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[00:00:00] Lenny Rachitsky

English:

Many people told you your class at Stanford made them feel like their entire college tuition was worth it.
FRCEIE:

RENEFRIR, MIEHER LXK BRI REBERFFEREBET .

[00:00:05] Carole Robin

English:

Even more rewarding for me are the, "I'm pretty sure your class just saved my marriage."
R EiE:

MR, BEERMBRNIITFIALIE: “RIEHERENRNINIER T HAVERE,”

[00:00:11] Lenny Rachitsky

English:

| want to talk about how to give feedback well.
R EE:

BRBVGR AN E G R (2 153

[00:00:12] Carole Robin
English:

| feel that you don't care and | feel you're being insensitive are not feelings, and that's where we make our
biggest mistakes when it comes to feedback.

FRSCENIE:
“WAEBIRAET” M “BREBMMATEHRT” HFERT, XMERITERERRITIE THREAREIR.

[00:00:19] Lenny Rachitsky

English:



How do you avoid people getting defensive?
FRZERIE:
{RUN{ATEE e A {117 SE BRAEI AR ?

[00:00:22] Carole Robin

English:

Questions that start with what, when, where, how. Stay away from why.

R EE:

RAELL “tA” o “ralE” o EWET . W Ak =8 A4

[00:00:25] Lenny Rachitsky

English:

| think it might be helpful to talk about this concept that you call the three realities.
R EE:

BRI RIRVAR MR =M R, XNZSRERE.

[00:00:28] Carole Robin
English:

We don't understand that we are only privy to two out of the three, so | know what's going on for me and |

know what | did. | have no idea what happened on your end.
FR3zEiE:

HNFHOECRETHE=ZFERNRD: RAERXLRET 4, RAEHBT 4. BRTEFIERIR
BERET %0

[00:00:37] Lenny Rachitsky
English:

That's a really profound point that anger is a secondary emotion. Really what's going on is you're afraid
oryou're hurt.

FRZERIE:

“BERR—MRERE BT IEERZIMR. LR ERENZIREREMERZE T HE.

[00:00:43] Carole Robin
English:

What a disservice to not help people understand that anger is a distancing emotion and there are other
emotions that are connecting.



FRSCERIE:
MBEREAERFRE—T “HniliEsE” , MEMBERE EEREE , PEEAERT,

[00:00:54] Lenny Rachitsky
English:

Today my guest is Carole Robin. For over 20 years, Carole taught the legendary course at Stanford's
Graduate School of Business, nicknamed Touchy Feely technically called Interpersonal Dynamics, which
helps people learn how to build strong relationships and become much more effective leaders. She then
went on to start a non-profit called Leaders in Tech, which brings these same lessons to leaders of high-
tech growth companies, and she also wrote an incredibly impactful book called Connect, which distills all
the key insights and lessons from her decades running this course. I've had so many friends go through
the Stanford course or the Leaders in Tech program, and every single one of them was transformed in
terms of how they relate to other people, how they communicate, and how they lead. In my conversation
with Carole, we talk about why we're often trapped in mental models that we formed when we were
younger and how they now limit us and limit our potential and our ways of seeing world.

AR ERIE:

S XRHEREE Carole Robin, 20 ZEXE, Carole —HEIMERGAFBERIIR—IIEFTIERE, @50 “Bi4
®” (Touchy Feely) , EERB#E “AMRshHE" . XINREEEMAMNZEIMMRILFEENAGRKR, HK
NESHMNASE, ME, telh T —K& N Leaders in Tech IFEF|LALR, BXLIREHATRHRAER A
FNMEE, XS T —IREEMAONE (EZ) (Connect) , SCET M +EHFFHZ O EMBGN,
HETFZBARBMTENEEIIEIEH Leaders in Tech TH, MIIELAIBARXR. WEMMSARNSEELE
THE, £5 Carole A, BANRITT HHABRNEEWERNAN “OEEE FrE, MUKXLEERR
MRS T FKA 1. BREI T HNBBAMEFE RIS

[00:01:49] Lenny Rachitsky (Continued)
English:

Why disclosing 15% more than you naturally feel comfortable will make you a more effective leader? Why
there are actually three realities around us at all times and how that insight changes the way you relate to
people. We also get into how to give feedback to anyone about anything, why vulnerability is so essential
to great leadership, how to build exceptional relationships, and why they're so important and so much
more. This is a very special and very unique episode and | am so excited to bring it to you. With that, |
bring you Carole Robin. After a short word from our sponsors, and if you enjoy this podcast, don't forget
to subscribe and follow it in your favorite podcasting app or YouTube. It's the best way to avoid missing
future episodes and it helps the podcast tremendously. This episode is brought to you by Eppo. Eppois a
next generation A/B testing and feature management platform built by alums of Airbnb and Snowflake for

modern growth teams.
FRCEIE:

N ALLRBEARETFENEZEEZBE 15% NEERILIRRANESHNARE? AtARINARRKET =
PEK” , URX—RENARERS ARENA RN RNERNRN TNAREASEREAARERER,
Afta “HEFERE WEENASAEXEE, NMARLSENARXR, UREMHATNLEESFE, X2—
MEERFBRBNET, RRSHELCHAAK. THEH, LWL Carole Robin, TEIFSTHBIERIEE
NERE, MRMERXMEER, BAESICEERENMIBENA YouTube EITHMXE, X2 TR



KTENREAR, BNABETHEERED, ~ETHH Eppo %, Eppo ZH Airbnb 1 Snowflake IR &
NIMAEKEAAITER T —H A/B HAMINEEEET &,

[00:02:43] Lenny Rachitsky (Continued)
English:

Companies like Twitch, Miro, ClickUp and DraftKings rely on Eppo to power their experiments.
Experimentation is increasingly essential for driving growth and for understanding the performance of
new features. And Eppo helps you increase experimentation velocity while unlocking rigorous deep
analysis in a way that no other commercial tool does. When | was at Airbnb, one of the things that | left
most was our experimentation platform where | could set up experiments, easily, troubleshoot issues,
and analyze performance all on my own. EPO does all that and more with advanced statistical methods
that can help you shave weeks off experiment time and accessible Ul for diving deeper into performance
and out-of-the-box reporting that helps you avoid annoying prolonged analytics cycles. Eppo also makes
it easy for you to share experiment insights with your team, sparking new ideas for the A/B testing
flywheel. Eppo powers experimentation across every use case, including product growth, machine
learning, monetization, and email marketing.

FRCERIR:

Twitch. Miro. ClickUp A DraftKings QB &R #k#i Eppo R IFMIAIRN, SEI0X FHERNE KA T A 1N
BERVRIVESKHEE, Eppo ReBHEBNMREESRIEE, FARNFEMEME L TATERHN™ERES . H&K
£ Airbnb B, EERFSHFRBZ—MERINVKREF S, ERERTLURINKERE. BINHREEF DT
BE. Eppo M TX—Y], BEEZS, SRBELHNRITTSE, AJUBIRERHEARNER 8, £8 5B/ Ul
BFRNMRMERE, URFAFREANRE, BIMERTAREKNDITER. Eppo EiL{REERMSHIPADZE
JullfE, 7 A/B ML VEIAHR K, Eppo IFFMIHRMIKLE, SEFMIEK. VISEFS. Bl EHERtHE
Ho

[00:03:40] Lenny Rachitsky (Continued)
English:

Check out Eppo at geteppo.com/lenny and 10X your experiment velocity. That's geteppo.com/lenny. Let
me tell you about CommandBar. If you're like me and most users I've built product for you probably find
those little in-product pop-ups, really annoying, want to take a tour? Check out this new feature, and
these Pop-ups are becoming less and less effective since most users don't read what they say. They just
want to close them as soon as possible, but every product builder knows that users need help to learn
the ins and outs of your product. We use so many products every day and we can't possibly know the ins
and outs of everyone. CommandBar is an Al-powered toolkit for product growth, marketing and
customer teams to help users get the most out of your product without annoying them.

AR ERIE:

181518] geteppo.com/lenny &% Eppo, ILIREYSKIRERFA 10 &, #hikE geteppo.com/lenny, FTRIEK
BN CommandBar, MRREEUNRKG AEFAL=RNLSEAR—, (RRIERNSF RAEBRYARLE |\
BIEBMA— “BEM—TME? 7 | “BEXIMWEE . XLEHEHETFUERBEN, BAKRSHARIR
TFREAD, RBRRXEE(]. B8 1MTamARKELHNE, AFREESE TR aNAFER. KilS
XEAXAZ= M, FARETHEES— I mNAT, CommandBar @— 1T H Al RN TAE, TAHHRIE
<. BHENEFENGT, EEEBAFZAF BRI G, BRRILAITREI R,



[00:04:25] Lenny Rachitsky (Continued)
English:

They use Al to get closer to user intent, so they have search and chat products that let users describe
what they're trying to do in their own words and then see personalized results like customer
walkthroughs or actions, and they do pop-ups too, but their nudges are based on in-product behaviors
like confusion or intent classification, which makes them much less annoying and much more impactful.
This works for web apps, mobile apps and websites, and they work with industry-leading companies like
Gusto, Freshworks, HashiCorp and LaunchDarkly. Over 15 million end-users have interacted with
CommandBar. To try out CommandBar you can sign up at commandbar.com/lenny and you can unlock
an extra 1,000 Al responses per month for any plan. That's commandbar.com/lenny. Carole, thank you so
much for being here. Welcome to the podcast.

FROCERIR:

HAIFIA Al REMEAFRRE, HibtIHEERMX~qR, itAFAUAE SNBSS mRtITEMNE
&, REFIMEMNER, LB ETRIIRERN. ML MEE, B8 “5A” (nudges) BEF
AT AN, tLAFRRZXHERESSE, XESEIFBAMA, BEEAFMS, XEHTF Web 2. #Bap
ML, {15 Gusto. Freshworks. HashiCorp # LaunchDarkly ZF{T ML B &1E. BB 1500
BRIEAFS CommandBar #1773 E, EidH CommandBar, Re]JLTE commandbar.com/lenny EAf,
a5 &R0 LIS B E9MESE 1000 £ Al [B1E, #iiERE commandbar.com/lenny, Carole, JEEREBHREER,
SRAD SR EI AR R

[00:05:19] Carole Robin

English:

Thank you so much for having me, Lenny. I'm delighted to be here.
R EIE:

EBRBMTBIEHK, Lenny, REMKIEIXE,

[00:05:22] Lenny Rachitsky
English:

I've heard from so many people over the years how much you and your course have impacted their life,
both friends of mine, and also people when | shared on Twitter that you were coming on the podcast, so
many people left comments just like, "Oh my God, that course and Carole's changed my life in so many
ways." So | am really excited to have you here. I'm really honored to have you here.

AR ERIE:

XEER, FRIFRSARIIRMREPRIENMWIINEZET ZARNEM, ERBEERNAR, AT
Twitter ERZMBERSMBERBSHME. BZATIRH:  “XUB, 1R Carole T RZFENRET
BYEE.” FrlA, HERRSMIMEER. HRRFEBIBEIR,

[00:05:23] Carole Robin
English:

Thank you.



AR ERIE:
5ti5to

[00:05:43] Lenny Rachitsky
English:

| wanted to start with when we were preparing for this podcast, you shared this quote with me. You told
me that "I was put on this planet to help people learn that it's possible to learn how to build and develop
robust, meaningful relationships." What are robust, meaningful relationships and why are they important
to you? Why are they important to people?

AR ERIE:

BHRMBRNTEEXRBEEMROZLRN—IEF R, REFK: “BREZXNERZANTEBAITHEE,
FINARIMERREEEEXNARXAZAREN.” TARRERBERXHIARKXR? ATAENMIRE
BE? MTAENMAMHRER?

[00:06:05] Carole Robin
English:

| think that most people experience a richer, fuller, more meaningful life when they have at least some
high quality relationships or maybe put the other way. If you have none, it's unlikely you're going to
experience quite as rich and full a life. So | often talk about relationships exist on a continuum. At one end
of the continuum is contact and no connection, or we could also say dysfunction. And by the way, contact
no connection. Those are thousands of Facebook friends. Those are not relationships and those are not
friends in my vocabulary. At the other end of the continuum is what my co-author David Bradford and |
came to call exceptional, and exceptional relationships have a particular set of characteristics that | can
get into if you want to. But before | even do that, we're not suggesting, and I'm not suggesting that
everybody needs to turn every one of their relationships into something exceptional.

FRZERIE:

HiAN, SMHAEED—ESHENARXAN, MISARIEFE. ExL. FEARXHEE, HER
IER, MRIR—PNERE, MAKARFREIBAFENRLERE. AUAREER, ARXRAFET—T
ELRCIE Eo OEN—IRE “BREMELTER" , RER(NEALURE “TEEXRE" . IER—T, “BF
MTER" FERMEAMT L1 Facebook ¥ k. EHEVALEE, BERRAMRXR, UARAR. 7
EBH5E—E, BHMEEE David Bradford FRTFHY “SHXER" . SEXRE—ERENSIE, NRMTER,
HATLURANRY . BERZE, HNHFAZRERIN, REAZRRNUE T ABTELUNNE—RXATEREE
KHo

[00:07:05] Carole Robin (Continued)
English:

That would be, first of all, impractical, second of all, unnecessary. But it turns out that the skills you need
to move along that continuum actually take you from contact and no connection and dysfunction to at
least functional and robust. And then once you've acquired those skills, then you can decide whether or
not you want to take a few of those relationships a lot farther, take them all the way to exceptional, but at
least you've gained what you need to know in order to get to functional and robust. And | believe if we



had a critical mass of human beings on this planet who had those skills and knew how to get to at least
robust and functional, we wouldn't just have more functional teams and organizations, we'd have
stronger communities, we'd have more functional schools. We might, in my wildest dreams, even have a
more functional government. And so that's my life's mission.

FRCERIR:

B, BEAIERS; BR, hepBE, BFLIER, REX—/E LSBT, SR EEHRM
“BREMITER M DX EmEL DeReERE" . —BRERETXERE, MMAILURAERS
ERHEPTIEXAERER, X7 ‘S8 NEE, BEL, (RELRIFTAE “TEELERE" B
iRe HABE, WIRXTEXLARBZMAZETXEREE, MENAEDREREMINEESHIKTE, i)
AMNZBEESHHRNAR, E2EEBRANAX. BERENFR. EREAEHZEFD, BEESE I E
BB, XMEROAERES.

[00:08:03] Lenny Rachitsky
English:

Hopefully this episode is going to actually do exactly that, help people build from-
R EE:

AEX—ETERREIXFIER, BBAETL

[00:08:07] Carole Robin

English:

From your mouth to God's ears.
FRCEIE:

fBirEs (BiF: MRAOPEEIEFEH),

[00:08:10] Lenny Rachitsky
English:

To give people a little more motivation to really dig in and pay deep attention to this. What are some of
the benefits you've seen from people moving further along the spectrum, building more robust
relationships and more exceptional relationships?

FROCERIR:

ATURRBEDAZRANFARAXEX—R, REDE—T, HRBIAMEXRRGE LEH#H—W, B
FRE. EHAXAN, MRS T IEFAg?

[00:08:23] Carole Robin
English:

Obviously, | taught a course for many, many years at Stanford Business School, and it was the Stanford
Business School, by the way. It wasn't hidden away somewhere in the psychology department. And that's
because the premise of the course is that people do business with people not ideas, not products, not



machines, not tactics, strategies, not even money, they do business with people. So you better get the
people part right if you really want to succeed. And that interpersonal competence is a determinant of
both personal and professional success. So, to your question, I've lost track of how many hundreds of
emails and calls and visits I've had from former students who come to tell me | just became a CEO. I'm
pretty sure | owe it all to you. | just raised my third round. I'm pretty sure | owe it all to you.

FROCERIR:

2R, RAEMEEEFRABTREZER. INER—T, BREFFR, MARBETOEFZFRANEINAE. XE
EAXVRHEIRZ: AMEM “A” AR, MAZMEE. ~m. P& B R, EEFENEEM
£5o FTUNRMENE/MRL), RFE N7 BIBD BT, ARREEDZENAMRULEINENRER R, Fi
B, EEREEE, HELKIEABWEIZ VaiFENEE. BIEMFR T, MmITRGFE: “HNEE
CEO, HRAEX2IFTNTIR” “HRISTTRR T HE=HRME, HRAEXLIITHTIR”

[00:09:20] Carole Robin (Continued)
English:

| just figured out how my co-founder and | are going to navigate this very difficult situation we're in.
Thank you for everything you taught me, and those are exceedingly satisfying. And I'll tell you, even more
rewarding for me are the, "I'm pretty sure your class just saved my marriage." | just reconciled my
relationship with my brother who I hadn't talked to for two years because he voted for X and | voted for Y.
We don't need to get into who X and Y are. And now | get thank you for finally writing a book because my
VP of product didn't go to Stanford and doesn't understand what I'm talking about. So at least | bought
them a book and now I've got more and more folks sending people to Leaders in Tech, which we can talk
about later, which is the nonprofit | started after | left Stanford, so that more and more people can learn
this from more than just a book.

FRZERIE:

“BNINFER T EMS WA ZINAES R R, SERBARN—).” XERIRITHEBIILTIHER. M
BERERFE, SERREFEERABHNE: “HERBERIIRER T HAVBMWE” “FRIRIF0 /%5 &8 S-Sl
BT, AAMET XME, MEKRT YHE" EMNFAFE2INEXMY i), MERDUKEIREHE, WK
KFETXEP, AN “BNFREISHEEIHIBEE, MARERERTA, FAIUBRELAMIIET —FK
P ., MEGHEREZHAERTIXER Leaders in Tech (FAFEER LI, XERBEFHMBEEEEIH
EEFAL), XEFSHARBEET BEAUIMNIARE I XLERS,

[00:10:19] Lenny Rachitsky
English:

Amazing. And | think what | love, you also shared this point that many people told you that that one class
at Stanford Business School at GSB was made them feel like their entire college tuition was worth it from
that one class, which is so surprising because it's called Touchy Feely, it has nothing to do specifically
with business.

FROCERIR:

AET. HEBERMDEN—=: REASHFMR, FMEEFEFER (GSB) BIB—TIRMILAMNEFIBEKRF
FHRIMET. XEBLARE, BAXTRESWY “BMEIR (Touchy Feely) , ITERMFSHEIBEEX
%o



[00:10:38] Carole Robin

English:

Except of course it has everything to do with business.
R EE:

82, BRTEELSEHLERMEX,

[00:10:41] Lenny Rachitsky
English:

So to follow that thread, can you just talk about what this class is trying to do, what the goal of this class
is and what actually goes on in this class? And again, people call this class Touchy Feely. | think it's

technically called Interpersonal Dynamics.
R EIE:

IREXMIER, (REERKX TREIRZMAAE? ENETREMHA? RELIIRAZETHA? BRIFA—T,
AE “BER” , BIEXBMNIEZE “ARAFE” o

[00:10:57] Carole Robin
English:

That's correct.

R EE:

R o

[00:10:58] Lenny Rachitsky
English:

Okay.

FASCEIE:

a0

[00:10:58] Carole Robin
English:

That's correct. Yeah.

R EE:

=i, =%

[00:11:00] Lenny Rachitsky

English:



Yeah. What is this class all about? Help people understand what goes on here.
FRZERIE:
X TREKEBXTHARN? BEARER—TXEEAETH 4,

[00:11:03] Carole Robin
English:

Well, first of all, it's a quarter long class at a really fundamental level we've already really talked about
what goes on there. People learn how to be more interpersonally competent or how to connect with
other people in more functional ways. And what | mean by connect is learn how | need to show up in
order for you to trust me, in order for you to feel closer to me, in order for you to want to spend more time
with me in a leadership. By the way, this is part of the leadership curriculum | taught, in a leadership
sense that makes you more likely to want to follow me because in the end, that's the question leaders
should ask themselves, "Why should somebody follow me?" And you know what? You could study other
leaders. Why did somebody follow Steve Jobs? Why did somebody follow Ursula at Xerox? Why did some
people follow Sheryl Sandberg or why should somebody follow me? Because I'm not any of those people.
So the question | ask my students to sit in and now my Leaders in Tech participants to sit in is why should
somebody follow you?

AR ERIE:

B, XE—IMFHEKNRE, EREMNEE L, RIMEERXIENRE T AMIEINFRS AR EEE
71, REWFEUBEERNARNSMARILER, BFIRN “EE , REFIBFEUNAHFNZESHIN, 7
BEILIREER, ILHRBISHRERIA, HRBEEEEZNEMKEE—ILL, INER—T, XEHRBEBWNS I
EN—&9. NASHTHNAERE, XFULMFERREREK, AANFARLEK, MSENZDE CHE#EE:
‘GIARTLEEREE? 7 MMALUMREMGSE: ITAEAEMEREX « FTHE? ATAEABHESRSN
Ursula? AHAB ANEREBITR « FEER? BAARTAEER ‘& B? BAERFESMITPRER—1,
FRr L BB R4 U ILTER Leaders in Tech 25&BEMRAR: AR ALEIEBREIR?

[00:12:18] Carole Robin (Continued)
English:

Now, there are lots of reasons why people might follow you. You've got a great vision that's very inspiring.
You have a product that they want to bring into the world. They think they may make a lot of money if
they hitch their wagon to you. Those are all good reasons. But if you want to build a sustainable long-
term legacy, then you probably want to think about showing up in a way that other people come to see
you as a referent figure, somebody in their life that they say, "When | grow up, | want to be more like
that." And that is a form of power. There's a lot of research that supports this, referent power. You're a
referent figure, and then people are much likely to be open to your influence, and open to working
harder, and open to doing some of the things that you believe are going to make you great as a whole
organization.

FROCERIR:
MERMRHEBRBERZ. (RARE—TEEZBAOHEBRESR; ME— MU TRERERN~m; %
RUMRREMT, AIERMAR. XEMERIFHIER. BNRFBBRI—MAHSRHKIEL, BARAIEE

FREEZEU—MILFIABERS “BRAM” (referent figure) BIATNHI——B A& s PABFHLLMA]R
N “FHRART, FHEBEABEFEHIAN" A X2—MNAERN. BREMAFIX—K, B “SRNA”



(referent power) . HIREA—NSRAYEY, ATMERAIBEEZRNZM, BERESHIE, EREEM
LARINNBEL B NMAR T/ HERNER.

[00:13:27] Lenny Rachitsky
English:

The class is quite unusual in that there's not just a bunch of lectures and talks, there's a lot of experiential
pieces where you have to do quite uncomfortable things in order to learn how to do this well. Can you
share an example or two of some of the things you put people through, whatever you're able to share?

AR ERIE:

X JREER, BAERRBESEHEMIKE, EERSERANIAT, MBAM—EBELATENE
16, ARFMABXHEMIT. MEDE—RMRILFEZHIFFIB? RBRHEDZRIERRI L

[00:13:45] Carole Robin
English:

Sure. | mean, | think that we don't learn to be... And | don't learn how to connect with you by reading
about it in a book, which by the way is why it took us four years to write our book because at the end of
every chapter there's a, here are things you can go do with what you just learned in the reading. And
likewise in the class, the lectures are scaffolding on which you can hang your experience. But most of the
learning happens in these small groups called T groups. The T stands for training, not therapy. And
sometimes people think they sound like therapy, and they sometimes even experience them as feeling a
little bit like therapy, but that's not what they are. We call them training groups. And what happens in that
group is that there's 12 participants and two facilitators, and they are, for example, given a task, | might
pair two students up and say, okay, you've got 10 minutes.

AR ERIE:

A BRNERRE, BRIMNEZEIFEBREZINMAS ANERE, IRER—T, XBEANFTATANE T LEEA
SxBEH, BNEE—ENEEHE— “MAUUFBRZEINATEMNER" . AFTEREL, HER
B—IEIFR, IMEERRETE EE. ERBOFIREFEHEMA “T/IA" (Tgroups) BNEH, TARKII
% (Training) , MARAST (Therapy). BEFAMNERENIERGOESTT, BEEFRERERBEE—R
%, BEMHAR. BITZRIGNE, NMIEF 12 BS5FEMRE5ITH. 6, MIIswoR—NME
5, WARESIBM M EEER—X, AFR: 57, R(1E 10 2¥EdEl,

[00:14:51] Carole Robin (Continued)
English:

Allow the other person to get to know you. And that's the only instruction | give. Okay, so now you and |
look at each other and we're like, "I don't know what the heck that's supposed to mean." And then
maybe | share something about myself or maybe | ask you a question or who knows what | do with that,
and then who knows what you do with that? So after 10 minutes, then | stop them and | say, okay, so take
a moment and recognize that you just had a bunch of choices that you actually probably never even think
about. You had a choice whether you began by sharing something or you waited for the other person to
be in. You had a choice whether you began with a question, which was a nice, safe place to be, or whether
you began with a disclosure.



AR ERIE:

“UMF TR XRHAENE—IES. 7T, NEGMEEEMEN, 0B8R “RIKZEAM? ~ 2K

HHFRSET —EXTHRECHE, HEBEBHRNTHE—NRE, EHERSEAM, EXHERSEARR? 10
DHE, BUEMI], ARR: 77, ERENEIERIRE, FRRAMT —RFRETEEMRBE THER, FiEF
TRENELRA, EREFHHLFSE. MERTERU—NREFE (XR—1MREMNERE), ERU—X
BHIHKRE (disclosure) FFiA,

[00:15:40] Carole Robin (Continued)
English:

Then you had choices with regard to how you responded to what your partner did. And the whole course
is about having interactions and then having the guidance and the space and the time and the focus to
unpack what just happened. So now do you want to have a more conversation with this person or less?
Are you intrigued or are you like, "Can | just get paired up with somebody else?" But now we get to talk
about it. And then | put them into a second conversation and | say, okay, now having learned that, by the
way, one of the ways we build relationships is through disclosure, through allowing ourselves to become
more known. So that's a little mini lecture. And then | say, okay, now go back into your pair and see
whether or not you want to make some new choices.

AR ERIE:

AkE, XTMEEINNANITA, MEMTER. BMRENZOMBHITER, ARESIST, FAZME.
BHEIMEENR R MARENER. BAUE, MEBMXCAZHE, E2L0HB? (REREFE,
ERER “RERREMDAL? 7 MERNTLOHEXLET, #E, HILMWITHTERMNE, BREW:
T, BRAFITE—Rm—IRER—T, BUXENGZEZ—MEEIBERERE, BIILECKESH T,
HXE—TMAEHE, AEFR: IERZIRE/NE, BEEMES R —EMEER,

[00:16:33] Carole Robin (Continued)
English:

And then of course, that's all | always say, confidentiality is a very important aspect of all this work. So in
the pair conversations, in the group conversations, | call them the Vegas Rule. What happens if Vegas
stays in Vegas. And so | don't ask for any specifics, but I'll ask them for, was there a qualitative difference
between the first and second conversation? And they inevitably say, "Oh my God. The first conversation is
the conversation | have in the bar all the time with somebody." And the second conversation was a little
more uncomfortable, but | sure feel a lot more known, and | think I know my partner a little bit more and
now they've had a little taste of what it's going to be like.

FRCERIR:

YA, HERB/AE, REEXMIIEFIEEEEN—F. FIUERAIENNAMNIEFR, HIRZH A4
HRFIM” (Vegas Rule) : RETERIETAENTBIE A BERIEAEMET. RtFHRFMEEFAT, ERZEMI]:
FRMBRMEZEREFEROXF? AT ERMIE: “KI, FERERTHEERE
MABR—#, ME RNERABRAETR, ERBIREECKTHSES T, RURSHRETHKRNE
BT WE, MIELMPHREEXIRIVEIXT

[00:17:18] Lenny Rachitsky

English:



Amazing example. So what | want to do with the rest of our chat is basically go through many of the
lessons and insights and lectures that you give in this course. Obviously, they're not going to be able to
practice the way they would practice in a class. But before we get in there, let's actually talk about, so
there's this course at Stanford, and you also now have a program called Leaders in Tech where anyone
can participate. They don't have to be going to Stanford Business School. Talk about what this is and how
people can participate if they want to go deeper on the stuff we're going to talk about.

FROCERIR:

FEFNFFo EETRNPXS, REHNERBREREFEERATFZSEON. REMRE, B2, XL
ABERE LIFES], BEFIBZET, HAEPHXT: EEEX R, MRMAELEE—1 M Leadersin
Tech VIR, EAAZBAUSM, F—EELEMBREEFR. BRKXZMHA, NRAMTERNAREANZT
AR, ZOEE5?

[00:17:47] Carole Robin
English:

So Leaders in Tech is a nonprofit that two of my co-founders and | started, | guess in January of 2018. We
started it with a program called The Fellows Program, which is a 10-month program that starts with a
four-day retreat that's like Touchy Feely on steroids because Touchy Feely is a quarter long class, and
then it continues on a monthly basis for a day or half a day a month to get the rest of what we might call
Carole Robin curriculum because | also taught a course called High Performance Leadership. | also called
Taught Leadership Coaching and Mentoring. So there were other things besides Touchy Feely. Then what
happened was that our fellows who went through our first couple of cohorts said, because the Fellows
Program is open to founders, either current or previous founders or co-founders of a company that has
not gone public.

FRZERIE:

Leadersm Tech RHMAAEK S IBALIDRIIFEFIALR, RIEZE 2018 F 1 Ao FMIM—10 “BAZR ST

" (Fellows Program) MYIE A, XE— 1A 10 PAMIE, U— BN XBEHEEF R, BRERE
“HDEEH&” BEMER, BARBRMERE—TFHNIR. ARSRULHT —RIFRNER, FIKFMBHN
“Carole Robin IRT2A %" HHRED, RAFKELI I “F%éfxﬂlzﬁ 77 BOR, &F “MFNHBESE
T o FRUBRT R, EERMAT. EREAENEER, SMIF/IERENMHRRINE —RAMRRSE
HERERKX LEHABNEISEA. AL AREXE LI AR,

[00:18:51] Carole Robin (Continued)
English:

And what we're trying to do is we're trying to influence the cultures of the future of Facebook's and
Google's of the world, not the current ones. And so that program has a more limited number of people
that can apply to it. However, one of the things that happened was we got a lot of people who said, but
I'm not a founder and I still want that. And we also had fellows who went through the program that said,
what about my people, my chief people officer, my VP of engineering? So then we'd started just a four-
day version of the Touchy Feely, which anybody could apply to. | mean, actually not anybody. You do
have to be a manager of some kind, and you do have to be in tech for now.

AR ERIE:

BHANAE R IR EARKH Facebook 1 Google RIXX L, MABIMIERXLE, FFLABB NI E RIHRIE ALELRE
Ro AT, EREAEN—HER, REANR: “BRAZLRA, HUBERITE” TESMITENHAR



Aain): “BBENAIR? ENEEANE. ZNIEIN2HE? ” ?Eﬁfllﬁﬁ“*-éﬂ\—/\ﬁﬂﬂlfﬂﬁ “RYMEIR”
¥5EIRR, EMAZILERE, H2iH, HEUARREMA, RUAREMRTNERE, MEBTIMNARER
1Tk,

[00:19:37] Carole Robin (Continued)
English:

So that's where people get the real on the ground experience. They all get a copy of the book, and of
course, if you don't want to go through the program or it's not the right time or you want to start
somewhere else, you can start with the book. But if you just buy the book and you read it and you put it
back on your shelf, you're not going to learn anything. Don't waste your money. If you're going to buy the
book, buy at least one other copy and give it to somebody with whom you actually want to develop a
stronger relationship and read it together and do the activities at the end of every book, and then you
start to get a taste of what it's like to go through the course.

AR ERIE:

BENMVREELEEZLHM TG, WINHBERE -4, A, URMABSMIE, HENVAY, HEBM
AT, RAILUMBFIE. BNRMRARETH, EE/BREBRR, RHABFERE, 5IRHEHK. MRIRE
EXAER, ELBL-—AEEBMIESHERUEFEXRZNA, —i1%E, HTmEERRERED, AR
MEEFIRASE X IREBH AR T .

[00:20:18] Lenny Rachitsky

English:

So just to close the loop there, how do people learn more and apply and join this program?
R EE:

AT FEHERXANER, MIETRESER. BEHMARXNE?

[00:20:21] Carole Robin
English:
Www.leadersintech.org.
FRCEIE:

MitE www.leadersintech.org,

[00:20:25] Lenny Rachitsky

English:

Awesome. And around the time this episode comes out, there's a deadline roughly around that time?
R EE:

KIET, EX—EBHIINER, BEREEFE— 8B



[00:20:31] Carole Robin
English:

There is. Around when this episode comes out. So we do these four-day retreats all year, so there's no
deadline to apply for that, but if you're interested in the ten-month program that starts with the four-day
retreat and then has all that additional stuff, then deadline for that is May one. Actually, it might even how
many days? It might be April. | don't remember how many days there are in April, but it's either the last
day of April or May one.

AR ERIE:

B, MEX—SRLEE. RI2FHRIBDIMNPORIFHEE, FRUBNKERIBFRLERM. BUNF
RSB 79HE 10 A BEWRFHMEENGLFERNTNTENERHE, BIEAMES A 1 . KL, A
R4 ARZLOR? RFPER4BESZLOXRT, BEEAR4ANRE—X, B4AB5H1H,

[00:21:00] Lenny Rachitsky
English:

April 30th.

FREiE:

4 B30 H.

[00:21:01] Carole Robin
English:

Yeah, there you go. So it's probably April 30th. So check it out. You have to be nominated in order to
apply. Don't let that stop you. If you look at it all and you decide you want to apply, just apply and say,
Carole, I listened to Carole Robin on this podcast, you told me to apply.

FROCERIR:

xt, FREARR. FLARTRER 4 B 30 Ho ZEEBM, MEBRFEIAERIR. EFILXMEEIR. MRIRT R
ARERE, MEEFIBFHIA: “Carole, IIFTIRAVHER, BIFILIEIBA”

[00:21:23] Lenny Rachitsky
English:

Okay, great.

FSCEIE:

b9, KT

[00:21:25] Carole Robin
English:
Don't waste time trying to find somebody to nominate you.

FRCERIR:



ARFEEHARBIRT

[00:21:27] Lenny Rachitsky

English:

How amazing. Okay. Or you're going to be flooded with applications.
FRCEE:

RLENT . 7B, BUNIRHEPIBERSEERDN.

[00:21:31] Carole Robin
English:

Again, from your mouth to God's ears.
FEiE:

BXERES.

[00:21:35] Lenny Rachitsky
English:

Okay, so let's get into a lot of the stuff that you teach. So you mentioned progressive disclosure, so that
might be a good place to start. What's the lesson there? What is it that people get wrong? Why is that
important?

FROCERIR:

BT, AEEMTRNRTRBIRHAR. RIRET “MH#EXRE” (progressive disclosure) , XAIgER—MELF
HTIAR. XAANBIIRHA? MTEEWEMET? IHTAXREE?

[00:21:46] Carole Robin
English:

So first of all, when we disclose, we make ourselves more vulnerable, and vulnerability and disclosure
tend to be reciprocal. If | hold my cards really close, you're going to hold your cards even closer. So one of
the things to learn to do is to experiment. And what works with one person isn't going to work without
somebody else necessarily because every relationship is its own fabulously interesting and always
unfolding dynamic is to experiment with allowing myself to be a little bit more known, and then seeing
what happens and whether or not you reciprocate. Now, a really important concept we teach that you
and | have talked about before is called the 15% rule. And what that is that we all have a comfort zone.
Imagine a circle in the middle called the comfort zone, this picture's in the book, and that we don't think
twice about what we say, and then there is a danger zone, which is a circle way on the outside.

FRCERIR:

B, YENETERKREN, HMNFILBCETERSS, MESBNREBTERBEN, WRKIEEEER
R, MESIBRBESE™. FIUEFIN—HERRERR. I—PABRHGELR—ENS—TAB
M, ANBERXAHAHIME. ABAFHLARNDS, SENHERILECRTHRESES—R, ARARSR



REMA, URMMBERATER. MWE, RINEEN—NEEEENRS (RMHZATHI) W “15% A
W, ERERIMNBE— “FEX" . BRPRE-TEBMUFEX (BEEXKE), EBERIMTHIERR
BER;, AERINEE—TEERE “BREK" .

[00:22:57] Carole Robin (Continued)
English:

So these are concentric circles if you're not watching the video, and | never in a million years say that or
tell you that, but there's this really important circle in the middle, which is called the learning zone. In
academia, they have to have fancy words for very easy concepts, it's called the zone of proximal
development. But basically it means that's where you learn. And you have to step outside your comfort
zone in order to learn anything, and especially in order to create a deeper connection with somebody.
However, my students used to say, "But Carole, the minute | step outside my comfort zone, how do |
know I'm not in my danger zone?" | hear this learning zone, but how do | know I didn't go too far? So we
came up with the 15% rule. So step a little bit outside your comfort zone. If you step a little bit outside

your comfort zone, you're very unlikely to freak yourself or the other person out.
R EIE:

MRFEENM, JUBRXE—ARLE, fRXKENEXR —EFHBIRM. BEREZEE—NFEEEE
NEE, WU “FIX” . EFAR, HIESNEEENBEIRLEWHNEZF, W “AMAEEXE" (zone of
proximal development), BEZA L, BIENMEMFEINMS, MOAELTFEXAEFERAE, LHEN
TEREANBUFEFRENEE. A, BNEESEENH: “BR Carole, B—EHHFEX, EAKEBZESR
EHTEREK? HIfRTEIX, BEREAFEESSEXNT? ” FTERIMNEET “15% MW" ., BMEEH
FEX—RR. MRFREH—==, (RAKAIGETEBE SR H.

[00:23:53] Carole Robin (Continued)
English:

But you'll know, you'll feel it a little bit, you'll be like, okay, | feel just a little uncomfortable saying this,
but I think I'm going to try. And then depending on how you respond, then we settle into a new comfort
zone, a slightly larger circle, which is our comfort zone with each other. Then we can go 15% beyond that,
and that's how we learn and grow and deepen our relationship. The same thing by the way applies to
feedback when we get into that later. So we have to step outside our comfort zone in order to deepen and
strengthen relationships.

RS ERIF:
BIREME, IMEE—aRE, REE: FIE, HHXERRIE -SSR TR, BRITEIL—t, AGE

BEIFNRE, BINSHEN—THNEFEK, —PMHEHA—RNEE, ERERINRILZENEFENK, #EEK]
BILABEINE 15%, XRMRIHRATFS. REKMINRXRZNSG R INER—T, XRFEATFRIEEZIXREIR
[Ri5e FREL, ATINRFMERXER, HITBIEHEFEX,

[00:24:27] Lenny Rachitsky
English:

What are some examples of stepping outside your comfort zone, disclosing what is it that you find people
maybe aren't disclosing enough of or areas they should disclose? Is it challenges they're having in their
life?



AR ERIE:

EHEFEX. #TERREEWENF? MAMANATEERLESEBRESAE, NEPLMRZ ML ZT
BrY? b EEFBRIRIBEEND?

[00:24:38] Carole Robin
English:

Well, of course, context matters. It depends on who I'm talking to. And by the way, disclosure, | want to
underscore a concept that we also very much teach, which is appropriate disclosure. If I'm the VP of
marketing and | get up in front of the troops and | say, "Well, third month in a row we've lost share and |
have no idea what's happening or why or what to do about it, and I'm feeling pretty crappy about myself,
I'm not even sure | should be your VP of marketing." That might be vulnerable and disclosure, but it is not
appropriate Vulnerability and that it's not what we're talking about. The flip side of that is that | get up in
front of the troops and | pretend nothing is happening. That doesn't build my credibility either. So | can
get up and say, okay, probably no secret to most of you, that's the third month in a row, we've lost share.

FROCERIR:

YA, BIRREE, XEURTHRAMERE. IMEHR—T, XTERKRE, FERF-TRINEEE R
2, B “EERE" . MREEEHRLSH, REETREAEMR: B, RIIELEL=TAEXHHHEH
T, HREFNMERET A, BRNENTA, EFNEZEAD. HEEBCHEET, REEFTHEES
BEZIAXTEHBSH.” XAURBRIATHRSBNRE, EXFE "EENMRSS , EAERMNEITIEHA
Bo REEKY, MRFBIEFRKEARENF AT RELE, BEFAIBUKBNRETT. FRUFKETAIGERR: &F
B, WIRMNAZSHARGXATERZNE, XBHNNERBE="AEKMNTT.

[00:25:39] Carole Robin (Continued)
English:

And man, | wish | could stand up here and tell you | know exactly what's happening and | know exactly
what we should do about it, but | don't, and | have never needed you all more. Now, who would you
rather follow? So | think in business, and for a very long time, leaders were socialized to, first of all, leave
all feelings in the parking lot. I've got an anecdote | often tell about my very first job, which I'm happy to
tell you if you want. And there's no place for vulnerability or for sharing feelings. Are you kidding, feelings
in the workplace? Now, | ask you, how do you inspire anybody with no feelings? How do you motivate
anybody with no feelings? How do you become seen as a real person with no feelings? Why should
somebody who is a robot who is robotic follow you? And the answer to that sometimes in the valley
especially is because they're going to follow you for a while because you've got a really great idea. And
the minute they've got another choice, man, they are out of there.

FRCERIR:

U], REFEREWTEXESIFMI], KRHDNBELRET 4, BHRMINERITZEAM, ERF
i, ZMAGIMAEXFFTEMIIRRK” WE, MEBTEEBMA? ZIANEFR, KPUKIASEREN
HER: B%, EMEBENEEFEET. REBH-IXTRE—MIENES, NRFBRZREIES
2, ERGPLERBRIADEZRZNTE, FHakk, ELEGMARZ? WERDR, REBRMEA
HEIRIAN? RBEBRIREAFDIANRIRE? KEBRIREALINARSRE—TELHA? AIFABAE
BE— MRS A—FRA? S, INENERENE: SEMRIF—REE, RARE—MRERN
5. BE—BME THENERE, R, MISILAEA.



[00:26:50] Lenny Rachitsky
English:

And so a lot of this connects to this broad piece of advice you always give people is just and focus on
vulnerability. You spend a lot of time teaching people just the power vulnerability, which is not intuitive. A
lot of people try to move away from showing vulnerability. There's this quote | saw somewhere that "A
willingness to be vulnerable makes you not less influential as a leader." Can you just talk about why that
is?

AR ERIE:

FRURRZHMIFEEL AN —PEZENEX, BRUEXE MR . METRSHEIZEANMSENA
g2, ZHFEW. REARE@ERNLM RS, REVEEFII—a1E: “BERRALBBHAIERIEN
MFENRIS.” IREERK AT AMT?

[00:27:15] Carole Robin
English:

Yeah, you asked me whether or not | held any contrarian views and | said, yeah, that's one of them. |
actually think that a leader who is willing to be appropriately vulnerable is a stronger leader. And so I'll
give you this short example of what happened to me because it encompasses a lot of what we've been
talking about. So in 1975, | went to work for the largest industrial automation company in the world as
the first woman in a non-clerical job. | was a sales engineer, and yes, | am old, but the dinosaurs were not
roaming the earth. And the first thing | learned was you leave feelings in the parking lot, whatever you do,
you never talk about your feelings or express feelings in the workplace. It's unprofessional. | was like,
okay. | got pretty good at it. In fact, | got very good at it.

FRZERIE:

2, MARIREEEAFERONR, FiRS, XMBEPZ— HEFLINN, —TEERRLIEERSS
MASER—TERANIARSE. BRAMEILERRS LNEESF, RAERETHI—EEINEHRES
RB. 1975 F, RHANEMREAN TV EHUARIIE, BE—MUMFEXRIENLE. RARNE—BHE
Tig)m, 28y, RELKRT, EIRMEDRELEMIK AR, RFEFNFE—HENI. EBEBEFEED,
T4, KEARBELEZPMKICIRNERRRABE, BERAT L. K8, FE, REFREKX
—Ro FXRL, BREFIFEEKR.

[00:28:13] Carole Robin (Continued)
English:

Ironic, given that | eventually became known as the queen of putty-feely at Stanford. But at the time, | got
very good at it. I'm not a career academic. I've had six different careers. And 10 years later I'm at an off-
site and I've been promoted many times, I'm now running a $50 million region. I've got a half a dozen
guys that work for me. And yes, ladies, if you're listening, | did finally fix that, but at that point, | still
hadn't quite fixed it. And we're sitting there and | had an idea, it doesn't matter what it was, but | got a
little excited about it and | got crickets and | got a little more excited and | got crickets. | was like, "Come
on you guys, this could be really cool. Why can't you see how cool this could be?" And one of my guys
leans in, looks at me and says, "Carole, is that like water in the corner of your eye? Oh my God, are you
going to cry?" And then he says, "Are you human after all?"

FROCERIR:



WRIEZE, HEREMBEBHEMA “BERELE" . BELSN, RREKRREBSE. BABRUFE, BMF
EARMHARERERL, 10 FE, RESM—REAR (off-site) , MENKZBLEFHZKR, EEE—MEEU 5000 H
ERHKE. HEARTETRE. B8, XA, WRIRER, HRXHLARTIERELHIRER, EIRRITRT
2R BRINLERE, RE—RZE, RERAHAREE, BRERNE, ERAKKRN; REXET—
=, AREBRRN. Hi: “FHE, ], XENRE. MIEABEFTLRXEZEE? " HPF—1TRE
AIREERK: “Carole, fRERAABEANKIG? XM, RERTIF? 7 AR “RERIRBEALRM? ~

[00:29:09] Carole Robin (Continued)
English:

Are you human after all? And then | burst out crying and | tore up our agenda and | said, "You don't think
I'm human?" 1 don't think there is anything more important for us to spend our off-site talking about than
that. And we spent the next two days talking about who we were, why we were there, what we wanted,
what was important to us, how we could help each other. To this day, | believe that was the day | became
a leader. To this day | know for a fact any of them would follow me anywhere.

AR ERIE:

RRIFBBALM? 7 BZERBEAR, HiiETRHOOBGE, . “MRIOESHRAFAEANR? * HREFTLE
AT IEXHENHNVEAREEEZN T FTFREOMK, FAMMEINCHNZ2E. TAEXE, HTE
Bt 4. FANBKNER. HNWOFAEEREE, BESX, ZEER—XTEREERANASENDF. HE|
SR, HHEMNPHEA—EHBERRERIIXESH.

[00:29:40] Lenny Rachitsky
English:

To help people build this muscle and start to practice this to try 15% disclosure, try to be a little more
vulnerable. Is there any other examples or just tidbits you can share of like, here's something you should

start doing more and more?
FZERiE:

T EEARIEXFEESFH T84S 15% BNRE, SHBTERS—R. FEA+AEMEFF20/ L e
USDEE? il “XRIRRIZF RS AR ?

[00:29:54] Carole Robin
English:

Let's start with you can start admitting mistakes, especially when everybody knows you made one, you
actually lose a lot more credibility by ignoring it. And you can start again 15% by experimenting with
sharing what's going on for you, particularly with regard to feelings a little bit more often. So there's a
recent course is called Touchy-Feely emphasis on the feely and not the touchy. And that's because so
much of our ability to develop this competence comes down to the appropriate use of feelings. That's
why a vocabulary of feelings, how sad is it? We had to develop a vocabulary feelings because that's how
hard it is for people to even access what they're feeling. So there's a vocabulary feelings in the syllabus, in
the course, in the appendix of the book. Every member, every person who ever goes through a leaders in
tech program gets it. And it starts with allowing yourself to be known, not just in terms of facts and...
Feelings give meaning to facts.



AR ERIE:

ILFMTMAINEIRFFR, LEHERIAREIERIC T HENIHE, BUERMESLMEEESHNRE. RAU
BRZER 15% M0, LRI ZMRERLZHNER, LEREMEMDZRR, RIEXJREIFN B
R, BERET “BIE" (feely) MAR “HER” (touchy), XRENBINEFXMEESRIKRERSD KRBT T
BERINEEIEAH. XMBATATE “BRIALEK . ZAERW, RNSALTIAXR—EBRIALEK, BN
ANMTEERERANEIB SRR FIUAEHFEARN. RENBHMRFEHEBERIADLER. S 1SM Leadersin
TechIMEMWABZIFEE, EETILEHCKTHE, TMUESFEKEER - BRETTEELE

[00:31:12] Carole Robin (Continued)
English:

Let me give you another example. If | tell you | went ziplining, well, that's interesting. Maybe you learned
something about me. Maybe you start to make up all sorts of interesting stories about me. But if | tell you
| went ziplining and | was terrified, but | went because | felt coerced by my family and | didn't want to be
left alone back and then miss out. Well, you learned a lot more about me, didn't you? One of my most
satisfying moments at the very first Leaders in Tech retreat we ever did was of a former student of mine
who had taken Touchy Feely 15 years before, and who said, based on everything | learned 15 years ago
from Carole, | couldn't imagine what | would learn if | came back. So I'm back. And he said, but Carole or
no Carole, | will not sit around for four days talking about how we're all crushing it. | will leave.

FRCERIR:

BENMIF. IRBEESRMFEERTETBR, B, BREH, WiFRTHT7THN—LE, WiFRFBRREEX
FHEOEMHEBHRE, BNREERE, BRETUBRNITRT, BRERET, AAREEHERARET, &
FRER—IABEEAEIAR. BA, RRNENTREAZZ/ZT? ERKIINE—R Leaders in Tech FHEE
o, RRBERNNZIZ—2, HMN—I 15 Fai b3 BRERNEIFEER, BT 15 F7iM Carole BREFFIMN—
), MEERRINRBEREFETA, FAUMERT. tit: “FEHEE Carole, BB FLEXEMEK
ITARRIEHEATE L. NEEIE, BeEA

[00:32:15] Carole Robin (Continued)
English:

I was like, "Oh," | was so proud. And now there are times when a leader does have to stand up and say,
yeah, we're crushing it. So another really, really important thing that people don't understand is that all
of this is very nuanced and very context dependent, and most people unanswered Tell me what to do
when X happens. Well, did X happen with this person or this person? What relationship do you have with
them in the first place? Are there 20 people in the room of 2507 Is this being recorded? There's just so
many different things. Who's going to have access to it? There's so many things that you have to consider,
and especially today, | know I'm old and this will sound predictable, but | am not a social media fan. |
think it has done more to destroy strong relationships and to destroy people's ability to even learn or
think about what it takes to have a great relationship.

FRSCERIE:

RYAE: ‘MR, BABESET. YA, GNMSERIEBLHFENR: “B8, RITFEEE.” B, AM]
TERNE—HEEEEEENEER, MEXEHIEEHY, BEESERIIEE, AZHASE: “GFEYX
RERZEAT” BA, XBREEXNMAZERMAG E? (MIEARHAXER? BREERE 20 PATERE
250 MAN? BEERE? BAZFTENRAEZRT. EBNEEE? MO REEXASER. LHESXK, &AM



BRET, XIEMEREEE, ERTEMAREFRNNL, TIANNEERITFRXR. BEAMNFEIHEEZN
2 RIFXRNENTE, MBERARE

[00:33:26] Carole Robin (Continued)
English:

Anyway, we could do a whole podcast on that. | have a former Leaders in Tech fellow who sent me this
fantastic, here's another great example, sent me an email and maybe he called me, | don't remember. It
doesn't matter. He said, "So | had my all-hands meetings are every Monday morning, on Friday, | found
out we had missed a major deadline on a product release, and | spent the entire weekend just furious,
pissed off, wanting to fire a lot of them," and he said, "And then on Sunday afternoon, | remembered part
of what you taught us was that anger is often a secondary emotion and often under anger is either fear or
hurt. And then | realized, oh yeah, I'm actually feeling pretty scared here, that nobody is as worried about
thisaslam."

AR ERIE:

Bz, HITAI UMM — D E R . HE A Leaders in Tech AR ALK A T —EHER B, HEM
LBATTHIE, RAIRETT, XFEE, tii: “BKEA—FLBE2REN. AARAARNELT -1 E
BENFmABEIEEE, BMERFHERR. £, BAKRSA” Mi: “ARIABTF, HickiRE
EEA], FREER—MRERE, BRZTEEELBRMGE. ARHTIRE, B, B0, HELBRIRE
B, EEKBEAGE—HEOXHE"

[00:34:24] Carole Robin (Continued)
English:

And so he said, "So on Monday morning, instead of getting up and blasting them all as | was prepared to
do, | got up and | said, so, gang, | am deeply worried and afraid that I'm the only person here who is as
concerned about this missed deadline as | am and what it's going to mean to our customers." And he
said, "I have never had my troops rally to fix something faster." So appropriate use of feelings is
something most people don't know how to do. They don't even know how to access the feeling. | told this
particular anecdote about anger being a secondary emotion at a very big workshop a number of months
ago, and a woman walked up to me and said, "Wow, thank you so much. I've never understood that my
husband Carries so much fear and so much hurt because he only ever leads with anger. It never even
occurred to me something else might be going on." And anger is a distancing emotion, whereas hurt, fear,
sadness, loneliness, happiness, joy are all connecting emotions. So those are kinds of things people learn
when they come through our programs.

FROCERIR:

FEMY: “FAUE—RL, RREGESFIBRLERBSMI], MBWERE: U], FTORZINE
MBE, REBOXBEREE - NMATENEIBHILEBBRUNENEFRERETAMEREBM. ™ thid: “FTWMK
TS TR PA G RO SR RO R R R ). ” FRIL, EEMIZABREARSHMATNBENAEMBER. ()
BEERAENARAMZMER. JLNAR, HE-TAEMANSI ERTXIXT “BIRBRERE" RS,
—UgTEIRG R B, KEHRT. EMKRERIRLXRAREXASZHMENMGE, AAtERER
MEER. HMRBIATEEEINNFERERE.” BRE—MIRIZRESE, MHE. TR KHh. K. =
2. ENMRERMEE, XERRAMTERITNIBE R FEIFRE,

[00:35:47] Lenny Rachitsky



English:

Oh, man, you're blowing my mind already. | can see why marriages are saved by a lot of these things you
teach. That's a really profound point you're just making there that anger is a secondary emotion. Really
what's going on is you're afraid or you're hurt. Is there anything more you can add there because this
feels very important?

FRCERIR:

MR, R, fRELILFHAFTRR T . HBABATAMRHRIXLERAERIIERT . MNIZARH “FRE—HX
EEE" ENE— N EERZBUR. KR ERENRMRBEITBEHERZ B, XTFX—RMEES N —LEE?
NXBERIFEEE,

[00:36:06] Carole Robin
English:

That is normally what's going on, except we've all been socialized not to be vulnerable, especially in
business and naming any of those other things makes us feel vulnerable. So somehow being angry
doesn't make us feel vulnerable. That's the okay emotion, as long as you express it in an appropriate way,
but it's a distancing emotion. What a disservice to everybody in business. What a disservice to
professional learning, to not help people understand that anger is a distancing emotion and that there
are other emotions that are appropriate and that are connecting.

AR ERIE:

BEBRBEML, RRBNMNBREZMAT, HASTERALMRESS, CHEEFR. RbEMER—MIEE
L BATEEIMESS. FRUAR M, RMEBIEAZILIAVREIMESTE. RBMUELHNANRE, BIEME
“WaRY MIEE, BER—MRTRIEE, MRFRENAMNBREREMTEYN, MEMBELEREEREE
BE, BAERNE—MA. WRLFSRIFEZ TR,

[00:36:46] Lenny Rachitsky
English:

This connects so beautifully to your first point we talked about of being vulnerable and disclosing more
and how | completely see how if you were just to share, I'm afraid of this, how that brings people closer to

you and feels like they will trust you more versus you not sharing that.
R EIE:

XE5HMMTEHNE R —RUAMBNESRE — TRMEKRET —E. HT2RER, NRMRAZBDE
‘HMMRBIFR" , XRWEHLEANSIRRER, LR SEEER, MAREERD R,

[00:37:03] Carole Robin
English:

Right. It connects to something else. You and | talked about one of the biggest gifts | think people get out
of taking Touchy Feely or going through the Leaders in Tech program or even reading the book is that
they learn that they hold some mental models, some beliefs and assumptions. If | do this, that will
happen, or if | don't do this, this will happen. And those are beliefs and assumptions that we develop very
early in our careers like | did. Whatever you do, you leave your feelings in the parking lot. And it served me



really well initially. If 1I'd burst out crying two months into the job, I'd have never ended up running a $50
million region and then it over served me, and then it cost me because | never had a reason to update it.

AR ERIE:

o ERBRRETH—HF, MAFKT, FIANANMEEIR. Leaders in Tech B EEHRX A BHIRT
MERAILYZ—, MEMITRIRIBSHERE “OERE” | REESHRIL, b “MRFMTXT, B
TRERE" , HE WRERMXD, XIRIELE" . XEESMRIKERNRUEERHLRDN, mE
H—1. “TRMMAA, BEEEEEED.” ROIXNEBERER. NRBELFERTABMAR, KT
FEJREEIE— 5000 AETHKE, EBERE “RSEIE" 7, ERAHTHRN, BABRMKEIEREHIE
o

[00:37:56] Carole Robin (Continued)
English:

Because | never realized | was paying a cost for continuing to hold that belief that drove my behaviors.
And mental models, then we developed them very early and they're grooved and we need new
experiences in order to even believe that they're maybe subject to testing. Gee, | will forever be grateful to
this fellow who said, "Oh my God, are you human after all?" | was like, how did this ever happen that |
became seen as not human? Again, we go back to some of the stuff we talked about earlier, which is that
leaders, if a leader doesn't show up with a willingness to update their mental models and their beliefs,
they're certainly not going to inspire anybody else to do that.

FRCERIR:

EABRMRTIRE, REHERMEDRTHNESEFEMHRN. OERBEERNR/NBIEERTLA K
T, MERRFE, BNFEMNALEAEREENEITE R, KW, FATRIBMR “KIF,
FERRBRAELT HEE, FE, WEAITHR—TEAN “FEAX" BAR? BREZIZHNIZEIRINA
B IR OSEFCKRREEROERBENESHER, tITEETEMFIEMABXE.

[00:38:59] Lenny Rachitsky
English:

I'm glad you got here because this is exactly where | was going to go next, is this mental model challenge
we run into where we develop these mental models early on and then they end up hurting us later in life.
Are there common mental models people have that hurt them as they grow? Or is it very particular
independent on people's experience?

FROCERIR:

BREXMKITXE, AANXERRETREAI: HMNE RN OERERLE —HNEF AT X LR
B, ZRE(NEUENEERHETHN. AMITERKIEREPLEERN. FHEMITHOERE? T2H
XIEERH, BRTMARER?

[00:39:17] Carole Robin
English:

I mean, there are some that are pretty tried and true. | mean, the first one is, if | tell you more about me,
you'll take advantage of me. Or if | am vulnerable with you or disclosing, you'll think I'm weak. And
inevitably, somebody has had a time in their life where that has been true, and maybe it was true a lot,



but then they decide that's the only outcome that's ever possible as opposed to part of growing up and
becoming more mature is differentiating and being more discretionary in who we open up to and how we
open up to them. It's like | have a colleague who often says, we have to think about these things as dials,
not switches. It's not an all or I don't tell you everything or nothing. | don't share every single feeling I've
got or none. It's a dial and you move it at 15% rate.

FROCERIR:

HEWR, BERHEYEEN. F—1T2: “WMRESFFESXTRENSE, MIFBAR.” HE “WREAXR
RIMHAEITFTHREOE, MIINNERIREE.” FrERM, SOANERPHEEIIFHEZ, HIFERE
HRZR, FRMUNTAERZE—FIRENER. AT, RKMERFRAN—ID, mMEFEXDHEREZFHE
HoRTE [@IEMFF OB MO, MERN—UREERN, HMNGIIEXEEEEEFE Tl MARZ
FX o AR "BEREL , AR "REASHFE—Y), BARAERR . T2 "“REANES—E
2, BEA—MEARE" . EB— e, RAILUL 15% BREILEIE.

[00:40:22] Carole Robin (Continued)
English:

Another mental model people hold, and this becomes a huge learning for people who go through our
programs, is people think if | give you feedback, it's going to ruin the relationship. It's going to weaken the
relationship. Whoa, that's really common. Even though everybody's always wanting, | want more
feedback, | want to know how it can be better, but everybody believes that giving feedback is going to
create a problem. And that's because most people have in fact been on the receiving end of feedback
poorly given or they've given feedback in a not very good way. They've stepped in piles of doodoo, yes.
And it does not mean feedback ruins relationships. It means feedback the way you've always seen it done
or done. It ruins relationships pretty important. And then one of the things that we arm people with, |
think one of the most powerful pieces of learning that people get is learning how to give feedback in a
way that is going to build relationships as opposed to, and it's going to build a relationship.

FRCERIR:

MIFENS—POERE (XYSMEMNMENARRZ—TNERNKIR) B: AMVTAA “NRBLFRKR
B, SWARNHXER, SEIBFRIMHNXR" . B, XXERBT. REBITALSRR “WREESRR, HA
MEMAERFEN , EETABEGARBRIHFERNE. XRERANKRSHASLFR LSRR RBEK
&, HEMNBURKFN SR G H R IR, 80, EXHAERERRIWITFXR. EEHKE
“YR—EUREIFMENBMRBEAN SIWEXR, X—RIEFEE. HMNEEABRSEZ—, TN
MBRRHERANFIRRZ —, MEFIMAU—EEBRI XA URERR IR,

[00:41:29] Carole Robin (Continued)
English:

If you see that my reason for wanting to give it to you is that I'm invested in you and in us it's similarly, we
hold mental models about expressing what we call pinches, which are just those little things that people
do. Then we're just like, eh, I'm not going to make a big deal out of it. I'm not going to say anything, but
mental model is, eh, it's a small thing. The problem is, if I'm doing something that's mildly irritating and
you don't tell me, then what am | going to do?

AR ERIE:

NRRBRNFRZFALUBLIRRE, BRAREFMR. EFHNBXR. R, FMINFTRERMEBN “ER
(pinches) WFEOLERE —BPLEANMEBINE, ARENSE: TR, HABNEKRMY, HAHLABRR”



ODEREZE: IR, XEMHNE." REE, MR T —EILRHENE fRRANEMRA SRR, BRETFX

[00:42:01] Lenny Rachitsky
English:

You're doing it.

R EE:

IR,

[00:42:01] Carole Robin

English:

And then are you going to get less irritated or more irritated?
FEiE:

AERMEER/ARAMN, EEERA?

[00:42:02] Lenny Rachitsky
English:

More irritated.

R EE:

BN

[00:42:04] Carole Robin
English:

Yeah. Now, if | get less irritated or it doesn't change, then you're right. | shouldn't say anything. But if |
have the wherewithal to notice, this is why we talk about two antenna, which I'll come back to notice that
I'm getting more and more activated, more and more irritated, then it's really important for me to say
something. And by the way, address it while it's still small and then it won't get big. That's why we call it
talk about a pinch before it becomes a crunch, and then it becomes a much bigger deal. But most of the
time we say it's not worth it. So | always tell students, okay, substitute the pronoun, substitute the word it
for I, you, we. I'm not worth it, you're not worth it. We're not worth it. And then ask yourself again
whether it's worth raising.

FRZERIE:

Bl MRBAFBAMANT, HEFBRLZN, BREXNH, HRZRTA, BORFBEIERE —XH
BAFTARNKE TRRL FHEEREFX—R) — IR, MRk, BaWK
KRARTAMBERT . INER—T, BEEFELNHRELEE, IEERFIER. XMmENTAHA]
HEE “EER” (pinch) TpE “BRE” (crunch) ZANKILE, SWEILRMARIM. BAZHEHEHINIZHR
“FMER (it'snotworthit) FIUKEREHIFFE: B, BH1E “B” (it) BE “®” . “MF° = “H
i7" o “BAMER" « “BAMER . “BHMER . AGBRRBECS, XHEREESREE.



[00:42:56] Lenny Rachitsky
English:

This episode is brought to you by the al6z Podcast. Every week on this podcast, you get to hear from
product leaders and growth experts from some of the world's most impactful companies, whether it's
Airbnb, Slack, Figma, or Stripe. But what will the next wave of companies look like? One firm might have a
clue, and recent Horowitz invested in all four of the companies | just mentioned and their flagship
podcast, the al6z Podcast features conversations with the very founders and technologists shaping our
future. Recent episodes feature folks like Marc Andreessen, longtime builders like Adam D'Angelo from
Quora and Mark Pincus from Zynga, even some voices from the government like the CIA's first-ever chief
technology officer, Nand Mulchandani. From drones to DNA to deep learning, you can eavesdrop on the
future with the al6z Podcast. | want to talk about how to give feedback well, but | think it might be
helpful to talk about this concept that you call the three realities and the net, because | think that sets up
a lot of this.

FRCERIR:

AETIEHH al6z Podcast #B, SAEXMEET, FHENERESRSRETMARFNF~RMNSEMEK
EXWPE, LiLE Airbnb. Slack. Figma X2 Stripes ET—RATSRHARF? BE—RAFEAENE
43, Andreessen Horowitz #2257 HRIA R EIRIFAIE MR AE], t{189FEMEER al6z Podcast BI85 T IEE%E
SEHRNRFHNE AT AR TR H#ITIE, RIEMRIERIET Marc Andreessen. Quora B9 Adam D'Angelo
Zynga B Mark Pincus F B R E18E, EEXEXEHRANES, LW CAEBEEFEKARE Nand
Mulchandani. MFEEAWNLE] DNA BEREXS), RAILAUEIE al6z Podcast fAilTARR, FHAE KK MAI B iFHIE
&5, BEIANMEIRFTEN “=MRE” M ‘W WESERESBREREE, AARKESXARZABTEE
T Ehit,

[00:44:00] Carole Robin

English:

Yeah. And in fact, it is fundamental to giving feedback.
R EIE:

B, BX L, EREMERIRAIE,

[00:44:03] Lenny Rachitsky
English:

Well, awesome.

R EE:

XiET o

[00:44:04] Carole Robin
English:

So they're very related. You were right on the money. And you know what, let me just take a moment and
talk. | mentioned the two antennae, and this is in the book, but we're all equipped with two antennae.



One is tracking what's going on for me, my internal antenna. The other one is trying to pick up signals on
what might be going on for you. And first of all, recognizing those two antennae exist. Second of all,
learning how to hone our ability to pick up subtler and subtler signals make us more interpersonally
competent. That's also why I'm a big believer in meditation and awareness. So, anyway, if we now fast-
forward to your question about how to give feedback well, which has to do with understanding the three
realities. It starts with in any exchange between two people, there are three realities. There is my intent,
how | see the world, my background, my history, there is what | do or say or don't do, verbal or nonverbal.

AR ERIE:

FRIAENRIEFEEXE, MRERY. RAER, itHREREEKK. HREET “WRRL” , BEHLAE, K
MNENABEETRIRKEZ. —REBEERESNER, RN ‘WBXRL” ; Z—REXERHRIRIFLA 88
REMBRNES. 8%, BERIREXWRREANFE. HX, FINFEEI( BRSNS SHIEE
71, RRURMNPYARREENER. XBERANTAKIFEREEBNRER. 22, MRFENMTREEIIRX
FinERERGHNEE, X5E# =K BX. BT ERIANEARRS, BEE=1THNSE. F
— P EENEE. REHFNAN. RNERNHLE. FZNE2RFMEY. ARSI, SFFIEMIES
BT R

[00:45:09] Carole Robin (Continued)
English:

So my reality is reality number one, my behavior, verbal or nonverbal is reality number two. And whatever
happens on your end is reality. Number three, the impact of what I've said or done, how you see things,
your background. So there's these three distinct realities. And the trouble we get into when we don't
recognize that those three realities exist is we don't understand that we are only privy to two out of the
three. So | know what's going on for me, and | know what | did. | have no idea what happened on your
end. You know what I did and how it impacted you. So your two are... The only one we share is the one in
the middle in common, the behaviors right now, we draw a metaphorical net between reality number one
and reality number two to help people understand. And anybody who's ever taken Touchy Feely in no
matter which context knows the saying, "Stay on your side of the net."

FROCERIR:

FREL, FBIMKLRISE—; FHEVTH (FEBERIFSFIE) BRULT; MIFBELENERFBHREMNEL=—A
HFFR A= ERNR N, MERSEYNAN. MNER. MUFEX=TEATENINE. HRHTLER
IRBIX=AMRLEEN, FEHET: HNFBEEECRETHRERNRD. RAERXLRET 4, FHA
BT A, ERTEFMERBLEET 4. MAERM T HAURENIRFTET AR, FrLREY
MAIMER - HNE—HEZENZREBPTHBENTH. WE, BNERK-—MRLZZ 6 E— KR
W7, UEEANER. EAEIREROA, TREAATRT, HANEXDE: “BEMXFLHIMN
Mo”

[00:46:28] Carole Robin (Continued)
English:

Meaning stick with the two realities you know because we get in trouble the minute we start thinking we
know the other person's reality. Right? So I've told this anecdote many times, it might even be in the
book, but | come home... I'm sorry, my husband comes home after a very long day in the valley. He was
an executive. I've got two little kids, infant and a 2-year-old. I've been waiting for him to come home. |
come running into the front room. In those days, by the way, we still had newspapers. He's reading the
newspaper and | say, "Oh my God. Oh my God, you're home. | can't wait until | tell you what happened



tonight. | can't believe what happened. Why are we living in Palo Alto, Jesus Christ? | don't want to raise
kids in Palo Alto. It's a terrible town. | wish that new nursery school, it hasn't even opened. It's already
closed. Oh my God."

AR ERIE:

BERERIEIRT HHBHENIE, FEA—BRINFRIANE S TRNANNE, RNMIBAFRFT HIE?
BASREXXNEHSE, BEAEEE, REEZR WA E, ERLKRERSITRT —BRERER. 3
HE—f8E. ZRERNMNEZ, — MR- TRSNEF. H—EEFMOR, REHFE. NEZ—T,
MEHRFZATEEHRA. MIEEFRE, Fik: “KWP, XM, REEKT. FERARBSFFESBEET 4.
CEEAREARE. RIMATABEEREMRMRIE (PaloAlto) ? XH, EFEBERERRERZF. XE2—1
FERRRY/ VR, BeREEARSHIT) LR EXR&H IR T o RHBs”

[00:47:18] Carole Robin (Continued)
English:

And then he says, "mm-hmm, great. "So then | say, you're not listening. And by the way, people have
been taught iMessages, | feel that you're not listening is exactly the same thing, it doesn't have a single
feeling word in it. | don't know whether he was listening or not. I'm over the net. I'm in his court unless
I'm in his head. | don't know whether he was listening or not. But then he says, yeah, | was listening.
You're all worked up. You went to that new nursery school. Actually it's more like this. Yeah, you're all
worked up and you went to that new nursery school hasn't even opened. You're all worked up. Now | get
a little bit more activated and | say, "How can you not care?" First of all, he didn't say, | don't care, did he?
I don't know whether he cares or not. And by the way, "How can you be so insensitive?"

FROCERIR:

REME: B, KFT.” FREW: “MgER.” IRER—T, AMIEST “HiER" (iMessages), B
‘HREIRER" HXR—EE, eBERE—TXTRENIE, HAMEMREEN. HEI TR, RIE
BREMRFE, SNHRIBEMBFT, RAMEMEEER. EfiEER: “289, HER. M7,
fRETIBRITL)LFr.” KR EBGEXF: "B, RAMET, RETAREKIEEHIBVHHIT) L. RAEED
T MERTREHET, KR “IREARRETR? ” B, MRBMAEF, WE? RAMEMERT
Fo MER—T, “IREABRXAREE? "

[00:48:13] Carole Robin (Continued)
English:

And | feel that you don't care and | feel you're being insensitive are not feelings. They're attributions and
imputed motives, and that's where we make our biggest mistakes when it comes to feedback. And what
that does is it makes the other person defensive. So calling my husband insensitive is the most insensitive
thing in the world because he's one of the most sensitive people on the planet. So it wasn't until | learned
to stay on my side of the net and say, so when | speak and I'm all worked up about something and the
only thing | get back from you are either a grunt or an affectless repetition of what | just said, that's reality
number two, anybody watching the video would say, that's what happened, | don't feel heard. He can't

say, yeah, you do. And when | don't feel heard, | feel hurt and | feel distanced.
R EIE:

HRBRAEF M “BRESRERAHE HARRER. ell2IFRMMENN, XrtEBlERBEITICH
RAHIR. XFHIUENHGFEREOE, RELRTHBEER LRAHENE, AAMEXNER LERH
ROAZ—. BEIRFLEEESXFBNNA, Hix: “PrLl, HEHIEEIFBEHEE, BMEEREEIR



W—RINBARIT—FE, BARELRBMESHNAHAE (XBUL", FAERMHNASBIRIMES
£, HREESKEMF.” ARERBN K, MBRET” . MYHBIKRMATEY, REFZMH, BE
WERIT

[00:49:11] Carole Robin (Continued)
English:

And the reason I'm telling you that is because | can't be here for you in the way | want to be when | feel
that way. So the formula is when you do insert behavior, | feel pull out the vocabulary of feelings and I'm
telling you this because, or I'm hoping the outcome of you knowing this is. And so then what happened is
he said, "Well, if you want my undivided attention, then you've got to give me some time to unwind when
| get home." What a reasonable request. | said, "Well, how much time do you need?" He said, "I don't
know, half an hour." "I was like, half an hour?" I've been counting the minutes. How about five minutes?
We settled on 15. And by the way, that is the purpose of feedback. When it's constructive feedback, move
into a problem-solving conversation, don't change the other person. Move into behaviors that will work

better for both of you.
R EIE:

HEFRFXENRER, SFRFEBMEREN, HTEUFRBENSRABHMR” FAUARNE: BIRMEHENT
A, HREB[EZHBERDCER], RERMXEREA[RNERFEMTBXLEENERZ]. RARLENEM
W IR, MRMBEREHEDE, BRFLRELNREE —SRREE" ZAGENER, . “6F
B, REEZANE? 7 M. “HWARNE, FNEE." FoB: “FN? 7 H-EEREDHEM. 5D
WIT19? REHRNEE 15 . INER—T, XMERGEHIEN. HERERRIMERIGEN, ZRMBRPIEAT
i, MARRENTG. BRAMNRSHEERBIIT.

[00:50:14] Lenny Rachitsky
English:

Amazing. And this structure, so the structure you just shared, and this is similar to nonviolent

communication structure?
RS ERIE:
KiET o XNEM, WMEMRNADENLEH, M “ERN7DE HNEHREZRID?

[00:50:14] Carole Robin
English:

Yes.

FRERIE:

=i

[00:50:21] Lenny Rachitsky
English:

Okay, cool.



AR ERIE:
97, B,

[00:50:21] Carole Robin
English:

Itis.

R EE:

FasEanitt.

[00:50:22] Lenny Rachitsky
English:

So there's books people can read on this-
R EE:
FRLAANTE LU — X A ER B —

[00:50:23] Carole Robin

English:

Right. Ours came before, but that's okay.
R EE:

o HANHBLR[ER, EERXZR.

[00:50:26] Lenny Rachitsky
English:

Oh, wow. Okay. Good to know.

R EE:

MR, M, WFEY, THET

[00:50:30] Carole Robin
English:

| will say anything that spreads the word and anything that helps people learn how to engage with each

other in ways that build relationship, I'm all for.
R EIE:
BN, EARERXEER. EREEMAZEINFLEZIIXZNSEERRENRA, B2 h%HE.



[00:50:42] Lenny Rachitsky
English:

I love that attitude. Okay, so the structure again is just when you do some behavior, | feel an emotion. By
the way, is there a flyer or handout? | think the book has these of just emotions. Okay, cool. And feelings.

FROCERIR:

BRERXMSE. 1, FMUEHMERERE—T, mE: SMMENMTAN, RRIEMESE, NER—T,
BERARRIHX? RRBENZAEXEXTREMBRRHNAR. 11, B

[00:50:58] Carole Robin

English:

The vocabulary of feelings is an appendix in the book.
R EIE:

BRIDCRERPH—T R,

[00:51:01] Lenny Rachitsky
English:

Okay, great.

A EiE:

W9, KIET

[00:51:02] Carole Robin
English:

As is the formula.

FRCEIE:

AR,

[00:51:04] Lenny Rachitsky
English:

Amazing. Okay, great. So by the book, if you want to get really good at this stuff, is there anything online
we can point people to, or?

FRCERIR:
KIF7To 9789, FRLAIRABNEEXLE, MELH. WEBEHARINAURASKEFNZEIRD?

[00:51:10] Carole Robin

English:



We got a picture of the... I'll send you a couple of slides.
FRZERIE:
BB\ BERAIRILKLIT A,

[00:51:14] Lenny Rachitsky
English:

Perfect.

R EE:

FTFo

[00:51:16] Carole Robin

English:

And then you can just say, here are the slides.
R EE:

ARMMAUERER: “XE4MTH.”

[00:51:17] Lenny Rachitsky
English:

Amazing. So we'll link to that in the show notes. And as you talk through all of these lessons and pieces of
advice, it makes so much sense why this is something you need to do. Because | imagine what's
happening in the class here is you do this with someone and then you hear the reality and it often
surprises you. Right?

FROCERIR:

AiET . RMNFIEEEBRAETENAE. SRHBEXLEH)IFRINE, It ABTIXFEMREFIEEEER
7o RARERRRE LRENFR: (RMENEITIMES), ARMIETHANIRAEL, XBEIILIREE
=% *03?

[00:51:36] Carole Robin
English:

Exactly. Because often we say it takes two to know one, | don't know what impact I'm having on you until
you tell me. And | have to be willing to be a little vulnerable to ask. And if we go back to that first activity
that you asked me to describe way at the beginning, then we put them back in pairs and we say, okay,
now that you've learned a little bit about feedback, tell your partner what they did that made it easier for
you to disclose more and be more willing to be more vulnerable and/or what they did that made it a little
harder. And right there in the moment, you learned something about yourself that you might never have
known. Somebody says, you looked away as | was talking, you might not have even known you did that.
You looked at your watch. And | love this.

FRCERIR:



R, AARNER “EMNEE (BF: FERMIATERTHE-IA), BRIEREFR, SUERFERIR
FETHa®m. MEZOABERAE—RKESEER. BIER—FFit RIS —NES, FA1LA)
EWENHNR: 77, BAMRNEEFE T —RXTRENMIR, SIFREESE, i THALRERSE
BEZ. ERERIMRSS, HEMNRT TALITEEREM, MEBR—Z, (RFHTXFIRESH. RF
BEMARFENFR. BASH: “RRERMIBREIET.” (FAEEERNEBCHEYT. “MMETEH
®o” HAFBERZX M Fo

[00:52:34] Carole Robin (Continued)
English:

One of my greatest moments when | was teaching was that | asked a question. | was teaching in a big
lecture hall at the law school, and they didn't have any clocks on the wall. And | asked a question and a
student began answering, and | just glanced at my watch just because | was trying to figure out where |
was in terms of when | had to wrap up. And he walked up to me after class and he said, "Professor, | felt
disrespected when you looked at your watch while | was answering," | hugged him. Well, first | asked him

if it was okay, "Is it okay if | hug you?" And then I hugged him.
R EIE:

BHFHRRGANRZZ—F, RRET M@, INREEFRN—DKIHE LR, BLEEMH. KRR
&, —MZEEAFREE, RRARET—RFR, RARBEEHE, BEMFAHRZER. REtERIIREA
W B, SBERIEFRMELER, RBITREE,” RBE T, T8, FERTHESATLL, “FA
LUBRIRIG? » AR T f.

[00:53:12] Lenny Rachitsky
English:

And | love how so much of this is like, we never get this feedback in real life. No one ever tells us this thing

you did is distracting them, annoying them, making them feel like they're not being heard.
FZERiE:

BREFERX—R, FAERAKREEF, BIPKEEFEZIMR G, ZEAZSIFERN], MEBIXHEEOEHT
A IBYER /. EMITRA, SE LSRR

[00:53:22] Carole Robin
English:

And then guess what? Then he leaves and then somebody says, how was that? He says, oh, she's really
disrespectful. And then pretty soon nobody's ever even been there. But my reputation is that | don't
respect students. That's how stuff gets out of control.

AR ERIE:

RRIMBEAR? tEHAE, BAR: “BIIREARE? ” . B, mAENRFTEEA.” BR, EEZE
SMIHABEXAE, FTERNBERERT “BRAEEFE" . FHEMEXFRIEN.

[00:53:36] Lenny Rachitsky

English:



Yeah. And you wish people would tell you, right? Everybody wants this, but it's so hard and

uncomfortable to tell anyone negative feedback.
R EIE:
Tl MRBEZBANBESIFR, WIE? SPAZBBEXT, BRI ARENERIFZIMNLEMEE S ATFIE,

[00:53:45] Carole Robin

English:

Which by the way, | never used the word negative when it comes to feedback.
FRCEE:

IRER—T, ERFIRGE, EMARER “AE” XM,

[00:53:48] Lenny Rachitsky
English:

Okay. Okay.

FREiE:

YFRY, $FEY.

[00:53:50] Carole Robin
English:

So feedback is either constructive or complimentary. Constructive feedback is there's something you're
doing that is problematic, and the purpose of it is let's move to a problem solving conversation like with
Andy and me. The purpose of complimentary feedback is, wow, that's the third time you've handed in
that report early and completely, and you even went above and beyond and did this and this. | can't tell
you how much | appreciate that, how lucky | feel that you work for me. And if I'm telling you this, because
if there's ever something that you want that we're not giving you, | want to make sure you know that |
want to talk about it. By the way, same formula. Now compare that to nice job, thanks, right? All feedback
is data. So all feedback is positive. More data is always better than less data.

FRCERIR:

RIEAR “BI&MHE” (constructive), BAR “BRMEN” (complimentary), Bi&MRIREIEMRMAVE
LEFEENE, EENREARRAMIME, MEHM Andy Bit. HEURBRHVENZ: =, X2IMRE
ERIERTETEMRERRE T, MEEMEEE T, TR TXMB. BT EHFTERELRE, Hi
BIFEABRIFERAEIET .. RHEFMXLERRN, NIRMFEHARBEMBITLERMBLATRN, RHEMRA
BEEEMERR” INEE—T, AN —HFH, WEEXS “F184%, i dtb—T, X0? FrERIGEHE
#iE. FILAPRE RIGEEIRRN. HUIEZ B ELEIE T,

[00:54:46] Lenny Rachitsky

English:



| agree. That's a great lesson there. To maybe make this even more practical for listeners that are maybe
working on a product and say they have to give feedback in a product design or to a colleague who did
something wrong. Is there an example that you could share of just in the workplace.

AR ERIE:

FER. XR—MREFHE. A TIEXMLEGRIEEF L™ REAREALEREX, LLtbiIaFxd~mig
HRMRGR, HENMESNRFRMRIG. RESE—TRZFEFFIE?

[00:55:03] Carole Robin
English:

I'm glad you asked that, because first of all, we're not talking about performance feedback and we're not
necessarily talking about feedback on a task. What we're talking about is interpersonal feedback. And the
reason it's so important is that if you don't take care of that, then that other feedback becomes
unresolved. When you leave the interpersonal stuff unresolved, then the other feedback doesn't go well
because the real problem is that I'm still pissed off that you never answered my phone call. So now I'm
going to make it all about how this feature really is never going to work. Here's an example. Somebody
walks into... A manager or a team leader or whatever, walks into a room meeting, starts a meeting by say,
so | want to make sure we hear from everybody. | want to make sure that we have a very full conversation.

AR ERIE:

HREHMEZXNEF. AREE, BINTIENAREMRE, EF—ERXTESHRE. HINITIEHE
“‘ANBRRIR” « EZFIUNLEE, REAMRMALIBI AR, BAEMRBMESTEEMAR. SR
I AR ERATMARRE, EtREMASIRF], AARENRERE “BEEARLIZZREIEMES” o FIUNR
ERZEB—ERALE T “XPWEREITARE” o BENFlF: EAE#H - — N EEHANAFEAZNE,
Fia=NER: “REHBRAEISTANES. HRBERZNTEITRIFERTIHIXNIE”

[00:55:58] Carole Robin (Continued)
English:

| want to talk about X. And now let's say that | start to say something and before | have finished, he says,
yeah, and the other thing we should talk about is blah, blah. And then a little later a similar thing
happens. | start to suggest that there's another way to look at this and he turns back to somebody else,
what somebody else had said and never says anything in response to what | just said. And I'm being very
specific here, very behaviorally specific. And then after a while, what happens to me is | feel less and less
inclined to offer up anything. Now, maybe he doesn't care, but if he cares because he started by think he
wanted to hear from everybody, then I'm not being very caring if | don't tell him what the impact was of
his behavior. So | don't call him out in the middle of the meeting because | don't want to embarrass him,
but I might go to his office later and say, "So, John, do you have a few minutes?" | have an observation.

FRCERIR:

TR X" MERIRBEABYIE, E&iHTe, et %, FIVERZREIN, FF° 37—2)L,
KPNERXKRET . HFARBNES—MERFHENAN, Mtilas—rA, BRI AHIHE, 3
HNARIELEE[EN, ZREXBRFIFFZERE, FEEHWTH. ST/, RERENZLE, X
BAREHREAEL T, WE, BFURETEE, BEORGETF (AAtt—FERERmREsTANER), BAl
REAFIFMMEITAFET AR, BMAFTEYT . FIURASESINFREHES:M, HARFRILM%E
i, BREURSHEEEMHNARZTR: “AO8, RE/L9HIEE? FE— UK



[00:57:07] Carole Robin (Continued)
English:

I've got something that | experienced that you might want to know. "Sure, Carole." So when | started to
say X, you did y. When | started to say z, you did it. | said, and when that you started the meeting by saying
you want to hear from everybody. When that happened, | felt less and less... | felt shut down, and | felt
less and less inclined to offer up my opinion. Maybe that's okay, but | wondered whether you knew that
that was the impact. And I'm telling you, because as far as | am concerned, in that meeting, you did not
accomplish your stated desire. Your desired outcome was to hear from everybody. And after a while, | just
gave up trying to give you my...

FRCERIR:

“RERT—LEE, REIseBFE,” “HATLL, Carole.” “FTLL, HIEFFIAUY XE, 1RMET Yo HFEFIBEH
ZBY, RXMTEAN Hif, (RARSNEHREIIREMANE L. BABERRELER, HBERE 3K
REIRERT , FHRBFRIRERNER, BIFXRXER, ERFNEMRESRIREXMETENM, K
HIFRXEZRAN, EHRER, ERRZINP, MBELRMENRBNER. ROFTRERZINNENANE
W, B37—=)L, REEKF 7 =G IREHRRE---7

[00:57:52] Lenny Rachitsky
English:

Well, it's like you need to solve these pinches as you described early, because all of this comes back to
these are relationships, they matter because that's the way we get everything done. And if you just ignore
these things, your relationship's going to be hurt. You're not going to be able to accomplish the things
you want to accomplish. It's almost like something you need to do even though it feels hard.

FRZERIE:

X EIRRLERHERARR, (FEERAXLE "B , AARX—IHMIEEN: XEBARXR, ElREE,
EABRIHATTFAE LFNAE N, MRMMRABBMAXLEESE, MPUXAMIRR. (RFTETHIRETRE
/. X/LFRMBAEBNER, RECRRERME

[00:58:14] Carole Robin
English:

Absolutely. And that's why | say that feedback builds relationships because by the way, if I'm doing
something that I'm, | wish | hadn't done, it's not that I'm going to be like, "Oh yeah, I'm so glad | did that."
But if | recognize that it would've been easier for you not to say anything because it would've been more
comfortable, but because you cared about me, you actually said something to me, that talk about
something that builds relationship.

FRCERIR:

EITIEM. XMBEANTARRRIRERIXR, IMEHR—T, MRFEMT - ERFEESKMINE, BF=
18 “IRER, MESXHEMTIMGE" . BMREFTIRE, WEKRFRETASESS. EFKR, BERMREF
o, REFREMFHR TENA, XA REIERIXANITA.

[00:58:45] Lenny Rachitsky



English:

Coming back to the antenna as you described feels like one of the most important skills you teach people
is to build this antenna both of yourself, which is you could to think is easier, but maybe often not, but
also understanding how the other person feels. And you have this concept of the art of inquiry and how

powerful that is. Can you just talk about what that is?
FRCERIE:

EEIRERR “R™ , BREMBAANMNREENKREZ -—MERUXMRKL: —REXNESH (fREJ&E
REXERZ, BEEHIFNL), Z—REEENHTHNEZ. MEE—ITXTF “RWHANZEAR" (artofinquiry)
BIER, UREBZAEA. REERKBEHAME?

[00:59:06] Carole Robin
English:

Oh, yeah. I'm glad you brought that up, because inquiry is a fundamental component of strong
interpersonal relationships for a couple of reasons. And first of all, let's stop and note, inquiry comes the
root of the word inquiry is quest. Quest means to be in search of and not knowing what you're going to
find, not the way most people think about questions and inquiries. Most of the time people ask a
question to confirm a hypothesis. "Don't you think you're just trying to discredit John by doing that?"
That's not inquiry. "Don't you think you'd just be better off letting that go?" That's not inquiry. And by the
way, another thing to note in artful inquiry, first of all, you have to suspend judgment. You cannot be
curious if you've already decided you know what's going on someone else. You can always go back to
being judgmental, but you got to suspend it long enough to see if there's something for you to learn.

FRCERIR:

M, B8, BREHMFREIXD, AAETFIANRE, “HiE° BFEAMRXANERARILD. B, LK
(EFRESE—T, “BiB” (inquiry) —JARNEAIRE “RE" (quest)s RRBHEELTHK, BFNESLI
fta, XEREBAERFNENRENGRARE. RSEEE, AMHRRIZN TIEE—MRIZ. “RARREEFMR
RN TIRRIHT? * BAEHRE. “MRARBHFIENI? * BUARHRA, MER—T, EDH
WHRAR, Z—HEIENER: B, MEFEFETH. IRMELNEBCHMEFATERMA, REE
ERFHTFE D (RBER A AEELTHAIRVAT, ERGNEFEBKIME, EEREHERMRFINKRA,

[01:00:12] Carole Robin (Continued)
English:

And then the way you ask the question matters, questions that can be answered with yes or no are
typically limiting questions and aren't going to be very productive. Questions that start with why, why did
you do that? Are going to make me defensive? Or worse, why are you crying? Well, is that going to make
me want to tell you more about why | am upset or why are you upset? Right away I'm going to go into,
"Oh no, I'm not upset. It's not a big deal." Or I'm going to go into a place that's not necessarily very
productive because this reminds me of how my mother always scolded me. Neither one is going to be
very productive. So questions that start with what? What's this about? What's going on? Where is this
manifesting? When did you see this happen last? How might we go about unpacking what's going on?
Where is this happening most? When, where, how, stay away from why. And it's a whole art.

FRZERIE:



HR, (REZRNVARNREE. AILA ‘" & ‘& BENREEREZMREERE, FRERY. UL At
A7 FEKRVIRER, N RAMAEE? 7, IUEFREEBLEOE. HEEE, “RATAR? 7 XRitFK
BEREFRMFERATAEDD? FE FMRITAREN? 7 RRULZHFANBERS: “BF, REEFREX, &
FARFTTH.” HEHIHAN P F—ERBABBIRTS, AAXULHBERESRR/EHNEFF. XM
BREBARERY. FILL, ERBL “HA” FRpEE: “XRXFHA? 7 ¢ “RETHA? 7 ¢ K
RIMEME? 7 . “MLERBIZIMERBOHLAME? 7 “BITZNEIFBEELENEE? 7 . “XWE
MERBRKEEWE? ” o B “HasE” . EWE” . mET , Z8 A4 o XRTIRBHZER.

[01:01:14] Lenny Rachitsky
English:

Something else you teach people and you're big on is that people can actually change themselves. | think
a lot of people might feel like, I'm just not good at this. I'm not good at giving feedback. I'm not good at
maybe asking questions. I'm just like, | don't know. Talk about what you found about the change people
see and why it's actually possible and how.

FRZERIE:

MRBLMNMINE—HE, BRMFFEBZEFN—R, MBAMNERLRAUREBCH. BRBRSAFTESRR
B "HRMEBAMERXD. HAMERGARE. HMERKIER. HRMBXF, &IVE." BRIRIREIMBIANIPRE
AREREE, A ARXKIRERATAERY, U INfAISEH,

[01:01:35] Carole Robin
English:

Well, for starters, to any of your listeners, one of my very favorite authors is Carol Dweck who wrote a
book called Mindset and you put a word yet at the end of any of those, | don't know how yet, I'm not like
that yet, changes the meaning of the whole thing. And by the way, talk about updating a mental model,
instant update of a mental model. And the other thing that I'll say is we are all capable of changing our
behavior. We cannot change our personality. We are born wired with personalities. | am very outgoing
and extroverted as might come as a shock to all of you. And you know what? When | overdo it, | suck all
the oxygen out of the room and one of the behaviors | had to learn, and it takes discipline to engage in
was zipping it a little more so that others could speak up more.

FRSCERIF:
B, IHRHIAARNTH, REEMRNESZZ—2 Carol Dweck, #E 7 —20 (KR HAEK)Y (Mindset) 898,
RIERIZA BREAERREM—NME B (yet) — “BIERMEEAM . “BEF2BHEHN" —BINE

BRMET. MER—T, KEEFMOEERE, XMEHREEH. RBRNS—HEE, HNMBEEIRZEES
B9IT . FTAREMNR, MREXREN. RIEBEIHNE, XATREZILMRIIFIEAREIER, EIRAED? %
HMIFE LA, MW FHEEEFRENES (EEXZILFINLER) . ROAFIN—MTH XFEER)
MEZH—=)LE, FiLAIAREZH—Ro

[01:02:40] Carole Robin (Continued)
English:

And my incentive was that | actually really wanted to learn more about what was going on for them and |
wasn't going to learn anything unless | shut up long enough for them to tell me. So behavior is something
we all have control over. Now when | give somebody feedback and they tell me, well, I can't do that. If I've



asked them to change a behavior, then I'll say, I'm sorry, | don't think | can accept | can't. | will accept |
don't want to or | don't have it, but | don't have to accept | can't. So I'd just like you to own the fact that
it's a choice that you're making.

AR ERIE:

BROMAET, RENREESMTRMNBALET 4, MEFIFKHAERB KA ELLMIISFE, S0
HAABZERE FRLL, TARKNESNABMAILUEHE. T, SRLEFEARBMANSHE T8, MK
AE” B, MBRHEBRMAVLZHNZ—MTH, W B, RERTEER B . HAIMER

BAEE N BREREE , ERFFEER WA . PAUERARFEMAIN, XZIREEME—

PR

[01:03:25] Lenny Rachitsky
English:

Kind of along those lines, something, | don't know if this is from your book, but | saw somewhere you said
that it's possible to say almost anything to almost anyone if you have the necessary skills. How do people
build these skills? I know we talked about a lot of this through the structure focusing on your side of the
net, but just how do you avoid people getting defensive?

AR ERIE:

IfE XA BE, RFMEXZAZHEMBE, ERBFAMER MG T NRMASLENKE, JLFH
DR ARERIE. ATEsrXEiEe? FEHihEd “KEMXFLHIN HNEEIHETRS, B
REIEE R AN ER IR ?

[01:03:43] Carole Robin
English:

First of all, let's make sure that we point out that what we're doing here is we're shifting probabilities of
success, we're not guaranteeing anything. And let's say that you do your best and you stay on your side of
the net and you give somebody feedback and they go bonkers and they call you all kinds of names and
they write... Now there's an opportunity to learn something else that everybody learns in these programs,
which is called repair. How do you repair when something goes sideways? Because no matter how good
you are, no matter how skilled you get, no matter what your intent was, sometimes it won't work. And
then you've got to know how to repair. And that's why, remember I told you that our facilitators have a
unique set of skills? And that's because they have to allow messes to happen otherwise nobody's going to
learn how to repair. And repair often goes back to some of what we've already talked about. Let's start
with | come in the kitchen, my husband's struggling. | say to him, "Can | help you with that?" He says,
"Don't tell me what to do."

AR ERIE:

B, HMNERH—<: FMNEXEMBRSBIIEER, MARRILEEALER, R&MRTHERAEH, &
EMEFBHIMA, BRARGE, ERMINLZKRT, WMRERES, £57E-0E, IMEFIF—HEN
M, 8SPAEXEMERHEFE, BME “BE" (repair), HFEBHIE, RINAEE? RATRHFRZA
75, TRMBAE, TRMHTERAA, BNERETAE, BEMMATENAEE. XMENT
4, BERSFIRENNSISRE-EIRGIREED? BRENMISTAAPRALE, SNWEBAEFS
mAgE. EEEEREIRNELTIEIN—LERAT, M7 HEEBERE, RLXEIL/TRATFR. &K
iR “FEEFIRIG? T MR BIHERBIXEAM”



[01:05:04] Carole Robin (Continued)
English:

I'm sure none of your listeners can relate to this story. And | say, instead of, "I wasn't trying to tell you
what to do, | was just trying to be helpful. What a kind of way to respond to my offering help is that?" | say,
"What did you hear me say?" One of the most powerful things you can do when somebody responds in a
way that feels very unexpected and out of whack with what you just said is go back to, "What did you hear
me say?" Because nine times out of 10 what they heard is not what you said. He said, "I heard you say |
didn't know what | was doing." Now, by the way, it didn't matter. That's not what | said. And | didn't say,
that's not what | said. | said, "Wow, really glad | asked, because now that | understand that that's what
you heard, | understand why you reacted the way you did." And | said, "Let me try it again."

FROCERIR:

HRGMOARESERAZHIXME R, FgdiR: “BRESFMZEAH, ZRE2/FEMT R
BIRHNEMEXMRNID? 7 MR “MIAHRETHA? 7 SEANRNIFELHFER. SENIZ R
IEREA T, REEMNRRBANFR/Z—MELEE: “RIFEIRETHA? 7 BA+E/\f, WwITREN
HARI AR, fthin: “HIFEIRRBRAIER CEMMA A" IMER—T, XAEE, BAE2FIRN. EFK
REW BAZIRN” , TR H, EEMEET, BARABRNETRFEBZRIER, HMERR
NASEREFNRNT” AERR: “EHRBE—R

[01:06:04] Carole Robin (Continued)
English:

One of the ways that | show somebody that | love them is | offer to help and what would you like me to do
if in a situation like this when | see you struggling? He says, "Wait for me to ask." And that was 25 years
ago, and that has served us very well because we've been married 37 years, 39 years. And if we go back to
feedback, you give somebody feedback, they get super defensive. By the way, net jumping invites net
jumping, so they're likely to net jJump too. And by the way, the minute you label somebody or you're over
the net. In fact you sent me something that was really interesting that | wanted to find here because you
said "Nobody is born with genes for being rude or self-involved." Well, guess what?

FRSCERIF:

“BARAREEZEENARNZ —SRMEEE, EXMBERT, YRBIRITRIRY, FREEHELM? 7
i “FEEHRFOKEL” BE 25 FRINET, XMBINEEEE, AARIEKLEEITE. 3957, 0E
iR, RAFEARE, MNTEBIEEEHEM, IRER—T, “HBRN” S8 “Em” , FFUMI1thRETES

I RR, IRER—T, —BRAFEAMITE, RMENT. XL, RAARN—ERAFEEE, ZEE
XEHHFR, AT “SEAXREMEHESHELNER." B4, (FBEASE?

[01:06:56] Carole Robin (Continued)
English:

Rude and self-involved are labels that is not behaviorally specific. So calling somebody rude or self-
involved is just going to make them defensive. But saying, | was interrupted three times, and I'm telling
you this because you said you wanted to hear my opinion and | just thought you should know that | was
put off by being interrupted, much less likely to incite defensiveness.

FRCERIR:



“HE” M BT BIRE, FEAEMITAER, Fﬁuﬂ%)\*ﬂ%éﬁQfARﬁlJ:TMIJFEBHﬁDIUEEO (ERIES
W AT Y =ZRe HEIFIRXERR MR IBIAIHHIE TSR IZAE, HKITHILRREE
RAEFAR.” XEHMS PR AT R RS 2.

[01:07:34] Lenny Rachitsky

English:

Absolutely. Just hearing what actually happened, staying on your side of the net.
HRCERIE:

EISIEM. RRMARSSIRAENSE, BEMXFLHIMA.

[01:07:38] Carole Robin
English:

Exactly.

R EiE:

o

[01:07:39] Lenny Rachitsky
English:

So again, this always comes back to | could see this being so effective doing this in a class versus just
listening to us and like, okay, I'm going to start staying in my side of the net and I'm going to prepare
relationships. Are there any other examples of exercises you do in the class that might be helpful to
people just to hear how you learn some of these things?

AR ERIE:

FREL, XXEETRR: REEHERE LEASIXERZSAEW, MAZMXNARITRE 98, REFREE
MRX—ia, RBEEXR" . EBEEMRELINGIFID? BIFAR T BIIAFIXERBZETE,

[01:07:57] Carole Robin
English:

Every chapter in the book has a section at the end called Deepen Your Learning and those deep in your
learning sections, every single one of them has a suggested activity, something you can go do, and some
of those come from some of the things we do in the classroom. So that's one place to start in terms of
trying to find very tactical and practical ways of applying some of this. The other thing that we often do, |
often do in leaders in Tech, | used to do this less at Stanford because they did a lot of this in their T groups
and they were actually in real time with each other putting everything they were learning to use. But
sometimes with my execs in Leaders in Tech, | will, for example, put them in a trio and I will say to you, so
Lenny, | want you to think of somebody who you would like to give feedback to and | want you to tell me

what's the behavior they're engaging in?

FRsCERF:



FhNE—FREBEHE—TN RUFES” BRR, EXERECFIRRG, S—MEBERINAED, RETU
EZ1E, ER—EsRERNTRE LBER. U, NRMEIHAFESRUMEANNALE, X8—
NEIMS, FS—HRIEEMNE (REFTE Leaders in Tech 1, LUFIEENERMHMELD—L, A
£ T/NMAFHTIRS, MAEMINESEHISFIEESSE), BIYHARIL Leadersin Tech WHEN=ZA—4,
=R “Lenny, BRILAE—NMREBLRIFOAN, SFRMANEFTAFRTH? 7

[01:09:04] Carole Robin (Continued)
English:

How does it make you feel? What would be behind you wanting to tell them? What would be your desired
outcome to the conversation? Then | become you, you become your difficult person because you know
them and | don't, and we role play because you've now told me what you need, what you want, what's
going on for you, and then you have to play your difficult person as well as you can. The third person's
usually the observer who pinch hits and says, "Carole, | think that was over the net." "Carole, | don't think
that was a behavior." And by the way, we say, | feel insert feeling, nine times out of 10 people say, | feel

that, or | feel like, | feel that you don't care is not a feeling.
R EIE:

“BRILIRRESGIANA? RAFTABREIFMIT? (REEMIERZIMHALER? 7 ARTEIER, MIPERD “EHHY
AN EAAMRT@BImEAT#. BMHTABME, BNRELEEIFTHMIFR. REBEUKRIRIER
ZHNER, ARMBARNEIRNERHA. BE=ZPABEENRR, MWERMERATANR: “Carole,
FHEIEEMNT " “Carole, HEFAAZR—MIAMER” IREHR—T, HEMH “RREIFENZEZ] B,
TENAMIZE “FHERF " (Ifeelthat) 3 “HREHEBGRZ " (feellike)s “HREFBRFAEF" HAE

MR,

[01:09:56] Carole Robin (Continued)
English:

| feel like it doesn't matter, is not a feeling. | feel that you're not committed is not a feeling. In fact, they're
all over the net. You're almost guaranteed to be over the net when you start | feel and put in like or that,
guaranteed. Very easy hack. | feel pull up vocabulary feeling, you can't say grammatically correctly. | feel
that sad or | feel that angry, or | feel that irritated or | feel like disappointed, doesn't work.

FRSCERIF:
“BEUXFEE” FERZ, “BRESMIABIEN HFRERT, XL, XEHEN T, SR “FKRRF)”
Fk, EEEE ‘G2 ; - (MaD)” B, fRILFEEEENT, AOZH. —MEEBSEMED: # ‘K

RE” , AREREBREL. &AL, RAER “BEREBNEG" B “RRBEBILFER" , HE LR
BBMEA” , HE REREGERE , XITFE,

[01:10:28] Lenny Rachitsky

English:

This is amazing marriage advice going to, | need to remember these things.
R EE:

XEZAENISREENT, HFSEXLE,



[01:10:34] Carole Robin
English:
Yeah. Many married couples have bought the book together and read it together actually, which is cool.

FRCERIR:
i, KR LRSXE—EXZBH MR, XRE

[01:10:41] Lenny Rachitsky
English:

There's a few other things | want to touch on that I love. One is a tip that you share. You call it advise
hinders relationships.

FRSCERIE:
TENGRIEEERNEFEIE, Eh—N2MNEN, RIFZA “BiINSEBXER"

[01:10:49] Carole Robin
English:

Oh, I'm really glad you asked me about that because two things, a couple of things. First of all, leaders
often believe this is another mental model that they have to have all the answers, and that is actually a
pretty, it's not a very productive mental model or belief because first of all, puts a huge amount of
pressure on the leader. Now suddenly | always have to know and what happens when | don't know.
Second of all, | believe a leader's job is to ensure the best answer is found. It doesn't matter whether it
comes from me or anywhere else in the organization. It also allows for the possibility that somebody else
may have a better answer than me. And a really, really good solution has been squelched and never
surfaced because people are afraid to say, well, | see it a little differently. What if we did this?

FROCENIR:

R, HREXFRZXD, AAERR, HER/LR. Bk, ASEEEHEE XS —MOEEE) ilomn
REFMBER. XKFLEB—TMTFASROEREFESR, ANEL, EAASEFTRTERNEN—R
SAZ BN ATFAAH, MEBRAMENZEAN? R, RINATNSENRTZHFREE “REER . X
NEREXREH, CRFKEARAFHNEMEMMS, XAFEE, EEART T AR GERE R EFIERN
AT, RZBIFEFMMRAGRERERT, MRZFHKE, RAANEBRE: B, ZBNEFERFE. WOXR
X =ERE? 7

[01:11:50] Carole Robin (Continued)
English:

We had a or disaster as a result of that. The other thing about advice is that it creates even bigger power
differentials between people. So if you're the leader or you're in the higher power position to start with,
then giving me advice is only going to make me feel even lower power as opposed to, well, let's think
about this together. Let's be thought partners. Often when we give advice, it's a good thing to stop
yourself and ask yourself, "Who am | doing this for? Am | doing this for me so that | can puff myself up
with everything | know or am | doing it for you because this is really going to help you and make you
better?"



FRZERIE:

BIMNBALERIRE,. XTEUNS—HER, ESTEASAZEHEERN “NHEE" . MRFEAF
&, REFRETERLATNIRSHUE, BALGHEBNIZURBRINAER, MAR 8, LHMN—ER
Z, WEANEARBRBUMA" . BELRMNGHENN, RIFETRARES: “HXFEHENTHE? BATHK
BE, FiLEBRFAMNEN—TIREEEC? BN TR, EAXBENEREBRHILMESEF? ”

[01:12:34] Carole Robin (Continued)
English:

Nine times out of 10, being a thought partner as you explore the various options and coming to your own
solution is both going to help you develop more, and then you're not going to have to come ask me again
if the only time you ever learn is when you come ask me and you don't go through any of the work or
figuring out how | got to that answer, well, then I've just made more work for myself.

FRCERIR:

TE/\, ERRESZTETAGEH B CRBRRS REME— “BRNE" , BREEMREESRK, MaE
IHRUERGEREK. WMRMME—NFEINZMEKRE, MALHERADEIRHFERRRNAFHE
1, PBAKRBELBCEMNIES,

[01:13:03] Lenny Rachitsky
English:

There's this great Harvard Business Review post | just read about monkeys on your back. Have you heard
of this?

AR ERIE:
BN —EREN (REEIITE) XE, HNE “BLEMNBRT . (RIFiREE?

[01:13:09] Carole Robin
English:

Yes.

FSCEIE:

0friisdo

[01:13:09] Lenny Rachitsky
English:

Yeah. Where basically as a manager, people are always trying to put monkeys on your back to have you
solve their problem, and your job as a manager is to keep the monkeys on their own backs and help
them.

FRCERIR:

2. BARLMENZE, AMISEHER By RERNE L, iLAEMIIEREIE. MIRENZENIRE
B BRFBEEMINECHE L, FHRMHMHED.



[01:13:19] Carole Robin
English:

Yes, and I'm glad you brought that up because people then have become so used to the quick shortcut is
you'll just give me the answer. First of all, you have enabled powerlessness. You certainly haven't helped
them learn and grow. If you at all think your job as a manager is to at least sometimes do that, and
sometimes people will say, "Can't you just give me the answer?" And then | always just say, | could and
here's why I'm not going to because | don't think that'll serve you because that's not my job. My job isn't
just to give you the answers. My job is to turn you into somebody who eventually will just know what the

right answer is.
HRCERIE:

2H, RREMMREX D BAAMBLIMBT ERR, BT MERGHERMTT - 8%, MPKT
WAL MEELEHRMMNEIMLK. MRIMANNENZE, MIRIEVENERHESR, B4
BRAIZE: “MMRAEERSFRERD? " ARBEESNR: “HAL, ERFSXEM, EHEIAN
EIRREFRL, EABAZRNIE. ANITERRZBAMESR, RNITERIEMER—TRLEBCHE
IEMERBA”

[01:14:03] Lenny Rachitsky
English:

But just give me the answer. Does this apply to friendships also? | know often people come to you as a
friend, | need some advice on this. Does this apply as well? Often try not to give advice, or is it a different

dynamic there?
FZERiE:

“EMERARERE.” XTEAEPHERL? HAEREAZENREFRIEM: “HEE-EXHENE
" XREWER? BEHEERENLENT? E2NIENNSARE?

[01:14:20] Carole Robin
English:

Well, some of the same power differential can happen. | think chapter four in the book is about two guys
who were good friends and one of them is always trying to give advice to the other one. First of all, it can
be annoying if you didn't ask for it. So | certainly wouldn't give advice unless somebody asked for it, and |
might not immediately jump to the advice, | might want to explore. What have you already thought
about? How have you already approached it? Where are you stuck? | might ask more questions before |
immediately go into advice because by the way, nine times out of 10, you end up giving advice on
something that's not really what the person was worried about or wondering about. So first go to inquiry.
You can always come back to advice.

FRZERIE:

iE, RFMNRAEEBIRELAE. FEPFNEEEHNRERNFER, EF—TME2HESS — TR
B, MRIMEEREW, XARIIEARE. FAUREERZLREIN, FRIEEAER, MEAKBAZILLBE
FEWE, HARSBERR—T: “MRELFTERIFHAT? 7 . “MFELKZHAIFAHET? 7 . “RFE
WET? * FEZLHEBENZR, RAERIMEZRT. RHAIRERZ—T, +8/\I, FRELHVENFHFR
R ABEEOHEEROER. PR, S#H{THRIE, (RIERFUBEEZEN .



[01:15:21] Lenny Rachitsky
English:

| find that every time | try to resist or | make myself resist giving advice and instead ask more questions,
every single time, | realized, okay, | had no idea what they were actually looking for or what was going on,
butit's hard to do. I'm just like, here, | just want to tell you, here's the thing.

AR ERIE:

FEI, SRFRERFTRES SFELRIN, MEREZAEN, §—RFMIFIRE: “FE, HRE
FRIEMIIFIRESIKMAA, HEIRRETHA” BEXREHE, HEEE: “EEE, RRBHRM, B
BEEX R,

[01:15:39] Carole Robin
English:

Totally. Because you know what? It's another mental model. | serve you best by just giving you advice
when you ask for it, that's the loving, caring thing to do. Well, it's a mental model. Try testing it and

seeing whether or not it really turns out to still be valid.
FpERIE:

. AAMMERS? BES—TNOERE: “SHirmIokElY, RERAIRENENMRFHFER, A
RRAZMXIFHRRL" B, XRAE—TOEEE, HENRH—TE, BECESENKRAEK.

[01:15:58] Lenny Rachitsky
English:

And so maybe the more correct mental model is how would you describe it that it's often better to help
the person figure it out, or is it that you just often don't actually understand what's going on?

AR ERIE:

FRUBIFEERIOERER - FRAHAE? B2 “BYPNLECHFEREREN , ©2 “MBEHE
HATHRIARRETHA" ?

[01:16:09] Carole Robin
English:

The best thing to do first go to inquiry. Because by the way, | also, as you might imagine, | tend to err very
much on the side of transparency, and so I'll say, man, | got all kinds of things going on in my head about
what | think would be great for you to do, and I'm going to resist that because |, first of all may or may not
hit the mark, so I'd really like to understand more. And second of all, | wonder if in the end be even more

fruitful if we explore different things together.
FRERIE:

RIFRVECER HITIRE. EAIRER—T, EMRERRE, RMETIFESEH. PRUZSER: Uit &
WMFEARSXTHRIANNMXEAMBEE, ERTRERGE. FEhEL, RBVREARTEHAE, FIUKER
RETHREZ, R, HER, IRF(T—ERRFENAIENE, REAREIEEMN."



[01:16:46] Lenny Rachitsky
English:

Just a few more questions. One is, so we have this segment on the podcast that | call Failure Corner,
where people share failure in their career and what they learn from it, and you have a really constructive
way of thinking about failure with this great acronym. Can you talk about that?

AR ERIE:

REEE/LNEHE. — 12, BIIBEFE— TN “KMEE" , AMNDFRIUEFEFEIRBIAK MFIREX
BVl RE—MIEERBISMNEFTRMNAER, T —MRENESE. (REEKIKIT?

[01:17:02] Carole Robin
English:

The acronym is A-F-O-G, another F-ing... | don't know your audience well enough. Don't want to offend
anybody.
FREiE:

XNMEGFRERE A-F-0-G, it “B—M%3EH-----" (another F-ing...) o HWAKTBIRAIAAR, FEEIRE
& Ao

[01:17:11] Lenny Rachitsky
English:

Go for it. If you feel like-

R EE:

WIE, NRRERF—

[01:17:12] Carole Robin
English:

Another Fucking Opportunity for Growth. Every student who ever took a class from me, every client who |
have ever coached, every participant who's ever gone through Leaders in Tech knows that acronym
because my question, when something has gone wrong or a person has experienced a failure, my first
question is always, so what did you learn? Because there's always a lesson, and then usually what follows
is, yeah, you just had an AFOG. And as a person who's had a lot of AFOGs throughout my life, it puts it in
perspective. | like the perspective that it offers, so it's not the end of the world. Sometimes AFOGs are
more painful than others. Some AFOGs take longer to recover from than others. Most of the time they're
recoverable, particularly if I've invested the energy in really unpacking what there was for me to be to

learn.
RSz ERIE:

“R—MZFEBIREAE" (Another Fucking Opportunity for Growth), 88— B3 HIRWFEE. §— 1 Fis
SEMEF. 8—ME5IE Leadersin Tech WA, BHFEXMETE, HANHEBFHEREAZHRME, &
WE—TRBER: “Ba, MEIATHA? " BARREHK, AREEZEEXR: B0, RNINEHET



— 1M AFOG,” fFA—1T—EHRZHIRS AFOGHIA, ERELLIRRTAERRE. RENRERENRA, Frld
XAZHRRH. B AFOG Lk HMMERS, L AFOC REEKHNNERME, KEHHRENZRIUR
1, FRUNREARNEHERERBHAESRF INKRE.

[01:18:27] Lenny Rachitsky
English:

Yeah. So the advice here is when something goes wrong, when you fail, think of it as another fucking
opportunity for growth, AFOG.

FRSCERIE:
M, FILUXEMERINE: YBBHE. YIREAME, BEEE “YX—MZENRENS” , AFOG,

[01:18:27] Carole Robin
English:

Exactly.

R EE:

Ao

[01:18:27] Lenny Rachitsky
English:

Okay.

FSCEiE:

a5

[01:18:35] Carole Robin
English:

That's exactly right.

FRCERIE:

L.

[01:18:37] Lenny Rachitsky
English:

To even go full circle to where we started building exceptional relationships, building robust
relationships. In the book, you have this checklist of just how to build an exceptional relationship. | know
you don't have all this in your head, whatever.

AR ERIE:



ILFMEZIRVNIER: BISENXR. BURENXR. EHE, ME-TXTUARIEEXRNE
B, BAERAELEEHE TR, KXRo.

[01:18:49] Carole Robin
English:

Actually I probably do.

R EE:

KRR L, FATAEIESS.

[01:18:50] Lenny Rachitsky

English:

You probably do. What's on this list of just things you can do to build exceptional relationships?
FREiE:

fREJREEMIES. XNBRE EXTFEUSEXRANFHEML?

[01:18:57] Carole Robin
English:

Well, you can go back to the fact that there are six characteristics of exceptional relationships, and
actually those are the characteristics that are present as a relationship is moving down this continuum
that we've talked about. And the more each of these exists, the farther down the continuum you are. So
the first one is I'm better known by you, and of course there's skills involved in how do | allow myself to
be known. The second one is, | know you better and there's skills involved in getting to know you better.
We've talked about many of them. The third one is we trust that our disclosures won't be used against us.
The fourth one is we can be honest with each other. That's where all the feedback comes in. The fifth one
is we know how to resolve conflict productively, and the sixth one is we are committed to each other's
learning and growth. And when all six of those are present to varying degrees, you've moved farther
down the continuum.

FRSCERIF:

13, {REILAER) S RB N MFE. EFRL, XEAFIZMEXRERITHEHIGE EBmmEB A, XL
BIEFENRENS, MEXNE LESMEETE, £—: BBRATHREES (YA, XFRINELESHK T HEH
BEE) . B RE TR CHNEIFM T RIRIERE, BIBHEERZ), = HIEERENKRERS
WRARNTED, EM: HITETUNRIELESE (XMERERGLEERNE). $1: RIIMENEAEER

BRI, BN HMNBOFREBF IR, XA MHEEFRIZE LHMAEN, (RMELEIHE
EEBRIZET,

[01:20:00] Lenny Rachitsky
English:

You wrote somewhere that you know your relationship has become exceptional when you and the other
person don't have to hide important parts of yourself and can deal with major issues even if it feels scary.



FRZERIE:

MERMMAEL: SEMNAAFERREECEENSD, HFEREREFRHEMESEARE, R
BRI XREBEERERT

[01:20:10] Carole Robin

English:

Yep. | did write that somewhere and | stand by that.
R EE:

i, HHLETE, MAFKEFHX MR

[01:20:15] Lenny Rachitsky
English:

If you zoom out from all of your work and teachings, are there any overarching themes that continue to
come up that you think are important for people to take away from this conversation?

AR ERIE:

MRIMMIFFIEN ILEMAFRHBEHRE, BB ARFHANTHEZAHEINN, BIMRANAXANMZ
RIFEFRENEFIFEER?

[01:20:28] Carole Robin
English:

Well, for starters, we're all works in progress, which means every relationship in your life is a work in
progress. Because if I'm a work in progress and you're a work in progress, then by default so is our
relationship. And so remembering that what worked with you two years ago may or may not work for you
now because we're different people. So | think that's a biggie. | think stopping and becoming aware of
what are the mental models that are driving these choices that I'm making, every behavior has in front of
it a choice. If we stop long enough to become aware of it and in front of every choice, there's some belief.
So | try to march myself back from the result to the behavior, to the choice, to the mental model that
drove it or the skill or lack of skill.

FRERIE:

B, BI#E “FMm” (worksin progress), XEKREMREGFNE—BRXAULEFAm. ERHNRE
E¥Hm, RMER¥a, BARINERTERINXABE. FAUERE, MEMFERNAZE, WEATRE
WRTER, AARNBLET . WIANAXRB—PNES. HX, FFRAZIRIZAAENOEERERHDERME
HYIXLEESE, §—MITAEEBE—NERE. NRENETREBKNREERRE, MakNEe—MEEE
EHEEMES. MUKRAELECMEREHETITH, BEEE, REIIRHNEHOLEEE, HEZRKEE
(HERZH%EE) o

[01:21:36] Lenny Rachitsky

English:



Something that we didn't talk about at the beginning of this because it might distract people, but you've
been dealing with Long COVID for almost two years at this point. Where are you at with it? How are things
going and is there anything you've learned from this unexpected part of your life?

AR ERIE:

BE—HERIN—FERE, BARIEARNEES, BREFESLS “Kiig” (Long COVID) Hi% TiEM
Fo (RIFERIRNRINM? BREAE? MXEREINMIAEZHFIMRFRT HA3?

[01:21:54] Carole Robin
English:

It's given me an opportunity to live a lot of what | teach. So | always taught in my leadership classes that
the worst thing a leader can do is make an organization too dependent on them. If you care about
building a sustainable long-term organization and a legacy, then it behooves you not to make the
organization very dependent on you. So over the last 20 months, | have slowly and surely given more and
more of my responsibilities to more and more members of the team to the point where hot off the press,
I'm about to become only an advisor and step out of really all of my operational duties probably by the
end of this year. Now, there was a point at which | was like, and oh my God, what happens if | get better
suddenly? Because people do get better, and one of my very wise children said, "Mom, I'm pretty sure
that if you suddenly get a lot better, they'll be happy to give you lots of stuff to do." So, anyway, that's one
of probably the biggest lessons, and also it goes with a lesson around acceptance and accept.

FRCERIR:

ELATHR TSI EBRTEAMBENREZAAE, REEEARNIIRETH, ASERMIREENSEMIILER
FELHE S, MRMEFERL—NARHENKPARN—HDEL, BAMMEZERILARIEE R B
MTES AN 20 M AR, HEEMEEMFSHFMZ IR THRKESHERR. RMEEEE, BSE
F, HAREFKRIEMEMR, FREJLFAEMNZERR. B/LAR, HA: "X, MRBARARETEA
7?7 BAMIBERERE, B— M FRRBMZFHR: “B, RERENRMRAFET, MN=REES
MEHRZZBEN.” 22, XAURERANRIIZ—, BUFHEEXT “EZH" Bl

[01:23:25] Carole Robin (Continued)
English:

| wrote a LinkedIn, | think a LinkedIn, not a blog paper, one of those LinkedIn things. If you go to my
website, you can look at things I've written, | think it was called Long COVID and Acceptance or something
like that. But it's about how acceptance is not resignation, and it's about having an opportunity to rethink
a lot of things and reframe beliefs. And | think the last thing I'll say about it is that it has made me a much
more empathetic person, and | think one of the really interesting and important things to learn and have
always continued to learn in doing the interpersonal dynamics work we do is you never know what's
going on for someone else.

FROCENIR:

RE 7 —/R Linkedin X&, FE2EFILX, FMEIM LinkedIn 375, MRIMEFKHIMLL, AJUBERENR
7, REFBN (KNESEMN) 22X, ERXT "B FFF BH/ERER" , EBRXTHE—E
MRBRERZFR. BEBEIMNE. XTX—RBBRNEE—HER, BULRERT —TMEARELHA.
FAN, ERIFMEOARSOZEL S, REBEREEN—xR (BER—EEFIN) M. FXZEFH
BRI AEEZHT 4o



[01:24:26] Carole Robin (Continued)
English:

And one of the worst things we can do is assume we know what's going on for someone else, and it's
really easy to get really... | think | said this before we even got online, which is in the absence of data,
people make shit up. So if you don't want people to make shit up about you, you're better off disclosing
more because then you'll have more control over your self-definition, not less. People like to make sense
of things. They will connect dots however way they want to unless you help them connect them the way
you want them to. Another case for self-disclosure.

RS ERIE:

HNEBNRAERENFB/Z —MBRIRRINMENATEER 4. XREZER - RERERN] L2
Wi ERZBIESERT, AIREHR. PR, MREFRLIIABRREXTMNE, MRFSRE—L,
ABEMX BREX NEFHNZESZ, MAREL. AMEREFEEEL, KRECHERIER
ERLL, FRIFREBMIIRRIMEEN S NEAER, XRIFARREBHIN—TEH,

[01:25:04] Lenny Rachitsky
English:

Well, Carole, I'm incredibly thankful that you made time for this. | know it's not the easiest thing to do

these things.
R EE:
4%7, Carole, FIAFERGIRAEHEEE, RAEMXLEZHAEZ.

[01:25:10] Carole Robin
English:

Thank you.

R EE:

515t

[01:25:11] Lenny Rachitsky
English:

To remind people where to find Leaders in Tech and how to apply, tell them the website and who it's for
specifically, so the right people go there. And then finally, just how can listeners be useful to you as a final
question?

FRCERIR:

NTIREBEARTEMERLIRE Leaders in Tech UIKRINEERE, FEIFMINMALUNRERGEZERERN, Fita
BIIAERIE. &E, (FA—IMEREE, FARIIENRELEHA?

[01:25:23] Carole Robin

English:



I'm on LinkedIn. You won't be able to just connect with me. I've got one of those things where you can't
just connect. You need my email address so you can put my email address in the notes. Anybody's more
than welcome... But if you connect with me, please don't try to sell me anything. The only reason it's set
up that way is that too many people were trying to sell me too many things and | got exasperated. That's
the only reason they wanted to connect. So I'm just going to trust that you'll reach out to me because you
want to connect with me because you're interested in my work and that you'll also know and be sensitive
to the fact that | have Long COVID. So my capacity to respond to messages and emails is definitely
impacted. | used to be one of those you could count on me to always respond. By the way, another
learning. It turns out everybody didn't write me off just because | couldn't respond to them right away.

RS ERIE:

FTE Linkedin £o {RABEERMINTA, FIRE TR, REERAVEFERFEMUL, FrLIRA] LUHESBIERFEK
ENMAR, FERDE[A--BNRFEKARE, BABRRERRHEFETORA RZAUXFRE, 2EAN
BEXZAREBREHEASHRA, ILRBERMA. BEMNERIRRNE—RRE, PAARBEMHRIKRER
RENREMILEILERE, RHAMRYERNIERNE, BN, REREMETHRATRREKIENERL. i
UFKEEHESMBAREENRERE T M. HUMZIMIRAILIEER SRV ENA. RER—T, X225
— MR FRIUERR, RRARZNENBZAEILRIEE mERFHeo

[01:26:14] Lenny Rachitsky
English:

That is a really great learning. Okay. And then the website for people that may want to apply and the
applications are still open basically by the time this is leadersintech.org?

FROCENIR:

XEZR—MEEIWER. 71, A FRERIFNA, MiLZ leadersintech.org, MBEETEELNERER
N EFEZFREY, 05?7

[01:26:23] Carole Robin
English:

Right.

FSCEiE:

o

[01:26:24] Lenny Rachitsky
English:

Amazing. Carole, you are wonderful. Thank you so much for making time for this. Thank you for being
here.

FROCENIR:
A#7T o Carole, fRRLEBT . IFERSIRHLAEL HHHIREER,

[01:26:32] Carole Robin



English:
Thank you.
FREiE:
st

[01:26:33] 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.

FROCENIR:

ARBN. FFBRBSUIT. WMRMEEXEATEENE, AILTE Apple Podcasts. Spotify SiRERAIIEE N A
FITRAATH. i, BERARINMNTLHE FTITIL, XERAMBEEMIARIKFEERT, RAIUE
lennyspodcast.com X EIFFEFHATER THREZES. THTEL,



