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NAMA Overview

NAMA represents 
vehicle de-fleet and 

remarketing companies 
across the UK

96 member sites

Approx. 2 million vehicles 
sold annually, £20 Billion 

sales value

NAMA is an 
association within 

Retail Motor Industry 
Federation

Founded as 
Society of Motor 
Auctions in 1969

Organisational 
change and re-brand 

2011

International 
Partnerships

NAAA, IAG
AVAA, CARA

International 
Training and 

education 
committee



“As our customers needs continually change, so do the solutions that our 
members provide. As an association we are extremely proud of the proactive 
way our members work together to promote best practice across our 
businesses and in turn the impact this has on the motor industry as a whole”

Liam Quegan

Chairman NAMA 



What matters to sellers and buyers

WHAT MATTERS TO A
SELLER?

WHAT MATTERS TO A
BUYER?

ROI costs

Reputation / 
Brand

Speed

Costs

Vehicle Quality

Margin

Can I sell it?

Speed

Easy Process

Easy Process

Market 
Prediction



Used vehicle grading
The NAMA used vehicle grading scheme was developed to provide 
transparency in vehicle condition and make it easier for sellers and buyers  
to transact the sale of that vehicle.

The scheme has 5 grades which are based on the internal / external 
condition. The grades are determined on a points system allocated by type 
and severity of damage. Vehicles are assessed by qualified appraisers at 
each de-fleet and remarketing centre. The scheme is operated under licence 
and is externally audited. 

Over 90% of vehicles sold at NAMA member centres are currently graded. 
Since the scheme was first launched, in excess of 14 million vehicles have 
been graded.



Grading definitions

Only exterior defects which are visible from the SVA (Standard Viewing Angle) of 2 
meters at 90 degrees, plus or minus 45 degrees, are recorded

A grade can never be wrong, ONLY the appraisal



The Bell Curve

Average grade distribution
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Car and LCV grading

• A desire to have one clear and aligned grading scheme whilst 
recognising differences

• Working areas are the key point of difference
• Two definitions of working areas
• Inside or Outside General Wear & Tear

• Working areas supported with multiple photos
• Allows buyers to make informed decision
• e.g. Ply line or Body repair
• Recommend minimum of 5 photos



Vehicle appraisal 
• Over 10,000 damage lines make up the grading algorithm

• 14M vehicle grading appraisals carried out since launch

• Has created unprecedented confidence in remote purchasing

• Sellers base their price expectations of the content

• Buyers base their final buying decision on the content

• Allows accurate use of automated buying algorithms

• Management reporting by grade – for both sellers and buyers

• Provides clean data enabling pricing guide accuracy



Value proposition 
of NAMA vehicle grading
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Performance Enhancement 
example – vehicle refurbishment (sold at auction)

• Taking a grade 4 to a grade 2

• Average price at auction =£10,000

• Difference in price performance + £1100 (86% CC vs 97% CC)

• Car required 2x panels repair and paint, a bumper refurb and PDR

• Total cost = £550 

• ROI = £550 / 100%

• Increased ROI - lowers stocking costs - increased conversion rate

• Increased buyer engagement - increased brand reputation

Remember what the buyer wants!



Scheme acceptance and 
recognition
• Recipients of the Kings Award for Enterprise (Innovation)

• IMI “outstanding contribution to the motor industry” award

• IMI certified “NAMA vehicle appraiser” qualification awarded to over 600 people

• Worldwide interest in scheme adoption



Technology and the future

• Continual enhancement of buying algorithms
• AI remarketing across all platforms
• Automated vehicle grading
• Automated costed, vehicle grading, and workshop loading
• Clean and accurate data

All in play now – its not rocket science! 



Thank you

“but it is not far off it”


