
To:

Jeff Bezos, Board of Directors, and Officers 
Amazon.com !
October 13, 2014
!!
Jeff and team,
!
I’m sending you this letter to ensure the Board of Directors at Amazon are aware of issues that I believe need 
to be resolved at the company. I’ve tried other channels but have not made progress and I believe the Board 
of Directors at Amazon have a fiduciary and legal duty to independently investigate and address the issues I 
raise in this letter. I have filed this letter and a complaint with the Washington Attorney General’s office as 
there are matters I have tried to get resolved directly with the company that haven’t been resolved, and they 
deal with issues that I believe I have a duty to report to the AG’s office now.
!
For background, I tried to get Amazon to address what I believe to be misleading and deceptive, and possibly 
criminal financial fraud issues related treatment of an Amazon advertising customer while I was an employee 
at the company. I was subsequently terminated for raising the internal ethics complaint even though 
Amazon’s own policies require that employees report events of this nature.
!
To be terminated for that is wrong and is the subject of current litigation which I have asked the Washington 
Attorney General’s office to assist in resolving, since it deals with important issues related to misleading, 
deceptive, and what I believe to be financially fraudulent trade practices that relate to Amazon customers and 
employees.
!
It was my duty to raise the issues internally at Amazon in accordance with Amazon’s own policies, and I did 
that. To my knowledge nothing has come of that except Amazon’s continued denials that there are any 
issues1.
!
I think it’s important to note that I tried to work with Amazon’s legal team before filing a lawsuit in 2012 - filing 
this suit was a last resort. I first attempted to negotiate the onerous 18 month noncompete that prevented me 
from working in any area of the advertising industry globally and the paltry 2 weeks of severance Amazon was 
offering me after wrongfully terminating my employment. After unfruitful negotiations, we sent them a copy of 
the lawsuit, and I gave the Amazon legal and HR teams time to consider it and renegotiate the noncompete 
and severance prior to my filing the suit. I reminded Amazon that I had turned down the opportunity to 
consider several lucrative and significantly broader roles at other high potential internet companies in Silicon 
Valley and elsewhere prior to taking the Amazon position.
!
Even after having a 30-day opportunity to see the lawsuit complaint before we filed it, Amazon gave 
me their final offer: 4 weeks of severance for 18 months of adhering to the broad non-compete that 
would not allow me to earn a living in my field, and further explained that if I didn’t accept their final 
offer, Amazon would sue me for tens of thousands of dollars in relocation expenses.
!
Needless to say, I filed the lawsuit.
!!!!
___________________________________________________________________________________________
!
1Though I was assured the internal investigation at Amazon was ‘independent and thorough’, we later found the investigation around 
the matters I raised while employed at Amazon was directed by the same internal Amazon lawyer that was helping my manager 
terminate my employment based on the same issues I raised in the internal complaint - so Amazon’s counsel was essentially directing 
the investigation around serious issues that she had been responsible for handling herself - far from ‘independent and thorough’ and a 
surprising lack of internal controls for a public company like Amazon. I wasn’t made aware of the fact that the investigator was 
investigating herself until documents were produced in discovery several months after my termination, though everyone involved in my 
management chain from my manager to her manager, the VP of Ad Products Paul Kotas and his manager, the SVP Jeff Blackburn who 
reports to Jeff Bezos, were all aware of this fact. 
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Along with the facts available in documents we’ve filed related to the litigation with Amazon, I’ve sent two 
letters to Jeff Bezos (as these are serious issues that I believe he would care about as the founder of the 
company and keeper of the culture) in an effort to have the issues addressed appropriately so that what 
happened to me and to a large Amazon advertising customer does not ever happen again. I have received no 
response to my communications besides continued denials and what I feel to be continued bullying litigation 
moves by Amazon in an effort to quiet my voice. 
!
And I am a small voice - it is hard for current and former employees to speak up against the company when 
there is wrongdoing, and in general as described in the book “The Everything Store”, and as I was reminded 
by Amazon’s legal team who encouraged me to read the book (which I already had done), Amazon is known 
for its aggressive bullying tactics when dealing with partners, suppliers, potential acquisition targets, and 
employees.
!
I am sure Amazon’s response to this letter and the details I sent to the Attorney General’s Office will be 
consistent with their bullying and aggressive stance, I expect the company to react aggressively and continue 
their bullying efforts to bury this in litigation and get away with what they’ve done. It’s interestingly 
inconsistent with Jeff Bezos’ “Amazon.love” memo to his direct reports regarding what Jeff thinks is cool 
[Exhibit A]. 
!
Notably, among them are: 
!

“Defeating tiny guys is not cool.”

“Conquerors are not cool.”


“Capturing all the value only for the company is not cool.”

“Straightforwardness is cool”


“Authenticity is cool”

“Mercenaries are not cool”
!

Amazon’s actions in this matter seem wholly inconsistent with Jeff’s memo. If Jeff Bezos truly believes what 
he wrote in that memo, my hope is that this letter, instead of becoming another tool for his legal team to bully 
me with, becomes a document that brings cooperative resolution to the important issues I raise and that the 
Board can help bring these issues to a mutually beneficial resolution.
!
Though it has been extremely challenging to deal with Amazon and their vast legal resources and aggressive 
tactics, I believe the issues at hand are important, and that Amazon needs to fix these issues so that other 
employees and customers aren’t treated the way the customer in question (Discover Card) and I were, ever 
again.
!
And I intend to continue to press forward until the issues are adequately addressed - I don’t like it when 
corporations behave badly and bully employees, partners, and customers and it’s hard for other employees to 
stand up - it takes hard will and sacrifice to stand up to big corporations like Amazon. I believe I have a 
unique opportunity to bring positive change and that’s what I intend to do.
!
Since the issues I detail further in this letter deal with misleading, deceptive trade practices and what I believe 
to be criminal financial fraud issues, and since my efforts to have the issues addressed by Amazon several 
times while I was an employee, and after I was wrongfully terminated for raising these issues seem to have 
been ignored, I believe it is now my duty to report the issues to Board of Directors and Officers of the 
company and ask for your support to get the issues that are the subject of our dispute and litigation resolved 
adequately for the benefit of other Amazon employees and customers.
!!
BACKGROUND !
I was hired in March 2012 as the Principal Product Manager on New Kindle Ad Products, responsible for the 
launch of the advertising platform on the new Kindle Fire tablets launched in Fall 2012.
!
Shortly after I joined and evaluated the product and team’s capabilities, I found that we were not adequately 
prepared to launch a tablet advertising platform - the vast majority of the team launching the ad product had 
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managed development of the Kindle e-ink ad platform (black & white, offline ad experience), a much different 
skill set than was needed for the new android-based Fire tablets.
!
I was brought in only a few months prior to launch, which at the time was scheduled for July of that year. I 
was on several calls with advertisers where they expressed disappointment and unhappiness with our 
planned ad product - a very static experience - kind of like an e-ink ad experience but with color. We were 
losing advertisers and having trouble getting many to commit to the launch (major launch partners paid 
$1.2MM each to be part of the launch).
!
We needed much more interactive, engaging experiences and I believed Amazon could and should launch the 
best tablet ad platform globally - there was no excuse not to. So I pushed for and brought in an award-
winning third party mobile development team that had significant experience building ad products for eBay 
and Google among others, to build out our initial ad experiences. My manager did not communicate to her 
management chain the positive impact I was having on the product - in fact, she once told me “You’re here to 
make me look good - you’re doing an awesome job”.
!
Regardless, with the help of the new outside mobile development team, we began changing the pitch to 
advertisers, increasing the capabilities of the product, and ultimately had a successful launch. According to 
the VP at launch, the Kindle Fire platform was ‘the best performing ad platform in the company’.
!
A few weeks prior to launch, I was forced to escalate a key technical issue to the VP and SVP around latency 
- it was taking at least 3-5 seconds for our advertising app to load our advertiser’s custom landing pages - 
this is a problem the Kindle Ad Products team owned - ultimately an issue owned my manager Munira 
Rahemtulla and VP Paul Kotas. This latency was unacceptable to me but ‘within acceptable norms’ according 
to the technical team that reported into my manger, and also my manager. They just didn’t think it was an 
issue, and despite weeks of well-documented attempts to get them to address the issue, it wasn’t addressed. 
!
About a month prior to launch (before the launch was subsequently pushed to early September), in our 
monthly review meeting with Jeff Blackburn where he saw the devices for the first time, and also saw the 
latency. He told our team (from a transcript of the meeting):
!
“I think it is a huge problem. It could ruin the whole launch if we don’t fix it. I’m concerned that you don’t think 
this is the top priority. I think that Jeff [Bezos] could say ‘get it [the Kindle Fire Ad Platform] off device’….I’m 
telling you this could remove the whole program…..I think the initial launch is really important…And the initial 
page is really important…This should be highly optimized…Should put tons of energy on that.” !
He was right and I was relieved he brought it up - we could now get the dev team to fix it. I did not mention in 
that meeting with Jeff that I had been trying for weeks to get my manager and her development team to 
address the issue. I kept that to myself.
!
Later and to my surprise, in a response to a note from me to address the latency issue, I was told by the TPM 
that reports to Munira, that it essentially was too late to fix the issue - that we would need to address it in a 
software update after launch. They had heard Jeff Blackburn’s feedback, yet seemed to disregard it.
!
THE ESCALATION 
I wondered if they had been in the same meeting with Blackburn that I was in - it was unbelievable to me that 
they were punting on fixing the issue. My manager was cc’d on my emails to them and also was unsuccessful 
at getting the issue addressed by her own team though they reported into her. It was now the weekend and 
with at the time less than 30 days to launch, I felt it necessary to escalate the issue - I sent a note that 
weekend to Jeff Blackburn (SVP) and Paul Kotas (VP) cc’ing my manager, basically asking for the contact 
information for the person that managed latency for amazon.com, because we needed someone that ‘cares 
about every last millisecond to sit with our team’ and help us get the issue addressed prior to launch. I still did 
not say that I had been trying to get our team to address the latency issue for weeks to no avail and that 
Munira provided no support in that regard, and I again kept that to myself.
!
THE RETALIATION & HARASSMENT 
Soon after my email, my manager sent me an email stating she was ‘embarrassed’ by my note. I suppose if I 
were her I would have been embarrassed too - the latency issue should have been addressed well prior to 
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launch. In the following week she began retaliating against me for the escalation - flipping 180 degrees from 
overwhelmingly positive feedback including “you’re doing an awesome job”, “you’re advocating for the right 
things”, “you’re contributing a ton” to “never escalate issues to Jeff Blackburn” and “You’re not going to 
make it at Amazon”. She continued to retaliate and harass me, apparently with Paul Kotas’ approval as he to 
was apparently embarrassed by the escalation and instructed my manager Munira, the GM of the group, to 
tell me not to escalate issues to Jeff Blackburn again, even though Paul Kotas and Munira are both aware that 
escalations of this nature are encouraged and allowed via Amazon’s Open Door policy.
!
TRANSFER OPPORTUNITIES BLOCKED 
Shortly thereafter I met with my “HR Business Partner” to explain that my manager had flipped after my 
escalation of a key launch issue, and that she was now falsifying performance issues, and that I wanted to 
work to get a transfer out of her group. I had discussed my manager’s retaliation behaviors with a VP and a 
Director in other groups who I had worked with, and both had familiarity with Munira and proactively 
volunteered that I could transfer to their groups to get away from Munira.
!
What I didn’t know at the time was the the HR Business manager was a good personal friend of Munira, and 
in what seems to be a betrayal of trust, informed my manager that I was trying to get a transfer. At my next 
1:1 meeting Munira explained “You think you’re going to get a transfer out of my group? I’m putting you into a 
Performance Improvement Plan which prevents transfers for 12 months”.
!
It was unbelievable to me that a manager could initiate this kind of action without any negative documented 
performance issues, and until my escalation, her feedback had been overwhelmingly positive.
!
FALSIFICATION AND BACKDATING OF PERFORMANCE ENTRIES 
My manager then began an effort to manufacture and falsify performance issues. We found via discovery 
documents that she fabricated issues and backdated an entry into the employee performance tool over the 
next several weeks. We subsequently found several months after my termination, that Munira had falsified her 
educational record on her resume to Amazon and all her former employers - claiming to have both a 
Bachelors and Masters in Computer Science from Stanford when in fact she had earned no degrees at all. 
There is more detail on this issue and Munira’s pattern of ethical lapses and misleading and deceptive 
practices later in this letter.
!
Interestingly, her first entry into the performance tool regarding my performance when she was prompted to 
make an entry via a “90-day new-hire” automated email was that my ‘bar’ was too high for the team. Perhaps 
Munira forgot that having high standards is a core Amazon leadership principle:


!
Regardless, when a followup email was sent to her by the HR partner, Munira’s response was that there was 
no issue - I was just “new”. I had sent Munira 2 emails prior to her entry stating my “bar was too high” for the 
team, explaining my thoughts and and urgency needed around plans to get our ad product in shape for 
launch, for her support.
!
I find it interesting that this was subsequently used as an example of negative feedback to justify terminating 
me for raising the ethics and financial fraud issues internally.
!!
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Though Munira is a GM and now 8-year veteran at Amazon, I did wonder whether she was ever fully aware of 
Amazon’s leadership principles. It turns out both Munira and Paul could only name 4-5 of the 14 principles 
when they were asked about them during their depositions. Additionally, Munira admitted she hadn’t read the 
Amazon Owners Manual detailing several things including policies that I believe she violated.


DISCOVER CARD PROMOTION 
Shortly after the successful launch of the ad platform in September 2012, we ran into an issue with one of our 
large launch partners, Discover Card. In addition to paying $1.2MM to be part of the launch, we ran a 
promotion where they paid an extra $500,000 that was intended to encourage Kindle owners with a Discover 
card, to switch their default 1-click card to Discover (ahead of the holiday shopping season).
!
The promotion was structured in a way where anyone with a Kindle, who used their Discover card to buy a 
digital good (e.g. mp3 or movie), would get a $10 Amazon Gift Card. The reason the good had to be digital is 
because to buy a digital good you need to use your 1-click default card, and Discover’s primary objective for 
this promotion was to get users who had a Discover card, to make it their 1-click default so Discover could be 
the card of choice for holiday shopping over the course of the fourth quarter. That was the only way Discover 
could justify spending $10 when someone ordered a $1 .mp3 music file.
!
The finance team and the ad execution team (who reported to my manager via a different Product Manager) 
put together a forecast for Discover that showed we expected the $500K to last for the full 60 days of the 
promotion, and it had a wide ranging buffer, so we would monitor it weekly. I was not allowed to see the data 
that went into the forecast - only the finance team putting together the forecast was allowed to see that data - 
I and others were just provided a range.
!
About 10 days into the promotion, the Ad Execution team found that over $300,000 of the $500,000 allocated 
for the promotion had been spent. I had our development team look into the data to find out how this could 
happen - Was it fraud? Was it a bug?
!
What we found was that there were tens of thousands of Kindle e-ink owners, the vast majority who hadn’t 
even seen the promotion details (as customers had to click on the ad to see the details), were qualifying for 
the $10 Gift card because every day, there are thousands of customers who own a Kindle and already have 
Discover set as their 1-click default card, that buy a digital good on Amazon in the ordinary course of their 
activity. As soon as we found this out, I sent out a 7-step solution that I recommended we implement to fix 
the issue, which involved being transparent with Discover about the issue and refunding a significant portion 
of the promotional funds that went to subsidized behavior.  Munira disagreed with my approach, directing me 
to spin this as ‘good news, that the promotion is tracking ahead of plan’ and urged me to try to get more 
budget from Discover. Meanwhile the promotion continued to run and within a few more days we had gone 
over the $500,000 budget.
!
Our finance and ad execution team had missed the key fact when doing the forecast - the forecast should 
have shown that there was a 100% certainty that the promotion as structured, would go through the $500,000 
budget within a couple of weeks given everyday activity. This was clear, the data was available during the 
forecast, and it was missed.
!
So in other words, Discover was essentially paying $10 to tens of thousands of users who had no idea the 
promotion was going on, and were just subsidizing existing behavior - Discover was paying $10 mostly to 
consumers that already had Discover set as their 1-click default and were unaware of any Kindle promotion. 
That was not Discover’s intention, nor was it Amazon’s when we ran the promotion. But it was our mistake to 
rectify.
!
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As soon as I found out what happened and why, I sent out a note and plan to the team, key points being 3, 4, 
5:


!!!
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UNFAIR AND DECEPTIVE TRADE PRACTICES, MISUSE OF CUSTOMER FUNDS 
As mentioned, my manager disagreed with my proposed plan, and sent me a note that evening directing me 
to position the overage as ‘good news’ and ask Discover for more budget. I was appalled at the complete 
lapse in ethics with her response, as she was fully aware by that point like the rest of us on the email chains 
regarding the data, that the news wasn’t good for Discover. I sent her back a note explaining “It’s not good 
news and we shouldn’t have them [Discover] pay for folks that didn’t see the ad…”.


!
Munira then asked a series of questions that distracted from the issue and showed she was either completely 
missing the point or attempting to cover up the mistake - this wasn’t about securing more budget it was 
about being transparent with our customer about our mistake, rectifying the mistake, and refunding the 
significant amount of funds that Discover had paid because of our mistake.
!
I was later told that my manager had made a similar error in the past prior to my arrival to the team, and did 
not want the SVP to find out about this new mistake, which is why she was attempting to cover it up and 
position what was really bad news, as as ‘good news’ to our customer.
!
MUNIRA REMOVES ME FROM THE EMAIL CHAIN, EXPLAINS SHE DISAGREES WITH MY 
RECOMMENDED SOLUTION, AND ASKS HER AD EXECUTION MANAGER IF THERE’S ANY ‘WIGGLE 
ROOM’ TO GET OUT OF REFUNDING THE SIGNIFICANT AMOUNT OF FUNDS TO DISCOVER FOR OUR 
MISTAKE: 

!
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CONTINUED UNFAIR AND DECEPTIVE TRADE PRACTICES, DESPITE SEVERAL NOTES FROM 
MANAGERS INCLUDING MYSELF TO MUNIRA TO “BE FORTHRIGHT” AND ‘DO THE RIGHT THING’ 
The next day, my manager directed me again to position the overage as good news and try to get more funds 
from Discover to pay for the overage. I refused and told her if she was going insist on handling the issue that 
way, I would have no part in it. I removed myself from the solution and took sick days the rest of the week. I 
literally was sickened by what we were doing to Discover Card, one of Amazon’s largest customers spending 
over $13MM per year in advertising with the company. What we were doing to them was wrong on so many 
levels.
!
1) My note to Munira to ‘be forthright about what the data says about the use of the $500K…’
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2) A note from the head of North American Sales and the head of the Financial sales team at Amazon 
encouraging Munira to “do right” by Discover, and “it takes years to build a customer’s trust and seconds to 
lose it…”




!!
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DISCOVER UPSET BY LACK OF ANSWERS TO KEY QUESTIONS - WE HAD THE ANSWERS BUT 
MUNIRA AVOIDED ANSWERING THEM. 
THOUGH I WAS OUT OF THE OFFICE AND REMOVED MYSELF FROM MUNIRA’S APPROACH TO THE 
SOLUTION, I AGAIN ENCOURAGE MUNIRA TO GIVE THE APPROPRIATE DATA TO DISCOVER AND 
ISSUE AN APPROPRIATE REFUND BASED ON WHAT THE DATA SHOWS. THIS ADVICE IS AGAIN 
IGNORED. !
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CONTINUED DECEPTION AND FINANCIALLY FRAUDULENT BEHAVIOR: MUNIRA’S ANSWERS TO 
DISCOVER DID NOT DISCLOSE THE VAST NUMBER OF USERS WHO GOT THE $10 GIFT CARD HAD 
NOT EVEN SEEN THE PROMOTION DETAILS DESPITE DISCOVER’S REPEATED REQUESTS FOR THIS 
INFORMATION. SHE SIMPLY PROPOSED DISCOVER COVER THE FULL $500,000, AND AMAZON 
WOULD COVER THE OVERAGE (BEST ESTIMATE AT THE TIME WAS THAT AMAZON WOULD COVER 
ROUGHLY $50,000 PER HER NOTE BELOW). 



!
MUNIRA SUCCESSFULLY HID THE FACT THAT THE VAST MAJORITY OF REDEMPTIONS WENT TO 
USERS WHO HADN’T SEEN THE PROMOTIONAL DETAILS (HADN’T CLICKED ON THE AD, THEN 
BOUGHT A DIGITAL GOOD WITH THEIR DISCOVER CARD TO QUALIFY). HER MISPLACED CONCERN 
WAS ALL ABOUT AMAZON BEING ‘ON THE HOOK’ TO PAY OVERAGES, AND IT SEEMS CLEAR TO ME 
SHE MISLED, DECEIVED, AND FRAUDULENTLY COVERED UP THE TRUTH IN HER SOLUTION IN 
ORDER TO SAVE AMAZON MONEY, AND PROTECT HERSELF FROM REPERCUSSIONS FROM HER 
MANAGEMENT CHAIN DUE TO ANOTHER KINDLE AD PROMOTION MISTAKE. 
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PAUL KOTAS THE VP OF AD PRODUCTS AND MUNIRA’S MANAGER, ALSO SEEMS TO BE INVOLVED 
IN THE COVER-UP. DURING THE INVESTIGATION, PAUL IN AN EMAIL ASSURED THE INVESTIGATOR 
THAT ‘DISCOVER WAS FULLY AWARE OF THIS ISSUE”. WHEN IN FACT, DISCOVER WASN’T TOLD 
ABOUT THE SIGNIFICANT AMOUNT OF THE $500,000 THAT WENT TO USERS THAT DIDN’T SEE THE 
PROMOTION DETAILS. ALMOST TWO MONTHS AFTER MY TERMINATION, DISCOVER WAS STILL 
ASKING QUESTIONS ABOUT THIS. APPARENTLY PAUL WAS WRONG - DISCOVER WASN’T FULLY 
AWARE OF THE ISSUE EVEN ALMOST 2 MONTHS AFTER MY TERMINATION. 



!!
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MUNIRA’S ANSWER TO DISCOVER’S DECEMBER EMAIL WAS AGAIN MISLEADING AND DECEPTIVE. 
THE NUMBER OF USERS THAT ‘DIDN’T DOWNLOAD THE AD’ WAS VERY DIFFERENT AND A LOT 
LOWER THAN THE NUMBER OF USERS THAT 1)SAW THE AD 2) CLICKED ON THE AD TO GET 
PROMOTION DETAILS 3) THEN USED THEIR DISCOVER CARD TO BUY A DIGITAL GOOD 4) THEN 
RECEIVED THE $10 GIFT CARD. INSTEAD, MUNIRA CONTINUED THE DECEPTION BY SENDING THE 
FOLLOWING - JUST THE NUMBER OF USERS WHO WERE PAID $10 THOUGH THEIR KINDLE’S DIDN’T 
DOWNLOAD THE AD (BECAUSE THEY WERE NEVER CONNECTED TO WI-FI). THE NUMBER OF 
USERS WHO GOT THE $10 AND DIDN’T KNOW ABOUT THE PROMOTION WAS MUCH LARGER AND 
MUNIRA AND PAUL BOTH KNEW THAT THEN, LIKE THEY KNOW IT NOW. 

!!
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THE DATA ACTUALLY LOOKED REALLY BAD: 
The reality is that the data shows it’s likely over 80%, probably closer to 90% of the $500,000 went to 
subsidized behavior. Note the analysis below that shows that ~87% of e-Ink redemptions were to customers 
who didn’t request the email (didn’t see the promotional details), and though this was known back in 
September, in December when Discover was asking more questions about this, they were again fraudulently 
mislead to believe that it was just 8,487 customers that got paid $10 who didn’t see the promotional details, 
and all the rest got paid the $10 because they were aware of the promotion. The data below was not shared 
with Discover - Discover was in fact told the opposite - that share of wallet went up in September - though 
clearly the data shows it was not due to the Kindle promotion.


!
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IN FACT, DATA SHOWS THAT THE NUMBER OF NEW USERS WHO SWITCHED THEIR CARDS TO 
DISCOVER ACTUALLY DECREASED DURING THE PROMOTION VERSUS THE WEEKS PRIOR: !
Data in document 0004604 shows that during the 9/11-9/26 timeframe - the time that the bulk of Discover’s 
budget was spent, average new default Discover cardholders per day decreased versus prior to the 
promotion (going from 1,672 new default cardholders per day down to 1,555 during the promotion - this 
includes non-Kindle activity across all of Amazon, so the Kindle contribution to this number is likely nominal. 
Though it was available, this data was not shared with Discover. 
!!!
AMAZON CAN ANSWER THE QUESTIONS DISCOVER NEEDS TO UNDERSTAND OF THE $500,000, 
HOW MUCH DISCOVER SHOULD HAVE ACTUALLY PAID BY ANSWERING THESE QUESTIONS: !
1) Number of kindle e-ink users who qualified for the gift card after first clicking on the ad to see promotion 
details, and then after the click, bought a digital good with their Discover Card. !
 !
2) Of the users above who clicked on the ad and subsequently bought a digital good, the number who switched 
their default 1-click card from a non-Discover card to their Discover card and after that, then bought that digital 
good. !
 !
3) The number of e-ink users who qualified for the $10 without clicking on the ad. !
 !
4) The number of e-ink users who clicked on the ad, but qualified for the $10 before clicking on the ad.!
 !
5) Same as 1-4 above, but for Fire Tablet users.  !
It seems that the non-misleading, non-deceptive, non-financially fraudulent way to handle the situation is to 
have Discover just pay for the number in #1 above (the number in #2 would be a subset of #1). Amazon has 
the ability to pull this data, and if a thorough internal investigation was truly done, that data should already be 
readily available. !
THERE ARE OTHER INSTANCES OF WHAT SEEMS TO BE DECEPTIVE AND FRAUDULENT PRACTICES 
I WITNESSED IN THE KINDLE AD PRODUCTS GROUP: !
1) AD IMPRESSION REPORTS DOUBLE-COUNTING.  
There was a bug in our system that wasn’t caught for several months, that double-counted impressions 
delivered to e-ink Kindles. My recollection is that some advertisers were made aware of the issue once it was 
caught, but many others weren’t. Below is an email I was not aware of until we got discovery documents, that 
show the issue applied to Discover too. I am unsure whether Discover was told about this - from what I’ve 
seen, it looks unlikely.
!
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!!
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JEFF BLACKBURN, THE SVP OF THE GROUP AND DIRECT REPORT OF JEFF BEZOS, SEEMS TO 
ENCOURAGE THE TEAM TO WITHHOLD SALES DATA FROM ADVERTISERS IF THAT’S WHAT NEEDS 
TO BE DONE TO MAXIMIZE FREE CASH FLOW AND MAKE MORE MONEY. THIS FROM A TRANSCRIPT 
OF A MEETING I ATTENDED (JB stands for Jeff Blackburn, MR stands for Munira Rahemtulla, PK stands for 
Paul Kotas, DJ stands for Dan Jedda, VP of Finance under Jeff Blackburn).
!
Jeff Blackburn starts out with what seems to be the right approach when he asks “Are we hiding 
something? This doesn’t feel right”. But then goes on to tell the team:
!
“At the end of the day, you should do what you need to do to maximize free cash flow for the device. 
Do what you need to do to make more money. I don’t know if exposing that we have 100 orders gets us 
there [obviously exposing that we only got 100 orders on a major advertising media buy is not a good 
result], but you can decide what to do to maximize FCF [Free Cash Flow]” 

!
According to Jeff Bezos’ direct report Jeff Blackburn, making money at Amazon trumps transparency and 
authenticity with Advertising customers. This kind of thinking leads me to believe that misleading, deceptive 
and fraudulent behavior in the name of making more money is becoming a deeply ingrained cultural value at 
Amazon, at the expense of customers, and it is wrong.
!
Directions like Blackburn’s above are probably the kind of thing that give Paul Kotas and Munira Rahemtulla 
carte blanche to do whatever they need to do to maximize free cash flow at Amazon, apparently even if it 
involves falsifying performance entries in order to terminate employees that raise ethics and financial fraud 
issues when they arise, lying to Amazon customers in order to keep money that isn’t rightfully Amazon’s, and 
doing everything possible to cover up these ethics and seemingly illegal financial fraud lapses when they 
occur and are reported.
!
ANOTHER AREA OF SEEMINGLY DECEPTIVE PRACTICES: !
Amazon was asked by Discover how many impressions were delivered to Kindle Fire users. I believe the 
answer was about 41,000,000. What Amazon did not share, is the number of unique devices that received 
those impressions. If Discover were made aware of that number (and should be), they would find their 
$1.2MM reached a relatively small number of users. I believe Amazon has a lot of work to do to change the 
culture, be more transparent with advertisers, and develop processes that prevent deception and financially 
fraudulent behavior going forward.
!!
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Most large advertising platforms have third party auditing in place to prevent deceptive reporting behavior like 
what I witnessed at Amazon.
!
Amazon does not allow third party auditing and tracking, so advertisers have no choice but to trust 
Amazon’s word. Unfortunately, that gives bad actors a way to hide data in ways that ‘maximize free 
cash flow’ at customers expense. !!
MY MANAGER APPARENTLY HAS A HISTORY AND PATTERN OF UNETHICAL BEHAVIOR: 
1) Munira was forced to admit under oath in deposition, several months after my termination, that she 

falsified her educational record on her resume to Amazon and all her previous employers - claiming to 
have earned a Bachelors and Masters degree in Computer Science from Stanford when in fact she 
earned no degrees at all. Excerpt from her transcript:
!

!
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MUNIRA’S BEHAVIOR ISN’T CONDEMNED AT AMAZON, IT’S APPARENTLY REWARDED:
!
It became clear to me after learning about the falsification of her educational records, how she could sleep at 
night with a clear conscience after doing what she did to falsify performance issues to get me terminated from 
the company, how she could initiate an unjustified PIP in order to block my transfer opportunities, how she 
could blatantly lie to Discover and coverup the misuse of their funds in order to cover up her mistakes, and 
how she could lie to the investigator regarding my performance and her handling of the Discover issue - it 
seems apparent to me that she just doesn’t care and seems to be OK with doing whatever is needed to get 
her next promotion. Below is an excerpt from Jeff Blackburn’s deposition:
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!
And in fact, even after finding out about Munira’s lies regarding her educational background and other issues I 
raised before my termination, Jeff Blackburn represented in his deposition that Munira was given a promotion, 
even though according to Amazon’s policies, falsification of personnel records is a Tier 1 offense likely 
resulting in immediate termination:


!

!
MUNIRA KNOWS HER HANDLING OF THE DISCOVER SOLUTION WAS WRONG, AND ADMITTED IT. 
A couple of days before I was terminated in November 2012, I had a 1:1 meeting with Munira. We went 
through my PIP performance which showed I had been successful on several of the items, just doing my job 
as I always had - nothing had changed. She had continually tried to add and change items in the PIP in order 
to make me unsuccessful but seemed to be struggling with that effort.
!
In any case, I asked her if there were any other issues or if the PIP was over. She then brought up the 
Discover issue and said “ownership” was an issue - that she had to handle the Discover issue. I told her I was 
appalled by the way she handled it, that I thought it was unethical and that I disagreed with her approach.
!
She again, at the end of October, after the investigation, asked me if I had checked whether Discover had 
extra funds to continue to fund the promotion. I was again shocked - she was still completely missing the 
point - it wasn’t about getting more funds from Discover - it was about handling the issue in a way that wasn’t 
deceptive, misleading, and financially fraudulent. And so I told her she was missing the point - that we should 
have been up front with Discover and refunded the portion of funds that they shouldn’t have had to pay due 
to our mistake, not ask them for more funds and position the overage as ‘good news’ in order to secure those 
funds.
!
She then muttered ‘the investigation didn’t find anything’ and then she raised her voice loud enough for 
others down the hall to hear though her door was shut, and pointed her finger at me and yelled “You should 
have pushed me to make a different decision” [she also admitted she did this in an email the next day].
!
That’s telling - “You should have pushed me to make a different decision”. I pushed her privately several times 
in email and in person, others on the sales team pushed her too. I provided her with an appropriate 7-step 
solution very early on in the process - the same day we all realized what happened, which she rejected.
!
And she covered it up. And she successfully lied to the internal investigator along with her manager Paul 
Kotas who essentially told the investigator that there was no issue regarding Discover, and they got out of the 
investigation free and clear. I suppose since the investigation was being directed by the same attorney who 

�21Confidential



was helping Paul and Munira terminate my employment, the truth wouldn’t have made a difference anyway. A 
few days after the conclusion of the investigation, and two days after Munira’s blow-up at me over my raising 
of the the Discover ethics and financial fraud investigation, I was terminated.
!!
THERE SEEMS TO BE QUESTIONS ABOUT FINANCIAL REPORTING AROUND THIS ISSUE THAT 
COULD HAVE SERIOUS LEGAL IMPLICATIONS: 
Below is a note from someone in the accounting group, expressing concern over how the Discover issue was 
accounted for internally. I don’t have documents or know how this issue was ultimately resolved but it seems 
like an issue that needs to be investigated further.
!

!!!
WHAT I’VE ASKED FOR FROM THE WASHINGTON ATTORNEY GENERAL’S OFFICE, AND WHAT I’D 
ASK FOR FROM THE AMAZON BOARD OF DIRECTORS AND OFFICERS OF THE COMPANY: !
I’d like your help in making sure Amazon acknowledges they mishandled the issues I’ve raised, and institutes 
processes that ensure other employees and customers don’t get treated the way Discover Card and I were 
treated. That involves Amazon:
!
1) Ensuring Internal Investigations regarding serious issues are truly independent and thorough.
!
2) Ensuring managers have well documented negative feedback before being allowed to put an employee 

into a Performance Improvement Plan (PIP).
!
3) Ensure PIPs cannot be used by managers unethically as a tool to block transfers.
!
4) Ensure HR and Legal teams do due diligence on manager’s claims of underperformance, especially when 

the employee that is being subject to the claims raises serious questions about the veracity of the 
manager’s claims, and especially when the claims come with no documentation of negative performance. 
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In Munira’s case, she was a GM with 7 years at the company who had fired others before. The 
investigator’s finding was that Munira needed to be ‘coached’ on documenting negative performance. 
Munira, with 7 years and in a GM role, knew how to document negative performance and the investigator 
should have found that there was no negative performance documented by Munira prior to my escalation 
note, because there was no negative performance, not that Munira didn’t know how to document 
negative performance - She’s had several other employees on PIP’s and she has fired employees while at 
Amazon. My performance and her feedback had prior to the latency escalation had been overwhelmingly 
positive - a significant miss on the part of the HR and legal investigation team.
!

5) Help resolve the issues around the damage done to me by holding me under the noncompete as long as 
they could, preventing me from earning a living in my field, and withholding my invention from me long 
enough for the market to make it untenable for me to monetize the invention in any way. Amazon waited 
until basically days before trial to concede on these issues fully, to avoid trial and a court’s rulings on 
these issues they knew we would likely win.
!

6) Help resolve the damage done to my record and resume - I had a pretty good record and resume and 
career path until it was hacked by Munira and Paul Kotas. Munira knows how important resume’s are - 
she lied about her degrees to make hers look good. She had no issues destroying mine even after I led a 
strong turnaround and a successful launch of the ad platform at Amazon in a very short period of time 
that I was there.
!

7) Hold Amazon accountable for the unfair and deceptive trade practices that were committed in the several 
areas outlined in my letter, as my efforts to hold them accountable seem to be ignored by Amazon and its 
management team. My goal isn’t to get anyone else at the company terminated - it is simply to get the 
company to acknowledge and fix the serious issues I’ve raised in a way that shows accountability and 
changes the company for the better. And I hope that Munira and Paul and others involved learn from this 
and become better people and managers as a result.
!

I’m happy to provide more detail as needed, and look forward to having your help to bring these issues to a 
successful resolution that fixes the damage done to Discover and myself, and makes Amazon a better 
company in the long run.
!

Though the press has shown that Amazon seems to be turning into more of a bully and aggressive company 
than they used to be in the earlier days of the company [Exhibit B], I still do believe that Jeff Bezos can 
be a decent human being, is clearly phenomenally brilliant and talented, and seems to deeply care 
about the culture of his company, and wants to care about customers. My guess is that as large as the 
company is now, it is more difficult for him to keep the culture positive and consistent and as customer 
focused as it should be but I hope my efforts get him to put some energy behind righting his ship for 
the benefit of employees and customers going forward. One value that Amazon seems to be missing 
is on employee treatment - that seems to need more focus.
!

To me, it seems like a culture of treating it’s employees like robots and numbers. And perhaps this is what 
spawns and encourages the kind of dark behavior I saw at Amazon. Employees aren’t just Bezos-bots 
and numbers. Customers aren’t just sources of Free Cash Flow at any price.
!

Amazon can and should do better.
!!
Thank You,
!!!
Kivin Varghese
!!
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EXHIBITS A & B



http://www.geekwire.com/2014/amazon-shoppers-question-whether-prime-membership-scam/
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