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 Ahhh, spring is in the air as I write this (along with tons of pollen here in San Antonio). 
And by the time you get your magazine you should be getting ready for your summer season. 
I sometimes envy those of you who truly have four seasons! For us in Texas, the season’s 
change may pass without much notice. 

 We are entering a new season with the CCSA, too. Most of our studio members have 
been in business for over three years. And while we enthusiastically welcome new studios, 
we are seeking new ways to “wow” our seasoned studios...much the same way we have 
to keep our regular customers excited about our businesses. 

 We are looking toward the future with a renewed sense of excitement about this 
great organization. This is your organization. The Board of Directors welcomes your 
suggestions as we develop new strategies to help improve the organization and the 
benefits the organization offers to you as members. We’re only a call or email away! 

Best wishes for a prosperous summer!

Sandi Kirkwood

Don’t miss our special pullout 
section on pages 21-28 for 
program and registration 

information for the 
2009 CCSA Convention!
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 by Richard Morse

U.S. Toll Free: 888-291-2272 (CCSA)
International: 805-265-5428

STAFF:
Chief exeCutive OffiCer

richard Morse, CCSA; richard@ccsaonline.com

Contact Susan (below) for new memberships, 
usernames and passwords, studio locator questions.

AdMiniStrAtive ASSiStAnt
Susan Walker, CCSA; email@ccsaonline.com

The Board of Directors listed below would like to 
welcome you to contact them regularly regarding 

ideas and concerns.  We are YOUR Board and, 
while volunteers, are working for you! 

BOARD OF DIRECTORS:
OFFICERS:

PreSident 
Sandi Kirkwood, Clay Casa

210-402-6656; claycasa1@sbcglobal.net

viCe PreSident 
Julya Myers, Amazing Art Studio

301-762-5278; julya@amazingartstudio.com

SeCretAry
denise Oliver, Playful Potter

775-356-5811; denise@playfulpotter.com

treASurer & StudiO LiAiSOn
Wendy Pettys, the Pottery Patch

813-643-0014; wpettys@tampabay.rr.com

DIRECTORS:

BuSineSS
Chinook Graham, Creativitea

(360) 752-1724; paintpottery@gmail.com

teChnique eduCAtiOn
Julia Mcnair, do*it*yourself Crafts
205-868-4346; diycrafts@aol.com

SuPPLier LiAiSOn And teChniCAL
Julya Myers, Amazing Art Studio

301-762-5278; julya@amazingartstudio.com

MAgAzInE STAFF:

COPy editOr: 
Kathy tavano, Just Wright designs

rePOrterS:
Judy Salinas, Glazed & Amazed
Alyson dias, duncan Ceramics

helene Safford, Clay Café Studio
Judi novotny, it’s yours

teresa “teddy” Wright, Mayco
Chinook Graham, Creativitea

Bonnie Karet, C CSA
Kim McMillan, fired up Pottery

helen hajny, Get fired up!

GrAPhiC deSiGn:
derek Cavilla, dC Graphix

Hello CCSA!

 Sitting down to write a letter to the membership feels like writing to a friend; 
A friend with whom I never get to spend enough time. I always want to impart everything 
all at once and so it becomes my task to focus on just the most pertinent ideas. 
I know if I could have just ten more pages that this would be much easier. 
  
 My mind is full of ideas, notions, questions and some answers but ultimately my 
focus right now is you. I want that quest for ingenuity and your passion for creativity 
to be revived. I want you to enjoy all the aspects of your business. Let’s find out what 
brings out that creativity. Do the colors in your palette still shine brilliant or have 
they faded and need a re-imbuing. What makes you feel alive?

 I have always felt that my charge in the CCSA was to inspire and reinvigorate 
the members. For me that has always been by talking, writing and getting as involved 
as people would let me.  I now find myself in what could be the most appropriate job 
I have ever held. I feel very fortunate and thankful to have this opportunity. 

 One of my least favorite phrases is “My door is always open.” I think because it 
relates the idea that someone is available but only if you reach out to them. I will always 
be available if you want to reach out to me. I will be reaching out to you, as well. Trying to sort 
out issues you may have, finding solutions or just touching base to see how you are. 
Your suggestions and ideas will be incredibly helpful as we move forward and map out our 
path into a successful future.

With all sincerity,

 

Richard Morse
CCSA
   

Notes 
from
Richard
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benefit update

 The current economic climate has hit everyone hard, and as-
sociations are not immune from today’s difficult times.  The CCSA 
Board of Directors and Staff are committed to keeping your ben-
efits intact and continuing to provide you with new benefits!  We 
have not reduced our member benefits’ budget and are continuing 
to provide you with everything you are accustomed to and more.  
We are continuing to advertise on Google for all of our members 
worldwide and plan more and more benefits throughout the year.

 Glass Stock Photos - We now have over 90 new glass stock 
photos completed for those of you who want to promote your 
glass programs!  Thanks to Denise Oliver for her expert camera 
work and persistence in getting these completed.

 New Clipart - Hard to believe, but we have even more great 
new images!  Check it out under “New Clip Art” on the website.  
Thanks to Wendy Pettys and her fabulous Member Benefits team 
for coming up with the new image ideas.

 Both the Clipart and Glass Stock Photos are FREE benefits 
for you to use in marketing and promotions for your studio as 
long as you remain a CCSA member.

 PYOP Television Ads - We are resurrecting our popular 
television ads for those of you who want them done for your stu-
dio.  Scott Wilkinson, who did both of the CCSA videos, is going 
to be customizing these for you.  To view the samples of the ads, 
go to “Marketing” on the website.  Even if you’re not advertising, 
these ads would be great videos for your website.



Cirque du CCSA Convention
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 by Alyson Dias, Duncan Ceramics

trend 
FLASH

A continuing 
series on design 
and style trends 

which affect you 
and your studio.

 Do you ever feel like you can’t keep up with the latest trends...it’s as if as 
soon as you figure out something is “trendy”, a new trend has already gobbled 
it up???  Don’t worry, you’re not alone.  Good news this summer though 
- consumer trends as they relate to design and color seem to have hit 
a plateau, as we continue to see some of the same recurring de-
sign styles, patterns, motifs and themes. Color and scale are what 
bring freshness to these trends. 
 On the fashion front, design and color are exploding...
it’s definitely not about a plain white tee.  Impossibly 
large necklines, printed jewelry on fabric, flame-like 
collars, snake-like prints, gigantic tassel necklaces, 
graffiti splashes of paint, artistic and realistic flo-
ral prints, pearl beading, large dots in ethnic con-
figurations, paisleys on circles, checks on checks, 
animal prints (this never dies) and dye in every 
hue and technique.  The runway collections for 
2009 and 2010 have shown enough variations 
to make your head spin and yet there is con-
sistency among the chaos - bold color and 
design are IN!
 Among the chaos are three distinct col-
or and design trends: dye, peace/hope/love 
and graffiti.  Although each can stand alone, 
they seem to work best when layered upon 
each other - dye as a base, peace sign on top 
with graffiti slung on top as an accent.  The 
trends are an obvious fashion statement for 
apparel, but their rise in the home décor 
market is innovative and refreshing.

DYE
 The dye trend continues in fashion and 
home décor throughout 2009 and into 2010 
in a range of techniques.  Elle.com, Vogue, Land’s 
End Kids, Bloomingdale’s, Target and Blackberry 
continue to feature dye fashion and accessories as 
the must-have items.  The most popular techniques 
throughout 2009 include: 
 Ombre:  a French word for “shading”, it is also 
termed as color-bleeding since color bleeds form dark 
to light or light to dark. Usually this involves using shades 
from the same color family, but there are exceptions.  This 
gradual merging of shades is both elegant and feminine. Unlike 
the hippier tie-dye, there is a much smoother transition between 
colors. The color bleeding can be used to create a dramatic look or 
a soft one, depending on the graduated strength of the dye effect.
 Shibori:  the ancient Japanese technique of bound-resist dyeing. In shi-



board - in couture, ready-to-wear and fashion accessories. 
 Tie-dye: aka, the Jerry Garcia look.  Five colors of the rainbow 
(red, yellow, green, blue, purple) blasted onto a t-shirt in concen-
tric circles.  It’s bright, bold and beautiful...a perfect look for sum-
mer!
 
PEACE, HOPE, LOVE
 The peace sign celebrated its 50-year anniversary last year 
and the symbol has infiltrated the fashion and home décor mar-
kets as design inspiration.  While we didn’t expect the symbol to 
hang on past 2008, the momentum has stayed consistent and the 
peace sign will continue to be a powerful design icon throughout 
2009.  
 ‘Hope’ is not only a word used as a design motif, it is also a 
pervasive emotion through which the future is currently filtered.  
Trendy messages featuring the words Hope, Love and Peace are 
found on graphic tees, fashion accessories and jewelry.
 The heart motif is a popular icon, and not just for Valentine’s 
Day. It is a simple symbol that makes a big statement.
 Lucky Brand Jeans, Forever 21, Sundance, Alloy, Kitson, Moya 
Apparel and others have incorporated the peace, hope and love 
icons and messages into their new products.  

GRAFFITI
 The graffiti look first appeared on our 
radar in March 2008. Since that time, we 
have tracked the evolution of this street in-
spiration trend to see it go mainstream from 
couture wall tagging (think Prada advertise-
ments in Vogue) to ready-to-wear fashions 
and designer label accessories, and even 
into home décor.   Its popularity continues 
to gain momentum as the mainstream con-
sumer embraces it.  Look for urban art, “tag-
ging”, paint drips, sprays and free-style let-
tering as part of the continuing trend in the 
mainstreaming of graffiti.  The fashion and 
cosmetic industries continue to embrace 

this street style while home décor is beginning to tap into it.

IT’S EASY
 The best thing about these three design and 

color trends (besides the bold fashion statement!) 
is that they are super easy to accomplish on 

bisque.  

 This set of plates is an easy way to 
grab your customer’s attention and inspire 
them with an easy-to-achieve and on-trend 
project!  Whether you want to spread the 
message or just love the symbol, dish up 
a Plateful of Peace with bisque and bold 
glaze colors. Hang them on your studio 
wall or prop in a feature space for a super 
psychedelic statement!  The marbleizing 

technique is an easy way to achieve a tie-
dye/graffiti look. 

 For questions and comments concerning 
this column, email Alyson Dias at adias@duncanmail.

com or check out her blog at www.duncanfashiongirl.
blogspot.com.
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bori, instead of t-shirts scrunched with rubber bands and knots, 
natural fiber fabric (often kimono silk) is bound and stitched with 
cotton, linen or hemp thread and then dyed. What sets it apart is 
that it is much more subtle than tie-dye. Typically the colors used 
are pure and harmonious, and the dye patterns have a delicate, 
intricate quality. 
 Ikat: the “it” print of the summer fashion season, Ikat has been 
used for centuries by cultures all over the world, from South-East 
Asia to South America.  Ikat is a style of weaving that uses a resist 
dyeing process similar to tie-dye on either the warp or weft be-
fore the threads are woven to create a pattern or design.  What 
started in the fashion apparel market in 2008 has quickly spread 
into the home décor market in 2009.  Anthropologie carries Ikat 
bowls, Urban Outfitters carries Ikat furniture and many of the top 

fashion designers have incorporated Ikat into their sum-
mer fashion lines.

 Urbanesque: inspired by street artists and the 
personal expression that defines them. This 

is a very random use of dye. Spattered 
and dripped, flung and sprayed - al-

most graffiti style - using multi-col-
ored palettes. This art-inspired 

trend is happening across the 

The best thing about 
these three design 
and color trends 
(besides the bold 

fashion statement!) 
is that they are super 

easy to accomplish 
on bisque.  
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oN ThE RoAD
By Judi Novotny - It’s Yours Pottery, Omaha, NE

 This issue of ON THE ROAD takes us smack into the middle 
of the United States, as we visit Ceramics & Coffee House @ 
Paint Glaze & Fire, located in Overland Park Kansas... a suburb of 
Kansas City, Kansas...an existing successful PAINT-YOUR-OWN 
Pottery Studio of 4 years purchased by Debbie Wright and Denise 
Schulz in April of 2005.  Read on...This is an interesting experi-
ence and transformation for this family affair duo, Debbie (Aunt/
Owner) and Denise (Niece/Manager).  

How and when were you introduced to the world of 
PAINT-YOUR-OWN POTTERY? 
 Debbie:  When I was a child, one of my mother’s hobbies was 
ceramics.  She poured her own greenware and eventually owned 
her own kiln.  It was a special treat when my Blue Bird or Camp 
Fire group painted a special ceramic piece.  One of my most trea-
sured keepsakes is the porcelain nativity set that she painted.  
 Denise:  The turning point was when I read “What Color Is 
My Parachute” to help me figure out what to do with my life.  I 
laughed when the book revealed a career in ceramics and pottery!  
I visited a PYOP store in Ohio, and I was in awe.  As a child, I knew 
about ceramics because my grandmother had her own kiln in the 
basement, and I’ve always cherished the painted ceramic gifts I 
received (and still do, to this day!).  Memories ... that is what we 
really do ... help create long-lasting memories.

What led up to your decision to open a PAINT-YOUR-
OWN Pottery Studio?
 Debbie:   I “retired” from American Century after 20 plus 
years and was looking for a new career.  Both my boys would be 
leaving home, and my husband and I would be empty nesters.  I 
wanted to do more than volunteer work.  Denise was looking for 
something new about the same time, and we started talking.  She 
was working in a PYOP studio, and I had grown up with ceramics 
and coffee (enjoying the smell of it), both being loves of my Mom 
(Denise’s grandma).  It seemed the perfect combination! 

Overland Park
Kansas
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“We wanted to reflect who we are...offering a creative, 
comfortable, quality customer-oriented experience.”

“We stress customer service and try to give all of our 
customers one-on-one help.”

Denise Schulz and Debbie Wright purchased 
Paint Glaze & Fire in April of 2005.  

 Denise:   After owning a nightclub, I got a job in the PYOP busi-
ness.  It was during Christmas time that I really fell in love with it!  A 
four-year old girl looked up at me and told me she loved being here 
and asked if she could come back and paint again.  That was all it took 
to hook me.  Plus, everyone was creating so many ceramic pieces for 
Christmas gifts that it reminded me of my own childhood memories.  
So when my aunt Debbie called and asked if I would move home to 
open up a coffee and ceramic shop, I said, “YES YES YES!”
  
You purchased an established PYOP studio.  What was 
the deciding factor to purchase an existing studio verses 
opening a studio on your own?
 Debbie:  They had an established (good) reputation, existing 
customers, and a good location, so when the opportunity pre-
sented itself, it made sense not to start from scratch!
 Denise:  At the time, there were already eight studios within 
a 20 - 30 minute radius of one another, so when the opportunity 
emerged to buy one of the successful studios, it was worth looking 
at.  The studio was in a good location and already had good name 
recognition, which was very important.  Today, after four years own-
ing the business, we are one of only three which remain open.  

Do you feel that opening an established studio was the 
best decision five years later?
 Debbie:  Yes, but we’ve also learned a lot along the way.  We’ve re-
ally taken the business to another level.  We stress customer service 
and try to give all of our customers one-on-one help.  It’s the simple 
gestures that seem to make a big difference.  Just helping someone 
use the correct brush or helping a new mom get the perfect foot 
print makes a lasting impression.  This can be a challenge, but it is 
always our goal.  The response to this level of service has been incred-
ible, and business has been booming.  If we had it to do again, we’d do 
a better job of mapping out the vision we had of “our” place.  We had 
to replace things like tables and counters much earlier than we had 
anticipated.  I’d bargain better if I had it to do again.  About the only 
things left are the two kilns and chairs!  That cost us a lot! 
 Denise:   YES, in some ways, a turnkey operation has a system in 
place, customer base established, name recognition in the community.  
NO, I didn’t account for how soon we would out grow the space.  

When you purchased an established studio, were the 
changes you have made part of your business plan or did 
they evolve?
 Debbie:   The coffee shop was always part of the plan.  We knew 
we’d make changes but never to the extent that we have.  The basics 
of any PYOP studio are the same, but how it’s organized and the 
feel of studios is all different.  The coffee shop adds a whole different 
ambiance to our studio.  We wanted the studio to be a place for ev-
eryone... moms, kids, dads, grandparents, etc.  Anyone can enjoy our 
studio.  Even dads, once they get the kids settled in, can enjoy a cup 
of coffee, read the paper, and relax; many actually paint with the kids.  
We wanted to reflect who we are...offering a creative, comfortable, 
quality customer-oriented experience.
 Denise:  One aspect of our vision, which was always part of 
the plan, was to create a mix between visiting our home and going 
to a restaurant.  We changed the studio to reflect our personali-
ties.  We ask our customers to just have fun and be creative, but 
DON’T do the dishes!  We choose our staff based on the events 
we have scheduled - how many, what ages ... since we assign an 
employee to run the entire event, we want to be sure it’s a good 
fit.  We’ve established a hands-on learning studio.  We interact with 
our customers, whether by helping them to create or keeping 
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their children occupied so the parents can finish their own proj-
ects.  Customers really seem to appreciate this!

What is your greatest challenge today?
 Debbie and Denise:   Employees, the constant need to create 
new and exciting camp ideas, and learning NOT TO SWEAT THE 
SMALL STUFF!

How has the uncertain state of the economy affected your 
day-to-day business operations?  Are you marketing ...run-
ning your business differently than in previous years? 
 Debbie:  We have developed a sizable customer database over 
the years, and they are our most successful form of marketing.  We 
send regular specials via e-mail and spend limited advertising dollars 
on very targeted media, like KC Parent.  So we just keep on doing 
what’s working and more of it!  Our special 
events are very well received.  I’m planning 
more and expanding on some of our themes.  
We’ll be doing more family nights and girls 
nights, Teen Nights, etc.  Families are looking 
for something fun/good to do...”feel good” 
activities.  Family and friends are even more 
important in times like this.
 Denise:  Customers are looking for any 
type of savings, today more than ever.  We 
continue to offer similar specials, as we have 
for quite some time, but we are seeing customers use them more 
frequently.  Entertainment book coupons, Web site specials, and 
1/2 price studio fee days have all picked up!  At our last ladies 
night out, we waived the studio fee and gave 15% off all ceramics 
purchased that night, and the response was outstanding.  (Next 
time we may offer it over a two-day period.)  We included five 
other women-owned businesses in the event, to help network and 
promote each other-- customers love to hear we support other 
women-owned businesses.

You’ve gone green!  What are your 
thoughts on our industry’s direc-
tion, and how has the transition 
been for you studio and staff? 
 Debbie:  I’ve always tried to recy-
cle at home.  It’s more of a challenge 
at the shop, but what’s been really neat 
is hearing our employees speak up and 
help us - even taking loads to the recy-
cle center!  Like a lot of studios, we’ve 
tried several of the new dipping glazes 
- and been faced with new challenges.  
Denise always amazes me at how she 
tackles the challenges.  We are getting 
ready to try the new green glaze.
 Denise:   We recycle newspaper by 
using it to wrap the completed ceramic 
pieces.  We also recycle all the boxes in 
which the bisque is packaged, and we try 
to recycle anything else that is recyclable.

What words of advice would you offer 
a new or soon to be studio owner?
 Debbie:   Starting off, you already 
know that owning your own business is 

going to take a lot of work.  There are many pluses and minuses 
to owning a business.  Take the number of hours you think you’re 
going to work and double it!  Write a business plan!  Do the re-
search!  Plan, plan, and plan more!  Seek expert advice and go to 
your Small Business Development center.
 Denise:  Know exactly what you are buying.  Look at the e-
mail list to ensure it is valid; check the condition of the furniture 
and equipment (kilns), and if you aren’t sure of the condition, pay 
an expert to inspect it.  The kiln is the heart of our business; if 
there are broken bricks or stilts, know how much it will cost to 
have them repaired.  Observe the current owner and staff - how 
are they interacting with customers?  These will potentially become 
your customers, and how they are treated impacts the reputation of 
the existing business, which affects its value.  Talk to the owner, but 
do your own research!  Talk to reps from Mayco, Duncan, and Gare 

to learn how to use the different products.  
Visit as many studios as you can - you can al-
ways learn something!  Bottom line is: know 
exactly what you’re walking into! 

If you had the chance to do it all over 
again...what would you do...not do...
change? 
 Debbie:  Yes - knowing what I know to-
day, I’d approach the business as a business 
from the beginning - keeping the emotion out 

of it.  I got my “degree” in business the long, hard, and expensive way 
and still don’t have a diploma!  I’d complete my business plan and stick 
with it!  If I’d done a better job at planning my vision out ahead of time, 
prior to buying the business, I’d have known better what was valuable 
to me and what wasn’t.  Many lessons have been learned.
 Denise:  Learn to react quickly when something isn’t work-
ing.  For example, we opened the coffee shop at 7am for way too 
long; now we open at 9 AM, and it’s much better.  Our area did not 
support the shop opening that early.  If you have an employee who 
is not working out, let them go.  Your reputation is too valuable to 

allow one bad apple to ruin the bunch.  
Don’t sweat the small stuff ... when you 
have 13 colors of green, don’t freak out 
that you’re out of one shade.  Learn 
to change the items on your shelves 
around.  You’ll be amazed how your 
regular customers will think you have 
new stuff.  Use more than one supplier- 
it keeps everything fresh!  Who wants 
to look at the same dog and cat for 12 
months?  We only carry certain things 
during different parts of the the year, 
such as sea animals during the spring 
and summer.  Every market is differ-
ent ... if we were in Florida, we would 
carry them year round.  If a customer 
wants something, we’ll always order it 
for them.  We have certain basic items 
we keep at certain prices, but we are 
always searching for that new wow!

 Located in Overland Park, less 
than 15 minutes from the site of our con-
vention this year, Denise and Debbie are 
excited to meet you all.  

Families are looking for 
something fun/good to 

do...”feel good” activities.  
Family and friends are 
even more important 

in times like this.

“The coffee shop adds a whole different ambiance 
to our studio.”
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By Kim Stanfill-McMillan, 
owner Fired Up Pottery 
in Cottage Grove, Wisconsin, USA

 The doom and gloom of economic news is worldwide.  How 
can you survive?  In this article, I hope to get you to think beyond 
just surviving to even thriving in a very difficult economy.  
 I doubled my November and December sales, and my busi-
ness was up 42% for the year.  In order to do that, I continually 
evaluate my business in six areas.  They are:
 1.  Control costs
 2.   Check your pricing
 3.   Keep consistent hours, for a store; or make sure you 
   are never late, for a mobile
 4.   Once you have a customer, give excellent customer 
   service, even beyond what is considered normal
 5.   Advertise and market your busi-
ness
 6.   Continually learn

CONTROL COSTS:  
 Check your costs and find out where 
you are spending money.  Is it rent, payroll 
or supplies?  Try to minimize your costs by 
ordering minimums to get free shipping.  If 
you have the financial ability, order in quan-
tity to get larger discounts.  If you have been 
in business for longer than a year, what do you spend in bisque?  
Can you order six months of bisque and get a larger discount?  
Check your payroll.  In these tight times, I am running my numbers 
each week and seeing if I need to work more hours instead of my 
staff in order to save money.  If you are a mobile and work alone, 
would it be cost effective for you to hire help so you can do more 
marketing?  If you are transporting, glazing, and loading the kilns, 
do you have time for marketing?

CHECk YOUR PRICING:  
 Obviously, you must bring in more money than goes out.  I 
am in my third year of business.  At the end of my second year, I 
still was not making enough money; so when gas prices were $4 
a gallon in the United States in July of 2008, I raised my prices 
25%.  That’s a lot.  While some of my customers complained, in 
the end, they realized that going to my store has a value in their 
life and that they would rather pay more and have me in business 
than pay less and have me out of business.  Most of us think that 

our customers are a lot more price sensitive than they are.  In my 
town, there is a grocery store that has very low prices, and less 
than a half a mile away is a grocery store that has higher prices; 
yet they co-exist.  If everyone shopped on price alone, the more 
expensive store would be out of business.  Yet, it exists, so not 
everyone shops by price.  So, what do they shop for and why do 
they come to your shop or hire you as a mobile?  You need to find 
out why people hire you and continue to do the same.  These are 
your strengths.

kEEP CONSISTENT HOURS:  
 In my short time in retail, I have seen businesses fail because 
as they made less money, they kept shorter hours, and then made 
less money because of the shorter hours.  It can be a viscous cycle.  
I have changed my hours five times in three short years, but it was 
to add hours.  Now weirdly enough, I am open seven days a week, 

except for Thanksgiving and Christmas.  Yes, 
even Easter, Mother’s Day, and Father’s Day.  
Why?  Because my customers have families 
that come visit them on holidays, and they 
like something to do.  You can be their en-
tertainment.  

GIVE ExCELLENT 
CUSTOmER SERVICE:  
 It costs ten times more to get a new 
customer than to keep the returning cus-

tomers.  How do you give excellent customer service?  By Iisten-
ing to your customers, because they will tell you what they want.  I 
also do something very different in my studio.  My repeat custom-
ers get the best deals.  I have three levels of discount in my store.  
If you just come in, there is no discount.  If you check my website, 
I put a coupon on it every month and change it the first of the 
month.  I make my coupons good for everyone, for everything, in-
cluding birthday parties and groups.  Why?  Their money is as good, 
in fact better, because they are spending more.  So treat them the 
same or better.  
 The last group is the people on my Constant Contact list.  
They get the best discounts because they are my best customers.  
I get a couple of hundred dollars within three days from every 
email I send out.     The CCSA Partner feature with Constant Con-
tact enables you to receive a member benefit of a deeper pre-pay 
of 20% for 6 months and 25% for 12 months which is 10% higher 
than their standard pre-pay.  Email richard@ccsaonline.com for 
more information.

Thriving
And not JuSt Surviving 

in A down eConomy

Rather than doing a 
little advertising with 

a lot of different 
methods, choose one 
or two and OWN it. 
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ADVERTISE YOUR bUSINESS:  
 I went to a free advertising seminar put on by a local TV 
station.  They had a nationally known speaker.  His advice on 
advertising?  Rather than doing a little advertising with a lot of 
different methods, choose one or two and OWN it.  By that, he 
meant make sure that you are on the top when it comes to one 
method, like print, or radio, or internet.  I personally use Google 
Adwords, which is paid advertising.  My website comes up as 
a sponsored link, and it costs me about $100 a month, which 
is half the cost of a print ad in my local newspaper.  Figure out 
where you would like to advertise and direct most of your dol-
lars there.  

CONTINUALLY LEARN:  
 What is the easiest and cheapest way to learn?  Take advan-
tage of your CCSA membership.  The glass and pottery DVDs 
are wonderful; buy them.  Go on Chatter and chat.  That alone 
has saved me or made me thousands of dollars.  To go on Chat-
ter, go to the CCSA website, www.ccsaonline.com, log on and 
follow the directions.  If you need assistance getting online, the 
CCSA staff is there to assist you.  Email them at email@ccsa-
online.com or call the toll free number 1-888-291-2272.  Go to 
convention.

 In conclusion, you need to stick with the basics and do them 
well.  Now is not the time to say “Oh this is so bad.”  People are 
looking for you and your business to provide them with fun, and 
you can.  When asked how your business is doing, answer “fantas-
tic.”  People like to be with winners, and an upbeat experience is 
one they will remember and repeat.

Bella’s 
sizzling 

summer Deal!
$99 Free sHiPPing

(all Ba & BB items only)

$400 Free sHiPPing
(all BC items and combo orders)

Tel: 866-902-3552 • Fax: 866-902-3329
email: info@bellabisque.com

www.bellabisque.com

Combination orders with both BC & BB or Ba items are subject to 
standard shipping rates. $400 free shipping special applies. Offer ends June 30, 2009.



A  L i g h t e r  m o m e n t

By Judy Salinas, Glazed & Amazed
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Change three 
things in your store 

and see how inspired 
you will become.

 I love going to the CCSA Convention.  Every year, I meet the 
most amazing people, usually women, who totally inspire me.  This 
past year in Scottsdale, though, I had an Aha! moment. 
 As always, I filled every time slot with 
a class.  I met with my regular vendors, and 
I talked to new ones.  I took pictures of ev-
erything -- and I do mean everything.  I lis-
tened carefully to the motivational speakers 
and took amazing notes.  I made lists and 
wrote orders and picked peoples’ brains 
for new ideas.  I brought my manager with 
me, and we stayed up into the wee hours 
bouncing ideas off each other.  All this is the normal way that I 
“do” Convention.  I have heard  from a few of my friends that I am 
not very fun at Convention because I take it so seriously, but that 
is just how I seem to be made. 
 The difference last year from the six other Conventions I 
have attended is what I did when I came home.  I always am so 

inspired and filled with amazing ideas that I get home and .............
nothing.  Usually, I get overwhelmed with where to start.  My poor 
brain is buzzing and then, before I know it, it’s  September, the 

store is slow, and I freeze up.  I don’t know 
what to do first. 
 This past year I had an Aha! Moment 
and promised myself that I would do just 
three, yes three, things.  Easy, I can do 3 
things right?  I pulled out my notes and got 
started.
 First, I set up a “speed bump” in the 
entry to my store.  Then, I created a punch 

card for repeat customers.  When a customer signed up for the 
punch card, they could sign up for the “secret e-mail” list that only 
really special customers received.  We built our e-mail list and, as 
promised, I sent specials to those clients who had signed up.  We 
put out a candy counting jar filled with candy corn; more people 
signed up for e-mail because that was how the winner was alerted.  
We changed all of our price tags to a very readable baby boomer 
size font of 32.  I added glass to the studio; we created a whole 
new excitement.  It went on and on from there. 
 I am not writing this to toot my own horn, but to say, “Give 
yourself permission to do just one little thing.  Change three things 
in your store and see how inspired you will become.” 
 Once I got started, there was no stopping me.  I drove my 
staff crazy with new ideas and changing the store.  I was leaving on 
a 17-day trip with my daughter at the first of October, and all this 
was accomplished between getting home from Convention and 
my leaving three weeks later.  
 I am so pleased to be a part of such a hard-working group of 
small business owners.  I know how hard it can be to find time to 
make changes, but get out your notes and have your own Aha! mo-
ment.  I believe that you will see a new excitement from your current 
customers and hopefully create new ones along the way.   

 September 11-14, 2009
in Overland Park, Kansas (near Kansas City)!

Registration is now open — See pages 21-28 for more details.
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By Corey Perlman 

 If you leave your website’s 
look and feel strictly to the 
designers, be prepared to get a 
beautiful, sexy, artistic site that 
does everything but make you money.  Why?  Because while 
designers know website design, they do not know your business. 
 The five tips below will help ensure you not only have a web-
site that looks professional, but a website that’s open and ready 
for business!

#1 -AbOVE THE FOLD 
 64.9% of people don’t scroll.  And 77.3% of statistics are made 
up on the spot. :) So forget the statistics, just remember that your 
phone number, physical address, and “Buy Now” button all have 
a greater chance of being clicked on if you don’t require people 
to scroll down to click on them.  Make sure all of your important 
information is eye level and consistent on every page throughout 
your site.  

#2 - OPT-IN FORm
 By securing a person’s contact information prior to them 
leaving your website, you’ve ensured you can continue to com-
municate with them down the road.  This is critical to your online 
success.  As you know, people are very protective of their informa-
tion and will be hesitant to give it away.  To increase your chance 
of having a successful opt-in box, offer something of real value so 
people feel good about giving you their name and email address.  
Remind them you will only email a periodic eNewsletter and will 
NEVER sell or give their email address to anyone else.   

#3 - LINk CLARITY
 Another rule of thumb is that if a person doesn’t feel confi-
dent they know where a link they’re about to click on is going to 
take them, they won’t click on it.  So take the guesswork out of 
it and make your links abundantly clear.  Contact Us.  Yep, that’s 
pretty clear. 

#4 - COLOR POLLUTION
 Remember when your mom thought anything you brought 
home from art class was the most beautiful masterpiece in the 
world?  Well, no offense, but I’m willing to bet it fell into the cat-
egory of “color pollution.”  Simply put, color pollution is more 
than three primary colors on one page.  Any more than three and 
the brain slowly begins to turn to mush.  This is crucial when it 
comes to your website because you want people’s attention to 
stay focused on the content not that odd shade of mauve. 

#5 - kEYWORDS
 Including keywords in your homepage content is not your de-
signer’s job, so you can’t blame them for not doing it.  Again, they 
don’t know your business and wouldn’t have the slightest clue what 
words would make the most sense to include on your homepage.  
Keywords are those words people will type in search engines to 
find you...or your competitors.  You want any word or phrase they 
might type in to be scattered throughout your homepage.  Search 
engines will give you credit for these words, and that will increase 
your likelihood of a higher search engine ranking. 

 Corey Perlman is the author of the #1 Amazon.com bestseller 
eBoot Camp: Proven Internet Marketing Techniques to Grow Your 
Business.  This book provides easy-to-do strategies and techniques 
to help you market your business on the Web.  It covers top-
ics such as social networking sites, Web site optimization, online 
articles and press releases, video marketing, and much more.  To 
learn more about eBoot Camp or to purchase a copy, go to www.
ebootcampbook.com.  

 Jessica Perlman, owner of Creatopia Pottery and internet 
marketing expert, is graciously returning to teach her highly rated 
pre-Convention class at this year’s CCSA convention.  
 These are just a few of the rave reviews from last year’s class: 
“Jessica makes a complicated topic simple and understandable.”   
 “It far exceeded my expectations.” 
  “Loved it!  I can’t wait to make these easy ideas work for me.”   

How to Use Internet Marketing and Social Networking to Grow Your 
Business is offered September 11, 2009 from 8am-noon.  Visit www.
ccsaonline.com/convention for more information.

Check out Helene Safford’s review of this book on page 48.

Five Tips About Your
 Website Your Web Designer 

May Have Missed
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By Teresa “Teddy” Wright

Large corporations have the luxury of 
hiring specialists to perform one func-

tion; unfortunately, this is not the case in 
our industry.  Employees of small businesses 

are expected to perform multiple functions.  
Add to the mix that we hire teenagers, in many 

cases for their first job.  So, not only are you teaching 
them the functions of working in a studio, you are teach-

ing them how to work.  It is easy to teach someone how to 
load a kiln, but it is very difficult to teach good work ethics.  So 

many challenges, so little time.

 How do you obtain a good employee?  The key to obtaining a good 
employee is in the interview process.  I’ve always said, “Hire the smile 

and train the rest.”  How do you know, though, if you are really getting the 
employee of your dreams?  Break down the actual service the employee will 
perform, such as:

 CUSTOmER SERVICE:
		 •	 Greeting	the	customer
		 •	 Suggestive	selling
		 •	 Thanking	the	customer

	 	 •	 Scheduling	parties
	 	 •	 Working	with	children

	 	 •	 Working	with	a	difficult	customer
	 	 •	 Working	with	an	unsatisfied	customer	or	conflict	resolution

 TECHNICAL kNOWLEDGE:
	 	 •	 How	the	glaze	works
	 	 •	 Painting	techniques
	 	 •	 Proper	dipping	techniques
	 	 •	 Proper	loading	of	a	kiln

 mULTI-TASkING:
	 	 •	 Combining	all	of	the	functions	listed	above	in	one	shift

	 	 •	 Cleaning	the	studio
	 	 •	 Time	management	and	so	much	more...

Hiring & 
Training 

Employees
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 Hiring the smile is the first step.  You definitely want an indi-
vidual that represents your studio in a positive manner, but some 
people just interview well and others don’t.  Rather than just fo-
cusing on attitudes, look at behavior and ask behavior-based ques-
tions, such as:
	 •	 Tell	me	about	a	time	you	were	able	to	successfully	deal	with	
another person even when that individual may not have personally 
liked you (or vice versa).
	 •	 Describe	a	time	when	you	anticipated	potential	problems	
and developed preventive measures.
	 •	 Give	me	an	example	of	a	time	when	you	used	your	 fact-
finding skills to solve a problem.

 How do you evaluate and train an em-
ployee well?  Typically, we tend to focus on 
attitudes rather than behaviors.  That means 
rather than the actual service they perform, 
for instance, employees are graded on wheth-
er they seem friendly or nice to the evaluator.
 To solve this problem, figure out the 
specific behaviors you’re looking for, and 
measure those: Does your employees make 
eye contact and smile when greeting cus-
tomers?  Does your employee talk to the 
children or act as if the child is not there?  
Does your employee speak loudly enough to be heard?  Does the 
employee answer the phone by the third ring and answer with the 
studio name, their name, and with a smile in the voice?  These are 
objective behaviors, and they can be measured through surveys.
 When training your employee, remember that everyone 
learns differently: some people are visual learners, some people 
need hands-on learning experiences, and some people need to 
hear instructions.  The most effective form of training incorpo-
rates all three learning mechanisms.  Examples include: explaining 
the procedure while the employee watches, giving hand-outs to 
reference later, and doing a trial run of 
the procedure.  Explaining a procedure 
once and expecting the employee to re-
member the next time around is not the 
most effective method of training.
 Manuals are your friends.  Any 
codes, locations, procedures etc. should 
be written down step-by step in a man-
ual that each employee receives.  That 
way, if the employee forgets, he or she 
can flip open the manual and find the 
answer.  It’s also a good idea to have 
employees read the manual and sign 
off on a sheet stating they’ve read the 
manual.  
 To effectively train an employee, 
you must first prepare them to learn.  
The trainer should put the learner 
at ease and explain why the skill to 
be learned is important.  Explain any 
hazards or problems that may be in-
volved and how to deal with them.  
Answer any questions that the 
learner may have about the task. 
 1. Tell: Explain the task thor-
oughly.  Break it down into key 
parts or steps.  Most employees 

will find that learning several smaller tasks then putting them to-
gether is easier than trying to learn one large skill all at once. 
For example, explain the importance of the kiln in the studio, and 
then have the trainee begin by unloading kilns to see how a prop-
erly loaded kiln looks.  After a period of unloading, then show the 
proper way to load a kiln.
 2. Show: Demonstrate for the employee exactly how the 
task or skill is to be performed.  Involve the employee by asking 
questions and getting feedback.  Have the learner explain the pro-
cess or skill back to the trainer.  The customer’s first impression 
is very important, so discuss proper ways to great a customer 

and the importance of a greeting.  Ask them 
to give you personal examples of bad cus-
tomer service they have received in stores.  
How did it make them feel?  What would 
they do differently?  Then explain your stan-
dards for greeting and thanking customers.
 3. Do: The learner now has the op-
portunity to perform the task.  The trainer 
needs to help the learner develop confi-
dence by at first carefully monitoring the 
learner, then allowing him/her to work 
without supervision.  The employee needs 
to make sure that the employee performs 
each step correctly and avoids developing 

any bad habits.  Before the trainee explains procedures to custom-
ers, have them practice with you or other staff.  It is like a dress 
rehearsal prior to the big show.  This will allow the employee to 
get through the embarrassment and nerves in a friendly environ-
ment.  The more confident the trainee appears to your customers, 
the better their experience.
 4. Review: Provide honest feedback to the learner in terms of 
encouragement, constructive criticism, and additional comments.  
This is a great opportunity to praise the employee or correct his/
her progress.  Everyone responds best to positive reinforcement; 
tell them what they did right or well and then how to improve.  

Establish a probationary period 
(three months, for example) for 
new employees and review their 
progress along the way.  At the 
end of the probationary period, 
review the employee’s progress 
and give a small raise if appropri-
ate or extend the probationary 
period or terminate the employ-
ee if they do not meet your needs 
or standards.
 Because employee issues can 
be one of the biggest challenges 
to business owners, I use an Em-
ployee Training Manual to keep the 
employees and myself on track.  
This manual was very effective and 
was used as the base manual by the 
CCSA.  You can find the CCSA Em-
ployee Manual on the Managing sec-
tion of the website in Word format 
so you can change it to fit your stu-
dio’s policies.
     Investing in solid training up front 
will pay off in the long run!
 

Because employee 
issues can be one of 

the biggest challenges 
to business owners, 

I use an Employee Training 
Manual to keep the 

employees and myself 
on track. 
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Ready to be inspired, increase your 
sales and reach your goals? 

Inspiria CCSA will empower you to realize 
the dreams you have for your business.

Within each of us whimsies, hopes, and creations slumber...
For some they sleep deep beneath the blankets of life’s rigor. 

Struggling to wake.
Waiting to become the reality not the dream. 

Now, they will rise. 

The shrouds of darkness will be torn away to reveal fire and 
creativity. What once was buried in the recesses of the mind, 

will be lead back to the color of imagination. 
Bringing with it empowerment, enlightenment, 

Register by June 1st for lower prices and to be entered in a drawing to win 
two free nights at the Sheraton Overland Park hotel during convention!

Please join us for an unforgettable 
experience from September 11-14, 2009 

in Overland Park, Kansas



Phone: 916-772-8480 • Fax: 916-772-8370
Toll Free: 800-418-8878 • P.O. Box 1140 • Lincoln, CA 95648
www.ceramicsunlimited.com

As a major bisque 
distributor, we have 
over 800 different 
designs for you 
to choose from: 
functional, kids 
& holiday pieces.
We run monthly 
sales through emails 
to benefit our loyal 
customers nationwide. 

go online or check 
your emails. 
Don’t miss the 
opportunity to get 
everything your 
studio needs for LESS.

Better reSuLtS, 
MOre SAvinGS!
try the top paint brand from italy. 
it has a BriGhter Sheen. 
As an extra plus, you get more
paint for your money.

try it yourself and 
find out why so 
many studios 
are switching.

CeramicsUnlimited
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INSPIRIA PROGRAMME
PreLude: 

FridAy, SePtember 11th
Pre-conference Business and Technique classes

Exhibits open from 6:00pm - 9:00pm

ACt 1: 
SAturdAy, SePtember 12th

Exhibit appointments 
Exhibits open 1:30pm - 6:30pm
Morning and Evening Classes

ACt 2:
SundAy, SePtember 13th

Exhibits open 11am - 5pm
Exhibitor appointments 

Morning Classes
Evening Reception and Auction

ACt 3:
mondAy, SePtember 14th

Exhibits open 8:30am - 12pm
Classes in the morning and early afternoon 

Professional Classes
Presented by Bob Negen
September 12, 2009

Explode Your Sales - 
Ideas So Simple and Effective 
They Will blow Your mind
 Do you want to know EXACTLY how 
to take control of your studio’s destiny?  
If so, don’t miss this fun, dynamic key-
note guaranteed to dramatically increase 
customer loyalty, boost foot traffic and 

turbo charge your sales. 
 You will learn how to explode your profits by getting custom-
ers to shop more often, five ways to give a big boost to your aver-
age sale, the secret to generating tons more foot traffic and many 
more easy-to-execute strategies, tactics and techniques to grow 
your business without spending a fortune. 

maximum bang! For Your marketing bucks - How to bring 
In a Flood of New Customers for Little or No money
 Wow! or Waste:  How are you spending your marketing dol-
lars?  The money you spend should increase sales, create new cus-
tomers, increase current customer loyalty and generate excite-
ment about your studio.  
 You will learn five critical concepts for marketing success, how 
to use gift certificates to bring in new business, mistakes to avoid 
when creating advertisements and how to partner with charities, 
non-profits, sports teams and others for BIG profits.  You will begin 
to think of marketing in a whole new light, look at your customers 

in an entirely different way and watch your new found knowledge 
turn into money in the bank!  Best of all, you’ll never be stuck in the 
trap of spending money on advertising that does NOT work!

How to Develop a Whizbang! Staff
 Building an exceptional staff is the fastest and most efficient 
way to increase sales and improve customer service.  A great staff 
does not happen by accident; it is created by recruiting the right 
people, training them effectively, disciplining them fairly and moti-
vating them constantly.  
 You will learn tricks to finding the best, most highly qualified 
candidates, how to  develop interview questions that separate the 
potential superstars from the run-of-the-mill, the three reasons 
employees don’t do what they’re supposed to and how to solve 
the problem, what to do if someone “holds you hostage” and 
much, much more!

Presented by Karen Purves
September 13, 2009

Communicate with Strength - 
key Words that Undermine 
Your Effectiveness
 Are you unintentionally turning away 
business and revenue?  Do you have un-
responsive employees or difficult custom-
ers?  Simply changing some of the words 
you use will affect your success with oth-

ers.  Your choice of words has the power to enhance relationships, 
open lines of communication, improve your credibility... or do just 
the opposite!  Karen will share key words to remove or reduce in 
your vocabulary to help increase your influence with employees, 
customers, family, friends... even yourself. 

balance Your Personal Ecosphere - Finding Harmony in a 
Chaotic World
 Have the demands of running a studio pulled your life out 
of balance?  In this engaging content-driven session, Karen offers 
stress-reducing tools to create more balance between work and 
home.  Learn skills in prioritizing, setting limits and identifying 
what to change.  Leave with a commitment to implement specific 
changes leading to increased balance in your life.   
   
Cutting Your Way Out From the Underbrush - Organiz-
ing Solutions to Save Time and money
 Are you drowning in a sea of pottery, paperwork and people 
requiring your attention?  Can you easily find the things you need 
when you need them?  Karen will help you move beyond “putting 
out fires” by showing you essential organizational ideas to imple-
ment immediately.  Learn to increase your productivity, effectively 
prioritize and create a strategy to organize incoming information 
for improved workflow.  

Prelude to Convention
Presented by:  Julya Myers, The Amazing Art Studio 

with Special Guest Appearances

 Wondering what to expect at this year’s convention?  Julya 
will introduce the events of convention as well as provide advice 
on how to get the most out of your experience.
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Business and 
Technical Classes

Tadaaa! Presenting... Retail Promotions and Events 
Presented by:  Teresa “Teddy” Wright, Mayco
 Stop giving away your hard earned profits with daily discounts 
and sales!  Promotions, events, value added services and market-
ing will enable you to sell more pottery and keep the full profit 
margin in your pocket.  During this class you will explore various 
promotions, learn how to plan, promote and execute your event 
and discuss pricing strategies. 

managing Your Wall of Real Estate - Learning to Effec-
tively Purchase, Display and Sell bisque Inventory 
Presented by:  Susan Rogers, Gare, Inc. and Elisa Waldman, Successful 
Studio Consulting, Inc.
 Learn how to manage your bisque inventory so each piece 
earns its keep on your “Wall of Real Estate”.  Susan will review the 
importance of inventory control, how to track inventory, effective 
visual merchandising tips and how to increase sales through cross 
selling of items.  Elisa will show you how to manage inventory by 
calculating inventory turns and how to use this information to 
positively impact the cash flow of your studio.  Return to your 
studio with a new way of evaluating whether each item of bisque 
you carry is worth the “Real Estate” it takes up.

Stimulate Your Studio - Everything You Need to know 
About Adding Field Trips
Presented by:  Kami Hatley, Paint a Piece and Sandi Kirkwood, Clay Casa
 Find out how easy it is to go on a field trip!  Sandi and Kami 
will show you how to make field trips painless and profitable.  
They will share tons of “how to” tips - how to travel with so much 
pottery, how to handle set up and clean up, how to deal with so 
many students and teachers at one time and how to get all of the 
pieces fired.  You will leave this class with a clear sense of how to 
market and perform successful field trips.  You will leave excited!   

Preparing Your Studio for Sale
Presented by:  Elisa Waldman, Successful Studio Consulting, Inc.
 The decision to sell your studio is a challenging one which re-
quires much consideration.  This class is intended to provide a gen-
eral overview of the selling process, from the steps needed to make 
your business attractive to buyers to common methods of valuation 
and typical terms of sale.  Elisa will give you tools to assess whether 
your business is ready to sell, how to prepare your studio for 
sale through record keeping and current practices, how 
to determine the value and find the right buyer.  The 
information presented in this class is not intended 
to replace or diminish the need for professional as-
sistance from an attorney and/or CPA throughout 
the selling process.

Creative Forces Unite! 
Facilitated by:  Julya Myers, The Amazing Art Studio 
and Chinook Graham, CreativiTea
 Take advantage of the biggest resource the 
CCSA has to offer... its members!  This is your chance 
to meet peers and share great ideas!  In this creative 

think tank you’ll move around the room swapping ideas and meet-
ing new people, including studios that have been in business a similar 
amount of time as you.  The bar is right around the corner so feel free 
to bring a beverage and don’t forget your business cards!  Everyone 
who participates will receive a list of all the ideas from each group.            

kiln Repair
Presented by:  Jim Skutt, Skutt Kilns and Jon Hohenshelt, Paragon In-
dustries, L.P.  
 Do you know how your kiln works?  Do you know what to do 
when something goes wrong?  Jim and John will show you how easy 
it is to do your own kiln maintenance and repairs.  Taking time to 
learn this now will save you time and money in the future.

Falling In Love with Your Customers Again
Presented by:  Jenn Bassen, Paint Yourself Silly and Robin and Julie Cates, 
On the Pot
 You have stuff to do, you’re peopled out, you even find your-
self groaning internally when someone walks through the front 
door.....Sound familiar?  We’ve all had such moments.  Jenn, Robin 
and Julie will talk about how to court your customers into lasting 
blooming relationships.   Set the tone on positive interactions and 
learn how to perpetuate the love with your customers!

Email marketing:  The How & Why
Presented by:  Laurie Ann Laskowski, The Clay Ground, Inc.
 Have you heard about email marketing, but don’t know where 
to start? Have you tried it, but just don’t get it?  Then this is the 
class for you!  Laurie will discuss why email marketing is so im-
portant to your business and then build a real email LIVE using 
Constant Contact.  You will see how user friendly the program is 
from a long time Constant Contact user. There will be a question 
and answer period at the end.

Email marketing:  Are YOU making the most of Constant 
Contact?
Presented by:  Laurie Ann Laskowski, The Clay Ground, Inc.
 So, you’ve been sending emails to your customers... are you get-
ting the results you want?  Do your emails pack a punch?  Are you us-
ing Constant Contact’s new features or are you stuck in a rut?  Laurie 
will go into her account and show you how to build an email that will 
grab your customer’s attention.  This class is geared toward the more 
advanced email marketer, although beginners are welcome! 

Technique Classes
Samples That Don’t Just Look Pretty   

Kaelyn Pilar - As You Wish Pottery Painting Place
 This class will examine what makes a 

sample inspire a potential customer to 
make the choice to be an artist for 
the day! Samples must not simply be 
pretty and well-painted pottery, but 
they must be accessible, achievable, 
and something that people do not 
just admire... but they think “I could 

do that!” Learn some simple guide-
lines to keep in mind when making 

samples with intention, rather than just 
making pretty things to fill the shelves!
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Look to the masters...
They know a Thing 
or Two
Kaelyn Pilar - As You Wish Pot-
tery Painting Place
Art History has a few 
things to say about what 
makes good art, so why 
not take the hint and fol-
low that lead! Be inspired 
by the master painters of 
history and add a modern 

twist. There is something for 
everyone... Da Vinci, Hokusai, 

Van Gogh, or Monet! 
  
 bling  
 Lisa Feltz - Chesapeake Ceramics & The Pottery Stop

“Bling Your Bisque!”  Learn how Lisa offers a 
“Bling Bar” that includes many differ-

ent embellishments and products 
to improve upon a fired piece for 
what customers perceive as a 
minimal cost.  This class will be a 

hands-on experience so you’ll  get 
a feel for how easy it is to profit 

from putting a Bling Bar in your 
studio.  In the class, participants will 

“bling” a piece of pottery.  While doing so, you’ll learn how the 
“Bling Bar” works, including: setting up a Bling Bar in your studio; 
pricing the items on the bar; training employees to use the bar; 
marketing the bar to customers.

Snow Days  
Donna Toohey - Chesapeake
Underglaze applied with spong-
es and brushwork, clear glaze.  
Two trays, each with a unique 
design will be created.

marbleizing made Easy   
 Mary Ann O’Hearn - Gare, Inc

Marbleizing doesn’t have to be 
difficult and messy.  By using 

this simple and easy tech-
nique, anyone can perfect 
the look of marbleiz-
ing.  This look is cre-
ated by squeezing small 
amounts of Fun Stroke 
colors onto a painted 
pottery piece using Fun 

Writers, than swirling 
the colors together using 

the tip of a liner brush.  You 
can also add a design to the 

marbleized bisque such as the 
 popular peace sign.  The result is a 
work of art that looks like it took many hours of expert artistry, 
when in reality, it was all quite simple. 

Pottery Glaze 
Personalization  
Mary Ann O’Hearn - Gare, Inc
Pottery Glaze always makes beauti-
ful hand-made works of art, but it’s 
rarely used to personalize or add a 
saying/design to a piece of bisque.   
This technique takes pottery glaze 
to the next level.   Our technique 
allows for the glazes in the back-
ground to come together making a 
unique design that’s unknown until 

fired, and letters/designs to keep 
their shape revealing your message in the foreground.  With many 
different color pottery glazes, the possibilities are endless! 
 
Glaze Pen Techniques  
Michael  Leonard, Spectrum Glazes
Learn the effective use of glaze pens 
as a decorating tool.  One of the 
regular challenges for new students 
is the lack of experience with a brush.  
A good glaze pen can easily compen-
sate for this, and leave the student 
with a greater confidence in their 
ability.  The project will include the use of glaze pens to decorate 
wall plaques with inspirational quotes, flowers, and just plain doodles.  
While tiles will be used for the demonstration, the technique can of 
course be used on plates, mugs, picture frames or any other ceramic 
item.  Each participant will leave with one or two fully decorated 
tiles.  You will also each receive lists of inspirational quotes, samples 
of font types, and sample images.  This will leave you with unlimited 
possibilities when you return to your studio.  Difficult economic 
times beg for personal inspiration to help us get on with our daily 
lives.  Why not help inspire a happy, positive thinking household by 
surrounding ourselves with positive thoughts and images?

Tropical banana Leaf   
Teachers:  Marcia Roullard, Kathy McCourt, Jon Dean or Teddy Wright.
Your customers will go bananas over this unique serving dish! This 
technique is tactile, interactive and easy to accomplish.  A great design 
using Foundations glaze, Stroke & Coat and the new non-toxic Jungle 
Gems.  Jungles Gems are art in a 
jar and suitable for all ages.  
Don’t monkey around and miss 
this class as it is a money maker 
for your studio.

Foundations in bloom  
Teachers:  Marcia Roullard, Kathy 
McCourt, Jon Dean or Teddy Wright.   
It is organic, earthy and in line with 
this year’s trend of going green.  All 
of the products used are non-toxic, 
user friendly and deserve to be the 
centerpiece of any coffee table, plus 
no dipping is required!  Mayco’s tal-
ented instructors will show you how to 
create this beautiful bowl and transfer the 
technique of using Foundations glaze, Stroke 
& Coat and Jungle Gems to other samples in your studio.
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“I am honored to be invited to convention this 
year as a Breast Cancer Survivor. 

As I type this, I am anxiously awaiting surgery 
to remove both of my breasts due to this 

terrible disease.

I encourage you to please, please contribute to the 
CCSA Auction for Breast Cancer Awareness. 

Monies from the auction are donated to 
The Vera Bradley Foundation which has already 

been a great source of support for me. 

We all know someone; have maybe lost someone 
to this terrible disease. I hope you will attend 
convention, visit with me, attend classes, learn, 

renew your spirit and donate to this great cause.”

Thank you, 

Laurie Ann Laskowski
The Clay Ground, Vestal, NY

Photo courtesy of Debi Luker
D’LyndL Photography

By Bonnie Karet, CCSA Member Relations Director

 The 2009 Great Shapes Auction is fast approaching!
 The Annual CCSA Great Shapes Auction has raised more 
than $170,000 for breast cancer research in just 6 years.  The 2009 
event at the CCSA Inspiria Conference will once again benefit the 
Vera Bradley Foundation for Breast Cancer. We were all so moved 
by Heidi Floyd last year and her incredible story of strength and 
faith. We are thrilled to announce that Heidi will be joining us again 
this year!
 Check out the great shapes from past auctions on the gallery 
page of ccsaonline.com. Get inspired and then create your own 
masterpiece! All kiln fired mediums and mosaics are welcome! 
 The Great Shapes Auction is the CCSA social event of the 
year. Click your heels together and come to Kansas to gather with 
your colleagues to eat, drink, and be merry while raising money 
for a very important cause!
 About the Vera Bradley Foundation for Breast Cancer: The 
Vera Bradley Foundation for Breast Cancer is celebrating its 10th 
year of funding breast cancer research. With the endowment of 
a Vera Bradley chair in oncology, Dr. Linda Malkas at the Indiana 
University Cancer Center and more than $10 million pledged to 
breast cancer research, the Vera Bradley Foundation for Breast 
Cancer is doing its part to eradicate breast cancer. The Foundation 
receives funding through the sale of Vera Bradley breast cancer 
awareness designs, special events across the nation and through 
donations on verabradley.org.

Calling 
all great
ShapeS!





NOTE: Only your check or credit card will hold your space. 
Mail this forM along with a check payable to: ccsa • 1099 e. chaMplain ste a #143 •  fresno, ca 93720  

or fax with Visa or Mastercard inforMation to 559-298-8943
QuEsTiONs? contact susan walker: phone: 888-291-ccsa - ext. 4 • fax: 559-298-8943 • email@ccsaonline.com

please note that your fees are not refundable after June 26, 2009. 
if you cancel before that time period there will be a $50 per person cancellation fee. dress is casual but wear plenty of layers as classrooms do get chilly!

Register today!
Business Name (if  open): ____________________________________________________________________________________________

Contact Name: ____________________________________________________________________________________________________

Address: ________________________________________________________________________________________________________

City: ___________________________________ State: __________ Zip: ___________________  Country: ____________________________

Phone: _____________________ Fax: ______________________ Email: _____________________________________________________

Are you a studio?  r Yes  r No   Supplier?  r Yes  r No  (pick only one)   How many studios do you own? __________

Age of  studio __________    How many years have you worked in your studio or in the industry? __________

Is your studio open?  r Yes  r No    Are you a CCSA member as of  2009? r Yes  r No (only members can attend the CCSA convention)  

                                                                                                         r I wish to join/renew with CCSA for $225.00. ToTAl: $ _____________

BAsiC CONVENTiON PACKAGE: Includes 4 days (September 11th-14th) of  convention classes and exhibits, lunch for 2 days (12th & 13th) and a fabulous Convention 

Reception! The convention begins at 4PM on September 11th and closes at 2:30PM on September 14th.

fee (before June 1):  $279.00 (1st person); $175.00 (per additional person)       

fee (after June 1):   $319.00 (1st person); $215.00 (per additional person)          Number of  people at prices above_______ ToTAl: $ ______________

                                                             Reception Only for guests not registered. September 13th • $45 per person _______  ToTAl: $ ______________

note: because we may sell out we cannot guarantee at the door admittance. plan early and register now! 

First Name(s) for Badges: ___________________________________________________________________________________________
Complimentary lunch will be served September 12 & 13th.

pre-conVention BusiNEss classes (september 11th): 
iNCrEAsE TrAffiC TO yOur wEBsiTE r 8aM - noon
You must be a registered convention participant to also participate in this portion of  the training.    _______ people @ $65 each                                                                                      
wiNdOw disPlAys r 1pM - 5pM
You must be a registered convention participant to also participate in this portion of  the training.   _______ people @ $65 each

pre-conVention TEChNiQuE classes (september 11th): 
MAsQuErAdE r 8aM - noon
You must be a registered convention participant to also participate in this portion of  the training.  _______ people @ $65 each               
hOw TO TEACh ClAy r 8aM - noon 
You must be a registered convention participant to also participate in this portion of  the training.  _______ people @ $65 each                                                                                     
lAzy dAy AlONG A sTrEAM r 1pM - 5pM
You must be a registered convention participant to also participate in this portion of  the training. _______ people @ $65 each
sTAMPiNG ANd BANdiNG ON BisQuE r 1pM - 5pM
You must be a registered convention participant to also participate in this portion of  the training. _______ people @ $65 each

                                                                                                                              TOTAl Of All iTEMs OrdErEd: $ ______________

Card Number (Visa/MC): _____________________________________________________________ Expires:_________ Security code:_______

Name as it appears on card: ______________________________ Signature: ____________________________________________________

Billing address:  __________________________________________________________________________________________________
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By Helen Hajny, Get Fired Up,LLC

 I have been wondering, since I joined CCSA two years ago, why 
so many members choose not to take advantage of Chatter.  Is it the 
name?  I suppose that “chatter” could be considered “irrelevant ban-
ter” or “gossip,” but in this case it is neither.  
There could be a concern that it has “cliques,” 
but that has not been my experience at all. 
 My experience with Chatter has been 
overwhelmingly positive.  I will admit here, in 
public, to an addiction that has me logging in 
with my morning coffee and then again when I 
get home from the shop or just before bed (or both).  Signing in this of-
ten means that my visits are short because of a neat little feature in the 
upper right corner called “Quick Links.”  That’s where I can choose to 
see “Today’s Posts,” which displays all the topics that have been posted 
to since my last visit.  This is the online version of cutting to the chase.
 The support that my Chatter-bug friends provide cannot ade-
quately be expressed with words.  Having said that; I am, of course, 
going to try to do so.  Picture this: You have had a horrid day, cus-
tomers made you cry, or curse, or both; your employees seem to 
have developed a severe allergy to work; or you have more bills 
than income.  Whatever it is that trips your switch, it all happens.  
What do you do?  My guess is you take it all home with you, growl 
at the kids, snarl at the cat while violently chopping vegetables, and 
wait for your significant other to get home so you can “share your 
day.”  What a great way to ruin an evening. 
 Here is what I do.  I log onto Chatter, post about my horrible 
day, unloading all the hurt and anger.  I know that all my Chatter 
friends are going to understand and be there for me.  I know they’ll 
offer supportive notes, possible solutions, or sometimes just com-
miserate and share a story of their own.  They help me remember 
that, although I am by myself in my studio, I am never alone.
 Let’s say you have a customer who is requesting an item that 
you cannot seem to find anywhere.  Ask on Chatter.  Many studios 
pour their own moulds or have access to people who do.  Have 
a question about a technique or having a problem with a kiln?  
Bring it to Chatter; very often you will get advised to call the sup-
plier, which is a good practice, but after normal working hours not 

very fulfilling.  After the “call your supplier,” usually there are a few 
people who have “been there” who can tell you what you could 
try or what to expect.  There is wealth of knowledge available on 
Chatter to anyone willing to ask a question.
 Hopefully every studio owner has had those “this is why I do 
this” moments.  Chatter is a place to share those moments with 
friends who understand.  Reading about a wonderful moment in 
someone else’s studio helps me feel better too.
  The Gallery has wonderful pictures in it that may inspire you 
to create samples in your studio.  It is so much fun to browse all 
of the beautiful works posted. (I often do this if I sign in and have 
no new posts to read.)
 In order to “chatter,” you have to do a one-time sign up and 
be approved.  It’s quick and easy and so worth it.  Once approved, 
you sign in to Chatter, where you will find the following categories: 
Studio member benefits and Updates: CCSA is always doing 

more for us, see it here first. International 
member’s Forum: Great place to find 
out what togs are. Continuing Education 
FAQ: Do you know about certification? 
Convention News: Pictures of past con-
ventions and the best place to go for news 
about the next one. mentoring: People 

who have knowledge and experience and SHARE it. Studio Chat-
ter: Make friends, chat about your studio, share ideas, etc. bisque 
banter: Need a specific piece?  Ask here; someone may have it.  
Need one of something instead of a case?  Ask here. Creative 
Techniques: Great place to post that accident that turned out 
gorgeous (and to get great ideas). Employee Issues: I am guessing 
I do not really have to explain this one. marketing Ideas: What 
has worked for you and what hasn’t. mobile Ceramics: Chal-
lenges and triumphs of mobiles. Polls: You can create your own 
poll and get answers from across the country and the world. Tech 
Talk: Technical questions; here is the place for answers (without 
being put on hold). AbC (Anything but Ceramics): Birth an-
nouncements, celebrations, prayer requests, etc. Supplier News: 
What’s new, what’s on sale, etc. Regional meetings, Camps and 
Classes: Find out where you can meet with your buddies in person 
and learn more stuff! The Water Cooler: Anything & Everything: 
Read a great book? (Because its 5 o’clock somewhere). Found a 
funny video on You Tube?  Share it here. Studio Tradio: Classifieds, 
Ceramic Studio related.
 For me Chatter is a lifeline.  Chatting online helped me im-
mensely when preparing to attend my first convention. I was ner-
vous about going someplace where I didn’t know  anyone and didn’t 
know what to expect; Chatter once again came to the rescue.  I felt 
like I had friends there even though we had never actually met.  
 If you are not chattering, in my opinion, you are really missing 
out on an important benefit.  Come on, jump in, and post your first 
post.  You won’t regret it. 

Confessions of a 
Chatter addiCt

Come on, jump in, 
and post your first post.  

You won’t regret it.
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By Bonnie Karet, CCSA Member Relations Director

 Marketing vs. Advertising.  What’s the difference?  It is impor-
tant to know, because you need to do a little of one and a lot of 
the other to effectively drive traffic to your store. 
 Advertising: The paid, public announcement of a persuasive 
message about its products and/or services by an identified spon-
sor to its existing and potential customers.
 marketing: The systematic planning, implementation and 
control of a mix of business activities intended to bring together 
buyers and sellers for the mutually advantageous exchange or 
transfer of products.
 Here is a great visual explanation from an online article at 
About.com: 
 “The best way to distinguish between advertising and market-
ing is to think of marketing as a pie, inside 
that pie you have slices of advertising, mar-
ket research, media planning, public rela-
tions, product pricing, distribution, custom-
er support, sales strategy, and community 
involvement.  Advertising only equals one 
piece of the pie in the strategy.  All of these 
elements must not only work indepen-
dently but they also must work together 
towards the bigger goal... .”
 Small business owners should spend 
at least one hour a day on marketing.  If 
you can, look at your numbers for the last 
year.  You should see a spike where your 
marketing efforts were successful.  It can be 
tedious, it can be boring, and it can be hit or 
miss, but it is absolutely necessary. 
 The first thing to do is to decide on a budget for your mar-
keting and advertising.  5% is a good rule of thumb.  Stick to your 
budget!  Your advertising is going to cost the most right off the bat, 
so the rest of your marketing is where you will have to be creative.  
Don’t forget to track your advertising and marketing efforts!  Ask 
your customers how they heard of you and keep track of the cou-
pons.  Marketing ideas don’t always work, so chuck the ones that 
don’t bring returns.
 Luckily, for CCSA members, many of our best marketing ideas 
are shared among us.  We all use Chatter to come up with great 
ideas, and the Marketing on a Shoestring Budget - 305 Ideas is 
right in the Marketing section, just waiting for you to print and 
use!  Several CCSA members use that document religiously.  Mi-
chelle from Glazed Over in Texas says she does just one thing 
every day from Marketing on a Shoestring Budget.  How effective 
is it?  She reports a 19% increase in sales over last February. 
 Here are some of the best marketing strategies reported in 
the Chatter section of the CCSA website:
 “Our best marketing idea for 2008 was to send out hand ad-
dressed camp brochures directly to the kids, not to their parents.  
This was not our original idea, but it was a good one.  It did several 
good things.  1. Kids don’t get real mail these days, and probably by 
the time they are old enough to get real mail, it will be a thing of 

the past.  2. It gave us a chance to check in on current addresses 
and make sure we were really reaching the kids.  We had record 
number of kids for camps last spring and summer, and kids actu-
ally commented that they like receiving mail addressed to them.”   
Robin and Julie, On the Pot
 “Participating in the library summer reading program has 
been a great promotion for Paint Me Pottery every year.  Last year, 
we gave one branch 700 coupons and got 200+ back.  I work with 
several libraries, so I make each branch a different color to track 
the numbers.  My goal this year is to reach out to more libraries.  
[The coupon] expires in September so I get everyone as they head 
back to school.”   Lynne, Paint Me Pottery
 “My best marketing so far has been to use my seven col-
lection points (bear in mind, I am mobile) and other small busi-
nesses to distribute my flyers, and in return, I take their literature 

and put it in with the finished pottery going 
back to my customers.  This cross market-
ing idea came from someone on Chatter a 
few years back, and I intend to improve on 
how I use this tool in 2009.”  Moira, Garage 
Ceramics
 “In 2009, I am using 305 Ways to Mar-
ket on a Shoe String Budget and doing one 
thing every day on the list.  Your marketing 
plan is already written for you!”  Michelle, 
Glazed Over Ceramic Studio
 “I sponsored a Little League team (girl’s 
softball) at the park where my son plays.  
For the price, you get a 4’ x 8’ sign and it is 
directly in front of the concession stand so 
everyone has to look at it as they stand in 
line!  There are 1500 kids playing ball at this 

park!  That’s a lot of families with lots of kids!  The sign has been 
there for 3 years all year around for like $600 a year!”  Wendy, The 
Pottery Patch
 “Still, for me, paid Google Adwords.  Costs about $100/ 
month, and I advertise in a 50 Mile radius.  Easy to set up.  Every 
week I get about 2 to 3 brand new customers.”   Kim, Fired Up 
Pottery
 These are just a small sampling of the ideas on the CCSA 
website.  All you have to do is log in to Chatter and put “market-
ing” in the search box to get dozens of other ideas.  
 Other effective marketing tools are Viral Marketing, Facebook, 
Twitter, etc.  These are free and a really effective way to reach your 
customers.  There are multiple threads on Chatter that can en-
lighten you!
 The Chatter and Marketing sections of the CCSA website are 
phenomenal tools for you to use.  Chatter is a giant think tank of 
INDUSTRY SPECIFIC ideas and strategies that have worked for 
people.  If you are not a website user, you are depriving yourself 
of one the most comprehensive and useful benefits CCSA offers 
its members.  Brush off those passwords (if you have forgotten 
them, just ask us for help) and schedule a website tour if you want 
a complete look at the online benefits.  Email me at bonnie@
ccsaonline.com to schedule your tour.

Marketing vs. Advertising

Michelle from 
Glazed Over in Texas 
says she does just one 
thing every day from 

Marketing on a 
Shoestring Budget.  
How effective is it?  
She reports a 19% 

increase in sales over 
last February. 
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Playing with clay has never been so much fun with this easy hand-built piece of cherry pie!  
A major hit for any kids class or summer camp!  

Choose to complete it in one class setting or stretch it out for a weekly camp session.   

Different StrokeS for Different folkS...

Playing With Clay
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by Judi Novotny; It’s Yours Pottery, Omaha, NE
  
mATERIALS NEEDED:
 • Low fire white moist clay    
 • Rolling pin 
 • Pin Tool or wooden stick
 • Bisque coup salad plate 
 • Tooth brush
 • Duncan Dark Delft #113     
 • Duncan Light Delft #111     
 • Duncan Really Really Red #074    
 • Duncan Dark Ginger #313
 • Duncan CN200D Dipping Glaze
 • Gare Fun Writers      
 • Mayco Speckled Vanilla Dip #SP 254 

1.   Dry sponge salad plate of any dust.

2.   Create swirls or design of choice on salad plate using 
  Gare Fun Writers.

3.   Set aside to dry.

4.   Wedge approximately 1/2 lb of clay (to remove air 
  bubbles) and place on canvas.  Flatten and roll out as 
  you would a typical pie crust.

5.   Cut out two triangles, cutting bottom piece 1” longer, 
  using a pin tool or wooden stick.  Set aside, keeping 
  covered with a moist cloth.

6.   Roll out approximately 20 clay marbles for cherries.

7.   Build your pie:  Connect the bottom triangle to the top 
  triangle, pinching and molding both together to form a 
  typical pie crust.                                                        

8.   Paint cherries (Really Really Red) by placing them on a pin 
  tool, toothpick, or wooden stick (This also creates an 
  air hole for circulation).
 
9.   Place crust on painted salad plate.  Fill it with cherries.  
 
10.   Drizzle thinned glaze (Really Really Red) over cherries.  
  Drop top crust over clay cherries.

11.   Paint pie crust, top, and sides. (Speckled Ivory Dip)

12.   Cut an air hole design on the top crust using a pin tool 
  or other clay cutting tool.

13.   Splatter lightly (Dark Ginger) on top of crust using a 
  toothbrush. 

14.   Let piece completely dry... approximately 3-5 days.

15.   Kiln Fire to witness cone 04.

16.   Hand brush or dip with clear glaze of choice.

17.   Kiln Fire to witness cone 06.

Project questions or comments?  Email judi@itsyourspottery.com
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By Bob and Susan Negen, WhizBang! Training

 Did you ever play “Telephone” when you were a kid away at 
camp?  The counselor would whisper a sentence or super short 
story into someone’s ear, and then each person would whisper 
what they heard into the next person’s ear.  By the time the story 
got passed around the campfire, it would be entirely different than 
the story that was told in the beginning.  Of course, everyone 
would howl at how much the story changed, and we’d all try to 
figure out where it got mixed up. 

THE PRObLEm 
 Unfortunately this is also frequently the way information gets 
passed around a business. 
 And the results aren’t quite so funny.
  The owner or manager decides to put a new policy in place, 
then tells whoever is on the floor at the time...and they tell the 
people who come in for the next shift...who tell the people who 
had that day off...and so on.  Or your staff writes lots of sticky 
notes to each other that get slapped on the 
register or the bulletin board in the stock 
room...and maybe they stick on for more 
than an hour and maybe everyone reads 
them...but maybe not.
  Hit-or-miss communication usually 
leads to bad customer service and poor 
staff morale.  Fortunately, this problem is 
pretty easy to solve.... 

THE SOLUTION 
 Create a “Communications Book” and keep it at your regis-
ter or some other spot where everyone on your staff will see it 
often.  We recommend one of those black and white Composi-
tion Books that you find at the office supply store because they 
are sturdy and the pages don’t tear out easily.  Don’t use a spiral 
bound notebook because it will just become a new source for 
scrap paper (trust us, we know from experience). 
 If you’ve got a new policy, a change in procedure, praise for hitting 
a sales goal, important customer information, or any other kind of com-
munication, write it down in your Communications Book.  The Com-

munications Book is also a great place 
to tell people about phone calls they 
received.  It’s a catch all for all the day-
to-day communications in every store. 
 The Communications Book is 
not a place to gripe, to air personal 

differences, or to discipline a staff member.  Your mother’s admoni-
tion, “If you don’t have anything nice to say, don’t say anything at 
all,” definitely applies to your Communications Book. 

THE SECRET 
 Now here’s the trick that makes this idea a real winner and a 
super effective management tool. 
 Whenever someone reads a message that applies to them, they 
should initial it to show they have read and understood the message.  
This way, the manager knows exactly who has received what informa-
tion and that the information has been understood.
 To make the system work efficiently, messages should always 
contain these five essential components: 
 1. Date and (possibly) time 
 2. Who the message is to 
 3. Text of message 
 4. Who the message is from 
 5. Initials that the message was read and understood
 

 Voila! No more lost scraps of paper 
containing important customer phone 
numbers...No more excuses that no one 
told Johnny about the store meeting yes-
terday...No more spending your whole day 
trying to track down everyone on the staff 
to deliver important information! 

TWO kEY CONCEPTS 
 This super simple solution to commu-

nication problems is based on two important business concepts.
  The first is, “If it ain’t written, it ain’t real.”  Having it down in black 
and white makes communication both permanent and consistent.  It’s 
historical record, not hearsay.  Everyone gets the same message deliv-
ered in exactly the same words.  No more game of “Telephone.” 
 The second is the concept of accountability.  If someone initials 
a message, they can’t claim ignorance.  You, as the owner or manager, 
know exactly who has received what information and that the infor-
mation has been understood.  There is no “wiggle,” and you aren’t left 
trying to figure out who told who, what, and when! 
 Once using the Communications Book becomes a habit for 
everyone on your staff, you’ll wonder how you ever managed to 
live without it.
 Want more great ideas for getting the best performance 
from your staff?  Our Super Staff Development Kit is for you!  It’s 
packed with practical, to-the-point information on finding, hiring, 
coaching, and disciplining your employees.

See Bob Negen on September 12th 
at the CCSA Inspiria Convention!

The Secret To Seamless 
Staff Communication

Hit-or-miss 
communication 

usually leads to bad 
customer service and 

poor staff morale.  



This program is a 
win-win-win opportunity.

By Sarah Kelleher, Pottery Piazza

 The Continuing Staff Education and Bisque Bucks Bonus $$ 
program is an opportunity for staff to receive additional store 
discounts towards bisque purchases while increasing their busi-
ness and customer service knowledge for both progress within 
your company and in their future endeavors.  Participation in the 
program should be encouraged but be completely voluntary and 
not required.
 Staff wishing to participate will read an article and write a 
summary of the valuable points learned and a detailed description 
of how they will implement the strategy/strategies into their ev-
eryday studio activities.  The summary and implementation strate-
gies should be a minimum of 100 words.  Bisque Bucks of $1 to 
$5 should be rewarded to each employee based on the amount 
of effort put into the response.  Creativity, 
complexity, and understanding of the topic, 
as well as the plans for implementation as 
it relates to your business, can be factors 
in determining the amount of B-Bucks that 
will be rewarded.  
 Extra B-Bucks can be earned for sharing their approved sug-
gestions with other staff members during a staff meeting.  Extra 
credit is valid only once per store meeting, and subjects cannot 
be repeated by the same staff member or at subsequent meetings 
by any staff member within a limited time period.  Requests for 
permission to incorporate the topic and best practices into the 
staff meeting may be granted upon request.

HOW TO GET STARTED:
 A photocopy of the original article that the employee would 
like to read should be made and the original put back in its proper 
place.  The employee takes their copy home and reads and com-

pletes their summary at home on their own time.  
 Guidelines for the summary should be stated in advance.  For 
example, the summary should be typed on a computer, should be 
at least 100 words, and should include the date and employee’s 
name.  The article title and any other applicable identifiers should 
also be indicated so that you can reference the article when re-
viewing the summary.  Indicate a timeframe for turning in the sum-
mary and for when the summary will be reviewed.
 Indicate how B-Bucks will be issued and how they can be 
redeemed.  For example:

CONDITIONS:  
 Bisque Bucks are discount coupons for employees only.  They 
are valid ONLY FOR BISQUE.  They have no cash value, and no 
unused portion will be refunded.  They must be used in whole dol-

lar amounts.  Participating staff must earn 
the B-Bucks to receive them.  Earned B-
Bucks cannot be used toward prior studio 
bisque purchases.  You may use them as you 
receive them on new studio purchases or 
you may choose to stock up on them and 

combine them in the future for larger purchasing power.  B-Bucks 
are only valid and redeemable for the recipient who earned them 
and cannot be given, sold, or bartered to any other employee or 
customer.  B-Bucks are valid for one year from the date of issue.  
Unused B-Bucks are immediately forfeited and void upon termina-
tion of employment.  When redeeming your B-Bucks, staple them 
to your receipt; they work just like a coupon (pre-tax); their dis-
count code is “B-Bucks.”
 This program is a win-win-win opportunity.  Your employee 
gains knowledge and earns B-Bucks, you get a more knowledge-
able and more motivated employee, and your customers benefit 
from both!

Continuing Staff Education 
and Bisque Bucks Bonus $$
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by Helene Safford
Clay Café Studios and the Studio Resource

 Let your customers not only be your Promoters but actu-
ally do your advertising for you.  As this advertising will always 
be based on what they REALLY love about you, it’s sure to strike 
home with other consumers.  Giving your “Brand Ambassadors” 
the tools to tell your story for you is one of the most effective and 
cost-efficient ways to enhance your position in the market.  Ad-
vertising started to trend into Consumer Generated Advertising 
(CGA) a couple of years ago with ad agen-
cies “notably cautious in their assessment 
of the new marketing dynamic.”  Social net-
working sites such as Facebook put CGA in 
the spotlight. 
 CGA won’t replace other traditional 
forms of advertising such as TV commer-
cials, but the genre certainly has a place in 
your marketing plan.  Consumer Generated Advertising is a great 
way to measure your customers’ passion for your product.  The 
summer camp program is a great product offering in the con-
temporary ceramic studio market to test the water and try new 
ways to reach people.  Happy campers and their parents are an 
untapped resource for creating “customer evangelists.”
  In recent years, many consumers have been very 
willing to participate in grass-roots campaigns to 
help retailers promote their brands.  This in-
crease in CGA can be considered a benefit 
or a threat.  On the one hand, you have loyal 
customers helping you with your 
marketing efforts.  The flip side is 
that you aren’t in complete con-
trol.  People have the tools read-
ily available such as the Flip Mino 
- designed for easy content upload 
to YouTube.  Albeit, these 
videos are not broadcast 
quality but they can re-
sult in five-star ratings 
and views in the 10’s of 
thousands.  Why are our 
customers ready to get involved 
in co-creation and co-promotion?  
Because they can. 
 There are key elements to 
consider when you choose 
to make CGA a compo-

nent of your marketing campaigns.  First and foremost is to have 
realistic expectations and keep in mind that CGA does not re-
place traditional advertising and marketing.  CGA should be incor-
porated into your long term goals and objectives.  Encourage your 
customers to advocate for your business and get your family and 
friends involved.  They will help you build momentum as they are 
your built-in cheerleading squad.  Let your customers become the 
“distribution and evangelical pipeline.” 
 The best way to capitalize on “great brand moments” is when 
your customers are feeling passionate about a purchase and full of 

enjoyment and enthusiasm.  If you want to 
try some CGA camp advertising, the best 
time to ask is when your camp session is 
coming to a close and all the campers (and 
parents) are excited about the experience.  
Don’t be afraid to ask them if they will go 
“on the record” and become a part of get-
ting the word out.  Ask them to talk about 

their favorite moments.  When your customers are highly vested, 
“they are more likely to advocate.”  This is the time when their 

feedback is passionate and credible and the communi-
cation is authentic. 

    CGA is characterized as ‘Conversational 
Media.’  The rise in popularity of the social net-
working sites, blogs, wikis, and technology such 

as twittering is impacting traditional mass-
media.  Publishing CGA content has 
the benefit of reaching a broader 

audience.  People are looking for 
immediate feedback, and 

their needs draw them 
to post on blog sites 
and open forums.  If 
you haven’t already, 

now is the time to re-
evaluate your business models 

to embrace this phenomenon 
and capitalize on the growing 
trend.  Word of mouth has 
gone electronic.  Embrace 

the technology and use it to 
generate product aware-

ness.  Consumers may 
not know best but they 
know what they know 

at the moment, and that’s 
what counts. 

Happy campers and their 
parents are an untapped 

resource for creating 
“customer evangelists.”
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The MAgic 
of glAss:

Color
Overlay

When you offer 
Glass Fusing to your

customers, you’re providing 
them with the experience of creating 

something entirely new out of basic materials.  

They start with flat pieces of glass that will be 
melted together and shaped into a tile, a bowl, 

a plate - or whatever they choose.  
The transformation is magical and yields 

a very high “wow factor” that magnifies the 
“I made it myself” pride on which 

your business is based.  

By showing your customers how to 
capitalize on the translucent quality of 

glass, the magic is amplified and the 
experience is taken to a different
 level - one that is unique to glass.

The transparent glass choices on
 your shelves can be used to create 

an almost unlimited color palette.  
By layering color atop color, 

60 shades become 600 as they are 
overlapped and overlaid.  

And by using only a transparent 
palette, a finished project

 will glow with transmitted, 
manipulated light - 

as only glass can.
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By layering color atop color, 60 shades become 600 as they are overlapped and overlaid.

Step 1: Using the 1-inch grid as a guide, build a layer out of lighter 
shades of Transparent Glass.  The layer can be made up of any com-
bination of straight-edged shapes - squares, rectangles, strips, or 
even triangles - just stay within the guide so that everything fits.

Step 2: Build a second layer using the same method.  Experiment 
overlaying glasses to see what colors and shapes you will create 
when the layers are stacked.

Step 3: Stack Layer 2 on top of Layer 1. Step 4: Admire the rich new colors and patterns you created!  
Carefully slide the Grid paper out, realigning pieces, if necessary.  
Full Fuse.  Slump as desired.

bEFORE YOU bEGIN: This project has no base, so you will want to build it on top of a 
kiln Shelf (or a bisque tile) covered with kiln Shelf Paper.  Set the 1-inch grid 

(this can be downloaded at System96.com in the Craft Corner section) on top of the Shelf Paper.
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SHAPES:
	 •	 Mayco	Bisque:
  MB-1184 Butterfly Dish - Small

COLORS:
	 •	 Foundations:
  FN-001 White
  FN-007 Green
	 •	 Stroke	&	Coat:
  SC-16 Cotton Tail 
  SC-27 Sour Apple 
  SC-39 Army Surplus 
  SC-55 Yella Bout It 
  SC-70 Pink-A-Dot 
  SC-85 Orkid

DECORATING ACCESSORIES:
	 •	 Studio	Tools	&	Accessories:
  BT-910 Synthetic Sponges
	 •	 Glaze	Brushes:
  CB-604 #4 Soft Fan 
	 •	 Designer	Stamps:
  ST-100 Game Board Stamp

mISCELLANEOUS mAYCO SUPPLIES
	 •	 ST-KIT2	Stamp	Assortment

mISCELLANEOUS NON-mAYCO SUPPLIES
	 •	 Packaging	Jute	(Michael’s	Craft	Store)
	 •	 Scissors

PROJECT DESCRIPTION:
	 •	 A	fun	way	to	make	a	butterfly	bright	and	colorful	by	
  using Foundations and Stroke & Coats with jute.

PROJECT TImE SPAN: 1 Hour 

SkILL LEVEL:  Basic 

INSTRUCTIONS: 
Project instructions below. Mayco encourages you to vary 
colors, patterns, and techniques to create your own designs.

1.   Begin with properly fired shelf cone 04 bisque.  Moisten a 
  clean sponge and wipe bisque to remove any dust.  

2.   Using a CB-604 #4 Soft Fan, apply 1 coat of FN-001 White 
  to the inside of the butterfly tray. 

3.   Using a CB-604 #4 Soft Fan, apply 1 coat of SC-85 Orkid  
  to the inside of the top wings and 1 coat of SC-70 Pink-A-
  Dot to the lower wings. 

4.    Cut pieces of the jute to fit the inside of the wings, 10 
  pieces for the top wings and 10 for the lower wings.  

5.   Apply another coat of SC-85 Orkid to one of the top 
  wings; while wet, place in the jute pieces, brush back over 
  the jute with another coat of the SC-85 Orkid. 

6.   Repeat for the lower wings using SC-70 Pink-A-Dot. 

7.   When the glaze has dried enough that it will not mix with 
  the next coat, apply 2 two coats of SC-16 Cotton Tail to 
  the inside over the jute. 

8.   When dry again, thin SC-27 Sour Apple and brush over 
  the top wings.  Add SC-55 Yell About It to the brush and 
  brush the lower wings, using a CB-604 #4 Soft Fan. 

9.   Pull off the jute when the SC-27 Sour Apple and the 
  SC-55 Yella Bout It have just lost their shine. 

10.  Allow the glaze to completely dry. 

11.  Mix SC-27 Sour Apple with a little of SC-39 Army Surplus.  
  Using the AC-213 sponge on a stick, load the sponge with 
  this mix.  Tap the mixed color onto the ST-100 Game 
  Board Stamp, then press the stamp gently onto the inside 
  of the tray.  Allow to dry. 

12.  Stilt and fire to shelf cone 06.

Small 
String

by Mayco
Artist:  Marcia Roullard

Butterfly Tray
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SUPPLIES:
 • Paper bowls
 • 11/4 lb. of clay per bug 
  (18-20 per 25 lb bag of clay for older artists, 
  and 24-28 per bag for younger, small-handed artists)
 • Work mats
 • Wooden cutting tools
 • Artist’s hands
 • Good textured sole shoes
 • Clay Lady Clay Paints, if you teach The Clay Lady Way

INSTRUCTIONS:

Step 1: Divide the clay into two equal pieces. You can show the 
artist how to use their hands to twist the clay into two parts.

Step 2: Round each ball.

Step 3: Pound each ball of clay flat, leaving it as thick as an Oreo 
cookie - The Clay Lady rule! This particular project needs to be 
on the thick side.  If an artist has pounded too thin, let the artist 
re-round his ball and pound again.

Step 4: Hold the cutting tool straight up and down and cut the 
outline of a hand, with one hand on each piece of flat clay to make 
two hand prints.  Pull away scraps and wad them in a ball; set this 
aside. Each artist can help their neighbor cut.  It can be the same 
hand traced twice.  It can be fat fingers or gloves; it does not have 
to be exact tracings of the artist’s hands.  Make sure the tool is 
held straight up and down.

Step 5: Move the clay hands so that the thumbs point upward, 
palms overlapping.  The fingers should be evenly pointing to the 
sides.  Take half of the wad of scrap clay and make a pancake the 
size of your palm; lay this on top of the overlapping palms. If the 
artist has outlined the same hand twice, one will need to be flipped 
over.  The pancake is the shell of the bug.

Step 6: Have each artist bring their clay up to you on their mat.  
Check to make sure the clay hands are laid correctly.  Lay the 
mat on the floor.  While supporting themselves on your shoulder, 
the artist will step on the pancake area (the back of the bug), 
until you see the clay start to squish!  (The bottom of their shoe 
makes an excellent texture design on the back of the bug.)  Flip 
the bug over to write the artist’s name; then flip it back over and 
lay the bug onto an upside down paper bowl.  (The legs (fingers) 
will lie down.)  Then send the artist back to their work area to 
shape the bug. 
 Optional: This project can be an excellent teaching tool.  Explain 
that with eight legs, it is an arachnid.  Pull the pinkie fingers back to 
make six legs and three body parts for an insect.  The thumbs can be 
bent for antennae, pinched for pincers, or rolled for bug eyes!

Step 7: If using Clay Lady Clay Paints, the artist can immediately 
paint their bug.  The colors do not change in the firing, and what 
they see is exactly like what the bug will look like after firing. Any 
area left unpainted will be white.  

Step 8: Let the bugs dry on the bowl (take them off the bowl 
before firing!).  If doing The Clay Lady’s one-time firing method, let 
the bugs dry for 7-10 days until bone-dry, dip or brush with a low-
fire clear glaze, and fire with a cone 05 slow bisque firing program 
adding a 2 hour preheat. Projects will come out of the kiln hard, 
shiny and colorful!

Danielle~The Clay Lady will be teaching a pre-con class at our conven-
tion this year! Sign up now to not only make this bug project with The 
Clay Lady but learn how to make, paint and complete a clay project in 
one-firing, see a demo of 25 clay projects, learn how to teach children 
on The Potter’s Wheel, How to fire clay in your kiln that guarantees 
no blow-ups, helpful information on class management and teaching 
differently-abled artists.

Make a 
shoe Bug...

T h e  c l A y  l A d y  W Ay ®
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International 
News

 We are all watching the pennies no matter where we are in the 
world these days, so the UK & Ireland Committee have put their heads 
together to give you some information about how and where you can 
get your name on the internet without it costing you anything more than 
a few minutes of your time--or if you have a teenager handy, their time.  
 Some of these suggestions may well help those members not in 
the UK and Ireland and certainly some of the sites listed do have out-
lets in other parts of Europe and some in the USA.  The list of websites 
shown at the end of this piece is not definitive.  If you have any others, 
please do let us know.  We can add your suggestions to an entry which 
will be available on the CCSA website as an additional benefit for all 
the UK and Ireland studios.  Some of the websites are very interna-
tional and can be used by studios all over the world as well.
 If you enter, for example, “pottery painting + name of your area” 
into a Google search, you may find that you appear more often than 
you know.  Make a note of these sites, and when you have time, check 
that the information they hold on you is correct.  Some sites, when 
building their lists, sometimes borrow information from other sites, 
so always best to double check.  Also, while looking at the search re-
sults on the first couple of pages, note the sites where your competi-
tors are visible but you are not and other sites which may be of inter-
est to you.  Add them all to your list to visit.  Other searches which 
can prove useful are “pottery painting + your area + your name” and 
“pottery painting + your area + the name(s) of competitor(s).”
 It is quite amazing how many websites offer the opportunity to have 
your basic information listed.  Some will let you include your website ad-
dress for free, but some consider this something you need to pay.  In our 
opinion, although it is nice to have your website listed, don’t ignore the 
sites which do not display this information.  Some insist on having your 
full postal address even if, like me, you are a mobile studio with no facilities 
at home for customers.  (Doesn’t matter, I have never (touch wood) had 
anyone turn up unannounced.) Just get your information out there!
 Besides the sites where your details are available, there are other 
websites where they accept details of events you are holding.  For 
example, the West Sussex County Council website has a “What’s On” 
section where they accept information for display months in advance 
of forthcoming events that you may be involved in.  Check out your 
County Council website for something similar.  Local district councils 
will sometimes also offer this facility, especially if you are supporting a 

local charity.  We have found it useful to let events we are supporting 
know about these free advertising sites, because the better they do in 
attracting people to their functions, the more likely we are to do well.
 Another free internet tool which you may want to take a look 
at is “www.google.com/analytics/”  which enables you to monitor 
where your website hits are coming from and which keywords are 
attracting potential customers to your site.  This helps to increase 
traffic to your site and takes very little effort to install.  This almost 
complete technophobe managed it, and I can now tell where in the 
world my hits are coming from - do take a look; it is a very useful 
tool and there is so much more it can do than I have described. 
 Lastly, Yellow Pages (as opposed to Yell.com) is admittedly not 
on the internet, but it is still amazing how many enquiries you can 
get by using their free basic information service.  There are still 
potential customers out there who do not automatically search 
the internet first; some even do not have a computer.
 Good luck with getting your name out there and don’t forget 
to let us know if you have any other sites which work for you.
   www.stagsandhens.com 
 www.ideasforthekids.co.uk
 www.uksmallbusinessdirectory.co.uk
 www.askyourneighbour.co.uk
 www.thebestof.co.uk/local/
 www.cylex-uk.co.uk
 www.ufindus.com 
 www.smilelocal.com/ 
 www.kidstodo.co.uk/
 www.hotfroguk.co.uk
 www.citylocal.co.uk
 www.entertainerfinder.com/
 www.daynurseries.co.uk/
 www.whatson4littleones.co.uk/
 www.netmums.co.uk/
 www.familygrapevinebwc.co.uk/
 www.wherecanwego.com/
 www.uk-entertainers.co.uk
 www.kids-party.com
 www.touchlocal.com/
 www.yell.com

By Moira Strickland of Garage Ceramics and Steve Bowen of Rainbows Café

FREE ADVERTISING 
ON THE WEB A Myth Or reAlity?
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TECH 
TALK

What 
is

shivering?

 In the glaze firing, the bisque will basically expand during the 
firing and then contract during the cooling phase.  Shivering is 
typically defined as occurring when the bisque and glaze shrink at 
different rates.  If the bisque shrinks more than the glaze, the glaze 
has nowhere to go but “shiver” or “flake” off the bisque.

POTENTIAL CAUSES
	 •	 Underfired	 bisque	 (and	 on	 some	 occasions	 over-fired	
bisque)
	 •	 Clay	or	slip	used	in	the	making	of	the	bisque	does	not	fit	the	
glazes and therefore creates an incompatibility of fit between the 
bisque and color and/or glaze.  There can be multiple causes for this 
problem.  Clay is mined from the earth and is an inexact science.  
Bisque suppliers are continuously getting their bisque from multiple 
suppliers from different parts of the world.  This means there are 
more types of bisque being introduced into the marketplace all the 
time.  Make sure you are using a reputable bisque supplier(s) and 
that they have a history of consistent quality.  We should emphasize 
that even reputable bisque suppliers may, as they develop additional 

sources, deliver bisque that shivers.
	 •	 Heavy	color	and	or	glaze	application
	 •	 Poor	bisque	quality	caused	by	cast	bisque	being	cleaned	too	
much around the edges or pressed bisque being compacted too 
much on certain areas, like the edges, of the pieces.  Sometimes 
bisque, when shipped, can rub against the box and create a pol-
ished surface that does not allow the color to adhere.
	 •	 Oils,	dust,	and	soluble	salts	on	the	bisque	can	cause	shiver-
ing because they do not permit the glaze to bond properly with 
the bisque.
	 •	 Rushing	the	ceramic	process	by:
	 •	 Firing	too	fast
	 •	 Using	a	hairdryer	to	dry	the	color	and/or	glaze
	 •	 Firing	wet	color	or	glaze.		When	heated,	the	moisture	from	
the color can turn to steam and cause a poor fit between color 
and bisque.  Note: Some colors are more susceptible than others 
in to situation.

 With this many potential causes, it can be quite difficult to di-
agnose the cause of shivering.  To help diagnose 
almost any ceramic issue, it is recommended a 
studio keep a thorough log of problems which 
includes such things as the type of bisque and 
color used, application of color, where on the 
piece the shivering occurred, etc.  This log will 
help you organize facts to present to your 
supplier, who will then be in a better position 
to help determine what may have caused the 
problem.

POTENTIAL REmEDIES
	 •	 Use	 bisque	 suppliers	 with	 a	 history	 of	
good quality bisque.
	 •	 Make	sure	that	the	application	of	color	is	
not too heavy.
	 •	 Try	 to	 limit	“rushing”	 the	 ceramic	 pro-
cess either by firing too fast, using hairdryers 
on a hot setting, or firing potentially wet color 
or glaze.
	 •	 Make	 sure	 customers’	 hands	 are	 clean	
and the bisque is wiped down with a damp 
sponge before painting so any dust or oils from 
lotions or food have been cleaned from the 
surface.

 Can you fix the piece for a customer that 
has been damaged by shivering?  Unfortunately, 
in most cases shivering cannot be repaired.



our internet marketing strategies. 
 I agree with the author about the use of viral videos to in-
crease your internet marketing success.  For those of you who 
are unfamiliar with the term, according to Wikipedia, a viral video 
is a “video clip that gains widespread popularity through the pro-
cess of Internet sharing, typically through email or instant mes-
saging, blogs and other media sharing websites.”  Corey gives you 

some step-by-step tips about putting your 
video up on YouTube.  Don’t forget to add 
your video to your business website.  It can 
make the difference between surviving and 
flourishing in challenging economic times. 
 Speaking as one of the early “propeller-
heads” that worked on the Arpanet in the 
1970’s, I found eBook informative, well-or-
ganized, and a great addition to my library 
of marketing resources.  Social networking 
tools are the future of marketing commu-
nications - they are critical to your success.  
None of us can afford to be left behind. 

 Now please excuse me; I need to expand my twittering net-
work and figure out how to start tweeting my “BFF” customers 
about our next big promotion. 
 Till next time....

By Helene Safford, Clay Cafe Studios and The Studio Resource

Biz Buz
A continuing series of business tips based on book reviews
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 What an amazing group of people belong to the CCSA!  We 
are a relatively small association comprised of so many successful 
entrepreneurs.  
 Take my word for it, you should all order a copy of eBoot 
Camp by Corey Perlman.  I guarantee that you will find some 
great insights that will help you “improve search engine rankings, 
increase web site traffic and keep customers coming back,” as the 
jacket flap advertises.  Okay, I may not be 
able to afford a money-back guarantee this 
year, but I’ll be very surprised if, after you’ve 
read the book, you don’t agree.  eBook is a 
quick read and includes tons of resources 
and web links. 
 One of my favorite chapters (and only 4 
pages long) is entitled “Hurl Your URL.”  As 
the author points out, “Hurl Your URL is...a 
catchy, easy-to-remember phrase that will 
serve as a constant reminder to advertise 
your web site in everything you do.”  The 
book’s information is well-organized, and 
each chapter includes tips for success and exercises.  Don’t get 
the impression that this book is just a collection of sound bites.  It 
is written with the business owner in mind and meant for those of 
us who are short on time and want some assistance in tuning up 

Social networking 
tools are the future 

of marketing 
communications - they 

are critical to your success.  
None of us can afford 

to be left behind. 

Grow 
Your

B u s i n e s s
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