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The Alignment Decoder

Who Does Your Agent Really Work For?

Created by SafeSimpleSound Financial Planning

Your S3 Alignment Decoder
What You'll Discover:

* The critical difference between an “Agent” and a “Broker”
* How ownership structures (Stock vs. Mutual) impact your long-term value
* Three questions to ask any advisor to reveal their true allegiance

* The constitutional advantage of aligned incentives

Part 1: The “Badge Check”

Who is Sitting Across From You?

Instructions: Ask these three questions to clarify the legal standing of your insurance
professional.

1.“Do you represent me (the client) or the insurance company?”

* Agent Answer: Represents the Company.
* Broker Answer: Represents You.

* S3 Insight: Know the difference so you understand the advice.
2."Are you ‘Captive’ or ‘Independent’?”

* Captive: Can only sell one brand (limited options).

* Independent: Can shop multiple carriers (more options).
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* S3 Insight: Independence usually supports “Simple” comparison and better

pricing.

3.“Doyou have a fiduciary duty regarding this recommendation?”

* Insight: Not all insurance transactions are held to a fiduciary standard. S3
Constitutional Planning prioritizes this higher standard of care.

Part 2: The Ownership Matrix

Stock vs. Mutual Insurance Companies

Feature

Who owns it?

Primary Goal

Dividends

Pressure

Stock Company

Stockholders

(Investors)

Profit for

shareholders

Paid to investors
(taxable)

Short-term

quarterly earnings

Constitutional Preference

While both can be strong, Mutual

Mutual Company

Policyholders
(You)

Security/Cost-
savings for

members

Paid to
policyholders
(often tax-free
return of

premium)

Long-term

solvency

Why This
Matters

Alignment of

interest.

“Vision-First”

direction.

“Sound” long-term

accumulation.

“Time
Coexistence”

principle.

Companies often align better with the

SafeSimpleSound philosophy for long-term protection because the client and the

owner are the same person.
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Insights Summary

Key S3 Differentiator: We don't just sell policies; we curate partners whose corporate
structure aligns with your family’s constitution.

Educational Generosity Promise: These questions empower you to demand

transparency from any financial professional.

Stakeholder Synthesis: Ensures you (the client) are the priority, not a distant

shareholder.

Your Next Steps

Immediate Action (Next 7 days): Check your current policies. Are they with Stock or

Mutual companies?

Foundation Building (Next 30 days): Ask your current agent the “Badge Check”
questions.

Professional Support: If you want an unbiased review of your insurance portfolio,

connect with us.

This document embodies S3's constitutional commitment to educational generosity. Whether
you become a client or not, this framework provides genuine value for your financial

alignment journey.

© SafeSimpleSound Financial Planning « Excellence Through Foundation-First
Wisdom
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