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Another year in the books.
 2021 did not end for many of us as we had hoped. A new strain of COVID struck and many found themselves isolating 
from people once again, which has a trickle-down effect for everyone, both personally and professionally. I know many of  
you have grown weary, but I hope that you feel the support from CCSA and the supplier members. We are here for you and 
will see you though these tough times and will continue to support you as we have since March 2020.
 The CCSA announced in January that we will not be hosting the annual CCSA Convention. It was an extremely tough 
decision, but we felt it was the best decision for our members and industry. This decision may seem early with Convention being eight months away, but we 
wanted to put our efforts towards something we knew we could deliver, and everyone could take advantage of. This also helped with minimizing the penal-
ties for cancelling our contracts. Now that the decision has been made, the Board of Directors will be focusing their efforts to bring the members additional 
resources and education that were not originally planned outside of convention.
 In January we also announced two new partnerships. Xendoo and Wendy Batten both are now offering CCSA members discounts for their programs, and 
we will continue to look for more opportunities like these to help you and your business.
 CCSA Board President Katie Yallaly and I will continue with Check-in and Chats in 2022, along with webinars to help you grow your business. Please watch 
for emails and the CCSA monthly newsletter that will keep you updated with all the CCSA events. You can also check the new CCSA website for the most up-to-
date information, including what will be offered instead of convention.
 Please stay safe and well as we move into 2022 and I look forward to seeing you on a future Zoom call. 😃

 Dena Pearlman
 Executive Director

Happy New Year!

Hope this finds you healthy and ready to take on whatever 2022 brings our way. These last two years have been 
a roller coaster ride like no other. This is the perfect time to make a plan, set some goals, and get started on 
making the best of  these strange times we are in. Starting the New Year with a written plan can be the easiest 
way to plan the year. Are you a “plan it all at once” person? Or do you like to break it into quarters, or even 
months? Whatever your planning style, grab a calendar, write down important dates, pull up the CCSA marketing 
calendar and our project guides, and you’re on your way! Sometimes just writing things down will spark even more 
creativity and ideas to keep you motivated the entire year. And if  you’re still struggling to set goals and plan, join one of  our Check-in and Chats, 
or a webinar, or even start a thread on Chatter. One thing these last two years have taught me is that our association is Connected, Stronger, and 
Better Together. 
 As a Board, we are sad to cancel Convention and will miss seeing our pottery family and friends. We know it was the right decision for our 
members, our staff, our resources, and our suppliers. We are working hard to make this a great 2022 with plenty of  new benefits and educational 
opportunities. Have you ever thought, “I wish the CCSA would do _______”? Well, here’s your chance! Reach out to one of  us, or to Dena. We 
want to plan an exciting year with content and resources that YOU want or need, and we can always use suggestions. Please feel free to contact 
me if  you ever have any ideas, or even just want to vent. We are here for YOU, our members, and when we work, together, we are stronger than 
ever.

Katie Yallaly
CCSA Board President 

WELCOME
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COVID-19:

MESSAGES OF 
SUPPORT FROM 
SUPPLIERS
KILN KILN 
GODDESS GODDESS 
There is a special meditation I find while I 
write names on the backs of clay handprints 
and footprints
 That’s super specific, but we do a lot of  
clay handprints. It is something our studio 
does that is special that isn’t necessarily 
something that can be replicated at home 
or at school.
 The method I use to keep track is to 
write the name and age of each child on the 
back before we bisque fire, writing as I load 
the kiln.
 I write the names slowly, because I think 
about how they will be read for a long time. 
My handwriting needs to be for the ages. I 
spell out months and weeks and I write “age 
3” because that’s somehow more special 
to me than “3 years” and definitely more 
special than “3 yrs” because what exactly is 
being conserved with not writing an e and 
an a?
 I take my time and think about how 
precious and sweet and tiny each hand is. 
I think about the momma who will open it 
year after year and remember the baby 
that is growing and then grown, but always 
her baby. I think about the children who 
will one day compare their hands to their 
own momma or daddy at the same age. I 
think about the love that is held and can 
be passed on, pressed into the clay in tiny 
ridges and lines.
 I take my time loading the kiln, deliber-
ate to make sure each is perfect. They are 
a sea of prints but only one or a few are 
going to each house. They deserve my time 
and care because they are precious, even 
if  they are one of thousands I may do. So I 
breathe in and out and I take my time. I pay 
attention to the smallness and the delicate 
nature of clay that has not yet been fired.
 There is potential there as yet 
unknown, in the clay and in the hand 
represented, and in myself  as I take the 
time to appreciate the gifts given to me as I 
give these back to the parents. We are the 
stewards of these memories, their first stop. 
We are so lucky. e
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Finding Hidden Gems
THE SILVER LINING

In all the searching we do to find our go-to 
pieces and the frustration of  having to settle 
for the next best thing, have you taken a 
chance on ordering an item that is not some-
thing that you’d normally find on your shelves? 
This may not be something that will completely 
change your income level, but it can be fun 
and rewarding to have something that makes 
your customers say, “Oh wow, I love this!” 
more often than they already do. This can be 
a new pottery piece or even trying out a new 
supplier.
 At some point in the last year, I ordered 
a frog. It’s just a plain fat frog but my dad has 
always loved frogs and I was having a hard 
time getting to the magic number for free 
shipping, so I added it to my cart. I really wish 
I had kept track from the beginning of  how 
many of  those frogs we’ve sold. My customers 

W
By Patsy Deaver, Ceramic Lodge, Round Rock, Texas

We’ve all been feeling the uncomfortable squeeze for at least a year now. We were 
forced to close and once we were allowed to reopen, it’s gotten difficult to keep a variety 
of  our usual stock on our shelves. What was once a mild inconvenience because our 
go-to supplier was temporarily out of  stock of  our go-to pieces has become a constant 
headache and a way of  life where we are forced to reposition ourselves and blindly jump 
the hurdles. Sometimes in our new paths, we can come across a hidden gem and therein 
lies a silver lining.

LOVE it. It has definitely become one of  our 
best sellers and now I can’t imagine our little 
shop without it.
 This could also be something out of  
season that you just happen to choose. The 
previous owner of  my business ALWAYS kept 
a sugar skull on the shelves. No matter what 
time of  year it was, that little sugar skull SOLD. 
A chocolate bunny may sell just as well in Au-
gust as it does in March, but you’ll never know 
unless you take a chance and order outside of  
your norm. 
 Exploring an even bigger path could lead 
you to a new supplier. If  you’re like me, you 
have tried-and-true suppliers that you will 
always be faithful to, but there’s no harm in 
trying one that’s new to you. You may find a 
hidden gem that will lead you to an entire 
treasure! e
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W
Your business must continue to adapt. You 
cannot act as if  it’s pre-2020 and expect 
strong sales. It’s imperative to under-
stand that how you operate your business 
must align with how your consumers are 
conducting THEIR business. Think about 
what has happened so quickly: we are now 
expert online shoppers in ordering nearly 
anything, from groceries, gifts, furniture, 
and apparel, to meal delivery from 
restaurants and subscriptions for toilet 
paper and pet food. Everyone knows how 
curbside pickup works. And not just home-
based shopping habits have changed. The number of employees working 
from home is staggering. And many children are still attending school 
from home. People are watching movies and having small gatherings at 
home. Home continues to be the place where most of our time is spent.
      I watched the first episode of  “The Lost Kitchen” on the new 
Magnolia Network (formerly Discovery Channel), taped pre-COVID. It 
featured Erin French’s quaint, welcoming restaurant in rural Maine, 
which only accepted reservations by postcard. Her story was one of  
perseverance and determination, working through layers of  challenges 
to get to where she was. Her enthusiasm, passion, and positivity were 
contagious and left me feeling all the feels. 
      A peek into future episodes showed a stark contrast to the episode 
that just ended, and it was downright heartbreaking: bleak images of  
tears, frustration, anger, and a beautiful, empty dining room. COVID 
had hit and Erin couldn’t open her beloved restaurant. But as quickly 
as those tragic images began, they ended, turning into clips of  Erin 
tending to a camper in disrepair, then preparing food in her new (and 
mobile!) kitchen and serving meals (in a mask) to individual families 
and small groups of  smiling friends around her rural community, all 
outside, in a lovingly curated picnic setting. 
      She successfully pivoted her business. She made the decision to 
go mobile, taking what she does best on the road, literally, in a retro 
camper. Will she return to the heart of  her business, the old mill that 
housed her glorious restaurant? I’m sure she will. But for now, she has 
found a way to continue making money, doing what she loves and serv-
ing her community. I can’t wait to watch the upcoming episodes! 
      Your business can and must adapt, but don’t go at this alone! Take 
advantage of  all your resources: the CCSA and fellow studio members, 
supplier members (see the CCSA website for the current list of  sup-
pliers), your local small business associations, your CPA, Chamber of  

As Shopping Habits Evolve, 
Is Your Business Adapting?
By Hillary Moulliet, The Creative Retailer

We rolled into 2022 with reserved optimism. Would it be different? The same as last year? A little of both? Right now (mid-January), no one 
knows! What’s certain is that adaptation continues, as does frustration. But we must persevere, stay focused, and forge on. 

BUSINESS SENSE

Commerce, and other small retailers in 
your community. 
      If  your website is not updated, do it 
now. If  your site doesn’t take reserva-
tions or payments, do it now. If  your site 
does not sell to-go or some relevant 
product or service, do it now. This invest-
ment in your business will create more 
opportunities to engage and SELL to your 
customers. Be sure to create a plan to 
educate and promote what a customer 
can now do with your online store, from 
the ease of  their home (and phone)! And 

once those online sales start coming through, you’ll never look back.
      How do you spread the news that you’re selling online? With the 
only direct, uninterrupted line of  communication you have to your cus-
tomers: email. Staying in touch with your customers via email has never 
been so important. If  you do not have an email signup on your website 
(preferably pop-up), do it now. If  you are not emailing your custom-
ers at least three times a month, start today. For more information on 
growing your list and creating converting emails, see two of  my recent 
blog posts, Email: Managing Your List + What Send + What to Say and 
Creating an Email That Makes You Money.
      You must create a business around your customer’s new home-
based lifestyle. (Psst: check out Crista Toler’s “Trends” article on page 
6 for more home-based inspiration!) This doesn’t mean we won’t see 
people back in our studios again. They will return! 

LET’S WRAP UP WITH SOME IDEAS FOR SELLING ONLINE:
	 e Book parties and take deposits, for both children and adults.
	 e Reserve seats for classes, in studio or online.
	 e Summer camp reservations: Start promoting camp today by 
taking deposits and stressing limited seating.
	 e Pottery to-go kits: One of  the first adaptations to COVID, these 
continue to sell. Be sure to change up your offerings with the change 
of  seasons and upcoming holidays.
	 e Sell finished ware: Develop designs for snarky mugs, or a 
flowery look for Mother’s Day—there many directions you can take it. 
Be sure you’re prepared for shipping the final products.
	 e Sell gift cards, perfect for grandparents and family far away to 
give grandchildren, nieces, and so on.
	 e Subscriptions: More work is involved, but the potential is there 
for consistent monthly income. e

https://www.ccsaonline.com
https://www.thecreativeretailer.com/post/email-managing-your-list-what-to-send-what-to-say
https://www.thecreativeretailer.com/post/creating-an-email-that-makes-you-money
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HAPPY AT HOME
As people continue to spend more time than ever at home, home 
designers and decorators have been including multipurpose spaces in 
their plans. Create a display that shows items that can be used to bring 
happiness and show creativity among the family. Try arranging a book-
shelf  to include hand-painted items and pictures of  loved ones enjoying 
their time painting. Add a few books and a jar of  colored pencils or 
paintbrushes and you have a little home design inspiration.

 Candles are seeing a big uptick in sales. Offer votives, candle hold-
ers, or various shapes that can be used as candleholders, then include 
information about a joint candle-making event you’ve partnered on with 
a local candle maker. Or display candle-making kits for purchase that 
customers can complete at home or as a party in your studio. 
 Cooking, baking, decorating, at-home spas, and leveled-up coffee 
stations continue to find a place in our homes. Decorating DIYs feature 
fringe, fabric dyeing, yarn, wood slats, and other natural elements. 
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A
By Crista Toler, Studio Market Coordinator, Mayco

A new year always gives us a fresh start and the opportunity to embrace a new perspective. Of  course, we can refresh our way of  
thinking anytime by taking a step back to breathe and look around. As Ferris Bueller said, “Life moves pretty fast. If  you don’t stop and 
look around once in a while, you could miss it.” The same goes for trends. We often get so engrossed in our daily operations with work, 
family, and obligations that we forget to rest, recharge, and observe what can inspire our customers. Following are a few trends I spotted 
when I stopped to look, explore, and think about the coming year.

TREND FLASH

Happy Together…Still!
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Incorporate these into your studio with interesting displays. 
Use yarn as a decorative tool, add a coffee station or mock-
tail bar, and show how it would look in someone’s home with 
hand-painted mugs, sugar holders, treat jars, and more. 
Likewise, plants are becoming obsessions for those with 
green thumbs. Modern plant stores, terrarium workshops, 
and plant stagers are expanding in many cities. What a great 
tie-in opportunity for displays and events. Use a local nursery 
or plant store’s flora in your displays and collaborate on 
events during which people glaze vessels for plants, then 
follow up with a day to add plants to their creations. You 
could even offer painted pieces for sale in local plant 
stores or garden centers.
 Trays and vases look great on an entry table or 
coffee table. Use your display space to show people 
how this would look in their homes. Include books, 
greenery, and candles as part of  the display. 

COLOR, TEXTURE, AND PATTERN
Vermillion, coral, yellow, pinks from fuchsia to peony, 
and deeper greens are all signs of  spring and summer 
2022. Textured surfaces (such as found on various bisque 
pieces, from vases and planters to mugs and trinket dishes) hit 
the mark when it comes to beauty and function.
 Abstract designs using shapes, dots, dashes, unique textures, 
and crystal glazes work beautifully in home decor items and can be mixed and 
matched to make sets that work together without being too matchy-matchy. Incorporating 
one or two colors on different shapes and designs allows the entire vignette to go together.
 For many folks, the desire for travel and getaways after little of  either has brought on 
the desire for vacation-inspired designs. Think bright colors, oversized florals, horticulture 
prints, watercolor, blues and teals that bring about the feeling of  inviting water and brush-
stroke-heavy designs.

LOOKING FORWARD
 Think about what you learned and how you incorporated new ideas in your studio over 
the past few years. How can you take those ideas and move them farther? How can you 
tweak them and build onto them for 2022? 
 Do What You Love. Love What You Do. e
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 1. Was your business partially or fully shut down due to 
government order during any quarter in 2020 or 2021? If  YES, 
be aware that the credit only applies to the amount of  time that your 
business was not operational. For example, if  your business was shut 
down for 2 weeks in quarter 1 of  2020, the credit would only cover 
those 2 weeks.

 OR

 2. Did you experience a 20% decrease in revenue (or 
gross receipts) during any quarter in 2021, when comparing them 
to the same quarter in 2019? For example, if  your revenue totaled 
$210,000 in quarter 1 of  2019, but fell to $100,000 in quarter 1 of  
2021 due to the pandemic, your business would qualify for the ERC.

 The IRS uses the term “gross receipts” to refer to total income 
from goods and services sold. Under the new rules, businesses that 
received a PPP loan can also receive the ERC tax credit! But it’s impor-
tant to note that the ERC can only be applied to wages that have NOT 
been forgiven under the PPP Loan Forgiveness Program.

WHAT ARE QUALIFIED WAGES? 
The definition of  qualified wages depends on the number of  full-time 
employees that were employed during 2019. If  you are eligible and 
employed 500 or fewer full-time employees in 2019, qualified wages 
are defined as wages paid to ANY employee, working or not, during a 
mandated shutdown in 2020, or through a period of  revenue decline in 
2021.
       Remember, the updated ERC only applies to wages paid before 
September 30, 2021. Employer contributions to company health insur-
ance plans may also be considered as qualified wages. To determine 
all of  your eligible wages, discuss your options with your tax accountant 
and payroll provider.

YOUR DEDICATED FINANCIAL TEAM 
You are not alone as you navigate scaling your business in this post-
pandemic climate. Xendoo provides an all-in-one online bookkeeping 
and accounting solution to small business owners, so they can make 
data-driven decisions, maximize their tax return, and focus on business 
growth.
       Schedule a free consultation with a member of our customer success 
team to explore tax-saving solutions for your small business. Get started 
today to receive a 1-month bookkeeping free trial and $100 off your first 
billing! Use the promo code CCSA when creating your account. e

As small businesses adapted to remote work and contactless solutions, 
the CARES Act established the Employee Retention Credit (ERC) to help 
employers retain their employees and prevent layoffs. Here, we walk 
through what the ERC is and, most importantly, how you can qualify for 
it! NOTE: Although the program expired on September 30, 2021, it is 
not too late to take advantage of  this tax-saving opportunity for 2021.

WHAT IS THE ERC? 
The Employee Retention Credit (ERC) reimburses business owners for 
wages paid to employees during the COVID-19 pandemic. The goal was 
to encourage employers to keep employees on the payroll, even if  they 
were not working during the covered period. The program has gone 
through several changes since its inception in 2020. For tax year 2021, 
employers can receive up to $7,000 per employee, per quarter—up to 
$28,000 for the year. If  you find that you qualify for the credit but did 
not claim it, you can do so retroactively using Form 941-X. Remember, 
even though the program has expired, you may still qualify for reim-
bursement.
 
HOW CAN I QUALIFY FOR THE ERC? 
This is the burning question! The year 2019 is used as a gauge to de-
termine how businesses were affected by the pandemic in the following 
two years. The main criteria to meet are the following:

The Employee Retention Credit: 
What Small Business Owners Need to Know
By Johanna Raspolich, Content Writer, Xendoo

TThe COVID-19 pandemic posed unpredictable challenges for small business owners across the country. Seemingly overnight, many busi-
nesses closed or had to figure out how to continue operating and keep their hard-working team members on their payroll.

STUDIO SPECIAL

https://www.irs.gov/pub/irs-pdf/f941x.pdf
https://xendoo.com/your-guide-to-ppp-loan-forgiveness/
https://xendoo.com/ccsa/
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1. MEET YOUR EMPLOYEES.
Alongside a photo of  each employee (either posed or action shots in 
the studio), state their job title and how long they’ve been working at 
your studio.

2. INTERVIEW YOUR EMPLOYEES.
	 e Why did they want to work in your studio?
	 e What is their favourite part about working in your studio?
	 e What’s their favourite memory/experience working in your studio?

3. ADVERTISE YOUR PRODUCTS WITH YOUR EMPLOYEES.
	 e What is their favourite piece?
	 e What is their favourite painted sample?
	 e What is their favourite glaze colour/specialty glaze?
	 e What is their favourite medium to work with in the studio?

Using templates from sites such as Canva, you can create employee 
profiles to feature on your social media to introduce different employ-
ees. Highlight a different employee each week; depending how many 
employees you have, this can cover you for content for a few weeks. 
Creating this content is a great way to get your staff involved, as well 
as show appreciation for their hard work. Check the next issue of  this 
magazine for more ideas to introduce the faces behind the masks and 
your business! e

SO much work goes on behind the scenes at your studio, and it’s so es-
sential to show that to your audience on your social media so they know 
exactly what their money is going towards. Your PYOP studio couldn’t 
be what it is without all the time and work that goes into getting pieces 
finished and back to your customers—and all this hard work needs to 
be acknowledged!
 When I owned Medium Art Studio, I was very concerned about my 
appearance on social media and I wanted it to appear like I was busier 
than I actually was. I was a young and new business owner and always 
used my brand voice to speak in the collective “we” rather than the me, 
myself, and I who was really running the studio. I wish I had had staff to 
introduce to my customers and to help with the workload, but of  course 
that isn’t always possible. 
 Looking back, when I think about the tactics I used on social 
media, it seems silly that I tried to use “we” when I was the only one 
greeting customers, answering phone and email questions, running 
my social media, and doing general studio work. Using that approach 
negated a lot of  the effort and success (and failures) I had as a busi-
ness owner by making it seem like I had a whole team of  people doing 
the work for me.
 In your own studio, whether the work is being done by you person-
ally or by staff members, the work still needs to get done. If  you’re do-
ing all the work yourself, POST IT, recognize and congratulate yourself  
for all that work! Share those successes with your audience. If  you 
have dedicated staff to do certain tasks, share that, and recognize and 
congratulate THEM for all their work!
 Rather than hide behind my studio name, what I should have done 
was introduce myself  to create better connections with existing and 
potential customers, to give them a sense of  familiarity with my studio 
and myself  before coming to paint. You can do the same with your staff 
and your business. So INTRODUCE YOURSELF!
 In each issue of  this magazine in 2022, I’ll be including a checklist 
of  ideas to keep you going with social media content through the year 
by introducing your employees and putting a face behind the masks 
and your business.
 Whether you have a list of employees or run the business yourself  
with family, getting started is easy. Introduce your audience to the faces 
working in and on your studio. As a CCSA member, I have heard the “why” 
of how studio owners came to be studio owners—right there is a great 
story about how you started in the industry. The same goes for your 
employees: What is their why for being an employee in your studio? 

The Faces Behind the 
Masks and the Business
By Lindsay Marr Studio, Studio Brand and Content Strategist

HHappy 2022, studio owners! We made it to a new year and with 
that will need to come some new ideas to provide you with inspira-
tion to introduce your existing or potential audience to the faces 
behind your studio.

STUDIO SPECIAL
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WHAT ARE YOU FEELING AT THE END OF THIS ADVENTURE? 
CHECK OFF EMOTIONS BELOW:
 r Frustration
 r Helplessness
 r Relaxation
 r Connection
 r Pride 
 r Inspiration 
 r Hesitation 
 r Capability
 r Anger 
 r Regret 
 r Happiness 
 r Neglect

       Now, let’s see what changes when the experience changes. Picture 
this instead. You walk in and are inspired by the sculptures on display. 
There’s a really cool one with a sign next to it announcing a Master 
Class next month to get step-by-step instruction to create this more 
complex work. You’re drawn to a cute penguin sculpture, and another 
of  a snowman that has real sticks for arms. You’re greeted by a friendly 
staff member who gets you settled 
at a table and informs your group 
on how the process works and 
directs you to the walk-in project 
options, explaining that all are 
designed to be done in about an 
hour (though times vary based 
on the group’s level of  fun and 
frolicking!) and have step-by-step 
instruction sheets (or videos!). 
Before she leaves you to decide 
on a project, she asks if  you 
need glasses for the wine you’ve 
brought or paper plates for your 
snacks. 

       Everyone gets settled and chooses a project. Then the staff 
member brings all the tools you need to get creating, shows you how 
to use them, and ensures that everyone has an instruction sheet. She 
leaves you to get creative and enjoy each other’s company and checks 
in often to see if  you need anything. At the end of  the evening, you 
have an impressive penguin sculpture that you can’t wait to show your 
family. The crooked hat gives it character! You can’t believe you made 
this adorable little guy with your own two hands! 
       What are you feeling at the end of  this adventure? Circle emotions 
on the list above. I’ll hazard a guess that you felt much better after 
hypothetical creative outing number two. Now, try to be honest with 
yourself  for the sake of  the success of  your business. Is this the kind 
of  experience customers have when they visit your studio? Because, as 
you know, customers who have a great experience will not only come 
back again and again, but they will also sing the praises of  your studios 
to family and friends! What is your studio’s brand, and how can you 
ensure that it’s being translated to the customer’s experience?
       Over the next few articles, we’ll be working to define what you want 
the customer experience for your studio to look like and create a plan to 
achieve the vision. Step one, create the vision. Don’t let current limita-
tions (employees, space, etc.) get in the way of describing what would be 

ideal. Perhaps start a vision board 
to curate ideas on space, lighting, 
experience, and staffing. Pretend 
you’re a customer and write yourself  
some fabulous reviews. Maybe even 
ask employees, customers, or friends 
to provide input, in the form of posi-
tive suggestions. Hearing something 
like, “Ooh, a big chandelier would 
look amazing in the space!” is more 
motivating than “It’s so dark and dull 
in here.” I look forward to hearing 
the stories and hopefully even see-
ing the results when you bring your 
studio’s vision to life! e

Curating Resources for a 
Brand-Reflective Customer Experience
By Lisa Feltz, Marketing & Sales Director, Bisque Imports

HHumor me and use your imagination. There’s something you’ve been wanting to try: creating an ice sculpture! You’ve finally mustered up the 
courage to sign up for a class and have enlisted a few friends to join in the fun. It’s affordable, but not what you consider a cheap outing. You’ve 
loaded up a cooler full of snacks and fun beverages and you head to the venue. You walk in and are mesmerized by the sculptures on display. 
So gorgeous! The staff hasn’t acknowledged you and your guests, so you get their attention and are seated at one of the tables. However, they 
tell you the snacks are not welcome. Though not ideal, you say you’re happy to purchase the snacks and beverages they sell instead. Nope, not 
an option. You sure wish this was mentioned on the website or when you booked the table! The timid staff member with the artsy appearance 
shows you where the tool bins are and brings out your blocks of ice. That’s the last you see of her. After about an hour of embarrassingly trying 
to carve ice in front of your friends, you leave starving and parched with a giant, strangely chopped ice cube.

RESOURCES
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www.colorobbia.it
www.kilnshield.com
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Here are few pointers to help you get started with capturing dog 
pawprints in your studio. I typically prefer clay impressions for most 
pets because it captures the intricate details of  the paws so well, 
but painted pottery is a great option if  you don’t offer clay. (Also, be 
prepared for some people to want to capture prints of  more unusual 
pets—we’ve also printed bearded dragons and ducks, but claws and 
webbed feet will have to wait for another article!)

 A program called BETTER CITIES FOR PETS™ aims to “help cities 
be pet-friendly so more people can enjoy the benefits of  a life with 
pets.” I highly recommend that you download their free playbook 
(bettercitiesforpets.com/resource/petswelcome/) for thorough ideas on 
making your studio pet friendly on a daily basis.
     Post your Rules of Conduct on your website, on social media, 
and in your studio. These are your clear expectations for any pet in the 

Paws on Pottery
BRANCHING OUT

M
By Susan Bucci, Painted Peacock, Greenville, North Carolina

More than ever, pets are part of  the family, and owners want to include them in activities. Allowing pets into your studio poses some 
liability considerations, and you need to ensure that your staff, customers, and the pets themselves remain safe and comfortable. You 
never know if  another customer is afraid of  dogs or has allergies, or how the pet will behave in your studio. There’s a lot to consider, 
but nowadays if  you aren’t offering pawprints, you’re missing out on creating precious memories—not to mention tons of  sales with a 
new demographic. According to ecommerce growth agency commonthreadco.com, over $232 billion was spent on pets globally in 2021.

See page 23See page 23
for a pawtasticfor a pawtastic
technique to technique to 
go with this go with this 

article!article!

https://www.bettercitiesforpets.com/resource/petswelcome/
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studio to allow a safe environment for you, your staff, your customers, 
and the pet itself. With a super-hot kiln and lots of  breakable pottery in 
the studio, we want to be sure the pet is safe as well! 
     Make the dog comfortable. Take a few minutes to pet and allow 
the dog to warm up to you and get used to the environment. Keep 
treats on hand to help comfort the dog. Be calm; the dog will pick up 
on any tension. If  the dog does not seem settled, ask if  they’d like to 
go outside for a bit or try again another day.
     Have all your supplies ready on the table, including pottery 
pieces, paint, sponge dotter (or clay if  doing an impression), and wet 
wipes to clean the paw. For a larger dog, set everything on the floor.
     Be sure the owner is holding the dog comfortably (or a larger 
dog is comfortably positioned standing on the floor). Have the owner 
feed treats (we always keep some on hand for our furry friends). Use 
whichever paw—front or back—allows you to capture a print while 
remaining safe.
     Paint and press. Do not use too much paint. Just dab a thin layer 
on the paw, and press it onto the pottery with a slight rolling motion 
to ensure all the pads press evenly. Too much paint causes the paw to 
slide on the surface, losing the detail. When doing a clay impression, 
ensure the clay is super soft so you don’t have to press too hard, or for 
too long. Wipe off the paw with a wet wipe when done.
     Sell, sell, sell! Pawprints on pottery is a unique and priceless 
offering, so be sure to let your community know that you are now their 
exclusive pawprint memory creator. Work with your local shelter to offer 

a free pawprint ornament to adopted pets so you can attach your name 
to this great cause! 
     Try growing your business with this super-fun and furry addition to 
your studio! 

SAMPLE CODE OF CONDUCT
	 e Pets must be leashed and under the control of  their owner at 
all times. 
	 e Pets must be licensed, immunized, and comply with all state 
and local regulations. 
	 e Pet owners may not leave pets unattended at any time. 
	 e Pet owners are responsible for making sure their pets remain 
safely out of  the way and do not present a hazard to employees, other 
customers, or other pets. 
	 e Pet owners are responsible for monitoring their pet’s behavior 
and mood, and removing any pet that might be overexcited, aggres-
sive, or anxious. 
	 e Businesses have the right to ask a pet owner to remove their 
pet from the premises at any time. 
	 e Damaged or broken merchandise that is caused by a pet must 
be paid for by the pet owner. 
	 e By bringing a pet onto the premises, pet owners agree to 
indemnify and hold harmless the business and its owners, against any 
and all liabilities that may arise from the pet being on the premises. e



STRATEGIZE FOR SUCCESS
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NOW, WHAT TO DO WITH ALL OF THIS RAW FOOTAGE? 
HERE’S THE PLAN:
	 e Clip the video pieces together into a reel, using trending audio if  
possible
	 e Keep the original video clips to use for stories and feed posts
	 e Use photos showing all of  the process

Remember, you don’t have to time your sample production to this posting 
schedule. The goal is to capture content during the process, and post 
it later on when it’s appropriate. Planning ahead also makes it easier to 
delegate responsibilities. The kiln room person knows what footage to 
get you, your artist knows what moments to capture during the process, 
your social media manager knows what’s upcoming and schedules ac-
cordingly. And if  you wear all of  these hats, you’ll feel a lot more confi-
dent and at ease as you work the plan. Rather than floundering to get it 
done, you’re learning to master it all!

This plan entails two posts a week, specifically geared towards this up-
coming class. Because studios in this industry have so many offerings 
and experiences to post about, be sure to fill in the rest of  your week 
with content about your other offerings!
 Gather some props to capture a few staged photos and videos of  
the finished piece. Try relevant items, such as baking utensils and ingre-
dients for a cookie plate or conversation heart candies and rose petals 
for a Valentine’s Day piece. Or go with a lifestyle theme and consider how 
the piece would be used: coffee or tea and sugar for a mug, or add some 
pizzazz to a vase with flowers and a candle.

SET UP YOUR SCENE, AND CAPTURE:
	 e Photo, vertical/face on POV
	 e Photo, flat-lay
	 e Video panning the piece, flat-lay
	 e Video of  the piece in use (if  you went with a lifestyle setup), such 
as pouring coffee into the mug, and a closeup of  steam rising from the 
top

Making the Most of 
Your Social Media
By Michaela Jaskowiak, Marketing & Sales Analyst for PYOP, The MJ Way, @themjwayallday

IIt’s been known for years that consumers have to see a product at least seven times before deciding to purchase. With social media 
putting so many product and experience options at their fingertips, that number is likely far higher. The important thing to focus on, 
however, is the message of  the “Rule of  Seven.” Your product(s) must be shown many, MANY times before they’ll decide to buy from 
you. To keep it simple, I’ve put together a formula for capturing and posting content for an upcoming class eight times.
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HERE ARE MORE TIPS FOR GETTING THE MOST OUT OF 
YOUR CONTENT, BECAUSE WORKING SMARTER (NOT HARDER) 
IS ALWAYS MY JAM:
 1. Wipe off your camera lens off before you shoot—I’m serious!
 2. Repurpose video content in your Instagram stories with engage-
ment stickers. Ask things like “Can you guess what we’re making?” “What 
color will this be after it’s fired?”
 3. Use local hashtags that attract your ideal customer, so your posts 
are being seen by people who can actually attend in person.

 4. Reels have a long life span and can gain traction weeks after 
posting. Don’t wait till the last week for reels—the sooner the better!
 5. Capture content at events so you can use them to advertise your 
next class, with caption prompts like “Suzie & Paul had such an amazing 
time at our last Paint Date event! This month’s Paint Date is coming up 
on 10/10. Send this post to your date so they get the hint ;)”
 With this plan, you’re guaranteed to increase your customer’s 
awareness of  your classes, and ultimately increase your sales conver-
sion rates too. Cha-ching! e



THE MORE HONEST, REAL, THE MORE HONEST, REAL, 
AND APPROACHABLE AND APPROACHABLE 

YOU ARE TO THE ISSUES YOU ARE TO THE ISSUES 
BEING CAUSED BY THE BEING CAUSED BY THE 
PANDEMIC, THE MORE PANDEMIC, THE MORE 

YOUR CUSTOMERS WILL YOUR CUSTOMERS WILL 
APPRECIATE YOU.APPRECIATE YOU.
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The Magic of the PYOP Experience

Surviving Inflation: Navigating the 
Next Chapter of the Pandemic

SERVICE WITH A SMILE

By Susan Rogers, VP Sales/Owner, Gare Inc.

If  you answered yes to any of  these questions, rest assured you are 
not alone. Inflation is everywhere these days. With rising costs, busi-
nesses (just like yours) are fearful and unsure how to navigate the 
next chapter. Our industry has really been put through the ringer these 
past two years and every time we think we understand the rules of  
this pandemic—plot twist—a new variant, shutdown, or capacity re-
striction creeps in from the shadows. But trust me 
when I say we will make it to the other side of  this 
together, and here’s how.
       Inflation has risen over 7% in the last year, 
the largest increase since 1982. Things like cars 
are up over 40%, the housing market is through 
the roof, as is food, energy prices, and much more. 
Our industry is no exception, but the most impor-
tant thing to remember is that because inflation is 
hitting everything, customers are not surprised by 
price increases; they are even expecting it. Now is 
the time to protect your margins. 
       A recent Wall Street Journal article stated, “If  the pandemic taught 
us anything it’s that people are enjoying ‘experiences’ more than just 
buying a ‘commodity.’” The PYOP industry is perfect for customers look-
ing to enjoy an “experience”—whether it’s time spent with family or 
friends, for a bir thday party, or just time alone for their own mental 
health. 
       Remember, great experiences all start with great service. The idea 
is to create a memorable experience so visitors become repeat cus-
tomers, not just people who show up once a year. And that experience 
extends from the moment customers walk in until they pick up their 
piece and place it in their home. How can you make sure that you’re 
creating the best experience for the price offered and create a great 
overall experience in your store?
       
AMBIANCE 
This is the mood or setting of  a place. You that first few seconds in your 
shop to create a reaction consistent with your brand. Some studios 
want a calming, serene, relaxing atmosphere; in that case, make sure 
your walls are subtle, soft, and soothing; play relaxing music in the 
background; maybe have an earthy candle burning. Other studios might 
want to be trendy, energizing, and electric; in that case, paint your walls 

FFeeling nervous about finding employees, supply chain issues, studio traffic, and inflation? Not sure how your customers will respond to 
yet another round of  price increases? 

vivid, fun colors; play upbeat music; and display samples with a bright, 
cheery vibe. Check your tables, chairs, cash wrap, and even your bath-
room to make sure they fit the “experience” you are trying to create. 

CUSTOMER SERVICE 
Right now, this may be the trickiest component because finding and 

retaining help is extremely difficult. But a great 
experience does start with great service. Because 
you may be experiencing high turnover, it’s more 
important than ever to put an efficient training 
process in place so that your employees have all 
the tools and information they need to give the 
customer that “fantastic experience.” For example, 
with inventory and selection probably very re-
duced, be sure all employees are trained in a con-
sistent response to customer inquiries. Listen to 
employees’ tone and how they answer questions, 

to make sure they are on point.
       If  your usual high standards for service are not where they nor-
mally are, acknowledge it, own up to it, face it head on. The more hon-
est, real, and approachable you are to the issues being caused by the 
pandemic, the more your customers will appreciate you. Again, you are 
not alone in this situation. At the end of  the day, communication is one 
thing we all can control, so make sure your customers are aware of  any 
services that may not be up to your normal standards, and let them 
know you are working on it and when you expect to be back to normal.
       
PRICING FOR INFLATION 
The last 24 months have brought steep increases in all aspects of  our 
business. Now more than ever, we need to protect our margins so we 
can remain profitable. Rent, utilities, product, and payroll are all go-
ing up and it seems unbearable. But again, remember that customers 
want—and are willing to pay—to enjoy “experiences.”
       So make sure that the experience you create from beginning to 
end is the best you can provide to your customers. And, in addition to 
the experience, be sure you are pricing your product to protect your 
margins. People will pay for magical and memorable experiences! e



TOOLS AND EQUIPMENT YOU’LL NEED TO INTRODUCE CLAY AND 
TO CREATE THE CLAY PROJECTS COVERED IN THIS 
ARTICLE SERIES:
	 e Tables and workspace
	 e Storage shelf
	 e Bucket with water for reclaiming clay
	 e Plasterboard for wedging and reclaiming clay
	 e Drying bats/boards
	 e Glazes of  choice
	 e Rolling pins
	 e Wire cutter*
	 e Needle tool*
	 e Wooden rib*
	 e Round sponges*
	 e Stamps (optional)
	 e Cookie cutters (optional)

 *These tools can be purchased in a beginner pottery kit. e
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FACTORS TO CONSIDER BEFORE INTRODUCING CLAY 
INTO YOUR STUDIO:
 Space: To work with clay, adequate space is necessary. Poured 
plaster, stretched canvas, or plywood are all great working surfaces 
because they absorb some of  the clay’s moisture. Depending on your 
space, you can decide to dedicate a permanent table to clay projects or 
opt for boards that can be removed when clay projects are finished.
 Clay bodies: When introducing clay, ensure that it is compatible with 
your existing equipment and that you are comfortable firing in your kiln. At 
The Firestone we use Cone 6 stoneware clay as we can bisque-fire to Cone 
06, which is the exact firing of our PYOP earthenware. This saves time and 
space in the kiln because we can combine PYOP and greenware in one kiln. 
Choosing a low-fire earthenware clay is also a great option. 
 Glazes: Decide if  you will be introducing new glazes with the addition 
of clay or if  the existing glazes you carry are compatible. At The Firestone 
we use Mayco Stroke and Coat, which is compatible with both Cone 06 and 
Cone 6 clay bodies, which ensures that we can use it for all of  our pottery 
offerings. Check with your glaze supplier to find out about compatibility.

Introducing Clay Into Your Studio
By Gleidymar Rivera, The Firestone Art Studio + Café, Manchester, Connecticut

IIntroducing clay to a PYOP studio can be a daunting task, but it can be a great addition to current offering and can also bring in new 
customers. Whether you have zero experience in clay or are looking to expand your existing clay offerings, this article series will outline 
all of  the tools and equipment needed to follow the future clay projects in the series. (Because of  the expense of  adding pottery wheels, 
all projects in the series will be hand-built.)

STUDIO SPECIAL
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 Back to The High 5 Habit and 
Mel’s manifestation 
insight. I thought I had 
this manifesting thing 
all figured out. (I vi-
sualize my company’s 
growth and, most 
importantly, my lake 
house—wherever it 
may be!—every day.) 
But what had I been 
missing this whole 
time? Visualizing the 
WORK.
 Chapter 14, page 
195, “Manifesting 
Done Right,” was a game changer:

Most people get manifesting wrong because they try to visualize 
and conjure the end result: winning the ski race or the Os-
car, losing 50 pounds or having a million dollars in the bank. 
Manifesting done wrong can keep you stuck, because while big 
dreams are amazing, and you need to have them, manifesting 
the end result will NOT help you achieve them. Research out of  
UCLA shows us that in order to make visualization really help 
you achieve your goals, you need to visualize yourself  doing 
the hard, annoying, small steps along the way to reaching your 
dreams. 
 If  your dream is to run a business that brings in six figures 
a month, don’t visualize the money hitting your bank account. 
Visualize what it feels like to be writing a blog post, exhausted, 
at midnight, after the kids are asleep. Close your eyes and feel, 
with every fiber of  your being, hanging up the phone after being 
told NO on yet another sales call. Then see yourself  pick up the 
phone and dial the next number.

 Giving yourself  a high 5 in the mirror each morning can be more 
powerful than you may think. Cheer yourself  on, encourage yourself, 
and encourage others. Remember that each day you are doing the 
work that will lead you to where you want to go. Every day’s work is the 
journey. And know that I’M also high-5ing you. e
 Follow Mel on Facebook (https://www.facebook.com/melrobbins) and 
Instagram (https://www.instagram.com/melrobbins/)

What I like about Mel is that she’s candid. She shares the good, the 
bad, and the ugly. She shares her successes and congratulates herself. 
Her acknowledgments in The High 5 Habit begin: First, I acknowledge 
myself. Yes, Mel Robbins, you deserve a huge round of  applause. This 
book took 3 years, 2 publishers, 13 gigabytes of  memory, 21 gallons 
of  Phish Food ice cream, 7 boxes of  tissues and handfuls of  Advil PM. 
She continues on with more high 5s for herself. Heck, yeah!
 Mel discusses how often she’s made mistakes on her journey, 
driving home the fact that you’re never fully prepared; just go for it and 
learn from your experiences. Watch her explain what she was feeling 
during that TedX Talk, her first major public speaking experience, and 
her last-minute, slightly ad-libbed 5-second rule that looked like an 
afterthought (it was), https://yhoo.it/3n3GlR7. 
 Last fall Mel started promoting her upcoming release, The High 
5 Habit. I followed her more closely and preordered her new book. In 
September 2021 The High 5 Habit was released, and I listened to it 
immediately, and then read the hardcopy. There were so many stories 
and insights that resonated with me. As I listened to her narrate, I did 
a whole lotta head-nodding, thinking to myself, Yes! This makes total 
sense! Then there were several whammies that got me thinking Aww, 
yeahhh! (I’ve replaced “aha moment” with a sentiment more emphatic, 
so say it like you mean it!)
 The book’s philosophy is that the act of  giving yourself  a high 5 
in the mirror every morning is a simple yet profound tool, a holistic 
approach to life that changes your attitude, mindset, and behavior. And 
to back that up, Mel dives into the science behind it and how you can 
make this small change a part of  an overall shift in your life.
 The science behind high-5ing yourself  wasn’t what gave me the 
biggest Aww, yeahhh! moments. Chapters 12 through 15—all about 
manifestation—were the reason I bought the hardback and a new yel-
low highlighter. The insight, emotion, and real connection to Mel’s story 
and MY story truly has changed how I approach growing my business. 
 Manifestation has guided me for many years. It started as a way to 
be aware that all the work I was doing, all that I was learning, all of  the 
wide-ranging experiences and interactions all add up to who I am today. 
 Manifestation helped me to have an acute awareness of  my 
journey: the successes, the flops, and everything in between. Never be 
deterred by a flop. And please don’t use the word “failure” in anything 
that you try but don’t achieve what you hoped. You tried it and it didn’t 
work. Learn from it, move on, and be proud of  yourself  for trying. 
(Seriously, there are so many people who don’t even try.)

The High 5 Habit, by Mel Robbins
By Hillary Moulliet, The Creative Retailer

MMel Robbin’s straightforward, no-fuss insight first caught my eye a few years ago. Her books Take 
Control of Your Life and The 5 Second Rule were good reads, each with a unique look at personal and 
professional growth strategies. I followed her posts, encouraging words, and no-nonsense videos, 
screenshotting and saving many that resonated with me. I watched her massively successful TedX Talk, 
How to Stop Screwing Yourself  Over (https://www.ted.com/talks/mel_robbins_how_to_stop_screw-
ing_yourself_over?language=en) several times.

TOP SHELF BOOK RECOMMENDATIONS

https://www.ted.com/talks/mel_robbins_how_to_stop_screw-ing_Back
https://www.ted.com/talks/mel_robbins_how_to_stop_screw-ing_Back
https://www.ted.com/talks/mel_robbins_how_to_stop_screw-ing_Back
https://yhoo.it/3n3GlR7


www.maycocolors.com
https://www.facebook.com/MaycoStudios/
https://www.instagram.com/maycocolors/
https://www.youtube.com/user/MaycoColors
https://www.pinterest.com/carter6949/mayco/
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By Susan Bucci, Painted Peacock, Greenville, North Carolina

SUPPLIES
 Bisque: Pet bowl
 Pencil
 Sponge dotter
 Small round brush
 Large oval brush
 Black writer bottle

GLAZE COLORS
 Accent color of choice
 Black

Use a pencil to lightly mark where your actual pawprints will go. 
Sketch smaller pawprints in between to create “cheetah paws.”

Use the sponge dotter to lightly apply the accent color to the 
dog’s paw and press it evenly onto the piece where you have 
marked. Reapply the color to the paw for each print.

With a Black writer bottle, add the dog’s name near one of the 
actual pawprints.

Fill in the “cheetah” paw pad with 3 coats of the accent color.

Add random small splotches between the paws using the accent 
color.

Paint Black shapes resembling Cs and 3s around the splotches 
of accent color, creating a cheetah pattern. Fill in the “cheetah 
toes” with 3 coats of Black.

Use the writer bottle to add small pawprints between the 
cheetah prints.

Paint the inside of the bowl with 3 coats of the accent color. 
Let dry.

Clear glaze and fire to cone 06. e

Cheetah 
Paws

STEP
1

STEP
2

STEP
3

STEP
4

STEP
5

STEP
6

STEP
7

STEP
8

STEP
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By Lynn Webb, Practically Pikasso, St Petersburg, Florida

SUPPLIES
 White earthenware clay
 Slab roller or rolling pin
 Small round cookie cutter or other round shape for template
 Leaf  pattern
 Toothpick or other scoring tool

GLAZE COLORS
 Green, plus color of  choice for roses

FLOWER: Roll the clay into a slab about 1/4” thick using a 
slab roller or a rolling pin.

Using the cookie cutter or lid (Mayco Jungle Gem jar lids 
work great!), cut out 6–10 petals for your flower. Remem-
ber, the larger your circles, the larger your flower will be.

Smooth the edges, then lay them in a row like shingles (one 
slightly overlapping the one before it).

Beginning at the end, carefully roll your petals together. As 
you roll, pinch and smooth the bottom of  the petals where 
the flower will “sit” on the leaves.

Once rolled, “open” the flower slightly by pushing each 
petal gently outward.
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LEAVES: Roll the clay into a slab slightly thicker than the 
petal slab.

Place the template on the slab and trace around it to cut 
out the necessary number of  leaves. Each rose can be 
made with 1–4 leaves. For a flower with 4 leaves, we cut 

out around the template twice and crisscross the leaf  cutouts.

Use a toothpick or scoring tool to lightly etch veins into your 
leaves.

Use the scratch and attach technique to nestle the flower 
into the center of  the leaves.

Allow to dry completely. For support, add a small bit of  rolled 
paper under the center of the leaves to provide some height 
during drying and give a pretty, curved look to the petals.

Fire to Cone 04 or 06.

Paint with chosen glaze colors, clear glaze, and fire to Cone 
06. e
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SUPPLIES
 Bisque: Large plate and small bowl
 Plate pattern printed on clay carbon paper
 Pencil
 Brushes: Medium and small round, fan, liner

GLAZE COLORS
       Bright Blue  Bright Red Lime
 Bright Yellow  Black  White

PLATE: Place the clay carbon paper plate pattern on the plate 
and trace over the design with a pencil to transfer the pattern.

With a medium round brush, paint the background with 3 coats 
of Bright Blue, working around the design. Paint the back of  
the plate with 3 coats of the same color using a fan brush.

With a small round brush, paint the chilis with 3 coats of  
Bright Red. 

With a small or medium round brush, paint the cactus with 3 
coats of  Lime. Paint the chili stems with 2–3 coats of  Lime.

Continuing with the small or medium brush, paint the hat 
and the handle of  the maraca with 3 coats of  Bright Yellow.

With the liner brush, outline the cactus, hat, and maraca 
handle in Black, then move on to outlining the chilis and 
stems, being careful not to smudge complete outlines while 

you work. Add some detail lines to the hat crown and some ridges 
inside the cactus for texture.

Dip just the tip of  a small brush into White and lightly dab 
a few small dots on each pepper. (Or dip the back end of  a 
brush into White to make the dots.)

With a small round brush, add Bright Red to the rim of  the 
hat. 

Dip the back end of a brush into Black and make two dots for 
the eyes and a small oval for the mouth. Wipe off the brush 
end and do the same with Red for the cheeks. Use the same 
technique to decorate the hat brim with Blue and White dots.

With a small round brush, add tiny White dots to highlight 
the eyes and mouth and some White lines to give dimension 
to the cactus.

BOWL: Use a pencil to lightly sketch a simple design in the 
bowl. (This whimsical design, suggesting a maraca, can be 
adapted as desired.)

With a medium round brush, paint each ring with 3 coats of  
a chosen color. Be sure to wash the brush between colors.

With a liner brush, outline the rings in Black. Add detail to 
each ring by creating dots, lines, or squiggles. Let dry.

Fire to Cone 06. If  desired, place the bowl on top of  the 
plate in the kiln so the two items fuse together. e
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Rinse the brush and use it to paint “Pure Organic Raw” 
with 1 coat of  Black. Let dry.

Reposition the tissue tracing on the platter with the bee on 
a slight diagonal between H and N. Trace the bee with the 
marker.

Using the detail brush, fill in the wings with 1 coat of  Teal. 
Rinse the brush, and use it to fill in the bottom half  of  the 
bee with 2 coats of  Golden Yellow. Add two little dots of  
Golden Yellow between the Black words. 

Rinse the brush and use it with 1 coat of  Black to fill in 
bee’s body, add the lines on the Yellow abdomen, and 
detail the wings. 

Glaze and fire to Cone 06. e

By Lauren Kacer, Courtesy of  Gare, Inc.

SUPPLIES
 Bisque: Simply Cottage Small Platter
 Pattern
 Tissue paper
 Pencil
 Marker
 Soft fan brush
 Detail brush

GLAZE COLORS
 Black  White  Taupe
 Golden Yellow  Teal

Place the tissue paper over the pattern and trace the whole 
design with a pencil. Position the tissue tracing on the 
platter and trace all the lettering with a marker. (Bee will be 
traced later.)

With the fan brush paint 1–2 coats of  White over the whole 
platter.

With the detail brush, fill in “HONEY” with 2–3 coats of  
Taupe.

Organic Honey Platter

STEP
1

STEP
2

STEP
3

STEP
4

STEP
5

STEP
6

STEP
7

STEP
8







www.colorobbia.it
www.facebook.com/ColorobbiaArt
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Our Not So BIGGY Line!
 
Just like Goldilocks And The Three Bears, when you 
need something that's "not too big" and "not too small", you 
need a Not So Biggy. Not So Biggys are the perfect size - sized 
between our standard size figures (approx. 5.5") and Biggys 
(approx.10"H) they are (approx.10"H) they are just right at around 7"H. This new line will 
not only add an additional price point for your studio, but it will also 
add a whole bunch-o-fun! These four Not So Biggys are available today!

Note: Our Not So Biggy line are not banks like our BIGGYS.

2”H 4.25”H 5”H 6.5”H 8”H 9.5”H

BIGGY
Not too big... not too small... just right.

gare.com
888-289-4273

questions@gare.com

mailto:questions@gare.com
https://www.facebook.com/GareInc/
https://www.instagram.com/gareinc/
https://www.youtube.com/user/GareInc
www.gare.com


#5308
Small Square Planter 

#5306
Whale Planter 

#5334
Honeycomb Planter 

#5324
Cactus Ring Holder 

#5331
Pineapple Planter 

#5308
3 Small Square

Planters
#3044

Rectangular Tray 

#3080
Cactus Chip & Dip

#5307
Elephant Planter

#5309
Prismware Planter 

#5378
Llama Planter 

#5379
Watering Can

Planter 

Where creativity comes to life.
gare.com
888-289-4273

questions@gare.com

mailto:questions@gare.com
https://www.facebook.com/GareInc/
https://www.instagram.com/gareinc/
https://www.youtube.com/user/GareInc
www.gare.com


Subscribe 
is on YouTube!

Today!
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MaycoColors.com

Looking to go beyond the basics?  
Take your Stoneware knowledge to the 
next level with advanced techniques 
and projects at mid-range temperatures. 
Purchase as an eight video bundle or 
individually with lifetime access so 
you can always brush up on your skills 
whenever needed. 

ADVANCED

LEARN MORE

https://maycocolors.com
http://maycocolors.com
https://www.facebook.com/maycopyop/
https://www.pinterest.com/maycocolors/_created/
https://www.youtube.com/user/maycocolors
https://www.instagram.com/maycopyop/
https://www.maycocolors.com/events/advanced-stoneware-camp-on-demand/


MaycoColors.com

PROJECT HOW-TO

FACET-INI PROJECTS

VAILABLE N   W!
MB-1571

Lars Gnome
MB-1570

Lindy Gnome

FACET-INIS!
NEW

MB-1574
Bee Facet-ini

MB-1573
Fish Facet-ini

MB-1572
Penguin Facet-ini

https://maycocolors.com
http://maycocolors.com
https://www.facebook.com/maycopyop/
https://www.pinterest.com/maycocolors/_created/
https://www.youtube.com/user/maycocolors
https://www.instagram.com/maycopyop/
https://www.maycocolors.com/projects/lars-lindy-garden-gnomes/
https://www.maycocolors.com/projects/?_search=facet-ini


MaycoColors.com

Don’t miss out on these opportunities!
EDUCATION EVENTS

Join us for our annual Pottery Camp on 2/22/22! 
You’ll create exclusive new projects and learn all 
the latest tricks and techniques, plus tips to use 

the projects in your studio! It’s all virtual so you can 
comfortably participate from anywhere, and it will 

be recorded in case you can’t make it. Be quick! 
Pottery Camp fills up quickly, and spots are limited!

Join Teddy for a FREE online workshop! Each 
month we’ll focus on one product line and 

demonstrate a new project. This event is 
open to both studio owners and their staff 

to learn more about Mayco products.

Every Tuesday at 2pm ET / 11am PT
Join Crista as she shares helpful tips for 
you and your studio on Facebook Live!

Expand on your product knowledge and 
join in on the creative conversations.

P R O D U C T  F O C U S

An Online Workshop

MONTHLY ZOOM

Are you looking to add Stoneware into your 
studio? Join Crista and Bre to learn the basics 
of Stoneware- now on demand! Watch at your 

convenience from the comfort of your own space, 
and get up and running with Mayco Stoneware!  
7 videos. +3 hours of content. Lifetime access.

with Crista Toler

@maycopyop

VIEW ALL EVENTS JOIN THE COMMUNITY

LEARN MOREREGISTER

LEARN MORE
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https://maycocolors.com
https://www.facebook.com/maycopyop/
https://www.pinterest.com/maycocolors/_created/
https://www.youtube.com/user/maycocolors
https://www.instagram.com/maycopyop/
https://www.facebook.com/maycopyop/
https://www.maycocolors.com/communities/events/
https://www.maycocolors.com/communities/events/
https://www.maycocolors.com/communities/creative-studios/
https://www.maycocolors.com/communities/creative-studios/
https://www.maycocolors.com/stoneware-camp-on-demand/
https://www.maycocolors.com/events/pottery-camp-2022/
https://www.maycocolors.com/communities/events/
https://www.facebook.com/maycopyop/


MaycoColors.com

“Mayco Stoneware has 
taken my PYOP studio in
a whole new direction.
The stoneware glazes and pottery have 
given my customers a whole new sense 
of confidence. My ‘non-creative’ clients 
are suddenly rock star artists! And the 
Mayco project library gave me the 
inspiration I needed to create my own 
style and desire to teach on a broader 
scale virtually. I’ve been able to reach 
people around the world. And my local 
customer base is hooked!

”

LEARN MORE ABOUT 
WENDY’S STUDIO SUCCESS

-Wendy Knight Ives
Owner of Artful Designs

https://maycocolors.com
https://www.facebook.com/maycopyop/
https://www.pinterest.com/maycocolors/_created/
https://www.youtube.com/user/maycocolors
https://www.instagram.com/maycopyop/
https://www.maycocolors.com/wendy-ives/
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Social Artworking® is the perfect way to enjoy a night out (or in) with friends and family.

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

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


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



