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(00:00:00) Daniel Lereya
English:

... 8:00 PM basically for me is someone that is relentless until he gets this impact, until he validates that
this impact is in place. In some cases, doing the biggest impact is not developing another feature, it's
about making the current value more accessible.

FRCERIR:

------ MEEY, (MFEHPM) BEEREIMEFERNS . EWEXMZIADHLLIEERZA, BFFNK
BIAe EREERT, FERARMONEEFARFAS— I, MBLRBNNEERFESZRI.

(00:00:15) Lenny Rachitsky
English:

You've been at this for eight years, you said there's 250,000 customers at this point. What would you say is
the most counterintuitive thing you've learned through this journey of building Monday?

AR ERIE:

MAEXMHRAULER/\FT, FRBRIESRSE 25 FREF. T Monday BIXERIZH, MFEINRRER
HERBRHA?

(00:00:25) Daniel Lereya
English:

We really have an approach of very radical transparency about everything. Before we went public, we
actually shared every bit of information with our employees. Instead of demoralizing people, | think that
this is something that gives them a sense of deep partnership. We really want everyone's brains in the

challenge, and not just one centralized brain and a lot of working hands.

AR ERIE:

AT — I EE RN —MEERHNERLEES N, ELHZA], REFLARINETE—FER.
FNARZR OB RGBTSR, kMG T HRINT—MRENUFER. HMNEORES I ANKRERES S 2P
B, MAXE— T ERNIARRAN—ERETFENF

(00:00:48) Lenny Rachitsky



English:

You basically realized that your competitors were shipping a lot faster than you were, that made you shift
the way you think about product and the way you operate.

FRSCERIE:
REA RN EE N FRETRERELLRITRE S, XIHFEE T HGNEEZ AR UKEEA .

(00:00:58) Daniel Lereya
English:

Some of our competitors did something that we can only imagine. We said, "Okay. We need to treat it
differently." We received a gift from our competitors. They showed us that it's possible. Use your
competition, know it, and take it, and set ambitious goals, and believe in yourself, and you can do
amazing things.

AR ERIE:

BN —EZ SN FUE T RMNIEBROER. FHNEHE: 98, BNFERMAANETXMHE" )
MEFXFREWRET—0 L7 . EHENERTXENEN. MBMFNEENF, THE, ERE,
RELRANER, HBEMRES, FREEMEIRABRKT.

(00:01:14) Lenny Rachitsky
English:

Today, my guest is Daniel Lereya. Daniel's currently chief product and technology officer at Monday.com.
He joined when they were just around 40 employees. And, a few years in, Daniel and the exec team
realized that their competitors were able to move a lot faster than they were and ship a lot more often
than they were, and that's spurred a transformation in how they build and operate their teams. Very few
companies are able to transform like this, and even fewer recognize that something is wrong. In our
conversation, Daniel shares a bunch of very specific insights and suggestions into how to go about
making change or even recognizing that something is wrong. Daniel shares moments when it felt like
everything was going to crumble. Why it's important to know that the skills that got you to where you're
today aren't the skills that are going to take you to the next level. Why it's so important to orient all your

teams around impact and so much more.
FRERIE:

SRBEER Daniel Lereya, Daniel BaiZ Monday.com WEFE~mMFEAE (CPTO), MEARIRE 403
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(00:02:04) Lenny Rachitsky (Ads)

English:



(00:02:04): If you enjoy this podcast, don't forget to subscribe and follow it in your favorite podcasting
app or YouTube. Also, if you become an annual subscriber of my newsletter, you get a year free of paid
accounts at Superhuman, Linear, Notion, Granola, and Perplexity Pro. Check it out at
lennysnewsletter.com and click Bundle. With that, | bring you, Daniel Lereya. This episode is brought to
you by Enterpret. Enterpret unifies all your customer interactions, from Gong calls, to Zendesk tickets, to
Twitter threads, to App Store reviews, and makes it available for analysis. It's trusted by leading product
orgs like Canva, Notion, Loom, Linear, Monday.com, and Strava to bring the voice of the customer into the

product development process, helping you build best-in-class products faster.
FRERIE:

(00:02:04): MNRARERXMEE, BT EMMIVEZRN A YouTube EITIRAMEE, thoh, MRIFEAKNE
I (Newsletter) MEEITIHZE, RIS EEIRTE Superhuman. Linear. Notion. Granola 0 Perplexity
Pro W—F 1 22IKS. 351518 lennysnewsletter.com H =& Bundle &EF. WE, iLFAIINID Daniel Lereyas
A& Enterpret 2B, Enterpret i—TIRFREMNEFER, M Gongi@iE. Zendesk TEE| Twitter &A2H
App Store i¥it, HEHTIH9IHT, ©F Canva. Notion. Loom. Linear. Monday.com # Strava Z4fi%
FRARNEE, BEPNESIIANFRALRIERE, BERERMEE—R™5R.

(00:02:47) Lenny Rachitsky (Ads continued)
English:

(00:02:47): What makes Enterpret special is its ability to build and update customer-specific Al models
that provide the most granular and accurate insights into your business, connect customer insights to
revenue and operational data in your CRM or data warehouse to map the business impact of each
customer need and prioritize confidently, and empower your entire team to easily take action on use
cases, like win-loss analysis, critical bug detection, and identifying drivers of churn, with Enterpret's Al
systems wisdom. Looking to automate your feedback loops and prioritize your roadmap with confidence
like Notion, Canva, and Linear? Visit E-N-T-E-R-P-R-E-T.com/lenny to connect with the team and to get two
free months when you sign up for an annual plan. This is a limited time offer that's enterpret.com/lenny.

FRCERIR:

(00:02:47): Enterpret B455I 2 R EF EREBHEMEMRHITRERT P AIRE, HENLSRESAR. &
ERREE, BEFERS CRM B CEFNMAMIZESIERALER, UMSENEFHROWSEZmHAF
BiStEMTR; HFIM Enterpret B Al RAE S, WMEEMAVBNEANEMRHNRE/ZED. KR
MFDIR B FRKIRTHE R F R FIREITE. BE Notion. Canva #l Linear —## BEh L IRHI R IR B H B {5
MXUERLLENS? 7518) enterpret.com/lenny BXREIPA, HIEEIMEEITVIRREFTANREIRA, XEMRA
L2, RIHER enterpret.com/lenny,

(00:03:34) Lenny Rachitsky (Ads continued)
English:

(00:03:34): This episode is brought to you by Airtable Product Central, the unified system that brings your
entire product organization together in one place. No more scattered tools, no more misaligned teams. If
you're like most product leaders, you're tired of constant context switching between tools. That's why
Airtable built Product Central after decades of working with world-class product companies. Think of it as
mission control for your entire product organization. Unlike Rigid Point Solutions, Product Central
powers everything, from resourcing, to voice of customer, to road mapping, to launch execution. And
because it's built on Airtable's no-code platform, you can customize every workflow to match exactly how



your team works. No limitations, no compromises. Ready to see it in action? Head to airtable.com/lenny

to book a demo. That's airtable.com/lenny.
R EIE:

(00:03:34): A5 Airtable Product Central 2B, X@—METHNEN=RA[REFT KNG — RS, 7B
BEOHNIAE, TEESREFT—ME. MNRFEMAZH~RMEE—F, MELRETELAZERN L
TR, XFEHNTA Airtable E5HRE= R ABSERTFEMET Product Central, EBEERMEIRE
ME@ARY “ESERRL” . SEUNE—BRAFEARE, Product Central ZFMHFIRILE. EFESH
BAERGIE. REHITH—YIIE. BTEHWETRE Airtable WERBEE L, FAUBEXESMNIER, UK
SLEREIAN ITEA . ARSI, SEZMD. EEFEEFEWEMBRTIE? F7ifE airtable.com/lenny i
£978 "o MIULRE airtable.com/lenny,

(00:04:28) Lenny Rachitsky

English:

Daniel, thank you so much for being here and welcome to the podcast.
FRCEE:

Daniel, IFERSMREERIIXE, WDSMEIATER.

(00:04:32) Daniel Lereya
English:

Thank you so much for having me.

FRSCERIF:
B REHEIER.

(00:04:34) Lenny Rachitsky
English:

We're going to get into the story of Monday. We're going to talk about your journey over the last eight
years, building and scaling this company, and all the things you've learned along the way. But | want to
start with a very specific moment that you shared with me, where you basically realized that your
competitors were shipping a lot faster than you were, able to get stuff out a lot more quickly and more
often than you guys, and that made you shift the way you think about product and the way you operate.
Can you talk about that moment, and that lesson, and what you took away from that?

AR ERIE:

BATRERNRIT Monday B9, HAZMEMRI E/\FEINT BXRABRIFHIE, UKRIR—& EFEIBFR
AR, EREXBMRBRESEZN - EEEFNNZIAR: 8%, (REELRIRIMNRENFLS
FmBERELLRIRG Z, REBLLIRITER R, BMEMMEHMARR, XILREZETH~mNBELRNTE
Fo TREERIABDEIZI. BBEN, UMARMAPRREIT HAms?

(00:05:06) Daniel Lereya

English:



Yeah. Well, you take me a while back. | think it was when we were relatively a small team. | think we were
something around 30 people. And, including engineers, and product, and everyone, it's actually that back
in the days we did so many things. And, actually, we had an amazing, amazing execution. We had a
weekly update. We would share everything that we did with the company and it was always super long
and super... We had so many different things. And, we really felt good about ourselves at that point, to be
honest, about the execution.

FROCERIR:

YFHY. XIFIEMEI—EREEILAAT T o FEABE I E TR B NBIES R, KORE 30 AEh. SEIREM.
FmARMFABEA, ERFELERRMERNETRSER. ME, WEE, RMNINNRITHIERIRA. K(EE
HE—XEH, RAELXEDERNFAEH—T), AREREEK, FE - RMTRSFAENER. EX
W, EAR—RLE, FAESHRITAREIFET.

(00:05:49) Daniel Lereya (continued)
English:

(00:05:49): And then, | remember, one day, coming to the office and just looking on one of our
competitors, and at Monday we have one of the main things that we have in the product is our boards. It's
the heart and soul of the product. And, you can think about it as a table, and it has different column
types, data types that you can capture within the board and work with. And, back then, we had five of
these. And, | was actually coding the sixth one, to be honest. And, each and every one of these took us
four months to develop together with defining the product and everything. And, this morning, we
actually saw that one of our main competitors back then has actually launched 30 new columns.

FROCERIR:
(00:05:49): ARHIETE—K, HKENQE, BETERINHN—TRFXNF. 7 Monday, = mzmZOB

RAEZ—ME “BR” (Boards), ERFmAZOMREE, (RAILUBERRKE—1T&RE, EAREN “FI”

(Column) £E, tFtRIRAILABRRPERHALENREHRIERE, S, FIIRE 5 XFRITIRE, £
KW, HEMERESS 6 MEIiS. ME—MFIRE, MEXTmEIFATR, HEEK] 4 MABE, 4
RBRF L, FMNEBFESHP—TEERSHFREA—OTHEL T 30 FHFH5.

(00:06:39) Lenny Rachitsky
English:

30?

R ERE:

30 #2

(00:06:40) Daniel Lereya
English:

Yeah. And, we said, "Okay..." At first, we didn't really know what to do. And, we thought about it and |
remember that we said, "Okay, we're going to take even some time out of the office. So back then, Roy
and Eran, which are the founders, and also together with me and Tal, which was one of the main tech
leads in Monday for a long time, and few others, we went outside the office and we said, "Listen, we need
to do things differently. Something doesn't make sense." And, | remember back then that for me this



realization of, understanding that we're doing so much, but suddenly, some of our competitors did
something that we can only imagine, and actually transform the product, because it's a different
platform, if you think about it. It was really hard. Personally, first of all, admitting that although you
worked like crazy, you didn't do something that really transformed the product.

FRCERIR:

B, BATHEAE: “FE---7 &4, RMNENFANEZEAD. HMNBET T, HEFHIMK: “4F
B, RNEHSNEBADNRERITIE—T.” TR, SIS IKA Roy # Eran, BXEIHMN Tal (KHBEE
Monday IEEHRANTAZ—), UREMILIA, HIVELEDRIER: “I7E, EHNFERMSAME. §
LEMBARIE.” HICTFHINIRR, BMRIRIFFEEIN RMNEBECSHMTXAZE, BXRAE, TRENFMH
TERNIARBRNER, AEKF LR TS —ORMEFARE, BELR— T2 FENF
87. XENRER, 8%, NABREFAIN, REMBGIIE, BRAKEMEREELFRFERENR
7o

(00:07:51) Daniel Lereya (continued)
English:

(00:07:51): Because, | remember back then, when we did a conversation, we said, "Okay. We're doing so
much. What is the most meaningful thing that we did over the last three months?" And suddenly, the
answer was, "There's so many things." But it wasn't something specific. And after acknowledging that,
it's a very hard thing personally, especially when you walk so hard and you put your entire heart in what
you do, we said, "Okay. Now, we need to treat it differently. We received a gift from our competitors, they
showed us that it's possible. Now, we need to think how. And in order to do that, we need to think
differently." Because we said, "Okay. If we're going to add 25 more, multiply it by four months, we're a
small team, we are lost. Okay, we can't make it." So we said, "Okay, we need to take upon ourselves an

ambitious goal, like 25 columns in one month." And this is the goal that we took upon ourselves.
R EIE:

(00:07:51): EINFICF I RAIIAMR .  “WFE, BB TXAZ, SE=ZTARIMNMBNREEXHN—HE
BA? 7 RAME, ERENRT “BRZ2F , BRE—HEEKN, BRANTX—RE—XETABRL
R, LHEIMIFENED. 250N —RINE: 98, RERNFERNRR. HITKE
TREXNFH—MILY, WNBERINRERTXETEN. RERNFERZMNEHEE. N THEX—=, (]
FEMNRERN” BARMNET—T: “FE, MRKPNEZHEM 25 M7, SME 4T, FMIXNMNE
PAFLTTER T , RAEAEL" PRATEADR: 998, BMNFELBCE—TEANER, til—TARZM 25
M7, Xpt2Filn B SIRERN BT,

(00:08:59) Daniel Lereya (continued)
English:

(00:08:59): And, | think that the fact that our competitors did it, it didn't give us the excuse of saying, "It's
not possible." So in a way, it was the biggest favor that we can ask for. And, long story short, month and a
half afterwards, we had 30 columns in Monday. And, we did it by thinking totally different. And by the
way, afterwards, we did it over and over again. So if you think about Monday, it's basically a platform for
work and you have different building blocks, columns is one of them, but we did the same deal exactly
with dashboards and widgets, and then with automations, and so on. So | think this was so
transformative, because, A, we understood that you need to constantly think, especially at these phases,
how would you transform completely the product in the next three months?



AR ERIE:

(00:08:59): MAKIAN, REMNFELMEITX—FXL, ILFNRBERBOR “XAATE"  FAUMEMIZEE L
W, XEHNESINRATER, KiEEWR, —M+AE, Monday AT 30 #5l, Hl2EITEAENE
EHIVREIR IMER—F, EARZE, FM—RX—RMXFH. JNRIME Monday BF—1PITFFA, €
ERENBWER, “F” BHpz—, BRAIENEKE (Dashboards) . NAHF (Widgets) . Brhk
(Automations) FAEMRI T T2BENMZE. PRARIAAXEBRANZENE, BN $—, &(BEA
MBEARE, CEREXLEME, MUNAEETRO=1AEYRAZE~m?

(00:09:55) Daniel Lereya (continued)
English:

(00:09:55): And if you can't answer that and you say, "Listen, I'm doing so much." But you can't point this
exact thing, you have a focus problem in my eyes. And second is that put ambitious goals, it'll make you
think differently. And, we really love now to do it even when we don't know it's possible and it actually
works for us time after time. And, let's think about it. The team that was there suddenly became
invincible, because it's such an amazing, amazing experience that you have a goal that you don't know
how you're going to do it and you succeed, and then it makes you feel that everything is possible.

AR ERIE:

(00:09:55): NRIRTLAZEEXN R, R2W “IhE, RMTRZIE , BIREFEBHEEFNE, BATE
BEXR, FEETEARE. £=, RELRAWER, ERBEFRTAERE, MAERKINIFESRZEFE,
BMERAARE RS FIAE, MEBESDEAXNHEAN AN —RER. BEE, ARNHEARRAZFLERE,
NBHEIKET . (FE— P FEZMALMBYER, BIREINT, XRILRES BB,

(00:10:40) Lenny Rachitsky
English:

There's so much here. And, | have so many threads | want to follow on. One is just, there's this metaphor
of the four-minute mile, where no one thought it was possible, and then someone did it, and then
everyone started beating that record. So | like that this is highlighting, there's just so much power in
seeing somebody else accomplish something you thought was impossible, and that unlocks the way you
think. And, I love that you saw it as a gift. A lot of companies do this, they're in this place and they're like,
"No way." It's like when the iPhone launch like, "No one needs that. There's no keyboard." And a lot of
people deny that it's a thing they should be paying attention to. | love that you saw it as like, "Okay, we
need to move. Things have changed. We're not doing things. We're not going to be competitive long-

term."
FRSCEIE:

XENEREAKRT . RERSERNRWHNLER, —1I 2 “‘THH—KE” BikR: AN AIAAXETEE,
BREAHET, ARENABABITRENMER, FIUERERERX—R, ERIBETEISASTRIFIANTRE
RENEBHAESNERNE, XSABRMNEL, HBRERMECEF—M LY . REQAFDEEMX
MIERE R “AEIBE” , Bk iPhone XY, BAR “RAFTERT, ©REREE . REAITINIZEM
MM ZRERFB. FERIMRARRNE: 8, HNBETH. BRET. HMNAENBERKINRERS
REN

(00:11:23) Daniel Lereya



English:

| think it's also very much about focus. And | think that it's very hard to get to very good execution, but it
doesn't guarantee that you are working in the right way. And many times, in my eyes, simple questions
can provide the most and the deepest insights about your work. And | think that, for us, the fact that we
managed to leverage it, as you said, and see it as a gift is one of the most important things. Use your
competition, know it, use it to your advantage, and take it, and set ambitious goals, and believe in
yourself, and you can do amazing things.

FROCERIR:

HIANNXERAEE LUXFEE, REFPRIRENHITORE, BRITHEBEFATRIEFNIEAXNZER
B, EHEXR, REME, GRNAFEAFHNIRERFEE. SRZRL. FINANFIIRE, EMMR
Frin, BEBFARX—mAREMNIYRREEZENERZ— FAMHNESNF, THE, BHEHELAMRBN
7, RERANE, HBEBC, MEEEMRMIFEARE L,

(00:12:00) Lenny Rachitsky
English:

Another, | think, piece a lot of people are probably resonating with here is starting a company that's
small, growing, things are going great, and then all of a sudden, things start to slow down. And, in some
cases, you don't realize that they've slowed down. And, that's what happened in your case. Sounds like in
a lot of cases, the founder's like, "What the hell's going on? Why is it taking three or four weeks to ship
one of..." Whatever you call them. And so, is there anything... By the way, what was the scale of the
company at this point?

FRCERIR:

HBRSAFRIFEHBNE —RE: SIH—NAF, RERK, —tIERIEF, AFRALE, REFFSR
BT TR, EREBRT, MEERBERRERELIET .. XMEBMITHNNER. WEXRERSBERT, €
AR “BIRRETHA? AftakHE—1 (REMINEATTE) BHR=ZWBENE? ” I, BX
Bfta-jER—T, SRATRNMMRESZK?

(00:12:26) Daniel Lereya
English:

It's a good question. If I'm not mistaken, it was around 2018 back then, it's safe to assume 150, 200 people
in the company. But, we were relatively small.

FRCERIR:
gk, WIRBOLICTERYIE, ARE 2018 FAA, AIMURIRATAREAE 150 E/ 200 A, EREXMTMS, HINER

o

(00:12:43) Lenny Rachitsky
English:

| recently had Ryan Singer on the podcast who created the Shape Up method from Basecamp, and that's
his piece of advice too is around 50 to 100 people things start to really change, and slow down, and that's
where a lot of companies start to go sideways. So that resonates. That's really interesting. And by the way,



these columns you're describing, just to make it clear, this is a new data, new format of column, it's a new

data format that you're building. It's not like, just add another column to some database.
R EIE:

HERITEIAT Basecamp B Shape Up 7888 A Ryan Singer REMNBE, MBIENHEZE: 7 50 F 100 A
ERAN, BRSAFBRASEENTHHTIE, BRRLZAFFRETHERNMS, FRUXBEHRLG, FEE
B, IEH—T, FRERMXE “5)7 , ATHBEN, XER—MIHHIER. N5, SRI1EES
EHN—MEEIEE . XTEREERENMUEEEREM—FIA AR,

(00:13:10) Daniel Lereya
English:

Yeah. So actually, exactly. It's a new column, but it's a whole product around it. If you think about it, for
instance, you have a column that dates, so it's pretty straightforward, but you can also have formula
column, which is more complicated and has more complex product around it. | think, one of the best
benefits for us as platform is that suddenly when we set the goal of adding so many different columns, we
actually stopped for the first time and say, "What is the column like?" And we also organized all the
product architecture around it. And, these things sounds really trivial in retrospect, but we really define,
"Okay, each column need to have specific capabilities. It should be able to export it to Excel. It should be
able to be filtered and sorted." And so many different other things. But basically, we defined what is it,
and then create an infrastructure for all these shared things, making the work of adding a new column
just thinking about the specific product that you want to provide with each one of these columns.

FRCERIR:

28, TEEH. EB—MHNY, EEXER— MBS MR, B8E, WrE—1 %, XRER;
BRI UE—NARY, ZMERTS, BRXCAEERNTmZE. HINNFEITE, WHENERABFL
Zz—&, SRMNEEEMXAZAEFINERN, HMNERETRIEEZ: “—1 5 RN AEF
B9? 7 BATEEREEMAR TABENTmEN, XEFOBERTERFIHUFIEE, BRIMNENEEEX
T R, 81 YIRFBRASHENIE. ENZEEFHE Excel, NMIZeESRTIEMHF.” THERSHMI)
feo BEAL, RINEXTERMA, ARNFAEXEHEINECIET AR, ©FEM—NTINIEE
R T RFBEREESZFIR MR m i {E.

(00:14:19) Daniel Lereya (continued)
English:

(00:14:19): And the story about it is actually even more interesting. The way we actually achieved it is that
we said, "Okay. In two weeks, we're going to have a hackathon, in which, each one of our developers is
going to take one column and implement it in one day." And, if you think about it, from four months to
one day, it's mind-blowing. And, back then, | remember, people said, "How can it be?" But then, | told you
about build an infrastructure, he sent it to me. | did a column at night, just to see how it works. And, on
the day that we did the columns, everyone knew what they're going to do, what they're trying to solve,
and we just did it. And, two weeks afterwards it was in production, which was amazing.

AR ERIE:

(00:14:19): XFXHENHFHLEAHE, HNERENAHNE: iR, “FE, RARKNEREN—HER
B, STIARAGERHBE-—RAKA—1F." B85, M4 TAEED 11X, XEESAMUERS. KR
HIB AR “XEAREE? 7 BEK, TR THWERME, ARABERSL TR, K LHEHT



5, ERERIMAEEN. BTRENERXR, BTASBNEECEMTA. BRRT AR, F(IFAREFTTR
7o MERE, XENEMELT, KRBT

(00:15:11) Lenny Rachitsky
English:

What we want to do here is help people avoid these moments where they're almost too late and realizing
that things have slowed down. So | think really another important lesson here is the power of ambition
and thinking crazily big. A lot of people think that when you ask your team when need to build 25
columns in a month or whatever it was, people would be burned out or feeling super depressed. But
really, people get excited. There's all this opportunity to think really differently. It reminds me at our
Airbnb, Brian Chesky was very famous for you give him a goal, "Here's our goal for the year." And he's like,
"What it would take to 10X this goal?" Just like, "What would it take to do that?" And he's always pushing
you to think a lot bigger, because your first reaction's like, "No, no, no. Leave us alone?" But then, you
realize, if you really think big, it changes everything about how you approach the problem as you

described, where instead of... Like in a day. What would it take to build this in a day?
R EIE:

HATEXEREMEY, BEBANERBLE “TREAFETENELRH” B, FIUAEIAAXES—IEE
BRI TN RIERE” BIHE. REANINA, SMEKRERE—TARBEE 25 1518, AR
FIBHREIRE AR, BRfRE, AMISREINE, XEHTT2FRBELANNR. XiLHRELE Airbnb
Bt, Brian Chesky IFEHBN—RZE: RAEM—IER, B “XE2HNSENER , hap “BEXNER
FRIOBFFEEAM? " MERHEMETERANARARE. BAMHNE-—RNATER “FFF, B
ig” , EEMFEEIRE, MRMFENEATE, EXNBMOERNEN AN, MEMERRAE—TL
o, BE-—RANEXTIEREMFA?

(00:16:05) Daniel Lereya
English:

Yeah. And I think, by the way, this is something which is really important about setting ambitious goals. If
you set a different goal, "I want to reduce it from four months to three months." So many times, this
translates in people's heads to, "I want you to work harder. | want you to work longer hours." And, this is
not a message here. It's about working smarter. And | think that many times when we talk about speed of
execution, there's fake speed, which means, trying to do the same work by skipping stages or not doing
the high quality that you want, but there's the real speed, and speed of organizations, and speed of
execution. Many times, it's about doing things right. It's about understanding, A, what is going to move
the needle? And work only on that. Not working in a lot of things that you tend to invent when you're
trying to solve a problem.
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(00:17:01) Daniel Lereya (continued)
English:

(00:17:01): And B, is about, as you said, thinking differently. And | think that for the goals, this is why we
really wanted the goal that you really understand from the first minute that if you work the same way, you
cannot achieve it, even if you sleep in the office. So you need to change dramatically how you think. And,
the advanced phase of it is that today we're doing it on things that we didn't see others doing. And, we
have the confidence, because we have the experience of trusting ourselves that this is an exercise for us
that will make us actually think about different solutions.

AR ERIE:
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(00:17:45) Lenny Rachitsky
English:

| know another element of this that is really important to you that you have shifted the way you all
operate is focusing on impact. There was a lot of focus on just building a lot of stuff and you realize there's
a lot of power in thinking from perspective of how do we have the most impact? Talk about that.
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(00:18:00) Daniel Lereya
English:

This is the core and the main thing that we also measure our teams, and this is how | see a great PM. So a
great PM basically for me is someone that is relentless until he gets this impact, and until he validates that
this impact is in place. And, for us, it really changed how we think about things. It really changed how we
set goals for our teams. So in many ways PM in Monday, first and foremost, is responsible for creating the
shared understanding on what would be impactful for our customers. Okay? It's not about the solution
and what we are going to build. It's about, what's the problem, what's the opportunity. And second, how
we will know that we moved the needle. And without these two things, you can build so many different
things, and it's songs for the door. Such huge part of what | build was never used by users the way |
fought it was going to use.

FROCERIR:
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(00:19:02) Daniel Lereya (continued)
English:

(00:19:02): So | think that, for me, having this understanding of what we want to change for our customers
and also how we know we did it is a huge, huge part of the PM. And, for us, it means that we pay a lot of
time in setting goals, in making sure that we really understand both, again, the opportunity, but not only
that, but how we'll see and we'll know for sure that we move the needle. In many ways, it changes the
conversation. So PMs and the teams, many times, spending a lot of time at the problem area, before they
think about the solution. The solution is not the case anymore. There are so many different solutions.
And, once you do that and you have these goals, suddenly, it reduces also a lot of the discussions that you
have about the different solutions, because everyone knows that everything is going to be tested in real

life. So they make everyone treat it differently.
R EIE:
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(00:20:05) Daniel Lereya (continued)
English:

(00:20:05): And also, in that way, it makes you think much more holistically, which | also think is
something that is very special at Monday, is that, we give our teams real life goals as much as we can. And
then, in some cases, doing the biggest impact is not developing another feature. It's about making the
current value more accessible. It's about connecting better the go-to market motion that you have. It's
about understanding how your customers are going to learn what you built and use it. And, this
realization is something that we try very hard to stay on it. And, it's hard, because people tend to build
things. We all love to build things. And, when you start to build things, you get excited, and suddenly, you
lose track of why you are doing it, and why do you need to change.
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(00:21:04) Daniel Lereya (continued)
English:

(00:21:04): And, I think that in that sense, this is the most important part about this point of impact. And,
this is also how we measure ourselves, so we can work extremely hard. It doesn't mean that we're

successful, it doesn't mean that we're doing our work right. And, it's not only for the PMs, it's for the



entire team. So the entire team succeeds or fail together, based on the value that we bring to our

customers. And we have a lot of different ways in order to make sure that we stay honest to this principle.
R EIE:
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(00:21:37) Lenny Rachitsky
English:

There's a lot of people listening to this that work at, say, modern tech companies, very high growth tech
companies that are just like, "Duh, this is how you should work." A lot of people hearing this are like, "I
don't really understand. What am | doing wrong? What am | missing?" Maybe. What's a sign that you're
not oriented around impact?
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(00:21:56) Daniel Lereya
English:

| think, the most obvious sign for me is that you are building something without the aim or without the
initial aim of what it changed for your users and how you are going to measure it. So in my eyes, it's many
times the fact that you don't have a goal or the goal is like... Many times, for me, a smell for that is that |

nn nn

hear people use the word, "We're going to enhance..." "We're going to augment..." "We're going to extend
value, and this, and this, and this." No, it's not enough. What is it going to change for users and how you
are going to see it that it actually happened? And then, you start asking yourself all the questions, right?
Because, once you have a goal that you're committed to, suddenly, you think about the target audience,
because you need big enough target audience, for instance, in order to get to your goals. You need to

make sure that what you build actually going to touch all of these people.
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(00:22:58) Daniel Lereya (continued)

English:



(00:22:58): And | can share just a recent example. And, these things sound trivial and maybe an example
would help resonate with that, because | know many people are thinking like that. And, we have a very
interesting offering that we just introduced with Al, it's called Al Blocks. Okay? And basically, it means that
with no-code, you can integrate blocks which contain Al actions within your existing workflows. And, 70%
of Monday's customers are non-tech. And for them, this makes Al accessible for them and has a huge,
huge value. And we started building these blocks and we listed to customers and we measured
discoverability, and adoption, and retention, and so on. And, something that we do in order to stay
connected to the numbers. So each team at Monday has, what we call, the daily numbers update. So
think about it like a message that the team is building with all the numbers-
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(00:24:00) Daniel Lereya (continued)
English:

(00:24:00): ... a message that the team is building with all the numbers that they care about, because we
really want people to live these numbers. So, for Al, for instance, for the Al blocks, it was the Al actions. So
we had the Al actions, how many accounts are we using these Al actions, and so on, and so on. And we
got amazing responses from our customers. We see great success of them getting value from the Al
actions. We use a Slack channel in which one of our internal systems, [inaudible 00:24:36], is sending us
this messages every day, and then we have conversations about it, okay? And one day, we saw, we
noticed that the amount of accounts that are using Al is super, super low comparing to the entire
population that we have. And we have 250,000 paying companies that use Monday, and we saw only few
thousands there.

AR ERIE:

(00:24:00): -+ FA 2R OB IHIE, BARNEOFERRE FEBIEF o Hli, 3T Al
Blocks, XBEIRFE Al BifF. BHMNNSEBZ VIR ECAXLE Al shfFEFF. RIWETEFIFERENRIE,
BEtfT@ET Al shFRRE T B, FMNBE—1 Slack &, HNB—TAMBREASREZABNLZEXLEHE,
RRRMNEMJIHITINE, B—X, BITEEZER A KA HERN FRINNEBFPERRIFEIFER. &K
115 25 ARG B AT EER Monday, BEHBTRELTFRERER Al

(00:25:48) Daniel Lereya (continued)
English:

(00:25:48): And until this point, everyone in a very good feeling that we are making an amazing product,
we get really good feedback, we are building great value, we're adding value, but we sat down and say,
"Okay, why it's only this and this?" Then someone say, "Yeah, since Al is new, we need to do change of the
terms of service for customers before we are opening it to them," and this is planned in the next quarter,
or something like that. And said, "What? No, we need to do it now. We need to now open it for everyone
because this is actually what would be the most impactful thing to do." And then the team went and sat
with legal, and sent with everyone. And with two weeks time, it was open to 98% of Monday customers.



And | think, in that sense, this is a very good example because we could have continued building value,
and it's great, but the impact wouldn't be the impact that we were aiming for, and this is a very important
point.

AR ERIE:
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(00:26:46) Daniel Lereya (continued)
English:

(00:26:46): | think, in that sense, staying really connected to your teams... to your numbers. Sorry, this is
something that | really feel strongly about. | feel that you need to get your numbers and push. You need to
live by them. For me, it's so exciting to see a conversation that says, "Oh, wow, today, there were a lot of
new accounts that are using what I'm building. Let's see why it happens." And this kind of things that |
see the conversation about, it's amazing. And also, in this case, seeing the Al actions go, it's like you want
to dive it and push it forward. And in many ways, they feel that this is a very good example on where you
can actually build a lot of value. You can walk really fast, you can deliver a lot of features, but the problem
lays in other place in order to get the impact that you want.

FROCERIR:
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(00:27:08) Lenny Rachitsky
English:

Yeah. There's so much joy in watching your number go up. So, just to close the loop here, to help people
see if they're impact-driven, working from a perspective of how do we drive the most impact, one simple
way of thinking about it is you're working backwards from a goal that is going to drive business growth
and revenue, basically, in the end. If you're working backwards from a number, and a metric, and a goal,
and then thinking through what are the levers that will most move this metric, that's a sign you're
thinking by impact, versus, "Let's just keep shipping features that the sales team wants."

FROCERIR:
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(00:27:43) Daniel Lereya
English:

Yeah. And | think another thing for me, it's an exercise that | really encourage everyone to do. For me, it
was after the columns hackathon and everything that we talked about, | said, "Okay, each quarter..." and
this is when we were much smaller, but it can be each month, it can be each two weeks, but how do |
imagine the company and the product is going to be different and better for our customers in a quarter
from now? And from that, walk it backwards.
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(00:28:17) Daniel Lereya (continued)
English:

(00:28:17): But if you are just saying, "We'll have better security. We'll have better performance. We'll have
less bugs. We'll have more enhancements to," | don't know, "this and this feature," it's not enough. You
need to constantly build value, which is pivotal to your customers. And if you don't do it and if it's hard for
you to answer about this question, it's a very good sign that you are not impact-driven. And | love to do it
also with teams and individuals like, "What are the things that you are most proud of that you did in the
last three months?" And if it takes you a lot of time to think, you are not very focused and you are
definitely not maximizing the impact that you want due to that, in my eyes.

FRSCERIE:
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(00:29:01) Lenny Rachitsky
English:

| like that exercise as a, versus waiting for your competitors to do something and then realizing we're way
behind, it's forcing yourself every quarter to think about this. So do you do this as you have a meeting or
something on your calendar, or how do you actually operationalize this?
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(00:29:17) Daniel Lereya

English:



Today, we are under the builders organization, which is the engineering, product management, product
design. We are 700 people. So, we have a lot of different ways and methodologies to do it in different
levels, but I'll give you an example from the company level and from the team level maybe, because these
are the most interesting ones. So, we just recently had our yearly kickoff. Each and every year, we do a
yearly kickoff for our company, and one of the most exciting sessions, obviously, is what we are going to
do with our product as a product company. And | really like to have a slide in which | write and | just share
it, " When I'm going to stand here in a year from now, what is going to be different for our customers?"

And this is on the company level.
R EIE:
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(00:30:08) Daniel Lereya (continued)
English:

(00:30:08): And | have one slide, and it talks about our offering and it talks about the value that they are
getting in a way that, next year, | want to... each year to start my presentation with the slide from last year
and see where we are. And in this level, it can be something like, "Our CRM continues with a very strong
momentum and becomes a product suite when we give much more robust value to our customers." This

can be an example with an additional product of CRM marketing, | would just say.
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(00:30:42) Daniel Lereya (continued)
English:

(00:30:42): But on a team level, what we did, and maybe I'll take an example from the early days, we really
love to do, each and every two weeks, | told you we would write an update for the entire company about
what we did, and the way we did it is that each and every one of our team members actually write out his
highlights and then we would share it with the company. And this exercise really made us sit every two
weeks and think on individual level, but also on a team level. And every one of our team members used to
read these updates and say, "Dan, we had a good two weeks," or, "We had a bad two weeks," "We did a
lot of impact,"” or, "We did not enough impact." So | really encourage to create these points in time where
you sit down and you force yourself to understand whether what you did is what you thought you are
going to achieve or not.
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(00:31:46) Lenny Rachitsky
English:

That's great. | really like the slide idea. It's basically there's all this power and just working backwards
from something in the future, however you come up with it. So, it's just like, in a year, we're going to
have... There's just working backwards from a goal, working backwards from a big vision. | think those are
such good exercises. Obviously, Amazon's famous Working Backwards. There's a whole book called
Working Backwards from their PR approach. Okay, | want to go in a slightly different direction. | want to
zoom out a little bit. So you've been at this for eight years, building Monday. You said there is 250,000
customers at this point. What's the revenue scale? Give people a couple stats to give them a sense of just
how large this company has gotten.
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(00:32:24) Daniel Lereya
English:

We recently announced that we cost the 1 billion in ARR, and we are serving, as | said, 250,000 customers
across the globe from virtually any industry that you can think about, more than 200 different business
verticals. It could be both tech and non-tech-savvy customers. The vast majority of our customers are
non-tech, from a customer that is building airplanes and cruise ships, all the way to real estate,
construction, finance, tech, and everything you can basically think of. Just for reference, in a single
[inaudible 00:33:06], when | joined Monday eight and a half years ago, back then, we were called the
Pulse. We had around 4 million in ARR, and we scaled from there to 1 billion. And from around 30, 40
people in the company to 2,500 right now.
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(00:33:29) Lenny Rachitsky
English:

Awesome. When you talk about the product you're building, to a lot of people, it's like, "Oh, it's like
project management software, all this column. What's the big deal?" But | had Drew Houston on the
podcast, and he made this really interesting point when he talks to people working at SpaceX, who are



launching rockets to Mars, and he talked about people building ships. If you really boil down what are
they doing day-to-day, they're sitting in tools like Monday, putting together tasks, and doing to-dos, and
sharing documents. This is what the world runs on. So it's important to have that perspective. With that,
putting that aside for a second, I think very few people have seen what you've seen, seeing a company
scale this way. Also, the transformation you just shared of just almost shipping too much and being slow
to like, "Okay, let's rework things to shipping 25 columns in a month," and all these things. Very few
people have seen this, so there's a lot to learn from this journey that you've been on. So | have a bunch of
questions in a bunch of different ways of approaching some of your biggest lessons from this journey. The
first is, let me just ask you this question, what would you say is the most counterintuitive thing you've
learned about building product and leading teams through this journey of building Monday?
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(00:34:39) Daniel Lereya
English:

Maybe, first of all, it's about something that we really care about, which is transparency. Let me tell you a
story. | sat down for dinner at my family, and many different members of my family are entrepreneurs, so
working as an executive in tech companies and so on. And back in the days, we as Monday, before we
went public, we actually shared every bit of information with our employees. You would get into our
office and you would see a dashboard with how many paying accounts do you have, how many people
have churned today, how many signups do we have, and so many different things. Even if you came for
an interview, you would see these numbers.

FRZERIE:

HIFERRRINEBEEN—R: ERE. ILHAMMANEE, BREAMKALTRIZER, ERERZA
HEEWR, HEBHHRLFNEEFEF, £ Monday Liizal, RINEFLARINETE—FKER. RE
BEMNWDAE, MIBE—MKRE, LEETHNEZOAEKP. SKEZLDARK. EZLVEMA
P, URFZHMER. BMERERERAD, R ERXERT,

(00:35:27) Daniel Lereya (continued)
English:

(00:35:27): And | remember sitting in this dinner and everyone would tell me, "Listen, you are making a
mistake. How can you do it when things go south? You'll demoralize the team and people will get upset
about it." And | think this is, for me, one of the most important things. When you hire and you have such a
talented team, we want to share with them everything, and the reason for that is that, "Dan, you are
working on every challenge together." And instead of demoralizing people, | think that, for the right
people and the people that are working at Monday, this is something that gives them a sense of deep
partnership. And as a leader, there were many situations in my professional life that | knew some bit of



information and | felt all the way on my shoulders, and | love to call it the dark side of the moon. You're
there alone, right? You are coming to the office. There's nothing more demoralizing or depressing as a
leader that you feel awful because something that you know and you're coming to the office and
everything is great and everyone are happy.

FRCERIR:

(00:35:27): FISFEIRBES, SPABMMRKGR: “E, METHHER. WRBREET ELN? R
HELES, ARZEERERR” BFHiAN, HEKR, XRHREENEBZ— SMEM T LA BHE
PARY, FATRSHMNDZE—Y], REAET: “BMNBEHXBNMES—IHRE." TN, HTFEENAUKRE
Monday TAREIARMN, XAUEKERMHBLR, RMA T I —FRENUFR. (FA—RASE, EHHR
WEES, AREXFAMERLEES, BEMENEBHER—IABL, RERHZH “AHNER . R
IREEE, WIE? (RRIDAE, FAGSE, REFAUXEILABRNEDET | FREAFEREEMD
REIERLBEIN, BIRKIDAE, RM—IEERERE, BOAEBRFC.

(00:36:47) Daniel Lereya (continued)
English:

(00:36:47): And | think, in Monday, we really wanted to do it differently and we really have an approach of
very radical transparency about everything, and this actually makes everyone part of what we are doing.
And in a way, we like to say, "We really want everyone's brains in the challenge and not just one
centralized brain and a lot of working hands." And | can share examples when, for instance, suddenly,
people would come up to the office. We have dashboards, of course, everywhere in the office. Each team
has its own dashboards. We have our company dashboards for metrics and so on. And | remember cases
in which someone said, "Listen, what happened to the conversion?" And think how powerful it is when
you have everyone at the company looking at these things. And many of the things that we discovered,
many of the things that we saw as challenges and problems is things that people saw due to this

transparency.
FR3CERiE:

(00:36:47): FiAATE Monday, FAERVRIRFMECE, BT —IERRE T IFEBERIBAKS N, XEFRE
IS NABRATHNE N80, AEMEEL, RSN “HMNEOFES T ARNKREESSH
%, MAMNB—PENNHARAN—ERETFTENTF” KA UL F, HNRABBARIDAE—Z
2, BRNDAEFINEZNERE, STEREBEECHNERE, RNNEEATMERMUKRESSE. RicFRLE
0, BAR: IFE, BUEREAT? 7 BRE, S2A2RNASEXIXERBN, BEZABK. i)
EMFLEE, BNEINNFSHEMER, BEERAXMEAELBARERN.

(00:37:48) Daniel Lereya (continued)
English:

(00:37:48): So | think that maybe the counterintuitive part is that don't be afraid to share the information.
It's exactly the other way around. And | can probably share that, even today as a public company, we
really share everything that we can. And also, if you are a product manager at Monday, you are signing a
10b5 program for selling your stocks, meaning that we found a way to make everyone still see the data
because we think this is the most important part. And | think this is one thing that | really believe in and
really changed how we work, and also how people are feeling about being partners in building Monday
and not just working at the company.

FROCERIR:



(00:37:48): Fr AT, RERWEMIAER: FEZFROEER. FXRGEER. HAUSENE, BIEE
SRIEFA—KETAT, BDARAEDZE—]. MH, WRIRZE Monday 9~ mZE, RETE—H
10b5-13t% (ABERZMRKXHITLH) REEMHOIRE, XBEREHNRET —MGE, LEPANAEEE
IR, RARITANXRREENHD . XRFREFRN—=R, EWHERETHNOIESR, BRETA
{113 M 791952 Monday BIE 1Rk (MAUNEERB L) IR,

(00:38:37) Lenny Rachitsky
English:

Is that thing they sign that's just like auto sell stocks? So they're not selling based on information, based
on announcements that's coming. Okay, got it. So every PM basically has to automatically, "Can't decide,
I'm going to sell my stock tomorrow because this number is tanking."

FRCERIR:

EZENR N AAEEHHERED? IEMIMABRBEESHERAHBHNAEREERET. BAT,
FRUEA PM BA LGB EHT, “TRREANBERXMUEERE, MRERAXEZERE" .

(00:38:51) Daniel Lereya
English:

Exactly, yeah. We want to give people a choice. But usually, we really feel that, in most cases, you really

need to know this information in order to do your work.
FpERIE:
R, BAITRLNTEREN B@EBERNRE, EASHIBERT, (FHERETBXLEEE T e iMeF T

(00:39:02) Lenny Rachitsky
English:

That's so interesting. And | think people even prefer just dollar cost average sell. It's like makes life easier,
not having to try to time all these things.

FROCERIR:
XXBHET, BRAEEEERNEHENLE, XILEERFEER, FAERHEN,

(00:39:11) Daniel Lereya
English:

| definitely think so, yeah.

AR ERIE:
R XAREM,

(00:39:14) Lenny Rachitsky

English:



That's really interesting. And that's just product managers, or how far does that all go?
FRZERIE:

XREE, XRAZHNREIED, E2EEE?

(00:39:19) Daniel Lereya
English:

No. So, basically, when we became public, | remember still one of the conversations that we had with the
bankers and the lawyers about, "Listen, guys, things would need to change. You cannot have a
dashboard. We follow your financials at the entrance of the building. It doesn't make sense as a public
company." And we understood it, but we didn't want to let go of what we cared about because we really
believe this is one of the main drivers to the business, having this transparency and having this shared

brains mode. So, we tried to think about ways in order to do it.
R EIE:

To B L, SN LM, RERBFSRITRMBIMEI—RINE, 1% “FE, K], BRFEXR
T, RIFREEZRAOME—NETVSRRBINERR, FA—REHQE, XFEH." HNEEX—=,
BERMNFAERFRNEENFRA, AARINNREXMBHEN “HEAR RARWSHERRHHZ— Fi
L, BNFHABELIMENGE.

(00:39:59) Daniel Lereya (continued)
English:

(00:39:59): So, now, if I'll fast-forward, we're almost four years public, and we have an internal app called
Monday Morning. And in Monday Morning, you have two parts, part A and part B. Part A is for every
company employee, contains a lot about engagement and a lot of data that can be shared with everyone,
and part B is confidential and it's by role, okay? So it's the company management, but | think the
important point is that we see product management as something that got to have these numbers. So we
thought about it really hard, and it's a lot of logistics to do so many plans, 10b5 plans, but | think it's
worth it, yeah.

AR ERIE:

(00:39:59): FRIAIATE, R#FEISRK, HNEBELLHREUET, FIBE—1RN “Monday Morning” BIRNERN
Fo 7 Monday Morning AN A B &, ABDEHMEEBUARSRT, @8REXTES5EM
AUSFREADZNHIE; BEDEIERN, ZAGNSD. BHRIERAQREER, BXBRET, HIPANF
m B RS REEXESIE. FAIURITARRE TEXNEE, BAFIEXAZ 10b5 RIS MRS EEIF,
BHIUNAXZEF.

(00:40:45) Lenny Rachitsky
English:

This is so interesting. A lot of companies talk about transparency, and you guys are... | think radical
transparency is a good way to describe this because I've never heard of a company doing this where you
have to sign this-

FRCERIR:



EXEERT, REQFEMEKILCERE, TR FIAA “FHIBERE" RERIMECERNIFIE, EN
BEMARITAIEBHRABDZERRATEEXN—

(00:40:57) Daniel Lereya

English:

They didn't hear about it as well, apparently. And yeah, it took time to get to these solutions.
R EE:

B2, ] BIFAMIRITR) WAk, /Y, RBXLERRSGERT A LDdE,

(00:41:05) Lenny Rachitsky
English:

That's so funny. So, for people that are listening to this, they're like, "Hey, maybe we should explore this."
What's one thing you'd suggest that they could do to start moving down this road? And the benefit, again,
is you... | guess maybe, again, remind people of the benefits of doing this, because it sounds like a lot of
work and risk.

FRCERIR:

KIFKT o FALL, MFEFRAXMERHES B, WFRINMNEZER—T" BA, REFTAZNAT L]
FRZAXREG? 550, HRBMRBRIREAKXIFMTL, HAXITERTEERABBN,

(00:41:20) Daniel Lereya
English:

So | think that, as a young startup, it's actually not such a hard work. When we were very small back in the
days, we had the daily numbers concept that we now have for the teams, we had the daily numbers for
the company, how much paying accounts, how many upgraded, downgrade, and so on daily, and you saw
people reacting to it on a daily basis. So this is something that you can do in virtually one hour, and it
changes how people see their role within the company, focus everyone to the company's KPIs because
everyone understand what you care about, and so on. So this is one thing that you can do extremely fast,
and | don't see any disadvantage, aside from the fact that people are afraid. Many time, you are afraid.
And | can share, it's so much... It's even a bigger lift that you don't need to think, "Can I share it? Can |
don't share it?" You just let it go and everything would be okay. And | can share from my experience that
we shared everything.

FROCERIR:

HiIAA, WF—REBBEIATRKG, XHEHEHARH, SFHNERNBER, KB 7 IRERAFERRY
‘SRR #BIR. RMNERARANEENKE: SREZINEKS. ZOAL. ZLEREEFES, MEIBIAR
BRMIEMERN, XBEARER—/NEAGERENER, EERETAMINECELRTTHENEE, itE
PABEEIT AT KPI, AARREBABRI O 4. XZIMAURRTRBN—HE, BFT7TAMNIBEERZ
5, BEFAHBEARARR. RERE, (FREFH. RAUSENRZE, HRFAFEER "REFEIEXT?
HEZFZDEBN? 7 B, XRME—MERER. MRAFIMEBR, —IHSFERN. RIERNER,
HMNRET 1



(00:42:23) Daniel Lereya (continued)
English:

(00:42:23): And the second thing which is really practical, it's the office dashboards. We really believe in it.
So, you buy a TV, you put it on the wall, you start a conversation due to it, "What do we want to show on
this TV?" And when we were a smaller startup and we sat all in one office space, we had our company
goals dashboard, and it also had... We programmed it to have sounds on meaningful events. So, when
you had, for instance, new paying account, you had the almost Simpson saying the same with the, "$1
million, I'll become a millionaire," or something like that. For new signup, you add the tick, and so on. So,
suddenly, everyone are living it. It becomes part of the cadence of the company. So these are just two
ideas to make it super easy, and the change happens immediately.

FROCERIR:

(00:42:23): E_HIFEXRANFERDAEMNRE, RITREX—R. XGHEM, HEEL, BLREFIBRMWE:
BNEEXGBMLERHA? 7 SHNERNIEIAT. ARBE—EDQN, RITEATRERUERE,
BTG ERmE, ILEEREERSZMANALES. b, SERINEKRFEY, RIIFEZMFERT “100
BET, REMELERT" ZEHNFE; XTI, &8 “WE FEF. RAE, 8TAHAERES.
ERAT RETNRN—ED. XMTEFTIFEETZRU, MERZEILFRF.

(00:43:18) Lenny Rachitsky
English:
| love how that connects back to the whole point about impact. People all lining around here is what

we're trying to drive. If the Simpson sound is going off, that's a sign that this matters, and it's something
we should be driving up.

FRZERIE:

BRERXS “®WHH" X—RBERR. ARBEXTRNAEEZDRBET. MRFERNEZTMWT, ARHIRA
XHEREE, BHNNIZEMNERBIER,

(00:43:29) Daniel Lereya
English:

And it creates such a partnership. | remember reaching to the first time where we had $1 million
collection in one month, breaking the record of new paying accounts for one day, everyone are living. But
in many companies, only the management or the founders are feeling. And | think that, in that sense, you
already feel that you have a great power because everyone around is the same things, and it makes
conversations different because everyone understands what matters to you at that point.

AR ERIE:

XENET —MIUHFRR, KIBERNERBAWFEER 100 H%E7T, HETREEHGEKFIZREN, 81
ABERE, BERSAE, REEERHCIMARBREXLE, HANMZPTIEX LR, MEBE—FHEX
WHE, AAAEMNENABEXIEENES, XIMNELERF/RE, BARRERABER—ZIT AR FERE
=

(00:43:57) Lenny Rachitsky



English:

This is awesome, really cool counterintuitive lesson. | feel like a whole podcast could be done on how to
do this effectively. | want to move on, but | guess if people want to start implementing this at the

company, let's just say they should go talk to you, and you could give them a bunch of advice.
R EIE:

XAXET, FRBEHNRERH, ZESTUENE—HRETENAERMHEIX—<. RBAEET
oy, EFRBMRANTBELQSFIEEREXT, MINIZELIRIE, Re]UEMIMRZEN.

(00:44:10) Daniel Lereya
English:

[ would love to.

R EE:

HIRRR.

(00:44:11) Lenny Rachitsky (Ads)
English:

This episode is brought to you by Vanta, and | am very excited to have Christina Cacioppo, CEO and co-
founder of Vanta, joining me for this very short conversation. Christina, great to be here. Big fan of the
podcast and the newsletter. Vanta is a longtime sponsor of the show. But for some of our newer listeners,
what does Vanta do and who is it for?

FROCERIR:

ZNEE[ Vanta BB, RIFEEKBIBER Vanta NBEEHITERIKS I A Christina Cacioppo S/IXELEFERY
MiFo Christinaii: “REMKIIXE, RERFNREBHANELML,” Vanta 24T BRKEAEBE, E
MF—LEHITAR, Vanta @48, E2AIERSH?

(00:44:30) Christina Cacioppo (Ads)
English:

Sure. So we started Vanta in 2018 focused on founders, helping them start to build out their security
programs and get credit for all of that hard security work with compliance certifications, like SOC 2 or ISO
27001. Today, we currently help over 9,000 companies, including some startup household names, like
Atlassian RAMP and LangChain, start and scale their security programs, and ultimately build trust by

automating compliance, centralizing GRC, and accelerating security reviews.
FREiE:

YFHY, FA7E 2018 FRIIL T Vanta, TETFEIEA, FEEIMITFGRELL 2T, FH@Ed SOC2 8 IS0 27001
FEAOAE, L FEFENREITEREIAR,. $X, FKFEEEE 9000 RAF), €4 Atlassian. RAMP
LangChain EXIR¥EIAE, BopHT BELR2IHN, RLBIEHUEM. £ GRC (BE. NE5F
M) MINEREHEERBILEE.

(00:45:01) Lenny Rachitsky (Ads)



English:

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

FRSCERIE:
KIET, RIERUIHANE, XEEEEBEXEAERENERE, MEEABIBREEEX .,

(00:45:08) Christina Cacioppo (Ads)
English:

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

FROCERIR:

XIERHNECILARZA, EEAEMZEE LEABEERENER, BHENNESE, BIBK. Al %l]
B, BNEEEDEPUSMNARASEBEEFMNIEETFRIER. HIMNXKER: BRINTATEXREAR
8, XERmMABFT .

(00:45:25) Lenny Rachitsky (Ads)
English:

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

FROCERIR:

RSRIIPR MBI —t RITARARIRME TH5LE . 7 vanta.com/lenny A] LL3A%F 1000 o=, =i
{R, Christinao

(00:45:39) Christina Cacioppo (Ads)
English:

Thank you.

FSCEiE:

51341

(00:45:41) Lenny Rachitsky

English:

Any other big counterintuitive lessons from the journey that you think would be fun to share?
R EE:

XEIRIEPIEE T AEMEANRERE, FREIZHRZBEEG?



(00:45:45) Daniel Lereya
English:

One thing | really love about what we do in Monday is that we really love to take risks, not for the sake of
it, but we are not afraid to do bold moves. And many times, when you want to do bold moves, you have a
lot of concerns, especially when you start to be successful, because you are afraid that you are going to
break everything that you built until now. And for me, one of the most pivotal moments in the company
life is when we decided that, back in the days, as you said, we were a platform, but we had a go-to market
of project management tool and we said, "Listen, people are doing so many different things on top of
Monday. They are building a CRM of Monday and they are building a software for managing their dev
cycles, and they are building so many different things," and we took a strategic decision to become a
multi-product company which is built on top of this platform. And we actually did something which is
really counterintuitive.

AR ERIE:

£ Monday, HIFEERHN—L2RMNIFEERER, FRATERMERK, MERHNAFERRIAERNTT
&l RZBMME, HIREERRIABTHN, (REBERZME, LHRIMAWKIIN, EARERSBIFIRE
SHIEBTN—T). XERE, ATERFRIBHNZZ - VREREN, ENRAR, SEZITZE
—NEa, ERMNOTHEMRNBEEETIR, &AM “rE, Af1E Monday Z LT XAZRRENE
& ftbfi17E Monday 9% CRM, MEEEFLKFEMNNRMG, MESMERNARE.” FEFNMIE T —M4
BRI BA—FKEBIUIAXNFEZERN ‘@ Q8. HIKMFEMT —EEFERERNER.

(00:46:46) Daniel Lereya (continued)
English:

(00:46:46): The first thought that comes to mind, at least for me, is, "Why maybe not just launch a new
product, do it relatively on the side, gradually understand if it's successful? And if it would be successful,
double click on it." But we actually did it in a very different way. We actually announced five different new
products simultaneously on the same time, and we had so many... | can't stress enough how hard it is to
think about it. Because | remember when we talked about and doing it, people say, "What? But we are
going to confuse our current users and it's going to have conversion. And how are we going to do the
marketing now when we have so many different go-to markets? And the sales, they don't know how to
navigate people to different... And what about pricing?" So many different concerns, but we decided to
do it because we really want to create a pivotal leap.

FRCERIR:

(00:46:46): ELXWFFKW, MBFFMNE-—ITSEZE: “WHAFRERG—H~@m, ENEZH—T, &
T RREREMIN? MRMINT, BMAKRAN.” BHNEFLRET T2FRNAGR. HNENERTHNF
ERHTm. RLERBEXEDE LEZH. AAFCFITIMINEXEMEY, AMlR: “H4? EXZEE
BIMNMBEBAR, SIFMEER, SRIMNEXASFARNTHEMN, ZMNAEZNAEER? HEAZT
BIEISIFANERER =@ ENEAD? 7 BXASAENHE, BHIVREZFE, EHBRMNENR
SKI— R IBAVES

(00:47:46) Daniel Lereya (continued)
English:

(00:47:46): And | think that, in that sense, fast-forward to this day, part of these products were really
successful. For instance, Monday sale CRM is going faster than Monday back in the days, when it's



amazing to see it, and-
FRZERIE:

(00:47:46): HIANMRZMEX LR, R#FSK, XEFRPH—IBIIEEMIN. FW, Monday Sales CRM
A KEREREEBE T HF/ Monday, BEIX—RIFELARK, ME—

(00:48:00) Daniel Lereya (continued)
English:

(00:48:00): ... and some of them we understood that they don't need to be separate products and we
collapse them back to the main product. But the point is, is that we managed to learn and to change both
internally at the company, how the perception of everyone around what we are building, but also
externally. This move changed dramatically the competitive landscape that we live in. And, | think there
was a lot of friction. Many people at the company were having a lot of friction with it. It was really, really
hard. But looking back it's such, I'm so happy with this move and the fact that we did it like that because
just imagine what would happen if we would choose one of them and it wasn't the successful products.
And our conclusion can be that multi product won't work for us.

FROCERIR:

(00:48:00): -+~ Hf—& = mIE(1ERFIRFCIIARTEENIRI~REFE, TERMNBeNEHET £
mo BERE, HMIMMEATRSBEIHNET ARNKNIFIWESMNEZL, EIINEE0tt, X—2¢
R AMIZ T HAIFILN RS EE. HIANIRERZER, AAENRSAMNILREFEERM. XENIF
®. FEEME, BEIXRKE, RIFFREZITREURZNAITENSN, BABR—T, MRENIEF
Hep—1, MEREFAZRTEIINTGm, FMNGLERAERERE "SrmRBaRIITAE” .

(00:48:52) Daniel Lereya (continued)
English:

(00:48:52): We really managed to transform the company in a very short amount of time and also to
create new reality. And | think that people need to remember that and I'm constantly reminding it to
myself. And | think this is something that we are constantly working with each other in order to make sure
that we remember that not taking bold risks, not making bold moves, it's a risk for itself. Okay? And many
times people want the inertia, people want just the incremental value. But if you want to do leaps many
times you need to let go of things that were successful for you in the past. And this is very counterintuitive
and we did a lot of mental models to help us cope with it.

FROCERIR:

(00:48:52): FAVEMTE RGN BIAKIL T AB)AVEE, HEETHHMEL. HUNANTFELREX—R, &
HWEREIRER C. HIANXZRNAEEESHN—R, MBEREISE: FERBERX. FRINAER
75, XEEME—MXIL. BBAE? REFERAMTEZEE, AMMNIBEEENE. ENRIFBLIAEY,
REMRIMFBER TS EILRRIINERA. XFEERER, KT RS OEEBEREBIAIN X —=o

(00:49:38) Daniel Lereya (continued)
English:

(00:49:38): So | remember that when we were small and we had for instance 20,000 paying customers, so
we said, "Listen, but most of Monday's customers are not customers of Monday, yet. So we need to think



about them, as well." And this is something that really helps you because many times you need to do
things that affect the current success that you have. But | think this is another very, very important thing
that | am constantly reminding to myself.

AR ERIE:

(00:49:38): FICTFHBATMEL /), LLIIRE 2 ARNERFE, FABR: 0%, (B Monday WAZIETE
FFETE Monday 9% . FRAFITEREZE EBMI].” XHLRERE, RARSHEIFEEM LSRN
LRI ER. HWANNAXEZS—HIEE. FEEENER, F—HEREBC.

(00:50:07) Lenny Rachitsky
English:

There's kind of this other recurring theme that I'm noticing of just thinking big and taking leaps. And |
love this point you made of not doing that is actually a big risk. Not taking a risk is a big risk. That's a
really powerful point. And it's innately scary to do something risky. And so, | love the push here of just
take more risks because it's so easy. And this comes back again to the beginning of the conversation
where we're just building things the way they've always been built. And looking back and what have we
even done? What have we done over this year of hard work and tons of features?

AR ERIE:

HEIRIREBEF—TRELMAVETR, B2 “FALE” M “LMBE” . RIFFERMRIB—x:
EIFMKRFE ER— TN EARBNNIE, FEAEBERREASMEERNNIC, XE—TMFEENHMNR. BEXKLNE
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(00:50:39) Lenny Rachitsky (continued)
English:

(00:50:39): | think a lot of companies get in that place where they're just like, "What are we?" Like in our B
and B, | had this exact, Brian is constant like, "What are we even shipping all these billions of experiments
that are moving the numbers? What are we even doing? | don't know anything that we ship that's really
exciting." And so, | think this is a really good reminder and push to just think bigger and you need to take
big leaps. So, love that. Is there any other big counterintuitive lessons before we move in a different
direction?

FROCERIR:

(00:50:39): FHINARZ RABEIMAXMIENM, il “FNBREMBMTA? ” FETE Airbnb, Brian
Chesky @ERW: “BHlABAIXEHZ AT BIENRLIREFAEX? HNFREMTA? FLEEFK
MNABHEARAERREESANERN.” Fill, BIAAXZ— M IFBFIRENER, ZRETERK, MFEE
KRR, XiET. AR(NNERAFZ—NHRZE, EETAERRNRERE)ING?

(00:51:06) Daniel Lereya
English:

| really believe that many time, like spending more time on working on something will not yield to better
results or to better products. And | think that many times we, as people, that are building products for



others get to a point where the feedback that we want to get in the bottom of our heart is like, " Wow,
what an amazing product you have built." And | think this is a very bad feedback to get for initial things
that you are doing. Because it means that, | feel that in many ways, the point in which you make real
people use your product is really scary. Because you suddenly put your work out there and then in order
to actually, and you are afraid that they will say, "Listen, it's a lousy product, it's not a good product.” But
actually we really encourage people to get really fast production, to put traps for themselves that is called
by time and not by effort.

AR ERIE:

HRE, REMERERGFZ LEBRESHEHFCIHFREFHERABIFNTm. FHIANRSEE, FRHlft
AEEFERBA, BIIROREREIFFINRGE: &, MEET—1ZARANTm.” BN, WFR
EEMBGMENSEBERR, XB—TIFEERENRE. AAXE®RE —REF/ERSZHE, LEXBA
ERMRNTmEIFE AN RAMRRARMBIERAZTAR, (REBRMENZER: “FE, XE2—MMEEN
m, —RBAE.” BELE, BMNEBZMANTRERNER, NECIKE TG , XMEHEL “BiE)”
ik “BHRE" KEXH.

(00:52:29) Daniel Lereya (continued)
English:

(00:52:29): And we do it all from good reasons. We want people to like what we build, we want them to get
value. But, for me, this is a very important point that many times using, like the setting traps mechanism
of saying, "Listen, we have three weeks, let's think about it." And [inaudible 00:52:51] by time, it makes
you extremely focused. And this is very important because we really want to get feedback from customers
that say, "Yeah, listen, this is on the direction. I'm still missing this and this and this. And also we really
love the fact of this is not a good product.”

FRZERIE:

(00:52:29): FM IXFMERBE FTHFE. HNIFEANERBNTERIARAE, FEMITRENE EXNHFR,
XR— M EEEENR: REMREAXM “REMRM" BIHE], thil “rE, BAMIRBE=ZRFIE, LHITE
BE-T" . BERERRT, SILFRER/RELTE. XFEFER, AARMNEOFENETFBEREIRIEG,
eIzt “2HY, AREXNH, BHERERXD. XPMBY. MARMNEER XERZ—1F~m XD
E ST

(00:53:11) Daniel Lereya (continued)
English:

(00:53:11): And | can give you a recent example. Even when now we work with big customers and, of
course, there are different ways to implement what | said than you are a small startup. But we are
building a new offering of enterprise work management. Think about it like a way of managing projects.
It's a huge, huge scale. Thousands of projects like tens of thousands of employees and so on. So, | really
love using the deadline trap and it makes you focused, it makes you sharper in thinking. And, we just had
a recent example with the offering | was telling you about of enterprise work management, managing
project at scale. And this is an enterprise product. So you have all the reasons in the world to say, "No, |
can't release it, yet. | need more time. | need to do more things. They won't use it. They need this and this
and this."

FRCERIR:



(00:53:11): FATLAAIRENRIERIFIFo BMEMERNSAZTFG1E, SR, LHREBFARNGES/MIEIATE
BB BEMNEEHE—MNELETFEERES R, BEBRA—MERTNENS N, MRFEERXK,
BRETAIHE. BARRIES. RIFFEENREA “SIEBHEKH" , SitfrTE, IRNEBEERHR. &
MNEEEBRNMEWRETFERE~m EMENMIF. XB—PEUE~m, ME—LMERR: “F, HETEE
R, RREEZHIE. RFBEWMESFR. A=A, WIIEFEX N BN

(00:53:58) Daniel Lereya (continued)
English:

(00:53:58): And I think that we actually released the first alpha version to them. And we got a feedback of,
"Listen guys, this is premature. We need more comprehensive value." But we got exactly the feedback of
what, and this is priceless. And my response to the teams is, "Well done. I think you did an amazing job in
releasing it and making sure." Because many times, being so afraid of releasing it and thinking, "If I just
have 1, 2, 3 more weeks, | will build a better product.” I think it's not true.

AR ERIE:

(00:53:58): {EHAISEFR LML T E—1 Alpha hivdse HAIREINRIEE: “IAEUIH], XKXREH
7, BRINFEELENNE.” ERITERMIFET “FE2MFA" NRGE, XN FXERBEINZ:
MR, FUANMIERGTHBRRIZSERFSIFEELE.” BARSHE, ATERAHMINS “WREEB
Z—M=R, BMEMEEFH~R" , HNAXFEER.

(00:54:34) Lenny Rachitsky
English:

This such good advice. It resonates so much with recent other conversations I've had. So, just to clarify
what you're saying, basically, you have a time box. When you say traps, it's basically a set amount of time.
We're going to spend three weeks on this feature and if we don't hit the three weeks, we just cut scope,

essentially. Is that the idea?
FZERiE:
XRIFEFNEIN. X5HRRIENEMINFFREEHRE, U, ATEE-TMMNER, BEXLFE— K

B&” (TimeBox). HfRIZE “FaR” BY, BEAX LB —REENNE. LLMHNEBEX NI LE=AN
8], MRBANVZEE=FAATTH, KBEELHEREE. B8XPMERE?

(00:54:51) Daniel Lereya
English:

| think, yeah, it's like this is the basic version of it. But now, for us, we really want and we really love doing
it as an exercise for ourself. For instance, let's say, now as a public company we say, "Listen, we're
working on something. We want to announce it on the next earning. And put a trap for ourselves." Why?
Because, again, it makes you sharp. It makes you super focused about things. And | think that in many
ways this results in a much better product because you are not building things that you invented. You are
staying really true to what your users needs, the real core of the value.

FROCERIR:

BH, XRENEMMRA, BRENNKR, HMNFEERREEN—MERES, HlM, (FA-KEHQ
g, HMzR: “IE, HMNEEMEHSHS, BIMTBETAVKRBEZNLERE. LENEE2KNE



Bto” AtA? B, BRGRE, EiLfRFRESH, LRNERELATE. HANERSZAE, XEHREHFH
=an, RAMAFEEWERE CRRBEKRNARA, MEREESTAFRNER, BFNENZD.

(00:55:32) Daniel Lereya (continued)
English:

(00:55:32): And, it's really funny to see the dynamics of teams when they are planning from the bottom
up. So, it starts with something that like let's say you've done everything great. Okay, you have the
opportunity, you understand, you have the KPIs, everything is in place, but now you're starting to plan it.
And, suddenly, people are raising concerns and issues. And it becomes a sport to say what can go wrong
and like being fear- driven. And then you tend to protect yourself and adding more content and more
content. And then when you see what happens, it's actually, it's going to be shipped in two years.

FRCERIR:

(00:55:32): BEIFIAB T LML HETENRER, RIZMZAN—IIHUEREG: MBI TR, (RE
BT EKR, REKPI, —tI5i4E, BIEMFEART. AR, AMFFGEREBSEMRR, shasEhAln
AL T —M “iB5)” , ARZEHEBERR, ARMRHERTRIFES, TEENAE. BNAST. &EMEA
I, INRARABRRERET LR,

(00:56:11) Daniel Lereya (continued)
English:

(00:56:11): And then we say, "Okay, no. Okay, we have earnings in two months. What can we ship to this
earnings? And let's put a tab." And then you suddenly see the conversation changes. First of all, it makes
everyone really focused on what's the core of the value. And it removes all the theoretical discussions
that people have and things like that. And, the results are amazing. And you need to remember when you
do it, you need to continue afterwards like according to feedbacks and not let it go just but what you did
in the first version. But, in many ways, | really love the fact that the first version get the feedback, which is
not everything is perfect because if this is the feedback, it means that we built too much and probably it's
not focused product enough. And when you build a lot of features, this can be like a death by a thousand
cuts because in each corner of the product you add more than you need.

FROCERIR:

(00:56:11): AIEFA=WR: W8, F17. MPIABEHKNEMKR. XRMRIAIELBHA? LHNZ MR
ARMIRABIMNELET TN, B, EULBTAMEETETFNENZO. EHEFRT ANFRERELSH
CZRNFRA, ERZIZA, (RERICHE, HMXFHME, RZEFERERGHEENR, MANEESR
TEE—ThA. BERZHE, HEBERE—TREIFENREFZ “—IIHRTE" , HANRRIGES
EH, BRERERINMETRSHA, "maEFBRE, IRORAEINEN, XATEESE “FTAAP
LR, EAEFRNESNEE, MERNTBHERNKRE.

(00:57:08) Lenny Rachitsky
English:

Yeah, there's so much here that connects the other conversation we just had. We had Gaurav Misra, he's
the CEO of Captions and he made this point that if people aren't complaining about your product, you
want to see people complaining because that means they care. There's something there that they care



about. If you're not hearing any complaints, they could care less about what you're building and that's a
bad sign.

AR ERIE:

=H, XBEERZARSHZFINS —1HFHEHEMTELR, Captions B9 CEO Gaurav Misra BigH— M= R
MIFIBEBIRN =G, BARRM, REZHEEIIANER, EABRKEMIIET. BBEEFMIEENER
A, SRIRIAARZNEAIELG, WRBAMMIIRRNFERIRGENARAE, BE—MEENES

(00:57:27) Daniel Lereya
English:

| really loved it. Yeah.
FRCEIE:

HIFEERZ MR %

(00:57:29) Lenny Rachitsky
English:

Their company actually goes to the extreme of what you're describing. Every engineer ships a marketable
feature every week. That's their pace.

FRCERIR:

N QB KR LIBRERNBRAEE T RS, 81MIREMERMEAT— 1 AUHEENIIE. BRI
e

(00:57:38) Daniel Lereya
English:

| really connected to it. And by the way, about user feedback, | think it's really nice because many times
people associate, like they only measure themselves by user feedback and a specific point. And | think
this is also maybe something that is counterintuitive. Not every customer feedback is the feedback that
will drive you to the end result of the best product out there. There are many aspects to it. | can share just
one example about us. We, as a, in the beginning of the company, we, for instance, didn't want to have a
free trial. And part of it is that we really wanted to hear feedback about our product only from people that
the product means something to them. The best proxy for that is that they are paying because it means
they get real value. And you know, in that sense it helped us at the beginning to stay super focused about
separating the wheat from the shaft with the customer's feedback. So | think it's a super important point
and we need to take customer feedback in context.

FRCERIR:

HEEEHE, RER—T, XTHAARE, ARFREER, AARSHBRAMNIEFEREIAR RIFFK
BEAC. WINNXFARERBERRERN—R: HIFFMENEF RIGEEES | SR RIFH~m. XIIRIRETH
Ho FAIUBE—IENNGIF. ERBMILVE, FNFERERZXA. BoREZIHNTERN REITEARL
MEmBREFKHANRG. REFNVAEBETMZ2MNEREMNE, BAXEREMIRETEENNE. R
Mg, MXPMEXLER, EEVEBERRINERIFELRTE, NERRIGEFEEEUE. FIURIANAXE—TIES
BEENR, RNFBES LT XCREFEF R



(00:58:51) Lenny Rachitsky
English:

The other really interesting point here that you're making is this idea of, we had, I think | mentioned this
already, Ryan Singer, he's the creator of this method, Shape Up, which is very centered around appetites
over deadlines. There's so many, everyone listening to this has probably gone through an exercise where
like, "Let's redo our landing page." And it's like, "Yeah, it'll probably have some impact. Let's spend some
time on this." It ends up taking six months. And everyone's like, "Why did we spend six months redoing
this freaking landing page? | would've given it three weeks and then moved on." And the way to do that is
you just commit upfront, "We will spend three weeks on this. We'll get as much done as we can in three
weeks and then we'll move on." People talk about this very hard to actually do so I love that's how you
actually approach some of these bigger features you work on. Do you guys practice Shape Up by any
chance or this is just a thing you do?

FRCERIR:

MREINS — M EFE BN AR —REHKELRT Ryan Singer 7, th2 Shape Up ERIBIIAA, &%
ERZOE “BO7 (Appetite) F “EEBEY o ITXMERHEDARGEREHTXFLS], thin “ik
HMNERGHEHIT « ARSW: “BH, XARSITE-LERN, ILRTEREEEXD.” ERET A
Ao RESMAHR: “AFARMNBESTAERMRITX MZFLAEMDIT? RARIABLE=AE, AR
PABSHANE" MEIX—RBAERIRIAE: “HIEEXNE LE=ARE. ZFAREMSOmiES
b, REBINIMER.” MIERXBEEEHE, FIURRERIFVIBRINGENS R, RITREXE Shape
Up 13, EE@XRZ2RTE SBHE?

(00:59:38) Daniel Lereya

English:

No, actually, | wasn't that familiar with it, but | definitely going to check it out. Yeah.
R EE:

R, EFFRLBRERRE, BREESETH—T. 2/

(00:59:42) Lenny Rachitsky
English:

Okay, cool. Yeah, it's a whole method. And | think the episode right before this is actually that episode.
Okay. Let me go in a different direction and kind of keep extracting lessons from this journey because that
was a really fruitful place to go. So let me ask you this question. What's one thing that you wish you'd
known before stepping into the role that you're in today?

FROCERIR:

T, B, B8, XBR—ERBNAE. HBXEZAN E—KIEFMEXTRM. §F, RN HmE, 4
£ MK ERIZFREREREGN, EANZABITICIEFEBWIR, LKA DR EREESKNARZE, Bft
LEfRAEEHCRRAER?

(01:00:00) Daniel Lereya

English:



This is an interesting question. | think there are many aspects to it and maybe if I'll take the personal
aspects. So I've been in charge of the product and technology from since | joined the company. But with
that, my role has changed, | think, dozens of times. | feel I'm very fortunate to work in one company but
actually work in dozens of different companies. Think about the scale that we talked about. Each point is
a different, it's actually a different company and a different role and a different challenge. And | think that
something that maybe is counterintuitive personally, for me, was that in many of the phases that we
undergrowed with, | felt that what got me to this phase is not necessarily what's going to make me

successful in the next phase.
FRERIE:

XE—MEENEH,. HANEERSAE, BIFRTUMTAREFR K. BMIMANRBLUER, F—EHAZFT~
mAlE AR, EBEZMENE, BNABELNTT, HW, B/ITART. ARFECEEEE, BAT—RA
B L{E, BRFLEERTHTRAENAF, BERIMNKRINIUR, B— I NRER2—XKFENRF, —PF
ENAE, — N FREBkE. FIAANEDIAKRR, BERERNEER: ERNEHHFZMESR, TR
2, LEREISFIMBRNER, FFA—ERILKTE T —MERRIINER.

(01:00:55) Daniel Lereya (continued)
English:

(01:00:55): And if I want to be even more blunt, there will personally times when suddenly | saw how my
biggest strength, for instance like, mastering all the details and having everything in my head knowing
exactly what's happening on every corner of what we do. This was probably something that gave a lot of
value when we were small. But, as we got bigger, | think it suddenly created even the damage continuing
to do the same thing. And in many ways, it takes time to do this realization. And | think that a good advice
that I would love to have is that don't be afraid again to let go of things that you think are superpowers.

FRZERIE:

(01:00:55): IRBBRBTEEA—R, FTABLHIXHFNNZ BRRALKMKEANMNE —Lb, Eix
FRrEAT, MFEEE—Y), BINERNIENSTAZRET HA—XERINMMRE N AT EIFEEN
B, BRERNER, HANBEXFMRMIRAERTHE. FREAE, DRX—LFENE. HIAA
BREERIN—NMIBRNE: TESHBTRERINAZ BN AR,

(01:01:47) Daniel Lereya (continued)
English:

(01:01:47): Many times your superpowers that brought you to this point and made you successful, many
times you think that if you let it go you won't be successful and it's frightening. But, | really feel that you
need to constantly evaluate what your current role is actually, is actually what is the role? And what is
needed in order to be successful in it and not continue with the inertia? And this is something that | wish
someone has told me. Yeah. It took me time in many cases, you know? Many cases | did it too late.

FROCERIR:

(01:01:47): RZ0HE, BRLHIRERSRHAILIMMAINOEES, FILMRSMRBFTIRMAZMAT), XRA
Ho EHREMNKRT, MFEFMIGAFRIFNABIIREMFA? IATEXTMABTEREHNTEEMFA, MFE
BERFHMNE? XRRFEAARSFREN. 28, AREBATRETALNEARERD, RAER? REH
(254 EISEEY NS



(01:02:21) Lenny Rachitsky
English:

Is there anything that helped you realize this or get good at this? Is it like coaching? Is it just doing it and
surviving and failing and be like, "Oh, | see."

FROCERIR:

BHARABHREIREAX —RSERTFIIE? BHAESE? E2 BT L. EFMRW, FARREK
‘B, HEARTT ?

(01:02:29) Daniel Lereya
English:

| think all of the above. | think that one sign for that, for me, was that in many cases | felt I'm doing a very
good job. But then people, it can be like, I'll give you an example. Okay? For instance, doing a company
like Leadership QBRs. Okay, quarterly business reviews. So, when we just started it with it very early, |
would actually tell about everything. And | remember one meeting that | went out of the meeting and |
say, "Wow, | really managed to convey everything and explain everything in a very articulated way." And
one of my colleagues in the core leadership team said, "Well, | didn't understand anything. What is the

bottom line of all of this?"
AR ERIE:

FEUEER, WHRE, —MZRE: ARSERT, HRTECHMIFIFEET. BREEBAN—KAILULASR
BNMEIFo tbgl, MASEN QBR (FEEWSEIH) . HRHIMEEMAWBMX DN, HIWAR—AT, HISRT
BE—R2W, FEHZZIE: “HF, RENRINEET ), HUEEBMBAERET —1.” ERZ0O
SEMRBN—IEER: “G, HtatikifE X—T0EE (&) BREH4?”

(01:03:43) Daniel Lereya (continued)
English:

(01:03:43): And it was like you suddenly realize that what you thought is good is not necessarily what the
other people needs from you at this point. And after understanding that, | went and ask, "What would be
beneficial for you?" He said, "Listen, | want to keep in my head the three most meaningful things that you
are currently facing with. | don't want to hear everything." And it's hard. But, this was the point for me
that | realized that | need to change. And | need to change something and the requirements are different.
At the beginning | tried to say, "But, listen, it's important that you know you are sticking to it." Right? But

we need to let it go sometimes and think from the beginning.
R EIE:

(01:03:43): MEIFRRATIRE, MINAFHARA, AF—ERHALNILZFTEREHRN. TEETX—R
&, J&ER: WRRRTARERN? ” i “E, ZRRBERFEICEFRENERN=FRERENE
F18. RTEIRABNAT,” X, BF—ZEBRIRFTENE, EREZFRAT., EHEEHHE:
“BR, IS, ILFMEXLERER 7 WIE? BERKNFTERTF, MEFREE,

(01:04:22) Lenny Rachitsky

English:



There's this phrase that someone shared on this podcast once where, as you rise in your career, you often
go from the person that is pitching leaders on something to the person being pitched. And that's a really
weird place to move from, having to learn how to give great feedback, delegate, let go of things. And | love
that this is a good example of that. Since we're getting a little vulnerable and open about stuff, | want to
try this question. You've done a lot of podcasts, you've done a lot of interviews, you've been all over the
place. Is there anything you haven't shared anywhere else that might be helpful to share here about the
journey you've been on?

AR ERIE:

BEANEXNMEE LOEd—aiE: MERWEENEH, MEBSMBIRASHEHE (pitch) BIEBA, &
AR MIETHBIA. XB— M IFEFWHRE, MOMF ML BRFIRGE. MEERN. OE8RF. HE
SX M Fo BERBATFFIEINE —LREMARAIED, HES XX MR FEMEREIEE, MIREXR
i, EEREMAG. XTMAEHNXEERE, B ARMMRERMMADEL. EEXENZAIRESEH
BhR9Ng?

(01:04:58) Daniel Lereya
English:

Yeah, so, maybe continuing with the same point. It's a crazy journey and it's a crazy personal journey. If
you think about it, | remember Roy once said, "If someone would've interviewed me to a public company
of, like | would say $10 billion in market cap and managing 2,500 employees, I'm not sure that | would
interview myself and get myself to the job." And, for me, there were a lot of moments and it's constantly
happening. You know, when things are going sideways and things doesn't work, and you see so many
things are breaking down. You can be on the same day super happy and suddenly on the lowest point
there is.

FRSCERIE:
=1, iFTLUEENABRIR. XE—ERRITMNRE, UE—BRRIENNAIKRE, 8185, FHicE Roy B4
Pt “NRBEAEEREBE—RHE 100 123%7T. BB 2500 RATH EHAT, BFARERESSEIRE

AHERXGOIE" MHEHKR, BREZXFHNNZ, ME—BEELE. (FHE, SFEHRFM. 778, R
RAERTN, RAIREER—REREBRALD, ARRABRNSIER.
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(01:05:49) Daniel Lereya (continued)
English:

(01:05:49): And | can show you, no. Many times I've asked myself whether I'm the right person to lead it,
whether we need someone that is coming with all the experience to this phase. And | remember talked to
that day with Ron. He tell me, he told me something, "Listen, first of all, as the one who built it, no one
would be able to do it like you." And I think it's an important thing to remember when times are tough. |
really believe that if you have the passion, and if you have the will, and if you are willing to do the hard
work in order to constantly adjust and evolve and to be vulnerable and also to say about yourself, "I
didn't understand something. Now, | need to learn it and | need to deal things differently."

AR ERIE:

(01:05:49): FAILAEIFIR, REXRBEEFNECS, RRERATFENEEALE, RINBEFE—TEXTMER
REFELNRMA. FICFBXRM Ron kT, MEFK—MHE: “E, B, FAMEEHA, KEAERK
R—FEEIX—R.” TIANNTERENRILEX—RRER, FTRE, NRMFEEHRE, B8E, #FEAREATA



ETARMBA LM ERFEE D, BRRIMRSS, AMNECH “HAERERA, HERFEFIE, RFER
AL EES"

(01:06:44) Daniel Lereya (continued)
English:

(01:06:44): It's a very important point if you want to do this kind of a journey. And it's hard. And
something | can share, | can reassure everyone that are listening to us, if you are feeling it, you are not the
only one. Everyone are feeling it from once in a while. Be confident about yourself. Be vulnerable in order
to learn and to evolve. And | really love to do a mental exercise of saying, like we said about the product.
So, let's say I'm Daniel of next six months. How do | want to look back on these six months? And what do |
want to say about myself that | learned that | evolved? And this helped you get out from the state of
everything is okay, | am good. And it makes you want to learn and want to evolve.

FROCENIR:

(01:06:44): {IRIFBFABXEFHIRTE, X—RIFEFER, XRM. HAIUDENZ, HAILUEFAE EERFE]
WIENARIE, MRMBXMELE, (FARE—HN—T SMABIBREXIMREE. BENECEREL. BR
HiKEss, UEFIMHENK. KIFESWM—NOEES], mERIMKETRm—. i, RIgK2NNARBH
Danielo HHBZBWMAEIMXANNA? RBFEWNECSHEFE T HA. #UTHA? XEHEIRER “—UI#
9%, BHREF" BILK, ILREEFEIMFH,

(01:07:37) Daniel Lereya (continued)
English:

(01:07:37): And also staying doing mode. | don't believe in, | think one thing that really characterized me is
that it can be very difficult and very challenging time. But on the next day, I'm already bouncing back
with energy. And in order to come and do things and win it. And there are a lot of things that we, as
leaders, needs to do in order to help ourselves to keep this mental state. So, | like to run. I like to do things
that are unrelated to work in order to get back to my center. But then quickly bounce back and to really
believe in myself, in the team around me. So this, yeah, this is something maybe very personal, but | am
pretty sure I'm not the only one feeling it.

FROCENIR:

(01:07:37): REFRSF “TopRI” o HRAMBEFEH R FNNBEHN—NMRE, BERIFEREEMNEG
MRESHER, BRI MAEFTREEM RIEOIR, XLREBEZEHREMF. FAHESE, BINFTEHRZSFER
BHEHCSRISXMOS. b, HEREY, EMM—ESTHELXNVEERKEBERF L. AERERE,
HIFHEE8CE, HEABRNE. FILl, 28, XAEEELA, ERRRAERFEE——TNEXMRETR
Ao

(01:08:37) Lenny Rachitsky
English:

| appreciate you sharing that. There's a post that | did a long time ago with a coach and it was about
imposter syndrome. And she made this really powerful point that you are actually an imposter in the role
you're in. You've never done this before. Most people are imposters in their role. They've never been a
chief product officer. In a lot of cases they've never led teams this large. And first of all just realize that you
actually are. And second of all, that's okay and most people are like you said. And then third of all, this



advice you shared about how to work through that is really powerful. Just like know many people feel
this way. Work hard, | think, is a really important part of this. Just like know there's another day and that
you can bounce back.

FhSCERIE:

HRRBREHRD Z XL, RAUFBEMN—UBAEAEI—RXT “ERBLEM (Imposter Syndrome) HIXE,
WIRE T — M EEENNNA: EFRAANAEHR, (REXHBIEN “BxnE” , ERRUETMARBI X4
E, ASHAETMNBEHHEERE. MINKEATER~RE, T RZBERATEMRASTXAKNE
o B, ERIRIMMHIRE—R, HR, X&EXR, KEHATMGIMRIINXF, F=, ROZHNXFWME
RRX—ANENEEEN: REMERZAMEXIMEL. BIANBHITEREFPIEEEEN—HH. R

MEXFHRAX, RAIRGEEIR,

(01:09:21) Daniel Lereya
English:

Remember that everyone are people. No one is born to be in the world that he's currently at. And another
thing that in Monday we're scaling so fast. So even people that are coming with experience and | had the
chance to see it over and over again, because we're going so fast, each one of us will get to a point, which
is the first time he's doing it sooner or later. So, experience matters and we have a lot of people that are
coming and bringing experience from the outside. But also remember that and remember that everyone
are people and no one was born in a position.

FRCERIR:

B, 8TABRBEEA. REAXREMETELFMHIENMAL S—HF=E, 7 Monday Ff1H BIEFXR
7o FABMERHEZERNAN (FENEZ AN —RHMEBIX—R), EARMNBEENR, RIS IARER
RBE “BRMEFE R, L, SREAREE, HNEHEEREMIMIHERIEHA, EHER
*, SMAHBREBEAN, REARKEMLEREMIE LK.

(01:10:02) Lenny Rachitsky

English:

Yeah. And in companies like yours, people have described it as every six months you have a new job.
R EiE:

Bl ERIMIXENATE, MIEENETBRMR T —H#H I

(01:10:09) Daniel Lereya
English:

Exactly. Exactly.

FRSZEIF:

=i, TEIER.

(01:10:11) Lenny Rachitsky

English:



Cheryl Sandberg once did a talk that | was at where people are complaining. It was just like, "So much is
changing, we're growing. The culture is not as strong as it was, and there's just like things not working.
Our processes are no, hiring is hard." And she's just like, "This is the problems you want because you're
growing very fast and that's very good. Versus, if you were not growing, it'd be much more painful and
hard. So, be thankful this is the problems you're facing."

FROCERIR:

BIAE/R « &78E1& (Sheryl Sandberg) BLEMuI—XEWH, HIIHBET, AREEER. b, “TUXR
T, BAEEK. XURNEURIARART, BERAMRSTNE, HMNFREZERAL, BER%E" tRii:
HEFRMAENEE, HAXBREMERKSFEER, XFEF. kZ, NRAEFER, BIBEMRE
8%, FrLL, BRE=(RHIRHEXLERR,”

(01:10:39) Daniel Lereya
English:

| couldn't agree more.

FRCERIR:
HBREERIT.

(01:10:42) Lenny Rachitsky
English:

You talked about things breaking along the way and things you had to deal with. Is there an example of
something? | love these stories of just maybe a moment of crisis along the journey where you thought

like, "Okay, things are going to fall apart. This is over. See you, everyone."

AR ERIE:

fRE T RIS H I RBE U R R AL ERNEE. BRBEMAFF? RENXLEHRE, BIFRREFIED
fEtBgZl, LIRGET “GFIE, —UIEBRET, ER7T, ARBRE

(01:10:54) Daniel Lereya
English:

Yeah. To be honest, we have so many. But, again, this is the problems that you are lucky to have. But,
yeah, maybe I'll give you an example. | remember this day that someone from our customer success team
has approached me and say, "Listen, Daniel, we have a spike in performance issues in the board." And
again, our boards is this table of think about it like of data. And on each time we add new functionality
and we make the platform more mature, people are taking it to the extreme. So, if you look back eight
years ago, so this kind of tables usually had like, let's say, five columns and 100 rows. And if you look
about it today, it's like hundreds of columns, tens of thousands of rows.

FROCENIR:
WEIE, RMNBRSXHFENNZ, EERERE, XESMRECERAANNE. A2, HATLSGREMIF.
RISEE—K, BFREAMBAIKEIR: “If%&, Daniel, HWEIRLI T HERERAVEIE.” BRI

B, BITNERMEZ—TEIER. SHBRANEMHINE. ILFEEMRAN, AMIRIILCHERK. MR
EE/\Fafl, XMREFERE 55IF 100 17, BMNRMRESRK, eBHAETINEGIT.



(01:11:45) Daniel Lereya (continued)
English:

(01:11:45): And so, performance is always a challenge and struggle in making sure that everything works
smoothly. And this is also a value to us. We really believe that performance is the number one feature that
makes people use your system. So, we came to me-

AR ERIE:

(01:11:45): [Flitk, MREIRAZR— Tk, HNFBESHBHR—IBTIG. XMENKRBEI—MNE. (]
REMRERILANERIRRARLSINEE, PR, MRk —

(01:12:00) Daniel Lereya (continued)
English:

(01:12:00): System. He came to me, and | remember that suddenly seeing the spike in the tickets, it's
super hard, right? You say, wow, it's something super hard. You don't necessarily have a magic wand of
fixing it immediately. And what we did, we actually, again, connected everyone to it. The first thing they
did was taking disc golf to everyone in the team and showing and thinking together what we can do. And
we did a lot of things and we worked really hard and we managed to make this situation better. And then
time passed by and you are continuing, and then it happened again. And | can share that on the third
time | said, "Okay, we had enough. We need to think totally different in a different way."

FROCENIR:

(01:12:00): flbR$xF%, HICF/RABINTHIE, XFEEER, WE? RIRRT, HE, XXET. MAF—E
BIUMEEENER. HNAMBORE ERBRILENABSEHER, WIS —FFHEIEX N REER
LHEAERETA, HRBZERNEMT 4. BN TRSZER, TREESN, RHAETBE. EREEN
BERS, (REEERTHE, ARENEKET. HAUDENE, FFERHEG: B, HIRBT. HINEE
A FENAREE"

(01:13:19) Daniel Lereya (continued)
English:

(01:13:19): And back in the days, this is where | think many of our core long-term projects have born. The
signature one would be MondayDB. It's a name we use for an underlying data infrastructure that we've
been building in the last three years or so. Think about a very small team and a very small startup. |
remember the day that we said, listen, we need few of our most talented people that are now not going to
contribute features anymore. We are putting them on a separate place, and let's think and solve this
problem while thinking about 100X.

FROCENIR:

(01:13:19): 7EAREHE, FIANFKNTHFZZOKIBBERET . REAKRMENMZ MondayDB, XE2H(IE
= FEA-HEENENRBHIEREMIZEH R, BR—T—1FE/ RN —KIERNNTEI Q8. FHid
BRI, 75, RNFELIEARHALT, IMREERBATHLNHIIET . KIZBM1 T
H, iL1ERE 100 FERNERN, BEHARX R,

(01:14:27) Daniel Lereya (continued)



English:

(01:14:27): And it really, in many ways, so different from what we talked about in so many other of the
examples, right? And | think now we said, listen, instead of being fixing an issue, we want this to be our
competitive edge. We have a very unique product architecture where everyone can build their own
schemas of the table. And it's a crazy thing in terms of technology behind it. We want to do something
that will not only solve the problem, but also will serve us as a competitive edge. And we took a huge risk
because we took a lot of people and put them aside for that, or not a lot of people, but the very talented
people.

AR ERIE:

(01:14:27): FRZ A E, XE5HMNZAKENFSHIFHIEEARE, WIE? FERNHEE, FE, SHRZE
BE—NEE, KMNBEXMABIMNHURSEMNE. BIMNE-TIFERSNFRENE, STASHATUAEECH
RIEEN (Schema), MERIRABERE, XEEEHFRENER. HNEM—LERNEERREE, EhE
FERBENZFMBNER. HNFETERNNE, BAENMEATRZA (B HRBAARS, EHERIN
REAF) BIIEMEGE.

(01:15:39) Lenny Rachitsky
English:

There's a couple other stories of crisis I'm thinking back to, and they all seem to be a database started
reaching capacity and we are about to fall apart 'cause their growth was too fast. That's an interesting
lesson for people to hear, just try to anticipate this a little more. And sounds like that's what you realized
is let's think a 100X from now, not just a couple years from now. It reminds me of, so Brian Johnson, he's
this dude that's trying to live forever or as long as he can and he makes this really interesting point that |
promise connects to what you're talking about, which is he's like, okay, what is your goal? He asked
everyone, what's your life goal? And so they're like, oh, | want to do this and this and that. To accomplish
that, the base goal you're not even thinking about is you need to not die. And that's actually the number
one goal everyone should have, don't die. And | feel like that's infrastructure in companies is you have all
these metrics and goals, but really the goal underneath that is your infrastructure needs to scale. It makes
sense why this is outside of, okay, we have all these metrics and goals, this is-

FROCENIR:

BOBEAEMLNMENEE, UFHRBIEEFREZIBTERR, ANERKR, RFEREFHFRT . XWX
KiRE—MEBNH: HEZHA—R. IWERMEIRFIMNER: LFHNEBE 100 FEHIER, MANE
NVERIER. XiLFAE Brian Johnson (A MAEIRKEFRENAN), HEHT —MEFEEBHUR, KRIE
XERFARIE X, tEEgtA: “MRINEEEREMHA? 7 ARSW: B, FEMEXD. B thid, E
KX, REEQBRENEMBETE AT  XKRFLESPABRZERNLSER: 35. HREFTLQF
MRS ML R —KHEETMN BT, ERENEEBMESRNEMIZETEREBY R, XBRETH
FAKBLT “BTESEETNBENR BElE, XB—

(01:16:39) Daniel Lereya
English:

Yeah. Not necessarily treating it as a tax or as a risk, but rather for our offering as a platform, this is
actually now one of our core advantages. It's super important as well, that value to customers comes in
different ways, shapes and forms. And you need to think about the experience and not only about... And
many times the general experience start with things that are reliable, performant, that you can count on



them and suddenly you even use them differently because they're fast. | think this is another important

aspecttoit.
FRERIE:

Bl AEBEMXEF—T H” XK, Bk, MFHRIVEA—DFER~m*EiR, XERFEMERT
BN EZ— AFFEREEN—KRE, SEFFAHFRONEEFTANGRANERN. REEZEAER, m
MULZ - REME, BAEFEGBTAIE. St EFEMNARA, KAZE, REEIERANENET
RMURRNAREREN]. FANAXRE—TEENSH.

(01:17:16) Lenny Rachitsky
English:

That's such a good point. When you have a problem, something that's slowing you down or might
crumble the company, just not flipping it from how do we just put the bandaid here? How do we turn this
into a strategic advantage if we really invest the time? | like that a lot. Okay. To start to close out our
conversation, I'm going to take us to Al Corner, which is a recurring segment | try to get to more and more
with this podcast. And the question is, what's an example of you using Al tools in your day-to-day work to
do better work, to do faster work that you think might be helpful to other folks?

AR ERIE:

WIS T, SFBEERE, FERAEIETMERENAEILABERN, FERER “HI1EAT 4
T? 7 MR8 “MRENERRNE, BREREASBME? 7 FRERXX—R. §F, EEREKHH
EZE, BHEAREN ABE , XERZHERZTPERESMANBEER T, REAR: REE—MRE
BEILEHFAE A TRERMISEL. EREVGIFIS? fRANXAENEMAB L.

(01:17:50) Daniel Lereya
English:

Maybe | start with a personal one. It's not about work, but | think it really shows that for me, it was a
moment of really saying this has so much potential in it. | actually prepared myself for a marathon and
unfortunately | got injured in my knee. Yeah. | went to do an MRI scan and | finished the scan and they
gave me this disc with the results and then they said, "Listen, you need to schedule a doctor appointment
five days from now." Okay. | said, | took it, put it in ChatGPT and ask for the results, an explanation of line
by line, what does it mean. And then | of course went to the doctor and said, these are the results. But |
think for me, this is something that | was really happy about using it and it also opens my mind a lot
because | think that if you think about it from the product perspective, and this is how we think about Al
in Monday, the technology is amazing, you can do so much with it, but there's still the part of
productizing it because every person that | talked with him about this example, with enthusiasm he said,
"How did you think about putting your MRI there?"

FRCERIR:

BIFRFXM—PIRRABBIFHIE. XETELEX, BERUANNEHRERT 7T HHEFR, B—AURFIRFXEEZKX
BB, HREMEAEEDNN, FTENERERMT. HEMT MR, AREREMIS TR —KEFE
HERINE, ARY: E, MFEMOERENEEZ.” FIB, RIEEREHEK, Hu# ChatGPT, itE
BRITHERRXEERZHARR. S5, BREERETEERE, EEBRIATER. EXHRYR, KRS
REXIFEATE, XWRAMAETHNBLE. RANMRIMMTRNAEERE (XBERITE Monday BE AR
AR, RARIFAN, RALAEMESZE, BNAEFE Tmlt” 82, RAS— P RBTFRBIHEX T
BIFRAERE: “REREAEIIE MRI ERBUAER? 7



(01:19:15) Daniel Lereya (continued)
English:

(01:19:15): And I said, "I don't know, | just did." But this is all creating products that actually allow people
to leverage this technology. And more on the work side, | use it a lot. | think for me, one recent example |
would say is we really worked hard towards determining the pricing for Al offering that | was mentioning
earlier. And just in two hours | managed to get the full perspective on what everyone else are doing. And
we have analysts and we have product managers, but the fact that | was independent and managed to
get the initial thoughts and all the information in just a bit, it was mind-blowing. | use it a lot in order to
understand things that are very extensive, what the competitors are doing, what is the history of this and
that. And | think it helped me a lot in that sense.

FRZERIE:

(01:19:15): Feiit: “FANE, FMEBXAMT " EXFELEHLERIEILARBHNAXTHEAN~m. £
IEpmE, RBEEERAE, FBEREN—T0IFE, HNATHERZAREN A FaiENMTHTRSZS
Ho UIET NN, HMEET HMWFAEABEMF2ANEENA. BARIMNEI NN ~REIE, BF
Lk, REEBMIBUEENRBRRSNIRENMERES, XXTARRT. REEACTKERIFE ZHNE
¥, LINRENFERA A, REFHNAEEREFSF. RANEXLEENEBEHRA

(01:20:16) Lenny Rachitsky

English:

These are awesome examples. And is this all ChatGPT?Is that the tool of choice?
FREiE:

LB FRIFT . XLEEZM ChatGPT 15? EEIRIEIETAN?

(01:20:22) Daniel Lereya
English:

It's hard. | have my own periods right now, it's changing from one week to another. These two actually
were with ChatGPT. Yeah.

FROCENIR:
Ry, RUEEECHEH, SAESEE. XM MIFHEEA ChatGPT FEMHY.

(01:20:32) Lenny Rachitsky
English:

Very cool. The first example, my wife does all the time, my mother-in was in the hospital and we're
waiting for the doctor to show up and she just put the chart in ChatGPT and is like, what's the problem?
And it's exactly what he told us. And it feels like we're in a world now where an engineer without, say
Cursor or one of these tools, that's not possible anymore. And it feels now with going to doctors, it's like if
you don't do this and see what it says, you're missing out on a big gap. There's this New York Times story,
| don't know if you've seen where they actually compared a doctor's analysis versus a doctor plus
ChatGPT plus just ChatGPT. And guess what was the best, most accurate diagnosis?



FRZERIE:

R, F—NMIF, BREFELEXAM. BREFEREN, BINEEEELI, WHILHHBGE ChatGPT ja):
“MERMA? 7 ERERNIEESIFEININ—E—#F, BRBEMNIELE—TXENER: — IR
R%8 Cursor R MW TR, BELELE. UEEELEHE—H, IRFAXEMEECEANR, FMET
T—1NEAXNEEE. (AARKR) ENRE, FMERBEEEET, XML TEENSH. EEM
ChatGPT, K4 ChatGPT., BEWMNE&RTF. mEMIZET?

(01:21:17) Daniel Lereya
English:

Yeah, | want to say ChatGPT.
FRCERIE:

EHY, FARWZ ChatGPT,

(01:21:21) Lenny Rachitsky

English:

That's exactly what it was. Not even a doctor with ChatGPT.
R EE:

", MEE. BEFE “E%EM ChatGPT”

(01:21:25) Daniel Lereya
English:

I'll tell you a story about it. In the MRI, | did it because | wanted to go skiing and | didn't know if | can do it
or not. | asked ChatGPT and he said all the recommendations and what | need to do and so on. And then
when | was at the doctor, | asked him the same question, can | do ski? He said, "l don't know, | never ski."
It's not only about getting the information straight away and getting accuracy, it's the fact that you can
continue and deep dive with it. And this is something that also when | was in the pricing, it's not only the
bit of information, but the fact that you can continue and continue and continue. It's definitely super
impressive

FRZERIE:

BROEMHADTKXTENRE, XT MR, RZFMUMBEAKREEXBE, BRFMNEREFELS. HET
ChatGPT, B4 THRENENNRFTEMNEEEFSF. ARISREEERBEN, KPR TRFAIRE: “FEE
BEER? ” EEiR: BANE, MBS XRAMUXZILRRGESHAERIERRE, MIEIFRTUSSRS
ERARIT. MEREBEMEARE—F, FTUEB—RER, MEIREIUREMIBR X, XL AR

Rzl

(01:22:06) Lenny Rachitsky
English:

And it doesn't get annoyed, it doesn't get bored and it's very supportive. Yeah,



FRSCERIE:
MEER2M, AT, TIEFEZIFR. 20

(01:22:08) Daniel Lereya
English:
Yeah. It's always with good intent, or not, but yeah.

FRCERIR:
2. EERHEER (HEBFBEKE), WL,

(01:22:12) Lenny Rachitsky
English:

So kind. Amazing. Okay. Well Daniel, we've covered a lot of ground. This was extremely fun. Before we get
to a very exciting lightning round, is there anything else that you wanted to share? Any other nuggets of
wisdom you want to leave listeners with?

AR ERIE:

AKRET. KiFT, iF, Daniel, BT TRZASR, XIEBEEB. ERITHENBEACRIRAEBIIERZAT,
MEBEHABDEND? TEAARBLITRNESIRED?

(01:22:25) Daniel Lereya
English:

| think that in many ways, the things that we managed to achieve in Monday is due to the great people
and culture that we have. And on early days, we used to take it for granted in a way, not the people but
the culture, the fact that everyone understand, the fact that everyone are practicing it. And then you say,
okay, culture is something that you can put your fingers on. But now as we scale, | really see how this is
what actually drives everything forward. Maybe just to say on a personal note that a huge part of how |
see my role is about the people and also about how we work together and what kind of an environment
we want to build to ourselves. And we talked a lot about it during the episode, but | really feel that I can't
underestimate on how meaningful it is and how grateful | am that I'm working with such talented people

and doing what | love.
FREiE:

FIANTERZLE, FKAE Monday BUIGHIMFLIATH FRNAFTHNR TN K. T2, HNEMEELIAN
XREFMEAN—ARRIEA, MEEXK, BMESPABERAHABRTENSER. /X LBRFENRK
7. BIERERINYT &, REERRTXA BHESD—IIRENN. HIFKNTABERR, BANECAE
MRA—SDEBEXTA, XTHNOFEME, UREMNENBSBILFAFNITR, RIEX—EFHT
Rz, ERENERS, REEZREXBEZLAEEX, RPIFERHESXAZS A EMBHA—EIE, MR
=ZHER.

(01:23:30) Lenny Rachitsky

English:



That's awesome. | bet we could do a whole other episode on just culture and what you've learned.
Building a culture, what the culture is like in Monday, but we got to get to our very exciting lightning
round. Daniel, are you ready?

AR ERIE:

KiET o HEFTHERAAI UL —SEXTXUMIRAAFREIBNART: MEZEILXK, Monday IXLE AR
B EZRMNIMELITHENHAN AL, Daniel, HEEFLF TI?

(01:23:41) Daniel Lereya
English:

I'm ready.

FEiE:

BRI T .

(01:23:42) Lenny Rachitsky
English:

All right. I've got five questions for you. First question is, what are two or three books that you find
yourself recommending most to other people?

FRCERIR:
T8, HELNEE, F—PREE. MEREEINAEEHNR=EBEMFA?

(01:23:49) Daniel Lereya
English:

The first one | would say is the No Rules Rules book by Netflix. Back in the days we used even the slides,
but I think we took a lot of inspiration out of it. And | think that although we have different cultures, many
of the things around execution, like excellent people and so on are things that | can really resonate with.
And this is something that we really like to give people away after talking about our culture and so on to
get inspiration also from other cultures. And another maybe on a different aspect is a book that actually
Roy, our co-CEO has given to me, its name is Nonviolent Communication. And it's about effective ways of
communication and understanding the people and their needs and how to communicate in a way that
actually promotes an effective communication. And what | liked about this book is mainly we love to talk
a lot and after we both read the book, our way of talking changed. It's very practical. | also like to give it

away to our leadership and people within the team because they think it has real value in it.

AR ERIE:

FE—AFAERZ Netflix 89 (FH—&) (No Rules Rules), MUHIEHITEZERSIMIINLITE, HERIIMPTE
BTRZRR. BIANANBAKINNXURE, EXFHRITH. ABFAFTEFREHEEBEESIREHNHEL, Tkt
SENMNOXLE, BIIEEEREXEBELIA, ILEMIEMEMXEFRRERE. B—ERAERTFRREM
15, TINTAVELE CEO Roy AN —&H, BEE (IEEES7A@) (Nonviolent Communication), E=Z
FEXAESR, BRAMIREEK, UNNAN—HEER#ERDENARXFHITRR. BERXABH
FERFEZHNBREWRIE, ERNBETXERE, RMNXANARLETHE. BIEELH, BHEWE
ERAENNASEMEANKR, BAKRIANEEBTEENNE,



(01:25:16) Lenny Rachitsky
English:

I'm trying to remember the framework of Nonviolent communication is like, | observed you speaking too
much in this meeting and that made me feel like | wasn't listened to something like that, right? | forget
the [inaudible 01:25:29].

AR ERIE:

B BEEE—TERABERIER, BFAEEM: “BURIFEXRSWPHIERS, XiEHRERLIBER
", FEWLESERY? HT T BIRRY---

(01:25:28) Daniel Lereya

English:

You shouldn't be judgmental. You just need to say facts and talk about how you feel and act. Yeah.
R EE:

MRANZEE T, MRAFEHRAEL, HKICIRRIRZMITH. Z/%

(01:25:35) Lenny Rachitsky
English:

And | know I'm joking about it, but it's actually really powerful. And we had Carol Robin on the podcast
who created this program at Stanford called Touchy Feely, which is similar to this whole approach to
talking. And by the way, | love the combination of Israeli directness and nonviolent communication. |
want to see that in action.

FROCENIR:

HAMEREFTR, BELFLIFERR. FMNHEIET Carol Robin ZMNER, WAEHIBRELIET —
“Touchy Feely” HIE, SXMAEANIFEBM. RER—@, HEERXR “ULHANERXR" 5 k&N
AR NEG. RIREEERAELRHENMEIEN,

(01:25:55) Daniel Lereya
English:

Yeah, definitely.

R EE:

EH, BREFE—F.

(01:25:58) Lenny Rachitsky
English:
Okay, next question. Do you have a favorite recent movie or TV show that you really enjoyed?

FROCENIR:



8, T, REEERERHIENHIER B BARE?

(01:26:04) Daniel Lereya
English:

To be honest, | don't watch TV so much. | get bored really fast and going back to other things. But when |
do watch TV, so many times it's in order to clear my head. It's not that exciting things. Maybe a different
thing that I'm doing is playing on the PlayStation with my son. FIFA just to vent out. Yeah. And in terms of
series, maybe one thing that pops up is the Formula. | really liked it. Formula One, Netflix. Drive to
Survive.

AR ERIE:

ELW, RAELEEM. RRRUAIBEFLW, ARETHIH. BIRHLELNN, REHEENTET
A, FEARNLSAMENRAE, BIFRMNSE—HFEMN)LF—iit PlayStation. It FIFA &t —
To ETFRIE, HIFRFEEERN—E (—47FT1EX) (FormulaOne), FHREWR. Netflix B (HREKRE)

(Drive to Survive) .

(01:26:42) Lenny Rachitsky
English:

Drive to Survive, exactly. Yeah. | really loved seeing the dynamics and everything behind. It looks like
something simple of driving cars, but you see that there's so much into it. It's also really interesting and
opens your mind to watch.

FRCERIR:

BEE, (ERRE). B8, KIEBENEEENHEN—T. cBERIAZEENTESE, BHRIANEFESE
XAZKRA. MBCHLIFEER, EHFER%,

(01:27:00) Lenny Rachitsky

English:

Yeah. | haven't started the new season yet. | wonder if it's great.
FRCEIE:

T, RIS RERN—ZF, FEERE,

(01:27:02) Daniel Lereya
English:

Likewise. Yeah.

R EE:

FE—

(01:27:06) Lenny Rachitsky



English:

Okay, next question. Do you have a favorite product you've recently discovered that you really love?
FREiE:

8, TR, MEEERBERMAAFMNERN. ILREREFN~m?

(01:27:11) Daniel Lereya
English:

| don't want to fall into all the Al trap in terms of products. Maybe | will say something, which is not so
recent, but a product that I love. | really like to take pictures. And one product that | really love is Google
Photos. | think that they managed to create something which takes the technology edge, but to a place
where myself as a human really can connect to it and get a lot of value for it. I'm a really heavy user of
that. Yeah.

AR ERIE:

FErmAE, BAEERANEER, SIFRSIR— M FERREA XM, EHREBERN~R. KRRERA
iR, HIFEEWBI—1 " m=E Google Photos, FIAAMANIAINMMENE T —L &R, BAMATRAMLE, Xik
EA— M EBANKEBEES 2 =EHISHMNPREERNE. HEENEEAF.

(01:27:47) Lenny Rachitsky

English:

Yeah. That is a magical product that | think people under appreciate.
R EE:

T, BRR— B m, FRIANANNRGT S,

(01:27:51) Daniel Lereya
English:

Yeah.

FRZERIE:

=i

(01:27:52) Lenny Rachitsky
English:

Next question. Do you have a favorite life motto that you often come back to, find useful and work your
own life?

FROCENIR:
T—MEE. MEREFAERNALRS, REMRNIIENEEREREN?



(01:27:58) Daniel Lereya
English:

Stay positive. | think being positive, seeing the good things is a huge, huge power and it's a huge driver
and it allows you to give energy to the people around you and it's contagious. | really love staying
positive, making sure that we keep being optimistic. And it doesn't mean that you need to let go of the
problems and don't see the problems, but also think about always look forward and always think how
you can take the current situation and make it better. And | learned with the way that it's really more fun

and actually bring better results this way.

AR ERIE:
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(01:28:44) Lenny Rachitsky
English:

I'm 1,000% aligned with that. Final question. | know you were in the army at one point in your life. Is there
anything that you learned from that experience that helps you build better products?

FRCERIR:
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(01:28:55) Daniel Lereya
English:

The funny thing is that | think that like many things that | did in the Army, | was actually commanding of a
very big group of people in the Army. And | think it's not about building products, but more about
building teams and building this sense of purpose, sense of shared belonging. And I think that in that way
many things are quite similar to, it might be counterintuitive, but many things are quite similar. And from
that, many of the things of being together, although it's a hierarchical environment is something that |
take with me and a lot of practical ways to lead a big organization, | would say.

FROCENIR:
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(01:29:46) Lenny Rachitsky
English:

Daniel, this was awesome. You're awesome. So much stuff that we went through. So many golden
nuggets. | think that we're going to help a lot of people with building products, building teams, scaling,



surviving, all these scaling challenges that keep coming up in these conversations. Two final questions.
Where can folks find you online if they want to reach out, maybe talk about being more transparent, and
then how can listeners be useful to you?

AR ERIE:
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(01:30:09) Daniel Lereya
English:

Online, | think that two main ways is by LinkedIn, | would say. And second is podcasts. | am guessing in a
lot of podcasts and | think that this is a cool way to share things, full stories and full practical examples.
And in terms of listeners being useful to me, so first of all, in many ways they already are useful to me. |
really love your podcast and I'm getting a lot of insights from others and this is something | really love.
Many of people that probably listening were also contributing to that. Thank you for that. And | really
hope with that, that this episode would also be meaningful to people and that they will take value out of
it. And if they are, it would be amazing to hear about it. | remember someone that sent me a picture of his
new dashboard in the office and what did he do with that. And add additional ideas of what you can do
that we actually took also here on Monday. If you do something, even if it's small, let me know. It's super
fun to hear and also interesting.

FRCERIR:
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(01:31:24) Lenny Rachitsky
English:

All right. There's the call to action. If you implement some of Daniel's advice, especially put up new
dashboards or monitors in your office, please send photos. Go for LinkedIn, it sounds like, is the best
medium. Daniel, thank you so much for being here.

AR ERIE:
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(01:31:37) Daniel Lereya
English:

Thank you very much, Lenny. It was a pleasure.



FRZERIE:

EERSE, Lenny, XRIEHIFRE,

(01:31:40) Lenny Rachitsky
English:

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