
FAQ 
External Distribution Channel (EDC): Annual Sales Production 
Evaluation Period Administrative Fee 
 
Overview 
UnitedHealthcare wants fully engaged agents who are excited to understand and meet the 
needs of Medicare-eligible consumers. UnitedHealthcare is committed to providing the tools and 
resources needed for agents to succeed. 
 
What is the Annual Sales Production Evaluation Period Administrative Fee?  
UnitedHealthcare has implemented an Annual Sales Production Evaluation Period (based on 
effective dates) from July 1 through April 1 of the following year. Any EDC agent/agency (not 
including solicitors or eAlliance) contracted at the Agent level who has an active writing number 
at any time during the evaluation period and fails to meet minimum production requirements by 
the end of the annual evaluation period, will be assessed an administrative fee. If the 
agent/agency does not have a book of business UnitedHealthcare will initiate a not-for-cause 
termination at the time the administrative fee is assessed.  
 
What is the minimum production requirement? 
An EDC agent/agency will need to have at least one sale* of any UnitedHealthcare Medicare 
Advantage, Prescription Drug Plan, or Medicare Supplement plan enrollment application with a 
plan effective date between July 1 through April 1 of the following year.  
 
*submitted, approved active member application. 
 
What is the cost of the fee? 

 $150 administrative fee for resident state 

 $100 additional fee for additional state 

 Maximum of $250 per agent per year 
 
 
Who does this affect? 
This policy applies to active EDC agents/agencies contracted at the Agent level that are certified 
and eligible to sell during the annual evaluation period. This does not apply to solicitors or 
eAlliance. If UnitedHealthcare is unable to recover the administrative fee from an agent after 60 
days, the agent/agency’s immediate up-line becomes liable for any unpaid administrative fee. 
 
 
Are there any exceptions to this policy?  
Exceptions generally include agent or agencies:  

 Appointed to newly acquired entities 

 Deceased agents 

 Agents terminated by UnitedHealthcare with a termination effective date no later than 
the last day of the evaluation period 

 Agents that enter servicing status effective no later than the last day of the evaluation 
period 

 Agents newly contracted on or after Dec. 1 of the current evaluation period, are excluded 
from their initial evaluation period; however, they will be included in the next annual 
evaluation period. 



Is this a one-time only evaluation? 
This administrative fee may be charged each year an agent/agency certifies to sell and fails to 
meet the minimum production requirements during the annual evaluation period. 
 
What about my book of business? I want to continue to earn renewals on my past sales. 
Agents/agencies that no longer want to market and sell UnitedHealthcare Medicare products 
should consider terminating their contract and moving into servicing status, effective no later 
than the last day of the evaluation period. This protects their current book of business so they 
can maintain relationships with members and retain their renewals. 
 
Will I still have to pay the fee if I terminate after July 1? 
Agents/agencies that terminate their contract during the evaluation period may still be subject to 
the fee if they didn’t meet the sales requirement during the annual evaluation period. 
 
I’ve been assessed a fee, but I have a recent application pending. 
If the agent wishes to avoid contract termination they must have one sale of any 
UnitedHealthcare Medicare Advantage, Prescription Drug Plan or Medicare Supplement product 
within 30 days of the termination notice. The administration fee will still apply.  
 
My contract was terminated for no UnitedHealthcare sales, but I’d like to sell with 
UnitedHealthcare again. 
If the agent wishes to contract in the future, they must pay the administration fee before they 
can re-apply for contract with UnitedHealthcare—there will be no wait period to contract after 
payment of fee is made.   
 

Why do you have this policy?  
UnitedHealthcare believes that consumers are best served by interacting with focused agents 
who are fully engaged in our products and services. We are proud to offer a full suite of support 
(online resources, Onboarding Team, Producer Help Desk (PHD), Agent Managers, etc.) for our 
agents, and we know that agents who take advantage of these resources find success selling 
UnitedHealthcare plans.  
 
I want to sell UnitedHealthcare plans, but have not had luck with sales. 
Our goal is to support you in your business so you can perform at the highest possible levels, 
while providing an excellent experience to consumers and members. Please reach out to your 
Agent Manager and ask them for additional training and support – they are here to help you 
succeed! 
 


