
by branching out offerings in your studio, 
increasing profits with cross-selling, 

and exciting new techniques in pottery, clay, glass, and more!
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WELCOME
How is your business? Is it growing? What are you doing that you could do better that would make your business 
grow? Every year you should be doing an assessment of  your business and your life. See what’s working and 
what’s giving you the best ROI. Then make improvements on the things you can do better and get rid of  those 
things that are not worth your time, money, or energy.
 That is exactly what this year is about for CCSA. We are looking at all the things that we produce, at what we 
can do better, and removing those things that our members do not find of  value. And we are preparing to grow 
into the next stage of  CCSA.
 With this comes many changes and improvements. It’s getting hard to keep up, but I know when it’s all done (if  we are ever done!) that it’s 
going to have been so worth the challenges. We launched a new website on March 1. We have multiple guides that are being prepared to be 
released, and convention planning is in full swing. Max Profit has joined us on Chatter and is sharing some great information and triggering some 
incredible conversations. We hope you are enjoying seeing the improvements we are making and view them as a great ROI on your membership.
 Thank you for all the support, emails, and kind words you have shared as we have gone through the website transition. Most of  all, thank you 
for being a member of  the CCSA.

Dena Pearlman
Executive Director

Hello, pottery friends! Think about it—we really are friends. We all share a common bond in this crazy world we 
call PYOP. At a recent supplier event I attended with a studio friend we talked for four days straight about every 
aspect of  owning a pottery studio: project ideas, studio design, employees, finances, customers, and more. We had a long conversation about 
how nice it is to have “Business BFFs,” to surround yourself  with a circle of  entrepreneurs who are right where you are, riding the wave of  what it 
takes to operate a successful PYOP studio. These relationships are important to my business and these people have developed into my account-
ability partners, my employee relations “help line,” my idea sounding board, my financial analysts, my place to shamelessly share my successes, 
my motivation to set the bar higher, and so much more.
      When I started my business about 15 years ago, I knew only my suppliers. When I attended my first convention that year in Philadelphia, I’m not 
sure I spoke to more than five people. I recall looking around at all the groups of studio owners chitchatting like long-lost friends. Yet that’s exactly 
what they were! Friends who meet up once a year and talk pottery shop talk. From that experience on, I started participating in CCSA Chatter and at-
tending supplier events and conventions, and my circle of friends grew over time. All these years later, I have more studio friends than I can count.
      But it isn’t about the number of  friends—it’s the meaning of  those industry friendships. Do you have a “go-to, bail-me-out, oh-no” PYOP per-
son you can call on? What could you do to build your personal support system and find a Business BFF? It’s worth making the effort to develop 
a bond with others in your profession. I encourage you to make a friend with a fellow pottery peep. Step out of  your comfort zone and call, email, 
Facebook message, or Skype another studio at least once a week. Make connections with other studios in your area (not necessarily your direct 
competition!) and plan a quarterly meet-up to share business ideas. Be sure to participate in CCSA’s private online community, Facebook Chatter. 
Plan to attend a supplier event.
      Most importantly, don’t miss the opportunity to connect with over 400 studio and suppliers during CCSA’s annual convention in August. 
This year, the CCSA is celebrating 20 years of  business relationships, connections, and friendships. What a perfect event to celebrate the PYOP 
industry with old and new friends alike! Convention is the perfect place to surround yourself  with other entrepreneurs who recognize the impor-
tance of  continuing education, of  association with a like-minded community, and of  the support of  our peers. I hope I get a chance to meet each 
of  you there. Just remember, you don’t need a handful of  Business BFFs—just one or two pottery friends will raise you up and bring out the best 
entrepreneur in you.

Until we chat again,

Wendy Pettys
President

P.S. Board elections are just 
around the corner. Be sure to 
exercise your “ceramic” duty 
and vote!
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Making It Work for You
UP FRONT

1. Limit the number of recommendations. Presenting more 
options does not necessarily increase the chances of  a sale. Keep 
it simple to avoid overwhelming the customer. 
Present one or two well-targeted suggestions to 
maximize your shot at a successful sale. For ex-
ample, if  a customer is purchasing a week of  camp, 
you might want to offer a camp T-shirt or apron at 
checkout for an additional cost of  $10.
 2. Bundle. Bundling encourages both 
upselling and cross-selling, so it’s always wise to 
package items together into bundles. For example, 
sell one art class at $20 but encourage the 
customer to buy 3 classes up front for $15 each, giving them a savings 
of  $15. The chances that customers will purchase all three art classes 
increase dramatically 
if  they can do so 
with one single pur-
chase, as opposed 
to three separate 
purchases.
 3. Understand 
your customers. 
Understand their 
needs, wants, and 
preferences. For in-
stance, let’s say you 
have a customer who 
comes in to paint on 
a regular basis. You 
could recommend 
that they invest in 
a quality brush set. 
Pay attention to what 
they are painting. 
By understanding 
what they like to 
paint, you may be 
able to increase your 
revenue by offering 
other suggestions 
that they might 
have not thought of  
themselves.
 4. Stay on 
track. Stay on track, 

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

This is the second installment of  a new feature that offers details about how to make certain ideas work for you. This issue focuses on 
cross-selling, the practice of  encouraging customers to purchase related or complementary items. This strategy can be fairly easy to 
implement, especially if  you train your staff to practice these five simple steps to cross-selling.

and don’t overdo it. Remember to recommend only a few items that 
are well targeted toward a customer. Don’t be too eager to sell. It is 

all about the mindset. You are doing them a favor 
by offering something they might want, need, or 
prefer. If  you overdo it, it could backfire and ruin the 
customer experience.
 5. Always keep the rule of 1/4 in mind. In 
general, never try to cross-sell items that are more 
than 25 percent of  the original order price. Let’s 
say you sell a plate for $20. You would want to sell 
a plate holder for no more than $5. Sticking to this 
formula keeps your suggestion reasonable and 

increases your chances of  a sale. e

DON’T BE TOO EAGER 
TO SELL. IT IS ALL ABOUT 

THE MINDSET. YOU ARE 
DOING THEM A FAVOR 

BY OFFERING SOMETHING 
THEY MIGHT WANT, 
NEED, OR PREFER.



KILN 
GODDESS 
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R
Delegate and Trust: Successful business 
owners value their employees and let them 
know how much they’re appreciated. They hire 
people to do things at which they themselves 
don’t excel or don’t need to be doing each 
day. The ability to delegate frees up the busi-
ness owner to move onto big picture projects. 
Train and trust your employees!
      When asked for her top trait, Tammie 
Crispino from Fire Me Up! Studio in Cranford, 
New Jersey, said, “I would have to say delegat-
ing. I find that the more I delegate, the more I 
can work on my business. I 
trust my manager to handle 
the day-to-day tasks, includ-
ing scheduling employees, 
events, kiln room duties, etc., 
but I must admit that I am the 
master of  ‘trust but verify!’ I 
check in on her to make sure 
she’s doing things to my stan-
dards and luckily she doesn’t 
disappoint.” 
      Erin Racioppi of  Polka Dot 
Pots in Wisconsin, Tennessee, and Pennsyl-
vania cites trust as a key trait to her success. 
“I own three studios in three different states 
and live in a fourth state. How? All of  my team 
members are trained to do everything (open 
the studio, make sales, assist guests, glaze, 
load and unload the kiln, close the studio, 
etc.) and I trust them to do it.”
       Lisa Mendoza of  The Painted Pot in 
Brooklyn, New York, explains, “Work on your 
business, as opposed to in your business. I 
think our success is partially due to our busi-
ness operations. I run a tight ship, although I 
am not present daily and do not micro-man-
age. We have instructions, signs, contracts, 
and paperwork for just about everything we 
offer in the studio. When I brought home my 
first daughter 14 years ago, I knew I had to 
find good mangers to assist and delegate.”
       Take Risks: Whether you’re trying a 
new marketing tactic or a new product line, 
being willing to take a risk can open you up 
to amazing opportunities. You’ll also learn 
to hone your decision-making skills in the 
process. According to Erin, “Before I had even 

10 Traits of a Successful Studio Owner
By Crista Toler, Mayco

Recognizing the savvy business owners who make up the CCSA, I asked some of them what 
makes them successful.

That thing where you stand in front of  
your closet and you have nothing to wear. 
Worse, you hate everything in your closet 
and what were you even thinking buying 
these hideous things?
 I’m at that point with my store. I am 
standing in the middle of it and I want to 
change it all and I want to change it all 
now. New samples, new displays, new this 
and that and the other thing. Out with the 
old and busted, in with the new hotness.
 I blame the CCSA.
 Ever since they started their Max 
Profits thing on Facebook Chatter, I’m 
seeing these amazing ideas from other 
studios. Did I say amazing? I meant 
AMAAAAAAAZING
 Daaaaang, you people are GOOD.
 My cash-wrap is forlorn. My paint bar 
is a mess. Why do I even try with these 
samples, though they once seemed so 
fresh? Yes, I suppose they still get copied. 
But, still . . . And we won’t even discuss 
the party room. I should be ashamed . . . 
Ugh.
 I say all this with tongue held firmly 
in cheek, because I am thrilled to see 
these great ideas. Some can work for 
me, some can’t, but I’m loving using this 
time of year to freshen up and try some 
new things. And the inspiration from the 
studios never ends.
 So, here I stand, in the middle of a 
studio that needs some refreshing. Mak-
ing my list. Adding to it. Adding to it some 
more. Inspired by y’all to make it all fresh 
and new again!
 Some of the changes are small, and 
small changes can have a big impact. 
Some changes are HUGE, like fresh paint 
on the walls and changing the orienta-
tion of our cash-wrap. It can be scary to 
decide to make those big changes, but 
it’s what keeps the store fresh and our 
feeling for our businesses fresh. I think 
this is especially true for creative busi-
nesses. Our customers notice, too. e

BUSINESS SENSE

fired a kiln load myself, I decided that because 
my studios are located inside resorts, I would 
turn the pottery around in a day. I’m proud to 
say I just celebrated my 14th year in business 
and have been successfully sending the pot-
tery home with guests the next day the entire 
time! I trust my gut and go for it!”
       Stay Focused and Mind the Details: 
Staying on task can be a challenge to anyone, but 
particularly to those running a business. Keep 
your goal in sight and pay attention to details 

and you’ll get where you want to 
go. Gail Schomisch from All Fired 
Up! in Las Vegas is a master at 
large-scale events. She cites 
staying focused as a key to her 
success. “I never waver from the 
campaign to bring in business. 
I may sacrifice some tasks on 
my to-do list so that the trolling 
for new business never stops. 
If I know I have new business 
booked ahead, my comfort 

level goes WAY up and I am a happy camper.”
       Erin adds, “Whether it’s catching some-
thing on a piece of pottery before it’s loaded 
into the kiln, or noticing a bookkeeping issue, 
my attention to detail helps keep my studios at 
the top of their game. I’m one of those people 
who will reprint a sign if  it’s missing a period.” 
       Prioritize: Successful business owners 
work on their hardest tasks first. Accomplishing a 
big goal provides a sense of accomplishment and 
motivates you through the rest of the day’s tasks. 
After you’ve finished your primary task for the day, 
you can check emails and get on with other tasks.
       Stay Current: Stay up to date on design 
trends, pop culture, and what’s going on in 
your community. You’ll be able to adapt your 
studio offerings to what people want. Lisa 
notes, “It’s important to follow the trends of  
the industry and jump in as soon as possible 
to keep the sparks of creativity in our studios. 
When beading became popular, we jumped 
in with jewelry making. Then mosaics, glass 
fusing, and canvas painting followed over the 
last 8 years. I think it’s important to offer a 
variety of creative activities to keep it fresh and 
interesting for our customers.” e

Be sure to 
check out the 

digital edition 

for the other 
five tips!
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e	Employees and Business Partners and/or Co-Owners are 
 “Sub-Accounts.”
e	The Master Account holder now can add their own employees 
 and/or partners, giving them access to the CCSA.

NEW FEATURES FOR THE NEW WEBSITE
e	Shopping cart: simply add items to your shopping cart and 
 check out with one transaction.
e	Access to post files, photos, or other information into our 
 community.
e	You can also save files, photos, or other information that others 
 have posted.
e	Instant access to any of  your past purchases complete with 
 receipts.
e	Photos housed on our site and no longer on Flickr.
e	Latest News feature will keep you updated on new items that 
 have been added to the CCSA website.

 There are many other new features and many new areas to be 
added. We hope you enjoy the new site and all it has to offer. e

It is a New Us in many ways. The launch of  the new website is more 
than just a new platform; it is a sign of  the continued growth of  the 
CCSA and how best to move forward with our time and resources to 
assist our members on a higher level. The CCSA celebrates 20 years of  
Connecting, Educating, and Inspiring this year and these are the first 
steps in preparing for the next 20 years.
 Phase I is complete! (And who knows how many more phases we 
have left to go, but we’ll keep on plugging away until we’ve reached our 
vision of  what the site should and could be.)

IMPORTANT ITEMS
e	All auto-renew payments have been cancelled, including 
 membership fees, Designing Dishes, and certain advertising 
 contracts. You must renew your membership on our site based on 
 your renewing date.
e	When you visit the new site the first time, you will need to log in 
 with your email address and password. Your password is 
 CCSA2017.

HOW OUR NEW SYSTEM WORKS
e	The main account contact and the person with whom the 
 membership fees are associated is now the “Master Account.”

I
New Year, New Us!
By Laura Hollis Dendy, CCSA Director of  Marketing and Mayhem

In addition to our new systems, processes, website, and software, you may have noticed that we have a brand new logo and color 
scheme as well! Everything was due for a much-needed makeover.

BENEFIT UPDATE



www.paragonweb.com
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Expanding Your Offerings
BRANCHING OUT

E
By Emily Sacharow, Made With Moxie, Austin, TX

Each day I’m inspired by the possibilities in the mix of  mediums our members are working with, while still keeping roots in fired arts. For 
this edition of  “Branching Out,” I had the pleasure of  being inspired by two studio owners offering truly unique projects and proving 
that what we do doesn’t have to end at PYOP!

 Without confining itself  to the purely PYOP 
path, Meltdown’s total offerings include 
ceramics, fused glass, board art, canvas 
painting, adult coloring, metal stamping, 
and succulent gardens.
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Owner: Lisa Canby Feltz
Studio: Meltdown, Eldersberg, Maryland
 How she’s branched out: Rather than marketing herself  as 
a PYOP studio, Lisa has been branding Meltdown as a DiY Art Studio 
for several years. “Watching the industry grow and evolve over the 
last 18 years had taught me that we need to make changes within our 
studios to keep customers interested and also to 
take advantage of  trends in the market.” Without 
confining itself  to the purely PYOP path, Meltdown’s 
total offerings include ceramics, fused glass, board 
art, canvas painting, adult coloring, and (what re-
ally caught my eye!) succulent gardens, and metal 
stamping! “Our customers really like the different 
options a lot! The response is very positive,” Lisa 
noted. “Having a brand that is not medium-specific allows us to con-
tinually change what we offer without straying from our brand. It’s our 
hope that our customers will come to expect that we’ll always be on the 
lookout for fun, new things to do at Meltdown.”

Owner: Karin Lickers
Studio: Glaze Craze, Richmond Hill, Ontario
 How she’s branched out: Karin has begun offering glass etch-
ing at her studio. She explains, “I chose glass etching (sand blasting, 
not the etching cream version) because it easily fit with all the other 
projects we already had in store, with many of  the same supplies and 

inventory. It uses glassware we already have for 
glass painting or glass fusing. (Fused glass can 
easily be made into beach glass.) It also uses our 
vinyl cutter for board art (think custom-cut stick-
ers). It’s unique, and despite the fact that we have 
a lot of  competition, no one else offers it.” There 
were a few additional purchases such a compressor, 
blasting medium, and a display cabinet. If  you’re 

looking to add another medium that allows for same-day turn around, 
glass etching might be for you; however, Karin warns that the compres-
sor is noisy so she has it set up in a separate room from the rest of  
the studio. Glass has now become her favorite medium because she 
has so many options for it, between fusing, etching, and painting on 
glassware. “It hasn’t taken off like pottery painting just yet, but parents 
and kids are just as amazed with the finished product.” e

“IT’S UNIQUE, AND 
DESPITE THE FACT 

THAT WE HAVE A LOT 
OF COMPETITION, 

NO ONE ELSE OFFERS IT.”

Glaze Craze started offering glass etching 
(sand blasting, not the etching cream 
version) because it easily fit with all the 
other projects already in the store, with 
many of  the same supplies and inventory. 
It uses glassware already on hand for 
glass painting or glass fusing.
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CARRIE’S EVENT: PAINT A PIECE, MEMPHIS, TENNESSE
When Carrie Sealey, owner of  Paint a Piece, recently held her first Dads 
and Donuts event, she struggled with whether to have customers paint 
specific items or have them pick off the 
shelf. In the end, children chose from a 
donut bank or box while Dad painted a 
16-ounce mug. Carrie charged $35 for 
Dad and one child plus $10 for each 
additional child. “Our main goal was to 
get Dad there with the kids, by himself, 
and see that this is something he can 
do without Mom,” Carrie explained. She 
hopes this will get dads back into the 
studio when it’s time to make gifts for 

Mom. After paying that initial event fee, which included the pottery, 
she says that many of  the dads ended up painting additional items as 
well. She offered her event on both a Saturday and a Sunday morning, 

noting that Sunday offered the chance 
to grab those families who have sports 
on Saturdays, plus she held it at a time 
when it didn’t interfere with the church 
crowd too much. For refreshments, 
Carrie served coffee for dads (from a 
Keurig), chocolate milk, orange juice, 
and donuts. “They all had tons of  fun 
and my staff did, too,” Carrie said.

MAEGAN’S EVENT: THE POTTERY 
STOP, ELLIOT CITY, MARYLAND
Maegan Supple, owner of  The Pottery 
Stop, had her first Dads and Donuts 

event in February. Customers let her know they thought the event was 
a really cute idea, but Maegan 

Dads and Donuts
STUDIO SUCCESS STORIES

By Allie Nottingham, The Painted Pig Studio, Little Rock, Arkansas

SStudio special events can be hit or miss, and comparing your studio’s events to those by others across the country can be helpful for 
planning the next big hit. Lately, I’ve been talking to other studio owners about Dads and Donuts events. What did they charge? How 
much was included in the price? When did they host it? These four owners were nice enough to share what they learned in hopes that 
these ideas might help jumpstart your own Dads and Donuts or similar event.

HAVE A GREAT EVENT 
YOU WOULD LIKE 

TO SHARE FROM YOUR STUDIO? 

Email Allie at: 
thepaintedpigstudio@yahoo.com. 

“Our main goal was to get Dad there with the 
kids, by himself, and see that this is something he can do 

without Mom,” notes Carrie Sealey at Paint a Piece.



tries again, Grace plans to hold the event 
on a Sunday, and maybe include something 
additional with the price. We have all been in 
Grace’s shoes, whether with a camp, class, 
or event. Not every idea is always gold the 
first time we do it. But we appreciate her 
sharing her details with us so we can all 
learn from them, too! 

MIX IT UP!
Dads aren’t the only ones who can have a special day at your studio 
with the kids; moms, grandparents, and special friends could all have 
special events named for them. I saw some clever ideas in some of  our 
Facebook Chatter comments, including Moms and Muffins, Grandpar-
ents and Good-
ies, Snacks with 
Someone Spe-
cial, and Parents 
and Pastries. 
Take what you’ve 
learned from 
Carrie, Maegan, 
Melanie, and 
Grace’s events 
and tweak them 
in a way that 
makes sense 
for your studio. 
Remember: What 
works for one 
studio might not 
work for another, 
and you know 
your customers 
and market best. 
Then be sure to 
let us know how 
it goes! e

was disappointed with the number of signups. “We 
got a good response, but I should have had sam-
ples and fliers or bag stuffers out earlier,” she said. 
“I only promoted it for about two and a half weeks.” 
Maegan held her event on a Saturday morning from 
10 am until noon, and she thinks a Sunday event 
might have worked better for her customers, or 
maybe even a different weekend (it was close to Val-
entine’s Day). Event guests painted donut boxes and mugs, but another 
change Maegan said she might make next time is to open it up to more 
options; not many of her customers cared to paint preselected pieces. 
She wants to try this event again and charge admission, which would also 
cover donuts and drinks, instead of a flat rate for pieces.

MELANIE’S EVENT: IMAGINE STUDIOS, ROGERS, ARKANSAS
The customers at Imagine Studios specifically asked owner Melanie 
Hewins for “Dad and Me” events, and her response from dads after 
offering one was fantastic. Melanie held her event on a Saturday 
morning in November for an hour and half. She charged $30 for Dad 
and one child to paint a mug and donut bank. Additional children could 
be added for $14 each, and they could choose from a mug or donut 
bank. She served donuts and coffee, and everyone had to register and 
prepay to reserve their spot. Melanie’s small studio was at capacity, 
with 24 people (12 father/child pairs) attending. She recalls that the 
dads all became friends at the event and were “sweet and appreciative 
of  the time with their kids.” And isn’t that what it’s all about?

GRACE’S EVENT: CRAFT HAUS, PALM BEACH GARDENS, FLORIDA
Grace Egan, owner of  Craft Haus, had just recently planned a Gal-
entine’s Day party with the most amazing spread of  chocolate and 
desserts (think tables full of  cakes on cakes on cakes). The response 
was so great that when she started to plan a Dads and Donuts event, 
she wanted to do something similar. She decided to hold her event 
on a Saturday morning and charged a $15 fee for the event, plus the 
price of  pottery. When it came time to sign up, though, her custom-
ers didn’t bite. Grace thinks the $15 price tag not including pottery 
may have cost her signups, and with other Saturday events in her 
area, there might have been too much competition that day. When she 
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The customers at Imagine Studios specifically 
asked owner Melanie Hewins for “Dad and Me” 
events, and her response from dads after 
offering one was fantastic.
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Allie Nottingham, 
The Painted Pig, 
Little Rock, Arkansas

The CCSA would like to help with this challenge by 
creating a resource where you can access photos 
of  samples from fellow members. Each issue of  
CCSA Today will feature sample photos submitted by 
studios for a certain piece. Once we get enough to 
begin a collection, we’ll work on adding a gallery of  
samples to the website. Please enjoy them and 
remember that this resource can only grow 
if members participate!
 Have a great idea to contribute? Send us your 
submissions so they can be included in the online 
resources. Even after publication, the CCSA will ac-
cept submissions for the gallery. Email Lisa at hi@
meltdowninmd.com with your ideas and you could 
see your name and creations in print and online! e

Samples that Sell
By Lisa Feltz, Meltdown DIY Art Studio, Eldersburg, Maryland

D“Do you have a picture of  that painted?” How many times have we heard this from our customers? It usually comes from the customer 
who truly doesn’t understand that ANY pattern on other samples in your studio could be done on “that piece.” They want to see options 
for that piece, and will paint it EXACTLY the same. Though I would prefer to tap into their inner creativity, I sometimes wish I could just say, 
“Yes, let me show you some great designs on that mug.” The problem is, I don’t have the time, energy, or space to create 10 samples 
for every single thing I carry! Sometimes I don’t even have a sample at all.

THIS TIME AROUND WE’RE SHOWCASING TRAVEL MUGS.

Lisa Feltz, Meltdown 
DIY Art Studio, 
Eldersburg, Maryland

Tanya LeBlanc, 
Art Soul Life Creative 
Studio, Saskatchewan

Cricket Willis, 
Artsy Me, 
Evans, Georgia

www.totalmosaic.com


www.maycocolors.com
https://www.youtube.com/user/MaycoColors
https://www.facebook.com/MaycoStudios/
https://www.pinterest.com/carter6949/mayco/
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Sun Mon Tue Wed Thu Fri Sat 

      1 

2 3 4 5 6 7 8 

9 10 11 12 13 14 15 

16 17 18 19 20 21 22 

23 24 25 26 27 28 29 

30 31      

July 2017 

Special Days to Celebrate & Inspire Events 
Creative Get-Together Month 
National Ice Cream Month 
Canada Day, 7/1 
Independence Day, 7/4 
Bikini Day, 7/5 
Cow Appreciation Day, 7/11 
Ice Cream Day, 7/19 
Parents Day,7/26 
 
Things to Order 
In preparation for next 3 month’s special days & events 
 Last of summer camp bisque 
 Fall & Halloween bisque & color 
 
Things to Do 
1. Set quarterly goals and perform quarterly tasks: 
 Review upcoming quarter to prepare & plan calendar of 

classes & offerings 
 Review employees & schedule staff meeting; hold 

monthly meeting 
 Review merchant, payroll, insurance, and other financial 

services 
 Perform kiln/backroom and general studio maintenance 
 Review & update social media contacts 
 Plan on attending regional or local continuing education 

event/workshop/mini convention 
2. Continue saving for CCSA Convention and finalize travel 

& hotel plans 
3. Print out 2017–2018 school calendar; make note of all 

school holidays 
4. Create a Field Trip and Fundraising flier and mail out to 

parent organizations and teachers  
5. Plan & start promoting an after-school art program 
6. Paint samples for fall & Halloween 
7. Secure staffing to cover the studio while you attend CCSA 
Convention (August 25–28) 
 
Marketing & Event Suggestions 
Participate in a community 4th of July activity outside of the 

studio 
Promote August events: send out information on social 

media & pass out fliers to all customers, put up signs 
in studio 

Offer a discount to all customers who come in dressed like a 
cow on Cow Appreciation Day 

Have customers who painted an ice cream bowl this month 
in your studio bring it in on Ice Cream Day for a free 
scoop or partner with a local ice cream shop to offer a 
similar special 

Sun Mon Tue Wed Thu Fri Sat 

     1 2 

3 4 5 6 7 8 9 

10 11 12 13 14 15 16 

17 18 19 20 21 22 23 

24 25 26 27 28 29 30 

September 2017 

Special Days to Celebrate & Inspire Events 
National Apple Month 
Labor Day, 9/4 
Grandparent’s Day, 9/10 
Talk Like a Pirate Day, 9/19 
First Day of Fall, 9/22 
National Coffee Day, 9/29 
 
Things to Order 
In preparation for next month’s special days & events 
 Ribbons, Christmas-themed bisque 
 Pink, Orange, Purple, Red, and Green colors 
 
Things to Do 
1. Set quarterly goals and perform quarterly tasks which include: 
 Review of upcoming quarter to prepare & plan calendar of 

classes & offerings 
 Review employees & schedule staff meeting; include a special 

training of employees of all the new tips and techniques learned 
at Convention 

 Review merchant, payroll, insurance, and other financial services 
 Perform kiln/backroom and general studio maintenance 
 Review & update social media contacts 
2. Start painting Christmas samples 
3. Plan & start promoting Winter break camps for kids 
 
Marketing & Event Suggestions 
Promote October events: send out information on social media & 

pass out fliers to all customers, put up signs in studio 
Promote Fall break camps: send out information on social media & 

pass out fliers to all customers, put up signs in studio Th
ree
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First, really look at your current process for how customers sign up for 
events at your studio. Think about what does and doesn’t work and note 
if  you are having problems. Are you using a pen and paper—that you 
lose? Are customers signing up, but not paying and then not showing 
up? Are you spending a significant amount of  time on the phone or in 
person answering questions about your events?
 I wanted to make it as simple as possible for my customers to give 
me their money in as many ways as they’d like! When they read that 
amazing email I sent or see that awesome Instagram post about my next 
Kids’ Night, I want them to be able to sign up for it (and pay me!) imme-
diately. If  they have to take an extra step to call me or wait until they next 
come into the studio . . . well, I may have lost them by then. The solution 
for me was clear: online registration.
        But how do you decide what platform to use? There are dozens 
upon dozens of  options and just as many opinions!

FEELIN’ SAAS-Y. Most popular platforms in our industry fall under the 
scope of  SaaS, or Software as a Service. You pay a monthly or annual fee 
to use the service that the company provides. You may also pay a per-
transaction fee and percentage to cover credit card charges.
 Two that follow this model are Placefull and Occasion. Both are won-
derful and many studios use them for more than just event registration 
because they can be used for party booking as well. Each is compatible 
with a variety of  websites (including Squarespace, Wix, and Wordpress) 
and provides an embeddable calendar with photos. 
        I found both easy to use on the front end. Placefull has a more traditional 
online checkout process, with multiple screens to add information. Occasion 
has a neat one-page checkout. However, there is one big difference: Placefull 
can be embedded so that customers do not actually appear to leave your 
site, but all Occasion booking is redirected to their own site. This can be 
customized to retain the basic look of your site and is not too distracting, but 
is important to note, particularly on mobile devices as it will open a new page. 
 Studios I talked to who were using both Placefull and Occasion were 
generally happy with their services and would recommend them to another 
studio.  While support was mostly well regarded currently, there have been 
mixed reviews in the past. Developing a good relationship with support is key!

MIX IT UP. If  you’re looking to branch out but not get into using full 
booking software, you might consider using a simple form builder such 
as JotForm! Easy to set up and use, form builders gather information from 
customers, and can integrate with several credit card processors to take 
payment as well. However, although versatile, form builders do not have 
the same reporting or analytics as software designed for online booking. 

Make It Easy with 
Online Registration

TECH TALK: MODERN BUSINESS TOOLS FOR YOUR STUDIO

By Maegan Supple, The Pottery Stop, Ellicott City, Maryland

SSo you’ve done it. It’s going to be awesome. The Perfect Event. You’ve planned well in advance, your sample is done, your marketing materi-
als are printed, you’ve posted to Facebook. Now, how do you get the people there!?

 If  you use Shopify and you’d like to tie into your Point of  Sale sys-
tem, the BookThatApp add-on was highly recommended. I found it slick 
and easy to use on the front end, and if  it integrated with more than just 
Shopify I would consider using it myself.

THE WIDE WORLD OF WORDPRESS. Beyond the realm of  monthly 
services, we enter the multitudinous land of  Wordpress plugins! Two 
hugely popular plugins are The Events Calendar and Event Espresso. I 
have actively used both, and am currently developing using the former. 
With plugins, you purchase a yearly license to use the product, which 
includes support and upgrades during that time. Both The Events Cal-
endar (TEC) and Event Espresso (EE) have a basic free version you can 
download and test or play with before you decide to invest.
        The basic plugin will likely not be sufficient for most studios, so you 
must purchase add-ons to get the functionality you are looking for. With 
TEC this means adding the ability to sell tickets through WooCommerce 
and with EE this could mean adding a payment gateway and/or calendar 
view. Functionality for the average studio will run approximately $150 to 
$200 per year.  You will also need to have your own payment gateway 
(Stripe, Authorize.net, etc.) to able to accept credit card sales through 
your site, as well as SSL encryption on your website.
        One of my favorite parts of using a plugin is ultimately how versatile and 
customizable they can be! Because they are designed to be used for event reg-
istration, both are ready to go out of the box, but you can adjust almost every-
thing you might want to, including gathering extra information, adding photos, 
exporting attendee lists, and more. Both are mobile-friendly solutions that are 
easy to use on the front end and provide some analytics on the back end.
 The biggest drawback I always find to using anything in the Word-
press family is the learning curve on the back end. However, if  you are 
comfortable with using Wordpress, you should not have too much trou-
ble, and both plugins provide decent support through forums and chat. 
I have found EE to be easier to set up and manage at the moment, but 
TEC has a slicker, more modern and intuitive look. Ultimately, if  you have 
a Wordpress site, either one is a solid choice.

THE FINAL WORD. As with many things, there will never be a right answer, 
only a right for you. Make sure you are balancing the total cost of whatever 
platform you use with the return you get. Most of the studios using online 
event registration, including mine, have noticed not only an increase in 
attendance after implementing their current platform, but also a distinct re-
duction in staff time required to handle registrations. Personally, the mere 
fact that I can take signups 24/7 and could streamline my process made an 
online booking solution a very viable choice for my studio. e

Be sure to check
 

out the digital 

edition for a he
lpful 

chart comparing 

the different 

online booking op
tions.
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Parenting lesson #1: Children are creative and don’t need you sti-
fling them. I was brand new in the business when a set of  grandparents 
brought in their three grandchildren. Each of  them selected something 
and the grandmother had something to say about the way each child 
had decided to decorate their item. My studio was very small at the 
time and there was no way to make conversation private. Everybody 
could hear every little criticism. She ridiculed their color choices and 
reminded them that “footballs are brown and frogs are green.” After a 
little while, the oldest granddaughter simply said, “Why don’t you pick 
out your own piece!?” Fortunately, that set the grandmother straight 
and her complaining stopped. 
 Parenting lesson #2: A child lives and breathes for a parent’s 
approval and without it, bitterness flourishes. As studio owners, we very 
often see the parent who not only has an opinion but actually takes over 
their child’s piece. We’ve all been there, haven’t we? “You’re doing it 
wrong! Here, give me that brush. If  I’m going to spend this money, it’s not 
going to be on something ugly.” You could practically see the self-esteem 
being ripped right out of that little person’s body. I have heard that exact 
conversation between a mother and her three-year-old and variations of  
it between parents and children countless other times. It’s heartbreaking 
to see the spirit of  a child be broken over something so silly.
 Parenting lesson #3: Children will be children. “Here, Timmy. 
Grab this $2 add-on while I paint your grandmother’s 18-inch platter 
with this intricate mandala and henna pattern. Try to only use one color, 
okay?” Oh. My. Word. The unrealistic expectations of  parents merged 
with their cheapskatedness (I just made up that word) is a recipe for 
me to pull my eyelashes out one by one in an effort to achieve some 
sweet relief. Once I had my children, I knew from having these experi-
ences that a three-year-old would not have the attention span neces-
sary for long activities. I also learned that I should babysit my own child 
and not expect the store owner to do it for me while I shopped.
 Parenting lesson #4: Baby feet are not cute after 15–18 
months old. My children stopped having their feet printed once I had 
to clean them off from having gotten dirty after walking all day. Gross, 
people. Your little one’s feet are nasty. I don’t want to touch them when 
you take their sweaty socks off after they’ve been a soccer practice 
because this is the only time you’ll have all week to get this done. 
 Parenting lesson #5: If your child misbehaves, take action. This 
was the biggest one for me. How many times have we had to discipline 
someone else’s child because the parent is either oblivious to their behavior 
or would rather just gently, meekly, and in a sing-song voice say, “Make 

Everything I Learned about Parenting, 
I Learned in My PYOP Studio

STUDIO SPECIAL

By Amarilys Barnett, Handprint Hoopla, Birmingham, Alabama

TThe year was 2002. I was 30 years old, single, and childless. I didn’t even have nieces or nephews yet. It wasn’t long before I came face to 
face with some bad parenting, though. A few years after I started in this business, I got married, had children and thanks to this industry, I 
didn’t really have to deal with the learning curve of being a new parent. That first year was a trial because of lack of sleep but in terms of  
knowing how to deal with behavior, I was a pro by the time by the oldest arrived. Here are some lessons I learned, and I bet you can relate.

good choices, Emma!” or “Be good, Junior!” Good grief. My daughter knows 
that Mama will not put up with disrespectful attitudes and I certainly won’t 
tolerate destruction of anyone else’s property. I am keenly aware of being 
in another person’s space and that their property is valuable, if not to me, 
then to them, and it should be treated with respect. I don’t imagine I needed 
these crazy mothers to teach me that lesson but it has made me more 
mindful as a result of being exposed to these “No-Self-Awareness-Nancys.” 
 Parenting lesson #6: Know your child’s teacher. Over the 
years, I have visited hundreds of  classrooms. During those visits, I have 
met some lovely and very capable teachers who would give anything 
for their students. And I have met the absolute opposite. Teachers 
who have been teaching for far too long or who should have never 
gotten into the profession at all. Teachers who violate all those rules 
listed above for parents. They embarrass their students by cutting 
them down. It is a shocking thing to see. Then there are the teachers 
who couldn’t be any more wonderful. I decided early on that once my 
children started school, I would volunteer in the classrooms and get 
to know their teachers so I would know exactly what they were coming 
into each day. I would not necessarily have been motivated to do that 
without having met the full spectrum of  teachers that I have met. 
 Yes, this industry has given me much. I’m grateful for the friend-
ships, expertise, and inspiration I’ve received for being part of  it. But I 
feel certain that it’s my children who are most grateful, for without this 
industry, I’d be a different parent. e
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Customer service begins with that first contact and looks like those 
questions we answer over and over and over. What are your studio 
hours? How does it work? How much does it cost? 
How long does it take? Can my child do this? How 
old should my child be? All these beginner questions 
must be answered with grace, as if  it is the first time 
anyone has ever answered those questions (even if  
it is the hundredth call that day). Our duties run from 
taking the newbie customer through the initial pro-
cess, to thanking the customer at the end of  their visit, and everything 
in between. You may have to intervene with an overbearing parent, hold 
the hand of  a needy adult, or reassure a new artist they are doing just 
fine. We do this as nonconfrontationally as we can. We strive to make our 
customers experiences light, fun, friendly, educational, and delightful!
 Having a written plan in place will help you and your staff to be on the 

What Is Your Policy?
SERVICE WITH A SMILE

By Charlene Ridlon, Art As You Like It, Waite Park, Minnesota

IIn the last few issues of  this magazine, I’ve written a series of  articles that help address customer service policy. It took me a while to 
really understand that, in our studio life, customer service is one of  the secrets to having a good, thriving business. It is vital that you and 
your employees are offering consistent top-notch service. Customer service is not just about fixing a problem, or putting out fires—it 
is how you handle every step of  the process in your studio.

same page. Everyone must be able to handle customer service situations 
with grace and efficiency. Developing a plan and then adequately train-

ing employees to handle as many situations as they 
can helps prevent disasters, and empowers your em-
ployees to handle customer service situations without 
having to check in with the boss at every step.
 Policies must address everything you can 
think of, from what to do if  a child gets ill in the stu-
dio all the way to what to do if  a customer threatens 

violence. If  you don’t currently have policies in place, start a list. We use 
an editable notebook system on our computer (OneNote) that can be 
easily updated with new situations as they occur. The employees know to 
check our communications log for new notes, and add new things to the 
list. It is amazing how quickly that list turns in to an instruction manual 
you can use for future training. e

EVERYONE MUST BE 
ABLE TO HANDLE 

CUSTOMER SERVICE 
SITUATIONS WITH GRACE 

AND EFFICIENCY.

www.colorobbia.it
www.facebook.com/ColorobbiaArt


www.duncanceramics.com
https://www.youtube.com/playlist?list=PL5E0XSNEQ8fulO78MEguWOBTjbv2T4UJS
https://www.instagram.com/explore/locations/35248296/
https://www.pinterest.com/duncanceramics/
https://www.facebook.com/duncanceramics/




By Melanie Holtzman, Hot Pots Painting & Pottery Studio, Sanford, Florida

SUPPLIES
 Clay, 1/2 lb
 Rolling pin or slab roller
 Needle tool or drinking straw
 Nautical cookie cutters
 Sponge
 Brushes
    Glaze colors of  choice
 Writer bottles
 Wooden ring (we used the inner ring of  a 6” embroidery hoop)
 Fishing line
 Crimp beads (optional)
 Rope or trim (optional)
 Glue (optional)

Roll out clay into a 1/4” slab.

Cut out multiple shapes using the cookie cutters.

Use the needle tool or drinking straw to make a small hole 
near the top of  any shape that does not already have a hole 
(such as the anchor). 

Use a damp sponge to smooth the edges on each shape.
Allow to dry completely.

Fire to cone 04.

Paint the shapes as desired, adding small details with writer 
bottles. Allow to dry.

Clear glaze and fire to cone 06. (Tip: Be sure the holes are 
clean of  glaze before firing.)

Cut fishing line in varying lengths and tie to wooden ring, or 
use crimp beads to secure fishing line. Attach the nautical 
shapes to the bottom of  each line.

To hang: Hold the hoop with pieces dangling (get a friend 
to help). Tie 4 additional pieces of  fishing line (or secure 
using crimp beads), bringing these 4 strings together to 
ensure the piece is hanging evenly. Tie off, making a loop 

for hanging.

If  desired, decorate the wooden hoop by gluing on rope or 
trim. e
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Sea Breeze 
Wind Chime
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By Art Smart Academy, Irmo, South Carolina 

SUPPLIES
 16”x20” canvas
 Pencil
 Ruler
 1/4” shader brush
 Small round brush

ACRYLIC PAINT COLORS
       Cobalt  Green
 Crimson Red  Bright Yellow
 Turquoise  Violet
 Orange

Divide the canvas into a 9-section 
grid using a pencil and ruler.

Using a shader brush, paint each 
section a different color. For the 
pink, mix White and Crimson Red. 

For the light blue, mix White and Cobalt. Allow 
to dry.

Using a small round brush with 
Black, make peanut-shaped out-
lines in each space to create the 

flip-flops.

Using a shader brush, fill in the 
flip-flops with Black.

Shade the soles of  the flip-flops by 
blending in a very small amount of  
White.

For the flip-flops that appear on 
the right side of  each section, add 
a White highlight along most of  the 
left edge of  the sole. For the flip-

flops that appear on the left side of  each section, add a small highlight 
near the toe portion along the right edge of  the sole.

Paint the straps and toe pieces White.

Pop Art 
Flip-Flops Canvas

Brush complementary colors over the straps.

Be to sign it, then take a group photo, post it, and tag your 
studio! e
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By Christie Marshall, Fired Up! Evansville, Indiana

SUPPLIES
 Envelope Pocket (Bisque Imports #782)
 Photo
 Glass and bead glue
 Nibbles & Bits Photo/Ice clear mosaic tiles
 Assorted mosaic tiles and pebbles
 Grout (gray shown here)
 Acrylic paints
 Decoupage sealer

Glue a photo to the front of  the piece.

Place a drop of  glue in the middle of  a clear photo tile 
and spread evenly to edges. Be sure to cover the entire 
surface. Place over photo at the top left corner. Press down 
on the center of  the tile and check that the glue spreads 

evenly and doesn’t show. Continue until photo is covered, leaving a little 
space between tiles.

Glue the rest of  mosaic tiles and pebbles on the front 
around the photo in your choice of  colors and patterns.

Paint the inside and the back of  the piece with your choice 
of  acrylics.

Let piece dry for 24 hours.

Mix grout according to directions and grout the front, mak-
ing sure to get grout in the small spaces between the clear 
tiles. Wipe off any excess grout.

If  desired, seal acrylics with decoupage sealer. Let dry. e

Photo Mosaic 
Envelope Pocket

Glass Cupcake

T
By Sandi Kirkwood, Clay Casa, San Antonio, Texas

The project is shown on white glass, but you can use clear glass and 
add hangers on the top to use as a sun catcher. Use this same idea 
to make turtles, fish, butterflies, and more!

SUPPLIES
 Pattern
 Square glass blank, white or clear
 Translucent yellow (optional)
 Chips, bits, or strips in assorted colors
 6–8 dots
 Red glass pebble
 High-temp U hooks (optional)

Place the pattern under the glass blank.

Cut the bottom of  the cupcake from translucent yellow, 
or use chips to fill in the shape.

Use chips to fill in the top, adding colored dots for 
sprinkles.

Add a red pebble for the cherry on top.

Add a frame around the edge using chips, squares, or 
strips of  glass. Explain how the glass “likes” to be 2 
layers thick to keep its shape. If  project will be used as a 
sun catcher, sandwich 2 hooks 

at the top between the base and 
the framing glass.

Fire to a contour 
fuse to preserve 
some of  the 
texture. e
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Y
Working horizontally, sponge 
2 coats of Blue Ice on this 
middle exposed portion. 

As you work your way to the top of the 
exposed bisque area, add in some Blue 
Heaven to create a gradual shading effect. 

Remove all patterns EXCEPT 
daisies.

Create leaves using writer bottles filled with Kermit, Green Acres, 
and Lime Ricky. Work from bottom to top, distributing the colors 
randomly. In some cases, have the leaves go right over the daisy 
patterns. Let dry for 10–15 minutes, then remove daisy patterns.

Using a pencil or water-based marker, lightly draw in the edges 
of the flower petals, working toward the centers. With a #4 
round brush, trace over pencil lines very lightly with Hi Ho Silver.

Fill in the centers with a writer bottle filled with What-a-Yolk. 
Allow to dry, then go back over the centers with a very thin coat 
of Orange Peel. Along the bottom edges of the centers, lightly 
shade with Mocha-chino.

Using a sponge with What-a-Yolk, lightly sponge along the top 
edge and 3/4 of the way down left and right edges of the platter 
to create a thin border.

Clear glaze and fire to cone 06.

DIRECTIONS FOR ADDING BISQUIES

Coat the entire bisquie in Hi Ho Silver, then wipe with a damp 
sponge, leaving glaze in the crevices only.

Fill in flower centers with a writer bottle filled with What-a-Yolk. 
Allow to dry, then go back over the centers with a very thin coat 
of Orange Peel. Along the bottom edges of flower centers, 
lightly shade with Mocha-chino.

Clear glaze and fire to cone 06. e

SUPPLIES
 Bisque: Squircle platter (#3068)
 Pattern
 Scissors
 #4 round brush
 Soft fan brush
 5 writer bottles
 Synthetic sponge
 Pencil
 Daisy bisquies (optional; #8161)
 Glue (optional)
 
GLAZE COLORS
 Polar Bear Orange Peel Lime Ricky
 Green Acres Blue Heaven What-a-Yolk
 Mocha-chino Hi Ho Silver Kermit, 
 Blue Ice Pool Party

Coat the entire front of the platter in 3 coats of Polar Bear.

Cut out the separate pieces of the pattern.

Wet the daisy pieces and apply them where you would like the 
daisies to appear.

Use water to apply pattern #1 to the middle portion of the 
platter, leaving upper and lower portions exposed. (Note that 
this pattern will cover some of the daisies.)

On the lower exposed portion of the platter, sponge on 2 coats 
of Pool Party. Remove pattern. Allow to dry completely.

Using a soft fan brush, brush water onto the dried Pool Party 
portion of the platter that you just painted. Align and adhere 
pattern #2 to cover the painted area completely with the pat-
tern. Adhere pattern #3 across the top of the plate, leaving a 

2–3” exposed space between the two patterns.
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Squircle 
Daisy Platter
Recipe Courtesy of  Gare, Inc.

You can add dimension to this project by using daisy bisquies 
after painting. These can either be fired right onto the platter or 
glued on after firing. Be sure to read all directions before beginning.

Be sure to check
 

out the digital 

edition for 

pattern and 

step-by-step pho
tos.
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Pop Art Banks By Sara Kojaku, 
Instructor and author, 
Little Tot Moppet, 
Murrieta, California

Y
SUPPLIES
 Bisque: a bank with lots of texture, especially one representing 
  an everyday item or food
 Sponges
 Large brush
 Medium brush
 Small brush

GLAZE COLORS
      Black, plus assorted brights

This great-looking antiquing technique is easy and helps fill some time, making it ideal for summer camp. The project should take about an 
hour for a good-sized group of campers ages 8 and up. It can be adjusted for younger painters, but they might need some help with step 2.

Using a large brush, paint the entire bank with one coat of black.

After the black has lost its shine, use a damp sponge to 
wipe off most of  the black, removing it from the raised 
parts and leaving it in the recessed areas. Be sure to rinse 
the sponge often, squeezing out as much water as possible 

so you are not drenching the bisque.

Paint the different sections of the bank in 1–2 coats of fun, 
bright colors, going right over the black. After firing, the black 
will show through.

Clear glaze and fire to cone 06. e
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Smooth the top edge of  hat and any rough edges on the 
stars with a damp sponge.

For the brim, roll some clay into a ball and flatten it into a 
circle, about 61/2” diameter. Smooth the top and sides with a 
damp sponge. Make a round, shallow indention in the middle 
of  the circle to hold a votive candle.

Let the pieces dry for several days.

Fire to cone 04.

Paint the base and the stars with 3 coats of  Blue.

Mask off stripes on the hat. Paint 3 coats of  red on the ex-
posed stripes.

Remove the tape and outline the star cutouts with a writer 
bottle. Use the end of  a pencil to make blue dots around the 
inside top of  the hat. Use a toothbrush to splatter blue paint 
all over the hat.

Clear glaze and fire to cone 06. e

By Christie Marshall, Fired Up! Evansville, Indiana

SUPPLIES
 Low-fire white clay  Slab roller or rolling pin
 Needle tool   Small star cookie cutter
 6”x8”cardstock template Foam mat
 Newspaper   Sponge
 Painter’s tape   Red and Blue glazes
 Writer bottle   Pencil

Roll a slab to about 1/2” thickness.

Place the template on the slab and cut out 2 with a needle 
tool. 

Score the short edges of  the 2 rectangles and bring to-
gether, forming a cylinder. Attach using a little water. For 
extra stability, roll a clay coil, attach to the inside seam, and 
smooth out.

Allow to dry for a few hours or place in the sun for 20–30 
minutes, depending on how wet the clay is.

Place the piece on a foam mat. Crinkle newspaper and place 
inside to help maintain the shape, or use a canister or other 
object that has first been wrapped in newspaper.

To decorate, dip the cookie cutter in water and carefully press 
into the clay cylinder, gently rocking until you punch through 
to make star cutouts. Space the cutout pieces around the 
“hat” at the top edge, scoring and attaching.
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R
Delegate and Trust: Successful business owners value their employ-
ees and let them know how much they’re appreciated. They hire people 
to do things at which they themselves don’t excel or don’t need to be 
doing each day. The ability to delegate frees up the business owner to 
move onto big picture projects. Train and trust your employees!
      When asked for her top trait, Tammie Crispino from Fire Me Up! 
Studio in Cranford, New Jersey, said, “I would have to say delegating. 
I find that the more I delegate, the more I can work on my business. I 
trust my manager to handle the day-to-day tasks, including scheduling 
employees, events, kiln room duties, etc., but I must admit that I am 
the master of  ‘trust but verify!’ I check in on her to make sure she’s 
doing things to my standards and luckily she doesn’t disappoint.” 
      Erin Racioppi of  Polka Dot Pots in Wisconsin, Tennessee, and 
Pennsylvania cites trust as a key trait to her success. “I own three stu-
dios in three different states and live in a fourth state. How? All of  my 
team members are trained to do everything (open the studio, make 
sales, assist guests, glaze, load and unload the kiln, close the studio, 
etc.) and I trust them to do it.”
       Lisa Mendoza of  The Painted Pot in Brooklyn, New York, explains, 
“Work on your business, as opposed to in your business. I think our 
success is partially due to our business operations. I run a tight ship, 
although I am not present daily and do not micro-manage. We have 
instructions, signs, contracts, and paperwork for just about everything 
we offer in the studio. When I brought home my first daughter 14 
years ago, I knew I had to find good mangers to assist and delegate.”
       Take Risks: Whether you’re trying a new marketing tactic or 
a new product line, being willing to take a risk can open you up to 
amazing opportunities. You’ll also learn to hone your decision-making 
skills in the process. According to Erin, “Before I had even fired a 
kiln load myself, I decided that because my studios are located inside 
resorts, I would turn the pottery around in a day. I’m proud to say I 
just celebrated my 14th year in business and have been successfully 
sending the pottery home with guests the next day the entire time! I 
trust my gut and go for it!”
       Stay Focused and Mind the Details: Staying on task can be a chal-
lenge to anyone, but particularly to those running a business. Keep your goal 
in sight and pay attention to details and you’ll get where you want to go. Gail 
Schomisch from All Fired Up! in Las Vegas is a master at large-scale events. 
She cites staying focused as a key to her success. “I never waver from the 
campaign to bring in business. I may sacrifice some tasks on my to-do list so 
that the trolling for new business never stops. If I know I have new business 
booked ahead, my comfort level goes WAY up and I am a happy camper.”
       Erin adds, “Whether it’s catching something on a piece of pottery 
before it’s loaded into the kiln, or noticing a bookkeeping issue, my at-
tention to detail helps keep my studios at the top of their game. I’m one 
of those people who will reprint a sign if  it’s missing a period.” 
       Prioritize: Successful business owners work on their hardest tasks 
first. Accomplishing a big goal provides a sense of accomplishment and 
motivates you through the rest of the day’s tasks. After you’ve finished your 

10 Traits of a Successful Studio Owner
By Crista Toler, Mayco

Recognizing the savvy business owners who make up the CCSA, I asked some of them what makes them successful.

BUSINESS SENSE

primary task for the day, you can check emails and get on with other tasks.
       Stay Current: Stay up to date on design trends, pop culture, and 
what’s going on in your community. You’ll be able to adapt your studio 
offerings to what people want. Lisa notes, “It’s important to follow the 
trends of the industry and jump in as soon as possible to keep the sparks 
of creativity in our studios. When beading became popular, we jumped 
in with jewelry making. Then mosaics, glass fusing, and canvas painting 
followed over the last 8 years. I think it’s important to offer a variety of  
creative activities to keep it fresh and interesting for our customers.”
       Connect: Connect with loved ones before work. Starting your 
morning this way gives you a fresh perspective on the day and a 
sense of  well-being and helps to keep you grounded. Playing with your 
puppy, tying your child’s shoes, or having coffee with a close friend or 
colleague gets your day off on the right foot.
       Exercise and Rest: Make time for what you love each day or each 
week by saying no to too many obligations that don’t fill you up. Maintain-
ing a healthy balance between home life and work is a tipping point for 
so many business owners. But if  we don’t rest we lose our ability to be 
aware of what’s going on around us. If  we burn out, we fail to open our-
selves up to new opportunities simply because we’re too tired to notice.
       Be Aware of—Not Ruled by—the Competition: This 
one is simple. Be aware of  what your competition is doing, but don’t 
obsess over it. If  they copy every event or project you create, keep 
moving forward. Focus on making your business the best it can be and 
you won’t succumb to the stress of  comparison. Be the best at what 
you offer, continue to work hard, and kill them with kindness.
       Gratitude: Recognize your amazing opportunity to run your own 
business. You don’t feel put upon by others when you’re grateful for 
where you are in life and in your business. When you’re comfortable with 
your situation, you’re better able to make rational decisions and feel 
confident in the direction you’re going. It’s also contagious. Share your 
gratitude for your employees with them and watch what happens.
       Take Care of Customers and Employees: Tying into gratitude 
for your business and your ability to be your own boss is showing grati-
tude for your customers. Regina Chiames from Brushfire Pottery Studio 
in Nashville, Tennessee, notes, “Customer service is top priority. We are 
very hands-on, checking in with customers to see if  they have questions 
and to give encouragement. We try to get to know their name and what 
they like so we can offer them things along those lines.”
       Erin Racciopi admits, “I’m a Pleaser—I’ll bend over backward to 
make a customer happy and have trained my team members to do the 
same. Each studio’s mission is ‘to enhance the family vacation experi-
ence by providing creative outlets that result in one-of-a-kind items 
and long-lasting memories for all ages.’ It is not ‘to make a profit,’ 
although a funny thing happens when you take care of  your custom-
ers—your business thrives and you do make a profit!”
       The same thing happens with employees. If  they feel empowered, 
trusted, and appreciated they will be happier. Happy employees make 
good employees. e



Make It Easy with 
Online Registration

TECH TALK: MODERN BUSINESS TOOLS FOR YOUR STUDIO

By Maegan Supple, The Pottery Stop, Ellicott City, Maryland

 Placefull Occasion The Events 
Calendar 

JotForm Event Espresso Eventbrite BookThatApp/ 
Shopify 

Type of 
Platform 

SaaS for party 
and event 
booking 

SaaS for party 
and event 
booking 

Wordpress 
plugin for events 

Saas Form 
builder 

Wordpress 
plugIn for event 
registration 

SaaS for event 
ticketing 

Shopify POS 
App 

Type of 
Website 

Can embed 
into most 
sites 

Hosted by 
Occasion 

Wordpress Can embed 
into most 
sites 

Wordpress Hosted by 
Eventbrite 

Shopify 

Pricing 
Structure? 

Monthly 
($49–$149), 
discount for 
annual 
payment 

Monthly, $59 Yearly fee varies; 
likely ~$180 for 
most studios 

Monthly, free 
to $99; likely 
$19–$39 for 
studios 

Yearly fee, varies 
based on add-
ons; likely ~$150 
for most studios 

Per event: 
2.5% + 99c 
per ticket 

Monthly, 
$19.99 + 
Shopify POS 
pricing ($29–
$299) 

Card 
Processing 
Options/Fees? 

2.1–2.9% +30c 
per 
transaction 

2.9% + 30c 
per 
transaction 

Varies based 
your own 
processor, uses 
WooCommerce  

Varies based 
your own 
processor 

Varies based 
your own 
processor 

3% processing 2.25–2.9% + 
30c per 
transaction 

Has Calendar? Yes, with 
photos 

Yes, with 
photos 

Yes, photos with 
tweaking 

No Yes, with add on Yes, no 
photos 

Yes, with 
photos 

Reporting? Yes Yes Yes Limited Yes Limited Yes 

 



Squircle 
Daisy Platter
Recipe Courtesy of  Gare, Inc.
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Fish 
Plate
By Rachel Klobucher, 
The Mud Room, Grand Rapids, Michigan

SUPPLIES
 Square Plate (BI’s Metropolitan style shown here)
 Plain white tissue paper
 Pencil
 Washable marker
 Round sponge
 Writer bottle
 Assorted brushes

GLAZE COLORS
 Orange or Coral 
 Turquoise or Aqua
 Lime Green
 Black

Paint the back of the plate with 2–3 coats of Orange, or any 
of the other bright colors. Use a brush or a sponge to wipe the 
color along the edges. Allow to dry.

Draw a fish outline on paper or use the pattern provided. 
Place tissue paper over the pattern and trace the design with 
a pencil.

Place the tissue paper pattern on the plate and trace over it 
with a washable marker. The marker will bleed through the 
tissue paper onto the plate.

Move the tissue paper with the pattern to a new spot on the 
plate. Dampen the round sponge slightly and lightly tap it over 
the pattern to make the marker bleed onto the plate again. 
Repeat 3–4 times until the tissue paper starts to tear or the 

marker lines stop transferring.

Repeat steps 3 and 4 until there are fish over the whole plate. 
It’s okay if the pattern goes off the edge!

Use small brushes to add color and patterns to each fish.

Use a writer bottle filled with Black to outline the fish shapes. 
Add eyes and other details. Allow to dry.

Clear glaze and fire to cone 06. eSTEP
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Good Things 
Come to 
Gnomes 
Who Wait
By Allie Manley, The Pottery Patch, Valrico, Florida 

SUPPLIES
      Bisque plate  Pattern
      Sponge  Assorted brushes
      Writer bottles

GLAZE COLORS
       Light Blue  Red  Tan
 White   Black  Light Gray
 Medium Blue  Dark Yellow Light Green
 Medium Green  Beige  Brown

Using tissue paper technique or clay carbon paper, trace the 
pattern onto the bisque, and draw a line to separate sky and 
grass.

Sponge paint 2 coats of Light Blue around the gnome and 
mushroom for the sky background. Allow to dry.

Paint the hat with 3 coats of Red, being careful to not cover the 
eyes. Allow to dry.

Paint the face and hands with 3 coats of Tan (or other skin 
color). Allow to dry. 

Paint the shirt and eyes with 3 coats of White. Allow to dry. 

Paint the beard with 3 coats of Light Gray. Allow to dry. 

Paint the paints with 3 coats of Medium Blue, leaving room for 
his shoes and belt buckle. Allow to dry.

Paint the mushroom stem with 3 coats of Beige. Allow to dry. 

Paint the mushroom polka-dots with 3 coats of White. Allow to 
dry. 

Paint the mushroom top with 3 coats of Red, being careful not 
to cover the white spots. Allow to dry.

Paint the shoes with 3 coats of Brown. Allow to dry. 

Use a Dark Yellow writer bottle to draw belt buckle. Allow to dry. 

Use a Black writer bottle to 
add the details (eyes, 
eyebrows, smile, belt) 
and to outline the 

mushroom and gnome. Allow to dry. 

Sponge the grassy area 
with Light Green. 
While this is still wet, 
sponge the grass 

on the right with Medium 
Green to suggest shadow. 
Allow to dry.

Use a 
Light 
Green 

writer bottle to add a few 
sprigs of grass throughout the 
grass area.

Glaze and fire to cone 06. e
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Teaching Self-Portraits
By Sara Kojaku, Instructor and author, Little Tot Moppet, Murrieta, California

T

SUPPLIES
 Bisque: Dinner plate or 8” tile
 Mirror for each person
 #3 Ticonderoga pencils

The self-portrait is a terrific project to do with children. It’s surprisingly easy to teach. It requires very few supplies, can be done on very 
basic bisque you probably already have in stock, and always yields awesome results. Not only is 
this a nice regular class, but it also works very well for afterschool enrichment 
programs. It can also be translated into a class to make a gift for Mother’s Day, 
Father’s Day, or the holidays.

GLAZE COLORS
 Skin tones  Light Brown  Dark Brown
 Black  Yellow   Red
 White  assorted fun colors



have them paint the background their favorite color or let them paint a 
pattern.

Have the teacher outline everything with a liner brush, 
which will help the work the kids did really stand out. (See 
tip below.)

Clear glaze and fire to cone 06.

TIPS

 e Using pencils on bisque: In my experience, #3 Ticonderoga 
pencils have not caused trouble with repelling the glaze. To avoid any 
glazing and firing issues, you might want to do a test on a small tile be-
fore holding a class. If  students press too hard, regular clear tape will 
remove excess graphite. Press the sticky side of  the tape on the dark 
pencil spots and lift up. This will lighten the lines and can help reduce 
glazing issues.

 e Visualize in shapes: Teaching the students to break things 
down into “drawable shapes” can turn this into an easier, step-by-step 
drawing, helping to lessen the intimidation they might have that they 
can’t draw faces. Generally speaking, younger students tend to have 
fewer inhibitions, while older students tend to be more cautious. Your 
presentation and initial approach is the most important. Be positive 
and excited and they will too!

	 e	The hairline: If  their hair looks as though it’s “floating” and 
appears a little strange, the trick to fixing that is making sure your hair 
somehow goes down to the top of  the ears. I like to actually show them 
in the mirror that there’s a little bit of  hair that shows on the sides 
between the hairline and their ear.

	 e Outlining: The teacher should do the outlining because if  the 
kids do it themselves, the lines might be too thick. I do the outlining 
after the children leave but before the glaze dries so completely that 
you can’t see where some of  the lines start and end. e

Instruct students to look at their faces in the mirror and 
to try to see each feature as a drawable shape. Share 
examples such as our eyes are similar to footballs and our 
noses are similar to triangles. Also have them think about 

what they observe about the basic shape of  their face.

With a pencil, draw a U shape for the face.

Next is the hairline. Ask students if  they can see the shape 
of  the hair along their forehead in the mirror. Tell them to 
move their eyes along the outline of  the edges of  the hair 

and try to draw it.

Draw the ears. Some students like to draw their ears in the 
shape of  a C and add a little swirl in the middle. Others like 
to add another little bump for the earlobe. Students with 
long hair may opt not to show the ears if  the hair will be 

covering them.

For the eyes, students will use a horizontal line across 
their face to help keep their eyes even. Using the mirrors 
again, have them use the top and bottom of  their head for 
spacing. Ask them whether they think their eyes look like 

they are in the middle between the top of  their head and bottom of  
their chin. Are they a little above or below the center? The ears can 
also serve as a reference point. Once the spacing is figured out, lightly 
sketch the horizontal line where the eyes need to be placed.

Use football shapes to draw the eyes, and then draw circles 
inside the eyes for irises. Next, add eyebrows, and then 
eyelashes if  students want them.

The nose can be drawn similar to a triangle. I draw them 
with two sides and curve the corner.

Break the lip drawing into two steps. Create the bottom line 
first by drawing a curved line like on a simple smiley face. 
Next, draw the top of  the lips with two bumps.

Draw the neck to the bottom of  the plate or title. If  there is 
space, add the top of  the shoulders.

Paint two coats of  the appropriate skin tone. As you are 
painting the face, make sure to paint around the eyes (so 
the whites of  the eyes stay white) and lips. Don’t’ forget to 
paint the ears and neck.

For the nose, either mix in a little bit of  a darker shade with 
the skin tone the student is using or use a darker brown 
alone to create an outline of  the nose.

Paint the lips with two coats of  pink or red, and paint the 
eyes the appropriate color.

Next, figure out if  the hair color is a single color or if  the 
student wants to blend two colors together. Paint two or 
three coats.

For the background, students can chose colors to reflect 
their personality. Depending on your age group, either 
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By Melanie Holtzman, Hot Pots Painting & Pottery Studio, Sanford, Florida 

SUPPLIES
 Clay, about 1 lb
 Slab roller or rolling pin
 Plastic wrap (optional)
 Small, medium, and large star cookie cutters
 Sponge
 Bisque bowl or slump mold
 Red, white and blue glaze
 Writer bottles

GLAZE COLORS
    Red 
 White
 Blue

Roll clay into 1/4” slab. Cover with plastic wrap. (Plastic wrap is 
optional but will make a neat rounded edge on your stars.)

Cut 1 large, 5 medium, and 5 small stars. 

Use damp sponge to smooth edges of stars where necessary.

Arrange medium stars in a bisque bowl, placing them in a circle 
around the sides and leaving the bottom of the bowl empty.

Place the large star in the bottom of the bowl. Score and slip 
anywhere the large star overlaps the medium stars.

Place the smaller stars in the gaps between the medium stars. 
Score and slip as needed. Allow to dry completely.

Fire to cone 04.

Paint the small stars white, the medium stars blue, and the 
large star red. (Tip: Paint everything with one coat of white 
first; this way, if you make any mistakes you can edit with a 
toothpick or similar tool). Allow to dry.

Clear glaze and fire to cone 06. e

Tried 
and True, 

Red–White–
Blue Star Bowl
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www.skutt.com

POWERFUL

SMOOTH

TOUGH

INNOVATIVE
ERGONOMIC

VALUE
Brian Kohl

Ceramics Instructor

Skutt’s unique REMOVABLE WHEEL HEAD makes clean-up at 
Chaffey College run like clockwork! 

 Chaffey College
 Rancho Cucamonga, CA.



It’s like we ship a Tech
with every KM Kiln

www.skutt.com/kilnlink 503-774-6000

Current
     Sensing

&

Current Sensors ship with every KilnMaster Kiln. KilnLink is an optional upgrade.

KilnTechCCSA.indd   1 6/26/14   11:47 AM
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Everything’s Coming Up… Daisies! 
Below you’ll find information on each item such as size and case quantity!  Login to Gare.com for pricing info! 

     

 

Check out the painted version of our Daisy Box 
painted and color coded with Fun Strokes! 

 
FS-2387 
FS-2390 
FS-2375 
FS-2376 
FS-2341 
FS-2393 
FS-2311 
FS-2374 
FS-2301 
FS-2385 
FS-2392 

Pool Party 
Orange Crush 
Jumpin’ Jelly 
Bouncin’ Berry 
Kermit 
Pretty In Pink 
The Color Purple 
Blue Ice 
Smiley Face 
Sweet Pea 
Rockin’ Red 

 
 

  

Supporting the Community. 
  

  
#7394 Daisy Flower Box 

4 ½” D x 2” H, 8/cs 
  

#7395 Daisy Flower Bank 
5” H x 5 ½” W, 6/cs 

  
 

 

Contact Your Territory Sales Representative for more information or to place an order!  888-289-4273 
 



6 New Fun strokes colors!
Exactly what you were missing!

www.gare.com   P: 888.289.4273 x. 219    
F: 800.292.0885  E: info@gare.com

INTRODUCING

Available in 8oz. and  
pint size bottles for your 
convenience. Contact us 
today for samples or to 
add these colors to your 
studio assortment!

#6moreshadesoffun Share pics of your  
new Fun Strokes designs with us!

FS -2396
Anchors Away

FS -2397
Tangy Tangerine

FS -2398
Teal We Meet Again

FS -2399
Blu-Teal-Ful

FS -2367
Taupe of the Mornin’

FS -2365
Not Quite White

#5253 NEW Jar Star Lantern

www.gare.com
https://www.facebook.com/GareInc/
https://twitter.com/GareInc
www.gare.com


 
phone 1.888.289.4273      fax 1.800.292.0885   www.gare.com 
 

Organic Ware Pottery Glazes 
Recipe Courtesy of Gare, Inc. 
 
Ingredients 
Bisque 
# 2139 Organic Ware Bowl 
# 1073 Organic Ware Salad Plate 
# 1074 Organic Ware Dinner Plate 
# 1075 Organic Ware Charger/Platter 
 
Color 
SC-2600 White Board Surface Coat  
NTG-9522 Ocean Mist 
NTG-9516 Midnight Stone 
 
Brushes and Other Materials 
# 6571 Aqualon™ Soft Fan Brush 
# 6570 Aqualon™ Goat Mop Brush 
 
Instructions (Read all instructions before you begin) 
 
Step 1- Using a soft fan brush, cover the front and back of all pieces in 3 coats of White Board and let 
dry.  
 
Step 2- Apply two coats of Ocean Mist to the top side of each piece (inside of bowl) with a mop brush, 
stopping about ¼” from the edge as shown in photo. 
 
Step 3- Apply two coats of Midnight Stone on top of the Ocean Mist using the exact same application 
instructions as in Step 2.   
NOTE: The thicker the coats of pottery glaze are applied, the deeper the fired color will be, so 
variations in glaze thickness will cause variations to the color of the fired piece. 
 
Step 9- Fire to a cone 06. 
 
 
 
 
 
 

Step 4 -

www.gare.com


2014 CCSA Supplier of the Year★ ★

At Gare we pride ourselves on creating bisque designs that sell. 
We start with a sculptor and design team who pick each piece 
to create and we work on the creation until it’s exactly what 
we want. We paint it to show an example of how our vibrant 
and versatile colors, paired with our designs, can create a  
masterpiece. We provide both our bisque, and color to our  
customers at a high standard of quality while being value 
priced, allowing you to offer our pieces to customers at a  
price they can afford. If for any reason you aren’t satisfied,  
we have a trained staff of sales reps., a technical director,  
and our design team, at your service to make it better!   
We strive to be great, which allows YOU to be great too!  

Good bisque and 
color might sell. 
Great bisque and
color will sell. 

www.gare.com   P: 888.289.4273 x. 219   F: 800.292.0885  E: info@gare.com

Brand ADVF1 .indd   1 6/17/15   6:20 PM

www.gare.com
https://www.youtube.com/user/GareInc
https://www.facebook.com/GareInc/
https://twitter.com/GareInc
https://www.pinterest.com/gareinc/


MB1480 Sloth Mug
4.25”H x 5.63”W x 3.75” Dia.

6/case

MB1484 Tree Stump Fairy House
6”H x 5.5”W x 4”D

4/case

MB1486 Rustic Tray
1.13”H x 11”W x 8.5”L

6/case

MB1481 Treefrog Mug
4.25”H x 5.63”W x 3.75”Dia.

6/case

MB1482 Mermaid Mug
4.25”H x 5.5”W x 3.75”Dia.

6/case

MB1479 Koala Mug
4.25”H  x 5.75”W x 3.75”Dia.

6/case

MB1485 Flower Fairy House
6”H x 5.5”W x 5.75”D

6/case

MB1483 Double Decker
4.5”H x 3”W x 7.5” D

4/case

MB1488 Fairy Door
6.75”H x 6”W x 1.5”D

6/case

MB1492 Faceted Turtle
3.5”H x 10.75”L x 6.5”W

4/case

MB1489 Hedgehog Planter
7”H x 7”W x 9.5”D

3/case

MB1491 Faceted Fox
9.5”H x 5.5”W x 7.5”D

4/case

MB1490 Whimsical Clock
10.625”H x 8.25”W x 3.25”D

3/case

New Mayco Bisque - 02/17 Release

MaycoColors.com

www.maycocolors.com


MB-1484 Tree Stump Fairy House
6”H x 5.5”W x 4”D

4/case

MB-1485 Flower Fairy House
6”H x 5.5”W x 5.75”D

6/case

MB-1488 Fairy Door
6.75”H x 6”W x 1.5”D

6/case

MB-1389 Fairytale Jar - English Cottage 
8.25”T x 6.75”W x 7.25”D

2/case

MB-1390 Fairytale Jar - Acorn Cottage
8”T x 6.25”D x 7.5” W

2/case

MB-1419 - 8” Garden Mushroom
8.25”H x 7.5”W

2/case

MB-1420 - 6” Garden Mushroom 
6”H x 4.75”W

6/case

NEW!

NEW!

NEW!

Leave room in your garden 
for the fairies to dance.

MaycoColors.com

www.maycocolors.com


Products Used

Bisque
• MB-101 Coupe Salad Plate

Color
• SC-2 Melon-Choly
• SC-5 Tiger Tail
• SC-9 Jaded
• SC-11 Blue Yonder
• SC-15 Tuxedo
• SC-20 Birthday Suit
• SC-28 Blue Isle
• SC-29 Blue Grass
• SC-42 Butter Me Up
• NT-CLR Clear Dipping Glaze

Decorating Accessories
• AC-230 Clay Carbon Transfer Paper
• AC-310 Silkscreen Medium
• CB-110 #10/0 Liner
• CB-106 #6 Script Liner
• CB-604 #4 Soft Fan
• DSS-0131 Sea Life 2
• ST-113 Circulate Stamp
• 

Miscellaneous Accessories
• Palette Knife
• Sponge-on-a Stick

Pattern: Download
https://www.maycocolors.com/images/Mer-
maid_Plate_Pattern.pdf

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

2. Trace on the pattern onto the plate using the Clay Carbon Paper.

3. Use the #6 Script Liner to apply two coats of SC-20 Birthday Suit to the 
mermaid’s skin. Add SC-2 Melon-Choly to the cheek.

4. Apply two coats of SC-42 Butter Me Up to the hair. Add streaks of color 
with lines of SC-5 Tiger Tail.

5. Apply two coats of SC-45 My Blue Heaven to the body and bikini top. 
Shade the body with SC-28 Blue Isle and the tail with SC-9 Jaded.

6. When dry, stamp the top of the body with SC-28 Blue Isle using ST-113 
Circulate Stamp, then darken the stamp towards the tail by stamping with 
SC-29 Blue Grass.

7. Thicken SC-29 Blue Grass with AC-310 Silkscreen Medium using a palette 
knife to the consistency of peanut butter. Use the shell screen from DSS-
0131 Sealife 2 and place the shiny side down. Rub the thickened mix over 
the screen. Screen the shells to the background of the plate.

8. Apply three coats of SC-11 Blue Yonder to the back of the plate.

9. Outline with a thin SC-15 Tuxedo line using CB-110 Liner around the 
mermaid and to stoke in the brow and eyelash.

10. Dip into NT-CLR Clear Dipping Glaze. 

11.  Fire to cone 05/06.

Designer: Marcia Roullard

Mermaid Plate

MaycoColors.com
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Products Used

Bisque
• MB-1451 Classic Heart Box

Color
• FN-207 Orange Silce, SC-15 Tuxedo, SC-88 Tu 

Tu Tango, S-2727 Poppy Fields

Decorating Accessories
• CB-604 #4 Soft Fan, CB-110 #10/0 Mini Liner, 

AC-230 Clay Carbon Paper
• 

Miscellaneous Accessories
Download: Pattern
https://www.maycocolors.com/images/project_pdfs/447_
Your_moms_Heart_box.pdf

Instructions
1. Begin with properly fired shelf cone 04 bisque. Moisten a clean 

sponge and wipe bisque to remove any dust.
2. Using AC-230 Clay Carbon Paper, transfer the lettering onto the lid 

of the box.
3. Using a CB-110 #10/0 Mini Liner, apply 2 coats of SC-15 Tuxedo to 

the words.
4. Using a CB-604 #4 Soft Fan, apply 3 coats of SC-88 Tu Tu Tango to 

the inside of the box.
5. Using a CB-604 #4 Soft Fan, apply 3 coats of S-2727 Poppy Fields 

to the outside of the bottom of the box.
6. Once you get to the lid of the box, apply S-2727 Poppy Fields 

around the edge and use FN-207 Orange Slice to blend into the 
middle. Repreat this 3 times.

7. Let dry completely.
8. Stilt both the lid and the box and fire to shelf cone 06/05.

Designer: Carmen Allen

I Love Mom

MaycoColors.com

www.maycocolors.com
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Paragon Cone-Fire Firing Record Page _______

This record sheet will help you learn from
each firing.
Kiln: If you have more than one kiln, write in
the model number.
Total Firing Time: This will help you
determine when to monitor the kiln during the
next firing.
Vented Lid: In ceramics, the lid is opened
part way to release moisture. Write in total
hours the lid was vented. (Not applicable if
you are using the Orton vent.)

Shelf Cones: Though your kiln is automatic,
we recommend using witness cones on the
shelf. Record the bending as a clock number
(from one to six o’clock), or sketch the cones.
Sketch of Firing Chamber: Include any
information that will help with future firings:
shelf spacing, the height of posts, the type of
ware on each shelf, etc.
Firing Number: Helps you keep track of how
many times you have fired your kiln.

© 2000, by Paragon Industries, L.P. Feel free to make
copies for personal use. IM-189/10-13

Date _______ Kiln________ Total Firing Time ___:____ Cone ________ ❑ Fast ❑ Medium ❑ Slow Hold____.____

Pre-Heat ________hours Lid vented for_______hours   Shelf firing cone #__________ Cone bending __________

Slow Cooling Rate____________ Firing Number ____________ Sketch of Firing Chamber

Description of Firing Firing Results

2011 South Town East Blvd.
Mesquite, Texas 75149-1122
800-876-4328 / 972-288-7557
Toll Free Fax 888-222-6450
Fax 972-222-0646
www.paragonweb.com
info@paragonweb.com
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Free Video Training: Watch kiln videos at
www.paragonweb.com. Click the Kiln Video link
on the home page.

We recommend that you wear tight-fitting gloves
such as mechanic’s gloves while assembling the
stand.

Tools needed:
gloves
medium slotted screwdriver
7/16” box end wrench (or adjustable wrench)

Assemble the Stand
You will find two shelves, two side frames, and a

bag of nuts and screws in the deluxe shelf kit. The shelf
with the hole in the center is a top shelf. The solid shelf
goes on the bottom of the stand as in the photo below.

The caster mounting plates on the side frames go
toward the floor.
1 Insert a short tab from a shelf into the bottom of the
opening in a side frame. The tab overlaps the outside
of the side frame opening.

2 Insert the tab on the opposite side of the shelf into
the other side frame.

Deluxe Kiln Stand
Assembly

©2016, by Paragon Industries, L.P.      IM-251/11-16

When moving the kiln and stand, never allow the cord set to
become taut and strain the wall outlet. Periodically check the

outlet and plug for damage.

3 Lay the top shelf (the one with the hole in the cen-
ter) over the side frames. The short tabs slide over the
outside of the side frames. The long tabs on the top
shelf should be inside the side frames.

4 After you have assembled the shelves and side
frames, in-
sert the
screws and
nuts. This
step may be
easier with-
out gloves.

5 Install the casters.

Install the Orton Vent Cup
Skip this step if your kiln does not have an Orton
Vent.

1 Attach the hose to
the vent cup with the
clamp that came with
the Orton Vent.

2 Slide the vent cup up inside the stand and into the
flange supports in the top shelf. Rotate the vent cup a
little as you slide it into the flange supports.

3 Place the gasket that
came with the vent over
the vent cup as shown at
right.

Paragon Industries, L.P.

2011 South Town East Blvd., Mesquite, Texas 75149

800-876-4328 / 972-288-7557 / info@paragonweb.com

www.paragonweb.com
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AA7074
Small Board Art

16" L x 14" W x 1" Thick

New
Board Art!

AA7075
Large Board Art

19.5" L x 17.5" W x 1" Thick

registration

Belmont, NC

Boost Your Business:
March 19, 2017
CeramaJam:

March 20-21, 2017
Glass-O-Rama:
March 22, 2017

location

dates

GO ONLINE
to reserve your spot! 

Join US FOR

Cer
Ama
jam

with
Boost Your Business &

Glass-O-Rama!

Space is limited









www . C h e s a p e a k e C e r am i c s . c omW : 8 0 0 . 4 1 8 . 8 8 7 8
E : 8 0 0 . 9 6 2 . 9 6 5 5

O r d e r S h i p S m i l e

95% of  orders  sh ip  out  w i th in  one bus iness  day!*

*Orders  received at  the 

warehouse by 4 :30pm



Social Artworking® is the perfect way to enjoy a night out (or in) with friends and family.

Paint, Designs, Canvas & Supplies
All Available Exclusively From Chesapeake Ceramics




