
 

 

 
 
 
Issuer: IPS Securex Holdings Limited 
  
Security: IPS Securex Holdings Limited 
  
Meeting details:  
Date: 29 October 2018 
Time: 9.00 a.m. 
Venue: Ballroom 3, Level 3, The Singapore Island Country Club (Island Location), 180 
Island Club Road, Singapore 578774 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Company Description 
IPS Securex Holdings Limited, through its subsidiaries, provides security products and integrated 
security solutions in Singapore and internationally. The company operates through Security Solutions 
Business and Maintenance and Leasing Business segments. It designs, supplies, installs, tests, 
commissions, maintains, and leases security products and integrated security solutions to address 
various security requirements, including checkpoint security, law enforcement, and the protection and 
surveillance of buildings and critical infrastructure. The company’s homeland security products include 
cargo and vehicles inspection and explosives detection systems, acoustic communication devices, and 
mass notification systems; radar surveillance solutions; and less-lethal weapons under the brand name 
PepperBall. Its general security products comprise access control solutions that prevent unauthorized 
access and restrict access to sensitive areas; video monitoring solutions for investigation and deterrence 
of incidents that cause harm, loss, and damage; and mass notification products for public announcement 
and to evacuate people in emergency situations, as well as other enhancements, such as background 
music and hearing assistive technology for the hearing impaired. The company also provides customer, 
maintenance, project management, repair, consultancy, and training services, as well as spare parts. IPS 
Securex Holdings Limited was founded in 1986 and is based in Singapore. IPS Securex Holdings Limited 
is a subsidiary of IPS Technologies Pte. Ltd. 
(Source: http://www.sgx.com/wps/portal/sgxweb/home/company_disclosure/stockfacts?code=42N)  



 

 

1. Revenue from the group’s security solutions segment has been on a downtrend. The 
table below shows the revenue and profit/(loss) since the group’s listing in 2014.  
 
 Segment 

revenue 
(external) 
($’000) 

Segment 
profit/(loss)  
($’000) 

Total 
revenue 
($’000) 

Percentage 
of total 
revenue 
($’000) 

Profit/(loss) 
attributable 
to owners 
($’000) 

2015 10,139 3,326 15,664 65% 2,254 
2016 7,644 3,355 12,765 60% 2,265 
2017 5,909 (632) 11,574 51% (2,500) 
2018 4,757 271 10,874 44% (1,290) 
(Source: Company annual report)  
 
As noted in the Chairman’s statement, security continues to be an imminent and major 
issue that governments need to constantly monitor in the Asia-Pacific region and globally 
(page 2 of the annual report). Would the board/management provide shareholders with 
better clarity on the security solutions segment and other operational matters? Specifically:  
 

(i) As the segment revenue has fallen by more than half since the group’s 
listing, what are management’s strategies to regain the momentum in the 
security solutions segment? How can the effectiveness of the group to close 
sales be further improved?   

 
(ii) Has the board carried out a strategic review to evaluate the group’s suite of 

products and services to assess its relevance and attractiveness to 
potential customers? 

 
(iii) In Note 23 (pages 89 to 91 – Operating segments), the company shows “Rest of 

Southeast Asia” accounting for $1.6 million (2017: $4.48 million) or 14% (2017: 
39%) of the group’s total revenue. Can management provide a better 
breakdown of the revenue from “Rest of Southeast Asia” to show the 
revenue from each of Indonesia, Brunei and Malaysia?  

 
(iv) In FY2017, the group disclosed its plans to go into the manufacturing and sales 

of Hyperwhistle and other security products, such as HyperSpike. There was no 
mention of this in the annual report. Would management update 
shareholders of its plans in this area?  

 
(v) During the year, the company announced two contract wins amounting to 

$550,000 for a CCTV upgrade project in Singapore and US$1.48 million for a 
maintenance support services for a customer in Southeast Asia. Would the 
company explain the criteria it uses when it opts to announce its contract 
wins on SGXNet? Would management consider a more robust framework 
in announcing the group’s contract wins? In addition, would management 
disclose its order book in the annual report, or on a regular basis, as part 
of its communication with shareholders?  

 



 

 

2. The group’s maintenance and leasing business saw a gradual increase of 7.9% to $6.1 
million in FY2018. As shown on page 13, the segment focuses on providing regular, 
extended and/or ad-hoc maintenance support services and leasing services for the security 
products and integrated security solutions provided to the customers. 
 
Under its lease-and-maintenance offering, the group designs, supplies, installs, tests, 
commissions and maintains security systems for its customers. Ownership of the system 
and the proprietary software is retained by the group.  
 

(i) Would management be able to provide a breakdown of revenue derived 
from maintenance services and from leasing?  
 

(ii) Are the two businesses distinct with its own sales and marketing team?  
 

(iii) Has management evaluated and considered how it could further grow the 
leasing business? 

 
(iv) What are the opportunities in the leasing segment? What would be the 

typical profile of a customer in the leasing segment?   
 
3. In FY2017, the group recognised an allowance for doubtful debt of $2.99 million (after 
offsetting $1.76 million payable to a related party of the customer) as the customer 
defaulted on a pre-agreed instalment plan from August 2016 to September 2018. As 
disclosed on 11 December 2017, the group has recovered US$350,000 (or $473,000).  
 
In FY2018, the group once again announced an allowance for doubtful debts of S$1.5 
million recognised during the year for another customer in the “Rest of Southeast Asia” as a 
result of certain disputes arising from technical issues faced by the customer. 
 

(i) Would management help shareholders understand the typical payment 
terms for the group’s projects?  

 
(ii) Given that the group has a regional footprint (with revenue derived 

outside Singapore as high as 45%), how does management evaluate the 
credit risks of its customers, especially those who are new to the group 
and/or those who are based outside of Singapore? 

 
(iii) Would the board consider it opportune to review the group’s credit risk 

assessment and project payment terms given that the group has now 
experienced two major defaults of approximately $4.5 million?  

 
A copy of the questions for the Annual Report for the financial year ended 30 June 2017 
could be found here: 
 
https://sias.org.sg/qa-on-annual-reports/?company=IPS%20Securex%20Holdings%20Ltd 
 
The company’s response could be found here:   -----  
 
 


