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FAO programme on origin-linked quality
Some agricultural and food products are distinguished from one another by
certain characteristics, qualities or reputations resulting essentially from
their origin (production and/or processing area). These origin-linked quality
products can increase food security through their contribution to rural
development and the preservation of food diversity, and also by offering
consumers a wider choice. Indeed, thanks to the link between such products and their
territory or zone of origin, they can help to preserve local resources, maintain traditions,
strengthen the organization of local stakeholders and prevent delocalization and the
rural exodus.Action to promote such products, particularly through their geographical
indication, is relatively recent and is accompanied by requests for support and guidelines.
In 2007 FAO therefore launched a programme on specific quality with a view to supporting
the development of procedures for the recognition and promotion of origin-linked specific
quality, both for institutions and for producers, suited to the specific economic, social and
cultural context.
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Exercise Sheets
Each training module is based on the combination of trainer sheet(s) to the related “content” (C) and
exercice (E) sheets.

The “exercise” sheets (marked with the letter E) contain all the materials the participants need to
carry out the participatory activities, i.e. the questions they must answer or the scenarios and roles
for role-playing.

These materials, which may be adapted by the trainer (but always acknowledging the source), can
be made available to participants according to needs.

Have a good practice!
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E 2.A

PLACING WORDS CONNECTED WITH GI
Logical diagram

PLACING WORDS CONNECTED WITH GIS
2
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• Product

• Control and certification

• Geographical (or traditional) name

• National authorities

• Reputation

• Regional authorities

• History, tradition

• NGOs

• Specific quality

• Value chain

• Typicity

• Producers

• Terroir

• Processors

• Local resources

• Collective organization of users

• Production know-how

• Distributors

• Production rules

• Free riders

• Delimited geographical area

• Usurpers

• Institutional and legal framework

• Sustainability

• Legal protection

• Purchasers/consumers

• Exclusive right to use of the name

• Marketing

• Official recognition

• Trust

COMPARISON OF GIS AND OTHER NORMS

E 2.B

Questions
1. Place the norms/labels in the table below and explain why they are placed in a given cell.
Criteria of qualitative
differentiation

Private standard
B2B

Private label
(private standard B2C)

State-guaranteed
label

Respectful of the environment
and natural resources

B2B

Respectful of animal well-being
Fair trade
Local trade

Respect for religious/ethical/
individual standards
Geographical origin
Others
Safety in terms of hygiene

2. Once the labels have been placed in the table, answer the following questions:
• Does the label correspond to a code of practice?
• Who decides the code of practice?
• Who monitors and certifies this label?
• Under what legal forms is the label protected (private trademark, collective trademark or
certification mark, specific protection guaranteed by the State etc.)?
• Are they business-to-business (B2B) or business-to-consumer (B2C)?

COMPARISON OF GIS AND OTHER LABELS

Superior quality

• What are the markets for this label?
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ROLE-PLAYING: NEGOTIATING
THE CODE OF PRACTICE
Scenario

Current situation
In the provinces of Tilburn and Tulcum, producers have over the generations developed a specific
product based on a rare variety of red banana (Musa acuminata rutilus), using special drying
techniques.
These dried red bananas, traditionally called dranas by the small farmers, are widely present in
the local market and are increasingly being exported to other parts of the country, particularly the
capital.
Recently, however, it has been noticed that some dried bananas were being processed and then
sold in the capital as Tilburn dried red bananas when they did not come from Tilburn, they were
much thicker than the original pure variety and their red colour had been obtained artificially.
These false dried red bananas were being sold at about half the price.

ROLE-PLAYING: NEGOTIATING

It has also been noticed that the quality of dried red bananas is falling, even in the local market, and
that they vary considerably in terms of moisture, acidity and sugar levels, and also that some have
suffered insect damage.

Description of the product
Dried red bananas have the form of slices of skinned bananas between 0.3 and 0.6 centimetres
thick, 1.5 and 2.5 centimetres broad, and 7.5 and 15 centimetres long (they are becoming longer and
longer). They are partially dried (20 to 25 percent moisture) and are red on the edges and creamcoloured in the centre.
They have a marked, slightly sweet taste and their texture is soft and elastic.
They are sold either by weight in the market, or in packets of six or twelve, or even more, pieces.

Description of the manufacturing process
The red bananas used are small, slightly curved bananas measuring between 8 and 12 centimetres
in length, with a diameter of 2 to 3.5 centimetres. They belong to the Musa acuminata rutilus
variety, resulting from the crossbreeding of the traditional plantain banana with the more popular
sweet yellow banana. New hybrid varieties have recently been created, using the Musa acuminata
rutilus as their base, and these can produce bananas of the same colour, but longer (up to 17
centimetres).
The skin is always dark red (see illustration), while the interior is red on the surface and white
inside.
The banana trees are relatively small (2 metres at most) and may grow in small isolated groups
among other trees or in plantations with a distance of at least 2 metres between each tree.
The bananas are picked when they are ripe and are prepared immediately afterwards. Their
ripeness at the time of harvesting has a major influence on the quality of the final product.
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The quality is determined by the time lapse between harvesting and drying, since the quality of the
bananas deteriorates rapidly if they are not dried in the 48 hours following harvesting.
Once they have been picked, they are skinned, checked to see that they are not damaged, then cut
and dried.
They were traditionally dried in the sun, but drying is increasingly being carried out with the aid of
controlled heating systems.
They are dried until their moisture level is 20 to 25 percent.
Once they have been dried, they may be packaged or left loose.

Stakeholders in the value chain
• Small farmers who process their production by drying their own bananas. (Most of them have
small or medium-sized mixed farms.)

• Middlemen who purchase the dried bananas in bulk, then transport them and sell them in
markets in the capital and other towns, to larger processor-packagers, or in the country’s tourist
areas.
• Processor-packagers in Tulcum and Tilburn, who purchase red bananas from growers for drying
and packaging. They may also dry yellow bananas.
• A major agro-food company based outside the provinces of Tulcum and Tilburn, which purchases
red bananas from growers in Tilburn and Tulcum, dries them and sells them under the
trademark “Tilburn bananas”, which it registered four years ago. These “Tilburn bananas” are a
high-end product.
• Large-scale plantations and processing units outside Tilburn and Tulcum, which have recently
planted a hybrid variety of red banana, and dries the bananas and sells them in the main towns
and tourist regions of the country.

ROLE-PLAYING: NEGOTIATING

• Large-scale farmers based in Tulcum, who specialize in banana growing (yellow and red
varieties).

Production zone
The Musa acuminata rutilus variety is endemic to the provinces of Tilburn (about 30 percent of
production) and Tulcum (70 percent).
Over the years, the inhabitants have developed special know-how for drying these local-variety
bananas.

Names and reputation
Locally, they are simply called dranas (which means “dried bananas” in the local dialect) or “dried
red bananas”. In the capital and the rest of the country, however, a consumer survey has shown
that they are generally called “Tilburn dried red bananas”. Consumers also link the word “Tilburn”
with dried red bananas.
It has also been observed that the word “Tilburn” associated with dried bananas is being used for
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dried bananas that do not correspond to the traditional type and do not even come from the original
production region. Moreover, the term dranas is linked to the town of Tilburn by certain better
informed people.

Link to the terroir
The Musa acuminate rutilus banana tree, which is short and has a relatively flexible trunk, is
particularly suited to the stormy climate conditions of the mountainous regions of Tilburn and
Tulcum. It was bred about 150 years ago. These banana trees can withstand storms when they
are planted in small groups and mixed with other trees and crops. After a tropical storm, they are
normally the first trees to become productive again.
The volcanic soil provides the bananas with particular minerals and oligo-elements, although these
vary from one region to another. Further study will be needed to learn about the effects of these
elements on the taste and texture of the final product.

ROLE-PLAYING: NEGOTIATING

Drying bananas is a tradition that grew up to contribute to a varied and sufficient diet in the weeks
following storms.
Each farming family traditionally had its own solar dryer, and the extended family would regularly
gather to prepare and dry the red bananas. This tradition dates back about 100 years.

© Thelmadatter
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                Group cards
Role 1: Tilburn producers who process their own banana production
You represent a group of about 300 growers, all with mixed family farms (on average 2 hectares of
mountainous land).
You are all based in Tilburn. Most of your production is intended for your own consumption, but you
have some commercial crops, especially red bananas.
The members of your group generally have between 30 and 60 banana trees of the pure (nonhybrid) variety of red banana, inter planted with other crops in the traditional manner. This very
extensive style of cropping means that there is practically no need for protection against pests.
However, you know that if there is an attack by flies, the final dried bananas will be damaged
with stains and their taste may also suffer a little. Even so, this does not seem to disturb most
consumers, who purchase them in the local market at a lower price. You can also consume them
yourselves. In order to avoid attack by flies, you cover the bananas with bags or spray them with
pesticide when you can afford this.

So far as trade is concerned, you sell these dried bananas in weekly markets, either directly to
consumers (by weight) or to middlemen who resell them in the capital and other large towns in
the country. You account for about 15 percent of all the dried red bananas sold on the market and
consider yourselves the sole producers of true traditional dranas.
You do not yet really know what advantages you will gain from the establishment of a GI, but you are
proud of your dranas, which are a special, authentic regional product. Your group has always sold
its bananas under the name dranas and you have heard that elsewhere in the country they are also
known as “Tilburn dried red bananas”.

ROLE-PLAYING: NEGOTIATING

You have always dried the bananas in the open air. The best results are obtained by drying them in
the shade for at least 72 hours, covering them at night or if it rains. However, it is sometimes hard
to leave bananas drying for so long because of possible rain, in which case you can place them
directly in the sun (which makes them lose their colour and elasticity) or use a wood fire to dry
them faster (which gives them a slightly smokey taste).

You want to be sure that you can go on producing in the traditional manner in order to preserve
this heritage and sell your dried bananas both in local markets and to middlemen, while still being
able to call them dranas. You would like consumers to be aware of the difference between your
authentic product and other types of dried banana.
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Role 2

Producers of fresh bananas based in Tulcum province

You represent an assorted group of about 100 banana growers, all based in Tulcum. Your farms are
on average between 5 and 10 hectares in size and some of them lie in the valley. Your members
grow many types of banana, particularly the pure Musa acuminata rutilus variety and the hybrid
variety of red banana. The growing methods adopted are usually modern and rational, with rows of
trees planted every 2 metres.
You do not dry your bananas, but sell them fresh to processors. The price varies depending on the
quality verified by the processor. You often feel that the processor talks down the quality of your
bananas so as to pay less. However, your members have no choice but to sell the bananas to these
processors.
The price of your bananas has recently fallen still further, because the processors tell you they can
find red bananas cheaper in other provinces.

ROLE-PLAYING: NEGOTIATING
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You guarantee the quality of your bananas by using bags or pesticide to protect them against flies.
However, the use of bags is a labour-intensive activity and the use of pesticide is expensive; and
sometimes neither of these protection measures is used.
The production of red bananas represents about 20 percent of your income.
According to your own research, your group produces about 50 percent of the red bananas that will
be dried.
You know that for close on 20 years now, your bananas have been processed, dried and then sold as
“Tilburn dried red bananas”.
You want to go on selling your bananas to the processors and receive a better price for highquality bananas. You hope to increase your bargaining power within the value chain so that you can
negotiate better prices and selling conditions for your bananas.

E 3.A
Role 3 Large-scale processor-packagers based in Tulcum and Tilburn
You represent the four processors based in Tulcum and Tilburn who have been purchasing and
drying red bananas for many years. You purchase at least 90 percent of your bananas from growers
in the region, but you can also find red bananas outside the region if you need to purchase more.
You account for about 70 percent of the “authentic” Tilburn dried red bananas sold on the market.
You have modern, temperature-controlled drying facilities, combined with air-conditioned tunnels,
so that you can produce high-quality dried red bananas at any time, so long as the bananas are
carefully inspected on arrival at the factory (making sure that no bananas have been damaged for
mechanical reasons or by flies) and are properly prepared. Some farmers sell you bananas that
do not meet quality standards (too much insect damage), so that you have to destroy a number of
deliveries.

You process and package the dried bananas and sell them throughout the country in supermarkets.
Your market research shows that there are increasing numbers of processors based outside the
region who imitate your product, calling theirs “dried red bananas” or even “Tilburn dried red
bananas”, without any guarantee as to where the product has in fact come from. In some cases,
yellow plantain bananas, dyed red, have even been sold under these names.
You have observed that some small farmers who dry their own red bananas sell them without any
label, entailing a danger of undermining the reputation of the product for quality. However, you do
know that these small farmers produce dried red bananas in an authentic, traditional way (dranas),
which is important for the image of the product – and essential for your enterprise.

ROLE-PLAYING: NEGOTIATING

Three of the processors employ staff to prepare and cut the bananas, and one of them has
mechanized this process. This mechanization has not been smooth and does not always give the
best results, but it is much faster and cheaper.

You obviously want to protect the name and good reputation of Tilburn dried red bananas by setting
quality standards. You think that red bananas should be produced solely in the geographical area of
Tilburn and Tulcum and you would like to put an end to imitations produced outside the region. You
also want to go on taking advantage of the image of dried red bananas as authentic and traditional.
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Role 4

Processor based outside the region

You represent a large-scale banana processor who purchases bananas all over the country in order
to process them into chips, flakes and dried bananas. You also produce dried bananas dyed with
natural colouring (blue, red, green and purple), marketed for children.
You are based in the province of Protac on the opposite coast of the island, near the capital.

ROLE-PLAYING: NEGOTIATING

Recently (three years ago) you developed a new product that you call “Tilburn dried red bananas”,
for which you use, so far as possible, high-quality bananas from Tilburn and Tulcum. For
this purpose, you make contracts with farmers in the region and help them to guarantee the
quality of the bananas they produce for you. For this high-end product, you have set up a quality
assurance system throughout the supply chain. You have mechanized preparation of the bananas,
guaranteeing that all the slices are cut very precisely and regularly. You have the most modern
drying technology available, thus guaranteeing a perfect hygiene for your product and also a
regular and very appetizing colour. Your packaging is also produced using cutting-edge technology
and guaranteeing the traceability of the product.
This production line accounts for 3 percent of your company’s income. The idea was developed by
one of your engineers from Tilburn. You have even produced a picture logo with the words “Tilburn
dried red bananas”.
According to your research, your production represents approximately 15 percent of the market in
Tilburn dried red bananas. You have started to develop a small export chain for this product (with
other banana-based products).
Your market research has shown that other processors, also based outside the region, are
increasingly imitating your product and calling it “Tilburn dried red bananas”. You have asked your
lawyers to examine ways of protecting your trademark and stopping such imitation.
You know that small farmers sell their dried red bananas in local markets in the region, but you are
doubtful about the quality of the drying and hygiene of such products.
You obviously want to protect the name and good reputation of high-quality Tilburn dried red
bananas and go on marketing this high-end product.
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Role 5 Extension worker/Facilitator
You represent the extension worker employed by regional authorities. You are familiar with the
main concepts regarding GIs and know that the protection of dranas or Tilburn dried red bananas
will play a major role in development of the region. You also know how important it is to assemble
all the stakeholders concerned and enable them to contribute to this meeting.
You have already presented the GI project throughout the region, and the moment has come to
start drawing up a code of practice. You have therefore invited participants representing the
stakeholders to start discussions on drawing up the code of practice.

Your objective is to gather people around the table so that they can discuss and suggest answers to
the questions that have been agreed. You must make sure that all points of view are heard. If it is
impossible to reach an agreement, you could suggest that the two positions be described.

Role 6 Reporter
You work for the local newspaper and have been invited to the meeting by the extension worker.
Your role is to take note of the discussion and the elements on which the participants have agreed
and then to present these in five minutes at the plenary session at the end of the morning. (You can
use a paperboard or a PowerPoint presentation for this purpose.)

ROLE-PLAYING: NEGOTIATING

From the viewpoint of the regional authorities, it is essential to produce as much added value as
possible in the region. You will therefore be in favour of having all the growing, processing and
packaging processes take place in the region, but you also know about the existence of a largescale processor outside the region. If discussions on the production area become stalled, you could
suggest the adoption of a five-year transition period, at the end of which all production must take
place in the region, as was the case for many years.
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Points to be discussed
You must not show your cards to the others, but when the animator asks you, you must introduce
yourself, provide information on your character and interests. You can try to form alliances with
other stakeholders and you must state your agreement or disagreement with the proposals put
forward. You are also encouraged to suggest alternatives, propose compromises and seek a
consensus.

Define the first elements of the code of practice:
• The name(s) of the product: choose the name or names of the products for which you are
requesting GI protection

Suggestion: there are at least four possibilities: (1) dranas; (2) dried red bananas; (3) Tilburn
dried red bananas; or (4) Tilburn and Tulcum dried red bananas. Select the option (or combined
options?) that you consider the most appropriate and explain the reasons for your choice.

ROLE-PLAYING: NEGOTIATING

• Raw material: agree on the raw material that must be used and its quality, and define it. Specify
what raw materials cannot be used.

Suggestion: you could discuss the type of banana that must be used (solely pure varieties or also
hybrids) and elements linked to quality, such as the minimum quality required, what must be
avoided and whether or not additives such as colorants should be permitted.
• Definition of the process: describe the manufacturing method of the product with the GI for all
the phases in the production process. If need be, introduce an explicit ban on the use of certain
methods.

Suggestion: focus on the process adopted, for example, in cutting and drying the bananas.
• Definition of the geographical area: define the region where the bananas must be grown and
processed, and justify your arguments.

Suggestion: carefully examine whether the production area and the processing area must be the
same or can be different, and consider the implications of this choice.

Optional question (if the difference between PGI and PDO has already been discussed): agree
on the type of protection (for example PGI or PDO) and justify this choice.
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GUARANTEE SYSTEM

E 3.B
Topic 1

           Round-table meeting on key points
Nominate a facilitator and a reporter.
You have 30 minutes to discuss the following points.
The reporter will then have 5 minutes to present your conclusions in plenary session.

Questions
• What are the three main reasons to develop a guarantee system for a GI product?
• What are the essential values of the guarantee system?
• What are the existing certification systems found in your country?

GUARANTEE SYSTEM

©FAO/Giulio Napolitano
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E 3.B
Topic 2

Development of a control plan
On the basis of the code of practice distributed to you:
1. Develop elements of the control plan for at least three criteria (articles of the code of practice),
with the assistance of the table below (you have 45 minutes).
Attention: each criterion must correspond to an article in the code of practice.
Example to help you:

1

2

3

4

5

6

Criteria

Elements to be
inspected

Who carries out
the inspection?

What
documents?

Time of the
inspection

Frequency/scope

GUARANTEE SYSTEM

2. Then discuss the following question: in your specific context, what guarantee system could you
suggest, bearing in mind the target market, existing public and private systems, the producers’
degree of organization and financial aspects?

1

2

3

4

5

6

Criteria

Elements to be
inspected

Who carries out
the inspection?

What
documents?

Time of the
inspection

Frequency/scope

Article 8
1. The bananas
are skinned by
hand

Self-regulation
Hand skinning of
the bananas

Documentation
of self-regulation

During
preparation

During each
skinning
All producers

On-site inspection
by the expert

Inspection report

During skinning
Once every 2
immediately after years
harvesting
All producers

3. Prepare the restitution in plenary session. You will have 10 minutes to present your results on a
paperboard or in electronic format.
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Topic 2

Corrigé exercice E3.B- exemple d’un plan de contrôle

©FAO/Sergey Kozmin
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E 4.A
Op. a

ROLE-PLAYING: STRUCTURING A
GI ORGANIZATION
Scenario

In the provinces of Tilburn and Tulcum, producers have created a specific dried banana by using a
rare variety of red banana (Musa acuminata rutilus) and following specific drying methods.
A local market has grown up for these dried bananas, but increasing quantities are now being
exported to other regions of the country, including the capital.
Recently, however, it has been observed that certain dried bananas that do not come from Tilburn
are being processed and solid in the capital as Tilburn dried red bananas. These bananas are in
fact much larger than the original Musa acuminata rutilus variety and their red colour is obtained
artificially. These false dried red bananas are sold at about half the price.

ROLE-PLAYING: STRUCTURING A GI ORGANIZATION
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It has also been observed that the quality of Tilburn dried red bananas is falling, even in the local
market, and that the characteristics of the dried bananas placed on the market tend to vary, with
differences in the moisture, acidity and sugar levels, and that some of the products sold have
obviously suffered insect damage.
Dranas, as they are called by the families in Tilburn and Tulcum who have been producing these
traditionally dried bananas for more than 150 years, are part of the cultural identity of the region
and an important element in local cuisine.
The municipal authorities became aware of the advantages to be gained from optimizing and
protecting dranas with a geographical indication in order to improve both the marketing of dranas
and local income. They thus launched an awareness campaign on this possibility of developing
a GI and actively called on the stakeholders in the value chain in order to mobilize them in this
undertaking through a number of meetings with their various representatives.
The development of a GI for dranas on the whole enjoys considerable support from the
stakeholders, but there are still issues that need resolving. One of these consists of deciding what
type of organization should be established in order to finalize the code of practice and submit the
application for recognition.
The municipality has called a meeting of all the stakeholders in order to lay the groundwork for this
organization.
You are one of the stakeholders invited to this meeting.

E 4.A
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                   Group Cards
Daniel
You are a traditional farmer from the small village of Bidem, near the region’s main tourist site. You
and your family have been producing dried red bananas, dranas, on your farm for many years.
You sell a good portion of these bananas in the market and often to tourists.
In your view, an organization should:
• promote dranas better and obtain a better market price for your product (a forum to discuss
prices);
• provide better support to your production (advice and perhaps soft loans).
• of being inspected and having to declare all your sales;
• that those with power (large-scale grower-processor-packagers) will impose their points of
view, or indeed that they will prevent you from selling your traditional dranas.

Doris
You are a traditional farmer from the village of Geno, which is a long way from the main town and
the tourist site. Your farm is very mixed and you produce some red bananas that you sell to local
middlemen and also to James, your neighbour. You also dry some of these bananas, which are used
mainly for your own household consumption.
The price paid for your red bananas varies enormously from one week to the next, and the
middleman sometimes even refuses to buy them on the pretext that they are of poor quality.
In your view, an organization should:
• promote dranas better so that they obtain better prices;
• provide a forum to discuss the prices of raw bananas and obtain higher, stabler prices for your
bananas;
• allow you to understand why your bananas are sometimes rejected;
• provide technical advice.

ROLE-PLAYING: STRUCTURING A GI ORGANIZATION

However, you are afraid:

However, you are afraid that your voice and that of other farmers would not be heard in an
organization including large-scale grower-processor-packagers.
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James
You are a farmer and a middleman with a small truck. You live in the village of Geno, which is a
fairly long way from the main town. You grow your own red bananas and also purchase some from
your neighbours to sell them to agro-food companies in Tilburn. You earn a little money thanks to
the margin between the purchase and selling prices of your bananas.
Since the price you receive for your bananas varies widely, you have to adapt the price you pay your
neighbours for their bananas. However, the most difficult thing in the job of middleman is to return
whole batches to farming neighbours because agro-food companies have refused to accept them.

ROLE-PLAYING: STRUCTURING A GI ORGANIZATION

In your view, an organization should:
• allow you to obtain higher, stabler prices for your bananas and those of your community;
• enable you to understand why your bananas are sometimes rejected;
• allow you to discuss quality, quantity and prices with purchasers.
You are afraid that with the creation of an organization you would lose your role as transporter and
supplier to agro-food companies, i.e. as middleman, since the purchasers will negotiate prices and
make contracts directly with the producers.

Robin
You are a producer of both yellow and red bananas. You sell your fresh red bananas directly to the
agro-food company in Tilburn belonging to Mr MacDave, with whom you have a long-standing tacit
agreement. However, you have no control over prices. There are other buyers who sometimes offer
higher prices, but you are not sure that they can be trusted.
You are a member of the agricultural cooperative for the supply of inputs.
You hope that the organization will help to:
• obtain better prices for dranas, thanks to better promotion;
• unite banana producers so that they can negotiate prices and volumes.
You are afraid:
• of losing your special relationship with Mr MacDave;
• of having to meet stricter conditions for banana production (you have learned that a code of
practice will be “imposed”) and of being monitored by an inspector;
• that the “buyers” will control the organization.
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Rebecca
You are a producer of red bananas and are one of the 50 members of the cooperative that is
directed by Mrs Day and processes red bananas into dranas. You sell all your bananas through this
cooperative, and the price you receive is generally satisfactory. The cooperative sells part of its
bananas on the fair trade market.
You hope that the organization:
• will improve the marketing of dranas;

You are afraid that:
• the organization will provide the same services as the cooperative;
• the cooperative will lose some of its autonomy.

M. McQueen
You are the owner of the largest agro-food company, which is located outside the provinces of
Tilburn and Tulcum. You purchase your red bananas from local growers, then dry them with
efficient, modern techniques, package them and sell them in the capital and other regions of the
country. You have your own trademark, “Tilburn dried bananas”. You have established long-term
relations of trust with many growers, but you are not always happy with the quality, nor with the
regularity of the quantities supplied by these growers. However, you consider your contribution to
local development to be important.
You hope that the organization:
• will improve the marketing of dranas or Tilburn dried red bananas, which are the jewel of the
region;
• will provide technical support to banana growers, enabling them to improve the quality and
regularity of their products;
• will improve and ensure the quality of the dried red bananas of other processors;
• will seek to prevent imitations and the usurpation of the name “Tilburn dried bananas” for
products that have no relation to real dried red bananas.

ROLE-PLAYING: STRUCTURING A GI ORGANIZATION

• will provide a certain amount of technical support for both the production and the processing of
bananas.

You are afraid:
• of having to share the reputation of Tilburn dried red bananas, or dranas, with those of other
processors whose quality is not always very satisfactory;
• that you and other processors, who know the market and handle much larger volumes, will be
placed in a minority by all the small farmers when decisions are made.
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Mrs Day
You manage the cooperative that processes red bananas into dranas, composed of 50 members,
including Rebecca. You process your members’ bananas and market them. The cooperative of
course has the objective of maximizing its members’ income. Although you normally manage to
obtain good prices for your members, cash flows are always a problem.
You hope that the organization:
• will improve the marketing of dranas, which are the pride of the region;
• will provide technical support for both banana growing and processing;

ROLE-PLAYING: STRUCTURING A GI ORGANIZATION

• will allow access to government support for flexible loans that will facilitate cash flows.
You are afraid that:
• the organization will offer the same services as the cooperative;
• the large agro-food companies will obtain information on your marketing strategy;
• some of the government funding intended to support collective action will be diverted from the
cooperative.

Mr Bond
You head an agro-food company based in Tulcum, which produces dranas. You purchase any red
bananas that are put on the market at a reasonable price. You dry, package and sell the bananas on
the national market, calling them “dried red bananas”. The quality of the bananas causes you some
problems, which you counteract through their processing.
You think that no good can come from the GI or the organization. However, if it must be created, you
certainly do not want the majority of ignorant peasants to impose their decisions on you.

Mrs Hood – extension worker
You are an extension worker employed by the regional authorities. You are familiar with the
principles of GIs and know that protection of dranas or Tilburn dried red bananas will play a major
role in development of the region. You also know how important it is that all the stakeholders
concerned should be united and enabled to contribute to the project.
Your objective is that of making sure that all those around the negotiating table agree on the
objectives of the organization and the way in which decisions will be taken. In order to help you in
this task, we have prepared some additional information.
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       More information for the extension worker
It is recommended that all the participants should be gathered around the table and be asked to
introduce themselves and describe what they expect from the GI (and not from the organization).
You can then discuss the objectives that they consider the organization should achieve. You can
suggest elements from the box below concerning examples of activities and services that the
organization could offer (taken from Box 1, p. 98 of the guide “Linking People, Place and Products”).
Examples of activities and services the GI organization can provide
RULES AND CONTROLS
• Set up the local rules (code of practice or specifications) and adapt them over time.

• Facilitate conflict resolution and arbitrate in cases of disputes over the code of practice: an objective representative
commission can decide if practices are compatible or not with the code of practice.

PRODUCTION
• Increase the quality of the GI product by providing technical assistance and information, facilitating the introduction of
innovations.
• Directly manage some production activities, such as final processing, grading or packaging of the product.
• Reduce the individual costs of services that are usually unaffordable for most individual small-scale companies; for
example, product research and development, technical advice, and information on the quality and production volume of
the GI product, and on competitors.

MARKETING
• Increase the bargaining power of local producers in the supply chain. The GI organization can host structured
negotiations on quality and added value on prices among the various professional categories.
• Develop collective marketing strategies, although many responsibilities, such as customer relations, the sales force,
price fixing and distribution, remain the responsibility of each producer.
• Develop collective actions to reduce costs (for example market research and information and promotion initiatives in
order to gain visibility in the market).

COORDINATION, REPRESENTATIVITY AND SUSTAINABILITY
• Represent the GI system in the dialogue with external actors, particularly public authorities in charge of GI policies.
• Facilitate access to companies wanting to benefit from the GI protection scheme.
• Develop internal trust among producers and processors who share use of the GI.
• Provide a forum for the discussion of problems and opportunities connected with use of the GI.
• Improve coordination among producers and among the various stages in the supply chain, in order to make the chain
more efficient and improve the stakeholders’ competitive position.

ROLE-PLAYING: STRUCTURING A GI ORGANIZATION

• Manage an internal control system and reduce the cost of certification through economies of scale and management of
relations with the external certifier, as the case may be.

• Make suggestions to guide evolution of the GI system in order to ensure its economic, social and environmental
sustainability.

Once the majority of the participants have agreed on the role of the organization, you must present
a governance framework that takes account of the participants’ concerns and thanks to which
they will feel they are represented and it will not be contrary to their interests. You could take the
various elements in the supply chain into consideration.
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Points to be discussed
You must not show your card to the others, but when the animator asks you, you must introduce
yourself, provide information on your character and interests. You can try to form alliances with
other stakeholders and you must state your agreement or disagreement with the proposals put
forward. You are also encouraged to suggest alternatives, propose compromises and seek a
consensus.
1. Reach agreement on the roles of the organization:
• What should the roles and objectives of your organization be?

ROLE-PLAYING: STRUCTURING A GI ORGANIZATION
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• What should the first tasks of the organization be?
2. Reach agreement on the structure of the organization:
• Who are those you can join as members?
• What should the decision-making bodies and structures of the organization be?
• Who has voting rights?
• Who should be represented in the decision-making bodies?
• What professional structure should be adopted?
• How will the organization be financed so that the members can fulfil the roles allocated to them?
• What will the rights of participation be and how will they be distributed among the members?

ANALYSING THE GI ORGANIZATION

E 4.A
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Analysing your value chain
1. Nominate a facilitator and a reporter
2. Work as a group on the following points (you have 1 hour):

Structure of the organization
Without replacing local stakeholders, imagine:
• the future decision-making structures that will enable everybody to feel represented;
• the responsibilities and roles to be delegated to the collective organization;
• the possible sources of finance so that the organization can fill these roles.
3. Prepare the restitution in plenary session. You will have 10 minutes to present your results on
a paperboard or in electronic format.

ANALYSING THE GI ORGANIZATION

The stakeholders present
• Identify the groups of stakeholders in your value chain and note them on Post-its.
• Note if the group makes a direct contribution to the quality of the GI product.
• Note whether or not these groups already benefit from a representative organization (if they do,
name this organization).
• Stick these Post-its on a large sheet and draw arrows between the stakeholders according to the
commercial relations among groups of stakeholders (who sells to whom?).
• Then analyse the objectives of the various groups. What are their shared interests and what can
be points of divergence?
• Identify which groups must absolutely be represented in the GI organization.
• Can you identify the “leaders” in the community of stakeholders in the value chain who could
help to unite people around the GI?
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MARKETING OF GI PRODUCTS
Analysing Famous GIs

In small groups (two or three people per group) around computers with Internet access. You have
1hour 30 minutes for this work.
1. Nominate a reporter
2. Group work on strategic marketing
Study and analyse two or three Internet sites for strong GIs (for example those for Gruyère Cheese,
Champagne and Agen Prunes). In your view:
• Which characteristics of the product/value chain are highlighted?
• Which market segments are targeted?
• Which image of the product is protected?

MARKETING OF GI PRODUCTS

• What are the “services” presented?
• Does the whole thing seem to fit properly together?
3. Group work on the marketing mix
For one of the products you studied in part 1, define your marketing mix by answering the following
questions to the best of your knowledge.
Product:
• What are the characteristics of the product?
• What is the type of packaging and other useful services?
• What information (including logos) is indicated on the labels?
Price:
• What is the average price of similar (or comparable) products?
• What is the price (in relation to this average price) intended for your product?
Distribution (placement):
• Which markets are targeted (regional, national, international) and how are they to be reached?
• Is there one type of trade that should be favoured, and if so, why?
Communication/promotion:
• What are the image and main values to be transmitted to consumers?
• What links should be established between the collective communication strategy and that of
enterprises?
4. Prepare the restitution in plenary session
You will have 10 minutes to present your results on a paperboard or in electronic format.
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Analysing your value chain
1. Nominate a facilitator and a reporter
2. Agree on the choice of GI value chain to study (one that all the members of the group are
familiar with)
3. Group work on strategic marketing
You have 1 hour 30 minutes to discuss the following points:
• What are the characteristics of the product and the value chain?
• What are the characteristics of the market?
• What are the objectives and the strategic vision of the value chain?
• Who are the competitors (products, enterprises)?
• How can consumers be grouped? What market segments can be identified?

• What messages (image) should you communicate to consumers?
4. Group work on the marketing mix
Define your marketing mix by answering the following questions to the best of your knowledge.
Product:
• What are the characteristics of the product?
• What is the type of packaging and other useful services?
• What information (including logos) is indicated on the labels?
Price:

MARKETING OF GI PRODUCTS

• What are the different needs and characteristics of each segment? Is the product in line with
these aspects?

• What is the average price of similar (or comparable) products?
• What is the price (compared with this average price) intended for your product?
Distribution (placement):
• Which markets are targeted (regional, national, international) and how are they to be reached?
• Is there one type of trade that should be favoured, and, if so, why?
Communication/promotion:
• What are the image and main values to be transmitted to consumers?
• What links should be established between the collective communication strategy and those of
enterprises?
5. Prepare the restitution in plenary session
You will have 10 minutes to present your results on a paperboard or in electronic format.
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           L’exemple du thé de Boseong en Corée du Sud
Contexte général

ÉTUDE DE CAS: PROMOTION AVEC UNE STRATÉGIE TERRITORIALE ÉTENDUE

D’après la loi sur le contrôle de la qualité des produits agricoles adoptée en 1999 pour la mise
en œuvre de l’accord OMC/ADPIC, le thé de Boseong a été la première indication géographique
protégée en Corée du Sud, créée en 2002. Grâce à une stratégie promotionnelle lancée par les
autorités publiques conjointement avec les producteurs, le tourisme lié au thé vert constitue l’une
des sources les plus importantes de revenus pour le pays.
1. Protection de l’indication géographique en Corée
La Corée a adopté sa loi sur le contrôle de la qualité des produits agricoles en 1999 afin d’appliquer
les articles sur les indications géographiques stipulées par l’accord OMC/ADPIC. L’objectif
principal de cette loi consistait à améliorer la qualité de produits locaux spécifiques et à relever
le niveau des revenus des producteurs. Cette loi visait également à fournir aux consommateurs
des informations précises sur la qualité du produit. Le Service national de gestion de la qualité
des produits agricoles, qui relève du ministère de l’Agriculture, est chargé de l’administration des
indications géographiques.
2. Développement du thé vert de Boseong
La culture du thé vert commença en Corée à l’époque de la dynastie Silla (du VIIe au Xe siècles),
mais son implantation plus récente à Boseong date de 1939 . Dès lors, les universités locales et les
instituts de recherche se sont efforcés d’améliorer les méthodes de production, le développement
de l’agriculture biologique et les moyens d’augmenter la valeur ajoutée des produits. Par ailleurs,
les journaux et la télévision ont fait connaître les effets médicaux bénéfiques du thé vert de
Boseong. Cela a permis à l’industrie du thé vert de Boseong de se transformer en une activité
intégrée qui inclut l’agriculture, la transformation et le tourisme.
Depuis la création de l’indication géographique, la réputation et l’attrait pour le public de la région
de Boseong se sont notablement accrus. Lors d’une enquête (Suh et MacPherson, 2007), les
producteurs et les fonctionnaires locaux ont ainsi convergé dans leurs réponses:
«Depuis l’apparition de l’indication géographique, le nombre de touristes visitant Boseong s’est
accru sensiblement, car l’image de la localité s’est améliorée. Depuis 1999, une hausse de près
de 300 pour cent du nombre de touristes se rendant à Boseong a été enregistrée. L’expansion des
parcelles de thé vert qui a suivi l’utilisation de l’indication géographique a fait de Boseong une
destination touristique de plus en plus populaire pour les Coréens. Les parcelles disposées en
terrasses, recouvertes de feuilles de thé vert ont souvent servi de scènes pour nombre de films,
téléfilms et publicités.»
De plus, d’après les résultats d’une enquête effectuée en 2004 par l’Organisation coréenne
du tourisme, Boseong est la destination touristique préférée des Coréens. Cela confirme que
l’indication géographique joue un rôle important non seulement pour la commercialisation du
produit, mais aussi pour la promotion du territoire. En d’autres termes, l’indication géographique
©FAO/Joerg Boethling
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           Example of Boseong tea in South Korea

Under the Agricultural Products Quality Control Act passed in 1999 for implementation of the
WTO’s TRIPs Agreement, Boseong tea is the first protected geographical indication in South Korea,
created in 2002. Thanks to a promotion strategy launched by the public authorities jointly with
producers, tourism linked to green tea is one of the largest sources of income for the country.
1. Protection of the geographical indication in Korea
Korea passed its Agricultural Products Quality Control Act in 1999 in order to apply the articles on
geographical indications stipulated in the WTO’s TRIPs Agreement. The main objective of this law
was to improve the quality of specific local products and raise producers’ income levels. It also
sought to provide consumers with precise information on the quality of the product. The National
Agricultural Products Quality Management Service, which comes under the Ministry of Agriculture,
is responsible for the administration of geographical indications.
2. Development of Boseong green tea
Green tea was first grown in Korea at the time of the Silla dynasty (from the seventh to the tenth
centuries), but its more recent establishment in Boseong dates back to 1939. Since then, local
universities and research institutes have sought to improve production methods, supporting the
development of organic farming and ways of increasing the added value of products. The press and
television have also told people about the beneficial medical effects of Boseong green tea. All this
has enabled the Boseong green tea industry to turn into a multi-faceted activity that encompasses
farming, processing and tourism.
Since the geographical indication was created, the reputation of the Boseong region and its
attraction for the public have increased considerably. During a survey (Suh and MacPherson, 2007)
producers and local officials agreed in their answers:
Since the appearance of the geographical indication, the number of tourists visiting Boseong has
grown considerably, because of the improved image of the locality. Since 1999, a 300 percent
increase in the number of tourists travelling to Boseong has been recorded. The expansion of plots
of green tea following use of the geographical indication has turned Boseong into an increasingly
popular tourist destination for Koreans. The fields, laid out on terraces and covered in the green
leaves of the tea bushes, have often been used as locations for films, telefilms and advertisements.
In addition, according to the results of a survey carried out by the Korean Tourist Organization in
2004, Boseong is Koreans’ favourite tourist destination. This confirms the major role played by
the geographical indication not only in the marketing of the product, but also in promotion of the
production territory or zone. In other words, the geographical indication helps to improve the image
of the zone as much as that of the product.

CASE STUDY: PROMOTION OF GI PRODUCTS WITH AN EXTENDED TERRITORIAL STRATEGY

General context
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The local government has profited from the improvement in the image of the zone to develop many
tourist initiatives linked to green tea, such as the green tea festival, the green tea tourist station
and train trips into Boseong’s green tea fields. This has led to a rapid increase in the number of
tourists visiting Boseong, which has risen from 14 000 in 1990 to 400 000 in 1995, then to 2.8 million
in 2000 and 5.5 million in 2004. The increased desire for well-being is enabling Korea to make use
of the geographical indication to link the image of the product and its benefits effectively to that of
the zone.
The local government is also promoting a range of programmes linked to green tea in order to
expand the synergetic effect (Suh and MacPherson, 2007). For example, it is trying to encourage
tourists visiting the region to drink green tea in the cafés, eat dishes based on green tea in
restaurants and purchase tea-based services in boutiques.
3. The Boseong green tea festival
Each year since 1974, the Boseong green tea festival has been held over five days at the start of
May in a festival and exhibition centre built opposite the largest and oldest tea plantation, Daehan
Dawon, established in 1939. Although tea production is a very ancient tradition in Korea, it did not
start until recently in Boseong, which now holds first place in tea growing. According to the Korean
Tourist Office, some of the most popular events in the festival, which are generally organized on
green tea plantations, are practical programmes, such as the picking of tea leaves, the preparation
of tea and the tasting of green tea. It should be noted that all the media are present. Other events,
such as the exhibition and sale of tea and many celebrations also take place during the festival
period. There is a specific web site with full information on the festival in Korean.
The same centre also houses a permanent museum of green tea, which is highly informative,
providing detailed explanations on the various methods of tea-growing found in the world, the
various ways of drying tea and the various ways of consuming it in tea-producing and/or teadrinking countries. One room is devoted to the various types of certification and a panel explains
that Boseong green tea was registered as a geographical indication in January 2002 by the
municipality, which also registered a collective trademark. Another panel describes the quality
control system.
Large numbers of visitors attend the festival and visit tea plantations in the same period in early
spring. Many brochures (in Korean, English, Japanese and Chinese) are distributed concerning
the Boseong county festival and the tea plantation. They present Boseong as a romantic place,
stressing its natural attractions. However, it should be noted that these brochures do not mention
the GI, perhaps because it is not seen as a concept encompassing the notion of terroir. Many school
buses also visit the festival, and fine arts students are invited to paint the magnificent landscapes
of the tea plantations.

E 5.B

Lastly, tea ceremonies are organized for tourists, who can also relax in a tea bath and sauna at the
end of the day. Green tea is thus truly the jewel of Boseong culture.

Reference
Suh, J. and MacPherson, A. 2007. The impact of geographical indication on the revitalisation of a
regional economy: a case study of ‘Boseong’ green tea. Area, 39(4): 518-527.
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The festival of course enables producers to sell their products in tents set up for the occasion,
offering Boseong green tea with its GI, but also other less expensive teas without the Boseong GI,
together with many tea-based products such as soap and other beauty items, food products such
as cakes, green tea rice paste and green tea ice-cream, and even oil extracted from green tea.

©Delphine Marie-Vivien
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THE VARIOUS PROTECTION SYSTEMS
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Questions
1.

Answer the following questions:

• What legal tools are available to protect GIs in your country?
• Are there other intellectual property rights that must be taken into account for your product?
• What do you expect from a legal protection of the GI?
• Is there a group of producers representative of the GI system that is ready to submit an
application for recognition and legal protection of the GI?

2.

Complete the table below.

Analyse and list in the table the advantages offered by the various means of legal protection in
relation to the objectives of the collective action. (The elements already in the table are given as
examples.)

THE VARIOUS PROTECTION SYSTEMS
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Obligations, advantages and constraints of legal systems
Objectives

Collective trademark/ Certification

To counter imitations based Hard to obtain protection regaron a distinctive form
ding form through a commercial trademark
To gain access to distant
markets in other (developed) countries

High costs of monitoring usurpations and imitations in third
countries

To establish collective
management of the value
chain

The power of a collective organization is linked to the degree
of protection granted

Sui generis registration
The distinctive form can be described in the
code of practice
Public protection of the GI recognized (for
example through the Lisbon Agreement or
bilateral government agreements)
Need to establish an effective organization
to manage the GI after it has been registered

Other
Patent

ROLE-PLAYING: EVALUATING A
REGISTRATION APPLICATION
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Scenario
By registering a GI, the public authorities grant an exclusive right of use of a name to a specified
community. By definition, this means that certain producers will not have (or no longer have) the
right to use the name in question, either because they are not in the geographical zone or because
they do not respect the code of practice.

In order to increase objectivity, many countries have opted for a system with a national GI
commission responsible for examining applications for GI registration and delivering an opinion for
the authority responsible for registration. This commission is generally made up of experts from
the private sector, civil society and various ministries or State bodies. It generally has the support
of a secretariat placed at its disposal by the relevant authority and of the financial resources
needed to commission expert opinions and surveys.

Scenario
For this role-playing, you take on the roles of members of this national commission.
During your ordinary session this year, you receive the registration application for the dranas PDO
for examination. You will therefore receive the summary of the application and the corresponding
code of practice.
You now have the task of examining this application, focusing particularly on the following aspects:
• the composition of the applicant organization and proof of non-exclusion and democratic
decision-making;
• the history of the product and the reputation of the name (justification of the request for
protection);
• rules of production (code of practice) and their consistency with the history and description of the
product and the link to the area.

How the role-playing works

ROLE-PLAYING: EVALUATING A REGISTRATION APPLICATION

It is therefore essential that the application procedure for a GI is open, transparent and as objective
as possible.

First session
You have 45 minutes to:
• identify issues needing further study or verification;
• decide on the means to be used in further study or verification of these issues.
Your options are:
• to request additional proof directly from the applicant group;
• to send one or several members of your commission to carry out a survey on the ground;
• to request an expert opinion from an outside person.
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Note your decisions in a report that will be presented in plenary session (either on a paperboard or
in a PowerPoint presentation).
Second session

ROLE-PLAYING: EVALUATING A REGISTRATION APPLICATION
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During the following session (three months later), you are asked to examine three objections (45
minutes in all, or 15 minutes per objection).
You must decide whether or not the objection can be accepted.
If it can be accepted, you must either suggest a way of solving the objection or consider whether it is
sufficiently well founded to block the application for protection.
Lastly, you must propose the conditions under which you will be able to deliver an opinion in favour
of the application for protection.

Restitution
You then have 10 minutes to present your conclusions in plenary session. You can do this on a
paperboard, in a PowerPoint presentation or using any other means you choose.
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Code of practice (invented example of Dranas)
Section 1. General conditions
Article 1. Candidate

Article 2. Geographical area
The geographical area of dranas corresponds to the provinces of Tilburn and Tulcum. All the steps
in the production and processing of bananas must take place in this zone.

Section 2. Description of the product
Article 3. Physical characteristics
The Dranas are slices of skinned bananas between 0.3 and 0.6 centimetres thick.
They are partially dried (leaving between 20 and 25 percent moisture), their edges are red and their
centre is cream coloured.
Article 4. Sensory characteristics
Their taste is marked, sweet and slightly acid.
Their texture is soft and elastic.

Section 3. Description of manufacturing methods for the product
Article 5. Raw material
The only raw material used is the ripe purple banana of the Musa acuminata rutilus variety.
The bananas must be produced while respecting the environment (ecological practices or organic
farming standards).
Article 7. Quality of the raw material

CODE OF PRACTICE (INVENTED EXAMPLE OF DRANAS BANANAS)

Protected name: Dranas
Registered as a protected designation of origin (PDO).

The quality of the purple bananas must allow the production of high-quality dranas.
Ripeness: the bananas must be picked selectively and harvesting must be carried out when they
are ripe (as described in the manual XX).
They must be whole, measure between 8 and 12 centimetres in length and between 2 and 3.5
centimetres in diameter, and be slightly curved.
They must not have any insect damage. They must be clean, without dust or any foreign bodies.
The final inspection of the bananas is carried out per batch and focuses on size, ripeness,
cleanliness and the absence of visible damage.
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Article 8. Preparation
The bananas must be skinned by hand less than 48 hours after being picked.
Their slices must have a regular thickness (between 0.3 and 0.6 centimetres).

CODE OF PRACTICE (INVENTED EXAMPLE OF DRANAS BANANAS)

Article 9. Drying
The bananas must be dried in the 48 hours following their harvesting and 6 hours after being
skinned and prepared.
The bananas must be dried in the shade at temperatures of less than 60 0C.
The dried bananas must retain a moisture level of between 20 and 25 percent.
In cases where various types of banana are dried by the large-scale food company, the company
must take the necessary measures for the various ranges of product and clearly identify the
bananas intended for the production of Dranas.

Section 4. Testing of the final product
Article 10. The quality criteria to be tested are:
• colour and general appearance;
• texture and taste.

Article 11. Tasting method
• A tasting panel composed of members of the value chain and consumers will test batches of
products selected randomly from producers’ premises, in line with the guidelines on tasting.

Section 5. Packaging, labelling, traceability and certification
Article 12. Packaging
All products packaged for sale to the end consumer will bear a label with the batch number, the
words “Dranas protected designation of origin” and the symbol of the producers’ association.
For dranas sold loose (in markets) to the end consumer, a sign with the words “Dranas protected
designation of origin” and the symbol of the association will be clearly exhibited near the dranas.
Article 13. Traceability
Traceability from farm to final packaging will be guaranteed at every moment for all products,
thanks to the records kept by the stakeholders in the value chain and by the separate flows of
products.
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Article 14. Approved certification body
Certification is carried out by the approved body XYZ, in conformity with national accreditation
systems (equivalent of ISO standard 65).

CODE OF PRACTICE (INVENTED EXAMPLE OF DRANAS BANANAS)

Minimal control requirements are described in the control plan applicable to the whole production
chain.
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              Summary of the application for the dranas PDO
1. Applicant
• Name: Association of Dranas Producers and Agro-food Companies
• Address: House of Dranas, Tilburn

CODE OF PRACTICE (INVENTED EXAMPLE OF DRANAS BANANAS)

• Composition: banana producers and individual companies, including institutions
2. Name of the product
Dranas
3. Protection required
Protected designation of origin
4. Type of product
Dry fruit
5. Proof of the representativity of the applicant group: composition of the association
Farmers:
• Institutional members:
-

Tilburn Chamber of Agriculture

-

Tulcum Chamber of Agriculture

-

Producers’ cooperative

• Individual members: currently 80 individual members
Membership of the association is open to all producers of red bananas in the counties of Tilburn
and Tulcum.
Processors:
• Institutional members:
-

Regional Chamber of Commerce and Industry

• Individual members:
-

The five processor-packagers of Tilburn and Tulcum

6. Proof that the name has not become generic
Dranas is used solely in the region and means “dried red bananas” in the local dialect.
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Objections
Objections to the dranas application
1. A large-scale processor outside the region

Although it agrees that the bananas must come from the specified region, it is opposed to a ruling
that processing must also take place in the region. It justifies its objection by pointing out that
processing has no link to the area and can thus be carried out anywhere in the country.
2. On-farm processors in the Tilburn region
This group took part in drawing up the code of practice and does not object. On the contrary, it asks
to be formally represented in the decision-making structure of the association.
Despite the recognized fact that they are the keepers of the true tradition, they have little space in
the association’s discussions. Representing only a small minority in the “banana producers” group,
they find it hard to make their voice heard and defend their specific interests. They therefore call
for recognition of their special status within the applicant group.
3. An environmental NGO
This NGO objects to the use of modern methods involving the use of fossil fuels to dry bananas.
It argues that the tradition has always been to use natural heat to dry bananas and that if other
drying methods are permitted, there will be considerable emissions of CO2, as well as local air
pollution from burners that are not up to standard.

CODE OF PRACTICE (INVENTED EXAMPLE OF DRANAS BANANAS)

This processor has been producing dried red bananas and selling them under its trademark
“Tilburn dried red bananas” for four years.
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Questions per table
Table 1. Identification:
What are the needs of the GI system during the identification phase and what kind of support
policies and actions can local, regional or national authorities provide?

Table 2. Qualification:

PUBLIC POLICIES FOR GIS
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What are the needs of the GI system during the qualification phase and what kind of support
policies and actions can local, regional or national authorities provide?

Table 3. Remuneration:
What are the needs of the GI system during the remuneration phase and what kind of support
policies and actions can local, regional or national authorities provide?

Table 4. Reproduction of resources:
What are the needs of the GI system during the reproduction phase and what kind of support
policies and actions can local, regional or national authorities provide?

NOTES
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NOTES

SHEETS

EXERCISE

TRAINING ON ORIGIN-LINKED PRODUCTS
TOOLS FOR A PARTICIPATORY APPROACH
Contact:
Rural Infrastructure and Agro-Industries Division
AGS-Publications@fao.org - www.fao.org/ag/ags/ags-division/en/
Food Safety and Codex Unit
foodquality@fao.org - www.fao.org/food/food-safety-quality/home-page/en/
Food and Agriculture Organization of the United Nations
Via delle Terme di Caracalla, 00153 Rome, Italie
www.fao.org/ag
Fax : +390657053057

