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Batting for the City: Do the Trade Associations 
get it right?

Keyur Patel

Preface
First, I want to thank APCIMS (and its chief executive, Tim May) for providing support for this survey. It is 
a brave institution that is willing to help finance a report on the TA space without any assurance as to what 
conclusions or recommendations the author will arrive at. 
Fortunately, in the end, the survey comes to pretty much the 
same conclusion as David Lascelles and Mark Boleat came 
to ten years ago, in the CSFI’s first venture in this area1: - 
albeit a little more diffidently. The key quote (I think) is on 
p35:

“I cannot see any overwhelming rationale for an overhaul 
of TA structures in the post-crisis environment. Though 
there are important questions of cost, duplication and 
competition, there is still evidence to suggest that the 
financial services industry is best served by specialized 
bodies working together with broader, institutional ones.”

That’s a relief. My general philosophy tends to be that 
(in finance, as elsewhere) economies of scale tend 
to be exaggerated, while diseconomies of scale are 
underestimated. I would rather let a thousand flowers 
bloom, even at the risk of overlap, than see behemoths 
crush creativity. And it is certainly true that some of the 
most effective lobbying (in London and Brussels) has been 
done by smaller TAs – among which APCIMS has been 
prominent. That said, the climate today with regard to the 
way financial services are perceived is very different to 
that in 2002 – when many of us felt we walked on water, 
and when we really did not appreciate just how narrowly 
prescriptive regulation (in particular from the EU) was going 
to become. A couple of years ago, the CSFI commissioned 
an excellent paper on the City’s difficult relationship with 
Brussels2; in some sense, the present report is a companion 
piece. If the City is to retain its pre-eminence in European 

In Summer 2012, having then been 
at APCIMS for just under two years, I 
came across the CSFI’s first report on 
the Trade Association space.  I found 
this very informative, and it prompted 
me to ask Andrew Hilton if a follow up 
was planned.  He said yes – but as 
often happens, it needed some financial 
assistance.

With the landscape of financial services 
having suffered tremendously from 
various crises resulting in a lack of trust 
– and with both the UK and European 
regulatory structures having moved on 
significantly over the last five years – I 
felt it was important to review the TA 
space again.  This is how we came 
to provide some support towards this 
project.

I think what Keyur Patel has brought 
together is a very useful overview of 
the current TA space – with Section 6 
recommended as a thought-provoking 
read on where the space could begin to 
evolve from today.

Tim May
Chief Executive 

APCIMS

1. David Lascelles & Mark Boleat: “Who speaks for the City? Trade associations galore”. CSFI report #58, November 2002. 
2.  Malcolm Levitt: “Getting Brussels right: ‘Best Practice’ for City firms in handling EU institutions.” CSFI report #96, December 2010.
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and global finance, it is crucial that it makes its voice heard in both Brussels and Westminster. It doesn’t 
have to be (indeed, shouldn’t be) a single voice; the issues involved are too complex to be represented by 
monosyllabic grunts. But the voices need to sing in harmony – and to reflect the full range of concerns that we 
in the financial services sector share.

Second, I would like to thank Keyur Patel for doing the spade work, and for pulling the report together. He 
came to us an (unpaid) intern – and left as the Marjorie Deane fellow at the Financial Times. We much 
appreciate the time and effort he put into collecting and collating the information, and then writing up the 
results. Also, my thanks to our Senior Fellow, David Lascelles, for reviewing Keyur’s work – particularly in the 
light of his own 2002 paper.

Andrew Hilton
Director, CSFI
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A directory - 
and a 
critique of 
TA 
effectiveness

1. Background 
This paper is a follow-up to a CSFI study published a decade ago, entitled: ‘Who 
speaks for the City? Trade Associations galore’. It is the result of many interviews 
and conversations over the past few months with trade association officials, 
representatives from their member institutions and regulators, conducted on the basis 
of anonymity. 

It has two aims. The first is to produce a directory of the many TAs active in the 
UK financial sector. And the second is to explore some of the questions about what 
constitutes effectiveness and whether the landscape might benefit from structural 
change. 

As far as I know, there has been no study conducted specifically on UK financial TAs 
since 2002. It is not my intention to look at individual bodies in detail or to make 
specific recommendations. But I hope at least to lay out some of the main issues and 
biggest challenges they face.

2. The many voices of financial 
services

Introduction

Who speaks for the City? When David Lascelles and Mark Boleat asked the question 
for the CSFI in 2002 they identified no fewer than 50 trade associations: a mix 
of broad institutional bodies and sectoral specialists. Their study found that the 
landscape, though ostensibly cluttered, in practice served the multifarious interests of 
the UK’s financial services industry rather well. 

A decade later, the industry is in the midst of its biggest overhaul in a generation. In 
particular, five years after the financial crisis, it faces an avalanche of new regulation 
from Westminster, Brussels and beyond.

On the global stage, London is also struggling to maintain its status as the world’s 
leading financial centre. The eurozone’s banking union – due to be fully implemented 
next year – could erode the UK’s competitive advantage. The country’s future in the 
European Union is uncertain. Swathes of jobs in the industry are disappearing: more 
than 130,000 since 2008. And financial scandals over the past year – resulting in 
multi-billion pound banking fines – have wounded its reputation. 
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In 2011, financial and insurance services contributed £125.4bn in gross value 
added to the UK economy – some 9.4 per cent of the UK’s total3. Politicians are 
increasingly vocal about the need for more economic diversification; but even so, 
the City (meant in its wider sense, as the finance industry nationwide4) is certain to 
remain a central pillar of the economy. So the question of how best to represent its 
interests is a crucial one.

Who are the players?

The financial services industry has voices at many levels, some representing 
specialised constituencies, others which champion the industry as a whole. On 
an individual basis, many financial institutions maintain their own public affairs 
divisions (some having lobbying staff permanently stationed in Brussels, for 
example). But there are also many diverse bodies which speak for the collective 
interests of parts or all of the City. They include:

- UK trade associations: There are 47 TAs which are the subject of this paper, 
included on the basis that they:

• represent a sub-sector of the financial industry and are based in (or else have a 
major presence in) the UK;

• are funded by the subscription fees of corporate (rather than individual) 
members; and

• among their other roles, engage in lobbying activities 

 According to my estimate, they have a combined annual turnover in excess of 
£160m and employ more than 850 people. 

- European federations: The ‘associations of associations’, usually based 
in Brussels, bring together the leading TAs from across Europe to debate 
proposals and adopt common positions. They are not covered in this paper. For 
the banking, insurance and fund management sectors they are:

Federation Member 
associations

UK member(s)

European Banking Federation 31 British Bankers Association
European Insurance and 
Reinsurance federation

34 Association of British Insurers, 
International Underwriting 
Association of London

European Fund and Asset 
Management Association

27 Investment Management 
Association

3 Parliament.uk (Aug 2012) www.parliament.uk/briefing-papers/sn06193.pdf
4 As TheCityUK points out, the financial services industry employs around 2m people in the UK, more than two-

thirds of which work outside London. 

Many
voices at
many
levels...
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- Professional associations:  At least 20 professional bodies in the financial 
services sector are based in the UK (see box). Their main function is to offer 
qualifications and set professional standards, but some also publish policy 
submissions and are involved in lobbying. Their membership is mostly made 
up of individuals studying or working in finance, and can reach into the 
hundreds of thousands – the ACCA, for example, has 154,000 members and 
430,000 students globally:

Professional Associations for financial services headquartered in the UK
ACCA Association of Chartered Certified Accountants
ACT Association of Corporate Treasurers
AIA Association of International Accountants
CFA UK CFA Society of the UK

Chartered Banker Institute (Chartered Institute of Bankers in Scotland)
CFA Institute 

CII Chartered Insurance Institute
CIMA Chartered Institute of Management Accountants
CIPFA Chartered Institute of Public Finance & Accountancy
CISI Chartered Institute for Securities & Investment
CIOT Chartered Institute of Taxation
ICAEW Institute of Chartered Accountants in England and Wales
ICAS Institute of Chartered Accountants of Scotland

ifs School of Finance
IIA Chartered Institute of Internal Auditors
IRA Investor Relations Society
IPFM Institute of Professional Financial Managers
PFS Personal Finance Society
PMI Pensions Management Institute
STEP The Society of Trust and Estate Practitioners

 They are not covered in this paper.

- National associations: These are the cross-sectoral organisations which 
cover wider business interests, the largest being the Confederation of British 
Industry, which represents 240,000 institutions employing a third of the UK’s 
private sector workforce. The UK Chamber of Commerce (104,000 members) 
and the Quoted Companies Alliance (2,000 small and mid-size quoted 
companies) are other prominent examples. 

 They are not covered.

- The City of London Corporation: The City’s 950-year old municipal authority, 
financed by a mixture of public funds and its own investment income, 
spent £12.8m (9 per cent of its annual income) on what it called “City 
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representation” last year.5  Mark Boleat (who co-authored the predecessor to 
this report) became the chairman of its Policy and Resources Committee in 
2012.

- TheCityUK:  Set up in 2012 by the City of London Corporation, TheCityUK 
merged with International Financial Services London (‘British Invisibles’, as 
it was previously known) to become the industry’s foremost promotional body. 
Funded by its member firms – last year it received subscription fees of almost 
£3m – it has three broad aims: to engage with decision-makers and influence 
policy, to rehabilitate the industry’s reputation in the UK, and to champion its 
competitive interests overseas. It is not covered.

- The Financial Services Authority (Prudential Regulatory Authority/Financial 
Conduct Authority): The national regulator is usually on the other side of the 
table, receiving arguments and implementing policy. But it is also a conduit 
between the industry and decision-makers, often able to represent the broad 
interests of the industry more credibly than individual groups with specialist 
interests can. 

And many others…A myriad of discussion groups contributes to the debate. Some 
take a neutral perspective, such as the CSFI, which organises round-table discussions 
and publishes reports on a broad range of financial issues. Others are advocacy 
bodies, such as Mutuo, a think-tank which lobbies for mutuals. There are also various 
practitioner-led forums which bring together industry figures and policy-makers to 
debate policy, such as the International Regulatory Strategy Group and the European 
Parliamentary Financial Services Forum. They are not discussed in this report.

How much does the City spend on 
representation?

There is no definitive answer (and any estimate would no doubt be disputed 
because the question is politically charged). According to my calculations, the trade 
associations have a combined annual turnover of more than £160m. That number 
should be treated with caution, however: for some bodies, it includes overseas 
operations and income from supplementary activities which would not typically be 
undertaken by TAs.

The ten largest associations for which information was available generate annual 
subscription fees of £51.4m (p11). Given that there are 47 bodies covered in this 
paper, the total figure will be considerably higher than this. Another way of looking 

The TAs are
only one part
of the City's
voice...

5 City of London Corporation: http://www.cityoflondon.gov.uk/about-the-city/who-we-are/budgets-and-spending/
Documents/citys-cash-overview-2012-final.pdf 
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at it is to combine the TAs’ membership numbers: together they draw in more than 
10,000 corporate subscriptions.   

The only recent attempt I am aware of to quantify the City’s lobbying effort as a 
whole is a four-month study by the Bureau of Investigative Journalism published in 
July 2012 (taking the view that the finance sector was disproportionately influential).  
Using a methodology that seems quite rigorous6 , it estimated that the industry spent 
more than £92m lobbying politicians and regulators in the UK in 20117 - defined as 
spending on public affairs, government relations, policy or political donations.

More than a third of this figure, £34m, was attributed directly to TAs.8  Of the 
remainder, £10m was ascribed to the City of London Corporation, while the 
institutions themselves were estimated to have spent £9m directly, and a further 
£25m indirectly by employing external advisory groups (law firms, consultancies and 
public relations firms). 

The semantics of lobbying: While some TAs quite openly describe their activities as 
‘lobbying’, others – perhaps understandably in the current environment – endeavour 
to avoid the word altogether. For instance, one says on its website: “ICMA has never 
understood itself as an advocacy or lobbying organisation, but as an association with 
the objective of finding practical solutions in the steadily changing political and 
economic financial framework” – a sentiment reflected elsewhere. In the interests 
of plain English, this paper uses “lobbying” to describe any activity that aims to 
influence decision-makers.

3. The trade associations
There are around 2,400 trade associations in the UK9, at least 47 of which represent 
the many thousands of institutions across the country that make up the financial 
services industry, ranging from multinational banks and insurance companies to local 
credit unions and brokers. 

They vary widely in size, sectoral coverage and geographic reach. Some financial 
services TAs represent only specialised segments of a particular market; others, the 
full range of issues affecting their members. And many sectors have more than one 
TA speaking on their behalf. The mortgage market, for instance, is represented by 
a specialist body, the Council of Mortgage Lenders. But since nearly all mortgages 
are issued by banks and mutual societies, it also covered (albeit in less depth) by the 
British Bankers Association and by the Building Societies Association.

6 The Bureau of Investigative Journalism (July 2012) http://www.thebureauinvestigates.com/2012/07/09/how-the-
bureau-calculated-the-size-of-the-finance-lobby 

7 The Bureau of Investigative Journalism (July 2012) https://docs.google.com/spreadsheet/ccc?key=0Al1Cy1H3n8g
pdElTeFBTVlRfclczQnpjVWREYkN4N1E#gid=0 

8 Note that the BIJ study produced estimates for 17 TAs, compared to the 47 in this paper
9 As listed by the trade association forum: http://www.taforum.org/Members 

Huge
range of
TAs - even 
in financial
services...
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All but two of the TAs in this report are 
headquartered in the UK. The exceptions, 
the International Capital Market Association 
and the International Swaps and Derivatives 
Association, are included because they have 
offices and a major presence in London.

But some have a broader geographic scope 
than others. The retail TAs tend to have 
mostly domestic members, while the likes 
of the British Bankers Association and the 
Investment Managers Association represent a 
mix of domestic and foreign companies which 
operate in the UK. By contrast, the capital markets TAs juggle the requirements of 
members which operate in many financial centres across Europe and the world. 

These differences in geography typically reflect the nature of the regulation that 
affects member firms. A shift of power from national to international regulatory 
bodies is one of the biggest drivers of structural change – as there has been in the 
capital markets space in recent years.

There are also many bodies that do not represent the City, but that do count UK firms 
active abroad among their members – for example, the Institute of International 
Bankers (in the US) and the Association of German Banks (membership of which is 
mandatory for all banks operating in Germany). They are not covered in this paper, 
but need to be taken into account when weighing up the total subscription costs to the 
industry.

A changing emphasis

The TAs in this paper have two main functions in common. One, broadly, is 
‘representation’ of their sector, which (among other things) involves lobbying 
politicians and regulators, providing a neutral forum for firms to debate issues 
and adopt common positions, responding to consultations, and arguing cases. The 
other is to monitor the regulatory landscape and to gather, crunch and disseminate 
authoritative information about their sector – as one TA executive put it, “to interpret 
the outside world to our members, and not just our members to the outside world”. 

But they do so in an environment that has been transformed in two ways. The first 
was in the aftermath of the EU’s Financial Services Action Plan of 1999, the move 
towards a single market for financial services and the pre-eminence of European 
rules over national ones - with added firepower after the creation of the European 
Supervisory Authorities in 2011.  The second, of course, was the crisis – with all the 

“There are some issues 
which are zero-sum in an EU 
sense, where London wins 
at the expense of others… 
we are neutral in terms 
of financial centres. But 
many are ‘pareto optimal’ – 
everybody in the EU financial 
sector can win through 
effective regulation” – official 
at a ‘pan-European’ TA.

Representation
     vs
monitoring
     vs
damage
control...

Wide
range of
geographic
scope...



C S F I

CSFI 73 LEADENHALL MARKET, LONDON EC3V 1LT  Tel: 020 7621 1056 Fax: 020 7493 0190 E-mail: info@csfi.org Web: www.csfi.org 9

ensuing damage to the reputation and profitability of the industry – and the more 
punitive regimes under the Great Re-regulation.

A result of this regulatory overhaul is that, in general, there is much less space for 
trade bodies to promote members' strategic and competitive interests. The emphasis 
is shifting to what might (crudely) be called ‘damage control’: scrutinising and 
responding to the avalanche of rules put forward in Brussels and Westminster, and 
working to restore the battered reputation of the industry.  As the head of government 
affairs at one bank put it:
 

“There are 40-plus pieces of legislation that affect us – and though we actively 
focus on the parts that are very close to our business model, we are quite unable 
to concentrate on everything. Where the associations are particularly valuable 
to us is in their role breaking everything down, putting it into context and into 
a framework, asking us what’s important, and taking our concerns to decision-
makers.” 

A director at another large financial institution pointed out that the number of 
consultations affecting its several business lines had soared from around one a week 
in 2002 to as many as 400 overall in 2012 – and while it responded to a few of 
these directly, it relied chiefly upon TAs to manage the workload. Among the larger 
bodies, the Investment Management Association published 75 consultation responses 
in 2012, the Association of British Insurers published 61, and the British Bankers 
Association and the Association for Financial Markets in Europe 44 each.

TA finances

The TAs in this paper are generally not-for-profit organisations.  Some are structured 
as unincorporated entities; others as private companies limited by guarantee. 

Most derive the largest segment of their income – often more than two-thirds– 
from membership subscriptions. Another important source of funds for several 
organisations is running seminars and conferences: the National Association of 
Pension Funds, for instance, generated more than half (£3m of £5.6m) of its revenues 
in this way in 2011. A few – most notably the payments associations – also offer fee-
based services to members. 

In most cases, membership can be of two types: full or associate. Associate members 
tend to be businesses that have interests in a TA’s sector but are not part of its core 
constituency – law firms, consultancies, clearing and settlement houses, etc. In return 
for a lower fee, they are usually entitled to information and basic services, though in 
general they have less influence running the body than full members (associates are 
not usually eligible to become board members, for instance).

How are
the TAs
funded?
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TAs with highest percentage of associate members

Trade Association %
Loan Market Association 86
International Swaps and Derivatives Association* 70
Association for Financial Markets in Europe 66
London Bullion Market Association 52
Building Societies Association 46

Source: TA websites
* includes ‘subscription’ members

Annual subscription fees vary widely, ranging from hundreds of pounds to 
hundreds of thousands (and in a few cases for the biggest institutions, more than a 
million). They are usually weighted according to the member firm’s size, though 
a higher fee is not supposed to bring more influence. A few TAs levy a flat fee: 
for instance, the Loan Market Association charges £11,000 annually for a full 
membership and £6,000-£7,600 for an associate one. Some bodies, such as the 
British Bankers Association, allow only one membership per company; others, such 
as the Association of British Insurers, allow different divisions within a group to be 
separate members.

Size of TAs

Charting the bodies in this paper by turnover reveals a mix of sizes.  The smallest 
third turn over less than £1m, while at the other end, there are nine bodies which 
have turnovers of more than £5m.
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The tables show a £9.6m increase between 2001 and 2011. But the true figure is higher than that 
because the table for 2011 is not comprehensive: figures were not available for a few TAs which 
would certainly have made the Top 10 list, such as the Association of British Insurers (which topped 
the list in 2001) and the International Swaps and Derivatives Association.  

                                                           
10 Source: Annual accounts or other public information 
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TAs by turnover

Membership fee income (£m), 2001  

Association of British Insurers 14.2 

British Bankers Association 5.5 

Investment Management Association 4.5 

International Underwriting Association of 
London 

3.5 

Association of Investment Trust Companies 3.0 

International Securities Market Association 2.6 

Lloyd’s Market Association 2.4 

Council of Mortgage Lenders 2.1 

Building Societies Association 2.0 
Finance and Leasing Association 2.0 

 £41.8m 

Membership fee income (£m), 201110  

Association for Financial Markets in Europe 16.9 
(18.6) 

British Bankers Association 6.5 (10.0) 

Investment Management Association 5.9 (7.4) 
Lloyd’s Market Association 5.1 (7.2) 

Association of Investment Companies 4.2 (4.4) 
Loan Market Association 3.6 (4.0) 

Building Societies Association 3.0 (3.8)  

Finance and Leasing Association 2.4 (4.2) 
National Association of Pension Funds 2.1 (5.6) 

Futures and Options Association 1.7 (2.5) 

 £51.4m 

How
big?
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But this can be misleading because, as we have seen, turnover can include income 
from activities not normally undertaken by TAs. A better indication of underlying 
size is membership fee income. The tables below show the ten biggest bodies by that 
measure in 2001 and 2011 (annual turnover in parentheses):

Membership fee income (£m), 2001 Membership fee income (£m), 201110 

Association of British Insurers 14.2 Association for Financial 
Markets in Europe

16.9 (18.6)

British Bankers Association 5.5 British Bankers Association 6.5 (10.0)
Investment Management 
Association

4.5 Investment Management 
Association

5.9 (7.4)

International Underwriting 
Association of London

3.5 Lloyd’s Market Association 5.1 (7.2)

Association of Investment 
Trust Companies

3.0 Association of Investment 
Companies

4.2 (4.4)

International Securities 
Market Association

2.6 Loan Market Association 3.6 (4.0)

Lloyd’s Market Association 2.4 Building Societies 
Association

3.0 (3.8) 

Council of Mortgage Lenders 2.1 Finance and Leasing 
Association

2.4 (4.2)

Building Societies Association 2.0 National Association of 
Pension Funds

2.1 (5.6)

Finance and Leasing 
Association

2.0 Futures and Options 
Association

1.7 (2.5)

£41.8m £51.4m

The tables show a £9.6m increase between 2001 and 2011. But the true figure is 
higher than that because the table for 2011 is not comprehensive: figures were not 
available for a few TAs which would certainly have made the Top 10 list, such as the 
Association of British Insurers (which topped the list in 2001) and the International 
Swaps and Derivatives Association. 

Another indicator of size is corporate membership. The likes of the AIMA, ISDA and 
ICMA place highly because of their global reach. By contrast, the BIBA is confined 
to the UK – but it tops the list because its members are individually relatively small:

10  Source: Annual accounts or other public information 
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Corporate members of TAs (with annual turnover > £2.5m11)
British Insurance Brokers Association ~ 2,000
Alternative Investment Management Association ~ 1,300
International Swaps and Derivatives Association 669
British Private Equity & Venture Capital Association 530
International Capital Markets Association 441
Association of British Insurers 308
Investment Management Association 267
British Bankers Association 260
Finance and Leasing Association 244
Council of Mortgage Lenders 198

Governance & staff

Most of the TAs are governed by a board of directors composed of senior executives 
from a selection of their membership, and headed by a chief executive/director-
general. Non-executive directors are generally unpaid; executive pay at the larger 
associations runs well into six (and in at least one body, seven) figures. A few do not 
publish their accounts.

My estimates suggest that the bodies in this paper combined employ at least 850 
people, but information was not available in all cases and the true figure is almost 
certainly significantly higher. The biggest, the Association of British Insurers, 
employs around 100 people, while some of the smaller bodies have just a handful of 
staff. Again, pay is highly variable but at the top end, average professional salaries 
touch six figures.   

4. Mapping the landscape
Is there an ideal constituency for a trade association? According to Mark Boleat 
in 2002: “The ideal environment is one comprising entirely domestically-owned 
institutions which are specialist, operating almost entirely in the domestic market, 
where the institutions and the market itself are subject to special regulation. In such 
an environment, there is a clear commonality of interests.”

Of course, it is the case now as it was then that no sub-sector fully meets these 
requirements. Because of the complexity of financial markets and their participants, 
it seems impossible to conceive of a trade association landscape that will please 
everyone. In most cases, the individual bodies do not have a ‘natural’ constituency: 

11  Source: TA websites 

The ‘ideal’
constituency...
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their scope is largely arbitrary, and there are several alternatives that are just as 
plausible. 

The TAs have grown independently: most date from the last few decades when 
London emerged as a major international financial centre, through some are a century 
or more old. Financial innovation and the creation of new markets have created new 
bodies and compelled existing ones to adapt their constituencies, to merge or split, 
and sometimes to die. This process has at times been sluggish and inefficient, but it 
is on the whole driven by members: if the industry demands change and is proactive 
about it, then change is what it will get. The current structure is ad hoc and far from 
perfect, but an important argument in its favour is that it has been tried - and at least 
has not been found hopelessly inadequate.

An overview

Three broad associations cover pretty much the full spectrum of issues in the UK 
banking, insurance and investment management sectors. They are:

• The British Bankers Association, which represents both the retail and 
wholesale activities of domestic and international banks operating in the UK.  
Formed in 1919, it today has around 250 member institutions.

• The Association of British Insurers, which represents the general insurance, 
investment and long-term savings industry. It was formed by a merger of 
various sectoral associations covering the life, property and casualty insurance 
industries in 1985. Today, its members account for 90 per cent of insurance 
premiums in the UK domestic market.

• The Investment Management Association, formed in 2002 when unit trusts 
and open-ended investment companies were brought into the Fund Managers’ 
Association. It creates a broad sectoral voice for both institutional and retail 
members. It speaks for around 95 per cent of the UK’s £4.2 trillion investment 
management industry.

In the retail finance space, the BBA is joined by a couple of institutional bodies 
for smaller lenders: the Building Societies Association  and the Association of 
British Credit Unions. In addition, a variety of TAs specialise in particular markets 
and products, from mortgages to vehicle financing to unsecured short-term loans. 
The largest of these – the Council of Mortgage Lenders and the Finance and 
Leasing Association – have turnovers of a few million pounds; the smallest, just 
a few hundred thousand. There are also three associations that deal with money 
transmission. The retail insurance space is rather less crowded, consisting of just 
the ABI, the Association of Financial Mutuals (for mutual insurers), and the British 
Insurance Brokers' Association (for brokers).   

On the retail side of the asset management industry, as well as the IMA (for 
unit trusts) there is the Association of Private Client Investment Managers and 

The 
over-arching
TAs...

...and
more
specialised
bodies
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Stockbrokers, which speaks for wealth management and stockbroking firms that deal 
directly for the private investor. Investment trusts and other closed-ended investment 
companies traded in the UK are represented by the Association of Investment 
Companies.

Then there are associations which operate entirely at a wholesale level and which 
represent London alongside other financial centres. The Association for Financial 
Markets in Europe, which replaced the London Investment Banking Association, 
covers the full range of capital markets activities. It is joined by a handful of capital 
markets bodies that specialise in cash or derivatives markets. Among the larger ones 
headquartered in the UK are the Loan Market Association (syndicated loans) and 
the Futures and Options Association (derivatives, mostly exchange-traded). There 
are also the International Capital Market Association (debt capital markets) and the 
International Swaps and Derivatives Association (over-the-counter derivatives), 
headquartered in Zurich and New York respectively but having major activities in 
London.

In the wholesale insurance space, joining the ABI is the International Underwriting 
Association, which represents international and wholesale companies operating 
outside the Lloyd’s of London market. Since 2001, Lloyd’s underwriters have been 
chiefly represented by a single trade body, the Lloyd’s Market Association, though 
the Lloyd’s Corporation itself is another powerful voice. 

Along with the IMA, the ABI also speaks for institutional asset managers. The 
National Association of Pension Funds represents employers which provide pension 
schemes. Venture capital and private equity are covered by the British Venture 
Capital Association. And the Alternative Investment Management Association 
represents the global hedge fund industry.

Changing structures: the trends

We have noted that the changing climate has had a major impact on the trade 
associations’ day-to-day work, their strategy and priorities. But has it also 
precipitated a change in structures?

A decade ago, the predecessor to this report concluded: “Although much work is 
being done to merge and coalesce [the City’s] voices, the reality is that financial 
innovation is constantly adding to the swell. Despite an appearance of consolidation, 
the trend is actually the other the way: new trade associations are appearing all the 
time, and the bulk of them are less than 20 years old.”

Today, the evidence does not point to a strong trend in either direction. Certainly, 
since the turn of the century, there has not been the same proliferation of voices in 
the TA space as in the 1980s and 1990s, particularly after Big Bang.  But on the other 
hand, numbers are not really falling. 
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That is not to say that there has been no consolidation. The wholesale banking and 
capital markets space has been overhauled, with two major mergers over the last 
decade. The first, in 2005, brought primary and secondary capital market activities 
under the remit of the International Capital Market Association, replacing the 
International Securities Market Association and the International Primary Market 
Association. That reversed a bitter split two decades ago, when the primary market 
bankers walked away from what was then the Association of International Bond 
Dealers because they felt their interests were being ignored.

Alec de Lézardière, chairman of ISMA, said at the time of the merger: “Analysing 
the evolution of the capital markets industry, IPMA and ISMA both concluded that 
there was a need for a concentration of trade associations [because] interactions 
between products and business lines have increased, markets have become more 
integrated and European regulation constitutes a major challenge. We need one 
association able to anticipate the consequences of the evolution of our industry.”

The second was in 2009, when the London Investment Banking Association  (which 
focussed mainly on equities and investment bank policy) merged with the European 
unit of the Securities and Financial Markets Association  (which specialised in fixed 
income) to become the Association for Financial Markets in Europe. From LIBA’s 
perspective, it was an opportunity to redefine itself as an outward-looking, explicitly 
pro-European body, especially given the reputational damage and intense scrutiny 
the investment banking sector – and particularly the Anglo-Saxon ‘light touch’ 
regulatory philosophy – had come under after the crisis. AFME is one of the largest 
bodies in this paper, covering pretty much the full spectrum of wholesale markets 
issues and bringing in subscription revenues of almost £17m in 2011. 

APCIMS has also enlarged its foreign presence in order to gain a more international 
voice. In 2002-03 it took over the European Association of Securities Dealers.

On the retail side of the industry, one of the main structural changes has been to 
the insurance broking space, with the British Insurance Brokers' Association going 
though one split and one merger in the past few years. In 2009, the London Market 
Insurance Brokers' Committee broke away from the body, its parent association. The 
move was driven by Lloyd’s brokers’ demands for their own dedicated TA, following 
disagreements with other members over policy positions and costs. The ensuing 
body, the London & International Insurance Brokers’ Association, now has 141 
members.

In the other direction, the Institute of Insurance Brokers re-joined BIBA in 2011. 
It had broken away in 1987 owing to its concerns that the interests of smaller 
brokers were being overlooked – and for much of the time since, relations between 
the bodies were publicly strained. But as their interests converged and they faced 
an increasingly onerous regulatory regime, members pushed them to unify their 

Fewer new
entrants - 
but some
consolidation...
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lobbying efforts and cut duplication. Post-merger, BIBA represents almost 2,000 
brokers.

Elsewhere in the insurance sector, rationalisation has been more of a mopping-up 
operation. The Lloyd’s Market Association brought the Lloyd’s Motor Underwriters’ 
Association under its roof in 2005, four years after it was formed by the merger 
of five other sectoral bodies – meaning that just one body now represents all 
managing agents and syndicates operating with the Lloyd’s insurance market. And 
the Association of Financial Mutuals combined associations representing friendly 
societies and mutual insurers in 2009. 

Entrants and exits 

While there have not been many new entrants, there have been incidences of growing 
markets spawning their own representative body. One is the Peer-to-Peer Finance 
Association, which was formed in 2011 by three P2P companies to strengthen the 
credibility of the fast-growing industry as an alternative to traditional borrowing 
services.  Rhydian Lewis, the chief executive of RateSetter, one of its founding 
members, said at the time: “The message we want to send to the wider world is that 
Peer to Peer is working… As an industry, we would all encourage clearer regulation 
of P2P finance. The Association will give us a platform with which to lobby for P2P 
to be considered on an equal footing with other financial services.”  

Other TAs to have been created since 2002 include:

• The UK Business Angels Association, which was re-launched in 2012, in part 
due to renewed government support and tax breaks for angel investing after 
the 2010 election. It superseded the British Business Angels Association, 
which was set up in 2004.

• The London Energy Brokers’ Association, formed in 2003 by the Wholesale 
Market Brokers’ Association as London-based inter-dealer brokers 
increasingly began to offer services in energy markets. It has the same staff 
and offices as the WMBA, but is a separate body with distinct members.

• The LPEQ, an association of exchange-listed private equity investment 
companies. Founded in 2006 to raise understanding of private equity 
investment trusts, primarily in the UK, it now draws almost half its 
membership from firms on the Continent. 

One of the more influential new bodies operating in the space is TheCityUK (see 
p6). The successor to ‘British Invisibles’, it was set up in the aftermath of the crash 
to rehabilitate the reputation of the industry nationwide and promote its contribution 
to the economy. Insofar as it has a broad industry-wide reach and does not do more 
detailed technical work, it is not a TA (though it does rely upon subscriptions from 
the City for its funding, to the tune of around £3m per year). But it does oversee three 

A few
new
faces...
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forums which bring policymakers together with senior industry representatives and 
which have many TA executives on their council.

There have also been a few exits.  I found no current information for six of the 50 
bodies identified in the 2002 report:

Name Sector
Association of Savings Banks in London Non-UK savings banks
Credit Card Research Group Credit card issuers
Issuing and Paying Agents Association Issuing and paying
Aviation Insurance Offices Association Aviation insurance 
Association of Property Unit Trusts Property unit trusts
Corporation of Insurance, Financial and Mortgage Advisors Corporate treasurers

Note also that a few bodies listed in the previous paper are active today but are 
not included in the updated list. Examples include the Association of Corporate 
Treasurers and the Association of Business Recovery Professionals, which both have 
overlapping functions with TAs but are better categorised as professional bodies, 
focusing mainly on offering qualifications and training to individual members.

The UK Payments Industry
From 1985 until quite recently, the main voice of the payments industry was the Association 
for Payments and Clearing Services (renamed the UK Payments Administration in 2009) 
– an umbrella organisation comprised of several companies which ran the UK’s major 
payment clearing systems. But over the past few years, separate bodies have taken over 
much of its activities. Some are responsible for clearing and settlement; others are trade 
bodies. They include:

• The UK Cards Association, which was set up in 2009 and is responsible for 
“formulating and implementing policy on non-competitive aspects of card payments”. 
It has 26 member firms which together issue most of the country’s credit and debit 
cards. 

• The Payments Council, a membership body set up in 2007 by payments service 
providers (mostly banks) to set strategy for UK payment mechanisms. The 
government recently recommended measures to curb the Council’s autonomy and 
overhaul its governance12 as a result of concerns about the transparency of its 
decision-making, following its widely criticised (and ultimately reversed) decision in 
2009 to phase out cheques.

• Swift UK, representing UK users of the Society for Worldwide Interbank Financial 
Telecommunication network, used by more than 10,000 financial institutions 
worldwide.

Overall, however, apart from in the capital markets arena, consolidation has been 
sporadic: even with relatively few new entrants, the total number of bodies remains 
fairly constant. Yet, as the last report pointed out, it is the desire of many financial 

12  HM Treasury, July 2012: http://www.hm-treasury.gov.uk/fin_consumer_payments.htm 
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institutions – particularly the largest ones, which are members of as many as half the 
bodies in this paper, and many more abroad – to see fewer TAs, especially with the 
pressure to cut costs in the current climate. 

Is there appetite from the industry to drive through more consolidation? This is 
explored in the next sections. First we need to look at a broader question: what is it 
that makes trade associations effective?

5. What makes TAs effective?
While TAs operate in the free marketplace, they clearly cannot be judged by the 
same standards as profit-making companies. How, then, can their value be gauged? 
One answer is that successful associations are the ones which get their subscriptions 
renewed: after all, they exist to represent member firms which are free to withdraw 
their support if they are not satisfied. But on what basis do members make that call? 
Much of the important work trade bodies do is intangible and not easily measurable. 
Lobbying successes, for example, are often impossible to quantify, especially if 
several bodies are active in the same space.

Assessing the efficacy of TAs is, therefore, mainly a qualitative process. From 
my conversations with TA officials, members and regulators, it seems that what 
distinguishes the good from the less good comes down to five broad qualities: 

• One is influence, the general recognition by the industry and decision-makers 
that an association has the authority and credibility to speak on behalf of its 
sector. 

• Another is subject matter expertise, an exhaustive knowledge of its members’ 
activities and the regulatory environment in which they operate. Crucial here 
is technical proficiency, the ability to make arguments that are authoritative, 
rigorously researched and evidence-based.

• A third is focus. The best associations ensure they take the lead on issues 
where they have specialist skills, but do not stray too far into other areas. 

• A fourth is cohesiveness, the ability to coordinate effectively with other 
associations and industry representatives on matters of common interest.

• A fifth is cost effectiveness. TAs should ensure that they give no impression 
of profligacy and do not pour resources into activities that duplicate what is 
already available elsewhere.

How do 
you judge
success in
the TA
space?
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A retail-wholesale divide
While there are qualities that the best TAs have in common, different markets have different 
representational needs – one size does not fit all. In general, wholesale TAs need to be 
more European (and global) in focus than their retail counterparts because of the nature of 
regulation affecting their sector. However, some retail Trade Associations, such as APCIMS, 
are significantly affected by the EU’s use of Regulations on top of Directives.  While retail 
TAs are also affected by Continental rulemakers, for products such as mortgages every 
national government will fight to set its own standards – because the issue is crucial for 
voters – and so engagement is mostly domestic. Retail trade bodies also tend to be more 
public-facing and high-profile in the media because their products are important to most 
people in their day-to-day lives.

A perennial question is whether TAs work best when they are big and represent a 
broad constituency, or when smaller and narrowly focused. In other words, what is 
the trade-off between size and specialization?

The oldest TAs were generally of the broad, institutional type: the BSA, for instance, 
was founded in 1869, and the BBA and LIBA both trace their roots to around 1920. 
The specialised bodies emerged mostly over the past few decades with the creation 
of new markets which required a lobbying effort of their own.

A decade ago, the predecessor to this paper identified two general trends that seemed 
to favour the specialised TA:

• One was the transformation of the finance sector from one driven by 
institutions to one driven by products and markets. As the report pointed out, 
“While the institutional TA can take a broad industry view, it is up to the 
specialist TA to deal with specific issues.”

• Another was the increasing granularity of regulation, requiring finely-honed 
specialist knowledge – which might exist within large institutional TAs but 
which could be “delivered in a purer form by the specialists”.

Both points are still valid today. Indeed, I would add that the need for specialist 
technical knowledge is more acute, with the sheer quantity of detailed regulation 
in the current climate. That is not to say that broader TAs cannot provide the 
necessary expertise, perhaps by having specialist divisions under a larger umbrella 
– and indeed, one advantage of such an arrangement is the opportunity for cross-
fertilisation between divisions. But there is the risk that, particularly at an executive 
level, they can lack focus on individual issues because they are spread too thin.

The 2002 paper concluded that the evidence supported the case for a multiple and 
varied TA sector. “City institutions are almost certainly best served by specialised 
TAs which are strong on the subject rather than large TAs who have to satisfy a broad 
church”, wrote David Lascelles.

Big,
broad or
focused?
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Is there any evidence today of the pendulum swinging in the other direction? Maybe; 
there are two main concerns. One is that bodies with specialist agendas may find it 
difficult to get a hearing with populist politicians – especially in Brussels. As one 
practitioner put it: “politicians and the public – ultimately, the people whom TAs 
are trying to persuade – don't see the financial sector in such discrete terms... they 
see banks as a broad constituency”. Another is that diversity can lead to functional 
overlap and mission creep, and firms struggling to cut costs cannot afford to pay 
several bodies to do essentially the same work.

The case for specialist TAs
The chief executive of one specialised TA pointed to a number of advantages of having 
separate entities represent individual markets. One is that specialised bodies tend not 
to be institutionally split, a source of strength with decision-makers who are keen to hear 
arguments beyond one type of institution’s parochial interests. Another is that members will 
appoint people to a specialized TA’s board who are experts in that market – making it easier 
to assess the trade body’s effectiveness and justify its fee. And a third is to create a kind 
of ‘reputational firewall’, so if one TA damages its brand (as is always a risk in an industry 
under heavy fire) firms in other sectors will not be tainted.  

He added: “Philosophically, my view is that what a trade body needs is a sense of technical 
commitment and involvement, not just by the headline board, but by the specialists 
underneath it. In large bodies people tend to lose a sense of ownership; you tend to get a 
focus that is only at the highest level… and I think a lot of the value of the trade bodies is in 
some of the detailed work they do”.

Does size equal influence?

To some extent, the answer is yes. Officials will often agree to meet with broad 
associations backed by a large constituency, such as the BBA or AFME, “if just to 
tick a box” – a luxury often not afforded to smaller bodies, which must be more 
proactive to get their views heard.  The ability to demonstrate geographic coverage 
beyond the UK seems especially helpful when making a point in Brussels: one of 
the main reasons for LIBA merging into AFME was to dispel the impression that it 
engaged in ‘special pleading’ for London.

But the problem with being broad is that it can lead to ineffectiveness: by trying 
to satisfy too broad a constituency, output may fail to be meaningful. And having 
to get approval from many members with 
different interests can be cumbersome in an 
environment where agility is crucial.

Moreover, while TAs, may need critical 
mass to command attention, there is plenty 
of evidence that specialised bodies can be 
influential, even on broad issues. For example, 

“The risk is that very large 
trade bodies produce an 
‘average of an average’. 
You get down to an anodyne 
position that everyone can 
agree with. But then is what’s 
left really worth saying?” – 
Public policy banker



ASSOCIATION SECTOR CORPORATE 
MEMBERS CHIEF EXECUTIVE CONTACT WEBSITE AND CONTACT EMAIL

RETAIL BANKING AND FINANCE

ABCUL
Associate of British 
Credit Unions

Credit unions 276 Mark Lyonette Holyoake House,
Hanover St, 
Manchester,
M60 0AS

+44 (0) 161 832 3694

www.abcul.org 
info@abcul.org  

ABFA
Asset Based Finance 
Association

Asset-based finance 41 Full
60 Affiliate
2 Associate

Kate Sharp 3rd Floor, 20 Hill Rise,
Richmond, 
Surrey, 
TW10 6UA

+44 (0) 208 332 9955

www.abfa.org.uk

AMI
Association 
of Mortgage 
Intermediaries

Mortgage 
intermediaries

Robert Sinclair 1st Floor, Midsummer Court, 
314 Midsummer Boulevard, 
Milton Keynes, MK9 2UB

+44 (0) 190 8 84 7021

www.a-m-i.org.uk
policy@a-m-i.org.uk

BBA
British Bankers 
Association

Retail and wholesale 
banks

193 Full
67 Associate

Anthony Browne Pinners Hall,
105-108 Old Broad Street, 
London, 
EC2N 1EX

+44 (0) 207 216 8800

www.bba.org.uk 
info@bba.org.uk

BCCA
British Cheque 
Cashers Association

Unsecured short 
term loans and third 
party cheque cashing 
services

Rachael Corcoran Portal Business Centre,
Dallam Court, Warrington,
WA2 7LT

+44 (0) 192 542 6090

www.bcca.co.uk

BSA
Building Societies 
Association

Building societies 56 Full
47 Associate

Adrian Coles 6th Floor, York House, 
23 Kingsway, 
London,
WC2B 6UJ

+44 (0) 207 520 5900

www.bsa.org.uk
simon.rex@bsa.org.uk

BVRLA
British Vehicle, 
Rental and Leasing 
Association

Leasing and rental of 
cars and commercial 
vehicles

~500 John Lewis River Lodge, Badminton Court, 
Amersham, Buckinghamshire,
HP7 0DD

+44 (0) 149 443 4747

www.bvrla.co.uk
info@bvrla.co.uk

CCA
Consumer Credit 
Association

Consumer credit ~500 Jack Bennett Queens House,
Queens Road, 
Chester,
CH1 3BQ

+44 (0) 124 431 2044

www.ccauk.org
cca@ccauk.org 

CCTA
Consumer Credit 
Trade Association

Consumer credit Greg Stevens Suite 4, The Wave,
1 View Croft Road, 
Shipley,West Yorkshire, BD17 
7DU

+44 (0) 127 471 4959

www.ccta.co.uk

CFA UK
Consumer Finance 
Association

Unsecured short term 
loan

7 Russell Hamblin Boone 78 Pall Mall,
London,
SW1Y 5ES

+44 (0)203 178 7408

www.cfa-uk.co.uk

CML
Council of Mortgage 
Lenders

Mortgages 113 Full
85 Associate

Paul Smee Bush House, North West Wing, 
Aldwych, London
WC2B 4PJ

+44 (0) 845 373 6771

www.cml.org.uk

FLA
Finance and Leasing 
Association

Asset finance, 
consumer finance, 
motor finance

244 Stephen Sklaroff 2nd Floor, Imperial House,
15-19 Kingsway, London,
WC2B 6UN

+44 (0) 207 836 6511

www.fla.org.uk
info@fla.org.uk

NACFB
National Association 
of Commercial 
Finance Brokers

Business finance 
brokers

Adam Tyler Hamilton House,
1 Temple Avenue, London,
EC4Y 0HA

+44 (0) 207 489 2056

www.nacfb.org
admin@nacfb.org.uk



P2P Finance 
Association

Peer-to-peer finance Christine Farnish 
(independent chairman)

p2pfinanceassociation.org.uk
info@P2PFinanceAssociation.org.uk 

PCS
Prime Collateralised 
Securities 
Association

Prime Collateralised 
Securities

40 40 Gracechurch Street, 
London,
EC3V 0BT

www.pcsmarket.org
pcs.association@pcsmarket.org

TISA
Tax Incentivised 
Savings Association

Government 
sponsored savings 
and investment 
vehicles

145 Tony Vine-Lott Dakota House, 25 Falcon 
Court, Preston Farm Business 
Park, Stockton-on-Tees, TS18 
3TX  

+44 (0) 164 266 6999

www.tisa.uk.com

UK Cards 
Association

Card payments 
industry

26 Graham Peacop 2 Thomas More Square,
London,
E1W 1YN

+44 (0) 203 217 8200

www.theukcardsassociation.org.uk

UKPC
Payments Council

UK payment systems 
and services

31 Full
23 Associate

Adrian Kamellard 2 Thomas More Square,
London,
E1W 1YN

+44 (0) 203 217 8200

www.paymentscouncil.org.uk
questions@paymentscouncil.org.uk

WHOLESALE BANKING AND CAPITAL MARKETS

AFB
Association of 
Foreign Banks

Foreign banks and 
securities houses

178 John Treadwell 1 Bengal Court,
London,
EC3V 9DD

+44 (0) 207 283 8300

www.foreignbanks.org.uk
secretariat@foreignbanks.org.uk 

AFME
Association for 
Financial Markets in 
Europe

Investment banks and 
securities dealers

65 full
127 associate

Simon Lewis St. Michael's House,
1 George Yard, 
London, 
EC3V 9DH

+44 (0)20 7743 9300

www.afme.eu

FOA
Futures and Options 
Association

Futures trading, 
options, derivatives

159 Anthony Belchambers 2nd Floor,
36-38 Botolph Lane, London, 
EC3R 8DE,

+44 (0)20 7929 0081

www.foa.co.uk

ICMA
International Capital 
Markets Association

Capital markets 323 Full
105 Associate

Martin Scheck 23 College Hill,
London, 
EC4R 2RP

+44 (0) 20 7213 0310

www.icmagroup.org

ISDA
International Swaps 
and Derivatives 
Association

Over-the-counter 
derivatives

203 Full
90 Associate
376 Subscriber

Robert Pickel One Bishops Square,
London,
E1 6AD

+44 (0) 20 3088 3550

www2.isda.org
isdaeurope@isda.org 

ISLA
International 
Securities Lending 
Association

International securities 
lending

85 Full
11 Associate

Kevin McNulty 4 Lombard Street,
London,
EC3V 9AA

+44 (0)207 933 8683

www.isla.co.uk
admin@isla.co.uk

WMBA 
Wholesale Market 
Brokers' Association

Inter-dealer broker 
industry

11 Alex McDonald Warnford Court,
29 Throgmorton Street, 
London,
EC2N 2AT

+44 (0) 207 947 4900

www.wmba.org.uk
information@wmbaa.org
(LEBA and the WMBA share offices and 
staff)

INSURANCE

ABI
Association of 
British Insurers

General insurance, 
investment and long-
term savings

308 Otto Thoresen 51 Gresham Street,
London,
EC2V 7HQ

+44 (0) 207 600 3333

www.abi.org.uk

AFM
Association of 
Financial Mutuals

Mutual insurers, 
friendly societies and 
other financial mutuals

55 Full
30 Associate

Martin Shaw 7 Castle Hill,
Caistor, Lincolnshire,
LN7 6QL

+44 (0) 844 879 7863

www.financialmutuals.org
martin@financialmutuals.org



BIBA
British Insurance 
Brokers Association

Insurance brokers and 
intermediaries

2000 Eric Galbraith 8th Floor, John Stow House,
18 Bevis Marks, London,
EC3A 7JB

+44 (0) 844 770 0266

www.biba.org.uk
enquiries@biba.org.uk

IUA
International 
Underwriting 
Association of 
London

International and 
wholesale insurance 
and reinsurance 
companies

40 Full
24 Associate

Dave Matcham London Underwriting Centre, 
3 Minster Court, Mincing Lane, 
London, EC3R 7DD

+44 (0) 207 617 4444

www.iua.co.uk
info@iua.co.uk

ILAG
Investment and Life 
Assurance Group

Life Assurance and 
Wealth Management

48 Full
39 Associate

Sue Rice (Group Director) www.ilag.org.uk

LIIBA
London & 
International 
Insurance Brokers’ 
Association

insurance and 
reinsurance brokers

141 2nd Floor, 78 Leadenhall 
Street,
London,
EC3A 3DH

www.liiba.co.uk

LMA
Lloyd's Market 
Association

Lloyd’s underwriting 
community

61 Full
51 Associate

David Gittings Suite 426, Gallery 4, 
1 Lime Street, London,
EC3M 7DQ

+44 (0) 207 327 3333

www.lmalloyds.com
lma@lmalloyds.com

FUND MANAGEMENT

AIMA
Alternative 
Investment 
Management 
Association

Hedge Funds 
and Alternative 
Investments

1,300 Andrew Baker 2nd Floor,
167 Fleet Street,
London, EC4A 2EA

Tel +44 (0)207 822 8380

www.aima.org

AIC
Association 
of Investment 
Companies

Closed-ended 
investment companies 
(investment trusts)

131 Stephen Haddrill 9th Floor 24, Chiswell Street,
London,
EC1Y 4YY

+44 (0) 207 282 5555

www.theaic.co.uk
enquiries@theaic.co.uk

BVCA
British Private Equity 
& Venture Capital 
Association

Private equity 
&venture capital 
institutions, individuals

530 Mark Florman 1st Floor North Brettenham, 
House, Lancaster Place, 
London, WC2E 7EN

+ 44 (0) 20 7420 1800

www.bvca.co.uk
bvca@bvca.co.uk

Listed Private Equity 
Companies

Listed private equity 
companies

20 Andrea Lowe 1st Floor North Brettenham, 
House, Lancaster Place, 
London, WC2E 7EN

+44 (0)20 7420 1880

www.lpeq.com

IMA - Investment 
Management 
Association

Investment managers 197 Full
70 Associate

Daniel Godfrey 65 Kingsway,
London, 
WC2B 6TD

+44 (0)20 7831 0898

www.investmentfunds.org.uk
ima@investmentuk.org

NAPF
National Association 
of Pension Funds

Workplace pensions Joanne Segars Cheapside House,
138 Cheapside, London
EC2V 6AE

www.napf.co.uk

SPECIALISED

APCIMS
Association of 
Private Client 
Investment 
Managers and 
Stockbrokers

Wealth management 114 Full
62 Associate

Dr Tim May 22 City Road,
Finsbury Square, London,
EC1Y 2AJ

+44 (0) 20 7448 7100

www.apcims.co.uk
enquiries@apcims.co.uk

APFA
Association of 
Professional 
Financial Advisers

Financial advisers Chris Hannant (Policy 
Director)

26 Throgmorton Street,
London,
EC2N 2AN

+44 (0) 207 628 1287

www.aifa.net
events@apfa.net

IMMFA International 
Money Market Funds 
Association

European triple-A 
rated money market 
funds

30 Susan Hindle Barone 
(Secretary General)

65 Kingsway,
London,
WC2B 6TD

+44 (0)20 7269 4669

www.immfa.org
admin@immfa.org



IPFA
International Project 
Finance Association

International project 
finance, private 
finance initiatives

413 Geoff Haley (Chairman) Unit 104, Hatton Square 
Business Centre, 16-16A 
Baldwins Gardens
London, EC1N 7RJ

+44 (0) 207 831 2222

www.ipfa.org
info@ipfa.org

LBMA 
London Bullion 
Market Association

Wholesale market 
for gold and silver in 
London

66 Full
71 Associate

Stewart Murray 1-2 Royal Exchange Buildings,
Royal Exchange,
London, EC3V 3LF

+44 (0)20 7796 3067

www.lbma.org.uk
mail@lbma.org.uk

LEBA
London Energy 
Brokers' Association

Over the Counter 
and exchange traded 
energy markets

7 Alexander McDonald Warnford Court,
29 Throgmorton Street, 
London,
EC2N 2AT

+44 (0) 207 947 4900

www.leba.org.uk
(LEBA and the WMBA share offices and 
staff)

LMMA
London Money 
Market Association

Sterling money 
markets

26 Ian Mair (Chairman) 2 Gresham Street,
London,
EC2V 7QP

www.lmma.org.uk
info@lmma.org.uk

SWIFT UK SWIFT users 84 2 Thomas More Square,
London,
E1W 1YN

+44(0)20 3217 8224

www.swiftuk.org.uk
swiftuk@paymentscouncil.org.uk

UK Business Angels 
Association

Angel investors Jenny Tooth Pinners Hall, 105-108 Old 
Broad, Street, London,
EC2N 1EX

+44 (0)20 7628 7222

www.ukbusinessangelsassociation.org.uk 
info@ukbusinessangelsassociation.org.uk 
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one official who works closely with TAs told me that during the passage of the 
Financial Services Bill – which created the PRA and FCA – he was struck by how 
the views of one relatively small TA were reflected in the questions asked by the 
chairman of the Treasury Select Committee.  

The impression I got is that credibility is more important than size – in particular, the 
confidence that TAs have detailed knowledge about their members and the authority 
to speak on behalf of their sector. Even where a smaller voice may not be very 
influential on its own, it can add credibility to the industry’s overall message. The 
head of government affairs at one bank said:

“I see value in having consistent and coordinated voices. A chorus of voices, 
even if some are quite small, can be more powerful than one big one. I wouldn't 
necessarily be in favour of merging everything for the sake of it, unless there's 
some massively overriding economic or presentational value to it. It’s best to have 
a range of opinions come to the table.”

The FSA split
The FSA’s responsibilities were split between the Financial Conduct Authority and the 
Prudential Regulatory Authority in April, the former being the main point of communication 
with trade bodies under the dual system. 

At the time of the last report, the regulator had its own TA officer whose job was to keep 
track of all the industry bodies. This is no longer the case; but, before its demise, the FSA 
said it liaises with a list of 86 bodies (including TAs and professional associations) through 
its ‘firm communications’ team. It has also had a Trade Association Co-ordination Committee 
since 2005, specific to the markets division, which held quarterly meeting with several TAs, 
and it said it envisaged carrying on these meetings under the FCA. 

Getting the message right

Getting a hearing is one thing; getting the message across is another. Essential to the 
efficacy of the associations is the tone of their engagement with policy-makers and 
regulators. For a wider analysis of how the City should engage with a Continental 
audience, I defer to Malcolm Levitt’s CSFI paper titled ‘Getting Brussels right: Best 
practice for City firms in handling EU institutions’. But I would make a few points 
specific to TAs.

I believe that, at times since the crisis, the financial services industry has been 
guilty of using an over-aggressive tone, particularly at a European level. It is 
widely believed that this has hurt the City when it has tried to affect EU legislation: 
the Alternative investment Fund Management Directive is frequently cited as an 
example. 

“Credibility is
more
important
then size”

‘Tone’ is
important...
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The problem is that TAs have to perform a balancing act. On the one hand, they are 
funded by, and exist to represent, members who may want to air politically unpopular 
views (and an advantage of institutions going through their TA is that they can in a 
sense ‘hide’ behind it). On the other hand, their effectiveness depends on prudent use 
of the industry’s limited political capital. This can force associations to undertake 
activities which might not be in their own best interests. An example came in October 
2010, when the British Bankers Association prompted (and subsequently lost) a 
judicial review on behalf of UK banks against the FSA and Financial Ombudsman 
Service over the handling of payment protection insurance claims. Its chief executive 
at the time, Angela Knight, subsequently conceded to the Parliamentary Commission 
on Banking Standards that she was “enormously uncomfortable” about seeking the 
review, but that it was a move driven by board members.

Views on advocacy ‘best practice’ for TAs
• Engage with facts and technical evidence, not ideology:

 “You shouldn’t talk in terms of regulatory philosophies; you should talk in terms of 
the technical issues. A hundred speeches aren’t going to change anything but a 
hundred well-argued documents – though incredibly time-consuming and effort-
worthy – might. By and large, trade bodies get that. I haven’t seen much evidence of 
grandstanding” 

 – Official who has worked at the European Commission and UK Treasury 

• Be sympathetic to the pressures that recipients of lobbying are under: 

 “It seems obvious to me that you’re never going to achieve your ends with 
democratically-elected Continental colleagues by telling them that they’re idiots and 
that ‘Britain knows best’ – when, unless they are psychotic, they believe they’re trying 
to do the right thing in their jobs”

  – Director of policy at (UK-headquartered) TA.

• If problems need to be flagged up, don’t simply criticise:

 “TAs need to represent their members constructively… if there’s a flaw in proposed 
legislation, don’t just dismiss it as wrong, but come up with an appropriate solution. 
Perhaps too often, you see negativity without reflection coming into replies to 
consultations” – Government affairs banker

A Continental focus?

One way UK TAs can get their views across on the Continent is through their pan-
European federation. Many of the TAs covered in this paper are members of at least 
one of the following:
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Federation Member 
associations

UK member(s)

European Banking Federation 31 British Bankers Association
European Factoring and 
Commercial Finance Federation

16 Asset Based Finance Association

European Federation of Finance 
House Associations

15 Finance & Leasing Association

European Federation of Insurance 
Intermediaries

51 British Insurance Brokers’ 
Association, London & International 
Insurance Brokers’ Association, 
Association of Professional Financial 
Advisers

European Fund and Asset 
Management Association

27 Investment Management Association

European Insurance and 
Reinsurance Federation

34 Association of British Insurers, 
International Underwriting Association 
of London

European Mortgage Federation 26 Building Societies Association, 
Council of Mortgage lenders

European Federation of Leasing 
Company Associations

44 British Vehicle Rental and Leasing 
Association, Finance & Leasing 
Association

In addition to these, the Association for Financial Markets in Europe is part of 
its own federative structure, with a parent body in the Global Financial Markets 
Association, and sister associations covering the US and Asia.13  

However, it is quite clear that TA members also demand that the bigger UK 
associations engage in Brussels independently as well. One reason is, as we have 
seen at the domestic level, the problem of size – European federations, with national 
interests to juggle, often find that when they do reach an agreement it is diluted to the 
point of banality.

There is no easy way to measure the scale (or effectiveness) of TAs’ activities 
in Europe. One rough proxy might be to look at the European Commission and 
European Parliament lobbyists' Transparency Register14 . It lists at least 17 of the 
bodies in this paper, which together employ 137 people who engage in lobbying in 
Brussels. They are:

13  One group we have not mentioned are pan-European associations which have UK firms among their members 
but no operations in London. Examples are the European Savings Bank Group (Lloyds Banking Group) and the 
Association of Mutual Insurers and Insurance Cooperatives in Europe (LV=, the Co-operative Insurance).

14 Europa Transparency Register: http://europa.eu/transparency-register/index_en.htm 

Dealing
with
Europe...
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UK TAs on EU Transparency Register (and number of registered persons)
Association for Financial Markets in 
Europe

50 International Swaps and Derivatives 
Association

6

Investment Management Association 15 British Insurance Brokers Association 5
British Bankers Association 15 Association of British Insurers 5
British Vehicle, Rental and Leasing 
Association

14 Association of Investment Companies 4

International Capital Markets 
Association

11 International Securities Lenders 
Association

3

Wholesale Market Brokers' 
Association

7 Council of Mortgage Lenders 2

Building Societies Association 7 International Underwriting Association 
of London

1.5

Finance and Leasing Association 7 Consumer Finance Association 1
British Private Equity and Venture 
Capital Association

6
Total 137

How effective is the City’s lobbying in Brussels? According to Levitt’s paper, the 
evidence is mixed. Some of those who were lobbied confirmed the perception of 
overlobbying, he wrote, while others insisted “the more we hear the better”.

I can confirm this. I heard a number of anecdotes of “farcical” situations in which 
several groups with common members would (unwittingly) lobby the same MEP on 
the same issue on the same day – sometimes even with contradictory messages. This 
kind of thing is clearly unconstructive.

But the reaction wasn’t always sympathetic to European officials. While accepting 
the broader point, the head of public policy at a large UK financial institution added:

“This is where I get a little frustrated with legislators and policy-makers. It’s their 
job: if you're going to propose very important regulatory changes to any industry, 
you will get lots of people coming to you and trying to make their case. That's a 
perfectly normal part of how legislation works – particularly in Brussels, which 
often lacks the technical expertise because the whole process is under-resourced. 
You need the industry to come in with technical expertise to try and explain what 
will and won't work.”  

Given their different interests, financial firms naturally insist on the right to do their 
own lobbying, as well as going through representative bodies. And as Levitt noted, 
the Commission sometimes quotes the number of submissions it has received making 
a particular point, and the number taking a contrary position. This seems to imply 
that the more submissions there are, the greater will be the weight put on them.

So what can TAs do? The danger of cutting down on direct lobbying is that it 
blunts the industry’s message and reduces engagement with decision-makers to a 
box-ticking exercise. What is required is to stamp out overlobbying, and to guide 
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members on what types of arguments are likely to be well received. As the chief 
executive of one association said: 

“I think a trade body that introduces its members to policy-makers, and advises 
them on how to go about lobbying, is actually quite effective. The trade body 
doesn't necessarily have to front: but, at the most basic level, TAs should be 
guiding their members with advice such as: 'don’t go this week, because you’ll be 
the third UK bank this week to be lobbying on this point and they’re getting pretty 
pissed off'.”

Organisations with the same message should also be encouraged to hold joint 
meetings with officials; a show of unity can provide a powerful message. The 
point is to ensure that policy-makers do not feel their time is being wasted. As one 
official pointed out, MEPs cover issues from human rights to food supplies, financial 
services being only one – “don’t have a meeting to say you’ve had a meeting”.

Overlap and duplication

There are two types of TA overlap: membership and functional. The first, as we 
have seen, is common: larger institutions are members of many TAs, reflecting 
their different business lines.  Where there is functional overlap, however, problems 
can arise. Since one of the most important TA roles is to produce a consensus 
between firms that compete aggressively, having two or more associations with little 
distinction in their focus is undesirable.

There were three main concerns raised about overlap. One, as we have seen, is that 
a babble of voices might appear to decision-makers as overlobbying. Another linked 
point is that overlap fragments the industry voice, leading to confusion about which 
bodies speak authoritatively on which issues. And a third is the issue of cost - not just 
in terms of subscription fees, but also the time and resources required by members to 
engage with the TAs and to ‘manage’ them.

Competition or cooperation?

Competition between TAs is to some extent inevitable and is not necessarily a bad 
thing – as one TA said, “it spurs us to ensure that our analysis is good”. 

That said, several TA members told me that, at times, competition has been damaging 
to the industry’s interests. The CSFI’s previous report found that the TA space is 
a very political area: “turfs are jealously guarded, traditions upheld, ‘competitors’ 
talked down… this is a sector that has its share of empire-builders and stuck-in-the-
muds.” 

I did not get the sense of any damaging hostility between TAs today. But, in the 
current climate, a real concern is that TAs feel such pressure to demonstrate value 

Problems of
industry
structure...
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(in order to maintain their income) that they 
are overreaching into areas where they lack 
technical proficiency.

It comes down to the issue of focus. As one 
external affairs specialist said:

“I do sometimes see trade bodies operating 
as some sort of beauty parade, where 
they’re trying to compete against one 
another. Whereas, actually, members are best served if they understand which 
areas each body specialises in – so that, where you have a scarcity of skills, 
you could focus your efforts and attention in the most effective way. Then rule-
makers, national and international, would understand better what particular value-
add the TA is bringing.”

A wider point, a frequent gripe among larger institutions which are members of 
several TAs, is that they are reluctant to sign up to contradictory messages – and are 
often frustrated by the time and resources they are forced to spend to ensure that all 
the TAs that speak on their behalf are consistent.

Who is the voice of wholesale banks in London?
One area of obvious rivalry is between the British Bankers Association and the Association 
for Financial Markets in Europe. The former positions itself as the voice of the full spectrum 
of banking issues in London; the latter as the voice of wholesale banking in Europe. Not 
surprisingly, they have a large common membership. One joint member said:

“We strongly push them to demarcate, but there is an element of neither wanting to 
concede ground to the other, of the bodies tripping over themselves to be seen as 
proactive. When we ask them to coordinate better, sometimes the message comes back 
saying senior management wants to be seen as operating in a space.”

AFME was created in 2009 (see p15), superseding the London Investment Banking 
Association (LIBA). But whereas LIBA was confined to banks operating in London, AFME 
brands itself as pan-European – it claims not to elevate the interests of the UK above other 
European centres. 

The BBA also covers the wholesale banking and capital markets areas in depth, and aims 
to be a one-stop shop for all UK banking issues. But historically being a retail-focussed 
organisation, it does not have the manpower of AFME in the wholesale area. Nor does it 
have an office in Brussels (a strategy queried by some of the members I spoke to). 

While the credibility of broad geographic focus was positive, several City respondents 
worried that AFME makes such an effort to appear pan-European that its role in 
representing UK wholesale banks is compromised. For example, it was perceived to have 
had little impact on the breakup of the FSA or on the Commission on Banking Standards, 
because it has a large Continental membership which feels that the London market is not 
necessarily its focus. One member at a UK-headquartered bank countered: “London being 
a global financial sector for Europe, it seems obvious AFME has to prioritise – not to ignore 
Frankfurt or Paris, of course, but it should focus its efforts around London.”

“Because TAs are dependent 
on their members’ 
subscriptions, they want 
to prove they’re adding 
value. Therefore, there is 
a natural tendency not to 
work together.” –  Director of 
regulatory affairs at financial 
group
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There are mechanisms for TA coordination. As well as the FCA, the PRA and the 
Treasury, there is the International Regulatory Strategy Group, which is backed 
by the City of London Corporation and TheCityUK. At a European level, there 
are federations and groups such as the European Parliamentary Financial Services 
Forum.

In my conversations with TA officials, I got 
less of an impression (unsurprisingly) that 
competition is disruptive. It is not uncommon 
for TAs with overlapping interests to engage 
in collaborative activities, issuing joint 
consultation responses or codes of conduct 
(for example, a joint code on pension charges 
was published in November 2012, designed 
and endorsed by the National Association 
of Pension Funds, the Association of British 
Insurers and the Investment Management 
Association). The Association for Financial 
Markets in Europe and the International Capital Markets Association, two bodies 
which operate in similar areas, also signed a Memorandum of Understanding in 2011 
(see p35). 

Value for money

As we have seen, trade association subscription fees are significant, generally 
ranging from four to six – and in a few cases, seven – figures annually. That normally 
is not a problem for bigger firms, but many are members of 20 or more of the TAs in 
this paper, plus more international ones and other bodies: one UK bank said it paid 
annual subscriptions to more than 140 organisations in total. 

Plus it is not just direct costs. Many of 
the larger associations – most notably in 
the capital markets space – have dozens 
of committees and working groups, each 
focussing on a separate market or product 
and each resourced by their members. Several 
also make use of external lawyers and 
consultancies, which is occasionally a source 
of friction with members.

Is it a price worth paying? TAs do try to operate lean budgets. The biggest (the ABI) 
employs not many more than a hundred people, and  more than three quarters of 
the bodies in this paper have fewer than 30 staff each. My (conservative) estimates 
suggest that, together they employ around 850 people; but even if the true figure is 
over a thousand, is that excessive to represent an industry that employs 2m people 

“There is occasionally 
friction… what I have said to 
anybody who is competing 
with us is ‘let’s make sure 
we know what each other is 
saying so that we disagree in 
a way that is understandable 
to the people we’re talking 
to’. We should have some 
attempt to marry up our 
views” – TA chief executive

“It’s a trade off – the money 
we spend on subscriptions 
could fund several members 
on my team. We  have to 
spend so much time [with 
TAs] that frankly, sometimes 
we feel we might as well just 
have employed somebody 
internally to do the job.” – 
Capital markets banker

Getting
the
message
straight...

Is it
worth
it?



C S F I

28 CSFI 73 LEADENHALL MARKET, LONDON EC3V 1LT  Tel: 020 7621 1056 Fax: 020 7493 0190 E-mail: info@csfi.org Web: www.csfi.org

in the UK? The leading TAs in the offshore 
oil and gas and aerospace industries - Oil and 
Gas UK and ADS Group - had turnovers of 
£17.5m and £14.2m respectively in 2011, which 
is comparable with the largest financial TAs 
(though the financial sector has many more 
bodies).

Member engagement 

One of the points that emerged from the 2002 report was that financial institutions 
often took little interest in their TAs’ finances. While the level of scrutiny varies, my 
impression is that this is beginning to change.  However, the large firms are often 
members of many more associations than they engage with, even on an occasional 
basis - and several told me they are actively searching for ways to cut dead weight.

One banker said: “We have an annual review where we individually rate and justify 
every single membership. We're pro-actively managing memberships rather than just 
assuming we're going to be a member of everything.” Another large firm conducted a 
thorough review of its subscriptions in 2011, resulting in one in five being cut.

The box below prompts a couple of suggestions. One is that, if TAs were truly 
efficient, they would have rationalised their back offices much more – sharing 
premises, operations systems and so on. That they are not doing so is a sort of 
“market failure”. The second is a general lack of clarity about who it is at member 
firms that manages individual TA relationships. The concern is that too often 
members’ lack of internal organisation means that they are getting less out of their 
subscriptions than they otherwise could.

in the UK? The leading TAs in the offshore 
oil and gas and aerospace industries - Oil and 
Gas UK and ADS Group - had turnovers of 
£17.5m and £14.2m respectively in 2011, which 
is comparable with the largest financial TAs 
(though the financial sector has many more 
bodies).

“We can hire excellent 
people within our budgetary 
constraints because of our 
flexibility. We might not pay 
as much as the industry but 
we offer lifestyle choice” – TA 
executive  

“Until now, memberships have been buried in the operational recesses of 
big organisations where regular invoices have come in for ages. Do we 
properly scrutinise the cheques we write each year? Or, indeed, the TAs’ own 
internal governance? The short answer is No. If all members properly started 
scrutinising their costs, it'd be a massive wake up call for the TAs. You could 
say in a sense there has been a market failure – perhaps we've been sleepy 
shareholders.

“One of the things we want to do is strengthen our own engagement with the 
TAs that we do want to be members of. I mean by that, for instance: have 
we, for each of our memberships, properly identified a senior executive who 
will handle the relationship at a strategic level? In the future, we're looking to 
create a network of relationship partners, and to insist on a formal relationship 
meeting at least once a year, sitting down with executives at a senior level.” 
- Head of regulatory affairs at a large financial institution (>100,000 staff 
globally)

Staying
involved...
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Restoring trust

While the finance industry has never been loved, its reputation today is clearly at its 
lowest point in decades. Anger at the (allegedly) reckless behaviour that precipitated 
the crisis has been compounded by scandals over the past few years in the retail and 
wholesale space. 

The public perception is often of a ‘finance lobby’ that remorselessly pursues the 
City’s interests at the expense of the outside world.  No surprise, therefore, that, 
almost without exception, the contributors to this paper believe that TAs have an 
important, even central, role in helping the industry meet what is perhaps its biggest 
challenge – restoring the reputation of the financial services industry.

The British Bankers Association entitled its latest annual conference ‘Restoring 
Trust’. Its recently installed chief executive, Anthony Browne – one of the founders 
of TheCityUK – has said publicly that this is the association’s number one priority, 
as has Daniel Godfrey, the new chief of the IMA15. The Association for Financial 
Markets in Europe published a collection of 
essays in 2012 by regulators, academics and 
businesspeople titled “Investing in Change”, 
exploring the issues surrounding financial 
reform – the rationale being engagement 
with the industry’s critics and “rigorous self-
examination”16.  

Clearly, reputation cannot be built just with a public-relations strategy. The kind of 
scandals that have recently plagued the industry make the job of demonstrating the 
financial sector’s value to the ‘real economy’ much more difficult.

Moreover, TAs do not have any formal authority to speak on behalf of their sector, 
beyond the consent of their members. And, unlike in some European countries, 
financial institutions are not obliged to join the relevant association as a condition of 
business. That said, several bodies do boast the membership of most if not all of their 
sector; for example, all 47 UK building societies currently pay subscriptions to the 
Building Societies Association.

This raises an important question, particularly in the light of findings by the 
Parliamentary Commission on Banking Standards: Do TAs have any business trying 
to lead their sector in its attempts to ‘rehabilitate’. Or are they confined to being 
spokespersons for the industry?

“Reputation is on the agenda 
of every single board 
meeting... not separately, 
but involving itself in the 
discussion of every issue.” - 
TA director of policy

15  Investment Management  Association http://www.investmentfunds.org.uk/commentary/the-
industry/2012/11-12-2012/ 

16 Association for Financial Markets in Europe: http://afme.eu/LondonBookLaunch/

Can TAs
lead on
rehabilitating
the
industry?
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Giving evidence at the Parliamentary Commission in January, the BBA’s Anthony 
Browne was clear: 

“Trade associations can either follow or they can lead; you can either be a 
defender of the status quo or an agent for change, and I want the BBA to be an 
agent for change… My job is made a lot easier by the fact that my members – 
certainly the main chairmen and chief executives – are adamant that the industry 
does need to change and they are actually urging me that the BBA should take a 
proactive role in helping raise standards and other measures to restore trust in the 
industry.”

But many of the associations expressed reluctance to engage in activities that might 
be perceived by members as overreaching. One TA chief executive told me: 

“Where your influence probably does not extend is in the ability to stand out in 
front of your sector – you're not a leader of your industry, because your capital is 
not at stake.  I think the leadership model that suits trade bodies is the shepherding 
model, where you stand in the middle of your members and try to guide them.  If 
you get out ahead of your membership: one, you look very arrogant; two, you're 
going probably beyond your pay grade; and three, you'll get a very severe reaction 
against you, because your members want to feel they're in charge”.  

That last sentiment was echoed by one bank’s director of public affairs:

“I don’t think TAs can hold their members to account in any real sense: they can 
perhaps set recommendations, but only if members agree. They don’t have any 
sanction over them... they’re membership-owned and led. If they were too ‘top-
down’, people would walk away.”

TA credibility

If TAs are to have an impact on this issue17, they need to be perceived of as 
representative of the financial sector as a whole rather than just the biggest players. 
One concern politicians have expressed is that TAs are beholden to their largest 
members’ subscription fees to the extent that they risk being seen as an extension of 
their public relations departments.

Many of the TAs set out explicit conditions that firms must abide by as a requirement 
of membership. Some are quite general, others more prescriptive - such as the 
Finance and Leasing Association’s business finance code18. Continued non-

17  It is not the focus of this paper, but there is also clearly an important role here for professional bodies (see p5), 
which set codes of conduct for individuals working in the financial services. 

18 Finance & Leasing Association: www.fla.org.uk/_uploads/documents/BusinessFinanceCodeGuidanceJune2011.
pdf 
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compliance with this can lead to expulsion. Smaller firms in particular often use their 
memberships as a badge of endorsement to display their credibility to customers.

But are such standards enforced consistently across the full spectrum of members? 
The Parliamentary Commission raised this issue with Browne, pointing out that 
the BBA generates 59 per cent of its subscription income from just five of its 200 
members. 

According to its membership rules19, the BBA is entitled to deprive any firm of 
membership if it follows “a course of conduct likely to bring the financial services 
industry or the Association into disrepute”.  While this has been exercised in a few 
cases – most recently in November 2011, when  two foreign banks were expelled for 
breaking sanctions against the Iranian regime – there are questions about whether 
any of the big members could be held to account in the same way. 

To restore trust, TAs probably need to convince the outside world that they are not 
just mouthpieces for their biggest contributors: that all members are held to the same 
standards, regardless of their financial clout. 

That said, it is also important to emphasise that TAs are not regulators of their sector. 
Expulsion is the harshest penalty they can impose: they do not have any statutory 
power to discipline members, though they may set standards. 

Setting business standards

In some sense, the space for TAs to oversee business standards – a role which 
seemed to be on the rise a decade ago – has been diminished by the encroachment 
of regulation. An example was the replacement in 2009 of the Banking Code (a 
voluntary 40-page code of practice for UK banks and building societies sponsored 
by the BBA, BSA, and UK Payments Association and enforced by an independent 
board) by a regime of principles-based regulation enforced by the FSA and Lending 
Standards Board. According to the BBA, that "effectively sounds the death knell for 
the self-regulatory Banking Codes”20.  

Nevertheless, the chief executive of a retail TA insisted that “there are still areas 
where setting business standards is feasible… and certainly, one of my ambitions is 
that we get more involved with these, because I think this will help with restoring 
our reputation, and I think it also helps with the cohesiveness of the industry.”  
Several practitioners also commented that, once the current overhaul of regulation 
is complete, the industry will need to take more responsibility for governing itself 
within the confines of the new rules – and here trade bodies will play a crucial role.

19  British Bankers Association: http://www.bba.org.uk/about-us/article/criteria-for-bba-membership 
20  British Bankers Association, 2009: http://www.bba.org.uk/customer/article/in-memory-of-the-banking-code 

Sanctions?

Standard-
setting?
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Official roles
A few associations do have formal authority within their own sector. ISDA, for instance, has 
five Determination Committees which make official, binding decisions about whether ‘credit 
events’ and ‘succession events’ have been triggered in individual cases (a power which has 
ignited some controversy because of potential conflicts of interest). 

It also produced the ISDA Master Agreement, the most commonly used master contract for 
over-the-counter derivative transactions globally – which has been described as “probably 
the most important standard market agreement used in the financial world”.

For more than a quarter of a century, the BBA administered the London Interbank Offered 
Rate (Libor), which today underpins more than $300tn in derivatives globally.  It lost this 
role in 2012 after it emerged that several banks had illegally manipulated the rate to profit 
from trades. An independent review by Martin Wheatley, managing director of the FSA, said: 
"The BBA acts as the lobby organisation for the same submitting banks that they nominally 
oversee, creating a conflict of interest that precludes strong and credible governance".

6. The way forward
I don’t want to comment on the effectiveness of individual associations. But I would 
flag up a few points made by practitioners about the landscape more widely. I think 
they go to the heart of debate about TAs:

- On best practice:  “I do see pockets of excellence - and what constitutes 
excellence is around subject matter expertise, detailed research, thorough 
analysis, clear articulation, quick and effective information sharing, full 
involvement of members, open dialogue. It's a consultative process you feel 
part of; you feel some affinity with the views being expressed.”

- On value for money:  “Some are incredibly good value – very small 
organisations produce an awful lot; some big associations produce much less 
pound for pound. The quality of output is very variable. It’s not necessarily 
true that money equates to quality at all. We’re a very big bank and we 
struggle to justify all the memberships at the rate they’re being charged.” 

- On TA credibility: “There’s a lot of very good technical work that gets done… 
actually the Treasury and the European Commission Parliament should rely 
more on the associations to give them honest advice, not spun advice. I think 
sometimes the feeling is that TAs are too self-serving and not objective enough 
– this is a problem that needs to addressed.” 

- On future priorities:  “Sometimes TAs are too reactive… I really think this 
industry needs to get ahead of the curve. They should be out there trying to set 
the agenda more with think-tanks and forums. There will be a time when the 
crisis is in the past; TAs should be asking: ‘what should the future look like’? 
I think that’s one thing they don’t do enough… there’s very little forward 
thinking, and maybe that’s because all the energy is diverted towards repair 
and reaction.”
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Alternative structures

There are ‘neater’ arrangements that would, in theory, create a more streamlined TA 
voice and minimise duplication. One would be to consolidate the TAs into a few 
large bodies that would cover broad sectors - one each for retail banking, investment 
banking, insurance and fund management, for example. Another might have a single 
institutional TA for each sector to handle policy issues, and then several smaller 
ones to look after specific product issues (which is actually not too far from what 
has developed today in the banking sector). The head of public policy at one bank 
suggested this for the capital markets space:

“Ideally, what I would want is to have a trade association that just represents the 
dealers across everything – so you would fold ICMA, ISDA, AFME and the FOA 
together, to have one voice for the dealer community. You may then want to have 
smaller associations dealing with very specific asset class-related issues, where 
there is going to be need for consensus across the buy-side and the sell-side.”

Table: Advantages of different structures 

A few weighty TAs Many specialised TAs

- Individual TAs have more clout with 
decision-makers, particularly in Europe

- Several smaller voices representing a 
range of interests can be more credible 
than a single big one

- Opportunities for cross-fertilisation 
between products or markets covered 
by a single TA

- Closer connection to and deeper 
understanding of the markets they 
represent

- Having fewer bodies should reduce 
costs, with less duplication of activities

- Institutions of the same type often 
operate in different markets; regulation 
tends to be split along product, rather 
than institutional, lines.

- It is easier for decision-makers and 
industry participants to determine 
which body speaks with the most 
authority on a given issue

- Smaller firms with major activities in 
a specialised market are less likely 
to have their voices drowned than in 
institutional TAs
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There are essentially three arguments against consolidation.

- The first is that it is a distraction in the 
current environment. This was a major concern 
even among those who favoured sweeping 
consolidation in principle. A frequent warning 
was that it would be foolish to underestimate 
the effort, time, money and management focus 
that structural change would divert away from 
the day-job. There are many administrative 
issues to be resolved, such as premises, 
contracts and the cost of pensions – not to 
mention the ego of TA executives and board 
members.

- A second is the potential for political 
division within combined TAs. As the 
2002 report pointed out, a potential 
consequence of merging two associations 
is to create five: the new merged 
association, the two existing associations 
(who will live on in some form within 
the new body), and two splinter groups 
that were always opposed to the merger. 
While in theory it might well be optimal 
to have specialist divisions operating 
under the umbrella of a powerful brand, 
there is always the danger of creating 
factions and a lack of focus.

- The third is that there is little incentive for individual members to initiate 
change if synergies are only going to be realised in the medium to long-run. 
A linked issue is that of cross-subsidies. As one member put it: “consolidation 
potentially brings costs down for everyone – but we’re not everyone. We want 
to pay for what we use.”

“This is a sector where there 
isn’t always massive synergy 
from a merger... you deal with 
very detailed, specific policy 
issues, and it’s hard to fold 
a few people together and 
say:  ‘here’s a new business 
model, we’ve cut our back 
office and headcount and 
passed on the savings’. The 
knowledge is less fungible, 
the people are less fungible... 
sometimes an ad hoc 
structure can be effective.” – 
TA executive

“We need persistence; we 
need people who know the 
issues and can follow them 
through. If you have someone 
dealing with MIFID now, you 
want that person to stay in 
place ideally through the next 
three years, if not longer. 
In five years, mergers will 
probably be something we 
discuss. But it's not on the 
immediate agenda.” – Banker
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Consolidation talking points
Which areas in the TA landscape look the most cluttered? Around half the bodies in this 
paper operate in the banking and finance space. Certainly, it is plausible to argue that they 
each represent diverse interests with no obvious synergies. Yet a similar argument might 
also have been made for the life, property and casualty insurance industries, which came 
together under the Association of British Insurers in 1985 – an arrangement which has now 
lasted for nearly three decades. 

I have not seen any examples where the rationale for structural change clearly outweighs 
the costs. However:

- Could there be further consolidation in the capital markets space?  There was talk in 
2011 of a potential merger between the Association for Financial Markets in Europe 
and the International Capital Markets Association (both the products of mergers 
over the last decade), which have significant overlap . Ultimately, the two agreed a 
Memorandum of Understanding focussed on “streamlining communication between 
the two associations and eliminating any operational inefficiency which could arise 
through duplication of effort”21. However, several members I spoke to felt that there 
could be synergies from a merger.

- Does the BBA need a merger after losing the Libor account?  The British Bankers 
Association has had responsibility for collating the data used to set Libor since 
1986, but was stripped of this role in September 2012. Last year, its income from 
Libor made up £2m of its £10m revenues. This has prompted reports that its largest 
members are pushing it to merge with the Council of Mortgage Lenders. 

- The ABI and the IMA:  Both the Association of British Insurers and the Investment 
Management Association, two of the largest bodies in this paper, represent 
institutional investment managers: around 40 per cent of the former’s members are 
also members of the latter, and the cost of paying two subscriptions is a frequent 
gripe. Any attempt at consolidation, if it were to occur, would probably involve splitting 
out the ABI’s investment affairs division, and merging it with the IMA.

I cannot see any overwhelming rationale for an overhaul of TA structures in the post-
crisis environment. Though there are important questions of cost, duplication and 
competition, there is still evidence to suggest that the financial services industry is 
best served by specialised bodies working together with broader, institutional ones. 
But that is not to say that the current mix is the right one. The most important role 
TAs have is managing the volume of detailed regulation that is driving the financial 
industry’s biggest overhaul in a generation. That will require TAs to do several 
things:

• To demonstrate value without losing focus. Each TA needs to demonstrate to 
its members where it adds unique value – especially at a time when costs are 
coming under increasing scrutiny. The industry is best served by TAs which 
take the lead on issues where they have expertise but which do not stray too 

21  Association for Financial Markets in Europe, September 2011: 
 www.afme.eu/WorkArea//DownloadAsset.aspx?id=5633 

No ‘overwhelming
rationale’ for
consolidation...
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far into other areas. The danger is that, in trying to justify their existence, they 
spread themselves too thin, leading to duplication and mission creep.

• To engage effectively with decision-makers. It is crucial that TAs get the 
tone of their message right, and also their audience – balancing the focus of 
lobbying between authorities in the UK and Brussels. 

• To restore trust in financial services. This is really an issue for financial 
institutions themselves – but TAs need to identify areas in which they can 
lead. They must also demonstrate that they are not just a mouthpiece for their 
biggest financiers and can challenge members when necessary. As one TA 
chief executive put it: “we are not there to represent the views of our members 
– that would make us a laughing stock.  We are there to represent their 
interests.”

Most of the respondents I spoke to identified areas where there was too much 
overlap, and several – particularly among the large institutions – said they would 
support consolidation if all parties were willing.  But, as we have seen, it is unlikely 
that the big financial institutions will get together at the current time to push through 
major changes. And as Mark Boleat pointed out in the previous report, a chief 
executive who suggests the need for restructuring is putting his own head on the 
block. Thus, if there is to be structural change, it seems that it will be driven by one 
of two factors:

- Members cutting costs: We have already seen some evidence of this. If the 
economic climate remains difficult, firms will go through their memberships 
line by line and cut what they cannot afford. The TAs which cannot justify 
their value may then be impelled to seek a merger – a ‘bottom-up’ approach to 
consolidation. 

- Market changes: The Great Reregulation is fundamentally changing the way 
in which the industry operates.  A good example is the derivatives market. 
Currently, the International Swaps and Derivatives Association is the global 
representative of the over-the-counter derivatives market, while the Futures 
and Options Association covers exchange-traded derivatives. But with the 
overhaul of regulation meaning that swathes of over-the-counter products are 
being cleared centrally, the distinction between the bodies is likely to become 
more blurred.

We have seen a few examples of market change driving TA consolidation over the 
past decade.  It is probable that once the current period of regulatory overhaul comes 
to an end, more bodies will need to take a closer look at their sectoral or geographic 
scope. 

Drivers
for
change...
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