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 I love summer.  Summer is the best and I’m not talking about the weather.  
Here where I am it can get pretty hot & it definitely gets humid.  Why do you think 
congress takes off in August?  Washington, DC looks quiet, except for the tourists. 
So, why do I love summer?  

 In my case, summer is better than Christmas!  Usually many of our weekday numbers 
hit the same level as weekends in December.  What can you do to help your numbers?  
Right now, contact camps & daycares in your area to plan field trips.  Make it easy 
on them, give them a deal.  Why would I do this during a time that’s really busy?  
Because its free advertising.  Each of those kids has a birthday this year & many of 
them will beg Mom & Dad to bring them into the studio to make something that they 
just have to have.  If you’re ready to send marketing materials home with each child 
that comes in, it won’t matter if you make a lot of money during the group visit.  

 Another reason I love summer is that it pays for convention.  Ah, Convention - 
my favorite event of the year!  Convention brings me together with people that 
understand exactly what I do.  I don’t even have to explain viscosity.  It lets me see 
old friends & make new ones.  I get to learn ways to make what I do better.  I know that 
I’ll walk away with at least one big idea and a handful of small ones that will help me either 
make money or save money.  I’ll have at least one “AHA! Moment” where I wonder, 
“Why didn’t I think of that.”  I will get the chance to ask suppliers questions and meet them 
face-to-face.  I’ll get to see all of the amazing new things they have to offer.  I will laugh more in 
the days of convention than at any other time of the year.  I will go home feeling tired but 
strangely re-energized.  

 Summer time – I’m ready!  I can’t wait for you to get here bringing money & fun my way!

 Julya Myers
 CCSA President



Notes 
from
Richard

2  Summer 2010   Today

 by Richard Morse
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 Today you will walk, drive and bump into hundreds of people talking, texting or 
staring at their phone. They are tuning out the world around them. The inspiration of their 
surroundings is losing out to the miniature screen in front of them. As a group, as a society, 
we are slowly but surely forgetting that the world around us is the inspiration for all of 
our ideas. 

 Here’s a test for you: Take a moment today and leave your phone behind. Just drive 
to the store and shop for groceries without it or go to the post office without it. 
After reading that did you feel like an elephant sat on your chest? Did your breathing 
just become labored? Isn’t it strange that we have come to rely on being in contact 24/7 
and if we are out of contact for long somehow we feel disconnected, like the world’s 
problems aren’t being solved if they can’t reach us. 

 Believe me when I say I know this feeling. I have been trying to wean myself from 
the habit of always being available. I try to “forget” my phone at home, so that my time 
away is actually “time away”. Leaving my mind and eyes available for people, places and 
ideas gives me freedom and inspiration. Both of those ideals sometimes get lost in the 
hub-bub of these busy days. 

 Try to remember those days when your phone was attached to the wall at home, 
when all your mail came from a guy in a blue shirt and shorts. We were constantly going out 
into the world without some sort of tether. My five year old son will never know those days. 
In today’s world if you don’t answer your phone or reply to a text people get concerned and 
wonder what horrific monster has gobbled you up because 8.7 seconds have passed and you 
haven’t texted back to say that you don’t want a latte. 

 As I grew up my father would spend countless hours, during the winter, 
shoveling snow with no complaints. When I told him it seemed like he 
enjoyed it he said “It gives me a chance to be outside and my mind is my own.”  
Give yourself the same opportunity. I think you will find that many of 
the problems and issues that seem to need a desperate answer will 
wait, while you spend some time away keeping your mind 
to yourself for a moment.
   

 Richard  Morse
 CCSA
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benefit update

Make a Masterpiece DesigneD by you...

it’s your’s to create & take hoMe too!

coMe to 
My party!

Plus... Newly Designed 
Consumer Brochures
Now AvAilABle!
We are now offering an alternate version of the hugely successful 
Consumer Brochure for studios who simply want a new look or 
for studios who are competing in major markets and have been 
unable to utilize the amazing cost-saving benefit of the current 
brochure. The cost of brochures remains the same and you 
will still have plenty of space to imprint your studio’s pertinent 
information. We will continue to offer the previous brochure de-
sign as well, so if you are happy with your current look, you will 
still be able to order what you already have — there are simply 
now two options to choose from! Order your brochures 
today at www.ccsaonline.com in the Marketing section 
or by using the order form on page 5.

We had several requests for newly designed 
party invitations and are happy to announce 
that they are now ready for ordering! 
The cost of the invitations remains the 
same and you still have the option to imprint 
your studio’s information on the back. 
Order your invitations today at 
www.ccsaonline.com in the 
Marketing section or by using the 
order form on page 5.

New Party 
INvItes!



            MARKETING MATERIALS
 To order your supply of Palm Cards, Full Color Brochures, Pottery Stationery or Pottery-To-Go Boxes, please provide the following 
information and mail or fax to reach Derek Cavilla at the address below. Please feel free to call if you have any questions.

Company name ____________________________________________________________________________________

Company address ___________________________________________________________________________________

City, state, zip ______________________________________________________________________________________

Contact person  ____________________________________________________________________________________

Telephone _______________________________________ Fax ______________________________________________

Email ____________________________________________________________________________________________

Type of payment:    ❒ Check    ❒ MasterCard, Visa, American Express or Discover

Card number ________________________________________________________ Expires _______________________

Name on card_______________________________________ Signature _______________________________________

Credit Card Billing Address_____________________________________________ Zip code _______________________

pALM cARdS:

GENERAL:  Qty _____ packages of 750 cards 

 ❒ Blank — $50/package • ❒ Customized— $100/package

BRIdAL:  Qty _____ packages of 750 cards 

 ❒ Blank — $45/package • ❒ Customized— $95/package

BIRTHdAY:  Qty _____ packages of 1000 cards 

 ❒ Blank — $45/package • ❒ Customized— $95/package

GIRLFRIENdS:  Qty _____ packages of 1000 cards 

 ❒ Blank — $45/package • ❒ Customized— $95/package

cORpORATE pARTY:  Qty _____ packages of 250 cards 

 ❒ Blank — $30/package • ❒ Customized— $80/package

KIdS pARTY (BOY & GIRL):  Qty _____ packages of 1000 cards 

 ❒ Blank — $50/package • ❒ Customized— $100/package

dAd & ME:  Qty _____ packages of 1000 cards 

 ❒ Blank — $50/package • ❒ Customized— $100/package

All shipping is included in the price. If you require 
expedited or international service please call for a 

quote before placing your order. All prices include tax. 
IF ORdERING 5 SETS OR MORE, pLEASE cALL 

BEFORE pLAcING YOuR ORdER FOR A 
quANTITY dIScOuNT.

DC Graphix • Attn: Derek Cavilla
614 E. Livingston St. • Orlando, FL  32803
Phone (407) 928-7257 • Fax (407) 843-8401
derek@dcgraphix.com

FuLL cOLOR BROcHuRES:
 _______ packages of 500 brochures at $200/package

 _______ packages of 1000 brochures at $225/package

Brochure Imprint Color and Template Choice:

❒ Black  ❒ Blue   ❒ Purple  ❒ Burgundy   ❒ Ver. ‘08   ❒ Ver. ‘09

pOTTERY STATIONERY:
_________ packages of 250 sheets at $25/package

pOTTERY-TO-GO BOxES:
❒ _________ packages of 10 boxes at $50/package  saLe!!!

❒ _________ sets of 10 customized label  Free!!!

NEW pALM cARdS!

pARTY INVITATIONS:  Qty _____ packages of 1000 cards 

New!!! ❒ Blank — $50/package • ❒ Customized— $100/package 
 
GLASS FuSION:  Qty _____ packages of 1000 cards 

New!!! ❒ Blank — $50/package • ❒ Customized— $100/package
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 by Alyson Dias, Director of Marketing Communications, iLoveToCreate™, a Duncan Enterprises Company

trend 
FLASH

A continuing 
series on design 
and style trends 

which affect you 
and your studio.

 The recession has brought people back into the safety and se-
curity of their homes and communities to cook, to craft, to play and 
to connect like never before.  Local connections within our homes 
and our communities have become sacred – making and sustaining 
those connections, whether internal or external, have become top 
priority.  Connections are sought and made through twitter, face-
book, myspace, blogs, flickr, youtube, eHarmony…oh, and that tradi-
tional transaction where two people meet in person and exchange 
greetings!!  No matter how we are creating communities, the need 
to belong to a community for the purpose of gathering and sharing 
information, experiences and new ideas is overwhelmingly popular 
and shows signs of tremendous growth.  Much of America (and 
even the world) may be recession-weary, but we seek happiness…
we seek the bliss-factor…and we’re willing to spend for it!  You can 
provide it via a joyful, creative experience.
 According to TrendHunter Research, “to counteract stress-in-
duced health issues, more consumers are looking for ways to elevate 
their happiness.  The economic crisis has taken its toll on health, 
lending appeal to positive designs, exercises and business concepts 
that promote joy and cater to this bliss-seeking crowd.”  We are 
surrounded by innovative products that support pleasure and joy 
in everyday life… stress-sensing watches that tell you when to take 
a deep breath; cafes that serve food with happy hormones; chairs 
with happy faces carved into them.  Advertising is infused with over-
whelming positivity…Coca-Cola is promoting their “open happi-
ness” campaign, which focuses very minimally on their product and 
heavily on a joyous adventure; Nature Made offers the “good mood 
gig”, a real job with an application question of “how do you main-
tain your good mood?”; American Express produced a brilliant cam-
paign, “Don’t Take Changes, Take Charge”, featuring sad, confused and 
happy smiley faces found within everyday life, of course ending with 
happy faces.  Even exercising, which has always been known to de-
crease stress, has infused an extra happy-factor into the activities…
yoga in Lake Tahoe combines nature and indie rock music; join a 
hula-hooping class on the beach in Santa Monica; effortlessly exercise 
with a vibrating Chi Machine that provides exercise and inner peace 
at one time.  In each example above, the focus is so skewed toward 
the experience, with the product or service almost hidden.  
 While the current economic situation initially damaged the 
human spirit, it has recently begun to charge consumers with a 
renewed spirit…one of experience where we place greater im-
portance on the things we DO rather than the things we BUY.  As 
a business owner, you must challenge your marketing proposition 
to align with this consumer mindset…to be an experience rather 
than a store.  According to The Marketing Spot, “if, and only if, you 
charge for the time your customers spend with you, are you in the 
experience business”. 

 Lucky for you, the contemporary ceramic studio is an expe-
rience…it’s not about the products on your shelves, but rather 
the opportunity for consumers to experience creativity and the 
excitement of personal accomplishment.  Creativity in itself is an 
experience…a journey of your inner feelings being brought to life 
in an outward form…in your case, it’s in the form of a mug, plate 
or vase.  The key to providing a blissful experience in your studio 
is to focus primarily on the consumer experience.  You are not a 
bisque store and you are not a party planner.  You are:
	 •		A	place	where	children	learn	the	principles	of	color	theory
	 •		A	place	where	women	celebrate	each	other
	 •		A	place	where	first-dates	become	marriage	proposals
	 •		A	place	where	magic	happens	every	time	the	kiln	
  is opened
	 •		A	place	where	happiness	ensues	with	every	brushstroke

 In many ways, the present economic crisis may be the catalyst 
that ushers us into the Creative Age – a time forecast by many 
forward thinkers and trend experts as an age when creative minds 
will be highly prized for their entrepreneurial ideas.  People are 
the fundamental source for creativity.  If you, as an owner of a 
highly creative business, court and support this creative class and 
are able to harness and encourage their creativity, you will be the 
business that thrives and prospers in the next decade. 
 You have an opportunity to promote the very essence of 
your business – the experience.  Even better, your experience is 
validated as a source of stress-reduction and creative stimulation.  
It is so easy to call yourself a “studio owner”, but you sell yourself 
short when you do this.  You are a magician, a therapist, an educa-
tor, a motivator.  
 When you walk into your studio tomorrow, do so as the con-
sumer…look around instead of heading straight for the counter.  
Ask questions as the consumer:
	 •	Have	you	created	an	environment	that	supports	a	
  joyful, creative experience?  
	 •	Do	your	studio	walls	feel	like	a	store	or	a	community?
	 •		Are	consumers	comfortable…are	they	at	home	in	your	
  studio…do they want to return?  
	 •		Does	your	studio	have	the	bliss-factor?

 Unfortunately, the last question is the hardest to answer be-
cause there is not one answer.  The bliss-factor is an aura that your 
consumer either feels or doesn’t feel.  There isn’t a checklist of qual-
ifications to attain the bliss-factor…but you’ll know when you’ve 
got it because your consumers will return again and again.  
 For questions and comments concerning this column, email Alyson 
Dias at adias@ilovetocreate.com.
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catch a bit of harMony anD creativity 
with fishnet anD unDerglaze 
in one of the Most soothing 

color coMbinations.
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oN ThE RoAD
By Bonnie Karet, CCSA Membership Relations

Brushstrokes’ secret to success? 
“First of all, I think you really have to 
love people to succeed in this business 
and for me, sticking with this for the 
long term is about getting and keeping 
good employees…to enlist their help in 
growing the business so that we all 
feel challenged, motivated and proud 
of the work we do.” 
      Jessica Williams, owner of Brushstrokes



 Today   Summer 2010 9

 For the past few months you may have 
heard me mention Brushstrokes Studio in Berke-
ley, California.  After the first couple of months 
at my post I really needed a studio fix and Jes-
sica Williams, owner of Brushstrokes, was kind 
enough to let me into her world.  This article is 
the culmination of several months, a couple of 
visits, a remodel and a grand reopening. 
 Jessica purchased Brushstrokes 13 years ago after working in 
International Relations in NYC. She had moved from New York 
to get a second BA in Ceramics at the California College of the 
Arts. As she was preparing to graduate a friend that worked at 
the former Brushstrokes told Jessica it was for sale. Her first visit 
was love at first sight and the rest is history.  The studio itself is 
located in what is called the “Potter’s Ghetto” a four block area 
with an abundance of artists, mostly potters. Though not your 
typical shopping district, the area is known for its arts and has an 
“open studios” event every holiday season.  Being off the beaten 
path has its challenges but it also allows for a great artistic feel and 
besides that, plenty of parking.  As for marketing, Jessica says “…
really it’s word of mouth and the fact that we’ve  been around for 
so long.” 
 After 13 years in the business much has changed for both 
Jessica and most recently for the studio.  In addition to being a 
business owner; she is a wife, and a mother of a 4 year old, Otto, 
and 2 year old, Henry. The success of Brushstrokes and the loyalty 
of an incredible staff, two full time employees in Alex Padilla and 
Lana Marenco and a part time staff of: Gretchen Faust, Ceci Bow-
man,  Afton Love and the most recent addition MacKenzie Flana-

gan help to keep her life balanced and happy. Letting her focus on 
the aspects of the job that she finds both most important and, to 
her, most pleasurable: the look and feel of the studio and the con-
nection with people through art.  
 I was fortunate enough to happen upon Brushstrokes as Jes-
sica was thinking about a transition for the studio. She let me give 
her the “if it were my studio “ speech as to what I might do to 
take full advantage of the space. Well, Jessica, her staff and ultra 
talented designer husband, Otto Sr.,  went to work and recreated 
Brushstrokes.  They worked some real magic and the studio is 
beautiful.  “Everyone says the studio looks bigger and that the new 
layout makes more sense. All of us that work at Brushstrokes feel 
really energized by the improvements and are really proud of our 
studio.” says Jessica.  
 Brushstrokes secret to success? “First of all I think you really 
have to love people to succeed in this business and for me, stick-
ing with this for the long term is about getting and keeping good 
employees…to enlist their help in growing the business so that we 
all feel challenged, motivated and proud of the work we do.” 
 A big thanks to Brushstrokes and staff for letting me crash the 
Grand Reopening party and especially for letting me feel like I was 
part of your studio and its rebirth.  

Jessica, her staff and ultra talented designer 
husband, Otto Sr.,  went to work and recreated 

Brushstrokes.  They worked some real magic and the 
studio is beautiful.  “Everyone says the studio looks 
bigger and that the new layout makes more sense. 

All of us that work at Brushstrokes feel 
really energized by the improvements 

and are really proud of our studio.”
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By Michael Harbridge

 Customers come into your studio to experience the magic 
of ceramics, the backbone of the contemporary ceramic market. 
They need good quality brushes to create designs and patterns on 
ware.  You’ve made an investment in brushes, and with proper care 
they can last a long time. It’s important to share these care steps 
with your customers and staff. 
        While most fired colors will soften and wash away with water 
even after they’ve dried, they can do damage to the brush if colors 
build up over time.  Do you have brushes with hard, crusty areas 
built up in the middle going down to the metal ferrule? Has the 
brush lost its shape? Is it having a bad hair day?
 Even if your customers wash the brushes when they are done 
working with them, small remaining depos-
its of color can build up each subsequent 
time they are used and eventually the brush 
will be caked full. Follow these simple point-
ers every day and brushes will have a much 
longer life.
	 •	 Never	 place	 brushes	 loaded	 with	
color aside and allow the color to dry in 
the hair. It’s best to wash the brushes imme-
diately when done using them, even if the 
brush is only going to be inactive for a few minutes.
	 •	 	 Don’t	 place	 the	 brushes	 in	 water	 for	 extended	 periods.	
With wooden brushes, the moisture can cause the handle to swell, 
resulting in cracking paint and wobbly ends.
	 •	 	After	washing	the	brush	 in	 the	bowl,	check	to	see	 if	any	
color remains in the hair by brushing across a paper towel. If color 
appears on the towel, you still have washing to do.
	 •		When	you	are	done	using	the	brushes,	take	them	to	the	sink	
and wash them thoroughly.  Use a mild soap and gently massage 
the bristles with your fingers and work the bristles in the palm of 
your hand. Again, it’s hair so don’t use harmful products or treat the 
bristles any differently than you would treat your own hair.  
	 •	 	After	 the	 entire	 washing	 process	 is	 complete,	 place	 the	
brushes on a flat surface and allow to dry. If you place brushes 
in an upright position when they are wet, the water will work its 
way down into the ferrule and can possibly soften the glue. When 
the brush and glue dry, the bristles could be in a different position. 
With wooden brushes, the moisture can cause the handle to swell, 

resulting in cracking paint and wobbly ends. Once the brushes are 
dry, store them in an upright position. 
	 •		At	the	end	of	the	day,	take	all	the	brushes	used	from	the	
day and give them an extra bath using mild soap. Work the soaped 
bristles in the palm of your hand. Lay them out flat to dry over-
night so they are ready for the next day.

ReSURRecTIng AbUSed bRUSheS
 What about brushes that have not had the best care? Is there 
a way to bring them back to life? Try these pointers to clean up 
your current brushes and then follow the care steps listed above.
	 •		First	go	through	all	your	brushes	and	dispose	of	any	where	
the bristles are worn down to the metal ferrule. Sorry, there’s 
nothing you can do to bring these back. 

	 •	 	Dispose	of	brushes	where	the	hair	
is half (or less) than the length when the 
brush was new. When you allow customers 
to use brushes where the bristles are that 
worn, it generally does not hold as much 
color, resulting in thinner applications and 
streaky, unsatisfactory results.
	 •		Take	all	those	caked	up	brushes	and	
soak them for about 15 minutes in hot (not 
boiling), soapy tap water. Work the brushes 

one at a time in the palm of your hand and massage the bristles 
to remove the caked paint. If needed, repeat the process until the 
brush is clean. It’s not good for brushes to soak in hot water for 
extended periods and boiling water can curl and damage hair.
	 •		Lay	the	brushes	out	on	a	flat	surface	and	allow	to	dry.

 Not every brush will come back to life. Sometimes the hair is 
damaged so badly the brush won’t go back to a fine point or chisel 
edge. Brushes will eventually wear out. Ceramic bisque is an abra-
sive surface. The volume of brush use in any studio will directly 
affect the life of a brush. Some studio owners can use the same 
brushes for years while others will replace them every year. Ex-
tend the life of the brushes used in your studio by taking care, but 
also realize they won’t last forever and customers deserve quality 
brushes when they pay a premium to create in your studio.
 Michael Harbridge works for Royal & Langnickel Brush and can 
be reached at mike.harbridge@royalbrush.com or by phone at (715) 
281-2787.

Encourage customers 
to dampen the brush 
before they start painting. 
When you load a dry brush 
with wet color, the color 
almost instantly begins to 
dry in the center of the 
bristles down near the ferrule. 
By dampening the bristles, 
the colors are less likely to 
dry in the center. Don’t just 
dip the brush into the water 
and then go into the color. 
You need to work the moisture 
into the hair of the brush. 
Work the brush on the palm 
of your hand, forcing the 
moisture into the bristles.  
Pat the brush on a towel to 
remove excess moisture 
before dipping into color.

Don’t bang the 
brush head against 
the bottom of the 
water bowl. It’s hair! 
How do you think your 
hair would stand up 
if someone turned 
you upside down and 
slammed your head 
against a hard surface? 
Gently swish the brush 
back and forth in 
the bowl and allow it 
to rub against the 
sides or bottom.  
Brush basins with 
rounded, textured 
bottoms are perfect 
for aiding the 
process. 

Some studio owners 
can use the same 
brushes for years 

while others will replace 
them every year.
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A  L i g h t e r  M O M e N t

By Judy Salinas, Glazed & Amazed

Facebook at 49
 It is official, I am a social networker.
 I am 49 years old and have recently started a Facebook with 
a fan page for my business. I know that it is now the norm to do 
this for yourself and your business, but I have found it to be an 
interesting yet frightening experience.
 Creating the Facebook account is easy to do. You put in your 
email address and answer a couple of questions about yourself. It 
did take me about a half an hour to upload a picture to my site, but 
I did manage it. Simple enough, within minutes it will find about 100 
people you might be interested in contacting. Suddenly profiles of 
people you have not seen since Jr. High School are staring back at 
you. I actually jumped back from my computer, momentarily, it was 
like walking into your high school reunion. I know that I am dating 
myself, but having admitted my age already I think it is fair to say 
growing up we had 5 channels in black and white on our television. 
We could never have dreamed that you one day you could pause 
live TV or record your favorite show to watch at a later time. I did 
not dream that I could tell my customers instantly about a special 

promotion I came up with while brushing my teeth this morning.
 I have 3 grown children and I know they have a hard time under-
standing that I move a bit slower when it comes to all this computer 
real time instant message stuff. It is hard to grasp how far and how 
fast we have come with networking sites. I am getting more comfort-
able with the process and have hired a very talented and may I say 
beautiful young lady (my daughter) to handle our daily Twitter up-
dates and Fan page. There is also a new site called Four Square that 
is becoming quite big in our area and we are following that also. 
 My advice is to take all this at your own pace and try not to 
get too freaked out. Do as much or as little as you feel comfort-
able with. It is a learning process just like when you learned to load 
the kilns or to dip glaze. You may have set backs or frustrations but 
keep at it. We are amazing people who run small businesses across 
the country and we can do anything we set our minds too.
Thank you to all my pottery and ceramic friends that have become 
fans and posted on our wall. I find it fascinating to hear what is 
going on with your store also. 
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Quickbooks Tips

It’s easy to generate reports that 
will show you your most popular items, 

quantities sold of each type to help 
with convention ordering, and where 
you need to “tweak” your pricing to 

improve your margins. 

By Helene Safford
Clay Café Studios and the Studio Resource

 QuickBooks is a reasonably priced, “off the shelf” software 
package that is widely used by small business retailers. I’ve been 
using various versions to track sales and manage my studio finan-
cial operations for more than a decade. Coming from an IT back-
ground, I was lucky to hit the ground running in an organized man-
ner when I created my initial chart of accounts. Many of the early 
decisions made have provided me with a wealth of data to analyze 
and keep my operations running profitably. If you take a little time 
up front, you will reap the rewards later in your paycheck. 
 While the software does not provide the same amount of 
customization and support as a full blown point-of-sale system, 
you can make use of many features to help you with your market-
ing program and managing your bottom line. Let’s start with the 
inventory portion of your chart of accounts. In QuickBooks, you 
can create inventory part numbers with descriptive names and set 
pricing that is used to calculate average margins for your cost-of-
goods sold. If you create subcategories to help you organize and 
track your inventory, it’s easy to generate reports that will show 
you your most popular items, quantities sold of each type to help 
with convention ordering, and where you need to “tweak” your 
pricing to improve your margins. 
 The following chart contains suggestions for inventory cat-
egories you can use. To add the category (subitem), add a new 
part without any of the detailed information. To specify the subcat-
egory you just select the subitem in the Add/Edit Item dialog box 
and you are able to track you costs and sales (see the dialog box 
below making “RimDinner” a subitem of “Plates.” 

 

 bISqUe: 
 Animals, banks, bowls, boxes, chargers, 
 holiday, household, Kids - other, Kitchen, 
 Miscellaneous, Mugs, Pitchers
 Plates, Platters, Tiles, Trays, Vase

 Use the same technique to organize your expenses into sub-
categories. It will help you manage your expenses and track your 
differences from year to year. The following chart shows examples 
of some “Expense” categories such as advertising and supplies and 
should be changed to suit your business operations. 

AdVeRTISIng: 
 display, newspaper, Promotions, TV and cable,
 Website, camp

SUPPlIeS:
 books, clay Tools & cutters, computer, glaze
 Kiln Furniture, Kiln Parts, Molds, Molds:Slip, Office
 Packaging, Paint brushes, Rubber stamps, 
 Sponges, Underglaze

      One of the most useful reports available in QuickBooks is the 
Sales Summary by Item. Go to the Report Center, click on Sales, and 
choose Sales by Item Summary. Managing your margins is an important 
aspect of managing your bottom line. Price creep is a reality – studio 
owners should make it a habit to tweak their own pricing accordingly. 
Distributors and manufacturers must pass on their materials increases 
in order to stay in business. Studio owners should be monitoring the 
increases to pass them on to their customers as they occur. 
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 Managing your margins is just one click away. Consider your 
overhead and set a target margin. The Sales by item Summary re-
port will help you to see, at a glance, whether you are reaching 
your targets or falling short. 
 One last word of advice; the effectiveness of your direct market-
ing program depends on your 
ability to track your customers 
and collect as much of their 
personal/contact information 
as they will allow. QuickBooks 
does have built in limitations 
on how many unique items 
you can have in one company. 
The items can include custom-
ers and vendors among other 
things. The limit is slightly less 
than 16,000 which may seem 
like a lot now but once you 
have been in business for a 
long time, you can reach that 
upper limit and then you are 
unable to add new customers 
or vendors. 
      When customers do not 
want to provide their contact 
information, don’t just add 
their name to your database. 
Create a “catch-all” custom-
er name such as Walk-in to 
use on their receipt. It won’t 

take up any more space or use up any of the built-in size limit for 
unique entries. 
      The bottom line here is keep watching your bottom line! If 
you aren’t doing it already, try to organize your QuickBooks data 
to help you manage your business. 
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You are cordially invited to attend the 
Annual CCSA Partner’s Meeting for Success

Friday, August 27 - Monday,  August 30, 2010 
at the Grand Sierra Resort in Reno, Nevada

Our special room rate is $99.00 per night. Use reference code STCR8 
or just mention Contemporary Ceramics Studios when you book.

Call 800-648-5080 or visit www.grandsierraresort.com to reserve your room today. 

With Special Guest JULIET FUNT
Juliet  is one of America’s most sought after motivational speakers, inspiring 
and entertaining people with topical observations, funny stories, and 
thought-provoking tips. She is a leading expert on how to find joy, productivity, 
and peace in a world that gets faster and more demanding every day.
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 So Richard calls me and asks if I will be the auctioneer at 
the 2009 convention.  I realize after a few moments that I 
am the only one laughing on the phone, so he must be serious.  
Yikes!  And then, to top it off, I was told the theme would be 
‘cirque du ccsa’.  Riiiiight.  Of course it is; what does that mean, 
I have to find harlequin tights and be an auctioneer?  What an 
evening that will be, I thought to myself. 
 I have to tell you, of all the people I have met during my 
travels, of all the groups I have spoken to, yours is very unique 
for a few reasons.  First and foremost, you all give without hesi-
tation.  To me, to each other, to so many causes.  You give your 
time, talents, enthusiasm, compassion and kindness all year 
long.  It’s not a marketing gimmick for you, not a slick sales 
agreement.  If you find something you feel needs your help, you 
just do it.  It is one of the most genuine examples of loving your 
fellow man as I have ever witnessed.  After telling you my story 
and allowing me to talk about the Vera Bradley Foundation, 
you reached out to me and having stopped the communication 
since that first meeting.  How I cherish those correspondences 
we have, seeing photos of your kids, your art, your lives.
 The other reason you are unique is because I would probably 
do anything you asked.  After last years attempt at being your 
guest auctioneer, I think you can see that fairly clearly.  I have 
spent this past year talking ceaselessly about all of you. I have 
encouraged people to find you on Facebook, paintyourownpottery.
net and Twitter.  Julia’s little boy has a sweet face and goggles.  
The Cates girls have the biggest smiles on Facebook.  I still get 
misty when I see Laurie Laskowskis new hair.  I have introduced old 
friends across the country to just go find a local studio and give 
it a whirl with their kids.  I have encouraged businesses to think 
outside the box and do a meeting at a studio; see what creativity 
can do for a meeting.  
 Your generosity has funded so much great research.  The 
doctors at IU’s Vera Bradley research laboratories have made 
amazing discoveries, incredible advances.  Their studies of pro-
teins, rna and healthy tissue are creating both advancement 
and hope. I encourage you all to visit http://www.cancer.iu.edu/ 
to learn more details if you have a chance.  And just look at that 
adorable little blonde boy with his mommy, how cute is he?  
 Now this year, you get to meet someone very, very spe-
cial to me.  My daughter, Alexandra, was the one you saw in the 
video last year.  She will be speaking this time, and is just on fire 
to come and meet you all.  She’s a much better artist than I am, 
you will love her.  So here we are again, me as excited as I can be 
to join you again and see your faces.  I was fairly certain your 
creativity would be peaked, and the 2010 convention might be 
kind of tame.  A boring-sales-meeting kind of gathering. 
 And then Richard calls me and asks me to the prom...

PRE-CONFERENCE CLASSES
AUGUST 27, 2010

 These special three hour classes take a more in depth look at 
the subject matter. Though there is an extra fee for these classes 
we are sure you will find them to be an incredible addition to your 
convention experience

hOW PRAcTIcAl bRAndIng cAn bUIld bUSIneSS
with Bob Felten; Friday August 27th 9:00am
 Do you feel that your marketing strategy is reactive instead of 
proactive?  Are you falling into the dangers of limited success?  Shoot-
ing from the hip may work for John Wayne but it won’t work for your 
business.  Explore how proven branding ideas can be applied to your 
business and bring the fun back into your customer communications.  
Discover how to measure the success of your marketing strategy and 
create consistent criteria for decision making.  Walk out the door with 
ideas to breathe fresh air and profits into your marketing approach.  
 Bob is an assistant professor at the Reynolds School of Journalism 
at the University of Nevada, Reno.  He has worked in advertising and 
communications since 1975.  Bob teaches the final class for advertis-
ing majors at the University of Nevada, Reno, which requires students 
to develop a comprehensive plan including strategy, advertising, public 
relations, media selection and much more for a real national client 
such as Yahoo, Toyota Matrix and Bank of America Investment Services.  
Under Bob’s guidance as faculty advisor, the Nevada teams won first 
place in district 14 in 2000, 2003, 2004, 2006 and 2008 for the Ameri-
can Advertising Federation National Student Advertising Competition.  
In 2003, the Nevada team won first place in the national competition.  
Bob’s professional positions have provided the opportunity to create 
and manage, individual campaigns, on-going programs and long-range 
strategies that use multiple communication tools including advertising, 
public relations and, more recently, new media.   
 Do you have a specific business problem, not necessarily a 
marketing problem, you need help with?  Marketing is all about 
solving business problems and Bob is here to help.  Send your 
problem along with your name and location to b8felten@aol.com.  
Bob believes that laughter and fun are vital elements of any learn-
ing environment so bring your sense of humor.  Chocolate also 
helps.  Stop making excuses and sign up now! 

FUn IS nOT A FOUR leTTeR WORd
with Julie & Robin Cates On the Pot, Salina, Kansas
Friday August 27th 1:00pm
 We have all had times when our studios weren’t fun anymore.  
Frustrating employees, kiln issues, crazy customers with even crazier 
requests…you know what we are talking about.  This class will chal-
lenge you to adopt a culture of FUN for your studio.  We’ll be giving 
you FUN tricks, FUN ideas and FUN philosophies that have worked 
for us at FUN “On the Pot”.  We want to take you back and remind 
you why people love your business and in turn, why you love it.  This 
will be a FUN, interactive class with lots of laughter and surprises…
we like surprises.  Did we mention that this will be really FUN?
 Robin and Julie are a couple of the most energetic and suc-
cessful studio owners in the biz. The enthusiasm and ingenuity they 
use in their studio is some of the industries best. Their classes are 
always ranked among the highest at each convention they teach. 
Sign up early this may fill quickly
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WeT clAy bAndIng & cARVIng
with Michael Harbridge, Royal and Langnickel Brush
Friday August 27th 9:00am
 Learn how to create a large bowl with moist clay and use sim-
ple pottery tools to smooth the surface before blending layers of 
colored clay using a banding wheel. Inexpensive wooden sculpting 
tools are then used to carve textures, designs and unique edges 
in the bowl. You’ll also construct a three-dimensional shape (from 
a selection of many puzzler molds), blend layers of colored clays 
and carve designs with pottery tools. Discover what brushes and 
colors work best with moist clay. All supplies, brushes and colors 
included in workshop for participants to create two clay pieces, 
ready for firing. Please bring a box and packing materials to take 
items home.

glASS—beyOnd The bASIcS
An intermediate glass class sponsored by our friends at Bisque Imports 
and Spectrum Glass.  With Julya Myers and Denise Callen
Friday August 27th 1:00pm. On site sign ups will not be available.

 Do more with glass in your studio and introduce exciting 
techniques for your customers by going Beyond the Basics: im-
prove your walk-in glass, offer amazing birthday parties, and take 
glass on the road for field trips.  This playful class will teach you 
how to cut circles, use a strip cutter and drill holes in glass.  
 This class is for studios that have some experience with glass.  
Please note that this is NOT a beginner’s class and the basics of 
scoring and breaking glass will not be taught.    
  Each participant will need to provide their own tools – run-
ning pliers, breaker/grozer pliers, and your preferred scoring tool, 
plus any other tools you use on a regular basis.  Please bring your 
safety glasses!  A limited number of nippers and nipping baskets 
will be available to share.  
  Thanks to our friends at Bisque Imports and Spectrum, each 
participant will create a pendant light, perfect for installing in your 
studio.  We will also create an additional 6” snowman piece that is 
perfect for your winter classes.  Pieces will be fused and ready for 
you before you leave convention!  

PRELUdE TO CONvENTION
There is no fee for this one hour introduction to convention and its cast. 
Friday August 27th 5:00pm
 You made it to convention!  Now what?  
 Whether this is your first convention or you are a seasoned 
attendee, this is a great launching pad for your 2010 experience! 
This class will point you in the direction you need to go to grab 
the stars you are reaching for!
 What are the techniques being taught?
 Where are the classrooms? 
 When is the convention hall open? 
 What meals are included? 
 Whom do I seek if I lose my way? 

 We will answer all of these questions and give you the infor-
mation you need to squeeze every last drop of productivity and 
fun out of our annual convention. By the end of this session you 
will be armed with a roadmap to the most informative and collab-
orative three days of the year. Meet the CCSA Board of Directors 
and Staff, discover CCSA volunteer opportunities, meet a new 
friend! Join us at the Prelude to Convention!

BUSINESS CLASSES
MAnAgIng yOUR WAll OF ReAl eSTATe
leARnIng TO eFFecTIVely PURchASe, 
dISPlAy And Sell bISqUe InVenTORy 
with  Susan Rogers, Gare, Inc. and Elisa Waldman, 
Successful Studio Consulting, Inc.; Saturday, August 28th 9:45am
 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.

leARn cOnFlIcT ReSOlUTIOn  
with Laura Reigel -Glazed Expressions Clive, Iowa
Saturday August 28th 9:45am, Sunday August 29th 9:30am
  By practicing and following the simple steps taught in this 
class, one can get out of even the stickiest situations; not only 
smoothing ruffled feathers, but gaining in an improved relationship 
with people who are, for whatever reason, dissatisfied. 

cUlTIVATIng cUlTURe In yOUR cReW: 
An eMPlOyeR’S PhIlOSOPhy 
with Chinook Graham, Creativitea Bellingham , WA; Robin Cates, On the 
Pot, Salina, KS and Jenn Bassen, Paint Yourself Silly, Lincoln, NE
Saturday August 28th 9:45am, Sunday August 29th 11:15am
 Create a culture to catch the character and commitment need-
ed to cultivate a captivated crew.  Do your employees have you 
more twisted up than this tongue twister?  If so: Chinook, Robin and 
Jenn will untwist you by sharing how they “C” employees. Come 
to this class and challenge yourself to change.  Stop coping.  Start 
celebrating.  Leave feeling calm, collected and capable.   

OVeRcOMMITTed, OVeRWhelMed And OVeR IT. 
Q&A with Juliet Funt
August 28th Saturday 11:30am
 Juliet will follow up her Keynote seminar with this special interac-
tive session. She will discuss, in more detail, some of the subject matter 
from her keynote, as well as, answer questions from you. Juliet will help 
you change the way you think about your goals so you can prioritize the 
smart way, be more productive, and clarify what’s really important. You’ll 
discover: How to define real success in the relentless “Age of Never 
Enough.” Commonsense ways to cope with the pace and quantity of 
your daily tasks. The secret for keeping White Space on your calendar 
-- it’s not a myth! Plus, lots and lots of laughter to lift your mood.

dOn’T Fly blInd: cReATIng yOUR STUdIO’S 
FInAncIAl dAShbOARd 
with Elisa Waldman, Successful Studio Consulting, Inc.
Saturday August 28th 11:30am
 Too busy to study your financial statements or meet with 
your financial advisor each month?  This class will show you how 
to create a financial dashboard which measures 3-5 key financial 
ratios, allowing you to identify upward and downward trends in 
your business quickly.  Learn how to evaluate your studio’s finan-
cial fitness in thirty minutes each month.
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FUndRAISeRS ARe yOUR FRIend
with Anne O’Connor and Adina Klim  Art Unlimited Okemos, MI
Saturday August 28th 11:30am
 This class will focus on using community and school fund-
raisers as marketing opportunities. Many schools and community 
groups hold auctions to raise money for their organizations. The 
staff at Art Unlimited has developed a marketing technique that 
benefits the studio as well as the local community. In this class, 
Anne and Adina will demonstrate easy, clever, and coveted designs 
that they have developed through their work with fundraiser and 
auction pieces. They will also discuss the positive advertising op-
portunities. Creating fundraiser and auction pieces helps studio 
revenue, while also allowing the studio to support and be recog-
nized by local schools and charitable organizations.

ReFReShIng yOUR STUdIO 
with Larry Broomberg and Rachel Klobucher The Mud Room Ada, MI
Sunday August 29th 9:30am
 Whether you’re looking for a few minor adjustments or a 
major remodel, start by learning some key retail design concepts. 
You’ll leave with simple tips to create a studio environment that:  
Inspires creativity in your customers, better promotes all of your 
products and services, increases the efficiency of your staff,  al-
lows you to incorporate new or innovative revenue streams, and  
increases profitability and your bottom line!

 “cAn yOU TAKe IT?” STUdIO cRITIqUe 
with Larry Broomberg and Rachel Klobucher The Mud Room Ada, MI
Sunday August 29th 11:15am
 Take an on-screen studio tour of current CCSA studios with 
Larry Broomberg as he discusses what does (and doesn’t!) work in 
existing PYOP studios, and why!! We will look at every aspect of each 
studio including color, layout, space relationship and usage, signage... 
everything! That’s why we call it The “Can You Take It?” Critique.

The STORIeS They Tell 
with Richard Morse CCSA CEO
Sunday August 29th 1:30pm
 Stories are the way we convey our lives to those around us. 
Each of us creates a story with the interactions and environments 
we provide to our customers. Our customers then tell their stories, 
sometimes with embellishment, to their friends and family. There 
are those that say a negative story is ten times more likely to be told 
than a positive one. Richard will discuss how ways to make sure the 
tales told about your studio are not only positive but legendary. 

KIln RePAIR
with John Hohenshelt, Paragon Industries, L.P.  
Sunday August 29th 1:30pm
 Do you know how your kiln works?  Do you know what to 
do when something goes wrong?  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. 

cUSTOMeR SeRVIce IS A FInAncIAl JAcKPOT
with Julya Myers -Amazing Art Studio Gaithersburg, MD and Margaret 
Nevill -The Mad Platter Columbia, SC
Monday August 30th 10:45am
 By recognizing the lifetime value of a customer vs. a single visit, 
you will be able to bring more money to your bottom line.  Learn to 
feel good about saying yes to your customers by a simple change of 

mind set.  Empower your employees to make decisions on the spot 
which will lead to goodwill with customers without allowing them 
to take advantage of your business or your employees.  This class will 
help you recognize how to treat customers the way you would hope 
to be treated resulting in repeat business.  As they say, it’s cheaper to 
keep your existing customers than it is to find new ones.  

bIg IdeAS On A lITTle bUdgeT 
with Sandi Kirkwood -Clay Casa, San Antonio, TX and 
Michelle Booth -Glazed Over Ceramic Studio, Houston, TX
Monday August 30th 10:45am
 Two Texas divas team up to bring you big marketing ideas on 
a little budget.  You will learn how to rope in new customers us-
ing publicity and low cost marketing ideas to get the biggest bang 
for the buck. Sandi will give you tips for getting more field trips 
and Girl Scouts into your studio. Michelle will share her secrets 
for getting a full studio for special events and art camps. You will 
leave with a list full of low cost marketing ideas for your studio.

TEChNIqUE CLASSES
geTTIng The beST 
bAng FOR yOUR 
InVenTORy bUcK 
with Lisa Feltz, 
The Pottery Stop 
Ellicott City, MD
Saturday August 28th 
9:45am, Monday 
August 30th 10:45am
 The economy has left 
most of us searching for 
ways to sell more while 
buying less.  At The Pot-
tery Stop, we’re working 
hard to change the way 
we look at inventory to 
ensure that we will get the most bang for our buck.  This class 
will encourage colleagues to consider a piece’s versatility, up sell 
options, and bundling possibilities.  The class will also focus on 
inexpensive ways to market pieces to 
showcase the many possibilities 
the piece has to offer.  

PReTTy In PAISley 
with Alesia Dopson, To Your 
Art’s Content, Exeter, NH
Saturday August 28th 
9:45am, Monday 
August 30th 10:45am
 Using paper, transfer 
designs and writer-bottles 
you can create this very 
popular “Very Bradley-like” 
design. This piece looks pro-
fessional but is no more diffi-
cult than following the traced 
lines! What a stunning show 
piece!
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3d IS eASy 
with Mary Ann O’Hearn, 
Gare Inc.
Saturday  
August 28th 11:30am,
Sunday August 29th 
9:30am, 11:15am
 3D has become the 
hottest trend, and we’ve 
taken the concept and 
incorporated it into our 
painted designs.  By add-
ing a small dimensional 
element to a painted 
piece, you are taking 
your design to a whole new level.  Maryann will show how easy it 
can be to make a blade of grass, a leaf, and more, look so real with 
only a few 3D elements that are simple to create… if you know 
the right tricks.  

STAIned glASS IRIS VASe 
with Jon Dean -Mayco
Saturday August 28th 11:30am 
Sunday August 29th 9:30am 

and 1:30pm
 The great folks at Mayco have 

come up with another great 
design to tantalize you. This 

Stained glass inspired dimen-
sional design is created with 
Mayco’s newest glaze which 
is sheer and gives the feel 
of translucent glass; a great 

home décor piece or special 
event project.

InFUSe 
WITh 
FUSIng 
with Chinook 
Graham, 
Creativitea, 
Bellingham, WA; 
Scandia Wood 
and Mary 
Estrada, 
Spectrum 
Glass
Saturday 
August 28th 
6:30pm and 8:30pm
  Infuse your studio with the shimmering color, fiery heat 
and beautiful results of glass.  Discover endless creative possibili-
ties and spark your passion for this beautiful medium.  You will 
receive advice on how to seamlessly incorporate glass into your 
studio along with a crash course in cutting and the opportunity 
to ask Spectrum’s own Scandia and Mary your burning technical 
questions.   Use your new skills to create a beautiful funky flower 
trivet using various popular glass components and colors.  

dISh, dIne, PAInT 
And WIne 
with Kami Hatley, Paint a Piece 
Memphis, TN
Saturday August 28th 
6:30pm and 8:30pm
 Here at Paint a Piece in Mem-

phis, TN decided to compete 
with canvas painting parties by of-

fering the same type gatherings BUT 
geared towards pottery painting.  We 

call it Dish, Dine, Paint and Wine.  Women really don’t 
care if they’re painting on canvas or pottery.  They just 
want a place to hang out with friends, have fun, drink, 
and hopefully have something cute to take away from the 

evening.  Our goal is to teach you how to make one of our class 
projects and motivate you to inspire your customers with an ap-
pealing piece so you can grow your business.  We will give you a 
packet with 6 projects to take back to your studio. 
                                                 

MAKIng A gReAT IMPReSSIOn 
And MAKIn’ clAy MAKe 

yOU MOney
with Teresa Johnson, The Pottery Place, 

Murfreesboro, TN and Alex Padilla, Brush-
strokes, Berkeley, CA; Saturday August 
28th 6:30pm and 8:30pm

 Come and learn the possibilities of add-
ing and/or using low-fire clay in your studio 

to make you money.  Teresa will talk about clay 
from A to Z – what projects to make, how to market it, how to 
use clay to market your studio, how to fire it – the 
possibilities are endless. Then Alex will show 
you how to roll out slabs, cut plaques, or-
naments and clocks, imprint text, baby 
hands and feet in clay.  From wet 
clay to finished project, she’ll share 
tips, techniques and secrets.

KOI cenTeRPIece SeT 
with Donna Toohey, Chesapeake 
Sunday August 29th 9:30am 
and 11:15am
 Enjoy a session with the talent-
ed Donna Toohey. She will walk you 
through her incredible underglaze tech-
niques using sponges and brushwork. This 
free and creative style is a winner and helps 
create wonderful pieces in no time.  Par-
ticipants will create a multi-piece cen-
terpiece set to take with them.

MASKS The clAy lAdy WAy 
with Danielle McDaniel, The Clay Lady
Sunday August 29th 11:15am
 You will NOT necessarily be making this 
clay monkey mask - You WILL be making your own unique animal 
mask with clear and complete instructions from Danielle~The Clay 
Lady! Starting with a ball of soft clay, you will learn step-by step how 
to make, paint, and complete one of the 8 animals taught during this 
90 minute workshop. Guaranteed Fun and Informative!



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 • susan@ccsaonline.com

Dress is casual but wear plenty of layers as classrooms do get chilly!

Business Name (if  open): ________________________________________________

Contact Name: _______________________________________________________

Address: ___________________________________________________________

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

Phone: _____________________ Fax: ______________________ Email: _____________________________________________________

Are you a studio?  ❒ Yes  ❒ No   Supplier?  ❒ Yes  ❒ 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?  ❒ Yes  ❒ No        Are you a CCSA member?  ❒ Yes  ❒ No

CONVENTiON PACKAGE: Package includes convention classes and exhibits, the member mixer, 1 breakfast, 
2 lunches and the fabulous final night Reception and Auction. The convention begins at 4pm on August 27th 
and closes at 2:30pm on August 30th.
MEMbEr fee (before July 1):  $279.00 (1st person); $185.00 (per additional person)       

NON-MeMber fee (before July 1):   $504.00 (1st person); $185.00 (per additional person) Fee includes a one year membership to the CCSA.

MEMbEr fee (after July 1):  $319.00 (1st person); $259.00 (per additional person)       

NON-MeMber fee (before July 1):   $544.00 (1st person); $259.00 (per additional person) Fee includes a one year membership to the CCSA.     

                                                                                                                      Number of  people at prices above_______ ToTAl: $ ______________

                                                             Reception Only for guests not registered. August 29th • $45 per person _______  ToTAl: $ ______________

First Name(s) for Badges: ___________________________________________________________________________________________

pre-conVention TEChNiQuE CLASSES: friday, august 27, 2010 
Technique classes require advance registration. No on-site sign up will be available.

❒  WET CLAy bANDiNG AND CArViNG with Michael harbridge; 9:00am - 12:00pm _______ people @ $40 each

❒  GLASS bEyOND ThE bASiCS with Julya Myers and denise callen; 1:00pm - 4:00pm _______ people @ $40 each 

pre-conVention buSiNESS CLASSES: friday, august 27, 2010

❒  PrACTiCAL brANDiNG CAN buiLD buSiNESS with bob felten; 9:00am - 12:00pm _______ people @ $40 each 

❒  FuN iSN’T A FOur LETTEr WOrD! with robin and Julie cates; 1:00pm - 4:00pm _______ people @ $40 each                                                                                      

                                                                                                                              TOTAL OF ALL iTEMS OrDErED: $ ______________

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

Name as it appears on card: ______________________________ Signature: ____________________________________________________

Billing address:  __________________________________________________________________________________________________

By signing below, I understand that fees are not refundable after July 26th and a $50.00 cancellation fee will apply if  I do cancel.

Signature: ______________________________________________________________________________________________________

REGISTER TOdAY!





26  Summer 2010   Today

 At its simplest, glass fusing can be fairly straightforward. Learn 
a few basics and you can turn out pretty impressive results. As you 
and your customers ratchet up the creativity level, however, you 
may want to delve a little deeper into the firing process to insure 
that your advancing glass program keeps turning out consistently 
beautiful glasswork. Below are a few guidelines. (Please note that 
the information in this article is based on using System 96® fusible 
glass. If you are using a different glass, the times and temperatures 
given may not apply.)
 Control Issues: You’ve sailed over the hurdle of programming 
a ramp-hold cycle by using a simple 4-step Firing Schedule. This is a 
great place to begin, but as the fusing level in 
your studio progresses, you’ll want to move 
to a firing schedule that puts more control 
in your hands. Go to the System96.com 
website and download the 6-segment firing 
schedules available there. These schedules 
are better suited to larger or more com-
plex projects, and can even be further ad-
justed if needed.

bUbble SqUeeze
 The presence of unwanted bubbles is a common issue that 
can be addressed by altering a firing program. Air always exists be-
tween the glass layers of an assembled project. If, during firing, the 
edges of the top piece “seal” to the glass beneath it before that air 
has a chance to escape, a bubble is created. In transparent glass, 
you’ll see, and often feel, the trapped air bubble(s). In opal glass, it 

will look like bumps in the surface. Bubbles can be minimized or 
prevented by adding a “Bubble Squeeze” to your firing schedule. 
The squeeze includes a lengthy hold (start with 30 – 60 minutes) 
at about 1150º F, and then a slow ramp (60º – 200º per hour) up 
to about 1370º F. This approach encourages a slower relaxing of 
the top layer, “squeezing” air outward toward the edges for re-
lease.  
 Bubbles can be warded off in the design stage as well. Large 
areas of uninterrupted layering invite them. For example, a 10 x 
10-inch sheet atop another 10 x 10-inch sheet leaves no easy av-
enue of escape for the air between glass layers. Alternately, a 10 x 

10-inch sheet topped with four 5 x 5-inch 
pieces provides seams to vent trapped air. 
Design to avoid bubbles whenever pos-
sible.
Big Blowout. Occasionally a “hump” can 
form in a project. The hump can be small (a 
“burp”), or large (an “eruption”), or even a 
wide-open hole (a “blowout”), all caused by 
increasing degrees of the same problem: air 
gets trapped beneath the project, with no 

avenue of escape. When the glass softens, this air (ever expanding) 
pushes up from below, deforming the glass. 
 The problem is most likely to occur in projects 10” and larger, 
designed with open areas of single layer glass thickness. In those 
designs, eruptions can often be prevented by holding at around 
1370°F for 20-30 minutes during the heating phase. At this tem-
perature the glass is still stiff enough to retain its shape and the gas 

Glass FirinG 201

Left: Gravity assisted the slump of 
this large piece so that additional 
time/temperature at the forming 

stage was not necessary.

Below: A dramatic drape 
may take more time 

and temperature 
at it’s forming 

stage than 
a gentler 

slump 
requires.

The presence of 
unwanted bubbles is 
a common issue that 
can be addressed by 

altering a firing program.
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Sometimes a project will break; know this, and take time to 
understand what went wrong. Reassemble the pieces and 
examine the broken edges. Are they raw and sharp or have 
they been smoothed by the high heat of your forming stage? 
If sharp, you can deduce that the breakage occurred after forming 
was complete (because the broken edges were unaffected by 
the forming process). If they are smooth and rounded, then 
assume the opposite: the glass broke during heating, before 
the forming stage was reached.

ReMeMbeR: Breakage is almost always caused by heating up 
or cooling down too fast for the project in question — this 
includes shocking the hot glass by opening the kiln too soon! 
A notable exception is compatibility stress – where somehow 
you’ve mixed together glasses of dissimilar expansion 
characteristics. Also, projects with wide variation in thickness 
may be sensitive to cracking in the areas where thin-meets-thick. 
More even-volume designs are less prone to problems.

will have time to find another avenue of escape. Using Kiln Shelf 
Paper also allows for easier release of trapped air.

FIRIng SenSe
 An important rule of thumb – especially for those of you 
firing large, full kiln loads – is to make sure you’re firing to the 
schedule required by the most “needy” project(s) in the kiln. This 
“neediness” might be due to size, thickness, or those bubble-in-
viting, large areas of uninterrupted glass layering. Even if most of 
the projects in the load are simple, as long as you have one or two 
that require a bubble squeeze, add one to your schedule. It won’t 
hurt the smaller pieces but it will definitely benefit ones that tend 
toward trapping bubbles. Remember also that if you are unsure 
about your forming temperature, it’s always better to err on the 
side of less; an under-fired project can go back in the kiln for a 
second try, but an over-fired piece cannot be helped. 

SlUMPIng cOnSIdeRATIOnS
 Slumping occurs when glass is heated enough to soften but 
not melt – usually between 1200º and 1250º F. Forming time and 
temperature can be adjusted based on what you’re asking the 

glass to do. A schedule that works well for the gentle curve of a 
sushi mold probably won’t cut it if you’re trying dramatic drapes, 
drops, or using a complex mold. This is where art meets science 
and the keys to success lie in identifying the variables that may af-
fect your slump. For instance, a thick fused project placed over a 
floral former will initially drop quickly due to gravity — but then it 
may take more time and heat to accomplish just the right dramatic 
drape you’re after because of the sheer volume of glass. Advanced 
glass shaping such as this is likely to require some experimenta-
tion — but it’s well worth the effort. Again, just as with firing, it’s 
important to plan your slumping schedule around the most needy 
piece(s) in the kiln load and always err on the side of less. 
 Experience will be your best teacher. Inspect projects after 
firing or slumping. Try to understand the results as they relate to 
your forming temperatures and hold times. How would it have 
looked if cooked less? More? Is there something about the proj-
ect you wish would have come out differently? How would you 
change the firing schedule to achieve that next time? Take a few 
minutes to summarize the results. This habit is an invaluable learn-
ing tool. And remember, when you run into questions you just 
can’t answer, the people at Spectrum are available to help.

A case of “Mumps.” Bubbles have been trapped between 
glass layers. A “Bubble Squeeze” can help prevent this problem.

A 20-30-minute hold at 1370o 
could have prevented this large eruption.

troubleshooting

broken
projects
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looking for ways to improve operations and increase profitability, 
there is a list of top notch distributors, suppliers and consultants 
in the CCSA Supplier guide at www.ccsaonline.com.  You can learn 
a lot just by visiting their websites. Arm yourself with information! 
You will feel much more confident with your business.

bASIc FIRIng InFORMATIOn
 Your kiln is the beating heart of your business. You should 
understand how it fires and how to troubleshoot problems. Some 
things you can learn as you go, but understanding your kiln is one 
fundamental you must learn immediately. If you can explain it to 
your employees so that they understand, it will save you some 
headaches down the road.
 What is the difference between cone 6 and cone 06? Ask any 
studio owner who has accidentally fired a kiln full of low fire white 
earthenware to cone 6. They will tell you that the difference is a 
big, expensive mess.
 As much as I love and appreciate the Orton Cone Chart, and 
we should all have one hanging in our kiln rooms, that chart will 
make your eyes glaze over if you are new to the process. Here is a 
very simple and abbreviated visual of cone temperatures. You can 
extend this in either direction to include glass, silver clay, or high 
fire ceramics. This is how it was explained to me when I was brand 
new, by my consultant, and this is how I explain it to my employ-
ees. 
 Think of cones that start with a “0” as minus numbers. The 
higher the minus number, the cooler the cone. Cones that do not 
start with a “0” are hotter, the higher the number the hotter the 
cone. So a cone 06 is about 1830 degrees, a cone 6 is about 2230. 
That is a difference of 400 degrees, and that is a big difference! If 
you actually draw and label the number line yourself, or ask your 
employees to if you are training them, the concept will stick. Add 
the temperatures under the cones.
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Bonnie Karet, CCSA Membership Relations

 Get to know your kiln…It is the heart of your business.
 The ceramic industry has gone through a tremendous change 
in the last two decades. In the past, most folks who owned ce-
ramic studios could tell you everything about the kilns, the glazes, 
and the process. They were certified ten different ways and were 
ready to sit and spend hours with each customer, teaching people 
how to pour, clean, and decorate ceramics. Now, PYOP owners 
don’t have that time to spend with each customer, nor do the cus-
tomers have that time to spend at the studio. Most want a project 
that is fairly simple, with only a few steps, and they want to be in 
and out in two hours or less. It is this shift that has made owning 
a PYOP studio more accessible to novices. 
 A PYOP studio has become a viable business, one of many pos-
sible small business choices for people looking to live the American 
dream. Our CCSA membership is comprised of former lawyers, 
engineers, computer techs, nurses, teachers, and countless other 
professionals. Many studio owners were attracted to PYOP owner-
ship more by their own entrepreneurial spirit and maybe a great 
experience in a studio somewhere than from a background in or a 
love of ceramics. They need information. Making the decision to join 
the CCSA, and, if budget allows, hiring a good consultant, are often 
the best money they spend on their business. 
 Most of us who started our businesses with no ceramic expe-
rience will never reach the level of expertise that our predecessors 
did. We can operate with less technical know-how because the 
products are much more user-friendly, the kilns are digital, and we 
have so much more information and support readily available. That 
said, we should all strive to increase our knowledge base. There 
are many learning opportunities with the supplier workshops, the 
CCSA convention, and the webinars that are now becoming so 
popular. For new owners, potential owners, or owners who are 

BASIc FIRINg VISuAl  Courtesy Connie Speer, the Pottery Consultant

Why Use Cones?
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Why USe cOneS?
Courtesy ortonceramic.com
 Firing ceramics is much like baking, except temperatures are 
higher. Ceramics can be fired over a range of temperatures. Some 
products have a wide firing range while others have a narrow 
range. Firing to a slightly lower temperature requires the ware to 
be held for a longer time, just as it would be done if one were bak-
ing a turkey. This is because it takes time for the ware to absorb all 
of the heat needed to properly “cook” the piece. We refer to this 
absorption of heat as ‘heatwork’. When the amount of heatwork 
for two firings is the same, the pieces will look identical, even if 
one is fired to a higher temperature for a short time and another 
is fired at a lower temperature for a longer time. Since cones mea-
sure heatwork, all manufacturers recommend the cone number to 
which their product should be fired.
 To monitor the performance of your kiln, a three cone sys-
tem is recommended. If you have a busy studio and are firing two 
kilns every day, it might be difficult to put cones in every firing. You 
should check the kilns at least once a week though. If you have a 
problem with the ware the first thing you need to know is how 
your kiln is firing. It might be firing too hot or not hot enough, 
either way, your cones will tell you. It is especially helpful now 
since the new non toxic dipping glazes are much more sensitive to 
temperature.

ThRee cOne SySTeM
from ortonceramics.com
       Many products 
used today, such as 
porcelain and 
lead-free glazes, 
need to be fired 
within a 2-cone range. 
The 3-cone system can 
be used to determine 
temperature uniformity 
and to check the 
performance of the Kiln-Sitter® 
or electronic controller. The 3-cone system consists 
of three consecutively numbered cones:

 1.  Firing cone - cone recommended by the 
  manufacturer of the glaze/bisque
 2.  guide cone - one cone number cooler than the 
  firing cone
 3.  guard cone - one cone number hotter than 
  firing cone

 For example: Cones O5, O6, O7 for an 06 firing.
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Summer 
Camp 

projeCtS
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by Bonnie Karet and Judi Novotny

If the only criteria for camp projects were that 
the kids had to have fun, camp planning would be easy! 

Fun projects are very important, but it is also important that 
the parents are happy with the finished product. We want the projects 
to be proudly displayed in homes, bragged about, creating the life blood 

of a PYOP studio; word of mouth advertising. Coming up with 
different projects year after year, camp after camp, can be a daunting task, 
but the powerful combination of a child proclaiming how much fun they 
had along with a WOW reaction from the parents make project planning 

a very worthwhile time investment.  

We have put together a sampling of projects here that are fun 
and easy to do and have also been homerun hitters in both the fun 

and WOW departments! 

There are many more camp project ideas in the user’s gallery
 in the ccsaonline.com website, and also plenty of projects 
with downloadable instructions on the techniques page. 

If you have a great project you would like to share, 
post it in the gallery!



the perfect cAMp prOject: 
inexpensive, easy, and parents love it as much as kids!

TILE
self-portrait
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Pottery Painting and Mosaics • Cost: Low

MATeRIAlS needed:
	 •	6”	or	8”	bisque	tile	(8”	tiles	are	great	for	this	project!)
	 •	Masking	tape
	 •	06	underglazes	and	clear	glaze
	 •	Mosaic	pieces,	glue,	and	grout
	 •	Display	stand	(99¢ wooden easels available from IKEA)

STePS:

  Tape off about 2” on the edge of the tiles, leaving a 
  square in the middle for the painting area. 

  Step by step, teach the kids the art project. 
  Face, then features, then hair. Taking them step by 
  step allows you to guide them, show them which 

  brush to choose, etc. and it helps them create a 
  thoughtful project.

  Brush on clear glaze over the painted area. 
  You can skip this step if you used 3 coats of 
  underglaze as a foundation. Remove the tape and fire 
  the tile to cone 06.

  Let the kids mosaic the tile. 
  When the glue is dry, you can grout.

  Brag about your awesome work!

 You can do this as a same day project if you use acrylic paint 
instead of underglazes. Other things that look great instead of self por-
traits are vases with flowers, beach scenes, and animals.

1.

2.

3.

4.

5.
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A really cute and fun project 
that captures a footprint in clay!

CLay 
FootPrINt 

FLIP-FLoP 



   Carefully smooth all of the rough edges.

    From the scraps, cut out a strap shape. The strap can be 
   flattened to about .75 cm and decorated with stamps.

   Attach a small piece of clay, cylinder shaped, between 
   the big toe and the second toe prints. Make sure to slip 
   and score to insure a good attachment. 
   Attach the decorated strap to the edges of the flip flop 
   and to the top of the cylinder shape, again slipping and 
   scoring. 

    You can paint the flip flop now, dry for 3 or 4 days, 
   glaze and fire to cone 06. Or, you can dry the flip flop 
   for 3 or 4 days, fire to cone 04, then paint, clear glaze, 
   and fire to cone 06. 

cost:  Very low

MATeRIAlS:
	 •	 Clay
	 •	 Bamboo	skewer
	 •	 Rolling	pin	or	slab	roller
	 •	 Clay	Stamps	
	 •	 Under	glazes,	paintbrushes,	clear	glaze.

   Roll out a 1.25 cm slab, big enough for a footprint. 
   Press the child’s foot into the clay, carefully pressing 
   down each toe and the heel. Do not press so hard that 
   the foot goes all the way through the clay.

   Using a bamboo skewer, have the child cut out 
   a flip flop shape around the footprint. 
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1.

2.

3.

4.

5.
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This dramatic and impressive project 
is easy enough for kids, but is equally 
successful as an adult workshop.

art on 
pottery

Abstract Abstract 
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cost: low to high, depending on the pottery chosen. 
 Project pictured is a 15” pasta bowl. 
 This looks great on large plates, platters, or bowls. 

MATeRIAlS:
	 •	 Large	piece	of	pottery
	 •	 Black	glossy	glaze	and	under	glazes
	 •	 Paper,	scissors,	sponge,	paintbrushes,	stamps,	detail	writers.

   Using a fan brush, put two coats of a black glossy glaze 
   on selected pottery. (No dipping means the glaze 
   application will not get too heavy.) While the second 
   coat is drying, cut out long strips of paper and a 
   couple of shapes.  Apply the third coat of glaze.

   While the third coat of glaze is still tacky, lay down the 
   paper strips, starting at the edges of the pottery. Create 

   a series of shapes with the paper. Use a sponge lightly 
   coated in the black glaze to tap down the edges of the 
   paper to get a good seal.

   When the black glaze is dry, paint or sponge on three 
   coats of top color, letting the glaze dry between coats. 
   Alternate the color inside of each shape to get dramatic 
   results.
 
   Decorate each little shape using stamps, sgraffito, and 
   detail writers.

   Carefully pull up the paper strips, exposing the 
   black strips between the colors.

   Do not dip. Fire to cone 06.

1.

2.

3.

4.

5.

6.
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 Have fun this summer with this oh so easy combination of 
bisque and clay project.  A hit  with all those summer campers!  It’s 
a great expression piece...How did your hair look when you woke 
up this morning?!
 
MATeRIAlS needed
 4” or 6” tile
 Low fire white earthenware
 Underglaze pencil
 Wooden sticks (pin tool) for cutting
 Garlic Press
 Underglaze colors of choice
 Fun writers
 
STePS:

  For easy identification, have students write their 
  name on the back of tile.

  On clean tile base, have students do a simple 
  backdrop design for clay faces to be added to. 
  Place to the side.

  With an appropriate amount of clay 
  (approx 2”x2” square) have students form a face 
  shape placing back on tile... followed with being 
  creative making eyes, nose and mouth of choice. 
  Either score and slip or have students sculpt or 
  smoosh these (depending on age) to face shape. 

  NOW the fun begins...using a garlic press, have students 
  form a small ball of clay and press through the 
  garlic press for hair,  (Watch out...they will get crazy 
  with this step!) and press on to clay face. 
  (As shown, Name was made with strands of clay.)

  Using colors of choice, have students paint all parts 
  of face and hair, stressing to add a lot of glaze.

  Let dry completely.

  Kiln fire to cone 04.
 
 NOTE: This can be a one fire project with total glaze coverage of 
tile and sufficient amount of glaze on face and hair.

Y
I
K
E
S

1.

2.

3.

4.

5.

6.

7.
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lAST CAll 
FoR PoTTeRY To Go BoXeS!!!

Pottery-To-Go Boxes have been a huge success and were sold out after Inspiria 2009.
However, it was recently discovered that a small supply of over-run boxes were still in-stock 
at the manufacturer’s plant.  What does this mean for you? You have one last chance to order 

Pottery-To-Go boxes either for the first time or as a last chance to re-stock your existing supply. 

there are only enough boxes to fulfill less than 40 orders 
and, once these are sold, they will be gone for good. 

As an added bonus, we are offering these last sets of boxes at a reduced cost of $50 per set 
as well as including customized labels for free — a total savings of $50 off the existing price!

To order, please fill out and submit the order form located on page 5 of this magazine or visit 
www.ccsaonline.com to securely order your boxes through the marketing section online order form.
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A continuing series of business tips based on book reviews

By Helene Safford, Clay Cafe Studios and The Studio Resource

Biz BuzZ

      Richard La Londe and Friends, pub-
lished by Ozone Press, features many of 
the glass industries’ prominent artisans. 
While the book is on the pricey side, it 
includes over 600 full color illustrations 
of some of the most inspirational glass 
projects you could imagine. The book 
is organized by types of projects such 
as enamels and slumping, glass painting, 
metals and glass and “other” techniques 
that include “Colour de Verre” and liquid 
glass lines. 
      The step-by-step instructions are easy 
to follow and just scream for experimenta-
tion to take your fused glass to the next level. 
Some of the techniques require equipment 
that you may not use in your studio or mate-
rials that are on the toxic side. Despite that, 
you are sure to find many of the projects 
easy to duplicate or if not easy, worth the 
challenge.
      Richard La Londe and Friends, Fused 
Glass Book II will help you expand your 
fusing skills and provide inspirational 
techniques to improve your bottom line. 
It’s not just a great techniques book, it’s 
a great investment!
      Till next time...

NeW 
Ideas 
IN Fused 
Glass
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By Teresa “Teddy” Wright, Mayco Studio Market Coordinator

 As a retailer you have several tools available to you to bring 
in and encourage customers to spend money in your studio: your 
store front,  advertisements, word of mouth, website and direct 
contact.
 Let’s focus on the most expensive, yet most under utilized 
sales tool, the store front.  A store’s design can draw in a customer, 
take you to the highest profit item, encourage you to book a party, 
motivate you to stop, shop and spend money.
 Your store front tells a story of what you do, what you offer 
and why the consumer should take time to enter your store and 
more importantly, why they should part with their hard earned 
money.  To do this you need to:
 • Have Clear signage – professionally printed and not 
  hand written or taped to the window.
 • Have store hours, website, and phone number posted.
 • Have relevant displays: seasonal, supporting your 
  current promotion etc.
 • Be Informative:  Don’t make the customer guess if you 
  are a restaurant. Display what you offer.
 • Be Creative: excite the customer so they want to 
  walk in and find out more
 • Have Clean windows! No fingerprints, lick marks from 
  two year olds, or dirty glass.
 • Remove torn or damaged curtains or blinds.
 • Change the displays every month.
 • Create displays that are to scale with the window size.
 • Have your product, such as pottery or glass, be the 
  main focal point with other items as a back drop or 
  supporting prop to enhance the pottery.  If the main 
  comments are on the back drop or props, you are missing 
  out on potential sales.
 • Create a display that tells a story in 2 
  seconds or less.
 • Have an entrance that frames the interior.
 Let’s do an exercise.  Pretend you are a new 
customer that has never been into your stu-
dio.  Drive into the parking lot and look around.  
What is your first impression?  Now look at the 
front of your studio.  What does it tell you?  Print 
off the list above and make notes of your impres-
sion and reaction.  Is the front of your studio selling 
your business?  Now let’s go inside.
 Once you get the customer into your studio, 
work in zones to create an exciting sales experi-
ence for your customer.  
 Zone 1 is the first wall they see when 
they walk in.  You now have seconds for 
them to “get” what you do.  Include your 

logo and a sign of what you offer – Pottery, Painting, Glass, Fun etc.
 Zone 2 is the second area your eyes go to in the studio.  Be-
cause most of us are right handed and we, in the U.S.A., drive on 
the right side of the road we tend to turn right when we enter 
stores.  Higher priced merchandise is located on the right side of a 
store.  If possible, place your bisque on the right side of the studio.
 Zone 3 – is the third area of the studio that catches your eye.  
Do you have signs clearly marking the Glaze Bar, Sales Shelf, and 
Parties?  Does your studio pull the customer into the studio in a 
loop?  The longer you keep a person in the studio the more likely 
you are to get them to stay and paint.  Set up vignettes to show 
off your services and projects.  Create a fun shopping experience 
that turns into an “I want to try this” experience.
 Zone 4 – is the last area your eye rests.  If this is your check 
out or cash wrap area, this is prime real estate to sell accessories 
or ad on items.  Impulse purchases on your counter can bump up 
the sales volume.  De-clutter this area!  It is very easy for this area 
to be a catch all, but don’t let it!  Use this area to sell Pottery to 
Go, plate stands, gift boxes, jewelry and more.
 “Retail design is not just about getting people to buy stuff,” 
said Ann Willoughby, president and Chief creative officer of Wil-
loughby Design Group a Kansas City based firm known nation-
wide for its band identity work.  “The best stores, the best places, 
offer more than just a transaction,” she said.  “They offer a deeper 
more meaningful, more cultural experience.”  
 The experience is where the PYOP market is beating out other 
retail and entertainment industries.  That is why most of the effective 
promotions encourage participation and group gatherings.  For ex-
ample: Ladies Night, Mom & Me, Fundraising events, birthday parties 
and so on.  The current economy can work in the PYOP favor as the 

consumer is looking for the most value for 
their dollar i.e. a personal gift, sharing 

time with friends and family, a 
creative outlet and an invit-
ing place to go.  Make sure 

your studio says “this is 
a unique experience, 
please come in.”

A store’s design can 
draw in a customer, 
take you to the highest 

profit item, encourage 
you to book a party, 
motivate you to 
stop, shop and 
spend money.

You onlY have one 
chance to make a Good

first impression
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International 
News

By Samantha Saville of Casa Ceramica

 Being a mobile studio seems much more of an International 
way of running a studio, but over the last year, two studios, literally 
the other side of the world from one another, took the plunge and 
opened up in store fronts. With no CCSA travel budget available, 
I electronically interviewed Pam McNickle in Auckland, New Zea-
land and Lianne Garven in North Lanarkshire, Scotland all about 
the transition. 

Why dId yOU START AS A MObIle?
 Pam: I originally started from my home garage just over 4 
years ago.  I had been going to ‘ceramic classes’ close to home 
and the lady that did them had her garage all set up to cater for 
about 20 people and her kilns all in one garage!  She closed down 
and with that in mind I decided to do the same thing.  It was very 
slow to start and we did start to get calls 
from people & groups who had more peo-
ple than what could comfortably fit into our 
garage studio.  So instead of turning down 
business I said ‘We can come to you!’ I had 
never heard or thought about being a mo-
bile studio at that stage it was just a way to 
get more business.  I did not have the capital 
to start in premises straight away and I was 
also too nervous to make the jump into a 
lease.  In hindsight I may have grown quicker than I did if I had a 
storefront studio, BUT it would have been a terrible strain on 
the business to have such large overheads from the start and, in 
my opinion, I would not still be going today if I had jumped into a 
lease.
 Lianne: I started off selling, or trying to sell, finished garden 
items at craft fairs & outdoor events. After about a year I decided 
I needed to try something different & stumbled across the paint & 
take concept for kids. I bought some moulds and started to cast 
my own items. There was no big sell to the kids, most of them 
would see the activity & want to do it

hOW lOng WeRe yOU MObIle?
 Pam: I was a home studio/mobile studio for 3.5 years before I 
decided to take the plunge and move out.
 Lianne: I had been doing mobile events for about 4 years. I 
started with a gazebo and initially travelled the length & breadth of 
Scotland going to every outdoor show I could get to. The weather 
was so unpredictable I needed to find a way of ensuring that I 
could trade no matter what, so I invested in a trailer. For 3 years I 
drove about March ‘til October attending events every weekend. 
If I didn’t have an event to go to I was lost, didn’t know what to 
do with myself.  Overall I had a great time, some events were very 
good others were pretty bad - I lost count of the number of fields 
I got stuck in. The mobile side progressed to birthday parties etc & 
I started to offer specialist workshops to schools which have been 

very popular.

WhAT InSPIRed yOU TO FInd 
PReMISeS?
 Pam: During my 3.5 years working from 
home and being mobile I always kept my 
eye on those perfect locations.  I had a few 
locations in mind, not necessarily knowing 
what the rents would be like in those ar-
eas but in my opinion good spots to have 

a studio.  I also read chatter and 100’s of posts on location of a 
studio and whilst it didn’t relate to me at the time I stored it away 
because I always dreamed I would have a ‘proper studio’.  When I 
saw one of my ideal locations come up for lease (it was a scrap-
booking shop) I didn’t act straight away, they moved out in April 
2009 and I moved in, in June 2009 I took the plunge and dared to 
ring the landlord and take a look.  Unfortunately when I looked at 
the studio it was too small for me and I said this to the landlord, 
who mentioned he would make it bigger by putting in stairs to the 
unit below (he occupies) and suddenly the space became perfect 
for me.  The rent was right and I knew it just felt right.
 Lianne: It seemed like the natural progression. Working from 

“I was a home studio/
mobile studio for 
3.5 years before I 

decided to take the 
plunge and move out.”

TAkING ThE PLUNGE!



ties and staff to run the studio now.
 Lianne: I still continue to do mobile events. I love going out to 
different venues & working with such a diverse range of people. 
On average they account for 35% of my monthly income.

WhAT hAVe yOU gAIned FROM The chAngeS?
 Pam: Weight! Seriously though I have now got a second kiln 
which is double the size of the one we used at home, we have in-
creasing sales still every month, we have increasing expenses too!  
I love the fact that generally when I leave the studio (hardly ever) 
I can relax at home now as I don’t have to keep seeing everything 
that needs to be done.  We have gained more customers (walk ins) 
that may never have come to us when we were home.  Lastly we 
aim to have (in training) staff that I can leave running the studio if 
I am sick, or just need a day off and to me that is a huge plus.
 Lianne: Plenty of grey hairs!!!! I thoroughly enjoy being in my 
studio it was the right thing to do however I have reservations 
over the location I have chosen. I wanted to try it for a year to see 
what happened so it’s time to start thinking about where I go from 
here. Part of me would like to bring it all back home, I miss the 
freedom of being a mobile. There are however so many other 
   things I’d like to accomplish 

and can only really do that 
with a studio. 
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home was good but sometimes I felt I wasn’t able to switch off. 
I came across a small unit for rent & based on the mobile work-
shops and home classes I ran it was affordable.

hOW lOng dId IT TAKe yOU TO SeT UP A 
STUdIO?
 Pam: This is a funny question - because you won’t believe me 
when I say that I picked up my keys to the new studio on June 
2nd and I had my first 2 parties in the studio on June 13th only 11 
days later!  In this time we repainted the entire studio, had stairs 
built to downstairs, put a dumbwaiter in (lift for pottery), bought 
new furniture, fridge, microwave and moved everything from my 
home studio.  We also had the kiln rewired in.  We did all of this 
by ourselves, including all the painting it was the most exciting, 
stressful 11 days I have ever had! It did still take us another couple 
of weeks to put in the finishing touches and we had our Grand 
Opening of the new location on Sat 4th July.  (We don’t celebrate 
independence day in NZ but I thought it was a great day for a 
grand opening!)
 Lianne: I signed my lease in May 2009 & within 3 weeks I was 
open for business. The majority of my home customers contin-
ued to come and almost a year later they still attend on a weekly 
basis

dO yOU nOW 
hAVe STAFF In 
The STUdIO?
 Pam: We had some 
staff before when we were 
a home/mobile studio 
however, when we moved 
we had one permanent 
part time staff member for 
the first three months and 
then hired another two. 
Since January though, they 
have all left and moved on 
and I have now just hired 
4 new staff members who 
seem fantastic!
 Lianne: No I’m still a one 
woman show and I have restricted 
opening hours so I can still fit most 
things in. I initially had seats for 12 
however this month I added another 
two and currently have a waiting list 
for my Thursday night kid’s work-
shop. Over 80% of my customers 
come every week which I’m really 
proud of.

dO yOU STIll dO 
MObIle eVenTS?
 Pam: Of course we still do mo-
bile events, even though we now seat 
50 in the studio, we do larger groups 
and groups that aren’t able to come 
to us, it’s great to be able to offer 
that service as well.  We have had to 
put our prices up for this though as 
we need staff to run the mobile par-

“It seemed like the natural 
progression. Working from 
home was good but 
sometimes I felt I wasn’t 
able to switch off. I came 
across a small unit for 
rent & based on the 
mobile workshops and 
home classes I ran it was 
affordable.”
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Glamorous
Pottery

studio 
owner

the fabulous life of a

glaze on shoes and 
between toes:
the perfect pedi!

glaze 
handprints 
on the backside. 
A sure sign 
that you own a
pottery studio

glaze brush 
behind ear, 

glaze in the hair, 
tape around 

the fingers of 
the kiln gloves, 
and a lolly-pop 
as a “bite your 

tongue” tool. 

Scepter or 
job interview 
tool?

Boxes to unpack, file folder 
of donation requests, help 
wanted sign and to-do list!



InSTRUcTIOnS

 1. Lightly wipe ware with a damp sponge to 
  remove any bisque dust.
 2. Using a pencil, very lightly sketch circles onto the 
  plate and mug following the photo for placement. 
  Use various-sized circular items to trace if needed.

 3. Using either the No. 1 Liner or the No. 6 Round 
  brushes as needed, apply three flowing coats of 
  each color as follows, letting dry between each coat:
	 	 •		Dark	Black:	inside	mug	and	spoon,	random	circles	
      and spots on mug and plate 
	 	 •		Light	Kiwi:	handle	of	mug,	random	circles	and	spots	
      on the mug and plate 
	 	 •		Dark	Kiwi:	random	circles	and	spots	on	the	mug	
      and plate 
	 	 •		Light	Grey:	Circle	on	the	plate	where	the	mug	sits	
      and random circles and spots on the mug and plate

 4. Dip each piece in Pure Brilliance™ Clear 
  Dipping Glaze and shake off excess glaze. 
  Let dry thoroughly, then touch up any missed areas.

 5.  Stilt and fire to witness cone 06.

Get inspired at www.ilovetocreate.com

Design courtesy of iLoveToCreate

 Feed your creative cravings with the new Duncan Oh Four™ 
Snack Collection, bubbling with designs and Concepts® colors to 
suit your taste! With serving pieces this appetizing, your friends and 
family will hang around the table long after the snacks are gone.

MATeRIAlS
	 •	 Concepts®	Underglazes	for	Bisque	and	Majolica	
  CN 181 Light Kiwi  
  CN 183 Dark Kiwi  
  CN 201 Light Grey  
  CN 253 Dark Black  
	 •	 Duncan®	Oh	Four™	Bisque
  27156 Snack Mug with Spoon; 5.5” x 4” x 6.5”  
  27157 Snack Plate; 10.5” x 8.25” x 1”  
	 •	 Signature	Brushes	
  SB 802 No. 1 Liner  
  SB 806 No. 6 Round  
  SB 807 No. 6 Fan Glaze  
	 •	 pure•brilliance®	Clear	Glaze	

MIScellAneOUS
	 •	 Water	container	
	 •	 Pencil	
	 •	 Various-sized	circular	items	(optional)	
	 •	 Sponge

Snack Time



 And what child doesn’t like making dots?!  This has been 
a great success keeping those little campers super busy!  With 
the added affect of dimensional dots and turning it into a useful 
piece...parents will love it too!
 
MATeRIAlS needed:
	 •	 04	Cone	fired	bisque	11”-12”	dinner	plate	
	 •	 Gare	Bumpy	Doodles	(colors	of	choice)	
	 •	 Gare	Fun	Writer	filled	with	black	underglaze
	 •	 Water	based	marker
	 •	 Clock	works	kit
 
PROJecT dIRecTIOnS:
 
 1.  Wipe dinner plate with damp sponge to remove 
  particles of dust.
 
 2.  Using a template of choice...lids, cups paper, bowls, 

Time
  or paper patterns, have students trace circles on to 
  plate with a water based marker.

 3.  Simple, but time consuming...have student dot 
  their plates, following circle pattern with 
  Gare’s Bumpy Doodles colors of choice.

 4.  Have student paint on  numbers, (free hand, stamp, 
  template) with black glaze filled fun writer. 

 5.  Let piece dry 24 hours. 

 6.  Dip with clear of choice.

 7.  Cone fire to 06.

 8.  Drill hole in the middle of plate, assembling clock 
  works and install.





REGISTER TOdAY AT WWW.CCSAONLINE.COM OR CALL 888-291-2272 

You are cordially invited to attend the 
Annual CCSA Partner’s Meeting for Success

Friday, August 27 - Monday,  August 30, 2010 
at the Grand Sierra Resort in Reno, Nevada
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Contemporary Ceramic Studios Association Magazine

OUR MISSION:
Providing an environment 

and structure for all 
contemporary ceramic studios 
to learn, grow and profit by 

researching and developing programs, 
sharing concepts, 

and building long-lasting 
relationships among all members.  


