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DirectHome Pte Ltd (‘DH’) is a Singapore incorporated company 

founded by Kiegan Chia. As an online property platform (www.

directhome.com.sg), DH allows buyers and sellers of resale 

properties to transact without the necessity of real estate agents, 

at no or extremely low-costs. Notably, DH also facilitates lawful 

cash-backs to buyers (as reviewed by relevant authorities) who buy 

primary properties via DH.  The cash-back arrangement is a novel 

and valuable feature that sets DH apart from its competitors.   

In a short span of 2 years, DH boasts a user-base of approximately 

125,000 people. More than S$350,000,000 of real estate has been 

transacted to date, with more than S$7,000,000 in savings gained 

by sellers, buyers, landlords and tenants (compared to incumbent 

fees charged elsewhere).

As part of its expansion plans, DH intends to issue DIREC tokens, 

a non-securitised cryptocurrency through an initial coin offering 

(‘ICO’). DIREC tokens are ERC20 compliant and managed by a 

token smart contract that is deployed on the Ethereum blockchain. 

DIREC tokens are a form of utility cryptocurrency that can be used 

to pay for services on DH’s web platform. 

DH’s ICO is unlike many other ICOs because it is based on an already 

viable and profitable business model. Unlike many blockchain 

I. Executive Summary

S$7M
Savings gained

by sellers , buyers, landlords

and tenants

+ 125,000

S$350M

people added to 

the user-base

of real estate has been 

transacted to date

STATS
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startups, DH already has an established business which goes 

beyond a vision and a roadmap. DH has succeeded because it 

reduces transaction and search costs for buyers and sellers and 

allows buyers of primary property to share some of the profits 

property developers earn.  

While traditional property web-portals are agent and developer-

centric, DH is disruptive to existing incumbents because it puts 

ordinary buyers first, significantly reducing search-costs. 

DH’s success has not gone unnoticed. Its  shareholders include Wang 

Shuang (Vice Chairman and CEO of HNA Group (International) 

Company Limited) and Jin Chensu (MD, Cyrius International Pte 

Ltd). DH’s Advisors include Daniel Teo (Chairman, Hong How Group 

& former President of FIABCI and REDAS), Michael Chan (former 

MD, Bank of New York Mellon) and John Gaw (CEO, LandConsult & 

former Deputy Commissioner of Lands, Singapore Land Authority).

DH’s disruptive business model has been featured in nearly a 

dozen different news outlets. These include all of Singapore’s main 

newspapers, established regional news platforms and several 

business magazines and periodicals. These include Channel 

NewsAsia, Money Week, The Straits Times, CEAnergy, Asian 

Property Review, Berita Harian, Suria and Lianhe Zaobao.

DH’s business model is easily transportable globally and it sees 

its market as global, with immediate plans to facilitate low-cost, 

efficient transactions in Southeast Asia and Australasia before 

branching to the United States, the United Kingdom then to the 

rest of the world. DH will use the ICO proceeds to expand its scope 

of services via three milestones.  

FEATURED ON
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DH will expand its secondary sale services to include flat-fee agent 

services and market-rate agent services; this will be on top of its 

existing free and express (low-cost) listing services that do not 

involve agents. 

The rationale for this expansion is three-fold: (1) Some buyers and 

sellers prefer to have an agent assist them with the paper work; (2) 

Many agents are underutilised and will be willing to assist buyers 

and sellers for a flat-fee instead of a percentage commission and 

(3) Some sellers believe that paying market-rate commission may 

attract more motivated agents. These gradations provide for better 

matching of needs across all segments of the market, allowing DH 

to capture more market share. 

Property Agents
Flat Fee

Market Rate

Home Owners Home Seekers

REVENUE 
STREAM

APPEAL

Fulfil market needs allowing 

greater deployment of 

agents and allow for 

increase in range of 

fees sellers can pay for a 

transaction

Property sellers 

and real estate agents

Milestone 1:
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DH will enhance its popular cashback program in allowing buyers 

of new property launches to receive up to several tens of thousands 

of dollars in cash. 

DH will expand its cash-back facilitation by creating a consolidated 

advertising platform for all new primary property sales. This fulfils 

a current gap in the market: there is currently no consolidated 

database for new property launches in Singapore as well as in most 

countries. Completion of Milestone 2 will thus provide convenience 

for buyers as they will have access to all new launches. 

WHITEPAPER version 1.1

Milestone 2:

Milestone 3:

APPEAL

REVENUE 
STREAM

 One-stop shop for new 

property launches; allow 

buyers to receive cash-

backs for the full range of 

new property launches

Property developers  

Real estate is currently woefully local. DH will create a global 

platform to connect buyers (and tenants) anywhere in the world 

to properties globally, where no property is out of reach. 

There is currently no database that lists property on a global scale. 

To overcome uncertainty, DH will engage property consultancies 

and law firms in every country/city to populate a comprehensive 

global handbook detailing all the various rules and regulations 

that international buyers have to take note on. The Smart Contract 

1.00%

Agents| 0.75%

Buyer | Cashback 1.25%

Developers| 3.00%
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DirectHome Global

Handbook

Rules  & regulations

Restrictions

Financing & payments

Loan mortages, Payment
stages & amt

Taxation & Duties

Avenues legal advice

Property market trends

Listings

Devolopers & 

owners listings

Virtual tour, 

full info & detais

Contact details of 

devolopers & 

marketing agencies

DIREC tokens rewards

Marketing Pack

Targeted demographic  via 
digital & social media marketing

Wider audience

Regulary promoted

Concurrent in 
various markets

Efficient & Cost effective

Global visitors of platform

DIREC tokens

Forums

Discussion threads

Community sharing

Brand & platform stickiness

Real estate specific

DIREC tokens rewards

APPEAL

REVENUE 
STREAM

One-stop shop for global 

property searches

Property Sellers

Home Seekers
SG, CN, ID, BN, HK, 

DE, IN, AU, MY, 
JKT, PEK, SHA

Agencies/ 
Agents

Developers/ 
Owners

UK, SG, AU, MY, PH, 
US, HK, CA, BKK, 

MEL, SYD, MNL, LON, 
TYO, DXB

Technology will ensure that frivolous requests from either potential 

buyers or sellers will not occur, as both buyers and sellers will be 

required to deposit a certain amount of DIREC tokens with DH 

in order to make certain arrangements (e.g. property viewings or 

reserving a unit).  In addition, DH Global will be able to target the 

demography of international buyers seeking to buy developer’s 

units overseas, boosting developer’s sales through our structured 

marketing pack specifically designed for developers, otherwise not 

possible in the current operational limits by developers themselves. 

It will be the first and only platform that enables this.
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II. DirectHome: Currently    
 Established Business

DirectHome (‘DH’) is the brainchild of Kiegan Chia, an engineer by 

training and former elite top-performing realtor. Kiegan believes 

that the real estate agency business as we know it is a dying trade. 

In February 2016, he thus launched DH, a comprehensive online 

platform (www.directhome.com.sg), that connects property sellers 

(and landlords) to potential buyers (and tenants). The platform 

provides a means by which parties can avoid the need for agents 

(and associated fees) in transacting successfully. 

DH allows its users to view prospective homes from the comfort 

of their laptops and instead of contacting an agent to schedule 

viewings, allows users to message sellers directly if a listing catches 

their eye. The two business lines DH currently offers are in respective 

of (a) secondary sales (‘resale properties’) and (b) primary sales 

(‘developer sales’). 

Resale Properties
DH identified the following critical gaps in the market faced by 

consumers wishing to buy, sell or rent properties: 

(a) High transactional fees;
(b) No effective advertising platform; and
(c) Lack of procedural knowledge

In its current iteration, DH offers sellers and landlords two services 

to transact their properties:

February 2016

STORY

Directhome was 

launched  to connect 

propert sellers to 

potential buyers

Thousands Listings
Auto Transaction Completion

Free 
Express $1480 / $280

Home Owners Home Seekers
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(a) Free listing – Sellers and landlords can post their 

property via an advertisement on the DH website 

for potential buyers and tenants to call or message 

directly. When an agreement is reached, both 

parties can use the free and readily available 

resources on the website to navigate through the 

necessary steps to complete the transaction. DH 

makes this service completely free to the public, 

with platform expenses entirely borne by DH.

(b) Express listing – For a one-time fixed fee of S$1480 

for sale of a property unit or S$280 for rental of a 

property, sellers and landlords gain the following 

benefits over and above what is provided in a free 

listing:

i. A personalised Accounts Manager to answer 

queries and guide sellers and landlords 

through the sales and guidance in respect 

of the conveyancing process.

ii. Provision of a licensed valuation report and 

a 360° Virtual Tour of the property.

iii. An automated process to complete the 

necessary legal documentation to finalise 

the transaction.

S$1480 
for sale of 
a property unit

S$280 
for rent

FEES
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Primary Sales
A significant benefit that DH provides to the public is its cash-

back service. The founding principle of this service is born on the 

following gaps:

a. Non incentivised channel for primary property buyers; and

b. Ineffective buyer lead generation to property agents

This allows buyers of new property launches, who wish to purchase 

units directly from developers (via the DH platform) to be richly 

rewarded. 

DH facilitates the sharing of the sales commissions paid by 

developers of new launches. Significantly, this process has been 

scrutinised by the relevant authorities and declared within the 

legally acceptable ambit. Thus far, tens of thousands of dollars 

in cash-back rewards have been paid to buyers per unit sold. DH 

warrants that all the buyers concerned were independent buyers 

from the general public that are unrelated to the company. DH’s 

cashback program is a significant and novel process that gives 

much value to the public.    

1.00%

Agents| 0.75%

Buyer | Cashback 1.25%

Developers| 3.00%

DH’s cashback 
program is a 
significant and 
novel process 
that gives much 
value to the 
public.    
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SELLER USES
RESALE 

FUNCTION 

- Earns cashback of up to 5% 

   or $75,000 (for a $1.5M unit)

SELLER SAVES 
SIGNIFICANTLY

- In above example, seller sold property 
  at $1M and

- Purchased another at $1.5M, savings can 
   be as high as $95,000

- Savings are higher if transacted prices are higher

- Chooses free listing or express listing

- Market commission rate on $1M property 

   is $10,700-$21,400 (1-2%, with GST)

- DH charges $1,480 at most, seller saves   

   between $9,220 to $19,920

SELLER NOW 
BUYS PRIMARY

 SALES

Synergy between the two business lines
There is significant synergy between the two business lines and 

this is best illustrated through a flowchart:

It goes without saying that the absolute amount in saved 
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transacted costs are correspondingly higher if the transacted 

prices are higher. Buyers seeking resale properties will also be 

attracted to DH’s resale platform because of the benefits of 

dealing directly with a genuine homeowner-seller, and the high 

likelihood that at least part of the savings that the seller gains will 

be implicitly split with the home-seeker via the selling price. This 

is a reasonable assumption because where a seller has to pay a 

significant commission to his realtor, the seller would naturally take 

this into account when establishing his minimum sale or reserve 

price. The synergy between the two business lines will continue to 

be enhanced as DH grows as a platform.  

DH is not content with being a boutique property platform. Through 

the intended ICO, DH’s immediate goal is to first be the top real 

estate platform in Singapore, while concurrently expanding to 

include international listings globally. 

Projected Revenue
The funds raised from the ICO will be used to augment DH’s 

already successful businesses, as well as add new, complimentary 

business lines. The following graph indicates the forecasted 

revenue (S$, SGD) in the next few years, including a breakdown of 

revenue source from the various business lines. This is a measured 

analysis of the real estate market for the Cashback, Express and 

Subscription revenues for Singapore only, as well as the Global 

DirectHome revenue in the post-ICO base-year, 2018. DH is happy 

to share details of the assumptions and calculations used to 

forecast future revenues. Please write to admin@directhome.co 

should you wish to have more details.

DH Global

DH’s immediate 
goal is to first be 

the top real estate 
platform in Singapore, 

while concurrently 
expanding to include 
international listings 

globally. 
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Projected DirectHome Business 

Global DirectHome
 Revenue

Total

Subscription
 Revenue

Resale Express
Revenue

Cashback
 Revenue

$18,765,236

$-

$707,064

$3,159,297

$14,898,875

$39,016,160

$1,250,000

$1,649,816

$6,318,594

$29,797,750

$72,662,068

$12,500,000

$2,828,256

$12,637,187

$44,696,625

$169,011,134

$65,000,000

$4,242,384

$25,274,375

$74,494,375

$427,095,153

$275,000,000

$5,892,200

$41,910,828

$104,292,125

20222021202020192018

$400,000,000

$350,000,000

$300,000,000

$250,000,000

$200,000,000

$150,000,000

$100,000,000

$50,000,000
$-

$18,765,236
$39,016,160

$72,662,068

$169,011,134

$427,095,153

$450,000,000
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III. The Team & Advisory

Kiegan Chia is the Founder and CEO of DirectHome. Prior to 

this, Kiegan was an elite top-performing realtor with more than 

7 years of experience before deciding to take the leap of faith to 

found DirectHome in 2015. Analytical, deep thinking, structured, 

meticulous, tenacious and acutely aware of customer’s needs, 

Kiegan has a deep knowledge of global property trends and 

economic movements. A natural entrepreneur, Kiegan is also an 

ICO Advisor and cryptocurrency investor. He holds a Bachelor of 

Civil Engineering from Nanyang Technological University.

Hsien Loong Wong has 20 years of experience running public 

companies. He started his career in investor relations in technology, 

biotechnology, mining (rare earths, copper, etc.) and oil and gas. 

He is currently a director and CEO in publicly traded FingerMotion 

Inc, a mobile game publisher on the IOS and Andriod platform. 

He was previously CEO of Nexgen Petroleum Corp, an oil and gas 

drilling company in Tennessee USA.  Since 2008, Hsien Loong has 

expanded his business interests in real estate and logistics and 

had been engaged as a senior consultant in respect of a regional 

township. He is currently a director of an investment company 

holding commercial property valued at $600 million. 

 Hsien Loong is also serving as a Director to Food Bank 

Singapore, a registered charity. He is also a board member in Alumni 

International Singapore (AIS) and serves on the National University 

Singapore Society (NUSS) food and beverages committee. Prior 

to that, Hsien Loong was a member of the board of governors 

of the American Society of Heating and Refrigeration Engineers 

(ASHRAE Singapore). 

 Mr Wong received his BA (Hons) from Simon Fraser 

University, British Columbia, Canada and his MSc (Real Estate) 

from the National University of Singapore.

KIEGAN CHIA

HSIEN LOONG, WONG

FOUNDER, CEO

CO-FOUNDER, COO
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Alan has more than 20 years of successful experience in the tech 

arena. He founded his first ecommerce business in 2002 then went 

on to start a digital agency – major clients included SC Global and 

DBS Bank. In 2010, he founded a mobile app company, Squiryl 

which had wide acceptance and deep penetration in Singapore 

and Indonesia. As a specialist in blockchain technology, smart 

contract programming and cryptocurrency, Alan is routinely 

invited as a panel speaker for technology and blockchain 

conferences in the region. He remains on the panel of advisors 

for a handful of tech startups. He holds a BSc (Economics) from 

the Singapore Institute of Management.

ALAN LEE

CTO, CHIEF BLOCKCHAIN OFFICER

Edward Ti, PhD, MSc, LLB, CAIA, a former government scholar 

awardee, holds degrees in law (C J Koh Scholar), real estate 

(Real Estate Developer’s Association of Singapore (REDAS) Gold 

Medalist) and land economy (PhD, Cambridge). He has broad 

regulatory and compliance experience in both public and private 

practice, where he practiced in leading international firms and 

advised several Fortune 500 companies. He has also been 

Commissioner to an Indonesian real estate Company, PT CRES 

Wisata since 2012. 

Geri is an aviation lawyer who has worked in the UK, Singapore 

and Hong Kong. She has represented major banks, airlines, 

aircraft lessors and catering companies. Notable achievements 

include negotiating deals in excess of billion dollars for client 

airlines. Vivacious as she is, Geri is passionate about sustainable 

development and improving the welfare of the elderly, she has 

also led her own UNESCO projects in order to advocate causes for 

the same and was top fundraiser for several charity organisations.

 Active in sports, Geri was also the goalkeeper for the 

Singapore National Women’s Waterpolo team for close to a 

decade. She received her law degree from the National University 

of Singapore.

EDWARD TI

GERI ONG 

GENERAL COUNSEL

HEAD OF PUBLIC RELATIONS
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Marketing Team

Software Development Team

ERIN NG

KEN TONG

DICKINSON SIDDHARTA

FERRY PANGESTU

MARKETING DIRECTOR

BLOCKCHAIN DEVELOPER

DIGITAL MARKETER

LEAD DEVELOPER

MICHAEL SUWANDI

DIGITAL MARKETER

RAYSON SIM

SOLUTION ANALYST

PATRICK ARMYN

BACKEND DEVELOPER

WINSTON YAP
CHIEF MARKETING OFFICER

Having a distinct creative mind in digital marketing with a strong 

background in IT, Winston is a serial entrepreneur with close to 

two decades of commercial experience. When Winston was just 

20, he managed to seal business deals in the supply of steel for 

projects in Petronas Twin Tower and KL International Airport.  

Because of his superior marketing strategy and endeavours in real 

estate, Winston emerged as one of the all-time top earners in the 

industry. Later, Winston founded a training school that has helped 

thousands of realtors bridge the online and offline marketing gap. 

Winston also owns a profitable ECommerce business that spans 60 

countries with total sales revenue exceeding US$58M. As an early 

investor embracing blockchain technology, Winston now heads 

the strategic communication and marketing of DirectHome.
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With over twenty-five years of experience in the financial services industry 

and nine years at Bank of New York Mellon (BNY Mellon), Michael culminates 

as Managing Director of Asia Pacific, Asset Servicing. He also represented 

the BNY on the Board of Directors of ASIFMA (Asia Securities Industry & 

Financial Markets Association) and BNY Mellon’s Eagle Investment Systems’ 

Asia Singapore entity. He has been a speaker at industry conferences, 

panellist on regulatory / industry roundtables and media contributor to 

financial publications and most recently, he was awarded Custodian Leader 

of the Year 2016 (AAM).

MICHAEL CHAN CPA, CMA, MBA

FORMER MD, ASIA PACIFIC, ASSET SERVICING,
BANK OF NEW YORK MELLON

Advisory Panel

Daniel is the director of the Tong Eng Group of Companies and is also 

the Chairman and managing director of Hong How Group. The group has 

wide business interests ranging from property to investment development 

holdings. Having vast experience as director of public listed companies 

in Singapore, Daniel also served as an independent director of Courts 

(Singapore) Limited from 1993 to 2007 and Popular Holdings Limited from 

1999 to 2005. He was also the President of the Real Estate Development 

Association of Singapore (REDAS) for numerous terms and also the World 

President of the International Real Estate Federation (FIABCI) from 2000-

2001. 

DANIEL TEO TONG HOW

CHAIRMAN, MANAGING DIRECTOR,
HONG HOW GROUP
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Wang Shuang serves as the Vice Chairman and CEO of HNA Group 

(International) Company Limited, previously serving as its CFO and COO. 

Wang Shuang joined HNA Group in 2007 where he successively served as 

the Head of Sales of Changjiang Leasing Co., Ltd from 2007 to 2010, the 

Vice President of GC Tankers Pte. Ltd from Aug 2010 to Apr 2012 and as 

Assistant to the President Seaco Asia Pte Ltd. from 2012 to 2014. He served 

as the Co-Chairman of CWT International Ltd (HNA Holding Group Co. 

Limited) from November 24, 2016 to December 13, 2017. He has been a 

Director of HNA Group (International) Company Limited since January 08, 

2016. Wang Shuang is a graduate from the Central University of Finance 

and Economics, Beijing. 

Chensu has been the MD of Cyrius International Pte Ltd since 2008, a 

Singapore AVA certified bird’s nest importing company, and a Jakarta 

based GMP-compliant manufacturing centre. A female entrepreneur 

who maintains optimistic vision for future and a firm believer of power of 

innovation, is among the first to venture into borderless social enterprise and 

female empowerment. Chensu holds a MSc (Communication Management) 

from Singapore Management University.  

JIN CHENSU

MD, Cyrius International Pte Ltd 

As a Managing Partner at LandConsult LPP since 2010, John offers 

consultancy services to developers, land and property owners and listed 

companies on land policy and planning matters. Prior to this, he was 

the Deputy Commissioner of Lands at Land Office and subsequently the 

Director, Land Resource Group at Singapore Land Authority (SLA). He has 

26 years of experience in public land administration and was a key land 

operations officer overseeing direct sales/tenders & auctions, private 

treaty purchase, compulsory land acquisition, leasing, asset management, 

valuation and formulation of land policies. 

JOHN GAW

MANAGING PARTNER, LANDCONSULT LLP

WANG SHUANG

Vice Chairman and Chief Executive Officer,
HNA Group (International) Company Limited
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IV. Purpose of the ICO

Overview of the real estate  

universe – the most important asset class 

In recent years, much of the investing community’s interest has 

focused on stocks and bonds. Overall however, real estate remains 

by far, the most valuable asset class. In sum, real estate is worth 

US$220 trillion (Savills, 2017), constituting 60% of global wealth 

(including equities, bonds and gold) and approximately 2.7 times 

of global GDP (Savills, 2016). Residential real estate makes up 75% of 

all real estate in value (Fortune, 2015). In terms of transaction sales 

values, US$700 – S$800 billion worth of real estate is transacted 

annually, with JLL predicting that this will reach US$1 trillion 

annually by 2020 (JLL, 2016). Cross-border real estate investment 

will then constitute about half of all transactions as investors 

and home-buyers seek geographical diversification. Despite rich 

capital valuations and compressed yields, real estate continues to 

be a popular asset class because buyers can use leverage, and it is 

a durable, tangible asset. In Asia, real estate is particularly popular 

due to legacy reasons.   

In sum, real estate is worth 
some US $220 trillion 

(Savills, 2017), constituting 60% 
of global wealth (including 

equities, bonds and gold) and 
approximately 2.7 times of 
global GDP (Savills, 2016)

In Singapore, total tran-
saction sales values in 2017 

for residential property 
alone was S$50 billion

STATS

Residential real estate 
makes up 

75%
of all real estate 
in value 
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DirectHome: Proptech to improve real estate 
transaction efficiency 

Despite being the most important asset class in valuation, due to 

perceived idiosyncratic localisation effects pertaining to real estate, 

it remains one of the slowest asset classes to react to the many 

benefits of financial technology (‘Fintech’). Thus, while trading of 

shares, bonds or commodity futures are now largely electronic 

(with sales commissions also coming down), the buying and selling 

of real estate has only evolved marginally from several decades 

ago. The slow reaction to technological advancements Fintech 

provides mean that parties to a real estate transaction still pay 

high transaction fees for what is often uncomplicated paper work. 

Buyers also have limited bargaining power vis-à-vis real estate 

developers, the primary source of new products. DH’s Proptech 

(under the family of Fintech) advances market efficiencies, saving 

buyers and sellers thousands of dollars in unnecessary transaction 

costs. 
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An average of 1.5% in sales 

commission, this works out 

to be a whopping S$750M 

in sales commission paid 

by sellers.

As described earlier, DH has identified this market inefficiency and 

has developed a proven, viable system which (a) reduces transaction 

costs for property buyers and sellers, (b) provides greater utilisation 

of realtors and (c) allows buyers of new launches to receive a profit-

sharing cashback from developers via its cashback program 

(patent pending). DH’s disruptive technology is a major potential 

game changer to the real estate environment in Singapore and 

globally. This brings about real value to market participants and 

real estate agents alike.        

In Singapore, total transaction sales values in 2017 for residential 

property alone was S$50 billion. Assuming an average of 1.5% in 

sales commission, this works out to be a whopping S$750M in 

sales commission paid by sellers. Unsurprisingly, this has led to 

the leading incumbent property portal in Singapore having a 

valuation of close to $1bn. DH has the capacity to unseat the leading 

portal because it provides unique, real value – DH’s platform will 

lower total transaction costs, allowing these savings to instead 

be shared among buyers and sellers. Unlike incumbent property 

web portals, DH focuses on the market participants, providing 

an avenue for buyers to enjoy huge amount of cashbacks. DH’s 

platform technology will allow it to capture a significant amount of 

the market share. Already DH and its founder have been featured 

in all of Singapore’s main newspapers, established regional news 

platforms and several business magazines and periodicals. These 

include Channel NewsAsia, Money Week, The Straits Times, 

CEAnergy, Asian Property Review, Berita Harian, Suria and Lianhe 

Zaobao.

SALES COMMISSION
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Tokenisation and the need for the ICO
As we have shared earlier, DH enjoys strong fundraising from early 

backers. The further intended raise through the ICO by DH is to 

expand its proven services into the global landscape. In building 

this high-utility Fintech technology platform that is disruptive to 

incumbent real estate transaction businesses, coupled with the 

tokenomics infrastructure, the public and the community can 

build up the platform together with DH and also participate in its 

success through this ICO. 

As shared in an earlier part of this White Paper, DH’s issued DIREC 

tokens are utility (non-securitisation) tokens that can be used to 

pay for services on the platform. Real estate is a global business and 

DH will achieve much higher penetration and wider dispersion of 

usage through the application of its DIREC tokens, as compared 

to the situation if the platform only accepted Fiat. This creates 

significant potential value growth in the cryptocurrency for initial 

subscribers of DIREC tokens.  

There are three broad reasons for this:

a. DH’s business model is viable and already successful; 

b.  DH is issuing its tokens at a significant discount to its pegged 

value, meaning that a significant increase in value of the 

tokens is possible; and 

c   DIREC tokens are based on a smart ERC-20 framework that is 

inherently useful among the universe of cryptocurrencies.

Blockchain technology provides secured, frictionless and valuable 

utilities to users and businesses alike. 

1 ETH = 850 DIREC

DIREC TOKENS

A utility (non-securitisation) 

tokens that can be used 

to pay for services on the 

platform



23https://directhome.co

WHITEPAPER version 1.1

Apart from more efficient penetration and distribution, another 

reason why the issuance of DIREC tokens is vital is because much 

of the company tokens will be used to reward users who provide 

real estate data to the platform (e.g. photo and video views from 

unit, layouts of specific units in a particular condominium). This 

information will in turn be shared with all users free-of-charge. The 

build-up of an inventory database free to the public is part of DH’s 

wider aim of democratising real estate, promoting transparency 

and reducing transaction and search costs. This in turn allows the 

data resources of DH and usage of the platform to flourish. 

1 Crowdsource contribution
2 Stack & level contributory infrastructure
3 Photo & video views, floor plans, interior design
4 Review of development
5 Transacted unit prices & property info

Earn DIREC tokens

Real time contributory platform: 
One-stop info library

The tokenisation of DH’s platform is essential to achieve these 

ends. In particular, the smart contract technology based on 

Ethereum’s ERC-20 that DIREC tokens are built to allow verification 

of contributions, thus making the rewarding of users feasible, 

non-laborious and fair: only good, non-repeat contributions are 

rewarded. Another major reason why DH is pursuing an ICO is 

to reduce transaction costs. Major credit cards and other FIAT 

clearing houses (e.g. PayPal) charge between 3-5% as transaction 

costs. This would make such cash payments received by DH as well 

as rewards issued by DH inefficient and somewhat ironic, as the 

very purpose of DH was to reduce transaction costs for users. The 

DIREC tokens is 
vital is because 
much of the 
company 
tokens will be 
used to reward 
users who 
provide real 
estate data to 
the platform 
(e.g. photo 
and video 
views from 
unit, layouts of 
specific units 
in a particular 
condominium)
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tokenised economy allows for far lower transaction costs, making 

it more efficient for DH and rewarding users alike. As a corollary 

to this, micro-transactions of DIREC tokens become feasible as 

transaction costs are not subject to a minimum threshold amount.          

V. DH’s Use of, Blockchain 
Technology underpins the ICO

DH’s DIREC token contract uses blockchain technology to validate 

and exchange data, and to process payment transactions for 

services and rewards.

Blockchain Technology
Blockchain is a digitised and distributed ledger technology, where 

transactions are stored by decentralised nodes connected to 

each other via Internet. Information stored is synchronised in real 

time to all blockchain nodes and visible to anyone. This provides 

transparency, non-repudiation, and immutable records that are 

viewable and auditable by anyone.  

DIREC Token Implementation
DH’s DIREC token contract is an ERC20 compliant contract using 

the Open Zeppelin codebase. The contract is deployed with the 

standard functions and following parameters:

a. Name: DIREC

b. Symbol: DIR

c. Decimals: 18

Blockchain is a digitised 

and distributed ledger 

technology, where 

transactions are stored 

by decentralised nodes 

connected to each other via 

Internet. Information stored 

is synchronised in real time 

to all blockchain nodes and 

visible to anyone.

INFO
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A separate, crowd-sale contract (‘crowd sale’) will be deployed for 

the actual token offering. The notable features and parameters in 

crowd sale include:

a.  Start and end dates

b.  Minimum goal (soft-cap, set at US$3M)

c.  Exchange rate

d.  Pausability:  The contract can be paused to halt the receipt of  

 ETH in unforeseen circumstances.

e. Refundability: All funds are refundable if the ICO does not  

 meet hit the soft-cap of funds raised

Why Ethereum
Ethereum is an open-source blockchain initiative with over 

150 enterprise members to address the common interests of 

enterprises in banking, management, consulting, automotive, 

pharmaceutical, health. DH choose to adopt Ethereum network 

instead of the Bitcoin blockchain because Bitcoin’s main purpose 

is for trustless peer-to-peer digital payment system. At the same 

time, Ethereum is a platform that allows smart contract and 

decentralised applications to be built on the blockchain. 

Refundability: All funds are 

refundable if the ICO does 

not meet hit the soft-cap of 

funds raised

KEEP IN MIND
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How smart contracts work
Smart contracts are programs or software pieces that run on 

Ethereum blockchain. The program itself is recorded in blockchain, 

with defined characteristics and behaviors that are transparent 

and unchangeable. Once deployed, the rules and logic defined 

are digitally enforced by smart contract and blockchain without 

any third parties. As noted, transactions performed are trackable 

and irreversible.  

About ERC20
ERC20 is a standard used for tokens issued on the Ethereum network.  

The ERC20 standard was developed to allow interoperability 

between tokens, wallets and exchanges. By adhering to the ERC20 

contract, DIREC tokens are automatically compatible with most 

crypto exchanges and wallets.
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Issuance
DIREC tokens can be purchased using Ether via the crowd sale 

contract. Participants who wish to purchase more than $50,000 

worth of DIREC tokens with fiat or Bitcoin can also do so via a 

private arrangement, subject to our KYC procedures. Purchases 

using Ether will be processed directly via the crowd sale contract 

and the DIREC tokens will be reflected in any ERC20 friendly wallet 

immediately. For fiat and alternate coins (e.g. Bitcoins), DIREC 

tokens will be issued to the buyer’s appointed address upon 

successful clearance of funds.

Usage
As detailed in the use case section of the whitepaper, DIREC tokens 

can be used to pay for various services on the DH platform.  DIREC 

tokens will also be awarded for contributions on platform building 

(submitting content, etc)

Listing in Coin Exchanges
Upon the successful completion of the ICO, DH will arrange DIREC 

tokens to be traded on popular cryptocurrency exchanges such as 

Bittrex, Poloniex, HitBTC, Tidex or the similar. Details on the DIREC 

token listing and statuses will be published in DH web site.
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VI. How DH will use 
the proceeds of the ICO – 
elaboration of the milestones 

DH will use the ICO proceeds for two primary purposes: (1) to 

expand the scope of its services, both locally and globally; and (2) 

to reward users so as to build up the DH platform and its user-

base. In respect of (1), the expansion of services can be segmented 

in three milestones.

Milestone 1 – Expansion of Services 
in the Resale Market 

DH aims to provide a holistic solution to the following gaps in the 

resale segment of the real estate market, namely:

(a) Segmented service offerings which do not embrace a  

 need to match demand and supply across different  

 segments of the market;

(b) Limited business leads generation to agents, inefficient  

 deployment of agents;

(c) Lack of a one-stop all-inclusive and transparent property  

 information platform (photo and video views, floor plans,  

 unit number transacted records); 

(d) High cost of transacting for buyers and sellers; and

Expand locally and globally

Reward users

SCOPES
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(e) Difficulty in engaging the public to contribute towards

 a more transparent real estate environment (DH’s  

 crowdsourced tokenomics infrastructure resolves this  

 problem). 

DH will be expanding its secondary sale services (i.e. sale of property 

that is not direct from developers) via the following mechanism:

Free
Express ($1480/$280)
Full Agent Service (Flat Fee)
Full Agent Service (Market rate)

Earn DIREC tokens

Comprehensive service o�ering
+ +

+

i. Flat-fee and market-rate agent services

A significant number of the 29,461 licensed real estate agents in 

Singapore do not conduct real estate business full-time. Some are 

semi-retired while others are inexperienced and unable to capture 

much of the market share. DH aims to engage these agents 

because it believes that they have a role to play in the market’s 

dynamics, as much as the top agents also have a role. The concept 

29,461
STATS

Licensed real estate agents 
in Singapore do not conduct 
real estate business full-
time.

DH aims to engage these 
agents because it believes 
that they have a role to play in 
the market

Property Agents
Flat Fee

Market Rate

Home Owners Home Seekers
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behind this is intuitive – some property buyers and sellers may 

not wish to engage a top-performing agent who only expects to 

be paid high commissions and may instead prefer engaging an 

agent who charges lower fees to perform certain administrative 

functions. In addition, the buyer/seller can choose amongst a list 

of agents that are willing to accept a flat-fee under DH ranking 

system (E.g.: sale: S$2800 / rental: $980). 

Market research reveals that there are agents who are willing to 

accept the flat-fee as it saves them the opportunity cost of time 

in getting customers, where the flat-fee amount is still attractive, 

especially when the property to be transacted is within the agent’s 

area of focus. The amalgamation of properties and customers to 

be served creates synergy in the process and also position that 

agent to be the go-to agent in that estate of focus, thus bringing 

in greater revenue for the agent.

Many agents are currently underutilised and will be willing to assist 

buyers and sellers for a flat-fee as opposed to a (usually higher) 

commission.  To assist these agents, the list of ‘choice’ agents 

that appear on the website will be adjusted by a smart algorithm 

that not only considers an agent’s experience and volume of past 

transactions, but reviews from clients and district of focus that the 

agent has committed himself to.

At the same time, DH appreciates that some sellers believe that 

paying market-rate commission (typically, sale 1-2% of transacted 

price; rent: 0.5 month of rent per year of lease) may attract more 

capable or motivated agents who would (a) assist them in finding 

Market research 
reveals that 
there are 
agents who 
are willing to 
accept the 
flat-fee as it 
saves them the 
opportunity 
cost of time 
in getting 
customers
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their perfect home (b) aggressively push for the best possible price. 

DH will also provide this service as it represents the current model 

buyers and sellers are most familiar with.

The two gradations above provide for better matching of needs 

across all segments of the market, allowing DH to capture more 

market share. The attractiveness of the flat-fee service will also 

encourage part-time and newly licensed agents to sign up on DH in 

a bid to secure more transactions. The expansion of the secondary 

sale services gives the public a comprehensive range of options 

when transacting residential properties. This, in turn, brings more 

potential clients to property agents who can focus on their work, 

while leaving the dynamic matching of clients to agents to DH. 

In other words, by providing more options to buyers, sellers and 

agents, the real estate market is better able to adjust itself, thus 

promoting market efficiency and utility to all stakeholders. This is 

a value-creating activity that is the very hallmark or raison d’être 

of DH. DH benefits from this milestone through the subscription 

and listing fees agents pay to advertise their services with DH.

ii. DH platform services

In addition to DH’s flat-fee and market-rate agent services, on top 

of its existing and running free and express services, DH will also be 

providing a pure platform (‘no-agent’) service for users who have 

already found tenants or buyers and simply require some guidance 

with the procedural steps involved in the property transaction: 

a) A standalone automated tenancy agreement, specific for  

 tenancy renewals between existing tenants and landlords.  

 There are approximately 100,000 rental contracts executed  

 in Singapore each year, of which a significant minority are  

VALUE CREATION

This is a value-creating 
activity that is the very 
hallmark or raison d’être
of DH.
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 renewals. This module will be rolled out at a low fixed cost  

 as it targets the specific need of a simple contract renewal;  

 and

(b) A stand alone automated option to purchase (“OTP”)  

 module, specifically targeting sellers who already have  

 a committed buyer to purchase their property. There  

 are approximately 35,000 secondary sale transactions  

 in Singapore each year, amounting to some US$25b in  

 sale turnover. This module will save both seller and buyer  

 the hassle of the contract fulfilment and cost of agent’s  

 fees.

iii. Ranking System of Property Agents & Dynamic Matching of 

Consumers to Property Agents

This ecosystem builds e�ciency and increase 
productivity of all stakeholders while giving the 
public the widest options and best suited value

Ranking System: Dynamic 
matching of clients to agents+ +

+

1 Area of focus (equilibrium of leads)
2 # transacted listings
3 # active listings (time-based approach)
4 Review (Earn DIREC tokens)

For both the flat-fee agent services and market-rate agent services, 

the property agents are ranked in terms of their key areas of focus 

and knowledge, as well as availability and commitment, so that 

STATS

There are approximately 
100,000 rental contracts 
executed in Singapore each 
year

There are approximately 
35,000 secondary sale 
transactions in Singapore 
each year

Amounting to some US$25b 
in sale turnover

100,000

35,000

$25b
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consumers can have an informed choice when appointing a 

property agent. 

As DH extends its services, property agents from all agencies are 

able to serve and earn from the DH full agent service, be it a flat- 

fee or market-rate fee, within the platform. At the same time, DH 

users will have a range of comprehensive service options to choose 

from.  

The ranking criteria includes the following:

a.   Area of focus (estate, sub-estate, district and sub-district), 
achieving equilibrium of leads to property agents;

b. Number of transacted listings;
c. Number of active listings (which correlates with agent’s  
 availability to cater to consumers); and
d. Reviews of property agents.

NO PROPERTY IS 
OUT OF REACH
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Incorporation of property agent listings onto 
DirectHome platform
Home seekers on the DH platform can easily separate owners’ 

listings from agents’ listing with a click of a button. With the 

inclusion of listings from agents, DH users can have a complete 

selection of properties to choose from in the resale market. 

Moreover, this provides a superior channel for property agents to 

get viewing leads as home seekers are incentivised with DIREC 

tokens, when they seek properties in DH. 

Viewing appointment booking system
A dynamic viewing appointment booking system with SMS and 

in-app alert will be created to facilitate viewing arrangements 

between home owners, home seekers and property agents.

iv. Crowdsourced information library of completed properties 

properties in Singapore, DH is also launching a dynamic and real 

time holistic contributory platform for anyone to participate and be 

rewarded in DIREC tokens to input information, photos and videos 

of Temporary Occupation Permit (TOP) and completed properties. 

Anyone can contribute, from the public to home owners to property 

agents to developers and government agencies.

1 Crowdsource contribution
2 Stack & level contributory infrastructure
3 Photo & video views, floor plans, interior design
4 Review of development
5 Transacted unit prices & property info

Earn DIREC tokens

Real time contributory platform: 
One-stop info library

Home Owners Platform Home Seekers
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To facilitate access to the comprehensive information on all 

residential properties in Singapore, DH is also launching a 

dynamic and real time holistic contributory platform for anyone to 

participate and be rewarded in DIREC tokens to input information, 

photos and videos of Temporary Occupation Permit (TOP) and 

completed properties. Anyone can contribute, from the public to 

home owners to property agents to developers and government 

agencies.

For ease of reference, the key attributes of this library are:

(a) Crowdsourced contributions for completed properties;

(b) Stack & level contributory infrastructure information;

(c) Photo & video views, floor plans, interior designs;

(d) Review of development; and

(e) Transacted unit prices & property information.

In addition to the currently available standard information on 

the number of units, amenities, facilities, building age, tenure 

and amenities surrounding the developments, DH will build up 

this library, together with all users, with detailed information, 

accompanied with photos and videos of the properties including 

views from different floors and directions; the interior layout of 

units; and stack and floor plans.  

Real time transacted prices 
with projected pricing
DH will link all the units in all developments with real time transacted 

prices. An algorithm will be structured to track the property prices 

movement in all districts and sub-districts and provide short and 

mid-term projected pricing for all properties, first in Singapore 

before rolling out to key cities globally.

An algorithm will be 

structured to track the 

property prices movement 

in all districts and sub-

districts and provide short 

and mid-term projected 

pricing for all properties, first 

in Singapore before rolling 

out to key cities globally.

FEATURES
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Enhancement of automated 
e-transaction process
DH will enhance its existing automated e-transaction process 

with more features that allow home owners and home seekers 

to easily transact with one another (i.e. seamless connectivity to 

conveyancing lawyers, personalised paperwork fulfilment).  

Milestone 2 – Expansion 
of Primary Sale Services
DH will expand its popular cash-back facilitation by creating a 

consolidated advertising platform for all new primary property 

sales. This fulfils the following gaps in the primary sales real estate 

market: 

(a) There is no consolidated database for new property 

launches in Singapore and most countries; 

(b) Even where details of new launches are available, there is 

an incomplete catalogue of all new property launches;

(c) There is no availability to obtain/experience virtual tours, 

brochures, unit availability and prices without visiting the 

showroom; and

(d) There is no stack and level views from the perspective of 

the buyer’s specific unit of interest.

Completion of Milestone 2 will thus provide significant value 

for buyers as they will have access to all new launches from the 

comfort of their laptops, including 3D rendering that will allow 

potential buyers to have a realistic sense of what the view from a 

3D Rendering

FEATURES

And other features 
will be available 
once the Milestone 2 
would be completed
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1.00%

Agents| 0.75%

Buyer | Cashback 1.25%

Developers| 3.00%

particular unit is likely to be (as opposed to making such estimates 

in the sometimes misleading environment of a showroom). This 

catalogue of property launches takes on the following attributes:

1 Crowdsource contribution
2 Stack & level infrastructure for multiple views solutioning
3 Virtual tours show flats
4 Real time availability and prices
5 Smart analytical comparative system to buyer’s requirements
6 Unbiased reviews of projects by consultancy team

Earn DIREC tokens

Contributory & complete 
catalogue of property launches

The consolidated database is also an attractive prospect for agents. 

With DH being a consolidated online advertising platform for 

primary property purchase, it creates a dynamic system to refer 

buyers to participating property agents of any agencies in the 

DirectHome Cashback program. 

Buyers get the best value via the cashback scheme while our 

partnering agents focus on their core competency in property 

advisory and sales (along with substantial commission fees), 

depicted in below diagram:
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DH refers these potential buyers of primary properties to agents, 

providing them high-conversion leads. This model provides a more 

efficient mechanism than the current status quo of how agents 

operate in spending their time ineffectively in promoting primary 

property sales, by printing and distributing flyers in public places 

such as shopping malls, carparks and MRT stations to creating 

stand-alone project websites and SMS blasts to the general public. 

The ICO will facilitate achieving Milestone 2 as capital is required to 

(a) reach out to developers and populate the consolidated database 

referred to above; (b) create virtual tours of showcase units for a 

new property launch, complete with 3D models (as well as floor 

plans and stack plans); and (c) provide images and videos of the 

outside views for residents customised to that particular unit (via 

the use of drone-mounted cameras). 

As our consolidated online advertising platform (“COAP”) frees up 

the time and resources of agents, emphasis would be placed on 

agents’ knowledge and their advisory role to the buyers, which 

would raise the service level standards of property agents. In 

addition, distribution of leads to buyers will be evenly allocated to 

all participating agents, resulting in greater income distribution 

among property agents.
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Milestone 3 – Creating DH Global
In DH’s pursuit of creating value to the community, public and 

incumbent stakeholders in the real estate industry DH will create 

a global platform to connect buyers (and tenants) anywhere in 

the world to property globally, where no property is out of reach. 

Creating a global property platform addresses the following gaps: 

(a) There is no existing global platform to connect home  
 seekers from anywhere in the world to properties globally;

(b) There is no database of comprehensive listings on a global  
 scale;

(c) Buyers are often unfamiliar with foreign rules & regulations;  
 and

(d) Marketing efforts by overseas developers are very expensive  
 and often not cost-effective. 
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DH’s aim in filling these gaps is to list projects and resale properties 

with detailed information by city and type. The contact details of 

the developers and/or marketing agents and agencies and direct 

sellers/landlords will be stated on the project or property listing to 

facilitate purchases by international buyers/tenants.

DirectHome Global

Handbook

Rules  & regulations

Restrictions

Financing & payments

Loan mortages, Payment
stages & amt

Taxation & Duties

Avenues legal advice

Property market trends

Listings

Devolopers & 

owners listings

Virtual tour, 

full info & detais

Contact details of 

devolopers & 

marketing agencies

DIREC tokens rewards

Marketing Pack

Targeted demographic  via 
digital & social media marketing

Wider audience

Regulary promoted

Concurrent in 
various markets

Efficient & Cost effective

Global visitors of platform

DIREC tokens

Forums

Discussion threads

Community sharing

Brand & platform stickiness

Real estate specific

DIREC tokens rewards

Home Seekers
SG, CN, ID, BN, HK, 

DE, IN, AU, MY, 
JKT, PEK, SHA

Agencies/ 
Agents

Developers/ 
Owners

UK, SG, AU, MY, PH, 
US, HK, CA, BKK, 

MEL, SYD, MNL, LON, 
TYO, DXB
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To overcome uncertainty, DH will engage property consultancies 

and legal firms in major cities to populate a comprehensive 

handbook for detailing all the various rules and regulations that 

international buyers have to take note on. Such information will 

include:

(a) Rules and restrictions;

(b) Financing and payments (e.g. availability of loan/mortgage  
 for foreign buyers, approximate interest rate, staggered  
 payment availability, property and income taxation  
 miscellaneous costs and expenses, etc.); 

(c) Avenues for legal advice; and

(d) Property market trends.

The global platform is attractive to sellers and developers and the 

reason for this is best illustrated via current market practice:

a) When a developer wants to market its property to  

 international buyers, the developer has to market its  

 property in a ‘physical’ traditional manner. The current  

 method involves setting up a conference at a venue such  

 as a hotel, with potential buyers in the overseas market,  

 with a sizable manpower of agents required to be physically  

 present to advertise the property to buyers. This is inefficient  

 and high-cost. 

b) In solving this, DH Global will structure an overseas  

 marketing campaign package (“OMCP”) for such  

 developers to advertise their properties to targeted  

 audiences via digital and social media marketing, as well  

 as providing a virtual tour of the show-house.

DH will engage property 
consultancies and 

legal firms in major 
cities to populate 
a comprehensive 

handbook for detailing 
all the various rules 

and regulations that 
international buyers have 

to take note on. 

INFORMATION
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As online forums are evolving as a popular form of customer 

communication, DH Global will incorporate a forum where 

home owners, home seekers, agents/agencies and developers 

can hold real time conversations in its community sharing effort. 

The benefits of a forum are multi-faceted and include fostering 

inclusiveness, building a sense of community and creating a bond 

between individuals internationally and helping to create DH 

Global as a major brand to enhance platform stickiness. Forum 

participants who answer queries about property in their country 

will be rewarded with DIREC tokens (after verification) to encourage 

meaningful discussion in the forum threads.

To entice more buyers and sellers to participate on DH’s platform, 

DH Global will provide the handbook (described above) in its 

platform first and reward buyers and sellers (developers, agencies, 

individuals) with DIREC tokens when property listings are listed. 

When the global platform stabilises, DIREC tokens would be needed 

for developers and sellers to list their projects and properties on 

this platform.

VII. Use of DIREC Tokens

DIREC Tokens are Utility Tokens 
As a non-securitised utility token, users can use their DIREC tokens 

to pay for the litany of services provided by DH’s platform. To 

incentivise the use of DIREC tokens, users will be offered a 20% 

discount to the FIAT rate as an introductory incentive for using our 

cryptocurrency instead of paying in FIAT currency.

These services include DirectHome Express listing for sale and for 

rent, real estate agents’ subscription fees for lead generations on 
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our cashback program and resale deals. In addition, developers can 

purchase DH’s global marketing pack to reach out to international 

property buyers on our platform.

SERVICE PROVIDED FIAT PRICE DIREC TOKEN

Express Sale S$1,480 850

Express Rent S$280 150

Subscription US$800 650

Global Marketing Pack US$5,000 4,000

Token Holding Privileges
To incentivise our initial token backers and users of our platform, 

DH is providing Token Holding Privileges as follows:

TOKEN HOLDING PROVIDED PRICE TOKEN (Hold)

Express Sale x 1 free S$1,480 5,500

Express Rent x 1 free S$280 1,000

Subscription x 1 year free US$800 4,000

Global Marketing Pack x 1 free US$5,000 25,000

The total number of DIREC tokens are finite, and at the end of the 

ICO process, no further DIREC tokens will be generated. 

Third Party Service Providers
DH will collaborate with real-estate related third-party service 

providers and invite them to join the platform. They will specify the 

services that they offer, the location that they serve and the price 

for each service rendered. 

Discussions with pre-committed service providers include major 

furniture and electronics brands, insurance companies providing 

mortgage insurance and maintenance and service companies 

(handyman works, air conditioners services, interior design firms, 

contractors, etc.). Collectively these services will bring greater 
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convenience to property investors and home occupiers alike. 

DH also intends to enter into non-fee sharing memorandums of 

understanding (MOUs) with conveyancing law firms to form a DH 

panel of lawyers. This will provide assistance towards a seamless 

transaction flow for our users in their sale and purchase transactions 

for both resale and primary properties. 

Users will be given the ability to select and order services on 

DirectHome platform. All payments will be made in DIREC tokens 

and DirectHome will charge a nominal 1% commission of the total 

price of the services.

Rewarding of Users
DH recognises that building up a strong database of genuine 

users is germane to its longevity as an online property platform. 

This approach also provides a constant source of fresh business 

leads of home owners and seekers to the company and real estate 

agents. DH will thus set aside 30% of DIREC tokens in reserves to 

reward users.

The rewarding of users is by using DIREC’s smart contract 

technology on the blockchain infrastructure. Details of how the 

tokens will be used to reward users for transactional services are 

as follows:

DH will set aside 30% of 
DIREC tokens in reserves 

to reward users.

REWARD
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GENERAL REWARD: DIREC TOKENS

Sign up for an account (SG & Global accounts) 5

RESALE

Listing of 1 property for sale by seller 5

Listing of 1 property for rent by landlord 3

Listing of 1 property for sale by agent 1

Listing of 1 property for rent by agent 0.5

Forum review and answer 1

DIRECTHOME GLOBAL

Listing of 1 property for sale by seller 5

Listing of 1 property for rent by landlord 3

Listing of 1 property for sale by agent 1

Listing of 1 property for rent by agent 0.5

Forum review and answer 1

REAL TIME CONTRIBUTORY PLATFORM FOR TOP/COMPLETED PROPERTY

8 Photos of development 5

3 Photos and 1 Video per facility 5

1 Floor plan per unit 5

5 Photos of views per unit (level and stack plan) 5

8 Photos of interior design per unit 5

Review of development (100 words) 3

CONTRIBUTORY PLATFORM FOR PRIMARY PROPERTY CASHBACK

Brochure, Fact Sheet, Project Information 30

USER REFERRAL PROGRAM

Referred account signup (SG & Global accounts) 3

Referred signup of Express Sale service 100

Referred signup of Express Rent service 20

Referred signup of flat-fee full agent Sale service 50

Referred signup of flat-fee full agent Rent service 10

Referred signup of market-rate full agent Sale service 50

Referred signup of market-rate full agent Rent service 10

Referred signup of primary property purchase 300

EARN
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VIII. Token Launch

DH ICO website (https://directhome.co) is built by DH for the 

purpose of Token Sale. It is the official venue where Token Sale 

related information such as Token Sale smart contract address, 

exchange rate, planned start and end date of Token Sale, token 

activation date, etc. will be published.

To participate in the Token Sale, prospective buyers will need to 

visit https://directhome.co where they will be required to register 

for the site. Once successfully registered, buyers will be able to 

purchase DIREC tokens using Ether. Token Sale smart contract 

address will be shown for participants to purchase using from their 

own ERC-20 compliant wallet by transferring ether fund to the 

contract address directly. Step by step instruction will be provided 

for buyers using MetaMask where DH ICO site will guide them with 

the transfer via MetaMask. DIREC tokens purchased with ether 

will be issued immediately upon successful execution of the smart 

contract to the buyer’s sending address. For purchase with fiat or 

Bitcoin, DIREC tokens will be issued to buyer’s appointed address 

after successful clearance of funds and within 15 days of the token 

sale end date. Buyer’s appointed address must be a valid address 

on ERC-20 compatible wallet (such as MetaMask or MyEtherWallet) 

where the buyer owns the private credential. Users may also be 

required to provide additional information and documentation 

to verify their identity as part of DH’s KYC process, as described 

on https://directhome.co. DH reserves the right to reject potential 

DIREC token purchaser.

Official Website:
https://directhome.co

Users must use an ERC-20 

compatible wallet such as 

MyEtherWallet in order to 

receive their DIREC tokens 

which will be distributed 

after the purchase. 

Users may also be 

required to provide 

additional information and 

documentation

MyEtherWallet

ERC-20 WALLET

KYC PROCESS
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Token Sale Overview
The DIREC Token Sale will take place on 15 May 2018 12:00 noon 
Singapore Time (GMT+8) and will conclude on 15 July 2018 11:59 
noon Singapore Time (GMT+8) (the “Token Sale End Date”). If on 
the Token Sale End Date, DH has not received a minimum of $3 
million USD in contributions, this will result in contributions being 
returned to contributors.

The minimum purchase amount shall be 0.1 ETH

(Actual exchange rate for ETH to be set prior to launch)
The exact number of DIREC Tokens to be received by a contributor 
will depend on what day of the Token Sale the contribution is 
made, as determined by the DIREC Token allocation mechanism 
below:

15 May 2018
 12:00 Singapore Time 

(GMT+8) 

31 May 2018
12:00 Singapore Time (GMT+8) 

15 Jun 2018
12:00 Singapore Time (GMT+8) 

30 June 2018 
12:00 Singapore Time 

(GMT+8)

30% DIREC Tokens Bonus

31 May 2018 
11:59 Singapore Time

 (GMT+8) 

 15 June 2018  
11:59 Singapore Time

 (GMT+8) 

 30 June 2018  
11:59 Singapore Time

 (GMT+8) 

 15 July 2018 
11:59 Singapore Time

 (GMT+8) 

20% DIREC Tokens Bonus

10% DIREC Tokens Bonus

No Bonus

1 ETH = 850 DIREC

1 ETH = 850 DIREC

1 ETH = 850 DIREC

1 ETH = 850 DIREC

1 DIREC = 1 USD
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Token Sale Structure
• Instrument: DIREC;

• Soft Cap (Minimum Raise): If less than the equivalent of $3 million 

USD in proceeds have been received by the Token Sale End Date 

(the “Minimum Raise”), then all funds raised will be returned to 

participants (less any applicable transaction costs). Any refunds 

due to failure to meet the Minimum Raise will be refunded within a 

reasonable period of time from the end of the Token Sale End Date;

Bonus for Large Purchasers
Purchasers who commit to purchase a large amount of DIREC 

Tokens will be eligible for the optional extra bonus (“Private Sale”). 

All such bonuses will be discussed individually with each potential 

buyer.

Total Supply
The final tokens amount will depend on the bonuses that would 

be applied to the token sale. All unsold tokens will be burned.

Vesting
The vesting schedule for each participating group is as follows:

•	 Large	Volume	Purchasers:	12	months	vesting	period,	10%	vesting	 

 each month, with the first 3 months locked;

•	 DH	Team	Members:	24	months	linear	vesting	period.

Purchasers who commit to 

purchase a large amount of 

DIREC Tokens will be eligible 

for the optional extra bonus 

(“Private Sale”). All such 

bonuses will be discussed 

individually with each 

potential buyer.

EXTRA BONUS
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Token Sale Procedure and Allocation
To participate in the Token Sale, token buyers will pay in the 

following currency:

Ethereum (ETH)

For public sale, transfer of DIREC tokens to your e-wallet is 

immediate upon receiving your ETH. For private sale and fiat 

received in public sale, transfer of DIREC tokens to your e-wallet 

will be within 15 days of the token sale end date. Transferability of 

the tokens is governed by the applicable vesting period, if any.

The breakdown of token allocation is as follows:

50% of DIREC tokens to be allocated 
 to the Token Sale;

30% 
of DIREC tokens to be created for the 
crowdsourced contributions in building 
up the DH platform;

20% 
of DIREC tokens to be created will 
be distributed to DH’s founders and 
employees.
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DH is committed to a transparent token sale process and will 

notify the public of the total amount of DIREC tokens in circulation 

after the completion of the Token Sale. DH will not create any new 

DIREC tokens after the Token Sale.

Budget Allocation Overview
It is important for DH that the community understands how the 

funds from the Token Sale will be utilised in respect of achieving 

DH’s three milestones. The pie-chart below illustrates how the 

proceeds from sale of the DIREC tokens will be allocated after the 

conclusion of the Token Sale.

35% IT Developments of Milestone 1, 2 and 3

25% Marketing and Sales

20% Operations and Administration

15% International Expansion

3% Development Fund

2%  Bug Bounty Program

IT Developments of Milestone 1, 2 and 3 (35%)
The core of the funds will be deployed in the IT development 

and maintenance of the three milestones in bringing forth the 

described value-adding services to consumers while at the same 
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time, building up the platform and generating business revenues. 

A large part of DH’s strategy is to rapidly increase the userbase and 

number of listings. This in turn will lead to considerable increase in 

storage costs. Expenses utilised here thus include programming 

manpower, hardware and secured storage facility costs. The IT 

developmental aspect is key to DH’s proptech solutioning. DH will 

continue to introduce new details and features, user interfaces, 

and support for web, iOS and Android users alike.

Marketing and Sales (25%)
DH will deploy 25% of all funds on an aggressive sales and 

marketing campaign, initially in Asia but subsequently globally. 

This is essentially to bring about brand awareness as well as 

product loyalty.

Operations and Administration (20%)
DH is running a lean, cost-effective start-up and plans to continue 

to do so in the future. In competing in the blockchain ecosystem at 

the highest levels, DH will deploy funds in its operation expansions, 

accounting and administrative activities.

International Expansion (15%)
In order to expand successfully, DH’s team will need to collaborate 

and integrate with third-party service providers in different 

countries. Such integration and collaboration will allow us to 

expand and replicate our successful business infrastructure into 

various countries and entering new markets in gaining traction at 

a much faster pace.

Development Fund (3%)
A small portion of the funds will be dedicated for strategic 

partnerships to enhance DH’s revenue stream. This could be 

done, for example, in the form of co-branding and co-marketing 

initiatives with other companies.
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Bug Bounty Program (2%)
Our goal is to make sure our platform will adhere to the highest 

security standards and have a minimal number of bugs. Even 

though we currently have a competent and experienced team 

(which our team members will also certainly increase with our 

expansion), we understand that it is crucial to reward the public 

for helping us in building a formidable platform with as few flaws 

as possible. 
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IX. Roadmap

May 2018: Launch of DIREC Token Sale

Aug 2018: Milestone 1: Expansion of Services in the Resale Market
Expansion of secondary sale services in providing the public a comprehensive range of options 

when transacting all residential properties

Provision of a reward-based, real time crowdsource contributory platform in building a one-stop 

info database of all completed residential properties

May 2019: DirectHome Global Expansion into another 20 cities

Dec 2018: Milestone 3: Creating DirectHome Global

Creation of a global real estate platform to connect international buyers (and tenants) to properties 
globally 

Comprehensive handbook on rules and regulations, taxation and financing for 5 cities

Structuring Marketing Campaign Package for developers in advertising their properties and reaching 
out to the targeted audience

Forum for discussion threads and community sharing

OCT 2018: Milestone 2: Expansion of Primary Sale Services
Enhancement of DirectHome popular cashback program in allowing buyers of new property 

launches to receive tens of thousands of dollars in cash

Creation of a consolidated advertising platform for a complete catalogue of all new primary property 

sales
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X. Conclusion

Unlike many ICOs that purport to develop an amazing product 

in the future, DH is an already existing, tangible business with a 

credible track-record. The business is premised on property, being 

the most valuable asset class in the world. DH is ready and capable 

of ending the dominance of the standard real estate agent model 

and in turning the market towards Fintech in this sector. The funds 

raised through the ICO will go toward improving DH’s platform 

and incorporating new business lines via the milestones listed.

We at DH intend to create a strong database of genuine users to 

sustain its longevity.  DH will commit to setting aside 30% of all 

issued DIREC tokens to reward users. Users can use their DIREC 

tokens to pay for the litany of services provided by DH’s platform. 

The number of services will rise as DH collaborates with third-party 

service providers to join the platform.

For early adopters, DIREC tokens have significant potential for 

value growth. The tokens are issued at a significant discount to its 

pegged value and as agents, sellers and purchasers migrate over, 

those who obtain DIREC tokens at the ICO stage will reap rewards 

when DH becomes Singapore’s premier property platform and 

expands to a global market. 
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Because DIREC tokens adopt Ethereum’s ERC-20 blockchain 

which provides a common list of rules for all Ethereum tokens to 

follow, DIREC tokens are essentially smart contracts in themselves, 

making them user-friendly and high yielding in utility. This allows 

users’ contributions (e.g. photo and video views from units or 

floorplans) to be made on the DH platform and DIREC tokens are 

rewarded to users in a frictionless environment. Earning and using 

tokens on the platform will build up the total user base, which in 

turn generates value to token holders.    

Be an early adopter in the rise and success of DirectHome. We look 

forward to welcoming you on-board our real-estate revolution!
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XI.  Forward Looking Statements: Warnings to Intended 
purchasers of DIREC Tokens

Please read this section carefully.  If you are in 

any doubt as to the action you should take, you 

should consult your legal, financial, tax or other 

professional advisors.

DIREC tokens are not intended, and do not 

constitute, securities (neither equities nor debt) 

in any jurisdiction. This Whitepaper does not 

constitute a prospectus or offer document of any 

sort and is not intended to constitute an offer 

of securities or a solicitation for investment in 

securities in any jurisdiction.

This Whitepaper does not constitute or form part of 

any opinion on any advice to sell, or any solicitation 

of any offer by the distributor/vendor of the DIREC 

tokens (the “Distributor”) to purchase any DIREC 

tokens nor shall it or any part of it nor the fact of 

its presentation form the basis of, or be relied upon 

in connection with, any contract or investment 

decision.

The Distributor will be an affiliate of DirectHome 

Pte. Ltd. (“DH”), and will deploy all proceeds of sale 

of the DIREC tokens to fund DH’s cryptocurrency 

project, businesses and operations.

No person is bound to enter into any contract 

or binding legal commitment in relation to the 

sale and purchase of the DIREC tokens and no 

cryptocurrency or other form of payment is to be 

accepted on the basis of this Whitepaper.

Any agreement as between the Distributor and 

you as a purchaser, and in relation to any sale and 

purchase, of DIREC tokens  is to be governed by 

only a separate document setting out the terms 

and conditions (the “T&Cs”) of such agreement. In 
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the event of any inconsistencies between the T&Cs 

and this Whitepaper, the former shall prevail.

No regulatory authority has examined or approved 

of any of the information set out in this Whitepaper. 

No such action has been or will be taken under 

the laws, regulatory requirements or rules of 

any jurisdiction. The publication, distribution or 

dissemination of this Whitepaper does not imply 

that the applicable laws, regulatory requirements 

or rules have been complied with.

There are risks and uncertainties associated with 

DH and/or the Distributor and their respective 

businesses and operations and DIREC tokens.  

This Whitepaper, any part thereof and any copy 

thereof must not be taken or transmitted to any 

country where distribution or dissemination of this 

Whitepaper is prohibited or restricted.

DISCLAIMER OF LIABILITY

To the maximum extent permitted by the 

applicable laws, regulations and rules, DH and/or 

the Distributor shall not be liable for any indirect, 

special, incidental, consequential or other losses of 

any kind, in tort, contract or otherwise (including 

but not limited to loss of revenue, income or 

profits, and loss of use or data), arising out of or in 

connection with any acceptance of or reliance on 

this Whitepaper or any part thereof by you.

NO REPRESENTATIONS AND WARRANTIES

DH and/or the Distributor does not make or purport 

to make, and hereby disclaims, any representation, 

warranty or undertaking in any form whatsoever to 

any entity or person, including any representation, 

warranty or undertaking in relation to the 

truth, accuracy and completeness of any of the 

information set out in this Whitepaper.

REPRESENTATIONS AND WARRANTIES BY YOU

By accessing and/or accepting possession of any 

information in this Whitepaper or such part thereof 

(as the case may be), you represent and warrant to 

DH and/or the Distributor as follows:

(a) you agree and acknowledge that the DIREC 

tokens do not constitute securities in any form 

in any jurisdiction;

(b) you agree and acknowledge that this 

Whitepaper does not constitute a prospectus 

or offer document of any sort and is not 

intended to constitute an offer of securities 

in any jurisdiction or a solicitation for 

investment in securities and you are not 

bound to enter into any contract or binding 

legal commitment and no cryptocurrency or 

other form of payment is to be accepted on 

the basis of this Whitepaper;

(c) you agree and acknowledge that no 

regulatory authority has examined or approved 

of the information set out in this Whitepaper, 

no action has been or will be taken under the 

laws, regulatory requirements or rules of any 

jurisdiction and the publication, distribution 

or dissemination of this Whitepaper to you 

does not imply that the applicable laws, 

regulatory requirements or rules have been 

complied with;
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(d) you agree and acknowledge that this 

Whitepaper, the undertaking and/or the 

completion of the DH ICO, or future trading 

of the DIREC tokens on any cryptocurrency 

exchange, shall not be construed, interpreted 

or deemed by you as an indication of the 

merits of DH and/or the Distributor, the DIREC 

tokens and the DH ICO;

(e) the distribution or dissemination of this 

Whitepaper, any part thereof or any copy 

thereof, or acceptance of the same by you, is 

not prohibited or restricted by the applicable 

laws, regulations or rules in your jurisdiction, 

and where any restrictions in relation to 

possession are applicable, you have observed 

and complied with all such restrictions at your 

own expense and without liability to DH and/

or the Distributor;

(f) you agree and acknowledge that in the case 

where you wish to purchase any DIREC tokens, 

the DIREC tokens are not to be construed, 

interpreted, classified or treated as:

(i) any kind of currency other than cryptocurrency;

(ii) debentures, stocks or shares issued by any 

person or entity (whether DH and/or the 

Distributor)

(iii) rights, options or derivatives in respect of such 

debentures, stocks or shares;

(iv) rights under a contract for differences or under 

any other contract the purpose or pretended 

purpose of which is to secure a profit or avoid 

a loss;

(v) units in a collective investment scheme;

(vi) units in a business trust;

(vii) derivatives of units in a business trust; or

(viii) any other security or class of securities.

(g) you have a workable degree of understanding 

of the operation, functionality, usage, storage, 

transmission mechanisms and other material 

characteristics of cryptocurrencies, blockchain-

based software systems, cryptocurrency wallets 

or other related token storage mechanisms, 

blockchain technology and smart contract 

technology; and

(h) all of the above representations and warranties 

are true, complete, accurate and nonmisleading 

from the time of your access to and/or acceptance 

of possession this

Whitepaper or such part thereof (as the case may 

be).

CAUTIONARY NOTE ON FORWARD-LOOKING 

STATEMENTS

All statements contained in this Whitepaper, 

statements made in press releases or in any place 

accessible by the public and oral statements that 

may be made by DH and/or the Distributor or their 

respective directors, executive officers or employees 

acting on behalf of DH or the Distributor (as the 

case may be), that are not statements of historical 

fact, constitute “forward looking statements”. 

Some of these statements can be identified by 

forward-looking terms such as “aim”, “target”, 

“anticipate”, “believe”, “could”, “estimate”, “expect”, 

“if”, “intend”, “may”, “plan”, “possible”, “probable”, 
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“project”, “should”, “would”, “will” or other similar 

terms. However, these terms are not the exclusive 

means of identifying forward-looking statements. 

All statements regarding DH’s  and/or the 

Distributor’s financial position, business strategies, 

plans and prospects and the future prospects of 

the industry which DH and/or the Distributor is in 

are forward-looking statements. These forward-

looking statements, including but not limited to 

statements as to DH’s and/or the Distributor’s 

revenue and profitability, prospects, future plans, 

other expected industry trends and other matters 

discussed in this Whitepaper regarding DH and/

or the Distributor are matters that are not historic 

facts, but only predictions. These forward-looking 

statements involve known and unknown risks, 

uncertainties and other factors that may cause the 

actual future results, performance or achievements 

of DH and/or the Distributor to be materially 

different from any future results, performance or 

achievements expected, expressed or implied by 

such forward-looking statements. 

NO ADVICE

No information in this Whitepaper should be 

considered to be business, legal, financial or tax 

advice regarding DH, the Distributor, the DIREC 

tokens or the DH ICO.  You should consult your own 

legal, financial, tax or other professional adviser 

regarding DH and/or the Distributor and their 

respective businesses and operations the DIREC 

tokens and the DH ICO. You should be aware that 

you may be required to bear the financial risk of any 

purchase of DIREC tokens for an indefinite period 

of time.

RESTRICTIONS ON DISTRIBUTION AND 

DISSEMINATION

The distribution or dissemination of this Whitepaper 

or any part thereof may be prohibited or restricted 

by the laws, regulatory requirements and rules of 

any jurisdiction. In the case where any restriction 

applies, you are to inform yourself about, and to 

observe, any restrictions which are applicable to 

your possession of this Whitepaper or such part 

thereof (as the case may be) at your own expense 

and without liability to DH and/or the Distributor.

Persons to whom a copy of this Whitepaper has 

been distributed or disseminated, provided access 

to or who otherwise have the Whitepaper in 

their possession shall not circulate it to any other 

persons, reproduce or otherwise distribute this 

Whitepaper or any information contained herein 

for any purpose whatsoever nor permit or cause 

the same to occur. 
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