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EXCHANGE RATES

Al-Muzaini Exchange Co.

EUROPEAN & AMERICAN COUNTRIES
US Dollar Transfer 304.600
Euro 342.830
Sterling Pound 384.410
Canadian dollar 228.850
Turkish lira 52.610
Swiss Franc 306.750
US Dollar Buying 297.250

ASIAN COUNTRIES
Japanese Yen 2.814
Indian Rupees 4.365
Pakistani Rupees 2.061
Srilankan Rupees 1.718
Nepali Rupees 2.733
Singapore Dollar 223.560
Hongkong Dollar 38.882
Bangladesh Taka 3.593
Philippine Peso 5.868
Thai Baht 9.773
Malaysian ringgit 77.903

GCC COUNTRIES
Saudi Riyal 81.281
Qatari Riyal 83.716
Omani Riyal 791.683
Bahraini Dinar 809.350
UAE Dirham 82.986

ARAB COUNTRIES
Egyptian Pound - Cash 21.80
Egyptian Pound - Transfer 18.190

Dollarco Exchange Co. Ltd

BAHRAIN EXCHANGE COMPANY WLL

Yemen Riyal/for 1000 1.223
Tunisian Dinar 105.760
Jordanian Dinar 430.380
Lebanese Lira/for 1000 0.203
Syrian Lira 0.000
Morocco Dirham 32.233

Rate for Transfer Selling Rate
US Dollar 304.240
Canadian Dollar 228.125
Sterling Pound 383.535
Euro 342.040
Swiss Frank 306.025
Bahrain Dinar 809.085
UAE Dirhams 83.235
Qatari Riyals 84.475
Saudi Riyals 82.025
Jordanian Dinar 430.395
Egyptian Pound 18.191
Sri Lankan Rupees 1.721
Indian Rupees 4.371
Pakistani Rupees 1.941
Bangladesh Taka 3.604
Philippines Pesso 5.868
Cyprus pound 18.100
Japanese Yen 3.804
Syrian Pound 1.590
Nepalese Rupees 2.739
Malaysian Ringgit 73.690
Chinese Yuan Renminbi 44.535
Thai Bhat 10.725

CURRENCY BUY SELL
Europe

British Pound 0.375168 0.389068
Czech Korune 0.005284 0.014584
Danish Krone 0.041544 0.046544
Euro 0. 333186 0.346886
Georgian Lari 0.108847 0.108847
Hungarian 0.000962 0.001152
Norwegian Krone 0.030731 0.035931
Romanian Leu 0.055186 0.072036
Russian ruble 0.004743 0.004743
Slovakia 0.009109 0.019109
Swedish Krona 0.027854 0.032854
Swiss Franc 0.297718 0.308718

Australasia
Australian Dollar 0.200992 0.212992
New Zealand Dollar 0.192492 0.201992
America
Canadian Dollar 0.222232 0.231232
US Dollars 0.300500 0.305800
US Dollars Mint 0.301000 0.305800

Asia
Bangladesh Taka 0.003010 0.003811
Chinese Yuan 0.042543 0.046043

Hong Kong Dollar 0.036824 0.039574
Indian Rupee 0.003769 0.004541
Indonesian Rupiah 0.000017 0.000023
Japanese Yen 0.002725 0.002905
Korean Won 0.000249 0.000264
Malaysian Ringgit 0.0699317 0.075317
Nepalese Rupee 0.002680 0.003020
Pakistan Rupee 0.001417 0.002187
Philippine Peso 0.005756 0.006056
Singapore Dollar 0.217190 0.227190
Sri Lankan Rupee 0.001353 0.001933
Taiwan 0.009600 0.009780
Thai Baht 0.009416 0.009966
Vietnamese Dong 0.00013 0.00013

Arab
Bahraini Dinar 0.793387 0.809887
Egyptian Pound 0.018239 0.020839
Iranian Riyal 0.000084 0.000086
Iraqi Dinar 0.000210 0.000270
Jordanian Dinar 0.424715 0.433715
Kuwaiti Dinar 1.000000 1.000000
Lebanese Pound 0.000151 0.000251
Moroccan Dirhams 0.020503 0.044503
Omani Riyal 0.784851 0.790531
Qatar Riyal 0.079399 0.084339
Saudi Riyal 0.080140 0.081440
Syrian Pound 0.001291 0.001511
Tunisian Dinar 0.098367 0.106367
Turkish Lira 0.045487 0.055332
UAE Dirhams 0.081507 0.083207
Yemeni Riyal 0.000990 0.001070

Turkish Lira 52.265
Singapore dollars 221.781

SHENZHEN: Ren Zhengfei, founder and CEO of
Huawei, was recently part of an open dialogue along-
side other prominent guests examining the latest eco-
nomic and political headwinds affecting the global
ICT industry-and Huawei in particular. The business
leader stressed that the world ultimately relies on
open collaboration for shared success.  Speaking to a
select group of international press, the discussion was
attended by Ren Zhengfei as well  as Nicholas
Negroponte, a tech visionary and co-founder of the
MIT Media Lab; George Gilder, one of President
Ronald Reagan’s most quoted authors and a venture
capitalist in the United States; and Catherine Chen,
Senior Vice President and Director of the Board of
Huawei.

Addressing how Huawei will engage American
companies who wish to keep supplying it with prod-
ucts, Zhengfei commented: “All of the US companies
that we work with are great companies that hold
themselves to high standards in terms of business
integrity and ethics. The current setbacks we are fac-
ing are not caused by those American companies, but
by politicians who see things differently from the way
we see them. We didn’t expect such extreme meas-
ures, but we did make some preparations.” 

In the coming years, Zhengfei acknowledged that
production capacity may decrease. In 2019 and 2020,
the company’s annual sales revenue will be about
$100 billion, according to Zhengfei. But around 2021,
he believes Huawei we will regain its growth momen-
tum and provide even better services to society.
“When this step is finished, we’ll become stronger.”

Responding to questions about the US/China rela-
tionship and being seen together with Huawei, Gilder
contested: “I think that I am contributing to saving the
United States from the terrible mistake that it’s cur-
rently making, epitomized by the outrageous bans and
tariffs, as well as restrictions it is placing on Huawei.
But also, I can contribute to a re-construction of
Internet architecture to address the terrible security

collapse across the Internet that is making everybody
paranoid and preventing everybody from trusting
anybody else. This is really a technical problem that
Huawei can address, and not a political problem.”

Building on that point, Negroponte added: “We
agree on the fact that the United States is making a
terrible mistake, first of all, picking on a company. I
come from a world where what we value isn’t so much
about trade, commerce, and stock values. We value
knowledge, and we want to build on the people
before, and the only way this works is if people are
open at the beginning.”

Reflecting a similar tone, Zhengfei noted: “Only
through open collaboration can we meet people’s
demands, and bring the benefits of new technologies
to more people at lower costs. There definitely have
been and will be ups and downs during the process of
economic globalization, and we need to take the right
approaches to these ups and downs. That means we

need to use laws and rules to reconcile and resolve
issues, instead of imposing extreme restrictions.”

Recognizing that Huawei’s collaboration with a
number of American universities and labs has been
halted, Zhengfei responded that China is very strong
in engineering inventions, and that the company
invests heavily in R&D with more than 80,000 engi-
neers. The company now supports more than 300 uni-
versities and 900 research institutes around the world. 

“In doing so, we hope that we can contribute to
theoretical innovation. We will not cut our investment
in this area. We will work harder. Even if the US gov-
ernment does not allow some universities to work with
us, there are many others who are willing to do so,”
stressed Zhengfei. 

When asked about whether cyber security is really
behind the current confrontation with Huawei,
Negroponte argued: “Our President has already said
publicly that he would reconsider Huawei if we can

make a trade deal. So, clearly, it’s not about national
security. We don’t trade national security. It’s about
something else. And this trade war has got to end, and
that, I believe, will end sooner rather than later.” 

“We need to separate the issues of cyber security
and information security,” added Zhengfei. “Cyber
security relates to the networks connecting our socie-
ty. We can’t ever allow these networks to break down
or malfunction, and this is a security issue.” In terms
of information security, or the protection of data
across a network, Zhengfei noted that Huawei only
provides the network “pipe” and devices. The net-
works and devices themselves don’t determine what
passes through them. Instead, carriers and content
providers determine this.

“We mentioned that Huawei has no backdoors and
our products are open, transparent, and trustworthy,”
concluded Chen. But looking to the future, she added
that “[Huawei] will always have our front doors open.

Huawei founder: The world relies on 
open collaboration for shared success

Zhengfei hosts Nicholas Negroponte and George Gilder in an open dialogue

SHENZHEN: Ren Zhengfei (second right) participates in an open dialogue alongside other prominent
guests examining the latest economic and political headwinds affecting the global ICT industry-and
Huawei in particular. Ren Zhengfei

KUWAIT: Saleh Al-Selmi, Chairman of the Union of
Investment Companies announces the publication of
Issue #6 of The Investor magazine which is focused on
Kuwait’s strategic development until 2035. 

In this issue, The Investor speaks with Dr Khalid
Mahdi, Secretary General for the Supreme Council for
Planning about Kuwait’s strategic development plan, pri-
vatization efforts and the current status of the Silk City
project in the region. 

In Issue #6, released mid-June, The Investor magazine
also spoke with senior economic officials at the Institute
for International Finance (IIF) for their take on Kuwait’s
future economic prospects including challenges,
strengths and potential opportunities for investors. 

The Investor also examines the region’s growing
appetite for renewables, Turkish-Kuwait economic ties in
an in-depth interview with Her Excellency Ayse Hilal
Sayan Koytak, and the impact of the global financial crisis
10 years on. In this issue, The Investor also highlights the
local human talent initiative, KAFO with an interview with
Dr Fatima Al-Mousawi. The Investor also includes a
graph feature on the world energy balance and an article
examination of the global financial crisis 10 years on.  

The Investor is a quarterly, bilingual publication, avail-
able in Arabic and English, focusing on Kuwait and the
Arab Gulf region’s economic development with an espe-
cial interest in upcoming challenges and opportunities for
investors. The Investor is published by the Union of
Investment Companies (UIC) in collaboration with
Kuwait Times. 

The Union of Investment Companies is a non-profit

organization headquartered in Kuwait that aims to pro-
mote the country’s investment sector though a range of
activities including the development and implementa-
tion of world-class policy standards, regulations and
oversight. The 33-member UIC groups some of the
country’s largest investment firms to protect investors’
interests. UIC also identifies and develops investment
opportunities for the present and the future develop-
ment of Kuwait. 

African fintech 
entrepreneur 
helps migrants 
move money
PARIS: The money transfer business is personal for Ismail
Ahmed. It was cash wired by his family that allowed him
to make the final leg of his journey from escaping fighting
in his native Somaliland to London in 1988 to take up a
university scholarship. Today, Ahmed leads WorldRemit,
one of a handful of fintech firms that is upending the
remittances business that has long been dominated by
three US firms-Western Union, MoneyGram and Ria-as
well as banks.

Piggybacking on the development of mobile money sys-
tems in Africa and other developing countries, these fintech
firms offer migrant laborers a more convenient way to send
money home at a lower cost.

The market for personal transfers is sizeable, with the
World Bank putting it at $689 billion in 2018. Some $529
billion of that was sent to people in developing nations, an
increase of 9.6 percent from the previous year. And per-
sonal transfers are important, not just for the recipient fam-
ilies. “Remittances are on track to become the largest
source of external financing in developing countries,”
economist Dilip Ratha said this year when presenting the
World Bank’s latest report on remittances.

One of the report’s main conclusions was that the high
cost of transfers reduce the benefits of migration. It found
that the global average cost of sending $200 remained
high, at around seven percent in the first quarter of 2019,
with costs for African and Pacific island nations above 10
percent. Those high fees give ample room for new entrants-
fintechs who are leveraging technology to lower costs. 

Focus on migrants 
For Ahmed, founding WorldRemit in 2010 was just the

latest step in a career that has centered on remittances.
His first small jobs as a student not only helped to support
himself, but his refugee family, where he first encountered
the inconvenience of having to trek to the office of a
transfer agent that took up to 20 percent of his money in
fees. “That’s the beginning of my interest in remittances,”

he told AFP. “Very early I learned about how remittances
worked ... it was key source of discomfort” as well as
being expensive.

Ahmed chose to write his dissertation about the effect
of such payments on people, which in 2005 led to a job
with the United Nations Development Programme in
Nairobi helping remittance agents comply with regulations
to prevent money laundering and financing of terrorism.
“As soon as I joined, I saw widespread fraud and corrup-
tion involving UN official and consultants,” he said.

Ahmed became a whistleblower against the practices,
but said that UN investigators were “only interested in
identifying who the whistleblower was” and he was pushed
out of his job.

In 2010, the UN Ethics Committee awarded him com-
pensation worth a year’s salary for the way he was treated-
a well-timed cash boost as he was looking to found
WorldRemit. 

Room to grow 
While Africa represents more than half of its transac-

tions, WorldRemit serves more than 47 countries, including
many in Asia and Latin America.  They have partnered with
mobile money firms that helped revolutionise the lives of
many Africans, who often do not have bank accounts, by
making mobile phones a way to transfer money inside
countries.

Without having the expense of its own network of
agents, WorldRemit can offer its services at a lower price,
which makes it possible for people to send lower amounts
when their families need money urgently. But that is not the
only advantage. 

“Digitalization is a shift from informal to formal econom-
ic activities,” said Ahmed. The informal nature of many old-
fashioned remittance services, where there was no or little
control over the identity of those transferring money, had
led Western banks to stop serving several countries in
order to avoid running afoul of anti-money laundering and
terrorism financing regulations.

“A lot of our traditional competitors accepting cash
often pick up huge fines because of the fact that they are
outsourcing their core compliance functions to somebody
who owns his small corner shop, who is doing money trans-
fers as a side business,” said Ahmed. He said procedures
that digital firms employ to ensure compliance are more
robust and that a part of WorldRemit’s early work was
spent convincing regulators of that. Despite the number of
competitors now crowding the sector, Ahmed believes
there is plenty of room for growth. —AFP

Silk City and Kuwait’s economic 
development in The Investor

l In-depth interview with Dr Khaled
Mahdi, SecGen for the Supreme
Council for Planning

l Arabic/English magazine focuses on
local, regional investment opportunities


