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Letter from 
the President

 by Kami Hatley, CCSA President

Hello CCSA Members,

 For those of you who don’t really know me, I’m going to list 3 things I do not love:  
Mosquitoes (do we really need them in the grand scheme of things), touching raw meat 
(this makes for a large dining out total each month) and writing!  I put this letter off as long 
as I could.  

 This leads me to 3 things I do love:  Family (most of them anyway), my business 
(the majority of the time) and the ability to connect with other individuals through 
the CCSA because they live the life I live everyday!  I couldn’t imagine not having 
that support system.  These relationships have been invaluable.  

 Now, I’m going to ask you a few questions.  Please be truly honest with yourself.  
Are you using most of the benefits that the CCSA has to offer your business?   
The CCSA website/Chatter?  Convention?  Have you taken advantage of being able 
to network with other studio owners?   None of us are so great that we don’t need 
to hear different perspectives from other individuals in our industry.  How is your 
enthusiasm for your business?  Do you still love it?  Do you still have the drive to 
make your business everything it can be?  Don’t sell yourself short.  Make sure you’re 
using ALL of the tools provided for your business through the CCSA.  

 We have so many new things coming your way.  In addition to our Fuel For Your Fire 
program, we are working on video clips/webinars and Regionals.   Discounts through 
Office Max and Muzak are other ways for you to have the edge in your business.  All these 
benefits are available through your CCSA membership.  Use them.  Use them with 
enthusiasm for your businesses continued success.

 I am only one member of a seven member board.  We want to hear from you!  
We have an open phone policy.  Our numbers are listed on the Board page of the website.  
It’s important for you to know your board members.  Try to understand how 
your association operates because we are looking for future board members that have 
the motivation to help this industry succeed.

 Kami Hatley
 CCSA President
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 by Richard Morse

      Your employees are a treasure-trove of ideas and enthusiasm. What they lack in 
experience and maturity they make up for with energy and drive.  They will, no doubt, 
come up with ideas that have been tried or won’t work for reasons known to you but 
unknown to them. With this being said, give them the opportunity to speak loud and 
often about what they think could help improve your studio and business.  They will have 
a completely different take on what could make your business successful.  Let that flower 
grow and blossom. You will find that your employees will thrive with the knowledge that 
they are part of something.  They will become better employees because they know you 
respect them and listen to their ideas. 

 Think of it this way. If your employees come up with ideas and then are given the 
opportunity to run with them they will become more confident and alive. Their knowledge 
base will become bigger and better. Even if their idea fails, they will learn from it and their 
next one has the chance of being incredible. There is no real failure here, just learning 
experiences. 

 Many of your employees are probably young and inexperienced. This may even be their 
first job. Take it upon yourself to invest in the process of their growth. You have the chance 
to help them become confident and strong individuals.  When they look back at their 
experience in your studio and talk about you, they will remember being given the chance 
to explore success and failure without the fear of judgment and ridicule. 

 Every idea won’t be a winner and, no, I don’t recommend using them all. “Why don’t we 
do Raku in the studio?  I could get a 55 gallon drum and we could have it right here in 
the middle of the studio while everyone stands around it.”  This was a quote from a well 
meaning employee.  Though this could be a lot of fun, the Fire Marshall might have something 
to say about it.  Use the bad ideas as stepping stones to  good ones. “Though we can’t have an 
indoor Raku fest we could do it outside and have a BBQ while we did it. Maybe we could even 
get a fire station to show up and do tours of their truck for kids as we did the Raku.” 
 Your employee will be thrilled that you used some part of what they came up with rather 
than telling them “No” without any regard to their idea. 

 Your employees are yours. You hired them, you trained them and you must take 
responsibility for their actions. Good and bad. Isn’t it more fun to be able to take 
responsibility for something they did that was outlandishly successful rather than just 
being happy they showed up?  Invest in them, listen to them and believe in them. 
The rewards for you and your studio will be fantastic. 

   

 Richard  Morse
 CCSA

In This 
Issue:

President’s Message ................ 1

Notes from Richard ................ 2

Advertiser Index ..................... 3 

Benefit Update ........................ 4

    Trend Flash ...................... 6-7

      On the Road ...............8-10

          A Lighter Moment .... 12
      
       Painting
       with “Bud” ...............14-15

      White Space ..............17-18

      Personalized
    Stocking Plate ..............21-22

Glassy Gift Guide ............24-26

  2010 “Pretty In Paint”
    CCSA Partners 
     Meeting for  Success 
       Convention
          Wrap Up ...............29-32

         Biz Buzz ...................... 34

           The Finishing 
             Touch ...................... 36

             Special Tear-Out
            Technique Section:
           
           Introduction ............. 37

           Alcohol & Band ........ 38

       Bubbles / Caps .............. 39

Crumbles / Dots ................... 40

 Etch / Feathers..................... 41
 
 Fingerprints / Footprints .... 42

     Handprints / Lace ........... 43

        Marble / Splatter ......... 44

             Sponge / Stamp ..... 45

              Stickers / Tape ...... 46

             Trace / Wash .......... 47

          Wire Stamps / Yarn ... 48



 Today   Winter 2010 3

ADVERTISER INDEX:
Bisque Imports .......................... Inside Back Cover

CeramicSource ...................................................... 19

Ceramics Unlimited .............................................. 33

Chesapeake Ceramics ............Inside Front Cover  

Creative Hobbies .................................................. 11 

Cress ........................................................................ 16

Digital Ceramic Technologies ............................. 11

Duncan .................................................................... 13

Franciscan Glass ...................................................... 3

Gap Engineering..................................................... 11  

Gare ......................................................................... 23  

Mayco ......................................................................... 5

Midwest Ceramic Art Supply .............................. 20  

Paragon Industries ................................................ 19

Royal Brush ............................................................ 35

Skutt ......................................................................... 28

Spectrum Glass ...................................................... 27

Total Mosaic ............................................................. 3

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 
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benefit update
by Richard Morse, 
CCSA CEO

These easy to do 
projects are great 
inspiration to inject 
into your studio. 
Nothing like a little 
Fuel to keep the
fires burning!  

If you have not been 
receiving these emails 
please send an email to 
Richard@ccsaonline.com 
and tell him you want 
to “Opt in.” 

CheCk your 
email every 
5th and 20th 
day of the 
month for 
a new 
installment 
of fuel for 
your fire.
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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.

 It is fundamental in our soul to belong to something – belong 
to a family, a club, a group of friends.  We are finding belonging 
in the digital world with ease- whether it’s our friend count on 
Facebook, our Twitter following or our blog followers.  We are 
finding belonging in the home with renewed passion – books clubs 
and knitting groups are on the rise, as are family activity nights.  
We are finding belonging in our local communities – the need to 
support and be supported by the communities in which we live 
is important.  The trend is called “localism” and it’s about people 
reaching out to their neighbors and neighborhood businesses to 
grow together.
 Largely spurred by the economy, we have begun to appreciate 
our communities more than ever before 
because we aren’t leaving them for vacation 
in another location, but rather exploring 
the local opportunities we ignored in bet-
ter economic times.  While the economy 
will improve, the localism trend is expected 
to remain long after we recover because 
consumers are now recession-altered – 
they have discovered how to live with less 
and enjoy life more.  There is gratitude for 
the simpler things in life, like family and friends and neighbors.  Yes, 
I said Neighbors…those people that live around us that we have 
stayed isolated from for far too long.  Our desire for privacy in 
past years is finally being replaced by our desire to develop rela-
tionships with those that live closest to us.
 There are social and economic benefits to knowing our neigh-
bors – the ability to borrow a cup of sugar and the simple pleasure 
of daily, unplanned contact with people with whom we have be-
come friends.  The is security in knowing our neighbors.  I moved 
into a new neighborhood two years ago and was shocked to meet 
three of my four closest neighbors and a handful of nearby neigh-
bors on the first day of move-in.  My husband and I even received 
gifts from two of them.  We quickly joined the tennis club just down 

the street and realized that many of our 
neighbors also play tennis.  Our favor-
ite restaurant in town is within walking 
distance and we always see a neighbor 
there.  The local pub, also within walking 
distance, is always filled with neighbors.  
We routinely gather together with our 
neighbors at each other’s homes for 
parties, dinners or just a glass of wine.  
We attend local events together, includ-
ing charity and “just for fun” events.  To 
my husband and me, they are no longer 

neighbors…they 
are friends.
 I recently re-
alized that I rare-
ly travel outside a 
5-mile radius of 
my home, except 
for my drive to 
work.  Not only 
do I have limited 

time to navigate the city, but more im-
portantly I feel a sense of belonging to 
my immediate neighborhood and yearn 
to support it.  Most consumers are just 
like me – they desire to belong to a com-
munity and want to thrive within it.
 American journalist and writer 
Jane Howard said, “Call it a clan, call it 
a network, call it a tribe, call it a family.  
Whatever you call it, whoever you are, 
you need one.”  Your studio can be that 
clan, network, tribe or family, especially 
within your immediate neighborhood.

The CommuniTy 
ConneCTion

There is gratitude 
for the simpler 
things in life, 

like family and friends 
and neighbors.



 3 Enroll in GROUPON.com – this website targets the local 
community, offering exclusive deals and incentives at local retail-
ers.  Consumers are hungry for a deal!
 Now is the time to break down the barriers that separate 
neighbor from neighbor and take advantage of the potential for 
companionship, community and localism.  In my Spring 2010 trend 
article, I wrote, “The recession has brought people back into the 
safety and security of their homes and communities to cook, to 
craft, to play and to connect like never before.  Local connections 
within our homes and our communities have become sacred – 
making and sustaining those connections, whether internal or ex-
ternal, have become top priority.  No matter how we are creating 
communities, the need to belong to a community for the purpose 
of gathering and sharing information, experiences and new ideas is 
overwhelmingly popular and shows signs of tremendous growth.”  
Localism doesn’t show signs of growth – it is growing now.  Sup-
port your local community and they will support you.
 For questions and comments concerning this column, email Alyson 
Dias at adias@ilovetocreate.com.
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 It is important to understand the role that creativity plays in 
breaking the ice for people who gather for group activities within 
their neighborhoods and communities.  No matter where a consum-
er ranks their level of creativity, the simple act of attempting a creative 
project can bring people together.  Since consumers are looking for 
ways to connect on a local level, your studio can offer the experience 
in a casual, creative and non-threatening way.  Here are a few ideas:
 3 Reach out to other local clans - develop mutually-beneficial 
partnerships with local businesses.  Host events together to share 
the costs and expose your businesses to each other’s consumers.
 3 Host a family night – each member of the family paints a 
different piece of one coordinated project.  Keep the cost and skill 
level low so that everyone has an enjoyable experience. 
 3 Meet your neighbors – create invitations to your studio 
that market your business as “within walking distance” and distrib-
ute by hand…yes, ring those doorbells and say hello!
 3 Host a block party – move your studio into the parking lot 
for a day for more attention.  Invite your neighboring businesses 
to do the same.

There’s just something about 
ice cream that brings people together.  

Ask a neighboring ice cream shop to host a 
pyop ice cream bowl event.  

In turn, agree to exclusively purchase 
ice cream from them for your events.



ON ThE ROAD
 By Bonnie Karet, CCSA Membership Relations

       great 
character  
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Glazed Bisque-It, 
Roanoke , VA

WhistleTree 
Pottery Company, 
Ellijay, GA

WhistleTree Pottery is 
definitely a hidden treasure!
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In ThE VAllEy:
Glazed Bisque-It, Roanoke , VA  
 Roanoke is a beautiful city nestled in the Roanoke Valley. It is 
surrounded by the lush Blue Ridge Mountains, gifted with stunning 
scenery and fragrant trees. It enjoys a robust tourist season, being 
close to Smith Mountain Lake and Skyline Drive, and it also has a 
decent residential population. While Roanoke has the usual Star-
bucks laden malls and strip shopping centers, the real achievement 
of the city has been the successful revitalization of the downtown.  
The city website describes the downtown as its beating heart.  
Diverse shopping opportunities, daily events, and an outdoor mar-
ket draw bustling crowds of people, and right in the middle of the 
busiest area is where the Glazed Bisque-It was started in 1997.
 Pam Berberich bought the studio in 2007, by then expanded 
to occupy two storefronts. Four creative and 
eye catching display windows invite you in. 
The space is amazing, with high tin ceilings, 
brick interior walls, nooks and crannies ga-
lore, including an office loft. The party area 
is enviably roomy and open. Extremely large 
Great Shapes auction winnings are situated 
right by the front door, getting that “WOW”!  
from people immediately upon entering. 
 The studio is very open, but there is a 
definite “area” for each activity offered. The careful but casual divi-
sion of the space gives Glazed Bisque-It a very eclectic feel and 
interesting charisma that keeps the experience lingering in your 
brain for a while after your visit.  Pam herself is a very effervescent 
person, and her personality brings a lot of warmth and fun to her 
studio.  According to Pam, “There is a lot going on downtown - fes-
tivals, concerts and art shows on any given weekend.  There defi-
nitely is a positive energy to the downtown area.   I love my building 
- it was built in 1910.  The space is narrow and long with 20 foot 
high ceilings.  There are no internal dividing walls, so I have had to 
create “areas” for birthday parties, glass and mosaics.  It is not the 
ideal studio space but it works for me.  I truly love my studio space 
- it makes me very happy when I open the door every morning!

In ThE MounTAIns:
WhistleTree Pottery 
Company, Ellijay, GA
 I had wanted to visit Whis-
tleTree Pottery Company long 
before I actually got the chance 
to. Just the name of the studio 
is inviting and intriguing.  Whis-
tleTree Pottery is definitely a 
hidden treasure, I discovered. 
Downtown Ellijay is off of the 
main highway by a few miles, 
and the signage letting travelers 
know that it exists is lacking. I 
had sprained my ankle galloping 
down a mountain road the day 
before, and I was dreading the 
hunt for a parking spot and may-
be a walk to the studio since it 
is located in a downtown.  I was 
pleasantly surprised by the free 
parking very close to the studio. 
The façade of the studio is right 

out of a Norman Rockwell painting, quaint and charming, reminis-
cent of days gone by. The owner, Sue Gokalp, must believe that the 
love is in the details, right down to the flower baskets, all perfect.
 I hobbled in the door and took in the best retail section in a 
studio that I have ever seen. It turns out that Sue is a gifted potter 
and has a knack for merchandising as well. The front quarter of the 
store had hundreds of gift items to choose from, created by Sue, or 
by a number of local artisans. Especially interesting was the gourd 
art. As I was walking around her store observing her displays, her 
signage, and her samples, it occurred to me that she had actually 
implemented every good idea she had ever seen on chatter.  
 The middle of the space had tables set up for pottery painting; 
she had a wheel area, and an extremely large party area in the back. 
The space is beautiful, and it has a great history too.  As Sue tells it,

 “My building was built in 1906 and locals 
tell me stories about when it was a phar-
macy with a real old-fashioned soda foun-
tain. The family that originally owned the 
pharmacy had their great-granddaughter’s 
birthday party in my store last year. In the 
late 1800s there was a wooden two-story 
hotel with a big wrap-around porch where 
WhistleTree Pottery is now. That first hotel 
burned to the ground and they built a sec-

ond one which also burned. One building in town became a hospi-
tal during the Civil War. There’s still an old rickety wooden eleva-
tor shaft in there. The basement was used as a morgue and there 
is one room upstairs that nobody goes in because it is haunted! 
That’s too bad, because that room has a wonderful view of the 
town. Guess the ghost wants to keep it all to himself”!  

What are some pros and cons of a downtown location?
 Pam: Pros are that there is a very strong Art community in 
Roanoke city. Roanoke has the oldest continuously running Farm-
ers Market in the country - one block away from my studio.  
Con is the parking.  People don’t like to pay for parking.
 Sue:  Pro - It is great to know the other store-owners and lo-
cals.  Also, good walk-in traffic, unique old buildings and the history 
and stories. Con - There is no visibility from the heavily traveled 

highway. Merchants have been 
trying for years to get the city 
or county to put a nice big sign 
or billboard on the highway to 
bring all that traffic to town, but 
to no avail. 

how much of your business 
do you think is seasonal? 
local? 
 Pam:  We are a destination - 
people don’t just walk by and 
decide to do pottery.  Someone 
once said to me that our busi-
ness is busy when Hallmark is 
busy - those holidays where you 
would buy a card is also when 
people paint pottery gifts and 
when we tend to be busiest.
 Sue: 70% is seasonal/tourists, 
30% is local. We get visitors from 

all over, but many are from Atlan-

“I truly love my 
studio space - it makes 
me very happy when 

I open the door 
every morning!”

Sue Gokalp, owner of WhistleTree Pottery Company, must believe that the 
love is in the details, right down to the flower baskets — all perfect!
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ta and Florida. Most own mountain cabins here and visit several 
times a year. We get busy during spring breaks and summer, then 
during the late September and October apple and fall leaf season 
the town is packed with people. Back in the old days, they used 
to grow potatoes here. Then after the potato blight, they planted 
apple orchard and that’s how Gilmer County became the Apple 
Capital of Georgia. November and December are really busy, too, 
just like everyone else’s stores.

What kinds of cross marketing do you do with your fellow 
down town merchants?
 Pam: I am a member of Downtown Roanoke Inc., an orga-
nization that promotes the downtown shops.  I have not cross 
marketed to fellow merchants......hmmmmm......

 Sue: We educate each other about items we offer so when 
a customer asks for something we can direct them to where 
they can find it. Our Merchant’s Council works together with the 
Chamber of Commerce to put on events in town, like parades and 
festivals. I made little sugar pots for each of the tables in one of 
the local restaurants with my logo on the bottom.

how does parking impact your business?
 Pam: It is definitely a challenge.  People don’t want to pay to 
park and the street parking is only 1 hour.
 Sue: Not at all, which is a surprise. When I opened, I thought 
that would be a big complaint but have only heard grumbling about 
parking a few times.

What is your favorite thing about your studio?
 Pam: I LOVE my building - old wood floor, exposed brick wall, 
tin ceilings that are 20 feet tall!  I love being downtown.  There is 
such a vibrant energy to the Historic Market.
 Sue: I love the outside front of my studio. It is especially quaint 
and cute and welcoming when it’s decorated for fall with hay bales, 
pumpkins, scarecrows and mums. People often take photos. I’m 
also proud of the inside. It was painted battleship gray and most 
of the light fixtures didn’t work before we did the build-out. Now, 
it looks great, especially at Christmas time, with giant glittering 
snowflakes hanging from the high ceilings. I got to know the local 
police when my snowflakes set off the motion detectors the first 
year I hung them!

What did you do before you bought the studio? 
     I purchased the Glazed Bisque-It from Jane Schultz in 
October 2007.  By her own admission, Jane said the busi-
ness made money but it was more of a hobby for her.  I 
saw a lot of opportunity in “growing” the business. Like 
many studio owners, I knew nothing about glazing pottery 
and firing kilns, let alone employees and running a busi-
ness!  
      I am a chemist by education -  I taught organic chem-
istry at Gettysburg College, worked as a research chemist 
and then worked as a pharmaceutical representative for 
13 years before quitting the work force in 2000 to be a 
stay at home mom to my two boys.  

 how did you educate yourself about the PyoP 
  industry in the beginning?
     My first year was spent learning - the CCSA chat 
board was most invaluable, as were training meetings like 
attending regional studio mini’s, supplier workshops, and 
the CCSA convention.  I used a consultant also, which was 

extremely helpful.  Like many others, I stumbled with employees, 
unleaded glaze issues, and the appropriate amount of advertising.   

now that you are getting more “seasoned”, what are 
your plans moving forward?
 After 2 years, I feel like I have a good handle on the business 
and now I look forward to growing the business.  I plan to mar-
ket the business more this year by going to the local Girl Scout 
Council, retirement homes, preschools, schools and daycares.  I 
hired a manager earlier this year so that I do not need to be “on 
the floor”.  This presents a challenge in the interim because my 
payroll costs are higher but hopefully the end result is that sales 
are higher!

Pam Berberich, owner 
of Glazed Bisque-It, 
is a very effervescent 
person, and her personality 
brings a lot of warmth 
and fun to her studio. 

There are no internal dividing walls, 
so I have had to create “areas” 
for birthday parties, glass and mosaics. 
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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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A  L i g h t e r  M O M e N t

By Judy Salinas, Glazed & Amazed

 After attending our annual CCSA convention, I dutifully re-
turned to my shop to implement what I had learned. I am a list 
person. I make lists and I check things off. So as to not be totally 
overwhelmed after convention I make an agreement with myself 
to do 3 things from convention once I re-
turn home, if I do more than that it is a 
bonus. This year I was busy working on my 
lists and the voice of my Branding Class in-
structor kept coming back to me. He had 
said we should sit down to coffee with sev-
eral of our regular customers and listen to 
what they said when asked why they kept 
returning to our store. At first I thought, its 
my store of course I know why they keep 
returning, but that little voice kept coming 
back and saying listen to them. You know 
what? I did as I was told and I talked to my 
customers. I thought they came here for the great selection and 
the fun atmosphere, but what I heard when I listened was they 
came to relax. They loved the friendly feeling of sitting quietly and 
being creative. They loved the helpful staff and the new samples 
we constantly added. I was quite surprised as I thought I knew 
everything about my store, but I only had to listen to hear what 
they were saying and improve on that. I was able to take that and 
make some very important staff changes. The “Brand” of my store 

has shifted ever so slightly, but I believe in a very positive way. 
 In Richard’s class about “The Stories they Tell” I also learned 
to listen to the stories we tell our customers when they come 
into the store. I found myself repeating the story of our store cat 

over and over. Customers want to know 
the story of why we have a store cat. They 
love the story about how Maxine wandered  
into the store when we had been open a 
month and collapsed on the floor, nearly 
starved to death. I was not sure what to 
do, I already had 1 dog and 3 cats at home, 
so taking her home was not an option. I 
bought a litter box and  and food and let 
her stay in the store that first night. I was 
terrified that when I returned the next day 
all the pottery would be broken on the 
floor, but luckily that was not the case. She 

has been with us for the last 5 years and has flourished. She is now 
a happy fat cat who rules the store. 
 My customers often stop by just to see her and love it when 
she jumps into their laps, as she is very picky about whom she 
chooses to lavish her attention on. Once I learned to listen to 
what my customers want and love I think my store has made a 
monumental shift in the right direction. I have decided to become 
a better listener all the time.

I thought [customers] 
came here for the 
great selection and 
the fun atmosphere, 

but what I heard when 
I listened was they 

came to relax.

Customers love the story about how 
Maxine wandered  into the store when 

we had been open a month and collapsed 
on the floor, nearly starved to death.

She is now a happy fat cat who rules the store. 

listenlearning to
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Bud
Painting 
with

“Meeting Bud was so exciting! 
Even though he’s 10’3” and 
weighs 13,180 pounds I wasn’t 
scared - he was a gentle giant - 
plus there were giant bars 
to keep us separated.”
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by Lynn Petersen
Paint Me Pottery, St. Louis, MO

 We’ve all had strange requests from customers. At times 
we’ve taken on projects we weren’t really sure we could do but 
juggled our way through. When a woman I’ve worked with before 
called and asked if I could paint a 32 piece set of dishes with an 
elephant for her charity, my response was “Of course, find me 
an elephant!”. A few days later I got the 
call that she’d found an artistic pachyderm.  
Now I just had to figure out how to make 
this work!
 Budweiser (Bud), is a 26 year old African 
Elephant that resides at Grant’s Farm in St. 
Louis. I made arrangements with his keeper 
to meet him and learn how he paints. Bud is 
no amateur, he’s been painting since 1996 and has painted more 
than 500 canvases that have been donated to various charities and 
organizations. He’s also painted on hollowed out ostrich eggs, but 
never on pottery.
 To get started, his keepers Angie, Sarah and Jake got out a 
paint splattered cafeteria tray, ea-
sel, long brushes, a plastic tube and 
a handful of acrylic paint colors.
 Meeting Bud was so exciting! 
Even though he’s 10’3” and weighs 
13,180 pounds I wasn’t scared - he 
was a gentle giant - plus there were 
giant bars to keep us separated. 
 Bud, like the rest of us, paints 
to stay mentally healthy and happy. 
When he saw us setting up he 
came right over to say hello (and 
get a taste of the apples and pears 
Jake  had for him). The elephant 
knows over 60 commands. I shook 
his trunk, which has long, stiff hairs 
and was slightly drippy from eating 
the fruit. To get set up, Sarah holds 
a canvas on an easel just outside 
the bars. Angie has the paint, tray 
and brushes and Jake has treats. 
Angie puts paint on the long brush, 
holds it out and says, “Paint Bud.” 
He takes the brush and swishes it 
across the canvas, then gives the 
brush back to Angie. Jake gives him 
a handful of fruit and we’re ready 
to check out Bud’s new technique 
they call spray painting. Paint is 
loaded into a short plastic tube, 
Angie holds it on the end of his 
trunk and says, “Blow Bud.” Splat-
ters of paint go in every direction. 
The painting is complete! 
 Painting pottery was going to 
be easy. We just had to hold the 
pottery so Bud wouldn’t knock it 
off the easel. A little messy but to-
tally fun. Plus, I was thinking about 
the great photo op! 

 I needed to paint 8 dinner plates, 8 salad plates, 8 pasta bowls 
and 8 mugs. For colors I chose red, blue, yellow and green. Based 
on Bud’s painting skills I was going to have him paint each piece 
with a with a brush, then have him blow paint in another color. I 
separated the 32 piece set into four groups, two of each piece. 
Then I put a piece of paper with each group that had the brush 
color, spray color combo. On painting day, I laid everything out in 
the courtyard. We did all the brush work first, and then switched 

to the spray technique. It took us less than 
30 minutes to do the whole set. Bud’s 
keepers were amazed at how smoothly the 
process went. It was a little slimy at times 
but the results were spectacular!
 The dishes will be part of the oral auc-
tion for the 1904 World’s Fair Charitable 
Foundation’s event on October 10. I’ll let 

you know how much elephant art goes for! Paint Me Pottery will 
be highlighted at the event but I’m also sending out my own press 
release/pictures.  Also, I’m working on painting with Bud during 
the MDA telethon next year. Painting with elephants is my current 
specialty . . . until I get the next crazy customer request!

Bud, like the rest of us, 
paints to stay mentally 

healthy and happy. 

Budweiser (Bud), is a 26 year old 
African Elephant; he’s been painting 

since 1996 and has painted more 
than 500 canvases that have been 

donated to various charities 
and organizations.



16  Winter 2010   Today



 Today   Winter 2010 17

the Magic ingredient 
for Your Busy Life

by Juliet Funt

White Space:
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 In business, knowing how to tame the beasts of pace and 
quantity can be a great gift to those around you and also an im-
portant professional base of information. Wellness is no longer a 
tangential side dish reserved for ladies luncheons or for spouse 
programs. In 2001, the National Council for Compensation Insur-
ance found out that U.S.businesses spent $150 billion dollars a 
year on stress-related disability and they spent even more when 
you factor in the other tension-related costs to retention, focus 
and customer satisfaction. On top of that, when an employee fi-
nally chooses to leave an environment where the pressure is too 
much, the cost of replacing that person, factoring in lost time re-
cruiting, rehiring and retraining, can total $40,000 to $140,000 per 
person. Within this lighthearted and personal conversation, you 
will find truths and tools that profoundly affect your bottom-line. 
 We are doing more with less. We feel pressure to successfully 
balance family and work. Our moods and health often suffer as a 
result of the first two. The a la carte menu 
of solutions is quite long but let me give 
you The House Special. There is one thing, 
simple but not easy, that is the antidote to 
the graceless hamster wheel of busy-ness 
and overwhelm. It is called White Space. It 
is not a metaphor, a spiritual concept or 
a new aromatherapy scent. White Space 
means just that - White Space. Open your 
calendar and see if you have any. Is every available space crammed 
with things to do? Read on.
 White Space on your calendar is a marvelous addition to the 
music and flow of your day and gives so much.  White Space is a 
place for creativity and inspiration, for instinct and improvisation. 
It is the place where emergencies are meant to fall without dis-
placing anything. It gives us time to synchronize our human pace 
with the pace that technologies and driving markets demand.

3 oBsTAClEs To WhITE sPACE:

Wanting It All
 Choosing is painful for those who love to do everything and 
try to cram the maximum into their busy lives. Choosing is a loss, 
and the fear that we would let go of the wrong thing prods us to 
try to juggle it all. But at what price? Are your children getting 
used to recognizing you as a blur racing across the house? Has 
your busy brain gotten so ramped up that it waits for you while 
you sleep and attacks as your eyes first crack open? 
 
I’m Just a Girl Who Can’t say no
 Whether you’re male or female, with or without a petticoat 
and a Broadway tune, the inability to say NO is one of the most 
common corruptors of White Space. We overcommit for a wide 
array of interpersonal reasons. See if any of these fit you; You feel 
guilty if you say no. You feel like a failure if you can’t take on every-
thing you are asked to do. You like to take on everything so you 
can see it’s done RIGHT. Here’s a simple program for improving: 
Answer all requests with “May I take 24 hours and get back to 
you?” When the interpersonal contact is temporarily broken, the 
intellect kicks in and can make rational decisions.

Denial
 I meet folks every day who say they are actually not over-
whelmed. To some I say, “You’re right! Congratulations.” To some 
I wish I could say, “Let’s ask your adrenal glands.” Research shows 

that Emotional Intelligence (EI) may actually be significantly more 
important than cognitive ability and technical expertise combined. 
In fact, some studies indicate that EI is more than twice as impor-
tant as standard IQ abilities. A key factor of EI is called ESA or 
Emotional Self Awareness and ironically the score in this area of 
competency can be reduced when one is stressed, over-busy or 
tired. Translation; when you are overwhelmed it is hard to know 
you are overwhelmed.

3 WAys To WhITE sPACE:

White space for your Calendar
 Every week scan your schedule and look for the spaces be-
tween events. Protect them like your firstborn. Remember daily 
that everything takes longer than you think it will. Ask yourself 
spotlight questions like, “What can I let go of?” and “What should I 

have turned down in the first place?” Slow-
ly you will develop a heightened pre-regret 
awareness that will kick in at the moments 
when you are committing to things out-
side your central focus areas. All calendars 
should have spots of White Space in them, 
and you must vigilantly protect every inch. 
If you don’t, others needs, inertia and the 
discomfort of self-prioritization will con-

taminate your willingness.

White space for your Meetings
 Often the most purposeful times we assemble to create and 
problem-solve are the least productive. Alternately many times we 
go to a conference or meeting to seek answers and leave jammed 
with every conceivable idea except for the one that would ad-
dress the issue vexing us. Try this - Next week at your staff meet-
ing let the agenda be all White Space. You are creating a container 
for miscellaneous distractions, conflicts and unspoken issues to 
be aired and solved. You may want to employ a facilitator but no 
plans, no list, just a white board, markers and spotlight questions 
like” What is on your minds?” “Where are people stuck?” Try this 
as a problem-solving breakout at your next conference. Your at-
tendees will relish the ability to cull from the wisdom in the room 
without having to do it in the hallway.

White space for your Family
 Give a huge gift to your children. Do nothing in front of them 
on a regular basis. Show them that relaxation and daydreaming 
should not be met with guilt but with delight. Let them get to 
know their bodies, minds and imaginations through the White 
Space. If you want to take the advanced course, try an occasional 
White Space weekend. Pick a weekend on the calendar and enter 
a family pact to plan nothing at all. Then get up on that Saturday 
morning, pour a little O.J. for everyone, and reclaim the invigorat-
ing feeling of making your life up as you go along.

 When we finally have some White Space it is hard to enjoy it. 
The call is powerful to do more and to not “waste time.” We have 
inside of us that part that asks perpetually and persistently, “What 
Else?” And yet, most of us know that every old person we respect, 
every spiritual track and every deepest wise part of ourselves 
whispers the same message: We are seeking the infinite where it 
cannot be found. Full doesn’t fill us. The experience of relishing 
time and being present for our lives IS the only prize. 

White Space is a place 
for creativity and 

inspiration, for instinct 
and improvisation.
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Personalized

Stocking
Plate

by Chinook Graham 



  the running pliers to break off the excess glass and 
  repeat the process with the right side.  

   Center the 8” Clear square on the template and 
  position the Moss Green cuff in place.  

   Use the nippers to nip a fair amount of ?” White Opal 
  rod dots into the bin.  

   Fill in the foot, the heel and create a hanger with the 
  rod dots.  Secure in place with small dots of glue. 

  Use the nippers to nip odd cuts of Cherry Red and 
  Red Opal into desired sizes and shapes.  Fill in the 
  stocking in a mosaic like fashion.  

   Print or create your own template with desired name.  
  Center the Moss Green cuff on top and trace over 
  with White Glassline.  Reposition over the template 
  and secure in place with a few small dots of glue.

  Arrange the Dark Green strips around the edge of 
  the base to create the border.  Secure in place with a 
  few small dots of glue.

  Fire to a full fuse and slump into an 8” angled rim mold.
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Tools AnD suPPlIEs:
 Cutting surface
 Glass cutter
 Nippers 
 Nipping bin
 Safety glasses
 Glue
 Ruler
 Stocking template
 
GlAss:
 8” Clear square
 Two  1/2” x 7” Dark Green strips
 Two 1/2” x 8” Dark Green strips
 11/2” x 31/2” piece of Moss Green
 Odd cuts of Cherry Red and Red Opal
 White Opal rod 
 White Glassline

InsTRuCTIons:
   Place the 11/2” x 31/2” piece of Moss Green on top of 
  the template.  Line up the top and bottom of the glass 
  with the top and bottom of the cuff.  Place the ruler next 
  to the left line of the cuff and adjust so the wheel of the 
  cutter lines up with the template.  Hold the ruler in place 
  and guide the cutter alongside to make your score.  Use 
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