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WELCOME
Let’s Celebrate!
 Please join us for the 20th anniversary of the CCSA Convention. When I think about just the last 6 years that I 
have been with CCSA there are so many memories and stories. I can’t imagine what thoughts this brings to many of  
you who have been around since the beginning. The support, friendships, and growth that have developed over the 
years is incredible. I follow other associations and talk with many businesses and none of them have an association 
like the CCSA. It is truly one of a kind and we are very fortunate to be a part of this great industry.
 This year we want to Connect, Educate, & Inspire you like we have never done before. We  have set the bar high and are committed to providing you a 
CELEBRATION to remember for the next 20 years. It has been said many times before that this is an investment in your business but it is also an investment in 
yourself. We want you to be the best that you can be and we want to recharge your batteries with inspiration, education, networking, shopping, ideas, tech-
niques, fun, food, trends, and the best friends in the industry and send you back to tackle your business and life. If you are on the fence, please read Laura 
Meyers’s article about convention in this magazine. Last year was her first time at Convention and it’s great to hear from someone new to the industry and see 
a fresh perspective. You can also find more information in the Convention Guide included with your magazine and on the website at www.ccsaonline.com.
 Back in May the CCSA held annual board elections and we had four outstanding candidates. I want to thank those who have served and will be leaving us in 
August: Wendy Pettys and Martina Strehlow. 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 three newest board members: Grace Egan from Craft Haus, Tracy Schultz from Ceramics For You, and Maegan 
Supple from The Pottery Stop & Coffee Shop. I am excited to welcome them to the board and look forward to working with them and the entire 
board to move the CCSA forward and continue our growth.

Dena Pearlman
Executive Director

Life teaches us that there is a time and place for everything. A time to contribute, participate, share, volunteer, 
and lead. That thought lead me to the old saying “All good things must come to an end” and I am okay with that 
as I pen my last “Letter from the President.” I’d like to think I will go out the way any good leader signs off—with 
a checklist of  achievements, a bigger list of  friends, and sense of  accomplishment knowing I did my best to represent the members of  the CCSA.
 Of  course, by no means did I rise with CCSA’s success alone. These last 6 years, I’ve had the honor to serve with a group of  dedicated 
studio and supplier members who volunteered their time, knowledge, and passion to make a difference in our industry. Our goal was to revitalize, 
refresh, and rebuild the CCSA. The Board never lost sight of  the vision and they have successfully instilled a renewed purpose for our associa-
tion. The CCSA is THE resource for studios and suppliers in our industry. I am excited for our current and future Board Members as they have the 
challenge of  making the CCSA even more than it is today. And you should be too! Great things are attainable with the excitement and momentum 
of  support from members like you. I’ve said this before: volunteer your time and share your knowledge. What you will receive in return will by far 
exceed anything given. 
 If  all goes as planned at the end of  the CCSA’s Annual Convention in August, 
I will hand over the presidential seat to someone that I truly admire for her take 
charge attitude, business smarts, and kind heart. Jenn Meyer, our current CCSA 
vice president, will take over where I left off. It’s safe to say that her goals and 
aspirations for the future of  the CCSA are BIG! I know Jenn will lead the Board of  
Directors and our association with passion and great success.
 I would also like to thank the dedicated and hard-working CCSA staff of  only 
two, Dena and Laura. Their commitment to the success of  the CCSA is evident in 
their passion to do their best for our members every day. And I would like to thank 
those who make my whole world go ’round: my family. Their unconditional support 
has allowed me to dedicate my time and efforts to an industry I truly love. Just one 
last thing before I go. I learned a very big life lesson when I lost my mom a few 
years ago. Smile, laugh, and enjoy everything. Life is too short to be anything but 
HAPPY.

Wendy Pettys
President
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Why Go to Convention?
UP FRONT

Looking at my notes from last year, I was reminded that I started it all 
off with a pep talk to myself. “Try to be friendly. It really doesn’t matter 
who you network with or meet. [Actually, that’s the best part!] In the 
grand scheme of  things, what really matters is learning something new 
and focusing on your business. Put yourself  out there. Breathe. Relax 
and enjoy the process. You can do this!”
       Apparently my main focus was on being nervous, not knowing 
anyone, and doing something so new, but in the end, doesn’t everyone 
feel that way? So I did it. I put myself  out there. I even stopped random 
people and asked, “You just did that class?! Can you tell me in five 
minutes what were the most important things you learned?” That was 
a great tool, because you can’t attend every amazing class, but you 
can find out about them all from your new friends.
       The most overwhelming thing about Convention is the opportunity 
to learn something new every moment you’re there. So my best advice 
is: Rest up! Come early if  you can and lounge by the pool. Don’t pull an 
all-nighter getting your shop ready before you can leave. Plan ahead 
and get stuff done so you can come to Convention ready to drink it 
all in—amazing classes, inspiring teachers, wonderful suppliers, and 
fellow studio owners who have so much to share.
       Push yourself  to take advantage of  every opportunity to network. 
You may be exhausted by the end of  Convention, but you will be riding 
a wave of  inspiration for months to come. I know, I did!

KEY THINGS TO BRING:
	 e  A big smile. Take a deep breath and meet someone new—it 
will be worth it!
	 e	A journal to take as many notes as possible. With so much to 
absorb, you won’t remember it all, so write it down!
 e	Business cards to share, so you can go home and stalk 
everyone on Facebook until the next Convention!
 e	A small roller bag to haul around your fun freebies, finished 
projects, and extra stuff. I also use this as a small carry-on, which I 
stuff with all my fragile projects, wrapped in bubble wrap (bring extra) 
to get everything home without breakage. Put the free glaze, hand-
outs, and other goodies in your checked luggage.
 e	Light jacket or scarf; classrooms can get chilly.
 e	Water bottle. Stay hydrated so you can keep going all day long!
 e	Lots of storage space on your phone/camera. Take photos of  
everything: something interesting you saw projected in a class, a great 
project or technique your neighbor did, every cool sample in every single 
supplier booth (pace yourself  and go back multiple times), and YOU hav-
ing the time of your life with all your new spectacular pottery people!

I
By Laura Mayer, Artgarden Pottery, Moses Lake, Washington

I decided to join CCSA and attend my first convention last fall because, honestly, I wanted to go to Charleston. I didn’t know much about 
CCSA and I wasn’t really sure what it could do for me. I had been running my little PYOP, Artgarden Pottery, in central Washington for 
about 10 years. I built it from the ground up and had gotten to a point where I thought I could afford Convention and a fun trip. Little did 
I know that I was about to make an investment that would change the course of  my business and my life. Attending Convention was one 
of  the best things ever and I want to share my experience to prepare you for all the awesomeness will be happening in Arizona soon.

 Prepare now for after Convention for big discounts and a brain 
dump. Plan ahead and try to save up some money, because our 
wonderful suppliers will offer amazing specials you don’t want to miss! 
Be prepared to be overwhelmed and buzzing with inspiration from the 
nonstop rush that is Convention. Schedule some time to decompress, 
reflect, and process the great things you just experienced. You’ll be 
filled with new project ideas, new systems for running your business, 
and new ways to make your shop amazing. You took the time and 
money to invest in getting to Convention, so make sure to take it all in.
 Joining the CCSA and going to Convention was the best thing I ever 
did for the growth of my business financially and for myself  mentally. The 
friendships, ideas, and new ways of thinking have made my life better. 
I had originally thought it was all about business, but now I know it is 
mostly about the tribe—you are not alone; there are other crazy, cre-
ative people out there, willing to share their best ideas and practices—
just ask! I know I can’t wait to meet all the new and returning people from 
my new fabulous CCSA pottery “family.” I’m counting down the days until 
we meet again. Be sure to find me at Convention to say hi! e

For more insider 

tips on conventio
n, 

check out the 

enclosed insert 
or visit 

www.ccsaonline.com

http://www.ccsaonline.com
http://www.ccsaonline.com
http://www.ccsaonline.com
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I
Before social media, we went face to face with 
a manager or called the store owner to com-
plain. Nowadays, it’s a little too easy to post a 
grievance online before contacting the owner. 
You want to be ready for this, and check your 
online reviews at least once a week to see 
what people are saying.
 Sometimes the complaint is not justified 
and you’ve tried everything to make that 
customer’s visit great. But sometimes people 
have an ax to grind, and may not realize the 
damage they’re doing. The key is in how you 
respond and take care of  that customer, plus 
future customers.
 Whether the complaint is legitimate or not 
(and we know sometimes they fib), it’s still 
posted for the world to see. You’re probably 
furious that the customer would have the 
nerve to say that. But before you respond, 
there some things you might want to do.
 1. Take a deep breath. Vent with us on 
Facebook Chatter.
 2. Talk to the employees involved if  you 
weren’t present. Get all sides of  the story.
 3. Call the customer if  possible, to discuss 
the situation. Take full responsibility. Even if  
the customer is wrong, their perception is 
their perception. And sometimes they just 
want to be heard.
 “I am so sorry that you had that experi-
ence. It is never our intention for this to hap-
pen. We dropped the ball. I’d like to make that 
up to you by refunding your money on that 
project.”
 Refunds, extra gift certificates, and com-
pensation are all up to the individual studio. It 
depends on each situation, but I also liked to 
pay them back for their time spent with us, so I 
might give a gift certificate or free studio fees.
 Sometimes that’s not enough. In those 
cases I often ask, “What could I do to make 
this right for you?” Once you’ve satisfied 
them, ask them to please remove their 
damaging post. Explain how it can hurt your 
business. If  they don’t remove their post 
even though you’ve made good with them, 
I suggest posting a response: “Sally, it was 
great to talk to you today on the phone. I’m so 

Handling Online Reviews
By Michelle Booth, Art of  Profit, Houston, Texas

It’s not always fair, it’s not always pretty, and it can be so frustrating. I’m talking about online 
reviews. In the digital age, customers want things faster, better, now. Sometimes to the detri-
ment of others. Things I have learned while owning a paint 

your own pottery shop . . .
 Before you call the electrician, check the 
breaker. I won’t discuss how I learned this, 
and how many times it took.
 If it smells funny, investigate. But, you 
know . . . carefully.
 A working knowledge of your toilet’s 
parts will save you time and money. Owning a 
business is Super Glamorous.
 When the plumber sighs, it’s going to 
cost more. 
 If your electrician sighs it is REALLY go-
ing to cost more.
 I’m a lot more willing to try it myself  
with water than electricity. And never the two 
together.
 Every electrician’s and plumber’s grand-
mother had a kiln. They all made full nativity 
sets and did I ever think of selling Christmas 
trees?
 Change or clean your air filters. And not 
“annually.” Do it more often than necessary.
 A good kiln person is priceless. Extra 
supplies on hand are—what is a word for 
more than priceless? That’s what extra ther-
mocouples, relays, and elements are worth.
 Some things are worth doing myself. 
Other things are worth paying someone else 
to do. Figuring out which things are which 
is really important. If I’m going to work this 
hard, I want it to be doing things I like.
 Sometimes you don’t get to do what you 
want, and have to do the things you don’t 
like. If you can think of them as temporary 
inconveniences though, it helps. Spoon full of  
sugar, etc.
 Sometimes it’s nice to have a goal to 
work towards. Sometimes it’s to make it to 
the weekend. Sometimes it feels like you 
won’t make it to the end of the day. You will.
 Innocuous questions feel like insults 
when certain customers ask them. “Busi-
ness doing okay?” feels really aggressive 
coming out of some mouths. Hard not to be 
defensive sometimes.
 Tell yourself, “They’re just jealous.” 
Repeat as necessary. Just make sure you 
don’t say it out loud where they can hear you. 
Because they are totally jealous. Really. e

BUSINESS SENSE

glad we were able to make this right for you. 
We are sorry you had this experience, and 
we look forward to seeing you again soon.” 
Future customers reading this will have a lot 
of  respect for you handling it this way!
 Often, you can’t reach the customer by 
phone, and need to respond to the post. What 
I would do before responding is:
 1. Pull up a blank Word doc and type up 
everything you REALLY want to say to this 
person. Don’t hold anything back. Let it all 
out. Show a few people, maybe post it on 
Chatter, and then delete it! The goal was to 
get it all out, and off your chest.
 2. Now it’s time to write your REAL re-
sponse. “Sally, thank you so much for alerting 
us to this situation. It is important that all of  
our customers have a fantastic experience at 
Pottery Palace. Please contact me at 555-
1212 so I can make this situation right for 
you. I look forward to talking with you.”
 You haven’t taken blame, but you have 
shown that you are willing to make it right. It’s 
not defensive, just helpful. Anyone reading the 
post will see that you are professional, and 
willing to handle the problem.
 Sometimes the customers’ friends will 
also chime in with their opinions on the mat-
ter. The best answer to them is the answer 
you gave the customer, and don’t be defen-
sive or get into an argument with them.
 • “Thank you so much. We have been 
alerted to the situation, and are handling it 
with the customer.”
 • OR “We appreciate all feedback in 
order for us to grow as a business. We look 
forward to having you visit so we can show 
you a good time in the studio.”
 As frustrating as it is to see that a cus-
tomer has had a knee-jerk reaction to a situ-
ation by complaining on social media, it can 
still be fixed before it spirals out of  hand. The 
more positive you remain, the less credible 
their complaint will seem. My most successful 
resolution to this issue has always been to 
take responsibility and apologize profusely. 
After all, the customer isn’t always right, but 
she IS the customer. e



www.colorobbia.it
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ings, ornaments, patterns, and more. Sometimes the color speaks 
louder than the design itself. Have fun going retro!

COPPER
Copper is the metallic of  choice this year, as seen in a variety of  uses 
from lamps, tables, and trays to hardware and decorative accessories. 
Get the look by using a product such as Mayco’s Magic Metallics. Add 
accents of  copper to decorative ceramics after firing, or use them on 
nonfired items like canvas, wood, or glass. Host a metallic night in your 
studio during which customers add nonfired copper to ornaments, 
picture frames, figurines, and wall art.

FAUX REAL AND REAL TEXTURE
Faux marble is still hot for the fall and winter of  2017. Use marbling 
techniques to create interesting patterns on dinnerware, mugs, plant-
ers, and ornaments. Use a silkscreened design on one part of  the 
piece for added interest.
       Faux fur is being seeing in fashion and is a fun trend to incor-
porate into your designs. Using the feather or eyelash yarn painting 
techniques gives your pottery a rich look.

       Hobnail glass is also making a comeback. 
Incorporating texture into class projects or 
holiday samples adds interest and gives an 
element of  surprise. Create patterned texture 
by using cheesecloth as you layer glaze or try 
a product like Mayco’s Sculpting Medium to 
create your own textured pattern.

HYGGE
Pronounced hoo-ga, the Danish art of cozi-
ness is becoming an essential part of the lives 
of Americans at work and home. By incorpo-
rating a sense of warmth into your displays, 
you can inspire people to slow down and enjoy 
a bit of  time during the holiday season to 
connect and create. Flameless candles, coffee, 
hot chocolate, and blankets evoke a feeling of  
simplicity and warm contentment. Use a throw 
blanket as accent piece in a display, then add 
coffee mugs, tea, books, and candles.
       The overarching themes of  mid-century, 
down-home quality time, natural warmth, and 
coziness harken back to simpler days. The 
holidays are a perfect time to reflect, create 

warmth, and enjoy family and friends. Help your 
customers enjoy their holidays even more by making them feel at home 
in your studio as they create new memories. e

FARMHOUSE STYLE + GREEN & BROWN
Inspired by Greenery (Pantone’s Color of  the Year), the natural greens 
and browns found outdoors are an ideal combination for the holidays. 
The country-chic style inspired by Chip and Joanna Gaines of  HGTV’s 
Fixer Upper complement the style with weathered wood, quilts, and 
rustic elements in home decor.
       Add a little plaid and woodgrain to complete the scheme. Use a 
woodgrain mat or stamp to create the pattern easily. Or achieve the 
look of  weathered pottery by applying color onto a detailed shape and 
then wiping back the color. This antiquing process allows the color to 
stay in the recessed areas to produce a vintage look.
       Turquoise and the natural tone of  parchment make an elegant 
combination. Consider wrapping the handle of  a pitcher or the base of  
a planter with jute. Adding natural accents to finished pieces is a fun 
way to conjure up a traditional holiday season.

VINTAGE CHRISTMAS
The mid-century style of  pink for the holidays is back! We’re seeing 
pink in all shades, as an accent and as the feature color. Blush pink or 
soft pink, like Mayco’s Pink-A-Boo, is big in home design when mixed 
with gray, black, and white 
and even animal prints. 
Going the hombre route 
is a great way to add 
an elegant background 
for a bold design. Add 
a slightly olive green 
such as Mayco’s Toad-
ily plus Candy Apple 
Red and you have a 
striking color palette.
       More mid-century 
colors are popping 
up in holiday decor. 
Robin’s egg blue, 
candy apple red, teal, 
and white with a touch 
of  olive green are 
becoming the hottest 
color combinations for 
this Christmas. Going 
bold with nontradition-
al holiday colors gives 
your customers a new 
perspective when selecting 
shapes, patterns, and colors for their seasonal projects.
       Use these color schemes to create vintage designs such as stock-

W
Holiday 2017: Five Golden Trends!
By Crista Toler, Studio Market Coordinator, Mayco Colors

We’re just kicking off summer and here we go gearing up for the holiday season. What better way to help cool off than by planning for 
the holidays? This year we’re seeing trends in lifestyle, home decor, and color in a variety of  expressions.

TREND FLASH



www.maycocolors.com
https://www.youtube.com/user/MaycoColors
https://www.facebook.com/MaycoStudios
https://www.pinterest.com/carter6949/mayco/
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Increasing Your Walk-in Canvas Sales
BRANCHING OUT

A
By Mark Strehlow, Clay Corner Studio, Wausau, Wisconsin

Are you looking for ways to diversify your studio? Or maybe a way to compete with art-based competitors? Walk-in canvas painting offers 
an open palette of  options and a high profit margin. I spoke with Cheryl Tisland of  Burst of  Butterflies in Chandler, Arizona, about how 
she makes walk-in canvas painting successful in her studio.

What success have you found doing walk-in canvas?
Walk-in DIY canvas is one of  four main offerings at our studio and often 
the biggest source of  revenue on a monthly basis. We have hundreds 
of  step-by-step designs for kids and adults. We’ve found that visi-
tors enjoy the fact that they can walk in and choose their own design 
rather than going to a traditional paint night where 
everyone paints the same thing. On average, we do 
about 400 canvases per month. We offer multiple 
sizes (8”x10”, 12”x12”, 16”x20”).

When did you start offering it?
We were set up to offer it two and a half  years ago 
when we first opened. During our soft opening, we 
had many canvas painters trying it out. At the time we only had a hand-
ful of  designs to choose from. We now have nearly 400.

What challenges did you have to overcome and what did you 
do to make it successful?
We focused heavily on making it as simple as possible for walk-in DIY 
canvas so everyone could leave feeling proud of  their creation. We also 
needed to learn the best way to teach how to use paint and brushes 
properly, and blending, dry-brushing, etc., without taking up too much 
staff time. Over time we created laminated instruction sheets, wall 
signage, and separated the canvas area from the pottery area in order 
to keep paints separate.

How do you have canvas set up at your studio? What is the 
process for customers/staff when people do walk-in canvas?
We have samples on the walls and a canvas station with the designs 
in bins, a shelf  of  
blank canvas, brush 
trays, and the paints. 
Any time guests walk 
in, they are greeted 
and we explain our 
options. If  they want 
to do canvas, we 
introduce them to 
the canvas station, 
explain the different 
options, and invite 
them to browse the 
designs. While they’re 
looking through the 
designs, we set up a 
table for them with 
brush trays (five 

brushes, water jar, napkin), easels, and a laminated sheet of  tips and 
how-to’s. Once they pick their designs, we show them how the instruc-
tion packets work, introduce them to the laminated how-to sheet, tell 
them about their brushes and water, and give some quick tips about 
the painting design they have chosen. This all usually takes just a few 

minutes and helps a bunch in the success of  the 
guest creation. We make our rounds frequently to all 
tables and change out water jars and napkins, and 
give pointers.

Do you offer canvas classes and how do 
walk-in and classes play off each other?
We do classes now and then. We don’t get a lot of in-

terest in the canvas classes since a class generally is one painting design 
for all. Even our parties are rarely one painting for the whole group. Usu-
ally during parties and walk-in, everyone picks their own canvas. How-
ever, some people do prefer the group painting experience, so we do try 
to offer group-instructed canvas painting classes about twice a month. 
About every other Thursday, we offer a single canvas design for kids from 
4:30 to 6pm and then for adults from 6:30 to 9pm. Adult canvas classes 
are always BYOB optional. We do not find that the set class time with one 
design for the whole group is very popular.

How do you advertise for walk-in canvases?
When you walk in, you see canvas designs everywhere covering the 
walls. Once people find out that they can choose from hundreds of  
design templates they’re usually sold. We also post on Facebook every 
month about our new designs, with photos. We also have a full page on 
our website with all the designs so people can see what’s new and pick 

their next design to 
paint. All our market-
ing materials, name 
tags, brochures, etc., 
have canvas painting 
included on the list of  
walk-in offerings.
      Clearly, it takes 
more than setting 
out some canvases 
to create walk-in 
success. But with 
planning and some 
creativity, you too can 
grow your studio’s 
competitiveness and 
profitability. e

WALK-IN CANVAS 
PAINTING OFFERS 

AN OPEN PALETTE OF 
OPTIONS AND A 

HIGH PROFIT MARGIN.
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Kaylin Brady
Ceramics have always been a part of my life. While 
studying at the Art Institute, I worked a part-time job 
at a PYOP studio and fell in love, and later bought the 
studio. In my 10+ years in the industry, I’ve relocated 
a studio, built one from scratch, gotten married, and 
had two children. I continuously reach out to employ-
ees and 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 CCSA members.

Jenn Meyers
I’ve been a small business owner for over 10 years, 
first with a retail store that also hosted parties, camps, 
and events. I purchased Walls of Clay 5 years ago and 
now focus on my studio. I have degrees in manage-
ment, marketing, and education. I was a marketing 
director for 12 years for a sports nutrition and body 
building company. After that I taught high school busi-

ness, marketing, and finance. My business philosophy is to think forward, 
consider alternate strategies, and ask myself the tough, higher-level ques-
tions that will help me grow. I love being able to rely on other CCSA members 
to challenge me to think about the bigger picture and move forward.

Michael Harbridge
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 manufac-

turing company for 15 years so I know the manufacturing side, the distribu-
tor 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.

Bre Kathman
As the Education Specialist at Chesapeake Ceramics, 
I help studios learn new information to make them 
more profitable, and I help design new bisque shapes. 
I also work at Meltdown, a studio in central Maryland. 
In January of 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 just for fun.

Erin Racioppi
I’ve been in the business for 14 years and have 3 
studios: Wisconsin Dells, Wisconsin; Smoky Moun-
tains, Tennessee; and Poconos, Pennsylvania. I live 
in Kansas City, Kansas, with my family: my husband, 
Steve, and our 4 children, all under the age of  5. 
Steve joined Polka Dot Pots full time 5 years ago 
and now we work and play together. I became a 

member of  the CCSA even before I started my first studio! I’ve 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’ve lived in Wisconsin for the 24 years, but originally I’m 
from Maine and Massachusetts. I started my studio from 
scratch 12 years ago. I was married for over 30 years, 
and now currently live on my own. I have 3 kids who have 
all left the nest. I am on Chatter all the time, but each day 
I learn something new that makes me a better studio 
owner. Before my studio I worked in many fields, including 

forestry, structural engineering, erosion control for the state of Maine, and a tim-
ber bridge engineer for the U.S. Forest Service. Please feel free to call or email me 
if you ever need anything or have questions. I love helping other studio owners.

Tracy Schultz
I’ve been a studio owner for over 10 years. I purchased an 
existing studio in a small market and after 5 years opened 
my second location in a larger market. I sold the first stu-
dio two years ago and the new owner and I operate in a 
unique way as “sister stores.” We share marketing and 
conduct similar classes, all of which leverages the strength 
of our brand. I have a B.A. with a double major in Psychol-

ogy and Sociology, and I use that degree every day in my studio! I have 3 grown 
sons and have been happily married to my husband for 33 years. Before my stu-
dios I owned a pizza restaurant and a residential cleaning company. My business 
philosophy is to create a fun, creative, and safe environment for people to express 
themselves with an ever-changing atmosphere of new mediums and projects.

Maegan Supple
I’ve spent pretty much my entire adult life working in a 
PYOP studio. I took a part-time job while studying Cos-
tume Design and Chemistry, and then life changed when 
that sweet pottery goodness hit my blood. Since then 
I’ve been a Real Boss for about six years. Outside of the 
pottery world I enjoy coffee, red wine, dinosaurs, buy-
ing more books than I can read, and petting everyone’s 

dogs. I am thrilled to be a member of your CCSA board! I’m ready to work hard 
to help you and the CCSA grow and develop. I believe in cultivating an environ-
ment of positive energy and that we are all in the business of creating happy.

Grace Egan
My studio is in Florida, but I was born and raised in 
Texas. Growing up as a middle child of  7, I loved the 
idea of  running a business centered around families 
spending quality time together. I started working for 
the studio in 2012 and jumped at the opportunity 
to purchase with a business partner in 2014, when 
the previous owner was selling. We rebranded the 

business and reorganized the studio. Unfortunately, after the first year 
my business partner and I went separate ways. It was a tough transition 
and I don’t know what I would have done without the support of  CCSA 
members who were happy to share their experiences. I’ve made many 
mistakes, but have learned so much from the CCSA. I still have so much 
to learn but am excited to represent the newer studio owner! e

BOARD OF DIRECTORS
2017-2018
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BOOK YOUR SANTA . . . SOON!
Where does one find a decent Santa Claus? This is the crucial first step 
in any Santa event. Find an impersonator who is professional, great 
with kids, and doesn’t break character—and a real beard is a plus. 
We found our Santa by word of  mouth, and not only does he have a 
real beard, he also has a really nice custom-made suit. My kids think 
he really is Santa because we see him several other times during the 
holidays—that just adds to the magic!
        The costs of  hiring a Santa will vary by region and by Santa. Our 
Santa in Little Rock, Arkansas, charges $315 for three hours. Julia 
McNair of  DIY Crafts in Birmingham, Alabama, happened upon a “real-
hair, real-beard” Santa and has used him for 10 years now. She says 
he “isn’t cheap,” so to save money, Julia holds the event on a weekday 
so they can “make the big bucks on the weekends” with popular off-
site events.
        Nancy Tuel’s studio, Your Art’s Desire, is in a very rural area in 
Mountain Grove, Missouri. She found her Santa by chance through a 
Facebook post, and he’s a steal at only $50 for three hours! Nancy says 

she gives him $100 and his wife gets a $50 gift card. What a great deal!
        We can’t all be lucky enough to have a husband willing and 
talented enough to play Santa, but Tracy Shultz of  Ceramics For You in 
Antioch and Gurnee, Illinois, does have that good fortune. She says that 
after many years of  renting a costume, she and her husband invested 
$200 in a high-quality suit to add to his credibility as Santa.
        All of  this cost boils down to what you are going to charge for 
your event. Do a little research and find out your potential Santa’s 
reputation first, if  possible. If  he fits the bill, the investment will be 
worth it. “Get a good Santa with an outgoing personality to really make 
the event fun for kids,” suggests Kaylin Brady from Joe Picasso’s in 
Fort Lauderdale, Florida. “A good Santa laugh goes far.”

PHOTOS TO REMEMBER
If  there’s room at your studio for Santa to sit and pose for pics, make it a 
photo op! Laura Winward, owner of Create! Color Art Studio in Narragan-
sett, Rhode Island, found a cool $60 photo backdrop on Amazon that looks 
like a brick wall. Nancy Tuel brings items from home, including chalkboard 

art and a comfy green rocker, to create a cozy setting.
        If  you’re like me and don’t have any free walls 
without shelving, try staging photos in front of  your 
front window display. This includes my Christmas tree 
and faux wrapped presents, a perfect backdrop for 
photos with Santa.

SAVE THE DATE
When will you have your event? Most studios do theirs 
on the weekend, but some, like Julia McNair, save their 
weekends for walk-ins and off-sites. This allows her to 
essentially add another “Saturday” of  sales to her week.
        At The Painted Pig, we tried our Paint with Santa 
event on both a Sunday afternoon and a Saturday 
morning. This year I think we might go back to Sunday 
because this is a slower day for us in the studio during 
the holidays.
        The key seems to be to think about a time that is 
slow for you, then consider the kids coming to the events. 
Do you need to work around naptime? Should you pro-
vide a snack? Tracy Shultz calls her event “Breakfast with 
Santa” and serves pancakes. She has sessions at 9 am 
and 11 am, each lasting 90 minutes. We had a donut bar 
with milk and coffee the year we held the event on a Sat-
urday morning. If  you hold an afternoon or evening event, 

you could have a decorate-your-own-cookie station. e

Paint with Santa Events
STUDIO SUCCESS STORIES

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

T’Tis the season to start planning a money-making, customer-pleasing, festive holiday event! Whether you’re just opening your stu-
dio doors or have been open for a while, events that allow kids to “paint with Santa” are a fun way to gain exposure for your business 
at a crucial time of  the year. My studio has done this event for only two years, but each time has been a hit. Here’s what several other 
studios across the country are doing to make their Christmas painting events a success.

Check out our dig
ital 

edition for photo
s 

and more info on 

pricing, prepping 

for the event, 

and helpful tips 

from studio owners.

Allie and Santa in her studio. 
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In last two issues of  CCSA Today, we put a call out on Chatter for mem-
bers to email photos of  samples to be highlighted in this article series. 
Though many of  you expressed that you were very excited to have ac-
cess to photos of  great sample pieces, we didn’t get a lot of  submis-
sions. Understandably, it proved too much to ask to have people go 
in search of  and then photograph a specific piece. We get it—there’s 
eight zillion photos on your phone and you may not have time to go find 
samples in storage to photograph. So, how will we make this happen?
 This resource is 100% dependent on member participation, so we’re 
taking some steps to help make submitting photos easier. There will also 
now be a quarterly prize for a winner picked at random from photos sub-
mitted during the quarter following each magazine*. Here’s how it works:
 1.  There are now folders on the CCSA Chatter page on Facebook 
that will house our photos of  Samples that Sell (STS) in categories that 
closely mirror most supplier catalogs:
 SAMPLES THAT SELL: Holidays (any and all)
 SAMPLES THAT SELL: Home Decor & Office
 SAMPLES THAT SELL: Kids
 SAMPLES THAT SELL: Patio & Garden
 SAMPLES THAT SELL: Servers (large serving bowls and platters)

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

MMost studio owners would agree that the right sample, or even multiple samples, can turn a piece that’s been collecting dust on your 
shelf  into a best seller. The challenge is creating those samples! The struggle for time, space, and ideas needed to continually generate 
samples that sell in your studio is a very real hurdle for many of  us. The great news is that there’s now a way we can help one another!

 SAMPLES THAT SELL: Tableware (mugs, plates, bowls)
 SAMPLES THAT SELL: Other
 2. At ANY TIME, starting right now, you can upload photos to any 
and all of  these folders. This way, you can help us populate this gallery 
in a way that works for you.
 3. A PRIZE package will be awarded to one studio that is chosen 
at random from all submissions during the quarter following the release 
of  each CCSA Today magazine*. Package includes your item featured in 
CCSA Today and other goodies!
 PLEASE help us build this resource that will be so helpful to ALL of  
our members. Consider the end result; it will be worth the time it takes 
to help create this gallery! When your customers ask, “Do you have any 
pictures of  this painted?” you’ll be able to give them the inspiration 
they need to get creative in your studio. Thank you in advance for taking 
some time out of  your busy schedules to help us create this valuable 
resource. We can’t wait to see what samples sell in your studios! e
 *The first prize will be awarded to a studio that submits from now until September 
15. Additional dates include submissions between September 16, 2017, and February 1, 
2018; February 2–March 6, 2018; March 7–May 26, 2018; and May 27–September 16, 
2018.

www.potteryconsultant.com
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I SAW THE SIGN—AND IT OPENED UP MY MIND
The answer for my studio is digital signage. Like it or not, screens are 
everywhere—and our eyes are trained to look at them. In the past year, 
I’ve seen digital kiosks and signs installed at my 
bank, my hair salon, and yes, even Walmart. And I 
don’t want to get left behind!
 Just as with anything new introduced into the 
studio, a plan of  action and clear goals are key. 
What are you aiming to accomplish? Do you want to 
just inform your customers about products and new 
techniques or do you want to create teaching tools 
to enhance the creating experience? Are you trying 
to boost sales in a particular area or do you want to increase social 
media engagement with your audience?
 Decide what type of content will help you meet those goals. Is a static 
sign such as a menu sufficient, or is a slideshow of upcoming events more 

Digital Signage
TECH TALK: MODERN BUSINESS TOOLS FOR YOUR STUDIO

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

SSigns are our silent salespeople. A FedEx Office survey found that 76% of consumers will enter a store they’ve never visited based on a 
sign, and 68% will make a purchase based on an eye-catching sign. So, if  we all know a good sign can make a sale, how do you take that 
to the next level?

what you’re looking for? Do you need your solution to play videos? Or do 
you need something interactive?
 You’ll also want to evaluate your technological comfort level, how 

much setup time you can invest, and what your ulti-
mate budget will be. Figuring out your goals early will 
help you decide which of  the many styles of  signage 
is right for you.

WHAT’S YOUR SIGN?
Most digital signage platforms consist of a few basic 
parts: the display, the hardware, and the software. The 
display can be any monitor, TV, or even tablet, but you 

need to make sure it has a USB or an HDMI port. Keep an eye out on Craig-
slist or Amazon and at your local wholesale club. Often you can purchase the 
floor model for a great discount. LED screens will use less power and are 
often much lighter, which makes them wonderful for signage. e

Be sure to check
 

out the digital 

edition for more 

great info and a
n 

informational chart to 

help you get star
ted.

FIGURING OUT YOUR 
GOALS EARLY WILL 

HELP YOU DECIDE 
WHICH OF THE MANY 
STYLES OF  SIGNAGE 

IS RIGHT FOR YOU.
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Believe Big is a nonprofit organization whose mission is “to help fami-
lies face, fight, and overcome cancer.” The organization was founded 
by Ivelisse Page and her husband, Jimmy, after Ivelisse’s own amazing 
success in a very tough battle with cancer. I can tell you firsthand that 
Ivelisse and Jimmy are two of  the most giving people I’ve ever met. 
They’ve devoted their lives to helping other people navigate the cancer 
journey. Believe Big is also supporting the Johns Hopkins University 
School of  Medicine in the first clinical trial in the United States using 
intravenous mistletoe to treat cancer.
 You’ll notice that Believe Big is described as a “Christian Organiza-
tion,” but it’s important to note that they do NOT require certain beliefs 
or religious affiliations to participate or receive assistance. They work with 
ALL people, and ALL people are welcome to participate in the Believe Big 
program, including the creation of Believe Mugs. Believe Big is true to their 
mission: “to see cancer patients and their families discover their pathway 

Believe Big
STUDIO SPECIAL

By Lisa Feltz, Meltdown DiY Art Studio, Eldersburg, Maryland

TThis year, the CCSA has chosen Believe Big as the beneficiary for the fundraising auction at Convention. I’ve been working with Believe 
Big for years, so they’ve asked me to introduce them to you, my colleagues. At Convention, I’ll be able to elaborate on the partnership 
we have with Believe Big and how that’s been a mutually beneficial relationship for us throughout the years thanks to their Believe Mug 
program. For now, I’ll give a simpler introduction.

to healing.” We are truly honored to be able to be a part of this vision and 
provide some hope to those who are dealing with this difficult journey.
 To learn more about Believe Big, or to read about mistletoe treatments 
and the clinical trials, visit their website at www.BelieveBig.org. Ivelisse and 
her family will be at Convention this year, so please be sure to visit their booth 
for more information on how your studio can become involved with creating 
Believe Mugs. Thanks in advance to all of you who plan to create amazing 
projects for this year’s auction! Remember that you can support the auction 
even if you are unable to attend Convention by shipping your creations. I look 
forward to seeing you all at Convention and telling you more about how the 
Believe Mug program works at Meltdown. Thanks for all of your support!
 Your masterpiece can be shipped to the following address. It must 
arrive between August 9 and August 22 and be sent FedEx or UPS (no 
USPS): As You Wish CCSA Convention/Auction Item, 1815 W First Ave., 
Ste 104, Mesa, AZ 85202. e

http://www.BelieveBig.org
www.totalmosaic.com
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There are a lot of factors to consider. Is this a major holiday celebrated by 
a large population of your customers? Many small businesses close on the 
major holidays. Thanksgiving, Christmas, and Easter are non-negotiable 
for most businesses. However, if  you’re in an area where many people 
do not celebrate these holidays, it may make sense 
to be open.
 What else is happening in your area? Does your 
community host a large festival? Free festivals in par-
ticular are extremely hard to compete against—es-
pecially if  the weather cooperates.
 What would you and your staff like to do? For me, because I work so 
much already, the national holidays are great excuse for me to close, step 
away, and completely relax. My customers have come to respect that we are 

To Close or Not to Close? 
That Is the Question

SERVICE WITH A SMILE

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

II’m talking about holidays, big and small. Do you throw open your doors and hope people go to your studio on those days, or do you 
shut it down, walk away, and enjoy the time off? The decision is hard. If  you are a newer studio, you may have to try out a few holiday 
openings to see which ones are beneficial to be open, and which ones make sense for you to be closed.

not open on any holidays (we even close on Mother’s Day and Father’s Day). I 
personally do not want to cover a shift on any holidays, and as we all know, it is 
far too easy for an employee to “change their mind” at the last minute and call 
out. Making the decision just to close gives me the peace that I don’t have to 

expect the unexpected. My employees do appreciate the 
ability to plan holiday events with their families as well.
 If  you choose to close, make the decision 
as far out as you can. I often update my calendars 
up to a year ahead of  time, making notes of  the 

major holidays that our studio will be closed. It’s a good idea to update 
on Facebook, your website, your outgoing phone messages, and even 
your Google listing because Google now has an option where you can 
note that you are closed on certain holidays.  e

IF YOU CHOOSE TO CLOSE, 
MAKE THE DECISION AS 
FAR OUT AS YOU CAN.

www.jubileecreative.com




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


Psychology shows us that just 
getting consumers through the 
door—which may seem a daunt-
ing task—is essential to draw in 
customers and establish a loy-
alty that will keep them coming 
back. Theory states that small 
contributions of  time and energy 
may encourage larger ones over 
time. This process can best be 
initiated by a business by offering 
small concessions to consumers 
in hopes that with a little invest-
ment they will return, giving your 
business an ultimate net gain and 
devoted customer base over time.
 Here are a few tactics that 
develop that business-consumer 
relationship and encourage new 
customers to continue coming back for more:
 TEASER PIECES Newbies often feel overwhelmed with the amount 
of  commitment involved in finishing a piece and the unexpected costs. 
Advertising smaller, seasonal pieces at lower prices leaves customers 
satisfied at the low cost and provides them with a taste for the art, leav-
ing them wanting more. There are many ways to implement this; with a 
piece that costs the business only about 50 cents, an owner can still turn 
a profit and potentially sway an individual into developing a commitment 
to painting. This can be as simple as having small ceramic eggs during 
Easter, flower tiles for spring, or small snowmen in the winter. This also 
allows parents to give children the joy of  painting without worrying about 
spending a lot on the more expensive pieces that may not come out as 
intended.
 PROMOTIONAL BONDING In most cases devoted customers bring 
their friends and family into the studio. The best thing an owner can do is 
monopolize this opportunity. Many studios successfully offer promotions 
that reduce or eliminate some fees if  a customer brings a buddy. Some 
studios have effectively provided promotional weeks where bringing a 
new friend may earn them a piece for half  off or a free studio fee. Oth-

How to Get Customers in 
the Door and Coming Back

STUDIO SPECIAL

By Genevieve De Gange, A Colorful Universe, San Diego, California

IIn a society that seems fashioned for a quick lifestyle, taking time to settle down and practice a hobby may be harder to sell than ex-
pected. For studio owners, the holistic goal is to introduce a taste of  artistic self-expression into the lives of  customers in hopes that 
they will continue to pursue it and provide business. However, to the everyday person, investing time and money in painting a pottery 
piece may seem challenging, especially when they’re doubtful of  their artistic talent. Similarly, with the bombardment of  ads on TV and 
computer screens, individuals often glide right over them, which depreciates the time, energy, and money spent on marketing. Thus one 
of  the largest obstacles studios face is enticing the average individual to devote their energy and money to painting.

ers have been successful by giving 
discounts to groups larger than 
three or four. This not only raises 
studio attendance on these days, 
but it creates a network of  new in-
dividuals who have enjoyed a posi-
tive experience with their friends 
who will think to come back again.
 COMPLEMENTARY WORKS 
Hosting parties is a great way to 
gain income, but at kids’ parties, 
parents or siblings may be ex-
cluded from painting because the 
host doesn’t want to pay for them. 
Often, parents don’t consider this 
opportunity as a chance to take 
some personal time or share a 
bonding experience with their 
other children. Offering a small 

complementary piece, such as a tile or refrigerator magnet, may win a 
prospective customer at a minimal cost, and an otherwise boring visit 
may be transformed into a family tradition that brings more revenue in 
the future.
 FUTURE REWARDS Now that the foot is in the door, you want your 
customers coming back. One way to maintain your captive audience is 
through promising future rewards, which can be done through coupon-
ing. A simple “$5 off your next piece” or “free studio fee” can help retain 
new customers and encourage them to return soon. Rather than these 
coupons seeming like a loss, they actually give your customers positive 
reinforcement and incentive to return. And those who do use the cou-
pons are predicted on average to spend more money; those who don’t 
will still be encouraged to come back regardless. These coupons also 
work best if  they display a specific amount rather than a percentage. 
A “20 % off” coupon won’t seem as tangible to customers as “$5 off” 
because often consumers aren’t inspired to do the math. Couponing 
that is simpler relays to a customer exactly what they’re saving and may 
enhance their chances of  entering the shop again. e
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By Crystal Schenck McFarlin, 
Creative Director, Painted Earth Pottery, Temecula and Menifee, California

MATERIALS
 Canvas  Large oval wash brush
 Medium flat brush Medium round brush
 Small script brush Palette

ACRYLIC COLORS
 White  Emerald Green  Bright Blue
 Burnt Umber  Black   Warm Yellow
 Orange  Bright Red  Violet

Using a flat brush with White, mark out the vase with a verti-
cal brush stroke for the right and left sides, connected at the 
bottom by an upside down arch. Next, mark the table top by 
making a horizontal line all the way across the canvas, leav-

ing the vase area blank.

Mix equal parts Emerald Green, Bright Blue, and White to 
make Teal. Using the oval wash brush, paint the background 
and sides of the canvas, leaving the vase and table unpainted.

Paint the table Burnt Umber, adding a small amount of  Black 
anywhere you’d like a shadow effect.

Paint the vase using a flat brush with White.

Imagine where the outside perimeter of  your flower arrange-
ment will be. Take a small amount of  Emerald Green and 
Warm Yellow onto the flat brush. Turn the brush sideways 

to use the thin part to make stems, starting near the imaginary outside 
perimeter and pulling outward toward the canvas edge at a slight angle. 
Next, line the outer sides of  each stem with leaves in a mixture of  Emer-
ald Green, Warm Yellow, and a small amount of  White.

While the leaves are drying, return to the vase, adding an-
other coat of  White with the flat brush. If  some of  the back-
ground is still showing through, do one more coat if  desired.

Use your imagination for the flowers. With your round brush, 
dip into 2–3 colors of  choice. Press the brush down at an 
angle and swirl it all the way out to the shape of  the flower 
as desired. You’ll see all of  your colors appear as you cre-

ate these swirls. Repeat this step as many times as you wish, applying 
a fresh scoop of  colors for each flower. (Important: Do not paint any 
flowers on top of  the vase yet.)

Scoop Black on one side of  the flat brush. Starting at the 
bottom left corner of  the vase and holding the bristles verti-
cal against the side of  the vase, swoop the brush to trace 
the upside down arch at the bottom of  the vase, keeping the 

edges of  the line flush with the sides. Continue making stripes all the way 
up the vase. Allow to dry.

Now add some smaller flowers to fill in the empty spaces, us-
ing the round brush and colors of  choice. Overlap some on 
the front of  the vase. Dip the brush into Burnt Umber, Warm 
Yellow, and White and tap it in the center of  each flower.

Add some depth by creating smaller stems and leaves in the 
front of  the arrangement. With the tip of  the round brush, 
grab Emerald Green and Warm Yellow and create 2–3 small 
arches in the front of  the flowers with one brushstroke. Next, 

create the same leaves that you made earlier, but in a smaller scale, lin-
ing sides of  the arched stem.

Think about where to place the fluffy flowers. Grab more Em-
erald Green and Warm Yellow on the tip of  the round brush 
and make stems with one thin stroke. Tuck some behind 
other flowers and pull some directly across them. Drop one 

down in front of  the vase. Place a wavy stem on the table. Dip the flat 
brush into 2–3 colors and tap the brush at the ends of  each stem 
to create the fluffy flowers. Tap a little White on top of  the colors for 
highlights.

Add dots to the flower centers using Warm Yellow, Black, 
and White on the end of  the brush handle. Add highlights 
by swirling a small amount of  White around the outer edges. 
You can also add a cute highlight to the vase with a color of  

choice. If  you feel you’d like to add another rose in the front, now’s the 
time! You can also customize the design with ladybugs, holly berries, and 
a candle, or other accents. e
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By Becky Maiefski, Clay ’n Latte, San Diego, California

MATERIALS
 Clay
 11”x14” canvas boards
 2 wooden dowels, 3/16” diameter
 1” PVC pipe, about 14” long
 Wooden or bamboo skewer
 Leaf  and wing templates
 Plastic fork
 Plastic bowl
 Glaze colors of  choice

Place the dowels on 
opposite sides of  the 
canvas board. Using 
the plastic pipe as 

a rolling pin, roll out the clay on 
the board to the thickness of  the 
dowels.

Lay out the templates 
on the clay. Cut out the 
shapes by tracing around them with the point of a skewer.

Smooth the edges of  the clay with one finger dipped in water.

Use the skewer to LIGHTLY draw a curved line in the center 
of  the leaf. With the plastic fork, LIGHTLY make lines from 
the center out.

Roll 5 clay balls in graduated sizes.

Attach the balls and wings by scoring the clay with the fork 
and adding a little water with one finger. Press the pieces 
onto the leaf  to make your dragonfly.

Make a small coil for the antennas and attach with water.

Use the skewer to add details to the dragonfly.

Press the leaf  into a plastic bowl to shape. Allow to dry thor-
oughly.

Fire to 
one 04.

Paint as desired, 
clear glaze, and fire 
to cone 06. e
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Dragonfly Bowl

Glass Tree
By Gabi Cawley, Kiln Born Creations, Easton, Maryland

MATERIALS
 Base: 12”x12” clear square
 Leaves: Opaque and transparent multicolored scraps, at least 1”x21/2”
 Leaf decorations: Opaque multicolored rods, stringers, and noodles
 Tree: Opaque Brown
 Base design: Black and White opaque chips
 Sharpie, Cardboard, Scissors, Glass cutting tools,  Glue

Sketch out or trace the pattern of  the tree trunk and 
branches onto the clear base.

Cut small pieces of  opaque Brown to fit tightly into the tree 
outline (like a mosaic).

Trace out a small leaf  on cardboard and cut out. Using this 
template and a Sharpie, trace 16 leaves of  various colors 
of  glass.

Cut out the colored leaves and place them at the end of  
the branches. (We allowed the top three leaves to barely 
overhang the base piece.)

Nip the rods to make dots. Decorate each leaf  using these 
dots, plus stringers and noodles for stripes.

Glue down the tree pieces, 
the leaves, and the 
leaf  decorations.

Place alternating 
Black and White 
chips along the 
bottom edge 

and glue down.

Fire to a 
contour fuse. e
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Carefully remove the bisque form. 
Cover the piece lightly with plastic 
to allow it to dry slowly.

When piece is leather hard, 
smooth any rough places with a 
damp sponge.

When fully dry, fire piece to cone 
04.

Slowly add water to glaze to the consistency of  skim milk. 
Lightly brush on one coat, using a different color for different 
leaves. Color will pool and be darker in the vein areas.

With a sponge, carefully clean any areas that are not part of  
a leaf  design. Allow to dry.

Clear glaze and fire at cone 06. e

By Diane Heidt, Color Me Mine, Dublin, Ohio

SUPPLIES
 White low-fire clay
 Slab roller or rolling pin
 Craft foam sheets
 Fresh maple leaves (or other botanicals for variation)
 Bisque cylinder shape as form
 Cleaning tool (with blade)
 Sponge
 Bright red glaze
 Bright orange glaze
 Dark yellow glaze

Cut a slab 
of  clay a few 
inches thick 
and place it 

between two craft foam 
sheets (to keep a smooth 
texture while rolling). Run it 
through a slab roller slowly, 
thinning it and rotating it 
to make a large rectangle, 
1/2” thick.

Lay maple 
leaves, heavy 
vein side down, 

over most of  the piece. Roll to 1/4” thickness, pressing the leaves into 
the clay. Remove leaves carefully.

Trim edges to be level and wrap carefully around a bisque 
cylinder form.

Overlap the edges where they meet and trim any excess. 
Score both seams, add slip, and press together, making sure 
to get a good bond that will hold after firing.

Press another leaf  into a small piece of  clay and cut out 
around it. Score and slip this extra leaf  onto the clay cylinder.
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Fall Maple 
Leaf Candle
Lantern
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By Susan Bucci, The Painted Peacock, Greenville, North Carolina

SUPPLIES
        Clay carbon paper
        Adhesive vinyl or contact paper
        Transfer tape
        Basswood craft round (available at craft stores)
        Decoupage medium
        Sponge
        Black acrylic paint
        Silver metallic acrylic paint
        Detailed stamp
        Sponge dotter
        X-acto knife with new, sharp blade
        Sawtooth hanger and 2 nails

Print to scale a high-contrast profile photo of a child or animal 
onto clay carbon paper. (Check out our tips section for more 
info on taking a profile photo)

Trace the image onto the front side of adhesive vinyl, including as 
much detail as you can comfortably cut out with an X-acto knife.

Using a sharp X-acto knife, cut out the vinyl silhouette. (This 
project uses the negative cut-out, but do not cut any excess 
lines if you wish to use both the positive and the negative.)

Place transfer tape on top of the vinyl and press firmly. Expose the 
adhesive backing and adhere the stencil to the craft wood piece. 
Remove the transfer tape and press the stencil down firmly.

Dip your finger into the decoupage medium and run it along 
the seam between the wood and the vinyl. Allow to dry.

Dip a sponge into Black acrylic paint, dab off excess paint, and tap 
it lightly inside the stencil. Allow to dry. Remove the stencil when 
you have achieved your desired saturation (typically 2 coats).

Add a few drops of Silver paint to 
the Black, just enough to add a 
slight contrast and sheen. Using 
a sponge dotter, apply this paint 

to the stamp and stamp it over the black 
silhouette. Remove the vinyl stencil.

For the name, freehand the let-
ters, trace with clay carbon paper, 
or use a vinyl cutter program.

Fill in with paint as above, or use a paintbrush to fill in the 
letters.

Attach a saw tooth hanger to the back.

Children with long hair should either tie it in a ponytail or hang 
it behind their shoulders so their neck and shoulder are visible.

Do not have your subject smile. A relaxed face is best.

Make sure it is a clean profile photo, meaning the features of  
the nose can be clearly outlined.

Taking the photo against a blank wall or window makes it easier 
to see the details.

The more details you can cut out of your silhouette, the better 
and more true it will look.

Cut the vinyl from the front side, not the paper backing. You will 
get much cleaner details.

Don’t waste the positive part of your silhouette! Adhere it to 
a dry piece of pottery or wood, and paint over it. When you 
remove the vinyl, you’ll have a perfect silhouette! e

Patterned 
Silhouette 
on Wood
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Using a round brush and Medium Brown, fill in the pumpkin 
stems. Again, paint in single brushstrokes and move on.

Using a round brush and Bright Blue, fill in a circular area 
around the pumpkins. Again, only a single coat is needed. 
Paint in single brushstrokes and move on.

Using a round brush and Bright Green, fill in the area outside 
of  the blue circle.

Using the same Medium Leaf  Green as for the pumpkin 
leaves, paint the last ?” of  the plate edge, painting right 
over the other green. Allow to dry.

Using Black, outline the pumpkins, leaves (including veins), 
and stems (including tree-bark-type lines).

Using solid foam stamps with Black, add some patches of  
leaves around the edge of  the plate.

Finish with 
a black rim.

Clear 
glaze 
and fire 
to cone 

                  06. e

MATERIALS
        Bisque plate
        Variety of  detailed rubber stamps
        Solid leaf  stamp (medium to large)
        Sponge on a stick
        Round brush
        Pattern printed on clay carbon paper
        Bright-colored washable marker (not black)

GLAZE COLORS
 Black   Bright Orange 
 Deeper Orange (optional) Medium Leaf  Green 
 Medium Brown   Bright Blue
 Bright Green

Trace the pumpkin pattern onto the plate. Use a bright-col-
ored marker to outline the pumpkins so you will still be able 
to see them after step 2.

Using a sponge on a stick, apply Black glaze to the rubber 
stamps. Stamp the entire face of  the plate. Allow to dry.

Using a round brush and Bright Orange, fill the pumpkins 
with a single coat of  glaze. Do not overwork the glaze 
because this will smear the stamps. Paint in single brush-
strokes and move on. If  desired, use a deeper orange to 

shade the pumpkins by brushing it on one side of  each pumpkin rib. (You 
can also fancy up your pumpkins even more by adding rows of  orange 
dots on one side of  each pumpkin rib.)

Using a round brush and Medium Leaf  Green, fill in the 
leaves of  the pumpkin. As before, paint in single brush-
strokes to avoid smearing the stamps.

Layered 
Pumpkins 
Plate
By Jolynn Kelly, Fat Cat Pottery

TThis design works best with delicate-patterned rubber stamps because large solid stamps 
are overpowering. But for the solid accent leaves at the edge of  the plate, solid foam stamps work best.
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BOOK YOUR SANTA . . . SOON!
Where does one find a decent Santa Claus? This is the crucial first step 
in any Santa event. Find an impersonator who is professional, great 
with kids, and doesn’t break character—and a real beard is a plus. 
We found our Santa by word of  mouth, and not only does he have a 
real beard, he also has a really nice custom-made suit. My kids think 
he really is Santa because we see him several other times during the 
holidays—that just adds to the magic!
        The costs of  hiring a Santa will vary by region and by Santa. Our 
Santa in Little Rock, Arkansas, charges $315 for three hours. Julia 
McNair of  DIY Crafts in Birmingham, Alabama, happened upon a “real-
hair, real-beard” Santa and has used him for 10 years now. She says 
he “isn’t cheap,” so to save money, Julia holds the event on a weekday 
so they can “make the big bucks on the weekends” with popular off-
site events.
        Nancy Tuel’s studio, Your Art’s Desire, is in a very rural area in 
Mountain Grove, Missouri. She found her Santa by chance through a 
Facebook post, and he’s a steal at only $50 for three hours! Nancy says 

she gives him $100 and his wife gets a $50 gift card. What a great deal!
        We can’t all be lucky enough to have a husband willing and 
talented enough to play Santa, but Tracy Shultz of  Ceramics For You in 
Antioch and Gurnee, Illinois, does have that good fortune. She says that 
after many years of  renting a costume, she and her husband invested 
$200 in a high-quality suit to add to his credibility as Santa.
        All of  this cost boils down to what you are going to charge for 
your event. Do a little research and find out your potential Santa’s 
reputation first, if  possible. If  he fits the bill, the investment will be 
worth it. “Get a good Santa with an outgoing personality to really make 
the event fun for kids,” suggests Kaylin Brady from Joe Picasso’s in 
Fort Lauderdale, Florida. “A good Santa laugh goes far.”

PHOTOS TO REMEMBER
If  there’s room at your studio for Santa to sit and pose for pics, make it a 
photo op! Laura Winward, owner of Create! Color Art Studio in Narragan-
sett, Rhode Island, found a cool $60 photo backdrop on Amazon that looks 
like a brick wall. Nancy Tuel brings items from home, including chalkboard 

art and a comfy green rocker, to create a cozy setting.
        If  you’re like me and don’t have any free walls 
without shelving, try staging photos in front of  your 
front window display. This includes my Christmas tree 
and faux wrapped presents, a perfect backdrop for 
photos with Santa.

SAVE THE DATE
When will you have your event? Most studios do theirs 
on the weekend, but some, like Julia McNair, save their 
weekends for walk-ins and off-sites. This allows her to 
essentially add another “Saturday” of  sales to her week.
        At The Painted Pig, we tried our Paint with Santa 
event on both a Sunday afternoon and a Saturday 
morning. This year I think we might go back to Sunday 
because this is a slower day for us in the studio during 
the holidays.
        The key seems to be to think about a time that 
is slow for you, then consider the kids coming to the 
events. Do you need to work around naptime? Should you 
provide a snack? Tracy Shultz calls her event “Breakfast 
with Santa” and serves pancakes. She has sessions at 9 
am and 11 am, each lasting 90 minutes. We had a donut 
bar with milk and coffee the year we held the event on a 
Saturday morning. If  you hold an afternoon or evening 

event, you could have a decorate-your-own-cookie station.

Paint with Santa Events
STUDIO SUCCESS STORIES

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

T’Tis the season to start planning a money-making, customer-pleasing, festive holiday event! Whether you’re just opening your studio 
doors or have been open for a while, events that allow kids to “paint with Santa” are a fun way to gain exposure for your business at a 
crucial time of  the year. My studio has done this event for only two years, but each time has been a hit. Here’s what several other studios 
across the country are doing to make their Christmas painting events a success.

Allie and Santa in her studio. 



PRICING AND ADD-ONS
What will you charge for your event? What’s included? Should you offer 
upgrades or other add-ons? Offering the option to add a small keep-
sake ornament to participants’ tickets adds extra sales to the day and 
doesn’t cost you much more.
        For the studios I interviewed, the average price charged was 
around $30. If  you’re including a lot of  extras—like printed photos 
with Santa, donuts or pancakes, or pottery customization with names 
and dates—you can probably charge up to $50 to help cover those 
expenses. We charge $49, which includes a custom plate (this can be 
upgraded to a bigger size, too) and we offer an ornament add-on for 
$10. Siblings who sign up are added at a discounted rate of  $35. We 
also provide lots of  snacks and goody bags for the kids. It’s a lot of  
work, especially for the custom plates! We sell out every year with these 
prices.
        Julia McNair says she will start her price at $32 this year and let 
parents customize their options by adding ornaments, upgrading the 
size or shape of  the plate, or substituting a clay ornament instead of  a 
bisque one. Kaylin Brady offers a plaster ornament option as a make-
and-take that they paint at home with acrylic. Tracy Shultz offers an 
add-on option for a “Santa’s Milk” mug for $10. Whatever you choose 
to charge, just remember that you need to cover your costs while still 
creating the fun experience.

PREPARING FOR THE BIG DAY
Staff appropriately—you definitely want there to be plenty of  staff to 
help the event run smoothly! It helps to have a dedicated staff member 
play elf  by helping Santa with the names of  the children and organizing 
the line to see him.
        Advertise early. It’s never too soon to start promoting your event 
to your customers. Make a list of  food to pick up, decorations you may 
need, and plan where Santa’s chair will be, making sure the lighting is 
good for photos. If  you’re going to do prints of  Santa’s hand on plates, 
plan on doing those before the event starts so Santa can concentrate 
on the kids. We make little tickets to go with each plate with the name 
of  the child, parent, design choice, and if  they upgraded or added an 

ornament.
        Finally, consider requiring event registration upfront. Most of  the 
studios I spoke with do this to know how many people to expect and 
prepare for. Plus, this can allow you to prep in a variety of  ways, like 
being able to mark plates with children’s names on the back before the 
event even starts.
Other Helpful Tips
        “Every parent with a baby, I tell them I started our Paint with 
Santa event because I didn’t want to stand in line with my kid at the 
mall. We also emphasize how each kid can meet Santa at his or her own 
pace. They have time to warm up to him.” —Julia McNair, DIY Crafts, 
Birmingham, Alabama
        “Label all the plates with first and last names before the event 
begins. Have Santa ‘suit up’ in the studio (bathroom or storage room) 
so no one sees him arrive. Also, consider this event part of  the holiday 
spirit, not as a cash cow. Price it reasonably and deliver a great experi-
ence. It’s great marketing for your studio and pays off all year.” —
Tracy Shultz, Ceramics For You, Antioch and Gurnee, Illinois
        “We used to take the photos and email them to the customer but 
it was hard to keep everyone straight. Everyone has smart phones now 
so we just let them take the pics themselves. Make sure you get a good 
reputable Santa. We once had a Santa telling kids he lived in the same 
town as them. Oops! Never used him again. Lesson learned.” —Kim 
Raiguel, All Fired Up, Collingswood, New Jersey
        “Use decorations from home or if  you purchase, be sure you can 
get a few uses out of  it. Glean ideas from others but be realistic and go 
with what works for you in your community. I’d love to do bigger events 
but it just won’t fly here [in a rural community].” —Nancy Tuel, Your 
Art’s Desire, Mountain Grove, Missouri
        “Make sure there aren’t any other Santa events going on in your 
town at the same time. That happened our first year. We now do it the 
weekend before Thanksgiving so that we miss the town tree lighting 
and Santa events that are the first week of  December.” —Laura Win-
ward, Create! Color Art Studio, Narragansett, Rhode Island
         Good luck, and a big thanks to all the studios that were willing 
to share their experiences! e



I SAW THE SIGN—AND IT OPENED UP MY MIND
The answer for my studio is digital signage. Like it or not, screens are 
everywhere—and our eyes are trained to look at them. In the past year, 
I’ve seen digital kiosks and signs installed at my 
bank, my hair salon, and yes, even Walmart. And I 
don’t want to get left behind!
 Just as with anything new introduced into the 
studio, a plan of  action and clear goals are key. 
What are you aiming to accomplish? Do you want to 
just inform your customers about products and new 
techniques or do you want to create teaching tools 
to enhance the creating experience? Are you trying 
to boost sales in a particular area or do you want to increase social 
media engagement with your audience?
 Decide what type of content will help you meet those goals. Is a static 
sign such as a menu sufficient, or is a slideshow of upcoming events more 
what you’re looking for? Do you need your solution to play videos? Or do 
you need something interactive?
 You’ll also want to evaluate your technological comfort level, how 
much setup time you can invest, and what your ultimate budget will be. 
Figuring out your goals early will help you decide which of  the many 
styles of  signage is right for you.

WHAT’S YOUR SIGN?
Most digital signage platforms consist of a few basic parts: the display, the 
hardware, and the software. The display can be any monitor, TV, or even 
tablet, but you need to make sure it has a USB or an HDMI port. Keep an 
eye out on Craigslist or Amazon and at your local wholesale club. Often you 
can purchase the floor model for a great discount. LED screens will use less 
power and are often much lighter, which makes them wonderful for signage.
 The hardware you use is what you will plug into your display. It could 
be as simple as a USB flash drive or a fully functional PC running Windows 
10. The key is that it must be compatible with both your display and your 
software. Popular hardware options include a Chromebit, Android Stick, 
or an Intel Compute Stick. These will set you back an average of  $100. 
Some software will even run on a Chromecast or an Amazon Fire TV 
Stick, which are a much easier to manage $30–$40.
 The CMS (Content Management Software) you use will be how you 
remotely tell your device what to display. This is where the real decisions 
come in, because there are hundreds of  different software options!

SIGN, SIGN, EVERYWHERE A SIGN
 One of  the easiest ways to jump into digital signage is to simply load 
a slideshow of  images or a PowerPoint presentation onto a USB drive 
and plug it into your display. Keep in mind you’ll want to export your 
PowerPoint as a video file and set it to loop. The downside to this method 

Digital Signage
TECH TALK: MODERN BUSINESS TOOLS FOR YOUR STUDIO

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

SSigns are our silent salespeople. A FedEx Office survey found that 76% of consumers will enter a store they’ve never visited based on a 
sign, and 68% will make a purchase based on an eye-catching sign. So, if  we all know a good sign can make a sale, how do you take that 
to the next level?

is the lack of  scalability and customization you have. You also may need 
to set it up each time you turn on your TV.
 Another inexpensive way to get started is to use a Google Chrome de-

vice (Chromecast, Chromebit, etc.) and the Chrome Sign 
Builder App, which will allow you to schedule your display 
to show a specific URL—great for static images—or 
from a YouTube playlist. You can also create a Google 
Presentation and autostart and autoloop the slideshow. 
You may also want to set your display/device into Kiosk 
Mode so that it cannot be used for anything else.
       I’d highly recommend playing with a few of these op-
tions, as many offer free trials or demos! There’s a handy 

informational chart in the digital edition with some key feature breakdowns to 
give you some guidance on where to start—be sure to check it out.

SIGN ME UP
 So will it work in your studio? Is it worth it? As always, only you can 
decide! Personally, my main studio digital signage goals are to increase 
my social media engagement (marketing and brand awareness) and to 
enhance the experience my customers have in the studio (inform and 
retain customers). With the right set up, I am ready to make it happen. 
Come find me at Convention and I’ll let you know how it’s going!
 If  you want to go a step above the options we’ve already explored, 
look at a more robust CMS option. Software such as RiseVision, Screen.
Cloud, or OnSignTV are web-based options that involve using a drag-
and-drop designer to create content that you can then schedule to play 
on a compatible device attached your display. In addition to video and 
images, they offer widgets that will display social media feeds such as In-
stagram and Facebook. Other widgets include a clock, weather forecasts, 
and RSS feeds. These options will provide more control over the design 
of  your display as well. One screen can have multiple areas with different 
widgets or images that change independently.
 Have a bigger budget to work with? Want to turn your display into an 
interactive screen? You may want to consider slick software like Enplug. 
In addition to videos and images, this CMS option, along with UpShow, 
offers a dynamic widget that will show a live Instagram feed that encour-
ages customers to post to Instagram and show up on your screen. Both 
options come at a premium price, but if  social engagement is your main 
goal and you have multiple screens, they may be worth it for you.
 But if  a monthly fee isn’t your speed, consider looking to Mvix. This 
digital signage company sells proprietary devices that come with includ-
ed CMS. The various XHIBIT devices from Mvix will offer different levels 
of  features based on their price point, but include similar widgets and 
apps as other software. While there is a higher initial investment, this 
may great choice for those who are committed to the concept of  digital 
signage, particularly if  wanting multiple screens. e

FIGURING OUT YOUR 
GOALS EARLY WILL 

HELP YOU DECIDE 
WHICH OF THE MANY 
STYLES OF  SIGNAGE 

IS RIGHT FOR YOU.
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Thomas Jefferson said, “Honesty is the first chapter in the book of  wis-
dom.” And I thought, this is exactly what we need. Being honest about 
our struggles in a constructive way will encourage and help us to be-
come wiser and better equipped to deal with difficult situations. We can 
learn from one another’s experiences. So I hope you will join me in this 
series as we share our insights on just about anything that relates to us 
as studio owners.
 Even though our lives go through different stages at different times, 
we have the common thread of  loving our studios and running our own 
businesses. After getting some feedback from some of  you, I love that 
we can all say, “I love my job!” One example, Julya Myers of  Amazing 
Art Studio in Gaithersburg, Maryland, loves the flexibility. She and her 
husband, John, were able to work the studio around homeschooling their 
kids, and now as grandparents they can enjoy helping out with their 
granddaughter. She shared with me that the flexibility made their world 
amazing because their family spends so much time together. I think a lot 

Sharing Insights, Part 1
STUDIO SPECIAL

By Sara Kojaku, Instructor and Author, little tot moppet, Murrieta, California

TThis article idea was born from a personal place of  insecurity and vulnerability. As we all know, being a business owner has its highs, 
lows, and every other emotion in-between. During those highs I never think twice about calling or texting a friend or family member 
to share the exciting news of  this or that. We feel happy together and share lots of  positive emojis. During the frustrations and fits of  
feeling upset I am also quick to share. But during the low places of  guilt and insecurity, I definitely think twice before reaching out. Do 
you feel that way too?

of  us can agree that we will always be thankful for the treasured time we 
get with our families.
 As a collective group, we have different experiences during different 
phases of  life, just as, if  you are a parent, you know that the challenges 
are different when your children are younger versus when they get older. 
Maybe you don’t have kids, or maybe you are a single parent like me. 
Some studio owners are empty nesters or in another unique situation. 
I love that we will be able to talk about our favorite parts of  the studio, 
time management, knowing when to say no, and how all of  us will bring 
something different to the table. Whatever the case, I cannot wait to get 
into all of  these topics with you!
 What topics do you want to discuss? Do you have insight that can 
be shared about our common joys, frustrations, or struggles? Email me 
at littletotmoppet@gmail.com and let’s get to sharing and growing to-
gether. e

mailto:littletotmoppet@gmail.com
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Sports Ball Salad Plates 
Recipe Courtesy of Gare, Inc. 
 

Ingredients 
Bisque 
# 1004 Tuscany Coupe Salad Plate (3) 
 
Beach Ball Color 
FS-2301 Smiley Face 
FS-2303 Lime Ricky  
FS-2314 Black Lab 
FS-2391 Red Blaze 
FS-2396 Anchors Away 
FS-2397 Tangy Tangerine 
 
Basketball Ball Color 
FS-2314 Black Lab 
FS-2377 Pumpkin Pie 
 
Soccer Ball Color 
FS-2300 Polar Bear 
FS-2314 Black Lab 
 
Brushes and Other Materials 
# 6672 Majestic #8 Round Brush 
# 6322 Fun Writers (7) 
 

Instructions (Read all instructions before you begin) 
 
BEACH BALL 
Step 1- Using the #8 Round Brush, apply 3-4 coats of Black Lab to completely cover plate. 
 
Step 2- Trace pattern onto plate. 
 
Step 3- According to numbered pattern below, fill in dotted areas of beach ball beginning from the 
center of the pattern, gradually making dots larger as you work out toward the edge of the plate.  
 
Step 4- Fill in solid areas with Fun Writer, being sure to leave a thin line of the Black Lab exposed 
between solid and dotted areas of the pattern. 
 
Step 5- Allow to dry, dip into clear glaze and fire to cone 06. 
 
SOCCER BALL (Follow Steps 1-2 above) 
Steps 3- Using a Fun Writer filled with Polar Bear, apply small dots to outline each hexagon according 
to the pattern below.  
 
Step 4- Fill in each dotted hexagon, making dots gradually larger as you work toward the center of 
each shape. Go to Step 5 above. 
 
BASKETBALL (Follow Steps 1-2 above) 
Steps 3- Using a Fun Writer filled with Pumpkin Pie, apply small dots to the inner portion of each 
section as shown in the photo above gradually making larger dots as you work toward the outer edge of 
the plate. Be sure to leave space between sections as shown. Go to Step 5 above. 
 
 

http://www.gare.com
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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

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


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

https://www.maycocolors.com/images/project_pdfs/447_
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

Kilns and furnaces you can depend on.

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

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

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

Kilns and furnaces you can depend on.

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

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

http://www.paragonweb.com
mailto:info@paragonweb.com


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

http://www.paragonweb.com


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

mailto:info@paragonweb.com
http://www.paragonweb.com


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



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.

http://www.skutt.com


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

http://www.skutt.com/kilnlink


Convention 
Schedule 
at a Glance
THURSDAY, AUGUST 24
3P–5P ................................................ Goody Bag Stuffing
  CCSA Convention Office
4P–9P ........................................................... Open House
  Burst of  Butterflies Studio

FRIDAY, AUGUST 25
8A–1P .............Registration open/Great Shapes Check-in
  Registration Desk
9A–12P ................. Convention: Pre-cons (add-on event)
  Meeting Rooms
9A–4P ..........................................................Exhibit Setup
  Kierland Grand Ballroom
1P–4P ................... Convention: Pre-cons (add-on event)
  Meeting Rooms
4P–6P ............ Registration Open/Great Shapes Check-In
  Registration Desk
5P–6P ...........................................................Roundtables
  Location TBA
6:30P–8P ..................New Member Mix & Mingle Meeting
  Cushing
8P–10 .......................Convention Opening/Member Mixer
  Pool/Marshall’s Outpost Pavilion

SATURDAY, AUGUST 26
7:30A–10A ..... Registration Open/Great Shapes Check-In
  Registration Desk
8A–9:30A .............................Convention: Regular classes
  Meeting Rooms
9:30–9:50A ............................................................. Break
9:50A–11:20A......................Convention: Regular classes
  Meeting Rooms
11:30A–12:30P ..............Lunch & Learn with Believe Big
  Trailblazers Ballroom
12:30P–5:30P .......................................Exhibit Hall open
  Kierland Grand Ballroom
4P–5P ..................................................Magazine meeting
  Lowell
5:45–-6:45P ...........................Exhibitor/Supplier meeting
  Kierland Grand Ballroom
6P–7:30PM ..........................Convention: Regular classes
  Meeting Rooms
7:30–-7:50P ........................................................... Break
7:50P–9:20P .......................Convention: Regular classes
  Meeting Rooms

SUNDAY, AUGUST 27
8A–1P ....................................................Exhibit Hall open
  Kierland Grand Ballroom
1P–2:30P .. Meeting/lunch (presentation begins at 1:30)
  Trailblazers Ballroom
1:30–-5P .......................................... Exhibitor breakdown
  Kierland Grand Ballroom
2:45P–4:15P .......................Convention: Regular classes
  Meeting Rooms
4:15P–4:30P .......................................................... Break
4:30P–6P .............................Convention: Regular classes
  Meeting Rooms
7P–10P ..................Convention Gala, Auction, and Dinner
  Trailblazers Ballroom

MONDAY, AUGUST 28
9A–10:30A ...........................Convention: Regular classes
  Meeting Rooms 
10:30–-10:50A ....................................................... Break
10:50A–12:20P ...................Convention: Regular classes
  Meeting Rooms 
12:30P–2P ....................Lunch and Learn with Ron Cates
  Trailblazers Ballroom
2P  ...............Convention Closing Ceremonies; Breathe!
4P–9P ...................................Charter Bus to Pinspiration
  & As You Wish Studio (add-on event)

Note: Items marked (add-on event) are additional 
options available for separate purchase; they are not 
included in your Convention registration fee.

The Contemporary Ceramic Studios Association 
(CCSA) is hosting its annual convention, and 
you’re invited! Celebrate our 20th anniversary 
with a few hundred of your closest friends and us! 
Join the excitement as we take over Scottsdale, 
Arizona, for four days of learning, inspiration, 
education, networking, shopping, ideas, tech-
niques, trends, friends, fun, food, and more. Our 
annual conference has become a favorite among 
studio owners and suppliers alike.

About Scottsdale
Sure, it’s swanky, with the state’s top dining, 
shopping, and nightlife. But the soul of  Scotts-
dale is much more than skin-deep.
 Frank Lloyd Wright architecture, world-
renowned spas, saguaro-studded hiking trails, 
Cactus League Spring Training – there’s so 
much to see and do in Scottsdale.
 The minute you arrive in Scottsdale, you’ll 
be faced with an endless number of  enticing op-

tions. Soar in a balloon above the Sonoran Des-
ert? Sample cutting-edge Southwest cuisine? 
Catch a show? Book at tee time? Search for 
American Indian turquoise and silver jewelry?
 Traditions old and new mingle in this 
cultural capital. Start at Western Spirit: Scott-
sdale’s Museum of  the West, then browse the 
many art galleries in Old Town. During peak 
season, you may rub shoulders with a fifth-
generation Arizonan or a tech entrepreneur 
at the Barrett-Jackson car auction, a Cactus 
League baseball game, the Waste Management 
Phoenix Open, or the Arabian Horse Show.
 And you’ll want to spend time in the lush 
desert environment. The McDowell Sonoran 
Preserve offers opportunities for both easy and 
challenging hikes. And make sure your cell’s 
fully charged; you’ll want to capture the can’t-
believe-the-color sunsets. Whatever’s on the 
agenda, Scottsdale is definitely greater than the 
sum of  its parts. e

AUGUST 25–28, 2017
The Westin Kierland | Scottsdale, AZ
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SPONSORS
 

Website
Skutt Ceramic Products, Inc.
American Ceramic Supply Co

Occasion
 

Convention Signage Sponsor
American Ceramic Supply Co

 
Class Handout Sponsor

Royal Brush
Skutt Ceramic Products, Inc.

 
Goody Bags
Bisque Haus

 
Lanyard Sponsor

Bisque Imports
 

EXHIBITORS
Bisque Haus

Bisque Imports
Bordeaux & Bordeaux, CPAs

Chesapeake Ceramics • Colorobbia Art
Duncan Enterprises

ESR Commercial • Gare, Inc.
ImpressArt • Mayco Colors

Occasion • Placefull
Pyop Studio Stuff Llc • Royal Brush

Shimpo Ceramics
Skutt Ceramic Products, Inc.

USCutter • Vend

GREAT SHAPES 
AUCTION

What is the Great Shapes Auction? It’s one of  
the highlights of  Convention! Members create 
projects from pottery, glass, mosaics, or an-
other art form—whatever inspires you—and 
donate them to be sold in our silent auction. 
It’s a night to let your hair down and kick up 
your feet, relax, have fun, enjoy some social-
izing, discuss what you’ve been learning, and 
raise some money for a worthy cause!
 In 2016, PYOP studios around the world 
donated over 84 auction items, and final auc-
tion prices ranged from $25 to $1,500, for a 
total of  $23,709.81 raised for Special Olympics 
Charleston. If  you are new to the CCSA, new 
to Convention, or just looking for inspiration, 
check out the photos of  last year’s items on 
the Convention Photos Gallery page.
 We will not be hosting a live auction during 
our reception, only a silent auction this year. 
Silent Auction will close on Sunday, August 27, 
during the Convention Gala.
 Please consider making a donation piece 
for the auction. No item is too big or too small! 
And if  you’d like to pre-ship it you can do so, 
but please note that items cannot arrive before 
August 9 and no later than August 22. Be sure 
to complete the Auction Release Form and 
include it with your piece. Please let us know if  
you plan on shipping something so that we can 
keep track of  packages. Must be sent FedEx or 
UPS, no USPS, to:
 As You Wish
 CCSA Convention/Auction 
 1815 W First Ave Ste 104
 Mesa, AZ 85202

 And if  you’re not going to make it to 
Convention this year, you can still be a part of  
the excitement by making a donation piece for 
the auction! Just follow the directions above 
and be sure to let us know that we can expect 
a shipment from you. Email the Auction Chair, 
Marti Strehlow, claycornerstudio@gmail.com 
for details.

RAFFLE TICKETS / 
GOLDEN TICKET 

GIVEAWAY
Each year we collect a bounty of prizes from our 
supplier members and exhibitors as prizes for our 
raffle. We have a display area with some of those 
prizes set up with entry boxes next to each. At-
tendees can purchase raffle tickets for $10 each, 
and if you purchase 10, you get a Golden Ticket.
 The Golden Ticket prize package is valued 
at over $5,000 each year. You will be able to see 
a current list of prizes included in this drawing 
on our website as they become available.
 During the auction night, we draw a winner 
for each of  the ancillary prizes. When these 
prizes have been drawn, we combine all the 
tickets entered and draw for a chance to win a 
brand-new kiln from Skutt Kiln.
At the end of  the night, we draw the Golden 
Ticket winner from the Golden Ticket box. 

Notes:
 • Winners must be present to win.
 • When you are sold your raffle tickets, 
you are instructed to write your name and 
phone number on the back, and then you 
will be responsible for finding the raffle box 
location and Golden Ticket box location and 
dropping your own tickets into the correct box.
 • Tickets can be purchased online when 
you register for Convention and on site at the 
CCSA booth in the exhibit hall.

GOLDEN TICKET PRIZE PACKAGE*:

Stilt and Book Package • $250.00
American Ceramic Supply Co.

$250 worth of  Chesapeake bisque or 
Free Shipping for a year • $250

Chesapeake Ceramics

Gift Certificate  • $300
Gare, Inc.

All 4 Little Tot Moppet books • $275
Little Tot Moppet

A goodie box of  Mayco Glazes and 
Createive Tools  • $250

Mayco Colors

One Year Free Membership to Occasion
Occasion

Studio assortment of  brushes • $1,000 
Royal & Langnickel Brush

KM-1227 kiln • $4000
Skutt

*Value as of  print date. 
Package will grow up until convention. 

mailto:claycornerstudio@gmail.com
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Friday, August 25
9AM-12PM
PRE-CON CLASSES

The Tricks of Being a Great Leader 
Instructor: Jim Drummond
Category: Business

Do you have employees? If  so how are you lead-
ing them? There are many different leadership 
styles, some more effective than others. What 
is your style? Do you know? Do you know how 
your leadership or management style impacts 
those around you? Is your style getting the best 
from your people? Come to this seminar and get 
the answers to all these questions. You’ll leave 
with a clear road map of  how to become a more 
effective leader in your business and an action 
plan of  things to do differently when you get 
back to your business.

Capturing & Conquering Large Scale Off-
site Events!
Instructor: Gail Schomisch and Jackie Burrow
Category: Business

Looking to increase your studio sales in a big 
way without reinventing the wheel or investing 
in new equipment? No matter if  you are in a 
small market or a large market, people gather 
together in their communities. Producing offsite 
events for these audiences at schools, churches, 
parks and rec sites, corporate sites, and more 
can make a SIGNIFICANT amount of  revenue in 
a very short amount of  time! With their studio’s 
20-year anniversary approaching and hav-
ing harnessed the large revenue-generating 
benefits of  offsite work, these two seasoned 
owners have created a hybrid version of  the 
PYOP storefront that we all know, but have 
taken mobile off-sites to a whole new level! 
Working smarter, not harder was their goal, 
and they quickly saw the freedom of  the money 
to be made in just a few hours on weekdays 
and weeknights (instead of  listening to crickets 
chirping Monday thru Thursday). Jackie and Gail 
will cover marketing and promotion to gain the 
business, how to keep and grow that business, 
and show firsthand how to set up the public 
space you are taking over to produce a super 
successful, rock-star PYOP event that gets you 
invited back again year after year!

Management + Motivation = Money
Instructor: Lori Neff
Category: Business

Do you struggle with balancing all the demands 
of  owning your own business? Do you ever ask 
yourself, how am I supposed to get everything 
done that I need to do and have time to moti-
vate myself  and my staff and increase sales? 
This class will arm you with a powerful new set 
of  skills, strategies, and techniques for manag-

ing yourself  and your staff that will help your 
business increase sales.

Kids Classes - Anything and Everything 
In-Between! 
Instructor: Sara Kojaku
Category: Biznique

For anyone 
who likes to 
do ornament 
painting events 
for the upcoming 
holiday season, 
here’s your 
chance to morph 
that number of  
pieces into the 
stratosphere 
to really make 
some serious revenue with less work, fewer 
headaches, and all the tips and tricks to make it 
easy! No need to design a system and start from 
scratch; here is the class to save you time and 
here are the instructors to make it fun to learn 
with their easy-breezy, casual style of sharing 
their experience and showing their methods 
of crowd-pleasing pottery offsite events. This 
Biznique precon will help you develop a program 
to bring in revenue and build customer loyalty with 
children and their parents. Topics covered include 
how to start or build up what you have; develop-
ing classes for every age group; age-appropriate 
projects and painting techniques; pricing, 
registration, and marketing; picking and training 
the right teachers; building a successful system 
and routine; holiday workshops and mini camps; 
practical tips and how-to’s. Beside the nuts and 
bolts of everything, we’ll also do some creating! 
Come and paint a fun holiday canvas project and 
make a mini bisque project. Plus, there’s probably 
a fun treat or two in store. Ultimately, the goal is 
that you leave fully equipped to hit the ground 
running.

1PM-4PM

10 Things Successful Business Owners 
Always Do 
Instructor: Jim Drummond
Category: Business

How confident are you about the ongoing 
success of  your business? Is your business 
struggling right now or are you just struggling 
to make any significant progress? Are you a 
successful business looking to go to the next 
level? Wherever you are with your business, 
this seminar is guaranteed to get you moving 
forward and growing. As you go through the 10 
things that successful business owners always 
do, you can create your own action plan for 
immediate implementation in your business. So 
don’t delay—sign up for this seminar and get 
ready to GROW!

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

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

BIZNIQUE CLASSES
A Biznique class is a class created to 
teach you how to implement a new 
technique or 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 
in class.

PRE-CON CLASSES
Pre-Con (Pre-Convention) classes are 
not included in your general registra-
tion. You have to register and pay for 
them separately. These classes take 
place the morning and afternoon of  the 
official Convention opening that oc-
curs later that evening. These classes 
are more in-depth and last 3 hours or 
more.



to prepare your team and studio for situations 
such as robbery, theft, medical emergencies, slip 
and falls, fraud, and other critical incidents. The 
objective of the class is to give each attendee a 
guide and checklist that will serve as a tool for 
training.

How to Maximize Operating Profit 
Instructor: Jim Drummond
Category: Business 

Come to this class and learn how to put more 
cash in your pocket! Every business works 
hard to attract more customers, but how do 
you keep as much of  that revenue as possible 
for yourself? It’s called “Maximizing Operating 
Profit” and after this class you’ll have everything 
you need to permanently increase your bank 
balance.

Beyond the Markup Formula 
Instructor: Steve Prichett
Category: Business

This class will explore the traditional formulas 
used for pricing in the industry and whether new 
thinking and approaches should be used. We’ll 
look at the impact of  supplier discounts, freight 
policies, and pricing strategies on a studio’s 
overall profitability. We’ll use real-world examples 
to highlight opportunities for studios to increase 
profitability and utilize their time most effectively.

Master the Backroom - Pottery Production 
Practices 4 
Instructor: Dean Saether
Category: Biznique

Learn everything you wanted to know and more 
about operating the heart of  your studio, the 
pottery production area. Learn about proper 
glaze management, dipping technique, kiln 
loading and firing, and troubleshooting tips and 
hints. You’ll also learn how to identify glaze de-
fects, their causes, and potential solutions. This 
class can benefit the brand-new studio owner as 
well as the seasoned veteran. A reference guide 
will be supplied to attendees as a resource for 
current backroom staff and can be used as a 
staff training tool.

Mommy & Me Events 
Made Easy 
Instructor: Sara Kojaku
Category: Biznique

Take this Biznique class 
and leave with a fin-
ished sample AND a list 
of  how-to’s and tips to 
get your event off the 
ground. Sometimes plan-
ning new events can feel 
overwhelming, but this 
lesson can help make your 
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Social Media on Steroids - Mastering 
Instagram Stories and LIVE videos 
Instructor: Courtney Joyner
Category:  Business

Video is one of  the most important strategies 
in content marketing today. Facebook and 
Instagram have both upped their game, making 
video readily available for businesses to connect 
with their audiences. It’s a key marketing strat-
egy that is changing the way customers buy and 
sell. So, are you ready to take your social media 
game to the next level? This two-part course 
will cover the basics: Instagram Stories (how 
to get started, capture video, overlay text on 
images, save stories, how often you should post 
and most importantly, what the heck is a Boo-
merang); Instagram and Facebook Live (how 
to get started, length of  videos, responding to 
comments and more). The second part will fo-
cus on developing your inner Oprah and learn-
ing how to become comfortable on camera. This 
workshop will be a very hands-on experience 
for all attendees. You’ll leave class with tools 
you can immediately implement (even during 
convention) in your social media strategy.

Organizing Overhaul 
Instructor: Chinook Graham 
Category: Business

Who doesn’t need to get more organized? In 
this idea-packed interactive workshop, learn 
how to streamline daily tasks, organize studio 
areas, create and implement systems for suc-
cess, and more. Discover the best operational 
and organizing strategies for you. Learn how 
to use clear-cut action steps to create custom-
ized worksheets, forms, and checklists. Leave 
inspired ready to create the change you crave!
Mixed Media Creatology and 

Art Journaling 
Instructor: Marlene Bealer
Category: Biznique

Art journaling can become the brightest star of  
art camps. Discover mixed media and art journal-
ing from an entire five-day camp perspective. 
We’ll create fun, creative, thought-provoking art 
pages and explore prompts, stories, and ideas 
for building art journaling into the very backbone 
of camp, workshops, or classes. Then we’ll 

switch gears and you’ll become the students on a 
journaling page structured around personal story 
and growth. We’ll work with an intuitive theme 
and investigate how to make the class meaning-
ful, enlightening, and expressive. This teen/
adult-themed class explores deeper into feelings, 
intentions, and connection, working toward 
releasing limiting thoughts and expectations, all 
in an expressive, messy, playful, artsy way. This 
workshop is for anyone looking for the missing 
ingredient in smooth and meaningful camp opera-
tion and experience, or for those who’d like to 
discover their own creative ideas and experiment 
with new mediums and art methods. Participants 
will receive an authentic art journal and use of  
as many art mediums as we can cram in. This 
class will work off what last year’s journaling class 
barely touched on, including how you can branch 
out from the journal application and apply it to 
other offerings you already have in your studio.

5PM-6PM

Round Table Discussions
Category: Business

Bring your pen and paper, your thinking cap 
and get ready to do some brainstorming. We’ll 
set up round table discussion tables and assign 
each table a topic. You’ll meet with your peers 
and exchange ideas, discuss issues, and learn 
how others run their business. We’ll ring a bell 
and switch tables. This fast-paced experience is 
designed to get your brain moving and prepare 
you for all the convention classes to come.

Saturday, August 26
8AM-9:30AM

It’s Not Just Clay, It’s Money! 
Instructor: Julia McNair
Category: Business

Many people say they don’t “do clay” in their 
studios because they don’t know how to man-
age it. In this class, Julia will discuss how she 
manages clay in her studio, even in the busiest 
of  times. The class will focus on handprint and 
footprint projects, not hand building or other 
aspects of  creating with 
clay in a walk-in setting.

Risk and Liability 
Mitigation — How 
not to get sued!
Instructor: Joseph 
Pearlman
Category: Business

This class will focus on 
risk mitigation, busi-
ness continuity after an 
incident, and employee/
owner training. Learn how 
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next Mommy and Me event super easy to put 
together. Attendees will get specific information 
on planning, marketing, and running the event. 
Feel free to bring your questions or ideas; 
the goal is to leave you feeling completely 
equipped.

Hands on Social Media and Advertis-
ing 
Instructor: Josh Sullivan
Category: Business

Join us for a tour of setting up a Facebook 
page, Instagram account, and linking them 
through Facebook’s powerful advertising plat-
form. We’ll also look at creating simple Google 
ads through AdWords Express. Lastly, we’ll look 
at some ingredients to a great website. Please 
bring your laptop so you can follow along.

A Studio that Runs Itself! 
Instructor: Jennifer Balletto
Category: Business

Want more time OUT of  your studio? The key 
is successful systems and engaging employ-
ees.  You’ll learn how to create systems in your 
studio on kiln loading/unloading, daily chores, 
and events/parties. Learn how to hire for 
exactly what your studio needs. I’ll guide you 
through the process of  developing methods 
that work for your studio. Learn a new way to 
view employees so you can inspire them to be 
happy and efficient workers!

9:50AM-11:20AM

Clay, Wheels, Pugmills. Slab Rollers, 
Oh My! 
Instructor: Karen Wise
Category:  Business|Biznique

Want to bring clay into your studio but not sure 
what you’ll need? Why might you need a pugmill 
and should you spend the money? How do you 
charge for wheel time? Let’s talk about this 
clay thing! We’ll go over all things clay related 
for your studio and bring in at least one CCSA 
studio owner guest to answer more direct 
questions about pricing and how they have 
incorporated clay into their studio.

How to Open the Second Studio
Instructor: Jim Drummond 
Category: Business

So, you want to open a second studio? Big 
decision! We’ve opened three studios so this 
process is very familiar to us. We’ve learned 
the lessons, the do’s, the don’ts, and the tricks 
for success. This class will take you through a 
step-by-step process on how to successfully 
open that next location. More importantly, we 
can help you decide if  you are ready and fi-
nancially able to take this next big step for your 

business. We’ll talk about location selection, 
financial planning, operational issues, ongoing 
management, and much more. When you leave 
this class, you’ll have everything you need to 
ensure that you make the right next decision for 
your business!

Building a Kids Art Program
Instructor: Sara Kojaku
Category: Biznique

A well-planned art program can help you bring 
in new customers and extra revenue, and in 
the eyes of most parents, a curriculum-based 
program adds value to your studio. This class 
explores all the ins and outs of building an after-
school art program. We’ll discuss ways to supple-
ment your art classes with actual art lessons and 
critical thinking questions and how to go about 
working with charter schools and homeschoolers. 
While we paint a plate inspired by a professional 
illustrator, we’ll also cover how to plan for different 
mediums, ways to market and advertise, what 
makes the perfect instructor, and best practices 
during class time. Come prepared with your 
questions for the Q&A portion. Let’s put together 
some actionable steps for your studio to be that 
special place for the kids in your community.

Kiln Maintenance for a Smooth Operation
Instructor: Jim Skutt
Category: Business

Keeping your kiln in good working order isn’t 
just a luxury; it’s imperative if  you plan on run-
ning 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.

From Hiring to Firing (and all the fun 
stuff in between) 
Instructor: Panel Discussion led by Katie Yallaly
Category: Business

From hiring to firing (and all the fun stuff in 
between): Join us for an HR discussion panel 
addressing everything from hiring and training to 
culture, team work, retention, and even “breaking 

up” with employees. The studio-owner-led panel 
will discuss what they’ve found works for them, 
and there will be a question and answer portion 
as well. Bring your thinking cap and questions; 
this HR discussion panel is a must-take!

Organizing Your Business for Success
Instructor: Josh Sullivan
Category: Business

In this class, we can look at Vend, Deputy, and 
Xero, and how these apps can make for zero 
touch solutions to streamline and organize your 
business for success.

11:30AM–12:30PM

Believe Big Lunch and Learn
Instructor: Ivelisse Page
Category: Business

Believe Big is a nonprofit Christian organization 
founded by Ivelisse and Jimmy Page after her 
battle with Stage IV colon cancer. Established in 
2011, Believe Big is bridging the gap between 
conventional and complementary medicine for 
fighting cancer. Believe Big provides patients 
with hope, help, and healing. OUR VISION: To 
see cancer patients and their families discover 
their pathway to healing. OUR MISSION: To help 
families face, fight, and overcome cancer. OUR 
FOCUS: Educate individuals on a comprehensive 
approach in cancer prevention and treatment. 
Connect patients with physicians trained in mistle-
toe therapy, and the resources necessary to help 
them advocate for their own health. Provide spiri-
tual support to help patients and their families 
overcome fear and anxiety. Overcome cancer with 
the development of the Mistletoe Clinical Trial in 
collaboration with Johns Hopkins Hospital.

6PM-7:30PM

Eye Popping Studio Displays Made Easy! 
Instructor: Nancy Tuel
Category: Biznique

Displays. You need them in your studio. Do they 
overwhelm you? Want some inspiration? Join 
Nancy for this information- and picture-filled 
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class. Learn where to get ideas, where to find 
key pieces, how to create a unique display (start 
to finish), and everything else you need to know 
to make eye-popping displays that will catch your 
customers’ attention and sell products! Nancy 
will share TONS of  tips and tricks and some of  
her secrets. You’ll walk away with lots of  ideas to 
create amazing studio displays through the rest 

of  this year and into the 
next! NOTE: Even if  you at-
tended Garefest and/or her 

webinar, you’ll still want to join 
Nancy for this class because she’ll 

be sharing all NEW information!

All about Love
Instructor: 
Robin & Julie Cates 
Category: Pottery

In this super-fun class, 
we’ll use screen prints 
and glazes to create a 
fun design. We’ll also be 
talking about drilling holes 
in pottery for hanging, and 
of  course we’ll talk about 
tips and tricks for running 
a successful class program 

for adults.

Monogram Jam or 
Monogram Me!

Instructor: Aline Karpoyan
Category: Pottery, Biznique

Aline will share her secrets of  creating beautiful 
monogram/initial designs on plates, providing 
instruction on lettering style and decorating 
with Spolvero transfers. Students will learn 
how to sketch and transfer initials and beauti-
ful Spolvero designs and paint a one-of-a-kind 
piece. The result is an elegant project that your 
customers will love to display 
in their homes and studios! 
Great class for ladies’ night 
and/or wedding plates.

Simply Hand Lettering
Instructor: Ammie Williams
Category: Pottery

Attendees will learn both 
basic and advanced hand-
lettering techniques to em-

bellish their own handwriting on a plate with a trendy 
floral design. Attendees will leave feeling empowered 
to create a personal and unique lettering style.

Vintage 
Christmas 
Instructor: 
Crista Toler 
and Teddy 
Wright
Category: 
Pottery

Join Mayco 
for a retro 
Christmas! 
Holiday 
vintage 
designs and colors have surged in home decor. 
Teddy and Crista will show you how to achieve a 
textured work of  art with vintage Christmas col-
ors. You’ll also receive bonus project designs to 
help you create a mini workshop in your studio. 
Plus, more inspiring ideas for adding texture and 
vintage design to your holiday projects!

Contemporary 
Folk Art
Instructor: Liz 
Geoghan
Category: Pottery

In this class, you’ll 
learn tips and 
tricks for using the 
Gare Fun Writer 
while painting folk 
art-inspired salad 
plates. This is a 
great class to of-
fer in your studio 
as it requires very 
few supplies: just pottery, paint, and a Fun Writer. 
Learn how to create beautiful designs using 
minimal supplies and lots of  creativity!

Ding Ding Bing Bing Ring Ring 
Instructor:Jim Drummond
Category: Business

Yours is the most important time of  anyone in 
your business. How you manage that time will 
determine how successful your business can be. 
How you manage your time also directly impacts 

all those around you. Come to this 
fun, lively class and recognize 
just how much of  your precious 
time gets stolen by others and 
what to do about it, including 
the time you steal from your-
self! Learn the tricks of  how 
to manage your time more 
effectively, manage those 
around you more efficiently, 
and take the first steps to a 
stress-free world!

7:50PM-9:20PM

OH DEER! ... How do I choose? 
Instructor: Nancy Tuel
Category: Biznique

Need a class project for the holidays? Or 
maybe you’re looking for a 
fun, versatile sample that your 
customers can copy through-
out the year? Then this is the 
class you’ll want to take! “Oh 
Deer” works great on a variety 
of  pottery pieces that you 
already offer in your studio. 
Nancy will offer tips and tricks 
throughout the session as well 
as demonstrate how she writes 
on pottery. She’ll show you 
font/sayings options (you’ll get 
to choose your favorite one for 
your project) and where she 
gets ideas for money making 
samples. Bring your camera 

because you’ll see several variations of  this 
project, including how to change it up for winter, 
fall, and spring. You’ll take home a handout with 
patterns for different sayings and transferable 
designs to help make this project a bit more 
personalized for your customers’ liking. You’ll 
come away from with this class with one concept 
used multiple ways. How will you choose which 
one to create in your studio? Betcha end up 
making more than one of  these projects once 
you get home! By the way, the extra samples 
on display during class will be given away as 
door prizes. Must attend class to be part of  the 
drawing (no bribing here!). Note: Scissors will be 
needed for this project.

15 Things It Took Us 15 Years to Learn
Instructor: Robin & Julie Cates
Category: Business

Call us slow learners, but there are some things 
it took us a little while to discover. We’re going 
to talk about some things that have changed our 
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studio and our lives for the better in the last 15 
years. Plan for a fun and interactive class that 
you won’t want to miss!

Kids Camps & Classes Made Easy!
Instructor: Teresa Johnson
Category: Biznique

Do you 
want to 
offer kids 
classes and 
camps but 
don’t have 
the time to 
design, plan, 
and organize 
them, much 
less paint 
a sample to 
market them? 
If  so, this class is for you! Whether 
you’re thinking of  a weekly 
kids’ class with one project at a 
price your customers can afford 
or Spring/Fall Break or Summer Camp full-day 
or full-week camps, we can help you with the 
projects and the planning! You’ll leave class 
with three projects ready to go (instructions, 
patterns, and supplies for 10 kids) and two 
samples to take back to your studio, as well as 
marketing flyers, sign-up sheets, and a social 
media advertising plan. While business-talking, 
we’ll paint this cool Frankie Plate and Christmas 
Wreath plaque. Our new Kids Kit projects are 
designed so that (1) you can use bisque you 
already carry in your studio (no guessing at 
attendance or what to do with leftover pieces); 
(2) bisque priced affordably so you can 
make money on each class; (3) your 
team can teach the class without you; (4) 
all supplies for the project are included 
in the kit except brushes, water, and 
paint; and (5) parents love the fun and 
functional designs!

Turning $20 into $8,000 - Pendants for 
Profit 
Instructor: BreAnn Kathman
Category: Biznique

Did the title 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. With 50 pounds of  
clay at a cost of  $20 (using 1/2 oz. of  clay per 
pendant), you can make about 1,600 pendants.

Dolphin Moonscape
Instructor: Mary 
Ann O’Hearn
Category: Pot-
tery

This creative 
Moonscape 
project fea-
tures dolphins 

frolick-
ing in the 
moonlit ocean, 
and showcases how to layer different 

types of  glazes: Surface Coats, Pottery 
Glazes, and Fun Strokes. Learn how to use 

this versatile moonscapes concept and the 
glaze application techniques for a variety 

of  themed classes throughout the holidays, 
seasons, and year-round. Studios will love this 
simple technique that does not require custom-
ers to have any specific skill—even beginners 
can produce stunning results!

Leases and Landlords
Instructor: Garrett Aries
Category: Business

This class explores many of  the finer points of  
a commercial lease and discusses better ways 
for tenants to get great deals from landlords.

Elements of Canvas Painting 
Instructor: Michael Harbridge
Category: Biznique

In this workshop, we’ll look at the elements 
of  canvas painting. You’ll learn how to cre-
ate various backgrounds, texture, dimen-

sion, designs, lettering, and so much more. 
Each person will complete a variety of  canvas 
boards to hang in the studio to show custom-
ers, learn a variety of  different things that can 
be done with brushes, and how to bring it all 
together into a design.

Extra Sprinkles, Please!
Instructor: Kristina Eckert and Kari Slater
Category: Business

Learn about how to run successful family 
events by giving them things they love! Always 
working off popular trends, this class will take 

you through planning, prepping, 
promoting, and then profiting 

from a well-run event.

Sunday, 
August 27
2:45PM-4:15PM

Making the Move to 
All-Inclusive 

Instructor: Donna Bordeaux
Category: Business

One of  the biggest debates in the PYOP indus-
try is studio fee versus all-inclusive. It always 
sparks lots of  questions and conversation. 
We believe the all-inclusive model serves the 
consumer and the studio owner best and will 
discuss the process of  moving to the all-inclu-
sive model in this session.

Door Hangers for Any Event 
Instructor: Carrie Sealey
Category: Biznique

Have you wondered 
about all the hype 
around door hang-
ers? Can it really be 
that easy to intro-

duce into 
a PYOP? 
Join us for 
this Biznique class 
to learn more about adding door 
hangers to the mediums offered 
in your studio. We’ll dive into the 
logistics of  displaying, marketing, 
and sales options for your studio 
and complete your own two-sided 
door hanger to take home.

Get 
Onboard 

with Board Art
Instructor: Ashley 
Prince
Category: Biznique

Have you introduced 
board art or maybe 
you’re thinking about 
it? Learn tips for 
distressing, staining, 
and applying vinyl 
templates while we 
cover the full process 
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and you create along from start to finish. After 
you learn our favorite techniques, you will soon 
be attracting new customers and even non-
DIYers with these popular home decor creations.

Making the Most of Your Glass Scraps 
Instructor: Rachel Klobucher
Category: Business, Glass

Do you have a box full of  clear glass “scraps” and 
leftovers? Lots of colorful odds and ends in boxes 
because of customers’ inaccurate 
cuts? Come to this class and learn 
tips and tricks to turn those tiny 
shards into big profits! We’ll talk 
about how to use up some of those 
scraps in your classes and camps, 
and how they can help boost your 
walk-in glass business.

Style Me Please - Photoshoot 
Styling and Editing 
Instructor: Courtney Joyner
Category: Business

A picture is worth a thousand words. 
Think about it: your photos are the first 
thing your customers see, on marketing 
flyers, your website, and social media 
posts. Great photo styling is essential to 
making an amazing first impression as 
well as keeping your customers engaged and 
coming back. In this class, you’ll learn the art of  
photo styling, composition, and editing, as well as 
how to create backdrops on a budget and learn 
to take great photos with your smartphone.

Mixed Media, “Take Flight”
Instructor: Marlene Bealer
Category: Biznique

Mixed media art is limitless! This fun mixed me-

dia canvas project will get your 
creative wings soaring. We’ll look 
at basic mixed media products 
and how to use them and explore 
ideas on how to implement a 
mixed media program in your 
studio, all while creating a beauti-
ful mixed media Steampunk-style 
butterfly canvas.

Paint Your Pet!
Instructor: Jacqui Hauser
Category: Business

This extension of  canvas painting is a technique 
that requires no drawing skills yet is a money 
maker that commands a premium price! We’ll 
cover what is required for a “good” photo, how 
to transfer a photo to canvas, and how to teach 
people to paint the canvas. We’ll also explore 
how to market the program, whom to partner 
with, and more. We won’t be painting a canvas in 
the class but there will be a video presentation 
showing you how to do/teach each step of  the 
process, including painting eyes. And yes, you 
can use this technique for other subjects, too.

4:30PM-6PM

How to Make More Money with Le$$ Effort 
Instructor: Kim Stanfill-Mcmillan
Category: Business

How can you make your studio more profitable 
by changing just a few things in the way you 
already operate? Learn how to find the hidden 
money in your business and unlock greater 
profits with less work. Join Kim as she takes you 
through a tour of  how she increases her profit-
ability, enabling her to make more money with 
less effort.

Chalkboard Lettering & Merchandising
Instructor: Sara Kojaku
Category: Biznique

Take advantage of  the chalkboard and lettering 
trend that doesn’t seem to be going away. We’ll 
discuss basic lettering techniques, tricks to get 
the designs just right, how to work with chalk 
ink markers, different ways to use chalkboards 
in your studio, and merchandising and display 
ideas. This hands-on Biznique class will walk you 
through a fun project, handle some trouble-
shooting, and answer any questions you might 
have about chalkboard art. You’ll also get a 
chalkboard to work on and keep!

Board Art: Hammering Out Details & 
Marketing
Instructor: Ashley Prince
Category: Business

So, you’re ready to pound out some successful 
Board Art Classes but need a bit of  guidance 
to keep it going strong? This class will offer our 
favorite resources to keep designs fresh and 
on trend with what your customers are looking 
for. We’ll offer up some unique ways to continue 
to engage and retain new customers as well as 
means to create a fun and informative area for 
your board art.

Get in Touch with Customers Everywhere 
Instructor: Aksh Gupta
Category: Business

Customers use a variety of  online tools: 
Facebook, Twitter, Instagram, Snapchat, Yelp, 
Foursquare. There’s messaging and comment-
ing on Facebook, there are tweets on Twitter, 
emails, and now chatbots on various platforms. 
As a studio owner, you can quickly become 
overwhelmed by all this. The goal of  this session 
is to help you understand the problem and 
present effective solutions to manage in a digital 
world that is increasingly becoming ever more 
fragmented. We’ll look at tools and solutions to 
address these issues.
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Canva 2.0
Instructor: Grace Egan
Category: Business

Learn how to maximize Canva and its endless 
marketing possibilities for your business in 
Canva 2.0. This class will benefit people who 
are already familiar with Canva.com but don’t 
feel that it’s being used in their studio to its full 
potential. Find out how Canva can improve social 
media feeds, email blasts, even in-store events, 
promotions, and specials, with premade designs 
that can easily be edited to add a logo and 
brand colors. Sometimes all our stores need is a 
fresh perspective and Canva is just that!

Metal Stamping with Impress Art 
Instructor: Rita Pannulla
Category: Biznique

ImpressArt is a new supplier member to the CCSA 
that’s excited to bring the world of imprint jewelry 
to PYOP studios. Our user-friendly, versatile 
products can be used as a walk-in craft, a class, 
or camp, and it’s inexpensive to get started. This 
class will introduce you to impressed jewelry 
and you’ll make a few pieces to take along with 
you. We’ll be teaching beginning techniques in 
metal stamping and jewelry making and will be 
designing two bracelet cuffs, one with a Southwest 
mandala pattern and the other with an inspira-
tional quote or a personalized name cuff.

Monday, August 28
8AM-10:30AM

OH DEER! ... How do I choose? 
Instructor: Nancy Tuel
Category: Biznique

Need a class project for the holidays? Or maybe 

you’re looking for a fun, versatile sample that 
your customers can copy throughout the year? 
Then this is the class you’ll want to take! “Oh 
Deer” works great on a variety of  pottery pieces 
that you already offer in your studio. Nancy will 
offer tips and tricks throughout the session as 
well as demonstrate how she writes on pottery. 
She’ll show you font/sayings options (you’ll get 
to choose your favorite one for your project) 
and where she gets ideas for money making 
samples. Bring your camera because you’ll see 
several variations of  this project, including how 
to change it up for winter, fall, and spring. You’ll 
take home a handout with patterns for different 
sayings and transferable designs to help make 

this project a bit more 
personalized for your cus-
tomers’ liking. You’ll come 
away from with this class 
with one concept used 
multiple ways. How will you 

choose 
which one 
to create 
in your 
studio? Betcha end up making 
more than one of  these projects once you get 
home! By the way, the extra samples on display 
during class will be given away as door prizes. 
Must attend class to be part of  the drawing (no 
bribing here!). Note: Scissors will be needed for 
this project.

Vintage Christmas
Instructor: Crista Toler and Teddy Wright
Category: Pottery

Join Mayco for a retro Christmas! Holiday vintage 
designs and colors have surged in home decor. 
Teddy and Crista will show you how to achieve a 
textured work of  art with vintage Christmas col-
ors. You’ll also receive bonus project designs to 
help you create a mini workshop in your studio. 
Plus, more inspiring ideas for adding texture and 
vintage design to your holiday projects!

Contemporary Folk Art
Instructor: Liz Geoghan
Category: Pottery

In this class, you’ll learn tips and tricks for 
using the Gare Fun Writer while painting folk 
art-inspired salad plates. This is a great class to 
offer in your studio as it requires very few sup-
plies: just pottery, paint, and a Fun Writer. Learn 
how to create beautiful designs using minimal 
supplies and lots of  creativity!

Simply Hand Lettering 
Instructor: Ammie Williams 
Category: Pottery

Attendees will learn both basic and advanced 
hand-lettering techniques to embellish their 
own handwriting on a plate with a trendy floral 
design. Attendees will leave feeling empowered 
to create a personal and unique lettering style.

Chatter Boxes
Instructor: Tina Roberts
Category: Pottery

Express yourself! This typography box technique 
has all the ingredients for the perfect studio 
class project: quirky icons, “punny” sayings, 
and a trendy silk screen transfer technique! Join 
the BI crew as we show you a studio-friendly 
project jam-packed with techniques that you 
can immediately take back to your studio. We 
will also demonstrate our best lettering tips and 
tricks, share marketing tips, and discuss how to 
incorporate trends into your business.

Mommy & Me Events Made Easy 
Instructor: Sara Kojaku
Category: Biznique

Take this Biznique class and leave with a finished 
sample AND a list of  how-to’s and tips to get 
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your event off the ground. Sometimes planning 
new events can feel overwhelming, but this 
lesson can help make your next Mommy and Me 
event super easy to put together. Attendees will 
get specific information on planning, marketing, 
and running the event. Feel free to bring your 
questions or ideas; the goal is to leave you feel-
ing completely equipped.

Clay Projects for Scouts
Instructor: Michael Harbridge
Category: Clay

Are you looking for fun and exciting clay meth-
ods for scout troops and other group projects? 
Michael will show you a variety of  clay methods 
that will make you money!

Eye Popping Studio Displays Made Easy!
Instructor: Nancy Tuel
Category: Biznique

Displays. You need them in your studio. Do they 
overwhelm you? Want some inspiration? Join 
Nancy for this information- and picture-filled 
class. Learn where to get ideas, where to find 
key pieces, how to create a unique display (start 
to finish), and everything else you need to know 
to make eye-popping displays that will catch your 
customers’ attention and sell products! Nancy 
will share TONS of  tips and tricks and some of  
her secrets. You’ll walk away with lots of  ideas to 
create amazing studio displays through the rest 
of  this year and into the next! NOTE: Even if  you 
attended Garefest and/or her webinar, you’ll still 
want to join Nancy for this class because she’ll 
be sharing all NEW information!

Dolphin Moonscape
Instructor: Mary Ann O’Hearn
Category: Pottery

This creative Moonscape project features dol-
phins frolicking in the moonlit ocean, and show-

cases how to layer different types of  glazes: 
Surface Coats, Pottery Glazes, and Fun Strokes. 
Learn how to use this versatile moonscapes 
concept and the glaze application techniques 
for a variety of  themed classes throughout the 
holidays, seasons, and year-round. Studios will 
love this simple technique that does not require 
customers to have any specific skill—even 
beginners can produce stunning results!

All about Love
Instructor: Robin & Julie Cates 
Category: Pottery

In this super-fun class, we’ll use screen prints 
and glazes to create a fun design. We’ll 
also be talking about drilling holes in 
pottery for hanging, and of course 
we’ll talk about tips and tricks 
for running a successful class 
program for adults.

Style Me Please - Photo-
shoot Styling and Editing
Instructor: Courtney Joyner
Category: Business

A picture is worth a thousand 
words. Think about it: your photos 
are the first thing your customers see, 
on marketing flyers, your website, and so-
cial media posts. Great photo styling is essential 
to making an amazing first impression as well as 
keeping your customers engaged and coming 
back. In this class, you’ll learn the art of  photo 
styling, composition, and editing, as well as how 
to create backdrops on a budget and learn to 
take great photos with your smartphone.

10:50AM-12:20PM

Metal Stamping with Impress Art 
Instructor: Rita Pannulla
Category: Biznique

ImpressArt is a new supplier member to the CCSA 
that’s excited to bring the world of imprint jewelry 
to PYOP studios. Our user-friendly, versatile 
products can be used as a walk-in craft, a class, 
or camp, and it’s inexpensive to get started. This 
class will introduce you to impressed jewelry 
and you’ll make a few pieces to take along with 
you. We’ll be teaching beginning techniques in 
metal stamping and jewelry making and will be 
designing two bracelet cuffs, one with a Southwest 
mandala pattern and the other with an inspira-
tional quote or a personalized name cuff.

Building a Kid’s Art Program 
Instructor: Sara Kojaku
Category: Biznique

A well-planned art program can help you bring 
in new customers and extra revenue, and in 
the eyes of most parents, a curriculum-based 

program adds value to your studio. This class 
explores all the ins and outs of building an after-
school art program. We’ll discuss ways to supple-
ment your art classes with actual art lessons and 
critical thinking questions and how to go about 
working with charter schools and homeschoolers. 
While we paint a plate inspired by a professional 
illustrator, we’ll also cover how to plan for different 
mediums, ways to market and advertise, what 
makes the perfect instructor, and best practices 
during class time. Come prepared with your ques-
tions for the Q&A portion. Let’s put together some 
actionable steps for your studio to be that special 
place for the kids in your community.

Glaze Raking on 
Pottery and Glass 

Instructor: 
Michael 
Harbridge
Category: 
Glass|Pottery

Discover a 
fun and excit-

ing method of  
raking colors 

on pottery and 
glass. It’s ideal for 

camps, workshops, 
pottery nights, or every-

day walk-in customers. Each 
person will complete one pottery project, ready 
for dipping and firing. Glass methods will be 
demonstrated and discussed.

12:30PM–2:00PM

World Class Digital Marketing - SIMPLIFIED!
Instructor: Ron Cates
Category: Business

Created exclusively for the CCSA by Ron Cates, 
one of  the world’s leading experts on digital 
marketing, this session will cover the core ele-
ments of  a successful marketing strategy for 
2017 and beyond. Low-cost and no-cost online 
marketing tools that are simple and effective will 
be emphasized, along with strategies that tie 
them together to amplify each other and save 
time. Advanced marketers will learn new tricks, 
but absolute beginners will never feel lost. The 
primary focus will be on email and social media, 
but other marketing resources, including apps, 
will be covered. Learn how to utilize the power 
of  social media in an entirely new way and how 
to view “marketing” at a whole new level and 
apply what you’ve learned to ANY marketing 
platform. You’ll leave equipped to do email and 
social media marketing better than some of  the 
world’s biggest brands. Come prepared to learn, 
have fun, and engage. Accolades: “Ron Cates 
is a digital marketing icon.”—Forbes “The best 
speaker I’ve ever heard. Period” —Ken Yancey, 
CEO, SCORE e
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