


BAPIA is extremely pleased to announce that we 
have teamed up with one of the most charismatic 

instructors in the balloon industry to bring his fantastic 
tour to the UK.  Robbie Furman CBA, who has previously 
toured across the USA, Italy and Mexico and received 
great reviews, is coming to the UK and will team up with 
some other highly popular instructors to offer what is 
probably one of the best combination of decorator & 
twister classes available.
 The tour will start in mid June and will be 
visiting venues across the UK and Ireland for around 
two weeks.  Robbie is one of the most ‘giving’ instructors 
that you will ever meet and he has some fantastic tips, 
hints, techniques and designs to share with you.
 For more information, dates and venues keep 
watching the BAPIA website and industry publications.  

In the  meantime here’s a personal message        
from Robbie:

Robbie’s DVDs, 
Twisticology 1: Deco-Twisting Floor Pieces
Twisticology 2: Deco-Twisting Centerpieces
Twisticology 3: Deco-Twisting Floating Centerpieces
Twisticology 4: Encycloopedia of Lootles
Twisticology 5: Deco-Twisted Deliverables
Twisticology 6: Deco-Twisting Crossovers, are available to order from BAPIA, see opposite page for details.

Greetings and Salutations, United Kingdom Balloon 
Professionals!!!!

For those who don’t know me, my name is Robbie 
Furman, and I have been working with balloons 
for over 20 years.  During that time, I have worked 
in many areas of the balloons world.  Starting as a 
twister for parties, to running a retail location for 
7 years, to creating décor for television and large 
scale events.  And for the past 5 years bringing my 
designs to students around the world to conventions 
and tours.  I have toured the United States, Mexico 
and Italy and now I am so happy one of my dreams 
is about to become a reality… I will be touring the 
UK!!
 In June I will be bringing my form of Balloon 
decorating right to your front door!  I am so very 
honored BAPIA, has invited me to do a balloon tour 
of your great Nation!!!   Each class will be teaching you HANDS ON 

designs that I know will help your business GROW!  
You will learn STEP by STEP with all the tools you will 
need by your side.  Classes will be in Classic Décor, 
Deco-Twisting and teaching you many tricks of the 
trade I have learned along the way.   My philosophy in the world of balloons is 

to teach my students to create highly marketable 
and easily creatable designs that are PERFECT for 
the customer who is looking for that SOMETHING 
DIFFERENT!
 I am looking forward to bringing my classes 
to you!!
 Hope to see you on the tour!   Robbie Furman, CBA

Robbie Furman 
is coming to town!



It has been a little while since the last 
edition of the BAPIA Newsletter but 
we hope you will find it worth the wait.  
In this issue we have articles from a 
number of contributors covering a 
range of topics including:
 
•	 “A	 Valuable	 Lesson”	 -an	 article	
by Chelsea Gaspard of Pioneer Balloon 
Company talking about the importance of pricing 
and profitability.
  
•	 “Grow	 your	 business	 with	 Air”	 by	 Steven	
Mayhew of Conwin

•	 “Helium	 Market	 Dynamics	 &	 Availability	
Outlook”	-	highlights	of	a	webinar	by	The	Balloon	
Council.

•	 A	 Step-by-Step	 balloon	 design	 by	 Sue	
Bowler CBA

The BAPIA DVD store – Offering a range of DVDs by some of the best and most 
popular instructors/designers in the industry. These DVDs are 
available through BAPIA for only £30 each or £27 for BAPIA 
members. For more information go to www.bapiaonline.com

Colin Myles: Little Things
Colin Myles: Weddings
Colin Myles: Weaving
Alberto Falcone: 3, 2, 1, GO!
Alberto Falcone: Bubbles Chain
Alberto Falcone: Huggables
Alberto Falcone: Best Wishes
Alberto Falcone: Sissy Star System
Alberto Falcone: Amazing Stuff
Sue Bowler: Balloon Decor 1

As you may already have 
seen on the previous page 
we have announced a UK 
tour by Robbie Furman CBA, 
and I can assure you that this 
really is not to be missed.  As 
the plans for this tour come 
together we are hoping to 
introduce other high profile 
instructors who will appear at 
different venues with Robbie 
to support him and add even 

greater interest to the tour.  There will of course be 
discounts for BAPIA members wishing to attend any 
of the dates, keep watching for more details.
  I shall stop blabbing on about what is in this 
issue and let you get on and read it now but please 
remember we are always happy to hear from you if 
you have any feedback or questions that need an-
swering, so please feel free to contact us either by 
email on info@bapiaonline.com or by telephone on 
0208 123 1746.
 Thank you and best regards,  
     John

John Bowler, Chief Executive, BAPIA

Robbie Furman 
is coming to town!



Since the inception of the balloon industry, many 
international decorators have felt the crunch of high 
helium prices or limited access to helium. Faced with 
this obstacle they have proven that air-filled balloon 
décor is the answer to making their businesses thrive. 
They have not only demonstrated that air-filled décor 
can be easily substituted for many classic helium-filled 
balloon décor designs, but also that air-filled décor is 
more efficient and profitable.

To help you on your journey to sustaining and growing 
your business with air-filled decor, here are a few answers 
to the questions many of you have been asking...

The #1 question I am asked is how 
can I stay in business with helium 
prices where they are?

What Are The Benefits of 
Air-Filled Décor?
One of the great benefits 
to air-filled decor is that it 
lasts between 1 to 4 weeks 

depending on environmental 
conditions. You have no heavy 

cylinders to transport and air-filled décor can be inflated 
days prior to an event. Not to mention you save money 
with no helium.

How Can I Incorporate More Air-Filled Décor In My 
Business?
Start by reviewing your most popular helium 
arrangements offered, and determine how to 
convert them to air. Also, change your focus on 
suggesting helium-filled décor to air-filled décor when 
recommending designs for your customers. Tip: To 
replace the lift of helium, incorporate base plates, 
conduit poles, aluminium rod as a core structure or 
base for air-filled designs.

How do I inflate my balloons with air?
Conwin’s full line of air inflators give you the ability 
to inflate balloons either manually or with automatic 
sizing. 

What Is Nitrogen Gas and How Can I 
Use It?
Nitrogen (like air) is what balloon 
decorators use to inflate balloon 
décor that is not intended to float. 
Nitrogen is an inert gas (non-
flammable, non-explosive and 
non-toxic) and is available in 
cylinders from balloon distributors 
and gas companies. It’s much 
less expensive than helium and 
is a great alternative to air to use 
with your basic and automatic 
balloon inflators.

What is a 60/40 
Inflator & How Does 
it Work?
Conwin’s 60/40 
inflators mix 60% helium with 40% 
air, saving you 40% on your helium 
costs. These inflators work by the 
helium passing upward through the 
filling outlet and drawing in air 
through the air intake ports on 
either side of the outlet. 
When you use Conwin’s 
60/40 Inflators you’re 
able to inflate 40% 
more balloons from 
any cylinder!

Steven Mayhew, CBA
Conwin

Air-Filled Chandelier designed by 
Jodie Norris & featured in 
the Balloon Decor Master Series DVDs 
Qualatex.com/MasterSeries



Profit IS why 
you’re in business. 
Isn’t it?
Did you know, for 
the vast majority of 
consumers, price is not 
the most important 
factor to consider when 
making a purchase? 
Even though you may 
be smirking right now, 
this is actually true. It 
may be a significant 
factor for some, but it’s definitely not the most important. In fact, 
think about your own buying behavior and what kind of car you drive. 
If the majority of consumers bought solely on price, wouldn’t we all 
drive the same vehicle? But there are many types of cars on the road 
today because it’s all a matter of what the consumer perceives they are 
getting in exchange for their money (or time, etc.).

WHEN VALUE MATTERS
“Value” is what your customers expect to receive (products and/or 
services) in exchange for what they must give up (cost). But value can 
be different for everyone—especially with ever-changing trends and the 
development of new technologies. This is why it’s important to keep an 
open mind with every customer that comes your way.
 Helping customers understand the value in your offering can 
sometimes be as easy as them knowing exactly what they want as soon 
as they see it—this is the repeat customer who already knows what 
kind of value you offer. This is why they return. Their repeat purchases 
are based on what they believe to be the best value and not the lowest 
price.
 Other times we have to educate consumers about what their 
options are and which is the best value for them. For example, 
many balloon professionals are using the recent helium crunch as an 
opportunity to market their air-filled arrangements. These businesses are 
achieving higher sales because they are promoting benefits that make 
air-filled balloons extra special (i.e. long lasting, unique design, different 
from competition).
 We also get customers who know nothing about 
value and just want to know “How much are your balloons?” 
By answering them with, “We have balloons of all sizes, 
shapes, and colors. What’s the occasion?” you will lead many 
into a discussion about what they really want from this 
purchase. Its then up to you to help them understand that 
they are looking for “something special” and that you can 
provide them with the value they’re seeking. 

WHY LOW PRICE STRATEGIES ARE A RISK
At this point, some folks still don’t care about value and 
they only want to know about price—at times this can 
make us feel like we’re “losing business” if we’re not 
meeting their low-price expectation. But if you think 
about the kinds of customers a “lowest price” strategy 
will attract versus those customers attracted by “value,” 
who do you want to cater to? Just remember—those 
customers that care only about lowest price are probably 
not going to remain loyal when a competitor comes 
around offering an even lower price…and it will 
eventually happen.

This thought of “losing business” sometimes makes balloon professionals 
second guess their value and they look at playing the low price game 
as one of their options. A low price strategy is a severe risk to your 
business. Here’s why:
•  Unless you are (without a doubt) the absolute market leader, 
decreasing prices will only lead to a pricing war with your competition 
and no one wins.
•  Lowering your prices means exactly that—lower prices and less 
profit.
•  If you choose to lower prices you’ll need to let new customers know 
about this change in your business. This will increase marketing costs 
and again eat into your profit.
•  Sometimes you will see a short term spike in sales from lowering 
prices. If you’re seeing a spike, it’s because you’re doing more work 
and you’ll need to increase operating costs, which also takes away from 
your profit.
Do you see a pattern here?

HOW TO HANDLE
If you’re thinking about lowering prices to compete, now is the time 
to start (or revisit) using the Job Cost Form. It will help you determine 
the minimum price you can charge while still making a profit. This does 
NOT mean this is the exact price you charge: it just means you don’t 
want to fall below this price. If your market can bear it, round this price 
up and/or increase it for perceived value. These are two great ways to 
ensure you’re not leaving any money on the table. 
 We all know there are other factors customers consider when 
making a purchase. Some of these may include; customer service, 
convenience, brand/business loyalty, and knowledge of the product. The 
better experience a customer has with you in relation to all these other 
variables, the better chance they will decide you offer the best value 

and they’ll purchase your product.

We know that balloons provide an emotional 
experience, and when customers buy balloons, 
they’re looking for that feeling. But the word 
“value” may not be on the forefront of their 
thoughts when making this purchase. Make sure 
to emphasize the concept of value to all your 
customers by:
•	 Meeting	and	exceeding	their	expectations
•	 Keeping	an	open	mind	with	every	customer—
don’t prejudge
•	 Standing	behind	the	quality	of	your	work•	 Selling	 them	 an	 experience	 or	 atmosphere	

(not “Columns on aluminum rod”)

Chelsea Gaspard, CBA
QBN® Director Pioneer® Balloon Company



91539 Green Agate 4

48954 5” Lime Green 2

44050 350Q White 2

43962 260Q White 2

99377 5” Mocha Brown 4

43607 5” White 2

43913 160Q Pink 1

25575 160Q Wild Berry 2

82671 160Q Goldenrod 2

41802 14” Contented Cow 1

43918 160Q White 2

10389 11” Holstein Cow 1

88353 160Q Lime Green 1

88346 160Q Green 1

Starting from the base inflate the Green Agate balloons to approx. 7” and make a 4-balloon cluster.
To make the body, create a fixing point at the base of the Holstein Cow 11” balloon. I prefer to use the raisin twist 
method, and use a piece of 160Q to create a connection, I have added in the 160Q White for this purpose, but 
you could use any scraps that you may have. Once you have added the connector inflate the Holstein Cow 
balloon to approx. 9.5”.
To make the legs, inflate both 350Qs to approx. 7” and knot. Now to make the shoes , fully inflate 2x 5” Mocha 
Brown and then let them down to 3” and tie off individually. Pinch the 3”  balloon to create 2 bubbles, one slightly 
smaller than the other. With the smaller bubble create a pinch twist and now secure the legs into the shoes , by 
wrapping the knotted end of the 350Q into the twist of the shoes. Tie the legs together, but leave some slack 
between them, so that they stretch into position.
Inflate the 2x 5” Lime Green balloons to 3” and tie as a duplet.
Add the Holstein Cow balloon to the base cluster, and slip the Lime Green duplet between the base and the 
Holstein Cow balloon - they will sit front and back of the cluster - and then add the legs so that they sit either side 
of the cluster as shown in the picture.
Inflate and heat seal the 14” Contented Cow shape, using a heat sealer.
Inflate both 5” White balloons to 5” then let them  down to 3” as before. With one of the balloons, pinch the 
balloons to make two equal-sized bubbles, hold these under your arm as they will untwist, and repeat with the 
second 3”  white, then twist them together to create a very small duplet... it s a great technique!
Secure this duplet to the top of the Holstein Cow balloon, and then secure the head to this cluster .
Finally make the arms. Inflate both 260Q White balloons to approx. 6” and knot. With the 2 remaining 5” Mocha 
Brown, create an apple twist  and secure these to the ends of the 260Qs at the knotted end, Tie the two arms 
together leaving a little stretch between the two and position as the picture.
You can add finishing touches such as a small twisted bow or flowers, and grass using the additional 160Qs.

To view a step by step video clip of how to make this design visit www.BapiaOnline.com

Who could resist this cute little design,
using one of the great new 14” Animal

Head shapes from Qualatex! 

Sue Bowler is recognised the world over as one of  the best and most popular instructors in the balloon industry 
with a reputation for designing easy to create, sellable designs. Balloon Décor 1 is Sue's first independent DVD 
and is a must for any balloon decorator. 155 minutes. Available via www.bapiaonline.com



I have been looking at how a couple of very popular 
traditional party offerings have changed to become 
not only essentials at any party worth going to, but 
also diversifying into other fields to increasing their 
versatility and desirability.
 How many of you remember when foil 
balloons all had to be heat sealed and the sealing 
weapon of choice was a pair of curling tongs or an 
iron?  At the risk of showing my age I have to admit 
to doing this when I first started in the industry, the 
balloons were made of a thicker material and had 
much larger unsightly seams. So now it is amazing to 
see the range of foil balloons that are available today 
with some incredible shapes and sizes (who’d have 
thought you could get foils with holes in the middle 
such as a number 8 or Zero!).  
 In this time of global helium shortages it is 
also good to see that manufacturers have worked 
hard to introduce foils that require less helium such 
as the Amscan range of ‘Helium Saver’ balloons that 
have proved very popular. 
Although not strictly a foil 
balloon, I think the range of 
Qualatex Bubbles should 
probably also be included 
in this article as they have 
certainly impacted on the foil 
balloon market, especially 
with their extended float 
time and more rounded 
shape, and certainly seem to 
have struck a chord with the 
balloon buying public
 No longer should 
foil balloons be thought of 
as just a child’s balloon, with 
manufacturers designing 

shapes to enable 
decorators to create long 
lasting décor and displays 
and even offering classes 
specifically for these 
balloons have really 
changed the way people 
look at foil balloons.

Although I am not a great 
Facebook user, like many 
of you I have a lot of 
industry contacts around 

the world and through this I get to see what is going 
on within our industry, and one of the most fascinating 
is the growth and incredible talent that is out there in 
the Face Painting industry, although I have to say that 
‘face’ painting appears to be the very least of it at the 
moment.
 Still a very popular addition at any children’s 
party, face painting is also a highly popular marketing 
tool to attract visitors to a particular shopping centre 
or event and gone are the days when a basic animal 
face or fairy design were acceptable. It is now very 
artistic creations that are in demand and as its 
popularity has grown so have the skills and artistic 
flair of the artists. In recent years there has been a 
growth in demand for ‘Bump–art’ or ‘Gestational Art’, 
where mums-to-be have their bump painted and 
photographed as a keepsake. Many say that it is a very 
relaxing experience and there are suggestions that it 
even calms the baby as well. I wonder if we’ll see The 
Duchess of Cambridge with a painted bump?

         Don’t forget that BAPIA 
membership includes Public 
Liability insurance cover for face-
painting as well as a whole range 
of other aspects of the party and 
balloon industry! 
       If you would like more 
details please do not hesitate to 
contact us at info@bapiaonline.
com or on 020 8123 1746.

Phoenix Arch photo
Courtesy of Amscan  

Bump Art photo
Courtesy of Daisydoos



Huff, Puff and Away! 2007/13

With the recent helium crisis still a major talking 
point and the seemingly endless round of calls from 
scientists, councils and other organisations for bans on 
helium balloons we thought you would be interested 
in a recent webinar organised by The Balloon Council 
in	 the	USA.	 	 The	presentation	was	 focused	 around	
an analysis of the helium market from a report by 
market	 researchers	J	R	Campbell	and	Associates,	a	
firm specializing in international industrial, medical 
and specialty gases businesses. Whilst much of the 
information is a little technical and based around the 
USA	there	are	many	points	that	are	relevant	to	all	of	
us and a great deal of information regarding helium 
supply.  We have given the highlights here but if 
you would like to see the full presentation or even 
listen to the webinar you can do so by going to their 
website at www.theballooncouncil.org

The highlights of the 
presentation were:

•	The	world	is	not	running	out	of	helium:	at	present	use	lev-
els, estimated reserves would support 300 years usage at 
today’s rate.
•	The	present	shortage	situation	is	the	result	of	several	‘per-
fect storm’ events happening at once, including

o   Worldwide shortage of helium
o   Priorities to strategic applications
•	Supplies	will	improve	in	2013

•	While	availability	will	increase	in	the	future,	prices	are	not	
expected to return to previous levels, but increased supplies 
could exert pressure for lower prices.

We would like to take this opportunity to thank The Balloon Council for sponsoring this webinar and to voice 
our support for the work they are doing on behalf of the industry as a whole.

BAPIA is a trade organisation formed to 
represent the interests of its members 
and of the industry as a whole.  It has 
a self- imposed remit to build greater 
public awareness of the industry and 

the professionals within it and to build benefits and greater support for 
its members. 
 With a wealth of experience and support from all aspects of the 
industry, BAPIA is best placed to fulfil the requirements of an industry 
organisation and to serve its members to the best of our ability.  Among 
its members BAPIA lists many established retailers, decorators and 
entertainers along with a growing number of manufacturers and suppliers 
such as Pioneer Europe Ltd (Qualatex), Amscan International, Belbal, 
BOC Gases, Air Products Ltd, Conwin Inc, Premium Balloon Accessories, 
Hi Float, Balancebest and Delights Direct.  
 To ensure awareness of global industry issues BAPIA has forged 
links with other industry organisations around the world such as those 
in the USA, Australia and South Africa enabling us to be aware of issues 
before they hit our shores. One of the key reasons why people join BAPIA 
are the membership benefits, and there are many.

Included in your £160 annual membership 
fee (with more benefits planned) are:

•  Public & Products Liability Insurance Cover 
up to £5million 
•  Employers Liability Insurance cover up to 
£10million 
•  Legal Insurance cover up to £100,000 
•  Discounted training courses 
•  New Members ‘Welcome Pack’ 
•  FREE step by step designs from top 
designers 
•  Training and education support from 
leading industry educators 
•  Online promotion of your business through 
www.bapiaonline.com 
•  Green Balloon Campaign 
•  Exclusive member prize draws 
•  Being part of a pro-active, forward 
thinking, trade organisation


