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WELCOME
Are you ready to GO FOR THE GOLD?
 I hope so because we don’t want to leave anyone behind. The theme for this year’s CCSA Convention is GO 
FOR THE GOLD. We have created an event that will help your business go for the GOLD by experiencing Growth, 
Opportunity, Learning, and Development.

Growth: Invest in your future by learning to grow personally and professionally through education.
 Opportunity: Business growth is not just a game. Seize the opportunity to learn from professionals, your 
peers, and the manufacturers.

Learning: 4 days, 1 place, over 60 classes. Marketing, business, and technique offerings are all geared toward educating business owners.
Development: Build your business savvy and take your studio to the next level through personal and professional development.
So who can say no to all that? This is an investment in you and your business and one that will pay for itself  over and over again. So don’t be 

left behind. Go to www.ccsaonline.com and register before August 23 and I will see you in Charleston!
 Back in May the CCSA held annual board elections. It was exciting to see so many people interested in being a part of  the board and the sup-
port that was given to those running. I want to thank those who have served and will be leaving us in September, Teddy Wright and Kevin Freder-
ick. It has been a pleasure to work with you and the CCSA is a better association because of  your time spent on the board.
 Please help me greet our 3 newest board members: Bre Kathman from Chesapeake Ceramics, Kim Stanfill-McMillian from Fired Up Pottery & 
Glass, and Erin Racioppi from Polka Dot Pots. I am extremely excited to welcome them to the board. I look forward to working with them and the 
entire board to move the CCSA forward and continue our growth.

Dena Pearlman, 
Executive Director

Dear CCSA Members,
Hopefully this letter finds you in the midst of awesome summer sales, building up your “summer stash” in the bank, 
and a plan to attend the CCSA’s annual convention in September. Convention is the perfect way to end the summer 
season and get your studio (and yourself) ready for the holiday season. Many studios include convention attendance 
in their yearly business plan, but lots of studios miss out for one reason or another. Many of you are going to read this letter and nod, knowing every-
thing I am about to say is true. For those teetering on the fence, not sure if  convention is where they need to be—please keep reading!
 For many small business owners, taking time away from running your business can be daunting. But investing your time outside the studio 
may be exactly what your business needs to take it to the next level. Still not sold? Here are four reasons why attending convention makes perfect 
business sense.

1. The CCSA convention offers three days of  educational opportunities specific to our industry. Working in a small business like a PYOP studio
can be isolating. Convention offers new ideas and trends that can impact future results. The educational aspect alone will expose you to new ways 
of  conducting your business, ways to improve your studio, and ways to make more money. And the highlight of  this year’s classes is a three-hour 
intensive Social Media Mastery program specific to our industry hosted by the Modern Connection. You will walk away with a 35-page guide to take 
you step by step to building and growing your business.

2. Networking with our peers is by far one of  the best things about convention. Let’s face it, we totally “get” one another! What a great way to
uncover ideas, share, and spark inspiration when we get to know one another on a personal level.

3. Meet our industry vendors. Too often people shy away from the trade show exhibit hall at convention. This is your opportunity to put a face
with a name! Our suppliers may be a studio’s best resource for learning more about the current business climate. Discovering innovative products and 
services for your business is necessary to stay competitive. Invest time with our convention vendors and turn them into your friends and allies.

4. Have fun. Being in business should be rewarding and fun. All work and no play can get old fast. Convention adds a layer of  enjoyment and
camaraderie by mixing the social aspect into your convention experience. Don’t miss out on Sunday’s Auction Gala. It’s a night of  many laughs, 
good food, annual awards presentation, and most of  all, raising money to support Special Olympics. Never underestimate the power of  a little fun 
mixed with some interesting people for a good cause! I would also suggest taking an extra day at the beginning or end to explore Charleston. It’s 
definitely a “must see” city.
 I hope to see all our members at convention this year. The CCSA is excited about what our annual convention offers and can’t wait to share it 
with you!

See you soon,

Wendy Pettys, 
CCSA Board President
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Ready, Set, Convention!
UP FRONT

First-time convention goers may find it intimidating as they wonder 
what to expect. The classes all look amazing; you have no idea how you 
will do and see it all. Even the old timers know this!
 Some basics for everyone: classrooms can go from warm to cold 
to freezing to the temperature of  the sun, so have a wrap or a jacket 
to wear just in case. You need a notebook—not 
just a computer—because we’re a creative indus-
try and you might want to draw some pictures. You 
need to make sure you have a charger for your 
phone, and plenty of  memory to store all of  the 
pictures you will be taking on the showroom floor.
 You should also download the convention app 
before you get there, and review what you are 
signed up for. If  you are taking technique classes, 
think about how you will get your projects home. If  you are driving, be 
sure to pack a box or two, and some bubble wrap. If  you are flying, bring-
ing an empty bag inside your suitcase is a great way to get those projects 
home. While they often do have supplies to share, don’t count on the 
people teaching classes to have packing material. Grab a roll of  packing 
tape and throw it in your bag. You’ll be glad you did.
 Last summer, Leah Simard attended convention for the first time. 
She works at It’s Yours Pottery in Omaha, Nebraska, and was attending 
as a staff member when the store owner, Judy Novotny, had a schedul-
ing conflict. Nancy Tuel, owner of  Your Arts Desire in Mountain Grove, 
Missouri, was also attending for the first time. They shared with us a 
few thoughts to help other new folks get ready.
 CCSA Today: How did your experience with convention differ from 
what you expected? 

F
By Julia McNair, Do It Yourself  Crafts, Birmingham, Alabama

For convention “veterans” there is nothing like the excitement leading up to our annual gathering. As crazy summer days start to wear 
us down, there’s nothing like knowing it is only weeks until we can see “our” people. Remembering past conventions and the fun that 
was had gets us excited for the next one.

 Leah: I wasn’t quite sure what to expect. At first I was nervous 
about attending because I didn’t know that I would have a mentor and 
was unsure how I was going to navigate through a weekend of  classes 
and events on my own. I didn’t want to feel lost and wanted to gain as 
much knowledge as I could. My mentor assured me that although there 

is a lot packed into a short amount of  time, it is a fun 
and relaxed weekend while being very informative—
and she was right!
      Nancv: I expected “big” and busy. I was 
pleasantly surprised that although my schedule 
was full it wasn’t tiring. I had some down time to 
visit with friends and connect with new people. The 
hall was much bigger than I expected, with tons of  
samples and ideas and new products that I would 

have never thought about for my studio until seeing it in person. I 
was super pleased to have one-on-one contact with my suppliers. You 
really get a feel for each company this way. I also realized quickly that 
there is a vast array of  reasons for coming to Convention. Some are 
on “break,” some are new and are soaking it all in, some are there 
for only new techniques, others are more in tune with the business 
classes. This Convention is for EVERYONE, no matter what position you 
hold, no matter how long you’ve been in business, and no matter what 
your specific needs are. Attending Convention keeps you even more 
connected with this industry. I knew I would come back with some new 
ideas for my studio. I didn’t realize that some of  those ideas would be 
literally life changing for me and my business. Worth every penny for 
me, personally. e

Cartoon by Kevin Brady, Joe Picasso’s, Fort Lauderdale, Florida

For more insider 

tips on conventio
n, 

check out the 

digital edition of
 

CCSA Today!

“I DIDN’T REALIZE 
THAT SOME OF 

THOSE IDEAS WOULD 
BE LITERALLY LIFE 

CHANGING FOR ME 
AND MY BUSINESS. “



KILN 
GODDESS 
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M
Because of  all the competition you face, 
marketing in recent years has become more 
and more difficult. You are not just competing 
with the PYOP studio one town over. You have 
to compete with ALL businesses to get the dis-
cretionary income of  the customers interested 
in coming in your door. Since we are a luxury 
item, we need to reach out in creative ways to 
get their attention. But we don’t have to spend 
a lot of  money doing it. 
 For the last seven years or so, marketing 
has been all about social media. It’s still very 
important, yet with competition at an all-time 
high on all social media platforms, it has be-
come increasingly difficult to keep up with the 
big guys. Unless you spend a lot of  money or 
hire a pricey marketing team, your posts may 
not be seen by many people. You should never 
stop your online marketing campaigns and 
should continue posting on your social media 
sites, but you can also get customers in the 
door with some creative ideas—the way we all 
used to do before the internet took over.
 The first and most important step is to 
take a long, hard look at your storefront. Is 
it clean, attractive, and eye catching? Do you 
have cute and fun displays in your windows to 
catch the eye of  anybody walking by? Is your 
store sign legible and well lit? I am always 
amazed at the number of  businesses that 
have lights out in their signs. Those few hun-
dred bucks to fix it will pay off quickly! Can you 
put any other signs out front to attract cars 
going by, or even a sidewalk display? I did a 
one-year in-store poll with all my first-time 
customers to find out how they heard about 
us, and over 50% said it was because of  the 
storefront and/or sign.
 Next are your loyal customers. They 
are the one who get you the word-of-mouth 
business. They tell everyone about you, and 
they usually spend a lot of  money with you. Do 
you have a regular loyalty program in place 
to reward them? To encourage them to keep 
sending people your way? They make up a 
huge amount of  your business, and it doesn’t 
have to cost much to keep them happy. My fa-
vorite businesses give me a percentage off, or 

Back-to-Basics Marketing
By Michelle Booth, Art of  Profit Consulting

Marketing has always been about the relationship you have with the customer. Your cus-
tomers don’t NEED to paint pottery. They love it, they create memories when doing it, and 
they have a lot of  fun. Some of  them just come in the studio because of  you and your staff.

I was watching PBS while they were doing 
their annual fundraising, and part of  the 
pitch was how they consider themselves 
to be a “corporate citizen.” About 30 
seconds later, my phone dinged and I had 
a new email—a request for a donation. 
It got me thinking about the roles our 
studios play in our communities, and how 
we are all corporate citizens.
 How many times do you contribute to 
a silent auction or other fundraiser? I know 
every studio gets asked, and how each 
studio responds to requests is different. 
It’s always a lively topic when brought up 
on Chatter. But contributing helps, however 
you contribute, and it creates the image of  
your studio as a corporate citizen.
Where you should start is, of  course, up 
to you, and that’s where you SHOULD 
start: with YOU. What is important to you? 
If  it’s animals, you could give to a shelter, 
or host a fundraiser. You could pair with 
area schools, or your library, or whatever 
it is that makes you feel good. You have a 
wonderful opportunity to use your studio 
as an extension of  yourself.
 The important thing is to have a plan. 
As with anything, winging it will eventu-
ally make you a crazy person. I know 
some people have standards: basic gift 
certificates, coupons for free studio fees, 
percentages off of  purchases, donations 
of  bisque to be returned later and painted. 
If  you aren’t sure what you are comfort-
able with, you can always make a list of  
options and see which ones make you 
more comfortable, and which ones make 
you less comfortable.
 You should also make sure you don’t 
feel like you are being taken advantage of. 
Lock down an expiration date, and make 
sure the person getting the donation is 
aware of  your terms. And while “no” is 
a complete sentence, having a way to 
tactfully turn down a request (or at least 
defer it to a later time) is also good. You 
can have an annual limit, a monthly limit, 
or whatever works for you. But make sure 
your role as a corporate citizen works for 
your studio, and not against it. e

BUSINESS SENSE

have loyalty punch cards for sending regular 
customers. Why not surprise them during one 
visit by comping their bill? Even a hand-written 
note to thank them will go a long way. 
 Your business cards are the easiest way 
to tell people in person all about your busi-
ness. Everyone you meet at the store, restau-
rant, or gym should get your card! Give them 
an incentive to stop in. Have an inexpensive 
rubber stamp made that offers a free studio 
fee or a free gift. Just stamp this on the back 
of  your cards with a reasonable expiration 
date. Also, get your employees business cards 
and tell them to pass them out to everyone!
 Snail mail is making a comeback, especially 
the hand-written card. Folks are used to getting 
bills and junk mail, so they really appreciate 
getting fun mail instead. Send a nice card to 
those big spenders, loyalists, or regulars (even 
kids!) inviting them in for an event or class. 
They won’t forget it. Mail postcards to the PTO 
president about any school deals, fundraisers, 
or auction projects you offer. The post office 
even has a mailer postcard program you can 
send to everyone in your studio’s zip code.
 There many other things you can do in 
studio to market to the captive audience you 
already have. Train your staff to suggest to 
customers any and all new events, camps, 
classes, or specials you have going on. Make 
a flyer for every single event so you have 
something to hand them to take home. Start 
talking about each event at least 4 weeks 
ahead. Have a sample or a display to show 
exactly what they will make. Remember that 
your customers care about you and want to 
know everything you are up to!
 For further back-to-basics marketing 
information, there is a wealth of  information 
under the Marketing tab and the Articles and 
Resources tab on the CCSA website. Besides 
the New Marketing Guide, you can find 305 
Marketing on a Shoestring Budget Ideas un-
der the Resource tab as well. You’ll also find 
stock photos, Facebook pictures and cover 
photos, brochures, and postcards for every 
occasion and event. Follow the Marketing 
Guide for step-by-step easy instructions! e





S
moody theme is a bridge between Halloween and Christmas.
 Design elements include dead florals, gothic china, raven feathers, 
black candelabras, lace details, dark linens, black Christmas trees, skulls, 
and hand-painted deep florals.

Native Folk
 This theme pairs the rustic elements of the outdoors with the timeless 
traditions of the holiday season, featuring elements of the forest in the form 
of woodgrain finishes, wood-burned designs, acorns, pinecones, and pine 
boughs. A very traditional color palette for this handcrafted theme.
 Holly berry accents, bark cake stands, wood slab table settings, 
and plaid print linens set the holiday table. Trees are minimal.

More Trends
 There is a vibrant handcrafted look driving Christmas decorations 
and gifts for 2016. Wool and felt pieces wrap around and embellish 
simple wreaths and candle holders. This works well for alternative 
Christmas trees. Handcrafted products include tableware that appears 
hand-painted and clear baubles filled with wood chippings.
 Showcasing the season of  spring is an innovative direction for 
Christmas. This theme is infused with a sense of  nature and new life 
typically associated with the spring season. It invigorates fresh Christ-
mas decor and holiday styling. Animals including fawns and rabbits 
inspire tree decorations and illustrative tabletop textiles. 
 House-shaped decor is emerging as a growing trend direc-
tion, and is highly visible within the Christmas market with a range of  
products, from a simple single ornament to a cluster of  houses making 
a striking centerpiece for the table. White is the preferred color. These 
houses are frequently used as glowing luminaries with LED lighting.
 The stag has been a key character for Christmas products for a 
few years, and now the antlers add an interesting mountain-lodge ac-
cent to the home.
 Tropical birds overtake the owl and fox as the new key animal of  
Christmas. Inspired by the tropical trend, these birds are adorned in bold 
tones, fluffy feathers, and glitter.
 The Nativity scene tells the traditional story of Christmas translated 
into contemporary decorations for the home. From miniature figurines to 
simple silhouettes, the Nativity scene is a timeless holiday decoration.
 Alternative advent calendars come in a variety of  shapes and 
materials, from wall hangings to an alternative Christmas tree. 
(Sources: WGSN, Ypulse, Google, Christmasworld.) e
 iLoveToCreate®, a Duncan Enterprises Company, conducted research to compile 
the information contained in this article. Trend research is used in the development of  
all Duncan® Ceramic Arts products.
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Have Yourself a Trendy 
Little Christmas 2016

By Jennifer Blevins, Consumer Trends Specialist, iLoveToCreate®, a Duncan Enterprises Company

Summer is winding down and that means the festive holiday season is about to begin. It’s important to set the stage for your customers, wow-
ing them with your expertise on the latest trends they can expect to see, and to make. The best way to inspire others is to be inspired yourself!

TREND FLASH

I’m going to share with you some of the trend stories that are shaping 
what you will see at retail. And remember, trends act as a guideline, not 
an absolute direction that you must follow. You get to choose how you will 
interpret these trends within your store, from choosing a piece of bisque 
to paint as a store sample to creating an awesome window display to 
catch the eye of potential customers as they approach your store.

HERE ARE 4 MAIN TRENDS FOR CHRISTMAS 2016:
Humor 
 There is a quirky decor movement happening whereby small plastic 
animals found at the dollar store or the bottom of your child’s toy chest 
are spray painted in bold hues or gold metallic paint and affixed to every-
thing from jar tops and bookends to picture frames and fridge magnets. 
Especially popular are zoo and forest animals. For Christmas these crit-
ters may don a Santa hat, wear jingle bells, or be included in a DIY snow 
globe. They are an unexpected element sure to add a smile to your face.
	 Smirk-worthy irreverent slogans and novel sayings that push the 
boundaries are expected to be present on surfaces like plates, ornaments, 

and wearables in mixed text and handwritten fonts.
        Since January 2012, the search for “ugly Christmas 
sweaters” has grown over 160 percent, according to the 
2015 Google Fashion Trends Report. These sweaters are 

fast becoming a favorite part of  our holiday culture and 
have transcended into the realm of  tabletop products 

and decor items.

Mystic Daydream 
 Inspiration is part magical, celestial, and 
cosmic-based and part Disney movie Frozen. 
The color palette includes iridescent crystals 
and snow-white hues, soft grays, and warm 
neutrals. 
       Twinkling lights appear as part of  
winter scenes, encased in ornaments and 
to light up tiny ceramic houses.
       Motifs include snowflakes, clouds, 
and stars.

Dark Romance
 For holiday celebrants who have a hard 

time letting go of  Halloween, this sultry and 

Nativity Scene (item 35962), utilizing Duncan® 
Concepts® Underglazes for Bisque and 

Pure Brilliance® Clear Dipping Glaze
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To-Go Kits
ON THE ROAD

With winter holidays around the corner, now is the perfect time to begin 
to prepare and market To-Go Kits. In addition to being an alternative 
for customers you may not have space for during 
your busiest holiday rushes, To-Go Kits are great 
for:
	 c Families who want to make a creative mo-
ment part of  their upcoming holiday get-together 
without dragging a large group out and about
	 c New parents making footprint items with-
out the stress of  being out too long with an infant
	 c A great stand-alone gift under the Christ-
mas tree that’s more exciting than a gift certificate
	 c Classroom parent volunteers who may 
be on the lookout to begin booking spring auction 
projects

 Depending on the type of  kits you offer, you may need to include 
a variety of  items on either a rental or purchasing basis. Jacqui Hauser 

from The Studio for Art and Craft in Cobleskill, New 
York, has been selling various kits for over 6 months 
and says they have been more profitable than ex-
pected. All the materials are packaged with instruc-
tions in attractive boxes that Jacqui orders from 
ClearBags.com. Pottery includes a small assortment 
of  acrylic paints, a paintbrush, clear glaze, and a 
sponge brush. Mosaics features a base shape, tiles 
that can be cut with scissors, glue, grout, and a 
glove. Canvas includes instructions made by taking 

D
By Emily Sacharow, Made With Moxie, Austin, Texas

Do you ever wish there was a way to accommodate more customers at one time, but don’t have a way to expand your studio or squeeze 
in extra tables? Offering To-Go Kits might be the option you’ve been looking for! These are essentially small portions of  art materials 
packaged up with instructions for your customers to be creative at home. Imagine making a sale without the added cost of  a staff mem-
ber attending to the customer throughout the duration of  their painting time! To get more information for this edition of  On the Road, I 
sought out studios offering profitable kits in their studios.

YOUR POTENTIAL 
CUSTOMER BASE CAN 

INCREASE DRAMATICALLY 
FOR AT-HOME PARTIES, 

AUCTION PROJECTS, 
OR EVEN FOR INDIVIDUAL 
CUSTOMERS WHO DON’T 
HAVE THE TIME TO SIT IN 

YOUR STUDIO. 

Jacqui Hauser at The Studio for Art and Craft sells To-Go Kits for pottery, mosaics, and canvas.
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a picture of  each step and briefly 
describing, plus a set of  paints, 
brushes, and palette. Jacqui 
says, “People love that there 
is more than enough paint—
they often purchase an extra 
canvas and set of  brushes so 
they can paint with a friend. 
I also offer these as do-it-
yourself  paint parties for 
family reunions, selling 
them the canvases and 
extra paints, too. Some-
times I let them borrow 
my brushes so they don’t 
have to buy their own, 
which makes me seem 
very generous.”
 For those looking 
for a rental options to 
offer their customers, 
Shannon Loomis from 
Kiln Creations in 
Noblesville, Indiana, 
has some great 
ideas. “We have 
a Pottery-To-Go 
contract and we 
keep their credit card 
number on the contract. They sign and know that if  they don’t return 
the kit then we charge them $60 for it. When they come back in we 
make sure everything is there and hand them back the contract.”
 As many of  us know, unattended custom-
ers often misuse materials, so it’s important 
to be sure you’re setting them up for success 
before they walk out the door with their kits. 
Shannon also noted a great additional step 
when cashing out customers with To-Go Kits. 
“We have them inspect the pottery and sign 
that it is in good condition. That way they 
can’t get home and say that the platter they 
purchased was cracked when they bought it.”
 In addition to including written instruc-
tions for her kits, Cheryl Khadis from Laurel 
Street Arts in San Carlos, California, also 
reviews the instructions with her custom-
ers before they leave. Cheryl says, “We are 
explicit on instruction sheets and go over 
them before products leave the store.” For 
example, no other glue or glass, no pencil or 
sharpies, no acrylic paints.
 Using the materials already in your studio 
and adding in some printed instructions and 
plastic disposable containers, your potential 
customer base can increase dramatically for 
at-home parties, auction projects, or even for 
individual customers who don’t have the time 
to sit in your studio. The ways in which To-Go 
Kits could be marketed and utilized within 
your studio are endless! e

Shannon Loomis at Kiln Creations offers pottery kits with 10 colors, 6 assorted brushes, a sponge, 
a #2 pencil, instructions, and a color tile.

Cheryl Khadis from Laurel 
Street Arts packages To-Go 

Kits for groups to create 
auction projects.
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I admit I am intrepid about trying out new 
ideas to market my business. Because 
I don’t spend much money on any one 
idea, failure is okay with me, since at 
least I learn from it. Recently I invested 
time and about $25 in developing a 20-
page Shutterfly book about my business. 
It’s mostly photos, each page represent-
ing a different product or service, with a 
few words about mosaics, canvas, pottery 
wheel, parties, fundraisers, and the 
rest. I leave the book on the counter for 
people to page through while I ring them 
out, and I bring it to offsite events. The 
result has been terrific. “Oh, I didn’t know 
you did (insert name of  almost anything 
here).” “This is great—you do parties 
offsite?” It took time to put together, but 
Shutterfly always has deals, and even at 
full price you can get a book for about $40.
 The book has also helped generate interest in my deep-dive 
brochures, which I recently redid. In the past I often felt like I was 
guessing at what a potential customer was interested in. Now when 
they exclaim over a particular product or service in the book, I hand 
them that brochure and I note in their file on my POS or on the email 
sign-up form I bring to every event what they are interested in so I can 
follow up with a personalized suggestion later.
 Another marketing endeavor I plunged into is a computer-based 
customer loyalty program. I had used punch cards that made my 
already loyal customers happy, but I wanted to be able to reach people 
who had been in but not been back for a while. There is so much po-
tential in this group—they’ve experienced the magic but somehow we 
fell out of  sight. With our new program, customers who haven’t been in 
for 45 days receive a “We’ve missed you” text with a coupon. Another 
favorite is “Get a free gift for 50 points,” in which I give away stuff 
I had no idea what to do with anyway. (The loyalty program I use is 
FiveStars but this is not a sales pitch. Others are Belly, Perka, LevelUp, 
and many more, as an internet search will reveal.)
 Using a third-party program has a higher cost, and for my small 
studio in a rural area it was a commitment to build participation to a level 
that helps justify that cost. I’ve had it for 6 months and it’s a hit, reach-
ing “lost” customers and promoting specials to members with texts. 

They don’t always take advantage of the 
specials, but when I ask during checkout if  
they received our latest text special, I often 
hear, “Yes, will you be doing that again?”
 Another outside-the-box idea 
that is now becoming common is the use 
of an in-store slide show displaying all 
the things that can be done at the studio. 
Parties and other special events, activities, 
camps, techniques—anything that makes 
a customer think, “Next time I’m going to 
do that.” Slide shows are easy; they’re just 
still photos strung together, preferably with 
subtitles, and the cost for the monitor and 
thumb drive is a reasonable investment.
 Having grown over eight years 
from a start-up with minimal budget and 
no exposure to an established fixture 
in my community with a good customer 

base, I have learned some key things about creatively marketing my 
business:
 c  Establishing a budget will help to prioritize. You can always 
change your budget.
 c  Have a plan for donation requests. Think of  these as market-
ing. No matter what you’re asked for, decide what brings value to 
your business. I often give $20 certificates because the actual cost is 
minimal and the user generally spends over $20, or a free seat at a 
class because usually they will bring a paying customer with them.
 c  Become an active member in local business groups. This type 
of  networking will help you meet people and gain ideas that can grow 
your business.
 c  Do free events, wisely. Our yearly birthday party for the studio 
has become a grand attraction. We get free publicity from the local 
paper and other outlets, and great PR from inviting people. Hav-
ing a drawing for prizes means I can collect contact info, and a small 
ornament-painting activity means people have to come back for it. I 
also give them a small coupon good for 2 weeks so they have to return 
soon to use it (hopefully, when they come back for their ornament!).
 c  Participate in community events with a simple project for chil-
dren. People love it when you do something nice for their kids. Hand out 
something to the parents—special deals, your regular brochure, summer 
camp info—whatever makes sense for your business at that time. e

Finding Marketing Success 
Outside the Box

MARKETING TIPS

By Jacqui Hauser, The Studio for Art and Craft, Cobleskill New York

GGetting and keeping customers is a challenge for all small business owners. We’re all familiar with the usual marketing approaches—ads, 
Facebook promotions, bounce-back coupons. This time we’ll explore successful marketing approaches that go beyond the realm of typical. 
Keep in mind that different tactics may be more effective in certain markets.
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It is our pleasure to introduce artist and educa-
tor Tim Lowell, founder of Active Art and Sci-
ence. Tim has an extensive background in and 
knowledge of glass. He’s been in business for 
over 15 years and has been a member of CCSA 
for about three years. He is a member of the 
Bainbridge Island Arts Education Consortium, 
teaches enrichment programs in schools, is a 
director of summer camp programs, and gives 
workshops on bringing science and art into 
early childhood education programs.
 Active Art and Science primarily sells glass 
for use in mosaics, which is great for all ages. 
However, Tim has recently started offering Sys-

tem 96 for glass fusing. About five months ago he recognized that schools 
and studios were struggling with the sharp edges of glass, especially with 

Make Glass Projects Easy and Fun!
SUPPLIER SESSION

W
By Adina Johnston, A Colorful Universe, San Diego, California

Want to introduce glass to your studio, but don’t know where to start? Having a hard time making glass work for you? Finding yourself  
frustrated with glass camp projects or large events? We have the solution for you!

Tim Lowell

children’s classes and large events. He realized he could buy factory wast-
ed glass, clean it, tumble it, and sell it for less. So he devised the concept 
of marketing finger-safe recycled glass. The best part is that this product 
is environmentally friendly.
 Customers of all ages will love how easy it is to work with this product. 
Tumbled glass eliminates the fear factor, and customers will be impressed 
with the final outcome of their piece.
 If  you are fearful of starting glass in your studio or just want to intro-
duce something new to your store, Tim is the man to contact. He loves to 
give advice and will be happy to help you brainstorm. He’ll walk you through 
step-by-step instructions for projects and pricing. He has great ideas for a 
creative curriculum, glass kits, camps, school projects, mosaic art activities, 
fund raising, and group projects. Contact him at 206-328-4157 (9am–
5pm PST) or TimLowell@activeartandscience.com and visit his website 
at www.activeartandscience.com. You can also reach him at: Tim Lowell, 
Active Art and Science, 524 26th Avenue South, Seattle, WA 98144 e

www.bisqueimports.com
https://www.facebook.com/bisqueimports/
https://www.youtube.com/user/BisqueImports
https://www.pinterest.com/bisqueimports/
https://www.instagram.com/bisqueimports/




www.gare.com
http://www.gare.com
https://www.facebook.com/GareInc/
https://www.pinterest.com/gareinc
https://twitter.com/Gareinc
http://www.gare.com
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OOkay, so maybe I exaggerate. But you can pass along a few of  the CCSA benefits to your staff or your family, and by sharing, you’ll get 
some bonus points in life or some good karma or maybe even a free lunch.

As a CCSA member, you are eligible for many money-saving benefits. 
Below you will find a list that you are welcome to share with your em-
ployees, your family, or even your friends. Now let me clarify just a bit. 
We’re not suggesting you post these savings on your social media, send 
out email blasts, or wrap them up and give them as gifts. They are just a 
few of  the savings that are okay to share. Say your manager is gearing 
up for a road trip with her family and her old clunker is just not going to 
make it. Why not offer to use your discount code to check Avis, Budget, 
and Advantage discount codes to save some moolah? You can do that. 
And when she returns, as an extra freebie, offer to let her use your 
TRUECar discount to get the best price when she’s ready to purchase a 
new car. Just log onto the CCSA website and download the most current 
Member Benefit Guide to see all the offers or to get the discount codes 
to share with those special people in your life!

EDUCATION
	 c  Fred Pryor Seminars: Save big on their training program.

BUSINESS DISCOUNTS
	 c  Meridian: Shipping discounts with UPS and YRC Freight.
	 c  OfficeMax/Office Depot: Save on printing, supplies, and more.
	 c  Staples: Save on things like paper towels and cleaning supplies 
   as well as office supplies.
	 c  Grand & Toy: Subsidiary of  OfficeMax will happily deliver big 
   savings to our Canadian Members.
	 c  TRUECar: Take the stress and anxiety out of  your next new or 
   used car purchase.
	 c  Advantage Car Rental: Rent cars, save money.
	 c  Wyndham Hotel Group: Up to 20% off “Best Available Rate.”
	 c  Avis and Budget Car Rental: Up to 25% off base rates.
	 c  UPS Ground: Savings up to 34% off.
	 c  Lenovo Computers: Savings up to 30% off. e

Amazing Benefits that Could Help You 
Become the Leader of the Free World

BENEFIT UPDATE

Items added to www.ccsaonline.com

MAY 2016[Convention] Updated Preview Guide

[Convention] Updated Schedule and Class Changes

[Convention] Why is there only one class on 

 Sunday?[Webinars] Creating a Membership Program; 

 video with Donna Bordeaux

[Webinars] Failure Is NOT an Option; 

 presentation with Mark Kangas
APRIL 2016[Marketing] Summer Project Guide

[Election] Information
[Webinars] Short-Form Video: The How-to’s; 

 video with Kathy Cano-Murillo, the Crafty Chica

[Webinars]  Short-Form Video: The How-to’s; 

 presentation with Kathy Cano-Murillo, 

 the Crafty Chica

[Webinars] Pricing for Profit; with Donna Bordeaux, 

 Bordeaux & Bordeaux, CPAs
MARCH 2016[Marketing] 14 New Ads: Summer, General, Girl Scout, 

 4th of  July, Father’s Day, Ladies’ Night, Kids’ Camp

[Marketing] 28 New Facebook Banners: Summer, 

 General, Girl Scout, 4th of  July, Father’s Day, 

 Ladies’ Night, Kids’ Camp

[Convention/Events] Webinar & Presentation: 

 Facebook Search
[Convention/Events] Webinar & Presentation: 

 Team Building
[Board] Election Information, timeline, and forms

[Board] 2015 CCSA Annual Report

[Marketing] 2016 Summer Project Guide

[Marketing] Retail Minded Magazine, March 2016

By Laura Dendy, CCSA Director of  Marketing and Member Services

www.ccsaonline.com
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The CCSA app breaks down the 115-page convention packet into easily 
accessible categories, making it simple to reference the needed informa-
tion both quickly and efficiently. Sections include attendee info, conven-
tion schedule, convention info, 2016 classes, and a FAQ section.
 The app also includes some live features, such as integration with 
CCSA’s Facebook page and a live al-
bum. You can stay up to date with 
everything posted to their Facebook 
page without needing to leave the 
CCSA app. And the live album allows 
you to view, share, and post pictures 
throughout convention so you can 
see what all your fellow attendees are 
up to!
 Each section of  the app is loaded 
with tips and info to make the expe-
rience nothing short of  perfect. The 
material you will find in each app sec-
tion is as follows:

ATTENDEE INFO
Hotel, transportation, and Charleston 
info can be found here. This is great 
section to check out for pertinent in-
formation about the Charleston area 
without needing to research it; the 
work is already done for you!

CONVENTION INFO
The convention info section is per-
haps the most-used section within 
the app. This is where you will find 
maps of  the convention center as well 
as info on the auction gala. Always a 
success, this auction garners par-
ticipation from numerous studios and 
raises thousands of  dollars for a cho-
sen charity, which this year is the Spe-
cial Olympics. This section of  the app 
will be especially helpful to convention 
newcomers with its tips for preparing 
for convention as well as info on the 
New Member Mixer.

CCSA Convention 2016: 
There’s an App for That!

STUDIO SPECIAL

By Leah Simard, It’s Yours Pottery, Omaha, Nebraska

WWhen it comes to just about anything, it’s safe to say, “There’s an app for that!” The CCSA convention is no exception. Again this year, My 
Pottery App is teaming up with the CCSA to provide an informative application that will be an invaluable tool to convention goers. The app will 
be available for download in July, well before convention, giving attendees plenty of time to become familiar with all of  its features.

CONVENTION SCHEDULE
The convention schedule section is a quick overview of  events. Each day 
is outlined with the classes of  the day as well as their times and room 
locations. In addition, you’ll find the times and locations for registration 
(if  you have not already done this or would like to register for additional 

classes), when the exhibit hall opens, 
time and location of  the member mix-
ers, and the convention gala, auction, 
and dinner

CLASS SCHEDULES
This section differs from the general 
convention schedule to focus on each 
class in depth. Here you will find 
classes broken down by day along 
with a detailed description of  the 
class, along with its time, location, 
and instructor.

LIVE ALBUM
The live album features an archive of  
photos from previous conventions as 
well as the 2016 album waiting to be 
filled with awesome memories from 
this year. Click on the 2016 album to 
access the camera icon that will al-
low you to take pictures and upload 
instantly! The app will be accessible 
after convention as well so you can 
view the photos again and again.
 The app also includes the op-
tion for push notifications so you 
can receive class alerts throughout 
the weekend. Considering how fast-
paced everything its, the reminders 
are extremely helpful. Additionally, if  
there are any changes to scheduling 
or class location, you’ll receive a no-
tification. This app will definitely keep 
you in the loop! To check out these 
and other great features, be sure to 
download the 2016 CCSA Go for the 
Gold convention app! e
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Feeling creative yet?
 Take only three colors. After two hours there is an additional studio 
fee. Use a credit card and I’m adding 5% to the price.
 What about now?
 If  you break it you buy it. If  you spill it, you wipe 
it. Take it out, put it back. We don’t care how your 
granny used to do it, this is how we do it here.
 Wanna take your friends to enjoy this atmo-
sphere?
 At In Good Glazes, our customers are known to 
use two dozen paints to create a four-inch tile. Take 
two and a half  years to paint a platter. Stay in the 
studio for five hours, on a Saturday, to paint a $13 cup. Yes. Ridiculous. 
Yet it’s what some of  our customers do, the ones that could drive us 
crazy. The ones who don’t really act entitled, yet they don’t act remorse-

Rules. Rules. Rules.
SERVICE WITH A SMILE

By Karen Grosz, Canvas Creek Team Building, Billings, Montana

DDon’t do this. You must do that. Please, stop! Hurry up! We don’t allow that here. This is my studio, these are my brushes, and you better 
do as I say.

ful either. The ones who, more than most, benefit from our lackadaisical, 
give-it-a-go attitude.
 Each studio has its own vibe, its own way of  making a buck, of  pro-

viding service and turning a profit, but I contend that 
those with the most rules have the worst results. If  
that shocks you, I assume you are a rule maker. And 
I get it. Brushes are expensive. Staffing takes money. 
You’re tired, and people keep being so flipping un-
reasonable.
 Creativity is like a spider. It creeps up on 
you, sometimes with a bit of  a scare, and runs away 
when threatened. Some people care gently for spi-

ders. They trap them in a jar, place them in a bush and wish them days 
of  wonder. Some people squash them. Hard. Studios can have the same 
effect on creativity.
 Welcoming and carefree, smiles and praise, and a let’s-try-it at-
titude breed creativity. And creativity breeds sales. Rules. Well, rules are 
the big bad shoe stomping on the back of  the spider.
 This insight on rules came to my attention at the end of  our biggest 
day ever. The brushes were clean, our feet were tired, and still that one 
couple painted. Regular customers; the man is named Kevin and he told 
our assistant manager about his love for our space. That a recent trip to 
another studio left him frustrated and appreciative. Oppressed by the list 
of  rules, and the lack of  choices, he paid for his project and brought it 
back to his creative home. Our studio. Because here he felt appreciated. 
Here he felt free to create in his style, on his schedule.
 My grandson calls me a trouble causer and my staff spends more 
time cleaning than they do dipping, but this atmosphere of  “try it,” of  
ignoring what the toddler did to the brushes, or how much paint went 
down the drain, has given us sales growth that makes my accountant 
scratch his head. “I’ve never seen anything like this.” And one record-
setting Saturday followed by another, that beat the first by a grand, in 
March. Yes, bigger than our record-setting Saturday before Christmas.
 We’re proud of  those numbers, sure, but we’re more proud of  the 
smiles and the lack of  stress. I think you will be too. Just relax. What’s 
the very worst thing that can happen? A piece gets broken? A bottle of  
glaze gets wasted? Why do you care? Stop thinking of  it as yours; think 
of  your space and tools as a gift you are giving the spider of  creativity, 
that fleeting little guy who elicits big responses.
 Mark up your prices to absorb the grace of  fewer rules and bask 
in the glory of  cash register opening and closing. You can do it. Be a 
trouble causer. But not the kind that steps on spiders. e

 JUST RELAX. 
WHAT’S THE VERY WORST 

THING THAT CAN HAPPEN? 
A PIECE GETS BROKEN? 

A BOTTLE OF GLAZE 
GETS WASTED? 

WHY DO YOU CARE?

www.jubileecreative.com


www.maycocolors.com
https://www.youtube.com/user/MaycoColors
https://www.facebook.com/MaycoStudios/?ref=ts
https://www.pinterest.com/maycocolors/
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Wendy Pettys, President
I am hoping as my studio turns 14 this year, the 
kiln gods and pottery fairies will carry on the 
“goodness” I’ve had for the last 13 years. After 
all this time, I still do love my studio, but the true 
loves of  my life are my family. I’ve been married 
for what seems all my life but officially only 24 
years. I have two great kids, Taylor (21) and Jus-
tin (18), and 2 fur babies, Bobo and Ticky.

Kaylin Brady
Ceramics have always been a part of my life. I used to 
spend hours at my mom’s shop, cleaning greenware 
and painting. To pursue my passion for art, I studied 
product design and computer animation at the Art 
Institute. While there, I picked up a part-time job at 
a PYOP studio and fell in love, and after a few years I 
bought the studio. In my 10+ years in the industry, I 
have relocated a studio, built a studio from the ground 

up, gotten married, and, in May of last year, had my first child.I find myself  
continuously reaching out to my employees and my customers, to learn their 
constantly changing needs and how we can adapt to fit those trends. My door 
is always open, my phone is always on, and I am always looking to talk to any 
members who have questions, concerns, ideas, or just need to vent.

Jenn Meyers
I’ve been a small business owner for over 10 years, 
first with a retail store that also hosted birthday par-
ties, camps, and events. I purchased Walls of Clay 5 
years ago, managed both businesses for 3 years, and 
have now sold the first business so I can focus on 
my studio. I have degrees in management, marketing, 
and education. I was a marketing director for 12 years 
for a sports nutrition and body building company. I 

then became a certified teacher, teaching high school business, marketing, 
and finance. My business philosophy is to think forward, consider alternate 
strategies, and ask myself the tough, higher-level questions that will help me 
grow, professionally as well as personally. When I get lost in the day-to-day 
stuff we encounter as studio owners, I love being able to rely on other CCSA 
members to challenge me to think about the bigger picture and move forward.

Erin Racioppi
I have been in the business for 13 years and have 
3 studios, in Wisconsin Dells, Wisconsin; Smoky 
Mountains, Tennessee; and Poconos, Pennsylva-
nia. I live in Kansas City, Kansas, with my family. 
My husband, Steve, and I are the proud parents 
of  3 children: Tripp, 4; Emma, 2; and Kate, 1. 
Steve joined Polka Dot Pots full time 4 years ago 
and now we work and play together! I have been 

a member of  the CCSA for 13+ years, even before I started my first 
studio! I have learned so much from the resources available from the 
CCSA and its members and I am thrilled to be in a position to give back 
to our great association.

Kim Stanfill-McMillian
I am from Wisconsin for the last 24 years, but originally 
I am from Maine and Massachusetts. I have owned my 
studio for 11 years, and started it from scratch. I was 
married for over 30 years, and am currently living on 
my own. I have three kids: Margie, 17, going into her 
senior year in high school; Terry, 19, currently studying 
architecture; and Alex, 21, who lives in southern Califor-
nia. Before becoming a studio owner, I worked in many 

fields, including forestry for Baxter State Park in Maine, structural engineering 
in private practice, erosion and sedimentation control for the state of Maine, a 
timber bridge engineer for the U.S. Forest Service, and of course I have worked 
for myself. I am on Chatter all the time, but each day I learn something new that 
makes me a better studio owner. Please feel free to call or email me if you ever 
need anything or have questions. I love helping other studio owners.

Marti Strehlow
I own two studios in central Wisconsin, the first 
studio for 9 years and the second studio we 
opened 5 years ago when my husband joined 
the business full time. We have 2 teenage boys, 
Max and Liam. We also have 2 huge dogs, New-
foundlands, and a loveable cat. Before becoming 
a studio owner, I held jobs in childcare, teaching, 
purchasing, human resources, and as an adminis-

trative assistant. I am happy to be serving on the Board and look forward 
to constantly learning new things and helping out wherever I can. Please 
feel free to call or email me if  you ever need anything or have questions.

Bre Kathman, Supplier Member
I work as the Education Specialist at Chesapeake 
Ceramics, helping studios learn new techniques and 
information to help make their studios more profit-
able. I also help design new bisque shapes from 
Chesapeake. When I’m not working at Chesapeake 
I work at Meltdown, a studio in central Maryland. In 
January 2016, I graduated from Hood College with 
a master’s degree in Ceramic Arts. After 24 years 

of school I am officially done! When I’m not playing in clay or hanging with 
my dog, Paisley, I can usually be found at the gym. I am a powerlifter who 
spends time picking up heavy, awkward objects for just for fun.

Michael Harbridge, Supplier Member
I am responsible for creating workshops and lesson 
plans for the K–12 school and ceramic markets for 
Royal Brush. I also own ClayPuzzling and Fired Arts & 
Crafts online magazine. I have a working studio at my 
home in central Wisconsin, where I spend time with my 
wife and daughters coming up with creative ideas and 
new methods  I owned two studios and a clay manu-
facturing company for 15 years so I know the manu-

facturing 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. e

2016/2017 BOARD OF DIRECTORS
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By Nell Wertz, All Fired Up, Akron, Ohio

SUPPLIES
 8” square clear base
 Squares of  transparent glass in fall colors
 Printouts of  1.5”–2” simple leaf  designs in various types
 Writer bottle
 Black glaze
 Slump mold of  choice (we used Swoop Sushi from Gare)

Lay colored squares over the leaf  designs.

Using the writer bottle filled with black glaze, loosely outline 
the leaves on the squares of  colored glass and fill in using 
squiggly lines. Allow to dry.

Flip the colored squares over and place glaze side down 
onto the clear square base, sandwiching the glaze between 
the base and the transparent glass. Place the leaves in dif-
ferent directions to give the appearance of  “falling” leaves.

Use small scraps of  the colored glass to fill in the empty 
areas.

Fire to a full fuse.

If  desired, slump piece in a second firing to add shape. e

STEP
1

STEP
2

STEP
3

STEP
4

STEP
5

STEP
6

Falling Leaves Fused Glass Plate
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At first I was intimidated by the potential cost of  this offering due to the 
need to purchase blacklights, but they are not really very expensive. 
After researching a few websites, we purchased the lights from Amazon. 
They have a few different sizes and styles; we purchased four 48-inch-
long blacklights for about $30 each. We suspended them with fine wire 
and had an electrician add a few outlets near the ceiling.
 The paints are a little different for this type of  application. Ours 
were purchased through Amazon, and again there were plenty of  op-
tions. We went with Blacklight Reactive Fluorescent Acrylic Paint (8 oz), 
by DirectGlowLLC. A 6-pack set of  assorted colors is $60. Yes, a little 
expensive, but keep in mind that these can be used in conjunction with 
regular acrylics for neon painting events.
 The kids tend to gravitate toward animals and sea life for these 
events, and butterflies can also work well. We used regular stretched 
cotton 12x12-inch canvases. For some of  the events, we spray painted 
the background black ahead of  time. For other neon events, we left the 
canvas white (note that the white canvas does NOT glow brightly by itself). 
Then we closed the blinds tightly and let the painting fun begin! e

By Kim Brue, Point PeaPoddery, Point Pleasant, New Jersey

Neon 
Blacklight 
Canvas 
Events

AAfter three years in the PYOP business, I wanted to start incorporat-
ing something slightly different. We began hosting canvas events, 
starting with instructor-led projects. That went well, but because we 
have a separate, fully enclosed party room, we decided to try a 
neon/blacklight canvas party.

At a recent party, a group of girl scouts 
had great fun painting palm trees!



Using a small round brush, paint one quick coat of  char-
treuse around the flowers and leaves.

With the dimensional product (or with glaze in a writer 
bottle), add orange swirls on the red flowers and white 
swirls on the peach flowers.

With olive green in a writer bottle, outline some of  the 
leaves.

Remove the masking tape. Paint two coats of  black over the 
masked area. Allow to dry.

With the back end of  a brush or the eraser on a pencil, add 
dots as accents. Use the small round brush to add little red 
hearts to fill empty space.

With the white dimensional product (or with glaze in a writer 
bottle), add the writing in the black area.

Paint the inside with any accent color and add black to the 
top rim.

Glaze and fire to cone 06. e

SUPPLIES
 Bisque mug
 Masking tape
 Medium round brush
 Small round brush
 White dimensional product (optional)
 Orange dimensional product (optional)
 Writer bottle
 Pencil with eraser (optional)

COLORS
 Red   Peach
 Turquoise  Lime green
 Chartreuse  Olive green
 Black

Mask off a 3-inch-wide vertical portion of  the mug. This will 
be for the writing.

Using a medium round brush, paint red and peach flowers 
with one coat of  color. Keep your brushstrokes circular so 
the flowers have some texture.

Paint lime and turquoise leaves with one coat of  color.
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Merry 
and Bright 
Mug
By Sara Kojaku, Instructor and Author
Little Tot Moppet, Murrieta, California

TThe best part of this design is that it works well on almost anything! It’s very easy for customers to copy since the design is very forgiving. 
Besides being a great holiday sample, it would also work well as a class, either a kids’ class for making a holiday gift or an adult class on a 
platter. If  you don’t want to use a dimensional product, just substitute regular glaze in a writer bottle or use the sgraffito technique on the 
black background.
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Using the soft fan brush, apply 3 coats of  Cant-elope to the 
body of  the pencil except for the overalls. Use the script 
liner to get into tight areas.

Using the soft fan brush, apply 3 coats of  Leapin’ Lizard to 
the overalls. Use the script liner to get into tight areas.

Transfer the facial features onto the bank. Using the script 
liner, fill in the eyes and mouth with two coats of  Cotton Tail 
and the glasses with two coats of  Hot Tamale.

Using a writer bottle filled with Tuxedo, outline the overalls, 
facial features, and glasses; add the arms; and draw the 
irises and spaces between teeth.

Thicken Tuxedo with a bit of silkscreen medium. Use a palette 
knife to blend it to the consistency of peanut butter. Place the 
petri dish design over the center of overalls, with the shiny 
side down. Using 

a fingertip, rub the thickened 
Tuxedo over the screen.

Choose 6 other 
designs from 
the Science set 

and silkscreen them around 
the pencil. Be sure to gently 
wash all the silkscreens im-
mediately after use and lay 
them flat to dry.

Clear glaze 
and fire to 
cone 06. e

SUPPLIES
 Pencil/Crayon Bank (Mayco MB-1411)
 Pattern printed on clay carbon paper
 Pen or pencil
 Writer bottle
 #4 soft fan
 Script liner
 Synthetic sponge
 Wood grain mat stamp (Mayco MT-002)
 Science silkscreens (Mayco DSS-012)
 Silkscreen medium
 Palette knife

COLOR (MAYCO STROKE AND COAT)
 SC-97 Cant-elope SC-46 Rawhide
 SC-83 Tip Taupe SC-74 Hot Tamale
 SC-7 Leapin’ Lizard SC- 16 Cotton Tail
 SC-15 Tuxedo  

Transfer the pattern onto the bisque. Do not trace the 
facial features yet.

Using the soft fan brush, apply 3 coats of  Rawhide to the 
tapered area just below the pencil point.

Load a section of  the sponge with Tip Taupe. Place the 
wood grain mat face up on a flat surface and apply color 
using a gentle pouncing motion. Roll the tapered area of  
the pencil (just below the point) onto the mat to cover with 

wood grain design.

Using the soft fan brush, apply 3 coats of  Tuxedo to the 
pencil point.

Mad 
Scientist 
Pencil Bank
Designed by Laura Fraedrich, 
The Peculiar Palette, Fresno, California
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Personalizing with Clay: 
The Clay 
Hand 
Bowl

SUPPLIES
 Low-fire white earthenware clay
 Plain paper
 Scissors
 Slab roller, or two 1/4” dowels and rolling pin
 Needle tool or wooden skewer
 Damp cloth
 Vinegar
 Stamps (we used Mayco Designer Stamps)
 Deep bisque-fired bowl (we used Duncan Serving Bowl #21671)
 Paintbrush
 Glaze colors of  choice

Trace hands onto paper, cut out, and set aside.

Roll out clay 1/4” thick. Cut out enough for about 8–10 
handprints. (Count will depend on hand size.)

Place paper hands onto clay and press into clay slightly. 
Trace around each hand with a needle tool or skewer. Set 
aside, keeping covered with a damp cloth.

T
By Karen Griffith, 
Create-A-Palooza, Carlisle, Pennsylvania

This fun clay hand bowl design has been 
floating through social media for a few years 
and many people wonder how to build it successfully. 
Remember that clay isn’t a perfect science; you’ll learn 
something each time you do this project.

Smooth all edges of  each clay hand. Press stamp of  choice 
into clay, again setting aside and keeping covered with a 
damp cloth.

Using a cone 04 bisque-fired bowl, begin placing the clay 
hands. Start with three hands in a triangle shape, building 
around and up the bowl sides.

Once you like your layout, the hands must be adhered to 
one another. Score the clay and add vinegar to as many 
fingers and adjoining hands as possible, pressing together 
carefully. (We find vinegar to work better than clay slip.)

Cover the bowl lightly with a damp cloth, place the whole 
assembly in a plastic bag, and seal the bag. Let sit for a day 
or two, then unseal and let dry slowly to a greenware state. 
Do NOT rush the drying process or the fingers may crack.

For the first firing, leave your creation in the bisque bowl. 
Fire to cone 04 and then remove from the bowl.

Paint the hands with 1–2 coats of color and then wipe 
the surface with a damp sponge so the stamp designs are 
highlighted. Experiment with different combinations of brights 
or earth tones or go wild! You can also try splattering the 
bottom of your bowl with all the colors used on the hands.

Clear glaze and fire to cone 06. e
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Ready, Set, Convention!
UP FRONT

First-time convention goers may find it intimidating as they wonder 
what to expect. The classes all look amazing; you have no idea how you 
will do and see it all. Even the old timers know this!
 Some basics for everyone: classrooms can go from warm to cold 
to freezing to the temperature of  the sun, so have a wrap or a jacket 
to wear just in case. You need a notebook—not 
just a computer—because we’re a creative indus-
try and you might want to draw some pictures. You 
need to make sure you have a charger for your 
phone, and plenty of  memory to store all of  the 
pictures you will be taking on the showroom floor.
 You should also download the convention app 
before you get there, and review what you are 
signed up for. If  you are taking technique classes, 
think about how you will get your projects home. If  you are driving, be 
sure to pack a box or two, and some bubble wrap. If  you are flying, 
bringing an empty bag inside your suitcase is a great way to get those 
projects home. While they often do have supplies to share, don’t count 
on the people teaching classes to have packing material. Grab a roll of  
packing tape and throw it in your bag. You’ll be glad you did.
 Last summer, Leah Simard attended convention for the first time. 
She works at It’s Yours Pottery in Omaha, Nebraska, and was attending 
as a staff member when the store owner, Judy Novotny, had a schedul-
ing conflict. Nancy Tuel, owner of  Your Arts Desire in Mountain Grove, 
Missouri, was also attending for the first time. They shared with us a 
few thoughts to help other new folks get ready.
 CCSA Today: How did your experience with convention differ from 
what you expected? 
 Leah: I wasn’t quite sure what to expect. At first I was nervous 
about attending because I didn’t know that I would have a mentor and 
was unsure how I was going to navigate through a weekend of  classes 
and events on my own. I didn’t want to feel lost and wanted to gain as 
much knowledge as I could. My mentor assured me that although there 
is a lot packed into a short amount of  time, it is a fun and relaxed 
weekend while being very informative—and she was right!
      Nancv: I expected “big” and busy. I was pleasantly surprised 
that although my schedule was full it wasn’t tiring. I had some down 
time to visit with friends and connect with new people. The hall was 
much bigger than I expected, with tons of  samples and ideas and new 
products that I would have never thought about for my studio until 
seeing it in person. I was super pleased to have one-on-one contact 
with my suppliers. You really get a feel for each company this way. I also 
realized quickly that there is a vast array of  reasons for coming to Con-
vention. Some are on “break,” some are new and are soaking it all in, 
some are there for only new techniques, others are more in tune with 
the business classes. This Convention is for EVERYONE, no matter what 

F
By Julia McNair, Do It Yourself  Crafts, Birmingham, Alabama

For convention “veterans” there is nothing like the excitement leading up to our annual gathering. As crazy summer days start to wear 
us down, there’s nothing like knowing it is only weeks until we can see “our” people. Remembering past conventions and the fun that 
was had gets us excited for the next one.

position you hold, no matter how long you’ve been in business, and no 
matter what your specific needs are. Attending Convention keeps you 
even more connected with this industry. I knew I would come back with 
some new ideas for my studio. I didn’t realize that some of  those ideas 
would be literally life changing for me and my business. Worth every 

penny for me, personally. 
 CCSA Today: Did you have a mentor? What did 
having a mentor do to enhance your convention 
experience?
 Leah: I did have a mentor! I was paired with Jacqui 
Hauser, owner of  Studio for Art and Craft in Co-
bleskill, New York. Having a mentor was an invaluable 
part of  the Convention experience. I was the only 
employee from the studio I work at attending con-

vention last year. Because it was my first convention experience, having 
Jacqui as a point of  contact put me at ease. There is so much packed 
into one weekend that it can be overwhelming and leave you with many 
questions. It was nice to have someone to reach out to during conven-
tion to answer those questions as well as someone to meet up with for 
the various events held throughout the weekend.
 Nancy: No mentor
 CCSA Today: Is there anything you’d tell someone who is attend-
ing Convention for the first time?
 Leah: Bring a notebook and don’t be afraid to ask questions! 
There is a lot of  info covered during each class and taking notes on 
things I wanted to bring back to the studio I work for was the best way 
for me to remember everything. Be sure to review the classes that 
you’re attending and make notes of  things you may want to know and 
ask. Convention is your opportunity to ask questions of  some of  the 
most experienced people in this industry. There is no such thing as a 
dumb question, so ask away!
 Get ready to have FUN! You will be amongst people who are pas-
sionate about this industry and their work. Not only is it inspiring, it is 
an incredible experience that will leave you excited to return to your 
studio and pass along all of  the newly learned info and techniques to 
your staff and customers.
 Nancy: Reach out to other studio members—don’t wait for them 
to make the first move. Take notes. Takes TONS of  pictures because 
you’ll want to refer back to them once you get home. REST before you 
get to Convention; don’t show up already tired. Wear comfy shoes. 
Don’t stay up too late. Set a budget or you will blow through it in a 
hurry. For me, I needed to add an additional $500 because of  new 
products that I wanted or needed. e

“I DIDN’T REALIZE 
THAT SOME OF 

THOSE IDEAS WOULD 
BE LITERALLY LIFE 

CHANGING FOR ME 
AND MY BUSINESS. “



Clay Owl 
Wall Pocket

MATERIALS
 Low-fire white earthenware clay
 Slab roller or rolling pin
 Rib tool
 Wooden skewer or other cutting tool
 Template
 Scoring tool
 Plastic drinking straw
 Sponge
 Glaze colors of  choice
 Twine or ribbon for hanging

Roll out 2 slabs. Compress and smooth out the surface of  
both slabs using a rib tool.

Place the body template on the largest slab. Cut it out and 
set aside. Keep the extra rolled-out clay for decorating 
later.

Place the eye template on one half  of  the second slab and 
the pocket template on the other. Cut out both and keep 
any extra rolled-out clay for decorating later.

Position the eye slab on the body slab so there is room 
above it to poke holes for hanging. Attach the eyes by scor-
ing and using slip.

W
By Stefanie Lambe, Color Me Mine, Pittsford and Webster, New York

We purchased the template for this project in the kids’ craft 
section at Michaels. It’s an inexpensive, very durable white 
cardboard cutout (meant for kids to color on). We recommend 
purchasing one to have on hand, and there also are a variety of  
other shapes to choose from.

Use a plastic straw to poke holes for hanging. Position them 
at least a pinky’s distance from the edge of  the body slab.

Use the saved clay scraps to create decorations for the 
front of  the pocket. Attach by slipping and scoring.

Gently curve the sides of  the pocket slab to form a pocket. 
Attach the pocket by slipping and scoring. Use a sponge to 
prop the pocket upright and keep it from sagging in.

Allow to dry completely. Fire to cone 06.

Glaze with desired colors. Clear glaze and fire to cone 06.

Thread twine or ribbon through the holes to hang. e
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Pumpkin Votive Clay Class
By Stefanie Lambe, Color Me Mine, Pittsford and Webster, New York

Attach the back slab to the side slabs, closing off the box. 
Repeat the slipping, scoring, and reinforcing steps.

Carefully cut a large rectangle out of  the back slab to allow 
a candle to be put in later. Be sure not to make the sides 
too thin.

To make the piece look like a slightly crumpled paper bag, 
use a scoring tool to make lines in the sides of  the votive 
an d gently indent the sides with your fingers.

Allow to dry completely. Fire to cone 06.

Paint with 3 coats of  orange. Speckle/splatter with black if  
desired. Fire again to cone 06. e

MATERIALS
 Low-fire white earthenware clay
 Slab roller or rolling pin
 Rib tool
 Wooden skewer or other cutting tool
 Template
 Scoring tool
 Orange glaze
 Black glaze (optional)

Roll out 2 large slabs. Compress and smooth out the 
surface of  both slabs using a rib tool.

Place the side template on one slab, making sure to leave 
room to cut out a second slab on the other half. Cut out 
both side pieces and set aside.

Place the front template on half  of  the second slab and the 
back template on the other half. Cut out both pieces.

While the slabs set up, cut out your desired pumpkin face 
on the front slab. Make sure you don’t cut too close to the 
edge or it will be too fragile.

Attach the front slab to the side slabs by slipping and scor-
ing the edges. Reinforce the inside edges by rolling out a 
thin coil and pressing it in the corner seam.
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Convention 
Schedule 
at a Glance
FRIDAY, SEPTEMBER 9
8A-1P ..............Registration open/Great Shapes check-In 
  Registration Desk
9A-12P .................. Convention: Pre-cons (add-on event)
  Meeting Rooms 9-14
9A-4P ....................................Exhibitor set-up Exhibit Hall
1P-4P .................... Convention: Pre-cons (add-on event)
  Meeting Rooms 9-14
4P-7:30P ........ Registration Open/Great Shapes check-In 
  Registration Desk
4:30P-6P .................................New Member Mix & Mingle 
  Meeting Rooms 4 & 5
6:30P-9P ...................... Member Mixer/Exhibit Hall opens 
  Exhibit Hall

SATURDAY, SEPTEMBER 10
8A-10A ........... Registration Open/Great Shapes check-In 
  Registration Desk
9A-10:30A ............................Convention: Regular Classes
  Meeting Rooms
10:30A-10:50A ....................................................... Break
10:50A-12:20P ....................Convention: Regular Classes
  Meeting Rooms
12:20P-1:30P ...... Lunch provided/Member Meeting TBA
1:30P-5:30P .......................................... Exhibit Hall open 
  Exhibit Hall
4P-5P ...................................................Magazine Meeting 
  Meeting Rooms 6 & 7
5:30P-7P ..............................Convention: Regular Classes
  Meeting Rooms
7P-7:20P ................................................................. Break
7:20P-8:50P ........................Convention: Regular Classes
  Meeting Rooms

SUNDAY, SEPTEMBER 11
8A-9A .......................................Exhibitor/Supplier meeting 
  Exhibit Hall
9A-1:30P ................................................ Exhibit Hall open 
  Exhibit Hall
12P-1:30P ................................................ Lunch provided 
  Ballroom A
1:30P-5P .......................................... Exhibitor breakdown
  Exhibit Hall
1:30P-4:30P .... The Modern Connection/Mastery Course 
  Ballroom A
6P-10P ....................Convention Gala, Auction and Dinner 
  Ballrooms A, B, & C

MONDAY, SEPTEMBER 12
9A-10:30A ............................ Convention: Regular classes
  Meeting Rooms
10:30A-10:50A ....................................................... Break
10:50A-12:20P .................... Convention: Regular classes
  Meeting Rooms
12:20P-12:40P ....................................................... Break
12:40P-2P ............................ Convention: Regular classes
  Meeting Rooms
3:30P-8:30P ..........Charter Bus to Downtown Charleston 
  (add-on event)

Note: Items marked (add-on event) are additional 
options available for purchase; not included with 
your convention registration fee.

 Beautiful, historic Charleston is located 
near the middle of  South Carolina’s coast at 
the point “where the Ashley River and Cooper 
River meet to form the Atlantic Ocean.” It is 
the state’s second largest city and the county 
seat of  Charleston County.
	 Founded	in	1670,	the	city	is	defined	by	
its cobblestone streets, horse-drawn car-
riages, and pastel pre–Civil War-era houses, 

particularly in the bustling French Quarter 
and Battery areas. The Battery promenade 
and Waterfront Park both overlook Charleston 
Harbor, while Fort Sumter, a federal strong-
hold	where	the	first	shots	of 	the	Civil	War	rang	
out, lies across the water.
 Charleston was originally called Charles 
Town in honor of  King Charles II of  England, 
and its nickname, “The Holy City,” is due to 
the many churches that help create its skyline. 
A stroll down just about any street will take 
you back in time: the side porches known as 
piazzas, the gaslights, and the delicious smells 
of  low country cooking wafting through the 
streets. And no trip is complete without a visit 
to the Charleston City Market to see local art-
ists and witness the sweetgrass basket trade 
in its full glory.
 Charleston has charm and class and a 
gentle feeling that lulls you into a state of  
relaxation. 
	 Check	out	all	Charleston	has	to	offer	by	
visiting their Convention and Visitors Bureau 
website: http://www.charlestoncvb.com

www.charlestoncvb.com
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Want to stay up to date 
on what’s going on? 

Find the schedule? 

Read through the
class descriptions 
while you’re waiting in 
line at the grocery
store? 

Want to see where your
favorite supplier is set 
up in the exhibit hall? 

Better yet, how to
get to the exhibit hall?

We’ve got you covered.
MyPotteryApp has 
created a special CCSA 
app that has all this 
and much more.

Friday, September 9
PRE-CON CLASSES
9am-12pm

Bring Your Brushes to the Boardroom
Category: Biznique
Instructor: Laura Riegel & Lola Schantz
Meeting Room 10 & 11

This class will 
explore how 
to introduce 
board art into 
your studio, 
including what 
materials are 
needed and 
where to get 
them, how 
to use a plotter (stencil cutter), how to prepare 
your stencils, staining boards and stenciling, 
design ideas, and how to market this excit-
ing new medium. You’ll get the opportunity to 
actually make your own board art to take home 
with	you	(sized	to	fit	in	your	suitcase!).	Once	
you decide what cutter you’ll be using and what 
kind	of 	boards	you’ll	be	offering,	you’ll	be	able	
to utilize the techniques learned in this class in 
your own studio. The options for board art are 
almost limitless as far as size and designs go. 
This is a valuable addition to your PYOP studio. 
Your initial investment can be made back in your 
very	first	class!

Demystified Financial Statements 
& Budgeting
Category: Business
Instructor: Donna Bordeaux 
Meeting Room 14

Let’s get creative with numbers instead of  
bisque. Get your pencils sharpened because 
we’re	going	to	tackle	your	financial	statements	
head	on!	Bring	your	financial	statements	with	
you so you can dig down into your bottom line. 
We’ll trouble shoot areas of  concern by giving 
you	key	percentages	to	take	away.	If 	your	finan-
cials	don’t	line	up,	your	profit	may	be	taking	the	
hit down at the bottom line.

Studio Systems for Success
Category: Business
Instructor: Rachel & Danielle Klobucher 
Meeting Room 9

Are	you	getting	frequent	calls	from	your	staff?	
Do you run into the same problems happen-
ing at your studio over and over? Do you feel 
overwhelmed by your to-do list? This class is all 
about	creating	systems!	Rachel	will	show	you	
why—and how—to make your studio run with-
out you. Create processes that are easy for your 
staff	to	learn	and	run	your	studio	the	way	you	
want. Danielle will also introduce you to tips and

BUSINESS CLASSES
A Business class is just that: It’s designed to help you move your business forward.
They are usually designed around marketing, promotion, or other programs to help
make your business run more smoothly.

TECHNIQUE CLASSES
Technique classes are designed to show or teach you a new or trending technique.
These are hands-on classes and you will leave with a sample that you created in your
class.

BIZNIQUE CLASSES
A Biznique class is a class created to teach you how to implement a new technique,
or a technique that you may already know, in a way to help increase revenue in your
studio. It could be to teach a class, add a new product, or any other idea that is
designed to give you an ah-ha moment. It combines a business element into a
technique class. These will be hands-on classes and you will leave with a sample that
you created from your class.

PRE-CON CLASSES
Pre-Con (Pre-Convention) classes are classes that are not included in your general
registration. You have to register and pay for them. These classes take place the
morning	and	afternoon	of 	the	official	Convention	opening	that	occurs	later	that
evening.
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of  art mediums, including ideas to encourage 
students	to	fill	their	journals,	encouraging	the	
use of  supplies most of  us already have in the 
studio. Marlene will also discuss how to brand 
your art journals and how to intentionally create 
connection between journal and artist. The  
second part will be creating two resin projects, a 
medium in which Marlene is well known for creat-
ing	jaw-dropping	projects!

The Best Darn Marketing Workshop Ever!
Category: Business
Instructor: Ron Cates
Meeting Room 14

The	Best	Darn	Marketing	Workshop	Ever!	is	a	
very special session created exclusively for the 
2016 CCSA Convention. The workshop will 
cover the core elements of  a successful mar-
keting strategy, taking into consideration the 
budget and time constraints of  running a small
business. Low-cost and no-cost online market-
ing	tools	that	are	simple	and	effective	will	be	
emphasized, along with strategies to use them 
together to amplify each other and save time. 
Advanced marketers will learn new tricks, but 
absolute beginners will never feel lost. Topics
include	building	an	effective	website	(or	who	
to turn to build one for you), search engine 
optimization (getting found on the web), email 
marketing, social media, online surveys and 
polls, maximizing review sites, and much more. 
This is an entertaining, fun, educational, can’t-
miss class that will absolutely, positively grow 
your business.

You Can Do This with Brushes?
Category: Pottery
Instructor: Michael Harbridge
Meeting Room 12 & 13

Brushes can be used for so much more than just 
applying coats of  paint. Each shape has a pur-
pose	and	specific	designs	it	can	create.	Brushes
can also be loaded with multiple colors to 
make stroke patterns and textures. Sure, those 

strokes	can	be	used	to	make	flowers	and	other	
fun combinations, but they can also be used to 
cover entire shapes, or parts of  shapes, for very 
intriguing looks. In this workshop, you’ll learn 
how	to	use	more	than	a	dozen	different	brushes	
to make literally hundreds of  stroke and texture 
methods for something completely new in your 
studio. These ideas will inspire and challenge 
your everyday customers. Camps and ladies 
nights	will	never	be	the	same!	Each	person	
will receive a free set of  brushes and a sketch 
pad to create each pattern as reference in the 
studio. You will also create several small ceramic 
shapes	so	you	have	finished	samples	to	display	
for customers, and instantly start making money. 
Best of  all, these methods can be incorporated 
into ceramic creations, canvas, and wood, in 
fired	and	nonfired	colors.	And,	as	a	bonus,	you’ll	
have access to videos on several of  these meth-
ods	so	your	staff	and	customers	can	easily	learn	
the	techniques.	We’ll	also	discuss	different	brush	
hair types and proper brush care so you get the 
maximum number of  years out of  your brushes.

Lifecasting
Category: Pottery
Instructor: Sheri Snyder 
Meeting Room 10 & 11

Begin a new art form in your studio by learn-
ing how to create Lifecastings. There will be a 
demonstration of  techniques for mold making 
and casting and talk about secrets to success in 
using these products. 
We’ll show you some 
finishing	options	and	
have time for Q&A. 
We’ll also discuss 
marketing for 
Lifecasting in your 
studio and some 
offsite	options.	
Finally, you will 
have on opportu-
nity for hands-on 
Lifecasting so you 
can take a sample 
back to your 
studio and begin 
Lifecasting!

Saturday, September 10
9am-10:30am

Landlords and Leases
Category: Business
Instructor: Rich Aries 
Meeting Room 5

This class will help educate you on working ef-
fectively with landlords as well as negotiating the 
best lease for your studio. We’ll discuss such
topics as renewing an existing lease, expanding 
your	business,	or	even	opening	your	first	loca-

systems to manage your time, run your busi-
ness, and make YOUR job easier as an owner. 
The class will include some real-life case studies, 
so please email rachelk@themudroom.us with 
your biggest struggles by July 31 and we’ll give 
you tips on how to improve or even eliminate 
them!	

The Adventures of Summer Art Camp
Category: Biznique
Instructor: Sara Kojaku 
Meeting Room 12 & 13

Join this class and experience summer art camp 
just	like	your	campers	do!	Sara	will	share	her	
many years’ experience running successful
summer	camps	and	different	programs.	Come	
and “become the camper” while you create a 
canvas and a bisque project. Sara will teach this 
class the way she would a camp while show-
ing you how and why certain procedures work 
for both you and the kids. We’ll discuss how to 
create	themes	and	projects,	different	ways	to	
order and control camp inventory, how to set 
your	staff	up	for	success,	and	how	to	handle	
difficult	situations	regarding	both	your	campers	
and their parents. We’ll also touch on how to 
wrap everything up at the end of  the summer, 
organize and prepare yourself  for the next year, 
and	evaluate	your	curriculum	and	staff.	You’ll
leave with two complete samples, printed  
instructions for both projects, an outline of  the 
main points, and forms that you can use for all 
aspects of  your summer art camp. Also included 
is a complementary gift of  a brand new Little 
Tot Moppet product that will debut at Convention 
this	year.	You’ll	be	the	first	to	get	your	hands	
on	it!

1pm-4pm

Mixed Media Mania
Category: Biznique
Instructor: Marlene Bealer 
Meeting Room 9

This two-part class focuses on introducing art 
mediums	as	both	workshop	offerings	and	camp	
enhancements. We’ll begin with art journaling, 
an upcoming trend that has gained a lot of  trac-
tion and is a great way to “practice” art. It can 
be incorporated into an ongoing class or can 
be a one-time event class. If  you’re not using 
art journals in camp, you’re missing a great 

opportunity 
for	art-ing!	
Marlene 
will share 

techniques she 
uses to enhance 
her ceramic, clay, 
and canvas proj-

ects through journal-
ing	and	will	offer	journaling	tips,	
prompts, and demos in the use 



the same glass designs and need something 
different?	In	this	workshop	you’ll	learn	to	turn	
a clear piece of  glass into a colorful design of  
marbleized color, color burst, raked glass, and a 
blend of  vibrant or pastel colors. Learn several 
different	methods	and	make	samples	for	each.	
All	of 	these	methods	are	done	with	fired	glass	
colors that work on any COE glass. Turn the 
customized glass into a shape, or cut it up and 
use it as components for other creations. And, if  
you want something inexpensive for camps, this 

method can be used with window glass, cost-
ing under a couple dollars for a square 

foot of  glass.

Watercolor Effects with 
Glazes

Category: Pottery
Instructor: Sara Kojaku 
Meeting Room 12 & 13

Do you love the look 
of  watercolors and  
struggle to recreate 
that look on pottery? 
This class will show you 
a super easy way to get 
that	watery	effect	on	bisque	

that will be easy to share 
with	your	customers!	You’ll	

get some basic tips and brush 
techniques that will help even the 

beginner painter, plus learn a couple 
of  other tricks you can integrate into new 

ideas for you and your customers. We’ll create a 
fun and whimsical platter using some cool Gare 
products, including their Bumpy Doodles. You’ll 
leave with a marketable sample, project instruc-
tions for future reference, and maybe another 
surprise treat.

Happy Fall Y’all! Mayco Biz-Nique Class
Category: Biznique
Instructor: Crista Toler & Teddy Wright 
Meeting Room 4

Happy	Fall	Y’all!	Join	Teddy	and	
Crista in this Mayco biz-nique class 
to learn the secret to creating 
texture on the new Pump-
kin Slice bisque.
Plus, we’ll discuss 
pricing the project 
as a workshop, 
share marketing 
ideas, and provide 
fall display ideas. 
We’ll also discuss how 
you can
economically 
incorporate custom 
silkscreens into 
your studio events 
and workshops.
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tion if  you’re new. ESR Commercial will answer
questions to assist attendees with their par-
ticular needs regarding landlord issues and will 
share their knowledge on how they get tenant
improvements and free rent for their clients, 
and on how to hold landlords accountable in 
maintaining the upkeep for their tenants. You’ll 
also learn about how ESR Commercial carefully 
reviews each lease so nothing is overlooked 
in order to ensure clients understand all the 
clauses in the lease document before signing.

The Trend Report: Capitalizing on 
2017’s Biggest Trends
Category: Business
Instructor: Jennifer Blevins 
Meeting Room 10 & 11

Knowing what is trending is vital to understand-
ing what drives your customers and will help 
you inspire them to be even more creative. This
class will focus primarily on seasonal trends 
while sharing tips and ideas for implement-
ing them in your studio. You’ll learn all about 
2017’s biggest trends and see examples of  
how to integrate them into your studio display 
to	inspire	customers.	All	displays	will	be	raffled	
off	to	class	attendees!	You’ll	leave	this	class	
confident	and	empowered	to	share	your	trend	
knowledge	with	your	staff	and	customers!

Pricing for Profit
Category: Business
Instructor: Donna Bordeaux 
Meeting Room 6 & 7

It’s the number one question we 
hear: How should I price my prod-
ucts and services? We’ll discuss 
how to determine your shelf  pricing 
for items based on wholesale price 
and your area’s demographics. 
We’ll also dive into a healthy discus-
sion of  all-inclusive versus studio 
fees and help you make your own 
decision about what has the most 
potential for you. To help you in this 
session, please have your monthly 
rent and your studio’s square feet 
handy.

Ron Cates Presents Email 
Marketing: 
Next Steps
Category: Business
Instructor: Ron Cates 
Meeting Room 8 & 9

Email Marketing: Next Steps is a very special 
class	featuring	a	very	special	appearance!	
Last year, email had the highest return on 
investment ($44.25 for every $1 spent) of  
ANY form of  marketing. But let’s be honest, 
the average email isn’t that great. So what 
happens if  you

do email marketing really, really well? Learn 
strategies, tips, and tricks, in-person, from the 
expert the press has called “The Grandfather 
of  Email Marketing” and “The World’s Top 
Email Marketing Expert.” This session will go 
way beyond subject lines (but will cover those, 
too), exploring targeting, content that works, 
strategy, designing for mobile, and more. It will 
also include a walkthrough of  the popular email 
marketing tool Constant Contact, revealing 
insider secrets and 
shortcuts.

Create Customized Glass
Category: Glass
Instructor: Michael Harbridge 
Meeting Room 14

Do you have customers looking for unique 
glass colors or combinations? Are you tired of  
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10:50am-12:20pm

Landlords and Leases
Category: Business
Instructor: Rich Aries 
Meeting Room 5

This class will help educate you on working 
effectively	with	landlords	as	well	as	negotiat-
ing the best lease for your studio. We’ll discuss 
such topics as renewing an existing lease, 
expanding your business, or even opening your 
first	location	if 	you’re	new.	ESR	Commercial	will	
answer questions to assist attendees with their 
particular needs regarding landlord issues and 
will share their knowledge on how they get ten-
ant improvements and free rent for their clients, 
and on how to hold landlords accountable in 
maintaining the upkeep for their tenants. You’ll 
also learn about how ESR Commercial carefully 
reviews each lease so nothing is overlooked 
in order to ensure clients understand all the 
clauses in the lease document before signing.

How to Keep Long-Term Employees
Category: Business
Instructor: Michelle Booth 
Meeting Room 6 & 7

If  you have ever struggled with keeping employ-
ees for a good length of  time, or you have a 
neverending revolving 
door of  employees, 
come and learn how 
to keep them long 
term!	This	class	
will explore ways to 
motivate them, set 
clear expectations, 
and even how to get 
them to be invested 
in	your	business!	The	
more they buy into 
your vision, the longer 
they want to be a 
part	of 	it!

#Social Strategy: 
The Secret to Snap-
chat in the Studio
Category: Biznique
Instructor: Kathy 
Cano-Murillo 
Meeting Room 12 & 13

You have the power to amplify your store and 
guess	what?	It’s	free!	Social	media	is	a	vital	tool	
for studio promotion. You may already be on
Instagram, Facebook, and Twitter but there’s 
another platform you can capitalize on as well: 
Snapchat. Whether you’re a Snapchat newbie or 
a front-facing camera pro, the Crafty Chica will 
show innovative strategies about how you and 
your team can use your studio’s unique voice on 
this fun new platform and bring in the big bucks. 

You won’t want to miss this class or the surprise 
project	inspired	by	The	Crafty	Chica	herself!

Ron Cates Presents Email Marketing: 
Next Steps
Category: Business
Instructor: Ron Cates
Meeting Room 8 & 9

Email Marketing: Next Steps is a very special 
class	featuring	a	very	special	appearance!	Last	
year, email had the highest return on invest-
ment ($44.25 for every $1 spent) of  ANY form 
of  marketing. But let’s be honest, the average 
email isn’t that great. So what happens if  you
do email marketing really, really 
well? Learn strategies, tips, and 
tricks, in-person, from the expert 
the press has called “The Grand-
father of  Email Marketing” and 
“The World’s Top Email Market-
ing Expert.” This session will 
go way beyond subject lines 
(but will cover those, too), ex-
ploring targeting, content that 
works, strategy, designing for 
mobile, and more. It will also 
include a walkthrough of  the 
popular email marketing tool 
Constant Contact, revealing 
insider secrets and shortcuts.

Walk-in Glass Made Easy
Category: Glass, Biznique
Instructor: Rachel Klobucher 
Meeting Room 14

Are all of  your glass supplies collecting dust, 
boxed up in a closet, or listed for sale in a Face-
book group? Are your customers intimidated or
unhappy with their projects? Or are you wanting 
to add glass fusing but don’t know where to 
start? Come to this class and learn to love 
glass--	and	its	profits!	We’ll	talk	about	every-
thing from displays to managing inventory and 
everything in between.

Kiln Maintenance for a Smooth Operation
Category: Business
Instructor: Jim Skutt 
Meeting Room 10 & 11

Keeping your kiln in good working order isn’t 
just a luxury—it’s imperative if  you plan on 
running a successful studio. We’ll cover some 
basic safety, repair, and maintenance items as 
well as show you how a thermocouple works. 
While this subject can be a little bit dry, we’ll do 
our best to keep it fun and informative.

Deck the Halls
Category: Pottery
Instructor: Nancy Tuel 
Meeting Room 4

Need a fun class project for the holidays? 
Or maybe you want a new sample that 
customers can easily copy with step-by-
step instructions? Then this is the class 
you’ll	want	to	take!	“Deck	the	Halls”	
works great on just about any pottery 
piece	you	offer	in	your	studio.	We’ll	com-

bine several easy techniques to create this fun 
holiday	piece.	Nancy	will	offer	tips	and	tricks,	
show you font options, and demonstrate ways 
to “fun it up” with a change of  colors. You’ll 
be using tools that you already have in your 
studio so no extra purchases are needed for 
this	project!	Bring	your	camera	because	Nancy	
will have several variations of  this project on 
display—and those pieces will be given away 
as	door	prizes	(no	bribing	here!).	You’ll	also	
take	home	handouts	with	different	holiday	say-
ings in fun fonts that you can easily transfer to 
make this project a bit more personal for your 
customers.
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5:30pm-7pm

How Much Is My 
Studio Worth & 
What Is My Exit 
Strategy?
Category: Business
Instructor: Donna 
Bordeaux 
Meeting Room 6 & 7

You always want 
to be prepared if  
someone stops in 
and says, “Hey, I’d 
like to buy your 
business. How much 
would you sell it 
for?” In reality that 

doesn’t happen too often, but people have 
been	known	to	receive	offers	that	they	turned	
down because they had unrealistic expecta-
tions. In retrospect, these might have been 
some great opportunities to cash out. We all 
understand that as owners we put our blood, 
sweat, and tears into this business so we 
figure	it	has	to	be	worth	a	lot,	but	the	market	
value of  that part is less than you think. In this 
session, we’ll take the emotion out of  pricing 
your business and look at some quick ways to 
determine what your business is really worth.

Keep the Spark Alive!
Category: Business
Instructor: Robin and Julie Cates 
Meeting Room 10 & 11

Do you ever feel like you need some “new 
studio scent” to spray around in your shop-
worn shop? Does it take more than 3 cups 
of 	coffee	in	the	morning	to	prepare	you	for	a	
studio day? If  you’re burned out, too tired, or 
just need a little pick-me-up for you and your 
studio,	this	class	is	for	you!	
We’ll be talking about getting 
perspective and tips and tricks 
to	help	revive	your	spark!	Join	
us—you	know	you	want	to!

Community Involvement & 
Empty Bowls
Category: Business
Instructor: Teresa Johnson 
Meeting Room 8 & 9

Would you like to give back to 
your local community with your 
unique gifts and talents as a 
paint-your-own-pottery studio but just aren’t 
sure where to begin? Let us show you how 
to	make	a	difference	in	your	community.	We	
have partnered with Habitat for Humanity on a 
fundraiser of  the “Empty Bowls” variety called 
“Cookin’	to	Build.”	With	over	1,400	affiliate	
offices	in	the	United	States,	we	can	give	you	a	

program	to	help	your	local	affiliate	organize	a	
fundraiser for Habitat for Humanity, which builds 
houses	and	hope	by	offering	a	hand	up	to	its	
partner families, not a hand out. We will explain 
more about Habitat for Humanity and Cookin’ to 
Build as well as getting you connected with your 
local volunteer coordinator to establish your own 
amazing Empty Bowls-type event.

Springtime in Paris
Category: Glass
Instructor: Aline Karpoyan 
Meeting Room 4

Learn how to combine glass frit with glaze to 
create beautiful art with the appearance of  a 
layered background and foreground. You’ll get 
some fun tips and techniques for an easy and 
a	profitable	workshop	your	customers	will	love!	
If 	you	don’t	offer	glass	in	your	studio,	this	is	a	
great intro.

Turning $20 into $8,000 - 
Pendants for Profit
Category: Clay, Biznique
Instructor: Bre Kathman 
Meeting Room 14

Turn	$20	into	$8,000	with	Pendants	for	Profit!	
Did I get your attention? Clay can make you 

money,	so	stop	being	scared!	Not	ready	to	take	
the plunge into clay? Get your toes wet with a 
pendant class. You will learn everything you 
need	to	know	to	make	a	massive	profit	off	a	$20	
clay investment. 50 pounds of  clay costs $20 
and can make about 1,600 pendants (1/2 oz of  
clay per pendant). 1,600 pendants @ $5 per 
pendant	=	$8,000	revenue.	(Actual	profit	will	

be determined by how you choose 
to create and sell pendants. We will 
discuss	different	options	in	class.)

Doodle 
Dots: Paris Platter
Category: Pottery
Instructor: Mary Ann O’Hearn 
Meeting Room 5

Our fun new Doodle Dots technique lets you 
easily create designs and scenes of  just about 
anything,	even	the	Eiffel	Tower!	Mary	Ann	will	
show you how to use this technique, placing dots 
in a strategic fashion to create shadows and 
depth. The technique is also easily customizable, 
making the project easier or harder depending 
on your audience. You’ll also learn how to create 
rain and fog, as well as a beautiful night sky. This 
class is chock full of  techniques you can bring 
back to your studio for samples, classes, and 
more!

POS Systems: A Panel Discussion to Help 
You Decide
Category: Business
Instructor: Panel of  Studio Owners 
Meeting Room 12 & 13

If  you’re undecided on which POS system would 
work best for your studio, this is the class for 
you, featuring a panel discussion of  studio own-
ers who use QuickBooks, ShopKeep, Clover, and 
Vend.	They	will	walk	you	through	the	different	
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programs, how they use them, and the pros and 
cons, as well as take questions from attendees. 
The	panel	of 	studio	owners	will	reflect	their	
opinions and experience—there are no repre-
sentatives from the POS systems in this class.

7:20pm-8:50pm

Adult Coloring on Pottery
Category: Biznique
Instructor: Michael Harbridge
Meeting Rooms 12 & 13

Adult	coloring	books	are	all	the	rage!	How	do	
you get those all people into your studio to 
paint pottery, glass, canvas, or wood? This 
workshop will demonstrate methods for custom-
ers to create unique patterns that look intricate 
and complicated, but are great for any age. 
You’ll also discover how to put together kits 
you can sell in your studio so customers can 
doodle and paint on their free time at home, 
but	you	make	the	profits!	Learn	to	capitalize	on	
additional sales you may be missing, and keep
customers coming back for more.

PYOP Possibilities Panel
Category: Business
Instructor: Panel of  Studio Owners 
Meeting Room 8 & 9

Do you have big dreams for your studio? See 
where hard work, ambition, creativity, and pas-
sion have taken these high-volume studios. Join 
us for a panel presentation covering business 
structure, philosophy, organization, manage-
ment, and growth. Hear individual and innova-
tive approaches from successful studio owners 
and leave inspired to pursue your own PYOP 
possibilities. There will be an opportunity for 
questions at the end.

Beyond the Selfie: 
Understanding Instagram
Category: Business
Instructor: Courtney Harding 
Meeting Room 6 & 7

By now you’ve probably heard the buzz about 
Instagram. You may not understand it but what you 
need to understand is it’s quickly becoming
the new IT social medial platform. Many say it’s the 
fastest-growing social network and will continue 
to rise over the next two years. Don’t be left in the 
dust. This course will help you learn the basics of  
Instagram	and	how	it	can	benefit	your	business.	
What we’ll cover: What is Instagram? How will it 
benefit	my	business?	Mastering	Instagram	with	the	
5 Cs: Clarity (Identify your brand and bio), Compo-
sition (It’s all about the photos: basic capture and 
editing tips and tricks), Consistency (What’s your 
strategy? Writing and scheduling posts), Communi-
ty (Build your following: hashtags, comments, and 
general engagement), and Cash (How to optimize 
and make money: Apps & Examples).

Boarded Up: Offering Board Art 
on a Walk-In Basis
Category: Business
Instructor: Nell Wertz
Meeting Room 14

Want to get the most bang for your buck when 
investing	in	a	new	medium	for	your	studio?	Offer	
Board	Painting	on	a	walk-in	basis!	Hear	from	
Nel	Wertz	with	All	Fired	Up	on	how	she	offers	

Board	Art	7	days	a	week	in	her	studio!	Tips	and	
tricks will be shared on how to get started with 
boards, 
how to 
market 
them, 
organize 
designs, 
train	staff,	
and learn 
from our 
studios 
trial and 
errors 
to	offer	
a fun, 
trendy 
and 
profitable	
art form 
to your 
studio!

Fusing with Glass Powder Wafers
Category: Glass
Instructor: Ann Novotney-Klos 
Meeting Room 4

Learn to create glass design ele-
ments to incorporate into fused glass 
projects with the No Days powder 
wafer medium. Using craft punches and 
die-cutting machines, we’ll experiment 
with a wide variety of designs suitable 
for the process. Students will learn to 
easily	and	dependably	activate	and	fire	
powder wafer shapes using the powder 
wafer activation paper and System 96 
powders. Reference samples as well 
as additional designs for use in future 
projects will be created. Firing sched-
ules and techniques to obtain a variety 
of	effects	will	be	discussed.	Powder	
wafers will be prepared in class and 
fired	by	the	students	at	home.	Students	
will leave with materials to complete a 
project back in their studio.

Mastering the Back Room: 
Pottery Production Practices
Category: Biznique
Instructor: Dean Saether 
Meeting Room 10 & 11

Learn everything you wanted to know 
and more about operating the heart 

of  your studio, the pottery production area: 
proper glaze management, dipping technique, 
kiln	loading	and	firing	with	troubleshooting	tips	
and hints. You will also learn how to identify 
glaze defects, their causes and potential solu-
tions. This class is designed for both the brand 
new studio owner and the seasoned veteran. 
Receive a reference guide to use as a resource 
for	current	backroom	staff	and/or	as	a	staff	
training tool.
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Not Just for Canvas Anymore
Category: Biznique
Instructor: Katie Yallaly 
Meeting Room 5

Learn how to utilize your canvas designs and 
templates to make you even more money. This 
class will show you how to use a step-by-step
canvas	design	on	a	variety	of 	different	mediums	
in the PYOP industry.

Sunday, September 11
1:30pm-4:30pm

Mastery Course: Social 
Media & Digital Market-
ing Strategy for Your 
Studio
Category: Business
Instructor: Ashley Caldwell 
Ballroom A

Social media is THE way to 
connect with your custom-
ers, and having a clear 
plan of  action and strategy 
is	the	first	step	toward	
mastery and success. In 
this workshop, you’ll learn 
specific	tactics	to	position	
your business online, man-
age content and relation-

ship opportunities, and 
reach your customer 
targeted and succinctly. 
You’ll walk away with 
the knowledge and 
understanding needed 
to see success with 
social media and digital 
marketing—as well as a 
35-page guidebook to help 
you along the way.
 Ready to check social 
media and digital marketing 

off	your	to-do	list?	Join	
The Modern Connection to 
discuss ways to help your 
business grow, from taking 
the knowledge you’ll learn 
during this class and start-
ing your own social media 
takeover or implementing it 
into your existing campaign 
to enhance your reach and 
fine-tune	your	current	pro-
cesses. We’ll also discuss 
other options, resources, 
and training opportunities 
available to you, allowing 
you to tailor a program to 
meet your current needs as 
well as put in place a plan 
for your future.

Monday, 
September 12
9am-10:30am

Pricing for Profit
Category: Business
Instructor: Donna Bordeaux 
Meeting Room 6 & 7

It’s the number one question 
we hear: How should I price 
my products and services? 
We’ll discuss how to de-
termine your shelf  pricing 
for items based on whole-
sale price and your area’s 
demographics. We’ll also dive 
into a healthy discussion of  
all-inclusive versus studio 
fees and help you make your 
own decision about what has 
the most potential for you. 
To help you in this session, 
please have your monthly rent 
and your studio’s square feet 
handy.

Two Chicks & A Brush: Halloween Fun
Category: Biznique
Instructor: Robin and Julie Cates 
Meeting Room 8 & 9

Do you need a little something fun to pep up 
your	Halloween	class	offerings?	Well	then	this	is	
just	the	class!	We	will	paint	a	super	awesome
Halloween platter, and talk about how to make 
grownup classes go like gangbusters in your 
studio!

Let’s Team Up: 
Corporate Team Building Made Easy
Category: Business
Instructor: Courtney Harding 
Meeting Room 10 & 11

Team building and corporate events—don’t 
overthink	it!	Sometimes	it	can	be	simple.	Let’s	
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team up and break down the barriers holding us 
back from designing exciting and creative team 
building events for the community. We’ll talk 
about structured vs unstructured events; games
and projects for participants; in-studio versus 
mobile events; and marketing tips and tricks. 
And	have	a	little	fun	of 	our	own	in	the	meantime!

Watercolor Effects with Glazes
Category: Pottery
Instructor: Sara Kojaku
Meeting Room 12 & 13

Do you love the look of  watercolors and struggle 
to recreate that look on pottery? This class will 
show you a super easy way to get that watery
effect	on	bisque	that	will	be	easy	to	share	with	
your	customers!	You’ll	get	some	basic	tips	and	
brush techniques that will help even the begin-
ner painter, plus learn a couple of  other tricks 
you can integrate into new ideas for you and 
your customers. We’ll create a fun and whimsical
platter using some cool Gare products, 
including their Bumpy Doodles. You’ll 
leave with a marketable sample, 
project instructions for future
reference, and maybe another 
surprise treat.

Doodle Dots: Paris Platter
Category: Pottery
Instructor: Mary Ann 
O’Hearn 
Meeting Room 5

Our fun new Doodle Dots 
technique lets you easily 
create designs and scenes 
of  just about anything, 
even	the	Eiffel	Tower!	Mary	
Ann will show you how to 
use this technique, placing 
dots in a strategic fashion 
to create shadows and 
depth. The technique is 
also easily customizable,
making the project easier 
or harder depending on 
your audience. You’ll also 
learn how to create rain 
and fog, as well as a beau-
tiful night sky. This class 
is chock full of  techniques 
you can bring back to 
your studio for samples, 
classes,	and	more!

Wood You Rather? 
Wood Grain Two Ways
Category: Pottery
Instructor: Tina Roberts
Meeting Room 14

Have you been seeing 
board art everywhere, but 
you’re just not sure how 

to introduce it into your studio? The BI Crew 
is here to show you how to do just that, using 
the products you already carry. Come learn 3 
different	ways	to	create	the	look	of 	board	art	on	
your	pottery!	You’ll	have	two	finished	looks	to	
choose from: the classic wood-grain color, or a 
weathered beach wood look. You’ll learn three 
new painting techniques and leave with a great 
finished	project!

Birthday Photo Prop
Category: Pottery
Instructor: Teresa Johnson & Liz Martinez 
Meeting Room 4

Let us show you how to use silkscreens 
designed	by	PYOP	Studio	Stuff	to	teach	your	
customers a fun, functional, and trendy piece at 
your studio. You can choose to paint the design 
as a chalkboard piece or as a dry erase board. 
This design will keep your customers coming 
back	for	more!

How to Keep Long-Term Employees
Category: Business

Instructor: Michelle Booth 
Meeting Room 10 & 11

If  you have ever struggled with keeping 
employees for a good length of  
time, or you have a neverend-
ing revolving door of  employees, 
come and learn how to keep them 
long	term!	This	class	will	explore	
ways to motivate them, set clear 
expectations, and even how to get 
them to be invested in your busi-
ness!	The	more	they	buy	into	your	
vision, the longer they want to be 
a	part	of 	it!

10:50am-12:20pm

How Much Is My Studio Worth & 
What Is My Exit Strategy?
Category: Business
Instructor: Donna Bordeaux 
Meeting Room 6 & 7

You always want to be prepared if  
someone stops in and says, “Hey, 
I’d like to buy your business. How 
much would you sell it for?” In 
reality that doesn’t happen too of-
ten, but people have been known 
to	receive	offers	that	they	turned	
down because they had unrealistic 
expectations. In retrospect, these 
might have been some great 
opportunities to cash out. We all 
understand that as owners we put 
our blood, sweat, and tears into 
this	business	so	we	figure	it	has	
to be worth a lot, but the market 
value of  that part is less than you 

think. In this session, we’ll take the emotion out 
of  pricing your business and look at some quick 
ways to determine what your business is really 
worth.

#Social Strategy: The Secret to 
Snapchat in the Studio
Category: Biznique
Instructor: Kathy Cano-Murillo 
Meeting Room 8 & 9

You have the power to amplify your store and 
guess	what?	It’s	free!	Social	media	is	a	vital	tool	
for studio promotion. You may already be on
Instagram, Facebook, and Twitter but there’s 
another platform you can capitalize on as well: 
Snapchat. Whether you’re a Snapchat newbie or 
a front-facing camera pro, the Crafty Chica will 
show innovative strategies about how you and 
your team can use your studio’s unique voice on 
this fun new platform and bring in the big bucks. 
You won’t want to miss this class or the surprise 
project	inspired	by	The	Crafty	Chica	herself!

Adult Coloring on Pottery
Category: Biznique
Instructor: Michael Harbridge 
Meeting Room 4

Adult	coloring	books	are	all	the	rage!	How	do	
you get those all people into your studio to paint 
pottery, glass, canvas, or wood? This workshop 
will demonstrate methods for customers to 
create unique patterns that look intricate and 
complicated, but are great for any age. You’ll 
also discover how to put together kits you can 
sell in your studio so customers can doodle and 
paint on their free time at home, but you make 
the	profits!	Learn	to	capitalize	on	additional	
sales you may be missing, and keep
customers coming back for more.

Boarded Up: Offering Board Art on a 
Walk-In Basis
Category: Business
Instructor: Nell Wertz
Meeting Rooms 12 & 13

Want to get the most bang for your buck when 
investing	in	a	new	medium	for	your	studio?	Offer	
Board	Painting	on	a	walk-in	basis!	Hear	from	
Nell	Wertz	with	All	Fired	Up	on	how	she	offers	
Board	Art	7	days	a	week	in	her	studio!	Tips	and	
tricks will be shared on how to get started with 
boards, how to market them, organize designs, 
train	staff,	and	learn	from	our	studios	trial	and	
errors	to	offer	a	fun,	trendy	and	profitable	art	
form	to	your	studio!

Fusing with Glass Powder Wafers
Category: Glass
Instructor: Ann Novotney-Klos
Meeting Room 14

Learn to create glass design elements to 
incorporate into fused glass projects with the No 
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Days powder wafer medium. Using craft punches 
and die-cutting machines, we’ll experiment with a 
wide variety of  designs suitable for the process. 
Students will learn to easily and dependably 
activate	and	fire	powder	wafer	shapes	using	
the powder wafer activation paper and System 
96 powders. Reference samples as well as 
additional designs for use in future projects will 
be created. Firing schedules and techniques 
to	obtain	a	variety	of 	effects	will	be	discussed.	
Powder wafers will be prepared in class and 
fired	by	the	students	at	home.	Students	will	
leave with materials to complete a project back 
in their studio.

Happy Fall Y’all! Mayco Biz-Nique Class
Category: Biznique
Instructor: Crista Toler & Teddy Wright 
Meeting Room 5

Happy	Fall	Y’all!	Join	Teddy	and	Crista	in	this	
Mayco biz-nique class to learn the secret to 
creating texture on the new Pumpkin Slice 
bisque. Plus, we’ll discuss pricing the project as 
a workshop, share marketing ideas, and provide 
fall display ideas. We’ll also discuss how you can
economically incorporate custom silkscreens into 
your studio events 
and workshops.

12:40pm-2pm

The Trend Report: 
Capitalizing on 
2017’s Biggest 
Trends
Category: Business
Instructor: Jennifer 
Blevins 
Meeting Room 6 & 7

Knowing what is trending 
is vital to understanding 
what drives your custom-
ers and will help you 
inspire them to be even more creative. This
class will focus primarily on seasonal trends 
while sharing tips and ideas for implementing 
them in your studio. You’ll learn all about 2017’s 
biggest trends and see examples of  how to 
integrate them into your studio display to inspire 
customers.	All	displays	will	be	raffled	off	to	class	
attendees!	You’ll	leave	this	class	confident	and	
empowered to share your trend knowledge with 
your	staff	and	customers!

Keep the Spark Alive!
Category: Business
Instructor: Robin and Julie Cates 
Meeting Room 8 & 9

Do you ever feel like you need some “new studio 
scent” to spray around in your shopworn shop? 
Does	it	take	more	than	3	cups	of 	coffee	in	the	
morning to prepare you for a studio day? If  

you’re burned out, too tired, or just need a little 
pick-me-up for you and your studio, this class is 
for	you!	We’ll	be	talking	about	getting	perspec-
tive	and	tips	and	tricks	to	help	revive	your	spark!	
Join	us—you	know	you	want	to!

Clay Flower Bowls
Category: Clay
Instructor: Michael 
Harbridge 
Meeting Room 4

Discover how fun and 
easy it is to make 
unique	clay	flower	
bowls with moist clay, 
bisque bowls, and 
various items for 
textures. Adults will 
love to make them 
as decoration on a 
table, to hang on a 

wall, or stake in a gar-
den. They also make great camp projects and 
cost just pennies to make. No two ever come 
out exactly the same so customers will want to 
make	more	than	one!	No	experience	with	clay	is	
necessary, and each person will leave with one 
clay	flower	and	bisque	bowl.	No	rolling	pins	or	
slab	rollers	required!

Turning $20 into $8,000: 
Pendants for Profit
Category: Clay, Biznique
Instructor: Bre Kathman 
Meeting Room 10 & 11

Turn	$20	into	$8,000	with	Pendants	for	Profit!	Did	
I get your attention? Clay can make you money, so 
stop	being	scared!	Not	ready	to	take	the	plunge	
into clay? Get your toes wet with a pendant class. 
You’ll learn everything you need to know to make 
a	massive	profit	off	a	$20	clay	investment.	50	
pounds of clay costs $20 and can make about 

1,600 pendants (1/2 oz of clay per pendant). 
1,600 pendants @ $5 per pendant = $8,000 
revenue.	(Actual	profit	will	be	determined	by	how	
you choose to create and sell pendants. We will 
discuss	different	options	in	class.)

Glass Fusing Parties for Kids
Category: Glass, Biznique
Instructor: Rachel Klobucher
Meeting Room 12 & 13

Offering	glass	fusing	parties	for	kids	is	easier	than	
you	think!	In	this	class	you’ll	learn	how	to	prep	
for and run a birthday party for kids. Learn some 
great tips and tricks that you can use for scouts, 
camps, walk-in customers, and other glass classes, 
too. Spectrum Glass will be bringing supplies 
so everyone can make a sample to take home. 
***Please bring a pair of nippers and safety 
glasses. Party hats and sweet treats optional.

Deck the Halls
Category: Pottery
Instructor: Nancy Tuel
Meeting Room 14

Need a fun class project for the holidays? Or maybe 
you want a new sample that customers can easily 
copy with step-by-step instructions? Then this is 
the	class	you’ll	want	to	take!	“Deck	the	Halls”	works	
great	on	just	about	any	pottery	piece	you	offer	in	
your studio. We’ll combine several easy techniques 
to	create	this	fun	holiday	piece.	Nancy	will	offer	tips	
and tricks, show you font options, and demonstrate 
ways to “fun it up” with a change of colors. You’ll 
be using tools that you already have in your studio 
so	no	extra	purchases	are	needed	for	this	project!	
Bring your camera because Nancy will have several 
variations of this project on display--and those 
pieces will be given away as door prizes (no bribing 
here!).	You’ll	also	take	home	handouts	with	differ-
ent holiday sayings in fun fonts that you can easily 
transfer to make this project a bit more personal 
for your customers. e
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Art of Profit: $120 worth of  consulting

Bisque Haus: 1 year Free Shipping on 
$200+ orders plus $100 in bisque

Bisque Imports: Free shipping for a year; $1500 value

CCSA: Registration for 2017 Convention; value $375

Ceramic Source: $250 in bisque

Chesapeake Ceramics: $250 credit toward purchase 
or free shipping for a year

Colorobbia Art: $1000 in glaze

Jubilee Creative: Basket of  precuts; $100 value

Little Tot Moppet: Summer Art Camp Projects book 
plus a painted sample for every project in the book;

 $250 value

Mayco : $250 in Mayco Products

Midwest Ceramics: Midwest Ceramics, 
“Made in the USA,” $150 in bisque

Occasion: 1 year of  Occasion online booking services; 
$1188 value

PYOP Studio Stuff LLC: Whole Mess of  Sticky; $129 value

Royal & Langnickel Brush: Brush assortment $1,000

Shimpo Ceramics: 22L banding wheel, 25H banding wheel, 
18L banding wheel; $208 value

Silkpaint: AirPen; $140 value

PLUS, AMAZING ITEMS FROM:
Artfully Yours Designs, Bordeaux & Bordeaux CPAs, 
Duncan Ceramic Arts, ESR Commercial, Gare, Inc., 

Payment Consulting Group 
and	more	added	right	up	until	Convention!

Bisque Haus
Bisque Imports

Bordeaux & Bordeaux CPAs
Ceramic Source

Chesapeake Ceramics
Colorobbia Art

Duncan Ceramic Arts
ESR Commercial

Gare, Inc.
Jubilee Creative

Mayco
Occasion

Payment Consulting Group
PYOP	Studio	Stuff,	LLC

Royal & Langnickel Brush
Shimpo Ceramics

Skutt Ceramic Products, Inc.
Silkpaint

Vend

Convention 
Exhibitors

Convention 
Sponsors

Mayco
Hotel Check-in Sponsor

Royal & Langnickel Brush
Convention Class Handout Sponsor

Royal & Langnickel Brush
Brush Sponsor

Chesapeake Ceramics
Lanyard Sponsor

Skutt Ceramic Products, Inc.
Convention Class Handout Sponsor

Colorobbia Art
Convention Signage Sponsor

Chesapeake Ceramics
Goody Bag Sponsor

Bisque Imports
Website Sponsor

American Ceramics
Website Sponsor

Skutt Ceramic Products, Inc.
Website Sponsor

Occasion
Website Sponsor

VALUED AT OVER $7,500!VALUED AT OVER $7,500!
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By Mark Strehlow, Wausau and Plover, Wisconsin

One of  the highlights of  convention for many people is the Auction 
Gala. We toil away in our studios day after day. Then we come to 
convention to learn, make connections, reconnect, and reenergize. 
The Auction Gala is a chance for us all to let loose, enjoy a great meal, 
and have some fun with friends, new and old. It’s also a wonderful op-
portunity for us to all come together as an industry to raise money for 
a great cause. This year that cause is the Special 
Olympics.
 The Auction Gala is the ideal opportunity to 
relax for a few hours, to forget the pressures of  
the studio for just a little while, to admire the work 
of  others, and to have fun. And it’s a chance to 
bid on silent auction items that studios have spent 
hours creating—items that are absolutely amaz-
ing and may make you wonder how you never 
thought	of 	them	before	but	now	you	must	have	them!	Splurge	in	the	

AUCTION GALA: 
Go for the Gold!

Don’t forget to enter the raffle to win a 
KM1227-3 kiln, upgraded with KilnLink 
and a 1 Year KilnLink Service Contract, 
valued at $4000, generously donated by Skutt!

silent	auction.	You	deserve	it,	and	the	proceeds	go	to	benefit	Special	
Olympics.
 There will also be options to play games. Perhaps none of  us have 
qualified	for	the	actual	Olympics,	so	the	Convention	committee	is	busy	
creating the Pottery Olympics for your entertainment. And of  course 
there will also be prizes. Everyone will be eligible to win a prize, so be 
prepared to participate and maybe come away a winner.
 Even if  you’re not the game type, you can still win a great prize 

in	the	raffles.	Raffle	tickets	can	be	purchased	in	
advance when you register for Convention, or you 
can	buy	them	at	Convention.	Raffle	items	are	truly	
unique pieces chosen by the Convention Commit-
tee from among all the wonderful contributions to 
the silent auction. It costs $10 per ticket and if  you 
spend $100 for ten tickets you’re entered in the 
Golden Ticket drawing. This is the prize of  all prizes, 
featuring	enough	pottery-related	stuff	that	you	could	

practically open a new studio. Who wouldn’t want that boost to their 
business? Plus, by buying ten tickets you’re 
also entered into the drawing for a brand 
new	Skutt	kiln!
   Some people also look forward to the 
evening because it’s one of  the few occa-
sions	to	wear	a	fancy	new	outfit	rather	than	
jeans and a logo-laden t-shirt. Others relish 
the prospect of  dressing up in the theme 
of  the evening. If  you’ve never attended 
Convention, you’ve missed the chance to 
see Michael Harbridge and Kevin Frederick 
dancing around in matching tutus, or the 
BI crew as the Addams Family, or the Gare 
crew in their crazy wigs. The more people 
dress up, the more fun the event becomes; 
although costumes are not required, they 
are strongly encouraged.
   So buy those tickets, create those 
auction pieces, and start dreaming up your 
Olympic-themed costume for a Gold Medal 
evening!	e

SPLURGE IN THE 
SILENT AUCTION. 
YOU DESERVE IT, 

AND THE PROCEEDS GO 
TO BENEFIT 

SPECIAL OLYMPICS.



Breathe New Life 
Into Your Studio

Without knocking the wind
out of your bank account

Kids - Hunter Green and Navy Blue

Adult - Black or Red  

Order NEW aprons today!
Only $10 each*

www.ccsaonline.com

*pricing is $10 each plus flat rate shipping of $13 (regardless of order size).   

https://cocsa.memberclicks.net/online-store


Without knocking the wind
out of your bank account

Kids - Hunter Green and Navy Blue

Adult - Black or Red  

Girl Scout
Resource Guide

www.ccsaonline.com
Order Your Copy Online Today!

The CCSA Girl Scout Resource Guide
provides you with information to take
advantage of this great opportunity to

share your studio and grow your
business by reaching your local Girl

Scout market.  

Includes:

General Girl Scout & Badge Information
 Tips on how to engage Troop Leaders

Badge Earning Project Guide that
includes patterns, & ideas for: 

     14 Clay Projects
     8 Pottery Projects

     1 Fused Glass Project
     7 Canvas Projects

     12 Mixed Media Projects

Get Scouts through your door by offering
them valuable badge earning opportunities

Only
$59.95

https://cocsa.memberclicks.net/online-store
https://cocsa.memberclicks.net/online-store



