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Cross Border Opportunities 
Core retail Islamic banking potential remains untapped
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Source: Pew Research Center’s Forum on Religion and Public Life: Mapping the Global Muslim Population, October 2009

Muslim Population Distribution by Country



Clear Demand for Shari’a Compliant Products

Islamic Banking Average Asset Growth 2001-2007
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Source: Bankscope and DI analysis



21% of global remittances flow from GCC to South Asia

52%
Cash 
inflows

63%
cash 
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Source: Pew Research Center’s Forum on Religion and Public Life: Mapping the Global Muslim Population, October 2009

Muslim Population Distribution by Country

cash 
inflows



Clear Supply Deficiencies

Islamic Banking Assets Penetration (2008) 

While demand grows, penetration still remains low relative to market potential 
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Source: Bankscope and DI Analysis



Some countries with untapped strong potential

• Initiated new Islamic Banking law approved overwhelmingly by 
national parliament. 

• Several Islamic banks have opened branches. 
Kazakhstan

• Four Islamic financial institutions offering private equity, leasing, 
commercial banking Azerbaijan

• Parliament approved Islamic banking laws in March 2009. 

• ICD has invested 33 mln with four banksUzbekistan
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• ICD has invested 33 mln with four banksUzbekistan

•Four Islamic banks and very low banking penetration. 

•Strong religiosity.Syria

• Strong religiosity within Muslim population. 

• Keen interest from state governments and institutions to raise 
Shari’a compliant financing

Nigeria

• Federal government has demonstrated strong interest, 

• But significant legal and taxation problems remain, 

• Kerala has launched Islamic SME finance institution
India





Local market challenges

Market can benefit from consolidation of services that offer the best combination of 

Strong competition 
from Islamic banks 

and windows

Slow technology 
adopters

Technology
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High Cost 
Structures Shari’a based 

innovation

Customer 
Service



Technology frontiers

END TO END TRANSACTION EXECUTION PLATFORM 
Comprehensive assistance in branches to migrate customers online
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Transaction 
Banking

Wealth 
Solutions

Transfers Financing

KEY: LOWEST TRANSACTION IMPEDIMENTS AND HIGHEST SECURITY



Customer service

More often than not, service performance is focused on front line 
staff getting RID of the problem (i.e. customer) and 

not on SOLVING problems for customers
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PRO-ACTIVE EMPATHETIC APPROACH
has to be ingrained into front-line staff

Organisational culture has to emphasise

EMPATHY rather than SERVICE.  



Shari’a based innovation

The solution intends to perfectly service the customer for his specific needs, but through a 

manner that also is in line with the Maqasid al-Shari’a.

Dar Al Istithmar
Islamic Plastic    

Credit Card Solution

Leasing Assets 
Wakala Account

Islamic Micro 
Finance Fund
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Credit Card Solution
Wakala Account Finance Fund

KFH Baytik Ijarah
CIMB Islamic        

Eco-Saver Account



Conclusion

ISLAMIC FINANCE HAS FAILED THE MAN ON THE STREET

• Combination of Geographical and Service Quality Expansion

• Winners will be those who can offer a combination of:
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– Accessible and secure END TO END technology

– Empathy NOT service

– SHARI’A BASED innovation



"I am very pleased by the thoroughness and professionalism of Dar Al Istithmar's management team. I am sure that with their 
innovative and responsive approach, Dar Al Istithmar will go a long way in serving the Islamic Financial industry." 

Dr. Hussein Hamed Hassan, Chairman, Dar Al  Istithmar Supervisory Board

“We have found Dar Al Istithmar management team to be very approachable, responsive and committed”.

Our Reputation
Your Capital
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“We have found Dar Al Istithmar management team to be very approachable, responsive and committed”.

Dimitris Melas, MSCI Barra.

“We are very impressed by Dar Al Istithmar’s management team’s knowledge on Shari’a related matters, their efforts to 
understand the client needs and, their dedication and helpful attitude throughout. With their approach, Dar Al Istithmar made

us feel that they are more like partners to us rather than merely a service provider.” 

Richard Ellis, Partner, Amiri Capital
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Disclaimer

This document is the sole property of Dar Al Istithmar Ltd. No unauthorised reproduction, copying, translation or other similar act is permitted
without the explicit written consent of Dar Al Istithmar Ltd. Any such permission may only be granted upon receipt of written request for the
same.

This document should in no way be considered as a Fatwa on the issues discussed. DI does not recommend structuring and marketing any
product based on the information contained in this document without obtaining relevant prior legal documents conforming Sharia approval
and before DI has at least issued provisional Sharia approval from its Sharia Supervisory Board.

The information contained in this document is based on material we believe to be reliable; however, we do not represent that it is accurate,
current, complete, or error free. Assumptions, estimates and opinions contained in this document constitute our judgment as of the date of
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current, complete, or error free. Assumptions, estimates and opinions contained in this document constitute our judgment as of the date of
the document and are subject to change without notice. Any projections are based on a number of assumptions as to market conditions and
there can be no guarantee that any projected results will be achieved. Past performance is not a guarantee of future results.

DI SPECIFICALLY DISCLAIMS ALL LIABILITY FOR ANY DIRECT, INDIRECT, CONSEQUENTIAL OR OTHER LOSSES OR DAMAGES
INCLUDING LOSS OF PROFITS INCURRED BY YOU OR ANY THIRD PARTY THAT MAY ARISE FROM ANY RELIANCE ON THIS
DOCUMENT OR FOR THE RELIABILITY, ACCURACY, COMPLETENESS OR TIMELINESS THEREOF.

Copyright© 2009 Dar Al Istithmar Limited



Existing countries still demonstrate outstanding growth potential

Total Assets US$bln 2007A 2013E Market potential

Bahrain 20 75 *****

Bangladesh 4 9 *

Egypt 6 10 *

Indonesia 2 11 ****

Iran 152 644 **

Jordan 3 7 **

Kuwait 45 112 ****
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Kuwait 45 112 ****

Malaysia 23 116 *****

Pakistan 4 22 ****

Qatar 21 147 *****

Saudi Arabia 115 374 *****

Sudan 8 46 ***

Turkey 17 59 ***

United Arab Emirates 56 209 ****

Yemen 2 6 *

Total 478 1,848



Evolution of Islamic Finance

1975-1990
Commercial Banking  

1991-2000
Hard Asset Private Equity

Fund Management

2001-2010
Structured Sukuk  

Mega Project Finance 

Large Commercial Banks

Market Exposure: 250m

Conversions, Islamic  Windows &  
Subsidiaries of Mega Banks,               

Establishment of significant                                 
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Commercial Banking  

Syndications

Islamic Conglomorates

Market exposure: 20m

One or Two Islamic Bank in 
each Muslim state 

Inefficient Command SOEs in 
Iran and Sudan

Market exposure: 100m

Concentrations of Islamic 
Banks growing in GCC, 
Malaysia, Pakistan and 
Bangladesh

Establishment of significant                                 
Islamic Banks in Non-Muslim states

Muslim populated states getting 

interested Syria, Libya, Soviet bloc

Timeline 1975-2010

11 Sept 2001

Oil Price Hike



Existing countries demonstrate outstanding growth 
potential



Historical Growth Factors

• 1975-1990

– Resource Boom
– Academic and scholarly encouragement and experiments
– Arab Entrepreneurs

• 1991-2000

– Regulatory Recognition and Encouragement
– Growth of tiger economies
– Efficient interbank markets
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– Efficient interbank markets
– Development of infrastructure

• 2001-2010

– Resource wealth and surplus liquidity
– Sukuk
– Islamicisation and Religiosity
– Real Estate Asset classes
– Further infrastructural developments



Islamic Finance: the only way is up

2011-2040
Sophisticated Private Equity, Mega Islamic Commercial, 

Full Service Investment Banks
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Timeline 2011-2040

Market exposure: 6000m

Competition with Mega Banks,  Concentrations in Muslim states, 
Conversions in Muslim states, Growth in Non-Muslim states ?



Retail Distribution Wealth Management Opportunities
UHNW, HNW and Mass Affluents Reaching Critical Mass
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Source: Ernst & Young/Dar Al Istithmar Estimates


