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As the market evolves, providers of Shariah compliant investment opportunities 
are becoming more perceptive towards the needs and wants of the Islamic 
investor and skewing their portfolios not only according to the current state of 
the global markets and available opportunities, but also for a more discerning 
clientele; basically those looking for reasonable returns at reasonable rates of 
risk. 

At present, the myriad of Shariah compliant investment products constitute 
Islamic funds, equities, real estate investments, short and long-term instruments, 
asset management tools, Sukuk and trade finance to name a few. According to 
a recent report by PwC, although the Muslim population makes up more than 
one third of the world’s population, less than 1% of the world’s financial assets 
are deemed to be Shariah compliant – illustrating the disconnect between the 
growth of the global funds industry, which is said to stand at between 15-20% a 
year; the potential demand from a growing Muslim population who are becoming 
increasingly aware of the need to invest their money in a Shariah compliant 
manner; and market supply. 

Institutions are also beginning to look to opportunities within the Shariah compliant 
investment space, which is deemed to be an alternative to conventional products 
and, to some extent, expected to provide reprieve from global market conditions. 
Although it is incorrect to say that the Islamic investor is immune from such 
market fluctuations, the potential for Islamic investments to come to the fore as a 
less risky asset class are abundant based on the fundamental tenets of Islamic 
finance itself. However, despite the numerous opportunities, the challenges that 
face the Islamic investment space are aplenty and the most rudimentary stems 
from the mindset of the Islamic investor him (or her) self.  

Perhaps the most apparent investment habit of Shariah compliant investors that 
service providers have to wrestle with is the lack of willingness to bear any form 
of risk and to expect seemingly high returns without considering the state of 
the global markets and the shifts currently occurring within the fiscal landscape; 
affecting both conventional and Islamic finance. 

In this issue of Islamic Finance news Supplements we chart the winners of the 
annual IFN Islamic Investor poll, cover topics such as offshore jurisdictions and 
the available opportunities, Islamic trade finance and many more. As always 
dear readers, we hope you find this month’s issue a productive and educational 
read.  www.IslamicFinanceConsulting.com

www.IslamicFinanceEvents.com

www.IslamicFinanceNews.com

www.IslamicFinanceTraining.com

www.MIFforum.com

www.MIFmonthly.com
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The Islamic investor

Nazneen Halim, 
Editor
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IFN FORUMS 2013

www.REDmoneyevents.com

The most recognized brand in the Islamic finance events sector, the IFN 
Forum, returns in 2013 with an extended agenda.

In addition to the 8th IFN Asia, the 3rd IFN Europe, the 2nd IFN 
Indonesia, and the 2nd IFN Saudi Arabia – in 2013 we will host the 

inaugural IFN Africa Forum.

The renowned ‘Issuers & Investors’ format will again feature 
at all IFN Forums ensuring both buy-side and sell-side are 

fully incorporated in these two day events.

With complimentary delegate passes for all issuers, 
investors, regulators and other senior and relevant 

key practitioners, the IFN Forum series provides 
you with opportunities no other events can.

Through a series of exclusive regulatory and 
country presentations, practitioner-led 

round-table discussions, non-debatable 
power presentations, original case 

studies and sector focused side 
sessions; the IFN Forums in 2013 

will again be the key, must-attend 
industry events for issuers, 

investors, regulators and all 
financial intermediaries 

involved in the Islamic 
financial markets with any 

interest in tapping the 
Islamic markets. 

• IFN Asia Forum 
 21st & 22nd October
	 Kuala	Lumpur	Convention	Centre	

• IFN Saudi Arabia Forum
 18th & 19th November

• IFN Africa Forum
 24th November
	 The	Ritz	Carlton,	Dubai	International	Financial	Centre	
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Class of 2013: IFN Islamic Investor 
Poll Results Revealed

The IFN Islamic Investor Poll, now in its third year, is the outcome 
of a comprehensive survey of the global Islamic asset management 
industry to establish the key movers and shakers of the past year, as 
voted for by the industry itself. In this issue we reveal who topped the 
class of 2013, as the results of this year’s poll are finally unveiled…

Launched in 2011, the IFN Islamic Investor Poll has grown to be 
one of the leading benchmarks of the Islamic 

asset management environment, measuring 
the exciting progress of the burgeoning 
industry through first-hand analysis of the 
top players by their industry colleagues. 

Over the past few years the Islamic funds 
industry has shaken off the remnants 
of the financial crisis to demonstrate 

impressive growth, exceeding 7.6% last 
year. Although the number of new funds 

looks to be on a slight downward trend, 
with just 49 new Shariah compliant funds 

estimated to have been launched in 2012 
compared to 59 in 2011 and 66 in 2010 (possibly 
due to the resurgence of the Sukuk market) the 
industry continues from strength to strength as 
new innovations are launched and the wider 
Islamic capital markets continue to develop. 
With an estimated 765 funds worldwide and an 
investible universe of over US$500 billion, 

although the industry remains only a fraction 

of the conventional sector, its potential is undeniable.

In this year’s poll Islamic Finance news, the most comprehensive 
and unbiased guide to the Islamic asset management industry, 
recognizes and congratulates those firms who are exploiting 
this potential to break new boundaries through their innovation, 
experimentation and expertise. 

Reigning champion
In a tripartite triumph, CIMB-Principal Islamic Asset Management 
continued its unbroken three-year reign to win Best Overall 
Islamic Asset Management Company, in a close-run race 
which saw it beat Abu Dhabi Islamic Bank (ADIB) by just 5% 
of the votes. The firm also held onto its title of Best Islamic 
Asset Management Company in Asia for the third consecutive 
year, edging out runner-up AmInvestment Management by a 
2% margin. 

The awards are well-deserved following an impressive year for 
the firm, which saw a 60% growth in assets under management 
(AUM) to US$1.84 billion in the first six months of 2013. CIMB 
Principal CEO Ramlie Kamsari (caricature) attributes its 
success to: “Our hard work, dedication and perseverance,” 

cover story
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commenting that: “This is indeed a valuable affirmation for the 
firm as a global Islamic asset management house.”

The firm is at the forefront of global compliance and reporting 
standards, and is one of the first GIPS (Global Investment 
Performance Standards)-compliant global Islamic asset 
management houses; meaning that all investment performance 
data included in marketing materials and reports issued to 
clients are presented in a globally accepted format. Ramlie 
also notes that: “We have been persistent in broadening our 
Shariah compliant asset classes and geographical focus to 
meet growing investor demand.”  

This year is shaping up to be an interesting one for the group, 
especially for its Al Hilal Global Sukuk Fund domiciled out of the 
UAE. Since its inception in March 2012, the fund has delivered 
a commendable performance of 4.24% returns as at the end of 
July 2013, with an AUM growth of 530% from US$10 million at 
inception to US$63 million as at the end of June 2013. It also 
last year successfully filed three Undertakings for Collective 
Investments in Transferable Securities (UCITS) funds in Ireland 
(the Islamic Global Emerging Markets Fund, the Islamic Asia 
Pacific (Ex-Japan) Fund, and the Islamic ASEAN Equity Fund) 
and is currently in the process of visiting the UK, Germany, the 
UAE and Saudi Arabia along with plans to visit Switzerland 
as well. Exciting plans afoot for this year include the active 
expansion of distribution in other jurisdictions such as Sweden 
(with the Swedish Pension System) and Qatar. The firm has 
also registered a fund in Singapore for professional investors 
who represent high net worth investors, and is in the process 
of registering for retail investors via local bank distribution 
channels. 

Middle Eastern magic
In the category of Best Islamic Asset Management Company in 
the Middle East, ADIB beat out HSBC Global Asset Management 
by just 3% to take the prize, replacing incumbent NCB Capital 
for the first time since 2011. The bank has spread its wings this 

year to expand into new territories across the region 
including a focus on North Africa with applications 

for licenses in Algeria and Libya and possibly 
in Tunisia and Morocco. CEO Tirad Mahmoud 
(caricature) noted in a recent media interview 
that: “We are seeking to expand in nations 
with a critical mass in terms of population and 
economic activity.”

ADIB also beat BNP Paribas Investment 
Partners to win Best Islamic Investment 

Strategist of the Year for the second year in 
a row. One of the key factors behind its win is 

the firm’s continued focus on a customer-centric 
strategy based on customized and targeted 
products and services. In 2012 for example, the 
bank launched a range of capital protected gold 
notes that can be combined with its mutual funds 
in a range of three investment options based on 

risk tolerance and profile. 

The bank has seen strong growth this year with net 

profits rising 15.1% in the second quarter of 2013 to AED371.4 
million. One of the most liquid banks in the UAE, ADIB this 
year also repaid its entire AED2.2 billion (US$600 million) 
Tier 2 loan taken from the UAE Ministry of Finance in 2009, 
as part of its multi-pronged approach to capital management 
which also saw the issuance of its landmark Tier 1 US$1 billion 
hybrid Sukuk in December 2012. The strong first half growth 
has contributed to a positive outlook for the bank, although it 
intends to continue to focus on retrenching and managing its 
problem credit management processes and follow a prudent 
path. However, it notes that: “Notwithstanding our caution, we 
will continue to invest across all segments and business units 
for long-term growth potential and market leadership, as we 

Award 2013 Winner 2013 Runner-Up

Best Islamic Asset 
Management 
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CIMB-Principal 
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Best Islamic Asset 
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Mitsubishi UFJ 
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Islamic Asset 
Management 
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CIMB-Principal 
Islamic Asset 
Management 

Abu Dhabi Islamic 
Bank 
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remain committed to playing a leading role in 
the economic growth of the UAE and in those 
countries in which we and our clients operate.”

European surprise
A new winner also stormed the stage this 
year in the category for Best Islamic Asset 

Management Company in Europe, with 
UK-based Bank of London and the Middle 

East (BLME) winning out over runner-up and 
champion for the previous two years, BNP Paribas 
Investment Partners. Nigel Denison (caricature 
left top), the head of wealth management and 
treasury, comments that: “BLME is delighted to 

receive this prestigious award. BLME has worked 
hard to provide our clients with fixed income products 
that consistently over-perform and compete with 
conventional funds.”

The largest Islamic bank in Europe with a balance sheet of 
around US$1.6 billion and net profit of around US$8.5 million 
as at the end of 2012, BLME launched its private banking and 
asset management arm in 2009 and since then has been at 
the forefront of the Islamic asset management industry in the 
region. It has built an expertise in debt capital markets, equity 
and property; with over US$100 million in AUM across a range 
of fixed income funds, equity, Sukuk and property funds. This 
year the bank is targeting a 15% growth in assets, with plans 
to launch a Dubai office to help boost its capital market and 
wealth management practice. 

African allure
The group voted Best Islamic Asset Management Company 
in Africa should need no introduction, with South Africa-based 
Oasis Crescent Management Company taking the prize for 
the third year in a row, and Lotus Capital coming in second 
place. Founded in 1997, Oasis is one of the pioneers of Islamic 
asset management in Africa, based on: “The goal of providing 
a global platform through which the ethically conscious investor 
could protect and grow their real wealth in a relatively low risk 
manner without sacrificing returns,” according to CEO 
Adam Ebrahim (caricature center). 

Celebrating its 15th anniversary this year, the Oasis 
Crescent Equity Fund is the flagship product of the 
Oasis Group, and holds a prestigious gold rating 
from S&P. In the first six months of 2013 it provided 
a cumulative return of 1,933%, outperforming the 
average South African Shariah peer group fund 
(689% over the same period) by a massive 1,244% 
since inception.  “Simply put, if an investor had 
invested ZAR100,000 (US$10,120) at inception, this 
would have grown to ZAR2.03 million (US$205,440) 
today,” explains Ebrahim. 

However, while the excess returns generated by the fund 
are impressive, it is the manner in which these returns 
have been generated that illustrates the real achievement 
of the team at Oasis. In particular, the protection offered to 
investor wealth during market downturns has proven to be 

the hallmark of the fund (and the Oasis range 
of products in general), capturing just 58% of 
the market losses faced by its peers, while 
achieving 97% of the upside. 

Ebrahim also highlights the vast potential 
in the African continent, which Oasis in its 
position at ‘the gateway to Africa’ is ideally 
placed to leverage. “Africa has entered a new 
dawn with its economies displaying significant 
increases in real GDP levels over the past 
decade and providing substantial opportunities 
for foreign investors, with the continent’s overall 
growth expected to be in excess of 5% per annum 
over the next few years. The Crescent range of 
Oasis products in South Africa provides investors 
with an ideal opportunity to benefit from the long-
term growth opportunity that Africa provides in a relatively low 
risk manner.”

Uncle Sam
Azzad Asset Management is another familiar face, reprising its 
2012 win to take Best Islamic Asset Management Company 
in the Americas over runner-up (and 2011 winner) Saturna 
Capital. 

Founded in 1997 Azzad Asset Management has focused on 
providing investment services designed to help clients enjoy 
optimum performance without compromising their values. 
Bashar Qasem (caricature top right), the president and CEO, 
affirmed to Islamic Finance news that: “Our firm is focused on 
innovative products and the highest level of customer service.”

The firm’s flagship product is the Azzad Wise Capital Fund, 
the first and only Halal fixed income mutual fund in the US, 
which celebrates its third birthday in 2013. The fund aims to 
act as the “missing piece of the puzzle” for income-oriented 
retail investors including mosques, Islamic centers, community 
organizations and individual investors seeking a conservative, 
Shariah compliant investment option for long-term financial 

planning. Its success has however also generated 
interest from non-Muslim investors, keen to gain ethical 

exposure to emerging markets such as Turkey, 
Indonesia, Malaysia and the Gulf. 

As well as its range of Azzad mutual funds managed 
by its own investment management team, the firm 
also has an innovative relationship with some of 
Wall Street’s most reputable institutional investment 
managers to manage specific asset classes 

through its Ethical Wrap Program portfolios. “We 
believe a sound investment considers the social and 

ethical consequences”, explains Bashar. “That’s why 
our values and philosophy guide the way we manage 
money for our clients.”

Friendly faces
A new entrant in 2013 was AmInvestment 

Management, which burst onto the scene for the first 
time in the history of the poll with an impressive bang, 
losing to CIMB-Principal Islamic for Best Islamic Asset 
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Management Company in Asia by only 2% 
and beating the same firm altogether to 
win Best Investor Relations by an Asset 
Management Company (won last year by 
Singapore’s Sabana Real Estate Investment 
Management). 

AmInvest is a leading fund management house 
from Malaysia which has been managing 

institutional mandates for pension providers, 
sovereign funds, private bankers, Takaful and 

mutual funds for financial institutions for the last 
three decades. CEO Maznah Mahbob (caricature 

top left) attributes the victory to the firm’s “dedicated 
institutional funds services and retail funds teams, 
which provide top notch services to meet the needs 
and investment objectives of our institutional clients 

and distributors respectively”. 

Innovative thinking
Another new win was the award for Most Innovative Asset 
Management Company, which this year went to BNP Paribas 
Investment Management, which beat out both ADIB and 2012 
winner Sabana. CEO Angelia Chin-Sharpe (caricature top 
right) credits the honor to the group’s dedicated global Sukuk 
investment team in Malaysia, which manages approximately 
US$584 million (as of 31st July 2013) in Sukuk mandates and 
has overseen a 50% growth in AUM over the last five years. 
The team boasts a total of 14 years’ experience in asset 
management, finance and banking and is fully integrated into 
the BNP Paribas Asset Management Global Fixed Income 
group. Under the leadership of an experienced portfolio 
manager and credit analyst, the team has a strong performance 
record in global and domestic Sukuk mandates as well as the 
Hilal Income Fund. 

“As financial markets increase in complexity, BNP Paribas 
Investment Partners has made a number of selective 
acquisitions over the past few years providing the firm with new 
investment solutions,” explains Chin-Sharpe. “Our innovation 
lies in managing our clients’ needs and adapting to ever-

changing economic conditions to meet client 
expectations.”

Malaysian giants
While the Islamic asset management 
industry spans the globe and with 
strongholds in several regions including the 
Middle East and Europe, there is no doubt 
that Malaysia continues to dominate the 

overall landscape. This year the Southeast 
Asian giant was once again voted the Best 

Fund Domicile of Choice (with Luxembourg 
coming in second). Muzaffar Hisham (caricature 
bottom left), CEO of Maybank Islamic, the 
leading Islamic bank in the region and part of 
the country’s largest financial services group, 
comments that: “Malaysia being the fund 

domicile of choice is a further testament to her 
being the global leader within the industry owing 
to our prudent and matured regulatory framework, 

infrastructure, demographics and informed 
investors with the mindset of diversifying 
their investment portfolios into Shariah 
compliant variants.”

Adding to this success, the country’s 
Employees Provident Fund (EPF) also 
out-ran BNP Paribas and last year’s 
winner CIMB-Principal Islamic to win 
Best Institutional Solutions Provider. The 
world’s sixth-largest pension pool and the 
second-biggest in Asia after Japan, EPF holds 
around US$160 billion in assets spread across 
a range of investments. This year it has focused 
on expanding its foreign portfolio, with high profile 
investments such as the UK’s Battersea Power Station 
development. In July this year it was also reported 
to be investing EUR500 million (US$660 million) into 
industrial property in Germany and office space in 
France, to take advantage of the resurgent European property 
market. The fund has also been following a plan to boost Sukuk 
holdings over the past year, aimed at increasing from US$1.7 
billion in 2012 to US$3 billion in 2013, or 2.5% of total bond 
allocation, according to CEO Azlan Zainol (caricature bottom 
right). “We want to contribute towards making Malaysia the 
Islamic financial hub,” he said in a 2012 interview. 

And to round out the Malaysian team, Maybank this year made 
its first appearance on the field, voted Best Fund Distributor for 
a Private/Retail Bank and beating runner-up and 2012 
winner Bank of Tokyo Mitsubishi UFJ by a narrow 
4%. “We at Maybank are absolutely humbled and 
thankful for this prestigious Investor Poll Award 
from Islamic Finance news,” said Muzaffar 
Hisham, CEO of Maybank Islamic and the head 
of the Islamic banking group. He attributed the 
win to Maybank’s vast distribution capabilities 
within Malaysia and Southeast Asia, with over 
400 domestic distribution channels alone. 

Congratulations to all
Islamic Finance news would like to extend our 
heartiest congratulations to all the winners of 
this year’s poll, and express our admiration and 
appreciation for their continued efforts to grow and 
develop one of the most exciting avenues of the 
Islamic finance industry. We look forward to seeing 
what the coming year will bring!www.IslamicFinanceConsulting.com

www.IslamicFinanceEvents.com

www.IslamicFinanceNews.com

www.IslamicFinanceTraining.com

www.MIFforum.com

www.MIFmonthly.com

www.MIFtraining.com

www.REDmoneyBooks.com
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Methodology

A month-long polling period during the month of July saw 
a total of 1,115 independent and individual votes received 
from a comprehensive cross-section of the leading retail 
and institutional investors, money managers, private 
bankers, investment analysts, treasurers and other market 
experts in the Islamic finance industry across the globe. 

After a rigorous due diligence process 296 votes were then 
rejected, with 819 counting towards the final results. 
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New Opportunities in Islamic 
Equities

Shariah compliant equity investing is taking a new turn as Islamic 
service providers attempt to weather global markets and plug the 
supply gap while remaining faithful to the tenets of Islamic finance. 
NAZNEEN HALIM explores new trends in the market. 

The use of airtime as an underlying asset for Shariah compliant 
transactions is said to have dramatically expanded the universe 
of financeable asset bases, and boosted the amount of 
financing that can be made available on a medium- term basis. 
According to a Duba-based lawyer, forecast airtime sales far 
exceed the financing requirements of a telecommunications 
company, allowing the size of the facility to be determined by 
the company’s financial needs, making it able to support debt 
rather than being limited by the value of particular assets. The 
telecommunications sector has registered significant growth 
in recent years, independent of current market conditions. In 
Asia alone, the telecoms sector is growing at a rate of 25% a 
year, with an estimated 2.6 billion subscribers in 2011 while the 
GCC telecoms sector is expected to double in value by 2012 
to US$40 billion from US$22 billion in 2006. Other emerging 
economies such as Indonesia, India and Mexico are also seeing 
incredible growth in this sector, encouraging conventional and 

Islamic investors who are eager to tap into this seemingly 
foolproof market. 

No stranger to telecom financing, the top five telecommunication 
companies in the GCC based on market capitalization; Zain, 
Wataniya Telecom, Saudi Telecom, Etisalat and Mobily all 
having issued Islamic financing facilities including Sukuk, 
with one of the most standout deals being Etihad Etisalat 
(Mobily)’s US$2.785 billion Islamic facility in 2007. In India, 
the telecommunications sector ranked second on the Bombay 
Stock Exchange’s list of investable Shariah compliant 
companies in 2007; whileMalaysia, which currently has the 
highest penetration of mobile users in South East Asia after 
Singapore at 106%, is also a burgeoning market for Islamic 
telecom financing— having witnessed one of world’s largest 
telecoms-based Islamic IPOs worth US$3.3 billion in 2009 by 
Maxis, comprising 20% of the company’s paid-up capital.  

feature
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In 2012, Malaysian-based company XOX inked a 24-month 
partnership with IDOTTV to supply at least RM50 million 
(US$) worth of telecommunication airtime per day as traded 
commodity for IDOTTV’s Islamic Banking Tawarruq Trading 
System, AS-SIDQ. According to Abdul Halim Bin Ali, chairman of 
IDOTTV, the facility marks a milestone in Islamic telco financing 
through the introduction of the world’s first telecommunications 
airtime commodity-based Islamic Personal Financing. “Not 
only is it Shariah compliant, it meets the standard guidelines of 
Standard 30, Accounting and Auditing Organization for Islamic 
Financial Institutions (AAOIFI), Bahrain. As-Sidq is for Muslims 
who truly care about Halal product and services,” he added. 

Capitalizing on the dependency of the telecommunications 
sector in terms of annual performance and returns, the Affin 
Islamic Equity Fund is among the readily available Shariah 
compliant funds in the market which utilize stocks from the 
this sector as a main feature in their portfolio. As of February 
2013, the top five largest holdings of the fund comprised of 
stocks in Dialog Group at 6.69%, Tenaga Nasional at 5.2%, 
Telekom Malaysia at 5.05%, Sime Darby at 4.83% and Axiata 
Group at 3.89%. Out of their five largest holdings, investments 
in telecoms companies comprise a total of 15.63% or 60% of 
its top five portfolio. 

The acceptance by scholars of airtime as an asset for the 
purposes of a Shariah compliant financing is expected to give 
telecom operators access to a new pool of potential capital by 
allowing dedicated Islamic banks to invest in their business. 
The amount of available funding will also not be restricted 
by the valuation of a particular asset, but will be based upon 
the financing needs and credit considerations of the relevant 
company. Whether a greenfield financing or refinancing, the 
airtime facility structure should prove a welcome addition to the 
available financing options open to telecom operators.

Bullish markets
Industry players are also optimistic on the performance of the 

global equity markets as a whole, at least for the next quarter 
of this year. A market player based in Malaysia said: “The 
global equity markets are expected to be bullish for the quarter, 
following a cautious outlook in August-September 2013, with a 
possible rally to close the year.

He added that the US, Asia Pacific and ASEAN markets are 
anticipated to lead the market rally, and encourage more 
fund inflows into these markets. “With the new Japanese 
Government in a mood to recover from the long-drawn 
recession, the Japanese markets are at an all-time high in 
decades, and likewise, the Japanese companies in the Islamic 
indices space will have an effect in pushing performance levels 
to be higher than in the past year. It would also be interesting 
to observe the bullish effects of the market and its impact into 
China and India markets.” 

There is also said to be increasing demand in the market for 
stricter compliance to Shariah laws in the industry, and that 
Shariah auditors who are responsible for auditing the underlying 
investments, as well as Islamic asset and fund managers, are 
demanding better screening processes in the Islamic index 
space. 

An example of this is Russell Indexes and IdealRatings’ recent 
offering of the Russell-IdealRatings Islamic Index Series, which 
includes over 3,100 securities over 48 countries. The index is 
expected to become a preferred benchmark amongst Islamic 
asset and fund managers to benchmark the performance of their 
investments. This has resulted in the screening of companies 
which have non-Shariah compliant businesses or non-Shariah 
compliant revenue from subsidiary companies, and excludes 
these companies from the Shariah compliant universe; when 
rules-based automated screening methodologies would 
otherwise include the companies as Shariah compliant.

The new technology is expected to produce an accurate 
financial ratio for the company, and the nett result is said to 
produce a much more accurate Shariah compliant universe for 
Islamic investments – a much needed service in an attempt to 
plug the current supply gap in the Shariah compliant equities 
market.  www.IslamicFinanceConsulting.com
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An Inside Look at Managing Quality 
Global Sukuk Mandates

The global Sukuk market scaled to new heights in terms of issuance 
in 2012, continuing the growth trajectory set the year before. Sukuk 
issuance leapt 50.3% to US$139.2 billion versus US$92.7 billion in 
20111. 

In addition, the performance of global Sukuk in 2012 was 
strong, consistent and remained on a positive trajectory 
throughout the year with slight bouts of volatility in January, 
May and August2. The constantly progressing Islamic finance 
landscape is attracting more asset managers to develop global 
Sukuk portfolios as well as possess comprehensive objectives 
in positioning themselves as major Islamic finance players. In 
this article, CIMB-Principal Islamic Asset Management (CIMB-
Principal Islamic) takes you through the process of managing 
quality global Sukuk mandates. 

Sukuk (or US dollar Islamic fixed income asset class) has 
confirmed its viability as an alternative to mobilize medium to 
long-term savings and investments for a huge investor base. 
This asset class emerged to fill a gap in the global capital 
markets as Islamic investors are now able to balance their 
Shariah compliant equity portfolios with bond-like products. 
Sukuk is also a unique asset class that enlarges the existing 
conventional fixed income investment universe to grant 
conservative investors attractive opportunities in a completely 
separate class of fixed income assets. Through Sukuk 
investing, one can get international diversification with credit 

quality and Shariah compliant financial sector exposure. There 
is evidence that investing in Sukuk not only enhances potential 
returns relative to conventional fixed income investing but also 
reduces overall portfolio volatility (Refer to Table 1). 

Of late, there is an increase of appetite for Sukuk. There is 
renewed interest in Sukuk as a result of the Eurozone debt 
crisis. Sukuk have more appeal because they are often backed 
by real assets as compared to conventional bonds3. Asset-
backed Sukuk has an asset (or pool of assets) underlying 
in every transaction and the ownership of that asset or pool 
is transferred to investors. Thus, Sukuk may be attractive to 
conventional investors that have suffered from write downs on 
their debt in times of market stress. The asset-backed nature of 
certain Sukuk also appears to be more stable to these investors. 

Moving forward, we expect an increase in demand for global 
Sukuk portfolios since the asset class remains relatively 
insulated from most of the volatility in other financial markets 
(Refer to Table 2). This is because the portfolios consist of quality 
underlying assets that are carefully identified and selected by 
the portfolio manager. Record low yields in developed markets 

table 1: annualized returns, returns volatility and sharpe ratio 
of Dow Jones sukuk total return Index & citi world Broad 
Investment Grade (worldBIG) Bond Index for two-year period

Annualized 
returns (%)

Returns 
volatility (%)

Sharpe 
ratio

Dow Jones Sukuk Total 
Return Index

3.71 2.24 1.61

Citi World Broad 
Investment Grade 
(WorldBIG) Bond Index

0.57 4.66 0.10

Source: Bloomberg and CIMB-Principal Islamic Asset Management 
as at the 30th June 2013.
Explanation: Over the most recent two-year period (ending the 
30th June 2013), the global Sukuk market (represented by the Dow 
Jones Sukuk Total Return Index) outperformed the global bond 
market (represented by the Citi World Broad Investment Grade 
(WorldBIG) Bond Index) with annualized returns of 3.71% versus 
0.57%. Subsequently, the returns volatility of the global Sukuk 
market (2.24%) is less than half of that in the global bond market 
(4.66%). In examining the quality of the global Sukuk market 
performance, we found that its superior performance and lower 
volatility is further enhanced with a higher Sharpe ratio. 

table 2: returns volatility of Dow Jones sukuk total return 
Index and JPMorgan Emerging Market Bond Index (EMBI) 
Global total return Index for two-year period

Returns volatility (%)
Dow Jones Sukuk Total Return Index 2.24
JPMorgan Emerging Market Bond Index 
(EMBI) Global Total Return Index

7.21

Source: Bloomberg and CIMB-Principal Islamic Asset Management 
as at the 30th June 2013.
Explanation: Given the US Federal Reserve chairman Ben 
Bernanke’s May 2013 statement indicating easing policies will start 
to taper, emerging market equities and fixed income securities 
experienced substantial losses in May on the expectation that the 
excess liquidity will recede. The market has been seeking clarity of 
the future of QE, and without answers it has become more volatile. 
Over the two-year period (ending the 30th June 2013), the global 
Sukuk market (represented by the Dow Jones Sukuk Total Return 
Index) exhibited lower returns volatility compared to the emerging 
market bond (represented by JPMorgan Emerging Market Bond 
Index (EMBI) Global Total Return Index). This signifies that global 
Sukuk as an asset class is relatively insulated compared to the 
emerging bond market. 
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will continue to push investors to search for higher yields from 
emerging markets. The rush into emerging market debt may 
lead to a spill-over effect into the global Sukuk market.

The construction and management of global Sukuk mandates 
is an interesting channel to explore for both potential 
investors and asset managers. For greater understanding and 
appreciation, let us delve deeper into managing quality global 
Sukuk mandates. 

An investment process can streamline global Sukuk 
portfolio construction 
The portfolio construction process begins with setting up an 
investment process. Generally, the global Sukuk investment 
process will involve both bottom-up and top-down approaches. 
The big picture macroeconomics fundamentals, technical 
and valuation for countries are evaluated using the top-
down approach while specific Sukuk, industry and sector are 
screened using the bottom-up approach. A dynamic credit 
model framework needs to be in place to enable the investment 
team (which comprises of portfolio managers and credit 
analysts) to evaluate and enhance the investment decision 
making process. 

By combining both proprietary credit analysis and external 
credit rating reports released by the major rating agencies, the 
investment team then assesses and generates individual Sukuk 
research reports using proprietary templates. It is challenging to 
produce timely and complete Sukuk coverage, especially with an 
expanding Sukuk investment universe (Refer to Table 3).

The Islamic asset manager also needs to set up the governance 
framework to ensure compliance with rules and principles 
as advocated in the Shariah. Accordingly, a Shariah advisor 
should be appointed or established. The investment team will 
submit a trading universe of prospective Sukuk to the Shariah 
advisor for preliminary assessment. Once the Shariah advisor 
believes that the proposed issuance is compliant, the Sukuk 
will be added to the pool of investable Shariah compliant 
securities. The portfolio manager will then start constructing 
the global Sukuk portfolio according to the selected asset 
allocation approaches from the available pool of Shariah 
compliant universe while at the same time adhering to clients’ 
investment mandates. 

Building the investment processes from the ground up can be 
challenging. While new players may seek to build or leverage 

CIMB-Principal Islamic Asset Management (CIMB-Principal 
Islamic) has been in operation since 2008 and already 
has in place a sound and robust investment process for 
global Sukuk mandates. The company leverages on the 
experience of its two strong partners, Principal Global 
Investors (PGI) and CIMB-Principal Asset Management 
(CIMB-Principal) to deliver top-tier investment capabilities 
(Refer to Chart 1: CIMB-Principal Islamic’s investment 
process).

The investment team in CIMB-Principal Islamic is guided 
by the core belief that bottom-up Sukuk selection is the 
most reliable and repeatable source of performance. 
The team also utilises a FTV (fundamentals, technicals 
and valuations) debt scoring model, which serves as a 
common language across the extended organization. 
The investment team in CIMB-Principal Islamic analyzes 
market risk, sector risk (such as consumer, industrial and 
financial) and credit risk at the Sukuk issuer level. The 

ability of CIMB-Principal Islamic to analyze and manage 
risk ensures its portfolios can be monitored and rebalanced 
efficiently on a real-time basis.

CIMB-Principal Islamic is able to combine local knowledge 
and expertise with global best practices and by the 
international reach of its partners. The asset manager also 
has a comprehensive platform in place to complement its 
comprehensive investment process.

The Islamic asset manager believes client servicing is the 
foundation of a long-term relationship with clients. In CIMB-
Principal Islamic, these relationships are as individualized 
as the portfolios themselves, reflecting precisely how 
involved the clients wish to be. The Islamic asset manager’s 
value added services include setting regular meetings with 
its portfolio managers and senior executives; customized 
investment training for clients; and invitations to public 
conferences and investment symposiums.

Chart 1: CIMB-Principal Islamic’s investment process

Long-term Portfolio
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on the capabilities necessary to execute each stage of the 
investment process properly, these asset managers may face 
unprecedented regulatory and compliance challenges along 
the way. They may lend themselves better to appointing third 
party investment managers such as CIMB-Principal Islamic.

Integrating risk management and monitoring
Once a well-constructed portfolio is in place, it needs to be 
dynamically managed based on anticipated changes in the 
macroeconomic environment, envisaged shifts in interest 
rate curves and expected improvements or otherwise in the 

underlying credit quality of selected Sukuk. 
Proactive risk management and statistical analysis including 
performance probability and value at risk analysis can add 
value throughout the investment and portfolio construction 
process. The investment team needs to consistently conduct 
risk monitoring in order to generate better risk-return tradeoffs 
in the global Sukuk portfolios. The investment team needs to 
further break portfolio risk into partitions by markets, sectors 
and at the Sukuk level. This partitioning allows the team to 
determine the contribution of risk at every level of the portfolio.

Setting up a technology platform to successfully 
construct and manage the global Sukuk portfolio
Besides the investment process, a robust infrastructure and 
technology platform is essential to enable portfolio managers 
to manage the portfolios seamlessly. 

• As an asset allocator, the investment team needs to be 
versatile, agile, maintain a broad knowledge of the investment 
market and act on market-moving news. The investment 
team requires a technology platform to communicate 
and track internal investment research, investment 
recommendations, industry rankings, issuer rankings, model 
portfolio positioning and performance results.

• To construct and manage a global Sukuk mandate, it is 
important to have a portfolio analysis tool that enables the 
portfolio manager to simulate and create real-time scenario 
analyses without affecting the original portfolio. This tool 

table 3: New sukuk issuance for the period the 30th september 2012 to the 30th June 2013
No. Issuer Geography ratings tenure (years)
1. AlBaraka Turk Katilim Bankasi Tier 2 Sukuk Turkey B 10
2. Bank Asya Katilim Bankasi Tier 2 Sukuk Turkey Ba3 10
3. DIB Perpetual Tier 1 Sukuk UAE Unrated Perpetual
4. Dubai DOF UAE Unrated 10
5. Dubai Electricity & Water Authority (DEWA) UAE BBB Five
6. Emirates (Medjool) UAE Unrated 10
7. Islamic Development Bank Saudi Arabia AAA/AAA/AAA Five
8. Qatar International Islamic Bank Qatar A3/A-/A- Five
9. Republic of Indonesia Indonesia Baa3/BB+/BBB- 10
10. Saudi Electricity Co Saudi Arabia A1/AA-/AA- 10
11. Saudi Electricity Co Saudi Arabia A1/AA-/AA- 30
12. Sharjah Islamic Bank UAE BBB+/BBB+ Five
13. Sime Darby Malaysia A3/A/A Five
14. Sime Darby Malaysia A3/A/A 10
15. Turkiye Finans Turkey BBB Five 
Source: Bloomberg and CIMB-Principal Islamic Asset Management
Explanation: There were a total of 15 new Sukuk issuances during the period end September 2012 to end June 2013. A majority of the new 
Sukuk issuances (60% of the total number of issuances) were from the GCC states. Sukuk issuances have become increasingly popular in the 
UAE with 33.33% coming from the emirates as compared to 6.67% and 20% from Qatar and Saudi Arabia respectively. However, of the new 
issuances in the GCC, those in Qatar and Saudi Arabia are all investment grade Sukuk (ratings above BBB-) while only two (out of five) from 
the UAE are investment grade Sukuk. Investors can also find new Asian Sukuk issuances which have investment grade ratings from Indonesia 
(6.67%) and Malaysia (13.33%). Only one of all the new Sukuk issuances, which isTurkiye Finans, sits within the benchmark, Dow Jones Sukuk 
Total

6.67%

13.3%

6.67%

20%

20%

33.33%

Indonesia
Malaysia
Qatar
Saudi Arabia
Turkey
UAE

Chart 2: Number of Sukuk issuances between end September 2012 
to end June 2013
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analyses risk and performance attribution for the total 
portfolio of each sector. To assist in decision-making, the 
tool should be able to display results of the analyses that 
highlight potential effects on the portfolio when the portfolio 
managers execute the trade. 

• The asset manager needs to provide a trading platform for 
the portfolio managers to make purchases and sales of 
Sukuk. It is advisable to have a trading platform that serves 
as both trading and compliance tool. This can reduce the 
burden on compliance, portfolio management, trading, and 
operations personnel by eliminating the need to manually 
verify portfolio holdings and trades. 

In most cases, having these systems in place will incur 
significant time and expense. It can be more practical to rely on 
existing asset managers that have the necessary infrastructures 
in place.

Client reporting, communications and servicing
As an Islamic asset manager that manages money for clients, 
the client servicing team is there to liaise closely with all clients, 
responding to their needs and generally acting in the clients’ 
best interests. The client servicing team will discuss and 
establish the investment parameters that will be set up in the 
investment management agreement and subsequently ensure 
that the constructed portfolio adheres to the agreed investment 
mandate. As the first point of contact for clients, the team will 
handle any questions or issues raised by the clients and will 
be responsible for developing a trusting relationship with them. 

Conclusion
In a nutshell, managing global Sukuk mandates are specialized 
tasks requiring a unique skill set. Behind the scenes, successful 
implementation requires the institutionalization of an array of 
sophisticated processes. If you are considering investing in a 
diversified portfolio consisting principally of Sukuk or offering 
Sukuk investments, you would need the right people with the 
necessary skill sets, processes and systems to manage global 
Sukuk mandates.www.IslamicFinanceConsulting.com
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1 Source: “Sukuk Focus – 2012: Riding the Momentum” published by 
RAM Rating Services Berhad in February 2013
2 Source: “Sukuk remains strong in 2012 and 2013” dated 16 January 
2013 published in www.zawya.com
3 Source: “Surge in sukuk demand outpaces the issuance” dated 3 
November 2012 published in www.ft.com
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Islamic Trade Finance: 
Connecting the World

according to the world trade organization (wto), trade 
finance currently supports 90% of the world’s trade. Since 
the 2008 global financial crisis, emerging economies 
especially in asia, africa and the Middle East, have seen 
the highest volumes of trade globally and standard 
Chartered operates at the heart of these trade flows, with 
a longstanding on-the-ground presence in key Islamic 
markets such as Malaysia, Indonesia, Bangladesh and the 
uaE. the bank established its Islamic banking unit in 2003 
and has since developed a comprehensive suite of shariah 
compliant trade finance solutions tailored to the growing 
needs of its clients. GHaZaNFar NaQvI, the global head 
of Islamic origination and client coverage at standard 
chartered saadiq, speaks to Islamic Finance news on 
the global Islamic trade finance market and Standard 
Chartered’s role in enhancing the sector. 

At present, what Shariah compliant trade finance 
solutions do Standard Chartered provide to its clients?
Today we provide a broad range of trade financing solutions on 
both the import and export sides, and also bespoke solutions 
that the client might require from time to time. We have both 
vanilla as well as structured solutions – tailored to suit the needs 
of our clients. The breadth of our trade finance offering provides 

end-to-end coverage for a client, vis-a-vis their requirements. 
As a bank, our key footprint markets are in Asia, Africa and the 
Middle East, and within that, we have established strong Islamic 
finance capabilities in markets where we see sustainable client 
demand. This includes Bahrain and the UAE in MENA; Pakistan 
and Bangladesh in South Asia, and Malaysia and Indonesia 
(through our affiliate Permata Bank) in Southeast Asia. 

The Middle East, with a significant proposition of Islamic 
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wealth concentration, is a core market for Standard Chartered 
and we are seeing a healthy growth of demand and supply in 
the market. Similarly in Malaysia, the government has been 
promoting Islamic banking as a core pillar of the financial 
system. As a key player in that market, we are well-positioned 
to respond to the needs of our clients in line with the financial 
direction of the country. Indonesia, Pakistan and Bangladesh 
also have hospitable regulatory environments and we believe 
there is significant potential for Standard Chartered to grow 
business in these markets. 

Looking into frontier markets, we recently expanded our 
offering into Kenya – a key milestone for us – upon receiving 
the necessary approvals from the central bank and the relevant 
authorities. We also have an eye on Tanzania, Uganda and 
Southern Africa. 

Who are your main clients?
We have clients on both the conventional and Islamic side 
using our Islamic trade finance solutions as a transactional 
platform. This ranges from middle-market firms to large local 
corporate/groups, and include multinationals (MNCs) or global 
corporates. Within this, we see healthy demand from local 
corporates and middle-market clients, given that they are run 
by families and individuals, some of which have preference for 
Islamic services. MNCs who increasingly transact with these 
local businesses are also tapping our suite of Islamic solutions 
that are not available on the conventional side. 

The last 10 years have seen significant growth in the Islamic 
space, with observable changes in market trends. The growth 
rate of Islamic banking is higher than that of the bankable 
population and the demand for Islamic banking is growing in 
these markets. We expect this trend to continue as people find 
it easier and more convenient to use Islamic financial services 
which are in line with their basic core values. The fear of the 
unknown is diminishing as the industry matures.

How do you select which markets to serve? 
Our Islamic finance strategy is very much aligned to the group’s 
geographic focus of Asia, Africa and the Middle East. The 
ability to offer trade finance solutions, especially to clients in 
these footprint markets, is the backbone of our success.  With 
Ernst & Young reporting an average annual growth rate of 19% 
for the Islamic banking sector over the past five years, there 
is a sizable opportunity for the business as we see sustained 
demand for Islamic solutions both for trade and other working 
capital requirements.  

What are the challenges that you generally encounter 
when proposing Islamic trade finance solutions? 
As with any new product proposition, clients are looking at how 
convenient and efficient it would be to implement the solutions. 
Costs related to turnaround and human resources also bear on 
the assessment of new propositions. As a provider, we are well 
aware of these. Over the past few years, Islamic banking has 
made tremendous progress in terms of technology, efficiency 
of solutions and timing. Another important consideration 
is Shariah compliance. Clients who are looking for Islamic 
solutions want to be absolutely sure that these are Shariah 
compliant. To address this, we have an established Shariah 
board consisting of well-known and renowned scholars who 
provide guidance on our solutions to ensure we conform to the 
prescribed standards.  

Will the rise of Islamic trade finance spur other 
industries within the Islamic financial system, such as 
Takaful, etc? 
Absolutely, the possibilities are numerous. Takaful is directly 
related to these types of solutions, so as trade financing grows, 
the Takaful industry will gain traction as more Islamic clients 
look to Takaful policies. On the capital markets side, we could 
see further issuances on the back of the growth of Islamic trade 
and project financing, and as the need for other investment 
solutions increases.   

What separates Standard Chartered’s Islamic trade 
financing solutions from the rest?
Our key advantage is that we have an established history as 
a trade finance bank. Combined with our expertise in Islamic 
finance, we are superbly positioned to offer a comprehensive 
suite of efficient and Shariah compliant solutions to our clients. 
Whether in an established market or a new one, we continually 
strive to meet and exceed the needs of our clients as a one-
stop provider of financing solutions.  www.IslamicFinanceConsulting.com
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Islamic Offshore Fund Centers: 
Castles in the Sky

The Islamic funds industry is both a potential goldmine and a moving 
target, to mix metaphors. LAUREN MCAUGHTRY looks at developments 
across some of the most attractive domiciles for Shariah compliant 
funds in these troubled times, and evaluates the best and brightest for 
the coming years. 

While the perennial attraction of offshore funds remains 
viable across the board in both the Islamic and conventional 
industries, its allure has in recent years been made all the more 
pertinent by the political instablity across some of the most 
popular regions for Islamic finance. Market turbulence following 
the Arab Spring and the recent waves of unrest across North 
Africa, not to mention the perennially shaky South Asia region 
covering countries such as Pakistan, have highlighted the need 
for fund managers as well as investors in these regions to 
protect their booming Islamic investments through stable fund 
domiciles.
 
Industry boom
The Middle East and Asia have for years used offshore centers 
to organize and structure their investments, and as the profile 
and coverage of Islamic finance grows it is only natural that 
investors in these two strongholds demand increasing levels 
of Shariah compliant expertise from their offshore providers 
as well as their onshore investments. Particularly popular are 
offshore Sukuk and Islamic funds, where the beneficial tax, 
legal, cost and regulatory efficiencies in offshore jurisdictions 
can offer significant benefits. 

Increasingly, leading Islamic fund houses and asset managers 
are seeing demand for offshore funds as investors seek 
reliablity. AmInvest, one of the top fund houses in Malaysia and 
the asset management arm of AMMB Holdings, held around 
RM34.4 billion (US$10.4 billion) as at the 30th June 2013. 
Of its 82 funds, 42 are Islamic and its Islamic assets under 
management (AUM) have seen a 25% growth over the past 
year, surpassing the industry average of 22%. “Our strategic 
focus is to provide global Shariah compliant investment 
solutions to global investors and to grow our global footprint. 
As at April 2013, 64% of AmInvest’s total Islamic AUM was 
invested in Islamic offshore funds, primarily in Sukuk,” said 
Maznah Mahbob, CEO of AmInvest. 

However, the traditional advantages that attract investors to 
many of the traditional offshore centers do not necessarily 
apply for Islamic finance. Sophistication, expertise, experience 
and complex structuring ability in the conventional sector do not 
always translate into Shariah compliant success. 

What makes an offshore center?
Originally, an offshore center referred to a variety of (usually 
island) jurisdictions which offered low taxes, favorable 
regulatory regimes and low establishment costs. However, 
while in the previous decades offshore centers were preferred 
as securitization vehicles and fund domiciles. Now, their 
remit encompasses a far wider arena: including “repackaging 
securities, aircraft and shipping finance and insurance” 
according to a well-known offshore Islamic funds lawyer. 

The IMF defines an offshore center as: ”A country or jurisdiction 
that provides financial services to nonresidents on a scale 
that is incommensurate with the size and the financing of its 
domestic economy.” However in the same working paper it 
also admits that this definition would include areas such as 
the UK, the US and Singapore, which in fact due to their large 
populations and financial sophistication and range are usually 
counted as ‘onshore’. The definition, it is clear, is up for debate.

In terms of Islamic finance, the waters become even more 
murky, as some leading Islamic finance jurisdictions such as 
some of the smaller Gulf states in fact come under the same 
heading. So what do we really mean when we refer to an 
offshore jurisdiction for Islamic funds? 
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There are many well-known offshore centeres: including 
European destinations such as Luxembourg, Ireland and 
the Channel Islands; along with the better known Caribbean 
domiciles such as the Cayman islands, British Virgin Islands, 
and Netherlands Antilles; and newer entrants such as Malta, 
Mauritius and Cyprus. However, not all of these locations have 
succeeded in attracting or retaining Shariah compliant funds. 

A report by Harvard University on ‘Strategies in the Islamic 
Funds Industry’ notes that the key elements in selecting a 
jurisdiction for Islamic funds include:

• The overall reputation of the jurisdiction.
• The degree of proven reliability and flexibility of local com-

pany, partnership, and other commercial laws. 
• The quality and level of fees of local professionals (law-

yers, auditors, and others) who will be associated to form 
and maintain the fund.

• The quality of the local infrastructure of the jurisdiction 
(including availability of reliable telephone and telefax 
service, e-mail, convenient air travel, and the like).

• Presence in the jurisdiction of substantial and reliable 
banks. 

• The extent of local taxes and/or other governmental fees 
that will be applicable to a fund organized in the jurisdic-
tion.

• The nature and extent of local regulation of investment 
funds.

• The extent to which corporate and other decision-making 
actions of a fund must physically take place within the 
offshore jurisdiction.

• Whether there is a local stock exchange (assuming there 
is a potential for trading the shares or units of the fund in 
the public markets).

Long-standing tradition
The Cayman Islands is the most recognized offshore financial 
center for fund establishment, and has capitalized on this to 
also become popular for Islamic funds. It offers a reliable legal 
system, top class professional services, a well-regulated anti-
money laundering culture, mechanisms to ensure speed of 
establishment and flexibility in fund structures and products. 
In addition, since 2007 funds have been allowed to submit 
financial statements and notifications in Arabic. Last year Ernst 
& Young estimated that the Cayman Islands had a total of 
US$4.6 billion Islamic assets under management and around 
57 Islamic funds. The Cayman Islands Monetary Authority 
(CIMA) is the regulatory body for the financial services sector, 
and all registered funds in the Cayman Islands are governed 
by the Mutual Funds Law which covers companies, unit trusts 
and partnerships that issue equity interests. The regulation 
and licensing for Islamic funds are similar as for conventional 
funds, and for 20 years (for a company) or 50 years (for a trust) 
funds in the Cayman Islands are free from any tax on profit, 
incom, capital gains or appreciation. In addition, the licensing 
fee for funds in the Cayman Islands is a low US$3,000 per year 
whil the process of incorporating and registering a fund takes 
around three to five weeks. 

The ease of setting up a fund and the cost of licensing are vital 
aspects when considering a jurisdiction for an offshore fund. 
Chris Buchan of Emerging Asset Management and Fawaz 

Elmalki of leading law firm Conyers Dill & Pearman note in a 
recent report the advantages of Bermuda as one of the leading 
offshore jurisdictions for investment funds. The regulatory 
environment is well developed, based on the 2006 Investment 
Funds Act, and Bermuda has no legal or regulatory impediments 
to Islamic investment funds. “The Bermuda government has 
promoted the development of Islamic finance in Bermuda 
and there has been steady growth in the development of 
Shariah compliant private equity funds, infrastructure funds 
and alternative investment funds… in addition to the traditional 
real estate funds,” according to Buchan and Fawaz. “Shariah 
compliant funds can be established in the same manner as 
conventional investment funds. The Shariah element essentially 
operates as an extra set of rules layered on top of the existing 
regulations that are aimed at a specific group of investors.”

Last year the Bermuda Monetary Authority issued a set of 
Guidance Notes, specifically for open-ended funds such as 
mutual and hdge funds, which enabled the establishment of 
Shariah compliant investment funds in Bermuda. The notes 
cover issues such as the appointment of a Shariah Supervisory 
Board, disclosure in a fund’s offering document (such as 
risk factors and conflict of interest disclosure) and elements 
of a fund’s constitutional documents (such as investment 
restrictions). 

Due to the growing number of Islamic fund managers from 
the Middle East and Asia looking towards Bermuda, Emerging 
Asset Management, a local investment manager, together with 
Conyers Dill & Pearman set up a cost-effective platform named 
the Emerging Manager Platform (see Figure 1). 

This Shariah compliant structure was established in 2012 as 
an open-ended fund and a segregated accounts company 
regulated by the Bermuda Monetary Authority.

“A segregated accounts company provides a legal structure 
for investment funds that allows the assets and liabilities of 
each segregated account, which can be set up as a separate 
sub-fund, to be legally segregated or “ring-fenced” from those 
of the other sub-funds on the platform and from the fund’s 
general account,” explain Buchan and Elmalki. “Each sub-
fund may invest in the same or separate asset classes but it 
operates independently of the other sub-funds. The manager 
of each sub-fund is able to establish its own track record. 
This is important as a successful track record can provide the 
manager of the sub-fund with the credibility to subsequently 
launch its own independent fund.

“The Emerging Manager Platform offers all the benefits of a 
regulated fund and a quick, flexible and cost-effective way for 
managers with investment objectives and strategies that meet 
Shariah requirements to launch their funds in a recognised 
offshore jurisdiction without incurring the high costs and 
commitment of management time and resources required for 
the establishment of a stand-alone fund.”

Europe edges in
However despite the continued dominance of traditional 
Caribbean players, new entrants are edging in to the market as 
their expertise grows and awareness of Islamic finance in new 
territories such as Europe increases. 
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In 2012 two leading Islamic asset managers, both from Saudi 
Arabia, established funds in Europe. NCB Capital launched its 
Shariah compliant UCITS platform in Ireland, while SEDCO 
Capital established an Islamic funds platform in Luxembourg 
which is currently managing assets of US$1 billion which it 
hopes to increase to US$1.6 billion by the end of the year. 
Launched in March 2013, the Sedco Shariah compliant 
platform is a Luxembourg Sicav marketed to the high net worth 
segment with a choice of seven investment funds and hopes of 
increasing to 15 by the end of the year.

The firms are following an increasing number of Islamic asset 
managers with successful track records that are venturing out 
from their domestic markets and looking for products in well-
established jurisdictions that provide them with the required 
global reach to maintain the success of their funds. This is a key 
element of offshore funds that is attractive to Islamic investors, 
and Europe is becoming increasingly important in this sector 
as offshore centers enable investors to access regions and 
markets that are not available through usual onshore channels 
as they have failed yet to pass specific Islamic finance 
legislation. 

However some prominent European domiciles including 
Luxembourg and Ireland have been extremel successful in 
attracting Islamic funds. In Ireland the tax authorities have 
issued guidance notes regarding the treatment of Islamic 
funds, while in December 2012 Luxembourg, the leading 
fund domicile in Europe and one of the leading domiciles for 
Islamic funds globally, saw the launch of the Luxembourg Fund 
Association (ALFI) which issued a collection of best practices 
for the establishment and servicing Islamic funds.

As Islamic asset managers seek to expand internationally, 
established products such as the Undertaking for Collective 
Investments in Transferable Securities (UCITS) in Europe could 
help them to reach new markets which have a long-standing 
reputation of being well regulated and providing a high level of 
investor protection. 

Last year over 24 Islamic funds were domiciled in Ireland with 
an estimated AUM of almost half a billion US dollars. Funds 
are classified into UCITS and non-UCITS, with UCITS funds 
governed under EU legislation while non-UCITS funds are 
regulated under local Irish fund regulations and are thus able 
to target retail as well as institutional investors Funds domiciled 
in Ireland offer highly attractive features such as tax avoidance 
for non-resident invstors, while the annual license fee is a low 
US$1,900 per fund including up to five sub-funds. Another key 
attraction is a highly expedited timeline of just 24 hours. 

In comparison Luxembourg is another highly competitive tax-
efficient jurisdiction and fund vehicles here are also exempt 
from taxation. An annual license fee is around EUR2,650 
(US$3,542) for a single fund under the 2002 Investment 
Funds Law. Under the SIF Law of 2007 this falls to EUR1,500 
(US$2,005) with a timeline of around six weeks.

New players
Despite the competition, the Islamic finance industry is expanding 
at such a rate that new jurisdictions are rapidly emerging to 
attempt to attract new funds. The Maltese government has 

expressed a specific interest in promoting the launch of Islamic 
funds, and recently issued a Guidance Note offering support 
for the establishment of Shariah compliant funds. Islamic funds 
fall under the remit of Collective Investment Schemes in Malta, 
and are thus tax-exempt, while the annual fee for professional 
investor funds and retail investor funds is EUR1,500 and 
slightly more expensive at EUR1,630 (US$2,179) respectively. 
However, the jurisdiction has a timeline issue which is inhibiting 
fund establishment. While professional investor funds take just 
three to seven days to set up, retail funds can take between two 
and four months.

Mauritius is another domicile that has attempted to attract 
offshore Islamic funds, but is struggling to compete with more 
established jurisdicitons. Some funds are subject to around 
3% tax, while annual license fees can reach EUR10,000 
(US$13,367) and the registration process can take up to six 
weeks. 

China as a new hub
In fact, the biggest source of potential for Islamic finance 
remains China, which is opening up as a market since the 
introduction of Sukuk legislation in Hong Kong this summer 
which it is hoped will crack open the mainland market. 
Malaysia, which remains the central hub for Islamic finance in 
Asia and (arguably) worldwide, stands to gain massively from 
increased trade with China, as renminbi trades will lower costs 
of business and attract further Chinese business. ”

As Asia grows in dominance, new jursidictions will also spring 
up as investor priorities change. No matter how competitive 
the attractions, eventually Middle East and Asian investors 
will follow the money and look to offshore centers that offer 
access to the biggest and best in new and up-and-coming 
funds. With the renminbi advancing 30% against the US dollar 
over the last five years, China looks to be not only the most 
attractive example for offshore funds, but with an appreciating 
and stable currency and with low volatilty meaning lower 
hedging costs, it could be the new castle in the sky for the 
Islamic funds industry. www.IslamicFinanceConsulting.com
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A Class of its Own
Ramlie Kamsari, CEO of the world’s leading Islamic asset management 
firm CIMB-Principal Islamic Asset Management (CIMB-Principal 
Islamic), shares his insights with Islamic Finance news on the 
burgeoning Shariah-compliant asset management industry.

What are the challenges you foresee for the firm and 
industry in general?
For the company, while the aspirations of the two shareholder 
groups are clear and common, in terms of internationalizing 
and operationalizing the business activities, there are internal 
challenges. We have overcome them for the most part, 
but we need to ensure that both shareholders and related 
counterparties must give full support to the venture in terms of 
making sure that our leveraged and shared resources business 
model succeeds. I’m not saying that it is a problem, but there 
must be a focused, continued and concerted effort towards 
ensuring that the full support is sustainably there. 

From an industry point of view, the challenge lies in the 
awareness level of Islamic asset management and Islamic 
fund products. Clearly the market players and investor base 
are fragmented and the level of awareness can be further 
enhanced. There exist two extremes of the spectrum where we 
have an audience that is faith-driven, therefore this suits their 
requirement. On the other hand, there are those that although 
you may imagine that they would be looking for Shariah-
compliant solutions as the primary solution, they are clearly 
Shariah-agnostic. For example, Brunei has a predominantly 
Muslim population, but the investors look at achieving optimum 
returns in their investments, first and 
foremost, even if it means investing into 
conventional products.

From a product-specific standpoint, we 
see continued challenges in the Islamic 
funds space, where there is an apparent 
crisis of confidence.  In the third quarter 
last year, there was a sudden abrupt, 
though some say anticipated, closure 
of multiple Islamic funds by global 
names like DWS, Allianz, and HSBC, 
which have created apprehension in 
the industry. Many have adopted a wait-
and-see attitude to see if there will be a 
stabilization of sorts, and if there is, they 
will either make an entry back in or exit 
the business completely, which would 
be quite detrimental to the long-term 
growth of the Islamic funds business.

We are also seeing challenges in getting major distributors to 
on-board our funds onto their platforms. These distributors need 
more familiarity with the products to build their own convictions 
and eventually be more comfortable in educating their client 

base with the value proposition.  In addition, the relatively short 
investment track record, low AUM (assets under management) 
size, potential issues on Shariah interpretations, and also the 
market positioning of these funds (as either faith-driven or 
purely investment performance-based) are all factors that can 
impede the growth prospects.

Considering the challenges that you’ve mentioned, 
what do you think should be done to overcome them?
More awareness and perseverance on our part; with awareness 
comes the realization that Islamic funds are not inferior to the 
conventional in terms of performance. This is our compelling 
pitch to investors and that is proven anecdotally. For those 
who are converted (conventional investors), we see them 
coming in with due support and commitment. CIMB-Principal 
Islamic alone cannot do it however. That said, we continue to 
provide dedicated seminar sessions to familiarize high potential 
distributors with Islamic investing in depth. 

What are some of the most interesting deals you’ve 
been involved with?
The Al Hilal Global Sukuk Fund where we were appointed as 
investment adviser. This is a source of great deal of pride for us 
because Al Hilal conducted a thorough and robust due diligence 

process to select from global asset 
managers (including Malaysia-based 
asset managers) to manage a global 
Sukuk fund. Having been awarded the 
mandate and having managed the fund 
since its inception in March 2012, last 
year we delivered a fantastic return 
–8.5% annualized return—which is very 
high by any standard. That said, this year 
has proved a challenging for fixed income 
in comparison to 2012 as the issue of the 
US Federal Reserve tapering of bond 
purchases has taken center stage.

Our UCITS funds in Dublin also 
form another interesting deal. It took 
18 months to be launched pending 
approval from regulators from both 
countries in Ireland and Malaysia. 
We have since identified seven major 

markets globally across three continents for distribution – the 
UK, Switzerland, Germany; Saudi Arabia, the UAE (United 
Arab Emirates), Bahrain (currently under review and potentially 
being replaced by Qatar); and Singapore, a proxy play for 
Brunei and Indonesia.
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What in your opinion, are the most interesting 
markets?
Qatar is definitely looking very interesting; the value proposition 
has increased given how Qatar has in a way, walked the talk 
beyond the profiling and branding. In terms of Islamic asset 
management, their initiative is to realize the aspiration of Qatar 
being an Islamic financial center and a wealth management 
hub for that region. So there are a slew of initiatives being 
initiated by Qatar Financial Center Authority to provide seed 
funding to global asset managers that have presence in Doha.
We also have been looking at Turkey for some time; we aren’t 
thrown off by the recent upheaval in Turkey. This is one market 
which we feel there is a lot of growth potential. We are in the 
midst of engaging the regulators, industry players as well as 
the four [participation] banks in Turkey.

In your opinion, what is the market outlook for the 
Islamic asset management industry?
I think it couldn’t be better. We must not lose sight that this is 
very much an industry in relative infancy. In terms of emerging 
trends, we are quite optimistic that the plane of growth is very 
much there and it’s going to be intact as the awareness and 
convictions come through.

More players will be joining the market. We are, if you may, 
against the wave because we feel that this is a pioneering 
venture. It is a dedicated platform and we can’t run away from 
that. But we do see some conventional players keeping a close 
eye on how this particular space will develop, and they have a 
wait-and-see attitude. I believe they will commit resources into 
this once the floodgates have opened.

I observe that more and more institutions, investors, family 
offices are moving away from building internal expertise and 
infrastructures to manage investments where the cost can be 
exorbitant.

They would rather engage and identify, first and foremost, best-
in-class asset managers.

Although it is not obvious now, the lines between ethical and 
Islamic investing are blurring based on the interest we have 
seen. This is one area where I feel there will be some sort of 
paradigm shift, given more understanding and awareness on 
how similar ethical and Islamic investing are.

From a product standpoint it has been a difficult time for Sukuk, 
particularly this year, and it will continue to be so in terms of the 
fixed income market and where the US treasuries are heading. 
From an asset class standpoint, Sukuk continues to provide 
that diversification card. It is seen as being resilient and quite 
insulated from the conventional fixed income volatility. More 
and more, we are seeing interest not only from Muslim investors 
but also conventional investors, who are also participating and 
setting their sights on Sukuk. 

Where do you see CIMB-Principal Islamic in five years’ 
time?
I see ourselves as a market leader. As we build our platform, 
I expect us to further penetrate more markets and continue to 
offer the best-in-class solutions to investors. I see continued 

support and commitment from the two shareholders, which 
are important. CIMB Group, through CIMB Islamic, gives us 
the Islamic credentials and branding, whereas Principal Global 
Investors provides us the global asset management expertise, 
including good transfer of technology and international best 
practices. In that, we see ourselves maintaining the leadership 
position in this space.

At the moment, we are internally managing the Sukuk mandates, 
and outsourcing our equity mandates to our shareholders, CIMB 
Group (via CIMB-Principal Asset Management) and Principal 
Global Investors. Our aspiration in three to four years’ time is 
to build the capability to manage equity portfolios in-house. 
With Principal Global Investors, we also want to develop asset 
allocation expertise to manage global balanced portfolios for 
various asset classes in equity and Sukuk, and introduce new 
capabilities for an Islamic real estate portfolio.

I do foresee in one to two years’ time we will have a presence 
in Dubai, which is aspiring to become a major financial center. 
It is actually becoming more of a need for us as we can see 
more Sukuk issuances in the UAE and Dubai providing a lot 
of liquidity on the Sukuk secondary trading. We would like to 
have either an investment professional or credit analyst based 
in Dubai to help capture the news and liquidity flows.

How does CIMB-Principal Islamic maintain its lead 
over other Islamic asset managers?
First and foremost, our core DNA is a proven and successful 
hybrid via CIMB Group and Principal Global Investors. The 
value in that is, through CIMB Group, we know the region very 
well including Malaysia (being the epicenter of global Islamic 
finance), and via Principal Global Investors, we have access to 
global investment expertise. That itself is very unique.

The other competitive advantage is in terms of our product 
innovation. We are the first Malaysia-based asset manager 
to launch a Dublin UCITS funds platform. There was a lot of 
work done and by blazing that trail, we have facilitated the way 
for the other Malaysia-based asset managers to follow suit. If 
you analyse closely, there is also the element of risk taking in 
that (and here I am referring to taking calculated and educated 
risks). And we feel that just like the conventional space, the 
Islamic finance space needs that. You can’t really wait and 
hope that this market will develop; rather you will need to build 
champions to bring the industry forward. We see ourselves as 
such and will continue to champion this space and lead the 
foray although it will take a lot of effort and work.

From my own standpoint, we do not lose sight of the bigger 
agenda of Islamic finance – we are one part of the ecosystem 
and quite an important part for the Islamic finance space. So for 
Islamic finance as a whole to succeed, the ecosystem and its 
components can never fail. If Islamic asset management were 
to fail, Islamic finance will in a way not succeed.

And while we run ourselves as a corporation and we need to 
deliver returns to our shareholders, there is a bigger agenda 
together with reinforced commitment from both CIMB Group 
and Principal Global Investors: to see that the Islamic asset 
management industry within the Islamic finance space will 
succeed. www.IslamicFinanceConsulting.com

www.IslamicFinanceEvents.com

www.IslamicFinanceNews.com

www.IslamicFinanceTraining.com

www.MIFforum.com

www.MIFmonthly.com

www.MIFtraining.com

www.REDmoneyBooks.com

consulting



22 September 2013

chapter

A Road Map for New Entrants in 
Islamic Finance

With oil maintaining its high prices, the liquidity of Islamic investors 
continue to increase making Islamic markets more and more attractive 
for all seekers of financing including sovereigns, corporates and 
financial institutions. ASIM KHAN sheds some light on the practical 
aspects new entrants should focus on when considering an entry into 
the Islamic finance space. 

Islamic finance is open to all and not restricted to Muslims only. 
Contrary to certain beliefs, this approach applies to corporates 
and financial institutions as well. As Islamic finance focuses on 
the transaction rather than counterparties (except where the 
transaction relates to equity of a particular company) it gives 
room to all types of institutions (whether Islamic or conventional) 
to participate in it, as long as the underlying transaction (and 
asset) is Shariah compliant. 

shariah compliant transactions
When Shariah scholars review a financial transaction, they 
consider certain aspects while determining the Shariah 

compliance of the transaction. These aspects include: 

i) Economic sense: The transaction should make economic 
sense for all parties involved in the transaction;

ii) Purpose: The purpose of the transaction and the underlying 
asset should be Shariah compliant;

iii) Structure: The mechanism of executing the transaction 
should be in compliance with the Shariah requirements; and

iv) Legal enforceability: The legal documents of the 
transaction should not only be Shariah compliant, but they 
must also reflect the structure and should enforce Shariah 
requirements of the transaction. 

chapter
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Shariah perspectives on corporates and financial 
institutions
From a Shariah perspective, corporates and financial 
institutions do not have any religion. It is their operations which 
determine whether or not the organization complies with the 
Shariah requirements.  

Shariah scholars have developed Shariah screens which are 
used to identify whether a corporate is Shariah compliant or not. 
These Shariah screens are based on (i) screening of business 
activities and (ii) financial ratios. These screening requirements 
are well set out in Shariah guidelines issued by Islamic bodies 
(e.g. AAOIFI), and methodologies published by Islamic indices 
(e.g. MSCI, Dow Jones, etc.) and Shariah screening service 
providers (e.g. Amiri). 

It is important to note that Islamic financial institutions  are not 
required to be screened for business activities and financial 
ratios. Shariah scholars have provided certain requirements, 
all of which needs to be met for an institution to be considered 
as an Islamic financial institution, including:

i) The company is a separate legal entity and established 
solely to transact in a Shariah compliant manner;

ii) The company has appointed a Shariah supervisory board 
which provides oversight and sign-off on all product 
development, implementation and on-going Shariah 
monitoring. They will also be responsible for providing 
operational guidance on all Shariah-related matters, and 
issuing Fatwa(s) to that effect; and

iii) The above aspects are formally documented in its 
formation documents and clearly set out in its annual 
audited financial statements.

Considering venturing into Islamic finance? 
The key considerations for corporates venturing for the first 
time into Islamic finance can be segregated into three phases:

Phase I – Understanding the local framework;
Phase II – Developing the structure; and 
Phase III – Sales and distribution.   

Phase I: understanding local frame work
As part of this initial phase, the following aspects need to be 
considered:

a) Regulatory requirements:
 The organization should review the regulatory environment 

of its jurisdiction i.e. whether it promotes or allows Shariah 
compliant transactions. It should be noted that for a 
Shariah compliant transaction, it is not necessary for it to 
be formally referred to as ‘Shariah compliant’ or its legal 
documents to specifically mention that.  The important 
aspect is that it needs to be reviewed and approved by 
Shariah scholars as a Shariah compliant transaction.

b) Tax considerations:
 Islamic financial transactions normally involve overseas 

investors investing into local jurisdiction. This exposes 
Islamic investors to potential local income tax implications. 

From a tax perspective, there may be certain structures which 
are tax efficient and have been developed to promote overseas 
investment. The corporate can consider using such structure, 
in a Shariah compliant manner, to attract Islamic investors. 
Further, certain jurisdictions have made appropriate changes 
in tax laws to promote Islamic finance (for example the double 
stamp duty exemption available to Islamic mortgages in the 
UK).

Phase II: Developing the structure
a) Identification  of Shariah advisor
 Most conventional corporates (or institutions) do not have 

in-house Shariah structuring expertise and look for Shariah 
advisors who can help and guide them throughout the 
Shariah structuring, review of Shariah scholars, approval 
of Fatwa and placement of the transaction. 

 The appointment of the right Shariah advisor is extremely 
critical for the success of the product. A Shariah advisor 
should not only have the right team which understands 
the product and have proven credentials of managing 
and delivering similar products, but he should also have 
access to the Shariah scholars, who will eventually review 
and approve the Fatwa confirming the Shariah compliance 
of the transaction.

b) Target markets and Shariah scholars
 It is important for the corporate to identify the jurisdiction(s) 

of potential investors at an early stage. This would not only 
enable the Shariah advisor to propose a structure which 
is generally acceptable to potential investors in those 
jurisdictions, but it will also enable the Shariah advisor to 
identify Shariah scholars, who are well known in the target 
jurisdiction(s), to be involved in the transaction.

c) Underlying structure and credit enhancements
 The product will use one of, or a combination of, Islamic 

financial instruments (e.g. Ijarah, Murabahah, Wakalah, 
Salam, Musharakah, Mudarabah, etc). The Shariah 
advisor should be in a position to advice on the most 
appropriate structure based on the purpose of financing, 
underlying assets and its tradability, and maturity of the 
instrument.. 

 Further, depending upon the jurisdiction and credibility 
of the corporate, the structure may need to involve 
certain credit enhancements to provide more comfort 

From a Shariah perspective, 
corporates and financial 

institutions do not have any 
religion. It is their operations 
which determine whether or not 
the organization complies with 
the Shariah requirements
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to the potential investors. Credit enhancements can be 
achieved in various ways including over collateralization 
of underlying assets, additional collateral or arranging a 
guarantee of a sovereign/recognized financial institution.

d) Appointment of legal advisors:
 Legal advisors also have an important role to play. 

Depending upon the nature of the transaction and 
structure, it may be that two sets of legal advisors are used 
for the transaction.

 Legal advisors need to be identified and appointed not 
only based on their expertise on the proposed structure 
but also their recognition and acceptability in the target 
market. Shariah advisors can play a key role in assisting 
the corporate in the identification and appointment of legal 
advisors.

e) Disclosure in legal documents
 Depending upon the jurisdiction of target investors, 

there are certain information or disclosures about the 
transaction, which although may not be a legal or 
regulatory requirement, potential investors still expect such 
disclosures to be included in the relevant legal documents. 

Shariah and legal advisors are expected to work together 
with the corporate to identify such additional information and 
disclosure expectations and appropriately incorporate it in the 
legal documents.

f) Pre-marketing 
 For a successful placement of an Islamic product, it is 

extremely essential to do some pre-marketing before the 
structure and legal documents are finalized. As part of this 
process, a handful of potential investors will need to be 
approached and informal feedback  on the transaction to 
be obtained so that the appropriate amendments to the 
final transaction could be made to make it more attractive 
to the target audience.

Phase III: sales and distribution
This is probably the most important phase of the transaction. As 
part of sales and distribution of Islamic transaction(s), several 
aspects will need to be considered, including:

a) Identification of sales/placement partner
 Depending on the type and nature of the financial 

instrument, the corporate may appoint an arranging firm 

to partner with the corporate and help in the successful 
placement of the financial instrument. 

 The selection of the arranging partner is a very important 
aspect. This partner should not only have relationships 
with investors in the target jurisdiction but also a successful 
track record of placing similar instruments in that region. 
As Shariah advisors do not have the capabilities to act as 
arrangers or placement agents for the transaction, they can 
instead play a key role in identifying potential placement 
agents to the corporate. 

b) Understanding of Shariah aspects by the sale team
 The most important aspect for Islamic investors is the 

Shariah compliance of the product. Only once they have 
comfort over Shariah compliance, will they want to discuss 
the commercial aspects of the transaction. As most of the 
sales team come with a conventional sales background, 
they are very well versed with the commercial aspects 
of the product but they may lack the depth of knowledge 
required to explain the Shariah considerations (and 
structure) of the product. 

 Islamic investors can be put off if they are not made 
comfortable on the Shariah aspects, which could spell 
an immediate rejection of the transaction. The corporate 
should consider including a Shariah advisor in roadshows 
and meetings with potential investors so that all Shariah-
related queries are appropriately addressed and 
responded.

c) Ongoing comfort over Shariah compliance
 Islamic investors not only need to be comfortable over the 

Shariah compliance of the transaction at the inception, but 
they need assurance that their investment continues to be 
in compliance with Shariah on an ongoing basis. 

 Shariah advisors normally take over the role of a Shariah 
monitor, who under the guidance of Shariah scholars, 
review the transaction on a periodic basis. Upon successful 
completion of each monitoring period, an ‘Opinion on 
Shariah Compliance’ is issued. This opinion is shared with 
Islamic investors to provide them with the comfort they 
need over ongoing Shariah compliance. www.IslamicFinanceConsulting.com

www.IslamicFinanceEvents.com

www.IslamicFinanceNews.com

www.IslamicFinanceTraining.com

www.MIFforum.com

www.MIFmonthly.com

www.MIFtraining.com

www.REDmoneyBooks.com

consulting  

This article is not intended as financial or a Shariah advice but 
reflects the personal thoughts of the author and is intended for 
discussion purposes only.

Asim Khan 
Managing Director
Email: asim.khan@khalijislamic.com.
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