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And for those who fear God (ever), 

He prepares a way out. And He provides 

for him from sources he never could 

imagine. And if anyone puts his trust in 

God, sufficient is (God) for him, for God 

will surely accomplish His purpose 

verily, for all things has God appointed 

a due proportion. 

Al-Qur'an Sura 65 v 3 
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Editor's Note 

In the name of Allah the Most Beneficent, the Most Merciful 

In recent months, the Institute has received numerous requests for 
information about the permissibility, concept and practice of 
Islamic Insurance (Takafol) and about organisations engaged in 
Takafol business. 

These requests underlined two factors. Firstly, that there is a 
rapidly increasing interest in it and secondly, there is an acute 
shortage of information on various aspects of Takafol. Moved by 
these factors, the Institute decided to embark on a plan to fill this 
important information gap. 

As a first step we decided to produce an International Directory 
of Islamic Insurance (Takafol) Organisations, listing not only the 
companies in this field and their particulars, but also a number of 
articles on various aspects of this system. The articles in this pub-
lication have been written by experts in the field of Takafol. We 
greatly appreciate their valuable contribution and thank them for 
their co-operation. ^ 

The particulars of the Islamic Insurance (Takafol) Companies 
listed in this Directory were provided either by the organisations 
themselves or were obtained from their corporate profiles, annual 
reports or internet locations. I thank all those Takafol organisations 
that co-operated with us and supplied the relevant data about their 
organisations. 

I express our gratitude to Mrs Daphne Buckmaster, the 
Institute's consultant, for going through the manuscript and mak-
ing valuable suggestions. More importantly, I am grateful to the 
Almighty Allah for guidance in bringing this research to a success-
ful conclusion and for making this Directoiy possible. 

Rakiya Ibrahim Editor 
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Foreword 

Islamic banking has definitely made considerable progress during 
the last two decades, however, Islamic insurance (Takaful) has yet 
to go a long way before it can acquire universal recognition. It is 
not suggested that Takafol does not have the potential to grow, but 
its development has been hampered by the general beliefs amongst 
Muslims, that Insurance is not permissible under the Shariah. This 
reluctance by Muslims to accept insurance, especially life insur-
ance, is based on the belief that it contains the elements of riba, 
uncertainty, that it involves gambling and is an attempt to override 
the will of God. 

In response to these objections, other Jurists maintain that this 
view of insurance is misguided. They argue that Takaful does not 
amount to gambling; it acts as a safeguard against loss to life and 
property. That there is no uncertainty involved as it is a contract of 
indemnity or bail and under Islamic law such a contract is valid. 
Further that the life of the policyholder is secured as his insurance 
policy is accompanied by a definite compensation in return for the 
premium he pays regularly. Thirdly, life insurance is not an attempt 
to override the powers of God or to supersede His will, being that 
it does not guarantee the non-occurrence of an event. Instead it 
indemnifies the insured against the consequences of a specified 
event or risk. Lastly, with regards to riba, life insurance policy does 
not contain riba, it is a financial transaction based on the princi-
ples of co-operation and Mudaraba financing whereby the insurer 
and the insured share profits made on the premiums, dividends and 
bonus, as well as a donation subject to the financial condition of 
the assured's beneficiary. 

They have stressed that Insurance is a co-operative movement 
whose aim is to diminish the serious loss resulting from a certain 
event by mutual help and assistance. In fact it is very much in 



accordance with Islamic ideology as it encourages Muslims to cater 
for those in need. This view derives its support from the Quranic 
verse -

"But help ye one another unto righteousness and pious duty. 

Help not one another unto sin and transgression.". 

"Co-operate among yourselves in righteousness and piety" 

The Holy Prophet (SAW) in a hadith said ... "whoever takes an 

initiative to alleviate one's difftculties, Allah (SWT) will light-
en his difftculties in this world and the next.." 
It is interesting to note that many western insurance companies 

both in Europe and the USA have been involved in a system of 
mutuality. For many years they have recognised its importance in 
private, national and world economies. Mutual insurance caters for 
the social needs of those in need, the poor, orphans, widows and 
other dependants. Pure mutual insurance companies accord with 
the principles of the Shariah. 

Unfortunately no serious efforts have been made to conduct 
scientific research for the development of Takaful. To promote 
Takaful one must organise an extensive research and development 
programme. Once the groundwork has been done and Muslims are 
convinced that Takaful is in compliance with the Sharia, the 
response would be greater, the market would grow and Muslims 
would no longer have an excuse not to be involved in the world of 
Islamic Insurance, Takaful. 

Despite all odds nearly 50 Islamic Insurance (Takaful) compa-
nies have been established and are located in most parts of the 
world. These organisations provide different tjrpes of Takaful cov-
erage mainly: 



• General Takaful Business (Property, Engineering, Property, 
Miscellaneous Accident, Marine, Motor etc.), 

• Family Takaful Business (Education, Marriage, Hajj ft Ummra, 
Savings Plans, Life insurance etc.), 

• Retakaful. 

Those who have set up these institutions are no doubt the pio-
neers in the field and have set a great precedence for the Muslim 
Ummah. It is hoped that the experience gained would be of con-
siderable assistance in this beneficial trend for future generations 
of the Muslim community. 

Muazzam Ali 
Chairman, Institute of Islamic Banking Et Insurance 
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IIMTRODUCTIQN 

Introduction 

Takaful: The Golden Opportunity 

Tariq Hameed is an Actuary by profession and is a Principal 
with William M. Mercer Ltd. He is based in London and advises 
a number of British and Multinational companies on matters 
relating to pension funds and employee benefits including long-
term strategies in this respect. He has previously worked in 
Canada, Saudi Arabia and Pakistan. 

The Muslim world, with its population now breaching the one bil-
lion mark, has been struggling for many decades to achieve eco-
nomic prosperity. Although impressive success has been achieved 
in a few countries, the majority have continued to rely heavily on 

o Western aid and loans. 
^ While one might digress at length on the contributory causes of 
"o the lacklustre success in economic development, one cannot but 
^ notice the absence of indigenous capital. Muslim countries contin-

ue to be characterised by low saving rates and high consumer 
spending. The low per capita income by itself leads to a high pro-
portion of disposable income being used up on survival expendi-
ture. However, even where economies like Malaysia, Pakistan and 
Indonesia have moved beyond the critical poverty trap, improved 
income levels have not resulted in higher saving rates. 

Resorting to continuous borrowing has now left many Muslim 
countries in the debt trap. A significant portion of their national 
income and export earnings is used for debt servicing. This along 



with the failure of the capitalist and the socialist economic models 
to transform the lives of the common man has increased the focus 
on Islamic economic principles. 

As mentioned earlier, most of the Muslim countries are plagued 
by the lack of indigenous capital. A number of them, after obtain-
ing independence from the United Kingdom, followed the British 
banking system. This system was often used to provide long-term 
capital. Unfortunately, this approach was by definition faulty. The 
liabilities of the banking institution are by nature short-term and it 
is therefore inappropriate for them to provide long-term capital. 

In most of the Western economies, long-term capital is provid-
ed by long-term institutional funds such as insurance companies 
and pension funds. Estimates show that around 30% of the large 
equity markets in the USA, UK and Canada are held by such funds. 
This is a very significant contribution to capital formation in these 
economies. The long-term liabilities of such funds make them ideal 
vehicles for long-term investment. The mean duration of the liabil-
ities of insurance and pension funds can extend into decades, 
which provides them the flexibility to invest long-term and with-
stand short-term fluctuations in the market. 

Muslim countries have singularly failed to develop such long-
term institutions. Both banking and insurance have developed on 
Western models and have not only failed to deliver the economic 
expectations, but are also considered non-compliant with the 
Sharia. The use of banks to provide long-term capital has resulted in 
their solvency ratios being adversely affected in times of recession 
and in loan call-backs when the economies needed just the opposite. 

In the current circumstances, urgent action needs to be taken to 
plug the 'capital gap' on a participating basis. Takaful companies 
can play a significant role in this area. However we need to make 
a quantum leap rather than follow the evolutionary process. Some 
of the important points are discussed below. 

It is said that insurance is always sold and seldom bought. We 



have seen the adverse impact of this marketing technique in the 
pensions mis-selling fiasco in the U.K., which is estimated to have 
cost the British insurance companies over £10 billion. The high 
front-end acquisition and set up costs, along with high-lapse ratios 
in the initial years, have resulted in significant leakage of savings 
into consumption rather than investments. 

Most of the developing countries would find this a common 
feature. Takaful companies need to take this into consideration and 
use modern imaginative marketing techniques. They need to get the 
message across to the common man that Takaful is a part of the 
individual's financial planning and that a knock on the door is not 
necessarily needed for him or her to buy a Takaful product. Broad-
based awareness amongst the population of the benefits of long-
term savings needs to be developed urgently and Takaful compa-
nies have a special responsibility in this regard. 

Takaful products will, willy, nilly, have to compete with other 
financial products. We therefore need to make them flexible to suit 
the needs of a varying clientele. Repackaging of conventional 
insurance products is bound to result in a stillbirth or a market 
share which is either immaterial or contracting. We need to align 
product designs with the real needs of the people - people who are 
being increasingly bombarded with the new financial products 
developed in the West and whose needs are rapidly changing. 

Along with providing financial security, Takaful products 
should be developed to provide pensions, which satisfy the require-
ments of the Sharia. The investment horizon of pension products is 
significantly longer than those providing family securify and hence 
they provide a very useful source for long-term investments. In fact, 
in some countries, such funds are being used to finance infra-struc-
ture projects - of course on a fully commercial basis. 

In order for Takaful companies to meet the increasingly fluid 
financial needs of the population at large, a significant investment 
in human resources is required. They should strive to become 



'employers of choice.' Investment in quality human resources has a 
fairly short-term payback period. It can also become self-perpetu-
ating thereby, becoming, a source and a consumer. 

In tandem with quality human resources, one needs investment 
in technology. Takaful companies cannot hope to survive if they do 
not invest in technology and human resources. Competition in an 
increasingly smaller world is becoming so intense that even to 
barely survive, we have to keep ourselves up - to - date. This is an 
area again where a quantum leap is required. We risk total obliv-
ion if we fail to make the mark. 

Takaful companies will also have to operate as successful 
business operations. They will have to meet the expectations not 
only of the policyholders but also of the shareholders. Specific 
measurable targets for the management will have to be laid out 
and remuneration linked to performance. Senior management 
should be held responsible to shareholders and policyholders. 
There is no escape from the fact that the management acts as a 
trustee and is duty - bound to fully safeguard the interests of the 
stakeholders. 

Last, but not least, I must mention the need for 'corporate gov-
ernance.' Takaful companies are in some ways acting as trustees in 
managing the assets on behalf of their policyholders. All invest-
ments should be carefully monitored and an active dialogue main-
tained with the management of the various target companies. This 
is an ongoing process and is a function, which, if ignored, will no 
doubt attract criticism in the future. In addition, there are a variety 
of legislative environments, which impose qualitative and quanti-
tative standards for institutional funds. 

While some argue that such signposts help in the long-term, 
others argue that such restrictions inhibit the investment perform-
ance. Keeping in mind the state of affairs in the Muslim world, 
there is a need, in my opinion, for qualitative and quantitative 
standards and a requirement for much greater transparency. I see 



no escape from this if we are to stand up to the high moral stan-
dards that our religion imposes on us. 

Takaful provides us with a unique opportunity to galvanise the 
savings of the individual for the good of the Ummah, institute 
financial discipline and encourage individuals to adopt suitable 
financial planning habits. It needs the support both of the individ-
ual and of those in power. It will provide security to the individual, 
the family, the society and the country. Let us make a determined 
effort to eliminate the 'debt trap' and move forward using our own 
resources and imagination. 
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The Concept and Working 
System of Takaful 

Dato' Mohd Fadzli B. Yusof is the Chief Executive Officer and a 

Member of the Board of Directors of Syarikat Takaful Malaysia 
and ASEAN Retakaful, Malaysia. 

A Muslim must believe that any misfortune or catastrophe befalling 
him as 'qada' and 'qadar' from Allah and therefore he must face this 
unfortunate event with resilience, both spiritually and physically, 
with the strength of faith and patience. Nevertheless, at the same 
time, he must strive hard to avoid such an event befalling him, while 
being fully prepared to face any consequences should the event 
occur despite his striving veiy hard to avoid it. One such effort hith-
erto available to a Muslim was to buy protection or cover through 
the various types of policy provided by insurance companies. 

As a concept, insurance actually does not contradict the prac-
tices and requirements of the Sharia. In essence, insurance is com-
parable to the system of mutual help in relation to the tradition of 
blood money under the Arab tribal customs. It is the pooling of 
common resources to help the needy, a scheme which is very much 
in line with the principle of compensation and shared responsibil-
ity among the community, as practised between the Muhajirin of 
Mecca and the Ansar of Medina, following the Hijra of the Prophet 
(Pbuh) over 1400 years ago. In fact, Muslim jurists acknowledge 
that this practice laid the foundation of mutual insurance. 

However, Muslim jurists have generally accepted that the prac-



tice and operation of conventional insurance, in its present form, 
do not conform to the rules and requirements of the Sharia. In June 
1972, the National Fatwa Committee of the Malaysian Islamic 
Affairs Council resolved that the present-day life insurance busi-
ness provided by the conventional insurance companies was not in 
line with the principles of Sharia. Similarly, in a comprehensive 
deliberation, the Fiqh Academy of the Organisation of Islamic 
Conference (OIC), at its meeting in December 1985, resolved that no 
forms of insurance (life or general) conformed to Islamic principles. 

According to the jurists, insurance business is based on a buy-
and-sell contract which does not fulfil the characteristics of a buy-
and-sell contract according to Islam, because of the presence of the 
following elements in the insurance contract. 

Gharar 
There is the element of Gharar (unknown or uncertain factors in 
the operation of a contract) in both the life and general insurance 
policies. This arises due to the uncertainty of the subject matter of 
the contract, or 'ma'qud'alaih', of which one of its basic rules is 
that the subject matter must be clear. In such a contract, the 
insured, or the policyholder, agrees to pay a certain sum of premi-
um and, in turn, the insurance company guarantees to pay a cer-
tain sum of compensation (sum insured) in the event of a catas-
trophe or disaster. But the insured, or the policyholder, is not 
informed, for example, of how the amount of the compensation 
that the company will pay him is to be derived, nor is he certain 
of the amount and time. 

In addition, a contract which is lopsided in favour of one party 
at the expense of the other contracting party is viewed as gharar, 
too. For example, the loss of premium suffered by the policyhold-
er if he has to cancel his policy before the policy acquires forfei-
ture status or the practice of nonproportional refund of premiums 



against the unexpired period in the event of early retirement or 
cancellation of the insurance contract by the policyholder. 

Maisir 

There is the element of maisir (gambling) which arises as a conse-
quence of the presence of Gharar, in particular in the case of life 
insurance. When a policyholder dies before the end of the period of 
his insurance policy after paying only part of the premium, for 
example, his dependents will receive a certain sum of money, but 
the policyholder is not informed in the first place of how and from 
where it is to be derived. 

Riba 
There is the practice of Riba (interest) and other related practices in 
the investment activities of the conventional insurance companies 
which contravene the rules of the Sharia. 

Takaful 
The form of insurance acceptable to Islam must be based on the 
system of co-operation and mutuality. Hence, the establishment of 
Islamic insurance, founded on the principle of Takaful which sim-
ply means 'joint guarantee'. The jurists resolved that this concept of 
insurance is acceptable in Islam because, 
• the policyholders co-operate themselves for their common good 
• every policyholder pays his subscription in order to assist 

those who need assistance 
• it falls under the donation contract, which is intended to 

divide losses and spread liability according to the community 
pooling system 

• the element of uncertainty is eliminated insofar as 
subscription and compensation are concerned 

• As a Mudaraba, it does not aim at deriving advantage at the 
cost of other individuals. 



Takaful can be visualised as a pact among a group of mem-
bers or participants who agree to jointly guarantee themselves 
against any loss or damage that may fall upon any of them as 
defined in the pact. Should any member or participant suffer this 
defined loss or damage, he would receive a certain sum of money 
or financial benefit from a fund, as defined under the pact, to help 
him meet the loss or damage. In other words, the basic objective 
of Takaful is to pay for a defined loss from a defined fund. The 
loss will not be transferred as a liability to any intermediary, an 
insurer for example, acting as a guarantor. Each member of the 
group pools effort to support the needy. It means mutual help 
among the group. 

Although the concept of Takaful can also be developed and 
applied in the context of a social security system, this paper will 
confine the discussion to the operation of Takaful within the 'tijari' 
(commercial] sector, popularly known as the private sector. Thus 
the transactional aspect of the commercial activity of Takaful must 
be subject to the Islamic contractual laws in order to ensure its 
compliance with the Sharia. Within this fundamental framework, 
the contract of 'tijari' Takaful is therefore based on the Islamic 
commercial profit-sharing principle of Mudaraba. 

Profit-Sharing and Tabarru 
By this principle, the entrepreneur or Mudarib (Takaful operator), 
will accept payment of the Takaful instalments or Takaful contri-
butions (premiums called as Ra's-ul - Mai) from investors or 
providers of capital (Takaful participants) acting as Sahibul-Mal. 
The contract specifies how the profit (surplus) from the operations 
of Takaful managed by the Takaful operator is to be shared, in 
accordance with the principle of Mudaraba, between the partici-
pants as the providers of capital and the Takaful operator as the 
entrepreneur. The sharing of such profit may be in a ratio 5:5, 6:4, 
7:3, etc. as mutually agreed between the contracting parties. 



In order to eliminate the element of uncertainty under the 
Takaful contract, the concept of tabarru (to donate, to contribute, 
to give away) is incorporated in it. In relation to the facility pro-
vided by the operator of the Takaful business, every participant 
agrees to relinquish, as tabarru, a certain proportion of his Takaful 
instalments or Takaful contributions. This enables the participant to 
fulfil his obligation of mutual help and joint guarantee should any 
of his fellow participants suffer a defined loss. 

In essence, the practice of tabarru underlines the transfer of 
ownership without exchange, which is contrary to the buying-
and-selling transaction. Compensating the loss suffered by a fel-
low participant is therefore made jointly by all participants 
through the tabarru agreement. The sharing of the profit or sur-
plus that may emerge from the operations of Takaful is made only 
after the obligation of assisting the fellow participants has been 
fulfilled. 

It is imperative, therefore, for a Takaful operator to maintain 
adequate assets of the defined fund under its care, whilst simulta-
neously striving prudently to ensure that the funds are sufficiently 
protected against overexposure. 

In short, the provision of insurance cover as a form of busi-
ness in conformity with the requirements of the Sharia, is based 
on the Islamic principles of Takaful and Mudaraba. Takaful is a 
pact among a group of people, called participants, reciprocally 
guaranteeing each other; whilst Mudaraba is the commercial 
profit-sharing contract between the provider or providers of funds 
for a business venture and the entrepreneur who actually con-
ducts the business. 

The operation of Takaful may thus be envisaged, as a profit-
sharing business venture between the Takaful operator and the 
individual members of a group of participants who desire to recip-
rocally guarantee each other against a certain loss or damage that 
may befall any one of them. 



Thus it is necessary to emphasise at the outset that the Takaful 
business as practised in Malaysia is of the kind of co-operative 
Takaful (al-Takaful al-taawuni) participated in by a group of mem-
bers of the public for their own cause within the domain of the pri-
vate sector. 

Types of Business 
The commercial activity of Takaful is reflected in the two basic 
types of business that it undertakes. Depending upon the legal 
structure and statutory provisions, both types of business may be 
transacted either under a common entity (composite basis) or sep-
arate entity for each type of business. This requirement differs from 
one country to another. Nonetheless, Malaysia is the only country 
which has a special law to regulate the Takaful business as insur-
ance. Under the Malaysian law, the Takaful Act 1984, an operator 
is permitted to provide both types of business under two separate 
licences. 

Therefore as a composite company, Syarikat Takaful Malaysia, 
in accordance with the Takaful Act 1984, transacts both types of 
Takaful business, viz -
• Family Takaful Business (Islamic life insurance); 
• General Takaful Business (Islamic general insurance). 
The fundamental objective and basic working operation differ 
between these two types of business. 

Under the Family Takaful Business, Syarikat Takaful Malaysia 
provides various types of Family Takaful Plans, which generally, 
are long-term Mudaraba contracts. Basically, a Family Plan pro-
vides cover of mutual aid among its members or participants 
expressed in the form of financial benefits paid from a defined fund 
should any of its members suffer a loss arising from the impact of 
a defined tragedy. 

For the General Takaful Business, Syarikat Takaful Malaysia 
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manages various types of General Takaful Scheme, usually on a 
short-term basis. The schemes provide protection in the form of 
mutual financial help to compensate its members or participants 
for any material loss, damage or destruction that any of them 
might suffer arising from a defined catastrophe, disaster or misfor-
tune that might impact upon his properties or belongings. 

Family Takaful 
Family Takaful Plans are designed to serve the requirements of both 
individual and corporate sectors. A Family Takaful Plan for the 
individual sector is a long-term saving, financial and investment 
programme. Apart from the chance of enjoying investment profit, 
the Plan also provides mutual financial assistance among its par-
ticipants. Thus the Family Takaful Plans enable any individual to 
participate in a Takaful business with the following objectives: 

• to save regularly for a fixed period with a view to creating 
a kind of retirement or long-term contingency fund; 

• to invest with a view of earning profits in a manner accept 
able to the Sharia, which, in turn, would lead to a further 
accumulation of saving as (i) above; 

• to obtain cover in the form of mutual financial aid from 
payment of Takaful benefits to heir(s) should a participant 
die before the maturity of his Takaful Plan. 

Any individual between the ages of 18 and 60 years who wishes to 
participate in the Family Takaful Business may choose any one of the 
types of Family Plan designed by Syarikat Takaful Malaysia. These 
Plans have a defined period of maturity. A supplementary contract 
based on the Islamic principle of hibah (gift) can be endorsed to these 
fixed-period Family Takaful Plans as a way to create a kind of an 
endowment or scholarship fund which can be used to support the 
financing of future higher education for a participant's child (ren). 



Additional subcontracts can be attached to a Family Takaful 
Plan to provide mutual benefits among participants covering a 
wide range of events of tragedy or misfortune as defined under the 
same agreement. Thus by incorporating a supplementary agree-
ment these additional mutual benefits can be provided by the Plan 
in cases of hospitalisation, accident or disablement. The arrange-
ment demonstrates that the Family Takaful Plan is a financial pro-
gramme that pools efforts to help the needy in times of need, not 
only in the event of untimely death, but also of other mishaps 
resulting in personal injury or bodily impairment. 

In consideration for participating in the various Plans, the par-
ticipants are required to pay Syarikat Takaful Malaysia regularly 
the Takaful instalments, which are then credited into a defined fund 
known as the Family Takaful Fund under the Family Business. The 
amount of Takaful instalments to be paid during the term of the 
Plan is up to the participants themselves. Undoubtedly, such 
amount should be within the financial means of the participants. 
However it is also subject to the minimum sum as may be fixed by 
Syarikat Takaful Malaysia. 

Each Takaful instalment paid by the participant and credited 
into the Family Takaful Fund is divided and credited into two sep-
arate Accounts, namely, the Participant's Account (PA) and the 
Participants' Special Accounts (PSA). A substantial proportion of 
the instalments is credited into the PA solely for the purpose of sav-
ings and investment. The balance of the instalments is credited into 
the PSA as tabarru for Syarikat Takaful Malaysia to pay the Takaful 
benefits to the heir(s) of any participant who may die before the 
maturity of his Family Takaful Plan. 

Within this context it is not too difficult to see that the PA 
serves to accumulate savings, whilst the PSA creates a form of 
mutual or benevolent fund payable upon the death of the partici-
pants. What proportion of the Takaful instalment is to be relin-
quished as tabarm and in turn allocated into the PSA is computed 



with the guidance of the actuarial principle, which is essentially 
based on a certain mortality liability. 

In the event that a participant dies before the maturity of his 
Takaful Plan, Syarikat Takaful Malaysia arranges the payment of 
Takaful benefits to the participant's heir(s) as follows: 
• From his PA, the total amount of the Takaful instalments paid 

by the deceased participant from the date of inception of his 
Takaful Plan to the due date of payment of the instalment prior 
to his death, and his share of profits from the investment of 
instalments which have been credited into his PA. 

• From his PSA, the outstanding Takaful instalments which 
would have been paid by the deceased participant had he sur-
vived the period of the Plan, calculated from the date of death 
to the date of maturity of his Takaful Plan. 

If a participant should live until the maturity date of his Takaful Plan, 
the Takaful benefits shall be paid to him in the following manner: 
• From his PA, the total amount of Takaful instalments paid by 

the participant during the tenure of his participation and his 
share of profits from the investment of Takaful instalments 
credited into his PA. 

• From his PSA, the net surplus allocated to the participant, as 
shown from the last actuarial valuation of the PSA. 

In the case that a participant is compelled to surrender or retire his 
participation before the maturity date of his Family Takaful Plan, 
he is entitled to receive the surrender benefits. The surrender ben-
efits are the balance shown in his PA. The proportions of his 
Takaful instalments which have been credited into the PSA as 
tabarru are not refunded to him. In addition, there is the facility for 
the participant to part withdraw his PA. 

[The operation of the Family Takaful Plan is illustrated in Appendix 1]. 



Other forms of cover for the individual sector may be intro-
duced from time to time. However, this must be done without caus-
ing undue strain to the Family Takaful Fund. For example, in the 
experience of Syarikat Takaful Malaysia, the Family Takaful 
Mortgage Plan, a new product was launched to complement the 
'house-financing facility' offered by Bank Islam Malaysia Berhad 
on the principle of Bai Bithamin Ajil. 

The Takaful Mortgage, which operates like reducing-term 
cover in conventional insurance, may be participated in by 
any individual to cover the outstanding amount of his house-
financing facility in case he does not survive the term of the 
facility. 

The Participant in this Plan will pay the Takaful contribution as 
tabarru which will then be credited into the PSA of the Family 
Takaful Fund. In the event of his untimely death, like the benevo-
lent fund, the Takaful benefits payable from the PSA will be used 
to settle the outstanding amount of his financing facility. Should 
he survive the term of the facility and the Plan matures, he is enti-
tled to a share of the surplus, if any, out of the actuarial valuation 
on the PSA. 

As for the corporate sector, Syarikat Takaful Malaysia offers 
the Group Family Plan and the Group Family Takaful 
Hospitalisation and Surgical Plan. These Plans are agreements of 
co-operation and mutuality based on the Mudaraba principle 
among a group of participants to jointly provide cover among 
themselves, usually on an annual basis, under a single master 
Takaful contract. As in other Plans, mutual financial benefits 
under the Group Plans are payable in the event of untimely death, 
bodily injury or hospitalisation or any other of the defined events 
of any of the persons covered. 

[The operation of the Group Family Takaful Plan is shown in 
Appendix II]. 



The various types of Family Takaful Plan for both individual and 
corporate sectors include Plans with a maturity period of ten years, 
fifteen years, twenty years, twenty-five years, thirty years, thirty-
five years, or forty years. In addition, Supplementaiy Contracts in 
the form of hospitalisation, accident and permanent total disabili-
ty cover which may be incorporated into the above Plans. Another 
form of Supplementary Contract is the "family rider" which may 
also be attached to the Plans. 

Family Takaful Plans in general cover wide-ranging needs from 
outstanding mortgage to health and education. For this reason, 
Syarikat Takaful Malaysia has developed special products covering 
house-financing, the Takaful Mortgage Plan, education, the Takaful 
Siswa and Takaful Plan For Education and health care, the Takaful 
Rawat for Individuals and Group Takaful Rawat for hospitalisation 

• • and surgical benefits on a group basis. The pension product is 
based on Takaful Maasy, or annuity. A special product for ladies 

g covering cancer is provided under Takaful Hawa whilst creating a 
specific fund to enable a participant to donate a special endowment 

^ to a specific institution or body can be arranged through partici-

e pating in the Takaful Waqf 
? 
o 
^ General Business 
^ General Takaful Schemes are basically contracts of joint guarantee, 
S" on a short-term basis, based on the principle of Mudaraba, between 
g a group of participants to provide mutual compensation in the 

event of a defined loss. The Schemes are designed to meet the needs 
for protection of both individuals and corporate bodies in relation 
to material loss or damage consequent upon a catastrophe or dis-
aster affecting properties, assets or other belongings of its partici-
pants. In consideration for participating in the various schemes, 
participants undertake to pay Takaful contributions as tabarru for 
the purpose of creating a defined asset as illustrated in the General 



Takaful Fund. It is from this Fund that mutual compensation is paid 
to any participant who suffers a defined loss or damage arising 
from a catastrophe or disaster affecting his property or belongings. 

As the Mudarib, Syarikat Takaful Malaysia invests the Fund. All 
returns on the investment are credited into the Fund. In line with 
the virtues of mutual help, shared responsibility and joint guaran-
tee as embodied in the concept of Takaful, compensation or indem-
nity will be paid to any participant who suffers a defined loss or 
damage consequent upon the occurrence of a catastrophe or disas-
ter. Other operational costs for managing the General Takaful 
Business, such as the cost arranging of retakaful programme and 
setting-up a reserve, are also deducted from the Fund. Operational 
and other management expenses are not charges to this Fund. 
These are to be borne by the Shareholders' Fund. 

A participant who wishes to participate in a General Takaful 
Scheme such as Motor Takaful to cover his motor vehicle. Fire 
Takaful to cover his house from loss or damage against fire, or 
Public Liability Takaful to cover him against third party liability, g 
pays a certain sum of money called Takaful contributions. The 
amount of Takaful contributions varies according to the value of 
the property or asset to be covered under the Scheme. p 

Should there be no claims made or incurred, after deducting all 
the Takaful operafional costs as outlined above, the surplus or prof- ^ 
it of the Fund is shared between the participants and Syarikat ^ 
Takaful Malaysia based on the principle of Mudaraba. The sharing & 
of such surplus is at an agreed ratio as expressed in the contract, 
such as 6:4, 5:5, etc. Profits attributable to the participants are paid 
on the expiry of their respective General Takaful Schemes, provid-
ed they have not received or incurred claims during the period of 
participation. 

The various types of General Takaful Scheme for both individ-
ual and corporate sectors provided by Syarikat Takaful Malaysia 
are as follow: 

p 
o 
u 



• Fire Takaful Scheme - which includes basic fire, houseowners', 
householders', industrial all risks, 

• Motor Takaful Scheme - which includes motor car and motor 
cycle, 

• Accident/Miscellaneous Takaful Scheme - which includes per-
sonal accident/group personal accident, personal accident for 
pilgrims, all risks, workmen's compensation, public liability, 
money, equipment all risks, employers' liabilily, plate glass, 
fidelity Takaful, and sprinkler leakage; 

• Marine Takaful Scheme - which includes cargo and hull, and 
• Engineering Takaful Scheme - which includes machinery 

breakdown, erection all risks, boiler, pressure vessel, contrac-
tors' all risks, and bonds. 

[The operation of the General Takaful Business is outlined in 
Appendix III ] 

E 
Income for the Operator 

LO As trustee and custodian of the participants and public in general, 
G5 
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the Takaful operation should be properly supervised and regulated 
by the authorities. As they are especially running a business ven-

^ ture operating on the basis of the Sharia, operators of Takaful must 
^ strive not only to survive but to thrive and compete like any other 
& business institution in the modern open market system. 

In this regard, the Act was specially promulgated and passed by 
the Malaysian Parliament with a view to ensuring that Takaful as 
as sector within the Islamic financial system would grow in an 
orderly manner. Although the insurance industry in Malaysia is 
presently regulated by the Insurance Act 1997, it is, however, not 
applicable to Takaful, as it contains provisions which are not in line 
with the requirements of the Sharia. The supervisory authority of 
the Act is vested in the Central Bank of Malaysia (Bank Negara 



Malaysia), whereby the Governor of the Bank is also the Director 
General of Takaful. 

Underlining the importance of complying with the religion of 
Islam, the Memorandum and Articles of Association of Syarikat 
Takaful Malaysia, for example, prefaces that "all businesses of the 
Company will be transacted in accordance with Islamic principles, 
rules and practices". In this respect. Section 8 of the Takaful Act 
1984 states that: 
(5) The Director General shall also refuse to register an applicant 

unless he is satisfied-
lb) that there is in the Articles of Association of the Takaful oper-

ator concerned provision for the establishment of a Sharia 
Supervisory Council to advise an operator on the opertions of 
its Takaful business in order to ensure that it does not involve 
any element which is not approved by the Sharia..." 

Accordingly, in the Articles of Association of the Memorandum of 
Syarikat Takaful Malaysia, there is a clause which states: 

"..3(a) A Religious Supervisory Council, whose members will be 
made up of Muslim religious scholars in the country, shall be 
established to advise the Company on the operations of its 
Takaful business in order to ensure that they do not involve any 
element which is not approved by the religion of Islam..." 
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If the profit of the Takaful business has to be shared with partici- £ 
pants, how does the Takaful operator make money ? After all, in 
business, the company is expected to make a profit. It has obliga-
tions to its owners, who are the shareholders. They too wish to 
enjoy the return on their capital or investment by way of dividends. 
But dividends can only be paid if there is profit. In this respect, 
what are the sources of income of the operator of the Takaful oper-
ation? Essentially, income will be generated from the nature of the 
business that it undertakes. Obviously, for Syarikat Takaful 



Malaysia, its principal activities are the provision and management 
of Family Takaful Business and General Takaful Business. 

Like insurance, the business of Takaful must be viable and at 
the same time be able to produce income from these activities. 
More importantly, it must be profitable. Apart from the ability to 
pay for its own expenses, a Takaful operator ought to earn, profit. 
Without profit, it cannot grow and thus efforts to expand Takaful 
services nation-wide would be hampered. 

For a composite operator like Syarikat Takaful Malaysia, the 
funds managed are the Family Takaful Fund in respect of the 
Family Business; and the General Takaful Fund in respect of the 
General Business. 

Aside from these Takaful funds, the operator has its own fund, 
the Shareholders' Fund, which was originally funded wholly by the 
paid-up capital. 

In accordance with the profit-sharing agreement of Mudaraba 
for the management of the Takaful business, the operator is enti-

g tied to a share of profits from both the Family Takaful Business and 
the General Takaful Business. Profit from the investment of the 
Shareholders' Fund is credited to the account of the Shareholders' 
Fund only. At present the profit sharing is based on the ratio 70:30 
and 50:50 between the participants and the company for the 

^ Family Business and the General Business respectively. The respec-
® tive shares of profit attributable to the operator are, in turn, cred-
& ited to the Shareholders' Fund and, together with the Fund's own 

profits constitutes the operator's overall total income. After 
accounting for the management and operational expenses, the 
operator then determines its final profit. The profit or loss of the 
operator is reflected in the performance of the Shareholders' Fund. 
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Interested in Islamic Finance? 
Look no further.. . 

INSTITUTE OF I S L A M I C B A N K I N G a INSURANCE (IIBI) 

is a research and educational organisation based in London, tine 
International finance capital. 

IIBI is one of the world's most important and sought after centres in 
the dissemination of information and advice on various topics relating 
to Islamic banking and finance. 

IIBI acts as an active intermediary between Islamic bankers, insurers, 
students and people from varied professions interested in the field of 
Islamic finance from all over the world. 

; IIBI fosters co-operation, exchange information and ideas, promotes 
and advances the knowledge and practice of the industry world wide. 

IIBI conducts in-house discussions, seminars, monthly lectures on 
issues o f Islamic finance. These programmes attract highly distin-
guished audiences representing major financial institutions (Islamic Et 
conventional) and others from varied backgrounds. 

IIBI runs a long distance-learning post graduate diploma course on 
Islamic banking and Insurance. 

In addition to a monthly journal NewHORIZON, IIBI also produces 
publications on various topical issues. 

Like other professional bodies, IIBI runs a membership scheme open to 
organisations as well as individuals. 

For further informat ion please contact 

Institute of Islamic Banking a Insurance (IIBI) 

16 Qrosvenor Crescent 

London SWiX 7EP 

United Kingdom 

Tel: + 4 4 (020) 7245 0 4 0 4 Fax: +44 (020) 7245 9769 

e-mail: icis@iibi.demon.co.uk 

URL: http://www.islamic-banking.com 

mailto:icis@iibi.demon.co.uk
http://www.islamic-banking.com


Issues Pertinent to Islamic 
Insurance 

Mohammad Ajmal Bhatty Chief Executive, Takaful International, 
Bahrain, has over 25 years of experience in the financial services 
industry. He is an actuary and chartered insurer of the Chartered 
Insurance Institute, London. He holds a Bachelor of Science degree 
in mathematics and statistics. He is a Director of the Research ft 
Development of Bahrain Insurance Institute. He is a regular 
speaker at international conferences on insurance, and has written 
numerous research papers. 

Introduction 

Takaful product based on Sharia principles was sold for the first 
time in 1979. Twenty years on there are still vital issues remaining 
to be resolved. For example, no clear method or standard approach 
exists currently to ensure that profit sharing, which is the basic 
premise of Takaful, is equitable between the policyholders and the 
company where shareholders are placing their capital at risk. The 
terminology of the Takaful system is yet to be standardized and 
there is no common consensus on an acceptable form of Family 
Takaful (life insurance). 

There is a great deal of responsibility on the shoulders of the 
insurance professionals and Sharia scholars to balance the com-
mercial needs and expectations of Takaful business with its reli-
gious fulfilment. Their counterparts in Islamic Banking have cov-
ered much of this ground in achieving a balance on several 
fundamental issues of approach and methodology. This has been 



achieved through prolonged and protracted dialogue and discus-
sion between professional bankers and Sharia advisors and schol-
ars. This brought a lot of good to the establishment of a Takaful 
system, but has had its disadvantages as well. Insurance or Takaful 
is intrinsically veiy different from banking, yet much of the 
methodology established during the development of Islamic bank-
ing has been applied to the Takaful system. 

In effect, this has left many gaps in the financial manage-
ment of Takaful business. Takaful companies established in the 
early eighties endeavoured to make the best, within this con-
fined environment, of the insurance management system 
devised for them. 

This paper covers some pertinent issues related to Islamic insur-
ance. It assumes that the reader is already familiar with the basic 
background of Islamic Insurance. However, a quick review is pro-
vided of the development of Takaful business in different parts of 
the world to put things in perspective. 

The Current Scene 
It has been only some 30 years since the revival of the Islamic 
financial system was initiated. It started by first promoting Islamic 
banking and finance in Malaysia and Egypt. The growth of Islamic 
institutions in banking and finance was slow at the beginning, but 
has greatly improved over the last 10 years. The following section 
highlights the development of Islamic banking to date: 
• There are 186 Islamic banking institutions in 30 countries; 
• Assets managed are estimated to be about $166 billion; 
• Approximately $1.27 billion of profits are generated annually. 
These assets are broadly expected to grow at around 15% per 
annum for the foreseeable future. 

The very first Takaful company, the Islamic Insurance Company 
of Sudan, was established in 1979. Since then the establishment of 
other Takaful companies has been as follows: 



Date Takaful Companies 
1979 Islamic Arab Insurance Co. in Saudi Arabia 
1983 Tlie Islamic Takaful Company of Luxembourg 
1983 Takaful Islamic Insurance Co 
1984 Syarikat Takaful Malaysia 
1985 Islamic Insurance £t Reinsurance 
1989 Bahrain Islamic Insurance (BIIC) 
1991 AI-Rajhi Islamic Insurance Co 
1992 Al-Salam Islamic Takaful 
1997 Takaful USA 

The ITC Luxembourg was the first company to introduce Life, or 
Family, Takaful. Most Takaful companies write only general insur-
ance business. Apart from being sold in Germany, Holland and the 
UK by ITC, Family Takaful is not actively written in other countries h 
except for Malaysia, Indonesia and possibly Jordan. 

Today there are over 28 registered Takaful companies world-
I/) 

wide. Most of the early Takaful companies were set-up by entre- ^ 
preneurs backing the Islamic banking Groups. Paradoxically, these ^ 
groups, that were mostly of Middle Eastern origin, neglected the v 
development of Takaful subsidiaries by diverting their energies and i 
capital towards the development of their banking operations. | 

O! 
Examples of Takaful companies that are subsidiaries of banks are 
as follows: 
• Islamic Insurance Company Sudan (Faysal Islamic Bank) 
• Syarikat Takaful Malaysia (Bank Islam Malaysia Berhad) 
• Syarikat Takaful Indonesia (Bank Muamalat) 
• ITC Luxembourg (Daar al-Maal al-Islami Group) 
• Islamic Takaful St ReTakaful Saudi Arabia (DMI Group) 
• Takaful Islamic Insurance Company Saudi Arabia (DMI Group) 
• Best Re. Tunisia (AI-Baraka Group) 



• Islamic Insurance 8t Reinsurance Company Saudi Arabia (AI-
Baraka Group) 

• BIIC Bahrain (Bahrain Islamic Bank and International 
Investment Group) 

The Bahrain Islamic Insurance Company changed its name to 
Takaful International in October 1998. This is in line with its newly 
stated objective of developing Takaful business in countries outside 
Bahrain, including the development of Family Takaful, which is 
currently not available in the Arab markets. 

A complete list of Takaful companies around the world is given 
below. It should be noted that all insurance companies in Sudan, 
since 1992, have been deemed to operate on an Islamic basis. There 
are at least 5 companies in addition to the ones shown in the list, 
giving a total number of Takaful companies of 34. 

H Table 1. 
Takaful companies in the Arab World— '98 
• Islamic Corporation for Insurance of Investment and Export 

w Credit' - Saudi Arabia 
^ • Islamic Insurance 8t Reinsurance Co. (IIRCO) -Saudi 
aJ Arabia/Bahrain 

TO • Islamic Arab Insurance Company (lAIC) - Saudi Arabia/UAE 
S • Alliance Insurance^ - UAE 

• Oman Insurance Company^ - UAE 
I • National Cooperative Ins Co (NCCI) - Saudi Arabia 

• AI-Aman Cooperative Insurance (AI-Rajihi) - Saudi Arabia 
• Takaful Islamic Insurance Company - Saudi Arabia/ Bahrain 
• Islamic Takaful a ReTakaful Co. - Saudi Arabia/ Bahamas 
• Global Islamic Insurance Company - Saudi Arabia/ Bahrain 
• Islamic Universal Insurance - Saudi Arabia/ Bahrain 
• Bahrain Islamic Insurance Company - Bahrain 
• Islamic International Insurance Co. (Salamat)-Saudi Arabia/ 

Virgin Islands 

ra 



Islamic Insurance Company - Sudan 
AI Baraka Insurance Company - Sudan 
Sheikan Insurance Company - Sudan 
Watania Co-operative Insurance Company - Sudan 
Best Rê  - Tunisia 
Qatar Islamic Insurance Company - Qatar 
International Company for Cooperative Insurance - Kuwait 
(under incorporation) 

Islamic Insurance Company - Jordan 

1 = Part of Islamic Development Bank. 2 = The Company has an "Islamic window". 

3 = Also writes conventional window but the company is based on Islamic principles. 

Table 2. 
Takaful companies outside the Arab World—1998 
• International Takaful Company - Luxembourg 
• Syarikat Takaful Malaysia - Malaysia 
• Malaysia National Takaful Company - Malaysia 
• Takaful a ReTakaful Company - Brunei 
• Tabung Amanah Islam - Brunei 
• Syarikat Takaful Indonesia - Indonesia 
• FT Syarikat Takaful - Indonesia 
• Takaful USA - USA 

At least four more Takaful companies are under formation in the 
Middle East (viz. Bahrain, Kuwait, UAE and Egypt). Several other 
Takaful companies are being contemplated in various countries 
such as Saudi Arabia, Pakistan, Sri Lanka and Lebanon. It is also 
understood that interest is being shown in Takaful in the 
Philippines, South Africa, Nigeria, and some of the former states of 
the Soviet Union. In addition to the Takaful companies, there are 
several Mutual Funds operating, mostly for institutional investors, 
but some targeting the retail market as well. 



There are around 1 billion Muslims making up 20% of the total 
world population. As we look around throughout the Muslim 
world, it is quite evident that people have not taken to life insur-
ance in the same way as in most other countries, with a few excep-
tions such as Malaysia. It has the highest take - up rate amongst 
the Muslim countries, with $72 spent per person in 1994 on life 
insurance. 

Nevertheless this is still minute compared to over $1,000 spent 
per person on life insurance in most of the other countries, whose 
national income per capita may be similar to or lower than that of 
some of the Muslim countries. The per capita spend on life insur-
ance in the UK was $1,281 and its GDP around $16,400 per capita. 
In contrast, in Kuwait, the per capita spend was $14 while its GDP 
per capita was around $17,600. 

Premium Volumes 
A broad estimate of the total Takaful premiums in 1998 is approx-
imately US$ 550m for both life and non-life business, of which 
around $200m pertains to Asia Pacific. Malaysia is one of the 
largest markets outside the Arab region for Takaful, writing 78% of 
the non-Arab Takaful business. A geographical spread of Takaful 
business is as follows. 

Table 3. 
Geographical spread of Takaful business-1998 
Estimated Figures 

Takaful Total % 
iVIalaysia $155m 28% 
Other Asia Pacific $40m 70/0 
Europe, USA $5m 1% 
Arab countries $350m 64% 
Total $550m lOQo/o 



The market characteristics of the Arab regions are quite differ-
ent from those of others. The main difference is in terms of aware-
ness. There is a very low level of awareness about financial pro-
tection amongst individuals in the Arab countries. This is not so 
in Malaysia, Indonesia and Brunei, or certainly not to the same 
extent. This is illustrated by comparing the insurance density and 
penetration of conventional insurance and Takaful in the two 
regions in 1995. 

Table 4. 
Demographic comparison between Middle East Et Asia 
Pacific-1995 

Asia Pacific* Arab Markets 
Average premium/company $ 1 9 M $5m 
Life premium/capita $70 $3 
Population 2 0 m 55M 
GDP per capita $4,500 to $15,000 $86 to $20,000 
Non-life / GDP 2 % 0.80/0 <u 

P 

Asia Pacific here only includes Malaysia, Indonesia and Brunei tu 
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The growth in Takaful business in Malaysia has indeed been very 
impressive. The annualized growth since 1994 has been 92% in 
Family Takaful and 34% in general, whilst the overall growth has £ 

CO 
been 60% per annum. In Family Takaful, the products sold were ^ 
individual and group term and savings products, mortgage policies 
and pension plans. In General Takaful, all classes of business have 
been sold. 

The following table shows the growth in Takaful business in 
Malaysia since 1994. 
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Table 5. 
Growth of Takaful in Malaysia-1994 to 1998] 

Exchange rate RM2.43 to 5 (1997prices) 

u s$ Family o/o General o/o Total o/o 
million Takaful Increase Takaful Increase Takaful Increase 

1994 7.7 51 15.8 17 23.5 26 
1995 15.2 98 23.8 51 39.0 66 
1996 34.5 127 27.6 16 62.1 59 
1997 66.8 94 37.9 38 104.7 69 
1998 104.1 56 50.5 33 154.6 48 

To illustrate penetration of Takaful in the private sector, the fol-
lowing table provides picture of business written by other compa-
nies in Arab countries that have to compete with conventional 
insurance companies. 

Table 6. 
^ Takaful business in the Arab Region —1995 
1/1 

US$ 
million 

Life 
Takaful 

General 
Takaful 

Total 
Takaful 

Total 
Market 

o/o 
Takaful 

S. Arabia 1.2 49.00 50.2 712.0 70/0 
UAE 1.0 7.9 8.9 645.0 1% 
Qatar - 3.2 3.2 149.0 20/0 

Bahrain - 2.4 2.4 100.0 20/0 

Sudan 0.3 31.9 32.2 41.0 780/0 
Jordan 0.2 2.2 2.4 116.4 20/0 
Total 2.7 96.6 99.3 1,764.9 60/0 

These figures exclude one company in Saudi Arabia, which, even 
though it writes business according to the Sharia rules, derives the 
bulk of its business from the government. It is therefore not a true 



barometer of Takaful demand in the private sector. The Takaful 
share increases from 6% to 19% if this company's premium is 
included above. 

It is evident that Takaful's share of the market is low. This is the 
case in most countries except Sudan, where the whole market oper-
ates on the Islamic system. Other Arab countries write Takaful that 
is just about 1% to 2% of the total insurance business. 

Takaful Terminology 
The term "Islamic Insurance" needs to be re-examined. It serves a 
useful purpose by distinguishing it from conventional insurance, 
but is it really appropriate any more? "Takaful" is, in fact, the cor-
rect term to use, as it encapsulates the meaning of Islamic insur-
ance. Insurance is not permitted under the Islamic Sharia, but 
Takaful is. 

Takaful represents a concept of insurance based on the mutual 
co-operation and solidarity of the people participating in a Takaful 
scheme and therefore conforms to the Islamic Sharia. Some practi-
tioners relate Takaful to life insurance. For them. Islamic insurance 
covers general insurance written on Islamic principles. This is 
incorrect. Takaful is insurance, whilst general Takaful and family 
Takaful may be more appropriate as generic terms that best 
describe general and life insurance as known on a conventional 
basis. The word "family" in Family Takaful conveys a better mean-
ing of what is being insured in a life insurance contract. Better still 
would be "income Takaful" or "family income Takaful", but that 
overlaps with income insurance as a specific benefit coverage. The 
term "Family Takaful" is short and was first introduced in Malaysia. 
It embodies the co-operation and solidarity of a family unit, cov-
ering the basic protection needs as follows: 

• Pure financial protection 
• Savings protection 
• Income protection 



Sharia parameters 
The business of Takaful is an essential link in the chain of the 
Islamic financial system and therefore must be seen to contribute 
to strengthening this system within the guiding rules of the Sharia. 
A Takaful company conducts all its affairs in a manner that meets 
the Islamic Sharia tradition, whether it is to do with investing its 
funds, or carrying out its business in all classes of insurance or in 
any other related financial field. A company's Memorandum and 
Articles of Association must underline this approach. 

The Sharia involvement is desirable at several stages, from 
product development to investment management. This is essential 
for creating and maintaining consumer confidence in the genuine-
ness of the application of Islamic principles. Islamic contracts are 
drawn up to ensure that there is no element of speculation, uncer-
tainty or gambling. 

Participants, not policyholders 
It is more appropriate to refer to policyholders as Contributors or 
Participants as they are participating jointly in a Takaful fund for 
their mutual benefit. They are owners of the Fund, while the 
Company manages and operates this Fund on their behalf 

A Takaful Company ensures that the interests of the partici-
pants (the insured) are based on mutual co-operation and solidari-
ty. In the event that any contributor suffers financial loss, he or she 
is paid an amount from the Takaful fund in accordance with the 
bases and underwriting, principles of insurance. The use of scien-
tific methods such as financial and medical underwriting, mortali-
ty and morbidity rates, etc., is permitted. 

Participation in the Takaful system by each contributor is 
deemed to be on a voluntaiy basis. Each contributor agrees to abide 
by the rules of the Takaful system that apply equally to all partic-
ipants, and to uphold the spirit of co-operation and mutual soli-
darity. Each participant, therefore, confirms that his or her contri-



bution is a donation to the Takaful system without prior expec-
tation of fixed returns. This is essential to rid the system of doubt 
or any semblance of gambling. In the Far East (Malaysia, Indonesia 
and Brunei), this act of donation is known as Tabarru. This term has 
not found ready acceptance in the Middle East and other terms are 
suggested, such as, a Ta'awun contribution or Takaful donation. 
There are numerous references to Ta'awun in the Qu'ran in the con-
text of cooperation and solidarity for the good of society. 

Financial Management 
Rules and Procedures 
In managing Takaful operations the Company follows rules set out 
by the Board of Directors and the Sharia Committee. 

These rules and procedures clearly establish the maximum 
amount or percentage of the cost to be deducted from contributions 
and investment funds. These deductions represent the expenses relat-
ed to acquiring business, administering systems, investing funds and 
paying claims. Expenses not directly related to insurance operations 
cannot be deducted from the contributor's share of the surplus. 

Accounting 
The accounting of the shareholders and participants is kept sepa-
rate. Just as we have shareholders' equity, we have participants' 
equity built up in the balance sheet of a Takaful company. The 
shareholders' equity portfolio includes their capital and profits, 
their share of the profits from the technical and distributable sur-
plus and investment returns on Takaful reserves. The participants' 
portfolio includes the surplus of their contributions after deducting 
claims, expenses and the required reserves. 

The Takaful fund bears all the expenses of Takaful operations 
and reinsurance, and the Company bears the expenses pertaining to 
non-Takaful activities and the investment of funds other than those 
related to Takaful operations. 



In its capacity as Manager of the Takafiil fund, the Company 
bears any loss from investing the Takaful fund, unless such loss is 
due to default or is in contravention of the Takaful system. The 
Company evaluates the assets and liabilities of the Takaful system 
at the end of each financial year. The financial year does not have 
to conform to the Islamic (Hijri) year, but reference must be made 
to the Hijri calendar in its financial reports and documents. 

In the event of liquidation of the Company, the Board of 
Directors gives any Takaful surplus to charity, after settlement of 
Takaful obligations to participants, under guidance from the Sharia 
Committee. 

Profit Surplus 
Profit surplus at a valuation date is made up of technical results 
and investment returns. Profit surplus arises from the total contri-
butions paid by the insured, less the total value of claims paid to 
them for the risks covered under the Takaful fund, less expenses 
related to Takaful operations managed by the Company, after mak-
ing the necessary reserves. Sums obtained from claims recovered 
revert to the technical fund, contributing to the technical surplus. 
The Board of Directors, with the consent of the Sharia panel of the 
company, initially set out detailed regulations for the mechanism of 
distribution of such surplus, the percentage to be shared, and the 
frequency of distributions made annually, or more frequently, after 
the technical valuation of assets and liabilities. 

A certain percentage from the returns of the investment of the 
Takaful fund is distributed to the Company in its capacity as man-
ager and another percentage is distributed to the contributors in 
their capacity as equity participants in the Takaful fund. 

The balance of the profit surplus after the payment of Takaful 
benefits and incurred expenses, and after appropriations to statu-
tory technical and bonus reserves, represents a surplus that is cred-
ited to the account of contributors in proportion to their contribu-



tions during the term of the valuation. The distribution of profits to 
participants may be carried out more frequently than yearly, 
depending on the administration and computer systems of the 
company. 

Profit - Sharing between participants and shareholders 
Profit - sharing is the basic premise of the Takaful system. One of 
the main objections to the way insurance was understood to have 
been practised was that it exploited the participants. It was alleged 
that, if left to their own devices, shareholders exploit the situation 
by gaining from overcharged premiums. This comes from the fact 
that since it is not possible to price future benefits exactly, compa-
nies err on the side of caution and over-estimate the contributions 
required. When experience shows that surplus funds have been 
generated, these are not always returned to the policyholders. 

As stated earlier, distributable profits come from technical or 
underwriting results and investment returns. Apart from the returns 
on their own capital and equity, the shareholders share in the prof-
its emerging from the technical operations and Takaful funds. 
Nevertheless, many of the Takaful companies operating in the 
Middle East have taken the view that most of the technical surplus 
belongs to the participants and the shareholders should receive 
only an amount that covers the running expenses and overheads of 
the business. The practice in the Far East is that of sharing of the 
technical surplus at a pre-defined ratio that can be adjusted in 
advance, depending on the growth, durability and security of 
Takaful reserves. 

The surplus to be distributed to participants is in proportion to 
their paid contributions and all paying participants are eligible for 
payment. Participants who have claimed will have their profit share 
reduced by the amount of the claim pertaining to the year in which 
the claim and profits emerge. If there is a negative amount after 
such deduction, it will not be charged to the participant. 



Shareholder Returns 

One of the dilemmas facing Takaful companies is how to provide, 
within the bounds of the Sharia, an economic value to sharehold-
ers for their capital investment, allowing for the Sharia approach of 
allocating most of the technical surplus to the participants. One 
approach is to bring equity to profit-sharing between contributors 
and shareholders through the use of a concept similar to Tawarruq. 
This is explained below: 

Tawarruq is a transaction in which a needy person buys goods 
on a deferred payment basis and then sells them to a third party for 
cash at less than the purchase price agreed for the first sale. It offers 
a way to obtain funds for business without the necessity of bor-
rowing at interest (riba). The Fiqh Committee of the Muslim League 
(Rabita) legalized Tawarruq on 31st October 1998. 

This reasoning may be applied to insurance in a slightly differ-
ent way. A Takaful fund is at a constant risk of having to make 
payments that may exceed its current size, leading to an overall 
loss. According to Sharia rules, the contributors must bear this loss. 
However, this would soon put the Takaful company out of the mar-
ket, as no policyholder would wish to bear this loss. On the other 
hand, it is also wrong to ask the shareholders to extend an inter-
est-free loan (qard hassan) in such situations without compensat-
ing them for this facility. 

As a compromise, instead of having to make good this loss 
whenever it may arise, the contributors could forego part of the 
profit as a cost of enjoying the security provided by the capital of 
the shareholders. In other words, they buy the service of Qard has-
san from shareholders in exchange for a small outgo from their 
profits. This basis of profit-sharing should be equitable and known 
in advance. In this way there would be no element of riba involved. 

In the absence of the application of the above approach, the 
shareholders, who are deemed to be guarantors to the Takaful fund, 
must provide an interest free-loan and recover it from future prof-



its (if and when these profits arise). Since they are allowed to 
recover only the capital and no more, there is a loss to them equiv-
alent to the investment return they were getting prior to lending 
this amount. 

In situations of repeated underwriting losses (that can happen 
in an insurance fund due to natural disasters, etc.), the sharehold-
ers stand to lose their principal, let alone the investment returns. 
This can lead to a negative economic value for shareholder invest-
ment and is unacceptable for a publicly quoted Takaful company, 
adversely affecting the share value. With this approach, there 
would be no hope for such companies or reTakaful companies to 
ever develop or survive as financial institutions in economies that 
are predominantly run on a conventional basis. 

The basis of Tawarmq as explained in the insurance context, 
could be determined scientifically by valuing the assets and liabil-
ities of the company on a regular basis (for periods such as quar-
terly, half yearly or yearly). The proportion to be shared would be 
fixed in advance for the period falling after this valuation. At the 
next valuation, if experience was better than expected, then, extra 
bonus could be declared for that period. If experience was worst 
than expected, then profit-sharing for the next period could be 
fixed in the light of this experience. In a good computerised, sys-
tem this allocation could even be done on a monthly basis. 

Zakat and Taxation 
The Company pays Zakat as part of its obligations under the Sharia 
rules. Zakat is calculated at 2.57% on the shareholders' equity. This 
area is still subject to further study and resolution. There is no clear 
consensus on whether or not to exclude legal statutory reserves 
from the shareholders' equity before calculating Zakat. Legal statu-
tory reserves are required under the insurance law of the country. 
These reserves are not normally available to shareholders for their 
use and are created to provide security to the Takaful fund. 



Depleting the build-up of these reserves by using up part of the 
investment income thereon to pay Zakat undermines its steady 
growth. 

There is another problem for Takaful, or indeed any Islamic 
institution that operates in an economy subject to corporate taxa-
tion. These companies are at a competitive disadvantage with sim-
ilar companies run on a conventional basis as the latter are only 
subject to taxation and not Zakat. Unless, of course, Islamic com-
panies are allowed to offset Zakat against their total taxation 
payable, which is not the case currently. 

Investment Management 
The investment policy of the Company is determined by the Board 
of Directors, who undertake to place all its investable funds in 
accordance with the Sharia rules as guided by the Sharia 
Committee appointed by the Board of Directors. 

The Company manages the investment of all monies related to 
Takaful funds, the retained surplus, and statutory reserves and the 
re-investment of returns from these funds for the benefit of the 
insured after deducting management costs for handling and man-
aging Takaful operations. 

Most of the Islamic investment activity is primarily equity-
based. The system is still small but growing rapidly. Most of the 
Islamic instruments offering fixed income returns are still limited 
in range and marketability. 

The Islamic financial institutions recognise the need for liquid-
ity, tradable products and money market instruments. The bulk of 
the liabilities of Islamic banks are deposits, which are short term in 
nature. The assets are usually longer term. Prudence has so far pre-
vailed amongst the Islamic Banks in containing high-risk projects, 
but this has also been a contributor factor in the slow develop-
ment of the more marketable instruments. 

Consequently, asset-liability matching is a difficult task for a 



Takaful company, as it has both short-term liabilities related to 
general Takaful and the long-term liabilities of Family Takaful. The 
opportunities still appear to be limited, as a good spread of fixed 
income, secure and marketable long-term Islamic assets that would 
match the liabilities of portfolios consisting of term insurance con-
tracts, endowments, pensions, etc. is not available. 

The following provides suggested ways in which a Takaful 
company might handle its investment needs to satisfy its liability 
profile. 

Working capital 
Products for over-night deposits are not available. Nevertheless, 
liquidity requirements can be met by contracts providing weekly 
returns. By spreading several such contracts to mature on different 
days of the week, short-term liquidity needs can be met. Some 
banks have developed instruments providing an over-night facili-
ty, but others do not yet accept these as being truly within Sharia 
principles. 

Short term liabilities 
These can be easily covered through the financing instruments of 
Islamic banks whose returns are derived from trade financing, leas-
ing and rentals. These provide market rates of returns. A weakness 
of these instruments is the lack of marketability. This may create a 
need for the overall fund to be more liquid than usual. The returns 
on real estate and leasing funds with an average durafion of 4 years 
were around 10% in 1996. 

Longer-term guarantees 
This is one of the more difficult areas with regard to asset-match-
ing. A sum insured must be paid on the happening of the insured 
event or on maturity. There are Islamic investment instruments 
available that could be structured to provide a long-maturity pro-



file. The durability of returns and the security of capital, however, 
depends on the nature of the collateral. It is likely that the overall 
returns may be higher than the equivalent conventional contracts, 
such as debentures, preference shares and commercial paper, to 
compensate for the poor marketability. The returns on an 
International Leasing fund with an open maturity date were around 
7 to 7.5% p.a. in 1996. 

Building long-term value for policyholders 
Investing in established company equities traditionally provides 
long-term value. This is also the area where Islamic financial insti-
tutions have taken the lead and a wider choice is available. Most of 
the closed-end equity funds offered by Saudi institutions, for 
example, out-performed international benchmarks such as the 
Morgan Stanley Capital International, FTSE All Share and TOPIX, 
with returns in the region of 15% to 30% p.a. over 1995/96. 

Improving the performance in meeting known liabilities 
This requires high-yielding, fixed income securities. Suitable 
Islamic contracts are available but at the expense of poor mar-
ketability. For companies operating in the Middle East, an example 
of a possibility in this area is a fund in real estate in Saudi Arabia 
offering 15% p.a. in 1996 for a 25-year maturity term. A real pos-
sibility for the future is the development of Islamic bonds. 

Islamic bonds, a possible structure 
It may be possible to construct a bond by combining a leasing con-
tract (Ijara) and a trade finance instrument (Mudaraba). The latter 
would give an asset-backed security and the leasing contract would 
provide the fixed income over a desired period. Trade finance could 
be raised through a special purpose company in a tax-haven juris-
diction. This company would purchase the equipment and lease it 
to a third party. The lease rent could be tailored to match market 



rates of return. Investors in the Mudaraba fund would be the bond-
holders, provided the units of the special company could be traded 
in a bond-like manner. The unit-holders would be part-recipients of 
the rental income and pro-rata owners of the shares of the special 
company. 

Improving overall investment performance 
In the conventional sense, an improvement in the overall invest-
ment performance may be achieved through investment in emerg-
ing markets, property and venture capital. These are, in fact, the 
areas where Islamic financing has been most active. There should 
be numerous opportunities in this area in the future linked to the 
privatisation processes of many Muslim countries. 

The following table provides a comparison of conventional and 
Islamic investment instruments satisfying the asset-matching needs 
of insurance and Takaful liabilities. 



Table 7. Investment of Conventional Insurance and Takaful Funds 

L I A B I L I T I E S A S S E T S 

CONVENTIONAL TAKAFUL 

Working capital requirements 
* Highly liquid * Risk - free 

Bank deposits and cash managed 
through money markets. Interest 
gained on overnight and short-
termed deposits. 

Over-night deposits notavailable. 
Weekly commodity 
Murabaha provides the liquidity 
Risk similar to bank deposits. 

Cover contractual returns on 
short- term liabilities 
" Highly liquid * Risk-free 
* Inflation-proof 
* Maturity date 

Government stocks 
Provide fixed returns on the face 
value at maturity. 

Trade finance, Lease and rental 
instruments provides fixed returns 
at maturity. Though not as liquid 
as government stocks but would 
be acceptable. These are Ijara, Bai 
Salam and Bai Istisna contracts 

Cover longer-term guarantees. 
Improve performance and provide 
liquidity for liability portfolio 
* Medium-risk * Cash-generative 
* Medium marketability 
* Real rate of return 
* Maturity date 

Debentures, preference 
shares and commercial 
paper. 

Lease and rental instruments of 
longer duration, including instru-
ments related to Real Estate-
financing similar to closed-end 
property unit trusts. 



Long te rm capital growth 
"" Low long-term risk 
* High real rate of return 
* Marketability for 

- performance 
- meeting liabilities 

Established company equities. Ample possibilities exist with 
good returns. Islamic instruments 
written as Mudaraba and Musha-
raka contracts and investing in 
equities or equity financing. 

Improve performance in meeting 
known liabilities 
High rates of cash returns. 
* High rate of return 
* Cash-generative 
* Security of pay-out 

High-yield fixed-interest securities, 
high-risk commercial paper, institu-
tional (bank) loans 

Again this is possible but mar-
ketability may be poor. Islamic 
bonds are possible in the future. 

Improve overall performance. 
High rates of capital returns. 
High total rate of return. 
Security of return. 

Overseas and emerging markets 
equities 

Property 

Opportunities exist similar to con-
ventional ones 

Same, under Mudaraba and 
Musharaka contracts 

Venture capital investments Same, under Musharaka contracts 



Reinsurance or re-Takaful 
The contributors require the Company to reinsure in order to pro-
tect the Takaful fund from excessive loss and to protect contribu-
tors' equity therein. All returns from reinsurance are added to the 
Takaful fund. 

Reinsurance is provided to strengthen the financial protection 
for Takaful participants, as it enlarges the co-operation and mutu-
al solidarity when it is spread over larger funds. The Company is 
bound to extend reinsurance to other companies operating in 
accordance with Sharia rules, but in the absence of a sufficient 
number and size of Islamic reinsurance, protection may be secured 
from conventional reinsurance companies. 

The Sharia Committee permits reinsurance with conventional 
reinsurance companies to satisfy the need, as stated above, to 
establish and strengthen the Takaful system and enable it to grow 
bigger. This must be achieved with the following reservations: 
• Reinsurance with conventional companies should be minimised 

but the security of the Takaful fund must not be compromised. 
• The premium reserve for unexpired risks should exclude the 

portion reinsured. The reinsurance arrangements must not 
allow interest on any delay in the settlement of reinsurance 
account. 

• Reinsurance commission from conventional reinsurers should 
be deemed to be a discount on the cost of reinsurance. Similarly 
the profit commissions from reinsurance should be used to 
form a reduction in the cost of reinsurance. 

Summary and Conclusions 

Good interaction between insurance professionals and Sharia 
scholars has been patchy. It is only recently that more focus has 
been given to issues unique to insurance. Under the excellent inter-
nationally recognised platform of AAOIFI (Accounting and 
Auditing Organization for Islamic Financial Institutions based in 



Bahrain), these issues are being debated to find the right approach 
to ensuring standardization and the harmonization of Takaful 
methods and systems practised in different parts of the world. 

In the development of a Takaful system, the brighter side is the 
strong willingness of entrepreneurs to commit their capital to 
Takaful, provided this achieves their economic aim of making rea-
sonable investment and at the same time meeting their religious 
obligation of investing in an Islamic way. There is therefore the 
need to make Takaful a system that is capable of being accommo-
dated in any Islamic jurisdiction, if not in most jurisdictions of the 
world. There is the need to have a fresh approach to the applica-
tion of concepts to operational systems, to innovation and to prod-
uct development and the management of Takaful business. 

The Takaful system is a fair and ethical system for the con-
sumer. For this reason, it appeals as a product for its good qualities 
and not just because it is Islamic. These intrinsic qualities need to mm 
be properly explained systematically and persistently to increase 
the awareness of Takaful. In this regard, it would help if the regu-
lators were supportive in the promotion and regulation of Takaful ^ 
business in the way that has been followed in Malaysia, Indonesia ^ 
and Brunei. This is certainly needed in many of the Muslim states. y 
Moreover, it would greatly help if their banking counterparts would ^ 
support Takaful operators actively in this awareness drive. S 
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Awakening of a Sleeping 
Giant— Rediscovery of 
Takaful Worldwide 

Omar Clark Fisher is the Chairman/CEO First Takaful USA, he was 
formerly an insurance underwriter and has also managed the first 
commercially run Islamic Leasing Company in the United States and 
has assisted more than 200 companies in the US and abroad. 

Introduction 
Takaful, the Islamic alternative to conventional insurance, is an 
emerging market within a gigantic global insurance industry. To bet-
ter understand the dimensions of the fledgling Takaful industry, we 
should look first at the global insurance industry of which it is a part. 

Global Insurance Industry 
Gross premiums written worldwide exceeded $2.1 trillion US dol-
lars in 1996. The annualized growth rate was up 1% vs. an increase 
of 3.7% in 1995. Life premiums (57% of the total) have a 10 year 
growth rate average of 4.7% while non-life premiums (43% of the 
total) have a smaller 2.3% positive growth. Most insurance is writ-
ten in the developed or industrialized world: OECD countries 
account for 90% of the total premiums yet only 20% of global pop-
ulation and 75% of global output (GNP). 

Finally, the global insurance industry is highly concentrated. 
For example, the United States and Canada account for 43% of the 
global non-life premiums and Japan accounts for 40% of the glob-
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al life premiums. Generally, non-life business exhibited weak growth 
in 1996 and 1997 due to the maturity of the marketplace, intensive 
price competition and excess surplus capacity. Life business sus-
tained moderate growth due to an increasing usage of private life 
insurance policies as a substitute for public/social pension plans. 

Referring to data from Swiss Re [Sigma #4, 1998], the follow-
ing table describes non-life premiums by region (1995) on a per-
centage of global premiums basis: 

Chart 1. 

W. Europe 3 3 % — 

Asia/Pacif ic 

Other 

S. Amer ica 

E. Europe 

170/0 
4% 
2% 
1% 

N. Amer ica 4 3 % 

Comparative data on global percentage terms is shown for global 
life premiums (1995) by selected countries: 

Chart 2. The Swiss Re report describes the non-life premiums as a 
percentage of GDP (1995) for the top 10 countries in the world and 
for the bottom 10 countries: 
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Top 10 Non-Life Premiums as percentage of GDP 

USA 4.950/0 
Netherlands 4.29% 
Israel 4.25% 
Germany 4.20% 
Ireland 4.18% 
New Zealand 4.15% 
Austria 4.15% 
UK 4.12% 
Switzerland 3.75% 
Australia 3.68% 

Bottom 9 Non-Life Premiums as percentage of GDP 

India 0 .55% 

China 0.66% 
Russia 0.670/0 

Indonesia 0.70% 
Mexico 1.05% 
Greece 1.270/0 
Argentina 1.380/0 

Taiwan 1.170/0 
Brazil 1.8 

Notice that no Islamic countries rate in the Top 10 listing present-
ly and only three (3) countries with Muslim populations appear in 
the Bottom 9 listing, of which only one has a majority Muslim pop-
ulation - Indonesia. 
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Fastest Growing International Markets 
The following table describes the fastest growing Non-life markets, 
as of 1994, and displays the relative growth rates per country. From 
these tables, one can see the relative attractiveness of Asian/Pacific 
Rim countries in terms of economic and insurance premium growth 
rates with special emphasis on emerging Muslim markets. 

From this Chart, we may see that Indonesia, Thailand, So. Korea 
and Malaysia enjoy growth rates above 10% per annum. When the 
1994 data on non-life premiums as a percentage of GDP from Asia 
Pacific is contrasted with similar data from GCC/Mid-East, it is 
apparent that Bahrain (2.10%), Jordan (1.60%), Morocco (2.5%), 
Qatar (1.90%), Tunisia (1.7%) and UAE (1.6%) represent attractive 
markets. By overlaying, GDP real growth rates (1995), we may con-
clude that among these potential markets, Jordan (6.9%), UAE 
(3.3%), Bahrain (3.6%) and Tunisia (2.5%) also score high given 
their expanding and relatively healthy economies. 

The ultra-high growth rates in 1994 for non-life Premiums in 
Indonesia (21.8%) and in Malaysia (12.3%) clearly mark these as 
very attractive markets, especially for Takaful coverages, owing to 
the majority Muslim populations; however, such growth rates may 
not be sustainable. 
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Nevertheless, when we apply an arbitrary non-life insurance 
premium per capita standard (using P/C figures for USA at 
$l,315/yr and UK at $722), the future potential for insurance pen-
etration (IP) unfolds with intriguing prospects: 

Future Prospectus for Insurance Penetration 
Non-Life Premiums per Capita 

If like USA at $1,315 If like UK at $722 

Jordan 82 times (x) 45 times (x) 
UAE 4 x 2.3 x 
Tunisia 43.8 x 24 x 

Bahrain 7.8 x 4.3 x 

Insurance Industry in U.S.A. 
In the United States, insurance was among this nation's largest 
industries in 1996 with more than $600 billion in premiums annu-
ally [up 3.4%], of which $277 billion were property and casualty 
premiums. Net income was $36 billion after claims of $110 billion 
[vs. $198 billion in '95]. Catastrophic losses were reduced as no 
serious disasters like Hurricane Andrew of 1992 - $16 billion, or the 
LA earthquake in 1994 - $11 billion happened. Among the key ^ 
industry trends are: 
• Movement towards alternative risk management, including 

strategic risk financing rather than risk transfer; 
• Multiyear policies; 
• Increased risk retention via self-insurance and formation of 

captive insurance entities. Altogether, these alternative insur-
ance markets grew from a 35.3% market share in 1990 to a 
43.7% market share in 1995, while premium volume increased 
from $66 bilhon to $104 billion in the same period. 

Other significant trends are: 
(a) consolidation because size matters, 
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(b) demutualization where profits take priority over policyholder 
interests, 

(c) convergence of banks and insurance companies to share data, 
products and customers, 

(d) giant insurers buying market share for larger surpluses and 
access to capital markets for future growth and 

(e) the securitization of insurance risks, whereby homogeneous 
insurance risks can be packaged and sold to investors in the 
form of securities similar to the bundling of mortgages, credit 
card debts or auto leases. 

One important factor that seems to be influencing how insurance 
in U.S.A. is conducted is disintermediation, whereby clients insur-
ance directly from insurers rather than through brokers or agents. 
For example, the Internet is estimated to account for over $2 bil-
lion of the insurance premiums sold by 2001. 

The following table shows the financial results of the U.S. 
insurance industry over the past six-(6) years. From this we can see 
that the U.S. insurance industry as a whole has maintained a solid 
record of profitability between 1992-1997. One estimate puts the 
gross profitability of P/C insurance underwrifing in 1997 at 
approximately $21 billion dollars. 
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In this fiercely competitive insurance environment, we have 
launched First Takafulsm USA as an Islamic alternative to conven-
tional insurance. Takaful can be described in technical terms as 
'joint indemnification.' It is noteworthy that 260 years ago one of 
the first insurance operations in the U.S. occurred in Philadelphia 
under the name Insurance Exchange. It was founded by Benjamin 
Franklin to meet the losses from fire perils of merchants and was 
operated as a cooperative. Cooperative insurance shares many of 
the characteristics of Takaful insurance. 

Takaful Insurance: History Sketch and Today 
A Takaful system responds to the losses resulting from the perils 
and risks of everyday living. Its goal is community well-being 
rather than maximization of profits from the business of trading 
risks, which is predominantly what we see today among commer-
cial insurance companies. The ownership of the Takaful by the 
insured gives control to policyholders over such matters as pricing, 
types of risks and investment policies. Investments by a Takaful are 
performed under a Mudaraba contract and directed into acceptable 
activities in accordance with Sharia principles (avoiding pork, alco-
hol, armaments, gambling, etc.). 

One overarching principle is self-reliance and self-sustaining 
operations. We should remember that a Takaful is the second most 
important social institution in the Islamic community to counter 
poverty and deprivation: the first is the Bait A1 Mai (funded by 
Zakat contributions) and the second is the Takaful (pooling finan-
cial resources for the mutual benefit of the community). However, 
a Takaful is operated as an enterprise to provide services on a self-
sustaining model rather than as a charity. 

The historical roots of Takaful go back 14 centuries to the wide-
ly practiced Arab customs of the pre-Islamic era that were adopted 
by the Prophet Muhammed (PBUH) as acceptable practices. Chief 
among these were: 



• Surety, called 'Daman Khatr Al-Tariq'; 
• Tribal assistance after killings - A'Qila; 
• Mutual contracts - Aqd Muwalat; 
• Confederations for mutual assistance - Hilf; 
• Other pre-Islamic customs approved by the Prophet 

Muhammed (PBUH) based upon concept of Ta'awun, or 
mutual assistance and self-help. 

Fundamental precepts are set forth in the Holy Qu'ran (5:3) and 
the Sunnah concerning the spreading of risks to individuals across 
the community. These principles were incorporated into the opera-
tions of modern-day Takaful insurance companies that were 're-
discovered' during the early 1980s. The first such company, the 
Islamic Insurance Company was created in Sudan, followed quick-
ly by Takaful companies in Saudi Arabia, Bahrain and Malaysia 
(1983-85). Generally, these companies have operated within their 
own national boundaries and, with one or two exceptions, have not 
yet accomplished much product innovation. Although these com-
panies are privately-owned and do not publish financial data reg-
ularly, we can form a profile of the global Takaful operators as an 
industry (as of 1996), excluding Takaful savings funds: 

• 27 Takaful companies in 16 countries 
• Paid up capital approximately $225 mil 
• Total assets $400 mil ('96) 
• Gross premiums $330 mil ('95) 
• Industry less than 15 years old 
• Limited within national boundaries 
• Early phase of product introduction 

From an examination of the various Takaful models in opera-
tion, we can observe that the preferred model in the Middle East 
seems to be a non-profit model used in Sudan, which is based upon 
a Mudaraba contract between the Takaful operator and the insured. 



The preferred model in the Pacific Rim is a for-profit/commercial 
model which is used in Malaysia also based upon a Mudaraba con-
tract. One key difference is that in the latter model, unlike the for-
mer, the Takaful operator shares (as a mudarib) in the investment 
income earned from the investment of premiums and also shares in 
the annual surplus from operations, if any. By contrast, the policy-
holders in the non-profit model typically give their premiums as a 
Tabarru, or donation, and do not expect any investment returns or 
distribution of annual surplus. 

Attributes of a Takaful System 
When one looks at what makes conventional insurance objection-
able, one finds four main factors. Commercial insurance especially 
life involves: gambling (Maisir)- most insurance contains uncer-
tainty and lack of clear terms (Gharar); all insurance involves 
Interest charges and Debt investment instruments (Riba); and most 
commercial insurance companies are guided by the principle of 
profit maximization, not the well-being of the Insured. 
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Among the characteristics of conventional insurance operations ^ 
that differentiate it from a Takaful, are the following: 
• Separation of insurer (company) and insured (policyholder) ^ 
• Transfer of losses using limited ownership and proprietary 

o 
interests ^ 

• Enterprise exists for the maximization of profits ^ 
o 

• Commercial transaction with investment of premiums using y 
Riba and non-Islamic securities "S 

Pi 
• No involvement/influence by policyholders in management of 

enterprise (except with mutual insurer). 

By contrast, the key elements of a Takaful are: 
• Based upon solidarity and joint-guarantee; e.g. a cooperative. 
• Risk sharing spreads perils of individuals across the community. 



• Joint ownership by insureds helps to control pricing and 
claims. 

• Investments are Halal (acceptable under Islamic Shari'ah). 
• Overall self-reliance and self-sustaining for community well-

being. 

In summary, there are four (4) fundamental characteristics of a 
Takaful operations. Each one is necessary to create an integrated 
Takaful: 
• Specialty condition: Joint-guarantee, common risk sharing 
• Partnership condition: Profit-sharing, self-sustaining opera-

tions 
• Investment condition: using Halal investments and profit-moti-

vated. Islamic contracts 
• Management condition: Insured participate in management and 

review books a accounts. 

2 The Opportunity for Takaful in the U.S.A. 

g Modern society in the USA requires insurance for autos and busi-
ly nesses, schools. Islamic centers and Mosques open to the public. It 
5 is critical to recognize the legal imperatives, one cannot drive an 
~ automobile without insurance, one cannot finance a home without 
^ insurance, one cannot open a School or Islamic Center without 
^ insurance and one cannot operate a retail business without at least 
o 
Ŝi Public Liability coverage. Therefore, there is an excellent 'captive' 
u market to bring Takaful operations to the Islamic community. As 

Muslims, we seek to follow the Holy Qur'an, the Sunnah and 
Shariah rules, which allow Takaful (cooperative insurance). There 
were no Takaful offerings available in the USA or Canada prior to 
the commencement of First Takafulsm USA. 

In the United States, the Muslim population is estimated to be 
6-10 million with highly concentrated communities in 10 states. 



The future demand for Takaful insurance in the United States will 
be driven by population growth within the Muslim Community 
estimated to be approximately 6-8 million in 1998. By the year 
2010, the Muslim population may swell to 10 million and may 
become the third largest minority group in USA. 

Demand for Takaful insurance will also be strongly affected by 
the growth in religious buildings, especially Mosques, Islamic cen-
ters and Islamic schools. Today there are over 1850 Islamic centers 
across USA, 250 Islamic Schools and three Islamic Universities all 
own assets, property and buildings that are currently insured using 
conventional insurance. These assets and properties combined 
together could support substantial Takaful commercial insurance 
operations. 
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This Chart shows the estimated Exposure Values of key proper-
ties owned by the Muslim community [homes, businesses and 
mosques and schools] projected out 11 years. When combined, 
these values exceed $8-$ 10 billion dollars for Non-life (property, 
casualty, liability). If one adds the life/savings Takaful potential, 
then the prospective market size increases to enormous proportions. 

Although First Takafulsm USA is a young program seeking to 
address the insurance needs of the Muslim community nationwide, 
we have succeeded in bringing a range of insurance services to the 
market. With the cooperation of several companies to augment our 
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capabilities, we are striving to meet tlie diverse needs of the Islamic 
community. We have out sourced the 'back office' functions of 
direct underwriting, policy issuance and endorsements to New 
Centuiy Global, Inc. of New York, and have partnered with Reliance 
National Insurance Company - the 40th largest P/C insurance com-
pany in the world with assets of $11 billion - to assist us with 
licensing and technical matters. 

Further, we have established a working relationship with 
American RE, the largest re-insurance company in the world. Under 
the direction of Muslim management and guidance from other 
Takaful operators, we have forged strategic alliances that will 
enable us. In sha Allah, to launch a Takaful re-insurance facility as 
well as introduce new commercial property products in 1999-2000. 
Our plans call also for the introduction of Personal Lines coverages 
in 1999 (home and auto insurance), in sha Allah. 

We started our pilot operations during 1998 and to date we 
have succeeded in booking coverage in each of our target program 
areas: mosques/Islamic centers. Islamic schools, commercial trans-
portation, businesses and commercial property. We have received 

^ over 120 applications for insurance and have successfully booked 
JB clients in several states: New Jersey, New York, California, Ohio, 

Illinois and Texas, al hamdu lillah. Like any start-up operation, we 
^ have been challenged with certain difficulties in production, prod-
^ uct design, documentation, etc., yet we continue to make progress. 
^ One highlight of this past year has been the cooperation 
o 
^ between First Takafulsm USA and Al Manzil USA (Islamic home 
^ financing by the United Bank of Kuwait). This is a superb example 

of the cooperation possible between banks and insurance compa-
nies for the benefit of the Islamic community. 

Future Challenges 
The single greatest challenge is how to compete against the giant 
conventional insurance companies and survive. Our strategy is 
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multi-faceted. Foremost is the natural affinity of the Muslim com-
munity - the shared values, common cultural and language 
(Arabic, Urdu). Religious endorsements and Sharia scholar supports 
are equally important factors. Professionalism is critical and should 
not be underestimated. We understand the technical aspects of 
insurance and how to customize insurance protection to meet the 
client's needs. Price competitiveness in modern times is a necessi-
ty. We must present a competitive product/service in terms of price, 
quality of coverage and delivery time. 

We also rely upon product innovation to set us apart from our 
larger competitors. We have introduced the first Mosques/Islamic 
Center Special Program in North America. We have packaged com-
mercial property coverage with environmental pollution and liabil-
ity coverage to form a unique program for Food/Gas Convenience 
Stations, many of which are owned/managed by Muslims. In sum-
mary, we are exerting marketing power and promotion of our 
Takaful program to create an image and portray values sensitive to 
the Islamic community. 

Among the future challenges the Program faces as a whole are: 
• shortage of skilled insurance manpower in the Muslim com-

munity all over 
• lack of motivated Muslims familiar with Takaful operations; 
• start-up risks of slow production, limited capital and other 

resources 
• regulatory challenges 
• hostile elements in the environment 
• skepticism among American Muslims towards Islamic financing 
• how to manage explosive growth. 

Among the coverage we can provide today are: 
• Commercial policy package 
• BOPs 



• Commercial property (boiler/machineiy/inland) 
• Commercial transportation (limos/taxis/ 'black cars'/bus) 
• Workers compensation 
• Casualty Programs 
• Umbrella liability 
• Excess a surplus lines 

While there are many advantages of applying the Takaful princi-
ples to modern insurance conditions, we can identify four (4) main 
benefits of an insurance operation that applies the Takaful system: 
• the unity of insurer and insured due to their shared interests 
• lower 'moral' hazards 
• underwriting risks are geared to Muslim businesses, religious 

buildings and property which have little or no liquor liability, 
no open flames, no stained glass, etc. which impacts favorably 

H on the underwriting risks and hence on the rates; and 
^ • non litigious attitude- especially towards Islamic centers and 
^ schools. 

1-

g In combination, these positive factors should translate into 
lower premium rates for practicing Muslims who seek insurance 

5 from a Takaful company. However, bear in mind that insurance 
~ rates are filed with each state separately in the United States and 
^ thus may vary according to the local viewpoint of insurance regu-
^ lators and historical claims experiences. 
I As we examine the future of First Takafulsm USA in its intro-
w duction of Takaful services into North America, there are several 

particular challenges that must be confronted and surmounted. 
• While the Mosques and Islamic Centers are obvious targets for 

marketing Takaful services, most Islamic Centers are managed by 
volunteer or part-time personnel. The lack of full-time manage-
ment of these centers will be an inhibiting factor in the adoption 
of Takaful insurance to protect these religious buildings. 



• Likewise an absence of centralized management and a lack of 
linkages among national Muslim organizations will hamper the 
endorsement of Takaful insurance as the right principle of 
insurance. 

• Next, there seems to be a popular skepticism about Islamic 
financial services among the general Muslim population. 
Specifically, we have observed inertia towards embracing 
Takaful because most Muslims have no direct experience with 
or knowledge about Takaful. When something is unfamiliar, 
many people may be reluctant to change from their 'comfort 
zone'. However, the Believers are enjoined to follow the guid-
ance of the Holy Qur'an and Sunnah, which sets forth the basic 
tenets of mutual self-help and risk protection (Takaful). 

• In addition, we will be challenged by the contemporary regula-
tory environment and other barriers to entry into the highly 
competitive and capital-intensive insurance industry. 

• Finally, we face the substantial high costs of advertising and pro-
motion of insurance services nationwide in order to reach out to 
the edges of the Muslim community from Boston to San Diego. 

We are hopeful that the experiences of First Takafulsm USA 
may one day allow us to act as a resource to other emerging mar-
kets for the introduction of Takaful operations there. So far, there 
are no Takaful companies in Egypt, Pakistan, India, China, South 
Africa, the former Russian Republics, Morocco, Yemen and many 
other countries. Since the U.S. marketplace contains immigrants 
from nearly all Muslim countries around the globe, we have writ-
ten the First Takaful USA Training Guide and Resource Manual® to 
help educate those interested in Takaful operations. This training 
guide is available now through TUSA or the Bahrain Institute for 
Banking and Finance of Manama, Bahrain. 

The Divine guidance sent to mankind through the Prophet 
Muhammed (PBUH) includes directives on our collective response 



to perils and risk exposures. We are enjoined to organize our com-
munities in accordance with the age-old principles of Takaful. The 
Takaful system is a proven method of risk transfer and risk-sharing 
for the benefit of the entire community, and of course the benefit 
of each individual member. The rediscovery of these principles and 
their application to commercial property, casualty and liability risks 
for properties, businesses, religious buildings, schools, homes and 
commercial transportation, can bring about remarkable social, 
financial and spiritual rewards to the Muslim communities. 

We invite all Muslims to learn more about Takaful insurance, to 
inquire how Takaful is the right choice - the Islamic alternative to 
conventional insurance and eventually to become an active sup-
porter. We have discovered that First Takafulsm USA is more than 
an insurance entity, it also promotes true Takaful (solidarity) 
among Muslim members. 



Life Insurance: 
An Islamic Paradigm 

Dr. Mohd Ma 'sum Billah is a Lecturer at the Department of 
Business Administration, Faculty of Economics and Management, 
International Islamic University, Malaysia 

Introduction 

The purpose of a life insurance policy is not just to insure one's 
own life but is a financial transaction of undertaking a responsi-
bility towards protecting widows, orphans and other dependants of 
the deceased (assured) from future unexpected financial risk. The 
conventional system however, offers a life insurance policy which J 
may not be free from Riba (interest) or some other elements which u 
are not acceptable to Islamic teaching. | 

Based on the observation of the practices of life insurance 
under the conventional system, many Muslims and even some < 
Islamic scholars, diametrically oppose the idea of life insurance u 
without offering an Islamic alternative model to the conventional 2 
life insurance policy which would meet contemporary Muslim soci- ^ 
eties' expectations towards protecting widows, orphans and other 
dependants in the society from unpredicted future financial risk. 

Hence, an Islamic model of life insurance would not involve 
Riba, but would be operated on the principles of Mudaraba financ-
ing, Mirath (inheritance) and Wasiyah (bequest). In an Islamic 
model of life insurance, the nominee(s) is not an absolute benefici-
ary, but a trustee who has a duty to receive the benefits of the pol-

c 



icy and distribute them among the heirs of the deceased (assured) 
according to the principles of Mirath and Wasiyah. 

This paper seeks to provide a solution to the operation of an 
Islamic model of life insurance in contemporaiy Muslim societies 
and correct the misconceptions that some Muslims have placed 
against the validity of a life insurance to Muslims. 

The Central Idea 
A model of a life insurance under the Islamic discipline is quite dif-
ferent from one operated under the conventional system. An 
Islamic model of life insurance is a financial transaction based on 
the principles of al-Mudaraba financing, and relying on the princi-
ples of co-operation in undertaking a responsibility towards safe-
guarding widows, orphans and other dependants of the deceased 
(assured/policyholder) from unexpected future material risks. 

The nominee(s) in the life insurance policy, who is appointed by 
the assured, is not an absolute beneficiary(s] of the policy but a 
mere trustee who receives the benefits and distributes them among 
the heirs of the deceased (assured) according to the principles of 
mirath and wasiyah. If the assured is still alive upon the maturity 

^ of the policy period, he has a right to claim from the insurer the 
paid premiums, a share of the profits made over the paid premiums 

< and a bonus and dividends according to the company's policy. 
0 But if the assured dies at any time before the maturity of the 
1 policy, the claim of the nominee(s) includes the paid premiums, a 
J share of the profits made over the paid premiums, a bonus and div-
^ idends according to the company's policy plus a donation from the 

company's charitable fund according to the financial condition of 
the beneficiary(s) of the assured. 

The death of the assured does not necessarily have to be natu-
ral or accidental, but may be any cause of death (even an unlaw-
ful death such as suicide or being killed during the commission of 
a crime etc), so long as the death of the assured is proved. This is 



because the deaths of creatures are determined by Allah (SWT) as 
in the Holy Quran: 

"No soul can die except by the permission of Allah (SWT), the 
term being fixed (by Allah SWT...." (3:145) 

Moreover, for the commission of suicide or any other crimes, 
the doer him/herself is solely accountable to Allah (SWT) for 
his/her own act. 

Thus, it does not mean that a criminal will simultaneously be 
accountable for his own wrongful act and also deprived of other 
rights. It is a fundamental right of everyone who lives in the soci-
ety to enjoy any transaction for business and other matters that 
they may lawfully require. Such personal rights are due to every-
one equally, regardless of whether one is innocent or a criminal, so 
long as one enjoys the rights within the law. 

Hence, a life insurance policy is a transaction whereby the 
assured's beneficiary(s) should not be deprived because of the 
assured's criminal act (i.e., commission of suicide, or being killed 
for a wrongful act etc.). 

The agent in a life insurance policy is not supposed to be paid 
(a salary) out of the assured's premiums because they work for The 
company and thus they should be paid by The company. For exam-
ple, as life insurance policies are based on the principle of 
Mudarabah, the involved parties, i.e. insurer, assured and agents 
share, the profits of the business which is partly run by the 
assured's paid premiums. 

Therefore, the interest for the agents in a life insurance policy 
is a share of the profits made over the assured's paid premium, plus 
a dividend and bonus according to the company's policy. With 
regard to the insurable interest in a life policy under the Islamic 
model, the policyholder himself has an insurable interest if he is 
still alive upon the expiry of the policy period. If the assured dies 



at any time within the poHcy period, the insurable interest is vest-
ed in the heirs of the assured according to the principles of mirath 
and wasiyah. 

Rational Outlook 
Having a life insurance policy does not mean just insuring one's 
life but is a fair financial transaction for the benefit of certain help-
less people in society. The rationale behind having a life insurance 
policy can be summed up as follows: 
• It is one of the means used to provide a material safeguard for 

the offspring of the deceased and it is thus in line with the say-
ing of the Holy Prophet (SAW): 

" It is better for you to leave your offspring wealthy than 
to leave them poor, asking others for help" (Narrated by 
Sayid bin Abi-Waqqas (R)) 

• Having a life insurance policy is a future material security for 
widows and other dependants of the deceased (assured). The 
Holy Prophet (SAW) in fact encouraged the provision of secu-
rity for widows and poor persons, as we read in one of his 
Traditions: 

"One who looks after and works for a widow and for a poor 
person (dependant), is like a warrior fighting for the cause 
of Allah (SWT), or like a person who fasts during the day 
and prays throughout the night". (Narrated by Safawan bin 
Salia (R)) 

• A life insurance policy guarantees future material protection 
for orphans, and it is again justified by the saying of the Holy 
Prophet (SAW): 

" I and the person who looks after an orphan and provides 
for him will be in paradise like this" (putting his index and 
middle finger together) 

• Having a life insurance policy ensures that certain persons 
(widows, orphans, etc) will have protection from unexpected 



future material difficulties, which may result in hardship for 
those people. The Holy Prophet (SAW) advised the people to 
protect one another from any form of hardship and difficulties 
when he said to the people: 

"Whoever removes worldly grief from a believer, Allah 
(SWT) will remove from him one of the griefs of the Day of 
Judgement. Whoever alleviates the problems of a needy per-
son Allah (SWT) will alleviate his problems in this world 
and the next " (Narrated by Abu Huraira (R)) 

Having a life insurance policy is like taking the initiative 
towards reducing poverty and contributing towards a comfort-
able life. It is thus justified by the Qur'anic principle whereby 
Allah (SWT) advised His creatures to seek from Him a comfort-
able life. He (SWT) says: 

"... Our Lord! Give us a comfortable life in this world and 
a comfortable life in the Hereafter ..." (2:201) 

A life insurance policy ensures co-operation, brotherly feeling 
towards others and a positive status which together guarantee 
brotherhood in the society. For example, once an assured pays 
his premium this enables the insurer to invest and make a prof-
it, while the insurer ensures financial protection for his benefi-
ciary(s). Such financial co-operation leads to brotherhood 
among people in a positive sense and makes for economic 
progress. Moreover, having a life insurance policy is a positive 
initiative by the assured towards a positive material status for 
widows, offspring, etc. Hence, such co-operation towards a pos-
itive goal is, in fact, ruled by Allah (SWT) where He (SWT) says: 

"Sustain in co-operation among yourselves in righteous-
ness and piety". (5:3) 

Finally, having a life insurance policy is like taking an initia-
tive towards ensuring a self-reliant society and, of course an 
economic growth in the society, which may altogether elimi-



nate hardships and bring a standard of comfortable life in the 
society. It is thus in line with the Qur'anic principle whereby 
Allah (SWT) Himself prefers easy life for the creatures rather 
than being in difficulty. He (SWT) says: 

"... Allah (SWT) intends easy life for all of you, while He 
does not want you to be in difficulties..." (2:185) 

Life Insurance: 
The Conventional System and the Islamic Model— A Contrast 

The purpose of scrutinising this point is to discover the basic con-
trast between the conventional system of life insurance and the 
Islamic model of it. This is because some scholars and many 
Muslims are of the impression that life insurance is totally prohib-
ited in Islam. This is because of the way life insurance is operated 
in the conventional system. It is be acknowledged here that even 
though in both the conventional systems and in Islam, a notion of 
life insurance is being designed, there are undoubtedly several 
aspects whereby both systems are in conflict in both principles and 
practice. I would therefore, like to sum up the basic contrasts 
between them, which may enable us to grasp the nature of the 
Islamic model of a life insurance policy as an alternative to the one 
which is practised under the conventional system. The basic con-
trasts are as follows: 

• A life insurance policy under the conventional system contains 
elements of Riba, whereas an Islamic model of life insurance 
policy is totally free from elements of riba, being operated on 
the principle of mudharaba financing. 

• In a conventional system of life insurance, the nominee(s) is an 
absolute beneficiaiy(s). Suffian J., in Re Man bin Mihat, gave 
the verdict that, the nominee(s) inter alia in a life insurance 
policy takes absolutely and exclusively the benefits of the pol-



icy. In contrast, the nominee(s) in a life policy under the Islamic 
model is not an absolute beneficiary(s) but a mere trustee, who 
is in a position to receive the benefits of the policy on behalf 
of the assured's heirs and distribute it among them according 
to the principles of mirath (inheritance) and wasiyah (bequest). 
In Karim V. Hanifa, The High Court of Karachi ruled that the 
nominee(s) in a life insurance policy is nothing more than an 
agent. The National Council of Muslim Religious Affairs in 
Malaysia, also issued a Fatwa to the same effect in 1979, that 
the nominee(s) in a life insurance is a mere trustee who is sup-
posed to receive the benefit of the policy and distribute it 
among the heirs of the assured, according to the principles of 
mirath and wasiyah. 

The idea of a conventionally designed life insurance policy is that 
if the assured dies at any time before the maturity of the policy, the 
nominee(s) is entitled to recover from the insurer the whole amount 
agreed in the policy. While if the assured is alive at the expiry of 
the policy period, he is also entitled to the whole amount agreed in 
the policy, plus the interest, dividends and bonus, subject to the 
company's policy. 

On the contrary, the paradigm of an Islamic model of life insur-
ance is that if the assured dies at any time before the policy 
matures, the beneficiary(s) is entitled to recover from the insurance 
company the whole amount of paid premiums, the bonus and div-
idends according to the company's policy and a share of the prof-
its made on the paid premiums, plus a donation from the compa-
ny's charitable fund according to the financial status of the 
beneficiary(s) (i.e. if the beneficiary(s) is financially in good condi-
tion the amount will be less, but if the beneficiary(s) is financially 
weak and unstable the amount could be greater). Such a transac-
tion is considered as co-operation towards the welfare of the help-
less people in society, and it is thus in line with Qura'nic principles. 



Allah (SWT) says: 
"... Co-operate among yourselves in righteousness and piety.." 

However in the case that the assured is still alive upon the 
expiiy of the policy period, the assured is entitled to recover from 
the company the whole amount of the paid premiums, a share of 
the profit made on the paid premiums according to the principle of 
Mudaraba bonus and dividends according to the company's policy. 

In the operation of a life insurance policy under the convention-
al system, the payments for the agents are to be paid out of the 
assured's paid premiums. Whereas under the Islamic model of a life 
insurance policy the agents work for the company and thus they 
should be paid by the company itself. This means, the payment for the 
agents could include a share of the profits made on the paid premi-
ums, plus dividends and bonus according to the company's policy. 

As regards the insurable interest, under the conventional sys-
tem it is vested in the policyholder himself, should he be alive upon 
the expiiy of the policy period. But in the case of the death of the 
assured within the period, the insurable interest will be paid to the 
husband or wife, parents or children, benefactor or beneficiary, or 
servant, company and director, trustee or employee, partners, mort-
gagor and mortgagee, according to the policy. 

In contrast, under the Islamic model, insurable interest is vest-
ed in the assured himself or in his heirs, according to the principles 
of mirath and wasiayah. 

Basic Governing Principles of Life Insurance 
In the islamic Economy 

It has been established seen from the earlier discussion that a life insur-
ance policy under the Islamic model is different from that practised 
under the conventional system. Here I wish to propose the following 
basic governing principles for the Islamic model of life insurance: 



Prior to entering into a life insurance agreement, the assured 
must make sure his sincere intention towards the policy is not 
for a chance to gain, but to protect his family and other from 
unexpected future financial risk. Simultaneously, he also has to 
make sure that he puts his trust only to Allah (SWT) for the bet-
terment of those dependant's future lives. Such an attitude is in 
line with the advice of the Holy Prophet (S.A.S): 
"The Holy Prophet (SAW) told a Bedouin Arab who left his 
camel untied trusting to the Will of Allah (SWT): Tie the 
camel first, then leave it to Allah (SWT)" 
The life insurance policy should not be involved with riba but 
based on the principles of Mudaraba financing whereby the 
insurer as well as the assured or his beneficiaries share the prof-
its, bonus and dividends accordingly. 
In the case of the assured's death at any time during the poli-
cy period, the beneficiary(s) of the assured should not receive 
the whole amount but only the paid premiums, a share of the 
profits made on the paid premiums, a bonus and dividends, 
plus a donation from the company's charitable fund according 
to the beneficiary(s)' financial condition. 
In the event of the assured living till the expiry of the policy 
period, the assured can only claim from the company the paid 
premiums, a share of the profits made on the paid premiums, 
plus a bonus and dividends according to the company's policy. 
The nominee(s) in a life insurance policy does not necessarily 
have to be an absolute benefidary(s) but is a mere trustee who 
is under a duty to receive the benefits from the insurer and dis-
tribute them among the heirs of the assured according to the 
principles of Mirath and wasiyah. Hence, should the nominee(s) 
fall into the category of heirs of the assured, he/she is also enti-
tled to a portion accordingly. 

The agents in a life insurance policy should not be paid out of 
the premiums paid by the assured, but out of the profit made 



on the paid premiums by the company itself. This is because the 
agents are not working for the assured but for the company. 

• As regards the investment of the paid premiums, Adil Salahi 
suggested that the company (insurer) is under an obligation to 
invest the paid premiums in a lawful business which is free 
from the elements of riba, gambling, and other forms of unlaw-
ful transactions which are contrary to divine principles. 

• The insurable interest in a life policy should be paid to either 
the assured himself (should he be alive upon the expiry of the 
policy period) or the heirs of the assured (should the assured die 
at any time within the policy period) according to the princi-
ples of mirath and wasiyah. 

Misconceptions 
Many Islamic Scholars oppose the idea of life insurance. The con-
clusion of their arguments is that life insurance is contrary to the 
Divine principles and thus it is not permissible in Islam. There are 
other scholars who agree to general insurance with certain condi-
tions, but are extremely opposed to the application of life insur-
ance. In this section, however, I would like to highlight the oppos-
ing views of the scholars against the validity of life insurance in 
today's society. 

Among the opponents against the validity of life insurance are 
Mufti Mohd Bakhit, Mohd Abu Zuhra, Mohd Musa, Ahmad 
Ibrahim, AlHanafi, Ibn Abdeen, Sheikh Shaukat, Khan Mohd Yusuf 
Musa, Shaukat Alyan, Ahmad Fahmi, Ahmad Taha Sanusi, Abdur 
Rahman Isa, and All Khaleef; and a few others, including Al-
Sheikh Jad Al-Haq Ali Jad Al-Haq strongly oppose the idea as well 
as the operation of life insurance policy in the light of Divine 
Sanctions. Their judgement is that life insurance is absolutely 
opposed to the Sharia and thus it shall not be permissible, per se, 
in Islamic teachings. 



Grounds For the Opposing Views 
The grounds for opposing the vaUdity of life insurance are, in fact, 
based on many reasons. Here I would like to sum up some princi-
pal grounds on which scholars and many Muslims are reluctant to 
accept a life insurance policy under the shield of Islamic teachings. 
Their arguments are based on the following grounds: 
• It is a policy of insuring one's life. Sheikh Jad al-Haq gave a 

fatwa against the validity of life insurance because it is a trans-
action, which ensures one's life, and insuring one's life is not 
permissible in the Sharia. 

• A life insurance contract involves unlawful elements. A con-
tract which involves unlawful elements can never be binding as 
the holy prophet (SAS) says: 

"... Muslims are bound by contracts, except contracts which 
prohibit what is permitted or permit the prohibited." 

• It contains the element of Riba. There are many scholars who 
oppose the validity of life insurance because it contains the 
elements of both kinds of riba, riba al-fadhl and riba al-nasiah. T3 

E 

Eg, if the insurer pays the insured or his beneficiaiy(s) in return | 
for paid premiums, more than what he paid, it becomes Riba al- o 
Fadhl, while payments by the insurer to the assured after a par- | 
ticular period of time are riba al-nasiah. Both these situations 
make a life insurance policy unlawful because any transaction < 
which involves riba is not permitted by the Sharia. a 

"... Allah (SWT) permitted trade but prohibited Riba..." 2 
It supersedes the Will of Allah (SWT). In a life insurance policy, 
from the commencement of the contract between the insurer i l 
and the assured, the assured always aims that upon his death, 
his beneficiary(s) gain a large amount of money. In such a situ- ^ 
ation, the assured predetermines his own death, as well as con-
firming the material gain for his beneficiaiy(s). Whereas, Allah 
(SWT) is the One who determines one's death as well as future 
earnings. Allah (SWT) reminds of this: 



"...Nor does anyone know what it is that he will earn on the 
morrow, nor does anyone know in what land he is to die; 
verily Allah (SWT) has full knowledge and He is acquaint-
ed (with all things)". 

• It contains an element of betting. In betting, the better always 
hopes for a chance to gain. Similarly in a life insurance policy, 
the assured upon the payment of premiums to the insurer he 
always hopes for a chance of gaining a large amount of money. 
Hoping for such a chance is similar to gambling and thus 
Sharia never recognises it as a valid transaction. 

• It has elements of Gharar (uncertainty). Any contract which 
involves gharar (uncertainty), the contract is deemed to be null 
and void ab initio. In a life insurance contract, the subject mat-
ter is death and it is not certain whether the assured's death will 
occur during the policy period or not. Thus, such uncertainty in 
the life insurance policy makes the policy invalid. Moreover, a 
transaction which involves gharar, is prohibited in the Islamic 
discipline. A Hadith of the Holy Prophet states: 

^ "The Holy Prophet (SAW) forbade the transaction through 
y fraudulent means or the Gharar sale". 
I ' I t contains the element of gambling: In gambling, the gambler 

pays a certain amount of money and subsequently hopes for a 
< chance to gain an additional large sum of money. Any trans-
y action which involves such elements is prohibited in the Sharia 
I as Allah (SWT) says: 
^ "...They ask thee concerning wine and gambling, Say in 
£ them is great sin..." 

Similarly, in a life insurance policy, the assured always hopes 
for a chance to gain, which is of the same nature as gambling and 
thus it is prohibited in Islamic Sharia. 

There is no direct authority that justifies life insurance. There 
are some that do not accept life insurance as a valid transaction. 
They claim that life insurance is a transaction which cannot be jus-
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tified by any injunction in either the Quran or the Sunna. 
• It is contrary to the principles of Tawakul - putting trust in 

Allah (SWT). It is a fundamental obligation of the believers, in 
conformity with their faith, to put their trust always in Al-
mighty Allah (SWT). As Allah (SWT) commanded: 

"...but in Allah (SWT) put your trust (tawakkul) if you have 
faith" 

In a life insurance policy, the assured enters into an agreement 
and pays regular premiums with the hope that one day he will die 
and the insurer will protect his beneficiary(s) financially. In this 
case, the assured puts his trust, not in Allah (SWT), but on the 
insurer, which is contrary to the Qur'anic principle of tawakkul and 
therefore a life insurance policy should be deemed to be unlawful. 
• It is contrary to the principles of Mirath and Wasiyah. It is a 

divine principle of Mirath and Wasiyah that one's property and 
wealth, at his death, are, inter alia, to be distributed according 
to the principles of Mirath and Wasiyah. In the light of these 
principles, the deceased has no jurisdiction to determine the 
beneficiary(s) upon his death of his property and wealth as well. 
In a life insurance policy however, the assured nominates the 
beneficiary(s) who are expected to enjoy with the benefits over 
the policy. It seems that the assured determines the benefici-
aiy(s). Thus it is contrary to the principles of Mirath (inheri-
tance) and Wasiyah (bequest). 

Sheikh al-Azhar Al-Sheikh Jad-al Haq Ali Jad al-Haq, responded in 
a Fatwa session on the position of life insurance in the Islamic 
Sharia, which appeared in Al-Iqtisadul Islami July 1995, in the 
Fatwa column, at page 60. In his Fatwa, he establishes that a life 
insurance policy is prohibited in the Islamic Sharia. His claim is 
based on the following grounds: 
• In the light of the principles of the Islamic Sharia no one may 

ensure others' wealth or property unless there is a fear of unjust 



enrichment, losses or destruction. In a life insurance policy, 
those three circumstances are not available. Moreover, a life 
insurance policy involves the elements of riba and therefore it 
is not allowed in Islam. 

• A life insurance policy ensures one's life, and thus is not per-
missible in Islam. 

• A life insurance policy involves the element of Al-Garar 
(uncertainty). A transaction, which involves gharar, is not valid 
in Islamic Sharia and therefore a life insurance is unlawful. 

• Moreover, he went on to say that, a life insurance contract 
evolves not around co-operation, but with unlawful elements 
and if a contract evolves around such elements, it is null and 
void, according to the narrated Hadith (in Tirmidi): 

"...Muslims are bound by conditions except conditions 
which prohibit the permitted one or the one which permits 
the prohibited one". 

Finally, he advised Muslims that they should not take out a life 
insurance policy because anyone who obtains money from such a 
policy is haram. 

Refuting the Misconceptions 

There are different grounds, relying on the Divine authority, 
authenticity and analytical approaches, put forward by the distin-
guished Islamic scholars in opposing life insurance in the light of 
the Sharia. I sincerely feel, and humbly believe, that if those schol-
ars would use their valuable time concentrating on the issue of life 
insurance without looking at the nature of what the conventional 
system operates and consider the material risk of unfortunate 
orphans, widows and other dependants, who may unexpectedly 
lose their breadwinner, surely they would come up with an alter-
native, Islamic model of life insurance, justified by Divine sanc-
tions those dependants from risk. This would also help eliminate 
poverty and guarantee economic growth in the Muslim society. 



In this section, however I would like to answer the views put 
forward by opponents of the validity of life insurance to distin-
guish a life insurance policy under the Islamic teaching from one 
operated under the conventional system. 

General Response 
Taking out a life insurance policy does not mean just to ensuring 
one's life, but is a mere financial transaction based on the princi-
ples of Mudarabah, relying on the Qur'anic doctrine of co-opera-
tion. It means taking an initiative towards rescuing orphans, wid-
ows and other dependants of the deceased from an unpredicted 
future material risk. In a life policy the insurer and the assured 
believe, prior to entering into the agreement that, every creature is 
subject to death and thus the assured also will also meet his/her 
own death. In other words, a life insurance policy means taking an 
initiative for the financial security of orphans and so on, which has 
nothing to do with insuring one's life as claimed by some. 
Moreover, engaging in a life insurance policy is like taking part in 
the future welfare of off-spring, widows, and dependants and is 
highly justified by the doctrine of the following Ahadith: 

"Narrated by Saad bin Abi Waqqaa (R)... the Holy Prophet 
(SAW) told a woman..At is better for you to leave your offspring 
wealthy than to leave them poor, asking others for help..." 

"Narrated by Suffwan bin Salia (R), the Holy Prophet (SAW) 
said that one who looks after and works for a widow and a 
poor person is like a warrior fighting for Allah's cause or.... 
fasts during the day and prays through the night". 

Relying on the above justifications, it can be seen that life insur-
ance policy does not just mean to insure one's life but is a great 
contribution towards the future welfare of orphans, widows and 
other dependants. 



• A life insurance contract does not involve unlawful elements 
like gharar, riba, gambling etc., as claimed by some. It is a law-
ful financial transaction, whose subject matter is the assured's 
death, which is not uncertain (gharar) nor does the assured 
hope for gain (as in gambling), but he is taking an initiative for 
the future welfare of orphans, widows and so on. It is a finan-
cial deal based on the principles of mudaraba financing, 
whereby the parties involved share the profit on the paid pre-
miums, not getting interest, which is different from the one 
under the conventional system, which is interest (Riba) based. 
Since the life insurance contract does not involve unlawful 
elements, it is thus lawful and binding because the Holy 
prophet (SAW) said: 

"Muslims are bound by their contracts, except those which 
prohibit the permitted or vice-versa". 

m " A life insurance policy does not involve the element of riba as 
^ claimed by some scholars, but is a financial transaction in line 
ig with the principles of co-operation, based on the principles of 
^ Mudaraba financing whereby both the insurer and the assured 
a enjoy a share of the profits made on the paid premiums plus 
1 dividends, and a bonus, as well as a donation which is subject 
- to the financial condition of the assured's beneficiary(s). Thus, 
< such a transaction of co-operation is in line with the Qur'anic 
u principle: 
2 "...co-operate ye with one another in righteousness and 
£ piety..." 
^ ' A life insurance policy does not supersede the will of Allah 
"" (SWT), nor is it contrary to the principles of Taqdir (fate). Some 

have argued that the assured in a life insurance policy deter-
mines his death event while he ensures the future financial gain 
of his beneficiary(s), meanwhile putting his trust in the insurer 
for the financial protection of his beneficiary(s). All these situ-
ations are claimed to be trying to overrule the power of Allah 



(SWT). In responding to these arguments, in a life insurance 
policy, the assured believes that he will surely die, which does 
not mean that he determines his death event, and such a belief 
is in line with the Qur'anic injunction: 

"Every soul shall have a taste of death..." 
The assured in a life policy does not determine the future finan-

cial condition of his beneficiaiy(s), but he takes an initiative 
towards rescuing his offspring etc, from future material risk. This is 
also in line with the tradition of the Holy Prophet (SAW): 

"Narrated by Abu Huraira (R) the Holy Prophet (SAW) said 
.. Whoever takes an initiative to alleviate one's (inter alia 
material) difficulties, Allah (SWT) will lighten his difficul-
ties in this world and the next...". 

Moreover, the assured does not put his trust in the insurer to 
protect his beneficiary(s) materially, but he is in a financial agree-
ment with the insurer for co-operation in looking after the future 
welfare of his beneficiaiy(s), and this is justified by the Qur'anic g 
principle of co-operation: 

"...co-operate ye with one another in righteousness and ^ 
piety..." a 

• A life insurance policy does not involve elements of betting. | 
Mustafa Al-Zarqa said that in betting, the better always hopes 
for the chance of gain, and there are no elements of co-opera- < 
tion in it; rather it is some sort of competition. In contrast, a a 
life insurance is based on the principle of co-operation, in 2 
which the assured is not hoping for a chance to gain but works J 
for the welfare of the orphans, widows and other dependants ^ 
which is in line with the sayings of the Holy Prophet (SAW) ^ 
quoted above. 

• A life insurance policy does not involve elements of gambling, 
because a life insurance policy is for the purpose of material 
welfare for the orphans, widows and dependants, whereas gam-
bling is a game of chance, whereby the gambler always hopes 



for gain. Therefore, a life insurance policy is the opposite of 
gambling, as fire is opposed to water. Al-Dareer acknowledged 
that, in an insurance policy there is safety against danger, 
whereas gambling creates danger. This therefore raises the 
question, "how can an insurance policy be equivalent to gam-
bling?" 

• There is no element of uncertainty (gharar) in a life insurance 
policy, because in a life insurance policy, the subject matter is 
the death of the assured. The assured believes that he will die 
one day, as ordained in the Holy Qur'an, and thus, it is not 
uncertain (ghrarar). Moreover, the sharing of profits on the paid 
premiums is also not uncertain, because a life insurance policy 
is based on the principles of Mudaraba, whereby if the assured 
dies within the policy period, the beneficiary(s) will get the ben-
efits according to the principles of Mudaraba. But if the assured 
is still alive upon the expiiy of the policy period, he is also enti-

^ tied to the claim according to the principles of Mudaraba. In all 
these situations, the subject matter, the object and considera-
tion (premiums) of the transaction are clear and not uncertain. 

• Even though there are no express authorities in the Qur'an or 
Sunna mentioning life insurance, there are a number of author-
ities in the Qur'an and Sunna which justify a model of life 
insurance for Muslims which is quite different from the one 

o operated under the conventional system. For example, a life 

£ 

2 insurance policy based on the principle of co-operation is jus-
tified by the Qur'anic injunction at 5.2. It is operated on the 
principles of Mudaraba financing, which is justified by the 
Sunna of the Holy prophet (SAW) and there are many other 
authorities which justify different aspects of life insurance, as 
mentioned earlier. 
Some argue that, a life insurance policy is contrary to the prin-
ciples of Tawakkul (putting trust in Allah {SWT}), because in a 
life insurance policy, the assured puts his trust not in Allah 



(SWT) but on the insurer who is expected to protect the bene-
ficiary(s) financially. In responding to this argument, it is nec-
essary to point out here that a life insurance policy is not con-
trary to the principle of tawakkul. It is a policy whereby the 
assured takes an initiative for the welfare of his off spring and 
so on, in which he mutually agrees with the insurer that the 
insurer will undertake to provide material assistance in consid-
eration of the paid premiums. Simultaneously, the assured puts 
his trust only in Allah (SWT) for the betterment of his benefi-
ciaries' future life. Thus the assured does not rely on the insur-
er, but on Allah (SWT). This is in line with the saying of the 
Holy Prophet (SAW): 

"The Holy Prophet (SAW) told a Bedouin Arab who left his 
camel untied, trusting it to the will of Allah (SWT): Tie the 
camel first, then leave it to (put your trust in) Allah 
(SWT)." 

A life insurance policy is not contrary to the principles of g 
Mirath (inheritance) and wasiya (bequest). In a life insurance 
policy, the assured nominates a particular person(s) as a nomi-
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nee(s), who is nothing more than a trustee, and who is under a y 
responsibility to receive the benefits of the policy on behalf of 
the heirs of the assured and distribute them among the heirs in 
accordance with the principles of Mirath and Wasiyah. Hence, 
the nominee(s) are only entitled to a portion of the benefits of u 
the policy if he/she falls under the category of heir of the " 
assured. c 

Response to the recent Fatwa of Sheikh Al-Azhar 
Sheikh Azhar Al-Sheikh Jad al-Jad All Jad al-Hag, acknowledged 
in a fatwa session recently that a life insurance policy is, in the 
light of Sharia, unlawful (haram). His reason for this decision was 
based on few grounds (as mentioned earlier). In this section, I 
would like to offer a humble response to the grounds that the hon-



ourable Sheikh has put forward as a basis for opposing the validi-
ty of life insurance. The responses are as follows: 
• In the Sharia, no one has a right to insure others' property 

unless there is a fear of unjust enrichment, loss and destruction. 
In a life insurance policy, the insurer insures a benefit on the 
paid premiums (by the assured) for the welfare of the benefici-
ary(s) of the assured in the unexpected event of the assured's 
death (loss of life) and also against the fear of the loss of the 
beneficiary's(s) material stability upon the death of assured. In 
the above situation the life insurance policy contains an ele-
ment of loss. Abu Jaib has pointed out that an insurance poli-
cy is as a compensation for any loss incurred by the insured. It 
is not for a profit nor a gain, as in betting. Hence a life insur-
ance policy is not contrary to the Sharia. 

• A life insurance policy does not involve elements of Riba but is 
a financial transaction based on the principle of Mudarabah, 

^ relying on the principle of co-operation, which is jusfified by a 
Qur'anic sanction. Allah (SWT) says: 

"Co-operate ye with one another in righteousness and 
piety". 

• A life insurance policy does not mean to insure one's life but is 
a financial transaction towards the welfare of orphans, widows 
and other dependants. Such an initiative is, in fact, justified by 

cn 
U the sayings of the Holy prophet (SAW). He (SAW) said in the 

following hadiths: 
"Narrated by Sahad bin Said (R), the Holy Prophet (SAW) 
said, I and the person who looks after an orphan and pro-
vides for him will be in paradise." 

"Narrated by Abu Huraira (R) the Holy prophet (SAW) said, 
"Whosoever takes initiative to alleviate one's (inter alia 

financial) difficulties, Allah (SWT) will lighten his difficul-
ties in this world and in the hereafter". 



"Narrated by Saffwan bin Salia (R), the Holy Prophet (SAW) 
said: The one who looks after and works for a widow or for 
a poor person is like a warrior fighting for the cause of 
Allah (SWT) or like a person who fasts during the day and 
prays throughout the night". 

"Narrated by Saad bin Abi Waqqas (R) the Holy Prophet 
(SAW) said: It is better for you to leave your off spring 
wealthy than to leave them poor, asking others for help." 

• A life insurance policy does not contain any element of gharar 
(uncertainty). The assured believes that the subject matter of 
life insurance is his death, which is certain. Moreover, the ben-
efits of the policy in consideration of paid premiums are also 
available and are certain according to the principle of 
Mudaraba. Hence, it is a misconception that a life insurance 
policy involves the element of gharar. 

• A life insurance contract does not involve unlawful elements 
like uncertainty, gambling, Riba etc, which would make the 
contract unlawful, as claimed by Sheikh al-Azhar. It is a mutu-
al financial contract which is free from the above unlawful ele- | 
ments (as proved in the earlier discussion), and therefore, it is 
binding, as justified by the saying of the Holy Prophet (SAW): < 

"Muslims are bound by their contracts except those which a 
prohibit the permitted or permit the prohibited...." ™ 

i/i 

For the above reasons, I would like to submit that the Sheikh iH 
al-Azhar in his conclusion of his fatwa, that Muslims should not 
engage in life insurance policies because it is haram (unlawful) is 
rebuttable. I therefore hope that the Muslims will understand the 
clear concept of the validity of life insurance, which may enable 
them to apply it accordingly and gain benefits from it rightly. 
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Further Grounds for Justifying a Life Insurance Policy 
From the earlier debates and justifications based on various author-
ities, it has become quite clear that a life insurance policy designed 
under the Islamic model is an alternative solution to a convention-
al life insurance policy for contemporary Muslim societies. 
Nevertheless, I would also like to present a few other grounds, to 
justify that a life insurance policy while not permissible for the pur-
pose of luxury, is permissible and encouraged for the Muslims in 
order to ensure economic growth and stability among the Muslim 
societies of today. Further grounds for the justification of a life 
insurance policy, are as follows: 
• A life insurance policy is similar to a contract of Wadiah 

(deposit), whereby two parties in a financial transaction engage 
in an agreement that one party deposits money as an amana 
(trust) to the other party to be kept for the purpose of safety. A 
Wadiah is justified by the Qur'anic injunction whereby Allah 
(SWT) commanded Muslims to fulfil their trusts (of inter alia 
Wadiah). Allah (SWT) ordained: 

"Allah SWT commands that you render back your trusts to 
o those to whom they are due..." 
^ • A life insurance policy as a financial transaction had been dealt 

by the people before Islam under the doctrine of Aqilah as an 
< urf (custom) and this was accepted by the Holy Prophet (SAS). 
u The people, of every tribe used to deposit a certain amount of 
2 money for paying blood money as compensation on behalf of 
^ the killer of their own tribe to the heirs of the victim of anoth-
tH er tribe. Such a custom was deemed to bring benefit to the soci-

ety. Any custom which is beneficial to the society is permissi-
ble in Islam, as justified by the saying of the Prophet (SAS): 

"Whatever Muslims are good, it is good towards Allah 
(SWT)." 

• A life insurance policy is based on the sanction of co-opera-
tion; likewise the doctrine of Aqila was also based on co-oper-



ation, and therefore Zarqa and Alwan accepted the idea that 
there is a great similarity between insurance and aqila in the 
sense of co-operation. 
Every transaction is originally acceptable, unless one involves 
an unlawful element. Relying on this principle, it is admitted 
that in a life insurance policy based on the Islamic model, the 
elements contained are in line with the Sharia and therefore it 
is undoubtedly lawful. 
A life insurance policy is for the purpose of sustaining public 
interest. For example the purpose of a life insurance policy is 
to protect orphans, widows and other dependants of the assured 
from future material risk and thus it is a transaction to be jus-
tified by the doctrine of Masala al-mursala (public interest). A 
transaction which is in the public interest is lawful, because it 
eliminates hardship and provides a comfortable life for human 
beings, which is in line with the Qur'anic injunction: 

"...Allah (SWT) intends every facility (inter alia comfortable 
life) for you; He does not want to put you to difficulties..." 

A life insurance policy is not a gain based on chance, but a pol-
icy for providing compensation for damages or losses incurred. 
This is because it is an agreement between the insurer and the 
assured that, if the assured dies within the policy period, the 
insurer will pay an amount of money in consideration of paid 
premiums to the beneficiaiy(s) of the assured. Such payment is 
a compensation for the loss of opportunity of future earnings 
by the breadwinner (assured) due to his death. To provide such 
compensation is like the co-operation which is commanded by 
Allah (SWT): 

"co-operate with one another in righteousness and piety..." 
A life insurance policy is similar to a retirement pension 
scheme. Alzarqa and Al-Alwan apparently discovered that all 
contemporary scholars agreed on the validity of retirement 
pension scheme. Adil Salahi similarly acknowledged that "All 



scholars and seats of Islamic learning approve of the concept of 
pensions because it gives the subscriber security for himself 
and his family in the difficult circumstances of his leaving work 
or in case of death". Mr Salahi, relying on his acknowledge-
ment, poses a question: "Why should family security be lawful 
in one system and not in the other when the method of opera-
tion is practically the same?" 

Relying on the above justifications it is to be admitted that a life 
insurance scheme is like a retirement pension scheme (which had 
been widely introduced during the period of Saidana Omar (R)) and 
therefore, it is not an unlawful transaction. 
• A life insurance policy is also justified on the principle of 

necessity (Darurah). For example, it is an important task for the 
guardian to work for the welfare of his own dependants. 

It is also to be noted that in the case of necessity, a prohibited act is 
permitted in the Islamic discipline, as Ibn Nawjeem stated in his book 
Al-Asba Wan-Nazaira that "Necessity permits an unlawful act". 

A life insurance policy, of course, does not involve an unlaw-
ful transaction but, if other arguments fail, why not base it on the 
principle of necessity? 
• A life insurance contract is a binding promise. In the light of 

Islamic jurisprudence, a promise either unilateral or bilateral, is 
binding, as ordained in the Holy Quran: 

" 0 ye who believe! Fulfil all agreements" 
According to Imam Malik (R) founder of the Maliki School of Law, 
every binding promise is lawful, therefore every insurance contract, 
since it contains a binding promise is lawful. In other words, in a 
life insurance contract, there is an agreement between the assured 
and the insurer which is a binding promise towards the protection 
of widows, orphans and so on from future material risk and such a 
binding promise justifies a life insurance contract being valid. 
• A life insurance contract involves an element of donation. This 

is because the assured pays regular premiums for the protection 



of his beneficiaryfs), and such payments of the premium is like 
a donation for helpless people. Moreover, once the insurer pays 
an amount of money together with an additional amount from 
the charitable fund to the beneficiary(s) of the assured in con-
sideration of the paid premiums this also involves elements of 
donation. A donation is lawful in Islamic jurisprudence as jus-
tified by the practices of the Prophet (SAW): 

"The Prophet (SAW) used to accept presents (donations)" 
Relying on the above Hadith, and that it is admitted that a life 
insurance policy does involve an element of donation, therefore 
such a policy is lawful in the Islamic discipline. 

Final Remarks 
The analysis shows that conventional and Islamic types of insur-
ance design a life insurance policy on different models. There are 
many aspects on which both systems agree, but there are some on 
which the two systems disagree. In this section, I would like to give 
a summary of the aspects on which the conventional and Islamic 
model are in contrast. Finally I wish to express an aspiration for the 
future application of Islamic life insurance. 

Summary of the Research 
A life insurance policy under the Islamic model is different from 
the one which is operated under the conventional system. A life 
insurance policy under the conventional system involves inter alia, 
Riba, as opposed to the principles of Mirath and Wasiyah, payments 
made to agents out of the paid premiums, etc. 

In contrast, a life insurance policy under the Islamic model is 
like a pension scheme, which is operated on the principles of 
mudaraba financing, does not clash with the principles of Mirath 
and Wasiyah, as highlighted earlier, and the payments to the agents 
are paid by the insurer out of the profit made on the paid premi-
ums. The insurable interest in life under the conventional system 



can be vested in those who are not necessarily heirs of the assured. 
In contrast, an insurable interest in life under the Islamic model 
must only be vested in those who are entitled to the property of the 
assured according to the principles of AI-Mirath and Al-Wasiyah. 

The nominee(s) under the conventional system is an absolute 
beneficiary of the policy, whereas the nominee{s) under the Islamic 
model of a life insurance policy is nothing more than a trustee(s), 
who is responsible to receive the benefits of the policy and distrib-
ute them among the heirs of the assured according to the principles 
Mirath and 'Wasiyah. 

Aspirations 
The analysis made in the above research and the summary shows 
that a life insurance policy under the Islamic model is different 
from one which is operated under the conventional system. Hence, 
I would like to submit my view to the scholars who are opposing 
life insurance generally that they are right to oppose conventional 
life insurance but not one which is designed under the Islamic 
model. 

It is therefore my sincere hope that this article may enable 
Muslim society to be benefited by the introduction of an Islamic 
life insurance policy without further delay. Islamic scholars could 
design a better model as an alternative to the existing life insur-
ance schemes operated under the conventional system, for the 
noble purpose of ensuring further economic growth in contempo-
rary Muslim society. 
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Introduction 
When Islamic financial products made their first appearance on the 

^ market, in the early 80's, Islamic institutions were eager to intro-
'to duce them and the Muslim community showed a keen interest in 
S them. However, these products were rewarded with only limited 
g success. The situation was not specific to Europe, but was also 

being experienced in the Middle East, where Islamic life assurance 
products did not gain a significant share of the market. Considering 
the size of the Muslim community, in both the Middle East and in 
Europe, this lack of success may look surprising, but, in fact, a 
combination of several factors hindered the development of the 
Islamic financial services industry. 



The following factors had a significant impact on the industry: 
• Muslims did not understand the products which were being 

offered to them and Islamic financial institutions did not allo-
cate sufficient resources to educating their potential market; 

• there was hardly any regulation within the European Union on 
the sale of Islamic financial products, and thus a lack of trust 
in these products; 

• the distributors were not offered competitive remuneration 
packages and, as a result, it was not possible to develop and 
maintain appropriate distribution channels; 

• the products being offered covered only some of the needs of 
potential customers; 

• the investment performance of these products was not as 
attractive as that achieved by Western savings products. 

The above list of factors is not exhaustive, but clearly shows that 
the Islamic financial institutions did not exploit their opportunities 
to the full extent. What can be done in future to enhance the inter-
est of the Muslim community in Islamic financial products? In fact, 
many steps can be taken and some of them are described below. 
• It can be observed that nowadays, more and more customers 

like to go to large supermarkets, where they can purchase prod-
ucts to cover most of their needs. This is a general trend, which 
also applies to the financial services industiy. Therefore, it 
might be useful to create a financial "supermarket" offering, 
under one roof, a range of different Islamic products such as 
house-purchase schemes (loan facilities and mortgage insurance 
cover], savings products with and without insurance, lump-sum 
and regular savings, vehicles for retirement benefits, etc. 

• It is commonly known that insurance products are being sold 
rather than bought and this highlights the need for a commit-
ted and well-structured distribution network. One way to retain 
good distributors is to offer them higher rewards, but this process 
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should be closely monitored as it may ultimately increase the 
cost to the customer and therefore reduce the competitiveness of 
the product. Another possible method may be to carry out pro-
motional campaigns in specific areas with a high concentration 
of Muslims, which can be achieved at low cost. Another alterna-
tive is telemarketing where potential customers are first contact-
ed by telephone and, once an appointment is made, experienced 
sales people are sent to conclude the sale. Finally, why not take 
advantage of technology by using the Internet? More and more 
people are linked to this medium and eveiy day we see commer-
cial and financial institutions offering products on it. This can be 
a veiy powerful marketing tool, which can reduce office expens-
es and increase the return to the customer. 
Investment performance can be enhanced through investment 
in longer-term assets. It is commonly known that long-term 
assets yield better returns than short-term assets. This principle 
may seem difficult to apply in the field of die Islamic financial 
services industry owing to the restrictions required by Islamic 
principles. However, a possible solution would be to invest in 
the shares issued by local Muslim entrepreneurs, in particular 
where Islamic principles do not hinder aggressive investment 
strategies. Although this type of investment would involve 
higher risks to the investor, it would generate a higher reward 
potential and would contribute to the development of the mar-
ket. In addition, in order to increase the faith of Muslims in 
Islamic financial products. Islamic institutions and countries 
should form a central Sharia board to give a commonly agreed 
interpretation of Islamic financial principles as well as a cen-
tral supervisory regime to regulate Islamic financial services. 
On the product side, one type of product, which is gaining 
strength in Western countries, is the retirement plan, which is 
designed to help people save money for their old age. Since the 
population is ageing, and because of budgetary constraints. 



governments are finding it difficult to keep their promises for 
retirement benefits, and more and more people are turning to 
financial institutions for retirement saving schemes. 

• In the Middle East and South East Asia, in the absence of social 
security systems, the situation is even worse and most old peo-
ple rely solely on their own resources or immediate family. By 
promoting adequate retirement plans, Islamic financial institu-
tions would not only increase their volume of new business, but 
would also provide a service to the community. In fact, as more 
people save, there would be more investment capital available 
and this would boost the economics of those countries. This has 
been observed in Chile where, following the introduction of com-
pulsory funded retirement schemes (AFP's) in 1981, the national 
savings rate increased from under 10% to about 30179 in 1996 
and the economy increased from 3% a year to 7% a year between 
1984 and 1996. It is interesting to note that, in developing coun-
tries, funded pension schemes can also help in the stabilisation 
of financial sectors. For example, during the financial crisis ^ 
which recently hit emerging countries in South East Asia; 2 
Malaysia and Singapore weathered the storm better than their 
neighbours did. It is considered that this was partly due to the g 
fact that these two countries had a well-established funded pen-
sion system (with assets representing about 50% of their GDP], 
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Conclusion a 
c 

Because of the prejudices and discrimination of the non Muslim 'B 
I/) 

community, the new generation of Muslims living in Western coun- 'g 
tries is closer to its cultural values and religion and expects to be ^ 
able to meet its financial needs in line with its religious beliefs. If 
the shortcomings of the past can be overcome and products and 
services can be improved, there is a brighter future for all institu-
tions offering Islamic financial services and products in the West as 
well as in Islamic countries. 
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Operations Et Products 

In recent years, there has been a definite increase in Takaful com-
panies all over the world and a trend which shows a growth in the 
development of the market for Takaful products and services which 
are in compliance with the principles of the Sharia. 

There are various classes of Takaful products generally offered by 
Takaful companies: 

Family Takaful Business 
These provide coverage for participation by individuals or corpo-
rate bodies and tend to be on a long term basis and the maturity 
period of the products offered generally range from 10 - 40 years 

m depending on the policy of the Takaful company involved. Some of 
the products offered are Medical a Health plans, Education, 
Accident, Marriage, Hajj ft Umra Plans, lump sums investments, 

<2 savings plan, retirement plans, Mortgage etc. 
u p 
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£ General Takaful Business 
Sj These offer protection or coverage against risks of a general nature 
I for companies or individuals (Participants) in protecting their prop-
••p erty. Some of the products offered by Takaful companies include -

Motor insurance. Fire a Allied Perils, Workman Compensation, 
Marine cargo. Engineering insurance. Property, Transport etc. 

Retakaful Coverage 
There are very few companies in this field of Takaful and they are 
mainly located in the Bahamas, Malaysia, Saudi Arabia and Sudan. 
The Retakaful companies offer coverage for Takaful operators 
against risks, loss or dilution of its capital ft reserve resulting from 
high claims exposures. Products covered include General Retakaful 



and Family Retakaful based on Islamic principles of Takaful and 
Mudaraba. 
Below are a list of selected companies highlighting their operations 
and products: 

• Australia Takaful Insurance Inc. 

Operations 

The Association admits members, collects contributions, provides 
management services, invests the fund and pays Takaful benefits 
out of Takaful Fund. Surplus of contributions is then redistributed 
amongst members according to their shares. Members contribution 
is determined by the type of Takaful schemes required. 

Funds are invested in financing projects for members and on 
behalf of members. All projects entered into should comply with 
the Shariah. 

BAHAMAS 

• Islamic Takafol And Retakafol (Bahamas), 
[Member of Dar Al-Maal Al-Islami Trust] 

Operations 
The Company forms part of DMI's Takafol Division, which admin-
isters Islamically approved insurance and reinsurance services. The 
principal theme of "retakafol" is the sharing of risks and rewards 
between the insurer and the insured. Under this concept, parties 



seeking reinsurance coverage participate in a fund, where similar 
risks are grouped in a pool. Premiums received from participants 
are added to the pool, claims paid to participants, cost of produc-
tion and other incidental costs are deducted from the pool. The 
resulting net profit or loss is distributed to participants, each in 
participation share. The company was established to manage the 
Retakafol funds on behalf of participants. The company is entitled 
to receive a fee for the management of the funds and is entitled to 
participate in the profit gained in respect to the income earned 
from the investment of the funds assets. 

The company is authorised to represent the funds in contract-
ing inward risk acceptance from participants. The company also 
enters into reinsurance agreements with third parties on behalf of 
the funds to cover certain risk acceptances. 

Products 
Principally the Company manages a Retakafol (reinsurance) fund 
encompassing all classes of insurance (fire, accident, life, aviafion, 
engineering and marine) on behalf of participants; being mainly 
insurance and reinsurance companies located in the Arab and 
Islamic countries. The company also manages a life Retakafol fund 

I on behalf of participants. These retakafol funds are not separate 
legal entities and are governed by the Retakafol charter setting out 
terms and conditions of these funds which are sponsored by DMI 
(ITRC's parent) in an effort to provide Islamically approved insur-
ance and reinsurance services. 

TO 



BRUNEI 

• Insurans Islam TAIB Sendirian Berhad (IITSB) 

Operation 

IITSB provides 2 types of Takaful coverage mainly the General 
Takaful Business and Family Takaful Business. 

General Takaful Business provides the insurance coverage for 
an individual/company in protecting its or their property (ies) such 
as private dwellings, buildings, vehicles etc. 

Family Takaful Business provides the coverage for an individ-
ual against any mishap of death and injuries, which at the same 
time provide assurance to the family of the individuals/insured. 

Products _ 
General Takaful Products 
a) Motor Takaful n Individual; 
b) Motor Takaful n Commercial; 
c) Houseowner Takaful 
d) Fire Takaful; 
e) Householder Takaful; c 
f) Personal Accident Takaful n Individual Et Group; 
g) Personal Accident Takaful for housemaid 
h) Group personal accident for Hajj 8t Umra h; 
i) Group personal accident for students; 
j) Public liability Takaful; 
k) Money Takaful 
1) All risks Takaful 
m) Contractor All risks Takaful; 
n) Workmen compensation Takaful. 



Family Takaful Products 

a) Mortgage Takaful 
b) Family Takaful Plan for Individual; 
c) Family Takaful Flan for Education; 
d) Family Takaful Plan for Housemaids. 

G H A N A 

• Metropolitan Insurance Company Ltd 

Operations 

The Takaful instalments paid by the participant are credited to the 
Takaful fund, which is segmented into two accounts - Participants 
Account (PA) and the (PSA). A substantial portion of the instalment 
is credited to PA for the purpose of savings and investments. The 
balance is credited to the PSA as tabarru or charitable donation for 
Metropolitan Insurance (MET) to pay the Takaful to heirs of partic-
ipants, who may die before the maturity date. 

The takaful instalments credited to both the PA and PSA are 
pooled as single unit for investments. Funds are invested in a man-
ner permitted by Shariah. Profits generated from investments will 
be shared among the participants in line with the principle of al-
Mudaraba. The participant's share of profits are credited to his/her 
PA. The participants account therefore grows as the profit steadily 
accumulates. At the end of the year, the PSA Fund will be valued, 
should there be any surplus, it will be shared in accordance with 
the profit sharing principle of al-Mudaraba between the partici-
pants of MET, provided the participants have not incurred any 
claims or received any al-takaful benefits during the period. 



Products 

Met Labbaika Plan - a life assurance scheme with a dedicated sav-
ings and investment programme designed for the Muslim commu-
nity in Ghana. The plan is based on the Islamic profit sharing prin-
ciple of Mudaraba and the reciprocal guarantee of al-Takaful. 
Under this plan, the Participant can save regularly for a fixed peri-
od in order to accumulate a target amount to fund his/her Hajj 
obligations, or meet other long term financial objectives such as 
retirement, child's education, etc. The plan entitles the Participant's 
heir (s) to a sum of money as mutual financial assistance payable 
upon his/her death during the period. 

Features of the plan 
• A regular and easy savings scheme 
• Attractive returns based on the profit sharing principle of al 

Mudaraba ^ 
• Flexible maturity period ranging from one to ten years to suit 

your particular needs 
• Affordable flexible instalments with a minimum amount of 

10,000 Cedis ' I 
• Mutual assistance upon untimely death § 
• Part withdrawal facility against balance of savings ^ 
• Income tax relief ' 
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I N D O N E S I A 

• PT Asuransi Takaful Keluarga 

Products 
Family Takaful Product 



With Saving Plans 

Haj Fund - Takaful Haj Fund 
Program for those who intend to save for a hajj fund 

Endowment - Takaful Investment Fund 
Programme for those who intend to prepare a fund in preparation 
for old age or heirs. 

Education - Takaful Student Fund 
Programme for those who intend to prepare an education fund for 
their children. 

Without Saving Plan 

Takaful Pembiayan - Takaful Loaned 
A programme which gives remains liability payment guarantee if 
the relevant party is ineluctable to be passed away during the peri-
od of the agreement. 

Takaful Al-Khairat - Takaful Term 
Is a programme which gives assistance to the relevant beneficiaiy 
if the relevant party is ineluctable to be passed away during the 
period of the agreement. 

Takaful Majelis Taklim 
A programme for majlis taklim organisation that gives assistance 
to the relevant beneficiary if the relevant party is ineluctable to be 
passed away during the period of the agreement. 

Takaful Personal Accident/PA 
Is a program dedicated for company, organisation or any union 
whose objective is to give assistance to their employees or members 



in the event of any accident, experience death, total permanent dis-
abilities and or injury treatment. 

Takaful PA for Students 
Is a program dedicated for schools university or any other non for-
mal educational institutions whose objective is to give assistance to 
their students in the event of any accident, experience death, total 
permanent disabilities and or injury treatment. 

Takaful Hajj ft Umra 
A programme dedicated for people under going the hajy programme 
and it gives assistance to the relevant beneficiary if the relevant 
party is ineluctable to be passed away during the hajj programme. 

Takaful Wisata Dan Perjalanan 
A programme for travel bureaux whose objective is to give assis-
tance to their clients in the event of accidents, death, total perma-
nent disabilities and or injury treatment during the period of the 
agreement. 

J O R D A N 

• Islamic Insurance Company Pic 

Products 

Property Insurance 
• Fire and Allied Perils including loss of profit. Tenants liability 

and neighbours' recourse 
• Burglary 
• Householders Comprehensive 



Engineering Insurance 
Machinery Breakdown 
Loss of Profits following Machinery Breakdown 
Deterioration of Stock 
Computer, low voltage and electronic equipment 
Bolier explosion 
Contractors all risks 
Erection all risks 
Contractors Plants ft Equipment 
Third part liability when written in conjunction with 
C.A.R./E.A.R and Boilers policies 

Miscellaneous Accident Insurance 
• Personal Accident 
• Fidelity Guarantee 
• Cash in safe 
• Cash in Transit 
• Plate glass 
• Workers Compensation 
• Employers Liability 
• General third party. 

Transport Insurance (Marine Cargo Insurance) 
• Motor Insurance 

• Takaful (Life) and Medical Expenses Insurance 

All the above classes are facultatively reinsured. 



L U X E M B O U R G 

• Takafol S.A (Formerly Islamic Takafol Company), 
[Member of Takafol group of Dar Al-Maal Al-Islami Trust] 

Operations 
The company offers savings contracts with life cover mainly 
(but not only) to Muslim minorities living in Europe. Issues life 
insurance policies (Saaks), collects premiums (instalments), pro-
vides management services, invests the policyholder funds in 
Modarabas, distributes profits according to the unit-linked sys-
tem, and pays Takafol benefits (death benefits) to the heirs of 
the Saakholder in the event of his/her death. Takafol benefits 
are paid from the Takafol fund which is made up of small por-
tions donated by the Saakholders from their instalments. In the 
event that the Saakholder is alive at the end of the duration of 
the savings contract, he is paid instalments less management 
fees and Takafol portions plus any profits. 

Products 

a) Modaraba A1 Takafol Savings and Life Assurance - Medium to 
long term savings programme for any future needs. 

b) Education and Marriage Capital Programme 
c) Hajj and Umra Sermaya Programme; 
d) A1 Takafol Lump Sum Investment 
e) Al-Tadamon Regular Savings - Savings plan 

Funds are invested in Islamically approved financial arrangements 
known as Modaraba. 



MALAYSIA 

• MNI Takaful SDN Berhad 

Products 
Family a General Takaful 

• Syarikat Takaful Malaysia 

Operations 

To provide Takaful services (Islamic Insurance) at the highest stan-
dard of efficiency and professionalism to all Muslims and the pop-
ulation in the country. The Takaful business transacted by Syarikat 
Takaful Malaysia may thus be envisaged as the profit - sharing 
venture between STM and the individual members of a group of 
participants who agree to reciprocally guarantee each other within 
the group against certain loss or damage that may be inflicted upon 
any one of them. 

Products 
Family Takaful business 
Under the Family Takaful Business, the Company maintains the fol-
lowing main types of Takaful plan for participation by both indi-
viduals as well as corporate bodies: 
1) Takaful plans with a maturity period of 

a) Ten years 
b) Fifteen years 
c) Twenty years 
d) Twenty n five years 
e) Thirty years 
f) Thirty-five years 
g) Forty years. 
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ii) Supplementary contracts in the form of hospitalisation, acci-
dent and permanent total disability and family rider which 
may be incorporated into the above family Takaful plans 

iii) Takaful Mortgage Plans 
iv) Takaful Plans for Education 
v) Group Takaful Plan 
vi) Group Hospital ft Surgical Takaful Plan 
vii) Takaful Medical ft Health Plan 

As part of the on going process of providing takaful products which 
would inculcate disciplined savings among individuals the Company 
launched three new Takaful Plans during the year as follows: 

a) Takaful Siswa Plan; 
b) Takaful Ma'asyi Plan; 
c) Takaful Waqaf Plan. 
d) Family Takaful Fund 

The Family Takaful Fund is segmented into two sectors. All the 
plans with maturity periods of ten years, fifteen years, twenty 
years, twenty-five years, thirty years, thirty-five years and forty 
years, Takaful Mortgage plan and Takaful Plan for Education which 
may be participated by individuals only are grouped under the ^ 
Individual sector. ^ 

The Group Takaful Plan, the Group Hospitalisation and Surgical 
Takaful Plan which may be participated by Corporate bodies only 
as well as the supplementary contracts endorsed to the individual 
plans and the Takaful Medical and Health Plan are managed under 
the Group sector. ^ 

2. General Takaful business 
Under the General Takaful Business, the company provides the fol-
lowing main types of takaful scheme to both individuals and cor-
porate bodies: 
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a) Fire Takaful 
- Basic fire 
- House owners 
- House holders 
- Industrial all risks 

b) Miscellaneous and Accidental Takaful Scheme 
- Personal accident/group personal accident 
- Personal accident for pilgrims 
- All risks 
- Workmen's compensation 
- Public liability 
- Money 
- Equipment all risks 
- Employers liability 
- Business interruption 
-Plate glass 
-Fidelity Takaful 
-Sprinkler leakage 
-Directors' and officers' liability 

cjMarine Takaful Scheme 
-Cargo 

^ -Hull 
iS 
a: djEngineering Takaful 

-Machinery breaks down 
-Erection all risks 
-Boiler 
-Pressure vessel 
-Contractors all risks 
-Bonds 
-Professional indemnity 
-Oil and gas 

e)Motor Takaful scheme 
-Motor car 
-Motor cycle 
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• Takaful Nasional Anda 

Operations 

In many of the Takaful products particularly Family class, the con-
tributions paid by the participants are usually split into two 
accounts for purposes of protection and saving. They are kept in 
the Participant Account and Participant Special Account. The for-
mer account is for saving and the latter for the protection or sum 
meant to cover the risks. The ratio of the split is agreed at time of 
applying for the participation in the particular takaful cover. The 
ratio can favour any party except that it must be agreed upon prior 
to conclusion of the contract. As can be seen in most of the General 
Takaful schemes the contributions are wholly for the Special 
Account meant for the risks. 

Products 
Takaful Nasional makes its products available through many chan-
nels. Since 1994, a number of specially designed products have 
been offered at post offices under the brand name of Insurans Pos. 
They are simple personal accident covers with some hospital bene-
fit added in. 

Family Takaful 

The Family Takaful Department manages and processes all applica-
tion for Family Takaful Plan which comprise the following products: 

Individual Group (Insurans Pos): 
Ehsan 
Mesra 
Mortgage 
Remaja 
Sejahtera Barakah 
Group Family 



Group Credit 
Hospital and Surgery 
Mutiara Budiman 
Demi Sayang 
Demi Sayang II 
Ilmu 
Khairat Keluarga 
Mahabbah 

Some Special Family Takaful Plans 

a) Ehsan Plan 
This is a plan which is almost similar to the term insurance. For 
that the participant agrees that all the contributions paid are 'tabar-
ru' sum which is for the risk. Cover is for the selected contract term 
for the amount determined by the participants. The benefit in the 
form of sum covered is paid on death or Total and Permanent 
Disablement (TPD) except that lien is charged for TPD occurring 
within the first 5 years. If there is any surplus at expiry, the partic-
ipant will have the share of the Mudaraba. 

b) Mutiara Plan 
This plan constitutes elements of savings and protection. It is 
offered by number of units, the maximum of which is 10. Each 
unit is at RM 10 providing cover for normal death at RM 4000 
and accidental death at 6 times of that. There is a funeral bene-
fit starting at RM 500 with an incremental of RM 100 for every 
unit taken to a maximum of RM 1000. The split of the contribu-
tion is 68:32 in favour of savings, reflecting a higher sum saved 
to accumulate in difficult time. This is usually offered in group 
cases. 



c) Mesra Plan 
This takaful is good for one who is just starting a career. It is 
designed in such a way that in the first 3 years of the contract, a 
big sum of the contribution is allocated to the risk fund so that the 
contract can provide a high cover. Only thereafter three quarters of 
the contribution is accounted in the saving account. The cover is 
for death or TPD with lien chargeable to the fifth year. On survival 
sum accumulated in the savings account with share of surplus from 
both the risk and savings which may be payable. 

General Takaful 
The coverage of the General Takaful products is similar with the 
conventional products except for the existence of Takaful elements 
of Tabarru' and Mudaraba. 
The element of Tabarru' differentiates the general Takaful products 
from the conventional products. Tabarru' means that the partici-
pant (i.e. the policyholder) agree to donate his contribution (premi-
um) to the fund with a mission to help other participants of Takaful 
covered under the various Takaful schemes when in distress. 
Therefore, it is the members who are carrying the risk and the 
Takaful Operator is merely a custodian. If the contribution is made 
with the right intention of helping the fellow participants in need ^ 
(i.e the spirit of tabarru') hence the elements of gharar (uncertain-
ty) and maisir (gambling) are eliminated. 

The other, is the element of Mudaraba or the profit sharing. The 
Takaful Operator is merely a custodian of the Takaful fund. The 
contribution receives from the participant will be kept in a fund 
and invested in the Islamic investments and at the end of the peri-
od of takaful, the profits (if any) will be shared with the participants 
provided there is no claim made by the participant. The profit shar-
ing ratio will be made known to the participant up front and agreed 
by both parties. For General Takaful, the ratio is 50: 50. 

TO 
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The General Takaful products offered are as follows: 
- Fire Accident Motor 
- Fire 
- Consequential Loss 
- House owners / Householders Group Personal Accident 
- Individual Personal Accident 
- Umrah Personal Accident Motorcycle 
- Private Car 
- Engineering Miscellaneous Marine 
- Contract Works 
- Equipment All Risks 
- Machinery Breakdown 
- Storage Tanks 
- All Risks 
- Burglary 
- Employer's Liability 
- Fidelity Guarantee 
- Money 
- Performance Bond 
- Public Liability 
- Workmen's Compensation Cargo in Transit 

QATAR 

• Qatar Islamic Insurance Co 

Products 
1. Motor insurance 
2. Marine hull ft cargo 
3. Fire ft allied peril 
4. General accident - CAR, PI, Burglaiy, fidelity - PAWC 
5. Energy risks 



S A U D I A R A B I A 

• Islamic Arab Insurance Company, UAE 

Products 

Fire, Motor, Liability, Engineering, Marine Cargo, Marine Hull, 
Aviation, Workmen Compensation, Medical, Cash, Fidelity 
Guarantee, etc 

• The Islamic Corporation for the Insurance of Investment Et 

Export Credit 

(Subsidiary of Islamic Development Bank) 

Operations 
The Corporation provides insurance facilities in accordance with 
the principles of Shariah. Thus, in carrying out its operations, the 
Corporation shall observe the following principles: 
• endeavour to achieve mutual co-operation of policyholders 

through their collective sharing of losses which any one poli-
cyholder may suffer; 

• distribute the surplus that may accrue from the insurance and 
any reinsurance operations to policyholders after meeting ^ 
statutory reserve obligations; ^ 

• exclude cover of contracts for the sale of goods prohibited 
under Shariah, as well as interest accruing from export credit 
or investment loans; and 

• invests its own funds in accordance with Islamic principles. 

• National Company for Co-operative Insurance 
Operations 

To transact co-operative insurance operations and all related activ-
ities such as reinsurance or agency activities. Its principal lines of 
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business include; motor, marine, fire, energy, medical, engineering 
and aviation insurance. 

Products 

Fire, medical, engineering, motor. Misc. Accident, Marine (Cargo), 
Marine (Hull), Aviation, Energy, Motor Vehicle Extended 
Warranties. 

• Takafol Islamic Insurance Co., Bahrain 

• [Subsidiary of Dar A1 Maal A1 Islami Trust] 

Operations 
Writes life and non-life business - cargo, property, motor etc. 

S I N G A P O R E 

• Ampro Holdings Singapore Pte Ltd 
>-o 
PL 
gj Products 

iTi Takaful Fund Policy is one of the first of its kind in Singapore, 
I launched in 1995 in collaboration with NTUC income, one of the 
TO 
;5 largest insurance players in Singapore. It is a single premium Policy 
^ designed to function along Islamic precepts. It is a special fund set 
^ aside in which individuals pool their money together. The contract 

is made on a transparent and equitable basis. The investment will 
be made only in stocks, instruments and other assets permitted by 
Islam. It is entrusted to a team of professional fund managers for 
investment in 'Halal' stocks and other assets in Singapore and 
Southeast Asian countries. Family Takaful is an added feature of 
the Policy. Should death of the life assured occur, the Policy will 
pay either its share of the Fund value or its sum assured as 
described in the Policy, whichever is higher. 



• Keppel Insurance 

Products 

Keppel Insurance and Syarikat Kerjasama Serbaguna Guru-Guru 
Melayu Singapura in conjunction, introduced a range of Takaful 
plans (investment-linked plans). The Takaful plans embody the base 
concept of A1 Wadiah or guaranteed custody and Al-Mudaraba or 
Trustee Profit sharing. In this arrangement, Keppel Insurance will 
act as A1 Mudharib or the Entrepreneur, the participants in the 
plans are the Sahib ul-Mal or the capital providers. The Takaful 
plans help provide protection for the family and maximise savings 
in the Islamic way. The products and investments are approved and 
supervised by the Islamic Advisory Board. 
• Pengurus Asset Takaful (Single Contribution plan) 
• Pengurus Simpanan Takaful (Regular Contribution plan) 
• Pengurus Sejahtera Takaful (Regular Contribution plan) 
• Halal Investments 
• Takaful Global funds 

• Syarikat Takaful Singapura 

Operations 

The plans embody the concept of Takaful, which is based on the 
concept of "A1 - Wadiah" or "guaranteed custody" and "A1 Muda-
rabah" or Trustee Profit Sharing. In this arrangement, Keppel 
Insurance, as marketing agency, acts as "A1 Mudarib" or the 
"Entrepreneur", while the Muslim participant are the "Sahib ul Mai" 
or the "Capital provider" and the contributions made are "Ra'sul -
mal". Whichever plans that are chosen, contributions will only be 
placed in businesses and investments that are permissible in Islam 
and approved by the Islamic Advisory Board. 



Products 
Pengurus Simpanan Takaful - Takaful Regular Contribution 
Investment Linked plans: a Takaful benefit coverage that not only 
covers death, but also offers a wide choice of coverage from dis-
ability; to critical illness benefit. 
• Pengurus Sejahtera Takaful - Takaful Regular contribution 

Investment Linked plans: it offers Takaful protection when ful-
filling hajy pilgrimage in Saudi Arabia or when on a public con-
veyance outside Singapore 

• Takaful Asset Manager - Single contribution Investment linked 
plan, the contributor enjoys an initial Family Takaful Protection 
worth 125% the value of your investment and subsequent top-ups 

• Group student Accidental Death ft Dismemberment - This 
insurance provides for additional benefits that cover death or 
dismemberment arising solely and directly from an accident 

S U D A N 

Watania Co-Operative insurance Company Ltd 

Operations o p-
g, To meet insurance requirements and can transact and secure cov-

ers for all classes of insurance business. The classes of insurance 
granted under the Company's policies are subject to Islamic 
Shariah. The Company accordingly maintains a distinct and sepa-
rate account for its policyholders known as policyholders account. 
The Policyholders account is credited with all the contributions 
paid by them gratuitously and debited with their share of service 
charges and claims. The surplus if any, arrived at after making pro-
visions for depreciation, bad and doubtful debts establishing 
required reserves is treated as follows: 



• The surplus shall be distributed amongst the policyholders in 
proportion to the surplus generated by the contributions paid 
by them 

• The Board may set aside all or part of the surplus as general 
reserve or other special reserve, and such reserve shall be con-
sidered as gratuity from the policyholders 

• The Company shall invest the funds held by it on behalf of the 
Policyholders in accordance with the principles of the Islamic 
Shariah code 

Products 
Fire and Allied Perils, Marine Cargo, Accident - Cash in transit, 
cash in safe, fidelity guarantee, personal accident, plate glass, all 
risks, burglary and theft; Motor Insurance, Workman Compensa-
tion, Employer's and Public liability; Inland Transit (Car/E.A.R and 
machinery breakdown); Livestock; Group Takafol. 

The reinsurance programme is arranged with first class securi-
ties with Messrs Assicurazioni General! S.P.A, UK branch and ARIG 
- Tunisia, as leaders, and Messrs Tysers a Company, London as in 
intermediaries. 

T U N I S I A 

• BEIT laadat Ettamine Tounsi Saoudi (Best - Re) 
[Affiliated to the A1 Baraka Group] 

Operations 
Its main operation is to be an organisation adapted to ceding com-
panies needs. It has opted for a regionally limited underwriting pol-
icy whilst favouring the establishment of a prudent accounting 
procedure. Other operations are: providing the services expected 
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from a professional reinsurer in regional markets; achieving con-
stant positive profits for the shareholder; creating and managing 
stable professional teams. 

Products 
Fire 
Engineering 
Motor Transport 
Accident 
Credit 

U N I T E D A R A B E M I R A T E S 

• Islamic Arab Insurance Co. (Dallah Al Baraka Group), Dubai 

Products 

Insurance - Marine cargo, Marine hull, Engineering Insurance, 
Motor Insurance. 

• Oman Insurance Company, Dubai 

Products 

Islamic Modarabats - A financial system void of Riba allowing 
Muslims to deal in a profitable financial operation and employ 
their savings in Takafol and Investment projects. It works on the 
basic principles of Unit linked basis within the recognised and 
acceptable principles of the glorious Islamic Shariah. It also has 
fixed investment portions and expense portions. The investment 
portion is a Modaraba, whereas the Expense portion looks after the 



Takafol and other relevant expenses. 
Medical Reimbursement Plan 
Hospital Expenses Coverage 
Employee Benefits Scheme 

U N I T E D K I N G D O M 

• Takafol (U.K) Ltd 
[Marketing Associate of Takafol S.A Luxembourg, Member of 
Takafol Group Dar A1 Maal A1 Islami Trust, Geneva] 

Operations 
Takafol UK serves as the marketing associate of Takafol S.A, 
Luxembourg, a product provider that offers Life Takafol to Muslim 
minorities in Europe. Takafol UK remains the only institution of its 
kind on the continent, offering regular savings and single premium 
investment, with or without Takafol benefits, to meet short, medi-
um and long term future financial needs. 

Takafol UK has expanded its sphere of marketing activities by 
providing marketing services to other DMI Group members located 
all over the world. This means that Muslims residing in the UK will 
now be able to benefit not only from regular savings, lump sum 
investment and life Takafol products of Takafol S.A, Luxembourg, 
but also from the products offered by other members of the DMI 
Group. 

Takafol UK is regulated by the Personal Investment Authority, 
which monitors activities to ensure compliance of its regulations, 
which are based on the principles of generally maintaining high 
standards of integrity and fair dealing, exercising due skill, care 
and diligence in providing services to the Clients. 
Products 



Takafol products are developed on the basis of the concept of 
brotherhood and soUdarity among participants. Participants not 
only save for their own future requirements, but participate also in 
creating a fund to pay for the losses of fellow participants. 
• Modaraba A1 Takafol Savings and Life Takafol n Medium to 

long term savings plan for any future needs i.e retirement etc. 
• Education and Marriage Capital Plan: for children's education 

or marriage; 
• HajQ and Umra Sermaya Plan: for performing the most desired 

pilgrimage; 
• A1 Takafol Lump Sum Investment: to invest savings for halal 

growth; 
• Al-Tadamon Regular Savings - Savings plan for more flexibil-

ity and accessibility. 

Funds are invested in Islamically approved financial arrangements 
known as Modaraba. Takafol S.A manages the fund as the 
Modareb. The policies issued by Takafol S.A carry the guarantee of 
Dar al Maal al Islami Trust. Takafol S.A's management is liable for 
any proven loss to the assets of the Islamically approved financial 
arrangements known as Modaraba, if such a loss is due to its fail-
ure to respect the conditions of the Modaraba or to negligence in 
the exercise of its functions. Payment for such proven loss is guar-
anteed by the DMI Trust. 

Takafol S.A maintains solvency margins in conformity with 
Luxembourg law of 8th December 1994. In compliance with 
Luxembourg legislation, Takafol S.A is subject to an annual audit 
carried out by an independent auditor approved by the Insurance 
authorities. Takafol UK is a member of the Personal Investment 
Authority (PLA) Investors Compensation Scheme. 



U N I T E D STATES OF A M E R I C A 

• Takaful USA Management Services, LLC 

Operations 

To issue property, casualty and liability coverage on building, 
assets and businesses owned by Muslims. To address the risks and 
perils occurring to assets and commercial property owned by 
mosques, Islamic and community centres, schools, foundations, 
charities, professionals and businesses as well as personal resi-
dences and homes. Takaful USA is organised like a co-operative or 
mutual insurance company and run for the benefit of its policy-
holders. It combines insurance company expertise, state of the art 
computer technology with modern marketing techniques for risk 
protection that comply with Shariah rules. 

Products 
- Takaful Insurance, offering protection for risks: 
- Property and casualty 
- Public and third party liability 
- Business Owners' 
- Professional liability 
- Equipment, Machinery, Inventory 
- Mosques, Associations, Foundations and Islamic schools. 
- Mosque special insurance program 
- Islamic schools and academies special insurance program; 
- Health care family insurance program; 

Commercial Policy Package 
Business owner's special insurance program 
Commercial property insurance 
Professional liabilities Insurance 
Transportation Insurance 
Housing finance, leasing and trade finance. 
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COUNTRY/ORGANISATION LIST 

Country Organisation Page 

Australia Australia Takaful Association Inc. 131 

Bahamas Islamic Takafol Et Retakafol (Bahamas) 

Bahrain Al-Salam Islamic Takaful Company 
Islamic Insurance 8t Re-Insurance Co. (IIRCO) 
Takaful International Company (formerly 
Bahrain Islamic Insurance Company) 
Takafol Islamic Insurance Co. EC. 

132 

133 

Brunei Insurans Islam Taib Sendiran Berhad (IITSB) 
Takafol Ab Birhad 

136 

Ghana 

Jordan 

Metropolitan Insurance Company Ltd 

Indonesia PT Asuransi Takaful Keluarga 
PT Asuransi Takaful Umum 
Takaful Asuransi 
PT Syarikat Takaful Indonesia 

Islamic Insurance Company Pic 

Luxembourg Takafol S.A 

Malaysia Asean Retakaful International (L) Ltd 
The Malaysian Insurance Institute 
MNI Takaful SBN Berhad 
Syakirat Takaful Malaysia, SDN BH 
Takaful Nasional Anda 

139 

139 

143 

144 

146 
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Saudi Arabia 
International Islamic Insurance Co. 
Islamic Arab Company for Insurance 
Islamic Arab Insurance Co. (Dallah A1 Barka Group) 
Islamic Insurance Co. Ltd, Riyadh 
Islamic Insurance and Reinsurance Co. 
Islamic International Company for Insurance (Salamat) 
Islamic Rajhi Co. for Co-operative Insurance (Al-Aman) 
Islamic Takafol ft Retakafol Company 
National Company for Co-operative Insurance 
Takafol Islamic Company, Riyadh 

Singapore AMPRO Singapore 
KeppelInsurance 
Syarikat Takaful Singapura 

162 
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Senegal Sosar A1 Amane (A1 Baraka Group) 164 

Sudan The National Reinsurance Company (Sudan) Ltd 165 
The United Insurance Company (Sudan) Ltd 
Watania Co-operative Insurance Co. 

Trinidad Takaful TftT 168 
Tunisia B.E.S.T-RE 169 
Turkey Ihlas Sigorta As 171 
Qatar Qatar Islamic Insurance Co. 171 
UAE Islamic Arab Insurance Co., 172 

Oman Insurance Company, Dubai 

UK Takafol UK 1 7 4 

USA Takafnl USA 17S 



AUSTRALIA (+61) 

Currency Australian Dollar 
Capital Canberra 
Financial centre M e l b o u r n e 

Language English, Native languages 
+/- GMT +10 hours 

• Australia Takaful Insurance Inc. 
Address 

Head Office 
Suite 2, Robinson Street 
Dandenong VIC., 3175 
Australia 

Postal Address m 

PO Box 1032, 
Dandenong VIC., 3175 
Australia 
Tel (97) 939355, (97) 920555 
Fax (97) 922622 a: 
Email mbassal@net2000.com.au ^ 
Website 

http://www.users.net2000.com.au/~mbassal/takaful/mbody.html 

Background 

Australian Takaful Association has been established to provide 
Takaful services to the Muslim Ummah according to Islamic Shariah. 
The management of the Takaful Association has undertaken to pro-
vide for Muslims in Australia all Islamic financial services, allowing 
them to fulfil their financial dealings without resorting to Riba. 

1/1 < 

mailto:mbassal@net2000.com.au
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BAHAMAS (+1 242) 

Currency Bahamian Dollars 
Capital Nassau 
Financial centre Nassau 

Language English a Creole 
+/- GMT -5 hours 

• Islamic Takafol And Retakafol (Bahamas] 
[Member of Dar Al-Maal Al-Islami Trust] 

Address 

10 Deveaux Street 
P.O Box N-4877 
Nassau 
Bahamas 
Tel 322 8306 - 7 
Fax 326 5766 

Established 25th August 1983 

Background 

Islamic Takafol and Retakafol (Bahamas) Company Limited was 
incorporated on 25th August 1983 as a limited liability company in 
Nassau, The Bahamas and is a wholly owned subsidiary of Dar Al-
Maal Al-lslami Trust, Bahamas (DMI). The company operates in 
Saudi Arabia under sponsorship arrangements with another whol-
ly owned subsidiary of DMI. 
Financial position 

The authorised share capital of the company is 250,000 ordinary 
shares with a nominal value of US$ 100.00 each. Issued, outstand-
ing and paid up capital is US$ 15,000,000. The company's Board of 
Directors resolved in September 1996 to increase its issued share 
capital by US$ 5 million. The increase was effected through the 



capitalisation of US$ 4 million from retained earnings and a cash 
injection of US$ 1 million from DMI Trust. The year ending in 
December 1997, the total assets contained in the fund amounted to 
over US$ 18 million of which US$ 2.6 milUon were retained earn-
ings. Paid up capital for the year was US$ 15 million. 

Board of Directors 
HRH Mohammed A1 Faisal A1 Saud (Chairman, ITRC Annual 
General Meeting); (Chairman, DMI Board of Supervisors) 
H.E Dr Abdulaziz Abdullah Alfadda (Chairman) 
Mr Abdullah A. Zainal Alireza (Vice Chairman) 
Mr Omar Abdi Ali (Director) 

Management 
Abdel Aziz Abdallah Alfadda, Managing Director 
Mr Hussein Fraig Ali Eldin, General Manager 

BAHRAIN (+973) 

Currency Bahrain Dinar 
Capital Manama 
Financial centre M a n a m a 

Language Arabic, English widely spoken 
+/-GMT+3 hours 

-c 
CQ 

• Al-Salam Islamic Takaful Company 
Address 
PO Box 15302 
Manama 
Rahrain 



Tel 533440 
Fax 5333434 
Established 1992 

Financial position 
Capital SR 10 m 
Paid up SR 2 m 

• Islamic Insurance ft Re-Insurance Co. (MCO) 
[Subsidiary of A1 Baraka Group] 

Address 
P.O.Box 2948 
Manama 
Bahrain 
Tel 231402 

m Fax 256934 

Telex 9388 BESMEHBN 
Management 
Mr Osman A. Hejazi, General Manager 

^ • Takaful International Co. 

2 (Formerly Bahrain Islamic Insurance Co.) 
™ Address 

P.O. Box 3230 
Bahrain 
Tel 298 298 
Fax 293 344 
Email t aka fu l2@bate lco .com.bh 

Established 11 April 1989 

Management 
Abdul Latif Abdul Rahim Janahi, Chairman 
Sami A1 Bader, Vice chairman 

mailto:takaful2@batelco.com.bh


Mohammed Ajmal Bhatty, Chief Executive 
Rashid A1 Jomairy, General Manager 
Abdul Majeed Nawab, Senior Manager Insurance Operations 
Vishwanath Menon, Senior Manager Marketing ft Motor 
Taif Khalifa, Manager Technical 
Mohammed A1 Khasab, Manager Finance 

Background 
Takaful International Co is a public shareholding company regis-
tered in Bahrain and listed on the Bahrain Stock Exchange. In 
1989, the Company was incorporated as a Bahraini shareholding 
(closed) company with an authorised capital of BHD 2 million and 
paid up capital of BHD 1 million. 1997 the decision was taken to 
change the name of the company to Takaful International Co BSC. 

Financial position jm 
In 1997, the International Investment Group acquired 50% of the 
Company's shareholding and simultaneously increased the paid up 
capital to BHD 4 million. 1998, its authorised share capital was 
increased to BHD 10 million, issued share capital is BHD 4 million 
and paid up share capital is BHD 4 million. Total number of shares ^ 
issued is 40 million. 'S 
Capital - "i 
Authorised: BHD 10 million 
Issued: BHD 4 million 
Paid up: BHD 4million 
Total number of shares issued: 40 million 

Names of shareholders and percentage holding: 
International Investment Group 50% 
Bahrain Islamic Bank 23% 
Bahrain I s lamir Inves tmen t Cn 50/n 

C O 
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• Takafol Islamic Insurance Co. Ec. 
[Subsidiary of Dar A1 Maal A1 Islami Trust] 

Address 
Chamber of Commerce a Industry Building, 
King Faisal Highway 
P.O Box 3005 
Manama 
Bahrain 
Tel 275040 
Fax 277305, 210118 
Telex 9411 FAFIX, 9270 FAISB 
Cable Masfaslam 
Management 
Mohammed Khaiiy Ahmed Khaiiy, Managing Director 
Sirag El Hadi, Asst General Manager 

BRUNEI (+673) 

, Currency Bruneian Dollars 
i Capital Banda Seri Begawan 
j Financial centre Da rusa l am 

\ Language Malay (official), English ft Chinese 
i + / - GMT +8 hours 

• Insurans Islam Taib Sendirian Berhad (IITSB) 
Address 
Head office 
Tingkat Bawah 
Bangunan Pusat Komersil ft Perdagangan Bumiputera 
Jalan Cater BS8811 
Bandar Seri Begawan 



Negara Brunei Darussalam 
Tel (02] 237724/25, 231268/9 
Fax (02) 237729 
Email easy@ppl.brunet.bn 
insuranstaib @brunet.bn 
Website http://www.ifds.net 

Other branches 

No. 329, SPG 27, Jalan Maulana 
Kuala Belait KA1131 
Brunei Darussalam 
Tel (03) 33255, 333256 
Fax (03) 333257 
Lot No 22083, BGN Seri Kenangan 
Block Taibah (corner) KG Kiulap 
Gadong BE 1518 
Brunei Darussalam 

Established 3rd March 1993 

Background 

Wholly owned subsidiary company of Perbadanan Tabung Amanah 
Islam Brunei. It was first known as Takaful Taib Sendirian Berhad. 
On the 11th June 1997, it changed its name to Insurans Islam Taib 
Sendiran Berhad (IITSB). It provides and facilitates the Islamic 
insurance coverage for the public and nationals of Negara Brunei 
Darussalam. 

Financial position 
Authorised share capital - B$ 10,000,000 (US$ 6,709,608.20) 
Paid up share capital - B$ 10,000,000 (US$ 6,709,608.20) 

u 
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Board of Directors 
Hj Bahrin Pengiran Hj Abbas (Chairman) 
YM Awang Hj. Mohd Arbi Hj Abdul Hamid 
YM Awang Hj Mohd Roselan Hj Mohd Baud, Managing Director 
YM Awang Hj Junaidi POKPS Date Paduka Hj Hashim, Corporate 
Secretary 

Management Team 
YM Awang Hj Mohd. Roselan Hj. Mohd Daud 
YM Awang Hj. Junaidi POKPS Dato Paduka Hj. Hashim 
YM Dy Fatimah Hj. Masri 

Shariah Supervisory Council 
Hj Awang Abdul Aziz Juned, Chairman 
YM Awang Hj. Junaidi Pehin Orang Kaya 
Pekerman Setia Dato Paduka Seri 
Utama Awang Hj Salim Hj Besar 
YM Awang Hj Metussin Hj Baki 
Ygg Dimuliakan Pehin Orang Kaya Paduka Seri Setia Dato 
Seri Setia Awang Hj Suhaili 
Hj Mohiddin, Advisor 
YM Awang Ahmad Zakaria Hj Mohammad, Advisor 
YM Awang Hj Mohd Roselan Hj Mohd Daud, Secretary 
YM Awang Hj. Mohd. Roselan Hj. Mohd Daud, Principal Officer 

• Takafol Ab Birhad 
Address 

P.O Box 2725 
Darussalam 
Brunei 
Tel 220176 
Fax 241295 



GHANA (+233) 

Currency Cedis 
Capital Accra 
Financial centre Accra 

Language English, Dutch ft Javanese 
+/- GMT +Ohours 

• Metropolitan Insurance Company Ltd 
Address 

Head office 
2nd Floor Caledonian House 
P.O Box 20084 
Accra 
Ghana 
Tel (21) 220966, 227439 
Mobile: (24) 315831 
Email met@africaonline.com.gh 
Website http://www.africaonline.com.gh 

INDONESIA (+62) 

Currency Indonesian Rupiah 
Capital Jakarta 
Financial centre J a k a r t a 

Language English, Dutch a Javanese 
+/- GMT +7 hours 
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• PT Asuransi Takaful Keluarga 
Address 
Head Office 

mailto:met@africaonline.com.gh
http://www.africaonline.com.gh


Gedung Arthaloka Lt. 14 
Jl. Jend. Sudirman Kav.2 
Jakarta 10220 
Indonesia 
Tel (21) 2512345, 2511188 
Fax (21) 2512344, 2512437 
Website http://www.takaful.com 
Number of branches: 10 
Established Incorporated 25th August 1994 

Board of Commissioners 
Prof. Dr. Ir. H. Beddu Aman, MA (President Commissioner) 
Zainul Arifun, SE (Commissioner) 
Zainulbahar Noor, MBA (Commissioner) 

mm Management 
Basuki Agus (Technical Manager) 
Syahrial Sakni (Actuarial Manager) 
Muhammad Syakir Sula (Marketing Manager) 
Edwin Mustafa (Finance Manager) 

TO Rustam Aman Tambun (Assistant Director) 
(U p: 

Shariah Supervisory Council 
K.H Hasan Basri (Chairman) 
Prof. K.H Ali Yafie (Member) 
H.M Syafei Antonio (Secretary) 

Financial position 

Authorised Share Capital 
Rp 25,000,000,000.00 (US$ 12,500,000.00) 
Paid up Share Capital Rp 5,000,000,000.00 (US$ 2,500,000.00) 

http://www.takaful.com


Shareholders 
PT Karya Abdi Bangsa 
PT Bank Muamalat Indonesia 

• PT Asuransi Takaful Umum 
Address 
Aithaloka Building 14th Floor 
J1 Jendral Sudirman kav .2 
Jakarta 10220 
Indonesia 
Tel (21) 251 2345 (10 lines) 
Fax (21) 251 2344 
Website http://www.takaful.com 
Branches 3 

Shareholders 
PT Syarikat Takaful Indonesia 
Koperasi Karyawan Takaful 

Shariah Panel 
K.H Hasan Basri 
Prof. K.H Ali Yafie 
H.M Syafi'ie Antonio, Msc 
Board of Commissioners: 
Rachmat Husen 
Aries Muftie 
E. Harsa, President Director 
Siswo Waspodo, Director of Operations 

• Takaful Asuransi 
Address 
J1 Buah Batu 90 
Bandung 

http://www.takaful.com


Indonesia 
Tel (22) 318092 
Website h t tp : / /www. takafu l . com 

• PT Syarikat Takaful Indonesia 
Address 
Head office 
Arthaloka Building 14th Floor 
J1 Jendral Sudirman kav .2 
Jakar ta 10220 
Indonesia 
Tel (21) 251 2345 (10 lines) 

Fax (21) 251 2344 
Website h t tp : / /www. takafu l . com 

Shareholders 
PT Karya Abdi Bangsa 
PT Bank Muamalat Indonesia 
Syarikat Takaful Malaysia Sdn. Bhd 
Muslim Organisations 
Muslim Individuals 

Board of Commissioners 
Rachmat Husen, President Director 
M. Fadzli Yusof 
Hutomo Mandala Putra 
Tabrani Ismail 
Zainulbahar Noor 

Shariah Panel 
K.H Hasan Basri 
Prof. K.H Ali Yafie 
H.M Syafi'ie Antonio, Msc 

http://www.takaful.com
http://www.takaful.com


JORDAN (+962) 

Currency Jordanian Dinar 
Capital Amman 
Financial centre A m m a n 

Language Arabic 
+/- GMT +2 hours 

• Islamic Insurance Company Pic 
Address 

Head office 
Wasfi Tal St. Near Tabba' Mosque 
P.O Box 941000 
Amman 1194 
Jordan 
Tel (6) 562 0151 (8 lines) ^ 
Fax (6) 562 1414 
Email islamins@go.com.jo 

Board of Directors 
Mousa Abdul Aziz Shihadeh, Chaimian 
Faisal M. Rashid Al-Yasin, Vice Chairman ^ 
Eng. Dawood S. Khalaf ^ 
Eng. Hamdullah F. Nabulsi 
Abdul Latif 0. Ghurab 
Othman Hijazi 
Eng. Mohammad Abu Afifeh 
Eng. Amin A. Shajrawi 
Mohammad Ibrahim Jaber 
Ibrahim Abu Samrah 
Mohammad Saleem Abu Eideh 

mailto:islamins@go.com.jo


Management 
Mousa Abdul Aziz Shihadeh, Chairman 
Faisal M. Rashid Al-Yasin, Vice Chairman 
Ahmed M. Sabbagh, General Manager 
Ali H. Bayyari, Asst General Manager 
Abdel Samea A1 Natsheh, Financial Manager 

Financial position 
Capital (in Jordian $'s) 
Authorised: 3,000,000 
Issued: 3,000,000 
Paid up: 3,000,000 
No. of shares issued: 3,000,000 

Major Shareholders 
Jordan Islamic Bank for Finance and Investment 
A1 Amin Investment Co. 
Islamic Insurance ft Reinsurance Co. 
Pension Fund of the Jordan Engineers Association 
Mr Louay A1 Naqib 
Abdul Latif 0. Ghurab 

LUXEMBOURG (+352) 

Currency Luxembourg Franc 
Capital Luxembourg 
Financial centre L u x e m b o u r g 

Language Luxembourgisch, German, French, English 
+/- GMT +1 hour 



• Takafol S.A (Formerly Islamic Takafoi Company) 
[Member of Takafol group of Dar Al-Maal Al-Islami Trust] 

Address 
Head Office 
3, rue Alexandre Fleming 
L - 1525 Luxembourg-City 
Tel 44 10 67 Fax 44 12 06 Telex 3172 Takafo LU 
Email ffitsa@innet.lu 
Established Incorporated December 1982 in Luxembourg, 
subsidiary of Faisal Finance (Luxembourg) S.A. 

Financial position 
Takafol S.A was incorporated as a life insurance company and is 
today a wholly owned subsidiary of Faisal Finance (Luxembourg) 
S.A, a member of the Dar Al-Maal Al-Islami Trust (DMI). The com-
pany has provided its services to more than 12,000 Saakholders 
(participants) since its inception and the funds under management 
amounted to US$13.2 million at the end of 1997. Operating from 
an important financial centre in the very heart of Europe, within a 
highly regulated environment imposing strict rules for marketing, 
administration and investment of policyholder funds, Takafol S.A 
offers the highest possible security and competitive returns to client 
funds in 5 different currencies (US$, £STG, DM, NLG, BEF). 

The policies issued by Takafol S.A carry the guarantee of Dar 
A1 Maal Islami Trust. Takafol S.A maintains solvency margins in 
conformity with Luxembourg Law, which modifies the Insurance 
Law of 1991. In compliance with Luxembourg legislation, Takafol 
S.A is subject to an annual audit carried out by an independent 
auditor approved by the Insurance authorities. 

Board of Directors 
H.RH Prince Mohammed A1 Faisal A1 Saud, Chairman 
Mr Omar Abdi All, Member 

mailto:ffitsa@innet.lu
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Dr Osama Mohammed Ali, Member 
Mr Mehmet Erdogan Sergici, Member 

Management 

Mr Ahmed Raci Ozen, Acting General Manager 
Mr Abdel Latif Sayed, Manager of Client Administration 
Mr Mohammed Boulif, Compliance Officer 

Members of Religious Board 
Mr Mohammed Khater Mohammed Al-Sheik, Chairman 
Mr Abdallah Ben A1 Meneea 
Mr Halil Gonenc; Dr Mostafa Hosny 

MALAYSIA (+60) 

Currency Malawian Kwacha 
Capital Kuala Lumpur 
Financial centre Kuala Lumpur 
Language Malay, English, Chinese dialects 
+/- GMT + 8 hours 

• ASEAN Retakaful International (L) LTD 
Address 

Head office 
Level 14 a 15, Block 4 
Office Tower Penthouse 
Financial Park Complex 
Jalan Merdeka 
87000 Federal Territory of Lubuan 
Malaysia 
Tel 87 451301, 451302, 452001 
Fax 87 451300 



Marketing office 
5th Floor, Menara Tun Razak 
Jalan Raja Laut 
50350 Kuala Lumpur 
Malaysia 
Tel (03) 298 7213, 298 7036 
Fax (03) 291 3641 

Established ASEAN Retakaful International (L) Ltd (ARIL) was 
incorporated 17th May 1997 (10th Muharam 1418) as an offshore 
retakaful operator, registered in accordance with the offshore 
Insurance Act 1990, in the International Offshore Financial Centre 
of the Federal Territory of Labuan, Malaysia. Its establishment in 
the International Offshore Financial Centre (lOFC) of the Federal 
Territory of Lubuan, Malaysia puts the company in a unique posi-
tion to capitalise on the various incentives offered as an offshore 
company. Coupled with rapid expansion and demand for Islamic 
banking and financial services, ARIL is poised to position itself as 
premier retakaful company in consonance with the growth of the 
takaful industry globally. 

Board of Directors Et Management 
Dato' Mohd Fadzli bin Yusof, Chairman 
Wan Zamri bin Wan Ismail, Chief Executive Officer 
Mohammed Arif bin Abdul Rashid, Director/Joint Secretary 
Raja Zainal Alam Shah bin Raja Abdullah Omar, Director/Joint 
Secretary 

Hardinur bin Mohd Noor, Director 

Religious Supervisory Council 

Prof. Emeritus Tan Sri Datuk Ahmad Mohamed Ibrahim, 
Dato' Sheikh Ghazali bin Abdul Rahman 
Date' Dr Othman bin Haji Ishak 



Sahibuh Al-Samahah Dato' Haji Md Hashim bin Yahya 
Dato' Haji Md Yunus @ Yunus bin Haji Md Yatira 
Dr Ahmad Shahbari @ Sobri Salamon 
Dr Abdullah Haji Ibrahim 

Financial position 
The authorised capital of ARIL is US$ 50 million and its paid up is 
US$ 4 million. The majority shareholder of the company is Syarikat 
Takaful Malaysia Berhad, premier Takaful operator in the region, 
which is listed on the main board of the Kuala Lumpur Stock 
Exchange. It is in turn a subsidiary of the Bank Islam Malaysia 
Group of Companies, BIMB Holdings Berhad. 

Shareholders 
Presently Syarikat Takaful Malaysia Berhad holds 76% share of 
ARIL while the balance of 24% are held by the other Takaful oper-
ators namely Takaful IBB Brunei (10%), Insurans Islam TAIB Brunei 
(10%) and Syarikat Takaful Singapura (Agencies) Pte Ltd (4%). 

• The Malaysian Insurance Institute 
(Islamic Finance Research Et Development Centre) 

Address 
5, Jalan Sri Semantan Satu 
Damansara Heights 
50490 Kuala Lumpur 
Malaysia 
Tel (03) 2544 234 
Fax (03) 253 9468, 2521501, 253 7885 
Email miird@po.jaring.my miird@po.jaring.my 
Website h t tp : / /www. insurance .com.my 

Background 
The Islamic Research and Development Centre was formed to pro-

mailto:miird@po.jaring.my
mailto:miird@po.jaring.my
http://www.insurance.com.my


vide contemporary solutions in the light of the Qur'an and the 
Sunnah in areas of Islamic banking, Finance and Takaful. 

Research team 
Prof Dr Hamzah Ismail, Islamic Accounting Standards, Islamic 
Banking, Finance 8: Takaful 
Prof Ismail Rejab, Marketing Research and product Development, 
Islamic Banking, Finance 8t Takaful 
Mr Azman Ismail, Mathematical Models, Islamic Banking, Finance 
Et Takaful 
Mr Tarmizi Ahmad Nordin, Technical Specifications, General 
Takaful 

• MNI Takaful SDN Berhad 
Address 
Head office 
Level 14 Bangunan Dato Zainal 
23 Jalan Melaka 
50100 Kuala Lumpar 
Tel (03) 298 5000 
Fax (03) 298 1010 
Website http://www.jaring.my/biz/mni ^ 
Website http://www.mni.com.my 
Branch Offices - 11 

Established Incorporated 15 October 1993 

Board of Directors 

Dato Shaharuddin Hj Haron (Chairman) 
Dato Dr Sayed Othman Alhabsi 
Hj Sulaiman Salleh 
En Ali Tan Sri Abdul Kadir 
Prof Madya Dr Mohd Haleem Hj Razi 
En Anuar Mohd Hassan 
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Management 
Dr Kamaruddin Sharif, General Manager 
Noorizam Hj Md Nooruddin (Mrs), Asst. General Manager (General 
Takafol Ops) 
Nik Muhammad Hanafi Abdullah, Assistant General Manager 
(Finance 8t Admin) 
Mustaffa Kamal Said, Asst General Manager (Corporate Marketing) 
Hashim Asnawi, Senior Manager (Family Takaful Agency) 
Saiful Bahhri Saroni, Manager (Family Takaful Operations) 
Hairy Dams, Manager (Branch a Customer Services) 
Ayob Nik, Manager (General Takaful Agency) 
Mohamad Adam Samsudin, Manager (Takaful Unit Kalan Duta K.L) 
Ideris Adam, Manager (Corporate Affairs) 

Shariah Advisory Council 
Dato Hj Harussani Hj Zakaria (Chairman) 
Dato Dr Abdul Monir Yaacob 
Prof Dr Mahfodz Mohammed 
Prof Madya Dr Abdul Halim Muhammed 
Prof Madya Dr Hailani Muji Tahir 

;>> Financial position 
Authorised paid capital - RM25,000,000 
Major shareholders - Malaysia National Insurance Berhad, 
Yayasan Pembangunan Fkonomi Islam, Malaysia. 

• Syarikat Takaful Malaysia 
Address 

Head office 
Tingkat 2, Blok Annex, Menera Tun Razak 
Jalan Raja Laut 
50350 Kuala Lumpur 



PO.Box 11483 
50746 Kuala Lumpur 

Postal Address 

P.O Box 11483, 
50746 Kuala Lumpur. 
Tel (03) 2933211 (18 lines) 
Fax (03) 2937076 
Toll free: 1 800 38 7180 
Telex BIM-AND-MA31785 
Email csu@informal.com.my 
Website http://www.takaful-malaysia.com 
Established Incorporated November 1984. 

Financial position 
Essentially the company derives its income from the investment of 
the Shareholders fund and its shares of profit in consideration for 
managing the general Takaful business and the Family Takaful 
business as provided under the profit sharing contract of al-
Mudaraba. 

The company has an authorised capital of RM500 million and 
a paid up capital of RM55 million. It has been converted into a 
public quoted company with a listing of its shares on the Main 
board of the Kuala Lumpur Stock Exchange since 31 July 1996. As 
a subsidiary of Kumpulan BIMB Holdings Berhad, 65.5% of its 
equity is held by the Bank. 

Board of Directors 
Y.Bhg' Dato' Ahmad Tajudin Abdul Rahman (Chairman) 
Y.Bhg' Dato Haji Mohamed Husein, Member 
Y.Bhg' Hj. Abdul Mutalib Haji Mohd Ali A1 Fakwie, Member 
Y.Bhg' Dato' Ismail b. Ali Member 
Encik Mustapha Hamat, Member 

mailto:csu@informal.com.my
http://www.takaful-malaysia.com
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Enick Ismail Muhayudin, Member 
Tuan Hj. Taib Rasak, Member 
Y. Bhg. Dato' Mohd Fadzli b. Yusof, Member 

Management 
Y.Bhg. Dato' Mohd Fadzli b. Yusof, Chief Executive Officer 
Encik Mohammed Arif b. Abdul Rashid, General Manager 
(Finance 81 Admin Div) 
Encik Zolkiffly b. Aziz, General Manager (Family Takaful 
Division) 

Encik Mohammed Arif b. Abdul Rashid, Company Secretary 

Religious board 

Y.Bhg. Prof Dato' Dr. Othman Ishak, Chairman 
Y.Bhg. Dato' Sheikh Ghazali Haji Abdul Rahman 
Y.Bhg. Prof Emeritus Tan Sri Ahmad Mohammed Ibrahim 
Shahibul Al-Samahah Dato' Haji Md. Hashim Yahaya 
Y.Bhg. Dato' Haji Md. Yunus @ Yunus Haji Md. Yatim 
Dr. Ahmad Shahbari @ Sobri Salamon 
Dr. Abdullah Haji Ibrahim 
Ustaz Mohd Baki Haji Mansor (Secretary) 
Takaful Nasional Anda 
Address 
Level 14, Bangunan Dato' Zainal 
23 Jalan Melaka 
50100 Kuala Lumpur 
Tel (03) 2985000 
Fax (03) 2981010 
Website http://www.mni.com.my 
Background 

Takaful Nasional was incorporated on 15 October 1993 with an 
authorised capital of RM50 million and paid-up of RM25 million. 

http://www.mni.com.my


The company is jointly owned by Malaysia National Insurance 
Berhad (80%) and Malaysian Islamic Economy Development 
Foundation (20%). 

Management 
Y. Bhg. Dato' Haji Shaharuddin Haji Haron, Chairman 
Y. Bhg. Datuk Dr. Syed Othman Alhabshi, Director 
Y. Brs Tuan Haji Sulaiman Salleh, Director 
Prof Madya Dr. Mohd Haleem Hj Mohd Razi, Director 
All Tan Sri Abdul Kadir, Director 
Anuar Mohd Hassan, Director 
Noor Azwah Samsudin, Secretary 

Members of the Shariah Supervisory Council 
Sahibul Samahah Dato' Haji Harussani Haji Zakaria (Chairman) 
Y Bhg Dato Dr Abdul Monir Yacob 
Y Brs Professor Dr Mahfodz Muhammed 
Y Brs Professor Madya Dr Abdul Halim Muhammad 
Y Brs Professor Madya Dr Hailani Muji Tahir 

SAUDI ARABIA (+966) 

Currency Saudi Riyal 
^ Capital Riyadh 
fe Financial centre J eddah 

Language Arabic 
+/- GMT + 3 hours 
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• International Islamic Insurance Co. 
Address 
Head Office 

153 Î SŜ ^̂ S 
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5th Floor, A1 Johrah Building, 
Madina Road, 
Jeddah, Saudi Arabia 
Postal Address 
P.O Box 11666 
Jeddah 21463 
Saudi Arabia 
Tel (02) 6440560, 644 4833, 643 3547 
Fax (02) 6422434 
Branches 6 
Management 
Mohamad Hassan Nayer, General Manager 

• Islamic Arab Insurance Co. 
(Dallah A1 Baraka Group) 

Address 
PO Box 6404 
Dammam 31422 
Saudi Arabia 
Tel (03) 8343206 
Fax (03) 832 7787 
Website h t tp : / /www.lootah.sch.ae/ ia ic .h tm 

Established 1979 

Management 
Haj Saeed Ahmed Lutah, Chairman 
Mr Abdul Latif Ghurab, Managing Director 

• Islamic Arab Insurance Company, UAE 
Address 
4th Floor, Dallah Tower 
Palestine Road 
Jeddah 21411 

http://www.lootah.sch.ae/iaic.htm


Postal Address 
P.O Box 430 
Jeddah 21411 
Tel (02) 6710000, 6172151 
Fax (02) 6171027 

Established Incorporated 1979 in Dubai, UAE. 
Financial position 
Issued capital DHS 20,000,000 
Paid up Capital DHS 20,000,000 

Board of Directors 
Haji Saeed Ahmed Lutah, Chairman 
Sheikh Saleh A. Kamel, Vice Chairman 
Mr Abdul Lateef 0. Ghurab, Director General 
Eng. Yahya Saeed A. Lutah, Director 
Mr Saleh Saeed A. Lutah, Director 

Executive Body 
Mr Abdul Lateef 0. Ghurab, Director General ft Managing 

TO 
Director 

E? 
Mr Fouad Ibrahim Ahmed, Asst. Director General < 
Syed Iftikhar Ahmed, A.D.G (Tech) ^ 
Mr Omar Siraj Ghurab, A.D.G. (Marketing) 
Mr Nabeel A. Yunus, (Manager (F) Saudi 
Mr Mohammed Sabir Qasim, Manager (F) UAE 
Mr Mohammed Khalid, Manager U/W 
Mr Ali Sayed AI saleh. Manager Claim 
Mr Sharafat Ali, Manager R/I 

Shariah Supervisory Board 
Prof. Siddiq Al Dharir 
Dr. Abdul Sattar Abou Ghaddah 



• The Islamic Corporation for the Insurance of Investment 8t 
Export Credit 

(Subsidiary of Islamic Development Bank, Jeddah) 

Address 
P.O. Box 15722, 
Jeddah 21454 
Kingdom of Saudi Arabia 
Tel (02) 6445666, 6361400 
Fax (02) 6443447 
Telex 607509 ICIEC SJ 
Email archives@sairtiOO.bitnet 

Website h t tp : / /www.ic iec .org/3htm 

Established The Islamic Corporation for the Insurance of Investment 
and Export Credit (ICIEC), a subsidiary corporation of the Islamic 
Development Bank (IDB), was established on 1st August 1994 as an 
international institution with full juridical personality. ICIEC com-
menced operations in July 1995 from its principal office in Jeddah, 
Saudi Arabia. 

Background 
The idea for the establishment of an entity to provide investment 
and export credit insurance for Islamic Countries originated from 
the Agreement for the Promotion, Protection and Guarantee of 
Investment among Member Countries of the Organisation of the 
Islamic Conference (OIC). This Agreement provided that the OIC 
shall, through the Islamic Development Bank, establish an Islamic 
institution for investment guarantee to undertake in conformity 
with Shariah, the provision of insurance for investments in the ter-
ritories of signatory parties of the Agreement (Article 15). There are 
a total of 30 signatory countries. 

http://www.iciec.org/3htm


Management 
Dr. Ahmed Mohammed Ali, President 
Dr. Abdel Rahman Taha, Manager 
Br. Thiendella Fall, Br. Khemais Gazzah, Marketing Department 
Br. Ahmad Zubir, Br. Iqbal, Underwriting Dept 

• Islamic Insurance Co. Ltd, Riyadh 
PO Box 21869, 
Riyadh 11485 
Saudi Arabia 
Tel (01) 401 0982 
Fax (01) 401 2941 
Telex 404438 NAFAL SJ 

• Islamic Insurance £t Re-Insurance Co. (IIRCO), Bahrain 
[Subsidiary of A1 Baraka Group] 

Dallah Tower, Palestine Road 
PO Box 430 
Jeddah 21411 ;5 

E 
Saudi Arabia < 
Tel (02) 6710000 ^ 
Fax (02) 6675474 J 
Telex 600080 DALLAH SJ 
Established 1985 
Management 
Dr Saleh Jameel Malaikah, Chairman 
Mr Sayed Iftikah Ahmed, Acting General Manager 

• Islamic International Company for Insurance (Salamat) 
Address 
P.O Box 6324 
Riyadh 11625 



Saudi Arabia 
Tel (01) 6531079 
Fax (01) 6511060 
Established 1985 
Financial position US$ 100,000 

• Islamic Rhajhi Company for Co-operative Insurance 
Address 
P.O Box 99999 
Riyadh 11625 
Saudi Arabia 
Tel (01) 4625555 
Fax (01) 4627777 
Established 1985 
Financial position US$ 1.5m 

• Islamic Takafol 8: Retakafol Company 
Address 
P.O Box 430 
Jeddah 21411 
Saudi Arabia 
Tel (02) 6694100 
Fax (02) 6675474 
Established 1986 
Financial position US$ 25M 



• Islamic Takafol 8: Retakafol Company, Bahamas 
[Member of Dar Al-Maal Al-Islami Trust] 
Head Office 
1st Floor, Salim Centre 
Khalid Ben Waleed Street 
RO Box 15302 
Jeddah 214444 
Saudi Arabia 
Tel (02) 6532340 
Fax (02) 6516414 
Telex 606931 Sage SJ 
Established 25th August 1983 

Board of Directors 
HRH Mohammed A1 Faisal A1 Saud (Chairman, ITRC Annual 
General Meeting) 
(Chairman, DMI Board of Supervisors) 
H.E Dr Abdulaziz Abdullah Alfadda (Chairman) 
Mr Abdullah A. Zainal Alireza (Vice Chairman) 
Mr Omar Abdi Ali (Director) 

TO 
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Management ^ 
Abdel Aziz Abdallah Alfadda, Managing Director ^ 
Mr Hussein Fraig Ali Eldin, General Manager 

• National Company for Co-operative Insurance 
Address 
Head office 
P.O Box 86959 ' ' ' ' ' 
Riyadh 11632 
Saudi Arabia 
Tel (01) 482 6969 
Fax (01) 488 1719 Telex 406828 



Toll free 800 124 9990 (Customer Service Centre) 
Branches 12 

Riyadh Sales Office 

P.O Box 52991 
Riyadh 11573 
Tel (01) 461 4555 
Fax (01) 4614555 

Jeddah Sales Office 
P.O. Box 15200 
Jeddah 21444 
Tel (02) 655 3337 
Fax (02) 655 8016 
Established 18th Janua iy 1986 

Background 
National Company for Co-operative Insurance is a Saudi Joint 
stock Company established in Riyadh, Saudi Arabia and incorpo-
rated on Januaiy 18. The Company is wholly owned by the follow-
ing Saudi Arabian government agencies - Public Investment 50%, 
General Organisation for social insurance 25% and retirement 
Pension Agency 25%. 

Financial position 
The authorised and issued capital of the Company is SR 500 mil-
lion consisting of 5 million shares at SR 100 each. The following 
summarises share capital at 31st December 1997 and 1996: 

Authorised Issued Paid up 
(in thousand) 

Shares Amount Amount 
Public Investment Fund 2,500 250,000 125,000 
General Organisation for 



Social Insurance 1,250 125,000 62,500 
Retirement Pension Agency 1,250 125,000 62,500 
Total 5,000 500,000 250,000 

Board of Directors 
Soliman S. Al-Humayyd, Chairman 
Dr Abdul Aziz Al-Orayer, Vice Chairman 
Mousa A. Al-Rubaian, Managing Director, General Manager 
Jammaz Al-Suhairai 
Ibrahim Al-Romaih 
Dr Khaled Al-Masoud, Legal Counsellor 
Ahmad Al-Sweidan 

• Takafol Islamic Insurance Co., Bahrain 
[Subsidiary of Dar A1 Maal A1 Islami Trust, Switzerland] 

Address h 

P.O Box 20246 
Riyadh 11455 
Saudi Arabia 
Tel (01) 4791353, 4791438 
Fax (01) 477 4358 
Telex 404173 DMI ^ 

Email t akafo l@khalee j .ne t .bh 

Financial position Paid up Capital - US$ 10 million. 

Management 
Mohamed Khaiiy Ahmed, Managing Director: 
Mohamed Hisham Mahmoud, Jeddah Branch Manager 
Saif A. Kambal, Riyadh Branch Manager 

mailto:takafol@khaleej.net.bh


SINGAPORE (+65) 

Currency Singapore Dollars 
Capital Singapore 
Financial centre S ingapore 

Language Chinese, Malay, Tamil ft English (all official) 
+/- GMT 8 hours 

• Ampro Holdings Singapore Pte Ltd 

AMP Centre, 
25 Jalan Tembusu 
Singapore 438234 
Tel 3488982, 348983 
Fax 3488984 
Email ampro@singnet.com.so 

m Web site: http://www.malayweb.com.sg/AMPRO.html 

Background 
AMPRO Holdings Singapore Pte Ltd (AMPRO), an organisation 
linked to the Association of Muslim Professionals, has been 

w involved in the design of this investment plan and will continue to 
a ensure that the Islamic requirements are met. AMPRO has a panel 
^ of Shariah experts to provide advice on the Islamicity of the prod-

uct. 7\MPR0, with the support of the Shariah panel, will on a regu-
lar basis check the suitability of the underlying investments. 

Board of Directors 
Yang Razali Kassim, Chairman 
Mohd Ismail Shariff, Deputy Chairman 
Salleh Marican, Director 

Management 

Yang Razali Kassim, Chief Executive Officer 

1 6 2 

mailto:ampro@singnet.com.so
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Mohd Ismail Shariff, Vice President (Trading) 
Amin Ibrahim, Vice President (Islamic Finance) 
Abdullah Rajib (Islamic Finance/Takaful Project Manager) 

• KeppelInsurance 
Tel 2229111, 326888 
Website HYPERLINK 
http://www.keppelinsurance.com.sg/about.htm http://www.kep-
pelinsurance.com.sg/mid6.htm 

Background , 

Keppel Insurance is a Keppel Company in joint venture with Fortis 
with combined assets of over $313 billion. Keppel Corporation Ltd 
is one of Singapore's leading conglomerates encompassing 11 pub-
licly listed companies including 3 listed on the Philippines Stock 
Exchange. Consisting of staff strength of 14,000, the group has 
assets totalling more than S$22 billion. Keppel's business influence 
extends into countries as far as the United States, United Arab 
Emirates, Australia and Nicaragua among others. 

• Syarikat Takaful Singapura 
32 Wallich Street Building 
#01-60 Singapore 078880 
Tel 2262883 
Fax 2260678 
Emai sts@takaful.com.sg 
Website http://www.takaful.com.sg 

Background 
Syarikat Takaful Singapura (STS) was set up when Syarikat Guru-
Guru Melayu Singapura SGM signed a Memorandum of 
Understanding with Keppel Insurance in April 1995. STS acts as 

http://www.keppelinsurance.com.sg/about.htm
mailto:sts@takaful.com.sg
http://www.takaful.com.sg


Keppel's marketing agency and appoints an Islamic Advisory Board 
to review the schemes, practices, contracts of insurance and trans-
actions. 

The objective of this joint venture project between SGM and 
Keppel Insurance is to develop insurance schemes that adhere 
strictly to the needs of the Muslim community in Singapore. STS's 
business is strictly Takaful products and not in any conventional 
traditional products because of the elements of riba (interest), 
Gharar (uncertainty), Maiser (gambling). Staffs are trained in the 
concepts of Takaful and they endeavour to educate other Muslims 
onto the concepts and operations of Takaful. 

SENEGAL (+221) 
Currency C.RA Franc 
Capital Dakar 
Financial centre Dakar 

Language French (official), Wolof, Pulaar, Mandigo 
+/- GMT + 0 hours 

• Sosar Al Amane 
[Subsidiaiy of Al Baraka Group] 

Address 

Immeuble Fahd Bd Djilly Mbaye 
BP21022 
Dakar 
Senegal 
Tel (08) 229664 Fax (08) 229446 



.p— — —— 
SUDAN (+249) 
Currency Sudanese Pound 
Capital Khartoum 
Financial centre K h a r t o u m 

Language Arabic (official], 
Nubian, diverse dialects of Sudanese languages 
+/- GMT +2 hours 

• The National Reinsurance Company (Sudan) Ltd 
Address 
Head Office 
P.O Box 443 
Khartoum 11111 
Sudan 
Fax (11) 775927 

Tel (11) 779118, 777325, 778416 Telex 22424 SD Natre 

Management 
Abdullahi Ahmed Abdullahi ACII, Chairman a Managing Director 

• The United Insurance Company (Sudan) Ltd J 
Address 
Head Office 
Makawi Building 
Nasir Square 
P.O Box 318 
Khartoum, Sudan 
Tel (11) 76655, 76630, 76228 
Fax (11) 770783 
Telex 22390 
Cable SECURITAS 
Established 1968 



Financial position 
Capital Authorised: £Sud. 10,000,000 (Ten Million) 
Issued: £Sud. 5,000,000 (Five Million) 
Paid up: £Sud. 5,000,000 (Five million) 
Number of shares: £Sud. 50,000 
Name of Shareholders &: percentage holding: 
a) Late Dr Khalil Osman Mohammed 25% 
b) Sennar Ginning Company 25% 
c) Contomishalos Sons ft Co. Ltd 16% 
d) Late Hamid Humeida Suliman 8% 
e) Late Daoud El-Khalifa 8% 
f) Aziz Kfouri a Sons Co. Ltd 8% 

Management 
Hashim Mohammed Ahmed El Bereir, Chairman 

i m Mohammed Abdden Babiker, General Manager 
Zakaria Abbas Ahmed, Finance Manager 
Abd El-Khalig A/Alla Mohammed, Technical Manager 
Ali Yousif Ali, Technical Manager 

• Watania Co-operative Insurance Company Ltd 
J Address 
T3 

Head office 
Hashim Hag Building, First Floor 
PO Box 231 
Khartoum, Sudan 
Tel (11) 782431, 783110 Fax (11) 782438 
Telex 22916 {WITCO} 
Branch Offices 
Port Sudan, Wad Medani, El Gadrif 
Established 1989 and transacted business as from 1991 



Financial position 
The Company's paid up capital is SUD. PDS 57 million and is build-
ing up to SUD. PDS 100 million in an intermittent attempt to estab-
lish a sound and sufficient financial integrity to meet the liabilities 
of the Company and to maintain adequate insurance cover for the 
potential clientele of the Company. 

Shareholders 
All co-operative societies 
Islamic Co-operative Development Bank 
Sudanese Commercial Bank 
Farmers Rural Development and Investment Bank 
Sudan Cotton Company 

Board of Directors 
Sayed Ahmed Elnor Ali agm 
Sayed Mohammed Ahmed Ibrahim 
Sayed Hussein Mohammed Omer Elmufti 
Sayed Abdel Gadir Bilal 
Sayed Mahgoub Mohammed Mahgoub 
Dr. Osman Abdel Wahab Ahmed Hamza 
Sayed Abdel Mahmoud Suleiman ^ 
Sayed Abdel Wahab Ahmed Hamza ^ 
Sayed Yousif El Kindi 
Sayed Abbas Abdel Bagi 
Sayed Mohammed El Hassan Abo Elhassan 
Sayed Abdel Mageed Hamid 
Dr. Abdein Mohmed Ali 
Sayed Zaaki Eldein Bilal 

Executive Management 

Dr Osman Abdel Wahab Ahmed 
Saved Mohammed El Nur Ahmed 



Sayed Sheikh Eldin Abdalla Mohmed 
Sayed Fathi Abdel Haleem 
Sayed El Nur Ali El Nur 

Management 
Dr Osman Abdel Wahab Ahmed, General Manager 
Sayed Mohammed El Nur Ahmed, Deputy General Manager 

Religious board 
Prof. Elsidig Mohd. El Amin Dareer 
Dr Ahmed Ali Abdalla 
Abdel Basit Abdel Magid 

TRINIDAD a TOBAGO (+868) 

Currency Trinidad £t Tobago Dollars 
' Capital Port of Spain 

Financial Centre Port of Spain 
Language English, French, Spanish, Hindi 
+/- 6MT -4 hours 

• TakaafulTftT 
C/o Muslim Credit Union 
73 EMR Curepe 
Trinidad ft Tobago 
Tel 645 9293, 662 0673 
Fax 662 8066 

Email iali@carib-link.net 

Contact Imtiaz Ali, President 

mailto:iali@carib-link.net
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TUNISIA (+216) 

Currency Tunisian Dinar 
Capital Tunis -55 
Financial centre Tunis 

Language Arabic a Frcncii 
+/- GMT + 1 hour 

• BEIT laadat Ettamine Tounsi Saoudi Reinsurance (Best - Re) 

[affiliated to the A1 Barka Group] 
Address 
Head Quarters 
Immeuble Best-re 
Zone Nord, Les Berges Du Lac 
B.P 484 
1080 Tunis Cedex 
Tel (01) 860 355 
Fax (01) 861 Oil, 862 014 
Email general@bestre.com.tn 
Established 1985 

Background 
BEST-RE is the first private reinsurer established in 1985 in North 
Africa and has chosen to be based in Tunisia given the financial 
regulations favouring the emergence of a regional financial zone. 
It is the product of collaboration with A1 Baraka Group and a 
regional insurance and reinsurance know-how, it has also benefit-
ed from the support of a vast network of banking and financial 
institutions of a participatory and mutualistic nature. It now has 
operations in more than 45 countries, in the insurance markets of 
Africa, Asia, the Middle East and the Mediterranean where it seeks 
to be a regional reinsurer closely involved in its markets. 

mailto:general@bestre.com.tn


Financial position 

Has a rating of BBB by Standard and Poor's in 1998, it is listed 
among the reinsurance professionals and has an adequate financial 
security. In twelve financial years, thanks to the constant and pro-
gressive support of A1 Baraka group and the collaboration of its 
partners, insurance and reinsurance companies as well as brokers, 
BEST-RE achieved the following major objectives of its mission: 

Providing the services expected from a professional reinsurer in 
regional markets. 
Achieving constant positive profits for the shareholders. 
Creating and managing stable professional teams. 

Board of Directors 
Dr Saleh Jamil Malaikah, Chairman 
Abdellatif Omar Ghurab, Member 
Abdelmoumen Souayah, Member 
Reyda Farid Benbouzid, Member 

Management 
Reyda Farid Benbouzid, General Manager 
Mahfoudh Rais, Deputy General Manager 
Ammar Hadjloum, Accounting, Financial £t Admin.Manager 
Nadia Lakrouz, Research and Computer Manager 
Riadh Karray, Underwriting Manager 
Malek Chahed, Company Secretary 
Chakib Abouzaid, Faker Rais, Ahmed Amrouche, Marketing and 
Underwriting 

Religious Advisor Sheikh Mokhtar Sellami 



TURKEY (+90) 

Currency Turkish Lira 
Capital Ankara 
Financial centre I s tanbul 

Language Turkish, Kurdish, Arabic 
+/- GMT +2 hours' 

• Ihlas Sigorta A.S 
Address 
Mahmutbey Cad.Nekas Ismrk. 
No: 17/19 Sirinevler/Ist 
Tel (212) 5516531 
Fax (212) 5528897 

QATAR (+974) 
• 

Currency Qatari Riyals 
Capital Doha 
Financial centre Doha 

Language Arabic, English commonly used 
+/- GMT 3 hours 

03 
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• Qatar Islamic Insurance Co 
Address 

P.O. Box 12402 
Doha - Qatar 
Tel 413 413 
Fax 447277 
Email qiic@qatar.net.qa 
Established 1994 

mailto:qiic@qatar.net.qa


Financial position 

This Company distributed a surplus for the years: 
1 9 9 5 (50/0), 

1996 (8%), 
1 9 9 7 (90/0) 

Board of Directors 
Mr Nasser Bin Mohammed Al-Fuhaid Al-Hajairi, Chairman 
Shaikh Mohammed Bin Eid Al-Thani, Member 
Shaikh Hamad Bin Nasser Bin Jasem Al-Thani, Member 
Mr Abdulla Mohd Al-Dabbagh, Member 
Mr Faisal M. Al-Sowaidi, Member 
Mr Ahmed Bin Abdullah Ghurab, Member 
Mr Mejeb Turki A1 Turki, Member 

Executive Management 
Mr Muneeb N. BQiasraw, General Manager 
Mr Salah El Din Musa Mohammed, Technical Manager 
Dr Ali Moehi Eldin Gura Daghi, Religious Supervisor 
Religious Supervisor: 
Dr Ali Moehi Eldin Gura Daghi 

UNITED ARAB EMIRATES (+971) 

Currency Emirian Dirham 
Capital Abu Dhabi 
Financial centre Dubai, Abu Dhabi 
Language Arabic (official), Persian, English 
+/- GMT +4 hours 



• Islamic Arab Insurance Co. 
(Dallah A1 Baraka Group), Dubai 

Address 
Dubai Islamic Bank Building - A1 Dira 
P.O Box 10214 
Dubai 
Tel (04) 284495 
Fax (04) 238140 
Telex 48582 LAIC EM 
Branches Domestic (2), Saudi Arabia (9) 
A1 Haj Saeed Ahmad Lootah, Chairman 
A1 Shaikh Saleh Abdulla Kamel, Vice Chairman 
A1 Shaikh Abdul Latif Omer Ghurab, Managing Director 
Fouad Ibrahim Ahmed, Asst General Manager 
Contact Office 
Dallah Tower, 
Palestine Street 
P.O Box 430 
Jeddah 21411 

I 
Tel (02) 671 0000 ^ 
Fax (02) 667 5474 2 
Telex 600080 DALLAH SJ £ 

po 
Management ^ 
Mr Abdul Latif Ghourab, General Manager ^ 
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• Oman Insurance Company 
Address 
Life Department 
P.O Box 5209 
Dubai 
United Arab Emirates 
Tel (04) 660133, 662502 
Fax (04) 669103 

5 
3 



Email life@oicera.com 
Website http://www.oicem.com/health.htm 

Management 
Mr S.F Qadri, Chief Executive, Life (qadri@tameen.co.ae) 
Mohamed Basheer, (basheer@tameen.co.ae) 
Mr A.S Tariq 

UNITED KINGDOM (+44) 

-Currency Pound Sterling 
Capital London 
Financial centre London 

Language English 
+/- GMT +1 hour 

• Takafol (U.K) Ltd 
[Marketing Associate of Takafol S.A Luxembourg, Member of 
Takafol Group Dar A1 Maal A1 Islami Trust] 

Address 

6-8 James Street 
London WIM 5HN 
Freepost 13 (LON 5270) 
London WIE 5JD 
Tel (0171) 493 0786 
Fax (0171) 409 3030 
Freephone 0800 783 4065 
Email takafol@hotmaiLcom 
Takafol @ Compuserve, com 
Established December 1982 in UK 

mailto:life@oicera.com
http://www.oicem.com/health.htm
mailto:qadri@tameen.co.ae
mailto:basheer@tameen.co.ae


History ft Background 
The UK Takafol marketing operation was constituted in 1982 to 
cater to the needs of Muslims in the UK by offering them Takafol 
products provided by Takafol S.A, Luxembourg. The demand for 
Takafol related services grew so rapidly that DMI decided to 
restructure the UK operation in 1993 to expand its activities. This 
development has enabled Takafol UK to offer a wide range of serv-
ices from other group members. 

Board of Directors 
H.RH Prince Mohammed A1 Faisal A1 Saud, Chairman 
Mr Omar Abdi Ali, Chief Executive Officer 
Dr Osama Mohammed Ali, General Counsel 

Management 
Omar A. Ali - Managing Director 
Mohammed Aslam - General Manager UK 
S. Siddiqui A Col - Compliance Officer 
Religious Board 

Mohammed Khater Mohammed Al-Sheikh, Chairman 
Mr Abdallah Ben A1 Meneea < 

ly 
Mr Halil Gonenc — 
Dr Mostafa Hosny J, 

UNITED STATES OF AMERICA (+1) 

Currency American Dollars 
Capital Washington D.C 
Financial centre New York 

Language English 
+/- GMT ranges from -5 to -8 hours 



• Takaful USA Management Services, LLC 
Address 
Head office 
134 Greenrale Ave, Wayne, 
New Jersey N.J 07470 
USA 
Toll free 1 -888-Takafol 

Tel (201) 840 9575 
Fax (201) 840 9571 

Branch 
25 Broad Avenue 
Palisades Park 
New Jersey 07650 
Tel (973) 942 5009 
Fax (973) 942 4838 
Email i n fo@takafu lUSA.com 

Website h t tp: / /www.takafulUSA.COM 

Established Takaful Management Services, LLC established in 
December 1996 to provide the Islamic alternative to conventional 
insurance for businesses, homes, mosques, schools and community 
centres. 

Background 
Takaful USA Insurance Company has been developed by Khidr 
Capital Corporation and a team of insurance and financial experts 
headed by Omar Clark Fisher. After more than one year of research, 
Mr Fisher has personally visited the offices overseas of three 
Takaful organisations to ensure that Takaful USA embodies the 
proper ethics, organisation, operating rules and capital structure. 

Takaful USA is a union of three companies: 
Takaful USA Insurance Company 

mailto:info@takafulUSA.com
http://www.takafulUSA.COM


Takaful USA Re-Insurance Ltd 
Takaful Management Services, LLC. 

Financial position 
Limited liability company and is owned by Muslims in the com-
munity and one institutional investor. They have invited participa-
tion of a well established conventional insurance company as their 
technical partner, Reliance National Insurance Company which has 
a track record of over 150 years, US$ 6 billion in assets and is an 
A-rated insurance company by AM Best, the rating agency. 

Management 
Omar Clark Fisher, Chairman 
Jamal Hayek, Marketing Officer/Producer - NewYork 
Tarek Tubeileh, Producer - Ohio 
M. Saleem Shaikh, Marketing Officer - Midwest/Trainer 
Amin Hoda, Producer - Chicago 
Tahir Wahab, Producer - Illinois 
Harry Shuford, Chief Financial Advisor and Actuarial Studies .H 
Barry Belknap, Advisor [VP, CAN Insurance Co.] g 
Kenneth Merin Esq. Legal Advisor, former Insurance 
Commissioner of State N.J 
Abdullah Idris, Advisor, former President of ISNA 

TO 
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Shariah Advisors Si 
Justice Muhammad Taqi Usmani 
Sheikh Nizam Yaquby 
Dr Tahir Jabar 
Sheikh Abdul Latif Ai-Jahani 



Websites a Email Addresses 

(Quick list) 

AUSTRALIA 
• Australia Takaful Insurance Inc. 
Email mbassal@net2000.com.au 
Website http://users.net2000.com.au/~mbassal/takaful/mbody.html 

BAHRAIN 
• Takaful International Co. 
Email takaful2@batelco.com.bh 

BRUNEI 

oj • Insurans Islam Taib Sendirian Berhad (IITSB) 
<v 

Email easy@ppl.brunet.bn easy@ppl.brunet.bn, 
aj 
•a insuranstaib@bmnet.bn 
< Website http://www.ifds.net http://www.ifds.net 

GHANA 
• Metropolitan Insurance Company Ltd 
Email met@africaonline.com.gh 
Website http://www.africaonline.com 

INDONESIA 
• Pt Asuransi Takaful Keluarga 
Website http://www.takaful.com/profile 
• Pt Asuransi Takaful Umum 
Website http://www.takaful.com/profile 

mailto:mbassal@net2000.com.au
http://users.net2000.com.au/~mbassal/takaful/mbody.html
mailto:takaful2@batelco.com.bh
mailto:easy@ppl.brunet.bn
mailto:easy@ppl.brunet.bn
mailto:insuranstaib@bmnet.bn
http://www.ifds.net
http://www.ifds.net
mailto:met@africaonline.com.gh
http://www.africaonline.com
http://www.takaful.com/profile
http://www.takaful.com/profile


• Takaful Asuransi 
Website http://www.takaful.com/profile 

• Pt Syarikat Takaful Indonesia 
Website http://www.takaful.com/profile 

JORDAN 
• Islamic Insurance Company Pic 
Email islamins@go.com.jo 

LUXEMBOURG 
• Takafol S.A 
Email ffitsa@innet.lu 

MALAYSIA 
• Malaysian Insurance Institute - Islamic Finance Research ft 
Development Centre 
Email miird@po.jaring.my 
Website http://www.insurance.com.my 

• MNI Takaful Sdn Berhad 
Website http ://www.jaring.my/biz/mni 
Website http://www.mni.com.my 

• Syarikat Takaful Malaysia 
Email csu@informal.com.my 
Website http ://www. takaful-malaysia.com 

• Takaful Nasional Anda 
Website http://www.mni.com.my 

http://www.takaful.com/profile
http://www.takaful.com/profile
mailto:islamins@go.com.jo
mailto:ffitsa@innet.lu
mailto:miird@po.jaring.my
http://www.insurance.com.my
http://www.jaring.my/biz/mni
http://www.mni.com.my
mailto:csu@informal.com.my
http://www.mni.com.my


QATAR 
• Qatar Islamic Insurance Co 
Email qiic@qatar.net.qa 

SAUDI ARABIA 
• Islamic Arab Insurance Co. (Dallah Al Baraka Group), Jeddah 
Website http://www.lootah.sch.ae/iaic.htm 

• The Islamic Corporation for the Insurance of Investment Et 
Export Credit 
Email archives@sairtiOO.bitnet 
Website http://www.iciec.org/3htm 

• Takafol Islamic Insurance Co., Riyadh 
Email takafol@khaleej.net.bh 

SINGAPORE 
• Ampro Holdings Singapore Pte Ltd 
Email ampro@singnet.com.so 
Web site http://www.malayweb.com.sg/ampro.htmI 

• Keppel Insurance 
Website http://www.kepins.com.sg/tsave.html 

• Syarikat Takaful Singapura 
Email sts@takaful.com.sg 
Website http://www.takaful.com.sg 

TRINIDAD et TOBAGO 
Email iali@carib-link.net 

mailto:qiic@qatar.net.qa
http://www.lootah.sch.ae/iaic.htm
http://www.iciec.org/3htm
mailto:takafol@khaleej.net.bh
mailto:ampro@singnet.com.so
http://www.malayweb.com.sg/ampro.htmI
http://www.kepins.com.sg/tsave.html
mailto:sts@takaful.com.sg
http://www.takaful.com.sg
mailto:iali@carib-link.net


TUNISIA 
• Beit laadat Ettamine Tounsi Saoudi (Best - Re) 
Email general@bestre.com.tn 

UNITED ARAB EMIRATES 
• Oman Insurance Company 
Email life@oicem.com 
Website http://www.oice.com/health.htm 

UNITED KINGDOM 
• Takafol (UK) Ltd 
Email takafol_uk@hotmail.com 
Takafol@compuserve.com 

USA 
• Takaful USA Management Services, LLC 
Email info@takafulusa.com 
Website http://www.takafulusa.com 

mailto:general@bestre.com.tn
mailto:life@oicem.com
http://www.oice.com/health.htm
mailto:takafol_uk@hotmail.com
mailto:Takafol@compuserve.com
mailto:info@takafulusa.com
http://www.takafulusa.com
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mi 
The publ icat ion o f this Directory, the f irst o f its kind, 

is an a t tempt to h ighl ight the concept and operations 

o f Islamic Insurance (Takafol) Companies. While Islamic 

banking is well known, f inancial circles are not fu l ly 

conversant w i th Islamic insurance. A concept based on 

social solidarity and mutual co-operat ion, it is capable 

o f solving many a problem, which a f f l i c t the public 

particularly in the developing countries. 

The experience of Islamic banking has revealed that 

there is a defini te interest in Muslim countries to in t ro-

duce Islamic principles and values into all areas of life. 

Bearing this in mind and the conceptual superiority 

tha t Takaful has, i f the necessary measures, extensive 

research, in-depth studies, development and marketing 

o f Takaful products, are conducted, the system has 

great potential and can effectively compete w i th its 

conventional counterparts and develop into a viable 

alternative. 

' I n s t i t u t e o f Islamic Banking ft Insurance • London 

Design ImtiazeAhmed Manjra 
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