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SHOE REPAIRERS
IN THE SPOTLIGHT

Johan Remmerts Wins 2013  
Robert DiRinaldo Grand Silver Cup
SSIA presented the 2013 Silver Cup Awards at its 109th Annual 
Convention in San Diego in July. Johan Remmerts of Schoenmak-
erij Flink in the Netherlands took home the Robert DiRinaldo 
Grand Silver Cup for the contest’s top entry. 

Having spent the last 17 years in the shoe repair industry, Rem-
merts believes the profession is unique because everything is 
still done by hand and requires a high level of craftsmanship. 
Shoemakers, he said, are very skilled people and he was thrilled 
to be honored for his skills.

“I am very happy and honored to be here,” he said. “I want to 
thank everyone. I have only been here for four days , but this 
has been a major experience for me. I love the city and the 
people I have met.”

Remmerts concluded his remarks with his motto, “ Love for the 
profession is the basis for success.”

To see a short video Remmerts prepared, visit the SSIA web site 
at www.ssia.info.

Gold, Silver and Bronze Awards

In addition to the Robert DiRinaldo Grand Silver Cup, SSIA also 
presented gold, silver and bronze awards to entrants whose 
work met the standard for each level. Two gold awards, three 
silver awards and three bronze awards were presented to the 
following individuals.

Gold Awards

Ronald Nijdam 
Quick Cobbler 
Vancouver, BC

Eddie Welkamp 
DeKaplaars 
The Netherlands

Silver Awards

Steve Doudaklian 
Bedo’s Leather Works 
Falls Church, VA

Tony Piccoli 
Cobblers Corner 
Northville, MI

Silver Cup winners show off their trophies in San Diego (left to right):  Renée 
MacDonald, Ronald Nijdam, Steve Doudaklian, Johan Remmerts and Kumar 
Autar.

Johan Remmerts (second from left), accepts the Robert DiRinaldo Grand Silver 
Cup from Robert’s wife Josephine DiRinaldo (left) and daughter and son-in-law 
Lisa and Anthony Pampena.

Ricardo Van Dalen 
Cambreur Special Schoenmakerij 
The Netherlands

Bronze Awards

Kumar Autar 
Shoe Repair BV 
The Netherlands

Rachel Drumheller 
Fast Feet Shoe Repair 
Wilmington, DE

Renée MacDonald 
Quick Cobbler 
Vancouver, BC

(continued on page 5)
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LETTER 
FROM THE 
PRESIDENT

The 109th Shoe Service Institute of America Convention is his-
tory, and was one of the best shows ever held by the SSIA in 
Southern California.  There were nearly 200 shops in atten-
dance, with 45 new shops signing up for membership in the 
SSIA.  By any standard, it was a resounding success.  

The hotel was recently renovated, so the accommodations 
were top of the line.  There were indoor and outdoor pools, 
although with the sunny San Diego weather the outdoor pool 
was the place to be.  Early mornings found several of our 
members working out in the hotel’s fitness center, although I 
managed to avoid anything that looked like exercise.  The ex-
hibition hall was the perfect size, with our meeting and semi-
nar rooms right across the hall.  Our Saturday breakfast used 
both indoor and outdoor seating, with a very impressive buf-
fet.  There was a Saturday evening cocktail party sponsored 
by Burten Distribution, and a Sunday continental breakfast 
sponsored by Saderma, Inc.  Thank you Gene Burten  and 
Lucy Demerdjian for your generous support of the SSIA.

One of the best features of the hotel was the trolley station 
next to the hotel.  All of the attractions of San Diego were 
accessible via the trolley, including the waterfront, Old Town, 
the San Diego Zoo,  Balboa Park and many more.    

The highlight of the Saturday breakfast was the Silver Cup 
Awards, with the Robert DiRinaldo Grand Silver Cup leaving 
the United States for Europe.  Our next Silver Cup contest will 
feature the Robert DiRinaldo Grand Silver Cup, which will re-
quire every entry to be sponsored by a member wholesaler.  
There will also be an International Silver Cup, open to anyone 
anywhere in the world.  Past Silver Cup winners can enter 
the International Silver Cup to make it a face-off between the 
best of the SSIA against the world.  

On a personal note, I would like to thank Harry Loewenberg 
for a great job both as a board member and as the editor of 
our newsletter.  Harry comes from one of the most respected 
families in the industry, and his knowledge and wit will be 
missed by all of us on the board.  Harry, come back soon. 

I would also like to thank Mike Morelli for a great job as a 
board member.  Mike’s understanding of the business side 
of shoe repair really helped us in our discussions as a board.  
Mike has a great shop in Chicago and I know it is only a mat-
ter of time before he reactivates himself.  Thank you.  

Our 2014 convention in Valley Forge, a suburb of Philadel-
phia, will be a very well attended show.  The crew from 
Frankford Leather Company always does a great job in pro-
moting our shows, and I know that 2014 will be no exception.  

Don Rinaldi, President 
Shoe Service Institute of America 

The shoe repair industry converged on San Diego in July for 
what was one of the better West Coast shows in recent years. 
The 109th Annual SSIA Convention attracted more than 400 
people from 200 shoe repair shops, 19 wholesaler companies 
and 30 exhibiting companies. The convention attracted retail-
ers from 25 states and five countries outside of the United 
States. The show floor was crowded for the entire weekend with 
people looking for ways to enhance their businesses.

“Where else can you go and talk to others about shoes and shoe 
repair and not have their eyes glaze over in the first 10 sec-
onds,” joked Randy Pellman of Concept Shoe Repair in Swansea, 
IL. “Seriously, it’s a great way to network with others in our 
trade, learn new ways of doing business, and interact with the 
vendors.”

Expo Draws a Global Crowd

Exhibitors came from the United States, Canada, Mexico, 
France, Germany, Spain and Italy to display their wares. Prod-
ucts on display ranged from machinery, to back room supplies, 
to retail products designed to add value for customers and 
profits for shoe repair shops. There were also shoes and point-
of-sale systems on display.

SSIA’s SAN DIEGO 
CONVENTION DRAWS 
A CROWD
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“I have been coming to these shows for decades, and I always 
find something that will help my business,” said Randy Lipson 
of Cobblestone Shoe Repair in St. Louis. “Whether it’s a new 
product or a tip that I pick up from networking with my peers, 
the trip is always worthwhile.”

“We are relatively new member of SSIA,” added Holly Mahfoze 
of Dean’s Shoe Repair in Charlotte, NC. “The shows, especially 
this past one in San Diego, have helped us find new (and some 

older) products to better the quality of work that leaves our 
shop.  The exhibitors are very helpful in showing us what is out 
there for shoe repair. Our new relationships with wholesalers, 
suppliers, SSIA members and other shoe repairers and shoe-
makers is invaluable to us.  Any concerns or problems that may 
arise can be solved with just a quick phone call or message.  We 
appreciate the friendships that have developed over the past 
four years.”
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Seminars Address Repair and Marketing Techniques

When the expo was closed, SSIA’s seminars were open. Mem-
bers shared their knowledge on topics ranging from machinery 
maintenance, to adhesives, to social media to how to effectively 
organize a shoe repair shop. Highlights from all of the seminars 
are featured in this newsletter. Video of some seminars is also 
available on SSIA’s web site at www.ssia.info. Look for the link 
on the home page.

2013 Silver Cup Awards

Saturday morning’s breakfast featured the presentation of SSIA’s 
2013 Silver Cup awards which included the newly-renamed Robert 
DiRinaldo Grand Silver Cup. Johan Remmerts of Schoenmakerij 
Flink in the Netherlands took home the top prize. Again, you’ll 
find photos and details elsewhere in this issue of Footprints.

New Directors Elected

During Saturday’s annual business meeting, SSIA President Don 
Rinaldi recognized outgoing board members Harry Loewenberg 
and Mike Morelli for their service to the association. Elections 
were then held for new supplier, wholesaler and repairer board 
members. Marcelo Coronel of Gus’ New Quality Shoe Repair 
was elected to a three-year term as a repairer director. Steve 
Sachs of I.Sachs Sons was elected to a three-year term as a 
wholesaler director, and Blase Knabl of Shoe Systems Plus was 
re-elected to a second three-year term as a supplier director.

Everyone Gets a Door Prize!

Okay, perhaps it wasn’t like the Oprah Winfrey show where ev-
eryone gets a prize, but door prizes abounded at the SSIA expo 
and most registrants walked away with something to make their 
trip a little more valuable. Exhibitors donated dozens of door 
prizes ranging from product samples to a full line of products. 
Dana Huval of Huval’s Boot & Shoe Repair in Crowley, LA won 
$1,000 worth of products from Moneysworth and Best. SSIA 
also gave away three cash door prizes. 

Thanks to Our Supporters

There are many companies that made this year’s convention a 
success. SSIA would like to thank all of the exhibiting companies. 
Without their support the event would not have taken place. 
Thanks also go to the sponsors of the Silver Cup Contest (listed 
in this issue) for their support of excellence in shoe repair.

SAN DIEGO HIGHLIGHTS SAN DIEGO CONVENTION 
(continued from page 3) 

WANT TO CONTRIBUTE?
Send articles or suggestions to Sandra 
Verbruggen (sandra@ssia.info) or Mitch 
Lebovic (webmaster@ssia.info).



Footprints - Fall 2013     5www.ssia.info

Grand Silver Cup Renamed in Honor of Robert DiRinaldo

The SSIA board of directors voted earlier this year to rename 
the Grand Silver Cup to honor Robert DiRinaldo’s commit-
ment to excellence in shoe repair and, specifically, the Silver 
Cup Contest. DiRinaldo, who passed away in 2011, won 
the Grand Silver Cup in 1987 and spent the next 25 years 
promoting the Silver Cup Contest as a judge, a writer for 
Shoe Service magazine and a speaker at SSIA events. His wife, 
Josephine DiRinaldo, and his daughter and son-in-law, Lisa 
and Anthony Pampena, attended SSIA’s San Diego convention 
to present the first cup named after Robert. 

Next Contest to be Held in 2015

SSIA President Don Rinaldi announced that the next Silver 
Cup Contest will be held in 2015 and would be expanded to 
include North American and international divisions.

“The North American repairers will compete for the Robert 
DiRinaldo Grand Silver Cup and the international division will 
compete for a different prize,” Rinaldi announced. “Further-
more, we will invite all of our past Grand Silver Cup winners 
to compete in the international division so it truly will be the 
best craftsmen in the world.”

Look for more information at www.ssia.info.

Silver Cup Contest (continued from page 1)

Winners of SSIA’s cash door prizes (left to right) Ronald Nijdam, David Vanek 
and Ray Khattar along with SSIA Vice President Blase Knabl and Mohamed 
Mahfoze.

A special thanks goes to the SSIA member wholesalers that 
helped promote the show. Burten Distribution and Saderma, 
Inc. worked hard to turn out customers and make the show a 
success. Both also sponsored events (Burten a Saturday-evening 
reception and Saderma a Sunday-morning breakfast) to add to 
the weekend’s experience.

Mark Your Calendar

As good as this convention was, SSIA is expecting an even larger 
crowd next year. The 110th Annual SSIA Convention will be held 
July 19-20, 2014 at the Doubletree by Hilton Hotel Valley Forge 
in Philadelphia, PA. Preliminary details are on the SSIA web site 
at www.ssia.info. Make your plans to attend today and we’ll see 
you in Philadelphia next July.
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SSIA asked the winners in this year’s Silver Cup Contest what 
makes the difference between everyday work and award-win-
ning craftsmanship. Here is what they had to say.

Johan Remmerts

• Award winning work is pricey. 
• Award winning work takes more time. 
• Not all customers want this level of work. 
• Award winning work requires more effort.

How will you use your award to promote your business?

The award is the best advertising that you can have. We place 
the award in newspapers and on Facebook. We talk about it on 
radio and television programs. We have taken a lot of pictures 
to display in our shop.

This prize has yielded a lot of fame for us. It is very special for 
me and for our shop.

Eddie Welkamp

• Make sure that the work is done correctly. Do not try tricks. 
They don’t belong in the shoe.

• Be sure that the model from the sole and heel are the origi-
nal model.

• Stitch the shoe as it was originally stitched, either by ma-
chine or by hand.

• Sand it without bumps and at the right angle.
• Mix ink or wax into the right color before putting it on the 

shoe.
• Polish it and make it shine like mirror.
• No fingerprints or scratches.
• Look at all stitches in the upper and put new laces in the 

shoe.
• Choose a shoe that is a eye-catcher and not easy to make
• Learn from the judges’ scoresheets. 

How will you use your award to promote your business?

When you have a good result, send it to the press. Let them 
make a story about it and advertise with it. Also, show the prize 
in your store. It works!

TIPS FROM THE TOP
WHAT MAKES AWARD WINNING WORK? 

Steve Doudaklian

• Have a passion for what you do. 
• Pay attention to detail. 
• Do the best that you can. 
• Be proud of your entry.

How will you use your award to promote your business?

I will contact the local paper to start with and spread out from 
there maybe to the television networks. Of course, I will display 
my trophy in the shop and talk to everyone about it.

Tony Piccoli

• For the Silver Cup Contest, you have to clone the shoe. 
Make it like it was when it came out of the box.

• Hand sand the edges. For your contest shoes, those edges 
have to be smoother than smooth.

• I channel-stitched my shoes. 
• You have to do the things the judges want to see, so it’s 

important to be aware of what the judges want.
• Be prepared to do things differently than you may have 

been taught by your father, your grandfather or whoever 
mentored you.

• When you’re done polishing the shoe, polish it again, and 
again, and again. And just when you feel you’re 100 percent 
satisfied, you do it again. You keep on doing it until you get 
that feeling in your gut that you’ve done all you can do.
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10 TIPS TO IMPROVE 
YOUR SILVER CUP WORK

We asked 2002 Grand Silver Cup winner and Silver Cup judge 
Jim McFarland what advice he would give to Silver Cup entrants. 
Here are his top 10 tips.

• If  you use a quality shoe, you will get much better results.

• When you work on your shoe, try to clone the original 
shoe. Make it look like it did when it came out of the box. 

• We look at how well the shoe was restored  to its original 
factory condition. Using your own ideas does not always 
help.

• We do not want you to use a blind-stitched shoe because 
we want to see the stitching. You don’t have to stitch it, but 
you will lose points. 

• We are always happy to send out blank scoresheets so you 
have a guideline as to how your entry will be judged.

• Give yourself plenty of time to repair your contest shoe. It 
does not hurt to even start it a year out in case you mess it 
up and need another pair

• E-bay is a great place to find quality worn shoes--  Alden , 
Allen Edmond, etc.

• Do not take a low score personally. Most people start 
low until they learn how to do a contest shoe. Most of us 
started at the same place.

• When you’re finishing a shoe, I would only use polish. Spray 
products do not work as well in most cases. 

• I said this once, but it bears repeating. The best way to 
recraft the shoe is to make it a clone of the original . Make 
sure the sole thickness is the same as well as the width of 
the sole and heel.

How will you use your award to promote your business?

As soon as I get a press release, I will send it to my local paper 
and the Detroit Free Press and the Detroit News. I will put in 
on the home page of my web site so it’s the first thing custom-
ers see when they log on. The web site will come first as that’s 
where the media turns these days.

Ricardo Van Dalen

As I see it, there is no separation between Silver Cup  winners 
and every day work. All repair work has to be like the work I did 
for the Silver Cup Contest.

• Don’t overdo your  work for a contest. Make it like you   
 always do. 
• Always repair to the original state. Also, stitch the soles. 
• Be dedicated to your work. 
• Don’t be afraid to try new things, also things you have   
 never done before. 
• Use the right materials when painting soles.

JOIN SSIA TODAY!
Visit www.ssia.info/join to become a member 
today. You can join online or download an 
application to return by mail.



8     Footprints - Fall 2013 Shoe Service Institute of America

Kumar Autar

• Take your sweet time. I have thrown away dozens of points 
in these contests rushing to finish them at the last minute. 
Start on several nice pairs a few months in advance and 
then send in the two best pairs.

• Measure everything - every angle and surface. This is some-
thing I have neglected in the past, and it cost me points 
every time. 

• Keep old scoresheets on hand while you’re working. With 
every stage of the repair, go along the checklist to make 
sure that you’re still on track.

• This is mostly for the European contests, but I’ll add it any-
way. We love intricate and impressive designs. The judges 
and cobblers here just drool over tooled and/or dyed soles. 
However, that stuff isn’t going to fetch you more points 
if the job isn’t done perfectly. Putting more work into the 
shoes just means there are more things you need to do 
perfectly.

How will you use your award to promote your business?

Whenever I enter a contest, I put some posters up when the 
convention nears. Your costumers will love hearing about that 
stuff, and there will be dozens that ask you about it when the 
results are in. I have had less than satisfying results before, 

when my costumers heard about it they did nothing more but 
cheer me on and motivate me to try harder the next time. 

Local newspapers, radio and television love this kind of stuff. 
These kind of stories have a pleasant feel to them. I noticed 
people love hearing about their local cobbler winning an award. 
It’s almost as if they experience some kind of team spirit when 
they hear that you won something, or at least tried. 

Rachel Drumheller

As a repair person, you try to put your best into everything you 
do. But with competition shoes, you tend to pay closer atten-
tion to the littlest details. For example, on a customer’s shoes if 
your machine skips a stitch, you’ll probably let it be. But on your 
competition shoes, no way. You take out the stitching and do it 
over .

• On a customer’s shoes, you’ll do a nice, quick, pretty shine. 
But you may spend a week shining your competition shoes 
until you get that perfect mirror finish where you need your 
sunglasses just to look at it! 

• For your competition shoes, start out with the best possible 
pair you can find. You want the least amount of work with 
the best possible outcome. 

• With a customer, you work to make them happy and make 
some money.  Competitions you do on your own time to be 

TIPS FROM THE TOP (continued)
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the best, to outshine everyone else to be known as the best 
of the best for your pride. 

How will you use your award to promote your business?

We will show it off, of course. What better way to get people to 
notice you, than to have a...or some...big shiny trophies holler-
ing out at everyone who walks by. They say, “Look at me! We 
are the best at what we do!”

Having trophies and awards out where everyone can see them 
will turn heads and make people come in faster than any radio 
or newspaper ad. People remember them and talk about them. 
We have a large display case at the front of our shop. You can’t 
walk by without seeing it. It’s fun watching people as they walk 
by and the trophies catch their eye. Most stop and look, come in 
and ask questions and almost always return with something for 
us to repair.

Renée MacDonald

• Choose shoes that will be a pleasure to work on. Some-
times the quality of the shoe can be inspiration in itself. 

• Take the time to select, alter or make the best parts and 
materials suitable for the job

• Pay attention to the details. No detail is too small to be 
considered

• If you have your scoresheets from a previous Silver Cup 
entry, have a look over them to see what your weak areas 
were and try to improve on them. 

• Above all else, have patience! It will likely take far longer 
than you think it ought to get your shoes to the level you’d 
like them. 
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CONVENTION HIGHLIGHTS
SAN DIEGO SPEAKERS SHARE THEIR BEST IDEAS
SSIA offered seminars on everything from repair techniques, 
to marketing, to shop management during its 109th Annual 
Convention in July. We asked each speaker to provide the most 
important take-aways from their presentations. Here is what 
they had to say.

Techniques in Bonding 
Jim McFarland

• Always have proper ventilation or a fume extraction unit. 
• Never be afraid to ask us a question. Your results will be 

better than if you guess.
• It is always best to let items sit at least 40 minutes before 

sanding so the green strength is close to its maximum.
• Learn your materials! If you can identify your materials, you 

can bond anything.
• You can always visit the bonding videos for free if you need 

more information on materials and glue at www.youtube.
com/user/ReniaVideos.

Gaining Customers Through the Internet
Blase Knabl, Jr.

• Register your business on as many review sites as pos-
sible -- Google Places, Yelp, Yellow Pages, City Search, etc. 
Provide store hours, verify that your address and phone 
number are correct and upload a photo of your building.

• Maintain your business pages. Respond to reviews profes-
sionally. Try to offer a solution when responding to negative 
reviews.

• Create a Facebook business page. Upload before and after 
photos of your work. Ask for customers’ consent first. 
Customers sharing your posted pictures provides significant 
free marketing.

• Google Trends is a powerful tool that can give you market-
ing insights. See searched terms, volume of searches and 
where the searches are originating.

• Reddit is a booming social site. Familiarize yourself and 
when ready, post an introductory thread in your city’s sub-
reddit, i.e. reddit.com/r/seattle. Provide a short introduc-

Jim McFarland shares bonding techniques with a standing-room-only crowd.
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tory statement, discount for people who discovered you 
through the site, links to review pages and pictures of your 
work. Also, occasionally search for shoe repair (sort by new-
est first) to see people in need of help.

Benefits of a Point of Sale System
Jeff Lipson

• It provides a consistent pricing structure.
• It provides a great customer history -- what they purchased, 

when, special needs, etc.
• It makes it easy to market to your customer base by captur-

ing their contact information.
• It produces a variety of reports that provide snapshots of 

how your business is performing.
• It helps you track shoes throughout the repair process.
• It will tell you what is due for the day to make sure you 

don’t forget anything.
• It stores notes on customers. I use it to track personal infor-

mation (pet names, family members, etc.). It helps me build 
personal relationships with my customers.

Machinery Maintenance
Blase Knabl

Blase Knabl of Shoe Systems Plus covered machinery mainte-
nance in front of a standing-room-only crowd. His seminar:

• Stressed the importance of maintaining dust bags to maxi-
mize a finisher’s performance.

• Compared and contrasted new aluminum and rubber con-
tact wheels with old style wood and felt wheels

• Explained how to make sanding belts track better
• Discussed how to rebuild pneumatic presses with conver-

sion components.
• Showed the difference between Auto-Soler and Sutton 

adjustable sole trimmers
• Explained easier ways to remove bearings or replace 

brushes.
• Demonstrated how to remove  and adjust 5 in 1 cutter 

blades.
• Showed the difference between good Landis parts and 

defective ones that won’t work.
• Demonstrated how to re-thread your stitcher without using 

knots, glue or anything else.
• Distributed how-to information  to all who attended. To see 

this information, visit the help section of the Shoe Systems 
Plus web site at www.shoesystemsplus.com/parts.html.

Organization = Money 
Patrick Harper

Organizing your shop saves you money by: 
• Knowing what materials are in your shop. 
• Knowing where the materials are. 
• Knowing what materials can be prepared in advance. 
• Having the layout of your machines in a logical order for   
 efficient work. 
• Practicing the technique of working on one shoe until at a  
 natural stopping point (adhesive drying, finished shoe). 
• Having stations for specific procedures (dyeing, patching,   
 stitching, leather-work, etc.) with all required machines   
 and materials.
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• Having areas of retail products that 
are related to each other (ex. shine 
brushes next to polishes, stretchers 
next to stretching fluid).

• Having information cards hung next 
to retail products in order to inform 
the customer on product uses.

• Using check lists for machinery 
maintenance in a timely manner.

• Having a system to track shoes (tick-
ets, computer-based, etc.).

• Using customer information to tar-
get market your services.

Alternatives for Profit Generation in 
Your Business 
Milt Moravek

• Seek products that aren’t available 
in mass retail on a widespread basis.

• Request manufacturers to provide 
“demand pull” materials that cus-
tomers can use to learn more about 
products and the benefits they can 
provide.  

• Keep retail area neat, organized and 
clean.  Put best sellers at eye level or 
at point of purchase (near the cash 
register).  

• Have at least a basic knowledge of 
products you sell.  Manufacturers 
should provide material to enhance 
employee understanding.  

• Although this doesn’t apply to 
every product sold in shoe repair, 
an effective technique to drive 
more business to their stores is to 

educate referral sources about the 
product availability.  This includes 
local physicians, therapists, athletic 
trainers, etc.  This can be accomplish 
via personal visits, networking, and 
direct mail.

• Align with manufacturers that guar-
antee their products will sell or they 
will buy them back.  

How to Grow Your Sales and Profits 
Seth Cohn

The team from Tauer & Johnson dis-
cussed the benefits of selling shoes in a 
shoe repair shop. Here are the highlights:

• We make sales easy for shoe repair.
• Add sales with future repairs in 

mind.
• Add high margin profit.
• We provide truly comfortable, qual-

ity footwear.
• Shoes made in any size, length & 

width: From a 2 – 23, and from a 4A 
to 8E.

• We offer a variety of leathers, colors, 
and soles.

• We hand craft every pair of shoes, 
one pair at a time.

• Our start-up package includes an 
iPad.

• We finance the package over a year.
• Please talk with other Shoe Repair 

colleagues such as Tom Giamalva, 
Joe Stern, Dan Shulters and Mike 
Morelli for their input.

Support the 
Companies that 
Support You
The following companies are supplier 
members of SSIA. Their support of 
this association helps us bring you 
this newsletter, our conventions and 
everything else we do. Please support 
them as they support you.

 Angelus Shoe Polish Company
Arbelsoft  Inc.
Birkenstock USA, LP
Boris Shoe Components Supply
Casali SNC dei F.lli Casali & c.
DBA Euroimport Co., Inc. / Pedag USA
Del Toro Suelas
Fiebing Company Inc.
Foam-Tex Solutions Corp.
Gateway Shoe Machine Inc.
Guard Industries
H.S.I. International
Hickory Brands
International Shoe Equipment
Justin Blair & Company
Keys Wholesale Distributors, Inc.
Kiwi Shoe Care
Landesman Bros. Inc.
Landis International, Inc.
Lincoln Shoe Polish Company
Moneysworth & Best
Pecard Leather Care Company
Pedifix Footcare Products
Petronio Shoe Products
Quabaug Corporation
Renia GmbH
RSV Enterprises
Sellari Natural Wax Company
SFS Associates, Inc.
Shoe Systems Plus Inc.
Sole Choice, Inc.
Soletech, Inc.
Spenco Medical Corporation
SRE Importers Corporation
TARRAGO Brands International SL
Tarrago USA, Inc.
Tauer & Johnson, LLC
Toe Armor
URAD Products (Dynamique 9, Inc. )
Vibram USA

Blase Knabl discusses machinery maintenance.

SUGGESTIONS?
If you want to suggest a seminar or speaker for next year’s 
convention, contact Ira Freedman at shumkr@aol.com
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Many of you may remember SSIA donated equipment and sup-
plies to the shoe repair training program at Washington, DC’s 
Spingarn Senior High School last school year. Springarn now has 
been officially closed. As a result, instructor John “Peterbug” 
Matthews was forced to find a new home to teach his trade. 

While this year school’s closures mean the movement of stu-
dents and families from familiar confines to new ones, they also 
mean the movement of veterans such as Matthews. In some 
cases, school employees will lose their jobs. In others, such as 
Matthews’, they will be reassigned.

In a city that is changing physically and culturally, Matthews’ 
story is a typical one. Like many school employees, he was born 
and raised in the District and learned how to make a living from 
the city’s school systems. And for 20 years, he’s given back to 
the community that gave him so much. 

He started his class in 1993 at Chamberlain Vocational High 
School, which closed. In 1998, his class moved to Phelps 
Vocational High School, which also closed. Then he landed at 
Spingarn. 

While some might see a shoe repair class as old-fashioned, 
Matthews has always taught more than just the basics of being 
a cobbler. He stresses entrepreneurship in his class, which is 
an elective course. He implores his kids to look at all manner 

of presenting their work, from shop organization to having a 
professional attitude. He’s also shown skill with special educa-
tion students.

Perhaps it is that legacy that led school officials to find a new 
home for him in the fall. “I’ve been supportive of his program, in 
fact, even though it doesn’t necessarily fit in with the new direc-
tion of Career and Technical Education” in the school system, 
said Kaya Henderson, D.C. chancellor. “You have to have room 
for exceptions. This is a guy who contributes significantly to who 
we are as a school system. For me, that is important.” 

So, this fall, Matthews will be moving to the new Dunbar Senior 
High School building. It’s a prospect he’s happy about. He says 
the principal welcomed him with “arms out. [It] shocked me. . . . 
I went and saw my class the other day. It’s brand-new. I’m like, 
‘Wow, I’m going to be in here?’ I’m going to have to paint my 
machines so they won’t look so old. You can’t be in a brand-new 
house and you still got a broken couch,” Matthews joked.

Matthews is starting the school year with 38 students. If you 
would like to donate products or supplies, you can send them to:

Peter Bug Matthews 
Dunbar High School 
101 N Street Northwest  
Washington, DC 20001

WASHINGTON, DC SHOE REPAIR PROGRAM RELOCATES
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Support the 
Companies that 
Support You
The following companies are whole-
saler members of SSIA. Their support 
of this association helps us bring you 
this newsletter, our conventions and 
everything else we do. Please support 
them as they support you.

Baltimore Leather
Burten Distribution
D & L Leather
DC Leather & Findings
Fort Pitt Leather & Shoe Repair 
 Supplies
Fournitures De Cordonnerie C.B.inc
Frankford Leather Co.
H.L. Zitrin Corp.
I. Sachs Sons
I. Samuels & Sons
J. H. Cook & Sons, LLC
J. Weiner & Associates,Inc.
Kaufman Shoe Repair Supplies, Inc.
Konomos Distributing
LaBelle Supply Co., Ltd.
MacPherson Leather Co.
Miami Leather
Montana Leather Company
National Leather & Shoe Findings
O. Baltor & Sons
Oregon Leather
Raymond Tignino & Son
Ruby Leather Company
Saderma of Los Angeles
Saderma of Orange County
Southern Leather Co., Inc.
State Leather

Like all businesses today, shoe repair 
shop owners must be adept with social 
media to effectively market their services 
and communicate with customers. Mar-
celo Coronel of Gus’ New Quality Shoe 
Repair in Chicago, Ill. addressed this topic 
at SSIA’s 109th Annual Convention in July. 
Here are his tips on effective use of social 
media.

“Social media marketing has been a 
huge success for Gus’ New Quality Shoe 
Repair,” says Coronel. “It allows clients 
to have instant access to our shop and 
interact with each other in a private set-
ting. The benefit to us is that it opened 
up our business and reached clients from 
all over the country without any over-
head costs.”

Shoe repair shops  want people to buy 
their products and services. It’s that 
simple. But why do consumers buy prod-
ucts? Features alone used to sell prod-

ucts. But in the digital age, things have 
changed. As your own brand manager, 
you need to tell stories to evoke emotion 
in potential buyers. When your custom-
ers become emotionally connected to 
your brand, they trust you more, and 
trust leads to sales. If you want to gener-
ate trust among current and potential 
customers, try these strategies on social 
media.

• Be creative: Creative content sells. 
You can take ideas from other social 
media campaigns, but always put 
your own spin on things to keep your 
brand fresh and appealing. You’re 
sure to lose the trust of consumers 
if they notice you blatantly copying 
other brands’ social media efforts.

• Be a storyteller: Create emotion 
by telling stories about your brand 
such as your journey, your founding 
principles or how you’ve overcome 

SAN DIEGO HIGHLIGHTS

GAINING YOUR CUSTOMERS’ 
TRUST USING SOCIAL MEDIA

SOCIAL MEDIA EXPLAINED
Since most people now spend a great deal of their time on social networks, it is a market segment that 
cannot be ignored. From computers, tablets and phones, the channels people use for their social media 
connection are endless. Here is a guide to a few social media outlets and what they mean to you.
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struggles. Stories create an emotional connection, and 
emotion can sell products.

• Showcase reviews and testimonials: People trust other 
people more than they trust brands. You need to show how 
your product has genuinely helped real customers in order 
to gain the trust of new customers.

• Always be responsive: When someone writes on your wall, 
tweets at you, etc., it’s usually because they’re expecting 
a reply. Make sure to reply to people promptly and accu-
rately. You’re likely to build trust with prospects when you 
answer their questions or concerns. Don’t look like you’re 
hiding anything.

Your customers are the life blood of your shoe repair business. 
Treat them with respect and always give them reasons to trust 
you. Trust will help you build a loyal fan base and develop valu-
able relationships with your customers.

Social media marketing programs usually center on efforts to 
create content that attracts attention and encourages readers to 
share it with their social networks. Sales keep you in business. 
Marketing keeps you in sales! 

(#hashtags .-  A hashtag is a word or a phrase prefixed with the symbol #. It is a form of metadata tag. Short 
messages on microblogging social networking services such as Twitter, Tout, identi.ca, Tumblr, Instagram, Flickr, 
Google+ or Facebook may be tagged by putting “#” before important words, as in: #shoerepair #job #workin-
progress #chicago #etc) 

THANK YOU SILVER CUP/
DOOR PRIZE SPONSORS
SSIA thanks the following companies that generously sup-
ported excellence in shoe repair by sponsoring the 2013 
Silver Cup Contest.

Gold Sponsors
Shoe Systems Plus
Vibram USA

Silver Sponsors
Fiebing Company, Inc. 
SC Johnson/Kiwi Shoe Care
Vibram USA

Bronze Sponsors
Foam-Tex, Inc.
Guard Industries, Inc.
Pecard Chemical Co.
Tauer & Johnson
Vibram USA

Also, SSIA gave away dozens of door prizes at its San Diego 
convention. These prizes ranged from products to cash. Thank 
you to the following companies for donating these prizes.
 
Angelus Shoe Polish Co.
Borris Shoe Components
Birkenstock USA
Fiebing  Company, Inc.
Foam-Tex Solutions Corp.
Guard Industries
JR Leather
Lincoln Shoe Polish
Moneysworth & Best
Petronio Shoe Products
Quabaug Corporation
Renia GmbH
RSV Enterprises
SC Johnson/ Kiwi Shoe Care
SFS Associates, Inc.
Shoe Systems Plus
Spenco Medical Corp.
SRE Importers Corp.
SSIA
Tauer and Johnson
Topy
Vibram USA 
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Shoe Service Institute of America
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