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Check the bottom line before you sign a contract, SJA advises

By Capt. Anouck McCall
Legal Assistance Attorney
JFHQ-NCE/MDW

The callous characrer — ULS. Rep-
resentative Frank Underwood — from
the popular television series, House of
Cards, is quoted as saving: “Pay atten-
tion to the fine print, it's far more im-
portant than the selling price.”

Consumers are seducible by dis-
counts and deals. Fecognizing this
reality, marketers deploy pevchologi-
cal pricing whereby sellers exploir the
cmotions of buyers. One such prac-
tice is “odd pricing” setting the
price below an even dollar amount
i(c.g., when an item costs $49.95 or
$40.99 rather than £50). Despite the
nominal delta, a buver may perceive
a greater savings.

Relaredlv, shoppers often focus on
the digits from left to right of the
price tag and instinctively round
the total downward., For instance,
$1,373 subliminally may be pro-
cesscd by scores of customers as
closer to 81,300 than §1,400  mak-
ing the purchase more appealing.

Sellers also enpape in “price lin-
ing.” which is stratifving merchandise
bascd on quality levels or features and
charging accordingly.

S0 before we have even reached the
register to complete owr purchas-
es, we have been the targer of subtly
exhausting psychological  warfare.
Once at the point of payment. many
of us unthinkingly scribble our John
Hancock on whatever documents are
thrust upon us.

When the merchanr “kindly™ sum-
marizes the legalese in the fine print,
wi trustingly accept with our signa-
ure. However, these papers often
contain kev terms of sale, warranry
and return or cxchange policies.

Archbishop Fulton Sheen once re-
marked, “The big print giveth and the
finc print taketh awav.”

In this day and ape of technology,
some of the contracts we are asked to
sipn appecar on a screen — whether it
be at a store, on the compurer, of mo-
bile device. Leases are frequently sent
by cmail with an access code., which
we review and inirial or sign by select-
ing our name from an assoroment of

script fonrs.

Though it may not seem especially
official, these electronic signatures arc
just as lepallv-binding as their pen and
paper CoUunterparts.

The same applic: to terms and
conditions presented with software
licenses {aka. shrink-wrap agree-
menes) or applications and online
services (adoa. click-wrap, web-wrap,
or browse-wrap agreements). By se-
lecting “Agrec” {whether or not you
actually scroll throupgh the boilerplare
language) and using the product, you
contractually accept the terms and
conditions.

Historically, service members have
been baited into signing contracts for
automobiles whereby they consent (o
unconscionable interest rates and fees
to have the privilege of driving their
previously inconceivable deeam car
off the lot. Although absurd financial-
Iy, the contract may stll stand.

Another  legallv-hinding  contract
that service members encounter are
scparation agrocments, which are a
requirement bwv most stares as well as
vour local Judge Advocare General’s

(JACG) office when seeking an uncon-
rested divorce. These agreemenis ad-
dress essential subjects such as prop-
ety and debt division, child custody
and support, and spousal support’
alimony, il applicable.

Onee signed and notarized by both
partes, separarion agreements are le-
gally enforceable, incorporated into the
final divorce decree by the courr, and
will govern vour oblizations and inter-
actions for months and years (o come.

Thus, it 15 vital that vou engage
in informed and deliberate negotia-
tinngs while complating a separation
apreement worksheer and be com-
fortable with the terms to which you
finally subscribe.

Eead carefully before vou sipn. As
the award-winning American journal-
15l Andy Kooney, once said, "MNothing
in fine print is ever good news ™



