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Introduction
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Here is our list of topics we are going to cover in this session.



3

Let’s start with a basic concept – what is a refund?  A refund is a payment 
made by the Contractor to the Agency based on the dollar amount or “spend 
volume” during a specified time period.   Customer agencies can and have 
used refunds earned to directly fund and support efforts critical to agency 
mission delivery and support.

In the GSA SmartPay® 3 (SP3) master contracts, refunds are expressed in 
terms of basis points (bps) or cents per transaction, depending on the 
contract line item number (CLIN).  What is a basis point?  1/100th of 1%, 
(expressed as .01% or .0001).

Refunds under SP3 are a single rate that takes into consideration both 
spend volume and speed of pay.  Under SP2 we had “sales” and 
“productivity”.  Sales refunds were based on spend volume and productivity 
refunds were based on the speed of pay using gross refund tables / velocity 
tables.  Separate productivity calculations created unique issues when there 
were discrepancies in determining the actual speed of pay and the starting 
balances for the productivity calculations.  These calculations were 
complicated and the outcome of these discrepancies resulted in audits and 
additional payments to the agencies.  



Typically agencies don’t pay in 1 day one month, 30 days the next month, and 5 days 
the following month.  Over the life of a task order there is generally very little 
variation.  This lack of variation equated to less risk and less incentive to provide 
refunds for productivity once the spend volume and speed / frequency of pay by an 
agency is known.  Under SP3, the approach was to take advantage of this lack of 
variation and simplify to a single refund rate structure that includes sales volume and 
average speed of pay.  This guarantees a consistent refund within the payment 
performance assumptions set forth by the agency in their task order requests for 
proposal and eliminates the complicated calculations.  But note that productivity or 
speed of pay is not “gone” under this simplified single refund rate structure.  It is still 
very much a part of the single rated refund structure.      
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Let’s look at another basic concept under SP3 – the flow of a commercial 
transaction.  

The Contracting Officer or other acquisition personnel may ask, “How does 
the SP3 Contractor make their money on the contract if they are giving 
agencies and organizations refunds?”  This is a great question.  It is 
important to understand who is involved in the commercial transaction 
process so you can understand where refunds come from since there are a 
number entities involved in the commercial payment structure.  These 
entities include:

-- Merchant’s Bank (otherwise known as the “Acquiring Bank”),

-- Approval networks (e.g. Visa or MasterCard),

-- GSA SP3 Contractor Bank (otherwise known as the “Issuing 
Bank”), and 

-- Third party processors (as applicable).

In most transactions, entities will assess a small fee, which is taken out of 
the amount of the transaction.  Depending on the merchant or transaction 
amount, other entities may also be eligible to charge fees.  

This diagram depicts the interchange process and anatomy of a commercial 



transaction.  

1) A cardholder uses a GSA SmartPay solution at a Merchant for the 
authorized purchase of goods and/or services.

2) The Merchant’s Bank (called the “Acquiring Bank”) receive authorization 
from the SP3 Contractor Bank (called the “Issuing Bank”), through an 
authorization network (i.e., Visa / MC).

3) The Merchant finalizes the transaction and the Acquiring Bank requests 
payment from the Issuing Bank, again through the network.

4) Once approved, the Issuing Bank provides funds to the Acquiring Bank, 
through the network.  The network assesses an Interchange Fee on the 
approved amount. (INTERCHANGE)  This interchange fee is how the SP3 
Contractor Bank recoups their operating costs and profits.  

5) The Acquiring Bank assesses a processing and gateway fee on the 
approved funds and the Merchant received payment. 

6) The Issuing Bank then bills the account for the full amount of the good 
and/or services. 

The refunds received under the SmartPay program are the part of the interchange 
fee that the SP3 Contractor Bank charges and then provides back to the agency / 
organization, much like corporate and personal credit card cash back, rewards, or 
“points” programs.
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In SP3 we have refund-based pricing and fee-based pricing.  

Refund-based pricing in the SP3 master contract is –

-- for products and services that generate interchange as we talked about on 
the previous slide.  If interchange is generated, the refund is part of that fee 
given back to the agency/organization.

-- expressed in terms of basis points (bps) or cents per transaction.

-- the minimum refund that must be paid to agencies for use of the product / 
service. 

SP3 Contractors must provide the minimum refund rate or higher when the 
product / service is ordered by the agency / organization at the task order 
level.  SP3 Contractors may not propose less than the refund rate for any 
contract line item as found in their master contract.

Fee-based CLINs are fees expressed in terms of minimum refunds, 
maximum hourly rates, or maximum fixed fees / net basis points for the 
specific product or service offered.   SP3 Contractor may provide discounts 
on these items at the TO level, based on historical information of the specific 
agency / organization.  Discounts are not required. SP3 Contractors may 
not propose more than the fee for any contract line item as found in their 



master contract.  Fee-based CLINs are for products and services that do not 
generate interchange, therefore no refunds are applied against the spend on these 
CLINs (such as convenience checks).
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Next let’s go over the Contract Line Item Number (CLIN) sequencing in SP3.  
It is important to understand the numbering because it will tell you where you 
are in the contract in terms of the contract period.  

For each contract period, base and option, the CLIN begins with a 
corresponding number.  Zero (“0”) for the base period, a “1” for option period 
1, a “2” for option period w, and “3” for option period 3.  Each subCLIN is 
further numbered “aa”, “ab”, “ac”, “ad”, and continues through “zz” 
sequentially, as needed.  The right-hand column of the table shows an 
example CLIN structure.   

It is very important that agencies use this same numbering sequencing and 
same CLIN / subCLIN numbers in the task order as found in the master 
contract. Agencies have the choice to order CLINs / subCLINs in the unit of 
issue found in the master contract, as they choose, given agency-specific 
needs. Agencies should identify the CLINs / subCLINs ordered by number in 
their task order request following the numbering outlined in the master 
contract. 

Do not reorder numbering to be sequential where gaps occur.   Gaps in 
numbering indicate either (1) a set of numbers reserved for possible future 



service improvements that may be added by GSA at the master contract level in out 
years via the processes in Clause H.18, Service Improvements, or (2) for Tier 2, a 
CLIN that was not proposed by the Bank or proposed by the Bank but not awarded 
by the Government on the master contract.  

It is also important to note here that only a GSA Contracting Officer may add new 

CLINs or subCLINs to the contract. If there is a service your agency/organization 
needs that is not in the SP3 master contract, the Pilot Program process under 
Section C.3.1.3 of the Master Contract indicates the processes GSA and agencies 
must follow in that situation.   Only after a CLIN or subCLIN is added to the master 
contract by the GSA Contracting Officer may an agency/organization add it to their 
task order.   
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Now let’s talk about CLINs vs transactions types vs product / service 
offerings.  

As a former Contracting Officer, when I first looked at the SP3 pricing 
schedule I thought, “how do you price all those products and services under 
a single CLIN?”  As a Contracting Officer, I was used to seeing a separate 
CLIN for each product / service, or hourly rates, or per task.  So how is it that 
all those separate Tier 1 products / services under C.3.1.1 roll up to pricing 
based on a type of transaction?  

Our next slides step through this for clarification. 
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First, let talk about product and service offerings.  There are two types of 
product / service offerings under SP3 – Tier 1 (Required or “core”) and Tier 2 
(Value-Added or “optional”).  The tiers and the products and services under 
each are found in the master contract, Sections C.3.1.1. and C.3.1.2, 
respectively. Tier 1 and Tier 2 differ in that Tier 1 contains both not 
separately priced and separately priced items and is the same across all 
contractors while Tier 2 contains only separately priced CLINs and may vary 
by Contractor.

Tier 1 products and services are the same across all Contractors.  Why is 
that?  Because they are our “core” requirements.  Products like chip cards, 
declining balance cards, foreign currency cards, ghost cards, single use 
accounts and virtual cards and non-carded solutions like convenience 
checks and ePayables.  These are the payment solutions that we use to 
initiate the majority of our transactions under the GSA SmartPay program.  
Services are things like 24-hour EAS Customer Service, email / short 
message service alerts, net billing, and real-time web assistance.  Services 
support the payment solution.  

Tier 2 products and services vary by Contractor.  These optional items 
augment or “add value” to the payment solution processes found in Tier 1 or 



may be a separate payment solution or service that is a proprietary offering and 
unique to that Contractor.  

Under Tier 1, each “core” product or service listed are further designated in Section 
C.3.1.1 as either a Not Separately Priced or Separately Priced offering.   Under Tier 
2, all products and services are Separately Priced offerings.  

Now let’s look at Not Separately and Separately Priced CLINs on our next several 
slides in more detail.
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First, let’s walk through Not Separately Priced (NSP) CLINs in detail.    

There are three Not Separately Priced CLINs in Tier 1:  Standard 
Transactions, Large Ticket Transactions, and ePayables-Supplier-Initiated 
Payments (SIP).  If a product or service is designated in Tier 1 as not 
separately priced, it falls within one of the transaction types reflected in the 
pricing schedule (Standard Transaction or Large Ticket Transaction) with the 
exception of ePayables-SIP, which has it’s own Not Separately Priced CLIN 
in the pricing schedule.  

Not Separately Priced CLINs are CLINs that consider and includes the cost 
of all identified contract requirements under a single Tier 1 CLIN.  The three 
non-separately priced CLINs are the same throughout all business lines, with 
the exception of Travel, where the three non-separately priced CLINs have 
be further delineated by type of account (Centrally Billed Account (CBA), 
Individually Billed Account (IBA), or GSA SmartPay Tax Advantage Travel 
Card Account).  

These three Not Separately Priced CLINs are found in every business line.  
Every task order for every business should reflect, as the bare 

minimum, Standard Transactions and Large Ticket Transactions.  



The definitions of each are found here and can be found in Section C.1, Definitions, 
in the master contract: 

-- Standard Transaction: Transactions processed through traditional transaction 
channels (e.g. traditional carded interchange structure – see slide 4).  This is the bulk 
of the transactions processed by most agencies. Refunds for Standard Transactions 
are expressed in terms of basis points based applied to spend volume.

-- Large Ticket Transaction: Transactions exceeding a certain “high dollar” 
threshold as processed by the merchant (merchant dependent), for which the brands 
set a lower interchange rate for the commercial transaction process than for standard 
transactions.  The merchants opt into agreements that lower the interchange fee paid 
on high dollar transactions.  As a result of the lower interchange rate, these CLINs will 
in turn reflect a lower refund rate.  Refunds for Large Ticket Transactions are 
expressed in terms of basis points applied to spend volume, when processed as a 
Large Ticket transaction as determined by the merchant.

-- ePayables: Under Tier 1 we have ePayables – Supplier-Initiated Payments (SIP) 
with the other two types (ePayables- Buyer Initiated Payments (BIP) and ePayables-
Straight-Through Processing (STP) found under Tier 2).  ePayables is a solution that 
augments or replaces the accounts payables process such that electronic 
transactions take place directly between the Government and the supplier. EPayables
solutions are typically used with merchants who are traditionally paid by check or EFT 
or merchants who do not accept charge card payments (e.g., utility companies). 
Examples include straight-through processing, buyer-initiated payments, supplier-
initiated payments, procure to pay, and other card not present solutions. EPayables
do not include virtual cards, single use accounts, or other products/services presently 
defined under business lines. Refunds for ePayables-SIP are expressed in terms of 
basis points on spend volume or cents per transaction. 
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When we say “all contract requirements are included”, what do we mean?  
We mean EVERYTHING unless otherwise specifically indicated as a 
separately priced product or service in Section C.3.1.1 of the master 
contract.  This includes all the general requirements you see here -- account 
set-up, training, reporting, and security to name a few.  
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And again, all those Tier 1 products and services listed under C.3.1.1 of the 
master contract are included in the Not Separately Priced CLINs, with the 
exception of the three you see lined out here.  We will talk about all those in 
an upcoming slide.  



Contracting Officers – this is how all of those Tier 1 Not Separately Priced 
product and services, along with all the General Requirements, are rolled up 
to the three Not Separately Priced CLINs you will find in the SP3 
Contractor’s Master Contract.  

Think back a few slide ago when we talked about how the Contractor gets 
paid.  Where is their payment by task, or by hour, or by “widget”, and where 
is their profit, if these CLINs are pricing a refund back to the agency?  
Remember, payment solutions (products) do what?  Initiate a transaction.  
And a transaction does what as it flows through the commercial payment 
process?  It generates “interchange”.  And how does the Contractor recoup 
their operating costs and profit?  Through the interchange fee.  

The pricing in Not Separately Priced CLINs are refunds.  Think back to the 
refund slide.  The refunds are the proposed number of basis points (bps) or 
cents per transaction (in the case of ePayables) that the Contractor gives the 
agency/organization out of their interchange fee.  Refunds, regardless of the 
interchange generated, must be paid to agencies/organizations in an amount 
no less than the Contractor pricing for the CLIN as awarded in their master 
contracts.   
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See Section B.3, Refunds:  Calculation, Payments, and Remittance of the master 
contract for details on the application of the refund rates to spend volume for 
standard, large ticket, and ePayables.  
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Next let’s discuss Separately Priced CLINs.  We said a few slides back that 
Tier 1 included Separately Priced CLINs as well and also that all Tier 2 
CLINs were Separately Priced.   

Taking Tier 1 Separately Priced CLINs first, business lines may include Tier 
1 CLINs for fee-based products and services such as convenience checks, 
ATM access, and Non-Interchange Based Government-to-Government 
transactions. Fees are expressed as a maximum fixed fee or net basis 
points (often reflected as a percentage) (as applicable). 

For Tier 2 Separately Priced CLINs, all business lines include a list of 
optional CLINs for Tier 2 Value-Added Product and Service Offerings 
expressed in terms of minimum refunds, maximum hourly rates, or maximum 
fixed fee/net basis points (as applicable) for the specific product or service 
offered. 

Most Tier 2 CLINs will not generate interchange unless the Contractor’s 
master contract pricing schedule expressly states it does. We do have some 
Tier 2 CLINs under one of our SP3 Contractors that are refund-based 
(ePayables – Buyer Initiated Payments (BIP) and ePayables – Straight 
Throught Processing (STP).  Separately Priced Tier 2 CLINs may vary by 



business line and Contractor. Separately priced Tier 2 CLINs are expressed in terms 
of minimum refunds (if refund-based) or maximum hourly rates or maximum fixed 
fees / net basis points (if fee-based) for the specific product or service offered. 

Tier 2 prices do not include any costs required to be included in Tier 1 Not Separately 
or Separately Priced product or service offerings. 
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For Tier 1 Separately Priced CLINs, when we say “all Contract 
Requirements are included”, again, what do we mean?  We mean 
EVERYTHING.  This includes all the general requirements you see here for 
the three Separately Priced Tier 1 CLINs.  Things like account set-up, 
training, reporting, and security are included.  
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Again, Contracting Officers – this is how all of those Tier 1 Separately Priced 
product and services are reflected in the contract.  Here it is easy to see how 
the Contractor recoups their costs; by payment of a fee.  

But how are the fees paid since the task orders are “no cost” actions?  
Monies for these fees are not obligated on the task order.   Fees for the 
use of these CLINs are paid by deducting the fees from the gross spend 
volume as part of the refund calculations done by the SP3 Contractor 
quarterly (or more often as indicated in the task order) and then paid to the 
agency/organization.  

See Section B.3, Refunds:  Calculation, Payments, and Remittance of the 
master contract for details on how these costs are calculated. 
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For Tier 2 Separately Priced CLINs, when we say “all Contract 
Requirements are included” what do we mean?  We mean EVERYTHING 
unless otherwise indicated in the Contractor’s Tier 2 pricing schedule.  
Account set-up, reports, training may be separately priced for Tier 2 product 
and service offerings.   Remember, Tier 2 products and services offered fall 
within the Master Contract scope of work, as determined by the GSA 
Contracting Officer at time of award.  

This table shows the categories of Tier 2 CLINs for all business lines and 
then the business line specific-offerings.  Again, Contractor’s were not 
required to offer Tier 2 products or services so Tier 2 offerings will vary by 
Contractor.



Here is an illustration of how Tier 2 separately priced CLINs are reflected in 
the pricing schedule.  Tier 2 CLINs are grouped by the applicable category / 
CLIN number then further divided into sub-CLINs (as applicable) for the 
purpose of depicting separate and detailed pricing for specific product and 
service offerings for that Contractor. 

Again, agencies / organizations may not add new Tier 2 CLINs at the 

task order level.  All new CLINs can only be added by the GSA Contracting 
Officer at the master contract level.  Then and only then will they be made 
available at the task order level for ordering.

Note there are variations in the number sequencing – this is correct / 
acceptable and CLINs should not be renumbered at the task order level.
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The SP3 master contract RFP included program-wide historical spend and 
transaction data by business line going back to FY1999 as well as 
convenience check spend and transaction data going back to FY10. At the 
master contract level, historical information was necessary for banks to 
consider when proposing their minimum refund and maximum fee amounts 
by Contract Line Item Number (CLIN) and business line. (Ref. B.1.1 - B.1.4)

Historical spend and transaction volume information is just as critical to 
industry’s understanding of the flow of funds through the interchange 
process at the task order level. It allows banks to:

Calculate the anticipated interchange;

Determine their ability to recoup operating costs and profit; and

Calculate what portion of that interchange they can process back to 
the agencies / organization in the form of refunds. 

Lower estimated spend volume typically equals lower interchange fees, 
resulting in lower refunds to the agency. 

At the task order level, agencies / organizations are required under SP3 to 
include additional historical information (e.g., average billing cycle length, 



volume of spend, speed of pay) in their task order requests. Contractors shall 
propose task order level pricing based on any agency-specific historical program 
information provided. This allows Contractors to accurately anticipate and calculate 
operating costs, profit, and propose the highest refunds and lowest fees back to the 
agency / organization given the agency’s / organization’s specific set of 
circumstances. (Ref. B.1.5)

When adding historical information in the task order request documents, check it for 
anomalies. Data anomalies should be explained in detail so the contractor does not 
make incorrect assumptions. For example, your agency may have decided to close a 
number of purchase card accounts not being utilized in a single FY.  In the historical 
data presented there could be a decrease in accounts and a decrease in spend or 
numbers of transactions.  While your current incumbent contractor on SP2 may know 
the reason for the anomaly, it is important that all SP3 Contractors know and 
understand the data / assumptions so they can understand the trends reflected in the 
data.  If they understand the data, chances are Contractor’s will provide the most 
competitive pricing reflective of your agency’s / organization’s program.  

18



19

Per Section B.2.1.2, Task Order Level Refunds as found in the master 
contracts, agencies / organizations can include a requirement that as part of 
the task order proposal the SP3 Contractors must break out the components 
of their single refund rate for transparency purposes.  

The break out shall show the portion of the single refund rate associated with 
the minimum refund under the master contract and the portion associated 
with any assumptions related to historical and/or projected payment 
information, such as agency / organization spend volume or speed of pay.  

Agencies/organizations may require the Contractor to offer tiered pricing with 
separate single refund amounts. The Contractor SHALL NOT propose, nor 
shall the agency/organization request or award, separate sales and 
productivity refunds, to include calculations based on file turn formulas for 
separate speed of pay. Contractor’s have been advised by the GSA 
Contracting Officer that they are not to guide or advise agencies / 
organizations on how to break out pricing for the purposes of the agency’s / 
organization’s task order request; this decision is the agency’s / 
organization’s.  Contractor’s may not provide alternative pricing structures, 
such as tiered pricing, unless the agency/organization requests it.  Agency’s 
must have an “apples-to-apples” comparison of pricing for their task order 



price evaluation.  

Volume of spend and speed of pay MUST BE REFLECTED IN A SINGLE REFUND 
AMOUNT by CLIN/sub-CLIN at the task order level. 

Task orders SHALL include specific terms and conditions to address the event that an 
agency/organization fails to make payment consistent with the payment performance 
assumptions used as a basis for the task order level refund(s) awarded.  The next 
slides reflect examples of compliant and non-compliant pricing structures at the task 
order level and payment terms and conditions related to payment performance.
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In this example, the agency has chosen to have Contractor’s propose the 
overall refund for each contract line item and forego a breakout by 
component for the refunds. 

In this scenario, agencies can negotiate the proposed task order refunds up 
and request further discounts of fees based on the information here without 
a component breakout. 
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In this example, the agency has chosen for Contractors to break out the 
components of the single refund rate for CLIN 0001, Standard Transactions, 
since a majority of their spend volume falls within this category while 
foregoing a breakout for CLIN 0002, Large Ticket Transactions, of which 
they historically have only a small percentage of spend. 

Agencies can use component pricing under CLIN 0001 for transparency into 
the Contractor’s proposed refund.  In this example, the components are:  

MIN = Minimum per the Contractor’s Master Contract

A = An assumption that the agency’s total spend will remain steady at their 
2016 rate with less than a 0.5% increase per FY.

B = An assumption that the agency will pay the Contractor in 3 business 
days or less.

C = An assumption that the agency’s average billing cycle is 15 calendar 
days or less.

The agency can compare the proposed component rates to benchmarks 
under SP2 and their Government Estimate, and negotiate, as needed.  Once 
the subcomponents are agreed upon, the basis points that would be applied 
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to the refund eligible net charge volume for the refund period would be (MIN) + (A) + 
(B) + (C).  The subcomponents are only for the purpose of transparency in the 
proposal / negotiation of the overall single refund rate.

These assumptions for subcomponents are provided for illustration only.  Agencies 
should select subcomponents that are of most interest to the agency for transparency 
and negotiation.    

It is highly recommended that breakdowns, such as that reflected on this slide, are 
NOT utilized with every CLIN.  GSA recommends this breakdown for the Standard 
Transaction CLINs only.
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In this example, the agency has chosen for Contractors to provide separate 
single refund amounts based on a variable assumption – spend volume.   
This agency broke out the components of the single refund rate for CLIN 
0001, Standard Transactions, since a majority of their spend volume falls 
within this category and they have surge spend periods like the 4th quarter of 
the FY.  This agency is also foregoing a breakout for CLIN 0002, Large 
Ticket Transactions, of which they have very little comparable spend. 

In this example the agency has broken out the MIN, or Minimum per the 
Contractor’s Master Contract, as the firm subcomponent.  The agency has 
established a firm payment performance assumption of “an average speed 
of pay of <= 5 business days”.  The variable subcomponents, or tiers, are:

A = $10 million or less in refund eligible net charge volume

B = Over $10 million and less than $25 million in refund eligible net charge 
volume

C = Over $25 million and less than $50 million in refund eligible net charge 
volume

D = Over $50 million in refund eligible net charge volume.  

The agency can compare the proposed component rates to benchmarks 
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under their SP2 sales refund and negotiate, as needed.  Once the subcomponents 
are agreed upon, the basis points used for the refund calculation for each period 
would be based on the refund eligible net charge volumes and applied accordingly.  
For example, if the refund eligible net charge volume for the refund period was 
$27,699,145, and the agency paid the Contractor <= 5 business days, the refund 
amount applied would be (MIN) + (C) = XXX basis points.  However, during the next 
period if the refund eligible spend volume drops to $7.5 million, the refund would be 
(MIN) + (A).  

This pricing structure allows for an increase or decrease in refunds each period 
based on the variable of refund eligible net charge volume.   In this example, the 
subcomponents are only for the purpose of transparency in the proposal / negotiation 
of the overall single refund rate AND the tiered pricing structure.  

These assumptions for subcomponents are provided for illustration only.  Agencies 
should select subcomponents that are of most interest to the agency for transparency 
and negotiation.    

It is highly recommended that breakdowns, such as that reflected on this slide, are 
NOT utilized with every CLIN.  GSA recommends this breakdown for the Standard 
Transaction CLINs only.
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Our last example reflects an incorrect pricing structure.  

Do not include components breakouts labeled simply as “sales refund” or  
“productivity refund”.  

Do not include any gross refund or velocity tables within the task order 
request or request refunds based on such tables.  

This example is NOT COMPLIANT with the SP3 master contract terms and 
conditions.
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What happens if you set a payment performance assumption and your 
agency / organization doesn’t meet it?  Payment performance is key to the 
SP3 Contractors because it equates to risk.  The longer the SP3 Contractor 
has to carry the payment, the greater the risk.  

Per Section B.2.1.2 of the master contract, task orders SHALL include 
specific terms and conditions to address the event that an agency / 
organization fails to make payment consistent with the payment performance 
assumptions used as a basis for the task order level refund(s) awarded. 
This term and conditions grants a remedy to the Contractor.  This remedy is 
necessary since they based their proposed refunds on the agency’s / 
organization’s payment performance assumptions.  

The next few slides show sample payment assumption terms and conditions.
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The first example is a term / condition for contract line items where refunds 
are expressed in terms of basis points.  This example would be applicable to 
Standard Transactions, Large Ticket Transactions, and ePayables with 
refunds expressed in terms of basis points (bps).

This is a starting point for use. Your agency’s / organization’s payment 
performance term or condition may vary and should reflect a situation that 
the agency will rarely find itself in and which also provides a remedy of 
“meaningful” value to the Contractor.  

Agencies / organizations can create a term / condition that applies 
regardless of the Contractor awarded the task order.  Or, agencies / 
organizations could ask Contractors to propose a payment term / condition 
for consideration / negotiation with the Government as part of their price 
proposal.    In any event, agencies / organizations should coordinate 
decisions on how to address this requirement with their Contracting Officer 
and Legal Counsel prior to including anything in their SP3 Task Order 
Request to Contractors for proposals.   
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The second example is a term / condition for contract line items for 
ePayables, where refunds are expressed in terms of cents per transaction.  
This example would be applicable to ePayables – Supplier Initiated 
Payments (SIP) only.  

As with the first example, this is a starting point for use. Your agency’s / 
organization’s payment performance term or condition may vary and should 
reflect a situation that the agency will rarely find itself in and which also 
provides a remedy of “meaningful” value to the Contractor.  

Agencies / organizations can create a term / condition that applies 
regardless of the Contractor awarded the task order.  Or, agencies / 
organizations could ask Contractors to propose a payment term / condition 
for consideration / negotiation with the Government as part of their price 
proposal.    In any event, agencies / organizations should coordinate 
decisions on how to address this requirement with their Contracting Officer 
and Legal Counsel prior to including anything in their SP3 Task Order 
Request to Contractors for proposals.   
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Here is our list of topics we covered.



If you have any questions as you develop your agency / organization pricing 
structure at the task order level – if you aren’t sure a structure will / won’t 
work or is / is not compliant -- or would like a second set of eyes to review 
and provide feedback, please contact either Shauna Martinez or Joline
McDonald by email here.  We’d be happy to take a look or help you talk 
through pricing structures that meet your needs.  
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Thank you for attending this training.
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