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[00:00:00] Lenny Rachitsky
English:

You're CTO of Meta. You are a co-CEO of Salesforce, you're chairman of the board at OpenAl. How do you
think the Al market is going to play out?

AR ERIE:

fRE1E Meta B9 CTO, HB1E Salesforce EX[E CEO, ITERE OpenAl NEEREE, FIAN Al hiZREKZ MM
EE?

[00:00:07] Bret Taylor
English:

The whole market is going to go towards agents. | think the whole market is going to go towards
outcomes-based pricing. It's just so obviously the correct way to build and sell software.

FROCERIR:

BAMIZEIEERSEEAR (Agents). HIANBNTIZBREAETERIEN (outcomes-based pricing) .
X E AR HE R ERS .

[00:00:16] Lenny Rachitsky
English:

This makes me think about, | had Marc Benioff on the podcast. You guys were co-CEOs. He was extremely
agent-pilled.

FRCERIR:

XL FRARFC K B #IE Marc Benioff RIIER ., RIS EHKE CEO, M3 EEEABER T HEXNEZEE (agent-
pi“ed)o

[00:00:21] Bret Taylor
English:
It's so hard to sell productivity software, which I learned the hard way.

AR ERIE:



HEEFNRHIFEREME, XEFEIBREHIFEI,

[00:00:24] Lenny Rachitsky

English:

What's a story that comes to mind when you think about your biggest mistake?
FRCEE:

S{r8% B O ERANEIRE, RMEFFMEMIRE?

[00:00:27] Bret Taylor
English:

| was the product manager for, it was called Google Local had a pretty tough product review with Marissa
and Larry, and to not do that well with a link from the Google homepage is embarrassing.

AR ERIE:

FHEBYRE Google Local B9~ m4&FIE, A Marissa (MER/R) UK Larry (fl33) #H1TT —XRIEERMERF 5
W, A Google BHTHEHENOMIER FIEEMHEF, XENRERK.

[00:00:37] Lenny Rachitsky
English:

| think it's really empowering for people to hear it's possible to succeed in spite of a massive failure like
this.

PRCERIE:
RIS ARIFEITERFH L B AR IEE TR, RIEEAANBN.

[00:00:41] Bret Taylor
English:

They gave me another shot to do the V2 of it that resulted in Google Maps. We got about 10 million people
using it on the first day.

FRCERIR:
57 FE RINEEM V2 hieds, BLEEHKEY Google #E, L4E—XKMABKL] 1000 5 AER.

[00:00:48] Lenny Rachitsky

English:

What mindset contributed to you being successful in such a variety of roles?
R EE:

Tt ARSI IREIITE Z R A B P ERREEIS AT ?



[00:00:52] Bret Taylor
English:
Waking up every morning, what is the most impactful thing | could do today?

FRCERIR:
BRE LERERN: SKEEMNFRBZMAONEBEMHA?

[00:00:56] Lenny Rachitsky
English:

Today, my guest is Bret Taylor. Bret is an absolute legendary builder and founder. He co-created Google
Maps at Google. He co-founded the social network, FriendFeed invented the like button and the real-time
newsfeed, which he sold to Facebook. He then became CTO at Facebook. He then started a productivity
company called Quip, which he sold to Salesforce for $750 million. He then became co-CEO of Salesforce.
He's also currently chairman of the board at OpenAl. At one point he was chairman of the board at
Twitter. Today, co-founder and CEO of Sierra an Al started building agent to help companies with

customer service sales and more.
(00:01:32):

In our conversation, we cover so much ground, including what skills and mindsets have most helped Bret
be so successful in so many roles, why we're all still sleeping on the impact that agents are going to have
on the business world. How coding is going to change in the coming years, where the biggest
opportunities remain for startups, lessons on pricing and go-to-market in Al, the story behind the like
button and so much more. This is a truly epic conversation with a legendary builder.

(00:01:57):

If you enjoy this podcast, don't forget to subscribe and follow it in your favorite podcasting app or
YouTube. Also, if you become an annual subscriber of my newsletter, you get a year free of a bunch of
incredible products, including Replit, Lovable, Bolt, n8n, Linear, Superhuman, Descript, Wispr Flow,
Gamma, Perplexity, Warp, Granola, Magic Patterns, Raycast, ChatPRD, Mobbin and more. Check it out at
Lenny'snewsletter.com and click bundle. With that, | bring you Bret Taylor.

AR ERIE:

SRXHEERE Bret Taylor, Bret @— X ZHFHNREEMEIIEA. MTE Google BXE BT Google #E;
BXE BN T R ML FriendFeed, RBA7T “mB” RHAMEBIFHER (Newsfeed) , ERIGHEHSELRT
Facebook. FE/EMIA 97T Facebook B CTO, #ZHEMEIN T £ AE Quip, HLL 7.5 12FTHINIEE
¢577 Salesforce, Z/EftE /7T Salesforce BYEXE CEO, ftE/IiARE OpenAl NEESEE, H BB Twitter
MEESTRE, WE, thE Sierra WELSBIAAFE CEO, X2—XWE Al BeR UM ARV ERFRS. ¥
EZ W SHMEIAEL,

(00:01:32):

ERNBIER, FITRAZ TR ZHAE, SEMPLERENOSRERSD) Bret EXAZABRIISHIY;
A ATNNARGE T SR E L R~ LR, RRVEREFNALELZN; WLIRBRKBINE
EWME; AIENHHEATG (GTM) REENZWH;, "R RABENSRESFEF. XBE—H5EHFHESE
HYSEIRFER T o

(00:01:57):



MRIFERXNMEER, A TEEANBERAN YouTube EITHEMKFE, Lthsh, NIRRT HH R

(Newsletter) MEEITRE, (RAIURBRE—FEN—RIALFE~H, BIF Replit, Lovable, Bolt, n8n,
Linear, Superhuman, Descript, Wispr Flow, Gamma, Perplexity, Warp, Granola, Magic Patterns, Raycast,
ChatPRD, Mobbin %%, 15517 Lennysnewsletter.com H s & bundle &, T, iEFHIIRID Bret
Taylor,

[00:02:22] Lenny Rachitsky (Sponsor: CodeRabbit)
English:

This episode is brought to you by CodeRabbit, the Al code review platform transforming how engineering
teams ship faster with Al without sacrificing code quality. Code reviews are critical, but time-consuming
CodeRabbit acts as your Al co-pilot providing instant code review comments and potential impacts of
every pull request. Beyond just flagging issues, CodeRabbit provides one click fix suggestions and lets
you define custom code quality rules using AST GREP patterns, catching subtle issues that traditional
static analysis tools might miss.

(00:02:55):

Coderabbit also provides free Al code reviews directly in the IDE. It's available in VS. Code, Cursor and
Windsurf. CodeRabbit has so far reviewed more than 10 million PRs installed on 1 million repositories and
is used by over 70,000 open source projects. Get CodeRabbit for free for an entire year at CodeRabbit.ai
using code, Lenny. That's CodeRabbit.ai.

FRCERIR:

Z<HATI B B CodeRabbit #Bfl, CodeRabbit 2—m Al B3 ET A, EEANRZEIRRHAMEAFEHEAERE
BURIER T, AR AR AEENS . KIBHEEEXEEEIFEF M, CodeRabbit ZEHREY Al BB, 7
SAMAENER (PR) RHEINHEEITICNEEZ M. BRTHRCRE, CodeRabbit X2 fft—RIEEE
W, FHAVFREER AST GREP BREX BEXREIFEMN, et st TRA sEERAIZR IR,

(00:02:55):

CodeRabbit F E#1E IDE iRt R ER Al XIB3EZE, X#F VS Code. Cursor #l Windsurf, ZIB&IHILE,
CodeRabbit BEEZE T#8:d 1000 A4 PR, &I#7E 100 5 MU ES, HigED 7 AN RME£ER, AR
15 "Lenny", 7£ CodeRabbit.ai FZZFREX—EEER) CodeRabbit fRSZ.

[00:03:20] Lenny Rachitsky (Sponsor: Basecamp)
English:

This episode is brought to you by Basecamp. Basecamp is the famously straightforward project
management system from 37signals. Most project management systems are either inadequate or
frustratingly complex, but Basecamp is refreshingly clear. It's simple to get started, easy to organize and
Basecamp's visual tools help you see exactly what everyone is working on and how all work is
progressing. Keep all your files and conversations about projects directly connected to the projects
themselves so that you always know where stuff is and you're not constantly switching contexts. Running
a business is hard. Managing your project should be easy. I've been a long time fan of what 37signals has
been up to and I'm really excited to be sharing this with you. Sign up for a free account at
basecamp.com/Lenny. Get somewhere with Basecamp.

FROCERIR:



ZSH#AF5 E B Basecamp #Bf, Basecamp 23R B 37signals WEZBEMNIMBEER S, AZHNEEEAR
FBLAERR, BAERESAAE, B Basecamp EEMIESABERE—#. ELFEE, ZTFALR, HA
MU TEEEBIRERBIS N AERTAURIEHE, SAEXHNMBEMNEZEZSMBE RS X, XER
MAEHERBEER, MAFTERMINE LT, FEVESELRET, BEENBENZEESR. B—EHRE
37signals B3 42, REMEESARDE. £ basecamp.com/Lenny ;¥ EMW S, F Basecamp Bifi—&EZ
7o

[00:04:10] Lenny Rachitsky

English:

Bret, thank you so much for being here and welcome to the podcast.
R EE:

Bret, IFERSHREER, PREIFER.

[00:04:14] Bret Taylor
English:

Thanks for having me.

R EE:

AR,

[00:04:15] Lenny Rachitsky
English:

My pleasure. There's so much that | want to talk about. You've done so many incredible things over the
course of your career. Just boggles the mind, the things that you've done, and we're going to talk about a
lot of that sort of stuff, but | want to actually start with the opposite. | want to talk about a time that you
messed up, a time that you screwed up in a big way. We have this recurring segment on the podcast
called Fail Corner, and so, | thought it'd be fun to just start there before we get into all the great stuff
you've done. What's a story that comes to mind when you think about maybe your biggest mistake in
building a product?

AR ERIE:
MRS, RENNANBKRZ T, ERAVEERHTXAZAARINNERE, GESARN, RITSMEIE
ZXIET, BERELEMERNAEFS. REMOMSmANE, WRIMIEAENINE, RITBEE—

MEEFTY “RMMAZE” (Fail Corner), FIUTEENERZA], REBIEMXEHIR, SRERELE~ @D
BRPETHRAHEIRE, (REIBEMNEE?

[00:04:43] Bret Taylor
English:

It may not be the biggest, but it was my first prominent mistake as a product manager at Google. So for
me, it feels big because it was very formative for me as a product designer. So | joined Google in late 2002,
early 2003, and | was one of the earliest associate product managers at the company and first, was



working on the search system, essentially expanding our index from 1 billion webpages to 10 billion,
which was a big deal at the time. It seems quaint now. Then | did a decent job and so my boss, Marissa
Meyer, gave me the opportunity to lead a new product initiative, which was a big bet on me and it was
both an opportunity to do something for Google, but | was also being pretty scrutinized just as a young
new product manager and the premise given to me was work on local search.

(00:05:40):

At the time, the Yellow Pages was still dominant and well, Google was really good at searching the web. It
wasn't really good for finding a plumber or a restaurant just because it wasn't really a huge part of the
internet at the time. So this content wasn't necessarily on the internet and even if it was, you didn't really
want to find plumbers in Manhattan, you wanted to find plumbers in San Francisco, if you're me. And so it
was both a technical problem and a product problem and a content problem.

(00:06:11):

We launched the first version of that product that | was the product manager for, was called Google Local
and it was, I'll be a little bit more critical now than | might've been at the time, but it was a little bit of a
me too version of Yahoo Yellow Pages, essentially grafting on Yellow Pages search on top of Google Search
and with a properly crafted query you could see those listings at the top of your search results but a
standalone site at local.google.com. Actually, it was an important enough initiative that actually, there
was on the Google homepage, it had Web, Images and Local was up there as well, so it's got top bill.

(00:06:54):

I mean you could put almost any link on the Google homepage and get a lot of traffic to it. And despite
that, it didn't do that well and to not do that well with a link from the Google homepage is embarrassing.
There's not much one can do more than giving you that kind of traffic to give you an add that as a product
leader or a product manager. And the product was fine, it worked, but it really wasn't differentiated. And
in many ways, | think, again, | think I've had these reflections more sense than at the time, that | had
some of the time, but why use this instead of Yahoo Yellow Pages? But more than anything else, why use
this instead of the Yellow Pages? It was a digital version of something that had come before. Had a pretty
tough product review with Marissa and Larry and others and it was fine. | wasn't about to get fired or
something, but it was, | don't know, the shine on my reputation was waning a little bit.

FRZERIE:

XA RERBRAR, BEERHIEN Google "mEIL THE—NEBHIR, WHFKH, ERIERKR, EHEHN
FAEN P mIgiH MR KR T EEFA. F7E 2002 FEEL 2003 F4IMN Google, E/\_JE_EE’J HEBHIE
iR (APM) Z—, BHRAFERRZSL, TEERRSIM 101200 EE 100 249, XTEHNZHK
£, NEEREAESRIET. BRERIATE, HHER Marissa Meyer 457 H AT — M mINE B
=, XNBERHAB—REANKE T, XEERN Google T AINS, FA—NMERIHF@EIE, RERIT
FERNERL. ARFRE: AR (Local Search),

:I

(00:05:40):

LB, (ED) (Yellow Pages) NALIBES ML, B Google IFREBKIEEREMIT, EFREKINKEIXRE
[T, ARERXLEABTERSEBMNERAMIT D, XERNEIFRA—EEMW L, BMEE, MRMEAEHEEL, R
WARBIRERWMAIKE L, FAIUXER— MR, tHE— N mirEfMA AR,

(00:06:11):

B L T HIBEF REERNE —hias, I Google Localo EM‘IEIJLI;’-EEE ?JzAl:lsélE'_TEﬂls%' ‘tz Eﬁ

E’J i, T’J"_JL,(TEE% %Tﬁ%ﬁé%ﬂﬁ%’ﬂi@, BEethE— A?E_Liﬁﬁlocalgoogle com, BEFE, X2—1



FEEENHE, UETHE GoogleHIILE, IFTY "W . “BR” , ©F “&Htt” &, ©4LET AR
B,

(00:06:54):

BHERE, RILFRILUE Google BRI MEEHRSEXRARE. RENL, ENRAHRE. EHE
Google BTUHEHZRIEN Filidy, XEMNREN. (FAFRAFERTmEIE, RTHIMXMEINRE,
AMNRELIMESZFTF T, FmAFREHE, gl, BRLLEERK. EREZHE, HMELEER (S8
HE-EXMRELR) . MTABAXNMARHEEDI? EEENE, IMTAZAXITMAZRARET? ERE
RSBV FIhRAS, A Marissa. Larry FAHT T —RIEBRENT miTH. RATKIRBRENM
T, BERNBEHLERTH.

[00:07:52] Bret Taylor
English:

And they gave me another shot to do a V2 of it and | got the impression it wasn't like my last shot, but |
certainly was feeling a little dejected from going from a hot shot, new PM to a new thing. So, we spent a
lot of time thinking about how can you make something that's just much more compelling and not just a
digital version of the Yellow Pages and not just so similar to some of the other products out there. And
that ended up being the thread that we pulled that resulted in Google Maps. We had licensed from
MapQuest, the ability to put this little map next to the search results, it was always the ugliest part of the
product and we always made these backhanded comments about it internally and we spent a lot of time
saying, what if we inverted the hierarchy here and made the map the canvas?

(00:08:49):

We ended up finding Lars and Jens Rasmussen who had been working on this Windows mapping product
and we got them into the company and started exploring this space and it ended up where, through that
exploration we ended up integrating a lot of different products. We ended up integrating mapping local
search, driving directions, like all of these products at the time were actually separate product categories
and ended up with something that redefined the industry and certainly my career. But it took, | think for
me as a product leader, it changed the way | think about product just because there's feature and
functionality and then there's like why should | use this thing in the first place? And it was notable, there
was a couple of interesting moments.

(00:09:34):

When we launched Google Maps we got about 10 million people using it on the first day, which at that
scale of the internet at the time was huge. And then in August of 2005, we integrated satellite imagery
from a recent acquisition called Keyhole, which became Google Earth and we got 90 million people using
it on the same day. Everyone wanted to look at the top of their house when the imagery came out. And it
was really interesting because there's so many subtle product lessons in there. First is, | think as you have
these new technologies, rather than literally digitizing what came before, if you can create an entirely
new experience, it answers the question for a new customer, why should | give this the time of day? And
so, really disassembling the Lego set and reassembling into something new rather than just digitizing
what was there before. Certainly, that was the lesson | think in Google Maps, really was native to the
platform in a way that a paper map couldn't be and that was a really meaningful breakthrough.

(00:10:35):

And then with satellite imagery, it honestly wasn't the most important part of Google Maps, but it was the
sizzle to the steak and it created, | don't think the term viral was a thing people said back then, but it

created a viral moment. We were on Saturday Night Live, which is the coolest thing. Andy Samberg in, |



think it was called Lazy Sunday rapped about Google Maps and Lars and | were texting each other. We did
it. We're on Saturday Live. Mission accomplished. And it was also showing that as you're there thinking
about products, there's the why you decide to use a product and then what is the enduring value. And
those are deeply related but not all the same thing. And | just learned so many lessons that | took with me
for every subsequent product that | worked on.

FROCERIR:

bl 148 T B RS EM V2 frdEs, RREXF—ERKE—RIE, EM—1EREERH PM BER—15
BEOA, RALRIBLE AR, A, HNETRENERE . NAME—RERRSI A~ m, MAXNE
BN FURE, BRAMUNENTELEEMTRERNKRE. XMEHINTRLS|H Google HERAFLR.
FATHETM MapQuest JRIF TN, AJUERRERZIHR—NNUE, B2 mP&ANED, FHiIRER
ZELTHE, RIETRZMEINE: MRFENREESR, BHEFEANESR (Canvas) REH?

(00:08:49):

ENRLHKET Lars 1 Jens Rasmussen 5235, 1S IEEFAZ—R Windows #E ™. FITEMITE#H
NE, FHRRBEXNTH, BEIRR, RNBETEFZSAENSGE: tE. SR, BEESMH-—HH
XEHTMEM TN~ REN. RERINME T —REWEXITULN~G, SABERENX T HNRVEE,
BEA—BFRINSEE, ERETHREZFGNAN: BRTHEMNEYE, 8 “ATAREEEFEAXINAF
7?7 o HEA/LNEBEZ.

(00:09:34):

YA ML Google HERS, F—RIMAAL 1000 GAF, XELSNNEKMMETEEXRN,. AT 2005
F8A, HMNESTHKEFHWMAE Keyhole WEEEH (FHRZMT Google #1EK) , ZiXFH 9000 5 AfE
. B—HX, SMABBEEECKNEN. XIEEEE, RAEPESHZAH~REI. &%, &K
IR RAERRAN, SERRIBEVHNEFL, FOeSE—emidn, XEEFTHZFAEZ: XA
FABXEXN? Fill, BIFBRSIRAHERAENTHRA, MABNNEFL. XIER Google HEIRIH
ll: EURBHETALMNAREN T FANRERKR, X2—MIFEEEXHIRMK,

(00:10:35):

ETIRERERL, BARERRE Google EREEMNE S, BER “4HLALKLE" (sizzle to the steak, 15
FH), QIET T —HFHELHNANEEA REXEE XMI—EBELIET —NMRLNZl, Hi1TE
EE LT (B%MNF) (SNL), BRBAEENERE. Andy Samberg 7E {Lazy Sunday) EIEB7T XF Google
MERRE, FM Lars BAEAREER: “BIMEEIT, BITLESNLT, E55%EM.” XKREA, HRBE=R
B, BB “AtAREFER~R NREE, BE “BANNE Bfta. XBELEEX, EHFTELE—E
£, BFITRZHII, HEE(TFTZEE5NE— =R,

[00:11:18] Lenny Rachitsky
English:

That is an awesome story. One | think it's really empowering for people to hear, even you Bret, who I'm
going to share all the successes you've had, have had a massive failure with the CEO of Google [inaudible
00:11:30] just like Bret, you screwed up. And it was such a big bet. So one, just it's possible to succeed as
you have succeeded in spite of a massive failure like this. And then some of the product lessons you
shared, just to highlight a few of these things because I think this is great, is just you will often not win if
you just make something that's a better copy of something else, what you want to look for is something
that is an entirely new experience, something that's differentiated, something that's a lot more
compelling. Let's flip to talk about what you've learned from actually being very successful at a lot of
things.



(00:12:02):

So | was looking at your resume and you basically have been very successful at every level of the career
ladder and in such a huge variety of roles. So let me just read a few of these things for folks that aren't
super familiar with your background. You were CTO of Meta, you were co-CEO of Salesforce, you're also
CPO and COO at Salesforce. At Google, you joined as an associate product manager where you famously,
you didn't mention this but you rebuilt Google Maps on weekend. We're not going to talk about that.
You're chairman of the board at OpenAl. You were chairman of the board at Twitter. You've also founded
three different companies, one social network, one productivity docs company called Quip, and now,
Sierra. Fun fact, at FriendFeed you invented the like button and | don't know if people know that and also

just the newsfeed, I'll just throw that out there to give you some credit.
(00:12:50):

So you're basically an associate product manager, an IC product manager, an engineer, CPO, COO, CTO,
CEO of three different companies including a public company. Very rare that somebody is successful at all
these types of roles and all these levels. So, let me just ask you this question. What mindsets or habits or
just ways of working have you worked on building in yourself that you think have most contributed to you
being successful in such a variety of roles and levels?

FROCERIR:

XE—MRENKE, ARF[UEARTEXEIFEENE, BERR Bret, ERAERXAZHINZE, WEBEH
I # Google CEO 1y “Bret, fRGHET” KIEARKK, MARER—MALERBME, FAILUE—=<, B
ELN T XFENBK, KATRIRSGGRIRZXFENRY. AREMDEN—E~mll, BBRBAEFR/LR,
AEXRET . MRIRARE— M EANABFHNES m, (REEAER; MEFHNEEHNEE. ERMLHKR
7. BAERS|INHRA WEILIVE MR MBRLEIFE RN SEBEHFET 4o

(00:12:02):

BEIMNER, FEXEFERIMBENE— P ER. FENLZENAEPEIE T EANRKI. iLH AL
AERAEMREEMIARIE—T: RE 2 Meta B9 CTO, Salesforce BYBXfE CEO, 3BT Salesforce B CPO
COO, 7£ Google, {RIABNIEFMEZIE (APM) HEHMAN, EBEMREBNET (BAMMEERE) —2FERR
EE7 Google #hE, {RIEE OpenAl NEZRERE, B Twitter NEBRERE., RECIDNT=RFENA
T —RIHEXME, —KB N Quip WEFZ X AT], UNRIMER Sierra, HBIE, £ FriendFeed, fRA

BT ‘R &, BTRAEAREENEX—=, XEMER (Newsfeed), HBER—T, XEEIREITH
Fo
(00:12:50):

FRLAfREE APM, I ZiEkE (IC) Pm&EiE. T#2JM. CPO. COO. CTO, UR=RAELR (B#F XKL
mRE) B CEO, —PMABREFERLEABHER LHIGHIIZIFEENMN. AL, HERIIR: (REF T
A0S, SI\HITESN, LRENLZ A BMELPEEEFATI?

[00:13:19] Bret Taylor
English:

Yeah. It's actually something | am proud of. | like the fact I've worn different hats. It's actually amusing
when | meet colleagues that I've known from one of those jobs, they'll often think of me through the lens
of that job. And so, I'll go to meet folks from Facebook and they think of me largely as an engineer. I'll
meet folks from Google, they think me largely as a product person. At Salesforce, a lot of the folks there
interacted with me as like a, lack of a better word, a suit, the boss. And I'm not sure they think of me as an
engineer at all, even though | was still probably coding on the weekends for fun. And one of the things



that is a principle for me is to have a really flexible view of my own identity. | probably would self-describe
as an engineer, but more broadly | think of myself as a builder and | like to build products and | think
companies are one of the most effective ways to build products.

(00:14:17):

There's also things like open source, but | think I'm a huge believer in the confluence of technology and
capitalism to produce just incredible outcomes for customers. And as a consequence, | think to really
build something of significance, | think to be a great founder, you really need to be able to not have such a
ossified view of your identity that you can't transform into what the company needs you to be at that
point. And every founder you'll talk to, one day, | think selling is a big part of being a founder. You have to
sell investors on wanting to invest in your company. You have to sell candidates on wanting to work at
your company. You have to sell customers to want to use the product that your customer produces. You
have to have good design taste, not just for your product but for your marketing and essentially, soliciting
your customers.

(00:15:09):

You have to have good engineering. If you're building a technology company, the technology comes first.
It's why this industry is so transformative. | probably credit, and I've told this story before, but I'm very
grateful for her, but | probably credit Sheryl Sandberg for really changing the way | approach new jobs.
The story, and | might be embellishment a little bit, but I think it's broadly accurate. So | had just become
the chief technology officer of Facebook and when | first got the job, it was the flavor of CTO or that
relatively small group reporting into me, but contributed almost as a very senior architect on a number of
projects. And then at some point, Mark Zuckerberg reorganized the company and split it into a bunch of
different groups. | ended up with a very large group, 100 under me and | was essentially running our
platform and mobile groups, products, design engineering.

(00:16:10):

So | went from a handful of reports to, | don't know, over 1,000 or something. It was a big group. And it
was the largest management job. | had become a manager at Google, but a modest team. And so, | was
doing okay but not great. And | had this moment where Sheryl saw me, | think | was editing a
presentation for a partner just because the presentation | got didn't meet my quality bar and | was editing
it and griping about it. She pulled me into a room and gave me talking to a little bit about holding my
team to as high of a standard as | have. If someone wasn't meeting my expectations, what was my plan to
manage them out of the company or... Just giving me management one-on-one.

(00:16:57):

And she's a remarkable mentor in the sense she can give you feedback that's very direct and often, a bit
uncomfortable, but you know she cares about you. And so it was the type of feedback you listen to. | went
home that night and | was stewing on it and not very happy. | was like, you get naturally a little defensive
in those moments. Is that really true? Am | really fucking it up or is she overreacting? And then | woke up
the next day, | was like, "No, she's right." And | had realized this subconscious limiter that was limiting my
success in the job, which is, | was trying to conform the job to the things | thought I liked to do. So, | was
spending a lot of my time on some product and technology things that | was passionate about, thinking
I'm the boss. | should focus on what | want to focus on instead of thinking about, okay, I'm running the
mobile and platform teams at Facebook. What's the most important thing to do today to make our
mobile and developer platform successful?

(00:18:03):

And when | reframed the job that way, | did different things. And the thing that was the biggest pleasant
surprise to me was | liked it. | thought | liked engineering and product, but in fact, when I changed an



organization and it turned out to be more successful, | derived a great deal of joy from seeing that
success. Our developer platform had a lot of partners and when there was an issue there and I'd spend
time on partnerships and it worked and our platform became healthier, the partner became more
successful. | took pride in that success and then | just started being better at my job and | realized that the
actual act of engineering or product design or all the things | thought | liked, what | really liked is impact.

(00:18:49):

And so, that conversation led to my waking up every morning, sometimes literally, but certainly, in the
broadest sets of the words saying, "What is the most impactful thing | can do today?" And really thinking
almost like, if you had an external board of advisors telling you what are the things where if you focus on
them, you can maximize the likelihood that what you're trying to achieve will happen? Sometimes, it's
recruiting, sometimes, it's product, sometimes, it's engineering, sometimes, it's sales. And I've become
much more self-reflective just about what is important to work on. And | have become much more
receptive to doing things that | previously would've said aren't my favorite things to do because | derive
so much joy from having an impact that | enjoy a lot more things now. And so, I really credit Sheryl, I'm so
grateful. And actually, it's interesting, | think a lot about this when | give feedback to people now, just
those moments that can change the trajectory of your career. | give her all the credit for it.

FRSCERIE:
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HBX—ERATN T tto

[00:19:53] Lenny Rachitsky
English:

There's so many people that share stories of Sheryl Sandberg giving them advice and that changing their
life. What a mensch.

AR ERIE:
BHRZ AH;HET Sheryl Sandberg (M 1IN H AT M 1EEZNHRSE. WERNTREMA (mensch)o

[00:20:01] Bret Taylor
English:

Yeah.

R EE:

=0

[00:20:01] Lenny Rachitsky
English:

My biggest takeaway from this, which is this question of what is the most impactful thing | could do
today? Such a powerful heuristic just to keep in mind. To your point, you may realize you don't want to be
doing sales or hiring, but if that's the most impactful thing and you end up doing it, you may realize | like
this and I'm good at this and have thought about-

FRCERIR:

RRANPEREXNEE: “SREEBMOKREXZMANEBREANA? " XR—IMFERANBANRE, E
SOfRRRYE, fRAJEERIREIE CAEMEESEE, EURBEREXMONERE, HIREMT, MAUgSLN
BEHELERHEBERXE, MAREIT—

[00:20:18] Bret Taylor
English:

Can I double click on that though for a second?



REMX—RBRNRIT—TF3?

[00:20:19] Lenny Rachitsky
English:

Absolutely.

R EE:

SRR Lo

[00:20:20] Bret Taylor
English:

| think it's really hard. One of the dangers for founders and product managers, but | think particularly for
founders is incorrect storytelling. People don't like my product because of X. And if you tell that to
yourself and you tell it to your team, all of a sudden, it goes from being an intuition to being a fact. Well,
you better hope you're right because if you orient your strategy around fixing a problem and you're
wrong, your company's going to fail. So why did you lose a deal? You could talk to the salesperson who is
on the account or perhaps maybe a product manager was involved in the conversation. It's very
important to have intellectual honesty in those moments because you could say something like, "Oh,
they didn't buy it because the platform cost too much." And that's something a salesperson might say.

(00:21:16):

Maybe the real reason is they didn't actually see much value in your platform. So it was communicated to
the salesperson as it was too expensive. But in fact, the problem was product differentiation. And you
could end up going into a discussion on pricing when in fact, there was a much deeper, much harder
problem to solve there. But just like when you break up with someone, you don't say, it's because | don't
like you anymore. You say it's not you, it's me. You say all these pleasantries because we're all social
animals and you want to be pleasant with the people around you. So literally taking what a customer
says or what a user says in a focus group or a usability study is rarely correct. It often is related to what
the truth is, but it's very important to get right. And so, | think one of the things I've observed with first

time founders in particular is you're often a single issue voter based on your skillset.
(00:22:14):

So if you're a great engineer, the answer to almost every problem in your business is engineering. If
you're a product designer, the answer almost to the proverbial redesign, | joke, it's like the dead cap
balance of a consumer product like this next redesign will fix all of our problems. | don't know if it's ever,
ever worked. And then I met a lot of entrepreneurs who come from a business development background,
they're always thinking about partnerships and oh, if we just get this partnership done for this
distribution channel, everything's going to change. And | think it's really important when you're a founder
to be self-aware that you will naturally, subconsciously pick the thing that is your strength, your
superpower as a solution to more problems. And in fact, if you think that's a solution to your problem, it
may be right, but you probably by default should question it.

(00:23:03):



If you think the thing that you've been doing your whole career is the way to fix your problem, it's at least
30% likely that you've chosen that because of comfort and familiarity not truth. And so, | think one of the
skills I think is, it really goes around to do you have a good co-founder? Do you have a good leadership
team? If you're a product manager, you're a partner in engineering, you're a partner in marketing, you
really want to have very real conversations to ensure that you're actually working on the actual correct
thing. And | think it's easy to say what's the most impactful thing to do today? My guess, if a lot of people
try that, they'll lie to themselves more often than not. And it's a very challenging question to answer. The
question's interesting. Being able to answer it accurately is actually the hard part.

AR ERIE:

RREFXHLRME, WTFERANTREE, LERIBARR, —MeRET “HiROME" - b, “A
MNAEREN@RERN X o NIRRT ESHEAMNX AR, RAZE, EMEM—MERTEH—D “BX”
REEIFATHIRENE, FHANRIFEREE — T EIRNAERGERE, REAEMEKK.

tbin, fRAttAEET —MTE? (RAURIPARZKFANEEAR, HESSRIENT REE, EXEN
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LRBEFFRRZERNK. MAERIBAXTENNINIE, MEFLE—NERE. EXFHERBYEE,
MEDFH, (RASY “AARFERMT” , FEE FTEMFEE, BHRHNEE . FIRXEZTEE,
EAZMES2 LY, BNEAENARRERE. FI, FEILFREPEES/NASAAERRPIREE
ROBTLIEHN, EBESHEEEX, BERIBEREEXEE,
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MEME, —tIHSHE" .
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[00:23:50] Lenny Rachitsky
English:

This feels like such an important lesson you've learned. Is there an example that comes to mind where
you learned this the hard way where you actually ended up-

FRSCERIF:
XIFERZEMFPINIEEEEN—IR, BEETAGFILFZIZINE, SM@ETBERIEIN, FRIMER

[00:23:57] Bret Taylor

English:



Oh, yeah. You just want to spend this whole thing on my failures, but I'm fine with that.
FEiE:
R, 289, MERIBEATEBEERNEAN L, FIHEEL.

[00:24:02] Lenny Rachitsky
English:

You've had too much success.

R EE:

EAIRKEINT o

[00:24:04] Bret Taylor
English:

Frontier was my first company. At our peak we had 12 employees, 12 of the best people I've ever worked
with. Started the company with Jim Norris, who's an engineer I've known since Stanford and Paul Buhite
and Sanjeev Singh who Paul started Gmail. Sanjeev was the first engineer at Gmail, so we had the Google
Maps people and Gmail people. It was a pretty awesome founding team. We made a social network, as
you said. We invented a lot of concepts that became popular in the newsfeed. We invented the like
button. It was really neat. It was a fun time. We were only really popular in Turkey, Italy and Iran, and at
one point, we were blocked in Iran, so we were only popular in Turkey and Italy and Silicon Valley. To this
day, actually a lot of folks in Silicon Valley are like, "I love FriendFeed." I'm like, that's awesome.

(00:24:51):

It wasn't really a successful business. We were a follower-oriented social network, not a friendship-
oriented social network, which meant a lot of our content was more like X or Twitter than it is Facebook in
that respect. And a lot of sharing newspaper articles, interests, scientific communities, things like that.
And there was a period when Twitter, which was one of our competitors at the time, that there was a lot
more social networks at the time. | am probably screwing this up a little bit. | think Obama, Ashton
Kutcher and Oprah Winfrey all went on Twitter in a summer and we just got our ass kicked.

(00:25:31):

And it was a great example of you... | think 11 of those 12 people were engineers and we were just making
product and | think it was Biz Stone. If you talk to the Twitter folks, they could give you the history on this,
but | think Biz was really focused on getting celebrities and public figures onto Twitter, which is totally
obvious. If you have a social service that's oriented towards following people, put some people on there
worth following and instead, we were exclusively focused on polishing the product.

(00:26:00):

And we actually, | think at our peak of popularity, we were very confident just, | think it was a time when
Twitter had the fail whale and it was down half the time and people couldn't even use it. And our product,
we were innovating faster, we had more features, people liked it and we were up 100% of the time and we
totally lost for no reason related to product at all. And it was an example of, | think somewhat famously
not a lot of great entrepreneurs have come out of Google because Google was so successful, | think it's
hard as a product manager to see distribution and product design and even business model when you
have AdWords and money's raining from the sky. There wasn't as much scrutiny and | think folks like the



PayPal Mafia | think learned a lot more about entrepreneurialism than a typical PM at Google. So, we're
just getting punched in the face and learning this the hard way.

(00:26:57):

And so, that was probably the most prominent example of it and | think we probably did have a... | can tell
you all the flaws of that product, but | don't think that was the reason why we lost. There's a lot of
reasons. | think there was a lot of flaws of the product, but it was a lot of other stuff. And so, I've learned,
accumulated these skills over time, but | say the hard part of that question is answering it correctly, is it's
hard when you don't have experience in something, than to have intuition in it. So | think if there's
probably a structural flaw, it wasn't that... | don't know if | could have figured out how to reach out to
Ashton Kutcher [inaudible 00:27:28], it's not he's on my Rolodex. But | probably wasn't soliciting advice
from the right people.

(00:27:36):

| think that what's great about the technology industry is there's a lot of advice. Choosing whom you
listen to is actually quite difficult, but | think we're somewhat myopic. We're in our own little world,
creating this product and we weren't asking people from the outside in to say, what are you seeing that
could go wrong? What are you seeing that could go right? What are you seeing in the industry that we're
not doing that you think we might want to do? And this is why boards are important. This is why finding
the right advisors, the advisors will actually tell you what you not [inaudible 00:28:09] want to hear, but
you need to hear. | think that was probably the missing part. I'm not sure | was great at market at the
time, but if I had solicited the right advice, | could have learned that that was a shortcoming. And | think
that was a deep lesson | took from that. I'm a huge believer in boards and getting good advice.

AR ERIE:
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ZHM, ®HBBK “PayPal RE” FHFAIALL Google FYELE! PM Z X TEZ X FEIWAIAIR. FREL, F=
R GRALERES, BEIEREHINIFS.

(00:26:57):

XA RERREZNDIFo HAIUEIFMIBN=mBIFAEERE, ERIUNANBAZRNIUNERR. REERZ,
FmiREREREPZ—, BEENEHEMASE. KESHENEBINRT XEREE, BRFEBMNDITNERTT
CERREE . HRNEAFERZELEN, BREFEER. UL, RAETAEMIERE, BR2HIKER
ERAE - EY) (AERNBKRARRE), MEFLERERBIAITIREN.

(00:27:36):

METINARZRINRS, BEFITENEIREE. HNIANER[ENR, EREECHNMIREM~m, &
BIFINNWARER: (RMIRESHEATRELRE? MERTREHX? T EEMERNEMMIRIIZFIRIITIZ
ZENER? IMBAMFAEFTSREERE, NTAFTHREBNMEREE — D& HIFMRIBLERARITEYS
BFRYIE. HUFPBEYMREE D RFMERLNESERTY, BUNRBI KT ERBVEIN, KAEF
URIREIARRRBER. XERHFRRRZIE. HEEESIMRITFENBINE.

[00:28:26] Lenny Rachitsky
English:

Any heuristics or advice for people to know whose advice to listen to? What do you pay attention to when
you're like, okay, ignore this person but listen to this person?

FROCERIR:

X FINEFIETHZITER RN, MEFABRANAEASNENG? SIRURE “BEXDA, ARMAN B, R
REfA?

[00:28:35] Bret Taylor
English:

Yeah, that one's tough. It does come down to good judgment and being judge of people's character. One
thing that is particularly hard is there's not a strong correlation between the confidence with which
someone expresses an opinion and the quality of that opinion. | don't want to say it's inversely
correlated, but that's funny, with all the podcasts out now, if there's topics | know a lot about, sometimes
the most eloquent, confident statements about things | know a lot about, are the least accurate and it
sounds extremely persuasive. And so, it does require very good judgment. One thing is | think, not just
asking for advice but asking people, who should | talk to get good advice? And you'll find some common
answers there and that's often a really strong signal of good judgment.

(00:29:26):

And then one thing | found is when you ask for advice, don't just ask what to do but why. Be an obnoxious
two-year-old kid, why? Why? Why? Why? And really try to understand the framework that someone is
using to give you advice. The interesting thing about advice is people are often extrapolating from
relatively few experiences. So they will say, never do this or always do that. And it's because they had one
experience where something backfired or something could have gone better if they had done it. So it's a
useful anecdote, but if you don't ask why and understand they had one experience and here's what
happened, it can come across as a rule when in fact, it's [inaudible 00:30:08] data and if you ask advice of
three people and they all have very similar interactions, you can create a first principles framework from
which that advice emerges. And when you start applying it, you're applying it with a degree of nuance



that you couldn't if you're just following a rule. So, I think one is, it does come down to good judgment, |
think. I don't know how to teach that.

(00:30:30):

I'm a huge believer in good judgment. It's one of the things | hire for. | just think that's something that
probably comes from a mix of self perfection. You really need to hold yourselves accountable as an
entrepreneur, as a product manager. If you made a bad decision, spend time reflecting on it, number one.
And really, try to understand why and try to always improve your judgment. | think at the end of the day,
that is why you are a good entrepreneur, a good product manager. And number two, when you get advice,
really understand where it's coming from and why so that you can create your own independent view of
where that advice came from and recognize that no one's advice is statistically significant or very rarely is
it. If you're getting advice on investing from Warren Buffett, yeah, okay, it's statistically significant, but
most advice is like something happened to you once and you have regrets.

AR ERIE:
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[00:31:28] Lenny Rachitsky
English:

| love that you're like, | don't know if | have a great answer then you just give us an incredible answer to
this question. | want to go in a different direction. You mentioned that you describe yourself as an
engineer. | know | heard you code to relax still. Let me just ask you this question, something a lot of
people in college are thinking about. Do you think it still makes sense to learn to code? Do you think this
will significantly change in the next few years?

FRCERIR:

HERMRAN “BRANERSEHER" , ARGHT —TMREHEE. HERIMER. MEIIMEE SR
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FIREEEEXD? (RANARRLEXZREERZKG?

[00:31:47] Bret Taylor
English:

I do still think studying computer science is a different answer than learning to code, but | would say | still
think it's extremely valuable to study computer science. | say that because | think computer science is
more than coding. If you understand things like Big O notation or complexity theory or study algorithms
and why a randomized algorithm works and why two algorithms with the same Big O complexity, one can
then practice perform better than others and why a cache miss matters and just all these little... There's a
lot more to coding than writing the code. The reason | think that is | do think the act of creating software
is going to transform from typing into a terminal or typing into Visual Studio code to operating a code-
generating machine. | think that is the future of creating software. But | think operating a code-generating
machine requires systems thinking and | think that computer science, there are other disciplines as well,
but computer science is a wonderful major to learn systems thinking and at the end of the day, Al will

facilitate creating this software.
(00:33:08):

We may do a lot more in the next few years we can't even imagine, but your job as the operator of that
code-generating machine is to make a product or to solve a problem and you really need to have great
systems thinking and you're going to be managing this machine that's doing a lot of the tedious work of
making the button or connecting to the network. But as you're thinking of the intersection of a
technology and a business problem, you're trying to affect a system that will solve that problem at scale
for your customers and that systems thinking is always the hardest part of creating products.

(00:33:40):

I'll just give you, it's this cheesy simple example, but | think it's representative. At Facebook, we spent a
lot of time designing the newsfeed and if you ever had a really, really good designer and they showed you
at the time, a Photoshop mock-up of the newsfeed, it was just all as beautiful. The photos, the family was
happy and the photo was a perfect photo and the posts were all perfectly grammatically correct and of a
completely normal length and the comments and there was the like... Everything was just perfect. And
then you'd implement that design and you'd look at your own newsfeed and it looked like shit because it
turns out not everyone's photos were made by a professional photographer. The posts were all these
different lengths. The comments were like, you suck and... All that stuff.

(00:34:29):

And then all of a sudden you realize that designing a newsfeed, Photoshop is the easy part. You need to
actually design a system that produces both in content and visual design, like a delightful experience
given input you don't control. And that's a system, it's sort of a design and it's just, what we did
practically, | am sure it's changed a lot since | left in 2012, but we made a system so designers had to
show their newsfeed designs with real newsfeed data that was messy rather than anything artificial
because I think it forced the process to be more realistic.

(00:35:10):

But | say that because | think that whether Al is writing code or doing the design or doing all these other
things, you need to learn how to have a system in your head. You need to understand the basics of what's
hard and what's easy and what's possible and what's impossible. And Al can help you do that too, by the
way. But | do think that's a really useful skill. | think in general, with the advent of Al agents and Al

approaching super intelligence in certain domains, | think the tools with which we do our job will change



a lot. I think it's very important to have a very loose attachment to the way we do our jobs and that story
that we won't talk about when | rewrote Google Maps, everyone talks about that story and | think it's
because of Paul [inaudible 00:35:57] who told it on some podcasts and that's where it made the rounds.

(00:36:01):

| think that's going to end up this vestige of the past, almost like the human calculators at NASA before
the computers were invented, like wow, a person was a calculator? Whoa, that's fun. Tell me that story. |
think just what | was good at will no longer be useful in the future or certainly not valuable in the future
and that's okay. So | think we need to have a really loose view of it, but the idea that you shouldn't study
these disciplines, it's like people say, | don't want to study math because I'm not going to use it in my
career for X. Well, studying maths is quite important. It teaches you how to think. It teaches you how the
world works, physics, math, and | think computer science especially, at least the foundations of it, will
continue to be the foundations of how we build software and understanding that when you're interacting
particularly with something that's smarter than you, producing code you might not completely
understand how you constrain it and how you get it to produce these outcomes. | think it will require a lot
of sophistication actually.
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[00:36:59] Lenny Rachitsky
English:

That's such a great answer. There's this always sense of this binary, should | learn to code or not? And
your point here is learn to understand how engineering works and how systems work and what your code
does and how it all interconnects, but the way you actually do the coding at your desk will change
significantly. This reminds me of something you mentioned on a podcast recently. This idea that you
think there's going to, or there should be a new programming language that is more designed for LLMs
versus humans. Can you just talk about that because | think a lot of people aren't thinking about that?
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[00:37:27] Bret Taylor
English:

I don't know if it's a language, | would call it a programming system because | think language might be
too limited. My reductive version of the past, what 40 years of computers maybe more, is we created the
hardware for computers, then we created punch cards, which is the way in the late '70s you would tell a
computer what to do or maybe mid to late '70s. Then we invented early operating systems and time-
sharing systems from the invention of things like Unix at Bell Labs and Berkeley, you ended up with the C
programming language, Fortran and a lot of higher level programming languages. | think Fortran and
then C.

(00:38:15):

And we moved up the layers of abstraction. No one does punch cards anymore, obviously. Few people
write assembly language. Some people write C, some people write REST. But a lot of people write Python
and TypeScript and things like that. And as we've invented more and more abstractions, we've made it
easier to do high-leverage things. So, if you look at how remarkable Google was back in the day or Google
Maps, you could probably give a lot of react programmers the task of make a draggable map now and |
think a lot of people could do it. That was true RND back in the day.

(00:38:54):



When Salesforce was created in 1998, just putting a database in the cloud was hard and that alone was a
technical moat that is now trivial with Amazon Web Services and that technical moat is comically narrow,
but the product moat is quite large. | think that if the act of writing code is going from something that is
very costly to the marginal cost of that going to zero, how many of the abstractions that we've built are
based on human program or productivity? | think a ton. I always laugh that | assume Python is probably
the most common generated code just because of how much it's in the training data and data scientists
love Python and | love Python too. It's such a comically bad thing for Al to generate just because it's one
of the most inefficient programming languages of all time. If you know the global interpreter lock and just
slow. And I've written a lot of high-scale web services and it's just quite slow and it's very hard to verify.

(00:40:00):

It's not as bad as Perl, but if you have a big Python program, how many errors will you find at runtime
versus before releasing it? So, Python was designed to be very ergonomic, almost looked like pseudo
code for humans, for me to write code in a delightful way. That's why data scientists love it so much. So as
we move to a world where let's just postulate, and I'm not sure this will be completely true, that we're not
going to write a lot of code as people. We're going to be operating these code-generating machines. We
probably don't care how ergonomic the programming language is. What we care about is when this
machine generates code, do we know that it did what we wanted it to do? And if it doesn't do we want it
to do, can we change it easily? | think there's a lot of insights in programming languages that could serve
this.

(00:40:48):

So Rust | think, is interesting because if | asked you to look at a C program and say, "Does it leak
memory?" You probably couldn't do it that well just because it's really hard and if it's a very, a million line
C program, it's going to be very, very hard. If | asked you to verify that a Rust program doesn't leak
memory, you would just have to compile it. And because it has compile time, memory safety, just the act
of compiling successfully tells you that's true. | think we need more things like that because if an Al is
generating this code, by definition, if you have to read every line that is going to be the limiting factor for
producing the code or worse, you're just not going to read every line and you're going to emit a bunch of
unsafe unverified code into the wild.

(00:41:36):

And so, the question is how do you enable humans to have as much leverage as possible? Which means
using computers to do the work on your behalf. You could have obviously the simplest form of this, is Al
supervising Al and doing code reviews and that's great. Certainly, self-reflection is a really effective way of
improving the robustness of an Al system. But | do think if it doesn't matter how tedious it is to write the
code, you could probably layer on some techniques that are out of fashion, like formal verification, unit
testing, other things. And if you layer all these on, I'm thinking about it as, | as a... It's like the guy in the
matrix with the green letters coming down, how can | make something so | as a operator of the code
generating machine can produce incredibly complex scale software, incredibly quickly and know that it
works?

(00:42:26):

If you start with that as your design center, | think you'd probably changed the languages, you'd probably
changed the systems, you'd probably change all these things and you're probably going to bring to bear a
lot of things. And what's really fun about it is you can loosen a lot of constraints, like coding is free. Okay,
so that's neat. With that in mind, what do you want to do? What would be best suited for the language,
the compiler for testing, for self-reflection, for supervisor models, all these things. | think that's more of a
programming system than a language, but | think when we create something like that, it can really enable
creators, builders to create incredibly robust, incredibly complex systems.



(00:43:04):

And I'm super excited about VibeCoding, but | don't know generating a prototype has been the limiting
factor in software ever. It's actually building increasingly complex systems and actually changing them
with agility. If you look at the famous Netscape one to Netscape two rewrite, somewhat, a lot of people
attribute that to part of their failure against Internet Explorer. It's like making these things is not hard.
Maintaining them is hard and ensuring they're robust is hard. And | think we're in the very early phases of
defining what this new system for developing software looks like and I'm very excited to see what

emerges.
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[00:43:42] Lenny Rachitsky
English:

| feel like we're definitely living in the future when someone like you is suggesting that we build a matrix
like experience and that's going to be potentially the future of coding and building. | can't wait for that. It

feels like a great opportunity and a fun project.
(00:43:57):

This episode is brought to you by Vanta and I'm very excited to have Christina Cacioppo CEO and co-

founder Vanta joining me for this very short conversation.
R EIE:
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[00:44:06] Christina Cacioppo (Vanta)

English:

Great to be here. Big fan of the podcast and the newsletter.
R EE:
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[00:44:09] Lenny Rachitsky
English:

Vanta is a long time sponsor of the show, but for some of our newer listeners, what does Vanta do and
whois it for?

RSz ERIE:
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[00:44:16] Christina Cacioppo

English:



Sure. So we started Vanta in 2018 focused on founders helping them start to build out their security
programs and get credit for all of that hard security work with compliance certifications like SOC 2 or ISO
2701. Today, we currently help over 9,000 companies including some start-up household names like
Atlassian Ramp and LangChain, start and scale their security programs and ultimately, build trust by
automating compliance, centralizing GRC, and accelerating security reviews.

FROCERIR:
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[00:44:46] Lenny Rachitsky
English:

That is awesome. | know from experience that these things take a lot of time and a lot of resources and
nobody wants to spend time doing this.

FROCERIR:
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[00:44:54] Christina Cacioppo
English:

That is very much our experience, but before the company and to some extent, during it. But the idea is
with automation, with Al, with software, we are helping customers build trust with prospects and
customers in an efficient way. And our joke, we started this compliance company so you don't have to.
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[00:45:10] Lenny Rachitsky
English:

We appreciate you for doing that. And you have a special discount for listeners. They can get $1,000 off
Vanta at vanta.com/lenny. That's V-A-N-T-A .com/lenny for $1,000 off Vanta. Thanks for that, Christina.

AR ERIE:
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[00:45:25] Christina Cacioppo
English:

Thank you.



AR ERIE:
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[00:45:26] Lenny Rachitsky
English:

Okay. One more question along these lines and then | want to zoom out on just where Al is heading and
something | love to ask folks like you that are at the cutting edge of Al is what you're teaching your kids. |
know you have kids, | feel like the world is going to be very different when they grow up. What are you
encouraging them to learn that you think is different maybe from previous generations to help them be
successful in a world of Al abundance?
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[00:45:53] Bret Taylor
English:

| don't know if I'm teaching them differently, but I'm really trying to encourage them to make Al a part of
their lives. | was reflecting actually when | took the AP calculus exams in '97, '98 AB and BC, | could use a
graphing calculator. And | haven't done this research | was meaning to plug this into ChatGPT before our
conversation, but I'll do it after. Did the calculus exam change before and after they allowed the
calculator in the exam? | assume it did. But essentially, to when you allow the calculator in the exam, you
need to make sure that none of the questions benefit people for having a calculator or not, which actually
forces you to rethink the problems to test calculus knowledge that don't benefit from like road arithmetic
or the other things you can do on a graphing calculator.

(00:46:47):

| think that a lot of education doesn't presume you have a super intelligence in your pocket. And so, if you
ask someone to write an essay on a book that they read, you could probably hallucinate one pretty easily
from one of the big providers like ChatGPT. And maybe if you are skilled enough that prompting, maybe
even your teacher won't know it's written by an Al. So what do you do? How do you teach kids differently?
It's really hard for teachers right now because I think we haven't gone through the transition of adding
calculators to the exams. So, | think a lot of the mechanisms we have to evaluate students are broken by
the existence of ChatGPT and the like. So | think we're in a very awkward phase, but | think we can still
both teach kids how to think and teach kids how to learn. And | think our education system can catch up

and | actually think these models can be one of the most effective educational tools in history.
(00:47:46):

| don't know if you're a visual learner or reading learner. | like to read. | didn't love going to lectures. |
don't learn that well from them. | like to read the book and if you have a teacher who doesn't teach in
your style, you can now go home and ask ChatGPT to teach you in another mechanism. My kids use
ChatGPT to quiz them before a test. You can use audio mode or chat mode. It's better than cue cards. My
daughter took home a Shakespeare book, she took a picture of a page she didn't understand and
ChatGPT explained it to her way better than | would've as well. | think every child in this world has a



personalized tutor that can teach them in the way that they best learn, visually, over audio, reading. We
have a platform that can test you, that can quiz you. | think it's really an amplifier of agency.

(00:48:39):

| think the kids who have agency, who have aspirations to learn something, | think you have what is the
best combination of every teacher you've ever had and these models and you can use it. So with my kids,
my oldest daughter learned how to code and she was making a website and every time she had a
question for me, | would just make her use ChatGPT. Not because | was trying to be an obnoxious father,
but I'm like she needs to learn to use this tool because it's amazing.

(00:49:13):

So, | really am trying to have them learn how to use it constructively in their lives. But all that said, I just
feel a ton of empathy for public school teachers right now. It's very hard because the technology is
moving faster than our educational system. And | think particularly as it relates to evaluation, it's just
really challenging for teachers right now. And | worry because these technologies amplify agency, the
opposite can also be true. If you are a student trying to not learn something, | think these tools probably
provide a lot of mechanisms to avoid it as well. And so, | think there's a challenge for parents and
teachers and I think we're going to end up with a handful of years here.

(00:49:53):

But | brought up the calculus AP exam because obviously, a graphing calculator is not ChatGPT, don't get
me wrong. But | think we've been able to figure out a way to conform homework and in-class learning
and tests around the technologies available to us fairly successfully to date. And I'm fairly confident we'll
figure it out and I think it's going to... And on the much more positive side, | don't know, | went to public
schools, | don't know if you did too. You end up with some pretty bad teachers at times and now, you
have an outlet. You don't need to be the rich kid who can afford a tutor anymore to get tutoring. If you are

a kid who excels in math and your school doesn't have advanced statistics classes, well, now you do.
(00:50:40):

So | think this is just an incredibly democratizing force with kids who have agency and | think that's very
exciting. I'm hopeful that there's a 11-year-old right now who's going to start a really amazing company
10 years from now whose ChatGPT is going to be their primary tutor that led to that outcome. And | think
that's pretty cool.
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[00:51:02] Lenny Rachitsky
English:

| have a two-year-old and it feels like there's a new milestone of, there's like when to give them a phone,
when to give them, | don't know, Snapchat, whatever kids use these days and then it's like when to give
them their first ChatGPT account. Well no, | wonder how soon that's supposed to happen.

AR ERIE:
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[00:51:16] Bret Taylor
English:

| think my personal take is, it's different than the former two. | don't think mobile phones are great in
school or great for kids and | personally advocate for waiting a long time. But | think that ChatGPT is more
like Google search and it's one thing to have a device in your pocket that's addictive and has push
notifications, but it's another thing to use Al to learn. And so, | think the two are different. And | really
think of Al fundamentally as a utility. | don't think a lot of parents before ChatGPT said, "When should | let
my kid use Google search?" That's a different type of tool. | think thinking of it like that is the way | think
about these technologies.

FRCERIR:



BITANEER, ESAMERE. RPUNANFINFRENZFEEFL, HPAZTKERABS, ERERT
ChatGPT E{& Google &R, OREE—NMLALR. mAEXENREE—OIFE, MEMR A RFEIRS—
B%E, FUNAREERFRE. HEMRELEAIEE—FHITAR (Utility)o 7E ChatGPT Bl Z AT, RELRKS
8] “FixfT ARHRILEZF A Google #F? 7 , MAMEAREENTH, XMEREFXLERANSG .

[00:51:55] Lenny Rachitsky

English:

Is the form factor for your kids like an iPad or a laptop or something?
FEiE:

FEFERNSETSEHA? iPad RREICARBRMZHH?

[00:51:58] Bret Taylor

English:

Yeah. They use the computer on the desk.
R EE:

e[, fiIARE LAY,

[00:52:01] Lenny Rachitsky
English:

Got it. All right. Good tips. This is good for me to learn all these things as my kid ages. Okay, I'm going to
zoom out and let's talk about business strategy Al. One of the biggest questions a lot of founders think
about these days is just where should | build? What will foundational model companies not squash and
do themselves? Being someone building a very successful Al business and also being on the board of
OpenAl, feel like you have a really unique perspective on what is probably a good idea and it's probably
not a good idea. How do you think the Al market is going to play out and where do you think founders
should focus and also just try to avoid?

FROCERIR:

BT, B, BEEREFRK, XENHRESENE. &F, FEBANAIE Al BIEILRE, NERS
I ABRENRAREZ—Z: HEZEBENE? BEMREATF: “BE HFEEEMAA? fFA—REHR
MBI AL SHIA, BERXE OpenAl NEEZM G, REBMMTFHARKFER. 412, BEIFER
FE9RA. RN Al TS UEEE? Sl AN ZKEME, SIZEFHE?

[00:52:36] Bret Taylor
English:

| think there's three segments of the Al market that will end up fairly meaningful markets and then I'll end
with how I think it's going to play out. So first is the frontier model market or foundation model market. |
think this will end up the small handful of hyperscalers and really big labs just like the cloud
infrastructure as a service market. And the reason for that is that creating a frontier model is entirely a
function of CapEx. And you need a company with huge amounts of CapEx capacity to build one of these



models. All of the companies that were startups that tried to do this have already been consolidated or
almost all of them, inflection, adapt, character and others. And | think there doesn't appear to be a viable
business model for a startup because of the amount of CapEx required and there's just not enough
fundraising runway to get to escape velocity. And also, the models deteriorate in value fairly quickly as an
asset class.

(00:53:33):

And so, you need just a lot of scale to make a return on the investment for a model that deteriorates in
value so quickly. So, I think that's going to end up probably no entrepreneur should build a frontier
model. That's my take.

FROCERIR:

HINN A TIRASTER=TFEEEXNAD 7. BkE “FAEE" (Frontier Model) 3¢ “Ehfit&EA”
W7, WIANXEASECEMIZERS (laaS) mH—F, HLDHIRBAMRE WM ARLEEER, R
HETF, IEZFERETEEURTEARZE (CapEx), IRBE—RIABEFAAZHENNAE, LFHRES
RXEERNFIAT (40 Inflection, Adept, Character %) ZEWES, HINAVCIRAREXFEEEAIT
MELER, RABREFERRK, MAREREUAEREEE, ME, (FA—HE~EF, RENNERE
FEH R,

(00:53:33):

EFit, REZEARNMEA SEENEDRERENER FRGRERR. AU, RNEER: QIIERNIZEN
BaAEE,

[00:53:47] Lenny Rachitsky
English:

Unless you're Elon.

FEiE:

BRIERRIRIE (BHi%).

[00:53:51] Bret Taylor
English:

Yeah. Oh, yeah. He's different. And he has the capacity to raise billions in capital and my guess is most of
your other listeners don't, and then he is the greatest of all time for reason and he's different. You don't
compare yourself to him. The other part of the market is the tooling, and | think there's a lot of folks
selling pickaxes in the Gold Rush. This is data labeling, services. This is data platforms, it's eval tools.
More specialized models like 11 Labs has a great set of voice models that a lot of companies use that are
really high quality and it's like if you're trying to be successful in Al, what are the different tools and
services that you need?

(00:54:31):

There is some risk to the tooling market because it's pretty close to the sun. So, if you look at the
infrastructure as a service market and the cloud tooling market like the Confluent and Databricks and
Snowflake, a lot of the Amazon and Azure and others have competing products in those areas because
they're very adjacent to the infrastructure itself and every infrastructure provider is trying to differentiate
by moving up the stack and you're right there.



(00:54:57):

So, there's some real meaningful companies as | mentioned, like Snowflake, Databricks, Confluent and
others, but there's a lot of others that were obviated by technology from the infrastructure providers
themselves. So those companies probably are the most at risk for a developer day from one of these big
foundation model companies releasing exactly what they do. So there's probably a lot of people who
need your tool, but the question will be if or when is probably the right way to think about it, one of these
large infrastructure providers introduces a competitor, why will people continue to choose you? So it's a
good market but it's a little bit close to the end as | said.

(00:55:38):

Then there's the applied Al market. | think this will play out for companies who build agents. | think agent
is the new app. | think that's going to be the product form factor. There's companies like Sierra, we help
companies build agents to answer the phone or answer the chat for customer experience and customer
service. There's companies like Harvey that make agents for both a legal, paralegal profession, anti-trust
reviews, reviewing contracts etc, etc. There's companies that do content marketing. There's companies
that do supply chain analysis. | think this is like the software as a service market. They'll probably be
higher margin companies because you're selling something that achieves a business outcome as
opposed to being a byproduct of the models themselves. They will almost certainly pay taxes down to the
model providers, which is why those model providers will end up extremely large scale but probably

slightly lower margin and | think the market for them will be probably less technical.
(00:56:37):

If you think about the purest form of software as a service, it's not like you ask what database do you use?
It's really about the feature and function. | think that's where agents will go. | think it's going to be more
about product than it is about technology over time. Just going back to my metaphor, in 1998 when Mark
and Parker started Salesforce, just getting that database running in the cloud was like a technical
achievement. Nowadays, no one asks about that because you can just spin up a database in AWS or Azure
and it's like no problem. | think today, orchestrating an agentic process on top of the models, sounds
really fancy and it's really hard and all that stuff. I'm pretty sure that's going to be easy in three or four
years. It's just like just as the technology improves. And so, over time you say, what is an agent company?
Well, it looks a little bit like [inaudible 00:57:30] as a service.

(00:57:30):

You talk a little bit less about how you deal with the models in the same way modern SaaS, few people
ask what database you use, but you'll probably ask a lot about the workflows and what business
outcomes that you're driving. Are you generating leads for a sales team? Are you minimizing your
procurement spend? Whatever value you're providing, it's going to slowly evolve towards that.

(00:57:53):

I'm very excited. | don't think startups should probably build foundation models. But you can shoot your
shot if you have a vision for the future, go for it. But | think it's probably a challenging market that's
already consolidated. I'm very excited about the other two markets. I'm particularly excited as building
agents becomes easier, to see a lot of long tail agent companies come out. | was looking at a website for
the top 50 software companies in the stock market and obviously, the top five are the big, big boom ones
like Microsoft, Amazon, Google, all that, but the next 50 are all SaaS companies and some of them are
very exciting, some of them are super boring, but this is how the software market has evolved and | think
we're going to see something similar with agents.

(00:58:38):



It's not just going to be these huge markets like we're in customer service and software engineering. It's
going to be a lot of things where people are spending a lot of time and resources that an agent can just
solve, but it requires an entrepreneur who actually understands that business problem, and deeply, and |
think that's where a lot of the value is going to be unlocked in the Al market.

FRCERIR:

B8, KERHISN tBERNEFERERHZET, MABRSHEAREE, ELELEFANENNEZ—, R
TEEZ B CRfLL,
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R D PICINRMIERE, FEIA SaasS RIKIEHIEE—1F, MEESMBICTERMLSZER: (R
RENHEFANERTAR? EERRTREZH? TIEMREEHANE, BRBIERILLEL,

BIEEAHE, HTNATE QBN ZHERMER, BORMERR, BaUSH. REFFSINEIN T,
MEMEERFERFES, LUARE "KE” BAQE. HEIRHHER 50 WRHQE, fIAREE
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BHEATIEERRR. XJ/ERIERNERSZRENENLE, FIANIRE Al THRREANERMTS.

[00:59:00] Lenny Rachitsky
English:

That is incredibly helpful. This makes me think about, | had Marc Benioff on the podcast, you guys were
co-CEOs and he was extremely agent-pilled. All he wanted to talk about was Agentforce. Clearly you're
also very agent-pilled. What is it that-

AR ERIE:

XEEAFEE. XiLFAE Marc Benioff KIBFH, EEMT “BAEE" . MANFEINEZ
Agentforce, EAREED “BREAKERE . BIRERHA—



[00:59:31] Bret Taylor
English:

If you talk to an economist like Larry Summers who, on the OpenAl board with me, they'll talk about what
is the value of technology? Will it help strive productivity in the economy. And if you look at one of the big
jumps in productivity in the economy was in the '90s, and | think a lot of folks | talked to think it was
actually that very first wave of computing where people made ERP systems and just put accounting into
computers and databases, even mainframes, we're talking like the PC era. Because it was such a huge
step-up, just imagine the ledgers of numbers that you'd have for a large multinational company before
and it truly just transformed departments.

(01:00:14):

I'll give you a little toy example. My dad just retired. He was a mechanical engineer and he was talking
about when he first started his career in the late '70s and he went into a mechanical engineering firm, the
majority of the firm were drafts people. So basically, you take an engineering design but you needed to
do all the different vantage points and for all the different floors and to give to the contractor to do the
thing. Now, there are zero drafts people at his company. You just make the design in first AutoCAD and
now Revit and it's a 3D model and the drafting has actually been eliminated. It's just not a thing one
needs to do anymore. The actual design and drafting, drafting is not a thing that exists. It's just a design.
That's true productivity gains, right? It's like the job of the mechanical engineering firm was to do a
design. The drafting was this necessary output for the contractor, but it wasn't really adding value. It was
just like the supply chain change.

(01:01:12):

If you look at the history of the software industry from the PC on, there's been meaningful productivity
gains but just not nearly as meaningful as that first huge jump. And I'm not smart enough to know exactly
why, but it is interesting, the promise of productivity gains from technology hasn't been as realized | think
as some people thought. | think agents will truly start to bend the curve again like we did in the very early
days of computing because software is going from helping an individual be slightly more productive to
actually accomplishing a job autonomously. And as a consequence, just like you don't need drafts people
in a mechanical engineering firm, you just won't need someone doing that thing anymore. It means they
can do something else that's higher leverage and more productive and you can actually... A smaller group
of people can accomplish more and truly drive productivity gains in the economy.

(01:02:15):

And | think if you've ever sold enterprise software, you end up in these discussions as a vendor with the
customer where you'll have a value discussion and you'll do these somewhat convoluted things like okay,
it's like you're selling a sales thing. Okay, well, if every salesperson sells 5% more... And you should pay us
a million dollars. And it's roughly that conversation and it's so unattributable especially... And it's why it's
so hard to sell productivity software, which | learned the hard way, it's just hard to know what's the value
of making everyone 10% more productive? Did you actually make them 10% more productive or did
something else change? You don't really know all these things. But now with an agent actually
accomplishing a job, not only is it actually truly driving productivity in a very real way, but it's measurable

as well.
(01:03:10):

So all those things combined means | think this is actually a step change in how we think about software
because it does a job autonomously, which is more self-evident, a productivity driver. It's measurable so

people value it differently as well, which is why | also believe in outcomes-based pricing for software.



(01:03:32):

And all of that combined to me, it feels like as significant as the cloud or | think more technologically, but
just in terms of how it transforms the business model of the software industry where there's going to be a
before and after. | don't know how many people still sell perpetually licensed on premises software, but
it's de minimis at this point. | think we're going to go through a similar transition. The whole market is
going to go towards agents. | think the whole market is going to go towards outcomes-based pricing, not
because it's the only way, but the market is going to pull everyone there because it's just so obviously the
correct way to build and sell software.

AR ERIE:
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[01:04:08] Lenny Rachitsky
English:

Let me pull on that last thread. So we had Madhavan on the podcast recently, pricing expert, legend,
monetizing innovation author and he talked about pricing strategy for Al companies and he was very
much in your camp of, if you can, you need to price your product as an outcome-based product and the
access uses exactly what you shared, which is, you can do that if you can attribute the impact and it's
autonomous, it's running on its own. And he actually used Sierra as one of the shining examples of this
being successful. Can you just briefly just explain a little bit what is outcome-based pricing for people that
haven't heard this term before and then just how does it work for Sierra to give an example?

FROCERIR:



BRINERE—SPW. BISEBIETENER Madhavan ((BEMALIFY EE), MIEEZFIRAIN
=1MRAILL, REMIZIREREN. piREXMAIIEAERBEEETH. tEZEE Sierra (EAMINNETE, R
REEEMRE— AR “BTERIEN” , FLL Sierra AFISREAE BAIEIERIIS?

[01:04:45] Bret Taylor
English:

Yeah, I'll start with the example and then I'll broaden it. So at Sierra, we help companies make customer
facing Al agents primarily for customer service, but more broadly, for customer experience. So if you have
a problem with your [inaudible 01:04:58], you'll call or chat with Harmony, who's their Al agent. If you
have ADT home security and your alarm doesn't work, you can chat with their Al agent. Sonos speakers, a
lot of different consumer brands. And if you think about running a call center, there's a cost for every
phone call that you take. Most of it is labor costs, but if you have, let's just say a typical phone call is
anywhere between 10 and $20 USD. Some of it's software, some of it's telephony, but a lot of it is just like
the hourly wage of the person answering the phone.

(01:05:32):

So if an Al agent can take that call and solve it, that is in the industry often called a call deflection or a
containment. And that essentially means you saved, call it $15 because you didn't have to have someone
pick up the phone. So in our industry, basically we say, "Hey, if the Al agent solves the customer's
problem, they're happy with it and you didn't have to pick up the phone," there's a pre-negotiated rate
for that and we call it resolution based. There are other outcomes as well. We have some sales agents
being paid a sales commission, believe it or not. We do. We really think of our agents as truly customer
experience like the concierge for your brand and we want to make sure that our business model is aligned
with our customer's business model.

(01:06:22):

As you said, these agents need to be autonomous and the outcome has to be measurable. That's not
always possible, but | think it's broadly possible. And what's really neat about it is if you talk to any CFO
or head of procurement with their big vendors, they look at the bill of materials and it's overwhelming
and it's impossible to know if you're getting the value that you hoped from that contract. | think
consumption based, which was popular particularly in the infrastructure space is closer to it. But I'm not
sure a token is actually a good measure of value from Al either. | always use the analogy, like right now,
most of the coding agents are priced per token or per utilization, but there's this famous story of an Apple
engineer who had a bad manager who's like had you report how many lines of code you wrote every day?

Which every engineer in the world knows is an idiotic way to measure productivity.
(01:07:16):

He famously went in with a report that had a negative number because | think he did a big refactoring,
deleted a bunch and it was his way of saying like, fuck you to the man. | think tokens are similar. Yeah, you
used a lot of tokens, like good for you, did it produce a pull request that was good? And | think that's the
whole point of all this. | think there's a huge difference between outcomes-based pricing and usage based
pricing because especially in Al, they're not necessarily even correlated and you could have a long phone
call and not solve the customer's problem and they give you a negative review online and call the call
center again, all that effort was for nothing. In fact, you might've added negative value. And so, | am a

huge believer in this.

(01:07:58):



And what's fun about it is it really just aligns... | think every technology company aspires to be a partner,
not a vendor. And | think at Sierra, we are truly a partner to every single one of our customers because
we're all aligned on what we want to achieve. And | think that is really where the software industry should
go. It requires a lot of different shape of a company. You have to be able to help your customers achieve
those outcomes. You can't just throw software at the wall because you'll never get paid if it doesn't. Your
orientation becomes so extremely customer-centric when you do this the right way. | think it's just a
better version of the software industry. So | think it's right from first principles, it's right for procurement
partners and | think it's right for the world.
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[01:08:43] Lenny Rachitsky
English:

I've been chatting a little bit about productivity gains. There's a lot of skepticism in the headlines these
days of just like what is Al actually doing? Is it actually helping people be more productive? There was a
recent study actually, | don't know if you saw, where they showed engineers were less productive with Al
because it was just putting them in different directions. They had to research all what's going wrong
here? So | think CX is a really good example where you clearly are seeing gains. Are you seeing actual
gains at your company or any other company you work with outside of CX in terms of productivity that is
like clearly yes, this is working and a huge deal?

AR ERIE:
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[01:09:15] Bret Taylor
English:

I'm extremely bullish on the productivity gains from Al, but | do think the tools and products right now
are somewhat immature and it's quite counterintuitive. So, for example, almost every software
engineering firm | know uses something like Cursor to help their software engineers. Most people use
Cursor right now as a coding autocomplete, though they have a lot of agentic solutions and there's a lot
of... OpenAl has Codex and Cloud has... | can't remember the Anthropic products. So there's lots of
agentic agents coming as well. One of the interesting things because the technology is immature, the
code it produces often has problems. There's a lot of people approaching this to actually realize those
productivity gains because as any engineer who's written a lot of code will tell you, it's pretty easy to look
at and edit and fix code you wrote.

(01:10:10):

Reviewing other people's code or particularly finding a subtle logical error in someone else's code is
actually really hard. It's actually much harder than editing code that you wrote yourself. So if the code
produced by a coding agent is often incorrect, it actually can take a lot of cognitive load and time to fix it.
And in fact, if you end up producing lots of issues with your customers, you could end up producing a lot
of features, but actually, is like mucking up the machine a little bit and having something that's not ideal.
There's a couple of techniques that | think are interesting. First, | think there's a lot of Al starts now
working on things like code reviews. | think this idea of self-reflection in agents is really important. Having
Al supervise the Al is actually very effective. Just think about it this way, if you produce an Al agent that's
right 90% of the time, that's not that great, but how hard would it be to make another Al agent to find the
errors the other 10% of the time? That might be a tractable problem.

(01:11:10):

And if that thing's right 90% of the time, just for argument's sake, you can wire those things together and
have something that's right 99% of the time. So it's just a math problem and it turns out that you can
make something to generate code, you can make something to review code and you're essentially using
compute for cognitive capacity and you can layer on more layers of cognition and thinking and reasoning
and produce things increasingly robust. So I'm very excited about that. The other thing though is root
cause analysis. So we have an engineer at Sierra who exclusively focuses on the model context protocol
server serving our cursor instance. And our whole philosophy is, if cursor generated something incorrect,
rather than just fixing it, try to root cause it. Try to get it so the next time Cursor will produce the correct
code and essentially, is context engineering.

(01:12:05):

What context did Cursor not have that would've been necessary to produce the right outcome? So | think
people who are trying to get productivity gains in departments like software engineering need to stop
waiting for the models to magically work if they want to see the gains now. And you really have to create
root cause analysis and systems and say, how do we go root cause every bad line of code and actually
give the right context and produce the right system so the models can do it today? Over time that'll
probably be less necessary and you'll have less context engineering necessary to do it, but you really
have to think of this as a system and | think people are waiting for the models to just magically get better.



And I'm like, well that will happen eventually, but if you want the gains now you got to put in the work.
That's essentially why applied Al companies exist.

(01:12:53):

And the work is non-trivial, but you can do it. And so, for customers using platforms like Sierra, yeah, Al
agents aren't perfect, but we're creating a system that lets customers create a virtuous cycle of
improvement. If you want to go from a 65% automated resolution rate to 75%, we have a billion tools to
let Al help you do that, identify opportunities for improvement, figure out why people are frustrated,
what new capabilities can we add to our agent to improve the resolution rate? And you let Al put the
needles at the top of the haystack on your behalf and | think that's really the way to optimize these
systems.

AR ERIE:

X AIHERVEFHRAFEFM, BFRIANANRENTANS~mERERH, MEXEXRRER. fld0, J1
FHINRHEXKRG RABEEA Cursor, KZHMABRIE Cursor AEIEEDIMET R, RECHERZEENR
B RAKAREREA, EERBNRBEESRH,

EAEIRENBNIREMEBEHIFR: BRESEHRBRES, EFEENANAE, LEEIFHAMNE
iR, HRIEEM, Wi BCNAERES, MRFZEERAERNABEELE, BECIHEEAENIA
M fEAediEl, MRIRA LT A HR—M Bug, RBAMTHTRZINEE, ELF EEEREBRE.

BMERAKREFREB. B, BZAEIAREMABEE, S ‘BRRE” FEEE, iLAIS
Al FFEBR. BR—T: IR Al B 90% RIBTEZERN, XABEKYL; BNRBM— Al EREAEE
TIIHAR 10% BHEIRIE? XATRER — A LABRBIE A, SNRE D Al BH 90% BVEHER, BelEE—
2, fRELEEISEI 99% RYAEMRK., XAR LERAITTENMREUAREES, BIEMIAX. BEMEERER, LRAT
SHREE %,

S—#HER “BEEREASM” (Root Cause Analysis). 7E Sierra, E1E—RITIRIME IR Cursor
LHHREIRE ETFXY (MCP) BRSS. FANTWEER: R Cursor £ T HIZNAE, FERREEE, B
KERARRE, =idik Cursor TREEEMIEMBIMAES, XAFRER “ETFXTITH” (Context Engineering),

Cursor FR/D T ILEMER E T XA SHTHIREAR? BECRETIESHIIREETHIRA, MFAETSHFER
BHDMRMETR, MBARIRFRRADTRSE, EOME—1TIERN, RHERBNETX, HEEBNR
g, IRBEESRIEME. MEREER, XM ETXIBNERTERIELD, ERETREEFE-—TR
g, REANEFHEELTRE, HiR: “BEARIKE, BORMFMEAEEZW D, FRERALIE." XmENA
Al RETFER X

X TEHAER, BIREILUME. XM Sierra FTENER, AlEiAHFAxE, BRITEET TR
g%, UEFBIHNRMERR, WRMBIEBEMUEREMN 65% I2EE] 75%, HINBERETIAILL Al #IRIR
AHN =, DA #KUE. BINFINEE. it Al BIIMMNBERGH, XA BMUXERKNG %,

[01:13:28] Lenny Rachitsky
English:

I've never heard of this technique of improving Cursor by adding additional context. What's the actual
way of doing that? You build an MCP server that everything runs through or is it like you add Cursor rules?
What's the actual approach there?

FRSCERIF:
MR T @I IEANERIS £ T SCREH Cursor BIX Ty R, BIRSEAMA? SHE— MCP RS 281LFR
BERAHLZIE, EEFM Cursor FN? LRI ERMHA?



[01:13:41] Bret Taylor
English:

I'm probably out of my depth here, but it's essentially MCP because that's how you provide context to
Cursor. And | think that almost always when you have a model making a poor decision, if it's a good
model, it's lack of context. And so, you really want to find the intersection of your particular product and
code base with the context available to these coding agents and systems and fix it at the root is the
principle here.

FRCERIR:

XA REBH T RHNRAATERETE, BXRLENA MCP (RE ETXIH , EABZIRE Cursor 2 L
TXHHER. HiAA, H—MIBRRBEMBIERLOREN, IFERRNRZ LT L, RNUZHREMR
Em. RBESHBERATALTXZENRE, HMRIFE LR,

[01:14:06] Lenny Rachitsky
English:

Got it. That is very cool. | hadn't heard of people doing that, model context protocol, makes sense. We've
talked about productivity gains outside TX. Just to give you a chance to share how amazing what you've
built is, what are some of the gains you see from people using Sierra?

FRCERIR:

AT, XRE. RELMRIEAXAM, MCP MY, BB, HNWTZRZIVES DR LR
BT — MIIENTRE S % £ Sierra WEFPER 7L ?

[01:14:18] Bret Taylor
English:

Yeah, our customers see anywhere between 50 and 90% of their customer service interactions completely
automated, which | think is really exciting. And we serve just a really, really broad range of customers. We
serve the health insurance industry, the healthcare provider space, banks. You can actually refinance your
home using an agent. One of our customers built on our platform to the telecommunications industry,
DIRECTV, SiriusXM to a lot of retailers as well, which is really fun. Everyone from Wayfair to clothing
retailers like OluKai and Chubbies Shorts. What's really neat about it is it's a pretty diverse range of use
cases and it's everything from helping you sign up for... We have an agent that helps with customer
support in one of the big dating applications to helping you upgrade or downgrade your SiriusXM plan.
Actually, it's really funny, we do technical support from everything from home alarm systems to sonar
speakers to more recently, CAT scan machines, which | think is amazing.

(01:15:28):

So technicians going in and fixing the CAT scan machine can chat with an Al agent to help them guide
them through that process. We're the leader in the space, we're trying to enable every company in the
world to create their agent with their brand at the top that I think will become as meaningful of a digital
touch point as their website or their mobile app. In the short term, it can really transform the costs of
running a customer service team. And what's remarkable is do so with really high customer satisfaction
scores. That Weight Watchers agent, | believe has a customer satisfaction score of 4.6 out of five, which is
pretty amazing. And what's interesting about service too, it's often people having a problem. And so,



when you have a clear, | don't know if you use them in the airport, | think that agent has a CSAT score of
4.7 out of five people are coming in with a problem and [inaudible 01:16:19] delighted. And | think that's
really the opportunity here.

(01:16:22):

Our whole vision is that we're going to move towards a world where every single one of the interactions
with your customers can be instant. It can be multilingual, it can be over audio, it can be over chat, it can
be digital, it can be over the phone and it can be very personalized. And | think that's really, really
exciting. And if you think about all the best moments you've had with a brand, it's like that store associate
who you know, and it's like for me, it's like the butcher at the grocery store. | love to cook, he knows me.
We talk. Can you actually produce that at scale for a company with 100 million customers and can you do
itin a really personal way? And | think we're really on the cusp of enabling that.

AR ERIE:

BINEFET 50% 7 90% WEREEIEM T 2B, XIEESANME, RITNBTFAEIERZ: BT
R, ETRSEMER. R1T. MEETUBIERANEEERERM. RINEFAEEEBRETLHN
DIRECTV. SiriusXM, AKX Wayfair. OluKai. Chubbies Shorts EEZ &/,

REEHERGIN SN MEMIREMAROSNA, HARBERMNTBEE. BBHE, HIIERHES
MEAZE, NRERERS. 518, FIREH CT 3l £E CT NINRARAGRATUS Al E&EHX, 5%
i ITE AL 72,

HMNBXNTHHAFE, BNRBILHER LERAFMEELETE B CSmERRINE R, FIANE R
ANEMG. App AFEENHFMRSR. EHA, SrMKSMEZREAMKNKRELS, ETFRENE, SXEER
FRENEPHRE (CSAT). Weight Watchers BYERERITDRE 4.6 (B0 593) ; IN—1MERETDE
EAT, NMIFERER, REHFESIHE.

BINERZ: RRSFFPHSXEEEANN. ZESH. BREN (BE. PX. Bi%), HERFE
MEUR, BERSmEREFNENZ], BEZRNARMRIIER. MHEKR, SEHERMNRKZNE
X, BNEEWR, REENHE 1 ZEF AR ARSI XM MEWEILD? FIANARIMNELFENX—F
REIAS.

[01:17:03] Lenny Rachitsky
English:

Let me ask you one more question before we get to a very exciting lighting round. There's a lot of
founders struggling with go-to-market in Al with their Al apps. There's so many apps these days, so many
products, so many things coming at buyers, at large B2B companies. Clearly you guys have figured
something out. | imagine your name helps, investors help, but what have you learned about just how to
successfully do go-to-market with an Al product, say an agent-specific product that you think would be
helpful for folks trying to do this better?

FROCENIR:

EHENABREEZR, HBR—NREE. RZ AIRABRIBAT “#ATE” (GTM) HEREEL. WE
BXZH App. REHFmBEARTNER, EAMRNELRRNT —EE, HBMHBENREENE
B, EXTORMET Al =M (CERERES M), RFETHLENEMABEBINEN?

[01:17:35] Bret Taylor

English:



| think there's a small handful of go-to-market models that have been proven to work, and | think it's
important to choose the right one for the product category you're going after. One category | would say is
developer-led. This is somewhere famously Stripe and Twilio where probably two of the original that did
this exceptionally. And essentially, the go-to-market motion there is to appeal to an individual engineer
often within the department of the CTO who have accountability and a fair amount of latitude to choose a
solution. This works if your product is a platform product. It doesn't work, for example, if your product is
trying to help a line of business because lines of business typically don't have dedicated engineering
teams or let alone, the latitude to just go download a new library or start using a web service like that. It
particularly works well if you sell to startups just because startups tend to have engineering teams with
quite a bit of latitude to choose services to help them solve the problem given by the founder.

(01:18:44):

Then there's product-led growth. It's a broad term, obviously every company's product matters, but
product-led growth more specifically means users can sign up from the website, often get put on a trial.
Often you can buy a couple of seats with a credit card and those work where your user and your buyer are
the same person. So it works for small business software almost always because sole proprietors do
everything. And so you're selling small business software like Shopify in the early days and there's a lot of
other products like that where you're trying to sell to small merchants. That's great. It doesn't work well
when your buyer and the user of the software are different. So I'll use the example of something like
expense reporting software. The user of that software is an individual employee, but the buyer is often a
finance department. And so having sign up and buy with your credit card doesn't make sense because
the person using is not the person with the credit card and it just doesn't work.

(01:19:39):

And then there's direct sales. And direct sales had gone, | don't want to say out of fashion, but if I think of
the best direct sales companies, probably there's a lot of lineage from Oracle, but you think SAP, Oracle,
ServiceNow, Salesforce, Adobe perhaps, and there's others as well. And these were companies that sold
into large lines of business in a relatively traditional sales motion. | think because product-led growth
became very popular. | think a lot companies use that, which is great, that motion produces great
products, but if PLG means that you aren't actually engaging with the buyer of your software, you're not
going to grow. And so, I've actually seen more recently, with a lot of Al companies, direct sales come a
little bit more back into fashion because | think so many of the opportunities in Al actually meet that
qualification where the buyer and the user are not necessarily the same person and it really requires that
go-to-market motion.

(01:20:40):

Where | see entrepreneurs stumble is they'll choose a go-to-market motion without thinking through
what is the process of purchasing this software? What is the process of evaluating the value of this
software? And | think people just need to be much more first principles about it and much more
thoughtful about it. And candidly, | think a lot of companies should leverage direct sales more than they
do. And even though because of the sometimes justified reputation of the quality of products of some of
these direct sales companies, it had gotten a bad name. And | think I'm thankful to see it coming back in a
lot of the Al market.

FRSCERIF:
FINAELHBHERRE MM GTM 188, XS RIBIRAT SR ER EHA—FH,

F—ME “FLREIWED” (Developer-led), Stripe 1 Twilio @ XA BT, XFERXEWS| CTO i T FH
MEIRIM, iEREREBRRAR, XERTFEE™ R, BNRMFN~REMRS FUSEIT (Line of



Business) B9, XMAER, RANLSEIEEREETINIRERAN, WEENREETHNENEARED
Web AR5, XMIRNERLVEIATMRRY, HAVLIRRNIRMERABE EN.

FEME TREHMEK” (PLG). XBEKEAFTUMMILEM. XA, HRERFRBX, X7E “BFEIXE
K WIERTIEEEN, tbamEmm/vyeElr (SMB) B (MIFHIBY Shopify) . BIMIRERMARFEE—
A, PLGRIAKRR. LLaNiRHENRHSF, AFRERRT, BXXEMSE. RT&ZRECHNERFXATA
HUIRIH RS

E=—MZE “HIEHEE” (DirectSales), HHE—E#HIAN “IEB” T, {Bf Oracle, SAP, ServiceNow,
Salesforce # B FEXMEAHERNAIIN. EARPLGC XRITT, RELREER, XEEFEGF~m, BHNR
RAEMEENER, ML ALK. REREIRSZ Al REIILEHEEIRITER, BN A NRZNSEET
‘EREBAFPHBE” WER, YAEEH.

HEFEWELRHEIRE: EER GTM RN, RERBERRENWRAREMA? THMENERNRERMTA?
ARFBEMAF—HRE, ERDAE—LE, BHAR, WINNARSZSAFDNZCAETEZSMFIAEH. RAEH
REENEAFmREAMAFMAERR, BERESHEREE A mHEY.

[01:21:20] Lenny Rachitsky
English:

| feel like this message is something a lot of founders need to hear, especially founders that aren't from a
business background that sales turns them off, they don't think they're going to be great at sales. Just
this push of this might be what you have to get really good at and this is how you win and you can't just
rely on product like growth.

FhSCERIE:

BARERRZUNBATERIXMES, LEERLELERLER. WHEERIHRF. REECTERHFEENE
e No BRMEIRATHERHE A BER, FRER KM~ miEanE K,

[01:21:36] Bret Taylor
English:

Yeah.

FREiE:

i

[01:21:38] Lenny Rachitsky
English:

Bret, is there anything else that you wanted to share? Any last nugget of wisdom? Anything you want to
double click on before we get to our very exciting lightning round?

FRCERIR:
Bret, BB ABNENG? HEMNESHRE? TEANNBNRNEZR, BFABRRNRITHG?

[01:21:47] Bret Taylor



English:

No, go ahead.
FRCERIE:
BT, FHAE,

[01:21:48] Lenny Rachitsky
English:

Okay, let's do it. Here we go. Welcome to our very exciting lightning round. I've got five questions for you.
Are you ready?

FRCERIR:
4%, FHia. WMREHENACRIABNRE. HEL N, HEHEFTE?

[01:21:53] Bret Taylor
English:

Yeah, go ahead.

R EE:

HEEET, B

[01:21:54] Lenny Rachitsky

English:

What are two or three books that you find yourself recommending most to other people?
FpERIE:

REE RN ARENR=RBEMFA?

[01:21:59] Bret Taylor
English:

I don't read a lot of nonfiction, but probably if | had to pick one in the area of the topics we talked about,
Competing Against Luck, which was the book that produced Jobs to be Done, which is a framework |
really believe in. My only critique is | think most of these business books should be like an article. So
maybe buy the book and punch it into ChatGPT and get the summary. But buy the book it's Clayton
Christensen talked about it, but it's a really good framework for thinking about delivering value with your
products. And | think it definitely influenced me.

(01:22:37):

Actually one book | do recommend is Endurance, which is the story of Shackleton's trip to go to the South
Pole. Half the book is him starving to death and eating seal meat with his crew of people frozen in their
boat. I've never seen a better story of grit in my entire life. It's remarkable that it's a true story and if



you're an entrepreneur going through a hard time, read that, you'd be like, okay, it could be worse. It's a

great book too. It's just remarkable that it's a true story.
R EIE:

BAEBL2REENERLE, BNMRBEE—FASSKIEIEXHN, REE (51585 %) (Competing Against
Luck)e ER “FFMMES" (Jobsto be Done) HEZRAIKIR, HIFFHIARXMER, RE—HHITE, KZHH
WHELER—RBXEME T, FALUMRAIUEBAGLL ChatGPT B4—T. ERREW - mEHMBRMEM,
ERE M ERNREESR, NEREMRK.

(01:22:37):

S—AEBENZE (BF) (Endurance), HHED R/ RIEIRIRILATRE, BHN—FABEMEHMWAMEN)
SNEIFEKEIRIME IR, 12BN ERF. XRAXEFRIXT “Bi)” KIFHNHE. KT FENREREA
BEE, IRMFRELTRRENCIE, RXAES, FIHERF: 8, BRELBAE”

[01:23:20] Lenny Rachitsky

English:

Do you have a favorite recent movie or TV show that you've really enjoyed?
R EIE:

OB AFEESREBER S EBARNG?

[01:23:27] Bret Taylor
English:

| haven't gone to any new TV shows recently? We just watched Inception with the kids and they loved it
and made me appreciate Christopher Nolan and what a cool movie. It's the type of movie when you
watch the film and you can a conversations for two days afterwards about it. So, just a great film.

AR ERIE:

LR EABHRE. BMNMZEF—EET (BE=E) (Inception), MTIEEER. XitFHERBN e EH
¥ - B=RIFK, XEREAET. ERIPMETRZEEILIMITICHRRIEBER.

[01:23:59] Lenny Rachitsky
English:

Do you have a favorite product that you have recently discovered that you love or one you've loved for a
long time?

FROCENIR:
ML AMAE LB~ m, HE—BURIFEERNTmETA?

[01:23:59] Bret Taylor

English:



I'm really a big fan of Cursor. | think it's changed. | love creating software and I'm excited though for
agents. I've been really excited. | was very excited to see Codex from OpenAl and others. So | think Cursor
will be in its current form, is a transition product. And | know they're working on agents as well, but |
really enjoyed taking something I love and it's been my life's passion and really diving into this Al tool and
seeing how it transforms how | create software. So I've just been spending a lot of time with the product
just because it's so core to what | love to do and it's a really well crafted product.

FROCERIR:

2 Cursor BUBRKIL, ENET AR, HARRENRMT, HWERAREINME. AN Cursor BRIV
B TEMm, BAEMIEEREEER. RFERTERAXN Al TERMNSEREEAZNRALIE, BTl
ARERNITEAN. ER—MIBRIFEHERN~ M.

[01:25:05] Lenny Rachitsky

English:

Do you have a favorite life motto that you often come back to and find useful in work or in life?
R EE:

MESBTAEAH, ELEREEPRFGIFEZA?

[01:25:05] Bret Taylor
English:

The best way to predict the future is to invent it, which | think I attribute to Alan Kay of Xerox PARC. He
invented a lot of the core abstractions that we use in computing today. I'm an entrepreneur, it's why | love

to build things and it's definitely a life motto for me.
FpERIE:

FNARRBRFNARAMREBEENEE.” XA EHBMERIEFARIEAFTHC (Xerox PARC) B Alan Kay, ft
RPATHENSKEANRZHEZOHR. BE—REUR, SMEHRAZWERANRRE, XENERIVE
Ao

[01:25:29] Lenny Rachitsky
English:

| feel like many people say this, | feel like you've actually done this so many times. You're really living this
motto. Final question. We talked about you inventing the like button at FriendFeed. Were other thoughts
of what they would call it other than like? Was it just obviously like? Or was there other thinking there?

RSz ERIE:

REASHEIXMIE, BEREF/MENZREITTE. &a—TEE: FATIEIRE FriendFeed X7 “=
B (Like) #%ZH, HRNEREZERIUFINRZF? REMBIAMM “Like” 13, TE2HHINEE?

[01:25:48] Bret Taylor

English:



This was before emoji. So, if you read the comments on FriendFeed posts, at least 70% of them are cool or
wow or yeah or neat. And one of the principle uses of FriendFeed was to have discussions about things.
So you'd have a post and then a pretty fulsome discussion underneath. And compared to Twitter and
others, it was a great place to have those discussions. And so, the product problem we were trying to
solve is get all the one word answers out so that the discussion was actually actual comments as opposed
to acknowledgements that you read the thing.

(01:26:30):

So, the original framing was one click comment. That was how we thought about it. And so, the first
version that | made had a heart, and she denies remembering this, but Anna Yang, now Anna Muller who
has worked at the company, she hated it. She said, "If | look at hearts on every post, I'm going to vomit.
It's too much." And it also was interesting, we were simulating, it was like an article about a tragedy or
something. A heart was just not the right thing. Like which actually turned out to be really hard to
translate was just a much more neutral sentiment, and that's why it was hard to translate because it was
subtle. So that's how we ended up with this.

(01:27:17):

We started with a heart, and | don't know if we ever heard the word love, but we definitely started off with
the iconography and then like, which just felt like this positive yet as neutral as possible within the realm
of positive so that it could work for a more complex story. But it was all because we needed a one-click
comment. That's where the concept came from.

AR ERIE:

BERRIERTS (Emoji) RITZEINERR, WRIRE FriendFeed thF TR, A 70% HE “B&” .
‘BT . “BR” 3 “B&” o FriendFeed NEZERFEZEITIL, MF TEASBRALHNITIC. KITERR~ IR
A EXE “—MIANEE SEE, ITRXFEHEENTIS, MARMNNEKE “WxdT” .

(01:26:30):

FRIUSRAIBAER “—8Tie”  HMFE—TREANE “B0" Eiff. SNEQFIIER AnnaYang (I
7204 Anna Muller, #IARFEIAIZERXE) FENRE, i “NRSMLEFLEEIEL, REUN, X

T, MBNMRR—REXTERRNXE, BEOEBAFREE, “Like” XMIHLEMEFE, AANeE—MiEET
HRYERRRIE,
(01:27:17):

HINMEOERAR, AREET “Like” XME, AANEERRXRARFRERE, JERTERNW
. X—EERRANENFE— “—HIFIL" B9ZhEk.

[01:27:48] Lenny Rachitsky
English:

Bret, this was incredible. This was an honor. | so appreciate you coming on this podcast. Two final
questions, where can folks find you online if they want to reach out, maybe go see if they want to work at
Sierra and how can listeners be useful to you?

FRCERIR:

Bret, XXBEX T, XRHNRE, FEXPMSMET. KERIMRHA: MRARKBEKRAR, HEBE
Sierra TfE, RILAEMBEREIIR? IFARBEAIRME(TA?



[01:28:00] Bret Taylor
English:

If you want an Al agent to help with customer service, go to sierra.ai. If you want to apply here,
sierra.ai/careers where we have offices in San Francisco and New York, Atlanta and London and are hiring
pretty aggressively in every department. So please reach out if you're interested.

FROCERIR:

MRRFEE Al FeEERNBIER, 1EHIR sierra.ai, SNRIREERIFETINE, 15IHIA sierra.ai/careers, FHf11EIH
FU. ALY, WHF=KMECBEBEDLRE, JZIWIMERIRIBEE, BIGERIFBRATN].

[01:28:19] Lenny Rachitsky

English:

And how can listeners be useful to you? Is it tryout Sierra, anything else there?
R EE:

I ARBEFEIR{T4? 1A Sierra, EHEIKIG?

[01:28:21] Bret Taylor

English:

Yeah, tryout Sierra. I'm a single issue voter.

R EE:

Ry, XA Sierra, B “BWEREE” (BREEMRAXIX—HE),

[01:28:27] Lenny Rachitsky
English:

Bret, thank you so much for being here.
FRCERIE:

Bret, JFERSHREER,

[01:28:29] Bret Taylor
English:

Yeah, thanks for having me.
R EE:

A& IR

[01:28:30] Lenny Rachitsky

English:



Bye, everyone. Thank you so much for listening. If you found this valuable, you can subscribe to the show
on Apple Podcasts, Spotify, or your favorite podcast app. Also, please consider giving us a rating or
leaving a review as that really helps other listeners find the podcast. You can find all past episodes or
learn more about the show at Lennyspodcast.com. See you in the next episode.

FRCERIR:

ARBW. FFERBUIT. WMRIFDISENE, JLUTE Apple Podcasts. Spotify S {REIRBIE RN AT,
5o, BEERATRITERHE TITL, XEERBBEMITREAMXMER . REILUTE Lennyspodcast.com 3% ZIFR
BT EATHRESZES. THHTEBL.



