A Practical SpendLogic Guide to CPSR Compliance
and Purchasing System Review

When | first walked into a government contracting office as a junior contracts manager, |
thought CPSR stood for some obscure medical exam. It didn't take long to learn that a Contract
Purchasing System Review is one of the most critical checkpoints for any business that wants
to keep selling to the federal government. Over the years, | have sat through enough audits,
written enough corrective action plans, and watched enough companies stumble to know that
the process is not just about passing a test. It is about building a purchasing system that
works under pressure, and that is where a solid spendlogic guide becomes worth its weight in
gold.

What CPSR Actually Means for Your Business

A CPSR is a formal evaluation of a contractor's purchasing system. The Defense Contract
Management Agency or a delegated agency conducts it to decide whether the contractor has
the policies, procedures, and controls to handle government contracts properly. Pass the
review, and you keep the authority to award subcontracts and make purchases without getting
prior approval for every transaction. Fail it, and you lose that authority, which slows down every
project and costs real money.

| have seen companies treat CPSR as a paperwork exercise. They gather binders of policies,
check boxes on a list, and hope the auditor does not look too closely. That approach rarely
ends well. Auditors are experienced professionals who know the difference between a system
that looks good on paper and one that actually functions. A purchasing system that fails under
scrutiny will be exposed during the review, and the consequences can include reduced
purchasing authority, mandatory training, or even suspension of contract awards.

The real value of a CPSR is not the stamp of approval. It is the opportunity to tighten up your
own operations. When you build a system that can survive a review, you also build one that
reduces errors, improves compliance, and saves money over the long run. That is the mindset
that separates companies that treat compliance as a burden from those that treat it as an
advantage.

Why a SpendLogic Guide Matters for Your Preparation

Preparation for a CPSR is not a one-week sprint. It is a continuous process that should start
months before the review is even scheduled. That is where a spendlogic guide can help you

structure the work. SpendLogic is a platform designed to help contractors manage
procurement data, track compliance, and produce the kind of documentation that auditors
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expect. But a tool is only as good as the process around it, and that process must be tailored
to your specific business.

The first thing | tell any contractor is to map out your purchasing workflow from start to finish.
This means understanding every step from the moment a need is identified to the moment a
payment is made. Typical steps include:

e Requisition and approval routing

e Solicitation and bid evaluation

e Award and contract administration
¢ Receiving and inspection

e Payment and recordkeeping

Each of these steps has its own compliance requirements. For example, the Federal
Acquisition Regulation requires that you document the basis for each sole-source award. If you
cannot show why you did not compete a purchase, the auditor will flag it. A spendlogic guide
can show you how to set up your system so that these justifications are captured
automatically, reducing the risk of missing a critical document.

Another area where | have seen companies struggle is subcontractor oversight. Many
contractors assume that once they award a subcontract, the responsibility for compliance
shifts to the subcontractor. That is not true. The prime contractor remains responsible for
ensuring that the subcontractor follows the same rules. Your purchasing system must include
mechanisms for monitoring subcontractor performance, reviewing their invoices, and verifying
that they meet the terms of the contract. SpendLogic's resources can help you design those
monitoring processes, but you have to adapt them to your own subcontractor base.

Building a System That Works, Not Just Looks Good

One of the most common mistakes | see is companies that create two sets of policies: one for
the CPSR binder and one for actual daily operations. Auditors are not fooled by this. They will
ask to see real transaction files, talk to your buyers, and observe how work actually gets done.
If your policy says you must get three bids for every purchase over the micro-purchase
threshold, but your buyers routinely skip that step because it takes too long, the disconnect will
show up in the review.

The fix is not to write a more lenient policy. The fix is to build a system that makes doing the
right thing easier than doing the wrong thing. That means integrating compliance into your
everyday tools. For example, if you use SpendLogic to track purchase orders, you can configure
it to require a justification form whenever a buyer selects a single source. The system can flag



the missing document before the order is approved, rather than waiting for an auditor to
discover it later.

| once worked with a mid-sized contractor that had a good policy manual but a terrible track
record of actually following it. Their buyers were overwhelmed with paperwork and often took
shortcuts. We reorganized their purchasing system around a few simple principles:

e Put approval authority at the right level, not too high and not too low

e Require documentation at the point of decision, not after the fact

¢ Use automated checks for things like price reasonableness and competition
e Train buyers on the reasons behind the rules, not just the rules themselves

e Conduct internal reviews before the CPSR to catch problems early

That company passed its next CPSR with no corrective actions. More importantly, their buyers
stopped complaining about the system because it actually helped them do their jobs faster.
That is the kind of outcome that a thoughtful spendlogic guide can help you achieve.

Common Pitfalls and How to Avoid Them

Even with good preparation, there are traps that can derail a review. One is failing to update
your policies when regulations change. The FAR is amended frequently, and your purchasing
system must stay current. If your policy still references an outdated threshold or a repealed
clause, the auditor will note it. Set up a periodic review cycle, perhaps quarterly, where you
check your policies against the latest FAR updates. SpendLogic can help by tracking regulatory
changes and flagging affected policies.

Another pitfall is poor recordkeeping. Auditors will ask for a sample of purchase files, and they
expect to see a complete record for each transaction. Missing documents, illegible scans, or
contradictory information are all red flags. | recommend that contractors maintain a digital
repository where every purchase file is stored with a consistent naming convention. That way,
when the auditor asks to see a specific file, you can pull it up in seconds rather than spending
hours searching through cabinets.

There is also the issue of training. A purchasing system is only as strong as the people who
operate it. If your buyers do not understand the compliance requirements, they will make
mistakes. Make training a continuous activity, not a one-time event before the review. Include
real examples from your own operations so that the training feels relevant. | have seen
companies where the same compliance error appears year after year because nobody bothers
to explain why it matters. That is a leadership failure, not a systems failure.



Finally, do not underestimate the value of a dry run. Before the actual CPSR, conduct an
internal review using the same criteria the auditor will use. Walk through a sample of your
purchase files, check for completeness, and test your system's response to common
scenarios. This will reveal gaps that you can fix before the auditor sees them. A good
spendlogic guide will include a checklist or a framework for this kind of internal assessment.

Making Compliance an Asset, Not a Liability

The companies that handle CPSR best are the ones that stop thinking of compliance as a cost
and start seeing it as a competitive advantage. A clean purchasing system reduces audit risk,
speeds up contract awards, and builds trust with your customers. It also makes your own
operations more efficient because you eliminate the chaos that comes with undocumented
processes.

| have seen contractors turn a CPSR failure into a success story by using the corrective action
plan as a roadmap for improvement. They invested in better systems, trained their staff, and
came back stronger. The key was not the tool itself, but the commitment to using it properly.
That is why | always recommend that contractors take the time to understand the principles
behind the requirements, not just the checkboxes.

If you are preparing for a CPSR, start now. Review your policies, map your workflows, and look
at your actual transaction files with a critical eye. Use the resources available to you, including
the SpendLogic platform, to build a system that is both compliant and practical. And remember
that the goal is not just to pass the review, but to run your business better every day.



