be willing to
revert to original prices after the recession due
to the erosion of brand value in the process.

Ø Some businesses are careful to maintain
profitability and allow revenue to decline,
keeping only the profitable customers and
maintaining its brand equity. This strategy of
riding out the recession only works for
businesses with low fixed costs and high gross
margins. Many businesses in this scenario find
themselves having excess capacity and
eventually scaling down operations drastically
and cutting jobs.

[Article by Risk Advisory Department]

 INSIGHTS | .01

Understanding Control Self Assessment

Operational Excellence Program:
Recession-Proof Your Business



Survival tips for
SME in a
downturn?
1. Accounting Records

Ensure that your accounting records are up to
date. The financial statements are the first
documents that the bankers want to see when
you approach them for funding.

2. Cash Flow

Monitor your cashflow closely. As funding is
hard to come by under the current economic
climate, your survival will depend on your
cashflow.

3. Staff Retention

Do not randomly retrench staff during the
current climate. They are your key assets who
can help you most in the downturn.  Strategise
and evaluate the manpower needs before
taking such action. Think long term. Employees
want to work with a caring employer.

Look at the larger picture. Adjust pay only when
it is necessary and fair, or it will dampen the
staff’s commitment to the company and your
competitors will be happy to welcome them.

4. Training

Invest resources for training. Companies that
do will have a better trained force to meet
challenges after the downturn. With more time
in hand, company should take this opportunity
for training the staff.

Do not adopt attitude “Good time, there is no
time to train. Bad time, there is no money to
train”. Exploit the grants and resources provided
by the government.

5. Marketing

Strategic marketing should be the theme of
the day. Positive returns must be the focus.
Adopt a “waste not” attitude. This will preserve
critical resources.

The company that survives will be the company
that has the resources to see it through the
hard times.

6. Review work flow and process and resize

This will be a good time to look at the work
f lows and implement improvements.

Prepare for the upsurge and at the same time
to resize your organization where it will be lean,
hungry and better prepared for the next wave.

[Article by Accounting Services,
Corporate Alliance Pte Ltd]
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Clearly, business owners and managers need to
find a way to transform the way they do business
during such turbulent times. Although all
companies value operational excellence, few
organisations excel at designing, communicating
and managing their performance-improvement
initiatives.

At BDO Raffles, we have found solutions for many
of these issues. It’s called the Operational
Excellence Program (OEP).

OEP is a tool that can help businesses increase
revenue, maintain profits and increase
productivity at the same time. It can offer a
solution that will enable businesses to improve
the top line, bottom line and run operations more
sustainably.

What is Operational Excellence Program (OEP)?

The philosophy of OEP is borne out from the
focus on Return on Equity (ROE) decomposition
in the perspective of shareholders seeking
enhancement in shareholder value over the long
run.

ROE = Profit Margin x Asset Turnover x Financial
Leverage

Operational Excellence Program is a capability
development tool by BDO Raffles that drives
business performance by setting-up and
facilitating cross-functional project teams to
implement best practices in each of the following
areas:
Ø Cost management
Ø Sale improvement
Ø Productivity / Asset Optimisation

The Operational Excellence Program (OEP)
framework comprises of the training phase where
management tools and problem solving skills are
imparted to the project teams. The other two
phases are development and implementation of
improvement plans as illustrated in figure 1:

Figure 1: Three phases of the BDO
Operational Excellence Program

Measurable and Sustainable Results

Through helping businesses to develop the right
capabilities, BDO is able to assist public-listed
companies and small & medium enterprises
(SMEs) across a variety of industries with
customized solutions that can lead to measurable
and sustainable results.  OEP best practices give
a company the discipline to achieve outstanding
performance in globally competitive facilities
operations through setting and monitoring of Key
Performance Indicators (KPIs) to ensure that the
results are measurable and sustainable. Figure 2
below shows how this is achieved through a

continuous improvement framework adopted in
the Operational  Excel lence Program.

Figure 2: OEP model for sustainable and measurable results

Benefits of OEP

The OEP provides many benefits – lower costs,
increased efficiencies, maximum sustainable
returns on operating assets, and an enhanced
competitive position. The OEP also bring about
intangible benefits as follows:

Ø Improved Communication
Communication is essential to meeting
strategic goals. The OEP will significantly
improve communication at the top and
middle management and across functional
groups.

Ø Setting the right KPIs
What cannot be measured cannot be
optimised. Many companies are disappointed
with strategy execution because they struggle
with data collection and measurement. OEP
ensures that the right KPIs are put in place
so that the real problem areas can be
identified and addressed.

Ø Improved Transparency
Top performing companies make good use
of performance data and measurement
m e c h a n i s m s  a n d  h a v e  s t r o n g e r
communication channels between senior
management and frontline employees.

Ø Ownership by line and supporting managers
Training staff to embrace changes and seek
continuous improvement.

[Article by Corporate Finance Department]
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International trade has been a hot issue for the
past decade or two. And with the advent of
globalisation, this issue has been further
clamored by both senior and middle
management of small, medium and large
businesses alike as a great, if not the best way
for growth.

But trading internationally is not new. Think
cotton and tea of the East India Company. Think
Chinese silk moving from East to West on the
Silk Road. Think spices on camels navigated by
Arabians to the Far East. Think further back to
shell and salt exchange among tribes.

Sounds easy, doesn’t it? Sure is! Export, overseas
sales, international growth, brand recognition…
These are music to the ears of management.
These things are certainly embraced by many…
but realized only by a few.

International trade, exporting in particular, is
not as easy as it seems. Public opinion merely
simplifies it as “selling overseas.” However, there
is a lot more to that. Companies new to exporting
will be bombarded with jargon on documents,
payment and what-not. They will realize that
short-term gains have to give way for long term
benefits. And all the bravado-ish straight talk
they will be exposed to will most likely just bring
them down to reality.

Surrounding the glory and challenge of exporting
are 4 issues. They are remembered as STEP.

Site
Things

Expenses
Partner

Site is the target country of export. Having an
idea of where one’s product or service might
sell due to foreign inquiries or gut feel is a good
start. However, businesses still need to research
target markets to determine a match between
one’s products and the market.

Majority of new exporters are often attracted
to the Americas, United Kingdom and Japan,
among others without considering the intense
competition, complex distribution network and
price sensitivity attached to them. Depending
on one’s location, shipment may be a hindrance.
Taking Singapore as an example, distance creates
a price disadvantage when compared to a
European company exporting to America or a

Chinese company exporting to Japan.
These issues increase the risks and
make those markets less attractive.
However, the case may differ once a
presence is established in other, easier
markets.

The second issue is Things – products and/or
services to be exported. This issue encompasses
all characteristics ranging from the actual product
to packaging and to positioning.

What works locally may not necessarily work on
foreign soil. Even if research shows a market,
there is no guarantee of sales. Certain product
features may have to be modified to fit the target
market. Worse, it might even have to be
modified differently for different markets.
The latter case, of course, may not be a
viable option given the costs it will
incur, unless potential profits
are worth the risk. Positioning
may also change. Certain markets
may perceive some products to be
expensive resulting in an up-market positioning
while others may perceive it otherwise. There
is no product that fits all markets.

The third issue is Expenses. Exporting is
undeniably a costly undertaking but for SMEs,
it is even more daunting. The financial
commitment knows no bounds. However, proper
planning coupled with an open-minded approach
may limit the financial risk.

One should not expect current margins to be
preserved. Exporting requires companies to have
margins that may be difficult to swallow. One
needs to consider shipment costs, import taxes,
distribution network margins and other expenses
that the importer will incur. This, at first, may
deter a business from exporting. However,
exporting has to be perceived on a long-term
basis because that is when volume comes in.

One also needs to develop sample packs.
Importers want to see and feel the actual
product. And it is always good to send
professionally arranged samples. These, more
often than not, are given for free, including
freight charges, unless the importer is kind
enough to shoulder either or both. There is no
right or wrong on who should shoulder these
expenses.

T h e  l a s t
issue is the

Partner. Akin
to marrying a

person, specific
c r i t e r i a
required for a
s u c c e s s f u l
marriage is
just as valid

for a successful
b u s i n e s s

r e l a t i o n s h i p .
Working with a

good partner requires
mutual respect, common

values and goals, balance of power
and open communication with a slight
touch of audacity.

Due diligence of potential partners is also
needed to determine their background. This can
be done through customer references,
government agencies and/or negotiations.
Negotiations allow one to know and evaluate
their sincerity, capabilities, bargaining power,
etc. Here, one needs to be flexible with purchase
terms and conditions. The exporter should not
expect importers to purchase at its price, bear
all marketing costs and abide by its payment
terms. There should be some compromise
between both parties, as rigidity in itself may
just bring the runaway bride to l ife.

Finding a partner is the most difficult part simply
because there is no sure way of finding one and
determining whether the right partner was
chosen. Working hard will definitely find a
partner, but working smart will get the exporter
closer to who it wants to be with.

The initial STEPs of exporting are just the tip of
the iceberg. Even if a company has selected a
good market, modified its product to what the
market wants, made adequate investments and
chose the best partner, will huge sales follow?
Nobody knows. Adopting these STEPs is more
of a reassurance rather than a guarantee that
one is walking the best path to success. However,
success is still dependent on the partner. Can
the partner perform? Now that’s the question.
There is no way to answer that. Working with a
new partner really is just, in its simplest sense,
a leap of faith.

[Article by Management Consulting Services]

The Company Legislation and Regulatory
Framework Committee recommended an
addit ional  bus iness  vehic le ,  L imited
Partnerships (“LP”) to provide local and foreign
investors with greater flexibility for doing
business in Singapore. The formation of a LP
is legislated by, inter alia, the Limited
Partnerships Act. The Limited Partnerships Act
and all subsidiary legislation made under the
Act came into operation on 4th May 2009.

The LP is basically a partnership and does not
have a legal personality separate from its
partners and thus it cannot enter into

New Business Vehicle for Doing Business
In Singapore - Limited Partnerships

contracts or hold property. A LP must be
registered with at least two partners, one of
whom must be a general partner. An individual
or a corporation may be a general partner or
a limited partner.

A general partner is responsible for the actions
of a LP and is liable for all debts and obligations
of the LP. However, this is not applicable for
a limited partner provided he/she does not
take part in the management of the LP. If there
are no remaining limited partners, the
remaining general partners shall be deemed
to be limited partners and the LP be

suspended. Once a new limited partner
registers, the LP registration will be restored.

Appointing a local manager is not compulsory
unless all the general partners are residing
outside Singapore. The local manager is
subject to the same responsibilities, liabilities
and penalties as a general partner if the
general partner defaults in respect of such
obligation. He is personally responsible for
discharging all obligations of the LP. The local
manager must be a natural person and attain
the age of 18 years old and he/she must not
be an undischarged bankrupt unless he/she
has obtained permission from the Court or
the Official Assignee.
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In 2009, Singapore introduced a Jobs Credit
Scheme (“Scheme”) to encourage business to
preserve jobs in the downturn. The Scheme
entitles businesses (with the exception of local
and foreign government organisations) to receive
a cash grant based on Central Provident Fund
(CPF) contributions that they have made for
their existing employees who are Singaporeans
and Permanent Residents who are in the
business’s January, April, July or October 2009
payroll and on the condition that the businesses
have made the CPF contributions for their
employees by the 15 April (extended), May,
August and November 2009.

Accounting Treatment

Recognition
The jobs credit grants in the Scheme qualify as
government grants  under FRS 20:3.
An entity shall recognise the jobs credit grants
when there is reasonable assurance that the
entity will comply with the conditions (bolded
and italic above) and the grants will be received
(FRS 20:7).

Hence, once the entity has satisfied the
recognition criteria above, the entity is presented
with two options:

Ø Option 1 - Recognise the jobs credit grants
as income over the periods necessary to
match them with the related costs which
they are intended to compensate, on a
systematic basis. These jobs credit grants
shall not be credited directly to shareholders’
interests (FRS 20:12);

- or -
Ø Option 2 - Recognise the jobs credit receivable

as income of the period in which it becomes
receivable as the jobs credit grants are
deemed to be granted for the purpose of
giving immediate financial support to the
entity with no future related costs (FRS
20:20).

A closer look at these two options reveals that
the intention behind the issuance of these jobs
credit grants is the determining factor of how
the entity should account for these jobs credit
grants.

Option 1
Option 1 takes the view that the Scheme was
introduced on a looking-forward basis to defray
business costs, for entities to retain existing
employees and where warranted, to employ
new ones in the year ended 31 December 2009
rather than with the objective to provide
immediate relief to entities in the qualifying
periods.

For example, if the employee were to leave by
31 December 2008 and hence not in the payroll
for January 2009, the employee would not
qualify for the Scheme. In the application of
Option 1, the entity would recognise the jobs
credit grants in the income statement over 2009.

Option 2
Option 2 takes the view that the Scheme was
introduced with the provision of immediate
financial support to the entity and was not
intended to compensate for any past, current
or future related costs.

In the application of Option 2, the entity would
recognise the jobs credit grants in the income
statement in the period in which it becomes
receivable. For example, the first jobs credit
grants amount was payable on 31 March 2009
and was computed based on the payroll for
October to December 2008 in which the amount
was known only on 22 January 2009, the entity
would recognise the jobs credit grants in the
month ended 31 January 2009 as they could be
reasonably assured by then whether the
employee would qualify for the Scheme.

On 20 May 2009, the ICPAS issued a circular that
for simplicity, the jobs credit grants shall be
recognised in the month of payment only.
Consequentially, jobs credit grants received on
31 March 2009 shall be recognised on 31 March
2009, the grant received on 30 June 2009 shall
be recognised on 30 June 2009, the grant
received on 30 September 2009 shall be
recognised on 30 September 2009 and the grant
received on 31 December 2009 shall be
recognised on 31 December 2009.

An entity shall account for the jobs credit grants
accordingly prospectively from 20 May 2009.
Early application is permitted. If an entity has
not accounted for the jobs credit grants in
accordance with this circular prior to 20 May
2009, it shall disclose that fact.

Presentation

The entity is presented with two options (FRS
20:29) as follows:

Ø Option 1 – To recognise the jobs credit grants
as “Other Income” in view that payroll
expenses are not incurred for the purpose
of getting the grant;

- or -
Ø Option 2 – To recognise the jobs credit grants

as a deduction against relevant costs in view
that the costs would have not been incurred
if not for the grant.

Following the view above on the Scheme being
introduced in a bid to encourage the businesses
to retain the existing qualifying employees or
even to hire new employees and to defray payroll
costs, it appears, prima facie, that an entity,
which would have ordinarily reduced or frozen
headcounts in view of the tough times ahead,
would have chosen to retain the qualifying staff
or even hire new qualifying staff in view of the
reduced costs (as a result of the grant).  Following
this theory, it appears that Option 2 will be a
more appropriate presentation.

However, it depends on a case-by-case situation
as to whether the expenses are incurred by the
entity for the purpose of getting the grant. If the
management were to be of the view, based on
their short-term or long-term budget or business
plan, that the jobs credit grants were a bonus
because management had or would incur the
costs irrespective of whether the jobs credit
grants were granted, then it would be more
appropriate for the entity to adopt Option 1. In
addition, in view that the cash grants are tax
exempted and for simplicity, an entity might
want to reflect it as “Other Income – Jobs Credit
Grants from the Government” so that it can
easily adjust it out when submitting its tax
computation.

Jobs Credit Scheme

[Article by Audit Technical & Training]
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There is no conversion process for a business
to be converted into a LP. Therefore, the
partners of a business must cease their
business before register a new LP. The Limited
Partnerships Act has also no provision allowing
for a company or a Limited Liabi l ity
Partnerships to be converted into a LP, and
vice versa.

Under the provision of the Limited Partnerships
Act, a LP is not required to lodge its account and
annual return with the Authority. However, a LP
must ensure proper keeping of accounting and
other records that will sufficiently explain its
transactions and financial positions for at least
5 years. The Limited Partnerships Act also does
not prescribe requirements for the holding of
annual general meetings.

A LP may be dissolved under the following
circumstances:-

1. Expiration of partnership term;
2. Notice given by any general partner;
3. Bankruptcy of any general partner;
4. Death of any general partner;
5. The happening of any event that makes the

LP unlawful to carry on the business; or
6. An order of court.

If a LP ceases to carry on its business, a general
partner must notify the Authority by submitting
a Notice of Cessation of Business with the
Authority.

[Article by Corporate Secretarial Division,
Corporate Alliance Pte Ltd]
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You have just received news that
the debtor that you have been

chasing for  payments for
months has now been wound
up.  What should you do now?
What are your rights as an
unsecured creditor of the
c o m p a n y ?  A n d  m o s t
importantly, can you get your
money back?

I n  c a s e s  w h e r e b y  t h e
companies are placed under
members’ voluntary liquidation
(voluntary winding up of a
solvent company), it is a pre-

requisite that all creditors are
paid in full. In this regard, you

should not worry that you will not
be able to collect your debts. The
directors of the company are in
breach of the Companies Act,

Chapter 50 (the “Act”), in the
event  that  there  are

insufficient funds to pay
al l  l iabi l it ies of the
company, s ince the
directors would have to
make a declaration that

the company is able to
pay its debts in full within a

period of not more than 12 months after
the commencement of  members’
voluntary liquidation.

Prior to a company being placed under
creditors’ voluntary liquidation (voluntary
winding up of an insolvent company), you

would receive a notice of creditors’
meeting. It is not compulsory for the
creditors to attend the creditors’ meeting
and your claim against the company will
not be prejudiced if you do not attend the
creditors’ meeting. At the creditors’
meeting, the creditors can ask questions
regarding the state of affairs of the
company. The creditors will also vote on
the appointment of the liquidators (the
creditors’ choice of liquidators will prevail
over the shareholders’ choice), the
formation of a committee of inspection
and the disposal of the books,
accounts and documents of the
company and those of the liquidators
upon the dissolution of the company.

A company can also be wound up when
a winding-up order has been granted
by the High Court (compulsory
liquidation).

After the commencement of creditors’
voluntary liquidation or compulsory
liquidation, creditors cannot proceed
with any legal action against the
company except by leave of the High
Court. This means that all legal
actions commenced against the
company will be stayed unless the

High Court grants leave to the creditors to
proceed with the actions. The creditors will

Before unsecured ordinary creditors are paid,

whether partially or in full, the following parties

must be paid first under Section 328 of the Act:

a) the Liquidator’s fees and expenses (including

legal costs) plus the taxed costs of the petitioner

(applicable in a compulsory liquidation).

b) Outstanding wages and salaries (up to S$7,500

or 5 months’ salary, whichever is lower).

c) Amount due to employee as a retrenchment

benefit or ex gratia payment under any contract

of employment or award or agreement that

regulates conditions of employment.

d) Workmen’s compensation.

e) Outstanding CPF contributions for the 12

months prior to the liquidation of the Company.

f) Vacation leave.

g) All amount of tax assessed and all goods and

services tax due under any written law before

the commencement of winding up.

What Happens To Debts Owing To
Creditors When A Company Goes Into
Liquidation?

file a proof of debt form with the liquidators
with regards to the outstanding amount due
to them.

 A proof of debt form (“POD”) is a prescribed
form in which a creditor can submit, together
with all supporting documents, to the
liquidators to register their claims against the
company under liquidation.  Under the Act,
should there be surplus funds to be distributed
to the creditors (known as “dividend
distribution”), the liquidators will notify all
known creditors (creditors recorded in the
books of the company or creditors whose
claims are made known to the liquidators) as
well as advertise their intention to declare a
dividend to the creditors. If you have not
submitted your POD to the liquidators then,
this will be a good time to submit your POD
to the liquidators should you wish to receive
dividends out of the liquidation administration.
The liquidators will adjudicate your POD to
determine the amount to be admitted for the
purpose of dividend distribution. You will not
be entitled to a dividend if you do not submit
your POD to the liquidators.

Priority of Payment

Pursuant to the Act, there is a priority of
payments to be taken into consideration when
declaring dividends to creditors. It is therefore
important to know where you stand as a creditor.

This article is a brief summary of the settlement
of debts due from a company under liquidation.
 Should you wish to obtain further information
about your rights as a creditor, please contact
our Business Restructuring Services for more
information.

[Article by Business Restructuring Services]
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The Regional Tax Conference 2009 organised by
BDO Raffles was held on 4th June at the Sheraton
Towers Hotel Singapore. Bringing together
partners and directors from BDO Asia offices,
the conference has been an engaging one for
the delegates.

Highlights of the full day event include tax issues
revolving Asia. India and Thailand have
regulations and restrictions regarding foreign
investment while China has introduced new
regulations on tax withholding and transfer
pricing. Singapore also introduced new guidelines
on foreign sourced income remittances to be
tax free. Recapping the event, delegates have
shown positive responses through the Question
& Answer session. Concerns about tax planning

ACCA Grad Show
BDO congratulates all graduates in this special
occasion. The ACCA/ICPAS Graduation Ceremony
2009 was held on 23 May at Raffles Convention
Centre. As a Platinum Sponsor, BDO team was
honored to participate in this ceremonial event
where over 300 academy achievers gets confer
on this day.

‘The current economic situation has played into
the hands of graduates looking for a career in
accounting. With the financial markets straining,
the demand for and standard of accounting skills
are set to rise’ said Mr Ernest Kan, ICPAS
President,  in  his  accolade message.

BDO receives enthusiastic enquiries on
professional accounting career with the
company. Along, Audit Partner Ms Jocelyn Goh,
shares with fellow graduates her aspiration and
challenges working with BDO.

BDO hope that the event creates new platform
for high-spirited individuals to cast their identity

w i t h  t h e
company in
t h e  n e a r
future.

Jocelyn Goh
with graduate

Career enquiry at BDO

BDO Raffles participated as a sponsor at the
Conference on Corporate Governance of SMEs
and Family Businesses. Held at the Rendezvous
Hotel on 27 May 2009, the conference was jointly
organised by Nanyang Technological University
(NTU), Singapore Institute of Directors (SID) and
Association of Small & Medium Enterprises
(ASME). KhattarWong also played a key role in

the conference as
strategic partner.

The turnout of the
conference was
overwhelming with
over 60 attendees
from various SMEs
a n d  fa m i l y - r u n
companies. It was
definitely a good
opportunity for BDO
to identify potential

businesses and create market presence within
this group of companies.

Heartbeat issues of successful SMEs and Family
Businesses – succession, taxation, financial and
funding issues were addressed during the day’s
session; providing essential knowledge for BDO
to recognize the needs of local businesses today.

Corporate Governance
Seminar

BDO Regional Tax Conference 2009

and compliance in these new territories affecting
expanding companies were addressed by our
experts professionally.

Channel News Asia was there to interview our
experts to find out the latest market insights
and trends in today’s businesses. The coverage
on the conference and interview session with
Timothy Loh - Tax Manager, BDO Raffles and
Alfred Choi – Partner, BDO Hong Kong, was
telecast on “Asia Business News” that evening.

The conference received excellent feedback
particularly on the topics
covered and quality of
t h e  d e l i v e r a b l e s .
Delegates were able
to  obta in  a  c lear
understanding of the
latest tax updates and
found it useful in their
current role.

Many of  them are
looking forward to more
conferences like this
from BDO.

Channel News Asia interview
with Rohan Solapurkar,

Head of Tax
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International Snippets
UAE: Partner appointed to department of finance
We are very proud to announce that His Highness Sheikh Mohammed bin Rashid Al Maktoum, Vice
President and Prime Minister of the UAE and Ruler of Dubai, has issued an Emiri decree appointing
Abdulrahman Al Saleh as Director of the Department of Finance of the Government of Dubai.

Mr. Abdulrahman Al Saleh is a Partner at BDO Patel & Al Saleh, Dubai UAE office.

Bahamas: BDO receives quality award
In March 2009 in Paris, BDO Mann Judd received the International Star for Leadership in Quality Award
in the Gold category in recognition of Commitment to Quality, Leadership, Technology and Innovation by
the Business Initiative Directions (BID) with the QC100 criteria. BDO Mann Judd represents success for the
Bahamas in the business world.

Indonesia: Client invites BDO to become a trusted partner
BDO Tanubrata was invited by Jababeka to be a partner in support of their One Stop Services concept
gathering. This was held on 18 March 2009 at the President Executive Club, Cikarang Baru.

The gathering was an introduction of Jababeka’s new concept of services to their Industrial Estate’s tenants
by providing variety of services which are supported by professionals.

BDO International is a worldwide network of public accounting firms, called BDO Member Firms. Each BDO Member Firm is an
independent legal entity in its own country. The network is coordinated by BDO Global Coordination B.V., incorporated in The Netherlands,
with its statutory seat in Eindhoven (trade register registration number 33205251) and with an office at Boulevard de la Woluwe 60,
1200 Brussels, Belgium, where the International Executive Office is located. BDO Raffles is the BDO Member Firm in Singapore.

2009 Junior World Hockey Tournament will be
held jointly by Singapore and Malaysia (JB) from
7- 21 June 09. BDO Raffles together with BDO
Binder (KL) are sponsoring the empire jerseys.
Catch the show live at: SengKang Stadium, 57
Anchorvale Road. The tickets are free and you can
reserve the tickets from ESPN who is the organiser
of the event. Watch out for the live telecast on
ESPN network and look out for BDO logo!

The Opening ceremony on 5 June will be held
at the SengKang Stadium. The final will be played
in JB.

Flu scare?
Here are some precautions
you can take note.
Just like the seasonal flu, Influenza A (H1N1)
infection in humans can vary in severity from mild
to severe. Signs and symptoms of Influenza A H1N1
infection may include the following:
�> High fever, Cough
�> Muscle pains, Sore throat
�> Fatigue or tiredness, Headache
�> Nausea, Vomiting or diarrhoea

See your family doctor if you have any of the above
symptoms. Seek immediate medical attention if
you experience the following warning signs:
�> Breathing difficulty
�> Confusion
�> Persistent vomiting
�> Sudden dizziness

H1N1 infection can be serious and life threatening.
Deaths from pneumonia and respiratory failure
have been reported with severe infection.

Treatment
There are antiviral medications available to treat
and/or prevent H1N1 infection. Anti-viral
medications such as oseltamivir (Tamiflu®) or
zanamivir (Relenza®) are recommended for the
treatment of H1N1 infection. These medications,
when taken early in the course of infection (within
2 days of the appearance of symptoms) may:
• Reduce the severity of the infection with faster

recovery from the illness.
• Prevent serious flu complications.

Prevention
One of the ways to protect against H1N1 infection
is to prevent its spread. Since the illness occurs
through direct contact with infectious material and
respiratory secretions, it is important to practise
good personal hygiene. Take these everyday steps
to protect your health:

1. Cover Your Nose and Mouth
With a tissue when you cough or sneeze and
dispose the tissue properly in the trash after use.

2. Wash Your Hands
• Regularly and thoroughly with soap and water.
• Before and after preparing food
• After going to the toilet
• Before and after eating
• After blowing your nose
• After using your hand when coughing or

sneezing.

3. Contain the Spread of Flu
• Use a serving spoon when sharing food from a

common dish.
• Do not share personal items such as

toothbrushes and towels.
• Avoid touching your eyes, nose or mouth.
• If you are sick, avoid crowded areas and wear

a surgical mask.
• Stay at home and do not go to work or school

if ill.
• See your family doctor if you have flu-like

symptoms and if you have recently travelled to
areas with cases of H1N1 flu.

4. Build Up Your Immunity
• If you are a smoker, quit smoking. It harms you

and your family.
• Take more fruit and vegetables. Fruit and

vegetables are the most power-packed
combination of nutrients your body needs for
good health.

• Drink the equivalent of 8 glasses of fluid daily.
• Engage in 30 minutes of moderate intensity

physical activity on 5 or more days a week.
• Learn to relax and rest.

5. Keep Your Environment Clean
• Do not throw leftover food on the floor or in

the open.
• Do not leave food in common areas for stray

animals.
• Do not spit on the floor and common areas.
• Throw used masks, tissue or litter into rubbish

bin.

Message brought to you by Health Promotion Board

2009 Junior
World Hockey
Tournament
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