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 Doom and gloom...you hear it everywhere.  If it’s not bad news about mortgages and 
foreclosures, it’s news about sky-rocketing gas prices.  It’s easy to fall into the trap of dwelling 
on the negatives.  I’ve even thought about boycotting the news reports!

What can we do to prosper in these turbulent times?

 3 Make it a priority to give your customers a positive experience every time they 
  come into your studio.  They’re hearing all the doom and gloom, too, so they 
  need an escape.  Show your customers a good time!

 3  Keep the best employees.  Can you afford to keep an employee who doesn’t 
  greet each customer with a smile and help build a fun, creative environment?

 3  It can’t be business as usual.  Talk to your studio owner friends and brainstorm 
  ideas.  Be “partners in success.”  I’ve gotten many good ideas from my fellow 
  studio owners. 

 3  Stay positive.  We offer affordable escapes.  We’re the perfect destination for 
  “stay-cations,” the buzz word for staying at home and enjoying one’s home/city 
  instead of going away for a vacation.  As I am writing this, I am preparing for my 
  second television appearance resulting from two press releases that I sent out last week 
  about stay-cations.  We have to “toot our own horn” to let everyone know how fun 
  our studios are!  As we near the holiday season, let them know we’re the perfect 
  place for affordable, unique, personalized gifts. 

 Speaking of fun...I can’t wait to see you all in Phoenix!  Bring a note pad to jot down 
all the great ideas that will be shared.

Sincerely,

Sandi Kirkwood
President

Pictured on the front cover are some of the beautiful 
technique pieces you can learn to design at the 
CCSA Convention! More on pages 26 and 27.



Dear Members,

 Dealing with an uncertain economy is on the minds of many of you.  Some owners say that their 
business has never been better, as an uncertain economy is a boon to their business.  But some of you are 
saying that business is down, and the economy is to blame.

 Whether your business is up or down, you need to ensure that you have the tools and information to 
become more successful.  The CCSA has been working on several long-term projects to help you meet your 
personal and professional goals.  These projects focus on the four areas that we have identified as the 
most important to you for success.

 3  Profitability skills
 3  Merchandising skills
 3  Technical knowledge
 3  Basic technique knowledge

 After nearly two years of planning, the CCSA Continuing Education Program is now 
available.  Designed to meet each of the skills above, the CEP can also help you with employee 
education and set yourself apart from the competition.  Meeting your business challenges head on, 
this program provides the necessary tools for “Knowledge, Inspiration and Success!”  

 Enclosed in this magazine and also now up on the website is the new program designed to give you:

 3  Knowledge - Create an edge over the competition with increased product knowledge.
 3  Inspiration - Inspire and motivate your team through recognition and praise for a 
  job well done. 
 3  Success - Customer and industry recognition for graduates of the program.

 The Studio Technical Guide has also been redesigned and released to you on our website.  You can utilize 
this FREE guide for staff training, signs in your studio, and to review before taking the online certification tests.  
Already earning rave reviews, the Studio Technical Guide is a must in your studio.

 Speaking of technical knowledge, the CCSA has designed and will be mailing to you soon brand new 
FREE Technical Posters for your kiln room or office.  

 In addition to classes at Convention and to round out your skills for success, the CCSA is offering 
a fun Merchandising Contest which culminates with a Merchandising Class at Convention.  You’ve 
received emails about this contest and can enter your studio on the CCSA Gallery on Ceramic Chatter. 

 Attending the CCSA Partners Meeting for Success convention this September is something 
you cannot afford to miss this year.  Combining all of the above skills and knowledge factors, 
this event will help you to assure your success in the future.  I hope to see you there!

Sincerely,

Angie Verburg
CCSA CEO
Your Partner in Success
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DAVE’s CORNER
 by Dave Currie, Ceramics Unlimited

A quarterly column answering your 
most common questions about business
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 A studio owner and I were having a conversation recently.  
She asked me an interesting question.  “When do you know that 
it is time to make a change?”  I thought for a moment about 
how to answer such a complex query.  Finally, I responded by 
saying that it is time to consider a change if what you are doing 
now is not working for you or is not giving you the joy that you 
should expect from what you do.
 After the call, it became apparent 
that all of us ask this question of our-
selves.  Are we doing what we really 
want to do?  Are we getting the person-
al satisfaction from our choices?  Many 
of you have already made this decision.  
That is why you left whatever it was you 
were doing that gave no job satisfaction 
to doing something that gives joy to oth-
ers as well.  Congratulations on making 
the move!
 So, now that you have settled into the daily routine of 
your own business, how do you stay motivated when the chal-

lenges of the studio start to wear on you?  Today, with the 
economy suffering and people holding on to their discretion-
ary income, how do you remain upbeat?  First and foremost, 
remember, it is attitude, not aptitude, which will improve your 
course of action.  If you refuse to be negative, good things will 
happen.  The best way for good things to happen is by being 

proactive every day. 
 If, when business is slow, you spend 
your time and efforts in marketing in-
stead of sharing woes with others, you 
will certainly gain better results.  Keep a 
list of projects that you can tackle when 
you have extra time.  Those will keep you 
busy, and attitude and results always im-
prove with positive action.  
 Remember, we all go through slow 
periods.  The key to keeping a positive ap-
proach is having the right attitude.  Most 

of the time, we can choose to make our changes proactively.  
That’s when good things will happen!

If you refuse to be 
negative, good things 
will happen.  The best 
way for good things to 

happen is by being 
proactive every day. 
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 by Alyson Udell, Duncan Ceramics

trend 
FLASH

A continuing 
series on design 
and style trends 

which affect you 
and your studio.

 Green is the new black.  The three R’s 
- Reduce...Reuse...Recycle.  Green power.  
Eco-friendly.  Planet Green.  Go Green!  Even 
green-washing.  What does it all mean?  How 
do your customers expect you to react?  
Playing your part in social and environmental 
responsibility is just that - a part.  You can’t 
change the world by yourself, but you can 
have an impact by incorporating “green” ele-
ments into your studio. 

HElP...I’M OvErWHElMEd!
 It’s very understandable if you’re al-
ready feeling greenwashed...the overload 
of green messages in the world can push 
anyone into a tale-spin.  If you’re wondering 
what it all means, you’re not alone.  “Green” 
isn’t just a color anymore...it’s a lifestyle to 
many, but unfortunately it’s also a gimmick 
that some marketers employ.  Consumers are becoming increas-
ingly aware and critical of products that are marketed as green, but 
in reality, aren’t very eco-friendly.  An example of this is the criti-
cism growing for imported organic foods.  There are reports that 
although the food is grown in an earth-friendly manner, the logistics 
to get it from the farm to the grocery store are not eco-friendly, and 
even sometimes outweigh the positivity of organic farming.  You see, 
it’s not just the end product that consumers demand be respon-
sible...it’s the entire process.  
 The single most important consideration you must make when 
marketing “green” in your studio is honesty...I’ll say it again - HONES-
TY!  In a May 2008 article in Advertising Age magazine, Jennifer Rooney 
writes that consumers are “increasingly demanding answers to tough 
questions.  What was the process to make the product?  Was it energy 
intensive?  Did it use pesticides or petroleum?  Were the workers paid 
a fair wage?  How will it be disposed of?”  Wow, I certainly thought of 
your studio when I read this!  I know you are already experiencing 
very similar questions and I want to be very clear - do not lie.  There 
are plenty of options provided to you to be an environmentally and 
socially responsible studio...if you use these options, then be proud of 
your choice!  If you don’t use these options, don’t try to sugar-coat 
your choice, don’t fib or even outright lie and by all means, consid-
er switching your operations to be more responsible!  In her article, 
Rooney concluded by reminding marketers that “the only reason they 
seem to be demanding more information is that they have lost their 
trust in what they buy.  They have lost confidence in brands, which have 
traditionally helped them choose.  They are struggling to do the best 
for their families.  They want to be part of something relevant to our 

shared challenge to change the world.”  The 
good thing in all this is that your customer 
wants you to be green and will appreciate 
your support of making our world a better 
place to live.

GO GrEEn...
      I strongly suggest that you take the first 
step in being socially and environmentally re-
sponsible by following the recommendation 
of CCSA to become a non-toxic studio.  In 
the association’s March 12 statement, “the 
CCSA strongly recommends PYOP studios 
use non-toxic clear dipping glaze and, ad-
ditionally, ensure their compliance with all 
health and safety standards and regulations, 
including cleaning standards and regulations, 

set by federal, state and local governments. By 
using only non-toxic glazes, PYOP studios re-

duce any potential health risks which may result from exposure to 
leaded glazes.”  Honestly, this is an easy step in the green movement 
that you can make today!
 Lucky for you, there are many other ideas that are just as easy 
to employ to support your studio’s green initiatives.  Here is some 
inspiration to get you started...

CrACKEry TAblEWArE
 Inspiration: “The Crackery Tableware consists of ready-made 
plates, bowls, cups, etc, themselves coming from different services, 
and what they all have in common is that they are all white and 
each one has a crack and/or chips. Instead of rejecting these time-
worn pieces, I celebrate their imperfections by glazing each crack 
in gold luster, and further transform it by turning the golden crack 
into a flower, placing the transfer of a blossom on one end, and a 
transfer of roots on the other. Other chips are also gold lustered 
and become the button of flowers, or bulbs - the decoration which I 
apply depends entirely on the shape and positioning of the chip. The 
decoration borrows from classical tableware floral decoration, but 
with a fresh and modern stylization. And the painting of the cracks 
in gold is a contemporary take on an ancient Chinese ritual of filling 
cracks with gold leaves and thus accentuating the accidents rather 
than trying to hide them. The result is a poetic floral tableware ser-
vice whose components are related to each other, while each piece 
is unique due to the fact that no two cracks or chips are ever the 
same. Individual pieces also work well alone inside people’s own 
tableware.”  www.theornamentedlife.com
 Studio Idea:  Chips and cracks are not necessarily the ultimate 

Clockwise from upper left: Rehabilitated dishware, 
USPS, Ideal Bite, Crackery Tableware.



death for ceramic arts!  Test this inspiration with a few pieces of bisque 
and underglaze to determine if this is a viable solution in your studio.  
While we don’t recommend lusters (not non toxic), the idea of paint-
ing those imperfections in non toxic underglazes might just be a way to 
save your customers’ disappointment. 

rEHAbIlITATEd dISHWArE
 Inspiration:  “Rehabilitated Dishware is an exercise in sustain-
ability that reincarnates existing products.  Used or unwanted 
ceramics are redesigned and resurfaced then presented as new 
collections.  Interesting designs and modern colors enliven the 
dish, extending its life cycle past the thrift store or overstock pile.  
Each piece represents a rejection of more brand new products fill-
ing shelves and storage closets.  Rehabilitated Dishware is a subtle 
statement of the importance of recycling and the renewed value 
of unwanted things.  The process begins by buying dishware from 
various second-hand stores, such as Goodwill and Salvation Army, 
or rummaging through the reject pile at retail stores.  The dishes 
are then reglazed and refired.”  www.domestic-construction.com 
 Studio Idea:  Use this inspiration as a means to deflect cus-
tomer disappointment when their piece doesn’t fire the way they 
intended...you know the pieces I’m talking about - the ones that 
are streaking or don’t have enough coats of color!  Provide design 
masks/stencils that are very basic in design and a single color for 
a quick refurbish project on disappointing pieces.  You can even 
charge a small rehabilitation fee or offer this service as a satisfac-
tion guaranteed promise.

MOrSElS Of GrEEn GOOdIES
 Inspiration:  “Ideal Bite offers bite-sized ideas for light green liv-
ing - ideas for real people who lead busy lives and want to make small 
changes that add up to big results. Our Daily Tips cover everything 
from biodynamic wine to eco-pet products to organic cosmetics. The 
secret sauce? A spoonful of ‘incremental environmentalism’ combined 
with a keeping-it-real attitude.  The mission of Ideal Bite is to create 
a more sustainable world by connecting enlightened companies with 
responsible consumers who are ready to make small changes that 
add up. Ideal Bite is a sassier shade of green.”  www.idealbite.com
 Studio Idea:  I know your daily task list is long, but subscribing 
to this website will provide you with one daily “green” tip that you can 
take or leave.  Think of it as an apple a day - green, juicy and healthy!

Be an en•vi•ron•mail•ist
 Inspiration:  “You are about to become one of the dedicated 
marketers who adopt greener mail practices and explore ways to make 
direct marketing more eco-friendly. Not just because it’s good business, 
but because it’s the right thing to do.”  www.mailgreener.com
 Studio Idea:  The United States Postal Service is providing a 
free Environmailism Handbook that provides ways for businesses to 
be more eco-friendly in their mailings, including direct mail campaigns, 
first-class mail service, variable data printing and branding.

GrEEn lOOKS GOOd On yOu
 However you decide to incorporate social and environmental 
responsibility into your studio is your choice.  There are so many 
opportunities and options to get started, stay connected and inspire 
others...so what are you waiting for?  Green will look good on you, 
your studio and your customer — it’s the new black! 

 For questions and comments concerning this column, email Alyson 
Udell at audell@duncanmail.com or check out her blog at www.dun-
canfashiongirl.blogspot.com.
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ON ThE ROAD
By Donna Rivers, Bisque, Beads & Beyond!

 One of the things I love most about my CCSA membership 
is the opportunity to attend classes at Convention that feature 
some of the best pottery teachers in the country.  One of my 
favorites is MaryAnn O’Hearn.  Two Conventions ago, I was sur-
prised to learn that MaryAnn had decided to become a studio 
owner, so I was eager to see how she made the transition.
 A visit to The Magic Brush PYOP studio in Tewksbury, Massachu-
setts is the only way to truly come to appreciate the pleasure of a 
PURE paint your own pottery studio.  The studio is owned and staffed 
by MaryAnn O’Hearn, previously staff artist and traveling teacher ex-
traordinaire for Gare, Inc.  As one would expect, the studio is filled 
with incredible hand-painted samples and pottery for purchase.  You 
know you are about to embark on a true love affair with pottery.  

Why did you leave your position at Gare to open your 
own PyOP?
 I really hated to leave Gare, but about two years ago, Debbie 
Gramard (also a former Gare artist) decided to sell one of her studios, 
and I thought it would be fun to own my own studio where I could 
focus my time on teaching.  After all, I love people and I love to teach. 

How was your switch from staff artist to studio owner?
 The first few months were fun as I created samples and re-
designed my studio--all artist tasks, of course.  Then the business 
part of owning a studio became clear to me, and I realized I was 
not as prepared as I would have liked.  All the product knowledge 
in the world does not help balance the checkbook.  

now after two years, how would you compare your ex-
pectations of owning a PyOP and your actual experience 
as a studio owner?
 In order to create a successful studio, you have to have a 
strong business sensibility as well as a love for the craft.  I now 
know that it takes more than product knowledge and artistic abil-
ity to own a studio.  The financial aspects of the business have 
been the most difficult part of the learning curve for me.  I think 
you need to have a business consultant help you with areas that 
you are not familiar with to really start your business running. 

What advice would you give to a new studio owner?
 I would definitely tell them to make sure they have a bal-
ance of product knowledge and business talent-- no matter 
how many people it takes to create that balance.  I have 
that balance with myself and my sister, Tammy, as the 
artistic part, and my daughter, Pepper, who does all 
my marketing, and my sister, Sheila, who helps with 
the books, on the business side. 

you recently moved your studio.  
Why did you make that change?
 My previous location was across 
the street from a “Plaster Funtime,” 
and frankly, I found the competi-
tion a challenge.  I constantly 
had to explain the differenc-
es between the two crafts 
to customers, and although 
the differences are readily notice-
able to those of us in the industry, 
to many customers, a painted pig is a 
painted pig.  So, when a new location be-
came available in the next town and there 
was no other competition, I quickly made the 
decision to move.  

do you have any advice on moving a studio?
 Make lots of lists and check with the town building 
inspectors before you sign a lease.  Moving is so much more 
than packing boxes.  There are all those “initial” expenses all over 
again: permits, signs, build outs, etc.  I missed all of that the first 
time because I bought an existing studio.

The Magic Brush

Mary  Ann working in her studio.

Tewksbury, Massachusetts



you have a beautiful studio. What areas of design are you 
most proud of?
 My faux painted walls.  I actually used the same technique I 
will be teaching at convention to paint my walls.  And I love my 
color display: frogs in the entire Gare glaze palette swim across 
my walls.  Kids love the shapes, and the colors can be seen from 
everywhere in the main floor. 

What is your biggest challenge in running your studio day 
to day?
 I have never hired outside employees.  This is really a family 
business with my two sisters and my daughter helping me with the 
day-to-day operations.  I found that we do not have time to con-
stantly market the studio as I wish we could.  So many times I have 
a new class idea and no time to put it together and market it. 

What is the most important service you provide to your 
customers? 
 My years of teaching experience and the fact that I am here at 
the studio all the time makes me available to really guide my cus-
tomers through the creative process.  I work with each customer 
from the selection of their bisque shape to their design to ensure 
that the project will be as they expected. 

In a time when a lot of us are adding different product 
lines and mediums to our studios, I see that you offer only 
PyOP.  Are you planning to diversify?
 Not at this time.  Although I do have the space in the studio 
to perhaps add another product line, (most likely glass), I really 

enjoy focusing on PYOP and all the wonderful techniques and 
glaze products that are available.  I did add Creative Images, 

and that has been a big seller.  But I am going to start to 
play with the glass for myself.

If you had to do it all again, would you? 
And what would you do differently?

 I cannot imagine not being 
part of the PYOP in some capacity 

always.  I know I need to always 
be teaching and creating, 

and buying the studio al-
lows me to do that.  

Would I do any-
thing differently?  

Yes, I would have 
hired a business con-

sultant to help me tran-
sition from being an artist/

employee to a business owner.  
I think it would have spared me a 

few bumps along the way. 

 As I was leaving MaryAnn’s studio, I 
stopped and admired for one last time the 

amazing samples on display.  I smiled wistfully 
and asked, “You will always be a traveling teacher, 

right?”  And with a twinkle in her eye, MaryAnn replied, 
“Just call. I love to teach.”
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By Bonnie Karet, Mud Monkey Pottery

 A great way to boost September/October since the fees hit 
in the slowest months!  
 The business model based on tuition programs is a success-
ful and proven income strategy.  Look at music, karate and dance 
studios.  They get paid monthly, and lessons are ongoing.  Income 
is collected at the beginning of each month. 
 We have a unique situation in our studios.  We are interactive 
retail stores, so we can structure our sales on both retail (walk-in) 
and tuition-based models.  Think about the possibility of collecting 
your rent, guaranteed, at the beginning of each month.  This is how 
many businesses operate, and the Contemporary Ceramic Studio 
is a perfect fit for this kind of operation. 
 The beauty of designing classes and ongoing workshops for your 
studio is that you can set them up in any way that suits your situation.  
If your studio is too small, take your program to the schools.  If your 
staff consists of just you, schedule the class when your business is 
closed.  If you can’t commit to ongoing monthly classes, set up your 
programs to be a specific length of time, anywhere from 2 - 8 weeks. 
 Here are some ideas from CCSA members currently offering 
tuition-based programs:

JulIA MCnAIr, dO IT yOurSElf CrAfTS:
 
How long is your clay program?
 We have two programs: a weekly drop-in and an eight-week 
course.  Both are based off of the Clay Lady methodology.  This is 
a “project”-based method of teaching. 
 
How much time is each class?
 We schedule the classes for an hour and a half.  Roughly, the 
first half-hour is demonstration and instruction, the second half-
hour is construction of the project, and the last half-hour is paint-
ing and decoration.  Set up and clean up are part of this time.
 
do parents pay per visit or upfront?
 For our weekly class, parents pay when they drop the kids off.  
For the eight-week course, they pay when registering their children.  
The price is actually the same - $15 per week.  I based this both on 
the price of the materials involved (clay, which is inexpensive and nev-
er more than 2 pounds per project) and the time we are instructing 
the children, and compared it to the “going rate” for extracurricular 
activities.  The price per lesson for piano, voice, and language tends to 
be about $15 per week, for an hour to an hour-and-a-half program. 

What are some of the benefits and challenges of a tuition 
program like your Kids and Clay program? 
 The benefits have been amazing: Working with a group of stu-
dents over the course of several weeks gives us a real opportunity 
to see their skills grow.  I got to know “my kids,” and they got to 
know me and the store.  It gave me a different perspective on how 
I was teaching other things, as well.  And I also had a little test 

market audience I could ask about bisque shapes, programs, every-
thing.  They gave me great ideas about what they like and want to 
do.  This led directly to my “Glass is a Blast” program that I started 
this summer, and I can already tell is going to be a success.
 The challenges are the flip side of the coin: a child that is difficult 
once in your studio goes home. A child that is difficult in an eight-
week program is coming back. Week after week after... well, you get 
the picture. I had one boy who clearly did not want to be in the class, 
but his mom thought it “would be good for him.” He required a dis-
proportional amount of my time, energy and attention, and it wasn’t 
fair to the rest of the group. Or him, or me. I spoke with his mom, and 
now I know that in the future I’ll be more insistent. 

based on your experience with this successful program, 
do you plan to offer other multi-week classes?
 Yes, and I’m trying to determine which direction I want to go for this.  
I know I’ll continue to offer my drop-in weekly Kids and Clay program, 
but I also plan to do a structured eight-week course for after-school 
and also for home-school groups.  These will both grow into a monthly 
program of more advanced projects.  I also plan to have a long-term 
glass program, including both drop-off and multi-week classes.  I see these 
classes as wonderful opportunities to do larger-scale projects with kids.  
 
How do parents react to the pay upfront vs. the pay as you go?
 For the weekly program, the pay-as-you go obviously works.  I 
had five students who came to more than 12 classes each.  At $15 
each, those parents paid $180 or more, but only $15 at a time didn’t 
seem like so much.  For the eight-week class, $120 didn’t seem like 
much to the parents who are used to paying up-front for lessons. 
 
do you offer discounts or benefits to returning students?
 Not a discount per se, but they have gotten added benefits, like a 
special class that only they could take.  And pay for.  Only the kids who 
had been coming to Kids and Clay got to attend the “test” classes for 
Glass Is a Blast, and they felt very special for that privilege.

HElEnE SAffOrd, ClAy CAfé:

describe your program:
 We have cultivated a very good business in after-school programs 
in the school systems.  The parents pay for 8-week sessions. We bring 
everything to the school - have a planned curriculum - and the school 
typically runs 1 to 3 of our 8-week sessions per school year.
 It has been great to boost September/October since the fees 
hit in the slowest months.  Class sizes range from 15 to 45.  I send 
the number of teachers required based on class size.

do you require full payment up front?
 Yes, the PTA collects payment from parents.  Some schools ask 
us to contribute a portion of the fees as a PTA donation.  Some 
schools actually tack on a surcharge.  We require that they notify us 
in advance and communicate to the parents that they are charging a 
fee so that the parents don’t think we are overcharging.

TuiTion Programs
in The ConTemPorary CeramiC sTudio



do you have a minimum to visit the schools?
 Yes, usually 15 minimum works okay, but I advise doing a full 
margin analysis based on staff cost, travel, materials, prep time, etc. 
to make sure that the profitability is acceptable.  On a rare occa-
sion, we will reduce the first minimum to get into a school, but less 
than 15 does not usually work out financially.

do the schools allow you to store supplies at their facility 
while the classes are going on?
 No; we take everything, clean everything up, and only require 
access to water (and of course tables and chairs).

do you do other things besides paint pottery?
 Yes we rotate a full set of curriculums that range from pot-
tery, mosaics, multi-media, clay, themed classes (like garden theme 
for example), and masters classes based on artists (we have Paint-
ing with the Masters 1 through 10 and growing).

bOnnIE KArET, Mud MOnKEy POTTEry 
And ArT STudIO:

describe your program:
 Our home-school program meets every Tuesday from 10 - 
11:30.  The cost of the program is $50 per month, comparable to 
other dance and music lessons in my town.  

How do you keep costs down?
 To keep our costs down, we do not allow make-up projects 
or give credit for the next month if a child has to miss class.  The 
challenge is to keep the project cost down and plan appropriately.  
We use a lot of clay in our home-school classes because clay proj-
ects are ongoing.  We can make a clay project last for 3 weeks.  
We use scraps of glass and other “throw-away” materials in other 
projects we do.  I plan the month out in advance.  I decide how 
much clay and other materials I can use based on enrollment.  It is 
very important to cost everything out.  Low prices work, but only 
if you have volume, so that is what I focus on.

What are your class sizes?
 Our class started out small and has grown to the point that it re-
quires two and sometimes three instructors.  The student age range 
is 5 - 18.  I have found that constant marketing, being very consistent, 
and keeping our price down has helped us to fill our classes. 

do you offer incentives?
 We offer incentives for returning customers, such as a free 
pottery tool kit for adults taking a second class, a cubby with their 
name on it for the home-school kids, free birthday plate for any 
student that has a birthday with us, and 10% off for Moms who 
want to stay and paint while their child is in class.  The marketing 
possibilities are endless.

Are you working on any new programs?
 I am working now on after school programs that are designed 
for beginner/intermediate/advanced skill levels. They will have to 
complete each class in order.

do you have any words of advice for studios considering 
tuition programs?
 The key is to make it enjoyable, for both you and your stu-
dents.  Make it enjoyable for yourself by making the schedule work 
easily in your life and by making it profitable.  I love the first of the 
month when those checks roll in and pay my rent.  Chances are, if 
you are happy and having fun, your students will be too!
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hoT gLass For 
CooL PeoPLe!
deSign yOur OWn fuSed glASS... 

here’S hOW it WOrKS:

•	 Select	a	glass	project	such	as	a	coaster,	

	 trivet,	plate,	bowl,	jewelry	or	an	ornament.

•	 Choose	your	colors	then	cut	

	 and	arrange	your	design.

•	 Your	piece	will	be	fused	in	our	kiln	

	 and	ready	to	pick	up	in	about	a	week.

•	 No	experience	needed,	we’ll	show	you	how!

Dad & Me
Kids: Bring your dad into our studio to make a one-of-a-kind gift for Mom! 

Whether it’s Valentine’s, Birthday, Mother’s day or Christmas, our enthusiastic & artistic staff are here to make your experience easy & enjoyable. 
We will help you every step of the way. We have all the tools and ideas necessary to make a gift of art from the heart! Choose froM hundreds of plates,platters, BoWls, Mugs and 

say it with 

pottery

We love pottery painting  parties and so will you!  

great for:
Birthday Parties • Scout Groups • Ladies Night 

School Field Trips • Spring & Summer       Vacation Fun

we provide 

everything:

gifts
for any occasion

off ice party
Build your team’s potential 

with an outing  the entire 

office will enjoy. It’s fun and  

requires absolutely no stress 

or experience. Bring the gang 

to our studio or we’ll  visit 

your office.  Remember, the 

office  that plays together 

stays together! 

ideas 

an  artful  experience 

even  if  you’re 

artistically  challenged!

GREAT  for 

all  ages!

Gifts designed by you are a unique  way to tell that 

special one how you feel. Our studio  has everything  you 

need  to create a  hand-painted  gift for any occasion...  

even design  tools to help you along! 

Holidays • Birthdays • Teachers • Graduation 

Mother’s Day • Father’s Day • Congratulations 

Will You Marry Me • Get Well Soon 

... and so much more!

Adults, teens and children of all ages  

are welcome at our pottery painting studio.

just plain fun!
Our studio will show you how 

easy it is, just choose your 

ceramic piece,  pick your 

design, select your colors  and 

create your masterpiece!  Great 

for all ages and the best part 

is... no experience is needed!

paint your own pottery... 

it’s creative fun for everyone!

Stamps • Stencils • Sponges • Idea books

As well as a little coaching and a lot of encouragement!  

Drop in anytime or schedule a painting party. 

we help you put the ‘art’ in

party

bridal and 

baby showers
Pottery painting  showers are 

easy and fun to do! Party   

guests can create unique gifts 

for the Guest of Honor while 

celebrating a milestone and 

creating fond memories.
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benefit update
By Angie Verburg, CCSA CEO

New CoNsumer BroChure:
You asked, and we listened to your input. 

Our brand new Consumer Brochure is now 
more customizable than ever!  You can add three panels 

of information on your studio to these brochures, 
making them truly your own.  

New DaD aND me Palm CarD:
Check out our new Dad and Me Palm Card!  
What a great way to promote your studio to 

Dads and their Kids.  

New Glass Palm CarD:
Our new Glass Palm Card is the perfect way to 

promote your glass programs to customers.  
Like all Palm Cards, it is completely customizable on the back.

Order your new brochures 
and palm cards securely 

through the CCSA website, 
in the marketing section 
or complete and return 
the order form enclosed 

in this magazine.

New Full Color,
Professional 

Marketing 
Tools That 

You Can 
Customize!



A  L i g h t e r  M O M e N t

By Judy Salinas, Glazed & Amazed

Being New
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 We have all been “new” to the business, whether we pur-
chased an existing studio or built our store from the bottom up.  
Ah, remember the excitement, the nervousness, and all the hard 
work to get everything just right?  
 The big day finally arrived, maybe you had a ribbon cutting 
or a grand opening.  Did you serve food and juice?  All of your 
friends and family showed up, maybe even some local VIP’s, such 
as a council person or the mayor.  You were officially open!  Then 
everyone left.  You were probably so tired that you sat down for 
the first time in months.  Then you said, “Now what?”  Are you 
laughing?  You probably thought you were the only one that said 
that!  I think that sometimes we put so much work and energy 

into getting open that we forget what happens after that. 
 I have heard from several people that they had thought that 
when they opened the door, people would just flock in.  That did 
not happen.  I assumed that I could send out a “coupon” once to 
the mailing list and the customers would come running in.  That 
did not happen either.  I also thought that I could run the whole 
place by myself without any help.........is this you?  That’s ok; most 
of us have thought that.
 My personal story begins with me managing a studio.  I thought 
I was all set and that I knew it all.  Wrong.  What I found out was 
that there was a lot of stuff I knew nothing about: marketing, ad-
vertising, managing, hiring, and the dreaded firing.  On any given day, 

I was also the plumber, the electrician, the window 
washer, the janitor, the accounts payable person, 
and the banker.  The day I opened, I was expected 
to be an expert at all of those things.  
 I have learned so much about myself in the last 
6 years, some good and some bad.  It is hard to 
admit that you are “not good” at something.  I am 
not good at being a manager; my employees walk 
all over me.  I had to figure that out the hard way.  
I learned that I can be talked through installing a 
thermocoupler, I can load 2 kilns in 35 minutes 
when I have to, and I can fix just about anything the 
kiln gods throw my way.  But the most important 
thing that I have learned about myself is that I can 
do it!  I am not perfect; it is ok to make a mistake.  
 I know that we are a customer-based industry, 
and we try to always make the customer happy, 
but the most important thing I have learned about 
the business is that it is just pottery.......no one is 
going to “die” if something happens to their piece 
of pottery. 
 Take a moment to laugh at yourself and to know 
that you are not alone.  You will figure out what 
works for you over time.  Try not to burn yourself 
out in the meantime.  When you are frustrated or 
overwhelmed, ask for help; it really works!

On any given day, I was also 
the plumber, the electrician, 

the window washer, the janitor, 
the accounts payable person, 

and the banker.  The day I opened, 
I was expected to be an expert 

at all of those things.  





extra activities.  This is a great time to market to them for the holi-
day season, as most plan in advance.  Holiday ornaments, precious 

handprints, and gifts for the family.  If they 
can’t come to you, offer Pottery-To-Go or 
go to them. 
   
 3 dO yOu OffEr fInISHEd 
WArE?  Would you like to have your 
custom ware placed with a local retailer 
or gallery?  When we are slow, most spe-
cialty retailers are too.  This is a great op-
portunity to talk with them.  Personaliza-
tion continues to be a hot commodity!  If 
you’re successful in getting placed, it’s extra 
revenue along with getting your name out 
there.  I know, cold calls...but just do it and 
don’t take ‘NO’ personally, because a ‘YES’ 
can be the next call you make!

 3 WHEn WAS THE lAST TIME 
yOu WAlKEd In yOur STudIO frOnT dOOr And 
JuST lOOKEd ArOund?  Try it...What do you see?  How 
are those tables, floors, windows, displays, and kiln room looking?  
This is a great time to do some deep cleaning!

 3 HOW ArE yOur CuSTOMEr-PICK-uP And 
WOrKS-In-PrOGrESS ArEAS lOOKInG?  Are they pil-
ing up?  This is a time to call the customer with a drop dead date 
before you discard old pieces.  My thought... If it hasn’t been used 
or touched in a year, why keep it or store it for someone else?  

 3 WITH All THE nEW bISquE SHAPES AvAIl-
AblE, this is also a time to paint up some new and fresh samples 
that sell! 

 3 IS yOur STudIO lEAd frEE?  If not, there’s no ex-
cuse now...  IT’S TIME TO CHANGE!  You’ll have the extra time to 
become familiar with any difference or issue you may experience.  
Make sure to work closely with your choice of glaze manufacturer 
or supplier for ease of success.     

 The list could go on and on...Look at ‘slower times’ as an 
opportunity to work on projects that you don’t have time to do 
most of the year.  Days may be a bit quieter but are hardly without 
something to do.  So... take a little time for yourself, then ...GET 
MOVIN!  Happy Fall to all!
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TipS For $ucceSS
by Judi Novotny; It’s Yours Pottery, Omaha, NE

If your planning was 
successful with your 

summer camp programs 
and activities, remember 
NOT to spend all that 
extra cash right away... 

It will make the 
less-than-stellar time, 

as we await the holiday 
rush, easier to get through.

 Where have all the people gone?  If you are like the majority 
of PYOP studios, this is the season of quiet...quiet...and quieter!  
Why?  Most schools are back in session, 
with Mom and Dad spending $$$ on ex-
penses such as clothes and school supplies.  
Little money is available for painting pot-
tery right now.  So, what’s a studio owner 
to do?  
 If your planning was successful with 
your summer camp programs and activities, 
remember NOT to spend all that extra cash 
right away... It will make the less-than-stellar 
time, as we await the holiday rush, easier to 
get through.
 This is actually a great time to take a 
break from the summer craze!  Are you at-
tending CCSA Convention this year?  What 
a great opportunity to detach from your 
studio, learn, renew, and get excited all over 
again!  And after the busy summer months...
you deserve it!  This is also a great time to attend any local, re-
gional, or national technique, marketing, educational seminars to 
assist in the success of your business.    
 Slower days offer a great opportunity to get down to or-
ganizing, regrouping, and planning for the upcoming holiday busy 
season.  
 
HErE ArE A fEW THOuGHTS TO 
bOunCE ArOund...

 3  dO SOMETHInG!  Don’t sit around waiting for the 
customer to come in and complaining that it’s so slow! 

 3  PlAn, PlAn, PlAn... What a great time to plan ahead!  
Take some time to think through your Fall and Winter Programs 
and get them on a calendar now.  It will save you the stress of 
throwing things together later!

 3 HAvE yOu TAlKEd WITH yOur lOCAl 
SCHOOlS lATEly?  Make some calls!  Make some contacts!  
Get out there and talk to your school and PTO/PTA administra-
tors.  Put together a presentation packet containing projects, pric-
ing, and colored photos showing what a great school program you 
can offer them.  Leave them something FREE!  It may cost you a 
little, but if you’re successful, the payoff is HUGE!
 Preschools are on every corner and are always looking for 

The Fall Slump
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 by Rich Kizer & Georganne Bender
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How To optimize 
Your Success at 
the ccSA convention
 To tell you the truth, we have never been so impressed with a 
bunch of retailers than we are with the people we’ve met at CCSA 
Conventions.  You guys are one tight unit, which is great.  You are 
happy to share ideas and strategies and techniques, and you genu-
inely like each other!  There’s none of the usual “Yeah, well at MY 
store ...” kind of in-fighting.  You work hard and you party hard and 
you laugh together.  Alot.  You’re our kind of retailers!
 So we know that you are looking forward to seeing one an-
other and catching up (we are too!), but here’s the big question:  
Are you truly prepared to hit the Convention show floor?  You’ve 
registered, booked your travel and hotel, but are you really ready?  
Here are some things to consider that will make your trip to 
CCSA Convention as profitable as it is fun:

dO yOur HOMEWOrK bEfOrE yOur lEAvE fOr 
CCSA COnvEnTIOn:
 • Review all the show-related advertisements in your industry 
trade publications.  Note new items, vendors you want to visit, and 
their respective booth numbers.  Look also for not-to-be-missed 
business seminars.  Like ours.  This year we’ve been asked to do your 
keynote presentation, “Prospering in Turbulent Times.”  Be prepared 
to laugh and learn!  We’re also doing two not-to-be-missed break-
out sessions: “Turned On and Excited: Strategies that Build Sales, 
Energize Customers and Increase Profits” and the CCSA special 
program, “How to Increase Your Profits Through Add-On Sales.”
 • Review all pre-show materials sent by CCSA and all pre-
show materials sent to you by vendors.
 • Hold a store meeting to discuss trends, hot items, new cat-
egories, and other things you found in your pre-show research.  
Ask store associates- and maybe even key customers - for ideas; 
they will offer a fresh perspective on what to look for at the Con-
vention.
 • Carefully examine product and vendor sales histories.  Re-
view both current and committed inventories so you don’t acci-
dentally duplicate what’s still on order.
 • Set an open-to-buy or budget, detailing what you can spend 
at the show.  Include basic and new merchandise categories.
 • Review all of your homework before you leave and adjust 
your goals, if necessary.

THInGS TO dO AT THE COnvEnTIOn bEfOrE yOu 
WOrK yOur fIrST bOOTH:
 • Go through the show book and list all of the vendors you 
want to see.  List them by booth number, working your way 
through the show floor aisle by aisle.  This will prevent you from 

duplicating your steps and wasting precious time.
 • Use Post-it(r) notes to flag important pages and other infor-
mation in your show book for future quick reference.
 • Inside Tip!  The first day of the Convention, and during the 
opening hours each day, the booths at the front of the show floor 
are generally mobbed with attendees.  That’s because they are the 
first thing people see, so they stop and look around.  If you begin 
at the back of the show floor, where traffic is generally lighter, 
you’ll enjoy more quality time with the vendors you need to see.
 • Carry a small cassette recorder and notebook.  You’ll find it 
quick and easy to speak your thoughts into your recorder as you 
walk the show floor.  Review your spoken notes at your conve-
nience, recording them in your notebook for future reference.
 • Take note of each item, or line of merchandise, that catches 
your eye, adding important details about each one.  If the product 
still looks good after you review your notes, you can go back and 
place your order.  This will prevent you from placing “emotions of 
the moment” orders.

SET APPOInTMEnTS WITH vEndOrS:
 Now you are ready to set appointments with vendors.  Set 
your appointments in this order:
 1. Current vendors.  See these vendors first to ensure that 
any, and all, important and on-going merchandise issues are being 
properly taken care of to your satisfaction.
 2. Vendors you work with occasionally.  These are the lines 
that are building in your store, becoming more important to the 
growth of your business.
 3. New vendors.  Look for new vendors based on your cur-
rent and future merchandise needs.  Your pre-show homework, 
plus your on-site research, will be an invaluable help here.
 • Inside Tip!  The best time of the day to meet with vendors is 
during the slowest hours of the show - early in the morning and late 
in the day.  Meet with your most important vendors, and those that 
will require the most time, during these hours.  This tactic will ensure 
that you will receive the vendor’s undivided time and attention.

buIld PArTnErSHIPS WITH yOur vEndOrS:
 Trade show booths are not much different than retail stores.  
How do you feel when a new customer walks in your front door?  
Do you feel like you have to sell them something?  Do you watch 
them like a hawk?  Of course not, you’re glad to see them - ven-
dors feel are the same way.  It’s easy to feel intimidated when 
entering a new vendor’s booth, but don’t be.  Look at it as an 
opportunity to meet new people who can help you grow your 
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business.  You’re not getting a root canal or buying a used car - it’s 
okay to be friendly, and it’s okay to look.  Even if you don’t make a 
purchase today, you might down the road.  A partnership relation-
ship with your vendors can reap big rewards.
 • Ask each vendor how you can best take advantage of show-
only specials.
 • Inquire about unpublished merchandise deals on items not 
on display at the show.
 • Ask for show special pricing even if you place your order 
after the show.
 • Inside Tip!  Request staggered delivery dates throughout the 
year on basic goods the vendor is offering show discounts on.  This 
allows you to take advantage of the price break without having to 
receive, warehouse, and pay for a year’s supply of merchandise in 
advance of sales.  You can pre-write these orders before you get 
to the show and drop them off at your convenience.
 The CCSA Convention is so much more than a place to buy 
product.  It provides the perfect opportunity to meet the very 
people who can help insure your lasting success.  You will want 
to attend the all the cocktail parties, open houses, and gala events 
held during the Convention.  Do yourself a favor and drag yourself 
away from old friends to meet some new ones.  Spend time with 
your vendors socially - you’ll strengthen relationships, creating a 
win/win situation for you both.

TAKE AdvAnTAGE Of yOur SuPPlIErS’ WEAlTH 
Of SAlES-buIldInG KnOWlEdGE:
 Companies spend millions of dollars each year designing ways 
to make their product fly out of stores.  Take advantage of this 
important research!  Questions to ask each vendor:
 • What’s the best way to sell this product line?
 • Who else is selling this merchandise?  What are they doing 
to move it that’s important for me to know as well?
 • Where should this product be displayed in my store?

 Many vendors have a host of extras to help you display and 
sell their products; sometimes they are readily available, but some-
times you have to ask.  Bring this list of questions with you to each 
booth you visit:
 • Do you have presentation and display tips for this product 
or product line?
 • Are there racks available to better show and inventory the 
product in my store?
 • Do you have signing or other point-of-purchase materials 
available?
 • Do you have DVDs I can use for associate training and for 
in-store display?
 • Do you offer merchandise planograms?
 • Do you have people who can help with store sets and de-
partmental relays?
 • Can you recommend an in-store event or other idea I can 
use to promote your product and build foot traffic in my store?
 • Do you have items I can have to use as giveaways and as 
door prizes during my special events?
 • Are there co-op dollars available to help pay for bag stuffers 
and other advertising media used in promoting your product line?
 • Are there co-op dollars available to pay for part of my Yel-
low Pages ad if I list your product line in the ad copy or feature 
your logo?
 • Do you have articles or photographs I can use to promote 
your line in my e-mail blasts, newsletters, and on my website?

nETWOrK, nETWOrK, nETWOrK!
 Whether you are a single store owner, member of a buying 
group, or part of a big chain, the CCSA Convention will provide 
you with the opportunity to meet other retailers who are facing 
the same challenges that you face every day - it’s a wonderful net-
working opportunity!
 • At seminars, luncheons, CCSA business meetings, and social 
gatherings, look for other retailers to compare notes with.  Intro-
duce yourself.  Say, “You’ve got challenges and I do, too.  How can 
we help each other?”  Set a goal to meet least five new retailers 
each day.  You’ll find this network of non-competing retailers will 
become an outstanding resource to you throughout the year.
 • Agree to meet with your networking group at a specified 
time at the end of each day to discuss the best things you’ve each 
found at the Convention.  Together, set a goal for each member of 
the group: Find the best vendor for _____________; look for the 
best price on ________________; determine which vendors will 
provide help with upcoming promotional events, etc.
 • Keep your group together after the Convention and agree 
to get together at future conventions.  You can also set up monthly 
meetings with your network.  You be the one to take charge and 
make it happen.  Choose one morning every month for all to be 
on a conference call.  Share what’s new, hot, and happening in your 
stores.  You can even choose a “Challenge of the Month” to be 
discussed at the next teleconference meeting.
 • Log on to CCSA’s Chatter.  It not only provides a wealth of 
ideas, but it’s also a great place to talk with your CCSA friends.
 • Bring a camera and take photos of yourself with every ven-
dor and VIP you can find.  Hang them in your store to increase vis-
ibility and credibility - customers will enjoy seeing you rub shoul-
ders with other movers and shakers in their favorite industry!
 • When you return home, send out press releases to go along with 
the photos you took at the Convention.  Newspapers are hungry for 
news, but they’re starving for pictures.  Did you know that almost 80% of 
news that appears on a local level comes from a one-page press release 
sent in by someone like you?  Beware!  The media can sniff out bold at-
tempts to get free publicity; you have to know how to do it right.  If you’d 
like specific instructions on how to write press releases that get noticed, 
drop us an email at info@kizerandbender.com for your free copy.

A fEW MOrE CCSA COnvEnTIOn SuCCESS TIPS:
 • Sign-up on every mailing list you can find - To stay one step 
ahead of your competition, you need to know about new product 
releases, applications, and industry goings-on before they do.
 • Bring plenty of business cards - You don’t want to run out 
during a big networking opportunity.
 • Just before you leave for the Convention, take a fresh batch of store 
photos, both inside and out.  These will come in handy during discussions 
with vendors, seminar leaders, and with your networking group.
 • Review your Convention experience on the plane ride 
home.  Did you meet the goals you set before you left town?  
Note anything you will need to follow up on at a later date.
 • Immediately schedule a store meeting to discuss what you 
saw while it’s still fresh in your mind.  Brainstorm ideas to display 
and sell all the new goods that will begin to arrive shortly.

 The CCSA Convention is a solid investment in your future.  It 
takes you out of your daily routine and stimulates your thinking pro-
cess.  You’re exposed to new products and applications and ideas, plus 
you get to meet new people - all good things that are destined to help 
make you even more successful than you already are!
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10% e-Commerce GRAND OPENING June 25, 2008.  10% savings guaranteed through our 
 competitive pricing. Take an additional 10% off all purchases throughout 2008.

10% Visit our website to sign up for online ordering!  In our effort to be 
 eco-friendly, printed catalogues will be available upon request.

10% Free shipping for orders over $350 in our eco-friendly, reusable
 boxes.  Check our website for more information about this program.

10% Cash ‘N Carry is Monday thru Friday and the last Saturday of every month at our warehouse in  
 Worcester MA.  Additional 10 % discounts, snacks, and prizes!  For details call 877-929-3311

10% Join CCSA and The Pottery Connection in Phoenix, Arizona for some
 “sangria, chips, and salsa”.  E-vite to follow.

Visit us at www.potteryconnection.com



 Today   Fall 2008 23

The CCSA ConvenTion will be held 
AT The luxuriouS ArizonA bilTmore! 
The Convention runs Sept 5th-8th, with pre-Convention classes beginning 
and exhibits opening on the 5th.  If  you plan to arrive on the 4th, you should 
make your reservations now as we have fewer rooms booked that night, 
and the hotel may already be full!   Please notify Angie Verburg at 
angiev@ccsaonline.com or call her 559-433-0716 if  you are told the hotel is full.

The rate for the CCSA group is $120 plus a $15 resort charge.  This includes 
high speed internet; access to fitness center; local, 800 and credit card calls; 
and newspaper. 

You need to say you are with CCSA or the Contemporary Ceramic Studios 
Association when you call.  The number to call for reservations is 
800-950-0086, Extension 1. 

SPECIAL PULLOUT SECTION
The	following	pages	contain	all	the	information	you	need	to	participate	in	the	2008	CCSA	Convention.
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mAximizing Your ProfiTAbiliTY
SEPTEMBER 5TH, 8:00AM - NOON
SEPTEMBER 5TH, 1:30PM - 5:30PM

  5 credits

This popular class, taught by Elisa Waldman, has earned high marks by previous at-
tendees!  By attending this workshop, you will gain a comprehensive understanding of  
the financial health of your studio.  By the end of the workshop, you will know what next 
steps to take to increase profitability and produce more dollars in your bank account! 

inCreASe SAleS bY inCreASing TrAffiC 
To Your webSiTe
SEPTEMBER 5TH, 8:00AM - NOON

  4 credits

Learn strategies and techniques during an interactive workshop on how to play 
(and win) the search engine game and increase traffic to your website that will 
put the “e” back in your pottery! 

how To TeACh ClAY...
The ClAY lAdY wAY 
SEPTEMBER 5TH, 8:00AM - NOON
SEPTEMBER 5TH, 1:00PM - 5:00PM

  2 credits

The Clay Lady Way workshop will 
provide you with not only the opportunity 
to make a Clay Lady project, but also with informa- tion on effective lesson 
plans, make and paint in one sitting, and a one-time firing method.  

                                PYoP STYle 
                                    STAined glASS    
  SEPTEMBER 5TH
  8:00AM - NOON 

      2 credits

    Think outside the box and learn to 
         create a stained glass look using ceramic 
                    glazes and underglazes!  The techniques used 
            in this class are “piping” and painting “sumi brush” 
style.  Participants will be amazed as to how inspiring this type of painting can be and 
even more amazed at the outcome!  
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PrE-CONvENTION CLASSES
These are classes offered before convention for an additional fee.   
be sure to get the instructor’s signature or stamp to receive credits for the class toward your certification with the CCSA!

SimPle SoPhiSTiCATion 
wiTh SPeCiAlTY glAzeS  
SEPTEMBER 5TH, 
1:00PM - 5:00PM

  2 credits

Tim N Jon, the Technique Team 
and Specialty Glaze Specialists, 
will teach two projects simple 
enough that every customer 
can use them to create a 
sophisticated look even an 
interior decorator will love.  

vinTAge deSignS 
bY gAre  
SEPTEMBER 5TH, 
8:00AM - NOON
SEPTEMBER 5TH, 
1:00PM - 5:00PM

  2 credits

Capture the Glamour of  Old Hollywood and the excitement of  The Wild, Wild West 
by creating vintage designs using Fun Writers and side-shading!  During Gare’s 
Pre-Convention Class, learn how to capture current design and color trends, to 
create samples for your studio, techniques for teaching, and so much more!
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BUSINESS, TEChNIqUE
TiP...look for the  to see which classes 
can earn you credits towards your CCSA Certification!

All classes below are included in your regular Convention fee. 
These classes are offered first come, first served.

Kizer and Bender are back again with a NEW offering of  motivating classes that 
will help inspire you: 

KeYnoTe - ProSPering in TurbulenT TimeS 
Today’s consumers have more choices than they’ve ever had before.  And 
where you once had competition, you now are faced with hyper-competition -- 
and that competition comes at you from all sides.  Customers can buy what you 
sell in any number of  places: your competitors, on-line, catalogs, kiosks -- you 
name it.  That means that your company has to be better than ever, and you 
need to do the things that make you different and special -- things that make 
customers want to choose your business above all others.  During Prospering 
in Turbulent Times, Rich Kizer & Georganne Bender share what they’ve found 
it takes to be successful in today’s crazy and competitive marketplace.  You’ll 
learn strategies, tactics, tips, and techniques to improve your operation, thrill 
your customers, and dramatically improve your bottom line. 

Turned on And exCiTed: STrATegieS ThAT build 
SAleS, energize CuSTomerS And inCreASe ProfiTS 
Regardless of how well-prepared you are to do business or how well-defined your 
business plan, if the people in your company -- from stock person to manager -- are 
not Turned On and Excited, your customers won’t be either.  We will examine Turned 
On and Excited companies and what they are doing to excel and shine in their cus-
tomers’ eyes...and hearts.  You’ll learn their strategies and strengths and how they 
developed these positions.  You’ll hear it like you have never heard it before, with 
strategies you can use immediately to create a positive impact on your customers. 

CreATing mulTiPle SAleS 
This will be a custom class created just for our industry.  Learn how to increase 
your sales with each customer by motivating them to add on to their order. 

buSineSS And TeChniCAl ClASSeS TAughT 
bY induSTrY ProfeSSionAlS 

why and how to Provide a non-Toxic environment in Your Studio
  4 certification credits. 
 This is an essential class for all PYOP studios. 

Quickbooks basics
 2 certification credits
  Learn the basics of  QuickBooks from this Certified Instructor 
 with experience in PYOP. 

visual merchandising for PYoP Studios
 2 certification credits 
 This studio panel will give you ideas to increase sales and get 
 your customers motivated to try new products and techniques. 

design and inspiration
We’re bringing back this popular class from last year with updated trends of  the 
year.  Learn how they fit with what you do for your studio - bisque, colors, design 
of  samples, and design of  studio. 

motivate Your employees to fall in love with Your Studio
Another popular class with a new twist on how to encourage your employees to 
fall in love with your studio again! 

Kiln repair
Learn how easy it is to do your own kiln repair. 

long Term Success with Creative Arts
Our panel of  studio owners will once again focus on diversifying your business 
with new products. 

i bought it, now what do i do with it?
Our panel of  studio owners will focus on mistakes they made and challenges 
they overcame when they purchased their studios. 

opening A Studio
Learn the basics on store design and opening inventory in this new class for 
exploratory members. 

TeChniQue ClASSeS TAughT bY The beST 
in The induSTrY 
The CCSA will once again offer Technique Classes during Convention for no additional 
cost!  12 brand new Technique Classes will be taught September 6-8th, each running 
2-3 times, increasing your chances to attend the ones you want!  All classes will in-
clude all materials you need to learn new techniques that will increase your sales and 
create excitement in your studio!  Basic Convention Technique Classes will be listed 
on the CCSA website this summer, so you’ll have plenty of time to plan your schedule. 
No materials needed - everything is provided by our generous suppliers!

Cafe Collection - gare 
A great way to up-sell your customers 
to create multiple pieces!  Using a dry ragging tech-
nique, create this fanciful platter and matching cap-
puccino mugs and saucers.  Transfer the pattern of  
the stacked mugs onto your platter and then finish 
them using a watercolor wash.  Complete the mugs 
using the same techniques and fun writers to cap-
ture the design.  Show your customers how to easily 
create these pieces that echo designs seen in gift 
stops today!  This class will run 3 times. 
Maryann O’Hearn has taught art in the ceramics industr y 
for several years.  Maryann spent nine years as the resident artist 
with Gare, Inc. and moved on to own a paint your own pottery studio in 2006.  
Maryann continues to teach in her studio through workshops and as a part of  
the Gare team, most recently at the CCSA Convention in 2007. 

Skating Snowman - gare 
Whimsical!  Animated!  Trendy!  This snowman 
and his accessories are easy to create using fun 
writers!  The design reflects the spirit of the 
holidays and current fashions.  Using mul-
tiple pieces and an easy-to-follow design, 
ensure a successful workshop for your stu-
dio!  This class will run 3 times. 
Elaine Ducharme is a certified art 
teacher and has taught art education in 
public and private schools, K-12.  In addition, Elaine has taught a variety of  
adult art classes, most recently at the CCSA Convention in 2007 as the resident 
artist with Gare, Inc. 

italian vase - Colorobbia 
New Colors and design tendency through Italian ceramics 
knowledge.  Search of new effects and superimpositions 
with brush technique.  This class will run 3 times. 
Marino Moretti (graduate diploma in Applied Art and 
advanced study at the University La Sapienza of  
Rome), a native of  Orvieto, Italy, is now recognized 
as one of  Italy’s premier ceramic artists.  Having 
grown up in a family prominent in the artistic and 
cultural life of  the region, in an apartment facing 
the shimmering mosaics and relief-sculpture of  the 
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& TEChNICAL CLASSES
Duomo facade, Moretti was trained from boyhood to study, piece together, and 
copy the ceramic fragments and vessels from the extensive collection of  me-
dieval and Renaissance pottery established by his grandfather.  While exhibit-
ing the influence of  Modernist artistic currents such as surrealism, Moretti’s 
artwork remains grounded in his intimate knowledge of  and respect for the 
medieval bestiary tradition of  visual imagery, by patterns of  anthropomorphic 
and geometric design in early Umbrian and Renaissance ceramics, and by the 
highest level of  skill in traditional ceramic techniques dating back to the black 
bucchero pottery of  the Etruscan founders of  Orvieto.  His work, often sculp-
tural in scope, is held in many private collections, and during the past decade 
has been exhibited in Atlanta, Toronto, New York, Chicago, Salzburg, Florence, 
Rome, Bologna, and Melbourne, Australia.  His work was featured in special 
exhibitions in 2002 in the museum of  historical ceramics in Viterbo (Italy) and 
the Palazzo Venezia in Rome, as well as at the Istituto San Lodovico in Orvieto.  
Marino is a veteran teacher in the Orvieto program. 

PYog - PAinT Your own glASS
Tim n Jon 
Learn how easy it is to blend the beauty 
of  simple painting with the excitement 
of  glass fusing.  Experience painting with 
Hues 2 Fuse, a non-toxic glass color as it’s 
used in a home décor adaptation paired with 
new Spectrum glass colors. Tim N Jon Produc-
tions - Creative consultants for Spectrum System 
96, Travel Instructors for Creative Paradise (CPI), 
Mayco Creative Partner 

Colorful ChAnTiCleer - dunCAn 
Flowing Liner brushwork used to develop 
this Province-inspired rooster project truly 
improves one’s brushstroke ability. 
David Hoff  has been in the hobby ceramic 
industry for 40 years and is currently 
working with Duncan Ceramics with their 
educational and design departments.  He 
teaches throughout the world traditional 
and contemporary ceramics.

funKY TeChniQueS - ChromAColour 
This class allows you to paint a display for your studio which 
showcases the versatility and variety of  different techniques 
- all on one plate. This class will run 3 times. 
Instructor Dulaine Lough owned and operated a PYOP stu-
dio for 4 years.  She sold it last year to pursue other ca-
reer opportunities.  Dulaine is an artist at heart and enjoys 
many different creative outlets.  Dulaine has been involved 
with Chromacolour for 3 years. 

JAPAneSe iriS - dunCAn 
Soft brushwork completed in the Japanese style 
of painting. #4 
Liner and #4 
Round are used 
to complete this 

project.  Students will also learn how to 
complete a soft mottled background.  
Project completed in Concepts. 
David Hoff  has been in the hobby 
ceramic industry for 40 years and 
is currently working with Duncan 
Ceramics with their educational and 
design departments.  He teaches 
throughout the world traditional and 
contemporary ceramics. 

STAmP And freehAnd holidAY PlATe - gAre 
Do you have customers who aren’t artists or don’t
know what to paint?  This is the solution!  
The perfect project for the holidays uses stamps, 
tape, and pattern transfer and reflects a classic 
Christmas card-inspired design.  Your art-shy 
customers will be ecstatic with the ease and 
success in which they create their one-of-a-kind 
holiday pieces.  This class runs 2 times. 
Elaine Ducharme is a certified art teacher and has taught art education in public and 
private schools, K-12.  In addition, Elaine has taught a variety of adult art classes, 
most recently at the CCSA Convention in 2007 as the resident artist with Gare, Inc. 

diPPing delighT - CheSAPeAKe 
Dipping Delight - Lovers of  sushi, shrimp, 
and crudite will all delight in this unique 
wavy dipping set. Brushwork with under-
glaze and one stroke; clear glaze.  This 

class runs 4 times. 
Donna Toohey is a finished ware maker. 

BFA Ceramics, Cleveland Institute of Art. 
16 years of teaching experience. 

gilded lilY TileS - gAre 
This unique technique will set you on a new course in your studio!  
Start attracting customers time and time again following current 
trends seen in recent magazines and home shows.  Using a flat 
brush in a cross hatch layering, you will learn how to produce this 
impressionistic, metallic-like finish.  This technique enables you to 
create a decorative, 3-tile wall hanging that echoes today’s home 
fashion trends.  This class will run 2 times. 
Maryann O’Hearn has taught art in the ceramics industry for 
several years.  Maryann spent nine years as the resident art-
ist with Gare, Inc. and moved on to own a paint your own pot-
tery studio in 2006. Maryann continues to teach in her studio 
through workshops and as a part of  the Gare team, most 
recently at the CCSA Convention in 2007. 

orgAniC influenCe Tumbler - mAYCo 
This fun, fast project uses a combination of wax resist along with 
Stroke & Coat, Element, and Chalkboard Glazes to create a high-end 
finish.  The leaf pattern and glazes are applied and then given an 
organic and Asian feel through the use of stamps. 
Mayco’s teachers, Jon Dean, Denise Ertler, and Pauline Wyndham have 
over 100 years combined years of experience instructing beginning, 
intermediate, and advanced artists; educators; hobbyists; and studio 
owners in basic and special ceramic glazing techniques.  Each year they 
teach: on-demand classes throughout the United States and Europe; 
Mayco’s annual Pottery Camps, Ceramic Camps, and Boot Camps; and many tech-
nique classes at art educator conferences, ceramic shows, and glass shows. 

ClAY Puzzling SPhereS & PlATe - miKe hArbridge 
We’ll show each person how to take a bisque plate or shape 

and use it as a form to press clay forms and use tools to 
create design work.  Each person will also get a chance 
to work with a two-piece bisque mold to create a vari-
ety of three-dimensional spheres to adorn the bowl or 
plate.  This technique can be used to create everyday 

decorations or holiday settings by making the spheres 
into jingle bells.  These techniques will be great workshops 

for children and adults.  We’ll cover the techniques, process, and 
ways to set up a profitable clay program with the use of little space or investment. 
Michael Harbridge has been teaching workshops and teaching instructors how 
to teach for over 30 years.  He owned a studio for 15 years and currently 
teaches a variety of  workshops around the country. 
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8:00am - 5:00pm ............................................Pre-Con classes - Offered for an extra fee
3:00 - 8:00pm ........................................................ Badge pick-up - Registration Counter
4:00 - 6:00pm ....................................... Roundtables: Mentoring - Grand Canyon rounds
6:00 - 9:00pm .............................................................Exhibits Open - Frank Lloyd Wright

SATurdAY, SePTember 6Th
8:00am ................................................................... Badge pick-up - Registration Counter 
9:00am ........................................KEYNOTE: Prospering in Turbulent Times - McArthur 4
10:15am ........................................................................ Colorful Chanticleer - McArthur 1
 PYOG Paint Your Own Glass - McArthur 2
 Opening a Studio - McArthur 3
 Turned On and Excited - McArthur 4
 Café Collection - McArthur 5
 Dipping Delight - McArthur 6
11:50am ........................................................................ Colorful Chanticleer - McArthur 1
 PYOG Paint Your Own Glass - McArthur 2
 I Bought It...Now What Do I Do With It? - McArthur 3
 Add-On Sales - McArthur 4
 Café Collection - McArthur 5
 Dipping Delight - McArthur 6
1:00pm ...................................................................................... Lunch for all participants
1:30 - 6:30pm .............................................................Exhibits Open - Frank Lloyd Wright
7:00pm .........................................................................  Colorful Chanticleer - McArthur 1
    PYOG Paint Your Own Glass - McArthur 2
    QuickBooks Basics - McArthur 3
    Add-On Sales - McArthur 4
    Café Collection - McArthur 5
8:35pm ...................................................................................  Japanese Iris - McArthur 1
    PYOG Paint Your Own Glass - McArthur 2
    QuickBooks Basics - McArthur 3
    Turned On and Excited - McArthur 4
    Skating Snowman - McArthur 5

SundAY, SePTember 7Th
8:15am ......................................... Breakfast/Certification/Member Meeting - McArthur 4
9:30am .................................................................................... Japanese Iris - McArthur 1
 Organic Tumbler - McArthur 2
 Long Term Success with Creative Arts - McArthur 3
 Why & How to Provide a Non-Toxic Environment in Your Studio - McArthur 4

SundAY, SePTember 7Th ConT. 
9:30am (continued).......................................................... Skating Snowman - McArthur 5
11:00am - 5:00pm ......................................................Exhibits Open - Frank Lloyd Wright
11:05am .................................................................................. Japanese Iris - McArthur 1
 Organic Tumbler - McArthur 2
 Long Term Success with Creative Arts - McArthur 3
 Why & How to Provide a Non-Toxic Environment in Your Studio - McArthur 4
 Skating Snowman - McArthur 5
 Italian Vase - McArthur 6
12:20pm .....................................................................................Lunch for all participants
1:00pm .............................................................................Funky Techniques - McArthur 1
 Organic Tumbler - McArthur 2
 Motivate Your Employees to Fall in Love with Your Studio - McArthur 3
 Visual Merchandising for PYOP Studios - McArthur 4
 Gilded Lily - McArthur 5
 Italian Vase - McArthur 6
2:35pm .............................................................................Funky Techniques - McArthur 1
 Clay Puzzling - McArthur 2
 Visual Merchandising for PYOP Studios - McArthur 4
 Gilded Lily - McArthur 5
 Italian Vase - McArthur 6
4:00 - 5:00pm .............................................................................. International Reception
 Non US studios and suppliers only - McArthur 3
5:15 - 6:00pm ................................ Supplier Meeting - CCSA suppliers only - McArthur 3
6:30 - 10:00pm ..................................... Reception and Live Auction - Frank Lloyd Wright
 Appetizers and cash bar
 Silent auction ends at 7:30pm; Live auction 8-9pm

mondAY, SePTember 8Th
8:30am - 2:00pm ..............................................  Exhibits Open - Frank Lloyd Wright
9:00am .....................................................................Funky Techniques - McArthur 1
 Dipping Delight - McArthur 2
 Motivate Your Employees to Fall in Love with Your Studio - McArthur 3
 Design and Inspiration - McArthur 4
 Stamp & Freehand Holiday - McArthur 5
10:35am .......................................................................... Clay Puzzling - McArthur 1
 Dipping Delight - McArthur 2
 Kiln Repair - McArthur 3
 Design and Inspiration - McArthur 4
 Stamp & Freehand Holiday - McArthur 5
2:00pm ............................................................................Convention is officially over

SChEDULE Of EvENTS
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noTe: only your check or credit card will hold your space. 
Mail this forM along with a check payable to: ccsa • 1099 e. chaMplain ste a #143 •  fresno, ca 93720  

or fax with Visa or Mastercard inforMation to 559-298-8943
QueSTionS? contact susan walker: phone: 888-291-ccsa - ext. 4 • fax: 559-298-8943 • email@ccsaonline.com

please note that your fees are not refundable after June 23, 2008. 
if you cancel before that time period there will be a $50 per person cancellation fee. dress is casual but wear plenty of layers as classrooms do get chilly!

Business Name (if  open): ____________________________________________________________________________________________

Contact Name: ____________________________________________________________________________________________________

Address: ________________________________________________________________________________________________________

City: __________________________________________ State: ________________ Zip: _________________________________________

Phone: _____________________ Fax: ______________________ Email: _____________________________________________________

Are you a studio?  r Yes  r No   Supplier?  r Yes  r No  (pick only one)   How many studios do you own? __________

Age of  studio __________    How many years have you worked in your studio or in the industry? __________

Is your studio open?  r Yes  r No    Are you a CCSA member as of  2008? r Yes  r No (only members can attend the CCSA convention)  

                                                                                                         r I wish to join/renew with CCSA for $225.00. TOTAL: $ _____________

bASiC ConvenTion PACKAge: Includes 4 days (September 5th-8th) of  convention classes and exhibits, lunch for 2 days (6th & 7th) and a fabulous Convention 

Reception! The convention begins at 4PM on September 5th and closes at 2PM on September 8th.

fee:   $300.00 (1st person); $285.00 (per additional person).                                           Number of  people at prices above: TOTAL: $ ______________

                                                                          Reception Only for guests not registered. September 7th • $55 per person:  TOTAL: $ ______________

note: because we may sell out we cannot guarantee at the door admittance. Plan early and register now! 

First Name(s) for Badges: ___________________________________________________________________________________________
Complimentary lunch will be served September 6 & 7th.

Pre-ConvenTion buSineSS ClASSeS: 
All Pre-ConvenTion buSineSS ClASSeS Are on SePTember 5Th

mAximizing Your ProfiTAbiliTY r 8Am - noon    r 1:30pM - 5:30pM
You must be a registered convention participant to also participate in this portion of  the training. 
This class is limited to the first 50 people to sign up with payment.                                                                                            _______ people @ $65 each.

inCreASe TrAffiC To Your webSiTe r 8Am - noon
You must be a registered convention participant to also participate in this portion of  the training.                                               _______ people @ $50 each.

Pre-ConvenTion TeChniQue ClASSeS:
All Pre-ConvenTion TeChniQue ClASSeS Are on SePTember 5Th 
Details on each class are above. You must be a registered participant to participate in this portion of  the training.

how To TeACh ClAY r 8Am - noon    r 1pM - 5pM  _______ people @ $60 each
PYoP STYle STAined glASS r 8Am - noon     _______ people @ $60 each
SimPle SoPhiSTiCATion     r 1pM - 5pM _______ people @ $60 each
vinTAge deSignS r 8Am - noon    r 1pM - 5pM _______ people @ $60 each

                                                                                                                              ToTAl of All iTemS ordered: $ ______________

Card Number (Visa/MC): _____________________________________________________________ Expires:_________ Security code:_______

Name as it appears on card: ______________________________ Signature: ____________________________________________________

Billing address:  __________________________________________________________________________________________________

rEGISTEr NOW! 2008
COnventiOn

PullOut
SeCtiOn
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 By Chinook Graham
 CreativiTea

TOOlS And SuPPlIES:
 3  Cutting grid
 3  Glass cutter 
 3  Running pliers
 3  Ruler
 3  Sharpie
 3  Quilting grid (optional)
 3  Glue

GlASS:
 3  10 inch black square
 3  25 - 1 1/2 inch opal squares - 5 each of orange, 
  light green, turquoise, purple, and white 
 3  25 - 1 inch transparent squares - 5 each of orange 
  and purple, 7 of light green, 8 of dark aqua 
 3  9 white chips
 3  5 black chips 

InSTruCTIOnS:

  Use a cutting grid, ruler, Sharpie, glass cutter and running 
  pliers to measure, mark, and cut glass to the desired sizes.

  Place the opal squares evenly spaced on top of the base.

  Place the transparent squares on top of the 
  complimenting opal colors.

  Place the extra 1 inch squares of light green and 
  dark aqua on top of the white squares.

  Place white and black chips in the center of a few colors.

  Cut one black chip into four 1/4 inch squares and 
  place on top of a few white chips.

  When satisfied with the positioning, glue the pieces 
  in place with a very small dot of glue.

  Fire to a full fuse.

  Place the fused piece on top of a 10 inch angled rim 
  mold and slump to create the finished piece.

HElPful HInTS:
 Transparent colors will disappear when placed directly on 
black.  Using the opal colors in between allows you more decorat-
ing options.     
 This project looks great with the colors arranged in a pattern 
or placed randomly.

SNEAK PREVIEW - The CCSA Terrific Techniques for Glass Fusing DVD set 
goes on sale at the CCSA Convention in September.  We thought we’d give you 
a sneak preview of one of the 14 techniques!  Keep in mind that if you do 
not yet have glass in your studio, you’ll want to view the DVD with basic glass 
instructions first.  

TerriFiC TeChniques For

gLass Fusing

Layered SquareS

9

8

7

6

5

4

3

2

1
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By Angie Verburg, CCSA CEO

 While filming the soon-to-be-released Glass DVD in Washington, I had the opportunity to squeeze in a few visits to some longtime 
CCSA Studio Members in the area.  While I wish I could have visited more, I was pleased to see these great studios.  Each one is differ-
ent in design and feel, but they all show the pride of ownership and creativity of their owner.  I had fun visiting them and hope to visit 
more of our members on my next trip to the Seattle area!

Scenes from Seattle

Paint the Town, located in Seattle, Washington is owned by Mary Anne Stusser.

Glazed & Amazed, located in 

Edmonds, Washington is owned by Judy Salinas.

Paint Your World, located in Oak Harbor, Washington is owned 

by Ron and Laura Apgar.
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Same 
Pitcher

Painted Different Ways
By Julia McNair, D*I*Y* Crafts

 We all have “those” pieces - items we love, and can think of lots of ways to paint, 
but we just don’t have that many samples to share with our customers. And when the 

customers see the piece, they just don’t see the potential we do. 
 In a new feature for CCSA Today, we’re going to take one style of bisque, and explore 

several different ways to paint it. This issue, we’d like to thank Bisque Imports for providing 
their half-liter pitcher.

  Enjoy these ideas, and add them to your idea book or post them by your pitchers on 
display. More ideas mean more sales! Inspire your customers with so many creative ways to 

paint a single item. 
  Thank you to all of the contributors for their creativity. If you’d like to participate in a future 

article, please contact Julia McNair at diycrafts@aol.com.

Pitchers painted by 
(clockwise from upper left): 

1.  Lily Pad Ceramics
2.  Art Space Studio
3.  On The Pot
4.  Fire Your Desire
5.  Paint Yourself Silly
6.  The Painting Paw 
7.  Hotplate
8.  On The Pot
9.  Lily Pad Ceramics
10.  Hotplate
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 The CCSA has created a Continuing Education Program 
(CEP) that is easy to use, affordable, and designed to motivate you 
and your staff.  The CEP combines both teaching the latest infor-
mation available and comprehensive testing designed by industry 
professionals, ensuring you have the tools you need to succeed 
and get the most value from your training investment.  
 To help you meet your business challenges head on, this pro-
gram provides the necessary tools for “Knowledge, Inspiration 
and Success!” 
 Successful Certified Graduates of the CCSA Continuing Edu-
cation Program will be given a “Success” Tool Kit that includes:
 3 CEP logo next to your studio name on the studio locator 
www.paintyourownpottery.com
 3 CEP logo window cling to proudly display in your store
 3 Graduate recognition in the CCSA Today magazine 
 3 Recognition on the CCSA Website and Chatter Board
 3 CEP Certification “Graduate” Certificate to proudly dis-
play in your studio
 3 Certificates of Completion and Recognition for employees 
who successfully complete CORE courses, such as Terrific Tech-
niques and Technical in the Studio  
 3 Enhanced knowledge base for all participants and an over-
whelming sense of pride and accomplishment when certificates 
are displayed for customers to see!

 The CEP Certification is designed for CCSA studio owners 
and managers who want to make their businesses more success-
ful.  Continuing education opportunities through pre-Convention, 
Convention and off-site classes help to strengthen financial skills 
and increase profitability, enhance product and business knowl-
edge, and elevate standards in our industry.

HErE IS HOW IT WOrKS:
 1.  Complete the Continuing Education Program 
  Enrollment Form 
 2.  Enroll employees, if desired
 3.  Take Classes & Tests online or in print

 Recognition and praise by co-workers and customers will 
motivate and inspire your team.  Skilled team members possess-
ing this knowledge will be more motivated, resulting in increased 
productivity and better customer service. 
 Find out more about the CEP Program by going to the new 
web page on www.ccsaonline.com or see the CEP Program Guide 
enclosed in this magazine.  
 After you have passed the online tests, you will need to earn 
a minimum of 10 credits to become a Graduate of the CCSA CEP 
and to become certified in the CCSA program.  If you are still 
planning your classes at the CCSA Convention, keep in mind the 
following classes to earn credits:

 3  2008 CCSA Maximizing Your Profitability - 5 credits
 3  2008 CCSA Increasing Sales by Increasing Traffic 
  to Your Website - 4 credits
 3  CCSA Pre-Convention Technique Classes - 2 credits
 3  2008 CCSA Technical Class - Why and How to Provide 
  a Non-toxic Environment in Your Studio - 4 credits
 3  2008 CCSA Visual Merchandising for PYOP - 2 credits
 3  2008 CCSA QuickBooks Basics - 2 credits

 Please note that you can also take pre-approved outside busi-
ness courses.  More information regarding this is available in the 
CEP Guidelines online and is inserted in this magazine.

CCSA 
Launches 
PYOP 
Certification 
Program

By Angie Verburg, CCSA CEO 

KNOWLEDGE • INSPIRATION • SUCCESS
 3  Knowledge - Create an edge over the competition 
  with increased product knowledge.
 3  Inspiration - Inspire and motivate your team through 
  recognition and praise for a job well done. 
 3  Success - Customer and industry recognition for 
  graduates of the program.
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By Dave Larson, 
Kids ‘N’ Clay, Berkeley, California

 It was the summer of 1988, and Kevin Nierman relished the 
long evenings and weekends he would spend in his studio creat-
ing various forms of wheel-thrown vessels.  He was starting to 
become well known for his beautiful burnished, pit-fired pots and 
his raku-fired work.  But like many artists, his work, while widely 
collected, was not yet “paying the bills.”  
 One day, while attending a pottery workshop in Idyllwild, 
California, he was sharing his frustration of having to work a “real 
job” to enable his time in the studio with two other workshop 
participants: Kathy Neprud and Diane At-
turio.  While they were chatting, Kathy said, 
“Why don’t you invite a few neighbor kids 
into your studio and teach them pottery?  
We’re running a program called ‘backyard 
pottery,’ and the children love it!  It would 
be a great way to make a living while sharing 
what you love with the kids!”
 Fast forward 20 years and witness a 
busy studio that hosts 220+ kids a week in 
regular classes, plus parties, in the ground 
floor of an 1870’s historic Victorian located in Berkeley’s popular 
Fourth Street shopping district.  The immediate area is also known 
for its concentration of ceramic artists and galleries.
 In the early days, the studio was known as “Carriage House 
Studio,” since it was located in, you guessed it, the carriage house of 
a simple bungalow in North Berkeley.  As word of his classes spread, 
Kevin began to get so many calls that his small studio couldn’t hold 
the number of kids that wanted to study with him.  It quickly be-
came obvious that the program would soon need a new home.

 In early 1993, Kevin called Nancy Selvin, a highly-accomplished 
and well-known ceramic artist in Berkeley, to ask if she had heard 
of any spaces that might be available, as she was familiar with the 
“artists district” of West Berkeley.  As luck would have it, the first 
floor of her two story studio building was vacant.  Soon after, they 
were moving Kevin’s teaching studio to the ground floor of the 
bright and airy space.  Given the rapid growth that the program 
was experiencing, the move didn’t come a moment too soon.  At 
that time, the studio was renamed “Kids ‘N’ Clay Pottery Stu-
dio™,” losing the moniker of its original tiny space and becoming 
more descriptive of the studio’s mission and reach.
 A couple of years later, the City of Berkeley announced that 

they were accepting proposals for the ren-
ovation of a distressed Landmarked Victo-
rian live-work house, the “DeSilva House.”  
The house is one of the first houses built 
on the east side of the San Francisco Bay 
and happened to be just down the street 
from Kevin’s studio.  There were several 
competitive proposals submitted to the 
City, but the parents of Kids ‘N’ Clay’s “art-
ists-in-residence” rallied around Kevin and 
his program, writing letters to the Mayor 

and City Council and even making phone calls on his behalf.
 In 1995, the City sold the property to Kevin and major reno-
vations began.  After making extensive renovations to bring the 
property back from its distressed state, the studio moved to its 
new, and current, location in mid 1996.  The property currently 
serves as the home of Kids ‘N’ Clay (Berkeley), Kevin’s home (up-
stairs from the studio), and Kids ‘N’ Clay Development (the Kids 
‘N’ Clay franchise headquarters).  In addition to the “original” Kids 
‘N’ Clay in Berkeley, independent Kids ‘N’ Clay franchise locations 

 “There is a sacred trust 
that exists between 

a teacher and a student.  
The teacher must 
always honor the 
child’s creativity.”

Kids ‘N’ Clay 
Celebrates
20 Years of 
Creativity and Fun!



 In April of this year, Kids ‘N’ Clay held a 20th Anniversary 
celebration in conjunction with its annual show, featuring work 
from the 2007/2008 school year’s “artists-in-residence.”  The gala 
celebration and show was attended by over 500 friends and family, 
as well as past instructors and students.
 For the show itself, 200 children displayed their creative inter-
pretations of the show’s theme:  “Hold Everything.”  The breadth 

of creativity displayed in the work was truly 
inspiring.  “I get a sense of happiness and 
joy and playfulness when I’m around the 
kids,” says Nierman.  “They always remind 
me to explore, to have fun.”
 It’s been a long and satisfying jour-
ney for Kevin and Kids ‘N’ Clay over the 
last 20 years.  One of the biggest joys for 
Kevin, however, is when he hears positive 
reinforcement from the students.  Not long 
ago, when a new student (Bowen, 8 years 

old) was being picked up by his mother after class, she asked him 
if he had a good time.  His reply was, “This was the best day of my 
entire life!”   
 Kathy’s recommendation back in 1988, at the workshop in 
Idyllwild, turned out to be life-changing, not only for Kevin but also 
for thousands of children over the last 20 years.  And, getting that 
kind of feedback from children and parents every day is a whole 
lot better than any paycheck from a “real job!”  
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are now operating in McLean, Virginia; East Norriton, Pennsylvania; 
Stafford, Virginia; and Lynnwood, Washington.
 When Kevin moved from the Page Street location, he and 
Nancy decided to convert the vacated space into a bright and com-
fortable paint-your-own studio - which they named “Brushstrokes.”  
Originally, the studio focused on Majolica glazes but soon expand-
ed to include a wide variety of paint-your-own selections.  After 
two busy years of juggling the still-grow-
ing Kids ‘N’ Clay operation and the thriv-
ing PYO business, in 1997 Kevin and Nancy 
sold Brushstrokes to its current owner, Jes-
sica Williams.  Recently, when Nancy Selvin 
built a new studio building for herself on the 
property, Brushstrokes expanded upstairs, 
incorporating a beautiful party and special 
events space into Brushstrokes’ offerings.
 “Kids ‘N’ Clay has been a success mainly 
because I love teaching and I love children, 
and because I have a tremendous amount of respect for them,” 
Nierman explains.  “There is a sacred trust that exists between a 
teacher and a student.  The teacher must always honor the child’s 
creativity.”
 One unusual component of Nierman’s classes is that he teach-
es young kids to throw on the potter’s wheel.  He reasoned that if 
they were interested, they should have the opportunity to “give it 
a try and see what happens.  I found that if they had a small enough 
piece of clay, they could get it centered and they could 
throw,” he says.  The studio teaches children as young 
as three to throw on the wheel.  He and his staff also 
teach handbuilding, mold making, sculpture, burnishing, 
glazing, underglazing, pit firing, and raku.

Kevin with a student 
at Kids ‘N’ Clay.

The studio teaches children as young as three to throw on the wheel. 

 Kevin Nierman has been a featured speaker at the Scottsdale and 
Kansas City CCSA Conventions, sharing his love of clay and the sheer joy 
of enriching children’s lives through the arts with other CCSA members.  
He’s known to frequently say “I can’t believe I get paid to play with kids 
in the mud every day!”

A busy studio that 
hosts 220+ kids a week 

in regular classes, 
plus parties, in the 
ground floor of an 

1870’s historic Victorian.
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by Helene Safford
Clay Café Studios and the Studio Resource

 Summertime is drawing to a close, and soon it will be time 
to refocus your marketing efforts to ensure that your studio’s 4th 
quarter goes out with a bang and your sales numbers end the year 
on a high point.  Slower times in the studio are the perfect time 
to renew, rejuvenate, review, and revamp to rev up your profits.  
Aside from the usual “clean it up” efforts and physical inventory of 
how you are using your studio space, take some time to revise and 
revamp your marketing and communications program to make 
your advertising dollars count.

ESTAblISH ObJECTIvES
 Before you start to take a look at your marketing and com-
munications program, take a step back to determine the purpose 
of the campaign and make sure you understand what results you 
want to achieve.  Be more specific than saying that you want to 
increase your name recognition or increase sales.  Sales promo-
tion objectives should be designed to motivate your staff as well 
as aid in merchandising and increasing sales. 
 The following list will help you develop specific objectives to 
increase your revenue streams:
 3 Introduce a new product.  The CCSA Convention is a great 
forum to “try and buy” something new and exciting to add to your 
studio offerings.
 3 Increase the number of products per customer transaction.
 3 Generate some excitement 
about PYOP and your studio.
 3 Keep the studio uppermost in 
the minds of your staff reps so that 
they help promote more sales.
 3 Increase the variety of prod-
ucts you sell.  Plates, mugs, and bowls 
will always be our number one sell-
ers.  You can expand your variety by 
adding new shapes for these func-
tional best sellers. 
 3 Promote in-store displays.
 3 Generate new group sales 
such as classes, after-school activities, 
or corporate events.

 3 Train your staff to get important sales points across.  Cre-
ate scripts for standard sales situations and opportunities for up-
selling. 
 3 Build name recognition.

 Once your marketing objectives are established, you’re ready 
to look at creative advertising alternatives that will support and 
help achieve those objectives. 

rEnEW, rEfrESH, rEJuvEnATE: 
rEdESIGn yOur AdS
 Periodic redesign should be part of your regular advertising 
cycle.  A good redesign will refresh your ads and renew them for 
your loyal customers and new prospects alike.  Your studio’s ad-
vertising material may need a redesign if any of these conditions 
exist:
 3 It has been more than five years since you first developed 
the advertising material
 3 Your studio operations and/or appearance are much dif-
ferent today than they were when the advertising material was 
developed
 3 The target audience (i.e., your customer base) has changed 
since the advertising material was developed
 3 Your advertising material shows signs of aging; i.e., its type-
face, the layout, or the color palette
 Take stock of your ads and their layout.  The rules of good 
layout emphasize that the result should be to provoke the reader 

to action.  Try using a Z layout, where 
you organize the elements of the ad 
in a “Z” pattern.  The most impor-
tant element is placed in the upper 
left corner, and the call to action and 
signature are in the lower right cor-
ner.  A layout with illustrations can 
be used to show how a product is 
used or show the benefits of using 
the product.  A simple visual layout 
combined with a short, punchy head-
line over the ad copy can be a very 
powerful layout.  As an alternative, a 
super-sized layout that fills the top 
half or even two-thirds of the ad 



space with oversized text or graphics, including bleeding the im-
age off the edges, draws the reader’s attention immediately.  Read-
ers associate size with importance, so use this treatment for the 
dominant part of the message.
 Coupons are known to increase reader response.  If you have 
room in your ad, include a coupon.  If your ad is small, put a heavy 
dashed border around the entire ad to create the feel and appear-
ance of a coupon.
 Here are some simple steps to help 
you create effective ads for print or web:
 1. Read through a few publications and 
pick out ads that appeal to you.  Analyze what 
you have selected to see if there is any com-
monality - such as the use of white space 
or typography.  Note these features for use 
later when you are designing your own ad.
 2. Write the headline for your ad.  The 
headline should be succinct and express the 
main idea of your ad.  By keeping the head-
line short, you will be able to use a large font 
point size to draw attention to your ad.
 3. Select the visual.  Your visual may be 
a photo, a drawing, or an illustration.  Just be 
sure it is distinctive and that it enhances or explains the message 
you are conveying.  The headline and visual should naturally go 
together.
 4. Write the copy.  A good way to generate copy is to pretend you 
are talking to someone about the product or service you are featuring 
in your ad.  Remember to emphasize the benefits to the customer or 
prospect rather than the features of your product or service.  Don’t 
write so much copy that your ad becomes crowded or busy.
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 5. Organize the ad’s signature.  The signature is the name of 
your company and the contact information.  It may also include 
the ad’s call to action.

EnHAnCE OTHEr MArKETInG EffOrTS
 Other marketing/communications efforts may be worth a try 
to put some pizzazz in your programs.  Try creating a sales contest 
to increase the commitment from your sales force.  Have some 

inexpensive buttons made up for the staff 
to wear to continually reinforce their spirit 
of cooperation in helping you increase sales 
and more aggressively promote a product 
during the competition.   Other specialty 
items that encourage the sales force include 
t-shirts and aprons.  Offering your staff bet-
ter discount and commission programs will 
also encourage them to take ownership 
in the success of your studio.  Creating an 
atmosphere where the employees prosper 
as the business succeeds can only result in 
increased loyalty.
 Taking stock of where you are and 
where you want to go with your business 

doesn’t have to be a monumental task.  Pick your “hills to climb” 
and be sure to wear your hiking boots.  To paraphrase some 
words of wisdom from a modern entrepreneur, contemporary 
studio owners, on the whole, are a creative bunch.  “We strive 
to separate ourselves from the status quo - to think outside the 
box.”  So if we want to think outside the box, maybe we should 
start by learning what the parameters of the box are.  Otherwise, 
how can we be sure that we’re thinking outside it? 

Coupons are known to 
increase reader response.  
If you have room in your 
ad, include a coupon.  If 
your ad is small, put a 
heavy dashed border 

around the entire ad to 
create the feel and ap-
pearance of a coupon.
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by Elisa D. Waldman, J.D.
Successful Studio Consulting, Inc.

 What do the following terms have in common:  profit and loss 
statement, cash flow, balance sheet, gross margin, cost of goods 
sold, and inventory turns?

 a)  Money words that my accountant uses
 b)  Terms I hear on National Public Radio
 c)  Concepts I will understand and apply to my studio 
  operations after attending the CCSA course 
  “Maximizing Your Profitability”
 d)  None of the above

 If you answered A, B, or D to the above question, it is time 
to work on increasing your financial intelligence.  As part of the 
CCSA certification program, you have the opportunity to attend 
the pre-Convention course “Maximizing Your Profitability.”  In this 
half-day class, we will review the art of finance and why it matters.  
The seminar will leave you with a clear understanding of how fi-
nancial statements are relevant and even useful to your business.   
 Once you open a PYOP, you are no longer a pottery painter 
who happens to own a business.  You are now a business owner 
who happens to own a contemporary ceramic studio.  As a re-
sponsible business owner, it is necessary to understand the basics 
of your financial situation.  While financial statements are rarely 
considered fun (especially by creative types), this seminar offers 
a practical, hands-on approach to identifying what you need to 
know to run your studio more profitably. 
 The CCSA offered this workshop twice in the past year, and 
many studio owners learned a new way to approach financial man-
agement.  When finances are in a rut and in need of improvement, 
trying harder does not usually work.  The only thing that does 
work is trying differently, i.e., making a fundamental change in the 
way you conduct your business.  Upon leaving the class, you will 
be able to:

Increasing 
Your financial 
Intelligence

 3  Identify and interpret three basic financial statements
 3  Explore the impact of different transactions on these 
  financial statements
 3  Identify ways to improve the financial statements, and
 3  Explain and work with key financial ratios.

 While you can acquire financial intelligence through many 
resources, the “Maximizing Your Profitability” course offers the 
unique perspective of applying financial concepts to the PYOP in-
dustry.  Learning about the financial side of your business will open 
your eyes to new ways to increase the dollars you take home.  

 If you want to understand financial terminology enough to 
speak to your accountant about your studio . . .

 If you want to increase profitability . . .

 If you want to improve cash flow . . . 

 If you want to make changes to immediately improve the fi-
nancial health of your studio . . . 

 ...then please join us at this pre-Convention class! 

 Elisa Waldman, Successful Studio Consulting, Inc., is de-
lighted to be presenting “Maximizing Your Profitability” for the 
third time.  In addition to teaching for the CCSA and consulting 
for the Kansas Small Business Development Center network, 
Elisa works with seasoned studio owners to help them increase 
profitability, maximize efficiency, and enjoy their businesses.  She 
owned and operated Paint Glaze & Fire, Inc. from 1997-2005.  
Prior to opening her studio and consulting business, Elisa prac-
ticed corporate law.  

 Take the “Maximizing Your Profitability” course and earn 
5 of the 10 credits needed for CCSA Certification!

Learning to Work 
Smarter Without 
Working Harder



 Today   Fall 2008 47

    Ceramic
    Source

for all your studio needs!

8502 Old Salisbury Rd. • Linwood, NC  27299

Toll Free Order Line: (800) 422-1521

Direct Line: (336) 853-8108

Fax Orders(336) 853-8317

E-mail: orders@ceramicsource.com

Website: www.ceramicsource.com



hear: “I had a needy customer and didn’t have time to do the 
things you asked.”
 This disturbing interruption in communication is common and is 
not a sign of a bad employee--just a bad line of communication.  Solving 
this can be as easy as making sure your employees know how impor-
tant it is to you that assigned tasks get done.  Let them know you would 
be happy to have them stay an extra half hour to make sure those tasks 
get completed.  I’d be surprised if they aren’t out on time and the tasks 
are done.  The tasks you need completed should be put in writing.  
Make a list that could be impossible to finish.  Prioritize the tasks in 
order of importance.  Though they may only finish the first four or five 
tasks, they will not have the excuse of “I didn’t know what else to do so 
I (insert bizarre behavior here).”  You get what you need, and they learn 
there are always things to do, even when it is slow in the studio.
 Finding strengths is also a great way to turn another side of our 
puzzle.  Sometimes people are just not good at something.  I, myself, 
can’t play the flute.  I’ll prove it to you if don’t believe me.  If you gave 
me a flute and showed me that you are really good at it, showed me 
how to blow into it, and how to place my fingers, I would still be really 
inept at playing the flute.  It’s not that I couldn’t get better in time; it’s 
just that it might take a while.  Keep this in mind with your employees.  
They all have strengths and weaknesses, so play to them.  Give them 
opportunities to do the things they are great at and limit those things 
that they really can’t do very well.  Everyone needs success; giving 
them tasks they will succeed at, however minute, will help their confi-
dence.  It will better enable them to tackle those tasks that they don’t 
feel as good about.  They will improve--it might be a slow progression, 
but they will improve.  
  Fun is underrated.  Stay positive.  This isn’t always easy.  Some-
times it will seem impossible.  Your employees will respond better 
to your enthusiasm and uplifting attitude than they will to con-
stant nagging and negativity.  I am not asking you to be Rainbow 
Bright.  Just try to mix compliments and happiness into your daily 
routine.  I think you will find this will have a positive effect on you 
and everyone around you.  
 I can’t provide solutions for every colored side of your employee 
here and now.  I only wish to impart that employees are not an im-
possible puzzle but one that must be worked at daily to succeed.  Oc-
casionally, you will complete the blue side only to find red and yellow 
out of place.  When you finally do solve every side, your puzzle may 
leave and be replaced with a new, unsolved puzzle.  Lucky you. 
 Keep in mind that the larger goal here is your success.  Your 
employees will help you achieve that success if you let them.  Keep 
working with them, turning different sides of the cube and turning 
familiar sides in new directions.  You will find that, in time, all the 
colors match, even if by accident.      
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U n l o a d i n g 
the Kiln in My Mind

 Employees are a puzzle, a human Rubik’s Cube.  (Please allow 
me another reaching analogy.)  We occasionally enjoy success with 
them, but just as often we spin aside and get even farther away 
from the solution.  So, what is the answer?  
 Well, unlike that psychedelic cube that we whiled away time 
with in our youth, we can’t break our employees apart and put 
them back together the way we see fit.  Employees are people; 
they have ideas and lives outside of our scope.  Some are fantastic 
and some, well, are not.  Either way, we have a duty to our studios, 
our employees, and ourselves to guide our employees to become 
more adept.  Not just as workers, but as people.  Success won’t 
always be evident.  Failure will be abundant.  This, remember, is a 
puzzle, and the solution is often found by accident--but only if you 
are still trying to solve the puzzle.
 Let’s start with hiring.  This is never easy, always daunting.  Did 
I say never easy?  The people that apply aren’t the people you have 
to hire.  I have placed many an application “On file.”  Why?  Preju-
diced?  Well, yes.  If you consider not wanting to hire a guy that 
came in wearing torn jeans, a hood, and two inch long spikes stick-
ing out of his lower lip being prejudiced.  This example is extreme 
and, for me, was an easy “No.”  
 Many situations aren’t as easy, but you must be just as frank with 
yourself about your needs and wants for your next employee.  What do 
you expect from them?  What are the qualities that are most important 
to you?  Should they be prompt and organized, or are you searching for 
creative and bubbly?  What you want will be different things at differ-
ent times.  Make yourself a list and be honest with yourself when you 
interview someone.  Even if they are really nice, they may be the wrong 
person for the job.  It’s important to listen to that little voice in the back 
of your head; it will usually guide you in the right direction.  Be patient.  
Hiring the wrong person because you feel desperate will cost you time, 
money, and your sanity.  You will toil with them, get frustrated, and kick 
yourself for knowingly hiring someone that you felt wasn’t a good fit but 
gave a shot anyway.  You are better served working a few extra hours 
now to find that perfect person.
 Communication is also paramount.  Sometimes it may seem 
that instructions that leave your mouth are magically translated in 
the air before they hit the ears of your employee. 
 For instance, you say: “Please clean the bathroom and make 
sure to stock the shelves.” 
 They hear: “Please paint a piece for yourself and talk on the 
phone.” 
 This magic translation also works in reverse.
  They say: “Cleaning the bathroom is gross and I had a birthday 
present I needed to paint.” 
 These words go through their magic transformation and you 

by Richard Morse, 
Petroglyph

EmPloyEEs ArE PUzzling



 Today   Fall 2008 49



50  Fall 2008   Today

International 
News

The Clayground

By Julie Lohrius Papas, Claynation
 
 Second only to Europe, Canada has the next largest number of 
CCSA members of all international studio groups.  With over twenty 
studios in more than five Canadian Provinces, Canada is quickly be-
coming a ceramic hot spot.  I thought you might be interested to get 
a perspective on how the Canadian members view their involvement 
in the PYOP industry.  Many were more than happy to chat with me.  
I asked about the diversity of programs offered, the effects of climate 
on business, and also just general feelings about owning a studio.
 Pat Rozitis is the owner of The Clayground Ceramic Painting 
Studio in Calgary, Alberta, which offers ceramic painting and summer 
camp, featuring a special popular scrapbooking session.  In regards to 
the cool Canadian weather, she quipped, “There are days when it’s -35 
degrees celcius - and customers still come to the studio.  We are a 
very hardy group here in the North - and nothing seems to stop folks 
from getting out - it doesn’t seem to matter ... -35 or +30 degrees!” 
 Colomba Lamanna from Bisque It! Pottery Painting in Ontar-
io offers pottery painting as well as clay hand building.  Colomba 
had a great answer to the climate question, “I think our climate 
affects us positively... a cozy warm studio is a great night out dur-
ing winter when the weather is not so nice outside.  Although, we 
do have some difficulty when we get BIG snow storms because it 
affects road conditions and often ends up in cancellations for us.”
 Both Pat and Colomba answered “MUGS” as their most popu-
lar selling ceramic item (I think many other studios would agree!).  
I also asked each what their biggest challenge is as a studio owner.  
Both women said it was managing costs and attracting new custom-
ers.  Pat and Colomba also mentioned good relationships between 
Canadian members, with camaraderie of sharing.  
 Overall, although the weather may be cold, the PYOPs of Cana-
da are warm-hearted.  They offer a great diversity of programs from 
clay to ceramics to glass and more.  In the future, there is no doubt 
Canadian studios will continue to grow and become more popular. 
  Special thanks to Colomba at BisqueIt! Pottery Painting 
(www.bisqueit.com) and Pat at The Clayground Ceramic Painting 
Studio (www.theclayground.ca).

Canada!Oh
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By Angie Verburg, CCSA CEO

 The UK/Ireland Committee has continued to shine and to 
bring more FREE benefits to our members, such as the recent 
release of 15 new images, each in 2 different colors or in black and 
white.  Thanks to Andy and Dani of Dish Ceramics for their hard 
work on this project!

New Clip art 
Designed with an 
International Flair!

uK/International 
Committee update

 The committee is now hard at work on new online advertis-
ing benefits that will send more consumers to YOUR studio.  We will 
meet via telephone to determine the best sites for the CCSA’s money.  
The committee has also reviewed the CCSA Certification program 
and given input as to how to make it viable in international markets.
 Members of the committee who are volunteering their time 
and efforts are:
 • Stephanie Timmons - Rulabula, Sligo, Ireland 
 • Susan Long - The Clay Cottage, Rayleigh, UK
 • Margaret Brennan - Pots2Go, North Yorkshire, UK
 • Dani Olmi and Andi Summers - Dish Ceramics, Reigate, UK
 • Lisa Downham - Get Fired!, Purley, UK 
 • Jill Mills and Sian Sherry - Pottery Pals, Wockingham, UK
 • Moira Strickland - Garage Ceramics, Chichester, UK

uK magazine Focuses 
on the PYoP Industry

 A recent article in Craft Focus magazine contained an article 
on CCSA studios and the growth of the ceramic industry in the 
UK.  To see the entire article go to http://www.craftfocus.com/
previousissues_detail.cfm and download the June/July issue or go 
to CCSA, Managing, International.

LOCAL WINNER IN NATIONAL KIDS 
ACTIVITIES AWARDS SChEME 
 The results of the prestigious What’s On 4 Little Ones Awards 2008 were recently 
announced - and Pottering About was among the winners!  The award programme, which 
is sponsored by pioneering children’s food company Organix, is now in its second year and 
has celebrity Alice Beer on board.
 The awards aim to celebrate the best pre-school activities across the UK, as voted for by 
parents.  Pottering About, from South Oxfordshire, was named as the winner of the Best Pottery 
Painting Company category.
 Every pre-school activity in the UK has the 
chance to be nominated and voted for, making 
the awards a true representation of how parents 
feel toward what is on offer for their little ones.
 Congratulations Pottering About and Katy 
Gorman in Harwell, Oxfordshire, UK!
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 Brittney Gibely, Mud Monkey Pottery and Art Studio, holds 
her Grand Prize from the CCSA Ode To Commodes contest.  
Her bathroom design won the most votes on the CCSA Chatter 
Board.  Congratulations Brittney!
 “Brittney Gibely, our bathroom artist, and the entire Mud 
Monkey Pottery and Art Studio crew thank all of you for your 
votes in the Ode to Commodes contest. We are thrilled to have 
won the beautiful glass commode made by the peerless Chinook 
Graham. Brittney is an original Mud Monkey staffer. She came to 
us four years ago when she was a shy and sometimes quiet 9th 
grader. She has blossomed into a creative and energetic wonder 
and she is always putting her special magic into everything she 
touches in the Mud Monkey. We are thrilled to have her back 
this summer on her break from college. The glass commode is 
proudly displayed in the bathroom!”  
 Bonnie Karet, Mud Monkey Pottery

Ode
to Commodes
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TECH 
TALK

The New and 
Improved 
Technical 

Guide
By Julya Myers, Amazing Art Studio

The CCSA has now released the 2008 Studio Technical Guide, and it has received rave reviews!  
Studio owners are laminating pages for their Kiln and Glazing rooms and are using it to help train 

their employees.  This Guide will also be the basis for one of the 2 core tests for Certification.  

To download your copy, go to the CCSA website, Technical.  
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The photo that we chose for the 
Tech Talk article in our last issue 
was of a glaze room with 
splashes of glaze on the wall. 

This photo came from a 
series of pictures we had 
contracted about 5-6 
years ago for Ceramic 
Process Posters.  

While the glaze was 
non toxic, at that time 
we were not nearly as 
savvy as we are now 
about glaze dust.   

Even if you use non toxic glazes 
in your glaze room, you should 
still follow cleaning procedures 
and reduce dust.

 When I first entered the Contemporary Ceramics world, I 
had never seen a kiln and had never dipped a piece.  I didn’t know 
the difference between bisque and greenware or high-fire and 
low-fire clay.  In fact, the first time I painted in a Contemporary 
Ceramic Studio was after I had decided to add PYOP to my busi-
ness and had moved to a new, larger space.  
 So, how did I go from knowing nothing to helping write the 
New Technical Guide?  As soon as I decided to offer PYOP to 
customers, I knew I needed to become somewhat of an expert 
as quickly as possible.  I started researching on the internet and 
found someone to teach me.  (Thank you to Lisa Feltz, then of 
Chesapeake Ceramics, for your wisdom & understanding.)  
 I devoured as much information as I could come across and 
asked every question I could think of to ask.  Then, with all of this 
newfound information, I opened.  I was an idiot - I, of course, thought 
I knew a lot.  Little did I know how much I still had to learn.  
 Now, 5 years later, I again realized how much I had yet to 
learn.  When I volunteered to work on the Continuing Education 
Program for the CCSA, my job became to write the technical 
test.  Since the test is based upon the Technical Guide, a review of 
the Guide was in order.  The CCSA Board realized that, given the 
importance of this section, it was in need of a makeover.  
 With the help of Rhonda Bennett, we started contacting the 
technical advisors of our suppliers.  With their patience and input, 
we have reformatted and revised the information in the Guide to 
keep it current in today’s non-toxic environment.  In the process, I 
learned so much more of the things we should all know for running 
our business.  Given that it is not an exact science and things can go 
wrong, it’s nice to know that we have a resource that we can turn 
to for diagnosing and repairing (if it can be repaired) those amazing 
pieces of artwork our customers create in our studios.  
 Note:  The CCSA, in the continued effort to help studios to 
be the best they can be, has developed a Continuing Education 
Certification Program.  The information contained in the Techni-
cal Guide is only one part of this amazing program.  Whether or 
not you decide to obtain your certification for yourself or your 
employees, the information contained in this Guide is invaluable.  
Use the Guide to train yourself and your staff.  
 For their help in reviewing this Guide, special thanks go to: 
Dean Saether, Duncan Enterprises; Susan Rogers, Gare, Inc; Kathy 
McCourt, Mayco Colors; and Lori Jenkins, American Art Clay Co, 
Inc. (Amaco). 
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uses real life examples to help explore versatile ways to achieve 
visual harmony, such as a postcard for an imaginary retail event.  
The inclusion of multiple variations of each design concept helps 
the reader visualize alternative approaches to drive their advertis-
ing message home to their viewers. 
 Another practical example where design theory meets ad lay-
out is a discussion about the “golden section” and how it relates to 
the numbers of the Fibonacci Series.  Say what?  In layman’s terms - 

the golden section is an “aesthetically pleasing division of 
space” that designers use to help partition spaces within 
a layout, logo, illustration, or when cropping a photo.  
Many art books say that it is better to position objects to 
one side or “about one-third” of the way across rather 
than in the center of a picture and to use lines which 
divide the picture into thirds.  This makes the picture 
design more pleasing to the eye and relies again on the 
idea of the golden section being “ideal.”  Jim Krause also 
includes an easy, step-by-step, illustration of how to cre-
ate your own “Golden Section Ruler” to help you during 
your design and layout process on the computer. 
 It is increasingly important to make our advertis-
ing dollars count in an economy where prices are esca-
lating.  We are no longer competing for discretionary 
income just with other types of “entertainment” venues; 
we are competing against a continuing rise in the cost 
of gas, food, and other staples.  Returning your focus 
to fine-tune your message to the public can help you 
convey that message in the most efficient way possible 
to improve your return on your advertising dollars.
 Till next time....

By Helene Safford, Clay Cafe Studios and The Studio Resource

Biz Buz
A continuing series of business tips based on book reviews
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 This issue of Biz Buz will help studio owners focus on new 
techniques to supercharge their design skills for online, print, and 
studio signage.  Continuing with the concept of Fall being the per-
fect time to revitalize, revamp, and renew your studio, pick up a copy 
of  Design Basics Index by Jim Krause, published by HOW Design 
books, an imprint of F + W Publications, Inc.  Design Basics Index 
approaches the principles of effective visual design with practical 
advice and information related to print and web production. 
 Jim Krause goes beyond the 
basics of learning a “visual vocabu-
lary” with hundreds of examples 
that help the designer to present ef-
fective visual messages.  The author 

Revitalize YouR appRoach
with	Aesthetic	Axioms	and	Effective	Design

We are no longer competing for discretionary income 
just with other types of “entertainment” venues; 
we are competing against a continuing rise in the 
cost of gas, food, and other staples.
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