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NAMA

A working solution

Presentation by Frank Daly, Chairman NAMA 

to the Fianna Fail Parliamentary Party 

Conference Tuesday 14thh September 2010



Agenda

• Background to NAMA – how did we get here? Why 

NAMA?  

• Who are we – Governance, Organisation, Accountability, 

EU

• Where are we – Asset transfers, Borrower engagement, 

Business Plan process

• Some basic strategic decisions

• Why we will succeed

• Common misconceptions about NAMA
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Background - NAMA
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NAMA – why? 
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NAMA - why? 
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The NAMA Timetable



9

The NAMA Timetable
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NAMA

Who are we? 
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Governance
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NAMA Organisation Structure
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NAMA – Recruitment
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NAMA

Accountability

14



15

NAMA - Accountability
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EU Oversight

� EU State Aid 

EU Commission have approved NAMA – end February 2010.

�Eligibility criteria re institutions and assets

�Valuation Methodology 

EU must approve:

�Each Tranche of loan transfers as it is completed – tranche 1 of 
€15.3bn approved in August 2010

�Bank Viability/Restructuring post-NAMA.
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NAMA

What we are doing
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• Loans are bought from banks at close to the market value of underlying property collateral

• Tranche 1 & 2 – Nominal value of loans: €27.2 bn. 

- Consideration paid € 13bn

• Average discount on Tranche 1 & 2 of €27 bn was 52.5% - Banks take the losses upfront

• Over 3500 individual loans transferred Tranches 1 and 2

• Tranche 1 & 2 – Current Market value of € 12.9

• Banks now have €13 bn of liquidity they previously did not have

• Overall we expect to transfer 15,000 loans from about 1450 debtors with a total nominal value of c€80 bn

• NAMA is an asset management agency – we take the management of the bought loans away from the 
banks and manage them directly.

• NAMA Business Plan – Central Scenario €1 bn profit



Overview of Tranches 1 to 3

81.036.09.01.012.023.0Total expected loan transfer – All Tranches (€bn)

AIB BOI EBS INBS Anglo TOTAL

Number of loans in Tranche 1 222 348 39 41 1,106 1,756

Tranche 1 transfer (€bn) 3.3 1.9 0.1 0.7 9.3 15.3

Tranche 2 transfer (€bn) 2.7 1.8 0.036 0.59 6.8 11.9

Number of loans in Tranche 2 300 192 15 38 1,217 1,762

Tranche 3 (expected transfer) (€bn) 3.3 2.4 0.015 2.8 3.6 12.1

Total - tranches 1 to 3 (€bn) 9.3 6.1 0.15 4.1 19.7 39.3

First three tranches as % of total 40% 51% 15% 45% 55% 48%

Number of borrowers Tranches 1 to 3 100



NAMA Business Model
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Borrower Engagement
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Business Plan Process
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NAMA – Asset transfer
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Key Strategic Decisions of Board (1)

• Pursue all debts and debtors to greatest extent possible

• Work with debtors if optimal commercial decision and they co-operate, 
make full disclosure, and are realistic about e.g lifestyle

• Undeveloped land and partially completed developments – reduce our 
exposure – where appropriate by public auction

• Unfinished estates – complex sensitive issue – case by case solution

• Asset disposal – orderly and phased – no speculative hoarding

• New money – scarce resource – advanced only where it makes 
commercial sense and enhances NAMA’s financial position



Key strategic decisions of Board (2)

• Security – aim to secure all unencumbered assets – pursue assets 
transferred to third parties – secure all available cash flows

• Enforce personal guarantees to greatest extent feasible

• Planning – engage with Planning Authorities having regard to proper  
planning, sustainable development principles and NAMA’s commercial 
remit

• Engage with Local Authorities, Govt. Departments, State Agencies
regarding their property needs – give them “first refusal”

• Hotel sector – base decision on optimal commercial outcome



NAMA 

Can it succeed?    YES
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NAMA – Can it succeed?
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NAMA

Misconceptions 
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Common misconceptions about NAMA
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Common misconceptions about NAMA
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NAMA Final Fact

The losses already exist in the loan books of financial institutions due to 
PRIOR poor lending practices and declines in asset values – what NAMA 

does is that it forces the upfront recognition of those losses by the banks. 
The banks would have to be recapitalised in any event.

NAMA does provide liquidity to the banking system.

NAMA is the solution – NOT the 
problem
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