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Interview with Linda Hamilton of Stories to Last  

RE:   
 Marketing to organizations 

 Using subcontractors 

 Pricing model 

 Time Management 

 Dealing with yourself 

 Staying the Course! 
 

Linda Hamilton   

Stories To Last 

510-339-0192 

www.StoriesToLast.com  

Linda@StoriesToLast.com  

 

1. NOTE TO LISTENERS: 

a. Linda was a wealth of information.  More so than other interviews this 

one covers more than one really vital topic! 

 

2. ORGANIZATIONAL BIOGRAPHY FOCUS:  Tell us about your business:  I  

know working with organizational biographies has been part of your business 

model from the start.   

a. What made you choose this path?  

b. What can you tell us about how you market to them?   

c. Is your marketing different now than it was in the beginning?   

 

3. SUBCONTRACTING:  I know you subcontract some of your process and that 

this was also part of your original business plan.   

a. What can you tell us about working with subcontractors? 

b. Can you share with us about your current copy editor?  (ex-lawyer, 

LOVES editing… etc.) 

 

4. PRICING:  You recently told me that your pricing model has changed from your 

original model.   
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a. Can you share with us about that? 

b. What do you find works better about your new model? 

 

5. THINGS YOU’VE LEARNED:  You also shared with me two areas you have 

grown and mastered since the beginning.   

a. TIME MANAGEMENT:  How to stop tweaking and researching and why. 

b. PEOPLE PLEASING:  What was the “hard lesson” about that?   

c. HOW TO COLLABORATE MORE WITH YOUR CLIENTS.  What does 

that mean? 

 

6. STAYING THE COURSE: 

a. You impressed me from the beginning as being really determined to make 

this business work – and you have, even though I know it hasn’t always 

turned out the way you planned or expected.  I know you have had 

unexpected ups and downs over the years.  Can you talk to us a little 

about “staying the course” and how that has kept your business and 

marketing going? 

 

7. THE FIVE ESSENTIAL SKILLS:  You worked with me a number of years ago.  

I’m always encouraging people to really study and master what I call “The Five 

Essential Skills You Need To Find Clients.”  I feel like, in our work together, you 

really did that.  From your perspective as a business owner and personal 

historian can you tell us how things like ____ have helped you over the years? 

a. The Sales Dialogue 

b. Networking 

c. Getting referrals 

d. 50+ Marketing Strategies 

e. The APH bag and button 

f. Learning from APH materials 

 

8. Do you have any “marketing words of wisdom” you would like to share with 

other personal historians, especially beginners?  (If you can put in a small plug 

about working with me that would be great (!) as well as anything else you have 

to say. 
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