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The Trainer

Mr. Lee specializes in HDB and private property conveyancing. He also advises on various real estate legal

matters, including HDB, private residential properties, mortgages, and wills.

As an invited speaker and trainer, Mr. Lee conducts ad-hoc talks and seminars on general conveyancing, legal

issues in real estate and mortgages, and legal matters related to wills, including will writing and the Singapore

residency schemes.



Real estate salespersons, when representing their clients, often interact with multiple

parties, which can place them in positions of potential or actual conflict of interest.

According to the Estate Agents (Estate Agency Work) Regulations 2010 and the Code of

Ethics and Professional Client Care, real estate salespersons have a duty to avoid conflicts

of interest. They must also declare any actual or potential conflicts of interest to their clients

to maintain transparency and uphold professional standards.

Introduction



Understand what is Conflict of Interest

how it can arise, and 

consequences of breaching the duty to avoid Conflict of Interest.

Learning outcome



Who Should Attend

This workshop is essential for all estate agents and salespersons to comprehend the significance

of understanding and managing conflicts of interest. Participants will learn what constitutes a

conflict of interest, how such conflicts can arise in the real estate industry, and the best practices

for avoiding them. By attending this workshop, estate agents and salespersons will be better

equipped to maintain professional integrity, ensure transparency, and uphold ethical standards in

their dealings. This knowledge is crucial for building trust with clients and safeguarding their

interests, ultimately leading to a more successful and reputable career in real estate.


