CHAPTER SIX

Building Relationships
in Herbal Sourcing

How to build buyer relationships that work for both sides. Based on what we've seen
succeed, this section outlines a process for building buyer relationships that are resilient,

fair, and quality-driven. Try what fits your context.

Operating principles: Reciprocity, Transparency, Consistency, Dignity and Voice,

Long View.

A maturity ladder
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a relationship is

Level I: Level 2: Level 3: Level 4:

Transactional Aligned Partnered Co-creative

+ Spot buys + Basic forecast sharing + Multi-year MOUs + Co-investment
(drying, storage, agronomy)

+ Limited traceability + Annual visit or audit + Pre-financing inputs
. | . | + Joint storytelling
+ Price first + On-time payments + Joint QA planning
+ Living-income benchmarks
+ Shared data

+ Shared innovation roadmap
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