
SHOE REPAIRER
IN THE SPOTLIGHT

Dean’s Shoe Repair
Good afternoon…Dean’s Shoe Repair” – those words were 
first spoken on January 8, 2009 when Moe and Holly Mahfoze 
opened for business in Charlotte, NC.  Here’s how they got 
there…
Picture this – a very Southern girl on a trip to New York City, 
by herself, in January of 2003.   “After a wonderful day of 
sightseeing, shopping,  etc.,  I stopped by a restaurant called 
Maxie’s. The night manager was standing in as bartender.”  The 
manager was a gentleman named Mohamed Mahfoze.  They 
chatted that evening, Holly went back the following evening, 
and they went on a date before she traveled back to Atlanta.  
Their relationship grew and after about 10 or 11 months, they 
realized they were meant to be together…forever.  They planned 
a wedding, got married and  moved to New Jersey just to 
experience life there for a while.  Moe was determined to move 
to Atlanta, but he relented,  and their life together in Hoboken 
commenced. 
Moe is originally from Alexandria, Egypt. After finishing college in 
Alexandria,  he decided he wanted something different and came 
to the United States in 1985  to settle in the NY/NJ area.  He 
worked odd jobs and eventually found a roommate who owned 
a shoe repair store in New Jersey.  After his days at work, he 
would come to the shop and help out with work that needed to 
be finished up.   Moe met John Peraputo (aka Giovanni D’Italia) 
who owned a marvelously busy shoe repair that had been passed 
down from his father.  Moe really, really enjoyed working for and 
with John.  As time went on, Moe decided this work was what he 
wanted to do.
After marrying in 2004, Moe was doing well with Giovanni and 
He and Holly talked along the way about moving down South, 
but it never seemed to be the right time.  They talked about 
how incredible it would be to move AND have a shop of their 
own. A  few months later the timing was right, they said their 
goodbye’s, and moved to Charlotte, NC.
That was October 2008 – the economy wasn’t doing well, but 
they were determined to do this.  Riding around 
one afternoon, they spied a place for lease, went 
in to ask how the property management was…and 
loved it.  The name of the shop ended up being 
Moe’s idea. Dean, Holly’s father, had passed away 
about 13 years ago…he never had anything to do 
with shoe repair, but his name would be easy for 
customers to remember!   In stylish pre-opening 
fashion, the front windows were covered with brown 
kraft paper with a sign that read:
DEAN’S SHOE REPAIR
OPENING JANUARY 8, 2009

“There were very slow days in the beginning…we would just 
hope that the next car that pulled into the parking lot would be for 
us.”  Slowly, but surely, customers saw that Dean’s was open for 
business and would come in for repairs.  The phone was pretty 
quiet for several weeks.  Then the phone calls started…then 
emails…then more customers.  Over the next few weeks and 
months, the store got busier , offering SAME DAY SERVICE as a 
drawing card.  It worked, and the word was getting out about what 
a great job Moe did on people’s shoes.  After being open only 6 
months, one of the local TV stations came (the evening anchor 
was a customer) and did a story on “Stretching Your Dollar”.  That 
ended up being huge exposure, and then they got a phone call 
from Charlotte Magazine – Dean’s Shoe Repair had been chosen 
for the “Best of the Best” issue as an editor’s pick for Best Shoe 
Repair in Charlotte!  Just a side note – the couple did take off one 
special afternoon from their  busy shop and  all its shoes in June 
2009 for Moe to become an American citizen.
More and more people were bringing in shoes to be repaired, and 
about a year ago, Magdoleno was hired to help out because of 
all the growth.  “He has been so valuable to our shop…we could 
not have done it without him.” Along with him, Moe and Holly have 
such a passion and high regard for the shoe repair industry and 
love what they do every day-all part of a great recipe for success. 
“The two of us hope that our 
business will go on for a long time 
to come.”

Holly and Moe - Dean’s Shoe Repair
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LETTER FROM THE

PRESIDENT
Hard to believe that in about two 
months we will be in San Diego at our 
annual Convention and Show.  Time 
really flies by when you’re having fun, 

or when you’re getting old!  In my case it is a little bit of 
fun.  And a lot of getting old.
It is also hard to believe that I have been coming to the 
SSIA “Conventions” since the early 1950’s, along with 
my parents and sister.  Those summer conventions were 
some of the best times of my young life, always the high 
point of our summer vacation.  Hanging  out by the pool 
with many other kids of suppliers and wholesalers;  stay-
ing up late on Saturday night as our parents enjoyed a full 
scale “banquet” with big name entertainment; and gener-
ally having a great weekend.  And in later years it was 
always a treat when the Goodyear Blimp made an appear-
ance.  Yes, those were the days. 
Our 2013 Annual Convention promises to be another good 
show, with great seminars and educational opportunities.  
It is also a great way to keep in touch with what is happen-
ing in our industry, and to have some fun with old friends.  
And of course meeting with the suppliers is a good oppor-
tunity to find out about new products and ideas.
This past year has seen the development of our SSIA 
Newsletter, which has been well received by our members.  
One of our issues was mailed to every shop in the United 
States.  This Newsletter is being mailed not only to all of 
our members, but to all shoe repair shops in California and 
most of the Western States.  Hopefully it will bring some 
new faces to San Diego.
Speaking of the Newsletter, we welcome anyone who 
would like to submit an article or news story.  Articles may 
be submitted to Sandra Verbruggen at sandra@ssia.info 
.  But it would sure be great if we could get some across 
the board support from repairers, wholesalers and suppli-
ers.  And by support I don’t mean reading the Newsletter.  I 
mean getting down to business and either writing an article 
or submitting an article from the old SSIA Magazine that 
has relevance in today’s market. 
I would also like to thank  Sandra and Harry for a great 
Newsletter.  They are the heart and soul of the Newsletter 
and on behalf of all members I thank them for a job well 
done.
Our 2014 Annual Convention and Show will be in the 
Philadelphia area.  So for anyone in the western United 
States, be sure to visit us in San Diego the weekend of 
July 27th and 28th, 2013 , as it will be several years before 
the SSIA returns to the West Coast.  So visit with us while 
you have the opportunity to do so.
I would like to thank my fellow Board members for all of 
their support and encouragement.  The SSIA would not be 
here without you.

Don Rinaldi
President, Shoe Service Institute of America

Old Age...When Is It?
We often talk with shop owners who have been fairly successful 
in their business, but who complain that they are not doing as 
well today as they ought to do. They tend to think that the “good 
old days” are gone forever. When they talk of ways to increase 
their business, we suggest that they invest some of their profits 
in modernization, which they haven’t done in years.
They sometimes reply:  “I’m too old to start doing things like 
that.”
Yet, these same shop owners, who may be in their fifties or early 
sixties, plan to operate their shops for many more years. They 
are in excellent health apparently full of vim, vigor and vision.
In our trade, age is no barrier. A man can operate a successful 
shop as long as he wants, and we know of some in their 
seventies and eighties who are doing so.
A shop owner in his fifties or sixties has years of experience and 
know-how behind him. He has also built a reputation for good 
work and quality service. These are his biggest assets. But, 
resting on his laurels will not increase his business.
He is not too old to bring his shop and its operation up to date. 
Today’s customer shows a preference for modern, clean and 
bright shops. It needn’t be just the youngsters who have such 
shops. Youth is full of ambition, but we can approach advancing 
years with equal ambition.
The older shop owner shouldn’t be afraid to dress up his shop 
completely with new fixtures and furnishings, and go after 
business vigorously.
There are many highly successful shop owners in this city with 
twenty to forty years behind them in the trade, and their shops 
are kept as modern and attractive as any store around. They 
have kept abreast of the times, and they continue to operate an 
up-to-date business. They are never too old “to start doing things 
like that.”
If a shop owner is in good health, and if he is a good 
businessman, then growing older is definitely not a handicap. 
Growing older can become a handicap, however, if a shop owner 
works less hard and puts himself in a rut, never trying to improve 
himself or his business. Me becomes stagnant and inactive and 
may well shorten his very life.
No matter what age a shop owner may be, one requirement for 
a successful business is that he be vitally interested in it. If he 
loves his work, he will stand a much better chance for success. 
The successful shop owners we know of all ages practically live 
their trade around the clock.
These men, though they grow older, don’t pay much attention to 
old age. They’re too busy serving the public and enjoying life.

Attendance at Association 
Meetings Going Up
It seems more and more shoe repair owners have found 
out there’s a lot of valuable information being passed out at 
Association meetings. Our last meeting was well attended and we 
were very happy to welcome some new faces and new members. 
All this information is FREE and all you have to do to get it is to 
“come on down”. The more the merrier and the more profitable 
for all.
Non-members are welcome to attend to see firsthand what 
they’ve been missing all the time.
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Saving the Planet One Step at a Time! 
 

      
 

With the idea of combining advanced 
technology with global consciousness, our 

R-51  Saratoga Heel was born, giving 
customers a quality “GREEN” option!                                                   

 

Our Family Business started by creating a 
product that we wanted to use. In over 100 
years since then very little has changed. We 
still pride ourselves in providing quality 
products at a great price.
      Visit our website for a complete products 
listing. Some of our specialties include:

NEW LOCATION P.O. Box 3066, Cerritos, CA 90703 / 12060 Florence Ave., Santa Fe Springs, CA 90670
800-722-4848 (800-PAC IT 4U) 562-941-4242 Fax: 562-944-7705 www.angelusshoepolish.com

Leather Care Products
Leather Dyes
Leather Paint
Cleaners & Conditioners
Shoe Polish (Original Formula)
Private Label Programs
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Foam-Tex Suede & Leather Cleaner�
is specially formulated to clean tough�
stains from colorfast materials such�
as:�

 Genuine Suede�
 Smooth Leather�
 Nubuck�
 Rough Leather�

�Ugg Boots�

Available in:�
 8oz Bottles�
 5oz Bottle w/Foaming Pump�
 5oz Bottle w/Foaming Pump &�

Brush cap�
 1 gallon containers�
� 5 gallon containers�

Foam-Tex Canvas & Fabric Cleaner�
is specially formulated to clean�
tough stains from colorfast materials�
such as:�

 Canvas�
 Nylon�
 Fabrics�

�Other Washable Colorfast Mate-�
rials�

Available in:�
 8oz Bottles�
 5oz Bottle w/Foaming Pump�
 5oz Bottle w/Foaming Pump &�

Brush cap�
 1 gallon containers�
� 5 gallon containers�

NEW FOR 2013�
Foam-Tex Salt�

Remover�
Specially formulated to clean�
and remove stubborn stains�
caused by road salt on genuine�
suede, leather, canvas or other�
washable colorfast materials.�
Available in 4oz & 8oz�

Our mission is to provide our cus-�
tomers with the finest cleaning solu-�
tion that does not contain enhancing�
additives. Our product does one�
thing and one thing only  ....�

CLEAN�

Coming Soon�
Golf Shoe & Club Cleaner�

Formulated to clean tough�
stains caused by grass and�
dirt. It helps to keep them�

looking their best�

 Foam-Tex Solutions Corp.�
      13981 West Parkway Rd.�
      Cleveland, Ohio 44135�
      Phone .. 216-889-2702�
      Fax ...... 216-889-2703�
      E-mail . Foam-Tex@stratos.net�
      Web ...  www.Foam-Tex.com�

Visit us at the SSIA 109th Annual Convention at�
the Doubletree by Hilton San Diego Mission valley�*� *�

Are You Registered for 

SSIA's 2013 Convention?
We often talk with shop owners who have been fairly successful If 
you haven’t registered for SSIA’s 2013 convention in San Diego, do 
so today. The convention will be held July 27-28 at the Doubletree by 
Hilton San Diego Mission Valley. You can register online at www.ssia.
info or by calling SSIA headquarters at 410-569-3425.

Here is a schedule for the meeting.
Saturday, July 27, 2013
7am – Manufacturer/Supplier Set-Up
In order to give manufacturers/suppliers the proper time needed to set 
up, wholesalers, repairers, and retailers will not be permitted in the 
exposition hall during set-up.
The SSIA thanks you in advance for your cooperation. 

8am - Seminar: Machinery Tuneup 
Blase Knabl, Shoe Systems Plus, Goshen, NY
Blase Knabl will be on hand to answer all your machinery questions. 
Whatever your troubles are, note the make & model of your machine. 
Even bring samples if you like. This is a opportunity to learn how to 
solve them. Gain a better understanding on how to maintain your 
machinery to keep it running at peak performance. Helpful tips and 
maintenance guides will be handed out.

8am - Seminar: Point of Sale Computer System ShoeMax
Jeff Lipson, Cobblestone Shoe Repair, St Louis, MO & David 
Mesquita, Leather Spa, New York, NY
Have you noticed almost all retail stores are now using computer 
systems at their registers. Learn the benefits of how using a POS 
system can help you manage your time, inventory, purchasing and 
many other ways to manage your business. 

9am to 11am - SSIA Brunch & Annual Business Meeting
All registrants welcome.

11am - Seminar: Identifying Materials to be Bonded 
Renia & Petronio Shoe Products Jim McFarland C.Ped. 
McFarland’s Shoe Repair, Lakeland, FL 
Are you having problems bonding some of the new materials? Silver 
Cup Winner and Silver Cup Judge Jim McFarland will show you how 
to identify the materials you see daily, and how easy it is to bond 
them.

11am - Seminar: Organization = Money
Patrick Harper of A Cobbler, Inc. will present techniques and tips for 
organizing a shoe repair shop for the greatest efficiency including:

• shoe repair materials
• shoes to be repaired
• shoes that have been repaired
• retail merchandise
• scheduled machine maintenance

These techniques and tips will allow the operator to manage a shoe 
repair store with a minimum of confusion and waste, saving time and 
money.
11am – Wholesaler Preview
In order to give manufacturers/suppliers the proper time needed 
to spend with your wholesalers, repairers and retailers will not be 
permitted in the exposition hall until 1 PM. 

12pm - Gaining Customers Through the Internet
Blase Knabl, Jr, Shoe Systems Plus
Technology is rapidly expanding; is your business keeping up? This 
seminar will provide useful information for gaining higher visibility on 
the internet, understanding how customers will find your business and 
step by step instructions on how to create and maintain an attractive 
Google Places listing for free. Instruction packet will be given out to all 
attendees for easy future reference.



Despite the forecast of inclement weather, neither rain, nor sleet, 
nor gloom of night was going to dash the momentous celebration 
at Capri Shoes on the milestone of their 50th Anniversary in 
Fullerton. Friends and family; members of the community; and 
local government officials and their representatives all came 
out in full force to wish proprietor Oscar Navarro and his team 
50 more years of unparalleled excellence in their craft. Guests 
indulged in a wine & beer bar and a sumptuous spread catered 
graciously by Jack Franklyn of Heroes Bar & Grill. The Fullerton 
Chamber of Commerce further highlighted the occasion with a 
ribbon cutting ceremony.
There was not a dry eye in the house as Navarro narrated his 
humble roots as an immigrant with a big dream. At the young age 
of 20, he began working for David Dakos, the original owner of 
Capri Shoes when it was still off of Brookhurst and Orangethorpe. 
Navarro was a second generation cobbler who came to the US 
from Mexico. Although he had to overcome numerous cultural 
barriers, he was fascinated by the world of shoe making and 
through his vision and perseverance transformed Capri Shoes 
from a small shoe repair shop into an international business. 
Upon Dakos’ retirement from the company in 1992, he proudly 
passed on the legacy to Navarro as its new owner. After 
relocating to two other sites in Fullerton, in 2003 they settled into 
their current headquarters in the heart of downtown Fullerton.
Capri Shoes has witnessed an exponential growth with 
its original three employees having multiplied to more 
than 20 full time shoe experts; 
each contributing with their 
exceptional skills to handcraft one 
of kind quality products.  They 
provide highly functional, quality 
footwear, which meet the highest 
performance and design standards 
crafted to create the most 
comfortable fit.
Capri Shoes produces handcrafted 
footwear products for some of 
the world’s largest theme parks, 
theaters, and top designers and 
performers in the entertainment 

industry. Their portfolio includes Walt Disney World Co., 
Cirque du Soleil, Blue Man Group, Universal Studios, and 
many local theatres such as Fullerton Civic Light Opera, 
McCoy Rigby, and Los Angeles Opera.
Not only do they mass produce for these corporate accounts, 
but they offer bespoke designs for the discriminate shopper. 
Looking to create a fashion forward style or re-create a look 
from the fashion magazines? Navarro and his expert team 
can work their magic for you!

Capri Shoes’ 50th Anniversary

12pm - Alternatives for Profit Generation in your Operation
Milt Moravek, PediFix
The speaker will present products your customers will repeatedly 
purchase along with proven demand and concepts to draw customers 
to you. Learn how to complement your services with these principles 
that will work for all products you choose to retail.

1pm - Exposition Hall Opens to All.
5pm - Exposition Hall Closes

Sunday, July 28, 2013
8am - Seminar: Organization = Money
Patrick Harper of Shoe Systems Plus and A Cobbler will present 
techniques and tips for organizing a shoe repair shop for the greatest 
efficiency including:

• shoe repair materials
• shoes to be repaired
• shoes that have been repaired
• retail merchandise
• scheduled machine maintenance

These techniques and tips will allow the operator to manage a shoe 
repair store with a minimum of confusion and waste, saving time and 
money.

9am - How to Grow Your Sales and Profits
Tauer & Johnson representatives Tom Wilhite & Ken Johnson 
along with Tom Giamalva, Palace Shoe Repair, Rockford, IL will 
discuss the challenges in today’s market and the opportunities for 
shoe repair.

9am - Gaining Your Customers’ Trust Using Social Media
Marcelo Coronel, Gus New Quality Shoe Repair, Chicago, IL
With whom have you done business before? Who has previously 
trusted you to provide a solution to their problems and needs?
Years ago small businesses wanted to appear large so customers 
would trust them. They produced fancy stationery and secured a 
respectable business address. 
This has all changed with the Internet, where customers value 
the human voice. Now every business wants to appear small and 
provide personal service to its customers. Using social media to 
create a place where you interact with customers regularly. Not 
only will this increase your visibility within shoe repair industry, but 
it can also help to create a sense of community for your customers. 
Regular interaction with customers can keep them engaged with 
your company and foster deeper feelings of loyalty. Use social 
media to answer questions about your products or services and to 
promote your expertise. Prospective customers still want to know your 
company’s track record. 
10am - Exposition hall opens to all.
2pm - Exposition Hall Closes / SSIA 109th Annual Convention Ends



Bottoms Up
How Your Bottom Finish Can 
Help You Come Out on Top
by Robert DiRinaldo

When customers pick up their shoes, the first thing they do is 
turn the shoes over and look at the bottoms. Oftentimes, their 
impression of your craftsmanship will be formed by the finishing 
job you’ve done on the bottom of the shoes. Here are some tips 
on how to make a good impression.
Bottom finishing is more than simply putting color on leather. 
It combines a variety of techniques that make a factory-like 
appearance.
First, use the right leather for the shoes. The replacement sole 
should be the same thickness, size and flexibility that was on 
the shoe originally. Don’t repair men’s size eight shoes with 
leather stamped “extra large jumbo” on the bottoms. What will the 
customer think?
I prefer plain leather soles. I stamp my own name on them 
because I am proud of my work. It makes for a better bottom 
finish and my name means a lot more to the customer than extra 
large jumbo.
If the soles are stitched, make sure the channel is even and that 
all stitches are in the channel. If you see loose or skipped stitches, 
adjust your machine. Good stitching is a big part of the bottoms’ 
appearance.
There should be no marks, scratches, indentations from your 
hammer, sanding marks, inks, dyes, waxes or finger prints on 
the soles. When I did my first pair of full soles for my father, he 
handed me the shoes and held up the new soles.
“Do you see the beautiful finish on these soles?” he asked. “That’s 
exactly how I want them to look after you’ve put them on the 
shoes.”
Handle the leather with care when you work on the shoes and 
you will end up with a great bottom finish. Choose the right piece 
of leather for the job. Never set the new soles finish side down 
in your work area. Keep your stitcher clean to avoid wax and oil 
spots. Keep your channel cutter sharp and in line with the awl 
and needle for a perfect channel stitch. Don’t ever sand off the 
natural finish of the leather. After trimming, keep dye and ink off 
the bottom of the soles.
The Bottom Finish
There are only two kinds of bottom finish that meet today’s like-
new standard. The first is a natural leather look. The second is a 
leather stain that also looks natural. The products you can use to 
cover up the flaws I mentioned earlier look like a cover-up -and 
the customer knows the difference.
Coordinate the bottom finish with the shoes’ uppers. I use either a 
natural finish or a dark brown stain on most shoes.

For a natural finish, use a soft rag to apply a generous coat of a 
neutral paste after the edges have dried. The wax protects the 
leather while you finish the uppers. Once the uppers are finished, 
use a soft cloth to buff the bottom leather to a fine luster.
I complete the job with a very light coat of high gloss spray all over 
the shoes. This provides some water repellency, seals all the wax 
and dyes, and makes for a professional look.
For the stained finish, after the edges are completely dry, stain 
the bottoms using an oil dye. Apply the dye from the toe to the 
heel until you have an even coat. You must remove all excess dye 
while it is still wet. Use the brush on your finisher. This will spread 
the color more evenly as well.
Now apply a generous coat of clear paste wax. Because of the 
dark color, you can use your finisher’s brush again to buff the wax 
to a shine. Again, I use a light coat of high gloss spray to give the 
shoes a professional touch.
Remember, use the right leather and take good care of it for a 
great bottom finish.
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...thoughts from the past

To Submit Articles or Announcements 
for the SSIA Newsletter

email Sandra Verbruggen at 
sandra@ssia.info.
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buy cheap or buy smart
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Est. 1923

90th  BIRTHDAY

Help celebrate Hickory Brands 90th birthday by ordering some 
laces. Check out the full catalog at catalog.hickorybrands.com

Orders Received from distributors at the show will receive an extra 
10% discount.

www.hickorybrands.com        catalog.hickorybrands.com

Orders Received from distributors at the show will receive an extra 
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