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AccuTran Global Questionnaire

IMPORTANT: Our absolute minimum typing speed for transcription is 60 wpm, with 70 preferred. Please DO NOT CONTINUE if you do not meet this minimum requirement.
IMPORTANT: Once you have completed the questionnaire and testing, please save in Word in .doc format and send it as an attachment via email to jobs@accutranglobal.com with APPLICATION as the subject heading. Emails that do not conform with the above guidelines will not be reviewed.
We currently have a need for transcribers with consistent availability in the 4 a.m. to 10 a.m. time frame, the 4 p.m. to 7 p.m. time frame, as well as transcribers who are experienced and comfortable with European and Australian accents.
We also have a need for experienced transcribers who would like to trans as scopists or as editors.

Please follow all instructions carefully while completing the test.
Please fill in the following information: 

Date:

Your name: 

Email: 

Contact telephone: 

Time Zone:

City/Province or State if in North America:

Country:

Typing speed:

Please test yourself at typingtest.com and paste the results below:
On a scale of 1-10, what do you consider to be your computer literacy?
What operating system are you running on your PC? (XP, Vista, Windows 7, or specify if you’re running on a Mac.)

Age of computer/s?

Which of the following do you have personal experience with (no assistance from others)? Bold all that apply.

· Install software

· Install hardware such as speakers or foot pedals

· Download/upload files to and from the Internet

· Saving files in different formats

What accounting/finance education or experience do you have, especially related to terminology?

Please list any additional education or experience you have in banking, insurance, pharmaceuticals, electronics, real estate or manufacturing.
Are you fluent in and able to transcribe in a second language?  If so, which language?

Do you have experience with transcribing accented English?  Which accents would you consider yourself proficient with?

After reviewing the requirements in the information provided, please list by number the departments below you are interested in:​​​​​​ ​__________________

1. Transcription 

2. Scoping

3. Editing
4. Realtime Writing 

Transcription Experience (describe): 

How long would it take you to transcribe (approximately) 10 minutes of quality audio?
Medical Transcription? 

Do you have more than one computer on a network in your home? 

Do you have any transcription equipment such as audio control pedals? 

What software do you presently use for transcription, if any? 

Our peak periods occur four times a year (October 20th, January 20th, April 20th and July 20th) and run for approximately four weeks.  Are you able to commit to working during all four peak periods?  

Availability: Please list your availability in EST Mon/Fri from 4:00 am EST to 3:00 am EST.  Our busiest times of day for transcription are 8:00 am to 1:30 pm EST and 4:00 to 7:30 pm EST. Include ALL availability, as other positions involve work at other times.

Monday:

Tuesday:

Wednesday:

Thursday:

Friday:

Number of hours per week you’d be willing to commit during busy seasons – one month out of three: 

Can you commit to at least 3 hours during one or both of the following time frames daily, especially Tuesday through Thursday and Friday morning?  

8:00 am EST – 3:00 pm EST   
4:00 pm – 7:30 pm EST

Thursdays are our absolute busiest day of the week during peak times. What is your maximum available number of hours on Thursday if necessary?

Please explain briefly how this opportunity fits into your long-term business or employment goals:

What is your minimum hourly expectation for compensation once trained?

Please be advised that we are not offering full-time employment.  Describe your reasons for NOT seeking full-time employment at this time:

How did you hear about us?  

Comments or questions:

For all departments, please complete the following tests:
Transcription Test

Please download the audio Test Audio from the Jobs page on our website.  Transcribe approximately three minutes of audio and title as Trans Test followed by your name.  Paste the text in the space below.  We realize you will have to just play the mp3 and start and stop it manually – that’s okay. This is just to see if you’re able to hear the speech. Please read and follow the instructions carefully. 

· No paragraph indentations

· Use % sign instead of word “percent”

· Enter a space then [ph] after any words or names you’re not certain of the spelling of. Spell and mark words with [ph] rather than using the [indiscernible] marking when at all possible.

· Enter [indiscernible] for any words you can’t even hazard a guess at. Use sparingly – we grade according to how many of these we see, versus spelling a word and marking with [ph]. 

· DO NOT stop and look anything up on the Internet 

· Please time yourself and enter time at bottom of text in brackets.

Trans Test – enter text here
Punctuation & Spelling / Comprehension Test

This is a required test for all positions.
Punctuation and Spelling 

Correct the following text for punctuation, spelling, numbers and capitalization, but not for grammar or sentence structure:

· All numbers are to be written out as digits.

· All company divisions and segments capitalized as titles.
· All dollar figures formatted properly.
· Use % instead of percent.
· Please time yourself and enter time at bottom of text in brackets.

Thanks Harvey. Good afternoon everyone. Thank you for joining us to day. Please turn in you’re Power Point presentation to the first slide. We have accomplished a great deal in the fourth quarter. We've had strong signings in global services. We've paid for PWC consulting, we've sold our HDD business. Were fully funded in our US pension plan, we've improved our execution on working capital. And as you have already seen from our press release, are fourth quarter results came in better than expected. We grew revenue from continuing operations, seven percent to $23.7 billion. 3 months ago, investors were very concerned about our ability too deliver 12 percent sequential growth, from the third quarter, excluding PWC consulting. We exceeded that with 13 percent sequential growth. This fourth quarter revenue is a statement about our leadership in the current economic environment. We also delivered in the fourth quarter, $2.7 billion in pretax profit, as reported including profitable results in our technology and in personal systems segments. 

Although the fourth quarter began as a week one, it improved to the point where we expect continued share gains in key businesses. However we had earnings per share, from continuing operations of a dollar 34. We'll take you through a bridge on that in a few moments. $4.5 billion in free cash flow, after putting 2.1 billion of cash into our pension fund, and the cash and core debt ratios of our balance sheet came in better than we had expected. But weather or not you look at quarterly records historically the third quarter surpassed all expectations. The consistency of these results in the third-quarter and prior quarters this, year is not an accident. We have been executing, on a series of leadership initiatives, designed to deliver results with 2 characteristics. Great consistency in weak economic environments, and profitable growth as the economy turns. Included in those results were certain charges, associated with the PWC consulting transaction, that the street excluded from there models.

Time Comprehension Test
We would like to get an idea of your basic business comprehension.

Quickly, and without doing any research, complete the sentences below with the terms listed. Enter the term from the list beside the appropriate definition, not the number.  Make your best guess if you are uncertain.
· There are 28 sentences, 29 terms. One sentence has two terms, and all terms will be used.
· Please time yourself and enter time at bottom of text in brackets.

1. A company may have smaller units, or own smaller companies, which are called  

2. A measurement could also be called a 

3. A statement of what a company brought in and paid out is called an 

4. A statement of what a company owns and owes is called a 

5. Another word for laying off staff is 

6. How much cash you spend is called your cash 

7. Litigation is a synonym for a 

8. Money coming in and going out is called 

9. The money paid as earnings to shareholders of a corporation is called a 

10. Something you own is called an

11. The method by which you plan to make money with your company is called your 

12. The people who buy your products and services are your 

13. The physical places you have your business operations are called your 

14. The process of purchasing can be called 

15. The purchase of something, like another company, is called an

16. The way a company plans to get bigger is called its 

17. The money you pay someone when you terminate them is called 

18. When a company is researching and developing a product, a drug for example, that might be called a development 

19. When a situation is changing, it is _________or in______ 

20. When something brings you income, it may be referred to as a

21. When something goes through different phases over time, we say it is 

22. When two entities combine and have the ability to be more than the sum of their parts, that might be called 

23. When you have a supply of aircraft or cars, that is called a 

24. When you introduce a new product or service, you might call that a 

25. When you no longer run a particular business, it would be called a 

26. When you owe money, you have a

27. When you tell people how much money you think you’re going to earn in an upcoming period, that’s called giving 

28. When your closet is full, you might say you are at 100%

1. lawsuit

2. acquisition

3. asset

4. balance sheet

5. burn rate

6. business model

7. capacity utilization

8. cash flow

9. client base

10. cyclical

11. debt

12. discontinued operation

13. dividend

14. fleet

15. flux

16. geographic reach

17. growth strategy

18. guidance

19. headcount reduction

20. income statement

21. metric

22. pipeline

23. procurement

24. revenue driver

25. rollout

26. severance pay

27. subsidiaries

28. synergy

29. transitional
Those applying for transcription positions, please stop here and forward to jobs@accutranglobal.com. Those wanting to test for Editing, please continue on.
Editing Test 

Compare this document to the audio provided, beginning at approximately the 3:00 mark, the end of the transcription portion above.  Confirm all names and terms using the Internet; correct errors in the text.  Anything you cannot verify, highlight in yellow.  Please edit the text for transcription errors, spelling errors, punctuation errors and paragraphing. Record the time it took you to edit the text and enter this at the end of the text in brackets.
Research and verify all items you have highlighted.  Use the company website, website of the analyst’s company, Yahoo Performance Center (http://biz.yahoo.com/a/ba/a11.html) or do a Google search looking for a credible hit, preferably within the company’s website.  Record the time it took you to complete the research and verifications and enter this at the end of the text in brackets.  

Your goal is to complete both the editing and verifying of terms in three to four times the length of the audio, or approximately 60 to 80 minutes.  Do not submit this test without taking this amount of time to complete it, as we will not process it unless you spend 60 minutes on it. 
Text is from Aamzon.com
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Operator:  Thank you for standing by. Good day, everyone, and welcome to the Amazon.com fourth quarter 2008 financial results teleconference. At this time, all participants are in a listen-only mode. After the presentation, we will conduct a question and answer session. Today’s call is being recorded. And for opening remarks, I will be turning the call over to the Vice President of Investor Relations, Mr. Rob Eldridge. Please go ahead, sir.

Rob Eldridge, Investor Relations

Hello, and welcome to our Q4 ‘08 financial results conference call. Joining us today is Tom Szkutak, our CFO. Jeff Bezos, our founder and CEO, and Tom will both be available for Q&A.

The following discussion and response to your questions reflect management’s views as of today, January 29, 2009, only and will include forward-looking statements. Actual results may differ materially. Additional information about factors that could potentially impact our financial results is included in today’s press release and our fillings with the SEC, including our most recent Annual Report on Form 10-K.

As you listen to today’s call, we encourage you to have our press release in front of you, which includes our financial results as well as metrics and commentary on the quarter. During this call, we will discuss certain non-GAAP financial measures, our press release, slides accompanying this webcast, and our filings with the SEC, each of which is posted on our IR website. You will find additional disclosures regarding these non-gaap measures, including reconciliations of these measures with comparable GAAP measures. Finally, unless otherwise stated, all comparisons in this call will be against our results for the comparable period of 2008.

Now I’ll turn the call over to Tom.

Thomas J. Szkutak, Senior Vice President and Chief Financial Officer

Thanks, Rob. Let me start by reviewing our fourth quarter financial results. Trailing 12-month free cash flow grew 16% to $1.36 billion. Return on invested capital is 41%, down from 55. ROIC is trailing 12-month free cash flow divided by average total assets minus current liabilities, excluding the current portion of long-term debt over five quarter ends. The combination of common stock and stock-based awards outstanding was 446 million shares, compared with 435 million.

Worldwide revenue grew 18% to $6.7 billion, or 24% excluding the $320 million unfavorable impact from year-over-year changes in foreign exchange rates. Media revenue increased to $3.64 billion, up 9% or 15% excluding FX. EGM revenue increased to $2.89 billion, up 31% or 36% excluding FX. Worldwide EGM increased to 43% of worldwide sales, up from 39%. Worldwide unit growth was 28%. Active customer accounts exceeded 88 million, up 16%. Worldwide active seller accounts were more than 1.5 million, up 18%. Seller units were 27% of total units, versus 26%. Worldwide gross profit was 1.35 billion, up 15%.

Now I’ll discuss operating expenses, excluding stock-based compensation. Fulfillment, marketing, technology and content, and G&A combined was 989 million, or 14.7% of sales, down 9 basis points year-over-year. Fulfillment was $530 million or 7.9% of revenue compared to 8.2%. Tech and content was $236 million or 3.5% of revenue, compared with 3.4%.

Now I’ll talk about our segment results, and consistent with prior periods we do not allocate to segments our stock-based compensation or other operating expense income net line item. In the North America segment, revenue grew 18% to $3.63 billion. Media revenue grew 7% to $1.75 billion. EGM revenue grew 30% to 1.73 billion, representing 48% of North America revenues, up from 43%.

We were particularly pleased with Kindle demand during the fourth quarter. We want to remind everyone that Kindle venue and costs are recognized over a two-year period. The Kindle store contains the largest collection of e-books available anywhere in the world. Selection increased by 45,000 titles in the fourth quarter, bringing the total to 230,000 titles. 103 out of $112 current New York Times best-sellers are available, and along with most new releases are priced at 9.99 or less. In addition, the Kindle store recently added The Arizona Republic, Baltimore Sun, Orange County Register, and USA Today, and now offers newspapers from eight of the top 10 metro areas in the United States.

North America gross profit grew 12% to $781 million, and growth margin decreased 114 basis points to 21.5%, driven by lower prices for our customers, including free shipping offerings in Amazon Prime and changes in product mix, partially offset by higher other revenue. North America segment operating income declined 15% to $130 million, a 3.6% operating margin.

In the International segment, revenue grew 19% to $3.07 billion. Revenue growth was 31%, adjusting for the $308 million year-over-year unfavorable FX impact during the quarter. Media revenue grew 12% to $1.89 billion or 22% excluding FX, and EGM grew 32% to $1.16 billion or 46% excluding FX. EGM now represents 38% of International revenues, up from 34%. International gross profit grew 20% to $567 million, or grew 32% excluding the impact from foreign exchange rates, while gross margin increased 23 basis points to 18.5%, driven by improvements in our vendor pricing and increases in 3P product sales, partially offset by lower prices to our customers and changes in product mix. International segment operating income increased 31% to $229 million, a 7.4% operating margin. Excluding the unfavorable impact from foreign exchange, International segment operating income increased 48%.

CSOI grew 9% to $359 million or 5.4% of revenue, down 44 basis points year-over-year. Excluding the $26 million unfavorable impact from foreign exchange rates, CSOI grew 17%. Unlike CSOI, our GAAP operating income includes stock-based compensation expense and other operating expense. Gaap operating income increased $1 million to $272 million or 4.1% of net sales.

Our income tax expense was $79 million in Q4, or a 26% rate for the quarter. In 2008, we paid $53 million in cash taxes. A majority of our tax expense is noncash because we have current tax benefits and NOLs related to excess stock-based compensation. GAAP net income was $225 million or $0.52 per diluted share, compared with $207 million and $0.48 per diluted share.
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Operator:  [Operator Instructions] Our first question this afternoon will come from Scott Devitt with Stifel Nicolaus.

<Q – Scott Devitt>: Hi, thanks, and congratulations on the continued success. I had two questions, if I could. They’re a little bit longer-term in nature. First, I was wondering if you could just comment on the early progress of your large-company focused cloud computing initiative that you recently launched with Capgemini and whether you think that you would pursue further initiatives or partnerships in that area to target enterprise-level customers? And then secondly, on Ammazon Video, which is now being distributed through several partners to get it toward the TV and it’s now a pay-per-view service, could you just comment on what your long-term ambitions are in terms of a business model, potentially shifting from pay-per-view toward a subscription model as more digital content is available? Thanks.

<A – Jeffrey Bezos>: I’ll answer those. As far as – on the first question, we think there is a very significant and meaningful opportunity over time for enterprise-level customers with our Web Services business. The is – the Elastic Compute Cloud and the Simple Storage Service are already being used by a number of enterprise level customers, and we expect that trend to continue. On the business models for Video, as you said, we have a pay-per-view model now. I just wouldn’t want to speculate too much on what we might do in the future.

<Q – Scott Devitt>: Thank you.

Operator:  Our next question comes from Marc Mahaney with Citi. Your line is open.

<Q – Marc Mahaney>: Great. Thanks. Jeff, just on the Kindle, I know you’re not disclosing a lot on it, but any major surprises from your perspective, maybe in terms of overall usage, any cannibalization? Or do you just sense that overall it’s just materially increased the overall book purchases of customers? And then, Tom, really quickly, did you see material signs of discounting in the quarter? I assume you did. And just thoughts if your strategy for dealing with significant discounting in the marketplace was different this year than in prior years, given the large third-party base that you have now. Thank you.

<A – Jeffrey Bezos>: With Kindle sales, we see that when people buy a Kindle, they actually continue to buy the same number of physical books going forward as they did before they owned a Kindle, and then incrementally, they buy about 1.6 to 1.7 electronic books, Kindle books, for every physical book that they buy. So, so far what we’re seeing is very strong incremental book unit sales, which of course we’re very pleased to see. The biggest surprises so far for Kindle have just been the unusually strong demand that we saw in the fourth quarter. We had anticipated strong demand, and what we saw was stronger than that. So we’re extremely grateful for that, and we will keep marching forward here.

<A – Thomas Szkutak>: In terms of your second half of your question, Mark, there’s absolutely no change in strategy related to pricing. We’re trying to make sure we offer a great value to customers. We operate in a very competitive marketplace, and certainly we saw that in Q4, which is reflected in the gross margins that you see and our Q4 results. So again, no change of strategy, and it was certainly very competitive, and that’s reflected in the results that you see.

<Q – Marc Mahaney>: Thank you, Tom. Thank you, Jeff.

Operator:  Our next question will come from James Mitchell with Goldman Sachs.

<Q – James Mitchell>: Thank you very much for taking my question. I guess I noticed that your additions to unearned revenue approximately doubled year-on-year despite Kindle’s being out of stock most of the quarter. Could you speak to whether that reflects very strong uptick of Prime or very heavy Kindle sales for the period when they were in stock? And then separately, it looks like your North American media revenue growth decelerated quite sharply from 3Q to 4Q, whereas your International media revenue growth ex FX was fairly stable in terms of year-on-year growth rates from 3Q to 4Q. I was wondering if that reflected purely macroeconomic motives or if there was anything else, such as Harry Potter or video games, driving that. Thank you.

<A – Jefferey Bezos>: Sure. The other revenue, in addition to the items that you mentioned, contains a number of things, including Prime and our credit card relationships and advertising, et cetera. And so we did see very solid growth there. In terms of your – could you repeat the second half of your question, James? Sorry.

<Q>: Sure. It looks as if your North American media growth decelerated from I think midteens year-on-year growth in the third quarter to 7% in the fourth quarter. Whereas your International media revenue growth remained at around 20% in both 3Q and 4Q ex FX. So I was wondering if there was anything kind of special behind the divergence in growth paths, other than the U.S. economy perhaps slowing more sharply?

<A – Jefferey Bezos>: Yeah, no, we had – it wasn’t just in media. It was across the board. If you look at media and EGM, we had stronger growth in International. We saw growth in total ex exchange of 31% in International. And we’ve focused on the same things that we focus in North America, the fundamentals, making sure that we have great pricing. Certainly Prime’s having an impact in International as well as North America, and offering just a great value proposition. Certainly one thing to keep in mind, when you look at International, though, we have launched in addition to adding a lot of selection within existing categories, in all of our categories globally, we’ve launched approximately 25 categories over the past two years or so. And that’s certainly had an impact on the growth rates as well.

<Q – James Mitchell>: Thank you.

Operator:  Our next question comes from Justin Post with Merrill Lynch.

<Q – Justin Post>: Looks like a lot of off-line retail stores are under some pressure, and there’s a lot of store closures. Can you talk a little bit about anything you’ve seen in the music category historically from that? Has it helped you at all? And how can you take advantage of maybe some of that next year? Any competitive initiatives that might help the company?

<A – Jeffery Bezos >: I think it’s difficult to say what if any short-term impacts you might see from that. And in the long term, these are – fortunately the markets that we operate in are very large markets, and there’s room for lots of winners, and so I don’t think there’s going to be much impact in the long term. Continue to be a very competitive enviroment.

Operator:  Mr. Post, any further questions?

<Q – Justin Post>: No, that’s all. Thank you.

Operator:  We will move next to Doug Anmuth with [indiscernible] Capital.

<Q – Douglas Anmuth>: Great, thanks for taking my questions. Can you talk about how you’ve been impacted or I guess maybe weather you’ve been impacted at all since you begun collecting taxes in New York in the middle part of the year? And then also, what are you seeing in terms of new Prime memberships? Is there any kind of slowdown or deceleration in this type of macro environment? Thanks.

<A – Jeffery Bezos >: In terms of sales tax, we collect in certainly a number of states in the U.S., many jurisdictions outside of the U.S. In fact, approximately half our business today that we are actually collecting some type of either sales tax or value added tax, and we have very good businesses in those geographies. And so I can’t comment much beyond that.

In terms of Prime, we’re very pleased with what we’re seeing in Prime. We have very good subscriber growth, and customers like it. We certainly saw that was evidenced further in Q4 during the holiday season and reflected in the results that you see for Q4. So again we’re very pleased, and again it’s something that we offer in most geographies today, and we’re very pleased with how it’s performing.

Operator:  Our next question will come from Imran Khan with J.P. Morgan.

<Q – Imran Khan>: Yes, hi, thank you for taking my questions. Two questions. First, active seller accounts were up 18% on a year-over-year basis. If my memory is correct, it accelerated from 17% in Q3. Better understanding, what’s really driving the active seller accounts so much for you guys? Second question, it’s been reported that DVD sales are pretty weak, and I was wondering if you were seeing any weakness on the DVD sales in fact those changes in the tie-ratio? Are you seeing that? And any comments on Blue-ray? Thank you.

<A – Jeffery Bezos >: Sure. In terms of the active sellers, as we’ve talked about in the past, we have three customer sets: the consumers, sellers, and developers. And we start with those customers in each of the things that we do and work backwards, and we’ve focused very heavily on the seller experience over the last several years, and that’s what we believe is driving the active seller account growth.

In terms of categories, any comments on categories within the breakouts that we have, like for DVD, I can’t comment much. But certainly we think – you mentioned Blue-ray. We like the Blu-ray business, and we certainly have a great selection in DVDs, as well as – in the original format as well as Blu-ray, and we’re certainly seeing that customers like that. But beyond that, there’s not a lot I can add to it.

<Q – Imran Khan>: Okay. Thank you.

Operator:  We will take our next question from Jeetil Patel with Deutsche Bank.

<Q – Jeetil Patel>: Great. Thank you. Congrats. To questions. In the current environment, how much data do you have or analysis do you actually do in your customer base to figure out spending propensity by say geographies, ZIP codes, vintage of when they were added, household income to better forecast the business? Are you getting to that granular level of detail to assess kind of your trend lines of business as you look at Q1 guidance, and I guess how you look internally in terms of budgets? And then second, does the current environment, as enterprise-level spending slows down, create increased interest or open up the conversation around the Web Services and what you can provide for enterprises these days? Or can you just comment a little bit more about how those conversations are progressing?

<A – Jeffrey Bezos>: In terms of the first part of your question, we’re certainly a very data-driven business, and we look at many, many different things. Primarily, though, from a – when you think about some of the data that we do look at, it’s very heavily focused on the customer experience side. How do we make sure that we are priced appropriately in our products? How do we make sure that we’re serving our customers the way we want to and reducing all the customer- defects in every way that we touch the customer? And so those are the areas that we focus vary, vary heavily on. And certainly we look at other metrics, as you’d expect, but that’s really where the focus is.

Could you repeat the Web Services question?

<Q – Jeetil Patel>: Yeah. On Web Services, I guess – you lowered the cost of computing for companies that utilize the service, and curious: As I guess the budgets become tighter as you look ahead for enterprises out there, does that open up the conversation for what you can provide larger companies on Web Services, or is that still a ways to go in terms of that conversation with the larger Fortune 500 accounts in the market?

<A – Jeffrey Bezos>: I think it does open up those conversations. People are, in this macro environment, looking for ways to save money, and cloud computing does do that. So it improves utilization, improves efficiency. There’s a lot that can be done there, and so if you’re looking for a silver lining in the macro environment, I think that that is – what you’re suggesting is correct.

<Q – Jeetil Patel>: Jeff, do you think it’s still too early to see the impact of that in terms of I guess conversations, or are we just still too early in terms of the business cycle and the downtown?

<A – Jeffrey Bezos>: No, I think on the edges, you’re seeing it already. And I suspect that that momentum will continue.

<Q – Jeetil Patel>: Thanks.

Operator:  We will go next to Jeffrey Lindsay with Sanford Bearnstein.
<Q – Jeffrey Lindsay>: Thank you for taking my question. Could I ask, could you share with us any of your thinking on your next product categories and your geographic priorities going forward, International versus the U.S., where you see the kind of expansion opportunities to drive growth going forward? And then could you just mention, could I ask Tom, do you plan to put any hedging programs in place? Thank you.

<A – Jeffrey Bezos>: In terms of the product categories, the geographies, unfortunately we have a long-standing practice of not talking about which categories we’ll launch next. I apologize. I can’t help on that. But again, we – in addition, just as a reminder, in addition to looking to new categories to add selection, we’re continually adding selection within the categories that we’re in.

In terms of hedging, we are not doing really any hedging today using instruments. We have certainly a lot of natural hedging, and what I mean by that is we’re predominantly in those geographies that we operate in, we’re pricing in local currency; the vast majority of both the COGS as well as the operating costs are in local currency. We’re certainly exposed to the income and the cash flows that we generate in these geographies, but we’re not hedging those. And that’s something that’s been constant for some time. And again, because we’re taking a long-term view, 

and a lot of work could happen throughout the year in Q4, there’s not a lot more, can be on that I can comment. 

<Q – Jeffrey Lindsay>: Thank you.

Operator: [Operator Instructions]

Rob Eldridge 

Thank you for joining us on the call today and for your suggestions. Replay will be available on our Investor Relations website at least through the end of the quarter. We appreciate your interest in Amazon.com and look forward to talking with you again next quarter. Thank you.
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Disclaimer


The information herein is based on sources we believe to be reliable but is not guaranteed by us and does not purport to be a complete or error-free statement or summary of the available data. As such, we do not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the information. You must evaluate, and bear all risks associated with, the use of any information provided hereunder, including any reliance on the accuracy, completeness, safety or usefulness of such information. This information is not intended to be used as the primary basis of investment decisions. It should not be construed as advice designed to meet the particular investment needs of any investor. This report is published solely for information purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an offer to buy any security in any state where such an offer or solicitation would be illegal. Any information expressed herein on this date is subject to change without notice. Any opinions or assertions contained in this information do not represent the opinions or beliefs of FactSet CallStreet, LLC. FactSet CallStreet, LLC, or one or more of its employees, including the writer of this report, may have a position in any of the securities discussed herein.
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