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[00:00:00] Dmitry Zlokazov
English:

Everyone is striving for talented, skillful, smart people. Revolut values way more raw intellect and this
unquenched hunger to build things rather than experience.

FRCERIR:

BPABEFTEA . Bikds. BBANA. ERLETFER, Revolut BREERIGRYE LU & ERY
KRR ENEE,

[00:00:12] Lenny Rachitsky
English:

| hear one of the ways you approach early products differently is you guys invest a lot in actually making it

good.

RS ERIF:
HEIRIRI IR IBER IR R — N AR ZAET, (RMISBAAERHEELE#MIT.

[00:00:18] Dmitry Zlokazov
English:

It's not getting traction. Is it because the underlying idea is wrong? Or maybe your product just sucks? By
forcing everyone to build a product that people will love, we kind of cut out this part of uncertainty. We
can cut down the product in terms of functionality to just most critical features, but we will never

compromise on the quality and UX and the aesthetics.
AR ERIE:

MR- FEmREREESN, RRAARBEEETIS? RRRMFANSREMNRE? BdBHE8 N ASEITE
— P ANNZEEZNm, FAIRFREHRT XM AHEN. A UEIE LB IR &L O, B3
MNBFERE. APMEE (UX) MEZFEZ.



[00:00:43] Lenny Rachitsky

English:

Is there anything that you've figured out about just how to set up new products for success?
R EE:

KT mEmBLI, REHACSE?

[00:00:48] Dmitry Zlokazov

English:

If something is 99% done, it's closer to 0% rather than 100%.
FZERiE:

MR—HFERTTH T 99%, ABAEEEE 0%, MAZ 100%.

[00:00:53] Lenny Rachitsky
English:

Today, my guest is Dmitry Zlokazov. Dmitry is global head of product at Revolut, which is a finance super
app offering customer savings and checking accounts, crypto, investing, joint accounts, even mortgages.
Not only was it last valued at over $60 billion, but in the research that I've been doing into which
companies hire and incubate the best product managers, Revolut was right at the top alongside Palantir
and Intercom. And so in our conversation, we dig into what Revolut has learned about producing and
hiring great product leaders, including a focus on ownership, having people solve really painful and
complex problems while making the experience wow and lovable by users. Also indexing towards hiring
really smart and driven people early in their career versus people with a ton of experience in the space
and so much more. If you're looking for a job that will accelerate your product career or want to help your
product team level up, this episode is for you.

AR ERIE:

SRHEER Dmitry Zlokazov, Dmitry & Revolut W£IX=mM 5T Ao Revolut B—HRERBRNA, EMH
EEMEZEW, . MELEM. "E. KIWKFAEZIRIRER. ERIANMGEBIZ T 600 2%, T&RT ‘M
NEHBREMNER T REFNZREZE" WFRF, Revolut 5 Palantir # Intercom —{£R5IF1%F. ERAIAIT
EH, EIMTERNRIY Revolut FEIEFNIBREME~RASEHFENEZR, BIENFABEN (Ownership) BIx
A, IERTHRRMREREMEZRMNRE, BEHTELRAFRRIIFRMEZNEE, Wi, tiIEMRFIEER
WHERHR. FEREBEERMNNA, MARETULRAEEELRNA. MRIREEFIR—DEEINE™R
BNVAEERN T, sERBEMTRHN”RENALR, X—&IFEEET.

[00:01:48] Lenny Rachitsky
English:

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 Linear,
Superhuman, Notion, Perplexity, and Granola. Check it out at lennysnewsletter.com and click bundle.
With that, | bring you Dmitry Zlokazov.



AR ERIE:

MBMRERXNMER, IS TEFTHNBENAN YouTube EITHEM A, 1o, WMRIRE AT EIEIR
(Newsletter) BEEITRE, {Re] AR EIKRT —FM Linear. Superhuman. Notion. Perplexity I
Granola, i&iAA) lennysnewsletter.com H =& “bundle” EF. TE, 1LFEAIXE Dmitry Zlokazovs

[00:02:08] Lenny Rachitsky (Sponsor: Stripe)
English:

This entire episode is brought to you by Stripe. There's a reason that I've had more guests on this podcast
from Stripe than any other company. It's because they hire the best people and they build incredible
products. You probably know them for their payments platform, which powers my newsletter, and also
companies like NVIDIA and Salesforce and Zoom and DoorDash. What you may not know is that they have
several other products that can help accelerate your revenue, such as Stripe Billing, which powers billing
for companies that you may have heard of. OpenAl, Anthropic, Figma, Atlassian, and over 300,000 other
companies. Stripe Billing lets you bill and manage customers however you want from simple recurring
billing to usage-based billing to sales-negotiated contracts.

AR ERIE:

ASETEH Stripe #B8), HEXMEZHEIEN Stripe RELLERAEMATNSZ, XEERAMN: RAMIIE
ARMBHEAAHITES ANENN =R, MAEMNEMIINZATE, EAHMNEEBITALK NVIDIA,
Salesforce. Zoom #1 DoorDash FAERMZ . (RAIREARKIENZ, MtI1EE H it LFReT LAZEBIINIRUT NI
KB 5, Lban Stripe Billing, ©79 OpenAl. Anthropic. Figma. Atlassian & 30 Z AR ARRMITHES
¥¥o Stripe Billing iIL{REEAERIBEN A XBEFWEMEERF, MEENERITEIETERENITE,
BEHEWENERE,

[00:02:53] Lenny Rachitsky (Sponsor: Stripe Continued)
English:

There's also Stripe's Optimized Checkout suite, which is a plug-and-play super optimized payment flow
that natively supports over 100 global dynamic payment methods. There's also a product called Link,
which is an accelerated checkout experience built specifically to increase your checkout conversion.
Every single one of the Forbes top 50 Al companies that have a product in the market today use Stripe to
monetize it. Half of Fortune 100 companies use Stripe. $1.4 trillion flows through Stripe annually, which is
equivalent to over 1% of global GDP. Use Stripe to handle all of your payment-related needs, billing,
manage revenue operations, and launch or invent new business models. Learn more at stripe.com.
Dmitry, thank you so much for being here and welcome to the podcast.

FRCERIR:

BF Stripe L WEWEM (Optimized Checkout suite) , XE— M EMEENE. SEMUHNZARE, BEX
5 100 ZMHEeHRESZ[H AR BE—1RA Link 97 @, ERTIIANRBEWEMEMIGITIINRE WA
¥, BRIzt (BHET) H=E1 50 B9 Al R, S—REIEMFR Stripe #HITTW, UE 100 BATHFE—
FIEfEMA Stripe. BFH 1.4 H1ZETTRE Stripe, HHEHFT 2K GDP 89 1% LA L, B/ Stripe R IBIRFAIBERZ
IHEXFR. T8, EBWANEE, UNBoIHLZBEFHIELER, BZEEIF150 stripe.com, Dmitry, IF
B ROSREER, IMREIEE,

[00:03:46] Dmitry Zlokazov



English:
Hi, Lenny. I'm happy to be here.
FRZERIE:

B§, Lenny, REFREIXE,

[00:03:48] Lenny Rachitsky
English:

As you know, I've been doing a bunch of research into which companies hire and create the best product
managers, and I've been triangulating this across a bunch of different data points. I've been looking at
which companies alumni product managers get promoted most when they leave the company, become
chief product officers at the highest rate when they leave the company, become the first PM at a startup,
also start their own companies. And when | triangulate it across all these different data points, there's

three companies that are kind of sat at the top, you guys, Revolut, Palantir, and Intercom.
FR3ZEIE:

WRFREN, H—EHEMRBLEAFTIREMESRTRAFTHNTREE, HFREZNMUES#ITT XX EIE, FN
RTMPLEATWEREEBEEREEARR. HAEESRE (CPO) MRS, AV QTN E
PM, EBECE, HEEEXLEHIESN, BE=XQERAME:: R Revolut. Palantir # Intercom,

[00:04:21] Lenny Rachitsky
English:

Clearly you guys are doing something really special. | don't think a lot of people, especially in the US
know a ton about Revolut, and so I'm really excited to have you here. I'm really excited to basically extract
as much wisdom as | can from you about what you guys have figured out in helping in hiring and training
product managers. So | want to actually start with giving people a slight understanding of what is
Revolut. | think a lot of people in the US especially don't know much about it. So what's the simplest way
to understand what you guys do?

FROCERIR:

SAMRNET —EFEBRNNEFER. HBRZA, FEZERXE, X Revolut FAKXT R, PRIAIRSMIREE
Ko HIFFERLERMMPXEREXFREMEIFRIENE S, FIURBLILAKERTHE—T Revolut
fta. HERZEEANEHIAR. B4, BERMEIIIVSEEENANZMHA?

[00:04:49] Dmitry Zlokazov
English:

Revolut challenges banks in 50 different countries and it all started 10 years ago in London. So maybe let
me give you a bit of a context, especially for someone based in the US, it's important to understand that
European banking landscape is very diverse. In the US if you travel from state to state, things are different,
but for example, you always pay in US dollars, right? In the UK you pay in British Pound. If you travel to
mainland Europe, you will pay in Euro, but if you go to Switzerland, you'll pay in Swiss francs. If you go to
Sweden, you'll pay in Swedish Krona and so on and so-and-so. Overall, there are 25 different currencies
and every time you were traveling and paying in a different currency, banks were charging you exorbitant



fees on top of terrible foreign exchange rates, and that's when Revolut launched as a multi-currency card

and people loved it.
FRERIE:

Revolut 7 50 M REINE R EARIT, X—IEET 10 FAHCH. LRAMRRE—EESELS, i
EXTFEENFARRSG, EREONBTLEREIEEZHEARREEN, TXE, NRMFEMNKRT, BRsE
FiARFE, BRBRAERTSM, WE? FRE, MAXREXRT. MRIRERIMNAR, RAKTSZM; BNRM;R
Eint, MERIHLER. NRIIRERHE, (RERKMATRE, MUIEHE, 2828 25 MAENET, SRIRIRTT
HERRREMZ(TE, RITEHSIEERICCERERM FIREE BNFE2E, XFRE Revolut FEAZ LT FH#EH
NHE=R, AMIEEFEERE,

[00:05:51] Dmitry Zlokazov
English:

They loved that Revolut was saving them 50 or 100 euros, but even more so they loved the transparency
and simplicity of the product and that's why when we started rolling out more and more products based
on those principles, they were quickly getting trust of people. They were quickly getting traction. So
that's how P2P transfers appeared, and then frictionless crypto buying and withdrawal to a bank account
appeared. And then more and more products created products, savings products and so on.

AR ERIE:

AMTEX Revolut BEFEftb]E T 50 ¢ 100 BXyo, EEBZEMRZ, MIZR~mpEREMEEE. XENft
A8 BATFEETXERNELERES = mE, EMNRRMRE T ANNEEHRETESID. TREETR
M= (P2P) ¥k, HERLLEMMELHWXMEMRIIRITK,, ARBHRESHER~R. #E =S
%

[00:06:27] Lenny Rachitsky
English:

Awesome. And then just to give people a few kind of scale of the company, how many employees are
there roughly? | think the last valuation something around 60 billion. | don't know if you can even
comment on that, but just what are some numbers real quick for people to understand the scale of the
company at this point?

FRCERIR:

A#ET. ATUARNARNARE M, AHEZLRT? HRRENGEARLRZ 600 125Kt HANE
MBS AEITIE, EREFERERH—LERT, ILAKTHAE]ERIIIER?

[00:06:40] Dmitry Zlokazov
English:

The headcount is not something we're trying to increase, to be honest. Actually Revolut tries to stay as
lean as possible, but | think it's just that our appetite for growth is so big that | think we're currently at
maybe 6 or 7,000 employees.

AR ERIE:



ELYL, BMRTABHFRZRINELR. EfrL, Revolut RERIFRATAEEREIKE, BREBZERREKITX
EKMBOKXKT, BEiAL9%E 6000 2/ 7000 25 T,

[00:06:58] Lenny Rachitsky
English:

Wow. Okay, cool. So let's get into what you've learned about building an amazing product team and also
hiring an amazing product team. So first of all, you call your product managers product owners, and
when we were chatting through initially it was like, "Oh, | see. It's just like a big scrum business," and they
just have all these product owners who many times on this podcast people have talked about that's not
actually a product manager, but that's not at all how you work. So in this context, product owner's an
actual owner. Talk about just the story behind why you call your product managers, product owners.

FRCERIR:

HE, 3FEY. FREATRIPMRELARIIBERS~REANSENER, 8%, FIHIEFREERA ‘ol

(Product Owners, f&#k PO). HARMIIKEY, HUNXABIFHARENSHIEF % (Scrum) BEX, BRZ
PO, MEXMEES, RZAGIRE PO HAZFRF=RELE, EBRIINERTE2TE, ERITXE, PORE
IR “FrEZ&E” (Owner), EHHATAIRIHE= REEMAF @A T A

[00:07:28] Dmitry Zlokazov
English:

Yeah, it's not a scrum term for us, it's just our take on emphasizing how ownership is important, really. So
product owners are central to the company and its growth. They are end-to-end responsible for the
product, for this part of the business, and for their customers to be happy. And for that, they do really
everything. They run the teams, they define which roadmap we need to build to improve certain business
metrics, and they also contribute to high-level company strategy, but then most importantly, they
execute on it relentlessly and they are ultimate responsible for the product to be shipped and achieve
results.

FRCERIR:

2R, WHEANEKR, XHARZ— Scrum RiE, MEFAVEIE “FAEN" (Ownership) EZMER—MHE o
FmABR AR AR MEERKIZO. 1N~ m. XBAUSUREFNBEEEARRERNEE. ik, #
MNEN LM, MINEEZREN, EXFTEMEFAFNBAEREAENISER, MWIEE52758EF
SEBEEHIE. EREENE, AT, HNrmiAmNERARER T,

[00:08:24] Lenny Rachitsky
English:

There's always this term of mini-CEO, PM as a mini-CEO, and it feels like in your context, that's actually
what you try to do with your product team is they're essentially mini-CEOs. They have a lot of power. |
think engineers, designers report to them. Is that right?

FROCERIR:

MIER PMRZ “BRfR CEQ” , ERMIBIFRT, RIIRIIFHEI XA — (4B L& (R CEO, 1t
MABRANNA, TIZMAIZITIMERRAITIR, X452



[00:08:35] Dmitry Zlokazov

English:

Yeah, correct. Well, | prefer to say local CEO.
R EE:

2H, ", TEREENMZN “FHEECEO”  (Local CEO),

[00:08:38] Lenny Rachitsky

English:

Local CEO. Okay, let's talk about that. Yeah, yeah.
FRCEIE:

[BEB CEQ, 4789, FfIJHNENX o

[00:08:42] Dmitry Zlokazov
English:

Yeah, but that's true. So the way we operate, we have these fully cross-functional teams, meaning they're
staffed with all necessary functions, engineers data, analysts, designers, operational managers and so on.
And we also operate in metrics. So everyone has a line manager and a functional manager. So product
owner is always the line manager for everyone on the team, meaning product owner defines what they
need to do, but then functional managers, they define how these things are need to be built and

essentially with the right level of quality and so on.
R EIE:

R, HSEMlt. HMNEESXNERETEERENREI, XEWEHES TFrELENIREEAS: T2
. BIEDAW, RITH. TELEESE, RITEXRAEERER, SIABE—ITELEE (Line Manager)
M—1ERREEIE (Functional Manager)o FmAR AIBAREFENANELSRIE, XEKE POEX T
NTEEMH4; MREKENEX T XERANZINAWE, KRLEEHRREKTEFS.

[00:09:28] Lenny Rachitsky
English:

| love this because it's so fun just to learn about such different ways of operating. Another fact that | saw
is that there's two types of product owners. There's kind of like a UX product owner, and then there's a

different like technical product owner.
FR3zEiE:

HERZMRN, TEXMTEARNEELNRER. HEEE—1FR, mEMRNERMERN~mAR
A —ME UX (BP#E) B PO, 5—FERAE PO,

[00:09:41] Dmitry Zlokazov

English:



We actually have three.
FRZERIE:
KR EFRATE =7,

[00:09:42] Lenny Rachitsky
English:

Three.

FRCERIR:

=,

[00:09:43] Dmitry Zlokazov
English:

And the third type becomes increasingly more important. So the first type is UX product owners. Then
there are technical product owners, and then there are data science product owners. So UX product
owners are the ones who work on consumer facing part of the product. Usually they have a great taste for
things and they understand what constitutes UX that will work and which things will not work. So they
also have this expertise in the industry. Then tech product owners, they are the ones who delve deepest
into details. Usually those are former engineers who grew into making decisions and driving business.
And the data science product owners are usually former data scientists who decided to grow into
management positions, but they're still very hands-on.

AR ERIE:

BoMEUFTRIUREER, F—MEUXTRATA, FTHERATRATA, F=HEHENZES~RRA

Ao UXPO ATRHRLERERNMmalD. BEMNERIIFNmK, EBETAEN UXZEMH. WIERET

WEAAIR, AR PO ZARLEHEMATRANA, BERRENRREN I SRKEHENFITIZM, HIERZF PO
BEERERMEERUNSRENFER, BHINAIEEEELE.

[00:10:55] Dmitry Zlokazov
English:

And you know what? There are way more things that are common to each of these three specializations.
So what we see sometimes is people just shifting them because | would say that what defines the
specialization is probably 5, 10, 15% while 85 to 90% is common to each one of them. And those things
are, so first of all, being a great problem solver and have a great linear thinking, but also have a creative
approach towards nonlinear problems. Then building this context for customer and building empathy
towards customer and translating it into the team.

FROCERIR:

MERAEE? X=METIHERZEBREZLER. HMNENSEIANMTEIEABZERE, BNFIANE
X?lLEr']E’J% AIEER & 5%. 10% 3 15%, i 85% % 90% Mee N2 EAMN. XL @BARENHEE. 85,

—MEBHORERE, HEHEBHNAMTEYE, ANTEENIFLERENERRIENENSZ, BX, BAEFHY
L?z?% 58, BUINEFPHEED, FHEEGESGHEP.



[00:11:48] Dmitry Zlokazov
English:

Then going down to details very, very deep because in our domain there are no obvious things and you
need to get to the root cause of the problem really, really deep to understand what will work and what
will not work. And that means that you also need to be quite technical, even if you are an expert, you still
need to often go as deep as sitting with engineers and reading code. And then | would also emphasize the
importance of business acumen because we tend to measure and quantify product performance a lot.
And you need to understand, okay, what things will we build that will drive eventually that business
metric and that target?

FRCERIR:

RERRNEFE. FEAMNAT, AAERNOMEEEMZRNER, REERERAEERRR
RERE, FEEEBTAITEE, FATF8. XRKREREFEZASHELYNRARES, BERENER, R
MATELERNISIRMLEEEABNEE, &F, FEBRABLHERENERYE, RARKIEE
HEFEEMEN~mRM, MERIEMR: RMNEVBAAKRA, 7KW SiEmMBIR?

[00:12:41] Lenny Rachitsky
English:

So | love this idea of the product owners having to go really deep. | think a lot of people hearing this, they
think they can go deep, go deep, really understand the details of what they're working on. I'm curious if
there's an example that's illustrative of just what you actually mean here.

FROCERIR:

HAFEEXR PO BITRNATTXMZE. FRERSARIFEIXESEFECHERANADT, AEEETIFNE—
MET, BIREE, BRE—IFIFRERBMFMEE RN BIRERETA?

[00:12:55] Dmitry Zlokazov
English:

For example, to provide the best possible product in every country of presence, we need to have
necessary licenses. In Europe, it means that we need to launch local branches of our European bank, for
example, a branch for France, a branch for Germany, or a branch for Italy. To launch a branch, you need to
fully comply with all necessary regulation. You need to report necessary data on customers to various
regulators and authorities. You need to register with local payment systems. And each of these things,
they have a lot of projects nested within. We have a very lean team of just a few people who need to scope
everything and do it at the scale of 50 countries. So the way we do it is we go very deep on example of
each of these projects. For example, we launched a branch in Ireland, we launched a branch in
Netherlands.

FROCERIR:

i, ATESMSEENERREREINS G, RINFTERTLENEER. TN, XEKRERNFEF
IREGINERTTRI S 21T, LINAESDTT. BESITHEAF DT BFIRDTT, (RO ETHRALCERA
Mo MMEBEBERAZMHEENAMNABRELENT PR MEEEMAMBIZNRLS ME—ILIF TEEBER
EEARENFHR. HMNE—TEERENE, RELTA, MNFRMLIAEER, HE 50 TEXKIME
ERIT. BNBCERRANARE—IBERSESG, FWM, FRERR=M&T 21T, AR=FLT 517



[00:14:01] Dmitry Zlokazov
English:

Then we reverse engineered what was the best process to do it, and then we went back up on top level
and we said, okay, but what's the ideal framework of doing it at scale? And then we formalized it into a
process really like an algorithmic process with steps and quality gates and assay needs, what people do
we need to hire and how soon do we need to start doing that before we want to launch a new country.
Then, so it's not only going deep, but also being flexible and doing this switch between zooming in very
deep and then raising on the level of helicopter view and then understanding, okay, so this seems very,
very complex in details, but then when you zoom out, how can we simplify it and build a robust process
around it, which is scalable? And that's something that we have to do a lot.

FROCERIR:

RRERNERAESHIITZESHRERE, BEOZMERE . TSR, BENERETA? AR
BITBHERCN—DRE, ME—TFEIR. REXFITEERNEEZRE —HNFERBAAFRN
AN, BHEAN—THERZAZSARTEABES. FIl, XRXEBRANAT, RERERENE, £ “RERE
M BEANMAAET ZEik. ERE: AT EXEERFEER, BIFBRAMAN, HilNEELEHEL
RN BIRERE? XRRIEUINEEMAIERE.

[00:15:05] Lenny Rachitsky
English:

As you're talking and we go through this chat, I'm keeping kind of track of what I think is most
contributing to your alumni product owners, product managers becoming so successful. So a couple of
things so far that | think are probably contributing to this is one is just having a lot of ownership over what
they're building, which leads to building skills to start companies and become leaders at other
companies. So these product owners that you have are just own a lot and are essentially GMs of whatever
product they're working on. And then there's this depth and complexity where you have to really get
good at understanding a problem really deeply. | imagine many of these people go on to work on
something like that later, somewhere else because they've spent all this time, or they just get really good
at dealing with complex many layered problems. So is there anything else just kind of along those lines as

| say that you think is important?
FZERiE:

IR fRENZIIRTE, HR—EESEAT AR~ RARANTREERRERMLA. BIBRAL, FiAN
BILRREA: —SRERANFAIEN, Xt lEsR T ehMEEMASEERASENKEE. R8P0 AER
RKBBEEN, FREERMIIFAARFRINEEE (GM), —2REMERE, MUMIFEERKRNIERERZ,
HBXEALUREFMS TN, RABEIRTREERNSEREE, FIURIFELGE, FRTXLE,
MRESEETAEENRERT?

[00:15:54] Dmitry Zlokazov

English:

I would probably add an obsession with building wow product.
FRZERiE:

KA E—%: MWTE “Wow” =i (AR~ m) 8K,



[00:16:03] Lenny Rachitsky
English:

Wow. W-0-W?

FSCERiE:

Wow, W-O-W?

[00:16:04] Dmitry Zlokazov
English:

W-O-W.

FRCEIE:

W'O'Wo

[00:16:06] Lenny Rachitsky
English:

Cool.

FRCERIR:

Ao

[00:16:08] Dmitry Zlokazov
English:

| think in FinTech overall, this is probably the most neglected part usually, but it's also a part that we at
Revolut, we pay enormous attention to. So it's not only when you do a trade in the app or when you send
money, it's very important for it to be very fast and cheap process for you so that you don't pay a lot of
fees. But we also pay a lot of attention to look and feel of the app and how smooth it is and how
frictionless the process. Not only we invest in reducing clicks and optimizing finals, but we also want
people to feel that we really cared about them. We also want people to feel that we love our customers
and we applied extra effort for the product to look great and feel great. And | hear this a lot from our
customers, like the app is something they really love and it helps them solve their problems. It's at least
one of the ingredients of the company's success.

FRZERIE:

FIANEBIN B (FinTech) 8, XEERHRMBMEIE T, BE Revolut, FATHIIRNT EARBIX
Eo MUBENAFHITRZIOCRE, RER. BRAMREE, BIBREXEINANE. RFE UM
BITERR, HNARETRD REREMELRS, TRERPBRIRNENTEF ] HIIFER
PREINFNAEEF, HFATILFREERNBERBREMME TIINEN. REENEFIRERE,
ERNRERZTNA, EFEMIERT . XRATMINNERZ —.

[00:17:22] Dmitry Zlokazov

English:



And | think people that work at Revolut, they built habit of paying attention to these small nuances, small
details that make the product lovable. And then second is handling this context because it's a lot of
details where you need to dive, but there are also a lot of dimensions where you need to dive into
different details. And I think this ability to keep this large context in your mind and consider second order
effects and view subjects from multiple angles, | think that this is also a very important skill that people
usually train at Revolut.

FROCERIR:

FIAFTE Revolut TRRIASRRL T —FSJ1R, BIXEBLE L~ RBEAZHNAMENMAT . HRXZAIEX
BRIEBHEN, AAMFEERNRZAT, MABRSEEFTEMESLN. TIANNXIMEREPRIEERE
R, ZEZMBNHNMS N BENRSYINIES, BREANE Revolut RERIFN—INIFEEERIREE,

[00:18:05] Lenny Rachitsky
English:

Okay, cool. So we have three bullet points on the ingredients of great product managers slash owners
that you guys incubate. On this wow piece, which | love. How do you operationalize this sort of thing? |
imagine a big part of it is hiring people that are really good at this and value building lovable products. Is
there any way you kind of have a process around making sure the things you ship are wow and lovable?

AR ERIE:

8y, KBET . BMNSETMRNEFRMNBETRIB/ATANZAER, XFTXD “‘Wow” &S, KIFEE
o (RINZINAFERIZUET? B/ RAR—MAETREREERILEABMWTETETmBIA. RI1E&2E
ramiERpRAHNRAR L ARNAERAERER?

[00:18:27] Dmitry Zlokazov
English:

Two things that you need to understand about how Revolut operates is that we operate in small lean
teams that are tasked to build products and as | mentioned, and having end-to-end responsibility for
products. And usually they're the ones who build it from zero and then they're growing and developing
this product. And then another thing is that company is very flat and hierarchy is very flat. We still have
our founders, Nick and Vlad, very hands-on going down to details for every product and every part of the
business. And every week they have product reviews with every team giving an opportunity to every
product owner present directly to CEO and CTO and show what increment has team achieved in the last
week, but also get steering from founders, which is super valuable.

AR ERIE:

XTF Revolut (UEfF AT, MBEEEMERR: —FRNLUEERVNEREE, ARWES A FEBIREIKYIS
£, BEMNEZMZFENE, ARTMARNTE @, —ERMNABIFERT, BRKRD. FHIIEIBA
Nick #1 Vlad MAIEERHFEAN, RANTHEES TSNS AT, SAMIIHES58MNEAHIT~mIT
B, L8 PO BH=HERM CEO M CTO B TH LARGHHRE, HRIFEBANES, XIEEENE.

[00:19:31] Dmitry Zlokazov

English:



Essentially founders of the company, they still review a hundred percent of screens that are being
shipped and everything that you will see in the app pass this review. And there are a lot of eyeballs that
were scrutinizing this and thinking of all possible edge cases and nuances that we need to consider to
make sure that every single customer will be happy in this product, in this flow.

FRCERIR:

KELE, REVEIBANNASEE 100% BEAFHHNESRE, MENBREINE—AEEDL T XMEE,
BREZNRBEFANSE, BEMEURNUSERNAT, UBRENEAEXN"m. XMRIZPEHER

Ol HE =
:|:|J M=o

[00:20:02] Lenny Rachitsky
English:

That seems to be a consistent theme in products that are incredible is the founders are deeply involved in
the experience and review everything. How many product owners are there at Revolut? Just to give
people a sense by the way?

FRCERIR:

EUFERESHT RN — M HEEE: BN RESSHEHEE Y, IMEE—T, Revolut KIFZDH
F@mAsEA? ERREMER.

[00:20:15] Dmitry Zlokazov

English:

Oh, I'm afraid to say it's already more than 150 people, maybe 170.
FEiE:

R, LEEELEET 150 AT, K170 AEB.

[00:20:20] Lenny Rachitsky
English:

Cool. That's what | would expect. And then you said that there's kind of these three types, there's kind of
like the eng type, the PM, traditional type, and there's the data product owner. When you hire the UX type
of product owner today, is their previous role usually a product manager at another company?

FROCERIR:

g, XMEFTENERZ, MRIB=MMEE: TER, %5 PMENBIE~RAT A, HIRIETEE UXE
PO BY, f1ZRIMNERIEEBHMARN~mEIET?

[00:20:36] Dmitry Zlokazov
English:

Yes, but | would say that not necessarily it's a very experienced product manager. Well maybe even it's
way more important to have this hunger for building things and having the raw intellect. And we always



try to find people with these intrinsic traits rather than hiring people who are very experienced but

maybe are not super excited about building things.
R EIE:

2, ERBRA—ERFERRNTmEE. BE, AACIESYNBEENRIEENEEERTS. K2R
HEFHEAXEREHHRHA, MAZRAALLEFEEAIRNEISEFYABREENA.

[00:21:13] Lenny Rachitsky

English:

What percentage of your product owners come from internal transfers from other functions?
R EE:

RN @mARARE B D Z/ LR MEMEREEER IR ERFE ST KAY?

[00:21:18] Dmitry Zlokazov
English:

It's a quite substantial part of product owners who eventually become very successful by the way. So it's
like a positive self-select, so it means that someone already succeeded in another role. So it's a
guaranteed culture match, it's a guaranteed domain knowledge, and then they simply grow. Usually it
could be operations managers or engineers. They grow into someone who now manages the team and

that's why it's a very successful path.
FpsCERiE:

RA—8&05 PO BBIABERTER, MBAIRER—T, MIIREEIFEM. XME—MIRARNBEIKHIE,
EREMINELES — MR LIERTES, XRIET XUREGEMIUAIR, AEMNIFBHKEE, &
fflrrgERIEELEN TN, MKAEERAMBIA, XMEANTARXZ—FIFERIIREKRZ,

[00:21:53] Lenny Rachitsky
English:

So the other company on the list of top three companies that produce and hire the best PMs, according to
the research I've done, Palantir. | just had someone that was at Palantir for a long time and we talked
about exactly all the same questions. And interestingly so far we have kind of these three bullet points in
terms of what product owners within Revolut get to do. There's a lot of ownership, there's a lot of depth
and complexity, and there's a lot of focus on wow lovable products. So interestingly at Palantir also tons
of ownership, also tons of depth and complexity. The other ingredient that | want to ask you about is they
also have this concept of a forward deployed engineer where they put an engineer in the office of the
company they're building the product from, they sit there building it for them with them.

FROCERIR:

RIBEAR, EFMIBERMNS PM WA= ABHNSE—KE Palantir, FENIKiHE—(I7E Palantir T{E
TRABA, HEINTET m2ERNRE. §8HNE, EIEFALE, Revolut B PO BEX=F=: AR
BN REWREMERM, UK “Wow” FmEXF, Palantir B RIEFRENMRE. HERTHNS—
MNEEZ, t1E “BIKIPEIIEM” (Forward Deployed Engineer) B9, BMBIRRMKEZIZEFR ATH
DARZE, ERENEFP —EEES R,



[00:22:36] Lenny Rachitsky
English:

And so there's a lot of skills built in terms of understanding customer problems, talking to customers,
getting empathy building, things like that. Is there anything you guys do or focus on around just like
talking to customers, the way you approach having your product owners work with customers,
understand problems, things like that that might be helpful for people to hear?

FRCERIR:

Hit, t7EERER R, SEFM. BURROFLEESR T REKEE. FIESEFPM. ik PO ik
BF. ERNASHEE T AMERERD?

[00:22:56] Dmitry Zlokazov
English:

For us, it's a bit easy to reach out to customers simply because the customer base is so big, it's more than
50 million people and usually we ourselves are power users of the product. We receive our salary into
Revolut and then we spend with Revolut, our friends the same. So it's like a no-brainer to talk to people
continuously and even if you are not proactive in it, they will reach out. If you have a problem in the
product, | guarantee that we know about it very, very soon. We've also built tools for product owners and
designers to have an easy access to a panel of users via different tools so that they can just start an
interviewing process or a survey or a test of different designs in a few clicks.

AR ERIE:

ARG, FREFENEZ, BARNNEFAEFERA, B3 5000 5A. MEBEFEK]ESME @Y
EERAP. BITMIHEALE Revolut IKF, FA/EH Revolut B, IITMIARBRMLEL, FILIFES ARRE
REANE, BMEMRAER, MIIEEKLET]. MRFmBRE, BMIERIMRRUSEE. (LN PO Mg
HHRET TR, it IS TARMIGRAPER, RFLRE/LFEIREFGRR. BEINAFR
A9t

[00:23:52] Dmitry Zlokazov
English:

For me, it was very important to build this direct connection to customers because when you delegate
such an important thing as customer research and collecting their feedback to someone, you will get a
refined filtered version. You won't get these nuances of how people describe things, which emotions they
feel like and so on, and where they think stuck. It's very easy to lose all those important bytes of
information in this process. So I'm a strong believer that it's very important to have direct communication

channel to customers.

Fh>CERIE:

FERW, BISEFPNEEERAEFEEE, AAEFIEERHARAMBERINXAEENEFEEIELTIAR,
{RISEIN LT IRIGMITIENIRAE, R EESEAEASZYRAARKER. WMITERR, UAMIIERE

RERZ, AXNIREFR, REZERMEXLEEENEES. FIUKEE, AESEFERIBNRESE
XEE,



[00:24:32] Lenny Rachitsky
English:

As you describe this, it's funny how you guys are at the extreme opposite end of the spectrum from
Palantir in terms of how easy it is for you to get feedback. They build stuff for the government and for
Airbus where employees would never use a product like that or need a product like that. You guys are
getting paid in Revolut using Revolut to pay for things and constantly in the product. And so | could see
why there's less of a need for something like a forward deploy engineer. Okay, amazing. Let's talk about
hiring then. Is there anything unique about how you approach hiring, sourcing, looking for people, what
you look for in people that you think might be contributing to your alumni being so successful down the
road?

FROCERIR:

IRfRX AR, REBNE, ERERENEZIZE L, (R Palantir R FIERIMIR. WITABFN=E

(Airbus) &M, RIKIEFZABEIIM~am. MIRIIA Revolut AT, HEE, NZIEEER~m. FI
UFKBEEBATAMRNARTE “MLAHEIRIT o XET. BIADEEEE, EHEE. R, MEAS
HE, RITEFAIRFZAS? (RN B T RITT8IET 53 TR ATN?

[00:25:12] Dmitry Zlokazov
English:

I think everyone is striving for talented, skillful smart people and experienced people. Revolut values way
more raw intellect and this unquenched hunger to build things rather than experience. So let me maybe
bring an example. Imagine we saw this, you hire a great experienced professional with amazing regalia of
achieving a lot of things, but then what | see in product, the adoption curve is usually longer than in other
functions because product owners by definition are the ones who are the experts in that domain and in
all those intricacies of how product is built and how it's used. So what we see from these professionals is
they still take a lot of time to ramp up and sometimes they also take time to adapt to new culture or
worse, they just rest on their laurels. But you already have super inflated expectations and usually their
compensation is by the way, quite high and which adds up to these expectations. And | myself, after

conducting maybe 400 or 500 interviews with product owners at Revolut, | also see this.
FEiE:

BINAESNABEEREAE. BFEE. BABLRFEENA. B Revolut ZILERFEEETRAE HFIXEIE
EMHIRARHENEE, #MIF: BER—T, MERAT —ULRFENEFILAL, HAEEENEMESR.
BYEF M, FHAMMIAIER LS E b EMEREESRIIE K, FA PO B LR Z s M K 7= g i H]
FRATDFENER, BRNEBIXEZWATNATERKNEAELF, BNEFENENENHXK, BiE
W2, MIIATRERHHEINSE L, BRELMIIB TRENEEE, MEBEMINFMERS, XH#E—Fi
= THAEE, 7% Revolut #1777 A£9 400 E 500 17 PO mid/E, HtELAM T X—=,

[00:26:46] Dmitry Zlokazov
English:

Unfortunately, professionals with a lot of years of experience from established companies, they don't
have this strong urge to change status quo, which by the way will require toil, tears, and sweat. And that's
why even if a candidate doesn't have a lot of years of experience, but they love building things, they've
done it, they worked with engineers maybe by the way, maybe in their own startup or one of the best
profiles that I've seen is a tech co-founder. So | think that's probably the best way to boost career is to go



and found something work in a startup, build things yourself or with a very small team, work in all
different areas because in startup you have to work in all different areas. And then these kind of people,
they really thrive at Revolut and even if they don't have a lot of years of experience, they actually attack a
specific problem.

FRCERIR:

FENZE, RERAQBTNERLT WA TEELEIMAEIVRBGERZURE), MABIREFEFS. JBKM
FkE. XMBATABEERENKERSFRNZE, BMRMWITAZLNESEY), BEEFMI, LLMFMIE
M—EIEE—IRER—T, RIFNERZ—MERAKGEIBA. FANEARIEERFNARAREE
gk, EMIRBIE, BEHE—NEANEGREKRA, FEMEIE, RBATEVLIATRMOMEE. XEA
£ Revolut IFEIZE, BMEMIIZHEAZ, BH(IEEEHERH,

[00:28:09] Dmitry Zlokazov
English:

They have a sense of what can cause customer pain, and they are very fast moving to solve it quickly and
then that's how they get appreciation from everyone around. The team starts respecting these people
because they solve some specific problem and then they take another problem, they solve it and then
they take another and that's how they grow in the company.

AR ERIE:

BT AZSBEFARS, FETAE, RRREREE, MTRSEBEANER. HAFHREE
XEAN, AAMNERT —TAERE, BEXBRS—T, BE—, IREMELSMKIAH.

[00:28:33] Lenny Rachitsky
English:

Essentially what I'm hearing is you hire kind of more junior or super high raw, intellect driven, passionate,
how do you describe, hungry people? And this explains why so many people get promoted so much more
that leave Revolut because they start their earlier in their career and you help them learn all these skills,
ownership, depth, understanding, working in complex environments, building amazing products. So this
all makes a lot of sense. Is there anything you figured out about where to find these people? Because this
is the dream, hire amazingly smart people that are super driven that nobody knows about yet and then
make them awesome. Have you found anything about where to source and find these folks?

FROCERIR:

AR ERFEINE, MIRANSENZLZEREENHRS. BRsN. BB HER B BIA? X
BT AT AR AZ AEBF Revolut FRERSEARBENEF, FAMIERWEERHRMN, MIRIFEBM
MNEITHREN. RE. BEH. EEAMETIRUMTEEEF mIFKEE. XIEEHEE, XTEMERK
FXEN, (REAFALFEE? AAXESTANEE. EABLEREIER, KapRETSHRNA, ASHE
IZFRY. FEFRAEEFARIRAG?

[00:29:14] Dmitry Zlokazov
English:

So the way we work, we have a weekly catch-ups with the recruitment team. So essentially they are also a
team that runs in sprints. So every sprint we define what do we want to focus on, which areas, which



companies. One of the great sources is actually looking into products and apps that we love ourselves. So
if someone built a great product, then it's likely a high performer. So usually we provide some great
products in specific areas that are more important for us to the sourcing team and they just try to source
targeting those companies. It could be also different areas. It could be even schools, like good schools.
And so it varies from sprint to sprint.

FROCERIR:

NNV IEAXEEASHEERANGD®, &xEL, BERANLZZRAR (Sprint) B1T8%. SMHRIMEER, &
MNaEXPEXEINER. WHMAF. —MRFHKEENEZKNECEZNmMNAE. MRBAITET
—NMERE~ @, BAMRAER—TEREAT FIUHINEE BT REMEH - EXNRIREEZNRE
PEHME @, WIS XEQTHTER. BAIEESFAENIN, EERABTHNFR. XEESHR
FrERMZE (L,

[00:30:06] Lenny Rachitsky
English:

That makes sense. Gokul had this really good piece of advice, | think it was on the podcast, if not he
tweeted about it, where you look at there's successful companies, but then there's also what function in
that company is the key to their success. And so you want to go like a company A for sales, company B for
customer support, company C for design. And so it sounds like that's kind of the way you guys think
about it a little bit. Yeah, very cool. Okay. I love how we're uncovering and we're uncovering this mystery.

FRCERIR:

BiEE, Gokul BT —MRIFMEN (REEERTE, HEMAEMK LRT) . MEPBLERINNAR, EE
EMMIREERZARMINN KT, thilE A QRBEHEE, X BARERTFAXHE, & CAREKIT. IR
RUAEB R R M. FEES, RERFIUEFXMEREIR,

[00:30:33] Lenny Rachitsky (Sponsor: Stripe)
English:

This entire episode is brought to you by Stripe. Every single one of the Forbes top 50 Al companies that
has a product in the market today uses Stripe to monetize it. $1.4 trillion flows through Stripe annually,
which is equivalent to over 1% of the entire global GDP. And Stripe isn't just a payments platform. They
also have a product called Stripe Billing, which powers billing for companies that you may have heard of,
OpenAl, Anthropic, Figma, Atlassian, and over 300,000 other companies. Stripe Billing lets you bill and
manage customers no matter your pricing model from simple recurring billing to usage-based billing to
sales negotiated contracts. Collect and retain more revenue, automate revenue management workflows,
and accept payments globally. Use Stripe to handle all of your payment related needs, including billing,
revenue operations, checkout flows, or simply launching or inventing new business models. Learn all the
ways that Stripe can grow revenue for your business at stripe.com.

FROCERIR:

ETIHH Stripe %81, Baimiiz L (\BHET) HRa150 B9 Al AT, S—KREEFEH Stripe #1TZW, &
F8 1.4 B1ZETRE Stripe, YT 2K GDP B9 1% Ll Lo Stripe RMUNEB—MEHFEE, tilidE—1TR
79 Stripe Billing B9/ &, J OpenAl. Anthropic. Figma. Atlassian % 30 Z A RATRMHEITELIF. TiLMR
NENEXESEENERITE. ETFERAENITE, EEHEWENEE, Stripe Billing #EEILIFENEEREE
Fo WEHBEFELZWN, BHUMANBETIER, HIERLKMONR. £A Stripe RIBIRAAENZMHEXE



XK, BIEITE. WABE. EKRE, HENNERHHLFHBEWER, £ stripe.com T #E Stripe ARk
SIEREH-BFIES .

[00:31:33] Lenny Rachitsky
English:

Let me go in a different direction and see if there's more to learn here. When it comes to running your
teams, is there something that is kind of fairly contrarian in how you approach running the product team
that is maybe not how other companies operate that you think is key to your success?

AR ERIE:

NN AE, BEEEHAEREIN. EEEHANSE, RNEER~REAMNNARFR, BLBETALLR
‘RET BME, BHMAFAEAZMY, BIRANAXEIRINIIEIXRE?

[00:31:51] Dmitry Zlokazov
English:

I've changed in how | operate after | joined Revolut probably because Revolut is a founder-led company
and probably it's because it's self-led, and also because my role is quite spread across many things. So
my role at Revolut is leading product function across company, but also leading retail, which is a core part
of Revolut business. And it's very easy to be spread thinly across all those domains and catching up with
50 or 70 projects that are being executed simultaneously, which would mean that you will just spend your
entire week just catching up on statuses, not really adding value to anyone, but it's also scary to not do it
because what if there are some things going wrong and you won't be able to stop it or steer in a better
direction.

FROCERIR:

AON Revolut f&, HEIEEARRETRE, AJREREN Revolut Z2BIBARMBIAE, HAERENER
Bz, ERAKVIRTIEET 2. KE Revolut AR RATM T miREE, ANEMASTELS, XE
Revolut iZ0EB53. SNRIRERYERME 50 B¢ 70 NEFERITHIE, BARBZWOH, XBWEMEREFIEE
HETBEE, MLKBEREAMMEAACIENE, BRXFMBRAM, HAB—E TR, (RIEREHILE
5 REIBHFBITT M,

[00:32:57] Dmitry Zlokazov
English:

So | think that's why also a lot of managers, especially in senior positions, they kind of stay high level and
they don't go very deep into details. But how we did differently at Revolut is to go very deep into details.
We take maybe 7 or 10 projects which are most impactful for customers right now. And we go super deep
into them, really, really deep sitting with engineers like reading code level and understanding, okay, how
it's built exactly and what's the underlying issue. And you could think that, okay, but what about others?
Let's say 50 or 60 items that are being executed. But the thing is that it actually, it's counterintuitive, but it
works really well because first of all, teams, they talk to each other, there are formal and informal ways of
communicating through meetups or just meeting in the office and they know which areas are being
scrutinized right now and which team is being scrutinized.

AR ERIE:



REXMBNTARSERE, LERSE, TERFEEEZMEEMARNAT, B Revolut, F(AIMCE
AE: FHNZRNAT. FMNSPET B 10 PEMNZFARNRANIE, ARRERANMSE5#RE, BN
MIRMLE—RERD, ERERNEHEN, RERNEZMA. RAIGESE: AR THY 50 5 60 NMIEE
2M? BEE, XBARER, BRRRTF. BrEk, ARZEERR, EdNERHIDAEB/BEFENR
FFERNAT, MIIRIEMRLE UM E A BRI EE R EEE.

[00:34:19] Dmitry Zlokazov
English:

And it also gives information on what are the current priorities in the company. But in addition, it's
signaled to other teams that if they are not proactively executing things on the expected level, paying
attention to all the details and being meticulous in all those details, especially in quality, they will be the
ones that will be reviewed to a such deep level, next phase, next cycle. So as a result, it also builds a great
discipline. And since Revolut is such a high concentration of very ambitious people who thrive for being
best versions of themselves and grow, and it's very important for them to prove that they can deliver
great things and build next great company. As a result, they do everything to operate autonomously. And
when you start diving deep into details, you see that everything is fine, you see their modus operandi and
you can understand, okay, if this team is on good track or not on good track. And if it's not on good track,
it means that it probably will be one of your next areas as of focus.

FROCERIR:

RIEERT REHARER. I, ERMEMEANAKETES: MRMITLE EoHATHRBKFRITES, &
BXEFMBATHEFT™E BIREREAE), BATET—MERIT—TEH, MM ARREHRER
WRo ER, XBIUT—MIRIFILEM, BT Revolut RETAEMAF L. BERKHRARIFESH
A, IEFEHCEXNHANMREMIIKIREETER, FHit, ZBReENBEIE(F. SIRFHERNET
B, fRe&I—tIERRINF, REBEMIIBE(ERT, FHEFIEX MRS EEMN L. WRAEEMNL,
ERAIEEMEM AR T — N RENER T

[00:35:53] Lenny Rachitsky

English:

Okay. So what I'm hearing is you said there's 50 to 60 things kind of projects being built at once.
FREiE:

¥RV, FRAFRIAEIRNE, (RULREIETALA 50 2 60 N B Ei#1T.

[00:35:58] Dmitry Zlokazov
English:

Maybe closer to a hundred, actually.
FRERIE:

S _E BTAEHEE 100

[00:35:59] Lenny Rachitsky

English:



Okay. Okay. So there's like a hundred things happening at any point like features being built, products
being launched, and this is you and the founders choose 7 to 10 to focus on, or is it just you?

AR ERIE:

§FEY, HRRWERIBHEERB AL 100 FHERE, LLAHEEA A, @Ak, 2IFRMEIEA—EHE 7 E 10
TERXE, EBRER?

[00:36:13] Dmitry Zlokazov
English:

No, it's just me.

R EE:

T, REHK.

[00:36:15] Lenny Rachitsky
English:

Just you. Okay. And by the way, do you have a leadership team that you're a part of with a design lead or
is it just you basically at the top?

FRSCENIE:
OB5R. #8, IREE—T, FEERF—1MERRTATANGTSHEAN, TRiHEEREREREREAER?

[00:36:22] Dmitry Zlokazov
English:

So the way it's structured, my responsibility is a product function. We also have a head of design function.
It's also part of my team, but then all the other functions, they are separate like engineering and data
function, and all of them report directly into a CEO.

FRZERIE:

BRIfREE, RAR~ RN RMNEERITARA, BEHEMSN—E7. EEMEREES], WIEMHK
18, BIRIAY, e 1E#Em CEO Ciko

[00:36:41] Lenny Rachitsky
English:

Got it. Okay. So out of a hundred things you choose, here's the 7 to 10 things I'm going to go deep on.
These are the things that matter most to the business that if they don't go well, it'll have the most
downside. And then you basically said you sit next to the engineers, you get really involved in every detail.

AR ERIE:

BAET. FRLAM 100 F5EHR, fRSEH 73 10 FRANS S, XEBWMISEREENSE, MRMAE, AEFM
BAR. ARMESESSETIRINEL, RESS58—1HT,



[00:36:59] Dmitry Zlokazov
English:

Yeah, correct.

R EE:

Y, Ko

[00:37:00] Lenny Rachitsky
English:

Awesome. Okay. That is definitely counterintuitive. We had Brian Chesky in the podcast and the way he
approached this problem is he just cut down how many things happen at Airbnb because he wants to be
involved in everything. And so | think it's cool to hear a different approach where we can still do a lot of
stuff, but I'm going to choose, I'm going to go deep on the things that matter most.

FRCERIR:

AiET . XHKRRED. Brian Chesky & L3 XM &R, thAEXNAIEBIT AR AIEHE Airbnb [EAT 2
THESHE, BAWES58—HF. FRUREIXMAENGERE: RAIURNBRSSE, BRIER
EREENE ERNHH.

[00:37:21] Dmitry Zlokazov
English:

No, I think we'll never cut down things, it's just the appetite for growth and also entrepreneurial
approach in the company is so high that we'll never allow ourselves to give up on some great
opportunities, but also this approach is way more scalable. So while leadership and obviously founders
themselves keep everyone accountable, go deep into details, it doesn't mean that they micromanage
everyone. That's actually a very important thing. So the ideal position for any product owner is to be fully
autonomous. And again, it doesn't mean that you will never be challenged, but if when you're
challenged, you can show all the logic behind decisions you've made behind the roadmap. And even if
metrics are not yet there, you will still let's say have this credit of trust to keep building things the way
you want to build them. Eventually, yeah, you will be presenting the outputs of your activity on these
weekly product reviews, but again, it's not a micromanagement either. It's more like, let's say a last line
of control to make sure that what we're building all makes sense and that's value and is thoroughly
thoughtin all details.

AR ERIE:

T, BEENVKIEFRSHIRES . QAEMEKASEME I EHMNEEZ, UETRNERZABCSHFE
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[00:38:48] Lenny Rachitsky



English:

And then you said still every screen that is shipped, the founders review at some point, so it's not like
someone's shipping stuff without the founders seeing it in some form.

FRZERIE:

REfRE, XHNE—TEERE, IBATEEXMMERESEE, FIUFZEREAZEBATETABENE
R RBRANE .

[00:38:56] Dmitry Zlokazov
English:

Yeah, yeah, exactly. They have a full overview over everything, but also it allows us to build so many
things because there is actually little micromanagement. If founders had to be involved into everything,
they had to cut things down. But by giving people autonomy, they actually boost company growth. And
as aresult, | think Revolut is a strong outlier in the industry in terms of how many products being shipped
and how fast they shipped. Another thing here is what | mentioned previously is us investing heavily into
platform so that every solution is scalable from the get go so that we don't have any custom solutions.
And for example, take our credit team, they ship new products like loans or credit cards in the country
literally every month. And it is just maybe 300 people. And | think that a credit division in an incumbent
bank is maybe 2 or 3000 people building just credit products for a single country.

AR ERIE:

B, =i, I —tIEELREE, EXRMLFENERESSE, RALERLENHUNEERD, MREE
ABTZE58—H#E, MIMAFAHETE., EE8IMFRTEEN, WIIERFLERET QTSR K
Itt, FIAJ9 Revolut = mAMKREMEE LRTUNREL, 5—HE2RZAREN, HMNANRETF
8, MRS MERAEN—THEMZ Y BRI, FRERKAR. UENVERBANNE, wIIFETBE
AR TERABHm, MERHEAF. MXTEMRBARL 300 Ao HEEZT, FRIRITHERERNTA
RRER=TA, tIRA—MEREEEE"m.

[00:40:28] Dmitry Zlokazov
English:

And our team is building it for 50 countries. And yeabh, it's enabled through this approach with platforms
which we build on top of small lean teams which are fully equipped with necessary functions and also
have autonomy in defining what they're building and the flat hierarchy with everyone being accountable

and founders having direct view of everyone and intervening if necessary.
FRCERIE:

MIAIBEAREN 50 MEREE. XEmTRINNTENGZE, UNEETHERE. BHBEEXTmEEN
HUREE/NEIRA, B ERFUNRE—E8TAEMASR, SIBARBEREIS T ANLEAELER T Ao

[00:41:07] Lenny Rachitsky
English:

I'm going to give people a list of the things you guys do. | didn't do this at the beginning because it would
take too long, but you talk about all the products you're building and all the things that's going on. So |
have a list here. It's probably incomplete, but just to give people a sense, so you guys have credit cards,



debit cards, savings accounts, multi-currency accounts, domestic international transfers, joint accounts,
minor accounts for less than 18 years old, stock trading, cryptocurrency purchasing, loans. Is there
anything big | missed?

AR ERIE:

RBLHARII—TRNBER. FXIEY, AAXRKT. BREAMRITXAZ~ M, AXEE—1F
B, AJRATE, BRILEAREMER: FRNEEAFR. Bick. #EKF. ZSEMKF. BRMEREIK.
BKBWP. 18 S LUTRMEAKS. REXS. MBEMME. 53R, HiwkE T HAKTIE?

[00:41:37] Dmitry Zlokazov
English:

| mean, some of those things are a huge by itself, let's say stock trading. It's not just stocks, it's also ETFs,
bonds, and we're working on tax efficient accounts in different countries and crypto. We also allow
staking crypto for example, we have on-ramp, off-ramp products, we have acquiring products. On credit,
we have loans, we have a buy now per later product, we even launched mortgages. We launched first
mortgages in Albania recently.

FROCERIR:

HEW, HP—EMBAGHMIEERKR. HKRERS, FMERSR, &8 ETF. 5, REEFLFEERE
KB B, MBLEHAE, HITZFHETE (Staking) , BHAZE (On-ramp/Off-ramp) 7=, EEWK
g (Acquiring) m. EEAME, HMNBER. “EXEHM" (BNPL) m, EEXHEL TRARR. iR
IETER/RE IS T BRI ETRR.

[00:42:17] Lenny Rachitsky

English:

And then all of these across 50 different currencies and countries.
R EE:

MmEREXLEES T 50 MRENEHHMER.

[00:42:21] Dmitry Zlokazov

English:

Yeah, 50 different jurisdictions each with its own regulation, with its own requirements.
FRCEIE:

EH, 50 MEMNENEERK, 81MEE 8 SRENMMERK,

[00:42:28] Lenny Rachitsky
English:

Oh, boy. It's a good example of Paul Graham has this concept of schlep blindness or schlepping where
people want to avoid hard problems, but that's where the big opportunities are, solving really gnarly,
painful problems. And that's basically what you guys did.



AR ERIE:

K. XEZRE « MECHE (Paul Graham) 12EIRY “EEZFE=" (Schlep Blindness) BJ—MEERIF
MTEEEEF SR, ERRBERERT. BENRFEEREANSAE. XEX EREIR IR,

[00:42:46] Dmitry Zlokazov
English:

Yeah, that's one of the things that excites me maybe the most at Revolut. The market is so big and there
are still a lot of very inefficient players, and as a result, customers have a lot of problems that are
unsolved. While we grow insanely and | think will soon be... When | joined, we had maybe just slightly
north to 20 million customers. Now we are 50 million customers. Soon we'll be at 100 million customers.
The degree of surrounding each customer with the ecosystem of our products extends a lot. So they
become more and more people start using Revolut as their main bank account. They start receiving their
salary into Revolut, holding their savings into Revolut because they love the product more. And so we can
easily do another, | don't know, 2, 3X, 4X in customer base growth, but we can also do another 10X growth
in how actively these people are using the product. So it's let's say what, 30, 40X to current, 45 billion

valuation. Right? So it's a like a trillion-dollar company easily.
R EIE:

MY, XBETE Revolut RILBHENERZZ— THUWLERXR, MABRSUXRBHNK, SHEFER
SRR R, RATAMTERRNIE—IHMAKRLYRE 2000 ZHEFF, WAER 5000 77, RRZEE 1
2o HNMNBFRESREBRRENETPHEEAKNINART . MK AFFIBIE Revolut HIEERITIKS, 8

BREIXE, EREFEXE, RAMIIEERX N6, FAIAFKNOZF BRI LIBE 2. 3. 4%, MEK
X ] LA E) 10{ MEXF B 450 {ZEThIE(E, XABER 30, 40 FR=E, WE? FUXBREZHA
—KAZETHA

[00:44:13] Lenny Rachitsky
English:

And on that note, | mean what I'm hearing is it's still a good time to join. There's a massive upside. So |
know you guys are hiring, we'll just note that real quick. You're hiring product owners and a bunch of
other roles, | imagine?

FROCERIR:

WEX, HIFFMRMAEDARMANGIN, BEANLATE, FAEIRMEERE, RER—T, R
£18 PO RS HAMERL, *E?

[00:44:24] Dmitry Zlokazov
English:

Yeah, yeah. Well, as someone who owns the product function, I'm especially interested in product owners
obviously, but we hire a lot of roles. | think we have maybe 3 or 400 open positions currently.

FRCERIR:

Bl FARSKRFRIREERIA, FZEAX PO KnlRE, ERINEARSZIA. FBEFIALE 300 Z 400
N HERER AL,



[00:44:39] Lenny Rachitsky
English:

Oh my God. Okay. | want to talk a bit about new stuff that you work on. So new products that you decide
to invest in. Is there anything that you've figured out about just how to set up new products for success?
Because a lot of the stuff we've been talking about is staying on top of stuff that you're iterating on and
making better. What have you learned about just helping new products succeed?

AR ERIE:

RIBo 4FHY. FBEIMRIIEBFARTE, WMEMITRERZNFZm. XTWNELLH~mERBL, RET
AMFI? ARBRNZEIINAZ BIFERMBCARE =M. EEBF~REAE, FEHTHA?

[00:45:02] Dmitry Zlokazov
English:

Yeah, so we launched quite a few products that you actually maybe wouldn't expect from a bank starting
with crypto that was insanely successful, but also non-financial services like booking a hotel through
Revolut app, our loyalty program, rev points, which is sort of disrupting European market where people
don't get great benefits from spending with card. In the US you can easily get, like what? 2% cashback
with a credit card or in some sort of point. In Europe they don't have it. And we are actually the first to
build a program on card spend rewarding people with really meaningful or monetary rewards. In the
manner that | described. We understood, okay, what's the recipe of this success to then scale it and
reproduce? So we built a new bets framework and essentially everyone can come up with a new idea. It
could be a product owner, but it could be anyone, and they need to show some key important things
which you usually can expect from a startup like market is there, business case is there.

FRZERIE:

B, BAHEL T A MRARASIEERITEM™ m. MRERIIBIMEBEEMALE, B FESmARS, thiad
Revolut FIT/BIE, EEHNTMBIMEITK RevPoints, XERMIZE LEE TRONT, EAERUN, BIRHE
BEERBAZEN, EXE, MREZEIEAFRRT 2% WRIMHRAD, BERMNEE. RINERFE— 1 E
T XMRBIRREBHINAE, AANREEEEEXREMLHRE, @IXFA, IR T IR
R, REHTT BMES. FRURITRILT — T “MEESR" (Bets Framework) , B4 L& MAAI LR
HHTARE. AILUE PO, HAJLUIBEMA, tIRERT—EEAREEASHNXEER, LITHEE. &
NS5 Avas

[00:46:15] Dmitry Zlokazov
English:

We know that we can do it way better than competitors leverage and for example, some things that we
have obviously some concepts of product and then what customer problem we're solving and so on. And
there is very little bureaucracy, again, thanks to having founder hands-on, we can easily get a green light
on anything, start launching it quickly. What we do is assemble same lean team with just a few people to
build first version and then iterate and iterate. And the main thing here is to build first version very
quickly to get feedback, but then not scale it before you polish the product. But then after we make sure
that all metrics are fine, retention is great, we start scaling it. And the good news is that it can be instantly
multiplied by our 50 million customer base and get great traction. So for example, one of the products
that you mentioned, joint accounts essentially an account that you could have with a significant other



one was one of the recently launched feature and it grew significantly and now it has over a million active

users.
RS ERIE:

BMNBIEARMNELRSNFHEELT, FARINEGNMNE, BHFRESURKNERRANE R RES
Fo XBJIFRAEREN, BREGEIBARNFEAFER, HRTAIUEMRSEARENZITHRESR. K
MNeERER— N RBNTARNEEERANRERE IR, ARTEHER. ZOBRENEE—IRURIUR
%, BEFmTEZAAEANEE . —BEXNBINFIEIERER. BERRY, HNMABAEL. 55
B2, ERLIZENET ] 5000 HREFEBHITRA, HREGERNESIN. FIIMREIREKAKS, X2&
ITHEHAVINEE, EKIFFR, MEEBLEEL 100 HERAF.

[00:47:33] Lenny Rachitsky
English:

| hear one of the ways you kind of approach these early products differently is you guys invest a lot in
actually making it good and not just like a scrappy MVP. Does that ring a bell? Does that resonate?

FRCERIR:

HIFRIRMNAIERI~ @ — N FRRE, (MISKRARERHEEREHMEF, MAXE—NEMER MVP
(BR/NAITTHEF M) o XITEERAEND?

[00:47:45] Dmitry Zlokazov
English:

Indeed, that's what | may be meant by keeping your first version narrowed down to a small user base. But
even in this case, we still make sure that the product is well. So no one is excluded from this requirement
of building a super polished product. It takes time, but it pays off. The thing is that when you launch a
scrappy version and it's not getting traction, how do you know? Is it because the underlying idea is wrong
or maybe your product just sucks and you need to improve it? So by forcing everyone to build a product
that people will love by building a wow product, we kind of cut out this part of uncertainty. So bottom
line, we can cut down the product in terms of functionality to just most critical features, but we will never
compromise on the quality and UX and the aesthetics.

AR ERIE:

Hascanitt, Xt BFriBvE S —hRREIE/ NAFENER. ERMEMLL, HNDBER”RRERE. &BA
RERbR HTERETEBNT M X—2RK, XFEMNE, BE1TF. BATET, SREG—NEMREERER
SE5I178, REAMBRE? RERANREREET, EREAMRNFRAEFTERH? BIRFISIABE
TE—TAMNZEEN “Wow” ™, HITHRT XMAHWEE. FRURLRE: RITAIUEIE LEERIRZ
ODRIERSY, BERZERE. UXFIEFE LZ M.

[00:48:56] Lenny Rachitsky
English:

An interesting advantage you guys have that I'm realizing as you talk is most of the stuff you launch is
stuff that is clearly something people will want because it's stuff that they get other places, but they get
the advantages of it being integrated into all the other features and products you have. So it's like a
cryptocurrency product. It's kind of like, okay, yeah, people would love a great cryptocurrency product



built into this or joint accounts. So there's almost like a benefit of just like, okay, the people will want this,
now let's just make it work really well with everything else we got and not hurt. You almost don't need to
be the best at every product, although it sounds like you still try to be the best.

AR ERIE:

RIREMRMNBE—MEBIMNE . (RMIAFNARSHRBEARZANEBEYN, RAMITELEERAE, B
EMRIXE, RBETESHEEMINEN~mERT . LMMBEEm~m, AMIHARE-—ITRENR
EMELGEH=m, HEKBKF . FRUXTIFE—MRARSE: AMIEEREXT, RMNIAFTLESHEN—
YRR GEIR, RLFARTEEES MR R LHMEHRE—, REFERRINATES HMEIRT.

[00:49:35] Dmitry Zlokazov

English:

But we must be the best. Yeah, a hundred percent.
FRCEIE:

BENLTHEIRTF. B8, BOZH.

[00:49:37] Lenny Rachitsky
English:

But there's also, if you don't have the best joint account, but all the other stuff is awesome, people are
like, "All right, it's fine. It just makes my life easier." But tell me what | might be missing because-

FROCERIR:

BB, MRMKERFHNEKRKS, BEEMAREEHRRE, AMNIKERF: T8, XK, SiLRNES
EARET.” BHRFEKARRETHA, BA—

[00:49:46] Dmitry Zlokazov
English:

So | think there are those kind of table stakes that we're building that anyone would expect from a bank.
For example, savings account, right? It's just a basic thing that if a bank is not providing savings account,
you wouldn't even consider it. But then we make sure that our rates are very competitive, if not the best.
Then we make sure that there is no bad UX. Some banks, for example, they don't allow you to withdraw
instantly and there are delays or they don't pay interest on daily basis. We will never do that. We will
allow you if you want to move money out, you will be able to do it. You won't lose any interest. And
interest is being paid daily and this is a fully flexible product. And then on top of it, what | would call
maybe some delighters is we will allow you to open the savings account in many currencies.

FRCERIR:

BIARENTERMARAFR, B—LE “AFFH (Table Stakes), BMERIAIIRITHOFARA, LLaNfEEW,, MR
—RIRTAREMEKRS, (MREFRZEEE, BRNEZHRBNVAREEERSH, EERRRTHN. A
EENBEREEEZN U fldl, BLBITAAFNNRER, KBER, REFKBITE. BITETIHE
o NRIMABIBEIE, FERALEL, FEBRFIB. MERAXN, XR—IMTERENTm. TELLEM
t, BE-LEHIMZA “LAMIEHIIIEE" (Delighters), LLMEAIARIFIRFIEZMZHAIEEW,



[00:50:49] Dmitry Zlokazov
English:

So we want to add different currencies because now interest rates are going down, so people might find it
valuable to open a savings account in, for example, | know in Europe, Swedish Krona interest rates are
higher than Europe, but it could be even something like Brazilian Real with 12% interest rate versus 2 or
3% on euros. And then as the cherry on top, there is this all that in an amazing, you have very smooth,
you can set custom wallpapers, you can set goals, you can automate a spare change towards your savings
and all those features. So there is an underlying basic fundamental layer that where you need to be just
on par with competition, but then there are a lot of things on top that just make people love your product
way more. And obviously there are a lot of synergies in between those things. So yeah, thinking of crypto,
you can just receive crypto on your wallet and then you can just instantly convert it to cash on your
account or just spend it with your card. How amazing can it be? Just buy a coffee with Ethereum.

AR ERIE:

BAVREMAERE ™, HARMERNRETE, AMIATESAIASEMEMNEEKARENE, LLOER
M, ImHEEANFRLLR TS ; BEEAUREATIR, FIX 12%, MMITRE 2% 5 3%, &EFHELR
£, X—UIEMBRERENELF: FERY, TLUKREBENER. REBT. BRTRENEEEFS.
FREL, REZEME, MBASRFXNFHT; ENEERERAEILANEZMRNTm. R, XEFm2Z
BIERZMEM, LLININELET, M UEEREERBMESET, ARIZRAKS ENNE, HEER
RIFHZR, XZHEM? EHA LR LMWk,

[00:52:09] Lenny Rachitsky
English:

| love that. Okay, let me take this opportunity to try to summarize what I've learned from you so far in
terms of what you guys have figured out about creating incredible product leaders. They go on to do
wonderful things and basically one of the top three most successful companies at this. So there's kind of
these two buckets as | talked to you and the Palantir guy, there's kind of like the hiring piece and then
there's what you do to help incubate this kind of forge for incredible product leaders. So in what you do
internally, kind of the four bullet points I've got here is give people a lot of ownership. They're essentially

GMs of the product, the feature.
AR ERIE:

HERX D, 78y, EHRENSE—TREMALERIMRXEZRHNX TEFRMETRASENZR, 1=
AERNEH, MIEFSLERXFERMINNI =& AT Z— [EWMFHM Palantir WAIIIBYAREE, XAJUS
ARNEE: —2H8E, ZERIINERSFEHERXERSE, TRBHEL, REETHOR: F$—, |
FIRARBIFAEMN, AR L2 methien 24818,

[00:52:46] Lenny Rachitsky
English:

There's a lot of focus on depth and complexity and getting really good at solving really gnarly problems.
And then there's a focus on building wow products, amazing lovable products that have a very high bar.
And then there's kind of a subtle point that I think is probably impactful here is just working closely with
detail-obsessed founders or product leaders like you and learning from you all and just seeing the value
and impact of being super detail oriented. On that bucket, is there anything else that you think is super
core that I missed before we get to hiring?



AR ERIE:

B, KEREMERE, BRERMEBFORE,. 5=, XFTE “Wow” &m, BE k. SAEER
IR~ me. B, — MW ENEREREMANR, MESGIRXFMRATIHEIBAN~RARERS
8, AIRIFS, HFERBIREXTATAAIEROMENZM. EX—HE, EANBEEEZE, RIESHK
TR aRENZORD?

[00:53:21] Dmitry Zlokazov
English:

Yeah, | would just maybe highlight the aspect of this going deep into details. There are two main streams.
First is let's say being technical, understanding how underlying systems work, but second is also building
empathy towards customers. Understand the possible contexts and making sure that your product will
satisfy each one of them.

FRCERIR:

2HY, FAARFE—T “RAANET” BN EERK. F—ERARE, ERRERAZWNMGEN; E2E
UNEFPHNEEDL, BETENSMTR, FHERIMO~REREES— IR,

[00:53:46] Lenny Rachitsky
English:

That's a great point. So it's actually understanding the bare metal of what is happening and how it's
possible, and then making the experience as simple and wowable as possible.

AR ERIE:
XERF. MR EERREE Y/ ZANGERIE, XBIHAKRAEEREES AR,

[00:53:56] Dmitry Zlokazov
English:

There is also a third aspect, but it's a boring one and it's complying with all possible regulations and
making sure that your product will satisfy the regulator, but it's also an important part of the job.

FROCERIR:

EEB=NAE, BALREE, BMSETHREIRENEN, BRI RELEENNEE, Xt IEF
hREZM—EED

[00:54:13] Lenny Rachitsky
English:

What I get from that is just building patience with all-
R EE:

BMPARIEINZ, BIEFHAEXEEENM




[00:54:18] Dmitry Zlokazov
English:

| would say it's actually being able to unblock your team and that sometimes require product owners to
steam roll changes because it also means that you could easily get stuck with a lot of people just looking
into each other and thinking, "Okay, can they approve it? Can they not approve it?" We try to innovate on
it. We try to automate as many things as possible. We use even Al models for that, but it also requires a
product owner to be able to get things done, just getting people down to consensus and understanding
how your stakeholders, how to get them to the necessary decision and then blocking UTM so that
eventually the value is shipped to customers.

FRCERIR:

AR, XEFFERXTFMENEANTERER. BXEKXR PORNEHEE, ANFREZBAEBE ——K
AEEARS, BE: “WE, WIIEHED? Reefgn? 7 FMHEEXAEEEH, ReJseamht. i)
BEENILER AIRE, BXHER PO AE “BEFR" BT, ILAREMHIR, BEOMASISHEEXE
HEBBERR, MMERER, RERBNMERNSEER

[00:55:10] Lenny Rachitsky

English:

Awesome. Essentially it's just getting done, plowing through blockers, dealing with many stakeholders.
R EE:

AHET, AR EMZBIRESE, HHER, LIEXZHAEEXE,

[00:55:18] Dmitry Zlokazov
English:

Yeah. That's always the most important.
R EY

Y
=20, XKITEREEN,

[00:55:20] Lenny Rachitsky
English:

Okay. That's a great addition. | could see why that would be really helpful for folks that are trying to get
ahead in their career. And then on the hiring piece, what you look for is raw intellect, drive hunger,
passion essentially. Those are the first two. And then interestingly, non-senior, not people with a ton of
experience in the problem space, more so focusing on intellect and hunger. Is there anything else in that
bucket that you think is important that leads to people being really successful?

FRSCERIF:

FHY, X2—MRIFNAH T, REEIBRNT AX AR EFR A EREH#H— S AREEE), XFi88E,
RIBENZRBEN. Eahh. TBRMEE. XEaMa. BBNE, RIIAMMETFRBERATHEER
TR AREBRUWNA, MEEXTEHMNIER, EX—HE, REETETAEEMNREERILAITRLRE
FLh?



[00:55:49] Dmitry Zlokazov
English:

Most importantly, it's again, getting things done, getting your hands dirty, and great product owners are
very hands-on. They don't think of themselves as managers who just give tasks to people and wait them
to complete it. They just go and get things done and they understand that most important things they will
likely have to do themselves, and they understand that there needs to be relentless focus on execution,
and if something is 99% done, it's closer to 0% rather than 100%.

FRCERIR:

REENE, BXRIA, BRESE. FH¥EN. BN PO BEEEEXEN, M NANBESRESEES
HESTANERE, MIIFEXIBHBMN, MITPEEREENSErIRLTEEDF. MIBERLRTR
iﬂ’.?éfi#l.ﬁo yﬂ%—1¢$%fﬁ7 990/0: EE@;E%& 00/0: ﬁ.ﬁ;FIEE 1000/00

[00:56:29] Lenny Rachitsky
English:

Whoa, say more there. Is the kind of insight there is just things seem like they're 99% done, but they're
actually very far from being done?

FRCERIR:

I, ZHHXD. XENRRENR, FHEEERTHT 99%, EXFF EBRETRERTG?

[00:56:38] Dmitry Zlokazov
English:

Sometimes the product is built, but then product owners are the ones who also make sure that, for
example, customer care team or sales and marketing team are using it to a full extent because without it,
it could be just another useless feature, and no one knows about it.

AR ERIE:

EN~REEWEFT, EPOLTFEHR, LNFRAMNIHEEEHANEETRDFAE. RANRLEX
L, EAERES—MEANERITLAIIEE,.

[00:56:57] Lenny Rachitsky
English:

That is super cool. | like that mentality. Let me ask you something completely different. What's kind of the
story of you landing at Revolut? | know you had to move your family. It was a whole adventure.

AR ERIE:

EAET, BRERZMOE, LHKRIFR—TT2REREBE, (RN Revolut FIEER EFR? HABIRFF
TREK, FERAN, PB—RKEMR,

[00:57:08] Dmitry Zlokazov



English:

My journey into Revolut actually coincided with me moving to the UK, so it was a completely new
environment for myself. It's a huge stress load for the brain as well. And it's not only about using the other
side of the lane on the road in the UK, but also it's a lot of things, for example, in the industry, some
concepts that I've never heard about, and actually I've never worked at FinTech before, so | also changed
the industry. So it was a complete turnaround for me and for my career, but | was very determined and
excited about it because everyone who I've been talking to, they were saying Revolut is like it's top talent
is at Revolut, all best product people are at Revolut, and | really wanted to be part of this great team.

AR ERIE:

FANN Revolut BIFRIZIESFEE EFREIRE, FRUANERRZR— N EMBFR. XNARRREZEEANE
Ho AMUBBENRERELITHE, EBERZHE, LLMTUA—ERMRITINS. LR EHUTTMKRES
AR T EE, FAATIEE 717, XNFDAMBRNEERRBIARAIEE. BHRIFEEEBNME,
AERZHIHIZ N AR Revolut BRETTARAT, &IFHI=mAEBTE Revolut, FREBREAXMETFEA

EI‘J_EO

[00:58:11] Dmitry Zlokazov
English:

Eventually it actually appeared to be advantageous for me because | also had this fresh view on things
and even in the Revolut app, which is actually way, way better than other banks products. But even there
| found some things that for me, because of this lack of context, they were not intuitive and | worked hard
with the team to change that.

FRCERIR:

R, XMHERRRMA T —MRE, BARBET2HNA. BIETE Revolut WNAH (EEBXLLHEMIR
TFRIFES), HNMAKIM T —LERAARRZESAIRMESAENNMS, FEREAMAN—ESHHRET

XL,

[00:58:43] Lenny Rachitsky
English:

Okay, great. I'm going to take us to recurring segment of the podcast. I'm going to take us to Fail Corner.
So in Fail Corner, the idea here is people come on this podcast, they share all these stories of success,
everything's always going great, but in reality, things don't often go great, and there's a lot of things that
don't go right. Is there a story you could share where things went wrong in your career, where you failed
with a product you were building or a moment in your career where things were looking really bad?

AR ERIE:

KIF7. MAHFNBENEERT: “RKA%E” (Fail Corner). EXNFT, BREITEBESSZEMINAIK
F, —UERREBBRINF, EISERHIFNL, SHERSEFFZHE. MEDE—TRUEERHENRE
15? ELANfRMERS MR T , SERUEERE N EEERAIATZ?

[00:59:11] Dmitry Zlokazov

English:



| think the most spectacular failures is probably were on the earliest stage of my career, which | studied
back at university and maybe in my second year of university | started building some things, different
startups, and one of them was actually a product that makes me proud even now because it was like
what, 15 years ago? So 2010, meaning still no one really had even iPhones back then and me and my
friends, we started building a website that allows people to buy tickets to the cinema so that they can
skip the line so they don't need to come in advance to select best seats and they can just buy a ticket
online and go to the seats directly. Something that today seems as a commodity. Back then no one had it.

AR ERIE:

RERSENANAIRAEERRIVEENRFEH, RERF_FLEERAREL, MITENHE, Hp—
PEMEMERAERILRREIE SR, BBRAL 15 Fal, i 2010 F, BEHEERTAAR iPhone, FHAK
MFFRBIL— 1M, EAMATUELAWSEEREE, XEMIIMAT UBLIHIN, FRBRIRAEERE, BEXE
NE, XESKRERZEFFLANE, EHIRAM.

[01:00:15] Dmitry Zlokazov
English:

People were using pieces of paper and we built an end-to-end system because not only we needed to
build a website, but we also needed to build hardware to scan those tickets, for example. And to have
these tickets in digital format, we needed to hack SMS standard because again, people didn't have
smartphones. They had these Nokias and we were sending images, QR codes inside an SMS, which is like
a hack of the standards in a way. And then we were scanning those things with our own devices and we
built our own devices with scanners, and we actually created these beautiful devices made from stainless
steel, which looked really nice inside the cinema halls.

AR ERIE:

SR MNMIEERARTR. HMNWET —NRElnRS, TRXEEWL, TENEZABEENSEG. AT RIK
FEE, BRIAEF ‘R =#8E (SMS) i, BAAMNSRKEEREFI, AHNREEL, RIZHEE
BEELEEGM 4, XERMIZE LEXNITENRE. ARTKNHBE CHSENEEHRITHE. HMNBAE
WMHLE T XERRIAERE, REBERATEEERIFDE.

[01:01:12] Dmitry Zlokazov
English:

And | remember how | was excited about it with my friends. We were like, "What an amazing thing." It's
like, look, we are bringing future here, but we actually spent all our investment on this hardware and we
were expecting that everyone will just rush into using our system. But it was a very low share of
customers who started buying tickets online because people were not ready for it, which was growing
quite slowly. And eventually we had to close it because we simply ran out of money because we spent all
of it on this hardware without any proven business model. So something that currently looks like an
obvious mistake back then, we were just enjoying building a product that we would love to use ourselves,
which | think is the right principle, but it also was a very painful lesson. You need to stay lean, you need to
validate things before you scale them. You need to think way more about the run rate of your business. So
there were a lot of painful lessons for me. Since then, | also try to avoid working with hardware.

AR ERIE:

HICFENFMBARITESZME, BMRETF: "KEF7T, BANEERRHRIMEL"” B ERIHERENK
REEETXEES L, AISSIABIRRRNNRS. AN, RERIDBEFFBELEERE, BAAM]



WS, BRKIFBEEE, REAFNFF/AXAE, RAARLLTT —RINBERSME TEH L, MREE
WIIEREI RN, MEBRXEAZ MR, EIRFNIAZBNEIEITE—NEESEANT R REF, B
AHINARZNRNZEXNH, EXEE—MEBHHI: MF2RFEE, EIRLZARIEERE, MEFEES
wEERWSHIMER (Runrate) s BRREMNL T HRRZBENH. MIBLUE, HtBREBGIZAEEMT.

[01:02:27] Lenny Rachitsky
English:

| was just going to say that's a common challenge for startups trying to get right into hardware, although |
wouldn't be surprised now if Revolut launches something another product, and this is a new product line
of Revolut now that you've had that experience.

FRCERIR:

KRIERR, BEETEREHZVEQATNE LK. 1T, R Revolut IR BIRAVE I HE HFTAVEH ™ m
%, BRUFAIREIRG,

[01:02:42] Dmitry Zlokazov
English:

We launched a POS terminals required.
FRCERIE:

BATHRASSHEL T POS i,

[01:02:48] Lenny Rachitsky
English:

All right, there we go. Dmitry, before we get to our very exciting lightning round, is there anything else
that we haven't touched on that you think might be really helpful for listeners to hear? Maybe a last
wisdom nugget that you haven't already shared, or even just something to kind of double down on that
you've already shared?

FROCERIR:

KA, Dmitry, EFENBEONBRIZRZE, EEMHARITLKIE. BIRIANAMIFREFEBIRING? W©iF
RO —RESRE, WERMEEXRENAS?

[01:03:04] Dmitry Zlokazov
English:

No, | think that it was an amazing chat and thanks, Lenny. We covered a lot of different topics. | would just
maybe summarize that if you're excited to build certain things, never hesitate to do it. The best way to do
it is probably your own startup, and it also what will give you the steepest possible learning curve, but
then if you want to join a company, try to choose the one that has the highest entrepreneurial spirit and

that will allow you to work as closer to a mode of a founder as you possibly can.

AR ERIE:
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[01:03:44] Lenny Rachitsky
English:

That's a recurring theme in these conversations I'm having with companies that produce the PMs that
have the steepest career trajectory. And so that advice is exactly what I'm taking away from this too,
assuming you want your career to accelerate really quickly after you go work at this company. Okay,
Dmitry, with that, we've reached our very exciting lightning round. Are you ready?

FRCERIR:

ERSALEFHIRWMTRREE PM IATRRN, XRE—TMREHANER, NRMFZEEMA—RAFE
RERVAEERE VR AR, XPEINERRFIMIERIR. 7, Dmitry, MEHNGEHINBI, HEEHEF 715?

[01:04:06] Dmitry Zlokazov
English:

Yes. Let's go.

FREiE:

HEEWT, FHIEE,

[01:04:08] Lenny Rachitsky
English:

Here we go. Okay. First question, what are two or three books that you've recommended most to other
people?

FRCERIR:
F—A: RANAMEFRZNM=EBEMHA?

[01:04:15] Dmitry Zlokazov
English:

The Hard Thing About Hard Things by Ben Horowitz. Actually read it quite some time ago, but | found
myself recommending it to other product managers most often. It's actually illustrative that to be a great
product manager, someone needs to strive to being a great CEO. And besides this book emphasizes the
importance of building systematic solutions and scalable solutions, which is critical for scaling a
company. Also being honest on how important it is to grind stuff. And then second book is, | read it more
recently, Build by Tony Fadell. | was really inspired by this one, especially given how | appreciate how it's
not easy to build hardware and what Tony was describing there is just super exciting and inspiring. And
also I think that there are different archetypes of product managers. There are people who tend to disrupt
things more. Personally | think about myself as a builder, so Tony's principles that he highlighted in the
book that they resonate with me a lot.



AR ERIE:

F—AKRER - EFER (Ben Horowitz) BY (B4R (The Hard Thing About Hard Things). &#AE TR
A7, BREANBCHENHEM PMEEE. SRBATERA—BRFNT~REE, WABIRA—BRFN
CEO, Iboh, XAPRIFTHMRAZUI YT BERARNEEY, XMFRARAMBECEXEE, BRI
HWRT “BE MNEEY. FARRREIEN, £ - AR (Tony Fadell) B9 (8i&E) (Build). HFZRE
%, THEZEIFRAESEGNTS, BEREPFIRERIEESANENESE, RIANFREEEREN
FE, GEAMEATFEE, MEMNANANESE—" “‘BiEE” , AUEEERPRANENILRIEEEH
s,

[01:05:44] Lenny Rachitsky
English:

I'm trying to get Tony on the podcast. If anyone listening knows Tony Fadell and can nudge him, "Hey, say
yes to Lenny," that'd be great. I've been in touch with his team, but he's not doing podcasts right now, but
I'm trying to get him on. Okay, moving on. Do you have a favorite recent movie or TV show that you've
really enjoyed?

AR ERIE:

REXERIFEE LTIB. MRIAREE AR M, BEREIE: I8, ZFMN Lenny B, F—EMMAIEA
RIFEKR, BtEMAERES, ERSREE. T8 ROARETAERNEZHEMATE?

[01:05:58] Dmitry Zlokazov
English:

| think the last movie | watched was Oppenheimer and | really liked it. | always love watching biopics. |
think they give kind of a perspective and let you think about things in perspective.

FROCERIR:

HEEEN—& TR (A1) (Oppenheimer), HRER. Z—EHENRELIEH, RRETENIERE—
M, ILIRRANBE,

[01:06:17] Lenny Rachitsky

English:

Is there a favorite product you recently discovered that you really love?
R EE:

BIE BRI AR ENRREF = mE N A?

[01:06:20] Dmitry Zlokazov
English:

Manus is a great thing.

R EE:

Manus JEE %,



[01:06:23] Lenny Rachitsky
English:

The Al agent?

R B

BB Al BB RE(K?

[01:06:24] Dmitry Zlokazov
English:

Yeah. Yeah. It's just like | was super impressed how... | was mesmerized. It's so autonomous and smooth,
and | just spent a few hours vibe coding and | created this JavaScript app that sends me a rare English
word every day to learn and remember, and it worked, and | was just amazed.

FRCERIR:

B, RENKIFEERZ BEHEXRT, EEBEEETERT. RET/LNNEHT “FEHE” (Vibe
Coding) , BT — JavaScript 8, 8XREHLKE—PFERNRIERFAULHFIMNIEIZ. ERINETT,
HREIFEBIRT

[01:06:54] Lenny Rachitsky
English:

What's a word you learned?

R EiE:

{RFE T HNE?

[01:06:56] Dmitry Zlokazov

English:

Ineffable. It was the yesterday's word.

R EE:

Ineffable (WARATSHY/AREISHRY) . ABEERAVEIT,

[01:06:59] Lenny Rachitsky
English:

| love that. It's still going. That's great. Do you have a favorite life motto that you often come back to, you
find useful in work or in life?

RSz ERIE:
XiET. IMEREAAERANAERS, REEIEREZHRER?



[01:07:07] Dmitry Zlokazov
English:

| love this phrase. | think Eisenhower said it, "Plans are worthless, but planning is everything." It's like we
often say how important it is to be flexible and agile and adjust to change in circumstances, but it doesn't
allow us to actually not have a plan at all. It's important for us to remember that we always need to think
many steps ahead and while being flexible, we also need to think things thoroughly.

FRZERIE:

BENXTE, REEXRRERRN:  “TRIETHAR, BitklfEiE (Planning) 72—1." HIBHR
B BIENENZEUREE, BXHAEKRETUT2EEIT. EENEELE, HIEERBRMNEBER
g’ﬂiy ET%?%E?EE’\JEJEYT, mgiﬁlm\%ﬂfgo

[01:07:43] Lenny Rachitsky
English:

Final question. For folks that are maybe checking out Revolut for the first time that want to play with it or
already users. What's the most underrated feature? What's something that you think people should check
out maybe they're not aware of, or even just like a UX, | don't know, animation, something fun that

people may not know about?
FRERIE:

Ra— A, WFRLEE—XZIR Revolut RELZAF AR, RESRBEMEHINERHTA? BFARE
ANIAIEEERE. BEF—HN? HEZ—TEBR UX BhE?

[01:07:58] Dmitry Zlokazov
English:

The thing that is not yet widely used, but | really loved it, is what we call a wealth protection. So if you go
to settings, you can enable a limit for any transfers outside of Revolut. If you want to do a transfer above
this limit, you'll have to do a selfie check, which is our proprietary technology. We do a video selfie here.
It allows us to make sure that it's you, no one else is doing the transfer, and it's actually almost as smooth
as face ID and the way the team built it is really great. I'm really proud of those guys.

FRCERIR:

— P EINERE ZERERIFESNHIER “WERIF” (Wealth Protection) . MIRIRHNIRE, UM
R4t Revolut IRIFIRERE, MRIFBHTEL RN, LMHTERKIE. X2HRNOER K
A, FEHTINEH, XEMRBIMEANERIE, MAZAA. C©RIERJLFH Face ID —#7#7, HARIF
IFEE, FAMITREIGE.

[01:08:38] Lenny Rachitsky
English:

Dmitry, you guys are doing something very special. | really appreciate you spending so much time with
me chatting through all the things you guys have figured out. | think this is going to help a lot of different
companies level up the way they think about product and for people to join Revolut that want to



experience this and accelerate their career. So thank you for being here. Two final questions. Where can
folks find you if they want to reach out and how can listeners be useful to you?

AR ERIE:

Dmitry, fRITEEM—LFBERRINER. FERIHREXAZHENZDZMRIINOE. HBXZEHRS
REERANT@HEBE, WGBSR & REEIAMN Revolut, HTFREVEIR, &AM NAE: R
AKBEXRIR, AILUEMEREIR? IRENIREERA?

[01:08:59] Dmitry Zlokazov
English:

| think the best way is to find me on LinkedIn and yeah, | would be happy to receive a note from anyone
on how we can improve the product and any feedback on the product. And also if you know someone
who can be a great fit to Revolut after you've listened to what I've told, then yeah, | would be grateful for
that as well.

FRCERIR:

FERIFH S VEHE LinkedIn E#iFo HRFEWEIXFMASHS~ mEEA~RmRIGHIEN. S5, MRR
IFRHENDEE, RISFUEIFEES Revolut WAF, FHBRBARMRSEL.

[01:09:26] Lenny Rachitsky

English:

Awesome. You're about to get a flood of applications. Get prepared. Dmitry, thank you.
HRCEIE:

KIET . (RATREBRWNEI—ARERIFT, MeFESE. Dmitry, HHER,

[01:09:32] Dmitry Zlokazov

English:

Yeah, Lenny, thanks a lot. It was amazing time. Thank you very much.
FRERIE:

514 Lenny, XERBSIEIRMEIR. IFH Rl

[01:09:35] Lenny Rachitsky

English:

Same. 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.

RSz ERIE:



B2, ARBN. FEREKRIT. NRERFAEPTEENE, BILIE Apple Podcasts. Spotify SIfREIRHY
BENATITHE. %, BERABRMNTISXBTITIE, XEEHELZARLAXMERT. RAJUE
lennyspodcast.com #EIFIEEHTTER THESZES. THTEL.



