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 Recently I visited the number one vacation destination in the world & the Happiest Place 
on Earth, Walt Disney World.  I’ve been there many times & will gladly go back again.  Why?  
It’s not the characters, it’s not even the rides (although I love rides), it because of only one thing – 
they have created a place where you can step away from your day-to-day life & just have fun.  
How do they do it?  Attention to detail, anticipation of customer needs, & saying yes to the 
customer to name a few.
 Since we are also in the entertainment business, how can we duplicate Disney’s customer 
service on a smaller scale?  How do we go about giving our customer a small escape from their 
normal world just for an hour or two?  Since the one thing we have the most control over in 
our studios is customer service, take a minute or two to think about theses things.  

 Attention to Detail – take a look around your store.  We offer an experience just 
like Disney.  Does everything go together?  Does your store have a style?  Is everything 
clean?  Is the store arranged in a way that makes it easy for customers to get what they 
need?  If not, how can you fix it?
 Anticipation of Customer Needs – This is a skill you have to teach your 
employees.  They need to learn how to listen in on customers without eaves dropping.
Starting with: you can’t hear customers if you are talking to each other.  They have to learn 
to pay attention – see when customers need water or wait for a pause in their conversation 
to check & make sure they are doing ok.  By watching customers, they can help them do things 
better or stop them from doing things wrong.  Have you ever heard an adult at the table 
give a kid the wrong instruction – “just paint extra coats of yellow over that black and 
it will cover the black up?”  If the staff is paying attention, they can really make things better.  
 Saying Yes to the Customer - Truly it’s a lot easier than fighting with them.  Have you ever 
said yes to an angry customer & it just taken the wind from their sails?  They no longer have any 
reason to fight with you.  Think about what it really costs you to say yes to a request.  Now, think 
about what it might cost you to say no.  

 Obviously, there is a lot more to Disney’s success than just a couple of things but these 
are great places to start.  Our goal is to create studios where customers have a great time, 
return over & over again, & although it may be a little more expensive than they wish, 
they feel the experience is worth it.  
 The really important thing for me is that great customer service in your store is a 
wonderful benefit for my store too.  No matter what, if a customer has a bad experience 
in a pyop, almost nothing will ever get her into another studio.  With the amount 
customers travel and move, if they enjoy the experience they’ve had, they’ll look for 
another studio when they relocate.   

 Julya Myers
 CCSA President
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Somewhere in the near future…

 As the plane lands she wonders if she will see any familiar faces in the airport. 
She is new to this and has the hope that she will recognize someone from their picture 
on chatter.   No luck with that but she does see someone carrying a piece of pottery. 
A dead giveaway if she has ever seen one. She inquires if they are attending the CCSA 
Convention. They reply yes and introduce themselves, as well as, three other women 
that are standing to their right. They are all smiles as they head to grab their luggage. 
They chat about where they are from and how things have been going, then head to the 
pick-up area for the free shuttle. The trip to the hotel is less than 5 minutes.  

 They walk into the hotel and a cacophony of voices, music and slot machines fills 
their ears. Then they see them, “their people”, some are gathered at the welcome table, 
some are checking in, all are excited to be here.  Though some of them are more travel 
weary than others they all agree to meet back in twenty minutes. Some have to run to 
their pre-con class, others to find a suitable place to have a drink. Turns out there are 
several.  After drinks they go to convention check in, get their badges and turn in their 
“Great Shapes” for the Auction on Sunday. They can’t wait!

 Later that evening, she winds her way to the member mixer. There is free food, a cash bar 
and then dessert too.  All the conversation is familiar and jovial. It’s like a different language to 
most but they all understand each other. She looks at the convention schedule: a Keynote early, 
tomorrow with Juliet Funt. That name reminds her of Alan Funt that used to host the Candid 
Camera show.  As it turns out Juliet is his daughter.  After the keynote, some classes, she men-
tally highlights the “Creating Culture” class. Lunch is provided and then exhibit hours. She runs 
her finger further down the schedule to Sunday and notices breakfast, lunch and a dinner re-
ception are on the list. She will make a concerted effort to have dinner Saturday night at one of 
the ten or so restaurants, on property.  She starts to realize that there are a lot of great classes 
and she is free to go to all of them no extra charge.  She really should have brought a member 
of her staff.

 She hears a conversation to her left about the “Golden Ticket” raffle that has prizes 
in it from all the suppliers. She will be buying a couple of those raffle tickets!  Someone 
else mentions that the suppliers have specials in their booths, then, she hears there will 
be door prizes this year, just for being there.   This is going to be a great show…

   

 Richard  Morse
 CCSA
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EXPLORE OUR NEW WEBSITE:
www.creative-hobbies.com

It’s open to the public so to access the 
Wholesale Section, use your customer number or 

01-03950 as Username and 123 as a Password.
 

CaLL Ginny at 800-tHE-KiLn 
if you need a Wholesale account Set-Up.
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benefit update

 We have a new look! Make sure you visit the www.painty-
ourownpottery.net to check out our fun new look and also to 
check over your studio listing to make sure it is up to date.
 The CCSA provides each studio member a listing on our con-
sumer website. This is a fun and interactive website that steers 
customers to our doors. This website comes up first or close to 
first on many search engines when folks are looking for pottery 
painting, ceramic painting, etc. Your listing on this site includes your 
contact information, a link to your website, and a list of what you 

www
.p

a
in

t
yourownpo

t
t

e
r

y.com

ENTER
HERE

offer to your customers. The site also has an interactive pottery 
painting program, a short picture video, and information about our 
efforts to raise money for the Vera Bradley Foundation for Breast 
Cancer.
 We can help each other by posting a link to this website on 
our own websites or by promoting the page on Facebook once in 
a while.
 With over 30,000 hits each month, the consumer site is 
one of the most powerful benefits of CCSA membership.

by Bonnie Karet, 
CCSA Membership Relations

CCSA’S ConSumer WebSiteS:
www.paintyourownpottery.net • www.paintyourownpottery.com
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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.

 About three years ago a colleague mentioned she was reading 
a book about vampires and werewolves…she also mentioned that 
she thought the book would become a pop culture phenomenon.  
At the time, it seemed crazy to believe that women of all ages would 
be making the difficult decision of loyalty to a vampire or loyalty to 
a werewolf!  And just for the record, I have no loyalty to either as I 
have not read any of the books nor have I watched the movies…it’s 
just not my genre of entertainment!!
 As I write this, I just realized that I haven’t 
even named the book or movie and yet most 
of you know exactly what I’m talking about.  
Yes, the Twilight saga is that big!  But it isn’t the 
only evidence of a mass pop cultural exuber-
ance for an escape into a fantasy world.
 HBO continues to thrill viewers with 
True Blood, a show based on the intermin-
gling lives of vampires and humans.  True to 
HBO, each episode explodes with material not suitable for children.
 The Vampire Diaries is the CW network’s take on fantasy 
with the story of two vampire brothers longing for the same non-
vampire girl.
 The fantasy world extends beyond vampires and blood.
 The March 2010 re-make of Alice in Wonderland provided view-
ers with an escape into “a strange and surreal place called Underland, 
[where Alice] finds herself in a world that resembles the nightmares 
she had as a child, filled with talking animals, villainous queens and 
knights, and frumious bandersnatches.(source: IMDB.com)”  Build-
ing on this movie, retailers like Anthropologie, Uncommon Goods, 
Mocha UK and Urban Outfitters have featured teacups and teapots, 
usually used for everything but drinking from.  Independent designers 
on Etsy have used quirky teapot prints on a variety of surfaces.
 Immediately following the release of Alice in Wonderland, ru-
mors have buzzed that Tim Burton will re-make the Disney classic, 
Sleeping Beauty, shifting the perspective from the princess to the 
evil queen, Malificent.  Disney and Tim Burton have yet confirmed 
nor denied that the movie will be remade.
 Just this morning, before writing this article, I received an 
email to participate in a local blood drive, but the hook this time is 

different.  Instead of pulling on my heart strings to 
save a life, the blood center is giving away “Team 
Jacob” or “Team Edward” t-shirts in exchange 
for a blood donation.  Even more, donors will 
be entered to win several prizes including, 
opening night movie tickets, movie posters 
and tickets to the Twilight-themed baseball 

game.  Seriously…vam-
pires have invaded pro-
fessional baseball???!!! 
 The examples of 
fantasy in current pop 
culture could continue, but 
I think you get the point!  
I admitted that I haven’t 
watched any of the Twilight 
movies so I’ll admit something 

more – I haven’t watched any of the shows or mov-
ies I just listed, yet I know so much about them.  Their 
influence touches so much of everyday life right now…the 
escape to fantasy has become reality!  It most affects women 
(although men certainly loved Avatar, which absolutely fits in the 
genre of fantasy), but the age range is startling...there seems to be 
no age that is untouched by the cultural occurrence.  
 This is one trend that I am positive that many of you have 
already jumped on…good for you!  If you haven’t yet, or you’re 
looking for new ways to do so, here are a few ideas.
  The most obvious idea is to host a viewing party for the 
movies and TV shows.   Don’t limit yourself to the newest releases.  
It is pretty much mandatory that you provide customers a venue 
for voting for Edward versus Jacob!
  Host a book club in your studio for fans of this genre.  An-
other bursting trend are book clubs engaging in a related craft 
activity to further enhance their reading experience.
  Feature tea sets in your studio.  If a customer paints an 
entire set, offer a complimentary tea party in your studio. 
There is no better way to understand the trend and develop mar-
keting ideas to support it then to live among the trend followers.  

The escape To fanTasy 
has become realiTy

It is pretty much 
mandatory that you 
provide customers a 
venue for voting for 
Edward versus Jacob!
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RelAteD to fANtASY, theRe ARe thRee 
mAIN ColoR PAletteS to CoNSIDeR:
 1. Blood – the strong contrast of red, black and white is shock-
ing and attention-grabbing
 2. Magic – the vibrancy of dark neon-hued tones like red, 
green, purple, pink and blue is playful and powerful
 3. Surreal – the more traditional colors of fantasy, shades of 
pastel pink, purple and aqua create a sense of whimsy
 Three years ago, I never imagined I would be writing an article 
about vampires and blood.  Two years ago, I figured the “Twilight 
thing” would fizzle.  I have finally come to my senses and accepted 
the fact that the fantasy world is a part of our lives for quite some 
time.  There isn’t a day that goes by that I don’t hear references to 
the trend, recaps on the shows and movies, heartfelt discussions 
(sometimes ending in arguments) regarding Bella’s choice.  Then 
there are the multitudes of marketers that are building their busi-
nesses based on the underworld.  Love it or hate it, the dark fantasy 
world has risen to become a dark reality…are you taking part?
 For questions and comments concerning this column, email Alyson 
Dias at adias@ilovetocreate.com.

AbovE: 
Engage in Wonderland…

Go mad with creativity. 
With underglazes and a little 

imagination, it’s a fun craft for 
daydreamers of all ages!

RIGHT: 
Twilight Teardrop Necklace… 

Don’t cry over complicated creativity! 
Save your tears for a trendy statement 

necklace that’s oh-so-easy to make! 

Tune into the everyday world of fantasy followers at:
  twitter.com/twilight  (be among the 325,000+ followers)
  twitter.com/vampirediaries (be among the 
  225,000+ followers)
  twitter.com/truebloodhbo (be among the 87,000+ followers)
  twitter.com/importantdate  (be among the 
  15,000+ followers)
  facebook.com/twilight  
  (more than 6.4 million people “like” this)
  facebook.com/thevampirediaries  
  (more than 1.2 million people “like” this)
  facebook.com/trueblood  
  (more than 1.9 million people “like” this)
  facebook.com/aliceinwonderland  

 (more than 1.6 million 
people “like” this)
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oN ThE RoAD
by Teresa Johnson

We were recovering from a very busy Christmas season when, on January 14, 2010, 
Gary and I decided we needed a break.  We needed to go on a Kentucky 

paint-your-own-pottery studio tour.  We printed a list of all the CCSA members in Kentucky,
 left messages at all the studios that we were headed their way, mapped our route, 

packed the car, and set off for a whirlwind trip.  

to hit the road
A quick decision
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the Clay Chameleon, 
Paducah, KY
 It took us about two and half 
hours to get to Paducah, KY, the 
home of our first stop, so we de-
cided to wait until Saturday morn-
ing to visit the studio, The Clay 
Chameleon. Paducah, home of 
the National Quilt Museum, is an 
arts-friendly community of about 
26,000 people.  The Clay Chame-
leon brings the charm of the city 
into the studio, using old Coke cas-
es to store the paint bottles.  The 
studio is alight with bright colors, 
great signage, and 
a spacious, invit-
ing party room 
that features all 
the party pieces 
at kid level.  The 
studio caters to 
all ages, and their 
sunny interior is 
sure to brighten 

your day!  Who doesn’t love a colorful chame-
leon?  What fun!

main Street Shoppes, 
Clay, KY
 Our next stop, Main Street Shoppes, was off 
the beaten path in the small town of Clay.  We 
followed a hay truck most of the winding back 

roads from Paducah until arriving in Clay.  
Unfortunately, we made it into town after 
the studio had closed, but were able to see 
the wonderful white bisque in this cute stu-
dio plus lots of other gift items.  We walked 
around a bit before finding an old country 
store and a bologna sandwich and heading 
off to Bowling Green.

the Paint ‘N Place, 
Bowling Green, KY
 The Paint ‘N Place, much like our Paint-
ed Clay Studio 2 in Tullahoma, is in a great 
old house with several rooms, rather than 
one large studio.  Customers can claim 
their own little corner, while still enjoying 
personal painting attention from the staff.  
The Paint ‘N Place also offers plaster and 
t-shirt painting.  I was inspired by the great 
gift ideas and painted samples – the kiln 
room door was beautifully painted as well!

The Clay Chameleon, 
Paducah, KY

Main Street 
Shoppes, 
Clay, KY

The Paint ‘N Place, 
Bowling Green, KY
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Paint Spot, 
louisville, KY
 Marsha, the owner, immediately made an impression on us.  
She was super inviting and outwardly passionate about her busi-
ness, greeting everyone as they came in, and offering personal as-
sistance to her painters.  The studio is full of samples for customers 
to copy, adapt, or use as inspiration.  We loved the layout as well.  
The cash wrap is in the middle of the studio, so even with a long line 
of customers ready to check out, help for another painter is only 
a few feet away.  We were there on PJ painting night, and everyone 
seemed to be having so much fun, we wanted to stay and paint, but 
we had another studio to visit that night, so we waved good-bye to 
the pajama-clad artists and headed for our last stop for the day.

the Artist in You, 
louisville, KY
 We arrived at The Artist in You just before closing, 
so we didn’t get much time in the studio, but we loved the 

painting of the sun on the window to the kiln room and the outdoor 
painting area.  We were ready to call it a night by then, anyway.  

Color me mine, 
Crestview hills, KY
 The next morning, we drove to Crestview Hills, near Cincin-
nati, OH, to visit Color Me Mine.  Crestview Hills, a suburb, is even 
older than Cincinnati, founded before the Civil War and taken as 
a territory by General Heth of the Confederate Army.  But Color 
Me Mine is a shining star in this busy outdoor lifestyle center 
mall—it is so well organized and inviting, from their customer 
friendly paint station design to their Princess parties to the way 
they displayed coming events on their tables.  We were greeted 
with wonderful staff and wanted to stay and paint for a while, but 
there were still more miles to travel if we were going to get to all 
the Kentucky studios in one weekend!

Paint Spot, 
Louisville, KY

The Artist in You, 
Louisville, KY

Color Me Mine, 
Crestview Hills, KY
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iPotter, 
Versailles, KY
 We were finally ready to start back south, and we set off for 
Versailles, KY, (pronounced ver-SAILS, rather than the French 
pronunciation) when we visited iPotter, one of the newest stu-
dios on our trip.  iPotter, when we visited 
in January, had not yet been open for an 
entire year, but in a short time, Ashlee, 
the owner, had done some amazing work 

transforming a once-historic hotel into a 
PYOP.  If the architecture fails to inspire, the 
wide selection of bisque and creative samples 
surely will.  Ashlee is overflowing with creative 
ideas and enthusiasm to expand and develop 
her business, so with any luck, this town trans-
formation will make history of its own.

the mad Potter, 
lexington, KY
 Lexington, KY, may be well-known for its 
role in the American Revolution and its thor-
oughbred horses, but it is also the home of The 
Mad Potter, the final studio stop on our state-
wide journey.  The first thing we noticed was 
the bold, graphic sign announcing the studio, 
and the inside was equally eye-catching.  The 
studio features an expansive glass display, and 

more bisque samples than we could count.  They 
have a wide variety of other projects available as 
well, including clay building, t-shirts, and silver clay.  
We loved the cozy family-style seating—everyone 
feels included at The Mad Potter.
      
55 hours, 1030 miles and 8 studios
      Each studio had its own unique spin and per-
sonality.  Seeing them all in such a short period of 
time encouraged us to compare and contrast, see-
ing what worked and what didn’t work and per-
haps find solutions to our own studio challenges.  
55 hours, 1030 miles, and 8 studios later, we were 
back in Murfreesboro, TN, exhausted and inspired.  
Thanks to all the studio owners who welcomed us 
in, showed us around, and shared so many creative 
ideas!

iPotter, 
Versailles, KY

The End!

The Mad Potter, 
Lexington, KY
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A  L i g h t e r  M O M e N t

By Judy Salinas, Glazed & Amazed

Who Let the Dogs Out?
 What a fun sight to look down Main Street in Edmonds and 
see hand painted dog bowls in front of all (or most) of all the 
stores. The town I live and work in is a very dog friendly place 
where many people walk the town with dogs in tow. This fun mar-
keting idea came to us while we were working with our web de-
signer, Greg Urban. Business had been off for a couple of months 
so I took the time to update and upgrade 
my web presence. It was something I had 
planned to do for a long time. It took a lot 
of hard work but it was worth the effort. 
While we were brain storming for new ideas 
Greg came up with the idea of personalized 
hand painted dog bowls for the business’s 
around us. At first I thought no one would 
be interested — but I was wrong!
 We started by painting a bowl for the 
front of our store and then created some generic ones with bones 
and paws on them. I took those to a monthly merchant meeting 
and showed them off. I asked for people to contact me if they 
were interested in having us painting one for them. I spoke to 
the president of our association and he joked about having his be 

a dog in running shoes as he owns a Running Store. The wheels 
started turning as the challenge was thrown down. My daughter 
Amber created an adorable bowl with a golden retriever in run-
ning shoes. Frank was so happy with it he had tears in his eyes 
when he saw it. He sent out an email to all the merchants and then 
the requests starting coming in. 

 It took us a few days to regroup and 
order more bisque bowls. We started cre-
ating some really fun bowls that all said 
Glazed & Amazed loves _____________.” 
fill in the blank for the business. We put add 
-on shoes on the shoe store and a big “dia-
mond” ring on the jeweler and food tots 
on the the Hamburger restaurant bowl. 
The response has been amazing. It is so fun 
to see all the dogs stop and drink at all the 

fun bowls. It has created good will with the other stores and a lot 
of talk about our store and what we offer here. Every morning 
when I put the flag out and sweep the sidewalk I see all the stores 
putting out their bowls and it brings a smile to my face. What a 
great marketing idea!

It has created good 
will with the other 
stores and a lot of 

talk about our store 
and what we offer here.
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By Judi Novotny, It’s Yours Pottery, Omaha, NE  

 “What would you think if I sang out of tune,
 Would you stand up and walk out on me.
 Lend me your ears and I’ll sing you a song,
 And I’ll try not to sing out of key.
 oh I get by with a little help from my friends,
 Mmm,I get high with a little help from my friends,
 Mmm, I’m gonna try with a little help from my friends.” 

 One of my favorite ‘Beatle’ songs…and so true in life.  Own-
ing your own PYOP studio can present many a challenge. Who do 
you turn to when the frustration of a day overwhelms you?  It’s 
nice to know we all have the support of our fellow CCSA mem-
ber ship…friends to help us get through. Read on as a few of my 
friends and I offer how we deal along with  a little of what we have 
learned through the years.
  Helene Safford: Clay Café, Catered Clay, 
  Falls Church, Virginia, www.claywire.com
  Nancy King: That Pottery Place, Omaha, NE, 
  www.thatpotteryplaceomaha.com 
  Judi Novotny: It’s Yours Pottery, Omaha, NE,                                      
  www.itsyourspottery.com
  Debi Wright: Ceramics & Coffee House @ 
  Paint Glaze & Fire, Overland Park, Kansas,
  www.paintglazeandfire.net 

CUStomeR SeRVICe:
What’s your solution to less than a lovely customer?
 helene:  “Kill them with kindness. Sometimes you will be 
surprised by the results. There are those lovely customers that will 
always treat everyone like a doormat. Other times, they may be 
just having a bad day and they respond to some extra patience.”
 Debi:  “Give them some space — remember that their real 
problem probably doesn’t have anything to do with you — and 
keep being nice to them.” 
 Nancy: “Kiss Ass! Oh, we probably can’t say that. We do our 
best to resolve problems, if it is our fault we give replacement 
pieces and free studio fees. We do our best to remain happy and 
sympathetic to whatever they are concerned about.
 Judi: How’s that phrase go... ‘The customer is always right”? 
That’s pretty much our philosophy. We all know, it doesn’t happen 
every day, so looking at what the cost of the pottery piece is, verses 

losing a customer, and 
the of risk negative talk... we
find it best to just make them happy! We try to understand that 99% 
of the time...the less than kind are just having a bad day and need to 
vent on someone...and it just might be you. So deal with them, vent 
once they are gone and go on! 

StAff: 
What’s your best tip for handling staff communication, so all are on the 
same page?
 helene:  “Have regular staff meetings and review the areas 
that need attention. It’s always a good idea to “sandwich” the 
news…i.e., start with the positive, then the need for improvement 
followed by another positive. They will be more likely to listen to 
the part in between. Staff need to be clear of expectations.”
 Debi:  “On our time in/out clip board I’ll post updates/chang-
es and ask each person to initial after reading. We also recently put 
a note board near the check out center and we post all specials so 
everyone can be in the know.”
 Nancy:  “Working with them, continued training and staff 
meetings. Depending on the employee, this still may not work, but 
we try.”
 Judi:  “Scheduling regular staff meetings, encouraging strong 
staff input has worked well. We also have what I call...’THE BRAIN’, a 
simple computer desktop document that everyone knows to open 
and read as they begin a shift. We communicate anything we feel all 
should be aware of...I will leave job responsibility requests... we all 
will note customer requests...notes of do not forget to... along with 
little words appreciation to each other. It works for us!”

mARKetING:
What do you find works the best for you...your advice to a newer studio. 

“I Get by 
wIth a LIttLe 
heLp From 
my FrIends”



play time.  Oh, oh, and paint some pottery!  Isn’t it the passion that 
drove us to where we are today?”

ADVICe: 
We all may have done something different, if we had the chance to do 
it all over again... What’s your advice to newer studio’s?
 helene:  Think twice and be financially solvent before you think 

about expanding. Multiple stores very often mean a lot more work with-
out the same amount of financial reward. I know an optical store owner 
that expanded to 6 stores. He later sold and closed all but the original. 
When asked why, he said it just wasn’t financially worth all of the extra 
work. I am not interested in working hard to open lots of studios just to 
pay employees and a landlord. It’s also much harder to balance work and 
home life when you are split between multiple studios.
 Debi:  “Keep your passion - but remember you need to make 
money to stay in business. Keep your eyes on the numbers....
and ask - How can I cut costs? How can I improve profit? What’s 
working? What’s not working?
 Nancy:  “My guardian angel was looking over me when I opened 
my first store (before CCSA Chat site and internet), so other than 
I wouldn’t have put a small couch and T.V. in my 8X8 office/storage 
room, never to be used, I don’t have any regrets. My space is small (I 
still would like 250 more feet) but it’s in a great location. 
 My second studio is another story. When you come up with a 
budget on how much rent you feel that you can support, stick to 
that amount. I had a contract written up with the original amount, 
when the landlord came back to me after another tenant backed 
out. He gave me 3 free months of rent and other discounts to take 
a larger space and I took it, always regretting spending more on 
the rent than I should have. Know what type of retail traffic your 
shopping center will bring in. I went into a new shopping center 
that hadn’t established that, within the first 3 years all the retail 
businesses closed up except the restaurant and hair salon. My 
landlord re-rented my space when my lease came due, to a Doc-
tor’s office, offering to relocate me (no thanks). It was a blessing 
as my 2 managers were going to half days. I love having one store. 
  Location and visibility 
  Affordable rent and how many employees 
   do you want to have to pay for it.
  Set a budget for setting up your new studio and stick to it. 
  You can always glam it up later.
  Know what kind of foot traffic your complex will bring 
  in and who it services. 
 Judi:  Cap your NNN’s triple net expenses (if you have them) 
on your lease as you sign, or renew!  Our CAM, common area 
maintenance costs, have risen over 80% in the past 6 years.  And 
yes, my attorney reviewed our original lease.  Lesson learned, use 
a real estate leasing agent, or attorney that knows the commer-
cial leasing industry.  Also…think CHEAP…it’s nice to have all the 
little extras…but you want to make a profit, right? 
 In closing, always try to remember that within each issue that you 
face… there is always a lesson to be learned. Learn the lesson… let go 
of any stress it may cause you… and keep moving forward.      
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 It’s nice to know we all have the support 
     of our fellow CCSA membership… 
   friends to help us get through.

 helene: “Customer service is #1. Word-of-mouth is your 
most important marketing. Happy customers means good refer-

rals. As far as the more traditional forms of marketing and pro-
motion, be sure to have an online presence. That is where 
advertising dollars continue to migrate.” 
 Debi:  “CONSTANT CONTACT - Keep them short and 
sweet and don’t send too many. Sending out emails that focus 

on one or two things get better 
results than a long newsletter.

  Nancy:  “Ads in Family and 
School magazines and we were fortunate to 

get a few free spots on our local T.V..” 
 Judi:  “Track what is working and what is not, 
and be consistent! Easier said than done, but mar-
keting is a huge aspect of owning a PYOP studio. 
Word of mouth  is by far THE BEST!  We continue 
to do limited paper advertising leaning a stronger 
focus with online marketing, i.e., current website, 

Facebook, Constant Contact emails, and presence 
on Mommy Sites.

WhAt’S YoUR hell… 
your biggest frustration?

 helene:  “Customers knocking (or banging) on the closed…
locked door before or after hours with, “I just need to pick some-
thing up.” Do you go and bang on your dry cleaners door to pick 
up???”
 Debi:  “When my staff can’t read my mind! When I have to 
spell out exactly what I want/need done.” 
 Nancy:  “Staff, broken kilns. These are our frustrations. Do 
we really need to fire things?” 
 Judi:  “Staffing! The minute I feel I have a stellar staff, one or 
two will be moving on to bigger and better things. The majority of 
my staff have been college students, so it’s the nature of the beast!  
In a perfect hiring world, I would have employees that would be 
content to work in a pottery studio, not making big bucks, and be 
perfectly happy forever! If you find a couple, send them my way!” 

BAlANCe:
owning a PYoP studio, how do you balance owning a business and still 
make time to have a personal life? 
 helene:  “You need to plan and schedule your time off just 
like you need to pay yourself. This is not a hobby. It is also a means 
to an end (to support your family) – it isn’t your whole life!
 Debi:  “Not sure I’ve figured this one out. Bite the bullet and 
pay someone to be there so I can have a day off.” 
 Nancy:  “Finding great managers. A couple of years in to it, 
my niece and eventually my daughter-in-law became managers, it 
was at that time I no longer wanted to sell it and am able to travel 
to my hearts content.” 
 Judi:  “Hire staff once you have the cash flow to do it!  Pay 
yourself so you don’t begin to resent doing payroll!  Schedule 
yourself OFF, and that means no working at home!  We all need 
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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.



At this year’s auction, we will once again feature 
the Golden Ticket Raffle.  The winner of the 
drawing will receive all of the following prizes.  
The winner must be present to win and we 
expect to be getting more stuff for the prize 
as the convention gets closer. 

   Aardvark Clay and Supplies $100.00 Gift Card

 $100 worth of stilts

 $100 gift certificate plus 15%   
 discount for all the orders 
 placed before 8/31/2011.

 $1000 Bisque Bucks

 Free Convention Fee for 2011,  
 One year CCSA Membership, 
 Terrific Techniques DVD set;
 Total Value $599

 $400 Gift Certificate   
 and 3 cases of new bisque

  $250 gift certificate plus free
 shipping within the 48 states.

 $500 worth of marketing materials

 $100 worth of product

 $300 Gift Certificate 

 $250 gift certificate 
 for glaze

 Personalized pumpkin and 
 snowman bisque, total value $100 

 Year license to Bisque Painter, $95
 See www.bisquepainter.com 
 for product details.

 $100 certificate

 30MC banding wheel, retail $99.75
 25LC banding wheel, retail $76.00
 22LC banding wheel, retail $56.00

       $75 worth of product
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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

Golden 
TickeT 
Raffle
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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 888-271-ccsa
QuESTiONS? contact susan walker: phone: 888-291-ccsa - ext. 4 • fax: 888-271-ccsa • 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?  r Yes  r No   Supplier?  r Yes  r No  (pick only one)   How many studios do you own? __________

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

Is your studio open?  r Yes  r No        Are you a CCSA member?  r Yes  r 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.

r  wET CLAy bANdiNG ANd CArViNG with Michael harbridge; 9:00am - 12:00pm _______ people @ $40 each

r  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

r  PrACTiCAL brANdiNG CAN buiLd buSiNESS with bob felten; 9:00am - 12:00pm _______ people @ $40 each 

r  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!
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Please join us at the CCSA party of the year! The Great Shapes Auction and 
Reception is always a highlight of our annual convention, and this year promises to 
be a lot of fun with the Prom Theme. Vera Bradley spruces up the auction tables 
with fun purses, backpacks and other Vera Bradley goodies! Delicious food and a 
cash bar get the party started.
 
All proceeds from the auction go to the Vera Bradley Foundation for Breast Cancer. 
the Annual CCSA Great Shapes Auction has raised more than $200,000 

for breast cancer research in just 7 years.   We are thrilled to announce 
that Heidi Floyd  (with a special guest) will be joining us again this year!
 
We need everyone to participate!  Put on your art hat and create a 
special piece to donate to this great cause.  You can donate pottery, glass, 

mosaics, or surprise us!  
 

About the Vera Bradley Foundation for Breast Cancer: The Vera Bradley 
Foundation for Breast Cancer is celebrating its 10th year of funding breast 

cancer research. With the endowment of a Vera Bradley chair in oncology, Dr. 
Linda Malkas at the Indiana University Cancer Center and more than $10 mil-

lion pledged to breast cancer research, the Vera Bradley Foundation for 
Breast Cancer is doing its part to eradicate breast cancer. The Foun-
dation receives funding through the sale of Vera Bradley breast cancer 
awareness designs, special events across the nation and through dona-
tions on verabradley.org.

CALLing 
ALL greAt 

SHApeS!
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 Whether you have been a member of the CCSA for many 
years or you are an exploratory member, if you are not taking ad-
vantage of the website, you are missing out on a fantastic benefit. 
The CCSA website has hundreds of pictures, marketing templates, 
press releases, techniques, kiln information, supplier listings, our 
number one rated benefit; Chatter, and so much more. With a few 
clicks of your mouse, you can open up a floodgate of information 
and inspiration. Our goal is to plug you in to this industry by pro-
viding you with ideas, networking opportunities, and a soft place 
to fall. You are not alone. Hundreds of studio owners experience 
the same challenges and triumphs that you do, so why not share? 
Even the most seasoned veteran can learn, and even the greenest 
newbie can teach. The website is the place to celebrate and unite 
our very unique PYOP spirit. 

how do I register for the main website?
 1. Go to www.ccsaonline.com
 2.  Click on Member sign in
 3.  Click on New Users Register Here
 4.  Read terms, scroll down, and fill in the information 
  requested. Submit order. Your username and password 
  is approved within one business day.

What information is avail-
able on the website?
 Once you are logged in to 
the website, you can access all 
of the information on the yel-
low menu buttons on the left of 
your screen, with the exception 
of Chatter. (More about that 
later) The yellow menu buttons 
are as follows: 
 JoIN: (Which you already 
have, if you are logged in)
 ChAtteR: Chat with 
your colleagues. Ask questions, 
share your experiences, get 
ideas, vent. (Requires a separate 
username and password...more 
about chatter later)
 oUR BloGS: Unload-
ing the Kiln in My Mind-Richard 

Morse, the CCSA CEO shares his observations, wit, and wisdom 
in his entertaining and often aha-moment inspiring dialogue.
 mANAGING: Philanthropy links: Learn what the CCSA 
does to give back. Add a helpful link: Know of a great website 
that would benefit other members? Add it here, or view the links 
that have been added by your colleagues. Studio locator: Tips-
Susan Walker tells you how to make the most of your consumer 
site listing. trend Report: Read about trends that relate to our 
industry. member Credit Card Processing and Payroll Pro-
cessing: Our business partners can provide you with excellent 
rates.  the model Release form and the employee training 
manual are in Word format, so you can save them in your com-
puter and edit them to be specific to your studio.  the office 
max Discount Card can save you serious money on copying 
and products at Office Max, a CCSA business partner. These dis-
counts also apply to online purchases. Clicking on Studio opera-
tions templates will open up another list of templates; birthday 
party contracts, job applications, custom order contracts, Daily 
activity checklists, and more. You can save them in your computer, 
edit them and put your logo on the top. Why reinvent the wheel? 
Save time and utilize the forms here.  Planners are very general 
seasonal planners, things to accomplish. There are more detailed 
calendars in the marketing section of the website. Articles open 
up a number of topics. Click on any of the topics to view related 
articles.
 teChNICAl: Studio technical Guide: This document is 
available to members and non-members because we feel that the 
information is important to the health and well being of our in-
dustry. Learn what causes those pesky problems like shivering and 
crawling, and what, if anything can be done about it. Print this doc-
ument, laminate it, and put it in your kiln room. You can empower 

your employees by giving them 
information that will help them 
understand their jobs. health 
and Safety Statement: In-
formation and contact infor-
mation regarding the industry 
switch to non toxic glazes. 
Kiln maintenance: Informa-
tion about your kiln; maintain-
ing it, preparing for busy times, 
venting, electrical. Take care of 
your baby!
      mARKetING: market-
ing materials Customized 
for you: Have you experienced 
sticker shock at the high price 
of customized color printing? 
Check out our business part-
ner’s amazing pricing on a vari-
ety of marketing materials. Ben-

www.ccsaonline.com
THE CCSA MEMbER’S oNly wEbSiTE
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efits Bundled: Order many of the CCSA pictures, clip art, flyers 
and posters on convenient DVDs. monthly Calendars: We break 
it down, day by day, month by month. What you need to be doing and 
when you need to be doing it. Print and hang on your wall next to your 
computer! Survey results: From time to time, we conduct surveys 
to check the pulse of our industry. The survey results are posted here. 
logos: Catchy phrases and logos you can download and use in your 
marketing efforts. Right click and save as a jpeg. The next several links, 
from line Art – Stock Photos are better left to your exploration. 
There are hundreds of images, drawings, flyers, posters, print ads, etc 
that are designed to promote YOUR BUSINESS. They are industry 
specific, highly effective and will save you lots of time and money. Kick 
back with a cup of tea or a glass of wine and explore. Simply right click 
and save as a JPEG if you want to use it. Press Releases: Click here to 
open a long list of press release templates. Want free advertising? Send 
out press releases.Contemporary Studio Press Kit from National 
advertising to articles about our industry. Read about how Jon and 
Kate gave PYOP and earnings bump. how to event Kits: Learn how 
to market to homeschoolers, scouts, and diva nights. Download the 
Shoestring Marketing Booklet and read hundreds of free or low cost 
marketing ideas that WILL boost your sales. Work the Pricing and Pro-
motion workbook to understand and calculate what you should be 
charging, based on your overhead. This is a link filled with useful tools. 
PYoP Day: Promote it, fill your studio! Celebrate our industry. Ar-
ticles: Click on each topic to view articles.

 CoNVeNtIoN! Click here to visit our convention web-
site. Classes, events, registrations; it’s all here! Come to Conven-
tion, the PYOP Mother ship.  Meet others of your kind. We prom-
ise, you will leave inspired, happy, and with a fresh passion for your 
business!
 oPeN A StUDIo: This is for prospective members. Is 
this how you found us? We would like to know!
 INteRNAtIoNAl: A list of articles relating to our In-
ternational members. International Clip art link. International 
Stock Photos and International Chatter Forum Link.
 mAGAZINeS: PDFs of our CCSA today magazines.
 teChNIqUeS: Click on the picture of the technique you 
like and you will see a downloadable PDf with material list and 
instructions!

 CoNtACt US: Staff Contacts
    SUPPlIeRS: An online listing with contact information, 
product offerings, and website links to all of our wonderful sup-
pliers!
    StUDIoS: our studio locator, the same as on our con-
sumer site
    GAlleRY: Pictures, pictures, and more pictures. Glass, 
clay, pottery painting; get inspired, get ideas. All of our Great 
Shapes Auction pieces are in this gallery, as well as a link to our 
Member Gallery in Chatter.
    BoARD: Meet the brave souls who volunteer their blood, 
sweat, and tears to keep our organization strong and vibrant. If 
you have been a member for at least three years, you can run for 
the board and make a difference too!

how do I participate in ChAtteR?
This area requires a separate username and password. If 
you don’t have one, here is what you do:
 1.  Click on chatter

 2.  At the bottom of the log in screen is a sentence that 
  says: “The administrator may have required you to 
  register before you can view this page”. The word 
  register is a link to the registration for chatter. 
  Answer all of the questions. When you register here, 
  your username will be what people get to know you by, 
  so use something you like. (When you get to 
  convention, you will be already known by this name if 
  you use chatter. You will also feel as though you 
  already know people because you have chatted 
  with them. )
 3.  After you register, we will approve your access and you 
  can then chat with studio owners and suppliers from all 
  over the country and around the world.
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 ImPoRtANt: You do not have to “chat” yourself to use 
chatter, you can simply read through the posts and do searches on 
different subjects. If you want to post, you will be welcomed with 
open arms, but you are free to use this forum in any way that is 
comfortable to you.

how do I post a question or an idea in chatter?
 The chatter area is broken up into several forums.  Click on 
the appropriate forum, and then click on the button that says 
“New Thread” You will be asked for a title to your post, and then 
you can type in the question or idea. The forums in chatter are: 
	 •		Bulletin	Board	Usage:	This	forum	explains	“how	to”	do	differ-
ent things within the website. Good to read over.
	 •		CEO	Speaks:	Richard	updates	us	on	new	benefits,	marketing	
ideas, CCSA news, etc.
	 •		Studio	Member	Benefits	and	Updates:	CCSA	news
	 •		International	Member’s	Forum:	A	forum	for	our	international	
members to post about issues facing them, or marketing ideas, etc.
	 •		Convention	News:	All	convention	all	the	time!
	 •		Mentoring:	Ask	and	ye	shall	receive.	New	members	ask	ques-
tions of experienced studios. The motto here: WWFMMNWFY, 
but for what it’s worth…..
Studio Chatter: This breaks out into the following forums relating 
to studio operations:
	 •		Bisque	Banter:	Looking	for	a	new	design?	Looking	for	a	spe-
cific piece your supplier is out of? Need an alien eating a hot dog? 
Post it here. You never know who might have what you need!
	 •		Creative	techniques:	Share	those	great	ideas!
	 •		Employee	 Issues:	Always	a	 lively	discussion	
here. 
	 •		Marketing	Ideas:	Think	you	have	thought	of	
everything? Think again. Many CCSA members 
get great money making ideas from their col-
leagues here, no matter how long you have been 
in the business!
	 •		Mobile	Ceramics:	A	forum	devoted	to	our	
Mobile Studio Members
	 •	 Polls:	Want	 to	 know	 the	 average	 square	
footage of a studio? The average manager’s sal-
ary? What is considered a “good “Saturday? Ask 
it here, in a poll. How do you stack up?
	 •		Tech	Talk:	Kilns,	stilts,	viscosity,	cones,	relays.	
Yes, this is the nerd stop in chatter. We gotta 
know this stuff!
	 •		ABC-Anything	 but	 ceramics:	 Info	 about	
glass, mosaics, fabric art, anything but ceramics.
	 •		Supplier	 News:	 Sales,	 new	 products,	 infor-
mation. Our wonderful suppliers are very col-
laborative and invested in our success. If you are 
a supplier, this is a great way to get your name 
out there and promote your products.
	 •		Regional	 Meetings,	 Camps,	 and	 Classes:	
Studios and suppliers can post about upcoming 
workshops and get together.
	 •		The	 Water	 Cooler-Because	 it’s	 5:0clock	
somewhere: Anything NOT business related. 
Books, recipes, families...anything except religion 
and politics. 
	 •		Studio	Tradio:	Buying	or	selling,	post	it	here.	
Slab rollers, bears to stuff, cricuts never un-
packed, studios- lock stock and barrel. You never 

know what you might find!
 there is a ribbon at the top of the Chatter page with 
the following options:
	 •		User	CP:	Click	on	that	to	edit	your	details,	customize	you	sig-
nature, add a photo, and edit your options. It is very user friendly.
	 •		Gallery:	This	is	the	Users	Gallery.	Members	can	post	pictures	
in a variety of galleries. You can look at pictures of other studios; 
get handprint or auction ideas, as well as ideas for holidays, glass, 
and kid’s camps. You can post pictures too!
	 •		FAQ-	Answers	your	questions
	 •		Members	List:	Who	is	on	chatter,	a	link	to	their	personal	page	
and contact information, and how many times they have posted.
	 •		Calendar:	Member’s	birthdays
	 •		New	Posts:	Click	on	this	link	to	see	new	posts	since	the	last	
time you were logged in.
	 •		Search:	 Click	 here	 and	 enter	 a	 word	 to	 search	 on,	 like	 all	
inclusive, or convention, to see all of the posts related to that 
subject. A great way to learn.
	 •		Quick	Links:	Click	here	to	see	who	is	online,	what	are	today’s	
posts, edit signature or options.
	 •		Log	Out
 Even if you have been a member for a long time, you can 
benefit from the website. Using it is not time consuming, if fact the 
ideas and templates you can find here will save you lots of time 
and money.
 If you would like a one on one tour of the website, please 
contact bonnie Karet at 888-291-2272 ext. 1, or email bonnie@
ccsaonline.com.
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fill an empty five gallon 
water bottle with broken 
shards of three year old 

deserted pieces and have 
people guess how many 

there are for a really great 
prize. make it a month 

long contest and take email 
addresses with each entry 
so that you may start your 
email list and send them 
all your great NeW ideas. 

(Tough to copy this idea if your competitor has 
no pieces to take their frustrations out on.) 

Close 
Competition

by Richard Morse

 Look at that, a studio just moved in two doors down from 
you. Wait, what!? 
 Your studio is called “Fire it Up” theirs is called “Fire a Cup”. 
Your theme colors are blue and gold theirs are gold and blue.  
You do a web search and find their website to have some familiar 
wording and their party packages, well those are your party pack-
ages.  This can’t be right!
 Pinch. 
 Nope not a dream this is really happening. They are actually 
taking your ideas and using them.  After some fairly nasty and il-
legal notions, you decide to walk down and have a chat with the 
owner. Surely this can be cleared up with a cup of coffee and a 
smile. Seems she doesn’t drink coffee and says she thought of all 
of her studios personality and programs herself.  She didn’t even 
know you were there. Ooookay, now what?
 Now, nothing.  Breathe. This sort of business practice has been 
around for generations.  Though it feels awful it isn’t the end of the 
world nor the end of your studio. You have been doing what you do 
for a long time and now is your time to shine.  You cannot control 
their actions you can only control your own. Yes, you could try to 
bring a lawsuit but it will just cost you time and money and ultimately 
you’ll just get her to change her website. Not worth it. 
 Let’s talk about what you can do. How many times have you 
looked around your studio and thought to yourself. This would be 
better if I…fill in the blank. Guess what, now is the time to take ac-
tion. Now is the time to make your studio better.  
 Here are ten random ideas. you come up with 
ten of your own and you will have twenty ideas 
you can use.   

 Remember that you have these years of experience behind you. 
You know what to expect and when to expect it. You are your great-
est resource. Your competitor seems to think this too. That doesn’t 
bode well for them. If they are only copying you and not coming up 
with their own ideas it will begin to show. A reproduction is never as 
good as the real thing and customers will realize it quickly. 
 The next thing to do is to befriend them. No you don’t have 
to become their BFF but it is a great idea to be polite and make 
sure to keep your ire in check. Be kind when they are mentioned 
in conversation and be gracious when you are speaking about 
them. Instruct your staff to do this as well. To repeat, you can only 
control your own actions. Don’t expect them to speak kindly of 
you. This is rare and this is why you need to take the high road. It 
can only benefit you to be strong and graceful. 
 Is it easy? No, no it’s not. You will be frustrated and even have cus-
tomers that you thought were loyal come in and tell you what a great 
time they had at the other studio. (Why do they do that?) You will also 
have that same customer come to you and reverse their opinion, ask 
you to fix the piece they painted at the other studio and apologize to 
you about their previous indiscretion. (Ok that’s kinda fun.)  
 You must see this as a challenge not a curse. It isn’t anything that 
other retailers don’t deal with. We in the PYOP have been spoiled 
with little to no competition in the past but now PYOP is ever so 
popular and prevalent. We should expect competition. Some will 
play fair and others won’t. In the end you will decide how you want 
to tackle this issue.  I recommend wearing a helmet.

Paint a 
mural

Serve tea, 
no charge.

Renew 
your party 
packages

Change 
your floor 

plan

Clean your 
studio floor 
to ceiling 

and repaint

have a piece 
or customer 
of the week. 
maybe both

Run a 
tuesday 
special

have a friday 
Grand 

Reopening 
party, 

every friday

teach a 
class for 

free
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Fused Glass

Skull 
Bowl

Beware… if you dare take a treat from this sinister bowl!    



 Today   Fall 2010 35

by Chinook Graham 

toolS AND SUPPlIeS:
 Cutting surface
 Glass cutter
 Running pliers
 Nippers
 Nipping bin
 Safety glasses
 Glue
 Klyr-fire
 Hairspray (optional)
 Fine point Sharpie
 Fan brush

GlASS:
 10 inch Clear circle
 4 inch White Opal square 
 2 Black Pebbles
 Small Black piece
 Black Glassline
 Clear odd cuts
 Medium Pale Grey Frit
 Medium Black Frit

INStRUCtIoNS:
   
  Find a skull image with defined lines for inspiration.
 
  Use a fine point Sharpie to draw the skull on the 
  diagonal axis of the 4 inch White Opal square with 
  the outermost lines just touching the sides.

  Use a glass cutter to score the perimeter lines of the skull.
 
  Use running pliers to break away the excess glass.

    Place a Black Pebble on each eye socket and attach 
   with a dot of glue.

    Cut a small triangular Black piece for the nasal cavity 
   and attach with a dot of glue.

    Use Black Glassline to trace over the interior lines of 
   the skull. 

    Position the skull in the center of the 10 inch Clear 
   circle and attach with several dots of glue.

    Use nippers to nip the odd cuts of Clear into 
   smaller pieces.

    Arrange the Clear pieces around the skull in a mosaic 
   like fashion.  Leave a 1/4 to 1/2 inch space between pieces.  
   When satisfied with the design attach pieces with a 
   small dot of glue.

    Apply Klyr-fire between the Clear pieces.  
   Use a squeeze bottle with metal tip for easier 
   application.  

    Gently sprinkle Medium Black Frit in the space between 
   the Clear pieces 2/3 of the way to the skull.  Fill in the 
   remaining space with Medium Pale Grey Frit.

   Use a fan brush to sweep frit away from unintended 
   areas.     

    Further secure the frit in place by applying hairspray 
   if desired.

    Fire to a full fuse and slump into a bowl.

N
N

N
N

N

N

N

N

N

N

N

N

N
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by Julia McNair

 Groupon is a deal-of-the-day website in many major and mid-
major cities, offering specialized deals for specific goods and ser-
vices. Groupon works with restaurants, spas, boutiques, and more. 
And, of course, paint-your-own pottery shops! 
 The way it works for the consumer is they receive an email 
with the “Groupon of the day.” It is a specific deal that requires a 
minimum number of participants to work. If not enough people 
buy the Groupon, then it doesn’t happen.
 The way it works for the business is a sales representative 
from Groupon contacts a business owner, and they begin the con-
tract negotiations for the deal. It is a specific 
dollar amount - $25 for a $50 gift certifi-
cate, for example. Groupon keeps half the 
money, and the business gets the other half, 
less credit card processing fees, paid out in 
three installments. One-third is paid within 
three business days of your Groupon, one-
third in 30 days, and the final third in 60 days.
 There are other websites like Groupon, including LivingSocial.
com, MyCityDeal.com, and many other localized websites. 
 I had heard of Groupon before, when Sandi Kirkwood called and 
told me about it. But we didn’t have it in Birmingham, yet. Instead I had 
filled out an “I’m interested in being a Groupon business” form online.
 I heard from Groupon in April. I called Sandi to chat with her 
again, and she told me she had also heard from my cross-town com-
petitor asking about it. When I talked to the Groupon representative I 
asked about this, and she told me that they had declined. They will only 
work with one business in a category during a specific time, typically 6 
months. So, you won’t see five offers from manicure places in a week, 
for instance.
 I took a long time to consider the offer – they suggested $15 
for a $30 gift certificate, and I felt like it was too high. I carefully 
considered what a customer could get for different price points. I 
considered what a “good” project in my store would be. The aver-

age price of our collectibles is $14. Then we have a jump to banks 
and larger figurines, in the $22-26 range. So, a $20 gift certificate 
would go a long way to paying for a nicer project that maybe a 
mom would say no to without a Groupon.
 I wanted to cover the costs of my investment – the “hard” 
costs: bisque, paint, glazing and firing. With a $20 gift certificate, 
we would be getting $4.75 ($5 less the credit card processing fee). 
My studio is all-inclusive in pricing, and in general I would pay no 
more than $3.25 for an item I’m marking at $20. While this is not 
a hard and fast rule, I can say I feel like my costs are covered by 
the amount I’m getting for the Groupon.
 My sales representative was really nice, and goes to paint 

pottery with her friends so she had a nice 
understanding of how the process works. 
She was willing to work with me as we 
determined what we wanted our deal to 
be – a good deal for the customer, but not 
something that would be bad for us as a 
business.

 A few days before our deal ran, we were given a heads-up 
about the day. They told us to expect phone calls and for everyone 
who works here to be well-versed on how it would work. 
 The day of our deal was amazing. We had phone calls all morn-
ing, and people driving to the store to check us out. The increased 
traffic was interesting – because we were not particularly busy 
that day as people bought the Groupons. The questions we got 
were also interesting – people only half-read the deal, and wanted 
to use them for things specifically limited by the Groupon terms.
 Watching the progress all day - WOW. Watching the ticker 
throughout the day was fun. All the fears – what if no one bought 
one? What if EVERYONE bought one? Both equally terrifying. By 
the time I woke up and checked the first time, the deal had already 
“made”. We had a busy spike in the morning, a lull in the afternoon, 
and another spike after work.
 On Facebook we were mentioned by a few different local 
bloggers. We tweeted about it and were re-tweeted by many 

GROUPON EXPERIENCE

It’s all the buzz – 
has Groupon come 
to your town yet? 

my
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people. It was interesting to see comments made on Facebook, 
people who mentioned that they bought the Groupon to try us 
out, or to specifically make a Father’s Day project.
 So who bought? An interesting mixture of new and old. We 
had people who have painted pottery before but felt like it was 
too expensive, so they wanted a chance to get a better deal. We 
had lots of new people who wanted to try it out. We had a few 
people who were buying for specific projects.
 Potential problems, and how we decided to deal with them:

mUltIPle PURChASeS BY oNe PeRSoN
 I will admit, I was disheartened to see multiple purchases 
made by current customers. I had considered limiting the Grou-
pon to new customers only and was talked out of it by my Grou-
pon reprentative. Of course, it’s in her best interest for me to sell 
as many as I can to as many people as possible. 
 One of the requirements with Groupon is that you pres-
ent it before you begin your project. Of course, we know that 
people don’t always do what they are supposed to do. As we saw 
multiple purchases made by single customers, when people told 
us they had Groupons we made sure it was very clear that our 
limitations were one per customer and one per project. We only 
had a few instances of confusion, and of course like everything 
those are the ones I keep remembering, - not the ones that have 
worked so well.

hoW hAVe We DoNe?
 We sold 154 Groupons. We were in the second week Grou-
pon was offered, and I was very happy with the number. One 
month after our feature, we had 42 redeemed. Seven were for 
$20 on the nose, 13 were for less (no change given) and the other 
22 have been for more than $20 – some for much more! 
 For redemption, we have clearly written out guidelines for my 
staff to follow. For the most part, transactions have been smooth. 
Customers understand that there are rules, in the few instances 
that haven’t been as clear we’ve been able to clarify. The phrase 
“Our agreement with Groupon is…” has been a lifesaver, as it 
takes the responsibility of the rule enforcement off of us and onto 
Groupon. 
 Overall, I’d say my Groupon experience has been a positive 
one. We have gotten new customers, made a few existing custom-
ers happy with a deal, and we feel it has been a good addition to 
our marketing of the store.

InstructIons 
for Groupon 
redemptIon:

When customers come in with a groupon:
oNe PeR PeRSoN - This means that they 

CAN use one per child – however there is a limit of 
$20 per person. They may not combine to cover 

the entire bill.

exAmPle:
Child A paints an $18 item.
Child B paints a $30 item
Mom paints a $15 plate

Child A owes TAX ONLY
Child B owes $10 PLUS tax on $30

Mom owes tax only.
No change is given for unused portions of the groupon.

thIS IS All exPlAINeD to them
 IN the GRoUPoN teRmS AND CoNDItIoNS. 

We CAN”t helP If theY DIDN”t 
BotheR to ReAD them.

Taxes must be paid on everything by the customers 
even if their balance is below the $20 amount.

When someone comes in you will check off their groupon 
on the master list. It is in alphabetical order by the first 

name of the person who purchased it. If they can’t tell you 
that, then look for the number from the first column.

hIGhlIGht that it has been redeemed. 
The “redeemed by” needs to be the ARtISt 

Who PAINtS. Child’s name if they are redeeming 
more than one, etc. I want to know the date, and then 
after that I’d like to know how much they spent total 
– using the example above it would be 18, 30 and 15. 

Don’t take out the amount on the groupon.

to RING CUStomeRS oUt:
Total as usual, then negative with the amount of the gift 
certificate under 101. If they spent less than the $20, put 

that amount. This will allow the taxes to still be calculated.  

200 pottery painting 1 18
101 gift certificate -1 18
200 pottery painting 1 30
101 gift certificate -1 20
200 pottery painting  1 15
101 gift certificate -1 15

The total for this entire transaction is $15.67
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By Helene Safford, Clay Café and the Studio Resource

 In the social networking world, the old rules and codes do not 
apply. Social media sites have become ground zero for customer 
complaints and bad business reviews. An increasing percentage of 
the population are “interacting and expressing their opinions on 
a daily basis through various social media sites.” The old adages, 
“there is no such thing as bad publicity” or “bad publicity is better 
than no publicity at all” may be true in some respects. It is possible 
that tech-savvy customers may read a story online and react by 
visiting the business to make up their own mind. The majority of 
customers, however, view a negative online review as true which 
could lead to a significant loss to a business. Another old saying 
about advertising is that “people believe what they read.”
 There is a proliferation of online sites such as RipoffReport.
com, Yelp.com, My3Cents.com, ComplaintsBoard.com, Amazon, and 
Twitter, which provide forums for User-generated Content that can 
border on defamation, libel or slander. Customers are leaving their 
negative reviews and creating bad publicity. They are able to side-step 
possible legal action because their comments are given in the form 
of personal opinion. Their product reviews are all protected by a law 
called The Communications Decency Act (or “CDA”: 47 USC 230) 
which “completely protects website owners from being held libel for 
content created by their website users.” Can you find and sue the 
actual person that generated the content? Probably not. Will your 
business take a hit in the form of lost future sales? Quite possibly. 
 The loss of control is a key factor that creates the downside of 
user-generated content. Amazon and Yelp have already faced some 
class-action lawsuits as a result. Yelp has had to address concerns that 
they appear to favor advertisers that purchase advertising on their 
site. Retail outlets have alleged that “negative reviews of their com-
panies appeared after they turned down an offer from Yelp to adver-
tise.” In response, Yelp has added the ability to see reviews filtered 
buy their review filter and they have discontinued a feature called 
the Favorite Review. Yelp’s mission is to “connect people with great 
local businesses.” They currently have over 7 million reviews per year 
with over one million of them negative. Yelp has assembled a Small 
Business Advisory Council (YSBAC) to provide their management 
with guidance and perspective about the concerns of small business. 
For more information about the council, visit http://officialblog.yelp.
com/2010/05/announcing-yelps-small-business-advisory-council.html.
 So how do we counteract bad publicity and keep the com-
ments from going “viral on the Internet?” 

DeVeloP A StRAteGIC PUBlICItY PlAN
 The first rule of order is to develop a publicity plan. It will not 
only help you organize your thoughts about the topics that can 

arise; a thorough publicity plan is a tool to get all of your staff on 
the same page when problems arise. With information, prepara-
tion, and planning you can limit damage to your reputation. Where 
are you vulnerable in your business for potential complaints? Do 
you have disgruntled or unhappy staff, poor product quality, or 
safety issues in your store? 

USe YoUR WeBSIte
 Information spreads across the internet at a phenomenal speed; 
especially via social networking sites. Customer complaints go viral 
on the online forums. Don’t be afraid to use your own website 
and other forums (even tweeting) to take quick action and explain 
how you are handling an issue. Even saying you are sorry can show 
customers that you are serious about your responsibilities without 
admitting to guilt. This can often diffuse a situation before it gets out 
of hand. On the other hand, customer reaction to a “no comment” 
response is usually that you have something to hide. 

looK foR the PoSItIVe SPIN
 Stay calm and talk about the positive changes you will make 
to counteract a situation. This will keep your customers in the 
loop on what to expect and show that you are serious. Answer 
questions fully and factually providing background when it is nec-
essary. You need to show that you have done everything, within 
reason, to correct any problems. Answer truthfully but you don’t 
have to provide every detail when responding to any questions.

thANK the CUStomeR foR ComPlAINING
 Consider the flip side of the situation such as a complaint 
can help you improve your organization. You can learn from ev-
ery complaint by fixing the problem, providing further training for 
your staff, or checking on the quality of the products and services 
you sell. This can be considered part of the continuing process to 
improve your operation. It may not be easy to do but try to look 
at the situation from the customer’s point of view. Even accepting 
that the customer has a valid point of view can start you on your 
way to a reasonable solution. 

AlWAYS ReSPoND, lISteN to YoUR StAff, 
AND leAD BY exAmPle
 Be prepared to respond in a positive, factual manner to any 
online complaints. Your staff is sometimes closer to the customers 
that you are. Ignore complaints and you are ignoring an important 
part of doing business. Make sure that their complaints are heard 
and responded to also. Try to set the right example and give com-
plaints the priority they deserve. The end result will be improving 
your business practices and keeping your customers satisfied.

Frienemies, Yelpers, and Bloggers

How to Deal witH 
BaD PuBlicity
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TECH 
TALK

Adventures 
in Ramp/Hold

By Stephen Lewicki, 
President, L&L Kiln Mfg., Inc.

 OK – so finally you are going to adventure into the world of 
ramps and holds on your kiln controller! Perhaps you want to fire 
glass or do some special glazes. The old tried, true and easy cone 
fire mode you started with just won’t give you what you want. Well 
not only is Ramp/Hold programming easier than you might think 
but it is very satisfying because you  really control the process.

DefINItIoNS
 In Ramp/Hold programming there are a few terms you should 
understand. A Ramp/Hold program is just a series of steps called 
segments. Each segment has three pieces of information, the tar-
get temperature, the ramp or speed of heating or cooling, and 
the hold time. The segments are strung together in a sequence 
like beads to make a program. 

SImPle RUleS
 1. You first define the number of segments that you are going 
to have in a program. In some ways this is the hardest part be-
cause you have to know where you are going before you get there. 

The best way is to write out your program on paper or follow a 
recipe.
 2. Every segment must have a target temperature that you 
are firing to. This can be lower than where you are starting from 
(cooling) or higher (heating). For instance if you start out at room 
temperature (say 75°F) and your first segment has a temperature 
target of 250°F you are heating.
 3. Every segment must have a ramp. In almost all the control-
lers used on kilns today this is expressed as Degrees per Hour.  
This is how fast do you go from the beginning of the segment to 
the end of the segment. (Keep in mind you can program things the 
kiln itself won’t do).
 4. Every segment has a hold time expressed usually in hours 
and minutes (something like 00.00). In most cases the hold is set 
at 00.00 because you usually just want the next segment to start 
once the target temperature has been reached. However, many 
processes want a hold at the final temperature.
 L&L is one of the premier manufacturers of kilns for 
the Contemporary Studio Market.

people have many different ways and programs for firing glass. here is one recommendation for slumping that you can try. CAutiOn: be very careful 
not to overfire glass - it can cause a real mess when it melts (like a big hole in your kiln floor). use your peepholes to observe the glass when it 
starts to slump - and be sure to use proper safety glasses. not all controls will be the same but most are similar.

CONTROL DISPLAY:  VALUE: MEANING:

dlAy  00.00 you are not putting in a delay time when the 
   value reads 00.00

SEG  0003 there will be three segments in the program

rA 1  400 the first ramp will climb at a rate of 400oF per hour

°F1  1400 this first ramp will stop at 1400oF

hld1  00.15 When the kiln reaches 1400oF it will stop 
   climbing and hold at 1400? for 15 minutes.

 rA 2  9999 When the 15-minute hold ends ramp 2 will begin and 
   will cool as fast as the kiln can (9999oF per hour means 
   the control won’t moderate the kiln’s power output). 
   this is a cool-down segment because the next 
   temperature is bElOW the last temperature. 
   if the next temperature were higher than this ramp 
   would heat up the kiln.

°F2  950 the kiln will cool down until it reaches 950°F

hld2  0 there is no hold at the end of this segment

rA 3  100 the cooling rate is now slowed to 100°F. this allows the 
   glass to cool down slowly and anneal so it won’t be fragile.

°F3  100 the final temperature is 100°F (approximately room temperature)

hld3  00.00 no hold – the program is over

A SAmplE pRoGRAm FoR SlUmpING GlASS



 Today   Fall 2010 41

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 30 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

 Do you have problems motivating your employees? Do they 
seem to just have a different work ethic than you have? Under-
standing your own management style can make a difference in 
creating a studio/work environment that is productive and posi-
tive. Douglas McGregor developed the Theory X and Theory Y 
workforce at MIT Sloan School of Management in the 1960’s. 
His book ‘The Human Side of Enterprise’ may be worth a read 
on a rainy day. While you may not be interested in reading the 
volumes of management theory dictums, you will have fun tak-
ing the following test to pinpoint your management style. Visit 
the businessballs.com website and click on the following link to 
answer a quick questionnaire: http://www.businessballs.com/
mcgregorxytheorytest.pdf 
      McGregor believes that there are two basic styles of manag-
ing people: authoritarian or participative management. The truth 
probably lies somewhere in the middle (enter Theory Z). The 
authoritarian manager believes that “the average person dislikes 
work…must be threatened with punishment…or prefers to be 
directed.” The participative manager feels that people are self-
motivated and seek responsibility. http://www.businessballs.com/
mcgregor.htm provides a more comprehensive list of characteris-
tics and some suggestions on how to manage your Theory X boss. 
The majority of Biz Buz readers are actually the “boss;” however, 
the pointers provided on the businessballs.com website may shed 
some light on effective management skills if you fall into the “X” 
category after taking the short test!
      Whether you feel that you are a member of the Theory X, 
Y, or Z category, it’s always important to take an introspective 
look at how your business is running and how your “people” are 
performing. It’s quite possible that pinpointing your own style may 
improve their work habits in the workplace.
      Till next time…..

are not Just 
Chromosomes!

X AND Y



 The beauty of opening your own business is you get to make 
the final of decision.  But one of the biggest downfalls is if you 
make emotional decisions versus business decisions.  We love 
what we do, we love the customers (nice ones), we love the posi-
tive comments, and we love the smiles so it is easy to slip into 
making a snap decision based on your emotional climate.
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By Teresa “Teddy” Wright, Mayco Studio Market Coordinator

Do You Make Emotional 
or Business Decisions?

 The best way to avoid making snap decisions is to have a plan of 
action, guidelines or a pat answer that buys you a little more time.

Has tHis 
Happened to you?
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Situation: It is September and very, very slow.  even 
though you know it is going to be bare bones, you panic.  
You receive a phone call asking if you can do an event at 
their location for 50 kids and paint a mug for $5 per per-
son.  they want this for the end of September. 
 emotional Decision: “Yes, I can do that!”  Because in your 
mind you are thinking it is better to have some money coming in 
versus nothing.
 Business Decision: “May I have your name and number so I can 
check inventory and get back with you tomorrow by end of day?”   This 
gives you time to determine how much money you will really make 
when you factor in travel time, gas, salary, glaze, firing and bisque.
 optional response: You have developed guidelines earlier 
for just this situation. “ I would love to work with your organiza-
tion; however, the mug is a $10 per person project.  For $5 per 
person we can do a tile, collectible or clay project.  May I email 
you pictures of our projects and a contract that lists our deposit 
requirements and the guarantee policy?”
 By having a plan you do not give away 
the bisque and you already know what your 
profit margin and percentage will be for 
an event.  Also, this will prevent the group 
from cancelling their event in September 
and moving it to December and request the 
same discount price.

Situation: A mom and her child come 
in to paint and you strike up a conver-
sation.  the mom shares how times are tough, someone 
is ill, she lost her job etc.
 emotional Decision:  You don’t charge mom the studio fee 
or you give her discounted bisque.  This is the eighth time you 
have given someone a “break” this week.
 Business Decision:  Wal-Mart, Target and the grocery store 
do not give you a break if times are tough.  But because you have 
created a bond with the customer you want to be nice.   Create a $5 
gift certificate for the next visit.  You receive the full payment for that 
visit, since mom already made the decision to come into the studio 
– don’t leave money on the table. By giving mom a gift certificate or 
coupon, she appreciates the gesture and you may get another sale.

Situation:  You just received a shipment of bisque to find 
out that you are out of your best selling box and you need 
20 for this weekend.
 emotional Decision:  You place another order and buy 
$500 to get free shipping even though you only need $75 worth 
of boxes.
 Business Decision:  You purchase only what you need and 
pay the freight.  By purchasing an additional $425 of bisque you 
have just tied up your cash flow and the money you need to pay 
yourself or the bills.  A good rule of thumb is you want to turn 
your complete inventory every 2-3 months.  If the bisque will turn 
in one month all the better!
 
Situation:  Business is slow, you are barely paying the bills 
and you need something to increase sales.
 emotional Decision:  Let’s add on a new product.  That will 
make me profitable!
 Business Decision:  Adding on another product will increase 
expenses and staffing, and decrease cash flow until the product 
supports itself.  Additionally, you will have to spend time training 
and marketing this product.

 Prior to adding on any product it is important to understand 
your balance sheet.  The balance sheet will tell you where your 
money is going and if you are making a profit.  Also a point of sale 
program will assist you with inventory management to see what 
is selling and what is not selling.  
 Do you spend a good portion of your time marketing your 
business or obtaining new business?  Review your marketing plan 
and evaluate the effectiveness.
 If necessary seek advice from a consultant or the Small Busi-
ness Development Center to gain perspective on your business.

Situation:  Business is down.  You are looking at ways to 
cut expenses.
 emotional Decision:  I’m going to work more shifts and 
cut the staff hours.  Plus, I’m going to open later and closer earlier.  
And I’m going to run a discount or special every day to entice 
customers to come into the studio.

 Business Decision:  I’m going to spend 
2 hours every day obtaining new customers.  
This month I will focus on increasing activity 
with preschools.  My goal is to do an additional 
$300 per month with preschool businesses.
 For the next 6 months we are going to 
keep track of when customers come into 
the studio.  After tracking sales I can make 
a decision on whether or not to cut back 
hours.  After monitoring customer patterns, 
I’ve found only 5 % of our business is after 6 

pm.  I’m going to start closing at 6 p.m.  Remember, for customers 
to spend their money in your business you have to be open when 
they want to come in, not just when you want to be open.
 I’m going to run one major and two minor events/promotions per 
month.  There will be no discounts other than the events.  That way I 
am getting full margin on all the other sales and I can plan and control 
the other events.  My events will create interest and new activity.

Situation:  A customer found bisque/glass or a product 
you sell for a lower price and wants to bring it in the stu-
dio to create.
 emotional Decision:  That makes me so mad!  Response to 
customer “No, if you don’t buy it from me I can’t help you”.
  Business Decision: “You are welcome to bring in bisque and 
paint it here.  There is a firing fee of $X per piece, plus the studio 
fee.” You decide the fee.  Now you have gained a new customer and 
maximized your firing opportunities.  Plus, in the future the custom-
er may purchase at full price, schedule a party or hold a fundraiser 
with you.  Of course, you want to make sure the product is actually 
low fire bisque (as opposed to resin) and fires to cone 06, but you 
can have them sign a waiver of liability.  The key is to have guidelines 
ready, optimize the customer’s experience and ring the register.
 These are real life situations and comments I have heard over 
the years.  It is very easy to fall into an emotional decision pattern.  
When you get stumped, worn down or burnt out, get out your 
business plan and review.  The business plan is a working docu-
ment that allows for changes as you grow and gain experience.  
 I’ve always said, “Do what you do best, hire the rest.”  In other 
words, if you can’t read a balance sheet, work with your accountant or 
take a class.  If you do not understand marketing, hire someone that 
specializes in marketing or trade out services if it is not in your budget.  
Just because you own the business does not mean you have to do it all.  
The key is figuring out what you need to do and set a plan of action that 
will meet the plan!  Your plan will minimize emotional decisions.

The best way to avoid 
making snap decisions 

is to have a plan of 
action, guidelines or a 
pat answer that buys 
you a little more time.
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International 
News

by Samantha Saville of Let’s Get Crafty – London, UK

 Where am I writing this article? Sitting at my kid’s school 
waiting to cook curry with my daughter’s class! And I can do this 
because I run a mobile studio. Over 4 years ago, when I looked 
into paint your own pottery, I had never even set foot in a studio, 
so it just seemed the most obvious thing to do to be mobile. 
It suited my family lifestyle too, as the kids 
were just 3 and 5 years old, and I could 
work around them. We built a little “sum-
mer house” at the bottom of the garden to 
keep stock, paint and glaze away from the 
house, and I invested in some wellies to get 
me to the bottom of the garden in the long, 
wet winter (and summer!) months.
 Fast forward to today, and there are 20 
CCSA members that are run as mobile studios, and of that num-
ber half of them are International members based in the UK. Some 
of us have other jobs during the week, others run their business 
full time and make a living from it, just as a storefront. But it’s in 
the UK that you will probably find most of the mobiles.
 I find that most of my customer base is brownies and scout groups, 

children’s birthday parties and bridal showers, and however much I try 
and push other bisque options, they usually opt for the plate, mugs or 
bowls. I look longingly at the new bisque catalogues wishing that I could 
stock more adventurous pieces, and then have to remember that I have 
nobody to show it off to, and that any event that I do I have to pack it 

all into my car to take to a venue or home. All 
events have to let me know in advance what 
they want to paint. Can you imagine a party 
of 20 kids, and mum says bring a selection. You 
know what’s going to happen. You pack 12 of 
this, 10 of that and then they all want the same 
piece. So I stipulate that kids will all paint the 
same thing and let me know how many. Of 
course I do always carry a few extras for those 

siblings, mums or dads who want to paint.
 Some events can also be a real test of fitness too. After load-
ing the car with 80 small coupe plates, paints, brushes etc, driven 
to the venue, parked in the smallest parking space in the world, 
you then find that the art room is……………..on the fourth floor, 
WITH NO LIFT (ELEVATOR). Well let me tell you that remember 
whatshisname, that discovered what goes up, must come down 
too, well he didn’t discover that fact by running a mobile studio!! 
 Nowadays people’s first point of contact with you is your website 
and this is your shop front. Mine is bright and colourful and inviting to 
people to step inside and look around. In turn I am then invited into 
their own homes to host parties. More often than not, you are made to 
feel like a family friend, and made to feel welcome to participate in the 
party and not just be the entertainer. I know one mobile who, having 
been turfed out, by a funeral, from the hall she was doing hand and foot 
prints in, set up in the local park on a bench. We’re an adaptable bunch!
 Marketing must be one of the most important aspects of being 
mobile. Customers are not going  to drive past your venue on a daily 
basis, and unless something is in your face regularly, things are easily for-
gotten.  I have magnetic signs on my car, and my husband and mother-
in-law are getting some too! I always carry cards around with me too.

I pack up my travel 
bag and hop on 

public transport — 
now that’s 

pottery to go!

wE’RE AN 
AdApTAblE buNCH!

“We built a little ‘summer house’ at the bottom of the garden 
to keep stock, paint and glaze away from the house.”



 Being a bit of a boy racer, I never wanted the big seven seater family 
car, but we invested in one so that I could do the school run and like a 
superhero, turn it into my mobile studio. I travel all around London in it. 
I’ve waved at the Queen as I’ve driven past Buckingham Palace, crossed 
over the zebra crossing road immortalised on the Beatles album cover, 
taken a wedding plate to a national TV studio and even taken equipment 
on the tube (subway!). There have been times when I just can’t face the 
London traffic. I live about 15 miles from the centre of London, but to 
do that drive can sometimes take up to 1 hour or more, so I pack up my 
travel bag and hop on public transport. Now that’s pottery to go.
 The other day my kids asked if anyone else worked for Let’s Get 
Crafty. When I told them it was just me, they asked if I get lonely. The 
answer is yes, I do. It’s just me checking inventory, glazing, loading/unload-
ing the kiln, painting commission pieces, refilling paint, packing up finished 
pieces, delivering………………..it’s all done by me alone, oh and, shhh 
don’t tell anyone Barry Manilow and Il Divo serenading just me as I 
work! Chatter, Convention and now Facebook, have become lifelines for 
me too. Need to grumble about something, get advice, or just see what 
others are up to? A whole pottery family is out there in cyber land.
 I know my dream would be to, one day, own a studio, and I 
kind of look at my mobile studio as an apprenticeship. But while my 
children are still at primary school, they are the family priority. My 
husband would like to retire before he’s 45, and at that point I will 
have my studio, just so that I don’t have him under my feet all day! 
What I can put aside each year, helps towards convention costs and 
I am building up a little nest egg so that I can have a good amount 
behind me for a store and not have to worry about bank loans.
 Mobiles and stores have different, yet similar challenges on a 
daily basis, but for us both our goal is surely to bring pottery to 
the people.
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MAKE uS yOuR 
nEW SuppliER 
FOR All OF yOuR 
SyStEM 96 nEEdS!

Offering sheet glass, frits, stringers, 
noodles, rods, chips, precut shapes, 
confetti, pebbles, dichroics, and many 
other supplies used in the fusing process.

3  40 years of industry experience
3  FREE ShippinG on upS orders over $200
 with same or next day shipping.
3  OnE piece minimums on all items!  
3  Full color catalog and E-order forms 
 available upon request to CCSA members.  
3  viSit uS in bOOth 218 At thE 
 pREtty in pAint COnvEntiOn in REnO!

until then, check us out at:

www.franciscanglass.com
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Each year, South Placer Art in Public Places (in Northern California) brings public awareness to the importance 
of art in the community. In addition a selected charitable partner will be the recipient of  the net proceeds 

from the event. This year it highlights the awareness of and the fight against breast cancer. 

to see all sixteen ribbons weave their way through South Placer County go to: 
http://www.southplacerartinpublicplaces.com/



 Customers young and old will scribbling on everything from 
platters to gnomes. This Technique is easy to do and the results 
are fun and whimsical. Try it out in your studio and watch the 
scribbling begin!

mAteRIAlS NeeDeD: 
 Any piece will work but for this project a vase was used. The 
design can be anything you want it to be and can also be made to 
fit just about any holiday piece. Use your imagination and the rest 
will follow. 

 Bottle Liner filled with Black
 Bottle Liner filled with Blue
 Bottle LIner filled with Red
 Bottle LIner filled with Bright Green

INStRUCtIoNS:

   Wipe down bisque. 

   Using the Liner Bottle with Black make a small heart. 
   Then scribble! A tight pattern looks best. 

   When the whole vase is scribbled, using the Bottle 
   Liner with Red fill in the heart. Use the remaining 
   colors to fill in random spaces in the scribbles. 

   Paint the bottom rim of the vase red. 

   When dry, dip in clear glaze. 

   Fire to cone 06.

Secret 
Heart 
Scribble 
Vase

1.

2.

3.

4.

5.

6.



Create a sample or host a 
spooky Halloween workshop 

featuring this great design! 

The design utilizes specialty 
glazes and techniques that 

are sure to WOW your 
customers. BOO!

Witch’s BreW
 Design courtesy of Chesapeake Ceramics
 Skip the dip!! No clear glaze needed for this project

mAteRIAlS:
  CCX 416 Beer Stein (Cone 04 Bisque
  Add-713-sm Beachball Add-On
  Mayco FN-009 Black
  Mayco FN-301 Marshmallow White
  Mayco FN-007 Green
  Mayco SC-27 Sour Apple
  Mayco SC-6 Butter Me Up
  Mayco SC-11 Blue Yonder
  Mayco SC-15 Tuxedo
  Mayco SC-74 Hot Tamale
  Mayco SG-302 Snowfall
  Washable Marker

DIReCtIoNS:

   Lightly wipe the bisque with a damp sponge.
 
   Paint 2-3 coats FN-301 Marshmallow White to the 
   top and bottom of the beach ball Add-On.

   Paint 2 layers of SC-11 Blue Yonder for the iris of 
   the eye.

   Paint bloodshot veins on the eye with SC-74 
   Hot Tamale.

   Add 1 T water to 4T FN-007 Green. Mix well, 
   then roll inside the stein to fully cover the interior.

   IMMEDIATELY after rolling green, drop the “eyeball” 
   into the bottom of the stein so it sits down into the 
   wet glaze.

   Paint 2-3 coats FN-009 Black to the exterior and 
   bottom of the stein.

   Use a washable marker to create flame design. 
   Paint 2 coats SC-74 Hot Tamale and 2 coats SC-6 
   Butter Me Up to complete the flames around the 
   base of the stein.

   Use a washable marker to write “Witch’s Brew*” 
   on the stein. Paint in with 2 coats of SC-27 Sour Apple.

   Paint a THICK layer of SG-302 Snowfall (use a 
   flowing motion) around 3/4 of the rim of the stein. 
   Do not apply Snowfall to areas that will come 
   into contact with liquids or the mouth. Avoid surface 
   food-safety issues by leaving 1/4 of the rim 
   Snowfall-free. Drink from this area, only.

   Once the Snowfall is no longer tacky, apply a coat 
   of SC-27 Sour Apple over the Snowfall to tint it green.

   Add more “drips “ with SC-15 Tuxedo to the inside 
   of the stein as well as over the snowfall.

 To download the “Witch’s brew” pattern for tracing, search for 
“CCX 416” on www.ChesapeakeCeramics.com.
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Please remember to bring 
your favorite prom attire 
to wear at this year’s 
Great Shapes Auction and 
Reception. See you there!

the CCSA magazine 
is published by the 
Contemporary Ceramic
Studios Association

© 2010.  All Rights Reserved.  

No portion of this publication 
can be copied without express 
permission of the CCSA.

Contemporary Ceramic Studios Association Magazine

OUR MISSION:
Providing an environment 
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You are cordially invited to attend the 
Annual CCSA Partner’s Meeting for Success
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at the Grand Sierra Resort in Reno, Nevada
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