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Happy Fall!
 I hope you all had an outstanding summer of  revenue and growth in your business. While you have been 
tackling summer camp, staffing issues, and the return of  your traditional busy summer season, the CCSA has been 
busy as well.
 CCSA contracted with a photographer to conduct a lifestyle photoshoot in May. We have some fabulous photos 
we’ve already starting sharing with you, with more to come as we move through the seasons. And CCSA staff are 
continuing to create graphics with the photos that you can use on social media or any area of  your business. Currently you can find the photos 
and graphics that have been released on the CCSA Chatter page (photos, then albums) and they will also be coming to the new CCSA website in 
the near future.
 Three members applied for the board of  directors in May, and because we had exactly three open positions, we did not have to hold an 
election. We’ll be welcoming Cheryl Tisland, Morgan Ouellette, and Jamie McCabe as new board members in September. We are grateful these 
three women have stepped up and committed to serving on the BOD for the next three years. We’ll be losing two outstanding board members: 
Tracy Shultz and Sophia Dzialo have served this association well and I’ve very much enjoyed working with and learning from them. We greatly 
appreciate their time and commitment to this industry.
 Danielle Weinberg, the CCSA marketing specialist with whom we’ve had the pleasure of  working for the past year, has left to pursue 
advancements in her area of  study. We were so lucky to have her with us and wish her the best as she graduates from college and pursues her 
master’s degree. The CCSA will continue to advance our marketing efforts with the staff that we currently have.
 In August 2023 the CCSA Convention will be held at the Peppermill Resort and Casino in Reno, Nevada. In May, while visiting my daughter, I 
got a chance to see the resort and surrounding area. I truly believe you are going to LOVE the place. Those who always took time to enjoy the 
spa when we have gone to Scottsdale, Arizona, make sure you take time for a spa day here also. There are also great restaurants in the hotel as 
well as nearby. A new entertainment district called Red Reno Experience District (https://redreno.com/) is in the works and it is a short five-minute 
walk from the resort; the movie theater is already open and in the near future restaurants and bars will be opening there.
 We truly miss seeing everyone this year but hope you are planning on joining us in Reno next year!

 Dena Pearlman
 Executive Director

Holy moly, I can’t believe we made it through another season. I hope your summer was crazy busy, with wonderful 
customers, excited campers, and plenty of  creative happiness. If  you’re like me, summer was filled with time at 
the studio, family time, and not quite enough down time. So as we enter the slower season, my goal is to make 
more time for personal things like doctor and dentist appointments, maybe a pedicure or manicure here and 
there, or even a spa day! Self-care is something that I really struggle with prioritizing and I’m determined to 
change that this season.
 One thing I know a lot of  us struggled with this summer is staffing. What a strange world where everywhere is hiring, yet nobody is applying. 
I learned a ton from our panel discussion with Theresa Johnson and other business owners, as well as the Build Your Business speaker series call 
with Jennifer Kok. I hope my summer hires turn into long-term employees and continue to add to the studio atmosphere.
 Without a convention to plan this year, I was worried that we would have nothing to do here at the CCSA. However, that couldn’t be further 
from the truth. We have been busier than ever! From planning and producing a huge photo shoot to create stock photos for our members, to 
planning the Build Your Business Series, orchestrating the Mastermind Groups, and organizing our webinars, Check In and Chats, and our new 
Take 5 with the CCSA, we have been busier than ever!
 Sadly, we are saying goodbye to two board members, Tracy Shultz and Sophia Dzialo. We are so thankful for all their years of  volunteering 
on the board. Their ideas and support have changed the CCSA for the better. However, we added three new board members to our team, Cheryl 
Tisland, Morgan Ouellette, and Jamie McCabe. We look forward to having them participate in our monthly meetings. We cannot wait to see all they 
bring to the board. Fresh faces and new ideas are always welcome!
 So, If  you ever have any ideas for programs we can offer, classes, webinars or anything you think the board needs to look into, please reach 
out to me, Dena, or the staff. We would love to hear from you.

Katie Yallaly
CCSA Board President 

WELCOME
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COVID-19:

MESSAGES OF 
SUPPORT FROM 
SUPPLIERS
KILN KILN 
GODDESS GODDESS 
Listening in on conversations in the studio 
will always give me interesting insights. 
Some may call it eavesdropping but I prefer 
“market research.” I learn what they like 
and don’t like about my store and what I 
need to be doing differently or better or not 
at all. I also hear the good gossip (but that’s 
just luck, I say).
 Some people come in and compare us 
to things they have found in mass-market 
stores. Or people see something online—
Pinterest usually—and want to make their 
own version of it. But cheaper. And on 
the exact same item, but not. Not a T-Rex, 
they want an Ankylosaurus. Not 10 inches 
but 12.5. And why is everything here so 
expensive? They can get it online for less.
 Sigh. Great. They are comparing an 
item that is mass-produced overseas with 
something we are selling. We aren’t usually 
less expensive.
 In early June I was in a warehouse craft 
store and they had finished light-up trees 
for sale (already) and the 13-inch trees 
were $49. I know that I will have people 
balking at our prices, but I can’t care about 
that. After all, we are selling an experience, 
not just a tree. Also, theirs looked like hot 
garbage. If  money is more important than 
quality, let me direct you to Blobby Slobby. 
They’ve got what you are looking for.
 Then there is the other customer. 
She has seen something online that was 
painted by a person who makes their living 
by handpainting pottery, and their prices 
reflect this. It costs so much because it 
takes them hours, but the customer doesn’t 
want to spend that. She is going to be super 
stressed and spend hours trying to get the 
look that she should just pay for. And can we 
do it for her? Just like this one?
 No. I can’t. We do custom work, but we 
don’t copy other artists. We paint how we 
paint, and that’s not how we paint.
 I sometimes feel like I can’t make 
everyone happy and that I’m a failure for 
it. But some people can’t be made to be 
happy. They have unrealistic expectations—
and that is on them, not me. e
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Pulling Together the 
Elements for Relaxation

THE SILVER LINING

One of  the 
most common 
compliments we 
receive is about 
our music. When 
I’m in the studio, 
it’s almost always 
smooth seventies 
coming through the 
speakers. I feel like 
it’s one of  the most 
calming genres that 
so many people can 
hear and recognize. 
They may hum or whistle along or they may 
just listen and mention a song here or there, 
asking who sings it or sharing a memory. 
Outside of  that, we love to play the calming 
voices of  Norah Jones, Ray LaMontagne, Jack 
Johnson, Corinne Bailey Rae, Etta James, and 
countless others from our playlists. Music can 
change your mindset and I know from hanging 
out in my shop (more than I hang out in my 
own home!) how settled it can make you feel. 
 The colors you’ve picked have a major 
effect as well. Yellow in our separate party 
room is a perfect choice for the most excited 
of  groups to celebrate. However, with so 
many colors in the studio already—the paint 
bar, glass fusing, brightly painted samples on 
most shelves, and a mural wall with succulents 
painted in vividly colored pots—I went with 
two muted colors on the walls, a soothing 
seafoam green and Palladian blue, reminiscent 
of  the foam of  an ocean tide.
 There are so many other examples 

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

How often do your customers tell you how relaxed they felt in your studio when they were 
working on their project? Forgetting all the appointments, deadlines, dinner planning, 
and schedules is a treat that we are blessed to offer. Many of  our regulars may be clued 
in to this and it’s even better when it’s unexpected. You have the ability to increase this 
satisfaction. Do you take advantage of  it? There’s more to the art of  running the studio 
and making it an escape than just keeping a good stock and providing the materials 
to complete a project. It also involves choosing just the right elements to achieve an 
atmosphere that can relax the minds of  even the most stressed-out people.

of  what makes 
our shops come 
together, but another 
major one is the 
smell. This may 
seem like a funny 
thing when it comes 
to a ceramic shop, 
but it’s definitely 
something to think 
about. Many times 
people walk in and 
say how they love 
the smell. It definitely 

has to do with a wax warmer we use, but 
customers may mention the smell even when 
we run out of  wax or forget to turn it on. Most 
of  the year it’s a lovely scent of  sweet and 
spice at the same time. In November it’s a mix 
of  apple and cinnamon, and when December 
hits it’s a beautiful smell of  pine. This may 
be an element you want to try and it doesn’t 
have to be expensive. I buy the containers of  
scented wax for $2 at the grocery store and 
the scent lasts longer than you might think, 
and definitely longer than they say. Perhaps 
it’s the smell of  everything coming together: 
the clay, the leftover smell of  the running kiln, 
the glazes…there may be contributors that 
we don’t even realize.
 There are so many ways to relax and we 
are among the lucky ones who are blessed 
to offer one of  the best avenues to do it. 
Think about what choices you’ve made in your 
studio to contribute to this and be proud of  
yourself. e
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We do several things to help customers feel more at ease. That doesn’t 
always translate into better painting skills, but it usually means a better 
painting experience. The more relaxed they are, the more likely they will 
return. 

1. I DEFINE ARTISTIC VERSUS CREATIVE FOR THEM. 
Artistic is “I can draw a horse.” Creative is “I put an amazing scarf  
on to match these fantastic earrings and purse.” If  a customer has 
amazing style, compliment it and remind them that they put that 
together and they can put together elements in painting (stripes, dots, 
favorite colors, etc.) to make something they will love. Creative is as 
important as artistic, if  not more so.

2. I HAVE TOOLS TO HELP 
THEM CHEAT. 
We have dot-makers and 
tape and stamps and stencils 
and silkscreens, and we 
have samples of  how to 
use them everywhere. It 
doesn’t do you any good to 
have all the toys if  they are 
kept where customers can’t 
get to them. I show them 
what we’ve got and how to 
use them. Demystifying the 
space makes customers feel 
like they are insiders, and 
insiders come back to spend 
more money. 

       We also have samples that are combinations of  simple techniques, 
but put together in ways that look amazing. These are placed around 
the store, both for us to use as quick samples (“Look how cute this 
is!”) and as constant reinforcement for customers to find. When they 
see it, and know they can do it, it opens up the entire store for them. 

3. I MAKE A MESS. THAT’S RIGHT—A MESS. 
People are conditioned not to make a mess. I demo on tables and counters 
and I wipe my painted fingers on my jeans. I give them permission to get paint 
on my tables and tell them they don’t have to worry about making a mess; it 
all cleans up. You can practically see people unclench. I tell them I promise that 
I won’t tell their mom or their fourth-grade art teacher what they have done. 
       My favorite is to use a sponge dot tool to put paint on the table. 

Five Things I Do to 
Put My Customers at Ease
By Julia McNair, Do*It*Yourself  Crafts, Birmingham, Alabama

“I’m not artistic” is not a positive way to introduce yourself, but that’s what so many of our customers say the second they walk in the door. I 
know they’re worried that I will judge how they paint, but none of us care about that. But we have to help them so they will enjoy themselves, 
tell others, and come back. 

BUSINESS SENSE

I use it to show how we put paint on stamps, and how to make really 
good dots (we give sponge dot tools a quarter twist to make them look 
more round). I put the paint on the table, which obviously gives them 
permission to do the same. What a concept! 

4. I TELL THEM THAT I CAN FIX ANYTHING, BUT TO LET ME DO 
IT FOR THEM. 
And I tell them that I learned how to fix everything because I make 
mistakes all the time and therefore have become an expert in fixing all 
the mistakes I make. I ask them to stop and let things dry, because that 
buys me time to figure out how I’m going to fix it. I fix things because I 
can, and they might not be able to. (They will probably make it worse.) 
If  I make it not a big deal to fix something, they will be willing to try 
something new. They might not be experts the first time, but we are 
giving them permission to try new things. 
       I also tell them that every single sample in the store probably has 
a “mistake” on it somewhere, but most I’ve forgotten about because 
it’s been so long since we made them, or they are mistakes that only I 
know about because I know what my intentions for the piece were.

5. I TELL THEM I WON’T LET THEM DO SOMETHING THAT I 
KNOW DOESN’T WORK. 
I won’t let them put a pale yellow handprint on a dark blue background 
without telling them 
that it probably won’t 
show up. After all, 
it’s bad business 
to let a customer 
walk off a cliff, and 
we have some cliffs 
in our studios that 
customers don’t 
know about but 
maybe we do. 
       When a customer 
comes in to paint, we 
are sowing the seeds 
for a future visit. If  
the goal is life-long 
customers, making 
them feel welcome is 
the first step. e



5CCSAtoday  •  Fuel Your Creative Fire  •  Fall 2022

www.chesapeakeceramics.com


Turns out we’re not the only ones recognizing this fact. There 
is a DIY for everything from mixing cocktails and fragrances 
to floral arranging and dessert making. Multimedia maker 
spaces are popping up and provide an array of  tools such as 
bandsaws, lathes, 3D printers, laser cutters, sewing machines, 
and yes, even ceramics. While the mission of  such places varies 
from offering classes to assisting a guest with a specific project 
by providing the tools most people don’t own, the message is 
clear: people want to make things for themselves. 
 While I wouldn’t say it’s time to rebrand your studio, I would 
say that it’s time to reintroduce your studio and inform your 
community of  the DIY options you offer. It’s quite likely your studio 
is the original place in your area to create functional and decorative 
art that carries meaning—the place that provides an experience and 
connection like no other. 
 Upcoming trends include Paired Experiences, Holistic Self-
Care, Corporate Health, and Omnipresent Green. These overarching 
concepts undoubtedly touch the PYOP industry and can be embraced 
to positively impact your business and your community.

PAIRED EXPERIENCES fall into the category of  Livestream Retail and 
include events such as Mayco’s 2022 Virtual Pottery and Stoneware 
Camps, or virtual mixology and cooking classes for which you receive 
a kit of  supplies and participate in a livestreamed lesson. By pairing 
the activity with a livestream experience, retailers are better able to 
connect with people they may not otherwise reach. Think about a 
women’s retreat in a coastal city about two hours from your studio. The 
host would purchase the supply kits from you, then virtually connect 
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By Crista Toler, Studio Market Coordinator, Mayco

In researching ideas for this article, I came across the trend article I submitted on March 5, 2020, just before the world stopped. There 
was a sense of synchronicity when I reread my words from the article titled “The Art and Profit of Experiences”: “People are interested in 
building community again. Real-life, in-person community. And that, my friends, is a bonus for your business!” How true does this ring today? 

TREND FLASH

Rebuilding Community, Together
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with you from their getaway to create a project that either relates to 
their retreat or is simply a way to express creativity. 

HOLISTIC SELF-CARE speaks to the need for people to focus on 
their mental and physical health, particularly after the isolation of  
the pandemic years. People are placing more emphasis on self-care 
and are reprioritizing their lives to achieve happiness and well-being. 
Likewise, 

CORPORATE HEALTH highlights that businesses are prioritizing 
the mental health of  their employees and their 
customers. After working remotely during the 
pandemic, businesses have endeavored to 
retain employees by implementing hybrid work 
schedules and more flexibility. They are asking how 
they can provide calm and build loyalty beyond 
the occasional office outing. At the same time, 
employees have recognized the need for a better 
work–life balance.

OMNIPRESENT GREEN speaks to sustainability 
and prompts people to consider if  what they are 
doing in their spare time is helping to make the 
world a better place. This goes beyond recycling and upcycling and 
challenges business owners to provide something sustainable as a 
result of  the experience they provide to their customers. 
 
All of  these trends really come together when we consider that people 
are seeking connection to their communities, to their families and 
friends, and to the planet. Their steps to create a healthier work–life 
balance are absolutely things that you and your studio can help 
provide. 
 The following is excerpted from my Summer 2020 article. They 

are ideas that would have worked in 2020 until we were no longer able 
to gather in person. But see how they work even better today with 
the need we all have to reconnect and take better care of  ourselves 
mentally, physically, and emotionally.

Host a wellness event during which participants can try yoga 
and paint a simple, relaxing design on a mug or plate. After 
decorating, the painter can write an intention or goal on the 
back of  the piece. Work with a local bakery and let customers 
learn how to create the perfect doughnut, then paint pottery 

with a doughnut theme. Host an unplugged night 
for families or community groups. Have everyone 
leave their phone in a basket in one spot in the 
room. Have table signs that include fun questions 
or talking points for folks to share to get them 
going. You can even suggest that they play simple 
games such as “I Spy” or let them build their 
own trail mix while they wait for the next step in a 
workshop. Have fun with it, but don’t overthink it. 
Simplicity is key in human connection. 

 Your studio can stand as a place of  
positivity and connection for people from all walks 

of  life, a place where gratitude for simple pleasures abounds. Your 
business can be a beacon of  connection and intentional time to rest 
and create something greater than a plate or bowl. People are ready to 
get back to basics with a twist. People want to do business with people 
they like and where they feel welcome. Remind your team of  this as you 
reintroduce and welcome the people of  your community and beyond 
that you offer the perfect opportunity—whether in person or virtual, in 
studio or off-site—to have fun and enjoy what is truly important in life: 
each other.
 Do what you love. Love what you do. e

WHILE I WOULDN’T WHILE I WOULDN’T 
SAY IT’S TIME TO SAY IT’S TIME TO 

REBRAND YOUR STUDIO, REBRAND YOUR STUDIO, 
I WOULD SAY THAT IT’S I WOULD SAY THAT IT’S 
TIME TO REINTRODUCE TIME TO REINTRODUCE 

YOUR STUDIO AND YOUR STUDIO AND 
INFORM YOUR INFORM YOUR 

COMMUNITY OF THE COMMUNITY OF THE 
DIY OPTIONS YOU OFFER.DIY OPTIONS YOU OFFER.

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


MONITOR COMPONENTS 
The most common cause of  failures is due to thermocouples, relays, 
and elements. The lifespan of  these components can vary widely due to 
a number of  factors, so most manufacturers will not give you definitive 
numbers for how many firings a component will last. However, if  your 
firing practices are consistent, the operating life for each component 
will be fairly predictable. By keeping track of  each firing and the dates 
you replace components, you should develop a sense of  when it’s 
time to replace them. If  you want to be more exact in your predictions, 
you can start measuring and recording the data specific to each 
component.

THERMOCOUPLES 
Thermocouples are 
those little metal 
probes that protrude 
into the chamber of  
the kiln. They read 
the temperature and 
communicate that to 
the controller so it 
knows when to close 
the relay contacts 
and send power to 
the heating elements. 
As it ages, the metal 
begins to oxidize and 
the thermocouple 
becomes thinner. Eventually the two pieces of  metal that form the 
thermocouple will separate or one of  them will crack and the signal will 
be broken. At this point you will get a FAIL message and the firing will 
stop. 
       As thermocouples approach the end of  their useful life, each 
firing will get progressively hotter. This usually happens gradually and 
can easily be monitored by using large self-supporting pyrometric 
cones placed 2 inches below the thermocouple. The use of  hold times 
at the end of  the firing (peak temperature) can cause the cones to 
bend more, so please take this into account when determining if  your 
thermocouple has decalibrated. 
       These cones, made by a company called Orton, are available 
through most ceramic supply stores. You will start to notice that the 
tip of  the cone will bend further and further until it touches the shelf. 
This is the time to replace your thermocouple. Record the results of  
these bends in you firing log, or in your firing notes if  you have KilnLink 
Premium.
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Wouldn’t it be great if  you could have avoided this? Well, the good news 
is you CAN avoid most unexpected failed firings by…well, expecting 
them. In other words, if  somehow you knew that your thermocouples, 
relays, or elements were at the tail end of  their expected lifespan, 
you probably would have replaced them before you headed into your 
busiest week of  the season. Here’s how you can be better prepared 
going into crazy time.

BE SAFE 
If  you’re going to work on your own kilns, please take all appropriate 
safety measures. Always unplug the kiln before working on it, and if  
you’re unsure of  how to approach a problem, contact a professional for 
guidance.

UPGRADE YOUR 
CONTROLLER 
Kiln controller technology 
has improved steadily 
over the last 30 years, but 
most significantly with the 
introduction of  the new 
Touchscreen Controllers, 
which can perform a much 
wider range of  diagnostic 
tests and can also record the 
results of  these tests. This 
means you no longer need 
to rely on your employees to 
record diagnostic information 
other than visual observations 
of  the cones and the ware in 
the firing notes.
       If  you subscribe to a 
service like Skutt’s cloud-
based kiln management and 
monitoring system KilnLink, 
it not only records all the 
diagnostic data, but there’s 
also a place to record firing, 
maintenance, and repair 
notes. The Touchscreen 
Controller also allows you to 
monitor the kiln remotely with 
the use of  a free app.

The Art of Kiln Maintenance
By Mike Sievers, Director of  Marketing, Skutt Ceramic Products

SSo imagine it’s the week before Christmas and you are busy, busy, busy. You’ve calculated that you have just enough time to fire all your 
customer’s pieces before the big day. Just then you hear that dreaded beep, beep, beep coming from the kiln room, but not the good 
one that comes at the end of  a successful firing. And ERR1 is flashing on the screen!

STUDIO SPECIAL
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RELAYS 
Relays are located in the control box 
behind the heat baffle with all the 
other electronics that need to be 
protected from the heat radiating 
from the kiln. Relay life varies due to 
a number of  factors (heat, dust, firing 
programs, condition and gauge of  
the wiring connected to them) but as 
a general rule, the number of  cycles 
determines their lifespan. An average 
relay is good for approximately 
300,000 cycles. This is why most kiln 
companies will suggest you change all 
of  the relays when one goes bad. Why 

risk another failed firing or service call when you could have replaced it 
when you already had the control box open?
       When a relay goes out, it generally triggers an error code that 
indicates the kiln was not able to maintain a rate of  temperature 
increase of  at least 12 degrees an hour. This error can also be caused 
by a broken element, a worn-out element, a damaged connector or 
wire, or a drop in the voltage supply. If  the relay is not working the 
amperage reading will always be 0 AMPS.
       The newer Touchscreen Controllers will actually count the number 
of  cycles per relay, so be sure to record this data every firing. This way 
you’ll know when you’re approaching the 300,000 mark.

ELEMENTS 
Like thermocouples, elements will oxidize a little more each firing. 
The resistance is what determines how much heat the element can 
produce and it is measured in ohms. As they age, the resistance will 
increase, producing a little less heat. The resistance of  an element can 
be read by an electrical meter and the resistance readings for your 
particular elements (by section on Skutt Kilns) can be found on many 
kiln manufacturers’ websites. As a general rule, when the resistance 
readings (in ohms) increase 5% of  their desired rating, the elements 
should be replaced.
       If  you do not want to mess with a meter, another option is to 
monitor and record the time it takes to complete a firing. As the 
elements wear, the firing times will get longer and longer until eventually 
the kiln cannot complete the program.
General maintenance 
In addition to monitoring the wear on your components, there are a 
number of  maintenance steps you should routinely perform to extend 
the life of  your kiln and ensure the safety of  you and your employees. 

INSPECT SCREWS AND 
BANDS MONTHLY 
Make a quick inspection of  
all the screws holding the 
hardware to the kiln bands 
and tighten if  necessary. 
Pay particular attention 
to the screws securing 
the lid brace and lid lifter 
assemblies. A failure here 
could potentially cause 
injury. Also look for any 
signs of  corrosion that 
could weaken bands or 
screw connections.

       Over time the bands on your kiln can loosen from the repeated 
expansion and contraction caused by heating and cooling cycles. If  they 
are not tightened occasionally, they can start slipping, which can cause 
the lid to close incorrectly, brick to start shifting, and a host of  other 
undesirable effects. A little tip: In the factory we heat the bands with a 
torch and then tighten them. As they cool, they contract and get super 
tight.

VACUUM THE KILN CHAMBER AND WIPE DOWN THE KILN 
MONTHLY 
When dust particles settle on the kiln’s heating elements, this can cause 
them to run hotter and reduce their functional life. When vacuuming, 
make sure to stay clear of  the thermocouple. The hose can build up 
static electricity as particles move through it and that static charge can 
travel through the thermocouple and damage your controller.
       Fumes from clay and glazes can turn into a mild acid when 
combined with moisture. Also, sea air contains salt—an aggressively 
corrosive material—so if  you are near the coast, be sure to wipe 
down your kiln on a regular basis to help protect it from the effects of  
corrosion.

VISUALLY INSPECT THE WIRING MONTHLY 
Loose or compromised electrical connections create heat, and heat 
will shorten the life of  the electrical and electronic components in your 
kiln. Over time, electrical connections can loosen due to the constant 
heating and cooling cycles, or can become compromised by corrosion 
if  exposed to a humid environment. Visually inspect all the wires and 
connections in the plug, to the elements and behind the heat baffle. 
Tighten any loose connections and replace and connectors or wires 
that show signs of  heat damage or corrosion.

STOCK OEM PARTS 
Some inexperienced kiln repair people may use parts that are not 
from the original manufacturer and may not meet the technical or 
quality specifications required for your particular model. This will 
increase the potential for premature failure. Keep a set of  elements, 
a thermocouple, and a set of  relays in stock. Covid has taught us that 
parts are not always available in a timely manner. Having parts on hand 
will ensure you have them when you need them.

USE ONLY QUALIFIED KILN REPAIR PERSONS 
Most kiln manufacturers have lists of  kiln repair people they trust and 
have worked with in the past. These people can be worth their weight 
in gold. If  one is not available in your area, you may want to find an 
electrician or appliance repair person. These people have a general 
knowledge of  electricity and electronics that is helpful in diagnosing the 
problem and making necessary repairs. It’s a good idea to have them 
contact the kiln manufacturer to confirm their diagnosis and guide them 
in making sure the correct parts are ordered.

WHEN A KILN SEEMS TOO OLD TO FIX, IT MAY BE 
There comes a time in every product’s life when it is time to retire it. 
With kilns this is usually when a high percentage of  the brick needs 
to be replaced and the technology of  newer models has advanced 
in a significant way that improves the overall kiln experience. Instead 
of  replacing the elements on a kiln that is 20 years old, it may be 
advisable to put that money towards a new model.
       Good kiln management will bring you the peace of  mind that comes 
from knowing that you are maximizing the value of  this asset that is so 
important to your business and that you are prepared when things do 
not go exactly as planned. e
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One of the most important things you can do to train employees to 
provide a brand-reflective customer experience is to ensure that they 
understand your brand. Keeping in mind that your brand is basically 
the “personality” of your business, how do you help your employees 
understand how they contribute to—or detract from—that personality 

when on shift. Let’s 
consider the two PYOPs 
introduced in the last 
article. The brand 
personality of Studio 
1 was an organized, 
clean, well-oiled 
machine where the 
owner is largely behind 
the scenes pulling 
the strings. Studio 2 
was a colorful, happily 
messy, art-project-filled 
environment where 
the owner is often in 
the studio to run the 
show. Let’s look at how 
training may be different 
to reflect each of these 
brands. 

       Onboarding new employees includes providing training on not only 
what the brand is, but what you require from employees to preserve 
the brand. Attire and interactions with customers and other employees 
all have an impact on brand. 
       At Studio 1, employees are required to wear specific attire that 
presents as neat and allows customers to identify employees easily. 
Khakis or jeans in good condition, plain t-shirts or branded shirts or 
aprons that sport the company logo are required. 
       Studio 2’s employees are permitted to wear what they want if  
it’s appropriate. Funny t-shirts make the cut, and tie-dye abounds. 
Employees are recognizable simply because everything about them 
screams, “I am a creative!”
       Studio 1 is set up to provide an organized, tool- and resource-
heavy environment with lots of  technique sheets, silk screens, easy 
samples to copy, and so on. During training, employees are required 
to learn what tools, project sheets, videos, and the like are available 
for customer use. Employees direct customers to designs that are 
“doable” and tools that are helpful. Once the customer chooses their 
project, they make sure that the customer has the tools and resources 
needed to complete the project. When they check on the customer, 
which they are trained to do often—like a server in a restaurant—they 
can answer any questions the customer has regarding creating the 
design. Customers love the experience because they have the tools and 
guidance needed to create something they like each time they visit.
       At Studio 2, employees are trained to let the customer guide them 
in what they want to create. They listen to what the customer wants 
to do and provide instruction on the fly. Once the customer chooses 
their project, they get their own mini art lesson. The employee keeps 
a watchful eye on the customer and provides step-by-step guidance 
to get the design done. There may even be options for employees to 
“help” customers by sketching a design component or adding lettering 
or detail to the piece. Customers love the experience because they 
know that they wouldn’t be able to make the projects without the help 
of  the amazing staff!
       Once you’ve identified your studio’s brand, talk with your 
employees about the importance of  their appearance and interaction 
with customers as part of  “being” that brand. Work brand preservation 
into your existing onboarding process. Don’t forget to check in 
from time to time to ensure that what you have in place is effective 
in communicating your brand and adjust accordingly. Creating and 
maintaining a brand-reflective customer experience results in attracting 
loyal customers who know what to expect on any visit. It’s worth the 
effort! e

Training Employees for a 
Brand-Reflective Customer Experience
By Lisa Feltz, Bisque Imports

IIn my 2022 CCSA Today series, I’ve been writing about creating a brand-reflective customer experience. Be sure to check out the two previous 
issues, where we started with exercises to help you define your studio’s brand, then discussed how to curate a staff that reflects that brand. The 
next step is to train employees to represent your brand. The good news is that if you’ve hired to your brand, your staff will likely reflect it naturally. 

RESOURCES
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	 e Make it a reservation-only event and limit companions to one 
per painter. This will ensure there won’t be too many people in the 
studio at once.
	 e Respect painters’ boundaries. Create a nook for them to 
decompress in if  they do get overstimulated. Include plush toys, books, 
and textured carpets.
	 e Dim the lights for a more peaceful experience.
	 e If  space allows, provide stations where they can move around 
and interact with various mediums: pottery painting, clay, wood, canvas, 
glass, mosaics.
	 e Create sensory bins for each table. These can be used to paint, 
or just play with. Look around your studio for fun textures. Foil, crinkle 
paper, stamps, erasers—anything that can be used safely with the paint 
or other mediums works great! Look through different  aisles at the 
dollar store for things like car sponges or toilet brushes. The texture of  
the massaging rollers is great for clay! Get creative with what you might 
provide, but remember always to put safety first!
       e Have your staff research how to work with painters on the 
spectrum to make certain they will have a great experience. Ensure that 
your staff uses person-first language.

BUT WAIT, THERE’S MORE!
       There does not need to be a guided project; this is simply time 
for our neuro-diverse friends to work without judgment in a sensory-
controlled environment. But do check out page 20 for a fun project that 
stimulates the senses and is perfect for all ages.
 Sensory-Friendly Creative Time does not even have to be an 
event! Do you have a party room that is empty most of  the week? 
Make it available for these customers to reserve and know they will be 
in a private space or corner with fun sensory items. We keep it to our 
regular pricing. They simply choose what they would like to paint, and 
we have sensory bins on the table. 
 If  you are going to start offering SFCT, I suggest talking to a local 
autism society or parent support group. Ask them what they need and 
what times work best for them. Try to fill the gaps of  the needs of  your 
community. This is also a great way to advertise the event!
 As you can see, there are many simple ways to hold sensory 
time in your studio. This small event can have a big impact on your 
community!

FOR MORE INFORMATION, TRY THESE PODCASTS 
RECOMMENDED BY MEMBERS AND FRIENDS:
	 e Rachel Wentworth: Keeping Shop: A Brick and Mortar Podcast
	 e Rich Brooks: The Agents of  Change
	 e Brian Johnson: Optimize: More Wisdom in Less Time
	 e Mike Payton: The EOS Leader e
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First off, what kind of event is this? Sensory-Friendly Creative Time (SFCT) 
is a special event for our friends with neuro-diversities where there is a 
manageable amount of stimuli, making for a calm environment. It is a 
designated time for these friends to create and explore openly and freely, 
and where the senses are stimulated. Engaging the senses through 
textures, smells, hand-eye coordination, and sound in a safe and controlled 
environment has many benefits for children (and adults!), including:
	 e Improving fine and gross motor skills
	 e Stimulating the brain
	 e Working on problem-solving skills
	 e Providing a calming effect
	 e Enhancing learning

However, if  you’re looking for the 
next huge moneymaker event, I don’t 
suggest going this route. But hear 
me out! Not only will this event bring 
your heart so much joy, but from a 
business standpoint, you are offering 
a phenomenal program that puts 
your business in front of a whole new 
community of potential painters. Many 

parents of special needs 
children confide in us that 
they never felt comfortable 
bringing their child into a 
business like ours due to 
negative experiences with 
other businesses. They 
feared they would be judged 
for their child’s outburst, or 
for their differences. Letting 
your community know that 
you not only welcome but 

embrace painters of every ability will set you apart, and you’ll gain a 
whole new community of loyal painters. You can also use it as a time to 
advertise take-home kits. In fact, many of our neuro-diverse customers 
prefer to paint at home when sensory time is not available.

THE GOAL OF SFCT IS TO REALLY GET THE PAINTERS 
EXPLORING DIFFERENT SENSES WITHOUT BECOMING 
OVERWHELMED. A COUPLE THINGS TO CONSIDER WHEN 
PLANNING:
	 e Offer the event when your studio is the slowest or closed. 
Controlling the number of  people will help ensure it does not become 
too overwhelming. 

Stimulate Your Senses
BRANCHING OUT

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

Thinking about offering a sensory-friendly creative time in your studio? Great news—what you offer in your studio is already perfect for 
providing a fun sensory activity! Whether you paint pottery, work with clay, or offer mosaics, all these options can be transformed into 
powerful sensory play time with just a bit of  planning.
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3. ADVERTISE YOUR PRODUCTS WITH YOURSELF
Show how you use your own products in your home! Have a collection
of  handprint ornaments from your own kids over the years? Have a
collection of  Mother’s/Father’s Day gifts that show the growth of  your
family over the years? What about a dinner set or mug set that you love
and use daily? People love to see your product outside the studio being
used for its proper function in a realistic setting.
	 e What is your favourite piece?
	 e What is your favourite painted sample?
	 e What is your favourite glaze colour/specialty glaze?
	 e What is your favourite medium to work with in the studio?

I’ve mentioned it before, and I’ll mention it again, in the hopes that someone 
can learn from me and get comfortable with showing your face and telling 
your story in connection to your studio. I got too comfortable hiding behind 
my brand and didn’t give myself the credit and recognition I deserved! I 
missed connecting with my audience as an actual person with a name and 
a face besides “Medium Art Studio.” I know how hard it is to consistently 
show up on social media platforms and it may be way outside your comfort 
zone, but I can personally tell you how much more engagement I got once 
I stepped out in front of my brand. I want this success for you and your 
studio so all your hard work for creating and building a thriving and creative 
business can be credited to YOUR hard work! e

Like every studio brand, every studio owner is different, which is 
without question the reason there is such a broad range of  different 
brand styles within the PYOP community. What fascinates me most is 
how studio owners came to be studio owners. Some grew up in the 
industry with their grandparents or parents and carved their own path 
into the industry. Some studio owners (like me) were introduced to the 
PYOP world as a customer of  another studio and a light bulb went off 
in their head and they thought, “Hey, I could do this! And this is how I 
would do it differently.…” Then there are the ones who forged on to 
create a creative business to support themselves and their families and 
opened a studio with multiple mediums for customers to create with. 
This doesn’t mean all studios owners have to check off one of  these 
boxes; everyone’s story is different and unique.
 I’ve posed these questions before for you to have your STAFF 
answer and then post about them on social media, but now it’s time 
to turn the spotlight on YOU as the studio owner! Having been a CCSA 
member, I have heard the “why” of  how some studio owners came to 
be studio owners, but do your customers know your story?

How did you become the owner/operator of your own PYOP studio?

1. INTRODUCE YOURSELF
Have a photo of  yourself  (or each studio owner if  you work as a team),
either posed or action shots in the studio. State when you opened for
business, what made you want to open a PYOP studio, and what
connection you have to your area that customers can relate to.
For example, I grew up in the neighborhood where my studio
was and went to the nearby preschool, elementary school,
and high school. My customers (both kids and parents) loved
hearing that commonality between us and really cemented their
connection to my VERY locally owned and operated business.

2. INTERVIEW YOURSELF
Ask yourself  these questions and include them in social media
posts. For example, if  you still have your grandma’s vintage
ceramic Christmas tree, post a photo and share a story about
it. I can guarantee customers will chime in with similar nostalgic
stories. And all those conversations are happening in your
physical and virtual studio!
	 e Why do you want to work in your studio?
	 e What is your favourite part about working in your 
studio?
	 e What’s your favourite memory/experience working in 
your studio?

You Are Your Brand
By Lindsay Marr Studio

TThroughout my 2022 articles I’ve been focusing on the stories that go into being a PYOP studio owner. My first two articles talked about 
“The Faces Behind the Masks” and mostly spoke about how to get your staff involved with your social media and introducing them to 
your audience. I must admit it was a topic I was curious about, and I enjoyed seeing the feedback and posts studios put out related to 
my articles so I could learn more about your studio and staff! As fun as it would be to visit every PYOP studio and learn the stories for 
each, that’s not doable, so posting about it on social media is the next best thing.

STUDIO SPECIAL
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tone and messaging in all copy you write: social media captions, text 
prompts in videos and stories, blog posts, product descriptions, email 
marketing—basically every touchpoint you have with your customers. It 
should positively reflect your brand, whether it’s humorous or matter-of-
fact, and speak to your ideal customer(s). Consider how they like to talk 
to their friends and family. What terms do they use or avoid? With all of  
this combined, you can craft a brand voice that effectively communicates 
your message AND converts sales. 
      Now that a foundation is laid, it’s time to build a formula of  what 

channels are posted on, how often, and with what type 
of  content. This formula—your social media 

strategy—should be unique to you, your 
business, and your brand. There 

is no-one-size-fits-all solution, 
I pinky-promise you! Although 
crowdsourcing your peers can 

be helpful, use the data found in 
your social media analytics to guide 
what’s working and what isn’t. Low 
engagement on a post means it 
didn’t resonate with your audience 

and the mark was missed in either 
voice or visuals. It doesn’t mean the 

algorithm is against you! Stick to 
your branding, constantly assess 

and tweak your posts, 
and reap the reward 

of  your efforts. 
Happy posting! 
e

Your audience is more than who is currently coming to your studio or 
has been in in the past. It’s also who you want to bring in—the “ideal” 
customers your business wants to attract. It’s likely that parents and 
families fall somewhere in your ideal audience. But with every passing 
year, new generations are creating families and now fall in that category. 
This means the concept of  your ideal parent customer is always evolving. 
What are the likes, needs, wants, and problems Gen Z families in your 
area? What about for Millennial parents? Gen X parents? Although they 
have similar day-to-day experiences, their personalities, communication 
styles, media consumption, and interests all vary. Establish three to five 
types of  ideal customers, from a 45-year-old mom who loves cooking 
and The Bachelor, to the 20-year-old college student looking for a fun 
friend’s night out, and everyone in between. Consider these ideal 
customers, along with your existing customers, when you create 
experiences for your studio and the marketing materials to 
accompany them. 
      Branded visuals break down to photography, colors, class and 
floor samples, graphic designs, studio design, and the feelings 
you wish to draw out of  the consumer viewing it (online or 
in person). When your post appears in their feed, what’s 
the intention? Do you want them to feel inspired? Peaceful? 
FOMO? A bit of  a tear jerker? From there, determine what 
type of  content will best deliver your message. Consider long-
form video, short videos like reels, photos, multi-photo posts, 
stories (FB or IG), live videos, etc. When your content format 
and message is decided, it’s easier to plan the visuals that 
will best portray your brand and intention of  the post. 
Inspiration might look like a flat lay of  a finished 
piece or a tutorial video. Pulling on the 
heart strings may be an experience 
photo or a short video of  handprints 
being captured. Think creatively 
and do your best to put yourself  
in the shoes of  your audience(s). 
Remember, you’re creating for 
them!
      What words come to mind when 
you think of  the impression you 
want to leave on your audience? 
What feelings do you want them 
to have after interacting with 
your brand? Use this to guide 
your brand voice. Voice is your 

Build the Foundation
By “MJ,” Michaela Jaskowiak, Social Media & PR Director, As You Wish Pottery, Phoenix, Arizona

IIn house building, the quality and longevity of  the structure is only as good as the foundation. Cutting corners and jumping ahead at 
the beginning only leads to crumbling destruction in the future. The same goes for your marketing on social media. Your branding is 
the foundation. Any strategy that has seemed to work wonders for others can easily flop for your business if  you lack strong branding. 
“Branding” gets thrown around a lot, often haphazardly without supportive information. So let’s break it down to the basics—audience, 
visuals, and voice—to build a foundation that can set you up for ease and confidence in your marketing. 
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of  your money map. It’s best not to think of  your annual tax return 
and filing as the foundation of  your business plan. Don’t manage your 
business and your life from it; it’s just a snapshot, one moment in time 
in the four-season lifecycle of  your studio. Immerse yourself  in day-to-
day information with a competent and classy CPA who knows the big 
picture and eliminates surprises.

FIX WHAT NEEDS TO BE FIXED. Is your entity structure appropriate? 
Are you sure you have the appropriate depreciation elections? Are you 
paying yourself  and your family? Are you confident in your financials? 
Are you future-proof  and expansion ready? If  the answer is no to any 
of  the above, now is the time to fix that.

BE PREPARED. Make great decisions, boost 
profits, and keep Uncle Sam off of  your back. 
Tap into the sustainable growth strategies for 
maximum progress, productivity, and profit. A 
CPA (shameless plug for this gal!) can help you 
to force-multiply the success of  your studio and 
find an easy way out of  operations overwhelm, 
decision fatigue, and fear of  surprises.

MAKE THE MOST OUT OF YOUR STUDIO INVESTMENT, 
WITHOUT IT TAKING THE MOST OUT OF YOU. You didn’t get into 
this business to spend all day putting out fires and keeping up with 
changes in employment or tax law. Bootstrapping may have worked 
for our grandpas, but it’s not going to work for us. Modern business 
ownership, studio or otherwise, requires a team of  amazing experts 
humming along happily to make it all work. Then you can get back to 
the things you love about studio ownership like putting smiles on the 
faces of  your guests.

HAVE FUN YOURSELF (OR NO ONE ELSE WILL EITHER). Be your 
own best customer. If  you’re not having fun, it’s highly unlikely that your 
guests will have fun. Plus, how else are you going to create your own 
life “to taste?” e

PYOP Accounting is a full-service CPA and accounting enthusiast team 
headquartered on tranquil Lake Wylie, South Carolina, at your service. 
PYOPaccounting.com

Not everyone is so optimistic about the future of  our industry, but the 
numbers don’t lie. Many are still stuck in the dark thoughts of  recent 
struggles throughout COVID, but I’m here to tell you, we’re past that. 
The sales took a dive but we are now into recovery mode and climbing 
to new all-time highs.

HOW’S THE RECOVERY GOING? In my recent webinar, I updated 
studio owners on the state of  the industry. It’s painful to look back and 
see that we had a 53% decrease in sales from April 2020 to March 
2021. The COVID effect was massive, but did you realize that there has 
been an 80% increase for the 12 months ended in April 2022? That’s 
amazing. Studio revenues are higher now than their pre-COVID highs, 
which we thought were awesome then.
       That doesn’t mean you can just go back to 
autopilot, though. With the new highs in sales 
come new challenges in labor costs, inflation, and 
supply chain issues. You’ll need to keep using 
your resilient tactics that you pulled out for COVID 
to approach today’s new highs too.

KEEP A CLOSE WATCH ON YOUR SCORECARD. 
Your targets:
	 e Payroll: no more than 20% of  sales
	 e Cost of  goods sold (not including supplies): no more than 18% 
of  sales
	 e Rent: no more than 16% of  sales
	 e Profit: at least 15% of  sales (25% if  you are not on payroll as 
the owner)

SET A HABIT TO SET ASIDE FOR TAXES. With profits rising back to 
record highs for studios, make a habit to set aside money for taxes. I’m 
often asked, “How much?” Everyone’s tax situation is different, but if  
you set aside at least 10% of  your sales for taxes, that’s a good place 
to start. Don’t spend 12 months a year in anxiety about what you’ll owe 
Uncle Sam at tax time. Once you and your trusted accountant ease your 
studio into gigantic growth without gigantic taxes, you’ll start to feel 
very comfortable with how and when taxes get paid.

THE BEST TIME TO HIRE A YEAR-ROUND ACCOUNTANT IS 
YESTERDAY. Of course, nothing can take the place of  working with 
a year-round accountant. Year-end tax prep is but a blip on the radar 

The Storm Is Over and the 
Sun Is Shining on PYOP Again
By Donna Bordeaux, PYOP Accounting

WWith outward-bound creative experiences and group activities back on the rise and a love for the ceramic arts at an all-time high, 
industry numbers are back on the board and studio owners are in a unique position to take advantage of  vast opportunities.

STUDIO SPECIAL
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in an understaffed restaurant for a glass of  wine. People waiting on 
instructions at your studio will quickly get bored or annoyed, and might 
leave with a negative impression. 
       Trustworthiness When mistakes are made, be honest. Offer refunds 
or credit promptly and without argument. Make sure your policies are 
consistent and fair, and train your staff to be competent to communicate 
your policies as well. Make sure they are clearly stated on your website 
to avoid confusion. Bend the rules when you can. Offer what you CAN do 
instead of  what you CAN’T do. A good business reputation is like your 
personal character. Make sure it is something you can be proud of. 
       Service to your community As the owner of  a small studio in my small 
hometown, I have many opportunities to give back to my community. 
People will remember the businesses that sponsored a Little League 
team, or donated to a charity, scholarship, or fund. Depending on your 
region, the investment may be well worth the money spent. Post your 
involvement on your website and social media pages. People will talk 
about your business as one that cares about the community. Join your 
local Chamber of  Commerce and seek out ways to get involved. Your 
business reputation will shine!
       Be a great employer Treat your employees well, and they will 
treat your customers well. I recently hosted a staff meeting after studio 
hours and hired a yoga instructor to teach a class. We had a pizza 
party afterwards. They thoroughly enjoyed it, and enjoyed spending time 
with their coworkers. Word will get out that you are an employer people 
want to work for, and you will attract prospective employees. People also 
like to support businesses that are good to their employees. Jessica 
Pryce-Jones, author of  Happiness at Work, states, “Happiness at work 
is closely correlated with greater performance and greater productivity, 
as well as greater energy.” Being a great employer is a big win for your 
business reputation.

Providing a good customer experience, and putting these strategies to 
work, will not only help maintain your business reputation, it will help 
your business grow. Definitely something to be proud of! e
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Let Your Reputation Precede You
SERVICE WITH A SMILE

By Patti Forte, Fahrenheit Ceramic Studio, Pitman, New Jersey

Prior to opening my studio in 2014, I was the children’s librarian in my 
small hometown for 20 years. You can say my reputation precedes me 
and I am proud of  that. Now, as a full-time studio owner, I seek to have 
a business reputation that precedes itself  too. Just remember, there are 
good reputations and there are bad reputations.
       A customer experience at your studio is one of  the most important 
aspects of  your business. Your studio’s customer service can make 
or break a loyal customer and also your reputation. Protecting your 
business’s reputation is key to success and longevity. Good reputations 
don’t just happen overnight; they are created one customer at a time. 
No one wants to be the business in town with the bad reputation: their 
website and Facebook page are rarely updated, their curb appeal 
lacks interest, their staff is unhelpful, and the list goes on. Here are 
some things I consider when building and maintaining a good business 
reputation.
       Friendliness Have you ever heard the saying “You never get a second 
chance to make a first impression”? Keep this in mind when greeting your 
customers. I have a sign above my front door that reads HAPPY PLACE. 
As soon as the customer walks through the front door, I hope it becomes 
one. Be happy to see a customer! They are the reason for your business, 
not an interruption. Express it with a cheerful greeting, a friendly smile, 
and a welcoming atmosphere. I train my staff to give special attention to 
new customers. In the course of  your operation, you may encounter an 
occasional customer who treats their painting experience as a therapy 
session. While it is a good idea to stay on task and not let customers 
unload delicate problems that are best told to professionals, always 
spare a moment to converse with regular customers who need an ear.
       Dependability Are you open the hours that are posted? Make 
sure your website, social media pages, and Google listing have your 
updated hours. There’s nothing worse than arriving at a business 
only to find they are closed or on vacation. Make sure you have ample 
staff to handle a busy studio. Customers should not have to wait too 
long if  they need assistance, or even want to ask a simple question. 
We’ve all experienced the mounting annoyance of  waiting too long 

T“That’s what Rocky is all about: Pride, reputation, and not being another bum in the neighborhood.” —Sylvester Stallone
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With a small or medium round brush, paint the bottom 
portion of  the mountains with 2–3 coats of  Black mixed 
with White to make gray.

With the small or medium brush, paint the tent with 2–3 
coats of  Ivory. Add a bit of  Yellow along the top of  the tent 
and in the corners.

Using the small or medium brush, paint the grass and trees 
with 2–3 coats of  Medium Green.

Using the liner brush with Black, outline the mountains and 
tent, and create the line work inside the top two portions of  
the mountains.

With the corner of  the fan brush, add some lines to the 
trees with black.

With the liner brush, add a Yellow and White moon to the 
sky. Let dry.

Glaze and fire to Cone 06. e

SUPPLIES
 Bisque: Mug
 Pattern
 Tissue paper
 Pencil
 Marker
 Small and medium round brushes
 Fan brush
 Liner brush
 Rubbing alcohol

GLAZE COLORS
 Speckled Black Light Blue Bright Blue
 Black  White  Ivory
 Medium Green  Bright Yellow

Place the tissue paper over the pattern and trace the 
design with a pencil. Position the tissue tracing on the mug 
and retrace the design with a marker. (The marker will 
bleed through the tissue, transferring the pattern.)

Using a medium round brush, paint the background with 3 
coats of  Speckled Black, working around the traced design. 
With a fan brush, paint the inside of  the mug with 3 coats 
of  Speckled Black.

Using a small round brush, paint the upper portion of  the 
mountains with 3 coats of  Light Blue. Drip a bit of  rubbing 
alcohol on the Light Blue, then paint the portion below this 
with 3 coats of  Bright Blue. Drip a few drops of  rubbing 

alcohol on the Bright Blue.

Explore 
the 
Mountains

STEP
1

STEP
3

STEP
2

STEP
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5

STEP
7

By Tiffany Schank, Elodie’s Oddities, Scottsbluff, Nebraska

TThe project is shown on a mug but the pattern also lends itself  
to use on a plate.

STEP
8

STEP
10

STEP
9
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www.pyopstudiostuff.com
www.kilnshield.com


Create a textured paintbrush by crinkling up foil and 
forming it into a dowel. Don’t compress the foil too densely; 
you want to keep the texture.

Pencil on a stem and leaf  shape. Dip the foil into the 
desired paint color and dab it onto the leaf. Use two 
shades of  the color to add more depth. There is no right 
or wrong way to use the foil brush. Dap it, roll it, squash 

it—let painters experiment and enjoy the different textures.

With a wadded up paper towel, swipe or dab to fill in the 
stem with chosen color.

Load a brush with Taupe or another a light neutral color 
and lightly splatter the background. It’s okay to get it on 
the design.

Pencil or trace on a jack-o’-lantern face and fill it in with 3 
coats of  Black. Let dry.

Glaze and fire to Cone 06. e

SUPPLIES
 Pottery piece of  your choice
 Cardboard
 Sponge
 Foil
 Paper towel

GLAZE COLORS
 Autumn hues 
 Taupe or other neutral color 
 Black

Cut the cardboard into a pumpkin shape that fits the 
pottery piece.

Tear off the top layer of  cardboard to reveal the wavy 
corrugation inside. (It may not come off in a single tear.) 
Remove a good amount off, but leaving some behind adds 
to the texture.

With a sponge, dab on the chosen color. Use 2 shades of  
the color to add more variation. (If  this is for a sensory 
event, try making your pumpkin blue to represent autism 
awareness.)

Place the cardboard paint side down onto your piece and 
rub evenly. Remove the cardboard.
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STEP
1

STEP
2
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3

STEP
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STEP
5

Sensory 
Pumpkin 
Plate By Susan Bucci, Painted Peacock, Greenville, North Carolina

TThis super fun and easy design uses unique “paintbrushes” to stimulate the senses and is perfect for your next Sensory Creative Time. 
You can swap out the cardboard for bubble wrap or another texture to create a different look and feel. There is no right or wrong way 
to use texture applicators, so allow customers to experiment, and see how using them in different ways changes the final outcome. Just 
holding these different brush textures is part of the sensory experience.
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With soft fan, apply 3 coats of White Cobblestone to pumpkin 
body (not stem). Allow glaze to lose shine before second and 
third coats (but don’t wait until dry enough to crack).

With soft fan, apply 1 coat of  White to the top half  of  the 
pumpkin (not stem). After the coat loses shine (but before 
it’s dry enough to crack), dip the same brush into Teal Blue 
and blend down to the bottom of  the pumpkin.

Squatty Pumpkin 1: With soft fan, apply 3 coats of  White 
to the stem. Allow to dry between coats.

With soft fan apply 3 coats of  Teal Blue to pumpkin body 
(not stem). Allow to dry between coats.

With soft fan, apply 2 coats of White Cobblestone to pumpkin 
body (not stem). Allow glaze to lose shine before second and 
third coats (but don’t wait until dry enough to crack).

Squatty Pumpkin 2: With soft fan, apply 1 coat of White to 
top half of pumpkin (not stem). Dip same brush into Teal Blue 
and blend to bottom of pumpkin. Repeat for total of 3 coats.

With soft fan apply 3 coats of  Teal Blue to stem.

With soft fan, apply 3 coats of White Cobblestone to pumpkin 
body (not stem). Allow glaze to lose shine before second and 
third coats (but don’t wait until dry enough to crack).

Stilt and fire all to cone 06. e

By Elizabeth Carey, Mayco

SUPPLIES
 Round Hammered Pumpkin (MB-1568)
 Squatty Pumpkin (MB-1043)
 #4 soft fan brush

GLAZE COLORS
 FN-001 White
 FN-042 Teal Blue
 SG-202 White Cobblestone

Hammered Pumpkin 1: With the soft fan, apply 3 coats 
of  White to entire pumpkin. Allow to dry between coats.

With soft fan, apply 3 coats of  White Cobblestone to 
pumpkin body (not stem). Allow glaze to lose shine before 
second and third coats (but don’t wait until dry enough to 
crack).

After step 2 loses shine (but not when it’s dry enough to 
crack), use soft fan to apply 1 coat of  Teal Blue to pumpkin 
body (not stem).

Hammered Pumpkin 2: With soft fan, apply 3 coats of  
White to pumpkin body (not stem). Allow to dry between 
coats.

With soft fan, apply 3 coats of  Teal Blue to stem. Allow to 
dry between coats.
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Teal Cobblestone Pumpkins
STEP

6
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SUPPLIES
 12”x12” canvas  #16 bright brush
 #10 bright brush  #6 round brush

ACRYLIC PAINT COLORS
 Blockout White   Black 
 Raw Sienna   Burnt Umber
 Green Oxide   Chrome Yellow

Black underpainting: Paint Canvas Black

Gray wood Background: Brush: #16 Bright. Mix a medium 
gray with black and white. Using long, vertical stokes paint 
the whole canvas with streaks of gray. When dry, add another 
layer of light gray, dragging with a dry or slightly damp brush. 

(Paint the whole canvas. No need to leave a circle like in the photo.)

Black Wreath Base and Chalk Outlines: Brush: #16 
Bright. Paint a black circle for the wreath base, then draw 
a chalk outline for the bow, the pumpkins and a simple 
“snowman” shape for the owl. 

Right Side of Wreath: Brush: #6 Round. Load your pointy 
brush with burnt umber and paint squiggley branches down 
the right side of the wreath. Layer burnt umber and white. 
Layer raw sienna, and raw sienna and white. Leave little bits 

of black showing. Paint a white base coat for the bow and pumpkins. Paint 
brown centers for the sunflower centers. 

Green Leaves: Brush: #16 Bright. Paint a bunch of round 
leaves with green oxide, then mix a little green and white and 
paint several oblong leaves. 

Owl: Brush: #6 Round. Mix light gray and using small stokes 
fill in the border or the head making fluffy marks. Give him little 
ears. Add gray for the wings and the outside of the stomach. 
Paint all the strokes going out from the eyes. Follow the curve 

of the body for the wing and stomach. Add extra white radiating out from 
the eyes, and down the middle of the stomach. Finally, add a black beak, 
black eyes, and a little black under the wing. 

Bow Pattern: Brush: #10 Bright. Mix a light gray with 
black and white and make criss-cross stripes on all the bow 
sections. With the same brush add black squares on all the 
intersections. (Just one simple, tiny stroke becasue the #10 

brush is square). Don’t worry about perfection, it can be messy and still 
look amazing!

Light Green Details: Brush: #6 Round. Mix green oxide, 
chrome yellow and white to make a bright, lime green. Make 
small round dots to fill in gaps or overlap the previous leaves. 
make several clusters of light green dots. 

Give the darker green leaves a bright center line or one bright edge. 

Pumpkins: Brush: #10 Bright. Mix burnt umber and white 
and paint the pumpkins light tan. Add light brown, curved 
lines radiating out from the center to make the sections of the 
pumpkin. Add a little raw sienna to shade part of the sections. 

Highlight the middle of the sections with straight white. 

Whoo 
Loves 
Fall
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By Michele Muzones, Art Rave Studios
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Sunflowers: Brush: #6 Round. Paint the petals of the 
Sunflower with white mixed with a little raw sienna. Start from 
the outside and stroke towards the center so the tips of each 
petal are slightly rounded, like the tip of the brush. Add raw 

sienna to the base of each petal stroking from the center out. Add straight 
white to highlight the petals and pop out a few tips. With white still on the 
brush, add some dot highlights to the clusters of light green.  

Sunflower Centers and Pumpkin Stems: Brush: #6 
Round. Repaint the outside edges of the flower centers giving 
them a black edge and leaving the centers brown. Add small 
black stems to the center or the pumpkins. With Black and 
a little water add a black wash under the wreath and under 

some of the leaves to create a shadow on the wood background. e

STEP
10 STEP

11

Michele Muzones is an artist, educator, and owner of Art Rave Inc and Art Rave Studios. 
She teaches her own painting events and licenses her artwork for others to use. If  you enjoy this design, check out her website, 

artravestudios.com and see if  her artwork and licensing program will be a good fit for your studio!



Set the lid and body aside. For the stem, use the small ball 
of  clay to roll a coil on a flat surface. To make a stumpy 
stem (similar to the image), gently pat the end of  the coil 
on a flat surface, then turn on the opposite end and firmly 

pat until it becomes wider than the other end. If  you prefer a curly 
stem, continue to roll a long coil, applying more pressure to one end 
to make it wider than the other. Then gently curl the coil to your liking. 
To ensure proper attachment, slip and score at least two contact points 
for the curly stem.

Attach the stem to the lid by scoring the top of  lid and base 
of  stem with a needle tool. Apply slip with a brush to both 
areas, then firmly press the stem to the lid and smooth the 
join with fingers or brush.

To create the ridges on the pumpkin, place the lid on the 
body and use a wooden knife to create indentations along 
the body and the lid.

To turn the pumpkin into a Jack-o-lantern, use a needle tool 
to carve out the face. Make sure to be gentle when cutting 
because the clay is soft. Let dry.

Fire to cone 06, then glaze as desired and fire again to 
cone 06. e

SUPPLIES
 1–1.5 lbs stoneware clay
 Needle tool or toothpick
 Slip
 Brush
 Wooden knife or other carving tool
 Glazes of  choice

GLAZE COLORS
 Orange
 Green

Divide the clay into large, medium, and small balls. The 
largest ball should be twice as large as the medium. The 
medium ball should be twice as large as the small.

For the body, make a pinch pot from the large ball of  
clay by pinching the clay with your dominant fingers and 
thumb. Cradle the ball of  clay in your nondominant hand to 
maintain the round shape. Continue to pinch the clay until 

the walls are roughly the same thickness throughout. Avoid making 
walls that are thinner than 1/4”

Set the pumpkin body aside. For the lid, gently flatten the 
medium ball between your palms, then pinch the edges 
upward until it begins to look like a shallow dish. Measure 
the lid to the body to ensure they are the same width, and 

adjust if  necessary.

JJust in time for fall, this pumpkin pinch pot will be a fan favorite with all ages and can be adapted to different skill sets. Even carve out a 
face to make it into a Jack-o-lantern! 
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Pumpkin 
Pinch 
Pot
By Gleidymar Rivera, 
The Firestone Art Studio + Café, 
Manchester, Connecticut
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MaycoColors.com

PROJECT INSTRUCTIONS

STROKE & COAT®

MB-1575
Faceted Tumbler

MB-1576
Arched Tumbler

MB-1580
Retro Mug

With over 80 colors in the Mayco Stroke & Coat® 
line, there’s something to please everyone. From 
bold and bright to muted and retro, you can build 
infinite color palettes for any design imaginable. 
Expand your color range ever further with  
Stroke & Coat’s® intermixable properties! 

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/projects/retro-mug-and-tumblers/
https://www.maycocolors.com/color/fired/stroke-coat/


MaycoColors.com

 ctoler@maycocolors.com

READY TO SWITCH?
Contact Crista Toler for more info!

WHY STROKE & COAT®?
Stroke & Coat® was the first glaze created with the 

PYOP studio in mind. Compatible with earthenware 
bisque, clay, and stoneware, Stroke & Coat® can be 

used to create intriciate designs, watercolor, all over 
coverage, and a variety of other glazing techniques. 

The glazes will not move or blend, but are easily 
intermixable for a custom color palette and fire 

glossy without clear. Your customers will  
use every last drop!

WHY MAYCO?
Mayco is family-owned and serves a broad 

community of artists in the ceramic industry. With 
over 150 distributors, you can easily get your glaze 

where it is most convenient for you! All Mayco glazes 
are made in the USA and tested for consistency. 

Mayco offers technical support, education, projects, 
event programming, and best practices to studios.   

Mayco is your partner in success!

HOW IT WORKS
We’ll send up to 100 bottles of Mayco 

Stroke & Coat® in 8 oz. or 16 oz. bottles.* In 
addition to the new glazes, you’ll receive 
a welcome kit that includes a selection 

of other Mayco glazes, new projects, 
instructional videos, and more! Keep and 

use up your existing color. No need to pack 
it up and send it to us. We make it easy!

*One-time offer and is not a bottle-for-bottle switch.  
Not to be used for new studios.

We invite you to join the Mayco family by switching to 
Stroke & Coat®!  Vibrant colors, unparalleled coverage, 
and versatility make Stroke & Coat® the glaze of choice 

for paint-your-own-pottery studios. 

It’s time for a  
MAYCO-VER!

Dinnerware Safe

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/
mailto:ctoler@maycocolors.com


MaycoColors.com

MB-1575
Faceted Tumbler

MB-1578
Knit Mug

TREND SPOTTING :

TEXTURE
Mayco’s Textured Vases, Mugs, Planters, and 
other textured shapes hit the mark when it 
comes to beauty, function, and decorating 
opportunities. Accentuate the texture of 
these forms, whether delicate or defined, 
with a variety of glaze applications.

LEARN MORE

https://www.maycocolors.com/trend-spotting-texture/


MaycoColors.com

Are you looking to add Stoneware into your 
studio? Join Mayco 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.

LEARN MORE

LEARN MORE

ADVANCED

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. 

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

Take advantage of Mayco’s training 
programs and capture a new market!

TAKES YOUR STUDIO 
TO THE NEXT LEVEL !

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/stoneware-camp-on-demand/
https://www.maycocolors.com/events/advanced-stoneware-camp-on-demand/
https://www.maycocolors.com/events/advanced-stoneware-camp-on-demand/
https://www.maycocolors.com/wendy-ives/


A V A I LA B L E  O N LY AT B I S Q U E I M P O R T S . C O M
P H O N E : (888)  568.5991 |

4757

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


OOCCTTOOBBEERROCTOBEROCTOBER
E V E N T S

A V A I LA B L E  O N LY AT B I S Q U E I M P O R T S . C O M
P H O N E : (888)  568.5991 |

Scan the  and book your tickets before they’re gone!

O C T  1 2 O C T  1 0 - 1 1 

OR START UP

YOUR
STEP UP 

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


A V A I LA B L E  O N LY AT B I S Q U E I M P O R T S . C O M
P H O N E : (888)  568.5991 |

NEW PROJECT & VIDEO
ft. Linsey Hutchins

SCAN THE QR CODE
And get started today!

Firefly
Gnome

Lighted

1152

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


S I L K S C R E E N S

A V A I LA B L E  O N LY AT B I S Q U E I M P O R T S . C O M
P H O N E : (888)  568.5991 |

GET SPOOKY
W i t h  B i s q u e  I m p o r t s

®

1114

2011

B I S Q U E L I G H T S M O S A I C  B A S E S &  M U C H  M O R E !

www.bisqueimports.com
https://www.bisqueimports.com/Faceted-Navigation?&keyword=halloween
https://www.facebook.com/bisqueimports/
https://www.instagram.com/explore/locations/695527184/bisque-imports/
https://www.youtube.com/channel/UC3_YkURjNVH79BJroRaBSYQ
https://www.pinterest.com/bisqueimports/


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


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.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


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


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


Light kit 
included!

A. #5403 Haunted Halloween Tree Light Up 13"H x 10"W • B. #5407 
Acorn Lantern 6.75"H x 5"W • C. #5404 Small Round Pumpkin 4.75"H x 5"W

D. #5406 Wood Whittled Jack -O- Lantern 6.75"H x 7.25"W   

Trick or Tree?

COMING SOON!

Follow us!
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• Premium quality color
• See their vibrancy!
• Booles fully empty
• Delight in their versaality!
• Light over dark coverage
• Made in the USA

If you’re interested in trying ourIf you’re interested in trying our
Fun Strokes™, please contact your
Customer Service Representaave
for FREE samples and details on 
our color swap program.

 

Colors so bright you’ll want every shade!

Get the details!
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Subscribe 
is on YouTube!

Today!
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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.
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