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Morocco's B2B SaaS Market
This report examines where value actually concentrates in Morocco 's B2B Saa$ market

—— and who is structurally positioned to capture it.

01 - THE SIGNAL

GITEX Africa 2026 in Marrakech made the structural state of Morocco's B2B SaaS market visible. The Moroccan Saa$S presence was
dense — HR platforms, compliance tools, ERP solutions, analytics dashboards. What was absent: the large-account corporate

buyers these products need to scale.

The dominant conversation among Saa$S founders was not product differentiation — it was sales cycle length. Enterprise: 9—18

months. Regulated institutions: 18—24 months. These are not sales problems. They are structural procurement features.

The product is access to the buying decision not the software.

02 - WHAT MAKES THIS MARKET STRUCTURALLY INTERESTING

Three structural features define the investment and risk logic of Morocco's B2B SaaS market:

e Regulated verticals create non-discretionary demand. BAM digital banking supervision, CNSS payroll integration, and
ACAPS insurance digitisation create compliance mandates that force SaaS procurement regardless of budget cycles. Estimated

addressable market: MAD 580-950m/yr across active mandates.

e The anchor reference is the structural inflection point. One large-account contract in each vertical reprices the entire
operator. The first reference unlocks the procurement cycle for all subsequent sales — it is worth more than all prior ARR

combined.

e Pan-African positioning is the defensible moat. Casablanca-based SaaS operators with French-language capability and
regulatory market knowledge have a structural advantage across 14+ Francophone African markets — where procurement

cycles are faster and legacy incumbents fewer.

Morocco scores 48 /100 on enterprise SaaS maturity — above Senegal and Tunisia, but below the monetisation threshold. Kenya (72) and

Nigeria (70) have crossed it. Morocco has the structural conditions. It is waiting for the catalyst.

03 - WHAT THE MARKET IS MISPRICING

Morocco's B2B SaaS market has a supply problem that looks like a demand problem. They are not the same thing. The demand

exists — it is structurally blocked by procurement infrastructure, budget cycles, and reference network gaps.

The three access gates that determine which operators are investment-grade: a regulatory compliance mandate forcing adoption; an
anchor customer reference that unlocks the procurement cycle; or a distribution partnership routing the product into existing

enterprise relationships. Operators who have solved at least one are structurally differentiated.

The first operator to cross the monetisation threshold in each regulated vertical will define the market. The window for pre-monetisation

positioning is open.
04 - THE MONETISATION THESIS

Three forces are converging: BAM's progressive digitisation of banking supervision (MAD 200—400m/yr addressable); CNSS
payroll integration mandates (MAD 150-300m/yr); and the post-breach data governance imperative creating a new compliance

Saa$ category. The regulatory catalyst scenario — 45% probability — is the primary investment trigger.
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e Returns (indicative): ~20-35% IRR for vertical operators with anchor references and regulatory positioning - Capital
intensity: low — primary need is sales capacity - Risk: high — sales cycle length, procurement friction, monetisation timing

uncertainty.

05 - KEY QUESTIONS IR-03 ANSWERS

e Which regulated verticals offer the most defensible SaaS demand — and what are the specific compliance mandates?
e Which operators have already secured anchor references — and what did it take to close them?

« What does the BAM/ACAPS/CNSS compliance roadmap imply for Saa$ demand over 2025-2028?

e Which Casablanca-based operators are credibly positioned for Francophone Africa expansion — and on what basis?

e What distribution partnerships exist or are available — and which SaaS operators are structurally undervalued as a result?
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