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[00:00:00] Tamar Yehoshua
English:

Make sure you go somewhere where you have a good engineering partner. Because if you have great
ideas of what to build but you can't get them built, then you go nowhere. So that has to be part of your
evaluation criteria that you meet and value your engineering partner before you join. And then | think
what's really important is that you're aligned. You understand your roles and responsibilities and where
you're going to divide and conquer and where you're going to be aligned. You don't want any of this ...
Like people in the organization, they ask mom, they asked dad and they got different opinions and
playing one against the other. That doesn't work.
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[00:00:36] Lenny Rachitsky
English:

Today, my guest is Tamar Yehoshua. Tamar is currently president of product and technology at Glean, one
of the most successful enterprise Al companies out there right now. Prior to joining Glean, Tamar was
chief product officer at Slack for four years where she led product design and research as the company
scaled 10Xed their revenue, went through IPO and then got bought by Salesforce. Tamar also led product
and engineering teams at Google, where for many years she was responsible for the Google search
experience. She also spent five years at Amazon as director of engineering and vice president at A9.com.
She was also a venture partner at IVP and has been on board of directors for ServiceNow, Snyk,
RetailMeNot, and Yext. In our conversation, we get into all kinds of juicy advice, including why companies
don't have to be run well to win, why you don't need a career plan, the two habits she credits most for
helping her succeed throughout her career, what she learned from Jeff Bezos and Stewart Butterfield and
Marc Benioff, how to build stronger cross-functional relationships and a bunch of advice on Al including
how it will likely change your jobs, examples of how she and her colleagues are already using Al to be
more productive in their work and what she's learned about building Al-based products that are non-

deterministic and can be very unpredictable.
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[00:01:51] Lenny Rachitsky
English:

This episode is for anyone looking to level up as a leader and get a better sense of how Al will change your
job. 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 future episodes and it helps the podcast tremendously. With
that, | bring you Tamar Yehoshua. Tamar, thank you so much for being here and welcome to the podcast.
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[00:02:15] Tamar Yehoshua
English:

Thank you so much for having me.
FRERIE:

IFE R I Ho

[00:02:17] Lenny Rachitsky
English:

I've had so many people recommend you coming on this podcast. I'm really happy that we're finally
doing this. | want to start with a question that I've started to ask people who have had extraordinarily
successful careers, which you've had. So let me ask you, what are one or two specific skills or mindsets or
habits that you think most contributed to your success during the course of your career that you think
might be helpful to people who are trying to figure out how to accelerate their career or just be more
successful in their career?
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[00:02:47] Tamar Yehoshua
English:

One of the things that | think is overlooked is do a really good job at whatever your job is at that point.
People have a tendency ... Especially product managers are very ambitious and they want to get to the
next level and they're always eyeing the next job, but you're not going to get the next job unless you do
really well at the job that you're in. Knock it out of the park. However simple, however easy it may be to
you, do a great job. And in tech jobs, there's table stakes. There's table stakes of you need to be technical,
you need to know the latest technology, you need to understand your product, the product you're
working on. No matter what your role is. You have to understand it deeply. You need to understand
metrics. So especially product managers have a wide breadth of things that they need to understand. So
those are a given. You need to do that.
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[00:03:40] Lenny Rachitsky (Ad Segment - Explo)
English:

This episode is brought to you by Explo, a game changer for customer facing analytics and data

reporting... [Ad content omitted for brevity but translated below]
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[00:04:52] Lenny Rachitsky (Ad Segment - Sprig)
English:

This episode is brought to you by Sprig. What if product teams knew exactly what to build to reach their
goals?... [Ad content omitted for brevity but translated below]
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[00:05:55] Tamar Yehoshua
English:

So now the question is the difference in leadership and executive roles and when you're getting there. So
how do you start transitioning? So after you've done a great job at everything and you understand the
core skills that you need, another thing you really need to know is understanding people and
motivations. And when you're building products, you have to understand why does somebody want to
use your product? What problem are they solving? Why do they want to click on that button? What's going
to make them feel good when they click on it? What's going to give them delight and what's also going to
make them feel bad and frustrated and what do they not want to do? So you need to understand
motivations in people for building products and for building teams and organizations. So just like why
does somebody want to click on a button, why does somebody want to join your team? Why do they want
to work hard? What are they trying to accomplish? What's the goal for their career? So you have to be able
to read people, ask lots of questions to understand them. And I'll say one thing that really helped me, this
is a strange segue, but my father was a psychiatrist and when | was growing up, we would have family
occasions, go to events, whatever, and afterwards in the car ride back, he would always give his
perspective of analyzing what happened at the event. What this person was thinking. Why did they say
this? And then he would quiz me of, "Why do you think they did that?" And it was really interesting
because it taught me to see the whole room. To see how people react. Like Lenny, if you say something
and somebody else is there, look at the other person. What's their face saying? You can understand so
much if you're paying attention. So | think when you want to build for people and lead organizations, it is
about the people and understanding them and motivating them.
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[00:07:58] Lenny Rachitsky
English:

| love this advice. | feel like we could do a whole podcast on just this topic. So on this last point about
understanding people, is there an example of this in either a product you built of just like, "Oh, here's
something | noticed about someone using Slack or Google or Amazon that changed the way | think about
building this specific feature."?
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[00:08:17] Tamar Yehoshua
English:

One of the things that | caution product managers about is that you don't want to be too overly reliant on
metrics and you want to also have an intuition. You want product managers who understand intuitively
their customers and their product and sometimes you'll make decisions because you just know it's the
right thing to do because it feels right and it usually is right if you understand your product well enough.
How do you get good at it? Ask a lot of questions. Don't assume you know. Marc Benioff would always say,
"Have a beginner's mind. Go in assuming that you know nothing and listen to your customers, listen to
the people." Because | also see this as you're building a feature and you think it's the best thing. Because
of course everyone's going to want it because you worked on it and you're going to put it front and center
in the interface where everybody's going to see it. Well, no, you got to earn that right. And that is another
thing that people do is they want the thing they worked on to be right there, but it might not be the most
important thing that a person needs at that point. So have perspective. Have perspective of what your
users are actually trying to achieve.

FROCERIR:

HIREFmIEN—R2 . (RARIERNIER, MEFEFER. REEPLERTEREREAN~RE
B, ARPSMRENRXERARAEREEBNSE, RAARTENH. MNRIMER T HRIRN~m, XMER
BHEEERN. MEREEKINE? ZREE, FERIKMMELMET, S5 - NElX (MarcBenioff) 22
W “READD (beginner'smind), #E ‘H—TFRE RURISEMIARNER, MIRAMNES.” BRI
BREXMER: REEFR—1IEE, RRFERREN, RARMRAAD, FRUEFFSAMIAANE DAL
ZBEE, TRMIEEREFERERIMUE, ILFFEABERE, X, MBTRESHBMMF. XZAMNEIL
MS—1 iR WIREE SHMNAERERIE, ERFTEFTERFAER—ZRFTENKRA, IUEEE
B, BEBRFAEERZERBZET 4o

[00:09:33] Lenny Rachitsky
English:

Going back to your first point about doing a great job at the job you have, | imagine some people hear this
and the advice is do a great job at the job you're already doing, and they may feel like they are, and
there's other reasons they aren't being promoted. Is there an example from your career or a story you
could tell of just like to clarify what doing a great job look like where it's not just like I hit my goals. It's
like, here's what it looks like. Here's how you actually get ahead.
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[00:10:00] Tamar Yehoshua
English:

Are you helping the business move forward? So it's not about | achieve what | was asked to do, but did
you build something that people actually used? It's not about just launching something and did you do
the right thing for the company? And that is different. It's a different mindset. Did you enable the entire
organization to be more productive despite you? | remember very early in my career | was working as an
engineer and | was offered a job to manage a team that was across different programs. | took a vacation, |
came back and | said, "I don't think this team should exist." It was my first management job and | wanted
to be a manager. And | said, "Here's why | don't think that this team should exist. It's not the right thing
for the company. It's not going to be productive." And my manager was so stunned. He was like, "Wait.
You're saying no?" I'm like, "Yeah, because here's how you should organize it." And then he's like, "You're
right, and I'll find you something else," and he did.

AR ERIE:
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[00:11:15] Lenny Rachitsky

English:

If | were to put this into one word, it's impact. Drive impact.

R EE:
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[00:11:18] Tamar Yehoshua
English:

Yeah.

FCERE:

108

[00:11:19] Lenny Rachitsky
English:

Amazing. Okay. Going in a different direction, we were chatting before we started recording this and
something that you shared with me, and some people may be really surprised to hear this, but |
completely agree with this take, is that you don't need to be a well-run business to win. I've seen this
myself. I'd love to hear your insights here and especially where you notice this. What parts of your career
noticed this to be true?
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[00:11:45] Tamar Yehoshua
English:

| love working at well-run companies. It's more fun, your people are happier. | like running a well-run
team, so | aspire to have a very well run team and to work at a well run company. But what I've seen is
when a company isn't well run like IT isn't working, marketing is broken, there are not enough people in
HR, there's a lot of turnover. All of these things I've seen that they're not correlated to the company being
successful. So | can think of a couple examples right now of companies | know ... Not Glean, where I'm
working today. Where there's high executive turnover. Where people get yelled at. There are lots of
people fired. There's reorgs all the time. People | talk to are super unhappy, but the numbers are
amazing. They're growing like crazy. And the opposite sit is also true. | can think of one company | know
really well, amazing, CEO, well run, well oiled machine, everything. Hired good executives and they flat
lined. So you just see it. You see it over and over again and people get very upset about these things that
aren't working. And one of the things that | try and do is give a perspective of what matters and what
doesn't. And it might even be to the sales team because you get all these requests for features all the
time. If you did every single one, it would be impossible. Even if you did, 80, 90% of them won't matter for
the success of the company. But then there are some that really matter. So what are the things that really
matter? We always talk about product market fit. Nobody really knows what product market fit is.
Everybody has a different explanation, but it means people want to use your product. That they're
clamoring for it. So you've built something that people value and that people value and that solves a
problem for them, but that's also not good enough. You need to build a great product, but you also have
to have distribution and you need to have a sales team that works. And you have to have enough money
in the bank to get there. So those are probably the things that are the most important. | might be missing
something. And then within each of those, there's the things that really mattered and there's so many
features that we built at Slack that were the most important features ever that failed and nobody used so
it clearly didn't have an impact. And you can see that in retrospect, but | think after being at multiple
different big companies and small companies, | have that perspective of let's just make sure that we do
the right things and don't get too worked up about all the things that are broken because every startup
has so many things that are broken.
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[00:14:29] Lenny Rachitsky
English:

So | think a really interesting insight here is that if you're working at a company that is just chaotic and it
feels like we don't know what we're doing, | don't know how this thing is running, | don't know how this
will continue to be successful, your experience is it ... Is it that most of the successful companies you've
been at are just chaotic internally and aren't incredibly run and that's normal, that's very typical?

FRCERIR:
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[00:14:51] Tamar Yehoshua
English:

Until they get to a certain scale. Now, once you reach a certain scale and you've already conquered the
market, then you need to be well run. Then you bring in professional managers and things are about the
cost and executing and getting all the ... Once you get to over 5,000 people or 10,000 people, you got to
have things that ... Then you're a growth engine. You have to know what phase you're in and what's
important at that phase. So it isn't that at every phase, chaos is okay, and also some chaos is okay and
some chaos is not okay. If you're changing your strategy all the time and you're changing your direction
and you're changing projects on people all the time so that they can't actually achieve anything ... So this
is again, so you can't simplify it that some chaos is okay and some isn't. And also some chaos is right for
you as a person. There are some really great companies | would never work at because they don't fit me.
They're not a company | would enjoy going to work in the morning or they're not aligned with what I'm
good at. So just because a company is doing well, if the chaos is chaos and something that's going to
make you upset and unhappy don't work there.
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[00:16:11] Lenny Rachitsky

English:



Is there a correlation there? Just like companies that have strong product market fit, things are just
breaking as they're going through hyper growth? Just thoughts on why this is the case.

AR ERIE:
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[00:16:21] Tamar Yehoshua
English:

A lot of it is that because if you are in hyper growth, you've got customers coming at a really fast pace,
you're growing your company really quickly and the number of employees and it's just really hard to keep
up. Because things in the infrastructure break, things in the communication breakdown. You've got at any
given point 50% of the company has been there less than six months. But you have to grow really fast
because once you hit product market fit, if you don't, then your growth will stop. So if you're suddenly
growing, especially if you're an enterprise company, you have to have salespeople, if you're a consumer
company or systems have to keep running as you scale. And look at companies like MySpace, well, they
died because their product got too slow. And so some companies have initial product market fit and then
they don't keep up. So | do think a lot of it is it's very hard to grow that fast. And so things really do start
breaking, but then once you get all the right leadership in place, processes in place, then it starts to get

better. So it goes through ups and downs in level of chaos.
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[00:17:28] Lenny Rachitsky

English:

There's one takeaway here that product market fit solves a lot of problems. Strong product market fit.
R EE:

XEH—PLEIL: PMFBERRRRZE, 3BAHI PMF,

[00:17:33] Tamar Yehoshua
English:

Well, no product market fit is a death sentence. | would say it more like that. If you built a product that
people aren't really excited to use, then you don't have a company because it's very hard to do that
unless you have distribution machine and then you catch up over time. But we will not name companies
like that. So there are other ways of doing it, but yeah, that is the most important thing.

FRCERIR:
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[00:18:00] Lenny Rachitsky
English:

Yeah. | will say during my experience at Airbnb, | absolutely saw this. It was just nonstop chaos. And |
always felt like, well, how is this continuing to operate and succeed? Things are just out of control.
Everything's changing every six months. | don't know what's happening here. And | think a lesson here is
just that's normal for a hyper growth business that has strong product market fit. But again, not a good
excuse to just allow chaos. And it's not like chaos means success, right?

FRCERIR:

M, FTE Airbnb NEAHEFERTX—R. BEIFETEIEE. RETER: XNEB) LR EASIFIZE
RINRY? FETeKRE, SR TA—EAEE, RFMERET T4, HINAXENHIIE, HF—RBAER
A PMF BUEBERIE RN, XRIEE. EBEEF, HAFTERAIFRANEO, RAHFFRETII, WHIE?

[00:18:30] Tamar Yehoshua
English:

And it's not a good excuse to not have an organization that's functioning. You should still strive to have an
organization that's functioning and keep people happy and motivated and all that.

FRCERIR:
MmEXBARBHARANRERBIED. (ROARIZSEDILBRIERTY, LR TRFRAMEI.

[00:18:39] Lenny Rachitsky
English:

Great. Okay. Another maybe contrarian opinion that you hold along the career track is that you don't
need to plan your career. | also 100% agree with this. | had no plan for my career. | never knew where the
hell I was going to go. | never had this vision of here's what | want to do. | just followed things that were
pulling me and things that seemed interesting. | love that you also tell people this. I'd love to hear your
insights here. Especially for someone that's either struggling with their career or just stressed. They don't
have a plan or their plan's not working the way they wanted it to.

FROCERIR:

KIFTo RFHRUERE, MEB—TARIEBRREZNRR: (RAFEMYRWETE, F 100% RAEX—
Ro HWBHCRUEESEEMAMAL, MRFMNEECIHREEZWIL, HeE “XREHREMHNE" XME
Ro HRARIEMALRSIFHH. BRREBNER. HRERXFHEFANZ—<. HRBAIAREILE, 5
A X FABLETE R TR REIEANA, IR A R, HE VLB RIMAHIT,

[00:19:12] Tamar Yehoshua

English:



Really recently | was talking to somebody in their twenties who was asking me for career advice. Should |
be a product manager, et cetera. And I'm trying to put together my five-year plan and | said, "I never had a
five-year plan." So to be clear, some people need that. That's the kind of people they are. They want the
planning. | said, "It's great if you want that, but | never had it." And the person | was talking to just relaxed
and they're like, "Oh my God, that's so great to hear because | have no idea what | want to do in five
years." I'm like, "I still have no idea what | want to do in five years. I've never had an idea what | want to
do in five years." Early in your career you have a lot more angst about it because the forks in the road are
more significant because they can go, do | go get an MBA or do | go work for somebody? Do | be a product
manager or an engineer? And those really take you in very different paths. And | meet a lot of kids in their
... I shouldn't call them kids. My kids are my kids' friends. But a lot of people who are younger in their
career who are struggling with this a little bit. So what | believe, and I've always believed is that you
follow people. You learn the most from people. | don't look for domains. Some people have a domain,
like I'm super interested in climate or whatever and they really want to work in that area and that's fine so
maybe within that area. But you follow people who are the best at what they do. So it's not good enough
to follow somebody who you like. You want to follow somebody who's either the best product thinker or
the best engineer or the best salesperson. And so that you will learn the skill of how to be the best at that.
So you follow people where you're going to learn the most. And a way to do that also is you look at where
the great people are going. So you want to go to companies where there's also a nexus of great people
because they together will do great things. And even if the company fails or succeeds, but not as much as
you'd like, you still have those connections. Everybody talks about the PayPal Mafia and how they've
gone on to do things. | was super lucky to be at Google for so many years and | spent a lot of time with
Googlers that | met and that are all working in different companies now because you build those
relationships by working together. So if you follow people and where you're going to learn the most and
you go step by step, | think that's a great way of progressing in your career.

FROCERIR:

MERE, RE—T"TZ25NANX, tRHSERWVER: FZM~mEEn, FF. tiRtEREE
BER, F: “BMEKKEIEFIR" BRiftil, AEABLTEITL, BEAMIBIERE. Fix: “W
RIFBEIR, R, ERMKEEL.” BPIARTILLBRT, fthik: “XW, WEIXDIREFT, Rk
TETMERFEHBMMA2.” Hi: “RAETHERFNELFEREMAA, MKREBFME.” FRIE
ERH, MEBBEZNER, AABONEEEEXR: HEEREMBAKREREALHAITL? REMTmEELE
Tien? XEERSHREDTEAERNER. RBERZSEREA - HAZUMINEF, MIIRREFHE
iAo REMGHAIBENMULE, H—EHEEHNZ: BHEA. MKAASLEFENESZ, BFETE. BEA
BREME, M RERZELRE, BEBNTRIE, BgRE, BIREIERARLEES B AT RIFHY
Ao (UUEREIRERBIARF B, MMBEMBLERMAHN~RIBR. KRMRHNIEMHRIARNHFEEA
Ro XIFRABEFAZMAMAIBNTIRBITNRAT . L, FEMBLEILRFIRZSHAANA. Z—MEE
RERBHANBETHE, FREMEAFTATRENRATE, AAMIIE—ESARFHL. BIEASXRKT,
NERERETEARIA, (ROARBEBLE ARk, AREIKIE “PayPal BFR” LUIKMNIEFREIBM. HKRE
IBTE Google fF T XAZE, HAMIUIIEIRM Google AERIFERERKR, MNINEHERANQBILE, X
EXZBBIHRTFRILN. FrL, MRIMERA, AEFIRSARANM, —F—THIE, HINAXZE
Rk Rey{E

[00:21:53] Lenny Rachitsky
English:

That's such tactical advice. And I've seen this work for a lot of people that just go where their favorite
former employees work. And not favorite to your point, but the people that they most respect and have
been most impressed by. And | think it's such an easy thing to do. It's a really easy heuristic for



understanding where to go. There's something Marc Andreessen once shared that I'm reminded of when
you say this. There's a term for this, | forget the actual term, but there's certain companies have this
gravitational pull where they are acquiring all the best talent. They're currently the gravity in the space
and everyone awesome is going there. And you have to, as a company, know you're one of those
companies or you're the opposite. You're losing all the people and they're all going to this other
company. | guess any thoughts on that?

FROCERIR:

XEWFEELEE. HRIRZARBREMNEBMVABEE. FRENLRYI, MEEAMSGZMA]
REE. RYMUNEFRZIBA. FHINAXREZME, BAMERAN—TMEBEENBANST H MEXAR
IHRBET D% - Z8& (Marc Andreessen) DEZH—EKRA, BNENINAE, HSTREKMUAA, B
RENTHIBEXM “5177 , ENERSIFAETRRAT . Ef@%MHNEI N0, FRERERAGERIL
o FA—RRQF, MBIUERECESINFL, ERRE—IEERIAL, MIIBET S —RAF.
WIREHAEE?

[00:22:43] Tamar Yehoshua
English:

Yeah. And it's really bad when you don't have a gravitational pull. It's super hard. | would say that one
thing that if you're a manager, | always advise managers, go somewhere where you can recruit. | got a
piece of advice from a friend that | thought was amazing advice as a leader. She said to me, "Take a job
where if you hire people, it's going to make their careers." | was like, "Whoa." Because | was getting offers
for some turnaround jobs. And if you think you can turn around, great. But if you're going to hire the best
people, you want to make sure that it's going to be a good place for them and that they're going to learn
and they're going to grow. And so you want to do right by them. And you really earnestly want to say you
can make your career by coming here. And | thought that gave such a higher bar for every job | was
looking at as a leader that | thought it was just amazing advice. And then on the flip side, on the negative
side, some people are putting too much emphasis on where will | get a big financial return? And I've
found that financial returns are the hardest to predict. You know who's good. You know who you want to
work with. You can predict where you're going to learn. Because even if a company fails, you learn a lot.
But predicting financial success is so hard because you don't know what's going to happen with the
market, with the world, with crypto, and Meta Al. And people who do that and say ... | had one person say,
"I took this job because I'm a mercenary. They just paid me a ton." Did not work out for him. And | feel
really bad when people do that, but | think that it's a dangerous thing to do.

FRCERIR:

B, RASINEBIFEELN, LIRZFEERE, MRMME—REEE, REREWN: E—MREREIANM
BHo BM—MIAAABERII—REAMSENBERN MWW “W—OXFENIIE: MRIRERT !
A, P TERem A MIIAERWAEE” REROE: “BE.” EAENERI T L “AEREA”
(turnaround) T{ERYBLY, WIRIRDIFIREEHITLTIH, MRIF. BURFERARMFOAN, REHFRIX
iR N Ts, MIEEFS. BERK. REXMFEMI]. MEBRERBMIL: “RXEREMMIREIEL,”
FIANNZABRENASEIHNE—OIEETESNNE, XBNUAET. 5—FHH, MAEXRE, BLE
AXEE “MEELHEANVSEIR" . AUV SORSEZETUNE. RAEEFEE, MEERMEL
=, RENERREFZEFRA —REAEQRDRKT, MEEFEIRS. BFNS ERRHKET ,
ARAFETD. MR MELEMN Meta Al IREMF A, BER “BTEXDITERERANZE T EME, Mils
MEZ” BIA, HRE—, ERARNT. SAMZHENEBIRER, FIANXRER,



[00:24:40] Lenny Rachitsky
English:

| imagine some people hearing this advice are going to feel like, "I'm not going to get a job at OpenAl or
Glean or other awesome companies that everyone wants to go work at." Any advice to those folks?

FROCERIR:

BRALARIXMENEEE: “BNXHFE OpenAl F Glean XA ATBENFELF,” WXL ARE
raging?

[00:24:52] Tamar Yehoshua
English:

There's lots of good companies and there's lots of smart people. You don't have to be at the top brand.
And if you go somewhere where you're going to learn and it's going to get you there. | made mistakes. |
went to some companies, multiple companies that failed or stopped growing and didn't do well or didn't
have all the right people. Careers you don't make every step is to the right place. You remember in what
you cited, all the companies | went to that did well, you left out all the ones that | went to that didn't do
well. And so then people will assume that every time | made a job change, it was to a company that did
well. No. That was not the case. So if you focus on that learning bit, you will get there. And there are lots
of paths. There isn't just the OpenAl or Glean or Anthropic.

FRCERIR:

BRZWFAE, LERZIEAAN, MABIFEFEMRREIE. RBMRE—TERFIRANMS, ERERT
REXENM, FLIEIHE, EFIREAFFLIERK. RURE HBEASBRERTHLRE, BRIEER,
HABE—TEWEEX, MRIARIINEBERIHMINNAE, (RiFETHRERKIIN, FRUASRIZE
BREBET RN AT F, BXRHIEML. FA, MRMEEIFFES, RRESKIIN. BEREZE,
ARRE OpenAl. Glean 3% Anthropic,.

[00:25:42] Lenny Rachitsky
English:

Awesome. And again, | love how tactical this is. If someone is trying to figure out where to go work if
they're unhappy in their current job or don't have a job right now is just make a list of the people you
most respect that are the best at the thing they do, see where they work and there's your list of
companies to potentially go after. There's a lot of benefits to this as you shared. It's not just helping you
pick the place to work, it's the network. It'll level you up. Is there anything else along those lines that is
helpful for people to think about why this is a really good strategy?

AR ERIE:

KiET . HEREMXZINAIKES, MREANIRFRREEZIE, IFFILMEER. EEETER
RN, EEMITEBELE, BREMNEMQRER, ENRSEN, XEMBERSFL: NUEEEMR
EAT), EEEBILARK, RAMEIKT. XTFAFARZR—NFRE, EBFTAEREZNG?

[00:26:10] Tamar Yehoshua

English:



Skills can't be taken away. A company can fail, but if you learn a skill, you will always have that skill.
FRZERIE:

KEERHBAEN. AEARESEF, BNRMRFRT T, EXKIZBTIR.

[00:26:15] Lenny Rachitsky
English:

I love that. And I've totally seen this to work, so | really love that you're focusing on this advice. You've
mentioned places you've worked and folks you've worked with. You worked with folks like Jeff Bezos,
Stewart Butterfield, some of the top product thinkers, leaders in the world. So let me just ask, what's one
thing you learned from Jeff Bezos and Stewart Butterfield?

AR ERIE:

HENXAIE, FHRLIIMRIERY, PRUABRRESHRRIETX—R. M2l TRIIEIRMANEED
BIA, EEIOZRK - DA, HrEVRYS - BRFERE, XEREHR LR~ RBBERMNASE. BATE
8], fRMIMERM B RES LR EIN—HEEHA?

[00:26:37] Tamar Yehoshua
English:

Probably can't narrow it down to one, but I'll talk about Bezos first. | was very lucky to join Amazon early
when | still ... | had quarterly meetings with Jeff Bezos. And this was before AWS launched, so it was
before Amazon was known in the Valley. This is another example. | went there because | went to work for
Udi Manbe who started A9 and he was talking to me one night trying to recruit me and he spent two
hours on the phone with me telling me how amazing Jeff Bezos was. And this was before there were any
books on him. And that really convinced me to go there. So there's a lot written on Bezos. Read his
shareholder letters, read the books about him, read Colin Bryar's Working Backwards. The Everything Box
| think it's called or The Everything Store.

FROCERIR:

AIRERME R — 14, BT, FREZSEFREHMAN Amazon, BRBEEFEXRSMNIEHAS, A
BT AWS A ZAET, Amazon EEBEEGHALE. XBF—MIF: HEMR)LERAKEEREIA A9 BY Udi
Manbe T, H—X LXEBEHK, EBEERRMTRNNE, SFERVEHRES TR, BREEZA
BxFIEHRBN B R, XEMRRT HEBE, MEXTFIVEHNERERES, BIEMHNERRE, HiEXxTF
A9, 3Ei% Colin Bryar B9 (@ I{EE) (Working Backwards) , i£H (—MFTR) (The Everything
Store) o

[00:27:27] Tamar Yehoshua
English:

There's so many good books and there's so much to learn about how he works. So | won't try and cover
those things. The things that stood out to me from the meetings | had with him were a couple of things.
One, a lot of people have written about these six pagers, so he doesn't believe in PowerPoint. You write a
six pager about ... It's like studying for the final exam is writing these six pagers. So you go into the
meeting and there's the people around the table, his executive team and him. First he does not speak
until everybody around the table speaks. So he goes around to all his leads and said, "What do you think?



What do you think? What do you think?" And I'm sitting there like, "I don't care what anyone think. | just
want to hear what Bezos thinks." But he wants to make sure that it's a team effort and that he's listening
to what everybody in his organization thinks. And he always spoke last. He is by far the smartest person
I've ever met in my life. I've worked with a lot of smart people. But his ability to go deep in any domain
and nail the core issue, and remember. We would've quarterly meetings and from quarter to quarter he
would remember things that he had talked about before and then he would go into the architecture of
search and why are you doing it this way or that way? And you're just blown away that he knows that. For
me, the biggest takeaway from those meetings was his consistency, which is he had principles that it
made it easier for you to operate in his company because you knew what he cared about because he
always had these principles. Everything had to be customer driven, everything had to be relevant for the
customer. He hated icons. That was just the thing. You had to write what they were because people
couldn't figure out what they are. So anytime you showed an icon, he would get annoyed. But you would
go in and after a couple of meetings you're like, "Okay. | know what he's going to ask about. | know how
he's thinking and | know what his principles are." And | think that consistency enables you to operate a
large organization more effectively. And then there's one other thing that | really remember was one of
the few really small meetings | was in with him and we were presenting working on a new product, and |
was like, "Our competitors have 10 times as many people as we do on this." And he looks at me and he
said, "That is your advantage." And then he goes into his talk about how it's a hill and it takes seven years
to build a product. You can't look at it in the near term. You have to be in it for the long term. You can be
sure | never went in and said, "I need a lot more resources." So that was Bezos.

AR ERIE:

BRZEH, XTHHNIEASNERSEREINMSG, HMAFA—HRT., E5MNZNF, B/LHFILEK
ENKiRZl. F£—, RZAGHE “"AHAESR (six pagers), A4S PowerPoint, 5X7\TIRGTENHA
RERMBES, AN, HNBNSERANELERS. Bk, EREMEARSZH, MEFHFO. R
BFFEMIRAREA: “REAR? REAE? 7 RANALER/LA: “BREFIIAELR, RREIRIVEEE
218."7 BBHERXE—MEE S, tERRARFETANER. ER&RE—T4XE, WEHRXEFR
AREANA, REFIRZBEEAN, EMRNEAMEHBEIZOREES, URMEIEIZH, ML AR
N HMNEZEF—RS, MEEICELEERINES, AERANRITRREN, RIRANTAEXIFHEBRE
o MMRMFFHRAEXL, WHERH, MXEINPRINEABIREMB “—E1E” (consistency).
E—ERN, XLFEMNABREERZARIE, ENRMEMEEFA. —TILTMURF ARE), —Idk
FANEFABNE. WITRKER (icons), XZMEI—MER. ROMEHXFHE, BAMREF[ANENEER
o FRLUERIBHEIRETRENR, EIFEN. BEASURRRE, MMERE: 9B, RMEtZEfTA,
BAEMERMA, FHMEMNRUZF4.” FIAANIM—EIEEREBERBMIZE - ARAR, TF—
HERIC/RBE, BEMNMAN—RNEZW, FNEERT—NH~m, &R “HHEEHFEZID
HEEWAFEENN10E." tEEFN: “WERIRHIME.” ARMFRHAbER: XmERW, FLr—
MEMBELCENE, RAEREEH, OAKBKRAN. FAUSE, MBUERBREHERT “REEE
ZRF o XeiEE.

[00:30:14] Lenny Rachitsky
English:

Awesome.

R EIE:

KET o



[00:30:17] Tamar Yehoshua
English:

Stewart. Again, | went to Slack because | wanted to work with Stewart Butterfield. | think he is the best
product thinker in the Valley. He's not working in product right now. He's taking time off. But he's got this
combination of long-term thinking and in the details. So in 2014, he wrote a master plan for Slack, which
was build a product people love, build a network. That's Slack Connect. Build a platform that makes all of
your other Saa$S products more valuable. That's Slack Platform. And then do some magic Al stuff. Magic Al

stuff took a lot longer, but-

AR ERIE:

HTEI/RYS (Stewart Butterfield) . [E#F, 32 Slack REAHBMIMEREFHE. HAAMEEARINKRF
mBEE, MWREREM~™m, EERR. EttRAEKIBENNATEE, 2014 F, ) Slack 57 —1
AEHEEE: ME—IMAEENTm;, WE— WL (BIE3RE Slack Connect) ; #WE—NTFE, itAABH
ftb SaaS =mEAMNE (B Slack ¥ &) ; ARM—EHETH AR/ L. AlELENNEKES, B

[00:30:54] Lenny Rachitsky
English:
That was part of his plan early on is magic Al stuff.
FRCEIE:
“HEN AR/ EREMRIE—ET?

[00:30:55] Tamar Yehoshua
English:

It literally was. There was a grid with four boxes in 2014 and it never changed. That was his master plan
and what we worked on each year changed. But somebody recently asked me, "You guys did Slack
Connect much later?" I'm like, "Yeah, but it was always part of the plan." It was always part of his vision.
So he saw forward in the vision, but he also was very much into the details. And | think the thing that |
learned from him the most was the power of prototyping. And that even though he was such a great
product thinker, he would always say, "I can't tell you if this is going to work. I have to feel it. | have to try
it. And a mock-up doesn't tell you what it's going to feel like." And he would push people to do
prototypes, not incremental of just to get a feature out, but really to think. Very soon after | started, we
launched ... | hired a design lead, Ethan Eismannn, and he led a redesign of the new information

architecture for Slack.
AR ERIE:

HasEanitt. 2014 FMBA—TEEER, MRED, BEMHRFEE, RAKNSFMHEFEE. ROBA
3. “fRM] Slack Connect i X 4BE? 7 Fifl: “BH, BE—HEIHHP.” XBXZMERI—EI.
HEEEIEN, XIFFEXFAT, RIAABMEE EFRRSZHE “REIKIT” (prototyping) BHE., REM
B—THEANFRIAER, EMER2R: “HREASHEXITAT, HRRRE, HEAAE. #SEE
(mock-up) ZEBFMENFRE.” MW ANEMRE, FERNTEZGENNINENIEESEH, MENT
HIENBE, IANREAA, BMBEHT -3k T —{IRi+EE Ethan Eismann, K7 Slack #ifE 85
HRVEFTIZIT.



[00:31:59] Lenny Rachitsky
English:

I worked with Ethan at Airbnb.

R EE:

FTE Airbnb F1 Ethan £33,

[00:32:00] Tamar Yehoshua
English:
Oh yeah.
FEiE:

M, =3,

[00:32:01] Lenny Rachitsky

English:

He was head of design for the search experience and the search team.
R EiE:

R ERAEEMILREAARIZIT AT A

[00:32:04] Tamar Yehoshua
English:

Yeah. Ethan is awesome. And he came in and his first task was to work with Stewart on this redesign. And
Stewart came in and said, "I want you to take everything in the interface and put it behind one button."
And everyone's like, "That's never going to work." And he's like, "Do it. Just do it." And so we had our
prototypers ... We had also engineers, front-end engineers who were really good at prototyping, literally
took everything in the interface and put it behind one button and he said, "This is how you're going to see
what you really need in the interface." So we were never going to ship that, but it was the beginning of the
redesign.

FROCERIR:

Y, Ethan Ri%. MHERENE—MESRENHFERE—EMXNENLIT. FEREERR: “HREMR
(BRI LENFABERAEEEE—MEE.” AR : “XENTRE” fthix: “HBE, REEM.” T
BATRRBM---- - FATE B — LI BEKMRENTEIN. siinTEN, ERBRE LMFREREEHKRE T —
NMeHEE. HERENR: “XFERRMEESREREERTENZAAT.” ENIAITELBIR MR, E
BEREIMKITHIFIE.

[00:32:43] Lenny Rachitsky (Ad Segment - Sidebar)

English:



Let me tell you about a product called Sidebar. The most successful people that | know surround
themselves with incredible peers... [Ad content omitted for brevity but translated below]

AR ERIE:

WL RN LB — 0 Sidebar B9 . FHINRHNRMIITMABSILBE S URESRENFTNET. SIMAE—3#
EREHNETTH, REILOTCEmIarIPkat, REIDWEIN, HEMEMIE. RUMEFNRE, XFNEE
ILRGE—S, BRELMINEBEBEXLE, HE—HESEHENTSNRTERIRULHEKNXE, XmE
Sidebar WRE, BEFHECELXE—EHARM, Sidebar B—1MEBSEFAZIAL (BMETICER) B
Tas, SEMHRILARE. RASKWLEIEIT/NAFR, REAENER. ZxMANBRNREG, FHER
ZMMBERSIST, Sidebar WEEAREILAERRAEENS—PRETETEATREENRG. NRFEERXMER
BIIRAR, REERBEH TR, Sidebar REMIRERI EENRE—RBE, 93% B AT Sidebar #E)
MAERR EEH LI T EZHFMRE ., 7E sidebar.com/lenny THEE %,

[00:34:08] Lenny Rachitsky
English:

As a product leader, how do you think about just the time it takes to create a prototype in something like
this? As a pm I'm just like a lot of times we don't have time to build this whole prototype. We got to ship
stuff, we got to hit these calls, we got experiments to run, we'll just build it and see how it goes. How do

you think about making time for something like that?
R EIE:

ERFmARE, MNAEGFEEXRREFRFNNE? (FAFREE, RERSR(EEENETENR
B, HMNBRHARA, BAMER, BRELE, BIRABVERMEREENR. MUOATZENXIMEB LN
&]?

[00:34:38] Tamar Yehoshua
English:

If you're doing it right, it'll be faster and you need to have an engineering infrastructure that enables
prototyping. So some engineering infrastructures are too heavy and they don't actually enable
prototyping. We had a problem with our mobile apps that it was too hard to prototype and we actually
redesigned our mobile apps until we got to the point where it was easier because our desktop app was
pretty easy to prototype. But you have to have a layer of abstraction that enables you to do that, and you
have to have engineers who have a prototyping mindset, and if you build multiple things and you have
this mindset as I'm willing to throw it away, you write code that is never going to make it to production so
you can just crank it out much faster and then you can see what works and then you build the production
code. Until you actually get to your end goal of something working faster. But you need the engineering
team to have the same mindset. The product and engineering have to work together and design because
design is just in it. Sometimes you can get design engineers who are doing the prototyping. So your first
prototypes are like Figma prototypes, and then you get prototypes on real data. When | was at Google,
one of our teams, a front-end team, | remember we hired a bunch of prototypers and our head of front-
end engineering said to me one day, this is my secret weapon. This is how we move faster. So | do think
it's a mindset shift and a tech stack shift.

AR ERIE:

MRMMGERE, ERMEIER MBE—MFREQITNIREEMILHE. BETEEMNAET, KFLEE
EXFFRERE, HNOBHATBEIX NN, RERITAET, FIURNERLITTEHNE,



EXFBRRENA—HESHMERE, METE—THRERZ[IX—x, MAMREFEARE "RERBL” NI
2. MRMWET ZNRE, HEEE "“RERICENE NOE, RENREBKEFRZHNESTE, X
BRFEERIIZSHIBER LR, BEFAEY, ARBEEFAE. RRMIERMERBET. EXFELRR
FAEEHENOE. Fam. TEMRITBAERSE. BRI MU RiTTREN KHMRE, RORER
BER Figma iEE, ZAERETELIUENEE, K7 Google BY, H— M aimHFET —ERED, FKTA9H
HIREFER—RWHR: "XERNWBHE, XMERMNBEEROERE" FAUFKIANXEER OSSR
T, HEREARNEE,

[00:35:39] Lenny Rachitsky
English:

We're going to talk about Al later, but it's also getting easier to build prototypes with Al. There's this video
recently that went around on Twitter where an eight-year-old girl was building an app and in like 45
minutes, she built a chatbot using this product called Cursor. So | think that'll unlock a lot of great
product on opportunities and just accelerate this sort of work. | asked about Jeff Bezos and Stewart
Butterfield. I'm curious if there's another leader you've worked with that maybe is less known that you
also learned a ton from that might be worth talking about.

FRCERIR:

HNEEZKE AL, BIER A MEREDTGEREES T & Twitter EEMUSR, —N/\SLEZH—
MY Cursor B @t 45 DHAMET — P IIXRHZEAN. RIANXSBBIRZSHANT @IS, HMEXET
B IR NEHRMERIERET, RREFMHEFEINMTESR, BEEEE—LRIALT. BIREM M)
5 EFERS. EEWIHRA?

[00:36:12] Tamar Yehoshua
English:

| think that there are people who are really, really good at what they do. So Marc Benioff is an amazing
marketeer. His marketing mind ... After the acquisition, | got the opportunity to onstage with him at
Dreamforce for ... Because Slack was a new shiny thing so of course Slack was going to be in the keynote.
And so | was in the Benioff's keynote two years in a row. And so | watched how he approaches his keynote
and the whole thing around Dreamforce. Dreamforce is incredible at the impact that it has on the
ecosystem. And so | think that as a product, people don't think of him as much, but as his marketing
abilities are amazing what he's done.

AR ERIE:

FINNBLEAHEER MR ME TR thinEx - MERX (Marc Benioff) , ftt@— 17 FEMNEHK
7o MBEHELM - EWWZzE, REVSHt—ICE £ Dreamforce 95 E, & Slack @HEHHFHE, I
FrASHMEEZIEHRFP, BEEHESI T HNEBE. R T thnfENES EiH LUK ESE Dreamforce
FFRHW—1], Dreamforce MAESRANEMARIRAN. HIANNEFRAE, AAIBEERAXEM, B1H
EHHEE I AR T BY B L B S AR

[00:37:07] Lenny Rachitsky
English:

I've written posts about how various companies got started in Salesforce history. Always comes to mind
where they go to conferences where's there's no software mascot walking around. And | remember they



did something around one of their competitors where they just created some real controversy around

someone.
RS ERIE:

HEIX T Salesforce QN SEHINE, SRBFIMINIESMPBLRE “RESFHY EREENZN. KiERF
N —TREXNFET —EF, FET - EREENFN

[00:37:22] Tamar Yehoshua

English:

Well, they went into their competitor's conference and stood outside their competitor's conference.
R EE:

=i, iRIRENFNEABEIAETN.

[00:37:27] Lenny Rachitsky
English:

Mm-hmm. Right. That's what it was.
FRCEIE:

i, X, mEBHE.

[00:37:29] Tamar Yehoshua
English:

This is in the Beyond Software. This is in his book that he wrote about the early phases of Salesforce. And
it takes his guts. He pushes the envelope.

FROCERIR:

XTE (EBHEIE) (Beyond Software) BHEIZH, BEMEBIXT Salesforce RHAMERN P, XFERE, i
BEEPGIRR,

[00:37:40] Lenny Rachitsky
English:

| love that. It's a really good point that people don't think of Marc Benioff as a marketer. And that's
interesting that that's maybe the main thing you took away from him is just the power of marketing and
the skill.

FRCERIR:

HERNX—R. AMIFERIBRXEFEHAR, XREW. IS LZENEETENRAMREEH
By EMEIS,

[00:37:49] Tamar Yehoshua



English:

He approaches his marketing presentations like a product person approaches their building their
product.

FRSCERIE:
HITFEEBERNAR, REZRANSHEZ—E,

[00:37:58] Lenny Rachitsky
English:

Amazing. Okay. Speaking of former colleagues, | asked one of your former colleagues, his name is Fuzzy
Khos. He's now the CTO of Notion. You worked with him, | believe at Slack.

FROCERIR:

AET, WHFIESE, KieTIRN—URIESE Fuzzy Khos, fthII7EE Notion B9 CTO, FKAB(EFRIITE Slack
=S

[00:37:59] Tamar Yehoshua
English:

And at Google.

R EIE:

EETE Googleo

[00:38:10] Lenny Rachitsky
English:

And at Google. Wow. Okay. So | asked him what to ask you, and he said that you're amazing at building
strong cross-functional relationships, especially with engineers. | know you used to be an engineer, so |
get where that skill come from. What can you teach people about building stronger cross-functional
relationships, especially PMs to build better relationships with their engineers, designers, other folks on

their team?
FRSCENIE:

i&H Google, M, FRIMiZAIRHA, MRIRIFEERKEIRANBIREXR, LHESTREMBXR. A
BIRARIR T2, FrIAFRBIEXREEMME) LR, RTRILERANBIREXR, RERSAMNTA? 15512
FEmZEINAS TR, itk A SR L BRI X R ?

[00:38:34] Tamar Yehoshua
English:

Probably the most important thing that a product leader does because if you have great ideas of what to
build, but you can't get them built, then you go nowhere. So one, make sure somewhere where you have
a good engineering partner. So Henderson was the co-founder and CTO of Slack, and | couldn't have
asked for a better engineering partner. He's just awesome. And that has to be part of your evaluation



criteria that you meet and value your engineering partner before you join or you know that it's not the
right one and the organization is willing to make a change. So that can happen too. You can go in and
understand that something has to change, but that is a very, very important thing of what you're doing
and what you're assessing when you go in. And then | think what's really important is that you're aligned.
You understand your roles and responsibilities and where you're going to divide and conquer and where
you're going to be aligned. You don't want any of this ... People in the organization, they asked Mom, they
asked dad and they got different opinions and playing one against the other, that doesn't work. So one,
you have to know that you're not going to do that. So if somebody would ask me something that it was in
Cal's domain, I'd be like, "Did you talk to Cal?" | would never try and go around him. So we were very
clear on, you're going to drive this, I'm going to drive this. And if it was unclear, we'd talk and we would
say, "Okay. Who's going to take this one?" And we would do all our reviews together. And so all of the OKR
reviews, we had weekly exec reviews, we had the updates on our OKRs, so we did them all together, but |
knew here's the things that he was going to ask the questions on and dig deep. And then when | was, he
would take a back seat, but of course we could ask questions in each other things, but | knew that he was
taking ownership and he knew what | was taking ownership of. But | think the bottom line was respect. Is
that you have to respect and trust that they actually will follow up on what they say they will. In Cal and
Fuzzy were amazing at that. | would go to Fuzzy and be like, "Hey, we need more mobile engineers
because this one product is not going to ship." And he's like, "I'm on it. Got it." And that was all | needed
to do. And obviously if he couldn't do it, he'd come back to me and, "Hey, there's going to be a problem."
But it was like just things got done. That's the best part of it.

AR ERIE:

AR mASEMNRERNER, RNNRREHERNEEAEERER, BRELE X F—, BRI
TE— T ERBIRESFKHRM, Cal Henderson Z Slack BEX& B35 A3 CTO, FHINAEILLMEFHNTE
KT, XET. XRTRARNREITHEIREN—E7 : ZRRATGEIRETREUH. HEBMRIFEAIA
TR, MALRBEMEIRE, BtAll. RAILUHEXERIRIGTEMNRE, EXZMARNIFEEENT
. HR, HINREEEEN—SZ “BRIEIR7 (aligned). RIZHEHSENAGNIRE, NEBERE
AINE, MEFBRRF . (RAREFIARENAER “B13° , XER ‘B8 , FAFERREL
1ERIET, BEITFEN. FILL, REBRIECAIIEFM. MRBARKET Cal UHKER, H=
W “fRiEd Cal TI3? T BEALIM. KATIEFBEH: RARXD, HAFB. MRFEH, K1z
BE: W, XMERER? T N —RHTIENTHE. FIER OKRITH. BASEITHE. OKREH, &
&R —ii. EFRMEMLRFIMIRZ, MAREKSH, MIBREZL. SATNTUERER, BRHIE
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BEART” R LTk, KA. RRFEMXL, BAMRMEARE, IERRKR: TR, =
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[00:40:56] Lenny Rachitsky
English:

You talked about being aligned, which | love and | fully have seen that power of that of you and your
engine manager, design manager being aligned on ... And you tell me if I'm wrong, but specifically on
what goals you're trying to achieve, what success looks like, things like that. Are there any tactics you
found to create that alignment? And also if there's anything else you want to add to the point | just made
about what it is you're specifically aligned on, that'd be great.

FRCERIR:



RIKEITERHIR, HEBERX—R, BRL2VIRIMEIRLE. RITEEARIRNAE - WREKR
&7 ER, XMHIRAGKRZE: MIELMHABR. BB AEFH, FF. FERERIFAET
EMHIRMREE? 55, RFRMNEGEPLESEREERIIR, FREETARBTEHLE?

[00:41:19] Tamar Yehoshua
English:

One, you got to spend a lot of time together. There isn't a way around that. And you have to document
things and make sure that you've talked it through. And if you don't agree with something and you're not
sure it's a priority, you have to speak up and you can't just be like, "Okay, whatever.", and then go to
somebody in your team and be like, "Oh God, that that CTO, why did he make this decision?" That just
doesn't work. So I'm a very direct person. So if | don't think that something is the right priority or is
working, | will be very clear. We had different forms, so I'll be very tactical here on the forms that Cal and |
had together.

AR ERIE:

F—, MBI RREREFE—R, XEEER. MMILTUEERIER TR, BRELDBEY. WRMEF
ERXEME, RETHECERESEMAR, MOTURER. RAERE LR “WFE, BER , ARBEERERN
RRGIRAG: "R, B CTO AHABEXARE? * BEITAEN. HE—TIFEEENA, NRFBINNEH
EMALEANITRE, BESRERERL. BIMNEFENDERN, BREXEEEFDZE—T Cal IFHEHFEXA
Bz o

[00:41:56] Lenny Rachitsky
English:

Perfect.

FREiE:

KIF7T o

[00:42:00] Tamar Yehoshua
English:

We used OKRs to drive our processes and we would have the teams present OKRs to us. When the team
got too large, it got to be too much time to go through every team's OKR review so we had a Slack
channel for each team, their OKRs, a planning channel for each one. And people would post a doc and
then a Slack video of going through the major points. And we had a time limit of how long they were
allowed to be. And they would say, "Here's our OKRs, here's the things that you would pay attention to."
And then Cal and | would do a marathon and we would watch them all together. And-

AR ERIE:
AT OKR RKIRENHIZ, iLFPAAZKIIET OKR, HEATEARAR, ENHIT OKRIFEA#ENT., FEFK
TR MHBAEIL T —1 Slack 57, EITJBTF OKR MK, ARSAGE—IXHY, SAFEE—F Slack 57

(Slack Clips) HRE R, HITHMIMBF KBRS Mti1=H: “XZ2FHNH OKR, XZIMRMFEX TR
7.” ke Cal ME=#HIT—17 “Bh” , —ENEFRERRM.



[00:42:36] Lenny Rachitsky
English:
In a room sitting there watching them together?

FRCERIR:
YEREE—EE?

[00:42:38] Tamar Yehoshua
English:

Correct. And then we would say, "Do we have any follow-up questions?" And we put in channel our
follow-up questions to the team. And sometimes there'd be five to 10 teams that we would then have a
follow-up meeting with. We would say that this is a really high priority project or there are a lot of
questions that we have, and then we would do a meeting but we were always doing those meetings
together. So that was the OKR reviews of getting the alignment. And by asking the questions, we could
then ... By it just being us, we could dig into the team. And we each had a chief of staff, so it was the two of
us plus our two chiefs of staff, and which they also did a divide and conquer and they worked really well
together. They were both long time Slack employees. So for years they had ... One had been an
engineering director and one had been a TPM. And then every Monday we had a Monday meeting where
we reviewed the progress on the top OKRs and red, yellow, green and don't talk through the green ones,
only talk through the red ones and what are the issues. And again, both there. And then we had a weekly
meeting with the four of us where we would just go through any issues in the organization, what's going

on, what's not.
FR3ZERIE:

R, ARFMN=R: “HNBRLRELD? * HEEEmRRL. BNEE 55 10 MEAFERIIAE
S HMNEIYUXB—MIARIFESHHE, RERNERZER, ARHA=, ERIMNE2XESM. X
BB OKR WEHAMILIRAEIZ, @R, FHATTLL - EARBRENED, BITATLURNT #BE.
MNEABE—NEMEK (Chief of Staff) , FALEHNHE M NMERK. BEKZEED A, RaR%L
i 1&RE Slack WER T, — P BIESEHE, — & TPM (KRAMBELKE) 1. SA—KNE—1E
=, WHZO OKREER, BAESZIIR. MTIREREN, RINCAdamUREERNEE. FEfF, JITWDE
T, RARENONERAF—RE, WIBARPEMFRE, WLEHERIRF, BRLRITF,

[00:43:50] Lenny Rachitsky
English:
And the four of us is you, the CTO, the chiefs of staff.
FRERIE:
‘BN 2R, CTO MR AIREK,

[00:43:54] Tamar Yehoshua
English:

Yep. And sometimes we would invite people. Like there's an issue with QA, so we'd have the QA leader
come in and present to us. But we tried to limit the number of meetings with teams. So it'd be like the



Monday meeting was the big meeting that you had to be there and you had to be able to talk to your

project and that was it.
R EIE:

. AN BIEEMA. il QA TR, FIZ1E QA ATRAKEBATLIR. EFHNTRERSTSHA
AR B—NRNELASNMIAS, ROFEETIRMIIE, NImE,

[00:44:13] Lenny Rachitsky
English:

There's so much awesomeness here. | love the idea of this Async share your plan in a video instead of
meetings with everyone in real time. And you could just do a lot of the stuff Async.

FRSCERIE:
XAET, BERXMMBISISS 2ZitE, MARHREALNFSNEE, REEBEEAIUSS M.

[00:44:22] Tamar Yehoshua
English:

We iterated every quarter, just like you iterate on a product. So every quarter we would say did the OKR
planning work or not, and then we would adjust. So we got to the point where at one point we added up
all the hours of OKR reviews and all the people in them and it was some insane number, like 300 and
something and we're like, "This has gotten out of hand." So then we're like, "We have to do something
drastic." And that's when we moved them to Async. It was also right after Slack Clips launched.

AR ERIE:

BINESZERMENRE, MEERTm—F. @éf*ﬁﬂ‘]ﬁﬁ%ﬁﬁ OKR MBEE, ARHTHEE, B—
RIAFI T A OKR R EH KNS5 AL, ERE—MRARNKT, A# 300 Z N8, HAHERF “X
BEXIETT , BIREUSHIEN, :_FzE'Eﬁﬂ‘]Er'n]Tﬁ*/Fffifto ARIESF21E Slack Clips ThREA R Z G

[00:44:51] Lenny Rachitsky
English:

Got it. That's the video feature. Very cool. Then | know you launched huddles, right? Slack Huddles? Did
you use that as a part of this or eventually you just get people into a little huddle asynchronously and
talk-

FRZERIE:

BAET, PMER NN iJ o RES. FFDEMRMELH T Huddles (3EE), XHIB? Slack Huddles? fR{717E7R
ERERTER? IERLIE J:jc FLZ#EHAN—"1) Huddle BIX?

[00:45:01] Tamar Yehoshua
English:

Sometimes. Absolutely. We would be in the reviews and we would huddle with somebody to ask a quick
question. We use Huddled all the time. I still do. | love Huddles.



AR ERIE:

BitS, A3, HRITMETFENSIEEAFFA Huddle [AINE5EREE, FA1T—EEA Huddles, FHIMEWLIE
R, HIEBEWXINEE,

[00:45:09] Lenny Rachitsky
English:

| love it. One crazy thing about Slack is people in Slack don't actually use email internally. It's like all in
Slack. It's like the actual vision of Slack working within Slack.

FROCERIR:

HENXN, Slack BEHRMIEANE: Slack REHIAESLARBEREF#HITARAEE@E, £1F Slack B, XFE 2
Slack HIE=1E Slack NZPESE Ei&E,

[00:45:18] Tamar Yehoshua
English:
No email unless you're dealing with somebody external. And no, it's mostly Slack Connect anyway.

RS ERIE:
PRIERANIBIMNIBESS, BNEEMG, MEIMEAIBIIMNIESWET Slack Connect IBE T o

[00:45:24] Lenny Rachitsky
English:

Anyway. Wow, that's amazing. Okay. | have one more question around product stuff and then | want to
talk about Al. So | was reading your newsletter on Substack, which we'll link to and you share this really
interesting insight that I've experienced myself that I'll quote you here. One of the mistakes that | see a lot
of product managers make is they over index on people who are going to be unhappy with the products
they're launching. And basically your advice is not to worry so much about making users unhappy, which
| think is counterintuitive to some people. Can you just talk about this lesson and I'd love to hear what
product you launched that made people unhappy that you realized, oh, maybe we don't need to worry
about this as much.

AR ERIE:

TEEHE, IE, KHE T ¥, XTFTmBEBE—NRE, ARFEIE Al, FKIRT fRTE Substack ERIFIERE
M (FENEWLEHERE), MOET -1 EEEBNRE, REURERS, RIIB—TME. “REIEZ™m
KPP —IHEIRE, MNSEXEPEZHEFLEHNTRBEIRTHENIAN" EX LREZNEFREREOL
BRAFL, ?klkjjl_i‘fi‘tbkﬂ%iﬁiﬁ&ﬁﬁ:o fREEIXX N EIND? FARBIFIFRERI T ALLANIRFF
O BEFRARIRE “BIFENAREIRAEL” B~ M.

[00:46:04] Tamar Yehoshua
English:

| saw it more when you unlaunch things, you take things away there's always some set of users that are
using a feature that nobody else does, and then you take it away and they're super unhappy, but there



are more people you're going to make happy. So a product manager gets caught in this trap of the vocal
minority and the number of people using your product ... Depends on what phase. Are you a Google? Are
you Slack? Are you a Glean? But the number of people using your product today is usually unless you're a
Google far smaller than the number of people who are going to be using your product tomorrow. So
design it for the bigger number of people who are going to be using it tomorrow. If you have to redo the
Ul and the Who Moved My Cheese, people will be unhappy, but all the new people are going to be like,
"This is so much easier." Then do it and deal with the people who are unhappy. But the trick is you have
to be respectful and you have to be transparent and you have to explain. You have to go to people and
say, "This is why we made this change." And you have to be authentic. You can't be dismissive and you
can't have marketing speak. You have to really say, "Here's for real why." And you have to listen to your
audience. You don't want to alienate your early users because most people ... If you made a good decision
on why you moved this or why we stopped using Slack calls and moved to Huddles and you have to do it
over time and give people choice and then give them enough time to move. So you have to do it in the
right way. But if people feel heard, it makes a difference. | have an example that's not a product example,
but | think is a really good one. It's a leadership example. So when | was at Google, there was always a
controversy about something, but there was a controversy about ... It was Blogger or something. | can't
even remember what it was. It was like we made a change. We were like 50,000 people at the time. There
was an engineer in my team, an IT engineer that was super unhappy about the change. And | knew Rachel
Whetstone, she was in charge of all of PR and global policy at Google. So huge job. And | emailed Rachel
and I'm like, "Hey, do you have an FAQ or something that can help me? Because | don't know why you
made this change and that | can help explain to the engineer in my team." She did not respond to my
email. She picked up the phone and she called him. | had no idea she did this. She just called this IT
engineer and she listened to him and she heard why he was upset and she explained her reasoning. He
was so blown away that she called him that he completely changed his opinion and then he told
everyone else in the org. And so it had this effect. And | learned a lot from watching her do that. She never
even told me she did it later. She just did it. You just act. You're authentic. You listen to people and you're
transparent.

AR ERIE:
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[00:49:12] Lenny Rachitsky
English:

It's so funny. This reminds me of a parenting book I'm reading right now that a former guest
recommended called Listen. And the core thesis of the book is when your kids are acting up or they're
getting off track, so much of what they need is a sense that you're connected to them, a connection which
is rooted in you listening to them. And so all-

AR ERIE:

XAERRT, XUEFRBERETEN—FF)LE, B—UmMREEERN, W () (Listen)o PRYZOIER
2. SERFRESHARER, tRFENE—MSMRIERRE, MXMERRET RN R

[00:49:34] Tamar Yehoshua
English:

My favorite parenting book ... | don't know if this is the same one or a different one, it's How to Talk so
Your Kids Will Listen & How to Listen so Your Kids Will Talk. Maybe it's the new name of that book, but it's
so good and it's so true in everything and also in products. So whether you're in a forum and explaining
to customers, whether you're enterprise customers, you're explaining, you're hearing them out, people
want to understand.

FRCERIR:

RREXHNE)LB - BANERFER—Z, M (WMARELFA RN, BARMEKFAEIR). HIFBICHH
2F, BEER/AYET, A#EAFRLEER, 8FFR, TEREERELATF#ER, TEENELE
P, {REEREFIFEIINEL, AMS&EHRIEMHT,

[00:49:58] Lenny Rachitsky
English:

Amazing. There's so many applications of just the power of listening. Okay. Well, not quite a segue, but
let's talk about Al. You're at the epicenter of Al now with Glean. How do you anticipate Al will change our
jobs and product? What do you think people may be aren't recognizing it, realizing it? What have you

seen?
RS ERIE:

AET. RN NEEXAZNAYR. F, BRARTERERE, BiL3A10E Al RITEE Glean, &F Al
BIFRC ARFADL Al INRIERZEFA I TR~ &2 fRARANTRIREIEERIREIHA? RERTHA?

[00:50:21] Tamar Yehoshua
English:

I'm going to give you a little bit of my history with Al to get to that point. When Al was a completely
different technology stack ... | have a master's in Al. So | started working in Al when ... It's evolved so
much. And then of course at Google using it for auto complete and search. It's transformed so many
times. But then with this last transformation of GenAl ... And that's what brought me to Glean of seeing
this, meeting lots of Al companies and like, "Wow. This is really going to transform how we work." And it's



just fascinating seeing these products. | was one of those people like, "Oh yeah, it's going to be so far
away." Until | saw GPT3. And | think Al, we are underestimating how much it's going to change how we
work. It's not going to be sudden from today to tomorrow because people haven't figured it out yet. They
haven't figured out how exactly to leverage it. But the people who have are going to be so far ahead.
They're going to be far ahead of everyone else because they're going to be working faster, they're going to
be working better. And in five to 10 years, | think the lines between product managers and engineers and
designers are going to blur because Al will enable product managers to build prototypes, to build designs.
Designers to build a pro like Figma already has their Figma Al. You can press a button and you can get
your initial prototype working. You've got all the co-pilots. So they're not quite there. You still, like with
Copilot or with Cursor, you need to be an experienced engineer to know when it's getting it wrong, but
they're going to keep getting better. | think people have to be careful about not getting left behind, but
their jobs aren't going to go away. They're just going to change. I'm of the believer that we're just going to
have a lot more software. But | talked to engineers and to PMs saying, "Yeah, | tried that. It doesn't really

work." And then go back to how | worked before. And that's a dangerous spot to be in | think.
R EIE:

AT HBAX—R, FABRHHARNAIER. I A ERTE2FAEBEARKEN - F7E AlMLETF. FFBEM
F A LEH--EBE#HNK T XZ. FRE Google, HMMEERTFEIHEMER, ©EHTHRESREE,
BREEXREMRI Al (GenAl) NTFE - XIEFKMA Glean WREE, ERTHRSZ Al RFGE, HO8:
“F, XENSRERMNOIELSR.” BEXEFREELAER. REZRMRERT B, BERET" B
A, BEIFRERT GPT-3, HIANBIMMRMGET AN IEAXMSIERE. ERE—RZERE, BAAMIER
RBERANFAHEMTAE, EREELBERBNNFEEN., AN IFSEIR. Eif. E£53 10 FR,
FIANFREE. TRMMgHTZENRRIEFEME, BN A it aEEEmZRENIKT, H&itm
REFGEE------Lb Figma BLEA T Figma Al, B MZHRELLIRREMER. EB &M Copilot. BAMEL
A5e3, LA Copilot 5 Cursor, fRHFELWFENTIZMRATEHARRLTE, EEfZBRET,
HIANANBINOAR BN, BIERRHER, RREREZ N, FEERKSEESHNMS. BRIFE—
LTRMM~mERR: “88, BiXIT, FXFA.” ARmMEZRTUANITESR. HIAANBE—1Ek
AYAL IR,

[00:52:34] Lenny Rachitsky
English:

For people that get anxiety hearing this where they're feeling they're going to be left behind and like, "Oh
my God, | don't know enough time to do this or | don't know what I'm doing here." Do you have any
advice for what's something someone can do to not fall behind?

FROCERIR:

N FARLIFEIXEREER. REECRIEABA, i “XW, FgHEIZFEXN HE “RANEZEA
", (REHARINEELLM] R I=AS?

[00:52:48] Tamar Yehoshua
English:

Use the products. This is what good PMs should do period. Always be using new products. It's not a
unique thing for Al. When mobile came out, PMs needed to be using mobile apps all the time to try them
out, see what the Uls are, see what's working and what isn't. And the same goes even more for Al. Use
ChatGPT. If your organization has Glean, use Glean. Use Claude. Try them all. Try them and see what they
do. | was talking to a product manager | know who is more forward-thinking and loves playing with new



products and he had this use case that blew me away. So he said ... And this was a couple of months ago,
so before ... It was right when Gemini had expanded the context window. So his product had a Discord
channel and he took the transcript from the Discord channel, which was huge. And he fed it into Gemini
the entire channel and then used it to ask questions. Like what is the sentiment of my product? What is
the most requested feature? What are the things people are unhappy with? This never would've occurred
to me. It's like, that is so smart. And he's like, "It was like a goldmine." Do you know how long it would've
taken him to read? And he just wouldn't have done it. So think about for the argument, oh, I'm too busy.
Well, if you use these products it's going to be a leverage on your time. So you get a lot of articles sent to
you, summarize them, use Al to summarize the articles. We use Gong at Glean to record all our sales calls.
We have a Glean app that will read all the Gong transcripts, put them in a spreadsheet in a certain format
of who the AE is, etc. And then summarize all the top requested features from all the Gong calls. And it
took a while to get it right. At first the summarization, the prompt wasn't good enough and would give us
features that our salespeople would recommend and didn't distinguish that this was actually the
customer. So you have to tweak it. It's not going to work out of the box. But then we got it to the point
where it worked and these things really save time and you have to use your creative juices as a PM to
figure out how it can help you and have patience to iterate and keep trying because the models that we
have today can do a lot already.

FROCERIR:

ERXEFR, XEMF-RELELAMNE, 95, KRFERFHLAH=RNIR. XRRZEH Al, HBE
BEXMMERN, mmAIEBEFE—HIXASZM App, & Ul, EHATHERB, T417F8. AIEEWL. A
ChatGPT, WR{R1AEHE Glean #tA Glean, H Claude, £#iX—i&E, BEENEMMT 4. HINR—1 B
Bal. SRR ERE, MENRGLEARZ—IR. BI2/LNAR, FE Gemini I ALETXEO
(context window) BYBHE, AYF=@mE—1 Discord #fid, MIBEMIENIMXZREHK—EIFEX
—REEEIRL Gemini, FEEFIRIER: EH~@mOME (sentiment) WA? WERKZHIMERTA? A
MHAARHR? BERSEXAERD, XXERAT. MRXEEENEN . MANEBENREALTREEEZA
1g? MIRAREER. FILL FEHR “BXITT”  MRMMERAXES~R, BN AMREIF. NRIR
WRIRZXE, B A BEEN]. 7£ Glean, FA1E Gong IBRFAAEMHEERIE, FHi1E—1 Glean RASIREY
FREH Gong R A, RFFEMRI (Lbil AE BiESE) BARE, REREMBEBETFEFREENINEE. &
M RHRGF, 1238 (prompt) REEE, ESEHEARBNNIGHLEHRE, SEXKSEBMLEEF R
o PRLAMRAZUIARE, EASHHEENAN. BEFHIMEERNEFHN, EENEEENE,. FAF-REE,
R EIZONE S, BEECUWFREEEIR, HFEMOEERRR, BANENEREEZEMESZET.

[00:55:22] Lenny Rachitsky
English:

Yeah. | love your example of the PM and what they did with the Discord channel. Is there anything else
along those lines that either you've done to leverage some Al tool to be more productive or folks in your
team have done to be more productive youth, either your product leaders or other folks?

FRCERIR:

B0, FRIFEERBWA T mIIELE Discord 5B Fo. EHXMBFIFIE? TiLZIMFAE Al TRIESR
R, B2MMEANENmASRASH R RBHE?

[00:55:38] Tamar Yehoshua

English:



So many examples. So one that | did really recently is | wrote a prompt in Glean to help me get the status
of features. And we have a Launch Cal, and you can look at Launch Cal it'll say a date. But then is it really
the date? What are the outstanding issues? So it will look at our Launch Cal and it will see if there are any
open year tickets, what the Slack conversations are and the customers who are beta testing it, bring all
these together to tell me, okay, launch date is this according to Launch Cal, but here are all the open
issues and here are the open conversations that people are talking about. So then it can give me the
confidence level of the future looking. So | can run the prompt, just put in the name of the feature. So |
don't have to read all of these channels. So this is a prompt that | built two weeks ago because we're
advancing our prompting capabilities. And so | was testing it out and | was like, "Ooh, | could do this." So
that's another example and engineers are using it for automating part of the incident management of |
got an incident, how do | see were their previous incidents that were similar to it, where they're not. And
so these are the type of things you can look at to help you. But the simplest, simplest is there's so much
news. Let me just paste in all of these things and summarize them. As a product manager at Gleam, here
are all the latest news. What do | have to care about? What's impacting me and potentially competitive to
any of the products that | have?

AR ERIE:

BlIFXZT. HREMBE—NE, KT Glean BE 7T —MERARBEHRRINENRITRES. BINE—1 %%
HFA (LaunchCal), FEEE—1HHE. BRSENLAHBHAG? SEWLRFRNEDR? XMERIEDRES
(2mHEA, RERTERXAD Jira T8, EEHEXM Slack 3HiE, UKES5 Beta MiXHNEF Rk, DXL
BE—RESFE: HOLREXTHEE, EXEEXLERBANAB, ARETITIEXLEE, XIEFETCMELREK
—PNRFRRFERNEOIER. BREFEZTRTIE, BAEZIREIE, FHEEFFRENME, XEKMAER
ErVRTIE, AARNMETRAIRTIEAE . TMRAR O “I8, HEEXATF.” TEIMTEEREXRB5h
HEBDHPEEIE (incident management) : FHiBE| T —NKE, MNAIZEBLURIREELRMBIMIE? XLEEBEES
2R, BERRxEENAZER: MEXET, RIEXLERABLLEERLE—T. N Glean WFEREIE, EXX
LaE, BFEEXEMTA? BEamE, NEANENERNEN~RERES?

[00:57:22] Lenny Rachitsky

English:

And putting that into say Claude or ChatGPT you're saying.
FEiE:

{R2IRIEXLEEHG#H Claude BF ChatGPT B,

[00:57:25] Tamar Yehoshua
English:

Yeah.

FRERIE:

=0

[00:57:26] Lenny Rachitsky

English:



Yeah. | think that beginning of the prompt is something a lot of people don't know is the power of just
giving it a role like you are a product manager at Gleam. From that perspective, give me this summary
versus just summarize this and that ends up being really powerful right.

RSz ERIE:

Bl FIAARTENALREE, REATHESECRE—TAHEBHET, il “RIER Glean I~ mE
2, MEMIBAREE, thRgii “S4—T BRKAES, XHE?

[00:57:42] Tamar Yehoshua
English:

A hundred percent. And you can compare what is Claude's PR saying that ... They just launched Claude
Enterprise. How is Claude Enterprise different from OpenAl Enterprise? Again, you can do it yourself, but
these micro improvements in your productivity help. For my newsletter, | interviewed Claire Vo who came
out with ChatPRD. And so product managers are using is. We're just starting to evaluate it internally, so |
haven't personally used it yet, but it's super cool and you can use ChatGPT to do a PRD. And ChatPRD, it's
more templatized and more frameworks of how to do that. And again, these things are going to keep
getting better.

AR ERIE:

B2 ZBER. MRERIUXLE: Claude IAXTIHMANINIAF T Claude ©dkhir, ABEF OpenAl Il hRE
AX3? B, (REIUBCE, EXEEFH ENFUNHRERED, ARNNFEENFR, BRRXLTHE
ChatPRD B Claire Voo ™R JEEERE. BAIRERIFGEITME, FAURESEERT, BEIFER, R
BILAA ChatGPT 5 PRD (PR X#Y), M ChatPRD 2T ELAVRIRAIELS, XLET ARk,

[00:58:33] Lenny Rachitsky
English:

Claire's been on the podcast, she's going to be speaking at the Lenny and Friends Summit coming up
October 24th.

AR ERIE:

Claire @ X MER, i1 10 B 24 HEY Lenny and Friends I8 _Ei&Ei#H,

[00:58:37] Tamar Yehoshua
English:

Oh, cool.

R EE:

MR, XB&T.

[00:58:38] Lenny Rachitsky

English:



Yeah. A crazy stat she shared. She's making six figures off this product that she builds on the weekends
ChatPRD.

RS ERIE:
=M. MOET —MRIFAEIE: R BRERF L ChatPRD BEAI1LIFRE T /NI EHIBN.

[00:58:45] Tamar Yehoshua
English:

So cool.

FRCERIE:

KEET o

[00:58:45] Lenny Rachitsky
English:

Incredible.

FREiE:

AETREIN

[00:58:46] Tamar Yehoshua

English:

But it also shows what you can build with Al
R EE:

XWERTFIAE AR L Ao

[00:58:49] Lenny Rachitsky
English:

Right. It's just her. | think she just recently hired some engineers to help because she has three kids CTO at
LaunchDarkly and just is building this on the side making a hundred thousand plus dollars. Incredible. |
want to add a couple of things here. So one is for folks looking for ideas for how to use Al tooling for their
PM job. There's a couple of posts I've written that I'll link to in the show notes just to put that out there of
just a bunch of PM sharing, here's what I've done with these various tools. Another thought I'd love to get
your take on. There's a lot of fear that the PM job be replaced by Al. And I've recently realized that it's the
opposite. | think the PM role is the best positioned to thrive in the world of Al because if you just think
about you have a tool that can just build a thing for you, just like you're staring at this blank thing that can
build anything for you, which function would you think would have the best chance of asking it of what to
build and how to articulate what to build best? To me, it's clearly Product People. They're best at figuring
out what to build, what matters most, where the impact's going to be what customers need. Not to say
other functions don't also have the skills, but | feel like of all functions, PMs have the most of that specific
skill. I'd love to get your take on that.



AR ERIE:

R, mtt— A, FRERIAA BT LN IRRMEIT, HAmBE=1#%7F, &= LaunchDarkly #9 CTO, R
M AL RISEEEA, MRT +ZHET. XAARNT . HBHERR: F—, WTFRMENEETmE
ETHERERAITANA, HEI/IREXE, RSEHEERETENERE, EEAREFRFESZMIT0M
FERAXETR, £, HARIAMFNEZE REABOFRIESKE AR, BEERSREZIRIBERIGEER.
HANNFmEERRET Al ERPEDLRNAR. RANRME— N ENFHEEAFENIR, @BN—
AILREOFRMZNTEER, MINABPRERERKRE “WEAA” UNMFEABMRATR? HEFK
W, ERARFmA. IIRERFEREEMWENA. FARER. FWHEWE. FRFEF2. HFAEHA
thEREER B X LR e, BRMUFEFMBRETR, mREERERRENXMITEREE, MAILEAE?

[01:00:01] Tamar Yehoshua
English:

That. | think that Al, the one thing it's not good at is being creative. So if you're a PM who's doing the
grout work, it's going to take your job away. But if you're a PM who actually is strategic and can pull the
pieces together and be creative and think how you do something that it's going to differentiate. Because
it's not going to give you that leak. It'll say, here's what customers are asking for, here are the problems
today, but you have to figure out how to solve it. So in some ways it might weed out the good from the
bad PMs. Because there are a significant number of PMs who are more just execution. And | think that
part of the job hopefully will be lowered because | hope a lot more of the execution will be able to
automate updating Jira and all these things that just take time and creating even little Launch Cals, which
PMs have to do manually now. So hopefully a lot of that work goes away and then people can be more
creative. And | think designers and PMs are going to blend because the best designers I've worked with
are product thinkers and a lot of really good PMs can also design. It depends on what kind of product
you're PMing for. So | agree with the caveat that it will become harder to be a great PM.

FRCERIR:

HEE. TINNAIE—FERKNZE “GIF" o I, WMRME—TRMBFEFRITIE (groutwork) B&=@RE
2, Al RIEEMRBIRE. BMNRMIB—TEMKIRG. BBEHER. AUSHERSIAMEERUNTRE
B2, (RMASWER. BN A ARG RBHEBEEINRE. ESHFTEFEERMTA, RENRERMA,
BIRBFHEHINARRE. FRUMEMIZE LR, ERIESMME R, BATBENTREE, FAEHEYE
AFEREEELRREBINT. RELMIH TIFERL, FEELSHNHMITIE—LLINER Jira. GIERE
AAXEANNFHD T E—REBEK. XFEATMEEREE. HIANKTHIIN~nIERRE, A%
BEENRMABENKITIERE~mEL, MRSNFH~mIBELEEIZTT. XEURTIRARM AT mo
FRARERMFNEZL, BE—TER: RA—8 “BK" NFRfETRER,

[01:01:20] Lenny Rachitsky
English:

Wait, say more about that. It'll be harder to be a great PM because many PMs are doing things that are

mostly project management and that's the stuff that-
R EIE:
FF, BEH—R. ERAAMRZFREZEBERTHNEELERODABEE, MBEIW

[01:01:30] Tamar Yehoshua



English:

Yeah. Let me rephrase. It's not going to be harder to be a great PM, but to be a PM, the not so good PMs
jobs will go away. The great PMs will still have great jobs.

FRZERIE:

B, EMADYE: RABANT=REERASFLTH, B ‘TRIFE XNIMMEES, BERBREN
FmEENTEREKR, MEANFRIERAZERENERZ.

[01:01:40] Lenny Rachitsky
English:

Yeah. | totally hear you. So in a sense there might be fewer. You might need fewer PMs, but | think that
applies in theory to every function. Fewer engineers. Fewer designers.

FROCERIR:

T, HTEEAH. FIUMEMEX £, FaIBERNAKAIRREL. (RAUEFBRERAZTREIE, B
Bt EXERTRAREE: EONTIREM, EORHm,

[01:01:49] Tamar Yehoshua
English:

I don't think you'll need fewer. | think you'll be able to do more things. Think about every company. Our
head of sales came to me the other day, "You need to hire more engineers because we just have so many
things we need to build." I'm like, "When have you ever worked in a company where you thought that you
didn't need more engineers?" You always want people to build more stuff. So | don't think you're going to
need fewer. | think you're just going to get so much more done.

FRSCERIE:
BTRIANRNERESED, RINNAREMELNE, BEE, SXATL—F., RITWBE TSR RERER

W RREZHERIEN, FARMNEBENFRAXRSZT.” HKii: “MEARERGFI-RESIEMEZBT
BATE? 7 fRKEREEARELEZHRAE, FIURTANABIEL, FIANRBFHIAKEM,

[01:02:16] Lenny Rachitsky
English:

A lot of people are building Al into their product. Glean is obviously an example which integrates LLMs,
which innately are non-deterministic and hard to know if they're going to provide anything good.
Sometimes something really dumb comes out. Do you have any advice on working with these very
complicated systems that don't necessarily ... You can't control and building them into your products?
Anything you've learned that might be helpful?

FRCERIR:

RZ AEBTEIE Al 5INF" 8o Glean ERAZR—MIF, EERT KBSEE (LLM), LLM XREEEIEHEM
(non-deterministic) , R¥XBELRHNERITFARLY, BRNSGKHIERRENER, HTFRMEXELETLE
FNERARAHEEWREIFRT, FRETABNE? RERT AT HANER?



[01:02:41] Tamar Yehoshua
English:

My first week at Glean was eye-opening in learning some of these things. But let me first just explain what
Glean does for people who may not know. So Glean was started as enterprise search. Glean reads content
of all your SaaS apps. So it reads the content from Microsoft, Google, Slack, Salesforce, Jira, like any Saa$S
tool that you use, it indexes it and enables you to search. So it started as just enterprise search and using
Al. So it was an Al search using BERT models and using vector embeddings in 2019. Because the early
engineers at Glean came from Google and Google created BERT to enhance search. And so it was obvious
that they would be using ML techniques for search. Then GPT3 came along and added a natural language
interface, a chat interface. You can ask the question in actual language and get an answer, and it basically
is a knowledge graph of your organization. So you can ask any question. Think of ChatGPT for your
enterprise. Ask any question about your enterprise. So people understand search because they
understand Google and you put in a query and then you refine it. But chat interfaces, people still don't
really know how to use. If you look at the stats from ChatGPT, from what | understand, the retention is
fairly low. People use it, they play with it, and then they don't get back to it because it's not in their
workflow and they have a hard time figuring out what they can and can't do for it. When | got to Glean the
first week | met with the assistant quality team and one of the biggest issues they have is people trying to
use Glean for things that there's no way it could know. Like what should my top priority be next week
when we don't even know what your priorities are. But then there's golden cases that are just amazing.
The example of refining queries and searched years for people to understand how to do. And it took a lot
of features of auto complete and refinements at the bottom of the page. So we need to build in those
things, guardrails to help with the change. To help suggest, oh, Lenny, here's what you could do. Here's a
prompt to find out the status of your feature that Tamar built. So how do you give people guardrails so
that they understand what is going to work and what isn't going to work? Because this whole, | don't
know what | can ask. And then on top of that, the non-deterministic. An enterprise CIO will go use
ChatGPT on the weekends, but they come to work and they expect their software to be deterministic. So
how do you help educate users about that? And then the other thing I'll say about using LLMs is the
industry is transforming so rapidly that you need to make sure that your product gets better as the LLMs
get better. And that too many people are building things to make up and compensate for the LLMs that all
that work is going to go away. So it's okay to do it to understand that it's going to go away, but that can't
be your differentiator. You have to understand that your differentiator is something that will continue to
be there as the LLMs get better and smarter.

AR ERIE:

K7 Glean WE—RBAMATERER. BEARAFTHENAMBE—T Glean BMMH A, Glean RYIEMEIWIEER
B, EIREXRFAAE SaaS MAMMKZA——Microsoft. Google. Slack. Salesforce. Jira EF—XEII# TR
SIFILIREEBIE R, FAAESRT Al R IIEER, 2019 ERMAHRER BERT A M EEHKR N (vector
embeddings). EA Glean FWRHATFZIMRE Google, T Google 813&7 BERT i8I, PRl 1ERN
BFEIRAZRBAN, ERGPT3HIMLT, EMTEAEZESRE, BREWXRAE. (RAIUUABAESIRA
HRB/ER, CEXLRMRALSNAIREIL, (Re]lnE @@, BeBREMFREWE ChatGPT, ATEFEE
R, ERMI1ERE Google: MAEE, AREMHNK. BXFUWXRA@, AMMNATKEREAR. BHFAA,
ChatGPT WEEFXHIELH K. AMTXAE. Iihie, AEMABRAT, BAEFREMIINIERFB, mAft
EEBEREREMAA. FEMMTA. KE Glean WE—F, 2R THFRERA, MITEIGRNREKRBZ
—EAMTAELL Glean —LERARAIGEMENSE, thil “BTANBERSMNZEHA? 7, MENEE
HWAMEMRNES BT 4. BHE—LIEREIREN “BERE . BEREWNRUET ZEREAILANE
=, HEMAT Bohthe. TTAKRSNMEEINFEINE. FTURNEEWEXLE “4P12” (guardrails) REEED
RAPENT . thiniZi: “IE Lenny, REILUAIXXMBRIEAREE Tamar FFRNIHEEIRTS.” RIS AP
REPE, LB ATEE. FATRE? AANEARTELT “BAMERERNATA" RS, Ltbsh




EEIFREMRIRR, ®IA CIO ARSMA ChatGPT, Eft] LN AEREZHREMMN, (RINEHEERFE
RRX—R? XTFEA LM, FHERR—R: TUBREXIRT, ROHBERIREmEEREE LLM S m#HD,
RZ AT LARTERITEN LLM BIERME, TPEE LLM BUAER, BETFRETEELE N MXLETERE
RS IZE A LRy, EIREMNIRNZORSE . MBFHA, RNZORENBIERETE LLM EFERE.
FBIRBARKABNMEN R,

[01:06:13] Lenny Rachitsky
English:

And as part of that, because the LLMs get so much smarter, everyone else will become awesome. And to
keep up, you need something that is actually outside of the LLM that continues to differentiate you and is
better than what other people are doing.

FRCERIR:

MERTF LLM ZS#KEEER, HtABMITERES. ATHRETOE, MEE—L LLM ZIMIRFEREFEE
MERL, HRTFHARNBZE.

[01:06:24] Tamar Yehoshua

English:

Well, yeah. That your whole product gets better as the LLMs get better.
R EiE:

wiE, MEILIRREAN T miEE LLM B# P MERF B

[01:06:27] Lenny Rachitsky
English:

That makes sense.

R EE:

/g,

[01:06:30] Tamar Yehoshua

English:

It's a frame of a of mind of how you approach the value add you're having.
FRCEIE:

XX TR EIRFHR MBS ENER O,

[01:06:37] Lenny Rachitsky
English:

Awesome. Tamar, to close out our conversation, is there anything else that we did not cover that you
think is important to share or you think might be helpful to leave listeners with before we get to our very



exciting lightning round?
FEiE:

A#ETo Tamar, HERMIEZH], EBETHARKNTLIE. BRANAREE, HEBREHENGEHNANBLHT
A BRI ARBYIENS?

[01:06:51] Tamar Yehoshua
English:

| in my decades of working in tech, have never been working in an environment that's moving so quickly
and it's really exciting. It's super energizing and it's also scary. But you have to change how you're
working. You have to change how you're working so that you can keep up because it's going to be an
interesting decade ahead with all these new tools that are coming out. And staying ahead will be hard,
but it's also, there's so much I think richness and opportunity here. So | advise people to get in the thick
of it and try it out because you'll be surprised at how many products we can build.

FRCERIR:

RNV TENORKITIEED, MRDIBHMEZREIFRE, XEELAHET, ERH 7EE, BHILAT
1Ho BIRBIATIMINTELAN, BANE, FRELTR. AABEXEMTANGIN, KR+EFEES
B, RIFMERRE, ERIANZERFTIE. MUARBNARKRIEFEZE, AANRSIIRIFTFHIEND
BhZ ™ am.

[01:07:37] Lenny Rachitsky
English:

| love that. | can't help but drill in one level deeper. Is there anything you found to help you stay ahead
and help you stay aware of what's happening? Are there newsletters you find useful? Chat, podcasts that
just help you keep up to date on where things are going? Is it like a person you look to like, "Hey, what's

new?"
AR ENIE:
HEMXNEN, BARZEFRE—E. MEXBERITAESBIMRRIFNL. THRNBNAX? B8 RRE

BANNSE®EN. BXFSIRFESBMMELEE? ERLKEREEIRHNIA?

[01:07:56] Tamar Yehoshua
English:

There are definitely Al newsletters that | look at. There's Al podcasts that | listen to. | now have a
commute, so in some ways that's good because | get to keep up on the Al podcasts. So | just try and listen.
I'm trying to build some prompts for myself to make it easier to say ... Take in ... | haven't perfected this,
but the ChatGPT voice mode where you can load it. Somebody who | just hired it at Glean was saying he
does this. He loads up stuff before his commute and then he'll be like summarize these articles and then
he can ask questions to it. So | need to up my game there. But | definitely have a list of Ben's Bites and
The Neuron. Those are good summaries and | like Gil and Sarah Guo's podcast. | listen to Cognitive
Revolution. There's too many of them right now, but | pick and choose.

FRCERIR:



BRISE LA NEE, LA EE. BNTEEEEY, MEMEX LR, BRI LENIRE
F. RRARREZH, REEZRHANBSE—LERA, UEEENRM - RKES. RELETE, B
ChatGPT BB SR AT LUMBRE. HKRITE Glean BHI— M ARMMEXATH: MIEBEFIMBITAS, A
FiLEREXE, HEMERR, EXHFEREZTEMR. KHITE—HESR: Ben's Bites #l The Neuron,
XL B LEBRIF, FIXEIR Gil #1 Sarah Guo BIIEE (No Priors) , iF%H Cognitive Revolution, IEREE K
%7, BatEHidik,

[01:08:51] Lenny Rachitsky
English:

Awesome. Okay. We'll link to those ones you just mentioned in the show notes. We'll have Gil and Sarah
Guo's podcast, it's called No Priors. | was actually just listening to it on the way here. Sarah is going to
also be at Lenny's and Friends Summit. She's going to be moderating a panel between Kevin Weil and
Mikey Krieger who are the CPOs of Anthropic and Open Al. So there we go. Another quick plug for
lennyandfriendssummit.com. | think it's lennyssummit.com.

FRZERIE:

XiET, BISEXEHERETENSBE, Gil 1 Sarah Guo FJEZE N No Priors, FRX B _EETENT.
Sarah 8= Lenny and Friends %, & ER—17331E, ZER Anthropic #1 OpenAl B CPO——Kevin
Weil #1 Mikey Krieger. IRfEREL lennyssummit.com TN o

[01:09:15] Tamar Yehoshua
English:

Awesome.

FCERE:

KIFT o

[01:09:17] Lenny Rachitsky

English:

With that Tamar we've reached our very exciting lightning round. Are you ready?
FRCERIE:

B4 Tamar, HATENT IFBEENNBLIRT, HE&EEF TIE?

[01:09:21] Tamar Yehoshua
English:

| am ready.

R EE:

BB T



[01:09:23] Lenny Rachitsky
English:

Okay, let's do this. First question, what are two or three books that you have recommended most to other
people?

FROCERIR:
%, R, F—NEE: FRAAEERSHM=FEHEMHA?

[01:09:29] Tamar Yehoshua
English:

So one book was recommended to me by Shashir, the CEO of Cota. When | started at Slack, he
recommended the book Switch: How to Change Things When Change Is Hard by Chip and Dan Heath. And
it's such a good book. And it's about how do you set a path for people to follow. It's the whole elephant
and the rider. So setting the path but yet motivating people to go down the path. And | read it. We had an
all hands about ... | don't even remember the topic. It was something that we were like all up in arms
about that we had to do. And | had just read the book and after the all hands | went up to store it and I'm
like, "You did that all wrong. You need to read this book. That is not how to get people motivated." And he
read the book and he's like, "You're right." So it just changes how you think in organizations to affect
change. So that's on the organizational leadership. And one book I really liked was a Team of Rivals. It's a
book about Lincoln and putting together his cabinet during the Civil War. One, | just learned a lot about
the Civil War that | didn't really know. And it's about, again, a book about leadership and it is fascinating.

FROCENIR:

— 72 Coda B9 CEO Shashir #FEFLA KM, FEMNIE Slack BY, thEETHEBRE (Chip and Dan Heath) B
B9 (BREE) (Switch: How to Change Things When Change Is Hard) » XZAH AT, R IARAINIEE
—&Z A LUBREMERR. XHMBERN “KRE5BRAN” Bt RERENREBRANETLE. BRikxE, B—
REMNALRRR, ITI—HAREEIRAE LN TMNE, BRIRTBAE, KERENHTERER:  “/RRI
ZA2BET, REIZRRXAH, BREEMARNGE.” MIRTZEH: “RENHN.” BT TIREAR
FHDTENBES RN, XRXTAHAGS NN, B—EKFEEERNHZ (IFHEPA) (Team of Rivals) , i
MEMSERNSIAEAZNENHE, 8%, BMNPTHRTRESUAFMENALSGHE; 2R, XNE—4X
FARSHNE, EB3IANK

[01:10:52] Lenny Rachitsky
English:

I don't think anyone's recommended either of these. So love them. Next question, do you have a favorite
recent movie or TV show you really enjoyed?

FRCERIR:
FRERABEIXRAE, KFT. T—NRE: R&RIEERBEHHERRER N EE?

[01:11:00] Tamar Yehoshua
English:

I don't know if you like British murder mysteries.



[01:11:06] Lenny Rachitsky
English:

| don't know either.

R EE:

HEARHIE,

[01:11:07] Tamar Yehoshua
English:

It's a niche thing, but there's a guy named Anthony Horowitz and the latest series he did was called
Magpie Murders. And it's just an intricate story so | enjoyed it.

FRZERIE:

XENAREY, BN Anthony Horowitz B91ES, fisRIEHAI—EBRIM (ZE5iERZE) (Magpie Murders), #
EETIEREEESR, HEENR.

[01:11:20] Lenny Rachitsky

English:

Very niche but amazing. Do you have a favorite product you've recently discovered that you really like?
R EE:

RAORERE, (FRIAFZELRMTAFINERET. OKFII=m?

[01:11:26] Tamar Yehoshua

English:

Well, I'm going to give two. One is tech and one is non-tech. So non-tech I really like dark chocolate.
FRCERIE:

BERMD, — MRS, — PN EFREER, IFRERENERTTR .

[01:11:35] Lenny Rachitsky
English:

Actually just like a dark chocolate bar.
R EE:

ARG IHHR?



[01:11:38] Tamar Yehoshua
English:

A really good dark chocolate that's simple. Like no frills, none of this. Just dark chocolate. And |
discovered this chocolate called Bisou chocolate. It's a guy in Oakland who makes it himself. Super niche.
He was selling at the farmer's market. And it's just like if you want like a simple play, no nuts, no anything
just-

FRZERIE:

—TMhIEE AR, BRENRITR. KEEEHAHENERA, MERGRD. HAMT—10 Bisou IS5 Im
. BRE=N—TABSFIHERN, FE/NR. MURERKTHE, MRIMEEIMAEFAORK, 21
R, Fa#E, R

[01:12:02] Lenny Rachitsky
English:

No sea salt.

[01:12:03] Tamar Yehoshua

English:

Great pride in the beans he resources them from.
FRCERIE:

Xt EM R AT AT 2 RKIRIFE B Ro

[01:12:05] Lenny Rachitsky
English:

Wow. It's called Bisou with a B?

R EE:

B, 0 Bisou, B FFkHY?

[01:12:08] Tamar Yehoshua
English:

Yeah. Bisou as in Kiss in French. And then on the tech side, the honest answer is Glean. | was listening to
your podcast with Nikita who said that people over 22 don't use new products except at work. And that
stuck with me. The new products | usually use are at work and | use Glean 10, 15 times a day. | use it so
much and it changed the way | onboarded. It changed the way | work. Even the simplest questions, you
don't bother people, you don't interrupt people on Slack. You're like, "What's the latest status with this
deal? What's the last time we talked to them?" | meet somebody at a conference and | can quickly say,



"Have we ever talked to this company before?" And | can just get an answer. Or without asking an
engineer, "Where's the latest design doc?" It has really transformed how | work. So | know it's cheating in
thatit's the product | work on, but it's the actual honest answer.

FhSCERIE:

REHY, Bisou, AKIBE “FM)” BIRR. B m, WEMEIER Glean. I T {RA Nikita BUARHAIES, fth
W22 S U ERIARRT TEZIM BRI m. XIFLERENKARZ, RALETETTFPERH~m, REX
F3 Glean 10 B 15 R, ERZETHNRNAN, BTERNIMEAN. BIERKEREMEE, MERBEITR
AN, FRTE Slack EHERIARNIIE, REJUERER: “XREXSHEMHARZEMTA? 7 R LRRMITA
BREAANE? 7 FESWEBIEA, JUREED: “BITUAMBXRATRIEG? 7 LZIMESFIE
R, WEFHRIRIMAERE "SIV XHEER . eENYRSETHRNIFELR. HMERBCA
AN mE REER, EXERBSENEZ.

[01:13:10] Lenny Rachitsky
English:

And for folks that haven't heard of Glean, it's one of the most successful B2B Al companies out there. It's
like a very large successful business and company that if you haven't checked it out, you should definitely
check it out.

AR ERIE:

WF=IrHE Glean WA, ERBRIRKIIN B2BAI ABZ—, ER—RIMERABIFERIIAEL, NRIR
WA, BXNZEEE.

[01:13:24] Tamar Yehoshua

English:

As our investors say, it's one of the Al companies that's actually making money.
R EE:

EANERAAIR R BN, ERVBULKEEBREIEMN A RAFZ—,

[01:13:29] Lenny Rachitsky
English:

Very few of those. Awesome. Two more questions. Do you have a favorite life motto that you often come
back to, repeat yourself, share with friends or family and work or in life?

AR ERIE:

BHWERDW. XEFT. REMITEE: MEKEFTAANERS, BREEOE. HEHCEE. A5FEKDE
BY? TieRAEIFEREET,

[01:13:41] Tamar Yehoshua

English:



| have one that my father told me when | was being really indecisive about what college to go to. He was
really bored of the conversation and he said, "There are no right decisions. You make a decision right."
And it is so true. Because you never know what's going to happen in life. You just have to commit to
whatever you're doing and have no regrets about it. You can't be like, "Oh," 10 years later, "what if | had
taken that job over there?" It's like you make your success based on how you approach the decisions that
you've made.

FROCERIR:

BAREEBRYUEZ EWAAAERN SRS R —01E, YN MERRBRMAT, TER: “REFHBNER
RTE, RRBEIREMIER.” (There are no right decisions. You make a decision right.) XAEX T,
HFRKERIEEEFRERENA, RRBLEORNFABNE, FEER. FFEEE 10FFH: “IE, 0
KELURFETIHRBIERER? 7 REETHEUR FIRINEX 5 EL M RRTE,

[01:14:18] Lenny Rachitsky
English:

So if you feel regret about something, this is a good one to pull out of just | will make this the best | can
make it, and that's all the best | can do.

FRSCERIF:
FrLUNRIRREIENE, XaIERER: RaRBEILEMEIRT, XiERAEMAILE6,

[01:14:27] Tamar Yehoshua
English:

You can move forward.

FR3zEiE:

A HEEFITTo

[01:14:29] Lenny Rachitsky
English:

Move forward. | love that. Last question, | know you're a parent. I'm a new parent. | have a 14-month old
at this point. Is there a piece of parenting advice that you learned early on that you think might be helpful
to me or folks that are new parents or something you've just learned yourself that you think might be
helpful?

AR ERIE:

BEFTT, HERX T RE—NEHE, RAEMERERK. RNHEEFA, BFRE 4 TAK. BLERT
LRBHAFEINE) LB, ZRRESHERSRGMREGERN? HEZIRE CIEHANEE?

[01:14:46] Tamar Yehoshua

English:



14 months. | think the best parenting book | read besides the How to Talk So Your Kids Will Listen & How
to Listen so Your Kid Will Talk is, | think it's called Healthy Sleep Habits, Happy Baby. We are much happier
when we sleep well. We perform better at work when we sleep well. Children need to sleep. So making
sure that they sleep well. And sometimes that's like, | did the whole sleep training, cry until you fall asleep
and my kids still speak to me. So it was okay. That is the basic things. Make sure that their basic needs are
met and then as they grow up, share your life with them. So a piece of advice | was given was analogous
to Talk so your Kids Will Listen is when they had come home from school. You can't just say, "How was
your day?" Say, "You know what? | did a podcast with this person and it was super interesting because
they talked about this or that." Or, "I'm massively screwed up and | should have asked them this or that."
And they'll be like, "Oh my God, | was at school today and this is what happened." If you share your life
with them, they will share their life with you.

FROCERIR:

14 MAK. BT (ERZEFA ) A, RESRFNE/LBRE (BEEEK, RAEN) (Healthy Sleep
Habits, Happy Baby). Y BESHFE, HRIISERE, TIFRIBEYT. HFHRERER, FrAZRRFRM]
B, ARXEKRE - HMIER)IZ, SR2ILt(1REES, NERNZAIERERIOLE, UK
A, XLEBEM: HERMNNHEBRFREBIFE. BEMIIRKA, BSMNDEMOESE. REEI—FE
W, MBAET)LBESEEG: SITRFRRE, FERE “SRITEAHE? 7, MER: “(REED?
SRMEART —HIEE, FEEE, RAMIETXLERLE” HER: “HWOSKBET—HE, HE&ZE
IR R ARMITMENR:  “R, RSREFREELET—HF" WRMRSHIIDEMIE
i, S5 RIEMIINEE.

[01:16:02] Lenny Rachitsky
English:

Such good advice. | really appreciate it. Tamar, thank you so much for being here. You're awesome. We
got through so much great stuff. Everything | was hoping we get through. Two final questions. Where can
folks find you if they want to read up on more stuff that you share and just follow you online and how can
listeners be useful to you?

FROCENIR:

EHAMIRY, FEEH. Tamar, BHITER, (RART. BIWTRSTR, HETRELNINME
WB. BEANIE: NRARERESNS ZHRSIAEM LXER, ALEBBRIIR? Rl R
B4

[01:16:19] Tamar Yehoshua
English:

Find me on LinkedIin and | have a subject called Practical Intelligence where I've been interviewing
practitioners who are working with Al. It was my way of learning. | started when | was a VC. Trying to
continue doing it. And how can | be helpful if you are a customer of Glean, I'd love to know what you
think, what works and what does more.

AR ERIE:

BILATE LinkedIn E3F. FEE—1M Practical Intelligence B Substack 42, EIEHZFXIHT RS Al iz
BMLLE, XREFINA, MEMVCHHMART, MERERRE, EFTAKEERMNA: WRIRZE Glean
MEF, RRBAITRIEE, WLEINEeFR, MLErFEouH,



[01:16:40] Lenny Rachitsky

English:

What's the best way to share that with you? Is it like messaging on LinkedIn, subscribe to Substack?
R EE:

PDERBEREFNARIEMTA? LinkedIn A5, FE3TiH Substack?

[01:16:45] Tamar Yehoshua
English:

Message on LinkedIn, or comment on your-
HRCERIE:

LinkedIn #Af5, EETEIREY:----

[01:16:49] Lenny Rachitsky
English:

On [inaudible 01:16:50]. Yeah.

R EiE:

EREITEK, 89,

[01:16:51] Tamar Yehoshua

English:

Yeah. Those would probably be the two ways.
R EE:

TR, AT A .

[01:16:53] Lenny Rachitsky

English:

Awesome. Tamar, thank you so much for being here.
FRsCERF:

KT o Tamar, FFERBHREER.,

[01:16:56] Tamar Yehoshua
English:
Thank you for having me.

FRsCERE:



HHEhEIE .

[01:16:57] 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. 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.

FRZERIE:

ARBH. FFERHFKIFT, WRIREERATIEBMNE, BILUTE Apple Podcasts. Spotify SfRERHIIER A
FiTiE,. thoh, BERAHIMNTLHXE T TIL, XERAMBEHEMARLAXMERT. FRAIUE
lennyspodcast.com X EFHFMETER THREZER. THTEEL.



