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HOW LLOYDS UNION EXPOSED
THE BIGGEST SCANDAL IN UK
FINANCIAL HISTORY.
Mis-sold PPI has become the biggest scandal in UK financial history
and is estimated to cost the bank’s a staggering £50bn and rising.
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IS HISTORY RHYMING?
The question is: could a PPI scandal ever happen again and has
Lloyds, the worst PPI offender, really changed its sales culture?
The results of the union’s latest survey of front line sales staff plus
feedback from members shows that whilst the sales language may
have changed, the focus on sales at the cost of almost everything
else is still the same. It seems that 14 years on from that landmark
piece of research the sales culture is still alive and kicking. In a
recent interview with the Financial Times, Jonathan Davidson,
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director of supervision for retail and authorisations at the Financial
Conduct Authority, said:
“When things get desperate, banks tend to take more risk.
Sometimes they take more credit risk, which is why you got the
financial crisis. At the same time, they typically take more of what
I would call conduct risks, i.e. they take more risks in their
treatment of customers. Culture doesn’t just come from the top, it
comes from history”.
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