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glassy
PoinSEttia 
ornamEnt
This festive flower ornament is a 
gorgeous addition to any tree!

Description:
Made from a 3” white square decorated on the 
diagonal with a hanging attachment placed on top.  

Transparent and opaque red pieces are arranged 
for the flower.  Coarse yellow transparent frit is 
placed in the center and a few transparent 
green leaves outside. 

by Chinook Graham 

gift
guide
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HoLLy VotiVE HoLdEr
This gift is sure to brighten any holiday celebration!

Description: Made from a 6” clear square with transparent green 
holly leaves, white stringer accents and red opal rod dot berries.

PrESEnt PLatE
This plate is perfect for wrapping up holiday treats in!    

Description: Made from an 8” clear square with a red opaque bow, 
transparent green squares and a transparent red border.  The pres-
ent is accented with white noodle stripes, blue and green opal chip 
diamonds and pebble circles.  Red, white and green opal rod dots 
are added for the finishing touch.  

Star 
and 
trEE 
BoWLS
These bowls will 
glitter and gleam 
in the eyes of the 
recipient!

Description:
8” and 10” clear 
circles are placed on 
top of templates.  

Pieces of transparent 
and opaque blues and 
greens along with glitter 
glass are pieced together 
to form a star and tree.  

The tree is dusted with 
medium white frit snow.   
Alternating black and 
white chips create the 
borders.    



SnoWfLaKE CoaStErS
This snowy set is perfect for resting holiday drinks on!      

Description: Made from 4” clear squares with a white pebble 
placed in the center.  White stringers and noodles are used to 
create the snowflakes.  Transparent blue chips are placed in the 
corners and white rod dots are added for accents.  
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Candy CanE framE
This sweet frame is picture perfect!    

Description: Four 1” x 4” and four 1” x 5 ?” white pieces are as-
sembled in an overlapping fashion to create the frame.  Transpar-
ent red chips are placed in the corners and narrow strips between.  
White noodles, stringers and rod dots are used for accents.  

PEaCE SiGn ornamEnt
share the sentiment with this beautiful ornament!

Description: Glass firing paper is printed with a peace sign tem-
plate and placed on an assembly tile.  Transparent orange chips are 
placed on the template to create a bottom layer.  A high tempera-
ture wire hanger is positioned at the top and transparent red and 
yellow chips are placed overlapping the orange.  
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CONvENTION vIRgINS:
 As we approached the date of convention, we went back and 
forth soooo many times with a “we want to go…we can’t go…we 
want to go..” philosophy, then finally, ”Let’s just do it!” We jumped 
in feet first, hoping that we would learn enough and bring back new 
information to use in our studio to make the trip worthwhile. 
 In short, we are so glad that we made that leap of faith! Not 
only did we meet wonderful people who were more than willing 
to share their wisdom and knowledge, but we learned a wealth of 
knowledge through the classes and the convention in general. So, 
a huge “Thank You!” to everyone we met and to all of the CCSA 
staff who were so wonderful in orchestrating this event!  Also, 
when you see the “Convention Virgins” next year, (just in case they 
are shy), stop, introduce yourself, and see if by chance they have a 
question they would really love to ask. As newbies ourselves, we 
were very grateful to all for the outpouring of suggestions and 
support, and hope to have more time next year to get around to 
everyone we were not able to meet this time around!
 So, until next year, Peace, Love, and Pottery to you all!

 Thomas and Ashley
 
 Peace, Love, and Pottery, Suwannee, GA
 P.S. If you are ever in the area, please stop in and say “Hello!”

RECAP

CONvENTION vETERAN: 
 This is my 10th convention! 
 I go each year to be rejuvenated and have a good time. I al-
ways learn something new, no matter what. Convention is a really 
good time! I get to meet up with people who I met at earlier con-
ventions, and who are now lifelong friends. It is really important to 
connect with people and mingle amongst our own. 
 I always come back to my studio inspired, with new ideas, ei-
ther from the classes or from just talking with other people who 
do what I do. I also really like talking to our suppliers. They are 
great about keeping up with new techniques and products to offer 
our customers. 
 Our suppliers understand what we are looking 
for and what we need, and they listen to our 
feedback so that they can meet 
those needs. 

 Laurel Knox
 Claytime, 
 Shrewsbuy, MA
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 “In 2004, I began having “episodes” or periods 
of not feeling well.  Over the following 3 years, I had 
ups & downs, each time becoming worse and adding new 
symptoms.  Each doctor we went to didn’t have an 
answer.  All of my blood work and other tests came 
back fine.  After 3 years, I was so deteriorated I 
couldn’t stand, pick up a glass, or even speak to my 
children (6 & 9) at times.  
     During this time, the only thing I could do was 
surf the internet.  It was then that I found the CCSA.  
I stumbled onto “How to start your own Paint your own 
Pottery business”.  Every day I would search and search 
that website, thinking to myself, if I ever find out what 
is wrong with me, and I get better, I’m going to start 
my own PYOP store.  
 I had become truly just a presence in the corner 
at that point, unable to move, speak or contribute to my 
family’s daily life.  During this time, when I had almost 
given up, my Mom happened to see Discovery Channel, 
Mystery Diagnosis.  We finally knew what I had 
(and still have – I am still being treated)) - it was 
undiagnosed chronic Lyme disease.  Finally! There 
was hope.  It took until October to get into a specialist, 
and after that it took 6 months of treatment before 
I became functional again.  I lost almost 3 years of 
being a good mom.
 Chronic Lyme is controversial in many ways but 
suffice it to say, we have spent approx. $300,000 
out of pocket to date for my treatment.  My 
husband also owns his own consulting business and I’m 
sure you know health insurance for self employed 
businesses doesn’t cover much.
 In the fall of 2008, as I started to become 
human again, I began to work on my business plan. I relied 
heavily on the books I received from CCSA some time 
earlier.  Finally, in February 2009, I legally began my 
business as an LLC, applied for a SBA loan and eventually 
closed on my building August 5, 2009.  
 I’m telling you this, so you know, how much 
winning this raffle means to me.  I’m really sorry I 
wasn’t more excited in the present, and I wish I had 
the tact and togetherness to tell my story to everyone, 
so all knew the importance of the CCSA and my little 
PYOP studio......it literally saved my life. 
 Winning this raffle is such a huge blessing for me, 
you can’t even imagine.  With the medical bills and the 
recession (and my lack of marketing skills) this is going 
to make a huge difference for my studio!
 Thank you CCSA and all of the suppliers who 
contributed!!
 
 Beth

The IncredIble 
Journey of 
beTh dIndl, 
The 2010 Golden 
TIckeT WInner

 $42k, I am still in awe of that number.  
It’s just such an incredible and overwhelming feeling 
to know that so many of you care so passionately 
about the art you can see and bid on during 
auction evening at convention. 
 The highlight for me was not just the fact 
that I was invited again, but that I was able to share 
one of my most precious gifts with all of you; 
my daughter, Alexandra.   I can’t thank you enough 
for making her feel so welcome. 
 It is just a great way to put a topper on the past 
year since I was with you last.  The way that some 
of you reached out to help in additional ways are just 
stunning, and I wanted to spend just a moment to let you 
all know about some of the fun stuff.  Mayco and their 
partners are still involved in a ‘hope grows’ campaign 
which is a darling little flower pot and saucer – 
sending wonderful proceeds directly to the Vera 
Bradley Foundation.  I can’t tell you how many studios 
I have walked in across the nation and said ‘yay, I love 
that you have them!’ or the more when I was in a more 
sassy mood: ‘hey, why don’t you have those pots?’ to the 
non-participants.  I am just unabashed, aren’t I?  After 
attending the convention, I’ve realized that you are the 
just as sassy as I am, so I’m not worried about it.  I think 
there is a video out there on youtube to prove it….
 So from the studio in PA, to my hometown 
studio,  to the group of studios in Washington 
(I think we had 10 working together which was 
AMAZING) who all pitched in to throw in-studio 
parties to raise money, I say thank you.  To Mackenzie 
Karet who wrote a sweet paper for school that shared 
my story, thank you.  Your paper is up on my desk at 
work. I want you all to know that not a week goes 
by that I don’t tell people to get to a CCSA studio, 
and just try it.  Our department Christmas party will 
take place in a studio.  You are part of my life now, 
and I have the utmost respect for all of you.  Every 
time I speak to a newly diagnosed cancer patient, 
every time I reach out to give them hope and a shoulder 
to cry on, you are all with me.  When I sit with the 
researchers and can tell them we have another check 
to help them tackle the next hurdle, you are with me.  
Thank you so much for being on this journey with me.  

 Love, Heidi
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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
 Bob and Susan Negen are no strangers to the trials and 
tribulations of the independent retail store owner. Bob Negen 
had award-winning kite stores for more years than the contem-
porary ceramic industry has been developing and Susan Negen 
has worked as an executive with some of the big box giants like 
Bloomingdale’s and Macy’s. They have developed a retail market-
ing guide “Marketing Your Retail Store in the internet age” along 
with a “mastery system” called WhizBang! Training. They are shar-
ing their experience in areas such as revamping your advertising, 
ways to attract new customers, making the most of your websites, 
enhancing your email marketing campaigns, and creating profitable 
promotions. 
      I am always looking for some new twists to keep my marketing 
and advertising strategies fresh and productive. The Negens talk 
about setting up a “Perpetual Partnership Program” in their chap-
ter on getting new customers without 
going broke. While most of us have been 
working to establish co-marketing with 
local businesses and promote our stores 
through charitable giving, what struck 
me about their idea was it made me 
think about the approach a little differ-
ently. You partner with a local organiza-
tion to give discounts to their members 
for showing their loyalty and shopping 
with your business. The Negen’s suggest 
that you supply the organization with 
“Give Back” cards for them to distribute 
to their members. The card is presented 
to the salesperson for the credit to take 
place. The “charitable partner [is pro-
moting] the program to its members” 
for your business. 
      Another marketing tenet that we 
all want to get behind is to get our cus-
tomers to shop more often. The Negens 
discuss the “Value-Added Promotion” 
as an alternative to the price-based 
promotions such as clearance sales, 

Rev up youR Retail
BOGO’s and two-fers. “When you add something of real value 
to your customer, you’ll find that they won’t need a discount in 
order to make the buying decision.” A promotional event will get 
the customers excited about your store, get them in more often 
and build loyalty. To translate an example from the book into the 
terms of the paint-your-own pottery industry – hold a Valentine’s 
Day painting event. For everyone that attends with someone “spe-
cial”, give them a gift certificate to return in March to paint again  
with a card attached that says “Because Valentine’s Day Isn’t the 
Only Day I Love You…”. 
      Another fun idea to “jump start” your promotions is to 
“celebrate famous birthdays.” The ideas in the book can be easily 
translated to our industry. The authors suggest that you “celebrate 
the birthday of a famous person who relates to your business.” 
That might include famous ceramic artists such as Bernard Howell 

Leach (1887-1979) seen as the ‘Father’ 
of British studio pottery, Peter Voulkos 
(1924–2002) , a Greek-American art-
ist noted for his Abstract Expression-
ist ceramic sculpture, or the National 
Museum of Women in the Arts, Lifetime 
Achievement Award winner Ruth Duck-
worth. There are so many artists and 
celebrities to choose from, you could 
make this type of promotion a regular 
event! I couldn’t locate the original in-
ventor of the pottery wheel but maybe 
you will have more luck. 
      As always, I found many useful tips in 
the book “Marketing Your Retail Store 
in the internet age.” Bob and Susan 
Negen also have a website http://www.
whizbangtraining.com/home with lots 
of links for helpful resources, training 
cd’s and free articles and business tips 
with some audio conferences on mar-
keting topics.
      Till next time...
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The piece shown above is a reproduction of what is considered to be the 
Masterpiece of Tuscan ceramics from Montelupo “Rosso di Montelupo.”  

The original was made in 1509 in Lorenzo di Piero Sartori’s workshop, one of the most prestigious 
in Montelupo. The author’s signature – Lo - is elegantly painted on the back of the basin, 
still in excellent condition after more 500 years.

The above reproduction, donated by Guido Bitossi of Colorobbia, 
brought the highest bid at the CCSA auction this year.
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