The Contractor Compliance Guide: Navigating
CPSR and SpendLogic Requirements

When | first started working with government contracts, the compliance process felt like a
maze. Every new regulation seemed to add another layer of complexity, and the stakes were
high. One misstep could mean losing a contract or facing penalties. Over the years, | have
learned that the key to staying on top of these requirements is having a solid contractor
compliance guide that covers not just the rules, but the practical steps to follow them day in
and day out.

In this article, | will share some of the hard-won lessons from my own experience, focusing on
the CPSR system and SpendLogic. The goal is to give you a clear, actionable framework that
can help you build your own compliance playbook. Whether you are new to government
contracting or a seasoned veteran, there is always something to refine.

Understanding the CPSR System

The Contractor Purchasing System Review, or CPSR, is the government's way of checking that
your purchasing system meets federal requirements. If you have a contract that involves
significant purchasing, you will likely be subject to a CPSR at some point. The review looks at
your policies, procedures, and actual practices to make sure they align with the Federal
Acquisition Regulation and the Defense Federal Acquisition Regulation Supplement.

| remember my first CPSR vividly. The auditors asked for documentation on everything from
how we selected suppliers to how we tracked small business subcontracting. At first, it felt
overwhelming. But after we got through it, | realized that the system itself, if built correctly, is
your best tool for passing the review. The ftrick is to design your purchasing system with
compliance in mind from the start, rather than trying to patch it together after the fact.

One of the most common mistakes | see is companies treating the CPSR as a one-time event.
They scramble to get ready for the review, then let their system slide afterward. That is a recipe
for trouble. The CPSR process is continuous. Even after you get a favorable determination, you
need to keep your system current. SpendLogic can help with that, but it is still up to you to
make sure the processes are followed.

How SpendLogic Fits Into Your Compliance Workflow

SpendLogic is a tool that many contractors use to manage their purchasing data and reporting.
If you are not familiar with it, SpendLogic helps you track spending, monitor compliance with
various regulations, and generate reports that are often required during a CPSR. In my



experience, the software is only as good as the data you put into it. You cannot just install it
and hope for the best.

| have seen teams spend months setting up SpendLogic only to find that their data is
inconsistent or incomplete. The real value comes when you integrate SpendLogic into your
daily operations. That means training your buyers to categorize purchases correctly, setting up
approval workflows that reflect your policies, and running regular reports to catch issues
before they become problems.

For example, one of the requirements under the CPSR is that you must have a process for
ensuring that your suppliers are responsible and that you are getting fair prices. SpendLogic
can track pricing trends and flag anomalies. But if your team does not use those features, or if
they override the system without documenting the reason, you are back to square one. A good
contractor compliance guide will spell out exactly how to use SpendLogic for each step of the
review process.

Building Your Own Compliance Playbook

There is no one-size-fits-all solution for contractor compliance. Every company has a different
mix of contract types, customer requirements, and internal processes. That is why |
recommend building your own playbook based on the specific risks you face. Start by mapping
out your purchasing system from end to end. Where does the money go? Who has the authority
to commit funds? How do you document decisions?

Once you have that map, you can start layering in the controls that the CPSR expects. For
instance, you need a system for reviewing purchases against the government's list of excluded
parties. You need a process for justifying sole-source awards. And you need a way to track
small business subcontracting goals. SpendLogic can handle many of these tasks, but only if
your playbook tells people what to do and when.

| have also found that it helps to involve your legal and finance teams early. Compliance is not
just a procurement issue. It touches on contract law, accounting, and even IT security. Getting
those stakeholders in the same room to review your playbook can save you a lot of headaches
later. One of the biggest gaps | see is a disconnect between what the purchasing department
thinks is happening and what the auditors actually see. A well-documented playbook bridges
that gap.

Common Pitfalls and How to Avoid Them

After working on dozens of compliance reviews, | have noticed a few patterns that tend to
cause trouble. Here are some of the most common pitfalls:



¢ Incomplete documentation. Auditors love paper. If you cannot produce a file that
shows the rationale for a purchase, it is as if the purchase never happened. Make sure
your system captures the who, what, when, why, and how of every transaction.

* Inconsistent training. If your buyers are not trained on the system, they will find
workarounds. That undermines your entire compliance framework. Schedule regular
training sessions and test your team's knowledge.

¢ Ignoring small purchases. The government looks at the whole picture. A single small
purchase that bypasses your procedures can raise a red flag. Treat every transaction
with the same level of scrutiny.

e Over-reliance on software. SpendLogic is a powerful tool, but it cannot think for you.
You still need human judgment to interpret reports and make decisions. Do not let the
software become a black box.

¢ Waiting for the audit to start. By the time the CPSR team arrives, it is too late to fix
systemic problems. Run mock audits internally, or hire an outside consultant to give
you a fresh set of eyes.

Each of these pitfalls has a simple solution: build compliance into your daily routine. When it
becomes part of the culture, it stops feeling like a burden. That is the ultimate goal of any
contractor compliance guide.

Making Compliance a Habit, Not a Headache

| have seen companies that treat compliance as a necessary evil. They groan every time the
CPSR comes up, and they do the minimum to get through it. Those companies often end up
with corrective action plans or worse. On the other hand, the companies that embrace the
process find that it actually improves their operations. They get better data, fewer disputes with
suppliers, and a stronger position when competing for new contracts.

One practical step you can take right now is to review your current purchasing procedures
against the CPSR checklist. Identify the gaps. Then use SpendLogic to fill them in. But do not
stop there. Document everything. Train your team. Run drills. Treat compliance like a muscle
you need to exercise, not a box you need to check.

If you are just starting out, | recommend looking for a mentor or a peer group of contractors
who have been through the process. The learning curve can be steep, but you do not have to go
it alone. There are plenty of resources, including government websites and industry
associations, that offer guidance. Just remember that the final responsibility rests with you.
Your purchasing system is your own, and only you can make sure it works.

Final Thoughts



Compliance does not have to be a dirty word. With the right approach, it can actually make your
business run more smoothly. The key is to invest the time upfront to build a solid system and
then stick with it. A good contractor compliance guide is not a one-time document. It is a living
resource that you update as your business grows and the regulations change.

| hope the insights | have shared here give you a practical starting point. Remember that every
contractor faces similar challenges, and the ones who succeed are the ones who treat
compliance as a journey, not a destination. Keep learning, keep adapting, and keep your focus
on building a system that works for you.


https://www.stall-bookmarks.win/dcma-cpsr-guidebook

