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(00:00:00) Lenny Rachitsky
English:

You basically spend all your time working with founders, and through that studying, you create
frameworks and training and you use that in your work. | think that's what many, many founders are

looking for is how do | avoid pain?
FRERIE:

REAR LBFREREHEESRASEL, BEXLERT, MEOIETIMERMZI, HEENBRIE
Fo WINAXIERFITFZZRIBAFRT . Bxife ek’

(00:00:11) Jonathan Lowenhar
English:

To be a founder is a state of being, it's an attitude. To be a CEO is a craft. The more founders who can

accept that those are two separate things and they're both equally important to build an ascendant
startup, the better all of us will be.

AR ERIE:

“BIIBANT B—MEFRS, B—MSE; M “CE0” WEB—TFZ (Tl#EE). HZHRIRARERXER
HIRIZMER, FEARREIREN TR —REZZQ LNVRIEVRFER, HRNNARNERMHELT.

(00:00:26) Lenny Rachitsky
English:

I'm kind of tired of talking about founder mode, but it feels like what you're describing is founder mode
and manager mode.

AR ERIE:
BEARERE “CIBAER" T, BREMRERANER “QIBAER” 1 “SEEER” .

(00:00:30) Jonathan Lowenhar
English:

Founder mode gets me angry. That article just got me hot. It really felt like an excuse. We were giving
founders a permission to not learn the job. It's not manager mode is bad, it's the greatest CEOs know



when to calibrate which one is needed.
FRSCERIF:

BB ARV LRRES. BREXE (RF - BEEBHIXE) ILHAK, EREMEZE—TMED. &Ki1=Z
FELANBARFEIXT TR, HARH “EEERIV 74, MERHAR CEO MBIy XIFAEMRE
2| R F E MR

(00:00:46) Lenny Rachitsky
English:

Something you talk about, there's these two phases to a startup journey and most people focus on the
first phase.

FRSCERIE:
RIRENTE, MR AIRIEERINER, MAZSHMARXEE—MER,

(00:00:51) Jonathan Lowenhar
English:

Phase one is build something people want to buy. Phase two, the one we don't talk about is now you
have to build a company around that thing people want to buy. Building a company is always the same. |
don't careif it's MedTech or fintech or hardware or consumer.

FRCERIR:

F—MEREBHATEEBENARTE, FFMEKR, EMERNAFEXKICHERD, BIMEMBAESIEDT “Af)
BENERA" BU—KQF. BUAFNZEEE—FN, TIEERETRR. ik, BFEEHERE M.

(00:01:04) Lenny Rachitsky
English:

You've come up with this methodology that you call the Magic Box paradigm that helps founders think
about how to lead to a successful exit long-term.

RS ERIE:

R T —EWMA “BR2EX” (Magic Box paradigm) RI5EIE, FEIEIIEARZE MNASKSIVKERRIR TR
tHo

(00:01:11) Jonathan Lowenhar
English:

This is a traditional sales process. You build a list of the companies that might want to acquire you, you
ping them and you hope you get a deal. Magic Box argues that the best outcomes for early-stage startups
don't happen that way. You're never for sale. In fact, you have seduced a buyer. They see the fantasy, they
fallin love.

FRCERIR:



RANHEIERXFR: RIIE—DARBWBIRNATRE, AR, ARFEERRZ. T “BE”
gk, e RFNERAEML. RXEFRE “FE” KT FXLE, BfF B TEH. tfilE
BT EMOR, ARRNE,

(00:01:35) Lenny Rachitsky
English:

Today, my guest is Jonathan Lowenhar. Jonathan runs a firm called Enjoy The Work, which I've heard
amazing things about from so many people over the years. Their firm has a singular mission, to help
founders become great CEOs. They do this through a blend of mentoring and advising services, which are
rooted in their study of how the best startups operate. They take these lessons and fold them into
frameworks and advice and training that they offer their CEOs, their insight, which you'll hear in our
conversation, is that most founders don't come into the job knowing how to be a CEO, which includes
learning how to do hiring, how to manage financials, figure out growth strategy, road mapping, planning,
people management, and so many other skills that nobody teaches a founder.

(00:02:16):

In our conversation, Jonathan shares the most common CEO failure modes that he and his team have
seen, the Magic Box paradigm for successfully selling your startup, a bunch of advice for finding and
hiring the best talent, a framework for building a repeatable go-to-market motion, why and how you
should learn to trust your intuition more as a founder and so much more. We could have gone on for so
many more hours. Maybe he'll be back to share more advice. If you're a founder or hope to be a founder
one day, this episode is for 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 feature episodes and it helps the
podcast tremendously. With that, | bring you Jonathan Lowenhar. Jonathan, thank you so much for being

here. Welcome to the podcast.
FRERIE:

S RMERE Jonathan Lowenhar, Jonathan £E&—ZRE A Enjoy The Work IR E], ZEREMREZ A
BERH T XFXRATHERE., MNNQRE— I E—NFEm: BRI ARREARRN CEO, MiTEIES
SINHESME RS REMX—BIR, XLERSBETMNINTNEI I ELIEESRAR, MITRFXLZE
REERIIESR. EINAEY IR M4 CEO . MIAZAR (RIGTERNMNEFRIFE) B ASHEIWALE
R HAMENAIHF—& CEO, XBIFEFIMAEE. NEBEMS. SIEIGKER. MIRLE. FIEIT
K. AREEURIFSEHMEABU B8 AR AR,

(00:02:16):

FEBNBXES, Jonathan DET MFAMAIER RS HIRE LA CEO LMIEX. RINBEMBITIY “BE
B . —RYVIFHMBEMRAA RN, BIUAEENHHEN (GTM) HHIIEZE. A4 UKRAEE
HEUBAFSELZMETECHEN, FF. HIMETUE LF/LNNE, BiFUEERREIRSZELE
Wo MNBIRBEBARBEE—RBAEBA, X—ERBAMESTN, NREERXMER, ISTEER
ENWBEZER AT YouTube EITIEMXF. XRBREIRRTENRHTFARN, UXNEFTEEARNEEE, W
£, EFAIIGE Jonathan Lowenhar, Jonathan, JEERSIREENR, IGDFKENAEE,

(00:03:03) Jonathan Lowenhar
English:

Lenny, | am damn excited.



AR ERIE:
Lenny, EEMIEEME,

(00:03:05) Lenny Rachitsky
English:

So am |. The reason I'm excited to have you in this podcast is that you basically spend all your time
working with founders, and through that studying, what causes them pain, what causes them to fail, what
causes them to struggle, and then you take that and you create frameworks and training and you use that
in your work with founders, and | think that's what many, many founders are looking for is how do | avoid
pain? How do | avoid these things that I'm going to probably run into? To build on that, briefly, can you
just help people understand what it is you do, what it is your organization does with founders, how you
work with founders?

FRCERIR:

HBR. HZALUHEREIBEIR, RRAMGES LBFMEREIEHEESEIBAIIRE L, HELRRRZEFALL
ffilE=. BHASBMINERN. BHAttl#l, ARMRREILESEFERNFI, ZARSEIBANE
B FTINNXERZ IR ABERN: HZMAERREE? BZNAEAREHFIRERBEINN? FILE A
£, REERERBAKEF—TIRRMA AR, REARRNASEIBAGIERIE?

(00:03:38) Jonathan Lowenhar

English:

Yeah, thank you. I'll tell a bit of origin story that | think ends up answering that question.
FZERiE:

9FRY, W, BRR—RERNE, HEXRZERIZIBNEH,

(00:03:43) Lenny Rachitsky
English:

Let'sdoit.

R EE:

FHIAE,

(00:03:45) Jonathan Lowenhar
English:

I had run a bunch of different types of companies and they were really different ones. | ran a big division
for a public company, then | was a private equity CEO, then | did back-to-back startups. The first one
didn't get very far, but we sold it, and the second one got really far. When | left the second one, | was like
many founders, grossly unhealthy, 25 pounds overweight, wasn't sleeping enough, all the things. | took a
few months to get healthy and then reflect on those parts of my career. One of the things that | noticed at
the time was all of those companies, when they got to a good place, when they started to run well, they



were all run well in the same way. How could this be? How could public company, private equity, startups,
early stage, growth stage, when they were run well, they were all run well the same way?

(00:04:35):

| started to obsess about this question, and what it led me to realize is that every well-run company has a
rhythm. It's unmistakable, you can't miss it. You can't not see it. You just spend a couple of days through a
spy cam watching a business, you'll see the pattern. How come some startups get there and some don't?
How does a founder learn the rhythm? How do they learn how to run a company well? | started to ask
investors obsessively, and | asked them, Lenny, | asked them all three questions, same three over and
over and over again.

(00:05:14):

First question was, well, describe to me your ideal founder. What's a great founder? The answers
universally were the same. Investors would use words that meant grit and tenacity and courage and
insight, and I'd say, "Great. Question number two, describe to me a great startup CEO," and they use none
of those words. How can that possibly be true? Instead, they describe skills. This is a person who knows
how to build stuff and sell stuff and recruit people and raise capital and organize humans and financially
plan. Question number three, my final one, well, how does a founder learn those skills while doing the
job? | got blank fucking stares, over and over again. It led me down this path that I'm now 10 years into
with my colleagues of, well, how do we help founders learn those skills so that their venture investors
don't fire them, so that they can actually go build whatever company they want to build and stay in the
job for as long as they want to stay in the job? That's origin, that's what got me going.

AR ERIE:

REZLEITSAERENAT, MAClEERR, RBEEI—REHATNRKREN], ARBINE
BRINATIR CEO, ZEELMMTMRMEIAE. F—REESZZ, ERIMEEERT; FRKEGREZ. HHE
AHEZRA TET, BT ZRIBA—F, BRRERER, BE 25, EERE, SWER. RET/LTAHN
EmERE, AERBRVEENBLMNE, SRNFIFIN—HER, MEXLERTF, HEMNLTFRER
&, FE Lf’EE&S‘Hﬂ‘, ENMNNEZEELARARAR—E—FH, XEATRE? LHAF. AERNK. ILIRF. F
HARNER. 1B KIER, HENBFRFN, SAERURFENAINIEER?

(00:04:35):

FAEIE T XN, XitHRTIRE: S—REEREFNQFHE—M N . EREMZ WY, FFA
pEfEd, MABRIMITREINE—REW/LXR, MMEFIXMERN. MtABLEMLIRT AR
&, MAELEAREE? I ANAFEIXIMTR? MINAFEINEEREF—RKAF? RFBRIBaRKEE,
Lenny, FH—iBX—i@ithialfb{IE=FEI=" ),

(00:05:14):

BF—NaEE: “*r‘]ﬁ?‘“ﬁT’]‘E*ﬁqﬂE’JﬁU&“)\o FARHANEBAN? * ERNFRLe—H. REEZER
REREH. M. BERSMERNNE. KW “KEFT. FZNEHE: BRARER-—NMHANIEQH
CEO.” &R RAEIRIEALR, XEARRER? Rk, WIERNZE “KiE" . XB— MBI
& HEF @, BEAT. EERS. ARARMBATUSAYBA. E=1EE, BERE—: “B
2, B AMAELEREIXEREER? 7 REINIAE-BX—ERN. ZFEBEAEMN. X3ISKELT
XFE, BRMBZONRAENNELEXFREET 10 F: HANAEBEIBAFIXEREE, FibthiIrIXIREA
EXREEMN), LR ERZIMNEZINERNQR, HARFZARTEZIA? XMIER, XMIL
FFFIERIRE

(00:06:27) Lenny Rachitsky (Ad Segment)



English:

This episode is brought to you by Pendo, the only all-in-one product experience platform for any type of
application... (Ad content omitted for brevity in this sample, but full translation would follow the same

pattern).
FRERIE:

AETIEH Pendo 28, XEM——RMERTEMLENAREFNEH U~ mERTE (r&ERAEg, sk
PHRIER R BEF)

(00:09:34) Lenny Rachitsky
English:

There's obviously this new meme of founder mode. I'm kind of tired of talking about founder mode, but it
feels like what you're describing is founder mode and manager mode. You basically have to be good at

both. This latter part is almost manager mode. Is that a way to think about it?
R EIE:

B, BEE—IXT QAR R RERPR T, EREMEANER “elBAKRN 1 “EF
BERIL o MMES EUTRERD. MRBEFHB2LFMEEERERN. AJAXFIERE?

(00:09:34) Jonathan Lowenhar
English:

Yes. Founder mode gets me angry. That article just got me hot. It really felt like an excuse. We were giving
founders a permission to not learn the job. If we think about an ascending startup, there's this phase of |
have to invent something. | now have to figure out how to get my customer in front of this invention and
see if it works, and then | have to build a business model around that to see if there's some repeatable
way to attract, win, deploy my customer and thrill them with whatever the solution is. Okay, now | have to
go build an enormous amount of demand and then | have to build up an operation that can handle all
that demand. Oh, and by the way, at some point, figure out how to turn positive revenues into positive
cash flows. The idea that the founder who's writing code by themselves doesn't have to advance their
skills to learn how to do all those things, and that in fact what the article even implies is learning how to

do those other things is a negative is bananas to me.
(00:10:52):

The things required to launch a company are not the same as grow a company as scale a company as exit
a company, and the best startup CEOs learn them all along the way. There are lots of ways to learn them.
I'm not suggesting there's only one path, but founder mode was almost an excuse not to. | do think
what's unique about a founder that felt perhaps where that article was trying to go is that unlike the
professional mercenary CEO that gets dropped in, the founder knows everything about what built this
company and they can drop in at the most granular level and play anywhere. They can drop into a
product feature, they can drop into a customer conversation or a partner conversation or with a long-
time employee that's still in IC and be impactful and then rise back up if they've gone the training and get
back into a cockpit to run the company again. That's to me the distinction. It's not manager mode is bad,
it's the greatest CEOs know when to calibrate which one is needed.

FRCERIR:



B, “CIBARR” UEBRBES. BRXEENILIRAK, EREMGEE—NMEO. BINEELIBATRE
SIXMTERNIFR. NRFEMNBE—1MLF LABHNTCIAE, EE—THMEE “BORAKARAA" . AF
BOAFEBRINAILBEFEIXNMNARBPHEEFEEREEN, BERVITNBESRcEL— I HENX, EEEEE
EMeIESMNATURKS. RS, BEEF, HARRAARILMITRIINGE, F, RERBNECNEERNTE
KR, REBIUE—EELEXEERNVIZERR, B, INMER—0, EENNZ, $EFERNAEEBNE
HREMER. ARIANBMEEERBHEIBAFTRERAREEFEINAMXLESE, EEPRREXERETR
FIMMXLEEZHEDN, XTERIHEEEMN T

(00:10:52):

BINABIFREREE, SIEKAR. MRHUAE. BHABMENRKERA—HN, MRFHNILIAE CEO=
—EBFIXEREE, BRZEAFEATUES, BAFRHIRE %K, B “QIRARN” JLERTAEINEG
o EATIANCIBEABTHEMFZA, XUFRIRNEREREN: STEMNINWVEEAN (BFE CE0) &
B, I ATBATRIIZRERN—T], I LURARISARNEEHE TS ZIEER MITTLURAN
HAR— I =mIee, AIUS5RFMEREENHERNE, HEBES—BRZRNPATHE (IC) XIRHFFER
e, NRMIHEZEEZ, MITREERARZIEFRMEETIENT, WERR, XMEX. A2 “B
EEEX” A, MExHAL CEO &N ERER RFEEZMMAHE.

(00:12:31) Lenny Rachitsky
English:

Something you talk about, there's these two phases to a startup journey and most people focus on the
first phase... (Transitioning to failure modes). Can you just share these modes that you've come up with?

FRCERIR:
fRIXENI A eI R ARAZBI R P ER -+ (HRARMIRR) . REEDZE—TIRI1SEH X ERAIG?

(00:12:31) Jonathan Lowenhar
English:

We do take a bit of a comical approach to some of this... | think if | would separate failure modes for
companies versus CEOs for a minute, the company ones are not quite as comedic, but they are ones we
see all the time. One is you chose the wrong market... Second... build something people want to buy...
Third one, founder's function. We like to joke that more companies die from suicide than homicide...
Then fourth, execution, and execution now leads back to CEO. Okay, so now we have a bunch of playful
ones here.

(00:13:57) We have the robot CEO, who believes emotion should not ever exist at a startup...

(00:14:56) Second one is a pleaser CEO. This is the person who is far more concerned with being liked
than running a business...

(00:15:36) Next one is a perfectionist CEO. I'd like to say that these are the CEOs with the most beautiful
product to be delivered minutes before they file for bankruptcy...

(00:16:15) Next one is the angry CEO...

(00:17:09) The next one is the one that drives me particularly crazy, it's the laissez-faire CEO, who
insanely believes that | can just hire great people and utterly ignore them...

(00:18:49) ...the ready, fire, aim CEO. Most CEOs are really bad at planning...



(00:19:42) The micromanager one is the opposite of laissez-faire. They believe that no matter how many
employees they have, they can do the job better.

AR ERIE:

BTN EA—LERAEIRNT A RURYLIESI - MRFBRFEENRKIEM CEO EENSHRE, 2
AIRARMRIVEKBARE, BREN. F—RBEH T HT - FZ2RMEATEEZNKRE - F=2BA
EERF. HMNEA KR, ETERNAFIETUROES - BFEERTH, MATHREXEET
CEO B L. 4, WMARNE—LEEBH CEO KR!

(00:13:57) F' VBB AR CEO, MINAMEIATRRZERZ. BINZBMI—NEENQN: BRRFRM,
AEEER, TRIRRAFEAE, AYILIATR.

(00:14:56) 2 id4FE CEO. XMABEFHER, MABEELS. MIIRBEERINAFER, FEMY
R, NEHBAMIER, MXRARETEE,

(00:15:36) T—1M25eEENXE CE0, FHEWH, XX CEO MARERNTm, BREFEFRITRSAI/LO#HA L
fto AIKEF “EW , SEEREXIEETHER,

(00:16:15) F—1EMH*RE CEO---- S ABABRNALLE, —EFEHFNEL, RIMEEH.

(00:17:09) F—MLEAFIMENZREBRE CEO, MRIEMINANREREIMNBHA, MEUTE2REM
o MAKRRIBMEFHIAFRFTERIFHIEE,

(00:18:49) iIx B FFF A BEEER CEO, KZE CEO MAEBRIMY. NESHMNBEREN, ERZMIIES
NI s

(00:19:42) HMEIEE CEO EMEERENRE. MITAANTIERTZ AN, BEEHEMFIEF, XREFRE
EEI) ﬁlﬁ %%i EI%&&E’E\I‘E F\o

(00:22:02) Jonathan Lowenhar (On "Ready, Fire, Aim")
English:

| think ready, fire, aim is the most common that we've seen... Better operators means eventually being on
a path when more cash comes into the business and out of the business. That doesn't happen by
accident. The ready, fire, aim CEO has probably suffered this pain where they took lots and lots of bets...
Basic, basic business design and business planning is not some corporate effort. It's some thoughtful
exercise that starts with what are we working backwards from? Because in any given time, Lenny,
companies are working backwards from one of four things... | am working backwards from an exit. I'm
working backwards from a next fundraise. I'm working backwards from profitability or I'm working
backwards from winding down.

FROCERIR:

HiAN FEFAABEE RRMNUINEELNEE, FABFNZEEERERAEEL—F “AARTN
REZTRE" NER. XFARMBEAKRE, XE CEO AIEHIXES . M T RENWE, ERAN—R
REBTHEE, BB SIRITAMYNHRREMEWERITHN, MEB-—MRBIRENES, N “BINE2EH#
HWEMEMA” Fih. AATEEFIFERNE, Lenny, ATHEEMUTOGEZ —#1TEH: AHBIILRE (£
AT AT RRE. AEKIEN, HEARXIER.

(00:26:36) Lenny Rachitsky (On Magic Box Paradigm)

English:



You've come up with this methodology that you call the Magic Box Paradigm... helps founders think

about how to lead to a successful exit long-term. Can you talk about what this is?
R EIE:

R T XEWRIF N “BREN WAL BEeIe AR ZMASCIKERRIAINR o (REEMENX 24
ng?

(00:26:46) Jonathan Lowenhar
English:

| can, and | want to give credit where it's due. There's a book by this name, it's called Magic Box
Paradigm, written by an independent banker named Ezra Roizen... What Magic Box argues, is that the
best outcomes for early-stage startups don't happen that way [traditional sales]. You're never for sale. In
fact, you have seduced a buyer. There are three stages to Magic Box work. There is learn the fantasy,
there's prove the fantasy, and there's quantify the fantasy.

FRCERIR:

AT, FREAMTIREE. B—4ARBHHEM (BZERN), RE—{I=AM Ezra Roizen BYRIIIRITREH.
‘BR” BIRI\R, VIt RFNERTEEIERNHEERIBERN, MAKITFE “FE" K& FX
£, BfR B TEXR. “BR” TFE=THEKR: THROE. R8N ERI8,

(00:29:12) Jonathan Lowenhar (The Instagram Example)
English:

The classic example of this is Instagram... Lenny, do you remember how much revenue they had when
they got acquired by now Meta? | think it was zero. Do you remember the acquisition price? A billion
dollars... There was no math Facebook could use, historically speaking, that would justify a billion dollars.
It had to be a model on the future. This is Magic Box to a T. They had a fantasy that adding Instagram
would expand ad revenue. They figured out some way to prove it... And then their quantification was
based on the future.

AR ERIE:

R HBFIFRLZ Instagram. Lenny, fRIZFENKIRTER Meta HETHE Z DIGNID? FHBES, RIZEW
MH#&IE? 10 12%7t. MAEEIERE, Facebook REEMIHFEAGEIAX 10 ZETEEEN. EXTE
—PNETFRENER, XIMEHE “BR” . i1E—1 "8 © MA Instagram S K EWN. #4]
WE T KM AR — R AR ELRE T KRR,

(00:32:20) Jonathan Lowenhar (The Characters)
English:

There are four characters you're going to meet along the path of Magic Box... You're going to meet your
champion, you're going to meet your advocates, you're going to meet your blockers, and you're going to
meet your buyer. You might meet Corp Dev along the way.

AR ERIE:

£ BR 2KBRE, feBIEN AR ReB2{RIWIAFE (Champion) , MM BEMHNZGE
(Advocates) , R=BEI(RAVPEEFE (Blockers) , XHERER (Buyer) . EHIREAIEBEI BRI AR



Z8 (Corp Dev). HFERE LIFHA; ERBEREVUFRE. ANEFHIAN,; ZRHEZNFINREFRZFIER
AN, BIRERREER 177 B “RNMT BA (WES. XM\,

(00:39:39) Jonathan Lowenhar (Negotiating with Corp Dev)
English:

Founders, repeat after me, I'm talking to you directly now. You'll say to Corp Dev, "You know I'm not alone
in this decision. | love what you just said and I'm excited about this opportunity. Once | see it in writing, |
can socialize it with advisors, lawyers, co-founders, whoever." But don't negotiate live. You will lose.

FRSCERIE:
BN, BREE—E, BMEEERMRIR. MEXNTWABRIBHAR: “TOEXMREFEE—MAM

B, BRERMAUA R, BHXMERIINE, —ERBIBEAE, RTLUEEERSLME. BIF.
REtImAREMERA." TAREING KRS, SR,

(00:50:27) Jonathan Lowenhar (On Hiring)
English:

We think the CEO has three jobs... One is, make sure everyone knows where we're going. The second one,
pick the right people for the team. Third one, give those people the tools they need to win... | think there
are three core mistakes that founders make all the time... The first one is, you should hire people who
have already done the thing you need to have done next... Second, the notion of does the person in front
of you have a history of creating raving fans? ... Third, core values matter a lot.

FRCERIR:

FAMVBAA CEOB=ZII . F—, MRS DASMMERNEEWE, £, MEAMESENA. F=, 4
LARMIENTR, RIARIBABLE= M ROEIR: £—, MUZEAIPLEEMIMT—SREMNE
BN, =, BFENNARESE “CIEEML” Nhst EREERESEEBEBREMMID. 5=, %
OMENIFEER, XUEAZBATERN,

(01:03:37) Jonathan Lowenhar (Go-To-Market Framework)
English:

We think of it in four pieces. The first piece is ideal customer profile (ICP). Who do we really want to sell
to? ... Second bucket, loosely called marketing. But within that marketing is also positioning... Next is
demand gen, which we'll simplify to say, how do we go find the humans we want? ... And then fourth,
sales. And this is the codification of a playbook.

FROCERIR:

BATEHZHN (GTM) DAENMESD. F—EoSEBEFER (ICP) : HKNFKBELE? F 857, &
ZHFFAES (Marketing) , HPEEEMN: KMNSEEWNFEHATE? E=HIEF/KIEZE (Demand
Gen) , BEREME: BIWAHKIFITBENAN? EMESEHE (Sales) , UMEBHEREREK “B
7" (Playbook),

(01:06:35) Jonathan Lowenhar (Brainwriting vs. Brainstorming)

English:



Brainwriting is I'm going to expose an idea and | want everyone to now write and weigh in on there... in
an async way that no one else can see until it's all combined... What it allows for is the dampening of the
founder effect in meetings... and an evening of the playing field between fast processors and slow
processors, introverts and extroverts.

FRCERIR:

“BE” (Brainwriting) RF&ME—1ME, ARIULBIABE FTRALKKREL - U—MEIHNHN, ELC
BZANEMERNERN, XEFMAILURSSNTH “QIBARE" BIRRFHMRBKER), HFAREEEEN
1BRBEE. ARENIDERE-—NRATHRFFIER.

(01:15:31) Jonathan Lowenhar (Trusting Intuition)
English:

Do you know that little voice when you get really still, the quiet one that says you should marry this
person, you should take this job, you should start this company? ... That voice is who you are. It's not your
brain. Your brain is a tool... It's a pattern recognition machine. But who you are, if you can watch your
brain, you know what you're thinking... That means you're not your brain. It's something else. And that's
the little voice, and that little voice is going to be right.

AR ERIE:

HIREIERS TRE, (RITIIRMASHIEED? BIRBNEE SRR (R NALLE, (REizE
XTI, MMNZDXKAE. BIEESBELENM. EXRZMBIAR, MIARIAZ—TITE, —ME
iRAINEE. BINRIREMREE CHIAR, MEBCERTA, BMEREFRAZIMBIKRM, REFHIRE.
BB MABHES, MBIEZTEEZERN.

(01:21:04) Jonathan Lowenhar (Founder vs. CEO)
English:

To be a founder is a state of being. It's an attitude, it's courage, it's instinct... To be a CEO is a craft. The
more founders who can accept that those are two separate things and they're both equally important to
build an ascendant startup, the better all of us will be.

AR ERIE:

AR AR—METRRS. ER—MEE. ESMAERE, M CEOB—I1FZ, HESHEIEARREISXE
MHIRIINER, ARRIRIMENTEI—RZZB LR LREFEE, HNAKBIE ML,

(01:27:04) Jonathan Lowenhar (Life Motto)
English:

The first one... is that there is only one life... Stop assuming that there are these pretend walls between
them or among them... | try and show up the same way, no matter my setting. If you and | were having a
beer or a meal, or if I'm sitting with one of my co-founders or clients, it doesn't matter, | show up the
same way everywhere.

AR ERIE:

BNEGHRE. £RE—R. FEBRIGERE. TRNEXZEEFEEBEERNRE. TIREFTAFIET,
HESHURFHNERE LI, TEERMm—EBEAZR, EERMBINKGEBANTPLE—IE, &R



KHR, REEMMSHRRE—IE—1F,

(01:28:32) Jonathan Lowenhar (The Casino Story)
English:

| turned 21... we take a family trip to Las Vegas... | win $35,421.92. For the trip | ended up winning $40,000
that I turned $300 to... which has left me with one of my mantras that I've had for the rest of my life... that
is gambling does pay.

AR ERIE:

21 FWXR, RMN2RENILEMIIRIT, KR T 35421.92 7T, BRIKITHRLA 300 ETM T 4 5%
Too XAHBT T —MEHEKXENER (BABLEAZHIAR) | HEHLEEHR.

(01:32:10) Jonathan Lowenhar (Closing)
English:

Who should ping us is very simple. If you're a founder out there, or a CEO out there, and you know in your
heart that there's some gap between how you're running the business and how the company's going...
we're here to help.

FROCERIR:

WMNIZEXRIA]? RER. NRMEB—LREIBEAT CEO, MIRRNORARNE, EMRERISHNARS QIR
REDZBEFEER, HIMEREITH.

(01:34:11) Lenny Rachitsky

English:

Thank you so much for listening... See you in the next episode.
R EE:
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