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WHO WE ARE

Passenger opened for business in the spring of 
2014 in Lancaster, Pennsylvania. We are a specialty 
coffee roasting company as well as a purveyor 
of fine teas. Our operations currently include a 
roastery and two retail cafes. At the time of writing, 
we employ a team of 23 people. Passenger is part 
of The Commons Company of Lancaster: a family of 
food, beverage, and hospitality ventures founded by 
Crystal Weaver and Kyle Sollenberger.!

From the beginning, Passenger has existed to 
seek out and thoughtfully present the world’s 
most memorable coffees and teas in a way that 
demonstrates the viability and importance of 
supply chains that are equitable and transparent. 

As a certified B Corp, we are committed to using 
our business as a force for good—both as a part of 
our local community in Lancaster, and throughout 
the many parts of the world where our coffees and 
teas are produced.!

The purpose of this coffee transparency report 
is to show our work, with a zoomed-in focus on 
Passenger’s coffee buying throughout the 2022 
harvest year. In future reports, we hope to share 
a broader picture of our company as we strive to 
more fully realize our B Corp values and pursue 
increasingly higher standards of social, economic, 
and environmental sustainability.
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One concern that motivated our desire to offer a 
clearer definition of what we mean by “partnership” 
was an awareness that the word is commonly 
used in a wide variety of ways. Partnership can 
be understood rather broadly, in the sense of two 
parties working together towards a shared goal. But 
it can also be defined more narrowly to describe a 
relationship that involves an element of commitment, 
close collaboration, or legally binding association. 
Given the different ways that the word can be used, 
and given the strategic marketing benefits of the 
language of partnership within the specialty coffee 
market, there is an obvious risk that—without clear 
definitions—a coffee buying entity may intentionally 
or unintentionally romanticize, if not grossly 
misrepresent, the nature of their relationship with 
a producer that they buy coffee from.!

To pose this concern in a different way: if we 
describe ourselves as “building a partnership” with 
producers that we buy coffee from, how is this so-
called partnership meaningfully different from any 

other transactional relationship? Can we honestly 
describe some of our coffee buying relationships 
as partnerships, or would it be more honest, and 
accurate, to simply describe ourselves as these 
coffee producers’ customers?

WHAT PARTNERSHIP SIGNIFIES FOR US
We use the word "partnership" to describe some, 
but not all, of our coffee buying relationships. When 
we refer to a coffee farmer as a “producer partner,” 
we are identifying that individual as a producer that 
our company aspires to work with in a particular way 
over time. To explain more about what this entails, 
let’s start with a little background information 
regarding the genesis of our sourcing philosophy.

Closer to the start of our journey as a roasting 
company, Passenger’s green buying team would 
regularly receive this question from coffee farmers 
that we were working with: “What will it take for 
you to buy more of my coffee?” At the time, we were 
already prioritizing repeat purchases from many of 

When we describe our approach to coffee buying at 
Passenger, the word “partnership” tends to come up a 
lot. And we are far from unique in using this word within 
the specialty coffee industry.1 But what do we actually 
mean when we use the word “partnership” to describe 
one of Passenger’s core sourcing relationships? What do 
we mean by “producer partner” when we use the term 
as a description of someone that we buy coffee from?2 
These may seem to be unnecessarily abstract questions 
to raise as an introduction to a price transparency report, 
but talking about partnerships is probably the best way 
to unpack the values that we try to weigh when making 
purchasing decisions. Put another way: trying to honestly 
explore the question of what a fair and mutually beneficial 
partnership between a roasting company and a coffee 
producer could look like over time is the central project of 
our sourcing program. While we certainly don’t have all the 
answers, many aspects of our work that will be highlighted 
in this report reflect our ongoing pursuit of the question.

Concern One: 

 “PARTNERSHIP” CAN MEAN MANY THINGS

1   As a quick tour of specialty roasting brands, including ours, immediately emphasizes, the notion of “producer partnerships” seems core to many coffee 
companies’ sourcing philosophies and a key part of how coffees obtained through these sourcing programs are marketed. 

2   This introductory section was partly inspired by a number of insightful questions regarding the use of the term “partnership” in coffee marketing 
that were posed by Ever Meister in a presentation that was shared online as a part of The Barista League’s High Density conference in March, 2021. 
The entire presentation is highly recommended and can be found here: High Density. (2021, March 9) Ethical Marketing: Exploring Ways That We Can 
Decolonize Our Assets, Actions, and Words | Ever Meister [Video]. YouTube. https://www.youtube.com/watch?v=pncHoeRoHYo&t=39s!

WHEN WE TALK ABOUT 
PARTNERSHIPS

What We Talk About
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the same farmers every year, and we were 
paying highly competitive prices for the lots 
we contracted. However, in many cases, 
the coffees selected for Passenger’s menu 
represented only a small percentage of 
the farmers’ total annual harvest. We were 
essentially cherry-picking: buying the best 
lots we could get our hands on and leaving it 
to the farmer, the exporter, or the importer 
to find other buyers for the remaining 
large percentage of lower scoring but still 
excellent specialty-grade coffees from 
that year’s harvest.3 One does not need 
to be a business expert to understand 
that fabulous prices for a few particularly 
high-scoring microlots does not represent 
a viable business proposition for a coffee 
farmer if the remaining majority of the 
harvest cannot be sold at a reasonable 
profit year after year.

Passenger’s Foundational sourcing pro-
gram was created as a response to that 
completely reasonable question we kept re-
ceiving from coffee farmers we were buying 
coffee from. Since 2018, we have purchased 
the vast majority of our annual volume 
from six producers/producing communities 
(Agaro, Cusco, Daterra, Divino Niño, Heza, 
and Montecarlos) that we refer to collec-
tively as the Foundational Partnerships.4 
For each of these partnerships, our goal is 
the same: to buy as significant a volume 
as we can each year on an ongoing basis, 
intentionally prioritizing the purchase of 
as broad a spectrum of available quality 
grades as possible.

So when we describe one of our coffee 
buying relationships as a partnership, we 
are using that word to underline a particular 
type of long-term, focused investment that 
we are committed to making—provided the 
producer or producing community sees 
value in working with us in this way.

As stated earlier, we do not buy 100% of 
our coffee from Foundational Partners. 
There are a number of remarkable coffee 
producers that Passenger has been a long-
time repeat customer of that it would be 
inaccurate for us to describe as partners 
in the same sense.5 We absolutely hope 
to continue to have the opportunity to buy 
small lots from these producers, and we 
are incredibly proud to work with their 
coffees, but we have not invested in these 
relationships in the same way and want to be 
up-front about that. From day one, the aim 
of the Foundational Partnerships has been 
to focus more of our coffee buying dollars 
in fewer places, and it logically follows that 
there is a limit to the number of relationships 
that we can approach in this way. 

3   To be clear, we don’t think there is anything necessarily wrong with this approach, especially when a company is transparent about 
this being their sourcing model. What we do find problematic is when companies buy their coffee in this way while also claiming or 
implying that this kind of ‘microlot buying’ represents a sustainable business proposition for small coffee farmers.!!

4   During the 2022 harvest year, 91% of the total volume contracted for Passenger and its sister company, Necessary Coffee, was 
sourced from the Foundational Partnerships.

5   In the 2022 harvest year, the remaining 9% of our total volume was sourced outside the Foundational Partnerships. (In recent years, 
this percentage has fluctuated from approximately 10% to approximately 25% of Passenger’s overall buying. Depending on the year, 
these coffees have run the gamut from larger bulk purchases from coffee farmers in Espíritu Santo, Brazil, to microlot purchases 
from producers that Passenger has been a repeat customer of for many years (La Tortuga, Mario Moreno, etc.), to one-off special 
purchases in online coffee auctions (Cup of Excellence, Gesha Village, etc.).

Asnake Nigat (left)
Fikru Ashenafi (right)
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A second potential area of risk that we perceive in 
relation to our use of the word “partnership” is the 
danger of being interpreted as presuming to speak 
not only for ourselves, but also for the farmers 
who produce coffee that we buy. While most 
definitions of partnership include some notion of 
likeminded collaboration or mutual investment in a 
shared enterprise, coffee buying entities (roasters, 
importers, etc.) often seem most likely to be the 
ones using the word partnership to describe their 
relationships with coffee producers, whereas it 
seems less clear that the majority of producers 
would describe entities that buy their coffee as 
their partners. In our anecdotal experience, many 
coffee producers more commonly refer to roasters 
and importers simply as “buyers.” 

It may be that the distinction we are getting at here 
is fairly minor. And it is probably true that many 
coffee producers don’t particularly care whether 
they are selling to a “partner” or a “buyer” if they 
can count on fair prices, consistently and for the 
long term. While that may be true, we do think 
there are questions of voice, intent, and ethics 
that potentially come into play here. At the very 
least, we want to acknowledge that partnership 
generally implies a shared enterprise and that, 
when our team talks about producer partnerships, 
it is generally our voices, rather than voices of 
producers that we are referring to as partners, that 
are primarily represented. 

While we are genuinely motivated to be the kind 
of buyers that make ongoing partnership with 
Passenger an appealing prospect for producers, we 
do not take their decision to work with us lightly—
and our referring to producers as partners does not 
imply anything unusual in terms of expectations. 
These are not “our” coffees; these are not “our” 
relationships. These coffee producers do not owe us 
anything. Passenger has been fortunate to have the 
opportunity to buy amazing coffees from the same 
six producing communities for a number of years—a 
continuity that has been incredibly valuable to us 
as our company has grown. We hope to continue 
building each of these partnerships indefinitely, but 
we will never take the continued opportunity to do  
so for granted.

With every year and every successive harvest, we 
try to increase our understanding of each producer 
partner’s goals—and specific challenges—while 
continuing to ask the question of how best to build 
the partnership in a mutually beneficial way. 

To be clear, the existing partnerships that we are proud to be a part of include elements of human connection 
and collaboration that transcend simple buying intentions. We feel incredibly fortunate to count many of 
the producers and other supply chain actors that we have worked closely with over the years as not just 
partners, but also dear friends. But, with that said, we want to emphasize that:

PARTNERSHIP IS A STATEMENT OF OUR SPECIFIC INTENTIONS AS BUYERS

When we describe a coffee sourcing relationship as a partnership, we are not presuming to speak 
for the relevant producers, and we do not wish to imply any broad generalizations regarding how 
they would choose to describe their association with us.  Our purpose when using this word is to 
communicate particular intentions that we bring to these core relationships as buyers. Specifically, 
when describing a coffee buying relationship as a partnership, our team:

• Signals an intention to devote  
a significant percentage of our 
overall buying to coffees produced  
by this community.

• Shares a desire to be an engaged 
buyer of these coffees on an annual 
and ongoing basis.

• Commits to the target of broadening 
investment in this partnership 
over time, by finding homes on our 
menus for a more comprehensive 
representation of the different 
coffees produced on these farms, 
across a spectrum of available 
quality grades.

All coffee producers that we buy from, 
including those we refer to as partners, are 
under absolutely no obligation to continue 
selling coffee to us.

As with any relationship, each of Passenger’s 
foundational partnerships is a work in 
progress.

Concern Two: 

SPEAKING FOR COFFEE FARMERS

Divino Niño producer Adriana Gonzalez, pictured with her husband Francisco, their children Jhojan, Mari, and Jefferson; Evan Howe, and Crystal Weaver
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A final area of concern that we want to highlight 
is that the word “partnership” potentially conjures 
an oversimplified picture of how we source 
coffee, failing to convey the extent to which the 
particulars of how we source coffee vary in every 
producing region where we are currently working. 
Without the benefit of additional context, one could 
understandably assume that when we talk about 
“producer partnerships” in different countries, we 
are describing essentially the same scenario: a 
direct, personal collaboration with an individual 
farmer who grows, processes, mills, and ships 
us exportable green coffee that we have agreed 
to purchase. Briefly unpacking some of the broad 
differences between our approach to coffee buying 
from Foundational Partners in El Salvador and 
Burundi illustrates that it is just not that simple.

Passenger has counted the Montecarlos Estate—a 
large coffee farm owned and operated by Carlos and 
Julie Batres in Apaneca, El Salvador—as one of our 
key sourcing relationships since 2017. We work with 
Carlos and Julie in a direct and personal way each 
year, and given the large scale of their operation, 
they are “producers” of our Montecarlos coffees in a 
comprehensive sense. With the support of seasonal 
and year-round workers that they employ, Carlos 
and Julie oversee the coffee harvest, manage 
coffee processing and drying at their own wet 
mill, correspond with Passenger’s green-buying 
team to confirm lot selections and contracts, and 
coordinate milling and export in collaboration with 
an independent dry mill. Passenger currently works 
with Atlantic Specialty Coffee to import and finance 
our coffees from Montecarlos, but we rely on the 
Batres family’s support for all other aspects of our 
coffee buying in El Salvador. 

Another of Passenger’s key sourcing relationships 
is the partnership that we have built in Burundi with 
the Long Miles Coffee Project since 2016. The Long 
Miles team, founded by Ben and Kristy Carlson, 
exists to serve as a key point of connection between 
smallholder coffee farmers in rural Burundi and the 

international specialty market. In contrast to the 
model of coffee production in El Salvador that we 
described above, it would be inaccurate to describe 
the Long Miles team as the farmers behind our 
Burundian coffees, but accurate to describe them 
as the producer of our Burundian lots. Long Miles 
owns and operates multiple washing stations in 
Burundi that serve as processing sites for the coffee 
farming communities that live in the surrounding 
hills. During harvest, local farmers, who typically 
cultivate coffee at a very small scale, deliver freshly 
picked coffee cherries to the washing stations, 
where the day’s deliveries are sorted, weighed, 
and purchased.6 The Long Miles team manages all 
aspects of the production of our lots from farmer 
delivery to eventual export: cherry selection 
and purchase, processing, drying, sampling and 
contracts, dry milling, transport, and eventual 
export. Passenger currently works with Osito Coffee 
to import and finance our coffees from Burundi, 
but Long Miles continues to play the central role 
in helping us to build the Heza Foundational 
Partnership and source coffees every year from the 
farming communities that they work with.

The point we hope to clarify with the Montecarlos/
Long Miles comparison is that, while our 
values and intentions as buyers are the same 
in El Salvador, in Burundi, and in each sourcing 
relationship that we refer to as a partnership, the 
significant differences in context throughout the 
coffee producing world means that the particulars 
of partnership vary significantly in every place 
where we buy coffee. 

6   The difference in terms of scale of production is dramatic here: a Passenger 
Foundational Lot sourced from Burundi will typically be composed of coffee 
that was harvested and delivered by 200–300 smallholder farmers and then 
ultimately prepared for us by the Long Miles team at Heza washing station. 
By contrast, a Passenger Foundational Lot from El Salvador is harvested on 
one very large farm owned by two producers who employ many additional 
individuals from their local community to harvest and prepare the coffees 
that we buy each year.

Concern Three: 

CONTEXT/OVERSIMPLIFICATION

EVERY PARTNERSHIP IS DIFFERENT AND EACH 
REFLECTS MANY INDIVIDUALS AND ROLES

Carlos Batres, pictured at the 
Montecarlos drying patios

Long Miles staff, hand-sorting coffee 
parchment at Heza washing station
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Focusing on these inherent differences underlines 
an additional fact that is worth emphasizing: in 
every sourcing relationship that we describe as a 
partnership, Passenger works with many individ-
uals and entities, not just one. Our intention for 
the Foundational Partnerships is unambiguously  
farmer-focused: in choosing to devote the lion’s 
share of our annual buying to six producing 
communities, we are hoping to reduce risk and 
uncertainty for those coffee farmers and serve as 
fair and reliable buyers for as large a percentage 
of their annual harvest as we can - provided this 
supports their goals. But, in our continued pursuit 
of this sourcing model, we rely on the support 
of many additional partners whose support, 
resources, and expertise have been absolutely 
instrumental to the development of Passenger’s 
producer partnerships thus far. Without the im-
porters, exporters, QC teams, and logistics and 
freight specialists that we work closely with to 
source coffees, move coffees around the world, 
and finance coffees while preserving them in 
the freezer, we would be nowhere in this work. 
So, while our primary motivation in seeking 
to build partnerships is always to offer more  
appealing business to coffee farmers as buyers, it 
is important to acknowledge that there are other 
key actors who are centrally involved in each part-
nership and who provide essential support to us in 
our ongoing efforts.

Martha Olaya (above)
Edilma Bermeo (below)
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FOUNDATIONAL
PARTNERSHIPS

Having shared the key elements of how we 
currently define partnership at Passenger, 
this report will now shift to an introductory 
description of the six Foundational 
Partnerships that form the core of our 
sourcing program.  
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AGARO

Agaro is the name of a small town in southwestern Ethiopia’s Jimma 
Zone, within the regional state of Oromia. Clustered around Agaro 
town are scores of washing stations where local smallholder farmers 
deliver their freshly harvested coffee cherries to be processed. 
Some of these washing stations are privately owned and operated, 
but many are managed by farmer cooperatives. The Kata Muduga 
Multi-purpose Farmer’s Cooperative Union was founded in 2016 by 20 
farmer cooperatives. Kata Muduga is an umbrella organization which 
provides administrative leadership for its member co-ops, serves as a 
liaison between the co-ops and specialty coffee buyers, and facilitates 
financing, logistics, and coffee export. Not only is there a huge 
emphasis on the production of top-quality coffee at the Kata Muduga 
cooperatives, but there is also a very large emphasis placed on the 
health of their communities through ongoing investment in social 
projects such as building schools, constructing roads, and improving 
community access to clean water. 

Necessary Ethiopia, Necessary Blend, Stowaway, 
Keystone, Agaro

PRODUCER

ORIGIN

ELEVATION

PURCHASE HISTORY

MENU OFFERINGS

Member Cooperatives of the Kata Muduga Union

1800-2300 masl

Jimma Zone, Ethiopia

Since 2016

Asnake Nigat, General Manager 
of Kata Muduga (top left)
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CUSCO

Coffees from Peru’s Cusco region have been a fixture of Passenger’s 
menu for a number of years, but 2021 marked the beginning of 
Cusco’s tenure on the Foundational menu. The vast majority of coffee 
producers in this mountainous region are smallholder farmers in the 
truest sense, with an average farm size of 2 hectares (a little less than 
5 acres). Thanks to local government support that facilitated access to 
fertilizers, tools, and improved wet mill infrastructure, many farmers 
in the region were able to improve their production yields and overall 
quality in recent years. However, for a significant percentage of this 
community, the challenge of gaining access to specialty buyers willing 
to pay higher prices for their coffee on a consistent basis has prevented 
many from securing a stable and meaningfully improved income. While 
obviously at a very early stage of association with this community of 
growers, we see huge potential in this region. We love these coffees, 
and we hope that over time, increased investment and consistent 
buying across a gradually broadening spectrum of quality grades will 
contribute to a more viable business proposition for these producers.

Cusco

PRODUCER

ORIGIN

ELEVATION

PURCHASE HISTORY

MENU OFFERINGS

Smallholder Farmers of La Convención

1450-2050 masl

Cusco, Peru

Since 2019
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DATERRA

Daterra is a remarkable coffee estate located in Cerrado, Brazil. Lauded 
as the most sustainable farm in Brazil and, like Passenger, a certified 
B Corp, Daterra produces coffee on a dramatically different scale than 
the vast majority of farms that we work with. At approximately 6,400 
hectares (nearly 16,000 acres) in size, of which 3,500 are land preserve, 
Daterra dwarfs all other farms Passenger buys from in South America. 

At Passenger we are firmly committed to supporting smallholder 
coffee farmers in many of the producing countries that we work in—
despite the fact that the economics of specialty coffee production on 
many, if not most, small farms seems increasingly unsustainable. But 
we are also truly proud to buy coffee from much larger enterprises, 
including Daterra, that push innovation and model best practices for 
smaller farms throughout the coffee producing world. 

Daterra, Reserve Lots, Education Lots

PRODUCER

ORIGIN

ELEVATION

PURCHASE HISTORY

MENU OFFERINGS

Daterra Coffee

1200 masl

Cerrado, Brazil

Since 2019

Coffee seedlings growing in 
the Daterra nursery (top)
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DIVINO NIÑO

About four years ago, Passenger’s sourcing team first had the 
opportunity to connect with a group of coffee farmers who live in 
close proximity to the tiny hamlet of Divino Niño, in southern Huila, 
Colombia. We were interested to start purchasing coffee from these 
producers for multiple reasons: they expressed interest in working 
with a long-term buyer, they were motivated to produce top specialty 
coffee, and their farms were located in a region with excellent potential 
for quality. With key support from our sourcing partners at Osito Coffee, 
we launched our inaugural Foundational offering from Divino Niño at 
the end of 2018.

Fast forward to the present, and the Divino Niño project has exceeded 
our hopes in every way. We continue to purchase a single-origin 
community lot from these farmers every year that is presented under 
the Divino Niño name and also serves as a component of Passenger’s 
Keystone blend. Since 2019, we have significantly expanded the scope 
of our buying from these farms to include additional community blends 
on the menu of our sister company, Necessary Coffee, as well as single 
producer, single variety, and competition-winning microlots from 
individual Divino Niño farmers that we proudly feature on Passenger’s 
Reserve and Education Lot menus. 

Necessary Colombia, Necessary Blend, Keystone, 
Divino Niño, Reserve Lots, Education Lots

PRODUCER

ORIGIN

ELEVATION

PURCHASE HISTORY

MENU OFFERINGS

The Divino Niño Producer Group

1300-1700 masl

Suaza, Huila, Colombia

Since 2018

Adriana Gonzalez
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HEZA

Heza washing station is built into the face of a cliff, overlooking the 
Kibira rainforest on the border between Burundi and Rwanda. It was 
constructed in January 2014 and was the second washing station built 
as part of the Long Miles Coffee Project, a family enterprise started 
by Kristy and Ben Carlson. Long Miles is one of Passenger’s longest-
standing partnerships, and we are continuously inspired by the spirit of 
their endeavor and the quality (and qualities) of the coffees produced 
by their dedicated team.

The Long Miles model was created to connect remote farming 
communities in rural Burundi as directly and transparently as possible 
to specialty roasters in consuming countries. Microlots produced at Heza 
are traceable to the colline (French for “hill”): the smallest geopolitical 
unit in Burundi. Local farmers from five neighboring collines (Nkonge, 
Mikuba, Mutana, Gitwe, and Gishubi) deliver coffee cherry to Heza 
during harvest season. So while Passenger’s Heza offering is always 
processed at the same site, each year’s lot selection is a reflection 
of the distinct community, and microclimate, of the particular colline 
that it represents. In addition to the Heza Foundational Lot, Long Miles 
serves as the source of our year-round Necessary Burundi offering 
as well as a growing array of tiny experimental lots, representing a 
collaborative exploration of coffee processing, that we feature on 
Passenger’s Reserve and Education Lot menus. 

Necessary Burundi, Necessary Blend, Heza, 
Reserve Lots, Education Lots

PRODUCER

ORIGIN

ELEVATION

PURCHASE HISTORY

MENU OFFERINGS

Long Miles Coffee Project

2000-2200 masl

Kayanza, Burundi

Since 2016

Coffee parchment drying on raised 
beds at Heza washing station
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MONTECARLOS

Situated on a stunningly picturesque volcano in El Salvador’s Apaneca 
region, the Montecarlos Estate is a truly remarkable coffee farm and 
a fitting testament to the passion of its visionary proprietors Carlos 
and Julie Batres. Passenger has proudly worked with Montecarlos and 
the Batres family for the past five years. Each year, we select one of 
the main varieties cultivated on the farm to serve as our Foundational 
Montecarlos offering as well as the base component of Passenger’s 
Stowaway Blend. With each annual harvest, we also traditionally 
purchase special selections of two additional varieties from the farm, 
pacamara and gesha, that have become well-loved annual staples of 
the Reserve Lot menu. 

Necessary Blend, Stowaway,  
Montecarlos, Reserve Lots

PRODUCER

ORIGIN

ELEVATION

PURCHASE HISTORY

MENU OFFERINGS

Carlos and Julie Batres

1600-1800 masl

Apaneca, El Salvador

Since 2017

Julie and Carlos Batres (top right)
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TWO CORE STRATEGIES: FREEZING COFFEE

Passenger’s goal for each partnership has been to 
gradually increase not only the volume of coffee that we 
are able to purchase over time, but also to find places 
on our menus for a broad representation of the quality 
grades produced by each partner. Before sharing our 
price transparency data for the 2022 harvest year, we’d 
like to highlight two of the core strategies our team has 
employed in pursuit of this sourcing model.  

FREEZING 
GREEN COFFEE

NECESSARY
COFFEE

Green coffee preservation through freezing is 
perhaps our most important area of focus in 
support of the sourcing philosophy, roasting style, 
and standard of quality consistency that we are 
committed to pursuing at Passenger. Freezing 
coffee has been a core element of our approach 
since the beginning, and currently 100% of our green 
coffee inventory, including microlots, Foundational 
Coffees, all blend components, and decaf are stored 
in an off-site freezer facility. We are certainly not the 
first roasting company to freeze green coffee,7 and a 
growing number of roasting companies have begun 
to employ similar strategies—but to our knowledge, 
very few of our peers currently freeze coffee on the 
scale that we do. 

WHY FREEZE COFFEE?
All green (unroasted) coffee has a shelf life from a 
quality standpoint, meaning that no green coffee will 
retain its desirable cup characteristics indefinitely 
without intentional preservation. While the qualities 
of sweetness, acidity, flavor complexity, and cup 
clarity that we cherish in the coffees we buy often 
remain intact for at least a few months following 
import, there inevitably comes a point in the life of 
any coffee when desirable cup qualities begin to be 
masked by flat, drying flavors that are reminiscent of 
wood and paper. Coffee professionals often describe 
a coffee that is exhibiting these flat, woody qualities 
as “faded” or “showing age”, and there is essentially 
nothing a roasting company can do with faded coffee 
other than roast it darker, in the hope that aged flavors 
will be less apparent. Many variables—and often 
variables that are not the fault of any specific actor 

7  George Howell pioneered many of the approaches to freezing coffee that we have adopted more than 20 years ago!

Supporting Foundational Partnerships

Why We Do It and What It Involves

CORE STRATEGY:
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in the value chain—can contribute to a green coffee 
“falling off” sooner than hoped or expected. And 
once a coffee begins to show age, these unpleasant 
qualities often worsen rapidly over time. It is always 
a great shame when a beautiful coffee, representing 
incredible effort and achievement on the part of the 
producer, fails to reach its full potential in the cup 
due to aged qualities. 

In over eight years of experimentation, we have 
found freezing to be an incredibly effective way to 
indefinitely preserve the freshness and desirable 
qualities of our green coffees. Freezing coffee has 
become central to every aspect of Passenger’s 
approach: from our sourcing philosophy, to roast-
ing and quality control, to the year-round menus 
and unique archival releases that we are able to 
offer our wholesale partners, online subscribers,  
and retail guests. 

BROADER ANNUAL BUYING FROM 
FOUNDATIONAL PARTNERS 
Returning to our earlier discussion of partnership 
and Passenger’s sourcing philosophy, freezing 
coffee can immediately be recognized as a key 
strategy that enables us to pursue the type of 
investment we are committed to making within 
the Foundational Partnerships. Freezing coffee 
dramatically reduces the extent to which we have 
to factor the risk of green coffee age into our 
contract decisions: if we can get the coffee from the 
producing country into the freezer efficiently, that 
investment will remain an asset indefinitely. This 
means that instead of buying a few months’ worth 
of coffee from our partners each harvest, we can 
confidently contract more than a year’s worth of 
coffee each harvest. Buying more coffee from our 
partners each year is better business for them, and 
it's obviously good for us as we can embrace the 
strategic benefits of maintaining a longer position—
benefits that have been particularly clear amidst the 
unpredictable international shipping landscape of 
the last few years.    

HIGH STANDARDS OF ROAST CONSISTENCY 
In addition to preserving the fresh and pleasing 
qualities of our green coffees, freezing is also a key 
contributing factor to Passenger’s highly consistent 
roasting program. While a common challenge 
for many roasting companies is the necessity of 
adjusting roast profiles to green coffees that are 
evolving as they age, our coffees are picked up from 
the freezer on the same day every week, thawed for 
the same short interval of approximately two days, 
and roasted very shortly thereafter. This means that 
our roast profiles require very little adjustment—
especially in the case of coffees that are purchased 
from the same producers year after year. 

UNIQUE OPPORTUNITIES FOR MENU  
CURATION, WHOLESALE PARTNERSHIP,  
AND RETAIL EXPERIENCE 

Freezing our green inventory for a number of years 
running and pursuing broader buying from our 
core sourcing relationships also supports us in 
curating our coffee menus in unique and strategic 
ways. In contrast to many roasting companies that 
present coffees with a highly seasonal focus (so as 
to maintain a tight position and keep their menus 
tasting as fresh as possible), Passenger pursues 
more of an archival focus: sharing an expansive 
menu of offerings—some available year-round, 
some with highly limited availability—that we select 
from a large inventory of green coffees which are 
kept indefinitely preserved in the freezer. 

Freezing coffee makes it possible for us to maintain 
a Foundational menu of six beautiful, single-origin 
coffees that are always available and always tasting 
fresh. Freezing coffee also makes it possible for us to 
share an expansive and evolving selection of Reserve 
and Education Lots, representing recent arrivals and 
notable harvests from the past that offer memorable 
coffee experiences to Passenger’s wholesale part-
ners and retail customers, whether their time on the 
menu lasts for two years or two weeks. 

8   Passenger’s roasting team also cups/scores our roasts every week, measures the TDS of our production roasts as an indicator of solubility, and checks the 
success and consistency of each roast with the help of Cropster roast data and ColorTrack color measurement. A key QC benefit of freezing coffee is that 
the question of green coffee integrity/consistency is largely removed as a variable of concern (assuming that the coffees are in good shape when they go 
into the freezer).  

9   There are usually 20-30 Reserve and Education Lots available on our menu at any given time. 

Kreider Foods
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HOW DO WE FREEZE COFFEE?
Kreider Foods Inc.,a family owned operation spe-
cializing in vegetable processing and cold storage 
warehousing, is located in Lancaster County, PA, 
a short 15 minute drive from Passenger’s roast-
ery. Given the importance of freezing coffee to 
Passenger’s operations, it is hard to overstate the 
importance of the Kreider freezer facility and the 
hardworking team that supports us in maintaining 
our green coffee inventory on the premises. 

The majority of Passenger’s green coffee inventory 
is frozen more or less as it arrives. After arrival sam-
ples are analyzed and cupped, full bags of coffee, 
sealed in grainpro liner bags, are frozen, stacked on 
the same pallets that they were shipped on. 

For smaller lots that Passenger’s green buying 
team has earmarked for the Reserve and Education 
Lot menus, the process is slightly different. Since 
these microlots will eventually be roasted in much 
smaller batches, the coffees are painstakingly 
weighed out into 10 lb. plastic pails and palletized at 
the roastery prior to being stored in the freezer with 
the rest of Passenger’s archived reserves.

Once a week, Passenger’s roasting team drives to 
Kreider Foods and builds multiple mixed pallets 
of coffee to be transported back to the roastery 
and roasted during the following week. In addition 
to these pallets stacked with full bags of green 
coffee, the team also builds a pallet of pails to cover 
Reserve and Education Lot roasting needs for the 
same time period. 

WHAT ARE SOME OF THE EXTRA COSTS 
ASSOCIATED WITH FREEZING COFFEE?
Passenger’s green coffee preservation program 
is, to put it bluntly, labor intensive and expensive. 
Our roasting team dedicates long hours of each 
production week making trips to the freezer to 
collect green coffee, prepping incoming microlots 
for storage in the freezer, and keeping Passenger’s 
frozen coffee inventories updated and organized. 
The work is physically demanding, and the stakes are 
high: meeting partner and customer expectations 
depends on the weekly Kreider run, no matter the 
weather or the road conditions. 

In addition to labor costs associated with freezing 
coffee, Passenger pays monthly storage fees for 
every pallet of coffee that we store at Kreider 
Foods as well as freight, palletizing, and unloading 
charges to transfer incoming lots from the relevant 
port of arrival to the freezer. For coffees that have 
been financed in the freezer rather than bought 
outright at time of arrival, additional “carry” costs 
are added to the base price and paid to the relevant 
import partner at time of “release” from the freezer. 

Passenger has been freezing green coffee long 
enough to fully appreciate the fact that this is cer-
tainly not the easiest, or the cheapest, way to do 
things. But despite the challenges and the costs, 
we see green coffee preservation in the freezer 
as perhaps the most important strategy that we 
have adopted in the interest of adding value for our 
partners at both ends of the supply chain. Freezing 
coffee changes the “quality timeline” of traditional 
green-buying in a dramatic way, enabling us to 
focus more of our buying on the Foundational Part-
nerships every year. Freezing coffee also makes it 
possible for us to offer a truly expansive menu while 
maintaining the incredibly high standard of quality 
consistency that our wholesale partners and retail 
customers can count on year-round. 

Laverne Kreider
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In September 2019, shortly after Passenger’s fifth 
anniversary, we decided to launch a new roasting 
company called Necessary Coffee. The decision to 
create Necessary was 100% motivated by our goal 
of expanding buying from the coffee producers who 
we were already working with to source coffees 
for Passenger’s Foundational menu. We chose to 
start a new company—rather than simply adding 
new coffees to Passenger’s menu—because an 
independent brand allowed maximum flexibility 
to embrace a different roasting style. Embracing 
a different roasting style seemed like the most 
strategic way to connect with a new customer base 
and build demand for excellent coffees that our 
partners were producing that were not an immediate 
match for Passenger’s menu. 

We often describe Passenger and Necessary as 
“sister companies” to underline the fact that they are 
operated by the same team of people and share the 
same ethos with respect to sourcing, green coffee 
preservation, quality control, and customer service. 

Both companies are B Corp certified and, in most 
cases, the coffee that we roast for Necessary is pur-
chased from producers or producing communities 
that we were already buying from for Passenger. 

While we approach our work for Necessary and 
Passenger in very similar ways, we do have different 
goals in terms of the cup qualities of the coffees that 
we select for each company’s menu. When choosing 
coffees for Passenger, we look for lots that are 
immaculately clean and bright with unique flavor 
qualities that truly shine when presented at a light 
roast degree. These coffees are often quite rare and 
highly sought after by specialty buyers, necessitating 
a higher price point. For Necessary, we select coffees 
with balanced, easy-drinking flavor profiles that are 
ideally suited to a more developed roast profile. 
While these coffees often require just as much 
work to produce, there is a much greater volume of 
these coffees produced around the world every year, 
making it possible for us to offer them at a lower 
price point while still paying a fair price to producers.

NECESSARY COFFEE
Strong Partners Make Rich Co!ee

CORE STRATEGY:
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A pyramid is helpful as an initial visual reference for 
our recent coffee buying10 because it clearly illustrates 
the Foundational sourcing philosophy that informs our 
contract decisions. In Passenger’s early years as a 
roasting company, we were primarily buying coffees from 
the top third of the pyramid in terms of cup score. As we 
have grown, we have intentionally tried to concentrate 
more of our coffee buying dollars in fewer places (the 
Foundational Partnerships), and our purpose with the 
founding of Necessary Coffee in 2019 was to start buying 
meaningful volumes of specialty coffee in the 83-86 pt. 
quality range, thereby adding a significantly broader 
“base” to the sourcing pyramid: a symbol of what we 
hope is a more appealing, and more sustainable, business 
proposition for our producer partners. 

TOTAL CONTRACT
VOLUME

PASSENGER 
FOUNDATIONAL 
MENU

NECESSARY
COFFEE

PASSENGER RESERVE 
& EDUCATION LOTS

137,297 lbs.

102,356 lbs. 30,516 lbs.

Cup Score: 86–88 pts. 

Cup Score: 83–86 pts. Cup Score: 85–89 pts. 

50.82%37.89% 11.29%

2022 CONTRACTED VOLUME BREAKDOWN

270,169 lbs.

The Necessary lineup currently includes 
single-origin coffees sourced from the 
Agaro, Divino Niño, and Heza Founda-
tional Partnerships as well as Blend, 
Decaf, and Dark Roast offerings that 
have recently featured additional coffees 
sourced from southern Huila, Colombia 
and Espírito Santo, Brazil. 

The Passenger Foundational Menu rep-
resents the heart of our sourcing program 
and includes coffees purchased annually 
from the six Foundational Partnerships: 
Agaro, Cusco, Daterra, Divino Niño, Heza, 
and Montecarlos. In addition to six sin-
gle-origin offerings that bear the names 
of each partnership, Passenger’s Founda-
tional blends (Stowaway and Keystone) are 
composed of the Agaro, Divino Niño, and 
Montecarlos Foundational Lots. Starting 
this year, our Los Sueños decaf offering 
will also be primarily composed of coffees 
sourced from Divino Niño. 

In contrast to the Foundational Coffees that, 
with the support of the freezer, we strive to 
keep available year-round, the Passenger 
Reserve and Education lot menus are 
composed of unique microlots that rotate 
fairly frequently due to their limited avail-
ability. While we continue to purchase some 
of these coffees purely situationally (when 
offered samples of exceptional quality), the 
percentage of Passenger’s Reserve and 
Education lots that are sourced from our 
Foundational Partners has increased sig-
nificantly in recent years. 

ILLUSTRATING OUR
COFFEE BUYING
For the 2022 Harvest Year

10   This report summarizes price information from all coffee contracts finalized from October 2021 to September 2022. (This is the same annual reporting 
period used by the Specialty Coffee Transaction Guide as well as many of our industry peers).
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PASSENGER

PURCHASED FROM
FOUNDATIONAL 
PARTNERSHIPS

PURCHASED OUTSIDE 
FOUNDATIONAL 
PARTNERSHIPS

TOTAL VOLUME OF GREEN COFFEE CONTRACTED TOTAL CONTRACTED VOLUME BY COUNTRY

NECESSARY
167,813 lbs.

244,631 lbs. 25,538 lbs.

102,356 lbs. 62%

91%

270,169 lbs

38%

9%

COLOMBIA
29.6% 79,887 lbs.

ETHIOPIA
24.1% 65,078 lbs.

BRAZIL
3.3% 8,906 lbs.

EL SALVADOR
15.5% 41,830 lbs.

PERU
16.3% 44,263 lbs.

BURUNDI
8.2% 22,217 lbs.

KENYA
1.2% 3,172 lbs.

RWANDA
0.24% 660 lbs.

MEXICO
1.1% 2,965 lbs.

COSTA RICA
0.34% 927 lbs.

ECUADOR
0.07% 154 lbs.

PANAMA
0.05% 110 lbs.

94 Individual Lots
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RESERVE

EDUCATION

26,622 lbs.

3,894 lbs.

Passenger 
Foundational 
Lots

Passenger 
Reserve & 
Education Lots

Necessary
Lots

Avg. C-Market
Coffee Price
2021–2022

Avg. All Passenger Coffee Contracts

Fair Trade
Minimum
Organic washed 
arabica

Median F.O.B. 
Price '18–'21
Specialty Coffee 
Transaction Guide

16%

86.4 87.4 86.885.1

2%FOUNDATIONAL
137,297 lbs.82%

PASSENGER CONTRACTED VOLUME BY MENU:

CUP SCORE AVERAGES, 2021/2022 LOTS

F.O.B.  PRICE AVERAGES, WEIGHTED

$4.15 $6.13$3.45 $2.25 $1.70 $2.75

$4.11

PASSENGER
FOUNDATIONAL
LOTS

EDUCATION
LOTS

PASSENGER
RESERVE
LOTS

NECESSARY
LOTS
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CONTEXT,QUESTIONS, 
GOALS FOR THE FUTURE

Coffee often “changes hands” multiple times on its journey 
from farm to cup, and in many cases, these transactions 
involve the actual transfer of ownership (and risk) 
from one actor in the value chain to another. Different 
commonly reported price references (examples include: 
“Farmgate”, “F.O.B.”, “F.O.T.”, “ex-warehouse”) reflect 
different phases, and different costs, of coffee production 
and international trade. 

F.O.B. stands for “Free on Board,” meaning that 
the F.O.B. price is paid for coffee that has been 
delivered and loaded onto a ship at its port of 
departure. F.O.B. prices are a standard component 
of most coffee contracts around the world and are 
reported in USD/per lb. of green (unroasted) coffee. 
F.O.B. prices generally include transport costs from 
mills or storage facilities to the port, and in many 
cases also reflect the exporter’s desired profit 
margin, but they do not include import-related costs 
of international shipping, insurance, customs, etc., 
that are incurred between the port of departure and 
the port of destination. 

F.O.B. prices are a very commonly referenced metric 
throughout the specialty coffee industry and it’s not 
hard to understand why: they are reported in a stan-
dardized way throughout the trade, they are easy 
to verify, and they generally indicate the portion of 
a coffee’s price that stays in the country of origin. 
We chose to share F.O.B. prices in our inaugural 
report because they are currently the closest thing 
to an “industry standard” for price reporting, and 
serve as key price references in helpful contextual 

resources such as the Specialty Coffee Transaction 
Guide. With that said, it is hugely important to ac-
knowledge that F.O.B. prices are not without their 
limitations. Most importantly:

F.O.B. prices are excellent indicators of the price of 
coffee at the point of export. That is exactly what they 
record, after all. So if a coffee farmer happens to be 
the miller and exporter of their coffee, then the F.O.B. 
price is a good indicator of what the farmer was paid. 
But in many, many cases, coffee farmers sell their 
coffee multiple steps before export. So if there is a 
lack of transparency and traceability, a high F.O.B. 
price could reflect a significant exporter margin that 
has simply been added to a low base price paid to 
the farmer. Without the benefit of traceable supply 
chains and transparent partnerships to provide 
additional context, F.O.B. prices do not reliably 
indicate whether coffee farmers were paid fairly. 

While F.O.B. prices generally include the 
prices paid to coffee farmers, they are not 
a consistently reliable indicator of what 
farmers were actually paid.

WHAT DO “F.O.B.” PRICES REPRESENT?
How Can They Be Misleading?
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WHY ARE “FARMGATE” PRICES NOT  
INCLUDED IN THIS REPORT?

“Farmgate” is a term commonly used to indicate the price paid directly to a coffee farmer for their coffee. 
In theory, farmgate prices offer a very different, and highly relevant, piece of the price transparency picture: 
the portion of a coffee’s final price that was paid to the farmer who grew and harvested it. Passenger makes 
a point of working with importers and exporters who share our values with respect to traceability and we 
work closely with them to understand and record farmgate pricing information for the vast majority of the 
coffees we buy. But we made the decision not to publish this information, at least not in the first edition of 
this report. Here are two of the reasons why:

FARMGATE CONTEXT
Given that the particulars of coffee production and 
trade vary dramatically throughout the coffee produc-
ing world, farmgate prices are difficult to present in 
a way that is easily digestible and allows for accurate 
and meaningful comparisons. In contrast to a F.O.B. 
price, which is standardized to USD per/lb. of export-
able green coffee, local farmgate prices reflect vastly 
different contexts.11 For example, a local farmgate 
price in Colombia is reported in Colombian pesos per 
carga of coffee parchment,12 whereas in Ethiopia the 
local farmgate price would generally be reported in 
Ethiopian birr per/kg. of coffee cherry.13 And even if 
local farmgate prices around the world were more 
standardized, making sense of these prices in a 
meaningful way would require additional information 
regarding the relevant farmers’ cost of production, 
annual production yields, and relevant currency ex-
change rates at the time of sale. Without the benefit 
of national, regional, and farm-specific context, a 
published comparison of local farmgate prices is a 
complicated proposition: the data all too easily mis-
lead, potentially adding confusion to questions about 
coffee prices that are ethically important.14   

FARMER CONSENT
A second consideration that informed our hesitance 
to share farmgate information from our recent 
contracts is that we didn’t feel that we had obtained 
adequate consent from all of the relevant coffee 
farmers such that we felt comfortable publishing 
the prices that they were paid. While presumably 
representative of honorable motives, it has always 
struck us as problematic when farmgate prices 
are shared in the industry without clear indication 
that the farmers in question actually consented to 
buyers’ publication of this information. 

11   It has become an increasingly common practice for specialty coffee roasting companies to publish farmgate prices that have been “translated” to USD 
per/lb. Translating prices and publishing them in a form that can be more easily digested by consumers is a commendable effort. However, in our 
experience, roasters rarely share how these translated prices were actually calculated. In our view, sharing translated farmgate data without adequate 
context, while presumably very well intentioned, seems as likely to mislead as to inform. 

12   Most small coffee farmers in Colombia sell their coffee as dried “parchment”, meaning that the coffee has been dried in its parchment layer and has yet to 
be processed into exportable green coffee at a dry mill. A “carga” is the traditional unit of sale for coffee parchment in Colombia and equals 125 kg. 

13   Smallholder Ethiopian coffee farmers traditionally sell their freshly harvested coffee cherries to a local processing site rather than pulping, fermenting, 
and drying their coffee themselves. So, a local farmgate price in Ethiopia reflects the sale of coffee at a significantly earlier phase of production compared 
to a local farmgate price in Colombia.

14   Some roasting companies buy some or all of their coffee directly from larger-scale producers that have the resources and facilities to not only grow 
coffee, but also process, mill, and export coffee. In these situations, farmgate price reporting questions are quite simple: the farmgate price and the F.O.B. 
price are one and the same! Due to the fact that the above description does not apply to the majority of coffees that Passenger currently purchases, the 
challenges remain for our reporting.

(left to right) José Losada, Mario 
Salazar, and David Briceño
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THE C!MARKET PRICE 
As with other commodities such as sugar, cotton, 
and crude oil, the global market price for green 
(unroasted) arabica coffee reflects daily trading 
of coffee futures contracts on a global commodity 
exchange, commonly referred to as the “C-Market.” 

While the daily “C price” for coffee does not 
necessarily indicate the actual price that a farmer 
will be paid for their coffee, it is important to note 
that it does have a huge impact on the final prices 
that many farmers receive, because the coffee C price 
generally serves as the foundation that differentials 
and other premiums (for country of origin, cup score, 
certifications, etc.) are added to. 

The average C Market coffee price for the 2022 
harvest year was $2.25/lb. This represented a signifi-
cantly higher annual average following a number of 
years when the C Price hovered in the neighborhood 
of $1.00/lb. While a significantly higher C Price cer-
tainly contributed to better returns for many coffee 
growers over the past year, the dramatic change also 
indicates continued volatility in the coffee market, a 
longer-term trend that has not benefited small cof-
fee farmers historically.16 

THE FAIRTRADE MINIMUM PRICE
While we do not choose to prioritize Fairtrade cer-
tification in our coffee buying program, the current 
Fairtrade pricing structure provides an additional 

piece of context to this report, given the broad famil-
iarity that many consumers will have with Fairtrade 
certified products. The current minimum price for 
Fairtrade certified washed arabica coffee is $1.40/
lb., and buyers of Fairtrade certified coffees pay an 
additional premium of $.20/lb. 

Fairtrade pricing is calculated relative to the C Market 
plus local differentials. As a hypothetical example, 
let’s say a buyer wishes to purchase a Fairtrade 
certified coffee when the C Market is at $2.00/lb. 
and the local differential is + $.40/lb. That combined 
price of $2.40/lb. significantly exceeds the Fairtrade 
minimum price of $1.40/lb., meaning that only the 
$.20/lb. Fairtrade premium would be applied, for a 
final price of $2.60/lb. 

While a more in-depth analysis of the Fairtrade model 
is beyond the scope of this report, we can anecdotally 
share that, as many of our producer partners have 
faced dramatically rising costs in recent years, 
the Fairtrade minimum price would barely cover, 
and in some cases fail to meet, their basic costs 
of production, much less offer a reasonable profit 
margin. We share this only to underline the choice 
that we have made to start price conversations with 
an attempt to understand the goals and realities of 
the specific people that we are buying coffee from, as 
opposed to starting the conversation with arbitrary 
certification requirements.  

THE SPECIALTY COFFEE TRANSACTION GUIDE 
The Specialty Coffee Transaction Guide (SCTG) is, by 
some distance, the most useful contextual resource 
that we currently have to aid the evaluation of the 
prices that we are paying for our coffees. The guide 
is published by a team of researchers at Emory 
University who aggregate and analyze detailed 
information representing tens of thousands of 
anonymized coffee transactions donated by over 
100 importing, exporting, and roasting companies 
throughout the specialty coffee industry. Passenger 
was proud to join the SCTG community as a data 
donor in 2021, and we strongly recommend that 
interested readers engage with the project.17

The median F.O.B. price paid by SCTG donor 
companies over the three most recent annual reports 
(2018–2021) is $2.75 USD/lb., with a “higher price” 
(75th percentile) for the same time period landing at 
$3.60 USD/lb.18 

In addition to serving as a valuable resource for 
coffee buyers wishing to evaluate the prices they 
are paying, the Specialty Coffee Transaction Guide is 
also intended to serve as a specialty price reference 
for coffee farmers who now have the opportunity to 
weigh the prices they are being offered against recent 
F.O.B. price summaries for different quality grades, 
different lot sizes, and different producing countries. 

Passenger’s green-buying team uses an adapted 
version of the cupping protocol codified by the 
Specialty Coffee Association to evaluate coffees 
that are under consideration for purchase. The 
SCA cupping protocol utilizes a scoring scale of 0 

to 100 points and defines coffees that score 80 pts. 
and above as specialty. The “Passenger Quality 
Score” that this report shares for each coffee that 
we purchased in 2022 is the SCA cup score that our 
team gave each lot at the time of contract. 

“Our price” indicates the “ex-warehouse” price that 
Passenger paid for each individual lot in the 2022 
harvest year (in USD per lb. of green coffee). “Ex-
warehouse” refers to the price paid for coffee at the 
point that it is loaded onto a truck to be transported 
to its final destination. Generally speaking, “our 
price” indicates the total contract price that 
Passenger paid one of our import partners for the lot 

in question, including the F.O.B. price, international 
shipping and customs fees, and the importer’s 
margin. So, the key distinction between the F.O.B. 
price and “our price” is that the F.O.B. tells you 
the price of the coffee at the point of export and  
“our price” documents the price of the coffee 
following successful import.15 

WHAT DOES “OUR PRICE” REPRESENT IN THIS REPORT?

ARE THERE MARKET OR INDUSTRY REFERENCE POINTS 
THAT LEND CONTEXT TO THIS REPORT?

WHAT IS THE PASSENGER QUALITY SCORE?

15   The most significant additional costs that are not included in “our price”, but that directly impact the final cost of each pound of green coffee that we roast, 
are incurred through our practice of freezing Passenger and Necessary’s green inventory. These costs include freight fees to transport the coffee from the 
import warehouse to the freezer facility, finance fees that we pay to import partners throughout the time that a given lot is stored in the freezer, as well as 
monthly storage fees that we pay the freezer facility for every pallet of green coffee that they store on our behalf. 

16   While prices were certainly up this year, labor and production costs were also much higher for many farmers, meaning that dramatically higher coffee 
prices did not necessarily result in a noticeably improved bottom line - at least in the case of many farms that Passenger buys from.

17   You can check out English, Spanish, and Portuguese editions of the Guide here: www.transactionguide.coffee

18   It is important to note that the 2022 edition of the Specialty Coffee Transaction Guide (which will cover the same reporting period as this report) will likely 
not be published until early 2023. Given that the C Market has been high throughout the 2021/2022 harvest, median F.O.B. prices in the upcoming edition 
of the SCTG will almost certainly jump significantly higher. 
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As always, Passenger’s sourcing team will be 
primarily focused on the Foundational Partnerships 
in the upcoming harvest year. One simple but very 
important goal for 2023 will be to revisit East Africa. 
Due to pandemic-related travel difficulties, we have 
not spent time in person with producers and supply 
chain partners in Burundi and Ethiopia since 2020, 
and we can’t wait to reconnect and clarify future 
priorities for the Heza and Agaro partnerships. 

The Divino Niño partnership in Suaza, Colombia 
continues to evolve in exciting ways, and 2022 looks 
to wrap up on a high note as we prepare to travel 
and participate as judges in the Copa Suaceña 
regional cupping competition for the fourth 
consecutive year. And, following long overdue visits 
to Brazil, El Salvador, and Peru this year, we are 
excited to pursue a spectrum of new projects with 
our partners at Daterra, Montecarlos, and Cusco in 
the coming months. 

During the many challenges of the last few years, 
all of us at Passenger have gained a deeper 
appreciation for the privilege that the continued 
opportunity to roast and share beautiful coffees 
from some of the world’s most passionate and 
accomplished producers represents. We want to 
close this inaugural transparency report with a word 
of sincere thanks to all of the partners, customers, 
subscribers, and guests whose continued support 
makes it possible for our team to try to build 
producer partnerships that honor the goals and 
values we have described above. There is a great 
deal more work to be done, and much to be learned 
along the way, but we feel incredibly grateful and 
energized to move forward thanks to all of you. 

WHAT GOALS ARE FRONT AND 
CENTER FOR OUR SOURCING 
PROGRAM IN 2023?


