
Pajama night and have recently added a Pizza night 
(thanks to my friends Ron & Laura). We did offer 
mosaics in the first studio, but slowly fazed them out. I 
love the glass fusing but just don’t think I am ready to 
add it to my studio. 

Your studio design is very professional and 
quite unique. can you describe it and how you 
obtained it? 
 I was looking to create a studio with an elegant feel 
to it. I did not want my studio to look like a preschool 
art room. It is just a personal choice. I fell in love with 
an Italian tablecloth that became the inspiration for 
the color choice and the dark wood tables and wood 
flooring. I like being different. My most favorite things 
about my studio are my “slat wall” shelving units. I can 
move the shelves to any level and change my studio 
around easily by myself. I do have my paints on every 
table, with a palate at each place setting showing the 

colors. I love keeping the “butts” in the seats, 
especially at the holiday time. I never have liked 
the look of the paint bar.

What areas of studio design are you 
most proud of?
I love having a separate party room. I have the 
birthday bisque in sections according to the price 
that the birthday parent has pre-selected.  It has 

a lot of time running back and forth (a 30 min drive) 
and then working all day in the newest studio. I pretty 
much wore myself out and then started having health 
problems. The stress just made my health worse. 

What were your biggest challenges running 2 
studios?
 Finding good people who were honest, dependable 
and that would love and care for the store and the 
customers the way I had. With the store 30 minutes 
away, I needed help that did not need to be constantly 
supervised, and I just could not find those key people. 
My studio just was not the same without me and my 
passion for what I do.

What products or activities other than pottery 
painting do you offer?
 We do the basic pottery painting, with fun events 
mixed in. We offer birthdays, showers, Diva night, 
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never been a problem when choosing 
which piece the children would like. 
We used every inch of our space 
and placed our design center under 
a staircase, in a funky closet. I love 
bisque and my customers know that 
there will always be new pieces on 
the shelves. I order in at least 6 new 
pieces a month. 

do you have a custom design 
program? if so, what make that 
program most successful?
 I did do quite a bit of custom 
work for the first 2 years. My sister 
and I also did street fairs and craft 
shows. It was pretty successful, but 
I felt it took too much of my time. 
Doing custom work always gives 
me a stomach ache, that moment 
when they first see the piece and 
you hope that it is what they had 
pictured, too stressful for me. 

how do you market your 
studio? What is your most 
effective marketing tool?
 I advertise in a local “shopper” magazine. It is full 
color and comes out quarterly. I always use a coupon 
so that I can track how well it is working. We always 
see a boost in business when the new magazine comes 
out. I do put signs in the window advertising our Ladies’ 
night events and pajama nights. We are located on Main 
Street in my city and we get a ton of walk by traffic. They 
opened a Starbucks two doors down about 9 months 
ago and that has helped our walk by traffic tremendously. 
I do send out mailings about twice a year, but postage 
has become so expensive, I am rethinking that option.

What advice can you give about managing 
employees?
 I am not good at it, I will tell you that. I am way 
too nice! My best advice is to not become friends 
with your employees (like I always do), do not hire 
friends or family!

What did you learn at the 2006 convention that 
you’re planning on implementing this year?
 I love the summer camp exchange, it has inspired 
me to upgrade my summer camp program and we 
already have samples and flyers out. I learned that 
most other studios started way before we had even 
thought about it. I really enjoyed the Kizer and Bender 

marketing. We have a shop cat that 
was abandoned in the alley and 
has come to live in the store. The 
customers come by often to check 
in on her. They love the story of 
her being rescued and saved at 
Glazed & Amazed. I am looking 
to have a “Birthday” party for her, 
maybe with some of the proceeds 
going to our local pet shelter.  

 What are your thoughts 
for the future of the pYop 
industry?
 I am a bit concerned. So many 

studios have closed recently. My local distributor has just 
closed and they had been open for over 25 years. I think 
it is going to take a lot of marketing and work to let the 
customers know about us and remember we are here 
and what a fun time they have when they paint with us. 

if you were granted “one” business wish, what 
would it be?
 I wish that every month was like December. If I 
could find a way to get people packed in the shop on 
the week days, practically waiting for the door to be 
open, I would be very happy.

if you could do it all over again, would you? if so 
what would you do different?
 That was an interesting question and caused me 
much inner searching. I would do it again. I always 
wanted to own my own business. My parents owned 
their own business, my husband has two companies and 
I always wanted to know if I could actually do it. I have 
learned such an amazing amount of information about 
myself that I would not give that up for anything. I 
learned that I could do things I never imagined possible, 
such as replacing a thermocouple? I also learned that 
I am not good at some things and had to admit it and 
ask for help, which is not always easy for me to do.  An 
invaluable education in a field that I love!

Do you use any of your 
CCSA benefits? If so 
which ones and how 

do you use them?

When I first joined I was 
in the chat all the time. 

I found so much information from 
people who had so 

much more experience than 
I did. I was a sponge 

and just tried to absorb 
as much information 

as I could. Once I learned 
to maneuver the website 
I started using the art for 
ads and posters. I try to 
check in frequently and 

read about all 
the new things that CCSA 

has to offer and how 
they might apply to 

my business.



 Today   Summer 2007 29

 by Rich Kizer & Georganne Bender

	 Here’s	the	scenario:		you	smile	as	you	unlock	the	
front door of your studio ready to greet the hordes 
of happy customers who will visit you today.  Then 
reality hits you smack in the face when a cheesed off 
customer demands satisfaction.
 Welcome to Retailing circa 2007.  Everybody’s in a 
bad mood.
 We are a product of the world that we live in.  
We’re all time-starved and stressed-out.  Mom’s work-
ing, Dad’s working, the kids are in day care, the bigger 
ones are in school.  At the end of the work day it’s a 
mad rush to get Suzie to Girl Scouts and Timmy to 
basketball.  Never mind that you’re tired, you still have 
to make dinner and do laundry, not to mention help 
the kid’s with their homework before you can finally 
relax.  No wonder we’re cranky.
 The thing is those cranky customers can be any-
one - we’ve all been not-so-nice customers at one 
time or another.  Most are just nice people who are 
having a really bad day - you just happen to be the one 
they decide to take their frustrations out on.  If you’re 
in the retail business then unhappy customer’s are a 
daily fact of life.  When faced with one you can choose 
to react or to respond.  If you merely react, the cus-
tomer will most likely stay unhappy.  But if you choose 
to respond in a concerned and professional manner 
you can turn that lion of a customer into a loyal lamb.
 Understand that an angry customer may be react-
ing to what he or she imagines will happen when they 
present you with a problem.  This is part of the emo-

tional baggage every customer brings with them to 
your store.  We’ve all faced snarling store associates 
who treat customers like the enemy - if a customer 
has had a bad experience in one of your competitor’s 
stores, it’s easy to see why they might think they will 
have a similar experience in yours.
 That being said, if the customer is a complete jerk, 
do yourself a big favor and get him/her off of the sales 
floor and into an area where you can speak privately.  
If you stay on the sales floor, where other customers 
can watch, you’d better be prepared to deliver service 
perfection, because how you respond will be the topic 
of the day among customers and associates alike.
 If the customer is abusive or is using foul language 
say, “Sir/Madame: I am going to help you, but I cannot 
help you if you continue to speak to me like that.”  If the 
customer calms down, continue with the steps below to 
solve their problem.  But if the customer continues to 
berate you, it is perfectly okay to say, “I really do want to 
help you but I need you to calm down.  If you do so I can 
help you now, otherwise we will have to do this another 
time.”  You can also try politely turning the customer 
over to another associate.  Under “normal” circumstanc-
es the following five steps should do the trick:

1. allow the customer to get the problem off 
of his chest.
 Let’s say a customer brings you a problem you can 
fix in two seconds flat.  Resist the urge to save the 
day, instead let the customer blow off steam.

Turning 
Lions into 

Lambs



exactly what you are going to do on their behalf.
 Take responsibility:  If it’s a problem you can fix on 
the spot, then fix it.  If the problem will require fur-
ther action on your part, then explain which steps you 
will take, and tell the customer when you will get back 
to them.  And make sure that you follow through!

4. go a step further and “do one more thing” 
for the customer.
 That “one more thing” is a olive branch that you of-
fer in good faith.  It doesn’t matter what you offer, it’s the 
gesture that counts. A $5.00 gift certificate (80% of all gift 
certificates are redeemed for more than the face value, 
and 40% of all gift certificates are redeemed for TWICE 
the face value so you can’t lose.); a free class; or even an 
inexpensive gift will work wonders.

5. Follow up to make sure the customer is 
satisfied.
 According to The Technical Assistance Research 
Programs Institute (TARP), up to 70% of unhappy 
customers will do business with you again, and up to 
95% will return if you fix the problem quickly.  It’s to 
your benefit to follow-up. A simple telephone call or 
handwritten note will do the trick.
 You may also want to keep a file on what hap-
pened, and what you did to take care of the customer. 
email	us	for	a	free	copy	of	our	super	quick	service	
Response to help you keep track.

 Don’t take it personally!  Sometimes that’s easier 
said than done, but remember you are not the cause 
of the customer’s frustration - don’t expect to win 
them all.  Do your best not to let an angry customer 
ruin your entire day or affect the next customer.
 Make sure that everyone in your studio understands 
how to work with an unhappy customer.  Why not hold 
a staff meeting using this article as the agenda?  Ask your 
studio associates to think of a situation they had with an 
unhappy customer.  Ask what they did to solve the prob-
lem.  Then ask if anyone has a suggestion on what the 
associate could have done differently.  You might want to 
think up some off-the-wall scenarios of your own, and 
see how your associates solve them.  Ask one associ-
ate to be the customer, and another to be the associate.  
Role play is a great way to get the point across.
 Customers don’t expect you to be perfect, but 
they do expect you to fix things when they go wrong.  
Solving their problems is proof that your store is a 
trusted partner.  It’s that trust that will keep them 
coming back for more.
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 When a customer is unhappy about something, 
he has a tendency to rehearse what he’s going to say 
over and over and over on the way to your store.  
By the time he get there, his anger is at its peak.  If 
you try to fix the problem without first letting the 
customer vent, he is likely to wait for a break in the 
conversation and begin to tell his story all over again.   
 So... offer your hand and introduce yourself.  Using 
the customer’s name tends to have a calming effect.
 Listen carefully and attentively to the customer’s 
entire story and don’t interrupt!   Stay calm - you set 
the tome for the rest of the conversation.
 Apologize, even if you are not the cause of the prob-
lem.  This shows the customer you are on their side.  If 
you say, “Gee, this is a great product.  We’ve never had 
this happen before.”  The customer hears, “You moron.  
Didn’t you read the directions?”  Instead say, “I am so 
sorry that you are upset.  Let me see  what I can do to 
solve this problem.”  Or “I am really sorry this happened 
to you.  I can understand why you are frustrated.”

2. ask lots of questions to help determine 
what you should do next.
 When you ask questions people think you care 
about them, and they will respond more positively.  
Ask	the	customer	open-ended	questions	that	cannot	
be answered by a simple “yes” or “no”.  You might say, 
“When did you first notice this problem?”
 Open-ended questions require the customer to 
talk - and that’s a good thing - because the talking 
helps the customer to slow down and refocus.
 Smile, make eye contact, and nod as the customer 
tells his story.

3. ask the customer what they would like you 
to do for them.
 We witnessed a heated exchange between a store 
manager and a customer who was trying to return a 
defective shop vacuum cleaner.  The stone-faced man-
ager was too busy defending his product to focus on 
the customer.  The manager wasn’t giving an inch, and 
the customer looked like she was ready to throw the 
vacuum through the window.  Finally, in a sarcastic tone 
of voice, the manager asked the customer what she’d 
like him to do.  She sighed, and replied that she wanted 
to exchange the defective vacuum for one that worked.  
The manager was taken aback.  What did he expect she 
was	going	to	ask	for?		His	first	born	child?
 Most customers are not unreasonable, they just 
want you to fix the problem.  Ask, “What would you 
like me to do for you today?”  Then tell the customer 
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Beaded 
Handles By Elaine Ducharme, Gare

instructions: 

step 1: Drill holes for handles. Find center of platter 
and draw pencil line dividing platter in ½ lengthwise. 
Draw a dot on the line about ½” down from each 
edge. Measure out from these dots about a 1 ½” 
and mark with a dot. This is where the holes for the 
handles should be drilled.

step 2: Cover platter with 2 coats of Polar Bear.

step 3: Trace pattern directly onto contact paper. 
Cut out pattern, peel off paper backing and adhere to 
platter. Pencil in “floor line” slightly below ½ mark of 
platter. A piece of tape can be run along the bottom of 
this line (and across pattern) to give a clean edge.

suppLies List:
Bisquefire Item # 3003 Oval Coupe Platter

FS-2300 Polar Bear; FS-2389 Sammy Salmon
FS-2392 Rockin Red; FS-2301 Smiley Face
Fs-2305	Blue	Heaven;	Fs-2390	orange	Crush
FS-2341 Kermit; FS-2368 Old Yellar
Fs-2305	Blue	Heaven	•	Fs-2306	Blue	By	u
FS-2374 Blue Ice; FS-2338 Galaxy
FS-2327 Blazing Saddles; FS-2366 Chocolate Moose
FS-2314 Black Lab
Drill & Masonry or Dremel Bit Size 3/16 inch
Fun Writer Bottles
Mop Brush #6550; Round 1 #6600; Round 6 #6602
Contact Paper; Tracing Paper; Sharpie Pen; Sponge 
Beads; 1/4lb wire (or gauge strong enough to hold 
platter and fit through holes of selected beads)
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step 4: Pour small amounts of Blue By U, Blue Ice 
and Polar Bear onto a plate.  Place a small amount of 
clean water onto plate near paints. Drag a wet mop 
brush through the 3 colors. Drag the loaded brush 
vertically, starting at the tape up to the top of the 
platter. Do not let brush get overly wet, have just 
enough water to enable the colors to run and create 
a streaking effect. Do this until the entire background 
is covered. 

step 5: When dry, remove tape. Place medium size 
amount of Blue By U on plate. Use same technique as 
above, this time dragging horizontally. Let the Blue get 
slightly thin. Apply 2 coats lightly, letting some of the 
Polar Bear peek through. 

step 6: Remove contact paper. Overlay tissue tracing 
of pattern and using Sharpie, trace insides of pattern 
onto the platter.

step 7: Using a damp sponge and slightly thinned 
Blue By U, lightly dab center area and top left of vase. 
Let dry.

step 8: Using Elite 6, fill petals of flowers and the 
nose of the kitty on the far right with 2 coats of 
Sammy Salmon. Fill flower centers, far right kitty body 
and the nose of the kitty next to the vase with 2 
coats of Smiley Face.

step 9: With same brush fill body of cat next to vase 
with 2 coats of slightly thinned Blazing Saddles. Fill 
the body of the reclining cat with 2 coats of slightly 
thinned Galaxy. Let dry.

step 10: Using the same brush, take a dab of thinned 
Black Lab and mix it with a dab of thinned Galaxy. 
Use this mixture to make spots on body of reclining 
cat. Use the Elite 1 and same mixture to outline eyes, 
head and body of same cat. Use another small amount 
of mixture to make the cat’s eyes.

step 11: Using Elite 6 brush mix a dab of thinned 
Old Yellar with a dab of thinned Smiley Face. Brush 
mixture on far right side of yellow cat’s body. Place a 
couple of casual vertical stripes of the mixture where 
the cat’s front legs would be. Using Elite 1 and Old 
Yellar, (a small amount of Blazing Saddles can be added 
for darker outline) outline yellow cat’s head and body. 
Use the Galaxy/Black Lab for the eye outline and 
pupil.

step 12: Using Elite 6 brush and a slightly thinned 
Chocolate Moose; casually brush in stripes on 
the brown cat. Use the Elite 1 brush and regular 
Chocolate Moose to outline the cat’s head and body. 
Use the Galaxy/Black Lab for the eye outline and 
pupil.

step 13: Using Elite 1 brush and slightly thinned 
Kermit, trace pattern of dots and leaves on the vase. 
Go back in with slightly thinned Blue By U adding dots 
and slight outline of leaves. Outline flower petals with 
Elite 1 and Rockin Red.

step 14: Trace lettering onto platter. Outline letters 
using a FunWriter capped with medium tip and filled 
with Blue By U.

step 15: Using a Fun Writer, capped with a fine tip 
and	filled	with	Polar	Bear	create	curly	q’s	randomly	
around the background of the platter.

step 16: Alternate dots of Smiley Face and Blue Ice 
around the perimeter of the platter using FunWriters 
capped with medium tips.  Fire at cone 06. Make sure 
that the drilled holes are clear of glaze!!

step 17: Cut a piece of wire 6-8” long. The length 
depends on the size of beads being used and the 
distance between the holes drilled in the platter. 
Thread one end of wire through drilled hole in platter. 
Pinch and twist wire as tightly as possible. String 
desired beads for handle. Make sure to leave about an 
inch of wire remaining. String remaining wire through 
hole and 
twist tightly, 
leaving about 
½” of wire. 
Thread 
remaining 
wire up 
through 
strung beads 
to hide.

Create a 
matching set, 

like with 
this catnip 

planter, 
to add 

pizazz to 
your platter!



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

www.ceramicsunlimited.com

Ceramics Unlimited

#98250 — Party Kitten; 3.25”T
#98290 — Party Teddy Bear; 3.125”T

#98280 — Party Puppy; 3.25”L

#98360 — Tug Boat Bank; 5.75”L
#98230 — Rocket Bank; 7”T

#78330 — Tart Burner - Squat; 4.5” x 4.75” #97990 — My Room Plaque; 5”L

#98260 — Party Froggy; 3.125”T
#98310 — Party Elephant; 3.125”T

#98270 — Party Turtle; 3.25”L

#98350 — Doggy Bank; 5”L
#98380 — Smiley Froggy Bank; 4.375”T

#98370 — Cute Ducky Bank; 4.75”T

#98300 — Party Pig; 3.375”L
#98330 — Wooly Sheep; 3.75”L

#98320 — Party Cow; 3.25”L

#98410 — Kitty Dish; 5.25”D
#98420 — Froggy Dish; 5”D

#98400 — Doggy Dish; 5.375”D

#98390 — Smiley Star Bank; 4.5”T
#98220 — Flying Saucer Bank; 6.25”D

Announcing Our 
New Summer Releases!
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 by Allyson Udell, Duncan Ceramics

trend 
FLASH

A continuing 
series on design 
and style trends 

which affect you 
and your studio.

 For as long as I can remember, a small ceramic 
teapot and four mini cups have sat on a shelf in my 
parent’s kitchen.  As a young child, every once in a while 
I would ask my mom or dad to make a pot of tea and 
we would play cards while drinking the entire pot.  I 
loved the mini cups because I could drink the entire 
cup before the tea got cold.  Of course, the tea was 
special too…my dad would buy this amazing Orange 
Spice loose tea in Morro Bay and we would only use it 
on special occasions, like our tea and card game days!
 The actual teapot and cups have no significant 
meaning…they aren’t family antiques and they 
probably weren’t expensive.  It was the time spent 
drinking the tea that was special. The moments spent 
just being together and creating what would become 
an important memory of my childhood.  My first and 
only game of chess was played while drinking tea from 
this set.  I learned to play cribbage while drinking tea 
with my mom.  Although my parents probably don’t 
even remember purchasing the set, the teapot and 
cups have become a family heirloom that I cherish.  I 
won’t ever teach my child someday to play chess, but I 
will buy special tea and drink the entire pot with them 
so that the magic of the tea set carries on.
 Even better, I will have the opportunity to begin the 
childhood memory with my child at a Contemporary 
Ceramic Studio where we can create a special teapot!  
The best aspect of your studio is that you facilitate 
memories…and not just memories to be shared in your 
studio, but memories that will continue to be made 
every time your customer looks at or uses the project 
they created.  I can only imagine how much more special 
the teapot and cups would be to me had I created the 
set with my parents.  And I can only imagine how special 
it will be to create someday with my child…and then to 
have tea parties throughout their childhood.
 You are well aware of the experience that your 
studio provides and the emotion that is tied to 
nearly every project created.  What you may not have 

considered is that the projects that your customers 
create can continue to provide an experience long after 
their painting time…and you should capitalize on this!  
 Your customers need inspiration not just for 
painting, but also for the purpose of the project.  
Setting three bisque teapots on a shelf will only 
attract a customer who visits your studio wanting to 
paint a teapot…after all, tea parties are not a regular 
occurrence for most people.  Inspire your customer 
by painting a teapot and then taking a professional 
photograph of a parent and child sipping tea together 
while playing cards or having a tea party.  Visit your local 
Kinko’s to have the photo blown up to poster size, 
then create a featured project of the month section 
in your studio where you display the photo with the 
actual teapot.  Try selling the emotion that the painted 
teapot can provide versus just the plain teapot. 
 I still love tea but I’ve moved on to a big girl mug 
that holds about five times more liquid than the mini 
cups...and I guzzle it before it gets cold!!  Whenever 
I go to Morro Bay, I always stop by the teashop for 
more loose tea (yes, it’s still there)!
 A little bit about me… I love to be creative...but 
I’m not a crafter! I guess you could say that I grew up 
being creative. My mother is an amazing seamstress, 
my father is an amazing photographer and my brother 
is an amazing artist. I really don’t have an amazing 
creative talent. My father taught me the basics of 
photography and I know how to develop black and 
white photos. My mom made me learn to sew at a 
young age and I wish I enjoyed it...but I just get so 
frustrated and I can’t tell you how many projects I’ve 
started to sew and never finished! And I absolutely 
cannot draw...not at all. But I do like to find easy ways 
to make gifts for friends and family. 
 For questions and comments concerning this 
column, email Alyson Udell at audell@duncanmail.
com or check out her blog at www.duncanfashiongirl.
blogspot.com.
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You can find teapot styles that are on-trend with 
those found in home interior retailers like 
Pottery Barn and Crate & Barrel.  

To emphasize to your customers that 
it is easy to create items found in 
stores for less, find a like item 
online, print the page with the 
price showing and write on the 
page what the cost would be 
to make in your studio.  

For instance, if Pottery Barn 
is selling a teapot that has 
a simple yellow flower on 
one side, print the online 
page, indicate the cost to 
make the same teapot in 
your studio and supply a 
few flower stencils or 
stamps. Then watch your 
customers happily walk 
out with not only a 
deal but with an 
experience too.
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products reQuired:
Surface:...................................MB-1044  5” Flower Pot
  MB-1045 3.75” Flower Pot
  MB-1064 Tray
Stroke & Coat: .....................SC-16 Cotton Tail
	 	 sC-74	Hot	tamale
  SC-76 Cara-bein Blue
Miscellaneous Products: .....Pencil 
  BT-910 Synthetic    
  Sponge
  3/4” Masking Tape
  Exacto Knife
  Brushes 
  CB-106 #6 Script Liner
  CB-404 #4 Pointed Round
  CB-604 #4 Soft Fan
  CB-110 #10/0 Liner
Crystalites: ............................S-2731 Kaboom

1.  Begin with properly fired shelf 
 cone 04 bisque.  Moisten a clean 
 sponge and wipe bisque to remove 
 any dust.
2.  Using a CB-604 #4 Soft Fan, apply 
	 3	coats	of		sC-74	Hot	tamale	
 to the inside of the large 
 planter, and apply 3 coats of 
 SC-76 Cara-bein Blue to 
 the inside of the two 
 small planters.
3.  Tape off the blue area of the 
 flag, with masking tape.  
 Use 3/4 inch masking tape to tape off the   
 white stripes of the flag.  Use an exacto knife to  
 cut the edges of the tape to create a slight wave.
4.  Using a CB-106 #6 Script Liner, apply 3 coats of  
 SC-16 Cotton Tail to the white stripes.

5.  Using a CB-106 #6 Script Liner, apply 3 coats of  
	 sC-74	Hot	tamale	to	the	red	stripes.	
6.  Remove all the tape after the last coat of the
	 sC-74	Hot	tamale	is	applied.		Wait	until	the	color	
 has dried and re-tape over the stripes to form the 
 edge for the blue star area. Apply 3 coats of SC-76 
 Cara-bein Blue to this area.
7.  Pencil in the star pattern and apply 2 heavy coats 
 of SC-16 Cotton Tail to the stars, using a 
 CB-404 #4 Pointed Round and the CB-110 #10/0 
 Liner for a clean edge.
8.  Using a CB-604 #4 Soft Fan, apply 2 coats of 
 S-2731 Kaboom to the outside of the planters 
 and the bottom of the tray. 
9.  Stilt and fire to shelf cone 06.

Red, White 
and Kaboom
By Marcia Roullard, Mayco Colors

Technique: Stroke & Coat with Crystalites
Artist: Marcia Roullard • Course Length:  1.5 hours

Level: Beginner
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By Kathy Tavano

 You walk into your studio…anticipating a typical 
day…when you are faced not with a pleasant, helpful, 
cooperative employee but with an employee from the 
fires of...the kiln (say that with a deep, eerie voice…it 
sounds better). You cringe.
 Employees…what can you say about them? 
A lot…and hopefully more good than bad.  But 
sometimes employees bring their worst side to 
center stage.  It doesn’t matter how old they are or 
what their gender is.  Usually they’ll show their true 
colors fairly soon after joining the studio.  Sometimes, 
though, life just gets the better of an otherwise good 
employee, and they transform seemingly overnight.  
 If you’ve been blessed with wonderful employees, 
be grateful!  If, on the other hand, you’ve been cursed 
with a less-than-wonderful employee (what a nice 
way to put it!), read on to put a name to the type of 
employee you were faced with.  Do any of them seem 
familiar to you?????
 the invisible employee – Where is the Invisible 
Employee? Good question! These are the employees 
who’ve been hired to work certain hours on certain 
days…but either they don’t appear when they are 
supposed to or they don’t appear at all…they’re 
invisible! Since when does a 9:00 starting time mean 
to come in at 10:00? Why is it okay to believe it’s 
not a problem to take days off for any and every 
conceivable reason?  Invisible Employees can create 
a scheduling nightmare when they all want to be 
invisible at once! More often than not, this comes into 
play when employees all go to the same school and or 
have kids in the same school and want to take time 
off for spring or fall breaks, proms, or big tests.  
 the storyteller – This is the J. K. Rawlings 
type … they always have a good story to tell.  Their 
creativity shows with a tall tale about why they were 
late or why they need to have a day off or two or 
three!  Being a Storyteller can be tricky.  A Storyteller 
needs to keep track of which relatives have “died” 
and which illnesses they’ve been treated for.  They 
also have to be good actors so they can feign illnesses.  
Employing a Storyteller can be challenging…what to 
believe??? After all, truth can be stranger than fiction!

 clueless in ceramics – Otherwise good 
employees can morph into Clueless ones the second 
their boss leaves the studio.  Like…what’s up with 
that?  These employees don’t seem to know what 
it is they are being paid to do.  They seem to fully 
understand what they are told they are supposed 
to do.  They know how to read the list of tasks left 
for them.  But somehow tables and bowls remain 
unwashed, trash doesn’t get taken out, and they 
“forget” to have family or friends pay.  Maybe when 
the boss leaves they unknowingly take the employee’s 
brain with them?  
 the paris hilton employee – Got the visual 
here?	the	Paris	Hiltons	wear	clothes	not	meant	to	
be worn while working in a ceramics studio. Instead, 
they are outfitted with clothing more suitable for 
hanging out with their friends or catching the eye 
of	the	opposite	sex.	the	Paris	Hilton	employees	like	
to show their underwear and an excess of skin. T-
shirts sport pictures or slogans not appropriate for a 
ceramics studio or its customers. Each studio owner 
has different dress codes and different levels of what 
styles of dress they tolerate, but when you’ve got a 
Paris	Hilton	employee	in	your	studio,	you	know	it.	
They sure do draw attention!
 the snarler – Aahhh…These employees are 
very generous.  They share their rudeness with their 
bosses, the customers, and anyone else who wanders 
across	their	paths	at	the	wrong	time.	How	kind	of	
them. The Snarler’s rudeness need not be provoked, 
nor is it targeted toward any particular age group. The 
nicest thing about a Snarler is that they’re often not 
an employee for very long.
 the can You hear Me now? employee – A 
cell phone attached to an ear is a sure sign you have a 
Can	you	Hear	Me	now?	employee.		they	seem	to	feel	
they’re being paid to talk on their cell phones during 
working hours. And to check their messages.  And to 
text their friends.  Coincidentally, they are oftentimes 
also Clueless in Ceramics Employees and, when told 
by their boss to get off the phone, can likely turn into 
Snarlers. These employees make their bosses want to 
shout, “Can you hear me now? Get back to work!”
 the Ya gotta Love ‘em employee – I’m 
talkin’ friends and family here.  They know the boss 

Employees from the fires of … the kiln!
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and, because of that, often take advantage of that 
relationship.  They make it hard for the boss to assert 
authority or they just flat out ignore it.  They know 
that the boss (also known as their friend or relative) 
won’t want to ruin their relationship.  But they either 
don’t care or don’t realize that they themselves just 
might be the cause of negative feelings! Friends and 
family…ya gotta love ‘em…but should you hire them?    
 the Bag Lady employee– These employees 
come with extra baggage… troublesome husbands, 
kids that accompany them to work, 
sick relatives, broken-down cars, 
and a multitude of extracurricular 
school activities. The baggage these 
employees bring to work with them 
can give their bosses bags under 
their eyes from sleepless nights 
of worry!  Bag Lady Employees 
both inspire sympathy and provoke 
frustration from their employer.  
Conflicting emotions may make their 
boss simultaneously want to hug them and to boot 
them out the door with a wish for a bon voyage!
 the oops! employee – Butterfingers!  Nope, 
we’re not talking about the candy bar. The Oops! 
Employee is one who breaks things by dropping them, 
by loading the kiln wrong or, horror of horrors, by 
leaving something meltable or flammable on top of the 
kiln.		Hearing	the	word	“oops”	in	a	ceramics	studio	can	
send chills down the back of any owner.  Everyone has 
their clumsy moments, but the Oops! Employee has 
more of them than a studio owner can often afford!
 the “apprentice” employee – This employee 
has gone too far for too long.  They’ve caused their 
bosses (like Beale from the movie The Network) 
to want to shout, “I’m as mad as hell, and I’m not 
going to take this anymore!” When these employees 
have crossed that line, they’ve heard the words 
spoken by Donald Trump to many of his apprentices, 
“You’re fired!”  There are two types of Apprentice 
Employees…the one that leaves quietly and rides off 
into the sunset of unemployment and the one that 
leaves screaming and threatening and denying.  
 Wearing garlic around your neck may ward off 
vampires, but it’s too bad you can’t just hang a piece 
of greenware around your neck to ward off these 
nightmarish employees. To have the best chance to 
avoid hiring one of these employees, a solid interview 
and screening process can make a difference. 
Performing security checks and drug screens and 
following through on references can also help.  

 So, you’ve discovered you’ve hired someone that 
you hope won’t someday remind you of one of the 
employees described above. What you do at the 
start can set the tone for your employer/employee 
relationship. Right off the bat let your employees 
know exactly what you expect from them.   
 An employee handbook can be compiled with 
studio policies and procedures.  It can set out exactly 
what you expect from your employees and what they 
can expect from you.  Consequences for failure to 

comply with studio policies and 
procedures should definitely be 
addressed in this handbook. Policies 
can include everything from dress 
code to phone use to family/friend 
discounts.  Procedures can cover 
closing tasks to asking for time off to 
handling pottery pieces and kiln use.
 Thoroughly train your 
employees in the way you want 
them to do things.  Along this line, 

you could have a checklist of tasks and procedures 
they have to “pass” so they can’t use the excuse that 
they didn’t know how to do something.    
 If an employee has assigned tasks, a checklist – on 
which they actually have to check off each day what 
they’ve accomplished! – just might help them perform 
everything they are supposed to do!
 To avoid scheduling hassles, keeping an employee 
calendar and schedule posted can be helpful.  When you 
anticipate busy days, camps, or the holiday rush, cross out 
or mark those days that time off may not be requested.  
Leaving the responsibility to the employee of finding their 
own replacement to work for them when they want a 
day off may deter random or trivial time off requests.
 If you do somehow wind up with one of these 
employees in your studio, document their behavior and 
the measures you take to deal with them.  If you don’t 
and you eventually terminate their employment, you may 
run the risk of having an Apprentice Employee turn into 
a	Haunter…the	one	who	haunts	you	by	suing	you!!!
 If possible, give fair warning before firing someone.  
Letting them know what they are doing wrong 
can give them a chance to improve.  Sometimes an 
employee just needs a little more direction.  This way, 
if the time should come when you have no other 
choice but to let them go, it won’t be an ugly surprise.  
Doing this could make it easier for you to terminate 
their employment...for both of you.
 Maybe wearing greenware around your neck isn’t 
such a bad idea after all.

Wearing garlic around 
your neck may ward off 

vampires, but it’s too bad 
you can’t just hang a piece 
of greenware around your 

neck to ward off these 
nightmarish employees. 
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TECH 
TALK

“are you 
feeling crazy 
with crazing”

By Judi Novotny, It’s Yours

 The following article is based on personal crazing 
observations and recent research on the subject of 
immediate crazing, and delayed crazing as a contemporary 
Paint Your Own Pottery Studio owner.  With this, I am with 
hope to offer information that will help all of us.
 Just what causes immediate crazing…delayed crazing? 
Crazing in general are those fine line little cracks in the 
surface of a finished piece…sometimes immediately, at 
other times months later. A number of factors can and 
will contribute to immediate or delayed crazing.
 Most if not all, low-fire earthenware will exhibit 
signs of crazing over time.  This is due to the porous 
nature of earthenware and the fact that moisture 
will inevitably get into the ware and/or the glaze and 
body may be subjected to varying degrees of thermal 
heating and cooling over time.
 It is felt that delayed crazing is predominantly caused 
by moisture expansion of the bisque.  For example, 
moisture can get into the ware through the holes left by 
stilt marks on the bottom of the ware where the porous 
bisque acts like a sponge to absorb the moisture. 
 Aside from moisture expansion, viscosity and 
application of glaze, speed of firing play, cooling/
unloading of kiln play an important role.  Also, 
important is how the customer treats the piece 
at home, (i.e. whether they subject the piece to 
microwaving or the dishwasher, which is believed to 
accelerate any potential crazing.)
 Bisque plays a major role in this issue because of 
its porous nature but also because of the proliferation 
of imported bisque from all over the world using many 
different materials.  Underfired bisque, with a very low 
coefficient of expansion (often referred to as COE or 
CE) increases the possibility of crazing, especially with 
non-toxic glaze whose COE is generally higher than 
their leaded, dinnerware safe counterpart.
 Along with bisque, glaze plays a part, especially with 
the non-toxic, lead free formulations available today.  It 
is believed that the quality of these particular glazes 
have improved greatly over time, especially within the 



important factors to minimize crazing. What clear glaze 
should you use, and whose bisque products should 
you stock? It’s an important personal decision for each 
of us, one that should be discussed with the glaze and 
bisque suppliers you choose to do business with. 
 In summary, Low fire earthenware bisque is just 
that. It wasn’t intended to be microwaved or thrown 
in the dishwasher on a daily basis. It’s not high fire 
stoneware.  The bisque that we have in our studios 

today come from many parts of 
the world, formulated with many 
different types of DIRT.  What 
we sell in our studio’s will differ 
from one shelf to another, unless 
it’s all coming from the identical 
clay manufacturer, which if pretty 
unlikely.  Of course the ideal would 
be to have a perfect clay/bisque 
–glaze fit.  I personally believe that 
our glaze/bisque manufacturers are 

working on just that, as of this writing. Until we are 
at that “perfect” point in time, arming yourself with 
knowledge and following the guidelines given by your 
glaze manufacturer is crucial to keeping those nasty 
little craze lines to a minimum.  
  I want to personally thank Dean Saether, of Duncan 
Enterprises, and Dave Alaimo, of Gare, Inc. for their 
candid discussions and willingness to share their wealth 
of information which helps us better understand this 
issue of immediate and delayed crazing.  
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past	ten	years.		However,	they	are	a	bit	less	forgiving	
than their leaded, dinnerware safe counterparts.  They 
have a narrower firing range, which means you have to 
pay special attention to how you are firing and that you 
are not firing too low or too fast.
 For many, many years, ceramic glazes have contained 
small amounts of lead which gives glazes a kind of 
elasticity (forgiveness) and more flow during firing. What 
that has meant is that bisque has not had to be fired 
precisely and glaze has not needed 
to be applied as smoothly. Think of 
glaze as a garment that must fit a 
certain size body. A leaded glaze that 
is formulated to fit a size 04 body 
would also expand or contract to 
fit bodies 02 to 06 and the wrinkles 
(brush ridges) would smooth 
themselves out.
 The very act of removing lead 
has increased the requirement for 
accuracy in bisque firings and glaze application. Using the 
same garment analogy, a nontoxic glaze formulated to fit 
a 04 body might stretch to a very small 05 or a very large 
03 but barely and with risk of popping the seams (crazing) 
or falling off (shivering). Although it seems on the surface 
that using the nontoxic category of glazes is difficult, it is 
really nothing more than forming new and better habits.
   With this knowledge...it is apparent that the bisque 
that we stock, the glaze we apply, and how we apply it 
to a clay body, along with firing practices are equally 

...it is apparent that the 
bisque we stock, the glaze 

we apply, and how we 
apply it to a clay boday, 

along with firing practices 
are equally important 

factors to minimize crazing.

Mark your calendars for the 
CCSA convention • August 25 - 28, 2007

coLuMBus Facts:

Within 550 miles of half the population, Columbus Ohio is easy 
access for nearly all CCSA members. Only 15 minutes from the Co-
lumbus airport and an easy drive for the majority of our members.

Average temperature in the summer is only 80 degrees!

There’s great nightlife and fun shopping within easy access of 
our host hotel! We’ve got a fun shopping tour in the works too.

We’ve got 90,000 square feet of convention center space...
plenty of room for more exhibits and classes.

More Technique classes than ever before and bigger 
classrooms so you can attend the ones you want.

We’ll	be	celebrating	the	Holidays	in	August	at	the	convention!Partners Meeting 
for Success See you There!

see our conVention FLYer inserted 
in this Magazine For detaiLs.
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People love being able to 
paint outside and enjoy 
great food and drinks at 

the same time.
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 A new trend hit Austin, Texas this February 
– Pottery on the Patio.  Pottery on the Patio gives 
people a fun setting to paint pottery and enjoy a 
meal or a drink with friends. The weekly event is a 
partnership between Brush Strokes Mobile Pottery 
Studio and Doc’s MotorWorks Grill, a restaurant 
located in the Austin SOCO (South Congress) district.  
Austinites can now enjoy one 
of their favorite restaurants and 
pastimes together.  
 We decided to partner with 
Doc’s MotorWorks Grill to bring 
something new to our customers.  
Every Sunday evening from 6:00 
p.m. – 9:00 p.m., our pottery team heads over to 
Doc’s to set up on their all-weather patio.  It’s been 
a huge success thus far.  People love being able to 
paint outside and enjoy great food and drinks at the 
same time.  Doc’s restaurant is known for their open 
patios and fun atmosphere.  The owners turned an old 
auto body shop into the popular neon-lit restaurant. 
Its open patios look out on a main street known for 
its artistic flair. Doc’s eclectic style and the artistic 
culture of the area make Pottery on the Patio a 
perfect fit.  “Pottery on the Patio is a great way to 
spend a Sunday evening. You can get creative, enjoy 
some good food and meet new people,” says Cindy 
Wood, a regular customer.

 The partnership is mutually 
beneficial.  We are increasing brand exposure by 
aligning with a highly trafficked restaurant. The 
partnership allows us to offer a “studio” experience 
to customers who just want to paint a few pieces 
but are not ready to book a full party. As a business 
owner, I love being mobile and traveling to wherever 

customers want me to be -- but 
I also like offering a regular place 
where customers can come 
to paint one or two pieces for 
themselves. Doc’s gains repeat 
customer business from the 
event.  Finished pieces are ready 

for customers to pick up the following Sunday at the 
restaurant.  Even if they don’t paint again, most people 
sit down to have a drink or grab a quick bite to eat.
 Joint marketing efforts benefit both the restaurant 
and Brush Strokes. Marketing includes e-mail blasts to 
both customer bases, print ads in local newspapers and 
signs around the restaurant (table tents, full color posters 
and inclusion on Doc’s main outdoor sign).  Doc’s uses 
the event as an additional feature for their new and 
existing customers.  Restaurants are popping up on every 
corner in this area of Austin, so offering something fun 
and different helps set them apart from the competition. 
 Pottery on the Patio is something the entire family 
can enjoy.  Of course, PYOP studios’ main target market, 

A New 
Marketing 
Idea for 
Studios
By Courtney 

Hessinger, 
Brush Strokes 

Pottery



He	seriously	shocked	himself	by	having	a	great	time	and	
painting	a	mug	that	turned	out	perfectly.	He’s	ready	to	go	
again. It probably helps that Doc’s has a good bar...” 
 Pottery on the Patio has been a great new 
marketing tactic for Brush Strokes Pottery.  We have 
been able to offer our customers a regular painting 
venue and grow our customer base with customers 
from Doc’s restaurant.  I have to say it is also nice to 
enjoy a glass of wine while I’m racing around helping 
customers.  Cheers!
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mothers and children, love coming to Pottery on the 
Patio. But both businesses have been pleasantly surprised 
at the number of men who also truly enjoy an evening 
on the patio. Part of the draw may be the two large flat 
screen televisions on the patio playing the latest sport 
coverage.  “I dragged my boyfriend along to Pottery on 

the Patio,” 
said customer 
Penelope 
Hyslop.	“	

By Julia McNair, DIY Crafts

 Mark your calendars for October 20, 2007, as the 
CCSA celebrates the second annual PYOP Day! You 
can make it whatever you want! Use it to promote 
classes, special events, and the holidays – whatever 
works for your studio! We’ve named the date to get 
you started, but the rest is up to you!
 Some ideas that worked for the inaugural PYOP 
Day in 2006...
	 •	Give	away	something	free!	Pumpkins	ornaments	for	
the first 20 kids, or salad plates or any other inexpensive 
item.	Have	a	line	waiting	for	you	when	you	open	if	you	
promise a free item to the first customers.

	 •	Handprint	day!	Make	those	turkey	platters	in	
October. It’s never too early to get those platters 
finished!
	 •	Classes	and	demonstrations	of	techniques.	this	
can be a great way to show off new products.
	 •	Have	a	drawing	for	customers	who	come	by	and	
register that day. At  Do*It*Yourself Crafts, we gave 
away a dinner plate a month for a year. Less than a 
$25 investment in bisque, but each month the winner 
has come in to paint her plate, plus brought a friend, 
PLUS painted something else for her. 

 You could also give away a birthday party, or an 
ornament painting party (promote those Christmas 
events now!), or any other drawing that promotes 
your store.
 Get your staff involved! What would they like to 
promote? Getting everyone excited can help insure 
the success of your event.
 We’ll remind you again, but it’s not too early to be 
thinking about what you’d like to do. You’ve got lots 
of time to plan, and add PYOP Day to your marketing 
calendar now, and start thinking of what you can do 
that day. 

SECOND ANNUAL



“After 9 years of attending conventions, 
I still come away with fresh ideas, 
great friends from networking, and 
rejuvenation of the spirit to face the 
busy (and sometimes slower) months 
ahead.”
 Helene	safford,	
 Clay Café Studios
 Falls Church, VA

“... re-charge your 
batteries ... network ... 
learn ... have fun  ...”

Alison McIntosh, Clayart
Plymouth, Devon, UK

“Every day I think about 
how to apply what I learned at 
convention to my studio. I think 

about the friends I met at convention 
and I’m really happy to chat with them on-line 

after the meeting. I make new friends, learn 
new techniques and business ideas which 

increase my sales, and get to network in person 
with others just like me! Convention? I love it!”

Kim McMillan, 
Fired Up LLC

Cottage Grove, WI
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Why go To convenTion?
We could give you all the reasons why, but perhaps your peers will be more persuasive:

     “Columbus” is all 
 about discovery. Can’t wait   
     to see what big discoveries we 
     can make at convention”
       Lynne Meyers, 
 Pots & Paints, LLC
   New Lenox, IL

 “What you learn at convention is PRICELESS! There 
are so many great classes but you also learn so much 
from all the other studio owners...what works for them, 
new ideas...there aren’t enough hours in the day all year 
long to use what you learn! 
 …I was just thinking about last year’s convention 
today. At least once a day I think “At convention 
someone said...” and it works into some idea that we 
needed to kick start. 
 Can’t wait to find all kinds of new things again! 
Though I’m not nearly done with it all from last year!” 
 Meghan	Davis,	Color	Me	Happy
 Brunswick, GA

“Some go to play, 
some go to learn... 

I go to grow!” 
Nadene Weil, 

Glaze Under Fire
Orlando, FL

“Attending the convention is 
tHe	best	way	to	rejuvenate	your	

creative spirit, connect with industry peers 
and see the latest in industry trends.  The classes and 
interaction with fellow studio owners allows you to 

garner knowledge that can help you make your business 
run more efficiently while increasing sales.”

Crista Toler, 
Cape Fear Canvas and Clay

Charlotte, NC

      “Bisque order $1000. 
     Paint and Glaze $600. 
 What you learn at convention 
       (and the friends you meet)....
 PRICELESS!”
 Denise Oliver, 
  Playful Potter
  Reno, NV
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By Sylvia Clayton, Paint Your Art Out

international 
newS

 This was the first year for quite a number of years 
to	have	ceramics	as	part	of	the	stitches	and	Hobby	
Craft Show at the National Exhibition Centre in 
Birmingham.  So there was a little trepidation as to 
whether it would be a success to be part of a Craft 
Trade Show after all that time.   We need not have 
worried, the PYOP/Ceramics section of the Exhibition 
went down a storm.  People loved it.
 But back to that opening morning - Sunday - it was 
very quiet, the weather outside was not good (cold and 
damp), there was just a trickle of people making their way 
to the Ceramic Section .......I, for one, held my breath.....it 

just had to get better....and it did!!  
   By lunch time it was buzzing, 
people were mingling, introducing 
themselves, meeting all the suppliers 
present, attending workshops - get-
ting  new ideas.....and best of all, peo-
ple were signing up to renew their 
membership of the CCSA or joining  
for the first time. There was so much 
positive energy going around you 
could feel it, it was tangible.   
    About 25 members and pro-
spective members made the meeting 
on the Sunday afternoon. Again it 
was nice to see people introducing 
themselves, making new friends.  The 
meeting went well, there were many 
positive ideas circulating which I am 
sure will surface again through the 
new European Committee.
    A “get to know you dinner” 
was held at the hotel on the Sunday 

BIRMIngHAM 2007



in their worlds and often these ideas could be brought 
into our environment too. I think suppliers and the 
CCSA worked really hard and I am really grateful to 
them for making a big effort at Birmingham.
 Rhiannon Rivens, The Pottery Painting Company

 Birmingham was a great opportunity for both 
vendors and studio owners to come together under 
one roof  - the show was a great success as far as we 
are concerned, and from all the positive comments we 
heard it was a success  for studio owners, too.  We 
are hopeful that this will become an annual event. Our 
thanks to those CCSA Members who gave their time 
and effort in making it a success.
 Maxine Winkle, Potclays Limited

 “......Also in February we attended an International Craft 
trade	show	at	the	neC.	it	was	the	first	time	the	iCHF	
(international	Craft	and	Hobby	Fair)	had	included	a	section	
devoted solely to Ceramic Painting. It was a very interesting 
event and great to see so many of you in the flesh that we 
know so well over the phone/email! The size of the hall was 
enough to make your eyes boggle- craft stands from all over 
the world promoting paper craft, stamping, scrap booking, 
textiles, all with vast ranges of specialised products. Inevi-
tably we must compare the crafts on show to the craft of 
‘Ceramics’, the appeal, the potential to grow, the customer 
base demographic, and the profit. So many stands were 
promoting products to a well serviced market that were at 
best ‘subtly’ different from what was available from the next 
stand. Ceramics stands very proud amongst its distant craft 
cousins, we are all working with a product that appeals on 
so many levels, and we have a great product, with a great 
concept, with great potential.......”  
 Mathew,	Hobby	Ceramicraft
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evening, which was well attended. People let their hair 
down, as you are prone to do at these events!!  The res-
taurant certainly buzzed with animate conversation and 
laughter.  The fact that the meat served was as tough as 
old boots didn’t seem to matter that much.  Two out of 
three is not bad.....good company and good wine!!  
    Monday evening saw 10 intrepid travellers set 
out to visit and see the delights of “We are Mud” a 
studio	in	edgbaston,	Birmingham.		owner	Harjinder	
greeted and welcomed us to her “newly refurbished” 
Paint Your Own Pottery Studio.  Long story short.....
Harjinder	had	to	cease	trading	for	6	months	while	her	
landlord refurbished. She describes it as being to hell 
and back, but she has bounced back and things are 
picking up for her.   The Studio / Coffee Shop is nicely 
designed and laid out, and we were given a great 
welcome and a nice supper.  The “intrepid” travellers 
relates to a certain group in one car  that got lost....all 
they had to do was follow the lead car....things took 
a turn for the worst, when they started following the 
wrong car......!! A good job that Thomas from Den-
mark is calm, laid back and has a sense of humour.
 All round we had a great time, I am sure that this 
is just the start of something GOOD.    My thanks are 
extended to everyone that attended and visited; you 
were all instrumental in making the event a great suc-
cess.			We	couldn’t	have	done	it	without	you.	Here	are	
a few comments from attendees at the show:

 The show was excellent & I enjoyed meeting UK 
studio owners and listening to their perspective on 
our industry. I heard many studio owners say that the 
show was refreshing and inspiring since all the vendors 
worked together to showcase their wares and run mini 
seminars in the teaching area. Many studio owners re-
quested we continue to run an annual event where the 
industry can meet. It is in our best interest that all the 
vendors supplying this industry are represented at a 
European CCSA show in order to support the growth 
of our industry. Bisque Imports Europe looks forward 
to many fun years working with our UK & EU studio 
customers and it was an honour to be involved in the 
inaugural EU convention for our industry.
  D.J. Toal, Bisque Imports

 I thought the Birmingham show was inspirational 
for me and brought alive the sense of community that 
is the CCSA. It was good to see most of the suppliers 
there and get new ideas from them and other attend-
ees. The fact that we were surrounded by other crafts 
people meant that we could also see what was current 



Are You Looking for Some Inspiration?
 It’s time to get your creative juices flowing just in time for your summer art camp 
programs. You also may want to put some fresh paint on some studio samples to get 
your sales heating up for the hot times ahead. 
 The Decorative Painter: Over 100 Designs and Ideas for Painted Projects by Cressida 
Bell is an oldie but a goody for design inspiration. Cressida Bell is a well-known British 
designer	specializing	in	textiles	and	interior	designs.	Her	designs	are	highly	decorative	with	
bold, colorful [is there a word missing here?] that make a strong statement. Used copies 
of her book are available on www.amazon.com and www.allbookstores.com to help you 
build up your library of inspirational references. You can see more of her incredible work 
at	http://www.cressidabell.com/index.htm.	Her	creative	designs	are	sure	to	help	you	come	
up with some new “samples that sell” for your studios.
 For many of you, camp means rolling out those slabs of clay and trying your hand 
at hand-building. If you want to try your hand at clay work, I suggest you pick up copies 
of	some	creative	books	by	ceramicist	Joaquim	Chavarria.	He	has	put	together	a	series	
of ceramics class books about Molding Techniques, Decorating Techniques, and Hand-
Building Techniques published by Watson-Guptill Publications, New York. 
 Each of the books is written with clear, concise instructions for projects that 
are suitable for various age groups. For the clay novice, there is an overview of the 
properties of clay and explanations about clay bodies and tools. The projects are also 
suitable for intermediate level classes and can be informative to those of you who are 
already familiar with clay but looking for some new possibilities. 

 Till next time....
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NEW PALM CARDS

ORDER TODAY WITH THE ENCLOSED 
MARKETING MATERIALS ORDER FORM

YOu ASKED & WE LISTENED
New birthday party palm cards and 
party invitations are now available!




