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ENABLING INNOVATIVE PAYMENTS

HPS

The HPS Group provides highvalue added electronic payment
solutions and services. HPS
structures its offers around 3
Business Units:
• HPS Solutions
• HPS Processing
• HPS Services

+90

countries

+400

institutions

+110

production
sites

560

million MAD in revenue
+15.2%

HPS Solutions
• Card Issuing
• Credit Management
• Merchant Acquiring
• Fraud Monitoring
• e/m Commerce
• Payment Analytics
• Mobile Payment
• ATM Management
• POS Management
• Retail Payment

376

million MAD in revenue
+15.1%

HPS Processing
• Payment
• Switching
• Microfinance

62

million MAD in revenue
+52.1%

HPS Services

• Software qualification
• Project management support (AMOA)
• IT engineering
• Infrastructure engineering

111

million MAD in revenue
+1.0%

HPS Innovation
R&D

+12

cumulative centuries

INVESTMENT

14.5%

of revenue

TRAINING

+14,000hours
58%

of employees
have undertaken training
* Revenue from solutions-oriented activity in 2017

www.hps-worldwide.com
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Economic
environment
According to the last IMF report, the global upswing in economic
activity is strengthening. It is estimated that global production will
increase by 3.7% in 2017 - 0.1% more than what was forecast last
Autumn and 0.5% more than in 2016. Such accelerating growth can be
seen across the board, with significant upward revisions in Europe and
Asia. Global growth rates in 2018 and 2019 were revised up by 0.2%
to 3.9%, due to a stronger growth dynamic and expected impacts of
recently approved changes to American tax policy.
The cyclical recovery that began in mid
2016 shows no signs of slowing. In 2017,
around 120 countries, which represents
three quarters of global GDP, saw an
acceleration in their growth in just
one year: the broadest synchronised
global growth upsurge since 2010.
Among advanced economies, growth
in the third quarter of 2017 was
higher than projected last autumn,
notably in Germany, South Korea,
the United States and Japan. Key
emerging markets and developing
economies, including South Africa,
Brazil and China also posted thirdquarter growth stronger than the
autumn forecasts. High-frequency
hard data and sentiment indicators
point to a continuation of strong
momentum in the fourth quarter.
World trade has grown strongly in
recent months, supported by a pickup
in investment, particularly among
advanced economies, and increased
manufacturing output in Asia in the run
up to the launch of new smartphone
models. Purchasing managers’ indices
indicate firm manufacturing activity
ahead, consistent with strong consumer
confidence pointing to healthy final
demand.
Global growth for 2017 is now estimated
at 3.7 percent, 0.1 percentage point
higher than projected last autumn.
Upside growth surprises were
particularly pronounced in Europe and
Asia but broad based, with outturns for
both the advanced and the emerging
market and developing economy
groups exceeding the autumn forecasts
by 0.1 percentage point.
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The stronger momentum experienced
in 2017 is expected to carry into 2018
and 2019, with global growth revised
up to 3.9 percent for both years (0.2
percentage point higher relative to the
autumn forecasts).
For the two-year forecast horizon,
the upward revisions to the global
outlook result mainly from advanced
economies, where growth is now
expected to exceed 2 percent in 2018
and 2019. This forecast reflects the
expectation that favourable global
financial conditions and strong
sentiment will help maintain the recent
acceleration in demand, especially in
investment, with a noticeable impact on
growth in economies with large exports.
In addition, the US tax reform and
associated fiscal stimulus are expected
to temporarily raise US growth, with
favourable demand spillovers for US
trading partners—especially Canada
and Mexico—during this period. The
expected global macroeconomic
effects account for around one half of
the cumulative upward revision to the
global growth forecast for 2018 and
2019, with a range of uncertainty around
this baseline projection.

Overview of the World Economic Outlook Projections
(Percent change unless noted otherwise)

Year over year
Q4 over Q42

Estimate

Difference from
October 2017 WEO
Projections1

Projections

Estimate

Projections

2016

2017

2018

2019

2018

2019

2017

2018

World Output

3.2

3.7

3.9

3.9

0.2

0.2

3.9

3.9

2019
3.8

Advanced Economies

1.7

2.3

2.3

2.2

0.3

0.4

2.4

2.3

2.0

United States

1.5

2.3

2.7

2.5

0.4

0.6

2.5

2.7

2.4

Euro Area

1.8

2.4

2.2

2.0

0.3

0.3

2.4

2.1

2.0

Germany

1.9

2.5

2.3

2.0

0.5

0.5

2.8

2.1

2.1

France

1.2

1.8

1.9

1.9

0.1

0.0

2.2

1.8

1.9

Italy

0.9

1.6

1.4

1.1

0.3

0.2

1.5

1.4

0.9

Spain

3.3

3.1

2.4

2.1

-0.1

0.1

3.0

2.2

2.0

0.9

1.8

1.2

0.9

0.5

0.1

2.0

0.9

-0.3

Japan
United Kingdom

1.9

1.7

1.5

1.5

0.0

-0.1

1.3

1.5

1.5

Canada

1.4

3.0

2.3

2.0

0.2

0.3

3.0

2.2

1.9

Other Advanced Economies3

2.3

2.7

2.6

2.6

0.1

0.1

2.7

2.5

2.9

Emerging Market and Developing Economies

4.4

4.7

4.9

5.0

0.0

0.0

5.2

5.3

5.3

0.4

2.2

2.2

2.1

0.1

0.0

2.2

2.1

1.7

-0.2

1.8

1.7

1.5

0.1

0.0

2.3

1.9

1.6

Commonwealth of Independent States
Russia

1.9

3.1

3.4

3.5

0.1

0.0

…

…

…

Emerging and Developing Asia

Excluding Russia

6.4

6.5

6.5

6.6

0.0

0.1

6.8

6.5

6.5

China

6.7

6.8

6.6

6.4

0.1

0.1

6.7

6.5

6.4

India4

7.1

6.7

7.4

7.8

0.0

0.0

7.9

7.4

7.8

ASEAN-55

4.9

5.3

5.3

5.3

0.1

0.0

5.4

5.4

5.3

Emerging and Developing Europe

3.2

5.2

4.0

3.8

0.5

0.5

4.0

4.8

3.7

Latin America and the Caribbean

-0.7

1.3

1.9

2.6

0.0

0.2

2.2

2.3

2.6

Brazil

-3.5

1.1

1.9

2.1

0.4

0.1

2.5

2.2

2.0

Mexico

2.9

2.0

2.3

3.0

0.4

0.7

1.4

2.9

2.8

4.9

2.5

3.6

3.5

0.1

0.0

…

…

…

1.7

-0.7

1.6

2.2

0.5

0.6

-1.4

2.5

2.2
…

Middle East, North Africa, Afghanistan and Pakistan
Saudi Arabia
Sub-Saharan Africa

1.4

2.7

3.3

3.5

-0.1

0.1

…

…

Nigeria

-1.6

0.8

2.1

1.9

0.2

0.2

…

…

…

South Africa

0.3

0.9

0.9

0.9

-0.2

-0.7

1.2

0.5

1.1

Low-Income Developing Countries

3.6

4.7

5.2

5.3

0.0

0.1

…

…

…

World Growth Based on Market Exchange Rates

2.5

3.2

3.3

3.2

0.2

0.2

3.3

3.3

3.0

World Trade Volume (goods and services)6

2.5

4.7

4.6

4.4

0.6

0.5

…

…

…

Developed markets

2.6

4.1

4.3

4.2

0.6

0.7

…

…

…

Emerging markets and developing economy groups

2.3

5.9

5.1

4.8

0.4

0.2

…

…

…

-15.7

23.1

11.7

-4.3

11.9

-5.0

19.0

-0.9

-3.9

-1.6

6.5

-0.5

1.0

-1.0

1.5

1.2

1.2

1.0

Memorandum

Commodity Prices (US dollars)
Oil7
Nonfuel (average based on world commodity export
weights)
Consumer Prices
Advanced Economies

0.8

1.7

1.9

2.1

0.2

0.1

1.6

2.1

2.1

Emerging markets and developing economy groups8

4.3

4.1

4.5

4.3

0.1

0.2

3.7

3.9

3.6

London Interbank Offered Rate (percent)
On US Dollar Deposits (six month)

1.1

1.5

2.3

3.4

0.4

0.5

…

…

…

On Euro Deposits (three month)

-0.3

-0.3

-0.3

-0.1

0.0

-0.1

…

…

…

On Japanese Yen Deposits (six month)

0.0

0.0

0.0

0.1

-0.2

-0.1

…

…

…

Note: Real effective exchange rates are assumed to remain constant at the levels prevailing between
13 November 2017 and 11 December 2017. Economies are listed on the basis of economic size. The
aggregated quarterly data are seasonally adjusted
1/ Difference based on rounded figures for both the current and October 2017 World Economic
Outlook forecasts. Countries whose forecasts have been updated relative to October 2017 World
Economic Outlook forecasts account for 94 percent of world GDP measured at purchasing power
parity.
2/ For World Output, the quarterly estimates and projections account for approximately 90 percent
of annual world output at purchasing-power-parity weights. For Emerging Market and Developing
Economies, the quarterly estimates and projections account for approximately 80 percent of annual
emerging market and developing economies' output at purchasing-power-parity weights.

3/ Excludes the G7 (Canada, France, Germany, Italy, Japan, United Kingdom, United States) and euro
area countries.
4/ For India, data and forecasts are presented on a fiscal year basis and GDP from 2011 onward is
based on GDP at market prices with FY2011/12 as a base year.
5/ Indonesia, Malaysia, Philippines, Thailand, Vietnam.
6/ Simple average of growth rates for export and import volumes (goods and services).
7/ Simple average of prices of U.K. Brent, Dubai Fateh, and West Texas Intermediate crude oil. The
average price of oil in US dollars a barrel was $52.7 in 2017; the assumed price based on futures
markets (as of 11 December 2017) is $59.9 in 2018 and $56.4 in 2019.
8/ Excludes Argentina and Venezuela.
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Organic
Growth

15.2%
Operational
Cash Flow

MAD

R&D

MAD

85.9m
54.3m

Message
from the
CEO
Dear shareholders,
Once again, we have succeeded
in achieving a solid growth of
15.2%, despite the uncertainty of a
payment market undergoing drastic
reconfiguration.
Our 2017 results confirm the relevance
of our strategic approaches alongside
our long-term objectives, seeking to
consolidate our position amongst global
industry leaders.
Our sustainable growth policy has
allowed us to double our turnover over
the last 5 years, and our PowerCARD
solutions are now used by more than
4000 institutions in more than 90
countries worldwide.

Outstanding performance and rigorous
investment

In 2017, HPS once again demonstrated
its ability to accompany its clients in a
world undergoing a complete digital
transformation, whilst improving its
profitability and boosting its investment
volumes.
HPS recorded consolidated revenues
of MAD 560 million, with an improved
operational margin of 16.2%, compared
to 14.8% in 2016. Net income increased
by 20%, representing a net margin rate
of 12.7%. These results are reflected in
an operational cash flow of MAD 85.9
million and a net cash flow of MAD 32.2
million.
A marker of the trust that investors
have in the Group’s capacity to honour
its commitments, HPS’ share in the
Casablanca stock exchange has more
than doubled, representing the fourth
largest rise in 2017, meaning that
the Group has the largest IT market
capitalisation in Casablanca.
Without a doubt, these results are
hugely encouraging in the progressive
implementation of our proactive
development strategy. We have
continued to reinforce the proportion
of recurring revenue in our turnover by
implementing new business models,
and through the targeted and coherent
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diversification of our activities. For
example, for its first full year, processingoriented activities generated almost
MAD 62 million, representing 11% of the
Group’s overall revenue.
As a global company, HPS opened
offices in Singapore and Lausanne,
reinforcing its international presence
(Casablanca, Paris, Aix en Provence,
London, Omaha, and Dubai), with
a view to providing its clients with
proximity, not only geographically, but
also linguistically and culturally.
In order to bring new impetus to
the Group’s development, we have
initiated a new strategy, which
involves progressively accelerating the
development of the HPS brand, the
objective being to capitalise on the
Group’s experience and reputation,
and to broaden its offering within
the world of payment and associated
technologies.

Innovation and agility are in HPS' DNA

Our clients need technology, of course,
but it doesn't stop there. They also
expect flexibility. In order to respond to
this need, HPS relies on extremely agile
organisational capacities and draws on
a wealth of talent and skills, all driven
by a passion for innovation and a strong
sense of solidarity with our clients.
In order to consolidate our position
in the market, we are committed to
remaining attentive to all technological
advancements that directly or indirectly
affect us.
Soon, technology will be everywhere,
and the physical and digital worlds
will align. Artificial intelligence is
permeating practically all forms of
technology, from connected devices
to data analysis applications and
tools. Digitisation allows us to fuse the
virtual and real worlds, through the
digital pairing of objects, intelligent
conversational platforms, and virtual
and augmented reality. Links between
growing numbers of individuals,
companies, tools, content and services
allow us to provide digital solutions
that are more intelligent and more
secure. Although still undergoing
an experimental phase, Blockchain
technology is continuing to expand.
Thanks to these technological
developments, electronic payment
users are even more connected, better
informed and ever-more demanding.
They want high value-added financial
services that are quicker, easier to use
and less expensive than ever. To best
respond to these expectations, data,
which gives us in-depth knowledge
about each user, is at the heart of the
user experience battle. Payment within

the world of commerce is becoming so
convenient that it is almost “invisible”.
HPS’ PowerCARD products are globally
renowned for their comprehensiveness,
functional wealth, and scalability.
However, current technological
breakthroughs have led us to double
our efforts. We consider these
breakthroughs as opportunities to
consolidate our position by responding
to the new expectations of our current
and future clients.
As such, we have strengthened our
ability to anticipate and react to market
changes. We have consolidated our
technological development through
an increase in R&D investment,
which has risen by 43% in one year,
representing 14% of the revenue
generated from solutions-oriented
activity in 2017. This was a necessary
step in ensuring that we are capable
of adapting to the new payment
market set-up and to accompany
all types of stakeholders: traditional
financial institutions and notably banks,
FinTechs, major technology companies,
and e-commerce giants, as well as
new entrants who are in the process
of positioning themselves within an
increasingly complex globalised market.
HPS is true to its mission as a
facilitator, fostering understanding and
cooperation between all categories of
market players, with the ultimate aim of
helping to achieve a cashless world.

twenty countries, mixing them up into
teams to come up with innovative ideas
using our PowerCARD solutions. It was
within this open, creative environment
that we had the pleasure of announcing
“PowerCARD 2020”, the new version of
our multi-channel payment platform for
the next decade.

Socially responsible development

Backed by the trust of our clients and
shareholders, we are determined to
continue implementing our strategy
whilst progressively accelerating our
development.
We will also continue to ensure that
human beings are at the very centre of
our development strategy. This is why
HPS continues to act as a corporate
citizen, complying with the most recent
and rigorous international corporate
social responsibility standards. Our CSR
label, which has just been renewed,
constitutes an additional guarantee in
terms of our sustainability and being
able to offer continued support to our
clients in their development projects,
within an increasingly digital and
collaborative economy.
I would like to thank all of our clients
for their unwavering loyalty, our
partners for their sound contribution,
our stakeholders for their trust, and
our employees for their solidarity,
professionalism and responsibility.
Mohamed Horani
Chief Executive Officer

A sense of solidarity and a sharing culture
within an increasingly collaborative
economy

Our set of core values can be
summarised in three concepts: Internal
and external solidarity, professionalism
and responsibility. This way of thinking
fosters professional and responsible
solidarity between the various HPS
Group internal teams, and with our
clients’ and partners’ external teams,
with a view to building a long-lasting
relationship of mutual trust.
This sense of solidarity is reinforced by
our culture of sharing and cooperation.
This is why we organise a biannual
“PowerCard Users Meeting”, gathering
all stakeholders within the EPS
ecosystem from around the world.
The 2017 edition of this international
forum was held in Marrakesh and
was a highlight of the year in terms
of announcements, meetings and
discussions between PowerCARD
users and leading operators within the
sector, with more than 400 participants
from around forty countries. At this
innovation event, we also held a 48hour Hackathon, bringing together
clients, employees, and university and
secondary school students from around
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Our Vision
“Our vision is to make HPS a world-class company,
offering innovative products and services within the
payment and associated technology industry.”
Now a global industry leader, HPS designs, develops,
implements and supports its own suite of PowerCARD multichannel electronic payment solutions for a plethora of clients,
employees and stakeholders. In order to reach this point,
since it was founded, the Group has devoted more than 12
man centuries towards R&D for the continuous development
and improvement of its solutions.

Clients
Our clients are at the heart of our strategy. Our priority is
to ensure that they are satisfied, by providing them with
solutions that respond to their most specific needs and that
allow them to improve their competitiveness in the long
term. HPS therefore works in close collaboration with key
industry players to best respond to current and future market
expectations, allowing us to provide long-term support to our
clients and to build a close-knit relationship with them. This is
a relationship that we nurture through our PowerCARD User
Club, a permanent communication platform between us and
all users of our solutions, and our PowerCARD Users Meeting,
a biannual event organised by HPS to discuss industry trends
and future innovations of our solutions.
Employees
We are aware that the road to success starts with motivated
and committed employees, driving forward the strategy put
in place to achieve the Group’s vision on a daily basis. At HPS,
more than 450 employees, from a range of backgrounds,
play a key role in the creation of the necessary business
culture required to make our vision a reality. To maintain their
engagement, HPS regularly defines actions to accompany
them on a daily basis throughout their professional and
personal development, and implements specific tools to
periodically evaluate their motivation and satisfaction.
Stakeholders
At HPS, we are of the belief that our stakeholders are first
and foremost long-term partners, with the capacity to
invest to allow HPS to innovate and position itself within an
ever-changing globalised economy. As such, the Group’s
performance isn't measured exclusively by immediate
profitability, but is gauged across a broader time scale,
allowing HPS to reinforce its investment capacity to
accompany changes and innovations in our industry. Our
priority is to listen to all of our stakeholders, to ensure regular
communication of transparent, clear information, and to
evaluate the long-term value of their investments.
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A
sustainable
business
The recognition of our solutions by all
industry experts and professionals, and
long-term relationships with prestigious
clients, enable us to position ourselves as
a world leader and are testimony to the
relevance of our mission. In order to sustain
our position and development, we work daily
to reinforce the essential foundations of our
sustainability.
• We are continuing to reinforce our
geographical expansion through the
gradual strengthening of our international
presence, either through direct sales offices,
business partnerships and joint ventures,
or external growth operations. As such,
2017 saw the opening of a new office in
Singapore to accompany the development
of HPS electronic payment activities across
Asia, and a new office in Lausanne to bring
HPS Services to Switzerland.
• We are continuing to expand our overall
offering and business models to provide
our clients with maximum adaptability and
flexibility, whilst reinforcing our recurring
revenue by taking full advantage of the
long-term benefits generated by the
development of the electronic payment
market. Within this context, after launching
our switching offer in Morocco in 2016,
we finalised our processing offer in 2017
in order to allow our clients to use the full
set of PowerCARD solutions on our own
infrastructure.
• We are continuing to reinforce our
operational excellence - the key to
exceptional performance and sustainability
for our Group. From the alignment of our
global organisation with our strategy, to
the systematic revision of our operational
procedures, we have instilled a culture of
continuous improvement, which forms
the basis of our operational excellence.
This approach has been fully supported
throughout 2017 by a digital transformation
programme, positively influencing the
working methodologies that we employ
amongst ourselves and with our clients and
partners.

Our objectives
Strategic priorities focus on consolidating and growing our core business activities by developing new products, markets and
business models that support HPS’ future growth - all while increasing profitability. In 2017, we improved our operational
profitability by 1.4 percentage points, achieving a margin of 16.2%, in line with the objectives for the year.

HPS today
Growth

Diversification of income sources

The development of our activities is
based on various strategic development
axes:

We balance our business across
geographic regions for a better longterm outlook and controlled volatility.
This allows us to take advantage of
buoyant market growth in the short
term, while benefiting from a diversified
source of income.

• Consolidation of the current position
of HPS in its traditional markets
including Africa, the Middle East, and
to a lesser extent in Europe.
• Development of our positioning on
international projects and growth
markets (Europe, Latin America, North
America and Asia) that provide short
and long-term growth for HPS.

Transaction-based
solutions
7%
Maintenance
solutions
21%

Services
21%

Revenue
by activity
2017

We also continue to vary the nature of
our revenue by diversifying our product
offering and our business models. This
allows us to consolidate a solid base of
recurring revenue, while continuing to
seek new growth drivers.

18%
Upselling
solutions

Middle
East
19%

• Launch of new products and services
to maximise our added value for our
clients.

22%
Licence
solutions
Asia
2%
Europe
37%
Revenue
by geographical
area
2017

• Implementation of new business
models in order to boost HPS’ longterm growth (transactional model,
processing, etc.).

34%
Africa

8%
Americas

Strengthening of operating margins
Recurring revenue
2014
2015
2016
2017

171 55%

While strengthening our investment
efforts in terms of sales force, research
and development, and delivery capacity,
HPS continues to deploy its operational
excellence improvement strategy to
boost the Group’s overall efficiency.

309

212 60%

354

244 50%
287 51%

486

Processing
11%

16.2%

14.8%
13.5%

560

2015

Revenue in MAD millions

2016

2017

Our ambitions
HPS aims and withholds the means
to confirm its position as a leader
in the electronic payment industry
through its strategic approaches. The
main focuses of these approaches
are the diversification of our business
models in order to reinforce recurring
revenue and sustainable growth, the
expansion of our network of partners
and thereby the development of
our geographic presence and finally,
interaction with growth markets and
major global financial institutions.

The Group’s achievements for 2017
demonstrate that these strategies are
rewarding: the Transactional Business
Model generated revenue of MAD 34.2
million and the new Processing Model
generated almost MAD 62 million.
Our partnerships continue to generate
new development opportunities, and
PowerCARD is now used by a large
number of major institutions.

as a strengthening in our strategic
diversification initiatives. These initiatives
will allow use to continue reinforcing
our earning power and will establish the
foundations for future growth, with the
aim of achieving operational margins of
more than 20% in 2020.

We believe that 2018 will continue these
trends, and will see a development
in our processing activities, as well
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Strategy
HPS has defined 4 strategic
focuses to make its vision a reality
and to strengthen its position as
a globally recognised company
within the electronic payment
industry: prioritising sustainable
growth, developing innovative
solutions, reinforcing operational
excellence and closely involving
employees.

1 Sustainable growth

Revenue (in MAD millions)
2017 ANNUAL REPORT
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2017

2016

309

354
2015

279
2013

2014

282
2012

228

250
2011

2010

184

153
2008

2009

155
2007

486

560

To ensure sustainable growth, HPS
focuses on increasing its share of sales
in growth regions, strengthening its
position in long-established markets,
strengthening recurring revenue, and
implementing new business models
with a view to enhancing future
profitability rather than short-term
profit.

3 Employee
2 Innovation

Within the context of its innovation
policy, collaboration between our
marketing, HR and R&D departments
is a key factor in the Group’s strategy,
alongside feedback from project teams
to research & development teams. A
transversal approach, combined with
the pooling of information, allows us to
be flexible in our designing processes,
producing some of the most innovative
products and services on the market.
This attitude is further supported by an
alignment of the Group’s HR strategy,
forming a coherent “whole” within its
innovation strategy.

involvement

Committed and talented, our
employees play a key role in the
implementation of the HPS strategy
and in the Group’s overall success. A
strong corporate culture and engaged
employees form the fundamental
foundations for developing highperformance solutions for our clients.
This is why it is crucial to create,
maintain and develop conditions
that contribute to the sustainable
development of our employees, notably
via training and the development of
skills through the HPS Academy, with a
focus on the constant broadening of our
employees’ knowledge.

4 Operational
excellence

HPS adopts a systematic approach
with a view to optimising Group
performance in terms of productivity,
quality, flexibility and cost reduction.
Such research is primarily based on
a gradual international procedure,
guided by a policy of geographical
proximity with our markets and clients,
and supported by the flexibility of our
organisation and the optimisation of
our operational processes.

Offices opened in 2017:
• Singapore
• Lausanne
67% Technique
22% Soft skills
11% Management
Distribution of
training in 2017
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A global Group with
controlled expansion
With solutions and services rolled
out in more than 90 countries,
our operational excellence is
based on gradual international
deployment, guided by a policy
of geographical proximity with
our markets, and supported by
the flexible organisation and
continuous optimisation of our
operational processes. International
deployment isn’t only achieved
through the establishment of
new subsidiaries, but also through
strategic acquisitions or business
ventures with local stakeholders.
Founded in 1995 in Morocco, HPS
gradually extended its geographical
presence by setting up HPS Dubai
in 2003 and HPS Europe in 2008.
The primary objective of these two
offices was to develop commercial
activity in these areas by relocating
a dedicated sales force, responsible
for direct marketing and for leading
a network of regional partners. To
support our development within
this region and to optimise our
operational efficiency, our Dubai
teams have been strengthened
in recent years by dedicated
development and support teams.
Our European presence was also
strengthened in 2010 following the
acquisition of acpqualife, whose
teams help to ensure integration

and support for projects in the
region. 2017 saw the opening of a
new office in Singapore, a major
economic hub, ranked second in
the world by Doing Business*, in
order to best support its electronic
payment offering across the Asian
market. HPS also opened an office
in Lausanne in 2017 to support
service-oriented activities in
Switzerland.
The Group’s management is
based around 3 business units
(Solutions, Processing and Services)
and regional branches, which are
autonomous structures capable
of efficiently providing all services
offered by the Group, whilst
benefiting from centralised support
facilities.
The Group’s sales structure also
relies on sales representatives
across different priority regions,
supporting the Group’s business
development initiatives.
* : www.doingbusiness.org

AFRICA

MIDDLE EAST & ASIA

Casablanca
HPS Solutions
• Business departments
• Client project teams
• R&D centre
• Training centre
• 24/7 support

Dubai
HPS Solutions
• Business departments
• Client project teams
• 24/7 support

HPS Processing
• Business departments
• Operations centre
• 24/7 supervision and support
• Infrastructure and security
HPS Group
• Group support departments
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HPS Processing
• Sales representative
Singapore
HPS Solutions & Processing
• Sales representative

Manila
HPS Solutions & Processing
• Sales representative

countries

EUROPE & AMERICA
Aix en Provence
HPS Solutions
• Business departments
• Client project teams
• R&D centre
• Training centre
HPS Services
• Business departments
• Client project teams
HPS Processing
• Business departments

Paris
HPS Solutions
• Business departments
• Partnership management

Lille
HPS Services
• Business departments
• Client project teams

Lausanne
HPS Services
• Business departments
• Client project teams

HPS Services
• Client project teams

Sophia Antipolis
HPS Services
• Business departments
• Client project teams

Omaha
HPS Solutions & Processing
• Sales representative

HPS Processing
• Business departments
Toulouse
HPS Services
• Business departments
• Client project teams

London
HPS Solutions & Processing
• Sales representative

2017 ANNUAL REPORT

19

Positioning
Mission

Our mission is to offer innovative products and services within the payment and associated technology industry,
transforming HPS into a world-class company.

Products

HPS produces a suite of integrated and modular solutions that allow its clients to process a range of payment transactions
across all available channels.
R&D/Solutions

Services

MAD 200M

14.5%

26,4000M/D

20,000M/D

Dedicated to R&D
over 5 years

Of revenue generated by
solutions in 2017

Dedicated to R&D
in 2017

Dedicated
to services

Business Models

HPS designs, develops, markets, installs and supports a suite of multi-channel electronic payment solutions. We created the
PowerCARD software suite with the aim of offering innovative solutions across the whole payment value chain.

Licensing Model

Implementation

Processing Model

Implementation

Business

We have designed our business to meet the operational needs of our customers, putting together a relevant, scalable
offering.

CARD
ISSUING

MERCHANT
ACQUIRING

CREDIT
MANAGEMENT

e/m COMMERCE

PAYMENT
ANALYTICS

MOBILE
PAYMENT

FRAUD
MONITORING

ATM
MANAGEMENT

MICROFINANCE

POS
MANAGEMENT

SOFTWARE
QUALIFICATION

PROJECT MANAGEMENT
SUPPORT

IT ENGINEERING

INFRASTRCUTURE
ENGINEERING

Regional deployment

Our regional deployment strategy is based on the consolidation of our traditional markets, as well as on a proactive
approach of gradual establishment across growth markets.

34%
AFRICA
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21%

MIDDLE EAST
AND ASIA

37%
EUROPE

8%

AMERICA

Deployment strategy
Partnerships

Transverse Projects

Alliances and partnerships are an important
part of the Group’s strategy with a goal
to increase our market share in customer
typologies and specific geographical areas.
The combination and exploitation of specific
and/or local skills, resources and knowledge
can be hugely profitable both in terms of
business and innovation.

Our objective is to continue to strengthen
our position within the market of major
financial institutions internationally, and
to position PowerCARD as the market
benchmark solution.

Business Partnerships
We work with major integrators and global
IT industry leaders, allowing us to strengthen
our visibility and to approach major and
global financial institutions worldwide.
HPS also works with local partners who
bring with them their knowledge of specific
markets in which the Group has a limited
presence.
Our partners can also enrich our offering,
developing solutions that cover the products
produced by both us and them. As such,
2017 saw the establishment of a new
partnership with KAL, global leader in ATM
software. KAL’s suite of products will allow
us to broaden our offering to all types of
ATMs, cash deposit machines, and selfservice kiosks, fully integrating them with our
PowerCARD solution.

Technology partnerships
We work closely with IT industry and
payment industry leaders who shape key
industry trends. These partnerships enable us
to ensure that our solutions are compatible
with the latest technologies and that they
are compliant with changes to industry
regulations.
Nacer AMRAOUI
Partnership Director
nacer.amraoui@hps-worldwide.com

We also work with industry-leading hardware
manufacturers and software vendors
whose products are used by our clients.
These partners help us understand the
development of their technologies in order
to benefit from their expertise in areas such
as scalability and performance testing.

Major institutions on a regional and/or
global scale generally have a complex
environment and a set of complicated
problems: an obsolete and heterogeneous
platform, with a presence in several countries
and a wide range of products that require
the use of several solutions. In general
these are stakeholders established as a
result of mergers and acquisitions which
have often led to extremely fragmented
technologies and operations. The result is
very high operating costs, a lack of flexibility
impeding the implementation of an effective
innovation strategy, and increasingly
complex challenges in simultaneously
harmonising the development of several
platforms.
The current environment of our industry,
characterised by rapid technological and
regulatory developments, as well as the
arrival of new players, has led traditional
players to completely overhaul their
systems and, more and more frequently,
to consolidate and converge their entire
electronic banking activity into one single
platform. Although reducing costs and
operating complexity is the primary driver
of such decisions, improving efficiency and
preserving competitiveness is also a key
element.
We support these players with our
PowerCARD platform, capable of covering all
the needs of a major financial institution on
a single shared platform that can serve every
geographical area in which it operates.

Martin EVANS
Global Sales Business Director
martin.evans@hps-worldwide.com
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Regional
approach
Our regional deployment is based on the
consolidation of our traditional markets, as well as
on a proactive approach of gradual installation across
growth markets.

34

%

Africa
Africa is one of the most dynamic regions in the world in
terms of electronic payment development. Although the
number of transactions is still low, the market shows very
high growth rates year after year,and is also one of the most
dynamic within the mobile sector.

Mehdi BENNANI
Sales Director, Asia
mehdi.bennani@hps-worldwide.com

With a strong presence in Africa, a region which represented
34% of the Group’s revenue in 2017, HPS received the “Gold
Trophy” at the African Development Forum closing ceremony,
a prize awarded to leading companies in economic
integration in Africa.
HPS also won an award at the fifth edition of Hub Africa,
which this year was based on the theme “The entrepreneur,
African integration stakeholder”.

North Africa and French-Speaking Africa
Michael J. DOOLEY
Sales Director, USA
michael.dooley@hps-worldwide.com

Nabil IBENBRAHIM
Asia-Middle east Regional
Director
nabil.ibenbrahim@hps-worldwide.com

With 50% of the population under 34 years of age and a
low percentage of the population using banking services,
Francophone Africa holds enormous growth potential in
terms of payment solution tools. The main challenges faced
by the region are the development of banking and the
provision of banking/ payment solutions. National central
banks have set up infrastructures and a regulatory framework
to encourage the adoption of electronic payment methods.
HPS has a leading position in this region and PowerCARD
is an industry benchmark. Our strategy is to consolidate
our footprint in this region and therefore strengthen our
recurring revenue with our existing clients, whilst seizing any
development opportunities that may arise.

English-Speaking Africa
Liang Gin WEE
Asia-Pacific Business
Development Director
lg.wee@hps-worldwide.com

Samir YOUNES
Africa Regional Director
samir.younes@hps-worldwide.com
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South Africa is the country with the most developed payment
infrastructures on the continent and plays a leading role in
the development of electronic payment methods. However,
Kenya is the leader in East Africa in terms of mobile solutions
and has succeeded in making financial inclusion a reality.
Nigeria also plays an important role in this region, with an
accelerated deployment of ATMs and payment terminals to
reduce cash dependence. However, the country continues to
experience numerous difficulties, due to a telecommunication
infrastructure that presents distinct room for improvement.
HPS is starting to become highly visible in this region with
significant achievements and major clients in Nigeria, Ghana
and South Africa. This region presents significant short-term
development opportunities.

21

%

45

%

Europe and the Americas
Middle East & Asia
The Middle East is one HPS’ longest established markets,
where the Group has established important relationships
with major clients that have cemented its position as market
leader. Through our office in Dubai, we capitalise on our
image and reputation to consolidate our positioning in the
Middle East. Our recently opened office in Singapore will
allow us to develop our presence in Asia, which remains one
of the world’s most promising emerging markets.

The Middle East
Despite the uncertainty that plagues most of the Middle East,
its principle economies have seen an increase in banking
activity and therefore an increase in the use of payment
methods. However, the number of cards in circulation is
significantly higher than the banked population, creating a
highly competitive environment between banks. The market
is characterised by a strong cash culture and differentiation
is made based on value-added services and "VIP" customer
treatment. HPS has a leading position in this region and
PowerCARD is an industry benchmark, notably in the Islamic
banking sector. Our strategy is to consolidate relationships
with our clients in order to reinforce our recurring revenue, by
providing them with a local service and customised solutions
with high added value. HPS also hopes to strengthen its
position within this region in order to seize any potential
development opportunities.

Asia
In Asia, a wave of innovations has invaded the payment
industry within recent years. Widespread digitisation and
the emergence of new payment platforms has brought
both challenges and opportunities for players operating in
Asia. Several major trends dominate the market today: the
emergence of new players in a highly diversified market, the
extension of financial inclusion through mobile solutions, new
innovations reaching critical mass at increasing speed and the
role of digitisation in the creation of new payment models.
The main challenge for payment service providers is ensuring
that they have the capacity to manage large volumes. Over
the last few years, HPS has succeeded in maximising a
number of opportunities in Japan, Malaysia, the Philippines,
Vietnam and New Caledonia. The Group strengthened its
presence in 2016 by recruiting sales representatives based
in Singapore and Malaysia, and opening a new office in
Singapore in 2017 in order to seize various opportunities with
a view to gradually strengthen its presence within this region.

Although Europe and the Americas have the lowest growth
rates in terms of transaction numbers, they remain the largest
markets in the industry, accounting for more than 60% of
card transactions worldwide. The growth of this market
is mainly due to the proliferation of innovative payment
solutions and the development of mobile payments.

Western Europe
The Western European market is primarily guided by
regulatory developments and the adoption of innovations
to best improve user experience. Margin erosion is also a
challenge and the notion of cost is also an important part
of the strategies implemented. On the European market,
HPS has a strong physical presence, a portfolio of major
clients, and a set of strategic partners, which all assist it in
strengthening its market share within this region.

Central and Eastern Europe
The market in Central and Eastern Europe is growing
extremely rapidly, driven by the adoption of new technologies.
In Poland, for example, 75% of terminals use NFC technology,
whilst in Russia, banks have improved the quality of their
products and services to meet the needs of consumers.
Between 2015 and 2020, banks have been putting and will
continue to put technology at the heart of their strategies.
HPS adopts an opportunistic approach within this market,
relying on its local presence in Europe to ensure progressive
development.

North America
The North American market, notably the USA, remains the
most significant market within the industry. The adoption
of the EMV standard in the United States has proven to be
an opportunity for all players to adopt new security-related
technologies, such as Tokenization, NFC or biometrics, in order
to offer customers more secure transaction processes. HPS’s
objective is to increase its visibility within this region in order
to take advantage of the immediate market opportunities
and to become a medium-term benchmark player in North
America.

Central and South America
Despite a slight slowdown, Latin America is still an extremely
dynamic region, and important regulatory initiatives have
been adopted to improve financial inclusion. For example,
regulations established by the Bank of Mexico have given rise
to the introduction of the first clearance system for mobile
transfers.
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Governance
Since its inception, HPS has been attentive to the main principles of governance, in order to establish and
develop structures capable of steering the activities within the framework of the Group’s vision and strategy.
HPS is governed by a Board of Directors, supported by an Executive Committee. These two bodies are in
charge of the development and implementation of the Group’s strategies, the day-to-day management of
which is led by a set of carefully organised teams.
Board of Directors

Organisation

The Board of Directors is responsible for the Group’s
management and administration. It determines HPS’
business strategies and oversees the implementation
thereof. It also makes decisions regarding the Group’s main
strategic, economic, financial or technological approaches,
and any other matters that legally lie within its responsibility.
An Appointment and Remuneration Committee has also
been set up by the Board in order to assist it in its duties. Its
principal tasks include defining the general principles of the
Group’s wage policy and managing remuneration paid to
Executive Committee members. An Audit Committee has also
been set up to ensure that the Group’s financial information is
reliable and that its internal control system is suitable.

HPS regularly adapts its organisation to best reflect its
strategy. Its current organisation, whilst consolidating past
achievements, has simplified business processes in order to
improve the efficiency and responsiveness of each business
unit. By organising the Group into business units, HPS is
able to benefit from greater flexibility in terms of future
development.

The Executive Committee
The Executive Committee was set up to monitor and manage
the Group’s operational performance. Its main duties are
to translate the strategic approaches defined by the Board
of Directors into operational action plans, to assist General
Management in the definition of the Group’s priorities, to
monitor operational performance and to set up action plans.
In essence, the Executive Committee is a working body
dedicated to the management of the Group’s operations,
reporting directly to the Chairman of the Board of Directors.

The Statutory Auditors
The statutory auditors are responsible for supervising
and monitoring the unconsolidated and consolidated
accounts. Their ongoing mission is to verify compliance
with the regulations in force. They also verify the accuracy
and consistency of the accounts with the primary financial
statements, the information provided in the Board of
Directors’ management report, and the documents sent to
shareholders on the company’s assets, financial situation and
results. The statutory auditors are also responsible for ensuring
equality between shareholders. The Statutory Auditors are
appointed for three years at a General Meeting. Their term of
office may be renewed at the end of this period.

Members of the Board of Directors
Directors are appointed or reappointed to their duties by an Ordinary General Meeting for a term of 6 years. Directors can
always be re-elected and may be dismissed at any time by an Ordinary General Meeting.
Name

Category

Position

Term of Office

Term end date

Mohamed HORANI

Chief Executive Officer

HPS SA Employee

6 years

OGM / 2021 Accounts

Abdeslam ALAOUI

Executive Director

HPS SA Employee

6 years

OGM / 2021 Accounts

Samir KHALLOUQUI

Executive Director

HPS SA Employee

6 years

OGM / 2021 Accounts

Phlippe VIGAND

Executive Director

Acpqualife Employee

6 years

OGM / 2021 Accounts

Christian COURTES

Executive Director

Acpqualife Employee

6 years

OGM / 2021 Accounts

Driss SABBAHE

Non-executive director

Non employee

6 years

OGM / 2021 Accounts

Anne LOFTON-COBB

Independent director

Non employee

6 years

OGM / 2021 Accounts

Christine MORIN POSTEL

Independent director

Non employee

6 years

OGM / 2021 Accounts

Pierre André POMERLEAU

Independent director

Non employee

6 years

OGM / 2021 Accounts

Hassan LAAZIRI

Independent director

Non employee

6 years

OGM / 2021 Accounts
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Board of Directors Remuneration
The amount of attendance fees allocated to the Board of Directors is decided at the Ordinary General Meeting. The distribution
thereof is left to the discretion of the Board. Only the non-employee, independent directors are remunerated. Remuneration
for the 2017 financial year amounts to MAD 780,000.

Board of Directors Committees
Appointment and Remuneration Committee: The Appointment and Remuneration Committee implements the universal
ethical principles of corporate governance. The Committee considers and issues recommendations, in particular with
respect to the appointment of any HPS executives and executive directors, as well as succession plans for HPS executives.
The Committee also makes recommendations to the Board of Directors regarding the remuneration and welfare systems for
executives and executive committee members, the HPS general policy regarding employee share ownership plans and any
proposed plans, and Director remuneration.
Audit Committee: The Audit Committee assists the Board of Directors with internal monitoring matters, notably by ensuring
that the internal control system and the measures put in place allow for the monitoring and controlling of Group risks, and
ensuring that the financial information provided to the Board of Directors and third parties is reliable and accurate, so as to
protect the interests of shareholders and all partners. The audit of the unconsolidated and consolidated accounts is carried
out by the Audit Committee before they are submitted to the Board of Directors.

Board of Directors Meetings
Date

Agenda

Attendance

Attendance rate

16 February 2017

Validation of JAÏDA and ABC operations

9 members

90%

07 March 2017

Approval of accounts closed on 31 December 2016

10 members

100%

05 May 2017

Situational analysis for the 1st quarter of 2017

9 members

90%

18 May 2017

Ordinary General Meeting

10 members

100%

15 September 2017

Closing of accounts for 1st quarter of 2017

10 members

100%

30 October 2017

Situational analysis for the 3rd quarter of 2017

7 members

70%

15 December 2017

Approval of 2018 budget

10 members

100%

Our independent directors
Anne LOFTON-COBB
Anne has extensive experience in the financial and payment systems sector. She started her career at Crédit
Agricole and notably headed the introduction of the bank’s first ATMs and the launch of its first traveller’s
checks. She then went on to hold the position of Managing Director at Eurocard International for 9 years
before joining Visa as Chairman of Visa International for the CEMEA regions (84 countries), where she
remained for 13 years. Anne has been a director at HPS since 2013.

Christine MORIN POSTEL
Christine has a long history of international experience in the banking and industrial sectors, notably as a
member of the executive committee of the Suez group and as director for a number of large international
groups, such as Royal Dutch Shell, 3i group and EXOR Group. Christine is currently an independent member
of the board of directors at British American Tobacco and Group Bruxelles Lambert. Christine has been a
director at HPS since 2011.

Hassan LAAZIRI
Hassan is Managing Director of CDG Capital Private Equity. He contributed to the creation and launch of
the company, which today has more than $250m in funds under management. Hassan has almost 20
years’ experience in the capital investment sector in Morocco and is a member of the board of directors at a
number of companies. Hassan has been a director at HPS since 2013.

Pierre André POMERLEAU
Pierre André is a leading pioneer in capital risk in Quebec with more than 30 years’ experience in the sector.
He has been involved in more than 125 investment operations in industrial and service companies in Canada
and worldwide. Pierre André has been director of the Institute of Certified Management Consultants, the
National Association of Industrial Commissioners of Quebec, and the South Shore Chamber of Commerce
and Industry. Pierre André has been a director at HPS since 2006.
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Executive Committee
Mohamed HORANI

Chief Executive Officer

Pioneer of electronic payment in Morocco, Mohamed Horani is one of the main founders of HPS.
Mohamed Horani has held the positions of President of the CGEM (General Confederation of Enterprises
of Morocco) and President of the APEBI (Federation of Information Technologies, Telecommunications and
Offshoring). He is also active in a number of governmental associations.

Samir LAMRISSI
Executive Vice President, Strategy

After serving as sales director and general manager of an electronic payment company, Samir joined
HPS as Sales & Marketing Director. He set up and implemented the current HPS sales strategy and has
contributed to the construction of the Group’s distributors’ network. Samir is now responsible for the
development and implementation of the Group’s strategy.

Abdeslam ALAOUI
Managing Director, HPS Solutions

After co-founding an IT services company, Abdeslam became a founding member of HPS and actively
participates in the designing and development of the PowerCARD software. After holding a number
of sales and operational leadership roles within the group, Abdeslam is now responsible for all HPS
electronic payment activities.

Philippe VIGAND
Deputy Managing Director, HPS Solutions

After starting his career at SG2, Philippe was appointed the position of card processing operations
manager in Western Europe at Experian. He had then cofounded Acpqualife and joined HPS following
the acquisition operation concluded in 2010. Philippe is currently responsible for all activities in Europe
and the Americas, as well as the Group’s R&D operations.

Nabil IBENBRAHIM
Regional Director, Middle East and Asia

After several years working as a consultant for Arthur Andersen, Nabil joined HPS in 2001. In 2003, Nabil
took over responsibility for the creation and development of HPS Dubai, Nabil is now Regional Director for
Asia and the Middle East. He is also a member of the GPS Board of Directors.

Samir KHALLOUQUI
Managing Director, HPS Processing

After founding an IT company specialising in Unix and Oracle technologies, Samir co-founded HPS in
1995 and has strongly contributed to the design and technical architecture of the PowerCARD solution.
After several technical and operational leadership roles within the Group, Samir is now in charge of all
processing activities.

Christian COURTES

Managing Director, HPS Services

Christian started his career at IBM in key account business development, before undertaking several
different roles of responsibility in IT service companies and Telecom start-ups. Christian later co-founded
Acpqualife and joined the HPS Group after the acquisition concluded in 2010. He is now in charge of HPS
service operations.

Brahim BERRADA

Managing Director, HPS Group

After several years working in financial auditing at Arthur Andersen and as a consultant in organisation
and strategy, Brahim joined HPS in 2002 as Financial and Administrative Manager. He is in charge of the
company’s entire financial and human resource management. Brahim is currently responsible for all the
Group’s support operations.
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Aziz HORANI

Administrative and Financial Director

Aziz started his career at HPS as a Finance Manager, before joining the COLAS group as Administrative and
Financial Manager of several multi-national subsidiaries. He then joined VIAS within the STAM Group as
Administrative and Financial Manager. With ten years’ experience in the financial sector, Aziz came back to
HPS in 2009 to head the Group’s Finance and Administrative Department.

Rachid BAKKAR

Human Resources Director

After having worked for 20 years in various human resource roles at Lafarge Morocco, Rachid spent 5 years
as HR Regional Director for Africa and the Middle East at the Lafarge Group. He then joined the HPS Group
in December 2015. Rachid is currently in charge of managing the company’s human resources.

Organisation
EXECUTIVE COMMITTEE

Samir LAMRISSI

CHIEF EXECUTIVE OFFICER

EVP Strategy

Mohamed HORANI

HPS GROUP

HPS SOLUTIONS

Brahim BERRADA - MD

Abdeslam ALAOUI SMAILI - MD Samir KHALLOUQUI - MD
Philippe VIGAND - DMD

Finance Department

Middle East – Asia Branch

Human Resources

Morocco – Africa Branch

Information System
Department

Europe – Americas Branch

Communications
Department

Partnerships Department

Internal Audit Department
Quality Department
Logistics Department
Legal Department

HPS PROCESSING

Strategy & Business
Development Department
Operations Department

HPS SERVICES

Christian COURTES - MD

Sales Department
Qualification Department
Testing Department

Technical Department

Marketing Department
Product Department
R&D Department
HPS Academy Department
Support Department
Project Department

Auditors
Firm

Associate

Appointment

End of term of office

Ernst & Young

Abdeslam BERRADA ALLAM

27 June 2016

OGM to approve the 2018 Accounts

A. Saaidi & Associés

Bahaa SAAIDI

23 June 2015

OGM to approve the 2017 Accounts
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Philosophy
At HPS, innovation is a state of mind, a core value
shared by all employees. Our Open Innovation
strategy involves analysing, interpreting and pooling
all aspects comprising the ecosystems of each of our
clients and partners, in order to provide them with
a global, customised and adaptive response. This
strategy is built on three cornerstones.

1. Actively listening to the market
Having a detailed understanding of our clients, and the
technological and regulatory developments that impact
our industry, is an essential step in our innovation strategy.
In order to gain access to the information that is going to
best allow us to implement our strategy and R&D policy,
HPS works in close collaboration with its clients and with
key industry players to understand current and future
requirements within the sector.
HPS also attends regular trade shows dedicated to the
payment industry, and organises PowerCARD Users Meetings
every two years, in order to meet end-users and market
players.
PowerCARD rated “Positive”

Trophy of Excellence for
Innovative Enterprises

2. Efficient and collaborative R&D
Internally, HPS implements an innovation policy based
on collaboration between R&D teams, project teams, and
its Marketing Department. In order to maintain a strong
correlation between its innovation strategy and its market,
HPS also involves the sales and strategy departments in this
process. This transversal, collaborative approach towards
innovation is an invaluable asset in terms of efficiency.
Externally, our Open Innovation programme promotes
creativity amongst the communities that surround us.
Guided by principles of sharing, exchanging and widespread
involvement, HPS has succeeding in instilling creativity into
its interactions with its ecosystem, i.e.with its clients, partners
and universities.

3. Human Resources
Key Member of Nexo

Best Anti-Fraud Initiative Award
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HPS employees are the Group’s primary drivers of
innovation, and play a key role in the Group’s success. It is
therefore crucial to offer a motivating and fulfilling working
environment, which allows them to develop and reach their
full potential, on both a professional and personal level. This
is achieved through the implementation of innovative, triedand-tested HR tools and processes, a powerful and motivating
corporate culture, and a robust training scheme that supports
the Group’s capacity for innovation.

Actively listening to
the market

1

At HPS, we design and improve our services by interacting with the market by
way of a continuous, dynamic dialogue. Our philosophy places a strong focus on
the importance of analysing, interpreting and pooling all aspects that form the
ecosystems of each of our clients and partners, in order to be able to provide them
with a global, customised and adaptive response
Our innovation policy is based on an indepth understanding of our full ecosystem,
primarily our clients, across the 90 countries
in which they operate. Our proximity strategy,
implemented by way of our numerous offices
across the world, allows us to maintain close
contact with our clients, in order to best
anticipate and integrate their expectations
into our innovation procedure. This strategy
is also supported by periodic satisfaction
surveys. The PowerCARD User Club, the
social network dedicated to PowerCARD,
and the PowerCARD Users Meeting, an event
organised at regular intervals by the Group,
are both excellent platforms for meetings
and interaction, bringing all users together so
that they can discuss their experiences and
expectations in terms of developments and
innovation.
Our understanding of the technological and
regulatory developments that impact our
industry is based on our collaboration with
our partners and key industry players, and
allows us to best anticipate current and future
requirements within the sector. Since 2016,
HPS has been a central member of Nexo, an
organisation whose mission is to define the
standards for the international card payment
market. Being the main contributor to the ISO
20022 standard, Nexo aims to promote global
interoperability between issuers and acquirers.
Our presence via these events and conferences
worldwide is also an essential means of
detecting market trends and emerging
needs, whilst allowing us to maintain a close
relationship with our clients and partners, and,
more generally, with our market.

PowerCARD User Club
The PowerCARD User Club is a social network
dedicated to PowerCARD, its users, and
industry experts. Redesigned in 2017, the
aim of the platform is to provide a space for
constructive discussions with and between
users, and to collect feedback directly from
our clients. As well as promoting interaction
and collecting feedback, this platform
allows us to rally together and engage a
multidisciplinary PowerCARD community
and to nourish reflection on the future of our
payment platform.

PowerCARD Users Meeting
Organised every two years since 1999, the
PowerCARD Users Meeting is the culmination
of all interaction between HPS and its
ecosystem, and remains the most important
stage in the feedback and summary process.
The 2017 PowerCARD Users Meeting was
a success on many levels. 400 clients and
partners came to share their experiences
and thoughts across three days of meetings
and conferences led by more than thirty
international speakers. The debates, centred
around current and future payment industry
trends, provided an opportunity to showcase
collaborations and innovations within the
sector, notably surrounding security or the
establishment of common standards to shape
future payment ecosystems.
Thanks to the way in which HPS and
PowerCARD users have continued to develop
the event over the years, the 2017 PowerCARD
Users Meeting was ranked amongst the 10
best global FinTech events by FinTech Futures,
demonstrating the Group's increasingly central
positioning within the industry.

Sébastien SLIM

Marketing and Innovation
Director
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Efficient and collaborative
R&D
In an extremely competitive sector, where industry giants are being pushed to the side by
FinTechs with disruptive strategies, it is crucial that we offer our clients the flexibility of
a start-up, combined with the support of a large technology company. This balance allows
us to maintain a strong capacity for innovation, whilst being able to efficiently react to the
rapid changes that our industry is currently experiencing. With more than 15%of revenue
generated from solutions-oriented activities invested in the development of PowerCARD in
2017, our solutions are considered by industry experts and professionals to be amongst the
very best on the market on an international scale.
In order to maintain the technological and
operational progress of its globally recognised
solutions, the “HPS Innovation” programme
gradually increases investments into research
& development, devoting more than 12% of
revenue generated from solutions-oriented activity
annually. Over the last 5 years, the Group has
dedicated almost MAD 200 million to research and
development.
We are confident in the choices we make year after
year, thanks to market recognition and the awards
received by PowerCARD over several years. In its
analysis of the sector, Gartner places PowerCARD
among the the most highly functional, competent
and high-performing solutions on the market
worldwide.
Throughout 2017, the Group continued its research
and development efforts, dedicating 26,400 man
days to the evolution and development of its
PowerCARD offer, amounting to MAD 54.3 million in
dedicated equipment costs.

Hackathons: pooling talent and innovative ideas
In 2017, HPS Innovation launched an Open
Innovation programme, which involved the
organisation of the Group’s first two Hackathons.
The aim of the first edition of the Group’s hackathon
event was to establish a connection between
the Group and the academic world, bringing
together 30 students selected from a total of more
than 500 applicants. More than 80 participants
attended, split into 12 teams to develop prototypes
for innovative mobile applications designed to
improve consumers’ shopping experiences. As well
as receiving financial assistance to help get their
project off the grounds, the wining teams also
benefited from the HPS “Next Steps” programme,
receiving assistance in transforming their solutions
from prototypes to MVPs (Minimum Viable
Products).
By bringing our experts face to face with a range of
talent and skills, and notably the creativity of young
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school and university students, we were able to gain
a fresh outlook and develop original approaches
within the context of our innovation programme,
whilst strengthening and stimulating the creative
capacity of our own employees and specialists.
The second Hackathon took place in the margins
of the 2017 PowerCARD Users Meeting and
involved the Group’s entire ecosystem: students,
independent entrepreneurs, clients, partners and
employees. The event gathered more than 120
competitors of 20 different nationalities, who,
in teams, had 48 hours to develop and pitch a
prototype for their potential market. With an overall
budget of MAD 1 million and an overall prize of
almost USD 20,000, this competition brought
together a unique set of skills and gave rise to some
excellent innovations that look to be extremely
interesting for the Group.
Through these competitions, HPS has been able
to establish creative interactions with its full
ecosystem and reveal innovative ideas that will now
be implemented as part of its global innovation
strategy.
This type of event and its evident success has
provided us with inspiration for new and exciting
ideas that will further strengthen our capacity
for innovation. In 2018, we will be launching
“PowerCARD AI”: an internal competition allowing
our experts to reflect on the best ways of integrating
artificial intelligence into our offering.
These events have also acted as invaluable
opportunities to scout out new talent. Some young
students already have an innovative vision of the
payment sector, and these fresh new outlooks
could make a significant contribution to our
expertise. Some of our Hackathon winners have
already gone on to complete important research
and development phases. In light of such successful
results, we believe that it is now crucial to maintain
this dynamic and contact with the talent of
tomorrow.

An innovative HR
strategy

3

In order to reach our objectives, it is crucial that our employees feel engaged
and involved in achieving our vision. By sharing core values such as excellence,
responsibility, solidarity, passion for innovation, and integrity, we create optimal
conditions for our employees to drive forward our strategy on a daily basis.

+14,000
Training hours

58%

of employees have
undertaken training
10%
9%

We want for our employees to feel that HPS is
the perfect environment for them to flourish
as individuals and professionals, and every
day we continue to invest in a wide range
of initiatives to achieve this. Through these
initiatives, we want to ensure that our Group
remains a dynamic company with a strong
focus on innovation, attracting talented, highperforming individuals who share the same
values by which we are guided. Our human
resources management strategy is based on
several pillars: recruitment, management by
objectives, training, remuneration, internal
promotion, diversity, and ethics. All of
these axes are analysed and subject to an
HR roadmap and regular surveys in order
to measure our success in achieving our
objectives and the effectiveness of our policies.

Recruitment: a primary source of innovation
17%

64%

HPS Solutions
HPS Services
HPS Processing
HPS Group

449
employees

+21%
staff

14

nationalities

70%

30%

Recruitment is HPS’ first key step to success.
Our recruitment strategy aims to ensure a
fair and ethical approach, whilst selecting
the best talent possible. We then deploy our
integration processes to ensure that our new
employees quickly acquire an understanding
of our business and our culture, and a strong
sense of belonging within the Group. In order
to support the growth of HPS and its staff,
we have strengthened our HR development
teams and our presence at events dedicated
to HR and recruitment, in order to meet and
evaluate profiles that could help develop our
business. Our recruitment strategy is based on
two approaches:

in which we participate, providing us with a
centralised database.

Training
Our industry is evolving rapidly and it is
important to ensure that we are putting
the necessary resources in place so that our
employees can continue to innovate and offer
cutting-edge solutions to our customers. We
created the HPS Academy in 2007, which
delivers training courses on payment topics
and our PowerCARD product. These courses
are part of our strategy to integrate our new
employees and to develop the skills of existing
employees. Additionally, we invest almost
2% of our total payroll into external training,
including both specialist technological
training and more general training.

Diversity
We believe that diversity and equal
opportunities are key performance drivers,
and that a team of employees from different
backgrounds is the best way to expand our
scope of reflection and boost our creative
capacity. Our diversity policy is applied
across the spectrum, with a particular focus
on integrating individuals with disabilities.
The Group currently has more than 450
employees, representing a total of 14
nationalities, from Africa, Asia, Europe and
North America. Women represent 30% of the
Group’s total workforce. The Group aims to see
this increase to 50% by 2025.

A responsive approach, in which we select the
profile that accurately matches the needs of
the department concerned, and a proactive
approach, which involves identifying profiles
for which we don’t yet have an immediate
need, yet whose potential or skill set could
benefit HPS in the near or more distant
future. We then invite each candidate for
an exploratory talk, either to hire them
immediately, or to keep them on our radar
for future recruitment. In order to ensure that
our recruitment processes run smoothly, we
have set up a digital platform that collects
appropriate profiles. This platform is accessible
via our website and via QR codes at any events
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Payment
market
Thanks to the globalisation of
digitisation, clients are more connected,
better informed and increasingly
demanding. They want financial services
that are quicker, easier to use and less
expensive.
The three primary ruptures in the
payment market are:
• The primacy of a relationship with
more mature customers in the face of
new technologies, and customers who
are increasingly volatile and unfaithful.
• The highly strategic monetisation of
data regarding customer behaviour.
Payment is the only way to capture
this data when the transaction is
executed.
• The trend in integrating purchasing
and payment operations in order
to improve and optimise customer
experience.

The payment market is undergoing a
complete reconstruction. It comprises
three stakeholder categories:

customer experience.

• Traditional financial stakeholders,
notably banks, restrained by excessive
structural and regulatory requirements
which prevent them from effectively
responding to the new consumption
habits of their customers.

Within this context, stakeholders can
choose between two strategic paths:
to either move towards an unsettled
market, perturbed by a battle between
different stakeholder categories, or to
move towards a reconstructed market
that fosters collaboration, coopetition
and streamlined costs.

• FinTechs, flexible firms mid-way
between the traditional financial
sector and new digital trends, offering
innovative payment services with
disruptive business models.

These changes are creating new
opportunities for HPS, thanks to the
functional wealth of our solutions
and their exceptional flexibility and
adaptability.

• Technology stakeholders, the Big
Four, telecom operators, and other
e-commerce giants, which collect
data on their customers and use these
databases to provide personalised
payment services which are accessible
in just one click, offering a unique

EXECUTIVE RESPONSES ON DRIVERS CAUSING STRUCTURAL CHANGES IN THE INDUSTRY
65.0%

REGULATORY INITIATIVES

34.8%
60.0%

EMERGENCE OF FINTECHS LEADING

34.8%

TO DISINTERMEDIATION OF BANKS

40.0%

CUSTOMER EXPECTATIONS

56.5%

FOR VALUE ADDED SERVICES

40.0%

EMERGENCE OF ENABLING

56.5%

TECHNOLOGIES IN PAYMENTS

30.0%

EXPECTATION OF INCREASED EFFICIENCY

30.4%

IN TRANSACTION HANDLING

25.0%

BANKS CHALLENGED IN CURRENT BUSINESS

39.1%

MODELS (FEE PER TRANSACTION, MIF)
BANKS ADOPTING NEW DISTRIBUTION MODELS
(NETWORK EFFECTS)
FROM OPEN DIGITAL PLATFORMS

20.0%
21.7%
20.0%

FRAGMENTATION OF THE

21.7%

PAYMENT VALUE CHAIN

5.0%

UNCERTAINTY IN FUTURE

4.3%

BUSINESS MODELS OF BANKS

0%

10%

20%

30%

40%

50%

60%

Percentage of Respondents (%)
Source: Capgemini Financial Services Analysis, 2017;
Capgemini and BNPParibas WPR Executive Interviewsand Online Survey, 2017
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Banks View

FinTechs View

GLOBAL VOLUME OF E-PAYMENT AND M-PAYMENT TRANSACTIONS (BILLION)
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E-Payments Transactions (Billion)
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Industry Estimates
CAGR (’15–’19E)
17,6%
17.6%

28.6
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CAGR (’15–’19E)
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Note: e-commerce includes retail sales, travel sales, digital downloads or services ordered using the internet via any device, regardless of the method of payment or fulfilment, and it excludes travel and
event tic ets. obile payments or m-payments are defined as a form of payment where the mobile phone is used as a payment mode, not just as an alternative channel to send the payment
instruction, and the payment information flow ta es place in real time. It is possible that the numbers and percentages on the graphs may not correspond, due to rounding. Source: Capgemini
Financial Services

Electronic payment and Blockchain

HYPE CYCLE FOR EMERGING TECHNOLOGIES, 2017

Blockchain establishes trust within nonsecure environments, facilitating shared
and transparent access to information
contained in the chain. According to
Gartner, blockchain technology has a
clear future ahead, however will still be
in its testing phase for some time to
come.
It’s this technology that is behind
cryptocurrencies such as Bitcoin,
managed by a public information
system that is independent from central
banks. But beyond its strictly monetary
use, blockchain technology can be used
to create, authenticate, store and issue
any kind of transaction, such as land
titles, share purchases, and insurance
contracts. This poses a great threat to
financial intermediaries.

Expectations

Since 2016, HPS has been exploring
blockchain technology with a view
to integrating it into its PowerCARD
platform. As part of our research,
we created a prototype for an
interbank transaction clearing and
settling module. The results were
extremely promising and reaffirm
our commitment to continue in this
direction.

BLOCKCHAIN

INNOVATION
TRIGGER

PEAK OF
INFLATED
EXPECTA- TROUGH
TIONS
OF DISILLUSIONMENT

2 to 5 years

PLATEAU
OF
PRODUCTIVITY
Time

Plateau will be reached in:
Less than 2 years

5 to 10 years

The digital world: a huge challenge for
regulations

such regulations, notably competition,
taxation and data protection.

With infrastructure deployment
programmes in full swing and
digital technology in the process of
transforming society, governments
are now being forced to adapt their
legislative and regulatory frameworks.
Numerous common law schemes now
need to be revised in light of new digital
activity and trends.

Central banks are being pushed to
prioritise the interoperability of payment
methods, with a view to encouraging all
categories of stakeholders to collaborate
in order to discourage cash payments
and foster innovation, whilst respecting
the freedom of pricing and protecting
consumers against potential breaches.

This includes national regulations,
but also international regulations for
cross-border exchanges. There are
several aspects to consider regarding

SLOPE
OF ENLIGHTENMENT

The European Commission Directive
on payment services (PSD 2) serves to
illustrate these current trends within
the field of regulations. All member
states are required to fully transpose
this directive into their national

More than 10 years

Source: Gartner (July 2017)

legislation by 13 January 2018, when it
is due to come into force. It will notably
allow third parties to have access to
customer accounts. The application
of this directive will provide banks
with a framework that is even more
structured than their relationship with
FinTehcs. We should remember that
historically, numerous regulations issued
throughout Europe have spread to other
regions. It is therefore highly likely that
opening up access to bank accounts to
third parties will become a generalised
phenomenon in the future.
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Business

We have designed our PowerCARD modules to meet the
needs and activities of our clients.

CARD ISSUING
This service provides card issuers
with full flexibility to define,
implement and manage a flexible
and innovative offering that covers
all types of cards: credit, debit,
prepaid, corporate, etc.

Founded in 1838, FNB is the oldest South African bank and is
recognised as one of the most innovative. It operates in 8 countries
across the region. FNB is one of the Top 4 of the African banking
industry.
Since 2014

FRAUD MONITORING
This service allows our clients
to monitor, authorise or block
transactions from different systems
and channels, in real time or near
real time, whilst alerting customers
in the event of suspicious
transactions.

DUBAI ISLAMIC BANK (DIB) is an Islamic bank, established in 1975.
It is the largest Islamic bank in the United Arab Emirates. DIB is
listed on the Dubai Financial Market. The bank currently operates
90 branches in the UAE.
Since 2007

MOBILE PAYMENT
This service allows all payment
operators (card issuers, large
retailers, etc.), to offer secure mobile
payment solutions.

Gemalto is a multinational company specialising in the digital
security sector. Gemalto develops secure software, products and
services. Gemalto is notably the world’s leading manufacturer of
SIM cards.
Since 2015

CREDIT MANAGEMENT
This service provides our clients
with a tool to manage credit risks in
line with their lending policies, and
to provide an optimal loan cycle
with a system that is available 24/7.

ČESKÁ SPOŘITELNA is the largest Czech bank with 4.7 million
clients. Founded in 1825, it is part of the ERSTE group. It manages
2.83 million cards and a network of more than 1700 ATMs.
Since 2003

e/m COMMERCE
This service designs secure and
flexible e-commerce payment
gateways, supporting merchant
plug-ins and 3D Secure
authentication.

GHANA INTERBANK PAYMENT AND SETTLEMENT SYSTEMS is a
wholly owned subsidiary of the Bank of Ghana. It was incorporated
in May 2007 with a mandate to implement and manage
interoperable payment system infrastructures for banks and nonbank financial institutions in Ghana.
Since 2010
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ATM MANAGEMENT
This service allows all operators
to implement and manage ATM
services, supporting all card
types, compatible with future
technologies, and offering a large
rage of additional services.

The BANQUE POPULAIRE is a cooperative bank established in 1926.
In 2017, it was ranked the 6th largest African bank by The Banker
Ranking 2017.
Since 2001

MERCHANT ACQUIRING
This service allows international
acquirers and merchants to accept
and handle electronic payments
anywhere in the world, optimising
their processing, interchange and
operational costs, whilst increasing
their understanding of their
customers.

CRÉDIT AGRICOLE CARDS & PAYMENTS has been the leading
payment service provider in France for more than 40 years. The
company provides processing services across three key domains:
card payments, non-card payments, and security and fraud
management.
Since 2010

PAYMENT ANALYTICS
This service transforms payment
data into operational information,
in order to highlight key
performance indicators and offer
value-added services through
advanced reporting tools.

CALÉDONIENNE DE SERVICES BANCAIRES is the only payment
service provider in New Caledonia. It offers a complete range
of electronic payment, document handling, publishing, and
chequebook manufacturing services. It manages 50,000 bank card
authorisations per day.
Since 2014

POS MANAGEMENT
This service manages all point
of sales devices, supporting all
POS terminals and capable of
routing authorisations, capturing
transaction information, and
managing clearances and
settlements in a cost effective,
dynamic and efficient way.

JCC was established in 1989 following a decision made by two
main Cypriot banking institutions to join forces to administer the
processing and settling of card transactions. Its role is to provide
financial and data infrastructure services to the Cypriot banking and
sales sector.
Since 2001

RETAIL PAYMENT
This service helps retailers build
a centralised, open and flexible
payment platform that allows their
customers to shop by whatever
channel they choose, 24 hours a
day.

Established in 1935, EL CORTE INGLÉS is one of Europe's leading
department store chains. Present in Spain and Portugal, the
company achieved a turnover of more than EUR 15 billion in
2016, with the El Corte Inglés Card used by more than 11 million
customers.
Since 2016
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Since 2014 - Modernisation of the acquisition
platform
FNB used to rely on a 20-year-old platform, suppressing any
form of innovation. Every change proved to be extremely
expensive and the bank was finding it increasingly difficult
to provide its customers with new products and services
quickly and efficiently.
The bank therefore identified the need to modernise its
acquisition and merchant management platform for all
subsidiaries across Africa (including South Africa).
To respond to this need, HPS deployed PowerCARDAcquirer, its global platform for merchant management,
enabling acquirers to create customised solutions, and
PowerCARD-WebPublisher, its web portal solution with
efficient administrative features, which allows clients
to manage and customise their web portals. FNB was
able to benefit from fast, cost-effective implementation,
thanks to standard software which fosters innovation
with the payment sector and facilitates the launching of
new products. FNB can now better serve its merchants by
providing them with additional data collection and analysis
services, offering a complete range of billing services and
settings (fees and commission).
Thanks to HPS’ assistance, FNB was able to seamlessly
migrate its merchants from its old platform and gain a
deep understanding of their transaction activities, with
a real-time view of payment operations. The bank was
also able to improve its efficiency in maintenance and
operations, with optimised risk management for acquirers
and issuers, ensuring compliance of risks with defined
plans.

Since 2016 - Migration to a unique technological
platform with PowerCARD-Issuer.
Using its unique technological platform, HPS is currently
modernising FNB’s issuing platform to make it independent
from its acquisition platform, thus allowing FNB to have
greater flexibility within the hierarchical context of card
payments.
Thanks to PowerCARD-Issuer, and in contrast to its old
platform, FNB can now launch new banking services
and products more easily for individuals, businesses and
fleets (young people and recent graduates, Islamic banks,
retired persons, fleet management reports, consolidated
billing, etc.). The bank is also now able to integrate new
technologies into its products and services, such as
wearable technology or the IoT, offer numerous account
options (family banking, customer-set limits, global set
minimum purchasing limits, management of different
products and prices by card holder, billing at different
customer levels and periods, etc.), and retain one single
account number for the entire lifecycle of each customer.
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PowerCARD
The PowerCARD platform
covers the entire payment value
chain and offers our clients a
plethora of high value-added
solutions for optimal risk
control and management.

PowerCARD-eSecure
An additional step in the online
payment process, linking financial
authorisation with online
authentication (ACS - 3DSecure).

PowerCARD-ACH
A solution for the management
of authorisations and clearances
between different members via SID
and LIS.

PowerCARD-Issuer
Complete services for the issuance
and management of all card types.

PowerCARD-ATM
A comprehensive, self-service solution
that allows financial institutions and
retailers to manage and get more out
of their ATMs.

PowerCARD-xPOS
A system that manages authorisation
requests and transactions for any
type of Point Of Sales device (POS,
mPOS, ePOS, etc.).

PowerCARD-Tokenisation
A complete solution that supports
the issuance, provisioning and
storage of tokens on behalf of a token
requester.

PowerCARD-Fraud
An autonomous fraud solution that
monitors authorisations from any
system in real or non-real time.

PowerCARD-eCommerce
A multi-merchant and multi-buyer
solution for the management of
e-commerce and MOTO payments.

PowerCARD-Switch
Routing, stand-in processing, and
authorisation in a high-availability
environment.

PowerCARD-Dashboard
A set of dashboards providing users
with a clear vision, based on key
performance indicators.

PowerCARD-Acquirer
A global platform for merchant
management, enabling acquirers to
create customised solutions.

PowerCARD-WebPublisher
A web portal solution with efficient
administrative features that allow
clients to manage and customise
numerous web portals.

Retailer Open Payment Platform
A platform offering a seamless
and secure customer experience,
accepting transactions from all
payment channels.
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A leading provider in the electronic payment
industry, HPS very quickly came to understand
that, in light of market developments, processing
activities were to become a strategic priority and a
genuine window for opportunity for the Group.
Set up in 2016, HPS Processing draws on the Group’s
human and material resources, its high value-added
services, and its PowerCARD expertise to offers its solutions
to its clients as an outsourced service. HPS Processing
covers 3 distinct sectors:
• The processing of payment solutions for financial
institutions and payment operators, managing all
electronic payment operations.
• The management of switching activities on a national
or regional level, which involves managing authorisation
requests and netting flows between different operators.
• The processing of solutions for microfinance players,
offering complete management of their operations and
the dematerialisation of financial flows linked to the
release and repayment of credits.
HPS Processing operates on a single platform, PowerCARD,
used in more than 90 countries, demonstrating exceptional
agility and easily adapted to the specific needs of each
client and their local market.
Our platform is supported by PCI-DSS-certified
infrastructure that complies with the Uptime Institute’s
Tier III requirements, ensuring a high level of availability,
integrity, security and continuity of activity in line with
industry best practices.
HPS Processing consists of a team of experts with an
optimal combination of skills and overall experience,
accompanying our clients from the initial design phase
through to the actual implementation of a service, with a
strong focus on continuous innovation and improvement.
Our relationships with our clients are driven by an
operational governance model that defines the preventive
and corrective measures and procedures put in place to
fulfil our commitments with our clients and provide the
high level of quality that they expect.

44 2017 ANNUAL REPORT

Payment
Environment
The electronic payment industry is one of the sectors most
affected by digital transformation and has shown strong
momentum in recent years: the number of cards has risen
from 13.45 billion in 2011 to more than 18 billion in 2016, with
the number of mobile payment users at 250 million in 2013,
increasing to more than 450 million in 2017.
According to the 2016 World Payments Report, the volume
of cashless payments is increasing faster than GDP in all
regions of the world, leading industry players to redefine
their roles and prospects.
In a world that is rapidly evolving in terms of both technology
and relationships, payment players are confronted with
unprecedented changes that impact the entire value chain.
These changes are accelerating and are forcing banks to
adapt to:

• optimise and automate operational processes
• accelerate the implementation of new products and
services
• provide tools and services for analysis, management and
monitoring to optimise risk management
• integrate regulatory requirements and technological
developments completely transparently for our clients
• achieve economies of scale that significantly reduce costs
for our clients
• offer a progressive, custom process that ensures a level of
scalability adapted to the needs of our clients.

Prospects
In the very short term, HPS Processing aims to deploy its
payment offer across the Group's longest established regions,
capitalising on the PowerCARD brand.
HPS also hopes to draw on its international presence to
deploy its processing activities in the medium term on a
more global scale. Extensive discussions conducted with
financial institutions in Africa and Europe throughout 2017
should see the birth of the first HPS Processing client-supplier
relationships.

• consumer expectations, which are now more focused on
customer experience and secure payment methods
• technological evolutions brought about by FinTech
companies, notably within the telecom and IT industry
• reductions in regulatory margins and the arrival of new
entrants.
Within this context, financial institutions and payment
operators are increasingly turning towards outsourcing their
electronic payment platforms. This allows them to focus
on their core business, whilst benefiting from the flexibility
and expertise of a technological player who supports and
accompanies their development, in order to keep up with
their rapidly growing ecosystems.

Offer
HPS Processing offers its payment solutions on an
outsourced basis, providing its clients with the necessary
agility, specialisation and industrialisation to facilitate and
accelerate the implementation of their innovations, whilst
integrating regulatory and technological changes in a fluid
and transparent manner. This allows our clients to go back
to focusing on their core business, whilst monitoring risks
and operational costs.
HPS Processing relies on its proprietary solution
PowerCARD, covering the entire value chain of electronic
payment, acquisition, issuance and switching, on one single
platform.
Research & development is at the heart of HPS Group’s
strategy, allowing us to continually evolve our platform,
taking into account market, technological and regulatory
changes, so as to proactively support the development
of our clients. Thanks to PowerCARD’s modern and
flexible technological architecture, these evolutions are
implemented faster and cheaper, enhancing our clients’
efficiency and agility.
Our platform allows us to showcase our ability to:
• customise processes and services in order to contribute to
a unique customer experience

Switching
Environment
As part of HPS’ mission to contribute to the liberalisation of
the payment market, requiring the separation of acquisition
and switching operations in Morocco, since 2016 HPS has
been operating as a national switch, authorised by Bank AlMaghrib, on behalf of all issuers and acquirers in Morocco. A
subsidiary created for this exact purpose, HPS Switch’s aim
is to guarantee the interoperability of authorisation request
routing services, and the clearing and settling of transactions
for electronic payment players. The overall offer covers:
• basic switching services for managing multi-channel
permissions, routing operations, and clearing and
reconciling payments
• delegated issuer and acquirer services that optimise
electronic transactions for issuers and acquirers, enabling
them to use a single and reliable platform for the
management of the entire life cycle of their transactions
• additional services for the development of electronic
payments and card use.
The electronic payment market in Morocco is experiencing
strong momentum and a favourable climate at an all time
high:
the market has 14 million cards in circulation, representing
an increase of 10%, the acceptance network is continuing
to grow, with 7,025 ATMs and more than 40,000 merchants
now fully equipped, new acquirers and financial operators
have entered the market, the arrival of participatory banks
has expanded the number of payment instrument users, and
finally, a national mobile payment project has been launched.
This momentum can also be seen in the change in consumer
habits, with the number of interoperable withdrawals rising
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by 4.5% and the number of domestic payment transactions
rising by 33% with more than 46 million operations. Although
the number of international payment transactions remains
relatively low, there is still strong momentum and an
underlying upward trend, representing an increase of 70%.

From project initiation to initial achievements
In 2017, HPS Processing finalised the implementation works
for its new switching and clearing platform, and set about
obtaining approval from all its clients. Launched in October
2017, the new switching platform had ten clients (acquirers
and issuers) at the end of 2017.

Prospects
An independent and agile national switch, capable of
providing innovative services with the highest international
standards at the most competitive prices is an essential step
in supporting Morocco in its ambition to develop electronic
payments, promote financial inclusion, and provide innovative
payment solutions.
HPS plans to finish building the switch before the end of the
first quarter of 2018, in order to interconnect all banks and
establishments authorised by Bank Al-Maghrib.
Through its subsidiary HPS Switch, HPS Processing aims to:

The new switching platform is based on our proprietary
solution PowerCARD and is designed to ensure complete
control of all solutions for our clients.

• open up the market to all operators and new entrants,
thus creating the conditions for competition that is
beneficial to all stakeholders

The switching platform integrates a production site and
a backup site that meet the Uptime Institute's Tier III
requirements, which guarantees a maximum allowable
interruption period (DMIA) of 1.6 hours per year. A business
continuity plan has also been put into place in accordance
with the most stringent international standards. The
processing centre is also PCI-DSS-certified and complies with
the requirements of Law 09-08 on personal data protection.

• reduce switching costs for operators by offering digressive
pricing that is suitable for micro-payments

Our value proposition includes:
• Flexibility and proven capabilities:
• minimal impact on existing systems and optimisation of
projects for issuers and acquirers
• an ability to rapidly develop solutions adapted to the
specific needs of the local market
• a platform open to all applicable value-added services
(transfers, bill payments, mobile top-ups, ticketing,
loyalty, scheduled payments, etc.).
• Optimal long-term financial proposal:
• invoicing in local currency without currency risk or cost
increase
• digressive pricing on consolidated volumes of the global
market
• rates that favour the development of micro-payment
methods.
• Optimal model for the development of electronic banking
in Morocco:
• processing platform in Morocco for the protection of
personal data in compliance with local regulations
• compliance and full alignment of governance with local
regulators
• innovative and efficient systems at the lowest costs
possible to promote financial inclusion.
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• enhance existing switching services and offer new valueadded services in order to promote the use of electronic
payment methods (loyalty schemes, multi-payments,
Secure 3D authentication, enhanced data management,
etc.), fostering an acceleration in the development of
payment transactions in Morocco.
With more than 43 million terminals and a penetration rate
of 126% in 2017, the mobile payment initiative, launched
in 2016 by the Moroccan central bank (Bank Al-Maghrib)
and the National Telecommunications Regulatory Agency,
became a reality in 2017, and is set to be a significant driver
in the development of payment methods. By integrating
the prerequisites specific to mobile payments, the
switching platform will be ready to ensure mobile payment
interoperability on a national level in 2018.

Moreover, consumer trends in Morocco are
continuing to evolve rapidly, notably due to a very
young population that is open to new technologies,
and a strong economic development fostering the
emergence of a large middle class. The arrival of these
new consumers is expected to favour the use of new
payment methods over cash, all the more so if coupled
with the implementation of value-added services and
the development of our acceptance network.
We are confident that the positioning of HPS as a
domestic switch will enable the Group to benefit in
the short and long term from such favourable market
developments.

Microfinance

the dematerialisation of flows, multi-channel streaming and
the diversification of access to the different financial products
and services offered by MFIs.

Environment
Microfinance is a significant lever in financial inclusion and
a catalyst for comprehensive and inclusive development. In
2016, microfinance institutions’ (MFI) overall client base hit
132 million, with a credit portfolio of 120 billion dollars. On
a global level, MFIs saw an annual credit portfolio growth of
9.4% and a 9.6% increase in number of borrowers.

Microfinance
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:
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2017
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PowerCARD-Microfinance enables efficient and flexible
management of the different processes linked to
microfinance operations, and offers value-added services
based primarily on mobile technology available to field staff
and clients.
Thanks to its wealth of functionality and scalability,
PowerCARD-Microfinance enables MFIs to:
• develop their offerings by setting up innovative services
with high added value
• shorten time to market for their products
• improve their operational efficiency by dematerialising
flows
• sustain their activity by having greater control over costs
and risks.

Achievements
132 M

borrowers

2015: +13.4%
2016: +9.6%

60%

proportion
of rural
borrowers

The microfinance industry has shown rapid development
from year to year. Services, actors, regulations and
technological innovations are changing, transforming the
future of microfinance. Microfinance is now considered
the number one alternative to banking for more than 2.5
billion people excluded from the classical banking system
worldwide.
For some time now, technological innovation has been
positioned as a key tool for the development of microfinance
by proposing innovative solutions involving a wide range of
players, including mobile operators and distribution networks,
offering financial products and services at a lower cost to a
greater number of people. Thanks to these technological
innovations, the microfinance sector will be better able
to respond to the needs of the populations targeted by
microfinance institutions and will be well equipped to
develop its own ecosystem.
The development of solutions based on mobile technology
in the next decade is expected to see the emergence
of a plethora of players offering banking, financial and
insurance products. To keep up with this rapid evolution, risk
management, cost reduction and productivity are at the heart
of microfinance structures’ strategies.

Offer
In light of the technological advances that are at the heart of
the structural changes within the microfinance sector, HPS
Processing deploys its PowerCARD-Microfinance solution as
an outsourced service, based on its PowerCARD platform,
which provides its clients with agility, specialisation, and
industrialisation to accelerate the deployment of innovation,
consolidate and expand revenue, reduce costs and control
risks. HPS Processing’s offer also allows MFIs to have access to
a shared platform where the cost is proportional to their level
of activity, rather than investing in technology platforms and
operating teams.

In 2017, HPS acquired the intellectual property rights of a
core banking solution designed for the microfinance sector.
This solution offers an integrated approach to the resolution
of banking issues, and provides a means of addressing the
challenges of digital technology and regulations, in order to
meet the expectations of MFIs.
HPS integrated this solution into its processing platform
to create PowerCARD-Microfinance, a service employed to
process MFI operations and to dematerialise financial flows.

Prospects
Improving the effectiveness of microfinance worldwide
through new technologies will encourage MFIs to play a
role as a trade and distribution agent for financial and nonfinancial services.
The PowerCARD-Microfinance solution increases efficiency
and targets microfinance organisations in Sub-Saharan Africa,
MENA countries, Latin America, and South Asia. This trend is
justified by the strong presence of financial institutions (NGOs
and NBFIs) offering microfinance services with strategies
geared towards digital finance.
The PowerCARD-Microfinance solution can be implemented
to achieve several objectives:
• risk mitigation through traceability and dematerialisation of
cash-in/cash-out operations
• quick access to microcredit, insurance and saving products
• a high value-added offer (transfers, payment of bills,
telephone top-ups, etc.)
• a significant reduction in operating costs
• process optimisation for increased productivity.

The PowerCARD-Microfinance solution is strongly focused on
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Environment

Offer

In 2017, Syntec Numérique estimated the value of the
software development, IT services and technology
consulting market in France at EUR 59.3 million, up 3.4%.
The acceleration of growth is the result of a recovery in all
sectors with growth of 4.2% for technology consulting, 4.4%
for software development, and 2.9% for consulting and
services.

Within the Group, IT service activities are carried out by
HPS Services, ensuring the monitoring and performance
of information systems for large international groups. HPS
Services are based on the structure and teams of Acpqualife,
a company founded in 2002 and a wholly owned subsidiary
of the HPS Group since 2010.

This growth has been driven by new services and software,
the development of new areas of expertise, such as DevOps
or the IoT, as well as the development of the SaaS model.
Another powerful engine for growth, digital transformation
has been spreading across all sectors of the economy. 76%
of companies have established a “digital transformation”
site, driven by operational efficiency, cost reduction and
improved customer experience. 61% of companies in the
sector saw strong growth in this area at the beginning of
2017.

HPS Services activities are based on the international
expertise of more than 75 consultants in the fields of testing
and software qualification.
HPS Services also offers project management support services
for IT transformation projects and IT engineering services
for J2EE, Spring, JBOSS, Angularjs and JSF technologies, as
well as those associated with the implementation of agile
methodologies.
HPS Services bases its services and commitments on four key
values:

SMAC (Social, Mobile, Analytics & Cloud) technologies,
some of the technologies on which innovation and digital
transformation is based, saw a growth of 16.2% in 2017, and
are estimated to represent more than 22% of the software
and IT service market. The net growth of SMAC technologies
in 2017 amounts to EUR 1.3 billion, whilst that of traditional
environments is estimated to represent EUR 135 million.

Anticipation:
Our capacity for innovation allows us to offer our
customers suitable and high-performance solutions.

Some of the challenges that companies within the sector
can expect to face in 2018 are improving their margin,
strengthening their innovation potential, and sourcing
suitable skills to reinforce their teams. Recent cyclical
developments confirm the gradual recovery of the French
economy, despite it being currently less thriving than the
European average. The global environment is conducive to
improved growth in France.

Professionalism:
Our proposals are based on proven know-how,
achieved by capitalising on experience.

+2.9%

+3%

Accomplishments within the field of NICT and mobile
engineering (Architecture, Methodology, Execution,
Acceptance).

TECHNOLOGICAL ADVICE

+4.4%

+4.7%
ADVICE AND SERVICES

+4.2%

+4.5%
SOFTWARE PUBLISHING

+3.4%

+3.6%
SECTOR
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Quality:
In everything we do, we apply our "Qualified"
approach, which serves as a genuine quality
guarantee.
HPS Services are based on a plethora of expertise used to
assist its clients in their operations:

2018

2017

Control:
Our development is firmly rooted within a culture of
commitment. We ensure optimised control of our
interventions.

Control of production environments and processes
implanted to ensure the productivity thereof (ITIL
Expertise, Implementation of SLAs, Devops, Cloud,
Hadoop, etc.)
Expertise in the field of software testing and
qualification: consulting, training, implementation,
business and IT project management support (MOA
and MOE), tools expertise, third party acceptance.

Software Qualification
HPS Services assists its clients in the implementation and
standardisation of their testing processes as well as in project
management for the preparation and execution of testing
campaigns.
The approach developed by HPS Services is based
on a project-organised acceptance process and a risk
management procedure associated with Risk and
Requirements Based Testing (RRBT) requirements.
The effectiveness of this method lies in the separation of
qualification and development operations, as well as in the
creation of a detailed qualification strategy for each project,
promoting optimal visibility across all qualification activities.
As quality control is at the heart of HPS Services, a detailed
assessment is carried out at the end of each project to analyse
discrepancies and improve processes, metrics and charts.
In order to offer our clients turnkey solutions, HPS Services
is also committed to providing pragmatic and ergonomic
tools that are specially adapted to each client’s individual
environment (specialised tools, open-source software, specific
tools, etc.).

REFERTEST and PowerCARD
In 2017, HPS Services acquired the intellectual property
rights over the REFERTEST tool. HPS Solutions teams have
since starting integrating it into their PowerTOOLS, in order
to increase the efficiency of the PowerCARD solution’s
testing operations.
Presented for the first time at the 2017 Users Meeting,
REFERTEST is still being integrated into PowerCARD. The
latest version offers new levels of interaction between the
two tools:
• Perform a PowerTOOLS test from a REFERTEST test
• Select a domain, test and the stages thereof
• Select the execution environment (target server)
• Send configured testing data to PowerTOOLS
• Update the test status in REFERTEST
• Display PowerTOOLS logs via REFERTEST

Developments are now managed more and more frequently
using flexible approaches, leading to major changes in
processes and tests. The goal is not to revolutionise the
client’s structure, but to understand their needs by adopting
a systemic approach, in order to make improvements at
each stage and adapt to their specific environment along the
way. Agile working methods enable us to quickly implement
operational solutions and generate a higher return on
investments with reliable IT tools.
The short iterations recommended by the Agile Manifesto
stipulate the automation of software tests as soon as possible,
to avoid accumulating a significant technical debt. This setup places the tester in a key role within the self-organisation
of the team: this individual must be capable of collaborating
with both the
business and technical teams in order to integrate the change
and understand how the tests can be used to document
requirements and steer developments.
As part of its mission to promote agile methods, HPS
Services teams led a series of conferences and workshops
at Agile Tour events in Aix-Marseille and Sophia Antipolis,
explaining a range of Agile methodologies, such as Design
Driven Development and Test Driven Development, which
shorten the time between design and production, and
decompartmentalise the work conducted by the teams
involved, whilst integrating and automating testing processes
throughout all project stages.

REQUIREMENT
DEFINITION

DEFECTS
TRACKING

TEST
DEFINITION

DASHBOARD
RESULTS
VIEWING

PowerTOOLS

EXECUTION

REFERTEST

AUTOMATED
TEST CREATION

CAMPAIGN
PREPARATION
& LAUNCHING
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Achievements
HPS Services in Lille
In order to support the development of its activities within
the region, HPS Services has opened up a new office in Lille.
The dynamic nature of the local market, combined with the
strong presence of major retailers and financial players offers
bright prospects for growth and the potential for possible
synergies with payment offers supported by HPS Solutions
and HPS Processing.

Service activities

Being in close proximity to Belgium, home to numerous
international cross-border companies, this new office will
allow HPS Services to continue to grow and tap into new
important markets.

HPS Services has built a service offering that combines
expertise with a global vision of the information system. This
offer is built around consulting services, project management
assistance, infrastructure engineering and IT engineering.

HPS Services in Switzerland

Project management support (AMOA)
HPS Services brings innovative ideas to IT service
transformation projects, based on a thorough knowledge
of the business sector and a wealth of technical and
methodological expertise. Services range from drawing up
master plans to managing IT plans, as well as providing
operational project management, drafting specifications, and
designing and implementing related solutions and services.

In order to develop its activities outside of the French market,
HPS Services has begun to target the Swiss market with the
opening of a new office in 2017 in Lausanne. Developments
can already be seen, with the opening of several accounts
with La Mobilière, Le Canton de Vaud, Globaz and one of
the most renowned Swiss watchmakers in the world. We
have adopted a progressive approach, launching agility and
testing operations, and implementing more long-term testing
activities. This has allowed us to establish long-term contracts
with this watchmaker, which bodes well for our development
in this new market, our aim to have around ten clients by the
end of 2019 or beginning of 2020.

IT engineering
Through its acquisition of Acpqualife, HPS has gained
a recognised specialisation in the execution of n-tier
architecture applications. HPS Services has access to a wealth
of expertise in project development, using technologies such
as J2EE, Spring, JBOSS, Hibernate, Angularjs, Bootstrap and
JSF. The applications produced are designed for professional
environments, implementing databases with complex models
or with significant security or performance restrictions.
Expertise in technologies and architectures, combined with
the implementation of AGILE/SCRUM methodologies and
adapted tooling, allows each customer to achieve recognised
performance and efficiency in the creation of applications.

Infrastructure engineering
HPS Services supports its clients in ensuring the continuity
of their services and the consistent performance of their
Information System. HPS Services provides advice on
technical architecture, advice and expertise on process
organisation, and advice on the performance and robustness
of applications and infrastructures.
HPS Services advocates a pragmatic approach centred
around the continuous improvement of services and
processes. HPS Services consultants are all highly
informed and/or ITIL-certified within the system operation,
administration and expertise sector.

Air France
Actions implemented by HPS Services have allowed us to
reinvigorate our relationship with Air France and to sign new
contracts in Toulouse, Sophia Antipolis and Paris.

MSA
MUTUALITÉ SOCIALE AGRICOLE, a social security scheme for
agricultural workers, is the second largest social cover system
in France. It manages all basic social protection for selfemployed and employed agricultural workers. It also manages
compulsory supplementary pensions for farmers. In 2014, HPS
was awarded a public contract to accompany the MSA in the
deployment and industrialisation of a testing project within
their IT department (AGORA).
In 2017, following the successful results achieved by HPS
Services, the MSA renewed the contract and selected HPS
once again to continue to provide it with assistance and
support.
Today, HPS Services sends more than 30 consultants out
to the MSA in Paris, Toulouse, Montauban, Cahors, Lille and
Arras from its branches in Paris and Toulouse to provide the
following services:
• The development and review of qualification strategies
• MOE and MOA project management
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• Improvement and progress proposals (agile testing,
automation, etc.)

OUR CLIENTS

• Coaching of internal teams
• Vocational, methodological and technical training
This contract has allowed HPS Services to gain recognition
as a key player in specialist testing within the public sector.
HPS Services sees further opportunities for other national
bodies, accompanying them in their testing activities and
digital transformation, notably in terms of agile software
development, DevOps, Big Data, etc.
With this in mind, GIP RENATER (national
telecommunications network for technology, education and
research, founded by CEA, CNES, CNRS, EDF, INRIA and the
Ministry of National Education) has just selected HPS Services
to assist it in its specialist testing projects.

Active participation in Software Testing Days
A member of the French and Moroccan software testing
boards, HPS Services sent its teams out to participate in
the 10th edition of the Journée Française du Test Logiciel
(French Software Testing Day - JFTL), a key event in the world
of software testing. This event provides the opportunity for
participants and software testing consultants to discuss new
features, the development of Refertest, and agility and good
practice. Acpqualife teams led a tutorial on test automation
in agile projects. After learning about the main theoretical
concepts, all participants were given the opportunity to put
their new knowledge into practice, with a range of simple and
easy-to-use tools: Refertest, Jenkins and Robot Framework.
With the CMTL (Moroccan Software Testing Committee)
chaired by an HPS employee, the Group renewed its
partnership for the 3rd edition of the Journée Marocaine des
Tests Logiciel (Moroccan Software Testing Day - JMTL). After
participating in the JFTL, the acpqualife testing teams joined
the HPS teams in Casablanca to take part in this event.
The JMTL was an opportunity to demystify the acronyms used
in the world of agile projects, explaining the meaning of TDD,
ATDD and BDD, and how to use them in testing pyramids.
Over the years, this day has become a federative event,
gathering all members of the Moroccan software testing
community. The event boasts more than 100 participants, 10
sponsors and 7 subject-specific conferences, showcasing the
stories and experiences of major clients.
Today, the JMTL is a privileged opportunity for all market
players to meet some of the industry’s most renowned
players, and to interact and engage with like-minded
professionals.
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CSR
label
Ever since its inception, HPS Group has always been acutely
aware of the importance of having a positive impact on
its environment. In order to stay true to its values, HPS
initiated an internal accountability approach, taking into
consideration all current issues, whether economical, social or
environmental, before gradually expanding it to its suppliers,
and then to any public or private institutions with which the
Group interacts.
It was the this desire to formalise and extend this
commitment that led HPS to be among the very first
companies to be awarded the CSR label by the General
Confederation of Moroccan Enterprises (CGEM) in 2012. Since
then, the Group has steadily reinforced its social commitment
as a corporate citizen, respectful of its environment and its
community.
It is therefore thanks to all commitments undertaken in
recent years that the Group was granted the renewal of its
label on the 6 January 2017.
The CGEM Social Responsibility Charter was established in
accordance with the recommendations of the UN, the ILO
and the OECD. The CGEM label is also in line with the ISO
26000 guidelines, and is based on compliance with the nine
commitments of the CSR charter:
• Respect human rights
• Continuously improve employment and working
conditions and professional relationships
• Protect the environment
• Prevent corruption
• Respect the rules of healthy competition
• Strengthen the transparency of corporate governance
• Respect the interests of customers and consumers
• Promote the social responsibility of suppliers and
subcontractors
• Develop societal commitment
In order to fully honour its CSR commitments, the Group
relies on the voluntary involvement of its employees,
and partnerships with local communities, civil society
organisations, private foundations, and schools and
universities. These partnerships provide opportunities
to increase the scope and impact of these actions by
collaborating with committed players with the same values.
In-keeping with its commitment to respecting diversity, HPS
encourages its employees to participate in different CSR
projects, whether within the framework of HPS actions or any
other cause or association of their choice.
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For an active involvement in the improvement of
public education

The HPS Foundation, aligned with the Group’s values
Since its creation, the HPS Foundation has invested
considerably into education, a fundamental prerequisite for
development, contributing to the improvement of school
results, notably via sponsorships and support. By making
education a priority, the HPS Foundation remains consistent
with the Group’s values of commitment, responsibility and
solidarity, as well as with its identity, with training considered
the main driving force in ensuring sustainable growth.
In 2017, the HPS Foundation decided to optimise its
operations by calling upon Impact Consulting to help it
achieve its target impact.
An action plan was adopted to balance out our policy,
dividing it into one-off actions and long-term assistance:
• The deployment of a national computer literacy
programme via the creation of a Digital Solidarity
foundation, bringing together major players from NICTs
across the country.
• Sponsoring a school, actively participating in its
management to transform it into an institution of
academic excellence. Within this framework, on 3
November 2017, a tripartite agreement was signed
between Bin Lamdoune school, the HPS Foundation and
Al-Madinah School in California.
We have continued to invest in projects launched over
previous years, which have proven to have an extremely
positive impact, such as the improvement of school
infrastructure, the introduction of astronomy clubs for primary
school students, and the organisation of school trips to the
zoo and book fairs, as well as special trips on Heritage Days.

HPS Foundation volunteers make every effort to improve
learning conditions for school and university students, by
upgrading facilities, providing academic support, and assisting
and funding student-run university initiatives. As such, in
2017, the HPS Foundation provided emotional and financial
support to students at the University of Marrakesh and
made a donation to the Moroccan Foundation for academic
support.

One code for all: responding to present and future
challenges
Young generations who overlook computer programming
as an important discipline risk becoming “illiterate” in future
terms. The renewal of the partnership with the Cod Cod Codet
association, which leads coding starter workshops, was a
crucial action for the Foundation, providing 50 young people
with IT training this year.

Sharing our drive for success: accompanying a group
of secondary school pupils in their entrepreneurial
projects
This year, HPS volunteers participated in an entrepreneurship
awareness scheme at the technical high school in
Mohammadia with INJAZ, a youth-centred non-profit
organisation, as part of the “it’s my business” project.
Accompanied by HPS, the team of students competed at
the Grand Casablanca competition with a gift box of 100%
Moroccan products. It achieved a turnover of MAD 15,000 with
a profit of MAD 5,000.

Inspiring development prospects
Led by a dynamic team and committed volunteers
The Foundation is made up of a team of employees who
ensure the smooth running of the organisation. HPS
collaborators take part in this initiative on a voluntary basis,
putting forward ideas and taking relevant action, in order
to initiate and carry out projects in public establishments,
before analysing the impact of these efforts and enriching
the Foundation’s main areas of focus by building sustainable
partnerships with any public or private bodies that could
benefit from the actions of the Foundation or help it to
achieve its objectives.

Thanks to the serious approach adopted by its team of
dedicated volunteers, the Foundation is now hoping to
broaden its outreach. Having gained considerable visibility
and now equipped with a larger budget through donations
from a range of sources, the Foundation plans to develop its
partner network to implement high-impact projects at its
sponsored schools and allow even more institutions to benefit
from them. The aim is to structure the Foundation into several
divisions in order to boost its impact, and organise future
seminars for university and college students.
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KEY FIGURES
AMOUNTS IN MAD
OPERATING REVENUE
HPS Solutions
HPS Processing
HPS Services
Other
OPERATING EXPENSES
OPERATING INCOME
Operating margin
NET PROFIT (GROUP SHARE)
Net margin
Operational cash flow

Within a global economic environment of steady expansion,
the HPS Group continues to enjoy strong growth, with an
increase in operating revenue of 15.2% in relation to 2016,
reaching nearly 560 million MAD at the end of 2017. This
development is the result of strong organic growth and a full
year of revenue from processing activities.
The Group’s activities have notably benefited from:
• a 17.6% increase in recurring revenue
• a 52.1% increase in revenue from processing activities
• steady revenue from service activities.
Operating income and net income also increased by 25.7%
and 20%, respectively, generating an operational cash flow of
86 million MAD.

HPS SOLUTIONS
Solutions-oriented activity involves designing, developing,
implementing and supporting a suite of multi-channel
electronic payment solutions. This sector represented 67% of
the Group's overall activity in 2017.
Our software and services are sold and supported by our
regional branches located across three geographical areas:
Europe/America, Africa, and the Middle East/Asia. Each
regional branch has its own sales force, its own network of
partners, and its own implementation teams. A 24/7 first-level
support service is available across all offices in Casablanca and
Dubai. Second-level support is centralised in Casablanca for
all our clients.
Operational in 90 countries, our products and services are
used by more than 400 financial institutions, national and
regional switches, processors, and even telecom operators.
HPS’ performance for the year 2017 was achieved thanks to
a positive dynamic surrounding electronic banking activities
across all our geographical areas and the continuous
implementation of strategic approaches.
HPS Group’s solutions-oriented activity increased by 15.1%
compared to 2016, thanks to the continuous deployment of
major projects, as well as the launch of initiatives as requested
by our existing clients. With sales of MAD 208 million, HPS
has achieved significant results across regions where it is
deeply rooted (Africa and the Middle East), maintaining its
backlog at a comfortable level, to be recognised in future
years.
2017 also saw the opening of a new office in Singapore, which
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2017

2016

DIFFERENCE

559,754,894

485,774,125

375,732,659

326,504,212

+15.2%
+15.1%

61,861,944

40,681,796

+52.1%

110,808,236

111,973,914

11,352,056

6,614,203

469,301,723

413,814,522

+13.4%

90,453,171

71,959,603

+25.7%
+1.4%pts

-+1.0%
+71.6%

16.16%

14.81%

71,054,972

59,191,012

+20.0%

12.69%

12.18%

+0.51pts

85,960,648

77,262,625

+11.3%

aims to develop and reinforce the group’s presence in Asia in
line with HPS’ strategic approaches.
Consolidating our position within our traditional markets
Our strong position in Africa and the Middle East has allowed
us to consolidate our market shares and to pinpoint new
sources of significant growth.
HPS has succeeded in building even stronger ties with its
existing clients by signing new module implementation
projects, notably for Burgan Bank in Kuwait, Alinma Bank
in Saudi Arabia, Banque Nationale Agricole in Tunisia and
Kuwait Finance House in Malaysia, as well as expanding its
client base, notably with projects signed by DAR AL AMANE
(SGMA participatory bank in Morocco), Invest Bank and
Finance House in the United Arab Emirates, and Attijariwafa
Bank in Egypt.
Furthermore, the ubiquity of mobile phones now offers
real opportunities in terms of financial inclusion and the
massification of electronic payment methods. Conscious
of the potential of m-payment in Morocco, several banks
chose the PowerCARD-Wallet solution in 2017, equipping
themselves with a complete mobile payment solution in
order to support their digital transformation strategies and to
offer their customers payment solutions that are innovative,
easy to access and cost-effective.
Developing our positioning within major international
projects and priority markets
After signing a global partnership in 2014 with Gemalto,
the world leader in digital security, the Group was able to
boost its achievements throughout 2017, implementing the
tokenization solution for mobile payments with several major
stakeholders, notably in Malaysia, Brazil and Mexico. These
achievements enabled the Group to consolidate its recurring
revenue strategy and to strengthen its transactional model
(licenses paid on a transaction basis).
The Group also continued the deployment of ongoing projects in line with its objectives, including the
implementation of the PowerCARD platform, which will
eventually be launched in a total of 27 countries, on behalf of
a major global oil company. Following its launch in Canada
in 2016, Hong Kong and Macao activities were integrated onto
the PowerCARD platform in 2017.
Finally, HPS continues to expand its market share in South
Africa, thanks to increased visibility achieved following the
success of different ongoing projects with FNB (acquisition

and bank issuing activity). Within this context, discussions
have been initiated with another bank in the country
regarding replacing their existing platform with PowerCARD.
A preliminary study was finalised in 2017, and a new licence
contract should be confirmed at the start of 2018.
Strengthening of new business models to improve the longterm growth of HPS
As part of our strategy to diversify our business model and
strengthen our recurring revenue, 2017 saw the improvement
of annual licensing revenue, based on transaction volumes
accounting for MAD 34 million.
Our historical business model (licence sales) also continues
to strengthen our recurring revenue with the maintenance
of our solutions and the sale of additional licences linked to
the development of our clients. This year, they represent more
than 32% of the Group’s total revenue.
Finally, in July 2016, the Group launched its processing
operations as part of its overall strategy to diversify its business
models, aiming to increase its recurring revenue share and
long-term growth.

transactions, up 15% in comparison to 2016.
Switching activity recorded a turnover of MAD 49.5 million
during the 2017 financial year.
The remainder of activity in 2017 concerns information
platform security projects for a number of operators in
Morocco.

SERVICES
Service activities, carried out by our subsidiary acpqualife,
are currently primarily carried out on the French market
and represent 19.8% of the Group’s overall activity. HPS
Services’ mission is to ensure the control and performance
of information systems and is notable for its expertise in the
areas of software testing and qualification. We are involved
throughout the entire process, from designing, architecture,
implementation and testing to production, in order to provide
our clients with powerful, long-lasting solutions for the control
of their information systems.

PROCESSING

Operating within a difficult economic climate in 2017, due
to the presidential elections in France, HPS Services revenue
remained at the same level as the previous year.

Processing activity consists of developing and implementing
innovative outsourced solutions, based on our PowerCARD
platform. Our Processing division covers 3 main areas:

2017 also saw the finalisation of the acquisition of the
Refertest tool, which falls under the Group’s diversification
strategy. An initial sale was materialised in 2017 and a sales
strategy was implemented with existing clients.

• the processing of payment solutions for financial and
payment institutions, managing all electronic payment
operations
• the management of switching activities on a domestic,
national or regional level, which involves managing
authorisation requests and netting flows between different
operators
• the processing of solutions for microfinance players,
offering complete management of their operations and the
dematerialisation of financial flows linked to the release
and repayment of credits.
HPS Processing infrastructures meet the Uptime Institute’s
Tier III requirements, are PCI-DSS-certified and ensure optimal
service availability and continuity in line with industry best
practice.
For 2017, HPS Processing operations were largely marked
by switching activity in Morocco. This activity involves the
interconnection of all operators licensed by the Central Bank
of Morocco (issuers, acquirers and payment service operators)
and the management of all interoperable electronic
banking transactions of these operators, including payment
transactions to merchants or ATM withdrawals from fellow
operators.
The growth in processing activity in 2017 is mainly due to the
fact that this year was HPS Processing’s first full year, only in
operation for the final 6 months of 2016, but also due to the
development of the electronic payment sector in Morocco,
linked to the adoption of electronic payment methods and
the development of the acceptance network on a national
scale.
At the end of 2017, the Moroccan market had 14.1 million
cards in circulation, up 9.4% compared to 2016, using which
78.4 million transactions were carried out (payments and
withdrawal from ATMs in Morocco and abroad), representing
an increase of 21.7% in relation to 2016.
Foreign card activity in Morocco totalled 15.8 million

Furthermore, 2017 was marked by the formalisation of our
agile consulting offer (the 5 As method), which we presented
to numerous major clients and prospective clients, and for
which we received excellent feedback.
In terms of sales, we achieved the following:
• Renewal of existing contract with GIE Agora (Mutuelles
Sociales Agricoles)
The Group currently assists the Mutualité Sociale
Agricole (MSA), which is the second largest social
cover system in France. As part of its development and
strategic approaches, the MSA has implemented a set
of qualification-related structural initiatives, and we are
accompanying them in the deployment of a series of tests
throughout all information system management projects.
These services are conducted in Paris, Montauban and
Avelin. This has allowed us to establish ourselves in two new
employment areas in France, and to create two new sites
in Toulouse and Lille in order to develop our activities in the
south-east and north.
• Strengthening our presence in the air transport sector (Air
France-KLM, Amadeus and Airbus) and consolidating our
presence at our sites in Lille and Toulouse.
In 2017, HPS Services succeeded in reinvigorating its
relationship with Air France, notably with new contracts in
Toulouse, Sophia Antipolis and Paris.
HPS Services also continues to accompany the Amadeus
Group in the development of its agile methods and testing
tools as a lever for transformation. This has allowed us to
broaden our offering with Amadeus, which until now has
been focused on project management support (AMOA),
opening up prospects for significant growth.
• Reinforcing our visibility in the testing sector.
We assist our clients in the implementation and
standardisation of software testing, in the organisation,
preparation and execution of testing campaigns, in test
automation and non-regression testing, and in performance
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CASH FLOW

testing and load tests.
HPS Services also manages a community of practice for
software testing, present on 5 sites: Sophia Antipolis, Aix
en Provence, Paris, Toulouse and Casablanca. Community
meetings are frequently held across the different sites,
allowing us to further develop our expertise in this field.
All these achievements are the result of the Group’s strategy
to broaden its commercial network across all French territory,
and to consolidate its service offering with major groups in
France and Switzerland. HPS Services’ activities continue to
develop in Aix en Provence, Paris, Lille, Toulouse and Sophia
Antipolis, and the Group has expanded its operating radius
with the installation of a new office in Swizterland.

STRENGTHENING PROFITABILITY

The Group’s operational cash flow amounted to MAD 85.9
million, up 11.3%. This change is the result of the Group’s net
profit growth and a marked improvement in working capital
requirement.
The main cash flows not related to operating activity are:
• The payment of dividends amounting to MAD 24.6 million
• The repayment of a medium-term debt amounting to MAD
13.4 million
• Acquisition of capital assets for the Processing platform,
amounting to MAD 14 million
• The acquisition of the business of company ABC for MAD 3.3
million.

Operating expenses increased by 13.4%, mainly due to
the strengthening of human resources, both internal and
outsourced, and the increase in external expenses due to the
strengthening of our sales and marketing efforts.
The Group continues to apply its subcontracting strategy
to better optimise its flexibility within a global economic
environment that is still fragile, whilst seeking to improve
its operating profitability. This strategy is supported by the
continuous improvement of our business processes and the
efficiency of our organisation, split into autonomous regional
entities, in order to further improve our operational efficiency.
Thus, while continuing to strengthen its R&D efforts (14.5%
of solutions-related revenue, amounting to MAD 54.3 million
for 2017), the Group has been able to improve its operating
profitability by 1.35 percentage points to 16.2%. Net profit for
the Group amounted to MAD 71 million, or MAD 101 per share,
an increase of 20% in relation to 2016.

BUSINESS ANALYSIS
OPERATING REVENUE
CATEGORY
ELECTRONIC PAYMENT
ACTIVITY

2017
AFRICA

2016

AMERICAS

EUROPE

ASIA/MIDDLE EAST

GROUP

GROUP

DIFFERENCE

131,742,783

41,642,349

90,640,771

111,706,756

375,732,659

326,504,212

15.1%

PowerCARD projects

45,454,699

13,523,080

46,394,628

15,056,816

120,429,223

97,151,524

24.0%

Upselling

43,755,828

5,806,877

19,348,682

29,248,879

98,160,265

99,312,585

-1.2%

Maintenance

35,437,702

5,834,887

12,114,583

58,733,823

112,120,996

93,858,810

19.5%

Transaction-based revenue

5,492,162

15,298,313

7,986,980

5,501,762

34,279,218

24,769,686

38.4%

Other revenues

1,602,391

1,179,192

4,795,897

3,165,477

10,742,957

11,411,607

-5.9%

-

-

110,808,236

-

110,808,236

-

-

-

61,861,944

40,681,797

52.1%

-

-

-

16,853,776

6,614,202

154.8%

SERVICES
PROCESSING
OTHER PRODUCTS
IG ADJUSTMENTS
OPERATING REVENUE
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61,861,944
-

111,973,914

-1.0%

-5,501,720

-

-

-

-5,501,720

-

NA

188,103,006

41,642,349

201,449,006

111,706,756

559,754,894

485,774,125

15.2%

In a relatively stable global economic environment, the HPS Group has continued to enjoy strong growth, with a 15.2% increase
in operating revenue in relation to 2016, reaching nearly MAD 560 million at the end of 2017. This development is due to:
• Strong organic growth across solutions-oriented activity (+15.1%).
Solutions-oriented activity continues to enjoy significant growth, despite a drop in sales, notably in Africa and Europe. This
growth is linked to the deployment of major projects signed prior to 2017.
Solutions Sales
REGION

2017

2016

DIFFERENCE

Africa

93,606,504

146,735,685

6.9%

Europe/Americas

45,409,499

71,848,998

-65.3%

Asia/Middle East

58,044,825

40,561,418

43.1%

197,060,828

259,146,101

-24%

TOTAL SALES

• Zero growth in service-oriented activity (-1.0%)
Despite an acceleration in growth in the IT sector in France, which rose from 2.9% in 2016 to 3.4% in 2017, the Group's servicerelated activity saw mixed developments throughout 2017:
• The first quarter failed to meet expectations with slow market activity, due to the presidential elections in France.
• The IT services market enjoyed a recovery in the 2nd quarter.
+4.2%

+4.4%

+3.4%

2017

SECTOR

+2.9%

SOFTWARE
PUBLISHING

ADVICE
AND SERVICES

TECHNOLOGICAL
ADVICE

• Recognition of switching revenue for a complete year (+52.1%)
PowerCARD Projects
Our “PowerCARD Projects" revenue consists of the initial charges paid by our customers for the perpetual use of a PowerCARD
licence, as well as platform implementation services. These services include customisation and implementation of the solution,
relevant training, and any assistance required for the smooth running of the project.
The fees paid by our clients are based on the volumetric elements that will be processed by the PowerCARD platform, such as
the number of cards, the number of merchants and the number of ATMs.
"PowerCARD Projects" revenue is recognised as the project progresses from a few months to several years. Following the
implementation of the PowerCARD platform, revenue generated by our clients is related to the maintenance of the solution, as
well as to additional features and services ordered by our customers (upselling revenue).
PowerCARD project sales
REGION

2017

2016

DIFFERENCE

Africa

28,286,569

86,048,206

-40.1%

Europe/Americas

14,027,908

58,328,679

-85.6%

Asia/Middle East

27,125,080

7,171,200

278.3%

69,439,557

151,548,085

-54%

TOTAL SALES

Commercial activity saw a 54% drop in sales in relation to the previous year, these drops primarily focused in Africa and Europe/
Americas. The drop in sales in 2017 is mainly due to a delay in signing a number of important contracts.
2017 was marked by the strengthening of our positioning with existing clients, with the implementation of new modules for
our PowerCARD solution:
• Burgan Bank (Koweït): This project involved the implementation of the ATM Switch module and the Fraud Monitoring
module. Burgan Bank has been a client of HPS since 2015.
• Alinma Bank (Saudi Arabia): This project involved the implementation of the Card Issuing module for the management of
debit and prepaid cards, the WebPublisher module, and the Payment Analytics module. Alinma Bank has been a client of
HPS since 2015.
• Banque Nationale Agricole (Tunisia): As part of its strategy to develop its electronic payment offering in Tunisia, the BNA
renewed its trust in its partnership with HPS with back office modules for the management of debit and prepaid cards. BNA
has been a client of HPS since 2001.
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• Kuwait Finance House (Malaysia): This project involved the implementation of the Fraud Monitoring module and the eSecure
module. KFH Malasia has been a client of HPS since 2005.
• BMCE Bank of Africa (Morocco): BMCE Bank of Africa chose the PowerCARD-Wallet solution, equipping itself with a complete
mobile payment solution in order to support its digital transformation strategy and to offer its customers payment solutions
that are innovative, easy to access and cost-effective. BMCE Bank of Africa has been a client of HPS since 2010.
2017 was also defined by the conclusion of contracts with new clients, notably in our traditional markets in Africa and the
Middle East.
• Dar Al Amane – (SGMA participatory bank in Morocco): Given the existing partnership between SGMA and HPS, the bank
decided to reaffirm its trust in the PowerCARD solution for its participatory bank Dar Al Amane.
• Invest Bank (United Arab Emirates): Invest Bank was created in 1975 as a public bank in the Emirate of Sharjah. Since then,
the bank has made significant progress, consolidating its structure and establishing itself as one of the main banks in the
United Arab Emirates. Invest Bank is listed on the Abu Dhabi stock exchange. The project consisted of implementing a debit
card and ATM management system.
• Attijariwafa Bank (Egypt): To support its international development, the Attijari group acquired the Egypt Barclays subsidiary
in 2017. Following the success of the PowerCARD solution for the management of its African subsidiaries, the Attijari group
decided to migrate the electronic payment activity conducted by Barclays Egypt onto the HPS PowerCARD platform.
• Finance House (United Arab Emirates): Finance House was established as one of UAE’s first “independent” finance
companies. It was created in 2014 as an investment and consumer credit financing institution. Its project with HPS involves
implementing a complete credit and prepaid card management system (management of merchants, fraud, accounting,
payment gateways, ATMS, switching, etc.).
• HPS’ visibility on the South African market was significantly strengthened, thanks to the success of the project currently
underway with FNB. Discussions have also been initiated with another major bank in South Africa regarding replacing their
existing platform with PowerCARD. The preliminary study for the implementation of PowerCARD was finalised in 2017, and a
contract will be concluded in 2018.
PowerCARD project production
REGION

2017

2016

Difference

Africa

45,454,699

12,004,858

279%

Europe/Americas

59,917,709

75,142,542

-20%

Asia/Middle East

15,056,816

10,004,124

51%

120,429,223

97,151,524

24%

TOTAL PRODUCTION

PowerCARD project production includes:
• Revenue from implementation services for new PowerCARD projects. These services include preliminary studies, software
upgrades, customer support, training and technical consulting. Revenue from these services is recorded based on the
progress of these services during the financial year.
• The initial licence fee for a perpetual right to use the PowerCARD licence. This revenue is accounted for in proportion to the
progress of implementation of the associated implementation services.
PowerCARD project production has risen by 24%, due to significant developments with major projects signed prior to 2017, as
well as other projects implemented throughout 2017 in line with our objectives.
Among the Group's major achievements is a contract signed in 2016 with a major European processing player, active in 16
countries with 75 million cards managed and more than 3 billion transactions per year. This project was launched in 2017, and
has already generated significant revenue for this financial year.
In 2014 and 2016, HPS also signed two separate contracts with First National Bank in South Africa (FNB), one for the
management of its merchant acquisition activity, and the other for the management of its issuing activity. The development
and deployment of the platform closely followed the objectives set throughout 2017.
Recurring Licences
Revenue from recurring licenses covers two types of models:
• As part of the business model based on perpetual license sales, the HPS Group charges licence extensions for clients that
exceed licensed volumes (number of cards, number of ATMs, number of merchants, etc.).
• In parallel to the business model based on perpetual licence sales, HPS offers a business model where licence revenue is
based on the number of transactions processed on our clients’ PowerCARD platforms.
This business model enables HPS to benefit in the medium and long term from the development of our industry on a global
scale.
Revenue from recurring licences increased by 38.4% in 2017 to MAD 34.2 million as a result of:
• The increase of existing platforms based on transaction-based licences. Generating MAD 24.3 million in revenue, the growth
recorded by this business model reached 24%.
• An increase in licence extension sales of 119% to MAD 9.6 million.
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The business model based on licences invoiced on a transaction basis falls under the Group’s sustainable growth strategy.
The aim is to continue to strengthen HPS’ recurring revenue and to link the Group’s development more closely to the overall
development of the market, particularly to the growth of payment transactions worldwide.
Upselling
Upselling revenue consist of sales of modules, additional licences, features and services to our existing clients.
This revenue demonstrates our clients’ constant needs to respond to regulatory and technological changes, as well as changes
to their business domain and environment.
Upselling Sales
REGION
Africa

2017

2016

DIFFERENCE

65,319,935

40,348,670

61.9%

Europe/Americas

31,381,591

33,859,128

-7.3%

Asia/Middle East

30,919,745

33,390,218

-7.4%

127,621,271

107,598,016

19%

TOTAL SALES

Upselling sales increased by 19% in relation to 2016, mainly driven by the African market, migration projects to PowerCARD
version V3, and the momentum of some of the Group’s major clients, such as FNB in South Africa.

Throughout 2017, Asia, the Middle East, Europe and the Americas were still feeling the effects of a difficult environment, and
saw a 7% drop in sales in comparison to the previous year.
Upselling Production
REGION

2017

2016

DIFFERENCE

Africa

43,755,828

50,927,817

-14%

Europe/Americas

25,155,559

15,053,262

67%

Asia/Middle East

29,248,879

33,331,507

-12%

TOTAL PRODUCTION

98,160,265

99,312,586

-1%

Upselling production remained stable with respect to the previous year. The Group continues to invest in optimising its
performance in terms of productivity and the optimisation of its operational procedures. This allows us to reduce our
operational implementation times. Ensuring that all of our clients upgrade to version 3 of the PowerCARD platform should
allow us to implement this strategy.
Maintenance
Maintenance services include systematic updates to our solutions in line with regulatory developments imposed by
international networks, updates in line with technological developments, and the provision of a 24/7 operational support centre
to assist our clients as needed. Maintenance revenue is generated on a contractual basis. Maintenance-related activity grew by
19.5% in 2017 to MAD 112 million, following the conclusion of new maintenance contracts with 8 new clients throughout the
2017 financial year.
At the end of 2017, existing clients still in their project deployment phase, and not yet in their maintenance phase, represented
an additional potential revenue source of MAD 31 million, amounting to an growth of nearly 28% by 2020, excluding additional
clients.
Processing
Processing activities are organised around four main business axes:
• Switching activity in Morocco
• Processing activity for payment solutions for financial operators
• Processing activity for microfinance operators
• Security activity for IT platforms for various operators
In July 2016, HPS Processing began rolling out its switching operations. This activity consists of processing authorisation
requests between various financial players for all transactions carried out (merchant payments, internet payments, ATM
withdrawals etc.), and handling financial compensation between the acquirers and issuers of the financial centre.
HPS Processing manages all switching-oriented activity in Morocco from a dedicated subsidiary, HPS Switch. 100% owned by
HPS, this subsidiary is regulated by the Central Bank of Morocco and has a specific licence to operate on a national scale.
The turnover generated during the 2017 financial year represents more than MAD 49.5 million, more than 93 million
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transactions processed, all types combined.
Details of HPS Switch can be found in the chapter on subsidiaries and affiliates.
Regarding processing-oriented activity, the Group recognised revenue amounting to MAD 3.3 million relating to a study
conducted within the framework of the project of an international bank for the management of its African subsidiaries. This
study should lead to the conclusion of an initial payment processing contract during the course of 2018.
2017 was also marked by projects relating to the security of IT platforms for a number of institutions in Morocco. The HPS Group
was solicited based on its strong credibility in the Moroccan market, and its proven expertise within the payment security
sector. Revenue recognised in 2017 for this activity amounts to MAD 9 million.
Services
Revenue from service-oriented activity is supported by our acpqualife subsidiary, detailed in the chapter on subsidiaries and
affiliates.
Other Operating Revenues
Other operating revenues consist primarily of re-invoicing operations of customer project expenses, revenue from the resale of
Oracle licences on behalf of certain clients, and operating provision write-offs. HPS also benefits from offshore funding.
The amount for 2017 totalled MAD 2.1 million.
Backlog
The HPS Backlog reflects the Group’s guaranteed revenue. The backlog therefore includes:
• Revenue from licences and services for all projects (PowerCARD, Upselling) already ordered but not yet executed.
• Recurring licence revenue for long-term contracts based on transaction-based licences. Although this income is guaranteed
for a minimum period of 5 years, our backlog only covers 1 year of revenue.
• Processing revenue for long-term contracts. Although this income is guaranteed for a minimum period of 5 years, our backlog
only covers 1 year of revenue.
• Maintenance revenue for existing contracts. Although this income is guaranteed for a minimum period of 3 years, our backlog
only covers 1 year of revenue.
CATEGORY
PowerCARD projects
Upselling
Maintenance (1 year)

2017

2016

Difference

105,963,852

172,410,924

-38.5%

78,868,758

65,825,261

19.8%

137,510,008

96,657,120

42.3%

Processing (1 year)

53,522,961

45,311,991

18.1%

Recurring licences (1 year)

18,280,221

21,342,215

-14.3%

394,145,798

401,547,510

-2%

TOTAL BACKLOG

HPS’ backlog dropped slightly (-2%) in 2017, mainly due to:
• A drop in sales and an increase in PowerCARD project production, which resulted in a drop on the backlog for PowerCARD
Projects by 38.5% to 106 million MAD.
• A 42% increase in maintenance backlog, due to the arrival of new clients.
• A 20% increase in upselling backlog, due to an increase in sales in 2017.
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OPERATING EXPENSES
CATEGORY
HUMAN RESOURCES
Existing staff
Variable remuneration
Other staff expenses
CONSUMABLES PURCHASED

2017

2016

DIFFERENCE

246,555,082

208,656,572

18.2%

208,024,246

183,078,253

13.6%

31,878,401

21,971,294

45.1%

6,652,435

3,607,025

84.4%

76,770,857

67,753,812

13.3%

Outsourcing

62,149,812

55,953,222

11.1%

Other consumables purchased

14,621,045

11,800,590

23.9%

8,004,330

11,071,147

-27.7%

8,004,330

11,071,147

-27.7%

PURCHASES FOR RESALE
Other purchases for resale
EXTERNAL EXPENSES

105,149,688

80,722,232

30.3%

Sales expenses

34,133,481

30,333,201

12.5%

Billable costs

13,758,578

13,041,330

5.5%

Other external expenses

57,257,629

37,347,701

53.3%

OTHER EXPENSES

3,300,609

2,884,993

14.4%

TAXES

6,784,543

12,513,634

-45.8%

2,177,459

2,792,825

-22.0%

Withholding tax
Other taxes
OPERATING PROVISIONS

4,607,084

9,720,809

-52.6%

22,736,614

30,212,132

-24.7%

Fixed asset provisions

9,395,722

7,654,630

22.7%

Current asset provisions

2,405,754

21,767,994

-88.9%

Provisions for risks and charges

10,935,138

789,508

1285.1%

469,301,723

413,814,522

13.4%

GROUP OPERATING EXPENSES

Operating expenses increased by 13.4% to MAD 469 million in 2017. Despite a strong development in activity, the Group is
continuing to optimise the management of its general resources as a means to improving its operational efficiency. The Group
achieved an improvement in its operating margin by 1.35 percentage points in 2017, whilst reinforcing its efforts dedicated to
R&D, with MAD 53.4 million (+43%) recorded as expenses for the year.
Human Resources
The overall cost of human resources went up by 18.2%, driven by a 21% increase in the Group’s workforce, an average wage
increase of 6%, and an increase in variable remuneration linked to the improvement of the Group’s performance.
DIVISION
Solutions

1 January 2017

Entrants

Exits

Movements

31 December 2017

243

65

-20

3

291

Processing

19

21

-

-1

39

Services

68

30

-23

-2

73

Central Roles

41

7

-2

-

46

371

123

-45

-

449

NUMBER OF GROUP EMPLOYEES

The Group’s workforce grew by 21% overall, in line with the development of all activities.
In terms of solutions-related activity, the number of employees increased by 20%, mainly in the following areas:
• In Europe and the Americas (+16%)
The Group has strengthened its teams in Europe and the Americas and boosted its outsourcing operations, in order to
respond to the strong development in 2017 within this region, and to also support the development of the Group over the
coming years.
• Support teams (+27%)
Support teams have been strengthened to absorb the arrival of new clients benefiting from maintenance operations.
• Product teams (+32%).
The Group strengthened its product teams in order to further internalise its R&D teams, so as to capitalise on the stability of
resources and respond to the major projects planned over the years to come.
• The number of employees in central roles grew by 12% overall in order to support the development of all activities.
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Variable remuneration, calculated based on individual performance and the Group’s overall performance, grew by 45% in
relation to 2016. This progress is evidence of the success of our strategy that places performance at the heart of our human
resources management, and of the motivational tools implemented to achieve our strategic objectives.
Consumables purchased
Consumables purchased mainly consist of solutions- and services-oriented outsourcing costs. Due to our growth in activity and
the strengthening of our research and development efforts, outsourcing costs grew by 11%.
CATEGORY

2017

2016

Difference

Services

50,693,164

46,819,045

8%

Solutions (Products)

4,591,709

3,272,898

40%

Solutions (Projects)

4,787,109

5,134,250

-7%

Other outsourcing

2,077,831

727,030

186%

62,149,812

55,953,222

11%

OUTSOURCING TOTAL

Solutions
The outsourcing of solutions-oriented activity increased overall by 10.8% in 2017, rising from MAD 8.4 million in 2016 to 9.3
million in 2017. This increase can be explained by:
• The strengthening of project teams by way of subcontracted resources, in order to cope with the strong increase in activity,
particularly in Europe and the Americas.
• An increase in the outsourcing of product-oriented activity, in order to maintain the Group’s research and development
efforts and its innovation strategy (+40%).
Services
Subcontracting costs rose slightly (+8%) to MAD 50.6 million. The strengthening of our subcontracting activity is part of our
strategy of ensuring flexibility within an economic context that is still fragile.
The remaining costs are related to general purchases (water, electricity, office supplies, etc.). In 2017, the increase in other
consumables purchased (+30.4%) is accounted for by the fees paid to the Centre Monétique Interbancaire for hosting the
PowerCARD platform for the processing of switching activity, recorded across all 12 moths of the year, in comparison to just 6
months for the 2016 financial year.
External Expenses
External expenses mainly include business expenses, fees and related expenses, and general overhead costs (rental expenses,
telecommunication expenses, insurance costs, billable charges, etc.).
Sales expenses
CATEGORY

2017

2016

Difference

Travel expenses

20,483,332

15,606,067

31%

Communication

2,306,588

1,816,676

27%

Trade fairs and exhibitions

2,504,062

2,929,372

-15%

Users Meeting

3,765,719

2,665,393

41%

Social events

3,303,883

1,852,133

78%

Sales commissions

1,769,897

5,463,561

-68%

34,133,481

30,333,201

13%

TOTAL SALES EXPENSES

Increases in sales and marketing expenses (+13%) were mainly due to strong commercial activity in 2017.
This resulted in a significant increase in commercial travel expenses (+31%) and significant Users Meeting expenses, up 41% in
relation to 2016.
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Other external expenses
CATEGORY

2017

2016

Difference

13,707,097

10,462,310

31%

1,948,837

1,217,566

60%

1,751,511

1,104,714

59%

2,420,419

2,302,517

5%

23,604,290

13,067,626

81%

Training and documentation

4,270,706

2,792,524

53%

Telecommunication expenses

5,268,053

4,224,166

25%

Other external expenses

4,286,715

2,176,278

97%

TOTAL OTHER EXPENSES

57,257,629

37,347,701

53%

Lease and rental costs
Maintenance and repairs
Maintenance
Insurance premiums
Fees

Other external expenses rose sharply (+53%), due to:
• Increase in rental costs (+31%) due to the rental of new premises to accommodate the solutions teams, as well as rental to
accommodate processing activities for the full 12 months of 2017, as opposed to just 6 months in 2016.
• Increase in fees (+ MAD 10.6 million) mainly due to:
- fees related to the termination of the entity HPS AMERICAS (MAD 2.5 million)
- fees related to the strategic analysis conducted to put together the Group’s strategy for 2025 (MAD 2.5 million)
- fees related to the strengthening of our external consultant teams for the Group’s commercial development (+ MAD 2.5
million)
- other fees related to the Group’s activity, amounting to MAD 2.5 million.
• The increase in training costs (+53%) related to the increase in staff numbers and the strengthening of our efforts to provide
our employees with appropriate training, including the development of their technical, managerial and personal skills.
Investment in training rose to 2.1% of the Group’s payroll in 2017, compared to 1.35 % in 2016.
All other external expenses remained fairly low, despite the Group's strong growth in activity and workforce.
Taxes
Taxes fell by 46%, primarily due to exceptional taxes linked to registration fees payable upon the creation of the company HPS
Switch, and registration fees payable upon the acquisition of Centre Monétique Interbancaire’s business by HPS Switch, which
were recognised in 2016.
Depreciation and Amortisation
Depreciation and amortisation expenses fell by 25% in 2017 due to the Group’s implementation of new impairment rules
for current assets. The Group decided to apply the same method of systematic and statistical depreciation applied to trade
receivables to in-progress project inventories.
• Project inventories that have not changed over a period of 1 to 2 years will be depreciated by 50%.
• Project inventories that have not changed over a period of more than 2 years will be depreciated by 100%.
2016 therefore recorded an unusually high depreciation and amortisation total.
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CASH FLOW
CASH FLOW STATEMENT
Net income

2017

2016

71,054,972

59,191,011

9,395,678

7,654,353

-814,721

-563,826

-

-511,865

- Other net non-cash income (expense)

4,244,602

3,298,523

Net share in earnings from equity affiliates of dividends received

-6,376,389

-3,544,141

77,504,141

65,524,055

-

-

8,456,507

11,738,570

85,960,648

77,262,625

-18,098,336

-86,636,574

270,000

511,865

Disposal of investments in companies accounted for by the equity method

-

-

Net consolidated company acquisition

-

-

-17,828,336

-86,124,708

-24,625,965

-17,589,975

-

-

-62,506

-3,538,391

-13,468,186

51,444,682

-38,156,658

30,316,316

2,281,151

-730,423

32,256,806

20,723,810

Cash and cash equivalents at beginning of year

63,854,214

43,130,403

Cash and cash equivalents at end of year

96,111,020

63,854,214

Elimination of non-operational or non-cash net income and expenses
- Depreciation and amortisation
- Differed tax changes
- Gains or losses on sale

Self-financing capacity of consolidated companies
Dividends received from equity affiliates
Change in activity-related working capital needs
Net cash flow provided by operating activities
Acquisition of tangible and intangible fixed assets
Disposals of fixed assets net of tax

Cash flows from investing activities
Dividends paid to shareholders of parent company
Capital increase in cash
Other
Changes in borrowings
Cash flows from financial operations
Conversion adjustments
Increase (decrease) in cash flow

Continuous improvements to our operational processes in terms of development, project delivery and client relationship
management has enabled us to significantly improve our working capital requirement. These achievements enabled us to
generate an operating cash flow of MAD 85.9 million and a net cash flow of MAD 32.2 million in 2017.
The main cash flows in 2017 are primarily related to investment flows and financing flows:
• The payment of dividends amounting to MAD 24.6 million
• The repayment of a medium-term debt amounting to MAD 13.4 million
• Acquisition of capital assets for the processing platform, amounting to MAD 14 million
• The acquisition of the business of ABC for MAD 3.3 million.

70 2017 ANNUAL REPORT

SUBSIDIARIES AND AFFILIATES
HPS’ development strategy is based in part on the creation of new subsidiaries, the acquisition of strategic targets and the
establishment of joint ventures. Founded more than 20 years ago, HPS created HPS Europe in 2008 to develop its business in
Europe and the Americas.
HPS reinforced its European presence following the acquisition of acpqualife in 2010, whose teams contribute to the
integration of projects across the region and the Group’s research and development operations.
In 2016, HPS created HPS Switch to take over the management of switching and clearing operations in Morocco.
In 2017, HPS created Hightech Payment Systems Singapore to support is business development in Asia.
And finally, HPS is now developing a processing-oriented offer by establishing dedicated regional joint ventures with leading
local partners. GPS was established in 2004 to serve the Middle East region, while ICPS was established in 2007 to serve the
Indian Ocean region.

HPS EUROPE
Amounts in euros
EUR 1 = MAD 10.8979 as of 31 December 2017

Financial Statements
AMOUNTS IN EUROS

2017

2016

DIFFERENCE

1,202,650

1,041,636

15.46%

1,202,622

1,041,095

15.52%

28

541

-94.44%

-1,181,118

-1,009,077

17.05%

Consumables purchased

-721,949

-489,154

47.59%

External expenses

-201,887

-266,296

-24.19%

Staff expenses

-250,189

-235,258

6.35%

-1

-300

-100%

-6,614

-12,369

-46.53%

-478

-5,700

-92%

21,532

32,559

-33.87%

-450

11,721

-104%

21,082

44,280

-52.39%

Income tax

-10,103

-18,063

-44.07%

NET INCOME

10,979

26,217

-58.12%

OPERATING REVENUE
Turnover
Other operating revenues
OPERATING EXPENSES

Other operating expenses
Taxes
Operating provisions
OPERATING INCOME
Non-recurring revenues and expenses
INCOME BEFORE TAX

HPS Europe is a limited company under French law, with a capital of EUR 300,000, created in December 2008 by HPS. The
relationship between HPS and its subsidiary HPS Europe is governed by a distribution agreement, under which HPS Europe
acts as a distributor of HPS solutions and services in all European and American markets. The role of HPS Europe is therefore
to identify new potential clients, and to promote and sell HPS solutions and services. HPS Europe’s revenue consists of
commissions on sales contracted as well as related maintenance fees. HPS Europe also manages the development of HPS
Group’s network of partners and thus manages all activities related to indirect sales.
Review of accounts and results
During the year ending 31 December 2017, turnover amounted to €1,202,622 compared to €1,041,095 in the previous year,
representing an increase of 15.5%. Total operating revenue amounted to €1,202,650 compared to €1,041,636 for the previous
year (+15.46%).
HPS Europe reduced its participation in trade shows in relation to 2015. The costs were re-invoiced to the HPS S.A. parent
company and this reduction consequently reduced turnover.
Operating expenses amounted to €1,181,118 compared to €1,009,077 for the previous year (+17.05%). This increase is mainly due
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to the increase in HPS S.A. re-invoicing transactions related to turnover.
Operating income for the year was €21,532 compared to €32,559 for the previous year (-33.87%).
After taking the following into account:
•
an exceptional income of -€450 compared to €11,721 for the previous financial year
•
a corporate tax expense of €10,103 compared to €18,063 for the previous year,
the profit for the year amounted to €10,979 compared to €26,127 for the previous year (-58.12%).
Significant events since the year-end
As of 31 December 2016, the year-end, no significant events are to be declared.
Research & development activities
HPS Europe promotes and sells PowerCARD solutions. No research and development activities are carried out by the company.
Foreseeable developments and future prospects
HPS Europe will continue to promote the Group and its products in the European and American markets. HPS Europe will also
continue to develop global business partnerships for the global development of the Group.
The Group expects activity in 2018 to remain stable compared to 2017.

ACPQUALIFE
Amounts in euros
EUR 1 = MAD 10.8979 as of 31 December 2017

Financial Statements
CATEGORY

2017

2016

DIFFERENCE

13,487,542

13,060,281

3.27%

3,238,397

2,714,844

19.28%

10,167,852

10,297,449

-1.26%

81,293

47,988

69.40%

-13,329,660

-12,655,870

5.32%

-4,710,546

-4,471,976

5.33%

-1,411,622

-1,271,568

11.01%

-6,772,539

-6,460,426

4.83%

-

-

NA

Taxes

-247,863

-244,628

1.32%

Operating provisions

-187,090

-207,272

-9.74%

157,883

404,411

-60.96%

4,687

4,471

4.83%

237,657

-303,999

-178.18%

400,227

104,883

281.59%

149,626

662,684

-77.42%

549,853

767,567

-28.36%

OPERATING REVENUE
Electronic payment revenue
Service-related revenue
Other operating revenues
OPERATING EXPENSES
Consumables purchased
External expenses
Staff expenses
Other operating expenses

OPERATING INCOME
Financial revenue and expenses
Non-recurring revenues and expenses
INCOME BEFORE TAX
Income taxes
NET INCOME

Acpqualife is organised around two lines of business:
• IT service activity on the French market in testing, project management support (AMOA) and IT engineering. IT services
represent more than 75% of the company’s activity.
• Electronic banking activity on behalf of the HPS group and its international clients, with research and development activities
as well as integration and consulting activities in marketing and management.
• Management and steering are handled by the general management departments of the two divisions. The administrative
functions are supervised by the HPS Group and are shared between the two lines of business.
In 2017, IT services saw the same level of activity as in 2016.
The first quarter of 2017 fell below expectations with a slower market, primarily due to the presidential elections. However, the IT
service market saw a recovery in the third and fourth quarters.
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Despite this economic environment, acpqualife maintained its strategy to broaden its commercial network with the creation
of acpqualife Switzerland, a subsidiary fully owned by acpqualife, with the objective of developing activity across Swiss territory
in the short term and across the European market in the long term. 2017 was also a year for consolidating the positioning of
acpqualife with major groups in France, renewing important contracts and being added to the supplier lists of major clients.
Within the framework of the Group's strategy to diversify its sources of revenue, 2017 also saw the acquisition of Refertest, a test
automation and industrialisation tool. An initial sale has been confirmed and a sales strategy has been implemented to deploy
Refertest with existing clients.
Electronic payment activity was in line with objectives, with acpqualife continuing to implement its R&D and innovation policy
in relation to PowerCARD and the electronic payment industry.
Review of accounts and results
During the year ending 31 December 2017, total operating revenue amounted to €13,487,542 compared to €13,060,281 in the
previous year, representing an increase of 3.27%.
The amount of other purchases and external expenses amounted to €6,122,168 compared with €5,743,544 for the previous year
(+6.6%). The amount of taxes and duties amounted to €247,863 compared to €244,628 for the previous year (+1.32%).
Staff expenses amounted to €6,772,539 compared to €6,460,426 for the previous year (+4.83%).
Staff costs have been deducted from proceeds of €129,692 corresponding to the CICE (tax credit for employment
competitiveness). The company has not requested any pre-financing under this facility. The CICE total for 2016 was €105,008.
The average number of employees at the end of the financial year was 89, compared to 83 at the end of the previous financial
year.
Depreciation and other allowances amounted to €187,090 compared to €207,272 for the previous year.
Operating expenses amounted to €13,329,660 compared to €12,655,870 for the previous year (+5.3%).
Operating income for the year was €157,883 compared to €404,411 for the previous year (-60.9%).
Given a financial income of €4,687 compared to €4,471 for the previous year, income from ordinary activities before tax came to
€154,070 compared to €408,883 for the previous year (-62.3%).
After taking the following into account:
• Extraordinary income of €237,657 versus -€303,999 for the previous year.
• Anegative charge of corporate tax of -€149,626 against -€662,684 for the previous financial year.
The profit for the year amounted to €585,992 compared to €767,567 for the previous year (-23.66%).
The exceptional income of €237,657 is composed primarily of the reversal of the allowance set up in 2016 of €250,257 following
the outcome of the auditing of accounts conducted in 2016 relating to the research tax credit for the years 2012, 2013 and 2014.
The adjustment proposal was partially abandoned by the tax administration following the favourable assessment conducted by
the scientific commission on the research tax credit elements presented by acpqualife.
The negative tax charge consists of the research tax credit of €167,021 minus the corporate tax for the year.
As of 31 December 2017, the company’s balance sheet total amounted to €8,641,745, compared to €8,315,114 for the previous
year (+3.9%).
Significant events since the year-end
As of 31 December 2016, the year-end, no significant events are to be declared.
Research & development activities
Development expenses incurred and capitalised during the year amounted to €68,463.
These expenditures have been recorded as fixed assets, understood as costs relating to clearly identifiable projects with a high
probability of commercial profitability.
The total for development costs recorded under fixed assets on the balance sheet amounts to €1,778,995.
Depreciation for the year amounted to €112,369.
Foreseeable developments and future prospects
For the 2018 financial year, we plan to continue our strategy of developing our IT service activity, with a view to entering the
European market. We will also continue to develop commercial partnerships in the northern regions of France (Lille and the
Paris region), and to develop our activity in Switzerland.
In terms of the electronic payment sector, we will continue to implement our innovation and R&D policy, boosting our
investments into research and development. 2018 should also see a strengthening in implementation teams for PowerCARD
projects, mainly in Europe and America.
For the 2018 financial year, we expect an average increase in total activity of around 10%.
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HPS SWITCH
Financial Statements
AMOUNTS IN MAD
OPERATING REVENUE
Turnover
Other operating revenues
OPERATING EXPENSES
Consumables purchased
External expenses
Staff expenses
Other operating expenses
Taxes
Operating provisions
OPERATING INCOME
Non-recurring revenues and expenses

2017

2016

DIFFERENCE

49,455,262

26,425,778

87.1%

49,455,262

26,425,778

87.1%

-

-

NA

29,510,885

-18,361,347

-260.7%

-23,678,680

-9,967,419

-337.6%

-4,869,397

-2,659,134

-283.1%

-469,787

-283,789

-265.5%

-290,000

-

NA

-

-5,451,005

-100%

-203,021

-

NA

19,944,377

8,064,431

147.3%

-290,249

-101,189

186.8%

19,654,128

7,963,242

146.8%

Income tax

-6,092,780

-2,468,605

146.8%

NET INCOME

13,561,348

5,494,634

146.8%

INCOME BEFORE TAX

HPS Switch is a public limited company (Société Anonyme)
under Moroccan law with a capital of MAD 65,000,000,
created in February 2016 by HPS. The role of HPS Switch is
to:
• manage the interconnection of all operators approved
by the Central Bank of Morocco (issuers, acquirers and
payment service operators)
• process authorisations of interoperable electronic payment
transactions (merchant payments, e-commerce and ATM
withdrawals)
• clear electronic payment transactions
• manage interfaces with international networks.
The relationship between HPS and its subsidiary HPS Switch
is governed by two contracts:
• a PowerCARD licence agreement specifying the conditions
of use of the PowerCARD platform
• a service contract specifying the conditions for the provision
of resources for employees of HPS S.A who operate on
behalf of HPS Switch and vice versa for employees of HPS
Switch who operate on behalf of HPS S.A.
Review of accounts and results
During the year ending 31 December 2017, HPS Switch’s
turnover amounted to MAD 49,455,261. During this period,
HPS Switch processed more than 93 million transactions,
all types of operations included. Overall national activity in
2017 was 18% higher than in 2016 (in terms of the number of
transactions carried out ).
Operating expenses amounted to MAD 29,510,885, consisting
mainly of service purchases and external expenses.
Consumables purchased amounted to MAD 23.6 million and
are related to:
• the cost of HPS SA’s resources, having worked on behalf of
HPS Switch during the 2017 financial year
• the cost of the CMI platform which is currently operated by
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HPS Switch to manage all switching activity. This expense is
only temporary since the CMI platform will be discontinued
during 2018 in order to migrate towards the new HPS
Switch platform.
No dues and taxes were recorded for 2017, whilst such
charges amounted to MAD 5.4 million at the end of 2016,
corresponding to the registration fees paid for the formation
of the company as well as for the acquisition of goodwill.
External expenses amounted to MAD 4.8 million and consist
mainly of rental expenses incurred by the HPS Switch head
office and the leasing expenses for the new platform and
telecommunication charges.
After taking the following into account:
• financial income of MAD -290,249 and
• a corporate income tax expense of MAD 6,092,780,
net profit amounts to MAD 13,561,348 for the 2017 financial
year.
Significant events since the year-end
As of 31 December 2016, the year-end, no significant events
are to be declared.
Research & development activities
No research and development activities have been conducted
by the company.
Foreseeable developments and future prospects
HPS Switch plans to finish building the switch before the end
of the first quarter of 2018, in order to interconnect all banks
and establishments authorised by Bank Al-Maghrib.
Furthermore, HPS Switch will implement a new mobile
switch before the end of the first quarter of 2018, in order to
facilitate the effective interoperability of the new national
mobile payment system.

GLOBAL PAYMENT SERVICES (GPS)
Amounts in BHD thousands
BHD 1 = MAD 25.626 as of 31 December 2017

Financial Statements
CATEGORY

2017

OPERATING REVENUE
Processing revenue
Setup fees
Interest revenue
OPERATING EXPENSES

2016

Difference

3,331

2,739

22%

3,035

2,506

21%

261

215

21%

15

18

-17%

-2,101

-1,926

9%

Staff expenses

-820

-772

6%

Other operating expenses

-1,124

-979

15%

-157

-175

-10%

1,210

813

49%

Operating provisions
OPERATING INCOME
Income tax

-

-

NA

NET INCOME

1,210

813

49%

HPS holds 25% of the share capital of Global Payment
Services (GPS). GPS is a limited liability company, based in
Bahrain. Established in 2004, GPS began its commercial
activities in October 2006. Its activities consist of providing
electronic solutions as a SaaS model, as well as customising
payment cards for the Middle East region.

2017 revenue rose to BHD 3,331,000 (MAD 85 million), an
increase of 22% in relation to 2016.

At the end of 2017, the accounts audited by Ernst &
Young showed a profit of BHD 1,210,000 (MAD 31 million),
representing an increase of 49%.

The result is an improvement in the operating margin, rising
from from 30% in 2016 to 36% in 2017.

This increase is notably due to the growth in processing
revenue, thanks to the acquisition of new clients on the GPS
platform, generating a rise in the volume of processed cards.

INTERNATIONAL CARD PROCESSING SERVICES (ICPS)
Amounts in MUR thousands
MUR 100 = MAD 28.809 as of 31 December 2017

Financial Statements
CATEGORY

2017

2016

OPERATING REVENUE

257,480

247,835

-3.9%

OPERATING EXPENSES

-237,364

-224,149

-5.9%

20,116

23,686

-15.1%

OPERATING INCOME

DIFFERENCE

Financial expenses and income

-

-

NA

Non-recurring revenues and expenses

-

-

NA

INCOME BEFORE TAX

20,116

23,686

-15.1%

Income tax

-3,087

-3,373

-8.5%

NET INCOME

17,029

20,313

-16.2%

In order to further develop its processing offering, HPS created
ICPS in partnership with Mauritius Commercial Bank (MCB)
in 2008, of which HPS holds 20% of the capital. ICPS’ mission
is to be a major player in the processing sector for the Indian
Ocean region. The company offers a set of services, covering
the whole electronic payment chain, as an SaaS model. ICPS
has also set up a card personalisation centre.
The operational start-up of ICPS took place in the 2009
financial year. Today, the platform operates in more than
a dozen countries throughout Africa and processes the
operations for more than fifteen clients.

million, equivalent to MAD 74 million.
Conversely, operating expenses rose by almost 6%. As a result,
operating income dropped by 15.1% to MUR 20.1 million (MAD
5.8 million), and net income dropped by 16.2% to MUR 17
million (MAD 4.9 million).
The operating margin dropped from from 9.6% in 2016 to
7.8% in 2017.

During the year 2017, revenue grew by nearly 3.9% to MUR 257
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PROSPECTS
Current developments affecting the payment industry, such as technological and regulatory developments, changes in
purchasing trends, and the spread of mobile operations, are a catalyst for all players in their development and proposal of
innovative solutions with high added value.
With more than 20 years of experience, the HPS Group continues to deploy its strategy aimed at consolidating its positioning
among the world’s industry leaders, and the Group expects to continue to enjoy the success and performance achieved over
these years in 2018.
The electronic payment industry is continuing to evolve at a steady pace, driven by major developments affecting the sector:
• Consumer expectations and behaviour
Consumer lifestyle, influenced by the emergence of new technologies, has raised expectations relating to the way in which
they are able to interact with both financial institutions and merchants.
• Technology
New technologies play a fundamental role in the changes we see within the payment environment and in greater customer
engagement.
• Regulations
Financial institutions and payment operators have to respond to regulatory developments that have the potential to create
new subcontracting opportunities for payment service providers, and to increase the demand for services with higher added
value, in order to create new business opportunities.
• New stakeholders
New FinTechs, mobile operators and the Big Four now form part of the payment ecosystem and threaten to replace existing
players.
Although these changes represent significant challenges, they also represent genuine opportunities for us, thanks to the
functional wealth of our solutions and their exceptional flexibility and adaptability. To seize these opportunities, we will
continue to deploy our development strategy, which is based on:
• strengthening our R&D investments to increase our innovation capacity and consolidate PowerCARD’s positioning as one of
the industry’s leading payment solutions
• continuing to deploy our operational structures worldwide to reinforce our operational excellence in terms of responsiveness,
quality and flexibility
• continuing to diversify as a company, in order to ensure sustainable growth of the Group, based on the reinforcement of
recurring revenues
• continuing to evolve our structures and processes to ensure that they are capable of managing all activities within the
Group’s vision and strategy.
In order to bring fresh impetus to the Group’s developments, we have initiated the HPS 2025 strategy, which involves
progressively accelerating the diversification of the HPS brand. The objective is to capitalise on the Group's experience and
broaden its expertise within the field of payment and associated technologies. This acceleration will allow us to efficiently
respond to all needs within our markets, developing new services with high added value.
Throughout 2018, we will continue to see the development of our processing activities, the regional deployment thereof based
on the consolidation of our traditional markets and on a proactive approach to progressive implantation across growth markets,
and the strengthening of our strategic diversification initiatives. This will allow us to continue reinforcing our earning power and
will establish the foundations for future growth, with the aim of achieving operational margins of more than 20% in 2020.
We will also continue to develop strategic partnerships and alliances that allow us to expand our offer or give us access to new
markets.
Finally, we will also remain attentive to the emergence of new opportunities for external growth that could be integrated into
our operational environment, falling within our development strategy.
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POST-CLOSING EVENTS
None
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STATEMENT OF ASSETS
CATEGORY
NON-MONETARY INTANGIBLE ASSETS

GROSS

DEPRECIATION AND
PROVISIONS

Net on 31/12/2017

Net on 31/12/2016

-

-

-

-

Preliminary costs

-

-

-

-

Expenses spread over several years

-

-

-

-

Bond redemption premiums

-

-

-

-

27,517,773

19,578,832

7,938,941

1,280,692

13,560,538

13,560,538

-

-

-

-

-

-

Goodwill

3,350,000

-

3,350,000

-

Other intangible assets

10,607,235

6,018,294

4,588,941

1,280,692

INTANGIBLE ASSETS
Research and development assets
Patents and trademarks, and similar rights and assets

Intangible assets in progress

-

-

-

-

26,096,886

18,530,571

7,566,315

5,713,018

Land

-

-

-

-

Construction s and fittings

-

-

-

-

10,149,422

8,009,638

2,139,784

680,163

FIXED ASSETS

Technical facilities, machinery and equipment
Transport equipment

1,671,345

941,878

729,467

1,028,878

13,056,564

9,579,055

3,477,509

2,173,034

-

-

-

-

1,219,554

-

1,219,554

1,830,942

148,248,644

1,200,000

147,048,644

144,124,207

-

-

-

-

738,568

-

738,568

634,528

147,510,076

1,200,000

146,310,076

143,489,679

-

-

-

-

-

-

-

-

Decrease in long term receivables

-

-

-

-

Increase in financial debt

-

-

-

-

201,863,303

39,309,403

162,553,900

151,117,917

Furniture, office equipment and miscellaneous fittings
Other fixed assets
Fixed assets under construction
FINANCIAL ASSETS
Long-term loans
Other financial receivables
Equity securities
Other fixed securities
UNREALISED EXCHANGE LOSS

TOTAL FIXED ASSETS

63,269,540

15,479,036

47,790,504

39,068,768

Goods

-

-

-

-

Equipment and supplies, consumables

-

-

-

-

63,269,540

15,479,036

47,790,504

39,068,768

Intermediate and residual products

-

-

-

-

Finished products

-

-

-

-

526,423,517

49,301,691

477,121,826

429,821,831

INVENTORIES

Products in progress

OTHER RECEIVALES RELATED TO CURRENT ASSETS
Trade payables, advances and downpayments
Accounts receivable
Staff

511,117

140,000

371,117

60,000

500,201,769

49,161,691

451,040,078

410,077,209

1,541,512

-

1,541,512

1,319,435

13,577,486

-

13,577,486

12,314,651

Partner accounts

-

-

-

-

Other receivables

3,919,284

-

3,919,284

3,919,284

Prepaid charges and accrued income

6,672,350

-

6,672,350

2,131,254

-

-

-

-

1,206,616

-

1,206,616

731,703

590,899,673

64,780,727

526,118,946

469,622,303

41,792,666

-

41,792,666

41,871,550

-

-

-

-

41,739,979

-

41,739,979

41,787,682

52,687

-

52,687

83,868

834,555,642

104,090,130

730,465,511

662,611,770

State and other receivables

MARKETABLE SECURITIES
UNREALISED EXCHANGE LOSS
TOTAL CURRENT ASSETS
CASH FLOW
Uncleared cheques
Bank deposits, cash and post office deposits
Cash accounting, imprest accounting, letters of credit
TOTAL ASSETS
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STATEMENT OF LIABILITIES
CATEGORY

EQUITY
Share capital
Issue, merger, contribution premium
REVALUATION RESERVE
Legal reserve
Other reserves

31/12/2017

31/12/2016

256,301,042

228,523,716

70,359,900

70,359,900

31,623,410

31,623,410

-

-

7,035,990

7,035,990

-

-

94,878,451

72,975,765

-

-

52,403,290

46,528,651

-

-

Investment subsidy

-

-

Regulated provisions

-

-

57,500,000

67,500,000

-

-

57,500,000

67,500,000

-

-

Provisions for risks

-

-

Provisions for charges

-

-

-

-

Increase in long term receivables

-

-

Decrease in financial debt

-

-

TOTAL PERMANENT LIABILITIES

313,801,042

296,023,716

CURRENT LIABILITIES

410,553,483

353,863,766

61,453,916

45,950,104

1,403,356

4,274,877

41,425,520

31,018,704

Social organisations

7,277,069

5,469,139

Government

7,618,306

14,561,041

-

-

Retained earnings
Net income pending allocation
Net result
CAPITAL AND RESERVES, LOANS AND SIMILAR LIABILITIES

FINANCING LIABILITIES
Bond loans
Other financing liabilities
LONG-TERM PROVISIONS FOR RISKS AND CHARGES

UNREALISED EXCHANGE GAIN

Suppliers and related accounts
Trade receivables, advances and down payments
Staff

Partner accounts
Other receivables

80,250

420,971

291,295,067

252,168,930

4,928,658

11,144,169

1,182,329

1,580,118

416,664,470

366,588,054

-

-

Discount credits

-

-

Liquidity credits

-

-

Bank loans and overdrafts

-

-

730,465,511

662,611,770

Accrued charges and deferred income
OTHER PROVISIONS FOR RISKS AND CHARGES (G)
UNREALISED EXCHANGE GAIN (H)
TOTAL CURRENT LIABILITIES
CASH LIABILITIES

TOTAL LIABILITIES
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REVENUE AND EXPENSES STATEMENT
CATEGORY

31/12/2017

31/12/2016

OPERATING REVENUE

417,137,589

Sales of goods (as is)

15,843,852

13,791,618

Sales of goods and services

377,628,250

315,402,709

Turnover

393,472,102

329,194,327

8,721,736

15,532,157

Changes in product inventories
Fixed assets produced by the company for its own use
Operating subsidies
Other operating revenues
Operating reversals and transfers of costs
OPERATING EXPENSES
Goods purchased for resale

350,826,303

-

-

2,119,956

1,901,483

-

-

12,823,794

4,198,336

344,527,711

290,696,679

12,543,539

11,071,147

Cost of supplies and consumable materials

50,373,709

42,465,229

Other external expenses

91,252,230

70,137,057

4,011,278

4,282,281

167,342,259

135,202,600

Taxes
Staff expenses
Other operating expenses
Operating provisions
OPERATING INCOME

FINANCIAL REVENUE

3,010,598

2,881,747

15,994,097

24,656,619

72,609,878

60,129,624

8,386,843

8,709,843

Equity investments and other equity securities

2,514,684

2,417,719

Exchange rate gains

4,905,272

4,801,198

Interests and other financial products

235,184

327,996

Provision write-backs: transfer of charges

731,703

1,162,930

FINANCIAL EXPENSES

13,783,346

6,926,572

Interest expenditure

3,248,507

2,129,105

9,175,151

3,926,861

153,071

138,903

1,206,616

731,703

FINANCIAL INCOME

-5,396,502

1,783,271

INCOME FROM ORDINARY ACTIVITIES

67,213,375

61,912,895

Exchange rate loss
Other financial expenses
Financial provisions

EXTRAORDINARY REVENUE
Proceeds from sale of fixed assets
Balancing subsidies
Write-backs of investment subsidies
Other extraordinary revenues
Extraordinary write-backs of expense transfers
EXTRAORDINARY EXPENSES
Net value before depreciation of fixed assets disposed of
Granted subsidies
Other extraordinary expenses
Extraordinary charges to depreciation, amortisation and provisions
INCOME FROM EXTRAORDINARY ACTIVITIES
INCOME BEFORE TAX
Income tax
NET INCOME
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293,195

2,362,555

270,000

418,176

-

-

-

-

23,195

1,944,379

-

-

3,723,747

2,573,058

147,217

-

-

-

3,576,529

56,558

-

2,516,500

-3,430,551

-210,503

63,782,824

61,702,392

11,379,534

15,173,741

52,403,290

46,528,651

BALANCE MANAGEMENT SHEET
CATEGORY
SALES AS IS GROSS MARGIN
Sales of goods (as is)
Goods purchased for resale
REVENUE DURING FINANCIAL YEAR
Sales of goods and services
Changes in inventories

31/12/2017

31/12/2016

3,300,313

2,720,471

15,843,852

13,791,618

12,543,539

11,071,147

386,349,985

330,934,866

377,628,250

315,402,709

8,721,736

15,532,157

Fixed assets produced by the company for its own use

-

-

141,625,939

112,602,286

Cost of supplies and consumable materials

50,373,709

42,465,229

Other external expenses

91,252,230

70,137,057

VALUE ADDED (I+II-III)

248,024,359

221,053,051

Operating subsidies

2,119,956

1,901,483

Taxes

4,011,278

4,282,281

167,342,259

135,202,600

78,790,778

83,469,653

CONSUMPTION DURING FINANCIAL YEAR

Staff expenses
GROSS OPERATING SURPLUS
Other operating revenues

-

-

Other operating expenses

3,010,598

2,881,747

Operating reversals and transfers of costs

12,823,794

4,198,336

Operating provisions

15,994,097

24,656,619

OPERATING INCOME (+ or -)

72,609,878

60,129,624

FINANCIAL INCOME

-5,396,502

1,783,271

INCOME FROM ORDINARY ACTIVITIES

67,213,375

61,912,895

INCOME FROM EXTRAORDINARY ACTIVITIES (+ or -)

-3,430,551

-210,503

11,379,534

15,173,741

52,403,290

46,528,651

CATEGORY

31/12/2017

31/12/2016

Net income

52,403,290

46,528,651

52,403,290

46,528,651

2,653,205

2,147,840

Financial provisions

-

-

Extraordinary provisions

-

-

Operating reversals

-

-

Financial write-backs

-

-

Income taxes
NET INCOME

SELF-FINANCING CAPACITY - CASH FROM OPERATIONS

Earnings +
Loss Operating provisions

Extraordinary write-backs
Proceeds from sale of fixed assets
Value before depreciation of fixed assets disposed of (withdrawal)
SELF-FINANCING CAPACITY - CASH FROM OPERATIONS
Profit distribution
CASH FROM OPERATIONS

-

-

270,000

418,176

147,217

-

54,933,712

48,258,315

24,625,965

17,589,975

30,307,747

30,668,340

2017 ANNUAL REPORT

85

YEAR CASH FLOW STATEMENT
CONDENSED BALANCE SHEET

31/12/2017

31/12/2016

Permanent financing

313,801,042

296,023,716

-

17,777,325

Fixed Assets

162,553,900

151,117,917

11,435,983

-

151,247,142

144,905,799

-

6,341,343

Current Assets

526,118,946

469,622,303

56,496,643

-

Current Liabilities

416,664,470

366,588,054

-

50,076,416

GLOBAL FUNDING REQUIREMENT

109,454,476

103,034,249

6,420,227

-

NET CASH (ASSETS - LIABILITIES)

41,792,666

41,871,550

-

78,884

OPERATING WORKING CAPITAL

USE

31/12/2017

SOURCE

31/12/2016

USES AND SOURCES OF CASH
USE
CASH FROM OPERATIONS
Self-financing capacity
Profit distribution
PROCEEDS ON FIXED ASSETS

SOURCE

USE

SOURCE

-

30,307,747

-

30,668,340

-

54,933,712

-

48,258,315

24,625,965

-

17,589,975

-

-

278,604

-

418,176

Disposals of intangible assets

-

-

-

-

Disposals of tangible assets

-

270,000

-

418,176

Disposals of financial assets

-

8,604

-

-

Write-backs of long term receivables
INCREASE IN EQUITY & SIMILAR
Capital increase, Contributions
Investment subsidies

-

-

-

-

-

-

-

-

-

-

-

-

-

-

-

-

-

-

-

70,000,000

-

-

-

-

-

30,586,351

-

101,086,516

14,245,009

-

68,759,177

-

7,299,820

-

465,480

-

Acquisitions of tangible assets

4,012,149

-

3,294,397

-

Acquisitions of financial assets

2,829,000

-

64,999,300

-

104,040

-

-

-

-

-

-

-

10,000,000

-

16,113,616

-

-

-

-

-

24,245,009

-

84,872,793

-

6,420,227

-

-

5,396,949

-

78,884

21,610,671

-

30,665,236

30,665,236

106,483,465

106,483,465

INCREASE IN FINANCIAL LIABILITIES
Other financial liabilities
LONG-TERM SOURCES
ACQUISITIONS AND INCREASES IN CAPITAL EXPENDITURES
Acquisitions of intangible assets

Increase in long term receivables
EQUITY REPAYMENT
REPAYMENT OF FINANCIAL LIABILITIES
INTANGIBLE NON-MONETARY USES
LONG-TERM USES
CHANGE IN GLOBAL FINANCING REQUIREMENT
CHANGE IN CASH FLOW
GRAND TOTAL
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EXEMPTIONS
EXEMPTION JUSTIFICATIONS

INFLUENCE OF EXEMPTION ON
ASSETS AND FINANCIAL POSITION

Exemptions to basic accounting principles

NONE

NONE

Exemptions to evaluation methods

NONE

NONE

NONE

NONE

EXEMPTION JUSTIFICATIONS

INFLUENCE OF EXEMPTION ON
ASSETS AND FINANCIAL POSITION

Changes to evaluation methods

NONE

NONE

Changes to rules of presentation

NONE

NONE

CATEGORY

Exemptions to the rules for establishing and
presenting primary financial statements

CHANGES TO METHODS
CATEGORY

TABLE OF PROVISIONS
WRITEBACKS

PROVISIONS
CATEGORY

Provisions on fixed assets

GROSS
AMOUNT AT
YEAR START

OPERATING

1,200,000

FINANCIAL

EXTRAORDINARY

OPERATING

-

-

-

-

Regulated provisions

-

-

-

-

Long-term provisions for
risks and charges

-

-

-

-

GROSS
AMOUNT

FINANCIAL

EXTRAORDINARY AT YEAR END

-

-

1,200,000

SUBTOTAL

1,200,000

-

-

-

-

-

-

1,200,000

Provisions for depreciation
of current assets

57,365,928

12,405,164

-

-

4,990,365

-

-

64,780,727

11,144,169

935,728

1,206,616

-

7,626,152

731,703

-

4,928,658

-

-

-

-

-

-

SUBTOTAL

68,510,097

13,340,892

1,206,616

-

12,616,517

731,703

-

69,709,385

TOTAL

69,710,097

13,340,892

1,206,616

-

12,616,517

731,703

-

70,909,385

Other provisions for risks
and charges

6. Provisions for depreciation
of cash accounts

-
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FIXED ASSETS
GROSS
AMOUNT AT
YEAR START

CATEGORY

NON-MONETARY VALUE INTANGIBLE ASSETS

INCREASE
I

DECREASE

II

III

IV

V

GROSS
AMOUNT AT
YEAR END

VI

-

-

-

-

-

-

-

-

Preliminary costs

-

-

-

-

-

-

-

-

Expenses spread over several years

-

-

-

-

-

-

-

-

Bond redemption premiums

-

-

-

-

-

-

-

-

-

-

-

-

-

27,517,774

-

-

-

-

-

-

13,560,538

INTANGIBLE ASSETS

20,217,954

Research and development assets

7,299,820

13,560,538

Patents, trademarks and rights

-

-

-

-

-

-

-

-

Goodwill

-

3,350,000

-

-

-

-

-

3,350,000

-

-

-

-

-

-

-

-

-

-

-

-

-

666,579

Other intangible Assets

6,657,416

Intangible assets under construction

3,949,820

-

TANGIBLE ASSETS

22,231,956

4,678,728

147,217

10,607,236
26,096,887

Land

-

-

-

-

-

-

-

-

Constructions & construction fittings

-

-

-

-

-

-

-

-

-

-

Technical facilities, machinery and equipment

8,032,613

2,116,809

-

-

Transport equipment

1,657,029

161,534

-

-

147,217

-

-

1,671,345

Furniture, office equipment and fittings

10,711,371

2,345,193

-

-

-

-

-

13,056,564

-

-

-

-

-

-

-

-

-

666,579

Other tangible assets

-

Tangible assets under construction

1,830,942

55,192

10,149,422

1,219,555

(I) ACQUISITION / (II) PROD. BY COMPANY FOR SELF / (III) TRANSFER/ (IV) SALE / (V) WITHDRAWAL / (VI) TRANSFER

TABLE OF EQUITY SECURITIES
CORPORATE
NAME OF
ISSUING
COMPANY

BUSINESS
SECTOR

SHARE
CAPITAL

CAPITAL
SHAREHOLDINGS

GLOBAL
COST
OF

EXCERPT FROM
LAST PRIMARY STATEMENTS

ACQUISITION
NET BOOK
VALUE

CLOSING
DATE

NET
POSITION

NET
PROFIT

PRODUCTS
ENTERED
AS YEARLY
INCOME/EXPENSE

INVOLIA

IT
SERVICES

1,970,000

30%

1,200,000

-

31/12/2012

-406,746

-94,074

HPS SWITCH

IT
SERVICES

65,000,000

100%

64,999,300

64,999,300

31/12/2017

84,055,981

13,561,347

GLOBAL PAYMENT
SYSTEMS

IT
SERVICES

27,013,038

25%

8,104,884

8,104,884

31/12/2017

98,996,418

29,337,660

1,972,205

ICPS

IT
SERVICES

27,571,111

20%

5,514,222

5,514,222

31/12/2017

30,718,029

4,665,070

542,479

HPS EUROPE

IT
SERVICES

3,413,659

100%

3,413,659

3,413,659

31/12/2017

5,451,564

119,637

-

ACPQUALIFE

IT
SERVICES

3,631,107

100%

61,449,011

61,449,011

31/12/2017

62,844,679

6,386,082

-

HPS SINGAPORE

IT
SERVICES

2,829,000

100%

2,829,000

2,829,000

31/12/2017

2,149,563

-719 153

-

283,809,498

53,256,569

TOTAL

88 2017 ANNUAL REPORT

147,510,076

146,310,076

-

2,514,684

PROVIDED OR RECEIVED SECURITY INTERESTS
THIRD PARTY CREDITORS OR DEBTORS

AMOUNT COVERED
UNDER SECURITY

DATE AND PLACE OF
REGISTRATION

CATEGORY

NET ACCOUNTING
VALUE OF SECURITY
AT CLOSING DATE

SUBJECT

Securities provided

NONE

NONE

NONE

NONE

NONE

Securities received

NONE

NONE

NONE

NONE

NONE

RECEIVABLES
OTHER ANALYSES

ANALYSIS BY DUE DATE
CATEGORY

TOTAL

EXPIRED
AND NOT
RECOVERED

GOVERNMENT
AND SECURITY
AMOUNTS
DUE

AMOUNTS
DUE

RELATED
PARTY
AMOUNTS
DUE

AMOUNTS
IN
NOTES

MORE THAN
A YEAR

LESS THAN
A YEAR

738,568

-

-

-

55,279

-

-

-

-

-

-

-

-

-

-

-

738,568

-

-

-

55,279

-

-

-

526,423,517

23,855,850

502,567,668

-

472,368,631

13,577,486

35,173,513

-

511,117

140,000

371,117

-

-

-

-

-

500,201,769

19,796,566

480,405,203

-

466,540,617

-

35,173,513

-

1,541,512

-

1,541,512

-

619,160

-

-

-

13,577,486

-

13,577,486

-

-

13,577,486

-

-

Partner accounts

-

-

-

-

-

-

-

-

Other receivables

3,919,284

3,919,284

-

-

3,919,284

-

-

-

FIXED ASSETS
Long-term loans
Other financial receivables
CURRENT ASSETS
Trade payables, advances
and downpayments
Accounts receivable
Staff
Government

Prepaid charges
and accrued income

6,672,350

-

-

6,672,350

1,289,570

-

-

-

LIABILITIES
ANALYSIS BY DUE DATE

OTHER ANALYSES
GOVERMENT
AND SECURITY RELATED PARAMOUNTS TY AMOUNTS DUE
DUE

AMOUNTS
IN
NOTES

CATEGORY

TOTAL

FINANCING

57,500,000

47,500,000

10,000,000

-

-

-

-

-

-

-

-

-

-

-

-

-

57,500,000

47,500,000

10,000,000

-

-

-

-

-

410,553,483

15,056,475

395,497,008

-

57,172,566

14,895,375

39,798,571

518,256

61,453,916

15,026,798

46,427,118

-

47,846,137

-

39,798,571

518,256

1,403,356

29,677

1,373,679

-

29,677

-

-

-

Bond loans
Other financing liabilities
CURRENT LIABILITIES
Suppliers and related accounts
Trade receivables, advances
and down payments
Staff

MORE THAN
A YEAR

EXPIRED
AND NOT
RECOVERED

LESS THAN
A YEAR

AMOUNTS
DUE

41,425,520

-

41,425,520

-

6,602,248

-

-

-

Government

7,618,306

-

7,618,306

-

-

7,618,306

-

-

Social organisations

7,277,069

-

7,277,069

-

2,694,503

7,277,069

-

-

Partner accounts

-

-

-

-

-

Other receivables

80,250

-

80,250

-

-

-

-

291,295,067

-

291,295,067

-

-

-

-

-

-

-

-

-

-

-

Accrued charges and
deferred income
Other liabilities

-

-

-

2017 ANNUAL REPORT

89

FINANCIAL COMMITTMENTS PROVIDED
CATEGORY

2017

2016

BANK SOHAR SAOG

60,000

60,000

BANK OF GHANA

511,200

511,200

FINANCE AND TREASURY

36,000

36,000

Deposits and guarantees

CENTRAL BANK OF THE U.A.E

697,620

-

BANQUE TUNISIE LIBYENNE

319,150

319,150

SG ALGER

167,055

167,055

BANK MISR

558,096

-

161,372

161,372

POSTE MAROC

14,400

14,400

DOHA BANK

139,524

-

BADR ALGERIE

NIC ASIA BANK

93,016

-

929,628

929,628

POOYA

1,024,065

1,024,065

CAC BANK

1,728,289

1,728,289

569,650

569,650

BANK OF SIERRA LEONE

CO-OPERATIVE CENTRAL BK-CHYPRE
BANK OF ABYSSINA

81,750

81,750

281,466

281,466

ADN

100,000

-

PCA

300,000

-

SNAM

200,115

200,115

SOFAC

50,000

50,000

BANK MISR

POSTE MAROC

35,158

35,158

AL BARID BANK

32,400

32,400

AL BARID BANK

75,600

75,600

AL BARID BANK

10,000

10,000

CRÉDIT AGRICOLE DU MAROC

27,230

27,230

CRÉDIT AGRICOLE DU MAROC

106,566

106,566

CRÉDIT AGRICOLE DU MAROC

107,568

107,568

BANQUE POPULAIRE

37,649

37,649

CRÉDIT AGRICOLE DU MAROC

60,000

60,000

CRÉDIT AGRICOLE DU MAROC

126,950

126,950

CRÉDIT AGRICOLE DU MAROC

25,190

25,190

BARID ALMAGHRIB

40,000

40,000

BARID BANK

70,000

70,000

BARID BANK

83,920

83,920

BARID BANK

6,000

6,000

MINISTÈRE DES AFFAIRES ÉTRANGÈRES

1,843,663

1,843,663

MINISTÈRE DES AFFAIRES ÉTRANGÈRES

942,364

942,364

ANRT

194,990

194,990

100,000

100,000

BANQUE POPULAIRE

12,000

12,000

BANQUE POPULAIRE

2,500

2,500

BANQUE POPULAIRE

60,000

60,000

MINISTÈRE DU TRANSPORT

FONDATION BANQUE POPULAIRE

150,000

150,000

POSTE MAROC

19,000

19,000

POSTE MAROC

56,720

56,720

POSTE MAROC

75,600

75,600

MAROC TELECOM

195,000

195,000

TGR

50,000

50,000

Retirement pensions and similar obligations

-

-

Other commitments provided

-

-

TOTAL
Of which commitments are towards affiliated companies
TOTAL
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12,568,464

10,680,208
-

-

12,568,464

10,680,208

FINANCIAL COMMITMENTS RECEIVED
CATEGORY
Deposits and guarantees

2017
-

2016
-

CFAO TECHNOLOGIES CAMERON

2,423,240

2,423,240

CFAO TECHNOLOGIES CAMERON

969,296

969,296

2,558,476

2,558,476

ASSOCIATED BUSINESS MACHINES (ABM)
Other commitments received
TOTAL

5,951,012

5,951,012

CONTINGENT LIABILITIES
a- Tax declarations under Corporate Tax (IS), Value Added Tax (VAT), or Income Tax (IT) for fiscal years 2014, 2015, 2016 and 2017 are not yet prescribed and could be subject
to tax audits as well as any adjustments;
b- Social declarations under the CNSS could be subject to review and possible adjustments;
c- Note that for the non-prescribed period, the rolls issued for other taxes and duties may also be revised;
d- The non-repatriation of long-term foreign debts may result in contingent liabilities.
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Consolidated
Accounts
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CONSOLIDATED BALANCE SHEET - ASSETS
NET ON
31/12/2017

NET ON
31/12/2016

166,248,848

141,752,369

9,227,279

12,918,191

97,066,161

86,215,842

Tangible fixed assets

28,356,490

16,066,501

Financial fixed assets

1,517,182

1,454,675

30,081,736

25,097,159

655,506,512

590,389,679

47,790,504

39,068,768

447,593,405

432,555,217

Deferred tax assets

2,046,404

1,565,294

Other receivables and accruals

61,965,179

53,346,185

-

-

96,111,020

63,854,214

821,755,360

732,142,048

NET ON
31/12/2017

NET ON
31/12/2016

293,277,381

245,696,306

70,359,900

70,359,900

31,623,410

31,623,410

- Consolidated reserves

120,239,099

84,521,985

- Consolidated income

71,054,972

59,191,011

293,277,381

245,696,306

-

-

Total Shareholders’ Equity

293,277,381

245,696,306

Long-term liabilities

77,858,452

73,593,424

74,695,695

73,593,424

-

-

3,162,757

-

450,619,527

412,852,316

70,971,813

62,559,435

378,481,047

348,659,548

1,166,667

1,633,333

-

-

821,755,360

732,142,048

CATEGORY
Fixed assets
Goodwill
Intangible fixed assets

Equity affiliates
Current assets
Inventory and work-in-process
Accounts receivable

Marketable securities
Cash assets
Total Assets

CONSOLIDATED BALANCE SHEET - LIABILITIES
CATEGORY
Shareholders’ Equity
- Share
- Share premiums

Shareholders’ equity (Group share)
Minority interests

Long-term financial liabilities
Contingent advances
Provisions for risks and charges
Current liabilities
Suppliers and related accounts
Other payables and accruals
Deferred tax liabilities
Cash liabilities
Total Liabilities
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CONSOLIDATED BALANCE SHEET (EXPENSES AND REVENUES)
CATEGORY

31/12/2017

31/12/2016

535,200,351

463,617,133

Changes in inventories

8,721,736

15,532,157

Capitalised production

-

-

15,832,807

6,624,835

559,754,894

485,774,125

-8,004,330

-11,071,147

-76,770,857

-67,753,812

-105,149,688

-80,722,232

-246,555,082

-208,656,572

Other operating expenses

-3,300,609

-2,884,993

Taxes

-6,784,543

-12,513,634

-22,736,614

-30,212,132

-469,301,723

-413,814,522

90,453,171

71,959,603

-9,157,480

-1,562,376

81,295,691

70,397,227

-790,266

-3,372,542

-14,650,613

-10,104,623

65,854,811

56,920,062

8,891,073

5,961,860

-3,690,912

-3,690,912

71,054,972

59,191,011

-

-

71,054,972

59,191,011

84.1

101

TURNOVER

Other operating revenues

OPERATING REVENUE

Goods purchased for resale

Consumables purchased

External expenses

Staff expenses

Operating provisions
OPERATING EXPENSES
OPERATING INCOME
Financial revenue and expenses
PROFIT ON ORDINARY ACTIVITIES FOR CONSOLIDATED COMPANIES
Extraordinary revenues and expenses

Income taxes
NET PROFIT FOR CONSOLIDATED COMPANIES
Share in earnings from equity affiliates

Acquisition adjustment depreciation
CONSOLIDATED NET INCOME
Minority interests
NET PROFIT (GROUP SHARE)
Earnings per share
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CASH FLOW STATEMENT
2017

CATEGORY
Net income

2016

71,054,972

59,191,011

Elimination of non-operational or non-cash net income and expenses
- Depreciation and amortisation

9,395,678

7,654,353

- Differed income taxes

-814,721

-563,826

- Gains or losses on sale

-

-511,865

- Other net non-cash revenue (expense)

4,244,602

3,298,523

Net share in earnings from equity affiliates of dividends received

-6,376,389

-3,544,141

77,504,141

65,524,055

-

-

8,456,507

11,738,570

Consolidated companies’ self-financing capacity
Dividends received from equity affiliates
Change in operational working capital requirement
Net cash flow provided by operating activities
Acquisition of tangible and intangible fixed assets
Disposals of fixed assets net of tax

85,960,648

77,262,625

-18,098,336

-86,636,574

270,000

511,865

Disposal of investments in companies accounted for by the equity method

-

-

Net consolidated company acquisition

-

-

-17,828,336

-86,124,708

-24,625,965

-17,589,975

-62,506

-3,538,391

-13,468,186

51,444,682

-38,156,658

30,316,316

2,281,151

-730,423

Increase (decrease) in cash flow

32,256,806

20,723,810

Cash and cash equivalents at beginning of year

63,854,214

43,130,403

Cash and cash equivalents at end of year

96,111,020

63,854,214

Cash flows from investing activities
Dividends paid to shareholders of parent company
Capital increase in cash
Other
Changes in borrowings
Cash flows from financial operations
Conversion adjustment

STATEMENT OF CHANGES IN EQUITY
CATEGORY

Situation on 31 December 2015

CAPITAL

SHARE PREMIUMS

CONVERSION ADJUSTMENT

70,359,900

31,623,410

-252,557

Distribution of dividends

CONSOLIDATED RETAINED
EARNINGS AND
NET INCOME

TOTAL
GROUP
SHARE

MINORITAIRES

103,039,860

204,770,613

-

-17,589,975

-17,589,975

-

Net income for the year

59,191,011

Exchange rate differences
Other changes
70,359,900

31,623,410

59,191,011

59,191,011

-

-

-

-675,343

-675,343

-

-927,900

Distribution of dividends

144,640,896

245,696,306

-24,625,965

-24,625,965

-

-

Net income for the year

71,054,972

Exchange rate differences
Other changes
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245,696,306
-24,625,965

Capital increase

Situation on 31 December 2017

204,770,613
-17,589,975

Capital increase

Situation on 31 December 2016

TOTAL

1,152,067
70,359,900

31,623,410

224,167

71,054,972

71,054,972

-

-

1,152,067
191,069,904

293,277,381

1,152,067
-

293,277,381

NOTES CONCERNING THE CONSOLIDATED ACCOUNTS
1. Group activity
The HPS Group is primarily involved in the field of electronic
banking: software publishing, consulting, training, auditing
and electronic payment processing for third parties.

As provided for by the circular code of the Moroccan Capital
Market Authority (AMMC), the HPS Group chose to present its
consolidated accounts in accordance with the methodology
of the National Accounting Council (CNC) relating to
consolidated accounts (Notice No. 5).

2. Highlights of the year

Consolidated accounts are prepared using the individual
accounts of the companies included within the scope of
consolidation, after carrying out preliminary homogenisation
and consolidation adjustments.

At the end of 2017, the HPS Group had a consolidated
revenue of MAD 559.7 million, an increase of 15.2% in relation
to the 2016 financial year.
Whilst maintaining investments in R&D with MAD 54.3 million
as a recognised expense for the year, the Group succeeded
in improving its operating profitability to 16.2% and its net
margin to 12.7%.
3. Accounting principles and evaluation methods
The unconsolidated accounts of the companies included
in the scope of consolidation were used as the basis for the
preparation of the consolidated accounts in accordance with
the accounting rules and practices applicable in Morocco.
The main rules and methods of the Group are as follows:

3.1.1 Methods and scope of consolidation
Companies over which the Group exercises direct or indirect
exclusive control are fully consolidated. This is understood as
companies over which the Group exercises more than 50%.
Exclusive control is the direct or indirect power to lead the
financial and operational policies of a company in order to
take advantage of its activities.
Companies in which the group exercises a significant or
direct influence are consolidated using the equity method.
Significant influence is presumed to exist when HPS holds,
directly or indirectly, 20% or more of the voting rights of an
entity - unless it is clearly demonstrated that this is not the
case.

3.1 Consolidation rules and methods
The consolidation scope of the HPS group is as follows, as on 31 December 2017 and 31 December 2016:
SCOPE ON 31/12/2017
COMPANY
% CONTROL

SCOPE ON 31/12/2016
CONSOLIDATION
METHOD

% INTEREST

% CONTROL

CONSOLIDATION
METHOD

% INTEREST

HPS

100%

100%

GI

100%

100%

GI

HPS Europe

100%

100%

GI

100%

100%

GI

acpqualife

100%

100%

GI

100%

100%

GI

acpqualife Switzerland

100%

100%

GI

-

-

HPS Switch

100%

100%

GI

100%

100%

HPS Singapore

100%

100%

GI

-

-

GI

GPS

25%

25%

EM

25%

25%

ICPS

20%

20%

EM

20%

20%

EM
EM

Involia

-

30%

Excluded

-

30%

Excluded

HPS Americas

-

-

Excluded

50%

50%

Excluded

The Group’s share in GPS, ICPS, HPS Europe and HPS Switch companies was acquired when they were created and therefore
did not give rise to the recognition of goodwill.
Involia was excluded from the scope of consolidation due to the loss of significant influence following the liquidation of this
company. HPS America was excluded from the scope of consolidation following the dissolution thereof in 2017.
3.1.2 Closing dates

the consolidated shareholder equity.

All consolidated companies close their annual accounts on 31
December, with the exception of ICPS, whose closing date is
30 June.

The accounts of subsidiaries that do not have financial
autonomy (HPS Europe and acqualife) are converted using
the historical method. Non-monetary items, including
shareholder equity, are converted at historical exchange rates;
monetary items are converted at the exchange rate on the
closing date. Revenues and expenses are converted at the
average exchange rate for the period. Exchange differences
resulting from this method, both on the monetary items
appearing on the balance sheet and on the items on the
revenue and expense statement, are entered on the income
statement under "Financial revenue and expenses".

3.1.3 Conversion of subsidiary accounts into foreign currency
For subsidiaries whose currency is their local currency
(ICPS and GPS), in which most of their transactions are
denominated, their balance sheet is converted into MAD
on the basis of the exchange rates prevailing at the closing
date. Their profit and loss statement is converted at the
average exchange rate for the period. The resulting exchange
differences are recorded as exchange differences included in
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3.1.4 Intangible assets

recovery.

Intangible assets primarily comprise the VISION software
acquired as part of the acqualife takeover. This software is
amortised over a period of 10 years. These assets also include
the business acquired by HPS Switch in connection with the
takeover of the Centre Monétique Interbancaire switching
activity. This is a non-depreciable asset .

Receivables (as well as debts) denominated in foreign
currencies are valued at the exchange rate prevailing at
the end of the financial year or period. Unrealised foreign
exchange losses and unrealised gains are recognised in profit
or loss.

Research and development expenses incurred by the Group
are expensed.
3.1.5 Tangible fixed assets
Tangible fixed assets are recorded at acquisition or production
cost. Amortisation is calculated on a straight-line basis over
the expected useful life, as follows:
. Construction
25 years
. Computer hardware
3 to 5 years
. Technical facilities, machinery and equipment
10 years
. Transport equipment
5 years
. Office furniture and equipment
5 to 10 years
Leasing operations are restated as acquisitions of assets when
they are significant. They are recorded on the balance sheet
as a fixed tangible asset and a corresponding loan, and on the
revenue and expense statement as an amortisation charge
and a financial expense. In addition, capital gains on sale and
leaseback transactions should be spread over the term of the
contract, when the asset is taken over as part of a financing
transaction.
Gains on intra-group transfers are cancelled when they are
significant. When the disposal of a fixed asset has been made
by a fully consolidated company to a company accounted for
by the equity method, the result of the sale is cancelled and
offset against accrued charges and deferred income, up to
the percentage of subsidiary ownership. The share in the gain
or loss on disposals is included in the Group's consolidated
income at the same rate as the amortisation period of the
asset by the subsidiary.
3.1.6 Financial assets
Investments in non-consolidated companies are shown on
the balance sheet at their acquisition cost.
A provision for impairment may be set up after a case-by-case
analysis of the financial situation of these companies.

Turnover is recorded at the time at which the service is
provided to the customer.
Contracts in progress on the closing date are accounted for
using the partial net income method and are included in
accounts receivable.
3.1.9 Marketable securities
Marketable securities are recorded at purchase price. A
provision is recognised when the likely realisable value is less
than the acquisition price.
3.1.10 Regulated provisions
Regulated provisions of a fiscal nature are cancelled upon
consolidation.
3.1.11 Provisions for risks and charges
These provisions are valued at the end of the accounts,
intended to cover risks and charges that events have given rise
to or make likely, the nature of which are specified but the
occurrence of which is uncertain.
3.1.12 Restatement of taxes
Income tax includes all taxes on income, whether due or
deferred.
Deferred taxes resulting from the neutralisation of temporary
differences introduced by tax rules and consolidation
adjustments are calculated on a company by company basis.
The valuation of assets and deferred tax liabilities is based
on how the Group expects to recover or settle the carrying
value of assets and liabilities, using the tax rates adopted or
substantively adopted as of the closing date. All deferred tax
liabilities are recognised, however deferred tax assets are only
recognised as assets on the balance sheet if recovery is likely.
3.1.13 Income from extraordinary activities

Receivables related to investments correspond to loans
granted to companies in which the Group holds an interest
and which are not consolidated by integration.

Statements of income and expenses relating to extraordinary
activities are intended to record revenues and expenses that
are not related to normal operations or to the financial activity
of the company and are therefore non-recurring.

3.1.7 Inventory

3.1.14 Goodwill

Inventory consists of long-term work in progress and is valued
at production cost. Any likely future loss incurred during the
execution of a contract is provided for in its entirety.

The goodwill arising from the acquisition of a subsidiary
is amortised over the term of the business plan used to
determine the acquisition price.

Any profit estimated with sufficient security is recognised
as partial net proceeds in proportion to the progress made
within the performance of the contract. Benefits associated
with contracts, and licences for certain projects, are taken into
account on a partial net income basis.

The goodwill recognised on 31 December 2017 relates to the
acquisition of acqualife and amortised over 10 years as of 1
July 2010.

Inventory also includes, for certain projects, sales amounts
of licences not yet billed as of 31 December 2017, which are
valued at their sale price.
3.1.8 Receivables and turnover
Receivables are recorded at their nominal value. Provisions
for impairment are recognised for contentious claims and
long-term receivables based on the risk associated with their
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GOODWILL IN MAD THOUSANDS

2017

DIFFERENCE

2016

Gross Value

36,909

-

36,909

Depreciation

-27,681

-3,691

-23,990

9,228

-

12,919

NET GOODWILL

3.1.15 Earnings per share

3.1.17 Research tax credit

Consolidated net earnings per share are calculated based
on the weighted average number of outstanding common
shares throughout the year.

Research tax credits granted to French subsidiaries are
recorded as a reduction of the tax expense for the year.

3.1.16 Cash flow statement
The cash flow statement is presented using the indirect
method, whereby net income is adjusted to take into account
the impact of non-monetary transactions, the change in
working capital requirement related to activity, as well as
items of income or expense associated with cash flow relating
to investing or financing.

In addition, two grants were obtained within the framework
of the Vision research and development program, from OSEO
(€700,000) and the General Council (€100,000). These grants
are reimbursed on a contractual basis without interest. As at
31 December 2017, these advances had been repaid in full.
3.2.2 Equity affiliates

3.2 Details and explanation of items on the balance sheet and on the revenue and expense statement and their variations
3.2.1 Intangible and tangible fixed assets
2017

ACQUISITIONS /ALLOCATIONS

DISPOSAL/
EXCHANGE
WITHRECLASSIFICATION DIFFERENCE
DRAWAL

2016

GROSS
Goodwill

83,350

3,350

-

-

-

80,000

Patents, trademarks, and similar rights and assets

15,159

456

-

264

-

14,439

Other intangible assets

15,785

9,112

-

-

20

6,653

114,294

12,918

-

264

20

101,093

-

-

-

-

-

-

INTANGIBLE ASSETS
Land
Constructions

-

-

-

-

-

-

Equipment and tools

13,039

2,378

-

-

79

10,581

Transport equipment

14,629

1,480

1,156

-

-

14,306

Furniture, office equipment and fittings

59,315

15,837

-

403

192

42,882

Other tangible assets
Tangible assets in progress
TANGIBLE ASSETS

-

-

-

-

-

-

1,220

55

-

-667

-

1,831

88,203

19,751

1,156

-263

272

69,600

-

-

-

-

-

-

9,605

102

-

7

-

9,496

DEPRECIATION
Goodwill
Patents, trademarks, and similar rights and assets
Other intangible assets

7,622

2,224

-

-

19

5,380

17,227

2,326

-

7

19

14,876

Land

-

-

-

-

-

-

Constructions

-

-

-

-

-

-

9,442

842

-

-

5

8,595

11,361

1,052

893

-

-

11,202

39,042

5,176

-

-7

138

33,736

INTANGIBLE ASSETS

Equipment and tools
Transport equipment
Furniture, office equipment and fittings

-

-

-

-

-

-

TANGIBLE ASSETS

Other tangible assets

59,846

7,070

893

-7

143

53,533

NET VALUE INTANGIBLE ASSETS

97,067

10,592

-

257

1

86,216

NET VALUE TANGIBLE ASSETS

28,357

12,681

262

-257

129

16,067

• In 2017, acquisitions of tangible fixed assets mainly concerned computer equipment and fittings.
• In 2017, acquisitions of intangible assets mainly concerned a software purchases.
• Fixed assets acquired through finance leases are amortised over the periods as described in the evaluation rules and methods.
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3.2.2 Equity affiliates
PERCENTAGE OF CONTROL
COMPANY

2017

2016

GPS

25%

25%

ICPS

20%

20%

EARNINGS FROM EQUITY AFFILIATES (IN MAD THOUSANDS)
COMPANY

2017

2016

GPS

31,369

21,077

ICPS(*)

4,924

6,899

36,293

27,976

TOTAL
(*): From 01/07/2016 to 30/06/2017

The main IFRS aggregates of companies accounted for by the equity method are detailed as follows:
GPS
(IN MAD THOUSANDS)

31/12/2017

31/12/2016

Short-term assets

54,197

76,184

Long-term assets

54,098

11,130

Short-term liabilities

7,297

4,138

Long-term liabilities

100,997

83,176

Turnover

85,838

71,749

Operating expenses

54,468

50,456

30/06/2017

30/06/2016

ICPS
(IN MAD THOUSANDS)
Short-term assets

31,145

27,126

Long-term assets

21,125

20,957

Short-term liabilities

20,971

13,198

Long-term liabilities

31,299

34,885

Turnover

73,886

67,671

Operating expenses

68,069

59,585

31/12/2017

31/12/2016

3.2.3 Inventory and work in progress
(IN THOUSANDS OF MAD)
Inventory and work in progress

63,270

54,548

Depreciation (-)

-15,479

-15,479

47,791

39,068

(IN MAD THOUSANDS)

31/12/2017

31/12/2016

Accounts receivable

496,755

472,071

NET TOTAL

Inventory and work in progress is primarily made up of projects in progress.
3.2.4 Accounts receivable

Depreciation
NET TOTAL

-49,162

-39,516

447,593

432,555

All accounts receivable at the end of 2017 and 2016 have a maturity of less than one year.
3.2.5 Deferred tax assets and liabilities and income tax
3.2.5.1. Deferred tax assets and liabilities
Deferred tax assets and liabilities are detailed as follows:
(IN MAD THOUSANDS)

2017

2016

Deferred tax assets

2,046

1,565

1,167

1,633

Deferred tax liabilities

100 2017 ANNUAL REPORT

3.2.5.2. Tax
CATEGORY

2017

2016

13,836

10,668

815

-564

TAX CHARGE

14,651

10,105

CONSOLIDATED NET INCOME

71,055

59,191

16,768

18,226

-2,117

-8,121

85,706

69,296

Earnings from equity affiliates (2)

8,891

5,962

HPS Dubai pre-tax earnings (not subject to company tax) (3)

5,125

6,346

Non-deductible goodwill amortization (4)

3,691

3,691

75,381

60,679

31%

31%

23,368

18,811

-5,525

-7,317

-2,117

-8,121

-1,076

6,714

14,651

10,105

2017

2016

449

60

2,104

1,319

State receivables

40,053

14,456

Other receivables

11,432

35,027

Other prepaid charges and accrued income

7,927

2,484

61,965

53,346

2017

2016

70,972

62,559

70,972

62,559

Corporation tax
Deferred tax

Reported Tax
Research tax credit included in tax charge
CONSOLIDATED INCOME BEFORE TAX (1)

TAXABLE INCOME FROM CONSOLIDATED COMPANIES BEFORE TAX (1) - (2) - (3) + (4)
Applicable tax rate
THEORETICAL TAX CHARGE AT CURRENT RATE
Tax savings from export tax credits (app. 10% tax rate) and rate differential for acpqualife and
HPS Europe (France)
Research tax credit
Deferred tax credit on loss carryover unrecognised by HPS SA
Other differences including non-deductible expenses
HPS SA minimum contribution
ACTUAL TAX CHARGE

3.2.6 Other receivables and accruals
(IN MAD THOUSANDS)
Trade payables, advances and downpayments
Staff

NET TOTAL

3.2.7 Suppliers and related accounts
(IN MAD THOUSANDS)
Suppliers and related accounts
NET TOTAL

The maturity of trade payables in 2017 and 2016 is less than one year.
3.2.8 Borrowings and loans and subsidies
2017 FINANCIAL YEAR (IN MAD THOUSANDS)
Financing liabilities
BORROWINGS AND FINANCING LIABILITIES AND CONTINGENT ADVANCES

< 1 year

1 to 5 years

> 5 years

TOTAL

14,879

59,817

-

74,696

14,879

59,817

-

74,696

Financing liabilities primarily include the loan taken out by HPS S.A. of MAD 57,500 thousand and liabilities related to finance leases
amounting to MAD 17,196 thousand as on 31 December 2017 in comparison to MAD 6,093 thousand as on 31 December 2016.
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3.2.9 Other payables and accruals
OTHER PAYABLES AND ACCRUALS (IN MAD
THOUSANDS)

3.2.13 Staff expenses
2017

2016

1,403

4,275

Social security and tax debts

75,350

37,266

Other payables and accruals

301,728

307,118

378,481

348,659

Trade receivables, advances and down
payments

TOTAL

Cash assets
Cash liabilities
NET CASH

2017

2016

96,111

63,854

-

-

96,111

63,854

Net cash rose by MAD 32.3 million between 2017 and
2016, reaching a total of MAD 96.1 million. This positive
development is mainly due to the following variations:
• Profit for the year, + MAD 71 million
• Variation in working capital requirement, + MAD 8.5
million
• Investment in the 2016 financial year - MAD 17.8 million
• Cash flows from financing activities, MAD 38.1 million

Sales of goods
Sales of services
TURNOVER

3.2.14 Operating provisions
2017

2016

Depreciation and amortisation

9,395

7,704

Provisions

13,341

22,508

22,736

30,212

TOTAL

As at 31 December 2017, depreciation and amortisation
expenses mainly included the depreciation and amortisation
of HPS S.A. and amortisation of assets acquired under a
finance lease for MAD 9.3 million compared to MAD 7.7
million as at 31 December 2016.
Provisions for impairment mainly consist of depreciation of
current assets for approximately MAD 2.5 million, as well as a
client risk provision of MAD 10 million.

3.2.15 Financial income
FINANCIAL INCOME DETAILS GIVEN IN MAD
THOUSANDS

3.2.11 Turnover
(IN MAD THOUSANDS)

The average number of employees of fully consolidated
companies in 2017 was 409, compared to 370 in 2016,
representing a 10.5% rise.

(IN MAD THOUSANDS)

3.2.10 Cash flow
CASH FLOW (IN MAD THOUSANDS)

As of 31 December 2017, HPS Group staff expenses, including
employer charges, rose to MAD 246,555 thousand in
comparison to MAD 208,657 thousand as of 31 December
2016.

2017

2016

2017

2016

Equity security revenue

4,905

324

Exchange rate gains

3,150

4,801

732

1,163

-

-

535,200

463,617

FINANCIAL REVENUE

8,788

6,288

535,200

463,617

Interest expenditure

7,563

2,632

Exchange rate loss

9,175

3,927

-

-

1,207

1,291

FINANCIAL EXPENSES

17,945

7,850

FINANCIAL INCOME

-9,157

-1,562

Service sales are mainly related to PowerCARD and Vision
projects, which include licence sales as well as the integration
and configuration of solutions, specific developments, and
maintenance.
They also include computer engineering services for third
parties.
This year, turnover includes all switching services in Morocco
invoiced by HPS Switch to its clients over a full year. This
activity started on 5 July 2016.

Financial write-backs

Other financial expenses
Financial provisions

The drop in the Group’s financial income is mainly due to the
decrease in foreign exchange revenue, and the increase in
interest expenses due to medium-term credit.

3.2.12 External expenses
EXTERNAL EXPENSE DETAILS GIVEN IN MAD
THOUSANDS
Sales expenses
Fees
Other external expenses
EXTERNAL EXPENSES
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2017

2016

3.2.16 Income from extraordinary activities
INCOME FROM EXTRAORDINARY
ACTIVITIES IN MAD THOUSANDS

34,133

30,333

23,604

13,068

47,413

37,321

105,150

80,722

2017

2016

Extraordinary revenue

3,249

2,513

Extraordinary expenses

4,039

5,885

-790

-3,372

INCOME FROM EXTRAORDINARY
ACTIVITIES

3.2.17 Off-balance sheet commitments
CATEGORY

2017

2016

BANK SOHAR SAOG

60,000

60,000

BANK OF GHANA

511,200

511,200

FINANCE AND TREASURY

36,000

36,000

Deposits and guarantees

CENTRAL BANK OF THE U.A.E

697,620

-

BANQUE TUNISIE LIBYENNE

319,150

319,150

SG ALGER

167,055

167,055

BANK MISR

558,096

-

161,372

161,372

POSTE MAROC

14,400

14,400

DOHA BANK

139,524

-

93,016

-

BADR ALGERIE

NIC ASIA BANK

929,628

929,628

POOYA

BANK OF SIERRA LEONE

1,024,065

1,024,065

CAC BANK

1,728,289

1,728,289

569,650

569,650

CO-OPERATIVE CENTRAL BK-CHYPRE
BANK OF ABYSSINA
BANK MISR

81,750

81,750

281,466

281,466

ADN

100,000

-

PCA

300,000

-

SNAM

200,115

200,115

SOFAC

50,000

50,000

POSTE MAROC

35,158

35,158

AL BARID BANK

32,400

32,400

AL BARID BANK

75,600

75,600

AL BARID BANK

10,000

10,000

CRÉDIT AGRICOLE DU MAROC

27,230

27,230

CRÉDIT AGRICOLE DU MAROC

106,566

106,566

CRÉDIT AGRICOLE DU MAROC

107,568

107,568

BANQUE POPULAIRE

37,649

37,649

CRÉDIT AGRICOLE DU MAROC

60,000

60,000

CRÉDIT AGRICOLE DU MAROC

126,950

126,950

CRÉDIT AGRICOLE DU MAROC

25,190

25,190

BARID ALMAGHRIB

40,000

40,000

BARID BANK

70,000

70,000

BARID BANK

83,920

83,920

BARID BANK

6,000

6,000

MINISTÈRE DES AFFAIRES ÉTRANGÈRES

1,843,663

1,843,663

MINISTÈRE DES AFFAIRES ÉTRANGÈRES

942,364

942,364

ANRT

194,990

194,990

100,000

100,000
12,000

MINISTÈRE DU TRANSPORT
BANQUE POPULAIRE

12,000

BANQUE POPULAIRE

2,500

2,500

BANQUE POPULAIRE

60,000

60,000

150,000

150,000

POSTE MAROC

FONDATION BANQUE POPULAIRE

19,000

19,000

POSTE MAROC

56,720

56,720

POSTE MAROC

75,600

75,600

MAROC TELECOM

195,000

195,000

TGR

50,000

50,000

-

-

Retirement pensions and similar obligations
Other commitments provided
TOTAL
Of which commitments are towards affiliated companies
TOTAL

-

-

12,568,464

10,680,208

-

-

12,568,464

10,680,208
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COMMITMENTS RECEIVED

2017

Deposits and guarantees

2016

-

-

CFAO TECHNOLOGIES CAMERON
CFAO TECHNOLOGIES CAMERON
ASSOCIATED BUSINESS MACHINES (ABM)
Other commitments received

2,423,240
969,296
2,558,476
-

2,423,240
969,296
2,558,476
-

TOTAL

5,951,012

5,951,012

3.2.18 Segment information
Software publishing
HPS Group’s solutions-oriented activity increased by 15.1% in relation to 2016, thanks to the continuous deployment of major
projects, as well as the launch of initiatives as requested by our existing clients. With sales of MAD 208 million (including
licence extension sales), HPS has achieved significant results across regions where it is deeply rooted (Africa and the Middle
East), maintaining its backlog at a comfortable level, to be recognised in future years.
2017 also saw the opening of a new office in Singapore, which aims to develop and reinforce the group’s presence in Asia in
line with HPS’ strategic approaches.
Processing
The Group started rolling out its processing activities in July 2016 with the management of all of the switching activity in
Morocco. 2017 saw the deployment of its PCI-DSS-certified switching platform. Growth of this activity was possible thanks to
the continuous development of payment transactions in Morocco.
Thanks to this platform, the Group was able to finalise the development of its payment solutions processing offer, for which
significant opportunities are in the process of being finalised.
Services
Service-related activity has stayed at the same level as in 2016, thanks to the Group’s strategy to broaden its commercial
network across all French territory, and to consolidate its service offering with major groups in France. As such, the Group has
continued to develop in Paris and Lille, and has strengthened its presence by opening up an office in Switzerland.
Activity breakdown by region and type
2017

2016

CATEGORY
ELECTRONIC PAYMENT ACTIVITY

AFRICA

AMERICAS

EUROPE

ASIA/MIDDLE
EAST

DIFFERENCE
GROUP

GROUP

131,742,783

41,642,349

90,640,771

111,706,756

375,732,659

326,504,212

15.1%

PowerCARD projects

45,454,699

13,523,080

46,394,628

15,056,816

120,429,223

97,151,524

24.0%

Upselling

43,755,828

5,806,877

19,348,682

29,248,879

98,160,265

99,312,585

-1.2%

Maintenance

35,437,702

5,834,887

12,114,583

58,733,823

112,120,996

93,858,810

19.5%

Transaction-based revenue

5,492,162

15,298,313

7,986,980

5,501,762

34,279,218

24,769,686

38.4%

Other revenue

1,602,391

1,179,192

4,795,897

3,165,477

-

-

110,808,236

61,861,944

-

Other revenues

-

GI withdrawals

-5,501,720
188,103,006

41,642,349

SERVICES
PROCESSING

GROUP REVENUE

10,742,957

11,411,607

-5.9%

-

110,808,236

111,973,914

-1.0%

-

-

61,861,944

40,681,797

52.1%

-

-

-

16,853,776

6,614,202

154.8%

-

-

-

-5,501,720

-

NA

559,754,894

485,774,125

15.2%

201,449,006

111,706,756

3.2.19 Affiliated companies
HPS S.A. conducts business transactions with ICPS and GPS for the sale of PowerCARD licences and associated services.
The total amount invoiced by HPS S.A. to ICPS and GPS for these commercial operations during the 2017 financial year amounts
to MAD 9,298 thousand (+24.3%) and MAD 6,653 thousand (+60%), respectively.
The internal margin achieved by HPS S.A. on these operations was cancelled out upon consolidation and offset against accruals
and deferred income, up to the percentage holding of the investment. The share in the gain or loss on disposal is included in
the consolidated Group's income at the same rate as the amortisation period of the licences by each of these two entities.
As of 31 December 2016, the ICPS and GPS receivables balance at HPS S.A. amounted to MAD 596 thousand and MAD 24
thousand, respectively.
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The amount of services invoiced by Hightech Payment Systems to HPS Switch for the 2017 financial year amounts to MAD 19
million excluding tax (MAD 11.6 million in re-invoicing of resources, MAD 1.625 million in SWITCH platform production, and MAD
5.7 million in re-invoicing of licences and equipment).
The amount of services invoiced by Hightech Payment Systems to HPS Europe for the 2017 financial year amounts to MAD
7,041 thousand excluding taxes.
The amount of services invoiced by HPS Europe to Hightech Payment Systems for the 2017 financial year amounts to MAD 5,149
thousand excluding taxes.
The amount of services invoiced by acqualife to Hightech Payment Systems for the 2017 financial year amounts to MAD 35,504
thousand excluding taxes.

3.2.20 Post-Closing Event
N/A
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UNCONSOLIDATED ACCOUNTS REPORT

HIGHTECH PAYMENT SYSTEMS "HPS" S.A.
SUMMARY OF THE STATUTORY AUDITORS` GENERAL REPORT
YEAR FROM 1 JANUARY TO 31 DECEMBER 2017
In accordance with the assignment entrusted to us by your Ordinary General Meeting, we hereby report to you for the year ending
31 December 2017.
We have audited the attached primary financial statements of HIGHTECH PAYMENT SYSTEMS "HPS" SA, which include the
balance sheet, the revenue and expense statement, the balance management sheet, the cash flow statement and the statement
of additional disclosures (ETIC) for the year ending 31 December 2017. These primary financial statements demonstrate an amount
of equity and similar items of MAD 256,301,041.51 and a net profit of MAD 52,403,290.33.
Management is responsible for the preparation and fair presentation of such primary financial statements in accordance with the
applicable accounting standards in Morocco.
We are responsible for expressing an opinion on these primary financial statements, on the basis of our audit. We carried out our
mission according to auditing standards in Morocco, taking into account the legal and regulatory provisions in force.
We hereby certify that the above-mentioned primary financial statements are fair and sincere and give a true and honest view
of the profit achieved for the financial year under review, and of HIGHTECH PAYMENT SYSTEM “HPS” S.A.’s financial position and
assets as on 31 December 2017 in accordance with the applicable accounting standards in Morocco.
Specific verifications and information
We have also carried out the specific verifications required by law and, in particular, ensured that the information provided in
the Board of Directors’ management report for shareholders was consistent with the company’s primary financial statements.
Furthermore, in accordance with article 172 of Law 17-95, as amended and supplemented by Laws 20-05 and 78-12, we inform
you that in the 2017 fiscal year, HPS SA created the company HPS SINGAPORE PTE LTD of which it holds 100% of the capital.
Casablanca, 14 May 2018
The Statutory Auditors

ERNST & YOUNG

A. SAAIDI & ASSOCIES

Abdeslam BERRADA ALLAM

Bahaa SAAIDI

Associate

Associate
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CONSOLIDATED ACCOUNTS REPORT

GROUPE HIGHTECH PAYMENT SYSTEMS “HPS”
SUMMARY OF THE AUDIT REPORT ON THE CONSOLIDATED ACCOUNTS
YEAR FROM 1 JANUARY TO 31 DECEMBER 2017

We have audited the attached consolidated financial statements of the HIGHTECH PAYMENT SYSTEMS Group (HPS Group),
including the consolidated balance sheet as on 31 December 2016, consolidated income statement, consolidated statement
of changes in shareholders’ equity and cash flow table for the year then ended, and notes containing a summary of the
main accounting policies and other explanatory notes. These consolidated financial statements demonstrate a consolidated
shareholders’ equity of MAD 293,276 thousand and a consolidated net profit of MAD 71,055 thousand.
Management is responsible for the preparation and fair presentation of these financial statements, in accordance with applicable
national accounting standards.
We are responsible for expressing an opinion on these financial statements, on the basis of our audit. We have carried out our
mission according to auditing standards in Morocco.
In our opinion, the consolidated financial statements referred to in the first paragraph above give, in all material respects, a
faithful representation of the financial position of the HPS Group as at 31 December 2017, as well as the financial performance and
cash flows for the year then ended, in accordance with the accounting standards and principles described in the consolidated
statement of additional disclosures (ETIC).

Casablanca, 14 May 2018

The Statutory Auditors

ERNST & YOUNG

A. SAAIDI & ASSOCIES

Abdeslam BERRADA ALLAM

Bahaa SAAIDI

Associate

Associate
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FIRST RESOLUTION
The Ordinary General Meeting, having heard the reports of the Board of Directors and the Statutory Auditors, approves the
balance sheet and the accounts for 2017 as presented, with a net profit of MAD 52,403,290. It approves all transactions reflected
in these financial statements or summarised in these reports.

SECOND RESOLUTION
The Ordinary General Meeting, upon a proposal from the Board of Directors, has decided to allocate the net profit of MAD
52,403,290 as follows:

ALLOCATION OF PROFITS
Share capital

SITUATION ON 31/12/2016

ALLOCATION OF 2016 PROFITS

SITUATION FOLLOWING
ALLOCATION

70,359,900

-

70,359,900

Issue, merger, contribution premium

31,623,410

-

31,623,410

Legal reserve

7,035,990

-

7,035,990

Other reserves
Retained earnings
Net income for the year
Distribution of dividends
TOTALS

94,878,451

24,259,330

52,403,290
256,301,042

119,137,782

-

-

28,143,960
52,403,290

228,157,082

A dividend of MAD 40 per share shall therefore be distributed and shall be paid on 6 August 2018.

THIRD RESOLUTION
The Ordinary General Meeting, having heard the special report of the statutory auditors on the agreements referred to in Article
56 of Law 17-95, as amended and supplemented by Law 20-05 and Law 78-12, approves the transactions concluded or executed
during the financial year.

FOURTH RESOLUTION
As a consequence of the adoption of the previous resolutions, the Ordinary General Meeting has discharged the Directors and
statutory auditors from their duties for the 2017 financial year.

FIFTH RESOLUTION
The Ordinary General Meeting fixes the total amount of directors’ attendance fees to be distributed amongst the Directors at
MAD 780,000 for the 2018 financial year.

SIXTH RESOLUTION
The Ordinary General Meeting declares that the mandate of Statutory Auditor A. Saaidi Consultants expires upon the expiration
of the present Meeting. The Ordinary General Meeting has decided to appoint the firm PwC Morocco as the company statutory
auditor for a duration of three years. Its mandate will expire on the date of the Ordinary General Meeting called to called to
approve the 2020 accounts.

SEVENTH RESOLUTION
The Ordinary General Meeting gives full powers to the bearer of a copy or an extract of the present document to carry out all
legal formalities.
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INVESTOR CONTACT
invest@hps-worldwide.com
AFRICA
Casablanca Nearshore Park, Shore 1
1100 boulevard Al Qods - Sidi Maârouf
20270 Casablanca
Morocco
Tel: + 212 529 045 000
Fax: + 212 529 014 096
MIDDLE EAST & ASIA
Dubai Internet City
209 / 210 Building 12, 2nd Floor
P.O. Box 500308 - Dubai
United Arab Emirates
Tel: + 971 4390 0750
Fax: + 971 4390 8678
One Rafles - Level 24
1, Rafles Place
048616 Singapore
Singapore
Tel: + 65 6408 0732
Fax: + 65 6408 0601
EUROPE & AMERICAS
65-67 rue du Faubourg St Honoré
3rd floor
75008 Paris
France
Tel: + 33 1 58 18 01 34
Fax: + 33 1 42 66 45 36
805 Avenue Guilibert Gauthier de la
Lauzière
13290 Aix en Provence
France
Tel: + 33 4 42 91 42 99
Fax: + 33 4 42 65 05 88

POUR CHAQUE RAPPORT ANNUEL
PRODUIT UN ARBRE PLANTÉ

