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(00:00:00) Meltem Kuran Berkowitz
English:

... early days, it's very important to just go back to the basics, build the skeleton before you put on the
makeup. So the first question | would ask is, do you have a website? Is it fast? Do the search engine knows
that it exists? Okay, great. The next step would be, can people find it? If they can't find it, do you need to
write content to make sure that people can find it? Only after all of those questions are answered, should
you then consider, do | have money? Can | put it behind some paid ads to make sure people come to my
website? You can't run a successful paid ads program if you have a website that's loading in four plus
seconds. So really going back to the basics and starting from a good experience at the core and then
expanding step-by-step from there.
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(00:00:47) Lenny
English:

Welcome to Lenny's Podcast where | interview world-class product leaders and growth experts to learn
from their hard won experiences building and growing today's most successful products. Today my guest
is Meltem Kuran Berkowitz. Meltem is head of growth at Deel, which is arguably the fastest growing SaaS
business of all time, possibly even faster than Ramp, which we delved into in a previous episode. They
went from $0 in revenue to a mind-boggling $300 million in revenue in three years, while also staying
EBITDA positive.

AR ERIE:
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(00:01:15) Lenny
English:

Meltem has led their growth team from the early days. And today leads all their growth efforts, including
paid ads, product marketing, content, community, brand and more. Before joining Deel, she was leading
marketing efforts at Bench Accounting. In our conversation, Meltem shares how Deel kick started growth
through low-cost growth channels like tapping into communities like Reddit and also content and SEO.
She also talks about how she evolved her thinking on growth investments as the company grew. She
shares a bunch of tactical advice for how to do SEO well, how to do paid ads well, and how to structure
your early growth team and prioritize your early investments. She also shares her experience building a
culture of speed and optimism and so much more. Enjoy this episode with Meltem Kuran Berkowitz after
a short word from our sponsors.

FRCERIR:
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(00:02:01) Lenny
English:

Today's episode is brought to you by Miro, an online collaborative whiteboard that's designed specifically
for teams like yours. The best way to see what Miro is all about and how it can help your team collaborate
better is not to listen to me talk about it, but to go check it out for yourself, go to miro.com/lenny. With
the help of the Miro team, | created a super cool Miro board with two of my own favorite templates, my
one pager template and my managing up template that you can plug and play and start using
immediately with your team. I've also embedded a handful of my favorite templates that other people
have published in the Miro-verse. When you get to the board, you can also leave suggestions for the
podcast, answer a question that | have for you, and generally just play around to get a sense of how it all
works.

AR ERIE:
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(00:02:44) Lenny
English:

Miro is a killer tool for brainstorming with your team, laying out your strategy, sharing user research
findings, capturing ideas, giving feedback on wireframes, and generally just collaborating with your
colleagues. | actually used Miro to collaborate with the Miro team on creating my own board, and it was
super fun and super easy. Go check it out at miro.com/lenny. That's M-I-R-O.com/lenny.

AR ERIE:

Miro 2— 1M EEHNIR, ERTEMKRNE. FIEHE. 2ZEAFARER. HBiEtIR. NREERMRKR
IR, URSEEHTEMINE. LFRLE, HFEM Miro 5 Miro FIAMERIE T B CHER, JI2EEER
BE&8, 1E miro.com/lenny HEME,

(00:03:10) Lenny
English:

Today's episode is brought to you by LMNT. | just recently discovered this stuff actually from another
podcast, and it is such sweet, salty goodness. LMNT is a tasty electrolyte drink mix with a science-backed
electrolyte ratio. And unlike most electrolyte drinks, there's no sugar, coloring, artificial ingredients,
gluten or any other BS. Getting enough electrolytes helps prevent and eliminate headaches, muscle
cramps, fatigue, sleeplessness, and other common symptoms of electrolyte deficiency. LMNT is the
exclusive hydration partner to Team USA Weightlifting and many other Olympic athletes. Also dozens of
NBA and NFL teams and players rely on LMNT to stay hydrated along with Navy SEAL teams, FBI sniper
teams and the Marines.

AR ERIE:
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(00:03:52) Lenny
English:

You can try LMNT totally risk-free. If you don't like it, you can share it with a salty friend and they'll give
you your money back no questions asked. To give it a shot, go to drinklmnt.com/lenny and you'll get a
free sample pack with any purchase, which includes one packet of every flavor. My favorite is Watermelon
Salt. You won't find this offer publicly available, so you have to head to drinklmnt.com/lenny to take
advantage of this offer. Stay salty.

FROCERIR:

RA ST BN EIH LMNT, MNREFRER, AIMBESZL— “EOK” MR, ilsX&HR
o BEZEMIE, iEAE drinklmnt.com/lenny, EEAIMIHESME— M EEFRE, SS8MOKN—)
R, RRENHVEBAMESK, INMBELIFRERLFEN, FRLURSBAZE drinklmnt.com/lenny F 8E=
2o RIFES (Staysalty).



(00:04:22) Lenny

English:

Meltem, thank you so much for being here, welcome to the podcast.
R EE:

Meltem, FEERSIRAER, VOLEREIFAIAIER,

(00:04:26) Meltem Kuran Berkowitz
English:

Thank you for having me, 1'm very excited to be here.
FRCEIE:

EHEREVEIE, REHEEREIXE,

(00:04:28) Lenny
English:

I'm more excited that you're here. So you're head of growth at Deel. For people that aren't familiar with
Deel, can you just give us a sense of what does Deel do briefly? And then also can you just share some
stats around the trajectory of Deel? It feels like it's been this extraordinary journey, and I'm curious just to
hear some of the stats of just how extraordinary.

FROCERIR:
RRIKENHE. RE Deel FUERAT Ao W TFHLARMAZE Deel WA, (REEEENTE—T Deel 2T ARING?

55h, BERNE—LXT Deel KRMTHIHIE? BIEXZ—RIFNBIRE, HEERIFEIRESZ AT

(00:04:46) Meltem Kuran Berkowitz
English:

Yeah, so Deel is payroll, HR, and compliance platform for global teams. So essentially we help companies
expand globally with tools like Deel HR, immigration, employer record hiring, independent contractor
hiring, payroll, both global and US. So whether you're trying to hire someone as a full-time employee in
Japan or you're trying to make sure your contractor in Germany has everything they need on day one, our
platform allows you to take care of everything all in one place.

FRZERIE:
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(00:05:13) Meltem Kuran Berkowitz

English:



And when | joined Deel, actually that was around July, 2020, we were less than a million dollars in ARR.
And then over time, within the first year on January, 2021, we were at $4 million ARR. We finished 2021
with 57 million. April '22, we were looking at a hundred million. And then we started off this year with
$295 million in ARR. And what we're particularly proud of is that we've been EBITDA positive. So that's
something that we are very, very proud of on top of the ARR growth.

FROCERIR:

IBTE 2020 £ 7 BEANNA Deel B9, HBIEAIN ARR (FELRKEMURN) EARE 100 HETt. MENIEHIH
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(00:05:48) Lenny
English:

Amazing. And you said that you were super early at Deel. Can you give us a sense of just how early and
what that was like?

FROCERIR:
AHEFTo RRIMREFMMANT Deels REELFNBR—TERESZE, HNEMHAFFHIG?

(00:05:54) Meltem Kuran Berkowitz
English:

| was the second hire to the marketing team, and | was | believe either employee 19 or 20 on the overall
Deel team.

RS ERIF:
RESHFANNE—BRAT, 121 Deel FIPAF, RWIZE2E 19KFE20ZRT,

(00:06:02) Lenny
English:

We had the head of product from Ramp on this podcast, and it feels like there's this little bit of which
company grew faster early on in the trajectory of the two, but we don't have to debate it. It feels like these
are maybe the two fastest growing Saa$S businesses in history. Does that sound about right?

FRZERIE:

FMZaEE Ramp W MABTARXNMER, BREXRMKXQADERRRBIT DEERKSEREG NG
B AEBNNFFBEFIEX D BEXMKAIRERNE LIS K&ERIMEK Saas ik IrECskxfng?

(00:06:16) Meltem Kuran Berkowitz
English:

That's true, yeah. So Ramp was the first one to be crowned the fastest growing, and then we took that
crown from them. So | think we're both right, in that at a certain point in time we've each been the fastest



growing. But they're amazing.
FEiE:

&fHo Ramp BF—THEMU “BRKER" FSHATE, ARFKNMBINFRFET XMER, FAAEESR
&R, AR MIENER, HSEH2ER&EIR, EMI1HIRE.

(00:06:34) Lenny
English:

What | want to start with is something that | heard about you, which is that you specialize in cheaper
growth channels, and that's actually the reason that Deel ended up hiring you, is they wanted to find
ways to grow cheaply. And so a couple of questions. One is just, what did you find worked really well from
that perspective at Deel? And then two, what are today's maybe cheaper growth channels that you think
people are under investing in? Whatever you're willing to share there, | don't know if you want to give

away all your secrets.

FRCERIR:
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(00:06:56) Meltem Kuran Berkowitz
English:

I'm happy to give away all and everything. So | think before we dive into the list of cheap channels, which
| will get to, it's very important to notice, especially in the B2B world, most of the businesses are started
because there's an active problem. And so when you go out to the market and try to answer people's
questions, people don't want to be sold to, they want their problem solved. So those cheaper channels
are often places where people are just trying to get an answer to their question. So whether that be
search engine optimization through the articles that you write for people, looking onto Reddit where
people are asking these questions in communities, forming partnerships with other groups that are trying
to answer these questions, existing communities where other business leaders are connecting with each
other and looking at their peers to find answers to shared problems that they're having, or places like
Quora. That's, when you think about cheap channels, that's a really good place to start, is just add value
to people, answer their questions.

AR ERIE:

BREEDEV]. FRNRRNTETIRZA, B—RIFEEE, K552 B2B M KSHISHIEED
RENFE—TRHFFEANRE, FrUSREATZHLERZANBREE, AMRERHEH, mi8ER
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(00:07:54) Meltem Kuran Berkowitz



English:

And when you answer their questions and present your solution, if it's a fit to what they're looking for,
that ends up being a cheap channel for you. You don't necessarily have to advertise, when you go to
Reddit and you set up those keywords to be tracking when people ask certain questions, you're not
paying any money to do that. You're just seeing, oh, someone has this question, | have the answer to that,
here you go. And connecting with them, it takes time. But early on, those were a lot of the things that we

invested in.
RS ERIE:
HREIE T AN REHRR T IRNERAA R, IRXEFFSMITNER, IBMRREME—ENRE,

RA—TEIBFT Fo SHRE Reddit IREXRIFAEER, WRANTARRIMFERDEN, RAFTEMHE. R
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(00:08:21) Meltem Kuran Berkowitz
English:

And | think a lot of people jump that because they think, "Oh, it's one person here, two people there." But
when you start helping people, that combined with word of mouth, and guess what, these are digital
places, you provide one answer and your answer lives out there for other people to repeatedly refine. As
long as we're not talking about a closed Slack community, maybe a conversation happening in DMs. So
when | think about cheap channels, | think about where are people asking the questions, that might be
Google or that might be Reddit or any other channel, and providing them the answers, so they know that

your solution exists.
FRCERE:

RISRZASEX—%, ARMIIGER: ‘B, X)LF—P A, BILABEDA" BHRFABRESIIAN, B
MEOREERE, MANST, XLEEHFTE, FRH—EFR, XITERNE—EHEFET, HEMARES
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(00:08:59) Lenny
English:

Okay, this is awesome. So this Reddit example is that, which you actually did, you set alerts for when
people have questions about HR hiring internationally | imagine, and then had someone go in there and

give them some advice?
FRCEIE:

KiET o FRLABR Reddit BYBIF LR IREPRREY: (RRETIREE, HBEARXTEPR HR BEIEHVRER, (R
IRA BRG] —EEEIN?

(00:09:10) Meltem Kuran Berkowitz
English:

Yes, exactly that's what we did.



FRSCERIE:
=1, XESEKIFHA.

(00:09:12) Lenny
English:

Wow, | love that.

R EE:

B, HRERXT.

(00:09:12) Meltem Kuran Berkowitz
English:

It's important to notice that if you're looking at a subreddit of about a thousand people, recognize the
upper size of this audience, you're not going to win 5,000 businesses through that Reddit community, but
you're maybe going to win 10% of the people there that are having this problem. So it's very important
when investing in these cheap channels to focus on what's the upper limit of the audience size.

AR ERIE:

FEAENE, MRMXENZ—NALE 1000 ABWFHRIR (subreddit), BRIREIXNRARB LR, RAFA]
REEE AR Reddit XA 5000 Rk, BIREJEESRMISHRE 10% BXMEEBIA. PR, 7ERAXLEREN
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(00:09:36) Meltem Kuran Berkowitz
English:

And also | see a lot of people sometimes go blindly into SEO. They're like, "We're just going to write
content,” which I'm a huge fan of SEO, happy to discuss that later, but if people aren't asking this
question to Google, you can write all the content you want, it doesn't matter, nobody's going to find it.

FRCERIR:

MEFLEFRSZSAGSEMEM SE0. IZIR: “HNIRABERABTMITT . FE SEOHIEBLML, HER
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(00:09:52) Lenny
English:

| love this so much, because it connects with something | find again and again, is one of the more
effective early growth channels is tapping into an existing community and piggybacking off of what
they've already built. Airbnb is a little bit of an example where they went to Craigslist. Actually most
people pull people off Craigslist, Uber pull people off Craigslist, Lyft, so many companies just
piggybacked off Craigslist and built up their own company.

FROCERIR:



HEEERNX—R, BNERETERELZMHN— 1 IE: FEXNRIEKREZ —MEESRIEHK, #
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(00:10:13) Lenny
English:

But what you said is so important, which is you can't just go into a community and be like, "Hey,
everyone, check out what I've got." You need to add value to people and add value to the community,

otherwise no one's going to pay attention to you, they're going to kick you out.
R EIE:

BIRRNVIFEER: MARERMH— MR TR, AXREFXET A" FREAANEHRNE, HHX
RIENE, SNRASER, MISIBIRBHE.

(00:10:25) Meltem Kuran Berkowitz
English:

Exactly.

FASZEIE:

R o

(00:10:25) Lenny
English:

And so | think that is a really important insight is if you're trying to say piggyback off of a community, the
most important thing is you need to add value to the community.

AR ENIE:
FAIURINAXZ— N EEEENFER: NRMMEEE— X, REENFBERMSTNIZTX SIENE,

(00:10:34) Meltem Kuran Berkowitz
English:

Yeah, be someone people actually want to talk to.
R EE:

B0, BM—AMNEEESZ33%A.

(00:10:37) Lenny
English:

| love that. Is there a tool that you found for that Reddit strategy of just how to know if someone's talking
about hiring say internationally?



FRSCERIE:
KHET . EFIBA Reddit ., BREHLATETLGHIEEZEE AEITCHNEFFIZEE?

(00:10:45) Meltem Kuran Berkowitz
English:

| did a very janky assistant setup, I'm not proud of it, but it works. Someone else out there built it and |
just plugged in the keywords we were looking for into it.

FROCERIR:

HRT T EEREEBNBFRE, BATEABAL, BRER. RAIAFLREN, ZRRARERINEHRBXER
HT#HE,

(00:10:57) Lenny
English:

| know it wasn't just Reddit, and I'm curious what else you found was worth your time, but how did you

figure out that's where your potential community and potential users were spending time?

AR ERIE:

FAEARRZ Reddit, HRBAERELIIILEM S ERRANNE, EIRZWNEHERSIREVEEALXIEE
FA P BREERIM T HY?

(00:11:06) Meltem Kuran Berkowitz
English:

Well, I think over time Reddit became the place that you go to when you want peer answers, whether that
peer is someone right next to you or someone halfway across the world. So it was a very obvious place for
me to go to understand, what's top of mind for my audience? But also there are so many subreddits,
whether it's founders or HR managers, that people are just asking their community. Because oftentimes
they have very specific questions. You can't just ask that to Google because they have one thing that
means that they might not be able to qualify for the exact solution that is what's most used out there. So
Reddit just became the place over the years for people to ask their specific questions semi-anonymously
and get answers from their community, and multiple answers to be able to judge which works better

versus didn't. So it was one of the first places that myself and my team went to.
FRZERiE:

1d, FIANBEERERHER, Reddit BT REF KENTERMPEEZ M, TR ITEITREMRELEREF
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(00:11:58) Lenny



English:

And is this something that worked really well, mostly at the beginning to kickstart growth or how early
was this? And then how much of your growth would you say came from this sort of strategy early on?

FRSCERIE:
XM AR EEEVIBEIEKNIEEENG? PBEZEMNIHE? (MEERE S/ MEKERE T XMEHER?

(00:12:07) Meltem Kuran Berkowitz
English:

| believe | set up that little keyword tracking within the first day of me starting my role at Deel. So it was
very, very early. And we still do this by the way. We still provide answers across Reddit, Quora
communities. We're still out there connecting with people. Over time, of course, it went from maybe
being 15% of our funnel to less than 5% of our funnel because the rest of our funnel has grown a lot. But
the next number of people that we get to share our solution with through those channels have continued
to grow over time.

AR ERIE:

FHICFERNR Deel NE—RMIKE T AN XBIFIER. FIARIEE. IFFERH IRER—T, FH(IMWEEE
X E. FKAMLATE Reddit. Quora HHKIRME S, MANNLATEINES AMTRILEKR, LA, HENERHE
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(00:12:43) Lenny
English:

Coming back to something | asked that | want to touch on is, in today's world are there any cheaper
growth channels that you are excited about? Or is it essentially the same idea? Look for where your
potential users are and ideally asking questions that you could help answer? Is that roughly how you
think about it still?

FROCERIR:

EEFRZATRNI—NEE: EFHSHR, ERAMEILRRINENRMEKRE? ERRAR LEZER
HHBER: IWEBETARRENMS, RIFEMINERRAMAEUFECEZMTS? (RIEABEEX AR
ng?

(00:12:58) Meltem Kuran Berkowitz
English:

That is still roughly how I think about it. | would add social channels to that as well. | think Twitter's a
great place, people ask questions oftentimes, so there are communities. And when someone has
answered that question, other people piggyback off of that. But anywhere where someone is asking a
question, | would consider to fall into this category of a cheap channel.

AR ERIE:

ABEBXE, RERBHIZRELMEE, FIAN Twitter NP5, AMIERERE, BEERSHX, H
BEARETERMNAE, HttASELXE 22, EAEARRMTS, HEHANBTFRNMFEX—%K,



(00:13:17) Lenny
English:

What's an example of answering a question in a value-add way versus a maybe less effective way in your

experience?
FRERIE:
RIBIRAVEZEE, LI “WEINNE" NAREZFEEMU “FXER WAREERE, 252+ AaFrfl+?

(00:13:25) Meltem Kuran Berkowitz
English:

| would say the least effective way would be, "Hey, we've solved that problem, check out our website."
Okay, cool, if you have five seconds, do that. But the value-add way would be explaining what the
solution to that problem is. Because the reality is there are a lot of people out there who can probably
solve this, and then providing your solution, but answer their question first, and then let them decide if
they want to come with you or go with someone else. But the whole point of someone asking a question
isn't to be sold a solution. It's like, "I just need an answer." So genuinely treat this person like a friend of
yours, answer their question, be like, "Yes, it's doable. No, it's not doable. Yes, you can do it, but you need
to consider X, Y, Z. If you want to learn more about it, you can chat with us."

FRCERIR:

SPRRLEHHANZE: TR, FNBRTHBNNE, ZEEFRNOMNIEL.” 78, WNRMRIBEDH,
EAF. EEMMENS AR ERNRENFRAREZ T 4. RARLFRITERRSEMABREFRZ 0
Ao FEEMIIRRE, ARREMNGR, LB SREREMEREFA. FIARBNTIRIZNT K
HHEAR, ME "BRFE-EFE" . I, BOERMEXTASRMBAK, BEIZEMII80RE, thil:

‘BRI, XAI1T. A, 1X7FEJ110 T8, REILUY, BIREEZEX. Y. Z, IRFETHRES, aJME]
Hypegp,”

(00:14:04) Lenny

English:

And these were people on the team or you answering these questions, it wasn't some automated system?
R EE:

XERHE AR RBIRE AL R, MAREMBEURS?

(00:14:09) Meltem Kuran Berkowitz
English:

It was never automated. It still isn't today. We would never automate our interactions with people. So
early days, it was myself, the other people on my team, our co-founders, which to this day they still do by
the way. So it's a lot of people on the team. Every single person on the team has access to these. And
whoever is the first person to jump in will flag it. And sometimes you'll see on a Twitter, someone will
write a question, there's three people from Deel team has answered. We're like, "Okay, | think enough of

us have provided value here."



AR ERIE:

MERARZ B, SRERR. RITKZFA=BIUSANER, RHRERHEC. AMNENEMA, TFK
MEEX G eI A —IRER—T, MNESEERXHE. FIUENREERZAZS. BARENE—TAEE
BRIARIXLE, EE—PBHEEREMRRFE—T. BIRRFERE Twitter £, AR T AR, Deel FRA
B=ZPABRIET. HilaiR: “FE, RESHIEHNNMEEZBZT.”

(00:14:41) Lenny

English:

That's amazing. And I'm spending a lot of time on this, but this is such an interesting and important tactic
that clearly worked to help you all start and it's cheap. And most, at least B2B, companies could probably
leverage this. So when people are thinking about where to go, maybe do this, you mentioned Twitter,

maybe Reddit, maybe Quora. Is there anything else, just like the sphere of potential places founders can
go think about whether maybe people are asking questions they could answer there?

FROCERIR:

AET, BAREXLERTALHE, EXR—TIFEEBEEENHSA, BERACHEMRMNBMTEK, M
BRARIK. KEHATE, EVZE BB ATE, AJEHAUFMARX—R. FIUHAMNEEEZMEMXGE, R
1227 Twitter. Reddit. Quora, EHHEMBERNMSIL? SIBATTUERE ARSI ERR?

(00:15:06) Meltem Kuran Berkowitz
English:

Yeah, there are a lot of closed communities, so there are still ... they could be Slack communities, Discord,
places that founders choose to connect with other founders. Or we have partnerships with places like the
Y Combinator, where once you go through a certain program or you qualify to be in the club, whatever
that club may be, you get to get access to this community where you can talk to other people. So those
are considered closed communities. It's not as easy to gain access to. But if you can find a way to gain
access to those communities, they're also great places to be.

AR ERIE:

B/, BREZHAMK, i Slack #tX. Discord, XLEZEIIAANEEFESHMOIBABRRNMS, HERITS
Y Combinator FIMEG1E, —BIREL TR MIERBEZBRHANED “BEEH" , FMEHFAXTMMIXSH
ftBARR. XERINAREAMLK, ENIMRRE. BINRIFEREHANXLEHXEGE, ENBRIFEERN
#75o

(00:15:37) Lenny

English:

And then step number one is add value, right?
R EIE:

AEBE—TRENNE, XE?

(00:15:40) Meltem Kuran Berkowitz



English:

Yes.

(00:15:40) Lenny

English:

You can't just get in the community, "Hey, check out Deel everyone."
FpERIE:

R —HA X : TR, ARIRFEEF Deels”

(00:15:42) Meltem Kuran Berkowitz

English:

Otherwise you'll just get kicked out. You can try not adding value, you're not going to last very long.
R EE:

BUIREWBEERN, (R USHARENE, BIRERT S0

(00:15:47) Lenny
English:

Yeah. If you think about the pie chart of how growth happened at Deel early on and then today, what
would that roughly look like? What percentage of early growth came through this versus SEO or whatever
else worked, and then today? Whatever you can share of where growth comes from.

FRCERIR:

EHY WR(REIE—T Deel RHIMMARNE KM HE, RBZEHARTF? RHEREZVHFIREXMT
i, XLt SEO SREMBRFE? NAXZEHN? RERMEBEDZHERKFKIREH L

(00:16:03) Meltem Kuran Berkowitz
English:

Today, roughly about I would say 50% of our growth continues to come from what we would consider
non-paid channels, through whether it be partnerships, SEO, these kinds of moderations. So early on that
was more close to 80% to 90%. But that number has grown. Again, the net number has grown, but the
percentage of the overall value has shrunk because other channels have also grown significantly.

FRCERIR:

SR, BRIHAKL 50% G KIMARBFZNTANNITERE, SESIEKFXRFR. SEO BURXEHKER),
PHAIXNELBIE IR 80% 2 90%, EX T (AxHE) RFEEKN. BXREE, #ERALENT, B8
MENEDSE)NT, BAHMREHERFIFEEES,



(00:16:29) Lenny
English:

Awesome. Okay. So let's talk about SEO. First of all, how important has that been to the success and
growth of Deel? And then also just what have you learned about what is important to get SEO right?

FROCERIR:

KIET . 4, BB SEO, Bk, SEO X Deel WRIHAIE KB ZEE? HR, XTFIUAMEF SEO, RF
BT RER?

(00:16:40) Meltem Kuran Berkowitz
English:

Yeah. So | would say for SEO, the biggest mistake people make is they will just shove keywords. They're
like, "Okay, these are the keywords people are searching for, | need to make sure | mention it five times."
Obviously do that, make sure that the content that you wrote answers the question. But the main thing to
think about it is, is the Google search over? If someone reads your content, if they typed in something to
Google, and then they read the article that you've published, are they going back to Google to continue
reading more or is the Google search over? Because ultimately that's what the search engines care about

is, | want to make sure this person gets their answer quickest way possible.

FRERIE:

§¥8Y, XTF SEO, FIANAMVEHEARFIRMEHHXEIE, MwISE: “FE, XERAERERNXE
W, RERERRIIRR” SRABREIXREE, BERFRIENARTLEETRF. SZO0N—RZ: Google #

RERTIE? NRBEATE Google IATAR, AERTIMABHINE, tiIER=MEE Google HEHER, T=
REMMERT? EARERRIIEXRONZE: RERBRXMAURROARFEER,

(00:17:16) Meltem Kuran Berkowitz
English:

So when you think from that perspective, it's much easier to actually write things that people want to
read, and you're not just meandering and going on and on, shoving a bunch of keywords that people are
just like, "I'm bored, I'm bouncing, I'm going somewhere else."

FRCERIR:

FRUSRME N AERERN, MEASEHAMNBEERENARA, MASELARMAAL, HER)—H AR
T “FEW, REXENEEIL" BIXEIE

(00:17:30) Meltem Kuran Berkowitz
English:

So asking that question of, is the search over is a really good place to start, instead of just shoving
keywords. And our content team is amazing. | would say they're more of an operational team than they
are a creative team. The way they run things, the way they publish the articles, there's a very clear
framework that is used to decide what gets published when and what doesn't get published by the same
token. So all of those things are very important to consider, instead of just being like, "Oh, this keyword
has 10,000 monthly visitors, I'm just going to write a bunch of things about that."



AR ERIE:

FRLL, B “BRERTH XPMRFER—MRENER, MARNIOERXRER. KMNHNABTHNIFE L
&, HRRMITEGE—NEERN, MAREIEEN. WISENAX. KEXENAR, BE-IEEE
MIEVHESE, ARREMARBEREGTA, UNKAFERN —FLHt 4. FIEXEAZMIFEEE, MAE
8. ‘B, XTXBIEASAE 1 AT, HHMBEES REXA.”

(00:18:02) Lenny

English:

What's an example of a page that you wrote that ends people search and gives them what they need?
FRCEIE:

BERBEENMIF, M—TIRBZRIFERY, seBREARIERHRMMIIFARENRA?

(00:18:07) Meltem Kuran Berkowitz
English:

A lot of people wonder what an EOR is because that's an employer of record. They tend to be confused
about exactly what that is. So we do very well in explaining to people what EOR is and isn't and what its
limitations are. Because the first question that you will have after the EOR question's answered is, okay,
what's the downside? When do | need to not use it? So for us, that's one of the content pieces that does

very well.
R EiE:

REANBHEMFARZ EOR (Employer of Record, BXEXE). MINEFENXEIRZHAREIER, FrLAFK(E
EAERT AR EOR. +ATRZ EOR UNERNBMRELEMFIFELF. ENTE EORNRARFEIRIEG, R
EERERN) B, RREAA? FARERIANEFERE? FTUNZKIFKR, XRRIFEZLEHRETZ

o

(00:18:32) Lenny
English:

I'd love to spend more time on this operational element of the SEO team. Maybe one question is just what
is that bar that tells you that it's ready to publish and worth going out versus it's not ready?

FRSCERIE:
KRBE S A EHE SEO AKX MEEEE, hiF—NRFEE: RS “ESFAXHEERAXHE 5
ERERT WIRERHTA?

(00:18:42) Meltem Kuran Berkowitz
English:

Yes. So | can't take credit to this, this is all of our team's work. But we have this framework that we call the
traffic light system. Essentially we go, whenever the team is going to do a content series, they will go and
find up to 700 keywords. These are keywords that are related to what we do. So they might be closely
related, they might be distant related. And then those set of keywords get ranked by highest volume to



the lowest volume. So then you have an Excel sheet, keywords on the left, volume on the right. And then
you go one by one. This does take time. And then say, what is the intent of someone searching this
keyword?

AR ERIE:

8. BAEIENFATES, XBEERNBEMNIE. HKINE—MER, Hzh “ARKITRK . BEXL,
FUHAAEM—PIABRTIN, MISEHKZIE 700 MEEH, XLEBSHNUISEXNXER, EIER
HEXH, tWATRERIENEEXN, ARG, XEXBEARIREREMSIRRF. XEFHMER T — Excel R1E,
IR XEE, FURERE. ARMT—1N—1NED. XHLFENE, ARG EABRRXMXBANE
(intent) BA4?

(00:19:22) Meltem Kuran Berkowitz
English:

Is this a university student looking to write an article and they're never going to become our customer? Or
is this someone that is actually looking to solve their existing solution and they are going to become our
customer? So with that, you get the green light ones, which is the intent is very high, this person wants
our solution. The yellow light is intent, could be they are a 50:50, maybe they're looking to buy our
solution, maybe it's not soon enough. And then the red is, this person is not looking to buy our solution,
they're just doing this search for any other reason. So when you do that, then you go from the greens,
highest volume to the lowest volume, yellows, highest volume to the lowest volume, and oftentimes you
never get to the reds.

FRCERIR:

XB—MAGIEX. KEARERARENBFFNAFERD? EE—MEEEBRRMBEA. BREARNEFAN
A? BT, (RERFE “GIT” XEiE, IEEFES, IPARERITNERLGR. "B ERE—F—
+, WIFMIEE, EXRLEEHR, M 4O NE, XPTAREREZRNNSE, WIMERIAZHTHEM
RE. HfREMXEE, MMNRITHERERSHNARE, —HIKRK, ARRHELT, EBFREFFEE
BT R B2,

(00:20:03) Lenny
English:

| love that. And then once you have say a keyword, say a green, | guess, it's a green keyword where it's
high intent and high volume, what is the process to actually put together an article that works for SEO?

FR3CEl

iF
BERXD. —BRHBET —1MX§IE, thil—1 “@i]”7 Xi#iE, EESERREKR, BALMRET—RH
A SEO BRMINENIIZEEH?

(00:20:16) Meltem Kuran Berkowitz
English:

So step one is understanding the search intent. Why is someone typing that? What are they trying to
understand? And a part of that is going to Google and figuring out, what is Google servicing today? So one
of the examples that | always give people of when you type EOR into Google, it doesn't give you employer



of record, it gives you enhanced oil recovery, because most of the people typing EOR to Google is looking
for that solution.

AR ERIE:

E—SZEBEREE, ATABABARNE? B THRAA? BEP—H2ITERE Google FFE,
Google BRIIRMHZRHALER? HEBEN—MIFZ, SR Google N EOR BY, ELIRIIRE “BXE
F” (Employer of Record) , ME “REAMEUZE" (Enhanced Oil Recovery), EAAKZETE Google L
EOR R ARRIZAR N5 5o

(00:20:43) Meltem Kuran Berkowitz
English:

Now, if my team blindly went in and said, "We're going to rank for EOR," we're never going to rank for that
because that's not what Google gives people because that's not what people have been looking for. So
first is understanding, what are people looking for? And creating a content piece that answers those
questions. Oftentimes the bottom part of Google where it says, the next questions that you should be
asking is a really good place to go to understand, okay, after someone's done with this search, what's the
next question that they ask? And the next one and the next one.

FRSCERIF:
MBHRVENE B PHER “BITESF EORMHRZ” , HIVKEHARLEE, BAETRZ Google 45 AI1MLE
R, BRBAN—EEEZNER. FIUEEEIER: MIEHRHA? AR EF—RREXENIANXE, BF

Google R&EBERE “MBXRIER" B “AIEZR" BT BELNFENGFHTT: ERATHXRERG, ®I1T
— M RETA? BF—1E?

(00:21:11) Meltem Kuran Berkowitz
English:

So figuring out what do people want to get out of this? And then there are a myriad of SEO solutions tools
that you can use out there to ensure that the content you've written is in a simple enough language that
someone with a fifth grade reading level can understand. That you actually did the right things, you put
the right keywords in the right places. | almost think of keywords as like, that's your address, that's how
you give Google, please send people my way. So you can use many tools.

FRCERIR:

FRAEFRRANBMRFEIF 4. A, HTELERS SEO TARLBRIRENATES EBESE, iLAS
FERFBKFHABRER. BRI T, BERNXBIERE T ERBOMUE. RLFHEXBIAEERM
By “Hnt” , B ESER Google: “BIEASIFIFHEXER.” RAIUERARZIA,

(00:21:38) Meltem Kuran Berkowitz
English:

We use Clearscope, we love it. So those are the tools that you use. And then it gets published. And
oftentimes those tools will give you a score to say you're an A plus or you're a C minus, you need to make
your language less sophisticated, currently it's at university level and we need it to be at fourth grade
reading level.

FROCERIR:



HAGER Clearscope, FHBERE, KLEMBIEANTR. ABAB LA, BEXLETARAIR— TS,
BHRR A+ BER C, (RETRBILESFRARE —HMBRNEATKT, MRNEBCKHLERAIAK

(00:21:55) Lenny
English:

What is the structure of the content team at this point, how many people is it, and what are their rough
focuses?

FRSCERIE:
BHHIANBE NS 2 /EREN? BZ0A? ITNARESEMA?

(00:22:00) Meltem Kuran Berkowitz
English:

Fun fact about our content team, the person that leads it was one of the earliest employees at Deel, |
want to say number two or three. So the person there is just so special to our entire company. And so the
structure of the content team for us is, it is led by our director of content. We have one person that is in
charge of all of the operations. So that is working with our freelancers, making sure that the briefs are
sent out, making sure that the fact checking is done on time, that the articles are published on the

website, and tracking and everything, they run the machinery on the backend.

AR ERIE:

XFBITABHMN—NBE: ASXNEPAIARZ Deel REMRTZ—, BRHEE 2HXEISHT. Al
BEARENENABFRIRIERE R 5. KMNABTEANNEDE: ARATLSRIAF. RNNE—BATMEETEN
AR, ARS5BEHRIESTE, BRADSFEER, BRIZNTRELLE, BRXELHBENG L, HAR
BEEFE LE— I ETE GRS,

(00:22:33) Meltem Kuran Berkowitz
English:

And then we have different people focused on different areas of content because you need to have
expertise that you build over time to write properly. So we have one person looking after certain product
lines, another person would be focusing on [inaudible 00:22:46] behind different product lines. And very
recently we've set out a team for different types of content because content isn't just written article, it's
also video, it's also education. There's a lot of different types of content that we want to tap into. So now
there's a team that is focused on those new mediums for us.

FRZERIE:

BRERMNEBFRANAZTETAENARTIR, RATEERENENHEBRILT VAR €SS T . UK
ﬂ]ﬁ BAGATRESRL, F—RARTETFFARFREEENAT. &iI, HLERILT - HXARRE
KERBTWE, BARBTUNEXE, TERM. BERS. BREFEERENABTHITBEERE. Frd
WMAEB—THE A TXERET.

(00:23:04) Lenny



English:

How many people total full-time that run this operation?

FRsCERE
SHEZDERARTEBTXMER?

(00:23:08) Meltem Kuran Berkowitz
English:

Right now the team is about eight people total.
R EE:

BHRIBMEPAKRLE I\ Ao

(00:23:11) Lenny
English:

And it's like, | don't know if it's exactly 50% of it, something like half of your growth essentially is coming

from this team?
RS ERIE:
FrLL, BAHERSTIEWFE 50%, BREAKHRIIEKN—FEAZRFKEXTEPA?

(00:23:17) Meltem Kuran Berkowitz
English:

Yes.

FSCEiE:

=0

(00:23:18) Lenny
English:

Is there anything else you found that it's really important or effective for thinking about making SEO
work?

FROCERIR:
KFUWAIL SEO =3, MIERMBMEFEEEHERNEE R3?

(00:23:23) Meltem Kuran Berkowitz
English:

The biggest mistake people make is SEO is one of those things that, you can try and automate it, you can
do a lot of things that save you time, but it never stops being time-consuming. And to do it well, it is going



to be time-consuming. So oftentimes people just get over it or they think it's below them to be going over
and doing keyword research and doing all of those things one by one. And that's oftentimes where
people lose out is they try to cut corners. And when you cut corners, you just don't create a good quality
resource. That's what it comes down to. It's like, is your resource good quality? Yes or no?

FRCERIR:
MPEHRAEIRZ: SEO XME, RAURKBE, AIUBRSTENEINSE, EEKIEHESHENHN, &
re, BAEENE. FILLBEEAIZRERM, RERFFEEMRBRAAR. — M- TREXLEEF

“ENT o XEFMBAMNKME S —MIIAEERER. MAMERERE, MRLTEELSHENE
o JARLRME: MORRREFT? BERTE?

(00:23:55) Meltem Kuran Berkowitz
English:

So when you try to just be like, | want to rank and cut all those corners, your content is not going to be
great. Nobody's going to want to read it. And your program is not going to go anywhere. So | think it's one
of those things that people as they become more senior think it's below them. And I think that's the
biggest mistake.

FRSCERIF:
FRA SR8 “BRBHRZ” HERBRERN, MURABTFERT. ZRABRE, FNIMBtUR2EEAHE,
FKINAXZIHEEE AMIERLR, 208 “FBTH WER. RNABEEANHEIR,

(00:24:11) Lenny
English:

It's interesting, and that's exactly the same advice for writing a newsletter, the thing | do. Where if a
newsletter isn't working, it usually means the content isn't valuable enough to people. It's such a clear
meritocracy of, if it's useful, people will read it, subscribe, share. And if they're not, they won't subscribe.
And then Google basically figures that out based on people's behavior.

AR ERIE:

RE®, XMETS newsletter (IFFEEIF) BB INTEE—HF. NR—% newsletter FEZ/EH, BEEKREARNR
FHAMIKIARBENE. X— N EEEMNBREERR: MREEA, AMIFRSEE. iTH. 2. N8
%R, MM ARITIE. M Google EA& L2 RIBANINITARAIMIX— =8,

(00:24:30) Meltem Kuran Berkowitz
English:

Yes, exactly.

FASZERIE:

2H, =i

(00:24:31) Lenny

English:



To give people a sense of the operation, how many articles are you putting out a month, a day, a week,

whatever you can share there?
R EIE:
ATURRHNRZNMEEREE ML, FI—MA. —RF—AAHZIVEXE?

(00:24:38) Meltem Kuran Berkowitz
English:

We used to put out about 10 articles a week, that's net new. Whereas now we are doing more of five new
articles and five article updates. Because the type of content we write, regulations change, things change
all the time, so we need to make sure that even if something was published two years ago, it's up-to-date.
So we have a team that is responsible for continuously fact checking. So we do about five article updates
and five net new articles written. And of course we do it across many different languages. So what started
off as English only operations is now in other languages as well. So there's no shortage of work to go
around.

FRCERIR:

HNIEBRARHAY 10 RAREIXE, MUARNEZEM 5 RIXEN 5 RIEXEH. BAKNEHIRE
WREMEW, BR—EEZE, FURNFTERREERENAHBHINELERNTN. KNNE—TERED]
ATHREMNFELZE, FTURNANM 5 BREFRM 5 RAFXE, S, HIMNBUSHESHITHN. KIRE
RIEZE, WEHERETHEMES. FIUTFEFEK.

(00:25:15) Lenny
English:

Something that | go back and forth on a bit is, if SEO is something every company should be doing and
will work for them? And in my experience, there's certain products that are really good for SEO, especially
if there's user generated content or there's just a bunch of data like say Yelp or Glassdoor, where they can
generate tons of pages in all these different ways. Do you have an opinion on what sort of business and
company is best suited for SEO? Or is your feeling everyone should probably be doing SEO in some form?
And even if it's not a huge part of your growth strategy, it'll help.

AR ERIE:

R—HEERZ . SEO BERERRAHNZMBAHSZRNER? REXNZE, EEFniEEES
SEO, FABMRBEAFPERAE (UGC) SHEBAEHIE, tbil Yelp F Glassdoor, EfJATLIBIEMHA R
ERBETTE. RATAENLSMATRESM SEO BHAFEERS? ERMFRREE N AZRIZ AR M
SEO? EMEEARRIEKABRNERAME D, LRBFIFER,

(00:25:47) Meltem Kuran Berkowitz
English:

| don't think everybody should be doing SEO. | think if you are in a space where people are looking for a
solution, you should be doing SEO. But if you are a direct to consumer company selling people lipstick,
which I'm a huge buyer of, you probably shouldn't invest in SEO all that much because people don't go to
Google for that. They go to Instagram, they go to influencers. And even if someone types in the best
lipstick of 2023, chances of your website ranking, because you're not a third party objective comparing to



other people, is very low. So it really depends on the solution. But if you are in a space which most B2B
products tend to be, that you're solving an active problem very specifically, then | would say SEO is a
good idea. If you're a consumer good, maybe a little bit less effort should be put towards it.

AR ERIE:

ERINAE N ABRZM SEO. FIANMRIRETF — N ANEFE TR RIS, REZiZH SEO, BINER
FR—XREZEAEAHEEE (DTC) MNAF, EMROI (RROOMNAEIR), RAIBERMIZE SEO EBRAKX
%, RAAIREATEOTE Google, ftfiII&E Instagram, EMLIHEE, BIEEABAN 2023 EHE
A4 , FHWIGHEFTENTSER), BARFARR— M EUNEERNE=F. FRUXEUR TS 2R,
BIRIRAF A ZE B2B F=@FTEUSR, BEMREFIEEBEMBA— P IIL-, BAKKW SEO 2 MFE
B, MRMBHEER, BRARNBEHBFTUL—=,

(00:26:39) Lenny
English:

Makes a lot of sense. Going back to the early days, you were hired as head of growth at Deel, there's a lot
of things you could do. I'm curious how you decided where to prioritize your resources and what to do in
the early days? Versus what you started doing down the road and what you could almost not worry about
early on? What have you learned about that early prioritization exercise?

AR ERIE:

RAEEE, OZIRH, RIS Deel WIEKATA, SNERZSFR/ALUM. HRBAEMBINEREZRML
FRB? RFHET HA? EBRXFHREAA? FHEMEZEIULFABEON? XTREMHONARHRF,
RFEETHA?

(00:26:59) Meltem Kuran Berkowitz
English:

Yes. So | would say early days, it's very important to just go back to the basics, build the skeleton before
you put on the makeup. So the first question | would ask is, do you have a website? Is it fast? Do the
search engine knows that it exists? Okay, great. The next step would be, can people find it? If they can't
find it, you need to write content to make sure that people can find it.

RS ERIF:
2, RERERE, QARMIEEEE, BEEMUEAEFEE. RURNE—NIRE: REMLE?
RID? R |BMETE? §F, XET. T—F2: AMIEHRIEE? NREKAE, (REESRABFRBRERAN]

REFEIE

(00:27:24) Meltem Kuran Berkowitz
English:

Only after all of those questions are answered, should you then consider, do | have money? Can | put it
behind some paid ads to make sure people come to my website? So going step-by-step. But you can't run
a successful paid ads program if you have a website that's loading in four plus seconds. So really going
back to the basics and starting from a good experience at the core. And then expanding step-by-step from
there is how | would suggest everybody starts. And that's what | would do if | was to get hired all over
again.



FRSCERIE:
OEEREXLENAHBIREE, RANIZERE: RERD? KR HETSIEAMTRENMILIG? BER

At SNRIRBIMISMEFENI AL, RIEETITHRMNET SHE. Frll, ERNERIEM, MZOR
RirfFlorin, RAR—IPT R, XMEHBNESIANFRL . NRBEFERA, REEIXAM.

(00:27:54) Lenny
English:

| love that. So what are some of the steps? So step one is, do you have a website? Step two is make sure
the website performs and people can actually have a good time when they're experiencing it. | imagine
part of it is also, do people understand what you do, like tweaking maybe the pitch and the [inaudible
00:28:07]

AR ERIE:

HERXD. BEFHNTEEME? F—P2EWIE, B-TE2WERMIGIEERRE, AMMFRRER, FBHEFR
—EDEEE: ATIERRRRM ARID? LLINERIRBVENE (pitch) -

(00:28:06) Meltem Kuran Berkowitz
English:

Yes, exactly. And speaking of the pitch, our copy team does an amazing job at this. In the B2B world, it's
very easy to come up with statements that could so easily be applied to another business and it would
work just as well on their website. And it sounds good and you and your team feel really good about it.
But then if your one-liner can also work for another business, please don't let that be your one-liner.
Make it so that people actually understand what you do. Because right now there's a lot of statements out
there like, 'we do the complex things so you can focus on what you do best', what does that mean? And
you can give that to 90% of the B2B businesses out there and it would apply to them, which means it's
not good enough.

FRZERIE:

EHY, R, WENEME, NN XERENEFIFEE. £ B2B tHRE, REZBE —LERIARE, XEER
EFR—RABNIWE EBERER. ITERAHE, (RAMENERRE BRI, BMRFENZOES (one-liner)
REAEINARE L, BAEAE. BiLANBREERBREMHTAN. AAREERZEM “HNLEERE
5, HREEFMRERKNE XIME, XEREHATE? RAILUEXA)EL 90% B B2B AF), #MEM, X
EREER BT,

(00:28:51) Lenny
English:

Is there anything that you remember you changed in those early days in terms of the website or the

positioning or anything along those lines that was a big improvement?

RS ERIF:
FIRIZE R HATENIL. TSNS E T WRLLEREh, HR T EARIIRFANG?

(00:28:57) Meltem Kuran Berkowitz



English:

Our website was hard coded, so the first thing we did with the help of the dev team was to move it to a
platform that it was easy for me to access and edit, so that we could continuously A/B test things. And
outside of that, we worked really hard on testing a lot of value propositions to explain to people exactly
what we do, explain problem first, solution first, and time savings, cost savings, putting a lot of those
against each other and rapidly A/B testing.

FRCERIR:
BRI iGRA) ZERIDAY, PRUFNIEAREANED THHNE—GESMEREEIHI— 1M REZHRNSE
BHTE, ﬁﬁﬁﬂ‘ﬁtjl—iﬁﬁiﬁﬁ A/BIR. BRIEZSN, MBS MR TREMETK, @ANFEE

HINEIRZ M A8 ¥ EEMKT ER AERMEL , RER TEMNE" . TEHREK , BxXE
REAREEE, HHITIRE A/B Wi,

(00:29:24) Lenny
English:

Once you got past that phase, where maybe you started doing some paid ads and other things, where did
you find you could invest more resources?

FROCERIR:
—BRE TR, MBI SZ2EN, MANAUERERAESHIR?

(00:29:32) Meltem Kuran Berkowitz
English:

Once we covered the basics of your big four or five ad platforms, we started looking into the long tail
places. So those are the platforms that individually never contribute a significant enough chunk for you
to individually care about it. But if you add them up, it diversifies your lead flow such that it ends up
being about 30% of your overall lead flow that's coming in. Those could be things like review sites or
much smaller outlets that could also run ads, newsletter ads, podcast ads, all of those things.

FROCERIR:

—BHEMNBETHEAZAEARETR SFENEM, RITMABHAR “KE” RiE, XEFSRMEAERTMA
KX, MEBREMXE, BUNRIEE(IMER, ENSILRNEAZTR (lead flow) Z#ik, RARATELEIEEER
219 30% £H, XLEATRERITIEML, HERT UK S0/ MBI, newsletter &, BRI &F%,

(00:30:06) Meltem Kuran Berkowitz
English:

When you run an individual podcast ad, yeah, you're probably not going to get 2000 customers from one
podcast. But you run 10 of those and then it starts adding up. So really long tail is where we focused on.
And we started going very niche with websites that have maybe 50,000, a hundred thousand visitors a
month, which isn't all that much when you're thinking about your paid ad strategy. But all of those places
add up and they're oftentimes overlooked because they're not as easy, you have to take the time to set
up from scratch to run it on everything. Our paid ads team, they spent just as much time running
Facebook and Google ads as they do running those third party, much smaller platform ads. It takes the
same effort, but you need to have a diversified source of your leads.



AR ERIE:

SRR — T RERBET S0, 209, RAEFIM—MEZFIRR 2000 MEF. BRI 101, BFmMAR
EMT. MUKERERKNKENER. HMNARHENFEEENTN, LSRR RE 5HW 10 HiHEsIM
b, XTEZEEME SRENAEAES. EREXEMSIMERMRAM, MAENEZERZM, BAEN]
FBRBBRIE— IR TIER B ML FIRIRE, FAIBI R EHEFATEIETT Facebook #1 Google I~ & L #EBYEY
8], MEXEE=7/NETE ERIRE—FS, FHOEHR—H, BRFEESTUINEARER.

(00:30:54) Lenny
English:

Huge fan of podcast ads over here, and maybe this would be a good time to cue the mid-roll ad, maybe, |
don't know, it happens.

FhSCERIF:
RO ZRE SNBEN L, BIFMERIENER ST, e, #RER, IREBA,

(00:30:59) Meltem Kuran Berkowitz
English:

Sounds perfect.

R EE:

IrEERiRT SR,

(00:31:01) Lenny
English:

Here we go. Today's episode is brought to you by AssemblyAl. If you're looking to build Al powered
features in your audio and video products, then you need to know about AssemblyAl, which makes it easy
to transcribe and understand speech at scale. What | love about AssemblyAl is you can use their simple
API to access the latest Al breakthroughs from top tier research labs. Product teams and startups and
enterprises are using AssemblyAl to automatically transcribe and summarize phone calls and virtual
meetings, detect topics in podcasts, pinpoint when sensitive content is spoken and lots more.

AR ERIE:

KT o ZNEITEH AssemblyAl 2B, SNIRIRBE S IR mPHE Al IRENRITHEE, BAMFE T
AssemblyAl, EREILIFEMMARMIEERNIERES . HEWX AssemblyAl W—=Z, {Rel LGB MATE R
AP 5 RITRRFR R SR E R BT Al KiK. F@mEIRA. #IRIRTME W EEFER AssemblyAl BahiE RS LEE
EMEPEN. IEEETH,. BEEEUHRBRRNEESE,

(00:31:36) Lenny
English:

All of AssemblyAl's models, which are accessed through their API, are production ready. So many PMs |
know are considering or already building with Al and AssemblyAl is the fastest way to build with Al for
audio use cases. Now is the time to check out AssemblyAl, which makes it easy to bring the highest



accuracy transcription plus valuable insights to your customers, just like Spotify, CallRail and Writer do
for theirs. Visit assemblyai.com/lenny to try their API for free and start testing their models with their no-
code playground. That's assemblyai.com/lenny.

AR ERIE:

AssemblyAl FiE & APl A RIMIRRE R E=RMEN . HINRNRZ-RAETMEZTERECEEER Al #H1T
1932, ™ AssemblyAl EESMAFIFME Al WRRA N, MEZ T #F AssemblyAl BIGFBIHL, ERERIMAMR
NWEFIRHEESARENERMNENENEE, & Spotify. CallRail #1 Writer At 189E A FREIERIE, I
18] assemblyai.com/lenny SERX BT API, HEMIINTARBEERZFFIENNIEE,

(00:32:12) Lenny
English:

And welcome back. Speaking of podcast ads, something that | find is with that sort of advertising, there's
a direct response component of like, we will drive leads as running an ad like this, and there's also a
awareness, brand building component. | know you're not a big fan of awareness campaigns and
marketing campaigns, especially early on, and so I'd love to get your perspective on why that is and how
you think about that sort of investment?

AR ERIE:

IMERR, REEE &, RAUMXE SHEEEWNNES (b EHRER), WENZENRRE
BIgRIEY. RAMBEMRAKXENRAMBZEEL (awareness campaigns) MEHES, 155 SEFH, HEER
ITIRINE L, ATARXE? (RBRIMAIEFEXIEREN?

(00:32:36) Meltem Kuran Berkowitz
English:

I'm not a huge fan of early awareness campaigns for B2B businesses specifically. So if you are a consumer
goods founder, you can skip this part. But the reason | don't like awareness early on is because to do a
proper awareness campaign, it takes time. You need to have teams that are doing the strategy, doing the
creative work, and they don't always hit. You don't know if they're always going to resonate or not. And
then you look back, and you've worked on this thing for a whole month and it hasn't resonated and
you've wasted a full month.

FRCERIR:

HHEAKRENR B2B WS RN BEER. RIFEHEMEIBA, JUBEX—ER, HAERZHHAZ
ENRRZ, BEM—MENNZEENFTENE, REEZFAMILE. MEIE, MEENHFTEERN. R
FREENEE SR, ARMREEXE, RET—MANBEMXASE, EFRLSHEHG, RRET

?é?é_ﬂ\ﬁ o

(00:33:07) Meltem Kuran Berkowitz
English:

Because B2B businesses uniquely are started because there's a very real need and there's a lot of people
that are ready to convert, first tap into the bottom of the funnel, and then go out and start speaking to the
masses. But | promise you it'll probably take you six to eight months minimum to tap into that bottom of
the funnel of people that are ready to convert today before you have to start doing awareness ads out



there. That's not to say never do awareness ads, but it's oftentimes the shiny, cool thing that you want to
do and it just ends up being a waste of time early on. Because people don't really even understand what
you're doing, you haven't really even figured out what's the messaging that resonates, but you've done
this creative campaign and people are like, "This looks cool, but I'm just going to go ahead and continue
looking for a solution for my problem."

FROCERIR:

EA B2B WS ZET, EfNEHERENFEERNNE, BRZABKERFRNLT . REIZEEZ
fERRER CEEFRANA), ARBERARREIE. KRMEIE, ERFEFEHBANIET S2Z28, EO0F
ERE/N\T AN ESRIZEIRES REE R URNRRBAR. SHAFTRRKEANMEMNZE S, BEEE
MRS NN . REE BF, SEREFHEERZRENE. BAAMTEEERERRZMTA
By, IREEXRKFRRTARNERESERDL, MMMT —MeIEE, ARG "“XEEXRRE, B
HIE B USRI BERR IR AR 75 208,

(00:33:53) Lenny
English:

Is there an example of a marketing campaign or an awareness campaign that comes to mind that you
thought was like, "Okay, this is ... if you do it this way, maybe it's worth doing"?

FRSCERIE:
B8 NESER B EEIHRRE: IR, MREXMAR, tiFSESN” ?

(00:34:01) Meltem Kuran Berkowitz
English:

I've seen Notion do a great job with their out-of-home ads. They didn't do it early on, they started doing it
much later in their journey by the time when everybody that was working in tech knew what it was, and it
was really to drive home the message continuously rather than to introduce themselves to the world. So
by then when you saw that layout on a billboard, it made sense, you're like, "Oh, | know what they're
talking about."

AR ERIE:

FHEE Notion SN ~& (OOH) MISIEE. MIAREFEMEY, MEETLRNEERA FHal, AREHRR
RERS I A#HAIE Notion AT, BREHNEZEANTHERUESRS, MABRHHANEES. FRUZIAR
B, HRESEREBRRNREN, ERAEN, MR8 B, HMEMIERTA”

(00:34:23) Lenny
English:

So what is it about Notion that you think was great, it was timing and then also the actual ad itself you
thought was great?

FRSCERIE:
Fr AR 5218 Notion SRt A E TN, BB SRS HEE?



(00:34:30) Meltem Kuran Berkowitz
English:

Yeah, the ads that I'm recalling right now were showcasing their product interface. So they needed
enough time, and this is my obviously hypothesis, if someone from Notion wants to jump in and say that
wasn't the reason why we did this, go ahead, but | think they needed enough time for people to get
familiar with the interface. Because Notion has a very specific interface that when you see it, you
recognize it, it's not like any other product. So unless people built that awareness and recognition, doing
an out-of-home ad with that layout wouldn't have made much sense because just with that layout they
were able to communicate what product they're talking about. If they did that day one, people would be
like, "What is this thing that I'm looking at?"

FROCERIR:
2H, RICHEBLE SRTHZMNN~mAE, tFEEBHNE—XEARIBRIL, R Notion By
ANERBRZXFAZRE, BE—ERIANMINFRZEBEHELLANAERE. E7 Notion B—IEEIRT

HSRE, R—EMEEINER, EXNGEREM~@. L, BREAMNBEZZL T XMIAIFIRAE, SNHM—
TRTIBMEREHNPINTEMEBERAAREX . BANERIEE, tITmaEEALERIEH N~ m. MR
TEE—RMXAM, A1&E: “BEINXZENMMAHEIL? 7

(00:35:07) Lenny
English:

So we've been working through all the ways that Deel has grown, we've talked about SEO, community,
you mentioned partnerships. Is there anything interesting there to mention around just what
partnerships have done?

FRZERIE:

HIEEMET Deel TERHFFBEHIN, WEIT SEO. #X, REIRET BIRFAHEXR. KT EEKHXRBIE
A, BftaB@Ena s E5E?

(00:35:18) Meltem Kuran Berkowitz
English:

Yeah, | would say it is very important to know who you should partner with. So there's two groups of
partners. People oftentimes end up partnering with any company that has a shared audience. Decent
place to start. But just because you share an audience doesn't mean your audience goes to your partner

for guidance when they have this problem.
R EIE:

2, HRRNEZSESFIFEER. aFUHEE DAL, AMIEERASSEAREHRAZRNAF
Gifc XR—TAHEHER. BENXEAMIIAERRARR, AFPERERAEBEIX T RENZERMRBE
Rk FRIES

(00:35:35) Meltem Kuran Berkowitz

English:



So in our case, venture capital partners was a huge one because when you get money from a new VC, they
ask, they're like, "Okay, thank you for giving us this money, now we want to expand our team with the
money you gave us. What are your other portfolio companies using? What is a platform that you trust that
you would recommend?" So people go to their VCs for that kind of question. But there might be another
tech company out there that is tapping into the exact audience that we are, but people never go to them
to ask that question. So our partnership with them will likely not work just as well. So it's important to
not only recognize the importance of an audience overlap as well as whether or not those people are

seen as a trusted resource for the solution you are putting out there.
R EIE:

FEHMNBE[F, XERE (VO SERFR—ITNERNERE. AANHIRM—E VCBEZZHE, Re
| 4, WHgRI4GE, RERNEAXERYT ZEM. RMIEMHNRKRATSERTA? RIMSEHEE
WNEE? 7 A&ER VCXMEE, ErfEEE S —HKEHR AR, BAMANZRMEIN T2, BAM]
KIEARERMIIX NI, FAARMNS IS ERI MRS E BAlt, AMYXEBINREZREESNEE,
BEEXEARERANIRFIRENFRTREN FAIEER -

(00:36:16) Lenny
English:

| really love this idea you keep coming back to, which is where are people asking this question that you
can help them answer. And to make that even more concrete for people, what are some other examples
maybe of questions people ask that Deel can help them with? So that it could help people think about,
okay, maybe our product can help them answer these other sorts of questions

FROCERIR:
HEEERM—ERIAPIXTMR: AMNEWERR, MIRAIUEBREIE. NTILAREAFMIER, TEWH

L Af1=ir). M Deel AILAFRITARRAVIREGIF? XATLEBIAKREE . WiFHA18~ me] AR B[O E H R
AYIR) o

(00:36:35) Meltem Kuran Berkowitz
English:

Since the early days, and it continues to happen, compliance is a huge question that gets asked. So when
you are an HR leader or a finance leader or a legal leader in a company that works let's say in America, but
you want to hire someone in another country, you don't know what you don't know. So it's very
important to have people that know what they're talking about in context of your country of origin as well
as the country that you're trying to hire from. So compliance has always been a huge part of what we did
and what we've always answered for people. That's why we have in-house experts that answer those
questions, that constantly provide updates if the answer to that question has changed over time, which
regulations constantly change. An answer we provided a week ago may change, and you need to be very
proactive in communicating that.

FROCERIR:

MEEIFE, ARIAERAGL, “GHE" B—TWRASRZHNEE, SME—KEEARNHRATA. U
SATFATERAOTA, EFBES—TEXBAR, ff “FHEBSARERA" - FilL, HERERESE
BRANEETEEERINEXEEZERE, SHMME—ERHNIENZL, BEHN—EENANEEZHIE
o XMBATARNERIESKEEX LD, FEMREXZRNELETENK CEMEELZR), tils
RERIEER. H—ARRUNBERTEINENE T, FREFETotHITEE,



(00:37:18) Meltem Kuran Berkowitz
English:

Taxes is another one, especially in the space that we're in, payroll, hiring. Taxes change from country to
country. You need to know when you need to pay what taxes, when you need to not pay them, and what
types of work people do. So those are some of the types of questions that get asked.

AR ERIE:

BMBBH—TARMEE, FiZERNFALHFHFMNBEIIE, RBMRERMR. MBBREFAHREZMTA
B, FARMRRFESR, UNRAEITERENNEHSS, XEMBLEERRZIRRH,

(00:37:34) Meltem Kuran Berkowitz
English:

So for us, they're very nitty-gritty and use case specific. The taxes you need to pay for someone who is an
engineer that's a full-time employee might be very different than who is a designer who is a contractor.

So those are the kinds of specifics that we get into with people.
FRERIE:

FRUASBAIRIR, XERBIFEDFEHEBRBRRBRMR. A—T2RIREMFHNHR, FIESH—TEaET
I RTERRE. XEMERAS AMTRNRITRIZETI,

(00:37:50) Lenny
English:

Got it. So it's like, how do | pay taxes for an engineer I'm hiring in Turkey? And then you give them, "Here's
the answer," and then it's like, "If you just want us to take care of it for you, then go check out Deel."

FROCERIR:

BHET. FUmERE: “BRNAELIEHBB—RITRMARH? ” ARMIISLHER, BZER: “WRIFA
ILFAEIREEX—Y], BEHKEE Deel 18"

(00:37:59) Meltem Kuran Berkowitz
English:

Exactly. Rarely the question is what's the best payroll solution? It's like, okay, that's good to make sure
what you're leaning towards isn't shit and that other people agree with you. But ultimately it was like you
need the best payroll solution because you need to make sure that things aren't going to go wrong.

FROCERIR:

", RUVBASEER “HTARKFIHFMARSE? 7 RXNREEEREN T HIAREEER R 2L
%, H#EEMABREMBELZ BHARER, MEERFHFNSEERNTEERRZBAZLE,

(00:38:15) Lenny

English:



Speaking of answering questions in content, something that you told me is that you wrote a blog post
that the IRS ended up linking to as the definitive answer to a question. And | don't think this was at Deel,
but can you share that story?

AR ERIE:

HETERBPEIERD, MESFERMEI-REEXE, REEXEERE (IRS) FILTIEAFRENREAIN
RIEZRHITT 1, HEXNIZTZTE Deel 89, REEDZE—THRINHENG?

(00:38:28) Meltem Kuran Berkowitz
English:

Yes, actually it was at my previous role. And the person who wrote that article is today at Deel. So he
came over to join us there too. But yes, it was right around when Covid happened and the US government
rolled out the PPP program. And there was a lot of questions about, do | qualify? If | qualify, how do |
apply for this?

FRCERIR:

2H, BRARL—MIEFR. SHREXENANEWAE Deel, MERMBMATANT. BEHERBENIRLZH
B, EEHMAHESRT PPP (FFREFRIPITE) . HRNBEREXT “RERRKBGE? 7 “NRE, HzWFIHA

5?7 HUR)E

(00:38:51) Meltem Kuran Berkowitz
English:

And at the time the company that | was working for had a lot of customers that were like, "What do 1 do? |
need to gain access to this, but | don't know what to do." So the team there took the time to truly
understand how the system works, whether you qualify, what to do. And created this resource for our
own customers because we just wanted to help them. And then it ended up being such a good resource
that it was linked from the IRS's website being like, "If you have questions, check out this article," which
was a great moment of pride. And it just went to show that when you do your best to answer questions
and other people don't have the time to do it, no matter who it is, they're going to send people back your
way. And it was at the time, it happened to be a big moment of growth.

AR ERIE:

HREIENQ Tﬁﬁy%F‘Tlﬂ FHIZEAN? HFBREXNE, 1511271'%115_?’52\13&0” TEHEE
BEIRNAR T RANAEE. BENFEERUNZMT 4. HMNANECHEFEIBTEXNAER, MRRZER
EEthi]. ERERT — AﬂF%%E’L\, R, UETF IRSENEEETE, HE5E: “ﬂﬂ%ﬁ]‘ﬁ?ﬁlﬂ, BHEEX
RXE,” BR—TIFE BRI, XRALRRARIEFRNZE, MEMA (TLHRiE) KEFEEMES, i)
MEIBASIAR, EHE, BT —EKREIEKEZ,

(00:39:33) Meltem Kuran Berkowitz
English:

It was a very unfortunate instance, we wish we never had to write that, that it never happened. But yeah,
that was the story around IRS linking to the company's resource.

FRCERIR:



BR—TEBAENEE, HMNTEMREIPRXE, TREBMRERE, BiKHE, X2 RS #HZEATHA
o) =T: R E

(00:39:44) Lenny
English:

That's the ultimate sign of the question is answered and you're done with it, the IRS decides to link to it.
So you're saying that was actually a big driver of growth, IRS traffic. I'm curious how many people
actually go read that?

AR ERIE:

XZ FEERR BIRRITE —IRS REHEEE. FrLARZER RS BUME LR ERIE K —AEN . HR
BIERRAEZ DARRTRRXE?

(00:39:57) Meltem Kuran Berkowitz
English:

So that was huge for that short duration of a few week time when people were trying to apply for PPP.
And then it died out, as did PPP.

FROCERIR:
EAMNZIARIE PPP HARFEIES AR, REIFEEKR. AREMTET, WK PPP IHIAE—1%,

(00:40:05) Lenny
English:

Makes sense. One last question around paid, and then | want to move on to a different topic. Is there
anything you've learned about what it takes to be successful at paid growth from your experience at
Deel?

FRCERIR:

BET. XFMBEMERE—NEE, AEHBIWMEDR, RIFIRE Deel BRI, XTIAIRLIIKILERE
K, (RFETHA?

(00:40:15) Meltem Kuran Berkowitz
English:

Yeah, so a few things. Our paid team spends a lot of time on both the messaging aspect of things as well
as the optimization. So optimization is the technical way in which you set your bids, make sure that you
don't go over budget, whether or not you can afford that.

FRCERIR:

7, BILR. RINHVAEEKE “BGRER” M “HK” BIAEERAT AENE, RUIEIRELMN.
MBIRTEHE. WERIBRENFRAFR.



(00:40:31) Meltem Kuran Berkowitz
English:

And then messaging is making sure that if someone sees your ad, whether it's on Instagram, Twitter,
Google, that it makes sense for them. So creative fatigue is a real thing. When you put an ad out there that
works for three weeks, people get tired of seeing that, you need to constantly update that. So our paid
team is actually updating the ads we put out there on a monthly basis with the exception of a few Google
ads, which need to be straight to the point. So staying ahead of creative fatigue. Making sure that your
messaging also keeps up with your product, even if the ad is working really well, you need to make sure
that as your product has evolved, so has the messaging alongside that.

FRCERIR:

MmiEBEXRHRELYE AL Instagram. Twitter 3§ Google EEZIRMIT &8, ABMMIIRER XM, It
oh,  “BIRIET (creative fatigue) BERFEMN ., HIFEK—IT &, AIZAMRERY, 2EAMEE
R, MEERER. FAUBITNGBRANSI SR HMaEHR &, BT VHFEEEFTTM Google ER™

o FMUENTLIRESE. TERRMNESSEREY, BIE SHRRYE, NRFa#tT, E88E
Z\’ﬁf&ﬁ_z #H1o

(00:41:07) Meltem Kuran Berkowitz
English:

And also recognizing, not just looking at the amount of leads that you generated from a campaign, but
how many of them actually became a client, and how much money did you actually make from those
clients to understand things around payback. Because oftentimes marketers just tend to think about,
"Oh, this is a great lead channel and | get so many leads from it." But then you ask that question to sales
teams and they're like, "Yeah, I'm busy, but none of these are converting." So it's really important to look
at not just the volume that you bring in, but what is the journey of that volume with your business one
year out. How much money do you actually make from them to be able to properly decide how much can

I spend to win this customer?
R EE:

BE—RE, FERE—MNEDTETSLEER (leads), BEERBEZVDHEIEMTER, URIMTKXERRA
B ERT Z 0%, NMmiERE “L2EH” (payback)e HAEHARFERMARTE: B, X2—MRERN
KERFE, BEINTRAZHER” BHRERHEERAM, #1s3: “8, RRIC, EXLEELENL”
FREL, ANBETRNE, CEEXLEER—FRSMISHIRR. REIERMENS ERT S0k, XFEA8E
EMREN T MSX N EF KA UES DKo

(00:41:44) Meltem Kuran Berkowitz
English:

The way that we've done it is we've worked with our data team to set up a dashboard that tracks that in
real time. We know an average customer that comes from a Facebook ad, at what rate do they converge
from a lead to a qualified opportunity to a closed on.? And then on average, how much money do we
make from that customer one year out. So that we can decide, is this a worthy channel for us, do we not
want to invest there or are we reaching that peak and we can't continue to invest there.

FRCERIR:



BAHCER SEBIERA SRR — PN RHIBER R E, FfTHE—HKE Facebook " HHTFHIEF, M
REGRINIBENRNEURES D, UNKFHIME, —FRANENZEF S LIRS D, XFR(EE
RE: RRER—MEFRANERE? RINESTRERERA? HEHNEEELRE TIEE, TEHEIE
gE?

(00:42:11) Lenny
English:

Something that | should mention as we talk through this is we're talking about all these ways to grow the
product, but at the core is a great product that people actually find valuable and want to keep using. And
maybe a question there is just how that plays into this whole growth strategy, actually making the
product something people want versus all these acquisition channels?

FRCERIR:

EINEXEEK AN, RNZRE—R: RO AR— M ANEERSENEHBFSERNGE =R, BiF
FEAET, ABEMERARSD, ILFRRAANEENAR, SEXERTREZEENAEEGH?

(00:42:29) Meltem Kuran Berkowitz
English:

Acquisition channels just straight up don't work if you have a product that doesn't live up to the
expectation. | think I personally have been very spoiled and lucky because from the day | joined Deel, the
product was top-notch. As | was joining an early stage company, | joined right after series A, | was
expecting certain things to be duct taped in the back, it happens. And | was like, "Oh no, the engineers
and the product team are, if they say a product can do something, it can do that and more."

FROCERIR:

SRR mERET, AEREREFEFR. RAEFTRTA—BERETT, UR=E, BAMEMA
Deel BUBRKEE, FmEINRN. YHRMAXRFRAQEN (K2 AREMAYN), REUNEEZERSE
‘B NIEESR, XRER. BFRLMW: BRF, TRMM~mEAIEES S, MR EEMS
RE, EFXEEMR, TEMISES.”

(00:42:59) Meltem Kuran Berkowitz
English:

So early days of my team pitching Deel was people were like, "I don't think you guys can do all of that. |
don't believe you." And it was almost like we had to tamper down our messaging so that people would
believe us. But you can be the best marketer in the world, if when people come to your product, even if
your sales team does a good job at convincing them to become a customer, because you can do that, if
the product doesn't live up to the expectations, especially in the B2B world where people aren't going to
put up with crappy products, they're going to leave. That's going to get out and people are going to know
it's not a worthy product. So that really sits at the core of everything that we do.

FROCERIR:

FHIFBIFIBAHEN Deel B, AIZH: “HARFBIRIEMEIFIERLE, HFE" HMNEERSAHEHUS
—FRMNER, FLATEEHN. EMAUTURHER EEFNEHAS, MRANKIRN~mEsT, BME



HERMBRINRARMNAAZF, MR~mERETH, 5327 B2B Jifl, AMIBFIBRI=TmEY, i)
=B, HEZEH, MISHEXFR—MESENT M. T mERNZRHIIPFME—TIBZ .

(00:43:35) Meltem Kuran Berkowitz
English:

| think it's very easy to take it for granted when you're at a company that has an awesome product, you're
like, "It is like this all the time." But one of the things | would encourage anybody looking to join a young
company is, ask them what their team breakdown looks like. When | joined Deel, most of the team was
product and engineers. So that told me that the core of this business was going to be solid. And then we
built out those supporting things like marketing, like sales, like data to surround the product. But if you
are talking to an early stage company that's a B2B product and they have six salespeople and two
engineers, their product probably isn't going to be great for that much longer.

FROCERIR:

HREL—BELETRNAEN, REZEFERIA, AN “—HEEXE . ERIBNEAEMA
MEIATRIA L B)RMIEIGR. ZHFKIA Deel BY, KEDHKEREF MM TEM, XHIFRILSHZ
DEREBE. ARRNBILTEHR. HE. SUEFHFERTRELS ™ m. BMRIREIK—K B2B ¥IEIQFE,
fthfi1E 6 NEEM 2 DI, W~ mAIEERT S A0

(00:44:12) Lenny
English:

Especially if it's an outsourced dev shop doing the product, they're like, "Oh, they'll take care of the
product, we'll just sell it." Something else that | think is important to talk about is Covid was an important
element of your growth. And so | guess, one, is that true? And then two, just what did you lean into and
lean out of in terms of growth during Covid to help people discover Deel when they needed it most, which

is basically people going remote in a lot of ways in a lot of companies?
FZERiE:

R MNRT MBI AR, ®M25EF: B, tIZEE M, RMNRAEER." 5—HRESFREBNE
Be, MERBRMFMERN—TEERR, HA8N, F—, XBENE? $=, EEIEHE, ITHEBAL]
ERFBENERE EMFZATEMETENAN) LI Deel, MMITEEKAEBERRAT A, XBEFTHA?

(00:44:39) Meltem Kuran Berkowitz
English:

So Covid, actually a lot of people think Deel was started as a response to the pandemic, we actually got
started before the pandemic and then the pandemic happened. So as sad as it was, it did force people
into a pilot program of the vision that we had for the world. It forced people to work remotely, whether
that means you're working remotely from someone who lives a block away from you or you are working
remotely from someone in Germany. So we did benefit from the fact that everybody was at least forced to
test out this hypothesis of, does it work to not be in the same room as the people that you're working

with?

AR ERIE:



KTREE, ERRERZ AN Deel AT MM AFRITMAILA, BHRNHELRERBZAMART, AEERE
A%, BABRBRLAES, BEHLEEANMEANT HMNVUFRERN “HRitk” . eBEAZRED
», TREXBRHREMRSEFE—THXIMIATRENE, TRESEENANZEZNIE. FAURINAER S T XE—
PEL BPABELWENR T X MRIE—FASEFER—IEEIETEED?

(00:45:17) Meltem Kuran Berkowitz
English:

And one of the questions that we were getting early on as the Covid was coming to an end was, "Are you
worried, Covid is coming to an end, that people aren't going to use Deel anymore?" And our response to
that has always been, we are not a remote work platform, we're a global work platform. So a lot of these
businesses have gone back into offices. We have a lot of customers that asked people to go back to their
offices, but now they have offices in Germany and in Canada and in the US and in France. So we were

never a remote work company, we were just a global work company.
FRERIE:

ERBEAERN, RIIFHEREEN—IRER: “MRIHEOE? BEERT, AMIZFETBER Deel
7?7 BNPEIFRER: BITAR—IZEENQTE, RIIZ— 2D ATFE. FIURSEWEZLEET
NRE. BMNERZFFERZIRDAE, EREMIEEE. MEKR. XEMNZEHEDNLRE. FRIATA
MEAZB—REBDARNFE, RIMNRAB—KEMDALE,

(00:45:49) Meltem Kuran Berkowitz
English:

And remote work, because there was a lot of news coverage happening around it, we just became
synonymous with that. So | do think early on we did benefit from being able to provide that solution. And
a lot of people saw the reality of like, "Hey, | work just as well with this person as | did when | was in an
office with them. Well, the best person that I'm looking for, the job may not be within my region, so let me
go ahead and hire them regardless of where they are." People got comfortable with that and more and
more companies started moving in that direction.

FROCERIR:

HTFYRERSXTEZEDANMERE, RINRTENRRE. FIUZMBISANZARNZ E T REBIRMAR
MERAR. REABITIR: I8, RMXPTAMESRYE, MEUREDNRE—1, BEARBKBREA
PR RERFEFUFRTERIHIES, BRERRAANEMBTEMRER R 7 thiE.” AT IREISIER T, EREZSHATFRHAXT
BEXR.

(00:46:20) Lenny

English:

And is there anything that ended up being really important in terms of helping Deel grow through that?
Like a channel that's just like, "Let's go big on this channel because it seems to be working really well"?

Or is it just word of mouth basically and people are just like, "Oh shit, | really need to solve this problem,

my hair's on fire, what's out there? Let me go find an answer"?

AR ERIE:



TEABHAE], BB AT Deel BKEXEBNARA? LLINENREBILMAREE “BRINEEXNMRELAT—
7, RAANEBERVRERET ? TRREALMEEDOR, AMREE “BXME, RENFEFERAXNEE,
NIRBET , IMEBERHAFRE? ERERHRER ?

(00:46:36) Meltem Kuran Berkowitz
English:

| wouldn't say it was word of mouth, maybe very, very early on it was word of mouth, but within the first
few months of our operation that stopped being true. Or at least the word of mouth stopped being a
smaller percentage of the way in which people discover us. But it's always that people needed a payroll
solution, they needed a way to hire independent contractors overseas, and we just were the answer to
that. So we consistently put ourselves in front of them and said, "Hey, if you're trying to do this, or if
you're already doing it and you're not doing it legally, we can help you do that legally."

FROCENIR:

HASIURPEEOR, BIFREHRE, BEESENX/LTMTAEMARXEF T, HBEELOBRFABRANTLIEK
MHNEELRN. MUBLKRANFEFMAR, FE—MEBIMEBRIAEINASN, MBEMEFMERT
B FUBRMFEEIMEMNEANR: 0%, NRMEBEMXMHSE, HEMELEM T EHESAEM, &K1A
B RE MM TTAL. "

(00:47:10) Lenny
English:

| want to chat about team building, something that I've heard you're exceptional at. And my first question
is, early on when you were building the team, the growth team specifically, at Deel, what skills did you
find were most important to look for? And what skills and experiences did you find wasn't as important

early on that you could sacrifice and wait until later to get?
FREiE:

FEIEEA R, IFRREXAEFERELHE. RNE—NEEZE, FHITE Deel HEEKHEN, RAIMHL
RERREERN? MERENMINTERAHATIMRAEER, AJUTFtE, FUEHEH?

(00:47:30) Meltem Kuran Berkowitz
English:

Early on one of the first questions | would ask people is, what are the KPIs that you're willing to commit
to? So if someone's only willing to commit to lead numbers, that's not good enough. They need to be able
to commit to closed one revenue KPRs to really show that they care about the business's bottom line. So
it was those people that were willing to commit to the full funnel.

AR ERIE:

BHBERNANE— I RNEEER: “MEEABETLEN KPI? > MREARBEERELZRHNE (lead
numbers) , BBRABE, MINFEEBHAE “BRUWN" (closed won revenue) BY KPI, LUEIEFRMBEMAIIX
DIV SHIERZ. Fril, BITEEMEIRLEREXN 2RI AT

(00:47:53) Meltem Kuran Berkowitz



English:

And also oftentimes people tend to hire from the big companies that they want to become like because
the brand name is appealing. But if you're a team of 35 people, and you're trying to hire the director of
whatever from a huge company, you need to ask the question of, when did this person join that huge
company? Did they join when the company was already 5,000 people and from day one they had all the
resources at their disposal? Or were they actually one of the earlier employees who helped that growth?
Because oftentimes the mistake | see people make is they'll hire someone from an amazing company that
have accomplished amazing things, but they're not used to operating with 10% of the resources that they
had. So they're not willing to get down and do the dirty work.

FRZERIE:

tesh, AMEEERFMENEENRATEZEAN, BA@ERRIFR. BIRRE— 35 ABER, REMK
REE—IMMaLsE, REER XPTAZRFARRMABRXAATN? B2RFEL 5000 A thME—XEH
BEEMFFRAARMANG? REMKIRLEBHATMERNEMRTZ—? BAREEEIIANEHEIR
=, IIRT—PREFELQE. MIFEFHB/HIA, EBRNAFRIRERELUFT 10% FRAIBER TEE. Fi
DI RERM T8 FEMARE “IHERE .

(00:48:35) Meltem Kuran Berkowitz
English:

And at Deel we have this concept called 'little hands'. I think it's loosely translated from French, someone
can correct me on that. But it basically means that no matter who you are, where you sit within the
organization, you need to be willing to get into the little things and do the nitty-gritty work and not shy
away from it. And it's very important too, whoever we hire at any level, it's like, "Are you willing to do the
tiniest of jobs?" And if the answer is yes, that's great. And some people are like, "l would build a team for
that." And of course in the future, maybe you should, but that shouldn't be your first answer. Your first
answer should be, "Yes, of course I'll do that." And if someone's not excited about that, then they're not a
good fit for at least a company at our stage right now.

AR ERIE:

7£ Deel, HEMNB—MEZM “NF” (little hands) . HAEXABZMEFEIIFIRAY, MRAMBUER. ©
MEAERZE, TRREH, TEARPLTFHAMNE, MBONBESE5MENER, MEBLEREMBIE,
MAEEE, XEFEE, TRBINBEFARINRT, H=w): “MCMEEMSHVNEIELD? 7 NRER
BEEN, BRUAET BEAZR: “BRIAR—THAREIN” HA, REBIFMMZXAY, BEXF
Nz R E— TR, REE—IMEENZZE: B8, RIAASM." MREAMNERRE, BiI=ED
FEGRN BRI EREIAE.

(00:49:18) Lenny
English:

That is an amazing expression, little hands. You talked about how you check that people are willing to
commit to revenue goals. Is that in the interview or is that ... how do you ... because won't everyone just
say, "Yeah, yeah, | can commit to anything you need me to commit to, I'm going to go make this work"?
How do you get a sense if they're the kind of person that would do that?

FRZERIE:



UNFT, RPREXET . MRETINAREANZREREAEVNET. BEEIRFE? £2-REA
FEr? FASPIABIER: 171717, MBBRAEFARMAETA, RSREN.” (RINAREEIMWIIME
BB ITEHEIA?

(00:49:38) Meltem Kuran Berkowitz
English:

It happens within the interview process. So one ways to find out is what are the KPIs that they have
committed to in the past in their roles. So if they've never committed to a revenue goal or a bottom funnel
goal and they're saying they're willing to commit to it, that's probably not correct. And | always say, if
they haven't, | say, "What are the KPIs that you have today and what are the KPIs that you think you
should have?" Because sometimes they're just not given those, but they still think they should have been
given the more bottom funnel. So that's something that | would look for in the interview process.

FROCENIR:

XEETEMNIRER, —MAEREMITEEERULAEZ AN KPl, MRMNTMKEEIVNBITSR
SEREEAR, AMRMERTAE, BAMERARIE. REERM, MRMWINLME, FEF: “RIESN KPI
B A? (RMANMRRIZBEFAFR KPI? 7 EABNMIRELWIE FX LR, BAIR0IANE SRz
imHRER A, XRFREEHNPZIFHIARE,

(00:50:06) Meltem Kuran Berkowitz
English:

A really good way to also test for that is, this is more on the case study process, but asking someone to
come up with a strategy with $0, with $10,000 and maybe a hundred thousand dollars to see if they're
going to be able to scale with you. And to see how are they thinking about with different levels of spend
and what are they willing to commit to at different levels of spend. Because if someone's throwing up
their hands and saying, "At $0, | can only do social media monitoring, we're not going to get much
because that's what makes sense." Well, you probably know that they're not going to be comfortable
committing to those bottom of funnel metrics until you give them all the resources that they need.

FROCENIR:

S—MREVMAGEZRERFIDFIAT . ILRADHIFIE 0 XTHBE. 1 HETHEM 10 HETHELR
B%, BEMINESEREFR—ET B, EEMINEFRSZLKTFTHNRELSR, UREFRHKF TREERE
fta. MRBAARMFR: “FOMET, RIAEBMAREREE, BIFEFIKRSE, BAXTEZEEN,”
BARAEIMAE, FLERRZA, IIRASIBOEEREREREIRE.

(00:50:46) Lenny
English:

And it sounds like the way you goal teams within Deel also is revenue, growth teams basically have
revenue goals. It's not, like you said, leads or traffic or anything like that.

FROCENIR:

2R ARTE Deel AEPLLHEIFAIRERI BT RN, EKEMNEE LEHBVRANBT. FEMRRHN, RREARIR
227%H,



(00:50:55) Meltem Kuran Berkowitz
English:

Yes. That's why we're called growth instead of marketing, we care about the revenue growth. And of
course we track leads and SQLs. Those are leading indicators to know whether or not we're going to hit
the ultimate number that we all care about. But at the end of the day, that's not what we consider

success.
FRSCERIE:

B, XMEAFARNM HEK MAR “BH , HROBANER. SR, RITIEEER (leads) M
HESHAR (SQLs), XERMIzIER, ILHNMERBTRRAEARKEAXR OB NEF. BIFIRERE, A
HARBIAEXHIALI.

(00:51:12) Lenny
English:

In terms of team structure, how you thought about structuring the early growth team, what did that look
like and what was the reporting lines and buckets of investment?

AR ERIE:

TEHERAE, FRENEEEAZPIEKEANN? ST AFFH? CIRXAMKERRZ N5
A9?

(00:51:21) Meltem Kuran Berkowitz
English:

Yeah, so very early on, we always seek to bring in one leader to manage a part of the organization and
then let them grow their teams. We don't love the idea of hiring people based off of a hypothesis that
something is going to work. That's a really good way to have to do layoffs because the plans you thought
were going to work didn't work. So we always hired one person, prove out a theory, and then let them

grow their team.
R EIE:

4. EIEFERE, KMNBERIRIN—BASEREEARN—HD, ARFILMINEEAESHEA i
FERET “ENMRKAERY MEHE A BESFEHRVLESN, BAMUASERBITIIESE
Mo FRUAENZZERE—IA, IER—IMRIERETT, AEEMIIEARER.

(00:51:43) Meltem Kuran Berkowitz
English:

So the first hire we made to the team was actually a product marketing person. To this day they lead our
product marketing team, and they were the ones who sit between the product team and the go-to-
market teams and really set the messaging. And quickly we realized this person needs more help in
setting the messaging, the tone. So then the second person we hired was a very talented copywriter. And
that person today leads our creative teams.

FRCERIR:



FRUFNEABIE — P AHERF@mEHE (PMM), HEISX, MEAFSERIN~REHE. HIIZN
FrRENMMENTT (GTM) BERZEINA, AFRKREZROER. RREMNZIRIIXMATEESHEYHKIR
EEENEE, FIUBENMNBRNE-NAR—FEEEAENE. BPAREAFERNVLIZENL.

(00:52:08) Meltem Kuran Berkowitz
English:

And then the third person we actually hired onto the growth team was a data analyst because the
sentiment was we're not willing to spend a dollar if we don't know where that money's going and what
it's doing for us. Which a lot of people would assume that's a very early hire for ... data is too early to hire
as number three. But I still think that we did the right thing there. Now we have a whole data team, but
back then we didn't.

FRCERIR:
BKENBHNE=ZNMARLZHIED TN, BARMNNSER: MRFENFANEEREEN T, 2T HAE

A, B—28BFREEE. REAUERIEBFEAE=ZSHI, BHIEINNKET. BERKZAIANIRIME
T MARNEBNER, EHEEE,

(00:52:32) Meltem Kuran Berkowitz
English:

So those were the three teams that we started with on top. And then the content person was already at
Deel by the time that | joined, so that was the person | mentioned that was early employee. So that's how
we originally set it.

FRCERIR:

PRI AR BATRAFEHI = MRIR. ABRATARERIMANZBITAELZTE Deel 7, MEFIREIBBURHR
T, e HIBIRE.

(00:52:45) Meltem Kuran Berkowitz
English:

Now the teams have changed. So now we have a different structure, slightly different structure, which is
we have regional teams and functional teams. The functional teams are basically subject matter experts.
They're good at what they do and we don't care where they are based in the world. So those are teams
like product marketing, content, community, events, paid advertisements, brand. If we are looking for the
best graphic designer in the world, | don't care where they are, they can sit wherever in the world. They
are basically functional teams.

AR ERIE:

RERAMBZE T HMNAEE—NRENED, HHERRE: 18 XEEAMIRGER. BREEFEZ
ERTHER, MIMERKECHIE, HMNAEFMITEHFABIAE. EFARBESREH. AF. 1
X. J&B. I8 E. M. MRBAVERMR ERFOFEILITT, BAEFMER, fthr] ALEHRER
W75, 1R EEEREERRA.

(00:53:16) Meltem Kuran Berkowitz



English:

And then we have regional teams. Because we are selling into a lot of different regions, we need to make
sure that we have local expertise as well. So we have marketing managers for different key regions for us

that then work with our functional teams to bring the strategy to life. So that's how we've set it.
R EIE:

ARFBMNEXEHE. RARNBHETRSFAEMEK, HMNBEHERAEEMZUIIR, PAURMNEHIR
FEXEMXEHEEIE, WISMERANGTE, kS, XMERNILE.

(00:53:33) Meltem Kuran Berkowitz
English:

I've seen businesses who build out a regional team that has their own paid ads team and their own
content team. But what we have found is when you take people away from their group of expertise, so if
you take a paid ads person, and if you have a team of paid ads people and you separate those five people
and give them to different regions, instead of letting them sit together and be a tight team, the best
practice is learning and the leveling up of the skills doesn't happen as fast as they would if all of the
technical roles are sitting together. So we are continuing down the road of functional and regional setup.

FROCERIR:

NI EEQTRIKEAN, SMXEEHEECHAET SERMASTE. BFRNLI, HIREAMME]
BYR A BH AR E R — bR E—1 5 AR SHER, REBMIIFFDEFRNKE, mAZILM]
PE—RAR— N REZENE N —RARELBRNFIMKENREE, MANRERARAEYLTE AR
AR FRATATRFFRERRRES KIEL S RIE R,

(00:54:09) Lenny
English:

So say someone in Turkey wants to run paid ads, they convince the paid growth team to invest in
resources in growing Turkey?

FROCENIR:
FRARISEEENEANRIRBRNE S, tIFE2RRMA RS KENE L EHAERFR EHITRN?

(00:54:16) Meltem Kuran Berkowitz
English:

Exactly. So they would work with our central paid ads team to say | would like to run paid ads in Turkey,

this is the audience | want to go after. And then they work together to execute on that strategy.
FRERIE:

R, MMNESSHNNVPRMETSEANETE, ¥: “WEETLEERHRT &, XEREMANZR.” At
MNHEBHRITIZ S,

(00:54:28) Lenny



English:

How does that team decide who's going to get their time, is there a rough approach to that?
FREiE:

A HPANIELREILES BITEEES £? BB ARBNGE?

(00:54:32) Meltem Kuran Berkowitz
English:

So it depends on the total addressable market in a region, what are the opportunities we're seeing,
what's the competitive landscape like. So chances are if a market is what we consider to be tier one, and
it's a place that we have seen good growth, we will invest our resources into it. And then along the way we
learn and we decide if we're going to double down or pull back a little bit.

FROCENIR:

XEURFZMKHNSBEDT (TAM). BRINEBINTNBUREEEE. MR —IHZEFENAANZE B
(Tier1), BRAIELER T RIFMEK, HMMESRAFZR, AXNIREFR, RNSTEFES), FHRERZM
ERNIE TR ZE,

(00:54:53) Lenny
English:

Awesome. | want to chat a bit about culture, culture at Deel. We had Jeff from Ramp on, and their culture
is described by one word, velocity. Also one of you being the fastest growing business of all time, I'm
curious how you'd contrast your culture and broadly how you think about culture at a startup and how
you help create the culture at Deel?

AR ERIE:

KET. BB, Deel WX, FHATET Ramp BY Jeff, TR RT A —NMEAMRIE: RE
(velocity) o BEAMRITEESE LIEKERNWAT Z—, HRBAERSMEXLLIRIBIXWK? T~ X EIRINEE
BRI RBERIXIL? REMNAFENEEE Deel BIXILRY?

(00:55:12) Meltem Kuran Berkowitz
English:

Yeah, so | would say culture is made up of two components. One is, what do you bring to the company as
a team member, and what does the company give back to you? So what we expect the team members to
bring to us is, our version of velocity is something that we call 'Deel speed’, is that we want to make sure
that we act with urgency. It doesn't matter how big the team has grown, we want to act with urgency on
behalf of our customers. If a customer has a problem, they're not going to wait two weeks to get an
answer for that. They're going to get that answer within 24 hours. If we need to build out a product
because many customers are asking for it, that product is going to get built in one-tenth the time that any
of our competitors will likely build it in.

AR ERIE:

F89. HINAXUER NSO AN, —IFNERRIRAREFTRT 4, ZRABEIRT R4 i
LEHEPAE R HEROZRATRAR “HE” , H(FRZzH “Deel IFE” (Deel speed), BIFAEHIRTE LB



1780, ZBREANZEFEZ K, HIAERARFFURBRITE. NMRFFERE, MIAEFRALFIER,
I=1E 24 /NIARTE, MRANREEFFERMBEAL—Nm, BITmiALKNERRERZENFHN
+ﬁz_o

(00:55:51) Meltem Kuran Berkowitz
English:

So 'Deel speed' is very, very important for us. And that's something we expect from our team members
who are committing to it. To say, what's the quickest way | can solve this problem properly? And to

repeatedly push themselves to act with urgency.
R EIE:

FRLL “Deel IE” WHAIEE. FEEE, XEBFNNAEMANNRIENEE: BEFARZERRX R
MERIRGIN? FHAETERE SHE RBREITE.

(00:56:06) Meltem Kuran Berkowitz
English:

We also care that we remain positive. We have default optimism because we are in a new space, so if
someone's going to come into Deel and they're going to be pessimistic and they're like, "I don't think
that's going to work for X, Y, Z reasons," they're going to just slow things down. We need people to ask the
question of, "I think it's going to work for these four reasons, now let's see what are the risks associated
with it and let's seek to solve those risks." That's again something we expect from our team members.

FRCERIR:

BT EERERR. BI1HE “BUARW (default optimism) , EAFKRNLF—I#FHTE. NREAXRE
Deel ZMRAEM, % “WHEBEA X Y. ZREXTHE" , NIASEEHE, RIIFEANE: “FAIEA
AXOPNRECEERY, RELRNEBEXONLRMHA, FIRERXERL,” XEHFZ RN 5BIE

A
==o

(00:56:31) Meltem Kuran Berkowitz
English:

And then the last one, well, not the last one, but one of the third important ones is, fully giving a shit
about your customer. At the end of the day, the product that we have, we are dealing with humans, we're
dealing with their livelihood, the way they get paid, we're dealing with the way companies hire. It's so
incredibly personal if someone doesn't get their paycheck on time or if someone gets into legal trouble
because their contract wasn't set up the proper way.

AR ERIE:

REa—8, RERE=TEENRZE: TEHEE (givingashit) FHEF. JFRER, KN RITRENE
A, BEAIREN, BMIIFAIRNSN, BABEBENG . NMREAN&KNMEIFHK, HERANEGRLRE
FMFANARMN, X2FEEMABTENER.

(00:56:57) Meltem Kuran Berkowitz

English:



So recognizing that it's not a software and a platform that we're trying to make it the best, but it's like, no,
it's a business trying to pay a human so they can live their lives and the business can continue growing.
So that care is something that we need people to bring to the table.

FhSCERIE:

FRUERIRE, HNAUXEBREE—TREFNRGETE, MEEEH—REWAERLE—DA, iLftaedirE
i, b RER SRR, XMXTERINTFEANTHEI LR,

(00:57:14) Meltem Kuran Berkowitz
English:

Now in return of those things coming, what we give back as a company is, outside of obviously your pay,
your benefits package, et cetera, is we offer people the flexibility to choose how and when they do their
job, they get to decide on where they work from, what hours they work. So we basically give people all
the freedom to set up their life how they want to as long as they come to the table giving us what they
need. So | would say we do have an intense culture, and that's expected, we share that openly with
people. But at the end of the day, that's also what sets us apart.

FROCENIR:

ERAXEMHNER, ARRHIE—RTHK BREFEMZ RBREIN—RNHAMHRAERTIIF
AAMEERRE M, MITLUREEMELE. FARBEIE BAL, REBMITERMATFMHENRA,
BTRA I NREEENEEEH. PRUFERNR, FNTHLE—SRENXK, XEMHZHH, it
AREX—R. BIFRER, XWRLBAIBRAmMHNRE.

(00:57:48) Lenny
English:

| love this 'Deel speed'. Are these core values basically within Deel, these are values that you come back
to?

R EE:
HERZXD “Deel BE” o XLZE Deel RERRIIZOMMEILIG? ZR(1E ERIFRAYENIS?
(00:57:54) Meltem Kuran Berkowitz

English:

Yes, exactly. And these are values that we publicly share as well.

R EIE:

B, ", XEMZERNLADZHNNEDR.

(00:57:58) Lenny
English:

How early in the lifecycle of the company did you all come up with these values? That's something that a
lot of startups think about is, when should we actually crystallize these values?



FRZERIE:

TERBENESERF, MMNSFRETXENENR? XRREVEIATEHEDENRE: HNFARMRNZE
IEEXEMEE AR L?

(00:58:06) Meltem Kuran Berkowitz
English:

So we came up with them, | believe it was about a year in, but we didn't sit around the table and say,
"What should we call our values?" 'Deel speed' was something that our CEO would tell people. He'd be

like, "Okay, | want you to do this, but | want you to do it at 'Deel speed"." And one of the early jokes was,
let's have company swag that's Deel speedo and things like that. It's just like, it was already used so
frequently with people that we were just like, "Okay, we keep saying this, let's also define what it actually
is for us and set it in stone and share it with people." So we did go through that exercise probably about a

year in into the company existing, but the culture happened well before we established that.
FpCERIE:

HBRBAEQFMUARN—F, BRNHKBELERFZR: “HNONEZUAA? 7 “Deel HE" 23K
{1189 CEO KEMAKRMIE, fthxii: “4F, HAILIFMXME, EHFEMIL Dee FE FKMf." FHIHY
—PRIEE, HMZH I “Deel Speedo” (Deel ik#%, EEHEE) NAREAN, HANEEAROFHNR
HUSRERRE T, FRAZAImAR: “FE, BARMN—EERXTD, BREX—TENHNBRE®REFA, 18
EEE FRADZFLAR.” FIUKNERBMILAN—FIME T XHE, EXUEBILNENZAMELET
To

(00:58:49) Lenny

English:

Reminds me, at Airbnb, there was a team that came up with the core values, | think it was four years in
probably, and there were six of them. And then a few years later they realized two of them aren't actually
true, they were aspirational. And there was this recognition that values should be who you are not who
you hope to be because it just doesn't click. And so they actually cut those values and they ended up
having just four values. And maybe one day they'll bring them back. And so | think that's a really good

lesson is you want to see who you already are and then just represent them in a really interesting,

creative way.
FRERIE:

XL FARECTE Airbnb, B—THEIAERIIABEEERE TZONEN, HEERF. LEEMIIFIREIES
MFELHAFAESE, RARRFHNER. NEIRFNERNIZZE “M2E" , AT “REERAE" , BN
[EETESIRHS, FrLABIIRETBHF, REIFTEF BIFE—XRENSBENHER. FrIATEIAN
XE—MRENZI: (FRBEEBECELERHARNA, AERA—ME8. AIENARTELK,

(00:59:22) Meltem Kuran Berkowitz
English:

Yes, exactly.

FASZEIE:

= NaAR-.. 3
EE"J y XtEo



(00:59:23) Lenny
English:

There's a version of, what did you call it, default optimism. Airbnb's version of that was 'embrace the
adventure', which is just like, this is going to be crazy, just go for it, embrace it, this is what it's going to be
like.

AR ERIE:

EH—MIRA, fRIEAHARXRE? “BRAERW” . Airbnb BARZASZE “WHEEF” (embrace the adventure),
EEME. X2BRMIE, REEMIE, Mife, XMECARKNEF,

(00:59:38) Meltem Kuran Berkowitz

English:

Exactly. And try and see how can | solve this, how can this be done instead of why it won't work.
R EE:

BiE. WEERER “RZIABAXDY « “XZWNEKIW” , MAREE “ATAETRE .

(00:59:43) Lenny
English:

Yeah, | love that. And this urgency piece comes up again and again in these interviews I'm doing. What |
think of is Frank Slootman, | think is his name, the founder of Snowflake, has this book called Amp It Up.
All about just how they made Snowflake work. And something he comes back to is just you need to
constantly have a sense of urgency because when you don't, people get bored and they actually end up
liking their job less because it's just like, | don't really know what I'm doing, things are moving along. And
there's actually a lot of value in moving fast. Jeff talked about this as just like, you have less burnout
when people feel like things are getting done and out the door.

AR ERIE:

EHY, HERXD, XM “RBR FRMEIXEXRTFRELI. FBET Frank Slootman (Snowflake #Y
BIAAN), 5T —AB0 (Amp It Up), HBVZMAILMELE Snowflake BZHBY, 13RIFAMN—RZE, MEER
BRISZIBR, AAMKREERER, AMRELTH, RERMIBAERECHIE, HARKERIREER
B¥. RETHELBENME. Jeff BkIX—x: HAMNEFEFBEERTHARZME, RIESBRRME
Do

(01:00:18) Meltem Kuran Berkowitz
English:

Yeah, it's incredibly fulfilling. | look back and sometimes things when, for example, when the SVB was
going through the issues they were going through, the entire team had to work on a Sunday to
communicate with our customers of like, "No, we're good, don't worry about it." But | remember that
Sunday | had to miss out on a theater | was so excited to see, but it just felt like, oh my God, we're in this,
it was like a war room, we're doing it. And that felt good. I didn't necessarily show up on Monday feeling
already burned out, but it was more like, yes, | felt alive. And | think the right people will feel that way.



FRZERIE:

B0, XFEEEMMB. EIEER, tbINSERIRTT (SVB) LEN, BMEANSAERABMMRSEFAE:
R, FligRE, AT FIEF/BTNEBRAFASAFEI—HRREBEN, ERMBEMEZ: "KW,
HAMNESLREFR” BBAG—MELRE, FESS}. BMREERT. A—LMNBH B REERKIE, ki
RS "BEEE o HMANGENAZEXMRE,

(01:00:52) Lenny

English:

Yeah, and as long as it's not constantly for years just endless late nights and weekends.
FEiE:

EH, REFREEERATRIENZRMBERMERIT

(01:01:01) Meltem Kuran Berkowitz
English:

It can't always be war time.

R EiE:

RETBEAGTEER 2 IR

(01:01:01) Lenny
English:

| find that those end up being the most memorable, meaningful moments is when you're working really,
really hard on something that you're excited about. And it has to be something you're excited about and

are proud of.
FRZERIE:

BREAMPLEEHES. REBEXHRZ, FERMARMENEEH o LIENRER, MABLARIMBEIHEH
FIPOSEL:ES R

(01:01:10) Lenny
English:

Last question. | saw on Twitter, you shared this photo of your home office, and it was this incredible view
out the window, and then you took a photo facing your desk and it was an ironing board. And two
questions there. One is just how did that all happen? And then two, | think you mentioned somewhere
that you didn't even meet a lot of your coworkers for a year and a half after joining Deel, it was very
remote forward. So, I'm curious also just how you made remote work work for you in that environment?

RSz ERIE:

RE— 1. HE Twitter EERMRDZET —KRENQZENRF, BIMMIKERRT, EHRERMBDA
K, WPRAR—TRKRR. HERNEE: F—, PREARE? =, FEFEGEEMREENT, M Deel 2



FEH—F+E2MREELNIRZEE, XB—RIFEHERTENDLNAF. FAUAKRIRGEE, ERFNFET,
REBINMAILIZZ D ARIIET?

i

(01:01:36) Meltem Kuran Berkowitz
English:

Yeah, so I'll explain the ironing board first. So that was because | was actually visiting my family in
Istanbul, and in the setup that we have, there's one desk. So my husband and | go rock, paper, scissors,
and we'll see who gets the desk and who gets to come up with a secondary solution. And he won the
desk, so | had to come up with a creative solution. And because the view behind me was stunning, of the
Bosporus, every meeting | joined, people were like, "Wow, | love your view, this is amazing." And | was
like, "Oh, no, no, you guys, I'm sitting on an ironing board right now." And to me that was both funny, and
| wanted to do a reality check with people to be like, "Come on, this is not as glorious as it looks." But at
the same time, it really in that moment | was like, "This is awesome, | work at Deel."

AR ERIE:

ke, TR TRNIR. BERANKISREFRMERREE, BMMENMSRE-KBR. PRUKRLXM
BIEKETIH, BiEEART, #EEEEAR. R TRF, FUREENEIRAR. AAKRSEREN
HEHBRRBARET, SRASIARKEBSNR: “H, WAERMHERT, XEFT.” HIP: M, £F
A, B, RMEELE-RZNIRETER.” WEKEIBEEE, FUBLAR— “UKZE" | IERE
T, XRERRPAE, EEN, PB—AHBES: “XXET, KL Deel TER”

(01:02:22) Meltem Kuran Berkowitz
English:

Previously when | wanted to go visit my family in Istanbul, and | live in Canada, | would have to use my
days off to go. And for me it just meant a lot to be able to do my work regardless of where | am. | had a full
day of work and meetings and everything. And my work just continued and | was also be able to be with
my family. So it was a moment of Deel's promise coming true in a very real way in my life. And | thought it
was hilarious. My dad thought it was so unprofessional that | shared that with the public then. He hasn't
fully wrapped his head around the startup world. So it was just one of those moments of sharing that,
yeah, work can be remote and it can be whatever you want it to be. So that's the the story behind it. In
this moment as we're recording this, | am in a proper home office with a desk and a back supported chair.
It changes all the time.

AR ERIE:

AR BEFRMERRERA (REENEKXR), BOTAEFR. HERY, TESEMLEMELIEENE
Ko HE—EXNWIEMZIN, TEREHT, FNHBENRAZ . B2 Deel AEERETRLUIFE
BEEMA AR, HREEXRBEE. HEBIANRBRIEXNREINLERFZWLT, R LT2IEREY
SIRBNER, FIUBRR— MO ENEZ: 28, TEIJURREN, IUSEAMEENETF. XMEE
[ E. MERNREN, RE—NEENREDREER, ARFHIFEE, Bh—EEZ.

(01:03:16) Meltem Kuran Berkowitz
English:

And in terms of, going back to your second question of, early days not meeting the team members. As |
said, | joined Deel in July, 2020, pandemic was at its peak, me being based in Canada, Canada had very



strict restrictions of, you can't leave the country, we won't let you back in. So | had to stay put. And |
worked for a year and a half at Deel before for the first time where | met our team members was at a
conference in Lisbon. And | showed up and it was this surreal moment because I've worked with them for
a year and a half, we'd accomplished so much. Our revenue was already way past $50 million and | was
seeing these people for the first time. So that was very funny.

FROCERIR:

KFMEZNRE, RESUSEARSR. EMFHFR, FHETE 2020 & 7 A0 Deel 89, HEFREIBELT
Slg, REFEMEKR, MEXRYEEIFEEHRERE: FAEEE, SWARLMRER, FUZREFERM,
7L Deel TIF 7T —FH2fG, 7B —REEBHAN—IIWLELETRESE, RHIRERE, BEFEERXL,
EAZREBLMMITET T —FF, BFTXAZHH, WABLZITEE 5000 H&7T, MEINELE —RREXLE
Ao XIFEEE,

(01:03:58) Meltem Kuran Berkowitz
English:

But if | look at the early days of Deel, there's a lot of little stories like that, where we forgot to create swag
until we reached a billion dollars. And it was actually when our photo was going to be on the NASDAQ and
we wanted to take a team picture that we were like, "Guys, we need to have t-shirts. Can someone please
run to a store in New York and print our logo on something?" So a lot of those things just by the nature of
being a pandemic business came a little bit later.

FRCERIR:

[ElE Deel WEHE, BREXFNNHRE, LLUIFKITEEKEXE 10 ZETABEM LT AL (swag). KR
FRARNMNBREZ LQAIARAR. HIMTBHESEN, AREER:  “Uitl], BINFE TN, EaERE
AN —RIE, IBFHNH Logo ENERARL? ” FAURZEBANKNTE—K “RIGHAEIRENEIL” , XS
EﬁT_%o

(01:04:25) Meltem Kuran Berkowitz
English:

But the thing that allowed I think for me in Deel to build the culture early on was, because we all work
from home, we've been like that from day one. We have the option to go into WeWorks and co-working
spaces if that's something that you choose. But we all get to show up as our very authentic selves. So
people have met my pets and my partner well before they would have if | was showing up to an office. So
there's that sincerity that comes with being in someone's home that we really relied on early on.

AR ERIE:

BFINI91LFEETE Deel RHIRIUXUHERRZ, EAFENEBMBEXIE, MNE—XREMBXEF, MRMREE, 7
Uk A WeWork SR ENATIE, BRANEBEUREENBEREIN. ARERFHEAZA, MELLIHK
HEMMHET . IMELEARPTHERNEREE, ERMIFHIFERBBIKRE.

(01:04:56) Meltem Kuran Berkowitz
English:

And as a company, | never felt the pressure to show up in a certain way or dress up for meetings or
anything. So just being able to show up as yourself, and whether you're an introverted person who never



likes to turn on their camera or you're someone who's going to be like, "Here, meet my dog." That just
naturally built a team culture and comradery well before we could be together in person.

AR ERIE:

FA—RKRE, BEMNRBRIBEHZEUEMRFESRLI, XEATHEMAEITH. FRFEMIRECS. T
RIRR— M ARERARGKIABE, E2—T2 IR, RIENE" A, XEBRMNAULTREZA,
FLEATMAME I T A AR EIE.

(01:05:20) Lenny
English:

Clearly it has worked out. Meltem, is there anything else that you want to share before we get to our very
exciting lightning round?

FRSCERIE:
EARAXENT . Meltem, EFERANFKNEERBEHNRNBRBEZR], RIEEAHLAEIERNG?

(01:05:26) Meltem Kuran Berkowitz
English:

We had a really good conversation. The one thing | would tell people is, most of growth, people assume is
very difficult. I'm not necessarily saying it's easy, but it's relatively straightforward when you go back to
the first principles of just figuring out where are the people at? How can | add value? As long as your
product is there to actually bring them value. So | would say people should just recognize that it's much
simpler than they think it is, it just takes a lot of discipline to execute on it, it's not rocket science.

AR ERIE:

FAHBGEIFFE @R FESFARN—HER . REBAUNERFEEE. HARIRERES, EZHIRE
A —MHRE—FERBAEWME? FWMEEMNE? LB~ mSKETRNE —cHELBMNEE, Ff
UERE, RRNZFIRECHBERPEE, ARFEMBNERMEIRT, EFRRHTARRENIRIER
Fo

(01:06:01) Lenny
English:

Quite an empowering statement, | love it. With that, we've reached our very exciting lightning round. Are
you ready?

RSz ERIE:
EEEHENERE, REW. B4, BRITENEEHINERE, EEF 78?7

(01:06:07) Meltem Kuran Berkowitz
English:
| am ready, let's do this.

FRCERIR:



HEEET, FIEE,

(01:06:09) Lenny

English:

What are two or three books that you've recommended most to other people?
R EE:

RRANABEERZHNR=ABEMHA?

(01:06:13) Meltem Kuran Berkowitz
English:

From the nonfiction world, How Will You Measure Your Life by Clay Christensen, that's one | recommend.
He takes the business learnings that he's had and applies it to your life. It's a very short and easy to get
through book. Outside of that, | constantly recommend fiction. | think at one point it became uncool to
read fiction that every moment you have needs to be productive and you need to learn something. | don't
care what fiction it is you read, you can read Judy Blume for all | care, but just read fiction, be creative, do
something with your brain other than reading nonfiction and learning things all the time.

FROCERIR:

EEAERIE, ERW - REHNEGRN ((REWAEHEMRIAL) (How Will You Measure Your Life) , XEHK
BEN—A, MIBMRENELVHEIINRZBRTEER. XB—REFREZENE. FRitzih, BEBHTEFE
BN, EREZLEN, BNREE “FBE 7T, FEE—WL4AE~EH. BAFIRE. BFREFMR
BN, BERI% Judy Blume BRI, BIEEBUING, RIFEES, ILIRBY KRR T RIEEaF—
BFIZIMIEE.

(01:06:48) Lenny
English:

I've had to make that shift myself, and it's been great, but | still get drawn to nonfiction. But good

reminder. What are some favorite recent movie or TV shows you've loved?
FRZERIE:

HECURMXMRET, BRERE, BRERZIWIFENRS. FIXEBNMRIFVRE, OB+ ASNKEIE
R FEALREIND?

(01:06:58) Meltem Kuran Berkowitz
English:

Favorite recent movie, | think along with everybody else, was Oppenheimer. | thought it was great. | do
wish they explored a little bit more of why he was the person that drove everybody to excellence. But
overall loved the movie. Did not think | could sit through three hours without peeing, but | did. And
favorite recent TV show was The Summer | Turned Pretty. | absolutely love it. | don't care that it's actually

designed for teenagers, | enjoyed every second of it.

RSz ERIE:



RIEEWWEBR, BEMAR—#, B (R4BR). KB EE RALHFEMITEZIRIT—TRTARMEE
RapFiE ABKR S, BR2HRRBEER. BAUARLRE=/NRENAR, EBEHET. OEREN
B2 (BRZEMIBEX) (The Summer | Turned Pretty) . HBRER. BAETFEHLRATLVEEN, &
EZHANE—,

(01:07:28) Lenny

English:

What is a favorite interview question that you like to ask candidates when you're interviewing them?
FREiE:

FEERREAR, (RRERFENRBEMA?

(01:07:28) Meltem Kuran Berkowitz
English:

What would your siblings say about you? It's very telling. If they have siblings, if they don't, | will say,
what will your parents say about you? But it's very telling what you think other people think of you.

FRCERIR:

“MRESTRBKREEATENIR? 7 XIEFFEREWARE. MRMITLETBELK, HREARFEATN. RN
AMNELENR, XERRERSHRE.

(01:07:41) Lenny

English:

What do you look for in their answer that gives you a sign that they're a good candidate or not?
FRCERIE:

RN EIZE R A AGESKAIRS S ENRIEAN?

(01:07:45) Meltem Kuran Berkowitz
English:

| look for sincerity and self-awareness. Your siblings are never ... | mean, | love my sister, but she'll
probably shit talk me a lot. And being aware of that is very important. If someone was like, "My siblings
will say I'm very organized and that I'm the one that brings our family together." That's probably a
bullshit answer. But if they're like, "Oh yeah, they'll say these weird things about me," that shows a little

bit of self-awareness and humbleness that | want to see in a person.
FRERIE:

RIBRNREHMEHRTIR. MPTBEKKEAZ e, REKER, BRARIHERZTNE B
REX—RIERER, NREANR: “BRRBEKSHRIFEERIE, RERERRENA.” BREZ L%
AUES. BMRMITE: 18, MISEH—LRE," IRVET —KBERRRMEREY, X2FREE—TA
5EEIN.



(01:08:11) Lenny

English:

What is a favorite product you've recently discovered that you really like?
R EE:

REERI T+ AFFEEIRA=13?

(01:08:14) Meltem Kuran Berkowitz
English:

Oh, this is a dangerous one. So two, one was NuStrips, they're caffeine strips. | find caffeine pills and
everything or when | drink coffee is like, accidentally I'll have 300 milligrams and then I'm buzzing. But
these are 50 milligrams each, so it's very easy to stop yourself. And they don't taste bad. So those | like for
when | just need a little boost.

FRCERIR:

R, XFEEREM. B, — 12 NuStrips, EfIZMMHIERFA C&ER). RAIIZMMHEZ F SrEEeT,
FNORERA 300 2%, ARBMIARATEITLT, BXEGRRAF 50 2R, REZEH, MAKERE.

(01:08:32) Lenny

English:

So they're just strips that you put in your mouth and they give you caffeine?
R EIE:

FRLLEN R E A ERYER , SARLIRIZ HIMEEA?

(01:08:32) Meltem Kuran Berkowitz
English:

Like LISTERINE strips.

R EE:

MEFEEME OB A —#F,

(01:08:36) Lenny
English:

What?

FRCERIE:

fta?



(01:08:37) Meltem Kuran Berkowitz
English:

And you put it on your tongue and then it also doesn't give you the jitters and it's just 50 milligrams,
which is a very mild cup of coffee.

FROCERIR:
RBEBRESL L, ERSILRBEIKESRR, MARE 50 2R, BT —HIFEXRBMHEE

(01:08:45) Lenny
English:

Microdosing caffeine.
FRCEIE:

FHER NI,

(01:08:46) Meltem Kuran Berkowitz
English:

Exactly.

FRSZERIF:

Ao

(01:08:47) Lenny
English:

Beautiful.

R EE:

KT

(01:08:48) Meltem Kuran Berkowitz
English:

And the second one is, | recently was gifted a personalized library stamp, which | love. Because | love to
give books away, so | stamp them with my library stamp. And I like to think that one day in a secondhand
bookshop I'm going to run into it.

FRCERIR:

FINE, BRREWE—NERINNABBIENE, HERER. AAZERIEBEAN, AURSERLE LR
MEBERE. HER, UIFE—XASAERXKZFHEERBEE,

(01:09:03) Lenny



English:

That's amazing. There's a camp at Burning Man that's a library, and you can borrow books and you have
to return it in a year, the next year when you come back to Burning Man. Which is amazing. And then
there's a guy that has a megaphone, he is just like, "A book has been returned." Makes a whole scene
about it. What is a favorite life motto that you often come back to or share with other people, either at
work orin life?

FRCERIR:

A#ETo AAT (BurningMan) EB—TEMMEEBIE, MAUESR, ELAE—FE, BMEREEE
AMATIIFIE, XRHEF. EE—IEEY FRNRN, AR “B—FHEPET! 7 KERBNAH.
MERE2XE MM D ZLFARNERR, TRRELIFEEEETR?

(01:09:27) Meltem Kuran Berkowitz
English:

The world is run by insecure overachievers. | used to think my insecurity was a downfall and | would just
hide it and try to pretend it's not there. And then someone that I really look up to told that to. I'm like,
"Okay, so I'm not the only one." And it's just, | do think world is run by a bunch of people that have
something to prove for a good reason or not, but it's better to embrace it than to pretend you're all
confident and you're just doing this because you're brilliant.

FRZERIE:

‘“HRABHMSLZLRBNEMFE (insecure overachievers) #AH.” BUAMREERENALZERE— R
=, BRBEE, BEERERE. BR—EREENASFTEXDIE. BE: 9B, BEREFEE—H
—N” BRLIAAHRRE—HEZIIRAECSHNAETHN, TeETHARR, HEX—R, tHBREECSTH
BiE. RERANEAA MIXLEERITE%,

(01:09:54) Lenny
English:

Oh my God, so good. Final question, what is your favorite Canadian food? You live in Canada and thus the
question.

FRSCERIF:
KB, KtET, BRE—NUE, MEENNNEARYZRAHA? RAMEENELR, FRrUALH—IT,

(01:10:02) Meltem Kuran Berkowitz

English:

Okay, it's not particularly food, but Caesars, they're basically Bloody Mary's with clam juice.
R EE:

B, ERTEERY), ME “GHISERE" (Caesars), B LREN T t#H+HIMAZIDTW,

(01:10:08) Lenny



English:
Oh, Bloody Caesar, is that what they're called? Or just Caesar?
FRERIE:

R, MAEYI? SXAMID? FEEH0Y Y

(01:10:10) Meltem Kuran Berkowitz
English:

They're called Caesars.

R EiE:

FLOL G

(01:10:11) Lenny
English:

Just Caesar.

R EE:

FLAL

(01:10:12) Meltem Kuran Berkowitz
English:

But the American equivalent would be a Bloody Mary. It's so much better than a Bloody Mary. It's not
vegan. And then the reason | qualify it as food is when you order it in Canada, it comes with pepperoni
strips and pickled asparagus, and they'll shove a whole meal in there. And it's just amazing and
something that America should definitely adapt too.

FRCERIR:

AEENNAEMEDR. EELLmELMIFERFE. EARER. HZUEEINERY), REAENE
AREN, FFESEBERARFERDZNEASE, tEERIE—BURBEBHET . XXEFT, EELIMN
&5,

(01:10:28) Lenny
English:

| think I've had one, | think | prefer Bloody Marys, but a good pitch for the Caesars. Meltem, thank you so
much for being here. We talked about growth strategy, team building, 'Deel speed’, default optimism, so
many things. Really appreciate you making the time. Two final questions, where can folks find you online
if they want to reach out? And how can listeners be useful to you?

FROCENIR:

HRFIEY, FAEEEESNMEL, BRI HEREI(L Meltem, IFFERSIREENR. F1H T 18
KR, HIPAZIR. “Deel BE” . BRNFMEFREZER, IFEBGRHHITE. KEM MR- NRAKE



XA, AJLATEMEHEIIR? IRARNIENIRMEFA?

(01:10:49) Meltem Kuran Berkowitz
English:

So they can reach out to me on Twitter at MeltemK, I'm the fastest to respond there. Please don't reach
out to me on LinkedIn, | never respond there. And the way readers can be useful to me is if they, one,
we're always looking for feedback on Deel. If you see something out there that you think could be better,
let me know, and I'll make sure to communicate it to the team, whatever that may be. And also, if
anybody has tips that they think | would benefit from or any good fiction book recommendations, I'm
always open to them.

FRCERIR:

AREKAELUE Twitter L33, IKSE @MeltemK, IFTEI/LEIERR. BEARETE Linkedin E3Fe, FMARE
. IMRATUBIENZ: F—, RIT—EEIKXT Deel WRR. MRMESFSEHAMBIUMISELF, 18
HiFH, HEWREALHEN. $=, MREARFEAABRNNRZEREE, NEBFHEMLBHERRE,
FHHERIIL,

(01:11:19) Lenny

English:

Amazing. Meltem, thank you again so much for being here.
R EiE:

AT, Meltem, BERZGHRBIEIH,

(01:11:23) Meltem Kuran Berkowitz
English:

Thank you so much for having me.

R EE:

IR REHRAE B,

(01:11:25) Lenny
English:

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

FRCERIR:



AKEBW. RGO MRIRHFHAEATEEMNE, AILUTE Apple Podcasts. Spotify SIREIRAIREZ R
FiTiHE. o, BEERARINMNTIPXAB T HIE, XEEHEMARLARAXNMEER, R UK
lennyspodcast.com #EIFIEEHTTER THESZES. THTEL.



