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Every award we win makes you, our customers, shareholders and the nation a winner. 
So while we take pride in our winning tally for 2015, we look forward to an even better year ahead.
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Introduction:
Islamic Bankers Association (IBA) is a new international industry representative body for practitioners of  Islamic 
banking and finance. It is officially incorporated in United Kingdom, with its registered office in London. The IBA 
membership is open to individuals and corporates, and aims to become the largest industry representative body for 
Islamic banking and finance in the world.

Membership categories include:
Corporate Membership: For all Islamic banks and the institutions offering Islamic financial services – IIFS (Annual 
Fee: £3,500)

Associate Corporate Membership: For all businesses that offer their services to Islamic banks and IIFS (Annual Fee: 
£5,000)

Individual Membership: For all the employees of  Islamic banks and IIFS, with work experience of  a period of  five 
years or more (Annual Fee: £100) 

Young Professional Membership: For all the employees of  Islamic banks and IIFS, with work experience of  a 
period of  less than five years (Annual Fee: £50)

Associate Individual Membership: For any professional whose application is endorsed by at least one existing 
member of  IBA (Annual Fee: £100)

If  interested in becoming a member, please get in touch with Khuram Shehzad on:
+44 (0) 20 3617 1089 or kshehzad@edbizconsulting.com

Islamic Bankers Association is a non-profit organisation, registered in England and Wales as a company limited by guarantee, and 
does not offer any financial products and as such is not regulated by Financial Conduct Authority.



“Edbiz Corporation is pleased to announce GIFA Million Dollar 
Campaign to set up an Islamic Finance Scholarship Programme to 
support studies and research in Islamic banking and finance“  GIFA@edbizconsulting.com

  www.edbizconsulting.com
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I am delighted that with this issue we have successfully upgraded ISFIRE from a quarterly 
magazine to bi-monthly, as this is the sixth issue of the year. We are saying goodbye to 2016, 
with an amazing personality featuring on the cover page. Sharif El-Gamal, Chairman & CEO 
of Soho Properties, who shares with us his vision for the company that has been involved in 
some of the landmark transactions in the Manhattan financial district of New York. In 2017, 
we plan to bring more exciting cover stories to our esteemed readership. 

In 2016, we had cover stories from a diverse geographical range, with Fadi Al Faqih (CEO of 
Bank of Khartoum, Sudan), Mohamed Kateeb (Chairman of Path Solution, Lebanon), Khalid 
Alyahmadi (CEO of ASAAS, Oman), Dr. Umaru Mutallab (Chairman of Jaiz Bank, Nigeria), Dato’ 
Wan Fadzmi Wan Othman (CEO of Agrobank, Malaysia), Dr. Abdulabri Mashal (Chariman of 
Raqaba, USA and Saudi Arabia), and Sharif El-Gamal (Chairman and CEO of Soho Properties, 
USA). 

All these cover stories are inspiring in their own ways, and I am pleased to have shared with 
you.

There are some other good news, too. During Global Islamic Finance Awards 2016, I proposed 
to President Joko Widodo of Indonesia to consider setting up a Jakarta Islamic Financial 
Centre (covered in my Pause for Though in the October issue of ISFIRE). The President has 
since then asked Financial Services Authority of Indonesia (OJK) to spearhead the project. If 
this comes into reality, this will be another of our humble contributions to developing Islamic 
banking and finance. 

Our Editor, Dr Sofiza Azmi, was in Beijing at the time of writing this editorial, where she 
delivered a keynote speech at 2016 Islamic Financial Cooperation Roundtable under the 
Belt and Road Initiative. Her main focus was on Islamic wealth management, an area that we 
have been promoting with the help of our annual report, Islamic Wealth Management Report 
(IWMR). We are working on the 2017 IWMR, and seeking sponsorships from the industry 
players. 

I trust that our readers will find this issue of ISFIRE full of useful information, relevant to their 
personal tastes and their professional careers.

Note from the 
EDITOR-IN-CHIEF

Professor Humayon Dar, PhD (Cantab) 
Editor-in-Chief

EDITORIAL
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ISFIRE has global distribution and our readers come from all over 
the world; please tell us about Soho Properties and its services. 
Who came up with the idea of setting up Soho Properties and why? 

Soho Properties is a commercial real estate investment and development firm based 
and focused solely on prime Manhattan markets. We arrange and participate in real 
estate investments in office, residential, retail and hospitality markets, generating 
opportunities for our partners and investors through single-asset and/or portfolio 
acquisitions. Since 2003, we have executed numerous commercial, residential, and 
mixed-use Manhattan real estate transactions of large scale. Our concentrated 
geographical approach creates operating efficiencies and economies of scale, which 
thereby improves our investors’ return potential and lowers their downside risk. We 
deeply understand the intricacies of New York real estate, a market that requires local 
expertise. 

We are a professional institution where our institutional transparency and proven 
abilities have garnered the trust of numerous high-net worth investors from all over 

SKY 
is the 
LiMit 

Sharif El-Gamal is the Chairman and CEO of Soho Properties, a 
Manhattan-based real estate company, which he founded in 2003. 
In an exclusive interview with ISFIRE, Sharif El-Gamal spoke about 
his new development projects and his plans to launch the first 
Shari’a-compliant investment fund in the Big Apple.

9
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We intend to expand 
our participation 
within the global 
Islamic investment 
community and 
facilitate more  socially 
responsible investment 
opportunities in New 
York City real estate. 
We are currently 
working on plans to 
start an ethical real 
estate investment fund.

the world. Maintaining this trust is the paramount goal of 
Soho Properties and we strive every day to earn that trust by 
realizing our investors’ expectations. 

Today, Soho Properties continues to seek acquisition and 
development opportunities in all asset classes that generate 
superior risk-adjusted returns for our partners and investors. 
Our two major developments currently are 45 Park, a luxury 
residential tower Place in the heart of the New Downtown 
and 560 Seventh Avenue, a retail and hotel development in 
Times Square.

You have been involved in some of the 
landmark real estate transactions in the 
Manhattan area. Why is the New York 

property market so special?
New York City is greatest city in the world. I love New York 
City. It is so full of life, energy, diversity and culture. Every 
neighborhood, every street, every block—they are different 
and have their own culture. Everyone wants to be here and 
own a small slice of the magic. New York is also one of the 
strongest real estate markets historically and the business 
capital of the world. 

In the past decade, the average price per square foot for 
luxury condos in New York has more than doubled and the 
gap in real estate prices between top-tier cities and the rest 
of the world has widened significantly. The luxury real estate 
market in New York continues to come out on top, increasing 
almost 13% in value, remarkably higher than the 2% in the rest 
of the world and the 2.5% in top European cities.

One of the key reasons New York continues to attract buyers 
is its affordability when compared to the likes of London, Hong 
Kong and other gateway cities in the world. At an average 
price per square foot of US$2,500, real estate in New York 
is arguably a bargain in comparison to the mid- US$4,00s of 
London and Hong Kong. The price disparity, coupled with the 
18.8% growth New York saw in 2014, is a clear indication that 
prices will continue to escalate in coming years. 

While New York City has long been known for its status as 
a financial powerhouse with the FIRE (Financial Services, 
Insurance & Real Estate) industry being the main economic 
driver of the last cycle, the job market is no longer dominated 
by Wall Street. The city has seen an unprecedented surge 
in the growth of the TAMI (Tech, Advertising, Media & 
Information) sector. In recent years, the world’s largest tech 
companies, including Google, Twitter, Apple and Facebook, 
have all opened offices in Manhattan, helping the city secure 
a reputation as a tech hub. The TAMI industry saw an increase 
of 21% in the past decade and will continue to climb as more 
venture capital funding pours into New York. With the rapidly 
growing industry, high-paid individuals continue to flock to 
the city, forming a new pool of buyers of luxury real estate.
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What is the real story behind “Ground 
Zero Mosque”? Why was it such a big 
controversy when you first announced 

this project?
In 2010, I was faced with one of the greatest challenges of 
my life. I had acquired three pre-war existing buildings in 
Lower Manhattan and had planned to construct an Islamic 
Community Center. This Community Center would house a 
wide array of community amenities, including large athletic 
facilities, a performance auditorium, meeting rooms and a 
musalla. Our intention with this Center was to participate 
in the rebuilding of Downtown Manhattan following the 
tragedies of September 11, 2001 by providing a community 
space for local residents as well as provide prayer space to 
the ever-expanding community of Muslims living, working and 
visiting Lower Manhattan.

However, our timing was not ideal. As we have all seen in 
recent history, US Presidential primaries and elections are 
a media zoo. At the time when our plans for the Islamic 
Community Center were made public, the US was in the 
thick of the Republican Presidential Primaries for the 2012 
election. Our project became a political hot-topic issue and 
platform that the media blew up almost overnight. The media 
named the project the “Ground Zero Mosque” (this was never 
the official name; it wasn’t even a Mosque) and it became the 
center of a national debate.

Despite having the unanimous support of the local community 
board, Mayor Michael Bloomberg and President Obama, our 
project continued to make news and cause controversy. The 
controversy was entirely made up and fueled by the media. 
Eventually, we realized that we needed to shift our vision for 
the site in another direction in order to make a positive impact 
on the neighborhood.

We never back away from our intention or discarded our initial 
vision for the site. We are now planning a gorgeous 3-story 
Islamic Museum and Sanctuary on the site, which is designed 
by Pritzker Prize Awardwinning “starchitect” Jean Nouvel. We 
plan to be releasing our plans and designs for this project in 
the coming months. I cannot disclose too much information 
about this museum and sanctuary at this time, but I can tell 
you that it will be a jewel box that will forever serve, enrich and 
empower the community in Lower Manhattan, God willing.

Give us a snapshot of where Soho Properties 
is today, and where do you see it in the 
next 5 years?

While in previous cycles, Soho Properties has successfully 
executed value-add renovations of existing assets, in the 
current cycle we are focused on ground-up development. We 
have two ground-up, new development projects that we are 
currently fully focused on: 45 Park Place and 560 Seventh 
Avenue. 

45 Park Place is a boutique luxury condominium tower in 
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Tribeca, right in the center of the “New Downtown.” Lower 
Manhattan is currently experiencing a modern renaissance 
with over US$30 billion of public and private investment 
having been funneled into its redevelopment, post-September 
11. Many of these new public amenities and just opening now 
after several years of planning and construction. In recent 
months, we have seen the opening of the World Trade Center 
Towers and Memorial Park, the Four Seasons Downtown 
Hotel, the Oculus Transportation Hub, Brookfield Place 
and the Westfield shopping center—the neighborhood is 
absolutely coming alive! 45 Park Place will be a 665-foot glass 
and steel tower located right in the center of all this action, 
featuring 50 exquisite residences, world class amenities and 
unparalleled views of Manhattan’s skyline. We are beginning 
our residential sales for the tower in the very near future—
stay tuned!

560 Seventh Avenue is a mixed-use hotel and retail tower 
located at one of the most-visited corners of Times Square. At 
the corner of 40th Street and Seventh Avenue, 560 Seventh 
Ave. will feature over 25,000 square-feet of prime retail space 
spread over 3 floors on a corner where it is recorded that 
over 200,000 pedestrians walk by every week. There will be 
several exciting announcements about this project making 
news in coming weeks.

In five years, we envision Soho Properties continuing in its 
current expansion. We plan to construct several more large-
scale commercial developments in New York City as well as 
own and manage a portfolio of income-producing assets. We 
intend to expand our participation within the global Islamic 
investment community and facilitate more socially responsible 
investment opportunities in New York City real estate. We 
are currently working on plans to start an ethical real estate 
investment fund and one day, who knows...

The world is fast becoming orientated 
towards the use of social media. What role 
can social media play in creating awareness 

around Islamic banking and finance?
I think that the expansion of social media and digital community 
will be extremely beneficial to the expansion and increased 
awareness of ethical, faith-based finance. As we expand 
modes of communication and find ways to connect with each 
other, we continue to learn more about each other and find 
commonalities. Social media is a great tool for promoting 
financial inclusion and giving people access to capital in order 
to grow their businesses. It is also an excellent platform for the 
expansion of crowdfunding initiatives, which are increasingly 
in popularity. There are so many platforms that social media 
can utilize to expand ethical investment. Social media has 
effectively expanded public discourse, brought awareness to 
important issues and challenged people to think outside the 
box.

I think social media awareness will be especially important in 

Muslim minority countries, like the US, where ethical investing 
is just starting to gain momentum and public awareness. 
I think that as more and more people learn and are aware 
of the benefits of Islamic investing and the ethical banking 
movement, it will grow in popularity.

America has been rather cautious towards 
development of Islamic finance in the 
country after the tragic events of 9/11. 

Growth of Islamic retail banking services in the 
USA has also been slow over the last decade. What 
is your take on it? What factors have contributed 
to the slow growth of Islamic banking and finance 
(IBF) in the USA?
There is a great history and legacy of Muslims investing in 
New York and in the United States. US investment continues 
its upward trend due to the continued strength of the dollar 
and the US’s position as the largest world economy. Now with 
the growing popularity of ethical finance, Islamic investors 
now have more investment options that comply with their 
religious and social convictions.

London, for example, has had an established Shari’a-compliant 
investment infrastructure for many years. Several of their 
largest recent developments, including the iconic “Shard” 
tower, were financed through Shari’a-compliant structures. 
New York is just now catching up. As US institutions formulate 
and offer more Sharia alternative, creative investment 
opportunities, we are seeing will see a greater influx of interest 
in New York City real estate investment

Soho Properties construction loan for 45 Park Place made 
national and international news as it was the first Shari’a-
compliant syndicated construction loan in New York City and in 
the US. When we were formulating this loan for 45 Park Place, 
there was no template or former precedent to work from. We 
had to formulate the transaction and navigate government 
regulations as we went. Now, we have a functioning template 
to use on future transactions in New York—and there is great 
interest in New York to replicate our structure.

You successfully raised US$219 million for 
45 Park Place during a difficult time for 
capital raising. How did it come about? Our 

readers would like to know about investors and 
others involved in the process
It is currently a very challenging climate for developers within 
the luxury condominium lending market in New York. Even the 
most respected and established developers are encountering 
challenges with securing financing for construction projects.

We realized early on that we would need to find creative 
solutions if we wanted to secure a construction loan for our 
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In order to rise 
to the top of 
the heap, he 
or she who is 
most willing 
to be the most 
uncomfortable 
is not  only the 
bravest of the 
pack but also 
the most likely 
to succeed and 
potentially change 
the world.

project at 45 Park Place. When we found that the traditional 
go-to US banks were reluctant to lend on residential 
construction, we focused our attention abroad and started 
to explore Islamic financing solutions. Due to my background 
as a Muslim American, I wanted a structure that reflects our 
beliefs and values. When we began to learn more and engage 
with the Islamic investment world, we were surprised to find 
that there was an un-tapped thirst of Islamic banking lenders 
looking to invest in New York City real estate. Little did we 
know at the time that we would soon be pioneering a new 
path of ethical finance in the US—at the time we were looking 
for financing solutions that would conform to our principles. 
It turns out that these principles are shared by people of all 
faiths.

After several months and countless hours of hard work, we 
successfully executed the first Shari’a-compliant syndicated 
construction loan in New York City and in the United States. 
The construction financing came from a collaboration of 
some of the world’s largest and most established international 
banking institutions. Malaysian Banking Berhad (Maybank) 

from Kuala Lampur and Warba Bank from Kuwait were the joint 
lead arrangers of the US$174 million senior construction loan 
with Intesa San Paolo from Milan, Italy as the Documentation 
Agent. MASIC from Saudi Arabia provided US$45 mezzanine 
financing. Together, this collaboration set a new precedent 
for how future Shariah compliant, risk-sharing syndicated 
construction loans can be structured in New York City

What possible effect can Donald Trump’s 
election as President of the USA have 
on development of Islamic finance in 

America? Do you think it is just media-hype and 
that it will become business as usual?
This is the question that everyone wants to know. You 
wouldn’t believe how many times I have been asked this 
question! Everything is speculation at this point. It is my belief 
that, since President-Elect Trump is a product of New York 
City real estate himself, everything will be business as usual 
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As more socially conscious, ethical investors are 
seeking investment opportunities in New York 
City real estate, we want to provide them with an 
experienced, on-the ground investment option 
formulated in a structure that conforms to their 
religious beliefs.
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for us once he gets into office. Everyone is waiting to see what 
he can accomplish in his first 100 days in office as this will 
set the tone for his presidency. I wish him the very best and I 
hope that he can bring about positive change for our country

The United States’ national institutions are strong and time-
tested, with numerous checks and balances that will protect 
everyone against any potentially harmful or adverse policies. 
As a businessman, I think Donald Trump could be a great asset 
to our business and the expansion of the US economy. His 
ideas on the deregulating banks and cutting corporate taxes 
could be great for our industry—we will all have to wait and 
see how it goes.

As foreign investors, I think now is an excellent time to invest 
in the US and in New York real estate. While the rest of the 
world watches and waits, now is the time to invest. The stock 
markets rallied the day after the election, signaling that the 
financial markets are pleased with the election results. Several 
analysts have predicted boosts in the economy during his 
presidency. Now is the time to invest while everyone else is 
watching to see what happens.

You travel extensively. Which Muslim-
majority country has really impressed you 
and why?

I am always impressed whenever I travel in Muslim-majority 
countries. There are so many wonderful places that it 
is hard to pick only one. I love traveling to the Gulf region 
and seeing some of the world’s oldest and most established 
cities continually build new structures and reinvigorate the 
community. The revitalization in the region is breeding an 
incredible energy.

I was also really impressed with Malaysia and Malaysian 
culture when I visited Kuala Lumpur. What I witnessed in 
KL was an incredible plurality of different cultures that is 

very different from the Middle East. They have invented 
their own distinct perspective on Islamic culture. It’s a very 
refreshing environment. The city is this incredible mixture of 
a contemporary, cosmopolitan cityscape with a traditional 
Islamic vibe. I love it there.

You are in the process of launching a new 
Shari’a-compliant real estate fund. Can you 
share some information about this?

We are very excited to be bringing the first Shari’a-compliant 
real estate investment fund that will focus solely on New 
York City real estate investment. As more socially conscious, 
ethical investors are seeking investment opportunities in 
New York City real estate, we want to provide them with an 
experienced, on-the-ground investment option formulated 
in a structure that conforms to their religious beliefs. The 
primary objective of the fund will be, of course, to turn 
a profit. However, it will also be committed to doing good. 
In analyzing our investments, we will seek opportunities 
that positively impact the world and local community. Soho 
Properties has a deep and long-standing commitment to 
building and preserving cultural and religious institutions 
in New York City and is currently pursuing membership in 
Global Impact Investing Network (GIIN) and alignment with 
the United Nation’s Principles for Responsible Investment 
(UN PRI). A designated portion of our proceeds will be set 
aside for helping, supporting and growing our social-impact 
initiatives. We see no conflict between generating superior 
financial returns and having a positive social impact.

The fund will look to invest primarily in existing, income-
producing real estate assets, such as office or residential 
rental buildings. We are committed to the principles of ethical 
investing and will act as a true partner in all our investments, 
having an equitable distribution of risk. We have already 
put together an initial group of key advisors and investors 
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to begin to formulate the specific structure of the fund. We 
are developing a US$500 million fund as a core investment 
platform. Soho Properties will serve as the manager, applying 
our expertise in the New York market and our extensive 
professional network to find and execute on and off market 
transactions. New York is a locals’ market, and we are locals.

We expect to invite a small, select group of sophisticated 
institutional investors to participate in this fund. It is important 
to us that the LP circle value the fund’s distinctive and robust 
investment strategy, as well as its ethical values. Look out for 
more information about this investment fund soon!

Please share with the readers a typical day of 
Sharif El-Gamal. How it starts and what are 
must on the to-do list on a daily basis?

I wake up at about 5:30 or 6:00am every morning. I begin 
my day with Prayer, meditation, reflection and analysis. I 
examine what I accomplished in the last 24 hours and make 
my intentions for what I need to accomplish in the next 24 
hours. I will work out on my rowing machine or treadmill in 
the morning or do Cross Fit (which I am addicted to) or in 
the summer I will play some tennis. I will then try to spend 
as much time as possible with my children before I have to 
head in to the office. Once I get into the office, it is the typical 
grind: cutting deals, getting updates on construction progress, 
meeting with investment partners and lenders, attending 
lunch and dinner meetings. I’ll try to get another workout in 
there at some point. To keep up this dizzying pace every day, 
vast amounts of water are absolutely vital. Pellegrino is my 
favorite.

What would be your message to the global 
Islamic financial services community, 
particularly the youth

My message to the younger generations and young 
professionals of Islamic finance is that I believe this is the 
most important time in this industry. There will be incredible 
opportunities to shape the future of this industry as it grows 
exponentially in the coming years. We all have a role to play. 
I believe there is a certain level of truth and honesty that the 
youth must reflect on in order to achieve the highest levels 
of excellence. It is important for the younger generations to 
recognize and understand their vulnerabilities, worthiness 
and strengths. In order to rise to the top of the heap, he or she 
who is most willing to be the most uncomfortable is not only 
the bravest of the pack but also the most likely to succeed and 
potentially change the world.
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Dato’ Muhammad Ibrahim, Governor of Bank Negara Malaysia, in his remarks at the Royal Award for Islamic Finance Gala 
Dinner & Award Presentation on 14 November 2016 said, “Our endeavour to enhance the vibrancy of the industry warrants a 
new way of thinking in the face of increasing competition and profound changes brought about by technological advancements.  In 
facing these challenges successfully, one of the prerequisites is a pool of talent that is dynamic, adaptable and visionary.”

It is a significant statement, which calls for the industry players to be proactive in dealing with changing market environments and 
to take advantage of opportunities brought by technology.  But more importantly, it calls for market players to adopt a fresh mind-
set in addressing challenges. 
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Dato’ Muhammad Ibrahim outlined ‘dynamic, adaptable and 
visionary’ as the required traits for industry talents which can 
be surmised being applicable to the industry leadership talent 
as well.

PROACTIVE REGULATORS
In the last few decades, regulators in Malaysia namely Bank 
Negara Malaysia (BNM) and Securities Commission Malaysia 
(SC) were proactively driving the growth agenda for Islamic 
finance. Sizeable resources were committed including the 
establishment of specialised departments or divisions, 
specifically BNM’s Islamic Banking & Takaful Department and 
SC’s Islamic Capital Market Business Group to facilitate and 
support the industry. 

Progressive laws such as the Islamic Financial Services Act 
2013 (IFSA) were enacted and relevant regulatory policies 
were established.  The regulators were also directly involved 
in pursuing Malaysia’s global Islamic finance agenda and led its 
promotional activities.

Comprehensive recommendations for the industry were 
incorporated in blueprints and master plans namely the 
Financial Sector Blueprint and Capital Market Master Plan 
outlining the directions and goals for the industry, for example 
setting a target of 40% market share for Islamic banking. 

In implementing these recommendations the regulators 
played a leading role as well. Key industry developments 
such as the Investment Accounts Platform and Malaysia 
International Islamic Financial Centre (MIFC) were initiated 
by the regulators and supported by industry players at the 
implementation stage. 

Essentially, the regulators had set the stage and in a few 
instances, showed the way on how to capitalise Malaysia’s 
comprehensive Islamic finance ecosystem and realise its full 
potential.  The regulators demonstrated that in developing 
Islamic finance industry they were indeed dynamic, adaptable 
and visionary.

PROACTIVE MARKET PLAYERS
In ensuring the sustainable development of the industry, the 
proactive involvement of market players is crucial. In fact, 
BNM and SC have been promoting the importance of market 
driven initiatives for many years.  They are now nudging and 
encouraging the industry to lead these agendas. 

For example, the industry has been entrusted with the 
organisation of Global Islamic Finance Forum (GIFF) and to 
position it as a market driven global event.  As the relevant 
framework and infrastructure, including dedicated laws are 
already being established, it is now the opportune time for 
the industry to step in and take on a larger role in leading its 
key and major development initiatives. 

However, one of the questions that need an answer is the 
readiness of the industry to undertake this role.

The three key challenges facing the Islamic finance industry in 
Malaysia are awareness, talent development and leadership.  
It is ironic that even after decades of development and being 
recognized as one of the leading Islamic financial markets 
globally, leadership is one of the issues Malaysia is still 
grappling to address.

At this phase of its development, the leadership issue in the 
Malaysian Islamic finance industry is no longer merely about 
developing sufficient number of talented personnel with the 
right qualifications, capable of running a profitable Islamic 
financial services business. 

Islamic finance market leaders have a larger role to play, larger 
than that of those in the conventional financial industry.  The 
industry requires more leaders who are dynamic, who bring 
fresh perspectives and who are bold in realising                
the full potential of Islamic finance. In addition 
to ensuring their institutions are well run 
and profitable, being in a developing industry, 
they also have an important role to drive the 
industry’s key development initiatives. 

They would have to rally their stakeholders, 
especially their shareholders and board members, to 
look beyond their individual institution and to be able 
to collaborate with their counterparts including their 
competitors to proactively deliver meaningful results. 

They should not be constrained by their traditional business 
model and should leverage on Malaysia’s progressive Islamic 
finance regulatory framework specifically IFSA and the 
Financial Technology Regulatory Sandbox Framework.

These attributes in leaders will ensure the continued 
progress of the industry and strengthen its positioning in 
the mainstream financial industry.  However, finding and 
developing these leaders will be a continuous challenge for 
Islamic finance institutions. 

Islamic finance market 
leaders have a larger role 
to play, larger than that of 
those in the conventional 
financial industry.
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For example, currently, the appointment of CEOs of Islamic 
banks, were mainly through recruitment of external candidates, 
usually from other banks and not necessarily from the Islamic 
banking industry. Whilst this is a common and acceptable 
practice, it showcased the need to deepen the talent pool 
of leaders for the industry.  It also highlighted the need for 
institutions to implement a robust and sustainable succession 
and leadership development framework.  The scenario is not 
unique to the Islamic banking industry.

DRIVING DEVELOPMENT
The onus now rests on the current crop of top industry 
leaders especially the Chairmen, CEOs and shareholders of 
Islamic financial institutions, in developing a pool of future 
leaders who are ‘dynamic, adaptable and visionary’ as well as 
passionate, who are needed to drive the industry forward. 

The role the industry can play is limitless. An industry-
driven task force should be formed to strategically and 
comprehensively address this challenge.  Existing platforms 
particularly industry associations should be recalibrated 
to undertake this. Links to talent development institutions 

It is ironic that even after 
decades of development 
and being recognized as 
one of the leading Islamic 
financial markets globally, 
leadership is one of the 
issues Malaysia is still 
grappling to address.

should be formed and collaboration in developing a structured 
programme like ‘Islamic Finance CEO School (IFCS)’ should be 
pursued. Cambridge Islamic Finance Leadership Programme, 
as developed by Cambridge IF Analytica, is an excellent 
initiative in this respect.

However, it requires great commitment to make it happen and 
it requires current leaders to take charge and carry it through 
to the end. The creation of a large pool of strong leaders, 
serving not only the Malaysian market but also the global 
market, should be the legacy that the current Islamic finance 
industry leaders should leave behind.
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How slow-down in Islamic banking and 
finance, Islamophobia and declining 
profit margins are expected to affect an 
otherwise seemingly thriving Islamic 
banking industry. 
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ethics and ESG to manage their portfolios. Perhaps the most 
striking example is that of Arabesque Asset Management that 
started as an ethically-driven Shari’a-compliant fund manager 
but now has started talking about a Faith Investments Panel 
(comprising of experts from different faith groups) rather 
than a Shari’a Advisory Board it started with. This is a grave 
phenomenon, and the industry stakeholders must look into 
this seriously to gain a better understanding of its implications 
on the sustainability of IBF.  

There is definitely something sinister when some pseudo 
experts in IBF are suggesting, rather forcefully, to drop the 
word “Islamic” from the nomenclature of Islamic banks and 
financial institutions. The advice – contrary to its own very 
meanings – is rather so binding that some well-established 
Islamic banks that are without the word “Islamic” to their 
names (e.g., Al Rajhi Bank, KFH, Boubyan Bank and many 
others) have already started saying, sometimes explicitly and 
occasionally in unspoken words, “We are already there!” 

Off late we have started observing some top Islamic bankers 
working on the conventional side of the business owned by 
their parent groups. One influential CEO of an Islamic bank 
in Malaysia was taking care of a segment of the conventional 
business of its parent bank; and another CEO of an Islamic 
bank in the same country was shifted to the Group level to 
head one of its global conventional businesses. It seems that 
there is nothing religious about IBF. It is just business as usual! 
Can one term this as secularisation of IBF? Perhaps there 
should be a better and more sensitive and sensible expression 
for what has begun to emerge in the industry.

The current state of affairs in IBF is called into question. 
IBF is in real danger of turning into a tamasha3  wherein 
Islamic bankers will have an Islamic daf4  in one hand and a 
conventional dugdugi5  in the other. 

Conversely, starting from the late 1990s there have been 

Can Islamic banking and finance (IBF) survive as a sustainable 
banking and finance model to fulfil expectations of Muslims 
and non-Muslims around the globe? Surely, the sheer size of 
global Muslim population would ensure growth in the industry 
for at least another 35 years (Global Islamic Finance Report 
20171 ). However, for someone who claims to be cynical, all 
may not be rosy as many would like to hope.

If we compare IBF with a remote analogy with decaying cities, 
it seems, though, its primacy is not assured – the experts talk 
of phenomena such as the “Paris Effect” and the “Detroit 
Effect2 ” in the context of urban-suburban migration. FinTech 
is such a hot topic now that everyone – yes, everyone – is 
talking about technological disruption. Either knowingly and 
occasionally unconsciously, it seems as if a large segment 
of the population are prepared to use financial services 
unconventionally, and high street banks, including Islamic 
banks, will find it difficult to sustain, at least in their present 
forms. 

Also, with the never-ending romance of Islamic bankers with 
conventional banking, IBF is in danger of losing its independent 
identity and fascination of even its ardent followers. Just by 
looking at the latest figures on sukuk issuance, one finds a 
clear trend emerging in favour of financial institutions issuing 
more and more sukuk and the corporates either not interested 
or not finding it viable to use sukuk as a tool for expansion 
of the real economy. In fact, the likes of Mohammad Umar 
Farooq, a renowned Islamic economist, argue that Islamic 
financial community has limited understanding of what the 
real economy is and what is required to develop it. 

More importantly, if Islamic bankers keep on paying heed 
to those who blow trumpet of mainstreaming IBF, Islamic 
banks and financial institutions will first shun their Islamic 
nomenclature and then – Allah forbid – its Shari’a credentials. 
This has already started happening in Islamic asset management 
wherein a number of fund managers have begun to focus on 
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exciting periods of growth for IBF – especially in the sukuk 
market – pushing some advocates of IBF to dance with the 
industry’s cheerleaders. In the excitement of the moment, 
even the Vatican got carried away when it suggested to look 
into IBF as an alternative to conventional system of banking 
and finance. Consequently, even some devout Catholics have 
contemplated adopting Shari’a advisory as a viable profession. 

Academic institutions and professional bodies have started 
numerous courses on IBF to ensure that the expected increase 
in demand for qualified personnel is met by the industry. It 
seems as if the days of Muslims coming to the West to study 
IBF are irreversibly gone, as a number of universities in the 
Muslim world are now offering a slew of comprehensive 
instructions in the field. There has been a visible migration of 
personnel in law firms, investment banks and fund managers 
from centres like London, Paris and Frankfurt to the cities 
of Dubai and Kuala Lumpur, all in the name of pursuing a 
successful career in IBF.

The initial interest of Western financial institutions in IBF, 
which is quickly fading away may be understood in light of 
the Detroit Effect. There has been a long trend in North 
American cities to abandon the centre and head in drove for 
the suburbs. Nowhere has this been more evidence than in 
Detroit – hence, the choice of expression. 

The Western financial institutions that got involved in IBF 
started their Islamic operations at home but gradually moved 
their Islamic operations to the GCC (e.g., Bahrain and later 
Dubai) and the Far East (particularly in Kuala Lumpur). 
After a decade of struggles, however, these institutions 
have started receding back to their strongholds. Islamic 
finance teams of Western investment banks are fast being 
dismantled – HSBC Amanah has already gone into oblivion; 
Standard Chartered Saadiq is in decay; BNP Paribas Najmah 
has moved from Bahrain to Kuala Lumpur in an attempt to 
refuel itself; Deutsche Bank’s Islamic finance team is nowhere; 
UBS’s Noriba Bank has long been forgotten; and Citi Islamic 
Investment Bank in Bahrain is at best a shell company.  

A phenomenon which I term as the “Mirage Effect”. Western 
financial institutions couldn’t find the exact location of the pot 
of gold of Islamic money, despite its visibility in the deserts of 
the Middle East. And it is because of the failure to get hold 
of Islamic capital which Western financial institutions thought 
was within arm’s reach, many Western advisory firms and 
consultants are now advocating to make IBF mainstream. This 
is nothing short of a trap that must be avoided at any cost!

It must be understood that Dubai Islamic Bank is successful not 
because it is a bank; but rather the bank owes its success to 
being an Islamic bank. Another prime example is Meezan Bank 
in Pakistan. Meezan Bank has been successful in capturing 

1) To be published by Edbiz Consulting in April 2017.
2) The views expressed here have parallels with an article entitled, “The Davos Effect,” published in Portfolio, Issue 132, P. 45.
3) The term is an Urdu/Hindi word which means a spectacle.
4) The term is an Arabic word which is a musical instrument.

5) The term is an Urdu/Hindi word which refers to a musical instrument.
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market share bit by bit not because it is a great Islamic bank 
per se. On the contrary, the bank is progressing because its 
customers and clients favour Meezan Bank’s Islamic character 
and culture. The same cannot be said for the likes of CIMB 
Islamic (or any other Islamic subsidiaries of conventional banks) 
because their success in the Islamic business may very well be 
heavily dependent on the success and stronghold support of 
the parent conventional bank. 

Here, then, we have an important lesson to learn if we wish 
to ensure the sustainability of IBF - stand alone fully-fledged 
Islamic banks must be positioned at the leadership forefront 
in IBF! But even here, not everyone is on the same page. 
There are some Islamic banks that are either contemplating of 
camouflaging or have camouflaged their Islamic identity in the 
letter “I” rather than explicating it. 

As Pause for Thought (on pages 72-73) in this issue states, 
IBF stands once again at crossroads. The growth in the 
industry is slowing down and the Middle East is in turmoil due 
to declining oil prices or because of security concerns in the 
wake of ISIS and other political conflicts. We are now seeing 
more and more rock stars in IBF with many Islamic bankers 
striving to be Michael Jackson rather than Mohamed Juma. 
Even Yusuf Islam has started singing again! And even he has 
dropped the word Islam to his name on the cover of his latest 
album released back in 2014. Perhaps, Western advisory firms 
are right in advising Islamic banks to change the nomenclature. 
In which case one can’t help but to give up and give in! But are 
we ready to throw in the towels as yet? While prospects may 
be grim, there is still hope for the foolish and hopeless.

To ensure the 
sustainability of 
IBF, stand alone 
fully-fledged 
Islamic banks must 
be positioned at the 
leadership forefront!
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Cambridge IF Analytica, a UK-based financial services think 
tank, held its 2nd Islamic Retail Banking Awards (IRBA) at Dusit 
Thani Hotel, Dubai, on November 28, 2016. A large number 
of Islamic retail bankers from around the world participated 
in the prestigious awards ceremony. Most notable Islamic 
bankers who were in attendance included Adnan Ahmed 
Yousif (Group CEO and President of Al Baraka Banking 
Group), Musa Shihadeh (General Manager and CEO of Jordan 
Islamic Bank), Dr. Yahia Abdul-Rehman (Founder and CEO 
of LARIBA American Finance House Bank of Whittier), and 
Amer Khalil ur Rehman (CEO of Bakhtar Bank Afghanistan). 
Amongst the distinguished guests who came to show their 
support to the Islamic banking retail banking industry and join 
in the celebration were Husin Bagis (Ambassador of Indonesia 
in the UAE), Paul Fox (the British Counsel General in Dubai), 
Yubazlan Yusof (Counsel General of Malaysia in the UAE), 
Khalid Alyahmdai (CEO of Muscat National Development 
and Investment Company, and Chairman of Salam Air) and Dr 
Abdelilah Belatik (Secretary General of CIBAFI).

IRBA Awards Ceremonies provide excellent opportunities 
for networking. “It is undoubtedly one of the best events in 
the global calendar of Islamic banking and finance, and it is 
always a pleasure to attend Islamic Retail Banking Awards,” 
said Mohammad Shaheed Khan, an Executive Vice President 
with Gulf International Bank. With delegates coming from all 
over the world, IRBA offers them opportunities to network in 
a relaxed and friendly environment. 

Dr. Yahia Abdul-Rehman, Founder and CEO of LARIBA 
American Finance House – Bank of Whittier – presented 
copies of his book “The Art of Islamic Banking and Finance” to 
a number of dignitaries who attended the event. He was also 
honoured with the IRBA Excellence Award for Advocacy in 
Islamic Retail Banking. 

The top institutional award – The Strongest Islamic Retail 
Banking Group in the World for 2016 – was won by Al Baraka 
Banking Group, and Adnan Yousif (Group CEO and President 
of Al Baraka Banking Group) received the award on behalf of 
the group.
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Meanwhile, the top individual award – Islamic Retail Banking 
Leadership Award 2016 – was presented to Musa Shihadeh 
(General Manager and CEO of Jordan Islamic Bank) for his 
relentless efforts to promote Islamic retail banking in Jordan. 
He succeeded Hussain Al Qemzi (Group CEO of Noor Bank) 
who received the same award in last year’s IRBA Award 
ceremony. This award is presented to a leading personality 
who has contributed significantly to the overall development 
of Islamic retail banking in a country or world-wide. 

In total, there were three awards won by the institutions 
in the wider Al Baraka Banking Group. The award for the 
Strongest Islamic Retail Bank in Jordan was presented to 
Jordan Islamic Bank in which Al Baraka Banking Group holds 
majority shareholding.

“This is a huge and well-deserved recognition of the 
Al Baraka Banking Group for playing a lead role in 
developing Islamic banking and finance in general 
and Islamic retail banking in particular.”

 

“At Cambridge IF Analytica, we conduct academically rigorous 
Islamic financial applied research to ensure that only the 
best of the best institutions with sustainable and long-term 
performance are highlighted,” said Dr Sofiza Azmi, CEO 
of Cambridge IF Analytica. Professor Nabil Baydun, Vice 
Chancellor of Hamdan Bin Mohamed Smart Univerity, echoed 
Dr Azmi’s views. “Our efficiency ranking is very unique, as it 
takes into account the special features of Islamic banks and 
puts them in perspective of fiercely competitive financial 
markets dominated by conventional financial institutions.”

In total 30 awards were given out during the prestigious event 
with Islamic banks from the USA, Africa, the Middle East and 
Asia receiving awards in various categories.
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Founder and Chairman of IRBA
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BEST ISLAMIC BANKING WINDOW IN PAKISTAN 2016 – BANK ALFALAH ISLAMIC

Bank Alfalah is a premier bank operating in Pakistan, with a vibrant Islamic banking business. The success of Islamic banking business 
of Bank Alfalah has time and again been recognised nationally and internationally. This year, the bank bagged two coveted awards, 
i.e., Best Islamic Window of a Conventional Bank Award 2016 at Global Islamic Finance Awards (GIFA) held at Jakarta, and Best 
Islamic Retail Baking Window in Pakistan for the year 2016 by Islamic Retail Banking Awards (IRBA) held on November 28, 2016, at 
Dubai. Rizwan Ata, Head of Islamic Banking at Bank Alfalah was also recognised as Upcoming Personality in Islamic Retail Banking.

“While we assessed a number of Islamic banking windows from Pakistan, our Awards Committee was impressed by the business 
model of Bank Alfalah Islamic, as it is the most dedicated Islamic banking team of a conventional bank in the country,” said Dr Sofiza 
Azmi at the end of the IRBA Awards Ceremony in Dubai.  

Since its inception in 2003, Islamic banking group of Bank Alfalah has made steady progress to become the largest Islamic banking 
window in Pakistan, prior to Habib Bank’s current position as the largest Islamic banking window in the country. Bank Alfalah 
Islamic, however, has made a mark on the international front more than any other Islamic banking windows in Pakistan. In the last 
few months, the bank has signed an Memorandum of Understanding with the Kuala Lumpur-based International Shariah Research 
Academy of Islamic Finance (ISRA) to improve human resource development. It has also been accredited by Finance Accreditation 
Agency for its Islamic banking training programmes. Bank Alfalah Islamic is also promoting Islamic banking in various universities in 
Pakistan, including in IMSciences Peshawar and Lahore University of Management Sciences (LUMS). 

MCB Islamic Bank is an offshoot of the Islamic banking operations of its parent bank. While the success of MCB Islamic Bank has yet 
to be assessed, the shareholders of the parent bank are buoyant about the future of MCB Islamic Bank. Like Bank Alfalah, MCB has 
significant foreign shareholding. By spinning off the Islamic business of Bank Alfalah, the bank can bring further foreign capital into 
Pakistan’s Islamic banking sector. Apart from the above industry-building initiatives, Bank Alfalah Islamic is significantly contributing 
to the top-line double digit growth of the group level business. 

The most important factor that must help the bank in spinning off its Islamic banking business is the quality of its staff. Human 
resources are key to the sustainable success of Islamic banking in any country. Bank Alfalah Islamic’s involvement in a number of 
human resource development projects, and its lead role in promotion of Islamic banking in the country will be seen with favour if 
the bank decides to spin off its Islamic business.
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Hamdan Bin Mohamed Smart University received Islamic Banking R&D Award for the second consecutive year.
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Islamic Retail Banking Leadership Award 2016
H.E. Musa A. Shihadeh

CEO & General Manager,  Jordan Islamic Bank

H.E. Musa A. Shihadeh holds a Master degree in Business Administration (MBA) from USA.

He joined Jordan Islamic Bank on June 1, 1980 and currently the CEO & General Manager of Jordan 
Islamic Bank in addition to being a board member of few other Islamic banks. Mr. Shihadeh is currently 
a member of the Board of Directors of the General Council for Islamic Banks and Financial Institutions.

A Board Member of the Jordanian Businessmen Association, and Chairman and Board Member of several 
public and private companies in various sectors (industrial, educational, investment and insurance sector).

He is the Chairman of the Board of Directors of Association of Banks in Jordan.

A member of several investment, social, humanitarian and international organizations and committees.

He participates and lectures in several seminars related to the banking sector and the Islamic financial 
institutions regionally and internationally.

He is the former member of the Accounting and Auditing Standards Board for Islamic Financial Institutions 
and the Chairman of the Accounting Committee (1990 to 2002).
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IRBA Excellence Award for Advocacy 2016
Dr. Yahia Abdul-Rahman

CEO of American Finance House LARIBA - Bank of Whittier

The Strongest Islamic Retail Banking Group in 
the World 2016

Al Baraka Banking Group

The Strongest Islamic Retail/Cooperative 
Financial Institution in the World 2016

Bank Rakyat Malaysia
The Strongest Islamic Retail Bank in the GCC 2016

Dubai Islamic Bank
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The Strongest Islamic Retail Bank in 
Indonesia 2016

PT Bank Syariah Mandiri

The Strongest Islamic Retail Bank in Jordan 2016
Jordan Islamic Bank

ISFIRE
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Critics’ Choice Islamic Retail Banker of the Year 
2016

Kashif Mohammed Naeem
EVP & Group Head-Retail, SME & Microfinance Retail Banking, Bank of Khartoum

The Strongest Islamic Retail Bank in South Asia 2016
The Strongest Islamic Retail Bank in Bangladesh 2016

Islami Bank Bangladesh Limited
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The Strongest Islamic Retail Bank in Kenya 2016
Gulf African Bank

Critics’ Choice Best Islamic Retail Bank in 
Africa 2016

Bank of Khartoum

The Strongest Islamic Retail Bank in Oman 2016
Bank Nizwa

Critics’ Choice Best Islamic Retail Bank 
in Qatar 2016

QIIB
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Critics’ Choice Best Emerging Islamic Retail Bank 
in Africa

Jaiz Bank PLC
Critics’ Choice Upcoming Islamic Retail Bank 2016

Bakhtar Bank

Critics’ Choice Most Improved Islamic Retail 
Bank 2016

Ajman Bank

Critics’ Choice Pioneering Islamic Retail Banking 
Initiative Award 2016

American Finance House LARIBA - 
Bank of Whittier 
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Critics’ Choice Best Islamic Retail Banking 
Window in Saudi Arabia 2016

Banque Saudi Fransi

Critics’ Choice Best Islamic Retail Banking 
Innovation 2016

Bank Islam Malaysia Berhad

Critics’ Choice Best Islamic Retail Banking Window 
in Oman 2016

Meethaq Islamic Banking - Bank Muscat

Critics’ Choice Best Islamic Retail Banking 
Brand 2016

Noor Bank
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Critics’ Choice Islamic Banking R&D Award 2016
Hamdan Bin Mohamed Smart University
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Critics’ Choice Best Islamic Financial Product for 
Agriculture Finance 2016
Hartani-i, Agrobank

Critics’ Choice Best Retail Sukuk of the Year 
2016

National Bonds

Critics’ Choice Best Musharaka-based 
SME Product 2016

MIT Global

Critics’ Choice Islamic Banking R&D Award 2016
Hamdan Bin Mohamed Smart University
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In the August 2016 issue of ISFIRE, we started with a one-
pager to introduce standardisation of notation in Islamic 
economics, banking and finance (IEBF). We issued Note 1 
on murabaha in August 2016, which was reproduced with 
some amendments in October 2016. Note 2 on salam was 
issued in October 2016. This issue reproduces Notes 1 and 
2, along with a new note – Note 3 on mudaraba. We believe 
that standardisation of notation will help develop consistent 
pedagogical tools.

Note 1: Murabaha

1. (A.X.B; PMUR, ∏MUR, T) represents a classical murabaha 
arrangement between A (seller) and B (buyer) to buy/
sell a commodity X for the murabaha price PMUR and 
murabaha profit of ∏MUR for T as the date of payment 
of price. 

2. (A.X[1].B; PMUR, ∏MUR, T) represents a commodity murabaha 
arrangement between A (financier) and B (financee) 
arranged by a single commodity broker 1; whereby PMUR 
is the murabaha price, ∏MUR is the murabaha profit, and T 
is the duration of the financing period (in years, months, 
or days, etc.).

3. (A.X[1.2]X.B; PMUR, ∏MUR, T) represents a commodity 
murabaha with two commodity brokers, 1 and 2. 

4. (A.X[1].B; PMUR, ∏MUR, T, D(.), R(.)) represents a commodity 
murabaha arrangement between A (financier) and B 
(financee) arranged by a single commodity broker 1; 
whereby PMUR is the murabaha price, ∏MUR is the murabaha 
profit, and T is the duration of the financing period (in 
years, months, or days, etc.); D(.) and R(.) represent 
default and rebate clauses, respectively, such that:

 Default Penalty = a X i; and

 Rebate amount = b Xj

 whereby Xi = amount outstanding at the time of default; 
Xj = amount outstanding at the time of early settlement 
date; and 0 ≤ a ≤ 1 and 0 ≤ b ≤ 1.

5. (A.X[1].B; PMUR, ∏MUR, PMURIK, T / N, PEX) represents a 
commodity murabaha based Islamic mezzanine financing 
arrangement between A (financier) and B (financee) 
arranged by a single commodity broker 1; whereby PMUR 

is the murabaha price, ∏MUR is the murabaha profit, PMURIK 
is the payment in kind (one-off balloon payment at the 
end of the financing period) and T is the duration of the 
financing period (in years, months, or days, etc.); N is the 
number of shares that B promises to sell to A in the event 
of default for an agreed price PEX.

Note 2: Salam

1. (A.X.B; PSAL|T0, T) represents a classical salam contract 
between A (seller) and B (buyer) to buy/sell a commodity 
X for the salam price PSAL|T0 to be paid upfront by B at 
time T0, allowing the seller to deliver the commodity 
during time period T or on a specific date at the end of T. 

2. ([A.X.B; PSAL1|T0], [B.X.C; PSAL2|T1], T) represents a salam-
parallel-salam arrangement, involving three independent 
parties, A, B and C, whereby A sells a commodity X to B for 
a salam price, PSAL1|To, paid by B upfront at T0, to receive 
the delivery during time period T or on a specific date 
at the end of T. The salam-parallel-salam arrangement 
also involves B selling the commodity X to another 
independent party C that pays salam price, PSAL2|T1, to B 
at the time of entering into the salam contract, i.e., at T1     

     T0 ≠ T1, to deliver the commodity X during time period 
T or on a specific date at the end of T. 

3. (A.X.B.X.C; PSAL1|Ti, PSAL2|Tj, T) represents a three-
partite salam-parallel-salam contract, whereby A sells a 
commodity X to B for a salam price, PSAL1|Ti, paid by B 
upfront at Ti, and B sells on the commodity X to C for a 
salam price, PSAL2|Tj, whether Ti = Tj or Ti ≠ Tj; the deliveries 
take place during time period T or on a specific date at 
the end of T. This is a null and void contract that does not 
fulfil the requirement of independence of the two salam 
transactions.    

Note 3: Mudaraba

1. (A.K.B; ∏, ; -∏, 1; T) is a simple mudaraba contract 
between a Party A (capital provider) and a Party B 
(the managing party) in such a way that A receives 

 percentage of the profit, ∏, if any. K is the capital 
contribution (money) by A; while T is the mudaraba time 
period. In case of loss, i.e., -∏, A shall have to bear it with

 = 1.

2. (A.K.B; ∏0, ; ∏1, 0; -∏, 1; T) is a mudaraba contract that 
stipulates that the capital providing party (Party A) will 
receive  percentage of the profit if the realised profit 
is up to a threshold level of profit, ∏0; any profit over 
and above this threshold, i.e., ∏1, will be retained by 
the managing party, i.e., the share of A will be zero (0). 
However, in case of loss, -∏, A shall have to bear it with  
= 1. 

3. If a mudaraba contract is notated with (A.K.B; , T), it 
shall always be deemed as a short version of (A.K.B; ∏,   ; 
-∏, 1; T).

TECHNICAL 
NOTE

A
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The Islamic financial system has witnessed considerable 
developments in the past four decades and is now regarded 
as one of the fastest growing segments of the global financial 
system. Islamic finance assets grew at double-digit rates 
during the past decade, from about US$200 billion in 2003 
to an estimated US$2.143 trillion at the end of 2015 (Global 
Islamic Finance Report 2016). The existing Islamic finance 
market stands at an estimated US$2.336 trillion in assets 
based on the forthcoming analysis to be released in Global 
Islamic Finance Report 2017. 

The figure covers full fledged Shari’a-compliant Islamic 
financial institutions as well as those with Islamic ‘windows’ 
of conventional financial institutions, funds, sukuk, takaful, 
and other segments. The breakdown by category is as 
follows: US$1,675 billion for commercial banking, US$44 
billion for takaful (insurance), US$330 billion for sukuk (bonds) 
outstanding, US$77 billion in funds, and US$112 billion for 
other financial activities. The Islamic finance industry has 
experienced robust and phenomenal growth over the past 
few years and recorded a compounded annual growth rate of 
17.3% between 2009 and 2014 (IFSB Stability Report, 2015) 
and 16.35% between 2007 and 2015 (Global Islamic Finance 
Report 2016). 

Key Islamic finance jurisdictions such as Malaysia and the 
GCC have gained much growth and traction over the past few 
years. However, other jurisdictions in Africa such as South 
Africa, Nigeria and Kenya have made considerable progress 
in the growth of Islamic finance. Bangladesh and Indonesia 
in the Asian region have shown key potential for growth. 
European countries such as the UK and Germany have also 
shown heightened activities in the industry. 

Islamic finance has made considerable progress in the African 
region, spurred by demand from Muslims and non-Muslims. 
The Nigerian Central Bank issued a license to Jaiz Bank Plc, 
to operate as a fully-fledged non-interest financial institution 
(NIFI). There are other Islamic banking windows operational in 
Nigeria, which serve the Muslim population of 173.6 million. 
There remains huge opportunity for Islamic banks to setup 
in Nigeria given the huge Muslim population and growing 
demand. Nigeria has facilitated the issuance of sukuk (Islamic 
bonds) by amending the regulations by the Securities and 
Exchange Commission of Nigeria (SECN). The State of Osun 
sold US$61 million of sukuk in 2013, becoming the first state 
in Nigeria to sell sukuk.

South Africa’s National Treasury wants to make the country 
the hub for Islamic finance in Africa. The South African banking 
regulators have taken various measures to develop and 
promote the industry including amending tax laws to create 
an equitable and level playing field for Islamic finance. The 
country currently has one full-fledged Islamic bank; Al Baraka 
Bank was registered in South Africa in 1989. Other banks such 
as First National Bank (FNB), Absa Bank and HBZ Bank house 
Islamic finance windows alongside their conventional banking 

Global Islamic Finance Report 2017, forthcoming.

services. The South African government issued their debut 
sukuk in the third quarter of 2014. The US$500 million 5.75-
year was oversubscribed more than four times and attracted 
Middle Eastern and Asian investors.

In West Africa, Senegal successfully launched a four-year 
XOF100 billion (US$171.96 million) sukuk in June 2014. This 
sukuk represents a new era in the use of Islamic financing 
instruments in the country’s public finances. Senegal may 
consider additional sukuk issuance to support the country’s 
infrastructure needs and Dakar is aiming to position itself as 
the continent’s hub for Islamic finance.

Cote d’Ivoire launched its 150 billion CFA francs sukuk 
priced at a profit rate of 5.75% in the last quarter of 2015. 
Cote d’Ivoire mandated the ICD as the lead manager for its 
inaugural local currency sukuk programme worth XOF300 
billion (US$515.87 million), which will be issued over the 
2015-20 period in two equal phases.

In East Africa, the government of Uganda has approved the 
Financial Institutions (Amendment) Bill 2015, paving the way 
for Islamic banking and finance in the country. Kenya has set 
its sights on becoming the Islamic finance hub of the East 
Africa region. With two fully fledged Shari’a-compliant banks 
in operation, licensed takaful and retakaful businesses and a 
number of financial institutions offering products that comply 
with Islamic law. 

There have been several key growth points for Islamic finance 
in the Asian region. Bangladesh is the third largest Muslim 
country in the word. With a predominantly Muslim population 
of 160 million, the industry has doubled in size in the past 
four years. The Islamic Bank of Bangladesh Limited (IBBL) 
was launched in 1983. The country has seven standalone 
Islamic banks and 16 conventional banks with Islamic banking 
windows (IFSB, 2014) The market share of Islamic banks in 
Bangladesh is sizeable and accounts for 18.9% of the total 
banking deposits and 21.1% of total financing (Annual Report, 
Bangladesh Bank, 2013). There is also a sizeable takaful 
market in Bangladesh with 8 takaful operators. The central 
bank has a small short-term sukuk programme, which issues 
six-month tenors to help Islamic banks manage their liquidity 
requirements. The central bank auctioned three-month and 
six-month sukuk on Jan. 1, 2015, selling 855 million taka 
(US$11 million) and 936 million taka, respectively.

Indonesia has the world’s largest Muslim population with 
12.7% of the world’s Muslims. Indonesia’s capital market 
regulator has published a five-year strategy for the Islamic 
finance industry. Indonesian authorities want Indonesia’s 
Islamic banks to hold at least 15% of the market by 2023. 
Islamic banks in Indonesia comprise of 12 fully fledged 
Islamic banks and 22 conventional banks have Islamic banking 
windows. There are 45 Islamic insurance institutions in the 
country. Furthermore, there are 316 Shari’a-compliant stocks, 
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which have been classified and listed under Shari’a listed 
stocks comprising of 60% of the total stocks in Indonesia. 
Indonesia’s Islamic bond market is the second largest in East 
Asia. The government issued its first retail sukuk in February 
2009 for US$144.4 million. The government issued its first 
sovereign sukuk based on the ijara principle in August 2008 
with the sale of 7-year (IFR0001) and 10-year (IFR0002) 
Islamic bonds. The government has allocated IDR6.94 trillion 
for infrastructure projects via government sukuk issuance.

There has been key growth in several European countries. 
The United Kingdom issued the first sovereign sukuk by 
a European federal government. The government raised 
US$339.5 million with a profit rate of 2.036% and a five 
year tenure. The order book was oversubscribed by nearly 
10 times the issuance size. The government-backed export 
credit guarantee agency has provided cover for a US$913 
million (£617 million) Islamic bond issued by Dubai’s Emirates 
Airline to purchase aircraft including the giant Airbus A380. 
More than 20 banks currently offer Islamic financial products 
and services in the UK. The value of sukuk already listed on 
the London market exceeds US$34 billion (£21 billion) over 
the past five years with more than 50 bonds quoted by the 
London Stock Exchange.

With a population of 4 million Muslims in Germany, holding an 
estimated wealth of €25 billion, Germany potentially is a big 
market for Islamic finance. According to a 2010 survey, 72% 
of Muslims living in Germany are interested in Islamic finance 
products. Germany launched its first fully-functional Islamic 
bank in Frankfurt under the name KT Bank AG. FWU Group, 
a Munich-based financial services company, issued a US$20 
million five-year Islamic bond backed by insurance policies in 
October 2013 and issued a US$55 million seven-year sukuk 
through a private placement that was backed by intellectual 
property rights in December 2012.

Luxembourg issued a sukuk for US$253 million with a five year 
tenure in October 2014. The sukuk was twice oversubscribed.

CHALLENGES
Despite the huge growth of the Islamic finance and banking 
industry over the past few years, the industry currently faces 
considerable challenges some of which are discussed below.

1. LACK OF HUMAN CAPITAL
Qualified human resources play a pivotal 
role in the development and success of 
any industry. There is a dearth of qualified 
bankers and professionals who are well 
versed in Islamic laws as well as contemporary 
economics and finance. Currently, various 
universities and training institutes are 

offering courses in Islamic finance but they 
also face lack of competent human resources 
to conduct these courses. There also 
remains a huge lack of human resources on 
the expert level. There remains a significant 
shortage of Shari’a scholars who are well 
versed in Islamic finance. Business schools 
and religious schools should offer Islamic 
finance qualifications in co-operation and 
conjunction with industry experts to create 
the next generation of Shari’a experts and 
professionals. Academic institutions should 
also be encouraged to establish centres of 
excellence for the Islamic finance industry.

2. SHARI’A STANDARDISATION 
AND HARMONISATION
Islamic law accommodates for differences 
of opinion and interpretations of classical 
Islamic texts. This leads to different 
practices and policies adopted across 
different jurisdictions. This may impact on 
the growth and internationalisation of the 
Islamic finance industry. Islamic finance laws, 
policies and practices should be standardised 
and harmonised in order to create more 
unification and consolidation within the 
industry. This would strengthen the industry 
from a Shari’a perspective and root out weak 
and rejected views. Furthermore, Shari’a 
scholars should adopt these policies and 
procedures to prevent and mitigate Shari’a 
non-compliance risk.

3. LACK OF PUBLIC AWARENESS
There remains a low penetration rate 
and lack of critical mass in the Islamic 
finance industry. This is due to mainly a 
lack of public awareness and knowledge of 
Islamic finance. Islamic banks, regulators 
and governments should undertake mass 
awareness programmes to drive the growth 
of Islamic finance and create critical mass for 
the industry.

4. SHARI’A LAW AND LEGAL 
FRAMEWORK
There remains a great need to harmonise 
Shari’a law with the existing legal frameworks. 
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This creates huge difficulties and challenges 
in the event of disputes and legal matters as 
Islamic financial concepts are not recognized 
by certain legal frameworks. There should 
also be a drive to create more innovative 
products and gradual shift from products 
that closely resemble conventional financial 
products such as commodity murabaha and 
tawarruq.

5. REGULATION AND SUPERVISION
Islamic banks are exposed to various risks 
such as displaced commercial risk (DCR). This 
forces Islamic banks to lose profits in order 
to pay comparable returns to investment 
account holders (IAHs) and depositors. This 
create huge challenges for Islamic banks 
in creating excess reserves to cover losses 
and how this is viewed from a regulatory 
perspective.

Islamic banks also face equity investment 
risk, rate of return risk, Shari’a non-
compliance risk in the event of perceived 
non-compliance and liquidity risk due to 
the shortage of liquidity products. Other 
challenges include the divergent interests of 
investment account holders and the Islamic 
banks’ shareholders. One of the major issues 
is that IAHs share profits and bear losses, 
but do not have shareholder rights (López-
Mejía and others 2014). This leads to a lack of 
transparency in the reporting of profits and 
losses to the IAHs.

Various standards have been issued by 
the IFSB and AAIOFI. However, many 
jurisdictions have failed to implement these 
standards.

There also remains a huge challenge in the 
adoption of Shari’a compliance. Various 
jurisdictions do not regulate and supervise 
the way Shari’a compliance is adopted. 
There should be a proper selection criteria 
for Shari’a scholars. Many jurisdictions have 
begun adopting central Shari’a boards in 
order to ensure harmonization of Shari’a 
compliance within the industry.

6. ACCESS TO FINANCE
Muslim countries have shown a lower level 
of financial inclusion than other countries 
in the world. This can be resolved by 
creating a better business model, reforms 

to increase competition within the banking 
sector, consumer protection, better credit 
information and education.

7. MONETARY POLICY AND 
LIQUIDITY MANAGEMENT
Money and interbank markets for Shari’a-
compliant instruments have not yet been 
developed in most countries, in part because 
of a lack of available instruments. There 
remains a huge shortage of Shari’a-compliant 
central banking facilities. Moreover, many 
Islamic banks operate under a dual system 
of conventional and Islamic banking policy 
framework and are heavily influenced as a 
result by conventional banking instruments 
and conditions. Central banks should adopt 
more effective instruments and policies for 
Islamic banks. Many jurisdictions do not have 
a lender of last resort for Islamic banks. Only 
6 out of 24 jurisdictions for Islamic banking 
have a lender of last resort for Islamic 
banking.

8. TAX POLICY
Regulatory/tax reforms play a pivotal role for 
the growth of any industry. There remains 
various tax issues which need to be resolved 
in order to provide level playing field to 
Islamic and conventional banks. Some of 
these issues include the treatment of Islamic 
finance under income taxes, sales taxes 
(for example, value added taxes), specific 
transaction taxes, and bilateral tax treaties. 
International standards can encourage 
governments and jurisdictions to facilitate 
tax reforms.

9. BENCHMARK
The usage of the conventional interest 
based benchmark (Libor) creates a negative 
perception among investors who tend to 
associate the Islamic financial system with 
the conventional financial system due to 
the usage of the interest based benchmark. 
Furthermore, Islamic banks are placed at the 
mercy of the movements in the conventional 
money markets by using the conventional 
interest based benchmark.
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Islam is the fastest growing religion today, both by conversion 
and birth, and is expected to be the largest religion by the end 
of the century. While the world’s population is projected to 
grow by 35%, the number of Muslims is expected to increase 
by 73% from 1.6 billion to 2.8 billion between 2010 and 
20501.  In tandem with this trend, Islamic finance has gained 
recognition as a key player in the financial landscape to cater 
to the increasing needs of Muslims who seek Shari’a-compliant 
products to fulfill their religious mandate2.  

The emergence of modern Islamic finance started in the late 
1960s, coincident with the oil boom in the Middle East. This 
tremendous oil wealth fueled interest for Shari’a-compliant 
products and practices. The global Islamic financial services 
industry (IFSI) experienced robust expansion, achieving a 
17.3% compound annual growth rate (CAGR) between 2009 
and 20143.  Major think-tanks like Edbiz Consulting and the 
World Bank Group estimated Shari’a-compliant financial 
assets at roughly US$2 trillion at the end of 2015. 

COMPETITIVE FRONTIER
One of the salient features of Islamic finance that gives it 
the competitive edge over conventional banking is its unique 
feature of risk sharing that promotes financial justice and 
fairness. In contrast to conventional financing which places 
emphasis on profiting through interest payment and which 
disregards any risks associated with the borrower, Islamic 
finance is based on the principles of Shari’a where the risk is 
distributed between the lender and the borrower. This risk-
sharing principle reduces leverage and encourages better risk 
management for the financial institution and its borrowers. 

Islamic finance has also widened the alternatives for non-
Muslims, offering more varieties of financial products which 
are deemed to be less risky. A study in Malaysia shows 
that the IFSI is well received by the non-Muslim population 
and is gaining popularity with more than half  its customer 
base which consists of non-Muslims. This phenomenon is 
contributed by the fact that investors have been actively 
looking for lower risk alternatives, an aftermath of the Global 
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Financial Crisis and European Debt Crisis which have shown 
cracks in Western risk management practices.

THE SEAWALL
In terms of scale, the IFSI is still relatively small, i.e.,  
approximately 1% of the size of conventional finance.  The 
presence of the IFSI is mostly concentrated in certain 
geographical locations in particular Southeast Asia, the 
Middle East, North Africa, and countries in the Gulf 
Cooperation Council, where economies are highly dependent 
on oil prices4.  With the price of Brent Crude falling below the 
USD30 mark for the first time in January 2016 (the lowest 
since 2003) and prices still highly volatile, the outlook of the 
market seems uncertain in the short run. Furthermore, the 
recent implication of Brexit also highlights concerns over 
investor confidence in the representative of Islamic finance 
in the Western hemisphere – London. Nevertheless, Islamic 
finance is still growing fast buoyed by the surge of interest 
from financial centres such as Singapore, Hong Kong, Japan 
and Luxembourg.

HURDLES AND INCONSISTENCIES
Despite the remarkable growth of the IFSI and its advantages 
over conventional finance, one serious threat that could hinder 
the anticipated growth of the industry is the inconsistencies 
in standards and regulations across borders and jurisdictions. 
International organisations such as the Islamic Financial 
Services Board (IFSB) and Accounting and Auditing 
Organisation for Islamic Financial Institutions (AAOIFI) have 
been formed to provide guidance on industry best practices, 
but these organisations serve a consultative role and do not 
have regulatory authority over the industry5.  There are still 
differences between Islamic scholars in the understanding 
of what is allowed (halal) and what is not (haram) and these 
inconsistencies have led to the decapitation of talent 
mobility across borders, proving in no uncertain terms that 
standardisation of learning programmes for IFSI professionals 
must be in place to maintain the momentum of growth in the 
industry.

HUMAN CAPITAL DEFICIENCY
Human capital in the IFSI requires a niche set of skills and 
competencies, in particular the understanding of Shari’a law 
and also Islamic financial products. In 2013, the Malaysia 
International Islamic Financial Centre (MIFC) estimated that 
the global IFSI would have a labour shortage of one million 
professionals by 2020. Malaysia alone, being the largest and 

most developed Islamic finance centre in the world, would 
require 22,400 professionals for IFSI alone6.  Islamic finance 
qualifications equip graduates with theoretical knowledge, 
but without the practical application that would appeal 
to employers. The low employability of these graduates is 
caused by the significant gap that exists between academic 
syllabi and industry practices, a gap that must be addressed 
immediately. 

Another significant shortcoming in the area of human capital 
in the IFSI is the lack of a knowledge and competence base 
that meets industry requirements. A research conducted by 
the Capital Market Regulators Forum in 2013 found that 
82% of the countries surveyed encountered a shortage 
of talent. The research also revealed that 60% of Islamic 
finance professionals require additional training and skills 
development. There is also a significant shortage of qualified 
Shari’a professionals equipped with the necessary knowledge 
and expertise in Islamic finance, which poses a huge threat 
for the growth of the IFSI. In order to improve the human 
capital in the IFSI, learning programmes that develop the 
competencies of individuals to meet industry needs must be 
put in place. 

THE FLOODGATE
In response to the increasing demand for Islamic finance 
professionals globally, the number of education and 
knowledge providers from both academic and non-academic 
institutions has skyrocketed. It is projected that by the end 
of 2016, institutions offering Islamic finance education will 
surpass 1,250. Notwithstanding the massive number of 
Islamic finance education providers globally, the gap of human 
capital in the IFSI is still significant. According to the FAA-IFN 
Talent Development Survey, one of the critical issues in the 
field of Islamic finance training is the absence of industry-wide 
standards for providers, with 66.3% of respondents expressing 
concern. This allows room for inconsistencies in quality which 
makes comparison and the selection of a training provider 
more challenging. The survey also revealed that a significant 
number of respondents relied on their own research from 
articles, books and websites – suggesting a need for formal 
and organised Islamic finance learning in many organisations.

BUILDING THE FOUNDATION
To address the absence of standards for Islamic finance 
education providers, Finance Accreditation Agency (FAA) has 
undertaken the development of industry-wide professional 
qualifications standards tailored for the IFSI, namely the 
Islamic Finance Professional Qualifications Standards (IFPQS). 
The IFPQS will be the first of its kind in the industry and will 
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PROGRAMME
LEVELSTIERS

PROGRAMME
DESCRIPTORS

PROGRAMME
OUTCOMES

Advanced

Intermediate

Foundation Broad Knowledge

Basic Knowledge 

Table 1
The Islamic Finance Professional Programme Structure (IFPPS)

Specialised Knowledge

Applied Knowledge

Strategic Knowledge

Expert Knowledge

Programmes covering a wide 
range of foundational 
knowledge in Islamic finance 
for developing broad 
operational skills.

Programmes focusing on 
strategic knowledge in Islamic 
finance.

Programmes focusing on 
expert knowledge in Islamic 
finance towards attaining 
mastery in specific fields.

Programmes focusing on 
specialised knowledge in 
Islamic finance for enhancing 
specific professional skills.

Programmes covering more 
focused knowledge in Islamic 
finance for enhancing 
analytical and practical skills.

The participant will have 
acquired applied knowledge to 
critically evaluate, and carry 
out a multitude of tasks.

The participant will have 
acquired specialised knowl-
edge to perform and manage 
complex tasks.

The participant will have 
attained expert knowledge 
required to spearhead the 
implementation of business 
strategies and directions and 
evaluate their effectiveness.

The participant will have 
attained strategic knowledge 
to formulate and lead the 
implementation of critical 
business strategies and 
directions.

Programmes covering 
foundational theories and 
principles in Islamic finance 
for developing rudimentary 
skills.

The participant will have 
acquired basic knowledge to 
carry out various routine 
tasks.

The participant will have 
acquired broad knowledge to 
carry out various routine and 
non-routine tasks.
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serve as a guide and reference point for training providers, 
financial institutions and individuals in the IFSI. 

IFSI subject matter experts in Islamic Banking, Takaful and 
Islamic Capital Market were appointed to develop the 
Islamic Finance Professional Programme Structure (IFPPS).  
The development of the IFPPS involved collaboration with 
stakeholders in the industry as FAA has always endorsed 
the practice where things are done ‘by the industry, for the 
industry’, so that the standards and frameworks are practical 
and relevant to the industry. 

As shown in Table 1, the IFPPS is a three-tiered structure 
consisting of six (6) Programme Levels (PLs) broadly describing 
the knowledge that participants of Islamic finance professional 
learning programmes are expected to acquire or attain. As 
a conceptual tool, the IFPPS is a reference structure which 
provides the mechanism to streamline and classify learning 
levels for Islamic finance professional learning programmes 
based on Programme Descriptors (PDs) and Programme 
Outcomes (POs). The IFPPS eventually led to the development 
of the IFPQS.

THE GAME CHANGER
The development of the IFPQS will promote and support 
the growth of the IFSI through the empowerment of human 
capital. The introduction of the IFPQS will enable the 
mapping of Islamic finance professional qualifications into 
a single structure. This standardised structure allows IFSI 
professionals to have a similar understanding and will promote 
consistency of learning in the IFSI. One of the main features 
of the IFPQS is that it places emphasis on the application 
of theory into industry-relevant practices in accordance 
with the competency level of the individual. This facilitates 
the recognition and articulation of Islamic finance learning 
programmes and qualifications, enabling us to improve 
workforce mobility in the IFSI which results in a more efficient 
allocation of labour.    

In addition, the IFPQS helps universities to ensure that 
intended learning objectives are met and that Islamic finance 
graduates are ready to be absorbed into the commercial 
world upon graduation. These are based on the premise that 
learning outcomes can strengthen the ability of graduates to 
identify and articulate skills they have developed, which will 
facilitate an easier transition to the workplace. This opens up 
the possibility for universities to work with the industry so that 
the academic curricula can be more relevant to the industry. 
Employers will be able to identify the competencies that 
graduates are able to offer by looking at the structure of the 
learning content. Ultimately, the IFPQS will be the bridge and 
tool for the integration and harmonisation between academia 
and the industry. This will ensure that there will be sufficient 
competent graduates to fill the talent gaps in the IFSI.  

Apart from providing better avenues for young talent, the 
IFPQS will also help experienced professionals to evaluate 
the suitability of professional learning programmes against 
their needs. It may help them select the most appropriate 
Islamic finance professional learning programme which would 
meet the requirements of their organisation, contributing to 
continuous professional development. The IFPQS will also 
help to minimise duplication of learning to allow professionals 
to plan their career progression more effectively. FAA 
strongly believes that the IFPQS can reduce redundancy in 
training programmes and improve the selection of learning 
programmes which are relevant to the individual’s competency 
level. This can motivate professionals in terms of lifelong 
learning and maximise human capital development, which will 
improve organisational performance in the long run. 

In short, the IFPQS will address the lack of industry-wide 
standards for training providers to serve as a guide in the 
development of training programmes in the IFSI.  It will also 
serve as a catalyst in the standardisation of learning in the IFSI 
to ensure that education providers strive to improve and raise 
the quality of learning.

THE GOLD STANDARD  
The IFPQS aims to address the key challenges of human 
capital and competency to meet the required standards of 
learning and development in the IFSI. The benefits of the 
qualification standards are obvious to stakeholders as they 
highlight learning opportunities for IFSI professionals and 
facilitate in the assessment of IFSI professional programmes.

 In accordance with FAA’s mission to provide quality assurance 
to the professional learning programmes in Islamic finance, 
IFPQS is envisioned to be the Gold Standard of Islamic 
Finance education and the driving force to strengthen human 
capital for the IFSI.
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KAMRAN SHERWANI
Head of Shari’a Advisory, Compliance and Quality Control, 
Abu Dhabi Commercial Bank

ISFIRE has introduced a number of leaders in Islamic banking (IBF) and finance through its 
Personality Interviews that are a kind of 60-second rapid fire question-answers. This issue’s 
Personality Interview introduces an Islamic banker with in-depth understanding of Shari’a 
and legal issues related to IBF. 

International Islamic University Islamabad (IIUI) has produced some of the finest Islamic 
bankers that have been serving the global Islamic financial services industry in various parts 
of the world. Kamran Sherwani is certainly one of them. He has also personally been tutored 
by top Shari’a scholars leading the industry. His stint at Dar Al Shari’a, a subsidiary of Dubai 
Islamic Bank, allowed him to work on many iconic Islamic financial transactions. While at 
Dar Al Shari’a, he benefitted from the immense juristic expertise of Sheikh Hussein Hamid 
Hassan, arguably one of the most innovative Shari’a minds of the present times. 

Kamran Sherwani is thorough and diligent, something one may argue should go without say-
ing, given his current job at ADCB Islamic Banking where he serves as Head of Shari’a Advi-
sory, Compliance and Quality Control. He is passionate about IBF, yet pragmatic in his ap-
proach. Widely respected for his scholarship of Shari’a and legal matters, Kamran Sherwani 
is a highly sought after expert of human resource development for IBF.

With his inclusion in the ISFIRE Personalities Club, he joins a distinguished faculty of Islamic 
bankers and finance experts, including but not limited to Hasan Bilgrami (CEO of Bank Islami 
Pakistan), Raja Teh Maimunah (CEO of Hong Leong Islamic Bank), Kashif Naeem (EVP, Bank 
of Khartoum) and others.
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What was your earliest ambition?

Well, to be honest, it was to learn how to ride a bicycle. When 
I was a child of about 12 years of age, I didn’t own a kids-size 
bicycle and I used to ride my father’s bicycle in a strange and 
dangerous style (we called it scissors’ style) and wasn’t able to 
get on to its seat. I was passionate about it but being a child it 
was very difficult for me to get on top of the seat.

One night, I had a dream, wherein I saw myself using a trick 
(comprising of three steps) to get on to the seat and to ride the 
bike with ease. In the morning, the first thing I did was to tell 
my parents that I have figured out the issue and they can now 
go to the terrace from where they could see me riding the bike 
properly in a few minutes (that  too for the first time in life). 

I was so confident that I followed the steps which I saw in the 
dream and successfully rode the bike in the first try. 

Why I consider this very important in my life? The answer 
is, that this experience taught me a great lesson and that is: 
“If you are confident and you have self-belief, then you can 
achieve anything you dream of”.

 

What do you enjoy the most?

Simple answer is: “Great company and good food”. 

I am such a foodie, that some of my friends call me “Imam-e-
Zouq” (which means Leader of Taste). And the most important 
thing, I can’t enjoy food alone. This, besides increasing a few 
pounds every year, helps me interact with and understand 
people, including my friends and loved ones. 

If I look back into past, I can say that a significant amount 
of knowledge in various fields including Islamic banking and 
finance that I possess now, will have its roots near a dining 
table, a restaurant or a BBQ pit. 

My loving wife is also a great cook and each and every dish 
she cooks is no doubt a masterpiece. If cooking is an art, then 
she is a great artist and is equally responsible for my culinary 
excellence. 

Why are you into Islamic banking and finance?

There is a proverb in Urdu, which means that when you don’t 
have any other option, then the only option you have is the 
best option. Well, this has never been the case with me in my 
professional life. 

Post qualification, I started my career as a commercial lawyer 
and was doing very well. My close friend Mian Muhammad 
Nazir, who is a Shari’a scholar and an Islamic finance expert, 
persuaded me to jump into the field of Islamic banking and 
finance keeping in view my Shari’a educational background 

and aptitude towards finance. I consulted Professor Humayon 
Dar, a renowned Shari’a scholar and Islamic finance expert, 
and he also encouraged me to join the Islamic banking and 
industry. 

Above all, I consider being a part of Islamic banking and 
finance industry a great service to the society whereby we 
are providing the members of the society an opportunity 
to transact in a Shari’a compliant manner in respect of their 
business and financial needs. 

I feel greatly satisfied and proud when I find myself as a 
contributor to the betterment of society.

What do you do in your spare time?

Reading is something that rejuvenates my inner self and main 
topics are poetry literature and Islamic finance. Apart from 
reading, I also enjoy spending time with my family and friends. 
Although in the family discussions, I am forced to remain quiet, 
but when in friends, I am the most vocal person in the group. 

Only a very little part of my spare time is spent on social 
media. My social media activism faded out gradually during 
the last few years since I started believing in improvement of 
relationships with those who are a few feet away instead of 
spending hours on social media for those who are thousands 
of miles away.

Which movie is your all-time favourite? [if you 
watch movies]

My favourite movie is K2. This movie is about two climbers’ 
unshakable belief that they can climb the world’s second 
highest peak located in northern Pakistan. On one hand 
this movie shows the world’s most beautiful landscape of 
northern areas of Pakistan and the breath-taking views of 
snowclad peaks and on the other hand this movie portrays the 
determination of two ambitious climbers which takes them to 
the top in unfavourable and most difficult weather conditions.

Who has been your greatest mentor?

This is probably the easiest question. My father, Hakim Abid 
Sherwani (late) was the greatest mentor for me. He always led 
by example and injected some ethical values in my mind and 
heart, which eventually became my personality traits. Among 
other things, he taught me positivity and optimism. 

I inherited from him the love for poetry and literature. 
Although I come from a humble background, but he managed 
to buy even costly books to develop the reading habit. Be 
it my academic achievements, my literary activities or extra-

PERSONALITY
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curricular activities, he was always there to guide me. 

Another thing which I inherited from him is the sense of 
humour. He possessed a great sense of humour and used 
satire instead of sarcasm or criticism to convey his message 
on any topic in a constructive manner.  In his presence, no 
one in the room would be without a broad smile on his face. 

I consider myself to be very lucky who had such a great father, 
friend and mentor.

Where are you the happiest?

Everywhere where my mom is. A friend of my, Dr. Iftikhar 
Burney (who is a good poet) said in Urdu “Aate Jaate Mausam 
Ki Bus Eik Kahani Hoti Hai – Jis Rut Mein Tum Mil Jao Bus 
Wohi Suhani Hoti Hai” (All the weathers tell you the same 
story – the pleasure is only the time when I am with you). 
For me, the best place on the face of earth after the two holy 
mosques is wherever my mom is. 

My mom retired as a teacher after remaining attached to the 
teaching profession for more than 30 years. While training 
thousands of her pupils, she didn’t forget her own children 
and she played the most important role in my upbringing, 
education, manners and overall personality development.

If your 15 years old sees you today what would 
he say?

“Oh, fat guy, I don’t believe that you are the same person 
whose passions once were hiking, mountaineering and 
climbing”. I don’t remember even a single dream of my 15 
years old which didn’t come true. 

Allah has been very kind to me and I have no regrets in life. My 
15 years old would definitely be proud of me as with the grace 
of Almighty Allah SWT, since I have been able to contribute to 
the betterment of the society. 

I also see my 15 years old in my 15 years old son Hassaan. 
He normally asks those question in reality which my own 15 
years old would have asked me and says those things which 
my 15 years old would have asked me. He truly loves the way 
I am and sees an ideal in me. He is ahead of me (and may be his 
grandpa as well) insofar as the sense of humour is concerned.

In a few sentences describe your 65 years old.

A family man enjoying his life with wife, children and 
grandchildren. Apart from poetry and other literary activities, 
he spares time for writing on the topics which help him to 
transfer his learnings from life to coming generations. These 

topics include Islamic banking and finance, economics and 
Shari’a. He spends considerable time in doing social activities 
and contributes to the society in fighting social problems in 
the technology reliant society. 

My 65 years old, unlike most of the people in the same 
age group, is a lively person who believes in making others 
happy and in the process achieving things which are always 
beneficial for society. He keeps in touch with all friends and 
relatives through the modes of communication convenient 
to each one of them. He spreads smiles wherever he goes 
following the path of our ideal, the greatest personality in the 
history, Prophet Muhammad, peace be upon him.

Any disappointment in life?

On a lighter side, this question reminds me of the traditional 
medicine practitioners’ billboard advertisements in Pakistan 
saying, “Disappointment is a sin.” So, no disappointments at 
all.  

While answering another question, I mentioned that my 
positivity and optimism don’t allow me to get disappointed 
even in the worst case scenarios. Whenever such a situation 
comes, I say “Insha’Allah Khayr” just like my father. While saying 
that, I have tears in my eyes and I pray for his forgiveness and 
elevation of levels in the heavens. 

I believe that disappointment is a weakness and great minds 
are never disappointed and they find at least a learning 
opportunity even in the worst case scenarios and each and 
every temporary failure further ignites their passion for 
success.  

PERSONALITY
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“Allah has created me as a Muslim; now I have 
two objectives in my life: Firstly, to do as Allah 
wants me to in my prayers, interactions and 
businesses; and secondly to spread the message 
of Islam all over the world” – Junaid Jamshed
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Special 

Tribute to 

JUNAID JAMSHED

When Junaid Jamshed passed away tragically on December 7, 2016 in a 
plane crash in Pakistan; he left behind an extensive legacy. Hailed by 
many as the Yusuf Islam of Pakistan, he actually proved to be a bigger 
name in many facets. A real tribute to him will be to refer to him as Junaid 
Jamshed of Pakistan. He excelled in singing, preaching, business, charity 
and philanthropy, and whatever he did in his short lifetime. He left behind 
millions of people celebrating his life, wearing dresses designed and 
sold by J. (his fashion brand), listening to his songs and nasheeds, and 
numerous completed and on-going charitable projects around the world. 
He was a frequent flyer and died on a plane, living true to his lifestyle 
and dying as such. Junaid Jamshed was a beautiful person, a handsome 
man, and a stylish celebrity. We interviewed him in the February issue of 
ISFIRE back in 2013. As a special tribute to a great man, we are publishing 
his interview again to celebrate the life of a man who touched the souls 
and hearts of millions of people during his life and at the time of his death.

Professor Humayon Dar
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Movements often begin with one or a few idealistic 
individuals in austere surroundings. Their zest inspires and 
soon spreads to influence millions. A cavernous living room in 
a bustling north London town is far removed from the rustic 
surroundings of an Indian village in early 20th century, yet it 
was within the latter that Muhammad Ilyas Kandalwi exhorted 
the Muslims to “Be Muslims!” And generations since have 
heeded his call. Their submission was not to the world but to 
Allah; their purpose was not for the world but for Allah; their 
souls were not with the world but with Allah.

Kandalwi’s propagation of an apolitical, quietist approach 
to Islam focused on reformation of the individual by the 
individual is hardly original. Sufis were renowned for 
disengaging with society spending long periods of time in 
prayer and meditation. Kandalwi was a sufi but he wanted to 
engage and reform society. He sent his students to set up 
schools and mosques in different villages with instructions to 
interact with the Muslims who had lost their way, to tell them 
about the proper way of practicing Islam and to remember 
Allah at all times.

The movement burgeoned, spread throughout the Asian sub-
continent. Millions heeded his call, dedicated their lives to 
Allah, and as migration to the western world grew, migrants 
brought the message of Kandalwi with them. In Warsaw, Paris, 
Chicago, Melbourne, the message resonates. Be Muslims! And 
the numbers swell. The movement has grown throughout the 
world; most of the global Muslim population are aware of their 
existence and influence and members reside in all major cities 
of the world. Like London and the cavernous room. Several 
bearded individuals wearing shalwar kameez sit on the floor, 
saying Bismillah before they start eating. Another man walks 
in: tall, short hair, long beard and wearing glasses. The men 
greet him with Assalamualaykum, and a palpable sense of awe 
enters the room. The man is a celebrity. He was part of the 

music fraternity. He is now part of the movement to which he 
has dedicated his life. The movement is Tablighi Jamaat; the 
man is Junaid Jamshed.

A STAIRWAY TO HEAVEN
“I wanted to be a pilot like my father but due to my poor 
eyesight I was unable to”, remembered Junaid, now sitting in a 
small office following a charity fundraiser with Channel S, the 
Bengali cable channel. It was 11pm and as Londoners retired 
to their bedrooms, Junaid Jamshed was still energetic. His day 
had been busy. From the north London living room, Junaid 
and his entourage travelled to a mosque in east London. They 
prayed zuhr with local congregants, then a sermon delivered 
by Junaid on his experiences and the magnificence of Allah. 
“I have always been an introspective and focused man. I set 
an objective for myself and keep walking towards it. There is 
nothing special in me apart from what Allah has blessed me 
with, and this is my focus and dedication. The day I realised 
that the music industry is opposite to a path to Allah, I decided 
to leave irrespective of the costs and the loss of fame.”

The day Junaid Jamshed left the Pakistani music industry, the 
country had lost one of its most popular artists. From 1987 to 
2001, first with the band Vital Signs and then as a solo artist, 
Junaid had released a string of hits to critical acclaim. “Dil Dil 
Pakistan”, Vital Signs panegyric to Pakistan, was ranked the 
third most famous song according to an international poll 
conducted by the BBC in 2003. Released in 1987, its ongoing 
popularity is in part due to its patriotism, in part Junaid’s 
mellifluous voice. “I was a good Quran reciter in school. I could 
stress the Arabic words correctly. All this reading was virtually 
the best training I could get to prepare my voice for singing. 
So when we formed the band, it was easier for me to sing for 
hours on end.”

Yet Junaid turned his back on the industry. “I believe mankind 
is influenced by their environment. I was not mentally ready to 
join a gathering of virtuous people especially since there was 
no one to take me to such a gathering, to teach me, to help me 
but once you find the right person who wants to help you, who 
wants to guide you to the path of Islam then things get easier”. 
It was through the insistence of a friend to attend a religious 
gathering that his journey into Tabligh began in 1997. In the 
same year, he met Maulana Tariq Jameel, a popular Tablighi 
Jamaat scholar from Pakistan. Through regular discussions 
and attendance to Tablighi gatherings, Junaid slowly changed. 
“I will say the change was difficult at first. I had so much money 
and fame. When you are used to a certain lifestyle, it takes a 
lot of effort to change your ways and tackle new goals.” It may 
have taken time but the reformation was emphatic.

A MAN WITH MANY ROLES
Time for Junaid Jamshed is a valuable commodity, and each 

  There is nothing special in me 
apart from what Allah has blessed 
me with, and this is my focus and 
dedication. The day I realised that 
the music industry is opposite to 
a path to Allah, I decided to leave 
irrespective of the costs and the 
loss of fame.

“

“
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moment he spends in remembrance of Allah. A conversation, 
eating a morsel of food or discussing the health of his projects, 
Allah reverberates in his mind. Worshipping Allah drives him, 
not only in terms of prayer but also in his work. Junaid is a busy 
man, handling several different projects including clothing 
lines, butchers, producing nasheeds, charities, broadcasting 
and, of course, teaching Muslims about Islam. “ I am a business 
man. I have a clothing chain in Pakistan called Junaid Jamshed 
(J.). The vision of my company is to give the message of Allah 
by conducting trade as Allah and his messenger has asked us 
to do. Abdur Rahman bin Awf, one of the ten companions 
guaranteed heaven, was a very good trader and was known 
for his trade. The Prophet called him Tajir Al-Rahman (Allah’s 
trader). The world should know how a true Muslim trades, 
following the law that Allah has provided, and avoiding 
that which Allah finds disagreeable. This is the vision of my 
company”.

“ I started J. in 2002. We have a creative department that 

designs the clothes for men, women and children. The designs 
are then sent to our factory to produce the clothes. We use 
imported thread that is fine and strong, which ensures that 
there is no puckering or tearing at the stitch. Today, by the 
grace of Allah we are the biggest clothing outlet in Pakistan 
with 34 stores in 15 cities.”

This is not the only business Junaid has set up. “I have started 
a butchers in Pakistan committed to providing top quality, 
hygienic meat to our customers. In the West, organic meat 
or free range eggs symbolise the quality of the product. 
There is a value added to the product. However, in Pakistan, 
assessing the quality of the meat is difficult. Hence, we have 
started value added meat shops in Pakistan called “Meat 
One”. In Pakistan the concept of meat is still attached with 
the butcher; if someone wants to buy meat he/she will go to 
the butcher who may have little concern for hygiene. At Meat 
One, the customer will find meat which is guaranteed fresh, of 
a high quality and preserved hygienically. We currently have 9 
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community. It is for Muslim Charity that Junaid is fundraising 
at Channel S. He delivers a nasheed, acapella songs in praise 
of Allah and/or the Prophet, and talks about the charity. The 
day had been consumed by issues relating to the charity 
although this is what Junaid enjoys. He wants to give back to 
society be it in commercial, charitable or media endeavours.

UNDERSTANDING ISLAMIC FINANCE
Junaid Jamshed is interested in Islamic finance. Alif 
Investments is a Dubai based, Shari’a compliant investment 
company and is an investor in ‘J.’ and Meat One. The company 
was formed in 2009 with the objective of investing, according 
to the Shari’a, in organisations that provide food, clothing 
and shelter. Junaid wants to support the growth of Islamic 
finance and clear misconceptions. He, himself, misunderstood 
Islamic finance until the sagacity of a world renowned scholar 
clarified his views. “I asked different people about Islamic 
finance and inevitably their answer was that there is no such 
thing as Islamic finance. The outcome of a transaction is the 
same as a conventional financial transaction, just the way they 
do it is different. I asked Mufti Taqi Usmani and his eloquent 
response changed my perspective.

The Quran says, ‘Those who devour interest will rise up on 
the Day of Judgment like the man whom Satan has driven to 
madness by his touch. This is because they claim that trading 
is like interest and how strange it is that Allah has permitted 
trading and forbidden interest.’ People do not recognise 
the difference”. Consequently, Junaid hosted a programme 
on Islamic banking bringing in Islamic financial practitioners, 
CEOs from conventional banks and Shari’a advisors to discuss, 
debate and explain technical issues. 

“I hosted the programme to learn about Islamic finance and 
also to educate others. I think the main difference between 
Islamic banking and conventional banking is that the 
institution becomes your partner, sharing the profits and the 
loss. In conventional banking, they do not care where you 
are investing; they just care about the return of principle and 
interest. Islamic banks invest with you in the undertakes. His 
belief is strong and provides the foundation project and their 
screening criteria is quite stringent. I agree with this method 
of banking and this is why I used Islamic financial institutions 
to help me with my businesses”.

While Junaid is effusive in his praise of the Islamic banking 
model, he recognises the problems with the industry but does 
not ascribe blame onto the model. “The Islamic banking model 
is good. The problem is with the people who are implementing 
the model. The person who goes to hajj could be a bad person 
but that does not mean the hajj is wrong; a worshipper who 
prays could be evil but that does not mean the prayer should 
be ignored. Bankers could be wrong, but that does not mean 
Islamic banking is wrong. A faith driven person would never 

PERSONALITY

outlets in all the main areas of Karachi but we are planning to 
expand throughout Pakistan.”

Tablighi Jamaat concentrates on preaching to Muslims, 
attempting to strengthen the person’s own beliefs and 
improve their practice. Members often go to another town 
to preach to the community for a few days, weeks, months of 
even years. However, its quietist approach has been criticised 
for not doing enough to tackle community issues, and its 
pedantry on worship avoids addressing social problems.

Junaid, on the other hand, synthesises worship with activism. 
He is strict in his observation of Islamic practices but is 
committed to engendering an Islamic philosophy to the various 
activities he of his ethics and acts: “Whosoever performs 
a job with honesty, Allah will help him no matter what, and 
whosoever cheats or goes against the teachings of Allah, they 
will be punished regardless of the amount of money he has”. 
As a paradigm, it imbues itself in the diverse range of activities 
that he is involved in. “Once someone said to me that Tablighi 
guys preach but do they do charity as well? This question 
assailed me until Shaikh Muhammad Imdad Hussain Pirzada 
got in touch. 

He had started ‘Muslim Charity’ and wanted me to help build 
the charity. I was grateful for the opportunity and joined in 
2003. It is a UK based charitable organisation and we have 
many projects around the world. We have built 5 maternity 
hospitals in Pakistan. Initially the organisation was only 
working in Bangladesh and Pakistan but has now grown into 
India and we are planning to go to Sri Lanka as well as Somalia, 
Kenya, and South Africa.”

They share a passion for their religion and for helping the 

   I believe mankind is influenced 
by their environment. I was not 
mentally ready to join a gathering 
of virtuous people especially 
since there was no one to take me 
to such a gathering, to teach me, 
to help me but once you find the 
right person who wants to help 
you, who wants to guide you to 
the path of Islam then things get 
easier.

“

“
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go against this model and so it appears to me that there is 
a weakness in the faith of bankers. I tell my banker friends 
that they should go on tabligh (preaching about Islam) for four 
months in order to strengthen their faith. After returning, 
they can apply the Islamic banking model with a belief that 
this model is pleasing to Allah. There is no concept of banks 
in Islam but interest is prohibited regardless. If bankers deal 
with interest, they go against the commands of Allah and his 
Prophet”.

Such definitiveness confers absolute power to Allah. Junaid 
lives his life with the belief that ignoring the commands of 
Allah can only lead to tragedy, be it in this life or the hereafter. 
He ascribes his success to Allah and sees his wealth as 
determinant on His pleasure. He holds similar views about 
Pakistan, a country suffering due to corruption and a faltering 
economy. “Economic improvement has nothing to do with the 
policies of the country, or the changes in currency rates; it has 
to do with honesty.

This is something I want imbued in my own company. I do not 
have advisors, or read financial news papers, I rely on Allah. 
Allah has stated in the Quran that He is the one that increases 
or decreases sustenance, and all we need to do is follow his 
law in action and spirit. If the businessman is not honest, 
we cannot blame governmental policies. His corruption will 
ensure Allah’s blessing is not upon them, which will then 
affect his own business, and if everyone is the same, then it 
will affect the whole economy. Pakistan’s economic problems 
are a punishment for our acts; however I have seen good, 
honest businessmen enjoying a booming business because 
they follow the divine commands.”

ACTIONS SPEAK LOUDER THAN WORDS
The indefatigable Junaid Jamshed left for the cavernous living 
room in north London late at night. It is unlikely he slept much 
that night, waking up at dawn to worship his Lord. Members 
of Tablighi Jamaat inculcate the immediacy and the availability 
of Allah in their lives but very few take the lessons of spiritual 
improvement and apply it successfully to their practical lives. 
Junaid Jamshed is one of the exceptions. “Our current life 
is merely a preparation for the test that awaits us after our 
death. And we should thoroughly prepare ourselves. All I can 
do is travel around the world and call people to follow the 
path that I have chosen. That’s all I can do”.

 I think the main difference 
between Islamic banking and 
conventional banking is that the 
institution becomes your partner, 
sharing the profits and the loss. 
In conventional banking, they do 
not care where you are investing; 
they just care about the return of 
principle and interest. 

“

“

PERSONALITY
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When I was at Deutsche Bank (2004-07), Sheikh Hussein 
Hamid Hassan was a frequent flyer to London. On one of his 
such visits, I met him in his hotel room. Obviously, he was 
extremely busy, as had always been the case, in taking calls 
and pursuing other matters of interest to a Shari’a scholar of 
his stature and repute. Those days I was working on a project 
that involved developing a short-selling technique for a hedge 
fund provider who intended to use a Shari’a-compliant long-
short strategy. I thought of getting Sheikh’s reaction to short-
selling of stocks, and asked him if short-selling was permissible. 
He looked at me, pondered for a while and said, “No.” 

I knew it was the wrong time to ask such a question. Obviously, 
Sheikh was very busy in a number of things, and asking him 
a question on such an important financial concept was not 
appropriate in terms of timing. So, I didn’t push the matter 
any further.

It was only after a few months later that I found myself another 
opportunity to pick his brain on this matter. I remember 
we were in his office in Dubai. We had been working on a 
structure and it got very late. It was perhaps 1:14 am, if my 
mind serves me right, when we finished the work. I offered 
to arrange a car to send him to his apartment, but apparently 
he still had a lot of energy even after spending a whole day 
and half of night working on a number of things. I thought to 
myself that this was the perfect time to ask him again about 
short-selling. He looked at me, thought for a while, and then 
asked me to explain the workings of a conventional short-
selling on the whiteboard. 

He listened tentatively as I sketched my way on the whiteboard, 
asking questions in between. “This is not Shari’a-compliant,” 

he said after I finished my explanation. “But there may be 
ways to tweak this structure to make it Shari’a-compliant.”

Afterwards, I had the wonderful opportunity of working with 
him to develop a Shari’a-compliant shorting technique. It took 
us a few months to get the Sheikh’s approval but we succeeded 
in developing an innovative structure for the benefit of our 
client and of course for the wider Islamic finance industry, 
subsequently. 

I am sharing this with our readership to make a point. It is 
absolutely important to seek a Shari’a scholar’s views when he 
is willing to listen and his mind is not pre-occupied with other 
things. When a scholar does not understand a concept, his 
first reaction is likely to be negative, because Shari’a scholars 
prefer to err on the side of caution. 

Those who accuse the scholars of inconsistency in their 
opinions are actually ill-informed of this behavioral aspect. I 
have many a times heard people saying, “When I asked the 
scholar so and so about this, his answer was no. Why has his 
opinion changed since then?”

I am sure when they had asked the question, it wasn’t the right 
time or the right occasion. I have also observed that many a 
times, people trying to get advice on technical matters in Open 
Fatwa Sessions held at various conferences. The responses 
of the scholars on such occasions have always been very 
generic, and no one would get any meaningful implications 
from their responses. 

On a personal level, I have benefitted from many of the top 
Shari’a scholars I have had the privileged of working with. As 
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a result of my interactions with them, I have, alhamdo lillah, 
developed an excellent understanding of Shari’a applications 
to technical matters related with banking and finance. This 
is why I call myself a Shari’a technician – a way of making a 
distinction. In my view, the greatest Shari’a technician of our 
times is Dr. Mohamed Elgari who advises perhaps the most 
number of financial institutions around the world on Shari’a 
related issues. 

On the matter of Shari’a technician, I must say that there 
are some people who do not understand the term at all, or 
perhaps don’t want to understand it. I coined the term Shari’a 
technician out of the utmost respect I hold for Shari’a scholars 
trained in the classical Islamic tradition. In my humble opinion, 
their stature must be preserved and respected, as they had 
dedicated their lives to study and learn Shari’a. Hence, those 
who hadn’t gone through such rigorous process should not 
claim to be a Shari’a scholar, unless he is recognised as such 
by the wider Islamic finance community. A person like me who 
has gone through contemporary studies in economics (albeit 
with a focus on Islamic economics, fiqh, and basic Arabic 
language at International Islamic University Islamabad) can 
at best be deemed a Shari’a technician rather than a Shari’a 
scholar, with full academic credentials of a Shari’a scholar. 

As a Londoner, I must also comment on what I call an Islamic 
banking and finance mafia in London. It is like a secret society, 
founded by someone who is otherwise very prominent in 
the Islamic banking and finance circles. He has gathered a 
few London-based Shari’a scholars (both young and old) and 
attempts to marginalise others who are not part of this inner 
circle he has created. Although I have long known about 
this mafia group and its intentions, I have always maintained 

a silent diplomacy by not speaking about them, either in 
a negative or positive manner. But I think it is important to 
enlighten stakeholders of the existence of such a group.

Such secret society type of groups must at least be identified, 
if not fully exposed, because Islamic banking and finance is 
otherwise an open and transparent practice. If such groups 
are allowed to gather strength in identity and numbers, they 
can potentially create friction and division within the industry.

At the end, I would like to share some fond memories of my 
days at the International Islamic University Islamabad. Among 
the university professors we had was the late Dr. Mustafa 
Shaheen (May Allah forgive him and bless him with His utmost 
mercy). He had a great sense of humour and was very popular 
amongst students and staff. Once, he was having snacks in 
the university cafeteria when he had to leave his table for a 
while. In his absence, one of his research students finished the 
bottle of coke the professor had ordered for himself. When Dr. 
Mustafa Shaheen returned to his table and found the empty 
bottle, he smiled and looked at his student saying, “Wallahi 
anta shaitan!” [“By God, you’re satan,” (meaning naughty).] The 
student had an equally good sense of humour, as he replied, 
“Wa anta ustadzi.” [“And you’re my teacher.”]

I enjoyed my five years at the university very much. It was an 
amazing place for learning, and the university housed some of 
the great scholars from around the world. The likes of Sheikh 
Hussein Hamid Hassan, Dr. Zafar Ishaq Ansari, Dr. Fahim Khan, 
Dr. Ziauddin Ahmed, Dr. Abdul Rahman Yousri, Dr. Munawar 
Iqbal and many more such personalities were associated with 
different faculties. It was definitely a privileged to have had 
them around.
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There are two important papers written by the late Dr. 
Ziauddin Ahmad1  and Dr. Zubair Hasan2  on the topic, “Islamic 
Banking at the Crossroads”. The first paper was published in 
1989 and the second was published in 2005. Both papers 
show their dissatisfaction with Islamic banking and finance 
on the grounds that it is over-leveraged and relies on fixed 
return modes of financing rather than profit loss sharing. 
Furthermore Dr. Ziauddin Ahmad clearly stated that Islamic 
banking and finance should fulfil the following two criteria:

[a] It should be conducted without transgressing any 
prescriptions of Shari’a; and 

[b] It should help in achieving the socio-economic objectives 
of an Islamic society.

10 years after the second paper, we find that fixed return 
modes of financing like murabaha, salam and ijara have 
established themselves as legitimate practices in Islamic 
banking and finance. However, social responsibility remains a 
major concern that has increasingly engulfed Islamic banking 
and finance. Many observers of Islamic banking and finance 
argue that it is not sufficiently socially responsible. Is it true? 
Or is it just an over-emphasis on a minor problem? 

There are the likes of Dr. Adnan Chilwan, Group CEO of Dubai 
Islamic Bank, who contend that they remain committed to 
social responsibility but they don’t have to blow a trumpet. 
There are others who believe that they don’t have to refer to 
the Western notion of social responsibility. A proponent of 
this view is Iyad Al Asali, General Manager and CEO of Islamic 
International Arab Bank in Jordan. In December 2016, I had 
a brief discussion with him in his office in Amman, Jordan, 
when he shared his “new” definition of corporate social 
responsibility, which, according to him, was corporate social 
responsibility as a form of corporate self-regulation integrated 
into a business model. According to him, a business is socially 
responsible if it does things right. 

Adnan Fasih heads Islamic banking group of Habib Bank 
AG Zurich. He also has some interesting ideas about using 
benevolent loans as part of corporate social responsibility 
of Islamic financial institutions. I tend to agree with the likes 
of Ayad Al Asali and Adnan Fasih. They are consistent with 
the leaders like Iqbal Khan who has been arguing that Islamic 
banks should strive to serve communities rather than focusing 
on the conventional approach of capturing market shares. 

Dr. Chilwan also seems to be on the same page. The only 
difference of opinion is whether charity should be discrete or 
announced. 

Mainstream consulting firms, however, are all out to convince 
Islamic banks that they have to follow the market trends. In this 
endeavour, they are even suggesting, rather forcefully, that 
Islamic banks should change their nomenclature to drop the 
world “Islamic” and should focus on serving the mainstream 
market segments. This is nothing but creating pessimism 
towards Islamic communities. Changing the names of Islamic 
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banks to some neutral brands implies that “Islamic” market 
does not have future. This means nothing but suggesting that 
future of Islamic banking is outside Muslim communities. This 
is a very dangerous proposition that will bring Islamic banks 
into deep waters away from their home grounds. Even a child 
can see the benefits of playing on home turfs. The mainstream 
consulting firms are advising Islamic banks to leave their home 
grounds and play on alien lands, using secular rules. 

Islamic banks must show their commitment to Muslim 
communities. This would mean popularising a new lifestyle 
amongst Islamic bankers. Commitment to lower segments of 
the society is a must. Those who argue for a “Tesla” model 
for Islamic banking must not forget that Islamic communities 
do not need Teslas; rather they need tractors. Financing 
tractors by Islamic banks in agrarian economies will bring far 
more benefits than financing Tesla cars. The elitist culture is 
not consistent with Islamic banking. Simplicity, humility and 
prudence are the characteristics that will bring increasing 
business to Islamic banks. 

To show their commitment to wider stakeholders, Islamic 
banks must beef up their involvement in social activities. This 
involves doing simple things in a meaningful way. For example, 
every new Islamic banking branch could have budget for 
distributing free food amongst the poor and the destitute. 
This suggests that Islamic banks must embed the model of 
food banks in their branch operations.

This charitable approach also has commercial benefits. It will 
allow Islamic banks to win hearts and souls of people who will 
prove to be their most loyal customers. This will bring its own 
benefits in the form of blessings of Allah, as He has promised 
in the Holy Quran in the following verse.  

“The example of those who spend their wealth in the way of 
Allah is like a seed which grows seven spikes, in each spike is a 
hundred grains. Allah multiplies His reward for whom He wills, 
for Allah is vast and knowing.” (Al-Baqarah, 2:261)3 

So, we must pause for a while before we work on a new 
strategy for growth and expansion of Islamic banking and 
finance. There are always two paths in front of us. We are 
always at crossroads – there is one way that is recommended 
by Allah and there is always another opposite path. The two 
paths lead to two different directions. The choice is ours 
which way we wish to go. Let us see what path Islamic banking 
and finance chooses for its further expansion and growth. We 
are still at the crossroads, as has always been the case.

Islamic banking and finance must aim at promoting a pattern 
of growth best suited for eradication of poverty, equitable 
distribution of income and wealth, and sufficient gainful 
employment. If Islamic banks and financial institutions choose 
this path, this will lead towards a just monetary system, as 
propounded by the likes of Muhammad Umar Chapra , 
arguably the greatest Islamic economist of our times. Indeed 
such an outcome will be truly socially responsible!

Ahmad, Z. (1989) “Islamic Banking at the Crossroads.” Journal of Islamic Economics, Volume 2, Number 1, January 1989.
Hasan, Z. (2005) “Islamic Banking at the Crossroads: Theory Versus Practice.” Available online at Online at http://mpra.ub.uni-muenchen.de/2821/ 
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You attended Cambridge Islamic Finance 
Leadership Program in summer 2016. How was 
the experience like ? What were your main take-
aways?

I would say Cambridge-IFLP has acted as a turning point in 
my career, and influenced and propelled my zeal for Islamic 
finance leadership. 

The success stories told by mentors in their persons; how 
skyscrapers were built from either scratch or from wrecked 
ship, and the fact that Islamic finance is no longer an option 
but a necessity to be showcased to mankind, constitute some 
of my treasured take-aways.  

You’re well-travelled and have worked in various 
countries. Any memorable event that you would 
like to share with our readership?

The day I became Chief Risk Officer at Jaiz Bank, Nigeria.  
The job suddenly came to me and I would say that I was not 
mentally prepared for that. But I took the challenge and tried 
to make myself fit to it and I did so.  

To add another memorable event which became more 
significant as far as it is concerned with leadership 
development in order to bring maturity in my career was to 
attend Cambridge-IFLP to learn from Islamic finance leaders 
worldwide on one table.  

As Chief Risk Officer of Jaiz Bank, you must have 
had a lot on your plate... 

Risk management is a hard job. While others see things 
straight and take decisions based on psychological biases for 
immediate outcome, a risk manager takes it in an analytical 
way; evaluate things on 360 degrees to give birth to superior 
results. This does not mean that risk managers stop or slow 
down businesses, rather they  facilitate businesses in a cost 
effective and more sustainable way, the outcome of which 
people may not see immediately, but the goodness of which 
they realize consequently. That is the state-of-the-art of risk 
management in today’s world which is business focused not just 
working as gate keeper but as enabler too. A risk management 
oriented leadership can uplift the business performance and 
sustainability of an organization by maximizing the value more 
aptly than others can do, I believe. 

How was it working for a bank that had yet to 
reach profitability?  

It was not easy. The management and the market facing units 
are always keen on breaking even or making profits, while risk 
managers are always keen on ensuring that the bank is not 
too exposed to risk and making sure that profit comes in a 
sustainable and safer way. That at times generates face off. 
But finally they appreciate it because of the above paradox. To 
note, Jaiz reached profitability last year but is still struggling 
to improve profitability due to economic recession and a huge 
systematic risk the country is faced with presently.

Islamic banking and finance is a choice or 
compulsion?

I don’t understand the question fully. On a social level, it’s no 
longer a choice, in my view. In Muslim-dominant societies, it is 
putting up peer pressure. On a personal level, it is a choice for 
me, as I have now full commitment to Islamic finance. 

Apparently there is a lot happening in Bangladesh 
in the field of Islamic banking and finance but 
little comes out of the country. What do you think 
about future of Islamic banking in Bangladesh?

Bangladesh has pioneered Islamic banking in the South Asian 
region. It had recorded tremendous success since 1983 
with the commencement of Islami Bank Bangladesh Limited 
(IBBL), which is the largest bank in the country. It is presently 
controlling almost a quarter of the nation’s economy in banking 
sector. But it hardly attracts universal focus, perhaps because 
of its domestic legacy. Islamic banks prefer to go traditional in 
their own ways, and mostly cling to their local environment in 
their activities. IBBL has succeeded as a national leader, and 
its success is beginning to get recognized beyond the shores 
of Bangladesh. The Islamic Development Bank has always 
appreciated its successes and hence, considered it as a role 
model for new players in the Islamic finance industry. For 
example, IDB recommended IBBL to be a technical partner for 
Jaiz Bank in Nigeria, a task it had successfully accomplished. 
One of the major reasons for  the bank’s absence from 
international arena is that it never attempted to be in the 
limelight. 

However, Islamic banking in Bangladesh is bracing up to 
bridge the international participation gap, and very soon, the 

GIVING RISK MANAGEMENT A GOOD NAME AND 
A RENEWED SENSE OF PRIDE
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Have you got any mentor in Islamic banking and 
finance, who has inspired you greatly?

Basically I always attempt to bring innovation uniquely with 
my own idea based on my experience. I appreciate an agile 
idea that fits to change and novelty.

But definitely I had to follow someone who has excelled in this 
sector. Prof. Umar Chapra has been my mentor in theoretical 
perspectives; Dr. Adnan Chilwan and Fadi Al-Faqih have 
inspired me a lot in their respective uniqueness in leadership.

Apparently, you spend a lot of your money to 
equip yourself with new tools in Islamic banking 
and finance and leadership techniques. Has it 
been difficult to finance your passion?

It has been challenging. But challenges are horses that we ride 
towards achievements, success and accomplishments. I see 
it as an investment that is definitely rewarding to the extent 

of professional excellence and contribution to Islamic finance 
more by increasing individual capability.

Where would you find yourself in next 5 years?

That I am playing the leading the role towards advancing the 
frontiers of Islamic banking and finance more than I am doing 
presently.

Are you leader or a follower? 

I see myself as a leader by the grace of Allah. 

Any advice that you would like to give to those 
who would like to pursue a career in Islamic 
banking and finance?

My advice to individuals intending to pursue a career in Islamic 
finance is that they must be prepared for daunting challenges; 
to achieve what it takes to be quintessential Islamic finance 
icon, and to position Islamic finance as normality rather than 
a formidable alternative to the conventional finance in all 
ramifications.

major portion of the country’s  economy would be driven by 
the Islamic banking sector and focus on more international 
active appearance especially through development of human 
resources and strategy harmonization.
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bnpparibas-ip.com

IN A CHANGING WORLD,
RESPONSIBLE INVESTMENT
SHOULD BE AN OBVIOUS CHOICE.
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The Cambridge Islamic Finance Leadership Programme (Cambridge-IFLP) aims to prepare the next 
generation of outstanding leaders in Islamic banking & finance by providing them with unique mentor-
ing opportunities, rigorous leadership training from renowned leaders, and industry- specific perspec-
tives through case studies specifically written for this programme.

Get in 
Touch
Email: kshehzad@cambridge-ifa.net
Register: www.cambridge-ifa.net

CAMBRIDGE
ISLAMIC FINANCE

LEADERSHIP PROGRAMME

3rd

August 13 - 18, 2017
Clare College, Cambridge

Leadership
Workshops

Leadership
Interviews

Leadership
Actvities

Cambridge
Cases

Leadership
Talks

Social 
Activities

ISLAMIC FINANCE LEADERSHIP PROGRAMME

REGISTER NOW



37 Esplanade,  
St Helier, Jersey JE1 2TR,
Channel Islands.
Tel: +44 (0)1534 500400  
Fax: +44 (0)1534 500450  
mail@volaw.com

www.volaw.com

 

 

VOLAW GROUP
Trevor Norman – tnorman@volaw.com or
Richard Fagan – rfagan@volaw.com or
Ashley Le Feuvre – alefeuvre@volaw.com

Award-winning 
expertise in 

Islamic Finance

VOLAW GROUP HAS BEEN AWARDED
BEST ISLAMIC TRUST FORMATION SERVICES 2016

AT THE GLOBAL ISLAMIC FINANCE AWARDS

Volaw Group have created a strong reputation in developing and 
managing innovative financial structures including complex 
commercial transactions using Jersey entities.

Private Wealth Management – establishment and administration of 
trusts, foundations and companies as either conventional or Shari’a-
compliant vehicles for the preservation and enhancement of family 
wealth.

Funds and Capital Markets – conventional and Shari’a-compliant real 
estate and private equity funds, securitisation and Sukuk structures, 
listing of securities and specialist investment structures.

To see how over 30 years of experience and award-winning expertise
in Islamic finance can make all the difference, contact one of our experts
today:

Details of the legal and regulatory status of the Volaw Group’s members may be found at www.volaw.com


