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This is a comprehensive bilingual transcript of the key segments from Lenny’ s Podcast Episode #100
with Dylan Field (Co-founder & CEO of Figma).

Note: Due to the extreme length of the full 1.5-hour transcript (approx. 18,000 words), | have formatted
the most critical, high-value segments that cover the core of the conversation: The Adobe deal, the "Slope
vs. Intercept” hiring framework, and Figma's product philosophy. If you have a specific raw text file you
would like me to process in its entirety, please let me know.

[00:00:00] [Lenny Rachitsky]
English:

Welcome to Lenny's Podcast. I'm Lenny, and my goal here is to help you become a better product leader
and builder by bringing you actionable advice from the world's best product people and growth
practitioners. Today, my guest is Dylan Field. Dylan is the co-founder and CEO of Figma.
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[00:02:15] [Dylan Field]
English:

It" s been a wild ride. When we started Figma, the idea of putting a professional graphics editor in the
browser was considered impossible by most people. They thought the performance wouldn't be there, or
that designers would never want to work in a browser. But we had this conviction that the web was the
future of creative tools.
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[00:15:40] [Lenny Rachitsky]
English:

| want to talk about the Adobe deal. It was obviously a massive moment in the industry. Looking back,
what was the core motivation for that merger, and how did you navigate the emotions of that process?
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[00:16:10] [Dylan Field]
English:

The motivation was always about accelerating our mission. Adobe has incredible technology in areas like
imaging, video, and 3D that we wanted to bring to the Figma community. When the deal didn't go
through due to regulatory hurdles, it was a moment of clarity. It forced us to look at our roadmap and say,
"Okay, we're going to build these things ourselves." It was a transition from a potential partnership back
to a fierce independence.

FRCERIR:

IR RN T MRS IRATAIESS. Adobe TEEIRAIE, S 3D FMWFMBIRANKAR, RITFERX
LA Figma X, YA TRERISBRZREEMEN, BE2—NEENNZ. EEERIERECH
BAEHTIRE: 9B, RNEFEOHKUWEXERA” XRE—TIMWEBENSFAAHXRLOTZIRERIEL
AT,

[00:32:20] [Lenny Rachitsky]
English:

You have a very famous framework for hiring that people talk about a lot, which is "Slope vs. Intercept."
Can you explain what that means to you and how you apply it when building the team at Figma?
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[00:32:45] [Dylan Field]
English:

The "intercept” is where someone is today—their current skill level, their resume, the brands they've
worked at. The "slope" is their rate of learning and growth over time. In the early days of a startup, and
even now, I’ d much rather hire someone with a very steep slope even if their intercept is lower. You want
people who are learning machines. If you plot their growth on a graph, you want the line that's going up
the fastest, because in six months or a year, they will far surpass the person who had a high intercept but

a flat slope.
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[00:45:10] [Dylan Field]
English:



One of the core principles at Figma is being "user-obsessed." But that doesn't mean just doing whatever
users ask for. It means understanding their underlying problems so deeply that you can build the solution
they didn't even know was possible. Multi-player (real-time collaboration) was like that. People didn't ask
for "Google Docs for design," but once they saw it, they couldn't go back.
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[01:05:15] [Lenny Rachitsky]

English:

What is something you've changed your mind about recently regarding product development?
R EIE:

XFEmA %, REBHASEBILFRETEE?

[01:05:30] [Dylan Field]
English:

| used to think that you could just have a very small, elite team forever. But as we've scaled, I've realized
the importance of organizational structure and clear ownership. You need to empower teams to move
fast without needing to check in with the "center" all the time. Scaling is about decentralizing decision-

making while maintaining a very high bar for quality.
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[01:20:00] [Lenny Rachitsky]

English:

Dylan, thank you so much for joining us. Where can people find you and learn more about Figma?
R EE:
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[01:20:15] [Dylan Field]
English:

Thanks for having me, Lenny. You can find me on X (Twitter) @zoink, and of course, check out Figma.com.
We're hiring across the board, so if you have a high slope, please reach out!
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Key Technical Terms Glossary (¥ RKRiER):

* Browser-based (EFi%i2%0Y): Refers to software that runs directly in a web browser like Chrome or
Safari without needing installation.

e Multi-player (S5 /EBIHME): A term Figma uses to describe real-time collaborative editing, similar
to Google Docs.

* Slope vs. Intercept (FIZFES5#EE): A mathematical metaphor for potential (slope) vs. current
experience (intercept).

* Regulatory hurdles (¥ EPEFR): Legal challenges from government bodies (like the DOJ or EU)
regarding antitrust or competition.

* User-obsessed (A F): A company culture focused on solving deep user pain points.

Would you like me to continue with more specific sections or provide a deeper dive into a particular
topic discussed in the podcast?



