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Welcome to the winter edition of Society 
Matters, published at the end of a very busy year 
for the Building Societies Association and the 
wider mutual sector. 

Throughout 2013 we have continued to see 
mutual lending rise to first-time buyers and 
home movers. With the introduction of the 
Government’s two Help to Buy Schemes, 
consumer confidence has also improved,  
resulting in a rise in the number of mortgage 
applications. In this edition of Society Matters, 
Julia Rampen, Senior Reporter at Mortgage 
Solutions, shares her personal thoughts on  
Help to Buy and where she sees the market 
moving in the future.

This year has also seen a marked focus on 
celebrating the mutual difference. We have 
released customer service statistics which revealed 
that mutuals scored more highly than banks on 
three key areas of customer service: trust, value 
for money and recommendation. Our report on 
diversity in financial services was also published 
earlier this year and November saw the release 
of ‘Building Society’, a document which looks at 
mutuals’ role in local and economic community 
development. Society Matters is pleased the  
Rt Hon Dr Vince Cable MP, Secretary of State  
for Business, Skills and Innovation has  
elaborated on this topic in an article on page  
five highlighting some of the major mutual 
strengths and differences.

This is also the first edition of this magazine 
overseen by Robin Fieth, our new Chief 
Executive. Read more about his initial thoughts 
on joining the organisation in our Five Minutes 
With... feature opposite. We also welcome 
contributions from the Association of British 
Credit Unions and the P2P Finance Association 
on pages eight and nine, who give more 
information on banking alternatives.

This time we also hear from Deloitte on the 
Banking Reform Bill and the potential challenges 
the mutual sector faces and the Financial 
Services Compensation Scheme on raising 
consumer awareness. Newbury, Beverley and 
Saffron Building Societies take the time to tell us 
about their apprenticeship schemes and youth 
employment in their local communities and 
Nationwide also gives us more information about 
their Chief Executive Graham Beale, who as Chair 
of the FCA Practitioner Panel offers advice to the 
FCA from the point of view of regulated firms.

Enjoy

Victoria Bamber 
Society Matters Editor

HELLO AND WELCOME TO THE WINTER EDITION OF 
SOCIETY MATTERS.

THROUGHOUT 2013 WE HAVE 
CONTINUED TO SEE MUTUAL 
LENDING RISE TO FIRST-TIME 
BUYERS AND HOME MOVERS.
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spotlight on

What attracted you to the role of Chief 
Executive of the Building Societies 
Association? 
Like so many of us, my first regular savings 
account and my first mortgage were with 
building societies. I have always felt a strong 
affinity with the mutual and co-operative 
sectors. The chance to lead the BSA, and 
especially at this time as we emerge from the 
2008 banking crisis, just seemed for me to be 
the right opportunity at the right time.

How do you think your previous roles have 
equipped you for this new challenge? 
I have spent the last 11½ years at ICAEW, one 
of the world’s leading professional institutes 
of chartered accountants and itself a mutual. 
So whilst I do not have a banking or financial 
services background, I do understand what 
makes mutuals tick, the real importance of 
sticking to our values and of looking after all of 
our members.

The financial services sector has changed 
dramatically over the past few years. What 
advantages do you believe the mutual sector 
now has over its plc banking counterparts?  
In a single word, trust. The past five years have 
been an immensely challenging period for the 
whole of the banking sector, from the largest 
plc bank to the smallest building society. By 
and large building societies have weathered 
the storm and the sector has avoided the worst 

of the scandals. Talking to many of our chief 
executives over recent months, the sector 
seems well positioned to take advantage of the 
recovery. At a time when the general public is 
still pretty disillusioned with the banking sector, 
I believe that there is now a real opportunity to 
draw a very clear distinction about the value that 
mutuality brings to both savers and borrowers. 
It is in our hands to make the most of the 
opportunity.

If you had the power to predict the future 
where would you see the mutual sector in 50 
years time? 
For me, the real question is where we want the 
mutual sector to be in 50 years time and what 
do we need to do, starting now, to give ourselves 
the best shot at setting the sector on a path to 
achieve that outcome.

What do you feel are the mutual sector’s 
challenges in the coming months and years? 
There are three main themes emerging from my 
early discussions with BSA members, associates 
and supporters. Firstly, ensuring that each 
society or firm has the best possible governance 
and that their boards and management 
teams really have the value and strengths of 
mutuality in their blood. Secondly, being able 
to identify and/or raise forms of mutual capital 
to supplement retained earnings. And thirdly, 
the risk that the balance of regulation and the 
legislative framework weighs too heavily or 

disproportionately on the sector, and particularly 
on the smaller societies.

If you had the opportunity to be Prime 
Minister for the day, what important changes 
would you like to implement?

If I could achieve two things in my day as PM, 
I would like to see a re-balancing of the FSCS 
levy mechanism to better reflect the risk profiles 
of participating institutions. And I would like to 
create the framework that enables and encourages 
capital raising by mutuals - perhaps even to enable 
the re-mutualisation of former building societies 
or the creation of entirely new societies.

Finish this sentence. This most important 
financial lesson I have learnt is... 
Keep it simple - if you don’t understand it,  
don’t do it!

You’re stranded on a desert island. What book, 
luxury item and musical track could you not 
live without? 
If I were stranded, I would probably want an 
e-reader loaded with all my favourite books and 
music. But if I had to choose one book, it would 
be the Lord of the Rings, and one musical piece, 
either Beethoven’s Choral Symphony or Mahler’s 
Resurrection Symphony. I don’t really go in much 
for luxury items, but if the island were large 
enough, I would want my bike!

FIVE MINUTES WITH…

ROBIN FIETH
CHIEF EXECUTIVE OF THE BUILDING SOCIETIES ASSOCIATION

ROBIN FIETH, NEW CHIEF EXECUTIVE OF THE BSA  
GIVES A FIRST EXCLUSIVE INTERVIEW TO SOCIETY MATTERS.
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BUILDING SOCIETY

BY RT HON DR VINCE CABLE MP, 
SECRETARY OF STATE FOR BUSINESS,  
INNOVATION AND SKILLS

Building societies and other 
mutuals are an integral part of 
the UK’s financial services sector. 
They are rated far higher than 
banks by those who experience 
them on a daily basis, with 79 per 
cent recommending their mutual 
provider against 60 per cent of bank 
customers. They don’t have the cost 
of making dividend payouts but can 
allocate any surplus to depositors or 
borrowers. The mutual-ownership 
model also allows them a greater 
focus on serving the needs of the 
communities in which they operate. 

From working to deliver 
regeneration projects, to 
providing disadvantaged 
young people with 
opportunities to broaden 
their educational 
experience, mutuals have 
a long commitment to their 
members and to developing 
their economies and 
communities. 

This kind of long-term and 
responsible approach is what we 
need if we are to rebuild trust in 
financial services. 

The Government made a clear 
commitment to such an approach 
in the Coalition Agreement of 
May 2010, with an aim to develop 
policies which would “foster diversity, 
promote mutuals and create a more 
competitive banking industry.” 
Using the Banking Reform Bill, 
we have made some improvements 
to modernise the ways in which 
societies can communicate their 
corporate information and to make it 
easier for them to operate in today’s 
financial markets. However, we 
will know we have succeeded when 
we see, not just existing mutuals 
flourishing, but new ones starting up.

There is a major issue of housing 
affordability in an environment 
where house prices are too high and 
rising too fast in significant parts 
of the country. This has led to an 
understandable focus on how people 
can be helped onto the housing 
ladder in a sustainable way. 

Building societies have historically 
played a big role in financing 
home ownership and represent 
longstanding, responsible means of 
financing home ownership.

The existence of 1,000 building 
societies in the 1930s created a 
‘virtuous circle’ of mortgage lending 
supporting more house building. 
The volatility of mortgage availability 
in more recent times has been 
down in no small part to the de-
mutualisation of building societies, 
one of the great acts of economic 
vandalism in modern times. 

There is a strong case for a 
more varied banking sector 
and those mutuals which 
resisted the lure of conversion 
to plc banks continue to 
provide a different business 
model, based on the needs 
of members

and the areas where they live, 
without the pressures to produce 
shareholder returns. They have a 
noble record of helping people get 
ahead, and are surely a key part of 
the future. 

  The Rt Hon Dr Vince Cable is MP for Twickenham.  
For more information about his work, visit  
www.vincecable.org.uk

A recent report released by the BSA shows how mutuals 
engage with the communities in which they operate, how 
they support local charitable activities, contribute to life 
on the nation’s high streets and play an important role in 
developing regional and sub-regional economies. This 
importance is highlighted by Rt Hon Dr Vince Cable MP 
who once described the de-mutualisation of building 
societies as “one of the great acts of economic  
vandalism in modern times”.
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CUSTOMER SERVICE:  
TOP OF YOUR AGENDA?

BY VICTORIA BAMBER,  
SOCIETY MATTERS EDITOR  
AND BSA PRESS AND PUBLICATIONS OFFICER

In a recent report issued by Which? 
it was revealed that five out of the 
top ten financial brands rated by 
consumers were building societies 
or organisations owned by mutuals. 
Around the same time the Which? 
report was published, the BSA also 
revealed a set of similar independent 
statistics, showing that UK 
consumers scored customer-owned 
institutions more highly when 
looking at key satisfaction indicators 
such as trust, recommendation or 
value for money.

Often with surveys such as these, 
there is a risk of an element of “well 
they would say that, wouldn’t they?” 
with data produced by a trade 
body. This is why we keep statistic 
gathering independent. Whilst 
aspects like rates and special deals 
will remain top selling points for 
consumers (I myself succumbed 
to the generous student overdraft 
offered by the then Lloyds TSB 
when I started university in 2007), 
other factors are of increasing 
importance. 

Of course, no organisation can 
be perfect in the eyes of their 
customers all of the time and 
it would be naïve to think so. 
However, building societies have 
also been rated as fairer and more 
trustworthy in research carried 
out by the Centre for Risk, 
Banking and Financial Services, 
Nottingham University Business 
School. They also attract far fewer 
complaints: only four per cent of 

new complaints were about building 
societies in FCA data published earlier 
this year.

When choosing which organisations 
to save and borrow with, customers 
generally make their decision based 
on rational factors like convenience 
and rates. However, emotional factors 
like trust, loyalty and customer service 
should not be ignored if organising 
finances is to become less of a chore 
and more of a choice.

Our own set of results, published this autumn showed:
•  62 per cent of consumers say that they trust their mutual provider to act 

in their best interests

• 42 per cent of consumers say the same of their bank

  For more news, views, comment and statistics from the 
BSA, why not sign up to our free monthly online publication, 
Newsbite? Email victoria.bamber@bsa.org.uk

Can I trust my provider to act in my best interests
 -30% -20% -10% 0% 10% 20% 30% 40% 50% 60% 70%

Mutual

PLC

9%                                                                    62%

21%                                                        42%

       Disagree           Agree

•  66 per cent of consumers say that their mutual provider gives  
them value for money

• 45 per cent say the same of their bank

My provider offers good value for money
20% -10% 0% 10% 20% 30% 40% 50% 60% 70%

Mutual

PLC

5%                                                                                66%

14%                                                              45%

       Disagree           Agree

•  79 per cent of consumers would recommend their mutual financial 
services provider to a friend

• 60 per cent say the same of their bank

I would recommend my provider to friends or family
20% -10% 0% 10% 20% 30% 40% 50% 60% 70% 80% 90%

Mutual

PLC

5%                                                                                        79% 

10%                                                           60%

       Disagree           Agree



Mutuals
All financial 
and insurance

Key
Percentages are the proportion of the total 
number of employees in the sector employed 
in that region
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GEOGRAPHY OF EMPLOYMENT  
IN FINANCIAL SERVICES
IT SHOULD COME AS NO SURPRISE THAT AN ANALYSIS OF DATA FROM NATIONAL 
STATISTICS* ON EMPLOYMENT BY SECTOR SHOWS THAT EMPLOYMENT IN THE  
FINANCIAL SERVICES SECTOR AS A WHOLE IS CONCENTRATED IN LONDON

WE ASKED BUILDING SOCIETIES AND MUTUAL BANKS TO 
PROVIDE US WITH INFORMATION ON THEIR EMPLOYMENT SPLIT 
BY GEOGRAPHIC REGION, SO THAT WE COULD COMPARE HOW 
EMPLOYMENT BY THESE INSTITUTIONS IS SPREAD OUT ACROSS 
THE COUNTRY, RELATIVE TO BANKS AND OTHER FINANCIAL 
SERVICE ORGANISATIONS.

* ONS Business Register Employment Survey 2010

  To read our report ‘Building Society: 
Mutuals’ role in local economic and 

community development’ in full, visit  
www.bsa.org.uk and click on information 
and then publications.
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demystifying

TAKING STOCK OF THE  
BANKING REFORM BILL
BY SIMON BRENNAN, SENIOR MANAGER, DELOITTE EMEA CENTRE FOR REGULATORY STRATEGY

From a strategy perspective, the key 
elements of the Bill for building 
societies are ring-fencing, bail-in, 
and governance reform. Although 
not in the Bill, leverage is a live 
issue in the Parliamentary debate 
and also needs to be considered. 
In addition, the Bill makes some 
technical amendments to the 1986 
Building Societies Act, levelling the 
playing field with banks - notably, 
by excluding small business 
deposits from the funding limit in 
the Act and allowing societies to 
create floating charges over assets; 
and enabling societies to modernise 
their operations, for example, by 
making greater use of electronic 
communications.

Some of the key aspects of the Bill 
do not affect building societies 
directly, but will have a profound 
effect on the banking system and 
through that the competitive 
environment. Anticipating those 
indirect effects is particularly 
challenging. For example, ring-
fencing requirements will force 
some universal banks to separate 
elements of their retail and SME 
business from wholesale and 
investment banking activities. 
Building societies are excluded 
from the requirements, as they 
are already, to all intents and 
purposes, ‘ring-fenced’. But senior 
management should consider how 
banks that are within scope will 
respond, in particular the extent 
to which changes to their business 

models and funding structures will 
mirror the building society business 
model and, in effect, introduce even 
greater competition.

Building societies will be within 
scope of the bail-in tool - an option 
given to the Bank of England 
as lead resolution authority to 
reduce or defer liabilities under 
resolution. The largest societies - 
those designated as domestically 
systemically important - will face an 
additional associated requirement 
to hold a minimum amount of 
debt that could absorb losses under 
resolution (referred to as non-capital 

primary loss absorbing capacity). 
The Government plans to consult 
on how the bail-in power will be 
extended to building societies.  
These changes could have 
implications for the cost and 
availability of funding across all 
societies because of increased 
competition for insured deposits. 

Although not included in the draft 
legislation, the leverage ratio has 
been debated during the passage 
of the Bill, in particular which 
authority should set the minimum 
level for the ratio, and when it 
should be introduced. 

The Government has maintained its 
previous stance, that while it supports 
the introduction of a minimum 
ratio, it does not see the case for 
going beyond or moving ahead of 
internationally agreed requirements. 
It has, however, now asked the 
Financial Policy Committee to review 
whether and when the FPC needs 
any additional powers of direction 
over the leverage ratio. 

The sub-text for these questions 
is the ongoing debate about the 
trade-off between risk-sensitivity and 
simplicity in capital requirements. A 
leverage ratio is simple to understand 
and compute, but it falls down on 
comprehensiveness and consistency, 
and as a consequence can be 
imprudent and unfair, and can create 
perverse incentives in respect of risk 
taking. Leverage is a key issue to 
watch, but probably not one that will 
be resolved in the context of this Bill.

Governance is another prominent 
theme in the Bill and includes 
proposed change to the Approved 
Persons Regime that will introduce  
a new framework for dealing with  
the failures of individuals, to ensure 
that senior management can be  
held to account.

In the context of the above, it is 
important that building society 
boards track developments as part of 
their regulatory change management 
strategy, assessing the impact on their 
business and the market place, and 
determining their response.

“THE BANKING REFORM BILL IS A KEY 
INITIATIVE IN THE UK’S RE-REGULATION 
AGENDA. IT HAS GROWN LARGE AND MORE 
COMPLEX IN THE COURSE OF ITS PASSAGE 
THROUGH PARLIAMENT, AND ITS JOURNEY 
IS NOT YET COMPLETE.”

SOME OF THE KEY ASPECTS OF THE BILL DO NOT 
AFFECT BUILDING SOCIETIES DIRECTLY, BUT WILL HAVE 
A PROFOUND EFFECT ON THE BANKING SYSTEM AND 
THROUGH THAT THE COMPETITIVE ENVIRONMENT. 

A LEVERAGE RATIO IS SIMPLE TO UNDERSTAND AND  
COMPUTE, BUT IT FALLS DOWN ON COMPREHENSIVENESS  
AND CONSISTENCY, AND AS A CONSEQUENCE CAN BE 
IMPRUDENT AND UNFAIR, AND CAN CREATE PERVERSE 
INCENTIVES IN RESPECT OF RISK TAKING. 

  For more information on the Deloitte ECRS visit their  
website at www.deloitte.com, or search for Deloitte on  
Facebook, Twitter or LinkedIn
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BANKING 
ALTERNATIVES
Building societies have long been established competitors for consumers 
looking for a local, trustworthy approach to financial services, but they 
are not alone. Society Matters hears from the Association of British Credit 
Unions Limited and P2P Finance Association - the trade body for peer-to-
peer lending - for their views on providing banking alternatives.

Mark Lyonette 
Association of  
British Credit Unions Limited 
(ABCUL) Chief Executive 

The credit union movement in Britain will celebrate 
its 50th anniversary next year. This year it has 
broken through two major barriers; credit unions 
now have over one million members and look after 
over £1 billion in assets. However, the sector has 
a long way to go before we can begin to emulate 
the success of other sectors around the world. 

In the US and Canada, over 40 per cent  
of the population uses a credit union; in  
Australia over 30 per cent of the population are 
members. Credit unions exist in over  
100 countries around the world and over  
200 million people use their services. 

In Britain, credit unions and building societies 
were both established to provide financial services 
to groups of individuals with a geographical or 
professional link. While the services they were 
formed to provide were originally very different, 
more similarities have developed in recent years, 
as both credit unions and building societies have 
gained more powers to offer a wider range of 
services. The largest credit unions may offer 
current accounts, Cash ISAs and even  
mortgages to their members. Others remain  
small, with a few run entirely by volunteers. 

When a legal structure was created for the  
sector in 1979, it was designed to regulate  
credit unions that served small populations and 
allowed members to save relatively small sums - 
the maximum for a junior saver was set at  
only £250 - and would not grow to serve  
more than 5,000 members. 

Deregulation came gradually to credit unions  
and some small changes were made from the 
1990s onwards. But the most significant changes 
have been the move to the new regulator in  
2002 and a Legislative Reform Order (LRO) in 
2012, which introduced a number of changes 
which go some way towards ‘future proofing’  
the legislation for the sector. 

The Financial Services and Markets Act 2000 
shook up regulation for the whole financial 
services sector but it had particular resonance for 
credit unions, which gained access to a deposit 
protection scheme for the first time. 

The long awaited introduction of legal reforms in 
2012 (the process had started in 2007) introduced 
wide ranging changes for the sector. Credit 
unions can now choose to serve more than one 
group, offer membership to organisations and pay 
guaranteed interest on savings. 

Credit unions are using these opportunities to 
reach out to new groups and the sector continues 
to grow at a steady rate. But there is a widespread 
recognition within the sector that, without providing 
the products and levels of service that will make 
credit unions attractive to more people, the sector 
will not grow to a scale where it can sustainably 
meet the needs of a wide range of members.  
In more successful credit union sectors around  
the world, collaboration has been shown to be 
vital to credit unions being able to offer attractive 
products and services. 

ABCUL has recently been contracted to deliver 
the Credit Union Expansion Project (CUEP) by 
the Department for Work and Pensions. CUEP 
is supporting 81 Project credit unions to become 
more attractive, convenient and efficient, through 
collaboration and the development of new 
products and access channels. 

Diversity in financial services has been shown to 
be more important than ever in recent years and 
society benefits from having strong alternatives to 
the commercial banking sector. In the US, credit 
unions have been credited with keeping the banks 
honest. It is to be hoped that credit unions will soon 
have the scale to join the building societies sector 
in providing a real alternative to mainstream banks 
for those that prefer their money to be mutual. 

  For more information about  
ABCUL, visit their website at 

www.abcul.org or follow them on  
Twitter @ABCULCUs 
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In the current low-interest environment, working 
out what exactly to do with one’s money can be 
a tricky decision. For most consumers the whole 
purpose of opening a savings account or taking 
a loan is finding the best rate. However, with the 
Bank of England intent on keeping interest rates 
down, finding an investment or savings account 
that keeps pace with inflation is becoming 
increasingly difficult. 

This is where peer-to-peer lending can provide a 
credible alternative to the traditional routes that the 
retail market provides. 

Peer-to-peer lending (or P2P lending as it is often 
abbreviated to) is an online platform allowing 
customers to rely on each other for lending and 
borrowing services bypassing the traditional loan 
provider. Not only is it transparent and easy to use, 
but it is hassle-free and allows customers to see 
potential returns onscreen. At present, customers 
are seeing an average return of 4.5 per cent net 
of fees and defaults. Those willing to lend to riskier 
customers can expect to see a bit more. 

And it is becoming increasingly popular, the Peer-
to-Peer Finance Association’s (P2PFA) own data 
estimates that the size of the P2P lending market 
to both consumers and business stands at £750 
million today, with lending from these platforms in 
the UK doubling every six months. 

Why are people turning to peer-to-peer lending? 
For one, it all operates online and being new,  
the industry is significantly more nimble than  
the banking sector. By cutting out the costs of 
keeping bricks and mortar going and having  
local branches, peer-to-peer lenders are able  
to provide smarter, quicker and more efficient 
delivery than traditional providers, and can pass 
cost savings on to customers. 

There are of course risks, which all our members 
outline transparently on their websites. All 
borrowers must meet strict credit checks before 
any money is exchanged, but there will always 
be some risk of loan defaults. So far the average 
default rate is exceptionally low, varying between 

0.5-1.5 per cent depending on which company 
and risk bracket you choose, but ultimately these 
products aren’t risk-free. 

This brings us to the future regulation of the sector. 
From April 2014 peer-to-peer lenders will be fully 
regulated by the Financial Conduct Authority (FCA), 
something the P2PFA has actively lobbied for. We 
want all peer-to-peer firms to adhere to the high 
standards that we set within the industry and want 
consumers to be reassured about our integrity and 
the potential returns they can make. 

Significantly, the Government has recognised the 
impact the industry is having on the market in terms 
of competition, innovation and consumer choice. 
But regulation by the FCA is only the first marker 
we have set. If the Government is serious about 
improving competition and choice, then it should 
seriously consider including peer-to-peer lending as 
part of an ISA. 

We believe peer-to-peer lending is an exciting 
product that is having a real impact for both 
customers and businesses around the UK. But 
we are aware that not everyone understands it. 
Too many regulators, politicians and journalists 
are confused between peer-to-peer lending and 
crowdfunding. Peer-to-peer lending does exactly 
what it says on the tin: it provides monies for term 
loans. It doesn’t provide equity finance for start-ups 
and other business. But most crowdfunding is 
equity based, and therefore much more risky in 
terms of potential capital loss. If a business fails  
you could lose all your money. Peer-to-peer  
lenders are careful to only lend to people or 
businesses with good credit scores and a track 
record of paying money back, and sometimes  
the peer-to-peer lender will secure the loan on 
property or another asset. 

It’s an exciting time to be involved with these 
innovative new financial services businesses, and it’s 
good news for consumers to have some other new, 
good value kids on the financial services block.

  To find out more about  
peer-to-peer lending and the 

Peer-to-Peer Finance Association, visit 
www.p2pfinanceassociation.org.uk

Christine Farnish 
Chair of the  
Peer-to-Peer Finance Association
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The Financial Services Compensation  
Scheme (FSCS) understands the importance of  
consumer confidence. That’s why we are  
running our consumer awareness programme  
to tell people about the protection we  
(and you) provide to people.

The reason for it is simple: our research shows 
the more aware people are of FSCS, the more 
confident they are. Telling people about the 
compensation scheme makes a big difference to 
their decision to invest money. More than 70 per 
cent of people said it influenced their decision. 
So awareness equals confidence and an increased 
likelihood to buy products.

But that isn’t the only reason for trying to make 
people aware of FSCS. We all clearly remember 
the queues outside Northern Rock. That run 
shows what can happen when people don’t 
understand their savings are safe. It’s too late to 
start talking about deposit protection when the 
run is underway.

Despite being in the spotlight following the failure 
of five banks in 2008/09, our research shows 
awareness needs to be higher. Just over half of 
people in the UK are aware that compensation is 
available for those who lose money if an authorised 
firm fails.

That’s why increasing awareness of FSCS is a key 
objective for us. This isn’t about building a brand. 
It is about consumer confidence. Our strategy 
and work is in collaboration with BSA and other 
industry and consumer bodies. So this is a team 
effort. We’re grateful for all the support we have 
had so far; we need your support to make an even 
bigger difference.

In January, we launched phase two of the 
programme. This aims to reassure people about 
the safety of their savings in building societies. The 
focus of this 15 month programme is on deposits. 
Your businesses touch the lives of more people 
than almost any other financial service.

Alongside our work with the industry, we’re 
advertising on radio, in the press and online. So 
far, the results are encouraging and show we are 
making progress. Awareness of a protection scheme 
is up to 54 per cent, a seven percentage point 
increase. This is an important measure on which 
we report to our Board.

COMMUNICATING FOR 
CONFIDENCE
BY MARK OAKES, HEAD OF COMMUNICATIONS,  
FINANCIAL SERVICE COMPENSATION SCHEME

“BUILDING SOCIETIES UNDERSTAND THAT CONSUMER 
CONFIDENCE IS GOOD FOR THE ECONOMY AND GOOD 
FOR BUSINESS. IF PEOPLE FEEL CONFIDENT AND TRUST 
FINANCIAL SERVICES, THEY’RE MORE LIKELY TO SAVE OR 
INVEST THEIR HARD-EARNED CASH.”

  For more information about the 
FSCS, visit their website at  
www.fscs.org.uk or follow them on 
Twitter @FSCSNews

We all clearly remember  
the queues outside Northern Rock.  
That run shows what can happen  
when people don’t understand their 

savings are safe. 

That’s why increasing  
awareness of FSCS is a key  

objective for us. This isn’t about  
building a brand. It is about  

consumer confidence. 

The programme builds on the disclosure 
requirements that came into force last year. These 
give FSCS a presence in branches up and down 
the country. The posters, stickers and other 
materials are also important for telling people 
about how FSCS protects their savings. The 
Prudential Regulation Authority believes they are 
essential to our work in this area. These materials 
are making a difference too. Our research shows 
they are increasing the reach of the programme 
significantly. Plus those who see the materials 
are more likely to say they know a little or a lot 
about the compensation scheme.

Nationwide Building Society is among the first 
to include FSCS in a national press campaign. 
This is a welcome initiative and is one on which 
we hope to build. But you don’t have to have a 
big marketing budget to help. Improving the 
quality of information your staff provide about 
us can make a huge difference. Our mystery 
shopping shows steady improvements year-on-
year but there is still some way to go. Front line 
staff only give people accurate information about 
FSCS about 60 per cent of the time. Even then, 
the results show little depth of knowledge. To 
counter this we have an e-learning course for staff 
which covers what they need to know to help 
consumers.

We’re also making it easier for consumers to 
check we protect their deposits. Our new on-line 
checker tool is already proving popular. People 
can enter the name of their building society 
and their balance to find out if we protect their 
savings. It also tells anyone with money in a bank 
which is not UK authorised, or with more than 
£85,000, their money might be at risk.

We’re producing a version of the tool for 
building societies to use on your websites. If 
you’re interested in using it, please contact us at 
communications@fscs.org.uk. We believe that 
by providing this checker you can reassure your 
members that their deposits are safe.

Before the protection checker, consumers had 
to work hard to know whether their money was 
safe. Thankfully, it is now much easier to give 
people almost instant reassurance their savings 
are safe without having to visit multiple websites.

Consumer confidence will all benefit from this 
work. We are all striving for confidence and 
stability on the road to recovery. Let’s take every 
chance we can to put protection at the heart of a 
dialogue with consumers.



11

analysis

HELP TO BUY HYPE COULD LEAD BORROWERS 
BACK TO BUILDING SOCIETIES
BY JULIA RAMPEN, MORTGAGE JOURNALIST

HELP TO BUY MORTGAGE 
GUARANTEE: MARKET BOOSTER OR 
ENCOURAGING A BUBBLE? WE ASKED 
JULIA RAMPEN, SENIOR REPORTER 
AT MORTGAGE SOLUTIONS, FOR HER 
THOUGHTS ON THE DEBATE.

In October, Royal Bank of Scotland 
announced it was accepting 
applications for 95 per cent loan-to-
value mortgages under the Help to 
Buy Mortgage Guarantee Scheme. 
The lender received 10,000 
enquiries in four days. 

There is no doubt the Help to 
Buy schemes have injected new 
confidence into the mortgage 
market. Gross mortgage lending 
is at a five-year high. Before details 
of the second part of the Scheme 
had even emerged, many of my 
mortgage industry contacts were 
talking excitedly about “the Help to 
Buy effect”.

On the other hand, criticism of 
Help to Buy has been gathering 
force. Some economists have 
raised fears of another house price 
bubble. Others have gone further, 
and questioned the Government’s 
motives altogether. 

The Help to Buy Equity Loan 
Scheme has been relatively 
uncontroversial. It builds on the 
structure of previous Government 
schemes, such as First Buy. The 
restriction to new-build homes 
placates those calling for an increase 
in housebuilding. And house hunters 
are voting with their wallets - as of 
October, 15,000 new-build homes 
had been sold through it.

‘Help to Buy 2’, the Mortgage 
Guarantee Scheme available on 
new and existing properties, is also 
popular with borrowers. In just one 
month, more than 2,000 mortgages 
have been agreed. 

But some economists and other 
policymakers argue creating more 
demand without guaranteeing any 
more supply will push up house 
prices. Even Coalition minister Vince 
Cable has warned his colleagues 
about the dangers of a bubble. 

Some go further. Standard Life 
strategist Andrew Milligan argues 
the Government is trying to create 
a “feel-good factor” through 
rising prices. The outspoken 
SociétéGénérale economist Albert 
Edwards dubs the second part of 
the scheme “Help to Buy’ (votes)”.   Julia is a senior reporter for Mortgage 

Solutions. Visit their website at 
www.mortgagesolutions.co.uk or follow 
Julia on Twitter @JuliaRampenMSol

CRITICISM OF HELP TO BUY HAS 
BEEN GATHERING FORCE. SOME 
ECONOMISTS HAVE RAISED FEARS 
OF ANOTHER HOUSE PRICE 
BUBBLE. OTHERS HAVE GONE 
FURTHER, AND QUESTIONED 
THE GOVERNMENT’S MOTIVES 
ALTOGETHER.

HELP TO BUY DOES LOOK 
INCREASINGLY POLITICAL. THE 
DECISION TO BRING FORWARD THE 
START DATE OF HELP TO BUY 2 TO 
COINCIDE WITH THE CONSERVATIVE 
PARTY CONFERENCE RAISED 
EYEBROWS - NOT LEAST IN THE 
MORTGAGE INDUSTRY, WHERE 
MANY APPEAR TO HAVE BEEN LEFT 
IN THE DARK.

It is true house prices are rising. Still, 
London aside, growth continues to 
be sluggish. According to the Office 
for National Statistics, UK house 
prices excluding London grew by 
2.1 per cent in the twelve months 
to August 2013. In Scotland, prices 
actually fell. 

But Help to Buy does look 
increasingly political. The decision 
to bring forward the start date of 
Help to Buy 2 to coincide with the 
Conservative party conference 
raised eyebrows - not least in the 
mortgage industry, where many 
appear to have been left in the dark. 
A study by Capital Economics found 
a Government’s chance of being 
re-elected corresponded closely to 
rising house prices. 

That may be good news for  
existing homeowners, but at a time 
when house building is at a post-war 
low, it does not solve the problem of 
first-time buyers struggling to  
find affordable homes. The 
Government is also yet to explain 
how, having intervened so directly in 
the mortgage market, it will be able 
to disentangle itself.

As a result, taxpayers as well 
as borrowers should welcome 
independent competition to Help 
to Buy. Here, building societies 
have an important role to play. 
The sector already has a track 
record of providing 95 per cent LTV 
mortgages, as well as innovative 
guarantor products and other first-
time buyer deals. 

Not every mutual will follow the 
Hanley Economic Building Society 
in openly stating a preference for a 
private mortgage guarantee. But 
building societies can, and do, 
offer an alternative for first-time 
buyers and second-steppers that 
will continue beyond the end of any 
Government scheme. 

Help to Buy may be a Government 
scheme which is likely to fit in with 
election priorities. The Help to Buy 
effect, though, means the public 
is far more aware the door to a 
high LTV mortgage is - and has 
been - open. With their experience 
of helping ordinary Brits up the 
housing ladder, building societies 
are in the perfect position to 
capitalise on this.
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GRAHAM BEALE AND THE  
FCA PRACTITIONER PANEL
BY REBECCA TABOR & MATHEW PULLEN, NATIONWIDE BUILDING SOCIETY

In April this year, a building society chief executive took the  
helm of a prestigious industry-wide body which advises the 
highest levels of the Financial Conduct Authority (FCA) from  
the point of view of all regulated financial services firms.

Graham Beale, Chief Executive of Nationwide Building  
Society became the first Chairman of the FCA Practitioner 
Panel, as it took over from the previous Financial Services 
Practitioner Panel which had advised the Financial Services 
Authority since its inception.

The FCA Practitioner Panel does not have a high 
profile, but it has an important role - set out 
in legislation - to provide feedback and advice 
from the industry into the heart of FCA policy 
making. The Act which has set up the FCA, also 
requires the FCA to set up a Practitioner Panel 
together with a Smaller Business Practitioner 
Panel, Markets Practitioner Panel and Consumer 
Panel. The Smaller Business Practitioner Panel 
also has building society representation through 
the membership of James Bawa, Chief Executive 
of the Teachers Building Society. All of the 
independent Panels have regular conversations 
with the Chairman, Chief Executive and Senior 
Directors of the FCA about the direction and 
emphasis of the FCA’s policy and operations, and 
provide regular reports to the FCA Board.

“Regulation, when it is done well, is good for us 
all. The Practitioner Panel aims to act as a ‘critical 
friend’ to the FCA. We want to help the FCA to 
be as effective as possible and to understand the 
strategic impact of its actions on the industry as 
it takes its policy decisions,” said Graham Beale 
about his role as Chairman of the Panel. 

The industry views for the FCA Panel are 
gathered in two ways: firstly and most importantly 
from the experience of the members of the 
Practitioner Panel. There are normally around 
15 members, who are selected to represent all 
the major sectors of the industry. Currently the 
retail membership includes senior executives from 
Barclays, Direct Line, HSBC, Legal & General, 
Lighthouse Group, Lloyds Bank, St James Place, 
Santander, and Schroders. 

Secondly, the Panel gathers industry views 
through a regular survey of the industry, which 
takes place once a year. The last survey was 
undertaken in February/March 2013. That is 
being seen as a benchmark, and the FCA will be 
interested to see how things have changed from 
the next survey in 2014. 

The results of the 2013 Survey - which was 
completed by around 1,500 firms - provided 
some clear messages which were taken to the 
FCA as follows:

•  The FCA should recognise when enough 
has been done in one area:  
both smaller and larger firms reported some 
withdrawal from markets and services due 
to regulation. Therefore the FCA needs to 
be careful it does not overreact to potential 
problems in the market place, and so 
undermine both industry and consumer 
confidence in financial services.

•  Competition must be more significant:  
firms were far more confident in the FCA’s 
ability to meet its consumer protection 
objective than its competition objective.

•  Communication with firms is crucial:  
the survey showed that firms that are 
relationship managed had a far better 
understanding of the FCA, its objectives and 
plans than those that were not. Proportionality, 
Proactivity and Predictability - when asked 
for a single message for the FCA Board, the 
industry’s views could be themed into the 
three areas: proportionate treatment, proactive 
approach and predictable regulation.

The next Survey will be open for responses 
during January and February 2014. Graham 
Beale is keen to obtain as high a response rate 
as possible: “This is the industry’s opportunity 
to land messages about the impact of regulation 
in to the heart of the FCA. The more firms that 
complete the questionnaire, the stronger that 
message will be, so I urge all chief executives 
who receive the survey to complete it.”

  For more information about the  
FCA Practitioner Panel visit 

www.fs-pp.org.uk 
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SHAPING THE FUTURE
MUTUALS HAVE A MAJOR IMPACT ON THE COMMUNITIES IN WHICH THEY OPERATE THROUGH THEIR ROLE AS 
AN EMPLOYER. MANY HAVE SCHEMES IN PLACE TO ASSIST YOUNG PEOPLE AND OFFER WORK EXPERIENCE 
PLACEMENTS, APPRENTICESHIPS OR INTERNSHIP OPPORTUNITIES. SOCIETY MATTERS SPOKE TO THREE 
BUILDING SOCIETIES OF VARYING SIZES THAT ARE COMMITTED TO SUPPORTING YOUTH EMPLOYMENT AND 
DEVELOPING LOCAL TALENT.

Beverley Building Society

As a Corporate Partner of the University of Hull 
Business School, the Beverley Building Society 
offers a number of internships each year giving 
students an insight into the operation of the 
organisation and to allow for practical application 
of what is learnt in class.

Although students often have an idea of the 
general field in which they would like a career, 
we aim to give them experience in all areas of 
the organisation such as Finance, Marketing or 
Compliance departments. Understanding how 
each role fits into the organisation as a whole 
can be extremely beneficial for future career 
development.

As part of our team, we encourage interns to 
attend local networking events in order to gain 
further insight into the business community as 
well as to help them build confidence within a 
professional arena.

Rhys Plater, a Business and Marketing 
Undergraduate from the University of Hull who 
joined the Beverley as an intern in August said: 
“My internship at the Beverley was a really valuable 
experience. I particularly enjoyed my time in the 
Marketing Department as this is the career path  
I would like to follow in the future. Working  
directly with the Marketing Manager I felt I was 
able to have major input into the campaign that 
was in progress.”

Newbury Building Society

Newbury Building Society works closely with 
Newbury College to provide Apprenticeship 
opportunities across the whole business 
spectrum. In addition to Business Administration 
the Society also currently has apprentices working 
in Marketing, Finance and with the Premises 
team. Typically apprentices are offered a two year 
fixed term contract giving them valuable business 
experience with a meaningful qualification.

The Society was given the accolade of ‘Medium 
Employer of the Year’ awarded by Newbury 
College as an acknowledgement of the success of 
our apprenticeship programme.

Katie Stubbs joined the Society last year as a 
Business Administration Apprentice. She explains 
why she felt the Apprenticeship was the choice 
for her: “I joined because I wanted to enter the 
world of work whilst still learning and continuing 
to gain qualifications. So far, I have learnt a lot and 
I am loving the world of work. Everybody has been 
so supportive and I feel I have grown as a person due 
to the overall experience.”

Dr Anne Murdoch OBE, Principal and Chief 
Executive at Newbury College said, “With recent 
figures released showing that youth unemployment 
has risen in the last quarter, schemes such as this 
between Newbury College and Newbury Building 
Society are an important way of getting young people 
into employment.”

Saffron Building Society

Saffron Building Society is keen to give young 
people in the local community the opportunity 
to forge a career with the Society. The Society 
provides its apprentices with essential training and 
development, arming them with the skills needed 
to develop a career in the financial services sector.

Jon Hall, CEO of Saffron Building Society said: 
“The apprenticeship scheme has been an enormous 
success so far. It is great to be able to help young adults 
get a foot on the employment ladder, particularly 
those who may otherwise have struggled to secure 
employment without previous work experience. 
Since joining the scheme the two original apprentices 
excelled in their roles and we are proud to have 
offered both permanent positions, highlighting the 
success of the scheme and its value to both parties. We 
now see apprenticeships very much as an on-going 
part of our recruitment strategy.”

Laura, Saffron’s current apprentice said: “I’ve 
always been keen to start a career in finance, but was 
unable to find a role due to lack of experience, so it’s 
great to be offered this opportunity with Saffron. I 
really enjoy being able to learn on the job and my 
colleagues have been key in helping me develop and 
grow in my role.”

In March, Saffron signed up to the Government’s 
grant scheme and is committed to taking on up to 
ten apprentices over the next few years.

  If you would like news, views and comment from the building societies featured in 
this article, you can find and follow them on 

Twitter at @BeverleyBS, @NewburyBS and @SaffronBS
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It’s not about mobile or 
online or the contact  
centre, financial services 
consumers do not use a 
single channel preference; 
they want to interact through 
any and all channels.  
We, Intelligent Environments, 
develop Interact™ a platform 
which enables financial 
transactions and servicing 
across all online and mobile 
channels, from apps to 

browsers, tablets to phablets. 
This means you can deliver all 
channel interactivity through 
one platform, and manage 
your customers through one 
management console.

Interact™ provides the capability 
for your customers to apply 
for new products and manage 
their relationship; including 
servicing their accounts, 
making enquiries, executing 

transactions, including  
payments, and receiving  
marketing campaigns.  
We ensure your customers  
receive an optimised and 
consistent experience,  
regardless of the number and  
type of channels.

Interact™ sits on top of your 
existing applications, which 
ensures speed to market, and you 
can be assured that all online and 

mobile activities are  
delivered to a PCI DSS  
Level security standard.

For nearly 20 years we have 
been at the heart of the 
online and mobile operations 
of a number of financial 
institutions, retailers and 
telecoms providers, including 
HML, Lloyds Group, Think 
Money, Ikano, The Home 
Retail Group and O2.

Intelligent Environments

  For further information please visit our website  
www.intelligentenvironments.com  
or contact Jerry Mulle, Head of Sales & Marketing at 
jmulle@intelligentenvironments.com  
or on 020 8614 9903

A large number of Building Society members are over 50, most 
of whom turn to their trusted building society for advice when 
considering their end of life plans. This is widely recognised within 
the industry however, for the 85 per cent of investing members, 
exploring pensions and investments is only the tip of the iceberg 
with many needing help and guidance with other issues that arise 
in later years and beyond... such as bereavement support, funeral 
planning and Wills.

We believe the traditional methods used to deliver legal services 
are failing the bereaved, being too expensive, outdated and 
cumbersome. With an ethical and transparent approach since 1990 
we have supported more than a quarter of a million customers with 
the practical, emotional and legal aspects of end of life planning. 

We talk to people in plain English, not legal jargon and 
remain committed to providing:
Greater Value: 
Transparent, inexpensive fixed fees

More Choice: 
Discussing individual circumstances, allows customers to decide 
which solution best meets their needs

Better Service: 
As Institute of Customer Services members we understand the 
importance of listening

Our services help us to raise awareness on important issues:
•  The Bereavement Service - tackles the sensitive subject of  

what to do when someone dies providing the flexibility to seek 
professional tailored support when needed by our experienced 
Bereavement Advisers

•  Care home fees planning - advice on the implications of care fees

•  Will writing - keep Wills up-to-date and noted on a central registry, 
whilst appointing friends and family to deal the with the necessary 
when the time comes

•  Preparation and registration of Lasting Powers of Attorney

•  Exclusive pre-paid and at-need funeral solutions

•  Holistic estate administration, including obtaining probate -  
delivered by our panel of regulated providers

• Secure document storage

Our aim is to make life simpler for your members.

Our new online services just click!
•  Online:  

Simply click through the on screen options

•  Telephone:  
Speak to an adviser for help and advice

•  Face to Face:  
We have a network of advisers throughout England & Wales.

End of life planning - a journey, not a destination

  To discuss the ways we can support your  
members, staff and family, call: Angie Wilson 
Corporate Relationship Director on: 07825 506202, 
or email: angiewilson@trustinheritance.com
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Delivering excellent service to your members is paramount. 
We deliver:
•  The convenience to instruct law firms 24/7 
•  Case updates to members through their preferred channel 

including SMS and online case updates
•  An independent customer service team solely focused  

on member satisfaction
•  Complete price transparency with up-front information  

on all costs and charges
• A ‘no completion, no legal fee’ guarantee

All cases are tracked through our proprietary system STARS, 
which provides highly scalable and secure case and document 
management capability. Through the automation of electronic 
instructions, integration to supplier infrastructures and automated 
document ordering, STARS streamlines the conveyancing process. 

To mitigate risk, our law firm panel is governed by the LMS Supplier 
Certification Scheme, which provides a fully audited panel solution. 
Our automated case allocation system ensures cases are allocated to 
the firms with optimum ability based upon skill and capacity.

Our membership of the BSA coupled with our regular support of their 
key annual events highlights our passion and commitment to the 
mutual sector.

Legal Marketing Services

  For further information about LMS and our products 
please contact Paul Davies on:Tel: 07881 266072 
Email: paul.davies@lms.com

LMS is a market leader in conveyacing and panel management with 
22 years of experience of working with UK lenders of all sizes, many 
of whom have partnered with for over ten years. 

Our range of services includes

• Panel management 

• Case management

• Fees assisted Remortgage 

• Fees assisted Purchase

• Fees assisted Sale

• Referral services

• Defective Title Service

• Transfer of Equity

• Capital Raising

• Separate Representation

Sopra Banking Software is a 
global leader in software and 
IT services for banks and 
financial institutions and its 
solutions help more than  
500 customers in 70 
countries to be more 
efficient, agile and responsive 
to business challenges. 

We are justifiably proud of 
our long history with the 
Building Society sector with 
nearly 50 per cent of all UK 
societies using our core 
Mortgage and Savings Suite 
solution - the majority of 
those as their core platform. 
But we don’t rest on our 
laurels; we are continually 
bringing new innovations and 

offerings to the sector, so  
that we can provide an 
unparalleled offering for  
Societies. From e-banking to 
business intelligence solutions; 
from compliance and reporting  
to arrears management, our 
portfolio of relevant solutions 
represents the true state  
of the art.

As your ambitions grow, we will 
be your guiding light. We have 
dedicated solutions for retail, 
direct and private banks and 
our range - the Sopra Banking 
Suite - also includes solutions for 
specific domains such as lending, 
payments, card management, 
distribution, account and cash 
management.

Worldwide, Sopra Banking 
Software employs 1,700 
specialists and the company is 
a subsidiary of the Sopra Group 
(www.sopragroup.co.uk), a leader 
in consulting, IT services and 
software development in Europe, 
which employs more than 16,000 
people worldwide and which 
generated a turnover of 1.217 
billion euro in 2012. 

Sopra Banking Software is 
headquartered in Paris, has 
three UK locations and has other 

offices all over the world.  
As well as 22 Building 
Societies, our customers 
include Capita Asset 
Services, RaboBank IDB, 
Bank of Ireland and Royal 
Bank of Scotland.

Please visit our website  
www.soprabanking.com 
and follow us on  
Twitter @SopraBanking

Sopra Banking Software - thinking ahead begins now

  For more information, please contact:  
Ahmed Michla, Head of Business Solutions, on: 
ahmed.michla@soprabanking.com or telephone: 
+44 (0)7788 753 587
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The Association also 
represents the needs of 
credit unions to regulators, 
policy makers and the 
media. As an Industrial and 
Provident Society ABCUL 
is owned by its members 
and governed by volunteer 
directors elected from 
the membership, by the 
membership. 

Members have access to a 
wide range of information on 
the member website and this 
is backed up by online forums 
and dedicated enquiry service 
available by phone or email. 

Over 4,000 people receive its 
regular email news bulletin, 
news@abcul, and the magazine, 
Credit Union News, which is 
published three times a year. 

ABCUL acts as secretariat 
for the All Party Parliamentary 
Group on Credit Unions. The 
APPG has over 150 members 
and is the catalyst for a range 
of parliamentary activity to 
promote credit unions. 

A range of products have 
also been developed by the 
Association. In 2006, the Credit 
Union Current Account was 
launched. This enables credit 
union members to manage 
their money with a VISA debit 
card, ATM access and direct 
debit facilities. In 2011, the 
Association launched the 
Credit Union PrePaid Card. 
By cutting out the middleman, 
the card provides a cost 

effective solution for money 
management for both credit 
unions and members. 

ABCUL launched a 
subsidiary company, 
Cornerstone Mutual 
Services (CMS) in 2012. 
CMS is a mutually owned 
company which now looks 
after products such as 
the Credit Union Current 
Account. As part of the 
Shared Business Model 
Project, it is delivering the 
Credit Union Expansion 
Project (CUEP), a major 2 
year project, which ABCUL 
has been contracted to 
deliver by the Department 
for Work and Pensions. 

Association of British Credit Unions Limited

  For more information please visit www.abcul.coop 
or email enquiries@abcul.coop

At the forefront of 
innovation in the global 
payments industry, 
MasterCard has a rich 
history of introducing new 
products and solutions 
that improve the overall 
service and experience 
of cardholders and 
merchants. We enable our 
customers to issue a wide 
range of physical and digital 
payment products including 
debit, credit and prepaid. 

We offer many solutions to 
meet the payment needs of 
consumers and businesses 
including safety, convenience 
and control.

MasterCard shares a common 
culture with the sector by 
putting the customer at the 
heart of what we do guided 
by our core values of Trust, 
Partnership, Agility and 
Initiative. We are committed to 
enabling the building society 

MasterCard 
The world’s most advanced payments technology company

  For more information, please contact:
  Graham Forsdyke, Head of Account 

Management, UK&I FIs
graham_forsdyke@mastercard.com  
or telephone 07796 954189
Simon Richards, Business Development, UK&I
simon_richards@mastercard.com  
or telephone 07796 954196
Rachael Jenkinson, Head of Strategy Development, 
Core Products
rachael_jenkinson@mastercard.com  
or telephone 020 7557 5112
www.mastercard.com

sector to expand their product 
range and offer relevant 
payment propositions to their 
members to create a viable 
alternative to traditional retail 
banks for consumers and  
small businesses. 

In 2012, MasterCard and the 
World Food Programme (WFP) 
entered into a partnership to 
deliver innovative solutions 
to meet the needs of the 
world’s hungry and vulnerable 
populations. The partnership 

links MasterCard’s 
expertise in technology 
and payment systems 
to WFP’s expertise in 
delivering food assistance. 
As well as helping the 
world’s hungry, the 
partnership will empower 
brands and consumers by 
providing more choices to 
“do good” by supporting 
the fight against hunger.

new associates

ABCUL is the leading trade association for 
credit unions in Britain. It provides a range of 
services to its members including information, 
training and events. 

MasterCard is a global payments and 
technology company that connects billions of 
consumers, thousands of financial institutions, 
millions of merchants, governments and 
businesses worldwide.


