


































RCCA Hibbie Tan
(Beautypreneur)

Respect life
– live well

There’s a saying – “life needs a sense of ceremony”. It 
simply means that we need ceremonies or celebrations to 
break the monotony of life. Otherwise, life will be dull and 
dreary, devoid of dreams and aspirations.

RCCA Hibbie Tan’s life is a testament to this saying. “Life is 
a gift, so we must treasure this precious gift by living it 
well. When you live life, it shows you respect life, and you 
will strive to be better, working to improve and upgrade 
yourself,” she said.

An opportunity seeker
Hibbie considers herself an artistic person and has an eye 
for pretty, stylish things. She enjoys the fine things of life, 
and loves travelling and experiencing new sights and 
sounds. Unfortunately, her career choices could not 
support the standard of life she wanted.

For 12 years, she kept challenging herself to advance, 
often changing jobs to pick up new skills and gain new 
experiences. “It’s because I believed that one day, all the 
skills I had acquired would become useful when the right 
opportunity came.”
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Are you living or just surviving?
“Just ask yourself a simple question: Do you know 
what you want or do you feel lost in life? You 
shouldn’t feel lost if you ‘think’ you are at the right 
career platform and heading in the right direction.

“Time doesn’t wait for anyone. If you are not living life 
but just surviving, it’s time to change.

“You only live once. but if you do it right, once is 
enough” Hibbie urged.

When the opportunity to co-own a manicure salon arose, Hibbie thought 
that was her big break but being a boss was nothing like she thought. 
Next, she became an influencer, with over 40,000 Instagram followers. 
“But frankly, unless you are a very popular influencer and the products 
you share are a big hit, your income isn’t huge,” she revealed.

Finally, the opportunity came
When she was introduced to BE, she knew this was it. “This is a business 
that is everything I’ve been dreaming of. I get to travel, see and 
experience new things. I also get to give my mother a comfortable life. 
Everything is ready for me and I just have to do one thing – duplicate. It’s 
true what BEians say – that at BE, we ‘drink coffee, tell a story and make 
money’.”

Being new to the MLM industry, Hibbie can’t express exactly how she 
feels about doing the BE business. “You have to be in the business to 
know what it feels like. When you develop yourself while developing
and helping others, only then can you experience the joy that I feel,” she 
gushed.

She can still recall the joy she felt when her friend’s father, who had not 
been able to walk without aid, regained his mobility after wearing the 
Aulora Pants that she shared with them about. “That sense of joy, 
satisfaction and accomplishment is beyond words. That’s the reason I 
keep doing the BE business.”



RCCA Annie Lau Ai Na
(Mobile Phone Business Owner)

BE
remembered,
not forgotten

Even before BE, RCCA Annie was already a successful 
businesswoman. She owned 9 mobile phone outlets that carried 
international brands, such as Huawei. It was a sweet success for 
her 18 years of labour in the mobile phone business. So, why 
bother to get into the MLM business? And why choose BE out of so 
many other MLM companies? Annie candidly shares her story.

BE began as a pastime
Annie was born to be a workhorse. Since her school days, she had 
worked and juggled jobs. When she finished school and started 
working full-time, she had two jobs. When she began her mobile 
phone business, she also did another part-time job.

“What can I say? It’s how I was raised. It’s in my blood,” she 
laughed. “I like to keep myself occupied. I enjoy working and 
harvesting the fruits of my hard work.”

So, when she was introduced to BE, she naturally took up the 
business on a part-time basis, never thinking that it was going to 
be a full-time pursuit.

“Initially, I did BE part-time because I wanted something to take 
my mind off my hectic handphone business. I slowly began to 
notice that everyone in BE seemed to enjoy doing the business. 
These BEians were fun, happy and vibrant. I was intrigued.”
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From pastime to passion
As Annie got more involved in the BE business, she discovered 
the world of difference between BE and traditional business. 
“Yes, my handphone business was lucrative, but it wasn’t easy. 
Sales, inventories, dead stocks, rentals, salaries – these were my 
biggest headaches. Running the BE business, however, is 
stress-free. All I need is share and meet as many people as 
possible,” she explained.

“In my many jobs, I’ve never experienced as much satisfaction as 
I’ve experienced in BE. Seeing lives transformed, being 
appreciated, and being able to work as a family in BE are pure 
joys,” Annie said, “and I’m making the same income as I did from 
my handphone business! Better still, I don’t have to worry about 
anything!”

And she would have been worried sick if she only had her 
handphone business during the MCO.

“During the MCO, my BE business continued as usual. From 
logistics to online meetings, activities and seminars, the 
company ensured everything went smoothly for us. Many 
businesses were badly hit during the MCO. In contrast, BE Hong 
Kong branch took off as scheduled in May!”

“I want to be remembered”
Annie recalled the time when she was a handphone 
promoter (before she started her handphone business). 
Her mother was worried about her irregular income and 
said people wouldn’t buy handphones every day. “But 
people will want health, beauty, quality life and time and 
financial freedom all the time,” she said.

“So, I want to help them achieve these. I want to be 
remembered as Annie Lau, the one who inspired people 
and changed their lives. And I will do it with BE.”





Be someone’s mentor
Many people associate direct selling with ‘sales’. “No, at BE, we begin as 
users. When you benefit from the products, you’ll naturally want to tell 
people about them. At BE, we don’t teach people to sell. We encourage 
them to share,” Calvin pointed out.

With his abundant life and career experiences, Calvin knows that life isn’t 
about how much money one makes, but how many people one helps.

“When your goal is making more money, you’ll find that hard to achieve. 
Human beings have two legs, but a dollar note has four (in Chinese, the 
words “corners” and “legs” are homonyms). That’s why you can never 
outrun money. But when you share with a sincere heart, you’ll attract 
wealth. Isn’t that easier?”

Calvin said many people remain where they out of fear – fear of leaving 
their comfort zone, fear that it’s too late to change, and fear that it’s too 
late to jump on to the bandwagon.

“The opportunity is always now. Stop telling yourself ‘later’. When ‘later’ 
comes, you’ll regret when it becomes ‘too late’,” he concluded.

But the pants spoke for themselves. As his wife’s varicose vein 
condition improved and she lost some inches too, Calvin started 
telling friends about them and was surprised by the response. “They 
were all interested and began to order the pants from me! They didn’t 
even ask how much the pants cost!”

Still, Calvin dismissed the idea of doing the business. And then he 
met BE founder Lee Suet Sen.

During the one-hour meeting with Mr Lee, Calvin became convinced 
that this was the business he had been seeking. The deciding factors 
that prompted his decision to join BE were the company’s
background, its founder and its founder’s vision.

“I was already impressed that Mr Lee wanted to 
meet me. After all, I was just an ordinary 
member,” he said.












