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10 Myths to Unlearn About

Halal Investing

Advisor Education

Halal investing is often misunderstood as narrow,
restrictive, or difficult to implement, but the reality is more
nuanced and more relevant to modern advisory practices.

In 2025, the global Islamic finance assets reached an
estimated $4.5 to $6 trillion in assets, and Accounting
and Auditing Organization for Islamic Financial
Institutions (AAOIFI) says its standards are recognized
or adopted by regulatory and supervisory authorities in
42 countries, which helps show both market scale and
institutional structure.

Against that backdrop, Islamic investing can make
practical sense as part of a diversified, values-aligned
lineup and should not be overlooked by advisors

who want to serve clients thoughtfully, broaden their
opportunity set, and future proof their practices for a more
diverse investor base.

For financial advisors, misconceptions about Islamic
investing can create unnecessary barriers to meaningful
client conversations and portfolio consideration. Below,
we address 10 common myths encountered in advisory
practice—and the practical realities advisors should
understand when serving a diverse, values-conscious
client base.

3 Key Takeaways

-| Halal investing offers
diversified, income-
generating portfolios
across asset classes and
geographies, not just equities
and cash or “emerging
markets only.”

2 Faith-based and halal
screens are a risk lens
layered onto conventional
research, not a substitute for
fundamentals, performance
discipline, or modern portfolio
construction.

3 Advisors do not need to be
Islamic finance experts to offer
halal solutions; with the right
partners and education, they
can confidently meet the
growing values-aligned
client demand.
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1. It’s difficult to diversify

Halal investing is often caricatured as “stocks and

a checking account,” but the investable universe

is broader than that. Halal-compliant portfolios can
incorporate equity, sukuk (asset-backed certificates),
real assets, gold-related exposures, and other
structures that meet Islamic guidelines. The key is

how those exposures are accessed and structured—
avoiding interest-based borrowing, ensuring underlying
assets are tangible or productive, and aligning with
defined business-activity screens. For advisors, this
means there is room to discuss diversified portfolio
construction rather than assuming halal portfolios must
be overly concentrated or simplistic.

2. The halal investing market is too small

Halal investing is sometimes treated as a niche
request relevant only in specific communities. Muslim
populations are growing globally, and Islamic finance
has developed into a multi-trillion-dollar market with
established regulatory frameworks, standards, and
institutions. That scale signals a durable, mainstream
segment of financial services rather than an isolated
corner. For advisors, recognizing halal investing

as a legitimate, growing part of the market opens
opportunities to better serve existing clients and
engage new prospects.

3. Return potential may be sacrificed

A common concern is that layering faith or values
onto portfolios means sacrificing return potential. In
practice, halal screens shape which companies enter
the investment universe, but they do not dictate how
those companies are researched, valued, or combined
into a portfolio. Returns still hinge on fundamentals,
diversification, risk management, and long-term
discipline. Values-aligned criteria may exclude certain
sectors and high-leverage businesses, but they

can also nudge portfolios toward more conservative
balance sheets. Advisors can position halal strategies
as performance-focused investments that happen to
respect specific constraints, rather than as charity-like
or concessionary allocations.
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4. There is only exposure to emerging
markets

Another misconception is that halal investing

belongs solely in emerging markets with limited
regulatory depth. In reality, halal strategies can span
both developed and emerging markets, across
sectors and currencies, depending on mandate and
product design. Many screens and standards apply
consistently to companies listed in major developed-
market exchanges. Advisors can therefore build global
exposures that include North America, Europe, Asia,
and beyond, while still honoring halal criteria. This
helps dispel the idea that halal portfolios are inherently
higher risk because they must be concentrated in
certain geographies.

5. There is no standardization

Some advisors worry that halal compliance rests on
loosely defined preferences or ad hoc decisions. In
practice, halal portfolios follow rules-based guidance:
business-activity screens to exclude prohibited
sectors, financial ratio tests to limit excessive leverage
and interest income, and independent oversight by
Shariah committees or boards. International standard-
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setting bodies and widely recognized frameworks have
helped formalize these criteria. For advisors, this means
they can point to a consistent methodology rather than
relying on individual interpretation, and they can partner
with managers who provide clear documentation of
their screening and oversight processes.

6. Income is always from interest

Income-oriented clients often assume halal portfolios
cannot generate cash flow because interest-based
bonds are off the table. Instruments such as sukuk,
which represent ownership interests in underlying
assets or projects, provide profit distributions rather
than fixed interest payments. Structured properly,
these instruments can allow investors to seek regular
cash flows while still complying with Islamic principles.
Advisors can explain that the underlying economics—
financing infrastructure, real estate, or corporate
activity—are familiar, even if the legal and contractual
structures differ from conventional bonds.

7. Halal investing is the antithesis to
modern finance

[t can be easy to think of halal investing as rejecting
modern financial markets altogether when really,
Islamic finance operates within the same global
infrastructure of exchanges, regulators, custodians, and
platforms as conventional finance. The difference lies
in how transactions are structured and which activities
are permitted, not in whether investors participate

in markets. Halal strategies use contemporary
instruments, institutional processes, and technology to

Understanding Halal Investing for Muslim
Clients Video Series

Learn more about halal investing by viewing our video
series for financial advisors that explores the principles

and opportunities of halal investing—an approach that
helps clients pursue financial growth while staying true
to their faith and values.

Scan the QR code to tune in!
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implement values-based guidelines. For advisors, this
means they can integrate halal offerings into existing
platforms and workflows, rather than treating them as
an entirely separate system.

8. It’s only for Muslims and | don’t focus
on them

While halal investing is rooted in Islamic principles

its appeal can reach beyond Muslim clients. Many
investors care about transparency, lower leverage, real
economy exposure, and avoiding certain business
activities. Halal criteria can overlap with broader values-
based or ethical investing preferences, making these
strategies relevant to a wider audience than often
assumed. Advisors who understand this can use halal
portfolios as part of a broader conversation about
values, risk, and balance-sheet strength, rather than
limiting the discussion to religious observance.

9. Halal investment screens replace
research

There is a risk that halal screens are seen as “doing
the work” of portfolio research. Eligibility screens are

a starting filter, not a full investment process. They
help identify companies that meet defined criteria, but
they don't evaluate competitive position, valuation,
management quality, or long-term prospects. Advisors
can think of halal criteria as an additional risk lens

that sits alongside traditional analysis. Strong results
still depend on diligent research, thoughtful portfolio
construction, and ongoing monitoring—exactly the skills
advisors already use in conventional strategies.
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10. | have to be a Shariah Scholar or Expert

Finally, many advisors hesitate because they feel
they must be Shariah scholars or Islamic finance
specialists before discussing halal investing. Clients
rarely expect that. What they need is an advisor

who listens to their values and works with reputable
managers and educational resources. Advisors can
rely on established products, clear disclosures, and
third-party oversight while focusing on their core
strengths: understanding client goals, building holistic
portfolios, and communicating trade-offs. With the
right partners and materials, advisors can confidently
introduce halal solutions without overextending into
areas outside their expertise.

Important Disclaimers and Disclosures

This material is for general information only and is not a research
report or commentary on any investment products offered by Saturna
Capital. This material should not be construed as an offer to sell,

or the solicitation of an offer to buy, any security in any jurisdiction
where such an offer or solicitation would be illegal. To the extent that it
includes references to securities, those references do not constitute a
recommendation to buy, sell, or hold such security, and the information
may not be current. Accounts managed by Saturna Capital may or may
not hold the securities discussed in this material.

We do not provide tax, accounting, or legal advice to our clients, and
all investors are advised to consult with their tax, accounting, or legal
aavisers regarding any potential investment. Investors should not

assume that investments in the securities and/or sectors described
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were or will be profitable. This document is prepared based on
information Saturna Capital deems reliable; however, Saturna Capital
does not warrant the accuracy or completeness of the information.
Investors should consult with a financial adviser prior to making an
investment decision. The views and information discussed in this
commentary are at a specific point in time, are subject to change, and
may not reflect the views of the firm as a whole.

All material presented in this publication, unless specifically indicated
otherwise, is under copyright to Saturna. No part of this publication may
be altered in any way, copied, or distributed.
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