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This is a comprehensive bilingual transcript of the conversation between Lenny Rachitsky and Seth
Godinon Lenny’ s Podcast.

Due to the significant length of the full hour-long transcript, | have formatted the most critical segments
covering his core philosophies (Marketing, Smallest Viable Audience, Status/Affiliation, and Leadership).

[00:00] Lenny Rachitsky
English:

Seth, thank you so much for being here. You are a legend in the world of marketing and business. I ve
been following your work for a long time, and it’ s a huge honor to have you on the show.

AR ERIE:

Seth, IFERBPMEEREIXE, MEBEHEMBUANETAY. FXEFNERRAT, EBBMRSMTERE
FHIR T,

[00:15] Seth Godin
English:

Well, what a treat. Thank you for the generous introduction. I’ ve been watching what you’ ve been

building, and it” s really a service to the community. So, I’ m glad we can spend some time together.
FEiE:

MR, K#ET. BHFXARBNAR, BE—BEXEMAMRINS L, XBEEEAKIREHRRS. AL,
REMF e EX R

[01:30] Lenny Rachitsky
English:

| want to start with a very high-level question. You’ ve written 20-plus books, most of them about
marketing. But you define marketing differently than most people. How do you define marketing?

FROCERIR:

HRM—T IR RUNREF R, (RE 72054+, HRASBORXTEHRN. EMNEHENEXSASHA
REl. fRZINFIE X EHR?

[01:45] Seth Godin

English:



Marketing is the generous act of helping someone solve a problem. Their problem. Marketing is a chance
to change the culture for the better. It involves very little shouting, and it’ s not about manipulation.
Marketing is the act of making a change happen. "Specific change for a specific group of people." If you
aren't making a change, you're just a typist or a logger. You're just doing tasks. But if you're a marketer,
you're changing someone from one state to another.

FROCERIR:

EHE—MERENTA, EEEMARRNE —AERMENNEE. EHE—MIXUETEFHINZ. €
NFAFEREME, BARZATERMA. EHEZEMAELENTN. “NRHEABHEREENNE.” WM
RIFKBHELNENRZE, MRABRMIFRHIERS, RBAETHES. BNRFRE—REHFEAR, MEEREA
M—MREEZE NS RS

[03:20] Lenny Rachitsky
English:

That' s a very beautiful way to look at it. Most people, especially in tech, think of marketing as "growth
hacking" or just "getting more users." Why do you think there’ s such a disconnect between your
definition and how it’ s practiced in Silicon Valley?

AR ERIE:

XE—MIFERFNMAA. KSHEA, LHEERHR, IANNEHERE “BKERE” (growth hacking) s#&E1X
X2 “REEZAF” o AAIRARMRBEX SEARKREZ BIFENI AR T?

[03:40] Seth Godin
English:

Because we were brainwashed by TV. For 50 years, marketing was advertising. If you had enough money
to buy commercials on the Super Bowl or Cheers, you could command attention. And if you command
attention, you get distribution. If you get distribution, you sell product. That era is over. Now, we have the
internet, which is the largest medium in history, but it’ s also the smallest. It’ s a billion tiny micro-
communities. You can’ t steal attention anymore; you have to earn it.

AR ERIE:
RAABNIWEER T . EIEWS0EER, EHERTI &, NMRREBBNEREBABIE (THEME)
(Cheers) EXI%, FRBEERTIE . NBMMBIRTES N, FREFRESDHEEE, BT HHEEE, T

BEEHm. BTHRRELERT. WE, HNBETEEN, ERHELEANEN, ERNBERNE. €
RHZMHEAK, (RBELTEGIERNT, (REAERIFE.

[06:15] Seth Godin (On the "Smallest Viable Audience")
English:

The biggest mistake people make is trying to market to everyone. If you try to talk to everyone, you end
up talking to no one. | advocate for the "Smallest Viable Audience" (R/NAJ{T5 AX). What is the smallest
number of people you could serve that would make it worth your while to keep going? Because if you pick
a small group, you can be specific. You can be "the only." If you are the only one who solves a specific
problem for a specific group, they will find you.

FROCERIR:



MIEHERABRMBRE@AEARITEHR. NRMZENAEARE, REMEBITHAT. HRE &
/NAITTRAR” (Smallest Viable Audience) s AT ILRISEBUSEM T L, MAARSHRNABFERESZL?
ENMRIREFE—DNEE, RMEIUERIFERME, MAURA " o NRIMEE—RENEREERR
RERBBIA, tIIEASHEIR.

[10:45] Lenny Rachitsky
English:

You often talk about two questions every marketer should ask: "Who's it for?" and "What's it for?" Can

you expand on that?
R EIE:

RARBRIEIEMARBIZANFHENDE:  “NRAEMH? 7 Wk XENTEMAHA? 7 (REEEMH
BE—03?

[11:00] Seth Godin
English:

Yes. "Who’ sitfor?"is not "everyone." It’ s a specific psychographic ({0 IE4F4E). Not a demographic (AQ
I 4F1E), but a psychographic. What do they believe? What are they afraid of? And "What’ s it for?" is
the change you are trying to make. Are you moving them from "I’ m bored" to "I’ m excited"? From
"I’ mscared" to "I’ m safe"? If you can’ t answer those two questions with clarity, you’ re just making
noise.

FRCERIR:

B, “XBLEMB? 7 BREFE FIEAN . EENRHENCERE (psychographic)s AR AASI
FHE (NEEES. 1%310) , MRS MiTEEMA? twilFEefta? M “REATKRAMFA? 7 BEMXE
BERIAE, REILMIIM “HRREW” BTH “RRME 13?2 E2MN “HRER ®KEHN “BRRZE” ?
SNRARFREB MO Z X MR, RRRERIERS,.

[18:20] Seth Godin (On Status and Affiliation)
English:

Human beings are driven by two main levers: Status and Affiliation. Status is "Who is up and who is
down? Who has power?" Affiliation is "Who is with me? Who do | belong with?" Most successful products
solve for one of these. Luxury goods are about status. Communities and social networks are about
affiliation. When you market, you need to know which one you are offering. "People like us do things like
this." That is the definition of culture.

FRZERIE:

ALZHN TSR ML (Status) FYFER (Affiliation) » MAIEIE “EEL, EET? EHEN
71?7 7 JABRREE EMEEE? HETWE? * ASHMIHNTmiERARERZ— EFmITHIL
HEMHEZMEXFAB K. HIRHTEHEN, MFEMBERRENEB—D “GEMNIHFHAN, SHXEF
BYZE.” XFESRIE Mo

[25:40] Lenny Rachitsky



English:

Let’ s talk about your new book, The Song of Significance. You talk a lot about the state of work today.
Why do you think so many people are unhappy at work right now?

FRZERIE:

IEFRATHIENIREYE B (BXZH]D (The Song of Significance) . fRI%EITREXFHSTIEREHIER, RIA
NAFABEEXAZ AN TRREIARR?

[26:00] Seth Godin
English:

We have treated people like cogs in a machine for too long. Industrialism (T k¥ X) is about "more for
less." It’" s about surveillance and control. But we are moving into a post-industrial world. People don’ t
want to be managed; they want to be led. Management is about power and control. Leadership is about
giving people the opportunity to do work that matters. We need to stop looking for "human resources"
and start looking for "human beings."

AR ERIE:

KEALIE, HIN—BEIEASENRENGERL, TUWEXMZOE “UEDVRINESZ” , ©XFRMMEs, 8
HIMNEEHEN—DNEIUHR, ANTEREE, MBS, BEBXFNIMNTH, MASKFEL ANV
SEMBEXMIE, BRINBEELEFH “ASFER" (human resources) , FIAFH “AFEMEA” (human
beings) o

[35:15] Lenny Rachitsky
English:

What is your advice for a product manager or a founder who is struggling to get traction? They feel like

they have a good product, but no one is listening.

AR ERIE:

X FABLEIEE FRFRFIERKIEKE (traction) FmIEHEIBA, (REFARI? #IEFESH~RIR
57, BERAER,

[35:30] Seth Godin
English:

If no one is listening, i’ s because you’ re not telling a story they care about. Or, you’ re telling it to the
wrong people. You have to create "Remarkable" products. And "Remarkable" literally means "worth
making a remark about." If people aren't talking about your product to their friends, it s not because
your marketing budget is too small. It" s because the product itself isn't worth talking about. You can't fix
a boring product with more advertising.

FRCERIR:

MREANER, BERRNMHAREMNFEF. HE, MRE TR REUMENE “S#BY” (Remarkable)
Fano M “Remarkable” MFEERME “EREKITL” . MRAMIKEEBPRKEIRITm, BAERNMR
MWEHFEMELRLD, MERAFREFNMERKIL, MEEELEIN ERIEE— TR o



[45:10] Lenny Rachitsky
English:

You’ ve been very consistent with your blog for over 20 years. You post every single day. How do you
maintain that discipline, and what has it taught you?

FROCERIR:
“+EER, (F-HEFSEE, REXEMAN. MBAOARSXMEREN, BRI THRMIA?

[45:30] Seth Godin
English:

I don’ t have a discipline problem because | don’ t care if the post is good. | only care that it’ s daily. If
you commit to "daily," you get through the writer's block. Writer's block is just a fear of bad work. But if
you give yourself permission to write badly, you will eventually write something good. It” s the practice
that matters. The practice leads to the outcome, not the other way around.

FRCERIR:

HREERAENEE, AARFEFBRMFERERE. HREFERTEEXREN. IRMMEE “BX
EH” , (FRLAESRARSEERS (writer's block) . B{EEISALR LENE HIEEMATME, BMRIRAFEEE
Bz, MRAITHENFER. EENR 43" £8. B5AITMNTER, MARERREES,

[55:00] Lenny Rachitsky (Closing)

English:

Seth, this has been incredible. Where can people find more of your work and your new book?
R EE:

Seth, XXAREIRINT o AKALUEMEIREIE ZIREVE@MIREVFHTH?

[55:15] Seth Godin
English:

You can just search for "Seth" on your favorite search engine. If I’ m doing my job as a marketer, | should
be easy to find. And the new book is The Song of Significance. Thank you, Lenny.

FROCERIR:

MMRABEERRSIZER “Seth” B1T7. WRBEITTHENEFRANRE, RNZREZHILE. HHM
(BXZ#)o R, Lenny,

Key Terms Summary (O ARiEZSLE):
* Smallest Viable Audience (&/NAJ1754X): The strategy of focusing on a niche group rather than the
mass market.

* Permission Marketing (i¥RI'E&%H): Marketing where the audience chooses to receive messages, rather
than being interrupted.



* Status vs. Affiliation (3tt{ii 5Y3/E=): The two primary social drivers for human behavior and

purchasing decisions.

* Remarkable (5#5E/{E1Fi%iEM): A product that is so unique or helpful that people feel compelled to
tell others about it.

* Psychographics (1 B4HIE): Categorizing people by their beliefs, values, and desires rather than just
age or location.



