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INTRODUCTT ON

Thie paper developed from the needs of potters
who are interested in establishing a pottery studio. The
information contained.in this thesis should help the
progpective studio potter to organize his thoughts on
his new enterprize and éssist in the_elimination of, or
the solution to, the many problems that can occur in any
new business,

In as much as most problems occuring in business
that can lead to failure have to do with proper'management,
thie paper emphasizes the marketing and management aspects

of the studio pottery.



CHAPTER I

AN EXAMINATION OF POSSIBLE LOCATIONS
FOR A STUDIO POTTERY

GENERAL SITE LOCATION

A potter's environment has a great influenée
~upon his success, his growth, and his happiness. Each
potter will make his own cholce of environment and the
possibilities are endless. The potter who has traveled
extensively, experiencing as many different situations,
locales, and working conditions as possible, has a valuable
reservoir of information to aid in his decision making.l
As in any important decision, however, the final choice
should be based‘upon a careful review of available
information.

Rural Locations Xg Urban Locations

Rural studio sites have advantages over urban
sites. Zoning regulations generally do not restrict
rural potters in the same abundant and strangling way

that they do the city potter.2 Rural sites are also

1Hal Fromhold, "On Being a Professional Potter, Part
TI," Ceramics Monthly (June 1970): 31.

2Billie Luisi, Potworks (New York: William Morrow &
CO'J 1973)1 P. 53' 7 '



picturesque. There is a charm in the remote, untamed
country, contrasting with the rather well-organized and
very accessible potteries found in most urban locations.3
Tt is much less costly to live in "exurbia", far
outside the cities. This has always been true, and the
advantage of urban economics continues to increase.
Government stafisticiaﬁs tell us that é'family of four with
L

- a "good income" can live 18% cheaper in "exurbia". Ten
years ago it was only 14% cheaper. The trend is for further
widening of this advantage in the years ahead. Housing,
taxes, and food costs are the greatest factors in the cost
difference. This could be of substantial importance to a
beginning potter with plans of develoPLng and expandlng

his pottery facilities,

Transportation Considerations

With the rising costs of fuel, transportation
becomes an important factor in site selection. While
consumers may enjoy a short ride to a studlo or shop, they
will probably avold the time and expense of a longer
journey. Distances from railroads, postal services and
ceramic supply houses are extremely important. Freight

~ costs can make a serious dent in a budget.

3Gerald Carrlco, "A Korean Pottery," Ceramics Monthly
(June 1973):

4The Kinlinger WashingﬁonILetter vol. 53. nee 52
{December 23, 1976).




Combining Showrooms, Potteries, and Homes

A showroom should be easily aécessible. clearly
marked, and attractively located. Combining a studio with
a coffee shop or some other business run by a partner may
make the difference between success or failure. A
situation such as this allows the pots to be seen in appro-
priate surroundings and gives visitors a breathing spell
during which they may have time to consider unusual
purchases.5

Since ceramic productionrinvolves so many changes
and waiting periodé, some potters fiﬁd it is a great advan-

6 Wenford Bridge

tage to have their studio where they live.
has been Cardew's home for the past 30 years. Originally

a pub, it now contains a complex of sheds, a huge kiln, and
his house.7 There are many other potters arouﬁd the

world who live where they work.

The studio is often considered.a place of retire-
ment. Retirement often means, paradoxically, involvement.
A craftsman's workshop becomes his retirement hall;ja place
to work; a retreat for exploring materials and processes.

The physical aspects of the workshop are very important.8

SBernard Leach, A Potter's Book (London: Faber &
Faber, 1946), p. 214, _

6Luisi, Potworks, p. 55.

?Dave Enna, "Cardew," Ceramics Monthly (March 1972): 29.

8Charles Counts, Common Clay (Atlanta, Georgia: Drake
House/Hallus, 1971) p. 52.




Agsociations With a Town or Community

If a potter decides to locate within or near
a town, certain factors must be taken into consideration.

1. Selection of a town with a rich historical back-
ground as well as scenic beauty is valuable. These
"towns usually have a quaint atmosphere and entice
people, One should select a house or building with
ample room for later expansion and development.

2, It may be beneficial to contact the editor of the
local newspaper at the earliest possible moment.
Usually he can offer direction in locating property
and give advice concerning the community.

3. The people should be assured of the potter's
complete cooperation with and respect for that
community. Good public relations are very importnat
in any new venture.

4, Tf the community has a flourishing tourist
trade, it is wise to know that statistics show
that only 1% of visi&ing tourists will prove to
be potential buyers.

5. The community should have both financial and
physical resources available for development.

The Value of Aesthetically Pleasing Environment

It must be remembered that a potter spends a
great number of hours in the place he chooses and he
should be at ease there, Basements, attics, converted
garages, and dull, ugly dumps are not usually suitable
locations for a creative craftsmah. It is a joy to have
a studio built to one's specifications in comfortable

surroundings. This enhances a person's creative ability.

Franz {riwanek, Keramos (USA: Kendall/Hunt Publishing
Co., 1970) p. 90.

L



The idea that the artist must live in a garret, starve,
and suffer is a myth.lo A person's workshop becomes an
important extension of his personality and should be as
pleasant as the potter can afford, |
The preference of rural locals, transportation
considerations, the conbination of spaces, suitability
of a community_and the value of an easthetically pleasing
environment have been briefly discussed. However, the

cholce of a location must be narrowed even further.

10421 Promhold, "on Being a Professional Potter,”
Ceramics Monthly (May 1970): 26.




PROXIMITY TO MINERAL SOURCES
Traditionally, potters have depended upon their

environment. They settle where they do because the materials

11

with which théy WOrk are near. Many potters believe that

all or most of the ceramic materials used should be taken

12 Potters become so

from the potter's native area.
deeply involved with what they are doing that they

soon begin to feel a "oneness" with their materials and
13 '

their environment.

Clay Resources

Philosophical Aspects - Shoji Hamada believes
that when a potter discovers a natural clay that suits his
work, he should move to the place where that clay is

14

available, A sensifivity or love for clay is the basis
for creativity in this medium. A potter can go to a
supply house and buy clay already dug, refined, tested,
and ready for use. He knows that thousands of others are
using that samerclay and will be comforted in its safety.
He should also realize that thousands of others in their

standaraized kilns are going to turn out the same

standardized material.

llCounts. Common Clay, p. 81.

12Anna Cohen, "Tatsuzo Shimaoka: Mashiko Folk Potter,"
Ceramics Monthly (March 1973): 21.

13Mike Edgley, "The Great Barrington Pottery,"
Ceramics Monthly (Cctober 1974): 21, :

14Bernard Leach, Hamada Potter (Tokyo: Kodansha
International, 1975) p. 100. o




There is an almost unanimous agreement among

potters that the use of one's own local clay is an

important advantage. The involvement with clay prospecting

adds depth and meaning to the object created from that
clay. The clay a person uses becomes a loyal and personal
ally in the potter‘s continuing search for form and

15 ‘

expression.

Financial Aspects - Most clays cost little, but

transportation costs are high and constaﬁtly rising.
Practically every area in the United States provides
materials for making satisfactory clay bodies.

There are certain economic factors to be
considefed in digging and processing one's own clay.
What is the potter's time worth? Is the ﬁotter physically
conditioned and able to cope with the extra labor? Does
the potter own the land where the clay is found, or wi}l
he have to buy the clay?

Practical Aspects - The potter, interested in

clay as a medium of expression, does not appreciate or
evaluate clay by its chemical components, Potters are
much more interested in the feel of the clay, its color

range, its tactile qualities, and its firing range.16

15Franz Kriwanek, "Where and Hcw to Find Clay,"
Ceramics Monthly (January 1971): 16.

16

Ibid.
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The. clay must have a certain temperature resistance, and
sufficient plasticity for throwing or modeling. Within
these limits, a potter may use any clay he chooses.

A small seam or pocket of clay, yielding 10-15
tons of clay, will usually be sufficient for most studio
needs; Two days digging will often provide a year's
supply of clay, depending upon the individual potter's
consumption (about 4 tons of crude clay).17..To‘find the
location of the clays, a potter can contact the state
geological survey office, It will have maps of the
different forﬁations énd étrata which will prove to be
helpful, Wéll logs or drilling reports are an important
part of a state's geological reporting.18

The alumina and silica contents of clay remain
fairly constant with different deposits across the country.
It is the organic matter such as roots, fossils, grasses,
and other impurities such as metal oxides and alkalies
‘that vary and change clay appearance and workability from

location to location. These variations are of special

interest to the potter as this tends to make a clay unique

178rian and Montie Van Norstrand, “Using Local Clays,"
Ceramics Monthly (December 1972): L0-41.

18Maynard P. Bauleke, "Digging Your Own Clay - A
Geologist's Viewpoint," Ceramics Monthly (May 1977): 46.
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and typical of a certain location.
Before a clay can be used, it should be tested.

Digging a foot or two into the deposit should produce a

true sample. The selected sample can be rubbed between

the fingers. 1If it has a slick feeling or becomes

stiéky when a little water is applied, it usually is a

clay. The clay will then have to be fired to determine its

shrinkage, melting point, and color range. It is almost

impossible to determine the fired color of a clay from its

color when it is found.zo
There are three basic impurities which should

be detected: calcite (limestone, CaCOB), gypsum (CaSou-

EHZO), and iron pyrite (Fool's Gold, FBZS). Calcite

- will cause "lime-blowing" if it is course and it will

flux the body of it is fine. Gypsum can cause scumming

on pots after it is fired. Pyrite has a disagreeable and

noxious firing odor from its sulfur content. It can cause

excessive spots in reduction firing or if the particles
21

"

are large it can cause “"pyrite-pops”.
There are two basic methods of mixing the clay:
dry mixing and wet mixing, With the dry method one must

first dry grind the clay in some sért of hammer mill,

19Kriwanek. "Where and How to Find Clay," p. 16.

zoBauleke,."Digging Your Own Clay," p. 46.

21Van Norstrand, "Using Local Clays.“ p. 41.

10



A -corn grinder or garden mulcher will often serve this
purpose. Then it will be necessary to sift it throﬁgh
an approximately 61 mesh window screen. A slip can then
be made‘and screened through a 30 mesh screen. The clay
is then ready to dry and bag.22

The second method of mixing clay is the wet
mix way. The clay is dug and dried in the sun for a
short while before being stored in a bin., 55 gallon
drums are good for storage. The clay may soak for a
convenient amount of time with enough water to cover the
clay. It is then stirred and poured through a % inch
screen into a mixer. This removes the rocks and roots,
After a few minutes mixing it is poured through a 20 mesh
screen ba&k into the 55 gallon drums and allowed to settle.
In a few days, clear water can be siphoned off the top.
Stirring will remix the fine and course particles.. .This
mixture is then placed in brick slip tubs to dry. This
is an unhurried process that lets time and nature do

23

most of the work.

1%

Using local clays takes a great deal of preparation

time. One can usually spend one week three times a year

221hid.

231pid.
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for processing. Satisfaction in the work can be derived
in that it takes the potter outdoors. The clay usually
costs nothing and gives the potter an intimate knowledge
of the land and of,the clay. There is much satisfaction
to be gained in participation in the whole process of clay
preparation, from the source of the clay through all its
transformations; It intensifies the potter's ties to

his location and his work produces an expression of the
beauty he has enjoyed.zu

Glaze Resources

Potters derive a great deal of satisfaction
from their ability to visualize materials in their
natural state and then see their transformation in
the fired pot. Natural combinations of trace minerals
which are always present give rise to very subtle glazes
and glaze effects.
Escalating costs of commercial supplies has
added impetus to return to original sources., Acceptance
of a limitation and a desire to work in depth with what is
on hand is necessafy for a potter to utilize local materials.
The search for local materials should be directed
toward finding sources of alumina, silica, and fluxes.
There should be easy access to these sources. They should

be reasonably free of iron and other metal oxides, and they

2”Elizabeth Powell, "Pennsylvania German Pottery -

Tools and Processes," Ceramics Monthly (November 1971): 19.
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should be in a fine or crushable form. Many rocks,
if first calcined, are easily crushedl.z5
Tf the studio potter should decide to locate
in or near a mining area, an ideal source of glaze material
is available to him. When crushers were active at
old mine sites, tons of earth and rock were reduced to
gsand in the process of extracting the minerals. This sand
can be used as a raw material in glazes and possibly
in clay bodies.26 |
The primary methods of finding raw mineral sources

are as follows:

1. Consult geological publications issued by state
and federal agenciles.

2. Question local rock collectors, examine mineral
magazines, and visit spelunking clubs.

3. Check with local aggregate manufacturers.

4, Ask for information at crushing and processing
equipment manufacturers.

5. Scrounge! Hake personal contact with construction
bosses, mine owaersé foremen of manufacturing concerns,
well drillers, etc.

250am Irving, "On Naturally Occurring Material in
Glazes," Studio Potter vol. 4, no. 1 (Summer 1975): Ly,

26Dennis Parks, "One-Fire Glazing," Studio Potter
vol. 3, no. 1 (Summer 1974): 6.

27Richard P. Isaacs, "Stalking the Wild Mineral,"”
Studio Potter vol. 4, no. 1 (Summer 1975): 43.
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VAP{ET PESEAQCH

Before investing any money in a studio facility
at a given location, it would be wise to do some intelligent
market research. One can investigate the local prospects
for hand-made pottery.. If there is a definate market,
what kind of pottery is in demand? What are the average
retail prices of pottery at the location? How conpetitive
are those prices? Ié there a demand for pottery farther
afield? Are there suitable retail outlets for pottery?

Remote VS Populated Locations

There are logical reasons for the superiority of
some sales locations, Traffic and activity can be an
asset in a studio location. A -potter wants asAmany people
as possible to come past, to view his work., An unseeh pot,
sitting on a shelf, will not bring in a necessary income.28

Population trends from now and up to 1990 show a
shift to the South and West which is already underway and
due to accelarate. The most spectacular shift in growth
will be in the states of Alaska, Idaho, Nevada, Utah,
Arizona, New Mexico and Hawaii. The Southeast will shoot
up by 20%; Southwest, 25%; Mountain States, 24%; and the
far West up 18%. This shows a phenonimal growth of the

28Ruth and Mike Wolverton, "To Market, To Market,"”
Ceramics Monthly (June 1971): 27.




entire West Coast in the next 13 years.29

A location should be chosen near a town with a
population of at last 20,000 people. This assures a
potter of a reasonable market for his pottery. Considera-
tion must also be talken of fuel and competitive potters
in the area.30

On the othér hand, sales are not necessarily hurt
because a pottery has a remote logation. A pottery with
a modest amount of advertising will attract visitors, and
this in turn will create word of mouth advertizing.31
Word of mouth advertisement is probably the best and most

32

frequently used means of advertisement.

Combination of Spaces

The actuél sales area of a-pottéry studio may be
only an adjunct to the central concern of a group of
lpotters who set up their own pottery. An advantage of
having several ﬁotters work together is that they can
pool resources énd equipment. On the other hand, a work—.
shop may nét even be in a location where sales are
practicable.

Tt is important to have a good shop location or

29The Xiplinger Washington Letter vol. 53, no. 52.

Oconversation with Angelo Garzio in Fall of 1976
at Kansas State University.

31Roger D. Bonham, "Lions Head Pottery," Ceramics
Monthly (November 1972): 20. ‘

32Results of a survey of studio potters conducted
by Gerard D. Nervig, Spring 1977.



the pottery will sit on shelves undisturbed. Good
locations for a sales shop are small speclalty shopping
areas, expecially those with quality shops featuring
various arts and crafts. Areas with heavy tourist or
sightseeing traffic are excellent., "01ld Town" areas in
cities are good choices. Small towns with historical sites
or scenic attractions often are arts ahd craft centers.
Which ever location is chosen, it should have a relaxed
‘and unhurried atmosphere. The enticed and relaxed shopper
will be more willing to buy. Places such as coffee shops
and quaint festaurants plaée potential customers in the
mood to look at and buy crafts, >

Education as an Additional Source of Income

A last consideration for choosing a studio location
is the possibility of giving lessons in the studio. This
may be a welcome additional source of income. This is
also an opportunitylfor good additional publicity and
may lead to increased sales.

The best time for lessons is during periods when
sales are low, such as early Spring. Giving lessons at
Christmas time would be a‘mistaké!

If a school is near, there is the possibility of
teaching a studio course or giving workshops. Short summer

workshops are very popular.

33prank Howell, Carol Woodward, and Robert H: Woodward,
"Managing Your Own Pottery Shop and Studio," Ceramics
Monthly (June 1976): 45.

—
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Craftemen do not havelto teach to survive., Lessons
and teaching should be considered a service and a means of
promoting understanding of crafts, as well as providing
an income.ju

The success of g studio pottery will depend a
great deal on the locatidn.thé @étter choogses for himself.
In addition to a comfortable environment, the potter needs
to be concerned with the availaibility of local mineral
resources, and supply houses that will provide his with his
necessary mate:ia;s. A potter, having decided uponla
location, would be wise to do some preliminary market

research concerned with the feasibility of his cholce of

locale. -

34George and Nancy Wettlaufer, The Craftsman's Survival
Manual (Englewood Cliffs, New Jersey: Prentice-Hall, Inc.,

197L) p. 75.




CHAPTER 2

CONSTRUCTION AND DESIGN

- OF THE STUDIO

COMPLYTNG WITH LOCAL'ORDINANCES

Before starting construction on a pottery studio,
whether constructing a new studio or remodeling an existig
building, the potter should become familiar with local
zoning ordinances and codes. He should also understand
the Uniform Building Code, the Uniform Plumbing Code
and the Electric Code. These may be obtained from the
following addresses:

Latest edition of Volume VI of

"The Uniform Building Code" ($1.60)

The Superintendent of Documents

Govermment Prints Office

Washington, D. C. . 20402

Uniform Plumbing Code

The Western Plumbing Officials Assoclation

P. 0. Box 247 '

Pasadena, California 91031

The Electric Code

The National Fire Protection Association

60 Batherymarch Street

Boston, Massachusetts 02110

Building Regulations

Most building regulations throughout the United
States are based on the Uniform Building Code, which was

established by the International Conference of Building

—_—

18



Officials (ICBO) in 1927. The Uniform Building Code's
stated purpose is to prevent people from being hurt
physically or financially by providing uniform standards
of building constfuction.35

Building and health codes, much like zoning
ordinances, are included in the right of the government
to regulate individual land'use for the health, safety,
and the general welfare of the people, Although fire pre-
vention was the primary issue in the first building codes,
today all aspects of construction are regulated by the
government.36

The Uniform Building Code sets model standards
for: foundation, b ilding materials, design, size and |
location of rooms, means of exits, wondows and ventilation,
fireproofing in construction, load and stress of materials
for particular purposes, chimneys, stairways and éuards,
sanitary equipment, plumbing and electricity. Virtually
all aspects of building construction are found .in the
Uniform Building Code.B?

The municipality (or county, or state) to which
the potter may move, may 1) adoﬁt an entire model code as

written, 2) pass part of a model code and substitute its

own requirements for certah specific sections; 3) draft its

35Les Scher, "From: Finding and Buying Your Place in
the Country," Mother Earth News No. 28 (July 1974): 62-66.

36Ibid;
31piq. .



own construction, plumbing or mechanical codes, or
4) not adopt any code at all.38

Individual communities may have their own
housing, health, and electrical codes. Housing codes are
ordinances that generally regulate the living conditions
in dwelling units after‘they are built. These regulations
usually set minimuﬁ requirements for water, heating and
sanitary facilities. Sanitation or health codes are
regulations which govern the disposal of human waste and
"eray water", which is wash water. The National Electrical
Code is the only electrical code in existence in the United
States that governs the use of electrical equipment. The
electrical codes vary from municipality to municipality
39

regarding who is allowed to do electrical work or wiring.

Zonlng Regulations

A zoning code is an ordinance adopted by a muni-
cipality or county that divides a town or county into
different land use classifications. Zoning ordinances also
specify a_minimumrlot size for each different use; such as
how far a building must be iocated from front, rear, and
sides of the property on which it sits, and the height of

the structure. Some ordinances even try to legislate

3853 yitale, "Building Regulations," Mother Earth News
No. 40 (July 197€): 69. -

391vida.



21

aesthetics.uo

The municipal clerk of the town in which the
property is located for the pottery can provide information
of zoning ordinances for the municipality or the county.
Being familiar with and understanding the zoning ordinance
is a good start on learning to read and understand the
building codes that are probably also in effect.

Often 1f the new builder has a problem or
specific guestion about ioning or codes, a visit to the city
council will be the only soiution. This is also a good
opportunity-to meet and discuss plans with prominent

members of the community.

Hrpia. p. 67.



FLGOR TLANS

There 1s no perfect plan for a smal studio pottery
since there are so many variables that have to be taken
into account for each individual potter. These variables
‘include the site, existing buildings (if any), the cliﬁate,
L1

personal preferences and the methods of pottihg'to‘be=use.k

Size

The potter will find that he needs more rcom for
a studio‘than he imagined. For é one or two person operation,
one should plan on having about 1000 square feet plus office
space and a store room or gallery for finished ware. The
finished ware should be sheltered from clay dust to avoid
constant recleaning of the ware.42

Some single potters operating on a full-time, full
production basis can function éatisfactorily in as little
as 500 square feet of space. Keép in mind that certain
equipment may require more room that other equipment.
Tf pottery is to be displayed in an adjacent area, a potter
should allow an.additional 300 square feet of sPace.' This

L3

is a minimum.

Tf the potter has a loft or attic above the workshops,

&1Michael Cardew, Pioneer Pottery (New York: St. Martin's
Press, 1971), p. 213.

uzFromhold. "On Being a Professional Potter," p. 26.

43Roger Harvey and Sylvia & John Ka@lb, Building Pottery
Equipment (New York: Watson-Guptill, Publications, 1975), p. 176.




it may be feasible to use this area as a private gallery.
The area may contain the potter's favorite pieces or a

collection of pottery by o*l:hers.l‘u'P '

Layout
Most workshops are set up in already existing
buildings. Layout decisions involve oferall available
space and alsoc structural assets and limitations. The
shape of the interior space, the sources of light and
presence or absence of continuous wall areas can infiuence
decisidns'on installation of the equipment and storage.
The physical invironment outside, including climatic
conditions can affect indoor-outdoor placement of pottery-
making equipment and storage units.45
The flow of material into, through, and ocut of
the pottery is a major factor to_consider in overall space
planning (Plate #1). Raw materials and products should move
from storage through the work areas and to shipping or
displaying with a minimum of difficulty. Backtracking
or 1lifting and moving items more than once should be avoided.
It is wise to avold accumulation of items at any |

place where they become obstacles of circulation, a safety

iy

Kay and Ivan Martin, "The Crickdale Pottery," Ceramics
Monthly (February 1971): 14, '

45Harvey and Xolb, Building Pottery Equipment, p. 176.



EXPIANATICH OF PLATE T
This is a flow chart by Roger Harvey and Sylvia

and John Xolb, describing an efficient flow of materials

through a studio with a minimum of wasted effort.

20



FLATE I

RAW MATERIAL STORAGE

CLAY MIXING

v

CLAY DRYING

FIRST WEDGING

v

CLAY STORAGE
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SECOND WEDGING
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PRCDUCTION

SCRAP
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POTTERY DRYING
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GLAZING AREA

BISQUE FIRING

¥

GLAZING

A4

GLAZE FIAING
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FINISHING

7

DISPLAY ORSTORAGE

]
A




PU
[

hazard, or a blockage of access to another object or
place.46

A sample studio diagram ﬁhere there is a natural
flow created is shown in Plate #2 designed by Micheal
Cardew. Tn this design it might be even more practical
if the "biscult store" (N) and the "glazing shop" (X)
were combined.

Shops must be enclosed and heated for colder
climates. Peripheral areas neither heated nor entirely .
enclosed can be used for storage and othér needs.
Structural flexability should permit adequate ventilation

L7

and cooling. Some studio activities may even move outdoors.

“61pi4. p. 178.

Y71bid. p. 176.



EXPLAMATION CTF PLATE TI

This is an arrangement by lichael Cardew
which shows an arrangement for a small sized pottery
in which the potter plans to do all his own body-making,

1
L

glaze-making, and grinding of raw materials,

27



TIOMROOE >
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Mill and sliphouse
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. Dewatering tables

Tempering floor
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Dryer
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CCNSTDEPATICGNS CF VARTOUS AREAS
The areas-of a workshop which should be given

special consideration are:
* area for mixing and storing raw material

area for wedging and storing wet clay

production area (wedging and drying area)

. bisque and glaze area

. kiln area

W

Area for Mixing and Storing Raw Material

The clay pfocessing or clay storage facility should
be designed to ensure easy entry, loading and unloading
of raw supplies. There, also, whould be ample space for
the compouﬁded ceramic bodies to be blended in a mixer,
- pug mill, or heavy duty plunger.48

A L' X 4" pallet of clay, stacked about 3 high,
weighs approximately 14 tons. For this reason the floor
of the clay storage area must be able to withstand
large concentrations of weight.49 The size of the clay
storage area will depend upon the maximum améunt of clay
to be stored there. Enough room must be left to allow for
the movement of the clay with a small hand truck or other
such cart. Any steps or inclines in this area should be

eliminated. The area must be kept dry. Only moderate

lighting and ventilation are needed here.

480harles Rash, "Room Design and Curriculum Planning,”
Ceramics Nonthly (September 1971): 30,

49Harvéy and Xolb, Building Pottery Equipment, p. 160.
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Lighter weight materials such as glaze chemicals
can better be stored on sturdy shelves above the heavier.
and greater quantities of clay.,

The glaze and clay mixing facilities should be
located as near to the storage area as possible to eliminate
as much movement of the material as possible,

Good ventilation cannot be stressed enough in the
mixing areas. Several exhaust fans to the outside of the
building would be ideal.

The floor space requirement of both the clay
mixing and glaze mixing rooms will depend on the mixing
methods ard the equipment preferred, Drainage for cleaniné
the rooms and a source of water, preferrably with a hose,
are necessary. Electricity, 110 volt as well as 220 volt
outlets for ecomonic reasons, are élso necessary{

The glaze mixing room should have a sink., Plenty
of shelf space to provide storage for smaller guantities
of raw glaze material and suitable storage containers (metal
or ceramic cans) are also néeded. Adeguate work space and
counter space.are'necessary to esﬁablish rhythm in
mixing routines. A location near. the kiln room or actual
pot glazing area will ensure better traffic :f'low.5o

Area for edging and Storing ilet Clay

The wedging table and wet clay storage area

SORash.'"Room Design and'Curriculum Planning," p. 30,



should be located between the clay mixing area and the
production area,

The size of the wedging fable. or tables if more
than one potter are working, will depend on a personal taste.
The table should be strong and capable of withstanding
heavy and repeated pounding.Sl

Wet clay can be stored under tab;es or in
spaces that might otherwise be wasted. The size of the
area will depend upon the amount of ciay used by the potter
and the length of time the particular clay body must be
aged before use., The clay should be kept in a cool, damp

place to prolong its storage life (to prevent drying out).

Production Ares

The production area should be located centrally
between the clay storage areas and the firing area.
Sufficient room must be allowed in this room to allow for
the making of pots, storage of pots before a trimming
process and storage of pots to be dried before bisque firing.
Space requirements will be determined by the methods
of pottery making (i.e. handbuilding or wheel throwing);
the total number of work tables and/or throwing wheels to

be used; the amount of shelf space necessary for the particular

51Harvey and Kolb, Building Pottery Equipment, p. 160.




type of production; and other necessary equipmnent necded
in the room such as sinks, slab rollers, extruders,
ete.
LE pcwef equipment i1s to be used, grounded
110 or 220 volt outleis wlll have to be placed where
necessary.
Good 1ighting is essenfial. Flourescent fixtures
assure more even and cooler over-all illumination, . Localized
light sources may alsc be advisable to eliminate eye fatigue.52
The use of wheeled carts with adjustable shelves
would be an aid to transporting, storing and drying greenware.
This type of unit can save time and prevent breakage caused
by additional handling of pottery. Room must be allowed

for the movement of such ware racks.

‘Bisque and Glazing Arez

The glazing room can be used for both the storage
of bis@ued pots and the glazing process., Size of this room
will be determined by the amount of work produced and the
amount of potls to be glazedrfor each kiln load. Ample
room i necessary for the storaze of the mixed glazes and
an adequate work bench.

. This room should be well lighted. If a spray booth

is to be used it will need to be well ventilated.

521pid., p. 179.
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The glazing room should be located close to the.
kiln area, This will ensure better traffic flow and less
danger of pottcry'breakage.53

If at all possible, the kiln iocation should
be housed in an adjoiniﬁg, well-vented compartment, or in
a nearby outside bﬁilding. This is desirable because heat
loss often makes this room housing the kiln an uncomfor-
table place to work. An unhealthy atmosphere can develop
around a fuel firing kiln, especially during reduction
processes.sa

Indoors or out, one should use only fireproof
materials in the vicinity of the kiln. Good heating in this
area will only be necessary in very cold climates.55

Fihaily; the pottér-shduid try to set aside a
corner of the workshop for just sitting. This should be

a quiet place to be still, relax and reflecﬁ'upon his

work.56

53Rash, "Room Design and Cufriculum Planning,”™ p. 30.

5%piq.
554arvey and Kolb, Building Pottery Equipment, p. 179.

56Luisi, Potworks, p. 62.



EXTLANATICN CF PLATE IIT

A possible studio/sales ares design that
could be a potentially efficient one-man operation is
shown in this plate. Outeide exits to clay and chemiecal
e areas could be approached by vehicle to facilitate
unloading clay directly into thé storage area. The kiln
area could be open or enclosed, depending on climatic
conditions and additional need for storage space. A
window from the sales area to the studio work area
would allow customers.to view parts of the clay process
without disturbing the pofter. Sinks, ventilation, and
lighting could be placed where the potter felt they were
needed. This 25' X 40' structure has approximately

1000 square feet of usable inside space.
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CHAPTER 3
MARKETING

UNDERSTANDING THE MARKET

There will always be a market for well made
pottery in this country. This market will always exist even
though the economy and stock market will fluctuate. People
need and enjoy beauty in their lives regardless of the
ecomony’'s state.5?

" In colonial days there was such a demand for pottery

that all the early potter had to do in order to dispose of
his wares was to let it be known that a kiln was to be
opened and ware taken out on a certain day.58 More than
encugh dustomers were then on hand to take all of his pots.
Crders were taken from stores in neighboring towns later
on and the cycle would repeat itself. The same demand is in
this country today. |

A person who takes up pottery as a career and
starts his own pottery must be prepared for hours of hard
work,. headaches, uncertainty and the possibility of small

returns at first. He must persevere. If he succeeds in

57Charles Counts, Pottery wWorkshop (New York: Macmillan,
1973) v P 186.

o]
5“’Powell. "Pennsylvania German Pottery - Tools and
Processes," p. 22.

"
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mastering the technical and administrative problems and
organizes his business into an effecilent unit, then his
rewards will be correspondingly higher.59

A serious potter can make a good living at pottery
without sacrificing his personal aesthetic beliefs and
hie integrity, but he has to learn the economics of his
craft.éo He must be deeply involved with his shop rhythm,
streamline his production, pay special attention to his
public relations, and use learned methods of merchandising
and selling.

Tt makes 1ittle difference whether an object is
functional or not. A piece of pottery must possess some
aesthetic qualities that distinguish it from a mere container,
The fact that something is made by hand.does not guarantee
any xind of aestﬁetic merit which is superior to that found
in a mass-produced object. A handmade pot which is well
crafted and exhales an original spirit is beyond the reach
of any machine.61 |

The art of making pottery is a creative process.
From the beginning to the end of this process the potter

must not be striving to create an object, but striving to

create a thing of beauty.

59p. v. Baker, Pottery Today (London: Oxford Press, 1961),
p. 126.

60Huth & Mike Wolverton, "Franz Kriwanek," Ceramics
Monthly (January 1971): 14,

61Joseph Sanders, "Strawberry Fields Pottery," Ceramics
Monthly (February 1972): 17. _
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Buyers of ceramics are appreclators of potltery.
They will want to inow everything connected with the |
crafted plece. They‘will want to know ite message, the
technique used to create it, and information about the
material, This is the greatest advantage the studio potter
has over his competition. The potter has made the object and
he knows more about it thaﬁ any other individual. To be
successful the potter must be willing and able to pass
this information on to the consumer.62

Craftsmen must also learn to depend on a prestige
market. Often the strongest incentive for a consumer to
buy a hand crafted item is the buyer's belief that ownership
of that object will culturally or otherwise enhance his
standing in society.63

There are few communities that are affluent
enough or have evolved toward a "labor deversification"
point where they can completely suppoft a pottery or a
potter simply fér the spiritual luxury of a steady supply

64

of unigue, handmade pots. The potter will have to expand

his market place to compensate for this deficiency.

62Kriwanek, Yeramos, p. 95.
6Fiss 2

3[bla.

64

Luisi, Potworks, p. 135.



The craflt market place is divided into twe parts,
thé male part and the female part. The female part over-
whelms the male buying sector in quantity of material
bought. Women do most of the purchasing of conswner goods
in our society and.the proportion is even larger when the
product is for use in the home. However, in the craft and
folk art Tield, men do make an exceptionally strong showing.
Many craftemen report that their best customers for higher
priced and better quality 1ltems are men, They seemingly
have more confidence in their own taste than women, and
are scmewhat more sensitive to the value of handmade work.65

The market place has a rhythmic and seasonal aspect
that should be used advantageously, such as summer tourism,
spring and fall festivals, and, most importantly, Christmas
salesg. Many shops across the country double their sales
in November and more that triple their sales in December.66

Eleven percent of all retail sales take place in
December. The Christmas season, beginning in late November,
accounts for thirty percent of all gift ware sales. In
1976, sixty million dollars worth of retail products were
sold during the Christmas season. That averages out to

3290 for every man, woman, and child in the United States.é?

65Eorbert Nelson, Selling Your Crafts (New York: Van
Norstrand Reinhold Company, 1967), p. 57.

66

Wettlaufer, The Craftsman's Survival NManual, p. 34.

6?Edward lMcGuire, "Ecomonics," Craft liorizons (December

1976): 10,




Cf course, only a smallsamount of this money was spent on

pottery, but this shows that Christmas is an all importaht

season for the potter and has tremendous potential for sales.
It_would benefit the studio potter to consider

this market fluctuation and periodically sit down with a

calendar and map out working and selling patterns in order

to set a reasmable working‘pace and to be prepared for |

68 The potter must also be

seasonal market fluctuations.
aware that these consumer selling patterns can change at
any time.

If a potter locates in a rural area, his selling
patferns will be effected to the extent that he will sell
less'out of his studio and may have to either wholesale'
in goods, or attend a few craft fairs, or in some other
way supplement his sales.69

The sales of pots, as with any other product on the
market, depends not only on the quality and merit of the
product itself, but equally on the demand for such a product.
Direct contact with consumefs allows the potter to hear
constructive criticism for all aspects of his work. Cften
this will bring to light effects the potter never noticed or

consciously intended.?o One should carefully consider all

remarks and learn as much as possible from them. It can

68Nettlaufer, The Craftsman's Survival Manual, p. 34.

691bid., p. 33.
?OWOlVerton, "To Market, To Market," p. 27.



be beneficial to view one's own work from other people's
frames of reference.

There is sometimes a tendency among craftsmen to
protect their own egos by scorning the taste or intelligence
of the average buying public, Craftemen of longstanding
usually tend to gain renewed respect for the consumer,

They do not treat the consumer in a condescending fashion.
For what ever the reason the consumer buys a potter's work,
they are enabling that person to continue to do what he -

wants to do and helping him te¢ live in a manner he chooses,

?lﬁettlaufer, The Crafteman's Sufvival Vanual, p. 55.

L
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METHCDS OF MERCHANDTET NG

There are two direct ways of selling work: diréct
retail and direct wholesale., This chapter deals primarily with
s2lling outright from the potter's studio or his own shop.
Other means of selling and exposure will be briefly covered
to give alternatives and additions to selling from a retail
studio-shop. |

A potter should try to sell directly to people
if possible rather than through the traditional retail
outlet. Fetall outlets will usually mark a product up at
least 100% over the usually rock-bbttom wholesalerprice to
T:hoem.?2 For this reason they have put handcrafted items
out of the monitary reach'of mosf people and put heavy
production demands and time tables on supposedly individual
craftsmenn., This is often detrimental to the work produced
by individual craftsmen.

Tt is advisable for the potter not to sell all his
work in a retail manner. A sudden shift in buying patterns
or local industry slowdown cbuld put the potter out of
. business. For this reason, also, locating in a tourist
area, where tourists are the primary customers, could be
risky. A fuel crisis, a new highway, or even a natural
disaster could put the independent studio potter out of

73

business.

72Luisi. Potworiis, p. 135.

730arl Judson "Bluebird Catalogue #4;" A Progducticn
Potter's Notebook (1977). .
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The oiher methods of selling to be covered
briefly are:

private shows

art fairs

wholesale arrangements
restaurant sales

mail order

small sales outlets
consignment

- a e -

oL e

Private or Studio Shows

Many studio potters have two or more shows or
open house sales a year., These are generally held in thelr
homes or in their studio/galleries. This idea for sales
can be used quite effectively and at a minimal expense

( A mailing list of potential buyers can be

to the potter.

used to invite people to the show., Often this list is

composed of customers who have in the past shown interest

or bought pottery ffom the potters. The show or studio

sale can be made into a festive oécasion with refreshments

and trimmings. If it is a pleasant occasion people will want

to come back year after year. Sales from this type of

show also help to develop a local market and community rapport.?ﬁ
Every year there is an increase in the number of art

fairs in the United States. There is a tremendous range in

?Qjetthaufer, The Craftsman's Surivial Manual, p. 53.

"753uason, "The Bluebird Catalog.”



terms of size, atmosphere, quality of work, and customers
drawn.

Usually each artist will set up his own display
and will handle his own sales. Usually they are held out
doors and last from one to four days; Entry fees to these
fairs will range from $5.00 to $45.00. Rarely is a percentage
of sales taken. Many professional potters will depend on
up to one half of their yearly sales from art fairs.76

An art fair will draw from a few hundred to hundreds
of thousands of people, depending on the location and the
publicity it receives., Many fairs are juried and the
quality of work is high. They often include displays by
some of the best artists and craftsmen in the éounfry.

Most Jjuried fairs reinvite artists oﬁce they have been accepted.7
- If a potter plans to attend a specific fair he

should make up his mind as soon as possible about register-

ing for the fair., Many fairs close reglstration months before

the fair date. Sometimes it is even necessary to join an

association or guild to be a part of the fair,

There are certain preparations to be made before the
actual fair date.

1) All pots must be clearly marked with a price.

76Tom & Yvonne Shafer, "Fairs and Festivals for Artists
and Craftsmen," Ceramics lMonthly (June 1972): 19.

T7rvia.
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2) All pots should be well-wrapped and tightly
packed into boxes to prevent breakage.

3) A good location for the booth must be chosen
before the day of tne fair. T1 should be a locstion that will
have heavy foot traffic, is close to a refreshment stand,
is where walks or paths cross, and is shaded if weather is
hoti

4) A display area must be brought that is
light weight, transportable, and attractive.

5) A cash box with at least 320 change is necessary.
6) A craftsman should prepare for his comfort
with items such as a chair, umbrella, drinks, food, comfor-
table shoes and clothing.?é
A potter who is interested in participating in
art fairs should spend time and energy investigating fair
circuits within a 50 to 100 mile radius of his studio.
The more fairs a potter and others enter, the more money'there
will be available for publicity of the fairs, This will
cause more people to attend and help then to become know-
ledgeable about pots..which in turn will result in even
more aﬁd larger fairs, and more prospective customers for
pottery.79 _ d |
A potter must make approximately 20 times the

retail value of the pots made per day to breaix even at fairs.

Much time is lost attending fairs.and this must be taken

?Swolverton, "To Market, To Market," p. 21.

"Prpid., p. b2.
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into cunsideration in proflt margins.,

The sale of a pot does not just represent a few
dollars. Tf the pottery gives the bwner pleasure, functions
well and survives day 1o day household abuse, the owner
will want to purchase another. For this reascon, it is
important to invest pottery in markets which will allow
frequent repeat sales. . In order to create a dependable
repeat market, the art fair that is one hundred or more
81

miles from the studio/shop is of guestionable value.

wholesale Arrangements

A potter may get less for his pots at wholesale
tha he would be placing them on consignment. However,
if he considers the losses from damage, poor or complicated
record keeping, the 10% difference a wholesale pot gets
over a consigned pot, and the usual delayed payments from
items left on consignment, wholesaling will probably benefit
the potter more in the long run.82
When approaching retall outlets with pots to be
wholesaled, it 1s advisable to visit the dealers the first
thing in the morning or during the midday lull. At this
time the retall buyer of the pots will have more time to

spend talking with the potter and discussing saleable items

80
81
82

Judson, “The Bluebird Catelog.™
Tbid.

Ibid.
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without neglecting prospective customers.”

I selling to retailers for the Christmas season,
one should deliver the pottery 2 to 6 months early. This
is usvally when fetailers will begin filling and planning
8h

thelr Christmas season orders,

Sales to Restaurants

By 5ypassing the normal distribution systems
a potter can often undercut industrial restaurant ceramics,
Restaurant cwners are in a highly competitive business and
théir success will often depend upon the special character
of the restaurant. The restaurant suppliérs have a very
limited variety of mass-produced items for sale. This
places the potter in an ideal situation %o servé the
individual needs of particular restaurant owners. A potter
can produce a personal line of pottery for individual
restaurants that will enhance the character or charm of the
busineﬁs. Customers of those restaurants served by the
potter will also be prompted to buy pottery for themselves
from the potter;as

Mail Gréer

The potter who likes to produce some items in a
greater quantity than for which he can find a local market

may want to consider mail order s:1ling. A sufficient

13

,BBMCGuire, "Economics," p. 10,

8l pia.

85Judson, "The Bluebird Catalog."



stock pile of pottery will justify running an ad,

pernaps in Getober, to catch Christmas season buyers from the

many women's magazines for example. There are also many

trade magazines that could be used.a6
several small repetitive ads are much more

87

effective than large ads. When submitting an adver-
tisement in a national magazine, be prépared for a large
response, Charge a price which will adequately cover the
additional expense of the advertising., OCne should design
the ad to state whether or not there 1s an additional
charge for postage and handling or if that is included in
the stated price.

The items chosen for such an endevor should be items
which can be mailed easily at low cost and with little chance
of breakage. It is advisable to have the items pre-packaged
and ready for U.P.S. or the Post Office so all that is
necessary is for the potter wo attach an address and send

88

it with a minimal lag in time to the customer.

Smzll Sales Cutlets

Feddling - An interesting possibility of additional

sales would be the use of a peddler's wagon. One might

86.,

I_bid-

8?ﬁettlaufer, The Craftsman's Survival Manual, p. 71.

88Judson4 "The Bluebird Catalog.



outfit a rather forward young person in a colorful costume

with a hand cart and a load of pots and turn him loose

on the streets of the community. Usually a 20-30% commission

will cover his cest and a great promotional and sales

C e s N 89

gimick 1s underway.
Cne must be sure to check local ordinances before

trying this and obtain the proper licenses or permits.

Business Gifts - There ap many small businesses

which spend a considerable smount of money for gifts in

the two to five dollar range on their established cus tomers , 20
There is the pessitility of making theée businesses
potential customers for pottery.

Real estate agents will often give housewarming
gifts to customers who have bought a house from them.
Tnsurance agencies often give small gifts to their clients
to show their good will. There are other possibilities |
of bosées giving employees gifts, etc. If a year round
‘sale of pottery to small businesses can be established,
this can provide some finanéiél relief from the seascnal
ups and downs of a potter's income and many of the recipients
o1

of these gifts will become regular customers.

Consignment

There are many reasons for not selling on

891 pia.
901 pid.
911pid.



consigonment. All but the most established consignment
outlets are often slow to pay. Nany.are unwilling to
accept responsibility for broken or damaged merchandise.92
The potter must constantly be checking consignment shops
to be sure that work is being displayed. There is the
danger of a shop going Eankrupt if they do not have enough
money to invest iﬁ a potter's work,gj_ There is no incentive
for a shop owner to sell the potter's work if he has no
money invested in i1t and will often use consignment items
to fill shelves and push the products he has bought out-
right at the expense of this pottery. '

Selling outright is a much more professibnal and

ok

profitable way of doing business.

921pid.

93wettlaufer, The Crafteman's Survival Manual, p. 60.

9% rpia.
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A PCOTTER'S CwN RETATL STORE
) In many respecte a potter is best served by having
his own store. By selling his own product to the consumer
he realizes the total price of the product. This means
that his products can more quickly be converted into cash.
A potter earning both the manufacturer's profit and the
retailer’'s profit will need to make only about one-half as
much merchandise to earn the same total pfofit.95 Selling
directly to the consumer alsc helps the potter learn more about
the acceptablility of his product because he will be in.direct
contact with the customer,
According to government statistics, most bﬁsiness
failures occur during the first year of operation. The
third year is the crucial one for taking the step from
mere survival to-a recognizable profit pattern. Once one
has made it through the fifth year, the small businesgsman
can begin to breathe easy as he should have developed
a reasonable clientele by then.96
Some retail shops can turn a profit in the first
few months, but most take a year or more. Some semblance
of a paycheck for the potter's labor can be drawn before

he shows a profit, but that will be payment for his time

95Nelson, Selling Your Crafts, p. 67.

96Elyse Sommer, Career Opportunities in Crafts (New
York: Crown Publishers, 1977), p. 71.




and will require his time. Conservative accountants would
probably caution a potier to go into retailing only if
he can afford to equip his store and carry 1t for six months
to a year without a signficant profit.g? Examination of
the situation realistically and professional assistance on
projecting cost of operation of a retail business is necessary.
Then if it looks appealing fhe potter may go ahead, |
lost shop owners report that the majority of their
customers will travel to get to them. This means that the
customer does not necessarily live in the immediate trading
area of the shop. The first time that a customer passes
the shop, he must be drawn in by the shop's appearance before
he can be “sold".98
There are several reasons why some shops do poor
business. First of all they do very little market research
and set up a shop solely on their personal ideas. They are
poor réoord keepers: this lets them forget seasonal buying
patterns, taste preference of customers, order sizes,
buyers' names, and So on, ”They do little or no sales
promotion. They have poor product ﬁricing - fundameinitals.
They use little discretion in selecting retail outlets
outside of their own. They are unfamiliar with sources and

methods of obtaining capitol for current expenses and for

9?Nelson, Selling Your Crafts, p. 78.

9%1vid., p. 73.



businecs expansions., Cften the credits and accounts
receivable practices are e}raﬁic and inconsistant, which
affects cash flow. rinally the poor business operation has
insufficient plans for the future, either short term or
long term.99
Cn the other hand there are reasons why some
businesses are sucéessful. They have a reasonable but firm
shop-rhythm; they have learned to discipline themselves.
Successful craftsmen have a basic awareness and knowledge'
of a craftsman's public relations and a good knowledge of
economics.loo |
Fottery sales aré seasonal. During slow months
and good months salés may differ as much as eight times in
volume. Tt is wise to plan ahead and anticipate changes
both in volume and in types of sales. It may be possible
to supplement slow months by dealing in supplies and
equipment for potters. It is possiblé to become a dealer for
pdtters. Tt is possible to become a dealer for pottery-
making equipmeht such as wheels and Xxilns and still main-
tain a good line of pottery. To keep stocks of smaller craft

tools or order them as the customers want them is a good ldea.

Prefits on pottery sales are not high. It is wise

9QEdward MeGulire, "The Business Side of Crafts,” Craft
Horizon (Cctober 1976): 50.

lGDKriwanek, Heramos, p. 93.



fer the pobter to guard aguinet high overhead items lilke
salaried employees, expensive furnishings, or elaborate
and costly display shelves.and racks.

Any businessman needs to advertise. Tt is best
to keep the advertisement small, frequent, and inexpensive
such as business cards, small newspaper ads, radio spot
commercials, and posters. At annual open houses both
established customers and potential ones should be invited.

This is an excellent promotional venture.lol

The pottgr
must remember that good wares, a good location, and a good
reputation are the best guarantees of sales.

| Retailing is a substantial imposition on a potter's
time but a store must abide by regular fetail hours,
generally 6 days a week, and customers must be shown
the courtesy and attention they deserve. Specialty merchantis
are quickly known for courtesy servic¢ or the lack of it.
The customer who has a pleasant experience in a shop will
pass the word.102

Tt is very important that a shop set up "hours”

when it is open for business. Tf a potter can detach the
sales portion of the shop from the studio, it is a good idea

to set aside one or two days a month for tours of the studio.

lOIHowell, WJoodward & Woodward, "Managing Your Cwn
Pottery Shop and Studlo," p. 46.

102Neléon, Selling Your Crafts, p. 68.




[f possible, it is best to have iwo people working so that

one can run the shop while the other continues to producé the
wares. Having no hours can be an infringement on the potter's
privacy. T+t is more considerate both to the potter and to

the customers to specify the hours when the customer is

welcome.lo3

The éverage unit'of sales goes up later in the déy.
The percentage of customers will be heavily in favor of
women, but men are better craft customers for the valuable
merchandise. Men often have greater respect for the work

of human hands.lOLF

It might be wise to take advantage of this by
staying . open evenings when men can shop. A potter must adapt
to his customers' buying patterns instead of expecting
the consumer to conform to the potter's convenlence in
retailing.

‘By making browsers feel welpome. by making. small
item buyers feel important, and by being helpful and
informative without being pushy, the store owner will
create a special feeling for the people who are buylng his
crafts. These small things will help tﬁe shop become a

place where the quality and the prices of the product can be

103Nettlaufer, The Crafisman's Survival Manual, p. 69.

]
?O4Nelson, Selling Your Crafts, p. 76.
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trusted.
The quality of the finished pleces should never
be compromised in the interest of malking more money.lo6
The shop should provide a wide range of pottery: small
to large, good to excellent, utilitarian, decorative, sculptural,
and more. Feople enjoy a diversity of styles, forms, and
colors. .07 The chief advantage of a potter working for
himself is that he is able to do things hié own way, and
the way he feels 1s best.
A potter is projecting a personality in his
shop. The customers' interests can be exclted by discussion
of the things he buys. .One should not forget, though,
that selling time can become expensive,
The pofter's personality is a definite factor
in how much retail selling he can do himself. If he has a
strong self-concept so that he can withstand a wide range of
comments - critical, complimentary, and inane, if he enjoys
dealing with the public and is a good sales perscn, he
should favor selling in any situation. If he is not out-
going, he should probably leave thls area to somecne else.l08

There are several personal touches that can be brought

10550mmer, Career Cpportunities in Crafts, p. 77.

106Nettlaufer, The Craftsman's Survival Manual, p. 22.

10710181, Potworks, p. 138.
108

Wettlaufer, The Craftsman's Survival Manual, p. 34.
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across to potential buyers. Consumers receive personal
satisfaction when they can identily with the artist at a
shop. Franz ({riwanel carried out several experimenls at
his studio at Silverton, Colorado. He found that pots
did not sell as well when the potter was not present.
Pottery that was personally signed by the artist sold
seven to one over those thaf were merely stamped with an

em lem, The customers correlated the signing of the pots
109

with the personal honesty of the artist.
The sirongest sales stimulators seem to be

well organized demonstrations and shop tie-ins. A

window to the studio area does not disturb the potter and

allows - the consumer to see pottery being made. Raku

techniques make excellent demonstrations and good sales

stimulators. People always enjoy watching pots being thrown

and become excited with pottery through studio tours.

The stfongest sales stimulator, though, is the potter's actual

presence and personal involvement with the selling of his ware.
A greaf advantagérto having a shop is that a potter

can display his products to excellent advantage as well as

making the craftsman secure in his control over the entire

making-selling process.

The first deterrant to having a shop is that few

109Kriwanek, Xeramos, p. 96.

llotbid., D+ 97
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craf}smen have sufficient products of their own manufacture
to stock a store and make it interesting. The items
are generally all of a type and almost ceftainly of a single
material. A shop must have enough merchandise and =
sufficiently broad range of prices and appeal within that
merchandise to appeal to a large range of cus’comers.lll
If necessary, a potter may join with other crafts-
men to stock a shop provided the managemenf of the shop
is under the control of a single individual. A craftsman
can, if he has the capital to do so, buy merchandise to
make his shop more varied. Purchase of mershandise, though,
should be subordinate to a potter's own ware and selected to
compliment his own image.llz
Displays should never over power a potter's work.
Aesthetic imaginatidn and a willingness to experiment are
the key ingredients in a well displayed shop. A prominent
place in the shop should have a scheduled change of display
at least every three weeks. As the seasons change, seasonal
themes lend an air of ‘interest to the displays. Small,
cominon piace and inexpensive props can suggest possible -
Iuses for products such as food, bath accessories, flowers,

interesting rocks, weeds, and plants.113

111Helson, Selling Your Crafts, p. 76.

1121%14., p. 68.

11531054, p. 74.
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Lights should be used to an advantage. Dright
light will bring out highlights on a textured pot. Colored
background lights can also be used for special effects.

An early investment in a few reflector floods and spot
lampé can add measurable to the elfectiveness of a potter's
presentations for many months to come.

A shop owner must always remember that a clean,
shining, well cared for display mirrors the value placed by
him for his pi:'oclm:t.lll‘L | '

Ttems that establish character and mood for the
store should be displayed lmportantly with a plot of "air"
around them. On the other hand, a potter should not hesitate
to crowd or group others. Most customers will wish to
brouse and make their own discovery. Shops with everything
made available tend to eliminate pockets of mystery and
thereby lessen a customer's interest and imagination.115

A potter should feel free to look at displays pre-
sented by competitors. Even Sears Roebuck does not hesitate
to learn from Montgomery.Wafds or even copy outright a
merchandising stratagem that has worked well for thelr

116

competition.,

A store owner should keep his inventory fresh,

1141bid.

115Ibid., P 75+

116M0Guire, "Economics," p. 10.



e must add new items frequently. ile should test new
items by displaying them prominently. TIf they sell, he
can expand his line in that direction. If the items do not
sell, he needs to find out why and correct the defeciencles
or close out the merchandise.ll7
A shop must have one or more staple articles for
which the shop is known and for which customers will come
back. The shop should be set up to be aé much of a self-
service operation as possible. A customer list should be
kept and used profitably for limited mail order. |
A potter should only take orders on the basis of
specific glaze samples in his work shop and on the basis of
thé pots on hand. A potter should refrain from taking
orders on the basis of a nebulous form and colof that may
turn out to have Been_envisioned differently by the potter
and the buyer, :8

Before the customer makes a choice on a large

(W19

order, he should spend an hour or so with the potter discuss-

ing needs and preferences, The customer should be
encouraged to take several samples home to use for several
days before making a final decision. The cﬁstomer may
choose from many samples stocked in the shop or show room.

These samples should be continually changing since a

11?Nelson. Selling Your Crafts, p. 76.
118

Luisi, Potworks, p. 137.
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decorative pattern may rarely be repeated or a customer
may desire a specilfic decoration with a certain glaze.llg

A potter may want to store any extra pleces made
with an original set and keep them with a complete record
of the pieces made, the sizes, or any decorative design along
with the customer's name.

On custom work, it is normal to require a 50% deposit
with the order and 505 upon completion. If it is an ex-
pensive order 1t is protably wise to have some kind of
agreement in writing as well.lzo

Selling "seconds" provides the buyer with limited
funds, who appreciated pottery but cannot afford "firsts",
an opportunity to purchase pots at a lower price. Potters
should be consistant with these seconds. They should be
labeled "seconds", preferrably with an explanation. All
pieces with glaze defects, surface cracks, or firing accidents,
no matter now curious or useful, should be included in this
category., These tiny sales add up. Sale of "seconds" also
develons a wider audience for pottery because buyers learn
much from thelir pur«;hase.lz1

A1l pots should be labeled: safe for use with

food, lead free, etc. Customers should be warned not to

11900 Shafer, "John Glick - The Plum Tree Pottery,"
Ceramics Monthly (September 1972): 25.

1EOWett1aufer, The Craftsman's Survival Manual, p. 23.

121Luisi, Potworks, p. 137.



place pottery directly over an open flame or heating element.
Customers should also be told to place pottery in a cold
oven and then heat the oven to the desired temperature.

It should bte explained that pottery is dishwasher safe.

All items should be tested or checked throughly before being
offered for sale.

Customer satisfaction is the basls for continued
success of any business. The people who decide to buy and
then buy again are the life-blood of the potter. Wwhat the
potter tries to do is attract and maintain a clientele of
satisfied customers., This may be time consuming, but it
is cumulative over the years and well worth the effort.l22

There may be booklets of tourist attractions in
the shop area in which a potter could list his studio as
open to the public: bus tours by museums, senior citizens
groups, travel agencies, etc. A potter might arrange for
them to tour his studio. Some stateé put out a booklet of
"ecraft trails" which list what studios are open to the
public and where they are located.123

If a potter decides to accept tours he should plan
to give a talk and demonstration along with the tour. This

is good publicity and serves to educate people in the

122, t+1aufer, The Craftsman's Survival Nanual, p. 72.

1237via., p. 73.
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commuiity in the elements involved in pottery production,
Most buyers appreciate a small pamphlet explaiﬁing
technlques with thelr purchase. It helps to suggest to
buyers tﬁat the item could be purchased as a gift. Printed
information with every sale adds the appearance of generosity
on the potter's par'l:.lZLL
There is SPecifié information that should be
included in such a pgmphlet. First of all, an introduction
to the artist-potter, including any pertinent information on
his background, education, etc. should be included. Secondly,
his type ofiware éhould be described and the technique ex-
plained. And last, a desﬁription should be glven of the
types of glazes used, their composltion, and perhaps their
origin.125
| The best promotion to aid the work-of-mouth advertise-
ment of satisflied customers is a small, attractively |
printed card that tells something about the potter, his
crafts, where, how, and why he works. A reputation for
good work is earned slowly and deliberately over a period
of time. A potter's real work will earn its place by genuine

effort and not by purchased publicity.lz6

W . .
lzkﬁrlwanek, Keramos, p. 93.

1251p34.

1EOCounts, Pottery wWorkshop, p. 188,
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The totﬁl cost of pald advertising (local paper,
printed matter, letter heads, postage, ete.) should never
exceed one or two percent of the potter's net income.lz?
Remember also that advertising expenses are tax deductable.

An item of constant trouble to the small business-
man is bad checks., Gne’way of decreasing the risk of bad
checks is to set up an account with a.central charge
éompany, such as Visa or Master Charge. The 4-6% service
charge will probably be balanced out, not only by decreased

risk, but also by increased sales.128

12?Kriwanek, Xeramos, p. 98.

128Wettlaufer, The Craftsman's Survival Manual, p. 53.




CHAPTER &4
. BUSTRESS AND MANAGEKENT

REASCNS #CR BUSIKESS FATLURE

Before embarking on a business venture, a potter
should understand the reasons why many businesses fall.
There are several causes of business failure. Steps taken
early to correct these causes can mean the difference
between success and failure.

. 1) There are certain highly personal factors %o
consider: lack of knowledge of the pottery, an unwilling-
ness to accept advige from those with more experience,
unwillingness to work long hours, inflexability or resistance
to change, excessive expenditures, and expendlture of
operating capital for other things.

2) The second cause for failure might be inade-
“quate planning or lack of forsight regarding location,
failure to anticipate emergency financial needs, failure %o
foresee one major beglnning error, or fallure to understand
that relations between income, sales, and expenditures cén
gquickly close a business.,

3) Inadequate financing is another reason for

failure: not enoughto afford a proper location, nor enough

65
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to weather thztl "one major error,” and not enough Lo buy

sufficlent supplles at the best price or in adequate
quantities. Any of these can cause fallure,

LY {Dbseclete methods, lack of adequate expense
controls, lack of adequate inventory controls, . lack of
adequate personnel controls or the lack of modern
equipment can 21l be detrimental.

5) As a sole owner to a business the potter must
have a multiplicity of duties. He must have the ablility
to perform a wide variety of business functions equally
well,

6) There are alsgo competitive factors to deal
with. The potter must keep in mind the possibilities of
superior managerial abilities of his competitors or his
inability to produce the finest line of products.

7) There are often legal rgstrictions or
‘legislation and regulations such as licensing, zoning
and health to be considered before starting a new venture.

8) Eany small items such as taxation, difficulty
of building capital for expansion, lack of a need for a
pottery in the area selected, or possibly, the lack of
adequate patent protection can build a barrier to success. 29

There is a strong probavility, almost a certaint,,
that the beginning potter as an independent businessman, will

make one serious error in judgement during his first year of

Qs 4 i "
12’Cllfford I. Baumbacx, ilenneth Lawyer, and Pearcec

E. Zelley, How to Crganizec and Cperate a Small Business
(Kew Jersey: Prentice Hall, Inc., 1G73) p. 21.
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operation, This error in judgement will usuvally lead to

. s R 30
his coste exceeding hils lncome.lj

130rpia. p. 32.



TRITTAL NANAGULENY SUGGESTIGNS

There are many reguirements for strong management
of -a new pottery. The most important requirement is the
continued ability to satisfy the needs of a clientele.
This comes only through a satisfaction of these needs in
terms of quality, price énd service. These are usually
inseparable from thé customers attitudes toward the potter.
A good manager visualizes his business not only in terms of

f
quality, service, and price, but also 1n appearance,

atmosphere, and aﬁtitutes.ljl
Assuming that the potter feels he can meet all the
before mentioned criteria, he is ready to open for business.
Tf a potter operates under his name and nothing more, he
need not take any steps other than to open his door to
trade. "f he adds the words "Sfudio", "Assocliates", etc.
to his name he must register it as a business name. This is
done at the county clerk's office for a nominal fee. This
registration can be given to a bank to open a business
account.le
For all but the very small or very new business,.
and perhaps even then, the most advantageous form of

organization today is usually the corporation. A corporation

lBlIbid., p. U6,

132ﬁelson, Selling Your Crafts, p. 109.




is an entlty created under a state statute which prescribes
certain requirements. These requirements concern the number
of stockholders needed to start a éorporation, the number
and powers of the direéiﬁré} the calling of stockholders®
meetings, audits, etc. Egﬁming a corporation is a_Simple
matter and should not ffightén the new potter.133

The advantage of a corporation are many and they
should be discussed with the potter's accountant from the
standpoint of taxes as well as with an attérney from
the legal standpoint.

In order to cover every.-legal eventuality a
young potter might encounter, it would require a business
law library and years of study. For day to day business
most people do not think about lawyers or law sults,
and the potter, as a businessman, should not be overly
concerned with legal implications in his round of daily work;
Tt is a lawyer's function to prevent litigation where
possible. A new potter should probably not retain an
attorney except for specific matters éuch as drawing up
incorporation papers. A new potter should buy an hour of
a reputable attorney's time just to discuss the new business
and seek his practical adfice. This could be an excellent

4]
investment.lBL

1331pia., p. 110.

3!
1%pia., p. 117,



In beginning the business, a lawyer can file a
"d/o/a" (doing business as or under a name). This is the
way a business is registered and iﬁs name officially
entered with the county. A bank must be shown this record
in order to get the potter a business checking account.135

Tf would be wise to also discuss plans with a
printer who will be able to estimate the expense involved
in printing special tags, business letterheads, business
cards, prilce sheets, and order forms.and possibly a
brochure or catalcgue at a later date. Tags and business
cards are a good investment in the beginning as they

give the potter the appearance of being professional.l36

135ﬁettlaufer, Crafteman's Survival lanual, p. 15.
136

Thid., p. 5.



There are many starting costs that must be considered
by the pottier in order to realize the amount of finaneing he
will need. The following list will help him itemize his

137

needs.

1) Fixtures and eguipment including shopping
bags, boxes, labels, ete.

2) A starting inventory of ﬁottery

3) Decorating and remodeling costs

L) Instdllafion of equipment

5) Deposits for utilities

6) Legal and professional fees

7) Licenses and perni ts

8) Advertising to a grand opening

9) Cperating cash

10) A rent acvance 1f the potter is renting
11) Insurance

12) Cffice equipment including a cash box,
stationary, etc. '

13} Accounting records and possibly the cost of
selting up the records with an accountant

A small pottery in a low-rent but good craft area
can, with careful plahning and a skillful management, be
started with an initial investment in the neighborhood

1

of $10,000.00. & few peoplé have started with as little

1374

Sommer, Career Gpportunities in Crafts, p. 74.
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as 53,000.00.

Those potters who expand and grow, particularly
those who buy or builld their own shops; thus bullding a
sound real cstate inyestment, usually spend many times
thelr initial capifal outlay for up to five or six years
after they open.1;9

Capital must be regarded as a bgsiness tool
requiring skill in its use. Pressure on'the beginning
potter's usually limited funds 1s so great that he is
likely not to reserve enough working capital, and he
seldom makes adequate provision for the oné seribus mistake
most new businessmen are likely to make during their first
year of operation. No such mistake may occur, but it is
better he have and not need i+t, than to need it and
not have 1t. It is very important to keep a source of
extra capital available strictly for emergency use for at
least one year.lqo

There are two basic types of capital. Assets
that will be retained for a long time, such as land and
'buildings, machinery, furniture and fixturea, and other
equipment, are classified as "Pixed capital." “Working

capital" includes the potter's cash resources and all assets

138rpi4., p. 73.
139414,

L .
1'OBaumbeck, Lawyer, and delley, How to COrganlize and
Cperate & Small Business, ». 195. '




that he can readily convert into cash, such as inventory
and accounts receivable. Working or circulating capital is
used o buy materlals or merchancise and to pay off current

obligations such as rent and wages.141

I

Tn order to determine his capital needs, the potter

must allow for a reasonable period of time to elapse,

usually 3-6 months; before income from the pottery,

including his estimated needs of a minimum salary or drawling

account, is sufficient to provide for his living expenses.
He should prepare a budget even before the final decision
to start the pottery is made and great care should be
exercised to include all expenses and needs for capital,
including taxes and other less obvious requifements.l42
Many small businesses have serious financial
problems in at least three respects. The first is in
securing long-term equity capital, in contrast to short-
term working capital loans. Second, in obtaining greater
protection from the calling of loans or stoppage of credit
during trying times when outside financial aid is most
directly needed. And, finally, in securing funds in small
amcunts at lower interest rates. To overcome these

143

problems, strong financial management is needed.

1854, , p. 199,

142154,

e
1¥31via,, p. 25.



There is no financial difficulty of any pottery,
régardlers of size, which cannot be traced to the violation
of one or more of these basic principles of financial
management., First, the potter must avoid an excessive
investment in fixed assets. JSecond, he must maintain re-
ceivables and néﬁ working capital in proper proporation
to sales., Finally, he must avold excessive inventories.lau

The potter will be faced with fhree types of
financial needs: the need for initial capital, the negd-
for working capital once the pottery is in operation, and
capital for expansion. Initial capital includes that which
is neceséary to get the pottery started and enough to
keep it going until returns from operations provide
sufficient funds to meet normal expenses. Working
capital tends to increase until a normal level of production
is reached.1h5

The potter has a number of sources he can tap for
funds. From the source's point of view, there are two
types of recognized capitél - equity and borrowed. Equlty
capital is that involved in’ the business with no lega
obligation to return the principal tbgether with some
interest or other compensation for the use of the funds.

This is often called debt capital.l¥®

L
8% 414, , . 200.

W5rpi4., p. 211.

1461414,



Banks are involved in watching net returns because
they loan wmoney to small businesses. A bank can probably
give the potter valuable advice if he discusses his
business profit marging and other related problems with
the bank where he does his banking and barrowing.la?

As a prospective owner of an unconvéentional
business, a potter hay have difficulty obtaining conventional
business financing to get him$elf off the ground. Few
bankers are willing to risk depositors' funds on loans to
independent craftsmen. This is particularly true if the
craftsman is just starting out.

If a pottef intends to aﬁply'for a loan, a written
business proposal can help sell his ideas. This should
include a description of his work, an analysis of the market
and his competition, how much equipment or space‘he will
need, how he proposes to sell his work, and personal and
business fimancial statéments.' The sooner a potter.
runsg his studlo as a business, the sooner the business
community, nctably banks and insurance companies, will take
his needs sericusly and begin o provide adequate services
such and insurénce protection and financial assis“cance.1"#8

Equity capifal is often rélinquished or donated

1Q?Nelson. Selling Your Crafts, p. 32.
148

dettlaufer, Crafiesman's Survival Manual, p. 15.
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by a contributor (frequently this is a parent or close
relative of the potlter) to the beginning entrepreneur. Iﬁ
most cases funds borrowed to supplement initial owner-
equlty capital, even when obtained from relatives and
friends, are secured with the intention that both the
principal and interest will e?entually by repayed.

The potter who cah obtain capital on reasonable
terms within approved':atios to his own equity has advahtages.
lie can deduct interest paid as valid business expense,
enlarge the funds under his contract, ratain control
over his pottery, and take advantage of conditions which
will cause more people to be willing to lend rather than to
invest-savings.lug A

Funds recelved from friends and relatives build
a highly perscnal financial relationship that conflicts
with both independence and business. The potter whose
ba@kingArequires him to weigh personal considerations -
constantly is in a weak position when he makes decisions for
the business itself., Thesge financial associates frequently
feel impelled to assert thelr proprietary interests by
offering advice, or by even insisting that certain business
actions be taken, Their recomendations may not be in harmony

with the wishes and objectives of the potter. It is

! - . ;
1+9Baumback, Lawyer, and £elley, How to Crganlze and
Operate a Swall Business, p. 211. -
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advisable to mahe'all_business loans a2 business transactiol,
not a favor. Sometimes, forming a partnership or even
a closed corporation is one way of securing financial
ald from close acquaintances.15o
Studies by banxkers reach the conclusion that
ample financing is available for all "creditworthy"
enterprizes. Thé creditworthiness isﬂ however, decided
by the bankers, so this conclusion is questionable.15l
There are three major areas of assistance to the
small businessman provided by the Small Business Administra-
tion. These are financial assistance, management and
technical assistance, and assistance in processing
government contracts.
The SBA participation loan plans provide for
cooperation between private lenders and the government
in meeting the credit needs of small business, The
SBA will grant loans in participationlwith banks and other
lending institutions to small manufacturers, wholesalers,
retailers, service establigshments, and other businesses
when financing is not otherwise avallable to them on
reasonable terms if they meet specified criteria. The

amount of the loan cannot exceed. $350,000.00, which

is well beyond what a studio potter would need. Complete

1501%54., p. 213.

L5l1pi4., p. 26.
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information and eligabllity requirements can be found in

.
the following booklet: 122

Bank/SBA Loans: A Partnérship for Small Business

Progress

U. S. Small Business Administration

Washington, D. C.

Price: 31.50

152

A Partnership for Small Business Progress

T.5. Printing Cifice, 1975), p. 8. -

U.S. Small Business Administration, Bank/3BA Loans:

(Washington, D. C.:
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BUDGETIEG

When launching a new business, budgeting is the
basis for deciding whether the venture should be under-
taken, or for satisfying the banker that the potter
has a good proposition for a loan. To the established business
it means the difference between success and failure,t2?

There are'Iew techniques more, vital to the sound
management of a pottery than budgeting. Many potters
unwisely neglect or ignore this simple, effective tool,

Small potteries have a great need for budgeting because

of a pressing need for profitable utilization of working
capital, and for the development of sound plans for meeting
future competifion and for expanding,15u

An expense budget is a control device used by
management to predetermine what each major class of
expenses should be for the period of time covered and is
.an aid to conducting the business in line with these
expenses as plamned. It is a valuable management aid.

Contrél is always exercised in relationship to
some goal in modern business. There must be a desired
objective, certain standards set or predetermined, current

reports or records for comparison with these standards, and

1533aumback, Lawyer, and Xelley, How tc Organize ang
Cperate a Swmall Business, p. 467.

15LLH(.w:a:c‘d 5. Somner, "Budgeting in the Small Plant,”
rev. ed., Management nids Annual No. 1 .(Wahington, D. C.:
Small Business Administration, 1953): 59.
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prompt executive action to keep in line with the planned
figures.155
As applied to the expense budget, the objective
may be to achieve a certain volume of business at a minimum
cost or to expand volume rapidly even though the cost of
doing so will be higher temporarily. In elther case, stan-_
dards will be sef in terms of anticipated expenses to the
objective planned. Cperating reports that show at frequent
intervals what expenses have.actually incurred will permit
the potter to compare his real costs with his plamned figures.
Appropriate action taken in fime to correct a fault will
permit the potter to cbmparerhis real costs with his planned
figures. Appropriate actioh taken in time to correct a féuit
will prevent an unsatisfactory condition from continuing.l56
An expense budget is a "must" for every pottery:
Depending upon the size and complexity of the pottery, it
may be nécessary to break down the budget period into shori-
range budget planning and long—range budget planning. Nany
potteries will prepare budgets for sales, overhead, cash, etc.
for the year. These budgets will‘then be broken down to shorter
periods of possibly 3 to 6 months, and possible even each month.
Tt has been sald that the shorter the period the more flexability
the potter has. It is important to review the budgets from time

to time to compare actual figures with budgeting figures. If the

(4 ) - .
159Badmback, Lawyer, and Xelley, How to Orpzanize and
Operate a Small Business, p. 467.

156

Ibid.
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budgets are found to be out of line, they will have to be
read justed for futurc periods. The key is constant review
and updating of short term budgets.t”?
The long-range budget covers generallities and

is not so détailed and specific as the short-range budget.
It is very important, in addition to reviewing the short-
term budget, to périodically review the long-range budget
to see whether there are any changes in the eccnomy or in
the potter's competition that will affect the overall long-

range plan.l58

157J. ¥, Lasser, low to Run a Small Business (New York:
McGraw I1ill Book Co., 1955} p. =9.

158

Tbid.
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There is no parilicular system of record keeping
that must be used. The government stipulates that records
must be permanent; accurate, and complete and must clearly
show the potter's income and his deductions.159

A separate check book is necessary to pay all
business expenées. This automatically records them. Wise
use of sales in duplicate and invoices to record sales to
shops in duplicate will make record keeping much easier.
This automatically records all in:omes-and expenses which
serve as proof 1f the potter should be audited.160

Good record keeping, a complete and detailed
knowledge of expenses, income, and profit or loss, is
is the first step toward profitable management of the
pottery. Any business person knows that it is just common
sense to keep an accurate, written record of every trans- -
action.. The lack of proper accounting and record keeping
in the pottery makes it impossible for the potter to
know how his enterprise is functioning and in the majority
“of cases, the first indicatidn that scmething is wrong
comes too late. Some potters hafe'suffered losses in over-

payment of imcome due to the lack of adequate records. For

the potter there can be no wiser expenditure that money spent

159Tax Guide for Small Business, IRS Publication‘jju,
1972, p. 10.

160wettlaufer, Craftsman's Survival Manual, p. 9.
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to maintain accurate records.l 8

If a potter takes 1t upon himself to keep all
receipts and records of each transaction; an accountant
can handle the job of making order out of chaos, usually
for under 3$200.00 a year.

If the accountant helps the potter set up a book-
keeping system the time spent in the beginning will make
the job much easier. "It will save the accountant time
at the end of the year (this is when he charges most because
of the heavy demand on his time), when he is figuring how
much the government is owed and it will save the pot%er
money. This also tends to force the potfer to be aware of
how much money is coming in and how much is going out.l62

For managerial analysis and control of both
costs and profit, complete and accurate financial records
are necessary. The two basic financial statements are the
balance sheet and the profit and loss statement. The latter
statement is a summary of business transactions that have
taken place during the year (or month) resulting in either a
profit or a loss. By cafeful analysis of the prcfit-and-
loss statement, the potter can clearly see what has happened
and determine why the potfery is now where it is. The balance
sheet is the statement that shows exactly where the business

stands on the last day of the accounting period. The balance

1613aumback, Lawyer, and Kelley, How to Organize and
Cperate a Small Business, p. 515.

162Nettlaufer, Craftsman's Survival Manual, p. 9.
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sheet shows where the pottery is; the profit-and-loss
statement Shbws how it got there.163 -These two state-
ments will give the potter a good indication of what may be
expected in the future.

An accountant can help the potter set up basic
records and prepare a siﬁple general ledger to record
recelpts and disburéements. He will break down expenses
by catagory which will enable the potter to continually re-
view and refine his cost-price structure, prepare a payroll
record, pay taxes, and so on. These will show trends in
profits and costs and help with pricing. Adverse trends can
lbe corrected before real damage can be done and favorable
trands capitalized upon.

A good accountant can save a great deal on taxes.
For example, a first year loes can be carried forward against
future profits for 3 years or a businegs loss can be com-

164

bined with family income in reporting taxes. An accountant

can save many times his fees from the start.
Many émall businesses use a "one-boox" principle of
accounting, thus avolding much duplication of writing.
Several commercial ageﬁcies produce simplified
one-book systems that can be purchaéed in most office supply

stores. In addition, most stationary stores carry ruled

163Baumback, Lawyer, and {elley, How to Crgzanize and
Operate a Swall Business, p. 461.

‘16nNelson, Selling Your Crafts, p. 24.
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blank forms that may be adopted to the potter's record keeping
needs.

If the potter decides to design his own one-book
system, he should be especially careful to avoid over-
simplified single—ehtry systems that lack accurate checks and
balances. In addition he should make certain that his system
will furnish, in easily accéssible and useable form, all inform-
ation required for purposes of taxation and insurance, as
well as data actually needed for intelligent operation of the
pottery.165

A one-book summary will supply a cumulative record
of all cash transactions (including payments by check) and of
all charge sales.. The monthly (or quarterly) totals will
provide almost all of the information necessary for the
preparation of a profit-and-loss statement. The totals
may be transferred to an annual summary, in the same form,
to obtain totals for the annual profit-and-loss statement.
and income tax return.166 _

Properly kept sales records are necessary for
‘successful business management. Such records provide the
means for measuring the efficiency of individual selling
methods.

Daily sales figures may be obtained in one of

165Baumback, Lawyer, and Kelley, How to Organize and
Operate a Small Business, p. 520. '

166

Ibid. 1} Pl 52#.
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seyeral ways: by totaling the sales slips which are made out
for each sale, by taking the total as recorded by the cacsh
register, or by having individual fecords of sales as d form
or pad designed for +that purpose.
Many small retailers have found thét an easier
way to maintain the customers' ledger is to purchase a
filing device especially for filing sales_slips.167
One of the best methods of accounting for cash
dispersements and recelpts in a pottery 1s to deposit to
a checking account in the bank all money taken in and to write
a check for each and every expenditure, except for very
small items (costing $2.00 or less). The bank then helps to
keep the pottery's records, because canceled checks furnish
a complete record of each disbursement.168
Almost all small businesses do a certain amount of
buying on credit. It is more convenient than having to pay
for merchandise when ordered, because the potter can make
his purchases when necessary and settle for all purchases
at one time at the end of each month. An advantage to credit
is -that it actually amounts to an addition to working capital
during the credit period.‘ When the potter buys on credit,

he can make purchases that he could not have made if it had

been necessary for him to pay cash, and usually by the time

1671 pid.., p. 517.

1681y 54,
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the account comes due he hac sold enough of the merchandise
to pay the Dbill. | |
As involces come in they should be filed under
the date upon which they fall due or when they should be
paid to secure cash discounts 1f offered. After payment,
each invoice 1s filed in an alphabetical file under the name
of the company concerned. In this manner a‘complete recofd
of all purchases is made instantly avéilable at all times.169
Regardless of the size of the pottery, the potter
will need a certain amount of equipment. In many cases he
will have to purchase new equipment or larger equipment to keep
up with demands on his ware. MNMuch of this equipment will
be rather expensive and its use will raise operating expénses,
but if it brings in enough business at a.grosé margin greater
than the increase in expenses, it will prove to be a good
investment.
Equipment records should be maintained on all
equipment owned by <the pottery. Theée records may be
kept in book form or on cards in a card file. On each page
or card for the individual piece of equipment should be the
cost of of the equipment, amount of downpayment, monthly
payments, balance due, and yearly depreciation. At the end
of each yeaf depreciation should be computed and entered on

the card. This depreciation is an expense of the pottery

1697bid., p. 518.
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just ag much as rent, utilities, or salaries. The amount of
yearly depreciation can be found by dividing the estimated
life, in years, into the original cﬁst less the equipment's
scrap value.17o
Methods of securing information needed for inventory
control are as follows: observation, physical check, and the
perpetual inventory record. CObservation may be sufficient in
a small pottery in which the variety of merchancise is not
large, the rate of sale is fairly constant, and the potter
keeps in very close daily contact with all vare. Uéually a
physical check or count is necessary at intervals that vary
according to the rate of sale and importance of the mer-
chandise. With a perpetual inventory record the potter
knows at all times the amounts of ware that should be on
hand. This is a constant written record of all inventory
on hand ané¢ of those items sold.171
There is one final thought pertaining to accounting.
No man can be a capable manager or executive and at the same
time vmersonally exercise any effective detall control of his
accounting affairs.l?2 |

It is frequently difficult to say where an accoun-

tant's services end and where the attorney's begin, and also,

1701114,

170 p14., p. B0,

X, Lassen's Business KManazgement

1?zBernard Greisman, X
Schuster, 1976) p. 253.

Handbook (iMNew York: Simon

J.
&



how an intelligent minimum business insﬁrance program will
cover business risks. Generally a lawyer's services can

be overlooked or minimized from the start. Services of an
accountant or insurance broker should not be put off. A good
bookkeeping system and minimal insurance protection can pre-
vent a good deal of energy being expended on worries. Time

can be better spent on potting and selling pots.1?3

1?BNelson, Sellins Your Crafts, p. 118,
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TAXES

some of the taxes that may be expected in most
states are income taxes, sales taxes, and workmen's com-
pensation and uneﬁployment taxes. A corporation will usually
have to pay a'capital stock tax, as well as a "foreign" tax
‘if it operates in states other than the one in which it is
incorporated. At the count& or city level, most businesses
will also be required to pay real and personal property

174

taxes. Before going into business one should check with
the managers of a few stores and service establishments in
the community in ﬁhich he expects to locate, and find oﬁt what
state and local taxes he may expect to encounter and what
the filing requirements are.

Because of the greater reliance upon the résources
of the potter and that of his family and friends as a
source of capital, taxation has a greater impact on the small
pottery'than it does on the larger business. Friends and
relatives and other potential private investors are willing
to furnish funds on an “"all risk and no gain" basis by taking
‘all the usual riske of financing a new enterprise but payling
practically all of any possible gains to the government in
taxes. The smaller business is also handicapped by existing

175

inheritance and gift tax laws.

1?uBaumback, Lawyer, & Kelley, How to Organize and Cperate

a Small Business, p. 504.

1751pi4., p. 26.
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All income 1s taxable unlessﬁexpressly exempt by
law. TFor the benefit of thg‘government. a potter must
record whatever money he earned as.well as his expenses incurred
in earning that money. Every dollar taken in is considered
by the government, even if a potter has several sources of
income. All expenses, though created in trying to obtain
that income as the sole proprietor of the,pottery; are

deductible.l?é

Following is a partial 1list of deductible
items: materials, supﬁlies, travel expense, booth rental,
transportation, telephone, overhead expenses, professional
fees and services, contribution, business insurance, child
care, depreciation on equipment and property, etc.

?he potter who sells retail will have to. add any
local sales tax to the prices of his ware, and remit it at
a regular interval to the appropriate authorities.177 Sales
taxes are an obligation a potter will incur by the act of
selling only if a sales tax applies to his area. It would De
well worth the potter's time for him to ask his accountant on
his liability for such taxes, or in the absence of an accoun-
tant who is knowledgeable in these matters to inguire of his
178

city and state tax departments as to what taxes he must pay.

Withholding taxes - federal, state, and city - are

176Nettlaufer, Craftoman's Survival Manual, p. 11.

17?Fromhold, "On Being a Professional Potter,” p. 29.

178Nelson, Selline Your Crafts, p. 117.




payable elther by making semli-monthly or monthly depogits or
by filing quarterly or semi-annual returns,-depending upon
the amount and type of tax the potter withholds from his
employees, if any.

Federal unemployment tax is imposed on the potter
as an employer. T+ must hot be collected or deducted from
the wages of any employees.

Additional information on depositing or filing
requirements or determining the potter's tax liabllity
.may be found in Circular"E", obtainable from the IRS and
the instructions to Form 940, the annual return.1?9

The Internal Hevenue Service publishes a booklet,

Tax Guide for Small Business, TRS Publication 334 (wWashington,

D. C.: G.P.O.; Published annually). This booklet informs
businessmen on Zocial Security, federal income %ax, and
withholding tax problems incident for conducting a business,
‘and supplies needed information concerning the starting of
an enterprise, acquiring a going business, and selling a
business. The TRS has also prepvared an information kit

on tax procedures and requircments, expeclally for the new

businessnman. It is entitled ¥r. Businessman's Xit, and is

available free of charge through local IRS offices,
A potter operating as a sole proprietor, may draw
money agzainst profite, but he is not paid a wage or salary for

his services. Thus there is no tax withheld from the money

1?9Howard Connaughtoh, "Craftsmen in Business: Taxes,"
Ceramics Monthly (September, 1970): 29.
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drawn, ©Since federal and most other income taxes are on a
pay-as-you-go basis, the potlter must estimate and declare
his income taxes for the year and pay the estimated tax
quafterly on Speciél forms provided by the government,

Federal form 1040ES, "Declaration of Estimated Tax,"
also includes a worksheet to help the potter with this problem.
There are similar declaration requirements by other taxing
authorities, such as the state and city, and the potter will
have to check out the regulationé of his particular locality.180

A tax-exempt resale certificate obtained from the
state tax bureau can exempt the potter from sales tax on
anything he buys such as tools, paper, clay, and so on,
which goes into the production of saleable items.lsl This
is a savings of five or six.percent, and can quickly add up.

Potters who have a studio unattached to their
residence qualify under the principal place of business
rule, f&r a certain group of tax deductions, but the studio
should not be u§eg.for any purpose other than business.lsz

A potter in business can deduct from his taxable
‘income all "ordinary and necessary expenses" that he incurs
even when they exceed his income and thus show a loss. Some
example of expenses that the potter can deduct are: cost of

goods purchased for production or resale, supplies, repairs,

1801414,

‘181David L. Davis, "People Pots," Ceramics NMonthly
(February 1974): 32,

182Edwin Marcum, "Taxes," Craft Ho:izons (March 1977): 41.
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auﬁo exvenses, local transportation expenses, advertising and
other selling costs, insurance premiums, expenses of exhibitlons,
books and magazines used in his préfession, theft and cassualty
losses, interest on business loans, ‘telephone, depreciation,
heat light and power, cdmmissions, taxes other than federal
income taxes, bookkeeping expenses, legal expenses, bank
charges, cost of cleaning the studio, experimental and research
expenses, maintenance, stationary, postage, and travel

and transportation expenses.183 Unless the potter has
extensive training in tax stfucture it would be to his benefit
t0 consult an accountant or tax consultant on his tax pre-

paration.

183Connaughtoh, "Craftemen in Business: Taxes," p. 41.



INSUDALCE
Before starting a pottery, a potter should consult
a reputable local insurance agent to discuss liability and
other insurance. Owner-landlord-tenant policies, workman's
compensation, »roduct liability insurance and other forms
of protection may well be necessary in the potter's situation
and will give the pﬁtter peace of mind as well as protection.184
There are two principles that can be applied to
procurring insurance. First, a potter should not risk more
than he can afford to lose. if a particular loss would put
him out of business, the risi should be transferred to the
insurance company. Second, he should not risk a lot for a
little. Tf the premiums are very high, insurance may not
be necessary if the risk is not of major proportion.185
Craft organizations such as the Americén Crafts
Council are already procurring some types of group lnsurance
for member craftsmen., A recent policy from this organization
will insure unfinished pottery, completed objects, raw
materials and sﬁpplies, tools and equipment, and other
property usuval to pottery. The annual premium on this policy
ranges from $92.50 to $462.50 for coverages from 3$5,000.00

to $25,000.00. Information on this policy is available from:

184y e1s0n, Selling Your Crafts, p. 110.
185,

dettlaufer, Craftsman's Survival Manual, p. 14,




Association & Society Tnsurance Corporation
13975 Comnnecticut Avenue

Sulte 204 | i

Silver Spring, Maryland 20906.
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CCeTS

A major problem characteristic of a pottery is the
inportance of time to the potter. With so many essential
duties to perform, as supervisor, the number of hours in a
day usually is the most_serious problem of the typical potter.
The solution, at least for a prospective potfer, is adequate
preparation in advance or a willingness fo obtain outside
assistance.186

Costs can be broken down into three parts:
material, overhead, and labor. As a éeller of pottery,
~the potter is buying work from himself. His costs here
include the cost of buying the finished pots and the costs of
operating a shop or going to a show.

Many costs included in margin wili be fixed costs
such as rent, utilities, and insurance. Other costs will
vary with the amount of work the potter makes to sell. These
are'knOWn.as fixed or variable costs. Fixed costs are always
there, variable costs, depend bn the pots produced end other
individual judgements such as phone calis, advertizing,
supplies needed and s0 on.ls?

A potter must know or project what it will cost

him to make his product. Both direct and indirect costs

186Baumback, Lawyer, and f£elley, liow to Organize and

Operate & Small Business, p. 23.

187wettlaufer, Craftesman's Swvival Manual, p. 19.
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must be figured. The costs incurred in selling his product
must be estimated and later figured from his records. lany
of these costs will be unpredictabie at first, and almost
infinately variable. If the potter knows what the direct
costs going into his product are, labor, material, fuel,
packaging, and so on, he should at least double this cost
to give himself a minimum wholesale selling price.188
Tf materials are in short supply, it would be
wise to invest as soon as possible and to buy in quantity.
This is insurance against running out of a material at a
bad time or running out entirely. The fuel shortage is
affecting every one, as are shortages of some raw materials.
There are certain costs in operating a studio that
should not be cut. One is studio space; A certain minimum
amount of space, apart from a living area, has to be
maintained if the potter is to worklwith any kind of ease and
efficiency. Studio safety should not be cut, especlally whén
the public comes into the studio. Costs should not be cut
in the area of protecting'the environment. A potter should
be conscious on his wastes, especially those that might

pollute the air or water,L.®d

188 T (o > 5
Kelson, Selling Your Crafts, p. 29.

189ﬁettlaufer, Craftsman's survival Manual, p. 22.
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PLTCTNG

Soclal reasons for buying include status and
prestige. Tricing ddes affect this level in that one may
feel that if an item is expensive, it is nafurally more
desirable. In many cases crafts have become a status symbol,
In recent years the home has replaced the automobile as the
most important status symbél. Crafts that enhance the home
are therefore the "in" thing. It is wise for the potter
to be awsre that the pfoduct-he is selling is a symbol as well
as a product.lgo

The buying public expects to pay more for originality
or for the extra fime taken‘in designing an individual
piece.. Cn custom work it is normal 6 require a 50% depésit
with the order and 50% upon completion. .If it is an expen-
sive order, it is probably wise to have some kind of agree-
ment in writing as wéll. The potter is "worth" what people
are willing to pay for his work. NNo more, no less!igl

The price of a piece depends very much on an over-
all estimate of how much the potter values his time and his
investment in machinery over a pericd of time. TT the potter
divides this amount by the number of pieces produced he has
a reascnable system of pricing. A system in which the potter

. . . . .. 19
evaluated each piece on its own aesthetic merits does not work, ?

1901p14,, p. 28.

191pi4., p. 23.

192Fromhold, “Cn Being a Pfofessional Potter," p. 29.
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Tt is important that the quality of the finished plece
should never be compromised in the interest of making more
‘money .

Tf a potter decides upon a price and cannot sell at
that price, either one or two things is wrong: the product |
is not salable or . the price 1s too high. &hile the aesthetic
values of a plece are certainly going to affect its price, for
the purpose of pricing against competition the potter shoulad
try to refrain from imputing such subjective measurements
of value.193

The first-year potter, who is pricing by comparing
his work-to the work already on the market may find he is
‘earning a low hourly wage, but this will improve. The begin-
ning potter is less efficlent with his time and will initially
have to discard a larger proportion of his work to maintain
high quality standards.lgu

Pottery can be priced by setting a rough scale
according to the going rate of pottery in the potter's
area, He should take into consideration the reputations of
individual potters and the merits of their wofk. The potter
can then gauge where his work fits into this-hierarchy. The

potter should then cull out those pots which for some reason

have intrinsic value and price them accordingly. Experimental

193Nelson, Selling Your Crafts, p. 30.
194

dettlaufer, Crafitsman's Survival Manual, p. 23.
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pleces will have to be evaluated ag to their successfulness,
their workmanship, general appearance and size. The remain-
ing pots can then be priced in accordance to size and work-
manship as the main criteria giving due allowance for pleasing
glazz and form. No potter will ever by adequately compensated
for the time, labor and love lavished on his work.195
It is in. the potfer's interest to keep his priceé
as reasonable as poSsiblé and still cover all of his costs.
In the past, crafts and craft shops have usually been out
of the price range of many people. If, being efficient and
by cutting his costs, the potter can price his work so that
as many people as possible can buy. his work, the potter’s
chances of survival are many times greater. It is usualiy
easier to sell two items for 310.00 than one item for $20.00.196
As a general rule pots should be clearly marked
with the price. Customers often have a specific price range
in mind when they enter a shop. If the customer can seek
out items in the price range with out embarfassment they will
not.be inhibited from furthér seau?(:hil'lg.19'7
Some price renges work better than others.' For
exanmple, items priced at 3$13.00 will sell just as well at
$15.00, 319.00 will bring 3$20.00, but $18.00 may not bring

198

$20.00. A potter needs to realize the psychological prices

195Holverton, "To Market, To Market," p. 21.
196,

iettlaufer, Craftsman's Survival Manual, p. 27.

197161500, Selling Your Crafis, p. 75.

198Wettlaufer, Craftsman's Survival llanual, p. 2.
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and price ranges., The best way to discover these is through
experimentation.

Prices should be quoted and published as a
"list" of suggested retall prices if a potter is going to
sell to outlets other than his own. At any glven moment the
price list should be inflexible. A fixed price schedule
isg certainly the bﬁsiness—like way of selling pots, and the
law (Robinson-?utman Act) requires that the potter makes the
same offer to all purchasers meeting the same conditions at
any given time.199 If a potter tries to be flexible on
prices, he will find that purchasers will constantly be
trying to bargain for price. when such a situation develops
there is no bottom price.

The standard-trade_discount on pottery is generally

200 Another consideration in

a 50% discount for wholesale,
arriving at a price is based upon the market or consumer
demand. When, after analyzing his costs, the potter arrives
at a selling price, he must then determine whether or not
the market will bear it, and then figure: out whether he is
e | i . 201
covering both the costs of selling and produclng.
Both expensive and impulse merchandise will be

needed in a retail shop. With only $1.00 or $2.00 sales,

199Nelson, Selling Your Crafts, p. 60.
200

Thid.
201

Wettlaufer, Craftsman's Survival Manual, p. 19.
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unless the potier maies a great number of sales a day,
he will fail to make money. Larger sales are necessary for
profit., Low priced items trap the browser and the sale ol
small items is good because the customer takes home a
constaht reminder that the pottery is there. Many people
will not enter a store unless they feel they can pruchase
some small item. when they.know they can pick up some 1little
item, they tend to browse in a relaxed manner . 202
A healthy pottery selling less thanl$300,ooo.00
a year should net between 1O%Iand 15% on its gross volume.
Thig assumes that the potter is drawing a modest salar. from
the business and employs no other management people above
foreman-level.203
A low price can actually injﬁre sales. Something
quite cheap compared with other goods which the potter or
his competition sells, may seem to the customer to be of litle
value. if the potfer does not feel that he will substantially
increase his tétal profits by a reduced price he should not
"change it. It is the profit on each piece multiplied by the
number of pleces sold that will determine the potter's earnings.
Tf a 5% price cut will triplé the velume wold but leave the

potter with the same earnings, he should leave the price eilone.zmP

2OzNelson. sellingz Your Crafts, p. 73.

2031pid., p. 32.

20k pid., p. 33.
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A "price leader" 1is an item which brings customers
in because it is attractively priced. A small profit on
it may keep customers buying other things which are more
lucrative to sell.

If a potter must error on prices, he should price
price high, Customers do not object to a price reduction but
sometimes even a slight price increase c¢an raise quite an
uproar. The goal of ény potter should not be sales, but
profits.205

It is quite possible that an item sold at less
than a full-cost price may make a wortﬁwhile‘contribution
to the total revenue if the facilities used would otherwise
be idle or less profitably employed or if the sale of the item
at a lower price has a favorable effect on other phases of
business.206 _

- Profit is the motivating force in a pottery. A
business is "successful" only to the degree'that it makes
a profit; that is, to the degree that it continues to serve
its customers so satisfactorily that they continue to support
it as an enterprise. Irofit may be described as that which

is left over for the potter after the ware is paid and the

2057114,

z
200p, ymback, Lawyer, and Kelley, How to Crganize and
Operate a Small Business,.p. 336.




bills are met. Tt iz the businessman's “payoff".207
In thiniing "profit" every hour spent on any
business-related matter must be accounted for and valued

. o
208 Profits, of course, can be increased by

realistically.
way of a decrease in operating expenses as well as by an
increased flow of income. In addition to expense control,
methods of determining or evaluating the adequacy of profit
must also be used.209

A potter must finally consider the Wéy competitors
are likely to react to his prices. If pricing is keenly com-
petitive and price changes take place frequently, it may be
risky for the new potter to take the lead in offering

¢10 On the other hand, the potter must be sure

lower prices.
he has a competitor. If there is nothing remotely like his
ware in the market place, competition will be of no‘help and
of no importance. In most product areas-something else will
be competing for the consumers' money. A potter should limit
his idea of competitors to those producing pots as nearly
like his own as possible, and check competition in‘the market

places where he will be selling.zll

2071pid., p. 453.

2OBNelson, Selling Your Crafts, p. 26.

zogBaumback. Lawyer, and £elley, How to Organize and
Operate a Small Business, p. 461.

21

Orbid., p. 345.

211 Ne1son, Selling Your Crafts, p. 27.




CCNCLUSTIOR

The Xey to success in the establishement of a
studio pottery is a methodically thought oﬁt and well
*organized business venture., As many of the problems as
possible that can cause failure in a new small business
must be realized and considefed before tﬁéy occur,

Careful research of potential locations and
environments in which the potter would feel comforable
is of primary importance., The site the potter chooses
must meét'oertain requirements related to potential
sales and avallable material resources,

The design 'of the physical s+tudio/gallery structure
to eliminate wasted time, energy, and excessive cost is
very important. Space for the present and for future
expansion must he gi?en careful consideration. The studio
pottery is animportgnt extension of the personality of the
individual potter.

Varketing procedures should be carefully planned
and all alternative methods of merchandising used to their
fullest potential. The potter should keep in mind that
all sources of available income should be realized to their

widest extent.
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Proper business and management procedures will
probably nrove to be the most valuable asset the studio
potter will have. Careful budgeting, bookkeeping, and
pricing for a profit will aid in the elimination of most
econonic setbacks that could occur.

The creativity and quality of the potter's work
will be greatly enhanced if stress and, strain, both physical
and mental, can be minimized firom the onset of his endeavor.
The studio potler cannot place too much emphrasis on
forethought, careful planning and evaluation of his goals

and expectations.
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11 INCH HEIGHT

BOTTLE
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FLUTED BOWL -- 13 TNCH DIAMETER



PITCHER -- 8 INCH HEIGHT
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PADDLED VASE -- 7 INCH HEIGHT
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PADDLED JAR -- 8 INCH HEIGHT



BOTTLE -- 6 INCH HEIGHT



PITCHER -- 9 INCH HEIGHT



BOWL

9 TNCH DIAMETER
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VASE -- SALT GLAZED,
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10 INCH HEIGHT
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BOWL -- 8 INCH DTIAMETER
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The thesis was written because inexperiencéd
potters need to have available practical informatiqn on
the establishment of a sfﬁdio pottefy. There are very few
sources that gi#e clear, useful information to the potter
who is interested in establishing his own studlio and
sales gallery.

A potﬁer must first select an environment in which
to establish his enterprise that will meet his needs well.
The site chosen must mect several requirements related
to potential sales and available material resources.

Familiarity with zZoning codes, building codes, and
local ordinances and regulations are necessary before the
physical construction of the studio can begin. A practical
studio/%ales gallery layout is necessary for a smooth,
efficient operation. Materials and products must flow through
the shop with a minimum of extra handling.

There are many methods of marketing practical
to the studio potter. Some ﬁethods have the advantage of
a higher income realized for the amount of work produced.
Consideration should be given to advertising and proper

display of the potter's work,



Proper business and management procedures are
esﬁecially important to the studio potter as a new
businessman. This thesis places special emphasis on avail-
able financing, bookkeeping, and budgeting methods.
Budgeting and pricing for a reasonable profit are very
important to the studio potter invelved in a new enterprise.

The creativity and quality of the potter's work
will be greatly enhanced if stress, both mental and
phyéical, can be minimizedi from the onset of his endeavor,.
The studio potter cannot place too much emphasis on fore-
thought, careful planning and a constant reevaluation of
his goals and expectations.

This thesis involves a description and undérstanding
of what the author believes can be a rewarding and exciting

enterprise.



