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In September, we held our first in-person CCSA Board of  Directors Meeting since 2019. It was so great to be back 
in person and to meet a few new board members for the first time and get to know everyone over a few days of  
meetings. We welcomed three new board members: Cheryl Tisdale, Morgan Ouellette, and Jamie McCabe, who 
came with great ideas and eagerness to move the CCSA forward. With the rotation of  the board that meant we 
also said goodbye to two outstanding board members: Tracy Shultz, who served for six years, through some of  
the most difficult times that our industry has faced, with four of  those years as president. Sophia Dzialo served 
three years and has been lead on the Education Pillar all three years. I will greatly miss the influence these two have 
on the industry and the CCSA during their time on the board. And I thank them for their service. We will hold Board elections in May 2023 and we 
would love for you to consider running for the board because we will have three open positions at that time.
 On October 18 we hosted our Annual Member Meeting via Zoom. This meeting is normally held at our annual convention, but we didn’t want 
to miss the opportunity to connect. This is a time to review the accomplishments over the last year and look into the future. If  you were not able 
to join us live, you can find the recording on the CCSA website under Webinars.
 I wish you the best as you go into the fourth quarter, and remember that we are here to help any way we can.

 Dena Pearlman
 Executive Director

Well, here we are ending 2022 and looking forward to what 2023 brings to us all and to our businesses. The 
board has begun planning the 2023 convention and I have to say that personally, that’s what I’m most excited 
about going into 2023! Its been a hard couple years not seeing all our pottery friends. As we all know, we learn 
more from each other when we can be together and brainstorm and chat over cocktails. Not to mention the 
classes—even if  you take away just one nugget or one actionable tidbit, it’s totally worth it.
       As a board, we’ve been able to actually meet in person again and it was so refreshing! It’s amazing how 
much more energized and motivated you are when you can truly see the people you’re talking to in person. We’re following up that meeting with 
another meeting in January at the convention hotel in Reno. So again it will feel so good to see everybody and actually feel like we’re sinking our 
teeth into planning convention. 
       The board meeting was a little bittersweet because we had two board members who rolled off the board prior to the meeting so we weren’t 
able to have Tracy Schultz or Sophia Dzialo meet in person. They were so missed and I thank them so much for their service for these last three-
plus years. The good news is we were able to have Jamie McCabe, Cheryl Tisland, and Morgan Ouellette join us in Orlando for their first board 
meeting. We are so excited to have them join our team and can’t wait to see what we all come up with for the CCSA, or members and suppliers this 
year. To echo what Dena said, please think about running for the board of  directors. It’s a great way to give back to our association, which works 
tirelessly to give us all a leg up in our business. 

Katie Yallaly
CCSA Board President 

WELCOME
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COVID-19:

MESSAGES OF 
SUPPORT FROM 
SUPPLIERS
KILN KILN 
GODDESS GODDESS 
Do you know your seasons?
 I don’t mean winter, spring, summer, 
and fall. I mean your store’s seasons—
when you are busy and when you aren’t. For 
us, we have times when we are not busy no 
matter what we try (kids back to school until 
October), weekend-busy (January–May), 
weekday-busy (summer, because kids are 
out of school, plus camps), and Christmas, 
which starts in October and lasts until kids 
go back to school in January. Christmas 
is busy all the times we are open, and 
sometimes when we aren’t.
 Before an employee’s first Christmas, 
I warn them that it’s just a whole different 
kind of busy. And customers are a whole 
different kind of…lots of things. You can’t 
have enough kilns or employees or parking 
on the second Saturday in December. I 
joke that at the end of that day each year 
it looks like a pottery shop threw up in my 
store. I lose track of how many handprints 
we do. It’s exhilarating and it’s exhausting 
and it’s why we do what we do.
 Knowing that the season is coming 
helps. Forewarned is forearmed, after all. 
It’s an annual holiday that seems to sneak 
up on our customers, even if  we can’t let 
it sneak up on us. Whether you’ve been 
open one year or twenty-one, whether you 
celebrate it or not, you know that Christmas 
is a force.
 So what I want you to do is to get 
ready to ride the wave, and then…RIDE IT. 
Know you can do all of  the things. We make 
everyone’s holiday better because of what 
we do. You can show why our stores are the 
most essential part of Christmas because 
we are the traditions and memories and 
what everyone will treasure for years to 
come. You can help your customers win 
Christmas. You can win Christmas.
 Did I forget to mention how insanely 
competitive I am? Yeah, that’s me. I want 
to be the best, and so do my customers, 
or at least I assume that they do. Winning 
Christmas is totally a thing that can happen. 
After all, ’Tis The Season. And it’s our 
season to shine. e

3CCSAtoday  •  Fuel Your Creative Fire  •  Winter 2022

Ineffable Memories 
in the Studio

THE SILVER LINING

The money is as good as spent when the 
decision was made to walk through the door, 
so all that’s left is to pick out their piece to 
paint. Their cold fingers point to our shelves 
of  coffee mugs and teacups as they imagine 
sitting in their favorite nook with a book and 
a hot cup of  chamomile. They admire our 
teabag holders and think of  how lovely it 
would be to paint a matching set. 
 “Mom!” Thoughts are interrupted by the 
six- and eight-year-old’s discoveries of  pieces 
they’d like to paint for their own. She sharply 
tells them not to pick anything up and is 
quickly reminded that there is no time during 
the holidays to quietly enjoy a quiet cup of  tea 
and a book she’s been trying to finish since 
the end of  last summer. 
 Our vintage Christmas trees catch 
customers’ eye and they tell us of  their 
mom or grandmother or favorite aunt who 
used to have one and how they made it and 
it’s been in the family for years. And we will 

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

It’s chilly and crisp and you can see every exhale in the sharp air outside. But fear not! 
The kiln is running and it’s cozy and warm in our shops. Our windows are adorned with 
shimmering cutouts of  frosty snowflakes and the cheery charcoal smiles of  snowfriends 
beckon our customers to come in and make a fond memory. The faint smell of  warming 
cinnamon sticks and nutmeg from a melted wax cube gives a welcoming hug to our 
chilly customers. 

listen and nod and smile and pretend that we 
haven’t heard the same story countless times 
before. Finally, they’ll decide on a sweet little 
gingerbread man staring back from his line 
of  friends on a shelf, waiting patiently to be 
chosen. As they sit, they will cover him in a 
rich brown. They will use our writer bottle to 
add two glossy black eyes and a crooked little 
smile, and will paint wavy red lines to mimic 
sugary icing, and yes, they will most definitely 
ask us to unclog the writer bottle they picked. 
We will clean it out for them and when it 
is flowing nicely, they will make big white 
glimmering buttons on their new purchase. 
 They will calmly paint and get lost in their 
work as their concern turns from laundry and 
dinner to “How many coats have I done?” 
They will hum along to the familiar and 
soothing holiday music and compliment their 
little ones on their gloppy purple angels and 
messy candy canes. They will smile as they 
pay us, happy to be marking “teacher gifts” 

off of  their list of  things 
to do. Our customers may 
not remember the trip 
to Walmart or Target to 
grab the latest toy that 
will be forgotten about by 
February, but every year, 
when they unwrap their 
shiny gingerbread man 
and place it on the mantel 
above the fireplace, 
they will remember their 
experience in our magical 
shop, and they will smile 
at the memory. e
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I
Hiring and training staff is a lot like working with clay. One of  my 
favorite mottos when it comes to hiring is “Hire the smile, train the 
style.” So often we get caught up searching for experience and 
knowledge in job applicants because it may be easier to train someone 
who’s starting with a little experience under their belt. However, it will 
always be easier to mold a fresh lump of  clay into 
your perfect employee, rather than reshaping 
the training that’s already been instilled in them. 
This applies to customer service standards, PYOP 
operations, cleanliness—everything!
      With this in mind, always seek out the employees 
who already have innate characteristics such 
as work standards, integrity, respect, a positive 
attitude, friendliness or personability, drive, and 
coachability. Train these employees on your policies, 
expectations, product knowledge, and so on, and 
you’re guaranteed to have a solid sales force 
working your studio floor every day! Assuming you have a team full of  
“smiles,” here are my top tips for helping them perfect their selling style. 
 The comfortable conversation starts with the culture you 
create. Company culture is the combination of your formal and informal 
procedures, behaviors, and values, all of which create the experience 
shared with both customers and employees. A strong culture stems from 
the knowledge and confidence gained by way of thorough staff training, 
an open-door policy for questions and concerns, and attentiveness to their 
experience as an employee. Happy employees make for a positive studio 
environment, leading to increased 
comfortable chats between the 
team and customers. Essentially, the 
culture you create can improve your 
employee retention rates, attract 
better candidates, and create lifetime 
customers. 
 Selling to a customer 
should feel like making a 
suggestion to a friend. If  you’re 
out shopping with a friend and they 
try on a stellar pair of jeans, it’s 
natural to suggest a cute belt to 
match. The same goes for customers 
painting in the studio. Someone 
painting a mug may need a matching 
one for a significant other or their 
bestie. Someone painting a chip 
bowl will need a vessel for dip. An 
employee just has to suggest it! 

Hire the Smile, Train the Style
By “MJ,” Michaela Jaskowiak, Social Media & PR Director, As You Wish Pottery, Phoenix, Arizona

Imagine you’re hand-building mugs with clay. After your first mug, you realize there are some wonky bits that aren’t quite up to standard, so 
you tweak the mug to get it just right. Once you get to your desired look, you move on to creating the second mug. Starting with fresh clay, 
you achieve the desired look more easily than when you were adjusting clay that had already been shaped.

BUSINESS SENSE

 Cold sales are cringey for all involved. Speaking of  making 
a sale with suggestions, they also have to be relevant suggestions that 
actually benefit the customer. The only way to find out what’s a relevant 
upsell or suggestion is by getting to know who is walking through your 
door every day. Basic get-to-know-you questions can go a long way in 

creating a friendly connection with your customers: 
“What’re your plans for Halloween this year?” 
“Who’s your favorite superhero?” “What (school) 
grade are you in?” and “What’s your favorite 
color?” Finding commonalities to chat about helps 
both parties feel more like friends, and helps 
employees know which of  your offerings would 
make a great suggestion to the customer. Make a 
friend, make a sale.
 Provide multiple opportunities to 
buy. Because it’s not always an immediate “yes” to 
the sale suggestion, all elements of your business 

must be supporting the sale your team is trying to make in person. If  the 
customer leaves without buying any upsell suggestions, the seed is still 
planted. Nurture that seed’s growth with social media posts and email 
blasts about the offerings, and provide a way to purchase online. Make 
notes on your copy of their pickup receipt to try and close the sale at 
pickup. This can be as easy as saying, “I remember you were interested 
in the Halloween class we have coming up. Did you want to secure your 
seat in the class before you leave today?” all while wrapping up their 
finished pieces and complimenting their hard work. 

	 Confidence	can	save	the	
sale. At the end of  the day, 
customers are looking to you and 
your team as the experts. Speaking 
confidently about the value of  the 
product, experience, skills gained 
in a class, and so on will often ease 
any hesitations they may have 
with moving forward on the sale. It 
also shows the customer that the 
employee backs what the company 
is offering, further strengthening 
your culture and the likelihood of  
purchasing all in one.
      With these tips in mind, your 
fresh clay employees are sure to be 
molded into contented, confident 
team members. Happy selling! e

ESSENTIALLY, THE ESSENTIALLY, THE 
CULTURE YOU CREATE CULTURE YOU CREATE 

CAN IMPROVE YOUR CAN IMPROVE YOUR 
EMPLOYEE RETENTION EMPLOYEE RETENTION 

RATES, ATTRACT RATES, ATTRACT 
BETTER CANDIDATES, BETTER CANDIDATES, 
AND CREATE LIFETIME AND CREATE LIFETIME 

CUSTOMERS. CUSTOMERS. 
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event. During the event, you can show simple decorating techniques 
such as creating an ombre design, antiquing, or glaze layering. Partner 
with a local mixologist to share cocktail or mocktail recipes and do 
a tasting. Be sure to check your local laws for rules on alcoholic 
beverages. Many people are embracing a lifestyle with less alcohol, 
so offering an event that features tasty mocktails is a great option. 
Mayco’s website has a Cocktail Party Event Guide complete with ideas, 
project images, and instructions, plus pictures you can use in your 
promotions. 

ACROSS THE BOARD
Move over charcuterie—or maybe scooch just a bit. There’s more to 
a snack board than meets the eye. One of  my favorite trends is the 
idea of  artfully piling a category of  food onto a board, plate, or platter 
and inviting your friends over to eat! There’s even a new trend called 
the butter board, where softened flavored butter gets spread over the 
board and then piled with ornate edible toppings.
      Host an event during which customers decorate a platter to be 
used as a serving board. Serve snacks on your own painted samples to 
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BBeyond the inevitable—and most welcome—increase in studio activity during the coming months, the wintertime offers great opportunities 
for events in your studio. Tie those into trends and you’re adding another level to the experience. These ideas will provide a boost after the 
holidays because they work well throughout the winter season.

TREND FLASH

Winter 2022: Trends for Winter Events
Crista Toler, Mayco, Studio Market Manager

REFRESH WITH PLANTS
Incorporating plants into workspaces and homes is hugely popular 
and for plant stylists it’s a full-time job. Yep, plant stylists. While having 
plants in the home or office is not new by any stretch, the art of  hiring 
someone to select and place plants in spaces is a growing practice. 
As the weather turns cooler (depending on where you live, of  course), 
indoor gardening is ideal for the winter months, which equals the 
perfect time for a plant-themed event! Select a variety of  planters, 
containers, and vessels from CCSA suppliers and host a glazing event. I 
love the idea of  partnering with a plant stylist, garden center, or trendy 
plant store to share plant-care tips during the event. Build displays 
in your studio and your partnering store to show off greenery and 
vessels you will promote during the event.

COZY COCKTAILS
Toast the season with a hot toddy or craft cocktail event. Unique 
drinkware such as Mayco’s Textured Tumblers offer a fun shape for 
decorating while doing a cocktail tasting/mixing event. This type of  
event could be done in the studio, in a local restaurant, or as a hybrid 
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tie it all together. Monograms with designs around them are 
an elegant way to decorate them. You could have stencils 
or patterns prepared for each customer to make the 
decorating easy. Glazes that give a mid-range look when 
fired (such as Mayco Elements™) can be used to 
create rustic or traditional-looking designs that would 
look beautiful on a large piece. I’m a big believer in 
partnering with local businesses. Seek out a local 
expert to help curate the right food for your event. 
They can participate by showing how to lay out a food 
board on a future night or as a demo while people 
glaze.
      Keep the warmth and fun of  the holiday season 
going as we move into the new year. Use this time, 
just before things get too crazy, to select dates, glaze 
samples, and develop partnerships with other local 
business owners. By planning ahead, you will be able to 
better promote your events while your studio is full of  people 
and keep them excited about coming back for more!
      Do what you love. Love what you do. e



 If  you’re ready to make the investment of  having a professional 
photographer work with you in your studio, here are essential photos to 
be sure to plan for. Focus on capturing images that can be repurposed 
and recycled throughout the year.
 e Working hands: Whether its staff pouring paint or glazing 
pieces, customers painting their pottery, or a participant in a wheel 

workshop throwing a pot, show hands at work.
 e Atmospheric photos: Themed 
displays or shelves, table setups, glaze bar and 
paintbrush containers, clay studio or party room. 
Don’t forget exterior shots of  your studio as well.
 e Happy faces: Capture your 
staff in their element teaching a canvas class, 
helping to center a piece on the pottery wheel, 
or giving advice during a paint night. Seek out 
some customers, family, or friends willing to be 
photographed and used in marketing material for 
your studio. It should go without saying, but be 
sure to be inclusive with the models used in your 
photos to be welcoming for everyone, and have 
them sign a release for permission to use their 
photo.

 e Behind the scenes: Get photos of  loading and unloading 
the kiln, backroom views of  kiln furniture to educate your customers, 
wrapping pieces ready to go home, rearranging and restocking 
shelves.
 e Generic photos: Arrange to have shots of  some generic, 
best-selling pieces like a plain mug, plate, or bowl so they can be used 
any time of  year and not be too holiday- or theme-specific. Think of  
them as your own stock images to have available to post when you’re 
not sure what to post.

 The timing of  this ar ticle right as we’re heading into the 
busiest time of  year is not coincidental! Pass off  some of  your work 
to a professional so it leaves you with more time working in your 
studio with your customers. Star t doing your research on local 
photographers and find some with a por tfolio that resonates with 
your studio’s brand to help make holiday marketing that much easier 
with gorgeous images! e
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While it’s important to take photographs of  the products you have 
available, your audience doesn’t want to constantly be “sold” products 
to. Your content needs to provide your audience the opportunity to 
“buy” the experience, atmosphere and services of  your studio for 
yourself. Professional photos can help do that. With how quickly your 
product inventory can turn over, focus on having a photographer use 
their trained eye to capture the environment and 
experience you studios offers to your customers. 

WHY HIRE A PHOTOGRAPHER?
They have the expertise, equipment, and 
experience. Their trained creative eye can 
capture not only a moment, but the experience and 
emotions that go with it, which is a huge part of  
what your studio offers to customers. 
 You can be in the photos. You and your 
staff can be captured in your element: providing 
advice on a painting technique, assisting with hand 
placement during a wheel workshop, glazing and 
loading, capturing little hand- and footprints—
moments that show what goes on in your studio, 
with faces of  your staff they can familiarize 
themselves with. 
 They have the editing skills and experience. Once the 
photos are taken, there’s still work to be done to get them social 
media ready. Photographers include editing in their package prices and 
they’ll deliver consistently beautiful photos that capture your studio 
experience.
 You and your business deserve it! Think of  other services 
that help make your job easier: perhaps a POS system, maybe an SMS 
text message subscription to notify customers of  pickups, and premade 
bisque-fired pieces from suppliers. You made the business decision 
to streamline your business by relying on the expertise of  others. A 
photographer is no different.

Making the decision to hire a professional photographer is an 
investment that will provide you with quality images to market your 
products, services, employees, and show your happy customers. 
Talented photographers can conduct a photoshoot with ease, resulting 
in a portfolio of  on-brand images to promote your studio for years to 
come—and it takes the stress off you!

Picture This!
By Lindsay Marr Studio

HHere’s my unpopular opinion: just because you have a fancy phone camera doesn’t make you a photographer. I know I sound a bit like 
a hypocrite because I’ve done a few articles and presentations on how to conduct your own DIY photoshoots, but by no means do I 
consider myself  a photographer! There, I said it. When I use the portrait mode on my outdated iPhone I feel good about it, but when 
shown next to an actual photographer’s work, my inexperience clearly shows. While my photo is okay, there’s really no comparison with 
the other shot. It’s not the exact same product but they’re similar enough to see that the image quality of  the professional’s speaks for 
itself. It appears softer and calmer, with less harsh shadows, accessories staged to show the functionality of  the piece; overall it’s just 
generally more eye-catching.

STUDIO SPECIAL

MAKING THE DECISION MAKING THE DECISION 
TO HIRE A PROFESSIONAL TO HIRE A PROFESSIONAL 

PHOTOGRAPHER PHOTOGRAPHER 
IS AN IS AN INVESTMENTINVESTMENT THAT  THAT 

WILL PROVIDE YOU WILL PROVIDE YOU 
WITH QUALITY IMAGES WITH QUALITY IMAGES 

TO MARKET YOUR TO MARKET YOUR 
PRODUCTS, SERVICES, PRODUCTS, SERVICES, 

EMPLOYEES, AND EMPLOYEES, AND 
SHOW YOUR SHOW YOUR 

HAPPY CUSTOMERS. HAPPY CUSTOMERS. 
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Taken by me, on my phone.

Taken by Jessica Waugh Photography
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The first article, “Curating Resources for a Brand-Reflective Customer 
Experience,” focused on ensuring that you know your brand. If  you 
don’t, taking the time to identify what you want your studio brand to be 
is crucial to its success. If  you do, it’s a great idea to tap in and make 
sure that your brand identity is coming through and not just an idea in 
your head. Some things you can do to keep your brand identify fresh is 
to make it proudly known. Post brand reminders where employees and 
possibly even customers can see them. This will remind your employees 
to stay on brand and tell your customers what’s special about your 
studio. Throughout the article series, we imagined two studios with 
different brand identities. Studio one’s brand was an organized, clean, 
well-oiled machine. Studio two was a colorful, happily messy space to 
create. Studio may post things like “Apron? Smile? Well done! You’re 
dressed to impress,” and “Looking for a design tool? Just ask!” Studio 
two may post, “Keep it creative today!” and “Wanna get messy? We’re 
here to help!”
 Article two, “Hiring Employees for a Brand-Reflective Customer 
Experience,” went over some things to do to help find and interview 

candidates who fit your brand. As time 
moves on, you’ll want to keep an eye 
on your staff. Part of  the probationary 
period is making sure the new hire 
understands and exudes your brand 
when on shift. The hard part is cutting 
the cord if  it’s not happening, but if  it’s 
not working out, you’ve got to let them 
go to preserve your brand and your 
business. Be prepared for turnover. 
When you meet a customer or random 
person out in the world and you get 
that “feeling” that they’d make a great 
employee, get contact information! Let 
them know that you keep a list to tap 
into when you’re hiring and you’d love 
to reach out the next time you have an 
opening. This can help you have more 
options to widen the pool of  candidates. 
Make sure your employees know about 
this too, so they can be on the hunt 
for candidates as well. An easy way to 
collect information is to create a Google 
Form and link it to your website. You can 
use the same link when you post about 

openings on socials and in email. This will create a one-stop list for you 
to tap into when needed.
 In the previous issue, the article was “Training Employees for a 
Brand-Reflective Customer Experience.” One of  the best things you 
can do to help with this in a way to protect your brand is to systemize 
your training program. Your employees can help as long as they were 
trained well in the first place. They will love being trusted enough to 
write standard operating procedures (SOPs). This can make them 
feel empowered and result in them being invested in the business. In 
addition, it’s a great way to ensure that they know what they’re doing! 
Assign an SOP to each employee, then have them peer-edit them to 
see if  there is any confusion on the content. Once all employees have 
signed off on an SOP, they can bring it to you for your approval. Before 
you know it, you’ll have a training manual that’s ready for the next new 
hire!
 Hopefully you’ve found some helpful tips throughout this series 
and you’ve been able to put some focus and energy into building your 
brand. e

Keeping Your Brand-Reflective 
Customer Experience Fresh
By Lisa Feltz, Bisque Imports

IThe final CCSA Today issue for 2022 brings us to the end of my series on creating a brand-reflective customer experience. This time we’ll address 
how to maintain that brand-reflective experience you worked so hard to create. If you missed the other articles, you can find past issues on the 
CCSA website.

RESOURCES



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/


Our personal goals were to increase take-home kit sales while moving 
excess pottery. The rules are simple. You can’t open the bag in studio. 
They cannot be painted in studio. No returns. We decided to have broad 
themes to help with sales. We have seasonal bags, adult-themed bags, 
and kid-themed bags. We didn’t want adults to be worried about getting 
little kid figures or vice versa. It just helped the customers feel more 
comfortable. But I’m all about some real mystery too, so we have some 
mystery bags with everything combined.
 There are great ideas from everywhere, so let your creativity soar! 
For example, Stacey Sparrow Murphy with Art on the Rocks in Leominster, 
Massachusetts, places gift cards in random bags as well, so not only do 
you get a great value, but you could also potentially win a gift card bonus! 
It ups the value of all the bags and adds a whole new level of fun for 
the customer. Amy Handy, the editor of this magazine, suggests adding 
sample pieces that you no longer need. This is a great way to clear out 
the old samples to make room for more current trends, while allowing the 
customer to enjoy a piece created by you!
 Mystery Bags are also super easy to post on social media. Consider 
having customers record an “unbagging’’ for you. Unboxings are huge on 
YouTube and social, and there are even shows that fully revolve around 
the opening of merchandise.  
 These mystery bags should be a win-win. You get rid of  slow-
moving bisque and outdated samples, they make a great add-on for 
in-studio painters, and your customer gets a great value with a ton 
of  fun.  In the end, it’s not about the stuff inside the bag; it’s about 
the anticipation and excitement. Keep the excitement and the money-
making going with mystery bags! And don’t forget to share your 
mystery bag ideas and customer feedback on CCSA Chatter.  We love 
seeing how you put these ideas into action! e
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Mystery bags are making a comeback. Also known as blind bags or grab 
bags, a mystery bag is full of  random contents whose value should be 
more than the customer paid. The bags are sealed so you have no idea 
what’s inside, so it’s a gamble. The contents inside may be amazing, 
and you just got the deal of a lifetime, or maybe it was full of  crap. Who 
cares—the mystery and suspense alone are worth the price!
 My manager messaged me one day and was sooo excited. She had 
just been to her favorite stores, and they had mystery bags to purchase 
right at the front counter. She had no idea what was inside but bought 
one anyway, because she loved the idea that she might get something 
worth way more than she paid. She asked if  it was something I might 
consider offering in the studio to help move slow-selling pottery. I LOVED 
IT! I immediately flashed back to those thrilling Claire’s bags.

WHEN PLANNING YOUR MYSTERY BAGS:
e What is your goal? To move inventory? Increase to-go sales? Lure 
new customers?
e What do you want to put in the bags? The possibilities are endless:
 e Pottery and fired glazes
 e Pottery and acrylic paints
 e Painted samples
 e Candy
 e Coupons
 e Toys
 e Stickers
 e Retail items
e What margins are you looking to get? Keep in mind, this is technically 
a “sale,” but that doesn’t mean you can’t still make great margins by 
adding value in other ways.
e Themed bags:
 e Seasonal themes
 e Kids
 e Adults
 e You get what you get! 
e What are the rules? The last thing you want is someone to open 
the bag before purchasing and say they don’t like the contents or feel it 
wasn’t worth the purchase—that defeats the whole purpose!
 e Are you able to open the bag before purchase?
 e Can you paint the item in the studio, or are they strictly take-
home?
 e Can they be returned?

Mystery Money Makers
BRANCHING OUT

I
Susan Bucci, Painted Peacock

I remember taking family trips to the mall when I was little, and the absolute highlight of  every trip was walking past—not into—Claire’s 
accessory store. There was always a bin out front full of  sealed grab bags priced from $1 to $5. We had no idea what was inside, but 
we knew it was going to be awesome. My parents would buy each of  us a bag and we had to wait until we got the car before we could 
open them. I vividly remember pulling out a red plastic necklace, valued at approximately 10 cents, and thinking I just won the lottery. 
It was glorious. Did I need it? Nope. Would I have picked it out myself? Nope. Was the mystery inside the bag the very best part of  the 
experience? Absolutely.
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MAKE BIG-PICTURE DECISIONS 
Are you thinking about adding a separate wheel room, or updating the 
workspace, or buying equipment? Whether or not it’s “in the budget” is 
only half  the story. Often, the tax implications of  investments have far 
more impact than the purchase price. Enjoy an elevated understanding 
of  how/where/why to spend money on things that will grow your 
profitability and shrink your tax bill.

BREADCRUMB A TRAIL TO TINY TAXES 
If  your CPA isn’t asking the right questions, you 
could be losing out on more opportunities than a 
shipment of  broken bisque. Is your entity structure 
appropriate? Have you made the appropriate 
depreciation elections? Are you paying yourself  
and your family? Are your financials future-proof  
and expansion ready? Do you qualify for the ADA 
credit and have just the right documentation 
to prove it? Each and every one of  these 
considerations plots a path to the minimum tax 
burden, if  you know what to look for.

GET GROWING
If  you got into the business of  studio ownership to build a business 
that will fully support your family and you have a vision for gigantic 
growth without gigantic taxes, it’s simply a matter of  doing the right 
things in the right order. When you embrace a four-season mindset for 
tax minimizing strategy and fingertip-ready financials, you can apply for 
any business loan, support any expansion, and make any decision with 
confidence.

MAKE THE MOST OUT OF YOUR STUDIO 
INVESTMENT (WITHOUT IT TAKING THE 
MOST OUT OF YOU) 
The business arena is fraught with pitfalls 
and pains in the arse—and it is also a 
gloriously self-satisfying and wonderful way 
to make a living. Growth is to be enjoyed; 
it’s so much fun to watch all of  your hard 
work pay off. You can make more money 
without more problems—if  you just start 
your season in September and make it last 
all year. e

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

Picture this: April 2023. Tax season is upon us, but you’re not breaking 
a sweat. There’s no lost sleep or counting sheep over what you’re 
going to owe Uncle Sam in any given tax year. You’re not gathering 
every receipt in the ginger jar in the hopes that your expenses will be 
enough to offset your burden, even just a little bit.
 What’s more, while every other studio owner you know is standing 
in line for their annual two hours of  Facetime with their CPA, you’re 
welcoming another group to the studio and basking in the peace of  
mind that comes part and parcel with four-season tax planning and 
elevated accounting.
 Learn how to read the business growth 
horizon like a paint-by-numbers to your 
financial	future.
 If  you want to be one of  the ones to the 
summit of  success for studio owners, grab 
your business canvas and your big picture 
perspective and get excited for the challenge of  
studio entrepreneurship. Once you realize that 
April 15 is merely a suggestion, and that you 
can take as much time as you need to file the 
healthiest returns, you can ease into strategy over 
uncertainty, planning over panic, and flexibility over sudden surprises.

START IN SEPTEMBER 
Life is too short for drippy glaze, discolored clay, and avoidable anxiety. 
We encourage you to take a deep breath and start thinking about the 
accounting side of  running your studio as friend-over-foe. Instead 
of  pushing it to the back of  the calendar, invite accounting into your 
monthly planning and strategize about your tax savings year-round. If  
you wait until it’s officially tax season, it’s 
already too late to do anything proactive.

STOP DRIVING FROM THE REARVIEW 
Bring your perspective and awareness to 
the road ahead of  you. Your annual return 
is but a snapshot. You’ll learn more about 
the strength of  a business from a year-
round diary than you will from a few hours 
with your disconnected tax preparer once 
a year. Instead of  driving from what’s in 
the rearview mirror, face forward and steer 
steady towards the road ahead, always 
thinking, “How can I pay the least amount of  
taxes and have the most amount of  positive 
impact on the health and wellness of  this 
PYOP studio business?”

Four-Season Tax Time Starts Now
By Donna Bordeaux, PYOP Accounting

AAlign yourself  with year-round tax planning for big business growth.

STUDIO SPECIAL

ENJOY AN ELEVATED ENJOY AN ELEVATED 
UNDERSTANDING OF UNDERSTANDING OF 
HOW/WHERE/WHY TO HOW/WHERE/WHY TO 

SPEND MONEY ON SPEND MONEY ON 
THINGS THAT WILL THINGS THAT WILL 

GROW YOUR GROW YOUR 
PROFITABILITY AND PROFITABILITY AND 

SHRINK YOUR TAX BILL.SHRINK YOUR TAX BILL.



video feature that allows users to get creative and grow their audience 
through engagement and entertainment. For the PYOP studio, this 
creative outlet couldn’t be more relevant! 
      As a new feature, Instagram rewards accounts that use it frequently. 
Further, with users spending over 20% of  their time consuming Instagram 
Reel content, it makes sense to focus on such a feature. The best part? 
Instagram Reels not only live on their own but can also be shared both 
on your Instagram Feed and Instagram Stories—just another way to get 
your promotional material in front of  the eyes of  your target audience.
 Engage with accounts in your niche. Because Instagram is a 
platform centrally focused on its algorithm, it’s important to abide by 
such and do what you can to appear in the algorithm effectively. While 
it’s not as simple as it sounds, you’ll know when you have.
      One strategy for doing so is engaging with relevant accounts within 
your niche. In other words, as a PYOP studio, seek out other PYOP 
studio accounts and other creative accounts related to the arts and 
begin engaging with them. By following, commenting, and/or sharing 
the contents from those accounts, you tell the algorithm that you’re 
an integral part of  this niche, so it will begin to promote you and place 
you in front of  relevant eyes. Not to mention, those who follow these 
accounts are also more likely to begin following you! The best part? It’s 
100% organic and doesn’t cost you a dime.
 Don’t be afraid to invest in your business. By investing in your 
business, I’m referring to paid advertisements, particularly via Instagram 
ads. While it can be a daunting task to, in essence, throw your money into 
the ether and hope for the best, social media ads are undeniably the most 
effective way to promote your business to your target consumer. 
      Here’s how to do it. Upon setting up your Instagram business ad account, 
begin by launching what’s referred to as a “story boost” or “feed boost.” A 
boost results in more impressions on the content you decide to boost.
      While it’s not as simple as clicking the boost button, it is quite straightforward. 
Though we won’t go into too much detail here, these are a few things to keep 
in mind when creating your first paid media ad. First, be sure you’re targeting 
the right audience. As a PYOP studio, you’ll likely want to target those who 
show relevant interests and, more specifically, those who are in your local area. 
Second, submit an appropriate budget: not too much, not too little. Finally, be 
sure to measure and analyze ad performance via Business Manager. e
 Work with MMG Creative Marketing today! Eager to acquire digital marketing 
experts to achieve greater brand awareness, sales, and other growth opportunities 
for your business? Then don’t hesitate to reach out to MMG Creative Marketing 
today! We look forward to helping you take your business to the next level! 

STRATEGIZE FOR SUCCESS
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While there are several social media platforms available for your 
deployment, Instagram remains the superior platform for all things 
business, promotion, brand awareness, and otherwise. Though you 
shouldn’t limit yourself  to any one platform, and while your choice of  
platform depends greatly on where your target demographic primarily 
resides, Instagram is, for all intents and purposes, essential.
      Let’s dive into the world of  Instagram and explore how your PYOP 
studio can take advantage of  its more than sizeable user base and 
functionality. More specifically, we’ll detail Instagram’s best practices for 
successfully promoting your business.

INSTAGRAM IN 2022 AND BEYOND
Look, by now social media is nothing new. As such, it’s likely that whether 
or not you’re a social media guru, you understand the importance of  
social media for business. More specifically, you likely understand the 
importance of  posting frequently, sharing high-quality content, and 
providing high value to the audience that follows you.
      If not, well, you’ve just learned something new! Because this information is 
widely understood, however, we’re not going to be focusing on best practices. 
Instead, we’re going to be diving a little deeper into the latest on how you 
can use Instagram in 2022, from new features to newly proven strategies.
      Below are three Instagram best practices that a PYOP business can 
implement to immediately experience greater brand awareness:
 Utilize Instagram Reels. Implemented as a means of  competing 
with the ever-powerful TikTok algorithm, Instagram Reels is a short-form 

Instagram Best Practices 
for PYOP Studios
By Barry Sheets, President, MMG Creative Marketing

WWhether you’re struggling to promote your studio or eager to grow its audience even wider, social media is an incredible tool to do so. 
Whether you’re new to the market or you’re a thriving business, social media should be used as a primary means of  promotion and 
brand awareness.



can be arranged ahead of  time, and are a nice surprise for everyone, 
including me (since I’ll likely forget I had scheduled them).
       I will also plan a staff paint night, with extra discounts, for them 
to make gifts, and then I’ll follow that up with a staff gift-wrap night. 
Everyone can bring the gifts they’ve painted and purchased for their 
list and we will crank the music up, have some Christmas cookies, and 
enjoy the season and not JUST be retail workers.

5. I WILL THINK ABOUT WHAT WE’VE DONE IN THE PAST THAT 
WORKED, AND WHAT DIDN’T. 
I put notes in my calendar each year of  things I wish I had done 
and later I see if  it’s really something I can do. If  you don’t already 
make notes like this, I highly recommend it. Talk to your staff, have a 
brainstorming session, and think about what would have made your life 
easier in the past. I include in this cut-off dates for clay impressions, 
custom painting, and “guaranteed for Christmas” dates. I also decide 
what holiday-specific items to reorder when. For instance, once 
Hanukkah has started, I don’t order more menorahs. I stop ordering 
figurines and switch to silkscreen images on plates after a point.
       I also preplan and schedule my social media and emails because 
I am realistic about what my life becomes. If  I don’t do this in October, 
there will be no Facebook posts or emails in December. e
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1. THINKING ABOUT THE SCHEDULE 
WAY AHEAD OF TIME. 
Christmas is on Sunday this year, and I’m thinking about 
when we will close on Christmas Eve, when we will reopen 
after Christmas, and when our deadlines are LIKELY to be.
       I think about days we’ll be busier than others, 
and plan for the staff. I look at the school schedule 
to see when kids are out. Veterans Day, the week of  
Thanksgiving, winter break. I know that the first two 
Saturdays in December are crazy in ways that don’t 
happen the other 363 days of  the year, with families 
plopping down on the floor to paint because there are 
no chairs available. We go with it, but we go in a blur.
       I also make sure to schedule my days off. Blocking this 
time off for myself is crucial to my mental and physical well-
being, but I have to be realistic about when I can take those 
times off. There are days I can be spared, but others when 
it is essential that I be in the studio. I don’t take weekends 
off, but I try to not go in on Tuesdays. Sometimes I even succeed.

2. SOLIDIFYING POLICIES FOR OFF-SITE FIELD TRIPS AND 
POTTERY-TO-GO, ESPECIALLY FOR CLASSROOMS. 
I am far too often making up policies on the fly, and I know better, and 
usually regret something later. This year, I am putting in writing what I 
am comfortable with. In fact, I’m going to write up the policies I have for 
several things so that my entire staff can answer questions the same 
way, even if  I’m not there. Customers believe you when you’ve written it 
down, and if  you laminate that paper, they won’t even argue.

3. HIRE PART-TIME SEASONAL HELP TO MAKE HECTIC TIMES 
EASIER FOR US. 
This will include bussers on the weekend who will refill paint pots, 
clean brushes, and clear tables, freeing up my seasoned staff to help 
customers directly. I’ll hire someone to come in during the week to 
match pottery. I will aim to keep my labor percentage in line with my 
sales, but this allows my staff time to focus on customers. These are 
great ways to test-drive employees, or hire high school students who 
are otherwise too busy to have a regular job right now.

4. I WILL THINK ABOUT MY STAFF, AND HOW WE CAN AVOID 
BURNOUT AT SUCH A CRAZY TIME.
I will make sure we have healthy snacks on hand but also plan for 
not-so-healthy options on our busiest days. Pizza and cookie deliveries 

Five Things to Do to 
Get Ready for the Holidays
By Julia McNair, Do*It*Yourself  Crafts, Birmingham, Alabama

IIt’s coming, and will be here before we know it. Christmas. The best of  times, the worst of  times. If  you work retail, it can be harrowing, 
but planning ahead when it isn’t so hectic can give you some peace of  mind when the countdown gets close to 12/25.

STUDIO SPECIAL



eye contact, and have a friendly, personable disposition. During training of  
new employees, we role-play greeting a customer. It’s a great way for them 
to learn the part and become friendly with their new team in a fun way. 
       Fundamental training for greeting customers can help staff while 
letting them be themselves. Some basic guidelines for greetings include 
immediate acknowledgment. Lyn Kilbourn, owner of  Kiln Born Creations 
in Easton, Maryland, suggests a verbal greeting within 30 seconds of  
entering the studio. Lyn says, “A verbal greeting is best; however, if  
you’re with another customer, make eye contact and smile, and give a 
quick wave hello.” No customer should be ignored when they walk in. 
Julie Papas from Clay Nation in Glen Cove, New York, says, “Smile! Make 
people feel acknowledged even if  you can’t help them immediately.”
       Equally as important are telephone techniques. Answering the phone 
with a friendly greeting and desire to help are certainly acceptable. 
Stating the studio name and your name are common as well. We answer, 
“Fahrenheit Ceramic Studio, this is Patti, how can I help you?” Our greeting 
can vary slightly, but manners are essential. Politely ask a customer before 
putting them on hold. For some reason it’s not as annoying sitting on hold 
if  you’ve been asked nicely to do so. When we role-play with new hires, we 
make sure they’re comfortable with the guidelines on greeting customers 
over the phone. Practice makes perfect!
       How you greet your customers makes lasting impressions, lasting 
impressions create repeat customers and more business. Make your 
customers feel welcome and valued. And as Lauren Leetch, the owner 
of  Brushfire Pottery Studio in Nashville, Tennessee, says, “Just do it!” 
Your gift of  welcome will come back to you in spades. Do you think my 
boyfriend and I will be returning to Jim Thorpe someday? Most definitely. 
I may skip the 25-mile bike ride next time, but not the pickles from the 
Country Cottage! e
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The Gift of Welcome
SERVICE WITH A SMILE

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

A simple, friendly greeting, a personal conversation, and an 
acknowledgment when leaving makes customers feel welcomed and 
special. In this simple interaction a relationship is formed, creating a 
memorable experience.
 Recently, my boyfriend and I took a weekend long trip to the Poconos. 
Our first stop was the quaint little town of Jim Thorpe. As we were struggling 
to get the machine to work to pay for parking, an attendant greeted us with 
a genuine smile and a helpful attitude. Within minutes he had solved our 
dilemma and followed up with “Enjoy your day in Jim Thorpe!” What a great 
first impression of this little town. Then at the visitors’ center we were 
again warmly greeted with “Welcome to Jim Thorpe! How can I help?” The 
woman there not only told us about points of interest, including lots of  
little details about shops and restaurants, but even asked us our likes and 
interests. It seemed like every personal interaction throughout our day 
was special. We were experiencing the gift of  welcome!
       In our studios, the gift of  welcome is so important in building a 
strong foundation for the customer experience. It all begins with the 
greeting. After surveying several studio owners, I found that the common 
denominator was “Welcome!” followed by the desire to help. Katie Blacker, 
owner of  This Art of  Mine in Kent, UK, makes it personal by introducing 
herself  when greeting her customers. Terri Welch, owner of  Paint ’n Fun 
in Christiansburg, Virginia, thanks each customer for coming in upon 
arrival. Giving extra attention to new customers is especially important, 
putting them at ease and helping them understand how things work. The 
time is well spent and enlivens the experience, creating loyal customers.
       Training your staff to be customer focused is easier if  you look for 
certain qualities in a person before you hire them. At Fahrenheit Ceramic 
Studio we ask a potential candidate to read from a script, like actor 
auditioning for a movie. New hires should be able to speak clearly, make 

T’Tis the season for greetings! When people choose to spend time at your studio, whether to make handmade presents or to relax with 
friends and family, it really is a gift, no matter the reason or the season. Let’s greet them with a gift of  welcome in return!
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www.pyopstudiostuff.com
www.kilnshield.com


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


Give the second snowman a Red scarf, and add a plaid 
design to the hat. Also paint Red ear flaps

Add shading and highlights to the hats and scarves with 
Black and White.

With the fine brush, add Orange carrot noses.

With the back end of  a brush, add Black dots for the eyes 
and buttons. Add a tiny White dot to create highlights.

With the back of  a brush, add a little Red dot to each cheek. 
With a clean brush, blend it to make it less prominent and 
more pinkish.

With the fine brush and Black, add eyebrows and mouths, 
and outline everything.

With the round brush, add glitter paint to the ground 
section. With the back of  the brush, add glitter dots in 
varying sizes to the sky. 

Load the flat brush with White. Pull back the bristles with 
your finger to add a fine splatter to the sky for more snow.

Cut the paint sticks so one is shorter than the other. Paint 
both sticks Brown, and add White and Black streaks, and 
some Metallic Copper if  desired.

Glue the sticks to the bottom of  the round, with the 
shorter one above the longer one.

Glue on bows or other embellishments and add a 
hanger. e

SUPPLIES
 8” wood round
 Large flat brush
 Fine brush
 Small round brush
 2 paint stir sticks
 White glue
 Bows, hangers, and other embellishments

ACRYLIC PAINT COLORS 
 Dark Blue  Black  Light Blue
 White  Brown  Red
 Gray   Orange  Silver glitter paint
 Metallic Copper 
     (optional)

With the large flat brush, paint the top half  Dark Blue with a 
touch of  Black streaked in.

With the same brush, paint the bottom half  Light Blue with 
some White blended in. Let dry.

With the round brush and White, paint the snowmen by 
making circles on top of  each other. It may take several 
coats to cover the Blue.

With the round brush, add Light Blue to the bottom of  each 
snowman segment for shading. Add Dark Blue for a shadow 
on the ground under the snowmen. 

With a fine brush, add Brown arms to the snowmen, then 
highlight with White.

With the fine brush, paint a Gray wide-brimmed hat and a 
scarf  on one snowman, and a cap on the other snowman.
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Snow Globe 
Friends 
Door Hanger
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By Tiffany Schank, Elodie’s Oddities, Scottsbluff, Nebraska
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www.skutt.com/kilnmanagement


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/
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Continue the same edge design around the bottom 
segment and the same U shapes along the bottom edge of  
the segment.

With the writer bottle or fine brush, fill the bottom segment 
with snowflakes to mimic the top segment.

With the fine brush, add White heart or V shapes to the 
middle segment. 

With the back end of  a brush, make Dark Blue dots in the 
middle segment. Let dry.

Glaze and fire to Cone 06. e

By Sarah Ewertowski, 
Pottery Piazza, Plainville, Connecticut

SUPPLIES
 Bisque: Tree dish
 Small fan brush
 Small round brush
 Fine brush or writer bottle

GLAZE COLORS
 Light Blue
 White
 Dark Blue

With a fan brush, coat the front of  the plate with 2–3 coats 
of  White.

Use a writer bottle or a fine brush with Light Blue to make 
the design around the edge of  the top tier, using dashes 
and dots. Make U shapes along the bottom edge of  the 
segment to suggest branches.

With the writer bottle or fine brush, fill the top segment with 
snowflakes, using a circle or dot for the middles and then 
bringing the arms of  the snowflakes out from the center.

Continue the same edge design around the middle segment 
and the same U shapes along the bottom edge of  the 
segment.

Using the round brush, fill the middle segment with Light 
Blue, keeping a bit of  space around the edge design.

Winter 
Wonderland
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SUPPLIES
 Bisque: Large or medium plate
 Clipart ferns, stars, and moon printed on plain paper
 Scissors
 Small and medium fan brushes
 Toothpick or needle tool

GLAZE COLORS
 Speckled Blue
 Light Tan

Cut out the individual clipart images.

With a fan brush, coat the entire front of the plate with 2 coats 
of Light Tan.

While the Tan is still wet, place the fern clip art pieces along 
the bottom on the Light Tan base. These will be the “trees.” 
Position the moon and stars above the ferns.

With the large fan brush, paint 2–3 coats of Speckled Blue 
over the paper clipart pieces.

Paint the back of the plate with 2–3 coats of Speckled Blue.

Peel off the paper using a toothpick or needle tool to reveal 
the Light Tan. Let dry.

Glaze and fire to Cone 06. e

Winter 
Solstice

By Sarah Ewertowski, Pottery Piazza, Plainville, Connecticut

STEP
1
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4
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5

STEP
6

CCopyright-free clipart images of ferns, stars, and moons are easily found online. For the background, instead of Speckled Blue you can 
use regular Blue and add specks by flicking White onto the background once it’s dry. (Leave the paper cutouts in place until the speckling 
is complete.)

STEP
7



SUPPLIES
 1–2 lbs clay
 Needle tool or toothpick
 Slip
 Brush

GLAZES
      Small gnome: Red, Reddish Brown, Dark Gray, Purple
      Medium gnome: Yellow, White, Red, Medium Blue
      Large gnome: Orange, White, Coral, Bright Blue

Divide the clay into large, medium, and small balls, with the 
largest twice as big as the medium and the medium twice 
as big as the small.

For the body, use the large ball to make a pinch pot by 
pinching the clay with your dominant fingers and thumb. 
Cradling the ball in your nondominant hand helps maintain 

the round shape. Continue to pinch the clay until the walls are roughly 
the same thickness throughout. Keep the walls at least 1/4” thick. 

For the nose and beard, divide the small ball in half. Flatten 
one of  the two pieces between your palms, then shape into 
a beard by pinching one edge to form the bottom point of  

the beard. Add hair-like texture with a needle tool or toothpick. For the 
nose, roll the other piece of  the small ball between your palms. Make it 
short and round, or long and narrow.

Slip and score the backs of  both the nose and beard, and 
the gnome body. Attach the nose and beard by pressing 
firmly onto the gnome body. Remove any excess slip with a 

finger or clean brush. Set the body aside.

For the hat, use the medium ball to make a pinch pot 
similar to the first one, but keep the base narrow; this will 
become the top of  the hat. Flare out the edges by pitching 

the edges out. Measure the hat to the body to check the width. The hat 
should flare out over the body, so adjust if  necessary.

Add additional details as desired. Let dry.

If  using stoneware clay, bisque-fire to cone 06. Glaze the 
gnomes as desired, then fire to cone 6.

If  using earthenware clay, bisque fire to cone 04. Glaze the 
gnomes as desired, then fire to cone 06. e
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Gnome Gnome 
Pinch Pinch 
Pot JarsPot Jars

GGreat for all ages, this gnome jar is a nice addition to a holiday class or kids’ camp and can be scaled to any size. The project can be 
made with either stoneware or earthenware clay. Be sure to choose glazes appropriate to the type of firing you’ll be doing.

By Gleidymar Rivera, 
The Firestone Art Studio + Café, Manchester, Connecticut



By Chesapeake Ceramics

SUPPLIES
 Coupe dinner plate
 Pattern printed on NCR paper
 Red pen
 Fan brush
 Medium brush
 Liner brush
 Sponge

GLAZE COLORS
 SC45 My Blue Heaven SC11 Blue Yonder     SC98 Slime Time
 SC20 Cashew Later SC70 Pink-A-Dot     SC16 Cotton Tail
 SC9 Jaded  SC28 Blue Isle     SC29 Bluegrass
 SC15 Tuxedo

 
With a fan brush, apply 2 coats of My Blue Heaven over the 
front of the plate.

Dip the sponge into Blue Yonder and tap it around the rim. 
Once you’ve worked off most of the paint, lightly tap in about 
3” toward the center. To help the blues blend together, dip 
the sponge into My Blue Heaven and tap back over where the 

colors meet. Allow to dry thoroughly.

Trace the trees and the gnomes onto the plate, making sure 
the patterns reach all the way to the edge. (Using a red pen 
makes it easier to see which lines have already been traced.)

Paint alternating sections of the trees with 3 coats of Slime 
Time, and Jaded in the other sections.

Using a detail brush, paint the faces with 1 heavy coat of  
Cashew Later.

Using the detail brush, paint the nose with 1 heavy coat of  
Pink-A-Dot.

Paint the beards with 3 coats of Cotton Tail.

Paint the hats, clothes, and mittens 1–2 heavy coats in the 
desired colors (shown here with Slime Time, Jaded, Blue Isle, 
and Bluegrass).

Slightly water down some Tuxedo. Use a liner brush to outline 
everything. Don’t worry about going for perfection here.

Use the detail brush to add mouths and eyes with 1 coat of  
Tuxedo.

To splatter the plate with snow, water down some Cotton Tail. 
Dip a medium brush into this and rub your thumb over the 
bristles to splatter the snow all over the plate. Allow to dry.

Glaze and fire to Cone 06. e

Winter 
Gnomies 
Plate
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Happy Rainbow Vase Item 5401 • 4.25”H x 4.75"W 

Colors so bright you’ll want every shade!

Get the details!

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


NEW!

COMING
SOON!

A. Item 5408 Nutcracker Lantern 12.25"H x 5.5"W
B. Item 5414 Small Nutcracker 7.25"H x 4.75"W 

A. 

B. 

Let’s Get
Crackin’

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


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


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


New earthenware angels are a gift of comfort, 
hope, and healing this holiday season. These 
stylized angels can be hung by a string as an 

ornament or mounted onto a wall.

MB-1584 Heart Angel

MB-1585 Open Arms Angel

PROJECT INSTRUCTIONS

MaycoColors.com

https://www.maycocolors.com/projects/stroke-coat-bright-angels/
https://www.maycocolors.com/projects/stroke-coat-bright-angels/
https://www.maycocolors.com/projects/stroke-coat-bright-angels/
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/


MaycoColors.com

SB-145 Pint Jug, cork included

SB-142 Loaf Pan

SB-144 9”  x 13” Casserole Dish

SB-141 Wide Rim Soup Bowl

SB-146 Pet Bowl 7”

SB-143 Mini Loaf Pan

STONEWARE BISQUE
NEW

SB-141 Wide Rim Soup Bowl

SB-145 Pint Jug, cork included

STONEWARE PROJECTS

STONEWARE BISQUE

Beautiful and functional, 
Mayco’s stoneware bisque 
features clean lines that suit a 
variety of glazing applications. 
Stoneware bisque is dishwasher, 
oven, and microwave safe, and 
can be used for years to come.

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/?_project_cats=stoneware-bisque
https://www.maycocolors.com/projects/?_project_cats=stoneware-bisque
https://www.maycocolors.com/projects/?_project_cats=stoneware-bisque
https://www.maycocolors.com/projects/?_project_cats=stoneware-bisque
https://www.maycocolors.com/product-category/forms/stoneware-bisque/
https://www.maycocolors.com/product-category/forms/stoneware-bisque/https://www.maycocolors.com/projects/stroke-coat-bright-angels/
https://www.maycocolors.com/product-category/forms/stoneware-bisque/
https://www.maycocolors.com/product-category/forms/stoneware-bisque/


PINT JUGS WITH FLOWERS

INSTRUCTIONS 
COPPER JUG

• Begin with soft fired stoneware bisque.
• Pour around ¼ cup of SW-508 Black Gloss into the disposable cup. Add around 1 

TBS of water and mix. It should be slightly thicker than water. Pour into the jug and 
rotate. Pour out any excess glaze.

• Using the Script Liner with SW-401 Light Flux, apply 3 coats to the upper rim on 
the jug. Allow glaze to dry between coats.

• Using the Soft Fan with SW-129 Copper Float, apply 3 coats to the bottom half of 
the jug (flat area below the upper lip). Allow glaze to dry between coats.

• Using the Soft Fan with SW-180 Desert Dusk, apply 3 coats to the upper half of the 
jug. Apply over the flux. Allow glaze to dry between coats.

• Fire to cone 6. 
CONTINUOUS FRONDS JUG

• Begin with soft fired stoneware bisque.
• Pour around ¼ cup of SW-508 Black Gloss into the disposable cup. Add around 1 

TBS of water and mix. It should be slightly thicker than water. Pour into the jug and 
rotate. Pour out any excess glaze. 

• Pour out around 2 TBS of SW-509 Dark Green Gloss. Add a pinch of AC-310 
Silkscreen Medium. Mix with a palette knife until it becomes the consistency of 
peanut butter. You may need to add more silkscreen medium or glaze.

• Take DSS-0163 Continuous Fronds Screen and place it going around the bottom 
half of the jug, shiny side down. It is helpful to tape it in place to prevent it from 
slipping.

• While holding the screen firmly in place, scoop a small amount of premixed 
silkscreen medium onto the squeegee and pull across the screen. Repeat until the 
entire bottom half of the jug has been screened.

• Using the Soft Fan with SW-004 Zinc-Free Clear, apply 3 coats over the screened 
area on the bottom half of the jug. Allow glaze to dry between coats.

• Using the Script Liner with SW-401 Light Flux, apply 3 coats to the lip above the 
screened area. Allow flux to dry between coats.

• Using the Soft Fan with S-2714 Herb Garden, apply 1 coat to the upper half of the 
jug (above the screened area). Apply right over the flux.

• Using the Soft Fan with SW-253 Green Opal, apply 3 coats to the upper half of 
the jug (above the screened area). Apply right over the flux. Allow glaze to dry 
between coats.

• Fire to cone 6.

SUPPLIES
Form

• SB-145 Stoneware Pint Jug

Color     

Decorating Accessories

Miscellaneous Accessories

COPPER JUG 
• SW-129 Copper Float
• SW-180 Desert Dusk
• SW-401 Light Flux 
• SW-508 Black Gloss 

 

CONTINUOUS FRONDS JUG 
• S-2714 Herb Garden
• SW-004 Zinc-Free Clear
• SW-253 Green Opal
• SW-508 Black Gloss
• SW-509 Dark Green Gloss
• SW-401 Light Flux

COPPER JUG 
• RB-144 #4 Soft Fan
• RB-106 #6 Script Liner 

 
 

CONTINUOUS FRONDS JUG 
• AC-310 Silkscreen Medium
• DSS-0163 Continuous 

Fronds
• RB-144 #4 Soft Fan
• RB-106 #6 Script Liner

COPPER JUG 
• Sponge
• Water
• Disposable cup  

 
 

CONTINUOUS FRONDS JUG 
• Sponge
• Water
• Disposable cup
• Palette
• Palette knife
• Squeegee

MaycoColors.comFind this project and more online at

http://maycocolors.com
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/


MaycoColors.com

Holiday Ready 

Add the perfect festive touch with Mayco’s 
Speckta-Clear Peppermint. Speckta-Clear 
is a high-gloss clear glaze with the added 
surprise of colorful specks. Add to an existing 
design or bare bisque for a hint of cheer!

PROJECT INSTRUCTIONS

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/speckta-clear-peppermint-holiday-set/
https://www.maycocolors.com/projects/speckta-clear-peppermint-holiday-set/
https://www.maycocolors.com/projects/speckta-clear-peppermint-holiday-set/


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/
https://www.bisqueimports.com/Ammie-Yall


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/
https://www.bisqueimports.com/Faceted-Navigation?custitembisque_styles=Lighted%20Items


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/
https://www.bisqueimports.com/Girl-Scouts-of-the-USA


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/
https://www.bisqueimports.com/Perks
www.DIYProStudios.com


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


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


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


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

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


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


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



