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IPO Price: RM0.20 

Fair Value: RM0.34 

Valuation / Recommendation 

We have a SUBSCRIBE recommendation on Pentech Holdings 

Berhad with a fair value of RM0.34, based on 14.75x target P/E 

ascribed to FY27E EPS of 2.34 sen. The target multiple is 

benchmarked against the 5-year average PER of selected ICT 

solutions provider peers. The Group stands out for its positioning as 

a one-stop, end-to-end ICT solutions provider with over two decades 

of experience. We are positive on Pentech for its (i) Two Decades of 

ICT Expertise Delivering Tailored, Future-Ready Solutions,  

ii) Diversified Revenue Streams and Growing Business Segments,  

iii) Long-Standing Customer Relationships Anchored by Recurring 

Technology Refresh Cycles, iv) Riding on Manufacturing and 

Financial Services Digitalization Trends and v) Expansion into Higher-

Margin, Recurring ICT Services (SOC & OCC). 

Investment Highlights 

Two Decades of ICT Expertise Delivering Tailored, Future-Ready 

Solutions. With ~20 years of experience, Pentech delivers end-to-

end, customized ICT solutions through a consultative and vendor-

neutral approach. Its ability to manage the full ICT lifecycle positions 

it as a trusted one-stop provider. This drives strong client retention and 

recurring business opportunities. 

Diversified Revenue Streams and Growing Business Segments. 

Recurring revenue grew to 20.7% in FYE2025 (vs. 9.0% in FYE2022), 

improving earnings visibility and stability. This segment also delivers 

higher margins (26% vs. 10.2% core business), supported by scalable 

cloud and managed services. Strong cross-selling further reinforces a 

sustainable, compounding revenue base. 

Long-Standing Customer Relationships Anchored by Recurring 

Technology Refresh Cycles. Serving over 1,000 customers, 

Pentech benefits from strong retention and diversified client exposure. 

Regular ICT refresh cycles every 3–6 years drive repeat business and 

continuous demand. Its embedded role within client systems supports 

long-term earnings visibility. 

Riding on Manufacturing and Financial Services Digitalization 

Trends. Pentech is well-positioned in high-growth sectors, with the 

manufacturing sector contributing over 50% to its topline. Ongoing 

digitalization and cybersecurity needs in both manufacturing and 

financial services drive sustained ICT spending. This provides a 

resilient and scalable demand base. 

Expansion into Higher-Margin, Recurring ICT Services (SOC & 

OCC). Expansion of OCC and rollout of SOC services enhance 

higher-margin, recurring offerings and operational scale. Increased 

capacity and cybersecurity demand support margin expansion and 

cross-selling opportunities, strengthening Pentech’s presence in 

Kuala Lumpur. 

Risk Factors for Pentech include: (i) revenue volatility and 

dependence on continuous project replenishment, (ii) dependence on 

third-party suppliers, principals, and technology partners,  

(iii) exposure to cybersecurity and system-related risks and (iv) project 

execution risk, including delays, cost overruns, and contractual 

penalties. 

 Business Overview 

Pentech Holdings Berhad is a Malaysia-based ICT solutions provider 
offering end-to-end services including enterprise IT infrastructure 
integration, hardware and software supply, as well as cloud computing, 
managed services and digital transformation solutions. The Group focuses 
on delivering customized and scalable IT solutions to support businesses in 
designing, implementing and maintaining their technology systems. 
Pentech is to be listed on the ACE Market. 

Listing Details Listing Details  

Listing date  15 June 2026 

New Shares (m) 172.0 

Offer for sale (m) - 

Fund to be raised (RM m) 34.4 

Post Listing 

Ordinary shares (m) 620.0 

Market cap (RM m) 124.0 

Estimated free float (%) 27.7% 

P/E(x) (Based on prospectus) 11.7x 

Top 3 Shareholders % 

Evernorth 60.0 

Yeoh Chin Ming 4.9 

Ho Huang Ken 3.7 

Utilisation of Proceeds  RM m  

Establishment of new SOC 9.4  

Upgrade of our Group’s OCC infrastructure   8.1  

Business expansion to provide additional ICT 
services 

6.7  

Marketing expenses and promotional activities 3.5  

Working capital requirements 2.2  

Estimated listing expenses 4.5  

 
FYE Dec (RM m) FY24A FY25A FY26E FY27E 

Revenue 188.9 232.9 260.8 294.7 

EBITDA 31.4 34.8 39.0 47.0 

EBIT 14.4 15.5 12.8 22.5 

PBT 13.1 14.1 10.5 18.6 

Core Net Profit 13.4 14.5 10.8 19.1 

Core EPS (sen)* 10.0 10.6 8.2 14.5 

Core EPS Growth (%) 1.61 1.71 1.32 2.34 

Net DPS (sen)* 27.4% 6.3% -22.5% 76.4% 

Net Div. Yield (%) * 0.95 0.24 - - 

BVPS (sen) 4.8% 1.2% - - 

PER (Using IPO price) 0.04 0.05 0.06 0.09 

PBV (x) (Using IPO price) 12.4 11.7 15.1 8.6 

Net Gearing N.Cash N.Cash N.Cash N.Cash 

*Based on enlarged issued share capital of 620.0m 

27.3%

23.5%
19.5%

10.2%

6.4%

13.1%
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Company Overview 

Pentech Holdings Berhad (“Pentech”, the “Company” or the “Group”) is an Information, Communication and Technology (“ICT”) 

solutions provider with an over 20 years of operating track record through its core subsidiary, Pentech Solutions Sdn Bhd (“PSSB”). 

Incorporated in 2006, the Group has evolved into a comprehensive end-to-end ICT solutions provider. Its service offerings encompass 

the integration of enterprise ICT infrastructure, supply of hardware and software, provision of cloud computing, managed 

services, as well as technical and digital transformation services, covering end-to-end solutions from designing and setting up IT 

systems (such as data centres, networks and cybersecurity), supplying necessary equipment and software, to managing, maintaining and 

upgrading customers’ IT environments over time. Pentech bridges the gap between global ICT solutions providers and local enterprises 

by offering cost-effective, customized and scalable solutions tailored to Malaysian businesses needs, making advanced technologies 

more accessible. To date, the Group has completed and undertaken more than 2,000 projects, serves over 1,000 active customers, 

and has approximately RM87m in outstanding purchase orders, providing strong earnings visibility. Headquartered in Bayan Lepas, 

Penang with an additional presence in Kuala Lumpur, the Group serves a diverse customer base across industries such as manufacturing, 

financial services, healthcare, education and telecommunications, primarily within Malaysia. Notably, the Group consistently acquires 

more than 100 new customers annually while maintaining a retention rate of approximately 50% to 60% for new customers, 

demonstrating both strong market penetration and customer stickiness. 

Pentech’s business model integrates project-based (non-recurring) system integration with recurring income streams derived from 

cloud computing, managed services via maintenance and subscription-based offerings. Demand for its services is expected to 

remain resilient, driven by continuous advancements in technology, which necessitate periodic upgrading and renewal of enterprise IT 

systems. In between major upgrade cycles, the Group continues to generate stable recurring income through maintenance contracts and 

subscription services. Importantly, approximately 90% of customers from non-recurring projects transition into recurring service 

engagements, with at least 10% of the initial project value contributes to recurring revenue streams, further enhancing earnings 

visibility. The Group primarily focuses on mid-to-large scale enterprise projects involving approximately 200 to 300 users, typically valued 

between RM5m to RM10m per project, with implementation timelines ranging from 6 to 9 months. This strategic focus allows Pentech to 

balance project scalability, profitability and execution efficiency. Backed by a workforce of 129 employees (69 technical) across technical, 

sales and administrative functions, Pentech is well-positioned to deliver end-to-end digital infrastructure solutions from system design and 

integration to deployment, monitoring and ongoing support. 

Industry Overview 

Strong and Sustained Growth in Malaysia’s ICT Industry. Malaysia’s ICT industry is undergoing a period of steady and sustained 

expansion, driven by increasing digital adoption across both the private and public sectors. As businesses continue to integrate technology 

into their core operations, the ICT market is expected to grow from approximately USD27.2bn in 2024 to USD56.4bn by 2034, representing 

a healthy 7.6% annual growth rate. This growth is supported by key structural trends, including the nationwide rollout of 5G, rising adoption 

of cloud solutions, and increasing demand for data analytics, cybersecurity, and automation. At the centre of this expansion is the IT 

services segment, which includes system integration, managed services, and cloud migration. As organizations modernize outdated 

systems and manage growing IT complexity, there is an increasing shift towards outsourcing ICT functions to specialized service providers. 

Demand remains particularly strong from sectors such as manufacturing and financial services, where reliable and secure ICT systems 

are essential for day-to-day operations. This broad-based demand, supported by Malaysia’s ambition to become a regional digital hub 

through initiatives such as Malaysia Digital and MyDIGITAL, reinforces a positive long-term outlook for the industry. 

 

Figure 1: ICT Industry in Malaysia Market Size (In Million)  Figure 2: Gross Value Added (GVA) of Digital Economy 

 

 

 

Source: Data Insight Market   Source: Pentech’s IPO Prospectus 
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A Core Pillar of Malaysia’s Economy. This strong industry growth is reflected in the ICT sector, which consists of ICT industry and  

e-commerce increasing contribution to Malaysia’s overall economy. In 2024, the combined ICT and e-commerce sectors contributed 

RM451.3bn, accounting for 23.4% of national GDP, with the ICT sector alone contributing 13.9%. Within this, ICT services, particularly 

computer programming and IT consultancy, generated RM22.8bn in value, highlighting the importance of enterprise-level ICT solutions. 

As businesses continue to digitalize, ICT services are becoming a fundamental part of operations rather than a supporting function. This 

shift provides a stable and expanding base of demand, positioning ICT service providers to benefit from long-term, recurring business 

opportunities. For Pentech, whose core offerings are closely aligned with these segments, this translates into a large and resilient 

addressable market. 

Cybersecurity Driving The Next Phase of Growth. Cybersecurity is emerging as a key growth driver within the ICT industry as rising 

digital adoption increases exposure to cyber threats. Globally, the cybersecurity market is expected to grow at a 9.7% annual rate through 

2033, supported by more frequent and sophisticated attacks and stricter data protection requirements. In Malaysia, this trend is evident, 

with 7,616 cybersecurity incidents reported in 2025, up 22.7% year-on-year, driven largely by fraud, intrusion attempts, and malicious 

code attacks. As businesses adopt cloud systems and connected technologies, the need for continuous monitoring and rapid response 

has become more critical, shifting demand towards managed security services. This creates a strong opportunity for Pentech’s planned 

Security Operations Centre (SOC) services, enabling the Group to provide ongoing threat monitoring and response to its existing customer 

base while building a more stable and recurring revenue stream. 

Figure 3: Contribution of ICT to Malaysia’s GDP in 2024  Figure 4: Malaysia Cybersecurity Incidents Month-By-Month (2025) 

 

 

 

Source: Ministry of Economy, Department of Statistics Malaysia (DoSM)  Source: Mordor Intelligence 

Strong Government Support Reinforcing Industry Momentum. Further strengthening the industry outlook is Malaysia’s proactive and 

supportive policy environment. The government continues to play a key role in accelerating digital transformation through a range of 

initiatives aimed at increasing technology adoption and investment. The MyDIGITAL Blueprint targets RM70bn in digital investments and 

the creation of 500,000 digital jobs, while the Malaysia Digital programme offers tax incentives to encourage high-value technology 

investments. At the same time, the Industry4WRD policy is driving automation and digital adoption within the manufacturing sector, directly 

supporting demand for system integration and ICT services. Additional support is provided through Budget 2026, which includes RM50m 

in digital grants and a RM3bn financing facility for SMEs, enabling a broader base of businesses to invest in ICT infrastructure. These 

initiatives collectively create a strong pipeline of demand across industries, particularly among SMEs that are in earlier stages of digital 

adoption. 

 
Investment Merits 

Two Decades of ICT Expertise Delivering Tailored, Future-Ready Solutions. With approximately 20 years of experience, Pentech 

has developed strong technical capabilities to customize solutions to each client’s needs, while its comprehensive engineering and 

system design approach ensures alignment with customers’ functional, operational and strategic needs. Supported by a technical 

team of 69 ICT systems engineers and architects, Pentech adopts a hands-on, consultative approach that begins with on-site assessments 

to gain a deep understanding of each client’s operations, workflows, and business priorities. This allows the Group to design and 

implement fully integrated ICT ecosystems spanning data centre infrastructure, networking, cybersecurity, hardware and software, as 

well as cloud and managed services. Importantly, Pentech’s vendor-neutral approach enables it to work with leading technology 

providers such as Dell Technologies, HPE, Microsoft, Fortinet and Pure Storage, ensuring flexibility in selecting and integrating the 

most suitable solutions for each client. By managing the entire ICT lifecycle from system design and procurement to installation, 

integration, testing, and ongoing monitoring and maintenance, Pentech positions itself as a trusted one-stop ICT solutions provider, 

simplifying complexity for clients while ensuring reliability, efficiency, and scalability over time. This end-to-end capability, combined with 

its deep understanding of client environments, strengthens long-term relationships and positions the Group as a preferred partner for 

system upgrades and expansions, supporting recurring business. Looking ahead, Pentech plans to further enhance its value proposition 

through expansion into new AI-powered cloud solutions, advanced applications, and the establishment of a dedicated cybersecurity 

business unit, reinforcing its position as a comprehensive ICT partner and supporting sustainable long-term growth. 
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Figure 5: Value Chain of the Enterprise ICT Industry  Figure 6: The Group’s Revenue Compositions 

 

 

 

Source: Pentech’s IPO Prospectus  Source: Pentech’s IPO Prospectus 

 
Diversified Revenue Streams and Growing Business Segments. Pentech’s revenue model reflects a balanced and increasingly 

resilient structure, supported by both non-recurring and recurring income streams that have expanded consistently over the past 

four financial years. In FYE2025, non-recurring revenue (project-based), primarily from enterprise ICT infrastructure integration, 

hardware and software supply, and other services (technical and digital transformation services), accounted for 79.3% of total revenue, 

while recurring revenue from cloud and managed services contributed 20.7%, a significant increase from 9.0% in FYE2022. This 

shift toward recurring income is strategically important, as it enhances earnings visibility through subscription-based contracts typically 

ranging from one to three years, and in some cases up to five years, reducing reliance on new project wins. Moreover, the recurring 

segment is more profitable, with gross profit margins improving to 26% in FYE2025 compared to 10.2% for the core ICT integration 

segment, demonstrating stronger scalability and operating leverage. Pentech also benefits from its technical and digital transformation 

services, which consistently deliver gross profit margins exceeding 90% due to their labour-driven cost structure. Looking ahead, 

further upgrade of the existing Operations Command Centre (OCC) and expansion into a Security Operations Centre (SOC) is expected 

to drive higher-value service offerings and margin expansion. Importantly, the Company has strong cross-selling capability, where 

approximately 90% of project-based clients transition into recurring service engagements, contributing at least 10% of initial project 

value, supports a compounding and sustainable revenue base, positioning Pentech for continued growth and improved profitability. 

Long-Standing Customer Relationships Anchored by Recurring Technology Refresh Cycles. Pentech has built a broad and 

diversified customer base of over 1,000 active clients across industries such as manufacturing, financial services, healthcare, education, 

and telecommunications, and has completed more than 2,000 projects to date. The Group maintains a diversified customer base, 

consistently adding over 100 new customers each year while avoiding reliance on a single client. This is supported by strong retention 

levels, with approximately 50%–60% retention for new customers and around 90% for existing customers, supported by recurring 

maintenance, subscription and managed service arrangements that extend relationships beyond initial project delivery. Pentech’s 

position as a one-stop ICT solutions provider, offering end-to-end services further strengthens customer stickiness. By working closely 

with clients to understand their operational and business needs, Pentech is able to deliver tailored solutions that improve efficiency 

and integrate seamlessly into existing systems. This deep engagement not only strengthens relationships but also embeds the Group 

within clients’ IT environments. Importantly, enterprise IT systems typically require upgrades or refresh cycles every three to six years 

due to evolving technology and changing business requirements, creating recurring demand and positioning Pentech as a preferred 

partner for upgrades. As at the LPD, the Group has approximately RM87m in outstanding purchase orders, providing good earnings 

visibility and supporting its growth trajectory. 

Riding on Manufacturing and Financial Services Digitalisation Trends. Pentech’s strong exposure to the manufacturing sector, its 

largest customer segment consistently contributing over 50% of total revenue from FYE2023 to FYE2025, positions the Group to 

benefit from one of Malaysia’s most ICT-intensive and structurally important industries. Enterprise ICT solutions play a critical role in 

modern manufacturing by enabling real-time data processing across production facilities, supporting automation, production 

monitoring, supply chain integration, and data-driven decision-making to enhance efficiency and productivity. The sector remains a 

key pillar of Malaysia’s economy, contributing 23.0% to GDP growth in 2025, and represents a large and scalable addressable market. 

Based on the latest available data from the Department of Statistics Malaysia (DoSM), there were 54,505 manufacturing establishments 

in 2022, highlighting a broad base of potential clients requiring ongoing digitalization and system upgrades. These establishments 

collectively spent approximately RM256.9m on ICT-related assets, including RM136.9m on computer hardware, RM77.4m on software, 

and RM42.7m on telecommunications equipment, underscoring the sector’s consistent investment in technology. Complementing this, 

the financial services sector, another key vertical for Pentech, is also undergoing rapid digital transformation driven by regulatory 

requirements, cybersecurity needs, and the shift toward digital banking and fintech solutions. Together, these industries provide 

a resilient and recurring demand base, as enterprises continuously invest in upgrading and maintaining mission-critical IT systems. This 

dual exposure enables Pentech to capitalize on long-term digitalization trends, reinforcing earnings visibility and supporting sustainable 

growth. 
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Figure 7: SOC Architecture and Design  Figure 8: Competitive Landscape 

 

 

 

Source: Simply Data  Source: Pentech’s IPO Prospectus 

 

Expansion into Higher-Margin, Recurring ICT Services (SOC & OCC). Pentech’s upgrade of its OCC and planned expansion of new 

SOC services mark a strategic step towards strengthening its portfolio of higher-margin, recurring ICT offerings. The OCC currently 

serves as the backbone of Pentech’s managed services, functioning as a centralized hub for monitoring, managing and 

supporting customers’ ICT systems, including cloud and infrastructure services. Moving forward, Pentech plans to enhance its 

OCC facilities in Kuala Lumpur and Penang to support a significantly larger customer base beyond the current 150 clients, while scaling 

its capacity to manage more complex environments from approximately 1,000 PCs to up to 5,000 PCs, which is expected to 

enhance margins. In tandem, the rollout of SOC services aligns with rising cybersecurity demands, further supported by regulatory 

frameworks such as the Cyber Security Act 2024 (CSA 2024), which mandates stricter preventive measures and incident reporting. 

Leveraging its base of over 1,000 active customers, Pentech is well-positioned to cross-sell these services through continuous 

engagement initiatives such as workshops and technology updates conducted with clients. Collectively, these efforts are expected to 

deepen customer relationships, enhance recurring revenue visibility, and strengthen Pentech’s positioning in Kuala Lumpur as a 

comprehensive one-stop ICT solutions provider with a broad and scalable service offering.  

IPO Details  

 
Offer for Sale (m) Public Issue (m) Total (m) (%) 

Retail Offering     

Malaysian Public (Bumiputera) - 15.50 15.50 2.50 

Malaysian Public (Non-Bumiputera) - 15.50 15.50 2.50 

Eligible Persons - 31.00 31.00 5.00 

Private Placement     

Selected Investors - 32.50 32.50 5.20 

Selected Bumiputera Investors 

approved by MITI 
- 77.50 77.50 12.50 

Total - 172.00 172.00 27.74 

Source: Pentech’s IPO Prospectus, Mercury Securities 

 

Figure 9: IPO Tentative Timeline  Figure 10: Post-IPO Corporate Structure 

 

 

 

Source: Pentech’s IPO Prospectus, Mercury Securities  Source: Pentech 
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Financial Highlights 

Pentech’s financial performance has been supported by steady revenue recovery, stable profitability, and a net-cash balance sheet. 

Revenue increased from RM194m in FY2022 to RM233m in FY2025, representing a three-year CAGR of 6.23%, interrupted by a 

temporary decline to RM170m (-12%) in FY2023. The drop in FY2023 was mainly due to a RM44.2m reduction in revenue from system 

integration for enterprise network infrastructure following the completion of a major project for a manufacturing customer, as well as 

a RM4.2m decline in the hardware and software segment due to lower orders. The Group rebounded in FY2024, with growth recorded 

across all business segments, including enterprise ICT infrastructure integration, hardware and software supply (+3.2% and +13.5%, 

respectively), while the cloud and managed services segment recorded the strongest growth, increasing by RM10.6m (+41.8%), driven 

by higher demand for Platform-as-a-Service (PaaS) and Software-as-a-Service (SaaS), which contributed RM8.8m. This positive 

momentum continued into FY2025, with all segments expanding further, led by a RM14.3m increase in enterprise ICT infrastructure 

integration, supported by network and data centre projects for a major customer in the E&E industry, alongside a RM16.1m (37.9%) 

increase in hardware and software supply due to stronger order flows. In addition, the Group’s other services segment grew steadily, 

contributing approximately 2% of revenue from FY2023 to FY2025, compared to 0.9% in FY2022, reflecting rising demand for 

complementary ICT services and supporting a more diversified and resilient revenue base. 

Profitability remained steady. Gross profit increased from RM23.4m in FY2022 to RM34.8m in FY2025, with gross profit margin 

improving from 12.0% in FY2022 to a peak of 16.6% in FY2024, before easing slightly to 14.9% in FY2025. The moderation in FY2025 

was mainly due to higher hardware and software costs that were not fully passed on to customers, reflecting management’s strategy to 

maintain long-term client relationships, as well as the completion of higher-margin projects in FY2024 and a shift towards lower-margin 

projects to support future cross-selling and upselling opportunities. Despite this, margins for the cloud and managed services segment 

improved to 26.0%, supported by lower average costs, including software and staff expenses. Overall, the Group maintained stable 

profitability, with EBITDA margin at 6.6% and PAT margin at 4.5% in FY2025, demonstrating its ability to sustain earnings while 

balancing growth and customer retention.  

 

Figure 11: Revenue Trend (RM m) and YoY Growth (%)  Figure 12: Profitability Margins  

 

 

 

Source: Pentech, Mercury Securities  Source: Pentech, Mercury Securities 

 

Healthy Balance Sheet. As at 31 December 2025, Pentech had RM23.6m in cash and bank balances and RM24.2m in working 

capital, supported by a current ratio of 1.5 times. Total assets stood at RM82.7m, underpinned by shareholders’ equity of RM31.5m, 

while total liabilities remained manageable at RM51.2m. Notably, the Group is effectively debt-free, with no bank borrowings and 

indebtedness largely confined to lease liabilities, resulting in negligible gearing both pre- and post-IPO. This strong balance sheet provides 

substantial financial flexibility to fund key growth initiatives, including OCC upgrades, expansion into SOC, and the rollout of additional 

ICT services, as well as marketing, overseas expansion, and working capital needs. From an IPO perspective, this positions Pentech 

favourably, as proceeds are intended for growth and capacity expansion rather than balance sheet repair. 

The Group has consistently generated positive operating cash flows, increasing from RM2.3m in FY2022 to RM12.6m in FY2025 

(FY2023: RM11.1m; FY2024: RM8.8m). The declined in 2024 was largely attributable to higher trade receivables arising from elevated 

project billings at year-end and increased inventory builds ahead of project deliveries, both of which normalised in FY2025 as collections 

improved and inventory was deployed. This demonstrates improving cash generation alongside revenue growth. Capital expenditure 

declined from RM1.7m in FY2022 to RM0.6m in FY2025, reflecting Pentech's asset-light business model where the majority of hardware 

and software is sourced from third-party suppliers rather than owned outright. Overall, the Group's improving cash generation and prudent 

balance sheet management provide a solid financial foundation to support its growth plans post-listing. 
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Figure 13: Balance Sheet Strength and Leverage Profile  Figure 14: Capex vs. Net Operating Cash Flow 

 

 

 

Source: Pentech, Mercury Securities  Source: Pentech, Mercury Securities 

Working Capital Trend. Working capital management remained disciplined and efficient throughout the period. Inventory days stayed 

consistently low at 1–5 days, reflecting Pentech’s asset-light, order-driven procurement model that minimizes holding costs. 

Receivables days increased from 52 days in FY2022 to 72 days in FY2024 before improving to 66 days in FY2025, in line with credit 

terms and a higher proportion of enterprise customers. Notably, 95.9% of receivables as at 31 December 2025 have since been collected, 

underscoring strong receivables quality. Payables days rose from 46 days in FY2022 to 65 days in FY2024 due to higher hardware 

and software purchases and longer customer collection cycles, before normalizing to 57 days in FY2025. Despite these movements, the 

cash conversion cycle remained tightly managed at 5 to 13 days across FY2022–FY2025, highlighting the Group’s ability to efficiently 

convert earnings into cash while supporting internally funded growth.  

Figure 15: Working Capital Cycle (Days) 

 

Source: Pentech, Mercury Securities  

Pentech is expected to sustain a positive growth trajectory over FY2026E–FY2028E, supported by strong order visibility and expanding 

base of recurring income. Revenue is projected to increase from RM260.8m in FY2026E to RM294.7m in FY2027E and RM336.0m in 

FY2028E, implying YoY growth of 12.0%, 13.0% and 14.0%, respectively (3Y CAGR: 13.5%). Our base-case assumptions are 

anchored on continued project wins in non-recurring segments, sustained demand for enterprise ICT infrastructure integration 

alongside rising subscription-based income from cloud and managed services driven by structural tailwinds from AI adoption 

and digitalisation, which are driving greater cybersecurity needs. 

On profitability, we assume margins progressively improve, with GP margins of 14.9% in FY2026E and strengthening to 15.9% in 

FY2027E–FY2028E, driven by a favourable shift towards higher-margin recurring services. EBITDA margins are forecasted at 4.9% in 

FY2026E, expanding to 7.6% in FY2027E and remaining stable thereafter, as near-term margins are weighed down by upfront investments 

in SOC establishment, OCC upgrades, expansion into additional ICT services, and marketing activities, to support future growth. We 

project PAT of RM8.2m, RM14.5m and RM16.2m over the same period, translating into YoY growth of -22.5%, +76.4% and +11.8%, 

respectively, with an assumed effective tax rate of 24% and higher depreciation and operating expenses as the Group scales. PAT 

margins are expected to moderate from 4.5% in FY2025 to 3.1% in FY2026E, before recovering to 4.9% and 4.8% in FY2027E and 

FY2028E, respectively. The temporary earnings dip in FY2026E reflects a deliberate investment phase, with the strong rebound in 

FY2027E highlighting the scalability and earnings leverage of Pentech’s increasingly recurring, higher-margin business model. 
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FYE Dec (RM m) 

FY22A FY23A FY24A FY25A FY26E FY27E FY28E 

Revenue 194.2 170.1 188.9 232.9 260.8 294.7 336.0 

Gross Profit 23.4 25.2 31.4 34.8 39.0 47.0 53.6 

EBITDA 10.1 11.9 14.4 15.5 12.8 22.5 25.7 

EBIT 9.2 10.5 13.1 14.1 10.5 18.6 20.5 

PBT 9.2 10.7 13.4 14.5 10.8 19.1 21.3 

Core Net Profit 6.8 7.8 10.0 10.6 8.2 14.5 16.2 

Core EPS (sen)* 1.10 1.26 1.61 1.71 1.32 2.34 2.61 

Core EPS Growth (%) - 14.7% 27.4% 6.3% -22.5% 76.4% 11.8% 

Net DPS (sen)* 0.16 0.24 0.95 0.24 - - - 

Net Div. Yield (%) * 0.8% 1.2% 4.8% 1.2% - - - 

BVPS (sen) 0.02 0.03 0.04 0.05 0.06 0.09 0.11 

PER (Using IPO price) 18.2 15.9 12.4 11.7 15.1 8.6 7.7 

PBV (x) (Using IPO price) 10.3 6.8 5.5 3.9 3.1 2.3 1.8 

Net Gearing Net Cash Net Cash Net Cash Net Cash Net Cash Net Cash Net Cash 

*Based on enlarged issued share capital of 620.0m 

Valuation  

We value Pentech at RM0.34 per share based on a 14.75x PER applied to our projected FY2027E EPS of 2.34 sen. Our target multiple 

represents a 10% discount to the selected Malaysian ICT solutions provider peers’ 5-year historical average PER of 16.4x, 

reflecting Pentech’s relatively lower profitability margins and its current positioning within a more competitive, project-driven segment of 

the ICT solutions market. The selected peer group provides a relevant benchmark given the similarities in service offerings, including 

system integration, cloud solutions and managed services, as well as comparable operating environments within Malaysia’s ICT 

landscape. While peers generally benefit from more established scale, broader client bases and stronger margin profiles, Pentech is in a 

transition phase towards a higher-margin, recurring revenue model anchored by cloud, managed services and cybersecurity capabilities. 

The discounted multiple also captures near-term margin pressures in FY2026E arising from upfront investments in SOC establishment, 

OCC upgrades and service expansion. Nevertheless, as these initiatives scale and recurring income contribution increases, we expect 

meaningful margin expansion and earnings visibility over the medium term. 

Profitability Margin and Return Ratios Comparison (x) 

Company Bloomberg Ticker Margin (%) % 

  GP EBITDA PBT PAT ROE ROA 

Cloudpoint Technology Bhd CLOUDPT MK Equity 28.4 18.1 17.2 11.8 25.3 12.8 

SNS Network Technology Bhd SNS MK Equity 5.3 2.4 1.8 1.4 15.7 7.5 

Mesiniaga Bhd MESI MK Equity n/a 3.0 3.0 5.1 10.3 5.5 

Silver Ridge Holdings Bhd SRHB MK Equity 19.7 9.5 6.0 7.0 2.0 1.2 

Simple Avg.  17.8 8.2 7.0 6.3 13.3 6.7 

Pentech Holdings Bhd PENTECH MK Equity 14.9 6.6 6.2 4.5 39.3 10.1 

Source: Bloomberg, Mercury Securities 

5-Year Historical P/E Average of Selected ICT Solution Provider Peers (x) 

Company 
Bloomberg 

Ticker 
FYE 

Share 
Price 
(RM) 

Mkt Cap 
(RM m) 

2021 2022 2023 2024 2025 

Cloudpoint Technology Bhd 
CLOUDPT MK 

Equity 
Dec 0.545 289.72  n/a n/a 17.9 24.4 16.9 

SNS Network Technology 
Bhd 

SNS MK Equity Jan 0.48 817.95  n/a n/a 4.9 11.6 28.6 

Mesiniaga Bhd MESI MK Equity Dec 1.23 74.29  17.5 14.9 21.4 n/a 6.9 

Silver Ridge Holdings Bhd SRHB MK Equity June 0.38 154.70  n/a n/a n/a 16.1 n/a 

Simple Avg.    334.2 17.5 14.9 14.7 17.4 17.5 

Source: Bloomberg, Mercury Securities 

Industry Comparison 

As per the latest Financial Recorded Margin % 1-Year Forward 
P/E Multiple Index Bloomberg Ticker GP EBITDA PAT 

Bursa Malaysia Technology Index KLTEC Index 17.5 14.3 7.4 23.7x 

Pentech Holdings Berhad PENTECH MK Equity 14.9 6.6 4.5 14.5x 

Source: Bloomberg, Mercury Securities 
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SWOT Analysis  

S 
STRENGTHS 

W 
WEAKNESS 

Established Position in Flow Control Distribution. Pentech has 

built an established presence in the distribution of pipes, valves, 

fittings and flow control solutions, primarily serving the oil & gas, 

petrochemical and industrial sectors. Its operating experience and 

familiarity with technical specifications position the Group as a reliable 

supply partner for mission-critical applications, particularly where 

product quality and compliance are essential. 

Diversified Product Offering Supported by Global Principals. The 

Group offers a wide range of flow control products sourced from 

multiple global manufacturers, allowing it to meet diverse customer 

requirements across upstream, midstream and downstream 

segments. Its ability to represent several principals enhances product 

breadth while enabling participation in various project scopes, from 

maintenance works to large-scale capital projects. 

Exposure to Multiple End-User Industries. Pentech serves a mix of 

industries including oil & gas, marine, power generation and general 

industrial manufacturing. This multi-sector exposure provides a 

degree of insulation against cyclical downturns in any single segment, 

while allowing the Group to capture demand arising from different 

industrial investment cycles. 

Dependence on Third-Party Principals for Product Supply. 

Pentech operates primarily as a distributor and does not own 

manufacturing capabilities, making it reliant on its network of external 

principals for product availability and pricing. Any disruption in supply 

arrangements, termination of distributorship agreements, or 

unfavourable changes in commercial terms could materially impact 

its ability to fulfil customer orders and maintain margins. 

Customer Concentration Risk. A meaningful portion of the Group’s 

revenue is derived from a limited number of key customers, including 

contractors and industrial players involved in large-scale projects. 

The loss of any major customer, or a slowdown in their project 

pipelines, could result in a noticeable decline in revenue and 

profitability. 

Project-Driven Revenue Volatility. The Group’s revenue is partially 

driven by project-based procurement, particularly within the oil & gas 

and infrastructure sectors. As a result, financial performance may be 

uneven across reporting periods, depending on the timing of contract 

awards, delivery schedules and project completion milestones. 

T 
THREATS 

O 
OPPORTUNITIES 

Intense Competitive Landscape and Pricing Pressure. The flow 

control distribution industry is highly competitive, with numerous local 

distributors and international players competing on pricing, delivery 

timelines and product availability. This competitive intensity may limit 

Pentech’s pricing power and exert downward pressure on margins, 

particularly for commoditised products. 

Exposure to Cyclicality of Oil & Gas Sector. A significant portion of 

the Group’s demand is linked to activity levels in the oil & gas sector. 

Volatility in crude oil prices, coupled with fluctuations in upstream and 

downstream capital expenditure, could lead to reduced order flows, 

project deferments and weaker demand visibility. 

Supply Chain Disruptions and Foreign Exchange Risks. Given its 

reliance on imported products, Pentech is exposed to global supply 

chain disruptions, including shipping delays, geopolitical tensions and 

manufacturing bottlenecks. In addition, fluctuations in foreign 

exchange rates may impact procurement costs and compress margins 

if such increases cannot be fully passed on to customers. 

 

Sustained Capital Expenditure in Oil & Gas and Infrastructure. 

The outlook for capital spending in the oil & gas, petrochemical and 

infrastructure sectors, particularly within Southeast Asia, remains 

supportive. Ongoing investments in refinery upgrades, offshore 

developments and industrial expansion are expected to drive 

demand for flow control products, providing growth opportunities for 

Pentech. 

Expansion into New Geographies and Customer Segments. 

Pentech has the opportunity to expand beyond its existing core 

markets by leveraging its established relationships with international 

principals. Penetration into new geographical markets or adjacent 

customer segments could enhance revenue diversification and 

reduce dependence on domestic demand. 

Development of Value-Added and Integrated Service Offerings. 
Beyond pure product distribution, the Group may strengthen its value 

proposition by offering complementary services such as technical 

advisory, engineering support, inventory management and after-

sales services. This could improve customer retention, increase 

wallet share and support higher margin contributions. 

 
 

 

 

 

This section is left blank intentionally 



 

IPO Note       

 

 
 

 
 

10 / 17 

Company Background 

Pentech Holdings Berhad (“Pentech”) is a Malaysia-based ICT solutions provider with over 20 years of operating track record through its core 

subsidiary, Pentech Solutions Sdn Bhd (incorporated in 2006), offering end-to-end services from designing and integrating enterprise IT 

infrastructure to supplying hardware and software, as well as providing cloud computing, managed services and digital transformation solutions. 

The Group bridges the gap between complex and costly global ICT solutions and local business needs by delivering cost-effective, customised 

and scalable solutions. To date, Pentech has completed over 2,000 projects, serves more than 1,000 active customers, and has approximately 

RM87m in outstanding purchase orders, supporting strong earnings visibility. Headquartered in Penang with a presence in Kuala Lumpur, it 

serves a diverse range of industries and continues to expand its customer base by adding over 100 new customers annually while retaining 

about 50% to 60% of them. Its business model combines non-recurring project-based income with recurring revenue from cloud, maintenance 

and subscription services, providing stable and predictable cash flows. Demand remains resilient as enterprises continuously upgrade their IT 

systems, while Pentech generates recurring income between upgrade cycles. Notably, about 90% of project customers transition into recurring 

services, with at least 10% of project value contributing to recurring revenue. The Group focuses on mid-to-large scale projects involving 200–

300 users, typically valued at RM5m to RM10m with implementation timelines of 6 to 9 months, supported by a workforce of 129 employees. 

 Figure 16: Key Milestones 

 

Source: Pentech 

 

 Figure 17: Business Model  Figure 18: Overview of Enterprise ICT Infrastructure 

 

 

 

Source: Pentech’s IPO Prospectus  Source: Pentech’s IPO Prospectus 

 

 

 



 

IPO Note       

 

 
 

 
 

11 / 17 

Figure 19: Business Process Flow for Integration of Enterprise ICT   Figure 20: The Group’s Partnerships 

 

 

 

Source: Pentech’s IPO Prospectus  Source: Pentech’s IPO Prospectus 

 

Figure 21: Key Management Team 

Name and Designation Age Profile 

Yeoh Chin Ming,  
Managing Director, Chief 
Executive Officer 

51 Appointed to the Board on 21 November 2024, Mr. Yeoh Chin Ming serves as the Non-Independent 

Managing Director / Chief Executive Officer and leads the Group’s overall strategic direction and 

business operations. He holds a Bachelor of Information Technology in Systems Science and 

Management from Universiti Kebangsaan Malaysia (1999) and a Master of Business 

Administration in Marketing from Nottingham Trent University, United Kingdom (2006). With over 

25 years of experience in the ICT industry, he began his career with General Computers (M) Sdn 

Bhd in 1999 before joining Hewlett Packard (M) Sdn Bhd and later Microsoft (Malaysia) Sdn Bhd 

in sales and account management roles. He joined the Group in 2010 and was promoted to Sales 

Director, where he drove market expansion and business growth, before becoming General 

Manager in 2018 and Chief Executive Officer in 2022. In June 2025, he was redesignated to his 

current role. 

Tan Hooi Bee, 
Executive Director 

57 Appointed to the Board on 20 June 2025, Ms. Tan Hooi Bee serves as a Non-Independent 

Executive Director and leads the Group’s strategic initiatives and business growth. She holds a 

Bachelor of Science from the University of New South Wales, Australia (1991). With over 30 years 

of experience in IT and business operations, she began her career with IFCA Systems (Penang) 

Sdn Bhd in 1992 before joining General Computers (M) Sdn Bhd, where she progressed to Sales 

Manager. She later co-founded Icuelinks Sdn Bhd and subsequently joined Originex Control (PG) 

Sdn Bhd as Product Manager. She joined the Group in June 2013 as Project Manager and was 

promoted to Senior Network Business Director in 2023, overseeing strategic initiatives and team 

leadership, before assuming her current role. 

Juleen The Sue Leen, 
Executive Director 

42 Appointed to the Board on 20 June 2025, Ms. Juleen Teh Sue Leen serves as a Non-Independent 

Executive Director and oversees the Group’s day-to-day operations, including human resources, 

administration and internal controls. She holds a Bachelor of Science in Computing and Information 

Systems from London Metropolitan University, United Kingdom (2005). With over 15 years of 

experience, she began her career with General Computers (M) Sdn Bhd in 2005 before joining the 

Group in June 2007 as an Admin Assistant. She was subsequently promoted to Admin and Finance 

Manager in 2018, Admin and Finance Director in 2022, and later redesignated as Business 

Operations Director in 2025, where she led operational efficiency and process improvements 

before assuming her current role. 

Ho Huang Ken, 
Chief Sales Officer 

45 Appointed as Chief Sales Officer in July 2025, Mr. Ho Huang Ken is responsible for the Group’s 

sales strategy, team management and business development initiatives. With over 20 years of 

experience in the ICT industry, he began his career with General Computers (M) Sdn Bhd in 2004 

before co-founding the Group in 2006, where he played a key role in driving sales growth and 

strategic direction. He was subsequently promoted to Sales Director in 2017 and Sales Vice 

President in 2022, leading sales operations and team expansion, before assuming his current role. 

Ooi Hooi Yin, 
Chief Financial Officer 

48 Appointed in January 2025, Ms. Ooi Hooi Yin oversees the Group’s overall finance and accounting 

functions as Chief Financial Officer. She holds a Bachelor Degree in Accounting from University 

Utara Malaysia, Kedah (2001) and a Master of Business Administration from Universiti Sains 

Malaysia, Penang (2015), and is a Chartered Accountant and member of the Malaysian Institute of 

Accountants. With over 20 years of experience, she began her career in audit with Yeap Geok 
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Lake & Co before moving into accounting roles in Daxon Technology Sdn Bhd and Benchmark 

Electronics (M) Sdn Bhd. She later joined Fumakilla Malaysia Berhad, where she progressed to 

Finance Manager, and subsequently held senior finance roles in Southern Steel Berhad and 

Texchem Food Sdn Bhd. Prior to joining the Group, she served as Chief Financial Officer of Coraza 

Integrated Technology Berhad. 

Lim Wei Ghee, 
Chief Technology Officer 
 

49 Appointed as Chief Technology Officer in January 2019, Mr. Lim Wei Ghee oversees the Group’s 

Cloud Digital Transformation (CDX) initiatives and drives its digital transformation strategy. He 

holds a Master of Science in eBusiness from the University of Bolton, United Kingdom (2006). With 

over 20 years of experience in IT and digital solutions, he began his career with Alpine Reliance 

Sdn Bhd in 1998 before joining Informatics Perkasa Sdn Bhd as Training Manager. In 2004, he 

founded Aspire Progressive Sdn Bhd, where he provided enterprise IT training and consultancy on 

digital transformation initiatives. He later joined the Group in August 2013 as Technology 

Consultant, overseeing software operations and cloud-based solutions, before being promoted to 

his current role. 

Quah Chea Siang, 
Head of Enterprise 
Business Development 
 

42 Appointed as Head of Enterprise Business Development in February 2025, he oversees the 

Group’s enterprise sales strategy and business development initiatives. With over 15 years of 

experience in enterprise sales and account management, he held roles in Optalink Sdn Bhd, 

Mesiniaga Berhad and Fujitsu (Malaysia) Sdn Bhd, managing client portfolios and driving market 

expansion. He joined the Group in September 2012 as Corporate Account Manager, focusing on 

new business development and market penetration. He was subsequently promoted to Senior 

Sales Manager in 2017, overseeing sales planning and execution, and later to Sales Director in 

2022 before assuming his current role. 
 

Major Customers 

Customer 
Country of 
operations 

Main type of product sold/services 
supplied 

Length of 
Relationship as at 

FPE24 (Years) 

Revenue  
(RM ‘000) 

% of Group’s 
Total Revenue 

Customer A Group Malaysia 
Integration of enterprise ICT 

infrastructure 
6 24,447 10.5 

Customer K Malaysia Supply of hardware and software 14 9,340 4.0 

Customer L Malaysia 
Provision of cloud and managed 

services 
8 6,061 2.6 

Customer J Malaysia 
Integration of enterprise ICT 

infrastructure 
9 6,031 2.6 

Customer G Group 
Malaysia, 

Thailand and 
India 

Integration of enterprise ICT 
infrastructure, provision of cloud 

services 
4 4,492 1.9 

Subtotal 50,371 21.6 

Group’s Total Revenue 232,888 100.0 

Source: Pentech’s IPO Prospectus 

 

Major Suppliers 

Supplier 
Country of 
operations 

Products Sourced 
Length of 

Relationship as at 
FPE25 (Years) 

Purchases  
(RM ‘000) 

% of Group’s 
Total 

Purchases 

Ingram Micro Malaysia Sdn Bhd Malaysia Hardware, software, cloud licenses 15 55,283 28.7 

VSTECS Group Malaysia Hardware, software 19 41,015 21.3 

Tec D Distribution (Malaysia) 
Sdn Bhd 

Malaysia Hardware, software, cloud licenses 18 29,970 15.5 

Westcon Solutions (M) Sdn Bhd Malaysia Hardware, software 11 8,314 4.3 

M-Link System Group Malaysia Hardware, software 15 7,240 3.8 

Subtotal 141,822 73.5 

Group’s Total Revenue 192,870 100.0 

Source: Pentech’s IPO Prospectus 
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Future Plans and Business Strategies 

Facility expansion. Pentech’s facility expansion strategy is centred on establishing a new Security Operations Centre (“SOC”) in Kuala Lumpur 

and upgrading its existing Operations Command Centre (“OCC”) infrastructure in both Kuala Lumpur and Penang. The new SOC, supported 

by the Managed Security Operations Centre Malaysia Licence obtained from NACSA, will operate on a 24/7 basis to provide real-time 

cybersecurity monitoring, threat detection and incident response services for clients. The facility will be equipped with essential IT infrastructure, 

including servers, storage systems, networking equipment and cybersecurity tools, enabling the Group to deliver higher-value managed 

security services. In parallel, Pentech plans to upgrade its OCC facilities, comprising its primary centre in Kuala Lumpur and its secondary 

disaster recovery site in Penang, through enhancements in monitoring systems, operational tools and supporting infrastructure. These 

upgrades are expected to improve system visibility, strengthen incident response capabilities and enhance overall service reliability and 

scalability. 

Additional ICT Services. In line with its strategy to expand its service offerings, Pentech plans to introduce new AI-powered cloud and other 

applications, alongside establishing a dedicated cybersecurity business unit. The AI-powered solutions will incorporate advanced functionalities 

such as real-time monitoring, behavioural analytics and automated response mechanisms to enhance performance, efficiency and security 

across client IT environments. These capabilities will support key areas such as infrastructure monitoring, data protection and access 

management. At the same time, the establishment of a cybersecurity business unit will enable the Group to deliver more comprehensive, end-

to-end security solutions covering threat detection, prevention and response. This initiative is expected to strengthen Pentech’s positioning as 

an integrated ICT solutions provider while driving higher-value and more recurring revenue streams. 

Increase in Sales and Marketing Activities. To support its expansion initiatives, Pentech intends to increase its sales and marketing activities 

with a focus on promoting its SOC and OCC capabilities, as well as its new cloud, AI and cybersecurity solutions. The Group plans to adopt a 

structured, multi-channel approach encompassing digital marketing campaigns, targeted outreach and online engagement to broaden its 

market reach. In addition, it will conduct events, webinars and product demonstrations, often in collaboration with technology partners, to 

showcase its solutions and technical capabilities. The Group also aims to strengthen customer engagement through the sharing of case studies, 

performance results and client testimonials to build credibility and trust. Collectively, these initiatives are expected to enhance brand visibility, 

improve customer acquisition and accelerate the adoption of its expanded suite of ICT services. 

Key Risks  

Revenue Volatility and Dependence on Continuous Project Replenishment. The Group operates a predominantly project-based business 

model, with approximately 80%–90% of its revenue derived from non-recurring projects over the financial years under review. This inherently 

leads to earnings volatility, as revenue recognition depends on the timing, size, and completion of individual contracts. Unlike recurring-revenue 

models, there is limited visibility on future income streams beyond the existing order book. As such, the Group’s financial sustainability is highly 

dependent on its ability to consistently secure new projects and maintain a healthy pipeline. Any slowdown in contract wins, delays in customer 

capital expenditure, or increased competition could result in gaps in revenue and declining profitability. 

Dependence on Third-party Suppliers, Principals, and Technology Partners. The Group’s operations rely heavily on a network of third-

party suppliers and technology principals for hardware, software, and cloud-based solutions. Additionally, the Group benefits from vendor 

incentives, rebates, and partner programme privileges, which contribute to margins and competitiveness. This creates a layer of dependency 

where any disruption in supply chains, price increases, changes in partner terms, or termination of relationships could adversely affect project 

delivery, cost structure, and profitability. Furthermore, failure to meet performance or certification requirements under these partner 

programmes may result in loss of preferred status or financial incentives, weakening the Group’s market positioning. 

Exposure to Cybersecurity and System-related Risks. Given that a significant portion of the Group’s revenue is derived from enterprise 

ICT integration, cloud infrastructure, and managed services, its operations are inherently exposed to cybersecurity threats and system 

vulnerabilities. These risks include data breaches, hacking, malware attacks, and system failures, whether originating internally or from external 

sources. A successful cyber incident could lead to service disruptions, loss or compromise of sensitive customer data, regulatory penalties, 

and reputational damage. As trust and reliability are critical in ICT services, any major breach may also result in loss of clients and reduced 

ability to secure future contracts, even if no material incidents have occurred historically. 

Project Execution Risk, Including Delays, Cost Overruns, and Contractual Penalties. The Group’s project-based nature exposes it to 

risks associated with execution and delivery, including delays due to technical challenges, resource constraints, or dependency on third parties 

(e.g., subcontractors and suppliers). Such delays may lead to cost overruns, deferred revenue recognition, or even contract termination. In 

certain cases, the Group may also be subject to liquidated ascertained damages (LAD) or service level agreement (SLA) penalties if it fails to 

meet agreed timelines or performance standards. Beyond the immediate financial impact, poor project execution can damage customer 

relationships, harm reputation, and reduce the likelihood of repeat business or referrals, ultimately affecting long-term growth. 
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Sustainability Review 

Environmental (E) 

1. Energy Consumption 

• The Group promotes energy-saving practices across its workplace by encouraging employees to switch off lights and electronic 

devices when not in use, particularly during non-working periods such as lunch breaks and after office hours. 

• Motion sensor lighting has been installed within its premises to enhance energy efficiency and reduce unnecessary electricity 

consumption. 

2. Waste Management 

• The Group emphasizes responsible waste management, particularly for IT assets, whereby non-reusable equipment is disposed of 

through approved collectors for proper e-waste recycling. 

• Disposal of IT assets is centrally managed by the IT department to ensure regulatory compliance, safeguard sensitive data and 

minimize environmental risks, while preventing unauthorized disposal by employees. 

3. Paperless Trail 

• Pentech actively promotes a paperless working environment through the adoption of digital tools and software across key business 

processes, including documentation, communication and marketing.  

• These initiatives contribute to reducing paper consumption, thereby lowering environmental impact through decreased deforestation, 

reduced energy usage in paper production and minimized waste generation. 

Social (S) 

1. Occupational Safety and Health 

• The Group has established a Safety and Health Committee (“SHC”) to oversee the implementation of workplace safety practices in 
compliance with the Occupational Safety and Health Act 1994. 

• The SHC conducts regular meetings to review incidents, implement corrective and preventive measures, and monitor the 
effectiveness of safety initiatives to ensure a safe working environment. 

2. Equal Opportunities and Employment Diversity  

• Pentech fosters a workplace culture built on mutual respect and inclusivity, supported by its equal opportunity and local hiring policies. 

• The Group practices fair employment without discrimination based on gender, age, ethnicity, religion or other personal attributes, 

promoting diversity across the organisation. 

3. Talent Management and Employee Benefits  

• The Group recognises the importance of developing a skilled workforce and provides continuous learning opportunities through on-

the-job training and external training programmes. 

• These initiatives aim to enhance employee competencies, improve productivity and support the Group’s long-term operational 

resilience. 

4. Work-Life Balance and Social Responsibility  

• Pentech promotes employee well-being by fostering a supportive work environment that encourages work-life balance and is free 

from discrimination. 

• The Group organises festive celebrations and social activities, while also participating in corporate social responsibility initiatives, 

including charitable contributions to non-profit organisations. 

Governance (G)  

1. Corporate Governance and Ethical Conduct 

• The Group is committed to maintaining high standards of corporate governance, guided by the principles of the Malaysian Code on 

Corporate Governance (MCCG), with a focus on accountability, transparency and integrity. 

• Its Code of Ethics and Conduct outlines internal controls and procedures relating to conflict of interest management, anti-money 

laundering, anti-bribery and insider trading. 

2. Anti-Bribery, Whistleblowing and Data Protection 

• The Group has implemented an Anti-Bribery and Corruption Policy in line with applicable laws, including the Malaysian Anti-

Corruption Commission (Amendment) Act 2018. 

• A Whistleblowing Policy is in place to allow stakeholders to report suspected misconduct or unethical practices, while a Personal 

Data Protection Policy ensures compliance with the Personal Data Protection (Amendment) Act 2024 in handling personal data. 
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3. Risk Management and Board Diversity 

• Pentech has established an Enterprise Risk Management (“ERM”) framework, guided by ISO 31000:2018 principles, to 

systematically identify, assess and manage key risks across its operations. 

• The Group also adopts a Gender Diversity Policy aimed at enhancing diversity at the Board and senior management levels, 

supporting balanced decision-making and effective governance. 

 
Overall ESG Outlook. Pentech’s ESG practices reflect a structured and compliance-driven approach aligned with its operational profile as 

an ICT and IT asset lifecycle solutions provider. Environmental efforts are centred on energy efficiency, responsible e-waste management 

and digitalization initiatives, while social practices emphasize workplace safety, employee development, inclusivity and community 

engagement. Governance is underpinned by a comprehensive framework covering ethics, anti-corruption, whistleblowing, data protection and 

risk management aligned with recognized standards. Overall, the Group’s ESG foundation supports sustainable operations, with scope for 

further enhancement in formalized reporting and performance tracking post-listing. 
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Disclaimer & Disclosure of Conflict of Interest 
 

This report has been prepared by research analyst(s) of Mercury Securities pursuant to the Research Incentive Program under Bursa Research Incentive 

Scheme Plus (“Bursa RISE+”) administered by Bursa Malaysia Berhad. This report has been produced independent of any influence from Bursa Malaysia 

Berhad or the subject company. Bursa Malaysia Berhad and its group of companies disclaim any and all liability, howsoever arising, out of or in relation to the 

administration of Bursa Research Incentive Program and/or this report. This research report can also be found in the Bursa Marketplace or via the link: 

https://www.bursamarketplace.com/mkt/tools/research. 

The information contained in this report is based on data obtained from data and sources believed to be reliable at the time of issue of this report. However, 

the data and/or sources have not been independently verified and as such, no representation, express or implied, are made as to the accuracy, adequacy, 

completeness or reliability of the information or opinions in this report. 

This report may contain forward-looking statements which are often but not always identified by the use of words such as “believe”, “estimate”, “intend” and 

“expect” and statements that an event or result “may”, “will” or “might” occur or be achieved and other similar expressions. Such forward-looking statements 

are based on assumptions made and information currently available to Mercury Securities Sdn Bhd. (“Mercury Securities”) and are subject to known and 

unknown risks, uncertainties and other factors which may cause the actual results, performance or achievement to be materially different from any future 

results, performance or achievement, expressed or implied by such forward-looking statements. Caution should be taken with respect to such statements and 

recipients of this report should not place undue reliance on any such forward-looking statements. Mercury Securities expressly disclaims any obligation to 

update or revise any forward-looking statements, whether as a result of new information, future events or circumstances after the date of this publication or to 

reflect the occurrence of unanticipated events. 

Accordingly, neither Mercury Securities nor any of its holding company, related companies, directors, employees, agents and/or associates nor person 

connected to it accept any liability whatsoever for any direct, indirect, or consequential losses (including loss of profits) or damages that may arise from the 

use or reliance on the information or opinions in this publication. Any information, opinions or recommendations contained herein are subject to change at any 

time without prior notice. Mercury Securities has no obligation to update its opinion or the information in this report. 

This report does not have regard to the specific investment objectives, financial situation and particular needs of any specific person. Accordingly, investors 

are advised to make their own independent evaluation of the information contained in this report and seek advice from, amongst others, tax, accounting, 

financial planner, legal or other business professionals regarding the appropriateness of investing in any securities or the investment strategies discussed or 

recommended in this report. Nothing in this report constitutes investment, legal, accounting or tax advice or a representation that any investment or strategy 

is suitable or appropriate to your individual circumstances or otherwise represents a personal recommendation to you. This report is not intended, and should 

not under no circumstances be considered as an offer to sell or a solicitation of any offer or a solicitation or expression of views to influence any one to buy or 

sell the securities referred to herein or any related financial instruments. 

Mercury Securities and its holding company, related companies,  directors,  employees, agents, associates and/or person connected with it may, from time to 

time, hold any positions in the securities and/or capital market products (including but not limited to shares, warrants and/or derivatives), trade or otherwise 

effect transactions for its own account or the account of its customers or be materially interested in any securities mentioned herein or any securities related 

thereto, and may further act as market maker or have assumed underwriting commitment or deal with such securities and provide advisory, investment, share 

margin facility or other services for or do business with any companies or entities mentioned in this report. In reviewing the report, investors should be aware 

that any or all of the foregoing among other things, may give rise to real or potential conflict of interests and should exercise their own judgement before 

making any investment decisions. 

This research report is being supplied to you on a strictly confidential basis solely for your information and is made strictly on the basis that it will remain 

confidential. All materials presented in this report, unless specifically indicated otherwise, are under copyright to Mercury Securities. This research report and 

its contents may not be reproduced, stored in a retrieval system, redistributed, transmitted, or passed on, directly or indirectly, to any person or published in 

whole or in part, or altered in any way, for any purpose. 

This report may provide the addresses of, or contain hyperlinks to websites. Mercury Securities takes no responsibility for the content contained therein. Such 

addresses or hyperlinks (including addresses or hyperlinks to Mercury Securities own website material) are provided solely for your convenience. The 

information and the content of the linked site do not in any way form part of this report. Accessing such website or following such link through the report or 

Mercury Securities’ website shall be at your own risk. 

This report is not directed to or intended for distribution or publication outside Malaysia. If you are outside Malaysia, you should have regard to the laws of the 

jurisdiction in which you are located. 

The views expressed in this research report accurately reflect the analyst’s personal views about any and all of the subject securities or issuers; and no part 

of the research analyst’s compensation was, is or will be, directly or indirectly, related to the specific recommendations or views expressed in the report. 
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Recommendation Rating 
 

Mercury Securities maintains a list of stock coverage. Stock can be added or dropped subject to needs with or without notice. Hence, the recommendation 

rating only applicable to stocks under the list. Stocks out of the coverage list will not carry recommendation rating as the analyst may not follow the stocks 

adequately. 

Mercury Securities has the following recommendation rating: 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

BUY Stock’s total return is expected to be +10% or better over the next 12 months (including dividend yield) 

HOLD Stock’s total return is expected to be within +10% or -10% over the next 12 months (including dividend yield) 

SELL Stock’s total return is expected to be -10% or worse over the next 12 months (including dividend yield) 


