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Module 11: Warrantage of agricultural products 
 

Foreword 

Lack of access to credit ranks high among the many constraints to intensifying agricultural 
activities of small-scale farmers in Africa. The agricultural credit products of banks and 
Decentralised Financial Systems (DFS) are often not adapted to small-scale farmers’ 
conditions. The low solvability of loan applicants, combined with the fact that loans 
requested are often small and that banks are not represented in remote areas, means that 
transaction costs are higher and the interest of financial institutions to finance agricultural 
activities is lower. In addition, banks often require guarantees that are not possible for small-
scale farmers, like personal contributions, blocked savings of up to 30% of the loan, which 
usually lead to negative responses from banks or other financial institutions to their 
credit/loan requests. 

Thus, to be able to finance their input needs early in the season (e.g. fertilisers, seeds, etc.), 
small-scale producers often have to fall back on the traditional credit systems granted by 
local traders, which are characterised by high interest rates. Moreover, repayments are 
often made in kind, with the product calculated at the lowest price, as is the case 
immediately after harvesting. Also, producers sometimes request loans immediately after 
the harvest to be able to store their products and sell them at higher prices in the lean 
period. A better solution to this quandary would be for producer organisations to keep their 
stock within the community, in a storage space controlled by a producer organisation or a 
DFS, and to have it serve as collateral.  

This module addresses the challenge of lack of access to credit faced by both individual 
small-scale farmers and Producer Organisations (POs). Warrantage is an inventory credit 
system (also called Warehouse receipt system). As guarantees are often a major issue, a 
warrantage system can enable business actors (often POs) to obtain credit services on the 
basis of the mobilisation and controlling of a part of their produce.  Such an inventory credit 
practice has the advantage of being adapted to the needs of small-scale farmers and has 
proven to be a potentially relevant income-generating tool.  

 

About this module 

Learning objectives 
 

At the end of the workshop, the participants will be able to support ABC actors in mobilising 
and controlling a part of their production that will allow them to access credit and inputs for 
the development of their activities. In particular, at the end of this module, participants will 
be able to control and be able to: 
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• Explain the origin of the warrantage or warehouse receipt system and its characteristics 
• Describe the warrantage concept and the reasons underlying a warrantage system 
• Identify the actors involved in or affected by a warrantage system, their roles and 

interests 
• Identify the operational mechanisms of a warrantage system in an agricultural and local 

context 
• Explain the advantages and disadvantages/limitations of a warrantage system 
• Outline the requirements or favourable conditions for the proper functioning of a 

warrantage system 
• Explain the basic rules of an effective warrantage system (do’s and don’ts) 

 

Proposed outline of the sessions 
 

This learning workshop includes 7 sessions that address the important aspects of warrantage 
in the context of Producer Organisations for small-scale farmers. After the introduction, the 
concept and goal of warrantage will be clarified. Session 2 answers the main question of why 
to set up a warrantage system for agricultural production. In Session 3, the various phases or 
steps are identified for operating a warrantage mechanism. In Session 4, the different actors 
involved in warrantage are identified as well as their roles. Session 5 addresses conditions 
that are conducive to the development and implementation of an effective warrantage 
system. And as in all modules, the final sessions have coaches develop a Terms of Reference 
(ToR) for on-the-job coaching, followed by an evaluation of the workshop. 
 

Session title Session activities Time involved 

Session 0: Introduction 
 

Plenary introductory activities (Participant 
introductions & expectations; Facilitator introduction of 
module) 

Up to 2 hours depending 
on whether participants 
have met before or not. 

Session 1: The 
warrantage concept and 
its characteristics 

Plenary brainstorm,  

Facilitator presentation based on discussions, with 
more explanations about Warrantage 

About 2 hours 

Session 2: Why 
warrantage?  

Plenary brainstorm 

Plenary lecture by facilitator 

Plenary interactive checklist 

Facilitator conclusion 

About 3 hours 

Session 3: Warrantage 
operations and their 
timing  
 
 

Plenary exchange 

Group Exercise 1: Developing a type of warrantage or 
inventory credit system for storage of products at the 
community level (45 min) 

Facilitator synthesis in plenary 

Group Exercise 2:  Identification of the steps in 
implementing the warrantage or inventory credit 
system (60-90 min) 

Plenary presentation & Facilitator wrap-up 

Final group exercise (end of Exercise 2) 

Plenary presentation 

About 4 hours 
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Session 4: Warrantage 
stakeholders and their 
roles 

Reading of a case 

Plenary brainstorm  

Facilitator review in plenary 

About 2 hours 

Session 5: Management 
tools for effective 
warrantage 

Plenary brainstorm 

Facilitator presentation & discussion 

Group Exercise 4: Identifying warrantage success 
factors 

Plenary presentation & discussion 

About 2 ½ hours 

Session 6 : Requirements 
for a proper warrantage 
system 

Plenary introduction 

Group Exercise 3: Identifying warrantage success 
factors through Interviews 

Plenary presentation of results 

Individual reading  

Final plenary discussion 

About 4 hours 

Session 7: Preparation of 
the field coaching TOR 
 

Plenary round 

Work on TOR 

Plenary presentations & discussion 

Individual drafts of warrantage system 

About 3-4 hours 

Session 8: Workshop 
assessment 

Final assessment exercises 

Plenary conclusion 

About 2 hours 
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Session 0: Introduction 

Introduction 

In this introductory session, participants will get to know each other and will develop their 
first reflections on the topic. The session also offers the opportunity to exchange on global 
aspects and some basic topics of marketing.   
 

Learning objectives 

At the end of this session, participants will be able to: ` 

• Get to know each other and to start to build a team (In most cases the session may be 
kept short as the coaches and the trainer will already know each other) 

• Become familiar with the learning method that is based on interactive communication 
and constructive feedback rather than through lecturing  

• Understand the objectives of the workshop and its set-up 

 

Procedure 

 

List of tools/equipment required 

• Flip chart, markers 

• Coloured cards for expectations  

• Sticky tack, pins or tape – depending on the location 

• Printouts of the programme 

Depending on the situation, this session consists of the following aspects: 

1. Facilitator welcomes to the participants: information on accommodation, the workshop 
programme, training tools, directions, etc. is given. 
 

2. Round of participant introductions: participants introduce themselves and present their 
expectations. Each person mentions his/her name, affiliation, position within their 
organisation and/or Business Support Service (BSS) they are part of, their experience in 
coaching, and on issues related to warrantage, collective selling, etc. Expectations and 
challenges of participants are identified and summarised. In the evaluation session of the 
workshop these will be looked at again. 
 

3. Participant expectations and worries on cards: Ask participants to write down their 
expectations and worries on coloured cards, to be referred to in the next point. 
 

4. Facilitator explanation of workshop objectives and programme:  Present an overview of 
the training content as well as the methodology of the workshop, emphasising its 
iterative character, and its active participatory and collective learning approach. 
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• Inform the participants that the workshop programme can be adjusted to their 
desires and needs. If possible, visualise the programme and eventual changes on a 
flip chart or with PowerPoint slides. Distribute a printed programme. 

• Agree on basic procedures to be followed during the workshop, i.e. the do's and 
don'ts. Ask participants to list them on a flip chart paper and stick them on the wall 
for the duration of the workshop. 

 
5. Reflection Diary: Introduce the idea of keeping a reflection diary in which each 

participant writes down his/her reflections of the day using a standard format, indication 
what was done, interesting, important and applicable (see General introduction; Annex 
1).   
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Session 1: The warrantage concept and its characteristics 

Introduction 

This section aims to clarify the warrantage concept starting from its origin, so that all 
participants get the same level of understanding of the concept. 
 

Learning objectives 

At the end of this session, participants will be able to: 

• Define the concept of warrantage 
• Identify the characteristics of warrantage 
• Familiarise themselves with the various forms of warrantage 

 

Procedure 

 

List of tools/equipment required 

• Flip chart, markers 

• Coloured cards  

• Sticky tack, pins or tape – depending on the location 

 

1. Plenary brainstorm on cards: Begin the session by asking participants to observe Figure 
1: 

 

 

 

                            

Fig. 1: The stock of maize makes it possible to get a loan from the bank 

Amina : Our cooperative has no 

land nor house, but we do have 

maize.. 

Youssouf: Is it in a 

store of which we can 

have the key? Perfect! 
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Ask the participants to respond to the following questions, by writing their answers on 
cards: 

• What is Amina trying to obtain? 
• What is the credit guarantee under negotiation? 
• Why is it that Youssouf accepts a stock of maize as a credit guarantee? Would he be 

able to accept a stock of tomatoes? 
 
 
 
 

 

 

 

 

 

2. Facilitator explanations in plenary: Summarise the discussion, mentioning that: 
• Warrantage, also called credit storage or inventory credit, is a rural credit system with 

a time span of several months for which the stock of a commodity serves as an “in 
kind” collateral for a banker, and thus as a guarantee for the reimbursement of the 
credit/loan in case of failure (the warrant). 

• For a producer organisation (PO) and/or its members, warrantage consists of obtaining 
a loan that is guaranteed by putting in its harvest (soybean, sorghum, rice, maize, 
peanuts, etc.) as collateral; the produce may increase in value over time and should 
not be easily perishable. Warrantage enables producers to get access to credit while 
keeping control over their products, and at the same time warrantage increases the 
credit security for bankers and/or micro-finance institutions. Warrantage is a short-
term credit system, guaranteed by stocks of farm products that can be stored in a 
proper storage facility and that may increase in value over time. 

3. Continue in plenary:  Elaborate on the different forms of warrantage. Explain that 
there are basically four types of storage for stocks of produce that can serve as collateral: 

1. Storage by the banker: the financial institution holds the stock. It owns the 
storage warehouse and assumes the role of an approved warehouse keeper. 

2. Storage by collateral management for the duration of the credit period:  the 
collateral stock is held by a third person, who is a licensed warehouse operator, a 
professional in storage who arranges the contracts, a theft and fire insurance plan, 
and who is paid for these services. This operator provides a “warrant receipt" or a 
"certificate of deposit" to the producers. 

3. Storage at household level: the stock is held for the duration of the credit by the 
owner of the produce, who is also the sole beneficiary of the credit. 

4. Storage at community level: the PO, as a legal body, owns the storage warehouse. 
The PO assumes and performs all the functions of a licensed warehouse operator. 

Advice for the facilitator  
 

Collect the cards as they come to you and display them on the board, trying to cluster ideas that are 
similar. This will enable you to summarise the ideas according to some common features. Conclude 
by giving your point of view and a summary of the warrantage concept. Do not force participants to 
give their ideas. Some participants may hear for the first time about the warrantage concept. Explain 
well the purpose and expectations of brainstorming. 
 

Pay attention to certain terms such as credit, storage, inputs, market, financial institutions, and mark 
them. These terms may help later to identify actors, clarify the objectives of warrantage, and see 
how the mechanism works. In any case, at this level, participants must already understand that 
warrantage is equivalent to a stock loan system or an inventory credit system. 
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Both parties, the financial institution and the PO, sign a "stock deposit certificate". 
 

Explain that the most common form of storage in rural communities is storage at 
community level, or, in countries where there are licensed warehouse 
operators/managers, by collateral management.   
 
 
 
 
 
 
 
 
 
 
 
 

  

Short background of warrantage 

The warrantage or inventory credit system goes back to the late nineteenth century when European 
farmers had to find means of financing without getting rid of their operating resources. Under the 
warrantage system, farmers, rather than selling their harvest at once, used it as collateral to obtain 
credit from a bank. As financial services often do not have sufficient storage capacity, deposits are 
made through certificates: the goods are stored in general stores, and the warehouse managers 
provide "warehouse receipts" or "deposit certificates" to guarantee both the claim and the goods 
given as collateral.  
Warrantage was first introduced in Niger by the FAO Agricultural Inputs Project (1999-2008). This 
system is now practised in other parts of Africa as well. 
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Session 2: Why warrantage? 

Introduction 

This section aims to clarify the reasons for the instalment of a warrantage system in an 
agricultural production system. 

 

Learning objectives 

At the end of this session, participants will be able to: 
• Comprehend the value of the warrantage concept 
• Weigh the merits and shortcomings of warrantage 
• Identify in what situations it may be advantageous to opt for storage credit 

 

Procedure 

 

List of tools/equipment required 

• Flip chart, markers 

• Coloured cards  

• Sticky tack, pins or tape – depending on the location 
 

1. Plenary brainstorm: Start with a brainstorming exercise on the reasons behind the 
warrantage system. The question is: 

Why organise a warrantage system for agricultural products? 
 

Ask the participants to write the underlying reasons of an inventory credit system or 
warehouse receipt system on coloured cards:  

What are the objectives of warrantage in an agricultural production system? 

 

 
 
 

 
 
 
 
 
 
 
 

 
Summarise the discussion, mentioning that nowadays warrantage serves to secure farm 
credits but also aims at increasing revenues from agricultural production, especially 
when marketing situations are difficult.  

Advice for the facilitator  
 

Get participants to list as many reasons as possible to get a rich list of reasons for warrantage. The 
cards are collected and displayed on the board or wall. Explain to the participants to not only look at 
market aspects. Warrantage can also ensure food security in households. In arranging the cards and 
synthesising the outcomes, focus on the definition and objectives of establishing a warehouse receipt 
system. 

Then link the definition of warrantage as developed by the participants with their  reasons for 
warrantage. Key concepts that follow from the definition and objectives of warrantage will allow them 
to understand the coherence and new roads to explore in the next phase of the workshop. The 
workshop is dynamic and part of a continuous learning approach. Avoid giving long summaries and 
lead participants to understand all concepts on the checklist. 
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2. Plenary lecture by Facilitator: Explain that warrantage is a technique that contributes to 
food security because it develops: 
• Micro-finance services to farmers: By putting up their stock of food crops at harvesting 

time as collateral, the farmers have a source of cash to conduct post-harvest income 
generating activities. 

• A stock of produce that can be made available for producers when needed (e.g. seed 
at time of sowing and/or during the hungry season), either as an input for next 
growing season or for home consumption. 

• A potential increase in value of the produce, as prices generally increase some months 
after the harvesting period. After reimbursement of the credit, producers may, if 
desired, sell their stocks on the market and profit from higher prices. With the profits, 
the producer or PO may invest in inputs and materials/equipment for the next 
cropping season (through a combined and creditworthy application). 

• A potential for the credit recipients to use the money (credit) to realise income-
generating activities and subsequently repay the credit, at least in part, and keep the 
stock to sell in a period of higher prices. This practice also helps to cope with possible 
storage losses (risk management). 

• A strategy against crop sell-off and a cash management strategy for producers to meet 
their needs throughout the year. 

 

3. Plenary interactive checklist: Restate that warrantage is not a panacea solution and that, 
like all other types of micro-credit, warrantage has advantages and limitations, both for 
the producers and for the finance institutions.  

Ask participants to help develop a list of benefits and limitations and present their 
responses on a flipchart.  
 

Example of a table resulting from interactive exchange 
 

Actors Benefits  Limitations 

MFI/DFS 

• Protection against risks 

• Reducing/limiting of seasonal price fluctuations 

• Guarantee in kind through the stock  

• More secure credit and repayment  

• Higher volume of credit and development of a healthy 
portfolio 

 

• Warehouse management 

• Risk due to extreme 
weather conditions 

• No storage facilities 

• Remoteness of DFS  

Producers 

• Profitability 

• Price transparency 

• Food security 

• Quality and quantity of grain 

• No longer under the influence of speculative traders 
and/or local moneylenders, besides the possibility of 
generating additional revenue with higher sales prices 
of the stored product 

• Increased investments in agricultural production and 
reduced migration from rural to urban areas. 

• Better structured and more professional POs: the role 
and usefulness of the organisation's services (storage, 
research and sponsorship credit, research opportunities 
and improved income from marketing of agricultural 
products, etc.) are well highlighted. 

• Speculation (price risk) 

• Poor choice of product to 
be stored 

• Poor storage conditions 
and techniques 
(inadequate drying devices 
or conservation of 
agricultural products) 

• Poor stock management 
(non-trained storekeeper) 

• No proper transport of 
goods to the warehouse 
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• Improving the quality of agricultural products; 
introduction of quality standards for proper control of 
stored products 

• Improving the negotiation power of producers: a better 
marketing of the products in time 

 

 

4. Facilitator conclusion: Explain that although in many cases the choice for a specific 
product will already have been taken, it is important to realise that not all agricultural 
products are suitable for warrantage speculation. It is vital to make a kind of product 
classification according to the suitability of agricultural stock for the warehouse receipt 
system. The criteria for determining such a classification are, among others: 
• The potential of price increase of the commodity in the period after harvesting: so 

the difference in prices at harvesting (usually when the product is abundant) and in a 
lean period (when there is a shortage of the product) during which the price is 
assumed to be much higher. 

• Product shelf life and storability; it will be clear that a product with a short shelf is not 
to be considered for warrantage. 

• The quantity of quality-product subject to the warehouse receipt: a) are there many 
farmers that produce a good quality standard of the commodity; b) are the quantities 
well beyond the family needs; c) is the commodity generally sold on the (local) 
market? 

 

Additional reading  

Reference sheet M11/1: Identification sheet for warrantable products 
Reference sheet M11/2: Checklist for producers of warrantable agricultural products 
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Session 3: Warrantage operations and timing 

Introduction 

Building on the previous two sections, this session will identify and present the main 
operations of warrantage in a diagram. This will evolve into  an understanding of the main 
stages of setting-up and implementing a warrantage system. 
 

Learning objectives 

At the end of this session, participants will be able to: 

• List the main operations of warrantage 
• Map out these operations and explain the warrantage or warehouse receipt system 
• Agree upon and describe the main stages of the set-up and implementation of a 

warrantage system  

 

Procedure 

 

List of tools/equipment required 

• Flip chart, markers 

• Coloured cards 

• Sticky tack, pins or tape – depending on the location 
 

1. Plenary exchange: Ask participants to identify the postharvest operations (of e.g. maize) 
of a group of producers interested in a storage loan for which the community is in charge 
of the stock. Write (or use symbols of) the various responses  on cards and display them 
on a board or wall. Then summarise the answers to get a shortlist with the following 
operations: 
 
 

• Harvesting 
• Collection 
• Bundling or regrouping the harvest 
• Storage (collective) 
• Obtaining the credit 
• Using the credit/expenditure (purchase of inputs) 
• Release of the stock and selling 
• Refunding of the credit  

 

2. Group exercise:  Explain that you will now do Exercise 1 to develop a type of inventory 
credit system for storage of products at the community level. Divide the participants into 
two or more groups based on their experiences with warrantage. Participants may also 
be divided into same-sex groups. This will make it possible to see differences in results 
between these groupings and the possible factors behind these differences (e.g. the role 
within the family and/or the usual activities). Women and men may have a different 
perception of constraints at the different stages and may propose different solutions as 
well. The perception may influence the functioning of the warrantage mechanism. 
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In the exercise, the participants will develop and present a diagram that visualises the 
warrantage system. Ask the group to present their results in plenary.  
 

3. Facilitator synthesis in Plenary: You can use the following diagram as a synthesis to the 
discussion, but specify the product, money and input flows. Below is the explanation, 
while referring to the model. 

 
Example of warrantage system in which the community controls the stock system 

 

 
 
Explanation of the model:  

• The warrantage model usually includes a two-pronged agreement (between the 
banker/financier or micro-finance institution (MFI) and the borrowing party, that is 
generally also the warehouse-store keeper). In case the borrowing party does not 
have its own store/warehouse, a third party, a warehouse keeper, is added.  

• The borrowing party is usually a group of farmers though it may be a trader, a miller, 
or a big operator. In the context of developing countries, where producers and stocks 
are modest, the stock is usually placed in a collective store that is managed and 
controlled by the community itself (through a warrantage committee).  

• The store or warehouse has a double lock with one key held by the producer 
organisation (secretary of the warrantage committee), the borrowing party, and the 
other one held by the banker/MFI. This option has the advantage that it is close by 
and that there is no need for spending extra money on storage costs and at the same 
time stock storage "at home" provides more security for the bank/MFI on the loan 
that is given. In such a system, however, the bank/MFI will generally ask for a regular 
inspection of the stock by a supervisory agent. 
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4. Group exercise: Ask the groups to continue with Exercise 2 – Parts 1 and 2, based on the 
synthesis model, to identify and describe the phases and steps in setting up and 
implementing the warrantage system. After identifying milestones or indicators for each 
phase, the groups gather two by two to agree on the identified steps. The common 
results of the pairs of groups are then presented and shared again.  
 

5. Plenary presentation of results: Present the final result (end of part 2 of Exercise 2) and 
follow this by a short discussion, making amendments if necessary. The following phases 
and steps should be included: 

 

Phases/Steps Timetable 

Phase 1: Preparation 
Steps: 
• Analysing the productive potential of all actors (distinguishing men and 

women) 
• Informing and creating awareness regarding warrantage 
• Decision making (determining the price and appointment of a warrantage 

committee) 
• Planning of the warrantage (timetable) 
• Negotiating with the banker (decentralised finance system, DFS) 

 

Phase 2: Setting up the system 
Steps 
• Collecting of the produce 
• Preparing of stores/warehouses 
• Stockpiling and registering of depositors, compiling of bags 
• Conducting stock management and stock inventory 
• Concluding the agreement between the PO and the banker/financier 
• Issuing of credit and distributing funds 

 

Phase 3: Follow-up  
Steps 
• Checking stocks and maintaining stores 
• Following of market information (to decide when to sell and end the loan 

period) 
• Repaying the loan to the banker 
• Researching market information and deciding to market 
• Releasing stock 

 

Phase 4: Evaluation of the process 
Steps 
• Evaluatiing the warrantage system and results obtained 
• Restitution/refunding members of the producer organisation 
• Planning for taking a new loan 

 

 
6. Facilitator wrap-up in plenary: Adapt the warrantage mechanism diagram as decided 

upon in Exercise 1, if necessary, and include a time schedule. Explain that, like any other 
operation, warrantage has to be planned in time and tuned according to the growing 
season. This empowers the stakeholder more and allows enough time at the level of 
both producers and the financial institution. 
 

Then explain that knowing the crop production calendar on the one hand, and the 
operations, demands and cropping time to implement them on the other hand, the 
credit warrantage timetable will be based upon a growing season.  

14
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7. Final group exercise: Get the groups to continue with Exercise 2 – Part 3 in which they 

briefly describe each step. The final results are presented in plenary, followed by a 
plenary discussion. 
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Session 4: Warrantage stakeholders and their roles 

Introduction 

Warrantage involves several actors. Depending on the context, a stakeholder may occupy 
several positions or work with subcontractors that need to be properly identified and 
defined. 
 

Learning objectives 
 

At the end of this session, participants will be able to: 
• Identify key players involved in the implementation of warrantage 
• Describe the roles of each actor 
 

 
Procedure 

 

List of tools/equipment required 

• Flip chart, markers 

• Coloured cards 

• Sticky tack, pins or tape – depending on the location 

• Copy of the story for all participants 

 

1. Individual or Facilitator reading:  Begin by reading a short, hypothetical story that 
presents a realistic warrantage implementation experience in a country in West Africa. 
Give each participant a copy for individual reading. You could also choose to read the 
story aloud, and have participants take notes. 

 

  
Short history of the implementation of a warrantage system  
 

Yacouba and his colleague maize producers of the PO of Saradougou Village have been encountering 
difficulties selling their maize for many years now. At harvest time, maize prices are so low that they 
can barely cover the production costs. They are forced to sell, however, to repay their debts and to 
have sufficient money for their daily lives. In addition, the inputs for the next crops also cost a lot of 
money.  

Yacouba heard of a cereal storage system that allows farmers to obtain credit and in which the grain 
could be sold at a later stage, when market prices are higher. He tried to find out more about this 
system with the extension agency. Binta, the extension worker, and Yusuf, from the NGO “For a better 
life”, then organised a training on the warrantage system for the farmers of the village. As Binta and 
Yusuf said, it is important to have a good number of member producers to have sufficient quantity of 
produce, as this is likely to lead to better terms with the micro-credit agency of the municipality (the 
decentralised financial system, DFS). So, the representatives of the PO identified a location for storage 
and organised a strong awareness campaign among colleague maize producers in the village. 

Despite their efforts, however, only 100 farmers were willing to participate and the negotiation with 
the DFS did not result in a sufficiently attractive interest rate. So Yacouba contacted Lionel, president 
of the union of producer associations, of which the Saradougou PO is a member. Lionel found the idea 
of setting up a warrantage system very interesting and he managed to convince some of the other 
POs that are part of the union to also join the warrantage system. A number of training sessions were 
organised and financed and two weeks later, 7 POs representing over 4,000 maize producers, were 
interested in joining. 
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2. Plenary brainstorm: Identify a list of actors followed by a description of their respective 

roles in the set-up, implementation and functioning of the warrantage system (see 

examples below). 

  

(Short history cont’d) 
 
 

Lionel then went to see the director of the DFS and, thanks to his negotiating skills, obtained an 
interest rate much lower than the one discussed earlier on. With the agreement of the presidents of 
all 7 POs, he signed the credit agreement with the DFS. Each PO set up a warehouse receipt 
committee with representatives of the PO, the DFS and the store manager (who in these cases is the 
treasurer of the PO). The warrantage committees of the 7 POs began to work and received the bags of 
maize from the producers to store. The amount of produce and the sale price (just under the market 
price) were agreed upon in advance. The warrantage committees were responsible for storing and 
management of the stock, and they stopped receiving goods after the set deadline. Each producer 
received a certificate of deposit. Once this was completed, the committee provided the information to 
the Union. Lionel, on behalf of the Union, finalised the agreement with the DFS. The store was 
inspected and the maize quality was checked in particular. The store was then padlocked by two  
parties (DFS and the PO Union) and the credit was granted. The funds were redistributed to the 7 POs 
in accordance with the quantities stored and the warrantage committee of each PO was responsible 
for the redistribution of credits to individual producers. 
 

The committees’ work did not stop there as they were responsible for monitoring the "health" of the 
stock as well. At a certain moment, the DFS came to check whether stock quality and safety were ok. 
Considering the living conditions of its members, the PO also keeps an eye on the proper use of the 
loan. The members are encouraged to engage in income-generating activities (IGAs). For this purpose, 
Binta and Yussuf, under the guidance of the Union, organised a training on options and models of 
IGAs and on finding outlets for the stored maize. A young trainee of the extension service monitored 
the market weekly. She regularly informed the warrantage committee, that, meanwhile, started 
administering the repayment of loans. This has not always been easy but, with the support of Yusuf 
and Binta and an agent of the DFS, all producers in the end managed to refund the credit within eight 
months from the start of the grant. This was highly praised by the DFS, but also by Lionel who 
confessed that this does not always happen. The Union was responsible for formalising the repayment 
of the credit with the DFS. A very interesting market was found and all maize was sold at a price that 
was 70% higher than the sales price at the time of storage. Obviously, all stakeholders were very 
satisfied with this first experience of warrantage and in the general assembly of the PO the positive 
balance was appreciated by all present. 
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Summary of the list of actors and their roles 

To keep in mind 

ACTORS RESPONSABILITIES 

Producers (M/F), members 

of the PO 

• Participate in setting the rules and updating the warrantage 

• Participate in decisions on the use of the credit obtained 

• Respect the rules set by the PO and DFS in the warrantage practice 

The PO and the warrantage 

committee 

• Sensitise producers to join the warrantage system 

• Stock storage and inventory management (quality control checks?) 

• Identify a DFS partner 

• Negotiate the loan conditions for its members 

• Decide on the use of the credit, once obtained 

• Follow delinquent loans and take collective responsibility in case of non- 
     solvability of a member 

• Redistribute and repay loan 

• Keep track of inventory in stores by custody of a key to a padlock against loss 
     by theft and other losses 

• Find outlets for selling the stored produce, with the support of other partners 

PO Union or Federation 

• Assist POs to operate as a  legal body  

• Identify a DFS partner 

• Negotiate loan conditions for its members 

• Have the inventory pledge agreement and the credit agreement with the MFI  
     signed; 

• Inform and strengthen the capacity of their members on warrantage 

• Arrange the redistribution and credit repayment (intermediate between DFS  
    and PO) 

• Find outlets for selling the stored produce, with the support of other  
    partners 

Note on the warrantage committee 
 

Three main actors are involved in the implementation of warrantage: the PO, the Financial Institution 
(FI), and the store manager. 
• The PO undertakes the checking of the status of the stores/warehouses (healthy and safe), 
centralises group stocks and submits a funding request to the FI. It takes care of:  

o Signing the stock deposit agreement and the credit contract with the FI 
o Stock management in stores by rights of custody of a key to a padlock against theft and other 

forms of losses 
o Finding outlets for selling the stored produce with the support of other partners 
o Repayment of warrant credit loans to the FI giving out the loan 

  

• The FI studies and finances business plans submitted by the POs following the formation of crop 
stocks as collateral. The FI carries out the inventory controls in stores in accordance with the POs and 
the store manager. The FI is solely responsible for the granted credits and it must therefore proceed to 
recover the money. 
• The store manager is responsible for packaging and monitoring of the stock.  He/she also supports 
the PO in sensitising members. Note that the store manager is often a member (secretary or treasurer 
of the PO), or an agent of a decentralised department of agriculture (this option has the advantage of 
having a professional for safeguarding and monitoring the stock). 
 

All players are represented in a warrantage committee in each locality of intervention. 

18



MODULE 11                                          Warrantage of agricultural products 

Module 11– Facilitators’ guide    
 

 

3. Facilitator review in plenary: At this point, it is important to review the key elements of 

the process and of stakeholder roles. Make sure the following comes up in your review: 

Creating awareness 
Awareness creating sessions are organised in each locality before the harvest period, under 
the responsibility of the warrantage committee. Create awareness on: 

• Prerequisites of the product before storing (including quality standards of the produce) 

• The planning of produce collecting days, for each store 

• The IGA credit characteristics during the storage period 

• The credit refund mechanism 
 
Collecting and storing of produce 
The collection of produce takes place at each store following the planning as made known in 
the preparation phase. Collection can take several days depending on the quantities to be 
stored. 
• Each participating producer will bring their produce in bags or in bulk to the entrance of 

the store. 
• A check of the quality of the produce is done by the store manager at store level (by 

spreading it on a tarpaulin) to determine the level of impurity, humidity, the presence of 
foreign bodies, etc. 

• After positive assessment of the quality of the stock, the warrantage committee proceeds 
with the packaging and the storage. 

• Each producer with stock in the store is given a deposit certificate as a warrant document. 
• Producers whose stocks is rejected at the collection days are no longer eligible for credit. 
• After closing each store, one key is kept by the manager of the MFI and the other by the 

president of the PO. 
 

Obtaining credit 
Any producer having produce in the store will get a credit of 70 to 80% of the value of the 
stock at the moment of deposit. 
In case of a credit for an income-generating activity, only that activity serves the credit 
repayment. The profitability of the IGAs will be evaluated by the FI before granting credit. 
 

 (Table Cont’d) 

ACTORS RESPONSABILITIES 

Decentralised Financial 

System (DFS) 

• Guarantee security of the deposit 

• Grant the credit 

• Apply good warrantage practices 

• Sell the produce in case of non-repayment 

Technical services (state), 

NGO, projects, research    

• Support MFIs and POs in training on the principles, rules and warrantage 
technique 

• Support POs in training members in community life, administration and 
accounting 

• Improve the availability of adequate storage facilities at PO level and the 
availability of financial resources at DFS level 

• Facilitate the relationship between PO and DFS/banks 

• Capitalise on the experiences 
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Controlling stock 
The storage period can range from three to six months. During the storage period: 
• The stored product will be checked on a monthly base by the store manager together 

with representatives of the PO and the MFI. In case the checks reveal damage of some 
bags, these bags will be destroyed and sale of this stock will need to be organised in the 
next days in order not to lose all later. 

• Price fluctuations of stored goods are observed to decide on the right time to sell the 
stock. The PO also ensures that the IGA credits received are appropriately used for the 
implementation of IGAs. 
 

Refunding and destocking 
At the end of the credit, the PO ensures repayment of the loan and the interest due. When 
prices are favourable, the PO organises the group sale of the stock. If the income of the IGA 
is not enough to pay off the loan, the PO reimburses the loan with the revenue from the sale 
of the stock. 
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Session 5: Management tools for effective warrantage 

Introduction 

Managing the warrantage process requires mastery of a number of tools that have been 
developed by specialists in rural financing. This session focuses on these tools. 

 

Learning objectives 

At the end of this session, participants will be able to: 

• Identify the different mechanisms of warrantage management tools 
• Understand the purpose of these tools 
• Master the use of these tools 

 

Procedure 

 

List of tools/equipment required 

• Flip chart, markers 

• Coloured cards  

• Sticky tack, pins or tape – depending on the location 

 

1. Brainstorm: Exchange about the importance of tools for managing the warrantage 
mechanism. Ask the following question: 
 

What would be ways of managing the warrantage mechanism? 
Or 

How can you manage the warrantage mechanism, to be sure it works well? 
 
Collect the responses and summarise the main objectives of the use of the tools.  

 

 

 

 

 

2. Facilitator makes presentation on tools used: Use the table below to present a detailed 
overview of most tools involved in the implementation of warrantage (see also the list of 
references for examples). 

Tool Aim Presentation 

Model of rules and procedures Ensure discipline within the PO as to 
the management mechanism 

Reference model  

Advice for the facilitator  
 

The use of tools for the management of warrantage is: 

• To ensure discipline in the PO regarding the warrantage management mechanism 

• To ensure transparency in the collection of products 

• To ensure compliance with the storage conditions 

• To formalise relations between financial institutions and producer organisations 
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Identification form for types of 
warrantable products (see Session 3) 

Promote greater adherence of farmers 
through diversification of products to 
be stored 

Product identification 
form  

Classification checklist of agricultural 
warrantable products to be filled by 
producers (see Session 3) 

Choose the best warrantable products 
per location 

Product classification 
checklist 

Deposit certificate for warranted goods Provide the MFI with a deposit 
certificate per producer 

Deposit certificate 

Stock register Ensure transparency in the collection 
of products 

Stock register of 
warranted goods 

Method of storage of products in the 
store 

Ensure compliance with the storage 
conditions 

Storage method 
manual 

Reports of joint MFI/PO stock checking 
visits  

Table for stock check 

Rating scale/scoring grid for financing 
business plans 

Facilitate the exploitation of business 
plans 

Scoring grid 

Pledge agreement for produce Formalise the relations between MFI 
and PO 

Pledge agreement form 

Credit contract Contract for warranted 
products 

 
3. Group exercise: Introduce Exercise 4, which allows participants to become more familiar 

with the use of these tools. The work is done in small groups, followed by a plenary 
presentation and discussion. 
 

4. Plenary presentations & discussion: Get the groups to present their results in plenary, 
followed by a discussion. 

 

Additional reading 

Reference sheet M11/3 : Reference model of rules and regulations  
Reference sheet M11/4 : Model of deposit certificate (warrant)  
Reference sheet M11/5 : Stock register 
Reference sheet M11/6 : How to stock bags in the store 
Reference sheet M11/7 : Table for stock check 
Reference sheet M11/8 : Scoring grid 
Reference sheet M11/9 : Stock deposit agreement  
Reference sheet M11/10 : Warrantage contract 
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Session 6: Requirements for a proper warrantage system 

Introduction 

Implementing a functional and successful warrantage system requires good practices. This 
session is to organise interviews with one or more representatives of POs (or warrantage 
committees) who have experienced setting up a warrantage system. 

 

Learning objectives 

At the end of this session, participants will be able to: 

• Identify and analyse factors that may positively influence the success of warrantage. 
• Identify and analyse the factors that may negatively influence the success of warrantage. 

 

Procedure 

 

List of tools/equipment required 

• Flip chart, markers 

• Coloured cards 

• Sticky tack, pins or tape – depending on the location 
 

1. Plenary introduction by facilitator: Start by explaining that in this session participants 
will hold interviews with one or more representatives of Producer Organisations (POs) 
that have experienced warrantage. Explain the procedures before dividing into groups. 

 
2. Group exercise: For the interviews, participants need to prepare a checklist. This can be 

done in groups (see example presented in Exercise 3) or in a plenary brainstorming 
session, in case there is not enough time. Prepare the logistics for interviews. 

 
3. Present results in plenary: Have the groups present their results and follow the 

presentations by a discussion/summary on good warrantage terms and principles.  
 

4. Individual reading and final plenary discussion: After this exchange, get participants to 
read the background material, and end with a discussion on their questions on the 
subject. 

 

Advice for the facilitator  
 

Take time to identify some POs in the area that have good and some less good experiences in 
implementing a warrantage system. Contact the PO executives to get them interested to participate in 
a training session for coaches. Ideally, try to identify a female and a male producer, and possibly also 
the head of the FI that was involved in the warrantage with the POs, and is a member of the 
warrantage committee. Confirm with them a date, time and location of the appointments and 
determine the day of the training session. 
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Additional reading 

Reference sheet M11/11: The principles of implementing warrantage  

Facilitator points to remember in the final discussion:  
 

• Existence of a dynamic and formal farmer organisation: POs have a key role in the establishment 
and management of sufficient and good quality stocks, the credit negotiations with DFS as well as 
the distribution of credits among its members, credit recovery and repayment, eventual marketing 
of stocks, and the decision to use credit in the development of income-generating activities. 

• Commitment of the farmers to keep the produce in the store up to the end of the operation 

• Availability of a suitable storage facility (healthy, safe, secure): Needed are warehouses that meet 
the quality standards and that can be managed professionally, either privately or (even better by 
committees in which funding institutions take part together with the POs or individual producers. 

• Availability of a stock of warrantable products that are likely to increase in value over time: Make 
a wise choice of products to be warranted. Most interesting are products that are easy to store, 
non-perishable, and that increase in price with time. Such products are also most likely to reassure 
most FIs. If one of the three criteria is missing, certain precautions must be taken. 

• A financial institution with a credit capacity that is able to meet the demand. 

• The credit cost should be less than the potential gain induced by the price difference on the 
product: For the credit to be profitable, this condition is also essential and decisive for the choice 
of warranted products (this may be one of the selection criteria for the list of warrantable 
products). 

• Reliability of the storage facility: If the store manager or store operator is trusted, MFIs can accept 
the receipt as a strong guarantee. Reliability of the storage facility also provides security to the 
producer. 

• Economies of scale: Costs for administration and monitoring of warrantage decreases with 
increasing scale. The more storage facilities available and the higher the volumes stored, the lower 
the cost of the monitoring system. 

• Appropriate method for determining storage costs: In general, the cost that a farmer is supposed 
to contribute - that is to say, the interest on the loan plus storage costs - averages around 25% of 
the estimated total profits in the early harvests. 

• Fixed dates en length of warrantage period: Tuning the length and dates of the credit period 
according to the period of highest expected prices of the agricultural products offered as collateral. 
In practice, a credit period should not exceed six months. 

• Continuous training and information: Warrantage cannot function effectively and have a 
satisfactory penetration rate without coaching measures. Advocacy work must be done at two 
levels: 1. Strengthening the technical skills of intermediate structures responsible for the 
distribution of products (MFIs, inventory managers, ..) and 2.  Informing farmers on the overall 
functioning of the system. 

• Tangibility of the guarantee: A deposit certificate of the authorised store manager, a double-lock 
system, a signed stock pledge agreement, trust by the FI through holding the keys to the store and 
a  collateral stock agreement and the collective guarantee of the PO as legal entity. 

• Security of the source(s) for credit repayment: Guarantee of repayment of the credit, in addition 
to having the stock as collateral, is often doubled by the obligation of the FI to PO that the credit is 
also meant to be invested in income-generating activities. Repayment is normally first done   
through IGAs and only in case of difficulties through the sale of the stocks. 

• Adequacy of the credit amount/guaranteed value/risks: Well defined risks, with, in the absence of 
an approved warehouse keeper, other security measures like a double-lock system, a signed 
guarantee,  a credit that is lower (80%) than the value of the stock, short-term credit, and  
repayment through IGAs. 
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Session 7: Developing Terms of Reference for the coaching session 

Introduction 

This session is aimed at supporting coaches in using the new competences they acquired 
through this workshop for coaching the agribusiness (clusters) with regard to warrantage. 
This session must be highly interactive, enabling the coaches to express all feelings and 
opinions they have on the topic, to develop the tools they will deliver afterwards.  

 

Learning objectives 

At the end of the session, the participants will be able to facilitate a coaching session on the 
promotion of agricultural products.  

 

Procedure 

 

List of tools/equipment required 

• Flip chart, markers 

• Coloured cards 

• Sticky tack, pins or tape – depending on the location` 
 

Step 1: Review the sessions 
 

1. Plenary reflection of module: Guide the participants (BSS/coaches) in reviewing each of 
the earlier sessions, asking the following questions:  

• Did you understand well what has been done so far? What needs additional 
clarification?  

Go over some aspects of the module, if needed. 

• What do you think are the most important parts of the facilitators’ guide for coaching 
ABC members? 

• What are the “messages” that you think need to be delivered to ABC members?  

• How do you think you can develop topics/messages during the coaching session to 
your ABC?  

• Are there some tools / information / methodology missing? If so, what are they? 
Please discuss.  

2. Individual session:  Ask the participants to systematically review all the sessions, by 
listing the key points that they have learnt and what will be relevant for use and 
application during their subsequent coaching sessions. 

 

   WHAT WILL BE RELEVANT TO BE 
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SESSION TOPIC WHAT I LEARNT APPLIED TO MY CLUSTER 

 
1. 
 

 
 

  

 
2. 
 

 
 

  

 
… 
 

 
 

   

 

Step 2: Preparing ToR for the field coaching 

 
1. Plenary round: Make a round of participants to re-investigate the knowledge and 

experiences on warrantage within the ABCs that are supported by the coaches. This will 
lead to two types of TORs according to whether they have experience (point 2A) or not 
(point 2B) 
 

2. Work on the TORs according to experience (two options) 
 
2A: Coaches make a TOR analysing their experiences with warrantage: For coaches who 
support an ABC that has already implemented a warrantage system, the ToR will focus 
primarily on the analysis of the experiences. The checklists developed in Session 5 form 
the basis for this analysis. Coaching will then focus on the origins of problems regarding 
warrantage and on solutions to be found to do a better job for the next campaign. The 
coaches get together and propose a coaching program, including objectives and 
procedures and tools. 

2B: Coaches without experience make a TOR: For coaches working with ABCs that have 
no experience with warrantage yet, it is important to go over the key elements of 
Sessions 3, 4 and 5. The coaches get together and make a short first review of key those 
sessions in column 2 of the next table. In column 3 they specify the elements of the 
inventory credit system that they would be interested to develop with the ABC and why 
these are relevant. In the last column they give an indication of how to put this into 
practice (tools). 

Session Aspects known /  
warrantage 
experience  

Relevance for the 
ABC 

Why important? How to deal with this? 
 (learning tool) 

3     

4     

5     

 

3. Plenary presentations: Get the two groups to present their work in plenary, followed by 
a discussion. 
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4. Individual drafting of provisional inventory credit system: Guide the participants in 
capitalising some lessons learned and to try to draft a provisional inventory credit 
system, based on information from their ABC, their environment and based on their own 
experiences.  
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Session 8: Workshop assessment 

Introduction  

Did this workshop fit the participants’ needs and did it satisfy their expectations? Do they 
now feel able to train (coaches and mainly) ABC members in the basic knowledge of 
warrantage?  These are some of the questions this session would like to answer.  

 

Objective 

With this assessment, the facilitator can find out whether the workshop was appreciated by 
participants, and they will be able to adjust it for further trainings, if necessary.  

 

Procedures 

 

List of tools/equipment required 

• Flip chart, markers 

• Coloured cards  

• Sticky tack, pins or tape – depending on the location  

There are several ways and tools to assess a workshop, at the beginning, during the sessions, 
and at the end.  

• Before starting the workshop: each participant writes down their expectations and 
worries (see Session 0). The facilitator prepares a summary of these expectations and 
worries to be dealt with during this final workshop session (see below). 

• During the workshop: at the end of each day (even for a 2-day session), the participants 
were given the opportunity to reflect on what was done during the day in a Reflection 
Diary. Ask each participant to indicate how well they appreciated each session, why, and 
if relevant to propose improvements to the content.  

• At the end of the workshop participants either:  
 

o Express their opinion on how the workshop went along in plenary, or (preferably so)  
o Give their opinion on the workshop individually and confidentially, on a paper 

(flipchart) put somewhere in the room, in such a way that other participants cannot 
see what others are writing. This paper could contain the following table (learning 
assignment) that is to be filled by each participant:  
 

Table 1: Appreciation of the workshop 

Session/topics Good  Average  Bad  

S0: Introduction    

S1: The warrantage concept and its 
characteristics 

   

S2: Reasons for warrantage in 
agricultural production systems 

   

S3: Warrantage operations and their 
timing 
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S4: Warrantage actors or stakeholders 
and their roles 

   

S5: Conditions/ management tools for 
effective warrantage 
S6: Preparation of the field coaching 
TOR 

   

Your opinion on the facilitation    

General comments    
 

Each participant indicates his/her appreciation of the sessions and facilitation work, and adds a general comment. 

 

 

 

 

 

 

 

29



 
MODULE 11                                    Warrantage of agricultural products 

 

 

 
List of reference sheets 
 
Reference sheet 1: Identification sheet of warrantable prducts 
 
Reference sheet 2: Checklist for producers 
 
Reference sheet 3: Internal procedure model for the management of a warrantage system 
by producer organisations  
 
Reference sheet 4: Template for a warehouse deposit receipt 
 
Reference sheet 5: Register of warranted stocks 
 
Reference sheet 6: How to store bags 
 
Reference sheet 7: Table for stocktaking/Report of the joined visits of the local branch of the 
mutual agricultural credit scheme producer organisations 
 
Reference sheet 8: Scoring grid for the funding of business plans 
 
Reference sheet 9: Stock pledge agreement/Collateral management agreement for 
agricultural products 
 
 
Reference sheet 10: Warrantage control 
 
Reference sheet 11: The principles of implementation of a warrantage /the inventory credit 
system 
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Reference sheet M11/1: Identification sheet for warrantable 
products 

 
 
 

Most 
important 
products 

Suitability for 
storing 

Keeping rate Saleable 
quantity 

Likelihood of 
increased selling 
prices 

Period of expected price 
increase (number of 
months after harvesting) 

 

Maize      

Sorghum      

Cowpeas       

Sesame      

Chilli pepper      

Palm oil      

Soya      

Cashew      

…      

…      
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Reference sheet M11/2: Checklist for producers of warrantable 
agricultural products 

 

 

 
  

 

Expected price 
difference Keeping quality 

 
Production 
(quantity) Rating 

White maize 
  

 

  
Yellow maize 

  

 

  
Paddy 

  

 

  
Cowpeas 

  

 

  
Soya 

  

 

  
Cashew 

  

 

  
Sesame 

  

 

  
Sorghum 

  

 

  
Red chilli 

  

 

  
Palm oil 

  

 

  
Groundnuts (in the shell) 

  

 

  
…     

 
    

…     
 

    

   

 

 
  

   

 

 
  

Legend 
  

 
  1:  Poor 

  
 

  2:  Fair 
  

 
  3:  Good  

  
 

  4:  Very good 
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Reference sheet M11/3: Internal procedure model for the 
management of a warrantage system by producer organisations  
 
ARTICLE 1: INTRODUCTION 
This procedure defines the organizational, management and evaluation terms of operation 
of a warrantage system for a producer organisation (PO). 
 
ARTICLE 2: DEFINITION, STEPS AND STANDARDS 
Warrantage in the "non-cotton input project" consists of collateralizing a part of the harvest 
to obtain an input credit and/or a loan for "Income Generating Activities" (IGAs). It is a type 
of credit that comprises several steps, including, in particular, programming, needs 
assessment, stock building, credit granting, inventory management, repayment of loans, 
sales of stocks, and evaluation of the activities. Warrantage transactions are carried out 
according to the standards laid down in these internal regulations and in the conditions of 
the micro-finance institutions (MFIs). 
 
ARTICLE 3: OBJECTIVES AND TARGET GROUPS OF THE WARRANTAGE 
Through the warrantage system the producer organisation aims: (i) to strengthen the 
services it provides to its members to meet their needs and thus to increase its memberships 
base; (ii) to contribute to the consolidation and professionalization of the member groups; 
(iii) to mobilize significant own resources; (iv) to fight poverty through improved access to 
credits for its members, development of economic activities and improvement of their 
incomes; (v) to secure the production of its members; (vi) to increase the production and 
improve food security in its area of activities. 
The beneficiaries of the warrantage system are the members of the producer organisations 
that are in turn members of the villagers’ POs. The credit reports are put on the name of the 
villagers’ POs. 
 
ARTICLE 4: PRODUCTS THAT CAN BE USED AS COLLATERAL TO OBTAIN CREDIT 
The products selected by the General Assembly of the producer organisation to serve as 
collateral for the credit are: 
………………………………………………………………………………………………………………………………………………
…………………………………………………………..  
The General Assembly can adjust this list of products annually during the growing season, as 
proposed by the cluster advisor or partnership facilitator and depending on the actual 
performance of the crops in the field. 
Products of warrantage credits for individual group members can also be income-generating 
activities, including the purchase of agricultural inputs, etc. 
 
ARTICLE 5: STOCK PILING AND INVENTORY MANAGEMENT 
The products must be of good quality, and should be processed and packaged well to 
eliminate losses during storage. Start and end dates of stockpiling are fixed each year by the 
General Assembly not later than .............................., depending on the duration of the 
campaign. The products must be stored in an appropriate store and a security system must  
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be in place. The credit on income-generating activities is granted for an amount of 80% of 
the value of the stock held. 
 
ARTICLE 6: COMMITMENTS OF PRODUCER ORGANISATIONS FOR A WARRANTAGE SYSTEM.  
For the smooth running of warrantage operations, the producer organisation is committed 
to provide several services to its members. These include: 
 

• Sharing information and creation of awareness among its members on the warrantage 
system, its benefits, its principles, its risks, etc. 

• Convening preparatory meetings with members for the planning and implementation of 
operations (setting the period that stock piling needs to be done, the products to be 
stored, storage fees, etc.) 

• Negotiating with micro-finance institutions on financing the planned activities; 
• Acquiring suitable storage warehouses 

• Receiving products, prior checking of quality and quantity of products, building and 
tracking the status of stocks together with the partnering micro-finance institution and 
the government advisory service 

• Identifying individual and collective input needs, developing the corresponding business 
plans and undertake activities to search funding from microfinance institutions and banks 

• Distributing the credits granted to the final beneficiaries in accordance with the amounts 
and allocations provided by the MFI partner. In the case of input credit, this is done 
through input distribution 

• Monitoring the use of granted loans, to enable proper repayment by members and 
ensure complete refunding to the MFI 

• Following price developments in the market for products under warrant and regularly 
informing the members of the PO 

• Conducting an annual, participatory review of the warrantage system, proposing steps to 
improve the functioning of the warehouse receipt transactions 

• Seeking the support of a handling agent to certify the quality of the product during the 
stock piling 

 
To provide these services, and when needed the PO can appoint a person who is specifically 
in charge of the management of the warrantage process. 
 
ARTICLE 7: COMMITMENTS OF THE WARRANTAGE BENEFICIARIES 
The beneficiaries of warrantage shall undergo the following obligations: 
• Respect the clauses of regulations including the time and other standards set for stock 

piling, use and repayment of the loans 

• Participate in information awareness meetings, in planning, and in monitoring and 
evaluation of warrantage activities 

• Pay the storage charges as set by the General Assembly 

• Participate in the monitoring and evaluation of inventory credit transactions 
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ARTICLE 8: CONTRIBUTION TO THE MOBILISATION OF RESOURCES OF THE PRODUCER 
ORGANISATION 
An amount corresponding to ..............% of the value added on the stocks accumulated by 
individuals and groups will be donated to the producer organisation to establish its own 
funds. 
 
ARTICLE 9: SANCTIONS 
Depending on the severity of the mistake, each member is liable to the following penalties: 
(i) warning, (ii) reprimand, (iii) suspension, and (iv) exclusion. Members who by their actions 
or conduct obstruct the smooth running of operations will be excluded from warrantage. 
Any penalty resulting in the exclusion of a member shall be subject to approval of the 
General Assembly by a majority of the members. 
In cases of non-repayment of loans, a procedure of amicable settlement will be initiated. If 
this is not successful, the case will be referred to a competent judicial authority. 
 
ARTICLE 10: FINAL ARRANGEMENTS 
These rules of procedure are adopted by the general assembly on  ........  
The Board of the producer organisation is responsible for ensuring its implementation.  
The rules of procedure can only be modified by the GA. 
Compliance with these rules of procedure for warrantage operations is mandatory. 
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Reference sheet M11/4: Template for a warehouse deposit receipt 
(warrant) 

 
Department /Municipality:  …………………………………………………………… 
Name of producer:   ………………………………………………………………. 
Name of the chairman of the producer group: ………………………………………. 
Village of the group:   …………………………………………………………. 
Warehouse/store of:   …………………………………………… 
Name of store manager:  ……………………… 
 
 
Features of stored goods 
 

Products  
Quantity 
(bags/containers/bottles) 

Applied treatments Quality 

Type of 
products 

Quantity  
Humidity 
content 

% 
breakage 

Grade of 
impurity 

Appreciation 

Good Average 

         

         

         

 
 
Date of deposit: …………………………………………… 
     
Signature       Signature 
 
 
Name of bookkeeper                                                              Name of store manager 
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Reference sheet M11/5: Register of warranted stocks 

 
Name of group : ………………………………………. 
Name of village : ……………………………………….. 
Name of union : ………………………………………. 
Name of chairman : ………………………………………. 
Date of storage : ……………………………………… 
 

No.  
Name and 
surname of 
producers 

Product 1 Product 2 

Total value of 
stock 

Signature for 
receipt 

Quantity Quality 
Initial 
value of 
stock 

Quantity Quality 
Initial 
value of 
stock 
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Reference sheet M11/6: How to store bags  

 
Storage facilities for warranted goods need to:  
 
• be located in well drained terrain, not subject to flooding and without the risk of fire (no 

adjacent houses nor bush), 
• have a proper roof, protecting the stored goods from the weather, 
• have a watertight floor, 
• be sufficiently ventilated, 
• free of rats and mice and all stock should be kept free from pests (termites, weevils , 

beetles, moths), 
• have safety devices on doors and windows, 
• be not too isolated from the village. 
 
 
How to store the bags 

 
 

 
Arrange a stack the bags of several layers.  
 

The stack should not exceed the height of 
a man. 
 

Each layer should contains five bags of 
three in one direction and two at a right 
angle.  
 

Never store infested products in the same 
room with healthy stocks. 
 

 
 

 
 
 
 
 
Leave space between the stacks of bags 
and the walls. 
 

Make separate stacks for each product. 
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Reference sheet M11/7: Table for stocktaking/Report of the joined 
visits of the local branch of the mutual agricultural credit scheme 
producer organisations (CLCAM)  and the Regional Centre for 
Agricultural Promotion (CERPA) 

   
Name of municipality : ……………………………………………… 
Central store no.  : ………………………………………………  
Name village  : ……………………………………………… 
       
Stock levels at various moments in time 

Commodity Initial stocks Date first check 
 

Date second check 
 

Date third check 

 Quantity Quality Quantity Quality Quantity Quality Quantity Quality 

         

         

         

 

OBSERVATIONS 
 
First check 
………………………………………………………………………………………………………………………………………………
………………………………………………………………………………………………………………………………………………
………………………………………………………………………………………………………………………………………………
……………………………………………………………………………………………………………………………………………… 
 
………………………………………. 
First and second name of controller                                                        Signature 
 
Second check 
………………………………………………………………………………………………………………………………………………
………………………………………………………………………………………………………………………………………………
………………………………………………………………………………………………………………………………………………
……………………………………………………………………………………………………………………………………………… 
 
………………………………………. 
First and second name of controller                                                        Signature 
 
Third check 
………………………………………………………………………………………………………………………………………………
………………………………………………………………………………………………………………………………………………
……………………………………………………………………………………………………………………………………………… 
………………………………………. 
First and second name of controller                                                        Signature 
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Reference sheet M11/8: Scoring grid for the funding of business plans 

 

CRITERIA NOTES NOTE VERIFICATION RATING COMMENTS 

Q
U

A
LI

FI
ER

S 

The producer organisation 
(PO) has a liability debt 

  To be eliminated Documents, 
interviews, 
visits 
 
 

  

The PO has a legal status   Do not eliminate 
 The PO has a warranty   

The PO has an updated 
policy document 

  

        

A
SS

ES
TS

 O
F 

TH
E 

P
O

 

The competence of the PO 
regarding input supply  

New ❷ More than 1 
year ❹ 

NOTE : …/4 Interview and 
contracts 

NOTE : ……/12  

The competence of the PO 
regarding  joined marketing 

New ❷ More than 1 
year ❹ 

NOTE : ……/4 

Proximity to market, 
existence of a demand 

Weak ❷  Existing ❹ NOTE : ……/4 

        

ST
O

R
E 

C
O

N
D

IT
IO

N
S 

Building materials Solid materials 
❹ 

Local building 
materials (mud, 
straw, poles) 

NOTE : …/4 Interview, visit NOTE : ……/16  

Store equipment  Sufficient ❹ Non-sufficient 
❷ 

NOTE : ……/4 

Store doors With an 
integrated 
double lock 
system❹ 

Without an 
integrated 
double lock 
system ❷ 

NOTE : ……/4 

Pest infestations Store treated 
against pests; 
no rat holes 
present, …❹ 

Signs of pest 
infestation in 
the stocks ❷ 

NOTE : ……/4 
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CRITERIA NOTES NOTE VERIFICATION RATING COMMENTS 
SA

FE
TY

 O
F 

TH
E 

ST
O

R
E

 

Location of the store 
 

Located in the 
village under 
collective 
surveillance ❹ 

Isolated 
location, no 
surveillance ❷ 

NOTE : …/4 Interview, visit NOTE : ……/12  

Guardian  
 

Presence ❹ Absence ❷ NOTE : ……/4 

Physical store environment Immediate 
surroundings 
not liable to 
flooding, no 
combustible 
materials 
present ❹ 

Immediate 
surrounding 
liable to 
flooding, 
patches of 
straw dry bush 
near ❷ 

NOTE : …/4 

        

Q
U

A
N

TI
TY

 A
N

D
  E

T 
Q

U
A

LI
TY

 

O
F 

TH
E 

ST
O

C
K

 D
U

 S
TO

C
K

 

Quantity  
 

Sufficient ❹ insufficient ❷ NOTE : …/4 Interview, visit NOTE : ……/12  

Quality Required ❹ unsatisfactory 
❷ 

NOTE : …/4 

Storage duration good❹ bad ❷ NOTE : …/4 

TOTAL……../52  

 
Note: The indication ‘to be eliminated’ means postponing the financing until the Producer Organisation meets the standards set. 
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Reference sheet M11/9: Stock pledge agreement/Collateral 
management agreement for agricultural products 

 
Group ………………………………….. of ………………….  village of the community of …………………..,  
represented  by ………………………..……….,     acting as ……………………………………, offers as 
collateral for a loan of  ………………………….. (currency unit), approved by the financial 
institution ……………… , in …………………………………..   the stock of the following products: 
 
Products Description of the quality Quantity (kg) Value   

(currency units) 

Maize    

Rice    

Etc.    

Total value of collateral  

 
 
The stock is located in ………………………………………….…….. , under the responsibility of 
……………………………………….. and may not be sold in part or in total before the entire debt has 
been repaid, without the agreement of the financial institution ……...   
 
The stock remains the property of the group that is responsible for it but is at the disposal of 
the financial institution ……... that supplied the loan, guarded by the group/union as long as 
the credit and the interests have not been repaid for the full 100%. 
 
In case of stock damage (due to flooding, fire, theft, etc.) the group/union is entirely 
responsible for the loss and is obliged to reimburse the loan plus interest to the full 100%. 
 
In case of non-repayment of the loan or part of the loan before  ………………..(date), due to 
factors exclusively caused by the unions or the groups, the financial institution ……...  may 
order and organise a sale of the stock or of part of the stock in order to refund the 
remainder of the debt. The penalty on not paying back loans in time is set on …………………… 
(currency) per …………….. (period of time). 
 
If non-repayment of the loan or part of the loan by ………… (date) is caused by socio-
economic factors or by the State, the loss will be shared among the different operators 
according to the earlier gains obtained. 
 
The financial institution ……............….commits to send a representative at least once every 
…. days to assist in stocktaking with representatives of the groups or unions, to check on the 
quality of the stock. In case of damage to the stock because of disrespecting the regular 
checks, the loss will be borne by the responsible party. 
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The financial institution ……..............................  will undertake to free the stock as soon as 
the full debt has been repaid (by a show of hands).  
 
  
Made up at …………………….                    On ……………………. (date) 
  
  
Signature of group/union representative 
 
 
 
 

Signature of representative of financial  
institution 
 

Name and surname        
 
                                          

Name and surname                                                 

Function 
 

Function 
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Reference sheet M11/10: Warrantage contract 

 

 
Between,  
 
The financial institution ……......................represented by ……………………… (responsible 
person) ………..    

on the one hand, and 
 

the  ……………….. group, represented by its president  …………………………… of the community of 
………………………… village  ……………………………….. Zone/Sector  …………………………. 

 
on the other hand 

 
It was agreed that: 
  
The group requested and obtained from the financial institution .........  
 
1. a warrantage credit upon a stock deposit guarantee in central store  No. …… worth the 

value of  …………………………… francs CFA/currency unit, and detailed as follows: 
 
Commodities  Quantities 

 (bags) 
Actual prize 

(currency unit) 
Amount  

(currency unit) 

Maize    

Rice    

Total    

 
At an interest rate of ............................, the filing fees are................... CFA/currency unit. 
 
2. The credit period is on average  .......... months, but may be shortened. 

 
3. In case of failure to meet the deadline of the credit period due to: 

- factors only attributable to the Unions and groupings without proper reason, the 
group agrees to bear a default interest rate of  .................................. under a fixed 
term agreement. In case the term is exceeded, sales will be forced. 

- poor sales or factors attributable to socioeconomic conditions and/or the State, the 
financial institution and the group work together to find a solution. In all cases, the 
risk is shared by all partners in correspondence with the annual gains. 

 
Signed in (place)  ……………………..……….    on                ………………………… (date) 20.. 

 
The chairman of the …group    The manager of the financial institution   
 
 
 Name and surname                                                       Name and surname   
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Reference sheet M11/11: The principles of implementation of a 
warrantage /the inventory credit system 

 

 
• To develop fair internal rules (taking into account the interests of different social groups, 

particularly the poorest), that are understandable, developed in a participatory process, 

translated into local languages, and are known and respected by everyone 

• To respect the decision of the meeting on the types of products, qualities, quantities 

produced and stored (amount per member, total amount) and on the retention period of 

the stock 

• To overcome a time-gap, negotiate with the decentralised financial system (DFS) so that 

stock can be built up in several stages 

• To ensure that many people can access the inventory credit, especially the poorest, one 

can, for example: i) limit the number of bags that each individual can bring in, ii) have a 

management committee that fairly represents PO’s membership, iii) accept grouping of 

people for stock building 

• To have a regular system of monitoring prices in the markets of the products stored: 

Information on markets are essential for both lenders (decentralised financial system, 

banks) and borrowers (producers, POs, traders, storekeepers) to minimize risks 

speculation related to the storage of agricultural products 

• To ensure proper reimbursement, the credit granted to the producer organisation (PO) 

must not exceed 80% of the value of the crop at harvest time 

• To strengthen the financial capacity of the PO and to allow it to increase its storage 

capacity and take care of costs related to the warrantage (store inventory and 

maintenance, security, training, etc.), the PO must set up a depositors’ contribution 

system in proportion to the amounts deposited (for example an amount per bag) 

• To set up income-generating activities (IGAs) and avoid wasting it on social spending –  

the IGAs selected should allow to refund the credit. 

• To make sure to identify the stock of each applicant and depositor (writing the names on 

the bags) 

• To stick to a double lock system (with keys kept separately by the DFS and by the PO) 

• To avoid to extend a warrantage credit to an individual to reduce risks and an explosion 

of stores 

• To pay attention to subsidized sales by the government as these may disturb the proper 

settlement of warrantage operations 

• To set up a "business intelligence" price monitoring system, if possible with a history that 

would see periods of subsidized government sales. A quick survey could be useful in this 

regard 

• To make sure to have a good knowledge of the environment, of the seasonal activities, 

and of farm incomes 
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Instructions on group work and exercises 

 

Before starting each exercise and the group work, please verify that all group members have 
well understood the exercise or the assignment at hand. 
 

To the facilitator: 
 

• Make sure participants are distributed into groups of interest, based on gender, or at 
random, whatever is needed. The objective is to stimulate real interaction between all 
the participants at the end of the day, that means to insure that one moment or another 
any of them will get the opportunity to express him/herself and to be listened by others. 
This supposes they feel comfortable enough in his/her group, and that these groups are 
motivating enough: sometimes it is good to make mixed groups to avoid boring 
exchanges between people that know too well each other, sometimes it’s better to make 
it easier for participants (for example having shy women together) … 

• Make sure each group receives adequate tools and materials such as flip chart sheets, 
markers, etc. 

• Assign an appropriate place/location to each group and sufficient chairs and tables so 
that they can work comfortably. 

• Make sure the participants have a good understanding of the task at hand before they 
split into their groups so that they do not spend unnecessary time in trying to understand 
the assignment. 

To the participants: 
 

Discuss and exchange within the group about your individual understanding of the expected 
outputs of the exercise and make sure to come to a common understanding on: 
 

• The objective of the exercise (what is expected and why?) 

• How to proceed to answer the question as a group 

• How to “visualise” your findings (using poster paper or pin board and coloured cards or 
the computer) 

• Who to appoint to lead/moderate the discussion 

• How and who to present results during the plenary session 

• If relevant: Who to be in charge of the final electronic write up 
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Exercise 1:  Developing a type of warrantage or inventory credit  
ssystem for storage of products at community level  
 

1. The participants form two or four groups based on their experiences with warrantage 
systems and by sex. 
 
 

2. Each group works out a clear diagram that shows the warrantage system in an 
operational way; this is done considering what they know about the concept of 
warrantage and the underlying principles of the system on the one hand, and the 
specified operations/transactions that the warrantage system comprises on the other . 
The following aspects should be included in the schedule: 
 

• Harvesting 
• Collection 
• Aggregation of products 
• (Collective) storage  
• Obtaining the credit/loan 
• Using the loan/expenditure (purchase inputs) 
• Destocking and product sales 
• Repayment of the loan 

Each group makes the diagram on a flipchart sheet, using symbols or images where 
possible. 
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Exercise 2: Identification of the steps in implementing the  
warrantage or inventory credit system  
 
Keep the same groups from Exercise 1 to work on Exercise 2. 
 

Parts 1 and 2 

1. Each group starts listing the steps within each phase of the process, i.e.: 

• Phase 1: Preparing the operation  

• Phase 2: Implementing the operation 

• Phase 3: Monitoring the operation 

• Phase 4: Evaluating the operation 
2. After identifying the steps of each phase, the groups join another group. Then each pair 

of groups present their results and discuss them until they find a compromise and 
achieve a common result.  
 

If there are more than two groups, then they present, exchange and share their results 
again. The end result is presented in plenary, followed by a short discussion and by an 
adjustment of the steps, if necessary (see Facilitator Guidelines with the steps to be 
identified). 

 

 

Part 3 
 

Subsequently, each of the groups makes a short description (with bullet points) of the steps 
of one of the 4 phases. This can be done in a table with two columns. Put the steps in the 
first column and use the second column to describe the steps. For example:  

 

Step/Phase Description 

E.g. 

1. 

• Identification of all DFS that exist in the area or 
might be there 

• Determining criteria for choosing a DFS 
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2. 

3. 

4. Negotiations with decentralised financial 
system (DFS) 

• Choosing the DFS to work with 
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Exercise 3: Identifying warrantage success factors through 
interviewss 
 

1. The participants form two or four groups, preferably different groups from the ones that 
worked on exercises 1 and 2. 

2. The groups draw on what they have learned so far on the establishment and the 
operation of a warrantage or inventory credit system, and develop a checklist for an 
interview/discussion with one or more Producer Organisation (PO) leaders that have 
experience with warrantage. 

One or two groups work on a checklist with identifying elements and prerequisites for 
the preparation of an inventory credit system, while the other one or two groups work 
on the implementation and monitoring terms of the operation. 

The groups working on prerequisites and the preparation of the inventory credit system 
and preparation of warrantage, may take the following aspects into account: 
 

• Structure and functioning of the PO 
• The products under warrantage (product availability, production capacity, perishability, 

storage facilities, the probability of price fluctuations, etc.) 
• The storage facility (availability, characteristics, rental conditions, etc.) 
• The existence of micro-finance institutions (MFIs/DFS) (diversity of choice, credit costs)  
• Training - building skills in warrantage 
• Conducting an awareness campaign with members of the PO 
• Negotiation and contract formalisation with SFD 
• Implementation of a warrantage committee 

The groups working on the implementation and the monitoring may take the following 
aspects into account: 
 

• Collection of the products 
• Quantity and quality control 
• Storage, handling and packaging agent - approved storekeeper, warrantage committee 
• Store management, inventory control, certificate of deposit 
• Start and end of the storage 
• Locking system of the store: in principle 2 padlocks; agreement between PO and DFS 
• Stock taking and maintenance of the store 
• The amount of the credit vs. the stock value: risk coverage 
• Distribution of credits 
• Source of repayment: Agreement on income-generating activity (IGA), monitoring the 

implementation 
• Training, capacity building in warrantage 
• Monitoring of markets 
• Monitoring credit and repayments 
• Reimbursement and destocking 
• Product sales 
• Balance sheets 
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Exercise 4: Identifying warrantage success factors 

1. The participants form two groups. 
 

2. Review and analyse the following sketch of the situation 

The village group Féminin Delwendé has 15 members. As part of the warrantage system, 
the group stored 15 bags of millet of 100 kg each, 46 bags of sorghum of 100 kg each and 
7 bags of maize of 100 kg each. The group’s chairwoman stored 5 bags of 100 kg of millet 
and 3 bags of sorghum of 100 kg each. 

One month after closing the store, stocktaking was executed by the PO and the financial 
institution (FI). They found: 
 

• 15 bags of 100 kg of millet in good condition 
• 5 bags of maize in good condition 
• 2 bags of maize belonging to the storekeeper 
• 45 bags of sorghum in good condition 
• 1 bag of sorghum completely damaged by water caused by a leak in the roof; cannot 

be sold. 
 

3. With this information, the groups complete both the deposit certificate of the 
chairwoman of the village group and the stock register. 
 

4. Plenary presentations and discussions. 
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