BANANOMICS - FREE SAMPLE

10 Money Words
You Have Backwards

From The Jungle Dictionary

Nobody ends up confused about money by accident. The
words are the fence, and the fence is the point: if you cannot say

what a thing is, you cannot tell when it is being done to you.

These ten are the ones most people have backwards. None of them is
a definition. Each one is the story of what actually happens, told in

about thirty seconds, ending with the part nobody mentions.

Start with Tax Bracket. It is the most expensive misunderstanding
of the ten.



Tax Bracket

A country taxes the first slice of your income at one rate, the next slice at a
higher one, the slice after that higher still. Someone offers you a raise that
pushes you over a line, and you are told to turn it down, because now
everything you earn gets taxed at the higher rate and you will end up with
less. This is the most expensive misunderstanding in personal finance,
and it is simply wrong. The rate applies to each slice on its own, not to the
whole pile. After the raise your first slice is taxed exactly as it was before,
and only the money above the line pays more. Which means a raise can
never leave you worse off, whichever band it lands in. The system was

built to be gradual. It is described in a way that makes it sound like a cliff.



Minimum Payment

The statement arrives with a large balance and a reassuringly small
number at the bottom labelled as the minimum due. Pay that and nothing
bad happens: no late fee, no default, no phone calls. What also does not
happen is progress, because the minimum is calculated to cover the
interest plus a sliver of the balance, which means the debt shrinks at a
pace measured in decades. This is not a trick hidden in small print. It is
printed clearly, and on many statements the lender is now required to tell
you how long repayment will take at that rate, which is often longer than
the purchases will last. The number is not there to help you clear the debt.
It is there to make carrying the debt feel survivable, because a customer

carrying a balance is the product.



Credit Utilization

You have a card with a ten thousand limit and a balance of four thousand.
You always pay on time, so you assume the score is fine. It is not fine,
because one of the heaviest inputs is not whether you pay, it is how much
of your available credit you are currently sitting on. Using a high share of
your limit reads as strain, regardless of your record, and the effect is
immediate rather than historical. Two consequences people find
counterintuitive. Paying the balance down before the statement date, not
before the due date, is what the score actually sees. And closing an unused
card can lower your score, because it removes available credit and pushes

your utilization up without you borrowing a single extra dollar.



Buy Now Pay Later

A three hundred dollar purchase becomes four payments of seventy five,
and the interest is genuinely zero. So where is the business? In three
places, none of which is the interest. The shop pays a fee, because the
offer makes people buy more and buy pricier things. Late payments carry
charges, and the schedule is built to produce them: four separate dates,
automatic withdrawals, across several providers at once, which is far
easier to lose track of than one monthly bill. And the real mechanism is
quieter than both. Breaking a price into small pieces changes how
expensive the thing feels, so you say yes to purchases you would have
refused at full price. The zero percent is real. It is also the reason the

whole thing works.



Amortization

You borrow for thirty years and the payment is identical every single
month, so it feels like the debt is shrinking at a steady pace. It is not.
Every payment gets split between interest and the loan itself, and what
decides the split is how much you still owe. At the beginning you owe
almost all of it, so almost the entire payment is interest and only a sliver
reaches the balance. Years go by, the balance drops, and the split slowly
tilts the other way. The consequence catches people out: ten years into a
thirty year loan, having made a third of the payments, you have repaid
nowhere near a third of what you borrowed. Nothing dishonest happened.
The schedule was written down and you signed it. But it is why paying

extra in the early years is worth far more than the same money paid later.



401(Kk)

Your employer offers to take money out of your paycheck before tax
touches it and put it in an investment account you cannot open until you
are nearly sixty without paying a penalty. In exchange for that lock, two
things happen. The money that goes in was never taxed, so more of it gets
invested, and decades of growth compound on the bigger number. And
many employers add money of their own when you contribute, often
matching every dollar up to a few percent of your salary. That match is the
only part of personal finance that is genuinely free, and a surprising
number of people leave it on the table by not contributing enough to
trigger it. The catch is real though. It is your employer choosing the menu

of investments, and some of those menus are expensive.



Dividend

A company makes a profit and has to decide what to do with it. It can
reinvest it in the business, or it can send some of it to the shareholders as
cash. That cash is a dividend, and it arrives without you selling anything,
which is why it appeals to anyone who wants income rather than a bigger
number on a screen. There is a trap worth knowing. A high dividend can
mean a generous company or a falling share price, because the figure
quoted is the payment divided by the price, and a collapsing price makes
the percentage look wonderful. And a dividend is not free money: the cash
left the company, so the share is worth slightly less afterwards. You
moved value from one pocket to another and in many places paid tax for

the privilege.



Fiduciary

You walk into two offices looking for advice about your money. In the
first, the person is legally required to act in your interest, and if they put
you into something worse for you but better paid for them, they have
broken the law. In the second, the person is required only to recommend
something suitable, and suitable leaves room for the version that pays
them most. Both people may be wearing a suit and using the word
adviser. The difference is invisible and enormous, and it is the single
question worth asking out loud before you take anyone advice: are you a
fiduciary. The reason this matters more than fees or credentials is that an
incentive you cannot see shapes every recommendation you will receive,

compounding over decades.



Tariff

A government decides that foreign steel is too cheap, so it puts a tax on
every ton that crosses the border. The foreign mill does not pay it. The
company importing the steel pays it, at customs, before the metal ever
reaches a factory. That company now has two options and both of them
cost you. It can absorb the tax and earn less, or it can raise its prices and
let the buyer carry it. Almost always it raises prices. Domestic steel, now
facing a more expensive competitor, quietly raises its prices too, because
it can. So the tariff did exactly what it was designed to do: it made the
foreign product less attractive and protected the local mill and its jobs. It
also made every car, appliance and building in the country more

expensive. That trade is the whole argument, and it never gets settled.



Deflation

Prices start falling across the board, and it sounds like the best news a
household could get. It is closer to the opposite. If a thing will be cheaper
next month, the rational move is to wait, so people wait, and while they
wait nothing sells. Businesses facing no sales cut costs, which means
cutting jobs, and people without jobs buy even less, which pushes prices
down again. Meanwhile debt becomes heavier in real terms, because what
you owe is fixed while wages and prices shrink around it. This is why
central banks are far more frightened of deflation than of moderate
inflation, and why they aim for prices to rise slowly rather than not at all.
A little inflation is uncomfortable. Falling prices can lock an economy in

place for a decade.



That was 10 of 100.

The Jungle Dictionary has ninety more, from 4% Rule to Yield Curve:
every word from your bank statement, your paycheck and the evening

news, each one explained the same way, in about thirty seconds.

Get the full dictionary:
bananomicsus.gumroad.com/1/tqmkk

Or get it together with the Leaf Flow planner in The Jungle
Survival Kit: bananomicsus.gumroad.com/l/xuyazh

Explanations, not financial advice. Knowing how a thing works tells you what it

is. It does not tell you what to do with your own money.


https://bananomicsus.gumroad.com/l/tqmkk
https://bananomicsus.gumroad.com/l/xuyazh

