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[00:00:00] Lenny Rachitsky
English:

You're one of the first 10 employees, you're the first product manager. It was when you joined, the
founders didn't really have an idea figured out yet. When they landed on an idea, and then ended up

being wrong, ended up not working. Six weeks after you joined, there was a pivot.

AR ERIE:

fREf 10 BRTZ—, WERF—ITmEE, RIAN, SIRARKEERFRF. SHUNKXTHET -
EE, ARIERRHEN, RETRE. ERINANSRER, ARMERTHEE (Pivot).

[00:07:01] Raaz Herzberg
English:

At the time, we didn't really have a solid product yet. We would have 10 to 15 meetings every day with
potential customers. | was hired as the first product manager. | sat in on those calls. I still did not exactly
understand what we were going to build, which was confusing, because | was a product manager, so | was
supposed to start building it, and so, at some point, it was like, "I have to ask, what exactly are we doing
here?" And that ended up pivoting us around to cloud security.

FRCERIR:

BESR, FNELKBE—PERENT@m. KNEXRENBEZFT 10 2 15 52N R2FEAE I~ RBFER
FAL, REMTHAENXERIERN. BRYFMEZZBERNIRZEMHA, XILRREXR, BAENF
MR, RAZFIBEFWETm T FIUETENNZ], BERF: “BoAFEER, RNIREXEFH
4?7 ENPERARERNEREET ZRETH,

[00:07:01] Lenny Rachitsky
English:

So things started to click a little bit more, you started seeing enthusiasm. Can you talk about just what
that phase was like?

FRCERIR:
FRASBEFIRERINERET , (RABRBRIANINRGE. REEVAI T BRE A FHI3?

[00:07:01] Raaz Herzberg



English:

We really felt the type of questions change, right? Silly. The call sounded like, again, "How are you pricing
this, or when can we start doing a POV?" | think naturally, as human beings, you have a bias to look for

affirmation, versus a bias for what you don't want to hear.
R EIE:

HAHLBRERRAREL T, INERAEERE, EREFEENFEEMNT: “MRIIELAEN? 7 HE &K
It ARHMERR LAFF a1 POV (MEIEER) WiK? ” FINAFRAAE, REMBE—MIKEE (Affirmation) Y
R, MARZEERABLERARNZIFI R IR,

[00:07:01] Lenny Rachitsky
English:

You started as an engineer, you moved into product, and now you're marketing, which is not a traditional
path.

AR ERIE:
FRAEIRM, EREMTR, MEXERTIIEHE, XAFAR—FEHNIRLEREZ,

[00:07:01] Raaz Herzberg
English:

I had a ton to learn about marketing, with what | knew really well, with ...

FRCERIR:
XTEH, REXRZHRARFT, RERNE CAENITREETH#E--

[00:07:01] Lenny Rachitsky
English:

Today, my guest is Raaz Herzberg. Raaz is chief marketing officer and VP of product strategy at Wiz. Before
moving into marketing, Raaz was an engineer, and then, for most of her career, was a product manager.
Prior to Wiz, Raaz led security products in Microsoft, including Azure Sentinel, and with Wiz, moved from
VP of product to CMO.

FRCERIR:

SRIEEE Raaz Herzberg, Raaz 2 Wiz WEEEHE (CMO) FE=RRKEISH. ERANEHMAZHI,
Raaz @—R LM, ERIEEMASIEEEET=mEIIE, M Wiz ZH], Raaz EHHNERE™
fm, BFE Azure Sentinel; 7£ Wiz, IMF=mEI2EHEE CMO,

[00:07:01] Lenny Rachitsky
English:

If you haven't heard of Wiz, it's not only the world's fastest growing security company, it's also the fastest

growing software company in history, hitting 100 million ARR, just 18 months after founding, and then,



just under five years after founding, was rumored to be exploring an acquisition by Google for over $23
billion.

AR ERIE:

NRIFERIFRE Wiz, EFXEREKERERNEL2AE, BRHLLERKERNRHAE. MRILN 181
A, HARR (FEZEMWN) MART 11Z2%57w. ERIAEFRN, FESIMERITLET 230 2E7TH
8% Qs

[00:07:01] Lenny Rachitsky
English:

Even more wild, as you'll hear in our conversation, the team initially went in circles on what they wanted
to build. And it took them awhile to actually land on the idea that is basically the most intense product

market fit of any B2B company ever.
R EIE:

ERIENE, EWRERMOMNEREIREN, AMSRIE “FREEHA” XA LEETRZEF. (]
BTHF—EBNEAEIERE T =T, M N=FEALEZRE B2B AP AENHEEIIN “Fmhin
&” (Product Market Fit) .

[00:07:01] Lenny Rachitsky
English:

In our conversation, Raaz shares what signals told her and the team that the original idea wasn't going to
work, and that what changed in their conversations, when they finally found product market fit, why she
moved into marketing, and what she wished she knew as a product leader from her new marketing lens,
also, her perspective on marketing, and what marketing people often get wrong, and why CMOs often fail.
Also something she calls the dummy explanation. Why you need to pay attention to where the heat is
within the organization.

rhCERE:

EFIER, Raaz RZET HLEES HIFMAMEPARIGIEITAE, UNRHAMIRELXIFEmIaREN, MiEik
ST EHNT R, MR RET ATLARITHEE, URFAFRISE, tAEMNENEHRENAPESE
t4. Lbsh, WEDZETHEHENEE EEAREILHEIR. CMO AREKEXRK, UKMETIEN “@NXE
> (Dummy Explanation), &8, ATAMRFEXFTAL[AITN “AE" (Heat) EWE,

[00:07:01] Lenny Rachitsky
English:

She shares her most contrarian take on leadership, and so much more. This was such a fun episode, and
there's so much to learn here for product leaders, for marketing leaders, and for founders. If you enjoy
this podcast, don't forget to subscribe and follow it in your favorite podcasting app or YouTube. It's the
best way to avoid missing feature episodes, and helps the podcast tremendously. With that, | bring you
Raaz Herzberg. Raaz, thank you so much for being here. Welcome to the podcast.

AR ERIE:



WHRETBHESEASNATERRESGNILE, UNESHEEART. X—SKFEEE, WTTRdAIE. EHT
SEMLIBARRBERSESFINMG ., WRIFERXMER, S TEEBIEEFNAN YouTube £iT
X, XREEREIRRTENRFAN, BNFTBEZEEKRE, WE, LFNIWE Raaz Herzberg,
Raaz, JFERREER, IMREFER,

[00:07:01] Raaz Herzberg
English:

Thank you for me.

FRCEIE:

HHEEE

[00:07:01] Lenny Rachitsky
English:

So | want to start by giving a little context on Wiz, for folks that aren't super familiar with the company.
You launched just under five years ago, at this point. Within 18 months, you all hit a hundred million ARR,
which is the fastest growth rate in history of any software company. It's faster than the two other
companies I've had on the podcast, that also claim to be the fastest growing software companies, Deel

and Ramp. You guys grew even faster.
R EiE:

HEFLAPERKAE Wiz NIFRNTEB—TER. BENLE, RITELERERSE, £ 18 1MARN, RITHY
ARR FLREIT 112570, XRAE LEMRHABPHRIRAEREE, XILHRZAIBHEE LNSIIRRATE
Deel #1 Ramp X ER, EMEEMRERKRMRGLQE. MIFEREEEITEN

[00:07:01] Lenny Rachitsky
English:

| read that you are at over 500 million ARR now. | know it's also not confirmed, but a certain company that
rhymes with Loogle, offered to buy you guys for $23 billion, and y'all turned that down, decided to stay
private. And also, something like 50% of Fortune 100 companies are customers of Wiz. Is there anything |
missed? Anything | got wrong?

AR ERIE:

FOIRENRE R IRIITERT ARR BEEBE 5 12KT T RAEXTEBIESE, BEEXZFIR “Loogle” HHIHIA
B B 230 2= BWEIRA], MIRIHELT, RERFLEN. MA, ME 100 3284 50% W AEEZE
Wiz 9%, HERFEHAR? HEGHARENMG?

[00:07:01] Raaz Herzberg
English:
Never heard of that Loogle company, but other than that, yeah.

AR ERIE:



M AR Loogle BIAE], BRRILZIN, REISERRT.

[00:07:01] Lenny Rachitsky
English:

Okay. Okay, great. We're going to come back to that. What's even crazier is in spite of that, when you
joined the company, you were employee, something like, number seven?

FROCERIR:
8, KiF7T. BIES)LBEARD. ERENE, REVTIMEXAK, MIIARBRABRZE 7SRI?

[00:07:01] Raaz Herzberg
English:

Yeah, we kind of started, | feel like, the founders, and the first six, seven employees, we just started at

once.
FRSCENIE:
=21, BREMERUBANFALREATI, AREER L ERNFAIEN,

[00:07:01] Lenny Rachitsky
English:

This episode is brought to you by WorkOS. If you're building a Saa$S app, at some point, your customers
will start asking for enterprise features like SAML authentication, and SCIM provisioning. That's where
WorkOS comes in, making it fast and painless to add enterprise features to your app.

FRZERIE:

AETIEH Work0S 288, WNR{RIETEME SaaS WA, REMHZFFA ZIFREREIRINGE, Lbi SAML &
fIRIERN SCIM R, Xt WorkOS ARz, ERELLIRIRE Bt AAME R InEE.

[00:07:01] Lenny Rachitsky
English:

This episode is brought to you by Rippling, a single platform to build and scale your startup on. Rippling
handles all the "can't get it wrong" admin work of payroll and benefits, giving you back hours every week,
but it does a lot more than that.

AR ERIE:

ZETTEH Rippling 381, X2—MATHWENY BRI QABMNE—TFG, Rippling RIEBFIE “FREE" B
THIME, MIFRBMATEN, SARTTHEBNENEE, EERIhiEER LTI,

[00:07:01] Lenny Rachitsky
English:

Okay, so for one of the first 10 employees, you're the first product manager at Wiz.



AR ERIE:

y?; T’Eygﬁﬁ 10 gEIZ_: 1;]-\'7~EE Wiz Eg%_{jftlﬁééigo

[00:07:01] Raaz Herzberg
English:

Yeah. Yeah.

R EE:

=0

[00:07:02] Lenny Rachitsky
English:

And what | read is that when you joined, the founders didn't really have an idea figured out yet, when
they landed on an idea, and it ended up being wrong, ended up not working. Six weeks after you joined,
there was a pivot. So the fact that that was true, and you went from this, "This isn't working," to boom,
$100 million dollars AR, | want to spend some time here, because | think there's a lot people can learn
here.

FRCERIR:

HIREMZE, SRIANE, SR AEREERF ST, FMINBRET — M EE, SRIEARHEN, RETH
Bo EMMANARBGE, ABMEET., TRIX—R, RN “XITFRE” BORE, RERBELE 1Z2%T
ARR, HEEXEZHL[EENY, HAREEXERERSERFINMS,

[00:07:13] Lenny Rachitsky
English:

So let me just ask, looking back at that point when the idea wasn't working to realizing, "Hey, maybe this
is a better idea," what do you remember are some signals that told you this isn't working, and okay,
maybe this is, because a lot of founders are in that stage with their products?

FRCERIR:

FRIAFARIR), EEkE, MBBMEATREZEIRIRE I8, BIrXPNEEEY" TR, MEICFEWLERE
SHIFRERNART, MIMENAEET? AARZIBAERL T mpIX M.

[00:07:31] Raaz Herzberg
English:

When we started, it wasn't even Wiz. The company was literally officially founded as Beyond Networks,
because there was this idea of, "Hey, we want to do something in the network security space." Actually,
myself and the founding team, and also, the other five engineers that started with us, we actually all
came from a background of building cloud security products before, but this time it was like, "Okay, we
actually don't want to do cloud security, we want to do network security."

FROCERIR:



FATRIFF e EHEE ZERM Wizo ABIEINAKIZATEIRFE Beyond Networks, EAHBIHRER: 18, &
MTBENERETEMR T A" Kirt, & IBERURMENT—EFBNEMERTEN, EREEMs
Zermb, ERRENENE: “WE, RINEXFTEMzReT, RINEENELS”

[00:08:00] Raaz Herzberg
English:

What happened was in those initial few weeks, it also, we started was literally, exactly, Wiz was founded
together with COVID. It was that March when the whole world shut down. Suddenly, everything went

terribly, terribly strange on all of us. That's when Wiz started.
R EIE:

HLRERVDNILEE, Wiz WRIIEFE ETHERE. BER=A, 2HREEET RAZE, HIIFFEA
MATEETEREINESF. Wiz BT RN,

[00:08:19] Raaz Herzberg
English:

So it was like, our days looked like talking to 10, 15 customers. Wiz is a B2B product, the buyer is the CISO,
the people, the person that owns basically security for the entire company. So we would have 10 to 15

meetings every day, with potential customers.
R EiE:

FRUAZBIFATRI B FR2& XM 10 2 15 MEP XK. Wiz 82— B2B™m, XXRZ CISO (BEEER:
B), ERERHRBEINRERE2NA. FIURNEXREMEEEFF 10 2 15 5%,

[00:08:39] Raaz Herzberg
English:

At the time, we didn't really have a solid product yet, but we had an idea, and the deck explaining our
idea, and what we're going to build, and why. We were all a very technical group of people, and
especially, our founding team, Assaf, our CEO at Wiz. Before Wiz, he led the entire division of all of the
Microsoft cloud security products. So they're very, very impressive, very technical, very well known and
respected in the industry.

AR ERIE:

HRENEKBERENSm, ERMNE—TRZE, E&F—0 PPT BERERMNNEE. RMNBEHFAUKRATAE
5o HANEMERATRREIIA, LEHERKABIIBEPR, tba0 Wiz B9 CEO Assaf, 1817 Wiz 27T, T
EWMBFME R mNEBENE . FIUMIEERSE, KAEE, TILRIFEERARAEH,

[00:09:09] Raaz Herzberg
English:

And so, we would join a call, and kind of present and walk through our idea, and the person on the other

end would be like, "Oh, it sounds interesting. Oh yes, sounds interesting, we'd love to hear more. Yes,



perfect. Sounds interesting, we'd love to hear more." And you finished calls with a good feeling, like the

person said, "Oh yes, interesting, interesting."
R EIE:

T2, HMNSSMBIEZN, BRFAHFERNORE, WHERE: B, WERREE. 28, REE, i)
BTRESZ, XET, RE#E, BRERIEEKR.” EEBRERTRRERYT, RANH—EER: "B, R’
B8, RE®.”

[00:09:32] Raaz Herzberg
English:

But like you said, | was hired as a first product manager. | sat in on those calls, sometimes officially
participating, sometimes, even, not officially participating, but listening on all of the calls, and | finished a
couple of weeks of that, which is a lot of calls, I think, two weeks or something. | still did not exactly
understand what we were going to build, which was confusing, because | was a product manager, so | was
supposed to start building it, in some ways, go to the dev team and start building it. And that was a point
where | felt like, "I don't know what we are talking about exactly."

FROCERIR:
BEmEIRRE, RREAF—(ITREERRAN. ZSMTHRERERN, EREERSS, ERHEERR
Elf. TEHTAARANKEZWNE, FINAFTT2RARMNIIRERE 4. XRIEARZ, RN~

218, WNIZAREFHNRE, EMEELR, REZERFLRBARFRTET . MEB—Z, HHESF: R
AARMERANRIRER L A"

[00:10:24] Raaz Herzberg
English:

At some point, it was like, "Okay, | have to ask. What exactly are we," like, In the details, right? Not in
describing a big problem, in a high level, big potential approach to solving it, but what exactly are we
doing here? And | think that that ended up opening a really deep discussion of, "Okay, wait, maybe we are
telling a bit of a broad story, and maybe the person on the other end is not going to tell you." They're not
incentivized to tell you, "You know what? | don't know what you're talking about."

AR ERIE:

ATREDNR, BER[: TR, BLAER. HNZREMRTA? 7 FENRAT, WIE? AERER—IMEKX
BEEE, HE—TEALN. REBONERGE, MERNEFEXEFHA? HIANXSILT—17EER
ABGTIE: B, FF, WIFHRITANRERERT, MYAAERSEFRER" T8 hERrR:
“RAIEPS? FRAERFERERT A"

[00:11:14] Raaz Herzberg
English:

So | think that opened up a discussion for us, and we kind of understood that we were listening in the
wrong way, maybe, that we were looking for positive reinforcements, but not really listening intently to
signs of deep enthusiasm, and that ended up pivoting us around to cloud security.

FRCERIR:



FRUARZAFMNARTIHIE, HMNFIREIB BRI ANAIREE T —RIN—EEIFNERNEE, MEE
HIEREMARRLERR “RERE HES. IRKEEREDT RS,

[00:11:31] Lenny Rachitsky
English:

There's so much to learn, just from the short story, and | want to get into what you started hearing that
made it sound like, "Okay, wait, maybe this is a better idea." But first of all, just the fact that you're doing
10 to 15 calls a day, you said?

AR ERIE:

HEXMNEERNEXAZERFEINNG . RERANTE—T, SMAGRAEGTAFEN, 5T FE,
FF, BIFXTNEEEN o BE%, RRIZARIRIEXIT 10 2 15 1 EiE?

[00:11:41] Raaz Herzberg
English:

That was a bit of, in some weird way ... Again, Wiz was founded in that terrible March, where the world
closed down. It seemed, at the time, a really bad time to start a company. Markets were frozen, and
everything. Even my mom, which knows nothing about what exactly | do or why, | mean, | left Microsoft to
join Wiz, even my mom was calling me and telling me, "This is not a good time to join a startup." But it
ended up being in some ways, like an advantage, because everybody were home. Suddenly, everybody
were home, no meetings, no travel.

FRCERIR:

K2R LR, XERFE-BiR—K, Wiz 2ERMEEN=AMIIA, SNHREEET. RIYRER
KRN RGN, Tk, —IEETT. EERG —ReMERREAREMIT AN AEX
2, FHABBF AN Wiz ()— s ERITRIEREN . “WETAZMADE QB RFII. " BLERIE
BA, XAEXRMIZE LRMATNE, RAFRBABER. RAZE, ARBEXK, AR, KBEHE.

[00:12:15] Raaz Herzberg
English:

So suddenly, CISOs, which are busy people, and we started, originally based in Tel Aviv, so we couldn't
even fly, but suddenly, it didn't matter. Because, | mean, everybody's home. So yeah, we took 10-15 calls
a day, back to back to back.

FROCERIR:

FRUASRFAIE], BRLFEHMTIS AR AR CISO BT T . KNSV SEEFHAER, SIEERELTW, B
RABXEBAERT . FAKRKEAER. FILED, FH1EXE 10 B 15 MEE, —ME—1

[00:12:30] Lenny Rachitsky
English:

| think that alone is a really important lesson of just, that's how you discover something that isn't
working/find the thing that is working is, do many, many calls. That is a lot of calls. | don't even know how



someone has time to do 10 to 15 calls a day. But again, | think that's how you do this. So | think that alone

is a really important lesson for folks to take away.
R EIE:
BRBEME—RRE— TN IEEEENRII KT B ARASHREITSENARANTGE, METAENE

iH. BRRIBIFEZHEIE. REETHE—MANEAENESEXIT 10 B 15 M EiE, BiEHRER, HITSXR
ERNZiE, FMUERSERX—RIFEERARES.

[00:12:46] Lenny Rachitsky
English:

| love this point, that people are going to try to be nice to you, especially if they think you're really smart,
and especially if you're describing things that might be helpful to them, but what you're sharing is, you
need to not trust, that often is deceiving. Talk about what it felt when it moved from just, "Oh, this is cool,
this is nice, and maybe let's talk more," to, "Oh, maybe this is actually something they'll buy."

FRCERIR:
FRENFRINE—R: AMNZREMNMRES, LERIMRESIRRIZEE, HEMEARNARART M)

BEB, BROENZ, (RAEREXE, BEEEEHREE. BRKSRIM B, XRE, R, ©iF
AV LUBWE” 2Eh B, SUFRMNENIENKRA" B, 2HAFFH?

[00:13:12] Raaz Herzberg
English:

We really felt the type of questions change. Suddenly, the call didn't end, was like, "Oh, this sounds super
interesting. Sure, please update me. I'd love to hear more." Certainly, the call sounded like, "Wait, again,
how are you pricing this? How much will this cost?" Or, "Wait? When can we start doing a POV? How long
is a POV?" Or somebody would finish the call, and be like, "Okay, | know exactly who | need to connect

you to in my team."
FpsCERiE:

HMNBEYBIRZE T MR T, RAR, BIEREN B, XFERKBRER, 789, BHENSNH
B, RRETRESZ” 4R, Hk, BIEETHT: “FF, BiR—B, MIIEAEN? XBESDE? 7 5
& “FF, MM ARHMEREILIFGEM POV? POVEMZA? * EBASEBEERNR: “WF, HAMEHKFE
EHRIRS | FATHENERIET "

[00:13:35] Raaz Herzberg
English:

Those are really strong indications that are the type of indications we learned to look for. Although there's
something | think, at the beginning of a company, it's very scary. | think naturally, as human beings, you
want to get affirmation from the other side. So you're actually, you have a bias to look for affirmation,
versus a bias to look for what you don't want to hear. That's just natural, being a person.

AR ERIE:

XEMZEERINES, ERIENFSEZIHRNPMES. BAREF/ELSVEIH, XRIFA. FHIAAE
AL, REMFERENANEE. FIUERRLE, MEEIHEENRL, MAREFHIBLERARAITEIR



EEBRL. fFAAN, XREA.

[00:14:04] Raaz Herzberg
English:

So | felt like, that is what we ended up really being in tune with. "No, | have to understand. They're
intently interested. They want to connect me to somebody. They want to know how much this costs." If
somebody just tells you, like you said, "Oh, super cool, yeah, | want to take this as a good sign, but |
shouldn't."

FRsCERF:

FRIATRRDEE, A BENKLEERFEXEN. “F, BLFHEB. WIREORNE, ti1RExX AL
RN ITRMEXZVE.” MREARZBEMRERDN, SFR B, BRE , 289, RRBCE TR
3%, BT EE.

[00:14:23] Lenny Rachitsky
English:

It's almost like you need to see them pushing for the next step is what I'm hearing is, "Let's do a POV,
what's the next step to do this? | want to connect you to this person, to talk further about this," versus
just, "Oh yeah, this is awesome. Thank you." And then, okay, bye.

AR ERIE:

BIFFNERE, T’TJ'LEF%EE B EshEH T —F, tban:  “F1ED POVIE, T—FIZEAM? FAE
RITAL XN, HE—TWE,” MARMNG: “BEs, XXET. #.” AR, FE, 5l

[00:14:34] Raaz Herzberg
English:

Yeah, exactly. And also, in B2B, that is really the process you have to take, after you have to get connected
to the actual team that will test the tools, will deploy it. There needs to be real passion about doing
something, and | guess that is the difference. It's real passion about, "Hey, | want this right now."

FRZERIE:

T8, ", MATE B2B M, XWEREBMUNEAHEE, ZEMOTFIEFEFNX TR, BETRMNE
Fho DB —MEEBMESZHHE, RBXMEBXAFAT. BE—MEERNHE: TR, RIAEMEBEX

N
[

[00:14:54] Lenny Rachitsky
English:

The other point you made is that you were the person, nobody was saying this thing that was this
elephant in the room, almost of, "What are we even building? | don't understand what's happening here."
| read somewhere that you were like, you told, "I need to quit. | don't understand what this is, and I'm not
the right person for this role," and it turned out, nobody understood exactly what was going on. Can you
share that story?



AR ERIE:

MREINS—RE, REBRTEE “BEENARR” BIA, HiIFAR: “BIIFIRESEFA? HARBEB
XERETHA” BERLRE, FINEER: “HEHR, RTHAXEMF4A, BFREXMRUNEGEA
i%,” SEREI, HRKAWDIIELRET 4. REEDZE—TBNRERD?

[00:15:17] Raaz Herzberg
English:

It's funny, because it's a story that some of the founders tell, and they tell differently. They tell, "She came
to us, and she was like, we have to rethink," but that was not my perspective at all, right? My perspective
was genuinely, "Okay, | have to confess, that was my perspective." | was sure that | was the only one not
understanding. It's hard to get the courage, | guess. Sometimes, it's hard to get the courage to say,
"Actually, | don't understand." But | think by now, in my career, it's my favorite question.

FRCERIR:

XREHE, AABLERABAXNEE, EMIIRER—F, il “fskREEi), "REMN[FEHRE
8,7 ERRATZHROMNAE, WIE? HHMAAEE. “WE, HFER, BEHRESERE” RANHE
HEE——NRIFENA. 8, ZHESRE. AE, il “HLHEAHEF" BREEWN. EFREET
BRIV AETERINTE, XA T ERERHR,

[00:15:56] Raaz Herzberg
English:

| feel like I say, "I don't understand," a lot of times a day. | think, if you build a company with the right type
of culture, in a sense, then it's not a shame to say, "I don't understand, or please explain again." It's
having that culture in place that enables it. And | also have to say, when | think of the founding team, and
the founding team in Wiz, Wiz is a very flat organization, in some ways. It's not about seniority, it's really
about driving impact, and everybody can have a seat on the table, and voices are heard.

FRSCERIE:

RERERASWEZR “BAER . HiAA, NRMREL T —KBEERXLHAT, Baii “KFEH"
% “FERERE—R ARt AERMNE, SXTXHIEX—IRATERE. RIEEHR, YFKRBE Wiz eaR
PABS, Wiz EEMIZE FR— N EERTMAL, X58FHTx, BEEXIHNETEEZMA, S8 MAEHITUE
RELEEZH, ESHRRERIFE,

[00:16:41] Raaz Herzberg
English:

And | think it also reflects really highly about them, just giving me the seat at the table, in a sense, to be
even able to say, "I don't understand." Then, when I'm saying | don't understand, not actually being open
to, "Oh, maybe we have to also think again." | think that tells a lot about the culture, even, to this day. But
it's definitely, for me, it's a very learned quality over my progression of my career, actually allowing
myself to be more vulnerable, more easier in saying, "I don't understand, or I don't know."

FRCERIR:

FIAANXBEI T HNNEERR, BHEXER, e TR —E2H, tHREEERE “RFHAA" . MA
HEX AW, WIRENFARSE: B, tFR(MtEE8R." RESXROWRBT ATNXL, HE



SRM|AWLL, BxFKR, XENBRWEERITN—MmEA, BATECEINMESS, ERMntid “%&
REAR" B “HAAE” .

[00:17:05] Lenny Rachitsky
English:

| love this lesson so much. One, partly because you said it's really scary to be the person that's like, "I
don't understand," right? That puts you, that's a very vulnerable thing to say, because you're like, "What?
She doesn't get it. Maybe she is not as smart as we thought." That can't be easy, to be the person doing
that. The other thing is this reminds me of Tomer Cohen, LinkedIn CPO, has this really great phrase, "We
may be wrong, but we're not confused." | feel like that's exactly what you're saying here.

FRCERIR:

HRREMNX—IRT . B RERIREEIFAIMNE “HABEE" ARRRIFA, HB? XFiLRETF—HIE
EHessavEM, FEAMRSA: “HAa? tgiiE. hifHKITEKNBAER" HEBIMAEHAR5. 5
—#ER, XIEFERT Linkedin 89 CPO Tomer Cohen W—A&S: “HKaIgeRtE, BERINAFER,”
BRRSXERMMEXERANER.

[00:17:31] Raaz Herzberg
English:

Exactly, which is why | love this question to this day. | love it. | do think that if something is not easy to
understand, then maybe it needs a bit more chewing on it.

FRCERIR:

RiE, EMBEAFAKESTHAEXNEE, RENRER. FWTIAN, NIREASEFIEZER, BadiF
ERERZHRERE,

[00:17:46] Lenny Rachitsky
English:

| love that. Okay, so things started to click a little bit more. You started seeing enthusiasm. Can you talk
about just what that phase was like, and any lessons from just that turn to, things are actually working?

AR ERIE:

KiET. 4, EEAREFIRG T, (RABEIRGB. REERKKIBTNERZMT AFRINE? MBI EITREIEE
HIEFinE, BH4ziig?

[00:17:59] Raaz Herzberg
English:

I have to say, | think the feeling, after we made that switch, what ended up happening is that after that big
conversation that we know, | don't understand, we ended up having, and this never happens, | don't
think it's ever happened since. It was almost a long, five-hour discussion, with all of the founders, where
we decided to move away from that pivot to cloud security, which is what we really, in some ways, know
best.



AR ERIE:

HR/R, ERINBEBIELEEORE -SRI, ERTBRN “BRAHEA” BAIHEZE, BI#TT—
HRAI/NITIE, FIEMNIIBARSINT —XMERURIMRRES, ZRFGEEEBRES, FBR
WieH, RIMTREERAZRE, XEEWEE LERRITRERKHTH,

[00:18:25] Raaz Herzberg
English:

That's our background, that's what we did before, and we felt the problems there was so big and so
strong, and once we started having the conversations with the new pivot to cloud security, the room felt
so different. | mean, it was all over Zoom, but our room, it felt very different. Once we found the right
path, it was so easy to distinguish it from the wrong path, in some ways, because we did start getting
those strong signals. And in some ways, they pushed us forward.

FRCERIR:

BERANOER, BRONURNBINER, BMNESHRENREFEEXRREY, —BERNNABRESZHINER
SRBBHITINHE, SEMTLARRAT. BAFEET Zoom, EBRINRTIEFEFR—F, —BHETEHRNE
B, MREZRKESHIRNEBX DR, BARINHEAREEIBLERIINES, AXTEEL, BXEE
STEHEE R,

[00:19:02] Raaz Herzberg
English:

A customer was like, "Okay, | want to start a POV," and we're like, "Oh, okay. Of course. Let's schedule for
Thursday next week, or something. We tried to even postpone it a bit, because we had to run fast."
Another learning | have from that phase was, | explicitly remember that first conversation, where it was
like, "Okay, let's do a POV." It was a Fortune 10 company, a really big company, and we had a beginning of
a product. We wanted to buy some time, until we actually started the POV.

FRSCERIE:

BNEPHR: 9T, BEFBRMHPOV,” FITOAE: “B, T8, YA, RIMNLYUETANE,” ZKNEZZE®
B—sa, RARINSABEE TR, BMBINNEZINE MR, REBMIZEE—RMNE, YA
W “UF, A POVIE,” BR—XRUVE 10BMAT, MEIEFA, MEINURIE— = R%ER. &
11782 =8, EEIEIEFIE POV,

[00:19:33] Raaz Herzberg
English:

Just because of that, we said, "Okay, also we want to really understand exactly what they will connect to
us as part of the POV," because everything was so initial. So we put this long list of technical questions,
"What are you using for this? What are you doing here? What are you [inaudible 00:19:47]?" On the one
hand, because we needed to know, to actually build a thing, on the other end, just because we wanted to
buy time, and | was super scared.

FRCERIR:

EEpOLE, FHADR:  “9F, HOBBHEYTHEE POV IREFIRMNSEAHAERIRNXE,” AA—IEK
MY . FRENMINT —KEBHEARA: “MRIIBHAMIN? RITEXBREAERE? (K] —HEEERE



NENFENEXERAENES R, 5—HEIASEFIEE, HHBRER.

[00:19:55] Raaz Herzberg
English:

| remember studying that e-mail, and being like, "Ugh, they want a POV. And now, I'm going to scare them
away, with this list of things they have to do, and list of questions, like it's counterintuitive." But actually,
it came back filled a day later, and | remember my lesson being, "You know what? This is actually good. |
want to make sure they're committed, right? | don't want to push somebody into a POV, if he is not

committed to me at this stage."
R EIE:

KICFHMITERHEAHR:  IE, iT8E POV, MEMEBZRAX—AKHERDFHM ) BHEM]FE, XX
RERT.” BELE, —REMITMEAGFLRRT, FERFEFIN—RZE: “MAER? XELEHE. &
BHERMNZINER, WIE? NRMAEX NN ERNFOLERE, HABRMERI I POV,”

[00:20:32] Raaz Herzberg
English:

I'm not trying to push something on someone, especially not at this point, and my opinion, not ever, not
even today, not even when you sell at large scales. I'm not trying to push anybody to anything, | really
want to make sure they want it. | have to feel that want back. So that was another learning for me. It's
like, first of all, when it works, it works, and you do know when it works. And the second is, "Don't be too
afraid to get the pull from the customer." It's okay. You need that pull from the other end, as well. Don't
push too hard.

FROCERIR:

HAEREEMARRERNRA, CHREBN K. EHER, KEAERE, BIERSK, BERAMER
HENBZEN, HABRBEMAMERNS, RENEHRUINEEE, ROTERRIINHGRIBMHBE, Fi
URXZENSZ— MR, B%, THEMZRITEE, MHKERREE. HR, “FEXEBERESEFPHHEL
(Pull)o” ERFRM, FEFES—WHIAIN. FEREKIE,

[00:21:03] Lenny Rachitsky
English:

| know people always talk about, "Look for pull," and I love that you're describing what pull looks like.
Somebody's next day, filling out a really complicated annoying questionnaire, because they just want this
product they've never heard of before you chatted with them. Now, they're like, "Just give it to me now.
I'm going to do anything you need." Is there anything else along these lines, before we move into your
current role and learnings there?

AR ERIE:

BAEAMNS2ERIE “FHAN" , HRERMMAIDBER, BRERAESE -RMEGF 7T —MkEER
BMAREERE, NERAMITEREINMENRIIR ZBIMKITRZ R me. IEMIIMEER: “HEMR
LIIE, MBJEAFLARBES.” ERNERMENNAGNOSZE, EBFAXSEVEZRE?



[00:21:23] Raaz Herzberg
English:

| also think that one of the things we did very, almost uniquely, it was, was that, because things started
rolling so fast for us, once we found the right path, we ended up selling before we had a seller's team. We
ended up, almost in some ways, always being behind, right? Okay, I'm closing contracts with people, |
haven't hired my first salespersons, | don't know what we're doing here, | don't know how to have the
conversations.

AR ERIE:

BiZIAN, BIMHRIFEREN—RE, AN—BERETERNER, FHERFSRRT, ERANTELE
HERPRIBHRIMAIREm T, ERMEE L, HMNUFLS2E8FH, WIE? iF, REEANAZSRE, B
ERARE—THEAR, BAHERNETHA, BEEFHELEAK.

[00:21:49] Raaz Herzberg
English:

But we ended up learning so much from that, from us, ourselves, us being the founders, myself, closing
the deals, actually going all the way to contracts and everything, by ourselves. We learned a lot, we
learned a lot. And then, when we hired our first sales hire, it was also like, "Look, we sold a couple million
of this, so you, for sure, as a salesperson, you kind of give that confidence."

FRCERIR:

BERMNREMPRZEEL, HNNBS—=ElRA. REC—FBEARKRS, XEETGERE, BE—
. BMNZFETRSZ. AlF, SRNNBIE-—THEARN, HATTLR: “F, RIIEEET/LBAET
T, FRUMREREE, BESBBMHED."

[00:22:14] Raaz Herzberg
English:

So | felt like there was multiple places where that ended up happening, just by accident, because of how
fast things ended up happening for us. Actually, it was a really good learning experience to do it for the
first time yourselves. | think, sometimes, when you start building a company, you have this wish that if
you can't do something, you're going to hire the right person, and he will be able to do it.

FROCERIR:

FRAFRRDEE], ATEBEHARFBAR, REMSHENSIGE TREN. EfrL, FREEDFRIFEEEDN
FILZM. KHRT, BRERIAMAGEINQEN, MIBE—MEE: NRMTEATESHSE, MRER—15E
BN, ftbRLtRERRRE.

[00:22:49] Raaz Herzberg
English:

Okay, | feel like my message is not clear enough, and we just started this company, it's okay, I'm going to
hire my first product marketer, and that's going to be it. Or | feel, we can't close a deal, because | need to
hire my first salesperson, and that will be it. | hardly find that, | don't think we've ever had that work for
us, honestly. It's like, if you can't do it one time end to end, and you're the core, core group, the chances



of just bringing somebody from the outside to solve that problem, it's wishful, in some ways, but it never
ends up that way.

AR ERIE:

tban, “BRF[EROEBLREABEW, KNARED, ZXR, REBE—NT"mEBEALR, REMBER
T HE, "BEFSHNEATER, RARFTERE—THE, AEMAERT T HAIMELHIFMLL,
ELW, HREXERNE EMREZRT, NRMREAZOERSE, TEEEMKIIEBTR—X, BLEE
MIMERBN AR RZ N LR, EMEZE ERBRARY, FRKTFIIBELR.

[00:23:08] Lenny Rachitsky
English:

| love this advice so much. There's kind of two parallels here. If the founder can't do it, who has the most
context and passion and motivation? It's unlikely an employee's going to be able to do it. And it's similar
to the selling point, that if your early customers aren't pulling from you, later customers are not going to
have a good time, right? It's like, the most passion comes early. How long did you all stay, doing sales as a
founding team? How many millions ARR, roughly, do you remember?

FROCERIR:

HEXERZTMRNT . XEARTEMZL. MRAERAER. RBABMEBHIHEIBABAFE, ITHA
KNAJREMGEl, XMEERRE: MRBAFFARESHEM, FHRNETFEARSEFEE, WHBE? KB
ABEERERH. FRHLIEHERA, RITEEMEEMTZA? AREEIT 2075 ARR, (REIZFE?

[00:23:39] Raaz Herzberg
English:
Oh, a couple million. | don't remember the exact-

FRCERIR:

R, JLBAETT. HAICHHTIRY

[00:23:41] Lenny Rachitsky
English:

A couple million?

R EE:

VIN=VSE s

[00:23:41] Raaz Herzberg
English:

Yeah.

FSCEiE:

=0



[00:23:43] Lenny Rachitsky
English:

Awesome. That's incredible. Often, the heuristic | hear is, one or two million ARR, and then you start to
hire salespeople. Okay, that was an awesome lesson. | love that. | want to talk about your current role. So
currently, you're CMO, and also, VP of product strategy at Wiz. You started as an engineer, you moved into
product, and now you're in marketing, which is not a traditional path, especially for product people. First
of all, why did you decide to move into marketing, from product?

AR ERIE:

KiET, XRT R, BEHRFNLIENE, ME—MES ARR EHBBEE, ¥, XEIFEEN—IR.
BREW. HEWIMRIENAE, BRIfRE Wiz 89 CMO, R RRIKEIRE. (RNIRmES, I
m, MEXMBEH, XAFZEHANEERE, LERXNTmAFRR. B, MATARENTRIEEER?

[00:24:11] Raaz Herzberg
English:

Yeah, it's not a traditional path for anyone, | think, also not one | would have necessarily expected myself
to be on. First of all, it's not like | had this plan, right? In general, | myself, people sometimes ask me about
career progression, and | never had a plan for anything. That is just, the only thing | did was follow good

people around. That's it. | never had a plan for anything | do.
FRCERIE:

B, EREXNEMARRBABERRE, REUKMHEBSIEXFR. Bk, FFEFAITH, o
iE? SERE, BRAMNERREEANE, RHEMEAEERLE I HE—MOIMIERRLFZHA. X
LMmBE. FMERSZELETKEIITL.

[00:24:36] Raaz Herzberg
English:

So myself, coming to Wiz was following Assaf and Ynon in the founding team. And two and a half years
into Wiz, at that time, Wiz was already, it was a very clear product market fit. Our revenues were already
there. We had a sales team that was fully functioning, but at that point at Wiz, we felt marketing was still
something we didn't fully figure out. It wasn't working super well for us.

FROCERIR:

FRAFRRE Wiz 24 T BFERIAEBARRY Assaf #1 Ynon, 7EAIN Wiz FE¥G, BRE Wiz B4E T IEEREMN
FamminRe, BITHBRABZXLEXRT, HERNMEEIERF. BEBRNME, RIS EHLERRKIVER
BEEANES, EXEITRITMEREFHF-

[00:25:13] Raaz Herzberg
English:

We were at this stage where, yes, if there was a POV, a proof of value happening, we would win it, versus
competition. But many times, we would come to a customer, and they would be like, "Oh, | wish we heard
of Wiz, we just signed with a competitor," which it breaks your heart, because | know they would have
chosen me, had they heard about me in time. So you started feeling that challenge around awareness



and marketing. So two and a half years into the company, basically Assaf, our CEO, asked me if | was

willing to take on marketing.
R EIE:

BATHE R FXE—MEL: NRE POV (MMEERA) Wik, EITESEERIZTENF. BRZHE, Ki1E
BER, tilsi: ‘R, EHRERER0rE Wiz, EMNMERHNFETH,” XEILAOE, EAFMENMR
TR B IRiRE 3, —ERERN. FAIURTBBRZINZEMNEHAENkE. T2, ERRRIBEF
&, A CEO Assaf K BT R EEFEH,

[00:25:42] Raaz Herzberg
English:

Originally, | thought it was, | remember, he knocked on my, bothered me while | was working on my
computer, and we went into this super cold room. It was like, when you were a fast-growing startup, all of
the rooms are always full, you know what | mean? We went into this server room, which is freezing cold,
and | was in the middle of something, and he told me, "I think you should lead the marketing org now." |
told him, "Okay." | was like, "Assaf, I'm cold, I'm going back to work. | have a lot to do." It sounded that

bizarre to me.
FRSCERIF:

EANRESXABEET. RCF/UBTHENETF, EREEMIIERITEH T, ARENNET —NELL
HIpSiEl. fRAIERY, ERFEKHVIEIATE, MAENZINEKTZZHE N, HITET —NLEEmBNE, &
BYEMTER, MERKXR: “HESHAENZATEHST.” HEMHR: “FE.” ZIARBHZ:
“Assaf, FiR/%, HEBOEETIFT, HREEIHEREM.” XWFFRIRIMERKTIET -

[00:26:12] Raaz Herzberg
English:

It's not only, do they not know marketing, | spent my life in engineering, and in any product, it's not the
go to market side, even. | was never part of the go to market, or | have never heard of a lead in my life. |
did not know the word "pipeline." All of those things were very remote to me, very. It sounded like such a
bizarre motion. But that was on a Thursday, and then, | spent the weekend, because he asked me to, and
again, | just follow good people...

FRCERIR:

AMURMIAEEH, RXEFHETMIEN~m, EEHLEMT GTM (ERATHE) X—ik. BMREE5T
GTM, XEFHERIAHLT “AER" (Lead) XM, FBAIEFARZ “Pipeline” (HER}). FAEXLEN
BRGELIEDBEIT, . XFERGE—MREGENRIN. ERZ2AM, ARKET —TEAR—RH At
EXRBEE, MKEEEMHEMLFHIN---

[00:26:42] Raaz Herzberg
English:

So | spent the weekend listening to a ton of podcasts, talking to CMOs, just to even understand what do
CMOs do, what do marketing orgs do in B2B companies? Then | ended up deciding to just give it a try, and
we did not know if it was going to work. | also don't know if it's going to work forever, but we ended up
deciding to give it a try.



AR ERIE:

FEEBNERITT AERNEER, N—LCMOBIX, RENTFHHEA CMO BIRE2TF4R), B2B ATREH
BIXZFHAH, REFREX—R, BRIBFBFANEXITATRRE HEFNEXEBETERKAZY, B
HNREZRERA—To

[00:27:04] Raaz Herzberg
English:

| think the thing that's convinced me to do it was that, in some ways, | really felt like if, in the early days of
the company, finding product market fit is a major block for the company. And then, building a sales
organization becomes a major block for the company. | felt like we were at the point, where you have to
figure it out to scale. At some point, of every product, people start looking really heavily at brand,
whether we think that way, or we don't.

FRCERIR:

FHANAGRBRBEBRIGENRRE, AXMEEL, HENIESEQRRH, IHFAaTHREREENE
15, &8, BUHEARMT ETERER, ARERNIANELTF—NIERREHAA geSLIARLT KA
TRe EEATRIENNER, AMIBEFHRIEEEERE, TRANEEFIREIX—R.

[00:27:39] Raaz Herzberg
English:

When | buy my iPhone, | have no idea how it really is compared to an Android phone. | did not look at the
specs. | truly have no idea. So why do | buy an iPhone? I just know it's the thing to buy. B2B products,
even the most complex products, people are still people. They still buy it, because brand matters a lot.
That was part of what convinced me that this is super important. So if I'm asked to attempt, at least try,
because | do think it's really important.

FROCERIR:

HIXE iPhone BY, HRAFMBEEMREFIELLIIREARE, FLEMRSY, ENTE2NE. BRATA
EX iPhone? HRMBERIZEIRA, B2B ~mtBR—1F, BERRERNTm, ERBERA. HIIXE
EENBERER, IMNERBEXGZREAEENRAZ— FILMNRIERERR, ZLDER-T, BAFK
HBSHANXEEEER.

[00:28:19] Raaz Herzberg
English:

Yeah, it's exactly that. It's like that in the early, early days when we just started with, | remember, | felt like
the heat was in the product kitchen. Because it's like, everybody's waiting to have something, people
want to start doing something, right? Then they felt like, "Okay, you start understanding it," and now, the

heat moves a bit to the engineering side like, "Okay, build it. Somebody wants it, build it, make it work."
FRZERiE:

TR, MEPE. MEENFROREEME, RICFERRBED “AE” (Heat) BEFmEREE. AASTA
HEFELRARA, ARBEFRBRTA, WE? RARARKERS: 9, (RFRERCT,” RERENRE
AT IR W, IBeEdk. AABREE, EHX, iLEis.”



[00:28:44] Raaz Herzberg
English:

Then | felt, "Okay, so we close a couple of deals now," right? We had our first couple of clients. Now you
bring in sales, and the heat moves to sales, because they're like, "Okay, we have this thing, now go sell it."
And then, the heat starts moving to marketing, in my opinion, where it's like, "Okay, we have a product
market fit. Salespeople can sell it, but they're saying, 'Give me more pipeline like, 'Hey, nobody heard of

Wiz. Give me more.'" So the heat moves to marketing, at that point. That's kind of, I've always felt like,

yeah, in some ways, | also naturally, | guess, follow the heat.

FRERIE:

BERNEG: W, RMESTLNETF,” WE? RITETEMEF. WEMSIANTHE, AEREET
THER, RAfilsilt: %, BRIVEFRT, RESHREE.” RARERER, AEFRAEHER, mE
2 ‘W, BIBTERMHRE, HEESREE, BMIER: “ARES Pipeline (HENSR), "2, &A
I3 Wiz, AREZER.” THRI =, AEREBRITEN. B—EHXRT, 20N, EEHREEL, ®X
Bt REERMAR “BREHRE .

[00:29:18] Lenny Rachitsky
English:

And | think it's actually more so, that they put the best people in the places that need the most help.
Clearly, that was you, when they did that.

FRCERIR:

HREEMLEESERN, MIERABHARETREFEZSLHMG, BA, StbIIXAME, BHARE
fRo

[00:30:32] Lenny Rachitsky
English:

| asked one of your board members, Shardul Shah, what to ask you. He's a partner at Index Ventures, and
here's what he told me, speaking of this move to marketing. He said that when you were in your first
board meeting, the Wiz board meeting, presenting marketing, and sharing your plan, and you asked him,
"Hey, can you introduce me to all these marketing leaders, so | can learn from them," he basically did the
opposite. He's like, "No, I'm going to introduce all my marketing leaders to you, because | think they need
to learn from you." Why do you think that's the case?

AR ERIE:

e T IRIIM—(IZEFE =5 Shardul Shah ZiEIfRT 4. 7 Index Ventures IEIKA, WEMRELITHEH
B, MRXARKENN. iR, BRE—RBM Wiz NESSRIY, BTREEARHLZITRIE, fRiafth:
IR, REEEBRNTALBLEEHIMG, BREMFS.” MBS EMTHEREE. iR “F, REEXK
HIFREEHETHENBLIR, BARTFHINFTERMFES.” RREAFTAZEE?

[00:30:51] Raaz Herzberg

English:



I think Shardul is very kind. | deeply remember that meeting, because funny enough, it was my first board
meeting ever. That is a funny thing by itself, because Wiz's board, we have Shardul on our board, we have
Doug Leone, and we have Jeff from Insight. It's almost like, it's very humbling to sit down in front of those
people, period. And since | decided to take marketing, and | took to the CMO role, this was also my first
board meeting ever.

FROCERIR:

13 Shardul KESRT . BRRHMIBEIRRRWN, EAREHE, BRREALEFE-—XRSMEFEZIWN. XX
BRRFY, FHR Wiz WEER%E Shardul, & DouglLeone (LIM2EZA), BF Insight B9 Jeff, LIEXLE AT
AIASMIL AREIFFEERE. MEBMNBRREZEFERHEMR CMO LR, BBHEERMNE—REZTESN

[00:31:23] Raaz Herzberg
English:

And also, it was the meeting where it's, in some ways, | was not that. | was like, "Okay, we took our
product manager person, she was never a CMO at any company, and now she has a CMO here." So it was
just very, the whole setting was very stressful for me. I just ended up, it was like, | think we just had the
meeting two months after | took over marketing. So it was more of an update of, "Hey, those are the
changes I've made, and this is how I'm thinking of approaching this, and this is all the things I've done in

the past two months."

FRERIE:

MEEEMEEL, BRZWNNERE: “GE, RMIET—1N=nFE, MAREEFRLFEET CMO, I}
EMAEXEL CMO 7,7 FRUEBNMEXRNEKIHENIFER, BRSWNAMESEREFEHRIARHR. I

MEZR—THELR: TR, XRRMEONE, XRFITENALEXGENEE, XBRRIEZHIAMR
Es—1,”

[00:31:59] Raaz Herzberg
English:

It's funny, because I'm a very non-traditional marketer, just because | really don't know marketing. At this
point, | kind of know already, because I've been doing it for two years, and | read a lot, but at that point, |
generally did not know. | could not even explain to you how untraditional my approach was, in some
ways. | just really did what | thought. | mean, | had a ton to learn about marketing, but what | knew really
well was the problem we solved, and | really knew our audience.

FROCERIR:

XRE®, AARE—TIFEIFERNEFEALR, AREENHENTESH. DERAME—LT, Bk
BEMTRE, HRTRSH, ERNKTENTE2NE. REELEZRAMERKNGEZERESEHES 43T
gt. BRARMTHIUNNZMBEF, KNERRE, XTEHRRARZSEFN, ERIFEBFBHNFERNEH, I
HIRE T RIAIBIR R

[00:32:28] Raaz Herzberg
English:

I myself, | come from security, | come from cloud security, | read all of the right Twitters, and | follow all of
the right people on Twitter, and | read all of the right blogs. | know it's funny, | know what matters, | know



it's interesting right now, generally because, this is my space. | mean, | live in that space, truly, as a
customer. So | was just thinking, "Okay, what are things | could do, to start fixing the problem that
mattered most?" And that was, nobody heard of Wiz at that time.

AR ERIE:

RECHETZ2TE, HETaRe, HXETABEERDN Twitter IKS, XETFIBEEMNA, RTAAELE
BEEE, RAEXITERRESR, ERMEFALAEE, RMEREFARRKIIA, TERRAXEHHIF
B, HNERRZE, HENGEF —HFEEEXMURE, FAIUYRMER: 998, Rl akFiamE
RBTREBENRE? 7 MABNEERE, HEHZAIRRE Wizo

[00:32:59] Raaz Herzberg
English:

Those were just, | was saying, "Okay, | think, in order to do that, I'm willing to take chances, I'll just focus
on making a lot of noise." And | think, even in that short time of two months, we saw changes happening
already, in some ways. So | think, that what's Shardul meant by that, of course, although | do think he's
being very, very kind, and | have learned a lot from many, many marketing people, including my own
team, by the way, which is another interesting thing., right?

AR ERIE:

HERG: “FE, FANATRAXNER, HEEER, BT ETRIERENSESE (Noise).” i
%, BMEREMERNRITAE, RIMNBELER T —LEL, FrUFEAXTE Shardul IER, HA, ik
ERF/MAEST. INER—T, EMRZEFARBEFETRS, BEKECHEN, XEES—HER
BZE, XIE?

[00:33:41] Raaz Herzberg
English:

| took over a large team, of people who are marketers, and I'm this person knows nothing about
marketing, but will now manage this. So | learned a lot from many marketers, including my own
exceptional team. But | think he meant, really looking at it differently, just thinking, "Okay, what is the
end to the goal of having the right people hear the right thing about my company, ASAP," versus a ton of
traditional aspects, of building pipelines and different things they really did not know how to do, at that
time.

FROCERIR:

HEET—THERARERBNAREI, MEXMHEHF-—SFTENANETESEMIT. FAIUKMKFZERA
RPEFETRS, SERFEENE. EXANBHERRE, RENETATENRACENH, RJE2TER:
U, ATIUHEBHARRFIXFRATDNERES, RELBREMA? " MARUETHRFIRERTNE
EAMBIREESEHET, WNBIEERFZEN.

[00:34:16] Raaz Herzberg
English:

First of all, | think CMO is a very, very hard role. And also, | think it's a role that is very hard to do without a
lot of trust, and without a deep connection to the founding team. Everything you do in marketing is very
visible, and you're kind of touching something that matters so deeply to the founding team, and you are



the one representing it to the world. So it's very hard to build that trust, and it's very easy to break it,
because one bad ad, or something that one of the founding team will say, "Oh, this is not us, this is not
what | mean, this is not the right thing," it breaks the trust really easily.

FhSCERIF:
B4, HINACMO B— 1 EE. EEEMAR, MA, BWINANBREESENEE, RESCIBHERAREE
12, ITMNAeEEME, (RESHEPHREM—IM2IEE ERMN, MMM XNIBENRIZEXEENK

7, MIREREHFRRTENA. FIUZIIXMEERE, MRACIRES, BA—MERN &, &L
IEEAPARL SIEY—B) “BE, XABIABINE, XFBRHNER, XA , MERZBITEE,

[00:35:00] Raaz Herzberg
English:

And | think it's especially challenging. | mean, | really don't know how somebody that does not come
from from a security background could be successful deeply, in this type of a role, for a company like Wiz,
because it is really about understanding your customers, and it is really about understanding your
product. | think that's very, very hard to gain. So | guess | would say, | think it's the deep trust you need
with the founding team, and the really deep connection you need to the product, and to the market.

AR ERIE:

FIANXLHAEEN MM, BNERERE, RENTNE—MNRATEERIA, MAE Wiz IENAREMAE
XTABHIRERERY, BAXRENXFERBMNER, XFEFEMN~ R, RANXERARERITR
[o FRUBAEIZN, MEESCREZILRENEE, #EFES MM A RERNER,

[00:36:05] Raaz Herzberg
English:

When you are a marketing leader, you manage performance marketing, which is a numbers game. You
manage designers and brand, and then you manage events and field. There's nothing in between those
things that is deeply correlated. Sp it's just a very, very challenging and very interesting role.

AR ERIE:

LIE— 2 EHNSEN, MEBEMNRER (Performance Marketing) , IBREF X ; (RESIEILITIMA
mhE; RREREDMIBMEHE, XEFFZELFLBETAREXEK. FIUXENE—MIERGERIER
BBAE.

[00:36:43] Raaz Herzberg
English:

Yeah. Another insight | had about marketing in the early days was how different it is from product. As a
product manager, | was always, and still believe, it's so important to think really hard about everything
you add. Less is more. If you decide to build a feature in a product, then A, you're taking engineering time,
which is the most valuable resource in every company, in my opinion, and B, in some ways, you can never
take it back. It's complicated your product.

AR ERIE:



M. XTREEH, HNF—ITRIERESFRBEZATE. (FAFREE, HEE—EH @FEHEEA) A
7, FARERAMNE—TNEREXEE, LIRS, IRIFREETmPWE—IEE, BAA, (REAT
TigRdE), XEREREBRABRERNAR, B, EEMEEL, MAZETEREE. ERILFNSRER
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[00:37:19] Raaz Herzberg
English:

Every new feature you add to your product, you'll have to think about, "Okay, how does it work with that
feature?" So it's like making a mistake, adding something to the product that is not the right thing, or that
is not truly, truly what your customer needed, even if it's what they asked for. But if it's not what they
truly needed, it has a huge cost associated with it. Marketing is quite the opposite, in my opinion. There's
no cost to anything, no maintenance to anything, no technical depth, no anything.

FROCERIR:

RAFRAMBE— NI, MEFER: B, SRS IIEEmIE? 7 AL, WMRIBTH, FmM7T
FEMNAR, NEFRFAEEFTENRA BMERMIIERY), MIHTHRERHIME, MEKREKR, EH
te1aER. ENVFREMT, FREELER, ARG, F4AEKE.

[00:37:54] Raaz Herzberg
English:

If tomorrow | post a video on Wiz's LinkedIn page, and | think that video is super funny, and nobody likes
that video, nothing happened. Tomorrow, I'll post a different video, no maintenance, bye-bye, forgot it
ever happened. In some ways, it dawned on me how opposite those things were, and | was like, "Okay,
we have to just use it to our advantage. Let's try everything, let's try everything. I'm trying to make

noise."
FRSCERIE:
WNEREAXRITE Wiz B9 LinkedIn TTEI_E&R T — 00, HRESBRIBER, BRARE, BUKHAKXFITH, &

REFAIUL N ARV, FREEAER, MEEAE, SiEREAED, aEMEEL, REIRIXREZSZ AN
i, FRFM: R, RONDAFAZMEE. LRMNZH—T), BH—10. REFESFH”

[00:38:33] Raaz Herzberg
English:

It was right before, when | took over, it was before RSA. RSA is the Super Bowl of security companies. So
it's where every vendor's come to showcase, and all of our buyers are there, and you know how those
conferences go. You pay for having a space assigned to you, and it's a very expensive space to assign to
yourself. And we had the exact same spot we had the year before. | said, "Okay, it's a booth at a
conference. I'll just make it the weirdest booth ever, because my goal is just having people look and be
like, 'Oh, what is Wiz, right? Because they've never heard of me."

FROCERIR:

MAEREFEFA, RRARZRAKBT. RSARRENFN “BEE . FIENENEHEERT, FIARNXE
RWEARE, MAEXRXIZWNEEAEE: MAERE—TREAL, MARMUEIFES. BNZETMR—F5%



EHRNME, FiR: W, BAZR TR, AMBLCHE LLUREHENREL, FAEBBERMEILA
MNE—RARE: ‘B, WizZ2f4a?’ ™ RAMITKKRIFREE.”

[00:39:03] Raaz Herzberg
English:

Instead of doing a classical cyber booth, | decided to say, "Okay, let's scrap our booth, and do a Wiz of Oz
booth," which literally looked like a Wiz of Oz booth, and we had actors, like Dorothy, and all those things
hanging around there. It looked nothing like any booths in the show, which is a cybersecurity show,
things are red and black, and people with hoodies. And we decided to take a completely opposite
approach.

FRCERIR:

HREAME—MERINBR 2R, HR: “F, EBRNORUSEDT, M—D “EFHFWE (Wizard of
Oz) FFWEM.” EHREERENIMG (ZFULEKR) BN, RMEFERMESESH, JMEERLER
i, ERER—RBFAENEZRERZ LNRAU—EBENRERZLRER, TEFEEBRLHA. HITRE
KEEEERNGZE.

[00:39:45] Raaz Herzberg
English:

Half of me was like, | remember feeling so scared walking to the show, to the floor trade. Because | was
like, "Is this going to be the most terrible, bizarre? Are people going to be like, 'What is she thinking?'" So |
knew it could either be a failure, or a hit. And it ended up, the amount of people that stopped by our
booth was five times the amount of people that stopped by the year before. It's the exact same space, the
exact same investment, because you invest in the space.

AR ERIE:

HICRINEHRIOEFESH. ANRER: "XFILFFEEER. FEEE? AMaFz
WERIREBAA? 77 FAURMEXBARAKRK, BARAMI. ERE, EHNBRUMERHIALZ
FHAE. EFNEATE, RFNRE BANRUEZEERN), MRANTERE.
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[00:40:46] Raaz Herzberg
English:

Almost every single thing I've done in my career, in some ways, even before, | never thought | was going
to be successful in it. | guess there's a lot of times, it's a lot of talk about being more confident than
yourself. | don't know, at least for me, | don't really know if that's a real option, okay? | just know that I'm
kind of okay with being pretty sure I'm going to fail at something, and still attempting it.

AR ERIE:

FEHRRWEEFFREN/LFE—MHE, EMEELEEEERUA, BEMNKREBZECERT. HBRZHE,
MIBERCELLMEERE G, HANE, EOWNFEKGR, HENFNEREEE—THIEER, F15?
HRME, HEER “WBEACSERW ZMRE, HEKAEZH.

[00:41:36] Raaz Herzberg



English:

| was certain that it's going to be like, "Okay, they're going to figure out that I'm not the right fit for that
super smart and talented group of people,” who have all worked together before, by the way, | was sure
they're going to find me out. And | was pretty sure | was going to fail, but | will still take it. | thought | was
going to fail the product manager role, too, although | did have the experience.

FRCERIR:

HEMESRBITAM: B, MIISARBTESTXEHBERIIBA. AEHEBEHAN,” INER—T, BIILE
HMHEEL, HHRGMINZIRKK. REPEIBERIKY, BEREZERT. RBBEUANRSRE~mEIE
MNEE, REXHELERRZR,

[00:42:34] Raaz Herzberg
English:

Yeah, depending on what you believe in, everything comes from childhood. In some ways, | do think it
has to do with, | think the way my mom raised me, my mom really believed that if you're good at
something, so that's not where you should invest your energy. She really believed in pushing us to the

places where we were less confident in, | guess.
R EE:

2H, BURTIRBERA, —IERTES. ERMEEL, ANXSRFFRFENALRNER, REFE
5, MRMERKESHSE, BTN ZZMRNEHIMSG. H8, wERNEEERIERITERPLERITAKRERE
GREES

[00:43:18] Raaz Herzberg
English:

But for my mom, she could have been like, "Oh, so she's really good with books and math, so let's focus.
Perfect. Let her build up the skill, and be really good with that." But no, she would make me go
swimming, and make me go meet other kids. In some ways, | feel, she always used to say that friction is
good. If you brush your teeth, and there's a bit of blood somewhere, then you need to brush harder there.
It's that idea, that friction is kind of good.

FRZERIE:

MEEFEFRG, AR S MR, wREKEBNEE, BRIOMEEILER, XEFT, SR
fE, BREBFE.” BiigSE, witIEhk, LREREMEZF. ERMEEL, HRTHER “BR
(Friction) RB4E" o SIRIMRRIFIIAMMESR RHIM, BIREFZERILEDR. MEBXTIES: BEERHERX
RIS,

[00:44:53] Raaz Herzberg
English:

Having done products for many years, | really did not understand the criticality of marketing, and even of
product marketing. | really did not understand deeply enough that sometimes even gap, between when
you're in the product, and you really live inside the product. In the technical domain, you can sometimes
not understand how far you are from a common person in your market, or a seller in your market. And
marketing, in a lot of ways, bridges that gap.



AR ERIE:

WY ZErmia, RUMENTEREH. BEERTmERENXENE. RENRERZER, SMRLTmA
2. TREEETMERFN, PHREEZ K. XA, MERTEAEBRSHE LNEBAREEA
RZENEEEZIT. MERERZAERM T X—EH,

[00:45:44] Raaz Herzberg
English:

It's like a multiplier, but the further you get away from the core engineer, than product, then in order for
the messages to move correctly, they have to be crystal clear. That is something | understood only when
looking at it from the other side. If you're on the product side, you can often work with things that are
fluffy or blurry or gray, okay? Somebody will ask you, "Can the product do this?" You'll be like, "Yeah, not
exactly, but it can do, blah, blah, blah," kind of work around something, right?

FRCERIR:

EMGE—TBASE, EYRBZOIRMM~mEE, ATILERERESE, EEMONEFREBR. X2
HRBEMNS—MEREABEEMNEE, MRAES R, MEEHULE—EEH, THENRetFNE
B, MIE? BAREMR:  “FamieoX g2 7 RER: ‘B, fxehe, BEJUMERE,” EMHEEL
BERTF, XE?

[00:46:29] Raaz Herzberg
English:

It doesn't have to be crystal clear, because you can kind of go around things, in a way, that when you try
to scale your message, you can't. It gets lost in translation. You have to be crystal clear, black and white.
You have to communicate very clearly, especially as an organization scales, you have to communicate
very clearly. Suddenly, you're looking at the product org from the outside, in the company that scales
fast.

FRZERIE:

ERREIFEBM, RANFRETUGEIE. ELMHERRUEREEN, FRFEXAMT. EERRELRET
ERo RBFUREILI B, IFRENB. MIUDBRFIFERR, CHESARMRT K, RAZE, RE
—RIREY KO AE EMINERERALm Bl o

[00:47:30] Raaz Herzberg
English:

There's so much. | think, for example, in our domain, it's very, almost custom, to talk in a lot of initials,
and a lot of things in security are, "Use initials for them." You say CSPM, for Cloud Security Posture
Management, and you use a lot of those types of initials, and you keep assuming that the world knows
what you mean. But then, when actually looked at things over, from the marketing side, if you ask our
product people, engineers, "Where does our product fall in terms of category," it would be CNAPP, Cloud
Native Application Protection. But if you go over and you look at Google, people are not Googling that
word. They're Googling, "Cloud security solution," right?

FROCERIR:



PIFRZT, LLAERNBTAE, ARNVFIRTAHARENES, R2TENRESRATEES. MIW
CSPM (m&R2&HBER), AT HXEES, H—EHRIRSEREIERETR T 4. BHIRNEHKEMN
B, MRREENOZ@ARKIREM: “HIN~RETHNERN? 7 MIIZHE CNAPP (RREMABRFRP
T8). BIMRIRE Google BE, AMIRARTER M, MIHENRE “TREMRSE" , WIE?

[00:48:40] Raaz Herzberg
English:

Yes. It's when I, now in marketing, and in everything we write, and everything our team produces in terms
of anything, anything written by Wiz, | keep going back to, | don't want us to forget that we are inside our
own bubble. We go to work at Wiz every day. Wiz is a cloud security company. We live inside our own
bubble, but reminding ourselves that customers don't live in that bubble, they're people in the world.
Their life is not Wiz.

FROCERIR:

M, WERETEHL ), ARINENE—HXRE. AN=EHNES—#ERtd, RER Wiz H@mRAE, K
aRERAE: BARIULEIMNSIEESEL “BXK 2H, BRIT8XRE Wiz TE, Wiz E—RoR2AE, &
FETEECHN/NETER, BRMNEBRERS, ERPHAEEEXTMEFE, MIISMEStERHPA, MHII8%E
5§¢’B\Z:TEE WiZo

[00:49:23] Raaz Herzberg
English:

So every time you write something, | wanted to not assume knowledge about Wiz, or knowledge about
the product, or deep knowledge about the market. I'll give just a simple example. Wiz itself is based on,
part of the deep innovation that Wiz brought to the market that enabled the scale, was a very high
correlated signal that's based on a graph database. So inside Wiz, we have the Wiz graph database, for
security. If you write something that says, the Wiz Graph Database, | don't like it. Because why would a
common person know it is the Wiz Graph Database, right?

FRCERIR:

FRABREARARN, HEMABIKNS T Wiz, HETHE™m, HENHTHZERNT B BENEENFEFo
Wiz AHEF—IURZIBIEIH, XIEIHIL Wiz BEBAUEKL, BMEETELIEE (Graph Database) HWEE
KEKESo FILE Wiz AE8, 1B “Wiz REBEHIEE" . MRMEXFRR “Wiz BEIEE" , HFER.
NEBARALFEFARZ Wiz EEERE, WIE?

[00:51:00] Lenny Rachitsky

English:

That is so funny. Okay, just a few more questions. One is, so there's four co-founders of Wiz. That right?
FRZERiE:

XEERT, i, REFE/LNE#. — &, Wiz BUEKEeIaA, d8?

[00:51:08] Raaz Herzberg

English:



Yeah.
AR ERIE:

=i

[00:51:38] Raaz Herzberg
English:

Yeah, | think the Wiz founding team is a truly incredible team. They also have a very unique story. Wiz is
actually their second company together. So before Wiz, they founded Adallom, which sold to Microsoft.
That's how they all ended up in Microsoft in the first place. Even before that, they all worked together in
the Israeli army, so they've known each other for, they've been working together for 30 years, right?

AR ERIE:

B0, FIAN Wiz EIEEIAEM R —SX Al BINBIE R, T EIFEIRGIRSE. Wiz KR EZMHRE
BIDHNEZRRATE. 1 Wiz 271, 18177 Adallom, ERZLHATHR. XFEMITRIEFH N KRR
Ho BEEEMZA, MITEHEURTEN—ERE, FIAMINIERINEHEET 30F (HER20ZF) 7,
X$IE?

[00:52:31] Raaz Herzberg
English:

| think the unique thing about Wiz, and | truly think it defines their company's culture to this day, is
exactly that they did not have to work hard, to be able to impact strategy, and get a seat at the table. |
think that it's open, it's a very open culture, and an open company, that goes back to the beginning of
being able to say, "I don't understand." They really believe in employees, and they really believe in giving
everybody a chance to have impact.

FRCERIR:

AR Wiz RS Z A — BB EOAAXEX T AR ESHXE —ERENRZR I AREERRONA BERI
ISR — R 2. HINNAXB—MHARBIXL, —RABRNATE, XXEETRIEIINVEBRE “HA
BBR" . tEOMEERTI, EOEESE T AFERMABNZ.

[00:54:03] Raaz Herzberg
English:

It's so funny, because | don't think we've covered anything contrarian. | think one thing is, maybe goes
back to what I was talking about before, but it was failing in confidence. | think at least, being a woman in
tech, you get talked to a lot about imposter syndrome, and building up her confidence. | actually do think
that my approach to it, at least for me, has been just more effective. | won't be able to build that
confidence.

FROCERIR:

XREE, AAREERNELMETAREENRR. HBE—x, BIFTUEZIRZAIRN, BREXT
RZBE o WNAEDEAREFRNZE, FEEIWKILE “ERESSIE (Imposter Syndrome) LY
RIAIRIIEE, BREXEF/ERIAEAN —E=DWHRE —FEW. KA ET EAZILEIRMFE
GISEER



[00:54:49] Raaz Herzberg
English:

| do feel like an imposter, and | know there's always those statistics about many people feeling that way.
So | think, maybe just, "Let's embrace it. | feel like an imposter, you feel like an imposter, everybody feels
like an imposter," It's kind of, maybe embrace it, but don't let that stop you from making a decision.
Maybe they will find out you're an imposter, maybe let them find out. It's fine.

FRCERIR:

HMERRF[ECHEITERE, RANESASITSIRRRZABEIMET, LR, Bifm “RiRel. &
RIGBECHBERE, MEREE, AREHEE.” EMEEL, WIFZBEXMELE, EFRELLERIERERE,
WIFIZ A IMRETERE, AAMILAIIEZIF T, ZXRH.

[00:56:48] Raaz Herzberg
English:

So | focus like it was on the product side of things. We mentioned the heat in the kitchen. Actually, one of
my most favorite business books, and I've read a lot of them, is probably Setting the Table, by Danny
Meyer, which is, he owns Shake Shack, and a chain of really great restaurants in New York. And it's such
an interesting business perspective, from a different domain, than obviously tech or Saas.

FRCERIR:

BERXITRAFENARA, BRI T ‘BEENRE" . Lfrt, BRERHLBEZ— (HiEIRZ)
A #EZ Danny Meyer 5 (Setting the Table), ftiig Shake Shack BER, TEAHNBE—RTIEEEFENE
[To XR— M FEEBHNELAA, XRE— 1 EATR TR SaasS HTIH,

[00:57:50] Raaz Herzberg
English:

And then, a second book | really like, | read it early on in Wiz, and so did the entire founding team, I think,
the book by Netflix co-founder Reed Hastings, No Rules Rules, which also, | think, talks very clearly.
Netflix has a super unique culture and story, right? Talk about pivots, they sold cassettes over mail, and
somehow pivoted to what it is today. That's an insane story.

FROCERIR:

BREBEMNEZAS, BHRE Wiz REIER, BERENCGBEABEIET, BRZ Netflix BXEBIE A Reed
Hastings 589 (~#1—4&) (No Rules Rules), FINAXAFHFIEEEW. Netflix BEBRIRFHISTHFIH
E, XE? REEE, MBI EREGS, EREENT SRNET, BE—MRIENHE,

[01:01:29] Raaz Herzberg
English:

| think, keeping it simple. If you start feeling like something is too complex, or an answer is too complex,
or something you're building in the product is too complex probably, or something in your life feels too
complex, probably, it does mean something. But sometimes, you just have to maybe take two steps back,

leave it there, until you come back to it again, and you find a simple way out.



AR ERIE:

HIANR “REFEER" . WRIRFABRER %#F%:k’g—r, HE—NERXRER, HEMETmPEENRER
REXEZR, HEMETTNRLEEBRERER, XBESKRE— ‘“‘IEJE'ﬁo BRENE, MRAFBRERT, 1€
ERR—K, BEfREXREEICHER, RRHE—FKEEIHER.

[01:02:40] Raaz Herzberg
English:

Yeah, | mean, | can't address any specific offers. Obviously, Wiz over the years has gotten many
acquisition offers. | can share, that | think for us, us being the founding team, the employees, the
customers, the board, staying on an independent path, we all really believe that Wiz can become one of
the biggest security companies in the world.

AR ERIE:

B8, HAREKCEMEERRN. B, Wiz XEFRWETRZSEWEL, HAIUDERZE, XTFIHA)
—BESIEHE. RT. FPMEFE—KH, BFRILERNER, BEAKRNERE Wiz gBRIe
KEANEZEABZ—

[01:04:37] Raaz Herzberg
English:

Find me on LinkedIn, and yeah, no apply. We'd love great people who are learners, which | think is what
this podcast is all about. So definitely, the right place to find the right people.

AR ERIE:

7 LinkedIn 3k, &8, WERBRA, HITAEREETFINNFAS, HBXBEXMEZHREFR
o FLL, XBEEWZEIHERESERNERMTS.

[01:04:52] Lenny Rachitsky
English:

Bye, everyone. Thank you so much for listening. If you found this valuable, you can subscribe to the show
on Apple Podcasts, Spotify, or your favorite podcast app. See you in the next episode.

AR ERIE:

B, &l FERGIRIT. MRMRIESABTENE, FTLATE Apple Podcasts. Spotify SiRERIER AT
HEATB. THL.



