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One of the biggest lessons
this past year for us was about
preservation and preparation.
By utilising current resources
to their full potential and
maintaining good relationships
with banks, customers and other
stakeholders, we have managed
to get on top of things.

staff with better training, delivered online.
This adaptability has helped their
employees and business thrive throughout
the years, while preparing them for
unexpected headwinds.
“A good company is judged not only by
how it rewards its staff during good times,
but also by how it shows support during
bad times,” says Mr Lim Meng Teck, general
manager of Builders Alliance.
Diversification
While adaptability is crucial to a company’s
progress – and survival during a crisis –
these companies also showed that it is
important to know one’s strengths to build
upon the familiar. Many have explored and
grabbed new opportunities over the years
to diversify, which allowed them to expand
upon existing capabilities.
As one of Singapore’s most established
fuel providers, Union Gas Holdings started
out delivering gas cylinders in 1974 and
has since become the only company in
Singapore that provides three types of gas
– liquid petroleum gas, compressed natural
gas and diesel. This strategy has allowed it
to establish itself in different sectors and
serve more customers, gaining breadth and
depth in the retail fuels sector.
Companies like A-Plus Automation
and GKE Corporation leveraged upon
innovation and prudent planning to
expand and foster greater synergy in their
service processes.
When its customers in the oil and gas
and clean-energy industries reduced orders
during Covid-19, GKE Corporation swiftly
pivoted to alternative avenues of growth
in the healthcare, electronics and food and
beverage sectors.
A-Plus Automation seized the
opportunity of jumping into the
e-commerce industry early on. This
adaptation from its strengths in other
sectors, like food and beverage, led to
tremendous growth.
Mr Rodney Ham, managing director
of A-Plus Automation says: “By focusing
on building our core competencies in the
present, new capabilities can be created for
tomorrow.”
Sustainability
Another common attribute of high-growth
companies is having a clear vision of their
future and not letting present disruptions
derail long-term goals.
“One of the biggest lessons this past

Mr Neo Cheow Hui, chief executive
officer of GKE Corporation

year for us was about preservation and
preparation. By utilising current resources
to their full potential and maintaining
good relationships with banks, customers
and other stakeholders, we have managed
to get on top of things,” says Mr Neo
Cheow Hui, chief executive officer of GKE
Corporation.
This can mean adapting to unexpected
global events, like a pandemic, while
pressing on with environmentally
sustainable practices for the good of the
planet.
Take energy retailer iSwitch for
instance. It is unwavering in its goal to cut
carbon emissions. It recently embarked
on numerous new projects, including a
S$21.7 billion plan to provide Singapore
with solar energy from Australia.
For BR Metals, also recognised
the third time in a row in this ranking,
the recycling powerhouse makes profits
by recovering precious metals such as
palladium, platinum and rhodium
from scrap materials. By doing so, it
reduces the wastage of precious metals
in e-waste, which means a cleaner future
for the planet.
Like many of the companies which
made the cut to the list, it is a firm
believer in automation and technology
to power continued growth. New tools
such as sensors and robotic arms have
helped to automate the extraction process,
boosting productivity rates.
“We’re always thinking about how we
can be bigger, better, faster and more
cost-effective,” says BR Metals’ managing
director Frank Chen.

Being able
to pivot to
alternate
growth channels
has helped
companies
like GKE
Corporation
(above) sustain
growth, while
embracing
new tools and
technologies
has allowed
BR Metals
(right) to adopt
more efficient
processes and
increase its
productivity.
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Energising
a sustainable
future
Electricity retailer
iSwitch makes
green electricity
affordable
By Alan Yuen

The Open
Electricity Market
was a new initiative
in Singapore and
people did not realise
how much they could
save until the value
proposition was clearly
explained to them.
We found roadshows
and face-to-face
communication to be
the best way to reach
new customers
Mr Andrew Koscharsky,
chief commercial off icer,
iSwitch
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ow do you grow your business
when your product is identical
to your competitors’? That
was the quandary iSwitch faced
in April 2018, when, for the first
time, consumers could choose the
company they wanted to power their
homes.
At the time, there were 13 energy
retailers. Little differentiated them –
like telcos, they essentially sold the
same product. iSwitch needed a clear
value proposition to stand out in a
crowded field.
“We are proud to be recognised
as Singapore’s fastest growing energy
company and will continue down the
path of empowering our community
with bill savings, technology &
sustainability. We are not bound by
fossil fuel generators like a lot of other
Energy companies,” explains iSwitch
chief executive officer David Maher.
“Our growth success was built
on listening to our customers and
giving them what they wanted – a
competitive rate, an easy-to-switch
process and a clear communications
strategy,” says Mr Andrew
Koscharsky, chief commercial officer
of iSwitch.
“The Open Electricity Market was
a new initiative in Singapore and
people did not realise how much they
could save until the value proposition
was clearly explained to them. We
found roadshows and face-to-face
communication to be the best way to
reach new customers,” he adds.
With a simple premise –

The iSwitch team grew from a small team to over 70 employees within three years. (Photo taken pre-Covid-19.) PHOTO: ISWITCH

guaranteed savings through a
discount to the existing electricity
tariff – iSwitch won over thousands of
customers each month.
Reducing the carbon footprint
Slashing prices is a good way to
catch someone’s attention, but
iSwitch’s biggest differentiator is its
resolute purpose to advocate for
climate-change awareness.
iSwitch provides green-certified
carbon-neutral electricity at no
additional cost to the consumer, a
cornerstone of its brand identity,
says Mr Koscharsky. This is achieved
by purchasing carbon credits to
offset emissions generated by
energy usage.
“We have helped to save over
160,00 tonnes of CO2 equivalent
of carbon emissions,” says Mr
Koscharsky. “When we purchase

carbon credits, that funding also
helps to support real-life projects
such as wind farms and forest
regeneration.”
The strategy of providing
affordable, carbon-neutral electricity
paid off. iSwitch broke out from
the pack, surging to over 100,000
users within two years. And as the
only retailer to offer carbon-neutral
electricity in all its plans, iSwitch also
became the largest provider of green
electricity.

A greener future
Although iSwitch’s roadshows
proved an effective strategy to
acquire customers, Covid-19 forced
the company to take a more digital
approach, says Mr Koscharsky. It
doubled down on the customer
experience, investing in beefing up
its IT systems to enhance customer

service. It also launched a new
mobile app to provide convenient
access to services such as paying
bills, monitoring energy usage and
tracking savings.
On the sustainability front, iSwitch
is also pursuing ambitious projects
ranging from home battery storage,
electric vehicles and solar power.
Last year, it signed an agreement
with an energy storage company to
conduct a pilot programme. The trial
is a test bed for providing homes
with a source of renewable energy by
capturing solar power and storing it
in a battery for later use.
“We’re as committed as ever to
sustainability,” says Mr Koscharsky.
“As green electricity becomes
cheaper, we want to make lowpollution energy widely available
without the need for significant cost
increases.”

