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(00:00:00) Lenny Rachitsky

English:

30% of PMs that leave Palantir start a company. Just give us a picture of what the people are like.
FRCEIE:

M Palantir BERE™=MEZIE (PM) 5 30% #EENL T, BARKIMER—T, BBEMATZHAREN?

(00:00:05) Nabeel S. Qureshi
English:

| feel like they screened really hard for a few traits in particular. One is like very independent-minded
people who weren't afraid to push back. Two is people with broader intellectual interests.

FROCERIR:

IF MR R R #IRIE T MBS ENR R, F—=RBERMIL. FEERBEBA. EZE2HET ZHIR
HBBI Ao

(00:00:15) Lenny Rachitsky

English:

What's the difference between, say, a PM at Palantir versus a traditional PM?
A EiE:

4, Palantir B PM SEHEX LR PM ZEIE T AX5I0E?

(00:00:18) Nabeel S. Qureshi
English:

They were extremely careful about only making people PMs who had first proven themselves out as
forward deployed engineers. You basically could not become a PM any other way. There's two types of
engineer at Palantir. So, there's one that works on the core product and they're a traditional software
engineer. There was a different type of engineer which you sent into the field. You would spend maybe
Monday to Thursday and you would actually go into the building where the customer worked and you



would work alongside them. You would literally get a desk there and so, that engineer became known as

a forward deployed engineer.
R EIE:

e EE, REPBLLEN “FILIBE IR (Forward Deployed Engineer, {&#k FDE) ERET HEM
N, ZEERRA PM, BEZ& E&EEMIBEAILKRA PM, £ Palantir EFWMEEN TEM: —MASZO~5,
EEFNREIREN, S—MERKFINZNIEM, RAEA—JEANBERFADLBAEE, MiilHBE
T, MMEEEMBEE—NERNAR, XMIRRINMEIFA “GIEHBIREN .

(00:00:51) Lenny Rachitsky

English:

What's something that you believe that most other people don't?
FRCEIE:

BH ARG, BRSEAHTIARNERLD?

(00:00:54) Nabeel S. Qureshi

English:

I think this is a somewhat contrarian view within tech.
R EE:

FINNZXERAR—MER “FFER M=o

(00:00:58) Lenny Rachitsky
English:

Today, my guest is Nabeel Qureshi. Nabeel is a founder, a writer, a researcher, and an engineer. He was
recently a visiting scholar researching Al policy at the Mercatus Center alongside Tyler Cowen. At one
point, he worked with the National Institute of Health and major clinical centers to create the largest
medical data set in the world. He worked at the Bank of England for a bit. He was founding member and
VP of Business Development at GoCardless, one of Europe's biggest financial technology unicorns.

FRCERIR:

SXMFZER Nabeel Qureshi, Nabeel 2—1futltaA. 1ER. HAREBMIIEIM, MFRIETE Mercatus Filv5
Tyler Cowen —i2HEEIARIFEE, AR AIBK, MBESEEEREEHARE (NIH) REXKIGEFPLESE, €
BET7TeREANETHIESE, MEETREIRITIEI—BiRE, MERNSRANEMRBREREZ—
GoCardless RyBItRRL A FR IV 55 % BE S o

(00:01:23) Lenny Rachitsky
English:

And most related to the topic of this conversation, Nabeel spent almost eight years at Palantir as a
forward deployed engineer working on public health projects with US federal agencies, including public
health services during the COVID-19 response and applied Al in drug discovery. Whether you are a fan of



Palantir or hate everything that they do, they are an important and fast-growing company that is
pumping out incredible product leaders, as you'll hear more than any other company in the world. So, it
is worth studying and understanding.

AR ERIE:

SETIEETRBKRAZ, Nabeel 7£ Palantir TIFTI/\F, EERMLIEIRIN, ARSEERTBIWE
ENAHKTEDNE, SEMERBHENAETERS URGYIRAFIN A KA, TiLfRE Palantir B934,
ERWRMAMIPAEN—1], IHME—REZERELBHNAE, EMMRERER, WIEFHHRTE~mEA
bt R EEREMABEZ, Hit, XRABIFEESHRM T #Ho

(00:01:52) Lenny Rachitsky
English:

I've never heard an in-depth conversation digging into how they operate, build product, hire, and were
able to scale from a primarily services business to a software business. So, | am very excited to bring you
this inside look. In our conversation, we go deep into what the heck does Palantir even do, why getting
good at managing lots of data is an underappreciated secret to their success, a look at the unique forward
deployed engineer role that they innovated, and what other companies can borrow from their insights
here. Also, how they hire and how they build amazing product leaders, plus a ton of advice on talking to

customers, building products, and starting companies.

R EIE:

BMRITE X FHAINEIEIE. MBS m. BEE, URIMAIM RS A E RSB R G SHRERTE.
FRLL, FAEEBEIREHATIRNT o ERAMRIIIES, HIVRARNRY Palantir BIRZ2 M+ AB; At4E
KEESEHEZMNANOMIR (BAX—REBEREM) ; ARMIEIFHOME FEAMBIREN A6,
UREMAB AT LMEENEZER, LI, TEMITMAREE. MEEFHenN~mndim, URAEXTFS5EFHA
. P A AR,

(00:02:26) Lenny Rachitsky
English:

If you enjoy this podcast, don't forget to subscribe and follow it in your favorite podcasting app or
YouTube. Also, if you become an annual subscriber of my newsletter, you get a bunch of amazing
products for free for a year, including Superhuman, Notion, Linear, Perplexity, Granola and more. Check it
out at lennysnewsletter.com and click Bundle. With that, | bring you Nabeel Qureshi.

FROCERIR:

MRMERXNMEE, ST EMUBENAD YouTube EITIEF X F, Ithoh, MRMEAAEKINEBIRA
(Newsletter) NEEITHE, MBERBERE—FNZMME~Mm, B4 Superhuman. Notion. Linear.
Perplexity. Granola &, 15119 lennysnewsletter.com H & i Bundle &, TE, iEFHNIINID Nabeel

Qureshi,

(00:02:47) Lenny Rachitsky (Sponsor Break - WorkOS)
English:

This episode is brought to you by WorkOS. If you're building a SaaS app, at some point, your customers
will start asking for enterprise features like SAML authentication and SCIM provisioning. That's where



WorkOS comes in... [Ad content omitted for brevity in translation, focusing on transcript content]
FRZERIE:

AETIEH Work0S 28, MIRIRIEEMIE SaaS WA, REIZFFEFEZER SAML HAHL0IEM SCIM EEEF
AERINRE. XFLE WorkOS RIFREZ .-+ (BBhE HREE)

(00:04:05) Lenny Rachitsky (Sponsor Break - Attio)
English:

This episode is brought to you by Attio, the Al native CRM. Attio is built to scale with your business from
day one... [Ad content omitted for brevity]

FROCERIR:

KETHH Al JR4E CRM &4 Attio #Bh, Attio BTEME—KEFMEIRA SHIEER - (| &
AEEL)

(00:05:08) Lenny Rachitsky

English:

Nabeel, thank you so much for being here. Welcome to the podcast.
R EiE:

Nabeel, JFHRGHREER. WIDLKEIFATAVEE.

(00:05:12) Nabeel S. Qureshi
English:

Thanks, Lenny. Glad to be here.

R EE:

51381, Lenny, REFEREIXE,

(00:05:14) Lenny Rachitsky
English:

In our chat today, | want to zero in on a post that you recently wrote where you shared your reflections on
your time at Palantir. You spent something, maybe just under eight years there. The reason I'm really
interested in Palantir is I've been doing a bunch of research recently looking into which companies hire
the best product managers and create the best product managers, and Palantir just keeps coming up over
and over in the work that I'm doing.

FROCERIR:

9EE’JHIJ|]9§EF ﬁ*ﬁgﬁﬁlbﬁ"ﬂ‘ﬁﬁm %3‘(%’ {,]-’T_qu:ﬁ?Tij Palantlrﬁjtm&lu\o 1’]17_%'32?%7
111&/\$o HZ PR AR Palantir B4R, RRARRIOTEMRMLELBBENIESR TRAFHN=REE, ME
KBRS, Palantir IR FREHM,



(00:05:37) Lenny Rachitsky
English:

So, I'll share a few stats real quick. | looked at which companies produce the most founders, especially
out of their PM team, and Palantir is, by far, number one. 30% of PMs that leave Palantir start a company.
And number two is 18% and that's Intercom. So, that stat, | looked at which companies PMs that leave get
immediately promoted in their next role, Palantir is number one of all companies in the world.

AR ERIE:

BRREDZL IR, HFETPEQTET THRZMLIEA, 1F5IZ2M PM EIPARLHKEY, Palantir EiES
7o, HR%E—o M Palantir BERRY PM 15 30% EZE T gk, HR%EZHYZ Intercom, LEHIN 18%. LI,
BIEPETHLEATR PM EBERENT—H TIEPEEILEIREEF, Palantir 2B ARFHRE—

(00:06:02) Lenny Rachitsky
English:

| looked at which companies' PMs become the first PM at another startup that they join, Palantir is
number two in the world. And then | looked at which companies alumni PMs become heads of Product
down later in their career, Palantir is number three in the world. Also, just the company is doing extremely
well. It's worth, | think, something like $200 billion these days. So, there's a lot to learn from Palantir. |
actually want to start a question that | imagine every employee at Palantir constantly gets that, and I still
don't think people totally have an answer in their head. What does Palantir do?

FRCERIR:

HIEFETMERFH PM BIRESM NS —KI LI QB EL PM, Palantir 23R E ", MEMLQER
PM R&EIRW A EEIRAFmA SR ARNIEZR, Palantir IBE=. 1, XRQAFKXGRIMBRELE,
BRIBHERLTE 2000 2ETAR. FREL, Palantir BRZEFFINMAG FEM—NEEF R, HHST
Palantir By 53 TERRRIAIZIX A, MAKTEARMFEAIEER LA T2BEMBIESR: Palantir EIK2
A+ 4R9?

(00:06:38) Nabeel S. Qureshi
English:

That's a great question. You started off with an easy one, Lenny. So, Palantir is, the way | describe it, is
they achieve outcomes for their customers very tactically. The way they do that tends to be through a
data platform. So, they have what | consider to be the world's best data platform, and | can go into what
that means in a second. And then there's a couple of different versions of this. So, there's one that's
optimized for intelligence and defense use cases that one is called Gotham. And then there's one that's
more optimized for commercial use cases and that one's called Foundry.

FRCERIR:

XEZNFR-, R—ERFRE T “BE” 89, Lenny, I3t Palantir (iR Z: IIFEESEHNARXAE
FiEREF. tlEEEE —MUETERIMX—=, MITAERIANCRER LRIFNEHIETE, HEHKA
MIFEARBEXRRET 4. XN EEE/LNTRABNRZE: —NexFIRME B A GI#HTT A, K
Gotham; S—1"E& @A G, M Foundry,

(00:07:12) Nabeel S. Qureshi



English:

And that's the classic explanation of what they do. So, they sell a data platform. They typically work with
very large customers is the other thing. So, it's going to be Fortune 50. It's going to be governments
around the world. It's going to be those kinds of customers. So, that's the capsule answer, but there's lots
to unpack in there.

FRCERIR:

XN SIS HER . MIEERIETEe. 5—HFEE, MIIEE5FEANEFASIE, LLINE 50
sk, HRAZMER. XMEEENEE, EEPERSER/RNRITNAS,.

(00:07:32) Lenny Rachitsky
English:

Awesome. Okay, and we're going to touch on a lot of this stuff, including the data piece. | want to start
with talking about just the people and the culture of Palantir. You shared a bunch of really funny stories of
what it's like to come to work and even interview at Palantir. There's a story you shared where because
maybe the co-founder, you're walking by and he's chewing ice, and that's some benefits to cognition.
Just give us a picture of what the people are like, especially early days Palantir and the culture and how
unique it might seem.

FROCERIR:

AET. BMNZRERZAE, SFEHIERD. HBLM Palantir WAL KL, (RREIREXTHE
Palantir TFEEEIRANBE, AT —NEE, HIRELKGLIBATIAN, MIEERKR, BRXEHT
IH IBATANHER—TREN AR AFR, LHEFHIRY Palantir, UKL UEILHRE S

(00:07:58) Nabeel S. Qureshi
English:

Yeah, it's definitely, it's an add-a-one company. | don't know how else you would start this company if you
were not somebody like Peter Thiel. And so far as, it seems like there was a point at which they owned a
silly fraction of the office space in Palo Alto. So, you'd walk around Palo Alto and there would just be
Palantir hoodies, Palantir buildings everywhere and so on.

FRZERIE:

21, XBEWNE—FIM—E AT, MNRIFFTZ2E Peter Thiel XEFEMA, BRHEXREEEACIDXFE—RA
. EEMEEL, BELE—KNE, t]HIETHZEE (Palo Alto) RALLHIHIDATIE, (RIEHWT RE
FETh, FEEEERIZEE Palantir EMB#HIAF Palantir B,

(00:08:21) Nabeel S. Qureshi
English:

And so, | feel like what happened at some point is they raised a lot of money and they resorted to all these
really interesting ways of just getting top talent out of places like Stanford and other top schools and just
people who knew the founders who tended to be very interesting intellectual people. And | feel like they
screened really hard for a few traits in particular. So, | would say one is very independent-minded people,
people who weren't afraid to push back, who questioned the frame of everything and thought for
themselves and had strong convictions.



AR ERIE:

RIFTER N, WIIFEETARERE, HARNTIMEBNLAMMBEEFAREERINRAT, HEZHR
LEINREIRAR. IFEEBEIIRD Fo REFMIERTBMIRET MR, $—, BRIFEBIRIBA,
BEMERE. BTFRE—ER. RMIBEHERERESHIA.

(00:08:55) Nabeel S. Qureshi
English:

Two is just people with broader intellectual interests. Karp just released a new book and he's quoting
Habermas and all these European intellectuals and just things you don't typically see a tech CEO do. And
so, | think there's that intellectual strand in the company. And then yeah, | think three is just people who
are very intensely competitive. There's a sort of win at all costs mentality to the company. And so, | think
those were the set of traits that were this gravity while in California at a certain time. And so, you just had
a lot of really fascinating people joining the company at that time.

FROCERIR:

B, WA ZAIRMERA. CEO Alex Karp &ttt 7 —Z<# 5, MEBESIATHRINISH (Habermas)
BN AIR D FRIMR, XERKQE CEO B EHAFEL. FIUAREE—MAIRDFRE. =, RAR
BiIRBA. AFE—M “TE—IIRNERE" BIOS. FIANERXERHESNBINMNAZR T 5177,

K517 RERABIAZ N

(00:09:33) Nabeel S. Qureshi
English:

The way they screened for this was interesting too. So, for the longest time, they had... Everyone does this
now, | think, but at the time, it was a little bit rarer, is a founder had to interview you in order for you to
receive an offer. And so, a founder, it could have been Alex Karp, it could have been Stephen Cohen.
Earlier on, it might have been somebody like Joe Lonsdale, but it was always one of these people.

FRZERIE:

W —I IR AEBEIRAIR, (RABEEZIRAEH (Offer), XAIBIMEATIEER Alex Karp, tRIEER
Stephen Cohen, ERHBHEREER Joe Lonsdale, {BEZz—E2MIIHHN—R,

n

(01:09:54) Nabeel S. Qureshi
English:

And the interviews were pretty strange. With Stephen, it would be, you'd be chatting about philosophy for
an hour and a half and it would very much just be like he would pick a topic out of thin air. It was
impossible to prepare for, and then he would just go very, very deep and try and test the limits of your
understanding. But it would really just be a fun conversation and then if you pass the vibe check, you'd be
in. And so, there was that strong selection mechanism.

FRCERIR:

EHiXIRIFEFT R, WRZ Stephen Eif, RETEESMMBII—NF/NINEF, IBONE—MER, (RIR
rEEES, ARMIPFEER, HENXIREEEDINRR. EXHLZ—17E8HNME, NRImEdT
X “FEMIA” (Vibe check), fRFIHEERT . FRLL, ABR—FhIFEIRARITHIENH.



(00:10:20) Nabeel S. Qureshi
English:

There was also the question of, | think it might have been Thiel who mentioned this, but he thinks that a
lot of the best recruiters in the world or the companies that attract talent, they put out this distinctive bad
signal and it has to turn some people off. That's the key of a good, bad signal. So, | think in the present
day, OpenAl and Anthropic, they're both sucking up some of the best talent that you and | know. And |
think one way they do do that, and they are sincere in this, but they do really attract people who are
almost messianic about the potential of artificial super intelligence and who really believe this is the only
thing that matters and it is going to be the biggest thing in the world.

AR ERIE:

EE—NRE, HEAJEER Thiel 22, MIANER EREFIFHBIEASZSHIRSIAANAE, MR H—H
SR “MEREST , SMESHAENER—HTA. XRE—NEFHN “AEES” BXHE. LLMME,
OpenAl # Anthropic #ERAFKANTFAABIRINRAT o N ZFRLREMEIX—=, SRR T AL &
BAAIERE (AG) BMEFEANA, XEABUMBEXEH—EENER, BRAER ERHRBEIL,

(00:10:56) Nabeel S. Qureshi
English:

| think Palantir's version of that was that they were quite focused on things like preserving the West.
There was a slogan of Save the Shire, right? So, they were talking about military and defense and
intelligence and the importance of that well before everybody else. And bear in mind, this was during the
era when it was social, mobile, local apps. You had, social media was on the rise. You had, the hot
companies were Facebook and Pinterest and things like that. And so, this was, at the time, a very strange
thing.

FRCERIR:

Palantir WARANZEZFF “RIEAR" ZXHNEB. MNE—1OSW “EKE/R” (Save the Shire) , 3t
ME? I IEFRBE A ZBIFARIKICES. Ebh. BIRREEEY, FicE, B2 3. B, &tk” NA
BB, HITIRIAREENMER, RANBATIRZ Facebook # Pinterest 221, Frld, EHBFEFR, Palantir B9%
ERIEEFIR

(00:11:26) Nabeel S. Qureshi
English:

And so, | think to be drawn to that, you had to look at the other options and say, "Well, this is fine, but
what am | really doing in life?" Whereas you had this other place that was like, "Hey, come solve the
hardest, messiest problems in the world with us." And | think just at that time, that really drew some
really good people.

AR ERIE:

FRLL, ERXMIEZRS], FAMEMEMEFEHRIES: “PBEATBERE, BROALEIRTEKRTA? 7
i Palantir 2i%:  “IF, KK LR MR EREYE. SRELARZE,” FIAAERDEL, XEHEKS]
T—HIAFEMRTFHIA.



(00:11:43) Lenny Rachitsky
English:

We're going to talk about the reasons people don't necessarily like Palantir and the moral question of
what they do, but when people look at a company that is like... | guess OpenAl, to your point, is a good
example where they're just so turned off by maybe their approach. What you're missing is that's
potentially intentional because it actually draws in the people they really want.

FRsCERiE

HMNERZINEANAFARER Palantir LU XFb1l Sp0EERE. EZAMNEE—-RQF, bW
OpenAl, AJREZEAMIHIRLEMCEMBEIR K. EIRAJEBERT, XWIFERRER, FHAXKRMEERSI ]
HIEBRZEHNAT,

(00:12:03) Lenny Rachitsky
English:

It makes me think about, | was involved in creating the core values at Airbnb and something that we
learned at going through that process is, when you define the values for your company, it's really
important to clarify who this is not for, exactly as you described, which feels unnatural. Like, "Oh, we
want to be inclusive, we don't want to make people feel like they don't belong." But the whole idea is to
be clear on here's who will thrive here and here's who's aligned with our mission. And what I'm hearing is
Palantir and these companies take it to the extreme.

FRCERIR:

XL HAEEH B S SHIE Airbnb BIZOMEW. EBNIRERENFE, SREXQBNEWR, BBl “ER
BEXE" FEEE, EWNRAERNBE. XITERAREREEER, NHMNZE: "B, ZNEE
B, FERUEARERERN.” ERO0ESEERMIEREXEREMND), ESENOUES - X
Palantir FXEABHEX— R E 7R3

(00:12:30) Nabeel S. Qureshi

English:

A hundred percent, yeah. On my team at Palantir, one process that we followed, | could talk about this
more if it's interesting, is when you started a new project, you basically had to organize what they called a
murder board for it. | think this is originally an army type. So, the idea is, basically, you write up a two-

page plan for the project. You invite three or four smart folks who don't know anything about the project

and their job is just to tear apart your plan.
R EIE:

BN ZBIEM. 7E Palantir REIFAE, RITEBENH—RER (NMRBGEBRALUSIE) . SREH—
AR, RGTALAR—IFRIEN “BRERR” (Murder Board) s BEXFARETFTEN. BXABRE, R
S—MRIHmA IR, Bi5=M P XZIME —XFAAEEERAA, iR ES BRI R HFH I,

(00:12:56) Nabeel S. Qureshi

English:



And so, you have to write, here's the vision for this, here are the goals, here are the tactics over the next
three months. And one section was principles that you're following for this project. And | remember
giving this advice a lot was just like when people joined, they would write principles such as move fast
and | would always be, "Everyone likes to move fast." It is not a good principle actually because nobody
can really disagree with this reasonably. You need something that actually a lot of people are going to go,
"Why are you taking this principle? This seems wrong to me." So, you need something that people can
disagree with.

FRSCERIE:
R RS FRE. BFMAR=ZTBNHEAR, ER—1 9 2IREXNNE P EEIERN, KiZERE
ARENE: YtIBTEN “BERTE” ZENERENE, B “SNABEWRETE.” XEHER

=
NMFHEREN, HAKBEAEGEMRNE. MBENEBMHIIULRZANR FRATABZERITRN? HERF
XX FRE. e, MEE— AN U=ED IR,

HF
N
H

(00:13:29) Lenny Rachitsky
English:

| want to come back to the beginning of what you described of what they look for, what Palantir looks for
in people. You talked about independent-minded, a lot of interests, broad interests, and competitive. First
of all, I think a lot of people hearing that, especially the last part, be like, "I don't want to work there."
Why does this work? Because this isn't naturally what you would think of as how you build the most
amazing, productive team.

FRCERIR:

BB FIRALIERD Palantir IEARTRE: BRI, KB ZERARSERIR. Bk, BEBFESARE
X, THERE—R, 20F “RABERILIE . ATAXMRNTERE? RAXEEFRZANTANE
B—x =R E R EMR o

(00:13:52) Nabeel S. Qureshi
English:

| think it just draws people who want to win. | think that's what was really important. The other piece of it,
| think, is that there's actually, and this was much truer 10 years ago, is there was a lot of talent that was a
little bit outside of the tech ecosystem but could easily have been very successful within it. So, people
who got out of the military or one of the intelligence agencies and they were doing, let's say, an MBA
somewhere to transition into the corporate world. And | think, typically, they would have taken a position
at a classic Fortune 500 corporation. And actually, Palantir managed to get a bunch of that talent. And at
the time, that was very undervalued.

AR ERIE:

HIANERSINZBLEEMFHA. XRFEXREN—R. FT—HPERZ (+EFERNL), HHERS
RFEHRESRERAGHANT, tITEKEUERKBIFERY. tiAREMEREERNITERR, [EFEIR
MBA EEREHFNEWFEIA. BEMIIZEELRNME 500 5227, {8 Palantir lIHRS | TXHAT . £
B, XHLA BT ERIER,

(00:14:32) Nabeel S. Qureshi



English:

The people who succeed the most in the Marines or the Special Forces or whatever it is, tend to be pretty
smart people. They tend to have accomplished very difficult goals in very hostile environments. And it
turns out that when you're starting a somewhat chaotic tech company, that's actually a very useful skill
to have. Again, | think more companies are doing this now, so Scale Al and et cetera. But at the time, that
was a very differentiated talent pool.

FRCERIR:

BEFEBEMGSAASIFHEARRIREEIA, FEIEERA. WNIRTFEREESHFRFTHRER
£5. FRIEA, HFRIND—RER/RILNRKRARN, XELE—TIFEERANKE. BAMER Scale Al
FREBERXAM, BELHE, XE—MEEERUNATE

(00:14:57) Nabeel S. Qureshi
English:

And so, | think having those values as opposed to maybe the values that were more in fashion then, so
talking about how inclusive you are, or the sushi that you serve at lunch, or whatever it is, it just drew a
very different crowd. And | think the game that was being played there was, one, it's mission alignment.
You're doing a defense company, that's the kind of person you want to attract. But | think there's also,
two, which is just what is the talent that maybe is a little bit undervalued now and how do you actually
draw those people to you? And | think that game is always shifting.

AR ERIE:

FREL, BOANBREXEMNEDR, MARINRITHRE —INKIEATNEZERE. FEHNITAFIZEDN
— K5 T —HR2TENA. RINANHNRIEE: £—, Ea—H. BARBERRE, RAFWR5IH
MR A, B, FHEFREERIATHKSIM] FIANZFHAS EE—BEEZK.

(00:15:31) Lenny Rachitsky
English:

This is definitely starting to explain why so many Palantir alumni go on to start companies and become
leaders at other companies. These are leaders that you're hiring. So, it feels like a lot of it is just the talent

you hire are people that are naturally leaders.
R EIE:

XIRFF IR T At AX A% Palantir OREGR AU HAEREMATEERASE. FENRITHEEBHERS
BUSE, BRERAEE LRANMIBHARERAESAFER.

(00:15:45) Nabeel S. Qureshi

English:

| think you're right, and we can get more into it, but | think there was also a very concrete set of ways
where that place was a training ground for founders. | even think it turned a lot of people who might not

have become founders into good founders because of the way it works. So, | think there was a selection

effect there, but there is also some training effect too, but it's unique to the way the company works.

AR ERIE:



RIRIERT, BT LURNEIE, BFIAA Palantir RE—FEIFEBRAEBHE, EERAEIBAN YEH -
HEZEINN, BTHEFELSN, eBREFESAEFZEIWHAZR T BB Frl, XEEBTHIER
R, EEF)IKE, EX5AFNEEARESEX.

(00:16:08) Lenny Rachitsky

English:

And is that along the lines of the forward deployed engineer stuff or is that something else?
FEiE:

XA “FILLEEBIRIT BXG? BEFRITA?

(00:16:11) Nabeel S. Qureshi
English:

Itis that, yes.

FSCEiE:

&R, MR

(00:16:12) Lenny Rachitsky
English:

Okay, cool. We're going to get to that. | love it. Okay, amazing. Before we do that, one last thing is
something I've seen is that you guys at Palantir don't really have titles. Everyone's the same level and just
generic titles for everyone. Talk about that. Why do you think that was important? Why was that useful?

FRZERIE:

8, XET, NGB EBZE, TERE—HF: FEFE Palantir REFE LKA HIERI KT,
BPABERRNINFE—1F, KEHRRER. EIMIEXME? AFARUINAXREE? EBHAMA?

(00:16:29) Nabeel S. Qureshi
English:

| don't know this for sure, but | do know that Thiel writes about this in Zero to One and his take is just that
as soon as we have these title, you have a thing that people are competing for and then you get these
very unproductive conflicts. You get people optimizing to game the system. You get Goodhart's law
everywhere. So, it's like you have a metric and then people basically manage to the metrics.

FRZERIE:

HATLWAE, BFRNE Thiel £ (M0EI 1) BEEIXT, #HMRE, —BATKAE, AMIMEHTKEM
RF, MTIFERZSEBENAR. MISATHRAGNEFMRALESHTAH, FX "HEREER”
(Goodhart's law, BIZH—NMEREMBRE, EMFER—MFENRT) BAT R, AMISATHERMLI
E, MABNTHIENBT.



(00:16:50) Nabeel S. Qureshi
English:

| don't want to pick on any one company, but if you take Google, for example, there's a lot of interesting
posts by people who left Google and they cite this as a reason why they got a little bit disgruntled, is that
there's a way to get promoted. Rather than, let's say, improving an existing product, what you do is you
start a completely new product and that has your name attached to it. And then when it comes to
promotion season, you could say, "Hey, | did this new thing." And then boom, you have a new Google

product, but it's maybe confusing to the end user.

AR ERIE:

HARHMNER—RAQE, B Google hffl, REBIRITIEXEFRE, IR FTHNREZ—MEE
Mkl SHGHMES @, FNBRH— 2N~ m, XERNZFMESZENH, BTEASE, (RAILIKR:
IR, BMTXNARA" TR&, Google XZT—1Him, EXNREBFRHAIEEIFERZ.

(00:17:15) Nabeel S. Qureshi
English:

So, | think they wanted to avoid all these kinds of dynamics. And so, the way that they did that was they
said, "Well, titles are not going to be this memetic totem that everybody competes for. Instead, everyone
is just going to have the same slightly meaningless title, which is forward deployed engineer." And the
only people who did have titles were the CEO and then there were six directors and that was it. And now, |
think it's a little bit more nuanced. There are different teams. There are some people with titles, but
honestly, it was almost like...

AR ERIE:

FREL, FXIAA Palantir B EXFENE. MIGER: KEFNZRAB T ARENERE, Bk, §TA
A —MRERMRISKLE, B “FIASBIRIT . HRME—FXLERAR CEO MAIEE, NEME. M
ErRREHMER—=, BT FARNEMM—EHEXHEHIA, BiRKiE, SRERLFE -

(00:17:45) Nabeel S. Qureshi
English:

We used to joke about it. It's like people would leave the company and then you'd see them update their
LinkedIn and they would be like, "Oh yeah, | was totally the SVP of XYZ." And it's like, "No, you weren't.
You're just..." But then it's like | totally understand it too because when you leave the company, you have
to make your experience legible to the next person. And so, guess what? Things like SVP actually do
matter.

AR ERIE:

HINURTEA RN, BEABREERN Linkedin, 25 £ “BREXEEMINSRB S8 (SVP)” o HEHA
2, MARAZ - ERTLER, ANYMREFRFN, REFTILMRBEHXN T —TARSTZEMZERN. Fi
B, & SVP XiFRIKATHRSS B ERER.

(00:18:08) Nabeel S. Qureshi

English:



And so, yeah, | think they wanted to avoid this intel competition. There are downsides to doing this. So,
maybe the competition isn't as explicit around a specific title, but instead, what it becomes about is
there's a particular exact or something and you want to gain that favor. And so, it becomes more about
who can get in the inner circle of this person or whatever. And there were those dynamics too.

FRCERIR:

FREL, Mg e XMARR S YA, ZHMbERE. REIEFBESKARINKHRA, MEBEMTSH
BEANSENTIR, TR THEEHAEDIAN “GOBF . SMEISHEFEN.

(00:18:32) Nabeel S. Qureshi
English:

I actually am a big fan of this philosophy though, the no titles one. | think what it did do is that it basically
said if you are in, let's say you're in a role of you're leading a very important project, which could happen,
what it said was... This is always fluid. So, you are in this role because you're very good and so, it's a
meritocratic thing. But if you start performing well, it's actually very easy to shift that because there is no
explicit " I am the GM of this project title." And so, you always had to earn your place in the company. You
always had to earn the right to work on what you were working on, and | think that was a good side effect.

AR ERIE:

BHRELFEERZM LKA TF. ENROEXET: IRMEEFAS— N FEEEENTE, BEAN
MEBMNE, XR—MREREE, BNRAERIAY, ARERCRES, BANLKEHRHN “BREXTHEN
BEET 2Rk, Alt, MUK BIRARRSHRERRNNUE, REATEITTBEIINF. BN
XE—MRIFEIER.

(00:19:12) Lenny Rachitsky

English:

Let's start talking about forward deployed engineers. What is a forward deployed engineer?
R EE:

IEFRANFREIEN “FILEBIRIN” 18, FRAAZALEELZN?

(00:19:17) Nabeel S. Qureshi
English:

So, the way this originated was, basically, you can think of it as there's two types of engineer at Palantir.
So, there's one that works on the core products. So, they don't necessarily leave the building in Palo Alto
or New York or the offices. They're very much working on the core products and they're a traditional
software engineer.

FROCERIR:

XM ABEREXFRN: RETLIAA Palantir EME TR, —XAFTZO~m, WIIBEFATESHANRS
REFALINNDAE, TEFROF@NALR, 2ERBREIEN.

(00:19:35) Nabeel S. Qureshi



English:

Because of the way the company works where you had these very large engagements with these large
entities, there was a different type of engineer which you sent into the field. So, what that meant was you
would spend maybe Monday to Thursday and you would actually go into the building where the
customer worked and you would work alongside them. You would literally get a desk there. And so, that
engineer became known as a forward deployed engineer.

FRCERIR:

HTFABNEEAIIRSARBENEHNAMESIE, TEME TS —LWKENZNIEN, XEWEIRAIE
B—RAmSBEZFHDAEE, MM —EIF MENIEREE—1TI0L. XEIRMMKIEN Ak
WEITRRT .

(00:19:55) Nabeel S. Qureshi
English:

So, within the company, that function is known as business development or BD. And then PD is product
development. So, it's where the product is made. And so, within BD, you had forward deployed
engineers. There are actually two types. So, there is one that it's a more technical software engineer. So,
you have to pass a software engineering interview and prove your chops there and you would typically
have a CS degree, but there was actually a type of forward deployed engineer that didn't have that.

AR ERIE:

ERTAREE, XNENEEWA A E AR (Business Development, f&#k BD), i PD M2/~ &A% (Product
Development). 7 BD ZBIJTF, FMBERILEBILIEIN, KR LAEMMHEE: —FMEERZANRGIREN, (R
HAVBIRHTEEIEAB WA, BERAITENESE (CS) 2, BXR EEE—MaiLIEILIZID
HAFEXLE,

(00:20:30) Nabeel S. Qureshi
English:

So, you would still get a technical interview, but it would be less about, do you know the specifics of this
C++ algorithm? And it would be more about just like can you reason about data? We didn't have that
division originally, but it turns out that there's a lot of people who are technical adjacent, shall we say,
who you really need in the room when you're working with these large organizations or these large
companies, because translating what you're doing into language that would resonate with an executive
or being able to navigate the social dynamics in a room, all these are very valuable skills. And so, the
hiring criteria there were a little different. It was a bit more about, are you savvy as a human? But all of
that was given the title of forward deployed engineer, and it's just an engineer who works with

customers.
AR ERIE:

RINABESNKAER, EERAETIRES VX C++ BIENAT, METIMESASHRIEHER.
BNEADREXMM S, BEREAN, EESRBEARRATGEN, (RAKFE—L “BARBE” AT,
NEEATFRUNESIESERGIES, NEVESRNUREE, BEIFEERNREE. FRUBENR
BirERERE, BEEEMEN—TARRBRNMRZRE. EFFEXEARNLTR—HE “MLaELE
", AR EMESE R BEMNZN TN,



(00:21:10) Lenny Rachitsky
English:

Okay, so just to make this crystal clear for people, a lot of people hear this idea of Palantir having forward
deployed engineers. A few other companies have done this. It's pretty radical. So, as you described, you
basically have a desk at a company. So, you worked with Airbus and we'll talk about that. So, let's just
make it real. So, you have a desk and a computer and login access and all these things at Airbus. You go to
their office four times a week. You're sitting there with their employees working side by side, building a
product for them, versus what most people do where "they just talk to customers," where they do an
interview once in a while, they do a Zoom, they share mocks, things like that. This is like that on steroids.
Is that roughly the way to think about it?

FROCERIR:

8, ATIUEAKRAEFERRD: REARRT Palantir BRIEE LRI, Htb—LEQFHMAET, XIFEH
o IEWMIRFrEIAR, REXELEZFPATENDAR. tIREANTE (Airbus) ITfE, HIMNEZFENAQ
K. BRANERNR. MESAZMNNDAZEINR, MWIMNNRTHBES, AMEIHESR. X5RZHA
FRBR “5FF3R (BRiF%. 7 Zoom 2. DEREE) T2FE. XEERZ “MRR" NEFEE,
FILUXFFIEARNS?

(00:21:51) Nabeel S. Qureshi
English:

It is, yeah. And so, we would really be there a lot of the time. And so, the side effect of that was, one, you
learn to live and breathe the customer's problems and you learn to speak their language. And eventually,
they saw you as one of them and so, you develop these really close bonds with the customers. So, at
Airbus, | would be at the factory where the planes were produced, or I'd be sitting next to people
diagnosing issues with aircraft or whatever it was. Similarly, later on, | worked with the NIH, which was
part of the US government, and | actually had a badge there and | would work with civil servants and
biologists and clinicians and people who were working there.

FROCERIR:

e HAAEIREEERE. XMAANEERR: $—, MERTSFFANRERTRAERE, F27
tilRES. &%, WINIEMIERECA, MMTBILEBIFEZENEKR, 5%, RSHIAE WS,
HELEDH MWIKERNALRFEL, FERENH (ZEERZEMRR) LEN, ZREEZEEMENTHE, NQ
FH. EMFXR. RREE—REIF

(00:22:31) Nabeel S. Qureshi
English:

And so, it's this pretty radical thing as you suggest. | think the key thing there from a business point of
view is the average deal that Palantir had was very large in the many, many millions of dollars, which
means that you could pay for this as part of the thing that the customer got. And then it was priced

according to the value that the customer got.
R EIE:

FRUAESAARFRIR, XARERH. MEWAERE, XBET Palantir WFIITRETEE R, BERHMTHE
7T, XRKREXMARS A UEART PRSI~ EN—ED. MENNRRERPREHNEREDN.



(00:22:51) Nabeel S. Qureshi
English:

So, as a simple example, if you're Airbus and let's say that you have an issue with one of your planes and
you need to fix it, and fixing that is worth a $100 million or something to you, that's how it would be
priced. It would not be priced as, "Hey, you're buying data infrastructure and it's similar to Snowflake or
Databricks or one of these other providers. It's much more anchored to, here is the outcome.

AR ERIE:

EANREBEHMF, MRMETE, RKIMFHN—R WL TREAFTEEIE, MEFENMRRNE 12E7T, B
LAENMMIULAERE. ERSWENA “IREMLBIERMIHE, 118S% Snowflake 5 Databricks” . &
BEZEMER "XERRLER" L.

(00:23:15) Nabeel S. Qureshi
English:

But then the job of the forward deployed engineer is not just to deploy software. It is not just to sell
software. It is to actually solve the problem. And so, you would have to be there. You would have to meet
the key stakeholders who are actually in charge of reporting to the CEO about the specific issue. You
would have to become their friend. You would have to gain their trust. And you would have to, in some

cases, create new software such that it could actually solve the novel problem that was in front of you.
FRCERIE:

Mei%4EE TRMHN TERUXZERBRG, BRANEHEENRN, MEEEMRRE, FrLURAIERT,
W AR G155 CEO SCIRAFERIBAI K B ABRE, RUTBAMIIBNAR, REMIINEE. ERE
BRT, MEEFTEFL SV R RRA B S MR,

(00:23:41) Nabeel S. Qureshi
English:

So, I would have friends who worked with one of our energy company customers and they would have to
learn the ins and outs of how oil wells work. And then out of that, it turns out that having streaming data
is actually very valuable for this use case. And so, boom, suddenly, there's a product that can handle
streaming data that becomes part of the core platform. But that would be the motion, is you learn about
the problem. You figure out what software would best address it. You build that software. You use it to
accomplish the goal. And then eventually, that gets folded into the broader product suite.

AR ERIE:

RELEPRREN—RERQBDEZFFRS, MBS AFEIRHSIERNREAT . EREM, REE (Streaming
data) MXTAFIIFEENE. T2, HHN—F, — M EREENRNIEME, HFRATZOFaN—
M. XEBEIEMIZ: THRE, RERKEESHNNRMSE, WERY, BERAMER, RERHERSGHET
=B mEST.

(00:24:13) Nabeel S. Qureshi

English:



And so, you can start to see why this would be a good forge for founders. And this was actually part of my
thesis going in and joining, was | said, "Well, say, | got five reps of this," which | got more than that. But
say, you got five reps of doing this in five disparate contexts, you actually become very good at this cycle
of, okay, go into the building, gain the trust of the person, meet the people that are going to become your
users, talk to them about their problems, make sure you're building something that actually solves them,
and it's just a boondoggle.

FROCERIR:

FRUMRETAB A AR EREIBAR B o SERHRMARNPIRZ—, HE: “NWREELHRERX
EORER (ERFRLERERB/ES)” , EEITTEFANER TEEXTIRE, FRESERIFEFERXMEIT:
HEAAREE. WSEE. SRAKRBAA. THet1RE,. HIREENAREEEERRID,

(00:24:43) Nabeel S. Qureshi
English:

Get really fast feedback and iteration loops. So, every week, you would have a cadence where it's like
Monday, you go in. You do your meetings. Monday night, you build something. Tuesday, you show it to
somebody. Tuesday, you get the feedback. Tuesday night, you iterate on it. Wednesday, you show it to
somebody. Wednesday night, you iterate on it. So, you get four of these, five of these cycles every single
week.

AR ERIE:

RERRNRGIIEKTER. SRMFSE—INE: B—#HAs, B—BLERE; AZERRSG3IAFHIR
BRIG, BB D#ITER;, A=BET, B=BRLEEN. XHRERHETAEENXEFRER,

(00:25:00) Nabeel S. Qureshi
English:

So you get four of these, five of these cycles every single week, and you're moving incredibly fast. So 6
weeks in, you've suddenly gotten to, wow, this is really valuable, and somebody's willing to pay you
whatever, $20 million for it, and boom. | think this is why you get so many founders coming out of this
same process.

AR ERIE:

MEREHMEURANRERH, NAZE, FRARI: “H, XENERENE" , MEBEAREALEM
2000 /33E7T. ! HIAAXMBAF AR DIREPEL TEXAZEIEANRE,

(00:25:20) Lenny Rachitsky
English:

It's becoming very clear why so many founders emerged out of Palantir. Okay. So an important element
of this as you described, is that the idea here is build this as a one- off solution to solve a real problem at
say Airbus or some government organization. And then the idea as you create something out of that, that
then Palantir can sell to other companies. What's extra cool about that is they pay you to solve this
problem for them and then that is funding this other product that Palantir can now sell to everyone. What
a cool business.

FROCERIR:



MEFEBRBAA Palantir HTXAZEIBAT . 4F, EEWMIRFAERR, XEN—IMEETRZE: TWE—
P—IRIERIERIR T =R B R Z B FHBISSFRIRE, AR MATRIRE Palantir AT LS4 HABIRY o
REMNMGET, tIITHEILRBEMIIRRRIE, MXEHRKFRLEBT Palantir AR LISELRE AR
mmo S AR IR,

(00:25:51) Lenny Rachitsky
English:

However, early days Palantir, everyone thought it was just this services business or just consultants
building software for companies like Airbus, there's no way they can make this a platform that works for a
lot of people. Clearly, that's what's happening and it worked out. This is like the holy grail. Solve one
customer's problem and then sell it to everyone else. Every Saa$S business basically would love to do this.
What do you think allowed them to actually achieve this and be good at this? What are some principles
that worked?

AR ERIE:

PAT, 7% Palantir R, AREUNAXRZ—KKRSEEW, FHERIAZNEZTEXFNABDARRENE A
8, RISMWIAARIBEMR—TEBANTEa, B, tilMET. XEERZ “EMN | R TEFAE
B, AEERGFIEAN. 81 SaaS RAEERUK, MIANRFHAILMINEESR T X—RHMISXAF? B
LT Z2BMEIRN?

(00:26:22) Nabeel S. Qureshi
English:

Yeah. That's a great question and it's true. | think that from when | joined until maybe until IPO and a little
bit after, | was told, "Hey, isn't this basically a sparkling extension? Isn't it a consulting business lopping
as a product company?" And eventually it became undeniable. One, because | always laugh when people
are like, "What does Palantir do?" It's like you can go onto YouTube and just search Palantir demo and
you'll get plenty of demos of how the software looks. Not many people know about this, but you can go
and sign up with a credit card right now and start using it.

FROCERIR:

i, XEMNFRE, Bttt MEIMAR IPO EEZEM—KAE, —EBABRER: “1Z, XFAHmE—
MEEINEE? FRERETFTRABANNKNEAATE? ” BREZFLTF/ARAEIN. BEL, HA(R
“Palantir 2t 4f” BEEEE, HARIEZX YouTube #—T “Palantirdemo” , FEEBIIKENH
BN MEERZ/VAME, FREMAIUBERREMHFRERTE,

(00:26:22) Lenny Rachitsky
English:

| can have a Palantir account?

R EE:

FaEB— Palantir lkS7?

(00:26:22) Nabeel S. Qureshi



English:

You actually can. Yeah.
FEiE:

REME L. =8

(00:26:22) Lenny Rachitsky
English:

| did not know that. That's cool.

R EE:

BEETHE, KEET .

(00:26:57) Nabeel S. Qureshi
English:

Yeah. | think it's called AIP now. So it's not actually that mystical and there is a product, and if you look at
the margins, they show that. So they have 80% plus margins, which is not really what you would get if you
were actually a consulting company. It would be closer to 20 or 30%. So then your question was, well,
how did they actually achieve this? | think there was just incredible talent in the product development

organization, really top tier, incredible talent.
FR3zEiE:

EHY, FBIEM AP, FRULEHSSEMAMM, EWMLETm. MRMEFER, MeERERE, t]aF)iE
R 80% ML, MRMMENE—REALQE, FARBERE 20% 2 30%., EEIMRBIEE: fBi12WMARHN
B9? FIANFmALEN HAB S AELUEEHNIIR AL

(00:27:30) Nabeel S. Qureshi
English:

And it took some really, really smart people to take the set of internal tools that we were using at the time
to create value of customers and then go, what is the unified version of this? Would this look like if this
were a product? And out of that process that | saw came Foundry assume there was a similar process with
Gotham a while back. But basically it's like, the motion was that you would go in and early on you were
basically armed with Jupyter Notebooks and some data integration stuff, but it was very primitive and
you had to create value that way.

AR ERIE:

SEFBREBENA, ERNENBARAZTFUENEN—ERNSTAZLHR, AERE: ENFE—MRAEZEMT
4?7 MRER—1TMm, S2MH4EF? FWIET Foundry FOEAISTE, FHABFHIM Gotham tE A
2, BEAR L, RYMRHIHIEIHE Jupyter Notebooks F1—LEe#iREMR T E, IFERE, RATLULELEN
=

(00:28:03) Nabeel S. Qureshi



English:

But we kept building tooling that was useful for forward deployed engineers. So we were our own first
customers and at some point there was this concept of, "Wait, what if we take our internal tools and we
let our customers use them?" And | remember at the time, this is a really radical idea. And then Shyam
Sankar, | think he's the CTO, maybe he's the president now, he just mandated like, "Okay. Every customer
deployment you have to have a customer using this within three months or whatever."

FRCERIR:

BEIN—EEHENTANETIRMEANIA. MURITECHREE—#HEF, EEMNZ, HRT—E
& EFE, IRBNMNEABTAERATFAR? ” RREFHANXWINANZ—NEEHHNERE. AR
Shyam Sankar (HBMIMAER CTOSEH) TETHL: “UF, SIFFEE, YIAE=TBERILEF%E
ERAXLETR,”

(00:28:52) Nabeel S. Qureshi
English:

So it was horrible at the time because these had been built for these nerdy Silicon Valley engineers, and
so they weren't particularly usable. They would crash all the time. You'd have to debug spark errors or
whatever it was. But basically that process brought a lot more rigor to our thinking about the product.
And out of that kind of, I would say three or four year process came the Foundry product. And then there

was a lot of focus around things like performance and reliability and so on. That was all really painful.
R EIE:
HEFEREER, BAXETARNEANRAREIRMZITHN, HAEFH. ENEFHER, MEEER

Spark fHIRZEH, BEARL, ABMIRULFNN~RBLETF/EM™E, EIRLH=MFENIIE, Foundry
FREET. BERIMRNT AEENELE. IRMEEFHH. BREGIEERS.

(00:29:25) Nabeel S. Qureshi
English:

So yeah, | think the answer was just talent. And then there was this recognition that we do. We do know
things that most people do not know about how data works in large organizations. That was the other
thing. We discovered a lot of "secrets" in this process of living with customers for so long. The basic one
was just data integration is massively painful inside organizations. This is very hard to understand unless
you've worked in a large organization, but it's actually impossible to even now to get access to a lot of
your own internal data that you need to do your job.

FROCERIR:

FREL, BEMBAZ . M5, HRIOTTIREFNHIREE T —EASEATNEHX T ARARBUIREIEN “W
B . E5FPKEALNIRES, HNEXATREWE ., RELSN—TRE: TERRE, BUREMIRERE
Ho BRIFFAERATRMY, SNREERX—<. BEEIE, BRERNARIFFMENAIMSE, Kirbt
EIFEEERY,

(00:30:00) Lenny Rachitsky

English:



Okay. There's a lot here. First of all, you talk about Gotham and Foundry. | know that we'll link to videos of
people checking these out, but just what's the simplest way to understand what these two products do?

AR ERIE:

4%, ERERK. B, fFEET Gotham # Foundry, HEAERMNSIREMMTHEMARESR, BreTeR
B BV VR — T XA mERE M+ 4s?

(00:30:10) Nabeel S. Qureshi
English:

So Gotham is optimized for military and defense use cases and intel as well. | would say they both have
some things in common. So they both have, | would describe this almost as a pyramid where the bottom
layer is data ingestion, the middle layer is data mapping, and then the top layer is anything that's user
facing. So any Ul component. And then if you think of Foundry for a second, there's different tools that
allow you to ingest data to it. There's different tools that allow you to easily build data pipelines and clean
up data, which everybody has to do. And then there's a bunch of tooling that allows you to build
compelling Uls on top, do point and click analytics, do notebook style workflows, however technical you

are.
AR ERIE:

Gotham $# X EH. EFMBIRAGIHITT M. ENE—LHES. RIEBENTHERA—IEFE: KEEH
{EIBEY (Dataingestion) , Fia)22#kiEMST (Data mapping), TNESEAEREAFH Ul A, L Foundry
7%, EERAENITEILRBEREIE, ELALLTEMMBRIIESEHEENE XEEMANNE), BE—
RYTEILRE EEERSIANEN UL #HTRER D, #HTECEARBRIZRME, TR ARKFME
#Ee EF,

(00:31:08) Nabeel S. Qureshi
English:

So that's, | mean, when it's a platform, it's a suite of things that has a common data backing but contains
a bunch of different applications. So I think that is somewhat true of Gotham as well. But when you log in,
you see this unified interface. So what is the actual difference then? | would say with Gotham, you're
looking much more at workflows like that involve maps, for example. So when you're doing a military
operation, a lot of the time you are going to be looking at a map and you are going to be monitoring the
movement of troops or tanks or whatever it is.

FROCERIR:

FRLL, fEA—1Fa, ER—EREHRAVMERKEESFZARANANEMY. Gotham B2k, HIRER
B, (RRBE— 15— E. BAKFXRIZHAME? H=ii, 7 Gotham 1, REZHEINEIRIMER
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(00:31:56) Nabeel S. Qureshi
English:

Another big difference is the idea of graph-based analysis. So Gotham, one of the use cases was finding
combing through networks of terrorists and basically finding the bad guys. So being able to do queries
that are graph-based was important. So it's like, "Who is everybody that Lenny called in the last week?"



Imagine all the nodes fanning out from there. And then it's like, "Okay. Well, this one looks interesting.
Let's zoom in on that. What is this person's location?"

AR ERIE:

F— 1M KXFEETFE (Graph-based) HISITIER. Gotham BY—FHIZHIEZ D FMEHILHITF A
Hit, #FTETFENEZHIEEEE, tbi0: “Lenny EALSIEITHEIE? ” BR—TMEBEHAHWFRET
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(00:32:20) Nabeel S. Qureshi
English:

So it's this very graph-based way of thinking that also applies to things like fraud. So Gotham has been
deployed against fraud, but if you look at Foundry, it doesn't actually emphasize that component so
much because it turns out, let's say you're a B2B SaaS company, you're probably not doing that much
graph-based analysis. You're doing things that look a lot more like classic SQL queries, tables, that kind of
stuff. So Foundry is a lot more traditional in that way.

FRCERIR:

XHETFENRESNBERTRERIE. Gotham BWATITHENE. BMRIRE Foundry, EHFIBAIERR
X—HHF, ANMRIRE—R B2B SaaS 17, RARAEEBBAZE DN, MENESILHM SQLE
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(00:32:36) Lenny Rachitsky
English:

That was an amazing explanation. For the first time, | am starting to understand what these products do.
Basically, it's just sucks in a bunch of data, cleans it up so you can actually trust it and then helps you
interact with it in various use cases, maps, graphs, tables.

FRCERIR:

EXMEBRRET . WEXTRERILETREMAANT. B4 L, EMBRAREHE, #ITHEEUEMR
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(00:32:36) Nabeel S. Qureshi
English:

Yes.

A ERE:

=i

(00:32:36) Lenny Rachitsky
English:

Okay. Amazing. The example you gave of what you worked on at Airbus, you described it as basically a
sauna for making planes. Is that right?



AR ERIE:

9, KT, RENETSZEIENMF, MBEHERn “HhE ¥ Asana”  (E: Asana B—RUEEET
8)o BXFG?

(00:32:44) Nabeel S. Qureshi
English:
Yes.

FROCERIR:

(00:32:45) Lenny Rachitsky
English:

So how much of that does becomes a part of this core product versus stays this one-off thing? Is it
elements, that's a cool innovation, let's put that into Foundry. How does that work?

AR ERIE:
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#, o Foundry I8” ? XM IR EAIEIERY?

(00:32:55) Nabeel S. Qureshi
English:

This was a really interesting story actually. So the initial problem that we came into with Airbus was that
they had a new aircraft called the A350 beautiful aircraft. By the way, if you get to, | think if you fly New
York to Singapore, it's often in that A350. Really nice. So it was a relatively new aircraft at the time, and
their mandate to us was, "Okay. We need to ramp up production of this really fast," much faster than
we've ever done it before.

FRCERIR:

XHLZE—MIFEEBNEE. BSRVETFBINEEZ, WINE—RB7 A350 895 W, FEER. IR
EiR—T, MRMAALTFME, BELHME A350, HEXZ—FENERHFINE, HILKINES
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(00:33:42) Nabeel S. Qureshi
English:

So we went in, scoped out the problem. There were a bunch of different things that we could build that
helped accelerate this, but one of the basic problems that we figured out was that without getting too
much into the weeds, the way the factory would work, is that there's a bunch of stations and you can
think of the plane as literally moving between each station and then each station would do a certain set
of work on it.

FROCERIR:



FERHNEZER. RITTUMERSFAENARERMEXMEE, BERMNLAAN—PEERRDEZE (FXKH
BRARAT) . I afEANEE —RYI IR, RAUBKR WES TR ZE®E), S TRbHnE—
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(00:34:23) Nabeel S. Qureshi
English:

So in order for the next station to do its work properly, they need to know, one, what work was done at
the previous station and what work is remaining? Two is just like, if you think about this problem, not all
work is going to get done on time. So things carry over to the next team, and the next team then has to...
So when I'm describing this problem to you can start to visualize, okay, maybe | need some Gantt chart to
this, and | need the ability to click in and say, "Okay. What did Station 30 do and what work orders

remained undone?"
AR ENIE:

ATUET—IIREEEFARIE, FEME: $—, E—1IRETRTHATE, ERTAIE? B
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(00:35:20) Nabeel S. Qureshi
English:

All that data was stored in SAP and SAP is like established software. It's good at what it does, but it's not
the most user-friendly necessarily, especially if you're not an expert in how it stores data. The table
names are very hard to understand and read. So one of the things we figured out was just if you can pull
in these tables that may as well be written in completely alien language, the table name would just be like
S3, F1_Z or something like that. And you'd have to know, okay, this is the table where the part ID is stored

or something.
FZERiE:
FRrE X LR ER 1 HETE SAP . SAP B—RUAREF, EXECHIERIALE, EHF—ERRERY, &

ABINRIRARHIEFHERNIE. RLFEBEEE, RNLRUN—HEZR: WRIFEEXLEFERGINEES
R (RVEJEERE S3, F1_7Z ZKMY) HidtR, REFEXEFMEEMH ID K.

(00:35:51) Nabeel S. Qureshi
English:

If you could pull in those tables and join them in the right ways, and then just map them to human
concepts that humans can understand, so things like a part a work order, an aircraft, et cetera, and
basically build a hierarchy or mapping between them, then what you can do is, a user can just log in and
say, "Okay. Aircraft 79, where is that? Okay. It's at Station 31. All right. These are the work orders, et
cetera." So you've translated it into a more human-legible thing.

FROCERIR:

SNRIREENI X LR FLUEBN S IVEREN], ARRKENMREZIARTLIRZEORS SH. T8, XMl
F), AEENZERILBRIME KR, BARPMEAIUERHR: “4F, 79 SEHEM? £ 31 Sih, X
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(00:36:16) Nabeel S. Qureshi
English:

So the thing we built, | slightly flippantly described it as Asana. It's a little different. But basically that's
what it did, was it gave you a unified view of, okay, this is what's going on inside the factory. This is the
work that needs to be done on this particular plane. And then me today going to my job at Station 31,
what work orders do | need to fulfill and where are the parts that | need to do that? So did this directly
become a part of Foundry? Not exactly, because the way that other companies work is not going to be
using this same set of concepts, but the overall idea of taking a bunch of tables, and then mapping them
to human understandable concepts was a very powerful one.

AR ERIE:

FRUENZA B miR KB EER ) Asana, ELBRARE, BEF LEMHMEBSIR—MR—NAE: IR
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(00:36:58) Nabeel S. Qureshi
English:

So this actually resulted in a big piece of Foundry now, which they call Ontology. You've probably heard
this term as you've seen... If you see Palantir presentations, they always talk about Ontology. This is what
they actually mean by that, is it is a set of concepts that is understandable to you as a human and you are
not having to go and dig around and do. You're just able to say, "Where is the aircraft now and where is it
going next?" So the ontology became a huge piece of Foundry. It was directly informed by the learnings
that we had from building that application inside that factory. And | would say it's still a very big
differentiator today. | don't think too many other companies ship this kind of stuff yet.

FROCERIR:
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(00:37:41) Lenny Rachitsky
English:

Wow. | love how excited you still are about this. | could see it being so fulfilling to solve this big problem. |
saw a stat that | think, 4X their productivity. What was the number there?

FROCERIR:

o HERMMAKEXMEXAHEIFF. RETRKRERXAKNRFAZREZ 2ABRME. HEE—THK
?E, FREEFNIRE T 4187 BRHFES?

(00:37:52) Nabeel S. Qureshi
English:



Yeah. | don't recall the exact stat, but we did ramp up production, | think at least 4X that 1 year, which |
mean obviously, they did this and we just helped with it. But that CEO said that we played a critical part.

AR ERIE:

2, RREEHYINFT, ER—FHNIBETERETELD 418, S, BENEEITX—x, &R
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(00:38:05) Lenny Rachitsky
English:

Also, you moved to France, | think for this. That was how forward deployed you were. You lived in France
for how long?

FRSCERIE:
mA, MRATXMNNBERETEE, XMIEFMBN “BIABE” . MMEEEETZA?

(00:38:09) Nabeel S. Qureshi
English:

Yeah. | lived in France for about a year and a half. The way they built their planes is they manufacture
different components around Europe. So they build the tail in Spain and the fuselage in part of the UK
and Germany and so forth. So they basically ship everything to France to be assembled at the end, which
you can imagine this is a very messy process. So | was mostly in France, but there would be weeks where
I'd have to fly between all these countries just to figure out where things were.

AR ERIE:

B, WEZEERETRAO—FF, MEhE WG RAZERMNSES=REREM: EARMETENE, ER
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(00:38:39) Lenny Rachitsky
English:

In your post you wrote about how just the life of forward deployed engineers is pretty crazy. You just get a
call sometimes like, "Hey, you're flying to this random country tomorrow. Get ready." Is that just life as a
forward deployed engineer?

FRZERIE:
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(00:38:50) Nabeel S. Qureshi
English:

It is. Yeah. The company had a very, | would say, aggressive attitude towards travel in the sense of when
you join, you were basically told, "Look, you have to be okay with travel. Are you okay with that?" And the



attitude, which again | think is a very founder friendly one is you need to be willing to just jump on a
plane that night if that's the best thing to do for this customer and if it's going to get us to where it needs
to be to win. So there were many times when it would be like, "I need to take this cross continental flight
tomorrow for this particular thing because it will be useful."

FRCERIR:
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(00:39:26) Nabeel S. Qureshi
English:

So | think that's one of the takeaways for me was just being in person is so valuable when you are working
with some external party, just going there for a few days and spending time with them, maybe going out
for dinner. You build so much more trust than if you're trying to close a customer over Zoom or do an
engagement over Zoom. It's just the vibe is completely different. So yeah, getting on a plane was a really
cool part of our job for a very long time. This obviously changed around 2020 because COVID happened,
the company IPO, and so there needed to be a bit more internal controls around this. But | would say pre-

2020, this was a very big part of the culture.
R EIE:
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(00:40:03) Lenny Rachitsky (Sponsor Break - OneSchema)

English:

I'm excited to have Andrew Luo joining us today. Andrew is CEO of OneSchema... [Ad content omitted]

R EIE:
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(00:41:37) Lenny Rachitsky
English:

There's a lot of founders listening to this and a question that I'm thinking and they're probably thinking,
and there's two questions here. One is how hardcore to go potentially with their own forward deployed
operation. And then two is just how and a company | know is actually doing this, how far to go with one
company's problem and invest in just like we are going to nail solving this one customer's problem with
the hope that this is something we can abstract and sell as a big platform.

AR ERIE:
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BRAX—IMEPHEE, AFFETRHREREMKUAHEN—IKRTFELE?

(00:42:05) Lenny Rachitsky
English:

So let me start there. And you're building a company, any | guess insights or advice on just how far to go
down this road of we'll solve customer one's problem and we bet that this is going to be a big opportunity
for a lot of other companies?

AR ERIE:

IERMMXEF R, REBAEENL, XTF “FRE—ITZFFANRE, ARESRAEMRSABHNEANZ” X
IR, RETARBRRERIND?

(00:42:20) Nabeel S. Qureshi
English:

So | would say on the forward deployed piece, my friend Barry McCardel, the CEO of Hex, the analytics
company, he wrote a really good post about this actually, and his take was just like, "You probably don't
need forward deployed engineers." It's very specific. But | think basically the thing there is you have to be
willing to be quite almost wasteful. You have to be willing to invest a lot in finding the thing. And for that
you just need a certain ticket size. So you need each customer's revenue to be probably in the billions of
dollars. If it's below that, you're probably not looking at a traditional forward deployed engineer motion.
It's something a little bit different.

FRCERIR:
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(00:43:15) Nabeel S. Qureshi
English:

So | think one thesis that a lot of people left Palantir with and started companies around was there's a lot
of customers that Palantir won't serve because maybe they're too small a ticket size. So actually you
could go and do something like Palantir for those companies, but instead of charging them $5 million,
you're charging them 250K. So in a scenario like that, you might still have forward deployed engineers,
but they're not going to France and spending five days a week in a factory. It's more like you'll have one
person and they're looking after five different customer accounts. It's more of that ratio in order to make
the numbers work. So | think a lot of the principles can be abstracted from that experience, but it is a
really specific sales motion that depends on a specific way of doing business.

FRCERIR:
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(00:43:49) Nabeel S. Qureshi
English:

| think to your other question, yeah, | think it's obviously something that is very hard to give a general
answer to. My main thing here is just that you can definitely tell when you are just doing consulting and
when you are closer to building a product. And | think the error that people make more often than not is
they are actually too stuck on their own product vision. That's the mistake I've seen a little bit more
actually than the other way around.

FRCERIR:
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(00:44:15) Nabeel S. Qureshi
English:

If you go to an enterprise customer, and let's say you think you're doing analytics software and it turns
out they don't actually care about internal analytics this much, they actually have this other massive
burning problem and they don't have a good solution to it yet. | think a lot of people are unwilling to go
and pivot to the big problem because they're like, "Well, we're analytics software and so maybe this
customer is a fit for our thing," and maybe that's the right call. In some scenarios, that is the right call.
You should go find a different customer where your thing resonates more.

AR ERIE:
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(00:44:48) Nabeel S. Qureshi
English:

In other scenarios, it's actually the right call to pivot and just put everything on that big problem instead
and then go and find other customers for that thing. There's no hard and fast rule. | remember reading a
really interesting post by, | think it was David Hsu from Retool who had this exact thing. | think he worked
at Palantir for a while too. He said that they had the Retool product and it wasn't getting any traction at
all. And then he tried an outbound email campaign where he literally just changed the subject line to
build internal tools easily. And then suddenly they started getting all these replies from CTOs who were
just like, "Yeah. This is actually a huge pain point for me."

FROCERIR:
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Palantir TfFid). i Retool R¥ITEXKEER, ERMZHXLEHAE, JZBEFIMT “BMHWERIT
8", ZREAREITARECTONMEE, ¥: “&iF, XWERHHN—TEXRRER."

(00:45:28) Nabeel S. Qureshi
English:

But the exact same solution, they were previously framing it as, | think it was supercharged Excel or
something like that, and nobody was biting. So they just changed the way they framed it and found a
different set of buyers and succeeded that way. So yeah, no hard and fast rule, but | think it's always you
need to have this matrix of options in your mind and be very deliberate about which one you are going

with and why.
FRCERIE:
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(00:45:53) Lenny Rachitsky
English:

| think your piece of advice is really important there. Usually in your experience, you're saying people
index too far too? Like now, what they're asking me to do is not what | think they need or what customers
will need. You're saying it's actually more likely they're right, and that's maybe where you should be
focusing more versus this abstract vision and original idea you had?

FRCERIR:
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(00:46:14) Nabeel S. Qureshi
English:

| think so, yeah. | think it's very hard to not be anchored to your own experience and your conceptions as
a problem. And one thing I've seen in really strong founders is they're able to drop a bunch of those
assumptions and almost treat a new opportunity as a completely blank slate. And then just figure out
how to reshape things so that you're taking advantage of that, and that's how you don't get stuck at a

local maximum.
FRSCERIE:
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(00:46:37) Lenny Rachitsky

English:



Your other piece of advice is also really great. So people hear this and they're like, "We don't afford an
engineer to sit at one customer prospects office and build stuff for them." But your point is you can have
one for five different customers. They're not there full time. They bounce around, but they're... It's almost
like sales engineering, just like what you call it sparkling sales where they help make it successful. | know
Looker is a famous example. They think they called them forward deployed engineers. Do you know any
other companies by the way, that some version of forward deployed engineers?

FROCERIR:
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(00:47:07) Nabeel S. Qureshi
English:

There's a lot. | mean, | know that the Al Labs are hiring forward deployed engineers now, they're building
forward deployed engineering teams and they could make it work, but | think there's going to be key
differences. | don't see Anthropic going into an enterprise customer and building some entirely from
scratch solution for them. It's going to be something that leverages the Anthropic set of products. So
there's a lot of companies that have this label now, but I think what's really confusing about, it's just that
it means a few different things. There's another post by Ted Mabrey who's | think the head of commercial
at Palantir, and that's a very good one too, to point with those too.

FROCERIR:
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(00:47:46) Lenny Rachitsky
English:

So say someone was, "l want to try this sort of thing in my company,” what would be a few bullet points if
things they should get right? You're describing the spectrum of what people describe as forward
deployed engineers, if they were to try to do this, what do you think they need to most do correctly for it
to be successful?

AR ERIE:
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(00:48:04) Nabeel S. Qureshi
English:

The key things that made our model work well, one, they were actually real engineers who could build
product themselves. That's a very big difference. | think a lot of the time companies will say, "This



person's a forward deployed engineer," but actually they're mostly there to be more of a solutions
architect, or they're not necessarily building anything to know, but they're just listening and trying to find
a way of deploying the existing product. They're not empowered to do new product. So the really radical
thing Palantir said was, "No. Go in and if you need a completely new product to do this, you can go ahead
and build it." And I think that's really the key difference.

FROCERIR:
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(00:48:44) Nabeel S. Qureshi
English:

The other stuff I've already mentioned, the value of being in person, and | think building close personal
bonds with your customers. | do think the better founders do this anyway. They're on texting terms with
their buyers, they become friends with them outside of work, and they see them as humans who they're
trying to help. | think this is very motivating, gaining a really deep understanding of the business that

your customers are in and knowing how those dynamics work.
R EIE:
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(00:49:15) Nabeel S. Qureshi
English:

So a simple example might be, say hospitals in America. It's very counterintuitive to think of a hospital as
a business. People think of it as it's a place where you get healthcare, but actually if you view it the way a
COO or CMO views it, it's going to look very, very different too. As a very simple example, sorry, this is a
little bit dark, but how restaurants want to turn over tables as fast as possible in order to maximize for the
day? Hospitals actually want to do the same with patients. They would like to treat you and then get you
out of a bed so they can free up the bed to get a new person in there. So that's not super intuitive, unless
you think hard about how the revenue for that hospital works. But then once you think about it, you're

like, "This has a bunch of problems associated with it." And you start to go into really interesting...
R EIE:

ENERENGF, LLNEENER. BEREF—HKELVZIFEREREN. AMBANERRMETRSHIM
75, {BYIRIRM COO B CMO AEXRE, BRETEFR. FENERBENGF: MERTHFER AR
A USSMAERAU—1%, ERESUFENHAMEENS. WNEEEFIMR, ARILRBHRKAU, UE
IFRAER, BFRIEMRANDEERHBRNRR, SWXHREN. BE—BRFIBREE, (LM “XFH
KT —RIAEXRE" ARMUSHNIFEEERTL -

(00:50:00) Lenny Rachitsky



English:

... problems associated with it, and you start to go in really interesting directions. There's just like the
words and memes, and take you a long way working and understanding it.

FRZERIE:

------ BXERE, ARMAREDIFEEEBNAR. MINZEMEXLEITIWAENENN, seELLIRE I (FME
fi2 L ERRIT.

(00:50:05) Nabeel S. Qureshi
English:
Yes.

FROCERIR:

(00:50:10) Lenny Rachitsky
English:

Okay, so essentially the things you want to get right, make sure it's in person, make sure the person is
technical, make sure they have a deep understanding of the business and the problems they're having.
The technical piece is interesting with Al tools these days, making everyone technical in some sense. You
could argue this is going to become more common, people can just open up Cursor, Windsurf and just
start adding features.

FROCERIR:

¥, FIUAREMRERMNERERE: REBXYE, BERARERAR, HEMAMNNESNEIENREE RLIE
i, FARIHRER, WEMA TEEEMHENX EIEEPMABTE “EEAR" T, REJLURX S TSR
8, ATRILAEE$TH Cursor % Windsurf FFE&7RINTHAE.

(00:50:30) Nabeel S. Qureshi
English:

| think this is a really interesting thesis you've just hit on, and | expect to see a lot more startups that take
advantage of that insight.

FRCERIR:
FHUNMRRARZIXMERIFEER, HPFEIEZFAX—RAERNHEIQE.

(00:50:38) Lenny Rachitsky

English:

Basically it makes forward deploying engineers cheaper.
FRCERIE:

BA b, XiltRiLERELZIMRIR AR T o



(00:50:40) Nabeel S. Qureshi
English:

Exactly.

R ERE:

R o

(00:50:42) Lenny Rachitsky
English:

What is the current state of forward deploying engineers at Palantir? How much has it changed over the
past few years? If you join now, is this still something you can do?

FRCERIR:
Palantir BYRIZERB TRRIMIVRINA? SEJVFELET ZAZEN? WMRIMEMAN, TREHXIS?

(00:50:49) Nabeel S. Qureshi
English:

Yeah, of course. | should obviously emphasize that one, | left the company in 2023, and so this is just my
personal view, | don't speak for them. | think that if you think about it, one of the metrics that the
company had to measure its own success was essentially revenue per engineer, and so the more "product
leverage" you had, the higher that number was.

RSz ERIE:

A e FbIGRIE, HEE 2023 FEBAQNEN, FMUXRAZRENTARR, FTRAE. MRIFFAR
18, QEHEAFHIN—MERARLRE “AYITRMEW . fH FRIIF B8, XTMEFRES.

(00:51:15) Nabeel S. Qureshi
English:

So if you had to throw a lot of people at every marginal problem, then you weren't doing so well at that
because you're basically building a new thing every single time, and you are in effect a consulting
business. If on the other hand, every time you encounter a new customer, the product turns out to be
relevant to them, then great, and so this product leverage metric was actually a very unique thing and
kind of a North Star for the company for the whole time | was there.

FRCERIR:

MRIRDBFNE— DA NEAFIRANKREANS, BAMRBRAMABELF, RAMESREEWRARAE, EirL
T EBBRE. Rz, MIRSREBEFHEF, FoESIERNMNER, BRAET. Xt TR EF
EFRERE—ER AR R R EEENILRE ST,

(00:51:37) Nabeel S. Qureshi

English:



If you reason that out, what that means is that in the early stage of the company, you will have a customer
and then you might have five to 10 engineers working at that customer. And so over time you want that
ratio to change. So you want it to be each customer, because the product is so powerful, maybe Al
coding's gotten a lot better, each customer you only need two people, and then maybe you actually get to
a point where you can have one person looking after multiple customers.

FROCERIR:

HS—TXEKE: TRERH, —MEFARFEES T 10 BRI, FEEMNENERS, MEDBX M LHILRE
T, MEBEZRNTmEBEA, HE A REXFEY, BIEARFERTA, EERLRE—PAFTLUR
R"ENEPHEE,

(00:52:05) Nabeel S. Qureshi
English:

And | think that's how the job has changed, is now it's a little bit more about you have multiple
customers, maybe you're spending less deep time with each individual one of them, but it's a lot clearer
what problem you're solving across multiple customers and you have more of a kind of defined offering.
And so | do think that has been a bit of a change, but the company remains a very interesting and
dynamic place to be.

AR ERIE:

FHANNZRBILENZN: AEESE—IMALRTZIER, UFESTIER S ERANNRENEZ LT, B
MESINEF ZEFRHP AR S ENEH, ot EMRER. FIURIANARKE—EZY, BERRAMAR
— M FEEBAERRE IR,

(00:52:21) Nabeel S. Qureshi
English:

In some sense the story's only starting, because one lens through which you can view this company is
they spent 20 years basically building the mother of all data foundations for every important institution in
the world, and | guess what's very valuable now that Al models are out is proprietary data that isn't
public. Suddenly you have access to that and you are in a very privileged position to help your customers
deploy Al in a way that makes them successful, and that solves real business problems. That is essentially
the bull thesis for this company and why it's probably going to 100X again. And so it's still a really
interesting time to join but | do think the nature of the ratio of people to a customer, for example, is one
big difference now.

AR ERIE:

MEMEX LR, WEANRFIE, MEIUXFERXRAE: 1T 20 £djE, AttR E5—PEEHHE
BT REBANSIERM, £ A RERENSK, RERNZIFEATNLELE. RAZE, MAETXLEHIE
BIARIR, HAF—TIEEEFNMUE, sTUEER UG INEE Al, BRSEFRISSEH, XARLE
EXRABNEKESE, LEEAERRIEK 100 FHNERE. FAUREMNDLAR— M EFEEBRZ, B3
INNIEASZEF AL E—MRANRE <.

(00:53:16) Lenny Rachitsky

English:



Not investment advice, but it might 100X. | totally understand why that might happen. So let's talk about
the data piece, you said that this was one of the secrets of Palantir's success, this early insight into the
power of ingesting data, cleaning data, being able to analyze and work with it. What a marketing share
there, just what they figured out about why this is so valuable, why it's so hard and how they achieved it?

FRCERIR:

XABRARN, BEHEAEEK 100 F, HT2ERAMTASKE, LRMNMIMBESS, MEXE
Palantir IHAHMIRZ —— R HARURREREVEUE. FIEHEHE. DNMLEHIENNE, tM2IKRLIA T
A2 At AXIEENE. LR, LRI MARIE?

(00:53:40) Nabeel S. Qureshi
English:

| think it's just very obvious as soon as you step into a corporation and spend a couple of days there
really, is you're like, all right, let's suppose your job is to increase sales, so the first thing you want to do is
get a clear picture of what's going on. All right, so let me go and query the sales database. Oh wait,
where's the sales database? | can't get access to this. Okay, | need to file an access ticket. All right, now |
have to wait one week. And so everywhere we went, this was the big pain point, was we have to wait six
to eight weeks just to get data access, and then when you do get data access, it's not like the data's in an
easily queryable format, you actually really have to know what you're doing in order to get the right
metrics out, and so on and so forth.

FRCERIR:

RBRBIFHN—RAQRBFLILK, ZREREMBRT. RRIFNIEZEMEERD, MELBEERE
AR 0, RETWHERERF, BES, HESEFEEM? HNR. §F, RERINRFAIR. iF, NER
F—Fo. HNAEIZA, XEBREARNER: NTREHIEHEDNR, FNEFFRE/\E. BEZETNR,
HEEAENRMAZEMIEI, RUTNIEE T AL A BERENH IEFRTIENR, 0L,

(00:54:21) Nabeel S. Qureshi
English:

And so it turned out like, okay, it's this iceberg analogy where the actual analysis is actually just the tip of
the iceberg, it's kind of the last five or 10%, and the 95% before that is, | am gaining access to the data, |
am cleaning the data, I'm joining the data, I'm normalizing it, putting it all in the same format. And so
once we spotted that, then it's like, okay, there's actually a lot of product to be built there just to make
that process easier.

AR ERIE:

FRAEE R GKWLEER . ERRBID R2kL—/, ROR GG 5% 2 10%. MZEIRY 95% #BE: RENERE
AR, RIEEIE. EEIE. EREIE. BelR—8. —BERMNAMTX—=, BITMEIRE: A~
TR NIERFEER, HLERE~mA) U

(00:55:00) Nabeel S. Qureshi
English:

People don't think of Palantir as this place where innovative new product and UX ideas come out, but |
actually think it's been one of the most generative companies for that specifically in the last 20 years, it's



just that most of that didn't see the light of day and so people don't know. But if you look at the product
primitives that they developed in order to make the things | just mentioned a lot easier, they're actually
really valuable and interesting and could probably form the basis of independent companies themselves.

AR ERIE:

MTBEARIAA Palantir — M= EIF77 @Al UX BIERIMTS, BRIANEISE20FE, eHELREXAFE™
HRFHMHQTZ— RARAEARELZE L, FAUANFNE, BNRMREEMIIA T EURNAREN
BLEFFEMA LN “FmREE" (Product primitives), EfJEKIEEBNEREE, EERILUMEAMIIATR
Hhtio

(00:55:21) Nabeel S. Qureshi
English:

And so, yeah, it just took every single step of that process became much, much easier once there was a
software solution around it. So if you talk about data ingestion, there's essentially a universal data
adapter that's part of Foundry. It can read anything, so JDBC, S3 buckets, whatever you want. It allows us
to look into the data, maybe preview the first 20 rows, and then it allows you when you're ready to set up
a schedule and just pull it in on some cadence. That process alone for an engineer used to take a long
time, especially pre-Al coding, and managing all those cron jobs and doing this analytics, VM somewhere

inside the customer's tenant was a huge pain.
R EIE:

B, —BEAETHRHERALR, IBTHNES—TEHREEEERTS, KEIBER, Foundry FE—MERIEX
fEE&Hces. R LUREMEMRIAZA: JDBC. S3FMRES. EAIFRIMNERKE, Mika 2017, ARKEITR
BTENEL, (WX—3712, U TRIMREMELRKIE, [3IRE A FRELNZA, EEPLEENES
(Cron jobs) HEZEFHEFANEMI EHITOHEIFEREN.

(00:56:04) Nabeel S. Qureshi
English:

And so you productize that piece, then it's like, okay, once you have the data, it's like how do you actually
join it? What if you're non-technical? Is there a way for a non-technical user to be able to join tables and
see what the result is? And so there's all these very fascinating business problems that, because | think
the access was very difficult to get, and people hadn't really solved before, and so there was a lot of white
space to do some product innovation.

FROCENIR:

HIRERE D= miE, BETRNEEAR: B7HE, NAEREN? NRMFERANEAD? GBS
R ARBAP BEERRBHAEEER? FNURRENRRYE, RAREMRRSXLERAR SRR, R
UBRZM mEIHE= Bt

(00:56:30) Nabeel S. Qureshi
English:

So now | would say Foundry's definitely the best data platform in the world just because it has all these
different applications within it that solve these discrete parts. And it came out of this, years of painful



experience, watching people have to clean data and join it and figure out what this table name meant
and so on and so forth.

AR ERIE:

FRUBER 2 Foundry X R ERFIIHIET S, RANCASHRERAXEEHIFTHFRAE RNENA,
ERTZHEEENEE —BEAMIFAERFENE. EEE. FERRBNEXFF.

(00:56:50) Lenny Rachitsky
English:

You shared in your post this kind of evocative story of some people's jobs is just to gate keep the data.
They're there to give you access to this very valuable data within the organization, and how hard it is to
get. That was a lot of this work, is just breaking through those political battles of like, "Okay, we need this

data for the good of the company and took a lot of work." | guess anything there you want to add?
R EIE:

MEXEFRRET —PRANRENHE: BEANIERZE “BTFHE . tIINEEREN T EHNAHAR
REMEBVEIRERILR, MRBXESREEEEE, XM TIFRA—MIMEBRMXEEGEE, thil: A
TREMH G, HNFEXLEYE , XFEMARELF. XTX—RIREBTAB7Hg?

(00:57:12) Nabeel S. Qureshi
English:

It is, yeah. It's a huge pain, and there are good reasons for it. It's not like folks are malicious here. If you're
IT or if you're an InfoSec type person, then your goal is to prevent data breaches and to make sure that
sensitive information doesn't spread too wide. And so what's the easiest way to do that? It's to lock the
data down, basically be a gatekeeper for access. | think where it got a little bit more interesting was where
your skills are valuable and depend on you being the gatekeeper.

FRCERIR:

2H, XFERERE, EHEHSENRE, ATRHXEAREEE. IRMFR ITHEEL2 AL, MBI
EIESIERE, BRERERTIY . BARBRNGERMA? MENFTHURE, MinRNREITIIA.
BIANNEEBIMSGET, SRONMEBRTIREN TN B5H.

(00:58:05) Nabeel S. Qureshi
English:

So what | mean by that is let's say I'm the only guy who understands the way the sales calculation
pipeline works and | write the SQL for it. All the requests from business SMEs come to me, | have a big
queue of them, it takes me weeks to get through this queue. | have a great job, | have great job security,
and people depend on me. And so now along comes this company and they're like, "Hey, actually we
want to make sales data available to everyone and we want to make it point and click." Suddenly you're
like, "Hey, hang on, what am | going to do?"

AR ERIE:

BERE, RSHEH—IERHETEEEBEEARAHERES SQLBA. FMBLSERNERT LG, HF
KE—KHAES, FRVAFERET. RE—MHREFNIE, RIRERS, AREEMIK. WERAKT



—RAFW: TR, HEBANBLS D AEBERRFEESE, MERREIN.” RABGFIE: 1R, FF,
BRZEAD? 7

(00:58:35) Nabeel S. Qureshi
English:

And so that's where | think there was a lot of difficulty and | always say people are like, what accounts as
competitors? | don't think it's the ones that you would think of necessarily. Palantir's biggest competitor
is a company rolling its own solution, and so the biggest difference would just be a CIO saying, "I'm going
to build my own data infrastructure, I'm going to own it, it's going to be on top of one of the hyperscalers,
and we're all just going to do our own analytics ourselves." And what we came along with, which was
quite disruptive to this model, was saying, "No, actually all your data is going to get ingested into this one
platform and everybody in your company is going to use it." The trade-off is it's going to be really, really
easy for everyone to do things. But as you can imagine, some people weren't a huge fan of that model.

AR ERIE:

R, HEW, AMIEERRENTF, RESF—ERIMBEIMMLE, Palantir RANREMNFE
L “BRBRAER" WA, RAWKZETF, —LCIO T’ﬁﬁﬁlﬁ. ‘HEME B CHEIERMILE, RE
REE, ERBUARISEXRZ L, BTECHD " MBS THFHRERANIMEARAEE, Fl)R:
A, LR ERAAENSIESRRRIEIX—Fad, ARENSMASIERE.” KNEs T AMESRE
SEFEEFERZ. BMITUER, BEAHFTERXMRI.

(00:59:01) Lenny Rachitsky

English:

It feels like Glean is the biggest competitor to Palantir after | hear this, do you know about that company?
FREiE:

Mr5eiXte, FH DTS Glean AF 2 Palantir R KR ZE M F, RENEIPRLENE?

(00:59:06) Nabeel S. Qureshi
English:

| do, yeah, Glean looks amazing from the outside. So many differences there, | can totally see why you
would say this, but-

FRCERIR:
HAE, Glean MIMBEIRE LB, BABREARRE, BRTLEBRNTARXAN, BRE—

(00:59:15) Lenny Rachitsky
English:

Clearly a different use case but it feels like the reason they've been successful is they figured out a lot of

this data ingestion, permissions, search stuff. | never thought of it that way.

FRsCERF:



EARGIAR, BEREMINHINNREARRRT KEHIERI. NRMERLENRR, FLUBTMRMZT A
EREI,

(00:59:24) Nabeel S. Qureshi
English:

Yeah.

R ERE:

=0,

(00:59:24) Lenny Rachitsky
English:

Interesting. Okay, | want to talk about hiring, you talked a bit about this. You're starting a company again,
what are some of the key lessons you've learned from your time at Palantir when you are hiring people
for your company? I don't know if you're actually hiring people yet, maybe when you may start hiring.

FRCERIR:

RE®. o7, TEIIEE, MNARET —R. (RXBENLT, FARERAR, fRM Palantir BEFHHF
BT IR R BEGN? HAMEMMERSEEFBBAT , HEFARHEFIE,

(00:59:42) Nabeel S. Qureshi
English:

Yeah, we have six people at the moment, so a really reasonably small team. | think with hiring, it's funny,
man, there's so much hiring advice online and you read it and you're like, "Yeah, this is super obvious."
And then when you live it, you're suddenly like, "Aah, this is why people say this." So a few simple
examples are | think the thing that is really hard to find is somebody who really, really has a lot about
doing the thing and will go that kind of extra 20%.

FROCENIR:

28, HBMNBRAENRTA, B—MIFENHE. XTHE, REEE, NELEXZHEERI, RIRARE
BT RREMBRT” o BEMREHEP, MIFTARM: W, ERZMBNFARKZAR." FJLNE
BH0F . TANSREREINEIMEEAZXMHE, FEREZSTH 20% EHHIA.

(01:00:17) Nabeel S. Qureshi
English:

I think when you hire out, especially not to pick on them, but I think if you hired a [inaudible 01:00:17]
right, it's like people want a 400K a year job, they would like to work a certain number of hours, they
would like to ship some code and then go home, that's basically the model that you get accustomed to
even if you don't intend to when you work at a big company. And so if you hire out of that for a really
small startup, it can be really challenging because a lot of your success as a startup depends on each

individual person being like, "No, I'm really going to, I'm work this evening if that's what it takes to get



this thing working, and 1'm not just going to check my boxes, I'm actually going to look towards what is

the real outcome that this business is trying to achieve."
R EIE:

HIRMARATHBAR (REHAMAD) , AMMNEFRE—HEH 40 HETHNIE, BIEERENEK, 57X
BriElxR, BMERAERHREN, AFRATIFATHSIEIMIEN WRIRA—KINBIFI L) QBHEXEF
A BESRR. EATIQABNMRINBRTEMARMESR: K, MRATIUEXNFRAERRE, ROBAENE
MR, MARNTERIES, MREXESZHEEBEARMIIER,

(01:01:18) Nabeel S. Qureshi
English:

And everything I'm saying feels kind of obvious, but when you actually feel that difference between
somebody who's just checking the boxes and somebody who's kind of an animal in this way, they'll
actually go and pursue and accomplish the end outcome, that difference is very, very big and it matters
so much for your first 20 people. And there's no science to finding these people. It's not like you can just
put somebody who cares about outcomes in your JD and then suddenly you'll get all these people

applying.
FRERIE:

HRNXEIMERREMZ L, EHFREERTE “RHMMEHA" 1 “GES—HERERHON” ZEHEX
AE, MMEAMXMERER, WFFI20 BRATHKREXEE, FHXFNAHKETARERE, FFER
RERMUER (UD) BEL “XEERNN , AEMIEEXTAZRNTE,

(01:01:45) Nabeel S. Qureshi
English:

So then it's like, okay, well how do you screen for that and how do you find those types of people? And so
that's where it gets really interesting. | think that's where the mission alignment comes in, and so you do
have to find people who, for what you are doing, have this extra maybe private reason to care about it a
little bit more than the average person. So | think for Palantir, they did hire a lot of vets, for example, or
maybe people who were a little bit more patriotic or pro-America than the average tech employee, and
those people had an extra reason to Palantir and an extra reason to try that little bit harder.

FRCERIR:
FRUABEZERY T« fRINEITREHF IR EIXHIAN? XBEBEBOMS. HINAXHE “Eo—HiE" RIZEFERN
W75 MBIREIBREERNREMARR, tbEBABEFIMAAMELEA. b Palantir BTRZBRMAE

A, HEREBERERTIERE. EXHFEENA, XEAGTINVERBTE Palantir, BBEFIMNIEIAIEM
(EEEpAl

(01:02:15) Nabeel S. Qureshi
English:

And so what I'm doing is a little bit more in the kind of medical and health space, and so | think people
who have themselves had experiences with this system have maybe had relatives go through difficult
experiences with things like cancer or whatever it is. They're just that extra bit motivated to really care
about the thing you're trying to do and then work that little bit harder, and so | think aggressively filtering



early on to things like mission fit, how much have you cared about stuff in the past, and what's an
example. You ask questions like, what's the hardest you've ever worked to get something done and why?
And that does differentiate a lot of people, a lot of people don't actually have a great answer to that.

AR ERIE:

FROAMHEREREETMERIE. TANBLEFXBERLIXNRS, HERBEZHIBEFREMEN

, SEAMAEZKIRNEEHNE, AERAMLAHES, FIURIANRRETRHEESREE, Hit
NS EWNEYIRNEE. RAILIE): “ATTHEGS, MAHNERBHERHA? AFTA? 7 XEXDR
ZAN, BARSARZLRH—MFNESR.

(01:02:47) Lenny Rachitsky
English:

That is really interesting, everything you've shared is essentially around motivation, and drive, and
passion, and kind of just commitment to working on this intently, and it's almost like a second thought of
just like, oh, also they're really smart and skilled at stuff. It feels like that's just table stakes and this is
actually what makes the difference in your experience.

FROCENIR:

XIFEEEB, MDEN—IERLHEREDN. BahH. BBEUARNIENTERAN. EF “MIIZ2SE
BB, BEEKEE" , MFPRTRENER, BRETEMNEZEF, KEIRAGF, MXERRT BREMENE

=
F+o

(01:03:08) Nabeel S. Qureshi
English:

Yeah, | totally agree, and | think it's different for every business. So | think if you're in a space like B2B
SaaS where maybe it's a little harder to tell the story of like, oh, this is so mission-critical, whatever, there
are other ways of getting at this thing. So for example, | know a lot of people, again, it's a little played out
now, but | know a lot of people who for sales teams, they will explicitly go for people who were
professional athletes or played sports in college, and it's like, okay, what does that test for? It's like you
are very, very disciplined, you're very, very goals and numbers oriented and you're willing to just work
really, really hard.

FRCERIR:
28, FreRE. MAXINABMTUEAR, WRIRTE B2B SaasS JuFl, AJEERMEHE “XXF " BY
WE, BEEEMAEARUZEEXMSR. fl, RMERZA (RANETERMKDRIET) EREEFM,

SLENHRWVEHREAFERAMS. XNXEHA? BIRGRLERE. REBNEFHNEFSE, UREER
HHRABIEE ST,

(01:03:45) Nabeel S. Qureshi
English:

And so there's all these kind of lateral ways of getting at these qualities that | think you just have to be
intentional about as a founder. As a personal example, I'm a runner and so | actually love meeting fellow
runners and | kind of joke like, "Oh, maybe I'll go higher from run clubs or something like that." But it's
just same with | play a lot of chess, | love meeting chess players. I'm not necessarily saying that's the right



kind of hire for me, but | think having this thing of here are some traits that seem uncorrelated, but which

actually give you good signal to this person's personality, those are actually really important.
R EIE:

FRUERZMER AR LISEXERE, FAIBAMOAERIRM AN, BN PAGF, HE—RBE,
FRAFKREREIREA, REEFRXR: “BIFRIEBERBA.” BF, HTRZERMHE, REREAHE I
FRRX—ERERNBESN, BIHR—LEEMUTEXERRRERESHIREIFEEEN,

(01:04:25) Nabeel S. Qureshi
English:

The last thing I'll say just as a funny illustration of that concept is I think Max Levchin tells the story of
somebody interviewing at PayPal early on and he passed all the skill interviews and then it just got to the
final round and he said something about liking to shoot hoops, like he liked to play basketball, and they
were like instant reject. The vibe here was like if you're not a mega Linux nerd, hardcore computer person,
then we don't want you here, even if you actually passed all the tests just because you like to shoot
hoops. Now whether that was the right call or the wrong call, don't know, but that's an example of what
I'm talking about.

AR ERIE:

EER—TMEBNFIF: MaxLevchin #:d— PayPal REANEIRKSE. B ABEL TRENRAEIR, 27T
KE—E, tREIECSEWRITEIK, SRKWIE, ARNRER: WRMAZ—NEBE Linux B, BZITEN
TN, BATMARER, WafmEd THRENR, MXEARERITEKX, 2ATMEREN A, BEXH
EFFTRBIBIFo

(01:04:54) Lenny Rachitsky
English:

| think that's a great echo back. People hearing this may be like, "What the hell? How dare they do that?"
But this is exactly what you said at the beginning of our conversation, that like an approach to building a
generational business is to be very clear about who this is not for, and that's okay, it's your company, not
everyone needs to work there. And it's almost saving them time because they might realize this isn't for
me, this isn't the people | want to be around necessarily. So | think it's important to see that side of it, is
it's your business, it's important to be clear about who is a good fit for the company and who's not.

FROCENIR:

BREBXZ—MRIFIIMER, IAARFTESE: “RHA? MIEABXAM? ” ERXRERMRIIEFIBA:
BII—xXBIRAEIHNGREZ—, MEIFEEHRE EFLEEXE" . XK, XZMHAE, FEREMAH
BHERIL I, XEERETEAKNNE, RANMIIAEEZEIRE “XFESHK, XEARZTHERL
0" o FRUEBX—ERER: XZMBEL, BFREES. EFEGEFEEEMN.

(01:05:30) Lenny Rachitsky
English:

Speaking of that, let's talk about product management for a bit. | know Palantir PMs are not traditional
product managers. | imagine people have the title, Product Manager at Palantir, okay, so if so, as far as



you understand what's the difference between say a PM at Palantir versus a traditional PM say at a FANG

company?
R EIE:

WEX, LI~ mEE, @ Palantir B9 PM A2 ERE X LRI miZiE, FIE Palantir AEHASEHE
AEE ‘TREE BKAE, BARMFRTHE, Palantir B9 PM 5 FANG (KI7) ATRIMES PM BHAX51?

(01:05:51) Nabeel S. Qureshi
English:

Palantir was, as far as | remember, quite anti-PM for a while and eventually we did need them because we
just got more serious about product testing.

AR ERIE:

B, Palantir T REK—BRINEEREE ‘R PM” 1, BEREARINHITEMIT, EARNFREIAER
X5 amillizto

(01:05:57) Lenny Rachitsky
English:

Classic story, classic story.

R EE:

ZHNNE, SHARE.

(01:05:59) Nabeel S. Qureshi
English:

A classic story.

R EE:

FfaSeLz 8,

(01:06:00) Lenny Rachitsky
English:

In many companies,

FRCERIE:

TERZAFHMRES,

(01:06:01) Nabeel S. Qureshi
English:

The big difference or one big difference | noticed was that they were extremely careful about only making
people PMs who had first proven themselves out as forward deploying engineers. You basically could not



become a PM any other way. So as an example, when | mentioned earlier the thing that we built for the
plane factory, the person who was managing that deployment, she later became the PM for ontology, and
it was just because she'd kind of proven her method in the field.

AR ERIE:

BIERIN— N ERXZIR, MI1EEEZE1E, RitBLiERNRILSEIRIMIERT B2 ABEPM, B4R L
REEMERERLUES PM. 20MF, RZFiRINATWN I MERANIE, HNASRIBMPENA, B
R Ontology B9 PM, LR NMEIIZIERAT B 2541,

(01:06:35) Nabeel S. Qureshi
English:

And the reason for that's pretty simple, it's going to be someone who understand how customers work
and has that customer empathy, and it's going to be someone who has this drive to get things done
because that's what BD selected for. | think the failure mode that they were very, very averse to in
traditional PMs was this kind of Google Docs syndrome of like, okay, I'm going to write my product
requirement documents, and I'm going to manage it in this very sort of sane, rational way I think, so the
company was really rigorous about that.

FRSCERIF:
EREEE: XHENABREANMESEE, BEEFEEL, HEEIEEBEHRNIRIS, FRXIESE BD 267

EANBIRAE. BOIANMITEE REES PM BI—MKRKIRTN, BIFFBRY “Google Docs RATE" | 5—#/~m
TRt (PRD), ARU—MBEIANIFEERE. SENARNHITEE, QREWNHIFE™E,

(01:07:04) Nabeel S. Qureshi
English:

And so basically PMs were almost always internal promotions and they always came from BD. | am not
aware of a single case where we took somebody who was a PM at a place like Google, which produces
many excellent PMs and hired them successfully into Palantir, it's just a very different vibe. So | think that
was one thing. This is maybe more of a classic PM trait, but you just had to be either an engineer yourself
or extremely good at working with engineers, and the ones | saw who succeeded the most were just best
friends with their engineering team.

FRCERIR:

FRIAEZ £ PM L FERE2AZEFA, BEXE BD &iJ. HFMEFEM—PERAFIZM Google XFEF TS
LF5 PM BO S AFHBRIOREN Palantir B9, REITE2FRE. XBH—. HZ, XAJREERELS PM R,
BirpRBEABCRIREN, BEAREBRSEIRME!F. HEFINKMRIIN PM B2 LEEMRIFIIABR.

(01:07:40) Nabeel S. Qureshi
English:

And the team would always just be like one, it was called the group pm and then it would be a lot of very,
very good engineers. And basically the success or failure mode was just do the engineers and trust you? |
mentioned before Palantir how is very almost disagreeable personalities, and so if you didn't gain the
trust of engineering team pretty fast, you didn't last very long.

FROCENIR:



FPAEH H—% Group PM M ZFE MBI TIZIMAR. AINRIXEET: TREMEEMD? FZaiREIS
Palantir I AMERREELLER “FIYE” (disagreeable) , FRLUMNRIRFEERLERIS TIZHARIEE, TR
o

(01:07:58) Lenny Rachitsky
English:

| think we've cracked the question of why are Palantir PM's so successful? First of all, the hiring bar is just
basically hiring for leaders in a lot of different ways, to this, | don't know, forge for founders where they're
working with a company solving a real problem, building a real product that makes money, and then
those are the people that become the PMs at Palantir and then they go on to leave and that's why 30% of
them end up starting companies, I'm surprised it's not higher, or become first PMs at other companies or
heads of product.

FROCENIR:

BERNELBEAT “Nft4 Palantir B9 PM WAL BYRE. B, HBEEAR LEERESHET
SE; HR, XER—1MEIBAR “BIF7 , tERSRLRRE, WEZERENESL m. XEARE
B9 Palantir 8 PM, BER/E, 30% BIAEET eIl (FHEEFRFTFXMLUAKES), HEXNEMRTNEG
fiI PM 87 mfa 5 Ao

(01:08:29) Nabeel S. Qureshi
English:

Yeah, absolutely, it's crazy. | was part of a pretty small team within Palantir, | think it was 20 to 25 people
when | joined, and | think at least six of them now are either unicorn or just pre-unicorn founders from
that group of 25 people, which is actually a crazy ratio. And then a bunch more have become founders
recently at an earlier stage, so yeah, there's all these little pockets of excellence and it's been really

interesting to see.
FZERiE:

EHY, Bxutt, XRMIE. FAONA Palantir BSFRERIEIPAR/N, K2920 B 25 Ao 7E88 25 AH, BEED
6 ARMABHAEIRABAENERA, XTLABEIRA. TEEZARIEFGRT RN, FrLl, BEER
ZEMRNEF, WEXLFEFHE,

(01:08:55) Nabeel S. Qureshi
English:

| think the other thing that's driving that a little bit is when you leave, it's just such an interesting
company to work at that | think the retention numbers were actually very high for that company. People
would often stay a lot longer than maybe the average Valley tenure. And so when you left, it was really
this decision of just something very specific is pulling you and you want to kind of play the next level of
the game, and so it was very unusual for someone to leave and then join maybe a more traditional tech
company. It's sort of like you're either going to go become a founder or why would you leave when there's
so many interesting different things to work on? And | know that sounds a little culty, but that's what
everyone thinks.

AR ERIE:



NS —PRERRRZ, Palantir E—RIFEEERHNRF, RTBFRELRS. AFHNEREELLME
BFPKFERESZ. FIUSIREAN, BEERABFERFNEBERSIR, MBEIHESM BN,
e, ROBABREE-RERVEHR QB BEAEE, BARMBTR, EAXEEBRAZEENEBFIU
i, RLEER? FMEXIMERERE WPH , BEARBERXAEH.

(01:09:35) Lenny Rachitsky
English:

| could totally see that. A lot of people that left Airbnb have never found something more meaningful, it's
just hard, especially if you're early. There's a stat that | didn't share that | think is really interesting, and
when you look at YC founders and where they've come from, | think you maybe shared in your post that
there's more YC ex-Palantir founders than there are ex-Google founders in spite of Google being
something like 50 times bigger sample size.

FROCENIR:

KEeeeEME, REEF Airbnb WABRSREBIXIEEEXHNIE, FIRNRFERRHRT. REE—
MNEDENHIEREE:. & YCHRIBARER, MEXEEWIET, YCHKE Palantir Welw ALERE
Google WX E%, RE Google WAREEALIZ Palantir 89 50 &,

(01:10:00) Nabeel S. Qureshi
English:

Yeah, yeah.

FRCERIR:

Y, Ko

(01:10:02) Lenny Rachitsky
English:

Let's talk about the moral question of Palantir. A lot of people probably seeing the title of this episode,
hearing this, will not be excited about Palantir being highlighted and promoted, a lot of people kind of
disagree with what Palantir's doing. Builds products that kill people in some ways, they work with
governments they don't agree with. | know you wrote a really insightful way of how you approach this
question when you decided to work at Palantir and how you see people tackle with this, can you just talk
about the framework that you landed on and how you thought about this yourself?

FROCENIR:

IEFRATIEERN Palantir VBRI, REABEXETARIAEIXEAR, ATRHRSHEE Palantir 3SR,
RZ AFIAE Palantir BOFR1EFR A, MIERMIZE LRE T RAN~ @, SAMNTNEBNENE1E. HAE
fRIERTEZ Palantir TERY, MNXNEEE—ERZINILE, BMRTHARMRNIE. REEMHIRRLHH
TERMESRUURAIR N A B AR B EHING?

(01:10:34) Nabeel S. Qureshi

English:



Yeah, it's a really interesting topic, it's definitely very nuanced. | think what | was trying to say in that post
was a couple of things. One was that there was a lot of upside there. So | worked on the US Covid
response, | have friends who worked on Operation Warp Speed, and these are all things that | think saved
a lot of lives, and | was pretty focused while | was working at NIH on cancer research. And so to me, these
were just obviously good things and you couldn't do them anywhere else, and so that was alone a reason
to stay.

FROCERIR:

2, X2— T IFEEBANYNER. RERRXERERE/LR. £—, EERSARN—E. ZS57
XEFHEEBNNIE, HNARS5T “METEN” (Operation Warp Speed) , FIANXEE G TS

7o FTE NIH TER B FREEM R, WHKiR, XEEARKSE, MEATEMMAHERT. BEX—=R50
RLGEFE TR,

(01:11:15) Nabeel S. Qureshi
English:

The question | had in that post was, well, okay, there are definitely going to be other pieces of this that
people object to. So during the 2016 to 2020 era, it became a pretty common thing to go into work in New
York and you'd have people protesting outside your office or doing all kinds of things. And so there was
this question of, well, is this okay? And | think the point | was trying to make was it's rare that
disengagement is the correct answer, and | think it's more recognized now, but especially then it went a
bit too far.

FRCERIR:

HEXEPRONAERE: FE, BESE—EBOBAMNRNE. 7£2016 ) 2020 Fia), FHANNDAE LI
i, KERBINEABIINERN. FRMAET “X2EEWH" HRE, ZRERENE, BEHIAFS5RDEE
BHER. FOANAEAMTENEX—R, BEZSN, SMRMBEEERIKT,

(01:11:41) Nabeel S. Qureshi
English:

The famous example here is Google kind of disengaging with a Pentagon Al project just because some
people felt that working with the Pentagon was itself morally bad. I think that's a way to sort of the left of
what the median American would say, | think the median American would say it's fine to work on defense
stuff within reason and assuming you're doing largely good things, and so there was just this kind of
almost arbitrage there at some point of just hang on, it's not like working on defense is inherently evil, it's
actually a pretty interesting thing.

AR ERIE:

ZR10)F2 Google BHAAAREN—TAITE, (NMXEAN—EARBSRAAARKASEESEEERLEHEIR
B FIAAXMMRULLEBREANEZRNHET S, EREEAZRERS

=]
~.

13

i1, EEEEERNEETEMNZSFEN
AR T, MEEMIERAILERN, FRUSNEE—MIANRE: F—T, NFERIEHEXRERE, €
Kir ER—HIEEBEEXHER.

&k

(01:12:15) Nabeel S. Qureshi

English:



And then there's this question of, well, would you rather be in the room and making this better or not?
And so I'm struggling with how much | can share here, but as a simple example, if you're doing even a
workflow, which | think many people would not be super comfortable with, let's say you're targeting
somebody for some kind of strike. If you compare the way it's done now to maybe the way it was done in
2010, it's going to be a lot more targeted, it's going to be a lot more accurate, and so you've actually
improved that process and reduced the chance of error. Maybe you should feel good about that, right?
Now, that is a bullet many people are not willing to bite.

AR ERIE:

ETRNEER: MESERLEEEREN, E2HFEN? RTHERIZESZ D, BEINREEMF:
BMER—MLRZARIRENITIER, LbMHWEANITERITE. MRIFMEIENMES 2010 F48EE, IE
NITHEBERS. HHRES, FEMLESHTXNIRE, BL T HBORER, IR RZALRIESR, Xt
1E? YR, XRREAFBEEZHIMR,

(01:12:52) Nabeel S. Qureshi
English:

I didn't work on the defense side of the company myself, but | think you have to be okay with these kinds
of grade zones and actually actively thinking about what you are doing. And that doesn't mean that it's
always the right thing to do to work in a defense company. Maybe we go into a very dark future and we
start being the bad guys in some ways, and then it's probably not a great idea to work at a defense
company. So it's a shifting landscape but | kind of felt pretty strongly that a lot of people in tech just
didn't want to think about this at all.

FROCENIR:

HEAFLEEQTNEREILE, BRINNMBIEBZZXMREME, HRREZREEMBES.
EAFBRKREEEG AT TFXTRIER. BIFrRKEGIFEERE, HNERESERT “HFA” , BEEE
MAEEEREMATILET XR— T AEEUNEE, BFENBEE, BRANRSAREFIEES XL
[E)E,

(01:13:29) Nabeel S. Qureshi
English:

So you have engineers now who are working on optimizing short form videos for higher engagement, and
you sort of want to say to them like, "Hey, are you thinking about what this is doing to the brains of young
children?" Or "Have you seen an 11-year-old kind of scrolling something for five hours and do you think
this is a good thing?" And | think people don't want to think about this stuff too much. I'm not saying |
know the answer, but there was almost this refusal to look at what tech was doing from a political lens for
a very long time. It was just like, "Hey, let us play with our toys, let us sit in our little park, and don't
bother us, and we're just going to build cool stuff and launch it."

FROCENIR:

DERLIRNERKEMMNSSE, ReIgIBE]: 1R, MELKERIXNNEFHRSLEE T
ai? 7 HE RIS 11 SRERFESR) 5 NNERE? RESXREED? 7 RETAIFRRE
X, HARBRBEMEZTR, BERK—RNEE, BERFNFELEMNBIEAERIECHIFERN. AKR
B 1%, URMImBCHIA, JFEECHNREE, 3T, BMNRBEHEZNARBEHLTE.”



(01:14:08) Nabeel S. Qureshi
English:

And 2025, we're in a very, very different state of the world, tech is involved in politics now, and politics
basically came to tech. There's this famous image of Mark Zuckerberg, he's sitting in Congress and he
kind of looks very pale, and he's like, "Why have they dragged me in here again?" But | think tech went
through this journey of, oh, we're suddenly becoming important now, oh, we're really, really important
now, oh, we better stop playing this game of politics. And so | think what I'm saying now is a lot more
consensus than it was 10 years ago, but at the time, the feeling was just like, "Look what we are doing is
political, so you better engage with that."

FRCERIR:

2T 2025 F, HRELTEFET. BREZKEANTHA, BAEHRETRK, B—KERNRA, Sx - il
RARLERSMEEL, REBTEH, HHAER: “AHAXBREREX/LR? 7 BERFRERT - diE: M
‘BINRATFEZT” 3 “RINENFEEE" , B2 “BINBRFNBIRBUGHNT” o FHIANKRIAETRH
XEELL 10 FRIERZAMHIR, BELN, ARVTSER: “F, HIFMEN—IEIREBUEER, FRURERLT
MkE5HHR,”

(01:14:44) Lenny Rachitsky
English:

| think when this became really real for a lot of people is with the Ukraine War, the government's running
out of certain vehicles and ammunition, we're just not able to produce it, and then we're like, "Oh, thank
God for a company like Anduril and all these other tech companies that are actually ahead and keeping us
ahead." | think the only reason the US is ahead of China and the space race is because SpaceX just is one
company that just has been doing this for a long time. So | think a lot of people have kind of realized,

okay, maybe we need these things.
FRCERIE:

HINAFBEZARY, BRITREESR =%, SBRARXNFELEERNRAES, MBMNTERRES, AR
=R H, R, EER Anduril BN AT UREMBR AR, WIEERMEHLRINERFRL.” &
IHEETEAZRETMTHENE—IRE, #E SpaceX IRATKILIRNEHE, FIUKRGREABEER
IREN 438, IR R EX LR,

(01:15:13) Nabeel S. Qureshi
English:

Right. And | would make this argument as well, it's like people are like, well, how can you feel good about
working in defense? And it's like, well, you're not going to feel great if China invades Taiwan, actually,
you're not going to. | think you are probably also not going to like that outcome. So we do just live in this
world where you do need to build up deterrents to these things and they better be good. So to me, it
didn't feel that difficult of a question. | think when you zoom into particular things, they can be very
difficult questions and there have been a bunch of those in the last couple of years. But yeah, again,
disengagement isn't the answer.

AR ERIE:

R, BREEXHRIL: AMIRIREAROLRESHMMEENLIE? MRPEENBITEE, MEAIRELHT
Bo HRMRABRUASERBIER. FAURNEETEZIHF—MER . MHLFERLRBHE, MAXLE



NERIFEBIRENR, FIUMNIEKNR, XHAFZ—NMREENENEH, S, BRRANFEFATH, REZE
REEER, IE/FHRELNIRESXFNER, BRZIIE, LEBERZNE.

(01:15:46) Lenny Rachitsky
English:

Yeah. And again, it's not for everyone. | think that's an important kind of theme through this conversation
is some companies ... like, to build ... sometimes to build a generational, really successful company, you
need to turn some people off because that's what brings in the best talent oftentimes. Okay. Just a few
more questions. Kind of like stepping back a little bit. You're building a company again. What are a few
core pieces of advice that you're bringing to your new startup that will inform how you build this
company, from your experience at Palantir?

FRCERIR:

=W, MH, XAFEEGMEA. RUAXRTEN—NEZTER. BRATRI-KENAN. BEEMRD
AT, RFEE YR —HBHA, BAXEEFABRIIEMRAANAR. ¥, &EEE/LNEE. BEHER
—%&, (RXELILT, RIBIRTE Palantir WELE, AMEZOBNSEMIMEX S ARG I?

(01:16:27) Nabeel S. Qureshi
English:

One thing is probably just really fast iteration cycles. So placing a lot of bets and then being really
rigorous about just going through that cycle very soon. | have this [inaudible 01:16:40]principles, and one
of the things on there is basically saying EOP successes goes up the more bets you make, and it's sort of a
function of how many bets you make and the probability of success of those individual bets, right? And so
one easy way to almost guarantee that you'll hit something is just to make a lot of bets and then just kind
of cycle through them very quickly.

FRSCERIF:
— B REERROERAEL., TRZME, AEIEE™IEMRETHEIF, ERMNENFE—%: IR
Izl%

KEEE T EXBEVEMMEMN, ER T EREMBRMINERNEIR, Frl, IFRIEEPRN—IMERTTE
MEZTE, AERERHE.

(01:17:15) Nabeel S. Qureshi
English:

Now, obviously this is difficult, often this question of, well, is this bet actually failing or are we quitting too
soon, kind of thing. But that's kind of one principle | take, is just test this thing very early. You know, like
the classic "why feed, why see" thing is just when you take something to a customer, ask them to pay you
a lot of money and [inaudible 01:17:22] then find a new problem. Don't wait three weeks, which is what
every founding team typically does because you don't have that kind of time.

FRCERIR:

YAXRME, KERAL:. “XNMWEIRENERNT, E2HNBFTLRRET? " ERRHN—ERENZ: R
Big. MEGELER YCEIY: SMIERARATFEN, EXMIIT—AER, NRATHHERHTDZH. R
BEZRE, BRAZHRENLENEILNHE, RARSBEBAZHEL,



(01:17:29) Nabeel S. Qureshi
English:

I do think the importance of just having a really tight, distinctive internal culture and building a strong
feeling of trust within a team is really important. And kind of like you mentioned with Airbnb, and people
definitely felt this at Palantir, there was this feeling of like, well, you worked here, you must be good. |
trust you, and all of that. And | think it's so important to create that and you kind of know that feeling.
That's what ... like, people ask me, should | go work at place X or should | just go be a founder
straightaway? | don't know the answer for everyone, but | will say one of the benefits of working at a
place like that is you just have all these internal benchmarks now for, okay, this is what this should feel
like, and if it doesn't feel like that, we're off.

FROCERIR:

HIANAERZ BRSHRE . FERMRBIGEANEERIEEEE, MEIREEIR Airbnb, 7E Palantir
ARMAXMREDR: “BRAMREXILIE, F—ERMSE, HEEM." BIXMFREEXREE, HAMZK
HBRERA TREREEZEW” B, BRENESSE, BRIN: ERME TNtz —=, R
BTASEE—IRIE “NFE N AFEF. MRBREAR, REAELHRE T

(01:18:21) Nabeel S. Qureshi
English:

So yeah, | think that thing, too, is just distinctive, internal, strong team culture. And then | think for me,
think three is just working with a really messy part of the real world. So | kind of joked when | left, like, |
am excited to just do pure software. I'm excited to, | don't know, | want to build an ID or something and
just not have a support email even and all of that. But it turned out, look, my comparative advantage in a
lot of ways was the networks 1'd built and the experience I'd had in engaging with the messy parts of the

world. And they do need technology a lot, right?
R EE:

FREL, IRAFEIABEIAX R FE =R F=R/RMFHKN, MESLEUSSHRPEIERILAE D . HERENE
FIRY, BRAEFLFTIURMARGT, s IDE 2£8, BEEEIFHHEEARAEE, (BFELIEHA,
BNREFMBERAIZEE LETHEIUIAMABFMGIRR S FRE RANEZK, MXEMABLFETER
Ao

(01:19:00) Nabeel S. Qureshi
English:

There's this horrifying thought | have sometimes of just like, maybe we'll get AGI in the next two years and
the healthcare sector will still be broken and it will still be impossible to afford rent in New York City and
build houses and all these things. And that may well become true. And so | think it's important to engage
with those parts of the world too, even though they're really, really challenging. And | think the really nice
thing about LLMs is that actually, there's so many workflows now that are accessible to you as a tech
founder and people are somehow more open to working with tech companies than they ever were
before.

AR ERIE:

BENSE— 1 ERNEE . BIFRRRERIIEZIT AGl, BETRFAKAZHRE, AUNERKARESR
%, BEFRASETER XRATBEMAINSE, FIURRFSEXERARMIENAKREDAREE, MAESR



B (LLM) &#i—R@E, FAREEIEA, IEEXRSHNIIERZR LA, mEANIEL EEMAR
R ERESRR ARG

(01:20:01) Lenny Rachitsky
English:

Wow, that is some alpha right there that you're finding, that some of these very large organizations are
more open to working with startups, because classically, investors don't want to invest in companies that
are going after healthcare companies and governments and things like that. So it is really interesting

actually to hear. I'm going to mirror back the tips you just shared... [Summary of tips omitted for brevity]
R EIE:

I, XAER—TEENAN: ABEEANEERESVEIQBEF. BAESRL, REEAFTRBRREBL
HETHMHBFNAR. REIXPMENREB. ZRZE—TRNA DZRIN-- (BERER)

(01:21:13) Lenny Rachitsky
English:

I'm going to take us to a recurring theme on this podcast called Al Corner. And what we do in Al Corner is
we share some way that .. and this is you sharing ... some way that you've found Al to be useful in your
day- to-day, either in life or in work. Is there any way you found some tool ... some Al tool useful that you

can share?
AR ERIE:

MEHNKNNBEN—PEERT: Al (Al Corner)o EXMNAT, BIRDE—TRERBEFEHITEFL
MAIBANA. BRBET4 A TARMREEIFRAIUSERN?

(01:21:38) Nabeel S. Qureshi
English:

Oh my gosh, there are so many. I'll give you a few examples. So | use Wispr Flow quite a bit. So this is the
talk to your keyboard and it will transcribe for you app. Very good. It's just great when you are iterating
very quickly with an LLM and sometimes you have to do these paragraph-long prompts and it's just easier
to speak into them. So Wispr Flow, | like.

RS ERIE:

KW, KEZT. HBREILNMIF. FHEER Wispr Flow, XB—MEERXFHINA, EREE. SIRFERRES
LLM ER, ARBEERAKE—EIENIRTRIE (Prompt) B, BERGEHRESZTZ. FIUKRER Wispr

Flow,

(01:22:05) Lenny Rachitsky
English:

Just to double down on that, you press a button and you start talking and it's writing out what you're
saying. Cool. And there have been these products for a long time, Dragon Dictate and all these guys. Is the
difference now these are just very, very good now at actually transcribing what you're saying?



FRZERIE:

HiA—T, MBR T —TEABIRIE, EMFBRRNEEHR, B XEX~mRAMUAMA T, b Dragon
Dictate, MAMKFZENERRERE LELMISIFEIERITF 7152

(01:22:18) Nabeel S. Qureshi
English:

| think that's right. Yeah, they use a really good model and so it rarely makes mistakes even when | think
it's quite challenging. And then, yeah, the UX | think they just nailed. So that's really good one. | love
Claude Code for developing. Even though | have my complaints about it, there's something just very
addictive about just telling it what to do. And it's basically something that you run within the terminal of
your computer, and so you just type Claude, it opens up the Claude interface. It's very cute, it's very
beautifully designed, and you just tell it what to do. And it actually operates on the file system directly.

FRCERIR:

HREN. EERTIFEFIRE, FrUBMEREREREINER TERLDLE. MAENN UX#SIEER.
55— Claude Code, HIFEENAERA R, BAFKBEHENMS, EERSFERBMTAENILAL
B, EEXRERTEBRMARETITN, MBAAN claude , ERMSITHARE. RITFEEREE, MRABSEFCMMI
4, EEHEREXHRY

(01:23:03) Lenny Rachitsky
English:

That's what | was going to ask. So this is essentially an Al agent engineer. | didn't know that's what Claude
Code did. Very cool.

FRCERIR:

XIERKERN. FIUXARER—D A RIETEM, FKLEIFEE Claude Code B XM, IFHEL

(01:23:10) Nabeel S. Qureshi
English:

Yeah. It's sort of a guided agent, but yeah, it is really sweet. And then yeah, I'm just enjoying ... you know,
every week there's a new, wonderful new thing to play with. Last seven days, I've been testing Gemini Pro
2.5. Excellent model. | don't love Google's UX sometimes, but | was playing with that. And | use LLMs
every day for all kinds of things. The other day | was doing taxes and | needed to classify a bunch of
transactions based on some metadata, and so | just wrote a script up really quickly and it did that. So.

FRCERIR:

2, ERR—IRIISHNAE, EEWC. MESEHEMFERNATE, IEXEXE—BEENIR Gemini
Pro2.5, REIEBELHE, RBAKENTEMR Google B UX, BE—EHEHIE. BEXRMBEMA LLM MEME, 7l
NRFARE, FERIETHEN SERZHTOE, HRRE T MEX, EMEIBET .

(01:24:01) Lenny Rachitsky

English:



| love just the vibe of just like, this is incredible and so fun. We need more of that. Okay. I'm going to take
us to another recurring segment on the podcast. Contrarian Corner. So here's the question. What's
something that you believe that most other people don't?

AR ERIE:

HERZM “XXAATEYN. XEBT” N5E. HMNFEEZSXENERE. F, AEEAS—TEERT:
FERMSAA (Contrarian Corner), AliE: B ARIRERE, EAZHAHFINENEBFD?

(01:24:12) Nabeel S. Qureshi
English:

| think going to college is great. | think this is a somewhat contrarian view within tech, maybe not in the
broader economy, but | often see people saying just like, oh, if you can just drop out when you're 18 and
just start working, why would you go to college? And | think this is completely wrong, but maybe it's good

advice for 5% of the population who probably would've been to your fellows anyway.
FRCERIE:

FIANN EXRFIEER XERKEAER— T ERFETARNMR, BAEBRIMMIAERE. REEEIEA
W “UIRMR 18 SMEERFETIME, THEZELAFE? 7 HABXT2HE T, HIFXX 5% XA (kb
Thiel Fellows) BRI, EXNAZHARZ.

(01:24:49) Nabeel S. Qureshi
English:

But college is one of the few times when you can just make really, really deep friendships. You are in
typically a nice campus. If you're in North America, you get to spend all of your time just thinking and
writing papers and reading books and hanging out with your friends. And it's actually very precious and
it's very hard to find that kind of time after you turn 21 because you got to pay your rent, you've got to
work, you've got to do all this stuff.

FROCENIR:

RERBAERDHEERIILRRENE . MEBRFE—TEWHIRER. FiLx, RAILUBREREEER
Z. 5itX. BPMEARNE L, XHLIFELRHE, IA—BIRIT 21%, REEMAEHE. ITE, LEEH
WE, EEBEIXFRIE,

(01:25:35) Lenny Rachitsky
English:

It's so funny that that is contrarian and it does sound contrarian. | had a great time in college here. Okay.
Is there anything else, Nabeel, that you wanted to share or leave listeners with before we get to our very
exciting lightning round?

FROCENIR:

RERR, XAERBEIEDIFEEAMR. HEARFHEIFRAC. i, EENFEACHIRNERREEZA,
Nabeel, fRIEHE+ARMITRD ZEHELMIHING?



(01:25:48) Nabeel S. Qureshi
English:

No, | think it's a really exciting time in the world. | think Al can be exhausting, but it does really just open
up the possibility of building a better world in all these ways. And so | think just reassess what you're
doing every couple of months and make sure that it's aligned with where | think Al is going and make sure
that you are working on something that you feel has very high potential if it succeeds.

FRZERIE:

BBT, BER/IER— M EESAXENNR. BEAAILANETHES, BEHEARTHEERIFHANS
MEJRElE. PREL, SRV TMARERTE—TMMREEMOER, BRES AINAERAR—H, HHERIRETHR
EBMRMIN T, KEBEXEE,

(01:26:22) Lenny Rachitsky
English:
Let me double click on that real quick. For people that want to do what you're describing, what helps you

understand where Al is heading and just kind of align with it, are there places of information and news
you find useful? Is it just play with it kind of thing? What would you recommend?

AR ERIE:

HBIER— T X FRMEIRFTREIABEFRIA, TAREFEBIMI IR Al NERHSZRF—H? AREMER
ERANERREIMARE? 2BRAR ‘Bt MiT? MAEMFAEN?

(01:26:39) Nabeel S. Qureshi
English:

This is the big question. | use X a lot to keep on top of Al, so | would just recommend finding a good
Twitter list and maybe following people off of that. There's some good newsletters. | really like Latent
Space, | know his X handle, it's Swyx, S-W-Y-X. | can't remember his actual name, but that one is very good
and it's pretty technical. | would recommend trying to stick to the more technical newsletters if possible.

AR ERIE:

XRMKR, HEER X (Twitter) SRIEFE Al 5h7S, FREIGK—NMFW Twitter FIRFHFEXHA. TH—
L REHBTEEIT (Newsletter) , FKEZIX Latent Space, fEER X IKS =2 Swyxo BB Newsletter JEE
1, MEREZ. HEINRATEXTALEREAR Newsletter,

(01:27:16) Nabeel S. Qureshi
English:

But | think it's just important to know what's going on and make sure you are revisiting your own
workflows as often as possible. And just making sure that the people who went here are going to be the
kind of hybrid cyborgs who fuse with the Als. This actually played out in chess... [Chess analogy omitted]
And so | think just becoming a cyborg to the extent that you can. And then | think there's this barbell thing
of, it's also important to just leave everything at go touch grass just for your own mental sanity.

FRCERIR:



HINNEENZRTHIR, HARAUEMEMENE CHIER. BEBCHARHS AIREH “BEHEE
B o XEEMRKEPELZ LEIT PR, RIRFIERA—T “BER" . AN, BERE “fIHRR
B&” . AT OIREER, BRET YA “EMABA” (touch grass)o

(01:28:18) Lenny Rachitsky

English:

Excellent advice. And with that, Nabeel, we've reached our very exciting lightning round. Are you ready?
FREiE:

WFAIEEIN . ABA Nabeel, FATHENBEIADRIABRRIZ, HE&FIEF 75?

(01:28:24) Nabeel S. Qureshi
English:

Yes.

FSCEiE:

BEEFT .

(01:28:25) Lenny Rachitsky

English:

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

BRR=ABZ2FRRAZAEERZSH?

(01:28:29) Nabeel S. Qureshi
English:

The first one that comes to mind is Impro by Keith Johnstone. This is actually ... | wrote about it in that
essay. It's one of the books that [Palantir] used to send to people. | just think it's a really interesting book.
So nominally speaking, it's about improvisational theater... [Description of Impro omitted]

FRCERIR:

HE LB EIRZE Keith Johnstone B9 (BIX) (Impro), HREXERET, XE Palantir LLEIE XL AN
Z—o ERAXLERXTFEIHEIZN, BHLFH T XTFOIEAMHRITHNGEYE, CefEIREiFthEM
SYNEEB

(01:29:56) Nabeel S. Qureshi
English:

Yeah, so Impro is number one. | think just to go a little more highbrow, maybe Shakespeare's history
plays, there's a set of them called the Henriad, so like Henry IV, Henry V, Henry VL. | find most people don't
read these... [Description of Henriad omitted]



FRZERIE:

(BN BHE—2. BAFBUEFD LT HLRE], IR MN “FHEEH" (Henriad) BYABILER.
EMNRXTIRAMBIAIEFRAZNEE.

(01:31:05) Nabeel S. Qureshi
English:

| love High Output Management by Andy Grove. | just think that's a great business book, and people tend
to read summaries of it on the internet more than they actually read the book. But the actual book has a
lot of really interesting stories and explanations...

AR ERIE:

BEEMLE - REXW (S~HEE) (High Output Management) . XE2—aFAMNELH, BREZAR
HE, ERPHPNKENTE LIRS BREEN,

(01:32:04) Nabeel S. Qureshi (Lightning Round continues)
English:
[Movie recommendation: Decision to Leave]
R EE:
(FRRZHERE . FMERRRY (D FRURL))

(01:33:15) Nabeel S. Qureshi (Lightning Round continues)
English:
[Life motto: "Aim for Chartres" - aiming for the very best ever done]
FRCERIE:
(NERE: DU RAREENER —BERAEXHE LBAINRSITE)

(01:34:27) Nabeel S. Qureshi (Lightning Round continues)
English:
[Novel recommendation: Anna Karenina by Leo Tolstoy - for developing empathy and perspective-taking]
R EE:
UNGHERE . FRETRRN (R - RIIBH) —BFEFEROMSMATREEN)

(01:36:16) Lenny Rachitsky
English:
Where can they find you online and how can listeners be useful to you?

FROCENIR:



AKFAILAERB R EIR? I AR AT LA RIS ZIfR?

(01:36:16) Nabeel S. Qureshi
English:

Find me online, my website is nabeelqu.co and my X handle is Nabeel QU. How can you help me? | would
say send me an email. Introduce yourself, say hi. | love meeting people.

FROCERIR:

FBIM L ZE nabeelqu.co, X WS Nabeel QUs ZEFWMAIEERK, LHAHEBHIE, FTMEE, NE—TFRE
To BREWMEIRFAR,

(01:37:00) Lenny Rachitsky

English:

Nabeel, thank you so much for being here. Bye everyone.
R EiE:

Nabeel, IFHERGREER. B, BRL.



