
 

 

 
Abstract--- Islamic banking (IB) offers an estimated 1.6 billion of 

Muslims worldwide the possibility oflleading an economic life which 
conforms to the Shariah. The paper: investigates whether Mauritians 
are familiar with IB terminology; explores their attitude towards IB 
and their bank selection criteria, distinguishing between two groups; 
‘Muslims’ and ‘non-Muslims’. Three hundred people were surveyed 
on a random basis using a standardized questionnaire which was 
devised based on various sources of literature. Findings show that 
awareness is on the low side irrespective of religion. Nevertheless, 
Muslims are better aware of IB terminology than non-Muslims. 
Mauritians in general believe that a combination of religious belief 
and returns motivate individuals to deal with an Islamic bank. As 
expected Muslims are supportive to the Islamic banking movement 
with a majority expressing their intention to invest in an Islamic bank 
if they received an unexpected sum of money. Some differences were 
noted in the bank selection criteria on Muslims and Non-Muslims. 
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I. INTRODUCTION 

HE growing Muslim population worldwide calls for 
special attention to be given to Islamic banking (IB). The 

current Islamic banking industry consists of several billions of 
dollars with more than 300 institutions operating in and out of 
the Muslim world [2]. The past five years have witnessed a 
rise in Islamic consciousness among Muslims in Mauritius. 
For instance, the number of applications to perform the Mecca 
pilgrimage has been on the increasing trend. In 2012, a large 
number of potential pilgrims had their booking fees refunded 
due to demand largely exceeding quota restriction on the 
number of people which was allocated to the country for the 
pilgrimage. If banks follow the international trend they need to 
get prepared to offer specialized products and services and to 
train their personnel in this field. Such a move requires 
substantial investment. 

Mauritius has a minority of Muslim population with a long 
tradition of conventional banking (CB). The introduction of IB 
in Mauritius has been very timid with no extravagant 
advertising campaign and only one bank operating from its 
head office since 2009, while other banks have been adding 
new branches to their existing network. The viability of a bank 
depends to a large extent on the number of customers it can 
attract. In the light of the above the paper seeks to answer the 
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following questions ‘Are Mauritians familiar with IB 
terminology?’ ‘Is there a difference in the extent of familiarity 
of IB terms among Muslims and non-Muslims?’, ‘what is the 
attitude of Muslims and non-Muslims towards IB?’ and ‘What 
are the bank selection criteria of Mauritians?’ 
The answers to these questions will be of high relevance to the 
existing Islamic bank operating in the country and to any other 
bank willing to launch IB services. Understanding what 
triggers the acceptance of IB can help banks to devise new 
strategies or redesign their existing strategies to tap the 
potential IB sector.  Knowledge of the bank selection criteria 
will be useful for banks to meet expectations of customers. No 
previous published research is available on the attitudes 
towards IB in the Mauritian context. So this paper extends the 
literature on the attitudes towards IB in a developing country 
where Muslims are minority. 
 

II.  LITERATURE REVIEW 

A. Definition and Principles 

Islamic banking is the conduct of banking activities based 
on the principles of Islamic laws commonly known as the 
Shariah whose primary sources are the Qur'an and the sayings 
of the Prophet Muhammad. Shariah, and very much in the 
context of Islamic finance, emphasises justice and partnership 
[9]. These sources come from the holy Qur'an, Hadith, Sunna, 
Ijma, Qiyas and Ijtihad [8]. One of the essential principles of 
IB is the prohibition of  Riba (interest). Riba is prohibited 
because it reinforces the tendency for wealth to be 
accumulated in the hands of few [14]. It is money used to 
make money [9].Islamic banking promotes risk sharing and 
the Riba transgresses the principle of risk sharing, partnership 
and justice. Reference [17] point out that Islam does not allow 
gain from financial activity unless the beneficiary is also 
subject to risk of loss.  

Reference [6], author of “A Basic Guide to Contemporary 
Islamic-Banking and Finance” states that there are five main 
permissible financing methods which can be classified into 
two main categories; the first one where the bank is a party 
involved in the transaction and shares profit made with the 
other party(ies) and the second one where the bank claims a 
profit margin on the transaction. The table below shows the 
main methods of Islamic finance grouped in the two main 
categories previously explained.  
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TABLE I 

ISLAMIC FINANCE METHODS 
Uses Profit and Loss sharing 
(PLS) 

Uses Mark Up( Non PLS) 

Musharaka (partnership) Murabaha (cost plus) 

Mudharabah (trust financing) Ijarah (leasing) 

Sukuk (Islamic Bonds)  

Takaful (Insurance)  

Source: Reference [20] 

B. Musharaka 

Musharaka is a joint venture or partnership between the 
financing institution (the bank) and an enterprise.  Both 
partners contribute in capital and effort in managing the 
business.  The profit and the losses are shared among the 
partners in the ratio of the capital contributed. This is found to 
be very advantageous as the bank will put emphasis on 
productivity and viability of the project rather that credit 
worthiness.  This form of financing is not favoured by banks 
as both parties need to be closely involved in the management 
of the project and banks prefer be ‘hands off’ [9]. 

C. Mudarabah 

Mudarabah is another form of partnership between the 
entrepreneur and the bank. Compared to Musharaka the bank 
takes the role of a sleeping partner limited to a financier. The 
entrepreneur does not contribute capital but brings his 
technical and managerial skills in running the business. The 
ratio in which the entrepreneur will share profit on the capital 
provided by the bank is set at the start and is not expected to 
change irrespective of the volume and percentage of profits 
realized. No collateral is required as the return is contingent on 
the success of the enterprise [21]. In the event that the 
business folds the bank bears the loss unless if the 
entrepreneur is guilty for mismanagement or infringing the 
terms of the partnership.   

D. Sukuk 

Sukuk is the Arabic name for financial certificates, 
commonly known as the Islamic equivalent of bonds. 
According to the Shariah laws, fixed income and interest 
bearing bonds are not allowed. To be shariah compliant , the 
sukuk holders must have a proprietary interest in the assets 
being financed. The return for sukuk holders come from the 
income generated by the assets. Most sukuk are ‘asset-based’ 
not ‘asset-backed’ which entitle investors ownership of the 
cash flows generated by the asset and not the asset themselves. 
Asset-based is more risky than asset-backed especially in the 
event of default [9].  

E. Takaful 

Takaful is insurance based on Islamic principles. The 
insuree contributes premium into a pooling system which 
makes good for any damage/ loss caused by him. Premiums 

received in the pool are used for investment in activities which 
are permitted according to Islamic laws.  

F. Murabaha 

Murabaha is a form of trade credit whereby the bank acts as 
an intermediary between the final buyer and the seller of the 
commodity. The bank will buy the commodity/asset and sell it 
to the buyer at a deferred price which includes a profit margin 
which is pre-determined. The profit margin cannot be 
increased later even if the buyer does not take the goods 
within the time period specified in the contract. The bank is 
therefore exposed to business risk as the buyer might not take 
delivery of the goods and has to bear the risk of obsolescence 
associated with the goods purchased. 

G. Ijarah 

Ijarah is a leasing agreement whereby the bank buys an 
asset and leases it to a client in return for rental payments. The 
bank retains ownership of the asset and recovers the amount 
invested by including a profit margin in the rental payments. 
The lessee generally has an option to purchase the leased 
asset. 

H. Attitudes of Muslims and Non Muslims towards IB  

There is a tendency to think that IB is reserved for people of 
Islamic religion. This is not true; IB is also present in 
countries where Muslims are minority.  Islamic institutions 
and instruments have developed in many countries, including 
the United States [22].   Countries with a significant 
proportion of Muslims have largely adopted IB, Malaysia and 
Pakistan are common examples. For instance, seventeen 
Islamic banks operate in Malaysia offering more than 100 
Islamic products and services [17]. However, in Kuwait 
people are reluctant to adopt IB [19]. This unwillingness is 
based on the view that the bank might interfere constantly in 
the running of the business which will adversely affect 
entrepreneurs. It is also claimed that the bank might not have 
the necessary expertise in a wide spectrum of business 
activities. Reference [10] found that around 41% of Muslims 
would opt for IB if they received an unexpected amount of 
money compared to only 6% of non-Muslims. In the event that 
an Islamic bank announced no profit in a particular year, 62 
percent of Muslims would leave their deposit at the Islamic 
bank or transfer it to another Islamic bank while only 20 
percent of non-Muslims will act in this way. This shows that 
Muslims are more supportive to the Islamic banking 
movement. Furthermore, around 66 percent of non- Muslims 
will redirect their investment based on financial gains if an 
Islamic bank announced no profit in a particular year. In a 
study carried out in Jordan, reference [7] found that around 
40% of respondents would withdraw their deposit from an 
Islamic bank if no profits were announced while 30% would 
retain their deposit in the expectation that more profits will be 
made in the future. Reference [16] compared the attitudes and 
perceptions of Muslims and non-Muslims towards Islamic 
Banking from a Malaysian perspective. He concluded that the 
main factor attracting Muslims towards IB is ‘Religion’ 
followed by ‘Products and services’. From the point of view of 
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non-Muslims ‘Products and services’ was the primary reason 
motivating them to use IB and as expected ‘Religion’ ranked 
last. A significant difference was noted in the perception of 
Muslims and non-Muslims regarding the effectiveness of 
advertising campaigns of Islamic banks in changing the 
attitudes of non-Muslims towards the usage of IB. 

I. Awareness and knowledge of Islamic-Banking and its 
products 

The research of [10] carried out in Singapore concluded that 
only a small proportion of Muslims were not aware of the 
basics of IB while the non-Muslims are unaware of IB. In a 
recent research [17] assessed the awareness and knowledge 
among people of Malaysia about IB.  They found that 
knowledge about IB concepts and products are extremely low, 
not even reaching 10% of respondents surveyed. This is quite 
surprising for a country like Malaysia which has a strong 
denomination of people of Muslim faith. In the same year [16] 
conducted a research on the attitude and perception of Muslim 
and non-Muslim towards IB. Result about awareness was 
completely different from that of [17]. The whole sample 
(100%) of respondents of Muslim faith claimed to have an 
understanding of the concept of IB compared to 14% for non-
Muslims. Quite strangely both surveys were conducted in 
Klang valley, the financial hub of Malaysia with roughly the 
same proportion of Muslim and non-Muslim being included in 
their respective samples.   

J. Bank Selection Criteria 

Reference [17] conducted a survey of Jordanian customers 
with the objective of establishing the bank selection criteria of 
Islamic and conventional banking customers. An essential 
criterion to fit in the sample was prior experience with both 
banking systems. IB users favoured ‘the provision of fast and 
efficient service’, ‘the bank’s reputation and image’ and 
‘confidentiality of the bank’, in order of preference. The same 
three factors were chosen by CB users but in the reverse order 
of preference. Reference [12] conducted a similar survey in 
three towns in Malaysia which had a rather equal proportion 
of Muslims and non-Muslims. Contrary to [17] respondents 
were not required to have a prior experience with IB. Muslims 
rated ‘the provision of fast and efficient service’ as the most 
important criteria for their banking preferences followed by 
‘the speed of the transaction’ and ‘friendliness of the bank 
personnel’.  From the non-Muslim side ‘friendliness of the 
bank personnel’ ranked first followed by ‘the provision of fast 
and efficient service’ and thirdly ‘the bank’s reputation and 
image’. In a Malaysian study [17] enquired about the factors 
which influenced the selection of banks. Their research 
concluded that ‘cost/benefits’ is the prime factor followed by 
‘convenience’. The ‘religious factor’ ranked fifth and ‘mass 
media and advertising’ had the least influence in the selection 
of banks. Using a list of 22 items, [10] asked respondents to 
rate on a four point-scale their bank selection criteria. Both 
Muslims and non-Muslims rated the provision of fast and 
effective service as being central to the choice of banks. The 
next four factors were equally important for Muslims and non-

Muslims with the exception of payment of higher interest on 
savings. Non-Muslims attach more importance to this factor. 
This could be explained by the fact that interest (Riba) is 
prohibited according to Islamic laws. Further divergent views 
were noticed in ‘Recommendation of friends’, ‘Interior 
comfort’ and ‘Recommendation of relatives’. Muslims tend to 
follow their friends and relatives more than non-Muslims and 
also attach more importance to interior comfort. 

 
III. METHODOLOGY 

A. Research instrument 
Data for the study was collected using a questionnaire 

which was devised based on various sources of literature [10], 
[15], [16]. The questionnaire consisted of four sections. The 
first section gauged the awareness of respondents about IB and 
its products.  Respondents were asked to indicate whether they 
were aware of IB terms; Riba, Ijarah, Murabaha, Modaraba, 
Shariah, Sukuk, Takaful and Musharaka. These terms are 
briefly explained in the literature review. The second section 
included questions about the preference for investment. The 
third section contained a series of statements mainly based on 
[10] regarding the selection of banking criteria. Demographic 
details such as age, education, gender and religion being either 
Muslim or Non-Muslim were included in the final section of 
the questionnaire. 
 

B. Sample 
 

The sample was divided in two groups; Muslims and non-
Muslims. A total of 300 questionnaires were hand delivered 
on random basis. Out of the 300 questionnaires 232 were 
found to be usable as they were complete. Around 30 percent 
of respondents were Muslims which is thought to be a true 
reflection of the proportion of Muslims living in the country 
even though no recent data on the ethnicity of the population 
is available. The latest census based on religious belonging 
dates back to 1969. 
 

C. Data Analysis 
 

Data was analysed using SPSS version 16.0. Descriptive 
analysis using cross-tabulations and mean scores were 
calculated for questions/statements which had to be answered 
using Likert Scale. A non-parametric approach was used to 
test hypotheses. Factor analysis was performed to reduce 
factors influencing the choice of banking criteria.  
 

IV. ANALYSIS 

A. Awareness and understanding of IB and related terms 

This part of the analysis explains the findings of the study 
regarding the awareness of IB. Awareness is a key factor for 
the success of IB as it is new to Mauritians. Muslims are 
known to be fervent followers of religion. Muslims working in 
the public sector are allowed special release on Fridays to 
attend prayers. Some firms in the private sector also follow the 
same policy. The majority of the population is Hindu which 
has no dedicated day for offering prayers and as such do not 
have the privilege of having time-off during the week to pray 
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and discuss about religion. We therefore hypothesise that 
followers of Islamic religion will have a better understanding 
of IB and the terms used in Islamic banking and finance than 
non-Muslims.  

 
TABLE II 

CROSSTABULATION 

Heard about IB system * Religion Cross tabulation 

  Religion 

Total   Muslim Non-Muslim 

Heard 
about IB 
system 

Yes 62 (82%) 71(45%) 133(57%) 

No 14 (18%) 85 (15%) 99(43%) 

Total  76 156 232(100%) 

.  

The first question asked respondents whether they are aware 
of the existence of IB. As shown in the table above, 57% of 
respondents claim to have heard of IB while 82% of all 
Muslims surveyed have heard about IB. Out of those who are 
not aware of IB only 14% are Muslims. The Chi-Square value 
(0.000) indicates that there is a significant relationship 
between religion and awareness of the existence of IB. 

The result of the Mann-Whitney test used to test whether a 
significant difference exists in the awareness level of Muslims 
compared to non-Muslims about the concept of IB showed 
that Muslims are indeed better aware of the concept of IB(Z=-
3.822, Sig. 0.000). The finding corroborates that of the 
Malaysian study of Loo [16].  
The third section in this part asked respondents whether they 
understood seven IB related terms and whether they are aware 
that IB is present in Mauritius. 

 
TABLE III 

ISLAMIC BANKING TERMS 

 

The above table shows that 27.2% of all respondents 
surveyed understood the term Riba while 72.8% did not 
understand the term. Of all Muslims surveyed 34.2% 
understood the term Riba and 65.8% had no understanding of 

the term mentioned. Only 23.7% of non-Muslim respondents 
understood the term Riba. Further analysis of table 2 shows 
that none of the IB terms were familiar to the sample in 
general. Two terms, namely,  Shariah and Riba passed the 
25% threshold in terms of understanding to the whole sample. 
Surprisingly, more than 50% of Muslim respondents were not 
aware of the two aforesaid terms which is central to IB. 
Furthermore, none of the IB terms were understood by more 
than half of the Muslim respondents. Though not shown in the 
table 2, the proportion of Muslims’ understanding of an IB 
term exceeded the proportion of non-Muslims understanding 
of the same term and for all items listed in the table. The result 
concerning the poor awareness of IB terms both to Muslims 
and non-Muslims can be probably explained by the limited 
exposure of the population in general to these terms. The first 
IB bank started its operations only four years back and it is 
expected to take some more years to operate at full swing. The 
fact that only one branch is operational means that clients have 
to move to the bank while the general tendency is for banks to 
move towards customers. Mauritians have a long tradition of 
conventional banking and are used to the products and 
services provided by conventional banks. A switch to IB could 
be viewed as an extra mile to walk which many customers 
would not opt for. A large majority of Mauritians (77.2%) is 
not even aware that IB is present in Mauritius. Three quarters 
of the Muslim respondents are aware of the existence of IB in 
Mauritius compared to slightly more than half of the non-
Muslim respondents of. In the light of the above results we 
accept the first hypothesis that Muslims are more aware of IB 
terms than non-Muslims. 

B. Attitudes of Muslims and non-Muslims towards IB 
TABLE IV 

REASONS WHICH MOTIVATE PEOPLE TO DEAL WITH AN ISLAMIC BANK 

M-Muslims N-non-Muslims 

 
TABLE V 

IF YOU UNEXPECTEDLY RECEIVE A LARGE AMOUNT OF MONEY. WHAT WOULD 

YOU DO? 
 Muslim  

% 
Non –Muslim % 

Deposit money in a commercial bank 
which pays interest 

25 63 

Deposit money in an Islamic bank 54  6 
Invest in both IB and CB 11 17 
Invest in anything other than IB & CB 10 13 

IB term All respondents 
(%) 

Muslim 
(%) 

Non-
Muslim 
(%) 

Riba Yes 27.2% 34.2% 23.7% 
No 72.8 65.8 76.3% 

Shariah Yes 33.6 46.1% 27.6% 
No 66.4 53.9% 72.4% 

Mudharabah Yes 19.8 21.1% 19.2% 
No 80.2 78.9% 80.8 

Musharaka Yes 19.8 17.1% 21.2% 
No 80.2 82.9% 78.8% 

Sukuk Yes 16.4 15.8% 16.7% 
No 83.6 84.2 83.3 

Takaful Yes 28.4 45.5 54.5 
No 71.6 60.5 76.9 

Murabaha Yes 18.1 19.7 19.3 
No 81.9 80.3 82.7 

Ijarah Yes 22.8 26.3 21.2 
No 77.2 73.7 78.8 

IB is present in 
Mauritius 

Yes 22.8 75.0 51.6 
No 77.2 25 48.4 

 
Strongly 
Agree % 

Agree 
% 

Disagree 
% 

Strongly 
Disagree 
% 

 M N M N M N M N 
Religious Beliefs 
Only 

41 4 25 23 24 50 10 23 

Better Returns 
Only 

27 28 57 55 12 13 5 4 

A combination of  
Religious and 
better returns 

41 10 38 19 15 48 6 24 

I am not 
interested in IB 

9 10 9 28 26 41 56 21 
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As shown in table 3, sixty six percent (41+25) of Muslims 

believe that religious beliefs only motivate people to deal with 
an Islamic bank. Only twenty-seven percent of non-Muslim 
respondents think in this way. These respondents probably 
think that IB is not meant for Muslims only. A considerable 
majority in both groups (84% of Muslims and 83% of non-
Muslims) believe that people are solely motivated by returns. 
This result is in contradiction with the study of [17] where 
only one quarter of respondents was found to be guided by 
economic reasons solely. More than two-thirds of Muslim 
respondents think that the choice of dealing with an Islamic 
bank is a combination of both religious belief and better 
returns while only one quarter of non-Muslims are of that 
opinion. A minority of respondents under both groups claim 
that they are not interested in IB. 

As regards the investment choice of respondents, if they 
unexpectedly received a large amount of money, more than 
half of Muslims would deposit the money in an Islamic bank. 
This provides further evidence that Muslims are supportive to 
the Islamic banking movement. The result compares 
favourably to Muslims in Singapore where only forty one 
percent expressed their intention to deposit the money in an 
Islamic bank [10]. Around two thirds of non-Muslims would 
place the money in a commercial bank which guarantees a 
return on their investment. From this response we can 
extrapolate about the risk attitude of non-Muslim respondents. 
Non-Muslims seem to be risk averse seeking security of their 
investment and guaranteed return there from. The low 
preference for investing in IB or other forms of investment 
where a degree of risk is involved confirms their risk attitude.  
 

TABLE VI (A) 
FUTURE PROSPECT OF IB IN MAURITIUS 

 Muslim % Non-Muslim % Overall % 
Very strong 19 5 9 
Strong 31 18 22 
Average 42 55 51 
Weak 7 18 14 
Very weak 1 3 3 

 
Regarding the potential of IB in Mauritius, 19% of Muslims 

believe that IB has very strong prospect while only 5% of non-
Muslims are of the same opinion. The low degree of 
awareness about IB and the fact that only one bank is offering 
IB products to the population could be a possible reason for 
this result. More than half of the sample stated that IB has 
average potential. A similar research conducted by [17] found 
that only 33% of Malaysians think that IB has average 
potential while 9.5% stated that they believe that IB has very 
strong potential despite the fact that IB is rooted in Malaysia 
since many years with 16 Islamic banks operating in the 
country [4].Only 3% of all respondents felt that IB has very 
weak prospect to grow. 

 
 
 
 
 

TABLE VI (B) 
FACTOR ANALYSIS 

Factor Analysis of bank selection criteria for non-Muslims 

Factors 1 2 3 4 

 
Service 
deliver
y/ 
Status 

Return/ 
convenien
ce 

Ambience
/ 
Third 
party 
influences 

Cost/ 
benefit

Provision of fast & efficient 
service 

.692    

Confidentiality of bank .842    

Confidence in bank's mgt .688    

Wide range of service 
provided 

.743    

Bank's reputation & image .773    

Friendliness of bank personnel .655    

Financial counseling provided .702    

Lower interest charges on 
loans 

   .583 

Availability of credit on 
favourable terms 

   .581 

Location near my home    .673 

 Lower service charges on 
cheques 

   .768 

Higher interest payments on 
savings 

 .568   

Reception received at bank   .590  

Overdraft privileges on current 
A/C 

   .667 

Interior comfort  .717   

Mass media advertising  .716   

Location near my place of 
work 

 .854   

External appearance of bank   .737  

Recommendation of friends   .633  

Available parking space 
nearby 

 .774   

Counter partitions in bank   .815  

 Recommendations of relatives   .647  

Eigen Values 6.9 3.1 2.7 1.6 

Variance explained 21% 15% 14% 14% 

Cumulative Var explained 21% 36% 50% 64% 

C. Factor Analysis 

Factor analysis was conducted for both groups Muslims and 
non-Muslims with the aim of comparing the bank selection 
criteria for the two groups. Factor analysis aims to reduce the 
number of statements considered by respondents to a more 
manageable level by bringing together those statements which 
seem to measure the same “thing” [10]. Tables 6(a), 6(b) & 7 
above summarise the findings produced by principal 
component analysis with varimax rotation.  For both factor 
analyses, the Barlett ‘s Test of spherecity was statistically 
significant at p< 0.000 and the Kaiser-Meyer-Olkin  values 
(0.774 for non-Muslim and 0.736 for Muslim) indicate that the 
respective sample is adequate enough for a factor analysis. 
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Note that factor loadings less than 0.4 have been suppressed, 
as a general rule. 

 
TABLE VII 

Factor Analysis of bank selection criteria for Muslims 

Factors 1 2 3 4 

 Third 
party/ 
Attractio
n 

Service 
delivery/ 
Status 

Internal 
ambience/
Return 

Convenie
nce/cost 

Provision of fast & efficient 
service 

 .723   

 Confidentiality of bank  .810   

Confidence in bank's mgt  .451   

Wide range of service 
provided 

 .584   

Bank's reputation & image  .646   

Friendliness of bank personnel   .737  

Financial counseling provided  .693   

Lower interest charges on 
loans 

 .512   

Availability of credit on 
favourable terms 

 .547   

Location near my home    .724 

Lower service charges on 
cheques 

   .703 

Higher interest payments on 
savings 

  .602  

Reception received at bank   .709  

Overdraft previleges on 
current A/C 

.544    

Interior comfort   .555  

Mass media advertising .652    

Location near my place of 
work 

   .773 

External appearance of bank .759    

Recommendation of friends .859    

Available parking space 
nearby 

   .451 

Counter partitions in bank   .546  

Recommendations of relatives .780    

Eigen values 6.9 3.2 1.5 1.4 

Variance explained 18 % 17% 13% 12% 

Cumulative Var Explained 18% 35% 48% 60% 

 
The results of the factor analysis show that the bank 

selection criteria for Muslims and non-Muslims are different. 
For non-Muslims the factor which explains most of the 
variance is ‘Service delivery/Status’ followed by 
‘Return/convenience’, ‘Ambience/Third party influences’, 
‘Cost/Benefit’. The four factors explained 64% of the total 
variance. For Muslims, ‘Third party influences/ Attraction’ 
made the highest contribution towards the total variance 
explained by the model. Other factors with lower contribution 
were ‘Service delivery/Status’, ‘Internal ambience/Return’ and 
‘Convenience/cost’. The four factors explain 60% of the total 
variance.  

D. Respondent profile 
 

TABLE VIII 
RESPONDENT PROFILE 

Details  % 
Age  
Less than 20 3 
20-29 51 
30-39 20 
40-49 14 
50-59 8 
Greater or equal to 60 4 
  
Gender  
Male 43 
Female 57 
  
Religion  
Muslim 33 
Non-Muslim 67 
  
Highest qualification attained  
CPE 9 
SC 10 
HSC 25 
Degree/Diploma 40 
Professional 9 
Postgraduate 7 

 
The largest group of respondents (51%) came from the 20-

29 range, the second largest group was from the age group 30-
39 which represented 20% of the sample while only 12% of 
respondents were aged 50 or above. Females accounted for 
57% of the sample which is representative of the Mauritian 
population. Respondents had to choose whether they were 
Muslims or non-Muslims. Non-Muslims and were not 
required to provide their specific religion. One third of the 
sample was made up of Muslim respondents which can be a 
rough estimate of the actual Muslim population in the absence 
of official figures. Half of respondents were highly educated 
with 40% possessing a degree/diploma and 9% being 
professionals. 
 

IV. SUMMARY AND MANAGERIAL IMPLICATION 

The paper provides some important information about 
awareness, prospect and attitudes of Muslims and non-
Muslims towards Islamic banking. The findings are of 
particular importance to the Islamic bank operating in 
Mauritius and existing banks and new banks willing to launch 
Islamic financial products and services. The study found that 
more than half of the respondents have heard about IB. 
Muslims compared to non- Muslims are better aware of IB 
terminology, however, the level of awareness for both groups 
are low. A considerable majority of both Muslims and non-
Muslims believe that a combination of religious belief and 
returns motivate people to deal with an IB. More than half of 
Muslim respondents expressed their preference to invest a 
large amount of money gained unexpectedly in an Islamic 
bank. Factor analysis showed that Muslims compared to non-
Muslims choice of bank selection criteria are different. 
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A. Implications For Banks 

The results of this study have several implications for 
banks. The study found that there was a general lack of 
awareness of the existence of Islamic banking in Mauritius 
and more particularly about Islamic banking terminology. The 
existing Islamic bank and potential banks should start by 
launching informative advertising campaigns. With only one 
bank operating in this sector the cost is expected to be very 
high. This bank has to seek the help of various Islamic bodies 
which preach Islamic religion to propagate the principles of 
Islamic banking and finance. By so doing Muslims will 
become more versed with the principles and terminology used 
in Islamic banking which will make Islamic followers more 
prone to Islamic banking products and services. However, the 
danger of adopting this strategy is the possibility of IB being 
viewed as products by Muslims for Muslims which could 
deter non-Muslims to adopt IB. Mauritians have a long 
tradition of conventional banking and changing this tradition 
will not be successful overnight. An Islamic bank has to offer 
returns which outclass conventional banks to be able to divert 
customers to IB, since a high proportion of respondents 
believe that the decision to deal with an Islamic bank is based 
on both returns and religious belief. Factor analysis showed 
that ‘Third party influences’ plays a major role in the bank 
selection criteria for Muslims. Muslims tend to follow their 
peers and are more influenced by the media than their non-
Muslim counterparts.  Advertising in newspapers and TV 
channels which have a large Muslim audience is likely to be 
successful in attracting Muslims towards IB. Mauritius has a 
minority of Muslims in its population. For any bank to operate 
successfully it needs a minimum critical mass of customers. 
This implies that Islamic banks cannot target Muslims only to 
prosper. The factor analysis for non-Muslims highlights the 
importance attached to ‘service delivery and status’. If Islamic 
banks want to attract non-Muslims they should endeavour to 
provide a fast and efficient service and meet their expectations 
regarding reputation and image. 
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