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From the Editor

From the Editor - Dumb and Dumber

(Title borrowed from the Jim Carrey movie)

With nuclear armaments in the headlines as we go to press

it is worth mentioning that we still have the stupidity of

mass killing machines on this planet and in particular the sort
of killing machines that can wipe out millions of innocent
humans and many more millions of other life forms in one
direct hit; but also in the longer term, dangerous war toys that
speed up the end of liveability for all current life forms on this
planet (apart from, apparently, cockroaches which must have
a superior intellect).

The total stupidity of this situation defies belief and sense
- but it is the never ending pattern of life on earth.It is nearly
2020 and we still live,and are forced to live, like barbarians.

Are we not yet at a point of development where none of this
is allowable or tolerated? We teach school children not to be
bullies but we tolerate bullies at national dictatorship level
and let them do what their mad minds dictate. Of course they
manipulate the weak minded and cowardly humans to get
their way. Something needs to be done about that as well.
Stupidity is not really the basis of any successful civilisation.

Unfortunately, speaking the truth is all the decent and
courageous people of the world can do, but truth is a power-
ful weapon and the pacifists’only sword. Brutal idiots hate the
truth — it is the only thing that they cannot fight or
manipulate, though they try very hard to deny and conceal it.

Women worldwide have this past year had the courage to
speak up against eons of assault and degradation, via the
#Me too movement. School children have had the courage
to speak up against those who claim their so-called rights to
carry ridiculous personal killing machines.

Of course many others have laboured these same points, but
they are eternally drowned out by the bellowing and rant-
ings of the brutal and ignorant, or the mute responses of the
impotent and apathetic, all of them cowards.

| have written on the Business of War previously (MEJB,
January 2017 Volume 12, Issue 1).Sadly, business is what it
is all about - putting personal power and wealth before the
lives of fellow humans and the world.

Weapons of war have always been in the hands of despots,
dictators, would be dictators and those with fanatical political
or nationalist leanings. None of these warmongers have ever
‘leaned’ towards the protection of humanity as a whole and
protection of the planet that we all dwell on.

If the world’s wealth was not wasted on highly expensive
apparatus to kill, torture, disfigure and rob innocent people,
then the children of the planet, those who needlessly die
every few seconds due to poverty related causes, may be
allowed to live their lives, rather than have them sacrificed to
some mad man’s ego.

If no-one had weapons of war there would be no war — surely
that is a better and far more sensible deterrent than building
bigger and even more destructive killing machines.
Unfortunately war is rarely about lawful claims - they can be
settled in the justice systems- it is about gross mental health
issues related to hatred, bloodlust and obsession with money
and power.

Nuclear weapons are the most ludicrous of the war toys of
the angry and deluded men who control them.Even more
ludicrous is the fact that it is 2018 and this is still the status
quo. We can cure complex ilinesses, we have put a human on
the moon, we can peer into the far reaches, indeed into the
origins of the universe, but we just cannot behave decently,
intelligently and fairly or deal effectively with these
war-mongering miscreants within our midst and those who
support them.

Dumb and dumber.

Lesley Pocock

Chief Editor

Publisher and Managing Director
medi+WORLD International

Email: lesleypocock@mediworld.com.au

MIDDLE EAST JOURNAL OF BUSINESS - VOLUME 13, ISSUE 3 JULY 2018



Business

The moderating effect of age, gender and educational level on
relationship between emotional intelligence and job satisfaction:
An analysis of the banking sector of Pakistan

Naseer Mohammad (1)
ShaziaAkhtar (2)

Mohammad Khalil Ur Rahman (3)
Fazal Haleem (4)

(1) Ms Scholar, Mohammad Ali Jinnah University Islamabad, Pakistan
(2) Faculty of Management and Social Sciences, Mohammad Ali Jinnah University Islamabad, Pakistan

(3) PhD Scholar, University of Malakand, , Pakistan

(4) PhD Scholar, Abdul Wali Khan University Mardan, Pakistan

Correspondence:

Fazal Haleem, PhD Scholar

Abdul Wali Khan University Mardan, Pakistan
Email: haleemfazal@gmail.com

Abstract

This study investigated whether emotional intelligence as
well as components (self-awareness, self-management,
self-motivation, empathy and social skills) is significantly
correlated with job satisfaction. It also explored the mod-
erating effects of age, gender and educational level and
their link between emotional intelligence and job satisfac-
tion in the banking sector of Pakistan. The study contrib-
uted to the existing literature because age, gender and
educational level were used as the moderating variable.
Moreover the context i.e. banking sector, was used in the
present study which has been neglected in previous lit-
erature. 250 employees participated in the study and were
categorized based on three age groups; younger employ-
ees between the age of (20-30) middle age employees
between the range of (31-40) and older employees above
40 years, in Islamabad and Rawalpindi. In this study the
number of male participants was 194 and the number of
female participants was 56. The educational levels were
categorized from Bachelor to Master and above. The two
valid and reliable tools were used to measure emotional in-
telligence and employee job satisfaction. Correlation and
regression analysis were used to analyze these data. The
result showed significant relationship between emotional
intelligence and job satisfaction. Moreover the moderating
effect of age, gender and educational level was also found.

Key words: Emotional intelligence, Job satisfaction, Age,
Gender, Educational level, banking sector.
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Introduction

The most vital factor in accomplishing an organization’s goals
and objectives depends upon its human resources.The bank-
ing sector is one of the organizations in which most of the hu-
man resources are working hard; applying their skills, knowl-
edge and ability to get competitive advantage in the market.
The understanding and managing of emotions plays an indis-
pensable role in the working place.Due to hyper competition
in the banking sector the employees face a lot of stress and
work overload which affects their job satisfaction. Therefore
it seems that if the employees are emotionally intelligent it
may increase work productivity. Emotional intelligence plays
an essential role to manage emotions of self and emotions of
others which help to control physiological and psychologi-
cal stresses. Positive emotions lead to job satisfaction as well
as encourage morale of the employee in the banking sector.
According to Bagshaw (2000) negative emotions, such as
dread; anxiety; annoyance and hostility, use up much of the
individual’s energy, and lower morale, which in turn leads to
absenteeism and apathy. Cooper (1997) shows that emotions
that are properly managed can, and do, have successful out-
comes. Carefully managed emotions can drive trust, loyalty
and commitment as well as increase productivity, innovation
and accomplishment in the individual, team and organiza-
tional sphere. Therefore it becomes more important to study
the relationship between emotional intelligence and job sat-
isfaction in this sector.

The concept of “emotional intelligence "emerged in two aca-
demic journal articles (Mayer, et al., 1990).They revealed their
elementary definition of emotional intelligence as the part
of social intelligence that includes the capability to control
self and others’ feelings and emotions, to distinguish among
them and to use this information to monitor one’s thinking
and activities. Schmidt (1997) presented that emotional intel-
ligence is the skill to identify and reply to the sentiments and
moods of others, as well as the ability to help others control
their emotions. Goleman (1998) provides a useful definition
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of the concept, and believes that emotional intelligence is the
ability to know the feelings of self and the feelings of other
and establish the relationship with others to perform the job
effectively. According to Weisinger (1998) the intelligent use
of emotions leads behavior and thinking in such a way that
it increases performance. Songer and Walker (2004) defined
that emotional intelligence is the skill to express, assess and
control one’s own feelings.

The dependent variable of the present study is job satisfac-
tion. Job satisfaction is measured as an individual attitude to-
ward the task and the corresponding relationship to employ-
ee motivation. Job satisfaction refers to a keen assessment of
the work as a whole, but also refers to constituents such as fi-
nancial payments, resources to get the job completed,interest,
contest, practice of valued skills, variability, job-related status,
self-sufficiency, and to establish relationships with supervisors
and co-workers, participation in decision making, and ease
elements such as hours, physical environment and transport
time. The essence of job satisfaction is the fit of congruence
of the worker and the job. Vroom (1964) described Job satis-
faction as “a satisfying or progressive emotional state ensu-
ing from the assessment of one’s work or work proficiencies’
Locke (1976) says that Job satisfaction is a group of attitudes,
which employees know about their work. There are a vari-
ety of aspects that affect a person’s job satisfaction; some of
these aspects comprise the salary level and other returns, the
apparent fairness of the promotion system within a company,
the excellence of the working conditions, leaders and friendly
relationships and the job itself. Tett and Meyer (1993) divided
job satisfaction into two parts, external factors and internal
factors. They found that employee job satisfaction was not
only affected through external factors such as pay, promotion
,working condition and supervision, but also internal factors
such as emotions, exciting mood, close relationships and per-
sonality traits.

In this study age,gender and educational level are moderating
variables.This study examines how much age, gender and ed-
ucational level influence the association between emotional
intelligence and job satisfaction. Furthermore this study will
contribute to the existing literature on Emotional Intelligence
and its components because of inclusion of age, gender and
educational level as moderators. It will address the gap cur-
rently existing in the literature, especially in Pakistan and will
provide a link between theory and practices. The result of the
research study will majorly support those who have a keen in-
terest in this topic.

Literature Review

Emotional Intelligence

The idea of emotional intelligence was first used by Aristotle
(322, BC) who identified such ability and described it in these
words: “Anyone can get angry - that is easy. But to be angry
with the right person, to the right degree, at the right time, for
the right purpose, and in the right way - this is not easy”There
are various theories presented on emotional intelligence such
as social intelligence theory presented by Thorndike (1920)
who defines social intelligence as “the ability to understand

and manage men and women, boys and girls - to act wisely in
human relations” Walker and Foley (1970) have further elabo-
rated on the definition of Thorndike (1920) in that emotional
intelligence is the skill of a person to be aware of and perceive
his/her and others’ emotional state, motives and behavior and
to react positively to them based on this information.

Gardner’s (1983) presented philosophy of multiple intelligenc-
es such as pictorial/spatial intelligence, bodily/kinesthetic in-
telligence, oral/linguistic intelligence, musical/rhythmic intel-
ligence and logical mathematical intelligence. Gardner (1983)
did not fully focus on emotions, he provided the concept of so-
cial intelligence which is an important domain of seven intel-
ligences. Later Salovey and Mayer (1997) explained four broad
areas of emotional intelligence such as emotional intelligence
which is the capability to identify feelings, to access and cre-
ate feelings so as to support thought, to know emotions and
emotional information, and to reflectively control emotions so
as to endorse emotional and intelligent progress. Emotional
intelligence is described as having five components which are:
self-awareness, self-management, self-motivation, empathy
and social skills (Goleman, 1995). Self-awareness as the ability
to know one’s internal states, preferences resources and intui-
tions, while self-management as the ability to manage one’s
internal states, impulses and resources. Self-motivation is the
ability of emotional tendencies that guide or facilitate reach-
ing goals, while empathy is the ability to be aware of others
feelings, needs and concerns and social skills or adeptness at
inducing desirable responses in others (Goleman, 1995).

Job Satisfaction

Job satisfaction refers to a group of attitudes, which workforc-
es have about their jobs. It is a “person’s response to work ex-
perience” Job satisfaction is “a pleasant or positive emotional
state resulting from the assessment of one’s work or work ex-
periences” (Berry 1997; Lock 1976). Job Satisfaction (JS) is the
person’s negative or positive evaluative decision about his/her
work (Weiss, 2002). Research conducted by Haleem and Shah
(2015) indicated that satisfied employees were multi-skilled,
proactive, and customer-focused, that ultimately led to the
organizational success. Similarly, Goleman et al. (2002) found
that emotional intelligence of management and co-workers
can contribute to the overall experience of an employee and
influence how they rate their own satisfaction on the job.They
determined that the level of a leader’s emotional intelligence
is associated to the positive mood of their employees which
then leads to higher revenues through improved customer
satisfaction scores, particularly in service industries.

Theorists have determined two aspects in job satisfaction:
External factors such as payment, promotion and colleagues
while internal factors included spirit and personality traits
(Mayer, Salovey & Caruso, 2000).There are two important parts
of job satisfaction, one is external factors such as features of
an organization, society and culture while internal factors
included emotional feelings, exciting mood and personality
traits (Tett and Mayer, 1993). The emotional intelligence and
job satisfaction highly affects the competitive environment.
The high level of emotional intelligence will raise level of job
satisfaction.
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Emotional Intelligence and Job Satisfaction

Many studies have been directed to find out the relationship
between Emotional intelligence and job satisfaction. Research
suggests that there is a positive relation between emotional
intelligence and job satisfaction (Rahman & Haleem, 2018; Vil-
lard,2006; Thomas &Tram,2006; Guleryuz et al,2008; Monafared
etal,2010;Ghoniem,2011;Jeloudar & Goodazi,2012;Mousavi et
al, 2012, Mehdi et al,2012; Abi ealias,2012). Rahman & Haleem
(2018) conducted a survey on university employees and found
strong and significant impact of emotional intelligence on job
satisfaction. Similarly, Goleman (1998) stated that emotional
intelligence is closely related with job satisfaction and job suc-
cess. Emotional intelligence does expect job satisfaction and
job performance. The outcome shows that respondents who
are of high emotional intelligence perform well and are more
satisfied with their job than respondents who are of little emo-
tional intelligence (Afolab, 2010). Emotional intelligence is one
of the determinants of job satisfaction (ahin, 2011).Emotional
intelligence is positively associated with academic success,
business success and satisfaction, and emotional health and
regulation (Elias, Zins, Weissberg, Frey, Greenberg, Haynes, Kes-
sler, Schwab-Stone & Shriver, 1997).

Furthermore, Gardner and Stough (2003) determined that job
satisfaction has a positive link with the components of emo-
tional intelligence and emotional management and emotion-
al control. Moreover Hasankhoyi (2006) also determined that
there is positive significant association between the compo-
nents of emotional intelligence and level of job satisfaction.
Mousavi et al, (2012) found the relationship between emo-
tional intelligence as well as components and job satisfaction
of physical education teachers in Zanjan Province.They found
a significant positive relationship between emotional intel-
ligence and job satisfaction and between the components
of social skills, empathy, and motivation and job satisfaction.
Moreover the outcomes further showed that social skills, em-
pathy,and motivation were predictors of teacher’s job satisfac-
tion. Kafetsios and Zampetakis (2007) found that dimensions
of emotional intelligence have a significant relationship with
job satisfaction.They determined that self-awareness and self-
management influence the level of job satisfaction, because it
may positively affect the social relationship and work experi-
ence.They also stated that self-management causes a sense of
job satisfaction in the working environment. Research found
that empathy and social skills are considering the foundation
of job satisfaction.They are not only establishing friendship re-
lationship among co-workers and managers but also improve
their level of job satisfaction.In the light of the above literature,
a number of hypotheses are derived, which are stated below.

H1: There will be a positive relationship between emotional
intelligence and Job satisfaction) in the banking sector of Pa-
kistan

H1a: There will be a positive relationship between self-aware-
ness and job satisfaction in the banking sector of Pakistan

H1b: There will be a positive relationship between self-man-
agement and job satisfaction in the banking sector of Paki-
stan

Business

H1c: There will be a positive relationship between self-motiva-
tion and JS (job satisfaction) in the banking sector of Pakistan

H1d: There will be a positive relationship between empathy
and job satisfaction in the banking sector of Pakistan

H7e: There will be a positive relationship between social skills
and job satisfaction in the banking sector of Pakistan

Moderating Effect of Age, Gender and Educational Level

Literature revealed mixed result of studies that age, gender
and educational level moderate the relationship between
emotional intelligence and job satisfaction. Researchers have
shown a relationship between age and job satisfaction, indi-
cating that older workers are more satisfied with their jobs
than younger workers. Moreover, with the increase in the
number of years overall job satisfaction of workers increases
as well (Berns, 1989; Grady, 1985; Nestor & Leary, 2000). Like-
wise, regarding the level of job satisfaction and emotional in-
telligence, researchers also revealed that ages show significant
differences among students. Furthermore, the level of emo-
tional intelligence of older students was higher than younger
students.In addition, the level of emotional intelligence is high
among those above 40 years (Bar-on and Handley, 1999; Noor-
Azniza and Jdaitawi, 2009; Kumar and Muniandy,2012;). Some
researchers in contradict that there is positive relationship be-
tween age and emotional intelligence. Researchers explained
that when age increases the level of emotional intelligence
does not generally increase. Researchers also found that age
does notincrease other relationships such as emotional intelli-
gence, mental health and spiritual intelligence (Rahim & Malik,
2010; Shabani Hasan, Ahmad & Baba,2010; Birks, McKendree
and Watt,2009).

Researchers found relationship between gender and job sat-
isfaction because when the number of areas of responsibility
increased for females, job satisfaction increased as well (Nestor
and Leary, 2000; Riggs & Beus ,1993; Bowen et al. 1994). Fur-
thermore females have more emotional intelligence because
they are more socially skillful compared to men and they show
more respect for their colleagues (Hargie, Saunders, & Dickson,
1995; Rahim & Malik, 2010).Researchers studied that the great-
er levels of emotional Intelligence in women may be related
to the association between the mother and her child wherein
female children are likely to get more emotional expression
from their mothers than male children (Lopes, Salovey, and
Straus, 2003). In addition gender has insignificantly inclined
with job satisfaction, emotional intelligence significantly af-
fects job satisfaction, emotional intelligence and gender in-
teract to influence the job satisfaction (Ghoniem et al,2011).
Another study suggested that there is no relation between
emotional intelligence and gender. Researchers determined
that emotional intelligence does not differ according to gen-
der (Barrett, Lane, Secherst, & Schwartz, 2000; Landa et al. 2008;
Birol et al, 2009).

According to literature there is a positive relationship between
educational level and job satisfaction, so when the education
level increases the level of job satisfaction also increases. (Herz-
berg et al, 1957; Berns, 1989). Likewise education level also has
a positive relationship with emotional intelligence because
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educators are more aware of their emotions and their ability
to manage and motivate others (Noriah et al.2006). Moreover,
other researchers revealed a positive relationship between
emotional intelligence and academic achievement (Fannin
,2002; Faroorq, 2003; Mayer and Cobb, 2000). In the light of the
above literature, a number of hypotheses are derived, which
are stated below.

H2: Age will moderate the relationship between emotional
intelligence and Job Satisfaction in the banking sector of Pa-
kistan

H3: Gender will moderate the relationship between emotion-
al intelligence and Job Satisfaction in the banking sector of
Pakistan

H4: Educational level will moderate the relationship between
emotional intelligence and Job Satisfaction in the banking
sector of Pakistan

Figure 1: Theoretical Framework of Emotional Intelligence and Job satisfaction with Age, Gender and Educational level

as a Moderating variables

Independent variable

Emotional Intelligence

Dependent variable

lob Satisfaction

e Self-Awareness

¢ Self-Management

e Self-Motivation

« Empathy

*  Social Skills
L ]
L ]
L ]

Age

Gender

Educational Moderating variables

Source: Adapted from Goleman(1998), Klesh(1979)

Methodology

Participants

To obtain relevant data, a total of 400 questionnaires were
distributed conveniently to participants in different banks
namely Habib bank, United bank, National bank, Askari bank,
Mezan bank, Summit bank, Sind bank, Bank of Punjab, Muslim
commercial bank, Islamic MCB, Standard Chartered and First
woman bank, in Rawalpindi and Islamabad, out of which 250
questionnaires were returned, providing a response rate of
62%. Participants in the study constituted 250 and they were
categorized based on three age groups; younger employees
between the age of 20-30, middle aged employees between
the range of 31-40 and older employees above 40 years, in
Islamabad and Rawalpindi. In this study 194 males and 56 fe-
males participated; educational levels were categorized based
on Bachelor and Master or above, employees in the banking
sector.

Emotional Intelligence Questionnaire

Emotional intelligence was assessed using the original 40-
item measuring scale developed by Rahim and Minors (Rahim,
2002), called the Emotional Intelligence Index (EQI). These 40
items measured the emotional intelligence which included five
sub scales, namely, self-awareness, self-management, self-mo-

tivation, empathy and social skills. The Instrument contains 40
items using a 5-point Likert scale, where 1 represents ‘strongly
disagree’ and 5 ‘strongly agree’ Rahim (2002) reported Cron-
bach Alphas for five sub scales from range of 0.62 to 0.98. For
the present research, the reliability of coefficient Emotional In-
telligence showed good overall reliability (a=.93).

Job Satisfaction Questionnaire:

Job Satisfaction subscale of Michigan organization assessment
Questionnaire (Cammanm, Fichman, Jenkins, & Klesh1979; Ap-
pendix B) was used. This tool consists of three items that as-
sess overall job satisfaction. A five point scale was used where
1 represents ‘strongly disagree’and 5 ‘strongly agree’ Grandey
(2003) report a high alpha of 0.93 for this subscale. For the
present research, the reliability of coefficient Job Satisfaction
was shown as good overall reliability (=.71).

Data Analysis:

To test the relationship between emotional intelligence as
well as its components and job satisfaction, correlation analy-
sis was done. The analysis revealed a significant relationship
between emotional intelligence as well as components (self-
awareness, self-management, self-motivation, empathy, social
skills) and job satisfaction.
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Table 1: Correlation between emotional intelligence as well as it components and job satisfaction of banking sector

employees
El 5 5A sM SMO EM 55
El 1
Is A83%% 1
SA AFEF ¥ Lo g 1
S5M JB** i e 06 1
5MO JB ** 34%= 06 1.00%* 1
EM Ap¥* 20** 1.00*%* 12 A2 1
55 BE** . 17 A0 A A49%¥F 12 1

**_Correlation is significant at the 0.01 level (2-tailed), ElI=Emotional Intelligence, JS=Job Satisfaction, SA=Self- Awareness,
SM=Self-Management, MO=Self-Motivation, EM=Empathy, SS=Social Skills

Based on Table 1, the correlation between emotional intelligence and job satisfaction is significant at p<0.01 level. Further, the

" n
r

calculated

at p<0.01 level suggests a significant positive relationship between self-awareness, self-management, self-motiva-

tion, empathy and social skills job satisfaction of banking sector employees.

Table 2: Regression Analysis between El (Emotional Intelligence) as well as it components and JS (Job Satisfaction)

Predictors: Dependent Variable: 15

Betalf) R Square{ R°) Adjusted R”

El ARG ***
SA b Ly
SM 344%%3
sMO 344
EM 208***
55 gt

233

065

118

043

A37

230

A15

040

134

P-value is statistically significant at the 0.01level (two-tailed)

El=Emotional Intelligence, JS=Job Satisfaction,

SA=Self- Awareness, SM=Self-management, SMO=5Self-Motivation,

EM=Empathy, SS=Social Skills
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Table 2 represents the result of regression analysis as it shows job satisfaction was (3=.483,R*=.233, p<0.01) significantly related
with emotional intelligence, thus accepting the hypothesis H1, and job satisfaction was (B=.255, B=.344, R2=.065, R*>=.118,
p<0.01) significantly related with self-awareness and self-management, thus accepting hypothesis H1a and H1b.

Furthermore job satisfaction (f =.344, 3 =.208, B =.371, R?>=.118, R®>=.043, R>=.137, p<0.01) also significantly related with self-
motivation, empathy and social skills, thus accepting hypothesis H1c,H1d and H1e respectively.

Table 3: Moderation Analysis for Age

Predictors 15
B R? AR
Predictors
El 03 .24
Age - 305
EI*Age 1.27 26 02
Age
20-30 years 18 03
31-40 years 32 10
Above 40 57 32

P-value is statistically significant at the 0.01level (two-tailed). EI=Emotional Intelligence, JS=Job Satisfaction

Table 3 presents the results of moderated analysis whereby age moderated the relationship between emotional intelligence
and job satisfaction (AR>=.02, f=1.27,p<0.01).In other words it explains that age plays a role of moderator between emotion-
al intelligence and job satisfaction thus accepting (H2) hypothesis. Table 3 also shows that older employees above 40 years
(B=.57,R? =.32) are more positively affecting the relationship than younger employees 20-30 years (f =.18,R? =.03)

Table 4: Moderation Analysis for Gender

Predictors 15
p R AR?
Predictors
El 04 26
Gender -531
EI*Gender 04 27 01
Gender
Male 26 07
Female Bl 66

P-value is statistically significant at the 0.01level (two-tailed). EI=Emotional Intelligence, JS=Job Satisfaction
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Table 4 presents the results of moderated analysis that gender moderated the relationship between emotional intelligence
and job satisfaction (AR? =.01, =.94, p<0.01).In other words it explains, gender plays a role of moderator between Emotional
intelligence and job satisfaction thus accepting (H3) hypothesis. The table also indicated that females (B =.81, R>=.66) are more
emotionally intelligent and satisfied with their job than males (= .26, R? =.07).

10

Table 5: Moderation Analysis for Educational level

Predictors 15
B R? AR?
Predictors
El -49 23
Educational level -1.07
EI*Educational level 182 25 03
Educational level
Bachelors 19 0.03
Master or above 52 27

P-value is statistically significant at the 0.01level (two-tailed). EI=Emotional Intelligence, JS=Job Satisfaction

Table 5 presents the results of moderated analysis that Educational level moderated the relationship between emotional intel-
ligence and job satisfaction (AR? =.03,=.1.82,p<0.01),in other words it explains that Educational level plays a role of moderator
between Emotional intelligence and job satisfaction, thus accepting (H4) hypothesis. The table also indicates that emotional
intelligence increases with increasing Educational level. Masters or above employees (f=.52, R* =.27) show more emotional
intelligence and satisfaction with their job than Bachelors (f=.19,R> =.03).

Discussion and Conclusion

The study was conducted to examine the relationship be-
tween emotional intelligence as well as components and job
satisfaction.The moderation effect of age, gender and educa-
tional level was also examined. It is concluded that the rela-
tionship of emotional intelligence and job satisfaction is posi-
tive and significant. The moderation effect of age, gender and
educational level between emotional intelligence and job sat-
isfaction are also positive and significant.The result of the first
hypothesis is that there is positive relationship between emo-
tional intelligence and job satisfaction in the banking sector
of Pakistan.The results of the research are directly linked with
the results of Goleman (1998), Thomas and Tram (2006), Guler-
yuz et al. (2008), Monfared et al. (2010), Jeloudar & Goodarzi
(2012), Abiealias (2012) and several other researchers.

The results of the sub hypothesis of emotional intelligence
such as self-awareness, self-management, self-motivation,em-
pathy and social skills are positively associated with job sat-
isfaction is directly linked with result of Gardner and Stough
(2003),Clanton (2005), Kafetsios and Zampetakis (2007),
Mousavi et al, (2012). The result of the second main hypoth-
esis was that age positively affects the relationship between
emotional intelligence and job satisfaction and is directly

consistent with results of Berns (1989), Grady (1985), Bar-on
and Handley (1999), Nestor & Leary (2000), Noor-Azniza and
Jdaitawi (2009), Kumar and Muniandy (2012) and several oth-
er researchers.

The result of the third main hypothesis was that gender posi-
tively affects the relationship between emotional intelligence
and job satisfaction and is directly linked with results of Riggs
& Beus ,1993; Bowen et al. 1994, Hargie, Saunders & Dickson
(1995), Nestor and Leary (2000), Lopes, Salovey and Straus
(2003), Rahim and Malik (2010). The result of the fourth main
hypothesis was that educational level positively affects the
relationship between emotional intelligence and job satisfac-
tion is effectively consistent with results of Fannin (2002), Fa-
roorq (2003), Noriah et al.(2006), Mayer and Cobb (2000) and
several other researchers.

Recommendations for Future Research

The present study is only the starting program to study the
role of emotional intelligence in the banking sector.The find-
ings of the research study revealed important insights about
variables that effect job satisfaction of employees. Further
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research is required to fill the gap of study to explore the un-
derstanding of the factors, which further contribute to the
development of emotional intelligence and job satisfaction
with moderating role of age, gender, and educational level.
The current study is based on a cross sectional study instead
of longitudinal study which might decrease the reliability and
generalizability of the results. Future research should focus on
longitudinal study to increase reliability and generalizability
of results. Moreover the current study was analyzed quantita-
tively; the result can improve by adding qualitative elements
and analyzing data through a mixed method approach.
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Introduction

AbStra Ct MediModels contacted the Royal Australasian College of Sur-
geons (RACS) to discuss their current simulation model needs
and find out about their engagement with simulation in a
Advanced manufacturing technologies are improv- [RRIEEIR==}

ing both the practice of medicine and the teaching of

QORI L R EIEIERG I RO EELE  (Jntil recently surgical procedures and training were carried out
simulation using life-like physical models in the teaching [T apprenticeship style system. Here a student, young
UV TS RO LI VER Ry CRI RISV IRUVEERIEEN  (octor or surgical trainee observed and assisted the surgeon
QL CRCIIESRERCER SN ERIRGRGERCEINCR IO SHEUEERUIN on the live patient and by a series of steps incrementally de-
WUERC IR RGERNCEEDERCREREN RO FINREICCTEN \cloped the skills needed in performing an entire operation.
(ERUEELTPERITEETEECIEIE S /AR CE LI EEIIEN \When the surgeon was happy the trainee had acquired the
SRR EREN CRICIECINESELEREIEEERLEEEEE skills they were allowed to proceed and eventually operate
teaching outcomes. independently This process was carried out in theatre on live

patients.
Key words: teaching, surgery, medical models,

simulation, . . .
With technological advances, medico legal pressures and so

many new operations being devised, this system has become
outdated.

Please cite this article as: Croudace B, Brygel M. The Architec- _ o )
ture of Medical Simulation - Collaborative Design Approach As a result skill training laboratories were developed and are

brings sophistication to teaching with procedure-specific sili- an integral partin the development of surgeons.These centres
cone simulation. Middle East Journal of Business. 2018; 13(3): allow the practitioner to perform the most basic techniques
21-23 DOI: 10.5742/MEJB.2018.93467 such as incisions, knot tying and suturing, to major surgery.
With the introduction of endoscopic surgery and radical new
procedures on all regions of the body the apprentice system
did not work as well. Skills required, for example knot tying,
were more technically difficult. The skills laboratory is now
used for all types of orthopaedic procedures, vascular proce-
dures and the very common gall bladder and hernia opera-
tions. The supervisor can be happy the trainee has the skills
before actually touching the patient.

But it was not just for these complex procedures that more
training is required. As part of the ongoing pursuit of excel-
lence, continuing education has become mandatory. It was
expected by the profession and also by the community. The
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skills laboratory and workshops helped achieve these goals of
teaching new skills and maintaining them.

In Medical training, young doctors were not exposed to some
of the most basic skills such as the diagnosis and surgery of
skin lesions, ingrown toe nails, suturing, lacerations and drain-
age of an abscess.

As a result there were many practitioners in both the city, rural
and remote areas deficient and lacking confidence in these
skills.They required additional training.

Associate Professor Maurice Brygel took a special interest in
teaching these skills. He has been designing, producing and
conducting training programmes at the Royal Australasian
College of Surgeons in Melbourne Australia for many years.
He expanded his training both in the State of Victoria and
across Australia to most capital cities and rural communities
in Queensland.

Maurice Brygel is Associate Professor at Notre Dame Medical
School in Australia, is director of the Melbourne Hernia Clinic,
and Sydney Hernia Centre and Melbourne Haemorrhoid and
Rectal Bleeding Clinic.

Early in his career Maurice saw the need for further education
in these clinical and surgical skills. He passes on the clinical
knowledge from his own teachers which has been handed
down from generation to generation.

Initially he developed a series of books and videos, entitled
the Video book of Surgery. However, the doctors still need to
practice even though the videos did demonstrate the tech-
niques.

This resulted in the development of a series of workshops on
common conditions seen in general practice. These have a
variety of titles including Brygel’s Surgi Skills, SOS (Surgical Of-
fice Skills) and skin cancer.

One particular topic is the treatment of ingrown toenails. In-
grown toenails are a common condition generally affecting
adolescents. They usually occurs in the big toe. They can be
quite a painful condition and infection commonly super-
venes.

Ingrown toenails can be treated in a variety of ways in the of-
fice setting.

Surgical treatment can involve removal of the nail edge, the
use of a phenol to ablate the nail bed from which this nail
grows. An operation termed wedge resection surgically ex-
cises this nail bed. The procedure is commonly performed un-
der a local anaesthetic — and is termed a digital block in the
office setting.

Students and doctors at the tertiary hospitals, where
complex surgery is the order of the day rarely had the
opportunity to even see or practice this procedure.

Thus these doctors often went to rural or remote areas without
the training or confidence to implement these techniques.

Toe model

Years ago a toe model for performing procedures upon was
developed and imported from China. The model was fairly
simple and it did not reproduce what was required.

In 2017, Maurice began discussions with Medimodels, a new
medical simulation startup company based in Western Aus-
tralia, who had been in discussions with The Royal Australa-
sian College of Surgeons in Melbourne. Medimodels founder,
Ben Croudace, developed an interest in medical simulation
after spending his early career in Architecture and 15 years in
Architectural model making. He is a firm believer in the power,
clarity and effectiveness of physical models in teaching and
communication. With experience in many model making
techniques, including 3d printing, Ben, who himself has also
had a life-long interest in the medical fields and health care, is
bringing a fresh perspective to medical training through ad-
vanced manufacturing techniques in medical simulation.

“Years of working with 3D form in architecture and thousands
of hours exploring different model making techniques, has al-
lowed us to apply our knowledge and experience to the hu-
man body and make realisticand functional simulation models
through collaboration with strategic partnersin the medicalin-
dustry. Our focus is on creating models that produce effective
teachingoutcomes,soweworkcloselywithclinicianstoachieve
this.We try to keep flexibility in our manufacturing process so
things can be fine tuned over time to add value to our models
and to move with the times and our clients’ teaching needs.”
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Working in collaboration, Medimodels and Associate Profes-
sor Maurice Brygel developed a sophisticated ingrown toenail
model which is now being used throughout Australia and
overeas in universities and clinical training workshops. As a
result of this interest in ingrown toenails, Brygel's Surgi Skills
has developed an online teaching program with videos to
support training with the models

On this model doctors can practice:

1.digital block anaesthesia,

2. excision of a nail edge

3. wedge resection, (excision of a portion of the nail bed)
4. the use of phenol ablation

5.bandaging

6. post operative care

Among other things, the ingrown toenail model came out as
an easily identifiable need as it was a wide reaching condi-
tion. Medimodels started with a number of prototypes and
experimented with different ways of making a toe model for
toenail surgery. There were many challenges along the way
but through a collaborative process they worked with Mau-
rice Brygel, General Surgeon of the RACS, using different trial
models and eventually a new toenail model evolved. We were
able to apply our 20+ years of model making experience to
the needs of the toe model which itself has some innovations
derived from architecture in the way it is put together. The
main driver here was to directly address the intricacies and
key parts of current‘world best practice’ surgical toenail pro-
cedures, and the nature of the human toe and the way it re-
sponds to interaction with a scalpel and other intsturments.

With medical simulation for specific procedures, it is not al-
ways about making an ‘exact copy’ of the human body part,
(although realism is important) but more so making a mod-
el that has markers and characteristics that form the critical
points of the teaching process.

Once design is completed and ready for teaching, Medimod-
els simulation models typically go through a beta testing
phase where feedback is obtained from clinicians on their ef-
fectiveness as teaching aids for specific procedures. Feedback
is obtained on visual, practical and kinaesthetic aspects of the
models such as densities and textures. Once fine-tuning is
completed over a trial period they are released to the wider
marketplace.

Medimodels are developing simulation products for general
and laparoscopic surgery training in gynaecology, podiatry,
gastroenterology, ENT, hand surgery, emergency medicine,
rhinoplasty and other general surgery applications.

Conclusion

The outcome of the collaborative model design process and
ongoing strategic partnership has led to a more effective
teaching process and outcome. The closer that a specific pro-
cedure simulation can get to real life, the more effective it will
be - not only in the classroom, but for the trainee clinician
when the skills they learned are transitioned to a live patient.
More confidence in surgery through practice on models can
be obtained, particularly as the model was originally designed,
tested and redesigned in concert with one who intimately
understands the intricacies of the physical engagement with
the object . Perhaps the ideal is that there is zero difference
between the simulated toe procedure and the real toe pro-
cedure, and Medimodels and Prof Maurice Brygel have been
edging closer to this ideal through new technologies in itera-
tive advanced manufacturing coupled with extensive collabo-
ration between clinician and manufacturer. Medimodels wel-
comes enquiries from clinicians who are looking to develop a
simulation model for a specific teaching application.
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Abstract

This study aims to compare the customer’s attitude
towards the diminishing partnership Islamic mortgage,
which is offered in Malaysia and Pakistan. The ques-
tionnaires were randomly distributed in both countries
and only potential homebuyers from Karachi and Kuala
Lumpur were invited to participate in the study. The
finding indicates that there are differences between
the Malaysian and Pakistani customers’ attitude to-
wards diminishing partnership Islamic mortgage. This
difference lies in the method and concept of profit-
sharing in diminishing partnership home financing,
the method of computing the profit, and fairness of
pricing. There are various limitations that apply to this
study. Firstly, the current research work is only confined to
two cities which are, namely, Karachi and Kuala Lumpur.
Secondly, the research scope may be extended to other
cities in both the countries in order to generalise the find-
ings. This study is one of the first comparing customers’
attitude towards Islamic mortgage product in Malaysia
and Pakistan.

Key words: Attitude, Diminishing Partnership,
Home financing
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Introduction

House or shelter is imperative of all the necessities required
for an individual to fulfill the important segments of life in-
cluding protection of life and protection of wealth (Shahwan,
Mohammad, & Rahman, 2013). There are a variety of different
products available in the dual banking system which is either
based on interest, offered by conventional banks, and Inter-
est-free products offered by the Islamic banks. Islamic home
financing products being interest-free are mainly divided into
two broad categories, debt-based and equity-based. Bay bitha-
man Ajil (BBA), Al ljarah Thumma al Bay (AITAB) & Tawarruq are
categorized as debt-based Islamic home financing, whereas,
Musharakah Mutanagisah (MM) is categorized as equity-based
home financing mortgage (Hanafi, 2012).

Bank Negara Malaysia, defines diminishing Musharakah as
“Diminishing partnership which is technically a partnership
contract between two or more parties to a particular asset or
venture, which allows one of the partners to gradually acquire
the shareholding of the other partner through an agreed re-
demption method during the tenure of the contract” (BNM,
2010). As there are different ethnic groups living together in
Malaysia, therefore BNM therefore allowed the dual banking
system to operate by looking at needs of mixed religious and
ethnic groups. Adopting a dual banking system the Malaysian
nation became the first to implement a dual banking system,
hence providing the space to Islamic and conventional banks
to operate in a single bank (Sadar, Ismail, & Yahya, 2004).

Like Malaysia, in Pakistan there also exists a dual banking sec-
tor and the State Bank of Pakistan (SBP) is responsible for regu-
lating and formulating policies and guidelines for convention-
al, as well as Islamic, banks. However, conventional banks are
still more popular than the Islamic banks in Pakistan (Sayyid,
2003).The State bank of Pakistan is putting in efforts for revival
of Islamic Banks and as a result, many local and foreign Islamic
banks are operating today beside conventional banks.
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This study aims to identify differences in customer’s attitude
towards diminishing partnership Islamic mortgage between
Malaysia and Pakistan, for two reasons. Firstly, the aforesaid
product has been available in both the countries for almost
a decade. Secondly and more importantly, according to Han-
trais and Mangen (1998) conducting a comparative cross-na-
tional study, leads to a different understanding of the most
critical issues in different countries besides identifying gaps in
the knowledge. An individual country practices one’s national
culture, which involves the means of feeling, thinking and in-
grained acts in societal convention and common values (Na-
kata & Sivakumar, 2001).

In the past, various studies on the perceptions of Muslim cus-
tomers were carried out in different parts of the world includ-
ing the UK, Malaysia, Bahrain, Jordan, the UAE and Kuwait in-
cluding ; (Ahmad & Haron, 2002; Al-Sultan, 1999; Bley & Kuehn,
2004; Erol & EI-Bdour, 1989; Erol, Kaynak, & Radi, 1990; A.Hamid
& Nordin, 2001; Haron, Ahmad, & Planisek, 1994; Metawa & Al-
mossawi, 1998; Omer, 1992; Wajdi Dusuki & Irwani Abdullah,
2007). Apart from these studies, many researchers have com-
pared BBA to MM but there is no comparative study on cus-
tomers’ attitude towards Islamic mortgage (Edib & M., 2011;
Osmani & Abdullah, 2010).Additionally, there is no research
that compares the differences that may exist in the customer’s
attitude for Islamic mortgage in two countries.

Therefore this research addresses the differences for dimin-
ishing partnership financing in two countries and adds to
the literature to fill in the existing gap. Further, the remaining
paper consists of different sections. Section 2 includes the lit-
erature review, section 3 discusses the methodology. Section
4 presents findings and finally, section 5 leads to discussion
and conclusion.

Literature Review

Brief Overview of attitude

Fishbein and Ajzen (1975), define attitude as “an evaluative ef-
fect of positive or negative feelings of individuals in perform-
ing a particular behaviour” In the past, there have been vari-
ous studies which relate attitude to behaviour including, but
not limited to (Gopi & Ramayah, 2007; Ramayah & Suki, 2006;
Taib, Ramayah, and Razak (2008)) and these studies find a sig-
nificant relationship between behaviour and attitude.The cur-
rent study focuses more on a descriptive context and does not
investigate the relationships between attitude and behaviour.

Empirical studies on Islamic mortgage

There is still scarcity in terms of empirical studies on the Is-
lamic mortgage. There exists various empirical studies with
regards to Malaysia but there is a dearth of studies in the con-
text of Pakistan. Literature on previous empirical studies in the
context of Islamic mortgage is considered including (Abduh
& Abdul Razak, 2011; Amin, 2008; Amin, Abdul, & Razak, 2013,
2014a, 2014b, 2016; Amin, Rahim, Dzuljastri, & Hamid, 2017;
Amin, Rahman, & Razak, 2014; Ayesha and Omar (2011); M. A.
Hamid, Yaakub, Mujani, Sharizam, & Jusoff, 2011; Razak & Taib,
2011;Taib et al., 2008).

Amin (2008) in his study on Islamic mortgage employs a quan-
titative approach.He applied independent samples T-test and
analysis of variance (ANOVA) for investigating the Malaysian
customer’s preferences for house mortgage selection crite-
ria. This study was unable to explore a dependent variable,
whereas antecedents were established. In order to gather the
responses for the perception of Malaysian customers, a ques-
tionnaire survey was used. The findings of the study are sig-
nificant and furnish that the principle of Shari'ah, transparent
practice and lower and flexible monthly payment, interest-free
practice and 100 percent financing, are vital factors.The study
limits the use of ANOVA analysis in examining religious differ-
ences as most of the respondents were Muslims. Later on M.
A.Hamid et al. (2011) investigated the factors responsible for
the adoption of home financing.The study finds that there is a
difference in awareness level of Chinese and Malay on Islamic
home financing and there also exists a significant relationship
between respondents’age and education level against aware-
ness level. Importantly, this study also finds there is a strong
relationship between factors such as individual and financial
institution. (Ayesha & Omar, 2011) alike Amin (2008) examined
the factors responsible for customer’s choice towards Islamic
mortgage in the context of Pakistan. They also used a similar
approach to Amin (2008) using the independent T-test and
ANOVA. However, this study reports that five essential factors
are observed by Pakistani customers when they opt for Islamic
housing finance, namely, the principle of Shari'ah, price, the
reputation of the bank, fast and efficient services and flexibil-
ity in conditions of the product. Further, the result of this study
cannot be generalized as the sample used is limited to 4 banks
in a specific location in the city of Lahore, Pakistan with 200
samples.Itis important to note here that these empirical stud-
ies on home finance which are discussed above did not make
reference to diminishing partnership home financing but Is-
lamic home financing in general. Empirical studies like Taib
et al. (2008); (Abduh & Abdul Razak, 2011; Razak & Taib, 2011);
which were carried out on acceptance of MM home financing
and examined the behaviour of Islamic bank customers using
theory of reasoned action (TRA). In a similar vein (Taib et al.,
2008) collected cross-sectional data using survey and applied
factor analysis, correlation and regression analysis to test TRA
on MM home financing. This study finds that both subjective
norms and attitude tend to be the important determinant in
one’s willingness to intend to use MM home financing. Further
findings of the study reveal TRA to be valid for MM home fi-
nancing and those postgraduate students who were respond-
ents in the study were influenced by subjective norms to opt
for MM home financing. This study has limitations in terms of
examining only two factors in order to check the willingness
for MM and use of convenience sample because it may not
be able to gather the differences as a whole in generalizing
the results. (Razak & Taib, 2011) examined MM home financing
from bank clients’ perception and report that IB customers are
not satisfied with the terms of BBA based on price and injus-
tice with individuals. It is also reported that in MM home fi-
nancing both the bank and customer share the risk and profit
with fairness and justice to them. It is empirically proven in the
study that MM contract is close to the objectives of Shari'ah.
Similarly, the study by (Abduh & Abdul Razak, 2011) also ap-
plied TRA and conclude that intention of the customer to use
MM is more influenced by subjective norm than attitude.
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Amin et al.(2013) in an effort to investigate customers’accept-
ance of Islamic mortgage, used an integrated model combin-
ing two theories, namely, TBP and diffusion theory of innova-
tion (DOI). Moreover, Amin, Rahman, et al. (2014) in a similar
quest for consumers’ eagerness to use Islamic mortgage, ap-
plied TPB to determine those who want to be a partner in
diminishing partnership Islamic mortgage facility. They used
structural equation modelling in order to find the relationship
between customer’s willingness and attitude, perceived be-
havioural control and subjective norm. It was concluded that
there was a significant relationship between aforesaid vari-
ables, with attitude being the most instrumental predictor.

Drawing upon the ordered probit model, Amin, Abdul, et al.
(2014a) found that perceived behavioural control, attitude,
islamicity of product and subjective norms tend to be the in-
fluential predictors of the consumers’ acceptance. Mainly the
determinant Islamicity of the product turns out to be the most
significant factor that affects the consumer to acknowledge
the Islamic mortgage products.

In a similar vein, Amin, Abdul, et al.(2014b) considered another
angle to provide an understanding of Islamic mortgage and
introduced the theory of Islamic consumer behaviour in the
context of Islamic mortgage in order to investigate the de-
terminants that affect the consumer’s preferences towards
the Islamic home financing. This study put forward a different
approach in contrast to Amin, Abdul, et al. (2014a) and Amin,
Abdul, et al.(2014b).They combined religious satisfaction with
the objectives of Shariah formulating an Islamic framework.
Thus, it is found that religious satisfaction and education are
important predictors in determining the preferences of Islam-
ic mortgage; with this in mind, still the theory of consumer be-
haviour has limitations and empirically may not justify them.

Moreover, Amin et al. (2017), further carried out an empirical
work and examined the attitude of the consumers towards
the unexplored factors, namely, Islamic debt policy, product
choice, and service quality effects. The consumers’ attitude
in this study mediated the relationship between the product
choice, consumer preference, Islamic debt policy and service
quality. This study finally leads to an important finding, which
is the significance of all the results of the abovementioned
variables on the customer’s preference.

These findings from the previous studies have mixed results.
Given the fact that most of the studies attested that the theory
of planned behaviour is of particular importance and all the
original constructs of the TPB, as well as those added in a mod-
ified TPB model, predicts the consumers’ acknowledgment
for the Islamic mortgage. Above all two of the TPB constructs,
namely, attitude, and subjective norm are found to be instru-
mental in predicting intention of Islamic bank consumer’s to
use its Islamic mortgage products. Nevertheless, the previous
literature varies in adding different variables which have not
been attested before, then examining their significance in de-
termining consumer’s intention.

Business and Society

Moreover, these studies have demographic and geographic
limitations. This comparative study between Malaysia and Pa-
kistan compared diminishing partnership Islamic mortgage in
two different countries with entirely different financial, eco-
nomic, ethnic and demographic backgrounds of respondents
and filled in the gap in the literature. Furthermore, this study
suggested recommendations for improvement of the Islamic
home financing banking industry.

Methodology

Survey instrument

This research adopted quantitative research technique. For
the collection of primary data, a self-administered survey was
administered in two places in Malaysia and Pakistan, namely,
Kuala Lumpur and Karachi. As stated previously the respond-
ents were customers of an Islamic bank in Kuala Lumpur, Ma-
laysia, and Karachi, Pakistan. Moreover, respondents chosen
were supposedly potential homeowners, who had an inten-
tion to apply for Islamic mortgage sooner or later. The custom-
ers of the bank were selected randomly from Kuala Lumpur
and Karachi since the attitude of customers in two cities in dif-
ferent countries was to be investigated.

The questionnaire used to gather the information consisted
of two sections with closed-ended and open-ended questions
respectively. The first section, was comprised of open-ended
questions related to demographic details of the respondents,
namely, highest education, age, occupation,and gender.In the
following section, the respondents had to choose questions
related to attitude towards DP home financing along with a 5-
point Likert scale on a strongly agree-strongly disagree scale
for each of the statements.

Measures

The total of 15 items in the form of statements, were added
to section 2 of the survey questionnaire. In order to capture
customer’s attitude towards diminishing partnership home fi-
nancing, these statements were adopted from (Abduh & Abdul
Razak, 2011). Moreover, the 800 questionnaires were retrieved
from Kuala Lumpur and Karachi.

Validity and Reliability

First of all, the reliability analysis of all 15 items was checked.
Reliability analysis is the measure of the internal consistency.
Table 2 exhibits the reliability analysis of 15 items in both the
cities, Kuala Lumpur and Karachi. The result explains that the
Cronbach’s alpha exceeds the cut-off point value of 0.70 rec-
ommended by (Nunnaly & Bernstein, 1994) and ranged be-
tween 0.801 and 0.834 in Karachi and Kuala Lumpur respec-
tively. Hence, this result confirms that all factors have good
reliability and internal consistency among the items.
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Table 1: Reliability Analysis

Total kems Kuala Lumpur (o) Karachi (o)

15 B34 801

Source: Primary data.

Respondents’ profile

Firstly in this section, descriptive statistics of respondents are demonstrated and include the demographics, which is the fre-
quency of different gender, age groups, respondent’s qualification and occupation in both cities Kuala Lumpur and Karachi.In
Table 1 detailed demographic characteristics are exhibited.

Table 2: Frequency Statistics

Malaysia Pakistan
!Ilemugral ISR Frequency Percentage = Percentage
information
Gender Male 212 53.0 232 58.0
Female 188 470 1&EB 420
Age Less than 20 2B 70 20 5.0
20-40 264 BE.0 196 480
41-60 EE 220 g4 210
&0 and above 20 5.0 100 25.0
Education High School 36 9.0 2B 70
Advanced Diploma 168 420 144 36.0
Bachelor Degree 116 25.0 124 31.0
Master Degree T H 20.0 104 260
Occupation Full-Time 272 BB.0 22 5.5
Part-Time 24 6.0 48 12.0
Self-employed 02 230 100 25.0
Student 12 3.0 230 57.5

Source: Primary data

The demographic details were placed in section 1 of the questionnaire, which exhibits a profile of respondents in terms of gen-
der, age, qualification, and occupation. In section 1 the comparison between different respondents from the two cities Kuala
Lumpur and Karachi are shown . It was interesting to note that the ratio of respondents from both cities in terms of gender i.e.
male and female, age, qualification was almost same and occupation as well to a certain extent. For instance, the findings de-
picted that 212 (53%) of the respondents in Malaysia were Male and advance diploma holders 168 (42%). Similarly, 232 (58%)
of the respondents in Pakistan were male also and advance diploma holders 144 (36%). In terms of occupation, most of the
respondents were full time workers in Malaysia with 272 (68%) whereas 230 (57.5%) were students in Pakistan. From the above
demographic profile, it is evident that most of the respondents in both countries had a high level of education and qualifica-
tion. As such, they are eligible to participate in this survey without suspicion of response bias regarding selecting the propitiate
sample.

Comparative Analysis

To identify differences in customers’ attitude towards diminishing partnership home financing, Table 3 compares the mean
analysis of each component of attitude in Kuala Lumpur and Karachi, accordingly moving from“Strongly disagree (1) - Strongly
agree (5)"on a Likert scale where a higher mean explains more attitude towards diminishing partnership.
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The findings in Table 3 show that the responses from Kuala
Lumpur surpass Karachi due to a higher standard deviation as
well as better mean than responses from Karachi. Moreover,
Table 3 explains and gives a clear picture of the difference in
respondents’ attitude for diminishing partnership home fi-
nancing between Kuala Lumpur and Karachi. It is worth men-
tioning here that responses which were collected from Kuala
Lumpur mostly weigh as much as the responses which were
collected from Karachi. The item “profit sharing concept in di-
minishing partnership home financing is not similar to conven-
tional home financing” scored the high mean of 4.20 in Kuala
Lumpur however for Karachi the mean score was 4.14. Hence,
this demonstrates that the respondents in Kuala Lumpur con-
sider diminishing partnership home financing more different
from conventional home financing and might have better
awareness.The same item “profit sharing concept in diminish-
ing partnership home financing is not similar to conventional
home financing” also scored highest in Karachi. For this item,
the mean value difference is 0.0725. Among all the observa-
tions the least scored item for Kuala Lumpur was “Diminish-
ing partnership home financing does not cause hardship and
harm to the individual” with a mean value of 3.6100. Interest-
ingly, the mean value for the same item in Karachi is also low-
est by all means and stands at 3.4625. The value for standard
deviation was also highest for this statement with 1.32374
for Kuala Lumpur and 1.37962 in Karachi. This shows that re-
spondents in both cities do not agree that diminishing part-
nership home financing really solves the problems relating to
hardships that customers may face in case of default and the
fear still persists that diminishing partnership may not neces-
sarily resolve the imminent hardships to the prospective cus-
tomers arising from Islamic home financing in Malaysia and
Pakistan. Another lowest observation that “Usury (riba) does
not exist in diminishing partnership home financing” scored
3.6150 in Kuala Lumpur and 3.6050 in Karachi respectively.
For this item, the mean value difference is 0.01. It elaborates
that respondents are well-aware of diminishing partnership to
contain an element of riba to some extent and do not consider
diminishing partnership to be free from riba in Malaysia and
Pakistan. Regarding “the pricing of diminishing partnership
home financing is fair because it is based on the rental value
of the property” the customers of Islamic banks in Karachi are
more optimistic than customers in Kuala Lumpur as the varia-
tion is -.0625.This is because respondents in Karachi are given
available information on different banks’ websites as to how
the valuation of the property is carried out and the success
of diminishing partnership home financing with a lower rate
of default as well as abandoned projects because most of the
banks only finance the outright purchase of property already
constructed.

Besides that, it is also interesting to note that respondents in
Kuala Lumpur attained a mean of 3.7800 for diminishing part-
nership home financing pricing differing from conventional
home financing. Whereas respondents of Karachi are more in
support of diminishing partnership home financing differing
in pricing than conventional with a mean score of 3.8075.

In Malaysia, there is much more criticism for pricing of dimin-
ishing partnership home financing, which argued to mimic
conventional home financing and being similar in computa-
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tion. There is much awareness in respondents regarding pric-
ing issues in diminishing partnership home financing may be
because of the media campaign and such cases are available
in Malaysia as a precedent, whereby Islamic banks are criticized
for charging exorbitant amounts in name of profit. Such cases
are not much highlighted in the case of Pakistan and maybe
that is the reason why most of the respondents are not aware
of pricing issues, which are present in current diminishing
partnership model practices of most of the Islamic banks.

However, the response for “the price using rental rate in dimin-
ishing partnership is lower than interest rate” and “Diminish-
ing partnership home financing is Shari'ah complaint because
there is the real purchase of property and the bank takes own-
ership risk”the mean score is the same 3.9300.This implies that
respondents in Kuala Lumpur are moderate for both the state-
ments.

Further in the last 2 columns in Table 3, the mean difference
between both cities, which are Kuala Lumpur and Karachi,
is exhibited. The difference in Mean, M is denoted by delta
(M) and the difference in standard deviation, SD is denoted
by (SD). However, the difference of mean ( Mean) is mostly
positive values except for a few negative values; this depicts
that in Kula Lumpur and Karachi the respondents had more
mixed perceptions for attitude towards diminishing partner-
ship. Similarly least of the values of (SD) in the last column of
Table 3 are negative with few positive values. For this study
the item “Diminishing Partnership home financing product is
based on justice and equality” had a much distant mean with
a difference of 0.2075 (3.75 - 3.54). It means that the custom-
ers from Kuala Lumpur do have more faith in the diminishing
partnership home financing product to be fair, which is of-
fered by Islamic banks in Malaysia, meaning that customers
believe diminishing partnership home financing is based on
the premise of justice and equality.

On the other hand, the perception of respondents from Karachi
is not much different than their counterparts in Kuala Lumpur.
It shows that respondents from both the countries agree that
DP is more close to the spirit of Shari'ah with the element of
justice and equality. The mean difference of 0.2075 in both the
countries can be explained by the justification that Malaysia is
considered a hub for Islamic finance due to research and pro-
moting Islamic finance by the initiatives taken by the govern-
ment of Malaysia.

Therefore Islamic banks are also able to promote product
awareness at a higher level compared to the government of
Pakistan, which are still striving to promote Islamic finance and
lag behind their Malaysian counterpart.Therefore it ascertains
that even though people in Pakistan are aware of diminishing
partnership home financing to be near to justice and equal-
ity, still Malaysian respondents are a bit better off in terms of
awareness. As stated earlier the majority of respondents in
Malaysia and Pakistan agree with most of the statements and
consider diminishing partnership home financing to be differ-
ent from conventional home financing and above all nearer to
the objective of Shari'ah due to the presence of profit-sharing
and fairness.
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Table 3: Descriptive Statistics of Attitude for DP home financing

Attitude for DP Islamic home
financing acceptance

The profit sharing concept in OP home

financing is not similar to conventional home  4.2200
financing
The method of computing profit in DP home
financing is not similar to conventional home  4.1000
financing.
The pricing of OP home finandngis not similar
to conventional homefinandng a5 rental rates  3.7800
replace interest rate.
The pricing of OP home finandngis fair becaus= 3 9300
it is based on the rental value of the property. d
'_I'hE price using remtal rate in DP is lower than 3 9300
interest rate.
OPF home financing is Shariah compliant
because there isthe real purchase of property  3.9300
and bank takes ownership risk.
The bank takes lizbility on the defects of my

; 5 3.9000
house in DP home financing.
DP humeﬁnan:ingpmductishazed on justice 3 7500
and equality
OPF home financing does not cause hardship 3 5100
and harm to the individual. '
There is no need for meto pay the bank rental 3 E550
ifthe house is abandoned and not completed. .
OPF home financing contribute s positivelyto the 3 5200
equitable distribution of wealth and income. 1
0P home financing reflects the true spirit of 3 5650
Islam in promating the well-being of society. '
UEIJF\I'.[FII:IDII does not exist in OP hoame 3 £150
financing.
The bank can easily ssist me during financial 3 9800
difficulties under DP home financing. ’
If | apply for home financing, | will seriously 3 B3O

consider taking P home financing.
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A e s A= [MAL-PAK)
Karachi ERALBAK] | D
(PaK) 5D A A
Mean Mean
5D
99704  4.1475 108798 0.0725 -0.09094
92311 40650 91261  0.035 0.0105
96640 3.8075 96839  -0275 -0.00199
99618 40525 99610  -0625 0.00008
1.05255 39100 105579 0.02 0.00324
98363 3.9075 98304 0.0225 0.00059
923311 3.8825 91968  0.0175 0.00243
98485 35425 108911 0.2075 0.10426
132374 34625 137962 0.1475 -0.05588
1.07184 26700 106486 -0.015 0.00698
110845 3.6075 1092382 0.0125 0.01463
1.08892 35675 118489 0.0975 0.09597
1.09534 36050 112345 0.01 0.02811
1.01537 3.8975 108625 0.0625 -0.07088
99320 3.8325 106644 0.0625 0.07324

Source: Primary data.
Discussion and Conclusion

The present study was an attempt to primarily investigate the dif-
ferences in customer’s attitude towards the diminishing partner-
ship home financing product. Although a number of studies have
examined the perception of customer’s attitude and behaviour to-
wards Islamic Bank products; very few studies have attempted to
explore customers'attitude towards diminishing partnership home
financing in two different countries, namely, Malaysia and Pakistan.
As a result, this study has provided some evidence concerning the
differences in customer’s attitude towards diminishing partnership
home financing product and has shown that there are not many dif-

ferences between the Malaysian and Pakistani customers’ attitude
towards the diminishing partnership home financing contract. To
elaborate, the perceptions of the Malaysian customers considered
diminishing partnership much more different from conventional
and have better awareness compared with the perception of the
respondents from Pakistan. This can be explained by the justifica-
tion that Malaysia is considered as a hub for Islamic finance due to
research and promoting Islamic finance by the initiative taken by
the government of Malaysia. As a consequence, Islamic banks are
able to promote product awareness at a higher level compared to
the government of Pakistan, which is still striving to promote Is-
lamic finance and lag behind their Malaysian counterpart. There-
fore it ascertains that even though people in Pakistan are aware of
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diminishing partnership home financing, still Malaysian re-
spondents are a bit better off in terms of awareness.

In addition, the findings of this study revealed that the cus-
tomers of Islamic banks in Karachi are more optimistic than
customers in Kuala Lumpur for the pricing of diminishing
partnership home financing and consider it fair and reason-
able compared to conventional products. This is because cus-
tomers in Karachi are given available information on different
banks’ websites as to how the valuation of the property is
carried out and the success of diminishing partnership home
financing with a lower rate of default as well as abandoned
projects because most of the banks only finance the outright
purchase of a property already built. In contrast, Islamic banks
in Malaysia are criticized for charging exorbitant amounts in
name of profit. Such cases are not greatly highlighted in the
case of Pakistan and maybe this is the reason why most of the
respondents are not aware of pricing issues, which are present
in current diminishing partnership model practices by most of
the Islamic banks in Malaysia. It is also interesting to note that
respondents of Karachi are more in support of diminishing
home financing differing in pricing than conventional financ-
ing compared to Malaysian customers. This is because in Ma-
laysia there is much more criticism regarding pricing of dimin-
ishing partnership home financing, which argued to mimic
conventional home financing and be similar in computation.
The results also showed that respondents in both cities do
not agree that diminishing partnership home financing solves
the problem relating to hardship that customers may face
in case of default and the fear still persists that diminishing
partnership home financing does not necessarily determine
the imminent hardship to the prospective customers arising
from Islamic home financing. In general, the majority of the
respondents in both cities agreed with most statements and
consider diminishing partnership home financing to be differ-
ent from conventional home financing and above all close to
the spirit of Shari'ah with the element of justice and equality.

To sum up, the findings of this research represent a general
outlook of the differences in customer’s attitude towards the
diminishing partnership home financing product in two dif-
ferent countries. It provides a better understanding of custom-
er's attitude and offers a variety of propositions by offering
indicators of attitude towards diminishing partnership home
financing. Therefore, the results of this study are expected to
assist Islamic banks in Malaysia and Pakistan in making deci-
sions regarding the development of home financing products
particularly diminishing partnership. Policy makers and top
management can also use the findings of this research as a
valuable input to justify their efforts in developing and imple-
menting appropriate learning and improvement to support
diminishing partnership home financing which, in turn, will
help the policy makers and managers of Islamic banks better
understand the attitude of customers in both countries.
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Online Art Exhibition

About the artist:

Ebtisam’s Story

There are many displaced persons in today’s world,
with people fleeing their country, not so much for a
better life, but to be able to live out the life they were
given. This has become impossible for many people
around the globe and it affects people from all walks
of life; labourers, artists and professional people. Peo-
ple have to leave their homes, their communities and
their loved ones when it is no longer safe or viable to
live in the country they were born in and had hoped to
spend their lives in.

While it can become a necessity to flee it still takes sac-
rifice and a great deal of courage.

Dr Ebtisam Elghblawi, born in Tripoli, Libya, is such
a person. Ebtisam is a dermatologist and an artist. |
have known her for the last 10 years from my work as
Publisher of the Middle East Journal of Family Medi-
cine and the Middle East Journal of Ethical and Sus-
tainable Business and have published her art works
in the “Society” section of the latter journal. Her art is
her great passion and during the collapse of everyday
life in Libya, losing her employment, and her every
day amenities, it was something she was still able to
maintain, even though in the later years, sketches and
paintings were done on scraps of paper. My personal
favourite was done on a piece of lined paper and pho-
tographed on her iPhone and sent to me that way.
Like much of Ebtisam’s art it has recently shown face-
less people among intricate detail of everyday life. She
fled to the UK to seek a safer life and after arriving she
became homeless. Her art became even more impor-
tant as a means to express herself and to lose her wor-
ries for the precious minutes that it took to create. As
scraps of paper even became luxuries, Ebtisam found
an Apple shop in Liverpool, UK, and started to paint on
the demonstration iPad as a relatively easier method
to paint and has emailed her iPad illustrations. She is
well known in the Apple shop and most staff welcome
her.

| decided to put together an online exhibition of her
work in the MEJB (I have done this for other needy art-
ists in the past) in the hope that she may sell a few
prints..

If you would like to purchase a print to help support
Ebtisam we are selling them for SUS150 plus postage.

Prints are 36 cm x 36 cm and printed on quality semi
gloss paper. Prints will be numbered. Only 50 of each
artwork will be reproduced. Each print will be accom-
panied by a copy of Ebtisam’s story.

Lesley Pocock
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Image 1: Bride. 36cm x 36cm.
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Image 2: A different pattern of oneself. 36cm x 36cm.
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Image 3: A style of expression. 36cm x 36cm.
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Image 4: Amazagh ladies in crewel work. 36cm x 36cm.

28 MIDDLE EAST JOURNAL OF BUSINESS - VOLUME 13, ISSUE 3 JULY 2018



Gallery

Image 5: Amazagh lady enjoying crewel work. 36cm x 36cm.
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Image 6: Broken morality. 36cm x 36cm.
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Image 7: Chatty ladies. 36cm x 36cm.
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Image 8: Crewel work by local ladies. 36cm x 36cm.
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Image 9: Crewel work by local ladies.2 . 36cm x 36cm.
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Image 10: Crewel work with Amazagh sign. 36cm x 36cm.
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Image 11: Local lightening tools 36cm x 36cm.
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Image 12: Making a special tea. 36cm x 36cm.
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Image 13: Reflecting self inside and out. 36cm x 36cm.
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Image 14: Refugee child needs peace 36cm x 36cm.
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Image 15: Shyness and calmness. 36cm x 36cm.
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