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Letter from 
the President
 by Julia McNair, CCSA President

Dear CCSA Members,

What does the future hold? We all wish we could know for sure, so a good plan is 
what we all need. Marketing plans are important, but having an overall strategic plan 
for the future success of your studio is key.

Strategic planning is also key to the success of our organization as a whole. 
As a Board of Directors, our strategic goals are to work on the organizational 
structure of the CCSA, diversify our product lines, increase membership 
growth and created additional revenue streams. We are focused on the 
continued growth of our industry and therefore the future strength of 
our individual studio and supplier members.

The board met in January to determine future programs and features for our 
membership. When discussing these programs, we focus on how they fit with 
the strategic goals.  As each program is discussed, we asked ourselves questions 
such as:

	 •	 Are	the	programs	the	best	use	of	our	resources	to	meet	our	strategic	goals?
	 •	 Are	they	appreciated	and	used	by	members?
	 •	 Do	current	programs	continue	to	serve	a	critical	role	for	the	organization?
	 •	 How	much	do	programs	take	in	financial	and	physical	resources?	
	 •	 Can	we	make	additional	income	from	these	programs?

We’ll constantly have new programs and benefits rolling out, including a 
CCSA member health insurance plan, and other exciting programs for you.

Planning is important for what we do as a board, but also important for 
individual studios. You plan on the success of your studio, and the CCSA is a 
part of that success. Plan to attend convention in August. Plan to have a 
Great Shape for the auction (and plan to buy something at the auction!). 
Plan special events, like our second annual PYOP Day in October. 
Plan on having fun, and you’ll plan the long-term future success we all desire.

Have	fun!	Make	money!

Sincerely,

Julia McNair
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Dear Members,
 As I review our great lineup of classes and activities at convention this year, I’m impressed by how we’ll 
be able to have something to INSPIRE every one of you.  No matter how long you’ve been in this industry, 
Partners Meeting For Success is an essential component to your success!
 Are you a more seasoned studio owner?  If so, you might be burned out on your studio.  Can’t stand to 
see another customer again?  Tired of dealing with employees?  We’re releasing two new seminars at convention 
this year that should help you renew your spirit!   Falling in Love with Your Business Again…Richard Morse of 
Petroglyph came to convention for the first time last year and, after talking to many of you, he decided to 
develop	a	new	seminar	for	this	year’s	convention.		He’s	gathering	your	input	and	will	be	presenting	this	new	
program in Columbus.  Kizer and Bender say that it’s time to put the thrill of hopping back in stores – the 
Crackle! To get the convention off to the right start, they’ll present the Keynote Presentation this year 
The Crackle Factor.   As the owner and manager of multiple studios, Michelle Kort and Angie Fraley 
have experience to share in their Managing Your Manager presentation.
 Those of you who have not yet opened (and newly opened) have an opportunity to learn from 
respected consultants during New Studio Training.   Studio owners who are new but have been to 
convention before have an all new line up of classes to attend that range from Business Classes 
to Technique.  There’s also a new Marketing Exchange during the Member Meeting that you won’t 
want to miss out on.
 Speaking of exchanges, the 2007 photo exchange has just concluded.  Michelle Booth of 
Glazed Over is organizing the photos for us and the CCSA will send them out to all who participated 
soon.  If you are a new member who is not yet open and could not participate, please email me for 
information on purchasing these photos.  What a great way to update your idea books!
 The CCSA Website continues to grow with useful info for you.  In addition to our new Search 
function, we’ve replaced and added some new items including the Annual Report, Benefit Bundle Flyer 
and new technical information.  Now on our website is a brand new Technique section with 
techniques from ALL of our previous conventions!
 The new Credit card processing flyer is inserted in this magazine. You’ll find the same great rates for 
members, just new contact info.  Also included this month is a flyer on our new payroll processing benefits.
 You’ll find our new Insurance Benefits on page 13.  For individual and family health insurance, the Affinity 
Health	insurance	offers	coverage	in	43	states.	the	states	for	which	the	company	has	no	market	are:	Hawaii,	Mas-
sachusetts, Maine, New Jersey, New York, Rhode Island and Vermont. The company uses approximately 17 different 
insurance carriers for the individual and family coverage. On average, the Affinity has 3 insurance carriers in an 
approved state.  
 For health insurance to small groups, the company offers coverage in 50 states. The only state that the com-
pany	does	not	have	a	market	in	is	Hawaii.	small	group	coverage	is	provided	through	approximately	126	different	
insurance carriers. These are individual products. Each applicant would be underwritten and rated based on their 
own situation and the state that they reside in.  
 This is a program that will make it easier for you to find health insurance for you or for your company! 

Marketing For You
 In addition to our regular Google advertising, the CCSA has invested in a new worldwide search 
engine optimization program. This is a proprietary program based on keywords and technical info.  
The program has ALREADY begun to increase our visits by about 10% and it should be working to 
capacity by next month. I’m looking forward to letting you know how it affects our consumer site 
www.paintyourownpottery.com once we know the program is fully up and running.  In just the first 
month the consumer site has about 200 first place rankings, over 600 rankings in the top 5, over 
800 rankings in the top 10, and over 2500 rankings in the top 30 that will be making it to the top 
10 shortly.  This program will continue to grow for about 2 years and is a tremendous advancement 
for the PYOP industry. 
 I am pleased that our membership continues to grow and, along with that growth, the benefits we can 
offer you.  It is my honor to continue to serve as your Executive Director and I look forward to seeing 
most of you at the CCSA Convention in Columbus.  

Sincerely,

Angie Verburg
CCSA Executive Director
Your Partner in Success!
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On ThE ROAD
By Elisa Waldman, Successful Studios Consulting Inc.

SimPly
BiSqUE
  a FaMiLY    
  aFFair
 Simply Bisque was 
opened by sisters Kim 
D’Angelo and Angel 
Mitchell in May of 
2005 after much study and hard work.  
Although one might assume that the 
studio’s success is derived from the 
strong corporate backgrounds of Kim 
and Angel, the real secret to their success 
may be found in the family recipe.  While 
Kim and Angel still hold corporate jobs 
during the day, Angel’s mother-in-law, 
Elaine, is the studio manager.  
 I have been privileged to work with 
Kim and Angel on various projects since 
2005, and I am always impressed by their 
ability to work through issues as business 
owners and sisters.  Kim, Angel and 
Elaine have clearly identified each of their 
roles and responsibilities in the studio, and they are 
wired together 24/7 by email and cell phone to handle 
issues as they arise. While Elaine handles the studio 
during the day, Angel and Kim market the studio and 
take care of other business operations in the evenings 
and on weekends.
 I had the opportunity to visit the studio in 
Marietta, Georgia (an upscale suburb of Atlanta) 
last October and was most impressed by the visual 
displays of finished pottery.  While most studios 
have painted samples on the shelf, the displays at 

Simply Bisque are created with the eye of an 
interior designer; they are put together in a 
way that makes the product look appealing 
and achievable.  When I inquired about the 
displays, Angel and Kim explained that Elaine 
had	created	visual	displays	for	Hallmark	for	
many years and shares her artistic knack with 
them at the studio. While some may find the 
studio stark, Kim and Angel aspire to have an 
uncluttered, clean and streamlined studio which 
is in keeping with the other retail enterprises in 
their area.  
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how did you get started in a pYop studio?  
(Kim) A friend of mine got me started painting 
pottery about 8 years ago.  From there I got my mom, 
sister, and niece into it as well.  But it was my sister 
who first came up with the thought of owning our 
own studio.  We happened to be in a studio waiting to 
get help when Angel turned to me a said, “We can do 
this!”  I, of course, agreed whole heartedly with her.  
We went back to our corporate jobs and the next 
thing I knew she was sending me information to look 
at so we could open Simply Bisque.
 
during your planning stage, what resources did 
you find most valuable? 
(Kim)  I found that hiring a studio consultant was 
invaluable, combined with my sister’s ability to 
ferret out information on the Internet and her basic 
business savvy.

do you use any of your ccsa benefits?  if so, 
which ones and how do you use them?  
Yes, we do use our CCSA benefits.  We find it very 
helpful to read chatter, and every now and again we 
post a question so we can avoid recreating the wheel.  
We have also used some of the flyers, clip art and 
templates. 

What was the biggest challenge you had to 
overcome in order to open the studio?
Our biggest challenge was waiting on the completion 
of the building so we could get into our space and 
set up.  It was a new building and the finish date was 
changed several times - from November to December 
to January and so forth until we were finally able to 
open in May of 2005. 
 
You have a beautiful studio.  What areas of 
design are you most proud of? 
(Angel) The basic presentation of the studio itself 
– the 2 party rooms, the shelving units the pieces 
sit on, the openness of the studio, and the way our 
manager arranges the pieces on the shelves and in the 
windows. 
(Kim) We are also getting better at having more 
examples on the shelves. A few of our employees are 
very artistic and create some very inspiring samples.  
 
how do you handle being in business as 
sisters?  What are the benefits of that working 
relationship and the challenges? 
We handle it one day at a time.  We both recognize 
each others’ strengths and are willing to let each 
other run with it to make the business a success. 
(Kim)  I think that the benefits and challenges come 
from the fact that we are family. For example, I know 
there are times when I will react as a sister and not 
a business partner, getting upset over something that 
if it was anyone else I would have taken in stride and 
shrugged it off.  But on the flip side, it’s nice to know 
whether I was the one offended or the one offending, 
that at the end of the day we are sisters who do love 
each other and the morning will bring a new day to 
start over.  

What is your biggest challenge is running a 
studio day to day? 
Getting all you need to get done that day.  There 
always seems to be some sort of emergency that you 
have to deal with and your “To Do” list never gets 
smaller – just larger.



if you were granted “one” business wish, what 
would it be? 
To be debt-free, eliminating our startup loan and 
continuing debt service. 

if you could do it all over again, 
would you?  and if so, what 
would you do differently? 
Yes, we would do it again!  While 
there are days it seems like we 
would do everything differently, 
there are other days when we 
would choose to leave it all the 

same.  If we had to pick one thing to do differently, 
it would be to wait longer before opening so we 
could save a little more money for start up costs and 
working capital. 
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Being located in a major metropolitan area, 
you face a great deal of direct and indirect 
competition. how do you market your studio?  
What is your most successful marketing tool? 
We market our studio in The Atlanta Parent Magazine, 
with flyers, by faxing flyers to day 
cares directly, and through email.  It’s 
hard to say what is most effective.  
We have received great response 
from faxing day cares directly and 
then following up with phone calls 
– we have several field trips planned 
for this summer because of it.  
We get a good response from our email marketing 
as well.  A few of our email Moms forward the 
announcements to their playgroups and set up dates 
to come in. use as pull quote 
 
What advise can you give about managing 
employees? 
(Kim) That you realize going into it, that managing isn’t 
easy.  Be prepared by having a plan in place before 
you hire high school students so that you can cover 
requests for the same vacation and school events 
(prom, Spring Break, Graduation Parties, Football 
games, etc.)  Be fair, stand strong when you need to, 
and try to find ways to let your employees have a 
little fun while working.  An employee manual is also 
very helpful – just remember to review it with your 
employees every now and again so they remember 
the rules.
 
have you implemented any significant 
changes since opening your studio? 
We went from having a studio fee to 
becoming all inclusive.  This forced us to 
change our marketing approach and develop 
new ways of publicizing our offerings  
 
What did you learn at the 2006 ccsa 
convention that you’re planning 
on implementing in the next 12 months? 
Most of what we needed and brought back 
with us were new design ideas. We have 
featured several in our Ladies Nights and as 
displays for our customers to see.  We can’t 
help but also mention that we are the proud 
owners of the John Travolta plate from the 2005 
Create for a Cure Auction!  It is, of course, on 
display in the studio!  

“Be fair, stand strong 
when you need to, and 
try to find ways to let 

your employees have a 
little fun while working.”
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had discussed was now being done. The studio was 
more attractive, the staff was better trained, the 
little irritants were being eliminated and the overall 
atmosphere was a lot more pleasant.
 “Well, I asked, what do your customers think?” She 
told me that she had received many compliments on 
her “new look” and revamped layout. “So, do you have 
any buyers interested in the studio?” I asked. “No, I 
don’t,” Betty replied, “but you know, Dave, I am starting 
to feel better about this place, so I am in no hurry.”
 Selling a studio is a lot like selling your home. Why 
do we wait to do all the improvements when we want 
to sell instead of doing them while we still live in our 
home or own our studio? Doesn’t it make more sense 
to enjoy the fruits of your labor while you are still there 
instead of creating a success for someone else?

 Today   Summer 2007 9

DAVE’s CORnER
 by Dave Currie, Ceramics Unlimited

A quarterly column answering your 
most common questions about business

 A few months ago Betty (not her real name) called 
me. She sounded burned out and asked my opinion on 
the best way to sell her business. We discussed several 
options and then I asked her what she was going to do 
to make her studio an attractive buy.
 She proceeded to give me a detailed list of all the 
things she was going to do to attract a buyer. The list 
was well thought out and quite detailed. After listening 
to Betty, I asked her why she was waiting until now to 
do all these things. There was virtually no response. 
Finally, she said, “You know, Dave, you have made a 
very good point. I guess if I am going to do all this 
work so that somebody else is going to be successful, 
I should do it for myself.”
 Several weeks later I called Betty to see how 
she was doing. She told me that much of what we 
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 I’m cheap, and I admit it. But I spent a lot on advertising last 
year. And while some of the advertising did pay off, some of the 
best payoffs came from the things we did for a very low cost or 
no cost at all. 

 Vista Print offers free printed material. I’ve received full 
color postcards (100 at a time) that we’ve used for camps, Diva 
Night, and other promotions. We upload our logo onto free 
business cards and use them as our bounce back coupons for 
birthday parties and field trips. They look very professional, and 
they are FREE (usually you pay for shipping)!

 Our calendars are one of our most effective, low cost 
marketing tools. We give a copy of our calendar to everyone 
who walks into the studio. 

 We also put a large copy of the calendar on our window. 
People actually stop by to pick up a calendar now. 

 School districts often have continuing education programs. 
These are a great way for you to promote your business. You sign 
up to teach a class, and the school district pays you for teaching! 
They also send out the program guides to every household in 
the district. Many school districts offer spring and fall programs. 

 We find that it’s easier to get our flyers into daycares and 
private schools than into public schools. Drop off your summer 
camp flyers if you haven’t done so already!

 Package stuffers are a good way to get promotional 
materials into the customer’s hands. Staple a flyer to each bag, or 
hand the flyer to the customers when they pick up their pieces. 

Low Cost Marketing Ideas

cindy Baxter (Bisque Bistro, new Braunfels, tX) drops 
off her calendars to MOPS meetings. They’re always looking for 
things to do with the kids.

Michelle Booth (glazed over ceramics, houston, tX) 
sends out press releases every 2 months to television stations, 
newspapers and other publications. It recently paid off when 
she got publicity in a state-wide family magazine. She also sends 
postcards with a $5 off coupon to her top 100 customers.

christy duncan (the Mudpie company, [kingwood, tX]) 
takes $5 off coupons to schools. Check with the schools. Some 
districts may make you go through the district office to get permission.

cindy Burrows (the Workshop, austin, tX) posts on her 
local television’s website community calendar of events. It’s free!

denise oliver (playful potter, sparks, nV) teamed with Joy 
hartman (i paint for Joy, carson city, nV) for some co-op 
television advertising. Sharing the cost of the advertising could be 
a good way for you to afford television ads.

Bonnie karet (Mud Monkey pottery and art studio, 
ormond Beach, FL) spends about $60 per month to advertise 
on a tourist map. “By far the most effective and trackable print 
ad we have done.” 

kristin Blalock (Work of art, Midlothian, Va) made 
bumper stickers (stickerjunkie.com) for $30 that were passed 
out to high school students. 

By Sandi Kirkwood, Clay Casa

And all of the following are from kami hatley (paint a  
piece, Memphis, tn):
	 •	 e-mail	marketing	through	Constant	Contact	-	
  very affordable! (Add an incentive to bring people into 
  the studio. It helps to see who really cares.) 
	 •	 Attach	a	Free	studio	fee	card	to	each	party	attendee’s	bag		
  that says something like this, “Thanks to your friend’s cool  
  party at Paint a Piece, you can come back and paint with  
  NO Studio Fee”. 
	 •	 All	of	our	local	papers	have	Free	advertising	for	summer		
  Programs, we like to get our workshops in those (usually  
  in March, so plan early). 
	 •	 local	churches	usually	have	free	advertising	in	their		 	
  monthly publications. We offer free studio fees to anyone  
  that brings in the bulletin. 
	 •	 your	website!	We	have	a	1/2	price	studio	fee	coupon	on		
  our site that a customer prints and brings in. (We get a  
  ton of these!) It’s amazing how many people go to 
  your website. 
	 •	 the	entertainment	Book	used	to	be	Free,	but	i	just	paid		
  $160. Not too bad, considering the amount we get back. 
	 •	 We	hit	every	private	school	around	with	our	flyers	about		
  field trips. Private schools tend to distribute more freely  
  than our public schools. Teachers and room mothers are  
  always looking for new ideas. (They can usually afford it also.)  
	 •	 Don’t	forget	about	your	Private	Daycares	and	Mother’s		
  Day Out programs. Around Mother’s Day and Christmas,  
  it’s all we can do to keep up with the field trips (but I’m  
  not turning anyone away). 
	 •	 if	i’m	out	and	someone	mentions	that	they’ve	wanted	to		
  go to Paint a Piece, I pull out a business card that has 2
  FREE studio fees written on the back. My goal is to get 
  them through the door- they’ll be hooked after the 
  first visit.

I asked some of you for your best, 
Low cost marketIng Ideas and here they are:
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benefit update

 So how do YOU use your pottery to go box?  
We’re finding that there are many different uses for 
it.  We’ve heard from members who are using it for 
its initial intent…to sell more products to consumers 
who want to paint at home, and from members 
who are simply using it as a great display piece in 
their studio.  Some of our mobile members use it to 
transport product – like a suitcase.  

rent it.  sell it.  display it.
No matter how you decide to use the PTG box, 
there’s no denying that it’s being used successfully and 
as	an	effective	tool	by	many	CCsA	members.		Here	
are a few recent comments.

 “We have had alot of interest in 
our Pottery to Go boxes! I’ve rented 
one three times already! People love the 
new box (vs. my old Rubbermaid bin!). 
I’ve sold two! People love the idea 
of putting together a kit 
with the items they want! 
I charged $14.95 for the 
box... then they added to 
it the items they wanted. 
One sale was for acrylic 
and the other was glaze! I 
am so happy with them! I 
just put together another one 
for display filled with Easter 
items! I have my first one on 
display filled for a birthday 
party. So... I might just have to 
order more boxes!” 

“Used the first Pottery to Go Box today. A lady 
came in to buy some pottery for her daughter 

Increase Your sales 
through PotterY-to-go!

for her birthday. I showed her the box. She purchased 5 
pottery items (one was for her), paints (which we have for 
sale), and a set of brushes we had for sale (a pack of 10). 
Here’s the good part: her bill came to $97.00 and she 
asked if she could buy more when she brings the pottery 
back for firing.”

 the ccsa still has pottery to go Boxes for 
sale.  this product is a limited release though 
so you need to act quickly to get yours! Look 
for the pottery to go link at www.ccsaonline.
com/members/marketing.php

By Angie Verburg, CCSA Executive Director
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benefit update
now you can have direct access 

to over 10 years of releases 
of stock photos, clip art, 

flyer templates and much more!

Clipart, 
Flyers, 

and 
Posters

Great 
Shapes

2006

Stock
Photos

• Disc 1 contains over 150 Great Shapes 
images from 2006

• Disc 2 contains over 250 Stock Photos

• Disc 3 contains 125 clip art images, 
114 flyers and print ads and 2 poster images

all images are in better quality 
and higher resolution than what 

you can find on the ccsa website.  

You can find the benefit bundle order form 
on the members’ site under 

Marketing - CCSA Benefits Bundled

get on the right track With aon’s aFFinitY insurance serVices:
The CCSA understands the challenges medical insurance presents to members looking for affordable, quality coverage. 

Choosing between different plans from several different providers can be an overwhelming task. 
And while health insurance premiums are not inexpensive, they need not devastate you either.

options and BeneFit soLutions: 
The CCSA is pleased to announce that Aon’s Affinity Insurance Services is now able to offer CCSA members 

a variety of options for medical insurance for both individuals and small businesses.

access to renoWned insurance proViders:
The consultants at Aon’s Affinity insurance brokerage service will assess your current program and help you find the right 

medical insurance plan based on your individual needs. Aon’s Affinity provides access to over 400 top health coverage 
providers,	including:	Aetna	•	CiGnA	•	Blue	Cross	Blue	shield	•	Coventry	•	Guardian	•	Humana	•	Kaiser	Permanente

Principal	•	united	HealthCare	•	Many	other	top	regional	carriers

sMaLL Business insurance products:
In addition to quality, affordable health insurance, Aon’s Affinity can also design a customized benefits package 

for your group practice to include medical, life, disability and vision coverage.

For a Free Quote visit www.affinityhealthinsurance.com
or call toll-free 1-888-470-2121

Monday through Friday between 8:00 a.m. and 5:00 p.m., Eastern Time.

You don’t have to 
run around In cIrcles 
to fInd the rIght 
medIcal Insurance Plan!



  The Snapshot option treats what’s selected as  
  a graphic.  You may also see a camera in the tool  
  bar and can click on that instead of the above 
  options.
	 •	the	copy	command	is	in	the	edit	menu.
	 •	When	you	paste	into	a	blank	document	in	word,		
  the highlighted graphic may be smaller than you  
  want. If you click once on the box created when  
  you paste, you can use the bottom right corner  
  to drag and stretch the box to fit the page. 
	 •	 if	you	only	want	to	copy	and	paste	text	from	a		
  PDF into a word or other type of document, use  
  the other select tool. You will notice that the   
  cursor looks different for each. Some formatting  
  and underlining is lost.

 Derek at DC Graphix created the flyer templates and 
is always available to walk you through using the files as 
well. Derek can be reached at 407-928-7257.
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ccsa has many blank 
flyers that you can insert 
text into by copying 
them to a Microsoft 
Word document.  

here’s an easY WaY to do that:
You will need the latest Adobe Reader which can be 

downloaded for free from www.adobe.com.

	 •		open	the	PDF	flyer	template	document	
  in Adobe Reader. 
	 •	on	the	top	menu	bar	click	on	tools,	Basic,	
  highlighting the right arrow shows 3 options. 
	 •	use	the	“select”	option	to	highlight	and	
  copy text. 
	 •	use	the	“snapshot”	option	to	highlight	and	
  copy graphics or any formatted text that 
  has things like underlines to retain the format.  

frustrated by ccsa flyers?
…how to insert your own text into Pdfs
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    Ceramic
    Source

for all your studio needs!

8502 Old Salisbury Rd. • Linwood, NC  27299

Toll Free Order Line: (800) 422-1521

Direct Line: (336) 853-8108

Fax Orders(336) 853-8317

E-mail: orders@ceramicsource.com

Website: www.ceramicsource.com



presented by CCSA Supplier members have proven to be 
successful in keeping our minds and businesses in a positive 
growth mode.  Just as the annual convention acts as a 
catapult to refreshed thinking, these small group gatherings 
(relatively speaking) are ideal for keeping up with trends 
throughout the year and also offer you time to share with 
colleagues.  Just as word-of-mouth advertising is the best 
form of promoting a studio, interaction with fellow studio 
owners is one of the best ways to build an inspired mind.  
Everyone has different experiences and we must remember 
that learning is a constant process.  No matter how long we 
have been in business we can always learn from others.  

try something new
 Taking a class or resuming a hobby that you have 
neglected will help boost your personal growth 
while keeping your mind active and engaged.  By 
exploring your own creativity, even in a completely 
different activity can help refresh your mind and help 
you to see your business in a new light.  Time spent 
in a cooking class may help you to develop a new 
design for a platter or may inspire you to develop a 
fundraiser with a twist such as working with a meal-
preparation store or a gourmet food shop. 

take care of Yourself
 Be sure to take care of your physical self as well 
as you mental well-being.  Follow healthful habits for 
eating, get enough sleep, exercise and learn to relax.  A 
combination of these elements will boost your energy 
and keep fatigue from taking over your mind and body.  
One key to keeping a motivated and positive outlook 
is to feel good about yourself.  Taking care of your basic 
needs is essential to thinking freely and creatively.   

Focus on the positive
 Identify the things that make you happy at work.  
Finding a way to build more of these things into your 
daily life will result in motivation to keep the positive 
energy flowing.  Your attitude is reflected upon your 
employees and they will respond accordingly.  Giving 
them the opportunity to add positively to the studio 
environment will result in a positive team that feeds off of 
each others creativity and allows inspiration to flourish.
 Do what you love, love what you do.
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 It is so easy to allow ourselves to get so wound up 
in the daily operations of studio business that we often 
forget to take care of ourselves and nurture our mind, 
body and soul.  In addition to the mental burnout, we 
often find ourselves fatigued and unable to truly enjoy 
what we do.  When this happens, it is important to 
refresh ourselves and remember why we do what we do.  
 Ask yourself, “Why did I start my business?”  Was it 
because you wanted to be your own boss?  Did you think 
you would be able to create daily?  Do you yearn for the 
feeling of excitement that you had when you first opened?  
Perhaps you had the desire to educate others or make 
a positive difference in their lives through art.  You can 
refresh your mind and rejuvenate your spirit by making 
time	for	yourself.		Hey,	we	all	need	a	break	at	some	point.
 Following are a few ways to help you to remain 
refreshed and inspired:

Make time to play 
 Spend a day playing with new products or 
experimenting with new techniques.  Once your mind 
gets into the groove or rhythm of creative thinking you 
may find yourself popping off new ideas or thinking, “What 
if I tried this?” or “Why not combine this technique on 
that medium?”  The more you play the more inspired you 
become.  You may think that you can’t afford the time to 
sit	and	play.		However,	the	time	you	dedicate	to	refreshing	
your creative juices is well spent.  You will find yourself 
excited about offering new ideas to your customers and 
that will keep them coming back for more.

convention
 The annual CCSA Convention is a must!  After a 
busy summer of long hours, summer camp and generally 
increased traffic burnout is not unlikely.  We get in the 
mode of doing the same thing over again.  Attending the 
convention is a sure-fire way to re-ignite your creativity 
and give your motivation a boost.  The fact that you can 
meet with fellow studio owners and suppliers, see the 
latest products and attend classes designed to boost your 
business savvy and your knowledge of new techniques 
make convention a must for anyone in our industry.

Mini conventions and supplier events
 Regional mini-conventions and educational events 

Keeping Yourself
Why We Do 
What We Doinspired...

By Crista Toler, 
Bisque Imports
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SucceSSful 
StAff MeetingS

agendas.  After the meeting I place a revised copy 
of the agenda with notes, projects, and dates to 
complete in the staff manual. The first item on the 
agenda is always to review progress made since the 
previous month’s meeting.      

it is important to incorporate staff recognition 
and activities into your meetings.  
 One way to show appreciation for your 
employees’ hard work and dedication is to celebrate 
milestone anniversaries of employment in front of 
co-workers.  It shows they are valued and gives new 
employees something to look forward to.  
 Another way is to paint tiles to use for Great Idea 
Awards.  Present them to employees at staff meetings 
in recognition of their great ideas for improvement.  
I attribute a great deal of my studio’s success to my 
employees’ contributions.   
 For a creative activity that focuses attention on 
having a positive attitude, have employees paint their 
own PositiviTea Mug decorated with things that are 
important to them- inspirational quotes or colors 
they love for them to keep at the studio. 
 Towards the end of my staff meetings I have a quiz 
with questions from the handouts, staff manual, and 
interesting business trivia.  The winner is awarded a 
$15 gift certificate to the local bookstore.   

always end the meeting on time and thank 
your employees for coming. 
	 in	addition	to	staff	meetings,	Helene	safford,	owner	
of Clay Café Studios has ‘all-hands meetings’ to introduce 
new products or marketing strategies.  “When introducing 
walk-in glass fusing, we had the team orientation covering 
all aspects from technical to how the pricing works, things 
they may encounter, how to up-sell and help market the 
product. Then I gave them all pictures from the idea book 
to replicate. It was a great exercise and everyone had fun 
making the store samples.”

By Chinook Graham, CreativiTea

 Effective staff meetings should be a venue 
for employees to learn from you and for you to learn 
from them with a focus on continuous improvement.  
They can boost productivity, reduce the number of 
problems you have to deal with, and help create a 
smooth running, more profitable business.
 Staff meetings are often considered to be boring 
or a waste of time because too little thought is 
invested in the planning.  Effective meetings require 
preparation, management, and follow through.  

regular meetings are important.  determine 
the frequency that is best for you and the time 
that is best for your employees.  
 Because the majority of my employees are college 
students and finding a time that works for everyone 
is tricky, my staff meetings are currently held from 9-
10pm the first Wednesday of every month.

prior to the meeting, it is important to allow 
your employees to prepare by giving them 
handouts and an agenda in advance.  
 I use educational handouts to provide my employees 
with the opportunity to continually expand their knowledge 
and to help them perform their jobs more confidently.  

the mood of the meeting is set in the first few 
minutes.  always start on time even if all your 
employees have not arrived.  
 I prevent my employees from getting too deep 
in conversation before the meeting and allow a few 
minutes at the end for them to chat.      

cookies have never been known to make a 
meeting worse. 
 Peanut butter chocolate chip is the current favorite.

have an agenda and keep the meeting on 
track.  avoid losing focus.
 I take notes continuously to create staff meeting 
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Are You Ready to 

StARt SeLLIng?
By Helene Safford, Clay Cafe Studios and the Studio Resource

 What can you do with a 10’ x 10’ space, some 
portable	furniture,	and	your	imagination?	Have	you	
considered applying to a local arts and crafts show 
but were worried about how to create a booth that 
will sell your finished wares? Follow some basic booth 
design and merchandising principles and you will be 
on your way to showcasing your work outside of 
your studios and generating some additional revenues. 

 the most important functions of your 
booth are to: 
 1.  Get customers to stop and take notice
 2.  Draw them into your booth space so you can  
  Sell, Sell, Sell.
 Your booth should be portable (meaning easy to 
setup and take down), well lit, attract attention to the 
product rather than the booth itself, and not be over-
crowded. The type of merchandising and furniture that 

you use should match the style of your product. For 
example, don’t use knotty pine cabinets when you are 
displaying upscale merchandise. 
 Keep in mind that “it’s all about the product”. 
When you overcrowd your displays, it creates a 
“visual chaos” for the customer. They are afraid to 
touch anything for fear that they will knock something 
over. Statistically, you are “four times more likely to 
sell	something	that	customers	have	touched.”	Hanging	
items (such as attaching them with Velcro products) 
have a visual message that “it’s okay to touch.” Anoth-
er touch motivator is to make sure that a product has 
plenty of room around it. 
 
What draws people in?
 Use multiple levels to display product to increase 
visual interest. On the upper layers, pieces are seen in-
dividually. Smaller arts and crafts shows typically pro-



 Floodlights or spotlights are appropriate to use 
at shows. Track lighting works the best because it is 
modular. When purchasing track lighting, keep in mind 
that it must be meant to be moved and re-assembled 
(assuming that this is not a one-time endeavor you 
are venturing into). The “bulb is what counts”. Tung-
sten bulbs provide a warm and pinkish illumination. 
Halogen	bulbs	are	the	brightest	and	whitest.	they	are	
good for illuminating jewelry, glass, and contemporary 
work. Placement of light bulbs is critical. They should 
always be over the “customer’s heads, not in their 
eyes.”	Here	is	another	example	of	sticking	with	the	8’	
wall height rule of thumb. 

the color Factor
 According to Bruce Baker, the colors you use in 
your booth should “make the products dance and 
sing.” Visit some local big box retailers to see the cur-
rent trends in color use for displays. Current fashions 
also reflect what is popular and appealing to custom-
ers. Avoid using purple and orange as people either 
“love them or hate them.” 25% of the population has 
a strong negative reaction to these two colors. Baker 
also advises artisans to avoid using primary colors un-
less your display and product is only geared towards 
children. “Passive colors such as celery and celadon” 
do not stimulate customers enough to buy. Keep in 
mind who your customer is when deciding on color 
selection for your displays. If you will be selling to 
men, keep your colors gender neutral, i.e., they won’t 
be motivated to enter or buy in a pink booth. 

Floor coverings
 A final note on floor coverings - if you are partici-
pating in an outdoor show, a floor covering of some 
type will keep it from appearing like a “yard sale”. 
Using a piece of carpeting, zippy mats, or painted floor 
cloth will give your booth a finished look. Using an 
anti-fatigue mat for a portion of your booth will make 
your customers comfortable and they will want to 
stay longer. As in any retail setting, the longer they stay, 
the more inclined they are to buy!
 Your signage and display “sets the tone of your 
merchandise.” A well-made sign is a worthwhile in-
vestment if you are planning to venture into the realm 
of retail and/or wholesale shows. Of course, all of the 
same selling techniques and customer responsive-
ness that you use in your brick and mortar stores still 
apply. Remember: your show booth is your “primary 
sales tool” for wholesale and retail.  As far as your 
product — well, that’s up to you!
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vide a standard folding style table for your product, a 
chair, and a 10’ x 10’ space. You can still work within 
these constraints even if you don’t have custom-built 
furniture for display purposes. At a minimum, you can 
use covered boxes or acrylic shelves to provide more 
height variety. Simple columns can be constructed 
with two or three pieces of foam core sandwiched 
together and scored to create a square or rectangular 
support. Don’t forget the duck tape to hold them to-
gether and some simple fabric to cover your support 
system. It doesn’t have to be expensive to be effective. 
Research indicates that the best heights for product 
display are from the customer’s belt buckle to ap-
proximately 6” above their heads. 
 Large format photography is an effective way to 
create a selling environment that helps customers 

imagine them-
selves with 
your products. 
While many 
artisans use 
their jury slides 
in large format 
for this pur-
pose, it is even 
more effective 
to show action 
and lifestyle 
pictures to 
peak their 
imagination. 
It is relatively 
inexpensive 
to go to your 
local office 
supply store 
such as Staples 

or Kinko’s to have photographs blown up to poster 
size, mounted and laminated on foam core. They can 
be easily hung using binder clips and fishing line which 
is low-cost and artsy in appearance. 
 Effective use of booth corners will complete the 
package.	Hanging	fabric	in	the	corners	of	the	booth	
can hide messy corners where side pieces come 
together. 8’ is the standard height for booth walls. You 
should plan for 8’ walls in order to hide your neigh-
bor’s product from being viewed from within your 
booth space. If you are planning on using track lighting, 
this is also the safe height for commercial use. Less 
than 8’ may result in a violation of electrical codes. 
Proper Lighting
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NEW STUDIOS: 
Comprehensive 

two-day training 
programs including 

continuing consulting 
support for one year.

ExISTINg STUDIOS: 
Business consulting 

services tailored
 to meet the 

growing needs of 
your studio.

“Hiring Elisa was the 
best decision we made 
in opening our studio. 
Her key insight and 

broad experience gave us 
an incredible advantage 

in entering this business.” 
Julie and Robin Cates
On the Pot, Salina, KS

Providing you with 
the knowledge and 
support needed to 
open or enhance 
your contemporary 
ceramic studio.

Contact Elisa Waldman at 
913.449.3566

info@successfulstudios.com • www.successfulstudios.com

Are You Ready To Start Selling
sources:

1.  www.glmshows.com/press/displaycopy.htm   
 “George Little Management’s 
	 top	Display	Hints”

2. Crafts Report 12/02, Business Tips from 
 A to Z by Mary Strope, 
 “Effective Booth Design”

3. Crafts Report 6/03, Show Business, 
 “A functional display Draws in the Buyers” 
 by Bruce Baker

4. www.godfreygroup.com/designideas.html 
 Display Design Ideas

5. “Your Slides & The Jury” 
 For Artists and Craft Makers by Bruce Baker

6. www.BBakerinc.com



These photos were two of our “celebrity pieces” from this year’s silent auction. 
The Seasons bowl was signed by KARE 11 meteorologist, Sven Sungaard (a 
new young guy in the Minneapolis TV market--very popular following in the 

MN News media) The baseball bowl was signed by 
our local baseball team--the Riverbats. They 

have a good following locally. Both pieces I 
painted and presented to 

the celebrities to sign. 
Sven signed with a 

writer bottle. The 
baseball players 
used a pencil 
and I went over 
their writing 
with a writer 
bottle (no easy 
task!)

cereal size bowl to be donated to the soup supper 
(not for auction—just to use at the event for the 
soup). We charged $10 per person to off set the cost 
of the bowl and firing. The publicity for this event 
was huge. Most of the local media picked up the 
press release. A flyer was created and e-mailed to 
the contact lists of several non-profit organizations. 
Our local United Way listed us as a special volunteer 
opportunity which got the attention of local church 
groups and service organizations. The newspaper 
posted an event listing in our local paper and listed 
the paint day as the United Way volunteer activity of 
the week. The newspaper sent a photographer who 
photographed a few of our painters and finished 
bowls. The photos were published in the newspaper 
the following day. Then we extended an invitation to 
those who couldn’t make the designated day. Anyone 
could come in and get 25% off a bowl if they donated 
it to empty bowls (they paid a full studio fee plus the 
cost of the bowl). The patron painting day generated 
enough revenue to cover bowls, firing and supplies 
plus covered the cost of the bowls that were donated 
for the auction. (My goal was not to make a profit on 
this, only to cover expenses.) 2006 was the first year 
that I was involved with the event. The organizers 
reported that it was their best year for attendance, 
and the most money raised for the auction. Plus, 
almost all of the celebrities who painted a free bowl 
came back later to paint gifts at Christmas or for 
other events. The 2007 event just finished on April 
1st. Since the deadline for this article was close to the 
event, we don’t know the exact result of the 2007 
event, but the organizers were pleased with the great 
selection of bowls and auction items!
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By Charlene Ridlon, Art As You Like It
 
 Getting involved with an area non-profit while 
helping out with a fundraiser is a great, low cost 
marketing opportunity for any business. As a business 
owner, involvement facilitates a public way to give 
back to your community, help a great cause, and 
create positive and FREE publicity for your studio.
 Empty bowls is a national program developed by 
a high school in Michigan. To learn more about the 
original creators of the event, please visit their website 
at: www.emptybowls.org. The idea behind the program 
is to have a community event that promotes the 
problem of hunger. The basic formula is that local artists 
and crafts people donate handmade ceramic bowls.  
A simple soup and bread supper is served for a meal. 
Patrons are able to take home one of the bowls made 
by the artists as a reminder  of the problem of hunger 
that exists in the world. Our local entity also offers a 
silent auction to increase the overall profit of the event.
 I became involved in our local fundraiser when 
a committee member asked me to donate a custom 
painted bowl for the auction. After agreeing to the 
request, I offered to donate additional bowls and firing 
if they would be willing to arrange for a few “local” 
celebrities to come to my studio and paint bowls.
 For the auction pieces, I agreed to donate all of 
the bowls, firing and paints. When the pieces were 
finished, I was allowed to put stickers on the bottom 
of each piece and business cards inside of the bowls. 
The business cards noted the artist name, and contact 
information for our studio.
 As it turns out, several of the committee members 
were well connected in the community and invited a 
number of willing celebrities to paint bowls. A local 
radio station allowed their morning drive teams from 
their country, lite, and classic rock radio stations to 
paint bowls. The teams then spent several weeks talking 
about their experience in our studio and, of course, 
encouraged their fans to go to the event and bid 
on the bowl they had created. (Take note this was 
free publicity during mostly premium air time!) 
In addition, a local author/illustrator, the Mayor, 
the County Attorney, politicians, City Council 
members, college presidents—whomever they 
could think of, were invited to paint a bowl. 
 In March 2007 we held a public painting 
event. Patrons came to our studio and painted a 

Supporting Your Community
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By Angie 
Verburg, 
CCSA 
Executive 
Director

We recently had 
a chat with Judy 
Salinas, owner 
of Glazed and 
Amazed.  Many 
of you might 
know her as 
“judy,judy,judy” 
on the chat board.  

A member of the CCSA for 4 years, Judy travels to 
convention every year and is a fun participant of the 
CCSA Auction.  In fact, she purchased the beautiful vase 
shown here at the last auction! 

how did you get started in this industry? 
What year?
 Like most of us, I started out as a customer in 
1998. I saw an ad in the local paper and began working 
at my local studio later that year. I began managing the 
studio about 9 months later. I worked at that studio 
for 21/2 years and during that time attended my very 
first CCSA convention, which was held in Scottsdale.  
We were amazed at all the information we received 
and put a lot of it to use in the studio. I left that 
position about a year later and stayed busy with my 3 
teenagers and all of their activities. 

When you were planning your studio, what 
resources did you find most valuable?
 I immediately began missing the pottery industry and 
continued taking classes at a local distributor. I did some 
finished ware and custom work but found that I missed 
the customers and the teaching part of the studio. I heard 
through a friend of an existing studio about 30 miles away 
that was for sale. I made an offer and 20 days later I was 
the proud owner of a studio. I joined the CCSA soon 
after we remodeled our space and have been active ever 
since. As a new owner, I found that my weakness was in 
marketing. I thought since I bought an existing studio that 

the marketing had already been done, but I was wrong. 
The studio had stayed stagnant without any marketing. It 
was an uphill battle to bring it back to life. 

i notice that you are currently in your second 
location and that you closed your first one. can you 
describe your experience running multiple studios?
 The best advice that I did not take was that if you 
are the reason that your studio is successful then do 
not try to open another location. I was stubborn and 
thought that I could do it. It spread me too thin. I spent 

CCSA Successful Studio 

Q&a: glazed and amazed, 
edmonds, Wa




