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HW: Please introduce yourself in your
own words, Mr. Burton.
WTB: I am a family guy, I have six chilhorses
dren whom I love and adore. I grew up
lions
in a large family of seven and My dad
was an engineer and I wanted nothing
to do with that. If you've ever taken any
of those personality tests with the colors,
I was Yellow for creative...lots of things interested
me. One of those things, in college, was singing and
that kind of started my interest in musical theater and
opera which took me to upstate New York where I did
a lot of theater work. When you’re on stage and you're
carrying a show, you start to understand what it is to
entertain. I love the theater...when I left upstate New
York, the last show I did was 'The Music Man.' I left to
go to Chicago for a corporate career with my family. I
am now reintroducing myself to the industry and I think
it’s my turn.
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HW: The Music Man is your most recent project,
how did you land that role?
WTB: What is interesting about theater is that very few
people try out for the lead and most people are casual
in their approach to do the chorus. The company that
I did a number of musicals with is 1 of 9 old Vaudeville
theaters seating 1500 - 2800 people. It became successful in the early part of the 20th century because of
the engineers from the General Electric corporation.
At that point, this company was about 70 years old
and they wanted Robert Preston to do the role. They
contacted his agent and his agent said he just didn’t
want to do the musical again. I was able to have the
role that would have been his; most of the musicals
I did were Rogers and Hammerstein. One thing that
was funny about 'The Music Man' is the director put
a live horse on stage. A gamble, but a lot of fun. After
I left update New York to go to Chicago, because of
my background, I ended up being the MC on camera
reporter for 36 episodes of my company's video series
that went out across the country. I gained the experience to go to a number of places including Hawaii and
South Carolina right after hurricane Hugo. Finally, for
some reason or another they thought I was an incredible marketer and I got the #1 marketing award at
Sears. Your abilities or talents often come into play for
opportunities that you otherwise wouldn't have.
HW: You have done many classical productions.
Was this deliberate?
WTB: Well, my wife loved the theater. We had 5 children in 7.5 years...it was like, you give something up
that you love for family and that’s admirable. After being married for about 7 years, she started doing some
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theater and directing. Then I realized I would never
see her again unless I got involved. The first show that
she directed was 'Fiddler on the Roof' which I tried out
for. The people around her asked why she wasn't casting her husband, and it worked out. The experiences
were great and I loved it.
HW: For voice over work, what elements from acting do you tap into?
WTB: On voiceover, I think that there’s a couple of factors that come into play. One is that you’re still playing
a character even though you’re playing yourself, so
you need to put yourself into the product or experience
you're trying to play. If you've done a lot of theater or
stood in front of people like I have, you have to be
comfortable in your own skin. Even though you're not
on stage or on camera, you have to visualize who is
the other person that is listening on the other end and
draw, like in acting, from all your experiences. You also
have to let go and have a little fun. You want to have
your personality come through as well. Many prominent actors and actresses like to do this. It opens up
a lot of doors and opportunities whether you are on
camera or not.
HW: You have so much experience outside of entertainment. How did your corporate career evolve
into acting?
WTB: It was really kind of the other way around. I
would invite friends and family to my plays and when
we finally did 'The Music Man' I had invited 300 friends
from work and what happened was I was promoted
twice in my corporate career because somebody saw
something different in me than just the work I was
doing; they came to the show. Pretty soon I was promoted. So I think it had as much of an impact on my
corporate career as the other way around. I got very
involved in the audiovisual department, public relations
and it gave me a number of opportunities to be on
camera and on stage.
HW: "Ride The Horses, Feed The Lions" is a book
you wrote yourself based on your corporate career. What made you want to write a book?
WTB: When you achieve something, when you get the
point where you want to give back, you kind of wake
up one morning and go 'I've had all of these experiences. If I don't write this down then how does it help
anybody else?' I interviewed 15 executives on LinkedIn and put their experiences, which coincided with the
subject matter, into the chapters. The purpose of the
book is really to reveal that the most important thing
in relationships is not the script, if you know what I
mean. It is when you get on stage, really a one-on-one

relationship with the audience. If there is no connection there, if they don't see you as an authentic person,
they won't trust you. I didn't even think I could sell, but
what I found was I could be myself. Selling is really not
a science; it is really interpersonal relationships. Be
authentic. Everything else can be learned.
HW: What are your thoughts on marketing as it
stands today? Do you think that packaging is
important?
WTB: Marketing today is very interesting because of
the instant response we can get. The media that we
have today is so different from even ten years ago.
What happens in any industry is those who have come
before face the challenge of who is the audience now?
And what does the project now need to be? Packaging
is an interesting term. I visualize that you're opening
up a package and what's outside is as important as
what is inside. So the packaging really has to send
as much of a message as what its trying to deliver.
Wow, don't we do a lot of packaging in Hollywood? In
order to try and send a message that will entice the
audience to show up, is packaging important?? Yes,
maybe almost more than the product inside.
HW: Does it frustrate you when artists or businesses cut corners with their advertising?
WTB: What we do quite often in the entertainment industry is we sometimes take the short cut because we
see what is working, somebody else does something,
so we copy that. I think the most exciting thing about
entertainment for me is character development and
the relationships between people. You don't need a car
crash or explosions and special effects to capture the
audience. The only thing that frustrates me is that even
though it is harder to do great work, it is much more
rewarding than copying someone else who was more
successful. We know we have talents and abilities, so
let's use them to generate the greatest product that we
can so that the audience can enjoy them later.
HW: You produced a magazine called "Nuestra
Gente" which translates to "Our People" and you
are also bilingual. How does the current state of
Latin America and issues affecting the population
come into play?
WTB: I learned this people, the Latin People. I learned
the language as we say "en la calle" which means "in
the streets." I learned to love the Latin people. The
thing that we forget about in today's politics is on all
levels: the people. The people is what is important and
they are a phenomenal group of people. It is disappointing to have them be categorized or stereotyped.
What really drove me, when I put together "Nuestra
Gente" is the fact that 8 million spanish-speaking
households weren't receiving advertising. So we created a magazine that ran from 1993 to 2005. I was in
New York City at a press conference with "People en
Espanol", which thanked us for creating this publication that inspired their own. There was a little bit of a

mission for me and I'm very proud to have been a part
of it.
HW: How do we bridge the gaps across multi-ethnic lines?
WTB: When I was at Sears I was in charge of multicultural marketing. We were probably in the early stages
of excellence as far as reaching all of those groups.
When we erase ethnicity and we erase color we are
basic human beings with the same basic needs and
we should be reaching out to each other and accepting each other on that basis. The differences should
be embraced on a basis of culture; we are not that
different. I think what is happening in Hollywood is a
very positive thing from the standpoint that you see
more and more entertainment products reaching out
to portray the humanity in individuals of all kinds of
different backgrounds. One of the terms in the 60's we
talked about was prejudice. I think that is the missing
element, because we all have busy lives. If we got to
know each other we would not see the differences as
being so profound. We just need to do a better job at
appreciating one another.
HW: What are you looking to do more of in Hollywood?
WTB: Right now I've got a couple of agencies that I've
signed with. I am returning to the industry and what I'm
looking forward to it in addition to completing a very
long screenplay a very long screenplay I created with
my coauthor. I've been asked to write another screenplay. My book comes out in November and I'm looking
forward to that as well. I believe that I can entertain.
One of the greatest joys is standing on stage, in front
of the camera portraying something that connects with
another person. I'm looking forward to doing more
movies and television.
HW: Where can our readers find more of you and
your book?
WTB: Just put www.WilliamDHatch.com in your browser and the website will come up. If you don't write a
book, no one will know that you existed. What I found
was, you don't write a book about yourself. You write
about things you're full of emotionally, that you just
have to write about; things you feel strongly about.
Your life ends up in the book, your stories, experiences. What ended up in my book was all of the experiences I had with thousands of strangers. "Ride The
Horses, Feed The Lions" is full of interpersonal stories
that I have. Perhaps not one man's crusade but to humanize living. No man or woman is their last book, the
last show they were in or their accomplishments in the
business world. Every person is the sum total of the
people they associate with
and the lives they affect. I
believe you never retire...
the show must go on.

