['] BUYER'S GUIDE

7 Red Flags to Watch for
Before Hiring an IT
Provider

Most businesses sign with the wrong IT provider for the same reasons - flashy
demos, low intro pricing, and vague promises. By the time the problems surface,
they're already locked in.

We've identified the 7 most common warning signs that separate trustworthy

partners from costly mistakes. Read through these Red Flags before you sign.
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» RED FLAG #1

No Written SLA Before Signing

A Service Level Agreement is more than paperwork. It is the document that
defines what your IT provider is actually committing to in terms of response
times, uptime, and support expectations. Without it, you are relying on general

promises instead of clear, documented standards.

That becomes a problem when something urgent happens. If systems go down
or support is slower than expected, you need a clear point of reference for what
was promised and what should happen next. A strong SLA helps create
accountability, reduces confusion, and gives your business more protection

when it matters most.

Any provider that is confident in its service should be willing to put those
commitments in writing. If they stay vague or avoid giving you a written SLA,
that is ared flag.
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»” RED FLAG #2

Multi-Year Lock-In Contracts

A 3-year contract with steep exit penalties is not a sign of confidence. It is often
asign that the provider is relying on the contract to keep you, not the quality of
the service itself. Strong IT partners should be able to earn trust over time
through responsiveness, consistency, and real results. Long-term agreements
are not always a problem on their own, but heavy termination fees should make

you pause.

If the relationship is not working, your business should not feel stuck because
leaving is too expensive or too complicated. That kind of contract structure can
make it harder to pivot, harder to solve problems, and harder to move on from a
poor fit.

A good provider should want a long-term relationship because they deliver
value, not because the fine print makes it difficult to leave. If a contract feels

more restrictive than reassuring, that is worth paying attention to.

SafePoint IT



»” RED FLAG #3

Hidden or Unclear Pricing

“All-inclusive” should mean exactly that. If pricing is vague at the start, thereis a
good chance billing will stay unclear once the relationship begins. That often
leads to surprise charges, unclear add-ons, and monthly invoices that do not
match what you thought you were paying for.

A trustworthy provider should be able to clearly explain what is included, what

is not, and where extra costs could come up. You should not have to guess which

services fall under your agreement or worry that every request will trigger
another fee. Clear pricing is not just about budgeting. It is a sign of transparency,
consistency, and how the provider communicates overall.

If a provider cannot give you a straightforward breakdown of costs, take that

seriously. Hidden fees and unclear pricing are rarely one-time issues.
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»” RED FLAG #4

No Industry References

Every industry has its own requirements, workflows, and risk areas. A provider
that understands your space will have a much easier time supporting your team,
anticipating common issues, and aligning their recommendations with how your

business actually operates.

If they cannot point to experience with businesses like yours, that does not
automatically mean they are incapable, but it does mean there may be a learning
curve. And in most cases, your business ends up paying for that learning curve
through slower onboarding, weaker recommendations, or missed details that

matter in your environment.

That is why references matter. Ask whether they have worked with companies
in your industry, and do not stop there. Ask to speak with a current client so you

can get a better sense of how that provider performs in the real world.
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»” RED FLAG #5

Security Sold as an Add-On

Cybersecurity is not a premium feature. It is a basic requirement for doing
business safely today. When a provider treats core protections as optional add-
ons, that tells you a lot about how they approach risk and what they consider

essential.

Security should not be something you piece together later after a problem
appears. It should be built into the service from the start through the tools,
policies, monitoring, and support standards the provider puts in place. If those
protections are missing from the baseline offering, your business may be left
exposed in the areas that matter most.

In today’s threat landscape, security needs to be part of the foundation, not an
upgrade you are pressured to add later.
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»” RED FLAG #6

No Strategic IT Planning

Reactive IT is expensive IT. If your provider only steps in when something
breaks, you are not getting strategic support. You are getting repair work. That
approach may solve the immediate issue, but it does very little to help your
business prevent future problems, plan ahead, or use technology more

effectively over time.

A strong IT partner should do more than respond to tickets. They should help

you think proactively about where your systems are today, where the risks are,
and what needs to happen next. That includes things like planning for upgrades,
improving security, reducing recurring issues, and making sure your technology

supports the direction of the business.

Look for a provider that brings a roadmap, regular reviews, and a clear vision for
the next 12 to 24 months. If there is no planning process behind the support,

that is a sign you may be paying for short-term fixes instead of long-term value.
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»” RED FLAG #7

No Clear Offboarding Strategy

What happens if you decide to leave? That question matters more than most
businesses realize. If a provider is unclear about how your data will be returned,
how access will be transferred, or how long the transition will take, that is a
major warning sign.

A good IT partner should be able to explain the offboarding process clearly
before you ever sign. You should know what support is included, what happens
to documentation, how accounts and systems will be handed off, and whether
there are any delays or extra costs tied to the transition. If those answers feel

vague, complicated, or evasive, that usually points to bigger problems.

A true partner makes it easy to stay because the service is strong, not because
leaving is difficult. Your data, your systems, and your business should always

remain under your control.



THE BOTTOM LINE

The Right IT Partner
Changes Everything

Use these 7 red flags as a checklist before you sign anything. A strong IT partner
should be able to clearly explain their process, pricing, security approach, and

support model without hesitation.

If you’re comparing providers and want a clearer way to evaluate your options,
contact SafePoint IT to start the conversation.
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