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The following is an interview 
with Mr Imran Motiwala, CEO, 
AKD Investment Management 
Limited.

Tell us about AKD Investment 
Management Limited.

AKD Investment Manag-
ement Limited (AKDIML) was 
established in 2004 by AKD 
Group of Companies. Our group 
Chairman Mr. Aqeel Karim 
Dhedhi has been a predominant 
investor/adviser of the Pakistan 
stock market in addition to being 
a forefront veteran in the devel-
opment of the stock market. 
AKDIML was launched follow-
ing the acquisition of the man-
agement rights to manage the 
Golden Arrow Selected Stocks 
Fund Limited (GASF). Besides 
GASF, AKDIML also manages 
four open-end funds including 
the AKD Opportunity Fund 
(AKDOF), AKD Index Tracker 
Fund (AKDITF), AKD 
Aggressive Income Fund 

(AKDAIF) and the AKD Cash 
Fund (AKDCF).
What has been AKDIML’s per-
formance in comparison to the 
industry?

While the stock markets in 
Pakistan have given a vibrant 
return over the past fi ve years of 
approximately 253.83%, our 
AKD Opport unity Fund has 
given a return of approximately 
450.55% during the said period 
which highlights the underlying 
superior asset management 
quality in Pakistan. 

Generating hefty returns of 
105.29%, our GASF was ranked 

the Top Performing Asian 
Equity Fund and was 5th in the 
world in 2012 according to 
Thomson Reuters Lipper. At the 
same time, our AKDOF ranked 
2nd in Asia and 6th in the world 
as returns tallied 95.60%. 
GASF was awarded the “Top 25 
Companies for the year 2013” 
by Karachi Stock Exchange 
Limited. 
Please highlight the strengths 
of your company.

AKDIML covers the broad 
parameters of the risk paradigm 
from a money market fund that 
invests primarily in short gov-

Capitalising potential opportunities

The following is an interview 
with Raza Hussain Rizvi, CEO, IGI 
Investment Bank.

How has the success of IGI 
Investment Bank been since its 
inception.

IGI Investment Bank started 

its journey back in 1990. For the 
last 25 years, IGI Investment 
Bank has witnessed various fac-
ets of the economy and invest-
ment banking sector. 

During the last decade or so, 
investment banking sector in 
general has faced various chal-
lenges limiting the scale of this 
sector’s business activities, par-
ticularly in the fund based seg-
ment. 

Our success has primarily 
been in maintaining trust of our 
clients while adapting to the 
needs arising out of changing 
business landscape. Since incep-
tion we were mainly focused on 
fund based business with wide-
spread presence in lending, leas-
ing and deposit taking activities. 
From  2006-07 onwards, we have 
diversifi ed into new lines of non-
fund based businesses while 

ernment securities and top rated 
bank deposits to the other end of 
actively managing an equity 
fund. We believe that equity is 
our forte and more importantly 
our conviction on our homeland’s 
potential has graced us with 
leading performance. 

The Fund follows a top down 
approach and invests in funda-

mentally strong companies with 
growth prospects and high divi-
dend yields. The research team 
at AKDIML aims to capitalise 
potential opportunities to bet-
ter manage volatility in the mar-
kets. 
How has mutual fund industry 
evolved since its inception?

Over the years the mutual 

fund industry has fl ourished  
with various products and ser-
vices readily available to a 
broader client base in a suited 
competitive environment of 
asset management companies. 
The total assets under manage-
ment stand at approximately 
US$4.2bn (2014). In order to 
gauge the mutual fund indus-

try’s growth, one must fi rst 
understand that the objective of 
a mutual fund is to provide a rel-
atively better return than other 
investment options. 
What issues have you faced in 
expanding your business? 

The growth of mutual fund 
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IGI Investment: 25 
years of trust

The following is an interview 
with Dr. Amjad Waheed, CFA. He 
is the Chief Executive Offi cer of 
NBP Fullerton Asset Management 
Ltd (NAFA).

Please tell us about yourself.
I have been associated with 

NAFA since its inception in 

2006. Prior to joining NAFA, I 
served as the Head of Equity 
Mutual Funds and Portfolios at 
Riyadh Bank, Saudi Arabia for 
fi ve years, as Head of Asset 
Management at NIT and Chief 
Operating Offi cer of FC ABN 
AMRO Equities. Before moving 
back to Pakistan I worked as 
Assistant Professor of Finance 
at Tennessee State University, 
USA and published several 
articles in top journals of the 
world. 
What is the success story of 
NAFA since its inception?

NAFA is a joint venture 
between National Bank of 
Pakistan and Fullerton Fund 
Management Company of 
Singapore. It is now in its tenth 
year of operation. We are among 
the top four highest rated asset 
management companies in the 

Investing in 
NAFA Funds

Continued on Page 3
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The following is an interview with 
Mr Khalid Aziz Mirza, Chairman, 
Primus Investments Management 
Limited.

Please tell us about the success 
of Primus since its inception.

Since its inception about 
three years ago, Primus has 
demonstrated reasonable 
growth exceeding initial expec-
tations.  We had almost 100 
investors within months of the 
company’s establishment and in 
just 2-3 years we now have more 
than 300 clients.

I think it would be fair to say 
that Primus’s results have been 
impressive during the compa-
ny’s brief existence largely 
owing to the management’s pro-
gressive vision and the values 
espoused by it that formed the 
backbone of the company. Here, 
it is important to mention that 
the management has succeeded 
in inculcating in the company’s 
staff, a certain sense of disci-
pline, customer-centric appro-
ach, and upheld the integrity 
and teamwork. 

The company has success-
fully launched six funds and is 
in the process of introducing 
several more to widen the scope 
of investment solutions it would 
like to offer to the growing tar-
get market in Pakistan. Apart 
from Shariah compliant Islamic 

Funds, Primus is about to intro-
duce an asset allocation fund 
providing investors a balanced, 
diversifi ed and fl exible portfo-
lio of investments based on 
what is available in our evolving 
market.
What makes Primus different 
from other AMCs and what is 
the market share of Primus?

There is no need to claim 
that Primus is particularly 
unique or fantastic because 
the results speak for them-
selves. What can be claimed 
with some degree of veracity 
— and not all AMCs fi t this bill 
— is that so far Primus has 
been relentlessly professional 
in its approach and has 
engaged in deploying client 
funds prudentially, with a 
sense of responsibility and in 
keeping with the investment 
objectives for the achievement 
of which the funds were raised.  
This somewhat clinical modus 
operandi obviously means that 
Primus is not swayed by run-a-
way market sentiment or herd 

mentality. Primus is often con-
trarian in its investment deci-
sions and while a tax advan-
tage or tax arbitrage factor 
cannot be ignored, this is never 
a primary consideration in the 
marketing of its services nor is 
it a signifi cant portfolio consid-
eration.

Two commendable features 
of Primus are worth mention-
ing.  One is that the investment 
opportunities the company 
offers constitute a diversifi ed 
range — money market instru-
ments, all manner of equities, 
commodities (e.g. gold) etc.  By 
offering its clients the ability to 
move in and out of a diversifi ed 
range of investment possibili-
ties, through the variety of 
funds managed by it, Primus 
seeks to build a smart invest-
ment culture. Second, Primus 
has a robust pedigree being a 
wholly-owned subsidiary of 
Pak-Brunei Investment Com-
pany which is jointly owned by 
the Government of Pakistan 
and the Sultanate of Brunei 

and I believe investors can 
draw an element of comfort 
from this fact. It is clearly 
unlikely for this company to 
engage in any irregular activ-
ity and it is more than likely to 
adhere to high operational 
standards.
Has Primus kept pace with the 
asset management industry?

Despite its young age, Primus 
has been fairly adroit in the pro-
vision of asset management ser-
vices and has served its clien-
tele rather well.  Currently, 
there are 22 asset management 
companies and Primus is among 
the better performing AMCs 
and is recognised as such.  Last 
year, the company’s Strategic 
Multi Asset Fund (SMAF) 
delivered a return of 28.64% as 
against the benchmark return 
of 13.40% and industry average 
of 18.32% (Ex-Namco). 
Similarly, the Primus income 
Fund achieved a return of 
16.49% exceeding the industry 
average of 12.39%.
As a group Chairman, how do 
you see your group performing 
in the coming year?

I expect that in the coming 
year, i.e. 2016, we will witness 
the launch of new Investment 
solutions that should take the 
mutual fund industry to a whole 

How would you defi ne 
’fi nancial stability’? Is it being 
able to afford a car, or send 
your children to the best uni-
versities for their higher edu-
cation? Does it mean saving for 
Hajj or perhaps just a luxuri-
ous vacation, or is it having the 
ability to enjoy a blissful 
life-after-retirement? We all 
have fi nancial goals we wish to 
fulfi ll – and these require a 
plan driven by saving on a very 
regular basis.

Taking this into account, 
putting a little money aside 
every month becomes abso-
lutely imperative. But is that 
enough? If we assume an infl a-
tion rate of seven percent per 
annum, the value of PKR 
100,000 today will decline to 
around PKR 25,000 in only two 
decades. Also, if our current 
lifestyle costs us PKR 100,000 
per month, twenty years down 
the line, given the same rate of 
infl ation, a similar lifestyle 
will cost us almost PKR 
387,000!

Choosing the right opportu-
nity to make your money grow 

is a predicament. Financial 
institutions offer investment 
solutions through savings and 
fi xed accounts that provide a 
fi xed monthly return. The 
return offered barely compen-
sates for the effects of infl a-
tion. You deserve a better solu-
tion. 

Turn to mutual funds as your 
fi nancial liberator. Mutual 
funds are known to provide 
better earning potential as 
they provide multiple invest-
ment solutions with more fl exi-
bility. 

UBL Fund Managers, a lead-
ing Asset Management 
Company, offers various 
Investment Plans to help inves-
tors grow their savings and 
minimise risk in the best possi-
ble way through diversifi ca-
tion. Investment Plans help 
make your money work for you 
according to your own specifi c 
needs and requirements, 
allowing you to defi ne your 
own contribution frequency 
with no penalty on missing a 
contribution. The investment 
strategy is also determined by 

you. You decide whether you 
want your investment portfolio 
to be aggressive, moderate or 
conservative in approach. 

Various plans help cater to 
different requirements in your 
life. For example, parents who 
wish to save in advance for 
their children’s future educa-
tion or marriage expenses may 
opt for the UBL Children 
Savings Plan. Also, the 
Al-Ameen Islamic Hajj Savings 
Plan helps generate a reasona-
ble rate of Riba-free return and 
capital accumulation through 
participation in Shariah-
compliant Income &Equity 
mutual fund schemes. UBL 
Funds also offers pension 
schemes with both 
Conventional and Islamic 
options, giving you the oppor-
tunity to save and invest for a 
carefree life-after-retirement. 

One of the biggest advan-
tages of investing in mutual 
funds and voluntary pension 
scheme is that, as per Sections 
62 & 63 of Income Tax 
Ordinance, 2001 (ITO, 2001), 
any investor may claim Tax 

Credits of up to 20% in mutual 
funds (if investments are held 
for 2 years)and up to 20% plus 
2% p.a. for each year exceed-
ing 40 years in age in pension 
schemes, respectively subject 
to the conditions mentioned in 
sections 62 and 63 of ITO, 2001. 
Investment Plans offered by 
UBL Funds also have an added 
benefi t of Free Life Takaful 
Coverage (terms and condi-
tions apply).

No matter what your fi nancial 
goals maybe, the principle you 
need to follow is simple: Income 
minus Invested Savings= 
Expenses, rather than Income 
minus Expenses = Invested 
Savings. Make the effort to save, 
invest, and have a plan in order 
to fulfi ll your dreams. 

Robert G. Allen, a leading 
expert and author in areas of 
business, fi nance and motiva-
tion, once said: “How many 
millionaires do you know who 
have become wealthy by 
investing in savings accounts? 
I rest my case.”

Start saving early, invest 
regularly, and grow wealthy! �

The fi nancial stability 
conundrum

Breaking the 
herd mentality 

Continued on Page 3

The following is an interview with 
Mr Saqib Mukhtar, CEO Askari 
Investment Management Limited 

Please take us through the suc-
cess of Askari Investment 
Management Ltd (AIML)?

Having assets under manage-
ment of three billion rupees in 
2009, we now have around Rs 
9.5bn AUMs. During the same 
tenure, two new funds were suc-
cessfully launched, namely 
Askari Sovereign Yield 
Enhancer (ASYE) and Askari 
Equity Fund (AEF), creating a 
basic product platter required 
for a Mutual Fund company 
catering to the needs of inves-
tors from every walk of life. 
AIML has done reasonably well 
and went through diffi cult chal-
lenges successfully. I feel our 
direction is now on course to 
reach out, grow and live up to 
stakeholders true expectations. 
What makes your company dif-

ferent from the other AMCs?
At this stage, the company is 

still growing. The team of senior 
professionals (Management 
Committee) at AIML is involved 
in almost all matters of the insti-
tution. They are entrepreneurs 
rather than mere workers. Self-
driven motivation, positive atti-
tude towards work, self belief to 
rise and grow, and commitment 
to perform, be open and trans-
parent in discussing perfor-
mances will lay the podium for a 
strong and growing Askari 
Investment Management Ltd.   
What are the new products and 
offerings?

AIML provides best-in-class 
wealth management solutions 
through transparent processes 
and ease of use. AIML recently 
collaborated with 1-Link for the 
fi rst time in banking and mutual 
fund industry and has intro-
duced eTransactions to add 
another layer of convenience to 
investing. This collaboration 
will allow account holders of 
participating 1-Link member 
banks to transfer funds online 
without any extra charges, 
directly into all mut ual fund[s] 
managed by AIML. 
What are the challenges faced 
by AMCs?

Uncertainty in fi nancial mar-
kets, changing tax laws, lack of 
awareness or trust defi cit in the 
mutual fund industry create 
troubles and led to untimely exit 
by investors. These problems, 
being faced by our industry, can 
only be overcome by continuous 

awareness programmes. The 
launch of “Jama Punji” (inves-
tor education web portal) is a 
commendable step by Securities 
and Exchange Commission of 
Pakistan (SECP), leading 
towards awareness of the gen-
eral public enabling them to 
take educated investment deci-
sions. 

SECP has laid down strong 
regulations regarding the mar-
keting and transparency of 
mutual fund products, safe-
guarding both the investor as 
well as the sanctity of Asset 
Management industry. 
Moreover, Mutual Funds 
Association of Pakistan 
(MUFAP) strives hard to be the 
righteous voice for AMC sector, 
responding to challenges and 
obstacles being faced by Asset 
Management Industry.
What is the market penetration 
tactics of AIML?

AIML sees huge potential in 
the retail market segment, with 
renewed marketing approach 
and new synergies built with the 
branch network of Askari Bank 
Ltd, now owned by Fauji 
Foundation. AIML is provided 
with a perfect platform to grow 
its retail base. Also, for market 
penetration, winning investor’s 
trust is the key that differenti-
ates successful management 
companies from others. 
Presently, AIML is focused on 
following fi ve actions that inves-
tors would like to see in an asset 
management company. What is 
needed is clear and consistent 

investment process; Consistent 
returns; Increased transpar-
ency; Convenience and reach of 
Service; Solid customer service 
track record.
What message would you like to 
give to the general public?

The benefi ts of investing in 
mutual funds are undeniable 
because they offer diversifi ca-
tion and professional manage-
ment with convenience. 
Investors selecting mutual 
funds as an investment option 
either lacks the experience or 
the time to monitor and examine 
each holding but still enjoy the 
freedom to exit upon their dis-
cretion with little or no penalty. 
Fund managers are trained to 
stick to their discipline and be 
decisive. 

They provide regular infor-
mation about the current value 
of the investment, along with 
their strategy and outlook, to 
give a clear picture of how your 
investments are doing. While 
most people consider letting 
their savings ‘grow’ in a bank, 
they don’t consider that infl a-
tion may be nibbling away its 
value. If you want to accumulate 
real money, mutual funds are a 
better option. Also, since the 
mutual fund industry is regu-
lated by SECP and also involves 
a custodianship role in safe-
guarding the money being 
invested in fund, you can be 
assured that your investments 
are managed in a disciplined 
and regulated manner and are 
in safe hands. �

A foundation of strong culture



By Mohammad Shoaib 
Chief Executive Offi cer,
Al Meezan Investment 
Management Limited

The Asset Management indus-
try in Pakistan came into being 
about 50 years ago but remained 
confi ned to public sector entities 
until early 1990s. Today there are 
22 Asset Management Companies 
(AMCs) operating in the country, 
offering 178 open-ended mutual 
funds and three closed-ended 
mutual funds, along with 17 
Voluntary Pension Funds.

Assets under Management 
(AUMs) of mutual funds industry 
stand at PKR. 436 billion 
(September 2015), up nearly 7% 
YoY, during 1QFY-16. 

The fi rst license for a full-
fl edged Shariah compliant AMC 
was issued in 2003 when Al 
Meezan Investment Management 
Limited (www.almeezangroup.
com) was issued asset manage-
ment license. To date, Al Meezan 
has the privilege to be the only 
full-fl edged Shariah Compliant 
AMC in the country. 

KSE Meezan Index (KMI-30), 
Shariah compliant equity index 
in Pakistan launched jointly by 
Karachi Stock Exchange and Al 
Meezan Investment Management 
Limited, has been used as proxy 
for Islamic funds’ performance. 
For the same period, the conven-
tional index KSE-100 has gener-
ated an annualised return of 
26.38% on CAGR basis. In the 
Islamic fi xed Income funds cate-
gory, the money market and sov-
ereign funds (holdings of sukuks 
issued by the government) have 
grown to 21.27% and 64.12% 
respectively on fi ve year basis.

Other notable categories of 
mutual funds include 

Preservation/Capital Protected 
funds, which capture over 8% of 
the market, with AUMs of over 
PKR 36 billion. The Asset 
Allocation funds category add up 
to over PKR 15 billion, represent-
ing around 4% of AUMs, while 
the Balanced funds category con-
tribute about two percent to the 
industry AUMs with around PKR 
10 billion, as of September 2015.

The strong growth in Islamic 
funds’ AUMs is predominantly 
due to a desire to invest in Shariah 
compliant modes. Islamic equity 
funds and Islamic equity index 
funds have also depicted less vola-
tility and better returns. Pakistan 
is witnessing an ever increasing 
demand for Shariah compliant 
products and similar trend is also 
observed for Islamic banking 
deposits in Pakistan.

Besides being the only full-
fl edged Shariah-compliant AMC 
in the country, Al Meezan is also 
the largest AMC in the private 
sector, with a market share of 
56% in the Islamic funds category 
and over 14% in the overall asset 
management industry. It is the 
fi rst AMC in the industry to be 
awarded the highest credit rating 
of AM2+ by the credit rating 
agency, JCR-VIS. Moreover, Al 
Meezan manages the largest 
Equity Fund and Voluntary 
Pension Fund with AUMs of PKR 
35.3 billion and PKR 4.7 billion 
respectively as of September 
2015.
Commodity funds and REITs

Al Meezan Investments 
launched the fi rst Shariah 
Compliant commodity fund in the 
country “Meezan Gold Fund”. In 
just 4 months of operations 
Meezan Gold Fund has managed 
to raise AUMs of over Rs. 119 mil-
lion.

The size of conventional com-
modity funds is miniscule (only 
around PKR 415 million, as of 
September 2015) which have 
been operational since 2 years. 

REITs and Private Equity 
Funds are other avenues with 
huge potential for growth. 
Recently, Securities & Exchange 
Commission of Pakistan (SECP), 
the regulator relaxed it’s strin-
gent regulatory requirements 

pertaining to REITs, which has 
led to the launch of the fi rst ever 
Shariah compliant REIT, Dolmen 
City REIT. 
Challenges

Islamic fi xed income and 
money market funds which con-
tribute 55% to the overall Islamic 
mutual fund segment, face signif-
icant challenges, including the 
lack of availability of Islamic 
investment avenues. The Central 
Bank of Pakistan issued a total of 
15 Ijarah Sukuks worth Rs. 550 
bn in last eight years, out of which 
13 Ijarah Sukuks have already 
matured over the years.

New issuance of Ijarahs has 
stopped for the past one year and 
hence Islamic institutions are 
fi nding it diffi cult to redeploy the 
funds generated due to maturity 
of some of these sukuk which 
were issued over three years ago.

Other challenges include low 
awareness of mutual funds sector 
in general, along with low under-
standing of Islamic fi nance facili-
ties, smaller distribution network 
of AMCs and a dearth of talented 
human resources.
Funds’ Outlook

Despite all challenges, Islamic 
mutual fund industry showed 
substantial growth of over 36.8% 
in last fi ve years. One of the major 
impetuses behind the growth is 
the stellar stock market perfor-
mance. 

Over the past few years, 
investors’ participation in 
mutual funds has been inclined 
towards Islamic equity and pres-
ervation funds. Further, due to 
the growing demand for Shariah 
compliant avenues, institutions 
have come up with Islamic win-
dows to facilitate this surge in 
demand for Islamic products. 
The resulting behaviour of the 
market participants, coupled 
with a bullish stock market and 
declining interest rate scenario, 
has triggered growth prospects 
for this industry. Therefore, we 
expect a positive outlook for 
such funds.

There is huge potential for 
growth in Islamic asset manage-
ment and the phenomenal growth 
it has recorded is likely to con-
tinue in 2016 and beyond. �
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The following is an interview with 
Shahid Ghaffar, MD, NIT.

Please take us through the suc-
cess story of NIT.

NIT is currently the oldest and 
largest Asset Manage ment 
Company in Pakistan, which was 
established in 1962, by the 
Government of Pakistan.  
Flagship equity fund, known as 
National Investment (Unit) Trust 
(NIUT) was launched in 1963, 
and it has never missed a divi-
dend payment since its inception, 
while continuing to provide sta-
ble returns for its investors.  NIT 
was set up with a view to mobilise 
savings of investors, and the 
funds so pooled up were invested 
in capital market with a view to 
broad base equity ownership in 
Pakis tan.  NIT has helped small 
investors to indirectly invest in 
industrial and commercial sec-
tors, while sharing in growing 
profi tability of the corporate sec-
tor. Further, over the years, NIT 
has provided capital for hun-

dreds of companies, thereby sup-
porting industrial and economic 
growth of the country.
What is the market share of NIT 
in the Mutual Funds sector?

NIT is not only the pioneer but 
also the leader in the asset man-
agement industry, with funds 
under management amounting 
to Rs. 86 billion, which accounts 
for 17 percent of the mutual fund 
industry.  NI(U)T, which is the 
fl agship fund of NIT, is the larg-
est equity fund in Pakistan, with 
a market share of 61 percent.

What products and offerings 
does your company have for the 
investors?

NIT provides a wide range of 
products for investors, in the 
equity, income, and pension fund 
categories.  NI(U)T being the 
largest equity fund in Pakistan, 
provides investors an opportu-
nity to invest in a highly diversi-
fi ed portfolio of equity invest-
ments.  The fund has posted sta-
ble returns consistently for over 
fi fty years.  Simi larly, NIT 
Islamic Equity Fund (NIT-IEF), 
which was recently launched, 
provides equity investment 
opportunities for Sharia con-
scious investors.  

For investors who are seeking 
fi xed income alternatives, and 
are risk averse, NIT offers NIT 
Income Fund (NIT-IF), and NIT 
Government Bond Fund (NIT-
GBF).  NIT-IF invests in debt 
instruments issued by the 
Government of Pakistan, as well 
as those issued by various corpo-
rates, while ensuring that credit 
risk remains low.  Similarly, NIT-

GBF exclusively invests in debt 
instruments issued by 
Government of Pakistan, of vari-
ous tenors, enabling investors to 
invest in government securities 
through our funds.

Recently, we have also 
launched NIT Pension Fund 
(NIT-PF), and NIT Islamic 
Pension Fund (NIT-IPF).  These 
pension funds were introduced to 
provide retirement savings 
schemes for individuals who pre-
fer to save for retirement.  The 
investors make can make regular 
contribution to the Pension 
Funds, while also benefi ting 
from tax rebates available on 
such investments. 
How do you see NITL growing in 
the next 5-10 years?

NIT shall continue to expand 
its suite of products, in order to 
cater to varied diverse needs of 
our investors.  In the next 5-10 
years, besides increasing its prod-
uct range, NITL will be leverag-
ing technology to expand its out-
reach, in order to increase num-
ber of investors, while inculcat-
ing a culture of savings in the 
country.  Going forward, growth 
will be through tapping massive 
un-invested population of the 
country, thereby supporting sav-
ings rate, and availability of 
investment capital.

What suggestions do you have 
for the government for reforms 
on tax as far as mutual funds 
industry is concerned?

As savings rate in Pakistan is 
very low, there is a need to 
increase savings base in the coun-
try.  While mutual funds mobilise 

savings for productive purposes, 
the industry needs encourage-
ment by way of fi scal incentives.  
In this context, tax credit for 
enhancing branch network and 
tax incentives to investors will 
greatly help towards expansion 
of mutual fund industry.  This in 
turn will assist in industrialisa-
tion and development of capital 
market in Pakistan.
What makes your company dif-
ferent from other AMCs?
NITL is the oldest AMC in the 
country, which through its fl ag-
ship fund NI(U)T has paid regu-
lar dividends to its investors for 
more than fi fty years.  NITL also 
has the lar gest number of retail 
investors, which is a symbol of 
trust that has been shown by 
investors.  NIT and mutual funds 
are synonymous.  In ves  tors rec-
ognize mutual funds through 
NIT in Pakistan.
What is the future outlook for 
Asset Management in Pakistan?

There exists tremendous 
potential for Asset Manage ment 
in Pakistan, as savings rate in 
Pakistan is the lowest in the 
region.  Whatever savings exist, 
are largely parked either in banks 
or National Savings.  Mutual 
funds can provide investment 
alternatives, which can be cus-
tomised according to return and 
risk tolerance levels of investors.  
Growth potential is substantial 
for the industry, and it will be via 
consistent and continuous inves-
tor education that we will be able 
to establish that investment in 
mutual funds is a savings alterna-
tive for every household. �

Providing stable returns

Where are we heading?

Continued from Page 1

business has been hampered by 
our ability to create product 
awareness and the lack of fi nan-
cial system support to cater to a 
broader investor base. While we 
can observe that in other coun-
tries like the US and India, the 
comparison of investors invest-
ing in mutual funds against bank 
deposits clearly illustrates that 
mutual funds are in fact a sav-
ings tool, which the banks in 
Pakistan have replaced. The 
fi nancial crisis of 2007-08 
stunned the growth of an already 
nascent industry and several 
years since then has been mend-

ing the preceding devastation as 
the silver lining now is that inves-
tors are more savvy. It is clear 
now more than ever that mutual 
funds are essentially a “retail” 
product and that is where the 
growth lies. 

Comparing the competitive-
ness of investable asset classes, 
asset management companies 
continue to outperform the 
equity asset class which is still 
by far a niche monopolised by 
mutual funds. However, the 
fi xed income options compared 
to investment products offered 
by the government through the 
National Savings Schemes, bank 
deposits and Corporate Paper, 

mutual funds essentially tend to 
struggle in competing for money 
that is channeling into fi xed 
income securities and bank 
deposits as already illustrated 
above.  
Where do you see AKDIML in 
the next 5-10 years?

In the next decade, AKDIML 
visions itself as an asset manage-
ment company serving our 
investors globally with an exten-

sive range of diverse products 
offering investment avenues 
with varying degrees of risk and 
returns. AKDIML aspires to 
create a product line that per-
mits investors to gain diversi-
fi ed exposures by bringing on 
board Real-estate Investments 
Funds, Index-based exchange 
traded funds, endowment funds, 
etc as permissible by the rules 
and regulations. �

Capitalising potential opportunities
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scaling down our operations in 
the conventional fund based 
segment.

For almost a decade now, we 
are operating under the 
umbrella of ‘IGI Financial 
Services’ which is a well estab-
lished brand of the Packages 
Group offering a wide array of 
fi nancial services through IGI 
Insurance, IGI Investment 
Bank, IGI Securities and IGI 
Life.
What products and services do 
you offer to your clients?

IGI Investment Bank, 
together with its wholly-owned 
subsidiary, IGI Securities, 
serves clients all across the 
spectrum comprising local and 
foreign institutions, corporate, 
high net worth and retail inves-
tors from its offi ces in Karachi, 
Lahore, Islamabad, Faisalabad 
and Rahim Yar Khan. 
Currently, we cater to more 
than 10,000 clients in more 
than 60 cities.

IGI Investment Bank offers 
Investment Advisory, Portfolio 
Management, Corporate 
Advisory, Mutual Funds 
Distribution and Insurance 
Distribution Services. From IGI 
Securities’ platform, we offer 
Equities and Commodities 
Brokerage Services, Investment 
facilitation in PIBs, T-Bills and 
TFCs, Fundamental and 
Technical Research. Thus, 
together we offer a complete 
range of investment and risk 
protection solutions to our cli-
ents.
Please tell us more about IGI 
Investment Bank’s mutual fund 
distribution and investment 
advisory services.

IGI Investment Bank is the 
pioneer in mutual fund distribu-
tion and investment advisory 
services. We launched our 
wealth management platform a 
decade ago and since then have 
been offering exceptional 
investment management ser-
vices to our clients while being 
distribution partner of all lead-
ing asset managers.

Being an entity independent 
of asset management compa-
nies, we conduct in-depth and 
objective research on mutual 
fund performance and our 
investor services team provides 
clients with end-to-end solu-
tions in relation to investments 
in mutual funds. Further, our 
experienced investment advi-
sory team also caters to high net 
worth and corporate investors 
who invest directly in capital 
markets through our discretion-
ary and non-discretionary 
investment advisory services.
What suggestions do you have 
for the general investors and 
why should they invest through 
IGI?

I would like to quote the tag 
line of recently launched inves-
tor awareness initiative of 
SECP, Jama Punji “An informed 
investor is a safe investor”. 
Making informed investment 
decisions is the key to success-
fully managing investments on 
a sustained basis, be it individ-
ual investors managing their 
personal funds or fund manag-
ers managing investment port-
folios of corporations. Before 
making investments, investors 
should assess their risk appe-
tite, time horizon of investment 
and underlying fundamentals of 
the instrument. 

On this account, a credible 
and experienced investment 
advisor plays a pivotal role, par-
ticularly for individual inves-
tors.

Today, IGI is a prestigious 
name in Pakistan’s fi nancial 
services industry, setting the 
tone of integrity, insight, inno-
vation and highest level of ethi-
cal standards amongst the 
investment circles. 

Our competitive edge lies in 
our distinct corporate culture, 
where professionalism, compe-
tence and a client-centric 
approach form the corner-
stones. Our ability to provide 
clients with superior services 
which comprehensively fulfi ll 
their trading and investment 
needs is a major advantage. 

This is complemented by 
our dynamic team of young, 
talented and competent indi-
viduals and our continuous 
pursuit to be the best in the 
industry. �

IGI 
Investment 
Bank: 25 

years of trust
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country that have been awarded 
an AM2+ rating. The rating 
agency, PACRA, states that 
“the rating refl ects the compa-
ny’s strong capacity to manage 
risks inherent in the asset man-
agement business. The Asset 
Manager meets high invest-
ment management industry 
standards and benchmarks”. 
We are presently managing 
over Rs 46 billion of investors’ 
money.
What are the key products and 
services offered by NAFA?

NAFA has launched mutual 
funds and pension funds in the 
low, medium and high risk / 
return categories. We have a 
number of Shariah compliant 
Mutual and Pension Funds as 
well, and this is our fastest 
growing area. In addition, we 
have over 140 investment advi-
sory mandates from corpora-
tions and high net worth indi-
viduals to manage their employ-
ees’ or personal funds. Our 
fl agship fund is NAFA Stock 
Fund that has provided a 320 % 
return to its investors over the 
last six years. This means that if 
someone invested Rs 10 lack in 
the fund six years ago, that 
investment is worth Rs 42 lacks 
today. The Fund has compre-
hensively beaten its benchmark 
(KSE 100 Index) and the Peer 
Group during this period.

What are the tax benefi ts of 
investing in Mutual and Pension 
Funds?

Mutual Funds and Pension 
Funds offer attractive tax bene-
fi ts to individual investors.  By 

investing in Mutual Funds, an 
individual investor can reduce 
his / her tax liability by 20% 
whereas by investing in Pension 
Funds, the investor can further 
reduce the tax liability by 20% 
to 50% depending upon the age 
of the investor. 
How has the mutual fund indus-
try grown in Pakistan?

In Pakistan, the total size of 
the mutual fund industry is Rs 
442 billion (US$ 4.3 billion), 
which is 1.6 % of Pakistan’s 
GDP (economy). In India the 
total size of the mutual fund 
industry is US$ 184 billion, 
which is 9.4 % of India’s GDP. If 
the mutual fund industry in 
Pakistan had grown at the same 
pace as in India, the total size of 
the mutual fund industry would 
have been US$ 25 billion rather 
than US$ 4.3 billion. 
Resultantly, the savings and 
investment rates of Pakistan 
would have been much higher. 
Presently, this rate is around 
15% of GDP, which is among the 
lowest in the world. Higher sav-
ings and investments would 
have also helped reduce govern-
ment’s reliance / borrowing on 
foreign donors and countries. In 
2005, mutual fund assets in 
Pakistan were 1.9% of our GDP, 
which have now declined to 
1.6% of GDP. In India, during 
the same time period, mutual 
fund assets have grown from 
5.5% of GDP to 9.4% of GDP. To 
help increase the size of the 
Mutual Fund industry, the gov-
ernment needs to facilitate the 
industry, and its regulations 
will have to be brought in line 
with international standards. 

What are the greatest chal-
lenges facing the mutual fund 
industry?

The biggest challenge and 
opportunity at the same time 
for the industry is to grow the 
retail network. Presently there 
are less than 200,000 investors 
in the mutual fund industry 
versus about 10 million bank 
account holders. It requires 
extensive costs to establish a 
retail network, and it takes sev-
eral years to recover such costs. 
Therefore, there has been mini-
mal growth in the retail 
branches set up by the industry 
in the last decade. Banks oper-
ate at a spread of about 6%-7%, 
which gives them enough prof-
itability and room to grow their 
branch network. Mutual funds, 
on the other hand, generally 
charge an average management 
fee of 1.5% per annum. There 
are restrictions / limitations on 
charging of marketing 
expenses and sales load by 
them. This does not leave much 
room and potential of profi ta-
bility for the industry to grow 
the retail network. Thus a com-
mon man in Pakistan does not 
have access to the retail net-
work of mutual funds. 
Consequently, he is unable to 
benefi t by investing in mutual 
funds. 
Where do you see NAFA in the 
next 5-10 years?

NAFA has the largest retail 
network in the country with 
about 275 sales staff, marketing 
our Mutual and Pension Funds. 
We plan to gradually grow this 
sales team. This sales team will 
help investors in their fi nancial 
planning to achieve their fi nan-
cial targets. Our fastest growing 
area is Islamic mutual funds. 
We are in the process of opening 

NAFA Islamic Savings Centers 
in the country to cater to this 
market. Our NAFA Islamic 
Asset Allocation Fund has pro-
vided a 231% return to its inves-
tors over the last six years, with 
a medium risk level, as it has 
been roughly 55% invested in 
Shariah-compliant shares.

NAFA is providing invest-
ment management / advisory 
services to over a hundred such 
corporations, and is further 
expanding this line of business.

What is your message to the 
investors?

People in Pakistan generally 
keep their savings in banks and 
national savings schemes. 
However, the return on these 
savings is very low. It is there-
fore important for individuals 
to explore the possibility of 
investing in Mutual Funds and 
what type of Mutual Fund will 
suit them the most based on 
their own risk profi le and 
investment time period. Over 
the last 15 years, the average 
return on the stock market has 
been around 23% per year, 
whereas the average return on 
bank deposits has been about 
6% per year. Rupees 100 
invested 15 years ago in a bank 
at 6% per annum would have 
grown to Rs 240 today, whereas 
Rs 100 invested in the stock 
market would have grown to 
about Rs 2,100 by now. 
Therefore, for investors who 
have long investment horizons it 
may be desirable that some por-
tion of their assets be invested 
in the stock market. The best 
way to invest in equities is via a 
stock mutual fund with a good 
track record, as an average 
investor may not have the time 
or the expertise to invest 
directly in the stock market. �

Continued from Page 2

new level. Primus has been col-
laborating with leading fi nan-
cial institutions and leading 
organisations in Pakistan for 
promoting its services and 
planting its footprint across the 
country. Apart from extending 
its services to new destinations 
nationwide, Primus is focused 

on expanding its reach to 
remote areas of the country so 
that interested investors can 
benefi t from its services.
When does Primus Investments 
plan to go big in the market for 
masses? And what product 
range will it offer?

Since its inception, Primus has 
aimed to serve individuals as well 
as corporate that seeks invest-

ment solutions capitalising on the 
opportunities subsisting in our 
market. We initiated our services 
in the largest metropolitan city, 
Karachi, and are now further 
expanding our services in 
Islamabad and Lahore. Primus 
will, of course, continue to expand 
and take its services to other cit-
ies and regions. Hopefully, 
Primus should be able play a role 
in creating public awareness 
regarding the potential of invest-
ing in marketable securities posi-
tioning it to achieve mass distri-

bution of its products.
We are aware that the two 

pillars on which the success of 
an asset management company 
rests are technology and size, 
and both are inter-related. We 
are already offering a fairly 
wide variety of asset manage-
ment products. It is our inten-
tion to add them to our products 
and services so that we become 
a comprehensive asset manage-
ment company in every sense. 
We believe we have the capacity 
to achieve this. �

Investing in NAFA

Herd mentality
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