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[00:00:00] Grant Lee
English:

I'm in my third pitch in, | get to the very end of the pitch, feeling pretty good about myself. The investor
pauses a little bit, and then just says, "That has to be the worst pitch, worst idea | have ever heard. Not
only are you trying to go against incumbents, you're going against incumbents that have massive

distribution. You are never going to succeed."

AR ERIE:

XERHITHEZZRMAEH (Pitch), HERER, HRTEERE. BURAEHHERT—T, ARE
B “XENERAIREHEHR RENRF. MANXEERERSILEREX (Incumbents), ME
XEELEMBERANDHRE, RKTER=RINN.”

[00:00:18] Lenny Rachitsky
English:

You guys are at over 100 million ARR now, worth over $2 billion. One of the most interesting ways you

guys grew early on was influencer marketing.
FRZERiE:

RIMENFELBEHWAN (ARR) BEEE 112%5T, GEBE 20 2%, MR KEEBN AN Z—
MEMLIEH (Influencer Marketing)

[00:00:25] Grant Lee
English:

All the initial influencers, | onboarded manually myself. | would jump on a call with each one of them so
that they understood what Gamma represented, how to use the product. You want to be able to have
them tell you story but in their voice. | think a lot of people think influencer marketing and they'll think



these big trendy creators, people that have a million followers. This is the wrong approach. You basically
give them a script to read, immediately feels like an ad. That product is not connected really to them in
any way. You're much better doing the hard thing, which is hard to scale, finding the thousands of micro
influencers that have an audience where your product maybe is actually useful. People really trust what
they say. That ends up becoming this wildfire that can spread really, really fast.

FROCERIR:

VBN ABERFBFN5ISAE (Onboarded) B, HSMMMIE—NNBRIE, FHERMITER
Gamma RAREM4, UNKNAERRX N m. MEZMIERB SHNESKARIREHTE, ARFREA—
BEINIEH, HIBEPEREE LM LNRERRE(FE, XELBHRNTGE. WRIRRZBLAMI]—H
flA KR, BRBEIZLMENT So oMM ZERBERERNEKR. (RERiFEPEABLEE R
‘WE . EIFHRTFLEANNRIEAN (Micro influencers) , i TR ARFTREEM SR~ RER. AM13E
BEEMITRE. XREATBRERN—MRRZE, FRRERR.

[00:01:04] Lenny Rachitsky
English:

Something you talk about it, there is actually a lot of ways to think experimentally, even in the early
stages.

FRSCERIE:
RREINS —r=, HLEMEEREIMER, WERSALUHITLRMBENA X,

[00:01:08] Grant Lee
English:

We would have an idea in the morning, come up with some sort of functional prototype, recruit a bunch
of people that are legitimately good prospective users, but have zero skin in the game, ship fast so people
can start playing with it. In the afternoon, we're already running pretty full scale experiment. You start
actually hearing other people describe their usage of the product. We can also watch them struggle. By
the evening or by the next day. We can actually go through all of it together and say, okay, we're going
back and we have to fix this. This is not usable and we've done that for everything.

RS ERIF:

BINSEREFE—NMEE, MEEMRINEERE, BE—BHETISENEERFR —EBMNSHRITEERNE
2B (Zero skininthe game), AERELH, ILARFIBIRE. BT TF, HIBKEITHYAMIENSL
BT REFFBREISIAERMATMNEER XN m, RITEEMBREMIIEWMEBE T HEM, ZTHLEHE

—X, BATAIU—EREFAARBHRE: FE, RMNELAEXBEX—R, XBRFTH. HiIXE—TIH6E
R X AWM

[00:01:36] Lenny Rachitsky
English:

Today my guest is Grant Lee, CEO and co-founder of Gamma. This is a really unique and inspiring, and
very tactically useful conversation because Grant is building something that is essentially the dream for
most founders. A massive Al startup that's profitable, and has been for a long time, that didn't raise a lot



of money for a long time. And as a small team, it's just around 30 people, all who can fit in a small

restaurant serving over 50 million users globally.
R EIE:

SKRNEER Gamma NEFERITERKSCIAA Grant Lee, XB—IFEMRF. BBEACBEHARLIFES
FABYAIE, EA Grant ERTENARAES ERRZSHREBANETR . —KMREXBE KPR Al PEIQ
5, MEAERK—BRFBAMLKEHTANERSE, MIIBARRRR)N, RE30 AEE, 2RBE—EBmE
A—FUNET, MRSESKET 5000 FAF.

[00:02:02] Lenny Rachitsky
English:

If you're not familiar with Gamma, they're an Al powered presentation and website design tool. They just
hit 100 million ARR in just over two years. They're valued at over $2 billion. And unlike a lot of the fast
growing Al startups that you hear about, they're growing profitably and sustainably, and in a category
that most people did not believe had a huge business opportunity. As you'll hear in the conversation, one
investor told Grant, this is the dumbest idea that he has ever heard.

FROCERIR:

NRIRERT f# Gamma, ER—mHE Al WKRETRXHR (PPT) MMIGIRIT TR, MIEERHESIE
8, FEZEMHEWAN (ARR) PRI 1123%7T, fGEEE 20 125%7T. SIRIAFIRTFSIRELE KB Al F1EI1AF]
RE, iIRgKEEFBAFHE, MAEMIIFALTEERSRAERAKEEANE IR, EWNIRE
MIEPRITER, BE—URAESF Grant, XEMIIRBENRF

[00:02:29] Lenny Rachitsky
English:

In this conversation, Grant shares the very counter-intuitive lessons that he's learned, finding product
market fit, how he knew they had product market fit, the specific tactics that helped them grow,
including a deep dive into influencer marketing, which blew my mind. Also how they figured out their
price, his thoughts on building a GPT wrapper company that is durable, a ton of hiring advice, and so
much more.

AR ERIE:

ERITIER, Grant RETHFEZIMPBLIEERETNELR: NI~ mmin2as (Product Market Fit,
PMF). fthanfaaE B 23T PMF. ZEEMBEKNAKGAR (BIESHEAFRANNLEHREREMN) . Lt
g, EEMINMAREEN. MR FHEEFIAN “GPTER’ (GPT wrapper) RQREINEE. ASWIBERENE
%

[00:06:57] Grant Lee
English:

Yeah. Maybe I'll just start with a quick story if that's okay. And it's really just the founding story. So we
started the company back in 2020. This is peak pandemic. And even fundraising was just so different. So
all of the fundraising was done over Zoom. You were kind of sitting in these Zoom meetings trying to
pitch. Many investors you never met in person. So just a different era. And so for us, we're first time
founders. | was actually living in London at the time, and so different time zone. | had to do all of my



pitches at night. And | have two little kids, so wait for them to go to bed. 8:00 PM. We had a pretty modest
flat, so nothing big. | would basically find this little corner between the kitchenette and the laundry room
to kind of set up shot, far enough from the kids so they wouldn't be woken up.

AR ERIE:

9789, SIRALUBGE, FEFH—NEE, ELRMERNBEEE, K7 2020 FRIILTXHQE, B2
EERMCENNE. EEERBLNEBTERE, FIENREEZET Zoom ST, R Zoom ZNE
SREHRHERE, RERBEBMMRIAIEA BENZ— P FEBEC. W FHATXERE I E R,
HYRMETERH, FRABEE, ROMER EHATIRIENRZERNR. ZRBERNNE, FFMI8RLE 8 = LKE
Wo BMNHNARRER, HAK. BEALMAENEENRNREZEHRNMNEEFER B , BRFE®
i, XEMAZEEIT,

[00:08:23] Grant Lee
English:

And so in my head, I'm already kind of shell shocked and thinking what's my rebuttal? And before | could
even respond, he hangs up. And so I'm there sitting there thinking about it. And before I could really get
down on myself because | had to prepare for the next pitch, | just internalize this feeling that maybe he's
right. Maybe something about what he's saying is actually correct. And so for us, we're started thinking
about, if we're going to succeed in this category, we're going to really have to think about growth from the
very beginning. This category is going to be really, really hard to break into.

FRCERIR:

EEXRRAEEEFR) SNRRFESBER, TRZEAREK? ERELEFRAO, MaElrT, L
TR LBEXMF, EEKRERERETEZR (AAREEEET—7EHR), FHLTXMEE, 08 8
RN H. WIFMRREERIAEEE, FRURNAFBRRE, MRFANVEEXNTREEHR, DR
M—FHERIAEE R, X eTuatif SCIEE X LA

[00:10:02] Grant Lee
English:

Yeah. I'll start by telling kind of the moment where we thought we maybe had product market fit. And |
think a lot of founders ask themselves, do we have it or are we not? And | think there's often a sort of
temptation to kind of almost fool yourself into thinking you have it. And so we sort of did our first public
beta launch, this is back in August of 2022. We launched on Product Hunt, and felt really good. We had
what we felt like was a great launch, ended up winning product of the day, product of the week, product

of the month. And it was like, wow, | think we have something here.
FR3ZERiE:

§FEY. MAMBNEF[AERDT “TamHRar” (PMF) BB—ZE. RRFRELIBATZRES:
HIMNEIRARERXE PMF? MATFESE—MIER, iLR/IFERIRECELRE T, FKi1E 2022 F8 A
TTE-RRFNRRE S, FHATE Product Hunt L& %, R, BINREIRLBIFERY, ZELR
FTEARE~R. HARETFRMYARE @R, SRREE: H, BMEeEHNT —EEE

[00:10:32] Grant Lee

English:



And then we'd look at signups, and you'd get that initial spike in signups, and then they sort of flatten
out. We were still getting new users every day, but it was clear we didn't have strong word of mouth.
There wasn't strong organic virality. And so if we just kind of played things out, we knew that the product
wasn't going to grow on its own. Something was missing there. We didn't have that strong word of mouth
so that the product could just continue growing.

FROCERIR:

BRERNUTEIME, MIBISRDIE, AEMAGBET TR BASXDEMAFPMNA, EREEHK
(12 ERANOERERE, RERANENHFESEK (Organicvirality) o PRUANRIEANTMXFIRE B A, A
MEXNFmIAERMBE K, BERDT —ERA, HITKBERMEELS@IFRIE KRR O,

[00:11:22] Grant Lee
English:

We are going to do everything we possibly can to make the first 30 seconds of the product feel magical.
The moment you land into the product, it has to be great, and it has to be so great that someone that
goes through that onboarding is going to tell all their friends. And if we can get that right, then maybe we
have a chance at actually doing something in this space.

AR ERIE:

HAVREBRFAEE, L7 mey “&#) 30 ¥ BREGEE—1FHE. NFHNTREB—ZIE, ELFTIEREH
&, HeFEMRTaHFSIT (Onboarding) MABMSERHIFFIENAR. MRKNELX—REA, Bats
WERMNABNIEXMUREEBFIEA.

[00:13:38] Grant Lee
English:

Yeah, | mean my one piece of advice is when you're early on, your mindset should almost be like you're
trying to create a word of mouth machine. If you can get that part right, everything else becomes
significantly easier. And if you have any, and | think this applies to both prosumer, B2C, as well as even
B2B products, if you have a B2B product, even if you're not telling all of your friends, you should be telling
colleagues where that product is relevant.

AR ERIE:

B, BRGEN—TENE: ERHNER, FROSKZESCNE—E "D o MRIREEX—ER
DX, B —IIHETREZRTE. HWAANXFERTFLWHEEE (Prosumer) #B2C =M, EEME
T B2B = aho SIRIFE—1 B2B ™, BEMEMRASHIFFIENAR, MENIZEIFIBLERXBEE,.

[00:16:20] Grant Lee
English:

Yeah, | mean part of being a founder is being as self-aware as you can and be your own worst critic. And
so oftentimes you want to have these vanity metrics that feel good to celebrate, and you should
celebrate. But you should know when it's a vanity metric versus is this core to our growth engine? If this
number goes up, does it mean the product is working?

FRCERIR:



2, FA—REIEA, BLPMEAMERARRSFENEREIR, ARANECSHRTHEIHITE. REHE,
REBBRPPLEELERRRER. ERFARN “ERER (Vanity metrics), {RBHENIZKT. EIRGIVEE,
T ARMREBERIE, TARMRERIEKSIZNZL? IRXMFLEAT, ERENEKRETRENT?



