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WELCOME
Its Convention Time! Its Convention Time!
 Is everyone shouting and dancing with me now? 🎉🎉👯� � 🕺🗣
 This is a very exciting time for CCSA. Putting together a convention is a huge task but the rewards are so 
great. It takes lots of  hours, people, meetings, sleepless nights, and even nightmares like many of  you have about 
your studios. But in the end we get to see old friends, make new friends, and watch people be ignited to push 
themselves to grow their business and work smarter. Last year in the planning process the Board came up with 
a new tagline/theme for Convention and we are continuing to use it this year and hopefully many years to come. “BUILD YOUR BUSINESS: The 
Convention Experience.” This says it all. Convention is an experience like no other and if  you embrace it, plan for it, and come into it open-minded,  
 I promise you will leave with tools to “BUILD YOUR BUSINESS.”
 And on top of  that, who doesn’t want to visit Buffalo, New York, at the best time of  the year and have the opportunity to see Niagara Falls 
and many other great things that Buffalo has to offer.
 By the time you read this registration will be open, but it’s not too late to make plans to join us. Review the Convention Preview Guide for all 
the details and use the class planning sheet provided to make class selections, and then go online and register. Then make your hotel and flight 
reservations and we will be waiting for you with open arms on September 13.
 IMPORTANT DATES TO REMEMBER:
  July 18: Early Bird Pricing Ends
  August 6: First-time Attendee Webinar
  August 15: Online Registration Closes
So start packing your bags, get your studio covered, and I will see you in Buffalo, September 13–16, 2019.

 Dena Pearlman
 Executive Director

The elections are over and the winners have been announced! We appreciate all the members who made the 
commitment to run for the open Board positions. Each year, the newly elected Board members bring excitement 
and new energy to our work. Being a Board member is a great way to strengthen the CCSA and develop yourself  
at the same time. 
      We are pleased to announce our newest Board members, Sophia Dzialo and Janna Gisler. Sophia is a relatively 
new studio owner in Connecticut who will bring the newer studio owner perspective to the Board. Janna Gisler 
owns a studio in Victoria, British Columbia, and has worked on the magazine committee this year and has proven 
to be a great asset. Each of  these newest members will contribute a fresh perspective to the CCSA.
      You may think, “How do I know if  being on the Board will work for me and the CCSA?” A great way to find out is by volunteering – just like 
Janna did for the magazine committee or by helping at Convention! This gives you an opportunity to get to know some of  the work the Board does 
and the Board members themselves.
      Serving on the Board is a significant commitment of  time and energy but is also very rewarding and beneficial to both the CCSA and to you! To 
assist, the CCSA has a great onboarding process that begins almost immediately after the election. The new Board member will listen in on Board 
calls from now until our September meeting, at which point they will be officially installed on the Board of  Directors. The onboarding process helps 
to make a seamless transition for new Board members and the current Board.
      This year, two positions were available. The first was a newly added position due to all the added projects the Board has undertaken. The sec-
ond position was a result of  Erin Racioppi finishing her term after her three years of  great service. Erin has delivered very valuable projects to the 
CCSA. She was instrumental in developing and nurturing the Max Profit program that continues to educate our members with valuable resources. 
For the past two years, Erin has successfully enhanced our Convention experience with outside speakers, qualified educators, and a well-rounded 
program for Convention attendees. Thank you, Erin, for your service to the CCSA.
      We hope you will start planning now for next year’s election. We always need fresh ideas and perspectives!

Tracy Schultz
CCSA President
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is a review of  the many options available on the website, along with 
specific directions on how to customize them for your studio. Although 
this guide is from a few years ago, the information included is still 
pertinent: how to grab marketing photos and print and social media 
ad resources, how to use templates to make flyers, and marketing 
on a shoestring budget. There’s a super-helpful Marketing Calendar 
for each month, along with a Studio Events Calendar PowerPoint and 
video how-tos.
 The second half  of  the Marketing Guide has some great tips for 
event planning for all the major holidays, Super Bowl, field trips, large-
scale events, PYOP Day, story time, Diva Night and team building. 
 Whichever way you choose to tackle the Membership Resources 
at www.CCSAonline.com, just know you don’t have to re-create the 
wheel. The time and work savings, along with your sanity, is worth the 
price of  membership alone! e

www.CCSAonline.com
MEMBERSHIP MATTERS

Included are links to the current CCSA Today magazine and monthly 
newsletter, along with technical guides (product safety, kiln mainte-
nance) and a link to 12 technique videos on YouTube. You’ll also find 
a Studio Operations dropdown, including Financial Savvy (21 topics to 
review such as pricing strategies, expanding your business, cash flow, 
and planning inventory) and Forms and Templates (45 forms you can 
edit and make yours, 28 hiring forms, and 8 press releases). 
 A popular and very helpful link to follow is one for all the guides. 
The “Quarterly and Other Project Guides” features dozens of  jam-
packed project guides that reach back to 2014.
 Be sure to check out the Marketing Link, which has even more re-
sources: CCSA Marketing Guide; Press Releases; Marketing Articles & 
Resources; Marketing Calendar; Stock Photos; Print Advertising; Face-
book Cover Photos; Clip Art; Marketing Videos; and Project Guides.
 The CCSA Marketing Guide, “Make Your PYOP Marketing Pop,” 

T
By Dana Hall, You’re So Crafty, Seguin, Texas

The CCSA website is quite the valuable resource for members looking for technical manuals and videos, camp and seasonal project 
guides, information for home school and Scout groups, and more. When you click on the Member Resources tab on the far right of  the 
blue menu bar, you’ll want to have some time to dig in. 

http://www.CCSAonline.com
http://www.CCSAonline.com
www.pyopstudiostuff.com


KILN 
GODDESS 
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So let’s start at square one: selecting and prepar-
ing for classes. If you want the investment of your 
time and money to pay off, you’ll need to spend 
some time doing homework. First, print the class 
schedule and read the summaries. Take advan-
tage of as many offerings as possible and plan 
for a mix of business and creative classes. Use 
the class chart to start penciling in your desired 
classes. You will likely have to shuffle around 
some classes and times to make it all work. 
       Technique classes are always amazing, 
but don’t take a class just because you love 
the design and/or the instructor. Really think 
about the project, the products, the bisque 
choice, and the likelihood that it will work in 
your studio. Select technique classes that you 
feel will make you money and can logistically 
be added easily into your repertoire.
       When it comes to business classes, compli-
ance and HR may not seem glamorous but they’re 
so important to the foundation of your business, 
and a better understanding of legal and technical 
information can minimize stress and headaches! 
Be very purposeful when evaluating the business 
class lineup. If you can’t fit in one (or more) that 
seem important, be sure to do some research 
on your own—maybe find a friend who attended 
and share notes on the classes. Remember, you 
can purchase all the convention handouts after 
convention, too. It’s a great way to catch up on 
what didn’t fit into your schedule.
       If  you can arrive early, I highly recom-
mend taking one or two Pre-Con classes. 
These are additional opportunities to hone 
your skills or learn a whole new medium.
       Divide and conquer. If you’re attending with 
a staff member or spouse, do not take classes 
together—you’ll learn so much more if you take 
as many different classes as you can. It may be 
fun to sit next to each other admiring your identical 
project, but it’s kind of a waste of time. Every class 
has the potential to make a big impact on your 
business and there are so many to choose from. At 

The Most Important 
Pre-Con Isn’t a Class
By Hillary Moulliet, Art Space Studio, Charlotte, North Carolina

Let’s check in from the previous article: have you been jotting down questions and thoughts 
in your convention notebook? Think ahead to AFTER convention: do you want to look at 
your notes (or lack of notes?) and wonder what the heck you were doing during class? The 
time you spend preparing will pay out exponentially and you’ll leave convention with a better 
understanding of new skills, as well as the confidence to implement them in your business.

As studio owners, we do things differently.
      I’m thinking this as I pause to use the 
restroom. (This is, as I know you know, a 
rare treat some days.) In addition to its 
intended use, this is what happens when I 
go to the restroom:
  e I clean up all the paper towels off 
the floor and put them in the trash.
  e I do a quick clean of  the sink and 
mirror.
  e I replace the toilet paper as 
needed.
  e Same with hand soap and paper 
towels.
  e I notice if  we need to update the 
announcements on the chalkboard.

 I’m sure my staff wonders what is 
taking me so long.
 Speaking of  my staff, this is how I 
imagine THEY go to the bathroom: Ap-
proach carefully, put on their blindfold, or 
close their eyes. Use the restroom. Leave. 
Nothing to see that needs to be done, so 
nothing is done. HOW do they manage 
this? It’s a mystery.
      And my customers? Have you seen 
Animal House? How about Mr. Mom? 
“You gave the baby CHILI?” If  you are old 
enough to remember these movies, you 
know EXACTLY the carnage I’m talking 
about. HOW do people who are presum-
ably responsible adults let this happen? Do 
they think I have house elves taking care 
of  things? Do they have house elves taking 
care of  things at their homes? Do they 
know where I can get a house elf?
      But we do things differently—that’s 
for sure. We probably give other people in 
customer service a little more leeway than 
people who don’t work this side of  the 
customer service line. I know I can‘t give 
someone a bad review, because I know 
how much it kills me when I get one. A 
four-star review may as well be a one-star 
for how it stabs me in the gut.
      I realize this is not normal behavior. 
But if  I was normal, would I own my own 
business? Somehow, I doubt it.
      We also see the small flaws that we 
know we wish weren’t there. We constantly 
add to our to-do list. We never stop, can’t 
stop, but sometimes we get a chance and 
can stop to use the restroom. e

BUSINESS SENSE

the end of the day, compare notes, share what you 
learned, and decide what you’d like to implement. 
       When you’ve come up with a plan, put 
June 26 on your calendar to register for con-
vention and select your classes. Continue to 
write in your convention notebook all summer, 
especially questions relevant to the classes 
you’re taking. Also consider the following for 
additional research on your class topics: 
 e What discussions have been on 
CCSA’s FB chat?
 e What photos have been shared?
 e What questions do you have that 
weren’t answered on FB?
 e For technique classes, how will the 
projects work logistically in your studio set-
ting? Some studios do it one way, but you 
might do it differently (expand on how you 
would execute).
 e Your research will likely suggest more 
questions—ones you may not have thought 
of  in the middle of  the class—so practice 
some serious free-flow writing in your note-
book as you research.
       Fast forward to September: take copious 
notes. Reference your research and ques-
tions, and ask more questions! If  needed, 
catch up with the instructor or classmates 
later and ask follow-up questions. Don’t leave 
with unanswered questions. 
       And don’t forget your suppliers! Make 
time for a visit at their booths. You’ll likely 
have questions from classes that are more 
relevant for discussions with them. Bonus: 
they’re there for you after convention, too!
       Spending a little time preparing for 
classes will help you feel more confident com-
ing out of  convention. Set aside a morning to 
review your notes while they’re still fresh and 
easy to understand. Set some goals for your 
new skills and hit the ground running. Your 
business and customers will thank you.
       See you in September! e



www.skutt.com/kmt


Birmingham, Alabama offers a project that features paper painting a 
turtle, then adding bubbles on part of  the plate. 
       GEOMETRIC PATTERNS Fabric and home decor products 
inspired by the ’70s are popular again. Geometric or repetitive patterns 
in retro color palettes work on everything from mugs and platters to 
picture frames and serving bowls. Use designer mats, stamps, or sten-

cils to create patterns easily. Or use silkscreens in 
alternating colors to create a repetitive pattern.
       ABSTRACT + ASYMMETRICAL Asymmetrical 
designs and abstract paintings are popping up 
on walls around the country. This approach works 
great for painters who are laid back in their design 
approach or who need “permission” to destress 
and just paint randomly. Freestyle doodles and free-
flowing brushstrokes are relaxing ways to create. 

Host a Zen pottery event where you play 
relaxing music and serve coffee or hot tea. 

You could even offer yoga as part the 
event!

       FOUND OBJECTS 
Lisa Feltz at Meltdown DiY 
Art Studio in Eldersburg, 

Maryland, says that caps—bottle 
caps, container lids, and the 

like—are popular for creating 
designs. Dip the edge of the cap into 
color and press onto bisque for some 
interesting designs.

       OMBRE Fading one color into 
another creates a gorgeous ombre 
design, blending various shades of  
one color in a graduated manner. 

Using a variety of  different colors also 
works well with this technique. Keep it basic or add lettering or 

simple designs over the ombre.
       TEXTURE The fall brings chunky knits and texture in home goods. 
Create texture on pottery by using products such as Mayco’s Sculpting 
Medium, Cobblestone, or Snowfall. Build up texture by applying Sculpt-
ing Medium with a plastic card over a stencil, then pull the stencil up to 
reveal a raised design. Apply Cobblestone and you’ll get little cobbles 
during firing. You can even apply glaze on top of  Sculpting Medium and 
Cobblestone to create colorful textured designs!
       The thing is, you help set the trends for your customers. You know 
they’ll see designs in retail stores or online that they like. By having 
samples and a variety of  trendy techniques ready to go, you’ll be able 
to help your customer create something they’ll love. And isn’t that what 
a paint-your-own pottery studio is all about?
       Happy decorating! e

The core of  what we do in this industry is helping people create 
artwork they’ll enjoy painting and using for years to come. Providing 
options for creative glaze application also encourages customers to 
come back for more. I’ve always loved the idea of  hosting technique 
nights in a studio to allow people to learn several techniques on basic 
shapes. The more basic techniques they learn, the more they’re willing 
to combine two or more on a project. 
       Techniques often follow design trends 
but also evolve as a result of creative 
exploration in surface decoration. You’ll 
see many of the following on clothing, 
home accessories, wallpaper, linens, and 
personal accessories such as tote bags. 
       SILHOUETTES These classic images 
are easy when you use a silkscreen. Keep 
the process simple by applying a gloss 
glaze such as Mayco Foundations®? first 
(no dipping required). Use a flexible mat 
or stamp to create a background, apply a 
silkscreen image as a pattern, then fill in 
the pattern with a classic glaze like Stroke 
& Coat®?. This gives you a project that 
customers can easily create with great 
results. Use different elements from this technique on several 
pieces to create a collection. The minimalist design trend 
easily translates to pottery painting when you provide 
samples of simply decorated shapes. 
       WATERCOLOR + LETTERING The sun-washed 
look of watercolor is not just for florals, but also works 
for animals and abstract art. Add loose outlines to 
define sections or shapes for a project that is hard to 
“mess up.” Each one is completely different based on 
the application of glaze. Simple washes of color with one 
meaningful word or a short inspirational quote lettered 
onto the piece will always peak a customer’s interest. Ammie 
Williams of All Fired Up in Atlanta is a master of this technique.
       BUBBLING Painters of  all ages truly enjoy this one. Cover an item 
with several colors of  bubbles, or apply bubbles in one area of  a piece 
as an accent. Bubble a platter with fall colors, then paint leaves on top. 
Sandi Kirkwood from Clay Casa in San Antonio uses silkscreens on top 
of  a bubbled design. Or go a step further and use the silkscreened 
silhouette technique on top of  the bubbles.
       PAPER PAINTING Using paper as a means for applying color to 
a piece of  bisque is a fun way to add depth to a design for almost any 
season! Draw a shape such as candy corn, a Christmas tree, or an 
ornament. Apply color to small scraps or strips of  paper, then press 
the paper onto the piece within the drawn shape and you’ll get a fun 
design with variegated color. Julia McNair from Do It Yourself  Crafts in 
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By Crista Toler, Studio Market Coordinator, Mayco

What a great time to work in art, with so many wonderful techniques for decorating pottery! We’re learning to incorporate nonceramic 
painting techniques (and vice versa) into our fired arts, which broadens our range of  inspiration for our customers.

TREND FLASH

Trending Techniques
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(yes, I’m one of  them!) will tell you to avoid permanently adhering 
things like tiles to walls or display units. You WILL want to add or 
remove color(s) at some point, and you will regret that tile installation. 
Mount tiles onto removable surfaces such as thin plywood, then mount 
the plywood to the wall for easy removal if  necessary.
Space is also a concern for most studios. How do you successfully dis-
play color and tools in a way that conserves space while allowing easy 
access to customers? Try these fabulous hacks from fellow studios:
 e Bins, bins, bins. The Container Store is your friend. Remember to 
put any tools that retain moisture, such as sponges, in bins that allow air 
circulation (such as mesh bins or crates). Be sure to label all bins and/
or drawers, preferably with photos, not just words. Customers are MUCH 
more likely to utilize tools when there is a visual image to encourage 
them. Labels will also help employees put things back where they belong.
 e Get creative. Think outside the box when sourcing things to house 
color and design tools. Pictures on Chatter showed some wonderful hacks: 
glaze bottles and paint pods in shoe cubbies; brushes in a commercial 
utensil organizer; rulers, tape, and other supplies on pegboard hooks.
 e Make use of “unusable” wall space. Hang pegboard, slat wall, or 
bin rails to house brushes, rulers, Q-tips, toothpicks, and so on in areas that 
won’t fit shelving units. Utilize upper wall space by creating large platters to 

show “how to” concepts such as “before/after” and “1-2-3 Coats.”
 e No wall space at all? Consider creating a space on the 
floor of  your studio for materials and tools. Susan Bucci, 
owner of  The Painted Peacock, build a colorful little “house” 
for design tools and colors.
 Have fun redoing! As always, post before and after 
pics on Chatter, and be sure to tag with #studioredo. The 
next Studio Redo article will focus on party rooms. If  you 
have specific questions, problem areas, or would like to 
share what you LOVE about your party room, please email 
Lisa at hi@MELTDOWNinMD.com. Thanks for your input! e

Materials and Tool Areas
STUDIO REDO

It’s important to consider flow and function when planning or redesigning 
space. Most studios create a single “materials area” to house all the colors, 
tools, and supplies customers need. Visually and organizationally this may 
work well, but functionally, not so much. One very busy day is all it takes to 
realize it’s not ideal when customers are trying to fit into the same little area 
at the same time. Consider these options to create better function and flow:
 e Try to make a few “stations” around the studio instead of  
putting everything into one spot. If  you are strictly PYOP, consider 
separate areas for glazes, design tools, and clean up. If  you offer more 
than one medium, having a station for each one helps ensure that 
customers don’t mix up products on projects. If  you can spread people 
around the studio to get materials, it will relieve bottleneck areas and 
can even help with marketing. Customers spend time in tools areas, 
making them great spots to post information about upcoming events, 
parties, and so on. Not a lot of  room? Put a small monitor on the wall 
in those areas where you can scroll event info.
 e Keep the space in front of stations clear so seated guests aren’t 
bothered by bodies constantly bumping them when they come to get color 
and tools. This is the PYOP equivalent of being seated by the kitchen door 
in a restaurant. Don’t compromise comfort if  it can be avoided.
 e Don’t commit! Those of  us who have learned the hard way 

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

How are those studio redos coming along, friends? This time, we’ll be focusing on the materials/tools/supplies areas, which present some 
unique challenges and opportunities. We all know what it’s like when inspiration hits. You absolutely LOVE that new color, design tool, or even 
project offering, only to be faced with the challenge of how to fit it in to your existing space or alter that space to better showcase what your 
studio has to offer. As always, Chatter is a wonderful resource for ideas, inspiration, and even words of caution, and I’ll highlight some here.

See the digital 

edition to view 

more photos 

from your fellow 

studio owners.Marci Courtney, The Paint ’N 
Station, Oklahoma City, Oklahoma

Erin Racioppi, The Mad 
Potter, Houston, Texas

Sandra Mandell, Oliloli Arts and 
Crafts Studio, Forest Hills, New York

Nell Wertz, All Fired Up, Akron, Ohio Susan Bucci, The Painted 
Peacock, Greenville, 
North Carolina

Shannon Loomis, Kiln Creations, Noblesville, Indiana

mailto:hi@MELTDOWNinMD.com
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Demystifying Clay: A PYOP Primer
BRANCHING OUT

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

Clay is the basis for all PYOP studios, so much so that it’s easy to overlook its origins, properties, and how we can best utilize these proper-
ties. We buy our bisque without thinking much about it, until a question comes up or, worse, a kiln tragedy happens. Knowing some basics 
of clay might help avoid issues and can open opportunities to make magic in our kilns.

“Clay is just glorified dirt, right?” Not at all! The basis of  clay is 
kaolinite, eroded from rock formations, which settles into riverbeds and 
basins. Depending on location, the kaolinite deposits have minerals and 
organic materials that historically gives us the variety of  pottery around 
the world.
 “Clay is clay, isn’t it?” Not by a longshot. The percentage of  
kaolinite, minerals, and organic materials are the basis for the variety 
of  clay bodies available. Each clay body has its own characteristics, 
like texture, firing temperature, color, and plasticity (its ability to hold 
shape). The slip our suppliers use for their bisque 
or the clay we get for our projects is chemically 
formulated for its specific use. Knowing what 
that “best use” is gives us (and our customers) 
the best chances of  success with clay and glaze 
projects in the studio.
 “This is confusing!” If  you’re getting a 
headache, don’t worry! While there are numer-
ous types of  clay, there are only three types we 
really need to keep in mind: low-fire earthenware, mid-fire stoneware, 
and high-fire porcelain. Even if  you currently only fire cone 06 low-fire 
bisque, knowing about the others can clear up questions. (“Can you 
fire these pieces I found in Grandma’s basement?”) or open up new 
offerings (Did someone say stoneware?)
 “Low-, mid-, high-fire?” Clay bodies are separated by the 
temperature at which they mature in the kiln. When fired to maturation, 
the clay reaches its optimal hardness. Clays fired to a higher tempera-
ture are typically stronger and less permeable to water.
 Low-fire earthenware Most seen in PYOP studios 
is earthenware clay. It matures between cones 06 and 04. 
Earthenware clay doesn’t become vitreous, which means it will 
still absorb water after firing, thus the need to completely glaze 
and stilt pieces meant to be food safe. Earthenware clay is 
available in a variety of  colors, including terra-cotta. Terra-
cotta flowerpots are a great low-cost studio option. They are 
best fired without a clear glaze, which gives them their ability 
to “breathe” in the garden.
 Unfortunately, most earthenware is not as durable as 
higher-firing clays. And because they don’t vitrify, special care is 
needed. Microwaving earthenware isn’t recommended because 
water might permeate through the stilt marks. When nuked, 
the water can cause the glaze to craze. For the same reason, 
earthenware pieces also shouldn’t be allowed to freeze.
 Mid-fire stoneware Stoneware clay is fired between 
cones 5 and 6. When matured it is very durable and vitre-
ous—it will not absorb water. Stoneware does not have to 
be completely glazed to be food safe. The bottoms are not 
painted and they are fired without stilts. Stoneware clay colors 
vary from white or buff to gray or brown. The clay color can 

affect the glaze color. They often have additives to enhance the color 
or workability of  the clay. Suppliers offer a variety of  stoneware bisque 
items. Mid-fire glazes offer an “artsy,” farm-to-home look that is cur-
rently trendy. They are dishwasher, microwave, and oven safe when 
mature. Mid-fire clay is a great choice for outdoor pieces; freezing will 
not affect the piece. It is a preferred clay for wheel throwing because 
of  its plasticity and the beautiful glaze combinations available.
 In a studio setting, there are a few considerations for stoneware. 
Offering stoneware requires having mid-fire glazes. While many com-

mercial glazes can be fired to cone 6, it is wise to 
check with your supplier or test them yourself  before 
offering 06 glazes for stoneware. Mid-fire glazes are 
beautiful alone or reacting with other colors. They 
are not ideal for detailed painting as they tend to 
flow slightly, blurring the details. If  you offer mid-fire 
clay, be sure to bisque fire it to cone 06 to 04 before 
glazing. If  you bisque fire it to cone 6 (full maturity), 
the piece vitrifies and the glaze won’t soak in.

 High-fire porcelain Porcelain clays have the highest percentage 
of kaolin particles, making them vitreous, strong, and durable. They are 
white and fired between cone 8 and cone 10. Potters describe it like 
working with cream cheese – silky but difficult to hold shape. The firing 
temperature and lack of plasticity make it a rarity in PYOP studios.
 Knowledge is power! Having a basic understanding of clay can 
help you comprehend the magic that happens in our kilns. Hopefully, this 
will lead you to experiment with the variety of clay bodies, whether terra-
cotta, stoneware bisque, or colored clays. Have fun and stay curious! e
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A NEW BEGINNING
When my studio first opened in 2007, my dad, Steve, and I bought some 
of  the assets of  a struggling children’s boutique that dabbled in pottery. 
They had a few dedicated shelves of  bisque in the back with one kiln and 
no inventory-tracking system. Being inexperienced, I had no idea how to 
market that we were opening a new business from the ashes of  an old 
business. The whole idea of  opening our own studio sprang into action 
so quickly that we really didn’t have much time to prepare. 
       We learned a great deal the first year. We kept the old studio’s phone 
number, which helped a lot. However, we soon learned that many of the 5,000 
customer contacts acquired in our agreement were old physical addresses, 
disconnected phone numbers, and few emails. We sent out hundreds of post-
cards only to have them returned by the post office. The old studio didn’t have 
a website, so there was no way to inform customers of our new business. We 
just had to start from scratch. We put a sign on the window at the old location 
and very excitedly opened our new studio. It took a lot of hard work, being in 
a great location, lots of word of mouth, a new website, and eventually social 
media to succeed. All of this to say, we learned a great deal.

THE PERFECT SPOT
When it came time to look at new locations in early 2018, I was excited 
and nervous. Would my customers follow me across town? Would they 
abandon me for other art venues close by? Would I miss my current 
neighborhood if  I couldn’t find a new spot there?
       After looking at a few places, we came across a house with the 
perfect square footage on the main street in a historic 
neighborhood lined with fancy boutiques 
and eateries. And it was just around the 
corner from our current location. We took 

the gamble and bought it.
       Our excitement was contained long enough to get the paperwork 
finalized, then we announced our thrilling news on social media. We cre-
ated excitement by posting a “teaser” first, where followers had to guess 
our “Big News,” and some of  the answers were insightful. Many people 
thought we were opening another studio in a neighboring town. (Not this 
time, but maybe in the future!) Our news was posted the next day, and 
the response was fabulous. People were so excited, which was encour-
aging. We hung a banner at the new location with our logo on it, saying 
“This L’il Piggy has a new home” (we are The Painted Pig, after all).

MAKE IT WORK
Over the next few months we met with an architect, selected a contractor, 
and got to work gutting the house and remodeling it. We created a hashtag 
just for this project so our customers could follow along. The remodeling 
took longer than expected and the move was pushed back to October, then 
Christmas, and then January. We still carried on with our usual events like 
Vintage Tree Parties, Paint with Santa, and had a typical Christmas season, 
but it was frustrating. Once January hit, we kept customers informed by 
email, on our website, and through social media. Everyone was told at 
checkout that we’d be moving soon. We contacted customers to pick up 
their pieces before our move. We hung a banner on our awning announc-
ing, “This L’il Piggy is moving to Kavanaugh Blvd.”
       We picked a closing date in February and planned on reopening a 
week later. The studio was packed up in a few days, then we moved in on 

Valentine’s Day. Throughout that week, we updated our social 
media and website with our target open date. We made sure 
to answer the phone and email as best we could. Once in the 
new space, we hustled to get everything unpacked, but there 
was no way we’d be ready by that Saturday morning, so we 
made the tough call to cancel the scheduled Storytime and 
continued to unpack and get everything situated enough to 
do business. We opened the following Monday, which hap-
pened to be a day that kids were out of school. It was a 
fabulous first day, and I think that was because we created 
excitement around it, instead of quietly appearing on the 
scene like we did after the first move. Also, twelve years of  
customers were following us, so that also made a difference. 
       Now that we have been in our new location for sev-
eral months, I can say it was the best decision we could 
have made. There has been an overwhelming response 

from customers, who love the new space. Events and classes have been 
selling out, and our birthday parties have almost surpassed last year’s 
numbers in only four months. The studio has been reinvigorated, and 
properly marketing our move to our customers had a lot to do with it. e

Marketing Your Move
STUDIO SUCCESS STORIES

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

MMoving is miserable. Plain and simple. The boxes, the labor, the packing, the unpacking—all these tedious tasks are unpleasant. When 
it came time to move my 12-year-old studio I found that it was also daunting, risky, and exciting. Using the tools of  social media, website 
banners, actual banners, and in-store signage, I was able to communicate news and hiccups along the way with my customers.
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If  this is your first Convention, you’ll want to be pre-
pared. Others will tell you to bring a sweater, notebook, 
and camera. You also need to bring a sense of  adven-
ture, a willingness to talk to strangers (you know, like 
you do every day at your store), and the knowledge 
that you can sleep after you get home. Sleep at Con-
vention is entirely optional.
      Even if  you’ve been to Convention before, there 
is always something new, so no matter how much of  a 
veteran you are, remember that the best part of  going 
is meeting up with folks who share your love of  this 
industry.
      You’ll want to make it to the New Member Mix-
n-Mingle Friday night and hear from the veterans of  
the group as they tell how to take advantage of  all 
Convention has to offer. It can be intimidating. Where 
are the classes? What happens at lunch? How do you 
decide on what auction item to buy? These questions 
and more will be answered here! You’ll also get a spe-
cial sneak-preview of  the showroom floor.
      Pottery Improv is back this year, and it is so much fun! Saturday 
night we’ll eat dinner, enjoy a cash bar, and get our paint on! This is a 
chance for us to gather together and paint pottery (just like our cus-
tomers think we get to do all the time). Fun and games are planned, 
so be ready to laugh while you paint! Think Let’s 
Make a Deal meets Pictionary meets Minute-to-
Win-It. Bre Kathman, Ammie Williams, and Julia 
McNair will be sure to bring the ridiculous, so be 
ready for whatever they may decide to do next. Be 
on the lookout for info on what you might need to 
bring with you.
      The Convention Gala Sunday evening is a high-
light of  the weekend. Not only will we complete the 
Great Shapes Auction, raising money for the lo-
cal Make-A-Wish foundation, but we’ll also have the drawings for the 
Golden Ticket winner (an amazing price package worth over $5000 
in gifts from suppliers) and the kiln upgrade from Skutt, plus other 
amazing prizes. You’ll want to buy your raffle tickets and see what you 
can get—it’s all amazing. Some folks will dress up, others will be their 
usual casual selves, and all are welcome.
      Friday, Saturday, and Sunday nights, the fun continues after regular 

Convention hours. Join your fellow Convention attendees in the “Chat-
ter Room” at the Embassy Suites on the second floor. There will be 
music and a cash bar, and a chance to continue the conversations 
you’ve started during the day. This is where you can learn so much, 

make new connections, and put a face with a name 
that you’ve seen online. This industry is so helpful, 
and you don’t want to miss a great opportunity to 
visit. Some of  the best learning comes from outside 
the classroom!
      If  you’d like to get even more involved with this 
amazing organization, come to the magazine meet-
ing on Saturday at 4 p.m. There is so much creativity 
amongst our membership, and this is yet another 
way you can contribute what you know to help other 

studios. If  you have thoughts for ar ticles, techniques, or samples to 
contribute, or just want to find another way to participate, you are 
most welcome here—whether you write well or you think you can’t 
really write but have some good ideas to share.
      As you pick your classes and pack your bags, glance at the ex-
tras that are planned for Convention. You won’t want to have missed, 
because who knows what we’ll be talking about for years to come. e

Pack Your Bags—
Convention’s Almost Here!
By Julia McNair, Do It Yourself  Crafts, Birmingham, Alabama

CConvention is the best—it’s the premier event for our industry. We get the chance to visit with vendors, learn new techniques, and refine 
best practices for our businesses to grow and flourish. It’s also a time to meet up with friends who will totally “get” what you do for a 
living, raise money for an awesome cause, show off and be wowed by all the talent this group has to offer, and maybe even take a little 
something home for yourself.

STUDIO SPECIAL
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Let’s look at some facts. Though no one can nail down an exact birth-year 
range for this generation, it’s widely accepted that Millennials are those 
born between the early 1980s to the mid-1990s. According to studies, Mil-
lennials make up 25% of the population and one in every four Millennials 
are parents. About a third of Millennials have earned at least a four-year 
degree, making this generation the best-educated group in U.S. history. 
Very comfortable with technology, Millennials are two and a half  times more 
likely to be early adopters of the newest tech. Millennials are socially aware 
and are looking for change. Over half  of  Millennials are more willing to 
shop with a company that supports a cause, and 37% are willing to pay 
more for a product if  they believe in the cause it is supporting. 
       Now let’s look at some feelings. My generation has grown up watch-
ing the evolution of  marketing. We understand this concept in way that is 
hard to put into words; it is so deeply embedded in our culture. We can 
tell if  you are not being genuine or if  you are faking it. We like authentic, 
clean, bold, and clear ads. We thrive on feeling valued—in our time, 
money, intelligence, personality, allegiance, compassion, and work ethic. 
(That feeling comes directly from years of  being told we are lazy, incom-
petent, irrational, internet-obsessed freeloaders.) We are busy—most 
of  us have multiple jobs. We must find value in what you’re offering and 
decide for ourselves if  your product is worth it. When marketing to us, 
you can’t condescend (this goes back to needing to feel valued) and 
you cannot tell us how we should feel about your product. We buy from 
brands we believe in and evangelize those brands to our friends and 
family. We care about inclusivity. We believe there is enough space at the 
table for everyone. 
   So, how can we use this information as marketers? Here is a break-
down of  how you can appeal to this powerful generation.
 1. Work on defining your brand. Who are you? What do you 
care about? How are you going to show me? Think of  this as your thesis 
statement or even your motto. Millennials (and most other consumers, 
honestly) want to feel like they know you. Bright colors, lettering, and 
spending a few minutes talking to you on my Instagram stories are all a 
part of  my brand. My brand was not planned; it was born from common 
themes in my work. Having trouble finding yours? Ask someone close to 
you (preferably a Millennial!) to tell you what your business makes them 
think of. When your brand is clear, creating marketing content will be-
come easier across the board because you will have defined guidelines 
to refer to. 
 2. Instagram is the social media platform we care most 
about. When I am considering trying out a new place, the first thing I do 
is check their social media. Instagram is my first stop. I’ll scroll through, 
get a feel for the place, and decide within 8 seconds if  I can see myself  
there. Our industry is made for Instagram! Show your followers behind 
the scenes, customer pieces, new inventory, inspiration, or a peek at you 
and your staff. If  you’re not comfortable with this platform, you probably 

know (or employ) a Millennial who would love to give you a tutorial, or 
even take over the job as your social media manager. Place signs around 
your studio with your Instagram handle and unique hashtag. Make an 
“Instagrammable Moment” in your studio: a display or area that is trendy 
and thoughtful (and branded!) that will encourage customers to take 
pictures of  and share. The most important Instagram tip is this: pay at-
tention to what others are doing. Think about what is working and what is 
not working. Look at Instagram accounts for businesses and brands that 
appeal to my generation: Starbucks, McDonalds, Target, Home Depot, 
and Old Navy are great places to start. See what they’re doing and adapt 
it to work for your brand! 
 3. While we regard social media highly when considering spending 
money at a new place, our most trusted sources are our friends 
and family. If  you hook one millennial, they will bring four more on their 
next visit. Consider this when training staff on customer service. The best 
customer service comes from a place of  wanting to know your customer, 
and not just sell to them.
 4. We read the reviews. After I scope out a business’s Instagram 
page, I look at the Google Reviews (never Yelp) from the past three 
months and how you respond to them. If  you get a positive review, thank 
them! We want to see you’re a human. If  you get a negative review, 
respond, but never get defensive. Apologize for their unsatisfactory ex-
perience and redirect them to your email so you can handle the situation 
privately. While it’s entertaining to watch a business owner argue with a 
customer in the reviews, it also makes people cringe. 
 5. Consider supporting a cause. Businesses like Toms Shoes, 
Warby Parker, and Bombas Socks have all built their business model on 
giving back, and it’s helped them grow quickly in a short amount of  time. 
Millennials are looking to support businesses who care about something. 
We will often pay more for a product if  we know our money is being used 
to support a cause. I’m not suggesting that for every mug sold, you do-
nate one to an undercaffeinated person in need. But consider partnering 
with a local nonprofit, community group, or organization to raise funds 
and awareness. Giving back not only feels great, but gives you good 
publicity, puts you in front of  a different audience, and warms you to a 
group of  people looking to put their money where their mouth is, po-
litically and socially speaking. Some recent partnerships I’ve done were 
with the American Cancer Society, the Humane Society, Empty Bowls, and 
a Jr. Roller Derby league.
 All of  this together may sound like a tremendous amount of effort to 
put in for one generation. But go back to those statistics and realize this 
is a generation that requires your attention. Work on one thing at time and 
before long you will find yourself  successfully marketing to Millennials and 
raking in the dough. Now, that’s all I have time for. I’ve got to get ready 
for one of my three jobs, eat my avocado toast, and answer 23 Instagram 
direct messages. You can find me here: @ammieallfiredup. e

Marketing to Millennials
By Ammie Williams, Creative Director, All Fired Up, Atlanta, Georgia

II’ve been staring at a blank computer screen for an hour, trying to find a way to convince you to care about Millennials. My generation 
spends a lot of  time defending themselves. We’re not all Instagram (well, we sort of  are, but more on that later) and avocado toast 
(although it’s really delicious). Together, this group spends $600 billion in the United States each year. That made you perk up, huh?

STUDIO SPECIAL
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A few years ago, I started using the app Evernote on my studio iPad 
to take photos of  orders and help with tracking. (See it in action in a 
webinar on www.ccsaonline.com.) It changed the studio for the better, 
and while I have since switched to 
using Dropbox, the system is es-
sentially the same.
       To see how others handle the 
process, I talked to studio owners 
who are using technology to track 
pieces and asked these questions:
 1. What do you use and what 
tools do you need/use for it?
 2. What is your process?
 3. How has it changed or im-
proved your studio processes?
 4. Any tips for someone look-
ing to add tech to their tracking 
system?

Dana Monello, Fun Creation 
Studio, Wayne, New Jersey We 
use Square, a receipt printer, and an 
iPad. Before this, there really was no 
system and pieces hung around for 
months or years. When I changed 
the system and also started texting 
people when pieces are ready, timely pickup is drastically improved!
 Any tips? Get Square! It seriously streamlines the entire process. 
It’s a lot of  steps, but it’s so quick. We’re never at anyone’s table for 
more than a few minutes, and we use that time to interact more with 
customers. And checkout is super easy and quick!
 Troy Myers, Hot Pots Pottery, Alliance, Ohio We use a custom 
app called Studio Manager. It requires an iPad or tablet with an internet 
connection. We have a dedicated computer as well, but it’s not necessary. 
The system makes finding orders easy, quick, and efficient. It eliminates 
paper slips and stores all order info and orders for retrieval anytime 
from anywhere, even your phone. Our customers always comment how 
organized our pick-up process is. We have NO mistakes or lost items.
 Any tips? We would not track orders any other way. The person 
picking up doesn’t even need to know what the items are. The photos 
make it easy to find the order through the whole process. And if  a cus-
tomer leaves something behind, we can even take a pic of  the item with 
their order and have it for them when they pick up. We’ve reunited many 
pairs of  sunglasses with their owners this way.
 Mark Strehlow, Clay Corner Studio, Wausau and Plover, 
Wisconsin We use Vend as our POS and Evernote to track orders, which 
is a godsend. Pictures are the way to go. No more cryptic descriptions. 

Trick Out Your Tracking System
TECH TALK: MODERN BUSINESS TOOLS FOR YOUR STUDIO

Maegan Supple, The Pottery Stop, Ellicott City, Maryland

AA quintessential part of running a studio is tracking the pieces. Most of us have a paper tracking system that follows the projects through 
the firing process and helps staff match up the masterpieces. But inevitably, there are errors. How many times have you unloaded a kiln to 
three “brown dogs with red collar”? And if  something goes home with the wrong family? What a nightmare!

We still put names or initials on many pieces, but no need to argue if  they 
don’t want that.
 Any tips? Find apps that will work for you and your budget. Don’t 

be afraid to change if  it isn’t working. Use the free tri-
als to see if  you like it, but most will require a modest 
fee to use the premium tools and expand storage. It’s 
worth it!
 Rachel Klobucher, The Mud Room, Grand Rap-
ids, Michigan I use Vend as a POS and an add on 
from Magnolia Innovative Solutions called NotifyCu-
stomers.net, which lets us tell customers by email or 
text when projects are ready. Emailing is free; texting 
is $10/month and 10 cents/text. We use a desktop 
computer for the POS and an iPad to send notifica-
tions, but they talk to each other.
       Texting has made customers pick up much faster! 
We used to use Google Voice to text, but could only 
send five texts at a time and had to enter each num-
ber individually. NotifyCustomers.net makes the notifi-
cation process much faster too.
 Any tips? Look at options to see what’s best for 
you. I also recommend having a backup plan in case 
your technology fails. If  the power or internet goes 
out, do you have a failsafe?
 Maegan Supple, The Pottery Stop, Ellicott City, 
Maryland I use Shopkeep as my POS and Dropbox to 

track pieces. We use two iPads—one at the checkout counter and one at 
pickup—and orders can be looked up on our employee computer, too. A 
slower studio or one with a combined pickup/checkout counter could use 
just one iPad. We pay $99 a year for Dropbox due to space needs, but you 
can try it out for free. It’s practically eliminated piece mix-ups and makes 
pickup much faster. Staff feel confident when matching, and when a clue-
less parent comes to pick up, we can easily find the pieces.
 Any tips? Find what works for you! I wanted photos, cloud-based, 
fast, and simple. Try out different things, and don’t be scared to jump 
in! Get your team on board—if  they’re the ones using it, they may have 
great feedback to help streamline.
 Sheri Floyd, Pottery Haven, 
Southaven, Mississippi I use Square POS 
for tracking inventory and much more. This 
is my second studio and for the first month I 
didn’t track and learned quickly that I needed 
to put something in place. Since implementing 
this system, we haven’t had any mix-ups!
 Any tips? I definitely recommend 
Square, it’s so easy AND free with the POS 
system so it’s a win-win! e
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The first thing to do is to make sure your Instagram 
account is optimized for local business. Your account 
should clearly state where your studio is based, and take 
advantage of  geo-tagging and local hashtags. That way, 
when someone stumbles across your page, they’ll eas-
ily be able to see if  your content is relevant to them. 
Also, tagging your location and using hashtags local to 
your community will allow people to find you, even if  they 
aren’t specifically looking for your business.
       For example, someone who lives in the New York City 
area who is interested in local art events may browse the 
hashtag #nycarts, and stumble upon a post of  yours. 
They may not have been searching for your business, but 
your business aligns very closely with their interests. The 
likelihood that they click “Follow” on your page is much 
higher than, say, someone who finds you through the 
hashtag #pottery, which is much broader.
       There may be over a billion active users, but a better 
number to consider when growing your following is the 
population of  your local area. You could have 100,000 
followers, but if  you live in a town of  15,000, chances are those ad-
ditional followers are not going to do anything to bolster your business. 
This is lesson number one when it comes to growing your Instagram: 
quality over quantity, always. Since so much of  getting seen on the plat-
form comes down to numbers, it’s better to have a modest following with 
great engagement rates (likes, comments, story replies, etc.) than to 
have a large following with low engagement rates. 
       This is why it’s especially important to avoid the urge to buy followers 
or use any of  the apps that promise to grow your following. The number 
one best way to grow your account? Consistently provide interesting, 
relevant, and beautiful content. It sounds simple, and it really can be. 
Instagram is even more visual than Facebook, so avoid lots of  graph-
ics or text in your images. Focus on clear, quality photos that sell the 
experience of  coming into your studio. People are on Instagram to be 
inspired, to see beautiful things, and to relax. Try to avoid overly salesy 
language, and instead focus on highlighting your beautiful studio, your 
exciting project options, and beautiful samples.
       It’s important that you consistently engage with your followers as well. 
Spend a little time each day (or each week, if  that’s more manageable) 
responding to comments, liking photos that people have tagged you in, and 
creating fun Instagram stories. Another great way to find new followers is to 

Growing Your Instagram 
Following—the Right Way
By Kelci DeFrancesco, Marketing Consultant and Graphic Designer

TThe stats are in: Instagram is no longer a niche platform. With over 1 billion active users each month, it’s safe to say that you should 
be spending at least a little time each month on this growing social media network. But there’s a lot of  misinformation and bad advice 
out there. If  you’re not careful, you could waste time and end up frustrated. Here you’ll find my tips for how to grow your Instagram 
following in an organic way. That way, when you post all of  your great content, your followers will actually be able to see your updates!

click on the hashtags you’re regularly using, and like and comment on them. 
To use the earlier example of #nycarts, you could click onto that hashtag 
and browse the most recent posts, liking any photos that are using that 
hashtag. Better yet, if  you find a post that closely aligns with your studio, 
leave a heartfelt comment. Perhaps you came across a photo of a mom with 
her young child who attended story time at a local museum. Chances are 
that mom would be interested in what you have to offer as well. If  you leave 
a nice comment, most of the time that person will come over to your page 
to see what you’re all about. Often, they’ll follow you back to make sure they 
can keep in touch with everything you have going on.
       By focusing on local business, regularly posting beautiful content, 
and engaging with accounts in your area that fit your customer base, 
you should see steady and organic growth on your Instagram page. Re-
member, you don’t need to have tons of  followers to have a really healthy 
and effective Instagram page. Focus on growing slowly and steadily, and 
you’ll find that Instagram will quickly become one of  your most powerful 
marketing tools. e

Kelci DeFrancesco is a marketing consultant with over 14 years of  experience in the 
PYOP industry. She helps studios around the country market their businesses and reach 
new customers, while also running her own mobile studio. She can be found at www.
kelcidefrancesco.com.

STUDIO SPECIAL

http://www.kelcidefrancesco.com
http://www.kelcidefrancesco.com
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We all try to offer our customers a great experience in our studios. 
Training your staff to handle all the facets—big to little—is the key to 
keeping everyone happy and off the social media sites with negative 
reviews. When a customer gets agitated, it’s often because they heard 
an answer or a policy they don’t agree with.
 Without policies and procedures, every staff member could give 
a different answer to the same questions. (I am in 
mid-training with new staff and have heard some 
doozies this month! We have policies, but they all 
heard them differently.)
 Training has many facets, from getting staff 
up to speed on how to demonstrate products and 
process, to making sure the customers get entered 
into your tracking system and charged correctly. 
Does your staff understand the importance of  inventory control? Do 
they know how to correct a mistake if  they make one—and do you want 
them to know? My goal is to teach staff to handle the studio in my place, 
so I can leave It occasionally! Empowering them to handle the unusual 
and infrequent scenarios is just as important as the everyday stuff.
 When I do take a break from the studio, the weirdest customer ser-
vice situations seem to come up in my absence. You know that customer 
who’s been saving the chipped bowl for two years and hasn’t had the 
chance to bring it by to show you, even though she called you the min-

Who’s Got the Power?
SERVICE WITH A SMILE

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

TTraining your staff to represent you and your studio is an ongoing experience. How do you train them with customer friendly policies 
and procedures?

ute she got it home? Or the customer who wants you to fix an heirloom 
project, hand-sculpted by a 90-year-old grandmother back when she 
was in college (do that math—it’s an antique!) Real-life situations like 
that happen when you’re away from the studio. How do you empower 
your employees to say, No, we can’t/won’t do that? Do you have a policy 
that gives your staff the confidence to respond?

 Having clear policies and procedures in place help 
your staff know which things they can confidently han-
dle, and which go on the list for you to tackle when 
you’re back in the studio.
 What is your policy for outside firing? Set a guide 
that makes sense for you, the staff, and the safety of  
your kiln and other people’s work. We don’t like say-
ing no, even though no is often the best answer. If  we 

can present a policy that leaves them in charge of  providing the correct 
information, they can deduce the answer, without the staff having to 
say no—because a direct no sometimes empowers them to demand to 
speak to the “manager, owner, or person in charge.”
 What is your policy for fixing damaged items? If  a customer breaks 
an item at home, does your staff know how to empathize with them? Can 
they just give them an on-the-spot discount? Is there a limitation on the 
length of  time they can make a claim on a piece that was supposedly 
damaged before it came out of  the bag? What if  a customer says they’ve 

seen crazing or chips on their pottery? 
And what can your staff do for a cus-
tomer who is unhappy at pickup? How 
do you avoid pickup disappointment?
 How does your staff react? How 
do you react? 
 What happens if  a customer 
“forgets to pay”? Are your staff trained 
to calmly and politely respond to a cus-
tomer who forgot their wallet, or has 
their card declined? Or my personal fa-
vorite: what happens if  the internet goes 
down and your POS is not functioning?
 Having a policy or a response 
can diffuse a difficult situation. If  a cus-
tomer is mentioning it, they are bothered 
and are expecting you to somehow fix 
the problem. If  you don’t have answers 
to these questions, hop on Facebook 
Chatter and do an informal poll for the 
policies other studios have set for their 
studio. I love the variety of  answers that 
are given, and you can find ideas that 
might work for your studio. e

WITHOUT POLICIES AND 
PROCEDURES, EVERY 

STAFF MEMBER COULD 
GIVE A DIFFERENT 

ANSWER TO THE 
SAME QUESTIONS. 



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


SUPPLIES
 Bisque: Coupe charger
 Pattern
 Tissue paper
 Pencil
 Sharpie or washable marker
 Assorted brushes
 Chippy craft brush
 Writer bottles (optional)

GLAZE COLORS
 Cream  Taupe
 Bright Green  Red
 Black

Paint the background with 1 coat of  Cream.

Using a liner brush and Taupe, lightly paint horizontal plank 
lines and add dots with for nail heads.

Dip the tip of  a chippy craft brush in Taupe and drag it hori-
zontally to create a distressed look. Do not paint the areas 
solid and be sure to stagger the brushstrokes.

By The Pottery Patch, Valrico, Florida

Fresh 
Cut

STEP
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4
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Transfer the pattern onto platter using tissue paper tech-
nique. (Trace the pattern onto tissue paper with a pencil; 
place the traced pattern on the bisque; trace over the de-

sign with a marker, which will bleed through the tissue paper so the lines 
show up on the bisque.)

Paint the trees with 2–3 coats of  Bright Green.

Using a liner brush or a writer bottle, paint “Fresh Cut” in 
Red.

Using a 
liner brush or 
a writer bottle, 
paint the rest 

of  the lettering in Black.

Clear glaze 
and fire to 
cone 06. e
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STEP
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STEP
8



Create hands and arms by making a clay paddle shape about 
1/2” thick. Cut wide end to separate and pinch clay sections 
to form fingers and thumb; smooth out. Scratch texture into 
snowman arms to look like branches.

Score and slip in position. Or, if  making longer arms, cut in 
hole in the side of  the cone and score and slip the arm into 
the opening. Toothpicks can be inserted in clay arms to add 
support. They will burn away in firing. Or prop with other 

materials to support the arms until firm.

Create clay additions, such as the bowl, a belt, back pockets, 
or other enhancements. Score and slip in place. Use a damp 
sponge to smooth any imperfections. Allow sufficient drying 
time (at least a week).

Fire and then decorate as desired. e
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MATERIALS
 Moist clay, preferably with sand or grog
 21” or 12” cone mold (ClayPuzzling.com)
 Newspaper
 Clay tools
 Clay extruder
 Stamps for texture
 Assorted brushes
 Slip
 Assorted glazes

Wrap the cone with a layer of  newspaper and tuck extra in 
bottom of  cone. Tape in place if  needed. Flatten chunks of  
moist clay to 1/4” or 1/2” and cover entire exterior of  cone 
with clay. Mush the clay together in all joints. Use a flexible 

metal rib to flatten all clay together by pulling up from the bottom of  the 
cone and down from the top. Or use a rolling pin or slab roller to make a 
slab to wrap around the cone. 

Remove clay cone from the form and stand on work surface. 
Tuck paper inside and gently twist top of  clay hat to bend 
it around. 

Roll a 1” coil of  clay to wrap around clay cone for hat brim. 
Press coil so it’s up higher in front than back. With your thumb, 
mash the top on the coil into the hat. On the snowman, leave it 

rounded. On the witch, pinch the remaining clay coil outward. 

Roll balls of  clay for nose and eyes. Score and slip them in 
place and manipulate to appropriate shape. Carve a fine line 
for the mouth. Make a scarf  and buttons for the snowman 
or a band for the witch hat. Score and slip to attach. Use 

stamps to make impressions and textures. 

Fill extruder with clay and extrude strands for hair. Break off 
in bunches to be slightly longer than you anticipate needing.

Score the entire area where hair will be added. Slip a small 
section at time and position hair starting under hat. Tuck in 
bunches of  hair and position as desired.

Roll balls of  clay for shoes for the witch and shape as de-
sired. Score, slip, and attach.

By Michael Harbridge, Educational Arts Manager, Royal & Langnickel Brush

Clay Puzzled 
Witch and 
Snowman
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Check out the 

digital edition fo
r 

more images of 

this project!



Put on your gloves and get ready to be messy!

Fill the disposable cup with any combinations you wish—1, 
2, or 3 colors, but you MUST use white first. Beginning with 
White, pour into the cup just enough to cover the bottom. 

Next, pour in a small amount of  your first color and then spray one spritz 
from the alcohol bottle directly in the cup. Add the next color, using a 
spritz of  alcohol between each color.

Option 1: the “drizzle pour.” Moving slowly over the canvas, 
drizzle the paint in a small zigzag motion, covering the whole 
canvas. Use the popsicle stick to scrape any paint left in the 

cup onto the canvas. Pick up the canvas and tilt it slowly to cover any 
areas missed during drizzling. Place the canvas back on the plasticine in 
the tray to dry for at least 24 hours.

Option 2: the “flip cup.” Place the prepared cup of paint on the 
table and put the canvas right side down on top of the cup. Grab 
a tight hold of both cup and canvas and flip them over together 

so the cup lands upside down on the canvas. Seat it in the foil tray and pick 
up the cup quickly! Let the paint ooze out a little before you start tilting your 
canvas back and forth, slowly, to allow the paint to cover the entire canvas.

Press the canvas corners FIRMLY onto the plasticine to hold 
it in place for transport. Put the lid on the tray (be sure it’s 
sealed!) and send it home with the customer. Tell them to 
remove the lid once it is in a safe place to dry. e

MATERIALS
 Foil cooking tray with lid
 Canvas that fits in the tray
       Floetrol
 4 containers for mixing (we use 20-ounce condiment bottles)
 Disposable gloves
       Plasticine clay
       Disposable cups
 Small spray bottle with a teaspoon of  90% alcohol
 Popsicle stick

ACRYLIC PAINT COLORS
       White
 3 compatible colors that look fine when blended 
 (combo of  either red, orange, and yellow, or of  blue, green, 
 and purple works well)

Prepare the paint, mixing 1 part acrylic paint to 4 parts Flo-
etrol, using a separate container for each color. To leave 
room for shaking in a 20-ounce bottle, use 3 ounces of  paint 
and 12 ounces of  Floetrol. (These bottles can be stored for 

use by drop-in painters, or squirted into smaller containers for a take 
home kit, but shake well first.)

Form 4 small equal balls of  plasticine and press them into 
each corner of  the cooking tray. Press the canvas down in 
the plasticine until the canvas is level.

By Janna Gisler, Fired Up! Victoria, B.C. Canada
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Paint Pouring with Acrylic
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TThis works equally well as a walk-in project or as a take-home kit. The recipe is for up to a 6x10” canvas; larger canvases may need 
more paint. Dollar stores generally carry the foil trays and travel-size spray bottles.

STEP
7

STEP
3

Click here 
for sample 
take-home 
instructions. 
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By Brianna McVicker, All Fired Up, Akron, Ohio

MATERIALS
 18”x24” wood pallet
 Hello Pumpkin Stencil (Oracal 813)
 Baby wipes 
 Stiff bristle brush 
 Makeup sponge (optional) 
 Hair dryer (optional) 

ACRYLIC PAINT COLORS
       Burnt Umber  White  Chrome Orange
 Deep Red  Phthalo Green Phthalo Blue

Stain the pallet using a baby wipe dipped in Burnt Umber. Wipe it 
over the entire pallet following the grain of the wood. Allow to dry.

Color each board separately, using baby wipes: White on the first 
board on the left; no additional color on the second; for the third, 

mix Chrome Orange with a little Deep Red; the fourth is equal parts Phthalo 
Green and Phthalo Blue with a touch of White; and the last one is a light coat of  
White. Allow to fully dry.

Cut the Hello Pumpkin stencil. On the pumpkin portion, weed out 
the background and center, leaving the positive outline of the 
pumpkin. For the words, weed out the negative portion, leaving 
just the background. 

Apply the positive of the pumpkin on the middle of your board. 
With the stiff brush and Burnt Umber, use a dry brush effect to 
lightly outline the pumpkin, making sure it’s dark enough to see 

the clear shape of the details but not a solid line. (Whispy strokes work best.) 
Allow to dry for a few minutes, remove the stencil, and allow to dry completely.

Apply the word stencil in the bottom right corner. Paint 2–3 light 
coats of White using a makeup sponge or a dry brush. Remove the 
stencil and allow to dry. e
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Window 
Screen 
Painting

By Talya Nicholson,
Bella Art Works Creative Café, 
Yreka, California

MATERIALS
 16”x20” canvas or canvas frame
 Extra-strength 48”x84” charcoal fiberglass insect screen 
  (Saint-Gobain ADFORS)
 Pliers or flathead screwdriver
 Staple gun and staples
 16”x20” design pattern on white paper (see digital edition)
 Thumb tacks
 Drinking straw
        Acrylic paint in White and colors of  choice

Using pliers or a flat head screwdriver, pry the staples from 
the back of  the canvas and remove the canvas from the 
frame.

Cut the screen to fit the 16”x20” frame.

Using the staple gun, attach the screen to the back of  the 
empty frame. Be sure to stretch the screen as tight as pos-
sible across the back of  the frame without tearing it. Do not 
wrap the screen around the frame, which should stay bare 

in the front.

Insert a thumb tack in each of  the 4 corners on the back 
of  the screened frame. This will keep the screen raised off 
your pattern template as you paint and will minimize the 
paint clogging the screen as you work. (Clogged holes will 

show up glaringly on the final piece.)

Place the pattern under the screen. For security, you can 
tape down all four corners of  your screen to your work sur-
face to minimize shifting while you work. This is not entirely 
necessary because it’s easy to line the screen back up with 

the pattern if  it shifts, but it may help some painters feel more secure.

Apply a White base coat to the screen in all the design areas 
of the pattern. This will help the colors appear brighter. As you 
paint, use the straw to blow air through any holes that become 
clogged. Do this immediately—the paint dries quickly.

Paint over all the white areas of  the design with the chosen 
colors. Again, blow out any paint clogging the holes.

Add highlights, outlines, and shading where desired. The 
spacing of  the screen allows for a very “forgiving” canvas. 
Allow to dry.

Remove the thumb tacks and paint or stain the wooden 
frame. e
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TThis screen art is visible from the outside 
looking in but not the inside looking out, 
and will provide the same ventilation as an 
unpainted screen, as long as they keep 
the screen holes clear when painting. Cus-
tomers can bring their own screen to paint 
that fits their window—just be they paint 
the side that faces outward.

STEP
9



Sprinkle a small amount of  Black in sporadic spots over the 
blue to blend the color a bit. You can also sprinkle a bit of  
the Blue over the Black. 

Use a toothpick to lift the edge of  the masking tape and 
carefully pull up through the frit to reveal the trees and the 
moon.

Gently move aside any clumps of  frit that filled in the trees 
and moon when the tape was removed. Add horizontal bark 
lines to the trees by moving frit with the toothpick or a brush. 

Hold the hairspray about 4–6” above the project and pump 
over the fine frit to set it in place.

Use the small spoon to dump Amber frit into the moon.

Spoon coarse White frit over the ground area to create 
snowy texture. Use your fingers or tweezers to place chunks 
of  white frit into the sky for falling snow.

Hairspray the project again to set the larger frit into place.

Fire the project to a contour fuse or full fuse. e

MATERIALS
 White glass base (any size or shape)
 Fine Black and Blue frit
 Coarse White and Amber frit
 Masking tape
 Small tasting-size spoon
 Small dry paintbrush
 Toothpick
 Tweezers (optional)
 Pump hairspray (super cheap)

Tear strips of  masking tape into long, irregular strips. Ar-
range the strips on the base to form the trees. Add as many 
trees as you’d like, depending on your base size.

To mask the spot for the moon, place a round piece of  tape 
in the sky (trace a quarter or use a precut circle).

Use the small spoon to dump Black frit over the top two-
thirds of  the sky area.

Use the small spoon to dump Blue frit between the snow line 
and the Black frit.

Create the snow line near the bottom by sweeping the frit 
into place with a dry paintbrush.
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Winter 
Woods
Fused 
Glass
By Lisa Feltz, 
Meltdown DiY Art Studio, Eldersburg, Maryland
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MATERIALS
 Platter (shown on Bisque Import’s coupe charger #120)
 Pencil
 Lettering pattern (optional; see digital edition)
 Large square brush
 Medium round brush
 Liner brush
 Water bowl

GLAZE COLORS: 
 Red  Maroon  Peach
 Orange Bright Yellow Golden Yellow
 Black

Use a pencil to mark the shape that will contain all the col-
orful brushstrokes. (Besides this U shape, a straight line, 
wave, or upside-down U will also work.)

Lay out every color except black on your palette. Load a 
large square brush with one of  the colors and sweep it 
inside the shape you blocked out in step 1, following the 

basic shape of  the line you drew.

Repeat with the rest of  the colors, slightly overlapping one 
color over another, until the shape is filled in. Try using the 
medium round brush for a different brushstroke shape.

Platter

Transfer the lettering pattern to the bisque, or sketch it 
freehand.

Sketch different leaf  shapes on top of  the colors. Don’t be 
afraid to go past the guideline you drew in step one!

Pour a bit of  Black onto your palette and thin to an ink-like 
consistency with clean water.

Outline each leaf  using a liner brush and the thinned Black. 
Play with different pressure to get a thicker and thinner 
lines.

Slowly paint in the letters with a liner brush. Use more 
pressure to get a thicker line on the downstrokes of  each 
letter, and lessen the pressure on the brush when painting 

an upstroke.

Splatter black paint all over the plate by dipping a brush in 
thinned Black, holding in your dominant hand, and tapping 
your pointer finger on the ferrule of  the brush.

Clear glaze and fire to Cone 06. e
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by Ammie Williams, 
All Fired Up, Atlanta Georgia

WWarm up for brush lettering by making long sweeps of  color. Get familiar with your liner brush before you letter by trying out different 
amounts of  pressure on the leaf  outline. Better yet, take Ammie’s amazing introductory lettering class at Convention and learn how to 
build on your current handwriting to create your own personal and unique lettering style, and how to teach the basics to your staff and 
customers.
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Materials and Tool Areas
STUDIO REDO

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



Marketing Your Move
STUDIO SUCCESS STORIES

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



But inevitably, there is room 
for (often human) error with 
any system. How many times 
have you unloaded a kiln to 
three “brown dogs with 
red collar” or twelve “black 
and white penguins”? And 
if  the wrong penguin goes 
home with the wrong family? 
Whew, what a nightmare!
 A few years ago, I fig-
ured, “There has to be bet-
ter way!” and started using 
the app Evernote on my stu-
dio iPad to take photos of  
orders and help with track-
ing. (If  you’d like to see in 
in action, check out the June 
2017 webinar on www.ccsa-
online.com.) It changed the 
studio for the better, and 
while I have since switched 
to using Dropbox, the sys-
tem is essentially the same. 
 But my way is not the 
only way! I reached out to a 
few studio owners who are 
using technology or apps in 
their studio to track pieces 
to see what they use and 
how it has changed their studio. I asked everyone these questions:
 1. What do you use and what tools do you need for it?
 2. What is your process?
 3. How has it changed or improved your studio processes?
 4. Any tips for someone looking to add tech to their tracking sys-
tem?

Dana Monello, Fun Creation Studio, Wayne, New Jersey

What do you use and what tools do you need for it? 
 We use Square, a receipt printer, and an iPad. We have two iPads, 
which makes it easier, but it’s not necessary. 

What is your process?
 Once a table has chosen their pieces and we get them set up and 
painting, etc., we bring the iPad to their table and have them write their 
name/initials/anything they want under their piece with an underglaze 

Trick Out Your Tracking System
TECH TALK: MODERN BUSINESS TOOLS FOR YOUR STUDIO

Maegan Supple, The Pottery Stop, Ellicott City, Maryland

OOne of the quintessential parts of running a studio is tracking who painted what and when. Most of us have a system of paper tracking 
tickets that follow sthe projects through the firing process and helps studios and employees match up the masterpieces. Whether you write 
descriptions at check out, have customers fill out their tracking sheet, or none of the above, we all have a process.

pencil and tell them not to paint over it 
(and check after they paint to be sure it’s 
readable!). If  they’re a return customer, 
their contact info is already in the Square 
database, so we just verify and add it to 
a new ticket for the current order. If  not, 
we add their first/last name, cell phone, 
and e-mail (which we also use for Square 
marketing) to the Square database right 
at the table with the iPad. 
       All inventory is already in the Square 
database so we search for each item be-
ing painted and add to the ticket. There 
is a “notes” section for each item; this 
is where we add their name/initials, 
whatever for tracking. If  they are dead 
set against writing on their piece, this 
is where we would describe the piece. 
There’s also a separate notes section for 
the entire ticket. We add their cell phone 
number to that notes section and save 
the ticket. The ticket prints on the re-
ceipt printer with the following informa-
tion: First Last Name/Cell Phone/Name 
of  Piece/Name on bottom of  piece. The 
ticket is saved in Square until checkout 
and prints out a separate receipt (or we 
text/email) for the customer once paid. 
Checkout is literally seconds.
       We use the ticket to track the pieces 

through the firing/bagging process. At the end of  the day, we clip all the 
tickets for the day together and put in our “tickets” bin. Once that day’s 
pieces are fired, we grab the clipped tickets, match them up with the 
pieces/names on bottom, bag them, staple the ticket to the bag, text 
they are ready, and file them away in bins alphabetically and ready for 
pickup. Pickup is super easy because everything is bagged under their 
last name. No looking around—we open all pieces and show them at 
pickup.

How has it changed or improved your studio process? 
 Before this system, there really was not a system at all (when I 
bought the studio). All pieces came out of  the kiln and placed on shelves 
in a back room. When people came to pick up, we had to search through 
everything and assume they knew what they painted—which we know 
never happens. Pieces hung around for months and years; there was no 
tracking, no customer database, or any kind of  ticket system at all—we 
had no idea how to reach people to pick up so their pieces were just 

http://www.ccsa-online.com
http://www.ccsa-online.com
http://www.ccsa-online.com


thrown away. I immediately changed that when I bought the studio to the 
system and tweaked it a little over the years.
       About a year ago we started texting people when their pieces were 
ready—this has increased timely pickup drastically!

Any tips for someone looking to add tech to their tracking 
system?
 Get Square! The tickets seriously streamline the entire process. I 
know it seems like a lot of  steps, but it’s so quick. We’re never at any-
one’s table for more than a couple of  minutes (for a larger table), and 
we use that time to interact with customers more and answer any ques-
tions they have after our initial spiel (coats of  paint, techniques, etc.). 
And checkout is super easy and quick! Review pieces they painted (just 
in case they added something else) and what they wrote on the bottom 
and boom – collect the money!

Troy Myers, Hot Pots Pottery, Alliance, Ohio

What do you use and what tools do you need for it? 
 We use a custom app called Studio Manager to track all items cre-
ated in the studio. It requires an iPad or tablet with an internet connec-
tion. We have a dedicated computer as well but not necessary. We’ve 
been using it for five years.

What is your process? 
 Orders are entered into the system by customer name, phone num-
ber, and email address. A photo is taken with all the items as well as our 
studio ticket with the item numbers and any notes about the order writ-
ten on it. When kilns are unloaded, the shelving portion of  the app shows 
all pics of  orders on the screen by customer. Orders are assembled and 
shelved on numbered shelves. A drop-down tab under each order allows 
you to assign a shelf  number to each order. When orders are shelved, 
the system automatically emails the customers that their order is ready 
for pick-up. The email contains the studio hours and any other info you 
want to include.
      At pickup, just type in customer name or phone number and their 
orders will show up. It stores all orders; the newest order shows first 
and is showing as ready for pick-up once it is assigned a pickup shelf  
location. Orders show as processing until shelved. At pickup, the name 
of  the person picking up is typed in and set as picked up. Orders show 
as picked up in the system. It records who picked up the order as well 
as the day and time.

How has it changed or improved your studio process? 
 This system makes finding orders easy, quick, and efficient. Our 
customers always comment how organized our pick up process is. We 
have NO mistakes or lost items with this app. We have shelves for large 
bagged orders and bins for small item orders like ornaments that we bag 
and label with names during shelving.
      This system eliminates cluttery paper slips and stores all order info 
and orders for retrieval anytime from anywhere, even your phone.

Any tips for someone looking to add tech to their tracking 
system? 
 We would not track orders any other way. The person picking up 
does not even need to know what items they’re picking up. The photos 
make it easy to find the order through the whole process. It’s truly the 
best way that we have found to track items. And if  a customer leaves 
something behind, we can even take a picture of  the item with their order 
and have it for them when they pick up orders. We have reunited many 
pairs of  sunglasses and coffee cups with their owners this way.

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

What do you use and what tools do you need for it?
 We use Vend as our POS and Evernote to track orders.

What is your process?
 Vend receipt gives us a number. After each sale we go into Evernote 
and take pictures of  the items on that receipt with the receipt number as 
the reference number. We create a file folder for each new day for that 
day’s receipts. We clip the day’s Vend receipts together, so that when 
they come out of  the kiln, we use the Evernote pictures to match the 
items to the receipt. Then we bag the items up, staple the receipt to the 
bag, and keep the bags in alphabetical order on the shelves.
       We delete the pictures as we bag them in Evernote. Before we shelve 
them, we text the customers (Google voice) or send them an email that 
their items are ready. When they pick up, we confirm who is picking up. We 
put a note in the receipt in Vend that the order was picked up, when and 
by whom. Seems like a lot of  work, but we rarely if  ever have items go to 
the wrong homes. There is little paper involved. Everything is organized 
if  we need to track something down.

How has it changed or improved your studio processes?
 We love it. Customers love the texts. Evernote is a godsend. Pictures 
are the way to go. No more cryptic descriptions. We still put names or 
initials on many pieces, but no need to argue if  they don’t want that.

Any tips for someone looking to add tech to their tracking 
system?
 Find apps that will work for you and your budget. Don’t be afraid to 
change if  it isn’t working. You get what you pay for, so use the free trials 
to see if  you like it, but most will require a modest fee to use the premium 
tools and expand storage. It’s worth it!

Maegan Supple, The Pottery Stop, Ellicott City, Maryland

What do you use and what tools do you need for it?
 I use Shopkeep as my POS and Dropbox to track pieces. We have 
two iPads for tracking/Dropbox—one at the checkout counter and one 
at pick up—and orders can be looked up on our employee computer, 
too. A slower studio or one that has a combined pickup/checkout counter 
could probably get away with just one iPad. We pay $99 a year for Drop-
box due to space needs, but you can try it out for free.

What is your process?
 When a customer arrives and chooses pieces, we get their contact 
information (name, phone, email if  possible) and price tags from their 
pieces and start a paper tracking ticket. This info goes into the POS and 
is held.
       When they come to check out, we pull their tracking ticket, write 
brief  description of  pieces (including name or initials on the bottom of  
the piece), and take a photo of  them in Dropbox. This is saved under 
the name they gave us earlier in a folder for that specific day. Tickets are 
filed away at the end of  the day and are pulled out when the pieces are 
ready to be matched with their tickets. We use the Dropbox photos to 
help match as well. We also take photos of  parties and other groups to 
ensure we’re matching the correct pieces.
       At pick up, we ask the customer their last name and we search Drop-
box for the photo and find the items on our shelf. Orders are grouped 
together on our pickup shelves to make them easy to find. We then edit 
the file to add “picked up” after the customer’s name. We can also add 



other notes or comments to the photo files, such as “left water bottle 
here” or “all bagged together like a party” if  needed as well.

How has it changed or improved your studio processes?
 It has practically eliminated any piece mix-ups and makes our pickup 
system much faster. Staff feel confident when matching, and when a clue-
less parent comes to pick up (“Oh, I don’t know, a cat or a plate or 
something”) we can easily find the princess their daughter painted.

Any tips for someone looking to add tech to their tracking 
system?
 Find what works for you! I wanted photos, cloud-based, fast, and 
simple to use. Try out a lot of  different things—what works in one studio 
may not work for yours—and don’t be scared to just jump in! Get your 
team on board; if  they’re the ones using it, they may have great feed-
back or ideas to help streamline.

Rachel Klobucher, The Mud Room, Grand Rapids, Michigan

What do you use and what tools do you need for it?
 I use Vend as a POS and an add-on from Magnolia Innovative Solu-
tions called NotifyCustomers.net. This lets us notify customers by email 
or text when their projects are ready. Emailing is free, but texting does 
have a fee of  $10/month and a per-text fee of  10 cents. We use a desk-
top computer for the POS and an iPad to send notifications, but they talk 
to each other.

What is your process?
 When a customer arrives and chooses pieces, we get their name, 
cell phone number, and email. Then we input this information, as well as 
their pieces, into Vend on the desktop and park the sale to save it for 
when they are ready to check out.
       When someone is ready to check out, we pull up their sale and enter 
the name or initials on the bottom of  their piece(s) under the notes for 
that item. We may add a brief  description as well, but always the name/
initals. At checkout, we print a copy of  this ticket to follow the pieces 
through the firing process and email the customer their receipt. These 
tickets are then grouped by day and follow the pieces through the firing 
process. When we unload the kiln, we use them to match the pieces to 
the correct order and then wrap and bag each order. We label the bags 
and organize them by last initial (all Ks together, etc.). If  we need to 
make any notes on the ticket (e.g., order wrapped in multiple bags), we 
can do that as well.
       We then bring all the tickets to our iPad, open Vend/the NotifyCu-
stomers.net app, look up the order by the sale number on the ticket, and 
hit “Send SMS,” which sends a text to the cell phone number attached to 
the ticket. If  they did not give us a cell number, we can also email instead. 
However, if  we do not have an email for the customer, we cannot send 
them a text. In this case (i.e., no email), we would have noted “GV” on 
the ticket at check out and would then send them a text through Google 
Voice instead.
       After texting, the tickets are placed in a bin at the front and organized 
by last initial. When someone comes to pick up, we ask their last name, 
find their ticket, and then find their bag. Staff then initials and dates the 
ticket to note they were picked up, and places them in a second nearby 
bin. We hold these for about a month as a record, just in case someone 
comes to pick up a piece that their friend has already picked up.

How has it changed or improved your studio processes?
 Sending a text for pick up has made our customers pickup much 
faster! We used to use Google Voice to text, but we could only send five 

texts at a time and had to enter each number individually. The NotifyCu-
stomers.net add-on has made the notification process much faster as 
well.

Any tips for someone looking to add tech to their tracking 
systems?
I recommend studios look at their options and figure out what will work 
best. For example, I looked at adding photos to our process, but it 
seemed to add too much to the process and did not work for us. I also 
recommend having a backup plan in place in case your technology fails. 
If  the power or internet goes out, do you have a failsafe?

Sheri Floyd of Pottery Haven in Southaven, MS

What do you use and what tools do you need for it?
 I use Square point of  sale for tracking inventory, ringing up sales, in-
voicing, customer management, reporting, employee management, time 
cards, gift cards, and marketing. We will use Square’s payroll starting in 
August and I’m looking into their loyalty program.

What is your process?
 My tracking process is during point of  sale is to enter the item at 
checkout (such as flare ware bowl), then I enter the description (say, 
the glaze colors and the name signed on the bottom). Then our “order 
ticket” is printed (listed is customer name, date painted, pieces with de-
scriptions, and any special requests). We try to be as green as possible 
so I usually text customers their receipts.
       We take the finished pieces with the tickets to our kiln/glazing room 
and put on our racks; the tickets get pinned on the same rack as all their 
pieces are on. Once the pieces are in the kiln I take the ticket to the front 
register and file by last name (except birthday parties, which are bagged 
right away) in the drawer. When the customer comes in, they give us their 
name, we find the ticket, then walk over to the finished pieces shelf  and 
find all their pieces and match the description to make sure it’s the right 
piece. Then I ask if  they want us to bag their piece and ask that they 
initial or sign the “order ticket” and we save these in case there are any 
issues in the future.

How has it changed or improved your studio processes?
 This is my second studio. I had one in Florida for several years 
where I didn’t track orders or have a process with tickets and items, but 
luckily there were no issues. At my current studio I didn’t track orders 
for the first month and quickly learned that I needed to put something in 
place because we were busy right off the bat.
 For example, at the holidays there were two items that someone 
thought was their child’s, so they took it home and then someone else 
came to pick up the same thing. Thank goodness initials or names were 
on the bottoms, so I went right to Square, looked up the transactions, 
located the customer who painted a similar item, and called them to ask 
what initials were on the bottom of  the piece. They realized it wasn’t 
theirs, brought it back, and did a switch and those customers got the 
correct piece. Since implementing the new system, that has not hap-
pened. It’s been life changing because I want all pieces to go to the right 
homes!

Any tips for someone looking to add tech to their tracking 
system?
 I definitely recommend Square. It’s so easy AND free with the POS 
system, so it’s a win-win! e







 Preparing the paint cups: You can use any colour combinations 
you wish: one colour, two, or all three. The only rule is that you MUST use 
white FIRST. Beginning with white, pour into the Dixie cup just enough to 
cover the bottom. The rest of  the space up to the “fill line” is for your 
colours. Pour in a small amount of  your first colour choice and then 
spray one spritz from the alcohol bottle directly in the cup. Add your 
other colour(s), using a spritz of  alcohol in between. You only need to fill 
the cup up to the fill line; adding more paint may cause less paint to stay 
on your canvas.

 Pour your paint: Once the Dixie cup is ready, it is time to do a 
“drizzle pour.” Pouring slowly over the canvas, drizzle the paint in a small 
zigzag motion, covering the whole canvas. Tip: Now is a good time to use 
the popsicle stick provided to scrape out the rest of  the paint from the 
Dixie cup onto the canvas. Pick up the canvas and tilt slowly to cover any 
areas missed during drizzling. Place canvas back on the Dixie cups in the 
box to dry for 24 hours or more. Repeat all steps for the other canvas. 
Remember that you can try different colour combinations, drizzle styles, 
and have fun! e

 Thank you for your support, The Fired Up! Team 1801 Fort Street, Victoria, B.C. 
(250) 818-4543. If  you liked this, you might also like to try drop-in canvas painting at 
the studio! DISCLAIMER: Fired Up! is not responsible for damaged clothing or belongings.

Hello! Welcome to your canvas pouring kit. Today is your day to be as 
creative and messy as you’d like and we are going to teach you how. 
Please remember that acrylic paint can stain, so make sure to wear 
appropriate clothing and cover all workstations with paper before you 
begin.

 In this kit you will find: 2 Mini Canvases on Easel; 12 Dixie Cups 
(4 with Fill Line); 1 White Paint Bottle; 1 Spray Bottle with Alcohol; 3 
Coloured Bottles; 3 Popsicle Sticks; 1 Pair of  Gloves

 You will need: Disposable tablecloth (or newspaper, wax paper 
etc.) to cover work surfaces to minimize mess (avoid Tupperware or ce-
ramic plates—the paint will stain), and a safe place to set aside drying 
pieces for up to 2 days.
 Before you begin, make sure that your work area is covered. Put 
on the disposable gloves provided. Check that you are wearing paint-
appropriate clothes—acrylic paint DOES stain. We suggest using the 
box provided to help contain the mess.

 Set Up: Start by separating the Dixie cups into ones that have a 
“fill line” and those that do not. Place the cups WITHOUT a fill line upside 
down in the box provided in a square shape. These will be used to bal-
ance your canvas so that the extra paint can run off it into the box. Place 
one canvas on top of  each set of  overturned cups in the box.

By Janna Gisler, Fired Up! Victoria, B.C. Canada

Paint Pouring with Acrylic

WWhen Janna and her staff at Fired Up! sends customers home with a portable take-home kit, they include these instructions.
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Mandala Tutorial: Pinwheel Platter 
By Jacqui Hauser, The Studio for Art and Craft Cobleskill, New York 

 
Use chalk to mark guidelines. 

Practice: Dip Dot, Dip Dot Dot Dot, and Teardrop 
 

 
Largest tip (yellow dotter, white tip) Color A 

 

  
White dotter, #2 purple tip Color A 

 



 2 

 
Step 3: Yellow dotter, #1 red tip Color B 

 

 
White dotter, #3 yellow tip Color A 

 



 3 

 
Step 5: Yellow dotter, #4 white tip Color C 

 

 
White dotter, #3 yellow tip, #2 purple tip, teardrop, Color C 

 



 4 

 
Yellow dotter, #1 red tip, White dotter #4 orange, #3 yellow tips, Color D (white) 

 

 
Yellow dotter, #4 white tip, Color B 

 



 5 

 
White dotter, #3 yellow tip, teardrop, Color B 

 

 
White dotter, #3 yellow tip, Color E (3 dots) 



 6 

 
White dotter, #4 white tip, Color E (5 dots) 

 

 
Yellow dotter, #1 red tip, Color D (white) 

White dotter #4 orange tip, #3 yellow tip, Color D (white) 



 7 

 
Yellow dotter, #3 blue tip, Color B, #2 black tip, Color C 

Add center dot White dotter #1 green tip, Color A to Step 5 dots, Color D (white) to step 3 dots 
 

 
White dotter, #2 purple tip, Color C, teardrop 



 8 

 

 
White dotter, #2 purple tip, Color A (teardrop) (first row 4 side dots, second row 5 side dots) 

 

 
Yellow dotter, #4 white tip, Color D (white) 

 



 9 

 
Yellow dotter, #4 white tip, Color A 

 

 
White dotter, #3 yellow tip, Color A (teardrop) 

 



 10 

 
White dotter, #3 yellow tip, Color B (teardrop) 

 

 
White dotter #3 yellow tip (teardrops), Color C (row 3), Color B (row 4), Color A (row 5) 

 



 11 

 
Yellow dotter, #4 white tip, Color D (white) 

 
Yellow dotter, #4 white tip, Color B, White dotter, #2 purple tip, Color B (teardrop) 



 12 

 
Yellow dotter, #4 white tip, Color B 

White dotter, #3 yellow tip, Color B (teardrop),  
White dotter, #3 yellow tip, Color C (2 rows, teardrop) 
White dotter, #3 yellow tip, Color A (2 rows, teardrop) 

Yellow dotter, #4 white tip, Color D (white) 
 

 
Finish adding center dots, White dotter, #1 green tip 



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


www.colorobbiaart.it
www.facebook.com/ColorobbiaArt
www.colorobbiaart.it
www.facebook.com/ColorobbiaArt


gare.com888-289-4273Questions@gare.com

 ► CLICK HERE TO SEE MORE NEW PRODUCTS

NEW Products

5314
Large Pumpkin Lantern

6.25” w x 8” h 
4/case

5333
Cactus Light-up

7.5" w x 8” h 
2/case

5342
Tall Hatted Gnome Lantern 

5" w x 8.75" h
4/case

7459
Tall Hatted Gnome  

5" w x 8.75" h
6/case

5340
Haunted House Lantern

3.5” w x 6.5” h 
4/case

7458
Gnome Party Animal 

2.75" w x 5" h
8/case

for the Holidays

https://gare.com/index.cfm
https://www.youtube.com/user/GareInc
https://www.facebook.com/GareInc/
https://www.instagram.com/gareinc/?hl=en
https://gare.com/products_special.cfm
mailto:Questions@gare.com


gare.com888-289-4273Questions@gare.com

 ► CLICK HERE TO SEE MORE NEW PRODUCTS

5337
Truck with Tree Ornament 

2.25" h x 5" l   24/case

5336
Truck with Tree Votive 

3.5" w 4.5" h x 8" l
 4/case

7457
Truck with Tree Party Animal 

2.25" w x 3" h x 5" l
8/case

3081
Truck Platter 

7.25" w x 12.75" l
4/case

5312
Vintage Truck with Tree Light-up 

5.75" w x 3" h x 12.25" l
2/case

7456
Truck with Tree Box 
3.75 w x 4.75" h x 8.5" l

4/case

All-time
Favorite

NEW Products
for the Holidays

https://gare.com/index.cfm
https://www.youtube.com/user/GareInc
https://www.facebook.com/GareInc/
https://www.instagram.com/gareinc/?hl=en
https://gare.com/products_special.cfm
mailto:Questions@gare.com


gare.com888-289-4273Questions@gare.com

5339 
Woodie Wagon  

with Tree Light-up
5” w x 7” h x 10" l 

2/case

 ► CLICK HERE TO SEE MORE NEW PRODUCTS

6437
Small Tree Base

for Small Christmas Tree - 5144
 1/case

6438
Large Tree Base

for Large Christmas Tree - 5145
 1/case

6439
Shelf Tree Base

for Shelf Tree - 5232
1/case

5341 
Small Renaissance Santa with Lantern 

7" w x 9" h
6/case

NEW Products

5338 
Gingerbread House Flat Ornament 

3.25" w x 3.35" h
24/case

for the Holidays

6441 -  6430 - 6440
Hangers for Hanging Lanterns

6441 - Large  - 1/case
6430 - Medium - 1/case

6440 - Small - 1/case

https://gare.com/index.cfm
https://www.youtube.com/user/GareInc
https://www.facebook.com/GareInc/
https://www.instagram.com/gareinc/?hl=en
https://gare.com/products_special.cfm
mailto:Questions@gare.com


gare.com888-289-4273Questions@gare.com

Sold in Pints
Mul t i-Craf t Acrylics
PAINTS

 ► CLICK HERE FOR PARTY PAINTS INFO

Perfect for  
Make & Takes,  

Camps and Parties!

MATTE FINISH
WATER-BASED

NON-TOXIC
EXCELLENT VALUE

MADE IN USA

HIGH QUALITY
MULTI-CRAFT

RICH, BRIGHT COLORS
CREAMY CONSISTENCY

QUICK DRYING

https://gare.com/index.cfm
https://www.youtube.com/user/GareInc
https://www.facebook.com/GareInc/
https://www.instagram.com/gareinc/?hl=en
https://gare.com/products_list.cfm?CategoryID=261
mailto:Questions@gare.com


www.MaycoColors.com

TAILGATE PART Y EVENT PLAN

Tailgate season is upon us and a good 
tailgate party is always a fun way to spend 
part of a day. Amp up your late summer 
and early fall business by hosting a tailgate 
party in your studio.

Display bisque and painted samples of 
football shapes or pieces painted to go 
along with the theme. Bowls for chili or 
dips, small plates for apps, stemless wine 
tumblers, travel mugs and platters all have 
a place at the party. Use colors or pennants 
from your local school or pro team.

Display creative tools that you use to 
decorate your pieces to show how easy the 
projects can be to create. Designer Mats for 
a background such as our Divots Mat (MT-
007) or Low Tack Masking Tape (MC-001 & 
MC-002) to create stripes.

Our Camper Dish and Mug are perfect for a 
tailgate party! Paint our Camper Containers 
(MB-1514 & MB-1536) in your favorite 
colors and fill with flowers or snacks like 
pretzel rods.

Keep it simple and serve toothpick-friendly 
food such as mini meatballs, cheese or fruit. 
Veggies and dips served in football-themed 
shapes are a must!

Hype up the next big game or host a party 
for a local school as a fundraiser. Attend a 
pep rally or pre-game event at your local 
school and provide the school colors plus 
simple shapes to paint. Be sure to have 
them pick up their fired pieces at your 
studio!

Go Team!

MB-1115 Casualware Salad Plate 
MB-1542 Camper Dish 
MB-1541 Camper Mug

MT-007 Divots MatMT-1124 Travel Tumbler 
MB-1093 Football Dish

https://www.facebook.com/MaycoStudios/
https://www.instagram.com/maycocolors/
https://www.youtube.com/user/MaycoColors
https://www.pinterest.com/maycocolors/
http://www.MaycoColors.com


TAILGATE CAMPER DISH & MUG

• NT-CLR Clear Dipping Glaze 
or S-2101 Clear Brushing 
Glaze

• SC-15 Tuxedo
• SC-26 Green Thumb
• SC-35 Gray Hare

• SC-48 Camel Back
• SC-60 Silver Lining
• SC-74 Hot Tamale (mug only)
• SP-215 Speckled Tuxedo
• SP-260 Speckled Silver Lining
• SP-274 Speckled Hot Tamale

• AC-310 Silkscreen Medium
• DSS-0156 Llama Drama
• MC-001 6mm Low Track 

Masking Tape

• RB-106 #6 Script Liner
• RB-110 10/0 Detail Liner

• Sponge
• Water
• Palette

• Palette knife
• Scissors
• Permanent marker

Find this project and more online at: 
www.maycocolors.com/projects-home

PRODUCTS USED

BISQUE
• MB-1542 Camper Dish
• MB-1541 Camper Mug 

COLOR 
 
 
 
 
 

DECORATING ACCESSORIES 
 
 
 
 

MISCELLANEOUS ACCESSORIES

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

• Using the Script Liner with SP-274 Speckled Hot 
Tamale, apply 3 coats to the top half of the camper. 
Allow glaze to dry between coats.

• Using the Script Liner with SP-260 Speckled Silver 
Lining, apply 3 coats to the lower half of the camper. 
Allow glaze to dry between coats.

• Using MC-001 6mm Low Track Masking Tape, apply to 
the door to look like laces on a football.

• Using the Script Liner with SC-48 Camel Back, apply 
3 coats to the door. Allow glaze to dry between coats. 
Remove the tape before the last coat has dried.

• Using the Script Liner with SC-60 Silver Lining apply 
1 coat to the windows. After the first coat is dry, apply 
another coat and shade with SC-35 Gray Hare.

• Using the Script Liner with SC-35 Gray Hair, apply 3 
coats to the fenders and hubcaps. Allow glaze to dry 
between coats.

• Using the Script Liner with SP-215 Speckled Tuxedo, 
apply 2 coats to the tires. Allow glaze to dry between 
coats.

• Squeeze around 2 tbs of SC-15 Tuxedo onto the palette. 
Add a pinch of AC-310 Silkscreen Medium and mix 
with a palette knife until it becomes the consistency of 

peanut butter. You might need to add more silkscreen 
medium or glaze.

• Locate the banner on the DSS-0156 Llama Drama 
screen. Use a permanent marker to make an outline 
around the banner. Use the scissors to cut it out. Make 
sure to leave extra screen around the edges.

• Take the banner and place it over the window. Hold 
it in place while you take a small amount of premixed 
silkscreen medium and gently rub in circles over the 
screen. Carefully lift the screen to avoid smearing.

• Using the Detail Liner with SC-26 Green Thumb, apple 2 
coats to the banner. Allow glaze to dry between coats.

• Using the Detail Liner with SC-15 Tuxedo, outline the 
details on the camper. Write “TEAM!” on the banner and 
“#1” in the window.

• For the mug, apply 3 coats of SC-74 Hot Tamale to the 
inside using the Soft Fan. Allow glaze to dry between 
coats.

• Using the Soft Fan with SC-15 Tuxedo, apply 2 coats to 
the back of the dish and the bottom of the mug. Allow 
glaze to dry between coats.

• Using the Script Liner with S-2101 Clear Brushing 
Glaze, apply 2 coats over the laces. Allow glaze to dry 
between coats. Or dip into NT-CLR Clear Dipping Glaze.

• Fire to cone 06.

INSTRUCTIONS

http://www.maycocolors.com/projects-home


FOOTBALL PLATES
PRODUCTS USED

BISQUE
• MB-1115 Casualware Salad Plate

COLOR
• NT-CLR Clear Dipping Glaze  

or S-2101 Clear Brushing Glaze
• SC-5 Tiger Tail
• SC-14 Java Bean
• SC-15 Tuxedo
• SC-34 Down To Earth
• SC-41 Brown Cow 

DECORATING ACCESSORIES
• RB-144 #4 Soft Fan
• RB-106 #6 Script Liner
• RB-110 10/0 Detail Liner
• MC-001 6mm Low Track Masking Tape
• MC-002 12mm Low Track Masking Tape
• MT-007 Divots Mat

MISCELLANEOUS ACCESSORIES
• Sponge
• Water
• Sponge on a stick
• Palette

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

• Apply the MC-002 12mm Low Track Masking 
Tape down the center of the plates. Apply 9 
strips of MC-001 6mm Low Track Masking 
Tape going down the center line. It should look 
like the laces of a football.

• Using the Soft Fan with SC-5 Tiger Tail, SC-
41 Brown Cow or SC-14 Java Bean, apply 3 
coats to each of the plates. Allow glaze to dry 
between coats.

• Squeeze around 1 tbs of SC-41 Brown Cow, 
SC-14 Java Bean and SC-34 Down to Earth 
onto the palette.

• Using the sponge on a stick, dab it into SC-41 
Brown Cow. Blot off excess glaze onto the 

palette. Sponge the MT-007 Divots Mat until 
the dots are covered with glaze. Press the mat 
onto the plate glazed with SC-5 Tiger Tail. 
Remove the mat and peel off the tape before 
the glaze is completely dry.

• Repeat step #5 with SC-14 Java Bean over the 
plate glazed with SC-41 Brown Cow.

• Repeat step #5 with SC-34 Down to Earth over 
the plate glazed with SC-14 Java Bean.

• Using the Detail Liner with SC-15 Tuxedo, 
outline the laces. Use the Soft Fan to apply 3 
coats to the back of the plates. Allow glaze to 
dry between coats.

• Using the Script Liner with S-2101 Clear 
Brushing Glaze, apply 2 coats over the laces. 
Or dip into NT-CLR Clear Dipping Glaze.

• Fire to cone 06.

INSTRUCTIONS

Find this project and more online at: 
www.maycocolors.com/projects-home

FOOTBALL PLATES

http://www.maycocolors.com/projects-home


MaycoColors.com

LLAMAS,
& UNICORNS
& BEARS,
OH MY!

Show your wild side with 
our NEW lineup of faceted animals;  

they’ll bring style to any habitat!

Available now!
Visit us online for more bisque shapes and fun ideas.

Visit our website to locate your nearest distributors. Maycocolors.com/where-to-buy

MB-1538

MB-1539 MB-1540

www.maycocolors.com
www.maycocolors.com/where-to-buy
https://www.facebook.com/MaycoStudios/
https://www.pinterest.com/carter6949/mayco/
https://www.youtube.com/user/MaycoColors
https://www.instagram.com/maycocolors/


bisqueimports.com
888.568.5991

104-L02

176-L01

2793-L01

490-L01
2615-L01

176-L02

490-L02
407-L01

MYTH504

bisqueimports.com
888.568.5991

Checkout Our Website For More Details!

www.bisqueimports.com
www.bisqueimports.com
https://www.facebook.com/bisqueimports/
https://www.facebook.com/bisqueimports/
https://www.youtube.com/channel/UC3_YkURjNVH79BJroRaBSYQ
https://www.youtube.com/channel/UC3_YkURjNVH79BJroRaBSYQ
https://www.pinterest.com/bisqueimports/
https://www.pinterest.com/bisqueimports/
https://www.instagram.com/explore/locations/695527184/bisque-imports/
https://www.instagram.com/explore/locations/695527184/bisque-imports/


www.chesapeakeceramics.com
https://www.facebook.com/chesapeakeceramics/
https://www.instagram.com/chesceramics/?hl=en
https://www.pinterest.com/chesceramics/


www.chesapeakeceramics.com
https://www.facebook.com/chesapeakeceramics/
https://www.pinterest.com/chesceramics/


www.chesapeakeceramics.com
https://www.facebook.com/chesapeakeceramics/
https://www.pinterest.com/chesceramics/


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


The SSX controller has 
an oversized capac-
itor that allows it to 
deliver power to the wheel head in 
a smooth, predictable fashion when 
you step on the foot pedal. This is 
particularly helpful when you are 
throwing at very slow speeds.

We help you make great things!

5 REASONS
Easy to Clean
Just twist and lift off the wheel head 
for full access to the splash pan. 

Continuous Duty Motors

Large 1 Piece Splash Pan

Heavy Duty Construction

Our 1/3 HP motor delivers more 
torque at the wheel head than the 
competitions 1 HP motor because it 
is rated for industrial use. No matter 
what anyone claims, our wheels will 
handle more clay.

Holds hours of trimmings. When you 
are done just pop off the wheel head 
and carry the whole pan, trimmings 
and all, to empty. Oh... and no leaks.

The shaft, wheel head, base and 
bearing block are the thickest and 
heaviest you will find. This wheel was 
designed by a Big Pot Potter who 
wanted to ensure stability.

Smooth as Silk

...for you to try a Skutt Wheel

Built in Splash Pan

Removable Splash Pan

Each splash pan style is available with your 
choice of a 1 HP, 1/2 HP or 1/3 HP motor.

Visit us at skutt.com for more information

www.skutt.com




Convention 
Schedule 
at a Glance
THURS., SEPTEMBER 12
3PM–5PM ...Bag Stuffing in Exhibit Hall (volunteer event)
  Convention Lobby

FRI., SEPT. 13
9A–12P ...............................PRE-CON AM (add-on event) 
  Convention Center/Classrooms
12P–1P ............................................Pre-Con lunch break
  (free lunch provided to qualified attendees)
1P–4P .................................PRE-CON PM (add-on event) 
  Convention Center/Classrooms
5P–6:30P ........................................... New Member Mixer
  Embassy Suites, Encore Room, 2nd Floor
6:30P–9P .......................Exhibit Hall Open/Member Mixer 
  Convention Center
9:30P–1A ...........Chatter Room: Live Music and Cash Bar
  Embassy Suites, Salon Room, 2nd floor

SAT., SEPTEMBER 14
8:30A–10A .......................................................SESSION 1
  Convention Center/Classrooms
10A–10:20A ............................................................ Break
10:20A–11:50A ...............................................SESSION 2
  Convention Center/Classrooms
12P–1P .......................................Member Meeting/Lunch 
  Convention Center/Grand Ballroom
1P–5:30P ...............................................Exhibit Hall Open 
  Convention Center/Exhibit Hall
4P–5P ..................................................Magazine Meeting 
  Classroom #107
6P–7:30P .........................................................SESSION 3 
  Convention Center/Classrooms
7:30P–9:30P ......................... Dinner and Pottery Improv 
  Convention Center/Grand Ballroom
9:30P–1A ...........Chatter Room: Live Music and Cash Bar
  Embassy Suites, Salon Room, 2nd floor

SUN., SEPTEMBER 15
9:00A–12:30P .......................................Exhibit Hall Open 
  Convention Center/Exhibit Hall
9:30A–10A ......................................International Meeting
  Classroom #107
12:30P–2:30P ...Lunch and Learn with Mike Michalowicz 
  Convention Center/Grand Ballroom
2:50P–4:20P ...................................................SESSION 4
  Convention Center/Classrooms
4:20P–4:40P .......................................................... Break
4:40P–6:10P ...................................................SESSION 5 
  Convention Center/Classrooms
7P–10:30P .............................................. Convention Gala 
  Convention Center/Grand Ballroom
10:30P–1A ..................................Chatter Room: Cash Bar
  Embassy Suites, Salon Room, 2nd floor

MON., SEPTEMBER 16
9:00A–10:30A..................................................SESSION 6 
  Convention Center/Classrooms
10:30A–10:45A ...................................................... Break
10:45A–12:15P ...............................................SESSION 7 
  Convention Center/Classrooms
1:30P–5P ................Bus to Niagara Falls (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.

BUFFALO, NY   SEPTEMBER 13-16

as we take over Buffalo, New York, for 4 days of learning, 
inspiration, education, networking, shopping, ideas, techniques, 

trends, friends, fun, food, and more. Our annual conference has become 
a favorite among studio owners and suppliers alike.

Embassy Suites by Hilton Buffalo
Enjoy a comfortable and convenient stay at the Embassy Suites Buffalo. At Embassy Suites by 

Hilton Buffalo, you’ll enjoy easy access to the activity surrounding downtown Buffalo. Just two blocks away is the 
complementary light rail to take you to explore many waterfront destinations including KeyBank Center, Riverworks, 
HarborCenter, and Canalside. Anchoring the first eight floors of  the Avant Building, our hotel is surrounded by top 

banking, medical, and government offices, including City Hall two blocks away. 

Take advantage of  our airport shuttle service, a direct 15-minute ride to Buffalo International Airport (subject to 
availability; $10 fee each way/pp applies - normal $15, our rate will save you $5). A spacious two-room suite with 

floor-to-ceiling windows offers a panoramic view of  the Buffalo skyline as you spread out in your separate living area 
with a sleeper sofa. Suites have free Wi-Fi, two HDTVs, and wet bars with mini-fridges and microwaves.

Try a signature omelet, eggs, or waffles at our free made-to-order breakfast and stop by for the 
Evening Reception for complementary beverages and snacks. Savor American favorites including 

Buffalo wings or a refreshing beverage at Cary Street Café & Lounge.

CCSA Convention attendees enjoy a rate of $149 a night!
Our room rates will apply for 3 days prior and 3 days after convention. 

You can make your reservations for additional days when booking.

VISIT
https://embassysuites.hilton.com/en/es/groups/personalized/B/BUFESES-CCA-20190911/index.jhtml?WT.mc_id=POG 
to make your reservations! Must book by August 25. The CCSA does not endorse nor contract any third-party room 

reservation companies. All reservations will need to be made directly with the hotel.

When Embassy Suites sells out:  
We have opened reservations for our overflow hotel, Hampton by Hilton, which is right next door to Embassy Suites.  

The rate is the same ($149 a night) and you can make your reservations by clicking this link: 
https://secure3.hilton.com/en_US/hp/reservation/book.htm?inputModule=HOTEL&ctyhocn=BUFDTHX&spec_plan=CHHCCS&arrival

=20190912&departure=20190917&cid=OM,WW,HILTONLINK,EN,DirectLink&fromId=HILTONLINKDIRECT
 

You can still catch the shuttle to the convention center by walking next door to Embassy Suites.

PARKING
 If  you are a commuter there are parking garages on each side of  the convention center and some 

free street parking. If  you are staying at the Embassy Suite special parking rate of  $10 a day will apply. Just two 
blocks away from the hotel is the complimentary light rail to take you to explore many 

waterfront destinations including KeyBank Center, Riverworks, HarborCenter, and Canalside.

IMPORTANT INFORMATION REGARDING THE HOTEL
AND THE CONVENTION CENTER FOR 2019

Unlike years past, the Convention Center and the convention hotel, Embassy Suites by Hilton – Buffalo, are NOT 
connected. The hotel is 0.2 miles from the Convention Center or a quick 5-minute walk. The Buffalo Visitors Bureau 
will be providing shuttles to and from the hotel during prime convention hours. Shuttle hours will be included in your 
welcome packet. Additionally, those who prefer to walk will enjoy additional security by the Buffalo Mounted Police.

Come join the excitement 

https://embassysuites.hilton.com/en/es/groups/personalized/B/BUFESES-CCA-20190911/index.jhtml?WT.mc_id=POG
https://secure3.hilton.com/en_US/hp/reservation/book.htm?inputModule=HOTEL&ctyhocn=BUFDTHX&spec_plan=CHHCCS&arrival=20190912&departure=20190917&cid=OM,WW,HILTONLINK,EN,DirectLink&fromId=HILTONLINKDIRECT
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 EXHIBITORS*

Bisque Haus

Bisque Imports

Chesapeake Ceramics

Colorobbia Art

Decoart

Duncan Enterprises

ESR Commercial

Gare, Inc.

GR Pottery Forms

Impressart

Mayco Colors

Nidec-Shimpo America Corp.

Occasion

pyopaccounting.com

PYOP Studio Stuff LLC

Skutt Ceramic Products, Inc.

USCutter

*At time of  printing in July 2019.

RAFFLE TICKETS & 
GOLDEN TICKET 

Each year we collect a bounty of  wonderful 
prizes for our raffle including items like free 
convention registration for the next year and 
other items. We set up a display area of  those 
prizes with entry boxes next to each. Attendees 
can purchase raffle tickets for $10 each, and 
anyone who purchases 10 raffle tickets gets 
a free 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 Convention Gala on Sunday, 
September 15, we’ll 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 winner for a Skutt kiln upgrade to 
outfit your studio kiln with Skutt’s new touch-
screen controllers - value $1800! At the end of  
the night, we’ll draw the Golden Ticket winner 
from the Golden Ticket box.

Notes:
• Winners must be present to win.
• When buying your raffle tickets, you will be 
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*
Occasion

$500 donation to a charity of  their choice

Colorobbia Art
Colorobbia gift kit, value $500 

Redeem at Bisque Imports

Bisque Haus: $150 Gift Certificate

American Ceramic Supply Co.
Stilt package - $100

Mayco Colors: TBD

USCutter: SC#2 Cutter, value $420

GR Pottery Forms: Assortment Set $120

Nidec-Shimpo America Corp
1 18LC banding wheel, value $55
1 22LC banding wheel, value $67
1 25HC banding wheel, value $90

TOTAL Value - $212

Chesapeake Ceramics
$250 in product credit

Impressart: Jewelry - total value TBA

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

VOLUNTEER 
OPPORTUNITIES

We could not put on this convention without the 
help of  our volunteers. Please consider helping 

during one or more of  the following times!

Thursday, September 12
3P–5P Bag stuffers 

Friday, September 13
8A–10A Registration Desk 

Online Bidding Registration/Auction Collection

12P–1P Registration Desk • Heat Press Booth

4P–7:30P Registration Desk 
Shift 1: 4P–6P • Shift 2: 6P–7:30P

4P-6P Online Bidding Registration/
Auction Collection

Shift 1: 4P–6P • Shift 2: 6P–7:30P

4P-6:30P Heat Press Booth (3) 

Saturday, September 14
7:30A–10A Registration Desk

12:30P-5:30P Heat Press Booth
Shift 1: 12:30P–2:30P
Shift 2: 2:30P–4:30P
Shift 3: 4:30P–5:30P

Sunday, September 15
9A–12:30P  Heat Press Booth 

Shift 1: 9A–10:30A • Shift 2: 10:30P–12:30P

6:45P-8:30P Online Bidding Registration

7:30P-9P Auction Table Closers

Look for emails and links closer 
to convention to sign up!
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Friday, September 13
9AM-12PM
PRE-CON CLASSES 

Get on Board with Board Art! 
Business|Technique
Class Instructor(s): Nell Wertz, 
All Fired Up Akron!

Are you missing out on the board art trend? 
Learn how to introduce and promote this 
money-making medium in your studio! Solve 
the logistics of  managing walk-ins and classes 
like a pro, and learn the differences about the 
machines and materials available. This class 
will show you how to turn a profit, and fast! 
What’s better than getting your hands dirty to 
learn? Choosing from several board designs 
and creating your first sample on a Bisque 
Imports pallet! Several painting techniques will 
be demonstrated to show the variety available 
in the wood painting world.

In-Depth Digital Marketing and Social 
Media Marketing 
Business
Class Instructor(s): Spencer X Smith, AmpliPhi

In this hands-on class, you’ll learn how to use 
digital marketing and social media marketing 
to grow your studio. Attendees are required 
to watch all of  the video training sessions 
produced by Spencer and his team at AmpliPhi 
so you have a degree of  familiarity with the 
material (coming soon to CCSA Members, 
Summer 2019). This interactive session with 
time for Q&A requires you bring the following:
 1. Your laptop computer
 2. Your website login information
 3. Your social media login information
You’ll leave this session with tasks checked 
off your digital marketing and social media 
marketing checklists, as well as additional 
action items to implement upon returning to 
your studio.

Capturing and Producing Awesome 
Large-Scale Offsite Events! 
Business
Class Instructor(s): Gail Schomisch and 
Jackie Burrow, All Fired Up!

There will be 2 Pre-Con sessions:
An Introduction to Capturing and 
Producing Awesome Large-Scale 
Offsite Events: 9A-12P

Diving Deeper into Capturing and 
Producing Awesome Large-Scale Offsite 
Events: 1-4P

Two information-packed 
classes to supplement 
and boost your revenues!
     The introductory 
morning session will show 
you how to identify and 
market to customers, and 
will cover the logistics of  
how to organize, set up, 
and be super efficient at 
offsite work so you can 
always say yes to those 
inquiries from custom-
ers looking for you to 
travel to their location. 
50, 100, 150 painters? 
No sweat! This class will 
show you how without 
losing your mind. New 
bisque products for this 
market and easy DIY kits 
will be introduced and on 
display.

BUSINESS CLASSES
A business class is just that—it’s designed 
to help you move your business forward. 
Business classes are usually designed 
around marketing, promotion, human 
resources, or studio management to help 
make your business run more smoothly. In 
a business class, you will not be creating 
any samples or projects.

TECHNIQUE CLASSES
Technique classes are designed to teach you 
a new technique or a way to use a technique 
that you may already know to increase 
revenue in your studio. It could be about how 
to teach a class, add a new product, or any 
other idea that is designed to give you an 
ah-ha moment. These are hands-on classes 
and you’ll generally leave with a sample that 
you created in your class.

3-HOUR CLASSES
This year we have expanded a few Pre-
Con-caliber classes that we could not fit 
into our Pre-Con schedule and still made 
them available to members during regular 
class sessions. By selecting one of  these 
3-hour classes you will be opting to remain 
in this class for what would be 2 consecu-
tive regular class sessions to accommodate 
your selection.

PRE-CON CLASSES
Pre-Con (Pre-Convention) classes are 
classes that are not included in your 
general registration. You must register and 
pay for them separately. These classes take 
place in the morning and afternoon of  the 
first official day of  convention prior to any 
other events.

BUFFALO, NY   SEPTEMBER 13-16



studio owner and/or manager can benefit from 
this class.

Compliance Conundrum: What HR Laws 
Do You Have to Be on Top Of?
Business
Class Instructor(s): Lori Kleiman, HR Topics

Staying on top of  the human resources activi-
ties can be complex enough, and compliance 
must be managed in the midst of  all of  it. 
There are 6 nonnegotiable areas of  compli-
ance that have to be incorporated to your 
daily operations. You must embrace these, 
and then get back to running your business. 
Lori will share effective methods of  securing 
the resources needed to move initiatives for-
ward, and will be sure you leave the program 
with the tools you need to get it all done. You 
don’t have to figure it out on your own—join 
us and get a quick path for 2019 and 2020 
compliance now!

Press Pottery: One Technique, a 
Thousand Possibilities! 
Technique
Class Instructor(s): Susan Wilkinson, 
The Painted Turtle

Looking for a new way to offer clay in your stu-
dio? Press Pottery may be your answer!… It 
is adaptable in size, shape, depth and design. 
The technique can be used to create items 
from petite jewelry dishes and soap dishes 
to pet dishes and full-sized dinnerware and 
so much more! You can layer the pieces, add 
dimension and texture to them and so much 
more! And, the best part is, this technique can 
work for walk-ins, workshops, birthday par-
ties, corporate events, etc. 
 In this class, you will create 2 projects to 
bring back to your studio and jumpstart your 
imagination into a thousand possible classes! 
We’ll discuss the process from start to finish 
including drying time, glazing & firing, tools 
and supplies necessary, and how to suc-
cessfully offer this low-cost, high margin & 
customer satisfaction offering.

Schedule Your Year 
3-HOUR CLASS: 
8:30A-11:30A 
Business
Class Instructor(s): Tammie Ramos-Crispino & 
Kelci DeFrancesco, Kelci + Tammie

“If  you fail to plan, you plan to fail.” Set 
yourself  up for success in 2020 with this 
pre-con. We all come to convention to learn 
new techniques and skills, but many of  us 
go home feeling overwhelmed and end up 
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 The afternoon session goes deeper into 
targeted marketing and gets into the nuts 
and bolts of  capturing big money. Schools, 
churches, parks & rec, corporate sites—they 
are all wanting your awesomeness to come 
to them with events that impress and get you 
invited back again and again. Walk out of  
class armed with flyer samples and marketing 
materials to help you hit the ground running 
as soon as you get home. Not just for the 
holiday season but all year long!

1PM-4PM

Employees: Can’t Live with ’em, Can’t 
Live without ’em 
Business
Class Instructor(s): Lori Kleiman; HR Topics

Running your studio requires employees, 
but it’s often a headache you didn’t plan on 
when you opened your doors! Our interac-
tive program will explore essential elements 
of  the recruiting process, and then move to 
managing performance to ensure your team 
gives all they can.
 During the first 90 minutes, we’ll discuss 
various places to uncover candidates, and 
we’ll have a live demonstration of  how to use 
free platforms on the internet to stream-
line the process. We’ll talk about interview 
techniques that identify great candidates 
who will be long-term employees driving your 
studio forward. Then we’ll move into keeping 
employees you’ve hired, and a frank discus-
sion of  when to get rid of  employees who 
just aren’t producing. Performance manage-
ment is essential for many reasons and we’ll 
explore those. But we’ll also look at ways 
to engage employees and retain top talent, 
without breaking the bank. All participants 
will receive the toolkit HR Hacks and lifetime 
participation in our private Facebook 
community.

Exploring Brush 
Lettering on 
Pottery with 
Ammie 
Williams
Technique
Class 
Instructor(s): 
Ammie Williams, 
All Fired Up

In this introduc-
tory lettering class, 
we’ll be taking a 
deep dive into the 
fundamentals of  lettering. 

You’ll receive a lettering packet filled with 
all of  Ammie’s tips and tricks, drills, practice 
alphabets, and more, which will be available 
for download for additional practice and to 
share with your staff. We’ll focus on learning 
to build on your current handwriting to create 
your own personal and unique lettering style. 
The pre-con will cover topics from my favorite 
brushes, what tools you need and don’t need, 
how to fake it until you make it, and everything 
in between. You’ll leave the class with all the 
tools and knowledge you’ll need to start your 
own lettering practice in your studio, as well as 
teaching the basics to your staff and custom-
ers.

Saturday, September 14
8:30AM-10AM 

Impress Art: Introduction to Hand 
Stamping with Jen Flood 
Technique
Class Instructor(s): Jenn Flood, Impressart

Learn basic metal stamping techniques direct-
ly from the source. With dozens of  letter sets, 
hundreds of  design stamps, and even the 
opportunity to have your own custom stamps 
created, ImpressArt is the world’s leader 
when it comes to all things hand-stamping. In 
this class, attendees will handstamp a cube 
necklace, a charm bracelet, and a holiday 
ornament, just in time for the holiday season.

Financial Reporting: What to Do with 
the Numbers 
Business
Class Instructor(s): Colleen Carey, Mayco 
Colors

What reports or key indicators can help you 
understand the financial health of  your busi-

ness? How often should these 
be generated so that any 

necessary adjustments 
can be made? Join 

Colleen Carey 
of  Mayco to 
drill down to 
the critical 
financial data 
to achieve 
your profit-
ability goals. 
Although 
this class 

is geared 
toward those 

without a specific 
finance/account-

ing background, any 
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putting away the beautiful projects and pages 
of  notes without ever implementing them. 
If  this sounds familiar, then this class is for 
you! Don’t let your year get away from you 
before it begins. We’ll discuss events that 
work in different types of  studios and spend 
time planning our year by drafting monthly 
calendars, monthly to do lists, and marketing 
goals. Each participant will receive a digital 
2020 workbook/planner and leave ready to 
hit the ground running.

How “Creepy Facebook Ads” Can Help 
Grow Your Studio 
Business
Class Instructor(s): Spencer X Smith, AmpliPhi 
Social Media Strategies

So, you’re minding your own business brows-
ing Facebook, then—there it is again! Those 
shoes, in the size you wear, in the color you 
like, popping up as an ad in your Facebook 
feed. How does that happen? Cookies? 
Yep. But what else? And, more importantly, 
how can you use the power of  the “Creepy 
Facebook Ad” to your advantage in your busi-
ness? In this session, studio owners will learn 
how to both understand and utilize Facebook 
advertising technologies. Spencer X Smith will 
show you exactly how the technology works 
and how you can implement the power of  tar-
geted digital marketing to increase revenue.
 • Learn how “Creepy Facebook Ads” 
really work, in a nontechnical way.
 • Discover how your studio can use 
these advertising techniques to reach more 
of  your targeted audience.
 • Analyze which ads work 
and which ones don’t to help 
maximize your return on 
investment.

Give Thanks with the 
Two Chicks
Technique
Class Instructor(s): 
Robin & Julie Cates, 
Two Chicks & A Brush

We love a project 
that looks great and 
is easy for custom-
ers to replicate. 
This project has 
been so popular in 
our studio, not just 
for classes, but also 
for walk-in painters. 
This class will explore 
simple backgrounds, 
transfer tips, easy out-

lining, and how to get great lettering. You’ll 
leave with a sample ready to be fired and put 
on display. You won’t want to miss it!

10:20AM-11:50AM

Impress Art: Introduction to Hand 
Stamping with Jen Flood
Technique
Class Instructor(s): Jenn Flood, Impressart

Learn basic metal stamping techniques 
directly from the source. With dozens of  
letter sets, hundreds of  design stamps, 
and even the opportunity to have your own 
custom stamps created, ImpressArt is the 
world’s leader when it comes to all things 
hand-stamping. In this class, attendees will 
handstamp a cube necklace, a charm brace-
let, and a holiday ornament, just in time for 
the holiday season.

Payroll Optimization 
Business
Class Instructor(s): Teresa Johnson, PYOP 
Studio Stuff LLC

Do you struggle to find the balance between 
enough staff scheduled and too much? Due 
to the unscheduled nature of  our walk-in 
business, do you worry that too little staff 
will negatively affect your customer service 
but too much staff will negatively affect your 
profitability? You are not alone! This class 
will address how to schedule, how to adjust, 
how to plan, and how to assess payroll 

needs in advance. We’ll cover staff schedul-
ing versus overall sales and creative ideas to 
scheduling to make sure your payroll dollars 
fit into your overall profitability.

Compliance Conundrum: What HR Laws 
Do You Have to Be on Top Of?
Business
Class Instructor(s): Lori Kleiman, HR Topics

Staying on top of  the human resources activi-
ties can be complex enough, and compliance 
must be managed in the midst of  all of  it. 
There are 6 nonnegotiable areas of  compli-
ance that have to be incorporated to your 
daily operations. You must embrace these, 
and then get back to running your business. 
Lori will share effective methods of  securing 
the resources needed to move initiatives for-
ward, and will be sure you leave the program 
with the tools you need to get it all done. You 
don’t have to figure it out on your own—join 
us and get a quick path for 2019 and 2020 
compliance now!

How “Creepy Facebook Ads” Can Help 
Grow Your Studio
Business
Class Instructor(s): Spencer X Smith, AmpliPhi 
Social Media Strategies

So, you’re minding your own business brows-
ing Facebook, then—there it is again! Those 
shoes, in the size you wear, in the color you 
like, popping up as an ad in your Facebook 
feed. How does that happen? Cookies? 
Yep. But what else? And, more importantly, 
how can you use the power of  the “Creepy 
Facebook Ad” to your advantage in your 

business? In this session, studio owners 
will learn how to both understand 
and utilize Facebook advertising 
technologies. Spencer X Smith will 
show you exactly how the tech-
nology works and how you can 
implement the power of  targeted 
digital marketing to increase 
revenue.
 • Learn how “Creepy 
Facebook Ads” really work, in 
a nontechnical way.
 • Discover how your 
studio can use these adver-
tising techniques to reach 
more of  your targeted 
audience.
 • Analyze which ads work 
and which ones don’t to 

help maximize your return on 
investment.
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Sun Rays in Glass with Nirvana from 
Bisque Imports
Technique
Class Instructor(s): Nirvana Balian, Bisque 
Imports

Glass fusing just got so 
much easier! With BI’s 
new precut oval 
shapes, anyone 
can be a glass 
artist. We’ve also 
taken the hassle 
out of  cutting 
bases for your 
upcoming 
classes and 
parties with 
our variety 
of  options. 
Join us as 
we cut and 
nip pieces 
of  colorful 
glass to cre-
ate a stun-
ning sunny 
design on 
a precut 
oval base. 
This class is 
for every-
one—those 
who are just 
getting into 
glass as well 
as those who 
have experience 
and just want to 
have fun. We’ll cover 
cutting basics, studio 
pricing, and setting up 
and organizing a glass area 
in your studio.

Silk Scarf Dyeing: from Rags to Riches 
with Leanne Purkis 
Technique
Class Instructor(s): Leanne Purkis, Magic Arts 
Studio

We’ve all seen videos of  silk scarf  painting 
(and if  you haven’t – look it up!). The process 
is mesmerizing and looks SO EASY, right? Well, 
it is! In this class, we’ll review best practices 
from setup to breakdown and everything 
in between – learn to run silk scarf  dyeing 
workshops and increase profits for your stu-
dio. With a minimal financial investment, your 
studio can start offering this popular make-
and-take project right away. You’ll leave this 
class with a full list of  exactly what you need 

to get started, a step-by-step guide to set up 
for your workshops, and ideas to help you fill 
those workshops!

6PM-7:30PM

Interpreting Your POS System Data 
Business

Class Instructor(s): Donna Bordeaux, 
PYOPAccounting.Com

A point-of-sale system is invalu-
able—when you know how to 
intrepret all the data it collects! 
We’ll be diving deep into the 
data that you can use from 
your point-of-sale system to 
grow your business. We’ll 
discuss what numbers you 
should be tracking and how 
to know what those num-
bers are telling you 
about your studio. 
The class will not 
focus on any 
one particular 
POS system 
but will talk 
about data 
that should 
be available in 
most systems.

Keep it in the 
Kiln with Stone-

ware with Mayco 
Business

Class Instructor(s): Teresa 
Wright, Mayco Colors

Keep it in the kiln and grow your busi-
ness with the additional fired offering 

of  stoneware. Learn the difference between 
earthenware and stoneware bisque and 
glazes. This class will discuss:
 • Proper procedures and practices
 • Pricing
 • Marketing
 • Increasing profits with stoneware

Pour Your Own: 101 with Barbara Saslo 
Technique
Class Instructor(s): Barbara Saslo, Nazareth 
Ceramic Center

If  you’ve ever wondered how your ceramic 
bisque pottery is made, or said to yourself, 
“I can do that,” here’s your opportunity to 
find out in this overwhelmingly informational, 
fast-paced session. Explore all the details you 
need to know about pouring in this thorough 
class. We’ll talk about production equipment 

(both basic and optimal), ceramic molds 
(including sourcing, new vs. used, cost, care, 
storage and organization), ceramic slip (type, 
pre-mix vs. dry, sourcing, care, use, and 
storage), time management, and inventory 
control. 
 We’ll cover prepping molds before pour-
ing, bands vs. straps, mold release agents, 
and more. And we’ll learn the details about 
the steps in the actual act of  pouring (includ-
ing putting slip into the mold, how full, remov-
ing excess slip, draining, “slip happens”), 
removing the casting from the mold, drying, 
cleaning greenware, and the fine points of  
firing. We’ll also discuss fettling, carving for 
personalization, and other special processes. 
Come hear all the sordid details and find out 
“Can I make money doing this?”

A Winter’s Visitor with Mary Ann O’Hearn
Technique
Class Instructor(s): Mary Ann O’Hearn, 
Gare Inc.

The popular cardinal is a beautiful year-
round bird. It has long been held as the most 
notable spiritual messenger across many 
cultures and beliefs. Your customers will find 
joy in painting this lovely plate not only for win-
ter, but throughout the seasons. Mary Ann will 
show you examples of  how the techniques you 
learn in this class can be used to paint this 
plate for Spring and Fall as well. Come learn 
how to use textured glaze on different layers 
to create interesting dimension; how to add 
depth to the background with a unique brush 
technique; and how to blend colors to make a 
weathered-wood look.
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Capitalizing on Fundraisers and 
Donations 
Business
Class Instructor(s): Tammie Ramos-Crispino 
& Kelci DeFrancesco, Kelci + Tammie

Do you get asked about twenty times a week 
to make a donation to a charity or to sponsor 
an event? This class will show you how to 
turn that annoying question into a big mar-
keting opportunity by creating a fundraising 
program that will help you make a profit and 
help you market your studio to potential new 
customers. At the end of  the day, you’ll also 
be helping a charity. Marketing your business 
while making a difference? That’s a win-win!

Make Extra Money with Coloring Book 
Pottery 
Business|Technique
Class Instructor(s): Teresa Johnson, PYOP 
Studio Stuff LLC

Are you looking 
for a fresh new 
display that will 
give your custom-
ers an outstand-
ing outcome and 
make additional 
revenue for your 
studio? We’ll show 
you how to set up 
a coloring book 
pottery display 
that will gain you 
additional margin 
and extremely 
satisfied custom-
ers! You’ll get all 
the information 
needed to set up 
this display, includ-
ing bisque to order 
and screens to use. 
We’ll discuss how to 
price it so that your 
additional margin 
on this display will 
entirely pay for your 
investment! We will 
also cover how to 
make the coloring 
book pottery, how to 
teach customers to 
paint it, how to dis-
play it, how many to 
stock, and other tips/tricks for making more 
money using coloring book pottery. During 
class, you’ll paint a pre-screened and fired 
handprint sample for your display that will 
sell coloring book pottery all year long.

Splash into the Holidays with 
Nirvana from Bisque Imports 
Technique
Class Instructor(s): Nirvana Balian, 
Bisque Imports

Explore a classic holiday theme 
with a twist, using the paper-
masking and straw-blowing 
watercolor techniques to create 
a colorful project that’s sure 
to be a hit! These economical 
techniques are fun and easy for 
all age groups, making them 
perfect for classes, camp proj-
ects, holiday painting parties, 
and even walk-ins. We’ll discuss 
methods of  transferring imagery 
to bisque and use BI’s Glaze 
Awayz to add dimension. The 
class will also review glazing techniques and 
issues, as well as firing tips and tricks. We’ll 
welcome questions and keep the conversa-

tion flowing in this 
fun and informa-
tive class.

Sunday, 
September 15
2:50PM-
4:20PM

Event 
Marketing: 
From a Few 
Sign-Ups to 
Sold Out! 
Business
Class Instructor(s): 
Jessica Graf, 
Fire Escape

Would you like 
to increase your 
event sign-ups 
and ultimately 
your bottom line? 
Jessica will share 
how she in-
creased sign-ups 
and even sold 
out many events 
such as “Paint 
with Goats” and 
“Potty Mouth
Pottery Night” in 

the past two years. She’ll cover techniques 
she’s used to engage customers more, make 
Facebook events reach more people, and 
other marketing tips for both Instagram and 
Facebook.

Leadership and Staff 
Development 
Business
Class Instructor(s): Lori Neff, As You Wish Pot-
tery Painting Studios

No matter how many staff members you have, 
we could all use tips on becoming better lead-
ers and developing our staff, and this class 
will inspire you and show you how. You will 
leave with the motivation needed to make the 
necessary changes within yourself  and tips 
on improving your staff.

Be a Boss at Being a Boss 
3-HOUR CLASS: 2:50P-5:50P
Business
Class Instructor(s): Janna Malo, Fired Up! Paint 
Your Own Ceramics Studio

Being a boss isn’t just a title and it takes work 
to be a great one! In this workshop we will be 
combining lecture, discussion, and interactive 
activities to cover the topics of  leadership 
strategies, giving feedback to staff, increasing 
staff productivity, motivational techniques, 
time management, and procedure and 
protocol. This class is intended for anyone 
who leads others: studio owners, managers, 
and more.

Instagram Stories: 101 
Business
Class Instructor(s): Kelci DeFrancesco, Kelci + 
Tammie

Video is king when it comes to content, and 
this shows no sign of  slowing down. If  you’re 
not already utilizing Instagram stories for 
your business, this class is for you. This 
beginner-friendly class will walk you step-by-
step through the process of  recording videos, 



your Facebook ads this year. We’ll talk about 
the do’s and dont’s of  audience targeting, 
discuss how to structure your campaign, 
and explore ways to optimize your results. 
This class takes the complicated and often 
confusing world of  Facebook ads and breaks 
it down into manageable strategies that you 
can implement in your studio. You’ll leave with 
action items to put in place as soon as you get 
back from convention.

Custom Art Panel: 
An Additional Revenue Source 
Business

Join us as we hear from a number of  studio 
owners on how they have capitalized on 
custom art, including handprint and footprint 
pieces. We will discuss pricing, design selec-
tion, hiring a custom artist, hosting events for 
handprint/footprint pieces, and more. Plus, 
we’ll share a lot of  top-selling examples to 
inspire you! Panelists include:
 • Allie Nottingham of  The Painted Pig in 
Little Rock, Arkansas, who is always coming up 
with new, fun designs for customers who drive 
from all over the state and return season after 
season because of  the consistently high-
quality artwork they know they will get from 
her studio.
 • Morgan Ouellette of  The Artsy Place 
in Muscle Shoals, Alabama, whose #1 
moneymaker is handprint pottery. She offers 
incentives for customers to host pottery 
parties and as a result makes more revenue 
in November and April off Christmas and 
Mother’s Day custom art than all of  the other 
months combined!
 • Lori Neff of  As You Wish Pottery with 10 
locations across Arizona, Utah, and California, 
who strongly believes the samples painted by 
their custom artist drives sales through in-
spiration. They regularly see customer pieces 
coming out of  the kiln where the customer 
copied a sample.

Deep Dive into Instagram! 
Business
Class Instructor(s): Kathy Cano-Murillo, 
Bisque Imports

Generally know your way around Instagram, 
but looking to get more out of  it? Join Kathy, 
the Crafty Chica, as she shares tips and 
tools for working with stories, insights, IGTV, 
keywords, location tags, stickers, and more to 
help you make your Instagram account work 
hard to promote your business! To get the 
most out of  this interactive class, have your 
Instagram account up and running for your 
business.
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editing them, and sharing them with your 
network. We’ll talk about strategies that can 
earn you more engagement and improve your 
reach across the platform. You’ll leave with a 
better understanding of  the basics, as well as 
a list of  post ideas and ways to improve your 
Instagram presence.

Painting and Technique Training with 
Sara Kojaku 
3-HOUR CLASS: 2:50P-5:50P
Technique
Class Instructor(s): Sara Kojaku, 
Little Tot Moppet

Have you had customers disappointed after 
seeing their pottery at pickup because a 
basic technique was not executed properly? 
Do you get inconsistent results from basic 
techniques? Are some of  your employees 
struggling with helping your customers 
with painting techniques? Proper technique 
training and execution is a key to excellent 
customer service. We’ll discuss tips on how 
to train your staff, and and how to keep your 
customers relaxed and leaving happy.
 In this 3-hour class, you will actually 
practice 10 pottery painting techniques on 
pottery, talk practical troubleshooting tips, 
and discuss cool ways to integrate them into 
different types of  designs to make painting 
easy for your customers. We will also look at a 
project idea that you can use to create a fun 
“Basic Technique Training’ workshop for your 
customers that integrates multiple techniques 
into one cute project.

Studio Owner and Manager Panel: 
Successfully Operating a Studio Together 
Business

Join us as we hear from a number of  studio 
owners and their managers on how they work 
together to successfully operate their studios. 
We’ll discuss who is responsible for what 
(hiring, ordering, scheduling, planning events, 
etc.), how often they meet, and any apps or 
systems they use to effectively communicate, 
manager incentives, and more! Panelists 
include:
 • Susan Bucci of  The Painted Peacock 
in Greenville, North Carolina, a former studio 
manager turned studio owner, and her man-
ager, Ashlea.
 • Sara Thompson of  The Ceramic Cafe in 
Overland Park, Kansas, who has owned her 
studio for 22 years, and her manager, Jenny.
 • Kelli Singleton and Stacey Heltsley of  
UPaint Pottery with 4 locations across Indiana 
and Ohio, and one of  their studio managers, 
Tosha.

 • Cheryl Tisland of  Burst of  Butterflies 
with 2 locations in Arizona and one of  her 
studio managers and son, Lucas Tisland.

Fused Glass is Back 
Business
Class Instructor(s): Don Swarm, 
Artists By Design

Have you been wanting to add fused glass to 
your studio offerings? Or maybe you used to 
offer it and want to bring it back? Learn how 
to introduce— or re-introduce—the wonders 
of  fused glass to your studio, following a basic 
workshop concept.

4:40PM-6:10PM 

From Wheels to Slab Rollers: 
Running a Successful Clay Room 
Business
Class Instructor(s): Lucas Tisland, Burst Of  But-
terflies Art Studio

Are you ready to set up a clay room in your 
studio but don’t know where to start? This 
comprehensive class will discuss everything 
you need to start offering clay in your studio: 
tools and equipment (from wheels to slab 
rollers to sponges, and more) as well as firing 
processes, how to structure classes, and 
handle staffing. Strap your boots, wedge your 
clay, and get ready to make some money off 
clay in your studio!

Kiln Maintenance for a Smooth Operation 
Business
Class Instructor(s): Jim Skutt, Skutt Ceramic 
Products, Inc.

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. This class has 
received the “Must Attend” stamp of approval 
from past convention attendees.

Kill It with Facebook Ads for $1 a Day 
Business
Class Instructor(s): Kelci DeFrancesco, Kelci + 
Tammie

Are you tired of  spending money on Facebook 
with little to no results? Spinning your wheels 
without a plan? Or better yet, have you written 
off Facebook ads because they don’t work for 
you? This interactive class will dive into the 
specifics of  how to get the best results from 
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Monday, September 16
9:00AM-10:30AM

Risk Mitigation 
Business
Class Instructor(s): Joey Pearlman

While you certainly don’t want to dwell on the 
“what ifs,” as a business owner, you should 
be prepared for anything. This class will focus 
on risk mitigation, business continuity after 
an incident, and employee/owner training. 
Learn how to prepare your team and studio 
for situations such as robbery, theft, medical 
emergencies, slip and falls, fraud, and other 
critical incidents. Each attendee will leave with 
a guide and checklist that will serve as a tool 
for training. Back by popular demand, this 
class has received the “Must Attend” stamp of  
approval by past convention attendees.

A Winter’s Visitor with Mary Ann 
O’Hearn 
Technique
Class Instructor(s): Mary Ann 
O’Hearn, Gare Inc.

The popular cardinal is a beautiful 
year-round bird. It has long been 
held as the most notable spiritual 
messenger across many cultures and 
beliefs. Your customers will find joy 
in painting this lovely plate not only for 
winter, but throughout the seasons. Mary 
Ann will show you examples of how the tech-
niques you learn in this class can be used to 
paint this plate for Spring and Fall as well. Come 
learn how to use textured glaze on different lay-
ers to create interesting dimension; how to add 
depth to the background with a unique brush 
technique; and how to blend colors to make a 
weathered-wood look.

Cuerda Seca 
for PYOP with 
Carly Quinn
Technique
Class 
Instructor(s): 
Carly Quinn, 
Carly Quinn 
Designs

Cuerda Seca is 
a unique way to 
create intricately 
colored tile 
designs. Learn 
how to bring this 
Old World Moor-
ish technique 
into your 

studio to drive revenue 
within your business 
in a cool, new, and e
asy way! You’ve 
likely caught 
yourself  asking, 
“How can 
I re-create 
that in my 
studio?” 
when admiring 
a ceramic 
piece painted
with this 
method. The technique is great for walk-ins, 
workshops, and large-scale projects such as 
tile walls and back splashes.

You’re a Gem with Ammie Williams
Technique
Class Instructor(s): Ammie Williams, 
All Fired Up

In this super-fun 
and trendy tech-
nique class, we’ll 
talk about color 
blending, pattern 
making, utilizing 
negative space, 
and getting the 
best results from 
dimensional paint. 
The design is 
perfect for the 
younger custom-
ers in your studio, 
and the Pattern 
Peek technique 
can be easily cus-
tomized to fit any 
theme you’d like.

Slime Lab: 101 with Jamie Weisinger 
Technique
Class Instructor(s): Jamie Weisinger & Emily 
Weisner, Made: My Art + Design Experience

Jump into one of  the hottest kids’ craft trends 
with a foolproof  plan, and bring more money 
into your studio. Jamie and Emily will cover 
their tried-and true slime recipes and share 
information about their slime parties and 
workshops, including a cost/pricing break 
down of  events. They’ll address common 
slime fails and how to fix them, and talk 
about problems that arose over two years 
of  running this event and the solutions 
that worked. They’ll discuss different ways 

to market slime in your studio, discuss slime 
buzzwords and games to play with your group, 
and show you how to include slime as an add-
on to other parties in your studio.
 In addition to the ins and outs of  running 
Slime Labs in your studio, they’ll conduct a 
live slime party so that you can experience it 
in action and make your first slime with the 
experts! The class will learn how to make clear 
slime and fluffy slime, talk about color/glitter 
combinations that wow the crowd, and discuss 
opportunities at off-site locations. Participants 
will leave class ready to add slime to their 
business and host successful events.

Marketing your Studio through Schools
Business|Technique
Class Instructor(s): Teresa Johnson, 
PYOP Studio Stuff

How do you find new customers in your mar-
ket? As we know, our studios thrive with the 
kids who love to paint with us and the parents 
who love their kids’ art for years to come. 
There isn’t a better driver of  business for the 
paint-your-own pottery studio than holiday, 
ornaments, and kids’ art. If  we combine all 
of  these, we have a successful marketing 
campaign. This class will show you how to gain 
new customers in your area by using orna-
ments to drive those new customers into your 
studio and paint even more! We’ll discuss how 
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to get ready for these events, develop a flyer, 
get that flyer to the teachers in your area, 
package the supplies, process the ornaments 
back at your studio, and how these events will 
bring more customers to your studio! In one 
market, we sell 5,000 ornaments per year in 
the school system, but it’s not about selling 
5,000 ornaments, it’s really about market-
ing your studio by getting your studio’s name 
inside 5,000 households in your area. Join 
me as we discuss your next big marketing pro-
gram and paint a sample 
coloring book ornament.

I Bought a Vinyl 
Cutter—Now What? 
Business|Technique
Class Instructor(s): 
Dorinda Carlile, USCutter

So you’ve purchased 
or a vinyl cutter. Maybe 
you were thinking 
about creating stencils 
for board art, but did 
you know about all 
the other wonderful 
and money-savings 
projects that you can 
implement in your 
studio? From projects 
to decorations, to 
add-ons for birthday 
party packages, to 
staff shirts and fan 
items, your vinyl 
cutter offers a world 
of  possibilities. We’ll 
demonstrate some of  
the many materials that 
you can utilize with your cutter and experience 
firsthand how easy it is to add a little color 
and design to everything thing around!

10:45A-12:15P

Pottery Production Practices: 
Master the Backroom 5 
Business
Class Instructor(s): Dean Saether, Duncan 
Enterprises

Helping customers while they paint is a big 
part of  operating a paint-your-own pottery 
studio, but without proper procedures in the 
backroom resulting in beautifully fired pottery, 
those customers may not return. Join Dean 
as he covers 5 key tips to mastering your 
backroom:
 • The right tools for the trade are es-
sential to any backroom.
 • Proper glaze management is the key to 

successful pieces resulting in return customers.
 • Proper kiln loading and firing practices 
save time and money.
 • The ability to identify and solve defects 
can save money and delight customers: win-win!
 • Staff training and consistency is a key 
element of  your brand; after all you are a 
manufacturer in the retail business!
This class has received the “Must Attend” 
stamp of  approval from past convention 
attendees.

Sunflower Bouquet with Aline Karpoyan 
Technique
Class Instructor(s): Aline Karpoyan, Artcentric

In this class, we’ll paint a beautiful sun-
flower bouquet using multiple techniques, 
including tracing, watercolor wash, layering, 
brushstrokes, sgraffitto, and texture. When 
you get back to your studio, you’ll be able 
to implement these different techniques on 
a variety of  projects. Your customers will be 
amazed at how easy and fun it is to create a 
multidimensional piece like this when you walk 
them through the steps. Take home a great 
project for a
ladies night event or technique workshop for 
both kids and adults! This class will provide 
several techniques that can be applied to 
different styles of  painting. Attendees will be 
able to implement them and add classes to 
their calendars. Great for ladies night or a 
technique workshop for both kids and adults.

Silk Scarf Dyeing: from Rags to Riches 
with Leanne Purkis 
Technique
Class Instructor(s): Leanne Purkis, Magic Arts 
Studio

We’ve all seen videos of  silk scarf  painting 
(and if  you haven’t – look it up!). The process 
is mesmerizing and looks SO EASY, right? Well, 
it is! In this class, we’ll review best practices 
from setup to breakdown and everything 
in between – learn to run silk scarf  dyeing 
workshops and increase profits for your stu-
dio. With a minimal financial investment, your 
studio can start offering this popular make-
and-take project right away. You’ll leave this 
class with a full list of  exactly what you need 
to get started, a step-by-step guide to set up 
for your workshops, and ideas to help you fill 
those workshops!
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Board Art for Kids 
with Susan Bucci & 
Ashlea Tievy 
Technique
Class Instructor(s): 
Susan Bucci & Ashlea 
Tievy, The Painted 
Peacock

Board art isn’t just for 
adults! In this class 
we’ll share all our tips, 
tricks, and advice on 
how to run money-
making parties, camps, 
classes, and largescale 
events with kids. The 
stencils used help 
create a professional-
looking piece of  art 
that parents are proud 
to display, which means 
they’ll want
their kids to come back again and again! We’ll 
walk you through our procedures for holding 
a smooth-running class and discuss how to 
upsell various add-ons to make even more 
money! We’ll also cover how to touch up any 
happy accidents so each child leaves super 
proud of  their creation. Learn all the steps 
to create this trendy sloth board art sample, 
from staining or white washing the board, to 
laying the stencil and filling it with color, to 

removing the stencil, so you’ll leave 

with a great sample, ready to be hung at your 
studio.

Give Thanks with the Two Chicks 
Technique
Class Instructor(s): Robin & Julie Cates, 
Two Chicks & A Brush

We love a project that looks great and is easy 
for customers to replicate. This project has 
been so popular in our studio, not just for 
classes, but also for walk-in painters. This 
class will explore simple backgrounds, 
transfer tips, easy outlining, and how to get 
great lettering. You’ll leave with a sample 

ready to be fired and put on display. You 
won’t want to miss it!

Managing Your Wall of Real Estate 
Business
Class Instructor(s): Susan Rogers, Gare, Inc.

This class will cover how to manage your 
studio’s bisque inventory so that each 
piece earns its keep on the “Wall of  Real 
Estate.” Susan Rogers will explain the im-
portance of  inventory control and how to 
best track inventory, share some effective 
visual merchandising tips, and discuss 
how to increase sales with cross-selling. 
Participants will leave with a new way of  
evaluating whether each item of  bisque 
they carry is worth the “real estate” it 
takes up in their studios. Furthermore, 
this class will provide tools for increas-
ing inventory turns and, ultimately, cash 
flow! This class has received the “Must 
Attend” stamp of  approval from past 

convention attendees. e

Glitzy Christmas with 
Ammie Williams 
Technique
Class Instructor(s): Ammie 
Williams, All Fired Up

Get in the holiday sprit 
with this Glitzy Christmas 
class. Choose one of  three 
fun and trendy Christmas 
designs that really sparkle 
with the addition of
glitter glaze. Your custom-
ers will love these glitzy 
Christmas pieces and you’ll 
love raking in that extra 
cash from introducing a 
little glitter to your paint 
stand!
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Saturday, September 14, 7:30P–9:30P
Grand Ballroom/Convention Center

Join us for some food, pottery painting, and lots of laughs at Pottery Improv 2.0. That’s right, YOU get to enjoy painting just as your custom-
ers do, all while chatting with fellow studio owners. Our very own Bre Kathman, Ammie Williams, and Julia McNair will take the stage

and are sure to bring you lots of laughs through games, a collaborative art project, and more! So, grab a plate of food, perhaps a drink, a 
piece of pottery and some paints, and enjoy this super fun event brought back by popular demand!

DINNER & POTTERY IMPROV

NEW MEMBER MIX & MINGLE
Friday, September 13, 5PM–6:30PM

Embassy Suites Hotel/2nd Floor

The New Member Mix & Mingle is by invitation only. Select the appropriate box on the registration form, and when you check in on-site, an 
invitation with details will be in your check-in package. What if  you’ve been to convention before but the employees you’re bringing have

not? Do they get an invite to this party? Yes! Be sure to select the appropriate box on the registration form and their invites will be included.

The purpose of this event is to have some fun, break the ice, and give you a chance to meet others who are new—just like you! 
It’s a no-pressure way to introduce yourself. We’ll play some games, enjoy some snacks, have some fun, win some prizes, 

and get to know each other. At 6PM, we’ll go over to the Exhibit Hall for a private tour before it opens to the general membership. 
If  you have any questions, please contact Erin Racioppi.

Join us in the “Chatter Room” at 
the Embassy Suites on the second 

floor, just up the lobby stairs on 
Friday, Saturday, and Sunday. 

Keep the conversations going
and enjoy live music by our very 

own Dan Heidt (Friday and Satur-
day) and maybe a few drinks from 

the cash bar. Take advantage of this 
extra time to chat with your

fellow studio owners & their team 
members and meet those you’ve 

been interacting with on the 
Facebook Chatter page!

NEW THIS YEAR!
When it’s time to head back to the hotel from 
the Convention Center, the night is not over! 
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Monday, September 16
1:30–5:00 PM
Add-on event, $20 per person
We’ll leave the Embassy Suites at 1:30 PM sharp (boarding 
location TBA) and head to Niagara Falls (30-minute drive). You 
can choose one of  two stops once we arrive at Niagara Falls: 
the Maid of  the Mist stop or the Cove of  the Winds. You do not 
have to do either tour, and neither is included in your ticket. 
Your purchase of  this add-on event includes only the bus ride to 
and from Niagara Falls. Once you are there, you can pick a tour 
you’d like to see and purchase your ticket or just walk around 
and view the falls and the park. There are restaurants on site as 
well for you to purchase lunch.

There is also a trolley ($2.50) that takes you around the park 
and can take up a full hour just to make the loop without getting 
off. Niagara Falls State Park closes between 4 and 5PM and the 
bus will leave the park around 5PM and return you to the hotel 
around 5:30PM.

NIAGARA FALLS CHARTER BUS

www.social-artworking.com
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MIKE MICHALOWICZ
Lunch and Learn, Sunday, September 15
12:30 PM – 2:30 PM

By his 35th birthday, MIKE MICHALOWICZ (pronounced mi-‘kal-o-wits) had founded and 
sold two multimilliondollar companies. Confident that he had the formula to success, he 
became an angel investor…and proceeded to lose his entire fortune.

Then he started all over again, driven to find better ways to grow healthy, strong com-
panies. Among other innovative strategies, Mike created the “Profit First Formula,” a 
way for businesses to ensure profitability from their very next deposit forward.

Mike is now running his third million-dollar venture, is a former small business colum-
nist for the Wall Street Journal; is the former MSNBC business make-over expert; is a 
popular keynote speaker on innovative entrepreneurial topics; and is the author of  
Clockwork, Profit First, Surge, The Pumpkin Plan, and The Toilet Paper Entrepreneur, 
which BusinessWeek deemed “the entrepreneur’s cult classic.”

KEYNOTE SPEAKER

www.potteryconsultant.com
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