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(00:00:00) Lenny Rachitsky

English:

We're going to be talking about how to grow your power.
FRCEIE:

BATREITIC AR AR S0

(00:00:02) Jeffrey Pfeffer
English:

The reason why you should pay attention to this is because it leads to a lot of good things, salary, getting
promoted, being happy in your career, being less stressed.

FRCERIR:
RZFAUANZKEX—R, ERANERERREFR: S, B RIEEN=RR, UREDHES.

(00:00:11) Lenny Rachitsky

English:

You're not describing how the world should work. This is just how it is.
FRCEIE:

friBRHARHR “NMiZ” WMEiEE, MEER ‘PR -

(00:00:15) Jeffrey Pfeffer

English:

Not only is, but how it was and how it will be.
R EE:

AMUBIRK, LRI EREF, UURAREKRIEF.

(00:00:20) Lenny Rachitsky

English:



The Seven Rules of Power, get out of your own way, break the rules, show up in a powerful fashion, create
a powerful brand, network relentlessly, use your power, and understand that once you've acquired
power, what you did to get there will be forgiven, forgotten, or both.

RSz ERIE:

RAWEFMN: EHERPBE GIALBECIRR) . TR, UENENHGARE. TERAN D AmE. 2
BRI AR, EBRMANNG, AEERA, —BRRE\TNSD, MAZHHN—FREBIWRIR. &
BS, HERERE.

(00:00:32) Jeffrey Pfeffer

English:

This is not about personality. These are skills they can be mastered.
FRCEIE:

XEMRTR, XL E ] UEERREE.

(00:00:35) Lenny Rachitsky

English:

People might be hearing this and they're like, "I don't want to be this person."
FRCERIE:

NIRRT GRS “BARER XA

(00:00:38) Jeffrey Pfeffer
English:

Well, you already have done a fabulous job of illustrating principle one. That is one way to get in our own
way. If | think power is dirty, the first thing that's going to happen is I'm not going to do what | need to do
to be successful in my career.

AR ERIE:

IR, MRELFELHEMIERTE-FEREN. XMEHAN] “BRMHE" B—MERN. NRIIANNDZME
B9, BRAEKKENZBEMERASEMBLERR W EEPIIF I FrAIEEER.

(00:00:52) Lenny Rachitsky
English:

The opening quote to your book that | have here, if you want power to be used for good, more good
people need to have power.

AR ERIE:
BXEEMBTNARRZ S NRFEIINRNDBERTER, MEEEZHNTFAREN .



(00:00:58) Jeffrey Pfeffer
English:

That's exactly right.

R EE:

AR
_115\\/2%50

(00:01:03) Lenny Rachitsky
English:

Today, my guest is Jeffrey Pfeffer. Jeffrey is a Professor of Organizational Behavior at Stanford's graduate
School of Business, and teaches one of the two most popular and oversubscribed courses in all of the
MBA program, called the Paths to Power. The other class, by the way, is Touchy-Feely, which we dove into
last month. In his class and in his recent book, the Seven Rules of Power, Jeffrey teaches the things that
you can do in your life and in your work to build your power, and through that get things done and
advance in your career. As one student described the class, it's the cod liver oil of the Graduate School of
Business. You know it's good for you, but you feel a little nervous about it. In our conversation, we dig
into each of the seven powers, why it's important to build these skills even if you feel uncomfortable.

AR ERIE:

SR, BNRERNHAE - E5FH (Jeffrey Pleffer) . RNIEZBINEBBRAFHFRNARITHFHR, tEUR
MBA IREZFHERZIL., ERABREZHNRI NIRIEZ—, BN “WHZE” (Paths to Power), IRER—T, 5
—IJRE “R4EIRIE" (Touchy-Feely, ERXRBRMANAGRNAF), I EPARNRINE, EMANRE LUK
hERIEEVH T (NABIEHRMAMN) B, RNFBHRTIREEEM RIS AREZINNONERS, HIUL
ERERBIFMEF. EM—UFENXTROER: EREFRN “GiFH frRAEENREIFL, B8
MEBREBREK. ERNOER, BMTRERNRTZXEHRAORNPRE—M, UNATABRMERRER
AR, HEAXEREBEXER,

(00:01:48) Lenny Rachitsky
English:

We talk through a bunch of examples of the power in action and the impact it has had on people's lives,
why it isn't as cringey or scary as you may think. | was actually nervous to have this conversation and |
ended up being a huge fan of Jeffrey and the work that he does. We end the conversation with what you
can start doing today to start building your own power. This podcast is basically for anyone that wants to
advance in their career, whether you're an IC or a CEOQ, and I'm really excited to bring it to you. If you
enjoy this podcast, don't forget to subscribe and follow it in your favorite podcasting app or YouTube. It's
the best way to avoid missing future episodes, and it helps the podcast tremendously. With that, | bring
you Jeffrey Pfeffer. Jeffrey, thank you so much for being here and welcome to the podcast.

FROCERIR:

HNPVE T WS NAELFREPRFFREFAMNEZNVEME, URATACEHFGIMREREIBES AEN
AIMH. SERR L, EHITRMNEZAIRBREK, EREHRMTRNBEREMRRIEBR L, EXIER
&, RNZTIRIRSRMA UFREENF ARBIIE SN, INMEFES EENEMRERRIEES
BEHTHNEER, TIRMFETATTEE (0 RREFEHITE (CE0), HIFEFHEIBEE2IMAIRI] W
REERXMEE, ST EMNVBENADR YouTube EITHEMXE, XBBREERRTENRTFAR, B
MWEREERNEY. Ba, MEFBANHE - E8RHE. NEE, FERGRERIIXE, WEKEFEE,



(00:02:36) Jeffrey Pfeffer

English:

Thank you, Lenny. | am honored that you invited me on.
R EE:

HHER, f€fe. HRREZEBSM.

(00:02:40) Lenny Rachitsky
English:

I'm even more honored that you decided to come on. We're going to be talking about something that
makes a lot of people uncomfortable. | think it's going to make me uncomfortable. We're going to be
talking about how to grow your power in life and in business. Let me just start by asking why does this
stuff make people uncomfortable, and why is it still important for people to learn how to do this well?

FROCERIR:

fREERERSM, HRIEMRE, RITEEITIC—EIULRSE ARIFEFRIET, FREXBSILREREITET
ARo FAVRITEMAALEFME FRARBING, BABERR, AtAXERAZIILAMNBEIRETR? It
AF SN X EE B AR KA NI EE?

(00:03:02) Jeffrey Pfeffer
English:

Well, it's important because a guy named Gerald Ferris developed a scale of political skill. And he and a
bunch of his colleagues over the years did a lot of empirical research that demonstrates that political skill
is associated with a lot of positive outcomes, salary, getting promoted, being happy in your career, being
happy in your job, being less stressed. So the reason why you should pay attention to this is because it
leads to a lot of good things. The reason why it makes people uncomfortable. You said it made you
uncomfortable. Maybe | should ask you the question, why does it make you uncomfortable?

AR ERIE:

B, XREE, AA—UEMUNAI/RE - ZEH (Gerald Ferris) WAFRT —E “BUAKEE" 88X, &
¥, tAMHNEEN#HTTRENKSIERR, IERBUAKRESTSRRMNEREX: K. . Ril=E
B TERRUKRERE. L, RZFAUNZXEX—R, ERANESTERREFE. ETHFAEILA
FERR— R EILIRAET AR, BIFKRERPIR: At ACILIRREIFETAR?

(00:03:44) Lenny Rachitsky
English:

There's a lot of things here that are probably not how people want to live their life necessarily, or want
other people to act.

FRCERIR:
XEERZFR/ABHTEANBENEZSN, HEMITAIHEH AEXFL,



(00:03:51) Jeffrey Pfeffer
English:

Yeah, so | think it makes people uncomfortable because the realities of what it takes to get power bear
almost no resemblance to what you're taught in Sunday school or the mosque or wherever, how your
parents raised you. They bear almost no resemblance to how we think the world ought to be. They bear a
little resemblance to our aspirations. And | think we look around the world and we see people who have
acquired enormous amounts of power and have used it for bad. But | tell people, | see people with
hammers hitting other people on the head. That does not mean that a hammer is not a useful tool. You
can take a screwdriver and stab it into somebody's belly. | have a very dear friend who we'll probably talk
about later in the podcast. Laura Esserman is a breast cancer surgeon, and | tell people, Laura has a knife.
She uses it to cure cancer. Muggers have knives. They use it to rob people. So | think we've confused the
tool for how it has been used.

FRSCERIE:
M, RIANEBUATTFREE N : FEWNOAENMEFE, SMHREIAFER. BFEFHARBHSIMMNEA

o MBFKINA, HEMNFMER, FEPLERETEANAHBERTEENA. BRERAN, BREIE
ABEFBHANL, EXHAEREEFIAE—MTERNIE, (RAIURRLTIRANGANMRF. BE—L
EBFEENRR, HINEETEITERRTT XK, 55 - RZE (Laura Esserman), #E—&FLAREIML
EL. HERAN, FHRFERT], tATCREREE, MEFEHET], MIBATREH. I, HIARAEK
(TRET IARSSHFERA.

(00:04:56) Lenny Rachitsky
English:

You also have this quote that the people who need to understand power and build their power skills are
people who come from backgrounds or characteristics who would normally put them at a disadvantage.

FRCERIR:
fRIERE —A)iE: PERFEEENDMBINDKENA, BIREERIFDEBEMILTHENA.

(00:05:04) Jeffrey Pfeffer
English:

| think that's exactly right. | will go this Sunday to Nashville Tennessee to talk to a bunch of people of
color in the NFL who are trying to rise up the ranks. Stanford runs a program because the NFL is serious, |
think, about trying to make more opportunity for people, underrepresented minorities. But these are
folks who will not succeed unless they learn power skills, because the world is stacked against them in
lots of ways.

FROCERIR:

HANNXTLER, XEBRBEEHEATEMNIAMF4R, M NFL EERLEEKAERE) P—EEA
NEBAMRR, FERAFETE—THE, ENEIAN NFL Z2IAEMBNILEARER D BIESLNE
BEHR. BEXEAFEZSNTIREE, SUEERY, EAXMERERS HEEBRMBITRF,

(00:05:41) Lenny Rachitsky [Ad Break - Uizard]



English:

This episode is brought to you by Uizard, empowering product leaders to ideate and iterate faster than
ever before with the power of Al... [Ad content omitted for brevity in translation but kept in English as per

instructions]
FhCERIE:

AETEH Uizard 8B, Uizard #A AIWNAE, BIAEROSEURIFTRENREH#ITHEMES, ER~
mEAE, REB/LNMNEE, AEAEMMFERR. BT Uizard, ZERFLEZEE, ©M A REERERE KL
ATEEEREN U, KAIUELS SRETIRBRH D ZLE. SRBELIZE, RESHESRALRN
2 AT, FATLUER Uizard B9 AEE BRI ARTIERFTIIGITIS, HERENMIGEHEBVARER
R, 83 260 5 AEE Vizard SRINER~ @& BARNES M EHMERE LhidE. FRAAREZETLUE UIA
S HE React # CSS LUINMRFF AR E, Uizard KRB IEE ZTER, RAIUSENFAENINE &
ZE{RM CEO MMEFPIRSENtE AT IS 5 H A, 48] uizard.io/Lenny FHEA S Lenny, EIRIZE5 Uizard Pro
FEITRI 25% 893730,

(00:07:05) Lenny Rachitsky [Ad Break - Webflow]
English:

This episode is brought to you by Webflow... [Ad content omitted for brevity in translation but kept in
English as per instructions]

FRSCERIF:
ETEH Webflow #B), AREBERRA, FrLERATH SSE7EM, FITEABERMMIERNIZE— NS4

=, ENZEFENFAENSEEPHEN—D. XEHUNITEIR, BXEE—NE: 54% HASERT
i EFTHFERT K K. XELRIEEWIAT BRVRITHRI—F U L. XFZE Webflow ER Z i, {109 B

BAFMRIREE. KA EMIT. XERERA LULE# OIS BiR, MIREIR LS EET% R X HE
o T %1% Dropbox. IDEO # Orange Theory X#BIHIBAINEIE1E Webflow REIMAIRAFRIBIR, 1B5H
ia] Webflow.com,

(00:07:51) Lenny Rachitsky
English:

Another element of your course that you try to make clear in your syllabus is to teach people not to be as
judgmental. You also have this whole huge bold phrase, "This class is not for everyone." Can you just talk
a bit about maybe why it's not for everyone and then why being less judgmental is important?

FRCERIR:

MERFANPRERBNSZ —MRETER, BSAITAERLAZEITH (judgmental), fREE—ENNELY
& EMNRAREGFRB A" RERKATACEREGFHBAA, URATARDITHIRERHNG?

(00:08:07) Jeffrey Pfeffer
English:

The class is extremely popular. | have a long waiting list. It's kind of mythical. And because of the
principle of social influence, we are influenced by what other people do. We're influenced in our choices
of restaurants, we're influenced in our choices of music. I'm not sure | like Taylor Swift, but | certainly
want to go see Taylor Swift because everybody else is. And many people sign up for the class. And one



year in particular, there were some people who sat in about the third row up, directly in front of me, and
they looked every day like they were having some terrible thing put up some horrible orifice or
something. They looked literally in pain, and so | decided, and of course they learned nothing. If you
come to the class and you're in that much psychological discomfort, you're not going to learn anything.

FRCERIR:

X TRFEBEZNL, FE—MEKHNEWMRZE, CEEFRHNER. HTHIZMEREN, HINSZMAT
ANFI, FINERET. EFSRBIZEE. RTHEREEENRRY - AKX, EREeEBEEHH
BER, ENHEHMARES. REARISNXTR. BE—FRHHBE, B/LNALERENHSAROE=H,
B XBERMEEEEREMAENER, MIIEERBERTRETHIL, FUFURE —IA, ]
rati&F e, MRIRELIRISAF U ERBCERER, (REFREEAIRA,

(00:08:55) Jeffrey Pfeffer
English:

And so what | try to do is tell people that in order to benefit from this class, you have to be open to
learning the material. And if you're not, and by the way, this would be true for any class. If you go to
physics and you say, | don't like physics, | hate physics, | don't believe in physics, | don't believe in the
theory of physics, whatever, you're not going to learn anything. And so I'm trying to get the class, given
those huge waiting lists, I'm trying to get the class to have people in it who are in fact going to benefit
from it rather than sit there and look like they're in pain. And the judgmental thing, if Matthew 7, "Judge
not that ye be not judged." The Koran says, "Only Allah can judge people." The American poet, Walt
Whitman said, "Be curious, not judgmental.”

FROCERIR:

FRUFEHESEIRANT, AT MXTRFPREE, AT FEIXEMRFTFARSE, MRMAFR, MER—
T, ZMWEFREEER. MRIFE LR, ARRFFERYIE. FWRMIE. RFEEYERE, BMR
FatFAREl FRLL, ZREMEAROERMZERE, RHEILREEBLENEPERILEMPREHIA, MARE
LEPBEERBBEEOAN. EF TH” XEFE, (BXEE) FTER:  “MRIIFECEA, REMRITEKL
" (H=2) W: “MEREIEFEFAA EEFARTE - BHER: "BYs, FEWTH

(00:09:46) Jeffrey Pfeffer
English:

Mother Teresa said, "If you judge people, you have no time to love them." Judgment, if I need to build a
positive relationship with Lenny because you are on my critical path in my job, and jobs necessarily entail
a reasonable amount of interdependence, | get things done through and with other people. If | decide
that Lenny is whatever set of bad adjectives you want to use, dumb, incompetent, immoral, whatever, my
ability to build a positive relationship with you, and you remain on my critical path, becomes almost zero
unless you're a better actor or I'm a better actor than | think most people are.

FROCERIR:

BEDER: “NRIRTFFHIMA, MeUgEREIEZEMIT.” XTFITH: MRZFENCRRILMMRNXR,
EAMRAERIEN “KERE L —ILERAIRESREENRERE, RFEBEIMAHSHAGIERT
ES. IRFINERER (FEEMAHARINGE) BIE. Tt FEREFSF, BARSFREILRRXRIEE
NNFRERTE, FRIERHRBUAZSHABLBIER, MIMKATERHXERRIZ L.



(00:10:32) Jeffrey Pfeffer
English:

So therefore, you should suspend judgment in the sense that if somebody is on your critical path, the
only judgment you should make is they're on my critical path. If | want to get something done, | need
their collaboration and cooperation, and the fact that | may not like them is in fact irrelevant. And as |
have taught senior executives over the years, it is absolutely clear to me that one of the skills that they
have mastered is they have a skill that you cannot tell what they think of you. And that's important
because | need your collaboration, | need your cooperation. And if | leak out in ways that say | don't
respect you or | don't like you, | don't admire you, whatever, my odds of getting you to work productively
with me goes essentially to zero. So that's a judgmental story. Does that make sense?

FROCERIR:

i, RNIZEFETH. MREAEMPIXBREZL, ME—OTHZZE “BEROXEREL” . NRZK
BBEBDK, ZRF2MNOMENES, ETHRESESNM], KR LELXEEN. ZERFHIRES
g, HFEBRMIZEN—TEmE: MEEMNNERAPELMBIIMRNELEZ. XREE, BARN
BREZMREINME. MRFBABLHAEER. FERMBARENR, BALGRSHEREIENAIEEEREZ L7
JATT . XMEXT WH BEE. XHEEEG?

(00:11:21) Lenny Rachitsky
English:

Absolutely. And | have a quote from your syllabus along these lines, "Not everyone we encounter in Paths
to Power is someone you're going to want to emulate. This is a class about how to get things done, how
to build and wield influence, and there are multiple ways to accomplish these objectives." So I've had two
friends actually go through the course. One | asked about the course of the impact it had on her. She's
actually a founder now. And she told me that your class was her single most favorite class at all of
Stanford Business School, because it was realistic and applicable to life as a founder. Because it didn't
sugarcoat business, didn't sugarcoat life. It told her how the world really works and it is helping her
succeed with her startup right now.

HRERIE:

HITEEIR, BMIRNBEANDHER T —BREME: “BRITE NHZR PBINES— A, HAEE
REERBERNR. XEB—IXTNERER. ARG HEEMAOMNIEE, RIXEETE ZMHER”
BEFNIRLMR EEEXI TR HASEF—MNXI DR MAEME, MER—FeBA. tEiFR, R
BEMEENMUEERERRERN—1E, AANTCIEEUR, BERATFUBANEE. AATCEEELS
b, W&EEMEE, EERTHERELEENAR, XIEEBBMEREN S FEEHI,

(00:12:00) Jeffrey Pfeffer

English:

Thank you. There's no higher praise than that. | actually don't read, | shouldn't probably say this on the
public, but | don't actually read my course evaluations because the impact | want to have is not to have

people like me, but to have that kind of impact. To make people more successful, more effective in their
lives.

FRCERIR:



B, SEBHXERNBET . TR ERFE— RAURRREATFHER AR —ERTIR EFRIAIRTE
Tih, ENREESENENTRIEANERE, MRECERMERENEN: LANESERERY. B4
M,

(00:12:22) Lenny Rachitsky
English:

That is a good segue to one of your rules of power. So let's just talk about your Seven Rules of Power. |
actually have your book right here and if folks want to learn more, here it is, Seven Rules of Power. This is
your fourth book about power, and this is your best book about power, because it basically summarizes
everything you've learned in a really cohesive way. So let me first share the Seven Rules of Power and
then I'm going to dive into a few of them. Does that sound good?

FRCERIR:

XIEFF AT LS HARBISNAMN Z —o BBALLTATFKRIRE AN EFMAN” « ZFEMERNE, MRX
KRTHRESZ, MEXE (NONEFMAW). XRFEXTFNONENES, HERERKREFN—4, ANCE
X EU—IFEERNALSE TRAAFEIN Y, RADZE-TXEFRMU, ARHERNRITEFHN/L
Fo WECKATLANG?

(00:12:44) Jeffrey Pfeffer
English:

That sounds perfect.

R EE:

AFEET o

(00:12:45) Lenny Rachitsky
English:

Okay, so the seven rules, one, get out of your own way. Two, break the rules. Three, appear powerful.
Four, build a powerful brand. Network relentlessly. Use your power, and success excuses almost...

FRZERIE:

ey, XEFMMNZ: — ELBEFWEE; = fTRAN; =. RAGENE; O, TEBRANME; A, B
RAEIIARK; X, BRMAING; €. R LUEE1F--

(00:13:01) Jeffrey Pfeffer
English:

Everything, correct.

R EE:

_t)J b) 5&%%0



(00:13:02) Lenny Rachitsky
English:

Okay, success excuses everything almost. Got it. Okay. So let me start with power four, which is around
personal brand. And the reason | want to start here is | have a friend that's actually in your class right
now, Ralph, and | saw that he started a podcast. And he told me that he did it because it was part of the
homework that you give students. You call it Doing Power. Is that the name of the homework
assignments?

AR ERIE:

§FE9, AIHJLFRILUEE—Y. AR T, MALFMBELEFMNASE, BIXTPAmE. HZFUEBMXEFF
8, BRERAHE—TBANI/RX (Ralph) IERMALIRENR, REFMMABHIERT. tEFREXAMER
NXBIRGFERNIELB—EBD . RMZA “B1TIAI” (Doing Power) , XE{FILAIRF0T?

(00:13:25) Jeffrey Pfeffer
English:

Yeah, | have. So we give them a bunch of assignments throughout the class, which are self-reflective
assignments, but their big thing for the class is they have to do power. They have to do something during
the quarter to take the principles of the class, and what they're learning, and put them into practice. And
that is because everything | do, | do for a reason. That is because if you don't use what you learn, the
learning will disappear. So if you go to a French class and you learn French, and you never speak French,
in about a relatively short period of time you'll forget everything you learn. And so | want the learning to
stick with them, so | try to get them to do something with it.

AR ERIE:

. EBEMRES, RMNLMWIHFE-RVBHREBHNFL, ERENZOESEMNLOH “BEITN
17 o MNP IEZHRH—LEEE, HRE LNRUVMFFFERIRTELE. XRRAKRMIE—HFHER
RE. MRMRAERFAFNAIR, MIRMIER. MEIRELZERF TAIE, BNRIFMRREE, EEN
BIENNERIRME S FIURREXERIREREMIINFE, RtFHHAELIAXERN IR R 40

(00:14:06) Lenny Rachitsky

English:

While we're on this tangent, | wanted to talk about this whole, you have a book, the Doing Knowing Gap.
R EE:

BEZAENEI 7 X MER, FHBKRIRAVARAH, (H1TEEE) (The Knowing-Doing Gap).

(00:14:10) Jeffrey Pfeffer
English:

Knowing-Doing Gap.

FRCEIE:

= (HITEE),



(00:14:11) Lenny Rachitsky
English:

The Knowing-Doing Gap. So let's just spend a little time there. | think that's really important. What are
some examples of things that have come out of people doing these homework assignments, things that
maybe led to something interesting?

FROCERIR:

(RITER). LBAERR) LZHERIE, HREXIFEFER, BRA—LEHF, BANETHRXEFLI~%
B, HESHT —LEEBERNFR?

(00:14:22) Jeffrey Pfeffer
English:

Let me take my most extreme example. My most extreme example is probably Derek Kan, K-A-N. And
Derek Kan was a little bit older when he went through the MBA program. And in 2012, his Doing Power
project was to get appointed to be Mitt Romney's, it was Mitt Romney was running for president, to be
head of economic policy for the Romney campaign. Believe it or not, he was offered the job. Believe it or
not, he turned it down for reasons which we could go into if you want, but aren't that interesting. He
wound up relatively soon thereafter as number three in the transportation department, working for
Elaine Chao. And | have a picture of him when he comes to the class, | introduce him. | tell students, | give
them a trigger warning and | introduce him. He wound up, at the end of the Trump administration, as the
deputy director of the Office of Management and Budget. And since typical of the Trump administration,
by that time there was no director. He essentially ran the $6 trillion US budget. This is six years out of
business school.

FRZERIE:

B ERIRHIGFo &RRERFFABIZERS - X (Derek Kan), fEE7i MBA BFFIRTEA—L,
2012 £, fthEY “BRATING” DERFEURMES K - TBE (Mitt Romney, HREERIESS) RIEF
REFBRAT A, ENEHR, MENTHTRMHIFE. SR EHMR, WELET, RERITAILURNRY,
BRBABBE, LEFA, MWERATERHN=SAY), E&/N= (Elaine Chao) FTIfF. bR LIREIFZE
—KMEERA, RSAZFENAM. RILFE—D “BREST” ARNEAM. THAERAERE, R
ETEENTENAE (OMB) MEIEF. BTHENGAEHMFNE, SIEEEE, KR LEEE6R
ZETHNEENE, XEBMMEFHEIIEF,

(00:15:35) Lenny Rachitsky
English:
I was thinking whether he got that during his class. Amazing. Okay, so this is a success story of Doing

Power. Let's talk about this first power of building brand, and | think this is where people start to feel
uncomfortable. They're going to be like, oh no, | don't want to be doing this. This doesn't feel good to me.

FROCERIR:

HEERMERRERLEMEE 7B, XHEFT. &, X2 “BITNI” B—DRIIEA. iHA1%%
B mhErMn, HBXMIBAMNFERIRETFRMS, w8 BER, HABEXD, XIERERER
%o



(00:15:51) Jeffrey Pfeffer
English:

Why?

R ERE:

Ata?

(00:15:52) Lenny Rachitsky
English:

So let's talk about it.

FRCEIE:

ABFAT AR EIEN

(00:15:53) Jeffrey Pfeffer
English:

Okay.

FSCEiE:

a0

(00:15:54) Lenny Rachitsky

English:

Let's see. So talk about this power of building a personal brand.
R EE:

RNEE. WIKRLD AmERIXHR .

(00:15:58) Jeffrey Pfeffer
English:

There are by definition fewer positions at the top than at the bottom. The world, we might not like this,
and | know people, the late Tony Hsieh, the Zappos tried to do holacracy or whatever, but the world is
essentially hierarchical. The animal kingdom is hierarchical. It is better to be at the top than at the bottom
for a number of reasons. Okay. If that is true, if there are fewer positions at the top and then at the
bottom, then your job to advance your career is to figure out how to get promoted. There are many ways
to get promoted, but | will guarantee you one thing, no one is going to promote Lenny if they don't know
who the hell you are. So it is not sufficient for them to know who you are. They have to know that you're

smart and personable and have whatever skills you've got, but they have to know you.

RSz ERIE:



MEX Ei#, TIENIRAUSELLRENLD. XMMR —RNTERERX—R, ZANEGREHRHPRE

(Tony Hsieh) 7E Zappos =ifid “&ilEl” (holacracy) Z#H, B AAR EREFRHZFTN. W EEE
BERHTN. HTEMERE, LTMELLLTREEL. &, MIRXZREN, MRMERAUDMERRIL
%, BAlREARUEENESREFFRNARTEH. EABRSMAN, ERBMERIE—FE: MR
ARBFEREE, RASRKRRRE. FILL, NILMBIIREREIER B, ML ARERIZRA. Bk
711, FRBIRFRAEREEE, ERREMIBATER,

(00:16:52) Jeffrey Pfeffer
English:

If they don't know you, you cannot choose what is not in your head. You know that better than | do. So
therefore you have to do something to differentiate yourself. You have to build a brand. So when | think of
Lenny in your podcast, | think of something. Not just 25 billion podcasts. When | think of somebody in
McKinsey or Bay or BCG, one of the consulting firms, a gazillion people start off as front-line consultants.
What are you going to do so that somebody knows who you are? What are you going to do that creates
value for the firm and for you? So my friend Keith Ferazzi, when he started at Deloitte Consulting, did not
do the spreadsheet stuff that he was, by the way, not very good at and didn't like. He started the Lincoln
Quality Award. He decided to try to take Deloitte's brand recognition from about one or 2% to 30%.

FRCERIR:

MR ARENR, MM RER—THFERNFERED, FIEREFTEX—R. B, RETERTA
LB At REARI— i, FRUERBECEMIRAERN, HRBRRLERR, MANZHR
250 ZMEFFI—1, HHBEXEH. NEPKLTWEHARE (BCG) WAR, THAM—ZEFIMIE.
REBEHA AT RIS ARNBIREHE? REMHT AT EAQBNMECEHENE? RARERE - 7EF (Keith
Ferazzi) MIFHATEREIZNITIER, HRBEEMIBLMEFAMERBAEREFRE LI thAET “MNER
EBR" . tWRAEZREIFEHNIRERZEM 1% 58 2% 12F 2 30%

(00:17:54) Jeffrey Pfeffer
English:

He was appointed, though he left before he actually took the job, to the position of partner and the first
chief marketing officer at Deloitte. | have another friend, Tristan Walker, who wanted to get hired at
Foursquare. He sent emails to the founder. The founder ignored him. So Tristan Walker did something |
think very bold. Tristan Walker began signing up partnerships. So one day the founder says, holy God, he
signed up Starbucks. Maybe | ought to hire this guy. So you have to do something that causes people to
know who you are, and that is what building a brand is about.

FROCERIR:

R ERAEHNSUANEEEEERE, REMEEXNRIAMRBERT. BEES—TTHARFEIE - X
5e (Tristan Walker) , 482 Foursquare TE, f4aGIIG AR THBY, I EIEM, TRISEMMBM T —4
BIANRIEEKRENE: ARBARSEFEKSE. BRE—KREBAR: “XW, 1€ TTEER, WiFHKiZ
BRI AL, (R —LEE AMTMBIRZIENENS, XHE ISR R XA,

(00:18:36) Lenny Rachitsky

English:



It sounds very benign put that way. When people hear, | need to build a personal brand, it sounds like |
need to post on LinkedIn, | need to post on Twitter, start a newsletter, start a podcast, which | know is
kind of a part of it. But what are some examples you've seen of ways to build a personal brand that are
effective?

FRCERIR:

EARITEERFEM. EYANRE “HWEERLNSAmbE” B, INERMEZHRFEA LinkedIn L&D, £
Twitter L&, SIDREER, FREE —HMEXHLEEFHN—E7, BEMER, BWERIAmE
HBERBGIF?

(00:18:50) Jeffrey Pfeffer
English:

So | have a friend who | bring to the class, a lovely tall Asian woman named Laura Chau, who made
partner at a venture capital firm after four years, which is fast. Laura works for Canaan Partners, C-A-N-A-
A-N. Laura said, | do not work for Andreessen Horowitz, | do not work for Sequoia, | don't work for
Greylock, | don't work for any of these very visible large VC firms. So if | am going to get deals in the
consumer space, that's her domain of expertise is consumer and consumer tech, somebody is going to
have to know who Laura Chau is. Because again, you're not going to get the deal if nobody knows who
you are. And so she basically did everything you talked about. She did writing. She started a podcast in
which she invited influential people on. She contributed to a book. She helped people out.

FRCERIR:

BEE— R, BUBMERTIRE £, w554 - B (Laura Chau), B—fIEMEHk. AIENTEZ . i
E—RNPLREBE AT TEOFEME T EUA, XIEBR, FHIE Canaan Partners TE, Hhii: “BAER
=% - BRMR (al6z) ITE, MAELANMEALE, AL Greylock TE, HATEEFIXLERENZENK
BN AT TR, L, MNRBBTEEZTHZERRS B2 E T HENEERR) , BuBig A
BEHH - AR, BABR—E, MREANERZE, FRERIRF. FAIUMER M TIRRIINFAESE
& WEE, AT — M MBEHBIFEEMANASN, WE5RE5 7T —4H, WEEEIFIA.

(00:19:55) Jeffrey Pfeffer
English:

She did networking dinners. She did everything she could so that people would recognize and know
Laura Chau. And one of the things she did was she's tall. In general, Asian women are not tall. She
decided to play up the fact that she was, in the words of some people, the tallest Asian woman they'd
ever seen. She wears heels. In her heels she's six feet one inches tall. She also, when she comes to my
class, many people come to my class with hoodies, God knows what. She has style and it's a unique style.
So she thinks about very strategically, how am I going to dress? How am | going to look? How am | going
to show up? How am | going to do what | need to do so that people know who | am? Obviously there's
substance. If you have visibility without substance, people will know you're useless. But if you have
substance without visibility, no one will know the substance that you got.

FRSCERIF:
Hhas o ABKEG B, MiIBRFTRELE AMTIABH THRSH - A, MM —4S=2FBRECNE S, BETEMHH
E, tREBRUX—IFS, BEEANERR, MEHIIIINESHNTETE, WF=RE, FLHEES

= 1XK85 ME, HiKKM LR —REAFEERCHARMEFAKRE —IFEETER, MARBEMR
1. FRLAttIFE BAMBRIENEE . HZMAER? RZEMTARNER? REZWMA=RAE? FZNABILFE




B2EMNE, FLAMNNERZE? B, XFEFETLF. IRMRABNBEMRKESLN, AR
A; BMRFELHMEENZE, RASHEMREZFEE.

(00:20:56) Lenny Rachitsky
English:

You also talk about how you can reframe this idea of not being self-promotional, but it's amplifying the
impact of the team that | work with, or it's me scaling myself by sharing things | know and pointing
people to it.

AR ERIE:

RBRE T MAERX ML AEEHT "BRMEE , MEERAEFAERAMNES, HEBEIDEHK
FRAEMRAEHSISANREE, KLMBFZBIMIEL,

(00:21:11) Jeffrey Pfeffer
English:

Absolutely, absolutely.

R EE:

FeRIEH, BXuitt.

(00:21:11) Lenny Rachitsky
English:

Awesome. Okay, let's move on to a different power. Let's talk about power one, which is getting out of
your own way. Talk about what that means and how someone can work on that.

AR ERIE:

KET . 8, UERNERAS KM, HKKXE—FAN: EHERBI. KEXXBHRETA, URANZIME
EXHE MK

(00:21:20) Jeffrey Pfeffer
English:

Well, you already have done a fabulous job of illustrating principle one by talking about how this is the
topic that makes people uncomfortable. And when something makes people uncomfortable, in general,
they're going to shy away from it. So if | think power is dirty, if | think power is evil, if | think power is
something | want nothing to do with, the first thing that's going to happen is I'm not going to do what |
need to do to be successful in my career. So that is one way in which we get in our own way. Another way
in which we get in our own way, many people suffer from what is called in the psychology literature,
imposter syndrome. They believe that they were the admissions mistake at Stanford. They were the
hiring mistake in whatever company they're working for. That somehow they got to this job, but they
don't really deserve to be there because they're surrounded by people who are smarter and better than

them, and therefore they will do things.

AR ERIE:



1R, MELBET KX METNEILLAREIREFR, FBHEMERTE—FEN, SEG4EFILARIITER
B, BEAMNSEEE. AL, NRBIAANDZRERN. BEN, IERHRAFELENARA, BABLRE
R R AR S B WA LRI £ EP ISR INFA N AN EE. XMERNBEREHBEN—ME. 3—HFHAR
2, FZAEHLEENBFAMRN “BERBLZEIE” (imposter syndrome) . ffiTIANECRHIEEAER
BHKIR, HERELRMNBEXIR, MNEECEARITXMNIE, EHFEFENRE, RARAEN
ANZBELAAIERER. 55, EHitthiIsMt—L1Th,

(00:22:18) Jeffrey Pfeffer
English:

| can't even believe that this goes on. So | will have students, not many, but a few. Now raise their hand,
I'll call them, and the first things out of their mouth will be, | don't know if this comment is going to be
useful. This is called pre-emptory apology. If the comment is not going to be useful, don't say it. That's
number one, but number two, don't apologize. Pardon me for interrupting. Pardon me for taking up your
time. Stop all this apologizing. If you got the job you're in, you probably are not only qualified, you're
probably overqualified. So don't use descriptors of yourself that disempower you. Don't think of yourself
as not deserving of the job that you hold, because that attitude will leak out and other people will say, if
Lenny doesn't think he deserved the job, then maybe | shouldn't think he deserves the job either.

FRCERIR:

HEEFBEGEXME—HELRE. HFEFE—FF, BENIT—EBFES, HUIMBIIE, 1)
AOS—@ERZE: “BRANEXMPEREER.” XWIFA “TREIAER . MRITICKA, B!
W, XBE—R; FR, TEEN. AER “BIITH—T" . “EREATIRNEE" . FEXEER,
MRS TIENTIE, RABRRNXEERE, EERREANISEN. Fill, FEEABLHISMHRNOERN
FRERE . AERINNBCAERBIANRA, RAXMSEZIRELR, IAZE: "MRECERISFH
SARXMD I, BHITFREIZEFHAE.”

(00:23:19) Lenny Rachitsky
English:

So basically the first power is you're shooting yourself in the foot by worrying too much about whether
people like you. This friend of mine who's now the founder that | read some quotes from, she said her

number one takeaway from your class is if you want to be liked, get a dog.
R EIE:

FRABEAR EE—FMUZ: (REANKEBOFAZRSERIMMRESKEE S, FHABUIEZ WM AR
&, ERA BTt —EE, Rt MRIR EFINE-—EXZE: NRIMERASR, FHRAE,

(00:23:32) Jeffrey Pfeffer
English:

That's correct. That is a quote from my dear friend Gary Loveman, who for many years ran Harrah's,
which then became Caesars, the casino company.

FROCERIR:

i, BERMTFRME - ;8KE (Gary Loveman) RS, MEBERLERAERES (Harrah's), 2
ERBEBEEEHAE.



(00:23:43) Lenny Rachitsky
English:

You also talk about this. Yeah, there's this quote | have. "Acknowledge that others are often no better than
you, because that makes you feel better about the story." So for people that actually want to be liked, |
like being liked. | don't know if it's a flaw in my upbringing. Is the lesson you're capped on your power if
you worry about if you want to be liked?

FRCERIR:

RERE XD, 289, RXEE—E5IA: “FAINABEHFLLIRE, RAXSIRGIPRBTEF—L." AR
AT IREHLRBRAERHA —HRMERBWAENR, RFANEXZAERHMRKIEFH—NERE. X T
Ei, MRMFECESEREWAENR, RENNIMEREIRGIG?

(00:24:05) Jeffrey Pfeffer
English:

At the end of the day, you don't want to be intentionally disliked. You don't want to violate my dear friend
Bob Sutton's book The No Asshole Rule and gratuitously be an asshole. But you are hired to get a job
done. It's interesting. | unfortunately am now too old. In the words of my chiropractor, I'm suffering from
too many birthdays. So | have a lot of doctors who are doing a great job. Trust me, when | choose a
doctor, | have a, unfortunately he retired, a neurosurgeon who did two surgeries on my spine. He's
considered to be one of the top 20 in the country. If you go on Yelp, you read about his personality and his
office furniture. As | said to somebody, he's doing microsurgery on my spine, | can wind up permanently

paralyzed. | really don't care about his personality. | don't care about his office furniture.
FZERiE:

JARER, (RAEREEITR, (RARERFFRET) - =8 (Bob Sutton) 7 (ELBEMMN) —HHFR
Y, TEEHMM—EE. BMERARANTTRIFN. XREB. F=NE, RUEFLAKRT. AR
RBHEREIMEYER, HEE “EASRE" . FIURERSRIALEBNESE, BER, YHREREEN —
HE—MHLINBEE, FTENBMBNKT, MARNEHMEIRRFR, RIANZEEHRR 20 BT,
NRIRE Yelp L&, MESBBXTFHBERMDAZEHKERNITN. EMHRMFEANRD, MEELRNEHEEHE
MFEAR, RAIEIKARER, RENFEFMEIMER, BREFHIDRIERE,

(00:25:01) Jeffrey Pfeffer
English:

That's an extreme example, but it makes the point. When you are put in a role, you are put in a role
because presumably you are supposed to perform in that role. If you get appointed to be a head coach, if
we make you a quarterback on an NFL team, or we make you center on a National Basketball Association
team, you did not get that job because people thought you had a cute personality. You got that job
because you have the skills to make your organization successful. And if you do not use those skills
because you're worried about what everybody else is thinking, you are not only harming yourself, but
you're harming them because you are not doing what you were hired to do.

FRCERIR:

EXE—MRIEBHIF, BERATRE. SMELTHE—TAeHR, EENRRIHEEX T AEREMERN,
SNROFAESB A TG, HERKNLIMEE NFLIKRARI S T, 30E NBA IKFABYHE, (RIFEIFRG TIFFEHR



ANANERIRERETE, (RFEIBMD? TIERENIRERENILIRBVALRIRIS AT WRIREAIE O AREEM
FEERAXEREE, MAXEHREES, BEGSM], FNIRSERITREMIVIRR,

(00:25:46) Lenny Rachitsky
English:

So a simple way of thinking about this, which makes me feel better about. As we talk through this, I'm
becoming less uncomfortable with these, which is a good sign. It's don't actively try to be disliked. Don't
prioritize being liked, prioritize competence and respect.

AR ERIE:

FRA—TERENREANE —XIULHBEFZ T, BERINHIRHK, HXERATHIERETRE, X&
—MNFER, PR FEEMNIKETR, EHABRMAZERENR, MERLEEENNEE,

(00:25:59) Jeffrey Pfeffer
English:

Correct, absolutely.

R EE:

R, Bt

(00:26:01) Lenny Rachitsky
English:

And doing the thing that needs to be done.
FRCEIE:

HF B EMAL RIS,

(00:26:03) Jeffrey Pfeffer
English:

Absolutely.

FRCERIR:

B3 IEH.

(00:26:04) Lenny Rachitsky
English:

Okay, great. Let's talk about rule number two, which is break the rules. So basically again, these powers
are ways to grow power, and you're saying that if you break the rules, you get more power. Talk about
why that's the case, what that looks like.

AR ERIE:



YFEY, KIET . IEBATKREZFAN: TR, BAR L, XERADMNZERKNDGZE, MIRRMRMR
TN, RRRBESZNIT. WKATHAZEE, URXEERZFAEN.

(00:26:18) Jeffrey Pfeffer
English:

Well, for many reasons, number one, when you break the rules, you stand out. You become memorable
when you do something that's unexpected. And being memorable is of course important, as we've
already discussed. That's number one. Number two, the rules were made mostly by the people who are
favored by the rules in place. So if we were talking about business strategy, we would talk about a word
that is probably now overused. We would talk about being a disruptor. That you would disrupt an
industry. And how do you disrupt an industry? By doing something that is different from the other
industry incumbents. In Southwest Airlines, you don't do hub and spoke. At Amazon, you provide an
incredible level of customer service. Whole Foods, you don't optimize on the cost of the stuff in your
store, but you optimize on fitting local taste, whatever. You would be a disruptor, you would do things
that are different.

AR ERIE:

B, REERZ. £—, SMEITHRMANE, REB#imt. SIRMET —EHATRBNERN, RIILEAES.
EMBAPVIEIR, LARTEAREE, XBF—R. =, MUAZSEZHPBLEZETIITANAIAGE
B9, WNRIFAVBOCE LR, HNSBE— P IERERIEERRNIE: BEE (disruptor), REEIE—MT
Ao fRINAIEE—MTL? BIM—LESTIREMREEVARENEE, EABMT, AR “RAEEH
w7 ALDH, MM AEUESHEFRSKTE; £ Whole Foods, fRAEEAREMEIAA LK,
REDESMORELEHETRL. MEEA—TEEE, REEFENER.

(00:27:14) Jeffrey Pfeffer
English:

The same principle holds for you, that if you are going to be successful, you have to do what number one,
plays to your strengths, to use the title of a Gallup book. Number two, you have to do things again that
cause you to stand out, and you have to do things that basically will make you more successful. One of
the conventional wisdoms that people | think adhere to way too much, is don't ask. Don't ask, don't ask
for help. You need to show self-sufficiency. So my colleague, Frances Flynn, Frank Flynn, wrote an article
with Vanessa Lake entitled, If You Need Help, Just Ask. And it turns out people overestimate how many
people they're going to have to ask to get help, and it turns out that asking for help makes people
uncomfortable.

FROCERIR:

EEFHRNEER TR, WMRIFBREMT), BRMBAMPBLELIFMRIBNERS (ERERE BT
Ao B, MBHBRMAPLLEILRRAMENER, HBLEER LEILIRERININER. FHUANNATIER
EN—MERUBIZ FEAO” . FEAD, FEIKREY, MBEXRALMIEE. KHNEFH=x - #
# (Frank Flynn) FMIFLYESS « 3€52 (Vanessa Lake) Ed—REA (MIRIFFERER, REAO) HINE, 4
REM, MISETATRSEPMBIIEREIAL, MEIFREPHLEIILANBEIFETR.

(00:28:03) Jeffrey Pfeffer

English:



| was married, if you read the acknowledgments in Seven Rules of Power. For more than 35 years | was
married to Kathleen Francis Fowler, who | could send you a picture. She looked literally like a supermodel
and | never have been any particularly better looking than | am now. So somebody said to me, how'd you
get her to go out with you? And the answer of course is, | asked. | asked, | asked, | asked. No one, well,
maybe not no one. But few people are going to go out with you if you don't ask them out. Few people are
going to marry you if you don't ask them to marry. Few people are going to do anything if you don't ask.
And what is the worst that could happen? If you ask and they say, no, you are no worse off than had you
not asked in the first place. If you don't ask, you're not going to get it. If you ask and they say, no, you're
not going to get it. Get over your ego, ask.

AR ERIE:

MR (RDWEFRMU) OBEEE, MIRIKEET .. RSHZH - FHEIFEH - 8% (Kathleen
Francis Fowler) Z54&i#B:d 35 4, HAMAIREAKRS, fEEREGEGNMER, MEAMRKLNEENTE
do BARFK: “REEALMBENMMAOZE? * ZERIAAZ: HFOART. HAT, HAT, FET. K
A—8FE, BIFFREEA, BNREFIFAN, ROBAZEDNMOZ, WMRIMAKIE, ROBAZES
fRe MRIRAFO, RUBAZHIFBERE. SIFOBERZMHA? MRMMET, INRA, REGRZHALE
fREVZIPIIERE, MRIRAR, RERE; WRIRRTHRIES, RBEARE. WTRNBEE, EFOM,

(00:28:59) Lenny Rachitsky
English:

Is there another example that comes to mind of someone breaking the rules say in business, that ended
up being really successful as a result, or just someone that is really good at this in business?

FROCERIR:

fRERERREI A 7T W R TIAN H R AL EG E ARG F13? HENNEXNMEF W FIFEERIEN
A?

(00:29:07) Jeffrey Pfeffer
English:

| can give you many examples. One of my favorite examples would be Jason Calacanis. | don't know if you
know Jason.

FRCERIR:
HAI LA IRER S0 F. REERWGIFZ—RANK - FHIREBH (Jason Calacanis) . HAFEIRZESINIR

(00:29:14) Lenny Rachitsky

English:

Oh yeah, | know you did a case study on him. | know him well. Yeah.
FRCERIE:

RZERY, FADEMRMMMEIRGIATF. IR T R,



(00:29:18) Jeffrey Pfeffer
English:

So | think Jason, | think consistently breaks all kinds of rules. First of all, when he comes to my class,
nobody likes him, but that's okay. Almost nobody likes him. But...

FROCERIR:
BRINARKR—ETITREHAN, EHi, HMRKIBMLE, SASERM, BXEXF. LFREAENM. B

(00:29:30) Lenny Rachitsky

English:

That's power number one. He's not worried about.
FRCEIE:

BB —FAN, BAIELX

(00:29:33) Jeffrey Pfeffer
English:

Yeah, that's number one. But also | think there's a conventional wisdom in the venture capital industry
which he defies almost completely. He makes a lot of little bets, not a few big bets. He runs a very lean
operation. He doesn't have a lot of partners. He doesn't have actually any partners, so he can't be fired by
his partners. He began his career in journalism, which is interesting. Being a journalist is a wonderful job
because you get to ask people all kinds of questions. And if you ask smart people questions, and you have
some reasonable level of intelligence yourself, at the end of that process, you're going to wind up
incredibly smart and incredibly insightful. And he wound up incredibly smart and insightful around
aspects of the internet industry.

FROCERIR:

20, BRF—F. MEFINANRKHFTUE-ERFEUR, HIFTe2RAXLEND MRS/ NEK
x, MARDBULERTURE. MHITEFERE. RARZEMA, KEFELMWIEEFAGKA, FRUMBR
SWEUARE, tRWEERTHEL, XRE&E, HIcER—MRENIE, FHAMRAIURASMHERE
BRlEl. SNRIRAEEPAALRR], MIRESRE—ENE KT, AXNIRERERY, (FRERFRAERRAERA
AR MEEBKMITIEIEN A EEHESREERMEH,

(00:30:23) Lenny Rachitsky
English:

And he definitely has a lot of power. | think | am going to link to the case study in our show notes where
you basically walk through how he went from nothing to a very powerful person.

AR ERIE:

fthHaSTRA BRI, RERIERNREOIARERZI NN T EEICHR, REPREEA LIFEHERT thil
RAIM—TFREZER— T EEENERA.



(00:30:31) Jeffrey Pfeffer
English:
And by the way, a very rich person as well.

FRCERIR:
IRER—T, RN EEEEHA.

(00:30:34) Lenny Rachitsky
English:

Let's talk about another power, power five, networking relentlessly. What does that look like and how do
you get better at this?

FRSCERIE:
IBINTRRB—FHN, FAF: BIFREET AR, XEERESH AN, URIMAEX A ERIEEE?

(00:30:42) Jeffrey Pfeffer
English:

Well, I think there's research that shows that many people find networking dirty, and that's because |
think they think about it in the wrong way. My friend John Levy, who has written a fabulous book, You're
Invited. Which is a book about how to put on events that people want to come to. Is a fabulous human
being. Will tell you that the first principle of networking is in fact generosity. It's generosity. What can | do
for you? How can | be helpful? Who can | introduce you to? Either a company or a product or a person
who can be helpful to you in your career.

AR ERIE:

Id, BIANBRAREKE, FZARSEILABKRRE, FAAXZENMBIINIEZ SR, FNARLOE -
FlgE (John Levy) BEI—ZAREFNH (Z#) (You're Invited) , BBREXFIEAZEM AITESINAERIN,
B—TEEHENA. thEHIFR, BIABNE RIS L2 288 KENMREMAA? RaEREM
LEE? AR ALSLE? TRRNEB—KAE.. — 1N m, E2— M RERWEERFTERIA.

(00:31:20) Jeffrey Pfeffer
English:

But in order to be able to introduce you to someone who's going to be useful to you, | have to know
people. If | don't know anybody, | can't introduce you to anybody. And the more people | know, the more
likely it will be that if you say, | need to know somebody in X, | will know that person. So the broader your
social network, the more people and the more things you will know. If knowledge is power, networking is
a fabulous way to get knowledge about people and about ideas.

AR ERIE:

BRTRIBMANBAEMTERNA, ROMFINRA MRERNNREAAN, ERTERENBLEMTA. T
INEMA#Z, SRR “BREBIARX TUHEAN" B, EIHEBEREEINRAENA. FrlL, fREVtERMLEHE
I~ MRNRBAMIMENSZEMESZ, MRAIRMENE, BARILAKMEREK T AMBERNAIRNEE

‘1o



(00:31:53) Lenny Rachitsky
English:

It's funny to hear this where it's like, yes, obviously this is right, but connecting it to if you want to become
more powerful, more successful, you need to do this. | think that is a powerful point that we're all making
here, is just like this actually is necessary if you want to acquire more power.

AR ERIE:
IFRREEGH, B ‘BN, XEARWHW , BIRE5 “NMRIRETEEENE. BRI, RMSIUXEE
i BRREFR, BIANNBINTEXBRAR T —NREHNW A MRIFEREESNG, XLFRLEEHEN,

(00:32:10) Jeffrey Pfeffer
English:

Of course. | have a funny story about networking. So we have a thing in Stanford called View From The
Top, in which these fancy people come in and give a talk. And one of the people came in and give a talk
and made my class instantly popular, because he's an extraordinarily wealthy person. His name is Omid
Kordestani, and so | reached out to him and | said, "Omid, let's have breakfast." So | can understand
because during the thing, when somebody asked them what class was the most important in his success,
he said mine. So | said, "Tell me your story." He said, "Well, | graduated from Stanford. I'm Persian in
background, immigrant background. An engineer, HP, all the things that would make you kind of a nerd
or something." He said, "I went to work for a couple of startups that didn't do well. Then | found myselfin
the mid-nineties at Netscape." The browser company, big deal. Anyway, Marc Andreessen.

FRZERIE:

HRo XTFRIARK, BE—EBNNE, HBEE—M “TRIEMNE” (View From The Top) B9/EEN, B
BE—ERAYRER. HP—MARERG, EERRETEAE, RAMS—MAEEZEENA, tIUECK
= - MBI (Omid Kordestani)s FREBER T, #: “KKE, HN—EEZNFEEW,” BETH—
T, ABRATEEHT, HEARMBI DIRMMNEIIREER, MIXEEIF. FIUER: “GEFHFIK
£, foind: 98, RMEMBEREL., RERKINEE R, BRER. —|I1EW, EEEIEY, EXLHs
IMRBERRGENPRFZEN.” Mid: “BESNNRRAFRENDEIAT. RE 0 FERXFH, BRETHS
(Netscape).” BBHRFAEIEIAFE, HEHAES, 22, D% - ZEHK (Marc Andreessen) HEHR) Lo

(00:33:07) Lenny Rachitsky
English:
Oh yeah.
R ERE:

(00:33:08) Jeffrey Pfeffer
English:

Okay. "So | found myself in Netscape in marketing and business development. | was not making any
progress. One day | decided to take your class to an extreme. | decided to stop doing my job." So | said,



"When people gave you projects to do or assignments or tasks and you didn't do them?" He said, "It turns
out that | spent my time, not obviously at the bar, but in networking first with people inside of Netscape.
And it turns out if you're well-connected to the senior leaders, they don't really care if you do your job or
not. That's number one. Number two," he said, "oftentimes | can find other people to do the work | was
doing. So instead of basically spending time doing my job, | networked first within Netscape." But
Netscape was not that big of a company. So after a while he decided to go through, which is by the way,
his job anyway, in marketing and business, he decided to basically drive through the Silicon Valley talking

to people. And this is the rest of the browsers are just beginning.
R EIE:

. “BEMKRHTHHMUSH L. HHLKBEEER. B—X, TRELIFIGRLIZIIRE: FTRE
FILMIEIARR TR T2 “SHANSGMRIE. fFlsESE, REAEG? ~ i “ER2E, KL
BB T —EATEEER —MEELSMRABOIARILAK. FLIEH, MRMBSEEAASEXR
Rif, NHARENTEFMELM T ARIE XRF—R. FR," i, “BERITLEEIEMARMIEK
IEEMB TR FrLl, FSBIENEREMSIRIEL, MEEXEMKRAIEILAR.” EMNIHFAE IR
ARBRE. FRAET —EREE, MRE —IRER—T, XAERBZMEDZMWSH LS B TIE—A1t
REFEZFIHES, EZMAMRIK. SETEMRSEEARINED,

(00:34:14) Jeffrey Pfeffer
English:

Nobody knows what a browser is, nobody knows what the internet is going to become. So he's having all
these fabulous conversations. All right, so he now knows basically everybody. It's 1998 and a little tiny
company decides 10 engineers, typical Silicon Valley company. 10 engineers, all engineers. | have a friend
who went to work for a company, run a company that had 26 people. He didn't have one sales and
marketing person. Anyway, the company now has 10 engineers. They decide they need to hire their first
business person. Being an analytically oriented company, they say, we're going to do this very
analytically. We are basically going to ask everybody we can think of, and a few people we can't. Give us a
list of the best technically oriented business people that you know. And there is of course one name that
appears on every list. It is Omid Kordestani who becomes employee number 11 at Google and makes two
and a half billion dollars.

FRZERIE:

LR AMENGREMH A, RANEERNSZERMT AR, FIUMETTTAEXERENRIE. F, WEM
BEALINRTHREA. BE 1998 F, —RFAF 10 BIRIMH/NAE—HRENERNE, 2RIEM. EE
—THRET —KRE 26 TARNRFLE, BABNE-—THEXHTIARBRLE. 22, IRAFDIAEE 103
Tim, ITRERAE—ITESAR. (FA—KUDHTATEANAR, MiTR: “HMNEIFERFEX G
Fo BNEAEFAEHNEREA, UR—ERIMTBRIA: SEN—OMINRNRMBN. ERANE
SATRE,” B3R, B TRFHIAETE—MHRIEL, PBUIRCKE - AREER, AT ]S 11
SHRTI, HKET 2512%7T.

(00:35:13) Lenny Rachitsky
English:

Great success from networking. Well done. When people hear about networking, it just feels like you said,
very cringe. | don't want to go to these networking events and try to pretend to talk and care about
people. Do you have any advice for just how to make networking feel less cringy?



AR ERIE:

BIABKHERHOERMI. TRER. SAMARE “BILABK B, &R, BIEEIFEED (cringe)s K
FRESMARLEARKGED), BREERKHROIIA. REFARNEILZLABKEREABAEMNS?

(00:35:28) Jeffrey Pfeffer
English:

One of the exercises | give my students is | say, write a list of 10 people who, if you knew them and if they
knew you, would be important for whatever you're trying to accomplish in your career. So maybe you're
trying to get into biotech, you need to know 10 executives in biotech or whatever. Make a list of 10 people.
Then for each person figure out how you are going to meet them. By the way, not necessarily in a network
event. Maybe you want to do what John Levy does, which is hold dinners. In which by the way, the guests
do the cooking, which is a very interesting idea. That of course taps into the IKEA effect. You always like
something better if you participate in creating it. Maybe you want to hold dinners, maybe you want to try
to reach out to them at lunch.

FROCERIR:

BAEFEN—NMEIZ: 5% 10 ABRE, WRIRIARM], BEMITHEINRIR, BANFREERWEE
PRMPERBIRKGR, MNBEEXEEN, LLIREHENED AT, FMBEINR 10 (XA
o FIHX 10 A AEFXHE—TA, BUMITEORREIMI IRER—T, F—EBEAKER L. B
TIRRFAE - FEREFENBRE, INEHR—T, HHNBRERLEABCHFHIR, XE—TMEEFBNE
o XYAFAT “BERMN" (IKEAeffect) : MRMRE5TLIETEE, (RERRZEEWNRNARE. WIFIRA
ENBE, BIFMTRSHEFENERKRM],

(00:36:21) Jeffrey Pfeffer
English:

Maybe you want to reach out to them and say, here's an article | think you'd be interested in. Here is
somebody who | think you'd benefit from meeting. So recently, I'm not a particularly good networker,
though I'm better | guess than some people. | recently met Esther Wojcicki, I'm sure | killed her name.
She's considered the grandmother of Silicon Valley. She's Susan Wojcicki's mother. And she is interested
in depression, particularly depression among teenagers. And | said, you should know Leanne Williams,
who's in the Psychiatry and Behavioral Science Department, who has done probably 300 articles on
depression and has invented something which is called Precision Psychiatry. So | connected them to each
other. Just send an email. | think you ought to know each other. They got together. | get credit for
knowing people and connecting them, but | also benefit them. Leanne needs to raise money. Esther's got
money. Esther needs to understand the cutting edge research in depression and biomarkers of
depression, which is what Leanne's specialty is, so they benefit. So this is not some icky thing. This is
connecting people who benefit from being connected.

AR ERIE:

WIFRREBRAMIIHIR: “XR—RBHRINAFIRMBHIXE, XERIANARI—EAZHNIA” mE—&K
HAR—MIFEKZIAKNA, EARBHEELEABS —RSEWE TIRZLYE - JKBEE (Esther
Wojcicki) , EEERBHHNBF T, A ARE “E8BE” , A - KFBE (Susan Wojcicki, &
YouTube CEO) BB, WyIHIERERSER, RANSTF VEMMERE. FHin: “MREIZINR—THR - BERS
Hr (Leanne Williams) , MifEFHREZEMITARER, KRIAM 300 X FHEPENNXE, HARTFIIER

TEEBERE o TERIBMINBRKAE T —&E. IFLA—HEME:  “BIARMRINEZZEEINR—T." f]



RET. HERMINRAFBMUNBKRERMRFTEE, ERUEMNRD ARFEER, RLFHR; &
LS FET BDEEADEEEMITSYIRRNAR, MXERMRZHNER, FAUtiERE T FRUAXHAR
R AARBNSE, XEELIRLEREMEXRPIRmBINEZER,

(00:37:38) Lenny Rachitsky
English:

That touches on something you teach in the book is, in your networking you want to become a broker,
you want to be central. That's kind of what you want to work on. Can you talk a bit about what that

means?
AR ERIE:

AN TIREBPHRSNAS . EEILAR, RERA—D “GRLAN” (broker), REBAFHOME, X
EIRBEES NG M. REERKKITRETAIE?

(00:37:47) Jeffrey Pfeffer
English:

Well, that means you want to connect people. So many people with benefits, and many groups with
benefits for being connected, and they're not connected. What does a venture capitalist do? Connects
people with ideas to people with money, and takes a fee for doing it. What does an investment banker
do? Connects people trying to sell businesses or raise capital with people trying to buy businesses or who
have capital. What's a real estate agent do? Connects buyers and sellers of houses. There are all kinds of
examples where the person's entire job is connecting people. But even for the people whose job it isn't,
you benefit from knowing people. The more people you know, the more things you know. As | sometimes
say in my class, if leadership management, call it what you will, is getting things done through other
people, it seems like common sense that the more other people you know, the more you'll be able to get

done.
AR ERIE:

B, XEREMFBERZMA. BRMAZHREBEFNNANEE, MRMNBILKZARSZRm, EIRELSR
KR L. NRAREMHAN? BERENANERHANEZER, HAOLKIRER. REBRITREMA4
By? IBREHENSHEEFEHA, SREML I SHHERTHIANERER, BH~ELARMTARN?
EREBRNIRMER, BIMIENMF, HF—PANSBIERIERMA. EEENTFRELFERE
EEMABARKLR, INRABREFAR. MARNARSZ, MANENEEMESZ, ENRERERLREN,
MRGFSHEE EIREANITE) BEIMARTRES, BABIREFIAN], MINRHOABS, {REET

HEBIMEZ,

(00:38:45) Lenny Rachitsky
English:

As someone that has become central to a lot of things in the product world, and has built a large network
as a result of this podcast newsletter, | can tell you a thousand percent. This creates a lot of opportunity
and power, you could say in quotes. So I've seen it happen.

AR ERIE:



FA— M EF@RIRRSFEFEHRLTHOME, HEAXMEZNNFZBERAMEIL T RARABKMBIA, FAJU
BAZBEMERR: XETAENNEM GISEN) N7 . HERVIETENRE,

(00:39:00) Jeffrey Pfeffer
English:

Of course.

R ERE:

N -2
Lo

(00:39:03) Lenny Rachitsky [Ad Break - Heap]
English:

This episode is brought to you by Heap... [Ad content omitted for brevity in translation but kept in English

as per instructions]
FR3zEiE:

AETIEH Heap B8, Heap B—mMi=mO ARG, ERIURIRBTRAFEMIVEF~m. Mid., B~
mEE MR F RS EFrEy—t]. HAIEEIHBNMFAREREEIALR: EREMN, EMINIMEFER, H
IRBEMTER LIE. MRMEXEANRNAFEEXIMER, (REEXTRPERN”RP M AURATA
RXAMHRT. AIENER. BAERNAFEREFTE LBTHNMA? B AILMITREREISL? MMM
LRBEEESERIREINERE? Heap SEINIMBERFIEXERFER, ARELMHA (MAZ/LE) AR
REXTRAPITANFRERIERBIHES, 18 heap.io/Lenny FHEET.

(00:40:10) Lenny Rachitsky
English:

Another lesson | guess you teach is to pursue weak ties. Talk a bit about what that means. What do you
mean by that?

FROCERIR:
BEMHAMNS —IRBER “TIEE" (weak ties), WIKXBIRET 4. MIERIRHA?

(00:40:14) Jeffrey Pfeffer
English:

Well, the people to whom you are strongly tied, your family, your spouse, significant other, your friends,
the people who work with you at work will probably, because they are close to you, know the same things
and the same people that you do. So to the extent that you build ties with people who are more different
from you in every dimension, you are more likely to learn non-redundant information, and come in
contact with people that you don't already know. This again seems common sense. There's a lot of
research behind it. Mark Granovetter, a sociologist who still teaches at Stanford, wrote a book entitled
The Strength of Weak Ties.

AR ERIE:



id, BESMMEE “BER BNA—MFRNRA. BEBRE. #E. k. RE—RENIMWISRRIE, ATENE
MEBMR—1F, INRNABMR—1F. FrLL, MRMRESNEE LSPBEMREREOAZRILER, RRE
BrRIBEFIHERRPER, HEMIGERINRANA. XIFERXZEIR, EEEERENHARZF. IRk -
AR (Mark Granovetter), —IiTEHERARNHEFER, EI—REN (SFEENNIE) HINE,

(00:40:59) Jeffrey Pfeffer
English:

And basically, no, actually, pardon me. He wrote an article called The Strength of Weak Ties. His book was
called Getting a Job. And he did a study, | guess it was at that time in Boston. He did a study of job seekers
in Massachusetts, and he looked at people who got jobs through applying to ads, through more formal
means. And then he looked at people who got jobs through referrals from their network. And it turns out,
of course, the jobs that you get through your network referrals are much better jobs. And oftentimes the
best jobs that people got were referred to them by people that were not particularly close to them.
Because they had a view, that's the word | was looking for, a view into the ecosystem of the Boston labor

market, that the other people didn't have because they weren't in the same place as the other people.
FRERIE:

BERE—F, 8%, hENERREXE, 9B (RI1E) (Gettinga Job). i T —UiEAZ, HAZEY
BERTH. MHARTSFEEEMESKERE, URTHREEIVE SFENREREIENA, URBLER
FABEFRSLENA. ERIAAR . BIAKEERENILEEFSSZ. MABEBRLT, MBI
FOTERABESHNAFZRINFENAKEN. BAXEARE - —XRERERNIED—HE—
IMBTRTWHATHESREN “UR" , MEMAKEXNMA, BAtIIFLTERNUE,

(00:42:00) Lenny Rachitsky
English:

| love that lesson. Let's talk about another power, which is using your power. So when people think of
using your power builds more power, that's not intuitive. You talk about how it creates this self-
perpetuating growth of power the more you practice power. Can you talk a bit about that?

FROCERIR:

HERNX—R LHNNKKXSZ AN BRI, SARE “CANNEBIESNA” Y, X
HAEM. FRETEERESMEING, COFEIEXTERBIFHINIER, REERIKXF?

(00:42:16) Jeffrey Pfeffer
English:

Sure. So when you are given, it's interesting, my friend Deborah Gruenfeld, who wrote a book called
Acting with Power, talks a lot about people's ambivalence to power. So sometimes people are put in a
job. Herminia Ibarra who teaches now at London Business School, at one point taught in Seattle, at one
point taught at Harvard, has an article in the Harvard Business Review in which she talks about a woman
in a drug company who gets a promotion, and says to her colleagues, to whom she's now overseeing, that
she's not sure why she got the job. She's not sure she deserves the job. Needless to say, she didn't do very
well in this job because she got in her own way. But part of this is you are put in a position of power.
You're put in a position of authority in order to make things happen. So to the extent you mobilize your
resources and get things to happen, you'll get more resources.



AR ERIE:

B SRR TN —XREE, HHAKERN - BEIF/RIE (Deborah Gruenfeld) Ed—7 (1A
H9EZR) (Acting with Power) , BHKEIT AT DBF EOE, B ANKEHFE— MR, BEIER
HEFRAEHRFFEBEL - REHL (Herminia Ibarra) BIEMRGER, iE (FREHEELITE) EARI—EX
B, AT —KFARBEN—ULMEREFTEA, ANHRETEENRER, HAHEBSHTARET R
IF, BFHEECRERSLEXMIf. FAN, MEBNMRULRASHAE, Bt “BRHIE T
BHEHPHN—HDZ: MEETNAMNBNUERA TRMES. FIl, RESAREE LRAIZERARME
&, MRIRTEZSHER.

(00:43:14) Jeffrey Pfeffer
English:

People want to be associated with success. To the extent that you become successful, more people will
want to work with you. To the extent that you get more stuff done, you'll get more promotions, more
opportunities. Nobody's going to give you a job to do if the last five jobs like that they gave you, you
couldn't get done. So the more you are able to do, which oftentimes of course requires power and
influence, the more you're able to do, the more you'll be asked to do. But better yet, the more resources
you'll be given to help you get things done.

AR ERIE:

MTBERIMERRTE . FEZSABELERNY, MEEESHNARBNF—EI(F. MESAREE L5THK
TEZHNER, MUSREESHEANNS. NRZAZALMYATINTIERENZDE, RAZBRLEGMR
TE. FREL, fREBERNIME (XEBIARAFTENNDMZIES), MREBRBNEEMES. BFFNE, R
WE T SRR IRR A BN RS

(00:43:48) Lenny Rachitsky
English:

And | think there's interestingly you teach that just showing that you have power creates more power.
People see that you have this power and they start to follow your lead more, right? That's a part of this.

FRCERIR:

MEFIANAEBEZE, MEFRMNKR BT FRBNIMELIESESNN. AMIBEEIRBAEXIMRT, i)
MAEZMEMRIREIMS, WE? XEHEPH—EB.

(00:43:57) Jeffrey Pfeffer
English:

Yep. | just saw over the weekend the movie, the latest movie in the franchise of the Planet of the Apes.
When Jim Collins left Stanford, he gave me a book called Chimpanzee Politics, which is of course not
based on the Planet of the Apes, but it's based upon the study of chimpanzees. We are the same. People
are attracted to power, you know that. By the way, that will account for a lot of what is going to happen in
the presidential election.

FRCERIR:

2. ZARNET (EIKIEE) RIINVKEMEBER. S5H - WM (Jim Collins) BFEMEMEN, XA
—&H N (REIEBCR) (Chimpanzee Politics) B9, XYAREET (EIKUEE), MEETNERIEENH



o HMB—1FEY. AMNSWNAKS], FAEN, RER—T, XAUBRSAEEPRELENRSE

=
Ho

(00:44:26) Lenny Rachitsky
English:

Let's save that for the end, because | think that's an interesting piece of your book, of the connection to
Trump. So let's save that for a bit. | think that'll be really interesting. Kind of along the same lines of the
area we're just talking about. And another rule of power is to show up in a powerful fashion. So look

powerful, talk about what that looks like.
FRERIE:

A HEARMER BRI &G, AARESMRBPXTSRHAERANBIREE FrATAITE— KA
SZEEEB. IMERNNATHENER, WHNS—FRUE “UENBHNAEAZE . EMEEERREN
7, WRBEHAFFH,

(00:44:43) Jeffrey Pfeffer
English:

So my colleague at Berkeley, Dana Carney, C-A-R-N-E-Y, is writing a book called Tell, which is about the
importance of body language and how to master body language. There is some evidence that suggests
we respond mostly to how people look, secondarily to how they sound, and by far the least important to
the content of what they say. You can see this by turning on your TV and turning off the sound. Watch the
presidential debates with the sound off. They'll be much better. | have another colleague in marketing by
the name of Baba Shiv, who talks about people's freaky mind, or the idea that we are in fact descended
from primates, and that we are controlled in lots of ways by our emotions. And so we respond affectively
to other people. We respond to how they look. There's evidence in economics that suggests tall people

earn more salaries, control, earn more money, controlling for lots of things, attractive people.
FhaCERIR:

HERRFHNEEER - R (DanaCarney) EEE—EEZHR (BR) (Tel) BB, BRFERFMESHNEE
MURMMAEEREESH. B —EIEHERE, RITGBANRNEZIORTFHAIIBINE, HR2MIINE
T, MEAEENZMITRIENAR. MALLEIITABRAAXEEERELIEX—R, XEFSELSHAINE,
MREFFEZ. REEF—UEHFREEE - X (Baba Shiv), fXET AN “BEAM , HERK
MEfr ERRKEYINGEE, HNERSHTERBRTE. FHit, HMXMUANREZBERLN. Xt
MEvSMRME RN, EFFIHERE, EEHTIFZRER, SN FHAFKES, RNKES; BRSIFIH
AtB2anitt.

(00:45:46) Jeffrey Pfeffer
English:

As long as you're not too attractive, you earn more money. Optimal level of attractiveness because people
respond subconsciously to how people look, how they sound, how they show up, how they present
themselves. In my class, | take the example of Tony Hayward of BP, the Macondo oil spill, and Lloyd
Blankfein who was accused of shorting the securities that he was selling, which by the way, Goldman did.
And before | let them hear Tony or Lloyd, we show about 60 seconds. And Lloyd's case 34 seconds with no



sound. And even if you did not know who these people were and | asked you to make a bet, who's going
to keep their job and who's going to lose it? You would know just from their physical appearance.

AR ERIE:

REMRARZ “K BRI, FHREBRELZHHE. BEE—TIRENRSIFKFE, BAASBRIRMIMHAR
K. 8. SEARNERENAFXAMERFE. EXRNEL, RURERHBHAT (BP) BEE - BXE
(Tony Hayward, SfLZHHMREAHRIER CEO) FMF/RE - M=%X (Lloyd Blankfein, =2% CEO, H
R MEMIEESEENIES) Afl. TULFERREHFZ REWRIEZA, RINSBEHRAL 60 (FREN
ROIE 34 ) FEEZHMWIR BMEMRFREXLEARE, FiLRITME: ESRETE, BESFEIE? X
B899 R, (RRLAERIEE R,

(00:46:37) Lenny Rachitsky
English:
I love that.

FRCERIR:

HERXMIFo

(00:46:39) Jeffrey Pfeffer
English:

And by the way, what Dana Carney will tell you, and what common sense will tell you, is that these are
skills that can be mastered. Robert de Niro was not born Robert de Niro, in the sense of acting skills are
learned. How you show up, how you command the room. There's a guy named Regis McKenna who is
older than God, who's famous for running a very, very, very fancy public relations firm in the Silicon
Valley. And his biggest contribution to life, as well as by the way to his personal wealth, is that he made
Steve Jobs Steve Jobs. When Steve Jobs began, Steve Jobs couldn't convince you to buy water if you
were dying of thirst. He could not give a presentation to save his life. And Regis McKenna and his team
took Steve Jobs under their wing and created Steve Jobs, a man who could sell anything to anybody.
These are skills. This is not about personality. This is not about undergoing some kind of cosmetic surgery
or whatever. These are skills, everything we've talked about, networking, showing up, all these things.
These are skills that can be learned.

FRCERIR:

IRER—T, & - FESZEIFER, BIREIEIFER, XLEAZAIUEENRKE. ZHY -  BESHIFAEXRE
MERE - BT, EREFHXN. MUMFA=RE, MUAEE27. BE—1TUESH - T8 (Regis
McKenna) A, WEFELIEEKRT, HEESEZE—RREASHENAXATMEG. MWEEFRAKTIE, N
BEHENMIAVMERARTTH, MEMAMT LFX - FTHi. STFHHNIFIRE, MRIRRESTET, fhE
BEWBRIRSE K. MHBRBERRKFEERRT. E5H - TEANMNENBTHIERET, BETES
X AT —— T EIEEARARLGERANA. XEHERE. XSERTX, SHBELFAZENT
Ko XEEERAE, RITKBN—): BIABK. SEFE, XLEEEALUFEIATRE.

(00:48:26) Lenny Rachitsky

English:



I have a list of some of the stuff you actually recommend for looking and appearing powerful. So I'll read a
few and I'm curious what else comes to mind. So do not read from notes. Make eye contact. Keep it brief.
You say that anger can be a signal of power because it's outside the norm. It's kind of breaking the rules.
Don't apologize. It's kind of the opposite. More gestures, which is interesting. Open body posture. Louder
voice. Okay, I'm going to speak louder now. | like this. Okay, what else comes to mind as ways to appear
powerful?

FROCERIR:

HE—MREFNXTOAEERENBNER, TR/, RRMEREEREITA. FEREIR; RIFR
A, RIFEE. RRFEAIUMEANRNNES, ARNEBHTEN, EMEE LBEITRAN,; FEE
M XERRER—EZNFE, XREE;, ABNSRER;, EANES. F, RAEBERERIET.
XA 8, EEFARASENBHGET?

Tk

(00:48:26) Jeffrey Pfeffer
English:

Invading people's personal space. So gentle touching, standing close to someone. We're not talking
about sexual touching, we're talking touch on the arm or the shoulder, shaking people's hands. That's a
way of | think being more powerful. But you've covered the main ones. Eye contact. One of the problems
with Tony Hayward of BP is that he's been given a statement to read. You cannot read something in front
of you and make eye contact at the same time. So he looks like he's scripted. He looks like he's insincere.
Jack Valenti, who | had the privilege of knowing, who for 38 years was the head of the Motion Picture
Association of America, and typically rated one of the number one or number two most effective lobbyists
in Washington DC, said to my class when he came to my class, which he did, "I never appeared before
Congress with notes. | wanted them to believe, which was by the way, true, that | was in complete control
and complete mastery of the material, and that | did not need notes or a bunch of assistants around me

to help me.
FRCERIE:

BAEARNDATE, LLINBEHEM, BEBEARENMSG, RIFAZEREEMR, MEEREFERR
B, BF. RNAXR—MEERENAR. FIMRELRETEEN/LR. RBZR. RERHAERITE
C BAEHN—TRER, MRS T —EBRER. (RAAREEREANRANRRRSREM. FrAMEIRL
KEZEBRE, BERRFTEW. REFIARANR - Bf€%F (Jack Valenti) , thBIEEXEEENS
(MPAA) EEHGX 38 F, BEBITNERIKNKSEARRN—RIALFREZ— MMRKM LEHIGR: “F
MKREEECHATEESER . FRILMIIEE (RER—T, XWEER), RxeEEHEEXEME, &
AEEE NN FES DB

(00:49:40) Jeffrey Pfeffer
English:

That I, as the head of the MPAA, understood the motion picture industry." And then he would give you a
little aside about how it was the one industry that consistently had a budget surplus in trade. He would
talk about how many jobs he created and he had all this stuff at his fingertips. But basically his command
of the material made him more powerful. It's interesting, Jack Valenti was five foot two inches tall and he
came, talked to my class, and the next class | said to people, "What are your reactions? What are your
thoughts?" And a woman raised her hand and said, "He feels taller than he is." And | thought that was an
assessment that was both true and insightful. When the five-foot-two Jack Valenti appeared, because of



his presence, because of his body language, because of his Texas drawl, because of how he moved on the

stage, he felt bigger. You would not say he did not feel five-foot-two.
R EIE:

‘1R MPAARITASIA, FTHEERTIL.” ARMIINESIFER, XBE——NMERAZPRHERETERRY

Tk hZEMENET ZOMAN S, FAEXEHBEMETMESE, BEEA L, MMHNEENILMES
%, BBHNZE, Ne - REFEERE 1K 57, MRFMLEEHT, T—IREEDAK: “RIEHAR
R? Bt aRE? 7 —UxiEEFi: “MRELKFEEEES.” BIANXMITNEEESENRZ. & 1K 57
RS - REFHIE, ATt SE. KRFMES. EMNOSTURMBERS ENBIAR, EARRES
Ko IRAZTEFMIRAE 1K 57

(00:50:54) Lenny Rachitsky
English:

Let me read a couple more because this is a good example of stuff he did. Other ways to appear more
powerful is more speaking time, longer gazing time, more disinhibited laughs. Is that just you laughing
and feeling like you're just...

FROCERIR:

BRI, RARZBMAAMEBEN—MRENEF. EtRMSEENENSGEZEE: ESHNLSHE.
BRAEVEMEE. ELHATROKE. BRRIFAKHBIEIRRE

(00:51:08) Jeffrey Pfeffer
English:

Well, humor. Humor. The famous author, Salman Rushdie said, and | quote Salman Rushdie, it's a
fabulous quote. "If you can get people to laugh, you can tell them anything."

FRCERIR:

iR, HARR, E4BR, EZIERFE/RE - fufti@ (Salman Rushdie) ¥ —aRIFHIIE, HKSIA—T: “WNRIREE
IEATASR, fRAte] ASIFMEINERES.”

(00:51:20) Lenny Rachitsky
English:

Yeah, stand-up comedy is a great example that. So again, | think here people might be hearing this and
they're like, | don't want to be this person. | don't want to be talking all the time. | don't want to be
pretending like open posture. Is the advice here just you don't need to do all these things. Just know this
makes people more powerful. Don't necessarily judge people, do some of these things maybe because
it'll add to your power? How do you think about just people that are turned off by this sort of thing?

FROCERIR:
2H, BOERMEB—TMRIFNGIF. PR, REAMREXEAEIE: HAERAXENA. ZFFE—H
WiE, BRARREZELABRNES, XENBNERMMAFTRZMAAAEXESR, AFNEXLEZIEAERN
B2 FAEZIZEWAFIA, BIFHEFN—LEEE, RACIEMRBIND? MIOAEFRENXLEERE
REBIAN?



(00:51:45) Jeffrey Pfeffer
English:

That's a wonderful question. So | say to my class, on the very first day of class, that we will go through
four stages. We'll go through the stage of denial. It doesn't work in my culture, it doesn't work in my
organization, doesn't work for me, it doesn't work in my religion, whatever. Then we'll go through anger.
When they get angry at me, how can you teach us this stuff? Then they'll go into sadness. | actually
believe this and I'm depressed. And if we're successful, they will go through acceptance. And the process |
have, again, | do not have the most popular class at Stanford Business School because | am good-looking,
because I'm the smartest person at Stanford or anything else. | am strategic about thinking about if | have
someone who's going to come into this class, | have to get them from denial to acceptance in 10 weeks.

FROCERIR:

—MRGFRE. HAEAFE—RMESHFEE, RBLHEMER. B8R ‘BN MR XERD
XUERITARE, ERNARPTRE, WHEKA, ERNREBPTRE, FF. ARRN=ERH "B M
B IR A, REARBINIXERE? ZHEMISHN “EKH" MR HRAEETXE, RRIR
Higo WMRFANRIT, WIRZXZHEN “ER" Mk, HZAMURABMEERHFREZNLIIRE, F2H
ABEKFN, EARERAKEIMEERIEEAHA. RIFEERBMTES . MREARLEXDR, FHH7E 10 F
WILBIIM BN BER “ER" .

(00:52:38) Jeffrey Pfeffer
English:

And how are we going to do that? The easiest way to do that, if | said, Lenny, | want you to become a
better tennis player, or a better roller blader, or a better ice skater, whatever, a better piano player in 10
weeks, what would we do? If we have practice and coaching. And that's what | do in the class, practice
and coaching. | have executive coaches who work with the class and | give them assignments that ask
them to practice what they're learning. And therefore, by the end of the class, most people have made
this transition because it is true. If you've never... | had a dinner the other night, this Israeli woman who's
like, I've done amazing stuff. Amazing. Which is fabulous. And she said at the dinner, she said, "I would've
never done this before taking your class." And the way you get them to do this is | don't say, Lenny, you're

going to swim the English Channel tomorrow.
FZERiE:

BINZEAME? &ESENGEE, MRKR: 0, FBILIFE 10 BRMAEIFHMEGEF. H-IFiEF.
BAEF, REBHFHNEFXR" , HMNIEAMH? FMNHTEINER. IMERERLMEY: KN
o BELTINSERLESRE, HERFEHEFRL, EXMNEIMENAST. Eit, FIRELERF,
AREHAEBTR T ZMELE, AAXZEL, MRIEMKBILRFZSNT —TBRE, —IUBTIER:

T —ETARENER, KHE T XAET, tAEBRELR: “ELRENRZAE], RERSMHXERE
IREMXERNGERRR: €, MBAXBEEEERSHE,”

(00:53:38) Jeffrey Pfeffer
English:

If | want you to swim the English Channel, we're going to start by swimming in pools and make every day
a little bit more challenging. That's what we do. | don't start by saying, you're going to network like Keith
Ferrazzi or John Levy, or you're not going to be as bold as Jason Calacanis, who trust me is extraordinarily
bold. You're not going to necessarily do what | did. You're going to begin where you can begin, and push



yourself out of your comfort zone. Because, and again, this is common sense. There's also a ton of
research behind it. If you always stay in your comfort zone, you'll never do anything different or better
than what you're currently doing. This is true. If | said to you, | want you to, at the end of 10 weeks, lift a
hundred pounds, | can't do that by on the last day saying lift a hundred pounds. We have to work up to it.
And that is, it's the same principle here. So don't do something that looks so off the wall or so out of
character for you that you can't conceive doing it. Push yourself a little, push yourself a little.

FROCERIR:

IRBRLMMER RSB, HNSMEXRREAFS, SREM—<Bbil. XMERIFME. ZFa
—HEMRIMBEERER < AR - FIEAERILARK, HEGNRE - FAREBHIRHEARE (EiERK,
REARRE) o MAGIFFEIRIMINE, (FEMIREEF BRI TR, BECHEFEK, RA—8BiR—E&,
XRHIR, BFRtAREMRIE —UNRMFREEFAEFEK, MAZAZMEEASIRFEHLIINELF
MEE, XEBEEL. NRKBORY, FBILIRE 10 BLERYEGE 100 B, BFEERE—RA Y “EHE 100
B, BITGAREFRH, XENFER—H0. T, FER—LEEHSERKBEXIXFTTERER. UETF
MEERRNER. HHEAS—IE, BHEEC—E,

(00:54:49) Lenny Rachitsky
English:

There's an interesting connection here too. What some say is kind of the opposite of your class at
Stanford, which is Touchy-Feely. We had Carole Robin on the podcast and she has a framework, the 15%
rule where you push yourself 15% beyond your comfort zone. Where it's just a little bit, but it's not too far,
and it feels like you try to do a similar thing.

FROCERIR:

XEHE-—TEBNEKR. BEARTEEE—IRMMEXDREFER, M2 “RERE" (Touchy-
Feely)o FMIEBIFRE/R «- FE (Carole Robin) &M%, MBE—MESR, B “15% MN” : BECHER
FFEXZIM 15% Bt 7. RRIBH—/NE, BXAKE, BERBESHBSEMBIER.

(00:55:07) Jeffrey Pfeffer

English:

Yeah, absolutely. So you begin by doing what you don't think you can do.
R EE:

R, ", FTLURMEEREIRIA N B CMAEINSEBEFFR.

(00:55:12) Lenny Rachitsky
English:

Let's spend a little more time here around the homework assignments, and this kind of Knowing-Doing
Gap that you talked about. So you shared a couple of homework assignments you give already, find 10
people, think of 10 people you want to meet that'll help you with your career and then try to meet them.
And then there's this, | guess my friend started a podcast, | don't know which homework it was. What
other homework assignments do you give?

FRCERIR:



HMNEXESERNERTIE—TF R, URMERIRXM “RMITER" . MRELDZET/LMMEL: % 101
A, 2810 MREREIR. MR EEETRBBA, ARZHERM] TR — R BEHE
EHEEL, HAMEZW—. REHRE T HLE(FIL?

(00:55:30) Jeffrey Pfeffer
English:

So we begin, there's a literature on goal setting that says if you set goals, you're more likely to achieve
them. This is, again, not some huge insight, but there's an enormous scientific literature about this. And
so | begin the very first homework assignment is, which is by the way, on the very first day of class, why
are you here? Why are you here? It is now the end of this class. What would success look like to you? What
would you like to accomplish in our 10 weeks together? Second assignment, | give them a reading from
the Power book, which is the book before Seven Rules, which talks about the seven attributes of power.
Go out and get people to rate you on these or rate yourself. Set for yourself a development plan, energy,
focus, being willing to tolerate conflict, all these qualities. What are you strong on? What are you weak

on? What do you want to build during our time together, and how are you going to do it?
R EIE:

HIMIMBIRMKEF B, X TEMKENXEERE, WRIMQET BR, MMEAAERIEl]. XEHFRZEM
AIFRABREE, BEEXRENHFEXEZF. MIUARHENE—MEL—IRER—T, BEAFF—RK—H
B MMARAEXE? (RAFAKLEXITR? RISMDREBLERT , WRKRRNEBHAEFR? EHNIB 10
BEREE, REERTABR? F2MEL, FHatihix () (Power) —HHFHRE FRE (RAOBEF
MUY ZEg—$), BRKETNHHNENES. FLFIALMITS, HELBCHTD. NECHIE—T.
Bitxl: %771, TEH. BRPRNER, FMEXEmE. RRRIUZMTA? SHEMA? EHMIFIRIEHE
R4, URIRFTEIIfEIZIL?

(00:56:35) Jeffrey Pfeffer
English:

So we begin with goal setting. One of the assignments | give them, which is the class that Jason comes to,
what resources can you create? You're at Stanford Business School, elite, fancy Stanford. What can you do
in your 10 weeks here? | have people who created awards. A woman who created an award gave it to
Karlie Kloss, the model. Got in trouble with the school. It turns out it's easier to ask forgiveness than
permission. So what can you do to create resources that will give you some leverage? That would be a
third assignment. The networking is a fourth assignment. The acting with power. | show them the videos
and | tell them in advance of the class, and | tell them they need to become Tony Hayward. They need to
do a better job, which is, by the way, a low bar, representing BP. And give me a 60 to 90 second video and
then share it with colleagues and get feedback on it. And then we're going to call on people in the class.

AR ERIE:

FRUAFRATMBIRSEF I8, FAMINBELZ— (HRMEARZRRBITIR) | MEELIEHAEIR? (REHIERE
Fht, BREE. EWHETER. EX 10 ARMERMTA? RRIBENKILTRIL, — M RERIT—MRHA
Mz T B1ERF - 2EH (Karlie Kloss) o #REMET MM, BHESLIER, BRFEIFLIBERIFTERZ. Fi
B, fREEMEEHARBIERRAGIRFRAIMERANIEIR? XBE=MEl, BULABZRENMEL, £F “NH
RURZ” . HAMNEWM, HERAMSIFMEN], IFENETLRE - BAE. tIFTEARREERATM
T8y (RER—T, XIMERIK) . £4F—E 60 B 90 a9, ARNZELREHRIMRIG. AEHISE
REERB.



(00:57:47) Jeffrey Pfeffer
English:

In other words, for every idea, | try to think of something. And this is all, by the way, this is all front-
loaded. And by the end of the class we're not doing this so much. But | try to give them an exercise that
causes them to actually take that idea and implement it. Find people, oh, for branding. Write a personal
brand statement, get some feedback on it, then write it again. How do you want to be known? Which is by
the way, useful to you because you're a second-year MBA, you're going to go in the job market. What do
you want people to think about you? How do you want people to respond to you? How do you want to be
known? So | basically take for every topic and have them do it. And then the coach, their person, their
coach, who is responsible for 23 of these people, give them feedback on this.

FROCERIR:

WAER, WTFE—MUE, REHERE—EXMREE IRER—T, XLEHIAMBEHTH, FRELS
REFANTMZMXAZ T, BRZESLMI—DES, ILEMNEERABNMEFSELRE HA—MF, X
FmhE: - AmEER, RERE, ARES. FMBAUTAFNTERER? IRER—T, XXRRE
A, EARZE MBA ZFRFE, BBENRL TG (REZBATEAERR? REZATRMGE AR KR
Rz? fRARGNAIRR R ? FRIAFRE AR LS EMEILIE M. ARBE—MTX 23 TABHLG —4a1t
)38

(00:58:44) Lenny Rachitsky

English:

| could see how this makes a big impact on someone's life.
FRCERIE:

BB SN — N ARNEFE=EERR M,

(00:58:49) Jeffrey Pfeffer
English:

Yeah. And so at the end, | had a student a couple years ago said to me, "It is not that | got more feedback
and more useful feedback from your class than | did in any other class. | got more useful feedback in your
class than | did on every other class | took combined."

FROCERIR:

ZW. FTUERRE, NEME—ITFERNRKR: “HARHAMRER LFENRIBLLEMBEMRES. EF
o HEMALFBINBRARIE, WH ERMMEEMRNEREES,”

(00:59:09) Lenny Rachitsky
English:

| can see why. Let's talk about the last power. So we've talked through six already. We have only one more
to go, which is maybe the one that probably upsets people most, which is that once you have power,
people will forget what you did to get there. Talk about what that looks like and is that a power or is it
more just like this is what you should know about.

FROCERIR:



HEANT 4. ERNMNKRKRE—FAN. RMNELHTA K, RMEE—FKT, XAEERILAFTKH—
. —BIRABE TR, MIMsSEFRRNARFIEN. RXBRHTARFH, XEE—MNN, TRER
TR % T ARAYILSE?

(00:59:28) Jeffrey Pfeffer
English:

And | put in rule seven for the following reason. In spite of everything that you and | have been talking
about, many people in a stage of, | don't know, denial or something, say, I'm worried that if | do this, at
the end... People believe that the world is homeostatic. It is not. That it's going to adjust, but whatever. At
the end I will be brought low. They have the myth of Icarus in their head. You fly too close to the sun, your
wings are going to melt, you're going to be brought down. And so I try to convince them, partly through a
lecture and partly through rule seven. And some of the principles that | talk about in rule seven. That, in
fact, life is not homeostatic at all. That life is actually self-fulfilling. If | believe you're powerful, you will
become more powerful.

FRZERIE:

BMABEFMANHERDT: REFR—EEEXE, EFZ4T EFMEZEAR) ‘BN MERIA
=P HEOMREXAMT, &E-7 AMIEEHAZE B85 B (homeostatic) , LA, #A15
FHRSBAE, RERIEEMR. WINRFEERRBHNHIE. FVIBAERE, SEMIRIK,
R EERE, PRURIRERRMI]—S 2 @I HE, BoEIEEFMANURBRERLPRIIN—LER—
FXLtE, FERAFERTHN, EELFLEEREREIN, MRFABEHRENS, MRSTEEENE.

(01:00:26) Jeffrey Pfeffer
English:

If I believe you have no power, you will wind up with almost no power, and that therefore it is all forgotten
and forgiven. And | begin, | believe | begin. But if not, | could begin with the story of the South Carolina
Senator who says nasty things about Trump, and then Lindsey Graham, and becomes Trump's biggest
acolyte. And the New York Times, of course, is fascinated by this. How can you say all these horrible
things about Trump and now be his, basically have your lips affixed to some part of his anatomy? And
Lindsey's answer is, | want to be relevant. He's the President of the United States. This goes back to the
judgment. | like him, this, that, the other thing. He's the president. If | want to get legislation passed, he,
by the way, has taken over the Republican Party.

AR ERIE:

MRBINAREENS, REREMILFEENA. Eit, —YMEWESHFIR. KAIUARE RS RAMSIY
StEE - IREEME (Lindsey Graham) BISEFIA: thEIRFRAE N TIRSWIRAVE, ERANETIRBAERE
SKREREE. (ALOHR) HAMIER: REARNR TIHMEIRASINEG, WAL T MH—EE EREN
EMBFNENRM? MENEEZ: “BRRSEWA” ERXELEZ%. XXEET 9FH” BEE. RE
FENRM, XMW, HAEE, 224, IRBBILIZRED, MIREELEE 7 HNR,

(01:01:22) Jeffrey Pfeffer
English:

If I want to get stuff done, | need to have him on my side. And like many narcissists and egomaniacs, it is
not a good way to get them on your side by saying nasty things about them. So this is the pragmatics.



People forget that Bill Gates stole the code on which Microsoft has built. People forget that Jeffrey
Epstein, after being convicted of sex offenses, was still having dinners with members of the royal family
and members of the New York media elite. People forget that Martha Stewart, who served time in jail, has
a brand that's never been more valuable. People forget all this stuff.

FRCERIR:

MRBBCERDA, HAFEMERX L. MEKFZETEMBRE—H, HANBFEHRZ L)
IETEIRX—IARNEF 5 7R EMBHFREX. AMITIE TR « RGN T M EFHNAE; AMITSETAR
FHE - BRHME (Jeffrey Epstein) ERFINMICFEE, KRASEEMRAMANREFRIAHAKRE; AMISET
AP FEWIET - HTEREF (Martha Stewart) , #EBImENMEMREIEZFS. AMMSTICAAEXESRE,

(01:02:19) Jeffrey Pfeffer
English:

| still remember sitting in the office of someone whose name | won't use, but I'll use enough that if
somebody wanted to search it out, you could. So | am sitting in this guy's office and he's, by the way, a
Jewish man. He's got pictures of him with the Pope, he's got pictures of him with Ronald Reagan. He's got
pictures with him, with all these people. What is his secret? He, by the way, took a company into
bankruptcy. People lost literally billions of dollars. He was fined. He lost money, but he walked away with
about $700 million. It turns out, $700 million makes you a big deal. Lives at the biggest house in Los
Angeles or one of the biggest houses in Los Angeles. | can't keep up with the construction of the big
houses. People want to be close to money, power, and success, and they will overlook your flaws to be
close to you.

FROCENIR:

HRITERLERNMANDAEER, RFRMNZT, EREHNAREBILBZOALE, RLERKUNBD
NEE, IMER—T, tEMAA. ELEGNBENER, BHUNTHE - ERNET, SHAMEX
LERANYNER. OMEZMTA? IER—T, MBB—RQBEK™, AMIRKRTHHZET. MRTIR
T, 5T, BfHEERYTZETEEMB, FRIER, 7ZRTILRAT KA. MEERIZHRARIE
FE, FIFEEANEFZ—HRBRFALBERENEREE, AMTAEEEHR. NOMKY, ATHEEA
R, fiI=BARIRBIERE,

(01:03:18) Lenny Rachitsky
English:

And again, you talk about this in the book. You're not describing how the world should work. This is just

how it is, and this is how you can be successful in the world that we live in.
R EIE:

Bii—i&, MEBFIKETX—R. MMABERERER “WiZ" NEfF, MRZBEARER “TR” , UKL
SNfAITE TR SS SR APIRIS AT,

(01:03:28) Jeffrey Pfeffer
English:

And by the way, this is how the world not only is, but how it was and how it will be. Because these ideas
are not something that | sat down one day and made up or something. These ideas, everything that | talk



about, including this last one, has social science and logic behind it. So you can explain not only what is,
but why itis.

AR ERIE:

IRER—T, XAXZHFIK, HRENIEMRK, ANXEREIHFTRHERLTHRETIZEEHN, &K
KEIN—Y), SEKREX—F%, MEMSHENEEXE, FIURRNAIUERIREN A, ERIUEREAT
Ao

(01:03:58) Lenny Rachitsky
English:

So, let's talk about Trump for a bit. At the beginning of your book, you say that basically you were going to
write a book about why Trump is so successful and what he's done so well. And your realization is no
one's going to pay attention if here's how to be like Trump. And essentially, if you think about all these

rules, it's clear he is very good at all of these things.
R EE:

B, ILFNIEMSFEAE, ERBEIAL, RRRERSITREE—AXTHREE DT AMERURMEEE A
HERNH, ERFIRE, IRBEE (WAKREBAE ), RASESR, xRLE, MRFBEMEXLERN,
REAARMEFMEXESEEIFEER.

(01:04:16) Jeffrey Pfeffer
English:

That's correct. By the way, not because he read the book, but because he does it through trial and error

or something.
FpERIE:
it IMER—T, FRENMIRTHHNH, MEERNMETREHEHEMSAEET

(01:04:22) Lenny Rachitsky
English:

So when people hear that, they're like, | don't want to be Trump. | don't like how Trump is. | don't want to
be seen that way. Do you have any thoughts on just how to make people feel comfortable following some
of these powers and building power, knowing that, oh wow, maybe he's the epitome of some of this stuff?

AR ERIE:

FRIAS AR ELXERS, 128 “HABMANEE, RAEXNENEF, RFRERPBFEER." 18
oaERELL AMNTERLE (AT RER X MM AERIY, RIAREIE AN X AN H BTN F7?

(01:04:38) Jeffrey Pfeffer
English:

I will tell you a story. In 1993, a woman named Laura Esserman, who's a doctor, took my class. She claims
publicly that this is the only class at Stanford for which she did all the reading. By the way, while she was



getting her MBA at Stanford, she was having her first child and practicing medicine full time. Laura
Esserman said to me one day, "You have a case. You have cases on all these people doing evil things. Why
don't you ever write a case about somebody doing good things?" And of course, | wrote a case about her.
So she comes to the class. Case was published in probably 2003, 2004.

FRCERIR:

HAMHNMRE, 1993 F, —UBWFH - IREE (Laura Esserman) HWEE ETHIIR, MAFEN, X
EMEETEEE —— IR TR RIEMERIR. IRER—T, #EEEEE MBA EER, EREE— 1
¥, #FERELRTE, Fh - REEF—RKMENR: “BE—IEH, MERSEXFHFAMFEHERG, R
N ARE—PXFFAMIFENEGE? 7 A, BET MR THHNERG, FRURITIRE, 6K
=7E 2003 3 2004 F£ A FHY,

(01:05:31) Jeffrey Pfeffer
English:

She comes to the class and the students are, what is the right word? Hard on her? That would be a
modest thing. The students eviscerate her because she is incredibly smart, incredibly well-intentioned,
but she will not network. She says, "I don't have time for schmoozing." She will not do almost any of the
stuff that we talk about today. So she and her husband, Michael Endicott, two of my closest friends in the
world, and | go out to lunch afterwards. And smoke is coming out of her ears and she is pissed off. And
this is a very accomplished woman and a very smart woman. And she's pissed. | said to her, "Laura, you
have boundless energy and boundless intelligence. You're a force of nature. Let me discuss something
from the past subject of physics.

FROCENIR:

wREMEE, ZEM—RBAHARGER? MReETZI? BEHET. FEMNEGERTE “EHFEF i, BN
stk HEERA. IRAETE, BEMIERRIIARK. . “FKEREIREL." t/lFRMERNS KRBT AER.
TR KGR - B@fRAF (Michael Endicott, FHitR ERFEMPRZ—) MEZE—EEZFIR.
WSFEEEM, IFEFR. MEB—TFEEEMH. EREBANYE, BSHFT. Fxin: “Shi, (frE
TRBHMERNES, FG—REAZT. LRRIMTE—TYEFERNRA"

(01:06:39) Jeffrey Pfeffer
English:

You are creating friction. With enough force you can overcome the friction. If you reduce the friction, just
think how much more you could accomplish." And she looked at me and changed. And | will tell you, and
I've said this publicly, because | get to introduce her for all the awards she's won, and she's now won a
ton of them. Including Time Magazine 2016 list of a hundred most influential people in the world. And |
say to people, and | say it with pride, that of all the things I've done in my life, the thing I'm most proud of
and most proud of is creating Laura Esserman.

FROCENIR:

YREEHISER. REBNERBA, (RAIURKRER. BNRIRELVER, BEEMRESHMSLER.” it

BER, ABRNRET, RSEFF—HRBRIFHET, BARBINIERREHMERIDNENY, tilEE
BIRET —RERI, 85F () &#E 2016 FEHBARMAOAY. HXAIDRE, MAKFEERRER: &
H—EFMERERET, REREFHME B THH - 5EE,




(01:07:20) Lenny Rachitsky

English:

That is an awesome story and a really good way of thinking about this from a different angle.
R EE:

XE—MRENHE, CR— M FEHEREXNENLESH.

(01:07:24) Jeffrey Pfeffer
English:

Yeah, no, and | said to Laura, | said, "You want to make profound changes in the drug development
process. You want to make profound changes in whether or not we learn from the treatments that are
being given to people. You want to make profound changes in the connection between research and
teaching, research and practice. You want to do all these things. If you are going to accomplish any of
these things, you need to cross the bridge." And she hasn't crossed the bridge completely and she and |
joke about it. But she crossed the bridge a lot and she has accomplished incredible things. She's won
every cancer award that can be given. And by the way, she's won all these awards for the American
Cancer Society, who she fought with. She's won these awards from the Susan Cohen Foundation, who

she fought with.
R EIE:

B, BMFHN: MEEAYARIEPRMERZINE, (RREANRS NG P F I EMERL
T, MEERRSHT. HRESREHNKR LMHRZINE. (REMAEXEE, NRMESSHAEPEM—
f, RELBA BEIER 7 iEREREEIE, HMMELEEX MK, EMELKEIERET,
HEMRMTIEANF L, MRS TPRIAEZEMNEERTL INER—T, MMEEREDSBEZTR, mit
BRI E; MM - RIERRESSBEZ TR, Mt B,

(01:08:20) Lenny Rachitsky
English:

This is an incredible example of the opening quote to your book that I have here. "If you want power to be
used for good, more good people need to have power."

FRCERIR:

XERXERROMPARBSHN—NLESF: “NREBILENDRATER, MEEESHIFARBEN
jjo”

(01:08:28) Jeffrey Pfeffer
English:

That's exactly right.

FRCEIE:

— IR o



(01:08:30) Lenny Rachitsky

English:

And | like the, it's like a quote attributed to me, is how you...
R EE:

BREXRPBT, mER—aF3FHNRS, REWE---

(01:08:34) Jeffrey Pfeffer
English:

Yeah. Well, | don't remember saying it, but somebody said, | said it. I'll take credit for it. | said to Laura,
"You want to change medicine? Medicine is not going to change without the application of power and
influence." If change was going to happen, it would've happened already. You have to take on entrenched
interests. She has a whole thing, which we need not go into because it's pretty technical, on screening.
She said, everybody's getting a mammogram every year beyond a certain age, which is stupid for a
variety of reasons. You can read, she was on the PBS NewsHour about this. This is what got her in trouble
with the radiologists. The radiologists, of course, are selling screening. She said, there's some people that
need to be screened every month, and there's some people that need to be screened never because of

their genetics. She wants custom tailored screening or precision screening. Anyway, she fights everybody.
R EIE:

Bl HARBERRT, EEARKRT, BEIIAAT . HXNFHR: “FERZBEF? WRFEANAIM
TN, EFRARNEN.” NRAZEBARE, EFMALET MOMRSEESHmER. e —BEX
FRENEIE FENALRNRY, ARFEELTL). i, BI—EFRONESIASERBIARE X HEE, H
FEMHERRREN, RAIUEIRIE, G ALk £ PBS BN, XHBMSHHBEEREHPRNER
— BEHEESARERHETE, iR, BEARNBREREFTESTARE, MBLEANWXKZAFE, i
BEERHNRESREERE, 22, WHMmEAL}SE,

(01:09:29) Jeffrey Pfeffer
English:

Richard Blum, Dianne Feinstein's husband, both Dianne and Richard Blum are now deceased, was at a
thing where she launched the Athena Project. The Athena Project, she's now, with her collaborators,
collecting data on the diagnosis and treatment and outcome for 150,000 patients in the University of
California Healthcare System. So I'm supposed to give some opening talk to provide entertainment. And
Dick Blum is there. Dick Blum, of course is wealthy. He's Dianne Feinstein's husband. | said to him, "Dick,
how did Laura get you here?" And | still remember, | think this is a quote in one of the books | wrote. He
said to me, he said, "Look." He said, "I've learned that at the end of the day when Laura asks you to do
something, you may say no, but at the end of the day, you're going to do it anyway. Save yourself the
aggravation."

FROCENIR:

EER - 588 (Richard Blum, 8% < SEHHERNSLXR, WANIEAM) BSmMdnEs “HREAHHE" BE
&, EMEMHE R, WIESESFE—EWEMMNARFETRET 15 HREBERIZM. AT NMERKE. S
BWERMBAZR AR, B - HEBEEEY. BRYARER, HERER - EHENIR. Fint:
@y, FHREALMBEX)LKA? 7 HIEIRRE, HEXTEREHN—FBESIAD, thxFik: “hE,



REZFRT, FRERK, SFHNERMFBESN, RAEIRAE, BERMERZEMB. BEIRLEHMN
ng,”

(01:10:20) Lenny Rachitsky
English:

Oh man, | feel like you're just endlessly full of good stories that we could just keep going on and on. Let
me try to summarize the rules of power real quick and see if anything else emerges. And then have just a
couple more questions. So the Seven Rules of Power, get out of your own way, break the rules, show up in
a powerful fashion, create a powerful brand, network relentlessly, use your power, and understand that
once you've acquired power, that what you did to get there will be forgiven, forgotten, or both. Let me ask
you a question, maybe half in jest. You teach people how to acquire power. Why aren't you the most

powerful man in the world?
FpCERIE:

KB, HRGREEAHRHATHNERE, RNTU—BEHTE, LRRESE-TNONAN, EELEERE
o RM, ARBREERELNRE. WAOBEHFAN: EHBERBIF. TR, UENRENHGASZE.
IERARImbE. REFAWMEIT AR, ERFNNRA, HEERAR, —BIRRE TN, RAZAHE—T
FERHSKRIR, WET, HERERG. ILRBF—NEE, FHIKM: REGIAMRRKGRT, BIRA
AT R EEEEHA?

(01:10:57) Jeffrey Pfeffer
English:

Ah, that's a very good question. To which | have a very good answer. | have a colleague who's
unfortunately now deceased, by the name of James G. March, who was a very, very distinguished scholar.
And James March said to me many, many years ago, something which is completely true. You can have
power or you can have autonomy, but you cannot have both. And | have chosen to live a life of freedom,
autonomy. | could tell you stories that would bring tears to your eyes. I'll tell you one. We had a dean of
the Business School whose wife was dying of cancer, and she was projected to die in the fall. So the
Business School goes to him and says, we'll give you the fall off to be with your wife. She lives until June.

It's now winter.
FRSCERIF:

W, XR—PMEBFHRE, AT EBIFHNER. HE—UAE=EHNESE, JMEBEHE - 55 (James
G.March), thR—UIFENRLHNFE, ZiBl - SHFRSFMRNFTRI—0E, BERTELHH: REILUAE
N7, HEMEEEN, BIRFERERT. MBERTI-MER. BENEE, RAIUGIRA—EILIRE
B E. TR HNBEREE—IRK, MNEFREBEREET, FIHERKEL, FEHFRY
fthit, AR ERIPILIREEF. SRM—EEZT/RA. UERE K.

(01:11:46) Jeffrey Pfeffer
English:

You have responsibilities as the Dean of the Business School. You have to meet with alumni. You have to
go around and raise money. You have to show up at events, university events. | do not necessarily think
that is how he wanted to spend the winter and spring quarters, but that's what you have to do. When |
wanted Jack Valenti to come to my class, | did not call Jack Valenti. | called Judy Dickey. Judy Dickey was



his assistant. Judy Dickey controlled his schedule. | meet Jack on such and such a day. He can't make it

on that day. Fine. | can adjust the schedule. Can he make it on this day?

RS ERIE:
ENEERIREK, MERE. MRAEIARKE, MUAFIMER, MBTAHERMED. KEEH. BFRIAN
REMEEILEFHENAR, BRISMRSTMN., YEREBIBEAT - REFRRII LN, HELARE - BEOF

T3, ARl - BEITHEE, K - BEEMHETF, mirflEtraRE. IRERXRIANR, tHBXK
= B, HALLFRERE, tXXETE?

(01:12:24) Jeffrey Pfeffer
English:

When | wanted my friend Gary Loveman, who ran Harrah's and Caesars and then was the number two
executive at Aetna, | want him to come to my class. | called Reggie Kirk. | didn't call Gary Loveman. And
that's all you need to know. | do not have an assistant who controls my schedule. | control my schedule.
You will not find my Outlook calendar on any website, on any computer. | want autonomy. If | said to you,
"Lenny, | will give you $1 billion, or for that matter, $10 billion if you can buy-"

FROCENIR:
HRBIBHPRME - BKRE (MBLERNHMEE, EREXREMN_SAY) RKLEY, HALS
T MSRITEIE, RLME - BRETHIE XMIMFBNEN—T). HBIEHHZEENEF, FizH

HECHARE, MARTEERMIL. ERIEM _EHXEIFR Outlook B, HBEBEMN. MR “/€
[E, SNRAREEELE—F=4a1R 10 1ZEE 100 2€m—

(01:13:01) Lenny Rachitsky
English:

Yes.

(01:13:02) Jeffrey Pfeffer
English:

Wait, if you can have last week again. You can't. You can't. Time goes in only one direction. | want control
of my time. It is much more important to me, being a Dean or an Associate Dean, a job that | was asked to
do. | took one academic administrative job. I'm actually memorialized, believe it or not, in the Stanford
Record, as having led, and this is according to my expenses, the Nobel Prize winner who was Dean at the
time, that | led the biggest and most successful transformation in the history of higher education. I did it. |
did it once. I didn't like it. Life is too short. | want to do what I like.

FROCENIR:

F—T, WRIREEFHAE LAE, REAE. BERE—TSERRHN. FREEEEHBIEE, XHFK
RLLERKERIRKERSS, EABEARRMXLETF. RRABEI—RFEARITHIRS, EREHMER, &
EEMERNIERPRANEMR, FEHENEK (—EIRREE) ¥, RASTEFHELLER. KK
AU E, FMEIT, BT R, ERFER. AEXET, HEHHERNE.



(01:13:52) Lenny Rachitsky
English:

That's a really profound point that | think people don't think about, is there's always this drive to acquire
power. And your point is that there's a big downside, which is a lack of autonomy. Yeah. You think about
the, as | was trying to get Satya Nadella on the podcast, and | talked to his comms people, and they're
like, every hour for the next three months is booked already. We know what he's doing. He's extremely
booked. And you think about the president, obviously at Elon. | totally get what you're saying.

FRCERIR:

XE—MEERZNUR, FRAMIBEASBIX—<: ASE2E —MRENAAE, MRNNRE,
WHE—NEXRNEIER, BREBRZBEEN. 2. HBELTIXEBIBFERIT - HTEHL (Satya Nadella)
SIEFR, HAMBOAXARE, IERRK=ZTANE—/NEELHR T, RITAIEMEMAA, t
REICER, BE25, BATERE, RTEBABRMRERMT 4.

(01:14:17) Jeffrey Pfeffer
English:

It is true, and | don't want to do that. And by the way, power also comes with enormous visibility. Donald
Trump has done, for 40 years, what he's now being accused of doing, the tax stuff, all this stuff. He's been
a grifter all his life. But when you become President, people are going to look at things that in the past
they would not have looked at. You become president of a university, you're going to have scrutiny as the
President of Harvard Law and the President of Stanford Law, when they both had to resign, in one case

because of plagiarism, in another case because of research misconduct.
FZERiE:

Fascanit, FAEMIF. IMER—T, NAOWFEEERNBIE. BERE - FEE 40 FR—EEHMIRER
EENEB —HSREES, t—EFHENETF. BHRRASHRN, AMISHBRHEABELSEFRSEN
EBo MANKRFERK, MMERIEE, WEMRBEZREKMINEEEZRRK—&F, MISBA SR
R, —1MEEME, Z—PRENARR iR,

(01:14:55) Jeffrey Pfeffer
English:

Power comes. You're going to be put under a microscope. People are going to look at what car you drive.
They're going to look at who you go out with. They're going to look at how you spend your time. They're
going to look at how you associate with, you'll have no privacy. You'll have very little control over your
life. Everybody will feel completely free to dissect you in public, in private, whatever. And you'll face the
trust dilemma. When you are rich and powerful the question will be, are people praising you, are people
associating with you because of you or because of the position you hold?

FRZERIE:

RAREZ K. REWETEMIRT. AMISEBMAHAE, BRMIENR, BRNOAITRNE, BRANER
o MRERARMN, WEBNEEDRN. SPABIEEAUBBRELAANMLTHERRM. MEFZHIG
EERE:. SREREENEN, REETF, AMNBEEMR. SERXERRAMREAN, E2ENIRFIAARIERAL?



(01:15:41) Lenny Rachitsky
English:

Yeah. Do you spend any time, just to follow this thread in your class, convincing people stop being so
obsessed with power, stop being so obsessed with becoming the top of everything? Is that a part of the
class?

FROCERIR:

B IREXDEE, (REREREENERRANAZNRAOMIER, FEMNEMETRERTET? X2
RN —Ep o s?

(01:15:52) Jeffrey Pfeffer
English:
No.

FRCERIR:

(01:15:52) Lenny Rachitsky
English:
Orisitjust...

FROCENIR:

(01:15:53) Jeffrey Pfeffer
English:

No. | teach them, they see we have a class on the price of power. | bring out Rudy Crew. Rudy Crew was
the New York School's Chancellor under Rudy Giuliani. By the way, he tells many interesting stories about
Rudy Giuliani, who did not just become the joke that he is overnight. He's worked hard to become that.
But in any event, he tells. And one year, one year, because his daughter at that time was living in the Bay
Area, when | asked him about the effect of the positions he held, Head of Miami Dade County Schools,
Head of New York City schools.

AR ERIE:

o BEEMA), MIIZBIBRMNE-—TXT “WHHAN" 9% FBFLTEE - =E (Rudy Crew), &l
SHEESE - RALEF FTHALOFREN, INER—T, tiHTREXTFRALEHESE, KALEH

FR—RZEIZERIMEXNEIEN, MESNALERBEN. EXILWME, WHT. B—F, EAMNZ)LY

BHMEEIEX, HIXAMPAEENRN (EREHEEFRATA. AAHFRATAN) HROFMEET.

(01:16:29) Jeffrey Pfeffer

English:



Had Hillary ever won, he would've been Secretary of Education. Literally. There's Lauren in the room. And
he said to the class, Jeffrey asked me the question, "Why don't we let Lauren answer it?" By the time she
was finished, there was not a dry eye in the room. What is it like to be the child? What is it like to be the
significant other of these people? And you know the answer to that because you can see the suicides, the
divorce rates. There is a price that not only you pay, but a price that your family pays.

FROCERIR:

MRFHERT, AERSHAREHK. ERY, HIFEE (%)) MEREE. NemEFR: “NK
FHERTHRX N, RIS RREZE,” Sk, BEERE—TANRBETH. FAXEANE
FRAARE? FAREANFERMAARE? MAEBEER, AANRAUEIERE. BER, XFMUEMRM
IR, WEIREIKAMLHBIRH.

(01:17:09) Lenny Rachitsky
English:

| think that's a really good balance to the entire conversation. Maybe just as a last question, what if we
give the audience a homework assignment to work on these power rules? What's something that you'd
recommend someone try to do? | know it's probably dependent on what they're good at, not good at.
What's something that they could do to start moving towards one of these rules?

AR ERIE:

FIANZABOIERHBT — MRV TFE, BIFFARE— TR, MRKNLFRHBE DR TXENS
MNWE R IR? RSEFAMNSIHBEHFA? HAEXFTERBURATMITERATA. TERA A, thii]A] UHLE
o anmX LN AR —5%?

(01:17:28) Jeffrey Pfeffer
English:

So what | would say, and it comes from something that you talked about in our conversation at several
times, which is this is uncomfortable. Okay. So if | want you to do something uncomfortable, | could say,
"Lenny, go do this uncomfortable thing on your own." Or | can say, "Lenny, | want you to do this with
help, with social support." And so the first thing | would say to someone is, if you think this is
uncomfortable, or if you think you're not skilled at this, get coaching. Get a coach.

FRCERIR:

FRBRNE, XFETHNENEFZRKEN: XIEARTR. F, MRBEILRE—ERTFROER, A
LR “fefe, fRECEMXHRETFRIER" ERAILREA: “C, RFEEMESBMMARZIHITHY
XHF" FIURENARENE—HEE. NRMAEFIXILAAETR, HEMRITESESMERXD, BRET
KEEFo HMHE.

(01:18:03) Jeffrey Pfeffer
English:

| send out regularly the list of the coaches who work with my online and on-campus classes. Happy to do
it. And they're happy to have the business. Get a coach. Get a personal board of directors like they talk
about in the Wall Street Journal. In other words, get people who will give you advice, give you social
support, and hold you accountable. That's the very first thing | would tell people to do. It's hard to do



anything on your own. If | said to you, "Lenny, | want you to start an extraordinarily successful podcast
and | want you to do it without any help." You would not be where you are today. So that simple
principle, get help.

FhSCERIE:

RERRESHHELNRNIRESENHLR B, RREABZFY, MMNEREEEER. HMHE%. Bi
—NM& (EREBIR) FIRE “DPAERSR” . HAIER, H—ERAMEN. SRR FHILIRARM
Ao ZRHEFAMNBMHE—HF. RECREHRSNEDNS, MRFEXRR: “€R, HELRSID—DK
Hp s, MARFRERELBEEAEMNBER TN (RFREBE SR, FrLl, BB EREEREN:
FKEE,

(01:18:48) Lenny Rachitsky
English:

It feels like a part of rule number one. Get out of your own way. Ask for help. Jeffrey, | was nervous for this
podcast because | thought this was going to be super uncomfortable stuff. It turns out all of this makes so
much sense, and there's a really nice way of framing all of these rules, and there's so much reason to
actually invest in these skills. So | really appreciate you putting in the time being here, sharing all these
stories and insights. Is there anything else you want to share as a kind of a final note or something to

leave listeners with before we wrap up? We did it. We covered everything?
R EIE:

HXREGEEEE—FMWB—ED: ELEFRWER, IKREHP. NHEE, RZAXREBEFREK, BARKER
EXERIELANTRIAT. ERAAX—UWMIFEFERE, MAXLEMNRERIFER, BLERINE
MERAXLEREE, PTUKRIFERGRERERIIXE, DEFREXEREMLE, TERZH, MEEHA
BNENG? FEBVBLIARNRE—RIE? KTHATTZ? RETRAERSG?

(01:19:19) Jeffrey Pfeffer

English:

No, I'm happy. I'm happy you're a very good interviewer, which is why your podcast is so successful.
FRCERIE:

T, HRER. HRESXME—UIBAFIRILE, XBEIRAEFNLRIIERE,

(01:19:24) Lenny Rachitsky
English:

| appreciate that.

R EE:

FARREL.

(01:19:25) Jeffrey Pfeffer
English:



I'm happy to spend the time with you, and | hope whoever listens to this will, | hope, first of all, there'll be
a lot of listeners, but | also hope that they will find it useful.

AR ERIE:

HREFEEHENME—E, ZRHREZRAXITNTENREA—BARFTEZEREIR—HBREMI]Z
ZMERBER.

(01:19:32) Lenny Rachitsky
English:

I know they will. Two final questions. Where can folks find you online if they, or find your book, | guess, if
they want to learn more? And then how can listeners be useful to you?

AR ERIE:

BAEHIIRN, REFHNIE: NRARETRES, TUEBSHIRRIRGB? LUk, R UAIRE
B4

(01:19:41) Jeffrey Pfeffer
English:

So you can find my book anywhere where books are sold. Don't look at a physical bookstore because
nobody carries it, including actually Stanford bookstore, where they run out of it if people... And you can
find it on Amazon. Seven Rules of Power. So that's how you can find the book. By the way, at the end of
the book | talk about, | have a personal website, jeffreypfeffer.com. If you go to that website, you can find
my course outline. So you can take the course on your own if you want, or get somebody or take it in a

group of people.
AR ERIE:

RE] AR AR BEB AR EEN B, 2ERGRER, BARAERE, BEEGEMEEEE, WRAN-
RAI LT S EHREE, (RONEHEAMN). XMBRENSZE. IRNER—T, EHHORERRERT RO
AW jeffreypfeffer.como SNRIRIFRANWUG, RE]LIREIFRAVRIEAN, FTAMRIRER, RAIUBEFX
1R, HERA—ET, HENEFS,

(01:20:13) Jeffrey Pfeffer
English:

You can find research, you can find articles, you can find columns. You can follow me on LinkedIn or |
don't do Twitter anymore, but you can follow me on LinkedIn. So there are a lot of resources available for
this. A company was once thinking of hiring me to give a talk in their organization, and the woman who
wound up hiring me said, "When | was discussing you and arguing that we should hire you for this
presentation, one of the people in the committee said, is he a good presenter?" And her answer, | love
this. | remember this. Her answer was, "He's a fabulous educator." My job is to educate. That is why | have
done what | have done for now more than 50 years.

AR ERIE:

RAI LRI RIR S . XEMEHZ, RAEILE LinkedIin EXEHK, HABA Twitter 7o PIUBRZHEXE
o BEE—RXRAREERBEBEREEH, RLEBEOBMULER: “HEITISMH I KEIBMREXRER



B, ZRAKFH—PAR:  “ME—MFREHERLD? W7 BHEE—HKEWXD, KIZEREE—E
2. "MEIHeNHEER RNIFMEHE. IMENTARMEXTTFELET 50 F£7,

(01:21:03) Lenny Rachitsky
English:

Holy moly. | didn't even realize that.
R EE:

K, REEHRKEIRIX—R,

(01:21:06) Jeffrey Pfeffer
English:

For more than 50 years, | have been in the business of education. Not just about power, but about many
other things as well. But I'm in the education business, so I'm happy to provide people with the
resources, with the readings. The Seven Rules of Power is well footnoted. It talks at the end about we
could reach out for the coaches. You can go to the website and get the book. But | think consistent with
what you and | have talked about, if all you do is read, you're not going to make very much progress. You
have to do it. You cannot learn tennis by reading about tennis, or by watching a movie about Serena or

Venus Williams. You have to actually get out on the court and do it.
FREiE:

50 ZEK, H—EMFHEF L. MUEXTNH, EERZEMER. BRMBHNE2HFTL, FIUKRRE
BEAAMBRHZRFEM SRR (NDBEERAN) B1EREENE, BRIKE T HNTATUERRH R (RATLUER
IEEH. BFINN, EWMRIFMTIEH, MRFEIAZEEE, MAZBERAKRNED, ROREM. RAERIH
IR BFENNEE TP NENET - BURIBHTEVERZRFEZITNIK, RUMEIEE EXIHEST,

(01:21:51) Lenny Rachitsky
English:

Which is a good plug for your other book, the Knowing-Doing Gap, which actually helps you with the skill,
which you can also find all your finer retailers. Jeffrey Pfeffer, thank you so much for being here.

AR ERIE:

XIEGFNRE—2H (NITER) 7T MREFNER, BEABRLMR LEFEIREEX TG, (RERTUESK
TERREHRIC, NHEE - B5FH, IFERGREEREIXE,

(01:22:04) Jeffrey Pfeffer
English:

Thank you for having me on your show.
R EE:

HHEHREE RS IR T B



(01:22:06) Lenny Rachitsky
English:

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

FRZERIE:

B, &, JFEREUIT. MNRMFRESXEHTEENE, vILUE Apple Podcasts. Spotify S REIRIER R
BAHRITAARTE, i, BEEERABINTOHE TIFL, RAXHIEEREBEMITRIXEIXMER. (RAIUTE
LennysPodcast.com X EIFIE AT ER THREZER. THTEEN.



