
Visiting a museum should be like walking backwards into the future...



It all started with a company visit...



Most shoe museums have lost connection with the actual 
industry they are trying to commemorate.

This is costing them large sources of income and 
is threatening their future!

which led to an important realisation!



So when the local municipality , the local bank and the 
local society of shoe companies of Waalwijk asked me 
to help solve the difficulties of the local shoe museum, 
I started SLEM: a training and innovation institute that 
would be part of the Dutch Shoe and Leather Museum. 

and then to an invitation...



which resulted in a spectacular building and activities that successfully attracted 
companies, students and media from around the world 



until this happened...



We are the Footwearists!



business model of both SLEM and The Footwearists 



If footwear museums want to survive, the biggest hurdle is to 
overcome the  “small town mindset”!

The biggest issue is not location as such, it is mindset!



Most shoe museums are in rural areas, because that is where the shoe industry started,
but that is not where it takes place nowadays!



• located in the same country, 
but in larger cities

• cosmopolitan world view
• see rural towns as boring
• no interest in regional history
• not able to reach the museum
• interesting for shoe companies

• located abroad
• outside of the scope of both 

museum, local municipality 
and schools

• highly relevant to shoe 
companies though

• manufacturing is reshoring!

museum manufacturingdesign

the current situation

• located in small rural towns
• funded by local municipality 

based upon local cultural value 
and the value of the building

• targeting local audience
• focused on regional history
• local companies sponsor tiny 

amounts out of courtesy
• hard to reach with public 

transportation



museum manufacturingdesign
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but this is NOT the solution!



• collaborate with industry 
people to create:

• (traveling) pop-up expos and 
training in bigger cities

• focused on connecting past, 
present and future of footwear

• sponsored by (local) shoe 
companies that benefit from 
the larger audience

• no transportation issues

• potentially interested to go 
to the museum after pleasant 
surprise of pop-up expo

• interested to participate in next 
(pop-up) events or courses

• opportunities to attract 
companies from outside the 
region as sponsors

• located abroad
• outside of the scope of both 

museum, local municipality 
and schools

• highly relevant to shoe 
companies though

• manufacturing is reshoring!

museum manufacturingdesign

THIS should be the first step!



success stories



Asking museums to become self-sufficient  by just making income in the region,
is the same as demanding local companies to close all their operations outside of the region!



Do NOT underestimate the possibility to attract people from abroad! They do not have any image 
of your small town yet and see it as exotic. They will come if you offer interesting content!



Explore the value of your collection for footwear companies and develop a B2B strategy;
set up (or collaborate with) a commercial company to execute those activities.



Shoes are a very popular subject, use them as such! Offer a local history perspective but do not make it the 
main focus of your museum.

Do not think that people from bigger cities will come to you, take the museum to them, this will also allow 
you to raise more corporate funding and make income from traveling exhibitions. Attract visitors from abroad!

Define a good B2B strategy and start (or collaborate with) a separate commercial company to execute that. 
This will also make you less dependent on local funding and allows you to apply for innovation funding.

A museum that focuses on an industry that is still alive should not just be regarded as ‘culture’, it is also 
an economic asset to a town and should therefore be judged as such! Municipalities will also have to start 
regarding museum content as the main value, not so much the building.

conclusions



We would love to connect museums to industry!
contact us: info@footwearists.com

MACHINE SUPPLIERS MATERIAL SUPPLIERS SPORT/FASHION BRANDS CHINESE BRANDS COMFORT/SAFETY BRANDS TECH START-UPSRETAIL CHAIN STORES


