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(00:00:00) Lenny
English:

You've worked at so many great companies. At YouTube, when you joined, my understanding is YouTube
was losing a lot of money.

FROCERIR:
MBEXAZHANAT LIS, 7 YouTube, #EFHXTHE, SHIRMANE, YouTube RETHRZHo.

(00:00:05) Noam Lovinsky
English:

There were many times where Google leadership reconsidered the acquisition and, "Should we sell
YouTube?" if you can believe it or not.

FRCERIR:

EAREBRIR, BHRZRX Google WA EMEEMEEXMMM, EEFEH: “HNEAZIXIE YouTube 3=
T? ”

(00:00:11) Lenny

English:

At Thumbtack, it looks like you went from 1 to -1 and then back to 1.
FREiE:

£ Thumbtack, fRINFERT—TM1E -1, ZAEHEREZE 18371,

(00:00:15) Noam Lovinsky
English:

| remember in a board meeting, the new model really started to show legs and one of the board
members, Brian Schreier at Sequoia, said it was the prettiest smile graph that he had ever seen.

R EE:



HiSSE—REFS L, FERAEEFBRILES S, A2HEX (Sequoia) MEFEZM AR Brian Schreier
W, BEMIINRZRN “FEtL” B (S KAREAREL) .

(00:00:23) Lenny
English:

When you were at Facebook, you built what is called the New Product Experimentation team trying to
create a startup within a startup.

AR ERIE:

H{R7E Facebook BY, fRAZETFHBRY “FrimISiuBFA” (NPE), HEE—RAKATAMLIZ—D “Cllkr
g7 o

(00:00:29) Noam Lovinsky
English:

You're thinking on a different time horizon. If you're a large organization and you do some performance
management process twice a year and you're 0 to 1 incubator, you've already Kkilled it. It's the wrong
incentive.

FROCERIR:

MREERNERTEAANNEEE, IRME—NAEALR, SEHITRAGNEE, MFXEM— “M0E
17 piEfeas, MIRESEELIBERRT . XMHBIHIZEIR.

(00:00:39) Lenny

English:

As the chief product officer of Grammarly, I'm curious what word you most often misspelled?
Fp ERIE:

7 Grammarly NBEE~mE, HREFSFREEHENRARTA?

(00:00:47) Noam Lovinsky
English:

The.

R ERE:

The (RMERI) .

(00:00:47) Lenny
English:
You do T-E-H?

AR ERIE:



REBtAK T-E-H 15?

(00:00:48) Noam Lovinsky
English:

T-E-H. Yeah, exactly. Yeah, yeah, yeah.
FRCEE:

T-E-Ho X3, MEXIF. 2HY, 2%

(00:00:49) Lenny
English:

Oh man.

(00:00:53):

Today my guest is Noam Lovinsky. Noam is currently chief product officer at Grammarly. Previously, he
was an early PM at YouTube where he spent five years leading the creator product experience and then
the broader YouTube consumer product experience. He then went on to take on the chief product officer
role at Thumbtack, which involved helping the company reignite growth after a downturn caused by
some changes Google made in SEO. He then went on to Facebook where he created the New Product
Experimentation team whose charter was to incubate big new ideas protected from the larger Facebook
org.

(00:01:26):

Noam has such a unique set of experiences taking products from 0 to 1, from -1 to 1, from 1 to 100, and
even starting his own companies. He's never really been on a podcast before and he rarely ever tweets or
post anything online, which we actually talk about. In our conversation, we walk through the lessons that
he's learned through his amazing career at YouTube, Facebook, Thumbtack, and at Grammarly. We talk
about when it makes sense to kill your project at a company, when it makes sense to ask to be layered at
a company, why you should be keeping a nose out for which products matter most at a business and to
find those products, why you need to diversify your growth channels at your business, why you should be
finding work that is going to most stretch you to help you advance in your career, a bunch of advice for
creating space for innovation within a large company and so much more. Noam is such a gem and I'm

really excited to share his wisdom with you.
(00:02:20):

If you enjoy this podcast, don't forget to subscribe and follow this podcast in your favorite podcasting app
or YouTube. It's the best way to avoid missing feature episodes and it helps the podcast tremendously.
With that, | bring you Noam Lovinsky after a short word from our sponsors.

FRSCEiE:
%DWO
(00:00:53):

SXRIIZER Noam Lovinsky, Noam B HIEfE Grammarly BWEE~=RE. LhET, 2 YouTube FIRHAF 5
K18, ERETETRE, EEWSTOMEEF~RARMUKLE ZH YouTube BB mAK, MfE, tBE
7 Thumbtack WEEF@mE, f15I7E Google A% SEO MNMESEM QRS TERE, BEEBQRAERSMILK,



Z/afthRT Facebook, BIZTH™mELEHEFA (NPE), HfEmEERR Facebook KEARFHAIIFR TR
BRI,

(00:01:26):

Noam BBEIFEIMIFNER, HETFEM0EI 1. M-15 1. M1E 100 WEIMER, BEEXSINTECH
NEl. MUBIMAEESIMIER, BREVENLEEAEXFEAHEMRNE, BINFBIPERX—H. EXE
F, BEAVEEFME YouTube. Facebook. Thumbtack #1 Grammarly BIfEFZERA £ ERZERNREG), Fii)
23118 HARBIZEATRDHEE SR ; HARRZENERABS ‘B8R HMNER) ; RHAMR
Rz st R B L = RV S REBEHIXFEN], AT AMRFEELNUSIEKEENSHFWL, NTAMRRKIZ
FIBLRBEPREIR. BRI EANIE,;, URXTFEARBASLIECIFHTENAERINEFEE. Noam
E—MENEEEE, REEAMESARSZMNE R,

(00:02:20):

MRRERXMES, ST EERNBELASN YouTube BITHRMXF, XE2BREIRRKT BNRIITS
i, WHAREZRERATER. TH, ERTHRBBIERENARE, 1LIHNIXE Noam Lovinsky,

(00:02:36) Lenny
English:

This episode is brought to you by Whimsical, the iterative product workspace. Whimsical helps product
managers build clarity and shared understanding faster with tools designed for solving product
challenges. With Whimsical, you can easily explore new concepts using drag and drop wireframe and
diagram components, create rich product briefs that show and sell your thinking, and keep your team
aligned with one source of truth for all of your build requirements. Whimsical also has a library of easy to
use templates from product leaders like myself, including a project proposal one pager and a go-to
market worksheet. Give them a try and see how fast and easy it is to build clarity with Whimsical. Sign up
at whimsical.com/lenny for 20% off a Whimsical Pro plan. That's whimsical.com/lenny.

FROCERIR:

ZHEA T B BER RIS 8 Whimsical 281, Whimsical 3@id & AR ST TR, #EE=RE
B R T FMIRY B A IR, £ Whimsical, fREILUBTHERNAERMRIZEAGBEMRTHIES,
PIREEN. EERTHESFRENS~RER, HiLHAMTEREMNESRE K LFRE—X. Whimsical £#E—15
FEANRRE, REGEXEN~RNSE, SEFENEREZRIMHEATT (GTM) IR, H—AE, &
EH Whimsical iAW BREZ AMRME R, £ whimsical.com/lenny 7, RIZ5 Whimsical Pro 11+%!
20% H9#ri0.

(00:03:27) Lenny
English:

This episode is brought to you by Vanta. When it comes to ensuring your company has top-notch security
practices, things get complicated fast. Now you can assess risk, secure the trust of your customers, and
automate compliance for SOC 2, 1SO 27001, HIPAA and more with a single platform, Vanta. Vanta's market
leading trust management platform helps you continuously monitor compliance alongside reporting and
tracking risks. Plus, you can save hours by completing security questionnaires with Vanta Al. Join
thousands of global companies that use Vanta to automate evidence collection, unify risk management,
and streamline security reviews. Get $1,000 off Vanta when you go to vanta.com/lenny. That's V-A-N-T-

A.com/lenny.



AR ERIE:

AEATIEH Vanta 28, TRRATREMANRT IR AHE, EHERIMSTEESR. WE, FILUET
Vanta XI— M EEFRIFHENG. RSFFEE, HBERIFE SOC2. 1SO 27001, HIPAA F&#IAIE, Vanta
FHAMENEEEERET SR ERMFEEREMYE, RNIREMBERX, i, (RIERILLET Vanta Al ERR
2%, MNMTHEBNTIETE, MASIKETRER Vanta BRIREIHE. F—XREEBEHECREEEN
AEIE, 3508 vanta.com/lenny BEIA] 548 1000 ETAIH R,

(00:04:22) Lenny

English:

Noam, thank you so much for being here and welcome to the podcast.
R EIE:

Noam, IEFREBHIREER, WREAIER,

(00:04:25) Noam Lovinsky
English:

Thanks for having me, Lenny.

R EE:

HHERAVIEIE, Lennyo

(00:04:27) Lenny
English:

It's absolutely my pleasure. I've heard so many great things about you from so many people. | think
you're friends with a lot of guests that have been on this podcast. Something that | find really interesting
about you and really respect about you is that you've worked at so many great companies and you've
done so many big things in your career, but you barely ever tweet. You don't have a newsletter. | don't see
many things on LinkedIn. | don't think you've even been on a podcast before. | think the only evidence |
can find that you exist is you have this YouTube channel that's just like you go-karting and kids and
people wishing you a happy birthday.

AR ERIE:

XEHRRTE, FMRSABERE T XFIREVEE. HEMARS LIXMEENERTZAR. KRR
S LIEEFBESLABMN—RE, MEBEEXASHANQRILED, RIWEEFRMER, EBRILFMFEL
W3, IREEREEN (Newsletter), FTE Linkedin EHEREIMFETARS . BHEZESEIRUBIMERS
TR, KR FRERRREFENE—IEEMZIRAD YouTube S8, EE2RLEMITRT E. HFUKIIA
FLIRE B IRRBI o

(00:05:00) Noam Lovinsky
English:

Oh gosh, | should go monitor that. | forgot about that.



FRSCERIE:
BAXIN, FKREERE—TT. BREIOPE)LLST

(00:05:05) Lenny

English:

You might want to go find it now.
R EE:

RITE A R BV A E

(00:05:09) Noam Lovinsky
English:

Yeah, yeah, yeah that's funny. Yeah, it's funny. | think about that a lot, like am | doing something wrong?
Should | be putting more effort in that? | mean, it's funny that you mentioned newsletter. | spend a lot of
time with the Substack team's. I've been a very active advisor there. The team is fantastic by the way. And
| think about it. Am | doing something wrong in my career by not doing that? But just to be honest, it
doesn't come authentically to me. It doesn't come naturally to me. | get really focused on the thing that
I'm working on and get really deep in the thing that | am working on and | have a hard time kind of
multitasking a lot outside of that to be totally honest. The way that | kind of get to know the industry and
other teams or whatnot is just through working with people.

(00:05:58):

I'm not a very big networker. I'm not saying that there's anything wrong with that. | wish | were better at
that. | get to know people by doing work with them, by helping them. And it doesn't necessarily scale in
the same way that Twitter does, but it's served me well so far and it's more kind of authentic and it's what
comes more natural to me. And so that's how | do it. So I'm doing a lot of coffees. I'm meeting people that
way. I'm not doing a lot of tweeting or writing of newsletters. Maybe one day, but that's not me today.

FRaZERIE:

=W, KT, REETEE, RRFERMET? BRFRBNZEXFEZEREN? FIEE Newsletter RER
B, HIETRZEYER Substack HIPAE—iS, FEMITIEEFXRNERE, IRER—T, B IEHBAIEEE, Fb
18, ERAMXERFARRUEEN—NKIR? BiRE, XMFERAHFAESL, UFRBAR. BSEETIFTF
FRBITE, $HAEEREZR, WIE, REEETEZIMOBMEZHMES, BTHTIL. THREMHABANS
AMEET S5 AHE,

(00:05:58):

EAR—MREKMR (Networking) BIA. BARBIMHER T, BREFEBECEFEK—L, HERBEISA
—RITE. BEIMIIREGIZAN. XMAXRARNE Twitter AR EMERL, BB/ EXNERRHMRE
¥, MEEERX, ERFARNARY. FIUERMEXAMHN: BREZMEE, BEXMARIA. BREAKRESR
HE Newsletter, tHiFLIESR, BMENEAREIEN,

(00:06:31) Lenny

English:



So | think this is an awesome example of you can be incredibly successful as a product manager and as
anyone in tech not investing time posting online. | am going to incriminate myself here, but | feel like the
advice | always share with people is the best people are not spending time tweeting and talking online
and sharing on LinkedIn. They're just doing the work. They don't have time for that sort of thing. And |
think you're a great example of that. Is there anything along those lines that you share with folks that are
just like, "Hey, should | be investing time here?"

FROCERIR:

ISR E—MREFEBIF, AT FNFmEEREMRAAR, BMEREREIERN LA, BEINEEX
BIRLTN. HRXBEEEH, BEREELANBNE: KRMFHATEFENEEHER ENHISE LinkedIn £53
B, MRRBEELET, KIEEBE, IRESRMETREFHOF. XFRLELL IR, HxFEEXL
EERE" A, fREFARNE?

(00:06:59) Noam Lovinsky
English:

| think everyone can chart their own path and has a way that is sort of authentic to them and leans on
their strengths. What | often coach people is, do what you like. You're generally going to be a lot better at
the things that really fill you up that really get you excited. Life is short. There's so many things to be
doing out there. We're so lucky. The number of interesting waves of technology that I've experienced, it
just makes me feel like it's going to keep happening for a long time. We're very fortunate to be born in the
time that we are and have the opportunities that we are. So why spend your time doing something that
doesn't feel good because you think that it might lead to some success, where if you lean on what's
authentic to you and what makes you happy, chances are you're going to be one of the best people at
those things?

FRZERIE:

FIANSDAEAI LAY B CRER, HE—MYBECELRRAZEEENENS . HEERSHIAR: &
RERNE. WTFRLEEILMARRIRR. LENER, MBERMEER. ALEEE, SMNEHERERA
ZEBNEBI UL, HiEE=EED, REHIXAZSEBNRERY, XiLERFTXMREHEIFERA.
FIMRE=EREEEI TN, HEXENZ. I, ATABRRARKIRAEEZAIEITRAI, MENEE
AR R A EF ARV ENR? MRIREFMERXRNE D, HILRRANE, MRETEM X ETRPRNL
FHAZ—

(00:07:49) Lenny
English:

| love that advice. And | think it's so important. | think there's a lot of pressure on people too. "I need to
do this, | need to do that."

FRCERIR:
HERZMEN. AABFXIFEER. NEAMTERRZES, “HEHZD, HEHID” -

(00:07:49) Noam Lovinsky
English:

Totally.



FRSCERIE:
S I,

(00:07:55) Lenny
English:

"I need to tweet, | need to share content to be successful." This comes up a lot in this podcast, that the
more you could just stick close to what gives you energy and what you enjoy doing, oftentimes that leads
to things you wouldn't expect in a lot of success.

(00:08:07):

Speaking of that, looking at your career arc, | noticed a really interesting pattern and a really diverse set of
experiences. So just kind of talking through places you've been. At Facebook, you worked on 0 to 1 stuff.
At YouTube, the way | see it as you almost went from -1 to 1. At Thumbtack, it looks like you went from 1
to -1 and then back to 1. So it's like a really unique turnaround story. And then with Grammarly it feels
like it's like, | don't know, 1 or | don't know, 5 to 100, or wherever you end up taking it. So | thought it'd be
fun to talk through each of these experiences because they're such unique approaches or such unique
experiences and see what lessons and wisdom we can extract from your journey.

FROCERIR:

‘BIERER, REIZANBTTERY,” XEMEATETELBHI: FHURRFHATLEELITEE. RER
HMAVE, FEHETREEARINMAI,.

(00:08:07):

WEX)L, EIMIRRERIEhLE, FAMT — N EEEBRKMEE ZHEUNER. GERERE— TR
75 7f Facebook, fREYZE “M 0 E| 1" BIZEIE; 7E YouTube, EEERM/LFERERT “M-181" ; #&
Thumbtack, BERMEHT “M1E-18BEF 1 , XB— P EEMSHNTEERKSE,; mME Grammarly,
DGEM 1 (FES5) T 100, HELIMMREFTEERMEA. FAUERIRSNIIXLLHSRERER, RAACTIEH
USRI AT AL, BEERNEMRIREPRIEEWLEALNFEE,

(00:08:51) Noam Lovinsky
English:

That sounds great. Yeah.

R EE:

IrEeRiRE. 8%

(00:08:52) Lenny
English:

Okay, sweet. So I'm thinking reverse chronologically, we start with YouTube, which the way | see it is it's
kind of -1 to 1. When you join, my understanding is YouTube was losing a lot of money. When you left,
they were not losing money. And | was actually just looking, they're valued apparently at $200 billion
today, YouTube as a business. | know you haven't been there for a while, but great work. What lessons did
you take away from that journey? What stories come to mind from that part of your career that might be
helpful to people?



AR ERIE:

KIFTo BIANVZBSEEIFR, JtM YouTube FHi8, EHREXR, BERK “‘M-1217 o EHTH, SMIMOAN
B, YouTube REEFTH; JIRBEHAN, MIEEFABTH T, HNAET—T, YouTube fEA—1ILS3,
SRHOGEREABLEARET 2000 2%, BAEMBARAT, EFFE=R. MMBBERIRIEFFET A
? B AERARER D B P SEILRICIZIHT, FIREM AREEE?

(00:09:21) Noam Lovinsky
English:

Maybe first to start looking with why hop around these experiences. | always tell people | feel like I'm an
IC trapped in a manager's body sometimes. Fundamentally, | like to build, that's why | do this. I like to
make things. And so sometimes the more fun way to make things is to start something and sometimes
the better way to make things in the situation that I'm in is to try to support teams and lead through

teams.
(00:09:50):

And so | joined YouTube through an acquisition of a company | started. In the beginning, what | was doing
there is just rebuilding that product on Google infrastructure and for YouTube customers. And maybe the
first lesson was actually to look around at what the rest of the team was doing and be really honest and
open about the relative priority of the thing that you're working on even if it might lead to your project

getting canceled.
(00:10:26):

So one of the things that | remember doing really on is actually talking to the leadership team and being
like, "I don't think we should be putting 50 engineers on this project. Looking at the rest of the roadmap
and the rest of the priorities, excuse me, | think this team would likely be better served elsewhere." Even
though that was likely negotiating my way out of a job in month three, | don't know, | kind of felt like that
was the right thing for the team and for the business.

(00:10:57):

And then that started a very interesting journey because from there, basically the leadership was like,
"You're right. We're going to wind that down and build some of those features into the existing product.
And now you, you come and lead this focus area, we're calling the creator focus area." So | went from
basically rebuilding the product that our startup had built to leading one of the three focus areas at
YouTube. There was the viewer team, the creator team, and the advertiser team. And Hunter Walk, who's
amazing, was leading the viewer team. And Shishir Mehrotra, who's also very amazing, was leading the
advertising team.

FRCERIR:

BIFEAZWIA A ABEXEZHRBRBEE. RBERAR, AREF[ECENEGT "HEEEESEAENT
ATIERE (10)7 o MRELR, ZRERWE, XIMEHMXNDTENRE. HEREEFRB. BEISHREE
BBNAXERE—TINE, MANERALGIFET, BEFNAREZRHEMRFBEIRAKRIAS,

(00:09:50):

BEBEIHR DN —RKRBEWETAN YouTube Y, RIFFIE, HEBEMBIZE Google BIEHH M L)
YouTube AR EEHR =M. LIFE—IMHIIELZE: FHUAEEAMNEMAERMTA, HREEBNE
TBERBMARRIFNSSANFN, BMEX A] S EARBITN B KB H.

(00:10:26):



HICERENHBEEIN—HFIUEHRASANKE, B “BHRUANRABNRIZEXNRE Lk 50 R T2
M, BERAE LNEMEOMEMMALLR, B, HREXZFENEFEMMGARZEENE" REX
AREERERENRE=TAMEA S ILEA KRR T, BRINTEEXXERNL SR SIERNE,

(00:10:57):

REXFRT —RIFEEBNRE, RAMBLUGE, MSBEALRH: “MREMN. RITIEZRSLERBIHM
B, HEEPHN—LIEESINES R, IE, FRASXIERNTZH CIEEELTE B2 Fr
UBRMEZB I ATNTGR, THTHS YouTube EKESMFZ—, HERBEMARE. SIFEERAF
EHEHF. T AER Hunter Walk SRS XIAEIPA, R T F#2H Shishir Mehrotra (S ZHHE .

(00:11:39) Lenny
English:

What an alumni community.
FRCEIE:
BEREBRENRKRE.,

(00:11:41) Noam Lovinsky
English:

There was me. | was sort of like 29-year-old startupy guy working with these guys who were awesome.
And YouTube in general, and continues to be, an incredible team. And so | think that was a first really
good lesson. That in the right organizations, even in large organizations, advocate for what's best for the
team, advocate for what's best for the organization even if that means that it puts you at a particular
difficult moment. If it is a healthy team that rewards those sorts of decisions and actions, good things will
happen. If it's not, that's good to know too. That's good to know early. So that's one thing that comes to

mind.
(00:12:32):

Maybe one other | would say atypical career choice that | made shortly thereafter is then when | was put
in that role, | really struggled in that role. | was reporting to the CEO at the time, a guy named Salar
Kamangar, who's also awesome, Google's 6th employee and just learned a ton from him, like an
incredible strategic thinker. But he was asking me questions that | felt like they were from a different
planet. | was like, | didn't know what they meant and he just thought in a different way, a different level or
different scale and that's still something that | was learning. Eventually | figured it out, but | was really
struggling in that moment. | had a really good relationship with both Hunter and Shishir and they really
helped me through that. And eventually, | went to Salar and said, "Hey, | think | should actually report to
Hunter. | think this would work better if we kind of combined the organizations this way and then we
divided and conquered this way."

(00:13:41):

And again, very atypical, no one has ever come to me in my career and said, "I would like you to layer me
in this other person." But in that moment | was just like, "This is how | will do better work. This is how |
will get better support. | will be happier and more productive and it'll be better for the team." And you
know what? For me anyway, | was right. We made that change. Hunter was a fantastic manager and
support at YouTube. | learned a ton, grew a lot. And then eventually when he moved on, Shishir took over



the organization and then I moved into the viewer part of the organization, which is where | spent the rest
of my time there, which was leading and supporting the viewer PM team at YouTube.

AR ERIE:

EEK. FHIFMED 29 FRelll/F, MXEFA—EIIF, YouTube 3EE, MEMKAR—ZAAEIN
BIEIRN. PRAFOAANBRHE — T EBIFHEN): EERIARS, BERREAR, UEESHEAKKEFNN
E, ESNEALARENNSE, BEXEREMRSBANEREE, NRE—MERHOEI, KEXERENIT
&, WEMERE, NRTE, BRELAEBLREL. XEHRBEH—<,

(00:12:32):

LERA, BMETS—MHRINANSIEHRBWERNEE, YBRWEUBMEN, RELERMITERIESEL.
FH LB HAYAY CEO Salar Kamangar ;Cik, i@ NF A, Google % 6 SAT, HEMME EFEITRZS,
EN T PR BAK, BEKAE-R, tREGGREREINEK, HENOE, RBARFTMEXL
BEtARR, NBEAR. BANMETE2ARE, BEREEFINGRAE. BEARERFHET, BFhB—
ZIZEMREIL, A Hunter LU Shishir X REREF, MNEHKEITHRX, =&, FHEK Salar .
“IZ, HOIESHELRZME Hunter [Cik. MEHNTIFALUXMAEREH, REHTAEZ, MRESEF.”

(00:13:41):

XBEREERIE, EHRORWVEER, MRBAZREFKR: “FRBHRERMRZEN—E, iLFEE5
— AR (Layer me)o” BER—ZI, RREBHRE: “XERAEMEEFNIE. IFERTEF[IETN
X5, REERKR. BB, WEAMBEF.” (RBEEAE? ELWEEKNR, REWH. HNMTRMEE,
Hunter 7 YouTube @ —fIHHBHEEMFFE, HFHTRS, AKTRZ. ERIYMEHE, ShishirixE
THR, HEETARER ], EREEIT R TRIBSE, HRWFSMZE YouTube BIIRAR miZIEHE A

(00:14:32) Lenny
English:

These stories are amazing. It connects to your point that you're kind of an, | see, an inner child | see,
where you keep trying to kill your career by accident. Like, "Now, let's kill this project I'm working on. I'm
going to demote myself a little bit." But clearly it's worked out. Is there anything that you saw that gave
you that confidence that, "This is actually going to be okay"? Because again, people don't normally think
this is how you get ahead in your career, is you kill your team and you layer yourself.

AR ERIE:

XERELRIEFR T, XRIEHFENETRER, MACRLEDNIC, MEREEFIRE “Hig” BEMRIEE.
tegn, “MAMBERIAEHBHIMBRTE” , “BRELECERER . BERERRIE. BAAKRAEILFEED
RiE "XERERE 15?7 BAEEAMIAZNARESCHE. EHEXREK “BF" BRWEASG .

(00:14:58) Noam Lovinsky
English:

Yeah, I mean | think having a broader view of the company strategy, having an instinct for what we should
be doing and why and how | might prioritize all of these investments if | were given the opportunity to do
that, | think internalizing that and understanding that and then trying to align whatever is under your
influence towards that overall goal is very helpful and made me feel like, "I'm pretty confident this is
going to be okay because it will lead to better results for the organization given what we're trying to do.
And so as long as I'm trying to push decisions or actions that actually lead to better results, if it's a
healthy culture and organization, | should be okay."



(00:15:47):

| think that the other thing is, just over the years, | got extremely lucky. The first job that | got out of school
was an incredible group of people and it gave me a nose for talent. It gave me a nose for what great feels
like and what a high functioning team feels like. It's hard to know that without experiencing that. And so
in the moments, YouTube was also one of those teams, Grammarly is one of those teams, Thumbtack was
one of those teams. Being able to sniff that out when you're trying to choose the next team is very
important. But | think that's another thing that gave me confidence. | learned these people well enough,
Hunter, Shishir, et cetera, to have the instinct that the right thing will happen, like this will be better for
me and the broader team.

AR ERIE:

EH, BANNMABHBEEERWNAAE, WENMZBIA. AFAE, URNRFENS, BIOAXER
BEXERAHTRAERHFE—TER. AUHERXLE, ARZHFMENIEERANEAZESRNEME
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(00:15:47):

IER—HER, XEERFMESE, BEVENE—MIERBI T —BHTRENA, XEBHFTEMIA
ARSI, BiLEERET ‘28 BHAkE, UR—ZSMEINETART. MREEEIEZEHT, BHEM
EHBZEFEN, YouTube @ XHHIHEIRN, Grammarly 82, Thumbtack 22, TEIEET—ZHIARY, BEIRH
XMFFRIEEEE, HWIAAXBARKEONS—1NER, FHXF Hunter, Shishir EABTEBHTH, BERE
RREMNEERAE, XNBNENHANSBEET.

(00:16:49) Lenny
English:

Got it. So the key there is just you have to trust that the team around you is good enough, that you're not
going to be pushed off into a corner. | think you made a really profound point here that a lot of people
don't get about the job of a product leader and a product manager, that a big part of your job is to think
about what is best for the business and work backwards from that. Not necessarily what's the best thing
for the user is the highest priority, not necessarily what's the best thing for my team and how do | hit the
goals that I'm obsessed with. It's what is going to be best for the business broadly and then make
decisions there. Is there anything more you can say there about just how powerful that is as a way of
thinking about prioritization and decisions as a product manager?

FROCERIR:

BT, FIUXRBETROAEERENEANEBMRS, (RASHA5K. HEFMREL T —MIFERZIBN
=, REXRFFaASENTRIETFNEFRBRTX—R: MIENRA—SIRREFANLSZRE
A, FUAEERREES. REAEFF—ERNAPRFNE, A —ERNZNENRTNSE, HE
FUFERBHRNET. MEMKBELR, AN ISEREH, ARELMERR, XTFXMELSNES
mEEHITINARHF M RRASRIREL ST, (RIEREZ WM AINT?

(00:17:31) Noam Lovinsky

English:



Yeah, it's a great question. | mean, | think ideally, things that are best for the customer, there's high
overlap with that with things that are best for the business, but not always, right? And | think figuring out
some principles that help guide those sorts of conflicts can be really, really helpful. At Thumbtack, we had
principles about which sides of the marketplace we wanted to serve in which order and when we serve
Thumbtack. So it was customers first, pros second, and then Thumbtack last. And that's actually the first
two... Saying Thumbtack last is the easy thing to say. Actually doing it in action | think is a very different
thing. But that first one of like, should we... Especially when you're starting a marketplace, as you know
well, Lenny, supply is so critical. Many marketplaces live and die by the quality and liquidity and supply.
And so why would you focus on customers first and the Thumbtack perspective and supply are the pros,
the people that you hire?

(00:18:41):

Well, we always just felt that what the pros need from us is more customers. What the pros need from us
is high quality customers. And so if we really try to make a great customer experience that attracts more
customers, helps them find the right pros, provides the highest quality customers, then that will therefore
be better for the pros. And so that's how we should prioritize. If we do those things right, then the
business will benefit, right? And so doing things like raising prices because we think it's good for the
business, even though it causes liquidity issues in the marketplace might be a little bit of a local maxima,
locally optimizing rather than globally optimizing. So | think sometimes in these sorts of questions, trying
to establish some set of guiding principles that help navigate some of these more ambiguous or thorny
questions can be really helpful.

FROCERIR:

BN, XENFEE, BNERE, BRBEAT, ¥RFRFNEESMISEFNERRESEES, BH
LSRN, FE? FIANFE—LRNRIESXEARZIEEG R, 7 Thumbtack, EITE—EREN, M
ETEMNERTAINFRSTINE S, URTARERS Thumbtack BS. EINRUZE: EFRFE—, Tl
AL (Pros) %=, Thumbtack &/, ¥ “Thumbtack &E" REZ, BETHHPEEHMEX—FKIAAZE
ZEFEN, BXFE - LHRIMRABEIL— I VATIHE, Lenny fRIEERE, #E (Supply) @Z
XEEW, FEHHNERNRTEHEMNBREN RN, L, IHAMRSIIEZTFARES—1, mit
Thumbtack MAMMENA EMIERANELAL) REEEE?

(00:18:41):

EAENRETER, TUATERFERNRENZEEZHNER, EeRENEF. Blt, MRKNEESHE
BHEBNEFAHLE, RIIESER, BPMHRISENTIAL, RHESHRENEF, BARXKREANT I
AT HEEF, XPMEHNHFOEE, MRENEXERBMGTT, LSEARRH. k2, IRE—E&
SRNTEENE, NEABRIVBAAZN L SHIFL, BMECSEHZRMIERE, BAEIZEER "Bl
&L , MAR “€R&M" . FMUREFELEXERMIRFNDEN, ZXBT-EESRNREHF
MelErEEAN.

(00:19:38) Lenny

English:

| want to circle back to this first point you made, an experience you had convincing people that your first
project shouldn't be something you work on. How long do you stick with something that isn't going well

and then decide, "Okay, let's convince people this is something | should move on from," versus you don't

want to give up on a project quickly, you want to give it a shot?

AR ERIE:



HEOEMREINE —=, MEMYRARFZILRASEME-—PTENZER. N F—NHERIRFNDE,
MEBFZATRE “ih”‘ﬂE, BMNERBAKIULERATE” , MABIREF. BHFL—E?

(00:19:56) Noam Lovinsky
English:

| mean, look, | don't know that it's a perfect answer, but | think the reality is just that what kills most
projects most early companies is stamina. And | think that we all need to work on being more resilient
about kind of like, | remember at Thumbtack, Marco, the CEO, we used to say that it feels like we're
running uphill and chewing glass, and you're kind of like, "That's right, we want to do that. That's good
for us. Take our medicine." So you want to practice that sort of resiliency. But ultimately, | think that what
starts to happen is you start to lose the stamina and you're just not bringing your best self to the

situation.
(00:20:42):

And so many of these things that are so high ambiguity where you don't know exactly what to build or
you don't know exactly, you're not getting the signal you need or the feedback you need to be able to
hone it in and know that you're doing something well. They require just an ungodly level of faith and
stamina. And so that's sort of what | look to. When you see a team that is motivated, that is building
something like they're really excited about, | mean just the inertia, the quality, it's like a whole different
game where when you see a team that's sort of down and out and they've really been hitting their head
against the wall for a long time, sometimes they just need a change of scene, a change of pace, and they
get to a much better situation. So my honest answer is, yeah, it's the, when do you run out of steam is
usually the question. | think that happens usually like in the startup case, a lot of times before you run out
money or these other things.

FRZERIE:

Uﬁ% ﬁT%ﬂLL% CEVEER, BUXERE, BRASHHBENFEHRLENE MW" o FIANTIE

BHTREEIE. HKIZBE Thumbtack, CEO Marco i, RUEMERE “TCRHNENEBIKE , R
BE, R, BRIOMBXAF, ZWNENEFL, REED . FAUREELIXMHE. ERE, FIAN
SEENBERZBIMFHEREMN S, (REEBURERSRANESR,

(00:20:42):

REFBEHMEBRSEME, MAMNERREZEENFA, HERKEFEMENESHRGEHKES T mHAH
INEHEHEN, XEERFEBFIENEINMA. FIUXMERX TN, YIREH—ZF7HMNS. EEHE
B HEARERNEE, BMEENRETEES — MBI ; MAMRER—XELRS. Kt
EMHIARY, ARMINIFERMIFE, BN, MEHFANFEZHRS. FAURNEKEEE: REEE
TR AR “BRTHR" o HMANELUNERT, XEFRETRSHERYEMEB/LEZA.

(00:21:48) Lenny

English:

We've talked about Thumbtack a couple of times now, so let's talk about that. | love this description of
running a pill, chewing glass. My understanding is when you joined, things were going well, and then

things started to go much less well, and then you helped turn things around. Talk about that part of your
journey and what you learned from that time.

FRsCERF:



HANEBLE T JLR Thumbtack 7, BBIHATFURNEIE, FHENR “TERBIKE" X MER, EIHFA, SIRIA
B, —UI#HREIF, AERRAWREE, BEEMEPHE TRE. WXBERIRZURIRMAZEET 4.

(00:22:05) Noam Lovinsky
English:

Yeah, sure. Again, really fantastic team and really strong founders. That company was just on the bleeding
edge of things like SEO and growing by SEO. It was one of the best organizations that are driving growth
through that channel. But | think a thing that | learned really early, which Lenny with your background
you probably know as well, SEO is a sort of a live by the sword, die by the sword channel of growth. I think
that one channel growth company is always a no-no. And so that's a little bit of what we had at
Thumbtack.

(00:22:44):

So it was funny, because | remember when | joined and Marco and | had an agreement where it's like,
"Okay, I'm going to do my three months of onboarding, listening to our new leader inheriting a team."
I've always gotten advice that that's what you should do. And Marco being an entrepreneur and a hard
running founder is like, "Yeah, yeah, yeah. Sure, sure." And then a month in, it's like, "All right, we got to
run 2024 planning. Go." Or not 2024, sorry, at the time it was. And yeah, in the early days when | was
there, Thumbtack was seeing triple digit growth. Then we had a couple SEO hits that got us down to
double-digit growth. And then not too long after that, we were actually, for the first time in the company's
history, seeing negative year-over-year growth and Google was just really coming down on our category
as we were, by the way, trying to rebuild the whole product and change the monetization model and
everything in between.

(00:23:50):

So it was a really a tough moment of how much do we kind of spend to reinforce the old model while
we're sort of building the new model, kind of changing the engine while the plane is flying. | think |
remember in a board meeting, once we kind of turned that around and over time and also the new model
really started to show legs and really started to work, one of the board members, Brian Schreier at
Sequoia, said it was the prettiest smile graph that he had ever, ever seen. It was obviously a really proud
moment there.

(00:24:24):

But | think that the thing that | took away from that, which | tell PMs quite a bit, is growth masks all
problems. You don't really have a, | think, true understanding of what is working well and what is not
working well when you have incredible growth. YouTube was a great example of that. And at Thumbtac, it
had incredible growth for quite some time, but it was essentially burning through a lot of demand. It was
just dropping a lot of demand on the floor because there wasn't sufficient liquidity on the supply side to
really meet that demand. The team knew and was trying to work on that problem, but it wasn't as urgent
or high priority because you're having triple digit growth. What's wrong? Everything's going great, right?

(00:25:11):

And then the moment growth starts to slow or certainly when growth starts to be negative, all of a sudden
the tenor in the organization really changes and you start looking at things very differently and trying to
understand what's actually going on. And so | think it's actually a very healthy thing for businesses to go
through as they turn into long-term sustainable businesses to have those sorts of moments, because |
think otherwise it's just really challenging to identify where the true issues are. And | think as a PM, if



you've only ever worked on things that grow and you've never felt the other side of that and how to help
turn that around with your team, | think you lose a lot in your career if you don't experience that.

(00:25:58):

I'm kind of naturally paranoid. And especially as | manage growth, | often look at things and ask myself
like, "Okay, what do | do right now if it went negative? How would | prioritize things if it went negative?"
Having gone through that experience, | just look at things in a different way of urgency. | look at things at
different levels of priority having gone through that experience.

FRCERIR:

¥, BRRIA, BR—ZIEBEMEPA, ClBAtLIERR, BBXRATTE SEO EKAmAFHFIE, EFIMAZ
REEMEKNREARZ— BEREEMRFIT —MHE, Lenny UFHEROEEHRER: SEOB—M “B
WRAIMEFE” IEKEREE, FIANREE—REEKNARESEARTEN, MXERFKINIE Thumbtack &
I&RAYE o
(00:22:44):

RERR, HICFTNIMANE, I Marco BT — M. “FIB, HEM=TABINREZ)I, HIRER, &
—MEFHRFOS.” R—ERINENENIZXAM. Marco fEA—MEIEMBies =RREAEIMA,
E¥E: 171717, RE#E.” ER—1AG, R BT, BNEAFBMEETIT, RE" HE
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(00:23:50):

PBEHE—TRMERRZ: EREMEIINREN, BMNEESZSIEAEAEIFRN? XMGEE WL VTRER
51%, RIE/E—XREF2L, SRNHAKTREE, MRAFERNESNDHEERYE, D42EAER Brian
Schreier i, R IHNRZERE “FHERHL" . BEAR—TIFEBRIIETZL,

(00:24:24):

BEMPFINZII, EERREESFTREIENN, M. BKEBSTRERR, HREIRAREKE, (R
HARHEIEERTARBUN, TARTLHH. YouTube FiZ—PMRIFAIGIF. Thumbtack 7E#8 = K—ELET(E]
MEKIFEAN, BEFARLREREBEETR. ERAKRTREZEFIR, HNHNIRLECBIAMNMERBREXLES
Ko HIHEHIREFRAX N, BERZRAZBHBMNER, FHAHREZ(UHERK, EHTAER?
—UIERIREF, XIPE?

(00:25:11):

Mm—BEKAFERE, CHESERENMHE, AANERSIRANE, FEARUTEFTENRAETSE
1, REERERAET 4. FRUFKIAA, W TFRERRIEARKAFTFELRHNEIFRR, SHXFRRZ
HILBIFERRN, AABNRMERGIEERNELEFRT. RUNNEA—RFREE, NRFIMIE KT
B, MRRBZIS—HE, MKRMEAN—EHRETS, BAMBIRRLEERRERES,

(00:25:58):

HREARRH. CHEAEEEEKN, REFEEEUREES: “MRATERKTAT, RZELN? WX
THT, RZOFAEMHEMRTR? * @HIRZE, FBEFRERHNEERMRARBERETE2FE T,

(00:26:25) Lenny

English:



With this Thumbtack story, | think it's rare that a business gets the smile graph that you described, this
prettiest smile graph that this board member has ever seen. | think that is rarely the case. Usually, it
doesn't come back up. Can you share what you did to help Thumbtack turn things around? | know it's
very particular to Thumbtack in the business, but just anything there that would be useful to people?

FRCERIR:

KT Thumbtack BIEEE, FINA—REIWEERSIREARRAM ML BIFEENH, EESIMEER
R INRE=N. BEERT, KRTEMBHERRKT MEEDE—TIREMKM T +ARAER) Thumbtack
HABEIS? HANEXS Thumbtack BILSZIFERRX, EELKEFTARBANZRAIUNE?

(00:26:46) Noam Lovinsky
English:

Sure. First of all, this is very much the team. It's not just things that | did. So | mean, first was turning on
multiple channels of growth. Up until then, Thumbtack had tried and stopped paid channels, other
organic channels like referrals, all of the typical things. And so, we just went back to first principles on a
lot of that and also just kind of reformed a team around that and basically got an amazing team together.
One of them, Whitney Steele is running marketing at Descript now. Another one, David Schein is running
a product at HIMSS. But basically | went back to first principles on some of those growth channels and

experiment on our way to much, much better results.
(00:27:42):

| think that one of the things that we were doing incorrectly at Thumbtack is Thumbtack is actually a
marketplace that is actually made up of thousands of marketplaces, right? Like DJs in Philadelphia is one
marketplace, DJs in Atlanta is another marketplace, contractors in Sonoma is another marketplace. And
then Thumbtack is obviously the container of all of those marketplaces. | think we were just bifurcating
our targeting and our growth efforts a little too narrowly, assuming we had to grow in that way market by
market rather than targeting more broadly, providing the more aggregate data to Google and others, and
then optimizing from there. The fact that we already had really good showing in SEO and really good
patriarch and SEO helped to bolster things like SEM and then eventually Facebook as well.

(00:28:40):

Those were kind of the growth levers, but the core issue with the Thumbtack product was that it was just
a very high friction customer experience that really left customers waiting. So the way that Thumbtack
worked basically was a customer would find them through a search query, they would come in and they
would answer a number of questions about the job they needed done, and then Thumbtack would say,
"Okay, great, we'll get back to you in 24 hours." And this is a modern day experience, right?

(00:29:17):

And then what Thumbtack would do is they would take that job and they would federate it out to as
many of the pros that might match the criteria, and then the pros would pay to quote to show up as a
potential provider for that job. Now, | don't want to take anything away from that team because that
worked phenomenally well for a really long time. And actually it's a perfect case study in like, "|[Just do
the scrappy thing that works to grow." And they did that very well, but the stage and size of the business
when | joined it had kind of outgrown that. And the team knew that. That's obviously a very high friction
experience. The idea that the customer, they're super excited, they want to hire someone, and at that
moment you'd be like, "Cool, talk to you soon," not the best experience.

(00:30:06):



And the fact that you're asking your supply to put up money to even show up to customers in the first
place, well, what the customers want to see is the supply. Like, "Tell me who I can hire." Also, a lot of
friction on that side and also in some cases some unfair revenue on that side because if folks are paying
to be seen and maybe they're looked at, but there's not really high intent, then they're not going to get
the customers they want, they're going to be spending revenue, they're not going to be getting revenue
back. It turns into just a bad loop obviously.

(00:30:40):

So the main thing we did is to rebuild that whole loop, change the monetization model, build a system
where essentially pros could provide instant quotes. Lenny, I'm sure from Airbnb, this is very familiar, the
move from request to book to instant booking. It was a very similar thing in a different kind of category of
service and supply obviously. But that shift and doing that shift across those thousands of marketplaces
and then finding the right friction point for monetization and when and what to charge people for and all
of that change, that is what really, at its core, turned the growth engine around at Thumbtack. And it's
just a real testament to those founders that they believe that, saw that, and were willing to run a pill and
chew glass to get to that point. | don't know the details of the business anymore. And if | did, | wouldn't
speak to it. But from what | hear, things are going well, so | think that that served the company well.

AR ERIE:

HR. B, XRAEBELPFATITFEN, MANEENANIE. E—4FEEABEZMEKRE, Tz
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(00:27:42):

BHIANRFEKNE Thumbtack MBI —HER: Thumbtack Lfr ERHAKT LA N FHIAARN TS, WE? 2%
AT D) B— 117, IHF=KM DI BF— 117, REEHNABEHNES—. Thumbtack BFIEXLETH
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HITEN ZRENL, [ Google FFRIRMERGHEIE, ARMPMNL, FXE, Ff1E SEO FHHIRIFER
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(00:28:40):

XEZIE KA, B Thumbtack =@ ZORBETFEFPARNERANRK, LEFP—EEFH.
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(00:29:17):
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(00:30:06):
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(00:30:40):



FAILEMMNEEEERERENMEN: HTETIER, Biu— 1R ATAIURE “BINIRN” RS,
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(00:31:45) Lenny
English:

Yeah, as you were talking about that, that's exactly an experience Airbnb went through. | actually led that
effort at Airbnb. It took three years of my life.

FRCERIR:

R, HRKEIXLER, XIER Airbnb ZHER, FHHEITE Airbnb (S 7AW L (E, #&FE T HR=FHIED,

(00:31:53) Noam Lovinsky

English:

Oh my gosh, we should talk about that one day.
FRCERIE:

MR, T IBRIFEFF I,

(00:31:57) Lenny
English:

Yeah, I've written about it here and there, but honestly very quietly is one of the biggest transformations
Airbnb went through, shifting from I'm going to go request a book to basically every book now on Airbnb
is instant. And that was a very difficult and painful journey. But looking back, | don't think Airbnb
would've made it if not for that. And unlike Thumbtack, we did it before things were starting to fall apart.
And actually, I was going to say the lens that we used that | find really helpful here is, you should be
asking yourself, "If somebody was to come into our space and disrupt us and start now to become the
new Airbnb, what would they do?"

AR ERIE:

B0, REESTI L, BKIE, BRI Airbnb ZHINREANZEZ—, BAHTR/ERE. N “BiEM
177 % T AIFE Airbnb EJLFFRIEMTUTEH NN, AR—RIFEREEBENREZ, BEEXFRE, OR
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(00:32:33) Noam Lovinsky
English:

Yeah, totally.



FRSCERIE:
=21, R2eiFf.

(00:32:34) Lenny
English:

And it was obvious that it'd be be make it instant, just the way it works. Welcome to Airbnb disruptor. And
so, yeah.

FROCERIR:

EXEMHZN, BRIBILEEFEN, XMEENEIEL. WIMRE] “Airbnb BIEE” o FILL, 2o

(00:32:40) Noam Lovinsky
English:

Another learning there is any product you work on that involves bits and atoms is exponentially harder
than products that just involve bits. But it's amazing how something as seemingly simple as make an
instant ends up being so incredibly deep and complicated. And especially on an existing business,
making that transition while still growing is just very, very complicated. Fantastic learning I'm sure you
had as well.

FROCERIR:

SRR, EPK “WRERF HFSMKHR) N~ m, EEERILARF~ast/ 1M ER.
LPARFHE, & ULELRTN IKENEHENER, RAITTNILRRAMEZSR. FrIEERE LS
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(00:33:07) Lenny
English:

Very difficult to change people's expectations and behavior. This could be its own podcast episode, just
changing marketplaces into an instant experience.

(00:33:14):

| wanted to circle back real quick to the first lesson you had there, which is adding new channels. | think
this is a really interesting takeaway here. So essentially Thumbtack was reliant on SEO. Google slash the
sword, as you described, started changing things so traffic stopped coming. | think a cool lesson here is
just if you're reliant on one growth channel, which | think most companies actually are, | think most
companies have one main driver, | think a lesson here is potentially before things start to fall apart,

especially if you're SEO-driven, start to explore more practically paid referrals.

FRERIE:

PR AIRFRERFNIT AR E R, XASR A LU —HRIEE, T T TR R AL,
(00:33:14):
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KB —ANEKERE (HUNANRSHARKGLBEXE, BE—NEEREN), BATEFEARFERZA,
155 R UNRIRZE SEO WKhhY, PN IZFFIAE KRR RN FREMNHEFRE,

(00:33:46) Noam Lovinsky
English:

Totally. I mean | think maybe it's, again, it's kind of living through that. Now, anytime | look at a product
or look at a team, it's one of the first things that perks up the paranoia of just like, "Oh no. You don't want
to be in that situation. Let's figure out now how you start to diversify because you just never know, like

you say, when one of those might dry up."
R EIE:

TRlEH. RNEER, XAR_NZEZHIB—YEHEEE. 0E, SHFHER—TTmE— T EE, X
BERLSIBHRFHRERNERZ—: “BF, REXNFBBNIRFRM. NEMRFIRBDEEZRNS L,
EAIEWMIRATGR, R FEER—PRETARERSEIE.”

(00:34:09) Lenny
English:

Imagine a place where you can find all your potential customers and get your message in front of them in

a cost-efficient way. If you're a B2B business, that place exists, and it's called LinkedIn.
(00:34:20):

LinkedIn ads allows you to build the right relationships, drive results, and reach your customers in a
respectful environment. Two of my portfolio companies, Webflow and Census, are LinkedIn success
stories. Census had a 10X increase in pipeline with a LinkedIn startup team. For Webflow, after ramping
up on LinkedIn in Q4, they had the highest marketing source revenue quarter to date. With LinkedIn ads,
you'll have direct access to and can build relationships with decision makers including 950 million
members, 180 million senior execs, and over 10 million C-level executives. You'll be able to drive results
with targeting and measurement tools built specifically for B2B. In tech, LinkedIn generated 2 to 5X higher
return on ad spend than any other social media platforms. Audiences on LinkedIn have two times the
buying power of the average web audience, and you'll work with a partner who respects the B2B world
you operate in. Make B2B marketing everything it can be and get $100 credit on your next campaign. Just
go to linkedin.com/podlenny to claim your credit. That's linkedin.com/podlenny. Terms and conditions

apply.
Fh>CERIE:

BR—T, B—MATULTREFREEERR, AUSENLERANERNERSMEMIIER. MR
B—XB2B ek, BB PMMSIHEETE, ERRE Linkedin,

(00:34:20):

LinkedIn " &S AFRE— N SEENHBEFRIERNXR. HoSHMATF . RNBERKKRZHEEGAF
Webflow #1 Census #F 2 LinkedIn BIEINZEH, Census i&@3Z LinkedIn €l FIPAESHELREM T 10 1,
Webflow TEEUZEENK Linkedin & NG, RBTESHIERENEHRBEWRANZE, B Linkedin I,
R EREMHSREERELERR, 815051288, 1.8 ZEAEEARMEE 1000 5 CEEE. (FigaE
BRI LR B2B i&ITHE A E T AR S, FERHZME, LinkedIn B &3 HEIIRE L H M fAI1E32
IBAFEEE 25515, Linkedin 2ARMMEN B ZBWEZRNFEG, EEFE—NBEIRFIL B2B HAKNEE



k¥, ik B2B EfRAERAE S, HE NRESIFIRE 100 ExKAE. RFAA linkedin.com/podlenny
B AT <HEY,

(00:35:29) Lenny
English:

Is there anything else from your time at Thumbtack that stands out as an interesting lesson or takeaway
that you bring with you to the work you do now?

FRSCERIE:
£ Thumbtack FUBRERRS AR, BB AILIRENKRZMEBEG/IsUTE, 2IRHEIMAEN R E TIERg?

(00:35:37) Noam Lovinsky
English:

| would say this, | think especially at the leadership level, the team that reports to the CEO, that group
doesn't always have the opportunity to do a lot of project work together, right? You've got your CFO,
you've got your head of sales, you've got your product and your engineering. There's just not as often as
natural ways for that group to work together. And then when something happens like growth goes
negative, that group is very important. And that group's ability to tackle hard things together is very
important. | think that one important lesson from that is, no one can be a bystander on product strategy.
Just because you've got product in your title doesn't mean you're the only one that should be thinking
about product strategy certainly at that level. Certainly not in engineering.

(00:36:39):

The CFO, the head of people, everyone needs to have a seat at the table when it comes to product
strategy, what the company's doing and what they're going to do to grow out of the situation that they're
in. Because otherwise, in those hard times it can kind of be like a, "What have you done for me lately?"
sort of a dynamic. And that's just not the right dynamic to have on that team. I'm not saying that at
Thumbtack we had the right dynamic, but | think it was a really important learning in that moment of
how that team, even if they didn't typically get as involved in things like product strategy and what we're
building, how everyone had to be all hands on deck and really thinking about those sorts of problems
because it's the only way | think you can get a whole company and team out of those situations by
everyone getting involved in doing their part and pulling on the levers that they have in their area in order
to do that well. I don't think it can work in any other way.

FROCERIR:

HRGENE, FIRENTE, Bm CEOLIRNEF, BIBHEHFEEENZ—EBMRZAGNTETL
fE, XIE? fRF CFO, AHEEXE, ArmlIiEEE. XTHAEEAREANAN—EIE. B2, 3
BRENNBXFNEBEREN, XTHEREFHEEER. XMHEARANNERNENEXRERE, HiIAN
HPp— P EENHIIR: Ermiii L, REAFTUEENE, MXEARBELEES Ta” =F, 78
REMEME—NIZEETRABHIA, LCHEERTER. TREFEIABEES,

(00:36:39):

CFO. ANFREE, SMAES N M. AREEMIAUNNEEREREN, MY ZERESE—E
Z#Ml, RABN, TEARLRMENE, AJRESHA T “REEARMTHA? 7 BEEDS. XBHFEBZ
FIRANZBBIEIES. HARIRIKITTE Thumbtack SIBTENEE, BFIAAB—ZIN—IEEFSIZ: BIER
THPAFRRNEAS S maBNmE, BEXENZ, SMASBLALHUE, EEBEXERH, RNk



WA, L2 ATMEAERRRNE—T5E, mEBLETARS5#HE, FRHER, HImiIFREIuRiL
o HZAUNRBEMSGEAITo

(00:37:38) Lenny

English:

So there's a lesson there. Build a relationship with the leadership team before things start to go awry.
R EE:

FRAXEE— Il EFRTREZA], KSAREEITFXR.

(00:37:44) Noam Lovinsky
English:

That, yes. Certainly that, but | think it's also incumbent for people in our roles and engineering roles to
bring strategy to that discussion, to that group, in a way that it is possible for everyone to engage and
everyone to internalize and understand what it means for their area and to even have obviously a say in
because they're on the leadership team at the end of the day. They should feel like their fingerprint is also
on the company strategy, and as soon as it starts to feel like that's their world, that's our world. And |
think that's true for any of the functions. It's true for what's happening in sales, it's true for what's
happening in marketing. As product managers, we naturally need to be the connective tissue across all of
that, but | think the whole leadership team at that level should feel like connective tissue across all of
those functions.

FRCERIR:

B, S5, BFINA, WTFHRMNZMABHNIEABRANRN, WERTRHEBETENITIE, THBIEHE,
HU—MiLETAEBESS. AUCHERINMIIFETIRE®RETANARZN, EFILMITHRELEN,
ENIREERMNBAFEAAN—FR. MIIZRFARME EhBEMIINES. —BEFRRERF B2
R, XFRNOER” , BERAT . FIANZIEMFIRESIEBEIL, TERHEEEXREH. Fh~m
218, BNREFERNERZ—YTINAR, ERIANBIEENIBNASENEBNZIET B C 2 EBIRENE
AL,

(00:38:39) Lenny
English:

Okay. Let's transition to Facebook. This is | think an example of 0 to 1. So when you were at Facebook, you
built what is called the New Product Experimentation team. | actually thought it was called the New
Product Experiment Experience team, but | think it's New Product Experimentation team. My
understanding is the idea there is, instead of Facebook having to buy the next Instagram and WhatsApp
and all the things basically incubate startups within Facebook in a stabled concept, a startup within a
startup, create all these startups within a startup. And as an outsider, it feels like it was really fun for a
while, but it hasn't let any amazing new businesses for Facebook. Correct me if I'm wrong. I'm curious
what that experience was like, what you took away from it, how it went, what you think about when you
look back at that part of your journey.

AR ERIE:



9789, 1LFHA1E R Facebook, HIAAXE— “MO0E 17 BI6IF. HRE Facebook BY, #RLAET FriBHY
“WrEEERRERN” (NPE). HZBIELAN “Sh=@miRR@AREN" , BRIZE “WEmiRREN o FK
HRZE, XMEUEENT 1L Facebook AHBEEWIME T— Instagram 3¢ WhatsApp, MEE4 L7 Facebook
AEU—MIRERB MM AT, B “KRBENRIWLAT . FABIIA, BREBRENEEER, EE
AT FH%E 7 Facebook HRIEMIRARIFSS, MRKE T BUERK. RRBMEIRZHEEERN, RM
PR T 4, #EIE, URSIREIEIRERIRIENE+AEE,

(00:39:28) Noam Lovinsky
English:

| was one of the few folks that kind of joined that team early and help build that team. How it ended up
and how it closed down, | am not familiar with because | wasn't there. But | think in terms of was it a
success or not because it didn't build the next Instagram I think is a little bit of the wrong bar to set for
things like that. To some extent, it's like, "Did the group win the lottery or not? And let's judge there. Let's
judge their success." Obviously I'm not saying that discovering something like Instagram is just winning
the lottery, but you get what | mean in terms of the rarity of those sorts of discoveries and those sorts of
products.

(00:40:12):

| think that that team was very realistic about what | would say would be the champagne level outcomes
and/or more like the kind of beer, nice dinner kind of level outcomes.

FRCERIR:

VLN BHMAABPHEZBZERNNAZ — ETEREMASERNKA, HAFE, FHHEZK
BEFREBET, BMNRU “BFETET T— Instagram” REEEREHRY, RIAAXMUEEFTER
o EREMEEL, XMERENR: “XEABEKETER? LRANLULRITAIMIIANT" SR, HFER
R Instagram IFH R FEAEHFZTRIE S, EIRABERNER, ARMAIMAH~mATHERE,

(00:40:12):

FINNBZEPNIFEIE, HMNXDTABR “BERATR" M EEMBERRR" o

(00:40:28) Lenny
English:

Your wine.

FRCEIE:
&L,

(00:40:29) Noam Lovinsky
English:

Yeah, the wine. Yeah, thank you. That's a better analogy. | think we built knowing those sorts of outcomes
would also be very beneficial to the organization. So as an example, one of them is, at Facebook scale,
doing things that don't scale or doing things that start out small was just a muscle that was really hard to
come by, right? It's like any community product that you build, any kind of social where there's
community density that's important early on, any product that you build that way, starting with a million



users is a really hard way to do that. At places like Facebook and Google, it's like it's hard to run an
experiment with a hundred people. It's not hard, it's impossible, right? And so this idea that you would
have to get real small, that you would have to start very targeted, that you would have to start with things
that clearly don't scale and don't have a chance of being big from the get-go is really, really hard in an
organization like that.

(00:41:47):

And so creating that space for NPE to be able to do that, to be able to help remind the organization what
are the mechanisms we need to be able to build and learn that way was very beneficial. Even simple
things. At an organization of Facebook size, maybe experiences at an Airbnb, it is really hard for product
managers, engineers and designers to talk directly with customers. It is basically impossible. You're
almost always talking through some third party, some recruiting agency and getting reports and you're
not always in the room. Imagine building a startup, like a product from day one and not being able to sit
right next to your customer and being like, "Show me how you do this or show me how you do that.' It's
incredibly hard. You're looking for such faint signal.

(00:42:48):

The idea that you would try to get it through layers of indirection and games of telephone is crazy, but at
that scale, that's what you have to do because there's all of these legal concerns and many other realistic
concerns about what you can say to who and who you can talk to and what you can tell them about what
you're doing and all of these things. So creating an environment where those sorts of constraints were
lifted and were different was very beneficial, | think, to the organization and started to shed a light on
some of the things that were broken that make it hard to build 0 to 1 in those sorts of environments.

(00:43:31):

I also think it was a really fantastic recruiting tool. It did build a really great group of folks, many of which
have left to go start interesting companies. But | guess what I'm trying to say is | think when you're an
organizational leader, and Schrep was the org leader that was supporting NP at the time and he's
fantastic and really did a good job of firewalling that team, | think you're looking at a set of objectives and
a number of ways that you might help the company and the organization. Even if you set that light on the
hill to be like, "Go find the next Instagram," many of the things that you would do along the way to find
the next Instagram end up being very beneficial to the broader organization. We saw a lot of that in PE.

AR ERIE:

EHY, 0. A, XNELEELY, BATEMENAE, BEEBMHEINRRNBRBRERD. 210
F, 7% Facebook XTHUEHI AT, MARL “FiEMEN (Don'tscale)” MEHMNEETF, B—MREMIRE
By “BRigiZ” , WIE? MEMFMEEAHE~mn. EARPHXRBEEEXEENHRm, WRIR—LEXHM
wa 100 TP, BBEEREMMKE. £ Facebook #l Google X#ith 7, A8+t 100 N AMEILEXE,
T, BIRAEREEE, FILL, XMBAZFIER/DN BIAMIFEEENERFIE. BAMBLEEATEMELE
—FHERNEZZEANEBMENEL, EAMARERIFERMER,

(00:41:47):

b, 79 NPE giE= Bk, AEREANRNFEF ARNERUIMSNEENZES], 2FEE
mi. BEER—ERFPEMFER. 7 Facebook XFMIEAVAL (HIFE Airbnb BBEMER), =REE. T
AR REERS TP R K. XEALERTEN. (FFEEBIE=H. BENEKEE, AEE
RS, MAFTSEERT. BR—TME—XRERFELNL, NFELEEFTFZANR: “BTRAKENREE

AR, XIREEME, RFHRBZIRHEGEHES.

(00:42:48):



BEIEEEREEN “FEEEY RKRBESEHEER T, BERMHIET, MOETXAM, BAGERE
&, EBREXTFIREX R T A REEFIEK. (REEHIFMNIIREBHAZFMEmME, FLk, IE—1FE
PRIXLLLYR, MEARMIFEG, MINAMABALRIEFERHE, HARBTR—LEBERMIMETHIT “M0EI1” 1
ERVAREIME R,

(00:43:31):

BRINAXR— N EBENIBEIAE, EMIEL T —NMEENSENEN, EPFEZ AERBEHAECINTEH
HAE. BRENE, SMME—RARMISEN (HBIZH NPE IMSFE Schrep, fiiFELHE, EFRIPXSE
ANEZTFHAFEMERTE), REXEF—RINBGMSMHENL2FANFR. BIEMFRE “FHT—1
Instagram” EENITKBEF, REFHRENIREFARHENFLZERREBIULBENMARH, RI17ENPEE
BT R ZXEFENFIFo

(00:44:28) Lenny
English:

That's a really interesting perspective. There's a lot of other goals with something like this, it's not just
find the next massive business. It's the way | think what I'm getting from this is shine almost a mirror on
the organization, like, "Here's the things we can't do with the regular business and we have to do
something. We have to set this up in order to try something totally new and radical recruiting tool" | think

is interesting.
(00:44:49):

There's actually a team at Airbnb, the way | described it was, | don't know how many people know about
Burning Man and how it works, but there's this trash fence around the side that catches all the trash so it
doesn't go into the desert. And | feel like there's teams sometimes that are the trash fence of the
company.

FRCERIR:

XE— M EFEEBIMNA. MXLFFERZHEMBET, MANNEIHT—TEAILS. FHMPAERR
B, BMGRAANARET. “XRRNEBMUSHFEEIBENES, RO Rt+24. FBFRIIX
MEIRZHA ST BHENRA” ZRET “BEIA XTRBREE,

(00:44:49):

Airbnb HSShBEMBIEIRN. FATMEES, FHEBEZDATHE “XAT” (BurningMan) RHEIEFAR, B
EiEAEE - “GIkERE" (Trash fence), AREBAELIE, MLENRHDR, HESERELEHN
MR ABR “HIREE" o

(00:45:04) Noam Lovinsky
English:

That's funny, yeah.

R EE:

REERE, 28

(00:45:04) Lenny

English:



Where someone's about to leave and they're like, "No, go work on this coal stuff over here in the fringe,"
which is really interesting. But just instill within the company and maybe help with that. Just keep people
that are awesome at Meta. [inaudible 00:45:16].

AR ERIE:

SRENEEEA, AFRR: BIE, ZLSMHFHRAEIZNERE." XREE, EXWLEAQEENE
71, AEF#EE. BENT BE Meta ARLEAFHIAT

(00:45:16) Noam Lovinsky
English:

Yeah. You're right that the team didn't discover the next Instagram. For what it's worth, things like
Threads and ideas like Threads were in that team all of the time. | think that if that team caught the wave
of generative Al and all of the opportunities and new technologies there, | think things could have also...
Because those are certain moments where you having small, really motivated, dedicated teams that
aren't thinking about anything mainline can lead to faster discoveries, | think that can also help. But there
were a number of things that basically ended up becoming features in other products and they were just
easier, faster ways of validating and building them because you didn't have the constraints of the
mainline product development organization, right?

AR ERIE:

=W, R, AZEPASDEZIM T— Instagram, BEEB—IRINE, & Threads XHFHIRAFIEE—
BEEEIRZHPAPERER. FIANWRIBZFPAE LT EMT Al BREURBENFRBENSMIEAR, BRI
o EARNERERZ, BHE /B, ZmHENHN. BEEFREFEEAELIWSHEN, ATUHERERNE
M, WANXEBEMER. BEREAARATHR THMSRNINEE, SNRABRRIENOREREEHE. &
1R, EAREEEL™ R RALRAVARLLIR, FE?

(00:46:07) Lenny
English:

For someone that is thinking about trying to create a startup within a startup, something a lot of big
companies are trying to do, is there a piece of advice or two that you'd share for helping this be effective?
Maybe one is just the goal may not be build the next big business. There's these sub goals also. What
comes to mind?

FROCERIR:

NFRLERERE “ARBRIEEEW QT WA (RERABFMAZHAXEFMY), ME—RMFRINEILXGE
TRANT? WiFHFZ—fE: BNRFA—EFEFEMET—TALSS, EEXEFEIR. MEEREIHA?

(00:46:26) Noam Lovinsky
English:

God, there's so many. Schrep did a really fantastic job of removing a lot of these constraints. So one is |
would say think really hard about the incentive system. Smart, good people, even if they're not trying to,
they end up kind of gaming things towards the incentive system. And so think long and hard about that.
So for instance, if you're a large organization and you do some performance management process like
twice a year and that's how you're going to evaluate and incentivize people in your 0 to 1 incubator,



you've already Kkilled it. It's the wrong incentive, it's the wrong timeframe. It creates adverse selection,
problems for the sort of people that you bring in. And so it's hard in an existing organization to say, "We're
going to take all these company processes around even how we level people and pay them and motivate
them. And we're going to throw them out the window for this group."

(00:47:27):

How you build the infrastructure you use, this is something that the NP team did really well. Everyone got
to do their own thing from an infrastructure perspective. Just do what is best for the problem you're
trying to solve in this moment, knowing that you're likely going to throw away a lot of this code anyway.
Being able to do that in an organization like Facebook or Google, if you ask anyone that works on those
things, is really hard. It takes someone like a Schrep to be like, "Nope, they're going to get to do this.
Sorry." And so | think that's really helpful.

(00:48:01):

For what it's worth, one of the organizations that we talked to that | felt like was doing this in one of the
best ways was Nike. Nike has this incubation lab. It's a completely different operating model. They recruit
a completely different type of person, very different incentive system. And essentially, where they end up
plugging them into Nike is that when they have something into the distribution marketing kind of growth
arms of Nike. But for the product discovery process, they're doing their whole different thing. Once they
find some fit, then kind of Nike comes in and goes, "Boom. I'm going to help you explode your fit." But |
think that the number one thing | would think about would be the incentive system and the adverse
selection that that can cause.

AR ERIE:

R, X% 7o Schrep HEFXENRATEMSEE LT, B, HIWBRANBEZ “HHRSL" . BEH.
FHARERZHEN, REBIREFMARZRFR i M. FAIUAZRBAE. FlW, MRAFE—HKE
PR, BEHITRREERE, HLURITEMAFRBD “K0E 17 BUREHNA, BIRESIEEERT,
X HIRAVAR, HIRAVASEIER, ERNRSIANBNAAHR “ERNER" ml. TMELARF, RMER:
BAIERRBXTIRR. FHIMAAGPFIEREENEIRNE, TIAXEANRSG”

(00:47:27):
THERERANEMIZH. X2 NPE FIABERIFN—=: MNEMIZHENAERE, 8 ABIUETHER. R

WRERIRE TERANRENE, BANRMERRAIBRASNEARE 2B, £ Facebook 3 Google X1¥
MERE, MRIREEAMXLETERIA, BIAEXBEHE, XFER Schrep XFMAILHEKR: “F, i
AT AR Affle 88" BIANXIFER .

(00:48:01):

BER—RNE, HNRIMARP, HIANBERFZ—HIZMT (Nike), MEB—MHLELEE, B2—
PREFANEERN. WIEBTEFREXENA, BEEFENBHERER. AL, JMWIMNETHRR, @
RARBENHENDHE. EFEFEKE ). EEF-aREzME, tilteRfs—&. —BEREAITERER (Fit),
REMEMTAR: B! HBEMRSIBX N m.” ERIANERZON—RIERHBIRS, UKRERRESBNYE
AR

(00:48:52) Lenny
English:

To me, the most important element of the incentive system, and maybe I'm reading between the lines, is

you're basically competing against them starting their own thing. And having upside if things go super



well feels really important versus, "I'm just going to get a cool salary at Meta and work on this thing." That

doesn't lead to the same experience as a startup where everything's on the line.
R EIE:

MEFKH, FHRAREENTRE (BWFRRHTZIINZE) B MEFLEESMI] “HEESENN =
Fo MRFFHEREIRF, ILHIHAE “WaEsom (Upside)” BIFEEER, MARINT “FE Meta E
— IR RHEHFKMBRXAE  XTEHFREILATIE “Hk—8" BEK.

(00:49:10) Noam Lovinsky
English:

Yeah. And also what time horizons, right? When you're starting a company, you're not thinking like, "In
the next six months, I'm going to get a promo and I'm going to get a good rating and things are going
well." You're thinking on a different, excuse me, time horizon, and you're thinking about an outsized
impact or an outsized incentive. And so | would think about that if you're starting things internally as well.

FRCERIR:

TN, TENEEE, MNE? HRID—RAFN, RASA: “EETRHATAE, REAR, REZD
TR, —UIARINF” (REMNE— N R2FRNREEE, (REANEEXRNEMAOMERNEIR. FrLR
RERBRIHE, WNZEEX—R.

(00:49:34) Lenny
English:

Awesome. Okay. Let's move to the final bucket, Grammarly, which is where you're at now. The way I'm
thinking about it is this kind of like a one, two rocket ship or | don't know, 10. It's further along than one,
but that's where you're at now. To me, Grammarly is interesting because it's one of the very few
successful B2C subscription businesses. There's almost none. There's Duolingo, Grammarly. And | know
you're doing B2B also, but there's so few. There's so many dead bodies trying to build a business on top
of consumer subscription. And so I'm just curious. What the current state of Grammarly? How are things
going? What do you think has been the key to it being successful all this time and continuing to grow? And
what lessons have you learned? | know you just joined relatively recently, but anything you've taken away
from that journey so far?

FRSERIE:

XiET. BT, IBITEANRE—MRR: Grammarly, WHEIFIMERENRS. EHREKR, XHhEE—KE
B KHAE, AREERET 10 MER. Grammarly WEFRBER, RAATCE2MEMHINA B2C iTiE
£27—, JLFEBJ/LEK, BR7T Duolingo #i2 Grammarly, FHFERITBIEM B2B, ERINHEGIEAAL
To EERBEIDHEBREITRWSHNER £, JRMERKEDN “FEK” . FIUKERIFE, Grammarly BIILKIN
{? HREAE? MIARNE—BELCRULILEIIHIFEIE KM XBREMHA? (REET HA%0I? FHAERMAE
EMEXTEAE, 1BEIBFI L RMXEARIZRIBER T A

(00:50:26) Noam Lovinsky
English:

We don't talk about it often, but Grammarly is a much bigger company from a revenue perspective than |
think people realize. The company has been around for 15 years and was profitable from day one, and



continues to be quite profitable. So it's a very, very healthy business that is much larger than folks might
realize. And that is actually quite intentional because the company was trying not to be noticed for a long
time, very intentionally. The fact that you would have grammar and spell checking in Google Docs or
grammar and spell checking in Word. People would often write off the company that like, "How is that a
business? How is that a feature? These products already have it." And that was very convenient for
Grammarly because they could kind of navigate between these giants in tech and grow a very
phenomenal business on this use case that people had written off.

(00:51:30):

Now, come the advent of LMS, it's no longer a use case that people are writing off and sort of the dream
of the founders that machines can assist us in communication in this way that they've had for 15 years, |
feel like now the whole industry is like, "Well, this is obviously how we're going to communicate and
machines are going to do all these things for us." And Grammarly is now sort of in the center of that
hurricane. And again, | think it's a similar thing where it's like, "Well, there's ChatGPT. There's Microsoft
Copilot. How is Grammarly going to have a chats?" But yet things still seem like there's the future. The
future is bright.

(00:52:14):

And so to your question, | think what has made it work, I've only been here for 10 months so please kind
of take this with a grain of salt, but my instinct is that people really love Grammarly because of how it
works and where it works. And what | mean by how it works is Grammarly is one of the few products
where you just install it and it makes you better. You don't have to configure it, you don't have to
manipulate it, you don't have to change anything about what you're doing. You carry on and across all of
your applications, across all of your tabs, you'll start getting pushed assistance to you in the right
moment. You could ignore it if you want, no big deal, but it takes a very, very small amount of effort to tap
on one of those things, get some value and keep going.

(00:53:04):

I think that a product that is that easy to use, that easy to extract value from, but then also that prevalent,
how many different text boxes do you write in a given day? | mean, it is not less than 10, it is tens or
potentially hundreds, right? And so it is everywhere and it is very, very low effort to get real value from it.
And then the where we work is what | said, you don't have to change anything about your workflow.
Grammarly meets you where you are and you get value from it. Doing that really well at this level of
quality for a user base of this scale, essentially it's like a huge Al achievement masquerading as a little UX
innovation, right? But that experience, that UX that sort of brings Al to the masses has obviously served
Grammarly really well. | think those are some of the strengths that we're going to continue to lean on to
now provide a very different type of assistance and value that we can because of where the technology
has moved.

AR ERIE:

BT ERE, EMBANAERE, Grammarly LEANRIREINEARTESZ, REBEMI I5EFT, ME—
REMKI T BF, HE—BEREEBEIAMBIFE. PAIUAXZ— T FEIFERRELSS, MEEAREBRE
BR. XEFLERZBEANZH, AARBRERK—ERIEEHEZZRIFNIE, FX L, Google Docs 5 Word
BEFMBEEZNHENE, MIEEIBAXRQE, W7 "XEARENLS? XFME—1IHEENG? XL
FmBEBH T X3 Grammarly KiRIFEEH, EAMITAIUEXIERKEXRZEEFR, T—THRANE
MEY AR L2 ITE— N EREIRABL S,

(00:51:30):

WE, EAESRE (LLM) BB, XFBE—TANZEMBABMNT. eIaAN]15 Faistan Vs
UWMBIAEDE M8, MERTEMIUEMENR: “EAXMERINEKRDBELR, VSKFARIBER



BXLE,” Grammarly MEELFXZREXEF L. BR, RINAXXZEMBER, All&R: “BT
ChatGPT, BT Copilot, Grammarly BEA4N=? 7 {EEMEMLL, FRRMKIAAEA,

(00:52:14):

EZIfREYELE, BIANEZFAUER (FA X 101MA, FILUFEESEZHHMR) , RERZATZAIUR
&= Grammarly, ERAERN “BEARN" M “BFUE" . FMBEEAN, 2 Grammarly 1R\ EHBFHR
RBRZETE, EMELMESEFNTm. MAFTELREE, THFERFE, FHREELZMBOEMATN. R
RELE TRENNAREFMGERS, ESESENRZIAMREEDE. MREFRE, ATURRKE, 2X
Z; BRERNNEHRE—T, MERSNEHSLETR

(00:53:04):

FIAA—PNEZ A, MEEZRENE, BNEERN~m (R—XEBEZ DN RENXFERESTF? £39
FIE10, ARZR/LTMEELED), EXLRE, MARSELNEN IERK. EF SFEUE" , #
RIORY, (RAFRELZTIFER, Grammarly RTERBIFAEMSIRIBE. ML ARMIER A BFP LA MEE
KFHERX—R, RELEFMEE—TERB Al BRI T — IV UX (BFALR) eI, IE? BIER
XA Al HAARRR UX AL, 2L Grammarly RmEE%. HIANXEZIRNIMERRSRENNE, 78
AR R T2 RN HEIFIMNE.

(00:54:21) Lenny
English:

The other thing I've heard a lot about Grammarly, and Yuri was on the podcast and who led growth for a
long time at Grammarly, is just how scrappy the business has been and the founders have been from the
beginning, the fact that they've been profitable from the beginning. That feels like one of the threads
through all of the successful consumer subscription companies, is super scrappy, not raising money for a
long time. Is there anything there that you found to be really interesting or helpful for other folks that are
maybe building the space?

FROCERIR:

XF Grammarly IXITER%Z, BEABEME. KOS Grammarly 1489 Yuri t212E)E, MEBXR AT
eI AM—TFFIERLAESR “Bt” (Scrappy) , MBEM—FEREF]. XUFBFAEMRINFEEE TR ARNERE
= REBtES, REK—EBNEIRME, XFX—R, FEEEANTAREMEEX M USRI ARG B
BB S ?

(00:54:46) Noam Lovinsky
English:

When you're a team that kind of starts out of Ukraine and you're not thinking that there's any chance that
you're going to raise money and why would you do that, | mean it really... Back to our previous
conversation of what happens when growth goes negative, it really forces you to focus on the important
things. And so, like many of the early engineers who are still here because the company has done so well
over the years, they think in like, "How is this work going to translate into revenue?" They think about the
impact on the business from even very deep technical work that they're doing because I think they were
brought up in this culture where the business doesn't really invest ahead of its profitability because it was
a bootstrap business from day one. So that enforces everyone to think about their projects and their
prioritization and how is what they're doing over the next two months going to actually turn into more
revenue and keep the company growing and sustaining. So | think that culture is prevalent and help
Grammarly get to where it is.



(00:56:00):

Now, | just want to be really honest that in moments that we're in like today, that can also be detrimental
because the business gets to a certain size, you start getting to law of large numbers. You need to start
thinking about are there other products? Are there other use cases? Are there other channels of growth?
How do you invest ahead of some of that growth and start to diversify? Because at the scale and size that
we are and aspire to be, we're going to have to do many more things and service many more different
types of customers. And as you mentioned, we're going to have to pull off the motion of B2C to B, kind of
get that product-led sales motion going. So all of those things are happening. And thankfully the business
is as strong as it is where we can invest ahead now in those things while still maintaining profitability and

areally strong business.
R EIE:

HIRR—ZMBR=ZELSWEI, BB IRENME, WEBTATAERMEN, XE/---EFIFK]
ZHITIEH “EBRTANKEAENA" , EENRIBEREITEENSS. U, MEFZESNBEXE
NRHTREN (AARABRXEFERRIKEFT), IxBE: “XMITIEFOERIFZEAKRN? 7 BMESTEMAE
BRBHRATERN, MiTExBEXISHEM, RARIARNMITEREIMXAPHEKERN: LSFEE
BAHZEEERE, BNEME—KREREEEEZE (Bootstrap) 8. XEBFEEMNABZMIINIMEMMI
%, BEMIIKRENAMMBNSBEGNAZEUAEZIRN, HERFABRIEKMAIFEM. FHIAAXMXK
EEZRE, HEBE Grammarly T 5K,

(00:56:00):

BE, FBBESER, EORXFNNZ), IMXUHAIEERERH. FAZISEE—EMR, 8
B KEBER . MBEAREBE . SEHM~RIG? REHMAMNNE? XEHMIEKRED? ROERF A
BRRAHFIBSFU? RAUKNAEOMENER, BIBAEIMESNESE, RSESZFELEENE
Fo IEWMRREIRY, FHATBMTEMM B2C Bl B R, B~ mBwhEE (PLG) MR, FAEXLEEELR
Fo EFIMENWSEIFERD, KATUERFEANFRAWSHER, RAEXEFIHITRE.

(00:56:57) Lenny
English:

That's amazing that they're still team members and maybe | think you said engineers from the beginning,
12 years later. | think that says a lot about the business. And before we started recording, they're based in
Ukraine and you were saying that they're going to Zooms, there's bombs going off, they have to go into
bomb shelters and then jump on a meeting. It's incredible that team continues to operate and the
business continues to do this well in spite of all that.

FROCERIR:

AARARBNT, 12 FREATERVVEMNS, EEZMRRNSNIREM. FHINAXREHFAXIRAER
B. ERMNABREZA, FRIMNBEHESRE, FRMIIER Zoom SINET, SMNEIEEEEM, TR
BABHD =R, ARBEXAZ. REAEX—Y], BMERSEEE, LSMHERSNLERIFNRIR, X
BELAMUERS,.

(00:57:22) Noam Lovinsky
English:

Yeah, the team in Ukraine at Grammarly is... | mean, it's something else. It's a really fantastic team. When
you speak to many of them, | think actually the work provides sometimes a very useful distraction, but



they obviously feel a lot of pride in the business. They built a lot of this business. There aren't yet many
businesses of this size that kind of come from Ukraine. | think that that team is incredible and continues
to deliver a ton of impact to the company even in the circumstances that they're in. | know for the
founders, a lot of why they want Grammarly to succeed and be the generational company that it can be is
for Ukraine, and especially in this moment and it's awesome to see how that motivates them and 15 years
on the same project is not nothing. That's some serious resilience. And so | think even in moments like
that, using them as a way to motivate and strive for something greater | think says a lot about the
founders and the team in Ukraine.

AR ERIE:

2RI, Grammarly EER=RIEIPA - EAWIE, BRI —TERENFE. BB —IEEFHE. SRt
MHEFZ ARRIKE, BIAANTEERERT —MIFEEEAN 207 , EMIMNEAXNXISREFES
o WNEFRUTXIWSHARED . BREgEZ OXMMRNELEREER=8, FIANIZHEIE
BTYAE, BMEEYTRRT, MEFEANARHRERNTEMA. HAEXNFEIBARR, WIZFAUA
£ Grammarly IIFH A —RKENANFEAQE, RABRELREANTER=, LEEEXTZ, BEIXME
DU RIFEERN. ER—NIE LR 15 FRIEFE, BRI FIUIKIAN, BMEEXEF
HUBSZ], FXEENTINREREFANER, TOWAT IR ANSR=HFMBI @,

(00:58:40) Lenny
English:

Absolutely. Hopefully there's a happy resolution soon there. | don't know if you know this, | was actually
born in Ukraine.

FROCERIR:
BIR. FEPEERRE—NEHNER. FRERMAFIE, HELHETESR=,

(00:58:47) Noam Lovinsky
English:
Oh wow.

AR ERIE:

(00:58:48) Lenny
English:

I know Odessa.

R EE:

FEEHEFE (Odessa)s

(00:58:49) Noam Lovinsky

English:



Oh, nice.
FhERIE:
M8, K&F7To

(00:58:49) Lenny
English:

| don't want to talk about that much, but it's true. And | just realized we both have skys in our last name.
Lovinsky and Rachitsky.

FRCERIR:

HAEZRXT, EXEEN. HNEAMBENWYREREZ “sky” o Lovinsky # Rachitskyo

(00:58:56) Noam Lovinsky
English:

So for what it's worth, my dad was born in Ukraine. He is from Kiev. My mom was from Lithuania, so yeah,

| also have some Ukrainian background here.
R EiE:
IRER—T, BRXFEEEESR=, WREEH. HEERKBIMWIE, FAUEN, FEEER=E%.

(00:59:05) Lenny

English:

All right, so Ukrainian episode.

R EE:

9B, XL T —& ‘BR=%& T,

(00:59:07) Noam Lovinsky
English:

Yes.

FRCEIE:

=0,

(00:59:08) Lenny
English:

Let me zoom out a little bit and get to the final couple questions. So thinking about your career broadly,
I'm just curious if there's any general advice you share with people to help them have a more successful
career. Anything that just generally you find is really important to do well or mistakes they make. And this



is a big broad question, but anything come to mind of like, "Here's something you should really try to do
more of or less of?"

AR ERIE:

UFHBRABRK—R, HARB/LNEE. BFRMRYBENRIVEE, HRFFMESE - L@ANEINAIUS
BHAK, BIIBEERNNRERE? BB AMRANEETEENERE, HEZRANELHNHEIR? X
T MRAEARNRE, BRRETEESHIMEM “REZSMXEE, HEDMHBHE" RE?

(00:59:37) Noam Lovinsky
English:

Look, when you're thinking about career opportunities and what job to take, it's really, really hard to sniff
out really well in a high degree of certainty like success. | think that having a good nose for people and the
sort of people that you can be successful with is something that you can develop. What | found is | always
try to prioritize putting myself in positions that are going to cause a lot of growth and learning. And
growth and learning can be very painful. And you kind of got to be okay with that and go into that
because on the other side of that pain | think is the promised land.

(01:00:21):

And that's just served me really well, is | can't necessarily predict with high degree of certainty that this
thing's going to hit, but | can get a sense of the people around me and | certainly can find situations that
are going to stretch me, that are going to force me to do things that | haven't done where I'm going to
grow and learn significantly. And over sort of the arc of my career, | feel like that's served me well. So

that's usually what | tell people, is focus on on that if you can.

R EIE:

&, HREERVNSIEREFTATER, ENREUSENREHREFNEN ‘RN . KiAA, B
ABYBERIRDE, WURIRAHARLREILRHRAMINMIA, BIFFIUL RIS, A, HE2MAZEILES
BAEARLRE R AR B KMEINME L. MAKNFZITREFEEREEN. MOTERX—SHFRGHSP,
EANFUNANTEEENS —ImmME “NIFZH” .

(01:00:21):

XWNKRIFEEREY: KA —ESERTHINEGESMT), ERERTIFAENAN, REELHE
PeErF. BEREMOIMINER. ILHEEZRKNFZINFR, EROENRULEED, HER
mBE%. FMUXBEZHEIFANN: MRATUNE, TEFFX—R.

HEIARLERE
R

i
%

(01:00:53) Lenny
English:

| love that advice. I've used this quote a number of times on this podcast, but something | always come
back to is this line, "The cave you fear contains the treasure you seek." I'm curious if there's something
you have found about when the pain is too much, that you shouldn't pursue that. A lot of people get into
these places where their mental health gets hit, their physical health is hit, they're just doing work they
should not, it's too much. Is there anything there that you find it's just like, "Okay, maybe this is too much

of discomfort"?

AR ERIE:



HRERXMEN. REXTMREZESIAIF/LAXaE, ERE2BEE: “IRFRERNEN, EREIRFR
FKRNER" HREFE, MESARIFARE “BERNIT” , UETANZEER? REABANT OEE
REH. BERESHNGE, BIRREMFZMBIE, EAKKT. BREFTARZILMEER, “4F
g, XMAEXREEIKRT” ?

(01:01:24) Noam Lovinsky
English:

I mean, | think about a couple of things. | think in any situation you should be able to lean on one or two
things that you're really strong at. That can be the foundation that keeps you going while you learn the

other things. So just be wary of situations that are too net new.
(01:01:44):

There should be one or two important things as part of that job going into where you're like, "I got this. |
know how to do this portion of it." So as an example, if you've never inherited a very large team and you
work through how that works, but the product area that you're working on is one you're very familiar
with what's necessary to be good in that product, whether it's really good sense of design or really good
sense of analytical thinking, recommendation systems, what have you, there should be a couple of those
things where you're like, "I got this. These things are going to be a stretch, but these things, | feel like I've
got a handle on how to do this. | can always get better, but | feel like they're in my wheelhouse." And |
think that tends to allow you to balance the pain with the areas that you already know and manage
through in a more balanced and healthy way.

FRCERIR:

HRET LR, TANNEEABERT, MELIZEBKE-—REMIFZERIER. XA IZ RS
HIEA, RRMREFIEMARRE, I, BEIHEE TRt N5

(01:01:44):

EHN—HILIEN, NMZE—RAHEBNEFILMES: “XTHT, RNEXEDIZEAM." FEMHIF, 0
RIMMREFI—ZRANE, MFEFINMEE, EMAENTRIHRMRIFEREDN, REEBRM
FRENMFRBEMFA (TERHENIRHRE. DITBELIREGFRAFTE) . NZEWA/LGFILMRRES: X
TRERE. BAHMEBREME, EXEEREF[REILE. RIATURFELT, BE(EREN
SEEIRL” HIANXEEILIRERE SIREMTURZ EEG T, HU—MEFE. ERRIANEIHEX,

(01:02:48) Lenny
English:

It reminds me of that chart | think from flow of you want it to be challenging but not too challenging, and
that's where you end up being most successful. Is there anything else, Noam, you want to share or leave
listeners with before we get to our very exciting lightning round?

AR ERIE:

HULFBAETRTF “OR7 BUBBKE: (RAEESEEHRMNE, EXFRARERLGYE, BEMEREZ MM
7o Noam, FEHANFNIEEREHNBRIATIZE], FEBHABRDZERELITREIG?

(01:03:05) Noam Lovinsky

English:



Yeah, I just think that maybe going back to where we first started, Lenny, work on the things that make
you happy, that fill you up. Life is short. We're all very lucky to be in this moment. There's no reason to
spend time on things that don't give you energy. There's so much to do out there. | think that's the main
thing I would focus on.

FRCERIR:
2R, HAOEFRNREED, Lenny: MEBLILIRRER. ILIRREITKHFER. AEEE, RITBR=THE
=33

EEE T, RAERENEREFRLREEIREENERE L, IMENERERZEF/AIUMT. RINAXZERK
%f.ﬁﬁﬁﬁ'ﬂ—)ﬁo

(01:03:29) Lenny
English:

Amazing. And even though there will be things that you have to do, | think it's important to try to find as
much of that as you can because not everyone can just like, "Nah, I'm not going to do this work thing. I'm
just going to go on a walk." But | think that's such an important point. And we've talked about this
actually a bunch on recent podcasts of just doing this energy audit where you pay attention to what gives
you energy and what doesn't and try to do more and more [inaudible 01:03:54]-

FRSCERIF:
KT, BARBSE—EMRAIERMNERS, ERINARTRSHIFWPBLILMRENEREE, AATEE

PABBEREIEMIR: R, BATFXET, REEZHD . ERIANXZE— M FEEENNR. RiIERIIE
FRUZRITIET, MEMXM “BEFHIT | BRMARSGIREE, TATE, ARz

(01:03:53) Noam Lovinsky
English:

Totally.

FRSZERIR:

T2 EH.

(01:03:55) Lenny

English:

... willing to do that again. With that, we reached a very exciting lightning round. Are you ready?
FREiE:

o REEREEM. REXIL, BITENTIEBEERNARRIR T, FEF TI5?

(01:03:59) Noam Lovinsky
English:
Yeah, I'm ready.

FRCERIR:



El, BEEET

(01:04:00) Lenny

English:

First question, what are two or three books that you've recommended most to other people?
R EE:

F—NEE RENAERSZNR=ABZEHA?

(01:04:06) Noam Lovinsky
English:

I'm going to cheat on this one and I'm only going to give you one. I'm only going to give you one because |
don't want to cloud with any other. | recommend Build by Tony Fidel. Other than it being a good book,
one of the main reasons | recommend it is that my wife wrote it. So she wrote it together with Tony. And |
got to see that experience. She's a fantastic writer and Tony has a lot to learn from, so | recommend that
book. I think that the part of it that was particularly inspiring to me to hear even more of the details that
are in the book is just how many times he met failure before he made discoveries that are now driving so
many of the things that we do. It's just a good reminder to keep at it and do the thing that really gives you

that energy because eventually you can make that incredible discovery.
FREiE:

ENABERERNH, HREEF -4, RRGE—F, RARFRILEMBTFINE. FHEF Tony Fadell B9
(Build) (3R (EIE)). FRTEXRFE—AFHIN, BEFEN—ITTERRARERHEFEH. i
Tony HEEIFT XAF, FHIVETBTIRE, MB—UHBHEX, M Tony B LERSERFINMT, Fr
UBHEXER, BREIBAEN—R (LERRETEZHHNAT) 2, EMHBLERTEIRNE K]
WEABERNARIZA, ERTZDREAY. XRIFMRERMNBRIFITE, BILEHEERALMEENS
15, EARZIRAIER MM DARAIRINEI &I,

(01:05:00) Lenny

English:

Next question, do you have a favorite recent movie or TV show that you've really enjoyed?
FZERiE:

T (R RBRIESNAEB R SRR AE?

(01:05:06) Noam Lovinsky
English:

| really like For All Mankind, if you've seen that on Apple TV. And then | just finished the last season of
Fargo. Every single season of that series | think is fantastic.

AR ERIE:



HIREXX Apple TV EB (92 AZK) (For All Mankind) . B5MERIES (kIFE) (Fargo) MERE—F. i
BN RIINE—FEIFEEF.

(01:05:19) Lenny
English:

Amazing. For All Mankind though, last season, not as amazing a consensus that | agree with, but worth
watching.

(01:05:26):

Next question. Do you have a favorite interview question that you like to ask candidates?
R EE:

KIET . (NEAE) NRE—ZFEARRQINEBARE (FEEE), BERES—FEN.
(01:05:26):

TN RERAEREXRNEIRRE, EXAREEREAN?

(01:05:32) Noam Lovinsky
English:

| generally like interview questions that allow us to kind of do some work together, so I'm a little bit less
on the behavioral "tell me about a time when" sort of stuff and more on the "Let's work a product
problem together." It could be anything from like, "Let's design an alarm clock for children." Or lately I've
been using one. "Given where technology is at, if we were to rebuild email, how might we do that?" | just
feel like getting into it and getting into the details and really watching each other exercise our craft | think
is really important. | have a whole podcast one time, if you're ready, about how most people don't know
how to do leadership recruiting. And | feel like as I've advanced in my career, the interviews for some
reason get easier and actually | can evaluate less about who | am as a product leader and whatnot. But

yeah, those are the sorts of interview questions that | typically like.
FZERiE:

BEEENBLERILIAN “HEASTR—LEIE NEIRE. FURFARERIMTHERS (ki “EFE—
R BEFRT), MEMAETF “URN—EFR—DFREE . EFUREAER, il “UERITNILE
RIT— PR o AEBREKBEN—D: FERIMENKAKE, MRENEHLEZBFEHYE, KNKE
2?7 WERIFRANES, RAT, MERLNFAEALT IWERIFEEEN. RGNS, HAUEIIMHE
—HIREERHHN A ARSEATNENAHITASEE, RREEERLEENEHA, EXAMAAESH
KA, KirERMEETLEHFEA—NTmASENEKT., B2, XEREHEESRHEIRESE
B,

(01:06:30) Lenny

English:

Amazing. Is there favorite product you've recently discovered that you really love?
R EE:

XiET. MBEBESERMTAFEEEN~@?



(01:06:36) Noam Lovinsky

English:

It's not recent, but | was a very early user of Arc and | really love Arc.

R B

ARRIEZ R, BIEZ Arc AN IEEEMMAR, HERNREW Arc,

(01:06:43) Lenny

English:

Your window right now is inside Arc. | also love Arc. We had Josh on the podcast.
FRERIE:

RIENEORE Arc BEH, FBEWR Arco H1ZF1IET Josh (Arc BIIAAN) R ERER,

(01:06:48) Noam Lovinsky
English:

Nice.

FASZEIF:

KIFT o

(01:06:49) Lenny

English:

Just watching the onboarding experience of Arc alone as a product person is worth your time.
FREiE:

ER—1FmA, UNEME Arc (IFF5|S (Onboarding) AIEFLIFEETS.

(01:06:53) Noam Lovinsky
English:

Totally. | love the animation when you download something. | mean just like all of the little things. And if
Josh is listening, we would like to get Grammarly to work better with Arc, so please hit me up because |
think there's a few things that the Arc browser is doing that make it hard to get Grammarly to work either
on the client or in the browser.

AR ERIE:

TRER, BEXTHARANNINthE, KEW, PRENAL/NAT, MR Josh IEERRIE, KIHELL
Grammarly 7 Arc EiB1T1R 8, FRLUEEARTE, EARKRE Arc XERH—EMORLL Grammarly R¥#EER
Fims R S 28 R SEEIET To



(01:07:10) Lenny
English:

Two more questions. Do you have a favorite life motto that you often repeat to yourself, share with friends
or family either in work or in life that you find useful?

FROCERIR:

REMNEIE, MEKAERERNAERS, BMEEWNECH, HEXTLFEEERSFERDE, BRRFIHFE
B

(01:07:18) Noam Lovinsky
English:

Gosh, for those that know me, this is going to share so much of my personality. | think the first thing that
comes to mind is, we are meant to struggle. | just feel like through struggle is how we get better, how
good things happen, how bonds form, and so | don't shy away from that kind of life experience.

FRCERIR:

Ry, XFTHREHARG, XZRBHHOMERE. RRESFFANE—ER: “BRITEEEF} (Weare
meant to struggle) .” HRZ ?IS=E'f WSSl , RN RREEY, WEAKE, AHFA WM. P
AR = [E@ X Feh A TR (AL

(01:07:39) Lenny

English:

I'm going to guess that you're Jewish. I'm also Jewish. That feels like a very Jewish thing to say. | love it.
FpERIE:

BHBIIRZIMARAN. HBR. XFERFEEGIMAAZHIE, FHEN.

(01:07:43) Noam Lovinsky

English:

How would you guess, Lenny? It's literally written on my face. Yeah.
R EE:

REARER, Lenny? XEEEERK LT, B8

(01:07:48) Lenny
English:

Perfect. Last question. As the chief product officer at Grammarly, I'm curious what word you most often

misspell?
FR3zEiE:
RFEET. &a— N fEA Grammarly WEE~RE, BRREFTREHENRIEZMTA?



(01:07:57) Noam Lovinsky
English:

The.

R ERE:

The,

(01:08:00) Lenny
English:

You do T-E-H?
HRCERIE:

R T-E-H 13?

(01:08:01) Noam Lovinsky
English:

T-E-H. Yeah, exactly. Yeah, yeah, yeah.
R EiE:

T-E-H, 2%, MEXF. 28, 2%

(01:08:04) Lenny

English:

Oh, man. Well, | find I misspell every word.
R EE:

Ko #FIE, HAMKESMTHLEHEE,

(01:08:04) Noam Lovinsky
English:

Oh, that's funny.

FRCEIE:

MR, BRET

(01:08:06) Lenny
English:
I'm a terrible speller. I'm thankful for my... Oh, sorry. Go ahead.

FRsCERE:



BHEIEET . HIRRSGITHET--- 1R, 8K, RiFR,

(01:08:09) Noam Lovinsky

English:

I was about to say | have a product for you that can help with your spelling if you want.
R EE:

KIERN, NRFFENE, FE N ma] UEEIIRIHE,.

(01:08:13) Lenny

English:

| am an active Grammarly user. Not only that. | use every product you've worked on, | realize.
FREiE:

HZ Grammarly BRUEERKAF. MUk, REIRFFKEEERFRIEINEG— 1 r"m.

(01:08:17) Noam Lovinsky
English:

Oh, nice.

FpERIE:

MR, X#ET,

(01:08:17) Lenny
English:

Obviously, Meta and mostly Instagram of the Meta products. And obviously Grammarly now and YouTube.
| have a YouTube channel. Check it out. Subscribe and follow. And Thumbtack. My wife is a big
Thumbtack user. We found many pros on Thumbtack from all kinds of parts of the world.

(01:08:35):

Noam, thank you so much for being here. Two final questions. Where can folks find you online if they
want to reach out and how can listeners be useful to you?

AR ERIE:

ER%E Meta (EER Instagram) , HAXEIER Grammarly 1 YouTube, FE— YouTube $fii&, AR
AIUERE, iTHAHFHXF. EF Thumbtack, HZFE Thumbtack WEERF, BITEIEKXIETRZRE
HAZMNEL AL,

(01:08:35):

Noam, FFHEREMIREER. REMNEE: WRARBEXRIR, FILEMEREIR? IRITIENIRMEIERFA?

(01:08:42) Noam Lovinsky



English:

Yeah. I'm pretty much @noaml everywhere online, so Twitter is probably the easiest. My DMs are open.
And then how people can be useful to me is please use Grammarly, provide any feedback that you might
have. And honestly, if | can be helpful in almost any way, feel free to reach out. | often will take those

conversations and build those connections, and that is always very helpful for me as well.
FRCERIE:

9F89. FHTEM LAY ID BEAR LERZ @noaml, Frld Twitter (X) AIRER=FER, HMFAGEEFAMRN. EFAK
RENFMt A &R Grammarly, FHiREERIRAIEEBNRR. EXRR, MRBEEMSEELIAR, 15
FERSEX R T HEESESEXEMEHEIKR, XNHBIFEEE.

(01:09:05) Lenny

English:

No, thank you again so much for being here.
R EIE:

Noam, FEREEEHMREVEIR,

(01:09:08) Noam Lovinsky
English:

Of course. Have a good one, Lenny.
R EE:

RES. MIREIR, Lenny,

(01:09:09) Lenny
English:

Bye everyone.
FRCERIE:

AKB.

(01:09:10) Noam Lovinsky
English:

Bye.

R ERE:

B

(01:09:12) Lenny

English:



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

FRCERIR:

IR BSHERURI, INRETSAATEENE, ALUTE Apple Podcasts. Spotify &S RHEZ RN AHITIH
AT B, Wi, BEERABINMNTIPXBTIFIL, XEMAMEDNHEMARLAXIIEERT, BT UE
lennyspodcast.com #EIFIEFHITER THREZES. RITTHTEENL.



