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• Too few buyers

Most Real Estate Agents are looking at the tradi-
tional routes to attract buyers. ISFIN is focused 
on the high growth emerging markets. (Forecasts 
show that by 2025, 60% of all the construction 
activity will take place in those regions. Source: 
Global Constuction 2025).  
We access the full range of investors (private, fam-
ily offices, corporate, institutions, public and sover-
eign) in the markets in excess of liquidity, seeking 
new investment routes.

• More informed and demanding consumers

ISFIN helps you develop your expertise in the prof-
itable segment of the Islamic markets. We transfer 
you and your team the know-how to deal with 
Islamic investors. 

We get you free passes and a structured promo-
tion plan to participate to some of the best confer-
ences and forums in the world (MIPIM, WIBC, IREF, 
FIABCI,…) to develop your knowledge and your 
business opportunities

ISFIN is organised around professional groups to 
facilitate sharing of knowledge and expertise and 
to create business opportunities

• Poor international connections

With ISFIN you access Real Estate professionals 
able to share buyers portfolios in 75 countries 
worldwide. You are part of a multi-professional 
network including lawyers, notaries, auditors, ac-
countants, tax experts,… They also provide knowl-
edge and potential deals.Even if you are part of a 
global network/brand, you should develop fur-
ther your professional network by exploring new 
competences and portfolios which will complete 
your offer. ISFIN is NO competitor to the large Real 
Estate firms but we complete their offer in our 
niche segment.

• Banks not lending

ISFIN cooperates with the top 100 Islamic Finance 
Institutions (IFIs). Unlike Western counterparts, 
lending facilities are often easier and more ac-
cessible with those institutions. ISFIN can help 
you reach the right executives in those banks to 
introduce your project. A substantial professional 
analytical reviews.

• Complex regulatory and tax environments

ISFIN’s partners englobes top tier law firms and tax 
experts. Real Estate professionals live in a sophis-

The International Real Estate Federation has identified 10 major challenges and trends 
hitting Real Estate Agents/Brokers.

1. Too Few Buyers 
2.  More Informed and demanding Consumers 
3.  Poor international connections 
4.  Banks not lending, institutional investors buying 
5. Complex regulatory and tax environment 
6. Too Many Agents/brokers 
7.  Lower commission rates 
8.  Lack of differentiation from Agents/brokers 
9. Poor innovation and marketing 
10.  Unreasonable Price Expectations by Sellers

ISFIN addresses them, providing a pragmatic solution for your day-to-day business.

1. Ten biggest challenges for real estate professionals
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ticated world requiring to access professionals 
able to design a tailor-made vehicle or solution for 
their clients either on the selling or buying side. In 
a click or a call, you rely on the best advice for con-
ventional or Islamic transactions with your fellow 
ISFIN partner. 

• Too many Agents/Brokers

Stubborn Real Estate professionals are increas-
ing in numbers to get the shares of a decreasing 
pie. ISFIN’s business model based solely on the 
high growth market is an opportunity for smarter 
professionals to pioneer a new commercial route 
and profile his/her firm as THE leader on that Is-
lamic market segment. Our job is that you become 
recognized as THE intermediary on the Selling or 
Buying side when dealing with the Islamic world in 
your country.

• Lower Commission rates 

Rates are fixed according to the categories of 
clients you are dealing with. Looking at an interna-
tional Gulf or Asian clientele used to other levels of 
commission proves to be much more remunera-
tive. ISFIN helps you think and operate « out of the 
box ». With ISFIN, you become or consolidate your 
international practice.

• Lack of differentiation from Agents/brokers

Seen from the client’s perspective, all real estate 

firms are selling pretty much the same soup. In 
terms of services or even properties, their offer to 
the market is rather identical. ISFIN is a marketing 
powerhouse and will help your firm position itself 
differently on the market, offering a perceived 
added value to clients and prospects. We raise 
your profile.  You will appear to the public as the 
natural partner to deal with those investments. 

• Poor innovation and marketing

Our catalogue of services, exclusively available to 
our partners, entails a range of actions available 
for you and your team. ISFIN has been recognized 
by the FT-Financial Times Awards for its innova-
tive corporate strategy. Being an ISFIN partner is 
a fabulous opportunity for you to brainstorm on 
your strategy and adapt your marketing. We see 
and do things differently !

• Unreasonable prices expectations by sellers

The fact that we navigate in richer fishing waters 
allow our partner firms to get better prices on 
their deals and get higher commissions. ISFIN is 
keen to let you access the ISFIN dealroom and 
ensure potential matches between your property 
opportunities and investors or investments funds 
seeking valuable investment opportunities. Access 
an unmatched amount of prospects via our dedi-
cated ISFIN CRM database.

ISFIN offers to Real Estate Brokers and Advisors a unique added value to work with Islamic inves-
tors : private, family offices, corporate or sovereign funds.

Real estate is one of the key asset classes of any investment portfolio for Muslim investors alike.

Despite the challenging economic conditions, property investment into Europe and the US is booming 
especially from Gulf and East-Asian investors, as high levels of cash seek safe havens. With a number of 
significant deals occurring in the West, the Islamic investors’ interest will continue to turn westward.

Global megatrends will change the real estate landscape considerably over the next six years and beyond. 
While many of the trends are already evident, there is a natural tendency to underestimate how much the 
Islamic investors and the Islamic property market will impact the industry.

Real estate organizations will need to adapt early to prosper on that segment that competitors will start to 
address.
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Focused investment strategy

ISFIN’s core business is to provide guidance, sup-
port and high-value connections to :

Real Estate professionals willing to work with 
Middle-Eastern, Gulf and Asian investors looking for 
core opportunities in the West

Real Estate professionals based in the Islamic mar-
kets willing to supply investment opportunities to 
Western clients seeking to diversify their portfolio in 
high growth markets. 

With our unique network of Real Estate profession-
als focused on the Islamic markets (Inbound and 
outbound investments) – combined with an unchal-
lenged team of legal, tax, accounting and banking 
professionals specialized on those markets -, ISFIN 
provides a full range of tailor-made services to 
Western and Islamic investors.

By acting as a connective bridge between the dif-
ferent legal, commercial and cultural environments 
of the GCC, Asia, Africa, Europe and America, ISFIN 
offers an exceptional value on this lucrative and ac-
tive market segment.

Commercial and residential property

ISFIN’s Real Estate strategy is fully market driven. 

Our Real Estate partner firms are advised for both 
or either their commercial or residential capacity. 
We recognize that these two sectors are differ-
ent jobs and we carry specific due diligence when 
assessing the partnership in the dedicated jurisdic-
tion.

Bulding an Islamic desk in your practice

As exclusive Real Estate partner of ISFIN you are 
able to drive for value outperformance and above 
average risk adjusted returns through differentiated 
clients service.

ISFIN support team is there to help you launch or 
consolidate an « Islamic desk » within your practice 
or firm. 

You become the only or one of the very few Real 
Estate professional in your jurisdiction with an « 
Islamic desk » to handle the demanding Islamic cli-
ents or Western investors seeking local advice and 
investment opportunities.

Shariah-compliant or conventional transaction ?

ISFIN were among the first to develop Western 
Shari’ah compliant real estate transactions, working 
with significant institutions in the implementation of 
new products.

ISFIN enables you to become an Islamic real estate 
specialist, gaining depth of experience from some 
of the world’s most recognized specialists. They 
work as support advisor for you. 

ISFIN Real Estate Partner can thus offer to their cli-
ents, innovative tested tax efficient legal structures, 
which provide Shari’ah compliance and maintain 
attractive projected returns to investors.

Establishing Shari’ah compliance and integrity of 
transactions embracing Shari’ah compliance princi-
ples of openness, transparency and good business 
ethics prove to be an interesting option for many 
Muslim and non-Muslim investors seeking solid and 
risk-free investments.

If your clients prefer to invest in the framework of a 
conventional transaction, we have an unchallenged 
amount of expertise linked to office, corporate, 
private, hotel and resort transactions.

ISFIN will help you establish close working relation-
ships with both direct investors and with intermedi-
aries seeking the best products for their client base. 
We are massively and inteligently present at events 
like the MIPIM to network with our Real Estate part-
ners and potential investors or dealmakers.
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3. REAL ESTATE AND THE ISLAMIC INVESTMENT MARKET
With the global financial crisis, Islamic investors 
are venturing back into their former grounds. 
Investment funds and family offices are once 
more funnelling into the West as renewed confi-
dence sparks increased interest. Market experts 
also note that due to the increased uncertainty 
brought about by the Eurozone crisis, there has 
been a greater movement towards the safe haven 
of the US as economic recovery highlights the rich 
pickings available.

A diversifying market 

The last months have demonstrated that the 
investment frenzy from Islamic investors reach 
out new shores : Latin America, Africa, Eastern 
Europe offer greater return on investments and 
Muslim real estate buyers and exploring or diver-
sifying their portfolios towards those new property 
markets.

So even if the UK and French markets continue 
their strong performance, they are not the only 
routes of investments for Gulf based cash power-
houses.

There has been a value to the iconic transactions 
from Muslim investors in London. Qatar’s invest-
ment in the UK market has been so exceptional 
that other countries have attempted to lure the 
country into their own property markets. Other 
European governments announced that they 
would offer significant tax exemptions for Qatari 
investment into the country. In France, to date it 
has resulted in acquisitions topping US$4 billion. 
Spain, Portugal, Malta, Cyprus,… all members of 
the European Union are granting an « economic 
citizenship » to foreign investors buying property. 

At ISFIN, we are well aware of the willingness of 
many governments around the globe to get a 
share of the investment pie. Several of our legal 
partners have worked with their local authorities 
to create a Shariah friendly environment in their 

Western or Muslim jurisdictions to favorably adapt 
laws, tax structures and demand for property in 
the country.

This is a lucrative but rather new market and it is 
NOW that Real Estate professionals need to posi-
tion themselves actively on that market segment to 
catch the fast train.  We are seeing a strong influx 
of funds into Western real estate, because it is an 
attractive, diversified and often protected invest-
ment strategy.

Institutional money and high net worth entities 
from the Middle East really just want real estate at 
the moment. 

An evolving market

There has been a lot of work done over the last 
decade with Islamic finance, trying to break down 
the barriers that would prevent Islamic finance 
from growing, particularly in terms of what they 
can control, such as legal and regulatory regimes, 
and that has been quite successful.

Islamic finance has been particularly beneficial for 
the banking sector but for the property market as 
well.

The rate of preference for Shariah compliance 
over the past two years has noticeably accelerated. 
In addition, investors are becoming more adven-
turous and the profile of property investment is 
evolving as they become more sophisticated and 
willing to take greater risks. 

The demand from Islamic real estate investors has 
grown but investors themselves are also more 
confident with different real estate sectors. Five 
stars palaces, student accommodation projects, 
energy maintenance facility, industrial plants, ware-
houses and shopping centers, residential develop-
ment projects, harbour facilities, hospitals,...

Investments extend to really different sectors and 
actually spread geographically outside the state 
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capitals. Investors are increasingly looking outside 
the metropoles to get the strong cash deals they 
want to achieve. 

They are looking to add value rather than create in-
come. In order to do that they need to rely on local 
Real Estate professionals able to understand their 
specificity and know the local market.

A sophisticated market

Real Estate professionals willing to enter this remu-
nerative market need to invest in the cultural and 
technical aspects of Islamic finance and Shariah-
compliant transactions. It is not enough just to post 
properties on sale on a web site ! 

Bridging markets

The Islamic finance system is a robust financial 
industry. 

The international banks are using different hubs and 
structures to execute deals which are originated in 
the Middle East, Asia or Africa. There is a significant 
focus on emerging markets for growth and new 
deals. London, Paris, New York and off-shore juris-
dictions are often just a base whereby the group 
can grow in Europe and the US. Real Estate profes-
sionals are required by their clients to be a bridge 
between European corporate institutions looking 
for Islamic structured products, and Middle East or 
Asian institutions looking for good assets. 

Many of the countries, even some of the Islamic 
countries, do not have such a robust regime as the 
Western governments have provided. Investing in 
the property market in the West is paramountly se-
cure for many of these investors facing an unstable 
local environment.

The US market is picking up

Interest in the US has always been there but it went 
through a major slowdown that now comes to an 
end. The US is showing  strong signs of improve-
ment in its fundamentals, banks are doing better 
and corporates are sitting on excess cash.

The US is viewed as a safe haven. Increasing funds 
are looking to park in US property. Even US banks, 
which were busy addressing their own new market 
realities, now have a more lelaxed and attentive view 
on Islamic capital.

A specificity of the US market enpowers the Real 
Estate agents more than anywhere in the world. 
There is currently a lot of property investment com-
ing into the US from the Gulf, but the Wall Street 
institutions are rarely involved in the role of raising 
equity capital. The banks provide financing, but are 
not involved in an advisory way. This gives plenty of 
room to the traditional real estate firms that have 
asset management and advisory arrangements with 
these sources of capital.

Typically in the US, we see GCC financial institutions, 
investment firms and family offices, either using 
their own capital or raising capital from their high 
net worth clients and small-medium sized invest-
ment firms.

So although real estate is the major flow, it is not the 
banks but the real estate companies that have the 
market in the US and have the relationship with the 
GCC. Investors from the Muslim world seem to have 
more trust on that model than in the big finance 
houses.

Shariah compliant capital in the US is predominantly 
real estate investment. 

A recent survey from Colliers International con-
ducted across a cross-section of major international 
institutional and private property investors in the 
Gulf concluded that the most desirable region for 
increased global real estate investment is the US, 
followed by Asia and western Europe.

In another survey from the Association of Foreign 
Investors in Real Estate, respondents ranked the US 
as the most stable and secure property market with 
the best opportunity for capital appreciation, with 
81% expecting to increase their portfolio size over 
the coming year.
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4. ISLAMIC FINANCE AND REAL ESTATE
Modern Islamic banking is just 35 years old. With assets recently exceeding the US $1 trillion threshold 
and an impressive annual growth rate of approximately 15 percent, Islamic finance continues to grow 
from a niche to a mainstream mode of finance. This rapid expansion has not only attracted the interest 
of conventional bankers and borrowers, but also of investment fund structurers and promoters. Western 
financial institutions are working closely with their Islamic counterparts to develop this sector and meet 
the needs of a huge customer base worldwide.

It is worthwhile noting that Islamic finance is not confined to Muslim countries but is spread over Europe, 
the United States and the Far East; nor is it limited to Islamic borrowers, but is also used by many com-
panies as an alternative source of funds. The principles of Islamic banking are similar in many respects to 
conventional banking, asset financing and project financing principles commonly used and applied under 
English law worldwide.

Shariah compliant real estate investments

The heavy presence of real estate investment 
throughout the Islamic finance spectrum is linked 
to Investments are predominantly made by institu-
tional investors, sovereign wealth funds, and high-
net-worth individuals.

The objectives sought by conventional and Islamic 
investors have much common ground: capital pres-
ervation, yield maximization, and a balance between 
liquidity and profitability. However, in contrast to 
conventional investments, a key characteristic of 
Islamic real estate investments is that they must 
be structured in a sharia-compliant manner. Those 
investors seeking to invest their hard earned money 
in a Shariah compliant manner, need to be mindful 
of the above restrictions and conditions before such 
investments can be labelled as Shariah compliant 
investments. 

The structuring of Islamic real estate investments 
must be tailored to each individual case having 
regard to the location of the real estate assets, the 
tax profile of the investor, and any specific require-
ments from a sharia perspective.

Real estate investments could be perhaps divided 
into two sectors. Sector one would be for residential 
purposes such as buying houses, hotels and apart-
ments whereas the second sector would be for 

commercial purposes such as acquiring offices, re-
tail units, warehouses and other buildings designed 
for various corporate and commercial usages. 

Acquiring real estate in a Halal way

Conventionally we have seen many real estate ac-
quisitions which have been completed through bank 
financing. These are based on a conventional loan 
provided by the bank and the customer providing 
the deposit as required by the bank. As per Shariah 
principles, it is not permissible to obtain interest 
bearing loans from a bank for whatever the underly-
ing purpose maybe. It is therefore necessary that 
the leverage is also structured in a Shariah compli-
ant way and the financing documents comply with 
Shariah rules. Without such confirmation from a 
Shariah advisor or a Shariah board, the transaction 
would not be deemed as Shariah compliant.

Although the use of bank debt or financing to 
acquire properties has been permitted but not en-
couraged by scholars.

Shariah instead emphasises equity investments. 
However investing in equity is not considered 
favourable from a tax point of view as the return on 
equity is not tax deductable whereas interest pay-
ment under a debt structure is tax deductable. This 
hinders equity investments and encourages debt 
take up contrary to Shariah principles.
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Innovative products

The Islamic Real Estate Investment Trust or I-REITs is growing rapidly in the last few decades. It is attracting 
more investors worldwide. I-REITs differ from that of conventional in which it operates in a manner which 
is compliant to the Shari’ah. It is gaining momentum as a viable alternative channel for Shari’ah compliant 
investments. A REIT is defined as a security that sells like a stock on the major exchanges and invests in real 
estate directly, either through properties or mortgages. REITs receive special tax considerations and typi-
cally offer investors high yields, as well as a highly liquid method of investing in real estate. There are three 
types of REITs:

Equity REITs invest in and own properties. Their revenues come principally from their properties’ rents.

Mortgage REITs deal in investment and ownership of property mortgages. Their revenues are generated 
primarily by the interest that they earn on the mortgage loans.

Hybrid REITs combine the investment strategies of equity REITs and mortgage REITs by investing in both 
properties and mortgages.

I-REITs have a huge potential to grow and become an alternative for investment which is accepted globally.

The SUKUK, an Islamic bond, is another interesting product which is increasinglu used for property financ-
ing. UK Prime Minister David Cameron made that product famous in the West by stating that London will 
finance public buildings and investments via a Sukuk. 

There a many specific Shariah-compliant products which find their equivalent in the conventional world : 
Ijarah, Mudarabah, Musharaka,… 

Islamic Real Estate funds

The key distinction behind Islamic real estate funds and real estate investment trusts from their conven-
tional counterparts is the adherence to Islamic or Shariah principles. Islamic investment is guided by two 
key principles mentionned above : avoid the giving or taking of interest at all costs and avoid investment in 
unethical ventures. 

The restrictions on investment in unethical concerns are subject to two screens – sectoral and financial. 
Typically, a Shariah investment board, on advice from Shariah scholars, requires that any fund will not invest 
in companies whose primary business activities are in arms, alcohol, tobacco, pork, finance and insurance, 
gambling, biotechnology engaging in genetic and fœtus experimentation and leisure/media. These are the 
sectoral screens.

Financial screens require that the debt/assets ratio does not exceeds 30%, interest income is less than 5% 
of gross revenue and accounts receivable and cash represent not more than 50% of total assets.

Furthermore, in strict compliance with Shariah principles the following investment methods and financial 
instruments will not be used – short selling, conventional fixed income instruments such as bonds, interest-
based instruments/accounts and derivatives or warrants. By implication, any real estate investments should 
not be in properties that violate the screens. However, the interpretation of Shariah reservations is often 
subject to Shariah board judgment.
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It is worth drawing some similarities and differences between socially responsible investment (SRI) and 
Shariah compliant investment (SCI).

Islamic Investment Funds Structures

As shown above, Islamic instruments can be used in many types of fund structures. Sharia-compliant 
property funds, in particular, are increasingly being used in the U.K. and are promoted by many institutions. 
Investors from the Middle East have long regarded commercial real estate as a favorite form of investment, 
with an emphasis on certain commercial property sectors and geographic regions.

In an Islamic real estate investment fund, money from a variety of investors is pooled together in order to 
buy, manage, and sell real estate assets. The management strategy might range from a moderate reposi-
tioning or releasing of properties to the development or extensive redevelopment of properties. Invest-
ments may also be made into sharia-compliant real estate companies holding sharia-compliant assets.

In contrast to many conventional real estate funds, Islamic real estate investment funds do not invest in 
conventional debt securities. Nevertheless, investments via debt creating modes of finance such as com-
modity murabaha (resulting in a fixed return) may be considered as a sharia-compliant alternative.

While Islamic finance structuring in non-Islamic jurisdictions must abide by all of the traditional limitations 
of sharia law, it generally faces the additional challenge of operating in legal and regulatory environments 
that are unaccustomed to Islamic finance techniques.
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5. Auditing in an Islamic framework 

In its report « Real Estate 2020 » (*), giant advisory PricewaterhouseCoopers notes that as confidence re-
turns to real estate, the industry faces a number of fundamental shifts that will shape its future.

Key trends will have profound implications for real estate investment and development.

2020 is tomorrow. By 2020, real estate managers will have a broader range of opportunities, with greater 
risks and new value drivers. As real estate is a business with long development cycles – from planning to 
construction takes several years – now is the time to plan for these changes.

Already, thousands of people, companies and investors migrate from country to city across Asia, the Middle 
East, Latin America and Africa on a daily basis, attracted by the new wealth of these economies. 

Meanwhile, the growing emerging markets’ middle class and ageing global population are increasing de-
mand for specific types of real estate.

PwC’s Six predictions for 2020 and beyond:
1. The global investable real estate universe will expand substantially, leading to a huge expansion in op-
portunity, especially in emerging economies. World population growth and increasing GDP per capita will 
propel this expansion. By 2020, investable real estate will have grown by more than 55% compared to 
2012, and then will expand by a similar proportion in the following decade.

2. Fast-growing cities will present a wider range of risk and return opportunities. Cities will present oppor-
tunities ranging from low risk/ low yield in advanced economy core real estate, to high risk/high reward in 
emerging economies. The greatest social migration of all time – chiefly in emerging economies – will drive 
the biggest ever construction surge.

3. Technology innovation and sustainability will be key drivers for value. All buildings will need to have 
‘sustainability’ ratings, while new developments will need to be ‘sustainable’ in the broadest sense, provid-
ing their residents with pleasant places to live. Technology will disrupt real estate economics, making some 
types of real estate obsolete.

4. Collaborating with governments will become more important. Real estate managers, the investment com-
munity and developers will need to partner with government to mitigate risks of schemes that might other-
wise be uneconomic. In many emerging economies, governments will take the lead in developing urban real 
estate and infrastructure.

5. Competition for prime assets will intensify further. New wealth from the emerging economies will inten-
sify competition for prime assets; the investment community will need to think laterally to earn attractive 
returns.

They might have to develop assets in fast-growing but higher risk emerging economies, or specialise in the 
fast-growing subsectors, such as agriculture, retirement, etc.

(*) http://www.pwc.com/gx/en/asset-management/publications/real-estate-2020-building-the-future.html
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6. A broader range of risks will emerge. New risks will emerge. Climate change risk, accelerating behavioural 
change and political risk will be key.

At ISFIN, we respect anticipative theory but we are really focused on the praxis. We 
invest and believe that successful strategies for Real Estate Professionals are : 

Think globally

The real estate market will become far bigger and more global. For the real estate investment community, 
this expansion will lead to a much greater range of opportunities.

Subsector themes will emerge which can be exploited on a global basis. Specialists are already emerging in 
areas such as Russian investors, Chinese investors, Indian investors…

We are the prioneers of the ISLAMIC subsector.

In the future, these themes will become far more established.

Economies of scale will become more important. Some of today’s large global managers will become mega-
managers, with a foot in all geographies and channels.

Some of these mega-managers will expand inorganically through acquiring smaller managers with specific 
market or specialist property expertise.

But real estate is a business where local knowledge is key. So there will always be a place for local and niche 
players. 

Global network with local knowledge 

Local knowledge has always been essential for success in real estate, but it will become even more crucial 
as the investment community looks for value in international markets in an increasingly global market. If 
you do not have the right international network, you will be excluded from the market. Your current clients 
will leave you for better connected firms.

It is not about having one local Real Estate agent put an add on a domestic web site or on a window. It is 
about having the right local people with the right connections, the right knowledge, skills and portfolio.

Many of the higher growth markets have more complex real estate environments. It is the case for the prof-
itable Islamic markets. Not only will the investment community need in-depth knowledge of local econo-
mies, but also they will need to navigate opaque planning laws, to work in partnership with government and 
to make sure their strategy is aligned with government policy.

Additionally, they will need in-depth insights into local real estate development practices and possible devel-
opment partners. Developing economies often have little in the way of investment property, so the invest-
ment community needs to partner more with developers.

Managers might need to access local markets through joint ventures, mergers or acquisitions. If so, they 
must have the skills to assess possible partners or acquisition targets.

They need a solid network of professionals like lawyers, notaries, accountants, asset managers, tax experts, 
auditors,… to offer the extra added value that the increasingly demanding client will require.
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Specialist expertise

The skills needed by effective Real Estate firms will require subsector specialisations. As urban develop-
ment, retirement homes, agriculture, hospitals, Russian, Chinese, etc… become subsectors in their own 
right, so real estate managers will need to be specialists in these areas in order to profit. 

The pioneers of these subsectors – especially in emerging economies – will earn higher returns.

The marvelous thing about working and be innovator with the ISLAMIC subsector is that you develop a 
global reach. Unlike Russian, Chinese or Indian subsectors, the ISLAMIC subsector offers a worldwide cover-
age with substantial communities in Europe, the USA, Africa,… 

Innovation

Innovation can be reached via Product development. As real estate managers fill the gaps left by banks in 
capital structures, so there will be rewards for those that make the best use of entrepreneurial structures 
like pre-purchasing development assets, innovative mezzanine finance type structures, Shariah-compliant 
deals and special purpose vehicles. 

Risk and reporting.

Real Estate managers will be asked more and more to prove their level of ethics and governance. The Islam-
ic investment world is based on strong ethics and offer guarantees of transparency. SCI Shariah-compliant 
investments (SCI) are similar to Socially responsible investments (SRI).

Multidiscipilnary practices with regulation and tax. 

As real estate portfolios become more complex, and regulation increases, so the demands placed on tax, 
legal and regulatory compliance functions will intensify. Real estate managers need to transform these 
functions.

Additionally, these functions need to be future-proofed by moving them from support functions to true 
business partners. Alignment with the business needs to be improved and fully integrated with its expand-
ing activities. Regulatory compliance and reporting will become more important as regulation increases. In 
particular, the real estate AM sector will become more heavily regulated. Europe’s AIFMD and the US Dodd-
Frank legislation have already forced asset managers to register with regulators in these countries, and 
similar regulations are likely to come into force.

It is now that you need to formalize an access to the best skilled professionals in those areas. These regu-
latory, legal and tax professionals also need to be active and recognized in the subsectors you tap in. You 
need to access a variety of those professionals according to the different niches you operate in.

Cost management and economies of scale

The real estate business has become less profitable in most of the world over the past five years since the 
bursting of the asset price bubble, leading to a need to improve cost management through creating leaner 
organisations.

As real estate becomes more globalised, some real estate businesses will experience upward pressure on 
operating costs from the expense of maintaining an overseas presence.
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Having local partners in local markets will help to mitigate cost, as will acquiring local specialist investors 
and developers. Additionally, outsourcing of non-core functions can help to build scale. In both instances, 
real estate businesses will need to review partners and service providers carefully in order to judge the 
quality of their offerings.

You need to build, consolidate or improve your international network now. ISFIN is an amazing gain of time, 
energy and money for you.

The right people

As the real estate sector grows, the war for talent will intensify. Local knowledge will become even more 
sought after than it is now; yet, it is generally the case that relatively few people have the kind of expert 
knowledge required, noticeably in the Islamic business. 

There will be a need for more specialist roles within your firm. If you decide tap in the lucrative Islamic 
market and appoint one manager or a team therefore, they will need the support of a dedicated global 
network. 

With ISFIN you access, the most recongnized real estate specialists in that fast growing sector of the Islamic 
business.

CONCLUSION

The emerging markets and the Islamic economy in particular offer substantial business opportunities. They 
imply that the Real Estate Professional master this sophisticated demand. Accessing knowledge and exper-
tise from specialists can do this.

ISFIN offers a unique support line to enable you and your firm seize in confidence these opportunities and 
join the best professionals in the world in one of the fastest growing segments of world economy. Help your 
clients and help yourself endeavour on the emerging markets!


