
On October 1, 1982 Riba

Edelstahl GmbH based

in Hamburg was founded

by the industrialist Hans-

Ulrich Hribar, who is today

the owner and managing

director of the company.

Initially, activities were re-

stricted with three em-

ployees to the regional

market in North Germany.

Already by the end of the

1980s, the company had

grown to more than ten

employees and continued

to expand. At the begin-

ning of the 1990s the

company moved into

new, innovative premises

with a modern compu-

terised high-bay ware-

house. Today, Riba Edel-

stahl GmbH is operating

successfully nationwide

with 25 highly motivated

employees. This year the

Riba Edelstahl team was

extended to include a

separate export depart-

ment.

As a supplier both to the

trade and to industry, Riba

Edelstahl is today indis-

pensable. Very early on,

at the beginning of the

1990s,Riba recognised

the opportunities that buy-

ing in Asian markets pre-

sented. As a result, Riba

succeeded in opening up

new stainless steel market

perspectives for its cus-

tomers. 

And so for many years-

now, Riba has been sour-

cing bright bar, pro-

 files,flanges and tube

accessories from India,

as well as Taiwan, and

today increasingly, in ad-

dition to these products,

sheet from China. When it

comes to the global sour-

cing of stainless steel
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semis, these have now

become the key markets,

Hribar says.

Diversity –
a pillar of the 
company philosophy

A particularly important

aspect of the company’s

philosophy is that its in-

ventories cover the who-

le range of stainless steel

semis, from sheet to fit-

tings. The customer can

choose from more than

7,000 dimensions in all

standard grades which

are constantly held in

stock, and can also ac-

cess, due to a well deve-

loped logistical concept

encompassing selected

works’ inventories throug-

hout Europe, stocks co-

vering more than 12,000

dimensions in over 30

grades. This doesn’t

mean that the company-

resorts to socalled “sprin-

ters”. On the contrary,

thedepth of stocks held

means that everything

can be obtained from a

singlesource, “one-stop

shopping” as it is called.

This has met with a high

degree of acceptance on

thepart of customers,

Hribar says.

Customer satisfaction –
an operational goal

A comprehensive service

contributes to customer-

satisfaction.

• Stainless steel sheet  

• Stainless steel bright 

bar

• Stainless steel bar 

• Stainless steel tube 

• Stainless steel ac-

cessories

• Stainless steel service 

(grinding and polishing

of all products)

• Stainless steel 

processing

• A wide range of 

products from one 

location

• European-wide 

logistics

• Certified to DIN EN

ISO 9001:2000

Tearplate, pattern rolled

sheet and perforated

sheet are held in stock in

addition to hot and cold

rolled sheet. Stainless

steel bright bar is stocked

as rounds, squares and

flats. Inventories of rolled

products include angles,

special profiles such as T,

U, and W sections, as

well as flats and round bar

in all their diverse forms.

Complementing this pro-

duct programme is the

whole range of round tu-

bes, welded (to DIN 500)

and seamless.

Alongside these products,

customers can find the

whole spectrum of tubular

sections – square and

rectangular. This com-

prehensive stock pro-

gramme is rounded off
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by the whole range of tu-

bular accessories, such

as weld and threaded fit-

tings, Tees, reducers,

caps, flanged disks, and

all forms of flanges and

clamps. Specialities such

as DVGW tubes and

press fittings, beverage

tubing and accessories

clearly demonstrate the

diversity of inventories

held.

Processing – stainless

steel made to measure –

and at  Riba  this does not

just mean grinding, coa-

ting and polishing, allows

Riba customers to make

even more of an impact

on the market.

Many years of experience

in this area significantly

enhances its customers’

opportunities to increase

sales. Customers can find

the whole range of possi-

bilities on the Riba Edel-

stahl website.

Strong presence
on the internet

In addition to the usual

printed catalogues, Riba

continuously provides its

customers with the latest

delivery programmes and

stainless steel technical

information via its con-

stantly updated website.

Every customer can

download the precise in-

formation required in PDF

format. “We want our cus-

tomers to  look into the fu-

ture”, Hribar says. Only

those who continuously

innovate and who are ful-

ly up-to-date can be suc-

cessful, and in this re-

spect  Riba Edelstahl sup-

ports its customers on a

daily basis.

The customer as a goal

Riba Edelstahl stands for-

partnership and this me-

ans:

• Intelligent solutions in 

the search for products

• Security when it 

comes to purchaing 

and supply 

• Support for project 

business 

• Diversity of products –

semis from sheet to 

fittings 

• Riba products through-

out Europe

• Growing together 

with Riba

• Permanent online 

special offers for Riba 

specials for registered

customers

Hribar himself: “Our cus-

tomers have given us their

trust over all these years.

For us this constitutes

both an obligation and

an incentive to carry on as

we have in the past, but

also to enter upon new

paths, in order to respond

to the increasingly inter-

nationally oriented busi-

ness of ourcustomers”.

High speed

“High speed” is the latest

product which Riba Edel-

stahl is now bringing onto

the market. High speed

quality stainless steel

bright bar, which meets

the highest demands of

customers due to its ex-

tremely high machining

speeds; and which is

available on the market at

a typical Riba price.
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Immediate service

A comprehensive logi-

stics service permits dai-

ly deliveries throughout

the whole of Germany

and abroad with selected

contracted shipping

agents, couriers, or ex-

press delivery. Riba Edel-

stahl serves the whole of

north Germany with its

own long distance deli-

very vehicles. The custo-

mer can be confident  the-

re  fore, that what he orders

today, he will receive to-

morrow.


