
RENEWAL PREP GUIDE

Get ahead of your
contract renewal
What to find, what to check, and what to ask before your window closes.
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Business internet, phone, and IT agreements are built to renew themselves. Most of them will, quietly, if

you miss a deadline buried in the paperwork. This guide walks through what to find, what to check, and

what to ask, so when your window opens you get to make a decision instead of having one made for you.

1 Find two dates, not one
Everyone knows to look up the contract end date. The date that actually decides things is the cancellation

notice deadline, and it lands earlier. Telecom and managed services agreements commonly ask for written

notice 30, 60, or 90 days ahead of the end date, and some stretch to 120. There's rarely a grace period. Miss

the deadline and the agreement renews, often for another one to three years, at whatever the new rate turns

out to be.

Two details that trip people up. The notice period counts backward from your end date, not forward from the

day you get around to sending it. And a very long window isn't generous, it's the opposite: a 120-day

requirement forces you to decide before you have finished evaluating the term you're still paying for.

Write it down while you have the contract open

Contract end date

Notice deadline (count back from the end date)

What we pay today, per month

Who at the provider gets the notice

2 You probably don't have a legal safety net
A lot of states have passed automatic renewal laws over the past decade, and they're getting stricter. Almost

all of them are written to protect consumers, not businesses. Business-to-business agreements are mostly left

alone, which means nobody is legally required to remind you that your window is closing.

Practically speaking, the contract is the rule. Whatever it says about notice is what governs, so the only reliable

reminder is the one you set yourself. Worth confirming with your own attorney if a lot of money rides on it.
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3 Five things to check in the contract you have now

The renewal term. Does it roll month to month, or lock you into another full term? In telecom, another one to
three years is common.

The notice requirement. How far ahead, in what form, and to whom. Some contracts only count written notice,
and some only count certified mail.

Early termination fees. Often the remaining months on the term, and sometimes paying back discounts or
waived installation costs on top.

What happens to the price. The provider-friendly version moves you to current list pricing at renewal. The
buyer-friendly version caps the increase.

Equipment terms. What goes back, in what condition, and what they bill you if it doesn't.

4 Questions worth asking any provider, including us

What is the upload speed? Download gets advertised. Upload is what video calls, cloud backups, and hosted
phones actually lean on.

What happens to this price at renewal? An intro rate that jumps in year two isn't a lower price, it's a delayed
one.

Who picks up when something breaks? Ask what support looks like after the sale, and who you actually
reach.

How long is installation? Lead times decide when you can really switch, so ask before your window opens
rather than after.

What does a backup connection look like? If an hour offline costs you money, ask what keeps you running
through one.

5 Three things worth asking for in the next contract
These are all negotiable, and asking costs nothing. Even a partial yes leaves you better off than the default

paperwork.

A written renewal reminder. Ask that the provider notify you before your notice deadline, and that missing it
extends your window. This moves the burden of remembering off your desk.

A cap on renewal increases. A fixed percentage ceiling, or one tied to inflation, instead of open-ended list
pricing.

A shorter notice window. Thirty to sixty days is a reasonable ask. Anything past ninety mostly benefits the
other side.
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6 A rough order of operations
Well before the window

Find your two dates. Note what you pay today, and write down what has been slow, flaky, or frustrating. That list is
your requirements document, and it's more useful than any brochure.

As the window approaches

Get real quotes lined up while you still have the upper hand. A provider who knows you can walk negotiates
differently than one who knows you can't.

Before you sign anything

Run section three against the new contract too, and ask for the three things in section five. The goal isn't only a
better deal today, it's not being stuck again in three years.

7 Common questions
How much notice do I have to give to cancel?

It depends on your contract. Most ask for 30, 60, or 90 days before the end date, and some telecom agreements ask
for 120. The exact number lives in the cancellation or termination clause.

What happens if I miss the cancellation deadline?

The agreement usually renews on its own, often for another one to three years at whatever the new rate turns out to
be. Most contracts don't build in a grace period, so a day late is late.

Can a business contract renew automatically without anyone telling me?

Yes. Automatic renewal laws in most states are written to protect consumers rather than businesses, so nobody is
legally required to remind you. Whatever the contract says about notice is what governs.

Can I negotiate the auto-renewal terms?

Yes, and asking costs nothing. The three most useful asks are a written reminder before your notice deadline, a cap
on how much the price can rise at renewal, and a shorter notice window.

What ALLO Business does

ALLO Business handles the technology side of running a company: managed IT and cybersecurity, business

internet, business phone and voice, and AI call answering through ALLO Intelligence. One local team, one

number to call when something breaks.

We're not asking you to switch today. When your renewal window gets close we'll check in, and that's when

we're glad to put real numbers together for your business. Until then, no pressure.


