As managing director of James H
Heal and Co. Ltd, David Repper is
responsible for approximately
eighty employees. The company
was bought by his father, Harry
Repper, in 1946 and has changed
considerably since those days. It has
remained a family business.

Harry came to England from
Eastern Europe shortly before the
second world war. He was an
engineer by profession and
accepted work producing all kinds
of machinery and testing
equipment required by local mills
and businesses. He also realised that
there was a large market for
European production machinery in
the UK and soon had a string of
important agencies.

David himself was raised and
educated in Leeds. He believes that
his choice of degree may have been
influenced by his father. ‘Although
my father was an engineer his
business was predominantly in the
textile field. Textile management
was therefore an appropriate choice
of degree and at that time Leeds
University really was the best
possible place to study’. In 1969
David returned from Europe where
he had spent a year perfecting his
French and German, and joined the
company. ‘I consider myself to be a
bit of a linguist’, he says, ‘so I took a
year out after my degree to spend
some time in Germany and
Belgium. The German particularly
has stood me in good stead ever
since as far as work is concerned.’

David believes that without his
fluency in German it would have
been much harder for him to do
business with German companies. ‘1
found them initially to be very
sceptical about buying engineering
products from British companies. A
large number of barriers needed to
be broken down before we could
gain their trust. [ used to travel over
there frequently and I honestly
believe that we have been

successful in our dealings with them
partly because of the respect I was able
to gain by conversing with them in
their own language.” Even now he
speaks to his German agent on an
almost daily basis.

There has been a huge amount of
change since David joined the family
firm. Early on, it was clear that
customers were becoming more
knowledgeable about what they were
buying. In order to survive, the
company was compelled to
substantially reduce its large number of
activities. When he took over as
chairman and managing director in
1982, David reduced the scope of the
business further until it concentrated
solely on testing equipment. ‘Since the
decision to specialise we have gone
from strength to strength. Our
strongest desire is to remain ultra-
professional and to be the best in our
field”’

David has an aim for the future
which invelves adding many new
products and services and improving
existing ones. He is full of ideas and
enthusiasm, He is the first to admit
though that it has been hard work to
achieve the excellent business
reputation that the company has. “We
have a good name amongst our
customers. We hope people trust us
and can rely upon us, and that is

something which has helped our
business to grow. We have fostered
this very carefully over the last 25
years. We are very proud of our
business and strive constantly to
maintain high standards.’

When asked what he would
consider to be his greatest
achievement, David replies without
hesitation. “The biggest thrill that
we have had here was winning the
Queen’s Award for Export
Achievement. That year we were
one of only three textile machinery
companies and were up there with
the likes of Marks and Spencer and
IBM! Our standing has improved
tremendously and ithas had a
momentous effect on our business.
This was a remarkable milestone
and we have made the most of it.”
Heals has also achieved 15O 9001
accreditation and is actively
encouraging the suppliers it deals
with to work towards this.

The Society is very important to
Heals and to David personally. He
has been a member for many years
and the company is the exclusive
European distributor for SDC
fastness testing products. Heisa
keen supporter of SDC events,
having recently attended the
reopening of the Society
headquarters. The company is often
represented at events and
contributes to the Society in various
ways, making the relationship very
much one of give and take.

David believes that he has plenty
of ideas left. For example, Heals
recently committed itself to the
Investors in People standard. He
says, ‘It really is amazing to watch
people developing and to be able to
tap into the potential and talents
that they have. The company is
celebrating its 125th anniversary
this year, and I earnestly believe
now that there is no better way to
enstire continuity and a bright and

prosperous future.’
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