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Like most blushing brides Kristin Bowen didn’t have a crystal ball to predict the future. 
Eventually, her get rich slow wedding creations appeared on HGTV, the Food Network 
and Oprah Magazine selected it for the “O List” in the August 2006 issue.

The self-made entrepreneur says, “I consider myself an inventor and entrepreneur of a 
very smart idea: erasable ceramic PlaceTiles.”

Armed with a fortune cookie (more about that in a second), a strong desire to succeed, 
and a can-do attitude are a few of the ingredients that help Kristin out shine her peers. 
Add to that list– a unique product that sells like hotcakes and you have a winning business 
that pulled in a cool $400,000 in 2006. Her road to success is etched out just for you in 
this Weekend Entrepreneur interview.

Before we reveal all the goodies. Here are the steps Kristin took to launch her business:
~ January of 1999 - created, designed and manufactured the first PlaceTile for her 
wedding reception tables
~ May of 1999 - began her market research
~ September of 1999 - started designing the first prototypes to market
~ October of 1999 - designs went into sample production

When did you start your business?

Kristin: April 2000 was the official date that business became a legal entity. It was just 
after I used my idea for an erasable ceramic place card at my wedding. Doubling as both 
place card and party favor at my reception, the PlaceTiles were a big hit with my guests. 
Seven years later, I have a thriving business creating all sorts of fun and imaginable 
erasable ceramic gifts, housewares and tabletop items. I have always had a penchant for 
design, but many of my ideas are not mainstream.

What inspired you to become an entrepreneur?
Kristin: The overwhelming response of the PlaceTiles at my wedding from friends, 
family and wedding professionals inspired me to look into this idea as a business. I did 
not even stop to think about me being an entrepreneur; I just full on went into doing 
market research. I was so excited to have a product to potentially bring to market that 
people were excited about.

What is unique or special about your business that gives it an edge over 
your competitors?
Kristin: I have created a very successful niche in this arena and am now the leader in the 
erasable ceramic industry. I laugh when I write this because I don’t know if there really is 
an erasable ceramic industry, but if there is one I am the leader. There are a few other 
companies dabbling in this type of product since seeing my success with the idea, but no 
one company has taken it to the level in which I have. I am a seeing-the-big-picture person 
and what many companies don’t see or don’t want to do is think beyond their industry. I 
have however and now reached the gift, tabletop, housewares, stationery, bridal, 
gourmet, catering, restaurant, gaming, event planning, wine & spirits, corporate gift, 
charitable, and travel/leisure industries.

Largely I am involved in the Gift, Tabletop and Housewares Industries, but the other 
areas are growing for me at a considerable pace.

Now with the Green Movement, erasable ceramic is much more acceptable than one time 
use paper. People scratch, scribble and write notes, menus, names, etc. on paper 
everyday at home, so why not use something more sustainable like erasable ceramic. 
Being realistic we won’t see the use of paper go away, but if we can save a few more trees 
by getting people to use our erasable ceramic message boards to write notes to the family 
rather than scribble it on a piece of paper then we are ahead of the game. The same goes 
with our PlaceTile place cards, GiftTile gift tags, etc. All of our products are reusable.

How did you decide what kind of business to start and what if any personal 
challenges inspired you to earn extra income in your spare time?
Kristin: This kind of business was easy for me since the PlaceTiles became my widget to 
market. It was a struggle not making any money at first. I fortunately had a husband who 
had income coming in to support us at home. It was a huge learning experience to actually 
have to stick to a budget. I thrived off the power though of believing in my idea and 
myself. I tried to find something positive every day that happened in the business to keep 
me motivated. Even if the phone rang only once or I hit walls here and there when selling, 
I found something positive in the day.

I have had many significant milestones throughout the seven years and below I list five of 
them.
1. Early on in starting my business, I received a fortune cookie message that said “You 
will be unusually successful in business”. This soon became my mantra. I am an unusual 
person and this is an unusual idea, so the saying fit. I still look at the six year old message 
almost every day.

2. After 3.5 years in business, I noticed an adoption of the concept
and the name PlaceTiles by the press, buyers and consumers alike. It sort of happened by 
storm that I started noticing not only my customers, but my customers’ customers asking 
specifically for PlaceTiles. It used to be that people could not pronounce the word right 
or they would say somthing like…”I’d like to order some more of those erasable ceramic 
thingies”.

But my goal was always to make PlaceTiles a household name like Kleenex. It is great now 
when customers tell me that people are calling into their stores and asking for PlaceTiles.

3. When Oprah featured the product in O Magazine.

4. When Home & Garden TV (HGTV) wanted to not only feature my product on their 
show, The Best of Gift Shows 2005, but a year later said it was unprecedented but they 
wanted to feature our erasable bottle stoppers on their Best of Gift Shows 2006.

5. Watching Sandra Lee on her lifestyle show, “Semi-Homemade” on the Food Network 
spend five solid minutes talking about PlaceTiles and showing how they are used. She 
said, “PlaceTiles are a very smart idea”.

How long did it take before your business became profitable?
Kristin: Exactly five years. The rumor is true.

Did you need to have a certain mindset to achieve success?
Kristin: Yes. I think you need to be tenacious, open (to criticism and compliments alike), 
focused, and smart. I went into this business not knowing anything about this industry. I 
became a student of the industry, of my business, of my product, and of the market. I 
forced myself to humbly say little and become a sponge for the first year. I just wanted to 
learn from others in the industry who had established businesses. But I stayed focused on 
the goal to successfully launch my products, and it seemed to work.

Have you always had a positive attitude?
Kristin: I believe in positive thinking. Although it is challenging to maintain a positive 
outlook all the time, it is important to always think positive, keep your eye on the prize 
and focus. I did not grow up thinking I would become an entrepreneur, but somehow I 
never worried about success. I just always assumed I would do something I loved and be 
successful at it. That is just the kind of person I was then and am now. I believe in the wise 
statement, “Do what you love and the money will follow.”

Is it more difficult for women to get financing for businesses?
Kristin: I suppose it has been, but more and more I hear of women getting SBA loans 
fairly quickly. I have been fortunate to have financing from my family members who 
believed I could make this company work. I have been without family financing for about 
two years now.

Has the media picked up on your story?
Kristin: Publicity has been essential to my business. I have always considered public 
relations in my business plan from the start. I was always writing press releases, sending 
samples and making media contacts before I could afford to hire a PR firm. I have a lot of 
sweat equity in my business and PR is a big part of it. One of my biggest coup’s was being 
picked by Oprah magazine for the “O List,” last year.

Many people remark at the amount of press my products have received. To date, my 
company has received over 60 media placements in magazines, newspapers, internet, TV 
and radio. I have great support in my industry’s trade journals.

Did you have a mentor?
Kristin: My family has been my mentor. My husband had a very successful business of 
his own and he offers great advice. My father and mother have equally been supportive. 
My sister has had many businesses of her own and my brother is a doctor and owns his 
own practice. I am surrounded by a lot of strong and resourceful entrepreneurs.

Approximately how much money did you invest before your business 
became profitable?
Kristin: $25,000 seed capital was what I needed to get started. Before I actually became 
profitable, I invested $80,000. For a small business and someone just starting out, I 
realize this is a lot of money, but I was starting a whole new concept and not something 
tried and true. I spent a good portion of this capital on marketing and traveling to 
tradeshows.

I think it could have been started for less if I had to do it all over again or advise someone 
else who had just a little money.

How long has it been since you left your job?
Kristin: I have not worked outside of this business for 7.5 years. You have to be willing 
to work hard, but you don’t have to kill yourself doing it. Depending on the season (3rd 
and 4th quarter are my busiest seasons), I usually work an 8-12 hour day. During high 
season, I usually spend time (2-3 hours) on both Saturday and Sunday getting things 
done. April through June is generally slow, so I get to spend more time planning and 
organizing rather than doing day-to-day tasks. This past April though I was able to spend 
the entire month in Italy doing research and design planning.

I LOVE having my own business to create my own schedule and make what I do a 
reflection of myself. I see results based upon my efforts– the results are very tangible.

Can other individuals reproduce your business model?
Kristin: I believe so. It just takes a lot of hard work, but yes I think it can be done. Not 
many people believe I do all that I do with no full-time employees. I have a lot of 
consultants and have an amazing staff I work with in both my factories and my 
distribution channel. I could not do what I do without them.

What is your average income for this business monthly/yearly or both?
Kristin: Average income is not always easy to define, since the ecomony effects so much 
of how my customers buy. In 2006, the business earned $400,000 and the goal this year 
is $500,000. For the business model I have, this is a pretty nice chunk of change.

What ways have you found to be most effective in marketing your product 
or service to get sales?
Kristin: Most of my marketing has been done through industry tradeshows across the 
country. My focus on public relations has proven to be very successful along with website 
marketing. I think it is key to walk the walk and talk the talk. Image is everything, 
therefore it is important that your image marketing is clear from the moment you meet 
someone, answer the phone, display your product, and your website, logo or catalog are 
seen.

What would you tell someone who wants to be an entrepreneur but doesn’t 
know what they want to do?
Kristin: Work for someone else part-time in an industry you think you want to be in. 
Get some experience and learn from someone who has been in the business and is 
successful at it. Become a sponge and absorb information. Information is power. Talk to 
people, network and take a “how-to” course on starting a business just to build a 
foundation. A strong foundation is key in building a successful business.

How do you manage juggling the responsibilities of being a mom/wife/
entrepreneur?
Kristin: It is tough to manage it all. Women today have so much on their plates. My 
business keeps me traveling and working nights and weekends. I do not have my own 
children, but I have a step daugher who I helped my husband to raise. She was 7 when I 
met her and is now 21. I have a very demanding life, my husband and step-daughter, two 
households, two dogs, one neighborhood board and a significant amount of charity work.

My family as a whole requires a lot of attention. I am grateful for my full life, but at times 
you just need a break. And this is why I must take vacations every now and then.
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How long did it take before your business became profitable?
Kristin: Exactly five years. The rumor is true.

Did you need to have a certain mindset to achieve success?
Kristin: Yes. I think you need to be tenacious, open (to criticism and compliments alike), 
focused, and smart. I went into this business not knowing anything about this industry. I 
became a student of the industry, of my business, of my product, and of the market. I 
forced myself to humbly say little and become a sponge for the first year. I just wanted to 
learn from others in the industry who had established businesses. But I stayed focused on 
the goal to successfully launch my products, and it seemed to work.

Have you always had a positive attitude?
Kristin: I believe in positive thinking. Although it is challenging to maintain a positive 
outlook all the time, it is important to always think positive, keep your eye on the prize 
and focus. I did not grow up thinking I would become an entrepreneur, but somehow I 
never worried about success. I just always assumed I would do something I loved and be 
successful at it. That is just the kind of person I was then and am now. I believe in the wise 
statement, “Do what you love and the money will follow.”

Is it more difficult for women to get financing for businesses?
Kristin: I suppose it has been, but more and more I hear of women getting SBA loans 
fairly quickly. I have been fortunate to have financing from my family members who 
believed I could make this company work. I have been without family financing for about 
two years now.

Has the media picked up on your story?
Kristin: Publicity has been essential to my business. I have always considered public 
relations in my business plan from the start. I was always writing press releases, sending 
samples and making media contacts before I could afford to hire a PR firm. I have a lot of 
sweat equity in my business and PR is a big part of it. One of my biggest coup’s was being 
picked by Oprah magazine for the “O List,” last year.

Many people remark at the amount of press my products have received. To date, my 
company has received over 60 media placements in magazines, newspapers, internet, TV 
and radio. I have great support in my industry’s trade journals.

Did you have a mentor?
Kristin: My family has been my mentor. My husband had a very successful business of 
his own and he offers great advice. My father and mother have equally been supportive. 
My sister has had many businesses of her own and my brother is a doctor and owns his 
own practice. I am surrounded by a lot of strong and resourceful entrepreneurs.

Approximately how much money did you invest before your business 
became profitable?
Kristin: $25,000 seed capital was what I needed to get started. Before I actually became 
profitable, I invested $80,000. For a small business and someone just starting out, I 
realize this is a lot of money, but I was starting a whole new concept and not something 
tried and true. I spent a good portion of this capital on marketing and traveling to 
tradeshows.

I think it could have been started for less if I had to do it all over again or advise someone 
else who had just a little money.

How long has it been since you left your job?
Kristin: I have not worked outside of this business for 7.5 years. You have to be willing 
to work hard, but you don’t have to kill yourself doing it. Depending on the season (3rd 
and 4th quarter are my busiest seasons), I usually work an 8-12 hour day. During high 
season, I usually spend time (2-3 hours) on both Saturday and Sunday getting things 
done. April through June is generally slow, so I get to spend more time planning and 
organizing rather than doing day-to-day tasks. This past April though I was able to spend 
the entire month in Italy doing research and design planning.

I LOVE having my own business to create my own schedule and make what I do a 
reflection of myself. I see results based upon my efforts– the results are very tangible.

Can other individuals reproduce your business model?
Kristin: I believe so. It just takes a lot of hard work, but yes I think it can be done. Not 
many people believe I do all that I do with no full-time employees. I have a lot of 
consultants and have an amazing staff I work with in both my factories and my 
distribution channel. I could not do what I do without them.

What is your average income for this business monthly/yearly or both?
Kristin: Average income is not always easy to define, since the ecomony effects so much 
of how my customers buy. In 2006, the business earned $400,000 and the goal this year 
is $500,000. For the business model I have, this is a pretty nice chunk of change.

What ways have you found to be most effective in marketing your product 
or service to get sales?
Kristin: Most of my marketing has been done through industry tradeshows across the 
country. My focus on public relations has proven to be very successful along with website 
marketing. I think it is key to walk the walk and talk the talk. Image is everything, 
therefore it is important that your image marketing is clear from the moment you meet 
someone, answer the phone, display your product, and your website, logo or catalog are 
seen.

What would you tell someone who wants to be an entrepreneur but doesn’t 
know what they want to do?
Kristin: Work for someone else part-time in an industry you think you want to be in. 
Get some experience and learn from someone who has been in the business and is 
successful at it. Become a sponge and absorb information. Information is power. Talk to 
people, network and take a “how-to” course on starting a business just to build a 
foundation. A strong foundation is key in building a successful business.

How do you manage juggling the responsibilities of being a mom/wife/
entrepreneur?
Kristin: It is tough to manage it all. Women today have so much on their plates. My 
business keeps me traveling and working nights and weekends. I do not have my own 
children, but I have a step daugher who I helped my husband to raise. She was 7 when I 
met her and is now 21. I have a very demanding life, my husband and step-daughter, two 
households, two dogs, one neighborhood board and a significant amount of charity work.

My family as a whole requires a lot of attention. I am grateful for my full life, but at times 
you just need a break. And this is why I must take vacations every now and then.
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Like most blushing brides Kristin Bowen didn’t have a crystal ball to predict the future. 
Eventually, her get rich slow wedding creations appeared on HGTV, the Food Network 
and Oprah Magazine selected it for the “O List” in the August 2006 issue.

The self-made entrepreneur says, “I consider myself an inventor and entrepreneur of a 
very smart idea: erasable ceramic PlaceTiles.”

Armed with a fortune cookie (more about that in a second), a strong desire to succeed, 
and a can-do attitude are a few of the ingredients that help Kristin out shine her peers. 
Add to that list– a unique product that sells like hotcakes and you have a winning business 
that pulled in a cool $400,000 in 2006. Her road to success is etched out just for you in 
this Weekend Entrepreneur interview.

Before we reveal all the goodies. Here are the steps Kristin took to launch her business:
~ January of 1999 - created, designed and manufactured the first PlaceTile for her 
wedding reception tables
~ May of 1999 - began her market research
~ September of 1999 - started designing the first prototypes to market
~ October of 1999 - designs went into sample production

When did you start your business?

Kristin: April 2000 was the official date that business became a legal entity. It was just 
after I used my idea for an erasable ceramic place card at my wedding. Doubling as both 
place card and party favor at my reception, the PlaceTiles were a big hit with my guests. 
Seven years later, I have a thriving business creating all sorts of fun and imaginable 
erasable ceramic gifts, housewares and tabletop items. I have always had a penchant for 
design, but many of my ideas are not mainstream.

What inspired you to become an entrepreneur?
Kristin: The overwhelming response of the PlaceTiles at my wedding from friends, 
family and wedding professionals inspired me to look into this idea as a business. I did 
not even stop to think about me being an entrepreneur; I just full on went into doing 
market research. I was so excited to have a product to potentially bring to market that 
people were excited about.

What is unique or special about your business that gives it an edge over 
your competitors?
Kristin: I have created a very successful niche in this arena and am now the leader in the 
erasable ceramic industry. I laugh when I write this because I don’t know if there really is 
an erasable ceramic industry, but if there is one I am the leader. There are a few other 
companies dabbling in this type of product since seeing my success with the idea, but no 
one company has taken it to the level in which I have. I am a seeing-the-big-picture person 
and what many companies don’t see or don’t want to do is think beyond their industry. I 
have however and now reached the gift, tabletop, housewares, stationery, bridal, 
gourmet, catering, restaurant, gaming, event planning, wine & spirits, corporate gift, 
charitable, and travel/leisure industries.

Largely I am involved in the Gift, Tabletop and Housewares Industries, but the other 
areas are growing for me at a considerable pace.

Now with the Green Movement, erasable ceramic is much more acceptable than one time 
use paper. People scratch, scribble and write notes, menus, names, etc. on paper 
everyday at home, so why not use something more sustainable like erasable ceramic. 
Being realistic we won’t see the use of paper go away, but if we can save a few more trees 
by getting people to use our erasable ceramic message boards to write notes to the family 
rather than scribble it on a piece of paper then we are ahead of the game. The same goes 
with our PlaceTile place cards, GiftTile gift tags, etc. All of our products are reusable.

How did you decide what kind of business to start and what if any personal 
challenges inspired you to earn extra income in your spare time?
Kristin: This kind of business was easy for me since the PlaceTiles became my widget to 
market. It was a struggle not making any money at first. I fortunately had a husband who 
had income coming in to support us at home. It was a huge learning experience to actually 
have to stick to a budget. I thrived off the power though of believing in my idea and 
myself. I tried to find something positive every day that happened in the business to keep 
me motivated. Even if the phone rang only once or I hit walls here and there when selling, 
I found something positive in the day.

I have had many significant milestones throughout the seven years and below I list five of 
them.
1. Early on in starting my business, I received a fortune cookie message that said “You 
will be unusually successful in business”. This soon became my mantra. I am an unusual 
person and this is an unusual idea, so the saying fit. I still look at the six year old message 
almost every day.

2. After 3.5 years in business, I noticed an adoption of the concept
and the name PlaceTiles by the press, buyers and consumers alike. It sort of happened by 
storm that I started noticing not only my customers, but my customers’ customers asking 
specifically for PlaceTiles. It used to be that people could not pronounce the word right 
or they would say somthing like…”I’d like to order some more of those erasable ceramic 
thingies”.

But my goal was always to make PlaceTiles a household name like Kleenex. It is great now 
when customers tell me that people are calling into their stores and asking for PlaceTiles.

3. When Oprah featured the product in O Magazine.

4. When Home & Garden TV (HGTV) wanted to not only feature my product on their 
show, The Best of Gift Shows 2005, but a year later said it was unprecedented but they 
wanted to feature our erasable bottle stoppers on their Best of Gift Shows 2006.

5. Watching Sandra Lee on her lifestyle show, “Semi-Homemade” on the Food Network 
spend five solid minutes talking about PlaceTiles and showing how they are used. She 
said, “PlaceTiles are a very smart idea”.

How long did it take before your business became profitable?
Kristin: Exactly five years. The rumor is true.

Did you need to have a certain mindset to achieve success?
Kristin: Yes. I think you need to be tenacious, open (to criticism and compliments alike), 
focused, and smart. I went into this business not knowing anything about this industry. I 
became a student of the industry, of my business, of my product, and of the market. I 
forced myself to humbly say little and become a sponge for the first year. I just wanted to 
learn from others in the industry who had established businesses. But I stayed focused on 
the goal to successfully launch my products, and it seemed to work.

Have you always had a positive attitude?
Kristin: I believe in positive thinking. Although it is challenging to maintain a positive 
outlook all the time, it is important to always think positive, keep your eye on the prize 
and focus. I did not grow up thinking I would become an entrepreneur, but somehow I 
never worried about success. I just always assumed I would do something I loved and be 
successful at it. That is just the kind of person I was then and am now. I believe in the wise 
statement, “Do what you love and the money will follow.”

Is it more difficult for women to get financing for businesses?
Kristin: I suppose it has been, but more and more I hear of women getting SBA loans 
fairly quickly. I have been fortunate to have financing from my family members who 
believed I could make this company work. I have been without family financing for about 
two years now.

Has the media picked up on your story?
Kristin: Publicity has been essential to my business. I have always considered public 
relations in my business plan from the start. I was always writing press releases, sending 
samples and making media contacts before I could afford to hire a PR firm. I have a lot of 
sweat equity in my business and PR is a big part of it. One of my biggest coup’s was being 
picked by Oprah magazine for the “O List,” last year.

Many people remark at the amount of press my products have received. To date, my 
company has received over 60 media placements in magazines, newspapers, internet, TV 
and radio. I have great support in my industry’s trade journals.

Did you have a mentor?
Kristin: My family has been my mentor. My husband had a very successful business of 
his own and he offers great advice. My father and mother have equally been supportive. 
My sister has had many businesses of her own and my brother is a doctor and owns his 
own practice. I am surrounded by a lot of strong and resourceful entrepreneurs.

Approximately how much money did you invest before your business 
became profitable?
Kristin: $25,000 seed capital was what I needed to get started. Before I actually became 
profitable, I invested $80,000. For a small business and someone just starting out, I 
realize this is a lot of money, but I was starting a whole new concept and not something 
tried and true. I spent a good portion of this capital on marketing and traveling to 
tradeshows.

I think it could have been started for less if I had to do it all over again or advise someone 
else who had just a little money.

How long has it been since you left your job?
Kristin: I have not worked outside of this business for 7.5 years. You have to be willing 
to work hard, but you don’t have to kill yourself doing it. Depending on the season (3rd 
and 4th quarter are my busiest seasons), I usually work an 8-12 hour day. During high 
season, I usually spend time (2-3 hours) on both Saturday and Sunday getting things 
done. April through June is generally slow, so I get to spend more time planning and 
organizing rather than doing day-to-day tasks. This past April though I was able to spend 
the entire month in Italy doing research and design planning.

I LOVE having my own business to create my own schedule and make what I do a 
reflection of myself. I see results based upon my efforts– the results are very tangible.

Can other individuals reproduce your business model?
Kristin: I believe so. It just takes a lot of hard work, but yes I think it can be done. Not 
many people believe I do all that I do with no full-time employees. I have a lot of 
consultants and have an amazing staff I work with in both my factories and my 
distribution channel. I could not do what I do without them.

What is your average income for this business monthly/yearly or both?
Kristin: Average income is not always easy to define, since the ecomony effects so much 
of how my customers buy. In 2006, the business earned $400,000 and the goal this year 
is $500,000. For the business model I have, this is a pretty nice chunk of change.

What ways have you found to be most effective in marketing your product 
or service to get sales?
Kristin: Most of my marketing has been done through industry tradeshows across the 
country. My focus on public relations has proven to be very successful along with website 
marketing. I think it is key to walk the walk and talk the talk. Image is everything, 
therefore it is important that your image marketing is clear from the moment you meet 
someone, answer the phone, display your product, and your website, logo or catalog are 
seen.

What would you tell someone who wants to be an entrepreneur but doesn’t 
know what they want to do?
Kristin: Work for someone else part-time in an industry you think you want to be in. 
Get some experience and learn from someone who has been in the business and is 
successful at it. Become a sponge and absorb information. Information is power. Talk to 
people, network and take a “how-to” course on starting a business just to build a 
foundation. A strong foundation is key in building a successful business.

How do you manage juggling the responsibilities of being a mom/wife/
entrepreneur?
Kristin: It is tough to manage it all. Women today have so much on their plates. My 
business keeps me traveling and working nights and weekends. I do not have my own 
children, but I have a step daugher who I helped my husband to raise. She was 7 when I 
met her and is now 21. I have a very demanding life, my husband and step-daughter, two 
households, two dogs, one neighborhood board and a significant amount of charity work.

My family as a whole requires a lot of attention. I am grateful for my full life, but at times 
you just need a break. And this is why I must take vacations every now and then.
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Fortune Cookie Leads To Big Bucks For Believer
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Like most blushing brides Kristin Bowen didn’t have a crystal ball to predict the future. 
Eventually, her get rich slow wedding creations appeared on HGTV, the Food Network 
and Oprah Magazine selected it for the “O List” in the August 2006 issue.

The self-made entrepreneur says, “I consider myself an inventor and entrepreneur of a 
very smart idea: erasable ceramic PlaceTiles.”

Armed with a fortune cookie (more about that in a second), a strong desire to succeed, 
and a can-do attitude are a few of the ingredients that help Kristin out shine her peers. 
Add to that list– a unique product that sells like hotcakes and you have a winning business 
that pulled in a cool $400,000 in 2006. Her road to success is etched out just for you in 
this Weekend Entrepreneur interview.

Before we reveal all the goodies. Here are the steps Kristin took to launch her business:
~ January of 1999 - created, designed and manufactured the first PlaceTile for her 
wedding reception tables
~ May of 1999 - began her market research
~ September of 1999 - started designing the first prototypes to market
~ October of 1999 - designs went into sample production

When did you start your business?

Kristin: April 2000 was the official date that business became a legal entity. It was just 
after I used my idea for an erasable ceramic place card at my wedding. Doubling as both 
place card and party favor at my reception, the PlaceTiles were a big hit with my guests. 
Seven years later, I have a thriving business creating all sorts of fun and imaginable 
erasable ceramic gifts, housewares and tabletop items. I have always had a penchant for 
design, but many of my ideas are not mainstream.

What inspired you to become an entrepreneur?
Kristin: The overwhelming response of the PlaceTiles at my wedding from friends, 
family and wedding professionals inspired me to look into this idea as a business. I did 
not even stop to think about me being an entrepreneur; I just full on went into doing 
market research. I was so excited to have a product to potentially bring to market that 
people were excited about.

What is unique or special about your business that gives it an edge over 
your competitors?
Kristin: I have created a very successful niche in this arena and am now the leader in the 
erasable ceramic industry. I laugh when I write this because I don’t know if there really is 
an erasable ceramic industry, but if there is one I am the leader. There are a few other 
companies dabbling in this type of product since seeing my success with the idea, but no 
one company has taken it to the level in which I have. I am a seeing-the-big-picture person 
and what many companies don’t see or don’t want to do is think beyond their industry. I 
have however and now reached the gift, tabletop, housewares, stationery, bridal, 
gourmet, catering, restaurant, gaming, event planning, wine & spirits, corporate gift, 
charitable, and travel/leisure industries.

Largely I am involved in the Gift, Tabletop and Housewares Industries, but the other 
areas are growing for me at a considerable pace.

Now with the Green Movement, erasable ceramic is much more acceptable than one time 
use paper. People scratch, scribble and write notes, menus, names, etc. on paper 
everyday at home, so why not use something more sustainable like erasable ceramic. 
Being realistic we won’t see the use of paper go away, but if we can save a few more trees 
by getting people to use our erasable ceramic message boards to write notes to the family 
rather than scribble it on a piece of paper then we are ahead of the game. The same goes 
with our PlaceTile place cards, GiftTile gift tags, etc. All of our products are reusable.

How did you decide what kind of business to start and what if any personal 
challenges inspired you to earn extra income in your spare time?
Kristin: This kind of business was easy for me since the PlaceTiles became my widget to 
market. It was a struggle not making any money at first. I fortunately had a husband who 
had income coming in to support us at home. It was a huge learning experience to actually 
have to stick to a budget. I thrived off the power though of believing in my idea and 
myself. I tried to find something positive every day that happened in the business to keep 
me motivated. Even if the phone rang only once or I hit walls here and there when selling, 
I found something positive in the day.

I have had many significant milestones throughout the seven years and below I list five of 
them.
1. Early on in starting my business, I received a fortune cookie message that said “You 
will be unusually successful in business”. This soon became my mantra. I am an unusual 
person and this is an unusual idea, so the saying fit. I still look at the six year old message 
almost every day.

2. After 3.5 years in business, I noticed an adoption of the concept
and the name PlaceTiles by the press, buyers and consumers alike. It sort of happened by 
storm that I started noticing not only my customers, but my customers’ customers asking 
specifically for PlaceTiles. It used to be that people could not pronounce the word right 
or they would say somthing like…”I’d like to order some more of those erasable ceramic 
thingies”.

But my goal was always to make PlaceTiles a household name like Kleenex. It is great now 
when customers tell me that people are calling into their stores and asking for PlaceTiles.

3. When Oprah featured the product in O Magazine.

4. When Home & Garden TV (HGTV) wanted to not only feature my product on their 
show, The Best of Gift Shows 2005, but a year later said it was unprecedented but they 
wanted to feature our erasable bottle stoppers on their Best of Gift Shows 2006.

5. Watching Sandra Lee on her lifestyle show, “Semi-Homemade” on the Food Network 
spend five solid minutes talking about PlaceTiles and showing how they are used. She 
said, “PlaceTiles are a very smart idea”.

How long did it take before your business became profitable?
Kristin: Exactly five years. The rumor is true.

Did you need to have a certain mindset to achieve success?
Kristin: Yes. I think you need to be tenacious, open (to criticism and compliments alike), 
focused, and smart. I went into this business not knowing anything about this industry. I 
became a student of the industry, of my business, of my product, and of the market. I 
forced myself to humbly say little and become a sponge for the first year. I just wanted to 
learn from others in the industry who had established businesses. But I stayed focused on 
the goal to successfully launch my products, and it seemed to work.

Have you always had a positive attitude?
Kristin: I believe in positive thinking. Although it is challenging to maintain a positive 
outlook all the time, it is important to always think positive, keep your eye on the prize 
and focus. I did not grow up thinking I would become an entrepreneur, but somehow I 
never worried about success. I just always assumed I would do something I loved and be 
successful at it. That is just the kind of person I was then and am now. I believe in the wise 
statement, “Do what you love and the money will follow.”

Is it more difficult for women to get financing for businesses?
Kristin: I suppose it has been, but more and more I hear of women getting SBA loans 
fairly quickly. I have been fortunate to have financing from my family members who 
believed I could make this company work. I have been without family financing for about 
two years now.

Has the media picked up on your story?
Kristin: Publicity has been essential to my business. I have always considered public 
relations in my business plan from the start. I was always writing press releases, sending 
samples and making media contacts before I could afford to hire a PR firm. I have a lot of 
sweat equity in my business and PR is a big part of it. One of my biggest coup’s was being 
picked by Oprah magazine for the “O List,” last year.

Many people remark at the amount of press my products have received. To date, my 
company has received over 60 media placements in magazines, newspapers, internet, TV 
and radio. I have great support in my industry’s trade journals.

Did you have a mentor?
Kristin: My family has been my mentor. My husband had a very successful business of 
his own and he offers great advice. My father and mother have equally been supportive. 
My sister has had many businesses of her own and my brother is a doctor and owns his 
own practice. I am surrounded by a lot of strong and resourceful entrepreneurs.

Approximately how much money did you invest before your business 
became profitable?
Kristin: $25,000 seed capital was what I needed to get started. Before I actually became 
profitable, I invested $80,000. For a small business and someone just starting out, I 
realize this is a lot of money, but I was starting a whole new concept and not something 
tried and true. I spent a good portion of this capital on marketing and traveling to 
tradeshows.

I think it could have been started for less if I had to do it all over again or advise someone 
else who had just a little money.

How long has it been since you left your job?
Kristin: I have not worked outside of this business for 7.5 years. You have to be willing 
to work hard, but you don’t have to kill yourself doing it. Depending on the season (3rd 
and 4th quarter are my busiest seasons), I usually work an 8-12 hour day. During high 
season, I usually spend time (2-3 hours) on both Saturday and Sunday getting things 
done. April through June is generally slow, so I get to spend more time planning and 
organizing rather than doing day-to-day tasks. This past April though I was able to spend 
the entire month in Italy doing research and design planning.

I LOVE having my own business to create my own schedule and make what I do a 
reflection of myself. I see results based upon my efforts– the results are very tangible.

Can other individuals reproduce your business model?
Kristin: I believe so. It just takes a lot of hard work, but yes I think it can be done. Not 
many people believe I do all that I do with no full-time employees. I have a lot of 
consultants and have an amazing staff I work with in both my factories and my 
distribution channel. I could not do what I do without them.

What is your average income for this business monthly/yearly or both?
Kristin: Average income is not always easy to define, since the ecomony effects so much 
of how my customers buy. In 2006, the business earned $400,000 and the goal this year 
is $500,000. For the business model I have, this is a pretty nice chunk of change.

What ways have you found to be most effective in marketing your product 
or service to get sales?
Kristin: Most of my marketing has been done through industry tradeshows across the 
country. My focus on public relations has proven to be very successful along with website 
marketing. I think it is key to walk the walk and talk the talk. Image is everything, 
therefore it is important that your image marketing is clear from the moment you meet 
someone, answer the phone, display your product, and your website, logo or catalog are 
seen.

What would you tell someone who wants to be an entrepreneur but doesn’t 
know what they want to do?
Kristin: Work for someone else part-time in an industry you think you want to be in. 
Get some experience and learn from someone who has been in the business and is 
successful at it. Become a sponge and absorb information. Information is power. Talk to 
people, network and take a “how-to” course on starting a business just to build a 
foundation. A strong foundation is key in building a successful business.

How do you manage juggling the responsibilities of being a mom/wife/
entrepreneur?
Kristin: It is tough to manage it all. Women today have so much on their plates. My 
business keeps me traveling and working nights and weekends. I do not have my own 
children, but I have a step daugher who I helped my husband to raise. She was 7 when I 
met her and is now 21. I have a very demanding life, my husband and step-daughter, two 
households, two dogs, one neighborhood board and a significant amount of charity work.

My family as a whole requires a lot of attention. I am grateful for my full life, but at times 
you just need a break. And this is why I must take vacations every now and then.
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