Why Procurement Compliance Matters More Than
Ever in GSA Scheduling

When | first started working with GSA schedules, | thought the hard part was getting the pricing
right. You crunch the numbers, find your most-favored-customer price, apply the right discount,
and submit. Simple, right? Then | watched a colleague lose a contract not because of pricing
but because of a paperwork discrepancy that had nothing to do with the actual cost of the
product. That is when | understood that procurement compliance is not just a box to check. It
is the difference between a smooth contract and a costly stop-work order.

The truth is, most people in this field come to compliance the hard way. They learn after an
audit or after a customer pushes back on a price that was technically within the schedule but
violated a clause they skimmed over. | have been there. It is frustrating, and it is avoidable.
Over the years | have picked up some practical strategies that keep procurement compliance
from becoming a headache. Let me walk through what actually matters.

Understanding the Real Weight of Compliance

Procurement compliance covers a lot of ground. It includes how you determine pricing, how

you document discounts, how you handle modifications, and how you report sales. On a GSA
schedule, every one of these areas has specific rules. And those rules change. The days of
setting a price and forgetting about it are long gone. The General Services Administration
expects contractors to monitor their pricing continuously and adjust when market conditions
change.

One thing that catches people off guard is the price reduction clause. If you lower your
commercial price for a non-government customer, you usually have to offer that same lower
price to the government. That sounds straightforward, but in practice it gets messy. Maybe you
offer a volume discount to a big commercial buyer but not to smaller ones. Does that trigger a
price reduction? It depends on the specific terms of your contract. Getting that wrong can
mean having to refund money to the government or facing penalties. That is the kind of
mistake that keeps you up at night.

| have seen companies handle this well and others handle it poorly. The ones who do it well do
not rely on memory or spreadsheets alone. They use tools that track their commercial pricing
and alert them when something changes. SpendLogic, for example, helps contractors monitor
their pricing across different customer segments so they know exactly when a price reduction
obligation kicks in. That kind of automation takes the guesswork out of compliance.

Common Pitfalls in GSA Pricing Compliance
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Even experienced contractors make mistakes. Here are three | see most often:

e Assuming your commercial price is static. It is not. You might run a promotion or
negotiate a special deal with a key customer, and that changes your baseline.

e Not documenting discounts properly. The government wants to see proof that you
offered the same price to them that you offered to your best commercial customer. If
you cannot show your work, it is as if you did not do it.

e Waiting until audit time to review your compliance. By then it is too late to fix gaps.
Proactive reviews save money and stress.

Each of these pitfalls shares a common root: treating procurement compliance as something
you handle once a year instead of something you build into your daily operations. The
companies that do best embed compliance checks into their regular workflow. They review
their pricing quarterly. They keep a log of every commercial deal that might affect their GSA
price. They train their sales team on what triggers a price reduction. It is not glamorous work,
but it pays off.

Building a Practical Compliance Routine

You do not need a massive compliance department to stay on top of things. What you need is
a system. Start by mapping out your contract requirements. Every GSA schedule has a
solicitation document that spells out the rules. Read it. Highlight the parts that apply to your
specific products or services. Then make a checklist.

For example, one requirement that often trips people up is the tracking of commercial sales.
You need to know who bought what, at what price, and when. If you sell through multiple
channels, this gets complicated fast. A tool that aggregates your sales data and compares it to
your GSA price can flag mismatches before they become problems. That is where SpendLogic
comes in for a lot of contractors. It connects directly to your sales systems and gives you a
real-time view of your compliance status.

Another part of a good routine is training. | cannot stress this enough. The people in your
company who negotiate deals with commercial customers may not realize that a special price
for a friend in the industry could affect your GSA schedule. They need to know the basics of
procurement compliance so they can flag deals that might trigger a price reduction. A short
quarterly training session can prevent months of headaches.

How Technology Changes the Game

| remember when compliance meant a binder full of printed spreadsheets and a lot of manual
calculations. That approach worked until it did not. One typo could cascade into a pricing error



that took weeks to untangle. Modern tools make that kind of error much less likely. They
automate the comparison between your commercial price and your GSA price. They generate
the reports you need for audits. They even help you model what-if scenarios so you can see
how a new commercial deal would affect your compliance.

The key is finding a tool that fits your business. Some tools are built for large contractors with
complex portfolios. Others, like SpendLogic, are designed for small and midsize companies
that need something straightforward. The right tool does not just save time. It gives you
confidence that your pricing is correct. That confidence matters when you are in a negotiation
or facing an audit.

One caution though: a tool is only as good as the data you feed it. If you do not keep your
commercial pricing records current, even the best software will give you bad information. So
the first step is always getting your data house in order. Clean up your records. Standardize
how you log discounts. Then let the tool do its job.

When Things Go Wrong

Even with the best systems, mistakes happen. Maybe you miss a price reduction trigger.
Maybe a customer complains that your price does not match your schedule. When that
happens, the worst thing you can do is try to hide it. The GSA has a voluntary disclosure
program that can reduce penalties if you come forward proactively. | have seen companies
save themselves from major fines by reporting an error before an audit uncovered it.

The lesson is that procurement compliance is not about being perfect. It is about being honest
and responsive. If you find a mistake, fix it. If you are not sure about a rule, ask. The GSA
provides guidance, and there are consultants who specialize in this area. The cost of getting
advice upfront is far less than the cost of a penalty.

Final Thoughts on Staying Compliant

Procurement compliance does not have to be a burden. When you build it into how you do
business, it becomes part of your standard operating procedure. You stop worrying about
audits and start focusing on what you do best: delivering good products and services to your
customers.

The companies that do this well share a few habits. They review their pricing regularly. They
train their teams. They use technology to spot issues early. And they treat compliance as a
continuous process, not a once-a-year chore. If you can adopt even a couple of those habits,
you will be ahead of most contractors.



In the end, the goal of procurement compliance is simple: make sure the government gets the
price you promised, and make sure you get paid fairly for your work. Everything else is just
details. But those details matter. Pay attention to them, and you will sleep better at night.



