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Hello Members,

 This issue is packed with convention information as well as holiday ideas. We found that 
waiting until the winter edition for Christmas and Hanukkah projects was cutting it too close.
As a CCSA member, you should be sure to take advantage of the new things our 
Executive Director has implemented for you, including:

 Monthly Newsletter: Yes, we know, it’s a TON of information! But how else can we keep 
you informed? Dena, our ED, is working hard every day to add more member benefits. 
New partners are signing up and information changes monthly. Be sure to read the entire 
newsletter so you can start saving yourself money.

 New Website: The members asked and we listened. Our website has a newer look as 
well as a friendlier way of finding information. Take some time to go through the site, 
get to know it, and be sure to edit your business profile! It is directly linked to the studio 
locator and we want consumers to be able to contact you!

 Who’s ready for convention? This year, you’ll be able to sign up for your classes prior to 
arriving at convention. Not all classes will be repeated, so we strongly suggest that you bring 
someone with you to divide and conquer. Simply put, there’s too much information to cram 
into three days.

 Things you don’t want to miss in Austin:
  Member Mixer on Friday evening
  Member Meeting and Breakfast on Sunday morning
  Silent Auction and Fundraiser to benefit Breast Cancer Research
  Studio Tour on Monday afternoon

We can’t wait to see everyone in Austin!

Kami Hatley
CCSA President
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CONVENTION! CONVENTION! CONVENTION!

 That is what the buzz is about, and this issue of CCSA Today aims to give you all the 
information you need to plan your trip and get the most out of the four days of convention.
If you have been riding the fence, it is time to make the jump and get registered today. 
There is such an outstanding lineup of classes that it’s going to be a challenge picking 
which ones you want to attend. I would suggest bringing some staff with you to divide 
and conquer. There is something about coming together with 400 to 500 other people 
that have the same interests, face similar challenges, and speak the same language. 
You are in for a real treat.

 Suppliers are planning their booths and getting ready to ship product to be able 
to share with you the latest in the industry. We currently have seven new suppliers 
exhibiting at convention and I hope to add to that number as the date gets closer. 
Make sure you visit each booth because they all have great information to share with you.

 Set your alarm for these must-not-miss events:

 Friday,  August 24, 9am Pre-con classes begin
 Friday,  August 24, 7pm Member Mixer, Exhibit floor
 Saturday,  August 25, 8am Convention begins with keynote speaker
 Sunday,  August 26, 8am Member meeting and breakfast
 Sunday,  August 26, 6:30pm Reception/Auction and dinner
 Monday,  August 27, 2pm Bus to after-party and studio tour of 
     Art Garage and Ceramics Bayou

 We are constantly updating information about convention on the website and chatter, 
so check back often, pack your camp clothes, and start working on that fabulous project to 
donate to the auction. Because “2012 CAMP CCSA” is not something to be missed.

Dena Pearlman
Executive Director

 by Dena Pearlman
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Dear Kiln Goddess,
 I’ve heard that at some studios they hire a “dedicated 
kiln loader.” I’m intrigued. Do you know any more about 
this?
 Signed, Tired of That Room

Dear Well Then, Time to Delegate!
 I’m also intrigued by the idea of having a single employee with 
the responsibility of the kiln room. I decided to ask around, and 
see what folks who have gone such a route have to say, and what 
I’m learning is that they love it. When asked to list the pros and 
cons, well, let me just tell you I could hardly get a word in edge-
wise as the pros came pouring out: consistency was the main 
point mentioned. When you have one person solely responsible 
for a task (and this is a pretty darn important task in our studios), 
they get very good at it. At one studio, the kiln room person is 
in charge of all kiln logs, glazing, stilt-mark removal, supply needs 
for the room, and quality control. At an average of about an hour 
and a half a day, it doesn’t take too much out of payroll, either. No 
customer interaction, no interruptions from the phone . . . this is 
sounding better and better.
 But . . . (And you knew there would be a but) the key to 
this being a successful relationship is communication. At many of 
the studios with DKLs, the kiln work happens after regular busi-
ness hours. This means that any special information (put an add-on 
here, get this platter ready early, and so on) must be specifically 
spelled out. This person doesn’t work with the customers directly, 
so unless you can hire a mind-reader . . . and if you can hire a mind-
reader, I’m so jealous I just can’t even say.
 Also, you need to make sure someone else knows how to 
handle the kiln. People don’t work 365 days a year, so you will 
need to coordinate with your DKL for time off. Keep in mind that 
someone is probably going to be you. When only one person does 
a task, that means the other employees never get trained in it, so 
make sure your kiln-loading skills don’t get rusty. I suggest games 
of Tetris to keep you fresh.
 Best part? According to one studio owner “I don’t have to do 
it.” Sounds good to me.

Dear Kiln Goddess,
 I’m so excited about Convention. Austin sounds 
great—what do I need to prepare for?
 Signed, Making My List

Dear Yeee-Haw! Texas Here We Come!
 Hmmm, too stereotypical? No worries, because I think Texas 
is big enough to not get its feelings hurt. But Convention—that’s 
something to look forward to. I’m already counting down the days.
 You didn’t say whether this is your first time (isn’t it fun to be 
“first time” at something again?) or you are a Convention veteran, 

Ask the Kiln Goddess 
but either way it’s fun to attend. Bring a stack of business cards to 
share, an open attitude, a list of items you’d like to order, a note-
book to jot down ideas, a digital camera, and the knowledge that 
you will be exhausted when you leave, but in the best possible way.
 Also, be sure to bring a sweater to pull on when it’s cold in the 
classrooms (overcompensation for the heat outside). God bless 
air conditioning. I think that’s the Texas state motto. Oh wait, I just 
checked with Google and the actual state motto is “Friendship.” 
While as a state motto that lacks the zing of “Live Free or Die,” 
for a state hosting a CCSA Convention, I’d say it is pretty spot on. 
One of the best things about attending Convention is the chance 
to make friends. These are people who will be able to speak your 
language (in case your spouse isn’t interested in discussing oolites, 
shivering, crazing, or crazy customers any more). Take classes, at-
tend the member meeting, join others at the bar... but remember 
what we all learned in kindergarten: to make a friend you have to 
be a friend. 
 And this friendship can continue beyond Convention, so that 
you will always have someone who does what you do for a living 
available at the other end of an email or a phone call, ready to 
commiserate when you need and celebrate when it’s warranted. 
Then you’ll have someone to look forward to seeing at the next 
Convention, and you’ll just add to your group year after year. 
That’s the best part of Convention.

Dear Kiln Goddess,
 I’ve always used a toilet brush to stir my glaze, after 
having been trained that way by my consultant. Recently 
a studio-owner friend told me this is a bad idea. What’s 
the scoop?
 Signed, Never Had a Problem, but Thought I’d Ask

Dear Always Good to Be Informed,
 You know, I’ve heard about folks using toilet brushes to stir 
glaze, but wasn’t sure of the official take. I called a few glaze manu-
facturers and asked and was told that there was a glaze in the past 
for which the toilet bowl brush was the recommended method of 
mixing. For other brushes, a jiffy mixer attached to a drill is what 
you need. Your manufacturer will have the skinny on what you 
should be using for your particular glaze; it’s always a good idea 
to check with them for mixing instructions, how long to mix, and 
the viscosity you should be using. It may be that the toilet brush 
is right for you, but for someone else the jiffy mixer is the answer. 
You need to check with your manufacturer to be sure.
 (Confidentially, I try to avoid ever holding a toilet brush. Nev-
er want someone to think I’d like to volunteer to clean a toilet. 
Thank you very much!)

 As for the advice here, take it or leave it, but don’t blame the CCSA 
as we don’t take responsibility for the answers! Please send your Kiln 
Goddess questions to KilnGoddess@ccsaonline.com and we will for-
ward them to the Kiln Goddess!





my name. I kept trying to picture each piece of 
bisque as a potential project, as a finished piece 
of art in my home. As I perused the walls of 
white bisque I was mentally kicking myself for 
not bringing in some inspirational ideas that I 

could draw from—a favorite piece of fabric, a magazine tear-out, a 
color palette. I have to tell you, it took me a while to finally settle 
on something.
 When you are considering ways to enhance the creative ex-
perience for your guests, you may want to put “inspiration” at the 
top of your list.
 Most people probably aren’t sure of what they want until they 
see it. Think about it. A product or service is only as good as its 
marketing strategy. Many of us buy things we don’t need because 
a marketer has convinced us we do. I’m not saying that provid-
ing inspiration is a form of manipulation, but when you are able 
to guide a guest toward a more successful experience, they are 
more likely to want to repeat it. When you inspire someone to be 
creative, you are stimulating their mind and soul to be expressive. 
That’s powerful. The more creative confidence you can build in 
your guests, the better.
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 by Jennifer Blevins, Consumer Trends Specialists, I Love to Create

trend 
FLASH

A continuing 
series on design 
and style trends 

that affect 
you and your 

studio

 Recently I was reading a blog entry written by one of my 
favorite bloggers. She was sharing with her readers how she finds 
ongoing inspiration for her artwork. “Finding her muse,” she calls 
it. A muse is the power regarded as inspiring the artist, poet, or 
great thinker. This blogger went on to talk about the steps she 
takes to identify the things that inspire her, and what an integral 
part of the creative process this is.
As a studio owner, you are offering a creative experience to your 
guests. When they walk into your studio for a painting session, I 
will bet most of them probably don’t know what they want to 
make. They have come to enjoy themselves, get creative, and hope-
fully take away something they can be proud to use themselves, 
give as a gift, or display in their homes.
 Last summer I took my youngest son to a ceramic studio 
just to play and escape the heat. I walked in with no idea what I 
wanted to make. I wandered around the perimeters of the stu-
dio, looking at every piece trying to decide which one was calling 

Finding 
YouRmuse
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HERE ARE SOME IDEAS fOR PROVIDING 
INSPIRATION TO yOuR GuESTS:
 Display pictures of interesting table settings or home decor 
vignettes that reflect the latest color and design trends featuring 
ceramic pieces. It can be as simple as a single dinner plate or a 
cluster of various-sized clay vases, to an entire tabletop. Online 
sites like Anthropologie, West Elm, Dwell, Decor8, and Pinterest 
are excellent resources for this. You can do this with a simple 
framed picture, or create a more elabo-
rate vision board with various inspirational 
ideas.
 Take pictures of your guests’ finished 
pieces and cycle them in and out on a bul-
letin board, or place them in a photo album 
that can be browsed for ideas. Keep them 
in a central location or on the counter at 
the front desk so that guests are aware of 
them. 
 Subscribe to fashion and home decor 
magazines so that you can make the con-
nection between the two. This season’s 
wearables are often next season’s table settings. Gather images of 
geometric patterns, lace and crochet embellishments, tribal prints, 
animal and snake skins, florals, seasonal (and downloadable) Pan-
tone color palettes—all of these trends can provide inspiration 
for guests.
 Provide “extras” like painter’s tape (for making stripes and 
chevrons), stencils, stickers (to act as a resist), sponge sticks (great 
for making polka dots, which are still so hot), and stamps—any-
thing that may make for a unique painting experience. Encourage 
guests to be eclectic in their design approach. For example, show 

how a dinner plate with a chevron stripe may go quite well with a 
polka dot salad plate and bowl with a solid pop of color.

By GIVING GuESTS MORE DESIGN OPTIONS, IT 
MAy MEAN THE DIffERENCE BETWEEN SELLING 
ONE BISquE PLATE TO BE PAINTED AND SELLING 
AN ENTIRE SET.
 Near the paint area in your studio, show color combinations 

and their inspiration. For example, Tanger-
ine Tango is Pantone’s Color of the Year for 
2012. Emphasize this color in some finished 
pieces. Include the reference to the Color 
of the Year so people make the connec-
tion. Show examples of other colors that 
work well with this one, like Turquoise or 
Teal. You can find examples of great color 
palettes for the season from places like 
Sephora, Ulta, JC Penney, and Target. 
 Choose a “Muse of the Month” proj-
ect to inspire your guests. Perhaps it is a 
blockbuster movie (The Hunger Games, 

The Avengers, Snow White and the Huntsman) or an event (the 
Olympics, the presidential election, the Super Bowl), or a seasonal 
event (spring break or National Craft Month). It’s easy to create a 
small inspiring vignette in your store, like the one shown here.

 Any of these ideas may be made available on your studio’s 
website as well. Remember, inspiration is a powerful igniter to 
creativity. Light a fire in your guests by helping them to find their 
muse.

When you are 
considering ways to 

enhance the creative 
experience for your 

guests, you may want 
to put “inspiration” 

at the top of your list.



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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on The road
By Emily Rhodes, The Polka Dot Pot, Winchester, Virgina

Artcentric
 On the road again . . . this time we are in Benicia, California, 
talking with Aline Karpoyan, husband Steve, and daughters Nirvana 
and Araz. Aline started painting ceramics back in the late ’80s at a 
traditional studio. She had always loved working with clay, acrylics, 
oils, glass etching, and other different art mediums. She even became 
a kindergarten teacher because she knew they would be able to do 
lots of art projects! After teaching and then being a full-time mom 
for ten years, Aline decided to follow her dream and she opened 
Artcentric in May 1998. Now she can’t imagine doing anything else.
 It soon became a family affair when, in 2002, Steve quit his job 
in environmental engineering to join her in the studio. They love 
working together and Aline loves the fact that he does the job of 
several employees! He is in charge of all the glazing and firing for 
ceramics and glass. She admits the first few years were difficult 
because it took time away from being with their children. Her 
children were 4 and 8 when she started and she had to miss some 

dance and sport practices, but fortunately her husband was 
able to be there. Now her kids are grown and they pitch 

in to help run the studio when needed.
 Aline has been a member of CCSA since 2000. 
She loves being a part of an organization that shares the 

same enthusiasm and creativity. Convention feels like a va-
cation for her and Steve, like “going to a candy or a toy 
store for kids!” The first few years they did not know 
anyone but found everyone very friendly. “Owning a 
PYOP studio and having membership in CCSA opened 
different doors for me,” Aline says. “Convention gave me 
the opportunity to meet representatives of Colorobbia 

from Italy and now I work for them part time. . . . It has been 
an amazing opportunity to learn so much about ceramics 
and creating with the masters! It is absolutely incredible to 
watch the old and new generation of ceramists in action 
during the annual Ceramic Festa in Montelupo, Florence. 

I have been exposed to so many fun tools and techniques 
that I hope to share with fellow studio owners.”

 Aline has truly enjoyed owning her studio and especially 
loves watching kids paint, which taught her not to worry 

about producing a “perfect” project, but just to have fun with 
the process. She has made lots of friends over the years. Two main 

After teaching and 
then being a full-time 
mom for ten years, 
Aline decided to 
follow her dream and 
she opened Artcentric 
in May 1998. 
Now she can’t imagine 
doing anything else.

Benicia, california
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things she has learned are to provide excellent customer service, 
and that when it comes to marketing, you get out of it what you 
put into it. She also loves helping schools and various organiza-
tions with different fundraisers. We’ll take a look at one she is 
doing right now.
 Aline had supported all kinds of organizations and schools in 
her community over the years. One day a woman came in asking 
for a donation for annual fundraiser. After talking for a while, Aline 
realized this was the right person to work with on an idea she had 
heard about through CCSA several years earlier. Thus the Parade 
of Pigs was born. Proceeds benefit the Benicia Education Founda-
tion, for which they raised over $4000 in 2011.
 The Parade of Pigs is a collection of painted piggy banks. The 
contest helps connect the studio to the education foundation and 
all the schools in the district. Art teachers run contests to select 
5 middle school students, 10 high school students, and 5 artists 
from the community. Artists submit a form with some information 
about themselves and the design they would like to paint on a pig. 
A committee chooses 20 finalists, who may come to the studio 
to paint or the art teacher may have the students do the work at 
school. Once completed, the pigs are displayed in the studio win-
dows for everyone to see. This creates a lot of excitement, includ-
ing coverage by local news outlets. Businesses in the community 
may also request to display the pigs. Donations are collected while 
the pigs are on display, and then in May there is a big auction, the 
Parade of Pigs 4 Kids Auction Party.
 Aline believes this is a very rewarding project, and she donates 
all materials, glazing, firings, and studio times, as well as the hours 
of meetings to plan the event. Everyone gets really excited about it 
and it generates lots of excitement in the community, not to men-
tion lots of good press for the studio. And Aline loves the idea that, 
through this event, they all learn something new every year.

Aline has truly enjoyed owning her studio and especially 
loves watching kids paint, which taught her not to worry 
about producing a “perfect” project, but just to have 
fun with the process. 
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      We have amazing guest speakers this year too. In the keynote 
address, award-winning visual merchandiser Mary Liz Curtin will 
explain how to build a brand that is yours alone—without break-
ing the bank. And Mary Liz, Cindy Morrison, and Danielle Roden-
bough will also be offering regular classes as well.
      Perhaps the biggest innovation at this year’s convention is the 
new class registration procedure. We used to have to stand in line 
in the predawn hours for tickets to get into the classes, and there 
was always a risk that space would run out. Now, for the first time, 
we’ll register for classes online before convention. This will save 

a lot of time and make the whole process 
much more efficient.
      And naturally, since we’re such a visual 
industry, it’s always wonderful to see the 
amazing supplier exhibits, to get inspired by 
the creative displays and see all the brand 
new stuff to buy, not to mention the free 
make-and-take projects! Plus, of course, 
there are convention discounts for attend-

ees, and you can place your order right there. It can be a little 
overwhelming if it’s your first time, so try to come with an order 
plan and strategy.
      Sunday night features the dinner and fundraising auction. The 
delightful Teddy Wright will be the emcee, plus there’ll be a DJ, and 
there are even rumors of line dancing. Dressing up for the theme 
is optional, but so much fun. Camp is the theme this year, so start 
planning now!
      Don’t forget to bring your Great Shapes creation for the auc-
tion for the Vera Bradley Foundation for Breast Cancer. Choose 
your medium: pottery, glass, mosaic, or clay. The more decorative, 
ornate, and crazy, the better! Another aspect of the fundraising is 
the Golden Ticket raffle, in which the very lucky winner receives 
an amazing assortment of merchandise donated by suppliers. Past 
prizes have included a kiln, pottery, glass, tools, and supplies, in a 
package usually valued in the thousands of dollars!
      Rounding out the fun are the studio tours on Monday after-
noon, hosted by Art Garage and Ceramics Bayou. For just $20 
you can hop on the tour bus and get even more great ideas from 
these studio visits.
      Of course it’s a financial commitment to spend the money 
for convention, but it’s so important for both new and seasoned 
studio owners. Some successful money-saving tips are to share 
a room with someone to split the hotel costs, get some of your 
meals off site, and pack some snacks. CCSA will even be providing 
some of our meals: lunch on Saturday and Sunday, the member 
breakfast on Sunday, and of course the big dinner event on Sunday 
evening. (Note that Sunday’s early-morning member meeting isn’t 
just a ploy to make you get up extra early—it’s the source of a 
nice free breakfast!)
      So cash in those airmiles, or sign up online for airline specials. The 
goal of the CCSA convention is to make you more profitable, make 
your life easier when running your business, and let you have some fun 
too—all incentives that make the financial investment well worth it.
      I hope convention attendance will break records this year, 
and I’m proud that it’s in my home state. And remember, since 
this convention is in Austin, be sure to bring your cowboy boots. 
Yeehaw! See you in Texas!
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By Michelle Booth, 
Glazed Over, Houston, Texas

 I used to think I didn’t need to go to convention, and that 
I couldn’t afford it. Boy, was I wrong! The first five years I was a 
CCSA member, I found every reason to not to go to convention—
money, the studio, conflicts with family schedule, and so on. I just 
didn’t understand the benefit of going. I also thought that since I 
had done a dozen years of corporate conventions and business 
classes, I’d learned it all. Well, guess what? My studio sales were 
mediocre, my classes were mediocre, and I 
was stuck in mediocre-world, fresh out of 
ideas. So this will be my fourth convention 
this year, and I can’t wait!
      When I walked into the hotel at my first 
convention, in Phoenix, the realization struck 
me. These people know exactly what I go 
through every single day! They have loaded 
kilns in the middle of the night. They stress out 
about Christmas and Mother’s Day. They know what an oolite is, and 
what a problem shivering can be. How rare is that!
      As I walked up to the registration table, I was greeted by the 
smiling faces of Denise Callen and Julya Myers. I’d never seen them 
in person, but it was great to put a face to my chatter buddies. 
They immediately made me feel at home and encouraged me to 
meet up at the member mixer at the bar later. Of course, I was 
able to meet and chat with so many more that night.
      So this year’s convention in Austin (my favorite city in the 
world!) is no different. The line-up is amazing, and not to be missed. 
From pre-con classes and the business and technique classes, to 
the supplier exhibits, to the studio tours, all of it promises to be 
great. If you are on the fence about going to convention, jump off 
that fence and sign up now!
      Friday night’s member mixer is the perfect time to start putting 
the names with the faces. We will also be holding our first-ever pin 
exchange. Think studio flair, and make them out of glass, clay, what-
ever you like. We’ll all have fun collecting these over the years.
      Pre-con classes on Friday are a great investment. At $65 for 
three hours of very useful information, it’s well worth the outlay 
for the amount of learning you’ll take home from one of these 
classes. There are four pre-cons this year. Glass guru Denise Gib-
son teaches “How to Really Sell Glass” (my glass sales increased 
50 percent after I took this class last year). In “SOCIALVENTION: 
Social Media & TV Intensive,” Emmy-winning journalist Cindy Mor-
rison shows you exactly how to create your own social media 
strategy, build followers, connect with local media, and much more. 
“Hire Them, Shape Them, or Shed Them,” with human resources 
expert Danielle Rodenbough, will explore how to find the right 
employee and keep them on track. In “Clay for Kids Made Simple,” 
studio owner Becky Maiefski shares her expertise on reliable ways 
to turn a profit with class and camp projects in clay, with very 
minimal investment; the class includes two hands-on clay projects.
      You will learn so much valuable information from every business 
and technique class, and sometimes even get to paint, which most 
of us rarely get the time to do. There will even be a class on run-
ning a successful charity event, taught by a representative from Vera 
Bradley. See the article on page 18 for full details on all the classes.

If you are on the fence 
about going to convention, 

jump off that fence and 
sign up now!



www.chesapeakeceramics.com
http://www.facebook.com/pages/Chesapeake-Ceramics/137682409612048
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by Charlene Ridlon, 
Art As You like It, St. Cloud/Waite Park, Minnesota

 To attend an industry-related educational event or not? That is 
the pressing question. Let’s be honest, it takes a lot of effort and ener-
gy to get our collective bodies together in one room. The host studio 
spends weeks cleaning and organizing. The CCSA staff has to plan for 
food, line up hotels, organize classes, and secure sponsors. The suppli-
ers have to come up with projects that meet the needs of all abilities 
and translate into a number of color lines and products. And let’s not 
forget the effort that goes into shipping all the product and materials 
to support those classes. I’ll be frank; I drag my feet to sign up. It’s not 
that I don’t want to go. But I am very practical, so all the questions of 
doubt must be answered before I can send in my registration. What if 
I can’t get my studio covered? What if I don’t like the projects? What 
if the projects are made on bisque I don’t carry in my studio? What 
if the business classes are things I already know? Who’s going to get 
my daughter to her extra-curricular activities? What if . . . But when 
we get there, all of those “what if’s” turn into “What was I worried 
about?” And we have a fabulous time! Maybe it’s just the sugar high 
lingering from the fantastic cupcake or the riveting drive home in a 
rain storm, but I can’t sleep tonight because I feel totally inspired. I 
want to implement everything I learned today!
 So what did we do? Our fantastic host studio was Kiln Kreations 
in Woodbury, Minnesota. Sandra and Miriam were gracious hosts 
for this event. In sync the whole time, they worked tirelessly to 
keep things running smoothly. As a matter of fact, they were always 
so busy, I didn’t get much time to chat with them. Their beautiful 
and bright studio is well laid out, with ample space for hosting large 
events. I appreciated the slightly padded chairs as we spent plenty 
of time immersed in the educational part of the event. Since I am in 

the midst of a kiln room revamp, I poked around for quite a while in 
their immense and immaculate kiln room. The entire studio is well 
organized and colorfully decorated with samples galore. Miriam will 
proudly tell you that she loves to make samples!
 What did I take away? Projects and prizes. The first day was 
packed with lots of fun ideas that can easily be implemented in 
most studios immediately. Kelsi from Bisque Imports brought us 
a fun kids’ clay project using common household items. We added 
textures and shapes using the Crafter’s Workshop stencils, and 
then either sculpted a few 3-D elements by hand or, if you were 
sitting near my table, I loaned out some fun clay push molds to use 
with the project. We had plenty of time to work on and complete 
projects, so it was great to chat, visit, and share studio stories with 
those sitting near us.
 Jon Dean and Melanie showed us how to make an elegant 
glass project, with a number of additional ideas on how to adapt 
the techniques of using the Mayco stamps and Hues to Fuse glass 
paints. Our host studio was kind enough to offer to fire our 
projects so we could take home at least one completed project. 
Chesapeake provided us with the frame backs and my sample is 
displayed in my studio already!

Midwest Regional



washing container. Just a gentle soap, a good solid cleaning regimen, 
and a clean, dry place for the brush to rest and dry.
 We ended our time together with the calendar plan. Each group 
took a quarter of the year and shared some great marketing ideas 
that we use in our studio for each of the months.  The studios that 
gathered together are spread out in our Midwest area and it was 
fun to hear about how differently we create and offer events in our 
studios. And clearly, what works in one studio isn’t always a good fit 
for others. Still, it’s great to share. You never know when you might 
stumble upon that one great idea that you can tweak to fit in your 
own studio’s cache of events and classes.
 So again, why should you attend an educational event? Be-

cause it’s good for you as a studio owner 
and it’s good for your studio! I always leave 
an educational event refreshed and ready 
to try out some new things to make my 
studio the best that it can be. I asked a few 
of my table mates why they came and what 
they would take back.
 Karen Moyer from Lily Pad Ceramics in 
Ramsey, Minnesota, plans to look into the 

Constant Contact Social networking program so she can ramp up 
her Internet presence and get some more likes on her Facebook 
page. She came to the event to meet up with some friends and was 
so grateful to have had the opportunity to attend.
 Carolyn Caffrey from Paintin’ Pottery and Bead it in Depere, 
Wisconsin, was especially drawn to the event for the canvas paint-
ing. Even though she is offering classes this summer for camp, she 
wanted to learn more about possibly implementing canvas painting 
on a bigger level in her studio.
 Veronica McFadden owns Cool Catz Pottery in Storm Lake, 
Iowa, and will soon be celebrating the first year of business! Her 
favorite project was the glass picture frame, which she plans to im-
plement in her studio immediately. Veronica and I have been con-
necting online over the past few months so it was nice to connect 
in person event and we even shared a room. Not only did it save 
us a bit on the cost to attend but we had a fantastic time taking in 
a little retail therapy and sharing studio stories over dinner!
Suzanne—who accompanied Penny, the owner of Manic Ceramic 
in Lakeville, Minnesota—had the unique experience of being an 
employee who got to attend. She thoroughly enjoyed getting to 
be creative. Her presence at my table reminded me to reward my 
employees for their creativity once in a while. I could see the joy 
it brought to Suzanne, and I want my employees to feel that way 
about our industry as well.
 Oh, and did I mention how much the suppliers love to send 
door prizes? I am working my way through all the stuff in my Vera 
Bradley bag, and making my list of all the thank-yous I must send. It 
took three trips from my car to bring in all the fabulous things that 
came home with me from this event!
 So here is your answer: When faced with the question of 
whether it’s worth it to attend an educational event, the answer is 
yes. Do what you have to do to get yourself to a regional, the na-
tional convention, or one of the supplier-sponsored events. Put it 
in your yearly budget plan to attend at least one educational event 
a year. It’s as important as paying your rent and taxes! Whether 
you are a new studio, a growing studio, or a seasoned studio, edu-
cational events are key to keeping yourself refreshed and excited 
about what can be refreshed or renewed in your studio. And it 
doesn’t hurt to step out of that office and into the world of people 
who eat, sleep, and breathe the same way you do.
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 Jon showed us how to paint the awesome Coffee Time plate. 
I have had Mayco Foundations in my studio for a while, but just 
haven’t put them to good use. I was happy to make a practical 
project on a basic pottery shape that will make a great sample 
when it’s finished. We were encouraged to break out of our box 
and paint light colors over dark. Now I know how my customers 
feel when I ask them to trust me that a technique works. I know 
the project will be beautiful, but Mayco Grapel on Mayco Black 
Foundations? I hope there is room in my kiln tomorrow!
 Jeff from Constant Contact presented us with some great mar-
keting ideas. I was thankful this class was broken up over two days. It 
gave me time to think about how I currently use Constant Contact, 
and allowed me to open my mind to some 
of their new products. Being a loyal user of 
Constant Contact, I thought I might find my-
self underwhelmed; however, to my surprise; 
I took a few key points from the presenta-
tion that I hadn’t considered before. The new 
buzzword in marketing is “engagement mar-
keting” and Constant Contact has some new 
products geared to help our small businesses 
shine with our customers.
 Our second day was the much anticipated cupcake canvas pre-
sentation. Deco Art introduced us to a program called Social Art-
working. It seems they are very open to working with our organi-
zation to become a supplier and educational component in helping 
studios jump on board to the canvas painting industry. They are still 
tweaking their program to meet our needs, but were very open to 
honest discussion. I can’t wait to see how they proceed with this pro-

gram. We were promised another tech-
nique class and more information at the 
Austin National Convention in August!
 After the canvas painting class, Michael 
Harbridge demonstrated a beautiful but 
absolutely easy painting technique. Since 
this technique will be demonstrated at 
the convention in Austin later this year, 
I don’t want to spoil the surprise by de-
tailing the project here. What I appreci-
ated the most about Michael’s presen-
tation was that we were able to follow 
along with this technique, but he also 
showed us a number of other super easy 
techniques to use in our studio. Michael’s 
techniques are excellent for those cus-
tomers who claim they’re “just not artis-
tic,” because they can easily and quickly 
be shown the basics and can complete 
the project with little additional instruc-
tion while using regular fired finishes. The 
fun continued with Michael as he donned 
his other hat as the representative from 
Royal Langnickel brushes. He shared 
with us some great tips on the care and 
upkeep of brushes. Did you know that 
Royal develops brushes specifically with 
our industry in mind? I am happy to re-
port that no one at my table routinely 
abuses their brushes. We all have good 
cleaning habits, but it is refreshing to be 
reminded that you don’t need a fancy 

I can’t sleep tonight 
because I feel totally 

inspired. I want to 
implement everything 

I learned today!
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By Kim Stanfill-McMillan, 
Fired Up Pottery, Madison, Wisconsin

 I love using pay-for-click advertising for a very simple reason: 
it makes me money. We all get calls each day offering us to be “on 
the first page” of Google, Yahoo, and Bing. This article will tell you 
how to make it happen for your business by doing it yourself for 
less money, and how to get great results. You will need to put in 
some time up front, but after that it is easy to manage your ac-
count for about 15 minutes per month. Although I will refer to 
Google through this article, I am not paid by them, nor do I rep-
resent them. You can also set up accounts with Yahoo and Bing in 
a similar manner.
 1.   Go to www.google.com.
 2.  Look for a coupon by typing “Google adwords coupon” 
  into Google search.
 3.  Very important: Click only on the one from google.com, 
  and not from any other advertiser/reseller.
 4.  Look only for the link under google.com (see number 3).
 5.   Choose adwords, request a free trial.
 6.  Set up an account.
 7.  Set your budget. I like to use a figure that’s equal to 
  one newspaper ad in your area, usually $200 to $300.
 Google help is amazing. You can call the free campaign set-up 
service at 1-877-763-9805. There’s also a free help number, 1-877-
490-2071 (phone numbers change sometimes, but this one was 
valid in May 2012).

ONCE yOu HAVE A BuDGET
 It usually takes 3 days before your ad is approved and runs live. 
Ads are prepaid, so when the money runs out, the ads stop show-
ing, and you always stay within budget. Ask everyone who visits your 
store how they heard about you. Put the question right on their 
ticket. That way you can track it, and train your employees to do this 
also. For me $300 investment = $3000 a month in new sales.

SET yOuR GEOGRAPHICAL AREA
 Under Custom, look under Settings, then under Locations 
choose a mileage around where you want your ads to appear. I 
have mine set for 30 miles. In my old location I had it set for 50 
miles. In a large city you may only want 10 to 15 miles.

HINTS fOR SETTING uP SuCCESSfuL ADS
 Advertise what is already making you the most money. It is 
what people in your area are already looking for, so do more of 
the same.
       Google will tell you that the most effective ad will have a 
keyword in the first line. However, the first line of my most effec-
tive ad has the name of my store. You can put almost anything, but 
don’t use the word “Free” and don’t put anything in all caps. For 
the second line, capitalize the beginning of each word. Treat the 
third line like a sentence and capitalize only the first word.
       My most effective ad is:
       Fired Up Pottery & Glass

       Pottery Painting and Glass Fusing
       Walk in, make art. 7 days/week
       www.FiredUp Pottery.com

 You can make up your own ads and have multiple ads running 
at a time. But be sure to run only one of each campaign type at 
once or they will compete with one another and drive up your 
cost since you’ll be competing against yourself.

THE IMPORTANCE Of KEyWORDS
 You can use the keywords tool to add new keywords anytime. 
Think about highlighting seasonal events and new activities. My 
most effective key words are:
 Handmade pottery  Ceramics
 Paint pottery   Pottery classes
 Pottery making  Glass fusing
 Unpainted ceramics  Pottery painting
 Paint your own pottery

 You can also set negative keywords so you’re not paying for 
people to click on those. Put your store name as a negative key-
word. After all, if they know the name of your store, do you want 
to pay for their click? Other negative keywords I have used are 
ceramic tile, porcelain, tile, garden pottery, and collectible pottery.

quALITy SCORE (qS) AND RATING
 Your price per keyword depends upon these factors. You want 
quality scores of 5, 6, or 7 (7s are great!) and 2s and 3s are not so 
good. Learn more about quality scores by asking about it in the help 
section. I delete (or pause) the keywords with low-quality scores. 
The better a keyword, the higher the QS, and the less you pay! You 
are also rewarded with higher placements for better keywords.

WHAT SHOuLD yOu MONITOR ON yOuR 
ACCOuNT?
 I check my billing, clicks, and search terms weekly, which takes 
me only about 3 minutes. I monitor what people are searching for 
and why my ads are showing. I check what people are searching 
for in my account by going to:
 Home, campaign, keywords
 Go to the second bar below
 Choose Add Keywords
 Choose See Search Terms
 Select all

 If there are search terms you don’t like, add them as negative 
keywords so you don’t have to pay for them in the future.
       Monitor clicks on your ads. If there is a click on an ad that is 
appropriate, good. If there is no click on an ad that is appropriate, 
that’s even better. Why? You didn’t pay for it. Your ad showed (impr 
means impression), and they probably clicked on your free listing. 
This is the best scenario.
       So enjoy setting up your ad, and hopefully watch the money 
roll in.

Why you Should uSe Pay-for-CliCk 
advertiSing — and hoW to get Started
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9 AM TO 12 PM:

How to Really Sell Glass with Denise Gibson
 Denise Christmas-Gibson, a studio consultant for Delphi 
Glass, has agreed to give a repeat of this informative class again at 
this year’s convention. Denise’s class provides a unique perspec-
tive on how to make glass successful in your studio.
 If you are just adding glass and want to learn what mistakes 
NOT to make, or perhaps you have been doing glass for a while 
and just need a fresh perspective on how to make glass successful 
in your studio, then this class is for you! We will focus on areas 
that maximize the profits from fused glass. What is the best way 
to present glass in your studio? What marketing tactics work for 
promoting fused glass? How do you get past customer and em-
ployee intimidation? How do you cut down on the complexity of 
offering glass in your studio?
 A hands-on project will also be made during this class, which 
you’ll take back to your studio and begin making money with it 
immediately. All materials are included in this class.

SOCIALVENTION: Social Media & TV Intensive with Cindy 
Morrison 
 This is not a “how-to,” it’s a “how-DO”! We’ll walk through 
how to create your social media strategy to gain a larger follow-
ing, create loyal fans, and help your bottom line. Each owner needs 
to find their sweet spot on Facebook (in particular) in order to 
connect with customers where THEY are: Facebook, Twitter, You-
Tube. You want to be perceived as caring about and engaged with 
your community because perception is reality these days. We’ll 
have show-and-tell so you’ll gain a clear understanding of how 
to use pictures, videos, postings, and testimonials to make you 
relevant and get a leg up on the competition.
 Also... how can you get the traditional media to notice you? 
We’ll talk about how to find a topic that strikes a chord with jour-
nalists. How you can become your local journalist’s best friend. 
How you can find a right fit for some possible national coverage. 

And finally, how you can use social media to make a real con-
nection with your local TV stations and newspapers. Walk away 
with: Clear strategy and goals on social media; exact steps to build 
social media presence and followers; sample news release; list of 
ways to connect with your local media.

1 PM TO 4 PM

Hire Them, Shape Them, or Shed Them! with Danielle Roden-
bough from Trouble at Work?
 Everyone has gone through the agony of hiring the wrong 
individual, then trying to figure out whether to keep them or get 
rid of them! In the first half of this 3-hour class, you’ll learn solid 
basics of how to cast a wide net for candidates, how to interview 
intensely, what you can and can’t ask, and how to make a better 
selection. Learn what rights you have in terms of confidentiality, 
nonsolicitation and noncompetition with new hires. The second 
half of the session will focus on how to deal with poor employee 
performance, employee drama, and employee conflict. Leave the 
session with the confidence to formally deal with all kinds of is-
sues, as well as with the knowledge that you don’t have to keep 
employees who aren’t adding value to your company! (Oh yeah, 
we’ll also discuss your superstars and how to treat them!)

Clay for Kids Made Simple with Becky Maiefski and Katie Ramos 
of Clay ’N Latte 
 We will take away all the intimidation you may have about teach-
ing clay in your studio. Clay building is perfect for summer camps, 
enrichment programs, scouts, and more. You will learn our simple 
method of teaching, where children will have a fun learning experi-
ence and end up with a great finished project. In this class, we will 
show you how to make clay profitable with a very minimal invest-
ment. We will make an owl plate and a hanging bird feeder, and will in-
clude templates and instructions for both. In addition to the projects, 
we will show you how to make money doing clay impressions with 
babies and children. We will include templates for these as well.

is their reactive nature. We’ve put this quality to the test and 
created a brand new technique that’s sure to inspire even those 
who have used these glazes for years. We want to show you just 
what these glazes can do and how easy they are to work with. In 
this class you’ll learn techniques to change your Pottery Glazes 
into glass-like finishes, to create colors you’ve never seen before, 
and to develop new classes that your customers will want to 
come back for time and time again. Experience the magic of Pot-
tery Glazes—the possibilities are endless!

Fuel Your Creative Fire! Classes 
were chosen with marketability 
in mind! Join some of the indus-
try’s most talented teachers and 
learn a new trick or two! 

The Magic of Pottery Glazes with 
Maryann Ohearn of Gare

 The beauty of Gare’s Pottery Glazes 
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Sheer Delight: Asian Noodle 
Bowl with Sheer foundation 
Glaze with Teddy Wright of Mayco
 Confucius Say: 
One who paint Asian 
Bowl see increase 
of Yen! Simplicity in 
design with Founda-
tion Sheer glaze and a 
simple stroke of the brush. 
Ah, grasshopper, you will be profitable

The Italian Way with Aline 
Karpoyan and Colorobbia 
 We all admire Italian pot-
tery, with its rich colors and 
intricate designs. With a special 
tracing technique called Lo 
Spolvero, you and your custom-
ers can achieve the same re-
sults! We will show you how to 
design your pottery in less than 
a minute and enjoy the rest of 
the time painting. We will also 

discuss how to run a one-day workshop or fun classes. This is a 
great tool and a new addition to your studio.

Two Chicks & A 
Brush Do Christmas 
with Robin and Julie Cates 
of On the Pot
 We’re doing 
Christmas, Two Chicks 
& A Brush style! We’re 
going to explain how 
we would teach this 
fun class and give you 
some tips on helping 
your customers get 
the most out of their 
class experience. This 
will include class 
logistics, as well as 
how to get great coats, outlining, and little bit of lettering.

Rubber Stamps on Pottery with Su-
san Walton of Rubber Stamp Tapestry

 Susan will be teaching the 
component stamping tech-
nique, using Rubber Stamp Tap-
estry’s peg stamps, to decorate 
a tall, cone-shaped mug. Using 

RST’s new mini stencils, you will 
create an irresistible cat design 

combined with a colorful stamped 
pattern that resembles a crazy quilt. 

With the use of peg stamps, mini stencils, 
sgraffito, and masking, you will walk away with 

tons of new ideas for your studio classes and 
pottery projects. A short video and complete 
step-by-step instructions will be provided.

Play on Birds 
with Crafter’s 
Workshop and 
Bisque Imports
 During this 
fun class, you’ll 
get the chance 

to experiment 
with a variety of 

Crafter’s Workshop 
templates, available 
through Bisque Imports. 
As you paint each side of this 
whimsical utensil holder, you’ll have the 
chance to play with various tools and 
techniques.

Tie-Dye String Pottery with 
Michael Harbridge of Royal & 
Langnickel Brush Mfg.
 Discover how fun and 
easy it is to create this tie-
dye look on ceramic surfaces 
using string, brushes, and 
ceramic colors. Perfect for 
children and adults and ideal 
for nearly any shape, the simplic-

ity of this technique 
will really appeal to your 
customers. As an added 
bonus during this workshop, we’ll 
discuss basic brush care, brush uses, and ways 
to make your brushes last longer.

Handprint Hoopla 
with Amarilys Barnett 
of Painted By U
 An extension of the 
Handprint Hoopla 
business class, this 
workshop will offer 
tips on how to make 

those same ol’ hand-
prints we’ve seen a million times pop!

Pocket full of Sunshine Vase 
with Denise Gibson 
of Delphi Glass
 Learn how to as-
semble a pocket vase 
and create beautiful 
wall art that is func-
tional. We will discuss 
different hanging 
methods, pocket 
techniques, and firing 
tips for these tricky 
projects. You and your 
customers will love 
making these master-
pieces.



with your space and your materials and that is sure to boost 
your profits and cultivate future fused glass walk-in customers. 
Get project ideas made with common glass scraps for samples, 
basic teaching techniques, 
organizational tips, firing 
tips, add-on sale ideas, and 
targeted marketing strate-
gies to make this event 
all that it can be for your 
studio. We will also be 
discussing bottle slumping 
tips, tricks, and ideas. 

Kids + Acrylics + 
Canvas = fun & Profit 
with Gayle DuRivage of 
Painted Earth Studios
 Thinking about adding 
canvas painting to your 
studio? Learn procedures, tips, and techniques for conducting 
acrylic painting classes for kids. We will review preparation, man-
agement, materials, and resources for canvas painting, as well as 
ideas for promoting your classes. Participants will paint a canvas 
following step-by-step instructions and learn about basics such 
as paint application and color mixing. The information in this ses-
sion can also be applied to adult canvas classes. As a professional 
mural artist with a degree in illustration, Gayle is the perfect one 
to teach this class!

Clay Critters and Brush Care with Michael Harbridge from Roy-
al & Langnickel Brush Mfg.
 Learn several different methods for creating clay owls with 
lots of textures and special features. Best of all, it’s a quick method, 
ideal for camps and adult workshops. The clay construction is sim-
ple and artists can personalize in so many different ways. Colors 
can go directly onto the clay so all you have to do is dip and fire the 

second time before the 
customer comes back. 
If you’ve never worked 
with clay in your studio, 
this is a perfect place to 
start. As an added bo-
nus during this work-
shop, we’ll discuss basic 
brush care, brush uses, 
and ways to make your 
brushes last longer.

Clay Handprints with Julia McNair of Do*It*Yourself Crafts
 Using pre-rolled slabs and templates to make walk-in clay 
handprints a breeze! In this class, Julia will discuss how to use the 
templates, but also how she manages the clay process from start 
to finish. She will touch on every aspect of this process, including 
how to make sure you have minimal waste. She will discuss pricing 
structures, costs involved, and promotional materials to make this 
program a success.

How to Teach Clay by Technique, Not by Project: 
An 8-Week Curriculum with Danielle, The Clay Lady
 Are your students requesting an ongoing class to find their 
own voice in the clay and make individual, unique projects? Are 
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Ceramic fusion with Lisa Feltz of Chesapeake
 Ceramic fusion bisque is a great fit for all studios! Class 

participants will create a ceramic fusion bisque shape 
while discussing the benefits of adding 
different fired arts options to your studio. 

Many studio owners feel that adding glass 
to their studio is not possible, due to 
lack of space, capital, or knowledge on 

how to work with glass. We’ll address 
these concerns and show that even the smallest stu-

dios can benefit from working with glass in their studios

Clay Projects Made Easy 
with Karen Wise of Shimpo
 This class will feature clay 
projects in two ways, one using 
slabs and the other using the 
pottery wheel. Both projects 
can be made in one sitting, mak-
ing them easy for parties and 
camps. The first project, jewelry 
made with slabs, focuses on 
cropping, texture, and color. The 
second project is made on the 

wheel without requiring knowledge of how to throw. Using a mini 
slab roller, participants will roll out a slab to drape over the mold 
on the wheel, and will then use the wheel with the mold to make a 
bowl “on the wheel.” Everyone will have hands-on experience with 

equipment and clay and will walk away with at least 
two projects.

A Pottery Class for K.I.C.S 
with Wendy Pettys and Katie Yallaly
 A pottery class for “K.I.C.S” 
. . . Keep it Creatively Simple! Learn 
some simple design ideas that will 
WOW your customers. 
Perfect for creating studio 
samples or offering a great 
class.

CombininG A 
GreAT TeCHniqUe 

WiTH A meTHod of mArKeTinG 
And SeLLinG THe ProdUCT or 
CLASS, THeSe CLASSeS Are GeT-

TinG more And more PoPULAr!

Glassapalooza: A glass event that’s not only profitable, 
but will also boost your daily sales! with Rosalynn Rees of 
Aglazing Art Studio
 Do you offer glass in your studio on a walk-in basis and are 
you less than pleased with your volume? Did you invest in an 
entire glass setup for your studio and it just sits there collecting 
dust, not earning its keep? Do you have a hard time filling your 
glass classes or glass events? Would you like to increase your 
walk-in fused glass sales? Want to make fused glass as much as 
40% of your gross sales without having to invest a whole lot of 
money on new product? Then this is the class for you! Learn 
how to implement and run a Glassapalooza event that works 



in AddiTion To oUr PoWerfUL 
Line-UP of ProfeSSionAL SPeAKerS, 

THe CCSA iS ProUd To offer 
THe foLLoWinG CLASSeS.

Enrichment Programs: Getting into the Elementary 
Schools with Lisa Aneiva of Creativity on Fire, Your World Pottery, Inc.
 Offering after-school enrichment programs in local elementary 
schools is a great way to increase sales and at the same time heighten 
awareness of your studio. Enrichment programs have the benefit of 
driving follow-up business to your studio for birthday parties, camps, 
auctions projects, and personal gift making. In this class, we will talk 
about a sample enrichment curriculum and how to price it. We’ll 
also discuss student abilities and attention spans from kindergarten 
through 5th grade so you can decide what age groups to include in 
your program. This class will also explain what your instructors need 
to know about teaching an enrichment class, tricks for maintaining 
discipline in the classroom, how to make initial contact with schools, 
and important points for maintaining good relationships with schools.

Basic Kiln Repair and Maintenance with John Hohenshelt of Paragon
 This class will cover the basics of brick repair, troubleshooting 
firing problems, preventive maintenance, and various other topics. 
A Power Point presentation with pictures will help explain the 
concepts presented.

understanding the Shell Game with Mike 
Faulkingham of Faulkingham Merchant Services
 The modern business of credit card pro-
cessing, and how what you don’t know will hurt 
you (and your business)! How credit card process-
ing works. A method to the madness—how what 
you pay is determined. Choosing a credit card pro-
cessor, what to look for, when to run. Reading a 
merchant statement: an in-depth study of modern 
hieroglyphics. Myth, legend, gossip, and how you 
can make credit card processing work for you

Let’s Talk about Clay with Karen Wise of Shimpo
 This class will provide studio owners with the information 
they need to introduce clay into their contemporary studios. It 
will also give studios that are currently working with clay new 
marketing ideas and information on new products that can be 
helpful in their studio. We will discuss clay selection, profitability, 
setup, cleanup, teaching in the studio, marketing ideas, current stu-
dio examples, and how to choose the right equipment.

Creating a Cool Employee Culture with Robin and Julie Cates 
of On the Pot
 As difficult as they can be sometimes, we all need employees, 
so why not have great ones! We’ll be discussing some of the things 
we do to create a great environment for our staff that has allowed 
us to attract and keep the best of the best!

Running Successful Events with Jill Nichols of Vera Bradley Foundation
 Did you know that supporting a cause is a great way to connect 
with your customers? According to a 2011 report by IHL Consultant 
Group, “Coupons and discounts can bring in a customer once—a con-
nection to a favorite charity can be a reason that consumers come 
back time and time again.” Have you ever hosted a foundation or local 
charity event? We have been part of many great in-store events and 
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you ready to offer a class that meets week after week to increase 
your profit margin? Students of all ages need to learn the tech-
niques that increase their success in creating a clay project and 
your success in firing! Spend an hour with me to learn the proce-
dure, practicality, and profitability of teaching by technique—not 
by project!

Canvas for your Studio: 
Social Artworking 
with DecoArt
 Join us to learn all 
about the hot new canvas 
painting trend: Social Art-
working. In this class, you will 
learn all about the painting 
methodology developed by 
DecoArt that makes it super 
easy for instructors to teach 
the original designs and for 
students to achieve great 
results without any previous 
painting knowledge. Deco-

Art will instruct you on how your business can capitalize on 
the popularity of canvas painting, creating an additional revenue 
stream for you while offering your customers a unique way to 
spend an evening.

Handprints Hoopla 
with Amarilys Barnett of 
Painted By U
 Create a new 
revenue stream that can 
make you money even in 
September! An off-site/in-
home handprint program 
can provide a unique 
advantage in a competi-
tive environment. Learn 
how to develop, market, 
coordinate, and implement this new program in your studio.

Profit in Pendants with Chesapeake Ceramics
 Join us to explore the many ways in which your studio can 
profit from selling pendants. Participants will create three pen-

dants (one glass, one clay, and one bisque) while learning 
how easy it is for 

ALL studios to 
offer pendants in 
these mediums. 
The glass pendant 
made in this class 
will incorporate 
the use of Fired 
On Images paper, 
which works great 
on glass! Recom-
mendations for 
merchandising and 
pricing pendants 
will be offered as 
well.
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would love to share our knowledge with you. We will offer tips for 
success which will ensure your event is a cause for celebration!

quickBooks with Maureen Sittig of SoCo Business Solutions, Inc.
 As a QuickBooks Certified ProAdvisor, Maureen Sittig of 
Austin, Texas, has trained businesses of all industries in the use 
and understanding of QuickBooks for twelve years. She has taught 
Introduction to QuickBooks and Intermediate QuickBooks for 
the Texas State University Small Business Development Center 
for the past five years. In this class she will cover: an overview of 
QuickBooks 2012 and how to navigate the system; an explanation 
of the five centers and the significance of each one; the Point of 
Sale System (POS) and how it integrates into QuickBooks; how 
to pull reports from the POS system as well as from QuickBooks; 
what reports to give to your tax accountant at year-end.

Applied Strategies in Email Marketing: Practical Advice you 
Can use to Grow your Business with Julie Niehoff of Constant Contact
 This session will provide simple guidance for taking your email 
marketing to the next level. You will leave with step-by-step instructions 
for getting more emails opened and the formula for finding YOUR right 
time to send. Gain insight on what kind of content drives real response 
for your audience as we will review a must-do checklist for inspiring 
repeat business and increased referrals for new customers as well. Even 
if you are already using email to market your business, this session will 
give you a fresh perspective and you will know how to do more of 
what works and, just as important, stop doing what doesn’t.

Engagement Tactics and Constant Contact: Getting More 
Out of Social Media with Julie Niehoff of Constant Contact
 This session provides a simple roadmap for incorporating 
real engagement online. Increase response and participation while 
spending less time and money. Learn how to use free and almost-
free tools to automate and manage most of your online marketing. 
Find out how to integrate tools for simple sharing on Facebook, 
Linked In, Twitter, and more. Increase fans, likes, recommendations, 
downloads, shares, and revenue, and track it all. Beginners to social 
media will be comfortable in this session, but it is best suited for 
those that are already using social media in their marketing mix. This 
is not a technology class—it’s about real marketing.

Trends 2013 with Jennifer Blevins, Consumer Trends Specialist, iL-
oveToCreate
 If you’ve ever listened to a talk by industry trendspotting ex-
pert Jennifer Blevins, you know she’s always right on the money 
when it comes to forecasting what’s ahead. This class will identify 
various trends for 2013 and provide you with inspiration to lever-
age these trends within your studio environment.

Managing your Wall of Real Estate with Susan Rogers of Gare 
and Maureen Sittig of SoCo Business Solutions
 Learn how to categorize your bisque inventory, track it through 
QuickBooks Pro/POS, and effectively manage the Wall of Real Estate 
Matrix. Susan will review the importance of inventory control, steps to 
start tracking inventory, categories you will want to set up for bisque 
inventory, and understanding the “Wall of Real Estate Matrix.” Maureen 
will show you how to use QuickBooks Pro/POS to track inventory 
by setting up your specific categories, setting reorder points based on 
how the items fall in the “Wall of Real Estate Matrix,” and running spe-
cific inventory control reports. Maureen will focus on the set up of 
inventory and inserting the correct cost; making sure you map to the 
correct account (Cost of Goods Sold), as well as on understanding that 

inventory is valued in QuickBooks as Average Costs.

Legal Basics you NEED to Know! with Danielle Rodenbough of 
Trouble at Work?
 All business owners need to understand certain basics regarding 
their obligations under key employment regulations. In this session, 
we’ll discuss workers’ compensation and how to administer it, harass-
ment and discrimination, wage and hour regulations, social media, and 
more. Ignorance is not a defense if you’re faced with noncompliance! 
Be sure to bring your individual issues for discussion.

SOCIALVENTION: Social Media and TV Advanced “How-
to” with Cindy Morrison 
 We’ll walk through 10 ways you can beef up your social media 
right now. We’ll also cover 5 ways to get the local TV stations and 
newspapers to notice your business.

Merchandising Magic: Paint your Store fabulous with 
MaryLiz Curtin
 Presentation is one of the keys to success in any business, from 
the smallest gift shop to the retail giants. Pottery studios are no differ-
ent: we sell art, color, and creativity, all the ingredients for great visual 
merchandising. Fresh and frequently changing displays, a warm and 
inviting atmosphere, and interesting merchandising will make your 
studio a popular destination, improve your sales, and keep the excite-
ment level high for shoppers and employees alike.
 Mary Liz Curtin, an award-winning visual merchandiser, will share 
the skills she has developed in her many years of retailing and will 
show pottery studios inexpensive and fun techniques for merchandis-
ing the goods, displaying completed projects, and arranging the floor 
space for maximum efficiency as well as visual impact.
 From basic principles of presentation to specific ideas for the 
paint-your-own-pottery industry, this amusing and enjoyable presen-
tation will give you the tools you need to make your store a treat for 
the eyes, improve your sales, and thrill your customers.

Two Studios: Are you up for the Challenge? with Martina 
Strehlow, Clay Corner Studio
 Considering opening a second location and wondering how 
much work it really is? Or have you recently opened a second loca-
tion and are looking for advice to make your life easier? This semi-
nar will explore the pros and cons of opening and running a second 
location. We will talk about hints, tips, and suggestions to make it run 
more smoothly, as well as things you may not have thought of yet—
everything from scheduling to bookwork to payroll and what you 
need to know. There will be time for Q&A, but feel free to submit 
questions in advance to claycornerstudio@gmail.com so that we 
can have your specific answers ready at convention.

from Web SITE to Web SERVICE: Adapting to the New 
Age Consumer with Dennis Carr of Partywirks
 The Internet paradigm shift sweeping the country has forever 
changed consumer shopping behavior. Learn how this change to “ev-
erything online, all the time” is creating new opportunities for studio 
owners to improve service and rise above the competition. Dennis will 
cover topics such as: how to gain more control over the booking and 
sales process; how to keep selling even after hours; how to increase 
per-party, per-camp revenue with new add-on sales capabilities; how 
online customer service can build loyalty and bring in new customers 
and new leads; and how online services can actually increase the value 
of your advertising and marketing efforts. Plus, a panel of CCSA studio 
owners will discuss how they successfully made this transition.
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MARy LIz CuRTIN, 
KEyNOTE SPEAKER
 Mary Liz Curtin is passionate 
about independent retail. With 
over 35 years of hands-on ex-
perience in the gift and home 
industries, Mary Liz is an inter-
nationally acknowledged expert 
on independent retail and has 
advised numerous clients on 
marketing, sales, and manage-
ment issues with her unique 
brand of Sales and Marketing 
Therapy.
 Mary Liz is a shopkeeper. She 
and her husband own Leon & 
Lulu, a 15,000-square-foot des-

tination retail store located just outside Detroit. Profitable since 
its fourth month in business, Leon & Lulu is an example of building 
a brand in an out-of-the-way location, using skillful marketing, ter-
rific product, and excellent customer service to attract shoppers 
from the entire metropolitan area and beyond. Located in a his-
toric roller rink, it has won numerous local and national awards, 
including a Retail Excellence Award from Gift and Dec Magazine 
and an ARTs award. Leon & Lulu was named one of Home Ac-
cents Today’s 50 Retail Stars in 2008.
 Leon & Lulu is expanding with the recent purchase of the 
1940-era movie theater adjacent to the roller rink. The Show at 
Leon & Lulu, slated to open in late 2012, will include a coffee shop 
as well as additional retail space.
 Mary Liz is past chair of Gift for Life, sits on the Retail Ad-
visory Boards for both the Dallas Market Center and the Mer-
chandise Mart, and chairs the downtown Development Author-
ity in Clawson, Michigan. Active on several charity boards, she is 
delighted to be part of the team bringing Dining by Design to 
Detroit. She writes a bi-monthly column in Gift and Dec magazine 
and is the author of A Shopkeeper’s Manual, a comprehensive and 
upbeat guide to running an independent business. Her second 
book, volume 2 of A Shopkeeper’s Manual, will soon be released, 
with any luck at all.
 Mary Liz lives in Michigan with her patient and understanding 
husband, two generally well-behaved children, and their dog Spot, 
all of whom work in the store with varying degrees of enthusi-
asm. For more information visit www.leonandlulu.com and www.
marylizcurtin.com
 Although part of Curtin’s retail success depends on maintain-
ing a sense of humor at all times—good economy or bad—she is 
seriously serious about business and making it work. Every suc-
cessful business has a personality of its own. Building a brand that 
showcases that individuality will distinguish your studio from the 
competition, strengthen the connection with your customers, and 
increase sales. 
 As keynote speaker, she will discuss what works and what 
does not and give you ideas to help you build a brand that is yours 
alone—without breaking the bank.
 Please email Mary Liz your best displays, display problems, 

questions, or issues you would like her to cover during her pre-
sentation: maryliz@leonandlulu.com (This e-mail address is pro-
tected from spambots. You need JavaScript enabled to view it.)

CINDy MORRISON 
 Emmy-winning journalist 
Cindy Morrison teaches every-
one from network TV journal-
ists to corporate CEOs how to 
strategically use social media to 
build brand loyalty, raving fans, 
and their bottom line. Her social 
media savvy has been highlight-
ed on national TV shows like 
FOX News, CBS’s “The Talk,” 
the Washington Post, and the 
Huffington Post. Good Morn-
ing America’s Tory Johnson calls 
Cindy her favorite Social Media 
Strategist and included her as a 
speaker and coach on the 2011 and 2012 National Spark and 
Hustle Tours to help women entrepreneurs across the country 
make more money. Cindy has helped create social media buzz 
at events from star-studded Hollywood fundraisers to national 
conferences.
 The 20-year TV news anchor and investigative reporter dis-
covered the power of this media to connect with viewers and get 
exclusives. After corporate downsizing, Cindy reinvented herself 
as a nationally sought speaker and used the platform to promote 
her self-published book. Her marketing strategy sold more copies 
of Girlfriends 2.0 in the first month alone than the vast major-
ity of first-time authors ever sell! That’s when Cindy developed 
her SOCIALVENTION programs and coaching to show entre-
preneurs as well as big corporations and franchises how to utilize 
social media engagement, video, and branding to rise above the 
competition and not only survive but thrive our changing world.

DANIELLE RODENBOuGH
 Danielle Rodenbough is the principal of trouble at work?, 
a human resources outsourcing and consulting firm founded 
in 2000 that provides outsourcing and consulting services. She 
works regularly with manufacturing organizations, the federal gov-
ernment, retail organizations, municipalities, the hospitality indus-
try, architectural firms, financial institutions, and nonprofits. 
 Danielle and her staff regularly provide counsel on employee 
relations issues, performance management, culture development, 
time-off practices, recruitment and selection, conflict manage-
ment, and legal compliance.
 Before founding trouble at work?, Danielle was the Direc-
tor of Human Resources for Hallmark’s Crayola subsidiary; the 
Director of Sourcing and Immigration for a Pasteur Merieux Con-
naught, a Rhone Poulenc company; and consulted to companies 
such as Merck, General Electric, and TransAmerica Financial Ser-
vices. She has a Bachelor’s Degree in Spanish and Linguistics and 
taught Morphology and Phonology at the University of Narino, 
Pasto, Colombia, before working in human resources.



CCSA member studios 
have their own unique set of 

store design and merchandising issues, 
and Mary Liz will show real-life examples 

from our members. Be part of the presentation!
 Send us shots of your shop! Do you have an 

picture of a great display from your studio? 
We’d like to share it! A problem you would

 like to address? Let us help solve it!
 

Send your questions, ideas, and photos to Mary Liz 
at CCSA@leonandlulu.com and you may see yourself 
on the big screen. She will have prizes for great ideas 

and answers for compelling questions.

Mary Liz Curtin, co-owner of Leon & Lulu and author of A Shopkeeper’s 
Manual, will show you examples of great brands, both large and small, and 

tell you how she and her husband have made their 15,000-square-foot 
lifestyle store a destination in southeastern Michigan. She will 

discuss what works and what does not and will give you 
ideas to help you build a brand that is yours 

alone . . . without breaking the bank.

24  Fall 2012   Today

By Mary Liz Curtin

 Branding is a big topic these days. Entities from retail giants to mov-
ie stars are refining, polishing, and obsessing about their brands, with 
lots of talk about the importance of building a brand that will attract 
followers, endure the test of time, and bring smiles to follower’s faces.
       Wikipedia says a brand equals the “identity or personality of a 
product, service, name or business.” A brand is not a logo, a group 
of colors, or a smart tag line. A brand is the aggregate of the story 
of a business, the services it provides and the enjoyment it delivers 
to its customers. It includes the memories of past performance, 
the public perception of the entity, and all the reasons a consumer 
chooses one product or service over another, even one that costs 
more. A brand sets expectations. A brand is a promise.
       Building and maintaining a strong brand is an important part 
of keeping a business of any kind alive and vibrant for many years. 
From Anthropologie to Zappos, from Coca-Cola to Harley David-
son, great businesses are part of American culture.
       But all this hoopla is not just for the big guys: Every successful busi-
ness has a personality of its own. Building a brand that showcases that 
individuality will distinguish your studio from the competition, strength-
en the connection with your customers, and increase your sales.
       The image a small business projects and the story it tells drives 
business, helps create a buzz, and makes it possible for an independent 
retailer to compete with the big guys . . . and win a big slice of the pie.

Building a Brand 
With Personality

By Helen Hajny, Get Fired Up, Sanford, Maine

 As studio owners and managers we are given the opportunity 
on a daily basis to make someone feel good about their art. In my 
studio we have gotten pretty creative with our compliments at 
times, but each one is given sincerely and the effect on the artist 
is visible, no matter how old, or young, the artist is. We all want to 
hear how good we are. Am I right?
 Each year the main event of the CCSA Convention is the Great 
Shapes Auction. Every person attending is invited to bring a piece of their 
artwork to donate to the auction. There is a theme for the convention, 
and many times the auction pieces reflect that theme, but not always—
the entries are as varied as the artists creating them. You can make some-
thing from glass, paint a ceramic piece, paint on canvas, hand build, create 
a mosaic, use silver clay, or try a combination of all of these—whatever 
you want to do. By the way, this year’s theme is Camp CCSA.
 Every piece donated is reviewed by an impartial panel of judges, 
who determine which pieces will bring the highest bids. The twenty 
pieces chosen are then kept aside for the live auction or for the raf-
fles (more on that in a bit). The remaining pieces are set out with ac-
companying bidding sheets for the silent auction portion of the event.

 Next up are the raffle pieces. Ten of the twenty pieces previously 
set aside become raffle pieces. Being chosen for the raffle is very high 
praise indeed because these are the pieces that the average studio 
owner has a real shot at winning. To win a raffle item you must buy 
tickets and place those tickets in the box for the item you want to 
win. If your ticket is pulled, you win the item. All of the nonwinning 
tickets are then put into the drawing for a new kiln. Tickets are ten 
dollars each and if you buy ten of them at once you get the famous 
golden ticket. The golden ticket winner receives an amazing collec-
tion of items donated by the suppliers. (So plan on bringing at least a 
hundred dollars so you have a chance at the golden ticket!)
 Live auction pieces are usually the largest pieces and can really make 
for a fun, lively time watching people bid and outbid each other to win 
their favorites. The stakes get pretty high for some of these pieces, and 
yet apparently the raffle items actually bring in more than the live auc-
tion pieces. The terrific part about all of this is that every penny raised 
goes to the Vera Bradley Foundation for Breast Cancer Research.
 Remember earlier I mentioned how good it feels to be told 
how good your art is? That feeling, in my opinion, can only be sur-
passed by the wonderful feeling of doing something for someone 
else. I know if it was within our power every one of us would 
choose to kick cancer in the behind. This auction gives every single 
one of us a chance to help in this fight. If you feel unable to create 
something, then please remember your checkbook or credit card 
to bid on someone else’s creation. You will feel great!
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One-of-a kind spring-fed swimming hole at Zilker Park that has 
a year-round temperature of 68 degrees. Lady Bird Lake (aka 
Town Lake): Hike and bike trails, and boat rentals in the heart of 
downtown. South Congress Bridge Bat watching: August is 
the best time to view this very popular site. At dusk, from under 
the bridge where they live, over one million bats fly out in search 
of food, resembling an amazing flying black cloud! This is a fun and 
safe tourist activity. Call the bat hotline for more info (512-416-
5700, ext. 3636). Bob Bullock Museum: Three floors, all about 
Texas! Take the trolley: Austin’s streetcar is called The Dillo, 
short for “armadillo.”
 RESTAuRANTS: The Oasis: The place to celebrate the 
Texas sunset, with a breathtaking view of Lake Austin. They even 
ring a bell when the sun goes down. The County Line: Legend-
ary Texas BBQ. Stubbs BBq: Featuring live music. Magnolia 
Café: Great American and TexMex dining. Threadgills: One of 
the oldest restaurants in Austin, with great Texas food. Among the 
very best places to eat are the gourmet—and not so gourmet—
food trucks you’ll see around town. A great guide to these trucks 
and where to find them is www.bestaustinfoodtrucks.com/
 SHOPPING: Soco/South Congress Avenue: Lots of ca-
fes, restaurants, and hip shops. First Thursday of the month they 
have a block party. This is where you can get those gently used 
cowboy boots! 2nd Street District: Lots of shops and restau-
rants. The Arboretum: More than forty shops and restaurants, 
right next to our hotel! 26 Doors: a collection of boutiques, ca-
fes, and gift shops. The Drag: Guadalupe Street, by the University 
of Texas campus.
 SuRROuNDING CITIES: Gruene: A collection of eclec-
tic stores in a little historic town (30 minutes south of Austin). 
New Braunfels: Go inner tubing down the cool Guadalupe River. 

Inner Space Caverns: Not 
discovered until 1963, these 
caves are more than 10,000 
years old (20 miles north of 
Austin). Texas Wine Trail: 
Plan a day trip to visit the lo-
cal Texas wineries (www.tex-
aswinetrail.com/map). Lock-
hart: The best BBQ in the 
world! But it’s not fancy (30 
miles southeast of Austin).
     So, if you are visiting for 
longer than the convention, 
you will not be bored. I have 
to warn you, though: you 
are going to fall in love with 
Austin. There is so much to 
do there, and even if you just 
stay in the hotel during con-
vention, you will have plenty 
to keep you occupied!

   By Michelle Booth, 
   Glazed Over Ceramics, Houston, Texas
 
 One of my most favorite cities in the world is the host of 
this year’s convention: Austin, Texas! Not only did I go to college 
in Austin, but it was there that I met my wonderful husband (and 
now we’ve been married 23 years). So I wanted to be sure to tell 
you about all the great things there are to do in Austin, in case you 
are making the trip into an extended vacation, or are able to find 
some free time during convention.
 Austin is the capital of Texas, so there’s a lot of history too. 
It has the benefit of lakes, hills, great entertainment, restaurants, 
and historical places to visit. Following is a list of the top tourist 
activities. Also listed are surrounding towns, and activities. Check 
out www.austintexas.org/visitors for more ideas.
 ACTIVITIES: Texas Capitol: It closely resembles the one 
in Washington, D.C., so it’s very educational and fun! You can walk 
around on your own, or take a guided tour. Texas Governor’s 
Mansion: An arson fire in 2008 did some damage, but they should 
have the rebuild done by this summer. Check back for tours; it is 
beautiful! www.txfgm.org/. LBJ Library: Great exhibits and free 
admission. Sixth Street: Known as the Live Music Capital of the 
World, this is where all the music happens. It is mostly a collection 
of clubs featuring live bands. Warehouse District: A trendier, 
more upscale sister of Sixth Street, and just south of there. Aus-

tin Duck Adventures: 
A fun, narrated amphibi-
ous tour of downtown 
Austin that ends by 
driving into Lake Aus-
tin! Barton Springs: 

All About Austin



aCryliC 
Painting 

Class:

Leaping 
DoLphin

By Gayle DuRivage, 
Painted Earth, Menifee, California
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 Acrylics work well for this type of project because they have 
high viscosity, which means they’re nice and thick and cover well, 
and most colors are opaque. Many varieties of acrylic paints are 
available. They do not need to be “artist grade”—some of the 
cheaper craft paints work just fine. Because acrylics dry quickly, I 
pour paints for the students as we progress, rather than pouring 
everything at once. But you can spritz water from a spray bottle 
on the paints as you go along to keep them moist.
       This painting uses the wet-on-wet technique of blending col-
ors together while the first application of paint is still wet. Work 
quickly so the paint does not dry, or else mist the painting with a 
spray bottle to slow the drying process.

MATERIALS:
 16x20-inch canvas (or size of your choice)
 Easel (optional)
 Palette or paint tray
 Brushes: #8 and #6 flat, #2 round
 Rag or paper towels
 Water bucket (one for every two students)
 Protective covering for table
 Spray bottle (optional)
 AMERICANA ACRYLIC PAINTS:
  True Blue
  Primary Blue
  Snow White
  Festive Green
  Dioxazine Purple
  Lamp Black

DIRECTIONS:

1.  Background: The entire background is painted with big, curved 
 strokes to create a breaking wave. Using the large #8 flat 
 brush and Primary Blue, paint long, parenthesis-shaped 
 strokes beginning from the top left corner. Leave space 
 between the strokes. Without rinsing the brush, load it with 
 True Blue and paint more big strokes, sometimes overlapping 
 and sometimes filling in, not totally blending the two colors. 
 Start adding in long strokes of Snow White over the blues and 
 blend gently so you can still see color variation, but it 

 shouldn’t look striped. Continue in this way until the entire 
 canvas is covered. Next, using the same unrinsed brush, softly 
 blend a few brushstrokes of Festive Green into the middle area.

2.  Dip just the tip of the #8 brush into Snow White and paint a 
 triangular array of little swirly circles in the top left corner. 
 Blend this into the blue background, then pounce little dabs 
 of white all over for the “sparkle” of the breaking wave.

3.  Dolphin: Mix several drops of Dioxazine Purple into Snow 
 White with the #8 brush for a light purple. Paint a large 
 curved “banana” in the center for the dolphin’s body. (I usually 
 mark starting and stopping points on students’ canvases to 
 help get the correct scale. And it’s fine if some blue/green 
 mixes into the purple.) Use straight purple for the dorsal 
 fin in the mid-back and for the snout, flipper, and tail—all 
 basically triangle shapes. Paint a stripe of purple all the way 
 down the dolphin’s right side from snout to tail, and brush it 
 in toward the middle of the body with long, curving strokes 
 until it blends into the light purple and fades out.

4.  For the dolphin highlights, use the #6 flat brush to paint a 
 white stripe along the left side of the body, from snout to 
 flipper, then behind the flipper down toward the tail. Mix a 
 tiny touch of purple into the white to tint it slightly, then paint 
 a highlight on the dolphin’s head and flipper.

5.  Splashes: Mix a little True Blue into Snow White and use this 
 to paint two mounds of swirly circles on either side of the 
 dolphin’s tail. Pounce little dabs of this light blue in lines 
 radiating up toward the dolphin and the sides (like the “rays 
 of the sun”). Next, dip into white and paint more swirls over 
 the light blue, but don’t cover completely and let some of the 
 underlying blue show through. Pounce more little white dabs 
 into the lines of splashes. Some spots should sprinkle over the 
 tail and body. Vary the sizes so some dabs are larger and some 
 are tiny.

6.  Final details: Use the small #2 round brush to paint the 
 dolphin’s mouth and eye using Lamp Black. Add a tiny speck of 
 white to the eye for a highlight. Now sign your masterpiece!



&
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By Denise Callen, 
Playful Potter, Sparks, Nevada

 “Can’t you just paint that part for me?” “I’m not creative so can 
you help me paint this?” We have all heard this a thousand times! 
In our constant quest to tell our customers yes, a streamlined our 
approached to handprint and footprint art is essential. It can be an 
enormous challenge to haul the kids to the studio, choose a design, 
select the pieces, and get everything painted. Hand- and footprint 
art can be quite overwhelming, so we break up the process into 
small baby steps. Our goal is to make the process as painless as 
possible for our customers and for our staff too.
      First things first, we need to show them samples and ideas. A dis-
play of designs in one location is a great way to focus these custom-
ers. Since it is almost impossible to have every design as a finished 
sample on display, a design binder is critical. Pinterest, the book 
Groovy Ideas for Hands and Feet by Alicia Toal and Bobbie Drum-
mond, and blogs like http://funhandprintart.blogspot.com/ are a tre-
mendous resource for ideas and designs. Rather than have multiple 
books for customers to look through, we use a razor blade to cut 
pages out of our books and then insert them into page protectors 
in a binder. This will dramatically increase the life of the pages and 
allow you to easily include sketches or photographs of your own 
creations. Also on the wall with our samples is a disclaimer about 
the fact that this is custom work and therefore each one is unique. 
It doesn’t tell our customers no, but it covers our behinds if the 
design isn’t exactly like the image in the binder or on the sample.
      At Playful Potter, customers have a choice: use our designs as 
inspiration to paint on their own, or for $10 plus the cost of their 
pieces we will take care of all the details for them. This small fee 
can really add to your bottom line throughout the year!

      Once the customer has decided on their design and piece, 
we introduce them to our Colors for Prints plate. The plate fea-
tures fingerprints in the colors that we recommend for hand- and 
footprint pieces. There is no guessing what a sample tile painted 
with three coats of paint might look like for a print. The colors 
featured are dark enough to show a great print but not so dark 
that we can’t remove them if a mistake is made. We avoid telling 
the customer no by putting in front of them only the colors that 
will create a successful print. If they are pushing for other colors, 
we have a sample tile that shows what happens with other colors, 
dark backgrounds, and so on. Whether the customer is painting 
the piece on their own or we are doing it for them, we are happy 
to help them put prints on their pieces. If you haven’t seen them 
yet, be sure to check out the AHA Moments hand- and footprints 
videos by the talented Kami Hatley.
      With the prints completed and the hands and feet clean, 
we are onto our next decision: text. Adding hand- and footprint 
quotes to the pages of your idea binder really helps to make this 
step a breeze. To make choosing a writing style simple, we have 
them all featured on the back of the print plate. We flip it over to 
show them their choices.
      While we wish that all customers would like every piece to 
look just like the sample, we realize that isn’t going to happen. We 
are willing to switch borders, colors, and text styles to make them 
happy. We review all the design choices that the customer has 
made while we write them on a tag. Having a thorough tag with 
all the details streamlines the process since the employee who is 
talking with the customer may not be the employee painting the 
piece. If a sketch is necessary, we draw it on the back of the tag.
      At this point we walk the customer up to the register to pay 
and they are on their way. We do not paint anything in front of 
the customer! This keeps staff from being trapped by a customer 
who will critique every brushstroke as it is being painted. Because 
I want only the highest-quality finished designs leaving my studio, 
painting hand- and foot-
print art is restricted only 
to my top employees. Our 
designs only take 10 to 15 
minutes to paint, so paint-
ing of hand- and footprint 
art is either done during a 
quiet period or after hours.
      Whether you follow 
this guide or choose anoth-
er way to assist customers 
with handprint and foot-
print art, put a process in 
place now so that you and 
your staff will be ready for 
the holiday rush!

Handprints 
Footprints
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6.  Build a hanger on the back of the flower: 
 Place 1/4 x3/4-inch clear glass directly on 
 Thin Fire shelf paper. Cut fiber paper into 
 1/4x3/4-inch strip and place diagonally across 
 the clear rectangle. This will create an 
 opening for hanging your ornament. 

7.  Once the flower is dry and glue is holding 
 together; position hanger on Thin Fire 
 shelf paper, then place flower on top of it.

8.  Fire to a TACK Fuse (1345 degrees; hold 10 minutes).
 Project Bin Setup: Cut up and separate petals in different 
 sizes and colors. Precut 11/2-inch squares and “hangers”
 Precut fiber paper strips. Prefired dots.

MARKETING TIP:
 These are easy enough for walk-ins to make them. Show 
them once how to make the ornament and then encourage cus-
tomers to make more than one. Consider offering a discount for 
making multiples. For example: 
 Make one for $13
 Make three for $32
 Make six for $56.

fIRING SCHEDuLE fOR DOTS:
 Once you have a pile of nipped down glass and are ready to fire 
into dots, here is a special firing schedule that gets them done quickly:
 Two Segments: 
  Ramp 500 degrees to 1000; hold 10 minutes
  9999 to 1465; hold 0.
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By Denise Christmas-Gibson

 I love Christmas—and just not because that is my maiden 
name! I just love everything about the holidays. These are some of 
my favorite ornaments to decorate a tree, adorn a picture frame, 
or perhaps add to a gift box. These are perfect for to make ahead 
of time and sell in your studio. Customers love to make them 
too—sometimes dozens at a time.

MATERIALS:
 Any opaque colored “petal” glass (iridized white or 
  red works well for this project)
 Clear glass (scrap glass will work)
 Fiber paper, 1/8 inch thick
 Thin Fire shelf paper
 Glastac (or a tiny amount of school glue)
 Glass tools: cutter, breaker, wheeled nipper
 Black Sharpie marker

DIRECTIONS:

1.  Nip down small pieces of different colored glass to make 
 dots for the flower centers. The chips should be about 1/4 inch 
 or smaller. Fire to full fuse (see Firing Schedule for Dots, below).

2.   Cut clear glass into a 11/2-inch-square and into a 1/4-inch x
 3/4-inch strip. These will serve as the flower base.

3. Time to cut your petals. There are two 
methods: Perfect Petals: Cut a 41/2-inch 
square of glass. Cut into strips: 2 inches, 
11/2 inches, and 1 inch wide. Using sharpie 
marker, trace outline of six petals per strip. 
Natural Petals: Gather several rect-
angles of scrap glass in varying sizes. Nip 
off four corners and then the sides to cre-
ate a more natural shaped petal. (TIP: Use 
nipped scraps for more dots.)

4.  Prep a 6-inch tile with Thin Fire shelf 
paper or kiln wash. This flower is tricky 
to move later, so building on tile will 
help the move to the kiln.

5.  Time to assemble your flower. Glue 
your glass as you lay it out, as follows: 
First layer: Clear 11/2-inch base. Glue 
second layer: Six 2-inch petals. Glue 
third layer: Six 11/2-inch petals. Glue 
fourth layer: Six 1-inch petals (final pet-
al layer). Glue fifth layer: Add dots in the 
flower center.

poinsettia ornament
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By Kami Hatley, 
Paint a Piece, Memphis, Tennessee

MATERIALS:
 3 different-sized bisque plates
 1 bisque cupcake holder
 2 bisque candlesticks
 1 holiday bisque attachable
 Paper
 Sponge
 White underglaze
 3–4 underglaze colors of choice
 Overglaze

DIRECTIONS:

1.   Paint 1 or 2 coats of white on each plate.

2.   Tear paper into strips of small, medium, and large widths. 
  Make sure you allow one end of the paper to come to a point.

3.   Once the white paint is dry, dip the paper in water and 
  place on the plates (be sure to use the small strips on the 
  smaller plate, medium strips on the medium plate, and 
  large strips on the large plate). Gently tap down the paper 
  with a sponge to seal it to the plates.

4.   While paper is still damp, apply 3 solid coats of paint over 
  the entire plate. (We used red on the smaller plate, green 
  on the medium, and black on the large.)

5.   After the third coat of paint is applied, carefully remove the 
  strips of paper while the paint is still wet.

6.   Apply 3 solid coats of paint to the cupcake holder and 
  candlesticks.

tiered Christmas server
7.   For a clean look, use a banding wheel to “finish” the edge of 
  each plate with a color.

8.   Apply dots of paint to the base of the candlesticks.

9.   Paint the holiday attachable.

10.  Once the paint is completely dry, use a banding wheel 
  and water-based marker to mark the center of each plate 
  (once glazed, you should still be able to see your marks).

11.  Glaze the pieces but wipe the glaze from the bottom of 
  the candlesticks so they don’t shift during firing.

12.  Stack the pieces as follows: cupcake stand, large plate, 
  candlestick, medium plate, candlestick, small plate, holiday 
  attachable. Be sure piece is properly stilted and carefully 
  balanced in the kiln. Fire to cone 06.

TIPS:
 For a clean look, use only 3–4 colors.
 If any paint seeps under the paper, wait for it to dry 
  completely and gently scrape off the excess, then 
  reapply the white base coat if needed.
 Use the banding wheel to place a guide on the bottom of 
  the plates as well as the top to ensure proper alignment.
 Choose taller candlesticks so hands can fit comfortably 
  between the tiers.
 When considering price, you can eliminate the cupcake 
  holder or even the whole bottom section and just make 
  a two-tier piece. This not only saves money but might 
  make stilting easier.
 For a tiered stand that is appropriate year-round, do not 
  fuse the holiday attachable to the top plate.



www.gare.com
www.Facebook.com/GareInc
www.YouTube.com/GareInc
www.Twitter.com/GareInc


34  Fall 2012   Today

 Proper stilting in the kiln may not sound like an exciting topic 
compared to painting a fun project, but it is essential to learn this 
skill if you want those great projects to turn out properly. A num-
ber of important variables contribute to the best firing practices:
 Using the proper size stilts
 Proper stilt placement and usage
 Bisque placement in the kiln
 Even air flow

 General Tip: The largest stilt 
possible is always advised. Ideally, the 
stilt should come to the edge of the 
bisque, or as close as possible to the 
edge. This distributes the weight of 
the piece, which is important because 
the walls of the ware are driving the 
weight down to the edge where the 
pins of the stilt meet the ware.
 If you use a stilt that is too 
small, during the firing process, the 
larger piece of bisque may “soften” 
and deform due to the weight of the 
piece, forcing the stilt into the bot-
tom of the piece. The stilt can embed 
itself into the ware and also cause a 
crack or rip of the bisque. The pins 
of the stilt can also bend, then touch 
the glaze surface and stick to the 
bottom of the piece.

STILTING LARGE PLATTERS
 Use the largest stilt possible, 
to distribute the weight of the bisque 
evenly on the stilt. To accommodate 
the weight and volume of a large plate, 
use a stilt that has at least 3 to 5 pins 
per arm, rather than a stilt with just 
one pin at the end of each arm.
 If you do not have a large plate 
stilt, you can use 3 three-armed stilts 
of the same same-size, making sure 
they are evenly spaced under the 
bisque. Another suggestion is to use 3 
bar stilts of the same height and length, 
forming a triangle under the plate.
 Taller stilts are also preferable 
when stilting a large platter, in order 

to allow even air circulation around 

the bisque. It is recommended to 
use 1/

2-inch posts placed in a triangle 
or square arrangement, with bar 
stilts placed on top. Or you can lay 
the post on its side and place the 
bar stilt along the post. This will give 
more support to the entire stilt. Ba-
sically, you are raising the plate up a 
little higher so there is heat flow-
ing evenly both over and under the 
plate. If you want to avoid multiple 
stilt marks, bar stilts may not be your 
first choice. If you choose triangle 
stilts instead, the triangles must be 
large enough to support the platter.

PLACEMENT IN THE KILN
 Placement in the kiln is also important. It is best to place the 
bisque where the rim of the plate is not in alignment with a kiln 
element, because the element will heat up the edge of the platter 
more quickly than the center of the platter, creating undue stress 
during the firing process.
 Platters fire best in the middle of the kiln, not on the top or 
bottom shelves of the kiln. Placing two half shelves above the large 
plate allows air to flow through the cracks, again creating even 
airflow through the kiln and around the bisque. Try to position the 
shelves where there is equal distance between the bottom height 
of the platter and the top space.

BAR STILTS
 These are very versatile, but is still best to use three in a pin-
wheel arrangement, to provide as much even support as possible. 
Two bar stilts will not give even support and may cause the piece 
to tip over.

SMALL BISquE
 Even smaller pieces of bisque, 
such as a lid, require a larger three-
pronged stilt that raises the lid up 
from the kiln shelf as much as pos-
sible. If you do not have tall stilts, 
you can stack two smaller stilts that 
provide good support on top of each 
other to get height.

STILT CARE
 Sometimes you can use pliers 
to straighten the stilt prongs or re-

By Kathy McCourt, Mayco Technical Advisor, and Teddy Wright, Mayco Studio Coordinator

ProPer Ways To sTilT

Stilts are too small 
for even support

Good support.

Bar stilts on posts.

Platter high off kiln shelf.

Big stilt for lid.



WHAT WOuLD yOu LIKE yOuR CuSTOMERS TO 
KNOW ABOuT yOu THAT THEy DON’T ALREADy 
KNOW?
 Dave: That Gare has always been and continues to be a family-
owned and -operated business. It was started in 1950 by the original 
owner, George Klinetsky. He named the company “Gare” by taking 
the initials of the first name of each member of his family: George; 
his wife, Alma; and his daughters, Robyn and Elaine. My Father, Tom 
Alaimo, purchased Gare in 1983 from Mr. Klinetsky and our family 
has run Gare ever since for the last 28 years. Our whole family is 
involved in the business, including my brother, Tom Alaimo Jr, who 
is our CFO, and my sister, Susan Rogers, who is our V.P. Sales. And 
everyone who works at Gare is part of our extended family. One 
studio owner in the U.K. at a recent event even remarked that she 
thought that our staff artist, Maryann O’Hearn, and I were married! 
I couldn’t resist when I was helping her with her class saying, “Yes 
dear,” to Maryann when she asked me to pour out some color. So 
we want everyone to know we like to have fun as well! 
 Leah: Although we maintain five huge regional warehouses 
strategically located throughout the U.S., we are not just another 
wholesaler. We understand that it all comes down to trust and we 
work to nurture long-term relationships built on respect and the 
mutual goal of our customers’ success. We are willing to “do what 
it takes” to maintain those relationships.

WHAT IS THE ONE THING THAT STuDIO OWNERS 
COuLD DO TO HELP BuILD A GOOD BuSINESS RE-
LATIONSHIP WITH yOu?
 Dave: We think open, honest, two-way communication is the 
best way to build a strong business relationship. For example, if 

Meet Your 
SupplierS:

Dave alamo from Gare anD 
leah Barr from hollinDer fusinG Center, atlanta

you have any questions or concerns about anything regarding your 
business, the products we sell, or ceramics in general, call us di-
rectly. You should also get input from your peers via email, chatter, 
etc. But don’t forget to call us directly. We have a great team here 
with years of experience in both color/glaze and bisque. So we are 
here to help you. Our feeling is that if we help you, we help our 
business too.
 Leah: We hope that our studio customers will consider us as 
their partner in experiencing the fun, excitement, and business 
reward that running an enterprise based in creativity can be. We’d 
like to develop an ongoing exchange of ideas, observations, and 
suggestions as a two-way affair. And most importantly, we want 
constant communication and feedback to tell us what products 
and services our customers need to make their businesses suc-
cessful—because that is the need we want to fill.

HOW DO yOu CHOOSE NEW PIECES TO ADD TO 
yOuR INVENTORy?
 Dave: We have an experienced design team here at Gare that 
is responsible for developing all the new ideas you see in our cata-
log. Basically we meet monthly to brainstorm ideas that our sculp-
tor will create. The ideas in our meetings are generated from the 
gift shows we attend, ideas customers send us, and basically being 
in tune with new products and themes from the stores we visit, 
the movies we see, and the catalogs we research. Then we try to 
think like a customer (both adult and child) and ask ourselves, 
“What would I like to paint?”
 Leah: We add new products and services based on what our 
customers have told us they need or would like to try.
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place the pins. You can also use pliers to clean off 
the pins, taking care to not pull them out. If glaze 
is coating the prongs, put on some safety goggles 
and use a Dremel tool to remove the glaze off the 
points. Replace points if they’re too damaged.
 All stilts are not represented in this article. 
There are medium-sized stilts ranging from 3 to 
4 inches that are also suitable. Hopefully, this will 
give you and your staff an understanding of the 
importance of properly stilting bisque. This is just 
one more method that will increase your chances 
of delivering a perfect piece of art to a happy cus-
tomer. Oh yeah—keep some Band-Aids close by, 
because you will probably poke yourself with each 
and every stilt shown here. I know I have! Do not use ornament stilt  

with small figurine Raise lids high off kiln shelf.
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by Mayco

 Looking for a simple Hanukkah project for little ones? This is 
a perfect choice: most children age 7 and under will be able to fit 
their handprints on the Menorah. Designed by Marcy Freed, the 
project requires only basic skills and takes less than an hour.

MAyCO BISquE:
 MB-1059 Menorah

MAyCO COLORS:
 SC-12 Moody Blue  SC-15 Tuxedo
 SC-42 Butter Me Up  SC-75 Orange-A-Peel

OTHER:
 Designer bottle with writer tip
 Synthetic sponges
 #4 Soft fan brush
 Clear glaze of choice

DIRECTIONS:

1.   Being with properly fired shelf cone 04 bisque. Moisten a 
  clean sponge and wipe bisque to remove any dust.

2.   Apply 3 coats of SC-12 Moody Blue to the top rim of the 
  center candle holder.

3.   Paint the child’s right hand with SC-12 Moody Blue 
  and position the hand so that the thumb points upward 
  along the center strip leading to the center candle and 

By Gayle DuRivage, 
Painted Earth, Menifee, California

MATERIALS:
 Bisque dinner plate (instructions are based on 111/2-inch plate)
 Three shades of blue underglazes (shown here: Duncan 
  #351 Light, #352 Bright, and #353 Dark Sapphires)
 1-inch-wide painter’s tape, ruler, and scissors
 Writer bottle
 White Dimensions (optional)

DIRECTIONS:

1.  Cut six lengths of painter’s tape, each 7 inches long.

2.  Use three strips of tape to form a triangle. I do this on a 
 tabletop because it’s easier to manipulate. Cut the 
 overlapping edges to create the points of the triangle. 
 Make a second triangle the same way.

3.  Place the two triangles onto the 
 bisque so they overlap to form a 
 Star of David. If any holes show 
 where tape overlaps, cover them 
 with tape. Burnish tape to seal edges.

4.  Paint shades of blue over the plate. 
 I used a marbling technique.

5.  Remove tape. After glaze has dried, scrape off any leaks.

6.  Use a ruler to mark the lines for inside star. Use a writer 
 bottle filled with blue to paint the lines.

7.  If desired , make a border of white dots around the edge using 
 white Dimensions or other dimensional paint.

8.  Apply clear glaze. Stilt and fire to cone 06.

Handprint Menorah
  the fingers fan 
  outward. Repeat this 
  with the left hand, 
  overlapping the the left 
  thumb over the right thumb.

4.   Dip the child’s index finger, 
  from the tip down to the 
  first joint, in SC-42 
  Butter Me Up. Dab the
  finger on a tile to blot
  it and then apply 1
  print above each 
  finger, with 1 above 
  the 2 overlapping thumbs. Repeat this with SC-75 
  Orange-A-Peel and the very tip of the index finger. 
  This second print should be smaller and fit within the 
  SC-42 Butter Me Up print.

5.   Load the designer bottle with SC-15 Tuxedo and use it 
  to outline each flame. Continue using the writing tip and make 
  a square, minus the bottom line, around the top of each finger.

6.   Use the writer tip and make a scroll-style base as shown in 
  the sample. Draw a Star of David in the center.

7.   The opposite side of the Menorah comes in handy for parents 
  with two children. It may also be used to personalize the 
  Menorah with the family’s name, or simply “Happy Hanukkah.”

8.   Apply clear glaze of choice. Stilt and fire 
  to shelf cone 06.

HanukkaH Plate
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www.lynnadamsdesigns.com
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2011 South Town East Blvd.,
Mesquite, Texas 75149-1122
800-876-4328 / 972-288-7557
Toll Free Fax 888-222-6450
www.paragonweb.com
info@paragonweb.com

The Paragon Dragon
contemporary studio kiln

Ad for CCSA Today, 5-12

Dragon
24” wide x 27” high

X 24”deep
4” of insulation in walls,

door, and roof;
4 ½” insulation in the floor

TUV tested to
CSA and UL

standards

Easy to Load
Studio owners who struggle bending

into top-loading kilns will enjoy the ease
of Paragon’s front-loading Dragon. The
door swings open wide on a heavy steel
rod with sealed bearings. Two spring-
loaded latches press the door tightly
closed.

Great Value
The Paragon Dragon is the best value

in cost per cubic foot of front-loading
kilns. You can buy as many options as
your budget allows—door elements, three
zone control, or S-type thermocouple.
Even select a shorter stand. Or buy the ba-
sic model. For industrial strength front-
loaders, the Dragon offers the highest
value for the dollar.

Plenty of Power
The Dragon exudes power. It fires to

cone 10 with ample power to spare. This
results in long element life, because the el-
ements do not “struggle” to reach high

temperatures. Long lasting, industrial
mercury relays power the elements.

The convenience of the Sentry digital
controller on the Dragon will spoil you.
The extra insulation saves energy.

Paragon is centrally located in the U.S.
along a major shipping route, which re-
duces the shipping cost and delivery time
of your Dragon.

For more information on Paragon’s
front-loading Dragon, call 800-876-4328
or send email for a free, colorful catalog.
Visit www.paragonweb.com for complete
specifications and the name of your local
Paragon dealer. Sign up for the free Kiln

Pointers newsletter.

www.paragonweb.com
www.creativecrafts.org


 Today   Fall 2012 39

by Marcia Roullard, Mayco

 An assortment of stamps along with Christmas colors of 
Stroke & Coat combine to make this holiday cutie. It’s an easy 
project that takes about 11/2 hours.

MAyCO BISquE:
 MB-1285 Big Hoot

MAyCO COLORS:
 FN-001 White Foundations
 SC-15 Tuxedo
 SC-24 Dandelion
 SC-26 Green Thumb
 SC-36 Irish Luck
 SC-74 Hot Tamale

DECORATING ACCESSORIES:
 11/4-inch-diameter sponge on a stick
 Synthetic sponges
 #6 script liner brush
 #10/0 liner brush
 #2 soft fan brush
 ST-125 Wave stamp
 ST-339 Star swirls stamp
 ST-342 Poinsettia stamp

DIRECTIONS:

1.   Begin with properly fired shelf cone 04 bisque. Moisten a 
  clean sponge and wipe bisque to remove any dust.

2.   Place some White Foundations into a small cup and add a 
  little bit of water to dilute it slightly to the consistency of 
  coffee cream (about 3 parts glaze to 1 part water). Pour 
  this into the piece and roll around to completely coat the 
  interior of the piece. Drain out the excess glaze and keep 
  piece inverted until glaze has lost its shine. Wipe off any 
  glaze from the outside using a damp sponge.  Allow to dry.

3.   Using a #2 soft fan, apply 2 coats of White Foundations to 
  the body and the eye area of the owl. Allow to dry.

4.   Using a #2 soft fan and a #6 script liner, apply 3 coats 
  of Hot Tamale to the head and the wings. Allow to dry.

5.   Using a #6 script liner, apply 2–3 coats of Tuxedo to the 
  beak and feet.

6.   Load the sponge on a stick with Tuxedo and gently tap it 
  onto the wave stamp. Carefully press the stamp onto 
  the wings.

7.   Reload the sponge on a stick with Tuxedo and gently tap 
  it onto the poinsettia stamp. Press the stamp carefully 
  onto the chest.

8.   Using a #10/0 liner, extend the lines of the poinsettia and 
  leaves to make a complete pattern. Also add some dots to 
  help fill in the area (see the illustration).

9.   Load the sponge on a stick with Irish Luck and gently tap 
  it onto the star swirls stamp. Carefully press the stamp 
  onto each eye.

10.  Using a #6 script liner, apply 1 coat of Hot Tamale to the 
  poinsettia design. Apply 1 coat of Green Thumb to the 
  leaves. Dot the flower center with Dandelion.

11.  Slightly thin some Cara-bein Blue and, using a #6 script 
  liner, float it around the poinsettia.

12.  Using a #10/0 Liner, apply 2 coats of Green Thumb to the 
  iris of the eye and 1 coat of Tuxedo to the pupil. Allow to dry.

13.  Stilt and fire to shelf cone 06.

Owl
Christmas



International 
News

By Karen Maroot, International Development Director

    Sunday, May 20, 2012, 
marked a day full of sharing, 

caring, and fun! CCSA is grate-
ful to all the studio owners and 
suppliers who participated!
      Our day began with a warm 
welcome, followed with class-

es from Mayco, Bisque Imports, 
I Love to Create, and Gare; a kiln work-

shop with Jim Skutt; a clear glaze dipping demonstration with Dean 
Saether. Attendees also enjoyed a tour of the new CCSA website 
with Executive Director Dena Pearlman and a marketing course 
with Karen Maroot, CCSA International Development Director.
 Jim Skutt sponsored a delicious lunch, with an internation-
al flair. Hobby Colorrobia sponsored the evening cocktails and 
sent us several cases of fine Italian wine. This day would not have 
been made possible without the grand support of Cromartie, and 
Amanda and Tim Bosson, who graciously offered the use of their 
training facility, “Paint A Pot Studios” for our first event. We were 
thrilled to have the support of other local vendors, PotClays and 
Clayman, who along with Cromartie, Mayco, Duncan, and Gare 
added many valuable samples to the goodie bags for each partici-
pant. Due to the tremendous support from all participating suppli-
ers, everyone went home with over 120 pounds worth of samples, 
not including the finished pieces they created or the great net-
working and ideas gained during the day.
 The Vera Bradley Foundation sent a representative, Jill Nich-
ols, to speak about the strides they are making in breast cancer re-
search and we honored those who have been personally touched 
by breast cancer. More than 30 amazing teapots were donated to 
our teapot auction. The first place winner, Sarah Brodie of Hot-
potz, went home with over £400 in prizes; second place winner, 
Priscilla Carter of Unique Creations took over £250 worth; and 
third place winner, Christine Pass from Cromartie, over £125. 
 As you can see from the photographs, many talented local 
artists, studios, and manufacturers donated some magnificent tea-
pots. The Wedgewood Visitor Center donated a specially created 
teapot valued at over £450 and it sold for over £500. All in all 
we made more than US$3000 to further support breast cancer 

research. Star auctioneer Teddy Wright from Mayco kept us all 
laughing and bantering between those bidding for the teapot of 
their dreams. Some of us laughed so hard that we cried. We also 
cried as we recognized special guests who are fighting personal 
battles with breast cancer, and we honored their fight with a vow 
to host this fund raiser again. So get your teapots ready for next 
year—we would like to double the size of our donations!
 Studios from as far away as Bahrain visited this first-ever 
event and all suppliers present agreed to come again next year! 
As we anticipate a larger crowd for our second annual event, we 
plan on having an even larger facility to host next year’s event. If 
you missed out on this year’s event, be sure to watch for news in 
upcoming international newsletters. We have also decided to host 
the event over two days, since studios all wanted “more!” And 
we will deliver—more classes on techniques, more suppliers, and 
more on marketing and business operations.
 If you know of a studio or supplier you would like to have attend 
next year’s event, please have them contact us at CCSA! Thanks again 
to our participating suppliers: Clayman, Colorobbia, Cromartie, Gare, 
I Love to Create/Duncan, Mayco, Potclays, and Skutt.
 Many thanks to all the studios who joined us. Tell your friends, 
and we will see you all next year for two days of fun, sharing, and 
caring, CCSA style!
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CCsa international regional in stoke-on-trent, uk: 

a Grand success!
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by Amarilys Barnett, 
Painted By U, Birmingham, Alabama

 I recently posted the following sentence in an online group 
of studio owners:” I hate the feeling of knowing you have to fire 
someone but I love the feeling when the deed is done!”
 My most pressing issue of late has been an employee issue 
rather than a customer issue. Judging from posts on CCSA Chat-
ter and other online business sites, my guess is that I’m not the 
only one. I’ll get to my issue du jour in a moment. First, I’ll share 
what I’ve seen in the last few weeks. I think you’ll find that you can 
to relate much of what our colleagues are experiencing.

Potential employee comes in with parent in tow in an ef-
fort to find a summer job. What would 
you do?
 For me, this is a fatal flaw almost 100 
percent of the time, although I have seen it 
work out on occasion. A studio in Florida 
put out a call for summer help a few weeks 
ago and specifically noted that parents 
should not submit applications for their 
children. Sure enough, parents ignored the 
specification. I can say that the same sce-
nario is being replayed in my own shop. Guess what, Mom and 
Dad . . . your kid’s not going to work at my studio if they can’t 
follow directions, and the fact that you’ve had to push them into 
applying tells me that their backbone isn’t as strong as it needs to 
be to work in this industry.

An employee wants to work at their convenience and not 
yours. What would you do?
 Several years ago, I heard someone say that you should not 
be held hostage by your employees. That sentence revolutionized 
how I thought about scheduling, hiring, and firing. Laurie Knisley 
of Clay-Z in Viero, Florida, articulates it perfectly: “I’m not here 
for an employee’s convenience. They are here for mine.” Once 
the problem becomes apparent, Laurie explains that the hours 
assigned to an employee are theirs to cover and theirs to switch 
if necessary. “If that’s not possible, then they need to rethink their 
commitment to this position and perhaps find another.” 
      I maintain the same policy. Once the schedule is published, it is 
the employee’s responsibility to make sure it’s covered by them or by 
switching with a co-worker. I should only be called to cover a shift in 
case of emergency. I believe it teaches team work and responsibility. 
But as a wise old soul on Chatter said once, what works for me may 
not work for you. Or in internet speak: wwfmmnwfy.

A particular employee can’t seem to get along with co-
workers. What would you do?
 Who hasn’t been in this position? Given the fact that many of 
our employees are young ladies who may be working their first 
job, this problem tends to rear its head more often than we’d like. 
In my ten years of studio ownership, I’ve had numerous employ-
ees who taint the morale of our staff as a whole. For me, it can be 

a tricky proposition because not getting along with a co-worker 
doesn’t necessarily negate other strong qualities an employee may 
have. For example, someone who is a rock star at birthday parties 
can be a valuable asset, but does that outweigh the fact that your 
other staff members don’t want to work with the aforementioned 
rock star because of any number of problems?
      Denise Callen of Playful Potter in Sparks, Nevada, handled 
this situation beautifully. She had two employees who were getting 
along with everyone else except each other. Denise seated the 
two of them next to each other and asked, “What’s going on?” 
After half an hour of chatting and airing out grievances, both young 
ladies agreed that the issues they had were nothing more than a 
misunderstanding. Nevertheless, it appears that the conflict was 
coming more from one young lady than the other and the trouble-

maker resigned shortly after this meeting. 
After talking to Denise, I can tell you that 
she feels this was for the best. In the end, 
this was a happy ending for the entire staff.
      Vaishali Patel of PYOP Studio in North-
borough, Massachusetts has a novel idea. 
Let’s put into practice some of those team 
building techniques that we’re so quick to 
sell to our customers. The idea, of course, 
is that they interact, but beyond that it al-

lows us to observe the interaction in an effort to correct anything 
that’s out of balance. She also holds contests among employees, but 
only as a team. “I did a sales incentive in which they had to work as 
a team to reach a goal. I had them all tell me what they wanted to 
do at the end of the summer. Then I gave them a goal to reach as 
a team. If they reached that goal, the team that sold the most was 
rewarded with whatever it was they had wanted to do at the end of 
summer, but the key was to reach the goal as a team.” Brilliant, I say.

An employee has some great strengths but is hot and cold 
in terms of performance and attitude. What Would you Do?
 Here’s where my most recent staff experience comes in to play. 
“Emma” has worked for me for over two years. Her strong person-
ality is what made me offer her the job. From the beginning she was 
a firecracker but I found that to be an asset. It wasn’t long before I 
realized that this was also going to be trouble. As her co-workers 
began to complain to me, I also began to see a couple of complaints 
about her interaction with customers. While this is a serious of-
fense, her other strengths of juggling a studio of 50 customers and 
her very flexible schedule made it difficult to make the cut.
      However, after offering her numerous verbal warnings and two 
written warnings, it was finally time to do the deed . . . and I feel 
liberated. I only wish I had done this six months or even a year 
earlier. When I posed my situation to my colleagues, many of them 
agreed that even though “Emma’s” strengths were considerable, 
the volatility wasn’t worth the risk. Some folks suggested I allow 
her to work only when there were groups. That’s a perfectly good 
suggestion but not one that was an option for me. Kim Stanfill-Mc-
Millan of Fired Up Pottery in Cottage Grove, Wisconsin, offered 
me the best advice: If you are always waiting for the other shoe to 
drop, then yes, it’s time to make the cut.

I suppose it comes down 
to this: Employees. 
You can’t live with 

them . . . and you can’t 
fire them to cone 06.

What 
Would 

You Do?
emPloyee edition



KAMI HATLEy
 I founded Paint a Piece in Memphis, Ten-
nessee, in 1998 and opened a second location in 
2007. Throughout the years, I’ve been an active 
CCSA member through committees and vol-
unteering. After being elected to serve on the 
CCSA Board in 2009, I was chosen to serve as 
president in 2010 and 2011, and the term was 
extended for another two years in 2012. For 25 

years I’ve been married to Michael. We have three children together 
and adopted my young niece and nephew in 2009. When not working 
in my studio, I’m running kids to school, cheer, tumbling, baseball, and 
football. My favorite place is the beach and my goal is to go there often.

KATIE yALLALy
 My name is Katie Yallaly and I own Doing 
Dishes Pottery Studios in Jacksonville, Florida. 
I have two studios. Our first studio just cele-
brated its eighth year and our second is about 
to celebrate four years. I am a proud mom to 
a 51/2 year-old little girl and have been happily 
married to my husband, Brian, for 7 years. I like 
to travel, go to the beach, and hang with my 

friends. I have been a member of the CCSA for more than 8 years. I 
love this association and the way it has helped me grow my business 
and the friendships I have made along the way. I am so proud to have 
been chosen to serve on this board so that I can give back to the 
association that has given me so much.

KEVIN fREDERICK
 My wife, Mary, and I opened Artist For 
A Day in North Olmsted, Ohio, in 1999, and it 
was one of the best decisions we ever made! 
We have loved the PYOP business and all the 
experiences and opportunities it has provided 
us. We joined CCSA before we even opened 
our studio because we believe in this industry 
and association so much. We’ve attended every 

convention and have gotten something valuable out of every single 
one. Even as a “veteran” of this industry I am still learning every day 
and I hope to make a positive contribution to the CCSA board. I look 
forward to hearing input and feedback from all of you because we all 
have a common goal of keeping CCSA strong and growing. 

MARGIE TERRANA
 More than 7 years ago I was told that if 
I did only one thing to help my business (which 
was then in the planning stage), I should join the 
CCSA. It was by far the best advice I have ever 
received. I opened B Craft-E as a mobile stu-
dio over 6 years ago and have remained mobile 
ever since. There are days I consider converting 
to a store-front location, but then I come to my 

senses and continue to enjoy the flexibility being a mobile studio pro-
vides both me and my customers. I am so thankful for this organiza-
tion, for the support and ideas I’ve received, and most importantly for 

the friendships I have made. I have been married to John for 21 years 
and we have two beautiful daughters, Alison (17), who’s a year away 
from college, and Emily (10), who has a black belt in Taekwondo. I love 
showing my daughters that if you love what you do, it will reflect not 
only in your work but in your life as well. Thank you for being part of 
what makes me love what I do; I cannot imagine being in this business 
and not being part of this organization.

MICHAEL HARBRIDGE
 I am the Educational Arts Manager for 
Royal & Langnickel Brush and am responsible 
for creating workshops and lesson plans for 
the K–12 school and ceramic markets. I have 
a working studio at my home in central Wis-
consin, where I spend time with my wife and 
daughters coming up with creative ideas and 
new methods. I owned two studios and a clay 

manufacturing company for 15 years so I know the manufactur-
ing side, the distributor view, the dealer aspect, and the work that 
goes into running a successful studio. I teach workshops around 
the country and run online webinars for those who can’t make it 
to a hands-on workshop.

WENDy PETTyS
 I opened The Pottery Patch in 2002 hop-
ing to share the excitement of PYOP in my area. 
The Pottery Patch will celebrate 10 years this 
year—I guess it’s here to stay! My business has 
truly been a blessing for me and my family. The 
greatest loves of my life are Tony, my husband of 
20 years; children Taylor (18), who starts college 
in the fall, and Justin (15), who is driving now; 

my mom; and sweetest memories of my dad. We have a dog named 
Gator (Go Gators!) and a fat cat named Skampy. Best days ever are 
spent at the beach with my family, and according to them, I am of-
ficially a “SU-DORK-U” since I am totally addicted to Sudoku.

EMILy RHODES
 I have owned The Polka Dot Pot for al-
most ten years now! Wow, that’s gone kind of 
fast. I will be expanding into a larger location 
this year and looking forward to moving my 
studio. I started my career as a special edu-
cation teacher with preschool handicapped 
students. Then I got married, had a kid, and 
took time off to stay home with her. After a 

few years a friend and I decided to open a PYOP in a cute small 
spot in our town. It was great! I outgrew the space, moved to the 
studio to Winchester, Virginia, and then bought out my partner/
friend. We are still friends and I often fire clay for her (she’s an art 
teacher now). I am active in the community and schools and was 
elected to the local school board twice, so I am accustomed to 
working on a board. I live in Berryville, Virginia and love the small-
town life with cows, 4-H county fairs, and knowing everyone I see 
on the streets. I love owning my studio, which has grown from just 
pottery to glass and even clay.
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By Judi Novotny, 
It’s Yours Pottery, Omaha, Nebraska

 Through the holiday season an array of nativity sets are avail-
able, but none can top the personal touch of one created from 
the heart. Anyone would be proud to display this simple three-
piece set featuring Mary, Joseph, and Baby Jesus. As an afterschool, 
weekend, or girl’s night out activity, this super-low-cost project 
should prove a great success. All pieces are made with easy pinch 
pot and slab techniques. Keep it simple or take it to the next level 
by letting your creativity fly!

MATERIALS
 3 lbs. low-fire red earthenware
 Pin tool
 Slab roller or rolling pin
 Texture stamps or tools (optional)
 Vinegar

DIRECTIONS

1.   Mary and Joseph: With small chunks of clay, 
  form two balls.

2.   Insert thumb to create the beginnings of a pinch pot. Press 
  and pinch, forming an opening and thinning the walls to 
  approximately 1/4 inch. As you are forming, stretch the clay 
  into a triangle shape—shorter for Mary, taller and 
  narrower for Joseph. Smooth any roughness and tap the 
  bottom on a hard surface to flatten so the figure will stand. 
  Set aside while you make the arms.

3.   Roll out enough clay to make 4 arms and sculpt them onto 
  the body bases.

4.   If you choose, it’s time to add texture. I used a drinking straw, 
  but Mayco’s rubber stamp designs would also work very well.

5.   With two more small chunks of clay, form small balls for 
  the heads. Hollow out the inside, pinch-pot style.

maDe By you

A Christmas 
NATIvITy

6.   Score the inside of both bodies and heads, brush both sides 
  with vinegar, and attach to each body.

7.   Roll out and cut shapes for Joseph’s and Mary’s headdresses. 
  Add texture, shape, and sculpt to the heads and bodies.

8.   Create a thin coil, twist it, and sculpt it around Joseph’s head.

9.   Baby Jesus: For the crib, form a small rectangle in 
  proportion to Mary and Joseph.

10.   Form a small ball for the head.

11.   Roll out a thin piece of clay for the blanket, about 1/8 inch 
  thick, cut into a square Add texture,. Wrap the head shape, 
  folding the remaining to fit and place into the crib. If you 
  prefer, slip and score Baby Jesus to the crib to connect 
  permanently.

12.   Using your tool of choice, add any details to enhance your 
  pieces.

13.   Let pieces dry completely. Kiln fire to witness cone 04. 
  For a gloss finish, pieces can be clear glazed and refired 
  to witness cone 06.

 If you have question or comments regarding this project, contact 
Judi at info@itsyourspottery.com



By Wendy Pettys, 
The Pottery Patch, Valrico, Florida

GARE BISquE:
 Square Charger (item 1611)
 
GARE fuNSTROKES:
 2377 Pumpkin Pie   2313 Happy Trails
 2378 Pea Soup   2314 Black Lab
 2300 Polar Bear   2317 Arizona Sun

OTHER MATERIALS:
 Pumpkin template
 Funwriter bottles
 Liner brush
 Clear glaze

DIRECTIONS:

1.  Trace the pumpkin template 
 onto the plate. Align the 
 corner of the pumpkin 
 with the bottom left corner 
 of the bisque.

2.  Paint the pumpkin with 
 Pumpkin Pie. Paint the 
 background with Happy Trails. 
 Paint the stem with Pea Soup.

3.  Using a Funwriter, fill in the 
 eyes, mouth, and nose with 
 Black Lab. Once the black is 
 dry, use Pea Soup to make 
 the dot in the eye. 
 Use Polar Bear to outline 
 the stem, dot the mouth, 
 and personalize the name.

4.  Dip a liner brush in water 
 and then into Arizona Sun. 
 Shade the pumpkin and 
 paint lines to define the 
 segments. Refill with paint 
 and water as needed.

5.  Dip and fire to Cone 06.

Fall 

Plate
pumpkin


