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[00:00:00] Chris Hutchins
English:

Yes, there are four million podcasts. However, there are only about 150,000 podcasts that have had 10
episodes and have published in the last 10 days. So the easiest way to be in that top 5% ish. | don't know
what the math there is. About 3%, 4% is to just stick to it. Like if you just do an episode a week for 10
weeks, you're now in the top 4% of all podcasts that anyone has created.

FRZERIE:

20, BRIE 400 5B, A, RAXRY IS 5 MEFREET 10&ME, #AEIE 10 RAEHI. Fi
L, BEHNAS% AR (RTHERGBHRFITE, KHE 3% 2 4%) REBNGEMEER TE. i,
NRIREERIFEARL—%, B4 108, (RMELEI T 23K 96% NEZFLIFE T,

[00:00:30] Lenny
English:

Welcome to Lenny's Podcast. I'm Lenny and my goal here is to help you get better at the craft of building
and growing products. Today my guest is Chris Hutchins. Chris is not only a former product manager,
founder and investor, he just this month went full-time on his podcast and the independent creator path.
When | was looking for advice on how to build a podcast, Chris shared this awesome deck with a ton of
great advice that he's built throughout his journey, and so | thought it'd be fun to spend an episode
talking about all the things that you should know about launching and growing a podcast. Chris's
podcast is called All the Hacks, covers all the ways to financially optimize your life, and it's one of the
biggest business podcasts in the world. Chris has also been on the Tim Ferris Show actually, interviewing

Tim Ferris.
(00:01:15):

He's also head of new product strategy at Wealthfront where he took some big, bold bets within the
company, which we talk about. Chris is awesome and | am excited for you to learn from him. | bring you
Chris Hutchins after a short word from our wonderful sponsors. This episode is brought to you by Notion.
If you haven't heard of Notion, where have you been? | use Notion to coordinate this very podcast,
including my content calendar, my sponsors, and prepping guests for launch of each episode. Notion is



an all-in-one team collaboration tool that combines note-taking, document sharing, wikis, project
management, and much more into one space that's simple, powerful and beautifully designed. And not
only does it allow you to be more efficient in your work life, but you can easily transition to using it in
your personal life, which is another feature that truly sets Notion apart.

(00:02:06):

The other day | started a home project and immediately opened up Notion to help me organize it all,
learn more and get started for free at notion.com/lennyspod, take the first step towards an organized
happy team today, again at notion.com/lennyspod. This episode is brought to you by Vanta, helping you
streamline your security compliance to accelerate growth. If your business stores any data in the cloud,
then you've likely been asked or you going to be asked about your SOC 2 compliance. SOC 2 is a way to
prove your company's taking proper security measures to protect customer data and builds trust with
customers and partners, especially those with serious security requirements. Also, if you want to sell to
the enterprise, proving security is essential. SOC 2 can either open the door for bigger and better deals or
it can put your business on hold. If you don't have a SOC 2, there's a good chance you won't even get a
seat at the table.

(00:03:05):

Beginning a SOC 2 report can be a huge burden, especially for startups. It's time consuming, tedious and
expensive. Enter Vanta, over 3000 fast growing companies use Vanta to automate up to 90% of the work
involved with SOC 2. Vanta can get you ready for security audits in weeks instead of months, less than a
third of the time that it usually takes. For a limited time, Lenny's Podcast listeners get $1,000 off Vanta.
Just go to vanta.com/lenny, that's V-A-N-T-A.com/lenny to learn more and to claim your discount. Get
started today. Chris, welcome to the podcast.

FRCERIR:
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(00:01:15):
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(00:02:06):
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(00:03:05):
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[00:03:48] Chris Hutchins
English:

Thanks for having me. I'm excited.
FRCEIE:

HHEEE, HIRME

[00:03:50] Lenny
English:

This is going to be a pretty unique episode, | think. You're a product manager and we're going to talk
about some of the things you've learned being a PM on some really killer products. But what | want to
spend most of our time on is talking about how to launch a podcast. You've built one of the most popular,
biggest business podcasts in just like a year and a half. You've taught me some stuff, you've helped other
people with their podcast and so | just thought it'd be really helpful just to talk about just the skill of
building a podcast and all the things you should know. How does that sound?

FRCERIR:

FEXZERFERFN—F. MBI nIE, RIPIREITE—EEER~mFER PM KK, E
HEBERBEINRWNAE— M ER. REER—FFNNEEMITET&RZNE, MEERANELEZZ
—o RBEHR—LERA, WAEIHAMESR, FAUREFYNRIBENRISHRENANERNSIFE G,

[00:04:21] Chris Hutchins
English:

Sounds great. You just did a episode about growing a newsletter business, which | was like, "This is
awesome because | have a newsletter and | want it to be bigger." And | think anyone that's has
knowledge to share. | talked to a PM yesterday who was like, "Oh, I've got all these product ideas. Maybe
I'll start a podcast.” So totally, this is fun.

FROCERIR:

IFEERAIET . RANM T —S=XFHEK Newsletter (RF&EM) WUSHAET, HINMEST “KBET™ , B
F A Newsletter, MEFRBILEMA. HRESERMBIIRDEREHABZ N, HIERIEZR—AL PM B
X, it “BEXAZF@REE, BFREAMER” L, XENIRER.

[00:04:42] Lenny

English:



Awesome. That's exactly how I've been thinking about it. First we did the newsletter and then podcast
maybe the other things, | don't know what's left.

AR ERIE:

KF7T. XIERKR—HEEZERMREIZ. BtE Newsletter, AFEHEE, BIFEEHMAA, RAMELRT
4o

[00:04:42] Chris Hutchins
English:

YouTube channel.

AR ENIE:
YouTube #fijE,

[00:04:43] Lenny
English:

YouTube channel?

FRSCERIE:
YouTube $fii8?

[00:04:44] Chris Hutchins
English:

[inaudible 00:04:44] | don't know if you feel this way, but YouTube. | feel like just putting a podcast on
YouTube isn't enough, | need to learn the skills of YouTube.

FROCERIR:

(IEHRE) BTRAMEMmET BRI, EXF YouTube, BREBSNMBEETSMR LEESFTBEN, REEF
3] YouTube Bz EHI5,

[00:04:51] Lenny
English:

Yeah. All right. | got to get MrBeast on, that's the next goal. To set a little foundation for folks, to give him a
little sense of your background and some of the things you've done in your career. Can you just talk about
some of the biggest things you've done in your career, which you've been up to and then what you're up
to now and also about your podcast?

FROCERIR:

T8, B, G MrBeastiFHK, R T—1TBIR. A THRIARITNEL, LM TRIREVE RFMERWE
o REEENEMRERA TERME N —E KRS, REEECHA, WEREITHA, URRFIRIEZFLD?



[00:05:09] Chris Hutchins
English:

I'm kind of like a happenstance product person. | basically really liked startups, but | didn't know what job
| could have as a non-technical person. And | joined my first startup probably 10 years ago and was like, "I
will do anything." And they were like, "Do business development." But it turns out we didn't have anyone
who also was doing products, so they were like, "What should we build that people will buy?" So | was
like, "Well, | got to figure out how we turned this APl we were building for location services into a
product.” Left that to join other startup with a few people we co-founded, did the Jack-of-all-trades role
at a startup and then quickly were acquired by Google about a year in, and | went through the interview
process and they were like, "You're a PM." And | was like, "Oh, great, what does a PM do?"

(00:05:51):

| didn't really totally know I'd never worked as a PM. Went through Google's kind of like week of training
and got thrown into it and | think I've now learned with a lot of time that being a PM is awesome. Being a
PM at Google when we were working on Google Plus was not awesome. Transitioned pretty quickly over
to Google Ventures, did venture capital for three years, left to start another company trying to make
financial advice more affordable, more accessible. Grew that for about two, three years and we ended up
selling that company to Wealthfront where | ran a new product strategy. | most recently just left that role
after three years and started going full-time on All the Hacks, which is my effort to help everyone upgrade
their life, their money, their travel. I'm the spreadsheet for everything, optimizer and do all this research
to try to help people live better, happier, wealthier, healthier lives. And | have a podcast where we share
all the hacks to do all of it.

AR ERIE:

HEEZ—D “BANT BFmA. REBERWEIQE, BEA—TIERARERHA, ZFNEE MM
ATfR. KRG 10 FRBMAT E—KPEIRE, Fik: “HALAEMEEM.” 1% “BEBUSHE
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FRHE: “GFE, REFEFRBNEBRINETALNENMRS APl B—1m.” ERZEARE, ML
ABUREINT B—RAF, ENLIARNEREF “®K" AR, AY—FFRRW Google WY, HEMTHE
g, il “RESPM (FREE).” HER MR, X7, EPMEFTHA? 7

(00:05:51):

BYNENARXER, BARMKIBED PM, HBMT Google HEA—RARIZII, AEMBIEANIIIIEHR, 2
iRKAEE, HIMERZIDEY PM 2RZEM, {B7E Google fa sk Google Plus HAig)Y PM HREAKR, FEEHK
RIRFEET Google Ventures (BRHNIK), MT =FHNIRE, ZEBAHNTB—RAE, HOFiLG
SRINELE. BZR1E. FETH=FR, BIHERATERLAT Wealthfront, REBEASTFH~=RERE, &k
BNBFBNRMA (EBILFT=F), TR’ (Al the Hacks)e XBEEBHEMEMNAAREE. &
HAMRITHNZEIR, BRE—D “AYBETRE WRMIE, BIAERRAEXENANII LEF. EREK. FE
B. BRRNEE. BE—MEE, 2EXUX—VINFREMEE (hacks).

[00:06:43] Lenny
English:

Amazing. While we're on the podcast, we're going to dig into this stuff more. Where can folks, find it. It's
called All the Hacks.

RS ERIF:
KET, BFRNE TR, RINSFINERE. AREWETLIREIE? B0 (All the Hacks)o



[00:06:48] Chris Hutchins
English:

Anywhere you listen to podcasts right now, search All the Hacks, you can find it at allthehacks.com. I'd be
surprised if someone listening to this is more of a newsletter reader than a podcaster, but
allthehacks.com/email is the newsletter too.

AR ERIE:

EEARIFEENM S 1EZR (All the Hacks) #REEHREI, tERILLIAIAE) allthehacks.com, MIRAXNMTEBIA
BEWIE Newsletter MARIFREE, EHERIRIF, 1B allthehacks.com/email B EFAIHI Newsletter,

[00:07:02] Lenny
English:

Oh, newsletter. | love it. All right, coming back to your last gig at Wealthfront, from what | understand your
title was New product Strategy and Andy Rachleff, who was the CEO for a while, kind of legendary figure.
He co-founded Benchmark. He's just like this brain that... | listen to him every time | hear him on a
podcast. He basically pulled you into Wealthfront and specifically wanted you to focus on figuring out
new business ideas, new business lines, new product lines within Wealthfront. Is that right?

FRCERIR:

I8, Newsletter, HEW, ¥ 7, EZIRTE Wealthfront 9 E—1H Tk, IBERTHR, (REKE B~ RERR
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[00:07:31] Chris Hutchins
English:

Yeah, so we had an engineer at the time who came up with this idea called Self-Driving Money. | was like,
"Gosh, what if you could automate and optimize your entire financial life and you didn't have to rely on
human financial advisors?" And we heard from our customers forever that they pay us to not talk to
someone, our demographic doesn't want a bunch of humans in the mix. And so we had this idea but we
didn't really know what it was. So Andy was like, "Gosh, you've been spending time thinking about
financial planning and software and as an entrepreneur, could you come in and help us build Self-Driving
Money?"

(00:08:00):

And | was like, "What is it?" They're like, "Well, we got a bunch of ideas from an algorithmic standpoint
about how to do it." But, "What exactly is it?" So it was thrown into, "Let's do a bunch of customer
research, let's talk to a lot of people and let's try to come up with as audacious of an idea as we could for
how you fulfill the promise of automating and optimizing someone's entire financial life to the point that
they don't have to think about their finances on a daily basis and they know the right things are
happening."

AR ERIE:



T8, HREME—(UIRMEE T —1 “BehBREE" (Self-Driving Money) BYAE, FA8: “XHf,
NRIREEB N H MM BENMSZEE, MARBERBAKEVHE, BEH? ” HM—ENZFREBER
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(00:08:00):

i “BEREAA? 7 MR R, MNEZENAERE, HMNERSXTUNFAKREHBE" B,
‘EAMNFRESEMHA? 7 FMUBRBRAZIER: “UHIMNBARENTFER, MEZSADH, iR
H—PMREEEAEBIRE, ZRMEBDUMLUL—TABINMSEZNAE, LS REBALEOMS, B
ME—YEEERWET.”

[00:08:28] Lenny

English:

When | think Self-Driving Money, I'm picturing money just driving around, like a Tesla. Money meets Tesla.
FRCEE:

HBEE ‘BMBEREL” B, BRESFIENNEREIIREN, mEISTH—F. 8% T,

[00:08:34] Chris Hutchins
English:

Yeah, the vision | had was what are the core pieces of financial life that are stressful? It's like, "I got to
move money, | got to contribute to these different accounts. | want to make sure | have enough to pay my
bills." And so what we ended up with was a product called Autopilot that would monitor your core
banking account, whether it was a checking account at Wealthfront or not at Wealthfront or whether it
was an account at Wealthfront. And we would say, "Let's make sure we leave a certain amount of money."
And you could tell us that much. And then we would say, "Great." Now we had basically a series of things
to fulfill with any excess. It was like, "Let's make sure you keep this much as a three-month emergency
fund, max out your Roth IRA. Let's make sure you max out your 529 for your kids and let's put the rest in
your kind of taxable just brokerage account." And we would just periodically say, "Oh, you got extra
money, let's sweep it over and do what we need to do with it so you don't have to think about it."

FRCERIR:

=0, BHNERE: USEFRHEZORDZILAREENN? il “RiFEK, REETFENKFAEFR,
HIEMERERBHIRAKE" o FAURNMRAMET 1M “Autopilot” (BhERMY) B~ m, EXEITIREY
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[00:09:22] Lenny

English:



Can you talk about the impact this had on the company and also just how long of a endeavor this was
within Wealthfront?

AR ERIE:

IREERIRX I ABIF=E T A, UKTE Wealthfront RERXEEF T ZKESEII5?

[00:09:29] Chris Hutchins
English:

It was a quick endeavor to try to start talking to people. This was just throw in the mix. | have a very poor
sense of time, but let's say somewhere between six and 12 months maybe before we put something really
in front of someone that could execute on all the features, there was a lot of prototype Ul testing. | think
Andy, he's legendary. If anyone listening to this, wants to learn about product market fit, Andy is your guy.
| believe he coined the term, he teaches the class at Stanford. And the lesson was really find something
people are reaching over the table want, and make sure you have that validation. And so we were putting
things in front of people, clickable, full prototypes, and | remember we got to one where someone was
like, "Can | go get my husband? | need to show him this."

(00:10:12):

And then | created this thing, which I'm sure is not that new, but | would start pretending that the product
existed in the interviews. Only to find out, at the end, people was like, "Oh, it's not out yet." And they're
like, "What | want to use..." You could really feel the like, "No, no, no, no, this has to be out. | want to start
using it." So we found this thing that a small number of people were very excited about and we knew that
a product, this was going to be a high risk bet because people don't automate their financial lives today.
People drive to go pick up fast food and if you could with a push of a button, bring it to their house, you're
making a thing that they do much more efficient. Right now, well, technically they do this manually, but
trusting software to do it is something that we knew would be a higher risk bet.

(00:10:59):

And | think the takeaway, | would say the impact on the company was not as high as we had wanted in
that it didn't become this wild top of funnel. I think it's similar to Tesla's autopilot. It's like nobody goes
and says, "l just want to buy this car because of this feature." I'm sure some people do, but once you're in
the ecosystem, it had huge impact on making it easier for people to start saving more, making it easier for
people to be more confident in their finances and just automate all that behavior. So | would say the
letdown was, it wasn't the big, huge top of funnel thing where people are like, "Oh, this is all I've ever
wanted." Even though if you interview people and you're like, "Gosh, would you like a product that could
just automate all this stuff?" They're like, "Yes, | would love it."

(00:11:43):

And then you hand it to them and you're like, "Do you want to use this thing?" And they're like, "Well." It's
very hard to test that. And so what we found was it was a win in terms of it. It moved a lot of metrics for
saving more money, increasing contributions and that kind of stuff, but it didn't become this growth
channel, which Andy would say product market fit is exponential organic growth. So | would say by that
metric, we didn't have product market fit, but as a tool to make a system of products so much better. We
have the cash account with all the checking features, we have an investing account, we have retirement
accounts. So this really brought it all together and that was super valuable.

FRCERIR:



BAIMRRAFIBE AR R XRBVTER. RNHNERRE, BAME6 R 12 M8z, HMNAREL—T
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(00:10:12):

RERMT—HF, IEEFRHAHMEE, ERSEDTRPBETRELEFET. ERIRE, AMKRH
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o
(00:10:59):

ETFHRBNEM, RBRHLKEAERNABOAAE, AACKERI—MRENREAND (Top of
Funnel) EREF[EXMTRINMNBEHER, KEASH “BEXMEARZNTXIIEE . BEEAR,
B—BRENTZXMESRSE, ERLEMIFREESR. HMSEEEOURBMERABEXETASESE
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AEET,”

(00:11:43):

BIfMBERLMIIR: “REAXNE? 7 MSHK. XRENX. FAURINER, NERKREERKL
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[00:12:18] Lenny
English:

Awesome. So here's my big question. What have you learned? You spent a lot of time thinking about big
bets, big innovations, working within a company to come up with something totally new. What have you
learned about how to approach that within a larger company? How do | successfully innovate? How to
think about launching big bets, how to structure teams, anything along those lines?

FRCERIR:

KET o BAKMKIEIERT . (RFRTHA? (RETAENEEBEAWE. KEIH, FLERBRHLES
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[00:12:37] Chris Hutchins
English:

I've learned a few things and | think some of them I've learned came naturally being a founder before
being a PM. But you think that customer research is all you need to build a product at a company, but
figuring out how to create excitement internally and get buy-in from other teams because they're the



ones that are going to build it. They're the ones that are going to help market. It's all a team effort.
Sometimes you get caught up, at least | found, as a PM of like, "Oh, we got the customer insights, we did
the testing. It's all positive." And then you show the ratings you got from sub survey or the engagement or
some clips and that's not the end of it. The end is creating this compelling vision for what you're building.
And then the thing | learned from being a founder is, gosh, you have to state your vision and your mission
and why you're here, every all-hands.

(00:13:27):

It seems so crazy because it's core to you why we would build this, what it's purposes, why it's amazing.
But as a founder, | was like every week | was like, "Hey everybody, before we get started, this is the
mission we're on, this is why we're doing it. This is the thing we're doing in the world." And as a PM
sometimes you're like, "Well, | told people three weeks ago and | put it in that email that | sent out to
everyone and it was in the top of the PRD, so why hasn't everyone understood why this product exists?"
And | realized very quickly that, that same thing is true. So if you want to make a big bet, if you want to
make a big impactful product, you have to bring people along with you. And your ability to speak
publicly, persuade people, build influence within the company. Those things are all as important as your
ability to identify a user need and build a product that solves it.

AR ERIE:

BFETIHE, ER—EERAED PM ZEIZEIBA, FRUBAMARMIET . RAJEINNERREM™
mRAFBEZFIEN, BXFL, NEASARSIHERARSEBEAMNNSZIEXREE, AAZRMIEASR
%, Bf1EMBIEH. XRLZHNMNE, 1F8 PM, REDMENSBAXMIRX: ‘BB, BITETEFR
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2 (All-hands) EFRRIFMIER. EaARMATATEXE,

(00:13:27):

EITERRRIE, EAMMRR, ATARSXD. ENENEMA. ENFARARE, XEEHRZOEIR.
BfEntlaA, RERAHMIIR: “BAK, EHBRZA, XEHIHES, XERINXAMBNERRE, X2
ER EIEFEMBER.” mMiEN PM, BRREE: B, R=ZAMSIFIAKT, HBLTHEH, PRD (7
mERHE) FEXEET, AFARKERFHAZNTmFEENEX? 7 HRRZIRE, 8ER—#8. i
PUNRIRBIE— KT, BIE— M ERWANSTm, REFHE ERR—IEE, MEQFERREN. HRD.
EARABRIZIAEES, XERNIRRAGIBRERAITERRSRIEN—HEE,

[00:14:15] Lenny
English:

Awesome. This reminds me a lot of Airbnb, where the founders, all-hands share the vision and the
strategy that they came up with that year. Every single all-hands. And it's always like, "Yeah. Yeah, we

know. We know." But to your point, it's so powerful and important.
FRERIE:

KiET . XILFHAET Airbnb, IIBANEEBRERAZ LD ER—FHRRNRE, 8—REPRB. AR
BRERRN: 77177, BAIAET.” BIEWMIRFMR, XIFEBAEEE,

[00:14:28] Chris Hutchins

English:



And some people don't know. Some people we're not paying attention that one all-hands, we're kind of
missed it out, skip all-hands. Often there's just, you need everyone to be able to in... And this is a little
segue to podcasting and we'll come back to it, but | start my show with saying, "Hello and welcome to
another episode of All the Hacks, the show about upgrading your life, money and travel." Because | just
want everyone to know this is exactly what this show's about, so when their friend asks them a question,
they're like, "This is exactly what it is." And the same thing is true about a company's mission, a product,
vision, anything you want everyone to really understand it, be able to talk about it succinctly and just
have a very cohesive narrative in their head. That's a really big one. | think the other one is just
understanding the customer, not just by talking to them, but just being in the mix, playing with all the
products.

(00:15:14):

Something | asked a few of my colleagues before this, "What are things that I've particularly done well?"
And they were just like, "Gosh, | feel like you understand what's happening outside of the walls of our
business better than a lot of people.” And maybe that's talking to a lot of other people who are founders
talking to a lot of other people, starting companies, going to read all the comments on new financial
products on Product Hunt. Really just trying to understand people beyond just customer research. And so
that was another thing that | think... As a founder, you're always looking for product market fits, you're
always trying to learn. Sometimes at a company it's really easy to get caught up in the research you've
already done and the customers you've already talked to and you forget to kind of step outside and go
talk to other people and see what other people are doing. And I'd say don't get caught up in what
competitors are building and try to feature parody them, but just understanding the space outside of the
walls of your business.

AR ERIE:

MEBEAHERE. BEAPBRERAZTRELD, HEHELT, HEBET, BRREESDALLE -
XA LARES | REEE, &I1EFR) Lﬁéﬁﬁﬂﬂ, @ﬁﬁ%ﬂﬁﬂ’ﬂﬁb‘:ﬁﬁnlﬁ. KRR, SOBURIFFH—HIRY (All
the Hacks), XB—MXTFTHRMIVERE. SHRMKTHTE” BAKRRBIULSIABANEX M TEEKZT
T4y, XFEHMIIRAREER, fIEROMYE: “EMEFTFXIN.” ATMNEHR. mafRstEEN
b, fRAREESTAEBERERRE, REEMERAE, AEMETE—TFEERNNE. XBIFEEEN—
Fo WINNF—RRELETHRER, MUNBEIRYK, MERNER, FEAERS @,

(00:15:14):

(e A TIE LI PR ARVAE “ﬁﬁ"ﬂﬁ‘*bﬁi’aﬁ%lﬂi‘ﬂ’]iﬂ?ﬁ TRl “KER, REFIRLLRSABMET R
MNABEEZINRENERE.” RERENKEEMEMEBAIRK, MEEEIWAIARIR, & Product
HuntJ:lﬂuﬁﬁﬁ?é?%%nﬂf*nuﬁ’hﬁéo EMRRAEZHEIEFBERUMIARNEEREAN. BREEXES—
= fEARIIBA, REEBET K PMF, S2EFS. EEARE, REZNBTELMINARNEZDT
MNER, MSIEEHEREINARMA 4. HBR, FEMARENFERTAMBENGINENIEZRE, MERE
BRIl SIS Z SN

[00:16:06] Lenny
English:

One thing I'll add to your point about reminding people of the strategy and the vision is if you can also
help them understand how their team and project connects up through that, create kind of a little tree of,
"Here's all the teams, what they're doing. Here's all connects to the pillars of focus and themes and then
here's how it connects to the North Star metric and or vision mission. "That kind of adds another wrinkle
of like, "Oh, wow. | get it. | get why this team's important.”



AR ERIE:

KT REAIRBHESR, ZEMRE—= WRMeEFREBtIIEMREE SHEIAMDE BNE5 2 XM, MR
ZEF. tLagIE—IWORE!: "XRFIENBENRELIE, XRENMNMAEREIZOEMER, ARX
REMNEHEZZIILRESRENT (North Star metric) SRERMER.” XSEM—MEE, LAKREN: “I&,
I, AART, HEATAXTEAREEZT.”

[00:16:30] Chris Hutchins
English:

There's a great analogy, I'm sure if | send a link you could put in the show notes or something about a
football team. And it's like the GM's goal is to sell out the tickets and win the conference championship
and it actually tiers it down. It's like, "Well, there's a defensive line coordinator." I'm not even that big of a
sports person, but it's like the defensive line coordinator's job is just one specific thing, but they kind of
explain how it all levels up to this one North Star metric for the company or two in that case. And | think
that's just so important and when you're talking to people at your company with your colleagues, it's not
just what it does. It's like, "This product will automate people's money movement so they don't have to
move their money and it happens automatically." And that's cool, but it's equally as important to remind
everyone, "And then they don't have to worry about their money every week and then they don't have to
worry that their contributions might leave them without enough money in their checking account to pay
their rent."

(00:17:22):

There's these two components of it which are, what does it do, but what's the feeling you want someone
to have? And that gets into product vision versus just the product feature set. And whenever we've written
product visions statements about things we're building, it's like, "Imagine a world where someone can
feel this way about their money." And it's like, "And then this thing will do that." That's the product
strategy. It's how you execute on it. And so Reforge has this awesome product strategy kind of product
vision roadmap that levels them all up, which | really like as a another resource.

AR ERIE:

BE—NMRZERLE, WMRBEANER, (RAURETENEE, BXTEMIKAN. SELENBERERLIE
HRSKERE, AREBNTEERED . il “BITFEMAR" , REATEEETE, EHTFEANEARNIER
BT EERENER, EMMSBEXNAREATREARNAD (FHWD) tikERElR. HREXXEE
To HIMMBEHRRAE, FMUNER~mMIINEE, bl "X maBHAERK, FIUBRARECH
F o XiREE, ERFEENRREAR: “XHEMIMARSABOHRNEE, FRIEOEFTHZEXEK
FPEe#3BEAT.”

(00:17:22):

XEEMMEMED: M4, URMBEAPEFAENER? XMIRETFaRER, MAXE™
mIneEs. SERNNERITENRAT~mERERE, BFEE: "BR—IHUR, AITUXEFERFMM]
MNEk.” AE, “XNTmERAX—R." XFUETmREE, BIRMNARIT. Reforge B—EIFEHFAI~mR
BEAN S RERAE, BEIBXLEARREGER, REB/PEA—TRIFHNER,

[00:17:54] Lenny

English:



The Reforge. | just recorded another podcast this morning actually, and what you just said reminded me
of it, where a lot of people focus too much on features and not enough on benefits. And the stuff you're
talking about is just like, "Think about what are the benefits of the person." Versus, "Here's feature one,
feature two, feature three."

FRCERIR:

Reforge, HERSKE ENIRT S—HEE, RRIZAHAELRBRETE. REAKXXKIEIEE (features),
FagREmA (benefits)o RFMZAIER: “BENBREMAFR” , MAR “X2IhEE—. TheE=. I8

E—Y)

—_— o

[00:18:10] Chris Hutchins
English:

The last little skill, and | know you, you've talked about this, but | think it's something that | was fortunate
enough to not care about. Which | think is, when you focus too much at a company about like, "Ooh, |
want the promotion" you get caught up in this world where you're like, "If | want the promotion, | need to
do what my boss wants." And | had this fortunate benefit of... Like my last job, | was the CEO. | didn't care
about my title, | didn't care about leveling up. | came in and | was like, "I want to continue trying to
execute on this vision of this thing that | wanted to do." What that actually meant was my only metric |
cared about was impact and trying to build a product that would work. And | think in any job in any
company, it turns out you think that doing what your boss wants is actually what's going to get you
promoted.

(00:18:55):

But the people that I've had work for me or I've worked alongside that seem to always be the
outperformers, are always the people that are just solely focused on having the most impact on the
company. | think the thing | learned, which | thanks to Andy Rachleff for teaching me this is when you
push so hard for your ideas and you have really strong beliefs, you have to also make sure you state your
intent. Because sometimes people think you're acting out of self-interest. 1'd be like, "Oh, we should
delete this feature and build this crazy thing. It's going to be amazing." And people are like, "Oh, Chris just
thinks his idea is better than everyone."

(00:19:27):

And so he taught me, he's like, "It would go a long way before you said that, you said, "Hey guys, I've got
some crazy ideas, but before | say them, | just want you to know that all | care about is that the company
is successful. And | think this idea will make the company successful. And that's why I'm so excited about

it.  don't need to own it. | don't care who owns it, I'm just really excited about it."" And when you state
your intent, you give people a little bit of ease in thinking you know what it might be. And even though
I'm sure half the people listening work at a company where their culture is like assume best intent is one
of the pillars, it's still our nature to assume that if someone's shooting down an idea we have that maybe

it's out of their own self-interest.
(00:20:03):

And I've learned that when you have crazy ideas and when you're pushing back against a lot of people, if
you can make sure you constantly remind them why you're doing it and what you care about, it goes a lot
further than if you just kind of come in there with sharp elbows and try to push for crazy things.

FRCERIR:



RE—NIMEIS, BRAEMOIEXA, BREEEEHTEEI. HikA, YRE—RATAXT B,
RIEFE B, (RESBA—FB4: “MREREAR, RRGEERELRUNE." TRE—SEOR
o INE E— R THEZHT, BKE CEO. BAEF LA, FEFRATH. RMAADNENE: “Hias
BERNTRESTINZNER. SERERE—COMSFRETMS (impact), LURERITE— R
N G BINEH, FEEAASNEATAETR, MUSMERELL M SR RF R,

(00:18:55):

EREARTAEIXNSHAFTINRASKHENA, SEPERILETTFHABDTERATMAONA. HFEH
—m (B Andy Rachleff BEaTHX D) B SRRDIEFE SOEHFERIVERSE, (RELIHARMFRRIR
MWEE (intent)e AABNAMNZIANMRBHETEN. HRH: M, FHNZMEXINE, M—MRIER
A, ERRE ABRANSA: “I8, Chris AZRSMNERILFE A"

(00:19:27):

FRLAfBEE, fibin: “TEORAOZAT, MRIREHR: TERUAM], HE-LERIEREE, BERRHFRZA,
BRRBILRIAE, BRE—XONMEABTNMI. FIANXNMUERILRATIRY, XMERNTAXANE
NRE. HA—EEEXFE, BFAEFERMAR, RRABENRME, XHMRIFFESZ.” SRFERETE
B, Rt AMREEREL, RAMMNAEMRNHEZR. REBEEMARPTE—FAREQABNXUEEZ—E
“RignHARER" (assume bestintent) , BRI AEMEMNAZRIL, MREASERNVRE, BRI
T8 SEIFRLF],

(00:20:03):

BFINE, SMPETRENBZEHRNREANELEN, MNRIREEREIREEMIR AKX AMARIRX
DHRHA, XFHE “REGORE BITHEBREINAAREEREZ.

[00:20:19] Lenny
English:

Reminds me, | think Andy is the person who on a podcast once said that every year he picks like a, "We're
going to bet the company on this idea." Kind of project, is that?

FRCERIR:

HitHAER, Andy FEEERERERT, EFHIE—TEM "BRINBEAFAREXMEL” (5E, 2
ng?

[00:20:28] Chris Hutchins
English:

| would say we've done that a few times. | think the thing that | always told people that | wanted to work
on is like, "I want to work on a project that if successful makes everything we do as a company today feel
like it's not that important because we did something that was 10 times bigger than everything we're
doing today. And what we're doing now is just 10% of the company." Those are the kind of crazy ideas |
like to work on. They're very hard sometimes you're like, "Ooh, I've got one." And then it just doesn't
work. Sometimes you do one and it takes a turn. But | think that when companies find those things,
they're so powerful. But if you don't have the buy-in for management that that's your goal... Andy, he
always talks about slugging average, not batting average. He's like, "I don't care if you hit the ball every
time. If one in 10 times you hit a home run that's better than someone who hits it every three out of 10
times but gets out a lot."



(00:21:15):

He thought about that and the balance. He's written a lot internally about the balance between working
on iterative improvements to current features and then taking big bets and trying to find the balance
amongst it all. But | think he does believe there is always exploration necessary for taking big bets and
trying to take swings that could have outsized impact. You got to balance it because you're often wrong.
And | think that's something that | was like, "That's the thing | want to work on." As someone who is kind
of running a company, when you get to go to a big company and you're like, "Now | can solely focus just
on this big product bet. | don't have to worry about hiring and recruiting and all these other things." So
that was fun.

AR ERIE:

BRRKNMNAIHI R, RRRERIAREHNMER: “BEMB—NORMINT, SIEATSKBEER
EEEMEBTHATENTE, RAABIMMMEHNRALLIENLS K 10 5, MENLSEERF/ 10%,”
X R ESNARNBIKIERE, EINRE, EIEIEST B/, BE— , ERINTTE. BIRET —
N, BRIVBET HME. BHRINAYATINIIXLRAN, SIIRIEFERAN. BUIRMFEEEERNES,
INAXFZBIMBIBAR-Andy B2 1E “KITX" (slugging average) MAE “LITH” (batting
average), . “BAREFMREEESRIELEPIK, WRIF 10 REHE 1 ITHS 24T, BBELARLE 10 RE
HP 3 REBEEHBEHAELT,”

(00:21:15):

thREIX—RUNEFEFE, MEASRME TRSXTENHNEINEMFITAM T2 8] I FEHIS
5, BRINAMHERRE, ATHTABWEIAZATEEARRN “FF , RREZLEN. ROTFE
B, BAMEESEE. RRESEMEREEN. FA—TEEKEEQTNA, SMEN—KRARQF, FEE
T “MERTUEBOBRAZIZNMNEANFmEELE, TRIEOEEMEMAET.” FIUBREHEEE,

[00:21:52] Lenny
English:

Speaking of being solely focused on something, let's talk about the podcast. So this is kind of the new
thing that you're going to be focused on full-time. You just left Wealthfront and you launched the podcast
maybe a year and a half ago, correct me if I'm wrong, by a year and a half ago. The podcast is Top 30, top
40 business podcast. It's probably gone a lot of higher at some points. And so there's a bunch of
questions | want to ask about just how you launched this thing and built this thing. But broadly, what did
I miss about the [inaudible 00:22:18] framing of the podcast?

FROCERIR:

REIEHORN, IERNIIEEE, XSMENEELRRANIFE, RREHF Wealthfront, RL—FH 4]
BRI THEE (WRFICHTIBLER) . XTRERTUEEHWEHRA 30 HET 40 WTE, BLEMERERIRE
o HRIRZEXTMBWNABHEZLIX M AT, BEERY, XTEENEML, HiFE T HFAm?

[00:22:18] Chris Hutchins
English:

Oh, yeah. That's it. It's about 18 months old. Been doing, gosh, probably about almost 100 episodes, not
quite there. Weekly show and | went on parental leave part of the last 18 months and | tried to balance
family and just grinding on this and it's been a passion project on the side and I'm very excited to see all
the different kind of legs and tentacles that the brand and the content can have.



AR ERIE:

I]L;F‘ty IEEE"J) %;F%o Ej(é"] 18 /|\ﬁ j(o E'12§1ﬂ7 """ %uﬁlz, k*ﬁill‘j& 100 %T: E;QgIJo EXIEE_/l\}ElE:.ﬁ-EO E
BEMN I8 TMAE, BAT —BNE~R, S FERENXIMENITE. E—EHER I RIERNPIERRITE,
REXEEEIX N @B S T HHZHARER AT,

[00:22:45] Lenny
English:

What kind of benefits and good things have come out of having a podcast and launching a podcast or
running a podcast?

FRSCERIE:
HE. BOEEE—MEEH R T WL A FFARAI R mm?

[00:22:51] Chris Hutchins
English:

I think we all run into people and you're like, "Gosh, this person's really smart. | wish that | could just pick
their brain for an hour." And sometimes you could just email them, be like, "Hey, could we schedule some
time in a month and we could just chat?" But that sometimes just feels like a weird thing to ask. The
podcast gives you this great platform, you're like, "Well, I have a podcast. And so | would love to invite you
on and help you amplify your message and spend an hour trying to understand everything about topic X,
Y, Z." And sometimes it's really nerdy and nuanced and sometimes it's broad, but being able to have a
reason. | think one of my first episodes was with a guy named Morgan Housel who wrote a book called
Psychology of Money. | read the book, | was like, "This is a great book. | have so many questions."

(00:23:32):

But like what I'm | going to od? Randomly email this person | don't know and say, "Hey, | loved your book.
Can | just ask you questions for 45 minutes?" | would never do that. But | randomly emailed him and said,
"Hey, we've never met. But | have a podcast." | don't even think it had launched, "It's launching next
week, but I'm really excited about it. Could | pick your brain?" And he was like, "Sure." So | would say the
biggest thing is it just gives you a platform to explore your curiosities on things provided that you can
really focus the thing that you talk about on one vertical, niche, something so that people learn what it's
about. Because the hardest part about podcast growth is there's like four million podcasts and you've got
to find a way to stand out in a sea of many podcasts.

FRCERIR:

BRRNMNBBE—LA, MBI K, XPMAKERRT, BEHFEEBARM—NNE” BRRAIUA
BRI IR, ERATEETNALNEEIIEG? » EENXITEREFZR. BELATHR—IMERENTES, A
PUi:  “HERBE, HEBIEMRR, BRERENESR, #E—NMRANTBRERZHE,” GERREZ.
R4S, BRNRERZ, BXREMFRET —1TEH. RREHN/LETHZ—EXH Morgan Housel, 157 (&
$®]OIEE) (Psychology of Money), FiETHAS, WEXET, BREZNZE N,

(00:23:32):

BERZEANE? BHLE—IMERFINEWALEMSR: “I8, REWMNH, FKEERR 45 SHEG? ~ Fk
AMiFg. BRAMATERMFR: 18, HITKWIE, ERENEER.” REERFSINEREE, “TA
£, FULRME, FREETHIRG? 7 MiR: “SATLL” FAUFRR, RANFLRES TIR—TREYT



FONTE, AREMFELIKICHABTREET - TEEMEIFETD, LAMNAEERXTHAR. FNE
FEREMEHEOET, BiE 400 5MEE, (RESETCRE BRI EIRAMERISGE.

[00:24:12] Lenny
English:

Let's actually talk about that. | was going to ask you about that. There's like four million you said, that
seems right. It's probably a four million launched to date. Also, if you're someone that's thinking about,
"Should | do a podcast? Should | not do a podcast?" Do you have any advice for just signs that this might

be a worthwhile endeavor with your time versus signs you probably should not do this, do not even-
R EIE:

LTV FRIERRIRR. fRIRA 400 51, IWEXREHE, AMEESHLEBIENEH. Fi, WNRE
AEZR "BENZEMER? 7, MEFTARNG? PEDRRAXERFRNNE, WPLETRRBIRAER X
g, BERZHFE?

[00:24:34] Chris Hutchins
English:

I'll give you two perspectives. So one is, yes, there are four million podcasts. However, there are only
about 150,000 podcasts that have had 10 episodes and have published in the last 10 days. So the easiest
way to be in that top, | don't know, 5% ish. | don't know what the math there is, about %3, 4%, is to just
stick to it. If you just do an episode a week, for 10 weeks, you're now in the top 4% of all podcasts that
anyone has created. Now, that doesn't mean you're in the top 4% of the 150 active podcasts. So what |
would say to that is... | mean, maybe you have a massive platform already, in which case just go start the
podcast. But if you don't already have a massive platform, it is unlikely statistically, that this thing is going
to work. So absolutely, do not start the podcast if you wouldn't do it for free, making no amount of

money in perpetuity or as long as you want to experiment with.
(00:25:31):

That's one thing I'll throw out there is you are most likely going to start a podcast and it will not take off
and be wildly successful. However, I've met plenty of people who have hundreds of listeners and
hundreds of episodes and they stuck at it because they truly loved the thing. If you don't know if you love
the thing, it's very easy, which is what | did to say, "I'm going to have one season of eight episodes." And |
committed to record eight interviews and put eight interviews out in the world. That was it all |
committed to myself. And | said, "If that doesn't work, then | will be fine and say, "Here is season one and
there's just not a season two." And | would be okay with it." So you can commit to see if you like it before
you do it, but chances are, and you might have found something similar when you started creating
content, it's like for the first six, nine months, there's no revenue coming in.

(00:26:23):

It's a lot more work than it seems. Everyone | know that has no podcast and goes to having a podcast,
they're like, "Oh my gosh, | thought this was just once, one hour a week, | just talked to somebody." It's
like, "Now, | have to prepare for it. | got to write up show notes, | got to make sure it's edited properly, |
got to recruit people. Turns out you reach out to 10 people, two reply, one is willing to schedule this
week." There's just a lot that goes into it. So I'd say only do it if you're excited to do it, even if five people
are on the other end.



AR ERIE:

HGRR N LA. B—, B0, B 400 AMER. A, ARG IS A TMEFRELT 108U EAEIEA 10X
MBI, FILL, #HNRTS5% EE (KEEE 3% 2 4%) RERNFGEMERET. MRIFERFSEA—&, EiM
10 B, fRRAHNT FRERRERIAT 4%, HR, XHAREREIREIR 15 HMERER PRIAT 4% FRIAFARIRE
= BRIHREEWMBERNTE, SUWMFATE LY, XF)LARKATEEML. AL, MRIRARBREELBE
AIRANBER TRA (REKREHAE) ZERMXME, BPRENREFIS,

(00:25:31):

BEREEARNE: MEERABRMESE, EeHFTRNERKFIEI. A, EUIRZA, tIRE/L
BN, AT LESE, B SFTRERNELRE. NIRFANEBCSEERE, E—MRERENAE
(LEREHHW) . FRES “BREM—F, H/\K” . BFRERH/ XX EHAT. XMERTECHNEE
G, B “WRXITRE, BEXR, MERRBEE—FEREEF.” RAULUER, FILUFAIMUELER
BAFISIAK, BREATRE ((RFGECIEAREAEREELERR), EriAIANEE, BEEEMIIN.
(00:26:23):

MEENTFELLBERKRTSZ. TINRNSINLBIRZTIFEMOIABIBR: “KP, ZUNREE
BiE— N AMPX” £R2: “HERGSES, SETEANSR, SHRDEBLER, SHEEERE. FXI
B, fREXR 10 ™A, 21MEE, REL1TBREXARS.” XEBERZME. FAUENR, RELMEIERES
MR SRR ER, A EM.

[00:26:49] Lenny
English:

Talking about the time investment, how long does it take you per episode, hours-wise? And then how
long did it take you to kind of prep launch?

AR ERIE:
RERERRN, SETBEANEBMESZ N B, EEBET ZKE?

[00:26:59] Chris Hutchins
English:

And this has evolved a bit as the podcast has generated enough revenue to hire other people. But in
general, | would probably spend, depending on how well | knew the topic or the person, anywhere from
two to 10 hours preparing for an interview. If someone wrote a book at the beginning | was like, | got to
read the whole book, | got to take notes. Then | was like, "Well, if | read the whole book and take notes,
then | kind of know everything. So I'm going to read a few chapters." | wanted to listen to everyone on
different interviews. Some people are really hard, some people have only talked about one topic and you
want to get them on another topic. | interviewed Carrie Walsh Jennings, who's a three time gold medalist
at the Olympics for beach volleyball. And | listened to every interview she'd ever done because only 3% of
each interview was about not volleyball stuff.

(00:27:45):

And | was like, "Well, | don't want to talk about volleyball, | want to talk about performance and how you
can train." She won a gold medal while she was pregnant. This is a serious level of physical and mental
preparedness that | wanted to dig into. So that's one big piece of it. After it's done, then it really depends

on the style of show. If you have this NPR style editing where it's very narrative driven, it could take you a



long time to go through the editing. For me with interview style, | think it takes me about an hour to go
back and listen to it at a little, speed up pace. And then go in and be like, "Ah, this thing wasn't worth
keeping in. Or | mean, we had to repeat something and let's cut that out, or this person stumbled on their

words."
(00:28:27):

Fortunately there's some amazing software. Now | use a piece of software called Descript, which basically
imports all the audio, transcribes it to, let's call it like 95% accuracy. And then you can edit the podcast
like you would edit a Google Doc. It's crazy. You're just like, "Oh, let's delete all the ums, control F, um.
Ignore all ums." And then you listen through it and you're like, "Oh, that um, was really necessary, let's
put it back in." And little edits like that. But that tool makes the editing process really easy. From the get-
go, | had an audio engineer who would actually mix and master and add in the music and that kind of
stuff.

(00:29:02):

So | would say each guest is probably at least 10 hours plus probably two or three hours of coordination
and outreach to three or four people that you reach out to in order to get the one. Now I've since, hired
someone who helps do a little bit of research. So they might go listen to two or three episodes, read a
couple chapters of book and put up some notes with links to those various places. So | can then take that
and take my time from 10 hours to three hours.

FROCERIR:

BEERETENBANRURA, BREMEN. BE289RE, RIBERNEIANAYN T FIZE, KAESRE 2
210 MNBEE—RKTT. MFRMREASTTH, RRBHERT—BEABHMERL. ERFE: B,
MRFFETHHMTERR, AM2ABT . FIURRRNE" HERAMIEEMRAPHRRL. BLARE
B, BEARKE—MER, MFRILMITRKSE —MER. HRIAIHF - KR - ETH (Carrie Walsh
Jennings), MRZBREZVHHKEMEFE. R THMENERFT, RABRRLTHTRE 3% RS
SHIRTL R,

(00:27:45):

A8 “FRAAEEDHEEK, FABIRILAOUARIMEIIL” WIERZEERERES T &, XM AENOENERIEE
EHREEZEN, FIUAXERA—EHD I, REITHE, BURTFHEBIXME, WRIRE NPR ABFHNEIREIHY
BB, BIERERKNE, MEXMIFRNE, HABE—NNHEREIIT—E, AERE: “M, XE&
TMESRBE, WEXREETEHE, IEXITASET,.”

(00:28:27):

EENERIEE —LRENINRYE. FA—10 Descript WY, TEESNFIESM, BEERMXF (EHE
KBE 95%) . FASIRAI UG YREE Google M —HRIEREER. XXKIET. MMREJ|Y: “Bi=EpmEN 17 ,
Ctri+F 2% ‘18’ , £ZZ88,” ARRF—E, XW: “M&, I 1% HLREME, HemEx” e
XFEME N XNTEILBIETFIERERE, N—FFiR, BME—USMIBMARRES. S5 0EMARmMm
EREIE

(00:29:02):

FILEEY, ST REAMELERE 10/, SMIR=ANEHELE EXR=ZEDMAFTEIE—D), I
ERET —PABHEBATHAR. MISERR=ZETE, B/1EH, BEBHHHEENEIL. XHFERATUE
HEFZBTEIM 10 /NBYZERE R 3 /BT

[00:29:31] Lenny



English:

I'll share my experience briefly. It's a little different, which is really interesting to hear your experience. So
| launched the complete opposite of your advice, which is | just launched big with like, "I will do this
forever. This is my new thing. | have 40 guests lined up, here's who they're going to be." And | think it's
partly because | already went through that initial period of uncertainty, whether | can keep this up with a
newsletter, which you said eight to nine months. Which is exactly how long it took me to do the
newsletter every week to get to a point where I'm like, "Yes, | can keep this up for years. Let's start adding
a paid plan." So I think | was just more confident that | can keep at it.

(00:30:06):

And then | actually planned to monetize from the beginning. | think partly again, because | had the
newsletter already. And | will say, so | don't edit that myself. | have a production group that is a game
changer. So you can save a lot of time and | don't know if you've gone to a producer or anything, but | feel

like most people eventually do.
FRERIE:

BUEEIZ—TENER, BNERERFE, WRNEHEER, BEMNT2EE TIHRHNEN, K2
“REKEES BohiY, O8: “BRKEMTE, XRENHEL, RELHTT 40 M EE, RRHEX/L.
BRI PFEERERHEREHT Newsletter WHBEXFRHAER (R8I 9 1NA). HEFSEAETS Newsletter,
HFSRTE T XAKEIZ AR “BHY, HATLURBHMULE, IERNMFBMANGEITL” HWEE. FMUEXECE
BIFFEERRE D

(00:30:06):

MBEHEM =Rt E. HEHOREBERNKXELZET Newsletter, 55+, ZFESHE, FE—1
HIEHRN, XEERZ “FRAUATE . XFATUTERERE, HAREMBERTHIEA, BB
ZHMARLZH X AWM.

[00:30:25] Chris Hutchins
English:

I've now switched to someone who went back, listened to the first 20 or 30 episodes and said, "Oh, | get
what you like to cut out of a conversation." And I'll end and say, "Hey, take that 90-minute conversation.
And I think there's probably 20 minutes to cut out." And they do a very good job of getting pretty close.

FROCERIR:

HIMEMBRAT, WEIFTH 208(30%, AER: M, REBRENEFEREEFAT.” RELEREE
W TR, X 90 SHRIIEEE, REF/AME 20 SHEILIEE,” MIMSIERT, EBBEENEKR,

[00:30:42] Lenny
English:

Awesome.

FRCERIR:

AET o

[00:30:42] Chris Hutchins



English:

To the point that some episodes I'm just like, | don't even look at it.
FEiE:

UETHRLEEHBREEETTE.

[00:30:45] Lenny
English:

Yeah.

FRCERIE:

=0

[00:30:45] Chris Hutchins
English:

It's just recorded and done.

R EE:

RITFTTE 7o

[00:30:46] Lenny
English:

Yeah.

FRCEIE:

=i

[00:30:47] Chris Hutchins
English:

When it comes to launch, I would say one of my suggestions is to get a few things in the bag. Line up... You
don't want to launch and then be scrambling. So | tend to think launching with two or three episodes,
either all at once or in a week is a really valuable strategy. You talked about in the intro, you're like,
"Sometimes it's been a higher ranked, but top 30." | think I've been top 100 in the business category all

the way to top five in the business category, maybe top 10 and just all the way in between.
(00:31:18):

And the reason for that is that the ranking charts are all driven by different variables than you would
imagine. They're driven a lot by momentum of new subscribers, at least on the Apple charts than actual
downloads. So | have a friend who launched a podcast and had a huge following on social media and so
out the gate was able to garner a ridiculous number of new subscribers to the point that she was the
number two podcast overall, all podcasts in the world.

FROCERIR:



XTED, RNBNZ—RAF/LE. HFitR - RAERBERMFICHIEL. FrAFIAN B EN &2/
=&, HEE-RARAH, BT IEEENERNRR. (MEADBERIHR, i “ANHRES, BEEFE
A1 307 o FAAAEF KB BHIF] 100, wEtdai5, EER110, EFHEREEL,

(00:31:18):

REET, H#HTENRHEZRMNMEBRBRRE. ELDE Apple (IR L, ENEZERMITHENERKE X
(momentum) Izpy, MARKER THE. HRE—THARBH T —NMNEE, MEMERLBEREN L, Fi
U—WHImIRE TIRABERNTIRNE, UET—ERAN T 2XRERESENE "R,

[00:31:45] Lenny
English:

Holy shit.

FEiE:

E2: 0P

[00:31:45] Chris Hutchins

English:

It is crazy for a week or two, a woman named Erika Colberg, she has a podcast called Erika Talk.
R EE:

BR—mAHIRKIE, 1ol Erika Colberg, fthRYIEZEN (Erika Talk)o

[00:31:51] Lenny
English:
Oh, yeah.
R EE:

e, =8

[00:31:53] Chris Hutchins
English:

But it's not number two anymore because it's so driven on the momentum of how often you can get new
subscribers. She's still in the top 100 of business podcasts, but to get to the number two spot overall, it's
all about number of new followers per hour. And if you can get a ton of traffic early on, you can drive that.
And | will say the value of you doing that is now you've got this screenshot of like, "Look, | was top 10."
And by the way, she did the same thing | did. The moment | was top 10, the second | was in top 10, |
immediately took all those guests that were on my dream list and | was like, "Hey, I've got a top 10
podcast. Go look at it right now and see that it's in the top 10." So you can always say that forever after it
happens once, you can always use those things. So capitalize on that.

(00:32:39):



So you had the newsletter before. | had a newsletter I'd written on casually for various things throughout
my life and for my last startup. And so | kind of put it all together to try to carry a big launch so that we
really spike the rankings, maybe qualify for Apple does this new and noteworthy thing. And so there's a
lot of stuff you can do to build momentum at launch, but at the end of the day, all the momentum in the
world doesn't matter if your content's not good. So | try to say content for me is product market fit for
building software. It's like you need to have a good podcast. And so if you launch big, one of the
downsides is you're like, you don't really get that moment of tweaking and testing and seeing how it is.
And | will say, | did five episodes in the fifth one. | was like, "This is number one." The first one | recorded
came out, | don't know, fifth. But the fifth one | recorded came out first because | just knew it was episode
one.

(00:33:32):

And the guest that | had on, and we talked about travel hacks, a guy named Leigh Rowan, he's come on
twice. It was just like this awesome energy episode about everything you want to know about travel
hacks, allthehacks.com/one. So save yourself the need to scroll through the whole list. But if your content
isn't a unique perspective, you don't have a unique way of saying it. It's going to be really hard to stand
out in the sea of podcasts. So | always say, be you, be authentic. Try to be someone's favorite. Don't try to
be everyone's okay podcast. | remember Tim Ferris was saying... | got a chance to go on Tim Ferris's show
and interview him about podcasting. And he's like, "Look, | did an episode about how to..." | think it was
like how to make violins or something. And he's like, "I was so fascinated about this. 80% of people were
like, what is this episode? But 20% of people thought it was one of the best episodes I'd done that year."

(00:34:24):

And I think half of his top 10 episodes of all time are people you wouldn't recognize. So | would focus on
what gets you excited, not focus on what you think will move the metrics. Because every time | have a
guest where I'm like, "I really think this person's going to move the metrics." It doesn't. And then |
interview someone who no one has ever heard of, and | get these emails like, "Wow, that was such a good
episode. Can't be. Oh man, I'm so glad you did that one." | was like, "You don't even know this person is."

AR ERIE:

BIMEFABE-RT, AAXXEKBTREMTHAENDS K, tMHATEHIERR 100 2, EEREEHES
=, ES/IELE, NRMETRHREARERE, MAaEEIRR. HRR, XEMNET TR
EETXKEE: “F, TEIE 10,7 IMER—T, T MBE—AFHF. LN 10 B9B—Z, LA
KATZHRR8EHNRERE, . IR, HE—THRE 10 9%, WEESE, SmfEsl 10.” RERES
—R, RFAILUKEX A, FRIAER AR —R.

(00:32:39):

RZ 88 Newsletter, FHBBE— Newsletter, ERELEZFHPN L—RUCILFHEBEFEN. RIEXLRR
BerE—i&, 2#TIRBANEDN, MTASHE, BiFEERS Apple B “¥@m##=E" (New and
Noteworthy), BEIRBERZEILFZ NG ZE, BIARERK, WRABRY, 2HRNELELEH. MUKE
W, ABRZTE, MERGEFLFN “FamaZaes” . MGG — M FNER. NRIRBHMRER, R
RZ—EIREEMANNMNKN=E,. FBH, ARTEE, FEERBEE: “XUEFE—5%K.” BRNE—KX
R ERERNAEH, MERNELEEE—TRHHN, AARNMEEAEGENE—&.

(00:33:32):

AR EM Leigh Rowan, NI T kTGS, MRIFAR. BBR—SRAEENTH, HWETIRRMERNX
FhxiTHEER9—1]) (allthehacks.com/one). FRAETRREEIFIRT . BUNIRMFHRNBEERENME, &8

IMHRAEAN, REEEZEFFHRAMb. AAKREEN: BMBES, RIFEL. RN “BANK
", MABRZERMN “BTANEAIL” ., HISFHFE - BEFHED - HENZ LB TEHRIGMXT



BENE. k. “F, I —EXTUOE-- - FEEEENMNEZZEN. BMIIFEERX. 80% WAZRM
EEHFAR? ", 820% HAUABEMIEHERFHITEZ—"

(00:34:24):

BEMHER 10 MWTEE, B—4+NEREMFRATINRN. FAURBNEETFILIRENSRE, MAZIRIA
NEEHECHEITIER. AASXRIBE—IRRER “BENmER HNREN, TR, maFEzi—
RATESAR, RSWEIEBAR: B, XEXET. XM, KEXMMTX—&." Fo8: “REEH
FREXAZE”

[00:34:50] Lenny
English:

Very similar experience in many ways across a lot of the things that you said. Something that you did
mention that you shared previously with me is, and this is advice that I've thought about a lot, is you
should be somebody's favorite podcast. That's like a sign that you're doing something right. Can you
expand on that?

FRCERIR:

FRZHE, HNEHMNMIABEERMN. RZAREDEI—R, LERTERSHBIN: REIZEN
FANREREER" . X2MEXTEGFHRE. REEFMKAID?

[00:35:08] Chris Hutchins
English:

There's this whole idea of your build your 1000 true fans. And | think anytime you're creating something
in the world, you want people to be your advocates for it because those are the people that are going to
share it. Those are the people that are going to write the reviews, those are the people that are going to
send you the ideas. Those are the people that are ultimately, when you make a call-out on a podcast like,
"Hey, I'm looking for someone to help build this company or this enterprise." That are going to reach out
and want to work for you. | find it so valuable to build that relationship with people. And it's even more
valuable with podcasting because podcasting is such an intimate medium. You're in someone's ear and
they're actively listening to you while they're going about their life. They're going on a walk, they're
[inaudible 00:35:52], but you're right there.

(00:35:53):

And | get so many emails, they're like, "Ah, | feel like I'm just sitting on the couch with you while you're
talking to me." And you create this really close relationship and the more you can create for those people
and be their favorite time of the day, their favorite thing. Someone once told me, "Make sure you're
consistent with the time you release because you'll get people that are like, "It's Wednesday morning,

where's my episode? This is how ... It's become a ritual in my life."" And so, | don't know. | just think it's
so valuable to build that early kind of excited user base and those 1000 true fans that | always try to put

something out that's someone's favorite.
(00:36:30):

And | actually surveyed the audience about 50 episodes in and ask, "Which was your favorite episode?"
And every episode except one was someone's favorite. There's one episode that, no one's favorite. So I'm
still waiting. Maybe next time | survey someone will be like, "No. No, that one was my favorite." But every



other episode of 50 episodes was someone's favorite. And it was like the coolest feeling knowing that

every episode was someone's favorite.
RS ERIE:

XL “EBILfRAY 1000 NEEAFRILL” BUIEER. HINAEMEXMER LSRR, REZEANRAIREVRE
&, AAMNERIOZEENA. INERSETIEHNA, BEAMEHKRFHA. &L, SMERTEWT
IR, REERABRBIZRAA" B, tII2SKRMHBAMIFHA. RREZIXMXZIFEEEGN
B, ERTIHXEENE, ANBETR—MIEEEBNEN. MAENANEXE, HtIIEBCSHNER
— B, BRSH, WIEERRMMIAIRTIE, RAERE,

(00:35:53):

HWEIRZEAR: W, REFHMENR—ELED R EIRRIIR,” (RIBIXMIEFEEBHXRR, (Rl
RENXE AR, AT —RPRERNE . RERBIRA, MR, BASSEFE: “WBREHH
BEE, RAAMRIBEBHAR: BA=RLT, ENTER? XBEMTHREFFNI"" AL, FHARA
B, RRABRSEUMBTMFEHENAF B 1000 MAFFHLIFEENE, FMUREERZHAHT—LEERN
EARE" HRAE.

(00:36:30):

ERT RO 50 &£H, HMT—IUKRAE, 1 “W—R2MEENE? ° EREFTHP—&IH, 5—KHE
REANRE. RE—HE&AE, FIUKEESE, BIFFRAESBEAR: “AF, B—EF2HHRE." B
ESOEKE, 5—FHRFEANRE, XMBIEXET

[00:36:57] Lenny
English:

That's exactly what happens with my newsletter. | get a reply with every newsletter and someone's like,
"This is my favorite one yet." Okay, somebody really likes this one. It's so interesting.

FRZERIE:

FHY Newsletter i@ X#¥, BA—HEHIWEIEEN: "XREKEMEENN—R.” HE, BRENEA
FEERX—R. XREE,

[00:37:06] Chris Hutchins
English:

Yeah.

A EiE:

=0

[00:37:09] Lenny
English:

Are you hiring or on the flip side, are you looking for a new opportunity? Well, either way, check out
lennysjob.com/talent. If you're a hiring manager, you can sign up and get access to hundreds of hand
curated people who are open to new opportunities. Thousands of people apply to join this collective, and
| personally review and accept just about 10% of them. You won't find a better place to hire product



managers and growth leaders. Join almost a hundred other companies who are actively hiring through
collective. And if you're looking around for a new opportunity actively or passively join the collective, it's
free. You can be anonymous and you can even hide yourself from specific companies. You can also leave
anytime and you'll only hear from companies that you want to hear from. Check out
lennysjobs.com/talent. How did you pick your topic for your podcast? And then did you have just advice
for folks for how to pick the topic for their podcast?

FROCERIR:

REERE, EREIFHNR? BILWMIER, 15ESE lennysjob.com/talent, WMRIFEIBELIE, (Ra]lL
AMHEMIBEREEALRE. EEIHANSHNAT. BT LEAPABRBNAXNMATE, MENAR
BIZFHESZHEALY 10% B A, (RINARIL X BT A RIBEF REEMEKATA T MNEEREESETE
ZAT ERIRIBEN AT, NRIREEEDHEIMFHFNS, MAXDATERREN, (RO URIFE
%, BEEAUMREARREE . (RETUMENERY, HFARSWERBRNBHATNES. 1515
lennysjobs.com/talent, fREIMFRIAIRHBZRIERTEN? MY ARIDEFERTTAG T LEING?

[00:38:07] Chris Hutchins
English:

This is an interesting one. So my podcast actually started as a parenting podcast from the perspective of
dads. And | was doing all this research. | built this probably 75-page Notion doc all about parenting. It was
like I had a kanban board for all the things | needed to do in each trimester of the pregnancy. And then the
fourth trimester after the baby was born, | had all these checklists. | had a stroller spreadsheet that had,
at least, let's call it 15, 20 different features that you could filter on. Dimensions, cubic volume of when
you sum up the dimension, everything. It was crazy. And | was like, "I'm so obsessed with this." And | was
like, "Nobody's really taking this kind of crazy optimized approach to processing parental information
except a few people." Emily Oster, by the way, if anyone out there wrote a few books, I really loved her
pragmatic science approach. But | just didn't see a lot of this and | especially didn't see as much content
coming from dads.

(00:39:07):

And | was like, "I'm so excited." And then we had our daughter and for some reason | was like, "I love her.
But the topic of parenting and optimizing every aspect of it just wasn't what it was before we had the
child as after." | was like, "Wow. But | bought this microphone and I figured out how to use all the editing
software and | had never even recorded an episode." And it just ended up that | was like, "That topic just
wasn't right for me." And | went on another friend of mine's podcast guy named Kevin Rose, who was a
co-founder of a company we started, he started Digg back in the day. And in the middle of it we'd been
talking about this, I've been brainstorming ideas, and in the middle of his podcast he's like, "Hey, tell us
about your new podcast."

(00:39:50):

And then | was like, "Kevin, | haven't nailed down what it is." And he's like, "Yeah, it's fine. Why don't you
just record a response to that question and email it to me before this episode goes live and then you
could just tell everyone what your podcast is about." And then | was like, "Okay, I'll think about it." And
the next day he was like, "Dude, | need this by Friday." | was like, "Oh, man. So | have two days to figure
out what my podcast is." And | talked to a lot of people and they're like, "What do you love, what do you
love talking about?" | was like, "Gosh." What question someone said is, when you're at a dinner table,
what's the thing that you talk about where you notice that everyone at the table is leaning in and trying to
listen and pick your brain on and maybe sends you a text after?



(00:40:27):

And | was like, "It's probably all the hacks | have for traveling for free, for getting upgrades, for saving
money, for shopping online, for optimizing my health or anything, house hacking, saving money on my
rent." And every time | bring those up, people are like, "I like saving money. | want to travel for free." And
they're leaning in, they're like, "Which credit card do | get? Is this one bad? What about this one?" And |
couldn't come up with a name. | had hundreds of names. It was like life upgraded, optimized your life. But
every time | described what it was, | just said, "It's life upgraded. I'll teach you all the hacks to do this."
And then someone, | can't even remember who was like, "What about just All the Hacks?" And then |
looked and | was like, "Is allthehacks.com available?"

(00:41:08):

I was like, "What? It's available." It's like... Get the domain. And then | very quickly recorded a response to
Kevin's question, which was like, "Yes, I'm launching a podcast called All the Hacks, here's what it is." And
| had to go create a trailer and upload it all in three days. And | think | was fortunate that | just had the
time pressure that | had a thing to get out. So I'd say one, what do you love talking about at the dinner
table? What gets you excited? What do people reach out to you for expertise on? What do you spend your
time going down deep rabbit holes on the internet on? Because all of those things are going to be part of
your life as a creator. And then two, if there's any way you can force yourself to just have to make a
decision because | get stuck in this analysis paralysis, that's great.

(00:41:51):

So find some friend of yours that's like, "I'm tweeting about your podcast on Friday, or I'm going to
include you in my newsletter next month." And give yourself an artificial deadline or even a real deadline
to just put a stake in the ground. And you could change the name, you could pivot the topic, you could
pivot the style of content. All those things can happen after, but just get started because you'll get to learn
whether you like doing it, how it feels. And you could always... This is another fun hack. You could create a
podcast and make a private feed and people can add a private feed to their podcast app. So if you want to
get some feedback, you can just send people a URL and say, "Hey, paste this URL and the Apple Podcast
player and listen to a couple episodes and let me know what you think." Before you make that plunge to

send it to the whole world.
RS ERIF:

XBEE#H, BNBRERIVELE— TMREMNALHELANE) LBE. BT KEWR, BILT—1AB 75718
Notion X144, £XF8&/LH. BE—1EIR, ERXRTHFESTMREEMNNS. EFTHEEHOFEMMER, &K
BERE, BE—1ME)LEBFFRE, EEZEDE 15 7 20 M UmENIIEE: R, ITE&ENEFINESE,
NMERE., ARIET. HE: “BXLAXERT.” MEERKERSF: “BRTLHILDAN, RABERXMRITM
R ARRLIET)LES,” INER—T Emily Oster, 57 /14&H, HKIFEESRMABFHSEHNRERZE, B
HEBIXZXEAR, LHEREXFENAS,

(00:39:07):

HEREMNE, EERENMNVZ)LEET, HFEMHER, EE: “BREM, E8)NRKEE)LNE—14H
T, ERFHERREMA—ET.” HE: ‘I, BERELXTERN, FRTHEBERMY, AIRERI—%
ZRe, BAEPBNTEEREERK. EXRE LTS —1 AR Kevin Rose IR, tIEFHIIEIDHN—RAEN
BXEEIB A, BFEMeElNT Digge ERFISEFRHNIET XD, B—EHELNNE, MEBRTPIRAR:
‘IR, EREATIIEMREORTIERIE,”

(00:39:50):

Fii: “Kevin, HEKETHRZMN A" MH: “&F, MR—IXNMREIEE, EX—KF L&A
083, AEMMAUSFARMHBEZZEXTFHAMT” L. “WE, REE-T.” FXRMiH: “NX



it, ZREAME.” FB: KW, HRERKEERBEREZTZH2.” RERSAW, M=) “fRH
ZHa? RERMHA? " BEART 1A SREERLE, FPItAEERILER ENSPABEIR
I, BBHIR, BEEERAMRERE?

(00:40:27):

B “BABMMEBEXTFRERT. A, 2%, NBE. RURBE. Br&R. DEEHENMEMWEE
(hacks).” BHIIREIXLE, AIHRW: “HEWNEE, BBREKRT.” MilxEIRE:  “BizDHK
ERF? XKAFE? PKEAKE? ” BEREFAEEF. BBE/LENRF: Life Upgraded (%TEFAR).
Optimize Your Life (fLLIREVESE), BEAEKEARTH, BEF=iE: “EREEAR, RSBIRMXLEEDN
FrE#%E (hacks).” ZAFEA (BEFICER2HET) ¥: “M (All the Hacks) EA#? ” HET—TF:
“allthehacks.com EaEEMIT? ”

(00:41:08):

BIRE: “tA? BAZREM.” TREEXTER, ARKRRRE T Kevin BEMNEIE: “ErY, HE
BEi—1 (All the Hacks) B9HEE, NBARXEFM,” HBIE=ZRAIEMERH L. HREEHRREE,
EAEXMEEENEBRERE. FAUFERIR: £—, MEBRLEXWHA? FAILFEME? IAIMAA
ZUHLREMRIBH? REMN ESERESITA? RAENEIEE, XEMBRAIMEEFN—ED. 5=, W
REM AT EEREBIMURTE (HAKXREBADRER) , BBRMAE T

(00:41:51):

WABRARR: “RELEEHRE LEMRIEER, & TR Newsletter 2.” LAHE— AN
BILEH, EEREXHNEIER, KE TR, ZEIFAUNETF, AUREEE, AURERBTNE, XL
A ULUEEBIR, BhAFE, RARIFIMBEENRMXME, UNRRIENFA. EE—NEBRIT: {RE]
MBI —MEZHBIEREITINIR (private feed) . MRIFBRTBRIE, RFRLGHA— URL, iLibfiTHENMG
AEMBRER/LE, SFMEE ARBRERSREHA L.

[00:42:34] Lenny
English:

Awesome. | actually heard that interview with Kevin Rose back in the day, and | checked out the podcast,
I think I actually subscribed and it felt very natural. So nice job.

FROCERIR:

AHET . HEFEMIIAT Kevin Rose BIARARG, BEETIREVER, FERIARMITHAT, BEIFEEA
HIFEFo

[00:42:43] Chris Hutchins

English:

Yeah. Little did you know that it was inserted in post production, recorded on a separate system. Yeah.
FRERIE:

Bl RENFMEREEIHENN, BEES—ERSLRFIN. 1Bia,

[00:42:49] Lenny

English:



So people listening to this made feel like, "Hey, | don't have Kevin Rose announcing my podcast. How do |
get started? How do | get my initial traction in my podcast?" Do you have any advice there for people that
are just launching things they could do to get their initial set of subscribers and get the word out and get
some kind of traction without a friend with a huge platform?

FRCERIR:

IFTARFIRERDETS: “PR, FAIRA Kevin Rose AARELHER . HZWAFKR? WARGINERE? 7 W TR
NIREED . RBARMAAAZRNAN, MEARNAEI LGRS E —HITHEH I HED?

[00:43:08] Chris Hutchins
English:

Yes. | interviewed a guy named Nick Gray, and it was a fun conversation because he wrote a book called
The 2-Hour Cocktail Party, and it was all about how to build relationships by throwing the best cocktail
parties. And it was very tactical guide, but one of the things he does is he has a friend's newsletter. And he
basically created a newsletter and every time he meets someone that is a friend of his, he sends him a
note, says, "Can | add you to my friend's newsletter?" People say, yes. And he just shares, "Here's some
cool articles I'm reading. Here's a cool thing I'm doing in my life. Here's a picture." It's instead of waiting
till the holidays to send your holiday card to everyone that's like, "Here's what happened this year. Or

maybe now we've..." That's what my grandparents did. Now it's just like, "Here's a photo of the family."
(00:43:45):

He just sends it out. | don't even know what the cadence is. It's just like every now and then | get an email
and it's like, "Oh, this what Nick's up to, this is pretty cool." Anyone can subscribe to it. And he shares all
these great things. He's like, "Ah, | was thinking about a virtual assistant. Here's 75 things that | dreamed
up that | could send to a virtual assistant." | was like, "That's really cool." "Here's how | tweak my
Calendly. And | sent the Calendly to you. It's like | added a few little things in it that..." He had suggestions
to just make it a little more friendly, make it a little more comfortable. The one | loved was like, "If I'm not
arrived within two minutes of the start time, here is my cell phone number. | just want to make sure I'm

prompt. And people know that."
(00:44:19):

And so, one thing is, before you even get started, find a way to just build an audience of your closest
friends, family, colleagues, and throw stuff out in the world. You don't have to do it weekly or monthly.
You could just send it out every quarter, every six months, it doesn't matter. But start to build something.
So | started with a new, | think it was on MailChimp, called Life Updates. And I think | sent five of these out
10 years ago, and | hadn't really sent one out in seven years, but | still had this email newsletter with 1100
people on it that | just collected from life. And so that was one thing. Look, you can always go out and try
to find other creative ways to partner with people. So you have a newsletter, but you don't have a

podcast.
(00:45:03):

Could you use your newsletter to promote something? Could you find someone who has a platform that
you could trade your services for promotional things? Yeah, | can think of any couple examples where
there's been something where I've been really excited use and I'm like, "Hey, could | talk to my audience
about this thing? And then you could let me use this?" So if there's anything, whether it's consulting
services or anything, you could maybe trade those services for other people with an audience to share
and promote you. | think that happens more often than not. But again, it all matters if you have good

content. So I'd say the first thing, the most important thing to grow a piece of content is just have it be



good. And it's hard to know what's good. Put it out in the world, see if people like it. Maybe get your reps
in before you even try some of these growth things.

(00:45:46):

I think | was fortunate to have done some public speaking before, so | felt a little more comfortable. But if
you... You mentioned MrBeast earlier, he's very public about the fact, if you go back 10 years and look at
his YouTube videos, they were not exciting like they are now. And it took him a long time. And | think
that's the reality with content is, for almost every person that you see out there and you're like, "Wow,
they have this huge audience. It's so awesome." You go back 10 years and you're like, "Oh, well their first
episode wasn't that awesome. It was actually kind of crazy. Or it wasn't that interesting. And they got
better over time. They learned what their audience liked, they built a following." So those things are all
there. Find communities. If you're talking about a very specific thing, | never forgot Gary Vaynerchuk's
lesson, gosh, he probably told me this 13 years ago.

(00:46:32):

He was like, "When he was starting Wine Library." Which most people don't maybe even know that that's
what he was originally known for. He wanted to build this business and so he went on Twitter and he
looked for every single person that asked a question about wine and he at replied them back. And so a
tactic that | think could work really well is, for me, I'm like, "I love travel. | love points and miles." | can just
search Twitter and find every person on Twitter, every person on Reddit, every person on a forum,
whatever that's asking a question about the thing my podcast answers, and go in and try to be a value
add to them. | guarantee that if you have a podcast and your favorite thing is quilting and in your bio on
Twitter, maybe Twitter's not the right platform, but let's just go with the analogy, right?

(00:47:14):

Your bio says , "Top quilting podcast." And you go find everyone that's asking questions about quilting
and answer their questions with strong, good answers. They're going to look at your bio and be like, "Oh
my gosh, this person knows their stuff about this topic. Let's go see what they do." And you have these
advocates they share in their communities and it grows over time. I'll come back to one more tactic,
which | didn't do, but there's no built-in distribution engine in podcasting. TikTok, you make a TikTok
video, TikTok sends it to like a hundred people and if no one likes it dies. But if like a few people like it,
they send it to more people and more people. And YouTube does the same thing. Instagram Reels does
the same thing. Podcasting doesn't have that, and so it's just a slow growth effort and you just have to be
okay with that.

(00:47:59):

But what | didn't do early on, which you can do is you can make clips of your podcast and you could put
those clips on these channels that do have that built in distribution. And if those clips do take off, they
could build a massive audience. And so there's a guy, Danny Miranda, he has a podcast and he launched,
didn't have a huge following, but he created clips of every single episode, lots of clips. He didn't know
what was the most interesting piece of content, so he made a clip for everything. He built millions and
millions of views on TikTok and Instagram, just by creating content from his podcast that drove
downloads over to his podcast. Helped him build his audience, and he built an audience on social faster
than | have a and bigger than | currently have out of just being all in on distributing his content on
platforms that had growth engines built into it.

FROCERIR:

M FFIFE—PM Nick Gray BIA, BRKIEREE, S5 7T —EBN (F/NBEES) (The 2-Hour
Cocktail Party) , HHZBIABIHDRIFHNBEBEZREILX R, PBE—HIFEELANER. MHEN—HF
BRI “BAK Newsletter” . SHMBEI—MAK, MMEBEEMSER: “FREEIBIRMAIKBIAAR Newsletter



3?7 MIBEZERS. MRESE: "XRREERN—EIFXE, XBRREEFPREN—HEE, X2—
KIRF " XAGFIIFEA LT R “X—FLETHA , BRE—E0H0E.

(00:43:45):

tMRABAEILRIE. HEEFNERR, JZEREEERM, 51T “MR, Nick BbEErxX4, #EN” . Ef
ANERRILAITIE. bR ERZBAFARTE, thal: “HEZ BT EMENE, XEFHAM BRI LA BNIRMBY 75
£ BUBKET. &F: “XEROMAREEHN Calendly FRARH) B.” BE—LRBICIEERF. &
FiE, RRENHN—TE: “WNRBREFEHERIHRNRE, XRRNFNS. FEHERZER, Hitxs
ySIpE

(00:44:19):

FREL, —fFrER: EMRARZE, BVEERFENBRR. KA. BEFERIRR, HRAIMFREHFRB F—
EESANEA, BEERSFFLA—RBEXR, BEFBRER, ZRFEE MailChimp EFET M “E
EEHT BIBIB. 10 FRIFAT 5H, BERTERKRY, ERMHARE— 1100 ABIEHIIR, BEHEME
EPREN. XBH— FI, REAJUFHEIEAXSAGTE. LLIIRE Newsletter (BIIER,

(00:45:03):

fREEM Newsletter #e/ R PEID? (REEEIBTARIA, BIRRIARSSITHHE15? FA] LUBEIFILMAF, Ik
BRAREANFRA, IR TR, REERNZARERIEXT, ARMRLZERBERD? * TS WRS
EEEM, REAUAXERSIMERRPNARDZMH (. XMBEREELE. EFXRE, IRERN
BREF. BKABTREZN—RMERNE LI EF. RENEFTARKER, FLUIBERHBLHE, BANREE
Ko ERMIBKFRAT, KSHEF

(00:45:46):

BRERREER, ZRfE—LRFEHR, PRURKERA. BUMRMR--(RNIAEE T MrBeast, fthIFER
FithER, NRIREER 10 F£FIEMA YouTube f8H, BARNMRIMEXAERK . MIETERKIE, XMERE
IS LFS—MrEINABEERZARNA, MNRMFEE 10 Fq5, MERMMMNNE—EHTEARE, &
EERKIESTE, SN ENER TSR, TRTSANEY, B TEME. FIUXLEREHNEZ
o FHMHX, NRMFEEWM—NIEEBRANER, HKIZAETIE Gary Vaynerchuk BYZI, tAHE 13 &4
HiFE K

(00:46:32):

L el “GEEEBIE” (WineLibrary) B (RZAEEZEFRHMEISMHIKREZCE), MWEEILIE, FEM
ERF LIRS RXTEEBENENA, H—EEM], EEEXNRBIEEER. WEHKH, EER
MR1T. MOMEBIR HAILUERER. Reddit Hittn, HIAES—NMAIEXRBIA, HFEHAHMITRENE,
BRI, MRPE—IXF44E (quilting) BIRER, MITNERENEE “MATERE , (RELEMEME
X, Afi1=18: “KH, XPTARIET, EFEMEMEA” XEMRRE THPE, tEHKS=E, =
RIESFERSEIIE K, EE—PNERIEHREEEM, BIRTUM: BELERNENHEESIE, TikTok SIESAHEL
100 MA, RAENRMIEEE, BEAERMELESZ A, YouTube # Instagram Reels h201tt, BERKEX

AN

[
(00:47:59):

BRFPHLMHNIFEEHERZRE (clips), FHEEMNAXFXEERED AVHHNRE L, WRXEFERANT, B
REEI B ARIRRX. B—1M Danny Miranda BIA, fhEENHRBERSZMLE, B —KFFTRER
o MIARIEMRREE, FILISEREM. 7E TikTok 1 Instagram L3RG THTANERE, NE@IHE
BFERABRWE T H. XEMBILTZR, MARKRE LRI RAEREMMEELLRER, RAeS ORNE
PBEFEKIIENTE LD RAR,

[00:48:48] Lenny



English:

The last point is interesting because what I've been hearing, and I've actually experienced it, so | have
TikTok clips, | have YouTube videos and YouTube shorts, and | find they drive followers within the
platform and downloads and views, but | haven't seen any actual impact on the podcast. And maybe
people can measure it or maybe they can tell something's happening, but from what | hear and what I've
seen, | don't know if it actually drives a lot of downloads, but it's still really useful, still useful to have an

awesome TikTok account and an awesome YouTube account.
RS ERIE:

RE—RBREE, AAERINNEIMGRERNE: FE TikTok FE. YouTube f47f1 YouTube Shorts, &
EMENeFhFEaANML. THNBRE, ERELEIMNEBER (Biin) BEMALREMm. wiFE Ak
BEHR, HEERUIELWL, BIEBERFIAML, EFHECEEENETIAETH. BENARER,
HE—NMEER TikTok 2 YouTube K S 232 FE,

[00:49:16] Chris Hutchins

English:

He said, "Look..." | don't know if it drives downloads, but it drives brand awareness for me.
FRCERE:

i “F---BAMBEEEERTEH, BEARHERT REMNEE”

[00:49:20] Lenny
English:

Yeah.

FEiE:

=i

[00:49:20] Chris Hutchins
English:

And he's had multiple guests be like, "Oh yeah, I'd love to go on your show." One of the clips he made, he
made a clip talking about Ray Dalio. And Ray Dalio was like reposting his clip. And so he was getting a lot
of engagement with people that would be very difficult to reach out to saying, "I have this many
downloads." But because he was getting thousands or even millions of views across a platform, it gave
him the credibility to do a lot of things that he might not have been able to do now. Then he's gone and
translated that into, "Well, let's go bring some of these people with really, really wide distribution of their
podcast onto my show and let's do an interview with them." Then for the most part, people are like, "Oh,
let's distribute that content to my audience that you had me on."

(00:50:03):

One thing he did that was so good is he did all of his videos in person, so he would fly to someone record
in person, and the quality of the video for an in-person video was just so much better than you get doing
a remote thing. It's a lot harder. It's a lot more work and it doesn't even impact the audio, but he would
make the best quality clips, and Erika Colberg does the same thing. And she would deliver them and he



would deliver them to the guests, and now the guest starts using those clips because he spent so much
time trying to come up with the best clips, the highest quality, best produced that made his guests look
amazing. And then those guests were much more likely to share those in their audiences and all of a
sudden you've got a lot of momentum.

(00:50:44):

Does that translate to downloads? I'll give you a little shout-out, Danny has a paid newsletter on Substack
where he actually breaks down all his downloads and all his tactics on how this is all working for him. And
it's fascinating, it's called In The DM, because he did a lot of his early on recruiting with guests in DMS on
social media. But it's to be seen, how much of an impact it can have on your podcast, but it certainly
builds other things that are, I'd say like indirect... There's no direct attribution, but that doesn't mean that
things aren't overall going up. And then the last one is finding other podcasts that you can go on as an
expert in some area. So hopefully, you're starting a podcast because you believe something is exciting in
the world, you love it, you have a passion about it, you're an expert in it.

(00:51:32):

Take that thing and go present yourself to other podcasts. And they all have listeners that are listening to
podcasts, so it's the best medium. Because yes, someone who likes short form, 60-second videos is
maybe not the best target demo to listen to a one-hour audio only thing, those two are very different
behaviors. But if you can find something you're really good at and present a value add to people to come
on their show, then that could help you build your audience while adding value to their audience. And |
think as someone who gets a lot of pitches from people to come on their podcast, | will only caveat it
with, do the work to make sure you're really presenting a compelling pitch. You're going to get a lot of
nos, that's just how it works. I've pitched myself to go on lots of shows and sometimes | get nos also.

(00:52:19):

Many times | get nos, but | never send an email that's like someone would read it and be like, "This
person obviously, doesn't know what they're talking about." But | get so many, they're like, "Oh, I'd love
to have my client come on your podcast. They love talking about building a business." And | was like,
"Well, | don't really interview people about that." If someone came to me and was like, "Here is a tactic to
improve your life that I think your audience would benefit from and here's why my expertise makes me
the best person to talk about it." I'd be much more open to it because they actually understood what my
show is about.

AR ERIE:

tERZEERR: “MEHN, RRBLANTE.” RN —THEREX T - AFE (Ray Dalio) #9,
SEREFMEAEZR TN R XiLthaE BB LEMRMRRAN “RES L THE” RHEBIHARM. EXN
EFE LRSS THELNBERE, XGETH—MQE. ARMIEXMEZMAREN: “LHIEBLEER
DEERANANBERNTEERRL.” BEHRT, BERR: B, BARLTHENTER, HBEXRA
BRRAFBIZARIE,”

(00:50:03):

ESERFN—RE, MAAENIIIHRRA TR, S EIERREIERF, LA TRENISAREL
ZRERHFSE. XEH, TREEX, EEFEMBNGE, EMEFFHESRENHR. Erika Colberg
BEX AWM, MRIBFRAGER, BEMAREAXERER, RAMET XENEHFLESRE. &%
RHAR, LRREEXRFERE. IRZENERBETACHRARPNE, RABMRME TRANSE K.

(00:50:44):

XA WA THEND? IRER—T, Danny 7 Substack EBE—M$8% Newsletter, TEARRIFMIFAR T 1Y
THEMABERE. BIEBHEE, W (InThe DM), AAMPIHEZEEMEBEIHREAXTAE (DM) BE



B, BANBE THENEEZWEARFNE, ECEEEL 7T —ERENKRE - RAKEEENAE, B
FMEREFRERE L. RE—R2, FARTMIENERELIIANEE. HEMARERETERAIRE
EtR EBESAMENER, (MREE, B3R, FEAREE.

(00:51:32):

HEMNEREDEMEZTHHEEC. WINAREEMNERERR, AUXRRIIFHNET. HANER 60 FIE
IR A R BER BT —/ NS F T BENREBTE R, XERMIEEARRNITH. BMNRIREREIIRERKE
A, HAMNANTERMENE, XEBMELZR, BNEANGHNRRRHENE (FA—TMEERE LT
BERBHIA, HE—IRER . —EETWRESE—DIANBREN (pitch). (RRWEIRZIESR, XFE
R, HLERREZTREEIECS, ARBIREL,

(00:52:19):

REMMESHIELE, ERMFELBHIULA—BRRES “XAEATNEESERTA" BB, ERWEIEX
ZEpE . MR, FARULRNERS LRAVEER, MOEREmEel.” KRS8 B, BHFARHREER”
MREAREHN: X2 TEEREBLEENRE, TOANMIARERE, XRATAKZNTWAIRILIRK
NKEXTERNREALE.” BEARES, RAMINEEEREZNTERXT AR,

[00:52:51] Lenny
English:

Yeah, | get it. At least, one email a day with one of these pitches and | know exactly what you mean. |
generally, don't reply because it's just not even worth trying to convince them they're not a fit.

AR ERIE:

2H, FiE. HEXRELRE—HXEFNENEG, RTeARMNER. HBERLE, AAEERERE
WARMI A AR GIE,

[00:53:00] Chris Hutchins
English:
Yes.

FRCERIR:

[00:53:01] Lenny
English:

Shifting gears a little bit, | want to talk about your stack, your podcasting stack. What do you use on the
software? What do you use the hardware? Mic, headphones. What do you recommend?

AR ERIE:

WANER, HBEEIREY “EEK” (stack), RRBEEES. RERAMA? BHEAAA? ZxX. B, R
#a?

[00:53:11] Chris Hutchins



English:

On a mic? | started out with the ATR2100X, | think it is a great entry level mic. It's under a $100. You can
use old analog XLR cables if you want, but it's also USB. That mic got me through 50 episodes. | have

since upgraded to a Shure SM7B, which is the XLR compatriot to, | think you have a Shure MB7.
R EIE:

ZXIG? FZNIFFIEARYE ATR2100X, HEFERIFEHMIANIRZRN, FE 100 £, RATLAESRR
RIAXLR &, HAJLAM USB, BRMNEFRNFEHRT 50 . ERFEAREITE/R (Shure) SM7B, ERE XLR#
A8y, FBFABZEFRMVT?

[00:53:36] Lenny

English:

Yeah, | have the USB version if that's what-
FRCEIE:

[, FARZ USB hRBY,

[00:53:38] Chris Hutchins
English:

Yeah, exactly. And those are two great kind of upgrade mics that | think... | like the sound quality a little
better, but every time I'm traveling and 1'm not sure if something's going to come up, if | can make a
recording and if | have to record the intro, do a remote interview, | still carry the ATR2100X, because | just
think it's an easy thing to have and it works really well. | record everything on Riverside. | put everything
into Descript. | plug my XLR mic into a Focusrite Scarlett 2i2, which is like a audio interface. | would say
I've gone a little bit overboard with video, so we were talking right before this started. | have a Sony a7C,
which is like a mirrorless, full frame camera behind a $60 Amazon teleprompter so that | can make direct
eye contact with the camera while an iPad that's... | don't know, it's like 10-year-old iPad sits under it and
projects as a second screen for my computer, using this-

FROCERIR:

B, &, XARABEERENALREZRN,. BRFSERET—=, B8XKRTH, RFRAEEEE R
=R, NMBRBRFIEBTEXR, BEEEHE ATR2100X, AATCERHERNRRE. A Riverside F
#l—17, F Descript 2038, FIEB XLR Z72 X3 Focusrite Scarlett 2i2 E3iEO, EMSMAERAEMEE S
BRT, MEENFEEIEIR, RAERRE a7C £2ERME, KE— 60 ZxHNTSEMERSEE, XEKA
LBEMEL, BiES FTEBRE— AR 10 F£5189/H iPad, {ERNERNE RS

[00:54:36] Lenny
English:

[inaudible 00:54:36] If you're not watching this YouTube, you got to check out the YouTube video at least
for five seconds to see Chris just staring at you. I've never seen this on a podcast video before.

AR ERIE:

(IRHIAE) MRIRZLES YouTube, fR—EEEXZE—T, MHERE SWeh, FF Chris RUNAEIDITER
B9 FLARTMRTEREZ SRR S X MR Fo



[00:54:43] Chris Hutchins
English:

Yeah,

A EIE:

s, =M%

[00:54:44] Lenny
English:

It's the future.

R ERIE:

XL RHo

[00:54:45] Chris Hutchins
English:

So | have that set up using a iPad, running an app called Duet Display. | don't do the editing. I've worked
with one editor that uses Audition and one that uses Pro Tools. | don't have a strong opinion there. Oh,
my favorite of all, my friend of mine, Brendan Mulligan, started this company called Podpage. And so for
people who don't know a lot about how podcasting works, there's a hosting platform, | use Simple Cast. |
liked that they were one of the only hosting platforms that has a really affordable self-serve option, but
also has a really great pro, all the features that you would want in the future for monetization, everything
so that you wouldn't have to switch. Not to say that you know couldn't switch easily, it's pretty easy to
switch. How it works is you upload an MP3 file, you write out all your show notes, the title of the episode,
everything, and they create an RSS feed for you.

(00:55:36):

You could literally just create an RSS feed, right? That's all it really is, and you could host everything on
your own on AWS or something, but they make it really easy for not that much money. And then you go
distribute that RSS feed to all of these different players, so the Apple Podcast app, Spotify, et cetera. And
one of the things that's amazing is this site Podpage, you submit the RSS feed to this website and they go
in and say, "Oh, here's the description of the podcast. Here's each episode. Here's the cover art you
submitted for that episode. Here's the title, here's the show notes." And they just auto-generate a website
for you. And then they give you the tools like a WordPress style set of tools to go and change the header,
change the descriptions. They're like, "You could go in and tweak things." But every night on Wednesday,
or | guess Wednesday morning at 2:00 AM my podcast goes live. And at 2:05 Podpage has already noticed,
the RSS feed is up-to-date and that site is posted. | don't have to do anything.

(00:56:30):

They even monitor for the slug, like the URL slug | put in as a checkout. This podcast at this URL and
podcast page says, "Oh, that's the URL you want them to check out. We're going to inherit that and put it
in so you don't even have to give us any information. And we'll just know the URL that you want to set this
episode up on." | think that is a super simple way to build a podcasting website. The only other thing, we
didn't talk at all about analytics at all, but | use Chartable for analytics. And podcast analytics are a little



crazy because you don't have a lot to go on. But Chartable is a really cool analytics platform that becomes
really interesting when you start to cross promo with other shows or run ads for other shows or do
anything like that because they basically can track IP address of downloads.

(00:57:22):

And | say track, | don't know who's listening to what from where in any kind of very specific way. But what
| do know is if I'm doing a cross promo with another show where I'm saying, "Hey, check out a podcast |
love." And they're saying, "Check out a podcast | love." It actually says, "Oh, how many of the people that
downloaded this episode actually went and listened to this other episode?" So you can get direct
attribution of podcast listeners going from one podcast to another. So that is a really important tool in my
kind of running a podcast toolkit, but it doesn't matter as much until you start focusing on growth and

doing promotions and stuff like that.
R EIE:

A iPad iZ97—"0Y Duet Display BY App. EARB 5 E. HEELHN—1E1EITA Audition, 5—1HB
Pro Tools, Exttb:&E@RZRIT. B, EREMWITARIKA K Brendan Mulligan 87825 Podpage. *t
FARAXRTHBEEBEENARR, BEFTE—MEFE, A Simple Caste HERERENERLVEILNEEE
KENBEAD, XAERANEZWINEE (BIFERRTMAEN—T) WEE, IETHRARABREST. S,
RESHLBAM, ENEEFRE: REEMPIXH, BFTHENA. maF, MIIRER— RSS 1TiH
TRo

(00:55:36):

¢ ERATLIE 4R RSS iTIHIR, ABFEETE AWS 228/, Btk —aEmeEi X ETHIER R,
SAEIRIEX A RSS TR X BIEMERKES, Lbal Apple Podcast. Spotify &, BR#ETHIZE Podpage XMW
i, {RIBRSSITHIRIRRZLATE, ExEXE: M, XEEFHR, XEE—%, XEHEE, XEmE
NB,” CSoBEHAMER—INNiL, AETRMAEIEM WordPress WT AiLRMENTUER. #HRE, SA=EE2
BERMEE L, 2 2059 Podpage MR M RSS B T, MILBFMBETIERH T, KA AEFBEM.

(00:56:30):

ENEERE URL G (slug). HEIEETFAIREM URL, Podpage 2 BRidE, REEZEFLTEHMANTM
BR. WANNXBEIBENMUERERENGE, F—HEIREUBS, HIEEWE, A Chartable, HEEM
HIENMESRIE, ANESENERAELRS, {8 Chartable 2— M EEEENT S, HRABRMEMTEHRX
I~ (cross promo) SIEHI &Y, ELEIEEER, EATAILUEER FEAY IP ithit,

(00:57:22):

HUH “BE HASIEEAFNBEIEER, MBNRFMIXE, HR “FAARERVXINTE” , o
BHXAY, Chartable sEHFH: ‘B, BZOTHTX—ENWAERNERTS—5? 7 XFMHERSIIESR
IFARTEARRT BEARRNER TR, XERCERTNIAGEFEEE, BEMRFIBXEEKMET 28,
ERRERIBAER,

[00:57:58] Lenny
English:

Awesome. | host on Substack as maybe one difference. | use Podpage for my site, my producer/editor
people actually use Descript/Descript also. That's kind of what they use for editing professionally, so it's
good for amateur hour and good for professionals as well. | use Chartable, something's up with my
Chartable, | think I've told you, or it doesn't count my Spotify downloads. It's kind of a pain in the butt,
butit's still-



FRZERIE:

A®T . A Substack &, XAJgER— X5, I Podpage ik, FHAVHIVEM S 1EHFPALPR LA
Descripte BRI EZWEERNTE, FRUEREERSIREITE, iEET I AL, FBHA Chartable, EF
B9 Chartable 7 SR, FIFGREEIRIAT, ERGKITED Spotify THE., XHEILAKEN, BEMA—

[00:58:21] Chris Hutchins
English:

Which is funny by the way, because for anyone listening doesn't know, Spotify actually owns Chartable.
So the one platform your Chartable doesn't get good download data from, is the one that it is owned by.

AR ERIE:

IRfER—T, XRE®, FAFRETRERE, Spotify SIFR LU T Chartable, FFLARAY Chartable Mi—=
TENERIIBNT S, EAMEETHNEAT.

[00:58:33] Lenny
English:

Yep. | do not understand what is going on. I've talked to them and they don't know what the fix is. It
doesn't matter anyway. | get enough analytics other places. There's one other site I'd recommend called
Podstatus that just gives you quick access to where you're on the charts every day, gives you these cool
line charts. Which Chartable sort of does, but it's a lot simpler on Podstatus. But otherwise-

AR ERIE:

=, RUTHABREARSE., HREMNIE, WIEFRNEEAR. RIEZRXER, KEFLEZZEBHEK
fE. FIEHEF— 1ML Podstatus, ERLILFREEESRIHS, THERERITAE. Chartable BB
ATheE, 1B Podstatus Bf&iiE. FRItbZIb—

[00:58:53] Chris Hutchins
English:

Awesome.

FSCEIE:

KET o

[00:58:53] Lenny
English:

All the same stuff. One other question real quick. Say someone launches their podcast, what would be a
good download goal to aim for, when you're getting started that's like, "Maybe this is working." Do you
have a sense of a threshold try to hit?

FRCERIR:

HMBERS, FE—MRRNOAE. BeEABHTES, NIFHLN, HARNTREEFTUEN “X
=) |AIAEERY BOARE? (RSHISE Al HIE?



[00:59:08] Chris Hutchins
English:

| wouldn't think of a threshold to hit because you could launch with a huge audience and have a terrible
podcast and you might hit 10,000 downloads and it would be crazy, right? You would feel really good. So |
would care more about the direction than about the number because even the Apple charts, they're more
momentum driven. You could have one download, but the next week you have a lot more and a lot more
and a lot more. You would actually rise in the charts faster than someone whose podcast is kind of
stagnant doing X number of downloads. If you have 3000 downloads an episode or something like that,
you're in the top 1% or something. So you know, don't have to get to crazy numbers to be in the top of
the charts.

FRZERIE:

BAZEB—TRAN )G, RAMARHEEEANRRER, BREABRIE, MAEEAE 1 FRTH, &
RIRMIEXIE? REREERF. EREREARMARHRT, FANEERE Apple WiEE, HESEEH KK
B, fRAIEEE—RARE 11 TH, BETFTAZ—x, BTAEZS, MIVHR LARESLARLETHERKEEFR
FHINTEREZ, WMRIFEES 3000 X T, FMELHNTH 1% EhH. FILUFRREEEEIR XTI
HEIEEFT,

[00:59:08] Lenny
English:

Yeah, | heard-
FRCEIE:

T, BITR—

[00:59:08] Chris Hutchins
English:

I would say-

R EE:

FIR—

[00:59:54] Lenny

English:

| heard a similar number, 3000.
HRCERIE:

HALITE EBIEF, 3000,

[00:59:55] Chris Hutchins

English:



The top podcasts are doing millions in episode, but that's like top 10, top 20, top 30. The next tranche of
the top 50 are doing probably hundreds of thousands of downloads. But outside of the top two, 300, it's
in the 10,000s of downloads per episode. And this is a little bit variable if you have a daily show or a
weekly show or something. But | would say if you cross 10,000 downloads an episode, you are now taken
seriously by a lot of people. So | had conversations early on with networks like iHeartMedia and different
podcast networks that wanted to bring in the show and would do all that, and that all started at 10 to 15,
maybe 20,000 downloads an episode. But by no means would | expect anyone to get there right away.
Even | didn't get there right away. It took time even with a few friends to make announcements and stuff,
it took time.

(01:00:50):

So forget how many downloads you get on your first three episodes because you're probably going to tell
everyone in the world and you're going to use all your social capital to boost those. And then look at how
many downloads you get on your fourth and fifth and sixth and does it go up? Does it stay stagnant?
Apple and Spotify actually give you really cool data about how long people are listening. Do they drop off
halfway through? You could start to be like, "Oh, do people stay for the whole episode?" | will say |
haven't found a good site for benchmarks, but it's like the average podcast | think probably has less than
50% of listeners by the end. So don't be turned off when you say, "Wow, only 40% of people made it to
the end." That's not horrible. | think my best episode, it might be like 65 or 70% of people made it all the
way to the end. It's not 99.

FRCERIR:

TR SERHA L THE, B2 10, 7720, 730 BIKF, 750 BT —HAKRBMEL+HTHE.
BEMR=ZERZN, BETHEREELR. XIRTIREAEERRAE, BFHFEH, MRIMESEEREK1
ARTE, REAMSHBINERFMT . HFHAES iHeartMedia FREEMR BT, MITEETEMNIE
T, BEREFLB2ESE 1 HE 15, EE 2 HTHENR. BREFIEEEMARILZIEZIRNK
Fo BMERFMIKRELZIMNE, BMEEMASBICER, BETARLDEL,

(01:00:50):

FRLL, SEAM=SNTHER, ANRATRSEF2ER, IBAMENARASEHREN]. EFEN. £h.
FERENTHE, BEERLAXERER. Apple # Spotify Lpr LR T IEEEENEIE, ERAIRT ZR. #
MNRA—FIBREGE? RAILUME: 18, ASAT—28%E? 7 RATELREFRTILEERE, B
AT FRIBER B ARE 50% A ARBEFEIRSG. FRIASEIREE “HE, 2B 40% WARTT” B, 3K
Dy, XHAER. RERRMEIFHI—E, KiH 65% 2 70% WARETRE. XKIZFEZE 99%.

[01:01:37] Lenny
English:

What like about those charts is you can see what percentage of people skip the ads and then just keep

continuing. It's like a bump-
R EIE:
BRERPBLERRN—RE, FAUBRBRZZONARI T SARSREN, mE— 1 EE—

[01:01:42] Chris Hutchins
English:

Yeah.



[01:01:42] Lenny
English:

The mid-rolls and the-
R EE:

R R SN —

[01:01:44] Chris Hutchins
English:
[inaudible 01:01:44] And it's not as high as | thought.
R EE:
(R#R8) MmANIRSEBRNABAR.

[01:01:46] Lenny
English:

10, 20% depending on-

R EiE:

AH#E 10% = 20%, BURF—

[01:01:47] Chris Hutchins
English:

Maybe 15%. It depends.

R EE:

HIF 15%, HiET.

[01:01:48] Lenny
English:

Yeah. Not bad at all.
FRCEIE:

Bl, —RtFRE,

[01:01:51] Chris Hutchins



English:
Yeah.
FhERIE:

=i

[01:01:51] Lenny

English:

Any last words of wisdom on the world of podcasting? Starting a podcast? Continuing a podcast?
FZERiE:

XFRBETE, FEFARGNESZEE? XTRohsERHEER?

[01:01:57] Chris Hutchins
English:

Yeah, I've got three things for you. One, this is a little bit of a financial outlay, but | think it's really
interesting. There's this podcast app called Overcast, and it's not the biggest in the world, but you can run
ads in it. And the thing | like is that the ads are much more reasonably priced than a lot of other places
and they're very dynamic. So | would encourage anyone listening to watch it for a few weeks if you have a
podcast and you want to experiment, because the same ad could be $200 one week and $700 the next
week depending on how much demand there is for that category. So you can wait and hold out. But what
I like is they take your art from your podcast and then you can rewrite your description and they tell you
how many people saw the ad, how many people tapped on it, and how many people subscribed to the
podcast after seeing the ad.

(01:02:43):

And technically they could also listen to the trailer, they could listen to an episode. And they even give
you benchmarks of what to expect. So for a few hundred dollars, you could go in and run an ad for your
podcast. Now, | would say in all of the experiments I've done with them, I've probably garnered... I'm
looking at some numbers, like hundreds of subscribers, not thousands. And I've probably spent maybe a
$1,000. The average cost to acquire a podcast listener, if you're doing paid marketing is about anywhere
from three to $10 depending on the appeal of your show, what kind of audience? I'm sure it could go way
over that for a business show. And by business | mean, B2B focused kind of show. So, let's call it $5. So it's
not going to be the best way to grow your audience. At some point, if you're at enough scale that you
have ads in your show and how much a customer's worth, maybe it makes sense to pay $5 because your
LTV of a podcast listener is $7. But getting it started, that's not you.

(01:03:39):

What you can do is say, "Okay, what was my click-through rate on the ad?" Which will tell you if someone
doesn't click, it's either not a good description or it's not a good set of content, or your cover art's not
good. So you can think about, "Okay, | actually need to figure out the podcast before | even have
content." And you could run this ad with a trailer before you even record anything. And then it's like,
"Okay, well people tapped on it, how many of them subscribed?" And | like to use this as a way to say,
"Okay, well the benchmark said | was going to get about 50 subscriptions for this ad that was going to get



a thousand taps and | got seven." So these aren't people who weren't interested. These are people who
read the description, were like, this is interesting, and they didn't subscribe.

(01:04:20):

That means my content probably sucks. That means someone listened to a trailer or an episode or
something more than the description in the image and decided, "This is not for me." Maybe they looked
at your episodes, | don't know. But if they don't tap on it, if you're supposed to get a 2% click-through rate
and you get 0.5, then it's actually the topic or the way | describe it or the cover sucks. And so | like that as
a way to, for a few hundred dollars, get a good test. I've even thought of running an AB test of the same
podcast with two different descriptions. | wish you could do it with two different cover arts. So | don't
know, that's like a cheap way to do a little bit of testing. One other thing that I'll share is | just try to share

the podcast everywhere.
(01:05:05):

So you've probably noticed that in all of my emails at the bottom, it's like, "Oh, great, talk to you Chris."
And then it says, "Hey, want to upgrade your life, money or travel? Check out my podcast and
newsletter." I'm taking every opportunity | can to let anyone know about it because you never know it'll
happen. And my favorite example, especially, when it's written that it doesn't come across a big bulky
signature was we bought some floor mats and one of them didn't fit. And | was going back and forth with
the customer service person and they actually replied and they were like, "Oh, thanks for sending me that
podcast. | really appreciate it." They thought | was just randomly telling them, "Hey, if you want to
upgrade your life, check this out." They didn't know it was my signature. So | got a new listener from
customer service from a floor mat company. Which by the way, here's one hack that | also learned from
the floor mat company.

(01:05:52):

Come to my show for hacks, but if you're ever trying to get a deal on something, that floor mat company, |
just pulled up the live chat and just asked. And | said, "Hey, I'm looking at these floor mats, think you
could give me a discount. It's a little expensive." And it was like, "Yeah, refresh your cart. It'll be 15% off."
So, this episode's not about all the hacks, but there's one cool one.

FROCENIR:

B0, HFE=2B. F—, XFE—RZETBAN, BRIAFIFEEBE, E—1 W Overcast BIIEX App, EFR
EEHGEAN, BREIUERERZB &, HEREN—RE, TENKIRZSMAEHEE, MAIFEHS.
BENEHREABIHNAMNRLE, RAR—T SAXEREERE 200 £5, FEREER 700 £, BURTF
ZEENER, FIUFATUE, BERERRANESMEUINERHE, (RAIUESHER, ESHIFEEZLDA
BT S, 2LOARET, URBDAEEIT EE/ITHAT,

(01:02:43):

AL, WIERILUIAMERHE—&. EEERGLMR—ITHELE, FIUELBRETT, RIAUAIREVER
Ir-&. HAR, ERMHOPAESRRS, RAMRET - RET—THE, BLEMNIHEE, MAR/LT
o HABERET 1000 E7T. MRMFMNEEN, KRE—MEZFRRBTIRAEKRLDE 3 5 10 RTZiE, BR
FHENKSIADMZARLE, HETE (LHEB2BXEMWN) mlEEEm. RIKE S5 ET, FMUXHAZIEK
RRORESN. ARMHREEL, MIRMOMREBEKR, TEEE S, BNE—IMERPES D, BAS5
ETEBERXY, EA—IMARMNESNE (LTV) mlgeR 7 &, BEESME, REEH—F,

(01:03:39):

REEMBIRMER . "R EREXRRZLD? 7 NMRRAR, BARHKRARY, BARABTHEARY, BAR
HEERT. FIURAILAR: 498, TAREZA, HELERTEMRER.” (FEEFALUARFIEARE
Bl, RRAMERBT S ARE: WB, MI=ET, BEZDATHET? 7 HEXAIMAIURNIR. W0



SEE 1000 XA ENIZE 50 NI, MERFET 710, IHAARANFRKE, MEMI1RT#RR
"EB, BIRTZERS "ZFAE2REEN

(01:04:20):

XERERNABTAERE. XEREBEARTHSARAE —KFERE "XFEGH . MRLKERRE (L
073Z 2% FRE 0.5%) , HRAEA. WRAARHERIE. FIUFIAANXZR/LBEZTH#ITUNRNE S
%o HEFBIWE—MEZARNFERERME AB MK, HAFEHEVNLAENHE. 22, X2—FEN
FAA . Z—HER, REHREEMSIERE,

(01:05:05):

MAEEERET, RMEMENRKEHRESS: “I, BARMRNEE. SHRIKRITE? FEEROBEN
Newsletter,” FIMEE—MIZIUFIATEE, ANRKETFMEZLKEFA. RRERNAFE (LEHEY
EFHAGE—TRENEREN) . BT LWL, Hh—1FE5E, RRFRARKOEE, WilxEE
it MR, iSRRG EAR RS, RENREE T ARIMNEFMAN] 18, NRMEAREE,
BEXN , wIIFNEPRZ2HRHOEZE, FIABM KRB RTNERBERFE T — IR IRER—
T, HREMBRARZET—1MsE (hack).

(01:05:52):
RENTEAMEER, BNRIMELARAEE, BXHERE, RREBITAELZIXRAT—T: B, HEE

XEERIEE, BEAAFMTIIG? BRSR.” WHW: &R, RIFHWYE, 17854, BAX—KFET IHM
Ry, EXE—NMREEBVGIF

[01:06:11] Lenny

English:

We need more hacks. Wait, | think we'll get to that at the end. Keep going.
FREiE:

BINTEEZWHE. F—T, RERNEESWEIN, 45,

[01:06:14] Chris Hutchins
English:

And then the last is, | think it's fun, that podcast you can experiment. | started out doing guests and then |
did some Q&A episodes from questions listeners asked me, and then I recently did some solo episodes. |
was really interested in the idea of all the ways you can rent and swap and exchange your home to stay in
vacation homes around the world. So | just researched it for, | don't know, two or three days and just did a
45-minute episode of me talking. There was no guest, there were no questions, it was just me talking. And
that works. I'm going to start another series of episodes where instead of interviewing people about an
expertise topic, I'm going to interview people who are really dialed into a country. So I've got a guy who's
written a handful of the Lonely Planet guidebook for Japan and is in Japan right now for three weeks
getting dialed in, what are the latest, coolest stuff.

(01:07:03):

He's going to come back and we're just going to record an episode about everything you need to know
about going to Japan. And I'm going to add on about 15 minutes | think at the end without him, where |
just talk about all the tricks for using your points, your miles, deals and discounts. Like there's this new
airline in LA that's super cheap to fly to Japan, but it comes with some caveats. So it'll be like two thirds



guide to going to Japan, one third guide to getting there for cheap. And there aren't a lot of businesses or
ideas where you could just have all of these things that you can experiment with.

AR ERIE:

Ra—RE, RRGEEREE, ANMAIURELR, ZNFIE2FRE, ARMT —ERRKAZE (QRA),
REFHMT —EB AL (solo episodes) . FHIMEEIEE. RRERRNEEKERENBEIFT RN
B, FREEMARTM=KR, RT K45 0HH—TANIRB, REEE, 2ERA, RERHIE. ERURR
Fo REBFBSZ—TRY, FEERMENMENER, MEXRPBENEINERIFE THEIA FT—
NEEIFLA (FUREIK) BAEmIIA, tIMEEEREAR=ZA, THREN. RENRTE.

(01:07:03):

ke, BMNESR—EXTEERKEMFNEN—T, RITEELEREMLE 15 DHHE SRS, WiHmmE
RS B2, MENFN. AL IE—RFMEAR YBFNBRER, B —LEITFT. UXE
TE=Z2Z-RBXIKIHEE, Z2Z2——NAREEMERSR, KEZDISHRFREILRXFROFTARSE

Ev

[01:07:35] Lenny

English:

And then you could do them so fast. Yeah,
R EE:

MEfRAMIEX AR, 2/,

[01:07:35] Chris Hutchins
English:

Yeah.

FREiE:

=21,

[01:07:35] Lenny
English:

I love that.

FRCERIR:

HERX—Ro

[01:07:37] Chris Hutchins
English:

If I interview you, which I'm doing right after this, so anyone listening to this that wants to hear a little of
Lenny's story, come check out All the Hacks. And for 20 minutes we talk about some topic that's a little off
topic. I've sometimes just taken that it's submitted it as a bonus episode on Friday. 15, 20 minutes, it's not



my regular show, but there's so many ways you can experiment and find out what you like. And then you
might say, "Wow, you know what? | really like doing the solo things." Or maybe you have a co-host on for
aweek and you're like, "Ah, that's so much better."

(01:08:07):

So | just love that it gives you a good opportunity to experiment with stuff, find the thing you love,
because | think my big takeaway is once you find the thing you really love to talk about, all of that, it just
makes everything so much easier because it's natural and you would do it for free. And the harsh reality
of this whole game is like there's probably going to be a number of months or years you have to do it for
free before it takes off. So if you don't love it, that's going to be a painful few years.

FROCENIR:

MBHFIHMR (RFR) URERIBIR, FrLUEIT Lenny BEMIFRIEXRE (All the Hacks)) , AT 20 H5h
—LLEHIME, BRENSIEPBERBEAARDN “MNELE” (bonusepisode) &fh, 15 F| 20 B, FEEMD
B, BERZAXNAULRHLIEERTA. RAIGESEZI: “E, BRENEERMBEAL.” HEFELT —
MEEERF—F, B8 W, XEFET”

(01:08:07):

REVBERENXMLRNS, LHRREIBCAZNERA. BARRANRKER, —BfREITIREERE
WIEHIEE, — VMR EEETS, BNEEEAN, MEEEEEM. MXNMTUWHAERIISSE, FEX
Rz, (RAURFEREM L IEEER/LF. FUNRGTAREE, BILESFEDBED.

[01:08:31] Lenny
English:

To build on that, | find the same thing with a newsletter, same with a podcast. The last thing you want to
do is create a job for yourself that you hate. And so picking a topic that is just not interesting to you,
picking a medium that is painful to you, there's no reason to do that. You may become a TikTok star and
you hit a viral video, but then you have to make viral videos for the rest of your life. That's no fun. You
have to think about, "Do | want to do this for years and years and years." And you can stop, but then
becomes hard if it becomes a really good source of income. So that's something to think about, just don't
create a job for yourself that you just don't want.

AR ERIE:

#7IE—=, A Newsletter IIBFEE N, MEFEMBMENESIE—MRRITRIIME. FIL, &
FE—MRRARRMEN TR, HEEFE—MLRRBREFEENEN, SRBEHMN. RATEEM TikTok BHE,
RETERASR, EETRFORERSHERNA, B—R/BA T, MeMEE: “HRMXGERZR
ZEG? 7 RALUFLE, BMRERT —MREFNBAKIR, FSLEMSTER%E. FIUXEREELEN, A&
N ECIE—MRMRAEFBERN TR

[01:09:07] Lenny
English:

With that, we've reached our very exciting lightning round. | don't know if you knew this was coming. So
it'll be extra special, real quick, easy, whatever comes to mind, let me know, and then we'll see how it all
goes. Does that sound good?

AR ERIE:



WEX)L, BATENTIFELSANKERN “WEEE HT, FFNEMEETIHEIXTHT. ExEBERH,
RE. B, BEFAMRTA, ARFENEERROMA. IMERFHEE?

[01:09:18] Chris Hutchins
English:

That sounds good.

R EE:

ISR A E,

[01:09:19] Lenny

English:

What are two or three books that you've recommended most to other people recently or in life in general?
FREiE:

BEHEENAER, MEZNABMERZHNR=FBEMHA?

[01:09:26] Chris Hutchins
English:

Two, | love. Actually, this could be three, Happy Money is a fantastic book. All about ways that you can
spend your money to optimize for happiness. It's like a collection of a ton of research about the science of
happier spending, so that's one. Vagabonding by Rolf Potts, who | had the pleasure... The last two I've
had the pleasure of interviewing recently. It's like a guide to long-term travel, but it's just kind of a
different perspective on travel. | would say if you're at the point in your life where you now have kids, it's
probably going to be hard to live up to that. But | have gifted that book to so many people who are like,
"Oh, I think | should take a trip for six months." I'm like, "Go read this book." My wife and | travel around
the World for seven months, and that book was instrumental to us taking it and how we lived on that.

(01:10:09):

And then the last is called Die with Zero by Bill Perkins. And that book probably had the biggest impact. |
haven't gifted it to anyone. I've recommended it heavily the last week because it had a huge impact on
me. And the fundamental premise of the book is that, this isn't very lightning round response, but instead
of optimizing for money, which is so tied up in American culture of how do | make more, how do | get
promoted? How do | earn more money, how do | save more money? We should really be optimizing for
the net fulfillment in life, and we shouldn't be trying to save all of this money. We should actually be
trying to allocate it over our lives in the most optimal way to increase experiences, increase fulfillment,
increase happiness. And sometimes that means saving less when you're younger and you're more able to
do things like backpack around the world for seven months or go bungee jumping. And when you build
those experiences early on, the memories of those experience pay dividends, the rest of your life.

AR ERIE:

BRAKFESR, HEAILUE=AR, F—FZ (RREM) (Happy Money), IEEHE, HHZMEELTEHE
KMUERE. SLETAREXT “RREH” BHENHAR. =42 Rolf Potts B (FIRKXIED
(Vagabonding) , RIEFBZ=FRHTXMABHIEE. EEE—AKIKRITER, BRET —FRENKTHR



Ao BB, MRMRELETHF, ARRESEBENRNE, EREXFBELTREBERITFEENA.
HNEFERKIRT T ENA, BERBUINBUREMIRITAUEE T X BIFA,

(01:10:09):

E/a—75:2 Bill Perkins B9 (3EEYY)IZE) (Die with Zero) o XABAIGENFAF IR A. FiEZELIHIA, B L
BHR—BEEREEE, EAENRERRR. BHZOFIRE EXAXEGRERENEERE) . HITFEIZR
AEHEMAAL (XTEERBRESZ. AR FESHRHNEEXCRIRRFE) , MEZAEBRRITEMLL.
HMNANZZAEF TFAENZ, MEZSREESPURMELRDERS, DUIBMER. RSN =,
BENXEREFRDMERE, AWKIRITHBIE, SIRPHRILXEARER, XEELMISIZEEMIRE
RISERE R

[01:11:04] Lenny

English:

Good choices. What's a favorite other podcast, other than your podcast and my podcast?
R EE:

RIFRVERR, FRTMERAVEE, MESVNHEMEEZETA?

[01:11:10] Chris Hutchins
English:

| love Animal Spirits. If you're into markets, life and investing. And they always have good
recommendations at the end also on podcasts, TV shows, books, movies, that kind of stuff. So that's one |
really like.

AR ERIE:

FEX (Animal Spirits). SRR ™. EFMRFZRMNEIE, MNNEREREBLESEXTRES. BUANT
B. BMNEENFHEE. BERIFESNEI—,

[01:11:23] Lenny

English:

What's a favorite recent movie or TV show that you've really enjoyed?
R EE:

RIERIFEENHBEHBATERTA?

[01:11:28] Chris Hutchins
English:

A show that | love, which | think is kind of like a version of a show called Silicon Valley, but not, it's called
Mythic Quests on Apple TV. And | haven't heard enough people talking about this that | felt like maybe it's
a hidden gem. Maybe I'm amongst company of watching this show, but | think it's a funny show. It's
lighthearted, it makes me happy, and hopefully at least a few people haven't checked it out. But it's like a
startup life show, but just dragged out to the extreme like Silicon Valley was.



FRZERIE:

BERW—ER], EUFEERE (BER) (Silicon Valley) BIB—hias, B (#iEES) (Mythic Quest),
£ Apple TV Eo F&MZ D ABEXER, HEFEAIER—FiETk. WIFREUNALREE, ERIANER
Bil, REM, LHRRFO. RELRENALZES. eB—aXTHIQBEENRE, RE2E& (ER) —
PR T R E

[01:11:55] Lenny

English:

What's a favorite interview question that you like to ask on your podcast?
FEiE:

ERNEESR, MEESRRERENRIHREETA?

[01:12:00] Chris Hutchins
English:

| like to try to ask people about their favorite misconceptions in a space. Yeah, | like to kick things off
usually with, "What's a thing that you kind of have a contrarian take on or you think most people get
wrong about the thing that best?"

FROCERIR:

HERHAMNKFEN TP MIIRER RE . B0, WEBERXEFFG: “KFMRERKNES,
MBHAEEROEL, HEMANKRSEAEBBETHA? 7

[01:12:13] Lenny
English:

Awesome. Final question. What are your three favorite money hacks that listeners can take action on
soon?

FRCERIR:

BT, Re—NEA: REERH=IFARE LIZEIRITEIRE MW (money hacks) ZftA4?

[01:12:13] Chris Hutchins
English:

Okay. One that has paid dividends and literally, I've had people on a podcast telling them, write back to
me, guests that are like, "l just saved money." So go to your state's unclaimed money website. Every state
has one, and you can go put in your name, state or city, you don't even have to give your address. And you
can find whether there are people that owe you money. And oftentimes they're businesses like you
moved and Comcast couldn't figure out how to get you the final part of your prepaid month. And | had
someone message me the other day and they're like, "I just listened to you talk about unclaimed money
on a podcast, and | just found $136. I've never gotten paid to listen to a podcast." People have saved
hundreds, some people, thousands. | always say, if you're going to dinner party, you now know
someone's address.



(01:13:07):

You probably know their name instead of bringing a bottle of wine or in addition, just check if they have
unclaimed money. | brought over to a bottle of wine to someone's house and said, "Also, by the way, did
you know that this pharmaceutical company owes you $200?" And | showed him how to go claim it and
boom, free money. What a great conversation for the dinner table. So that's one great one | love. Another
great one, you can't use it right now unless you have a trip planned. But anytime you're booking a hotel
book directly with the hotel and email the hotel in advance that, "Hey, we booked. We're really excited to
stay with you." If you're celebrating something, let them know. And if you can't get the email address, just
call the front desk, ask for an email address, follow up a couple days before you get there, let them know

you're coming.
(01:13:51):

And | would say, you've got a 50% chance of getting an upgrade, getting a bottle of wine, getting some
comped something, getting a better view. One person wrote into me letting me know that the hotel had
their initials embroidered on their pillow, which | thought was kind of a crazy thing to have happen. It's
never happened to me. Personally, I'd rather have the bottle of wine, but I'll take that for what it is. And
for people who like the points game, I'll share something. Just give you a little tease of how I love finding
all the points and miles optimizations. If you have a credit card that pays multiple points, three, four, or
five x points on things like a grocery store or an office supply store, anything like that, drug stores, that's
great. You probably don't have a card that pays any multiple of points on home improvements or Home
Depot, Lowes.

(01:14:41):

So what | like to do to make sure | get the most points | can, instead of going to Home Depot and paying
with a card that's going to give me one point per dollar at Home Depot. | have a four x grocery card. | like
to go to Safeway and | just buy Home Depot gift cards. | get my four x points on the gift cards, then | go
buy stuff at Home Depot knowing that | got four x points. But you also have some cards that give you
three or four x points, if you go to CVS or other pharmacies or drug stores, you can do it there. You can do
it at Office Supply stores if you want to take it to the next extreme. If you have an Amazon card, you could

buy Amazon gift cards and get your five x or 5% back on the Amazon Prime card.
(01:15:20):

So I'm a little crazy like that. My favorite is if you're trying to buy something at a store, always shop online
for coupons. If you Google like Lowes, Home Depot, Crate & Barrel coupons, there's all these websites. My
favorite one is Save n, the letter, deals.com. You could buy Home Depot and Crate & Barrel coupons online
for a couple bucks, save 15%. So stack up and then the cashback portals. I'm going to buy something, I'm
like, "How do | get the cashback portal? How do | get the most points per dollar on my card? And how do |
get a discount maybe from asking in the live chat or going in and buying a coupon." So | go a little crazy
on that stuff, but | love saving money and just feeling like | got a good deal.

AR ERIE:

#H. F—TIEBERY, ENARARTEAHEER: “RRETH.” BmE: EIRFAEMEY “TEW
#” (unclaimed money) Wik, S MNEH, REILUGNGR. MRS, EEFFEMUL, (RAIUEERE
BEAXIRE. BERXEER: MMRKRT, Comcast ZEIBITHENRIIRLIR. AI/LRBEALRLER
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B, BRIRERITITR, SNIMERT L. BEMMMEITERE, BEETAEEMNIT, HIZaI4%EE &R
fr IR, FABTTE, RETAE" MRERATEARGTA, Skl WRLAFEIEFE, MITASBRIEE
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B=NRAENRTRDA. MRIFE—KEET. DABRERAES 3 E. 418K 5 BERONERF, X
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[01:16:03] Lenny
English:

Amazing. What an action packed episode we had. We got money hacks, we got big bets, we got
podcasting, we got Self-Driving Money. What a conversation. Chris, this was amazing. Two last questions.
How do folks find you online, where do they find your podcast? And then how can folks be useful to you?

FROCERIR:

KHE T, X—EABTKFEET . RMITEHEWE. AWE. BEITE, TEENBERER. ZABEHN
iHo Chris, XX#ET, REMNEIM: KRIMEEM EHER? EHERRAVER? URAKENIRIMLE
Aa?

[01:16:24] Chris Hutchins
English:

All the Hacks wherever fine podcasts are produced for your ears search or go to allthehacks.com or check
out the newsletter, just allthehacks.com/email, or you can find it on the website. That's it. How can you
be helpful to me? Check out the show. Let me know what you think. Let me know what you like. Let me
know what topics you want me to focus on optimizing in the future. I've mentioned I'm always trying to
make stuff that someone's favorite, so if there are things you want to hear me go deep on, let me know.
I'm just chris@allthehacks.com and | try to respond to everyone in some reasonable amount of time. And
if | haven't responded in a couple weeks, nudge me and remind me. But I'd love to hear from you. I'd love
to produce more content for you, and I'm excited that we have this conversation, and I'm excited to
record one with you right after this.

FROCENIR:

EEERERIEFRBEETN A IEZE (All the Hacks), & 58 allthehacks.com, A UEERKITH
Newsletter: allthehacks.com/email, EFAKBEERMA: ERIATE, SKEMMNEZE, SIFRERFESWNT
A, HREMBHEEHARMAMLEEH, RRIIEEE2SROME “EANRE” , FILNMRFEFERNGR
WEERS, BFE5FK. HHHRFER chris@allthehacks.com, BREREEASENEARES M A. NREF
F%El, EERER—T. ZREEARIRINES, BARMMEEZAR, REMEEEXRIE, TR
FRFR) LRIHIR.



[01:17:06] Lenny

English:

Oh my God, here we go. Chris, thank you for being here.
R EE:

KB, XKHATFTo Chris, BHSREER.

[01:17:10] Chris Hutchins
English:

Yeah, thanks for having me.
HRCERIE:

T, EhEEIE.

[01:17:12] Lenny

English:

Thank you so much for listening. If you found this valuable, you can subscribe to the show on Apple

Podcast, 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:

R RGP AKBIWIT. WRIFEFABENE, AJLATE Apple Podcast. Spotify StIREIRAVIER App LTI,
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