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[00:00:00] Matt Maclnnis
English:

It is really important to me that we feel that we've deliberately understaffed every project at the company.
If you overstaff, you get politics, you get people working on things that are further down the priority list

than necessary. That is poison. It's wasteful. It slows you down. It creates cruft.
FRERIE:

WEKIRIEEEEN—RZE, BINERRILATENE— I NEHZZEFRFARTEN, NRIRARIH,
MEFEDREBAR, SSFANEREHRLEREIHASHWIE, BEEH, THRRHEZRE, XSHEIER
E, Z2=4ERR (cruft).

[00:00:15] Lenny Rachitsky
English:

You've been a long time COO at Rippling. Recently, you moved into CPO, Chief Product Officer at Rippling.
Something you talk a lot about is that extraordinary results require extraordinary efforts.

AR ERIE:

fRKHEIEE Rippling WEFIZEE (C00). Holf, fR¥{E Rippling WEFEF@RE (CPO), REERIIN—=R
B FNERFEENANZE .

[00:00:26] Matt Maclnnis
English:

If you want to be in the 99th percentile in terms of outcomes, it's going to be really difficult. You got to
sort of remind people that if they ever find themselves in the comfort zone at work, they are definitely
making a mistake. It's supposed to be really fricking exhausting.

FRZERIE:

INRIRABELER LIREIRT 1% BITRRKTE, BRIREZIFERME, MOTUREAR, MRMIEIFHRRELT
TEX" , BMENRIET IR, XKML IZERARAR,

[00:00:40] Matt Maclnnis

English:



Fundamentally, the most selfish thing you can do is withhold feedback from someone. When you think a
thought that would help someone improve and you avoid giving it to them because it would make you
uncomfortable. Well, you're optimizing for your own comfort, and it's fundamentally selfish. So many
people have teams that are not functioning incredibly well. Teams will always optimize for local comfort
over company outcomes. The purest form of ambition and most intense source of energy in the business
is the founder CEO. Every next concentric circle of management beyond the founder CEO has the
potential to be an order of magnitude drop off in intensity. That is fucking dangerous.

(00:01:17):

As an executive, as a leader, your job is to preserve that intensity at its highest possible level. You've had a
couple really interesting experiences with your own startup. We talk in Silicon Valley about never quit, but

that is complete absolute venture capital.
FRERIE:

MIRA B, (REEMBIRBMLNEBEMENRARMBRIT. SRE—TREMIARTHERE, MMENEES
ERMASIFRNGEN, MELEERAZEECHTFER, XARLEEMN. RZANEKEFEHFE
8. AREZHATMHAERE “BHFE , MARARNNRALER, Bl PRAKNEOMREIIEES
RECIBAZ CEO. MEISBA CEO MM BHNE—REIEE, HizEEHEREIN—MERMN TR, XiiE
GRELE e

(00:01:17):

FN—RSENMATE, MPUREMERZIMBERFERE KT, MELER SNV QBNEEIURIE
FRBNEN. FES, HIER “XFT5F , EXxeENRKRRE (VC0) EmpRiE

[00:01:33] Lenny Rachitsky
English:

Today, my guest is Matt Maclnnis, Chief Product Officer and formerly longtime Chief Operating Officer at
Rippling. If you don't know much about Rippling, it's a massively successful business last valued at over
$16 billion. They have over 5,000 employees, and Matt has been instrumental to that success. He's also
got a really rare combination of brutal honesty, a ton of experience building a very complex and very
successful business, and being able to clearly articulate what he has learned really well. Matt shared a lot
of insights and advice that I've not heard anyone else on this podcast share, and | left this conversation

feeling that every leader needs to hear his advice.
(00:02:12):

A huge thank you to Albert Scrashim and Sunil Raman for suggesting topics and questions for this
conversation. If you enjoy this podcast, don't forget to subscribe and follow it in your favorite podcasting
app or YouTube. It helps tremendously. And if you become an annual subscriber of my newsletter, you get
a year free of 19 incredible products... Head on over to Lenny'snewsletter.com and click product pass.
With that, | bring you Matt Maclnnis after a short word from our sponsors.

FROCERIR:

S XM EER Matt Maclnnis, 12 Rippling NEE™MmE, BSKHEFTEEEZEE. NRMFBAKTHE
Rippling, ER—XRIFEMIINE, RiF—XEEBE 160 2%, M1H%E 5000 ZZHE T, Matt 3iX—
FRINRRE T XBIEH. e EE—MENSR: RENEBR. MRERERNISHEELR, URERR
FEMRIAERMEES . Matt PET IFSHEXMEFPMRITTHRBENREIN, WRXRiEE, BiEE
— (NS EBHEERITAAIEINL



(00:02:12):

JEE %51 Albert Scrashim # Sunil Raman AZVRIHERERVE NN, MRMBERXMEER, BIEFEERE
FAMEER A YouTube EITHEFXF, XXEITEBNRKR. NRFEARNEBANEEITHAE, MR
X918 19 AR BINAIF= B —EFE RN+ -i51518] Lenny'snewsletter.com F s “Product Pass” . TEIf5E
BEIEIERENAE, EITEIFE Matt Macinnis,

[00:02:48] Amar (Sponsor)
English:

This podcast is sponsored by Google. Hey folks, I'm Amar, product and design lead at Google DeepMind.
Have you ever wanted to build an app for yourself, your friends, or finally launch that side project you've
been dreaming about? Now you can bring any idea to life, no coding background required with Gemini
three in Google Al Studio. It's called vibe coding and we're making it dead simple. Just describe your app
and Gemini will wire up the right models for you so you can focus on your creative vision. Head to
ai.studio/build to create your first app.

FROCERIR:

EAFEER A Google #BI. AKRYEF, FE Amar, Google DeepMind =R 5i&ithaR A, MREEYSENES
HARAL—RNA, HELXL TR NEHRLUKIVRTIE? M7E, @Bid Google Al Studio HHY Gemini 3,
FEREAHEER, FRESTAIRTNME, XWHH “FEHE (vibe coding) , HiTiLELERHER
g, BRI, Gemini MANIREZSIENEE, IHFETFOIERR, 3 aistudio/build BUERLR
B9SE—NEZA.

[00:03:18] Lenny Rachitsky (Sponsor)
English:

This episode is brought to you by Datadog, now home to Eppo, the leading experimentation and feature
flagging platform. Product managers at the world's best companies use Datadog... It starts with product
analytics where PMs can watch replays, review funnels, dive into retention and explore their growth
metrics. Where other tools stop, Datadog goes even further. It helps you actually diagnose the impact of
funnel drop-offs and bugs and UX friction... Datadog is more than engineering metrics. It's where great
product teams learn faster, fix smarter, and ship with confidence. Request a demo at
datadoghg.com/lenny.

AR ERIE:

ZFETEH Datadog AIEET, TIMAERMAHITIOMINGEFFX (feature flagging) F& Eppo BIFRTEM, &
KINAR A B REEEE R Datadog - EMF @A MG, PM AILMELK. EER}. RAHAREEF
HRRIEKIER. EEMT AL, Datadog EFFEIR. THEFBIRIZETRRA. Bug MAF AFIER
(UX friction) #3REYSEFRFZMA------Datadog RNNE LI21ET. ERMB=REANERFEIR. BEEE. &
BEEELHMA, 1EIhR datadoghg.com/lenny BRiEETR.

[00:04:43] Lenny Rachitsky
English:

Matt, thank you so much for being here and welcome to the podcast. Thank you for having me. | want to

start with something that | know is really important to you, something you talk a lot about that | don't



think people hear enough on podcasts like this, which is that extraordinary results require extraordinary
efforts. Talk about why this is so important, what you think people need to hear.

AR ERIE:

Matt, JFERGHREER, WEREIAHER. HFMEVEE. REM—PRANEXNRIFEEZMEETE, RE
BREIX—=, BRUANANERMOEBRZRRFERES, B2 FANERFTEIENNS . KK
AXIIMEE, URIRAANAIETERET 40

[00:05:04] Matt MacInnis
English:

This is a term, that phrasing | actually attribute to a friend of mine, Dan Gill, who's the chief product
officer at Carvana... And | think as a general framework for me... the product function is an instantiation of
the general concept of management. Being a chief product officer is not that different from being a chief
whatever officer. You have to apply the same frameworks and concepts to get people to achieve goals
together. But one thing that is absolutely universal that | think we, honestly, | think we forget it in Silicon
Valley or a lot of people don't sort of internalize it, is that if you want to accomplish something truly
extraordinary, if you want to be in the 99th percentile in terms of outcomes, it's going to be really difficult.

(00:05:56):

It's going to be really uncomfortable. And you got to sort of remind people of that, that if they ever find
themselves in the comfort zone at work, they are definitely making a mistake. They have definitely
screwed up somehow. It's not that an extraordinary effort is sufficient to an extraordinary outcome, but it
is 100% true that it is necessary. And so | do use that framework as a sort of guiding principle in my own
leadership.

FRCERIR:

XAMPERTRFEN— AR Dan Gill, fth2 Carvana WEREFRE - WHFKR, X2—MBRAESR -
PR 2 @AEEMSH— X6t (instantiation), BEERFRESETEMEAEEEHFEEX
REX7lo RATNBAERERMZRILAMNEEEIMER,. EE—HE2LXNEZE, ELH, FIAAEK
MNEEASIETR—R, HERZALERLE, B2 MRFEHEMELEIFANEL, MRMEELERLE
IREIR] 1% BIKF, ARIERIEERME,

(00:05:56):

X AFERETR MOTUREEALN], MRMIEIEHREEE, BMIIEEILTH, SEEREMSR
Y. HABRIENNENMEUTEIFANER, BEANBSHENZLEFRGF. Hit, TRHX—EREN
HE A NESRN,

[00:06:23] Lenny Rachitsky

English:

To make this even more real for people, what are examples of moments that were extraordinarily hard?
R EE:

ATIURREERLRRE, BEFREEL MR ZIAGIF?

[00:06:29] Matt Maclnnis



English:

It is not about any sort of grand single story. | think the story is actually told through a thousand little
things. And so for me, the story is told through a thousand Jira tickets, not through a thousand grand
events. The extraordinary effort thing is a reminder that it's supposed to be really fricking exhausting. It's
supposed to be. So on Friday night, when you get hit with an escalation on Friday night, when you get
sort of hit with a bunch of new bugs from someone in the engineering team that you've got a triage, those
are the moments where great players and great teams are separated from good players and good teams.
And it's so easy to say this at a company like Rippling because we're winning.

(00:07:33):

As a company, for all of our foibles... the growth rate of the company on the revenue foundation that we
have is extraordinary, really, really compelling. And it gives you, as a leader, the air cover to get up in front
of your team and say, "Hey guys, | need the last ounce of oil that you've got left." And if your company's
not growing very quickly... it doesn't feel as good as a contributor in that business to lean in and give
everything you've got on Friday or Saturday or Sunday because you don't know that it's going to yield
much. And so extraordinary results, outcomes demand extraordinary efforts, but if there's no chance at
an extraordinary outcome, it's very hard to get the extraordinary effort.

FROCERIR:

EAFBRTFENBRANE—RE, WNNKELF LZBE—THNEAHRN. HHERH, KEFRE—FTT
JaIRE, MAR—TFTIMEAREHE. “FAEN BEREMR, XEARMZERERAN. 2Kz
tbo FREL, SRER R LERIREAL (escalation), SHERE ALK M TEFIBERE—HFEERENH
Bug B, XLEBSZIFZHAIKGEMHAHE NS E@EK RN EER AR ZBERIE &, TE Rippling XIFHI QTR
XERES, EAFINER.

(00:07:33):

FA—KRQE, REFMNEIMRR - EENENEANEM L, ATMERKEZEADN, IFEERSI . X
ERASEL TR “=hilsir” , iLFEEEEREER: TR, RFEMFRNETRE—E#H.” MNRMR
MNABHERAR - FATTEE, EAE. ARSHAB2NUENEEMASIBAY, AAFFAEXRES
BFFFe FRLL, JERMERFEIENNSE S, BMRLENSIRFIENNER, MEERLIEANSE T,

[00:08:27] Lenny Rachitsky
English:

| saw the same thing actually at Airbnb with Brian Chesky. It always felt like things were going great and
maybe we could take a break after something we shipped was killing it. And it always felt like the
opposite. It always felt like, how do we press the gas pedal further? How do we go faster? How do we go
bigger? There's never a moment to take a break.

FROCERIR:

FKTE Airbnb B9 Brian Chesky & FthEE| 7T RHENIER. SRERIEFBFHEIF, BFELHTEMNER~RE
AIUAKRE—T, EELE2ER. B2EM: BiNEAH—FETMHII? MNEHMEER? MAMEEKR? KiT
RERENER,

[00:08:57] Matt Maclnnis

English:



| spent seven years at Apple and learned under Steve Jobs when he was the CEO, learned what we called
the death march, which is what we did to the engineers. It was like as soon as you shipped one version of
the iPhone, you were just immediately thrown into the pit of building the next one and there was no
break. It was just relentless and talk about an extraordinary outcome at the end of the day. There is no
relief. In a competitive market, and if the market is valuable, it's competitive, no question. If you leave
anything on the field, if you sort of leave a crack for your competitor, 100% chance they're going to go fill
that crack. And so you have to be relentless. There can be no relaxation of the organization.

AR ERIE:

TE Apple F 7T EF, EEFX - FTHHTIEME CEO HlElmttF >, FETHAIFFIBER “FET1TE" (death
march) , WELEHANIN LRRMAAEBIER. MEIRNI A% T —ThkZ<EY iPhone, REFEEMBINEFLZT—1
IRABGRINE, T2RAMREHNE. BELRH, ERLXNERHLIIFN. KEFER. E—TRFHN
MHZH, IRTHENE, BREFUAFI. MRGEZLETTEARM, NRMARENFETF T4
REE, (] 100% SEEFHR, FRLURBILSEETIE. HLRRERTEEH (R,

[00:10:12] Lenny Rachitsky
English:

Also, very counterintuitively, and maybe the more optimistic perspective here is when you do give your
team space to just twiddle their thumbs, bad things start to happen. Morale actually dips in my
experience. People get distracted. They're like, "Oh, what are we even doing? It's not interesting." | find
that keeping people busy and motivated and fired up... | find they get more, the more | actually goes

down in those moments.
Fh>CERIE:

me, FEERERN—RE (BIFXR—MERUNMAA) . SRGENTELLMITPIESN, FERIFF
RE, RIEFROZE, TIRMETE. A0, S8 “BiMBKREFHA? XgER.” HEAI;, ik
MURFICR. BohA. mEHE - WRTRIETHK, TRRMEEE.

[00:10:44] Matt Maclnnis
English:

So here's a management framework that | use fairly often. As an executive, you don't know how to get
any decision exactly right. It's not knowable... But of course, you have to set some default so you make
your best guess and then you manage to that best guess and you learn as you go because in software
development and in business in general, everything's emergent. These are not things that are knowable
top down or a priority. And so you take a best guess and knowing that you're not going to get the right
answer, you need to decide whether over-steering or under-steering relative to your perceived midpoint
is better.

(00:11:30):

And so let's talk about staffing. When you staff a project, is it better to overstaff or is it better to under-staff
knowing that you can't get it right? Well, it's better to under-staff. If you overstaff, you get everything that
you just said. You get politics, you get people working, | think most importantly on things that are further
down the priority list than necessary... That is poison. It's wasteful, it slows you down, it creates crust.
And so it's very clear that under-staffing is less evil than over-staffing. In this particular framework, the
advice is under-staff deliberately, always. And then the wisdom, the wisdom element is to know not to
under-under-staff and sort of knowing the difference between those two things.



AR ERIE:

XRHREHEEAN—NEEER. FA—REE, MEEHYNENBESE—MREHMI . XE2FATRA
By BIREAMIKE —LEEINME, PRUMRERIFEVEN, ARREXNMENHTEE, LM%, AKX
TEREFEN—ROELETR, —IEBEBI (emergent) HRH, XLEFEFERZE LM FRFNLHERE
B, FRLUR— P &FEEN, HFEMEMAZRBETEER, MEEBREANTFHRBAN “Fx” , 2 ‘9
E¥m FiER “HEfE" o

(00:11:30):

HNFRRAREKE. SMA—THEREAGE, FRMNLTEHEIZENRRT, BRARIRFERAZS
BiF? BERRARTEET. NRFFAGIE, MBIMENARIINAERR: HDREBE, URKREEN
—R— AMNSEZREREREFIATSHBE - PESH, CREXR, WERE, TETR. PAURHA
B, ARFTENEELLARIRE N EXMRENERS, BIE: XZXEFRFHARTE, MEFHEZ
T, MERE “TENARTRE" , HEEDYIXME ZEBIX7,

[00:12:39] Lenny Rachitsky
English:

There's a previous guest... They used this metaphor if they want their team to be dehydrated to always be
wanting more water. And then eventually they're too dehydrated and okay, we needed someone to help.
Interesting. Yeah. There's a line along the lines of extraordinary efforts | want to make sure | read because
| think this is really good. This may be a way to summarize what you're saying, that good teams get tired
and that's when great teams kick the good team's asses.

AR ERIE:

ZEE—IRE BT TR, RENBFERANGT Bk RS, SRBEESZHK. HERGEM
MISSEXE T, FAIAR 8, HRIMNFEAREIL” . REE. XT “FALH , H—EFRBE—T,
ENHEREFEFRIF. XMIFRIUBEMRFTRE: TRENENSRERE, MXIERHARNEESTRERE
AYRHE,

[00:13:04] Matt Maclnnis
English:

Yes. This was a quote actually from Sunil, and he found it from a women's basketball team coach. And it
is, to my point earlier about you got to run the engine at the red line at all times because the minute you
let your guard down, the minute you slow down, the minute you relax, the minute you leave a crack for
your competition, the great teams are going to come in and kick the good team's. And it's like sports...
business is a game and none of this matters. We're not going to carry it to the grave... | love the sport of
business and | find that sports... military, those are very ripe sources of parallel concepts to apply in

leadership.

FRERIE:

B, XANEHSLRE Sunil 5| AN — I EHERRIE, XEENET HZARINMR: M I0L5 | ISR EALKIE
17, ER—ERBES, —BIRIETR, —BF, —BMATSNFETRE, FSANEMMREAEE

BETENE. XMEEBEH - BIhE -7, XEHLHEIBAER, RINERHE -8
HAZEBWXIUEE), FEAMEBNEZEAFHFITHIEIMRERR.



[00:13:56] Lenny Rachitsky
English:

| find also those most intense, stressful, long nights are the moments you remember most and remember
most fondly back to when you're building something. The key though is that it has to go well. As you said,
if you are succeeding and winning, all of this is romantic in the end and nostalgic. Remember that time
we built this thing and worked late nights and shipped this thing? If it doesn't go anywhere, you don't feel
that.

AR ERIE:

BEAM, BEREK., EARA. RERRANRZ], FERMWESRICIZER. EEER&EEIIFHIN
Zlo BXBET, ERVARHFN. EWMIRATR, MRIREERINFNRYE, XI—RLBTFREAERSNT
Do IERIRBNBERMEIANFREH LB TIE? ” MRHIERKT, MMASEIMEI.

[00:14:23] Matt Maclnnis
English:

One thing that I've learned from Parker, Parker's our CEO at Rippling, he said, "You don't really learn from
your mistakes, you learn from your successes." And it's like you do, of course, and he would admit you
learn a bit from mistakes, but | do think that this is sort of feel good that it's like, "Well, you didn't
succeed, but at least you learned something." I've had failures... but in now what | think is six or seven
years... at Rippling, I've learned so much more because I've seen success.

(00:15:13):

I've seen rapid, wild, crazy off the charts success of the business and it's more informative. There's more
to glean from seeing how it's done right than there is to glean from seeing how it's done wrong. If | tell
you you're going to get on an airplane and one maintenance technician has seen it done right a hundred
times and the other maintenance technician has seen it done wrong a hundred times, but he learned
from his mistakes... | mean, give me a break. There's not even a comparison which plane you're going to
feel more comfortable on. And so | do think that learning from your mistakes thing is a bit of a feel good
trope that actually has very little substance in reality.

FRCERIR:

M Rippling 89 CEO Parker BREZE| T —H#FE, i: “MGRHARENMERPES, FEMRIIFES”
LA, tMESAAREMNEIRPER—<KA, BRIAN “BARRY), BEELDZITERAE XMHERE—
MERRE. RBEHIKK--B7E Rippling WXAEEFEE, RFITES, EARILIET K.

(00:15:13):

FIVET A SIRE, RIE. RLERBIAY), XEEBLRM. M “MAEMHX" PEEFEIFRA, LM “WNEMH
B PRFENS, MRFEFMFMEL-R W, —REBRMEI—BRERNEE, Z—[HEERITE
T—EREIRAEE “MERPIRE T EN” - BT, MESLMIRINERL? RALELL. FrAFK
R MEEIRPFES ARABELR—MRAAERFREXHNBERZREEE,

[00:15:57] Lenny Rachitsky
English:

It's why as an early career product manager... you should join a winning team... the folks who, when | look
at a resume and | see that someone's joined, they were at really good companies when those companies



were super exciting and in crazy growth mode. I'm like, "I instantly want to interview that candidate
because | want to hear what they learned from being part of a winning team." And that's sort of one of my
go to heuristics when I'm looking at candidate profiles and | think it's an under-told trope. Sorry, not an
under-told trope. It's a piece of advice that | don't think people embrace enough in the valley that success
begets success and you should chase success.

FROCERIR:

MR ANRIEERRANSREE - REZMA— T REBE. HHEBHE, MRERFEAM
ASPBLEESTLANE. REEKMERHNFARE, RSB BRI HAXMEEAN, EAFERFi
MTMIRBERPARZEE T+ 4.” XEREEBRAEAZKRNERNBARSZE (heuristics) Z2—. HIAAXZE—
IMRAREREN, EANAMNERERARE: RIIZEE, RYIZIERMI.

[00:16:35] Lenny Rachitsky
English:

Speaking of success and learning, you've been a long time COO at Rippling and the reason you're here
recently you moved into CPO, chief product officer at Rippling, which is very exciting and very rare. | don't
see a lot of COOs moving into product. Let me ask you why did you move into that role? | feel like you've
been killing it at COO. Maybe that's the reason. Be careful what you're good at. And also just what are

some surprises about this, about moving into product?
FRERIE:

REIRZHAES], fRKHAIE(E Rippling B9 COO, MR&IE¥E CPO (BFEFME), XIFEELAXEARER,
&I %D CO0 BHEM™muY. FRAF, AHABZIXNR? KSR COO MISIFEF LB, WBiF
EEREA—Z/NMREKNER. F3i, BM~mEE T AL RREIRFHNERG?

[00:17:08] Matt Maclnnis
English:

The story at Rippling is pretty interesting... In general, your best executives are the ones that you can
mostly toss into any challenge and they will bring order to chaos. They will fix the thing. And | do
appreciate the terms that people have used at Rippling for me, talking about Maclnnis's injured birds,
where at any given moment some function is in disarray or in jeopardy and | go and focus very carefully
on that function to get it back in order... | did that everywhere except R&D.

(00:18:23):

And so | would have my feet up on the table looking out across the floor at this dumpster fire off in the
distance, just sort of emitting smoke and wondering if someone was going to go in and deal with that...
From the outside, | actually had quite a few criticisms that | could lob in. And what happened at Rippling
was we made some hiring mistakes... Parker and | sort of stared at each other through two years of this
kind of disarray or this chaos or this agony of things and just never really having good executive
leadership over both engineering and product at the same time. And | remember Parker sort of slumped
down in his seat and said, "Oh, | have to run another search." And | said, "No, the gig's up. I'm going to go
doit."

FROCERIR:

Rippling W EREB - BEBRT, RENSESIBLEIRALIEMATHE TS, I8k EELR
HEBA. e R, FEEX Rippling R TLHAFEN—MIINS, W “Macinnis WZH/NE” , BEER



EEMZ, MRENRESIBNEEREH, ERMSETETRIE], LEMEKRE - BRTHEL
(R&D) EBI"), HAEFMEEIIBMXAFI,

(00:18:23):

U R BIBHBERF L, FEZLEBNEER “ERF” (dumpster fire), DEEFEBAELIE—
T MINBE, RELBERSALUKSTHEN#MITREL. Rippling FEREBE LIET —LE581R - Parker
HREXMBEMBEEPRMTRE, TREMTGRENTGZLEENAENSENEENS. KIS Parker EALTE
BFER: R, HEBRH—REBET.” K. R, 3T, HETF

[00:19:51] Matt Maclnnis
English:

And so it's been 11 months of learning. Jumping into the product role when the product function itself,
although staffed with really talented people, wildly under understaffed, and without a single spiritual
leader on top of it to drive consistency and process excellence had become locally optimized but globally
incoherent. And if you know Conway's law, you are destined to ship your org chart. And so with a locally
optimized, globally incoherent team, you had a locally optimized, globally incoherent product experience
that needed to be resolved.

(00:20:52):

Jumping into the product role has been quite eye-opening. | feel a little bashful about the naivety of my
view from the outside a year ago. Product teams have a hierarchy of needs... When | jumped in, | was like,
"Man, we need to establish some basic standards for test coverage. We need to establish some basic
standards for how we do what | call a factory inspection on a product once it's ready to roll off the
assembly line." Do we have a checklist for what we call product quality and what does product quality
mean? Those basic things weren't there.

FRCERIR:

R 11 MAZR—EAEFS, BitrRAatel, BAFREIIEREXYT, EAGFERRE, MARZ—1ER
—BRBAYRMED—BEMSHRE, SREENT “BHRNLCEBERNE" . MRMIMEERER
(Conway's law) , fREAFIEIREESRZMHIREVAREME, AL, — P EEMRK. ER/FMEER, &
REFE—TBEERK. 2RFMENmARE, XFEBRRER,

(00:20:52):

HANFmABILEATFERR, BI—FaEMIINBENNIIMXE, BRIESER. maBEtE “GKE
IREERG” e LIRS, FHAE: ‘KW, BINFEBRL—LEEANWNRABERNE, BINNEFEEL—LEAR
BIFRAE, SRHUITEFTIBA ‘H#5E° (factory inspection) , Bl AR FTANMKE,” RINEETEXT
‘RRE” WER? FRREIIREKREMTA? XLEEMREESNEBRFE.

[00:22:08] Matt Maclnnis
English:

And so the idea that we should be spending time measuring adoption metrics is absolute insanity. You're
skipping a lot of steps between here and there. And so we have made great strides and | think it's
translating to product quality improvements for our customers, but | feel, as | said, a little dumb for the
way | was thinking about it before | jumped into the deep end. There is just no excuse as an executive for
sitting outside of the mess and thinking you know the answers. It's a cardinal sin as an executive to do



that. You need to go and see. You'd be in the boiler room, you need to study the system, bottom up and
develop hypotheses for how to amend the system.

AR ERIE:

FREL, TEBRMER FEENEEEE “RAEZFEMR (adoption metrics) BIEEMR 7. FBHI T REIKZHS
B, ZMNAEREFTRAHEY, BIANXEKRUANTFERRIN~mRERM. BIEMZKFL, BEITBE
HRKXZENEE, BREGECERE. (FA—R8E, 2EERILZIMHBUNNEERZEREEMAED
B, MESENAT. IMEEXBEE, &WPE, BTMIMHRRS, FHELNAEERSENRIZ

[00:22:46] Lenny Rachitsky
English:

| love hearing this because so many people have teams that are not functioning incredibly well and
hearing from someone that is not a longtime product person come in and try to fix these problems, |
think is really useful and interesting for people to hear. To dig into this a little bit more, was the big lesson
and kind of eye-opening moment that there's a lot of foundational work that needs to happen to achieve
this outcome that you're trying to achieve, which is measure engagement and adoption well?

FROCERIR:

HRERITXLE, FARSANENESERIHARY, T— N ERERTRANAHRERXERE, HARIFES
BEREEB. BRANRN—T, BOUMAARANERZINIZFZE: ATERMEENER (LkNEESS5S
EHXRAR), HLFERHUAENREEM TF?

[00:23:18] Matt Maclnnis
English:

The lesson is that everything must be done in its time and order, and you can move really, really quickly.
There's no sort of excuse not to move with urgency on all of these things, but you got to do them in order
and you have to lead bottom up. You got to lead from the specific circumstances you observe. And | think
for me, one of the best things that's happened over the last 11 months is that I've gained a greater trust in
my own instincts, that sort of patterns I've matched across other functions do indeed apply in product... |
don't actually give a shit about adoption metrics as a matter of principle. | care about adoption metrics
when | care about adoption metrics.

FRCERIR:
HZ, NELIUZEY, BAMAILUTHRIESR. RECAGOFEILEEE LRFRER, BROM
RIfFR, MEXRE TN EAS. ROTREMMEIINEFEBERKAS. HHEFKR, X 11 PNAREN

EBZ—REAEMEEECHER, HAEHEMREIN)SENRABLLERT~m Rl L, HELHF
EFRAXRET. HRTE “HWEEXOE” HEEAXOE,

[00:25:00] Matt Maclnnis
English:

It's got an awesome growth profile. So we should be really focused on the adoption metrics because |
think that's going to be an important ingredient to low churn over time, removing friction from the
implementation process as an example. There are other parts of our product where | would say | don't
care at all about adoption and am much more focused on foundational things like | said earlier, test



coverage or whatever, just to make sure that the thing is stable and good and delivering exactly what it's

supposed to deliver once it's adopted.

FRERIE:

EERERE KIS, PRUIRNNIZIFE XERAERER, BARIAAXZKBR/HOAREIHXREEER, Lt
INERRKRIIIZPER, BERNTmNEMES, RERF—FBFREFEXAR, MEEX TR ZARE
AT, MBS RZEN, ARATHEXIMNAAZREAMNEN, —BEWRXA, MEEHRINTE
BRI E.

[00:25:28] Lenny Rachitsky
English:

Now that you're on the inside of the product team, what's something that you think people outside of
product, say Matt two years ago or other, | don't know, go to market leads, other execs should hear, need
to understand about product that they don't until they're on the inside?

FRCERIR:

BRAMRIEBEHNT = mBEIARER, RIANFRZIMIA (ELINREFIEY Matt, SHEEMHZHEA. SE)
ROZWAEIFA? BMEX T mivEERREH NN sEIEA#Y?

[00:25:44] Matt Maclnnis
English:

I'll give you another framework that | like to use. In the financial world, there's this concept of alpha.
Alpha is outperformance relative to the index... And then you have the concept of beta. Beta is just
volatility. Beta's not good. A high beta stock jerks around for no particular reason... So your ideal stock is
a very high alpha, very low beta stock. They don't really come in that shape because alpha and beta tend
to be correlated, but that's what you want when you buy a financial asset.

(00:26:40):

So what's the analogy? | think you have high alpha people who are very valuable. I think you also have
low beta people who are also very valuable people. Dennis Rodman, basketball player, nut job, very high
alpha. And there's room on every team for one Dennis Rodman... This alpha beta thing, | use it pretty
often when contemplating what kind of person | want and also what kind of process | want.

AR ERIE:

BBAMSZE—IBREVWER, ESmA, §— MR Alpha (FI/R3E) . Alpha 283 FHsEpIB K
@ SAEE Beta (MU3%) MIBER. Beta M@ EohM. Beta ®HF4F, & Beta WREXS TS ITHIMEIZUR
&feee - FRLUREEAR IR 2 S Alpha. #R1E Beta B9, BAXFAIZR/D I, FEJA Alpha  Beta FFEMEX,
BX BRI E TR ITHIE K,

(00:26:40):

KILEIAE EIR? FHINNE “F Alpha” BIA, fJIEFEENME. BE “ Beta” BWIA, MIIEAFIFEEEMN
B, e - TRE, WIEXKEHE, KF—, BMHMES Alpha. BTEHNBETA - TREENT
8- EEERBEMA QAR ARRRIZR, FREEERAX Alpha/Beta 1222,

[00:27:44] Matt Maclnnis



English:

Our payroll product, we badly want the payroll product to be very low beta. We really don't want the
payroll product to have any unpredictability or aberration, and so we're willing to accept more process.
And here's a fundamental principle of design in an organization, which is that processes... exist for the
sole purpose of lowering beta. Processes are for decreasing volatility in the output of the system. The
downside of a process is that it suppresses alpha. And you have to be super, super careful and judicious in
the application of process and the product team to know that you're lowering beta in the places where
you want to do that without suppressing alpha in the places where you need it.

AR ERIE:

BN ITHEEK (payroll) ™=@, HMMREFLEER “KBeta” B, HNEXNAREIHRmBERAFATLN
MRFE, AURNBEEEZREZNRE. XEF-TMARRHHNRARN: REFENHE—BHMEMRER
Beta, MIERAN TR RS, RIENEIERAREZINE Alpha Er~ mEIAFNARZEN, R
TURENOAI TR, EWRIFEAZERE Beta AUt A FFEE, MATEHEZE Alpha B9t 5 HIFIE,

[00:28:35] Matt Maclnnis
English:

So as we've gone through the last year of reforming the way that we build product at Rippling, it's been a
game of recognizing those places where | need to implement a touch of process, just a touch. Other
places where | need to implement a very clear, rigid process where | don't want alpha, | just want low
beta. So examples of this are let's say our product quality list, which we lovingly at Rippling call the PQL.

AR ERIE:

AL E—FLE Rippling #mMZANAEREF, XME—H1EF: RIPEMSRIFEMA—KRLRE,
BEfmi—Rm; MMEt S FEZNITIEERE. ELRE, BARAFFEFE Alpha, IR E(K Beta, — 1M1
FRRRAN~mREFS, £ Rippling HfI1FI#FR A PQL,

[00:29:00] Lenny Rachitsky
English:

Why PQL?

FREiE:

Aftam PQL?

[00:29:01] Matt Maclnnis
English:

Yeah, so it's actually a really important thing. | think if you want to bring about cultural change in a
team... Look, we have 1,300 people in our R&D organization. It's a big ship that we have to steer. If you
want to create a moment that sticks in people's brains and sort of becomes a zeitgeist or something that
they latch onto, you got to create an entity, a vessel for meaning, and then you got to fill that vessel with

your meaning.

AR ERIE:



XHLFRER, NMRIMBEFAPHRXUEE -5, KNOHEKARE 1300 A, XB—REEEMRH
Ao MNRIFEEIE—NEEENTEANNTRGER. BRAEMBIIEH (zeitgeist) SUARKBEMKMBIKRE, RLFE!
B—PRE, — “BEXOEE , AEBMHEXEERX D EIE,

[00:29:23] Lenny Rachitsky
English:

A meme, you might say.

FRCEIE:

frREE—1" “@° (meme) IE,

[00:29:24] Matt Maclnnis
English:

Yeah, well, sure, a meme. A meme is actually a good example of this in common culture... | think it's why,
when people come to the table with ideas from the outside, | welcome those outside ideas. But the first
thing | ask the person to do is to tell me what they mean without using those words. So when someone
comes in and says, "Hey, | want to do this thing on strategy.” I'm like, "Cool. Tell me what you mean
without using the word strategy." And it forces them to break it down into its constituent parts.

AR ERIE:

wEE, SR, —ME, BRARXUF—MRENEGF-- - XUEAFTAGANTHEINEPRERLIEY, &
TR, ERBERMIMENE—HEFR: FTHABERERSFRMFNER. LLMBEAR: 18, FEEH—1X
F ERBE (strategy) BIAREE.” HRW: “KEFT, BEFER HEE XMENERTEFRFEHAT A"
B PR RE R E A RER D

[00:30:32] Matt Maclnnis
English:

So PQL, as cheeky or silly as it sounds, was deliberately sort of angular or stood out as a vessel | could fill
with a particular meaning... And the product quality list is lightweight in the sense that it just articulates
in the simplest ways the standards we want you to meet when you ship a product... Just yesterday, we
shipped the product to Parker... Parker is the sole payroll administrator for Rippling for all 5,200
employees. He personally runs payroll always... Yesterday, he goes to install this new application... and it
dumps them onto an empty screen. And he's like, "What the fuck is this? What is this? What's going on?
Hey, wow, talk about fail."

FROCERIR:

FRLL PQL X-ME, BAFERARERNES, BERXRIRITEEBYHREN, FA—1THRAEREER
XBEE-TFoREEFRRRERYN, ERARAREENANERT HFHEMELT T mITA BT
e RRTERER, AW Parker 24T — N5k, Parker 2 Rippling £88 5200 2 R TH—M T HEEH, ith
BRFEEBITIAELRN, &EH. FER, EAREXMHNA - ERBRET —TTARR. AR “X
BRI HA? XBHAER? H, ERAKMK.”

[00:31:48] Matt MacInnis



English:

So | chop another one of my fingers off, I'm down to nine. And I'm like, "Well, what did we miss?" What we
missed was there was a fucking feature flag, a fucking feature flag. And I'm not allowed to say feature flag
without fucking in front of it because feature flags are the bane of my existence and the worst things in
the world that constantly cause problems... Anyway, we had one. Parker installs it, they forgot to disable
the feature flag. He gets a blank screen when he installs the application. What did | do? My reaction was,
"Ugh." Go back to the team, give them direct feedback... But also ask the question, "How do we miss this
in the factory inspection process?"

AR ERIE:

FRAFX IR T —1RF4E, BARRMART (EICHERT). HA: “RVRETHA? 7 ERRAZEN—
MEFERITNEEFF X (feature flag) o FAMIMEIEFSEN “THREFFX" XA, FAENBRREFNRE, 2
R ERAER. FETHISRMAARE 22, SE—1NHFX. Parker RERY, {157 XK= IhaEE
X, FEMEBRINRETERS. EZMTHA? HHRNE B , ARLEEIE, StERNRE B8
RETHEE: “BiE W08 IRPREAFEX—TH? 7

[00:32:37] Matt Maclnnis
English:

And the answer is we didn't have any line item in the PQL for feature flags. So | added a line to the fucking
PQL that said, "You are allowed to have one feature flag that governs your entire product at ship." It's an
extreme standard that might not be achievable, but it's the standard we aspire to. This framework, the
PQL, given these lightweight checklists, iterated on consistently in response to everything we learn as we
go, constitutes a very nice lightweight way to lower the beta of the system with hopefully only a modicum
of negative impact on the alpha for how we build product.

FROCERIR:

ERZHANN PQL BB XTINREFREES, FRUFREMIZFLR PQLEMT —17: “&#HE, BN =mR
ARFE—NMERIZBITEEF X" X2— MRIEIITE, FIRELZETE2RM, EXZRITERNEMR. PQLX
MER, BIXERERZNFSR, HFREZNFINZNFEENR, WRT —MIFEEFNEERGZE, BXRRE
RARZH Beta (XEpiE) , ERSFEXNRIE~ R Alpha (BEFNE) RE=ERVRIAERME.

[00:33:34] Lenny Rachitsky
English:

Wow. Okay. By the way, PQL, is that like an acronym or it's just like, I like this word we're going to call it
PQL?

AR ERIE:

I, 8, IRER—T, PQLRE4EEN? XRIFRRABRMAZIXME?

[00:33:40] Matt Maclnnis
English:
Product quality list.

AR ERIE:



Product Quality List (FRHAZEFH),

[00:33:46] Matt Maclnnis

English:

PQL, which how could you pronounce it other than pickle?
FRCEE:

PQL, BT “Pickle” (FME/N) EREEARER?

[00:33:49] Lenny Rachitsky

English:

I'm imagining all your decks have little PQL emojis and the-
FRCEIE:

KEEBRIRFIERY PPT 2 A/ N \EETNRBERS -

[00:33:53] Matt Maclnnis

English:

The pickle emoji thing, the dancing pickle in Slack, there's a lot of-
R EiE:

FEEMKEE, Slack BRUBKSEMEN, BRSXM&KRAE -

[00:34:04] Lenny Rachitsky
English:

Okay. So this high alpha, low beta, | love this concept. So the idea is depending on the team, depending
on the problem, we need a high alpha, low beta person or actually okay with a lot of variants for this
specific project...

FRZERIE:

. X1 “& Alpha. 1 Beta” BIIRIERER. FRAZOEBEE, RIEFMAMEENARE, HINFE—E
Alpha. fft Beta WA, HEARLEREHES, RTHLAILUERRRABIKED -

[00:34:16] Matt Maclnnis
English:

Yeah, we're willing to accept a bunch of volatility in this area in exchange for the upside we get from the
creativity and risk taking of these people or the lack of process that sort of gives them the latitude to do
what they want to do.

AR ERIE:



2, BMBEERETIRZERARENKMNE, MREXE ARSI EBEHHERINEE, HESBIR
et iR At B S B E BN EHE.

[00:34:30] Matt Maclnnis
English:

For sure. It's really quite a useful way... | rely a lot of my intuition, which of course HR people say you're
not supposed to do. That's complete bullshit. If you have a good intuition, you should absolutely rely on
your intuition. And what you have to do after you have a reaction to a candidate... is you need to decode
your intuition so that it can be expressed to other people productively. One of the frameworks that | use
for this is SPOTAC... people are smart, passionate, optimistic, tenacious, adaptable, and kind.

FRCERIR:

. XR—NMEBBRANAE - BIFBERBENEDR, A HR KRR RLIZXEM, BTEEEHi. R
MERGHNER, REXNRIZEKHE. BEMMBEAFTERNE, REEZMIE “HE” MIER, UERE
BHtEMARIE, REAN—NMEZRR SPOTAC: AfNiZRERE (Smart). #IE (Passionate). K
(Optimistic). "2#] (Tenacious). &R/158 (Adaptable) F1&R (Kind).

[00:36:24] Matt Maclnnis
English:

The framework is super useful to evaluating people. And | think the alpha beta framework is also super
useful when you come away from a conversation and you're like, "I like that guy. | think he'd be really,
really good. Why is it that | don't think he would do a good job on this product in particular?”" And the
answer is like, "This is a high alpha product area and he's a low beta person." Valuable, but definitely not
the right fit for this.

AR ERIE:

XMERE TG ABBRER. MEKIAN Alpha/Beta EREEIALERSHREER, LM “HEWH
A, BRFMHMIERLT. EAFARE/UEXMRES m LA EFR? ” EXAERE: "XB2—THES
Alpha B9 meE, MfthR— ™MK Beta B2HIA.” MRBHNE, BENFEESX MR,

[00:37:03] Matt Maclnnis
English:

When | first started working in the product organization, | was introduced to an interview framework...
which is that every product person at every seniority level is given the same case study. And the case
study is extraordinarily difficult. It requires you to think about many, many dimensions simultaneously, to
think about data propagation issues. It gets quite technical. And the rubric that we use... gives you
guidance on what for us, like an entry level PM looks like, what a junior, mid-career, senior executive PM
might look like.

FRCERIR:

HENFIEEF@ER) TR, HIEMRE T —MEIHER - S MFINT R ARBSZEE—INEADHF
(case study) o XNEFUILEENE, ERMREREEIFSHERE, ZEEIBERERNE, SAMERRE. RIMERN
WATRERIER RN — P I% PM BRI IZEEFR, Ph. SEANSERFIB PM RIANNIZZ EF.



[00:38:25] Matt Maclnnis
English:

You never think that giving someone an impossible task and even including the L5 person versus the VP
on the same thing would be productive... But I've found the wisdom in it and think it's actually quite
useful to give everyone the same simple, complicated prompt and just see. Hand them a drill bit, give
them the concrete wall and see if they can get a millimeter or an inch into the concrete. They're never
going to get all the way through the wall. It doesn't matter. You're going to learn a lot.

AR ERIE:

IRATREKIZARARE], HA—1 L5 RINWBRTM—ZRIS2E (VP) HEREN “FalfETRiNESs” sRE8M
Ay BEREAMTHANES. 48T ABEN. BEREXERNEE, ARME. Lt(]—TkM—m
RAELTE, BIgE#E—2XER 1T, MITKZEHABEXEE, EXZXR, MEMNPRARIIRER
7o

[00:39:28] Matt Maclnnis
English:

But the magic of product management is that you kind of have to... We talk about the mini CEO. | think
it's kind of a stupid misnomer, but there's some wisdom there. And | think the wisdom is that you have to
be a polymath. You've got to be really good at working with other people. You got to be good at
communications and articulation. You got to be good at project management. You got to be good at the
science and the math and the engineering. And it's really fucking cool.

FROCERIR:

FREENBEAET - RMNBRPME “NCEO” , E/XIMTELREZERIRS, BHEPRHRILEE T L&
BE. RUABEERTIIRBAE—MEFE (polymath), REFMIFEEEKEAGHE, EKAEMNRE, E
KB EE, S2FERT. BFNIE, XENMBRIARET.

[00:40:01] Matt Maclnnis
English:

I'll say one other thing about what | love about leading product... as a COO, my job was to accept the
product as it was and optimize everything around that... And now that | lead product, I'm like, "Oh, wow.
This is the high order bit." Not that | didn't sort of understand that, but now | really get that product is the
high order bit. If you get the product right, it fits in the market, everything else gets easier. Finance is
easier, sales is easier, marketing is easier, recruiting is easier, everything gets fucking easier.

AR ERIE:

XFIAEFm, BERR—RERENMG - FA CO0, RNITEREREREEN~m, HESKEMK—
g MMERASm, TEI: W, H, XAE Bkl (highorderbit, FERXBHER).” HF
BRBUFIAE, MENEREEERET ot 2. RMH~RMNT, Zahmy, R—8sTR
BH. MSERS, HEERS, EHERS, HRERS, BN HNERERS.

[00:41:22] Lenny Rachitsky

English:



This is really great to hear... As you know, a lot of people are a very anti-product manager. "Why do we

need product managers? We don't need them. Slow everything down, all this process."
R EIE:
IRX AR EYF - S0RFRR], RZAFERHFFmEIZE, “NHAKNBETmIIE? RIVFFEMIT. #

MNAZEIEHE, BRI

[00:41:51] Matt Maclnnis

English:

Yeah. | have a distinction there, which is that I'm anti-shitty product managers.
R EE:

B, BWIBE—IMEXSD: HRMHZ 127 FmiFi,

[00:41:53] Lenny Rachitsky
English:

That's exactly how | put it. If you hate product managers, you just haven't worked with a great product

manager.
FRSCENIE:
RESXARM, MRIFTRZREZIE, BREERNFIEENEBNZRIZEESED,

[00:41:58] Matt Maclnnis
English:

Well, it's like, look, I love wine... And one of my favorite lines is like, "I don't like Chardonnay." And I'm
like, "No, no, no, no, no. Chardonnay's are the most fucking amazing varieties of wine in the world. You
just haven't had good Chardonnay. And there's a Chardonnay out there for you." Product management,
it's like you don't like product management, you think product managers suck. It's like, well, you just
haven't had a good Chardonnay yet.

RS ERIE:

Xiitk, 15, BRREREE - RRERIN—AEZ: “BAEREZW (Chardonnay).” HRH: “F
A, BEZWER EMBHNSRHESHNEERM. (RRARTEBIFNESZW, SE—MEZWEGIR.” m
EEBE—1F, MRMEFTRIERE, BRERNFELSEEREBR “ESW -

[00:42:47] Lenny Rachitsky
English:

You touched on this product market fit point... You've had a couple really interesting experiences of
struggling to find product market fit with your own startup. You said you worked on it for nine years, you
said?

FRCERIR:



MR T = mhRa s (PMF) - RELEECHYIRI AR, BEHI T PMFIRETIZ, (RiRIRM
THhE, 232

[00:42:59] Matt Maclnnis
English:

Mm-hmm... There's a line that this venture capitalist... said, which was that product market fit is a sort of
thing where you absolutely know it when you see it, and therefore if you don't absolutely know it, you
don't have it. And this kind of gets back to my point about learning from mistakes versus successes... over
the course of the many years that | spent at Inkling, we thought we had it. We thought we had product
market fit, maybe, maybe. And in hindsight... it was so, so obvious that we didn't.

FRCERIR:

B B—UNERARAI—0E: FahminREe (PMF) XMATAE, SREICHREXNSRIE; R
RMMTHEBCHRE, BMMERE. XXEETHRXTFMEIIMIFFRFFESIBWS - FEIKTE Inkling BY
MEFR, HAISUNBECHKET PMF, tiFE, AJgEME, BIERBER -FERE, HNHERER
B

[00:44:29] Matt Maclnnis
English:

We talk in Silicon Valley about never quit, but that is complete absolute venture capital bullshit. The
incentive of venture capitalist is to put money into your company and milk you dry. They never get their
money back. There is no way for them to take that investment back. So the only logical desire that they
would have is for you to keep trying against all odds because there is the occasional example where
someone pivoted from A to X and it was wildly different and it worked... but man, is that rare. Just so

exceedingly rare.
FEiE:

RS, HNEBWR KABF , EXT2RNERBANRIE. KRB ABILERKEMTRNAE, AEET
fRo MR EREINR, FRUMME—RZEREMZILIRAR DR AZE, HABRIEM ARKEE]
X RERIRBINBIGIF BRI, BRELT, REFER.

[00:45:56] Matt Maclnnis
English:

The Silicon Valley try until you die mindset is not pro-entrepreneur, it's pro-venture capitalist... | think it's
important to say out loud that you should fucking quit. You should reset the clock, you should reset the
cap table because trust me, product market fit when it arrives is insane and it's exciting and you should
pursue it. And never delude yourself into believing you have it when you don't. It is dangerous and
regrettable.

FRCERIR:

EAM “RHEIE” BOSTEAT ILEL, MENT KR - HINANEBERERER: (RGN

TG, IMNZEE, EERNGENR (cap table), ANAEER, HEIERN PMF 3R, BERIEES
MEH, A BRRIZERMN, KEZFREEEE PMFNREERRAMUANESE. BEERE<SAER

B9



[00:47:12] Matt Maclnnis
English:

Trust me, the 45-year-old entrepreneur or the 50-year-old venture capitalist who've been in the game for
a while, they get it... The system is there to take advantage of the people who don't... It's just that the
incentive structures lead to some real harm, | think, in certain cases.

AR ERIE:

BERK, BEEEFREETRAN 45 5 R ER 50 5 KIKK, MIERE - XMNRFRZEN T HABLERE
BN RRERERRT, SMENEHSBEENMKE.

[00:48:28] Lenny Rachitsky (Sponsor)
English:

This episode is brought to you by GoFundMe Giving Funds, the zero-fee donor-advised fund... Join the
GoFundMe community of over 200 million people and start saving money on your tax bill, all while
helping the causes that you care about most. Start your giving fund today at gofundme.com/lenny.

FRZERIE:

A& TTEH GoFundMe Giving Funds HE2, XB—REHANVBEERNESE (DAF) - MAREEL
21Z AHy GoFundMe #1 X, FATEME, ANEBERIONE L, SKME gofundme.com/lenny FBzhi&
BEE T,

[00:49:38] Matt MacInnis
English:

Here, look, history provides us with a clear guide. When you look at companies having hit it big, they hit
big pretty quick. It's very, very dangerous to be late to the party, it's very, very dangerous to be early to
the party... don't ask people for advice, ask people for relevant experience. If you ask them for advice,
they will always give it, but if you ask them for relevant experience, they rarely have any to offer, and if
they don't have any to offer, then don't ask for their advice.

FRCERIR:

&, AL THANTEMBIES. SIRUEBLEMANATN, SlTEERRMBELT . BOKXBRIEEER, @
NAXRBHEFBR - FEBALEREYN, BAABR “BXEE" . MRIFEREN, Al2524; BHR
fRgEAXEN, MIEEEAER. WRMITLEEXER, AR HBIIEEN.

[00:50:41] Matt Maclnnis
English:

My relevant experience on this topic of when to quit is like, | think we could have called it after the second
or third pivot, which was somewhere around year four... if you're year four, year five in your
entrepreneurship journey, and it's not just obviously a screaming rip-roaring growth story, it's
extraordinarily difficult... it can be really liberating when you're like, "Fuck it, I'm going to do this. | have
the energy. I'm going to do it again. I'm just going to do it with a clean sheet."

AR ERIE:



KT “ARF XMEE, RPEXERE: FIANEBSRHE=ZREE (pivot) EMAILURFT, KLY
REFNFEER - MRMFENLEITEN. FHF, WSELKERALAEH. BWMBITHIE K, BZEZHR
HORME - HIRRE “EftbEY, HER/H, RBEXEFR, REA—KARKLEHRAR" K, BHERTELE
IEE R,

[00:51:54] Matt Maclnnis
English:

| think this is a really fundamentally misunderstood dynamic. When founders message me and they're
like, "Hey, like my LinkedIn post and my tweet for this launch," | do it... But I think to myself, this is not
what this is about... because nobody cares about your company. Your launch doesn't matter. Big, fat, pull
the slingshot back, launches amount to the teeniest thimble of water in the ocean of noise about startups

and companies...
FRCERE:

BINARXB—IMRIRSMEIRBOEDT. HEBALBRATRN: B, BERNABEXSIE Y, HER
g BROER, XARZXRE - BARNKARMRHIATE RARENHAER. PHAKER. EBF

[00:52:56] Matt Maclnnis
English:

Well, if you recognize that the market is immutable, no amount of tweeting, LinkedIn posting, advertising
is going to change whether the market wants your product... You have to view your startup as running an
experiment in the universe to see what you get in return for that, and this analogy of drug discovery and
binding receptors is like nobody at Genentech thinks they can market their way to better performance
inside your body. The binding receptors for that drug, they exist or they don't... Fate has already decided

the outcome.

RS ERIF:

MRMREIREHTIIEATNTN, BBABZIHEX. SRS FH 5, L ERERIRERERN~m
RATIBIRNFI I AR B EREF HHHITIN—17LL, BEFEFIIMTALR. XMEAYHETN “Ea=@”

(binding receptors) BI2tL: Genentech WARZINAMITAI LUBR EHILAMEAGARINELT . ML
YMNEERERBELFTE, BEATEFE - HERERETER.

[00:54:32] Matt Maclnnis
English:

As an investor, you might build a checklist... Does it have this kind of founder? Is it a C Corp in Delaware?
... And these checklists are all about what? They're all about suppressing beta. They're about avoiding
avoidable mistakes... Jeff Lewis is an investor who has many angular views on things, and | think one of
his most enduring phrases is narrative violations. This idea that the common wisdom must be violated in
some way by every company that has an outsized success.

FROCERIR:

ERIRAE, RARESFI—NER QIR ASWHEE? BIERHRIEMEMBY C Corp 15?2 - XEFEEN
THA? RN TR Beta (K2)o N TBRETLUBERIITEIR - IREE Jeff Lewis WEWHRZINEGFHIN



%, MRLHN—MAN “NEEE (narrative violations) . BERE, B—RIRKBEAMIINAE, TEM
RE EEOIUEE iR,

[00:55:37] Matt Maclnnis
English:

So Notion, you can't replicate Notion's success as an entrepreneur... because you're not Ivan. You can't
replicate it because you're not Notion. You can't replicate it because it's not 2010 when they started the
company... These guys stuck with it. They went through hell. They pivoted. They went to Japan and sat in
kimonos and meditated on what they were going to build... | look at Notion as having succeeded by virtue
of the narrative violation of persistence...

FRCERIR:

Ff LA Notion IR IH @ A EHIHY - EAIRAZE Ivan (Notion BI88AN) . MREEEHIE, BAFERRE
Notion. fREZEHE, RAMERRE 2010 & PRLERWBRFT TR, K007 HIMRBIES, thi1dEE,
EHAFEMREBMITEZNZNA------FRIAS Notion BIRLINATH T “BE X—RNENEE (TAZHE
MTREFEEN, EXNMWIIZE) -

[00:56:55] Matt Maclnnis
English:

The takeaway lesson is that every company succeeds on the foundations of the idiosyncrasies of the
founder. The idiosyncrasies of the founder. Rippling succeeds for almost the polar opposite reasons that
Notion succeeds, but in both cases, the companies succeed on the idiosyncrasies of the founder.

FRCERIR:

ZOHIR: ERABENIMINEEILELIB AR (idiosyncrasies) 2 ko BB AR, Rippling BINREY
[REJLF S Notion &K, BEARMBERT, QBT EIE AR ME,

[00:58:27] Matt Maclnnis
English:

| was one of the first investors in Notion... | was one of the first investors in Zenefits, if you've heard of it... |
was, before | joined, one of the first investors in Rippling, and then more recently invested in... Here's a
funny one. | was one of the first investors in Deal, if you've heard of them. | was able to exit that position,
and then hopefully that company's going to zero with their criminal behavior, but whatever...

FROCERIR:

FE Notion WRHRR AR EZ —--- T ZE Zenefits WRIARZEZ—, WRIRIMIEIRE - FHINZE], FH
R Rippling WERHARZEE, &LEKT - XE— NGB, KE Deel R AEZ—. BREZBRHT
BNk, FEPBRLABDFAMIIMILETAMIEE, FIpEEE. .-

[00:59:00] Matt Maclnnis

English:



I'm in LangChain. Great. So those are some companies that you maybe have heard of, but how about |
invested in Macro... out of business. | invested in Debrief... out of business. | invested in Verb Data... out of
business. I'm reading from a list. | invested in... 70 companies according to this list where | track things
and most of them went to zero and all those founders were awesome... | love to give you names of
companies that don't exist anymore because it's self-serving and a horrible survivorship bias to just list
the good ones.

FROCERIR:

HIE® T LangChain, K#ET ., XEZBMARMEIN AT, BEWBET Macro-FHHAT, &
Debrief------@EIA T, #&id Verb Data----EiFA T, HIEMNEBEBRIFEE. RIEBFBRNICR, BRTAYT0RKLQF,
HhAXSMREIEAET, REFPLLBABIFEHE - BRERTEPLEEEREZENRERTFT, RARTIHRK
AR EMN, MESFETENEEERE.

[01:00:42] Lenny Rachitsky
English:

There's a topic around this area... this idea you talk about of compounding plus power law plus entropy
and how that's a really useful frame to think about business.

AR ERIE:

XABE—MER - ARKEINXTFEF. FE (power law) ML (entropy) BIRZE, URAHAXZER
EZBE LB — N IEEBERBIHES.

[01:01:47] Matt Maclnnis
English:

People tend to think that the world plays on a more linear relationship... but that is absolutely not the
case... if you build something to 80 or 90%, the Y axis is barely budged yet. You haven't hit the inflection
point in terms of reward, and so the implication of the power law more broadly is that people who are in
the top 10%, the top 5%, don't just get 10 or 20% more reward. They get 10X the reward or 100X the

reward. It's really dramatic.
R EIE:

MMFETF AN ERZLHE XA BERRENFEXF - NRIMERAHFMET 80% 5K 90%, Y4 ([E]
R®) EIRE/LFIEEE. MEZAEEIRNTR. BENEZEXE: &FF 10% Al 5% A, JFEIBRN
2% 10% 3¢ 20% WEIHHR, TE 10 FEZE 100 FHER. XIEZREIZL.

[01:02:20] Matt Maclnnis

English:

Entropy, the second law of thermodynamics is a very simple concept. It's the reason your sock drawer
becomes messy... shit tends toward disorder. The universe, | mean, life itself is a temporary victory

against entropy... The only antidote to entropy, the only antidote to decay in a system is energy. You got

to inject energy.

AR ERIE:



B, ANFE_ER, B—TEEEENME. ERIFARFHEZIANRR - -EMEREBRATERF. FH,
BEEEAE, HENTUBIERER - RAEFHUE. INRMBE—RAMERE, RUITUENEE.

[01:03:17] Matt Maclnnis
English:

So if you have a code base, every line of code that you add to that code base increases the entropy of that
system and demands ever more energy from human beings to go and intend to it to make sure it doesn't
break... Teams will, sadly, but because we are all human, teams will always optimize for local comfort
over company outcomes. Your job as an executive, as a leader, is to fight that entropy tooth and nail every
single day.

FRCERIR:

FRUAMNRIRE— T3 E, (RIEMBE—1THABRSIEMALRNE, FEALXRANESHNEEREFE, BR
EARSER - BROE, AARIMNBEAN, BIREEZMEAER “BHFE MARLBNER. (FA—F
SEMMFE, MOVIREREERb ot S XMEE}S.

[01:05:19] Matt Maclnnis
English:

The purest form of ambition and the purest and most intense source of energy in the business is the
founder CEO... every next concentric circle of management beyond the founder CEO has the potential to
be an order of magnitude drop off in intensity... it's not that you need to buffer people from the intensity
of the CEOQ, it's that you need to absolutely mirror that intensity. Your job is to preserve that intensity at
its highest possible level and let the buffering happen somewhere else.

FROCERIR:

e PR E O, RAKERRIINVEERRZLIWA CEO--- KEls5 A CEO @SN BRINE—REEE,
HBEHBE A T E— B8R - MAFEREATS CEO BEZER “FBHE” , RMEBLEITHIRER
(mirror) ABMIRE, RIVIRBRERXMEBERERSKT, HEPREFTHMBT,

[01:07:03] Lenny Rachitsky
English:

What does that look like to pass along that intensity? What does that feel like? What does that look like?
So say Parker comes to you, "This bug sucks. | got this broken screen." You cut off your finger. Maybe
that's the example.

FROCERIR:

R X MR ERAR M AFRY? REWR? FRRIEEFH? Lbi0 Parker BIRAR: “XPBug XI=T, R
BT ARMINET —IRFE, BIFrXmESFo

[01:07:21] Matt Maclnnis

English:



I'll give you concrete examples... Parker's icon in Slack is just, he uses the generic yellow... egg... Parker
Conrad is inviting you to a huddle... Parker Conrad is modeling personal intensity... "I want to talk about
this fucking problem right now and whatever you're doing, unless it's an interview, | want you to come
and have a conversation with me." That intensity is one place where it plays out.

FRCERIR:

A rrENBEsGF---- - Parker 7£ Slack LR LG RE— M EENER® - G&E- - YRR “Parker Conrad
BRI Huddle (BER1E)” B, MMREERTRDARE - “BMERBIRXMZIERRA, FEIRE
ta, BRIEMREM, BNIZZERERERKIK,” XFHaERSXEEIAY,

[01:08:13] Matt Maclnnis
English:

Every product team at Rippling... have public feedback channels. | am in there upside down on
everything | find when | use those products... It's about modeling the intensity publicly so that other
people can say, "Okay, this is how we do things around here," ... The reaction universally is like, "Ugh,
what a relief that | get to go be intense," because nobody in a position of leadership wants to be chill...
Chill doesn't accomplish shit. Be intense. Be good, be respectful, be intense. Don't be chill.

AR ERIE:

Rippling &N~ mEIAERE AR R BSE, HREAXLEFRLNAEN, RZEFBBEHEEmEN
Heo o XBAT AFRTXMEE, ILHMABRR: “FE, XMER(XENHELF" - AR R L&
BE. M, XBRT, RETAURAGRERET.” BNEE-—TATASMUNABZER “BR"
(chill) -+ BRRATKE. BEREFBE. BHMNMIA, BEEMA, BEREEE. TEHR.

[01:11:04] Matt Maclnnis
English:

Well, man, there's a whole other podcast episode on the concept of leverage. If you sell your time, you've
only got 24 hours a day to give, but if you can create a product that scales, the marginal cost of a unit of
that product is zero like software, it's going to be competitive, man. Sell your time, it's not going to be
super competitive, but achieve that level of leverage and it's a pretty efficient market.

AR ERIE:

kit, XF “4I#F" (leverage) MR EFIUBR—EEE., WRIRHENE, (R—KRHE 24 /)\8t; BN
RIREEQIE—N Y B~ m, HORRANE (Le), BRFZIFEH. HEREFZEBRES,
B—BEREFMAAKTE, HTIMEEFIFESH.

[01:11:49] Matt Maclnnis
English:

Fundamentally, the most selfish thing you can do is withhold feedback from someone. Who are you
optimizing for when you do that? ... you're optimizing for your own comfort and it's fundamentally
selfish... | demand feedback, and I give it... The part of this that has been interesting to me is that people
withhold, escalate... Customers don't want to escalate to me as an executive... but it's literally my job... to
find things, problems, and make them better.

FROCERIR:



MIRA B, (REEMBIRBMLNEBMENRARRRIT. MEXFQIENELL? - RERENBECHEE
B, XARBLEZEMH - HERRGE, HRBLETRE - ULEEFSEBNZE, AMEEFEELALR
Ho BERBABRABXNSERF - EFREEHLHEN], XIERHZHIIF

[01:13:09] Matt Maclnnis
English:

There's no greater gift to me as a product executive than receiving an escalation from a customer. We
have an escalations team at Rippling... people who are just particularly skilled at pistol whipping other
people in the company to get to real root causes... Escalations are a gift... the fact that | might already
know it is not a reason for you to withhold the gift of your feedback.

FRCERIR:

FRh—BFmes, ZETAREIREFPIREAREFHNILY T .. Rippling B—1N& IR FAKER -
X AFFIERER (pistol whipping) ABEMEMAEZTKEENRAERE (root causes) -+ Al B LR
=—iLY-- BMEREIREELNE T, XUARMFERERGERIER,

[01:14:53] Matt Maclnnis
English:

People look at Rippling from the outside, | think they think of us as payroll and HR... We see ourselves as
building the most successful business software platform in history... to free smart people to work on hard
problems... we really do believe that the core of every workflow... is who's doing stuff, who owns it, who's
accountable? And so the people record is a really important component of that.

FRCERIR:

SNRE Rippling, HJRERBRITRABMIT ALK HR A BRIV N E S E2ENRED S L REIAE LR
HEG - Bine “LEEBAMBIEDREE, ZARER . BMNB2ESMNIERNZOEE: HEEMSE? &
sR? WAESRM? B, “ARIER” (peoplerecord) REMIEE XEMAMIS .

[01:16:03] Matt Maclnnis
English:

Workday is terrible software. Everybody agrees on that. | think Workday agrees on that... So we're going
to do that. And we're successful because we deliver on that promise at the scale we're at today... We do
payroll, we do HCM, we do IT, we do spend. We are about to launch a new product in the category of
business intelligence and data management... And then you layer in Al on top of this... The Al can work

magic.
FR3ZERIE:

Workday R1RIZHHHE, ARBRBX—=, FHE Workday BESEE - FRUAKNEWMmMANZ. BHI1ZF
WAL, RRARMEERAET R TINEE - BT HE. ANEFEE (HCM). IT. ZTHEHE,
FA BT R AR REM IR BRI~ - AR LA EEN Al------Al FLEER)ISE &7

[01:17:55] Matt Maclnnis

English:



Yeah. People are going to vibe code their way to their payroll system, which | ... good luck to the

employees of those companies.
FRERIE:

2. AMiTEEE “FEIE" (vibe coding) WBEMINIWIAZRLS, HRREMALEATHNRIIFIEZT .

[01:18:18] Matt Maclnnis
English:

There's a really good quote... "There's two ways to make money in software, bundling and unbundling."
And you just got to get the timing right. So this is a period of bundling. So here's the problem; point
solutions don't have enough data in the age of Al to be useful. You got to be able to provide the Al with a
lot of context about a lot of data so it can do things. It can do joins. It can do correlations.

AR ERIE:

B85 ‘ERHTUREERMHAIN: @848 (bundling) M#FEE (unbundling).” R R FEEEIFES
Mo MEZMGPRIBSHE, BEAET: £ AR, BELRAE (point solutions) RHE B BHEIERLIZEE
Fo fREEN Al RIEXTFREHIENFE LT, EFREME, FREHITREAD,

[01:19:39] Matt Maclnnis
English:

The other thing that | would say about the world of... Al software is that point solutions in the Al world are
also in a rough spot for the same reason. It's like if you're selling the shovels like OpenAl and Google with
Gemini, you can make money. And if you own the mine, like Rippling, with the data, you can make money.

If you're somewhere in the middle... you're in a very difficult place from an economic standpoint.
FZERiE:

XFARFEARBENSZ—HER, Al TENESFRAEZELATRFNER. MRIRESETFH (Kb
OpenAl ¢ Google BJ Gemini) , fREEMRSR; MRIRHBET H (Lbi0 Rippling B HIE) , RtbAENRER. MRMR
QTFrhiEpthE - MEFRAERE, MEMERIFERME,

[01:21:09] Matt Maclnnis
English:

Saas software is a bit flipping. All Saa$S software applications are bit flippers... Changing values in your
database, that's what it does... One of Rippling's superpowers is we're a coin sorter. You dump $20,000 for
an employee in the top... and it figures out what goes to the government, what goes to health insurance...
Al is a new way to flip bits. Hopefully a way that abstracts us a little bit further from having to think
because our future is Wall-E. It's going to be great.

FROCERIR:
SaaS AR Lt “BELtets” (bitflipping) . FRAER SaaS MABHERELLIFENGEEE - MR HRIEE R
B, XMIEHNEEIIE - Rippling NBREANZ—RENE—" “BHoHN . MIE—TRIN2HET

‘L EaBHEHS DA, SLVAER Al REBRILEN—MEHAR. FEEILENHE—TM
BERHELE, FAFENBORKARZ (NBEABER) (Wall-E) EpvEF. BRREH.



[01:24:37] Matt Maclnnis
English:

One of the most important functions that | perform as an executive is the synthesis of ideas... | do turn to
Al, ChatGPT and Gemini... | write the essay for the Al and I'm like, "Look, this is the crisp idea | want to
communicate. Help me come up with pithy ways to articulate these things." And 80% of what it outputs is
trash... But it is a thought partner... They are not useful in coming up with the ideas themselves.

AR ERIE:

fEAEE, RREENREZ—MmE “BEANEHK" - HEKBIF Al, tb30 ChatGPT #1 Gemini-+-- K& A
AIBRHR, ARR: “E, XREFRBEENZOB[E, BRE—ERENAARTEXERS.” ERH
80% #MELIK - BER—TMREUH - ENMETELIEEETERTAA, EEHERASERER,

[01:26:34] Matt Maclnnis
English:

We've spent a lot of time talking about intensity and the grind... And I think if you listen to that in a
vacuum, it's very easy to believe that that intensity is soul crushing... which is that life is amazing. That
the fact that we all exist on this blue marble drifting through space and time... if you remember how
insignificant we are and all of this is, it brings this levity to what we do and to the work we put into
building this.

FRCERIR:

T RSB ERICBEMES - MRIRAMIIEITXLE, RESEFIXMBESHERXRMA - BFLE
YN, BRI FTTFXFEIENTHINEERIEG L MRFEFRNNX—IRZ AT EE,
EMSNIRFTHBEBEMAEZNE ISR —TERE,

[01:27:47] Matt Maclnnis
English:

Because Silicon Valley in 2025 is Florence and the Renaissance. It's crazy. The amount of creativity and
insane invention and progress that's happening for our species right now in this place is absolutely
unparalleled in all human history... Play the sport, play it with everything you've got, but never forget that
it's just a sport and that none of it matters.

FROCERIR:

EA 2025 FRERMEXZEHIRNHT LT XXRIET . EIMEELENENES. RIERAIAZL
#HY, EBRIMALAELENZLSELR - ESE5XTUzs), 20k, BXEFESEXRZ—FIE
&, X—IELEIBLEE.

[01:29:11] Lenny Rachitsky

English:

What are two or three books that you find yourself recommending most to other people?
R EE:

BENR=APBZ2RRAEEFRZH?



[01:29:16] Matt MacInnis
English:

One book is Conscious Business... Fred Kofman... effectively, it's a user manual for human beings...
Number two, Thinking in Systems, Donella Meadows... It is the best generic framework for thinking about
how systems work. And then the third is classic 1960s, The Effective Executive... The good shit is the stuff
that's been in print for 70 years, and that's one of them.

FRCERIR:

F—ARZE (BEEDI) (Conscious Business), fE& Fred Kofman------32fr E, ERAXMFERIRBES, £
A2 (R%ZXE) (Thinking in Systems), fE#& Donella Meadows - ERBERAEEARNREEHIE
. B=AZE 60 FHANEZH (FEERMNEIEE) (The Effective Executive) -+ BHIFMFARAEEABLELRR T
70 FREEIN S, XMBREPZ—

[01:31:03] Matt Maclnnis
English:

There's a new series called Heated Rivalry... It's about two hockey players. In Canada, rivals... who are just
heated rivals on the ice... but actually they're secretly in love with each other and they start hooking up.
And it's been labeled by the media as smutty but delightful.

FRCERIR:

B—EHREINY (BZURIRS) (Heated Rivalry) - HEIRM NIKIKIZEI R, EMEKR, 127k LBFER
Ko BRRF EMITEMEZENAHARAS, EHATNE “BResBRSAmKT -

[01:32:06] Matt Maclnnis
English:

My Fellow coffee maker. | love my Fellow coffee maker. It's got an interface that lets you set light, medium,
dark roast... Fellow is also a Rippling customer and that's a nice side effect...

AR ERIE:

R Fellow MHEHL, REFERM Fellow MU T . EHRETLULRLER. . TR Fellow R
Rippling B9, XE—MRABHIBIER -

[01:32:51] Matt MacInnis
English:

The motto comes from my dad who said, "Matt, nothing's ever so bad in life that it couldn't get worse."
And it's like we were going through some shit yesterday at work... And we had a good laugh and

continued to brace for whatever might come next.
FRZERiE:

BEREEEHKE, i “Matt, EFFLEFAZFEEIFCIREER” mEEXRENELFEFBER—
L= BAIAEK 17, ARBEESIDEZE TR,



[01:33:52] Matt Maclnnis
English:

Well, so first of all, it's not DJ, Lenny. It's radio personality. And yeah, | used to do the greatest hits of all
time with hits from the '60s, the '70s, the '80s, and a little bit of the '90s, 101.5 The Hawk. Yeah. You can
turn it on. It's very inauthentic, but it sounds good on the radio.

FROCERIR:

BJt, Lenny, BAM DI, A “BEFHFA" o 2HY, FKLIFITE 101.5 The Hawk BEEHTIH, &K 60,
70. 80 BZE 90 FHRIE, RAJLUTHWEHRIA, AMEZTIERRR, BEM BEMRRT.

[01:34:55] Lenny Rachitsky

English:

Is there something you want to plug, point people to, and how can listeners be useful to you?
R EE:

BHAMBERNSISAKKERND? IR BTN R R?

[01:35:13] Matt Maclnnis
English:

Look, my life is Rippling. | point people there... And the way that you can help me is that if you're a
customer, you got to tell me when you have problems, because that's how we get better. DM me on

Twitter @stanine. You can email me my last name at rippling.com.
R EIE:

&, HOWEZFEMRE Rippling. HEISARKIME - FREEIBNAFXE: NRAFREEF, BRE—TE
FIFH, EABERNTHTHAN. E Twitter EFAEIK @stanine, ELZBIMEEIFKEV K @rippling.com,

[01:35:27] Lenny Rachitsky
English:

Matt, thank you so much for being here. It's my pleasure. Thank you for having me, Lenny, and congrats
on all the success with this podcast. It's been great.

FROCERIR:

Matt, JFERBHIREER. XBFAVRE, PHEIREVEIE, Lenny, MBEIRAVERENISMLL AL, XEMNR
1%



