
KUWAIT: Abdulwahab Al-Roshood,
Group Chief Treasury Officer at Kuwait
Finance House (KFH) said that the Q1 prof-
its mainly resulted from revenue items of
the core banking activities. Total finance
income grew 9.5 percent to KD 228.4 mil-
lion in Q1 compared to the same period of
2018. The total operating revenues rose 7.1
percent to KD 196.8 million in Q1 2019
compared to the same period of last year. 

He added that the exit of investments
in the first quarter of 2019 totaled KD
23.7 million, resulting in KD 9.9 million
profits compared to KD 1.5 million in the
first quarter of 2018. KFH focuses on
exiting its non- strategic investments to
build high-quality assets and enhance

capital adequacy ratio.
Al-Roshood explained that the Group’s

Non- performing financings declined to
1.88 percent as per CBK calculations com-
pared to 1.99 percent at the end of 2018.
The coverage of non- performing financ-
ings reached 488.24 percent at KFH-
Kuwait, and 258.02 percent for the Group
at the end of Q1 2019.

Commenting on KFH financial results in
TV interviews, Al-Roshood said that KFH’s
subsidiaries contribution forms about 39.1
percent of the net operating income,
reflecting the Group’s efficiency.

He affirmed that KFH managed, accord-
ing to planned scenarios, to overcome the
challenges in Turkey, noting that all financial

indicators of KFH-Turkey were good and
above the minimum regulatory require-
ments.  Al-Roshood added: “ In spite of
Turkish lira depreciation, KFH is achieving
strong and continuous growth rates on all
levels including the financing portfolio,
gross assets and profits. Thanks to the
expansion of financing activities in Turkey
and the diversified portfolio of KFH-Turkey,
KFH succeeded in building high-quality
assets. This reflected positively on the sta-
bility, diversity and balance of the portfolio
in the face of the recent fluctuations and
their impact on the value of the Lira. It also
helped build strong buffers against any
possible negative effects.”

Regarding the possible exit plan from

KFH-Malaysia, Al-Roshood said: “It is a
possible choice because of the hard-com-
petitive environment in Malaysia given the
glut of banks and the regulations which
allow the conventional and Islamic banks to
work under one umbrella. KFH is committed
to pure Islamic banking as opposed to the
dual giant banks operating there.

KFH reported net profit of KD 51.6 mil-
lion for the first quarter of 2019 for KFH
shareholders compared to KD 44 million for
the same period last year i.e. an increase of
17.4 percent.

Earnings per share for the first quarter of
2019 reached 7.50 fils, compared to 6.39
fils for the same period last year i.e. an
increase of 17.4  percent.
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KFH subsidiaries contribute 39.1% to net operating income

KFH’s profits resulted from revenue 
items of core activities: Al-Roshood

X-Cite unveils 
new Huawei P30 
smartphone series
KUWAIT: Joining hands with Huawei
Consumer Business Group Kuwait (CBG), X-
cite by Alghanim Electronics, Kuwait’s largest
electronic retailer, hosted the much anticipat-
ed sales event for tech-lovers where fans and
customers experienced the newly released
Huawei P30 Series. The special event for
Huawei’s most advanced smartphones camera
to date was held outside X-cite’s showroom
at Al-Rai on April 12 at 6 PM and demon-
strated yet another step towards an innova-
tively connected world. 

The Huawei P30 Series’ official release in
Kuwait gave consumers the opportunity to
elevate their social media experience through
the Snapchat video enhancement, and to
cement memories with the quality of the liv-
ing eyes through its Leica X Camera. Beyond
capturing moments as the human eyes do, the
P30 series takes it up a notch with the ele-
ment of innovative technology through its
dual video, night shot, and zoom. To top it all
off, the P30 Series’ battery will last you
throughout the day and will rise back to full
charge with its SuperCharge battery capabil-
ities in less than just one hour.  

Addressing the attendees in the pre-book-
ing event,  Jason Jiang, General Manager of
Huawei Consumer Business Group, said:
“Today, we are extremely pleased to be
delivering more innovative technology to the
world and particularly to Kuwait through our

collaboration with X-cite, to not only build a
connected world, but have the world cherish
quality captured memories.” 

X-cite’s sales event organized in partner-
ship with Huawei gave consumers an experi-
ence to remember, in which they’ve seen
how technology advances one step at a time,
creating an innovatively connected world
through the Huawei P30 Series, set to
change people’s expectations of smart-
phone’s photography. 

KUWAIT: Rasameel, a top-tier Sharia-
compliant investment company in
Kuwait, has an industry-leading track-
record of structuring investment prod-
ucts for their clients; they offer trusted,
innovative, and secure sharia-compliant
investment solutions. 

Recently, Rasameel has recognized a
change in their client expectations and
has also noticed that clients are now
looking for investment companies that
can offer them a complete wealth man-
agement service platform.  To address
their clients’ needs, Rasameel has assem-
bled a team of experts to offer clients a
new, service-based, total wealth manage-
ment solution.  Leading the team is John
Paryniuk, a former employee with the
largest A+ Wealth Management Group at
the Royal Bank of Canada.  

Samir Abdulmohsen Al-Gharaballi,
CEO of Rasameel, believes that “Mr.
Paryniuk’s experience reinforces our
firm’s ability to deliver to Kuwaiti insti-
tutions, as well as UHNW clients, a
Multi-Asset, Multi-Style, Multi-
Manager solution.”

“We believe that our Wealth
Managers need to know who the right
expert, or specialist, in various disci-
plines is, as well as how to best address
their client’s complex problems,” he
continued.”  

Furthermore, Al-Gharaballi empha-
sized that Paryniuk enhances “our overall
expertise as assemblers of competencies
and we are happy to have him as part of
our team.” In order to get a better idea of
what exactly Rasameel’s new SPHERE
Wealth Management Service platform, is
Paryniuk offered answers to some of our
specific questions.  

Paryniuk what exactly is Sphere?
First and foremost, Sphere is not a

product, but rather, a service that we
offer our clients. Offering clients single-
asset solutions no longer meets the
needs of our sophisticated client base.
They expect more. Sphere encompass-
es a holistic approach to portfolio man-
agement. Essentially, Sphere is a three-
step process.  

The first step is for our managers to sit
down with our client, whether it is an
institution or ultra-high net-worth indi-
vidual and have a conversation regarding
what the client’s goals are.  This is the
most important part of the entire process,
having the client define the objective we
need to achieve. Once our client defines
their objective, the second step is to find
the best solution for that objective.  Let’s
say that our client has the objective of
growing his or her net-worth 4-6 percent
per year after they have paid all Zakat
and fees.  To build this solution our team
utilizes a platform of pre-determined
best-in-class fund managers, Sukuk,
ETF’s, and cash equivalents.  This plat-
form of un-biased third-party solutions is
the result of the screens established by
the client, the Asset Management team at
Rasameel, and the advice from our third-
party experts. Once we have defined a
solution for our client’s objective we enter
the third step of the process, which is to
provide an on-going systematic review of
the solutions in our client’s portfolio.

What exactly do you mean by on-going
systematic review?

Good question and thanks for asking.
Our Asset Management Team and our
third-party experts have done a fantastic
job of screening the universe of products
available and have created a platform of
best-in-class solutions across multiple
asset classes.  The problem is that just
because a solution is best-in-class today,
does not mean that it will be the best-in-
class tomorrow.  

We create a watch-list of potential

solutions that are close to passing our
screens, and if in the future they meet our
screening criteria, and are outperforming
a comparable product on our platform,
we remove the underperformer from the
platform and substitute in the new prod-
uct.  This ensures that our Wealth
Managers always have the best-in-class
solutions for our clients to choose from.  

You said that the most important
step in Sphere is the first step where
you and your client work together to
define an objective. What if I have an
objective already and investments in
place for that objective?

Another good question.  One thing to
remember is that an objective should be
specific and up-to-date.  A client’s objec-
tive should not just be “I want to make a
lot of money.”  Also, the solution you
originally had may no longer be reflective
and needs to be re-balanced.  Part of the
first step in this process is to conduct a
client snap-shot, which is a series of
questions our Wealth Managers ask their
clients.  This snap-shot will accurately
and ultimately help the client define their
objective.  For example, an institution’s
current objective might be to achieve an
annualized rate of return of eight percent,
a very broad statement.   After reviewing
the client snap-shot questionnaire, our
wealth manager may suggest the objec-
tive should be to grow their portfolio at
two percent more than inflation, or it
should be based on a spending policy
where the portfolio grows in-line with
cash out-flows.  

Also, let’s say that after the client
snap-shot we find out that the client’s
current asset portfolio is not the best
solution and needs to be re-balanced.
Under this new platform our client knows
they will only see top-tier solutions for
the re-balancing.

Who do you feel can benefit from Sphere?
Regarding institutions, the Sphere

service platform really shines.  It never
hurts to add another level of profession-
alism to your team.  An institution will not
only add 50 professionals to their team if
they choose to utilize the Sphere plat-
form, but they will also benefit from our
best-in-class screened product solutions.
When it comes to individuals, this com-
prehensive platform will benefit those
who have just liquidated assets or
received a large sum of money and need
a plan put together, lack the time to man-
age their capital, wish to organize their
complex financial affairs, want to remove
the emotions and guesswork from invest-
ing,  or simply want to know what the
best product options available today are.

In summary, Paryniuk emphasized that
he is “proud to be part of a Sharia-com-
pliant Kuwaiti investment company that
offers independent, unbiased advice on
third-party solutions for their clients.
With Sphere, we will collaborate with our
clients to help define their objective, then
work side-by-side with them on selecting
the best-in-class multi-asset solutions to
meet their objective.”  “I strongly believe
the Kuwait investment community is
going to eagerly welcome Sphere with
open arms,” he concluded. 

Rasameel Investment launches
new wealth management 
platform Sphere
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Older workers 
helped fuel 
US growth; 
Can it last?
MILWAUKEE, Wisconsin: As a record-
breaking economic expansion nears the
decade mark, people like Marty Groth may
determine whether it is forced into a lower
gear.

Not long ago, the 60-year-old Groth
found himself out of a job and considered
retiring on a pension built over a career of
maintaining computer servers and printers.

Instead, he returned to school to update
his computer skills and will soon join a
Wisconsin labor force that is decidedly short
of workers. “I could retire now if I wanted,”
Groth said. “But I am thinking, I like working.”

Over the last three years, around 3 million
Americans over 55 joined or rejoined the
workforce, federal data show. The addition of
these older workers not only contributed to
economic growth, experts say, but helped
stop a national decline in the share of adults
working or looking for work.

The trend may have run its course. After
adding 5 million new and returning workers
of all ages from 2016 to 2018, the US labor
force shrank during the first three months of
this year. 

From healthcare to manufacturing, compa-
nies in places like Wisconsin are taking
longer to hire as they struggle to find work-
ers; some have delayed projects, others have
become more willing to hire ex-convicts and
less experienced workers bypassed when
labor markets were looser, local officials say.

Blue-collar workers are putting in more
hours, data show, while overall labor produc-
tivity is increasing. Nationally, wages are ris-
ing. The upshot, according to policymakers,
business executives and labor experts inter-
viewed by Reuters, is that the labor market
may be nearing its limits.

Over a long enough period, labor short-
ages can spark investment and raise produc-
tivity as companies retool. They can also
improve opportunities for minorities with
unemployment rates higher than those for
whites.

But in the short run they pose a drag. “Any
employer, if they are willing to raise wages
enough, at some point will get all the workers
they need,” said Gad Levanon, chief econo-
mist at the Conference Board and author of a
recent report on labor market constraints.
“But it is coming at a higher cost... Projects
that were profitable in a lower wage environ-
ment are not profitable anymore.”

Dealing with it ‘day in and day out’
The corridor connecting Chicago to

Milwaukee is a testament to the long-running
economic expansion. This is not the
Wisconsin of pastures and dairy farms, but a
landscape brimming with fulfillment centers
and factories. A new interstate lane will allow
autonomous trucks to deliver supplies for a
high-tech plant being built by China’s
Foxconn.

But the combination of low unemployment
and an older population puts Wisconsin at
the leading edge of where the country’s
workforce as a whole is heading.

It is also a political battleground state,
meaning the health of its economy will likely
have consequences for the 2020 presidential
election. Democrats will hold their convention
in Milwaukee next summer.

Wages in Wisconsin rose 5 percent in
2018, compared to around 3 percent nation-

ally, and the unemployment rate hit a record
low 2.9 percent for several months in 2018
and again in February.

As chief economist at the Wisconsin
Department of Workforce Development,
Dennis Winters keeps close tabs on the
state’s hiring. The labor shortage, he says, “is
real, and people are trying to deal with it day
in and day out.” Sarah Condella, senior vice
president for human resources at Exact
Sciences Corp, is among them. She joined the
Madison-based company in 2012 when it
employed 50 people and oversaw its growth
to roughly 2,000 workers as doctors expand-
ed use of its colorectal cancer test.

Along the way, Exact Sciences lifted start-
ing pay to $15 an hour, roughly double the
state’s minimum wage. It added perks like bus
passes and flexible shifts and has plans for
food service at its expanding campus.

Still, it has more than 400 vacancies, and
the time to hire entry-level workers has
grown from fewer than 30 days to around 45.
Finding them requires radio ads, billboards
and other tools not typical for a life sciences
company.

It is a story repeated across Wisconsin.
Banking officials say deals are being delayed
because supply chains are clogged and serv-
ice companies booked, nipping the financial
sector’s potential.

Half of respondents to a survey by the
Wisconsin Manufacturers & Commerce trade
group cited labor shortage as the top issue
facing companies and the state, ahead of
healthcare and regulation. A majority said
they planned to increase wages at least 3
percent as they add headcount this year.

Coupled with productivity, the number of
people working is the core reason economies
expand, and the expected slow growth of the
labor force a main reason why Federal
Reserve officials and others expect the US
economy will cool. — Reuters

John Paryniuk


