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editor’s note

DISCLAIMER
All rights reserved. No part of this publication may be reproduced, duplicated or copied 
by any means without the prior consent of the holder of the copyright, requests for which 
should be addressed to the publisher. 

While every care is taken in the preparation of this publication, no responsibility can be 
accepted for any errors, however caused.

As we end the third quarter, the markets recover from the summer lull and 
Ramadan recedes into the distance, we are seeing a spate of new deals 
and renewed activity: including an increasing number of benchmark issues 
and landmark transactions that demonstrate the evolving innovation and 
sophistication of the Islamic finance industry.

None of this would be possible however, without the exceptional platform of support 
from the service providers that assist the sector in its onward march. From standard-
setting bodies to index providers, ratings agencies to research firms, advisories 
and consultancies: these are the players that shape the industry and sustain its 
momentum through their tireless search for success. In our third supplement of 
the year, IFN celebrates the best in class of these stalwarts with our 10th annual 
Service Providers Poll, giving an overview of the industry and awarding recognition 
to the key players that are driving it forward. In the same issue we also bring you the 
results of the IFN Law Awards 2014, showcasing the illustrious winners of the sixth 
edition of these prestigious industry accolades.

We move on to take a look Takaful innovation in Africa with the new livestock scheme 
from Takaful Insurance Africa, and talk to CEO Hassan Bashir about its potential 
impact; while Rosie Kmeid of Path Solutions talks us through the challenges 
facing the Islamic finance industry and how new technologies can play a role in 
surmounting these. We also bring you features on the new digital age for Islamic 
banking; the human capital emergency; and the growth in the global Takaful and 
re-Takaful industry.

In another rich and varied supplement to our annual schedule, we hope you enjoy 
the issue and wish all our readers a profitable third quarter.
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Throughout the month of July, IFN conducted its 10th annual IFN 
Service Providers Poll amongst its readers. An exceptional 6,070 
votes were cast, with 1,466 being eliminated due to irregularities: 
leaving a record-breaking 4,606 votes counting towards the final 
results. This outstanding result continues a trend that has seen 
participation levels in the IFN Service Providers Poll increase 
exponentially since its inception a decade ago: with this year’s 
valid votes representing a 60% increase on last year’s results. 

Recognized as the industry’s leading poll, the IFN Service 
Providers Poll prides itself on being the only comprehensive and 
unbiased guide to the leading supporting providers to the Islamic 
financial services industry: as voted by the readers. For the first 
time this year, we are also announcing second and third places 
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IFN Service Providers Poll 2014: 
Building on victory

The results are in, and once again Islamic Finance news leverages its 
unrivalled industry network to bring you the best in sector provider 
performance over the past 12 months: as voted for by a comprehensive 
cross-section of peers, experts and industry leaders from across the 
globe. LAUREN MCAUGHTRY writes.

IFN service Providers Poll 2014: winners
% votes

Most outstanding standard setting Body

Accounting & Auditing Organization for Islamic Financial 
Institutions (AAOIFI)

50%

Best Islamic consultancy Firm  
Dar Al Sharia 27%
Best takaful Provider  
Etiqa Takaful 12%
Best Re-takaful Provider  
Swiss Re Retakaful 18%
Best Islamic Index Provider  
S&P Dow Jones Indices 59%
Best Interbroker for Islamic transactions  
DDCAP 37%
Best Islamic Rating Agency  
Standard & Poor`s 40%
Best Islamic Research Firm  
International Shariah Research Academy for Islamic 
Finance (ISRA)

62%

Best shariah Advisory Firm  
Amanie Advisors 23%
Best Islamic technology Provider  
Path Solutions 19%

coVer storY
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along with the percentage of votes, in order to provide greater 
clarity. 

This year saw strength in numbers, as the previous winner’s in 
seven out of the 10 categories once again took home the prize: 
demonstrating a trend in 2014 towards consolidation and stability 
rather than innovation and exploration. However, while the results 
may showcase a range of familiar faces, their achievements are 
anything but ordinary: and the success of many of our winners over 
multiple consecutive years highlights the exceptional leadership, 
support and strength which has done so much to develop and 
drive forward the Islamic finance industry through a turbulent and 
volatile economic and geopolitical landscape. In addition, the 
high number of nominations for multiple categories emphasizes 
the increasing breadth and depth of Islamic finance, with an ever-
widening pool of providers emerging to push the current leaders 
forward and a consistent atmosphere of competition ensuring an 
absence of complacency.

* = 2013 winner

Setting the standard

Most outstanding standard setting Body
1st Accounting & Auditing Organization for Islamic 

Financial Institutions (AAoIFI)*
50%

2nd Islamic Financial Services Board (IFSB) 35%
3rd International Islamic Financial Markets (IIFM) 15%

 
Once again the Bahrain-based Accounting & Auditing 
Organization for Islamic Financial Institutions (AAOIFI) won the 
category of ‘Most Outstanding Standard Setting Body’; taking the 
top spot for the fourth consecutive year by a comfortable margin. 
In 2014 AAOIFI extended its lead over rivals IFSB and IIFM, 
which last year took the same places but in a somewhat closer 
race. 

While the runners up occupy invaluable positions in the industry, 
participants in the Poll continue to support AAOIFI’s respected 
leadership in the role of standard setter and industry arbiter: 
which as the sector grows both in depth and geographical spread 
is becoming more important than ever. With a new secretary-
general in the process of being elected following the departure of 
Dr Khaled Al-Fakih this year, we can look forward with interest to 
a new direction for the agency in the months to come. 

“AAOIFI is committed to discharging our responsibilities in 
developing and issuing high-quality standards.  In order to 
support the growth of the international Islamic finance industry, 
the standards development process must be robust and 
accompanied by effective consultation with the industry and the 

esteemed Shariah scholars,” said Shaikh Ebrahim Bin Khalifa 
Al Khalifa, the chairman of the board of trustees for AAOIFI, 
regarding the change of leadership. During the transition period 
until the appointment of a new secretary-general, AAOIFI’s 
activities and operations will be overseen by Khairul Nizam, 
current deputy secretary-general. 

Consulting the best

Best Islamic consultancy Firm
1st Dar Al sharia* 27%
2nd Amanie Advisors 17%
3rd IFAAS 12%

Building on a lengthy winning streak, Dar Al Sharia won 
the category of ‘Best Islamic Consultancy Firm’ for the fifth 
consecutive year. Established in 2007 as a subsidiary of Dubai 
Islamic Bank, Dar Al Sharia has built a sterling reputation as one 
of the sector’s most valued advisory and consultancy firms and a 
leading global provider of Shariah compliant solutions. 

The award for Best Islamic Consultancy Firm, while dominated 
by Dar Al Sharia, has seen competition increase rapidly over the 
past few years: with the growing number of nominations standing 
testament to the increasing demand for innovative and flexible 
Islamic solutions as the sector develops in sophistication. This 
year 19 organizations were nominated, with a close contest 
seeing Dar Al Sharia once again pull ahead of last year’s runner’s 
up, Amanie Advisors.

Insuring performance

Best takaful Provider
1st Etiqa takaful* 12%
2nd Prudential BSN Takaful 9%
3rd Abu Dhabi National Takaful Company 6%

In one of the most fiercely contested categories of the competition, 
Etiqa Takaful beat a record 80 nominated firms to win the 
category of ‘Best Takaful Provider’ for the third consecutive year. 
Edging out over Prudential BSN Takaful by just 3% of the vote 
and narrowly beating last year’s runner up Abu Dhabi National 
Takaful Company, Etiqa Takaful demonstrated not only its own 
domestic strength but also the exceptional potential and growth 
within the increasingly competitive global Takaful industry. 

The firm distinguishes itself through its ‘Etiqa Way’ brand, which 
permeates its work culture and customer service and focuses on a 
simplified, streamlined and service-based approach. “This award is 
the result of all our combined effort and is a strong testimony of Etiqa 
Takaful’s leadership position in the Takaful industry,” commented 
CEO Ahmad Rizlan Azman. “Winning this award for the third 
consecutive year is definitely a huge success for us, and it further 
drives us to work towards maintaining our title. Even though we are 
ranked No. 1 in the Takaful business in Malaysia, we are grounded 
by the core of the Etiqa brand, which is humanizing insurance and 
Takaful, where we believe in placing people over policies.”

New entry

Best Re-takaful Provider
1st swiss Re Retakaful 18%
2nd Takaful Re* 16%
3rd Saudi Reinsurance Company 11%

Despite the dominance of 

S&P Dow Jones, the Islamic 

index landscape has seen some 

significant shifts in recent months 

that suggest that next year might 
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In one of the few new moves in this year’s contest, Swiss Re 
Retakaful won the category of ‘Best Re-Takaful Provider’ for 
the very first time. However, the firm is no stranger to success, 
having come in second place in 2013 to this year’s runner up, 
Takaful Re, in close contest. This year was another photo finish, 
with just 2% separating the leaders and sector stalwart Saudi 
Reinsurance Company yet again putting in another strong 
performance to finish third.  Although not as open a field as 
the Takaful provider category it is notable this year that with 18 
companies nominated, the reTakaful space is growing apace in 
both provision and competition. 

“We are very happy to receive this prestigious award,” confirmed 
Marcel Papp, the head of Swiss Re ReTakaful. “It shows that our 
clients appreciate the efforts Swiss Re and its reTakaful team 
have put in in the past five years since the establishment of the 
reTakaful office in Kuala Lumpur. This award will give us even 
more motivation to continue working together with our Takaful 
clients to grow the Islamic finance industry further.”

Sterling stalwart

Best Islamic Index Provider
1st s&P Dow Jones Indices* 59%
2nd MSCI 27%
3rd Russell-IdealRatings 13%

From new face to old favorite: in 2014 the category of ‘Best 
Islamic Index Provider’ was yet again won by S&P Dow Jones 
Indices – for an impressive eighth consecutive year. With one 
of the biggest margins in the contest, S&P Dow Jones took over 
half the votes to storm home in a resounding victory. Of the rest 
of the field, MSCI again took second place, extending its lead 
over 2013’s third runner up, Russell-IdealRatings – two providers 
that joined forces in March of last year. These top three players 
dominate the sector: between them accounting for 99% of total 
votes despite a field of eight nominated firms. 

Alka Banerjee, the managing director of strategy and global 
equity indices at S&P Dow Jones Indices, commented that: 
“S&P Dow Jones Indices is proud to have won the ‘Best Islamic 
Index Provider’… which recognizes our leadership position and 
dedication in this area. Islamic finance is a dynamic and promising 
segment in the global financial market.” She also confirmed 
that: “We are committed to continuously providing high quality 
and innovative Islamic and Shariah indices that bring greater 
transparency and accessibility to the investment community.”

However, despite the dominance of S&P Dow Jones, the Islamic 
index landscape has seen some significant shifts in recent 
months that suggest that next year might see a shake-up in 
the sector. In June of this year the London Stock Exchange 
Group’s FTSE Indexes partnered with Russell Investments index 
business to create the third-largest global index provider in terms 

of exchange-traded assets under management. With a combined 
global ETF AUM of US$339 billion as of April 2014, the new entity 
comes just behind MSCI (US$356 billion) and draws closer to 
S&P Dow Jones (US$705 billion). With Russell’s strength in 
the US market opening new horizons for the combined FTSE/
Russell/IdealRatings Islamic index families, the consolidation 
in the sector could see an eventual challenge to the ongoing 
dominance of the current index giant. 

Platform for success

Best Interbroker for Islamic transactions
1st DDcAP* 37%
2nd Bursa Suq al Sila 23%
3rd Eiger Trading 14%

Another service provider stalwart, DDCAP in 2014 won the 
category of ‘Best Interbroker for Islamic transactions’ for the 
fifth consecutive year, marking its continued dominance in 
the brokerage space. Managing director Stella Cox however 
highlighted the keen competition in the sector, noting that: “Given 
that they are industry voted, IFN’s awards are of significant 
market relevance. The original shortlist demonstrated that 
DDCAP operates within a highly competitive market segment, 
where wholesale clients rightly have access to the service they 
require from a geographically diverse and proficient group of 
providers. We are hugely appreciative that our customers elect 
to work with us, many having done so for over 15 years, and we 
offer our sincere thanks to all those who voted for us in this year’s 
Poll.”

While the top three faces are all familiar, this year saw a switch 
around as Malaysian Bursa Suq al Sila slid past the UK’s Eiger 
Trading to take second place. While the total field numbered 
seven nominations, the top three contestants took almost 
two thirds of the vote this year, demonstrating their continued 
dominance of the global Islamic brokerage market. 

Making the grade

Best Islamic Rating Agency
1st standard & Poor`s* 40%
2nd Islamic International Rating Agency (IIRA) 24%
3rd Moody`s Investors Service 14%

Standard & Poor’s also won the category of ‘Best Islamic Rating 
Agency’ for the third consecutive year, building on its 2013 
success and extending its lead to an impressive 40% of the total 
vote. 

“S&P is delighted to win the award for Best Islamic Ratings 
Agency”, said Stuart Anderson, Managing Director & Regional 
Head Middle East at Standard & Poor’s Ratings Services.  “This 
is the fourth time that S&P has won this award, acknowledging 
our team’s deep understanding of and commitment to the Islamic 
finance industry.”

Its closest competitor, the Islamic International Rating Agency 
(IIRA) won 24% to come runner up for the second year in a row. 

The IIRA continues to beat major players including Moody’s 
(third runner up) and Fitch Ratings as well as domestic 
players including RAM and the Malaysian Rating Corporation, 
suggesting a continued concern and demand by industry players 

With one of the biggest 
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Dow Jones took over half the 

votes to storm home in a 
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for a Shariah-specific focus in their ratings provision. With the top 
three firms taking almost 80% of the vote out of a field of eight, 
it is clear that especially for the two leaders; the market remains 
very happy with their performance. 

Researching results

Best Islamic Research Firm
1st International shariah Research Academy for 

Islamic Finance (IsRA)
62%

2nd KFH Research 27%
3rd Gulf Investment House 9%

In a category that has seen the winner swing back and forth 
between the top players in a compelling contest; this year the 
International Shariah Research Academy for Islamic Finance 
(ISRA) yet again reclaimed the category of ‘Best Islamic 
Research Firm’ from last year’s winners KFH Research – a 
firm who itself took the prize from ISRA following its 2012 win. 
However, in a surprise turn given the photo finish of last year’s 
competition, this year ISRA pulled ahead to cement its lead 
beyond a doubt: taking almost two thirds of the vote compared 
to 27% for KFH Research and just 9% for the third runner up, 
Gulf Investment House. 

Dr Mohamad Akram Laldin, executive director, commented that: 
“We at ISRA are very proud of this recognition and would like 
to take the opportunity to thank all who have supported us in 
our research and consultancy work. We also thank Bank Negara 
Malaysia for their endless support.”

Advising the industry

Best shariah Advisory Firm
1st Amanie Advisors 23%
2nd Dar Al Sharia* 21%
3rd IFAAS 17%

In another category that is continuously closely contested, Amanie 
Advisors won the category of ‘Best Shariah Advisory Firm’ for the 
first time, taking the top spot away from former winners Dar Al 
Sharia. “Personally, and on behalf of my colleagues, we are very 
pleased to be voted by our peers, clients and friends around the 
world as the IFN Best Shariah Advisory Firm 2014,” commented 
Dr Daud Bakar, CEO of Amanie Advisors. “As a global company 
we aim to contribute much more in the future, particularly within 
the new emerging markets for Islamic finance.”

Amanie has been creeping up for the last several years, closing 
the gap further in each consecutive poll, culminating in its 2014 
win. 

However with just 2% between the two leaders and Islamic 
Finance Advisory & Assurance Services (IFAAS) coming a very 
close third with 17% of the vote, the advisory field is still highly 
competitive, especially on a geographical basis: with Malaysia-
based Amanie spreading its international wings in recent years 
while Dar Al Shariah continues to dominate in the Gulf and UK-
based IFAAS building on its surprise third place last year to close 
the gap between the leaders with expansion into Europe, Africa 
and the Middle East. However, with a total of 14 nominations in 
the category and the three leaders taking 61% of the vote, we 
can perhaps expect increased competition to push next year’s 
contest even further. 

Technical strength

Best Islamic technology Provider
1st Path solutions* 19%
2nd Oracle FSS 9%
3rd 3i Infotech 6%

Rounding off our Service Providers Poll as always, is the category 
upon which the execution and operations of the industry depend 
and, although often unsung, without which Islamic finance could 
not exist. And yet again, for the seventh year in a row, Path 
Solutions took home the prize for ‘Best Islamic Technology 
Provider’, exceeding its closest competitor Oracle FSS by a 10% 
margin. 

Mohammed Kateeb, group chairman & CEO of Path Solutions, 
commented that: “We are honored to be acknowledged by IFN 
readers. This award is a reflection of our commitment to the 
global Islamic finance industry; having played a pivotal role in 
developing cutting-edge and innovative Shariah-compliant 
software solutions that still lead the way in this growing sector.”

Despite the continued dominance of the winner however, the top 
three firms this year captured just over a third of the total votes in 
a field that comprised 31 competitors – as the technological race 
continues to exceed itself and the contest grows ever fiercer. 

Congratulations to all

The fierce competition and fast-growing field of nominations in 
this year’s Poll stands testament to the growing sophistication and 
spread of the Islamic finance industry, and the increasing power and 
influence which its players wield in the wider financial markets. 

The feedback this year was once again extraordinary, and IFN 
are humbled by the exceptional response and overwhelming 
support from across the globe. We are proud and delighted to 
be able to represent the voices of the industry, and to provide a 
channel through which participants can recognize, reward and 
review performance over the past year through an unequaled 
audience of peers. 

We would like to congratulate all winners and nominees for their 
outstanding achievements, and thank all our voters for taking 
part. We look forward with anticipation to next year’s contest. 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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While business activities in line with the provisions and principles 
of Shariah have been a feature in the Arab world for over a 
millennium, recent years have seen the emergence of modern 
Islamic finance that has established itself as an important 
component of regional economies. As new geographies continue 
to open up, industry forecasts suggest that modern Islamic 
finance will continue to enjoy a solid and vertical growth fuelled 
by greater acceptance and surging demand for ethical financial 
products.

Yet the value of this market is not well perceived and largely 
underestimated, and the Islamic financial services industry 
is challenged with figuring out how to serve it effectively and 
profitably. 

Across world markets, and particularly in the GCC, Southeast Asia 
and Africa, the strategy has been to encourage the development 
of a healthy Islamic financial sector to contain and reach out to 
large unbanked populations, currently estimated at 2.5 billion. 
This represents enormous potential and opportunities for Islamic 
financial institutions to offer a wide range of Shariah compliant, 
high-quality, reasonably priced financial products and services. 

Investments in innovative Shariah compliant financial services 
for the unbanked pay many incentives not only in profitability 
and cross-selling opportunities but also in reducing financial 
ignorance and the inaccessibility around the world, and pave the 
way to sustainable growth.

One business model complements the other

Islamic banking is more complex than traditional banking in 

that products and services must conform to the requirements of 
Shariah by way of usage for sale contracts, leasing arrangements, 
agency fees, profit-sharing deals and other types of agreements.

Similarly, Islamic banking practices and regulations vary from 
one country to another. It is recognized that one of the major 
challenges in Islamic banking is the absence of a single 
interpretation of Shariah law given that there are different schools 
of thought. There remains a number of controversies about the 
ideal practices in Islamic banking and the role of Shariah boards 
in harmonizing Fatawa required to minimize complexities in 
structuring Islamic financial products. 

Attempts have been made though by organizations such as 
AAOIFI and the Islamic Financial Services Board (IFSB) to 
improve standardization, but such standards are not mandatory 
nor are they universally accepted.

This leads to the absence of conformity across Islamic banking 
operations. Thus, a universal consensus of what was described 
above, although not without a few differences will substantially 
grow the Islamic finance market and will catapult it to exponential 
levels.

Nevertheless, industry experts widely acknowledge the significant 
role of Islamic finance in the global financial system. The industry 
has clearly demonstrated its ability in helping to restore and 
maintain financial stability worldwide. The wide acceptability 
that modern Islamic finance enjoys and the support it attracts 
from three principal bodies such as the World Bank Group, the 
IMF and WTO as evident in the numerous initiatives they have 
undertaken, are considered enough proof of its viability and 

Talking about a vibrant market of 
Shariah compliant technologies

The Islamic finance sector is progressing at unprecedented rates across 
different jurisdictions yet it still only accounts for less than 1% of the 
wider global finance and banking industry. ROSIE KMEID discusses the 
challenges facing the industry and how new technologies can play a 
bigger role in moving Islamic finance forward.

sector report
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relevance to the global financial system, especially in view of the 
industry’s appeal to leading international banks such as Citibank, 
UBS, HSBC, BNP Paribas, Royal Bank of Canada and others.

Today, the industry has become systemically important and is too 
big to be ignored. With Islamic finance moving into the next phase 
of growth, Islamic financial institutions have the opportunity to 
assess their current capabilities and leverage them to focus on 
areas of strength to keep on their current trajectory.

The strive for efficiency intensifies

While the inherent strengths of Islamic finance have contributed 
to its viability and resilience, going forward the foundations for 
its sustainability as a competitive form of financial intermediation 
is yet to be reinforced. Despite a number of challenges, modern 
Islamic finance remains a demand-driven segment, key to 
the growth of societies. However, the impact of economic 
environment on business, margin compression and competitive 
pressures are forcing Islamic financial institutions to focus 
primarily on performance and efficiency.

As once observed by Dr Kabir Hassan, a professor of finance at 
the University of New Orleans, in his research study on Islamic 
finance efficiency; Dr Hassan noted that for the industry to 
influence the patterns of the global financial system and shape 
the future, it must move beyond its traditional strongholds. 

Concerted efforts are thus underway focusing on the further 
development of the sector. As part of this process, industry 
experts believe that the use of highly advanced and globally 
recognized technologies in Islamic finance activities is highly 
desired and is the only way to enabling the industry achieve its 
full potential. They are confident that the continued development 
of the sector and its overall expansion are heavily based on 
the strategic investment in technology and the effective use of 
Shariah compliant information systems. 

A cutting-edge technology combining the best of traditional 
Islamic values and innovation, able to match the requirements 
of modern Islamic financial institutions is integral to suppress the 
various emerging challenges in the sector.  

Recognizing the increasing market demand for Islamic-oriented 
financial products across multiple geographies, Islamic financial 
institutions expect, as a result of deploying an off-the-shelf Shariah 
compliant technology incorporating best practice processes, to 
adapt to the nuances of a rapidly growing sector by offering their 
customers superior Shariah compliant products and services. 
Such technology, built from scratch on the basis of Shariah, will 
be completely self-contained, truly geared to address country 
and region-specific Islamic banking requirements, with the 
flexibility to define a full and competitive range of Islamic financial 
products, the scalability to manage large volumes of transactions 
and the agility to embrace change.

The call for Shariah compliant technologies

Nowadays, the parade of new technologies breakthroughs in the 
global financial services sector is relentless. The increasingly 
sophisticated, evolving and transformative technologies will 
inevitably promote better practices, greater transparency and 
increased productivity for the entire financial system.

With the significant milestones modern Islamic finance has 
achieved in the recent decade, Shariah compliant technological 
advancements will play a bigger role in the growth of this 

phenomenon worldwide. The next few years are likely to see 
further growth in the development and proliferation of new-
generation Islamic technologies in an attempt to meet the 
demands of this fast-growing sector. As the sector comes into its 
own, latest technologies will enable Islamic financial institutions 
not only to increase their efficiency and enhance their customer 
service, but more importantly to considerably cut the cost of 
their operations. Without doubt, this offers exciting opportunities 
for these institutions to elevate business performance, gain a 
competitive advantage and grow their market share.

While clearly this is work in progress, Islamic financial institutions 
remain optimistic that the adoption of high-performing and proven 
technologies in line with the requirements of the Islamic law will 
continue to revolutionize the sector in the coming years.

About Path Solutions

Path Solutions is at the forefront of the Islamic financial software 
industry, providing a broad, deep spectrum of Shariah compliant 
integrated solutions and services that cover core banking, 
customer service management, investment banking, risk 
management, treasury and trading in the GCC and global capital 
markets.

Designed to meet the needs of modern Islamic banking, Path 
Solutions’ turnkey solutions are based on an open, flexible 
architecture and an established deployment methodology. They 
have been tested and implemented at some of the world’s most 
sophisticated Islamic banks, Islamic banking windows as well as 
conventional banks converting into Islamic banking operations.

Path Solutions’ flagship product, iMAL, is a powerful core banking 
solution specifically built from the ground-up to support Shariah 
banking operations. It is geared to address country and region-
specific Islamic banking requirements. Moreover, the flexibility 
and intuitive design of iMAL enables financial institutions to 
quickly launch competitive Shariah compliant products and 
services while reducing IT dependency and cost.

Founded in 1992 and building on over 20 years of experience, 
Path Solutions is well positioned to be the trusted IT partner of 
forward-thinking Islamic banks willing to capitalize on best-of-
breed technologies. The company goes a step beyond traditional 
software vendors by delivering Islamic solutions designed to 
mitigate Shariah risk, optimize output, minimize costs and which 
can be easily extended to support geographical and business 
expansion. Further details are available here www.path-solutions.
com 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

Powering Islamic Financial Markets

Rosie Kmeid is the vice-president of corporate communications  
and marketing for Path Solutions. She can be contacted at  
rkmeid@path-solutions.com

The industry has become 

systemically important and 

is too big to be ignored
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Online banking 

Online banking is growing as a feature in Islamic banking due to 
the repaid expansion of the industry through Islamic windows in 
conventional banks, giving rise to a parity of online provisions for 
both types of clients, which has increasingly been matched by 
standalone Islamic banks. The development of Islamic banking 
outside of the industry’s established core markets of the Middle 
East and Southeast Asia can only be aided by the provision 
of online banking capabilities and the development of new 
technology as well as new options for customers. 

For more developed markets this requirement is driven by the 
need to match the offerings of conventional banks and provide 
value-added opportunities that complement the products available 
from Shariah compliant banks. A survey conducted last year on 
Islamic banking consumption in the UAE stated that 60% of the 
UAE nationals and Arab expats surveyed held compliance as a 
deciding factor, with the Western expats choosing to base their 
choice of bank on quality service and online banking options. A 
quarter of current account holders in the UK would respond well 
to a digital-only bank, according to a survey conducted by global 
consultancy group Accenture in March, with 80% of the survey’s 
3,604 respondents venturing online at least once a month to 
interact with their banks.

In less developed and more rural markets, innovation that can 
be adapted and utilized for use with microfinance or as tools 
for SMEs is likely to gain more ground. Many banks are looking 
towards these less developed markets as those more likely 
to yield growth and governments are moving to facilitate their 
entry into the marketplace; in Morocco in June, the country’s first 
parliamentary house approved a bill regulating Islamic banks as 
well as provisions for microfinance, online and mobile banking. 

A number of financial institutions including Malaysia-based 
CIMB Islamic and UAE-based Noor Bank have committed to 

increasing their technology provision with the aim of growing the 
bank’s overseas business. Hussain Al Qemzi, Noor Bank’s CEO, 
has been quoted highlighting the growing importance of online 
banking as an attraction for new customers: “In the product and 
consumer that we are targeting we’ve noticed today that the 
branch network is not very instrumental. Unlike before, people are 
looking for alternatives of reaching you through the internet.” The 
idea of expanding the bank’s retail operations utilizing technology 
to gain greater reach and traction in overseas markets, via an 
online presence and advertising rather than an investment in 

A move towards the digital age for 
Islamic banking

According to an Accenture analysis, the 25 largest retail banks in the 
US spend in excess of US$50 billion a year on maintaining over 43,000 
branches nationwide, with the opening of a new branch costing over 
US$2 million on average. With the cost of establishing and maintaining 
a physical presence becoming more and more costly, banks both 
conventional and Islamic are turning to technology to offer a solution. 
The focus and utilization of technology in Islamic finance is similar to that 
of its conventional counterpart; mobility, advanced delivery channels, 
24x7 banking, branchless banking and risk management are among the 
latest trends. REBECCA SIMMONDS explores the impact of technology on 
Islamic finance.
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Figure 1: UK internet usage 2007/2013
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a physical presence is one that is being explored by the bank. 
Saudi Arabia’s Gulf Investment Bank recently announced the trial 
launch of ‘meem م’, a retail banking service  that aims to provide 
an innovative approach to banking focused on technology and 
will provide a suite of non-traditional products that will be new to 
the Saudi banking sector.

Banking on the move 

The Accenture survey indicated that uptake of mobile banking 
usage in 2013 had risen to 27% of customers compared with 
21% in 2012 and 10% in 2011. According to networking systems 
provider CISCO Systems, global mobile data traffic will grow 
three times faster than fixed IP traffic between 2013 and 2018, 
with traffic figures progressing from 3% in 2013 to a predicted 
12% of total IP traffic in 2018. The majority of this mobile data 
traffic growth will be seen in the Middle East and Africa (MEA), 
with Asia Pacific taking second place. Traffic in the MEA is 
predicted to grow at a compound annual growth rate (CAGR) of 
38%, with business IP traffic growing at a CAGR of 23%, faster 
than the global average of 18%. In 2013 mobile web penetration 
(as a proportion of total Internet usage) was highest in MEA at 
92.7%  and is forecast to reach to 94% this year, with Asia Pacific 
penetration at 83.9% in 2013, and expected to rise to 87.4% this 
year.

A recent global study by software company SAP has identified the 
UAE as one of the top three markets for mobile banking adoption. 
With these figures providing a basis for the outreach ability 
available via mobile applications a number of Shariah compliant 
banks in the Gulf region have invested in mobile technology to 
attract and retain customers. Oman-based Alizz Islamic Bank is 
one of five local banks in the country that offer e-channels to 
customers, and has adopted both a new technology platform 
and a mobile banking app to fully realize it’s potential. Alizz has 
found that despite one-for-one recruitment for both forms of 
access, as customers are able to join sign up for both services 
simultaneously, mobile technology is the medium that seems to 
be preferred. Launched nine months ago, the bank’s strategy 
has been to ensure that it has a solid technological platform 
for customer interaction. Speaking to Islamic Finance news 
(IFN) Zadiq Allawati, Alizz Islamic Bank’s head of e-channels, 
outlined the bank’s approach: “We wanted to begin with a well-
featured internet and mobile banking system so that from day 
one, customers would feel comfortable dealing with the bank 
via our online and mobile interfaces for all sorts of transactions. 
Before even thinking about venturing internationally, our mobile 
platforms have allowed us to grow quickly within Oman without 
the necessity of a large number of physical branches.”  

A host of other banks have joined Alizz this year in the launch 
of mobile banking offerings, including GCC –based BankDhofar, 
which operates Maisarah Islamic Banking Services, Qatar Islamic 
Bank, and Shariah compliant Pakistan-based Meezan Bank. 
Earlier this year Meezan partnered with technology company 
Inov8, to implement multi-channel mobile banking services and 
smart phone applications with social media integration for the 
bank’s customers, making Meezan Bank the first in the country 
to provide these services.    

Mashreq, which offers Islamic banking services under Mashreq 
Al Islami, in April this year became the first bank in the UAE to 
implement the use of near field communication (NFC) mobile 
wallets to replace credit cards. The technology allows for 
paperless payments with no requirement for signatures via ‘Tap 
n Go’ stickers placed on mobile phones. Payment using mobile 
phones has also been adopted by the UAE Banks Federation 

which formally launched the Mobile Wallet project, the financial 
component of the emirate’s Smart Government initiative, in 
June. The initiative will be rolled in phases across 49 banks in 
the UAE, with the first stage witnessing the establishment of 
mobile payments and a money transfer platform for smartphones 
and other digital devices, reflecting the importance of mobile 
technology in the development of emerging economies and that 
of Dubai in particular as it moves forward in its aim to become the 
global capital of the Islamic economy. 

E-systems and mobile wallets 

The migration to e-payments is one that is gradually but steadily 
progressing across banking and government payment systems 
worldwide in the name of operational efficiency, cost reduction 
and ease of payment. Research has indicated that migration 
to purely electronic payment systems could save up to 1% of 
GDP; a statistic no doubt taken on board with the implementation 
of the Dubai Smart Government initiative which announced 
the activation of linkages with Dubai Islamic Bank (DIB) and 
its government resources planning systems in June 2014. 
The collaboration allows for the full automation of the financial 
processes for government suppliers and salary payments as 
Dubai makes it move towards its goal of ‘smart government’ and 
‘smart city’ implementation by 2021. 

In July 2014, following the tie up with the Dubai government, DIB 
launched its ‘Smart Bank’ concept. The concept is technology-
driven and customer service focused, with paperless transactions 
in branch a key element of the new process; all forms are 
completed electronically and the bank’s systems are integrated 
with those of the Emirates Identity Authority allowing for upload 
of customer information directly from Emirates ID cards. The 
bank has launched the Smart Bank experience in 12 of its 
branches in the UAE and plans to roll the upgrades out to the 
remainder of its 90 branches by October. In conjunction with the 
launch of DIB’s collaboration with the Dubai Smart Government 
initiative, Dr Adnan Chilwan, the bank’s CEO, outlined the 
institution’s dedication to improving the banking experience 
through technology: “DIB is fully committed to advancement 
and innovation in Islamic finance. We were the first to introduce 
this phenomenon nearly four decades ago and our heritage and 
vintage ideally positions us to show the modern face of Islamic 
banking to the world. We see technology as a major factor in 
easing and improving customer interaction and with the large 
and multi-faceted entities like the Dubai Department of Finance 

Figure 2: Mobile data traffic in Middle East and Africa from 2013 to 2018 
(in Terabytes per month)
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(DOF); a well-integrated and customized corporate cash 
management platform not only improves quality and accuracy of 
service but also helps to minimize costs.”

The level of development of electronic banking systems in Islamic 
finance does vary; as Dubai introduces its Smart Government 
and online payment initiative, Shariah compliant Oman-based 
Bank Nizwa became the first bank in the country to implement 
an electronic cheque clearing system allowing the bank to 
clear cheques drawn on Bank Nizwa in all of its branches. The 
disparity between the technical abilities of banks within the 
Islamic financing system alone is an element that contributes to 
the lag in the industry’s pace of development. 

Core systems 

Over the past year a number of Shariah compliant retail banks 
have made upgrades to their core operating systems, with system 
providers including International Turnkey Systems, Amanie 
Global Technology, Temenos and Path Solutions providing 
Shariah compliant modular systems to suit the individual needs 
of banks including Kuwait International Bank, Kuwait Finance 
House, Barwa Bank, Sohar Islamic, Nigeria-based Sterling Bank 
and organizations such as the International Islamic Tarde Finance 
Corporation. As Mohammed Kateeb, the group chairman and 
CEO of Kuwait-based Path Solutions, points out: “Upgrading the 
underlying technology is essential so as to align itself with the 
latest technology trends, enabling clients to maximize agility to 
compete in a fast growing marketplace.”

The demand for Shariah compliant banking is rapidly growing, 
creating new markets and opportunities for new technological 
solutions for core systems providers. Kateeb identifies the 
markets with the greatest interest: “Regions include north 
and sub-Saharan Africa like Libya, Tunisia and Morocco, and 
Mauritania, Somalia, Niger and Ethiopia. We are witnessing 
positive changes there in terms of Islamic banking laws. [In terms 
of] demand for innovative Sharia-compliant products…the trend 
is for more sophisticated, customized Islamic banking products 
and services.”

What is clear is that digital banking is increasingly becoming the 
norm for regular banking activities, and in recognition of this, more 
countries are gradually introducing regulations suited to the new 
methods of banking; Path Solutions recently launched the iMAL 
International Taxation Regulation – FATCA module to address 
the recent US FATCA requirements. The recent guidance from 
the Basel Committee data aggregation and reporting is another 
recommendation that will require banks, both Islamic and 
conventional, to fundamentally upgrade their capabilities in this 
area by early 2016. 

New trading platforms

Whilst the most visible technological changes may be occurring 
in the retail space, some of the most lucrative occur behind the 
scenes. The potential for e-trading has yet to be fully realized 
for Islamic finance, however a number of banks have introduced 
new online services and platforms paving the way for more 
widespread use of new trading mediums.  In November 2013, 
HSBC Saudi Arabia, which offers Shariah compliant solutions, 
announced a partnership with National Technology Group, 
providing a new line of e-trading services for security markets 
both regionally and globally. 

Noor Bank, followed suit in March and announced that it would 

be making online commodity Murabahah financing available for 
all its corporate and SME borrowing relationships, augmenting 
its interbank online commodity Murabahah settlement capability 
which supports treasury transactions on the Dubai Multi 
Commodities Centre (DMCC) Tradeflow Platform. At the start 
of July, DMCC reported that the Tradeflow platform which 
implemented electric commodity Murabahah transactions in 
March 2013, in July this year reported 900 such transactions 
having taken place on the platform in the first six months of the 
year.

The NASDAQ Dubai Murabahah Platform was introduced 
by NASDAQ Dubai, Emirates Islamic and Emirates Islamic 
Financial Brokerage at the start of April 2014, and utilizes Shariah 
compliant certificates based on Wakalah investments that have 
been developed for use as the underlying assets for all financing 
transactions. As of May 2014, more than AED3 billion (US$816.6 
million) in financing had been processed on the platform involving 
transactions of more than AED12 billion (US$3.27 billion), due to 
a pilot phase of the project begun in September 2013. Sharjah 
Islamic Bank was the first bank to join the platform, which has 
been described by Hamed Ali, CEO of NASDAQ Dubai, as: 
“[Bridging] best practice international capital markets standards 
with the specific requirements of Shariah financing.”

Digital banking – here to stay?

Physical branches remain necessary for banks; according to 
the Accenture survey almost 60% of traditional personal bank 
products are sold via the branches, and it is recognized that 
people do prefer to talk face to face when large sums of money 
or complicated procedures are involved. However, the margin of 
customers preferring branches to online platforms is narrow – 
41% to 35%, and as Zadiq highlights: “Regardless of whether 
it’s Islamic banking or conventional, people want the latest 
technology and applications when it comes to banking.” So it 
seems that digital banking is here to stay. What is interesting is 
that of the youngest age-group polled by Accenture – 18-24 years 
old – only 22% were in favor of a move to purely online or mobile 
banking, although the age group above – 25-34 years old – was 
the keenest with 33% in favor. If Islamic finance can find a way 
of utilizing digital platforms to satisfy these technologically native 
customers whilst retaining the human element, it may have hit on 
a winning formula. www.IslamicFinanceConsulting.com

www.IslamicFinanceEvents.com

www.IslamicFinanceNews.com

www.IslamicFinanceTraining.com

www.MIFforum.com

www.MIFmonthly.com
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Figure  3: Mobile internet penetration worldwide as of 
1st quarter 2014, by generation
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Increasing demand, widening gap

Figures vary but experts have put forward that emerging markets 
would require some 50,000 Islamic finance professionals in 
the next few years to keep the gears of Shariah compliant 
finance moving. Malaysia International Islamic Financial 
Center projected that for the 2011-20 period, a total of 22,400 
individuals would be needed to support the Malaysian Islamic 
financial sector, making up 40% of the additional 56,000-strong 
workforce needed for the wider financial industry. Neighboring 
Indonesia estimated that the republic would need 17,000 
additional practitioners within the next three years while the 
UAE has put the number at 8,000 new employees for 2015 just 

for Dubai alone, as it moves forward to establish itself as the 
world’s leading Islamic economic hub.

According to a 2013 report by COMCEC Capital Market 
Regulators Forum, the capital markets segment of the Islamic 
finance industry has a startling 88% shortage of Islamic finance 
professionals followed by Takaful at 63% and banking at 50%. 
However, despite the Islamic capital market being the segment 
most in need of talent, a comprehensive survey with 297 industry 
professionals conducted by the Finance Accreditation Agency 
in collaboration with Islamic Finance news (IFN) in May this 
year, revealed that less than half (41%) of the training providers 
surveyed said that training in Islamic capital markets was poised 

Human capital for Islamic finance: 
An asset class yet to be realized 

With an Islamic finance professional qualification under his belt, Adam 
was hopeful in his search for a job in the Islamic banking sector but 
soon found himself disappointed as Islamic banks turned him away in 
preference of experienced conventional bankers. Despite the industry 
crying of a dire talent shortfall, Adam’s experience is not entirely 
uncommon among fresh Islamic finance graduates. VINEETA TAN takes 
a look at this anomaly, which perhaps reflects a deep-seated flaw, within 
the bigger narrative of human capital development in the Islamic finance 
and banking industry. 

human capital report
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for growth. Instead Islamic banking was highlighted as the biggest 
area for growth in Islamic finance training programs, followed by 
Islamic insurance at 59% with Shariah compliance (56.4%) and 
wealth planning (53.8%) coming in a close third and fourth. 

The increasing demand for Islamic finance professionals is 
unsurprising considering the rapid pace at which the industry is 
progressing and with sterling double-digit growth (16% year-on-
year in 2013 according to KFH Research), both traditional and 
new markets are on the hunt for talent. Dr Amat Taap Manshor, 
CEO of FAA, confirms this with IFN: “With the share of Islamic 
banking surpassing an exceptional rate since a decade ago, 
there is an increasing focus on human resource development for 
Islamic banking and finance worldwide.” 

Holding back market development

Yet despite strong demand, the lag between human capital 
development and meeting industry needs is putting a dent in 
further market advancement. The FAA and IFN survey found that 
almost 80% of the participants concurred that the limited human 
capital pool is a significant issue that is holding back industry 
progress. Although 21.2% feel that the current talent pool is 
sufficient, the other 78.8% opined that the current workforce is 
inadequate to meet the evolving needs of the industry.

Out of the 297 professionals interviewed, almost one-third (31%) 
thought that Islamic finance practitioners in their respective 
organizations do not possess the abilities required for their 
current roles, and a number of respondents highlighted the lack of 
understanding in the foundations and principles of Islamic finance 
as a major concern. “Not all my colleagues have the competence 
to develop innovative, original Shariah-based products (not 
structures),” lamented the director of Islamic banking at an 
Asia-domiciled bank during the interview. While this highlights 
the lack of technical Shariah finance expertise much-needed in 
product development, respondents have also raised other non-
Shariah dimensions. “The lack of general awareness of Basel III 
regulations specific to Islamic banks is a concern in Qatar,” said 
a GCC bank CEO, adding to a sizeable chorus emphasizing the 
importance of documentation, legal and risk knowledge.

Not about the numbers

So is a dearth of Islamic finance education and training providers 
to blame for the lack of talent and subpar quality of existing and 
new market players, or is it the fault of institutions for not prioritizing 
the development of their human resource? According to Azhar 
Mirza, CEO of boutique headhunting firm Jardine Human Capital, 
it is a combination of both. “There aren’t sufficient providers 
out there and the education industry is lacking new [Islamic 
finance] products as the same old courses are being churned 
out,” explained Azhar to IFN. “But it is not just the fault of the 
education institutes. It is also the fault of the industry who is not 
working together with schools in developing their requirements 
and needs, mostly due to the fact that they are only into short-
term profits and unwilling to invest time and money in something 
that will only produce ‘financial’ benefits five to 10 years later in 
the form of more highly skilled pool of talent.”

Dr Amat also agreed that the collaboration between academia 
and the industry is vital in ensuring a steady stream of competent 
and versatile talent to support the dynamism of the Islamic 
finance industry. “Greater involvement by the financial institutions 
is needed in designing the academic and training curriculum as 
well as providing real business exposure to prepare fresh talent 
job-ready upon graduation,” expounded Dr Amat.

But perhaps it is not a question of the shortage of training 
providers but more so the undersupply of high quality providers. 
“There are ample Islamic finance training providers... However, 
these institutions could strengthen their quality and outcomes of 
training through structured learning design which ensures that 
standards are being met,” offered Dr Amat. Azhar concurred: 
“There is still a shortage of highly respected universities, globally 
recognized institutions of exceptional quality offering recognized 
Islamic finance qualifications.”

Indeed there is relative abundance of Islamic finance training 
providers. According to the Islamic Finance Development 
Indication (IFDI), produced by the Islamic Corporation for the 
Development of the Private Sector, there are 420 institutions 
worldwide offering courses in Islamic finance with 113 universities 
offering Islamic finance degrees. The UK leads in the area of 

Figure 1: Can a conventional banking practitioner manage an 
Islamic finance-related role without any formal Islamic finance 
training?

Source: Talent Development Survey 2014, FAA and IFN
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Shariah finance education with over 60 institutions providing 
Islamic finance courses and 22 universities offering degree 
programs on the subject matter. Snapping at the heels of the 
western Islamic finance hub aspirant is heavyweight Malaysia 
with 50 course providers and 18 higher learning institutions 
offering degree programs. 

Missing link

But despite this relatively strong global network of Islamic finance 
course providers, the Islamic finance education industry is still 
missing a key component – accreditation. “In my opinion, one of 
the biggest challenges [in terms of human capital development] 
is the absence of globally benchmarked standards for Islamic 
finance education and training,” said Dr Amat. Echoing similar 
sentiments Daud Vicary, the president and CEO of INCEIF – The 
Global University of Islamic Finance, tells IFN: “We need to move 
towards becoming a more mature industry in terms of education 
and development of human capital by setting professional 
standards just as how other professions such as the accounting 
and law sectors have.” 

This brings to light another void in the system – the lack of 
an international accreditation body specific for Islamic finance 
courses. Without commonly accepted international standards 
and a recognized accrediting organization, there is no 
effective barometer to measure the quality of courses being 
delivered – throwing into question the true value of “qualified” 
Islamic finance professionals. In the FAA-IFN survey, two-
thirds (66.3%) of the respondents singled out the absence of 
industry-wide standards for providers as one of the biggest 
current issues in the field of Islamic finance training which 
leads to a wide range of fluctuating quality and subsequently 
making choosing and comparing training program providers 
more difficult.

Ironically however, despite a majority (81%) of institutions 
surveyed saying that accreditation would influence their decision 
in sending employees to training, only 30.9% placed accreditation 
as their top-three criteria when it comes to selecting a training 
provider; program content, cost and reputation weighed in the 
most. “The qualification is of course important, but we found 
that where the qualification was obtained from has greater 
importance,” shared Azhar. This suggests that a strong brand 
could be perceived as synonymous to high quality training 
programs, regardless of proper accreditation.

Baby steps

Nonetheless, it is widely agreed among industry stakeholders 
that accreditation and standardization are key in advancing our 
human capital pool. Like the burgeoning Islamic finance industry, 
the education sector is not stagnant either and the engines 
towards training accreditation are revving. Malaysia leads in 
this area with its central bank, Bank Negara Malaysia (BNM), 
spearheading various initiatives, including the establishment of 
FAA. Supported by BNM and Securities Commission Malaysia, 
FAA serves as an international and independent quality 
assurance and accreditation body catering specifically to the 
finance services industry. 

Another outfit launched by BNM is the Association of Chartered 
Islamic Finance Professionals (ACIFP), established to fill the 
position as a chartered professional body with the mandate to 
raise the quality standards and professionalism of Islamic finance 
practitioners. Building on the premise to ensure professionalism 
not only among Islamic finance market players but also Shariah 
advisors and experts, the Association of Shariah Advisors in 
Islamic Finance (ASAS) took form in 2011.

“Professional standards need to be set and education as well as 
trainings have to be aligned to that – this is something Malaysia 
is taking forward,” explained Daud, who remains cautiously 
optimistic on the industry’s path towards accreditation. “Getting 
the organization structure in place is one of the major challenges 
and getting it done on a local, regional and global basis is going 
to take considerable efforts. But nonetheless the first steps have 
been taken.”

Figure 3: Would the accredition of a training course influence 
your decision in sending delegates?

Source: Talent Development Survey 2014, FAA and IFN
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Figure 2: Number of Islamic finance course provider in 
respective country
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No single solution

So now moving on to the question which is on the minds of 
many Islamic finance professional aspirants: should I pursue an 
education in Islamic banking and finance to launch myself into 
the industry, or should I train in the conventional banking sector 
first before charting my career in Shariah compliant financial 
sector? After all, with cases such as Adam’s as mentioned in the 
opening of this article, this is indeed a pertinent question.

For Azhar of Jardine Human Capital, a pure Islamic banking and 
finance background is the way to go. “My personal view is that 
training fresh talent with no experience is more effective because 
there is no conventional baggage attached to them. Those who 
are already in the industry use the conventional system as a 
benchmark and this is one of the contributing factors to the lack 
of innovation in the Islamic banking and finance sector.”

Dr Amat of FAA however, counters that proposition: “Broadly 
speaking, I believe training existing conventional bankers 
in Islamic finance to accept newer responsibilities is easier. 
The conventional bankers possess the underpinning financial 
knowledge which is an added advantage.” 

And poaching talent from the conventional side has been the 
general prevalent market practice across jurisdictions. Institutions 
have been observed as preferring to hire conventional players 
who are already familiar with market procedures and participants, 
rather than employ junior executives with no experience.

Both ideas nonetheless offer sound and valid justifications for 
their preference, resonating with the wider market. However, for 
an industry as unique as ours due to its varied rate of evolvement 
and the different environment across various jurisdictions, it is 
almost impossible to apply a one-size-fits-all solution to the issue 
of human capital development.

“It depends on the country’s stage of [Islamic finance] 
development and if you see it from that perspective, there isn’t 
a single answer to this” explained INCEIF’s Daud. “If you don’t 
have experience in the industry, then the line of least resistance 
would be to get the conventional guys and get them trained up 
through executive programs, which effectively uses the talent in 
the conventional arena and help them understand the business 
opportunities available in Islamic finance.”

But for a mature market Daud is of the opinion that a combination 
of both approaches is most suitable. Using Malaysia as an 
example, he further explained that training fresh talent in Islamic 
banking and finance from the start is possible because “there 
is a certain level of certainty that there would be a relevant job 
out there due to the depth and breadth of the market”. But for a 
relatively less mature market like the UK for example, converting 
conventional bankers and then building a stronger base would 
be more feasible as it is impractical to produce a flood of people 
for small market.

Expanding the scope

However, the success of the industry is not built merely upon 
players in the Islamic banking, capital market and Takaful 
insurance cohort, but it is also strongly supported by those from 
the peripheral services such as legal, accounting, consulting 
and arbitration among others. Therefore it is equally important 
to train these professionals and raise the awareness of the value 
proposition of Islamic finance. 

Sharing his experience, Daud revealed that the most common 
question he gets from people in the business is: “Do you need to 
be Muslim to do Islamic finance?” And while the answer may be 
as clear as day to many of us, Daud’s experience reflects the level 
of ignorance on Shariah compliant finance even among industry 
participants. “When four out of 10 people of senior position ask you 
that question after 20 or 30 years that means that the message still 
has not gone through. So the focus should not only be in the industry 
itself but also the peripheral,” said Daud.

Peripheral services according to Daud do not stop at the usual 
supporting building blocks of the industry but also include the 
business aspects. “We need to look at how we can develop 
the entrepreneurial aspects – creating the awareness of the 
opportunities Islamic finance can create for them,” elucidated 
Daud. These opportunities include how Shariah compliant 
finance could play a part in capital raising, improving investment 
choices and enhancing risk profiles.

More work to be done

Despite the youth of the Islamic finance industry, the sector has 
charted considerable progress due in no small part to its human 
capital. As compared to the industry’s founding and formative 
period during which the approach adopted was more on a trial-
and-error basis, the market now has a clearer direction towards 
producing much-needed talent – given that there is still more 
work to be done. 

Apart from accreditation, there are still major gaps in workforce 
knowledge and experience which require greater involvement 
by financial institution in designing academic and training 
curriculum integrated with real market exposure, and ideally 
delivered by professionals well versed in both theoretical and 
practical aspects of Islamic finance. Regulators and international 
organizations such as the IDB and AAOIFI have taken the mantle 
to create effective courses and provide qualification recognition 
and standardization however, it is clear that in order to meet this 
gap and to succeed as an industry, institutions involved in Islamic 
finance would also need to do their part and invest more into 
developing their human resource.

The Islamic finance industry has come a long way from being an 
outlier to now being formally recognized by global superpowers 
and there is no doubt that one of its biggest assets is its 
people. And in terms of human capital development, Daud aptly 
concludes: “We have indeed made some good steps forward but 
we still got work to do.”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

If you don’t have 

experience in the industry, 

then the line of least resistance 

would be to get the conventional 

guys and get them trained 

up through executive 

programs



Q3 2014 17

takaful & re-takaful
 report

Current state

According to a research report by EY, gross Takaful contributions 
grew at a compound annual growth rate (CAGR) of 22.3% 
between 2007 and 2011. Family Takaful and General Takaful 
gross contributions have both flourished, particularly the 
Family Takaful sector, with a CAGR from 2007-11 of 32.1% and 
estimated gross Family Takaful contributions for 2011 at US$2.1 
billion. Family Takaful’s share of gross written premiums has also 
increased from 16% to 22% between 2007 and 2011. 

Takaful markets in Southeast Asia particularly Malaysia have 

seen tremendous growth and is expected to grow further with 
international household names such as AXA, Prudential and 
Sun Life tapping the Islamic insurance market of the region. 
Indonesia is another country that possesses vast potential but is 
hampered by poor political and economic conditions. According 
to Srikandi Utami, the vice-president and head of Shariah at Sun 
Life Financial Indonesia, the government has started to develop 
microTakaful product standards for the industry. 

Moving on to the other side of the globe, Africa has been indicated 
as the new frontier for the Takaful industry. Speaking to Islamic 
Finance news (IFN) Hassan Bashir, CEO of Takaful Insurance of 

Takaful & re-Takaful: 
Competing at par

The global Takaful industry has developed fairly steadily over the past few 
years. Recording strong double-digit growth, gross Takaful contributions 
are seeing expansion year by year, with increasing penetration in various 
markets globally. NABILAH ANNUAR explores.
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Africa, the east and central Africa market is currently receptive 
of Takaful products. Additionally, the Kenyan government is 
reviewing the country’s insurance and financial legislation to 
provide a conducive environment for the growth of Islamic finance 
aiming at areas including Takaful, Islamic banking, pension 
schemes, asset management and capital markets. 

In terms of distribution, particularly in the Middle Eastern and 
Malaysian markets, all major banks – whether conventional or 
Islamic – are actively distributing Takaful products in response 
to customer-driven demand. Some of the largest re-insurance 
players have established re-Takaful businesses, such as 
Munich-Re, Swiss-Re and Hannover-Re; with some establishing 
dedicated re-Takaful companies, such as Hannover ReTakaful 
in Bahrain.

“With now more than 200 fully-fledged Takaful and re-Takaful 
operators and many more Takaful windows in the conventional 
insurance space, I think the industry has reached a stage 
whereby merger and acquisition activities are needed to allow 
smaller Takaful and re-Takaful operators to expand their reach. 
This would be of great benefit for the key stakeholders: for 
consumers – better pricing and services; shareholders – reduced 
pressure on profits and new business expense; and regulatory 
authorities – better capitalized entities and shared technical 
expertise,” opined Dawud Abdus-Saboor, the co-founder and 
director of Takaful Outsource. 

It’s becoming increasingly clear that the success of the Takaful 
sector is dependent on its ability to compete at par with 
conventional insurance. Products have started evolving away 
from simple products that cover a single risk towards products 
covering multiple risks, with bundled benefits. Within Family 

Takaful, some market leading providers are offering unit-linked 
savings products that allow customers the flexibility to choose 
from a range of Takaful cover as well as other bundled benefits 
such as cancer cover, death and disability cover and travel cover. 
Another development critical to realizing vast untapped potential 
within the Takaful market is the use of technology as a key driver 
to engage new customers, as well as reduce operational costs.
 
Hurdles encountered

Based on the EY report, recent trends are suggesting an alarming 
deceleration of the industry from a 22% CAGR from 2007 to 
2011, to a 16% CAGR in 2012. Several notable challenges have 
been pointed out by industry players as the underlying reasons 
for the decline. 

Sohail Jaffer, the deputy CEO of FWU Global Takaful Solutions, 
told IFN that there are three main challenges. Firstly, a limited 
Shariah compliant investment universe that poses ongoing 
challenges for generating attractive returns for customers. 
Secondly is the challenge of establishing effective distribution 
channels for Family Takaful operators; sales productivity of 
BancaTakaful, lauded as an important distribution channel 
especially in the Middle East, hinges on improved training on the 
distinctive selling points of Takaful.

Thirdly, is the lack of consumer awareness. “Takaful continues 
to suffer from a lack of self-induced appetite for insurance and 
savings products as many Muslims have the misconception 
that Takaful is contrary to the principles of Islam. Similarly, non-
Muslims can also be made aware that Takaful incorporates ethical 
principles, such as transparency of product terms and conditions 
and ethical investment principles. In the Middle East (excluding 
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Saudi Arabia), with a 90-95% Muslim population, Takaful’s share 
of gross contributions is 13%. As Muslims are more inclined to 
prefer Takaful products, it is expected that the Takaful market 
share will increase as customer awareness of Takaful increases,” 
explained Sohail. He suggested that product innovation, such as 
Shariah compliant pension and savings schemes, could have the 
effect of creating self-induced appetite for Takaful. 

Dawud further added three more challenges which are: (1) 
standardization of Takaful models and Shariah guidelines if 
not globally, at least by region; (2) the importance of regulatory 
authorities in carrying out their responsibility to develop the 
sector in their local markets, both by way of enacting separate 
and specific Takaful regulation for supervisory purposes as well 
as new Takaful entrants; (3) the lack of qualified talent particularly 
in terms of the practical application of their education in meeting 
the growing demands of the market. 

Only through addressing the challenges involved, Takaful 
providers would be able to competitively operate at par with 
conventional insurers, propelling the industry to mainstream 
levels. 

Hassan suggested: “Individual countries should revise their 
existing financial sector laws to encourage a ‘one stop shop’ 
complimentary regulations that will motivate clients to get Shariah 
compliant products. Standardized regulations across regions 
could also assist to promote business opportunities including 
re-Takaful and offshore investments. The industry needs to take 
advantage of existing ICT opportunities to increase penetration, 
access and affordability of Takaful including partnerships 
with mobile platform companies and social media among 
others. Additionally, exchange training programs between the 
established markets in Asia, Africa and the Middle East should 
be in place to transfer knowledge and best practices to meet 
customer demands.”

Apart from issues of regulation and talent pool, product 
innovation is also another key area to pay attention to. Currently 
Takaful is generally focused on the retail segment, with little focus 
on the corporate segment. Developing the corporate segment 
provides an opportunity for market growth. According to FWU, 
within the UAE, 75% of the labor force is employed by small and 
medium sized enterprises (SMEs). SMEs often design employee 
retention programs to reduce staff turnover and elevate employee 
productivity; Islamic corporate pension and savings plans can 
form an integral part of such employee retention programs. As a 
result, such innovative product designs could boost demand for 
Takaful products.

Similar to conventional products, Takaful products usually need 
to be sold to customers, rather than bought by consumers. As a 
result, understanding the needs and expectations of customers 
is key to unlocking the potential of Takaful insurance. High 
disposable income levels and low market penetration in the 
Middle East provides a significant growth opportunity for Takaful 
products, Family Takaful in particular. A recent study by EY 
revealed that in the UAE, over a third of consumers switch life 
insurers due to the operator’s inability to meet their evolving 
needs, while 51% of those who switch operators would stay for 
loyalty rewards, another 72% of repeat product purchases were 
due to simple sales processes.
 
Innovation in terms of unique and affordable products that are 
relevant to various segments of the market is of high importance. 
The Takaful market would also benefit from customer 

segmentation and profiling, allowing suitable Takaful products to 
be offered to target customer segments. In this regard, the use of 
digital applications at the point of sale that allow Takaful contract 
issuance as well as the collection and analysis of customer 
information, could result in significant improvement in both the 
quality and persistency of a new business.

Outlook 

“There is a bright future ahead for Takaful, particularly in the 
uncharted markets of Europe (including Turkey), Central Asia, 
Africa and India. Additionally, in key Takaful markets such as 
Malaysia and the Middle East (as well as burgeoning markets 
such as Indonesia) increasing consumer awareness of the value 
of insurance in the context of wealth management and financial 
planning (and not merely as a way of providing protection) is 
expected to offer continued expansion of the Takaful industry,” 
opined Sohail.  

Echoing the same sentiments, Hassan said: “I see growth and 
more growth, but it will only happen if the players are more daring 
in decision-making and not be comfortable with the status quo. 
They have to demand regulatory changes and they have to 
lead from the front in terms of product innovation, staff training, 
motivation, rewards for performance, investing in technology 
and integrated marketing campaigns to demystify the Takaful 
and re-Takaful models that will lead to improved customer 
understanding.”

While product offering will always be a significant determinant 
of success, effective distribution channel management and the 
ability of Takaful operators to interact with customers and provide 
efficient services is a theme that is expected to gain importance. 
As consumer awareness of Takaful insurance as an alternative 
increases, many consumers are expected to be attracted to the 
market. Industry observers have suggested that  similarities 
between socially responsible investing (SRI) principles and 
Shariah compliant investing means that with the correct type 
of positioning, Takaful insurance would be able to gain many 
customers who subscribe to SRI principles. This could be a 
catalyst for Takaful growth in other parts of the world. www.IslamicFinanceConsulting.com
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Takaful innovation at its finest – 
Africa’s first livestock Takaful scheme 

An exclusive interview with Hassan Bashir, CEO Takaful Insurance Africa, Kenya

All too often the term innovative is slapped on consumer products 
by marketing and sales’ executives to distinguish their “superior” 
products and services from those of their competitors. The over 
usage of this term has reached epic proportions, so much so 
that the real significance of true innovation has been completely 
eroded and every day, run-of-the-mill, lack-luster products and 
services are being branded as innovative, just to capture market 
share.

In contradistinction to this narrative, all is not for naught; because 
Africa’s First Livestock Takaful Scheme – an example of innovation 
at its finest – has recently been introduced to the market by 
Takaful Insurance Africa (TIA), Kenya. Islamic Finance news is 
pleased to present the following interview with Hassan Bashir, 
CEO of TIA, to learn more about this exciting new development.

Assalaamualaikum, Mr Bashir! Let me begin by thanking you 
for agreeing to this IFN interview and for taking time from 
your busy schedule. 

I was elated to first become aware of TIA’s new livestock Takaful 
product while watching a clip form Aljazeera Network News a few 
weeks ago and I now see that this clip has also made its way to 
YouTube. It seems you’re receiving well-deserved accolades for 
this accomplishment and we’re honored to be helping to get this 
story out by way of this interview.

We congratulate you, TIA, and would like you to share with us 
how this endeavor came about. 

It is my understanding that this innovative product is the 
first of its kind in all of Africa. Is that right Mr Bashir?

Yes, indeed it is.

OK, good. Before getting, right to the product, could you tell 
our readers briefly about your background and TIA?

I am one of the founders of Takaful Africa. I started working on 
the Takaful idea after joining the conventional industry upon 
completion of my undergraduate degree. At some point during 
that time I became very unhappy with the conventional products 
so I started working on the idea of understanding the Takaful 
alternative model. That was in 2002 and that ultimately translated 
into a license from the insurance regulatory authority in 2011. So 
it took that long, more or less, to build it into a business case, put 
together the required capital, and convince the regulator as an 
idea.

You’ve mentioned that you had to convince the regulator of 
the idea. Was there a regulatory framework in your mind? Did 
you have to tell them that takaful would be a little different 
than conventional? How did this work out?

interVieW
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There was no regulatory framework for Takaful in Kenya at 
that time. There was a conventional Insurance Act. The word 
Takaful was probably not mentioned in the regulatory corridors 
before I presented a paper. As you can imagine, Kenya is 
largely a non-Muslim country and most of the people working 
in the regulatory environment were non-Muslims. So it was very 
tough to understand and appreciate and then to build sufficient 
confidence to licence it as a business. Again, it was fairly tough 
and there were a lot of ‘back and forths’. Initially it was new to 
me as well as my team, but over a short time I built a team — an 
actuary, an accountant, a lawyer, and an insurance underwriter. 
Basically that team over time took it through the regulatory 
authority and made them understand what we were trying to do. 
I think that once understood the mutual and cooperative nature 
as well as the welfare aspects of the model, then they said this is 
something we want to be interested in. 

My company was licensed with no need to change the regulatory 
environment in Kenya. I must also add that there was quite a 
lot of knowledge gathering and compiling of research during my 
MBA project, which was on the insurance industry in Kenya. So 
that was when I came across the term ‘Takaful’ in 2001. There 
was quite some learning for me. I was reading papers and went 
to Kuala Lumpur, Singapore, Bahrain several times every year; 
and also the Sudan. That led to us building quite a significant 
amount of literature and knowledge, which ultimately translated 
into us getting or building the business case. It took from the time 
I came across the idea to the time we got the licence about 10 
years, actually a little bit more than 10 years. But it was worth 
the effort.

During those 10 years, how did you keep things going? 
Were you working in the conventional industry? Was this 
a volunteer effort? How did you keep the lights on, so to 
speak?

We were doing the work necessary work for Takaful with a small 
team at the back of an ICT (information and communications 
technology) company, one of the companies I was associated 
with, and we had borrowed a small space where we had a work 
station for four people. I was the chief operating officer of a 
regional ICT integration company and infrastructure builder. At 
the back of that company we built the idea to realization which 
led to it becoming licensed.

OK. Thank you. We’re inching our way up to the product 
development stage, but before we get there I think it would 
be beneficial for our readers, myself included, if you could 
briefly discuss the importance the farming sector plays 
in the GDP of East African countries; particularly the 
disastrous effects to this sector caused by rainfall draught. 
What does farming, specifically livestock farming, mean to 
East Africa, in general, and Kenya, in particular? Don’t feel 
shy to cite demographics or statistics — our readers love 
this sort of detail.

Farming is extremely important, but generally when people hear 
farming, they think of agriculture. Livestock farming is equally 
important in East Africa and very, very important in Kenya. It’s 
estimated that roughly 75% of the population in Kenya, 40 million 
people, in one way or another, make a living from some form 
of livestock farming. It’s a sector that contributes to the GDP of 
Kenya at the rate of about 13.5%, so it’s fairly significant. When 
you compare that against the insurance industry in Kenya which 
contributes to GDP about 1.6% then you can get the feeling of 
the size of livestock sector. 

East Africa is a big region with some of the big countries you 
might know, Uganda, Tanzania, Ethiopia, Somalia, Kenya, South 
Sudan, Eritrea, Djibouti — all these are part of Eastern Africa. The 
bigger part of the land is the East African Savannah and these 
are grasslands which is the natural habitat for livestock. You will 
find the common livestock such as cattle, sheep, and goats but 
in a significant part of the horn of Africa, including Kenya, you 
will find camel country. We also have poultry, of course, and in 
certain parts of the society you will find pig farming. Donkeys and 
other animals like them are also heavily used. 

As I understand the need to support these livestock farmers 
has a lot to do with rainfall and drought. Could you talk a 
little about this?

To put things in perspective, bigger parts of the region livestock 
farming is done through pastoral farming or the pastoralist system. 
I don’t know if you and others in Asia may be familiar with this 
system, so let me describe it. It’s a form of livelihood that moves 
with livestock across most of the region — the family, the wife, 
the children, the husband, and the relatives all shift from place to 
place with their animals, depending on where water and green 
pasture can be found. So for the International Livestock Research 
Institute (ILRI) indexed-based product we’re not grading animals 
as in sedentary or agricultural lands that are zero grazed; we’re 
not talking about this. We’re talking about natural habitats in the 
Savannah where families with their animals move in search for 
grass and water. So with this understanding it should help to put 
things in perspective.

Further on this understanding then I, for example, as one of 
these farmers take my animals from point “A” to point “B” 
then do I sell them at point “B” at a market somewhere and 
then buy others? Is that how it’s done?

Yes, that is how it is done. Generally a lot of the communities in 
East Africa regard the animals as a source of wealth and pride, 
so selling them is a last resort. It happens quite often that these 
farmers may increase the numbers of their animals in good 
seasons and then they might be wiped out during bad seasons. 
It’s a source of pride and in extremely needy situations do they 
sell and use it for other sources of living such as buying clothes 
or food. Perhaps generally they never use it for buying food in 
certain communities. So that’s how it is basically. The point of 
contact is usually markets or suks which are the animal markets 
at the various watering points where the animals aggregate and 
even the grazing lands during the rainy seasons where most of 
the livestock are coming looking for the pasture. So there are 
ways of getting in touch with them.
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OK. Thank you. You know, as a consultant to the Takaful 
industry, I don’t see much innovation in new products — 
even as nascent markets in frontier regions, such as Africa, 
are developing and offering products in these markets. What 
I see is mainly replication or “white labeling” of products 
from more established markets such as Malaysia and that’s 
not necessarily a negative thing but an easy way for new 
Takaful players to enter markets. However, with this new 
takaful product for livestock farmers, tIA has pioneered 
the way for others to perhaps follow suit. Could you please 
tell us about the development of this exciting new takaful 
product, any collaborative efforts that were involved, the 
goals tIA is pursuing in this regard, and perhaps any plans 
you may have to launch similar innovative products in the 
future? So tell us about the product specifically and how it 
got started.

Ok, well the product is weather-based; index-based in the sense 
that for certain areas it will differ based on market prices or 
market factors. So, for example, in the case of where we piloted 
right now in Northern Kenya 1.1 camel on market value on the 
index is equal to 1.4 of a cow and might be equal to 10 sheep or 
10 goats. 

An index like this has been built and also with help of the 
International Livestock Research Institute (ILRI), which is 
headquartered here in Nairobi, we have been able to build the 
data around the weather in Northern Kenya and create weather 
divisions. Basically this means that we’ve been able to “ring-
fence” regions within Kenya where the weather is similar and 
we’ve identified them and given them a code whereby we can 
then attach ‘likelihood of drought’ data collected through satellite 
imagery and perform analyses to come up with patterns. So these 
patterns are then used to determine the likelihood probability of 
drought or rain which are also used in the index I was talking 
about earlier, based on the market, to calculate premiums. 

The product has been developed largely with the help of ILRI 
and the scientists at ILRI with the help of companies that provide 
satellite information and data like that. That has translated 
into a way of looking at the region and saying, for example, 
in area “x” we’re likely to charge a certain amount of premium 
for a cow, a certain amount of premium for a goat, or a camel. 
Precisely because of the conditions I was talking about earlier, 
which is that this is a very vast area, and the livestock owners 
are extremely mobile and therefore you cannot really ascertain 
whether livestock has been sold or lost or slaughtered for food or 
eaten by wild animals. It’s very difficult for an insurer to identify 
and ascertain ‘loss of asset.’ As a result of this indexed-based 
insurance — which is based on the rate of disappearance of 
grass, the foliage, and the ground cover — we have been able to 
circumvent the need to know whether the animal is alive or dead. 

This is a general requirement of insurance; you must know where 
the asset is and if it is normal then you must give evidence that 
the asset is normal. The costs of the asset’s decimation must be 
proven through investigation and that is not likely to happen in a 
huge Eastern African region. Therefore, this is why the indexed-
based weather system comes in. The technology is actually 
measuring the disappearance of the foliage and the likelihood 
that that will cause death to animals or weaken them which then 
becomes the basis on which claims are paid — not necessarily 
on the death of animals.

Exciting, this is very interesting. It sounds very scientific. If I 
understand what you’re saying, for example, a policyholder 

comes in and says “I’ve lost my 40 goats”. TIA says no need 
to count the goats, my scientist or ‘claims’ adjuster’ if you 
use that term is going to look at the amount of foliage that 
has disappeared and based on that we will settle your claim. 
Is that what you’re saying? Have I understood you correctly?

That is what will normally happen but that is not what we are 
doing. What we are doing is we have an area of the same weather 
with the same index or same code and if there is a “trigger” in 
that area, meaning the ground cover or foliage has disappeared 
beyond the extent of beyond the deductible in the policy then the 
whole lot of people who have been insured for that area will be 
given certain compensation.

OK, I think I understand. There’s no intimation of a claim in 
the traditional sense of the term from a policyholder.

That’s right they don’t have to present a claim.

Allow me to say that this is extremely innovative. To your 
knowledge is there a product like this in the conventional 
space?

No, not at all; as far as I know, nothing like this exists anywhere 
else.

oK, so what does an applicant have to do to apply for the 
product? Could you walk us through the process?

Well as a brand new concept we first had to inform through public 
awareness. We would go to the owners through public education, 
we will talk through the media, we will go to the community, to the 
Imams and so on to educate the community on the value to the 
product one by one and we will do the policy sales and capturing 
through a GMS mobile system which captures the number of 
goats, the number of sheep, the number of cows, the number 
of camels and multiplies each by their premium to be charged 
in that area to confirm a policy and creates a document in our 
system. Normally sales happen like this which is facilitated by 
a mobile-based phone system and the premium itself is paid 
through the mobile system.

Now at the time of a claim there are three parties involved in 
the policy: (1) the insured, who is the livestock owner; (2) the 
underwriter, us; and (3) ILRI, who is our partner doing the scientific 

We’ve been able to “ring-
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analysis of the satellite imagery, which normally runs through the 
area twice a month. Every 30 days we get data twice so at every 
passing we get numbers that show the extent of foliage lost and 
the individual livestock owner will not know whether there’s a 
claim or not. We, the underwriter, are also not likely to know 
unless we receive the analysis from the satellite data. So, you 
see, the claim payment depends on the three parties; ILRI who’s 
doing the scientific analysis as I’ve said, claims payment by TIA 
at the time of the trigger, and the community in that particular 
code area will simply hear through the radio. Thus through our 
communication we advise that a trigger has happened informing 
the percentage of foliage loss and what percentage of deductible 
will be applied, as well as what day the payout is expected to be 
paid in that area. This is how the claim is paid.

Just be way of clarification you’ve used the term deductible 
and I’ve assumed that you’re using the conventional 
meaning of the term — the insured is financially responsible 
for the first level or tier and thereafter TIA, as the underwriter 
will pay anything remaining over that threshold. Is this 
accurate?

Yes that’s correct. Sometimes the ILRI reports that the percentage 
of foliage loss is 5%, 10%, 20%, etc. which translates into the 
weakening of animals or changes in the lifestyle of the animal 
owners, but still fairly comfortable. At some point, however, 
depending on the area, then the stress that the livestock owners 
feel becomes more acute and that’s the point that compensation 
becomes useful.

OK, I’m internalizing what you’ve described. So, for example, 
because I live in the trigger area I’ll receive some of the 
claim payment and my animals may be fine and have not 
suffered, but perhaps the animals of my closest neighbor 
have suffered and he’s not compensated fully. This could 
be the case but generally not since we’re in the same area. 
Is this right?

Yes, that’s correct. If both are insured the only variation would 
be in the extent that one of them is insured. One guy might have 
insured half of his animals and the other guy all of them, for 
example. Another possible variation might be in how you use the 
money received in compensation. Some farmers use the money 
so that they can buy water for their animals if that is necessary, so 
that the animals do not have to travel long distances for drinking. 
Some might not be able to get food at all, so if they can find food 

commercially available and they have cash they can buy it and 
feed their families. Even in the system is very bad and dry you 
can still mitigate the risk. The other added value is that it acts as 
a contingency because the animals are weakened and hence 
their market price significantly reduces. During the drought times 
you’ll find the livestock farmers selling big herds of animals for 
very little value because no one is willing to pay money for them. 
It’s as if the farmers during times of drought are throwing their 
animals away, so to speak. But you have to get money so that 
your family can eat, right? Once you have money in your pocket 
(from the Takaful payout) you can see how your animals can get 
through the hard period rather than selling them.

This lifestyle is one of seasonality. Are the policies for one 
season, one year, or two years?

The policies are for one year (12 months) and can then be 
renewed.

In your takaful model you take a wakalah fee as the 
underwriter, correct? 

Yes, we’ve adopted the Wakalah model for managing the risk 
and we use Mudarabah for the investment activity.

For this scheme I assume you have no separate investment 
or savings element for each individual insured and only 
pure protection. The investment you’ve mentioned is done 
as a collective on the risk fund, correct?

Yes, that’s right. We’re still at the pilot stage, so we’re not talking 
about a huge amount of premiums collected. We don’t have 
a huge risk fund yet, so at this stage we have just a ‘proof of 
concept,’ without actually investing the assets in the risk fund. 
One has to however, think about the necessity of investing the 
risk fund but we have to scale-up where we’re insuring large 
groups of animals across the region. This hasn’t happened yet 
but we’re headed towards that.

when was the product actually launched and do you have 
any plans to launch similar products like this?

The product was launched in July of last year (2013) and sales 
started in August and September.

How have the sales been going? 

Well by the design of the product the sales happen through defined 
“open windows”, not throughout the year. We have two windows in 
a 12-month year and that is because of the seasonality of the rains 
and drought. We have a window in January through February and 
then another window in August through September. In August of 
last year we had 101 families join during our inaugural two months 
of sales and this was in one of the counties of Northern Kenya. In 
the January-February window of this year we had 248 families join, 
more than double those who joined in window one of last year. So 
we see quite some interest in the product. We did a payout against 
window one of last year and we did some payout last month also. 
So the community is moving from skepticism, non-acceptance, and 
questioning to subscription and anticipation. For the next window in 
August and September of this year it’s very highly anticipated in the 
region and we’re likely to see the numbers increase.

very good, may Allah bless you with much success! you 
know one of the concerns we hear a lot about is the lack 
of expertise in the Takaful industry and I’m sure you’re 
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well aware of this concern. Are there any plans to provide 
training for others now that you’ve acquired a significant 
amount of knowledge through working with ILRI and have 
successfully launched this product? I’m guessing that just 
by hearing this story there might be other companies or 
groups wanting to replicate what you’ve done.

Well definitely, since the capacity is needed to provide protection 
for those involved in the pastoral livestock way of life. The mobility 
and lifestyle of the people we’re insuring — those we intend to 
sell to involve vast geographical areas so we need to make 
sure that we can geographically diversify the product so that a 
trigger in one area doesn’t deplete the risk fund. It’s important to 
realize that the entire region in a code area will hit when a trigger 
happens, which can happen but it’s difficult to reconcile this 
phenomenon with the traditional insurance scheme which states 
that the ‘few take care of the many’. So this is the case that when 
a trigger hits a single code area the entire covered population will 
be paid which has the tendency to deplete and bring down the 
risk funds. Thus, geographical diversification is very important 
so that when a trigger happens in one area it is compensated 
by non-triggers in other areas. Quite a bit of understanding and 
development is needed here.
 
My considered opinion is that support provided by scientific 
institutions like ILRI will be necessary and needs to continue and 
cannot be replaced by an underwriter. In terms of atmospheric 
analysis and interpreting weather patterns and covering the cost 
of expensive satellite imagery, these are costs that the livestock 
owner may not be able to cover over the long term so institutional 
involvement on the level is definitely necessary. The costs for this 
can be borne in part by government organizations or NGOs which 
understand that organizations like ILRI essential and also to 
provide a sort of check and balance in terms of claims’ payments 
and the codes. They can actually play a sort of checkpoint — a 
claim department, if you like — for this indexed-base-system. 
They are the ones that actually make the call against which the 
underwriter will pay the claim.

OK, I see. How is the ILRI funded, are they a quasi-
government organization?

No, this is a global livestock research institution. It’s a multi-
lateral institution and I’m not sure of how they’re funded but they 
do provide services of extreme value, because, as we’ve said an 
underwriter cannot do what they actually do.

so when one hears satellite imagery and so forth it appears 
that because of the expense involved replicating your model 
may not be that easy in another area or country without 
access to the scientific research.

That’s very true.

Here’s one of my favorite questions that I like to ask of 
industry leaders such as you. There’s a lot of talk about 
Islamic finance and Muslims, but is Islamic finance only for 
Muslims? What’s your take on this?

My opinion is that Islamic finance is a business model and this 
model can be applied by anyone as long as you comply with 
certain rules and fundamentals. In Kenya we have a population 
of 40 million of which 5 or 6 million are Muslims. The Islamic 
banks are fairly successful. At TIA we are a young and still 
growing underwriter and part of our clientele are non-Muslims. 
At this introductory stage there might be some pre-conceived 

misconceptions based on limited knowledge, of course. The fact 
that the word ‘Islamic’ is there might convince people who don’t 
know otherwise that Islamic finance is exclusively for Muslims. 
However, we have proven here in Kenya that once people 
understand the basic fundamentals of the product, and the value 
addition it provides, then they say OK — it’s a good product, I’ll 
participate. We’ve seen this is the Takaful space as well as the 
Islamic banking space in Kenya. We’re likely to see the pension 
and the fund management space also open up since both are 
rapidly developing in Kenya.

Suppose I’m a pig farmer (in jest), can I subscribe for this 
product?

Well, (laughing) under the Takaful model, no you can’t. I think 
people who farm pigs here in the country are generally sedentary 
farmers in very solid farms whose animals graze at home. There 
are conventional insurance policies that are readily available for 
that. It’s also available for livestock like cows and sheep, which 
are commercially viable products. These products have been 
available for a long time and people do buy them. They have not 
had many problems because they have the ability to “ring-fence” 
the risk and identify loss — this is easily doable.

Let me go back to a topic that you touched on a little bit 
when you spoke about the use of the mobile technology to 
administer the product, because at the heart of the issue is 
lack of awareness. Allow me to combine two questions into 
one, because actually they’re interconnected. It’s no secret, 
globally speaking, that the Islamic finance industry suffers 
from a lack of awareness about shariah compliance, their 
products, as well as an internal shortage of qualified staff 
with the requisite skill sets the industry desperately needs. 
how do you view these problems and what initiatives would 
you suggest to redress the situation?

This is of big concern, and especially in frontier markets in Africa. 
These are frontier markets for Islamic finance and Kenya is one 
of the leading countries. I have no doubt in my mind that Kenya 
will be a hub for Eastern Africa. We’ve moved from the licensing 
of Islamic banks, pension funds, and Takaful to the development 
of capital markets laws, financial sector laws, and Islamic finance 
laws on covering or maintaining a parallel regulatory regime for 
the Islamic finance sector. The ability to stock that emerging 
market with qualified and skilled resources is a gap in need. We 

It’s important to 
realize that the entire 

region in a code area will 
hit when a trigger happens, 
but it’s difficult to reconcile 
this phenomenon with the 
traditional insurance scheme 
which states that the ‘few take 
care of the many



Q3 2014 25

interVieW

were forced to spend four or five years for the license. 

Therefore institutions like INCEIF in Kuala Lumpur can train 
people so they can acquire the professional skills through Islamic 
finance courses. We had roughly fifteen of our staff obtain that 
qualification (INCEIF from Malaysia), some at the master’s level, 
some at the bachelor’s level, and quite a number at the diploma 
level. So the human resource gap is there and the Shariah 
compliance is a fundamental issue. 

If you do not do this well you will have a tendency in the long run 
to puncture yourself because banking is available, for example, 
but what is lacking is Takaful. Let me say that financial services 
in general are fairly available in countries like Kenya which has a 
very mature sector. What is lacking is Shariah compliant finance. 
So it’s very important that Shariah compliance is central to the 
fundamentals of the business and that people who are trained 
at the lower level, the middle level, and the higher level in these 
areas are abundantly available. At the moment they are not. 
Companies like us and a number of other institutions that came 
here in the banking sector before us have had to go through the 
hard process of making sure they had the people they need. 
Quite a lot of internal training and quite a lot of external training 
was needed, which is fairly expensive, especially in this region 
and the GCC countries. However, in Kenya there were several 
significant improvements last month and that is an indicator of 
the future and what is likely to come. INCEIF and the president of 
INCEIF were here and they signed a MoU.

You (TIA) also have a SACCO, which is an organization we 
call a credit union in the US. Is that right? 

This SACCO is not part of TIA, however I was involved in the idea 
and I was the one who kind of brought it to light. TIA doesn’t hold 
shares in it. The opportunities for SACCOs to thrive in Kenya are 
due to the fact that we have a very developed corporate sector — 
about 14 million in a country of 40 million, so it’s fairly significant.

Returning back to my earlier point about recent improvements, I’m 
happy to report that courses have started that award certificates, 
degrees, and modules in Islamic finance and insurance. Very 
soon we expect to see the improvements in the capital market 
area with the school of monetary policy offering modules in 
money as well as capital market areas. The insurance industry in 
Kenya is teaching Takaful. Several important developments are 
happening in the short and medium term, so we’re in the process 
of building up of resources in this area.

Very good! You’ve given us a lot of good information and 
I listened with much enthusiasm about this new pastoral 
livestock Takaful product and other things going on in Kenya. 

We really thank you for this. I have just one final question. 
Allow me to end by giving you the opportunity to summarize 
and share your vision as if you were delivering a general 
message to your board of directors. What’s your vision for 
takaful in East Africa, particularly Kenya, and what role does 
the development of innovative products have to the success 
of this industry?

I think the success of Takaful depends on very fundamental 
reliance on the components, with no compromising on them. 
We need patient shareholders since this is a model that shares 
revenues with the customers. When you share revenues with 
the customers it’s likely that the break-even position is pushed 
back, so it requires a degree of patience. In my view from my 
short experience, shareholders will equitize Takaful models 
and those who make those models successful are those who 
look at the long-term, both in terms of profitability and welfare 
and community development. Takaful has the potential to really 
develop and we’ve seen that over the last three years. We have 
very loyal customers once they’ve understood the model and 
they understand that you are true to the model, the shareholders, 
and the management, the board of directors — you are all true 
to the model and believe in it. So these are the critical factors in 
terms of success. 

There is need to allow to build a wider base in Takaful for loyal 
clientele rather than looking only at the short-term from the point 
of the investors.

I have to concur that this is a very good point, especially 
people that might not be familiar with insurance in general 
and knowing that insurance products might have these long 
“tails” before coming profitable.

With that Mr Bashir, we thank you so very much for your time and 
insights. We wish you, TIA and the entire East African region all 
the best! Assalaamualaikum!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 interview was conducted by Dawud Abdus-Saboor, the co-
founder and director at Takaful Outsource. He can be contacted 
at dawud@takafuloutsource.com.
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In the sixth year of what has grown to be one of the most prestigious 
accolades in the industry, IFN held firm to its principles of 
independence, objectivity and innovation by introducing a radical 
departure from the former framework on which the previous five 
years of polls have been based. 

Launched in 2011, the IFN Law Poll originally awarded the 
awards based on votes cast by readers online for a nominated 
shortlist in each category. However, after considerable debate it 
was decided to depart from this framework in 2014 to make the 
contest as impartial and open as possible. This year, therefore, the 
polls were renamed the IFN Law Awards and made submissions-
based: with an independent and industry-wide panel of expert 
judges deciding the winners in a process that we believe is the 
fairest for all parties. 

Submissions took place during the month of June, with the 
judging process taking place during the month of July. In another 
exceptional year that confirmed the influence these awards 
have for the industry, 105 law firm submissions were received 
for 14 categories: each for which one winner and one runner-
up were then selected. Although some results may come as 
no surprise, this year brought an exceptionally comprehensive 
cross-section which enabled a level playing field – from which the 
real groundbreakers in each category could emerge. 

Unbroken run for A&O

Despite 2014 being one of the most hotly contested years so 
far, and even across the new format of the awards, leading Big 
Five firm Allen & Overy held its ground to retain the top spot by 
a comfortable margin. Winning three out of the 13 individual 
categories (Capital Markets, Structured Finance and Insolvency 
& Restructuring) as well as second place in two more (Project 
Finance and Energy & Natural Resources) and with the breadth 
of expertise and global stretch of the firm as well as its constant 
focus on new horizons led to its achievement – for the fourth year 
in a row – of IFN Law Firm of The Year. 

With 44 lawyers in its Islamic finance department, headed by 
partner Anzal Mohammed, Allen & Overy has been involved 
in some of the largest and most complex Islamic finance 
transactions over the past 12 months, across diverse locations 
and multiple sectors. These include the March 2014 US$10 billion 
restructuring of Dubai Group; the dual tranche US$2.5 billion 
Sukuk issued in April this year by Saudi Electricity Company; 
energy and power bids like the November 2013 ACWA Power 
bid for the Second Independent Power Project at Rabigh, Saudi 
Arabia; the first international corporate hybrid Sukuk in the world 
with GEMS’ US$200 million hybrid issuance; the first Mubadala 
real estate investment fund in the GCC; and the Ijarah financing 
for four Bombardier aircraft for Ethiopian Airlines. Allen & Overy 

IFN Law Awards 2014: 
Weighing the Scales

The results are in, the word is out: and once again the industry-leading 
IFN Law Awards cut a cross-section through the elite of Islamic finance 
law to bring you the foremost legal leaders in global, regional and 
sectoral expertise for 2013-14. Read on to discover who was the best, 
where came the rest – and why this year Islamic Finance news has put a 
whole new model to the test. 
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List of winner
category winner Runner  up

1 Law Firm of the Year Allen & overy Norton Rose Fulbright
2 Capital Markets Allen & overy Linklaters
3 Banking Norton Rose Fulbright Latham & Watkins
4 Asset Management King & spalding Herbert Smith 
5 Takaful & reTakaful Norton Rose Fulbright n/a
6 Mergers & Acquisitions Latham & watkins n/a
7 Private Equity Freshfields, Bruckhaus & Deringer Norton Rose Fulbright
8 Real Estate herbert smith Foot Anstey
9 Trade Finance DLA Piper Latham & Watkins
10 Offshore Finance Maples & calder n/a
11 Project Finance white & case Allen & Overy
12 Energy & Natural Resources Latham & watkins Allen & Overy
13 Insolvency & restructuring Allen & overy Linklaters
14 Structured Finance Allen & overy Clifford Chance
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has also been involved in pushing forward the edge of innovation 
this year, working on deals such as the hybrid perpetual SAR1.7 
billion (US$453.2 million) Sukuk issuance for Almarai, the largest 
consumer food producer in the Middle East: which was the first 
corporate hybrid issuance in the MENA region and the first riyal-
denominated corporate issuance in the world. The firm has 
advised on more international Sukuk issues than any other law 
firm for this period, including every single international issuance 
from Saudi Arabia and every publicly offered Saudi Sukuk issue. It 
has expert energy, real estate, project finance, structured finance 
and infrastructure teams, and operates a global finance group 
from nine countries across Europe, the Middle East and Asia. 
“We believe the breadth, sophistication and volume of our work 
across all of Islamic finance… puts us ahead of our competitors,” 
said Anzal. 

Runner up for the top award went to Norton Rose Fulbright, 
snatching the spot from last years’ Clifford Chance. It was a 
close contest as Norton Rose has had a fantastic year, with a 
lead role in several big ticket deals (including acting for Emaar 
in the US$1.5 billion refinancing of the world’s largest shopping 
mall on a Shariah compliant basis) bringing it forward as one 
of the big boys – especially following its merger with US firm 
Fulbright & Jaworski in June 2013 to create a top 10 global legal 
practice with over 3,800 lawyers including a notable presence 
in the US which has strongly boosted its real estate presence. 
“Over the course of the past 12 months, we have seen growth 
in all our Islamic finance teams,” said a spokesperson for 
the firm. The firm is also favored by many new entrants and 
corporates looking to establish themselves in Islamic finance: 
including participation in the Shariah compliant de-merger 
of UK bank Lloyds TSB into two separate entities; and the 
creation of an Islamic operation for BMW Group in the UAE. 
The firm is differentiated by its diversity, geographic reach and 
accessibility to all levels of client.  
Honorable mentions for law firm of the year must also go to Clifford 
Chance, Latham & Watkins and King & Spalding, who were all 
among the most popular contestants for multiple categories and 
have impressed over the past year by their dedication and drive 
to further Islamic finance.

Capital markets

This year IFN decided to split the Banking & Capital Markets 
award into two categories, in which Allen & Overy once emerged 
dominant on the capital markets side. Its team of 22 has led some 
of the key deals over the past 12 months including the June 2014 
SAR2 billion (US$533.18 million) Bank Saudi Fransi Sukuk, the 
US$750 million Emaar Malls Group Sukuk and the October 2013 
US$2.5 billion Al Hilal Bank Sukuk program. 

Runner up was Linklaters, edging out Latham & Watkins, with 
transactions including the Dubai Investment Partners Sukuk of 
February 2014, the GEMS MEA Sukuk, the Khazanah Nasional 
exchangeable trust certificates, and the Dana Gas restructuring 
of May 2013 – the only exchangeable bond issued over the 
last 12 months. This award was one of the closest fought of the 
contest, with the eventual decision coming down to a choice 
between participation in corporate deals (where Allen & Overy 
shone) and sovereign deals (where Linklaters dominated). In the 
end Allen & Overy edged out through sheer breadth of deals, but 
special notice must be taken of Linklaters’ exceptional inroads 
into Islamic finance this year, led by its head of global Islamic 
finance Neil Miller. Its participation in the landmark UK sovereign 
Sukuk cemented a reputation which we expect to see it take a 
leading role on larger deals in the future.

Honorable mention also goes to Albar & Partners for its strong 
performance in the Malaysian capital markets, and Morgan Lewis 
& Bockius for its strides forward in the sector throughout the year. 

Banking 

Unsurprisingly, banking was another of the most fiercely contested 
categories this year, with a number of strong contenders. Norton 
Rose Fulbright wrested the prize from its 2013 winner Allen & 
Overy: with its strong team of over 50 lawyers handling deals 
of impressive breadth and cross-border spread: including the 
GBP130 million (US$220.63 million) ABC Bank facility for South 
Bank Tower, the largest Shariah compliant development taking 
place in London; the two Gatehouse Bank Sukuk of December 
2013; the January 2014 Sukuk Murabahah for Al-Baraka Turk, 
and the triple-listed IDB US$10 billion Sukuk program, the largest 
‘AAA’-rated issuance in the world. 

Latham & Watkins came runner-up, maintaining its 2013 position, 
with honorable mentions going to King & Spalding for its diversity 
of deals, Ahmed & Qazi in Pakistan for its increase in activity 
and Freshfields Bruckhaus Deringer for notable growth and 
innovative deals in the aviation sector. 

Asset Management 

Asset Management saw King & Spalding take the top spot, from 
2013 winners SJ Berwin. King & Spalding have been highly 
active in the investment space this year, led by partner Nabil Issa: 
participating in deals such as the Emirates NBD Capital SAR800 
million (US$213.27 million) real estate fund  and the new Pinebridge 
Investments Middle East US$200 million fund, which have been 
instrumental in driving forward Islamic asset management in the 
Gulf region. Second place went to Herbert Smith Freehills, headed 
by partner Nadim Khan, as it advised on a number of notable deals 
including the Emirates REIT IPO. 

Takaful and re-Takaful 

The award for best firm for Takaful and reTakaful went to Norton 
Rose Fulbright for the second year in a row, as it demonstrated 
once again its unrivalled expertise in corporate tax and insurance. 
The firm handled the launch of Cobalt Underwriting Services in 
the UK in 2013, the world’s first Shariah compliant underwriting 
service, along with a number of other deals including the Absa 
Insurance Company Takaful indemnity claim in South Africa in 
August 2013. “We are innovators in this sector and possess 
unrivalled technical and commercial knowledge,” commented a 
spokesperson. The firm won the award by a wide margin, and no 
runner up was selected. 

Mergers & Acquisitions 

Another award which saw one firm dominate the field was the 
category of Mergers & Acquisitions, which was swept away by 
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Latham & Watkins from last year’s winners Allen & Overy. The 
firm, led by partners Craig Nethercott and Ahmad Anani, has 
built a strong practice in a challenging field and led innovation 
in an industry that has undergone high volatility in recent times. 
Notable transactions the US$15 merger by Mubadala of Dubai 
Aluminium and Emirates Aluminium to create the world’s fifth-
largest aluminium company by production – one of the largest 
M&A deals ever done in the Middle East. 

Honorable mentions however also go to Albar & Partners in 
Malaysia and White & Case in Abu Dhabi for their originality and 
innovation in a field of difficult and complex deals. 

Private Equity 

Private Equity is another challenging category, which this year 
posed a challenge due to the nature of the sector: which being 
broadly Shariah compliant without necessarily requiring any 
specific Islamic conditions means that firms often select legal 
representation based on a wide range of factors – from individual 
relationships to more conventional choices – meaning that the 
field is broad and no one firm stands out. Having said that, several 
of the leading Islamic finance law firms have made inroads into 
this sector, and after careful deliberation IFN for 2014 awards 
the Best Law Firm for Private Equity to Freshfields, Bruckhaus & 
Deringer for its work with some of the leading GCC private equity 
firms. In second place is Norton Rose Fulbright, while Allen & 
Gledhill also receives an honorable mention. 

Real Estate 

Real Estate & Property is always one of the most popular 
categories, and this year was no exception. From last year’s 
winners Allen & Gledhill, this year Herbert Smith Freehills took 
the top spot due to its exceptional geographical remit with work 
across Europe in interesting new locations and projects, as well 
as deals in the Middle East including advising Al Salam Bank – 
Bahrain on a number of property financings. 

Foot Anstey of the UK took second place, led by partner Imam 
Qazi, but although the contest was very close the firm was pipped 
at the post due to Herbert Smith’s free hill’s geographical diversity: 
with the majority of Foot Anstey’s impressive portfolio located in 
the UK. Honorable mentions in this category also go to Norton 
Rose Fulbright, Allen & Overy and Baspinar & Partners, who all 
put in an exceptional performance over the last 12 months in their 
respective regions. 

Trade Finance 

Trade Finance is a new category introduced this year to recognize 
a growing field in Islamic finance that is increasing in importance 
as the industry develops. IFN is delighted to announce that the 
inaugural award goes to DLA Piper Middle East, led by partner 
Paul McViety, based on its strong presence in the field: with 
deals over the past 12 months including advising Anham FZCO 
on a US$42 million Trade Murabahah facility from QInvest; and 

Obtained his law degree (SH) from University of Padjajaran, Bandung in 1994 and registered in  Master Degree Program 
(MH) from University of Gadjah Mada in 2013. He participated in Pre and Post Conference Workshop on the Custody 
& Settlement Asia/Pacific in Hong-Kong, Understanding and Negotiating International Distribution Agreement Course at 
LPPM, Jakarta, Law Firm Management Masterclass held in Hongkong, Workshop on the Implementation of Bankruptcy Law 
in Jakarta and Workshop on the Technology in Banking and Finance  , Singapore. Mr. Zulfikar is a member of the Indonesian 
Bar Association and holds a license to practice in Indonesian courts, and is also a BAPEPAM Registered Capital Market 
Legal Consultant.

Before starting AZP Legal Consultants, he has had a wealth of diverse experience, mainly on all legal aspects of capital market, investment, corporate 
and banking restructuring. He joined the capital market supporting institutions in order to be acquainted with the mechanisms and the procedures of 
capital market transaction as in line with prevailing capital market law and regulations. Mr. Zulfikar also joined The Indonesian Bank Restructuring 
Agency (IBRA) and handled various type of legal matters with respect to the bank recapitalizations and asset resolutions. He also entrusted to handle 
the negotiation process in the shareholders settlement and companies restructuring activities. In Islamic transactions, Mr. Zulfikar and Ms. Setyowati 
are giving the legal advice and drafting the legal documentation in Sovereign Retail Sukuk issued by Government of Indonesia in 2010 and 2011, both 
using Ijarah Sale and Lease Back Scheme, and handling the legal transactions for Islamic Cooperative, legal advisor in drafting the legal documentation 
in regard of structure Sharia Division in one of Securities Company in Indonesia and Islamic Banking transactions.

Menara Jamsostek, South Tower, 6th floor. Jalan Jenderal Gatot Subroto No. 38, Jakarta 12710, Indonesia
Tel: +6221-52922107   Fax: +6221-52922104  Web: www.azp.co.id

Ary Zulfikar, Managing Partner
Tel: +62 816-835276, Email: ary@azp.co.id

Areas of Expertise 
• Banking & Capital markets
• Asset & Fund Management
• Corporate & Commercial 
• Cross Border
• Energy & Natural Resources
• Judicial Expert in Constitutional Court
• Intellectual Property Right

Any other information 
• Named in the category of
• Banking & Capital Markets
• Asset & Fund Management
• Corporate & Commercial
• Cross Border
• Energy & Natural Resources 

Notable Achievements :
• Achieved his certification for Indonesian Intellectual Prop-

erty Right Consultant in 2014
• IDR 8.033.860.000 Sovereign Retail Sukuk Series SR-002, 

Ijarah Sale and Lease Back, issued by Government of 
Indonesia and coupon 8.7%

• IDR 7,341,410,000,000 Sovereign Retail Sukuk Series SR-
003, Ijarah Sale and Lease Back issued by Government of 
Indonesia and coupon 8.15%
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Emirates Islamic on a US$25 million Murabahah facility for ABV 
Rock Group Company. Runner up in this new category was 
Latham & Watkins, whose work with Etihad Etisalat Company 
should be recognized, while honorable mention also goes to 
Albar & Partners in Malaysia led by managing partner Syed Zaid 
Albar.

Offshore Finance 

Continuing the international focus, the award for Best Law Firm 
for Offshore Finance this year went once again to Maples & 
Calder, the first offshore law firm to open an office in the Middle 
East, for the third year running. The firm has demonstrated its 
dominance in the field beyond debate: with participation in almost 
every major offshore deal over the last 12 months.

Project Finance 

Project Finance, in comparison, is one of the most strongly 
contested categories in the awards. This year the crown was 
taken by White & Case, away from last year’s winners Latham 
& Watkins, based on deal size and diversity: with stand-out 
transactions including the Gulf Marine Services US$140 million 
financing in February 2014 and the EMAL Smelter Project US$10 
billion Phase II expansion of July 2013. 

Second place goes to Allen & Overy for its active and diverse 
participation in the field including with the winning bid by ACWA 
Power for the second independent power project at Rabigh, Saudi 
Arabia in November 2013. Honorable mention also goes to Albar 
& Partners of Malaysia which was a very strong contender due 
to its work with Malakoff Power and SapuraKencana Petroleum. 

Energy & Natural Resources 

In a related category, the highly popular Energy & Natural 
Resources Award for 2014 goes to Latham & Watkins (from 
2013 winner Vinson & Elkins). The firm has seen an impressive 
year with an exceptional array of deals across the Middle East 
region: including work with The Public Investment Fund in Saudi 
Arabia for the IPC Plant Project; the US$31 million facility for 
Microsol International; the US$662 million refinancing for Maran 
Nakilat’s fleet of LNG carriers in Qatar; the representation of 
Qatar Petroleum in Mesaieed Petrochemical’s IPO and the 
restructuring of the Dana Gas Sukuk. 

]Second place goes to Allen & Overy for a year which has seen 
participation in some landmark deals and sizeable transactions 
including the ACWA Power deal and the Saudi Elastomers 
US$3.2 billion expansion of its Kenya petrochemical plant. A 
close runner-up was Norton Rose Fulbright for second place, but 
the firm was edged out by the wider geographical spread of Allen 
& Overy’s activities. 

Insolvency & Restructuring 

Allen & Overy continued its winning streak with the award for 
Insolvency & Restructuring, which it took for the second year in 
a row – with second place going to Linklaters for its work with 
Dubai Group and the International Diol Company. Honorable 
mention in this field also goes to K&L Gates for its work with 
Arcapita, as well as Freshfields Bruckhaus Deringer for its advice 
to The Investment Dar on its settlement-in-kind offer of around 
US$1.2 billion of existing debt in November 2013. 

Structured Finance 

Finally, and in one of the most hotly contested categories of the 
year, we come to the award for Best Law Firm for Structured 

Finance: which this year saw some of the highest numbers of 
submissions and was extremely fiercely fought. The award 
eventually went to Allen & Overy, our overall winner: based on 
a focus towards breaking boundaries and driving innovation in 
the field. The firm has put in sterling participation over the last 
12 months with landmark projects such as the development 
of the Saudi Arabian Monetary Authority’s Shariah compliant 
derivatives documentation; as well as working on developing 
Shariah compliant repo transactions and utilizing equity 
derivatives technology to create portfolio options. 

Despite the strong competition, Allen & Overy remains the global 
leader in the structured finance field: advising  a wide number of 
firms across the spectrum of the sector from Shariah compliant 
FX to derivatives, profIt rate swaps, structured products, margin 
financings and structured deposits. It consistently pushes the 
limits of what can be achieved and seeks new methods to deliver 
client demands: making it the clear winner in a challenging and 
complex category. 

Second place in this sector goes to Clifford Chance, based in 
its work with JPMorgan on its US$40 million collateralized 
Islamic total return swap with Sukuk as the underlying asset. 
Led by partner Habib Motani, the total return swap incorporated 
both profit rate and credit default swap features and settlement 
mechanics as well as Wa’ad and Murabahah structures, 
and was an exceptional example of complex cross-sectoral 
communication. 

Honorable mentions also go to Herbert Smith Freehills, Norton 
Rose Fulbright and Latham & Watkins, who were all close 
contenders in the race.

Congratulations

IFN would like to extend its warmest congratulations to the 
winners, and indeed to all the firms who were nominated this 
year. The continued growth and popularity of these awards are 
testament to the rising power and prestige of the Islamic finance 
industry, and we are proud to be able to recognize the vital and 
valuable work that the legal sector provides to promote the 
industry’s onward progression.

The awards will be presented at the annual IFN Awards 
Ceremonies held in Dubai and Kuala Lumpur in February 2015, 
and we look forward to seeing you there. 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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