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[00:00:00] Fareed Mosavat
English:

You can't do homework. You can't do exercises. You can't do fake stuff. You have to work on real products
at real companies with real customers, with real data to get better at product management. So any kind
of training, mentorship, reading, et cetera that you do is just a layer on top of that. The real acceleration
happens from doing it and getting more reps. There are ways that | think great PMs use to go faster on
this loop, but you still have to do the work. At the core is you have to actually execute and deliver great
products, and you have to do it over, and over, and over again.

FRCERIR:

RABER IR, FEERMES], TREBRBLEENKRA, BERESTmEERN, MUFEEERNARE, BX
HESWEPMESSHRE, RTEELENS M. PR, RAAMEEMEFIIL SITES. AiREFE, BMRABHL
E. BEIERINERE FRBMAME “RIER" (Reps). HIANMBN=REE (PM) BIEEXMEHFH
ISEIR, BIRMHABIEENTF. ROETHRORBEEERITHRANEN~R, MEEZE—BX—EHES

XM ETE,

[00:00:40] Lenny
English:

Fareed Mosavat is the Chief Development Officer at Reforge where he's been for over two and a half years.
Before that, he spent three and a half years at Slack leading a lot of their growth efforts, about a year at
Instacart leading a number of their key growth analytics and product efforts. He's a GM at Zynga, he's VP
of Product at Runkeeper, and something that | only learned during our chat is that he spent six years at
Pixar doing character simulation, rigging, and building 3D animation tools. In our conversation, we focus
on the journey of becoming a great PM, including crossing the canyon from IC to manager, the
importance of expanding your scope, and how to create opportunities where you get more responsibility
as a PM. Fareed is such an A-plus human full of so much insight, and I'm really excited for you to learn
from him. With that, | bring you Fareed Mosavat.

AR ERIE:

Fareed Mosavat /2 Reforge WEEAEE (Chief Development Officer), thEBEILIETHWEX S, FIt
g, 7E Slack TET=F¥, NS TAEMEKTIIE; 7F Instacart TIET KAN—F, WS T ZHREILK
DRI thE 2 Zynga W24EHE, Runkeeper B REIEH. MEERIWIIRBIHASHN, thEE



R (Pixar) TET/RE, MEAGKRIN BHHE (Rigging) LUIKRME 3D B TR, ESRIMIEF,
HNBERITIERA—RMFE PM BHIE, BENABEMDTASEE (C) NEEREN “RIkA” . FRIMF
SEEMEEME, URIMNAEIENEE PMBRLEEFRABESRIE, Fareed B—UIFEMRE. REBRIH
A, HAFBEAFGIRIIEMM S EFEIRAE, TE, 1LF(IRE Fareed Mosavat.

[00:01:32] Lenny
English:

This episode is brought to you by Coda. Coda is an all-in-one doc that combines the best of documents,
spreadsheets, and apps in one place. | actually use Coda every single day. It's my home base for
organizing my newsletter writing. It's where | plan my content calendar, capture my research, and write
the first drafts of each and every post. It's also where | curate my private knowledge repository for paid
newsletter subscribers, and it's also how | manage the workflow for this very podcast.

FROCERIR:

AHATIE M Coda #iBf, Coda B—REE—XHIR, ERXE. BFRBINARFNMRET—5. KR
t, ZREXREEMER Coda, ERHKIETHF@A (Newsletter) HWALXE, REMEMIABTHRA. iERHAR
B, HAEEE—RXENTR. 2R NNEITHAEZEEMARENMS, REEACREEXMER
By TR

[00:01:59] Lenny
English:

Over the years, I've seen Coda evolve from being a tool that makes teams more productive to one that
also helps bring the best practices across the tech industry to life with an incredibly rich collection of
templates and guides in the Coda Doc Gallery, including resources from many guests on this podcast,
including Shreyas, Gokul, and Shishir, the CEO of Coda. Some of the best teams out there, like Pinterest,
Spotify, Square, and Uber, use Coda to run effectively and have published their templates for anyone to
use. If you're ping-ponging between lots of documents and spreadsheets, make your life better, and start
using Coda. You can take advantage of a special limited-time offer just for startups. Head over to
coda.io/lenny to sign up and get $1,000 credit on your first statement. That's C-O-D-A.io/lenny to sign up
and get $1,000 in credit on your account.

AR ERIE:

XEEER, HET Coda A—NMESHIPAEF NN IR, #UM T — 18 Coda Doc Gallery IR EFEER
BEIRANIER, BRFTIRELBRTAMEINFTE, LR REIERBRTFLEEMNDE, W Shreyas. Gokul
LUKz Coda B9 CEO Shishir, Pinterest. Spotify. Square 1 Uber ZTRXHIFAEBTEER Coda BIEE, HA
1T HATBE AERNIER, INRIREEREN SRR ZERETNHR, IHRNEFREN—R, FIEEEA Coda
Mg, MEHMEILTEIFFNMRISME, FifE coda.io/lenny 5EAf, BENRITEE KK S IKS 1000 E oA
E, BD C-O-D-A.io/lenny, FAFFHFREX 1000 o EiFE,

[00:02:59] Lenny
English:
I'm excited to chat with my friend, John Cutler, from podcast sponsor Amplitude. Hey, John.

AR ERIE:



REeE SR EREEHEIE Amplitude B9AR%& John Cutler PR, PE, John,

[00:03:03] John Cutler
English:

Hey, Lenny. Excited to be here.
FRCEE:

I, Lenny, REMREIXE,

[00:03:05] Lenny
English:

John, give us a behind-the-scenes at Amplitude. When most people think of Amplitude, they think of
product analytics, but now you're getting into experimentation and even just launched a CDP. What's the

thought process there?
FRERIE:

John, A 1#H#H Amplitude WEEWEE, KZHAEE Amplitude BY, BEBEINE= @A, BIE
RITFFIEH B L (Experimentation) , EENINIEL T COP (BEFHUIETR). XEENEBELREREH
#y?

[00:03:16] John Cutler
English:

Well, we've always thought of Amplitude as being about supporting the full product loop. Think collect
data, inform, vet, ship experiments, and learn. That's the heart of growth to us. So the big aha was seeing
how many customers were using Amplitude to analyze experiments, use segments for outreach, and send
data to other destinations. Experiment and CDP came out of listening to and observing our customers.

FRCERIR:

i, FM—HiAN Amplitude OB ZIF BN~ MBS, B85 WEHE. REERS. BIE. ZHKE
HFSo MEATHKR, XFBERKEZD. P, HENBEXAZEF €A Amplitude KOS, EAS
BEOHITRA, HRBUERXEEMBERMEY, RITETERNAI. KEIHEEM COP NREEERTNEFH
RIS,

[00:03:37] Lenny

English:

Supporting growth and learning has always been Amplitude's core focus, right?
R EE:

SHEHEKNFE S —EHE Amplitude BVZOKF R, XIIE?

[00:03:41] John Cutler



English:

Yeah. So Amplitude tries to meet customers where they are. We just launched starter templates and have
a great scholarship program for startups. There's never been a more important time for growth.

FRZERIE:

. Amplitude EHHEEF S THFER. FMNMINHEL T NIIRR, HAMEIQBRMT —TRENRF
TitAle MFIEKEN, RERRPIREHEZRZ,

[00:03:50] Lenny

English:

Absolutely agree. Thanks for joining us, John, and head to amplitude.com to get started.
R EE:

TR BHEREIMN, Johno PRARABA(TALARIE amplitude.com FIAER,

[00:03:58] Lenny

English:

Fareed, welcome to the podcast.
FRCEIE:

Fareed, SR FEE,

[00:04:01] Fareed Mosavat
English:
Thanks for having me, Lenny. I'm super excited to be here.

FRCERIR:

[00:04:03] Lenny
English:

So to set a little context for listeners that aren't super familiar with you, can you give us just a 45-second
overview of your career and all the wonderful things that you've done?

FRSCERIF:
T ATBLERAREARIIIF NI — L 2, (REEF 45 PO BV Bl E— FIRAVER L 4 ER I RER B AR LA 221y
=52

[00:04:14] Fareed Mosavat

English:



Great. Hi. I'm Fareed Mosavat. | live in Berkeley, California with my wonderful wife and two children, but
I've been a product leader across a variety of different companies over the course of my career. Today, |
am the chief development officer at Reforge where | help run all of our content teams, parts of our
operations, and our partnerships with wonderful experts like yourself.

FRCERIR:

8. AKEF, FE Fareed Mosavate EMBFEMBNEF UK N ZFEEMMETH, FEHRNERLEEF,
KEEZRARNQEET~mATA. B, FE Reforge WEFELREE, AREBRRIIFIEHNARER.
BRBETNE, UNRSHIIFXFERFTHNERBILESEUFERXR.

[00:04:33] Lenny

English:

Awesome. What about all the other things you've done?
FRCEIE:

KiFT o BBXRFIRMIRIHEEBIE?

[00:04:35] Fareed Mosavat
English:

So, previous to this, | spent almost four years as the director of product for a team called Lifecycle at Slack
that is effectively a growth team. We're responsible for the self-service business at Slack all the way from
first sign up, first team creation through to the first invites, activation, expansion, modernization, and
even connecting the dots with our SMB sales team to help nurture some of those small self-service teams

into larger commitments through our sales team.
FZERiE:

Eitbz A, 7 Slack BETEMNEN~=REE, fAR—1RA Lifecycle BEIPA, XIPr_ER—MEKERA,
B3R Slack WBBIERS LS, WETMNEXEM. BEXRCIEERIIEREBIE. BUE. ¥k, &Sk
(Modernization) H£31E, HINTEZXESH/NElL (SMB) HERIPAXE, FEENKE—LL/\E BEIARSFTE
K EHERN LN AT,

[00:05:02] Fareed Mosavat
English:

| came to that through a variety of different growth and product leadership roles at a bunch of different
startups on larger companies. | built one of the first growth teams at Instacart for about a year and a half
in the middle of their acceleration. | was VP of Product at a company called Runkeeper before that in
Boston, health and fitness tracking company. | was a general manager at Zynga. | got there through a
startup that | was an engineer at, basically started as an engineer, ended as a head of product over the
course of a couple of years, and then got acquired into Zynga, and actually started my career with almost
seven years at Pixar Animation Studios working on visual effects, software tools, and other creative tech
to try and solve problems for a bunch of wonderful films you've probably seen or your kids have seen.

AR ERIE:



REBRIEZ RV ATMARQATEEIMERN~RASRSERX—PB, 7E Instacart W SSINER LR
ez, T AY—FFHREIRIL T MNRFIERKENRZ— EBZAE, HERTW—KEZ N Runkeeper
MRERESEFRASN~mESH#. LB R Zynga NERE, REET —KFKEBEIRRMAIFEI Q8 #HAN
Zynga BI—HRABRABMIREIMMIE, NERRATF@mARA, BEABM Zynga WH. MIEAIERIE
EERR LI TFRHshE TEE (Pixar), EAREMEEFNEIER, RMERTHFR. RETAEMEMEI SR
AIE, AFSREIRBEFRIREEIRIER BRI,

[00:05:45] Lenny

English:

Please tell us the films that you worked at. | had no idea that you worked at Pixar.
R EE:

BHEIFRIMTSE5IMLERR, R FTMEMREER = TEL,

[00:05:48] Fareed Mosavat

English:

| am credited on Finding Nemo, Cars, Wally, and Up.
FRCERE:

HHRFHIE (BREEHR) (FindingNemo) . (FEZER) (Cars). (MBARSEIR) (Wall-E) 0 (7%
EFiFE) (Up) BEIRRRZEH,

[00:05:55] Lenny
English:
What? | did not know any of this.

RS ERIF:
FA4? HXF—TFrE,

[00:05:57] Fareed Mosavat
English:

Yeah. Yeah. Basically, | started there right out of college. | was super interested in computer graphics. I'd
actually been an intern there, was very lucky to be interested in that in the moment where they were
really accelerating the growth of the company going from like the whole company is working on one film
to like, "Okay. We're trying to release a film every 18 months." So they really scaled up, and | had been
studying computer graphics, and then | was an engineer focused on computer graphics and a little bit of
research on that in college, was an intern there, and joined, and just got to see a fun growth period at that
company, and really, | think in a lot of ways is the root of why I love doing product management because
everything | worked on was at the intersections of interesting creative problems, interesting technical

problems, and interesting storytelling problems.

AR ERIE:



Bl BALE, RAFRUEMETHRE. BHHEVNELFIFERNE, HEBERELS, FEZEHE,
HRAFELATINEE K, N2ATRRM—EBBEREEN “§ 18 MBAH—MBEE" o FrLUEITARIRT K
To RAFHRFINHENERE, B—R2LTETRHMI—EAXAROIEN. (FALIEMNG, FILIE
THBRATEBHIMRKR. FAN, ARZHLE, XERKAEZTREENRER, ENEFAMH—EHLTE
BB R, BoARPRAMME BRI R

[00:06:45] Fareed Mosavat
English:

So, in a lot of ways, it was like... | think if | connect the dots backwards to the Steve Jobsism is the
beginning of how | got interested in solving high-level strategic problems across a bunch of different
people doing different kinds of work and maybe how | got relatively good at it. It was because even as an
engineer, | was sitting in the middle of those pieces, but | got bored, which sounds crazy, and decided to
jump into a startup that nobody had ever heard of that had eight employees in 2006, and the rest is
history from there.

FRSCERIE:

FRLL, ERZAE, Xt - NRBBITHEN “BEESTHISTE (Connecting the dots) R[EIE, B
MER BRI REIRENS BRI A~ ENEBNES, UHRERRTERMERKILENRRE. FAENEE
A—R IR, FRUATFXERTEHDL, BRERTELI T —XIFERBRIE—F 2 REE 2006 FEBk
BE—RAFSRRI. BAMRIMNICIAT, ZEMEBAREIET

[00:07:17] Lenny
English:

Yeah. | wasn't planning to talk about Pixar, but | am so curious. One more question there. What's
something that you learned from Pixar that has informed the way that you build products or think about

product or your career?
RS ERIF:

B, BN TEMETH, ERNFEHT. BiE—NEE: RERRHFET A, W7 IREES @
A M mByBE R IRRER EE?

[00:07:28] Fareed Mosavat
English:

At the foundation of it is when | first got there, | thought what was important was modeling how things
work in the real world. They're making things look right, so to speak. What | learned there is that actually,
you're trying to deliver an end experience, and product, and story to your viewers, to your audience. It
doesn't actually matter what's real. It matters what you see on the screen. It matters the emotion that it
creates, the story that it creates, how it reinforces all of the other pieces. So the technical pieces were just
a means to that end. So, of course, we used real physics and real math behind the scenes to do stuff, but if
you had to box the numbers to make it look right, that's the right thing to do.

FROCERIR:

RIRAN—RE, SHNEBEN, FANEENIEMDALERNEELSR, EMIBILEWEER “E
" o ERFINZE, KFELMBERAUARN —FMRLELE. maillfFE, RLPHAREEINHIFEE,



EENRMERR LB T4, EENEELIENER. SHRANSE, URENARUIEEMERD. i
URARBD AR KM ENFR. U8, RINEEEEATELNYENSSY, BNRFLITRAESE (Box
the numbers) FKitEEEIER WK , BAZEHNE.

[00:08:15] Fareed Mosavat
English:

So | remember as | was working on early effects, bubbles, sand, so this kind of stuff, | was trying to do
things the way it would really work, and then the camel would look at it, and almost the first lesson |
learned there was like, "No. What matters is the end result, the end product, the end feeling." | feel like |
go back to that a lot as | think about product development not just from an engineering and technical
standpoint, but from what's in your strategy doc isn't that important. It's actually just an input into the
end experience that you're trying to deliver for customers. When we're thinking about content
development in our programs, it's not important that all of the principles fit perfectly together into this
MEC framework. It matters that you help people solve actual problems. What's the end goal that you're

looking for? | feel like that's the lesson that | just keep going back to for my time there.
R EIE:

RICFERLGIBFHAN, LI=a. DFXERAN, RAERBALEENARNER. AESE (L
RX 7y camel, MR, NIESENEE) ETE, RFINERME: “F, EBNERKXLER. &K
FaRMRARR.” EREFRAAN, HEERREX—R. MUENIREZENEABE, EEHEXEENRA
BHEBLAEE, EXFLERARMREEATFRENZAREN—MRN. SRNEZREFHIRNEFLE,
FrERNZETEMNEX MERATERE, EENEMAEANBRT LMREH, MERNRZXBRETA?
BREXMERERMFEN. AE—BZANHI.

[00:09:06] Lenny
English:

It's a great segue to Reforge, which | want to spend a little bit of time on. Folks that listen to this podcast
know that I'm a huge fan, and we have a lot of Reforge alumni on this podcast.

FROCERIR:

XRIFHISER T Reforge, HBEANENNE, IMXMETHAZMIEIKZ Reforge LML, MmERK]
BEIEILIR % Reforge IR Ko

[00:09:15] Fareed Mosavat
English:

Yeah.

FRERIE:

=i

[00:09:16] Lenny

English:



So a couple questions there. One, you said you're a chief development officer. Is that your title?
FRZERIE:
BENARE, £—, MAFREREARE. XEMHNERKED?

[00:09:20] Fareed Mosavat
English:
Yes.

FRCERIR:

[00:09:21] Lenny

English:

What is it that you do as a chief development officer?
R EE:

BRELXREREEMHAR?

[00:09:23] Fareed Mosavat
English:

It's funny because in a lot of ways, it's not a made-up title, but trying to figure out how a role that | ended
up sliding into as | grew my engagement with the company, how do we describe what it is? So | think
what's unique about Reforge versus a traditional software startup, or a SaaS company, or all the other
things you see is that we're not just a software company. Of course, we have a website. Go to it. You see
things, you deliberate, but we also build a lot of stuff and experiences that fit into that. We build content.
We build programs today. We're going to build all kinds of other content. We have live cohort experiences
that are designed and thoughtful, and we build and try to make, solve certain customer problems.

AR ERIE:

XRE#E, ANERZAE, IAFRR—TNETEERXS, ERERNATNSSENINR, HEMHENT X
NME, BINFTERREIRZEMT 4. KIAN Reforge SEFNURAFCI QB SaaS A REZAETF, )
MURB—RMRHE AT, SR, HNEML, FELLAR. BEERS. #1TR%E, ERITBHETRES5ZE
ENARBNEE. HMNWEAR, BERE. RERNESWEEMEMAS. HMNERORITHNERI%LE
(Live cohort) {438, Ff@IHMEXLERTRERISENE PRI,

[00:10:38] Fareed Mosavat
English:

We have a member slack that we try to design to solve certain problems. We have the people like yourself
and a lot of the guests that you've had on the podcast like Elena, or Adam Fishman, or Casey who
plugged into our system to help us build all of those things because at the end of the day, our job is to
help unlock the expertise that's locked in the heads of the greatest operators in the world. So who do we



work with? How do we develop that content? How do we make their ideas shine? How do we solve real

member problems? How do we help people do work?
FRERIE:

HIMNE—1TZ5 Slack #1X, EEMBREER @, HMNBGIRZFENA, URMEZLENFZRE, N
Elena. Adam Fishman 2 Casey, ftfiTIIAIAIBIRYE, BEIFNWEFIEXLERAE. FAFIRER, Bl
TEREBBRRBER R ERAFHEEERESFHETWNIR. RIS ESE? MUFLRAE? WENLAIIRY
HERICRR? INAIRRRE RAYSEFRRE? WA AR IIE?

[00:10:38] Fareed Mosavat
English:

A lot of that is a product experience that in some ways, like a Pixar movie, there's the technical aspects
and the UX aspects, but there's also all of the content, and the partners that we work with, and those
pieces. | own all of that piece, like the production, content, the new product experiences, and all of the
pieces that fit in there. So we have a team of really talented, amazing people that work on these things,
and | lead those teams.

FROCERIR:

EXAERAREE LR—Mrmifl, ERESEMNERE=HEY . BERARENAAER (UX) BE, tBEF
BHARE. SFENHURXERTHNES, RATAEXLERD, LOHE. AR firmElRURPIEEX
BT, HNE—XHBIEEEAE. THAEHAAMRBIBEATEBXESE, HARATXER.

[00:11:02] Lenny
English:

It's interesting how that comes back to your Pixar experience of the combination of intersection of art and
technology.

FRCERIR:
RE®R, XXEOTRERCRHIXTFERSRARZCHE,

[00:11:09] Fareed Mosavat
English:

Yeah.

FRERIE:

=i

[00:11:09] Lenny
English:
That's so interesting. Okay. Never thought about it that way. Yeah.

FRCERIR:



XEERT. ¥E, ZIMNKEXHLERL,

[00:11:12] Fareed Mosavat
English:

Like we said, it's easier to connect the dots in reverse than moving forward. | have always been not that
precious about titles, career roles, et cetera. I've really found myself drawn to, "Is this an interesting
problem that | believe | can bring something valuable to the table? Can | help solve this in some
meaningful way, and will | learn something great and new from this role?" At every step, | made those
decisions. I've gone up and down the title stack from VP down to ICPM, from engineer to product, from
product to this new thing and content. In every single one, | think it's a lot about, "What are you bringing
to the table to help solve that problem? What are you taking away from the job and learning from it, and
how do you turn that into the next step?"

FROCERIR:

IEMEAFRY, AEEERBLEANERERS. H—EFAKEFEXS. RIABZEN, RLMESEIERK
5IMZE: “XE—TEEREG? HREHENITTEMNMED? HEUEMBEREXNANEMFERED? K
EEMZTABRFEFANMAAERL? " E8—F, BEBBETXHFORE, ZLHTEREERP LT
&, MEISHEIDASIEE PM, MIRRME~m, MF@REXMATAEBHAtE. £8—TA8H, FiAN
KBEETF: “RERTHARBEBREZ? FMXBITIEREETHA. FRTHA, URFIMEIEEEK
AT—=H27

[00:11:57] Lenny
English:

Awesome, and we're going to chat about a lot of those learnings from your experience going through
these career journeys, but one last question on Reforge. Just like how big is Reforge at this point? How
many cohorts? How many students? How many people work there? What's the operation scale at this
point?

FRCERIR:

AET, FATEIEMRMZX LRI IRIZPFEIBRSZHRAE, X TF Reforge &/E—Al: Reforge MAEMIEEZ
R? BZVERIE? 20252 A2 ORT? BRMNEEMER ERN?

[00:12:11] Fareed Mosavat
English:

It's hard to count how many employees because it's growing so fast. | believe we are at just around 150
total employees across the whole company right now.

AR ERIE:
BREHEEZORT, EAEKART. BESEENEATALE 150 85GT,

[00:12:19] Lenny

English:



Wow.

AR ERIE:
1=8

[00:12:20] Fareed Mosavat
English:

That doesn't include our executives and residents, subject matter experts, and the partners we work with.
That's full-time employees working on the business. Of course, we have a large product development,
product design, engineering, and data teams, but also the teams that | run. We call them strategy leads,
content producers, content strategists, content designers, building all of that content as well as our
partners team and operations team. So it's a relatively large company at this point. When | first started
working with it, it was a scrappy operation of just a handful of folks, but we've grown quite a bit of over

the last year.
FRCERIE:

XEAEERNNERSE (EIR). WHERMEEUH. XRABARUSHERET. S, RITEEKRD
FamAk. Fmigit. TEMEERR, TERATHE. HMNTITALEATZA. RBEEA. REL
BEER. ABIRITIN, IAZWEMERS, WINEESENHEMFZEER. PrABRIXE—RMEER
BANAE. SHNFBES5N, eE2—TMRELMANERED, BE3E5—FHMNEKTRS,

[00:12:51] Fareed Mosavat
English:

With that, we support, | believe, now 19 total cohort-based programs across product, engineering,
marketing, and growth-related topics as well as a bunch of new experiences that we're working on for the
coming future here in the next year. We have well over 10,000 active members on the platform, about a
dozen executives and residents that work to help us deliver those programs, and hundreds of partners.
We call them experts and operators in the space who contribute to our programs in different ways either
as guests or as mentors, or helping us develop content behind the scenes.

AR ERIE:

Bal, FZRHEHE 19 MEFHERE, BESm. T8, EEMEKAXESR, URBRIEEABERL
B—RFFALE. T8 EABEET 10,000 ZEHXZ5HR, KOBE+H/LUIERSEMBSRIXLIRIE, EEHER
BIERfF. HAIMFMNAZABNERTEZEE, NUER. FINHBEABTHLENSD, UFRALRA
FHAEIRIZ M T3k

[00:13:25] Lenny
English:

Awesome, and | taught a couple guest lectures this past cohort. | think my second ever lesson was with
you. You were the teacher?

AR ERIE:
KET, BREL—BEIETIIRARER, BERALEDE ZGHEMENIR—E, FEYIFaEIH?



[00:13:32] Fareed Mosavat

English:

Yes. Yeah. We talked about instant buy, | think they're called, but | can't remember the name.
R EE:

=M. FEWT “BIREE" (Instantbuy), FBEXAMR, BEHIEFEERF T

[00:13:37] Lenny
English:

Instant book. Close, close.
FRCEIE:

2 “BMEFRIT” (Instant book). B8R T

[00:13:38] Fareed Mosavat
English:

Instant book, sorry.

R EiE:

BOBSFIRIT, 38#.

[00:13:38] Lenny
English:

Yeah.

A EiE:

i

[00:13:38] Fareed Mosavat
English:

On the Reforge platform for experimentation and testing program, which was, yeah, actually, also my first

program that | helped lead at Reforge, and | think you were my first guest.
FR ERIE:
ABZ Reforge FH LML SMIXIRIE, KbrL, BEEIKE Reforge MFHIE—1IRIE, BBRERIFNE

_11LL;.I:E":?E:0

[00:13:47] Lenny
English:

Oh my god.



FRSCERIE:
KMo

[00:13:47] Fareed Mosavat

English:

So, thanks. Thanks for not making me look bad.
R EE:

FRLL, HsHR. EhR&it et Ho

[00:13:51] Lenny
English:

Thank you. So what's cool about your background working at Reforge and all the companies you worked
at is that you've seen a lot of PM careers go well and PM careers go not so well. So what | want to spend
our time on is talking through just the career development journey for product managers and in
particular, the challenges that PMs face trying to become better PMs and just why it's innately tricky to
become better as a product manager. It's such a weird job to get better at. So my first question is actually,
why is it so hard to become better as a PM? Why is it innately a tricky thing to develop as a PM?

FROCERIR:

511, fR7E Reforge UNZAIBAZ AR LENERREN—RZ, RRIRZE PMRAEE—RXIR, Hi
TIRZ PM 2D 4R, FRIATATE RTINS~ ma BRI 2 BHE, T PM A HESENFHEIGRY
bk, URAftalREFRERENTRLE—HRBFNER. XENZ—HRERAN “&F1F" IfF Fr
UBRBIE—PNREZ: N4 PMERERBXAM? ATAEN PMBIBKREMXAER?

[00:14:28] Fareed Mosavat
English:

One of the trickiest bits about it is that there's no clear, obvious pre-training you can do that gives you a
baseline set of understanding that you can use to be a product manager. People come from MBAs, people
come from certain kinds of majors in college, et cetera, but it's not engineering where like, "Okay. With a
couple of weeks of bootcamp or a couple of years of a computer science education, | have some
foundational knowledge that helps me go from zero to one in my first job." Not only does it help me break
in because | have a credential that helps me land that job, and we can talk about why landing your first
PM job is so hard, but also, there's not a lot of stuff that one-to-one directly correlates to the work you're
going do on a day-to-day basis.

FROCERIR:

RRFN—RE, RE-MEH. BEN “TUIL" AR—EEMIER, LREREFM PM. ATRE
MBA, REAFHNEMLZIEE, BEFAGIREME —EIRIE, Sd/IFMNIFER/LENHENRZ
HE, RAAE T AR, EFEIRTEME—DIENIM 0 E 1o XFIEBMRANT (EAMEIERERE
BT, BRITUBHMIMAGAZEIE D PM TEXAM), MEARKEPHLEEXRSHARSIRAEIF—
— 3R




[00:15:11] Fareed Mosavat
English:

| think there's an idea that Naval Ravikant talked about on Twitter and in blog posts a long time ago, this
concept of specific knowledge that can only be gathered by actually doing the work. A lot of product
management, really, is like that. You get better by doing it, and so you start in the same place, if that
makes sense. Of course, there are different skills and intellectual capacities, et cetera that help different
people be more successful at it, but at the end of the day, you don't know if a PM is going to be great until
they start doing that work. So | think that's one of the pieces that's very hard.

AR ERIE:

Naval Ravikant fRA LLRITE Twitter FIEEAXE— M=, Bl “FEHIR” (Specific knowledge) B,
XN RBEEE KRR ERRT. FREENEREA—IIHEIMEXE, MBEXHRTEET, MUARE
FIEER— MG, HA, FENKENS HKEEREARNARNEHKD, BIRLEEK, T PMFAERE
FRL{EZRl, MREEHIMESSTENS. RIANXEIEEEEN—=.

[00:15:41] Fareed Mosavat
English:

The second is the thing I just alluded to, which is breaking in and getting your first role. It's just a very
difficult situation for a lot of companies, and there are a couple of different paths to it, but none of them
are straightforward. There's no clear linear path, except for maybe being a Stanford or Harvard grad, top-
tier school grad, NCS with an internship, goes to Google to do an APM program. There are a couple of
these things that are surefire, but | don't think they guarantee success, and they are actually very limited
in terms of the number of people that they let into the business.

FRSCERIE:
BZREENARIN, ANTHESE— AR, YEZQAFXR, XHLE—NEERENER. BAE/L

MARNKREZ, BRE-—MEEE T I, RAEBWMHIAMERRIZ, RIHFEHMEERHSFINRBREL, it
BTN, BEEIER, AFE Google &N APM (BiEFmEiE) B, BAF/LH “RIGMS" K
2, BHUANENHRIMRIEMRD), MAXLERZHEBABELIFEER,

[00:16:13] Fareed Mosavat
English:

So | think this is what makes it so hard is that there's not any upfront training you can really do to prepare
yourself or even knock down the door to break in. But then, also, it's not clear there's a lot of training
within a company that would help you be successful generally on the job of product management. You
can learn how to be a good PM at Google, you can learn to be a good PM at Facebook, but it is up to each
individual PM to figure out how to generalize what they're doing to move from different kinds of product
across different kinds of product work as they get more senior to solve bigger problems, et cetera.

FROCERIR:
FRUE BRI XMEERFAE: RBRENAEZIIELRMTESR, EEERANTAINEIIEZE. M
B, RFASER—EBERENFIIGET M —2BARY. BLINIRY PM. fRAETLATE Google FHM—1FRY

PM, 7f Facebook FZX—MF#Y PM, BREEIREKEVIEFA, B PM U F AR E SBIFR{EFIA “&
FE” (Generalize) , UBEREREEMmM TIERLIHR, MMEERERRIE,



[00:16:51] Fareed Mosavat
English:

So what we tried to do at Reforge is we are focused on helping people accelerate that learning loop. It's
not, "Hey, if you take this class, now you're qualified to be a PM." It's not really like that. | don't know if
that's possible. | hope it will be someday, but it is very difficult. | think it's more, "Hey, we want to help
you when you encounter certain kinds of problems, not have to solve them from first principles, but
following the footsteps of the people who have done great work in the past, generalize those lessons."
But at the end of the day, you still have to get down and do the work.

AR ERIE:

FRUAFEA)TE Reforge ZIMBAYE, TETHEIANMERNZIEIF. XHFER 1R, MRIMFELTXINR,
RILBREE PM T o FLRHAHIFMILL. HAMEXEERE, RREE—RAL, BXEFEME, HIAANE
ZHR: TR, RANEEMBIFELRERMAED, ILRTBNE—EREFRIER, MIBREIERES
BITERARRY, SERELWHIN." BFIRERK, (RMHAGTFE T HEM.

[00:17:25] Fareed Mosavat
English:

You can't do homework, you can't do exercises, you can't do fake stuff. You have to work on real products
at real companies with real customers, with real data to get better at product management. So any kind
of training, mentorship, reading, et cetera that you do is just a layer on top of that. The real acceleration
happens from doing it and getting more reps. There are ways that | think great PMs use to go faster on
this loop, but you still have to do the work. At the core is you have to actually execute and deliver great
products, and you have to do it over, and over, and over again.

FRZERIE:

RARER MR, FEERMEES], FEBERNATE. BiRe~mEER], MUMEEENARE, BXNE
SSHFPMESSHNEIE, STBERERXNS M. L, RAMEREREL SIMES. #ikF, SI2EIEM
EHIRE. HIERIILEREB TREMAHNES. HIANMNT PM BDEAEXNMERFRISER, EBIR{HAL
FFBFo HOETMBAREZRITHRANENm, MAE—EX—EHES,

[00:18:03] Lenny
English:

Yes. Let's absolutely dig into that. Let me put out a couple mental models that I'm thinking as you're
talking. One is just if you think about a pie chart of a great PM's career and/or investments they make
along their career journey, how do you break up that pie chart? Like some percentage is doing the work,
some percentage is courses, maybe some percentage is books. So just putting that out there in case
that's useful to think about, and then the other is thinking about the trajectory of a PM on a line chart,
and what are these inflection points that you've seen most impact the career trajectory of a PM?

FRZERIE:

B, IEEITRNRIT— T HIRRIEN, ERFEFIUNTIINBERER, —1NE, NRMRIE—NMIF PM B
B 4 ES MR REFR R ANEE—NHE, (WA XNMHE? tbinans 22 V@XM IE, B
PZEZLBIRE, BOZ2ZLVERPE. BINEXNMEE, EREXNEBERER. 3—1 218 PM NHMTE(ER
ZE, RN S (Inflection points) ¥t PM BYERMV NS ER A?



[00:18:34] Fareed Mosavat
English:

So let's start at the first one, the pie chart idea. What percent is spent on different things? Unsurprisingly
because Reforge is all about growth loops, | think of this in terms of a loop actually, which is like, "What is
that learning or career acceleration, or ability acceleration loop? At the core, again, at the top of the loop
is execution. You have to have a real problem. You're working on with real customers that you want to
solve in some way. So, you're executing. You're delivering. You're learning at the beginning. It's all about
execution. So we'll start with the pie chart at the beginning. It's almost all execution.

AR ERIE:

BN E—THENRZEFR. FREFBHSLLEZD? FHFH, EA Reforge Mz L2 E KEWR

(Growth loops) , FSkFr LRIBXEE—MEF, Bl “F3. RUINERSEDMEER" o %OET, BFN
TR HIT. IREFE—TEXNRE, EXNEKNER, FHEUEMAERE, L, RERT, X
o EEDMER, —tIEMXFNIT. FIUBENSG, LF2RR1T.

[00:19:06] Fareed Mosavat
English:

What are the problems you give a junior or brand new PM? Known problem, known solution. "Please
work with engineering and design to deliver that thing on time, and then tell us what happened.” So it's
like a very tightly constrained problem. As you level up, then some of these things become more
unknowns. So there's execution, but | think the next step that great product managers do is they think
about how to generalize that execution a little bit. So it's not just, "Okay. Now, | know what the best
settings page for Slack is." It's, "What generalizations did you make? What are the things that you can take

that are applicable to other stuff?"
FRERIE:

RRBLIRIIHNITH PM HAER? EXMNEE, EFMNBRER, “BE5ITEMLITEASTE, &2
REYBIRA, RARSFENER” IREE—TRETRRENNE, BERRENREHN, ER—EEER
TIIEMAM. FRUBRT 1T, FIANMSE PM T BREZ WK XMAITHY “BRAL" o FILUXFX
X2 78, MERMNE Slack RFHNIKBETERZHAHENT” , ME “MEEHT T AERME? AWk
RARA LN AEIH S R? ”

[00:19:49] Fareed Mosavat
English:

Some of that is execution-oriented, how to best work with engineers, how to iterate on designs, what
customers do and don't do, rules of thumb, those kinds of things. | think that's where reading courses, et
cetera can help because sometimes by bringing other... or one-on-one conversations with experts, et
cetera. There are a whole bunch of different ways, but is that the generalization step? "Hey, | did this
thing. Oh, other people have done something similar. How do | connect the dots on that? How do | make

this experience bigger than what I've just done and lead me to help solve other problems?"
R EIE:

Hep—LEZEEAITH: NARIFMSTIRINSE, MERiRit, ERFMAA. Faffta, 2EZENF
Fo WINAXMEFRIR, RIEFLURHEEBRMYS, AAGREISINEMANER - HESETRHT—



X—3fiE. BREAENHN, EXmE “BRANK B—FE? 17, JMTXMHE. B, HEABEIEMN
M, BIZIAHEXLE ERGER? RIZNAILORZREHRNIRISTTR I, H5|SHBREMIEE? ~

[00:20:23] Lenny
English:

These are things you're doing in your head, basically. You're just developing frameworks, mental models,
things that you're just taking with you to the next project in your mind.

FRSCERIE:
XEERA F 2RI FBEEMNES, MRISEWEESS. B4R, XEIMRED T— N RE SRR,

[00:20:31] Fareed Mosavat
English:

Exactly. To use an example, there was a time at Instacart where we were working on onboarding, brand
new onboarding and activation flow for customers. We tried a lot of different stuff. We tried the slimmest,
fastest, lowest friction, least number of steps path in, and then we had this hypothesis about helping
people get set up. So we took the opposite approach, which was a really long onboarding with a bunch of
different steps and wanted to see, "Was that more effective or less effective?"

AR ERIE:

Rh. ZBMMIF, 7E Instacart BY, EZHARFHEFLHBINIE (Onboarding) FMIBIERE. HMNEATRSZR
BNAR. EMNSATREE. RIR. BRIRE. PERONVER. RAERNE—1XTF “BEIANITZRIL
B HRi&. TRENENTHERNAZE, B—1ME8FZFARASBNBRANRRRE, BEECEFENE2
B,

[00:20:59] Fareed Mosavat
English:

The generalization is, "Oh, for products that had a high bar to activation, sometimes more set up and
higher friction, good friction could actually help those customers be successful. There are other kinds of
products that are high-intent where they know what they need to do to have simple actions where
lowering friction might be the right thing." So, that's a generalization. It's a generalization of, "Oh, |
learned a thing." It's a hypothesis about how that might generalize other kinds of products or other kinds
of problems that you approach. | think some of that can come from seeing it from the outside, listening to
a podcast, hearing you say it, taking a course, et cetera. But at the end of the day, you have to experience
it to see how it applies to the world.

FRZERIE:

BEHRNBEAMRE: B, NTRENRRSNTm, BREZHIRENESHNERN (FHEERSN) &£
Fr LRI AR PRSI, MY TEMEER. ARPNEECHTEMTA. BIFEEN~m, BRERIH
RERIEMAER.” XME—EAK. XB—M "B, HFET—RKRA L. XE—MXTOARKEEE
IR HMRA P R R FIANEF—LEAILREIMNINRE. FHEE. MR, DRESF. B3R
2K, RUIEBER, AREBICIANATFILHR,



[00:21:42] Fareed Mosavat
English:

Then, the next bit is communication, and | think this is a bit that a lot of product managers, obviously,
and any job miss, but you can't just do the work. You have to actually communicate the work. You have to
talk about what you're doing, what you've generalized, what you've learned so that you can hit the next
step, which is scale your opportunities. Go from smaller known problem, known solution to maybe
known problem, unknown solution type of work, which is the next step.

AR ERIE:

ETRNE D S8, RIAAXERSE PM (BALEEEMIR) SZBRN—R: (RRERIEXRE T, RUM
KRR HABIRE TIE, RATBICIREMA A IREETHA. (RFERTHA, XERAEBHANT—F,
“GRIFNSHE . MNBE “BRIEE. BMAZR #r@ “BRE&E. KRANAE XENITE, X8T
_ﬂ;_o

[00:22:08] Fareed Mosavat
English:

Then, eventually, to where you want to be as a senior, great, high-level individual contributor PM to the
not quite known problem, maybe a goal with a set of problems and unknown solutions, unknown
problems, unknown solutions, where you're actually identifying customer problems and moving towards
on that. So scaling up your opportunity, and then executing again. | think of this as a loop of learning, and
so of course, the percentages change over time as you move more senior in your career, but also,

depending on where you're at in the step that the percentages change.
HRERIE:

RE, REMRMEA—BHR. B, BN TARERE PM WBIR: EXNAKBERNEE, ol — B
E—RYIRBEMRAMORG R, BEERRABIREMARMBBRSGE, REBELREIRDIEF PR
Ro XFLEY KRN IE, AEBRNIT. RIEXBFE—NFIF/N, SR, BEFRRULEENEHR, &
WAL ZREZ WK, MEBRTIRGTEARNE—F, tEIBSERRE.

[00:22:40] Lenny
English:

Got it. So, just to recap, execute, just do the work, just ship. Generalize learnings from shipping to build up
your gut feeling of what will work and not work. Learn to communicate things you're doing, and then
scale the things that you're executing based on this gut feeling you're building, and communicate that
out, and just continue. Do you think scaling take on more scope or have more impact? Is that how you
think about scaling, that last piece?

FRCERIR:

BET. BREILE-T: 17, mETE, mEt%. AEEAPEERE, BUEX “HFATRE. 4171
B MER. FRABIFREEMNER, ARERTHREINERET KIFRITHEBEOMER, FREREL
=, SILTER. fRAA “MRK” BIEREESHNISEE (Scope) EEFEEANFMA (Impact) ? X
MEMNRE—Y "R pYIEmRIE?

[00:23:06] Fareed Mosavat



English:

Yeah. | think it's one moving from knowns to unknowns. So like you're being given a hairier, harder to
untangle types of problems with more unknowns and more autonomy. | think the second is, yeah, of
course, with... although | think for the beginning of your career, you tend to go deeper. So it's like, "Okay.
I'm going to work on growth, let's say, or core product, or zero-to-one products, or technical scaling,
whatever it is. I'm going to go deeper on that," and then over time, that turns into width, but this is why
the generalization step is important.

FROCERIR:

E. TINNBERRMERMERARM, a2, MEKETTERF. EXEFNRE, HREEESZHARN
EEMBEBRNBEN. HX, AR BATIANERWEEDR, RERFERRE. b, “FE, &
BEITEK, & ZOTm, HEM OB 10~ m, RERAYT B, FERH4, REMASER.” HEN
BRI, XRBRUATE, EXmENTA “ERK X—PREENERER.

[00:23:39] Fareed Mosavat
English:

If you want to be a product leader, you cannot be seen solely as a specialist in that certain kind of product
work, and so the generalization step is really important. If you want to move from growth to core product,
you need to show that you're not just running experiments and driving numbers up. You need to show
and communicate that you're learning deeper lessons about how customer psychology works, and what
products people resonate with, and how to think about the business more holistically, and then
communication. No one knows what you're thinking if you don't tell them. So if you don't communicate,
you don't have control over those scaled opportunities. Usually, your manager, or the organization, or the
company does. Maybe by switching jobs, you have some control, but you need to earn that right. You
need to communicate. That's why | think there's pieces of the loop you can control and pieces that are

externalized.
AR ERIE:

MRMMERAN—RBTZmIAFRE, RPENXREFREMEESmIFNER, FMUBRAKIRIEEEE, WM
RIFBMIERERZOF R, RBEEIERRAXEEMSERM A SE. (REERTHABIMREEFIXT
ERAOEBEAR. AR~ mEES I RAMNKL, URNAELEMEZLSHERERRI. ARE/ERE,
MRMBAEIFRFIAN, RAREMRERT 4. FAUNRMGRERE, MM EEERLET ARV S, BE, R
R, ARANAREEEXENS. BIFEIBMEIRFLIRG—EZ6, BRFERSBMF MFE
i, XMEBNTATIANNXNMEAPE LRI 2R LUZHIBY, BLEERD 2N,

[00:24:25] Lenny
English:

I'm curious, in your own career, what the biggest inflections of growth have been either in terms of
learning, or impact, or just opportunity?

FRCERIR:
HRMrE, ERECHRLEES, TERAEFS. #MNERNEHE, RANEKETIREMFA?

[00:24:33] Fareed Mosavat



English:

The first big one was when | switched from being an engineer to being a product... | didn't even know it
was product management, but a product leader of some kind. | think there are two things that happen.
One is you got to be doing this stuff, but often, somebody needs to see it. The scale opportunity piece of
the step often requires someone from outside to notice that you're doing something really well and trust
you with a bigger opportunity. | think of this as sponsorship, not mentorship. | don't necessarily find that
in my career. I've had a lot of managers where I'm like, "Wow, their day-to-day help was super awesome
at helping me be a better leader."

AR ERIE:

BN ERETRERMNIREMEZ AR ANZEEFNEBE~REE, EMEEMTmATA. &
INARETRHESF. F—, (MOTEMXES, BEEFEAARI. ¥ AMEX—TREFTEINPNER
FRMMISIERLF, HEMEMR, KIRERPNS. REBXEER “4RIK” (Sponsorship), MARE “65F”
(Mentorship), ERRVERIEEF, A—ELREBEIXM, RERSEZLE, KT =, MIAEHEX
RN BGFNASEFEEEY -

[00:25:10] Fareed Mosavat
English:

| hope that I've been that for some people, but | don't have a ton of examples of that in my career. But
what | do have is a couple examples of people who deeply trusted me to solve big problems, and | don't
know. I'm lucky to have had that or otherwise, but one was a CEO of that startup who's now a venture
capitalist. His name is Nabeel Hyatt. | was like, "Hey, you seem to understand the data better than
anybody here. You're solving these problems. Help us figure out what we're going to do next," which now
we call product management.

FROCERIR:

BREZHEANFELEAREIXFAEE, EERNRWVEER, XFENHFHFZ. BRALELMGF,
EPBLERTEEIK. LREBRABENAN. FAAE, ZRECTHEAEXLE, HR—URBRRYEIQFH
CEO, IIER—RMPLIRFER, M Nabeel Hyatt, fbHBIXIFHI: “IR, (RIAFLEXERERAZE T LK
fE. fREfRRXERE, BENFBR T —TEMHA” XURBRMNAEMRNTREE,

[00:25:36] Lenny

English:

But he was at, by the way?

R EE:

IGfEE—TF, fthHBSTEHRAF]?

[00:25:38] Fareed Mosavat
English:

it was called Conduit Labs.
FRCERIE:

ARZER AT Conduit Labs,



[00:25:39] Lenny
English:

Okay. Yeah.

R EE:

9F89

[00:25:39] Fareed Mosavat
English:

It's a game company. Then, eventually, | was the director of product for our Boston studio. The next was
at Slack. I was an ICPM working on activation and growth on a team of three or four other PMs, and there
were a couple of moments where by communicating my work and talking through how | was solving
problems, people noticed that | knew what | was doing and gave me bigger and bigger opportunities. One
of those was Merci Grace, who | think has been on your pod and was a wonderful sponsor for me. Then,
again, when Merci left, April Underwood, who's the CPO, said, "It seems like you have a handle on this. I'd
like you to take on a bigger range of problems across all of this growth and not just the modernization
piece that I've been working on before." So | think in each of those steps it's about creating trust and
knowing that you have a sponsor there, someone who's going to go to bat for you.

FRCERIR:

BRI AF. BER, BRATRIMTREIVIEENTREE, T—MEITREXE Slack, HHEE—2T
ATIHAE PM, E—TH=ME PM ABERASREGENERK. B/UR, @d@@RNTIEHFnERE
O Ry, AMTERRIEMASLRE L, HaTHREREAEN S, EP—L2E Merci Grace, HA84th i
MIEE, WERN—(IIEBEIRKRE. X, H Merci BFBY, CPO April Underwood #%:  “BRIRXHX
RIRTETT. HAEMMEEAEERMERIUAE 2R, MAMUNEHZAI A=A ERD.” FrUERER
TE—Fh, XBEHETEILGEE, FNEME—MERE, —MREENREERNA.

[00:26:25] Lenny
English:

| really love this point of sponsorship. We haven't talked a lot about this on the podcast. There's a lot of
talk of finding a coach or having a manager that teaches you how to do the job, but this idea of just
getting to a place where someone gives you an opportunity to shine, and that's been really big in my
career just like certain managers just, "Here, Lenny. You take this, and let's see what you can do."

AR ERIE:

HIEEER “4BIK" (Sponsorship) X—mo HINNERFFRREAMIXN. AREEKICHBGTH— 1
RINEI TIERVERIE, EXf “ElE—PEABMRISILREANEARHNUE" AL, ERORLEERHBIEE
BER, MEREZEIY: “4H, Lenny, fRRHFXD, ILRNEEMREMBHA”

[00:26:44] Fareed Mosavat
English:

Yeah.



AR ERIE:

=i

[00:26:45] Lenny
English:

Is there anything else you can recommend to folks to create opportunities for sponsorship? You talked
about communication, executing well. Is that just the core of it, like doing a great job and communicating
the great job you're doing?

FROCERIR:

KT AN E S IERIRKRMNIE, IREEHARING? (MR TAEMRIFNHIT. XMEROME? bl
TRfiey, HABIMEFRE?

[00:26:57] Fareed Mosavat
English:

This idea that it's what you do and that's multiplied by your ability to show that work and communicate
it, and that's the impact that you can have, but you have to have not just impact on the customers, but
also on the organization. | think it is impact on the organization, changing the way people think about
problems, helping generalize what works and what doesn't work, bringing learnings to the table.

FROCERIR:

XMEER . RESERREAFURRRIVDBIT(ERIEES], MEIMETENR . BRFXENEF LR
M, EEXMHR[ERLM. FIANNNEARNEMEERZANBZRNENSG . BMEETZ2ERNTREN
200, BREIWIRDE LK.

[00:27:18] Fareed Mosavat
English:

For me, I've worked a lot on growth, and I've treated a huge part of my job as not just moving the
numbers, but also teaching the organization how our growth model works, how the pieces fit together,
what our customers care about, what's working, what's not working, and that creates a lot of, A, leverage
in other parts of the organization because they can do better work by having more information, but also,

B, trust. Trust from leadership, trust from your peers, and otherwise.
FhaCERIR:

MEKG, B TRZERIE, FIBIENRA—SDEBFENNENARE, CEHRSARINERKER
RIMAMEER. FPHEREMEEHEN. RMNEFLAROAA. FARERH. FARTHHN. XEET: A,
AL EMEDBIITER, HAMHRAEESEEAUMISEY; B, BF. REASENEE. KEEEH
EEFF.

[00:27:44] Fareed Mosavat

English:



So, now, how do you get to that? Some of it is just luck. Someone has got to believe in you. You can create
your luck by being good at communicating and solving hard problems. | think the other piece is knowing
when you go into an organization, "Is this a role that's important to the company? Is it on the list?" | think
it is easier to find sponsors, communicate, and create leverage if the thing you're working on is in the top
four or five most important things the company is working on. | find myself drawn to those kinds of
problems, and | think that's one way because then, all of a sudden, CEOs notice what you're working on,
heads of product notice what you're working on, and your peers notice what you're working on.

AR ERIE:

Ba, MAKRMX—RIE? —SARZIES, LA ARBER. RALUEDE KA@M RETRE ST
[e HIANNF—ERBHIIREN—NEARY, BFBFRE. "XTHENATERL? EMALBIRELE? 7 i
RIFFMENEREARRKEENNAMGEZ—, BAFHREEE. #HITHBNLEITMEZEEZR/E. HLU
HOSHWX KBRS, HAANXZ—MAN, BARAZE, CEO ZEREMREMMIA, FRARASER
BfREMA 4, REEEBEREREMM 4o

[00:28:22] Fareed Mosavat
English:

The other bit is curiosity. | think to be in the seat where people want to sponsor you, | think you have to
show a handle on not just what you're doing, but how that relates to all of the things around you. So | call
this going two stack levels up, two stack levels down in terms of your curiosity and what you understand,
and also, knowing what's to the left and what's to the right. So let's use the example of if I'm working on
activation on growth, let's say, or monetization. It doesn't matter. One of those two pieces. When | say
two stack levels down, I like to understand how we build customers, how it works in Stripe, what are our
dunning policies, what are the technical things that work and don't work in the pieces maybe down to
the database. Right?

AR ERIE:

S—EHDEBHFET L. HUNBLAT M ABBRKMVMUE, MORKAEMAREEEBSHNIE, &7
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[00:29:08] Fareed Mosavat
English:

It's like technical curiosity, those kinds of things, but also mental models for what's above you. How do
we grow? How does modernization fit into that? What are the trade-offs versus free growth versus paid
growth? How important is this to the company? How does it fit into our long-term strategy? Those kinds
of things. So it's like the strategic things above you. | like two stack levels because it's like you should
understand your boss's priorities and your boss's boss's priorities. Eventually, that means you have to
know what the board is thinking, right? Then, left and right is, "What are the core product teams working
on that | could help advise on in terms of modernization or they could advise me on what they're thinking
and what might be coming next? How do we fit together with the enterprise part of the business even
though I'm working on self-serve? How do | think about sales? Do they have input, like interesting
customer conversations or input?



AR ERIE:
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[00:29:58] Fareed Mosavat
English:

It's this curiosity like walking around, getting to know what people are doing, and being seen as an
expert. Are you the desk people go to when they have questions? Are you a person that people ask the
opinion when you're trying to figure out how the dots connect? | have found for me, maybe this is just
because this is a strength of mine, that connecting the dots of how the whole company works and how all
the pieces fit together has been one of the ways that I've driven that sponsorship. | think for each
individual, you have to figure out what your superpower is and where you can be actually top 10%, and
then lean into opportunities and also problems that help you show that and shine it that way.

FRCERIR:

MEXMHFEC, LLINmAESR), THRAREMIA, HFRANER. REBIAREREINZEHBIALG?
REBTNEMIAEEEFET THRANSEERTLHAL? FHEMHFERE (EIFXRIZHRD), EES
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o

[00:30:34] Lenny
English:

That is such cool advice. | think what's cool about that is | imagine you just go to your manager and even
just ask, "Hey, I'd love to understand just what are your highest priorities, and then what are your
manager's?" Just ask these questions. Just that alone I think communicates a lot about how much you
care and your interest there, and that creates trust, even if you don't do a ton with it, and knowing what
your manager cares about is just going to help in so many other ways just like, "Okay. This matters to
them. I'm going to make sure to do a good job there."

FRCERIR:

XEWUAET . REGEFEN—RE, HAUBRIMREREARIMRIVZIER: 1R, REETRIFRMELEEN
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[00:31:00] Fareed Mosavat

English:



Absolutely.
FRZERIE:

IR

[00:31:01] Lenny

English:

So that is a really cool framework.
R EE:

FRAX R — 1 IFEEGRIMES,

[00:31:02] Fareed Mosavat
English:

Not only do a good job there, but I'm going to figure out how to communicate what I'm doing to be only
the parts that are important and matter to them. I'm going to know that when | hit a certain decision that
needs to be made, whether | need their input or not. There are all these different pieces like
understanding when to be heads-down, when to be heads-up, when to communicate, when not to, but |
think understanding how all the pieces fit together, you really just try, and | always think of it as trying to
build a mental model of how the company works, and what's important to it, and what's the equation, so
to speak, or what are all the boxes, and then figure out like, "How is my work creating leverage in that?" |
find that when you are thinking at that level, people tend to trust you.

AR ERIE:

AMNBERSEXRRLE, REEFFRNMOBHHNLIE, IRTNMNEZERXNED. RSMEEEK
BERENFEMEVRERN, EEFEMITIIRA. XEERZAT, LMEBFHEFAHRZELET, A&
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[00:31:44] Lenny
English:

The core of trust is people. Your manager and their leaders need to feel like you will do a good job and a
bigger responsibility, and what gives them trust? Oh, they do a good job, or they're curious, and excited,
and understand all these things that they need to understand. So it all makes sense, and I'm always
weary of asking PMs to do more work. It's such a busy, long hours job already, and what's cool about
these things you're talking about is it's not necessarily a lot more work. It's just a little bit of research and
a little bit of digging and thinking.

FROCERIR:
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[00:32:12] Fareed Mosavat
English:

Yeah. | think the hard part of this is | have not figured out how to do this well in a remote environment
without throwing a lot of one-on-ones on people's calendars because sometimes you figured this out just
by hearing conversations, hang out at lunch, and asking questions, and those kinds of things, but it's

certainly not impossible. You just have to work out a little more,
FRCERIE:

Bl BIANERNEDET, HEKBLMAETENQNIFRET, NMEFIANBREEF—N—WFLEE
IFX R, RALUFRERRIFBEIZINIE. FENPNRRMEFFRXLE, EXYATEFATEN,

MARRFEZERDE,

pus

[00:32:31] Lenny
English:

Just more Zooms.
FRCEIE:

TEEZM Zoom 21,

[00:32:32] Fareed Mosavat
English:

Yeah.

FRCERIE:

=0

[00:32:33] Lenny
English:

This episode is brought to you by Vanta, helping you streamline your security compliance to accelerate
growth. If your business stores any data in the cloud, then you've likely been asked or you're going to be
asked about your SOC 2 compliance. SOC 2 is a way to prove your company's taking proper security
measures to protect customer data and builds trust with customers and partners, especially those with
serious security requirements. Also, if you want to sell it to the enterprise, proving security is essential.
SOC 2 can either open the door for bigger and better deals or it can put your business on hold. If you
don't have a SOC 2, there's a good chance you won't even get a seat at the table, but getting a SOC 2
report can be a huge burden, especially for startups. It's time-consuming, tedious, and expensive.

FRSCERIE:
ZHAT B E Vanta #B), EHmBIREIAVLZLEINE, HRE K, MRS WVESHREEEAEE, BARE
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EHTEl. WRIFEE SOC2, REFRIMERFIRE LXK, BRI SOC 2 KEFIEE—TNEANAIE, L
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[00:33:20] Lenny
English:

Enter, Vanta. Over 3,000 fast growing companies use Vanta to automate up to 90% of the work involved
with SOC 2. Vanta can get you ready for security audits in weeks instead of months, less than a third of the
time that it usually takes. For a limited time, Lenny's Podcast listeners get $1,000 off Vanta. Just go to

vanta.com/lenny. That's V-A-N-T-A.com/lenny to learn more and to claim your discount. Get started today.
R EIE:

Vanta RIEM4&E, @it 3000 KIFRE K AFEA Vanta REHEAIERIE 90% B SOC 2 #8X T 1E. Vanta
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Lenny's Podcast B9 Iff &R AT LA = & Vanta 1000 £t E. R &F 5 1A vanta.com/lenny, Bl V-A-N-T-
A.com/lenny, THREZEEHIEITI, SRIMFIEIE,

[00:33:50] Lenny
English:

So | know something you spend a lot of time thinking about is the transition from an ICPM to a manager,
and you have this really epic post that | think you call the Product Leader Canyon that you think of this as
a canyon that a lot of PMs don't cross. So | want to spend a little bit of time here. Can you maybe just talk
about what this canyon is, and why it exists?

FRCERIR:

BAEMET RENEZREMNATTERE PM (ICPM) FERENET, MEI—RIIFEHFEHIXE, HKicT
I (FmAFEARBKS) (Product Leader Canyon), fRIANXE—MRZE PM TABHAIRE, FrLAFEEX
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[00:34:08] Fareed Mosavat
English:

Yeah. We talked a little bit about the first of very hard part in product management career development,
which is like, "How do I land my first job?" Not a pro at that. We can talk about that more, but then this
path from IC to more senior IC working on bigger problems that have more business impact, et cetera, it's
a relatively straightforward path. We just talked about some of the ways that you do that. You get a
deeper understanding across a wider range of business problems. You solve more unknowns versus being
handed problems to solve, et cetera, and you do that by being good at your job. You do that by being
good at your job basically as a solo product manager on an island.

AR ERIE:
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[00:34:48] Fareed Mosavat
English:

We talked about communication and those kinds of things, but at the end of the day, like we described,
most of the work is execution. Most of the work is partnering with your engineering manager, partnering
with your designer and your team to build stuff and deliver stuff. You've gotten there by being really good
at that. Right? You've gotten there by getting in the weeds, getting in the details, sweating what matters,
working hard at it. So someone says, "We'd love for you to lead this team." Great. It's really easy to look at
that and say, "Okay. Now, instead of owning free to paid conversion, | own growth overall."

FROCERIR:

HANREN T B2 KNERE, BIARER, EMBAPMERE, Ao IERRT. A2 IIERSIREIIE
ZBEMF, SRENGIHITMESERMZNRZARTE, MERNFEEBRIEA ERX—DH, HB? fE
FARNAT., XFER. BHTEFRBEAN. FAUBAR: “BIHBRRASXTHE.” KiFT. R
REZ=E: 9E, IERABRAR RAKRNE L, HORBMEKT.”

[00:35:28] Fareed Mosavat
English:

The first thing you do is start to figure out, "What are the most interesting and valuable projects that | can
work on? As an IC, | can only have one person on my team to go dive in and work on those things to make
a lot of leverage." This can create a little bit of a spiral of failure because it's the hard job. The IC part of
the job is really hard. So, now, | gave you more work across more things, and you're already working 56
hours a week. Now, you got to keep track of more projects across more teams and more people, and
maybe you kept the two or three most critical ones to yourself.

FRCERIR:
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[00:36:04] Fareed Mosavat
English:

So that is one angle is learning about, yes, it's probably the right thing in the near term for you to focus,
and work on this, and be really directive about what to do, and get in every single detail, and make sure
you deliver the best product. But long run, you've taken a learning opportunity away from someone else,
and you've taken the opportunity for you to be a leveraged person that is more valuable than just their
time away as well. So | think that's one piece that drives a lot of failures, just this like, "Okay. Now, | have
more problems to work on. I'm going to go deeper on it," and handing the people on your team the least
interesting, least leveraged, least fun stuff to do, thinking that's how you get to like, "Oh, now, | get to
work on the fun projects, and the interesting and high-leverage ones, and I'll leave all the other ones to
other people."

FROCERIR:
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[00:36:51] Lenny

English:

I think you call this the manager death spiral. Is that the same?
R EIE:

BEMIBXMN “BIEEFRTIER . ER—MERG?

[00:36:55] Fareed Mosavat
English:

Yeah. Yeah, manager death spiral.
R EE:

T, EEEFRTIENR.

[00:36:56] Lenny
English:

Yeah.

FEiE:

=i

[00:36:56] Fareed Mosavat
English:

This is not unique to product management. This happens in almost every leadership role. You're in a
position. You have broader responsibility. You got there by being the best IC on the team probably, so
your instincts are to, "l see a bunch of important stuff," and do management stuff too. Right?

FROCERIR:
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[00:37:15] Lenny

English:



People may be like, "Oh, shit. How do | avoid this death spiral?" Do you have any advice? Maybe you'll get
there, but just how do you avoid this death spiral of keeping all the good stuff and just not scaling
yourself?

AR ERIE:
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[00:37:24] Fareed Mosavat
English:

| think the first is, honestly, just you have to start trusting other people, which is not common to where
you've been till today, but you have to start trusting. You have to shift from doer to editor is the way |
think about it. You have to shift from, "My job is to do the work," to, "My job is to make the work better.
My job is to plus the work, to review the work, to help other people solve problem." Sometimes that's by
being directive. Right?

FRCERIR:
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[00:37:51] Fareed Mosavat
English:

Sometimes that's by letting them run because you're like, "Lenny, you're great. Please go solve this
problem. Call me when you have a problem." If you have people that are in that upper quadrant of like
they understand the problem, they have the level of experience to solve it, it's maybe not 100%
important. Maybe it is. That kind of thing. Then, there's the coach in the middle, which is like, "How do |
help make that work better?" They have to start figuring out like, "Where is each person on your team in

their expertise, and what level of input is the highest leverage for me?"
R EIE:
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[00:38:24] Fareed Mosavat
English:

| actually think of it as start thinking in terms of being lazy, "What's the least amount of work | could do to
make this thing as good as possible?" versus, "How do | do as much work as possible to make sure it's
great?" So it's like looking in terms of ROI. The other is just hiring, bringing on great people you trust,
making sure you're staffed appropriately, and there's just a second bit. | think one of the bigger mistakes
that new ICs make on teams, that they still treat problems the same way they did as ICs, which normally,
when you run a pod, basically, your job is, "How do | deliver the most value with the resources | have?"



FRSCERIE:
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[00:38:57] Fareed Mosavat
English:

When you're a leader, it's now your job to propose, "What are the resources we need to have the most
impact on this problem?" | think | personally have messed this up a bunch of times where at the end of
the core, I'll be like, "Yeah, but we only had four engineers, and this is what we could do." I'm like, "That
wasn't what we asked you to do. We asked you to solve this problem. So adding four more people was
what you needed or you needed the marketing team to do X, Y, and Z." You need to go out and do that
work now. It is not just your job to get what you can get done with the resources in front of you. It's your
job to marshal resources both inside your org and across your organization. | think that's another big area
that's related to the trust bit because, again, it's this habit of, "Oh, | got here by doing everything myself."
You have to start realizing that your job is to convince other people to do work too.

FRCERIR:
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[00:39:49] Lenny
English:

Awesome. So, going back to the canyon. So the first piece was essentially over-focusing on just being too
good at the thing you're already doing versus going broader, is that right?

AR ERIE:
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[00:39:59] Fareed Mosavat
English:

Mm-hmm. Yeah. So it's like, "Hey, how do | maximize my output? | can do this myself faster than | can
explain it to someone else, so I'll just do it," and then finding that you're blocking your team because
you're in the middle of every single decision, finding that you're totally overworked, and finding that
people aren't learning or growing because those opportunities have been taken from them. So what do



you do to break that? You have to just slowly start to give up, trust, do that. So | think that's the one bit is
that death spiral of what's getting stuff done.

AR ERIE:
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[00:40:31] Lenny

English:

No, no. You can curse all you want. That's all good.
FRCEIE:

RRER, REILIREEIRAEE (FEARBFRTER), KFE.

[00:40:33] Fareed Mosavat

English:

Okay. Great. Oh, you've just... Well, be careful with "all you want."
R EE:

8, KET. B, (RRIA - 4FIE, % “BEE" BEHMERR/IDR.

[00:40:36] Lenny

English:

Nobody has cursed yet on this podcast, and it's all allowed.
R EE:

X MERERAYIAE, FIEZ AR

[00:40:40] Fareed Mosavat
English:

Okay.

FRERIE:

YFHY,

[00:40:41] Lenny
English:

It's the internet. | don't know.



AR ERIE:

XEEEW, #ERER.

[00:40:41] Fareed Mosavat
English:

We'll solve that.

R EE:

BITSMBRZ AR (FEFTHRILTIRIE) o

[00:40:42] Lenny
English:

Okay.

FCERE:

YR,

[00:40:43] Fareed Mosavat
English:

Don't worry. | think the other is what | call the four types of product work, and | think this is not always
right at the manager stage. But for every great product leader, you go from being an expert in some type
of product work, and I'll describe what those are, to now owning a portfolio of work across a bunch of
different dimensions. So the way | think about product work, and Casey Winters and | worked on this
framework together, a lot of it comes from him. So | don't want to oversay it, but it's all part of our
product strategy program at Reforge is first, feature work, adding new features, product experiences, et
cetera into a product in order to drive engagement with your existing customer base and solve a wider
range of problems.

FRCERIR:
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[00:41:24] Fareed Mosavat
English:

The second is growth work. "How do | help my customers or a broader range of customers connect with
the experiences we already have, and drive acceleration and either top-line growth, or modernization, or
whatever the most important metrics are. | think you've had many guests on to talk about growth type
work. The third is related to growth, but | think is slightly different, which is what we call product market
fit expansion. So it's not exactly feature work, which is like, "Hey, now that | use your product more, | have



this thing | need in order to keep using it because I'm a power seller," those kinds of things. But instead,

we want to attract a whole new sub-segments of markets to the product by adding something.
R EIE:
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[00:42:05] Fareed Mosavat
English:

There are two forms of product market fit expansion. There's either taking the same product and finding
a new audience. Things like internationalization or vertical like, "I'm going to sell the same product to a
different vertical because we're a verticalized product." The other is selling a different product to the
same audience. This is what bundling strategies basically look like. Right? So adding new marketing tools
to a marketing suite, et cetera that attract a different kind of customer and that either drive upsell or drive
new audiences to come to that.

AR ERIE:

PMF i ik ERMMA . —MEZRENFREFEIZIAR, LLNERY, HEZFENL (b0 “BREEREN
mELAFANEERTL, RAKNREENTR) . B—HERARENZIRBEEFRRNT R, XEX EHE
“WPHE” R, LNEEHEGPRANMFINEETIR, MMRSIFEALENER, BAENIEH
(Upsell) , BARSIF=ZRo

[00:42:34] Fareed Mosavat
English:

So that's the third kind of product work, and then there's the fourth that is always forgotten by a lot of
PMs which is scaling work. So what is the stuff we're doing that is because we are growing, there's new
product work we need to do? Most people think of this as technical scaling, but I actually put things like
trust, and safety, and other kinds of what we call user scaling problems in this as well. There are a lot of
problems that come up at Airbnb just because instead of having 10 hosts, you have 10,000 hosts. Right?
There are a lot of problems at Twitter and Facebook that are well puzzle-sized that are a result of their
scale, and | think that a chunk of work that | put in the same category as technical scaling, which is like,

"How do we make sure the product continues to work for the people who are using it?"
FRERIE:

EXMEE =M mIf. FEOMEERRS PMES, BME “MELIIE (Scalingwork) . BIERNEK
MEEK, FAURNFREPLERO~@mIE? ASBNANNIZZEAT B, BREFLEEEE. R2U&E
thERAIPMIBR “FAPARKER WIFALEZE, Airbnb HIIHIRZ RN ZERA B RM 10 2T 10,000
1, XB? Twitter 7 Facebook W BRZMATFAUMRERM~EMNE A, HINAXED TIESEAT BB T
E—ehs, Bl:  “BAIEBER~ MmN EEERENARS? ~

[00:43:15] Fareed Mosavat



English:

So the challenge of the four kinds of product work. "Okay. Great. We have a framework. How is that
useful, Fareed?" It's not that useful. It is to know what kind you're doing, but | think as you go up the stack
of product leadership, you are going from being probably an expert in one of these, so for me, growth, to
needing to think about all these other ones, and you've probably never done them before. Right? Maybe
you've done two, but how do you lead across a bunch of different things, and how do you make sure not
to be over-focused on the one that you care the most about?

FROCERIR:

FRAXIOM R TIERBRETET: P08, X#&7T, RMNE—MER. BXBHARE, Fareed? ” EEFK
BLBER. ENFARBILMAEREEMP—XRIIF. BRIANEEMENTRARE, FEME—IHAEY
TR (WEREREK), RENFRREMEHEMME, MIRAJEUAMREEXE, WiB? diFfrEudHA
M, ERNERS—RIIFRNES, HARFIZIEZT ETIREXR OB —T?

[00:43:46] Fareed Mosavat
English:

We've all seen this. Right? It's like growth leader takes over, and everything is a growth problem.
Everything is an experiment. Everything should be measured. That's not necessarily true for some of
these other kinds of work, and so how do you start to lead, and grow, and build a portfolio across those? |
think that's where some of the stuff we talked about before, deep curiosity, looking across, asking a lot of
questions, getting to a foundational understanding of what's important there, et cetera is really
important.

FRCERIR:

HNMRIXMER, MB? LI —MERAFARET LR, ARFEREHER T KA. FrIEERE
B, FIEERHNEGE. N THMEENIERR, XAT—ELEH, BAMNAFGEAS. KRHE
T EXLEFHN TIRARTR? HIANXMEBRHNZANXEIN: RENIFEFO. MEME. SR, W&
ZOBERBIUEMIBRES, XEHRFRER,

[00:44:14] Lenny
English:

Got it. So part of this is learning new types of product work. So we're talking about trying to move from IC
to manager and the things that get in the way, and so is the advice there just start to learn and
understand... Maybe, say, you're doing feature work. You're just building a dashboard for your users. Is
your advice there like start thinking about how growth works and understand the growth strategy of the
company so that people give you this opportunity of, "Okay. Let's put Fareed on maybe a couple other

things here because he already understands a little bit more about growth?"

R EIE:

BBAT. FMUER—HDZFIMERNTmIE. HITETEITIEM IC BIEENET UNEPNER, BAMR
RN EFIRF IFIRME - Lo, (REEMBTHEEMETIE, RRNAFPWE—MURE, RAVENEFEE

BKRIEE(ER, BERABMEKEEE, XHHIASRLMNE:  “WFIE, it Fareed fASTTEM/LHSIE,
AEEMERE T —EN T ?



[00:44:45] Fareed Mosavat
English:

Yeah. | think there's a framework thing, and then there's like, "What practical advice?" So from a
framework perspective, | think it's important to ask the question, "For each of the things that | am
responsible for, what category does this fall into? What's important about it? What are the right ways to
think about building that, given that it is different than what I've built before?" So, some of this, you can
do within an org. If you're working on core product stuff, you probably have an adoption problem on one
of your products, and there's growth work associated with driving usage of that thing.

AR ERIE:

B, FIANXBBREREEYN, BELFENEEN. MEXRAEES, EENERXF—TRE: "Wk
AFNE—HE, ERTHNES? ENERRMHA? ZRINCSHZAWENKRABTR, BEWECHIER
AREMFA? 7 HR—EREUEARRABTR. MRIREBZO~ R, MAEERN TR LBETRAX
(Adoption) BJ&, BRAMEE SHEENIZ” mEREXAIE K

[00:45:18] Fareed Mosavat
English:

So | think there's a piece at which even within a certain sub-segment that this can be valuable. You could
be working on enterprise, which looks a lot like a lot of scaling work, right, and a lot of feature work, "Get
me the right administrative dashboards and these kinds of things," but also, maybe you have a problem
that's a growth problem. "How do | drive adoption? How do I actually drive usage? How do | make sure
that our new enterprise customers are activated and retained?"

AR ERIE:

FRLUTR AN EDEER MRS SIBIM, AN E, IRETREMEIRIL S (Enterprise), XEMRFIRGHIEN
THE, XIE? AERSMEMTIE, il “ARHNSENEEEAZXN . BEN, (RaIEhEE— Y
KIRE: “BaTRehRA? BIEASREER? R ERERIIH C LS P RiEH e, 7

[00:45:43] Fareed Mosavat
English:

So | think at scale, any product leadership work has some pieces of these different kinds, and | think
building a mental model for, "What are the other things we need to do? What's the right portfolio
allocation across these different types of product work, and do | have enough of a baseline
understanding of the different ways to evaluate and think about those and what the goals are in order to
drive leadership across work | might not be able to do myself very well?" | am not a good technical PM
despite having an engineering background. It's been too long, but | hope that | can lead technical scaling,
technical debt restructure on my team or at least understand whether it's important to do or not.

FROCERIR:

FRASIAANE—EMET, EAFRASLFREEXERERENER, RIANBI—MRERERER:

‘BIEFEMPLEEMER? EXERRREN~m IR, EWNASHE (Portfolio allocation) Zft
4?7 BRREMTEMBEXETENARANUARETRE EBHELM T, UEASPBLERAELTEFEMS
R IiE? * REFBEIRER, BEEAFTE—NFHRAE PM, BEAXAT, BRAERENASHNHT
BAT A BAGRESH, HEEVRFIHXIEEESEE.



[00:46:20] Lenny
English:

So if you think about this concept of getting through this canyon broadly, it boils down to more scope.
Maybe that's the way to think about it. It's like more scope of product work that you work on, being better
at different types of work, scaling yourself so that other people can do work on your behalf or within your
umbrella, and the point you made about not being satisfied with the resources you have and in helping
people understand, "Here's what we could do if we had this many resources," and making the case for
that feels like that's the overview. Is that how you think about it?

AR ERIE:

FRUVINERMI™ X EBEBEXDMRSHES, BA%N “EABEE" (Morescope). HIFRJLUXFFIEME: 7
RE ZFmIE, ERAREENIE, BAS E',EI’\J%MELX@T’@A““TJC‘%%T’]"EJZTVTE’\JEEE"FIVEO EHBR
REPB—R: TRETUERR, HAEHATERE “MRKNBEXAZHER, HNEBEIGA" , FALE
BH%, XREMEEN, REXHERE?

[00:46:49] Fareed Mosavat
English:

Yeah. | think that's exactly right, and the last one is really important because now, you have moved to
owning the impact. As a leader, you now own the business outcome, the impact, the delivery, not some
sub-problem or known answer. You have to define the solutions. You have to talk about how many people
you need to do them, and you need to figure out what do you need from the rest of the organization to do
that. So, yeah. | think those are the three big buckets of things that | see trip people up.

AR ERIE:

W, WANT2ER. RE—REEEE, ljﬁu"f’TEF"ﬁ*j} WEMHHAR" . (FARSE, RIE
M SFER, D RAHAR, MARENFRENENER, MOAEXBREG SR, BITIRMRFES D
AR, HEFEFBRIFFEARAMEI MR AT Fill, B8, FIANXMEREEIBILANF
BRI =P Ao

[00:47:14] Lenny

English:

| love that. When did you realize this was something you should be doing?
R EE:

KT, RRTARMRRIREIXZ IR IZ MBI EIBR?

[00:47:38] Fareed Mosavat
English:

Yeah, and that goes from a "would be nice" and makes you a better... more junior or even senior PM
makes you a more effective one. It's extra credit. At the leadership level, it's baseline. The baseline is,
"Okay. | believe this is the outcome we need to get to by this time, and this is what it's going to take. Here
are the trade-offs. Here's what | need. Here's what | can get you if | can't do that." The reason I drum this
one home is | feel like this is the mistake | have made now multiple times in my career, and | can't... At this



point, I'm embarrassed to have seen it happen over and over again because you just get caught up in like,
"Okay. Here's the team | have. I've got to build a roadmap. I've got to make sure everybody's got work to
do," and you say focused on feeding that beast, and you forget to ask, "Is this even the right group to
solve this?" Maybe you need a smaller team even, maybe you need a bigger team, or maybe you need
different people. | think often, you find yourself victim of the circumstances instead of owning the
situation.

FROCERIR:

B, XM “NREHMAEF T BT ILREA— TN EERERNNEEESS PMBINNT,. EEATE,
XEEEL, BELE. B, BEGCRNFEERMHERRAIXMER, XFTEMHXENAN XN
. XRBRFEN. WRIEFBAEXLE, HEIMHEXE,” HZAMURERAX—R, ERARTEXZHK
FRIEERZRIEINEIR. FIERAL, BEHE—BX—BLXE, RBRBTFAFRRT. BARREZHE
ARXFRES: 998, XERIMENEI, REFIERAE, REHRESDIAREET.” METET IRIEXK
RE” (BILEREET), tI5TH: “XENZHERAXRZNERED? * BiFrEE— 1 ENE
A, REBEABE, HEREHIA. HUNABEBRT, MELRAECHTHRENREE, MAERENE
=&,

[00:48:39] Lenny

English:

I love that. When did you realize this was something you should be doing?
R EE:

HEREX MR R ARMERRIREIXZ RN ZMAIEBRY?

[00:48:42] Fareed Mosavat
English:

I've learned different versions of this lesson now multiple times. | learned it at Instacart. | had a very small
team, and we've got a lot done. But honestly, | think | failed to make the case that we should grow it faster
and only... It was only when someone was like, "We should add more people." | was like, "Great. Yeah.
Let's do that." I don't think | was hurt by that, but | think it was a, "Oh, you have permission. You should
have asked," kind of thing. | think at Slack, the lesson | learned was about cross-functional. | think we did
a good job of making the case for why we needed new teams or add more things to drive more impact,
but | still took a very product approach to solving activation and monetization expansion type problems.

FROCENIR:

BELZRFIIXNMNNRERET . HE Instacart ZEITE. BRNEBE—NEE/NHNEPBA, RIMHTR
ZT1F. BIEAR, WIANNTKERENSFEZERMT KANIER, BEEBEAEHRIN: “BlINMZEMA
Fo7 AW KEFT, BH, MRXADT HARBXGET I, EREEXZ2—M B, RENR, R4
ZENEREY BRMEEDL, 7E Slack, FFEIRVE)IRXTEIREERN. BiANTERECEPASE N IR~
EEAREMAFEMISRY, BROARRTIEE TR’ B3 ERBRBENE LY KRR,

[00:49:25] Fareed Mosavat

English:



What I think is | look at what could have moved the needle more and what it could have made me a more
successful leader at that company. It would've been partnering more closely with marketing, for instance,
to figure out how we could be working on things together, helping drive their roadmap, and vice versa.
Same with sales. Same with the data org. Same with finance. Those kinds of things where | don't think |
was driving enough of the high-level outcome | owned, which is driving growth in the self-service
business across the other parts of the company that needed to do that. | was a product leader, so | did
product work, and I... Lesson learned.

AR ERIE:

ERRER, REBZHAREERHINIS, URMFARILKRABRABTERNNATE. FId0, BNIZ
EEEHRNEEEMEE, FERRINMAMEIE, FEEIHEIMINEBEE, k2T, HE. HELR
). MSEIIBRMtE, EXERTE, FIANBLKEREMEDBRFAATNSEER, NEFERESHEME
IR BBIARSS WS HIE K. RERB— M TmWSE, FUERRMT=allE, A5 -#IIRZ,

[00:50:05] Lenny
English:

Yeah. Thanks for sharing that. So we've been talking a lot about the regular path, and getting better and
accelerating your path as a product leader, and staying on this track. There's also this alternative track
that | know you're passionate about, and Reforge just become a beacon, it feels like, of folks that are
moving away from working at one company to working at many companies and scaling their impact. I'm
curious to hear your thoughts on what you've seen there. There's this large trend of just senior people
becoming advisors, writing things, newsletters, for example. I'm curious what you think is happening
there and how you think about that.

AR ERIE:

Bl BRI N R, H—EEINEEMRE, URMNAFANFRASELFES. MEEAHRFEZT
HE L, BEE—FEABE, RMBRITLETHE MRS, Reforge MFBZEMNT —NITHE, KIIEMEFER
N—RABILIE, MBASZSRABLEHT KEMANFER, KRR —RRBEZE. AEE—TK
B, BRATFREBERR. SE. DEEBER (Newsletter) FF, HEBIMEMAAXEERET
4, LURIREIEER.

[00:50:41] Fareed Mosavat
English:

It's interesting. The whys are hard to pin down, but it's definitely happening. | think some of it is maybe
COVID-induced, some of it is remote work driving these trends, and some of it is just like there are a lot
more leaders who are a lot more in demand. So, just to recap, a trend that | think we are seeing and that
has been really interesting is a trend of senior leaders, people with meaningful operating experience, first,
diversifying their impact maybe while they're still at a full-time role. Someone like yourself, Lenny, maybe
was full-time at Airbnb or a similar company and said, "Hey, I'd like to do some advising, some angel
investing, some speaking. Maybe I'll start writing a newsletter on the side," and then moving to this new
category that | don't feel like really existed. Maybe it did in certain pockets of executive leadership around
tech and startups, but really seeing it in product management of a shift towards, "The best use of my time
and my career is to work across a portfolio of problems that a variety of different companies."

FRCERIR:



XRE#E. RERERE, BEHETERE. UMD RERZHERESIKE, B0RITEDAHE) T XE
%, TEHDEBRAAREMNAFTASENTERKAE, AMs2, RNEIN—TFEEBNESZE, AEF
ECELRNSRNSE, BRELRIERREMAKRER SHTMASEL. INGMRXEFRA, Lenny, 7
BETE Airbnb MM AT 2R TIERNR: IR, BHBM—LEMR TR XERE. Biffe IFRERINES Y
F@M.” ARREAXTHRBEEUFAREESFEN “WE3" . HFEAERENTIQENEERFE—ER
£, BEFRERTE, HNHEEITH “RIRWVEENNENSRENBAARARBRRZRAELBNALAER
A BT,

[00:51:47] Fareed Mosavat
English:

So we are seeing a larger percentage of our executive network. It's still small, but working on things like
newsletters, podcasts, those and the like at the edge of the content creator side, but also, full-time
advisors, fractional heads of growth, fractional heads of product one day a week, et cetera. Long-term
advisory relationships, running workshops. These kinds of things that are more like a la carte. | think they
love it because of the flexibility that it creates for them. They love it because of the high upside and non-
linearity of possibility of results now instead of having equity in one company for four years of 100% of my
time. It's a portfolio approach to not just the time and energy, but also the upside and opportunities that
are there as well as the fact that they're just so in demand.

FROCERIR:
FRARMNBRIRNNBEMSE R, BEALHANA (RALHEKENAR)) EMNEREEN. BESFAEE

EASHIIE, EIEBE2IRME. IR (Fractional) EKAFZA. BELE—RNRE~RATAFS. &
BEREHEBXA. B#DIFE. XEFEFERR ""RV” BRS. HUAABMNERZHAARENEFTH
MRES. MINERCRRAMER RS LIRMLEREVIFLMRIEN, MAZE 100% W EIEE—RAF
EMFENEIN, XE—MXEFE. FH. WENNsH “AE8E1E X, MASEEL, MNFEREBENR
Ko

[00:52:41] Fareed Mosavat
English:

For senior leaders who have been in meaningful seats at well-known companies, you're getting hit up by
recruiters all day long, and the decision, "What do | want to spend the next four or five, six years of my life
on if it's just one thing?" is a very difficult one. So what we're finding is people seeing, "Hey, you don't
need me full-time. What you need is me here a day a week to help your up and coming leaders be
awesome." We're just seeing more and more of that in the industry, and it's been a really interesting
trend to observe. Of our executives and residents, | would say most now are exploring this kind of
advisory, fractional, or otherwise portfolio-based approach to their futures. Whereas most of them came

from full-time roles beforehand.
RSz ERIE:

NTFRLEEMNBZAFEEIERRUNTZRATERYR, BABERIMEKM. MRE “WRIM—HF, LXK
KOUANFRIBESRERETALE? " B— 1M EBEENRE, FIUFEMNEZRMAMIRIRE: 1R, (RAFEXK
2, MEBNZREAR—K, BYFPBLEFELANNSELER/ELE.” HINETLHERTHRESX
EOER, XR— 1 EEEENES, ERNNERSER, RBRARSHANEHETRRIMBUL. FRIRE
HthBETHEHNARMIIARR, Mbi1ZaIKZRkE RN



[00:53:24] Lenny
English:

Yeah. A program at Reforge is designed for that. The idea there is, "You don't know what you're going to
do next? Come teach a class at Reforge to help some folks out, and then use that as the time to explore
what you're going to do next." Right?

FROCERIR:

M, Reforge W— P IEMEAMILITE, HZOEZE: “RAIE TP EMHA? K Reforge HIRME,
BRREFEBNAIN, HEERI AR EREIREI T —F " MWIE?

[00:53:35] Fareed Mosavat
English:

Yeah. Yeah, it is, and the hypothesis... | was one of the first EIR, so | started as an EIR at the company, and
then ended up joining full-time as an executive. The hypothesis was, "Hey, let's give people six months to
a year so that they don't just hop from one really high-stress, really difficult job into the next one. We also
want great operators teaching and meeting our programs. How do we build a win-win situation?" So what
we did was we created the Executive in Residence program as a way to help top operators have a
transition point, but I think the hypothesis was that most of them would take on the next VP product role,
or CPO role, or CMO type role, and what we're finding is that more and more of them are using that space
and time.

FRCERIR:

T, =i, XMRIZ - HERRENERZ—, HUERNEMDIIARE, RELIRMATESERZ. HiY
BRigE: TR, EFENAXEANRTBE—FHE, ILMNABZEEMA—ITBE. EXERNITIEREIT—
o BMNEFEERFNZEERBFNSSRNNTE, RNNARIINEEE? " FIUZKMNIZTERS
& (EIR) B, FABPINKIZEEFRIENS. BERUNYGRIBRRRASBAZEEEEET N
mEl B8, CPOEL CMO ZEMAE, MBIMELN, HRBEHAETHNAXETEFMETE (KEMR/F
HRER1R) o

[00:54:17] Fareed Mosavat
English:

They are building up their understanding of where they're experts and what their real TEDx value is, and
then finding ways to do that across a variety of different companies and organizations versus just the
single one, one, because they want to try before they buy, so to speak, in terms of of like even if you do
end up somewhere full-time, it's nice to be able to really work with them and get to know them because
at the executive level in particular, it's a really high level of commitment, and you have a lot of
opportunities, so you want to be really careful about it. But also, two, because it may not be the best use
of your energy. When you have a lot of frameworks and you have a lot of broad understanding, you have a
lot of examples, your value to the ecosystem is often by helping lots of companies be successful, not just

one. | suspect that's how you feel about what you're doing as well.
R EIE:

T EEZLN B ST WEMEEZONENER, ARIFHESHKARRRMARPLRNENTSE, M
FARRAE—RAF. —HE=RAMIE “TiXEE" , AERERLRESRMATRELS, EREREIEH T
IERREN, ANESERE, XFERSHRAN, MEMBERZIS, FILUFRIFEEER. 5—HH,



EALRAIERRIRENNREFNAL . SMAEAREER. HZHERNFENERNN, MUESRESEN
MEFEETETZSRRREMY, MAUNE—K. FFIRNE SUARBNEREEXMET,

[00:55:07] Lenny
English:

Yeah. When | started down this path of experimenting with a newsletter back in the day, | called it Project
Avoid Getting a Real Job, and what | was trying to do is figure out, "Can | make a living doing this thing
even though | don't know if there's any way to make money writing a thing?" My wife is always like,
"There's no money in writing. What are you doing? | thought you wanted to start a company, that you
wanted to do some advising."

FRCERIR:

B, SRFENEARZHEHEENN, FBEME “BBEXTIETY” . RIEBVFFENZE: A
FEHRAIES RAARET M., MEEREXMEEND? ” REFERY: “FHRAREMEN. RETWHM? RUA
REEFRE], HEBMRRITIE."

[00:55:28] Fareed Mosavat
English:

Yeah. Well, let me talk about why | think the generalization there's no money in writing is true, but | think
it's true because it's... In general, maybe not, but what's happening, | think, is people are figuring out,
"What is my specific knowledge," just to tie the knots back to the thing we started at the beginning, "that
because I've taken so many reps at this is actually not easily replaceable in a focused area?" So
modernization or building zero-to-one paid channels as a marketer, or whatever it is. Just narrow enough
that I know I'm one of the five best in the world at or | can make the case that I'm one of the five best in
the world at it. You as a company probably can't hire that person because you're too early, don't have
enough money, don't have enough clout, et cetera, and that | have generalized enough in my mind that |
can actually be really effective in a small amount of time.

FRCERIR:

2. XT “BRARKER XTEHEBEEE, RERCE—RBRTARENH, BRELRENERZE, A
EEFAR “HHOREMREMNA" o EEIFENAKKIN: EARELEXMUREL T KER, FIUEE
TMEETRZRATEAN, tbnmElly, HEFNEHEAZHEM 0 Z 1NNERE, FERT42. RERE
By, RAMEREHR ERINRHANAZ—, HERALUEAX—R. (FA—RAQF, (RAEEFEXF
A, ARFERRE. #5AHB. BRFBESF, MAELIEXLEIIREAKT, UK UERENNER~
FEBERBIR,

[00:56:25] Fareed Mosavat
English:

So what works for you, | don't know a lot about the mechanics of your newsletter, but it's not just writing.
You're writing about a very specific set of topics that you have unique experience in that has harnessed a
very focused community, and | think we're seeing this across a bunch of different things that there's a lot
of sub-expertise. No one can be an expert at company. Some people claim to be, but when you get down
to it, | feel like an expert on bottoms-up Saa$S activation strategy is like, "I can speak pretty confidently
about that. Somebody has a problem in that space, | can usually at an hour accelerate their learning



pretty dramatically." | think as we're finding what these things are and people are getting smarter about
what they're looking for, | think it opened up this space where you can be the best in the world at a
relatively narrow topic and make a real meaningful living out of it.

AR ERIE:

FRUARERHRE (BAEA T BRI EBAREENS) £F, XMUNESE. MEAS—EIFEHE
RER, MAEXETELERENEN, FERST N EELTENME. TANTENERZSAENTREE
BTXM “FERAFIR" (Sub-expertise)o RABERNA “NEIZE” M4, BEABNE, ERAHRE,
HREFT—" “BTmML (Bottoms-up) SaaSEUEREE" WEXRZR: “FAUFEBEBEMKIEXD. NRE
AEXN B, TBEEEE—/NSRRAMIIRMIINF IE1E." ERIAIMX LR TN, BAL]
BHREEREECEEMFA, XABRT =6 REIUE—MENREN B LRI RIS, Lk E3F
BEEXHEE,

[00:57:19] Lenny

English:

There's two thoughts | want to go into here, and then | think we should probably wrap up, but one is | do
worry there's like... everyone that gets to a certain point, it just exits the career track, and who's left to

build things? | worry that just everyone is trying to become an influencer/creator person. So what |

wanted to chat about briefly is just downsides of this path in life.
R EIE:

BERNRNENME, ARRIMMERZZERT . — N, HEOMRENEE—EKFHALRBER
HE, AMEREEMESRIE? FREOSTABBRAMLHE(FE. PrUTEREZHEIX i EERZAE

o

[00:57:41] Fareed Mosavat
English:
Sure.

AR ERIE:

o

[00:57:41] Lenny
English:

The other pieces is for folks listening that want to pursue this direction, what could they do to set
themselves up? So the first piece is just like, what are the downsides? I'll share a few already. So in this life
that | lead now, | get no health insurance benefits. | get no time off. | get no 401(k) matching. None of that.
| have to basically pay an absurd amount of money for health insurance and find ways to take time off,
invent PTO policies for myself, and all these sorts of things. I've gotten used to it, but it is weird. My wife is
also an independent self-employed person, so we both don't have... If we have a child, we have no mat
leave, pat leave. We just have to figure that out. | don't know how | would do that. So that comes to mind
for me. What else have you seen as the downside of this path?

FRCERIR:



SN FREREXTARERIAR, MI1TUEEFAESE? B, BiREta? REEZIUSE]L
N7 ERIAENEETD, REETRREF, RETHFAKR, 26 401(k) TR, +affghd. ROM<HE
PMETRER, BHREAECHE, NECKAFHREBEESE. HELIRT, EXHERFTE.
HREFHRMIZESE, FIURIEELE - NMRENEETF, REFRIESR. HNBAESHER HF
MEZEAD XRHKEEBIN, MERIIXFREZFMLERIR?

[00:58:25] Fareed Mosavat
English:

Yeah, the second is it's unclear what the longevity is. How far can you be removed from your full-time
experience and still be valuable? This is why | actually think this is a better path than what used to
happen, which is all the great operators turned into VCs, venture capitalists. Right? In there, you're pretty
disconnected from the ops. | think this advisory type path, I'll leave the creator piece alone because I'm
not as familiar with it. But in the advisor path, you are still maybe spending a day a week with these
companies. You are still doing. You are helping grow the next generation. | don't like to say generation,
but next crop of up and coming leaders. So the question mark for me is longevity. Is it possible to build
more and more amazing companies if more and more amazing operators are leaving the full-time

workforce?

Fh>CERIE:

28, FZARRRIEGRERR, RERBELIRTHENZALREFRFNE? XMEANTAKIAXLRLELL
HENBREY —IEFMEFEANEEEREBTR T XKEKEER (V0. EVCHE, (F5ERzEMEEHM
T, BIANNXMmMAERRFR (FERKCESE, RABFRIBLARE), EMRRKREPR, ReJsESRNE—XKbE

EXEATE, RIHERXER, MESBMEFRT A (FEFERR N, MR T—H#H) HEXANASE.
FRUASERYL, BRETIHAMN,. NRURESABZEEFALIRIEN, BEEREIIERKESS
RN R E]?

[00:59:20] Fareed Mosavat
English:

| don't know, but | hope that it's better than what it's been because actually, they're building and doing,
et cetera. So | think that's the other question mark and downside, and | think we think about this as part
of our ecosystem. | think as long as people are doing, and generalizing, and executing, as | talked about it
at the beginning, | think they can still be valuable in a meaningful way and maybe provide access to that
kind of knowledge for a broader range of companies. The other is just like if everybody does it, then
maybe it's not so unique anymore. So | think there's a question there as well.

FROCENIR:

HAMNE, ERAFEXCURNEREY, HAKE EMINDERRMLR. FURIAARXZS—NESHE
o HINNEXBFESRAEN—EID. FOANRBANTEERLRRE. BAKMHKIT (EWMIFHFALFMRE) , M5
MEEBEEXNARNTEMNE, HAERNE ZHNATREREXEMIRNER. F—1MEEZ, MRETA
XA, BAXFTEMABRARE T, FAAURRESXEE— N,

[00:59:55] Lenny

English:



The other piece is like you're constantly having to do sales and BD as an advisor like, "Who's the next
company?" You're always wondering if there will be more, if they stopped. It's a real part of it.

AR ERIE:

EE—RZ, FAER, ROFAEEEEMLSHRE (BD), thil: “T—XQBR2E? 7 MEZEHED
BEEZBNS, HEUSEERFLE, XERMKH—ERD.

[01:00:03] Fareed Mosavat
English:

That's why it has not been attractive to me personally, | will say. | like being focused on a singular
problem for some amount of time. | do a lot of portfolio-type stuff outside. | advise casually. | do some
coaching. Not coaching exactly, but mentorship for a couple of different up and coming product leaders. |
do some angel investing, those kinds of things. | like to see what's happening around me, but | do like
having an anchor. That's like my main thing, and | don't like selling. It turns out | don't, and so you have
to like that, I think, to do some of this stuff. But | think there are things our platform at Reforge will be able
to do for these kinds of offers. There's a long period of time to make that easier and easier. No promises,
but stay tuned.

AR ERIE:

XN AR EDNZERSINNER HRERE—RNERZTETF— TSR, HEIEHRZAE
BRANEE. BREMR, H—EHTS FR2EHEE, MEN/VIHE-mASENES), B—EXERHA
ZEN, REVNNRABRRENSRS, EFHELERNE— HR" , BEXHNEL,. MARFENHEHE. F
SSIERRSRAEN, FIUFOANBMXES, (RENENHEH. BFIAN Reforge FERFRENXELFBRMELES
15, LERTERME S, FMERIE, BFREXE.

[01:00:46] Lenny
English:

Okay, okay. So then, going back maybe as a final question. For folks that are just like, "That sounds great.
Maybe in the future, | want to become a full-time advisor, EIR person, writer person," what advice do you
have for folks to set their career up for a place where they can get to a place where they can become full-
time advisors, let's say?

FRCERIR:

Y. BAEBIRE—NEF WTFRLERT “XIFERRE, WIFRKFENLIRBE. EIRHEIEE" BY
N> REFARIEELL IR ETER M S, RERFHMIE?

[01:01:04] Fareed Mosavat
English:

This is this generalized step | talked about in the learn loop. It becomes even more important if what you
want to do is not just do your current job well, but be able to communicate why that expertise is valuable
to other people, other companies across a wide range of things. So | would say choose your opportunities
carefully to be building the right balance of depth and breadth across different things. You need to
connect dots, so you do need different data points from different types of product work and different
types of organizations because you don't want to be so narrow that only DDC eCommerce company that



sell once-a-year purchases or whatever is the only thing you can work on. That's just an example. | could

have come up with a bunch of others.
FRERIE:

XHMEREFIBHAPRIN “BRANK TE. MRAEFRESFSRIBIE, SRAENTAMRNET AR
MHEMA. EUASEZIREBENE, XI—RRETEMEE, U, BEEREFNS, EFES
Mz EBILREN BT, (RBBERRE, PRUTHSREERBAFAREE ™o TENAEREARR
ER. RAMAREELIME, UWETREN “BERE—XKAKN D2CBBFARF" RS. XRZMIF,
TREEHRZ.

[01:01:51] Fareed Mosavat
English:

You need to have some breadth, right, but it's like same problem, different industry. It's one way to think
about depth that's focused. Different problem, same industry is another way to think about it, but you
have to come up with a unique intersection that is clearly you are in the top tier of the people who know
how to do that. That's a little bit nuanced. There's an art to it | think in some respects, but | think that's an
important piece of the puzzle.

AR ERIE:

MPEEE—ENE, WE? BEtAUE “EFRE, FRNTLE" , XBBREZEFREN AN ;N
B “TERREE, REFRTL” , XRF—MAEN. EREIHE—MRIFHCR, iLRRELTEEZ
REENTRABEZ T, XERMY, EREFER—TIZR, ERIANXEHEPEEZN—IR,

[01:02:14] Fareed Mosavat
English:

Second, work at great places. | think this is good advice for almost all product managers in particular, but
really, anybody working in tech, for better or for worse, where you worked matters to people for two
reasons. One, it's easier to do great work at a place that is fundamentally working. When the tide is rising,
there are tons of opportunities to make meaningful, deep, awesome impact. The second is what you
talked about. You're going to be in the sales business eventually, and it's a lot easier to sell experience at
places people have heard of than places nobody has heard of. Unfortunately, that's | think a big piece of
this puzzle as well. | don't have to spend a lot of time talking about what Slack is. You probably don't have
to spend a lot of time talking about what Airbnb is. | think that helps, and it is a meaningful piece of the
puzzle.

AR ERIE:

B, ENBHME I HIANXILFE PM RIREBREFEIN, EFHFEMEAMERRITULTENAERE
gt TieeFsF, MMEMEIENIIARREBREE, RRE-: £—, E—TEF-ERFIHMSESTZME
HARMIIE. SAHLKE, BEBNETEERN. FZAETAENEM. FMEIRREEN, MRERH
AN HE” T, HETENZARNIELRILEHEIANINARES TS, T=NE, HINAXBEH
EHEEEEN—ED. RTVIERZHEIRERE Slack Bt A, fRETBEHRLIERZESEIfERE Airbnb B+ 4.
HINAXBREEE, EHEHFREEXH—R,

[01:03:04] Lenny



English:

Absolutely. Fareed, | feel like anybody that listen to this episode is going to be a better product manager.
I'm very confident of that, and I'm really appreciative.

FRSCERIE:
3, Fareed, HEEBEMIFTT X—EMAMSMABFH=REZIE, HFLIEEEED, HIEERR,

[01:03:13] Fareed Mosavat
English:

| hope so.

R EE:

FAEYNLL,

[01:03:14] Lenny
English:

I'm sure of it. So, just to close, where can folks find you online if they want to reach out, learn more, and
how can listeners be useful to you?

FRSCERIF:
BHE. BE, IRARERAMHETRESZEE, JUEMBERER? FREERIRRHA A EEENG?

[01:03:21] Fareed Mosavat
English:

You can find me on Twitter almost most days, F-A-R-3-3-D. That's been my handle since | was a young

man.
FRCERIR:
RIVFERERETE Twitter E3FIFK, KSR F-A-R-3-3-Do XEHFENIM—ERNIKS,

[01:03:29] Lenny
English:

So complicated.
FRCERIE:

BEE%#

[01:03:30] Fareed Mosavat

English:



So check me out there. It's just threes instead at Es, right? That's probably my social network of choice
and best place to communicate or hear what I'm thinking about or what I'm doing. Obviously, | do a ton
of work at Reforge. On our events, | toast a bunch of different things, do a lot of stuff. If you're interested
in these kinds of topics, please, | don't want to make this a sales pitch, but we have a lot of programs that
are dedicated to deep dives into the problems that we've talked about here. I'm dedicating this next
chapter of my career to helping a wider range of product leaders be great at their jobs, and that's what we
do for a living. | hope that we can help folks there.

AR ERIE:

EAREHRIIE, MELFE E AT 3. BRRHEENLRMEE, HERE THKZERHTA. EHANE
£19Ff. A, 7L Reforge 7T AEI R, ERNBVEIFR, REHEIMIT, HRZSFE. MRIFIXE
EERHE, HABIBETRHHEE, ERIMNERSBFRETIIRNRIRNS KIWEIX LR, IR EERN
TR ANFEYE ZHFRASEETTERPRILE, XMERINNF L. HEEHNEERLE
HEIARR,

[01:04:06] Fareed Mosavat
English:

As to what people can help me with, | don't know. I'm always looking for people working on interesting
stuff or with interesting, unique problems. If you're a founder working on something interesting and
you're looking for an advisor, practical advisor, not for me, but we have a wide range of network experts
that I'd be happy to connect folks with. If you're a product manager on a team that's looking to figure out
how to break through on certain problems, reach out. Maybe we can help with Reforge or maybe | can
help individually.

AR ERIE:

ETARBERH M4, HANE, REREIHPBEEHEBSFAEGER. HFRFAHA. ORFE—T
EEMABIMENLIEA, FEEIHME (EHEFR, F—E2%k, BRINE ZHERME), RREEE
TE51%. MRIRZB—THAF PM, EREFFRMAIRBIRLERE, 58RI WiT Reforge BEFE EIT, =X
BERMEERHEDTAR.

[01:04:35] Lenny
English:

Thanks for being here, Fareed.
R EE:

BHSIREER, Fareed,

[01:04:36] Fareed Mosavat
English:

Yeah. Cheers. Thanks for having me, Lenny. | think what you're doing is wonderful and making a big

difference for PMs everywhere, so thank you.

AR ERIE:



YFRY, TR BHEREVEIS, Lenny. HIANIRFAMBBVEIRIEERE, HEMBY PM HRT EABICREE, FrLlss
o

[01:04:44] Lenny
English:

Same. Thanks, man.
R EE:

Uk Lt, hat, fkite

[01:04:45] Fareed Mosavat
English:

Cheers.

FREiE:

Ffo

[01:04:47] Lenny
English:

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.

AR ERIE:

R RPFAKIT. NRMAREXITEENE, AILUTE Apple Podcasts. Spotify S{REIRAVER N A _EIT
HATH, Wi, BEERAEENTIHE TiTFIL, XERAMEBDHEHMITRLD XN ER, RATUE
lennyspodcast.com X EIFIEFHATER THREZER. RITTHTEERL.



