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WELCOME
Bring on 2018!
 By the time you read this you’ll have set your goals for 2018 and designed a plan to achieve them. I hope 
that top of  your list is attending the 2018 CCSA Convention in St. Charles, Missouri, September 14–17. I promise 
this is the best thing you will do for your business this year. 

I shared this recently on CCSA Chatter after seeing this from Jennifer Allwood. I couldn’t have said it any better.
Friends, you don’t have to let everyone have access to you or your plans and your thoughts.
Guard your dreams.
Share them with only the people who will encourage you and lift you up.
Daring to live your dreams is scary enough without people in your world passive aggressively manipulating you or setting you up for failure.
If  you’re a business owner, get around like-minded people and quit getting advice from people who have never run a business.
Guard your ears and your eyes and your heart my friends. Your future is at stake.

I am rooting for you! XOXO

Dena Pearlman, Executive Director

Hello! By this time, the holidays are a distant blur of  chaos and craziness and a new year full of  possibilities is 
upon us. I’m thankful that I’m not a New Year’s resolution-making kind of  girl since right about now, “some 80 percent of  those resolution-ers are 
back home with a new kind of  remorse staring back at them in the mirror—the remorse of  disappointment.”* But if  you’re good at making New 
Year’s declarations, kudos to you!
 While I’m not one to make resolutions on January 1, I LOVE to plan, and this is the ideal time of  year to start strategizing. Planning isn’t intui-
tive to everyone and can be daunting. But it will get easier each year as you develop tips, tricks, techniques, and abilities such as note taking (and 
being able to find those notes you so diligently took) will add to your toolbox of  skills. 
 First and foremost, do you have a business plan? If  so, is it up to date and still relevant? If  not, you need one, and while it may seem over-
whelming, it’s essential for your business. When the task ahead is monstrous, I start breaking it down into manageable chunks. A good place to 
start is to perform a SWOT analysis:
 Strengths. What needs maintaining or further strengthening in my studio? What am I good at? What are the positive characteristics of  
my business? If  you asked a loyal customer, “What do you like about my studio?” what would they say? These are your strong points. Typically, 
strengths are internal or from within your studio.
 Weaknesses. What needs fixing? What am I not understanding about my staff, customers, procedures (front end or back end), product, 
and/or event offerings? If  sales are flat or declining, what could be the cause of  loss of  revenue? If  customers are not returning, why not? Typi-
cally, weaknesses are internal or from within your studio.
 Opportunities. What needs developing? What can be exploited? Are there interesting trends, developments in technology, social patterns, 
or lifestyle changes that are opportunities for your studio? Refer back to your strengths and weaknesses; is there anything you can expand upon? 
Typically, opportunities are external factors, prospects that are out there, outside of  your business.
 Threats. What needs neutralizing? What dangers exist to your business that need to be defused? In other words, perform damage control for 
factors outside of your studio. Minimum wage increase? Proximity of competition? What obstacles need to be overcome? Typically, threats are external 
factors, pressures from outside of your studio. You may not be able to control a threat, but how you respond to the threat is what matters. 
 It’s only February; it’s never too late to start planning. Carve out some time to complete a 
SWOT analysis and take it from there, one step at a time, and remember, “If  you fail to plan, you 
plan to fail.”
 The entire Board of  Directors and the CCSA administration genuinely want you to succeed, 
to grow, learn, network, and utilize the opportunities you have before you: features like Chatter 
on Facebook; CCSA’s website that is chock full of  resources, member benefits, and discounts; 
our annual convention; and the wide variety of  events hosted throughout the year by many of  
our suppliers. We are invested in you! Here’s to 2018! 

Jenn Meyer, President

*Joseph Luciani, “Why 80 Percent of  New Year’s Resolutions Fail.” USNews.com, 29 Dec. 2015, 
health.usnews.com/health-news/blogs/eat-run/articles/2015-12-29/why-80-percent-of-new-years-resolutions-fail.
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CCSA Members Love to Chat
MEMBERSHIP MATTERS

The annual convention is a much-appreciated CCSA benefit and we’ll 
discuss that another time. But for now, let’s talk about Facebook Chat-
ter, arguably the most utilized CCSA benefit, for many reasons.
      “I use Chatter daily to help stay on track,” explains Laura Mayer of  
Artgarden Pottery in Moses Lake, Washington. “I take screenshots of  
ideas so I can come back later to document, take notes, and imple-
ment. It helps me feel connected to people all across the country 
struggling with the same issues. This is such a generous community, so 
willing to share. I don’t have to keep reinventing the wheel. It’s like a 
daily business meeting with my peers.”
      “I find Chatter to be priceless and use it often,” says Lisa Mendoza 
of the Painted Pot in Brooklyn, New York. “It’s important that only studio 
owners are allowed to participate, which enables us all to engage in hon-
est, straightforward conversation without our managers or staff reading 
our posts. The amount of information and the ideas that are shared on 
Chatter have really changed my business over the years and helped me 
step back from the ledge many times. I welcome the many viewpoints 
from members all over the country as well from Canada and more.”
      She continues, “I think it’s important that we don’t sugarcoat our 
opinions and that we keep our conversations real, which of  course can 
lead to some heated debates at times, but it’s all good. We need to be 
challenged to keep our businesses growing. I love the ideas, inspira-
tion, and motivation from my fellow studio mates on Chatter. I thank all 
who have a CCSA membership—you can’t afford to not be a member.”
      Pepper of  Fat Cat Art Cafe in Mississippi loves Chatter “for 
studio-proven marketing ideas, project ideas and trends.” And Debra 
Lewis Bracco of  Fired Up Pottery in McMurray, Pennsylvania, sec-
onds these comments, and also recommends all the project guides 
that CCSA puts out.

M
By Dana Hall, You’re So Crafty, Seguin, Texas

Most of  us are aware that CCSA membership offers lots of  benefits. But there’s so much available that you may be missing out on some 
things. Sign in at www.ccsaonline.com, navigate to the Membership Info dropdown menu, and choose Members Benefit Guide to find 38 
pages explaining the many discounts, which can save you thousands of  dollars a year—if  you use them!

     Nancy Tuel of  Your Arts Desire in Mountain Grove, Missouri, sums 
it all up: “Chatter! It’s an amazing share—blow-off-steam—call-for-
help—lift-each-other-up hub!”

Next up: What else can I find at CCSAonline.com?
      Besides the major benefits of  Chatter and the opportunity to 
attend convention, CCSA membership comes with many other perks. 
For instance, be sure to print and laminate your Office Depot “Store 
Purchasing Card” card. Present this at checkout and their system 
scans your items to look for discounts to apply to your purchase. “I 
save hundreds of  dollars there every year. It’s an awesome benefit,” 
says Sara Thompson, who has a studio in Kansas. And for computers 
and related hardware, the Lenovo benefit has you covered.
      Traveling? Check out the savings from Wyndham Hotels or several car 
rental discounts. Need website or scheduling assistance? Look to Con-
stant Contact, When to Work, Occasion, PlaceFull, or FiveStars. Supplies? 
Search for Blick, Wholesale Canvas, ImpressArt, USCutter and more.
      How about inspiration? Try Art Sherpa, Social Artworking, and iFire-
dArts.com plus technique ideas from our bisque suppliers, as well as the 
many CCSA project guides.. Business assistance? Bordeaux & Bordeaux 
CPAs, Fred Pryor Seminars, ESR Commercial, and ArtBizLove can help. 
“Browse through the benefits on the CCSA website to remind yourself of  
the offerings,” says Lisa Mendoza. “I had forgotten about the Staples dis-
count. I also didn’t realize Wholesale Canvas offered a discount as well.” 
      Rachel Klobucher of  the Mud Room in Grand Rapids, Michigan, 
says her “top-used benefits are convention (#1 hands-down), Chatter, 
BI discount, and suppliers in general. The relationships built with sup-
pliers and other studios have been priceless.” e

http://www.ccsaonline.com
www.ccsaonline.com
www.ccsaonline.com
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But you never know what might happen. 
Some studio owners who approach me do so 
because of  an emergency situation. They have 
to sell because they’re moving out of  state, 
they have a family emergency, or are sick 
themselves. Some want to sell because they’re 
ready to retire, while others are just plain 
burnt out. If  you prepare from the beginning, 
or even take steps now to prep your studio 
to sell, and then are faced with any of  these 
obstacles, you’ll be ready. Your studio should 
be treated like any other investment toward 
retirement. If  you do it right, you’ll have a nest 
egg to look forward to in the future!
 Studios come to me all the time wanting 
to prepare to sell. In many cases they’re eager 
and ready to sell as soon as possible. Unfor-
tunately, there are things that you need to be 
doing now in order to get to that point. If  you 
implement the advice in this list, you won’t find 
yourself  selling in a desperate situation.
 1. Create an Operations Manual. 
CCSA even provides one for you on the web-
site that you can make your own. Make sure to 
have all your systems and policies in this book 
for employee training purposes. This is very 
attractive to a new owner, especially if  they 
don’t want to run the business themselves and 
they are looking for a turnkey. 
 2. Have a POS (Point of Sale) 
system. I’m glad that I purchased a system 
in 2002 at the very beginning of  opening. It 
streamlines inventory, ordering, and track-
ing numbers. It accurately keeps track of  
shipments, sales transactions, and on-hand 
inventory. You can lose thousands of  dollars 
if  you don’t accurately track what’s coming in, 
and what’s going out. Plus, how can you know 
how much you need to do in sales if  you can’t 
run reports? I know there are studios that do 
this by hand (bless you) but it doesn’t have 
to be this way. A POS system will also keep 
track of  your customer’s information, which is 
critical in marketing. And collecting email ad-
dresses is important to a potential buyer. Also, 

Treating Your Business 
as an Investment
By Michelle Booth, Art of  Profit, CCSA Studio Consultant

Usually when you start your paint-your-own pottery studio, you 
don’t think about selling it. You’re excited, pumped, and ready to 
open. Selling is the furthest thing from your mind.

Things Pottery Studio Owners Know:
Christmas, Mother’s Day, and Father’s Day are 
annual holidays, yet they sneak up on people 
every year. Sometimes they sneak up on us 
too, but only for our actual families. We’re so 
focused on taking care of everyone else, we 
forget to take care of ourselves. We don’t 
count down the days until a holiday, but instead 
how many kiln loads we can push through.
 Hand sanitizer sounds terrific until 
you’ve unloaded a few kilns and have a 
couple of  nicks from stilt marks. Then, not 
such a great idea. And it doesn’t take but 
a few reminders of  this.
 Some people cannot be made happy. 
Trying to make them happy will make us 
all miserable. And letting these miserable 
souls spend too much time in our own 
heads makes us miserable. At least we 
don’t have to go home with them. And gen-
erally, they don’t come back too often.
 The best memories come from our 
studios. The favorite gifts. We may not be 
as rich as some, but we have paid well into 
our karmic credit account.
 If  we live near our stores, there are 
no quick trips to the grocery store. You 
know everyone, but maybe can’t remember 
a name. But you’ll never forget a blue-
faced princess. And everyone wants to talk 
to the “pottery lady.”
 Also, there are no quick trips to our 
own stores. “Just stopping by” means 30 
minutes minimum. “A minute” means an 
hour. “An hour” means you’re loading two 
kilns and working on your marketing plan. 
Your family also knows this, and adjusts 
expectations accordingly.
 We know we’re better at getting hand-
prints than anyone. We are proud of  this 
fact. Smug, even.
 Pinterest is two sides of a coin: the best 
thing, because we have customers coming in 
with ideas. And the worst thing, because we 
have customers coming in with ideas.
 Hot plates at a restaurant? HA! Pass that 
baby over. My fingertips have no feelings left.
 All colors can be discussed based off 
of  your color company’s number system. 
Your favorite color is 26, the living room is 
painted 47, and you haaaaaaate 73. And 
all of  your pottery friends know exactly 
what you mean by this. e

BUSINESS SENSE

your bookkeeper or CPA will love the ease of  
collecting your numbers. Even if  you’ve been 
in business a while and don’t have a POS 
system, it’s never too late. You’ll wonder how 
you lived without it. 
 3. Do inventory on a regular basis. 
One of  the numbers that you can control in 
your business is inventory. It’s a common 
complaint in studios that employees will ring 
in things wrong, or forget to ring things in, or 
when something is broken and not accounted 
for. This all adds up to money coming out of  
your pocket! Taking inventory will help to con-
trol that dollar amount. I recommend you do 
it once a month. Include paint, glass, canvas, 
pottery, clay, and whatever other mediums you 
offer. Showing a potential buyer that inventory 
is under control also shows them more profit-
ability.
 4. Focus on sales. A buyer won’t usu-
ally be interested unless the owner is making 
a good salary and the business is profitable. 
Set goals with staff, do sales training, and get 
them on board with increasing your business 
each and every year. A growing business is 
a healthy and attractive one to a potential 
buyer!
 5. Keep your books CLEAN. A buyer 
will not trust confusing books. If  you can’t 
keep them up yourself, hire a bookkeeper or 
CPA to do it for you. Don’t fall too far behind. 
Have everything categorized properly for easy 
understanding. Make sure to account for all 
sales and all expenses. Show the potential 
buyer all that you pay yourself. If  you had to 
sell tomorrow, would your books be up to date 
through at least last month?
 Chances are you may never want to sell 
your studio. Many owners have been going 20 
plus years with no signs of  slowing down. But, 
if  you do, you’ll be all ready to start the pro-
cess. Take on one or two of  these steps every 
month or so and by mid-year, you’ll be up to 
speed with a more efficient and ready-to-sell 
studio! e

Be sure to 
check out the 

digital edition 

for five more 
bonus steps!
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FINISHES AND TECHNIQUES
Watercolor classes are popping up in cities around the country. We’re 
seeing surfaces ranging from canvases and note cards to cookies. You 
can teach the watercolor technique on a clay canvas, then embellish 
with a stamped or silkscreened design. 
       The mixed media look is a fun way to create a project. Incorporate 
a variety of  techniques on one item by layering stencils, silkscreens, 
and/or stamps with techniques such as paper masking, ombre colors, 
and repetitive patterns to create artwork based on the artist’s choice. 
This is a great way to demonstrate the usefulness of  your studio’s 
technique wall. Show customers basic techniques and have samples of  
how they can be layered to create a finished product.

HOME DECOR
Have you tried pour (flow) painting? It’s a really fun way to create the 
marbled designs that we’re seeing in home decor. Choose a few colors 
or go with just two colors such as gray and white. You’ll get striking 

combinations that work on plates, picture frames, and even 
faceted shapes. Check YouTube for how-to videos that you can 
adapt to pottery.
         Fiber art is huge in jewelry and wall art. While macramé 
and weaving may not work in a kiln, you can incorporate 
multiple products, textures, and styles often embellished with 
natural elements. Try displaying the materials you use to cre-
ate texture in a project such as sculpting medium with hamper 
netting to create the look of  a hobnail design.

POP CULTURE
Girl power is a huge movement in our world. Embrace the 
uplifting feeling of  forging your own path and spread it to your 
customers by creating a project based on a person or a cause 
you find inspiring. Work with a local group to spread aware-
ness of  a cause while inspiring others through art. 
         Supporting local makers and growers is a good way to 
reinforce how important community is to everyone in your area. 
Invite a local artist to teach a class in their style in your studio. 
Host a mini farmers market and showcase platters and other 
shapes that are ideal for serving or displaying fresh produce.
       Wellness is a key player in so many businesses these 

days. Invite a local yoga instructor to host a mini session in your studio, 
or be part of  a wellness retreat that allows people to tap into their 
creative side. You’ll be sharing your gift of  art therapy and gain a little 
joy and peace at the same time! e

COLORS
A lot of  lavender will be seen on spring 2018 runways, and Pantone’s 
color of  the year is Ultra Violet. Cue the purples! Create painted sam-
ples with shades of  purples and pinks from pastels to bold. Incorporate 
various combinations of  a hue by looking a color wheel or experiment 
by creating tints, tones, or shades. Tints are created by adding white 
to a color, tones by adding gray, and shades by adding black. You can 
create a fun afterschool workshop with a program like this! Even adults 
enjoy a little color theory and would have fun creating monochromatic 
or multi-tinted designs. 

MOTIFS
The cactus is here to stay for a while. Host a “Stay Sharp” event during 
which people paint cactus-themed items embellished with fun sayings 
such as “Stay Sharp,” “Looking Sharp,” or “Free Hugs.” The event 
could be centered around the theme of  brushing up on your creativity 
by keeping your mind active through art. Throw in some southwestern-
flavored snacks and you’re set! 

 Flamingoes are flocking in as well. Create samples using flamingo 
silkscreens, palm trees, tikis, and hibiscus. The pre-spring and summer 
months are a perfect time to get people thinking of  warmer weather. 
Decorate with island-inspired decor such as palm fronds and shades of  
coral, pink, and green. Serve punch with tiny umbrellas in each drink!
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Spring 2018: An Opportunity for Growth

Turning Spring Trends into Events and Projects
By Crista Toler, Studio Market Coordinator, Mayco

Trends manifest themselves in different ways: color, motifs, finishes, techniques, home décor, fashion, pop culture. Sometimes the route 
from trend to project can be fuzzy, but that’s where the fun comes in! Read on for tips on turning spring trends into activities and projects 
in your studio.

TREND FLASH



www.skutt.com
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It’s My Party and I’ll Paint if I Want To!
BRANCHING OUT

B
By Mark Strehlow, Clay Corner Studio, Wausau and Plover, Wisconsin

Birthday parties and pottery painting: an easy option for parents and a profitable offering for PYOP studios. For years PYOPs were the 
go-to birthday option. Over the last few years, though, the birthday scene has become more competitive in terms of options and price. It’s 
always interesting to analyze what other studios are doing, to keep things fresh as well as to maximize profits while minimizing staff costs.

Obviously, there’s no one-size-fits all magic formula for party offerings. 
Every studio has its own market, space, proximity to other options, and 
culture. Both Clay Corner Studios have a large party area, whereas 
others make do on the studio floor. The object here is not to tell you 
how to run your parties, but to discuss some pros and cons of  various 
approaches.

THE BIRTHDAY PACKAGE OPTION
One of  the biggest considerations is whether to charge a set package 
price or a per-person price. Many studios offer set packages, where 
customers pay a specific amount for a designated number of  paint-
ers. Guests choose from a selection of  items. If  the party exceeds the 
number allowed, there is an additional per-painter charge.
 The pros: Your pricing is set to meet your margins and overhead 
costs. You know exactly what you’ll take in for that party. Additionally, 
you can make price adjustments easily, simply by adjusting the number 
of  painters allowed or the items offered. It also helps the party host 
figure out their party budget. One price, no math.
 The cons: One size fits all doesn’t always fit. The party host may 
not have the specified number of  painters. Some may feel ripped 
off; others want a discount or an option to come back and paint the 
remaining items. Worse yet, some hosts limit their invitations to the 
allowed number of  painters, which limits your profits.

THE PER-PERSON PRICING OPTION
In lieu of  a package price, many studios offer a per-person price for 
their parties. Whether kids pick items specifically designated for parties 
or choose freely from the studio shelves, the cost is based on the 
number of  guests and the cost of  the items they paint.
On the plus side, this structure allows for flexibility in what items you 
can offer and the number of  painters who can attend. Some parents 
want a full selection of  items and are often willing pay extra for it. Oth-

ers have smaller groups but spend more per child. Obviously, the stu-
dio still needs to set minimums, but this setup works for many studios.

BIRTHDAY ITEM CHOICES
Beyond the party structure is the question of  what the guests should 
paint. This ultimately comes down to the party space available, your 
own inventory management/ordering, and how you want your parties 
to “feel.” Some studios have guests pick items off the regular studio 
shelves, often with pricing minimums. This is especially effective for 
studios without a party room. Many studios with a separate room offer 
items in a particular price point or based on a party theme. A plus for 
having price points is convenience, especially if  you order infrequently. 
You can restock the shelves with a variety of  items. Those who arrange 
by theme want a specific feel for their parties. Advantages of  themed 
parties are that it makes marketing simple, and it also allows you to 
have a more specific selection of  items, which is especially important 
for smaller studios.

IT COMES DOWN TO MONEY!
Finally, how do you want to handle deposits and fees? There is a litany 
of  considerations that are very market specific. How much deposit do 
you require? (It should be high enough to protect you from expenses 
and loss of  revenue, but not too high to scare people from booking.) 
Is the deposit refundable? If  so, do you issue a gift certificate for 
them to apply to another purchase? What is the line between keeping 
a customer happy and losing money? What are “valid” reasons for 
cancelling (I don’t want a puking child in my studio) and what are just 
lame excuses? 
 Many studios, especially those who are not all inclusive, charge a 
party fee on top of  the package price or per-item cost. This fee offsets 
the cost of  staffing, food, birthday child present, and so on. Some 
studios use this fee to lower the package price, making the price seem 
lower. When considering a party fee, first think about your market. 
Would it make you more expensive than your competition? Is the cost 
necessary to make the margins you need? Would people be turned off 
by a separate charge?

PLAN CAREFULLY, BUT BE FLEXIBLE!
While you should think carefully about what you want to do, don’t be 
afraid to make changes. Do what works for you and your market. At 
Clay Corner Studio we have a dual system. We have a private party 
room option with three themed pottery packages and a canvas option, 
with a set price up to eight kids and a per-person additional cost for 
more than that. We also offer a “studio party” where we reserve a 
table on the floor and kids choose from the normal pottery shelves. It 
evolved due to changes in our market, but it works. So ask yourself  
questions, know your market, and be willing to adapt! e



www.chesapeakeceramics.com
https://www.facebook.com/chesapeakeceramics/
https://www.pinterest.com/chesceramics/
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I reached out to some CCSA members to hear about their fundraising 
events, and I’ll also share a couple of  mine to get you started. 

Adopt-a-Dog
Debra Bracco, Fired Up Pottery Studio, 
McMurray, Pennsylvania

Starting in June every year, we 
set up a special display to look like a 
pet store window: a large hamster cage 
filled with shredded brown paper, min-
iature tennis balls, “I love dogs” signs, 
and bisque dogs. To keep it special, we 
don’t carry this dog any other time of  
the year. We sell them for $25 each, 
and give $5 of  that to a local animal 

shelter or hospital. The purchase also includes a pawprint collar (an 
Oriental Trading bracelet cut smaller with the ends hot-glued back to-
gether) to which we add a bone-shaped name tag (made from a manila 
folder) and an adoption certificate.
      We promote this as an event through our website, Facebook page, 
Instagram, Twitter, and regular email blasts. We also boost a Facebook 
post and place a free ad in many local online event pages. In addition, 
we ask the donation recipient to let their customers know. We’re able to

donate about $250–$270 each year.
      The event runs June through August. 

Every year, people start asking for the 
Adopt-a-Dogs in April and fear that 
they will miss it somehow. Kids love 
to tell their adults how they painted a 

dog last year, and they need to paint a 
new one this year.

Boob Print Night
Janna Gisler, Fired Up! 
Ceramics, Victoria, Brit-
ish Columbia, Canada
 We’ve run this 
event for 5 consecu-
tive years in October, 
which is Breast Cancer 

Awareness Month. It started because my mom was diagnosed with breast 
cancer about 6 years ago and our whole family went through the battle 
with her. Although she is cancer free now, she still has to take medication 
that makes her very tired and upsets her stomach. It’s so hard to watch 
her have to struggle every day, and I wanted to raise money for the cause 
so other families might not have to go through what we are.
      Here’s the concept. We designate one night in October as “Boob Print 
Night.” It’s a drop-in event where participants choose an item (usually 
a plate) and print their breast on it. It’s just like doing a handprint! We 
set up a little “printing booth” made from a tent with tables and baby 
wipes inside so that guests can have privacy there (or in the bathroom) 
to make their print. Then they join us in the main studio to decorate it. 
Over the years we’ve seen some pretty creative stuff, including two owls 
(hooters!), a blue-footed booby, flowers, and beautiful abstract designs. 
We also bring in boob-shaped cupcakes and other snacks and give out 
pink ribbon prizes. We donate 50% of  the proceeds of  the sales; in 2017 
this amounted to $600.
      We mostly promote using social media, but I send out a press release 
every year to all the local media outlets and someone usually runs the 
story for free. We also have a large, eye-catching window display with 
signage and a slightly taboo motif. One year we showed a large witch 
painting who was topless except for the two pumpkins she was holding 
over her breasts. We got a whole lot of  phone calls that month!
      I have learned over the years that consistency is key, so we always 
make this an annual event. If  something is slow one year, don’t discount 
it. People might have wanted to attend but were not able to make that 
date. Then when you offer it again the next year, they’re ready for it and 
want to join. We have people ask about it months in advance now.

Events that Give Back
STUDIO SUCCESS STORIES

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

WWho doesn’t feel good about giving back to their community? Customers love it, it makes us look good, and it truly helps people or 
animals in need. There are so many opportunities to give back, whether monetary donations, physical donations, or holding an event 
that raises money and awareness for the cause. I absolutely love that we are able to give back, every year. It’s a bonus that there are 
so many places in our neighborhood that can and do benefit.
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Paint a Pig Contest
Allie Nottingham, The Painted Pig, Little Rock, Arkansas
 We hold this art contest event every other year. Customers paint a 
piggy bank as creatively as they can imag-
ine, and a portion of  the proceeds goes to 
a nonprofit of  our choice. We’ve donated 
to local pediatric cancer research, pet fos-
tering programs, and domestic violence 
shelters. We put the logo of  our chosen 
beneficiary on our poster so our custom-
ers know who they will be helping. We have 
3 different age categories and winners in 
each bracket as well as one grand prize 
winner. The grand prize winner is awarded 
a painting party, valued at $159, and the 
first and second place winners in each cat-
egory get gift cards. 
      We promote and display the pigs in 
store and on social media. Pigs are paint-
ed February 1–March 15, and then we get 
them all ready for voting to start on Spring 
Break, when we have a lot of  traffic. Voting 
takes place in store and on our Facebook 
page. We tally everything up and announce 
winners the next week. We usually raise 
$200–300. My favorite part is seeing the 
creativity of  even the youngest of  our par-
ticipants.

Multiple Sclerosis Fundraising Party
Allie Nottingham, The Painted Pig, Little 
Rock, Arkansas
 Last April we invited customers to cre-
ate and enjoy free food, and we donated 

a portion of  sales to the MS 
Society. One my staff mem-
bers, whose mother has the 
disease, was excited to head up 
the event. We promoted it on 
our website’s blog, Instagram, 
Facebook, and in store signage. 
She got Mexican food catered, 
got a local gourmet popsicle 
shop to rent a small freezer full 
of  delicious popsicles, ordered 
a cake, and the local invitation 
shop donated custom napkins. 
It was a rainy afternoon, and 
although it wasn’t our busiest 
Sunday on the books, it was a 
great day. A lot of  people came 
to support our efforts and were 
really grateful that we were 
raising money and awareness. 
Some painters thanked us per-
sonally since they or someone 
close to them were suffering 
from MS. We ended up donating 
40% of  sales that day (about 
$450), plus we donated $1000 
on top of  that. We also accept-
ed donations in a jar, and end-
ed up raising just over $1600 
total. e
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www.pyopaccounting.com
www.jubileecreative.com
www.bisqueimports.com
https://www.facebook.com/bisqueimports/
https://www.youtube.com/channel/UC3_YkURjNVH79BJroRaBSYQ
https://www.pinterest.com/bisqueimports/
https://www.instagram.com/explore/locations/695527184/bisque-imports/


www.gare.com
https://www.youtube.com/user/GareInc
https://www.facebook.com/GareInc/
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We’ve all struggled with being overwhelmed about how to approach the 
different avenues for marketing—email, text messaging, social media, paid 
advertising, newspapers, magazines, posters, websites, blogs, and more. 
It’s tricky and time consuming to figure out how to apply different techniques 
within each form of marketing, and then follow a schedule to optimize sales. 
 Marketing is an enormous topic that can quickly become overwhelm-
ing, which is why some people make a career out of it, or pay someone 
else to run their marketing campaigns. Of course, since many people 
can’t afford to do this, the huge task of online marketing is left up to us. 
Instead of trying to take it all on at once, start with one aspect of market-
ing and really concentrate on it. Build slowly; you don’t need to know 
everything today. Social media is the largest, most affordable platform. 
In fact, let’s take it a step further and focus on just one aspect of social 
media. Maximizing one social media platform is more effective than hav-

Social Media Tips and Tricks:

Making the Most of Facebook

STUDIO SPECIAL

By Adina Johnson, A Colorful Universe, San Marcos, California

LLet’s face it, times are changing. The internet is now the main way that people connect with their social circles, retrieve information, and 
do their shopping. Yet even with this awareness, how many of  us in in our industry have taken the time to learn how to properly utilize 
the many marketing options?

ing multiple social media accounts and not using them correctly. 
       That’s why it makes sense to start off with the largest, most effec-
tive social media platform, Facebook. Even though Facebook periodical-
ly undergoes changes, it is still a very useful way to increase exposure 
to potential customers, gather leads, lower marketing expenses, reach 
a target audience, and provide insight about how your customers are 
using your page. It can help build brand loyalty, expand website traffic, 
boost SEO (how someone finds your page), enlarge mobile presence, 
give information about what competitors are doing, and much more. 
 Rather than reinvent the wheel by writing an explanation of  using 
Facebook, I recommend this very helpful step-by-step article on how 
to maximize Facebook to ensure you’re utilizing all the tools it has to 
offer: www.forbes.com/sites/jaysondemers/2015/08/20/the-definitive-
guide-to-marketing-your-business-on-facebook/#22151c9b2f51 e

http://www.forbes.com/sites/jaysondemers/2015/08/20/the-definitive-guide-to-marketing-your-business-on-facebook/#22151c9b2f51
http://www.forbes.com/sites/jaysondemers/2015/08/20/the-definitive-guide-to-marketing-your-business-on-facebook/#22151c9b2f51
http://www.forbes.com/sites/jaysondemers/2015/08/20/the-definitive-guide-to-marketing-your-business-on-facebook/#22151c9b2f51
www.colorobbia.it
www.facebook.com/colorobbiaart
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CLAIM YOUR ONLINE PRESENCE. Have you made a YouTube Channel 
yet? Even if  you’re not quite ready to start posting videos, be sure to 
create a channel for your business. Tie it to your Google business ac-
count, and when you get to 100 subscribers, you’ll 
be able to choose a custom URL (youtube.com/
yourstudio). Not sure if  your preferred YouTube 
(or other social site) username is available? Check 
out a site like www.namechk.com or www.knowem.
com. Remember, you don’t have to use it right way, 
but you want to make sure someone else doesn’t 
claim it before you do. Much of  social media suc-
cess depends on consistency, so having the same handle across all 
platforms will help your customers find you and heighten awareness 
of  your brand.
 START WITH THE BASICS. If  you’re like me, you spend half  of  
your time on social media watching cooking or DIY videos and thinking, 

Taking Advantage of Videos
TECH TALK: MODERN BUSINESS TOOLS FOR YOUR STUDIO

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

SSo now what? You’ve bought the camera mounts, made a few technique videos, maybe even done a few live ones. Last time we focused on 
the HOW, but now WHAT do you do with them?

“That’s a great idea! I should do that!” There’s a reason 91 million 
people like Tasty on Facebook. An audience is out there that wants to 
learn (or at least watch) how to do things, and our industry is primed 

to tap into them. We are all about creation and doing 
it yourself—let’s make the most of  it! Begin by post-
ing those simple technique videos to your preferred 
social site (for me, that’s Facebook). However, you 
can’t just post a video and hope for the best. You 
need to have a strategy.
        MAKE IT PRETTY. Did you know that 85% 
of  Facebook videos are watched without sound? It 

matters less what you say and more what you show. Your video should 
tell its story within three seconds or less. An easy way to do this is 
to ensure that your video thumbnail—the still image you see before 
you click play—is a clear representation of  what the viewer will see. 
Facebook will automatically choose an image for you, but you can easily 

YOU CAN’T JUST POST 
A VIDEO AND HOPE 

FOR THE BEST. 
YOU NEED TO HAVE 

A STRATEGY.

To change the video thumbnail, upload your video and click “Edit Video.” You’ll have the option to choose from 10 Facebook-populated thumbnails, 
or click the camera icon to upload your own. 

http://www.namechk.com
http://www.knowem.com
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upload your own. If  you’re making a technique video, this could be a 
photo of  the finished product, or keywords describing the technique. 
Think about this like a book cover—the content may be great, but a 
good cover is what will catch the interest of  the consumer!
 For more tips, reread your winter CCSA Tech Talk article or watch 
a CCSA webinar from the Crafty Chica. If  nothing else, a clean camera 
lens, good lighting, and filming in landscape mode will get you on the 
right track!
 BROADEN YOUR HORIZONS. If  you’ve uploaded a handful of  
videos to both Facebook and YouTube, what do you do now? Consider 
embedding videos from YouTube or Vimeo on your website to save 
your studio site’s bandwidth. Be sure to use keywords and pertinent 
descriptions (including your studio’s location) on the video hosting site 
to increase your SEO and push consumers to your website.
 Record a tour of  your studio or your back room to include on your 
“About” page. Use your technique videos to show potential customers 
how fun and easy creating can be! A quick how-to video showing all 
parts of  the pottery painting process—from choosing to painting to 
firing to picking up—is a great way to ensure that new customers know 
what to expect, and this can engender a sense of  empowerment at 
your studio. Creating can be scary, but by bringing them into your world 
and giving them a glimpse of  the process, you’re telling them that not 
only is there is a place for them at your studio but they are a part of  it.
 Don’t forget to try embedding videos into your email marketing! 
You have a captive audience, and while many may also follow you on 
Facebook, due to the ever-changing algorithms, they may not be see-
ing your videos. 
 KEEP UP TO DATE WITH CHANGES. In mid-2017, Facebook in-
troduced video cover pages for Facebook. Take advantage of  this and 
show the world what you do! Facebook cover videos may do best with 
a length of  20–90 seconds, a resolution of  1080p, and dimensions 
of  820x462, and should be easily understandable without sound. Use 
text, slideshows, or clear and striking video clips to make a great first 
impression. 
 BOOST YOUR VIEWS. This is not the Field of  Dreams—just be-
cause you post it, doesn’t mean they’ll watch it! If  you are not currently 
using Facebook Ads, I highly recommend you consider adding that to 
your marketing plan. I use a combination of  ongoing engagement ads, 
plus occasional boosts and regularly have brand new customers walk 
in to create or come to events and remark that they found us on Face-
book.
 LOOK TO THE FUTURE. Talking with studio owners, one of  the 
most consistent struggles we face is with staff  and training. It can take 
months to train them up properly, and if  or when you delegate some 
of  that training to senior staff, it can be difficult to ensure everyone is 
getting the same exact instruction. Take some of  that stress away by 
creating staff  training videos! Spend some time thinking of  staff  issues 
you address on a regular basis. Instead of  talking to them indepen-
dently or at a staff  meeting, film a short video to address and correct 
the situation. Staff  will have that as a reference point if  they need it 
later, and you can use that same video to help train any new additions 
to your team. Remember—these videos are internal. They don’t have 
to be pretty, but they need to be clear, concise, and informational.
 WHAT’S STOPPING YOU? I get it—the idea of  creating a reper-
toire of  videos can seem daunting, but making a realistic goal is great 
way to get started. Aim to create one or two solid videos a month. Start 
by uploading them to Facebook, then YouTube, and then embed them 
on your website, blog, or emails. Making a habit of  it is the best way to 
start consistent. Don’t forget to share them with us on Chatter using 
the hashtags #TechTalk and #Videos. You can do it, pottery team. See 
you in the movies! e

UPDATE YOUR PROFILES
Social media is constantly evolving, and if  you’re not regularly staying 
up to date on the changes, your profiles could be left in the dust. Com-
plete an audit of each of your accounts to make sure you’re utilizing 
each platform’s features to the best of your ability. Update any outdated 
information, and plug in additional content wherever possible. 
       One big new development for 2018: Instagram recently introduced 
the “highlights” feature. This allows you to save stories to the top of  
your page, and feature important information where your followers can 
easily access it. You can utilize this new feature by creating different 
photo sets: one for frequently asked questions, one to showcase all 
of the offerings in your studio, and one to highlight seasonal samples. 

GIVE YOUR PAGE A VISUAL MAKEOVER
Your Facebook page receives an organic bump in reach every time you 
update your cover photo or profile picture. It’s a good idea to schedule 
these updates throughout the year to make sure that you’re staying 
visually fresh. You could update your cover photo monthly to feature 
upcoming events and promotions, or opt for a quarterly swap. 
       It’s important to note that while periodic updates can be beneficial, 
you should make sure that users are able to quickly identify your page. 
One way to do this is to stick with a set color palette and fonts. That 
way, no matter the season, your page will still garner brand recognition. 
Another important tip: make sure your logo is always featured promi-
nently on your profile. Whether it’s your profile picture or a watermark 
on your cover photo (or both), it’s important that you feature your logo 
so people can immediately identify your content across the platform. 

FINE-TUNE YOUR CONTENT PLAN 
It’s pretty easy to get in the habit of using your social media solely to pro-
mote upcoming events or specials in the studio. But it’s important to re-
member that your fans have chosen to follow you for more than sales pitch-
es. Whether or not you have a set posting calendar, try to get into the habit 
of adding inspirational content into the mix with your promotional posts. 
       Samples of customer work, seasonal projects, art videos, behind-
the-scenes tidbits, funny memes, and creative quotes all do well on 
studio pages. You can even share content from other pages’ content. 
(Be sure to check the page policy on sharing, and always attribute the 
work!) This mix of content will keep your page fresh and will actually 
help to increase engagement on your promotional posts. 
       While social media is constantly changing, you don’t have to 
be a guru to see results. Keep your profile current, your graphics 
branded, and your content inspiring—and you’ll enjoy steady growth 
and great results, all year long. e

 Kelci DeFrancesco is a marketing consultant and graphic designer with over 12 years 
of experience in the PYOP industry. She helps studios around the country market their busi-
nesses and reach new customers. She can be found at www.kelcidefrancesco.com 

Refresh Your Social 
Media for 2018
By Kelci DeFrancesco, Marketing Consultant

SSpring has sprung (almost!), and this is a great time revisit 
your social media strategy for the year. These early months are 
the perfect time to brush up on your skills and make plans for a 
successful 2018. Short on time or budget? Luckily, a few simple 
tweaks can make all the difference. 

http://www.kelcidefrancesco.com
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I’ve spent the last few years trying to understand how to manage em-
ployees and have concluded there is no simple answer. Each employee 
is as unique as the work produced in our studios. Sometimes they seem 
to have turned into something you don’t recognize; they’re no longer 
that seemingly competent person you first interviewed. I’ve learned that 
you can’t save them—they have to save themselves. You can’t train 

When It Comes to Customer 
Experience, Does Your 
Staff Measure Up?

SERVICE WITH A SMILE

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

LLet’s talk about employees. It often feels like we have a giant revolving staff door, a merry-go-round instead of  a retail store. They come, 
they go. They’re good but then they’re not, so they get fired. Or they leave for more pay and more hours. And we start all over again, 
and again. You may have the cleanest studio in town and the fanciest bags. You may have all the best-seller items, and great ideas for 
classes. But if  your customers don’t enjoy the experience, they aren’t coming back. And your employees are tasked with the challenge 
of  creating that experience.

them to be friendly and helpful if  they don’t already have that inclination.
 The employees I have in place now are rocking it. They’re still fresh, 
but my approach to training is much different, because, all the advice 
books tell us, if  you keep doing the same things with the same bad re-
sults, maybe you need to evaluate your process. So I changed the way 
we do training. First, I slowed it down. I used to do a two-week intensive 
and then kick them out and tell them to fly. Sadly, this resulted in employ-
ees who knew a little of  everything, but not a lot of  anything. They had 
an idea about the process, but lacked details and confidence. To slow it 
down, I had to invest in a higher payroll for a short time, and I needed 
to work more evenings and weekends to have more time with employees 
individually. I also spent some time working on my own projects while the 
new staff handle all the aspects of  the shift. That way I’m there if  they 
need me, but I can also observe them at work and see how they handle 
customers.
 Evaluate your employees from start to finish, from when the cus-
tomer walks in the door, all the way to pick-up. Look at greeting, seating, 
and delivering instructions. Is your staff consistent? Do they tell custom-
ers about events and classes? Do they know why it’s important to get 
emails and other contact information? Do they acknowledge a customer 
who chose your studio for their party or special event? How about the 
other art areas in your studio? Is your staff clear on what they are to 
do? Do they know what materials and tools to give, and when to check 
on the customers’ progress?
 Plan your next staff meeting by writing down all the things you see 
that are not working so you can start retraining. I often ask my staff: How 
can we do this differently? I’m amazed at the great ideas they propose 
to support our studio. If  they don’t enjoy a part of  our current process, 
they will have a hard time delivering it correctly, and they’re willing to 
support a better way.
 My staff continues to be a work in progress. It still feels like I’m al-
ways just one employee away from disaster, but the current staff seems 
to be happy and they love their jobs. As they learn new responsibilities, 
I give them little raises. Right now everyone is above minimum wage, 
which helps keep them from eyeing a better-paying job. My next step is 
keeping them happy with the number of  hours I can offer—if  only they 
would stop asking for the weekends off! e

www.believebig.org


www.duncanceramics.com
https://www.youtube.com/playlist?list=PL5E0XSNEQ8fulO78MEguWOBTjbv2T4UJS
https://www.facebook.com/duncanceramics/
https://www.instagram.com/explore/locations/35248296/
https://www.pinterest.com/duncanceramics/
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* Coral: Equal parts Pthalo Red, Chrome Orange, and White
* Purple: Equal parts Violet and White, with a bit of Black
* Teal: Equal Parts Green Oxide, Cobalt Blue, and White
* Blue: Two parts each of Cobalt Blue and White, with a bit of Black

Using a stiff-bristled brush and a dry-brush technique, apply 
a different color to each section. Be sure to allow a little of  
the brown stain color to show through, and do not bring the 
bright colors entirely to the edges. It may take 1–2 coats of dry 

brushing to get the desired look. Allow to dry fully. (Hairdryer helps!)

Apply the OraMask stencil to your board, pushing it down well 
with a squeegee, and then remove the transfer tape. Using the 
utility knife, make small slits in the vinyl wherever there is a gap 
in between the boards and an open part of the stencil. Push 

down the stencil on either side with your finger. (This is a great trick to 
minimalize bleeding.)

With a dabbing motion, apply 2–3 thin coats of white over the 
stencil until the desired look is achieved. Peel away the stencil 
while the paint is still damp to avoid the paint peeling. Use the 
utility knife if  necessary to remove any small pieces of vinyl. e
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MATERIALS
 14”x18” wood pallet  Pattern (available in digital edition)
 Stiff-bristled brush  Baby wipes
 OraMask 813 stencil material Transfer tape
 Utility knife   Vinyl squeegee 
 Stencil cutting machine 
     (such as US Cutter or Silhouette)

ACRYLIC PAINT COLORS
       Burnt Umber, Black, White, Pthalo Red, Chrome Orange, 
 Cobalt Blue, Green Oxide, Violet

Size the pattern to cut a stencil to fit your board using your 
cutting machine. Weed the image and apply transfer tape. (If  
you’re not sure how to do this, YouTube is an excellent re-
source!)

Mix Burnt Umber with a small amount of Black to make a dark 
walnut color. Dip the baby wipe directly into the paint and wipe 
onto the board, covering the entire background, sides, and 
back with this mix. Allow to dry.

Mix bright colors for the separate sections. The colors we 
chose were mixed as follows:

By Nell Wertz, 
All Fired Up, 
Akron, Ohio

TThis project makes an excellent board art class but also works as a walk-in project. Use it to showcase the wide range of  colors your 
studio can offer, and it can also be adapted to demonstrate several painting techniques. 
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You can make a cardstock template so the slabs are all the same size, but 
we let our customers create their own unique project so they were all differ-
ent sizes and heights. We used several Clay Magic push molds and several 
sets of Sculpey molds (found in the polymer clay section of the craft store).

SUPPLIES
 6 lbs low-fire white earthenware clay, divided into a 2-lb piece 
         and a 4-lb piece
 Rolling pin and 
 1/4” square dowel pieces
 Clay texture tools (mats, stamps, etc.)
 Pizza cutter or other trimming tool
 String
 Push or press molds of your choice
 Glaze colors of your choice

Flatten the 4-lb block of clay by hand into a ball and then into 
an oblong about the size of a skein of yarn and then to about 
3/4” thick. Use a rolling pin and the dowel pieces to roll the clay 
to about 1/4” or slightly thicker. The slab should now measure 

roughly 28” x 6”. (Pressing texture into the clay will thin it out further, so 
having the slab a bit thick will help give the clay some strength when you’re 
ready to wrap it around the base.)

Once the clay is smooth, start adding texture. Set this slab 
aside on a drying surface.

Roll out the base to at least 1/4” thick and cut out a circle. (We 
used an 8” bowl as a pattern.)

Use a piece of string to measure the base and slab to make 
sure there’s enough clay to go all the way around the slab. Trim 
the sides and edges of the long slab. Once you have trimmed 
the edges, then cut holes or slots for yarn. Allow the clay to dry 

for about 20–30 minutes, so the slabs won’t flop when standing them up.

Create adornments using molds as desired.

Wrap the slab to the outside of the base, and then add a coil 
inside the pot to add strength. Slip and score the pieces to-
gether. You can use a coffee can or similar shape inside to help 
keep the sides upright.

Attach the molded pieces using the slip and score method.

Let clay dry thoroughly. (We put ours in the kiln room for 7 
days.)

Fire to cone 04.

Glaze as desired and fire to cone 06. e

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

TThis bowl is constructed using basic slab method techniques that can be made in various sizes and can be 
adapted to other types of  containers. We did this project in two sessions; the first took about 21/2 hours, and 
the painting session took about 11/2 hours.
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Scraffito 
Easter 

Egg 
Plate

Pour a small circle of  each green on a pallet. Using the wisp 
brush, pick up some of  each color and make upward strokes 
on the Light Green background to simulate blades of  grass. 
Fill in as thick as you desire.

Remove the egg shape from the center. Randomly paint light 
accent colors on the egg area. Allow to dry.

Paint two coats of  Black completely over the egg shape, but 
not on the background.

When black is slightly dry, use a toothpick to carve designs 
into the egg. Wipe the toothpick frequently with a damp rag 
to keep it clean as you carve.

Clear glaze and fire to cone 06. e

By Jenny Austin, The Mud Hut, Longview, Texas

TIPS: If  the Black becomes too thick in step 5, 
the design may crawl. And if  you wait too long 
to scratch, it may be difficult to remove the Black. 

Important: Don’t use your hand to brush off the 
carved-up bits of  glaze (“cruddy-duddies”) or 
you’ll smear the design. If  you are doing this project with a class, let 
them know that you’ll clean those cruddy-duddies for them. Wait until the 
plate is dry, then use a clean, dry, stiff  brush to remove any excess bits.

MATERIALS
 Bisque plate (shown on Gare’s Whimsy Ware salad plate #1070)
 Plain paper
 Toothpick or wooden sandwich pick
 Damp rag or paper towel
 Fan brush
 Wisp brush
 Round brush

GLAZE COLORS
 Light, Medium, and Dark Greens
 Light accent colors (shown with Light Orange and Lime)
 Black

Draw an egg shape on paper in the size you want for the 
plate. Cut out and hold down on plate to mask the egg shape 
from the background color. (You can also cut the egg out of  
contact paper and stick down to the plate to avoid having to 

hold it in place.)

Using a fan brush, paint one coat of  the lightest Green on 
the entire background.
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Last year in California during a serious water shortage, one of  our regu-
lar locals made a garden stake for every possible occasion—Valentine’s 
Day, St. Patrick’s, Easter, spring flowers, summer citrus, fall leaves, 
Thanksgiving turkey, several holiday pieces. She declared, “When in 
drought, plant garden stakes!” If  you live where the winters are too cold 
to keep these outdoors year round, they can be used as adornments for 
houseplants.

SUPPLIES
 5mm clear glass
 3mm clear glass
 Assorted transparent and opaque glass
 Clear frit, medium
 Glass tools

For the larger garden stakes, precut 111/2” x 21/4” bases 
from 5mm clear glass. At 2” inches from the bottom, cut 
each edge to form a point so it will stick in the ground.

For the smaller plant stakes, precut 6” x 11/2” bases from 
3mm clear glass. Create a 11/2” point at the bottom.

Have customers create a design from a variety of  transpar-
ent and opaque colors. Transparent glass will let light shine 
through, but a mixture of  both makes a nice contrast. Mosaic 
nippers work best for creating flower petals and leaves; the 

pistol-grip glass cutter works well to create gentle curved stems, sepa-
rated by running pliers.

Add some medium clear frit to give the backgrounds more 
texture and sparkle.

Fire to a tack fuse. e
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AAs the crocus, daffodils, and other early flowers begin to emerge 
from a long winter, customers can enhance their blossoms with 
these beautiful garden stakes. Make up some samples to show with 
simple geometric shapes, flowers, sailboats, butterflies, and so on.

Fused 
Glass 
Garden
By Lin Russeau, Artists by Design, Palm Desert, California
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IMPRESSART MATERIALS
 Alkeme stamping blank, 11/2” x 1/4” rectangle
 Steel block
 Charlotte letters, uppercase & lowercase
 3mm Whimsy Heart
 Stamp guides
 Ergo-Angle metal stamping hammer
 Hole-punch pliers
 Stamp enamel marker
 Flush cutters
 Chain-nose pliers (2)
 7mm jump rings (2)

OTHER SUPPLIES
 Ruler
 Marker
 Soft cloth
 18-inch finished chain

Place the stamping blank on the steel block.

Using a ruler and a marker, indicate the center of  your blank 
and the desired location for jump ring holes at the top cor-
ners.

Place the straight stamp guide along the bottom of  the 
blank so the orange line on the guide lines up with the cen-
ter of  the blank.

Write the letters of  your choice on the tape for reference 
and to help with spacing.

Select your first stamp. When holding the stamp, make sure 
the ImpressArt logo is facing you so the letter or design will 
be stamped in the correct orientation.

Hold your stamp on the blank and lightly drag it toward the 
edge of  the tape. Strike each letter once with medium force.

Using the hole-punch pliers, punch holes in the previously 
marked areas.

Highlight the impression with the enamel marker. Wait 1–3 
minutes, then wipe away excess with a soft cloth.

Find the center of  the 18-inch chain. Cut it at the center link 
using the flush cutters.

Use two pairs of  chain-nose pliers to open the jump ring 
laterally.

Thread the jump ring through the first hole and attach it to 
the end link of  one half  of  the 18-inch chain.

Close the jump ring by bending it laterally so that the ends 
pass one another.

Repeat steps 10–12 on the other side. e

Whimsy Heart Necklace
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Load the medium round brush with Light Green and fill in half  
the leaves. Fill in the rest with Bright Green. When paint has 
dried, use the liner brush to outline the leaves and add veins 

with Deep Green.

Using the large square brush, swipe 2 coats of Speckled 
Black on the border stripes. Allow to dry.

Load the script liner with slightly thinned Black. Starting in the 
middle of the flower, paint an imperfect swirl. Close the end of  
the swirl instead of leaving it open. Starting where you closed 

the swirl, add petals, working clockwise around the rose until you reach 
the outside. These petals are a flat, oval shape that always connects to a 
petal below.

Continue using thinned Black and the liner brush to outline 
(swirl) the leaves and the border.

Use the eraser end of the pencil to stamp Black dots on the 
Off White background.

Using the sponge, swipe Black along the outer edge.

Clear glaze and fire to cone 06. e

By Ammie Williams, Creative Director, 
All Fired Up; Atlanta, Alpharetta, and Marietta, Georgia

SUPPLIES
 Coupe charger
 Pencil with clean eraser
 Medium round brush
 Large square brush
 Script liner brush
 Sponge

GLAZE COLORS
       Off White Bright Yellow Purple
 Grape Pink  Mint
 Light Teal Dark Teal  Light Green
 Bright Green Deep Green Speckled Black
 Black

Lightly sketch a circular border. Add stripes. Plan where the 
roses will go by drawing circles in their place. Vary the sizes 
to make it more interesting and don’t worry about staying 
inside the border. Add leaves off the side of each circle. To 

suggest rose leaves, make one side of the leaf wavy and keep the other 
side round.

With the medium round brush, fill in the background space 
around the circles and leaves with 1–2 coats of Off White. 
Paint closely to the pencil marks but don’t worry about preci-

sion; the roses will cover any missed background spots.

The rose colors are Bright Yellow, Purple, Grape, Pink, Mint, 
Light Teal, and Dark Teal. To paint a rose, load a medium 
round brush full of  a color and fill in the circles with swirly 

strokes, using the side of the brush to create wavy edges. The goal is 
NOT 3 complete, even layers. If  you let a swirly layer dry and add another, 
the flowers will appear to have folds of rose petals. Repeat until each 
flower is filled in.

Swirly 
Spring 
Roses
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U
But you never know what might happen. Some studio owners who ap-
proach me do so because of  an emergency situation. They have to sell 
because they’re moving out of  state, they have a family emergency, or 
are sick themselves. Some want to sell because they’re ready to retire, 
while others are just plain burnt out. If  you prepare from the begin-
ning, or even take steps now to prep your studio to sell, and then are 
faced with any of  these obstacles, you’ll be ready. Your studio should 
be treated like any other investment toward retirement. If  you do it 
right, you’ll have a nest egg to look forward to in 
the future!
 Studios come to me all the time wanting to 
prepare to sell. In many cases they’re eager and 
ready to sell as soon as possible. Unfortunately, 
there are things that you need to be doing now 
in order to get to that point. If  you implement the 
advice in this list, you won’t find yourself  selling in a 
desperate situation.
 1. Create an Operations Manual. CCSA even provides one for 
you on the website that you can make your own. Make sure to have all 
your systems and policies in this book for employee training purposes. 
This is very attractive to a new owner, especially if  they don’t want to 
run the business themselves and they are looking for a turnkey. 
 2. Have a POS (Point of Sale) system. I’m glad that I pur-
chased a system in 2002 at the very beginning of  opening. It stream-
lines inventory, ordering, and tracking numbers. It accurately keeps 
track of  shipments, sales transactions, and on-hand inventory. You can 
lose thousands of  dollars if  you don’t accurately track what’s coming 
in, and what’s going out. Plus, how can you know how much you need 
to do in sales if  you can’t run reports? I know there are studios that do 
this by hand (bless you) but it doesn’t have to be this way. A POS sys-
tem will also keep track of  your customer’s information, which is critical 
in marketing. And collecting email addresses is important to a potential 
buyer. Also, your bookkeeper or CPA will love the ease of  collecting your 
numbers. Even if  you’ve been in business a while and don’t have a POS 
system, it’s never too late. You’ll wonder how you lived without it. 
 3. Do inventory on a regular basis. One of  the numbers that 
you can control in your business is inventory. It’s a common complaint 
in studios that employees will ring in things wrong, or forget to ring 
things in, or when something is broken and not accounted for. This all 
adds up to money coming out of  your pocket! Taking inventory will help 
to control that dollar amount. I recommend you do it once a month. 
Include paint, glass, canvas, pottery, clay, and whatever other mediums 
you offer. Showing a potential buyer that inventory is under control also 
shows them more profitability.
 4. Focus on sales. A buyer won’t usually be interested unless 
the owner is making a good salary and the business is profitable. Set 

Treating Your Business as an Investment
By Michelle Booth, Art of  Profit, CCSA Studio Consultant

Usually when you start your paint-your-own pottery studio, you don’t think about selling it. You’re excited, pumped, and ready to open. Selling is 
the furthest thing from your mind.

BUSINESS SENSE

goals with staff, do sales training, and get them on board with increas-
ing your business each and every year. A growing business is a healthy 
and attractive one to a potential buyer!
 5. Keep your books CLEAN. A buyer will not trust confusing 
books. If  you can’t keep them up yourself, hire a bookkeeper or CPA 
to do it for you. Don’t fall too far behind. Have everything categorized 
properly for easy understanding. Make sure to account for all sales 
and all expenses. Show the potential buyer all that you pay yourself. If  

you had to sell tomorrow, would your books be up to 
date through at least last month?
 6. Keep a list of anyone who ever asks you 
if you would franchise or ever sell your busi-
ness. Often when this happens, we laugh these 
comments off. I had a list of  people who showed 
interest and had questions over the years and 
when I was ready to sell, they were the first people 

I called. If  they love frequenting your business, they may want to buy it 
someday!
 7. Keep track of gift certificates in your POS. Make sure 
you have a system in place to know exactly which have been redeemed 
and which haven’t. One of  the negotiations in a sale of  a retail business 
is the outstanding balance of  unredeemed gift certificates. If  your CPA 
or bookkeeper has an accurate amount it makes the closing on the 
business much easier.
 8. Keep your lease. A business without a lease can seem scary 
and unstable to a potential buyer. That means the landlord can decide 
at any time to not keep your business in their center. Especially if  a 
bigger offer comes along to them. If  you can help it, try to never let a 
lease lapse. If  you are thinking of  selling someday, and it’s possible for 
you to do so, try planning to do it with at least a year on the lease. 
 9. Keep up appearances! Every year, do something to spruce 
up the space. If  the bathrooms look rundown, clean them up. If  the kiln 
room hasn’t been mopped since you moved in, mop it! Clear out and 
clean out any piles of  clutter or a jam-packed storage room. Not only 
will this help you be ready for a potential buyer, your customers will ap-
preciate the look. A fresh coat of  paint or even a set of  new chairs can 
do a lot to give your space a facelift. 
 10. Make sure you keep up with annual maintenance on 
equipment. Just like a house, a buyer will “inspect” equipment like 
A/C units and kilns. Keeping them in good working order will help you 
not to have to purchase them a new one. 
 Chances are you may never want to sell your studio. Many owners 
have been going 20 plus years with no signs of  slowing down. But, if  
you do, you’ll be all ready to start the process. Take on one or two of  
these steps every month or so and by mid-year, you’ll be up to speed 
with a more efficient and ready-to-sell studio! e

A FRESH COAT OF 
PAINT OR EVEN A SET 

OF NEW CHAIRS CAN DO 
A LOT TO GIVE YOUR 

SPACE A FACELIFT. 



Adding texture. Holes cut for yarn.

Right: Adding more dimension.

Left: Attaching push mold decorations.

Clay Yarn Bowl





By Ammie Williams, 
Creative Director, All Fired Up; Atlanta, Alpharetta, and Marietta, Gerogia

SUPPLIES
 Rimmed platter
 Pencil with clean eraser
 Large square brush
 Medium round brush
 Liner brush

GLAZE COLORS
       Mint   Off White   Pink
 Orange  Bright Green  Black
 Bright Yellow  Light Yellow  Dark Teal
 Purple

Draw the bunny outline in the middle of  the platter. Start by 
making a circle for the body and then make a smaller circle 
on top for the head. Add a triangle ear coming off the left 
side of  the head. Add a bent ear on the right side of  the 

head by drawing the same triangle shape, but adding a shorter triangle 
facing down toward the head. Add a poof  ball tail at the bottom of  the 
body.

Using the square brush, paint 3 coats of  Mint around the 
bunny.

Using the round brush, fill in the bunny with 3 coats of  Off 
White. When dry, paint the tail with 3 coats of  Pink.

With a pencil, lightly draw “Carrots for the Easter Bunny” 
on the rim.

In the space between the letter sections, draw carrots, 
which are just triangle shapes with a curved base. Add leafy 
shapes coming out of  the curved part for carrot tops. 

Fill in the carrots with 3 coats of  Orange.

Carrots 
for the 
Easter 
Bunny

Load the liner with Bright Green and fill in the carrot tops 
with 3 coats.

Thin a bit of  Black with a little water. Load the liner brush 
and outline the whole bunny. The lighter the pressure, the 
thinner the outline.

Time to letter! Using thinned Black and the liner brush, care-
fully go over the pencil marks. Apply more pressure on the 
down strokes and lessen pressure on the up strokes. If  the 
Black is not too thin, you can get away with one coat. Go for 

two if  you’re feeling lucky, but three tends make the letters too thick.

Outline the carrots. To keep the tip of  the carrot nice and 
pointy, start at the top instead of  the tip. Add curved lines 
along the side of  the carrot for dimension.

With a clean pencil eraser, stamp Black dots around the 
carrots and lettering. Stamp a row of  Black dots along the 
inside rim.

Add eraser dots of  Bright Yellow, Light Yellow, Pink, Dark 
Teal, Purple, and Off White around the bunny. Make sure to 
clean the eraser thoroughly between colors.

Clear glaze and fire to cone 06. e
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But before we do, take a look at the 7 Stages of  Clay:
 1. Raw: The “dig it out of  the earth” stage, before it’s processed, 
sieved, or transformed in any way. 
 2. Slip: The “glue-like” liquid stage. Consistency can be anything 
from thin olive oil to thick frosting. Combined with a technique called 
scoring, slip is used to attach separate pieces of  clay together to form 
one solid piece.
 3. Plastic: The malleable stage; much like play-dough, this stage 
is best for hand building, impressions, and wheel-throwing. (This stage 
can be glazed.)
 4. Leather-hard: The sculptor’s favorite stage of  clay. This stage 
is cold to the touch, and best for carving, sculpting, or use with press 
molds. (This stage can be glazed.)
 5. Bone-dry: After drying for several days, this stage of  clay, 
when touched to your cheek, will warm or begin to absorb the heat. 
This is the MOST fragile stage of  clay. Clay is extremely susceptible to 
damage during transfer to the kiln. (This stage can be glazed.)
 6. Bisque: After the first firing, this is the stage where clay is 
porous and ready to absorb glaze. PYOP Studios are filled with low-fire 
white bisque. However, clay comes in many colors; thus bisque subse-
quently comes in many colors from rich reds to several values of  gray 
and even black. 
 7. Fired or ceramic: After glazing, firing finishes the clay into a 
beautiful art piece; with either a gloss or a matte finish, depending on 
the glaze type.
 It’s important to familiarize yourself  and your staff with all 7 stages 

WWhether your studio currently offers clay classes, is preparing to offer classes in the near future, or just wants to dip a toe in the mud, 
you probably have lots of  questions. Most of  us want to know what projects will fill studio seats, what projects will yield high profits, and 
what projects stand the best chance of  survival from start to finish. We hope to help answer some of  those questions with Art Smart 
Academy’s “Mudroom Money Makers” series.

Mudroom Money Makers
By Katherine Fix, Art Smart Academy, Irmo, South Carolina

of  clay before beginning to offer classes in your studio. To learn more 
about setting up your studio to offer clay, contact Bre Kathman at Chesa-
peake Ceramics to schedule a consultation, or look into attending one 
of  her “Dirt to Dollars” workshops. The Clay Lady’s DVDs are a great 
resource as well. 
 After seven years of  offering one-step wet-clay classes, we wanted 
to share a few “money makers” that have been our most popular class-
es. When offered in conjunction with events and/or food, our class fees 
can go up as high as $55 per person. 

IDEAS FOR KID’S PROJECTS
 General themes—great for parties
 Pizza Plate
 Under the Sea Whale/Tropical Fish Plate
 Owl Plate
 Lego Plaque/Lego Bank
 Cupcake Bank
 Butterfly Bowl

IDEAS FOR ADULT/FAMILY PROJECTS
 Spring and Summer themes
 Birdhouse
 Dragonfly Mug
 Slab Flower Pot/Box
 Pineapple Trivet
 Owl Plaque e



DESIGNER 
SILKSCREENS

TransferCreate a Paste

Apply

Take your project to the next 
level with crisp, detailed 

designs in three easy steps!

Reusable!
With proper 

care, Designer 
Silkscreens 
can be used 

over and over.

Works on 
ridged or 

curved 
surfaces.

MaycoColors.com 2 

www.maycocolors.com


Combine AC-310 Silkscreen Medium and any color of 

Underglaze, Stroke & Coat®, Designer Liner, or acrylic 

paint to transfer designs onto ceramic, glass, wood, or 

fabric surfaces with ease.  Designer Silkscreens may also 

be used as an outline to fill in images with color.

Highly detailed imagery, fun doodles, 
patterns and graphics 

DSS-0147 Island

DSS-0152 Day of the Dead

DSS-0148 Sea Life 3 XL

DSS-0146 Princess and Unicorns

DSS-0149 Flowers 3 XL

DSS-0150 Far East DSS-0151 Horses

NEW

NEW

NEW

NEWNEW

NEW NEW

15”x 12” Designer Silkscreens

3 Creative Tools
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MT-013
Honeycomb Mat

MT-0011
Diamond Plate Mat

MT-010
Cable Knit Mat

MT-012
Ikat Mat

Create design and surface decoration 
by transferring patterns with color 

or impressing into clay using Mayco 
Designer Mats and Stamps.  The flexible 
material allows for use on curved shapes 

without compromising design.

ST-132
Diamond Plate Stamp

ST-133
Wood Grain Stamp

NEW NEWNEW NEW

NEW NEW

DESIGNER 
MATS

& STAMPS

Clay
Impressions

Apply Color

MaycoColors.com 10 
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SL-431 
Bloom Stencil

SL-434 
Hearts Stencil

SL-435 
Curlicues Stencil

SL-436 
Fern Leaf Stencil

SL-437 
Groovy Stencil

Create textures in clay or use 
as a template for carving.

Color Application 
or Dimensional Design

DESIGNER
STENCILS

SL-438 
Snowflakes Stencil

15 Creative Tools
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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
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Kilns and furnaces you can depend on.
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Free Video Training: Watch kiln videos at
www.paragonweb.com. Click the Kiln Video link
on the home page.

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

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

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

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

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

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

Deluxe Kiln Stand
Assembly

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

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

outlet and plug for damage.

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

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

5 Install the casters.

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

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

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

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

Paragon Industries, L.P.

2011 South Town East Blvd., Mesquite, Texas 75149
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Free Video Training: Watch kiln videos at
www.paragonweb.com. Click the Kiln Video link
on the home page.

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

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

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

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

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

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

Deluxe Kiln Stand
Assembly

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

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

outlet and plug for damage.

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

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

5 Install the casters.

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

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

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

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

Paragon Industries, L.P.

2011 South Town East Blvd., Mesquite, Texas 75149

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

www.paragonweb.com

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


www.chesapeakeceramics.com
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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

www.chesapeakeceramics.com
https://www.facebook.com/chesapeakeceramics/
https://www.pinterest.com/chesceramics/
https://www.linkedin.com/company/chesapeake-ceramics
https://twitter.com/chesceramics?lang=en


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.chesapeakeceramics.com
https://www.facebook.com/chesapeakeceramics/
https://www.pinterest.com/chesceramics/
https://www.linkedin.com/company/chesapeake-ceramics
https://twitter.com/chesceramics?lang=en


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
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www.gare.com
https://www.facebook.com/GareInc/
https://www.youtube.com/user/GareInc
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