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Right move: Liang focuses on getting the company culture and core values down pat right from the start.

By IOY LEE
joyimy(@thestar.com.my

CHRISTOPHER Liang, 33, wasn't
one of those who fancied looking
young. Once, he tried growing out
a beard to look older but decided to
do away with the facial hair when
it made him look messy.

But looking older seemed a
necessity, particularly so when he
has to deal with an established net-
waork of property developers.

At 28, he had mfound':ad proper-
ty marketing firm Googelplex
Holdings Bhd.

“Back then, ] was always asked
two guestions when people meet
me. The first one is, where is your
boss? The second, is this your fami-
ly business?” he reveals. i

Liang did not have any experi-
ence in the property sector then
and he was broke from a prior
failed telemarketing venture. That
made him all the more eager (o
prove himself and looking older. he
opines, \-\ft.}u]::i'l ljnslj.i more confi-

ence in his clients.
! Put a friend of a friend offered

im some comfort.
" e tald me, when 1 rst knew
you, you looked very young (o me.
After talking to you, I know that :
you are not young, notin I_Ermsg
age, bul in experience . That made
me think differently,” he says.

Young and ambitious

o

Property marketing firm co-founder shows that hard work and grit
can trump experience in building a company

He began to focus more on build-
Ing his company and less on trying
1o live up 1o others’ expectations.

Liang, who started the company
‘with his brother and a friend from
secondary school in 2013, entered
the market at what he thinks is an
opportune time although the prop-
erty market was already sl
down in the second half of the year
following another increase in the
real property gains tax,

there was to do was to work
harder and apply their own strate-
gY to outperform other real estate
agencies, he adds.

No one on his team came from
the property industry, not even his
salézr director, which gave them a
different kind of edge.

“Maybe that made us different.
From day one, we built the compa-
ny our own way. When we were
very small, we were focused on

-

) When we started, our whole team did not
have a background in the property industry,
not even our sales director. Maybe that made

us different. © )

training and on the core values of
the company.

“Alot of small companies don't
care about values, they only care
about getting business. Our core
values are integrity, professional-
ism and innovation. We stick to
that,” says Liang.

He promises no hanky-panky in
the company.

When Googolplex pitched for
projects, they focused more on

their philosophy of doing business
than on their sales commitment.
They took time to build rapport
with property developers and

proved their worth through results.

Building a foundation
Although Googolplex's core busi-
ness is in marketing property pro-
ects, Liang himself admits that he
as never actually sold a property

on his own or as part of the compa-

ny.

“A It of peaple thought | was a
top salesperson,” he laughs.

Liang spends more of his time
putting together training modules,
conducting sales training and
building the company culture and
a supportive training ecosystem.
He prides himself in the company’s
comprehensive training system.,

Much of what he is doing in
Googolplex are hased on his experi-
ences of not doing them at his pre-
vious company.

“Last time, I was still very young.
I earned money from the business
and spent it. I never thought of
long-term plans. I wasn't hands-on
and didn't manage my financials
well.” he says of his previous ven-
ture,
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A big focus on getting
the right talent

= FROM PAGE 7

I'rior to Googolplex, | lang ran a
telermarketing ferm. At lis heigh,
the company had three offices and
employed 60 people, But the com-
pany had raked in debts of some
RM200,000-RM300,000 by the rime
it folded and Liang spent the next
nine to 12 months clearing off
nverdue staff salary and benefits
and paying back loans,

But the experience taught him
his most valuable lessons in run-
ning a business. While he may not
have learned how o sell proper-
ties, he has learned to do business
better. He is more hands-on in this
venture and is making longer-term
plans for the company

His sustainabllity plan includes
building and training a solid team.

"Googolplex grew because 1 had
a lew good partners who trusted
me when we were not so big yet,
We grew the company together, [

believe in teamwork. By myself, we
can't grow fast. The secret to
growth Is your talent pool. Our top
management is the biggest asset of
the company,” he says.

Liang has no qualms sharing his
training system with other peaple.
But it's not about the methods, he
stresses. It s the people who make
the system work. And he ensures
that his team is well rewarded for
their effort.

One of his challenges in working
with capable stafl is to get them to
work together as a team. Capable
people, he notes, tend to prefer
waorking on their own.

“So this is what 1 have been
doing, making thera work in har-
mony toward the vision of the
company,” he says.

A new structure

Liang has big plans for
Googolplex. He hopes to have the
company listed in Hong Kong by
2021.

He has been looking into efforts
to prepare the company for PO
including implementing a consoli-
dation exercise and diversilying
into new business segments to
grow the company’s size.

Apart from its core business of
real estate agency, Liang Is devel-
oplng three other business pillars
In the company: property develop-
ment, haspitality management and
development of ep-working spaces.
The success of its new pillars, he
says, lies in the capability of its tal-
ents.

In late 2016, he initiated a plan
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to restructure the Googolplex
group to bring his top commanders
back to its headguarters,

“Previously, we had a lot of
directors. They are highly skilled
and efficient people, Rut they were
running their own branch, each in
charge of their own region,
Everyone was just doing sales. 5o
they were just competing with
each other,

“Now that | want to do other spp-
ments, [ see that [ have so many
capable partners but they are all
doing the same thing. It's a waste
of talent. So 1 put all of them in the
HOQ to fill different positions,” he
explains.

They took up spots like the chief
financial officer, chief operating
officer and sales director. This gave
the company a stronger manage-
ment team.

But getting all of them to work
together took a while, especially
after they've been working inde-
pendently for a long time.

“The biggest challenge was to
make them work together, to
believe in our ultimate goal - the
listing plan. I had to make sure
they believed in me and that they
got a clear idea of our future,” he
says.

All those times of solving con-
flicts and playing middle-man have
worked out well for Liang, though.
His team of 40 staff is a well-oiled
machine naw.

Currently, Googolplex has nine
offices in Malaysia.

On a petter footing, the company
has moved into developing its own
property projects. It currently has
two projects under its belt.

One advantage Googolplex will
have [n the market, says Liang, is
that it already has a strong sales
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ny's biggest asset

m at 2 teambuilding retreat. Liar

Human resource: The Googolpler te

Expansion mode: The company currently employs 40 panple and is looking

to hire more as it expands into new areas,

Googolplex is in talks with land-
owners to carry out more develop-
ment projects on a joint ven-
ture-basis. Liang is also keen to get
started on developing co-working
spaces soon as he sees potential for
the busi 10 grow.

lorce, Selling its own development
will be easy, he adds.

‘This will also help the company’s
sales [n the future, Last year, the
company achieved property sales
transaction of RM1.2hil

He notes that Googolplex is cur-
rently working on a proper-
ty-based app for the Iocal market.
He is coy about the function of the
app but believes it will be a

game-changer for the market when
it is launched early next year.

The next two years are crucial
for the company as it embarks on
new projects and moves to the
regional market. He hopes to estab-
lish offices in Vietnam, Cambodiz
and Indonesia or Thailand by the
end of the year. The company is
already in talks with partners in
these countries to starn a real estate
agency business,

I all g5 scrordsr
hopes his overseas —
in the way of he kocal one; oV
from real estate agency to develop
ment, hospitality management o
co-working spaces

need the right person 1o 4o basi-
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Maintsinmg Googoiplex's szady
growth in the coming jears will b=
a challenge. B Liang &
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