
How A7 Ratings Affect Your Procurement Delivery
Requirements
In the world of government and defense contracting, few things cause more headaches than
mismatched delivery expectations. You write a contract that looks solid, your supplier signs it,
and then the first shipment arrives late, incomplete, or with paperwork that doesn't match the
purchase order. Usually the problem traces back to unclear or improperly flowed-down
procurement delivery requirements.

I have spent the better part of a decade working with contractors who deal with the A7 rating
system. The A7 rating, for those who may not live inside the Federal Acquisition Regulation
every day, is a special priority rating used under the Defense Priorities and Allocations System
(DPAS) to ensure that certain contracts get production precedence over unrated orders. It
sounds simple enough, but the way it interacts with delivery schedules, liquidated damages,
and supplier compliance can get tangled fast.

The A7 Rating and What It Really Means for Delivery
When you place an order with an A7 rating, you are telling your supplier that this contract
supports a program the government considers critical for national defense. The supplier is
legally obligated to accept that rated order and to give it scheduling priority over any unrated
orders they may have. But here is where many procurement professionals slip up: the rating
itself does not specify the delivery date. It only gives you a tool to demand priority treatment.
You still have to define the delivery windows, the shipping terms, and the documentation
requirements clearly in the contract.

I have seen companies assume that because an order has an A7 rating, the supplier will
automatically expedite production and meet an aggressive schedule. That assumption is
dangerous. Suppliers may give priority to the rated order, but if your procurement delivery
requirements do not include clear milestones, progress reporting obligations, and acceptance
criteria, you are left with little recourse when the supplier treats your priority rating as a vague
suggestion rather than a binding obligation.

Flowdowns: The First Place Delivery Requirements Break Down
Flowdown clauses are how prime contractors pass requirements down to subcontractors. In
theory, every requirement that applies to the prime should appear in the subcontract. In
practice, I have reviewed dozens of subcontracts where the flowdowns for delivery were either
missing or contradictory.
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One common mistake is flowing down the A7 rating but not flowing down the specific delivery
schedule or the liquidated damages clause that applies to late delivery. The subcontractor sees
the rating and knows they have to prioritize the work, but they have no clear deadline and no
penalty for missing it. When that happens, the prime contractor ends up holding the bag for
delays that cascade up to the government customer.

Another issue I see is flowdowns that copy government clauses verbatim without adapting
them to the commercial relationship. The government can demand progress reports, quality
inspections, and delivery documentation that a small subcontractor may not be equipped to
provide. If you flow those requirements down without giving the subcontractor the tools or
training to comply, you are setting yourself up for noncompliance. Your procurement delivery
requirements must be realistic for the size and capability of your supply chain.

Using SpendLogic to Keep Delivery Requirements Straight
SpendLogic is a tool I have used to manage the compliance side of this problem. It helps you
map your contract requirements to your purchase orders and track whether your suppliers are
meeting them. I have found it particularly useful for monitoring the documentation that comes
with each delivery. In a typical A7-rated contract, you need to verify that the supplier has
included the correct rating on their invoices and shipping documents. If they do not, your own
compliance with DPAS regulations is at risk.

SpendLogic can flag a shipment that arrives without the required priority rating notation. That
flag gives you a chance to correct the issue before you accept the goods and pay the invoice.
Without that kind of monitoring, you might discover the problem months later during an audit,
and by then it is much harder to fix.

The tool also helps with scheduling compliance. You can set up alerts for when a supplier is
approaching a delivery milestone and has not yet confirmed progress. That early warning lets
you intervene before the delay becomes a breach of contract. I have seen procurement teams
use SpendLogic to reduce late deliveries by over thirty percent simply because they caught the
warning signs earlier.

Common Gaps in Procurement Delivery Requirements
Based on my experience, there are a few areas where procurement delivery requirements
routinely fall short, even in well-run organizations.

Incomplete shipping instructions. Many contracts specify a delivery date but do not
say whether the supplier must use a specific carrier, include a packing list, or label the
shipment with the contract number. These details matter for receiving and inventory
management.



Missing acceptance criteria. What counts as a successful delivery? Is it when the
goods arrive at the dock, when they pass inspection, or when the paperwork is
approved? Define it clearly to avoid disputes.

Unclear remedy for noncompliance. If the supplier delivers late or with missing
documentation, what happens? Do you have a right to reject, to withhold payment, or
to assess liquidated damages? Spell it out in the contract.

No process for changes. Delivery schedules change. Make sure your procurement
delivery requirements include a process for the supplier to request a change and for
you to approve or deny it in writing.

Ignoring the A7 rating expiration. An A7 rating is valid only for the period specified in
the contract. If the supplier takes too long to deliver, the rating may expire, and you
lose the priority treatment you relied on.

Practical Steps for Better Delivery Compliance
I recommend that every procurement professional dealing with A7-rated contracts take a few
deliberate steps to strengthen their delivery requirements.

First, audit your current flowdowns. Pull a sample of subcontracts and compare the delivery
clauses in the subcontract to the delivery clauses in your prime contract. Look for gaps,
contradictions, and vague language. If you find any, fix them before you issue another purchase
order.

Second, invest in a compliance tool like SpendLogic or something equivalent. You need
automated tracking because manual tracking will fail when you have dozens or hundreds of
suppliers. The cost of the tool is far less than the cost of a single compliance failure that
triggers a government audit or a claim for liquidated damages.

Third, train your suppliers on what your procurement delivery requirements mean in practice. I
have seen dramatic improvements in on-time delivery and documentation accuracy simply by
holding a one-hour training session for new subcontractors. They want to comply; they just
need to know exactly what you expect.

Fourth, build a checklist for your own buyers. When they issue a purchase order against an A7-
rated contract, they should verify that the delivery date matches the contract schedule, that the
shipping terms are correct, and that the required priority rating notations are included. A simple
checklist prevents the most common errors.

Why Getting This Right Matters



Delivery compliance is not just about avoiding penalties. It is about maintaining the trust of
your government customer and protecting your reputation as a reliable contractor. When you
consistently meet your delivery commitments, you build a track record that helps you win
future contracts. When you fail, you get a reputation for being hard to work with, and that
reputation follows you.

The A7 rating is a powerful tool, but it is not a substitute for clear, enforceable procurement
delivery requirements. You have to do the hard work of writing good clauses, flowing them
down accurately, and monitoring compliance throughout the life of the contract. Tools like
SpendLogic make that work easier, but they do not replace the judgment of an experienced
procurement professional.

In my view, the teams that succeed are the ones that treat delivery requirements as a living part
of the contract, not as boilerplate they can set and forget. They review them regularly, they train
their people and their suppliers, and they use data from their compliance systems to find and
fix problems before those problems become crises. That approach has served me well, and I
believe it will serve you too.


