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Commercial Supplier Agreements (CSAs)
Frequently Asked Questions

1. Why did GSA pursue this final rule?
Commonly recurring, conflicting or ambiguous terms and conditions found in CSAs have required the GSA contracting staff to negotiate individual agreements to address the conflicts, often at significant delays and cost to GSA and vendors.  CSAs are commonly used in the acquisition of information technology offerings— software, products, services, and solutions.  

CSAs have become ubiquitous in a broad variety of contexts, from travel to telecommunications to financial services to building maintenance systems.  CSA’s are also often included in purchases below the Simplified Acquisition Threshold. As a result, the GSAR final rule will be implemented across GSA contracts and contract vehicles -MAS Schedules, Government-wide Acquisition Contracts, Indefinite Delivery Indefinite Quantity vehicles that offer products or services that are commonly acquired with CSAs. The GSAR final rule will also be implemented across applicable task orders and delivery orders. 

0. How will the final rule affect GSA contracts going forward?
The GSAR final rule requires the continued review of CSAs.  Contract Specialists and Contracting Officers will focus their efforts on CSA terms and conditions, other than those covered in the final rule, that should be negotiated such as “as is” warranties, implied warranties, and restrictions on advertising.

0. How long will industry partners have to accept bilateral modifications? 
Acquisition activities will be required to modify all applicable contracts, contract vehicles and contract actions within 90 days from the day the FAS revised guidance is issued.  

0. Are the terms and conditions of vendor proposals and Commercial Supplier Agreements still negotiable?
Yes, terms and conditions including license terms are negotiable, except for those covered in the GSAR final rule.  Vendors are encouraged to negotiate mutually acceptable terms and conditions with the Government. The best approach is for both parties to know and agree up front to the terms and conditions of the contract.

0. Can industry partners negotiate new CSA terms and conditions for existing contracts when they receive the bilateral modification notification?
Suppliers interested in negotiating new CSA terms and conditions should contact their GSA Contract Specialist to discuss the desired changes.  The Contract Specialist will review the new CSA terms and conditions accordingly. 
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