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SAMUEL SOON CHEE HONG 
22 Jalan DU 2/10, Taman Damai Utama, 
47180 Puchong, Selangor Darul Ehsan 

+6019-328 4855, samuelsoon68@gmail.com 
 
 

CAREER ACHIEVEMENT HIGHLIGHTS 
 

• Demonstrated record of exceeding profitability  

• Turnaround loss making companies 

• Increased revenue and market share 

• Setting-up and disposing of company 

• Building effective and efficient team  
 

(YSP Industries (M) Sdn Bhd, Triniaire Group of Companies, See Hoy Chan Sdn Bhd Group of Companies, 
Two Feet Orthotics (KL) Sdn Bhd.) 

 
INDUSTRIES COVERED 

 

• Medical devices , supplements, personal and skin cares 

• Trading, Retailing and Distribution 

• Total Security Services Solutions  
 

CORE KNOWLEDGE AND SKILLS 
 

• Strategic Planning • Business Development 

• Brand Building • Channel Sales Management 

• Revenue Growth • Sales and Marketing 

• Change Management • Product Development  

• Start-up Strategy • Project Management 

• Exit Strategy • Reorganization Management 

• Risk Management  • Cost Management 

• Budgeting and Planning • Team Building 

• Customer Service • Talent Acquisition 
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PROFESSIONAL EXPERIENCE 
 

YSP INDUSTRIES (M) SDN BHD (Wholly owned subsidiary of YSPSAH Holding Berhad) 
Strategic Officer, New Product Development (Since September 2017) 
 
YSP is one of the innovative and leading pharmaceutical companies in Malaysia. YSP supplies wide array 
of pharmaceutical, over-the-counter (OTC), veterinary and aquatic products, with regional offices as well 
as strategic alliances in Singapore, Vietnam, Philippine, Myanmar, Cambodia, Thailand, Indonesia, 
Brunei, Laos , as well as Sri Lanka, Africa and countries in Middle East. 
 
My KPI : 
 

• To analyze the gap of existing product offering and close the gap.  

• To evaluate potential new products or alliance. This includes licensing, OEM, tech transfer as 

well as acquisition of brands. 

• To monitor the implementation of current or future projects that the Company engaged in. 

• To make changes and create new ones in processes or policies, if necessary 

Key Challenges: 
 

• Products that initiated often stuck in the Product Development Cycle, as key information 

required from the Marketing Division and IB Division, take longer timeframe to complete. 

Hence, delay the whole process. 

• Marketing and IB Division has their own preference over certain categories of new product. 

Most of their new products initiated are market and price driven. 

• The time consuming process of registration of new pharmaceutical products with the MOH. 

My notable contributions: 

• Set up short term task force to handle special project  

• Reviewed existing SOP and managed to streamline some processes. And working with IT to 

computerize the work flow. As of September 2019, 90% of the product development work flow 

has been computerized and this has resulted in speeding up the new product development 

process (before product registration with MOH) by at least 3 months. 

Others contributions: 

• To analyze our existing data to have better insight on consumers’ buying behavior, product life 
cycle, and any notable trends that the Company can leverage on. 

• Involved in revamping the existing e-commerce business 

• Key committee member in reviewing and improving the Vet business to RM 100 million in 3 
years (year 2021) 
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TRINIAIRE GROUP OF COMPANIES (January 2015 to June 2017) 
Chief Operating Officer (COO) 
 
(a)  Triniaire Sdn Bhd  
  Distribution of natural skin care, medical products and supplements to pharmacies, chains, 

 clinics and hospitals in Malaysia, under exclusive right from principals worldwide. 
 
  Brands:  
  MooGoo  Personal skin, body and hair care products from Australia  
  Efficas  Patterned supplement for asthma and asthmatic symptoms from Canada 
  MEBO   Well known natural burn and wound ointment from China 
 
(b)  Creagri International Sdn Bhd 
  Owns both brands of Olivenol and Oliva Forte. These are supplements that are rich in anti-

 oxidant, derived from olive juice. 
Olivenol range of products is distributed in Malaysia, while Oliva Forte range of products are for 
overseas markets. 

 
I started as a consultant, engaged by the majority shareholder to diagnose the business in 2015.  One of 
the main concerns that the MD wanted to know was what happened to the cash flow of the Company.  
The Company had enjoyed encouraging turnover in the first few years of growth.  However, there was 
no dividend being declared and the Managing Director’s personal loan to the Company was not returned 
since the inception of the Company in 2008. 
 
From the diagnosis of their financial accounts and organisation structure, the following were uncovered: 
  
Key Challenges: 
 
(i) Short expiry goods and stock written-off 
 The shelf life for natural products is shorter i.e. 2 to 2 ½ years. Any unsold stocks with shelf life 

of 6 months or below can be returned from the sales channels. The amount of short expired 
goods and stock written-off reached a staggering and alarming level in 2014 and 2015. 

 
(ii) Sales Channels performance 

Few key accounts consistently shown below par performance and hence, the rate of goods 
return increased. The decision was to delist or maintain these key accounts. 

 
(iii) No co-ordination between Sales and Marketing teams 

Both Sales and Marketing teams cannot work together. Team spirit was low and there was no 
loyalty to the company. 
 

(iv)         New product development 
 There is no new product in the pipeline to drive the future growth of the Company.  Olivenol, in 

particular, has suffered declining sales year after year.  
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(v) Cash flow management 
The Group had enjoyed high growth from 2008 to 2013.  Investment in some new products was 
not successful in the later years due to poor planning.  This has drained the cash flow of the 
Company.  
 
The Company is still using OD as their main source of financing. The OD facility was not reviewed 
and restructured since year 2010 with OD rate of BLR + spread. 

 
(vi)         No Accounts, Finance and HR function. 

The Company is not able to generate financial analysis and indicators to better manage the 
business.  Also, there are no proper and clear guidelines and policies in regards to HR matters.  

 
During my tenure as COO 
 
Notable Accomplishments: 
 

• Reduction of goods returned and stock being written off by 15% as at 30th November 2016 
compared with the same period in 2015. 

• The gross margin for the period ending 30th November 2016 has improved by 3% compared to 
the corresponding period under review. 
 

• Set-up a medical team in January 2016.  Sales to Medical Channels (hospitals and clinics) 
doubled to RM1 mil at the end of November 2016. 
 

• Successfully increased sales performance of Oliva Forte Enchant in Singapore, a new SKU of 
Oliva Forte, launched in April 2015.  As at November 2016, overall sales performance in 
Singapore doubled to RM1 mil in which Oliva Forte Enchant contributed 65%. 

 
• Leverage on the power of social media by setting-up social media team in April 2016 to promote 

products in FB and other related social media.  This aims to reduce press ad by 30%. 
 

• Achieved targeted profit as at November 2016 despite challenging economy and dampening 
consumer sentiment. 
 

• Better team work and communication among Sales and Marketing staff. 
 
 
 
SEE HOY CHAN SDN BHD GROUP OF COMPANIES (Feb 2007 – Dec 2014) 
VICE PRESIDENT  
 
Headhunted to restructure Strong Legacy Security Services and its subsidiary, SHC Security Solutions Sdn 
Bhd  
 
Led Strong Legacy Security Services Sdn Bhd and SHC EcoEnergy Sdn Bhd. 
 
STRONG LEGACY SECURITY SERVICES SDN BHD (Feb 2007 – Mar 2013) 
Total Security Solutions Provider 
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Notable Accomplishments: 
 
Dec ‘08 : Recorded first time profit after 10 years of loss making.  

June ‘10 : Successfully hived off CMS unit as it has drained resources from the company since it 
commenced its operations. This exercise recouped investment of RM500K to the 
company.  

 
Dec ’10 - 
Dec’12 

 
: 

 
Tripled turnover and net profit from 2010 to 2012. External clients contributed 70% 
of the total revenue at the end of 2012. 
 

May’12 
 

: While the growth from manpower division remained stagnate due to the acute 
shortage of manpower, the security system project team managed to secure RM1 
million worth of contract. 
 
 
 
 
 
 
 

Dec’12 : Succeeded in finding a buyer to acquire the company for RM1 mil. 

• Established technological alliances with two top security system providers i.e. Honeywell and Bosch. 
 
SHC ECOENERGY SDN BHD – NEW SET UP (Nov 2012 – Dec 2014)  
UNES (UV Nano Energy Saver), an effective and reliable eco fuel saver. 
 
(i) Brand Building 

•  Participated in IGEM 2014 and received overwhelming response from local and foreign 
companies 

•  Obtained certification and verification on product specifications from SIRIM, Puspakom 
and SGS International 

•  Conducted trial run smoothly with Felda Group of Companies 
 
(ii) Successfully penetrating into companies having large fleet of vehicles, transportation and 

logistics industries. 
Clients secured:  ISS International, Felda Group of Companies, DBKL  

 
 
TWO FEET ORTHOTICS (KL) SDN BHD (Jan 2003 to Jan 2007)                 
COUNTRY GENERAL MANAGER  
Branding, Sales & Marketing, Business Development, Customer Relationship Management, Operations 
and Administration 
 
Providing Consultation, Solution and Custom Fitted Arch Support and Related Medical Products 
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Notable Accomplishments: 
 

• Set-up the KL office and 4 outlets from scratch 

• Doubled the annual growth in turnover from 2003 to 2007 

• Successfully positioned its branding as the best solution in solving heel pain and serious foot 
problem 

• Marketed the product as a up-market product, thus commanding higher margin 
 

 
PROFESSIONAL AFFILIATIONS 
 

 Member of the Malaysian Institute of Accountants (MIA) 

 Fellow Member of The Chartered Association of Certified Accountants (FCCA) 

 Member of The Association of Accounting Technicians (MAAT) 

 

 

EDUCATION 

 

1999 MBA Stage 3 of Durham University, England  
 
1991 The Chartered Association of Certified Accountants (ACCA) 
 
1988 The Association of Accounting Technicians (AAT) 
 
1981 – 1986  SRP, SPM and Unified Examination of Independent School 

 

 

OTHER INFORMATION 
 

Personal Data: Aged 51, married with 2children 

 

Languages: English, Bahasa Malaysia, Mandarin and Chinese dialects (Cantonese and Hakka) 

 


