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You have to spend time

with the customer.

If you listen to the customer, 

you find out everything

you need to know. 

Albert Pausch
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P R E F A C E

In the year 2020, we celebrate the know-how, the courage and the commitment of all employ-

ees who have accompanied RAPA during its 100-year history. Most importantly, the successful 

leadership of four generations who have shaped the company with their expert knowledge, 

flexibility and adaptability, as well as their passion.

Since 1920, RAPA has been synonymous with technological innovation and the flexibility of a 

medium size company. Over the past decades, our company has evolved into a global supplier 

of automotive, industrial, and medical products.

Today, as in the past, we stand for clear values which are the guiding values of our business 

activities: Customer focus, competency, qualification, reliability, quality, innovation, sustainabil-

ity and fairness. Most importantly, you our employees play a central role in all this: Your loyalty, 

your expertise, and your motivation as well as your mutual appreciation are the keys to long-

term partnerships with our customers. Without your tireless commitment it would not be possi-

ble to pursue our economic, ecologic, and social goals. We are proud to have such a loyal team!

Given the health concern with the Corona Virus and its effects on RAPA, we are unable go 

through with the large-scale celebration for our anniversary in good faith as planned and we are 

cancelling the event with a heavy heart. Thank you for understanding! But come along with us 

now on a journey back in time – 100 years of scientific curiosity!

Problem Solver 
for 100 Years
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THESE ARE NOT
JUST A PAIR OF SUNGLASSES,
A NICE ACCESSORY.
THIS IS A STATEMENT. 

For solidarity. For an incomparable team spirit.

People who wear them are part of it, they are

one of us. Rapajans, Rapalogists?

No matter what we call ourselves or what we wear. 

Together we are solution finders and crisis managers 

through and through.

1.462 
People Wear RAPA Sunglasses
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August Pausch is not your “typical employee”. As sergeant in World War I, he cannot and will 

not accept a subordinate role. As a logical consequence he later sets up his own company 

– together with Hans Rausch he starts an electrical business in Selb in 1920.

O R I G I N

Success stories

do not necessarily 

start in a palace. RAPA 

has a modest begin-

ning as well. The

company was born

in a small workshop

at Badershof in Selb

before it began

expanding a few

years later.

In the beginning,
RAPA relied on electron-

ic convenience goods 
made of porcelain.

How could it be other-
wise in the porcelain city 

called Selb?

A look into the past: 
RAPA’s first company 

location at the Pfaffen-
leithe.

started before the First World War, increases in the 1920s. 

Add the fact that the city of Selb has a lot of experience in 

working with porcelain. August Pausch and Hans Rausch 

combine need and competency and start by “manufactur-

ing all electrotechnical goods” as it states at the top of 

Pricelist 1 published by Rausch and Pausch in 1921.  

Porcelain is the basic material of RAPA products. August 

Pausch is an engineer who 

likes to tinker and in work-

ing with porcelain he can 

rely on the experience he 

had gained at the porce-

lain manufacturing com-

pany Hutschreuther in 

Selb. Their business idea 

hits the mark dead on. 

Business is going so well that they can move to a new, 

much larger location in the Pfaffenleithe in Selb as early 

as 1923. The most important products are fuse inserts 

made of porcelain. These products would continue to form 

the RAPA portfolio into the early 1950s. However, August 

Pausch and Hans Rausch would not rest on the laurels of 

their early successes. The RAPA founding fathers continue 

to look for additional business ideas and develop new 

products. In 1925, RAPA gets one of its first patents for an 

“electrical test light”. This new product is the first of a long 

list of test devices to check voltage and electric tension. 

The two men are not a bad combination. One of them is an 

engineer, the other a businessman. One of them has the 

expertise, the other the necessary cash. Both have a good 

amount of self-confidence and courage, which is neces-

sary, if you decide on venturing out on your own after a 

dramatic event such as the First World War. For August 

Pausch and Hans Rausch this means setting up their own 

company. On September 

23, 1920, they get together 

and establish the company 

Rausch & Pausch in a 

small, rented shop in the 

Badershof in Selb. At that 

time, the second RAPA 

generation is already part 

of the business. Albert 

Pausch, born in 1907 and son of August, will later become 

managing director of the company, but it is here where he 

takes his first professional steps as an apprentice. His sal-

ary, as a document shows, is 80.00 Reichsmark. The his-

tory of the first owner generation demonstrates: RAPA 

discovers early that its adaptability and orientation toward 

solutions is its competitive strength.

Electrical Engineering instead of Dishes

RAPA’s business idea is trend setting and it suggests itself: 

The boom to provide electricity for everyone which had 

The First 50 Years
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Fuses, electrical test lights (patent 
in 1925), test lamps: In the first few 
years, RAPA adjusts its portfolio to 

the needs of the time.

RAPA now calls itself “Rausch und Pausch Electrotechni-

cal Factory”. The portfolio would include incandescent 

lights, circuit breakers, meter readers, voltage testers, and 

the RAPA automobile test light.

Jobs Done Manually with a Hand Press

The goods were delivered in large quantities to wholesal-

ers, public services, energy companies but also depart-

ment stores like Karstadt, Tietz and Woolworth. “The most 

important RAPA key markets were located in the eastern 

parts of the German Empire: Silesia, Berlin-Brandenburg 

and Saxony”, remembers Adolf Kreil who starts to work 

for the company in 1941 as a business and marketing 

apprentice. In the years after the war, he moves up to 

become general manager until he leaves RAPA in 1989 to 

retire. Adolf Kreil who works with adding and postage 

machines during his apprenticeship, recalls how the com-

pany functioned back then. “RAPA didn’t have a workshop 

atmosphere even back then. It was already a company 

considering the times, but everything was still made by 

hand. All the work was done manually with hand presses.” 

These jobs were secure even after the National Socialists 

came into power in 1933. In the course of a four-year plan 

that aims at getting Germany ready for war both econom-

ically and militarily, the RAPA portfolio was forced, how-

ever, to be drastically reduced: Beginning in the late 1930s 



One who experienced RAPA’s 
early years first-hand:  

Adolf Kreil joins the company 
as an apprentice in 1941.

White Goods

Soon after the end of the war, in 1945, RAPA starts up 

production again. Despite huge challenges in getting the 

necessary material, the production of fuses gets up and 

running. The need in the destroyed country is great, 

reconstruction begins. Adolf Kreil comes back to RAPA. His 

task: To build a non-existing purchase department from 

until the end of the war, RAPA only produces electrical 

fuses, albeit in large quantities. The creation of two new 

facilities demonstrated the expansion of production. In 

Pausa, in neighboring Saxony, about 50 employees work 

in the production of fuse inserts. In 1942, another facility 

is set up at the request of the military command in Karls-

bad. Adolf Kreil who has to join the military and fight on 

the frontlines as a young man and later becomes a pris-

oner of war, recalls that about 200 armed forces soldiers, 

who were recovering from mild injuries at a nearby army 

hospital, were working in the production of fuse inserts at 

that location. At the same time, up to 300 people were 

working at the location in Selb, most of them women.

The electrical test light 
becomes part of the RAPA 

product portfolio again 
after World War II.

13
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RAPA’s pioneers from left 
to right: Hans Rausch, 

August Pausch and 
Albert Pausch.

scratch. “It was all new to me, of course. But with the end 

of the war, we all felt such a relief, it was palpable, what 

pressure we all had been under, so that you dealt with new 

tasks much more freely”. At RAPA, people soon remember 

the many other products dating back to the time before 

the war and they pick up where they had left off back then. 

When the company celebrates its 30-year anniversary in 

1950, the first test devices as well as automobile test 

lights are back in its portfolio. Yet the curiosity, the joy in 

finding new ideas and products continues to distinguish 

RAPA. In the early 1950s, Hans Gundlach joins RAPA. In 

1951, this creative engineer would introduce relay tech-

nology to the company. Relay construction would deter-

mine the success for RAPA in the marketplace over the 

next 30 years. RAPA now produces relays for washing 

machines and televisions, and later even for the switch-

boards of the postal service. The quality is excellent, and 

soon brand names like Constructa, AEG, Telefunken, Sie-

mens in the “white goods” sector, Blaupunkt, Loewe, Saba 

or Nordmende in the “brown goods” sector, are now RAPA 

customers for relay switches. RAPA has established itself 

in the industry. Starting in 1965, Albert Pausch, already 58 

years old at that time, who Adolf Kreil remembers as being 

a “very social fellow”, becomes the head of RAPA. He 

RAPA didn’t have a workshop 

atmosphere even back then. 

It was already a company 

considering the times, but  

everything was still made by 

hand. All the work was done 

manually with hand presses.

Adolf Kreil

 



proves himself with his talent and his empathy and shapes 

RAPA’s customer contact. While many companies in Upper 

Franconia continue with outdated products and business 

models and are forced to shutter their doors one after the 

other, RAPA asserts itself in a region that increasingly 

struggles with structural change. The stringent customer 

orientation continues to be a part of RAPA’s success story.

And then: Magnetic Valves

In 1967, the company reinvents itself with the develop-

ment and production of magnetic valves. A new chapter in 

RAPA’s history has begun. At that time, no one has any 

idea that this would develop into the most successful 

RAPA product family. The impulse came from the outside, 

Adolf Kreil remembers. He was about to become general 

manager: “An engineer visited us at the company. He put 

a magnetic valve on the table and said: ‘I need something 

like this. Can you produce this for me?’” RAPA, always 

looking for new business ideas, did not hesitate and said 

yes. It was an advantage for RAPA that sections of the 

necessary technical know-how, like coil technology for 

spools in the construction of relays was already anchored 

in the company. The rest of the technological problems 

would be solved by RAPA engineers. The new RAPA mag-

netic valves were used in oil-fired units, additional uses in 

mechanical engineering would follow. The RAPA valves for 

oil-fired units are still in use today. The next RAPA genera-

tion is already in pole position and moving into a com-

pletely new direction  …                          

superior 
solution
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        Hans Gundlach and the Relay
Development in time lapse. In the 1950s, the young Federal Repub-
lic of Germany experienced a metamorphosis. After the war, out of 
the rubble, rises one of the leading economic nations in Europe. 
And RAPA is also experiencing its personal economic miracle. One 
of the keys to RAPA’s new era of success is the engineer Hans 
Gundlach. One thing is certain: Gundlach brings electromagnetic 
technology to Selb, where fuse inserts had been manufactured up 
until this point. The construction of relays will firmly anchor RAPA 
in the marketplace up until the early 1980s.

RAPA reinvents itself after the war. The fuse manufacturer becomes 
a solution finder in electromagnetic technology. Back then, Hans 
Gundlach’s relays were used, for example, in washing machines or 
television sets. In 1966, the development of solenoid valves for oil 
firing devices begins. A year later, RAPA set up a manufacturing 
department for producing small DC relays, as well as a manufac-
turing branch for solenoid valves. To date, relays have been a com-
mon thread running through RAPA’s product range.
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SMALL YET POWERFUL. 
Motor Pump Unit for the New E-ACTIVE BODY CONTROL

RAPA has developed a new chassis component in the field of active chassis

control systems: The innovative motor pump unit (MPE). This is used for the

first time in the E-ACTIVE BODY CONTROL of the Mercedes-Benz GLE.

This is a further development of the established chassis technology Active 

Body Control ABC© from Mercedes-Benz AG. The road surface is captured by

a stereo camera and a corresponding control algorithm is created, which 

allows the passenger cell to be calmed and levelled in any driving situation.

Four corner modules act as actuators, consisting of an MPE and an active 

suspension strut, in which the shock absorber is used as an actuator. Roll 

and pitching moments are compensated. In addition, the driving level can be 

changed, for example, lowered when driving on the freeway or raised when 

driving off-road.

R A P A  I N S I D E

Daimler

Supplier

Award for

Innovation

2018
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O R I G I N

The Family 
Businessman
He is the problem solver personified. From 1977 onwards, much will change with Horst Pausch 

at the helm. He cultivates the family business idea within RAPA and directs the company 

toward the automotive industry. A tribute to our senior boss.

difference but also one who can let go in wise foresight 

and despite considerable entrepreneurial successes.

Vineyards in Australia

His path at RAPA always seemed predetermined. Horst 

Pausch remembers walking past his father’s company 

every day on his way to school, his satchel on his back. 

The elementary school, where he starts in 1948 is located 

right next to RAPA, at that time still at the Pfaffenleithe 

Road. “The employees all knew me when I passed by 

there. And there was always talk like: ‘When you are 

grown up, you will join the company, right?’” That was 

clear for everyone. And yet, Horst Pausch himself dares to 

dream of other things. After graduating in electrical engi-

neering and industrial engineering, he completed post-

graduate studies in business administration and econom-

ics. Then came the chance to get a doctorate: He almost 

dedicated an economic-geographical doctoral thesis to 

wine-growing in Australia. In the end, his father, a gifted 

business- and salesman, convinces his enterprising son to 

stay. “He was already 63 years old at the time. And he 

recognized his limitations even in a business sense. I think 

he realized that I was aiming higher. He knew: We needed 

to make the transition now. Not six years from now, but 

At some point, the course for the next generation must be 

set. At some point you must explore: Where will the jour-

ney lead us? Who will be our guide? For Horst Pausch on 

his 60th birthday it is clear: Now is the right time to think 

about the future in the interests of the family. His sons, one 

a physicist, the other a graduate businessman, both have 

what it takes to succeed him. In 2010, Horst Pausch 

proved after 41 years in the company, 33 of them in exec-

utive management: He isn’t just a man who can make a 

The employees all knew  

me when I passed by  

there. And there was

always talk like: ‘When  

you are grown up, you  

will join the company,  

right?’

Horst Pausch
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The junior has long since 
become the senior who 
stands by RAPA’s side in 

an advising role.

1969, 1977, 2010 – for 

Horst Pausch these are 

memorable years. In 

1969 the junior starts  

to work at RAPA.

In 1977 he becomes 

executive manager, in 

2010 he hands over the 

company to his son

Dr. Roman Pausch.
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something everyone had already sensed before, becomes 

tangible for the first time: “The RAPA Family is Having a 

Party,” is written in large letters above the program.

“You Have to Spend Time with the Customer!” 

RAPA has always been a family, and not just because a 

family runs the business. Horst Pausch remembers the 

times when a handshake and a word were enough: “My 

grandfather had a big dog. The whole company knew 

Benno. When it ran through the factory, they all cheered.” 

The grandfather, a passionate hunter, would often share 

his food with his workers during the war years. “Whenever 

he brought back something from a hunting trip, my grand-

mother would cook it for everyone after work. And my 

father Albert was on personal terms with everyone. If 

someone had a problem, he came to the boss. They all 

knew each other, the personal stories. In a small town like 

Selb, everybody knows everybody anyway.” Memories 

that make up a family business. And values that are car-

ried on from generation to generation to the present day. 

Horst Pausch learns his business know-how from his 

father. “He always said: You have to spend time with the 

customer, if you listen to the customer, you find out every-

now,” Horst Pausch recalls the year 1969. And that was 

exactly what happened. His first day at RAPA starts slowly. 

“I sat down at a desk in an empty room. I sat there and 

asked myself: Who am I now? What am I doing here? I was 

just, as they say today, the junior. And with that I was 

someone who needed to prove himself. And I that’s exactly 

what i did.”

A New Facility

In 1977, Horst Pausch takes over the management of 

RAPA. The company was still small at the time. Horst 

Pausch has plans to expand the portfolio with magnetic 

valves but the company location cannot provide the nec-

essary space. His decision: He will change the company’s 

headquarters. During a business trip to a customer near 

Stuttgart, he experiences the intensity and effect of a new 

facility, a new company presence, now he is sure he wants 

to do the same. “All of a sudden it was clear: This is what 

the world looks like and if we want to move forward, we 

have to look like that too. I came back and announced: ‘We 

are building a new plant and I mean now.’” No sooner said 

than done. In 1979 RAPA moved to its new location in Viel-

itzer Straße. At the opening ceremony in a large tent, 

Everything was a little 
smaller: Horst Pausch 
starts at RAPA in the 

Pfaffenleithe.
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The impact of a new 
facility: Under the leader-

ship of Horst Pausch a 
new RAPA headquarters 

is set up in 1979.

thing you need to know. And that is exactly how I worked: 

Drive to the customers, talk to them, find out exactly what 

they want. Listen. And discuss everything you have 

learned with your team of developers at home.” Later, 

Horst Pausch takes his engineers with him and puts his 

specialists on an equal footing with the specialists on the 

customer side. “Our problem solvers make house calls. 

This is how sales-oriented development works, because 

in our company marketing always finds its direct continu-

ation in development.”

Suddenly Market Leader

And so, with Horst Pausch, RAPA’s profile is slowly chang-

ing, it successively diffuses the desire for mass produced 

products and the proximity to the customer suddenly 

opens new, more specialized fields of activity. Horst 

Pausch’s good relationship with a specific customer finally 

heralds a new era for RAPA: In 1985, RAPA positions itself 

at Daimler Benz, develops and manufactures hydraulic 

And that is exactly how I 

worked: Drive to the customers, 

talk to them, find out exactly 

what they want. Listen.

And discuss everything you 

have learned with your team of 

developers at home.

Horst Pausch 



People Speak Saxon Here

Horst Pausch is slowly dismantling the old business. In the 

1980s, the tunnel kilns used for porcelain production dis-

appear. Times change. In the porcelain town of Selb, the 

automotive supplier RAPA is rapidly evolving into a local 

hero and employer and relegates the declining porcelain 

industry to the back row. There is nothing Horst Pausch 

can do about the remote location “in the top right corner” 

of the small town, but he needs good employees in the 

years of growth. Even then, RAPA likes to recruit its talents 

locally, going directly to schools and universities. “We got 

our people from the villages, from Coburg or Kronach, 

later from Hof.” Horst Pausch remains true to Selb, the 

town of his father and grandfather, a new location is out of 

the question for him. After reunification in 1989, the loca-

tion of the company suddenly experiences a strategic 

upgrade. “The end of the former GDR brought us new peo-

ple. We were an interesting employer, directly across from 

the old border. During that time, when the upturn hap-

valves for opening and closing the tops of convertibles in 

large quantities. Horst Pausch: “We have always dared to 

do things that make high technological demands on us, 

and which, once the orders were placed – we have pro-

duced with high quality and on a permanent basis. Reli-

ability and quality, that is what sets us apart.” And that is 

making waves. It is not long before other big players in the 

automotive industry come knocking on RAPA’s door. The 

company advances to become the global market leader in 

this field. What works for the control of the convertible top, 

can be transferred to air suspension vehicles. “Mercedes 

started to build air suspension vehicles, and we developed 

the first valves for them. It worked perfectly. This leads us 

from the convertible top to a larger field. After all, the sus-

pension of a vehicle is a much bigger job than one small 

detail in a convertible.” For Horst Pausch, this entry into 

the automotive industry is the basis of the RAPA success 

story.

Small town?
Are you kidding me?

Horst Pausch who is a 
passionate trumpet 

player himself meets 
music legend Louis
Armstrong in Selb.
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Reliability and quality, 

that is what sets us 

apart.

Horst Pausch
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pened for us, we recruited 50 to 60 percent of our employ-

ees from Saxony. There was a sign on some office doors: 

People speak Saxon here.”

Have Confidence

Loyalty in its roots, internalization of essential values, as 

well as the preservation of financial independence which 

ensures that RAPA can remain a family-run company, 

form the foundation on which Horst Pausch set off to move 

the company forward and lead RAPA into a new era. Today, 

the junior has long since become the senior who passes 

on his experience to the next generation and now officially 

heads the Supervisory Board of RAPA as chairman. He no 

longer wants to interfere, change course, or assert his 

opinions. If you let go, you must also have confidence. A 

handshake, a word. Horst Pausch stands by the decision 

he made on this now memorable afternoon of April 17, 

2002 over a cozy cup of tea. He is still relaxed and happy 

about the decision made by his son Dr. Roman Pausch: 

“Yes, I want to join the company and yes, I want to lead it”. 

After all, a great past needs a great future.     

        Entry into the Automotive  
Business

With Mercedes Benz, RAPA takes its next evolutionary step in the 
mid-1980s. Managing director Horst Pausch maintains close con-
tacts with the automobile giant, and he succeeds in landing the big 
coup: RAPA positions itself and starting in 1985 produces small 
solenoid valves for the hydraulic control of convertible tops. That 
changes a lot in Selb: the valve manufacturer RAPA becomes an 
automotive supplier. One that will continue to grow from now on. 
Following Mercedes, other major international automobile compa-
nies begin knocking on RAPA’s door.

Horst Pausch remembers: “For example, we talked a lot to Audi, we 
talked to BMW. Even Rolls Royce. Peugeot, for example, made con-
vertibles of this type. I think we were the global market leader with 
valves for convertible tops.” Jaguar as well as Land Rover also 
wanted to build air-suspension vehicles at the time and relied on 
the high quality of RAPA products.

And that is exactly what finally does it. “Reliability, outstanding 
technology and above average quality was what set us apart. We 
dared to do things that made high demands on our technology, and 
which we then produced in excellent quality over the long term.” 

superior 
solution
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O R I G I N

When Precision Was  
Still Calculated Visually
When Irina Holzendörfer starts to work for RAPA in 1977, things were still quite different. The 

company is much smaller, maybe even a little more comfortable. Hugo Bayer experiences an era 

of growth at RAPA starting in 1986. Two “homegrown” people remember the “good old” times.

Eine Szene aus  
beschaulicheren Tagen, 

vermutlich aus dem Jahr 
1966. Am alten Standort 
werden Relais und Mag-
netventile noch per Hand 

gefertigt.

in the winding shop. She makes a change and is con-

fronted with new products and tasks that she is happy to 

take on. Operating new machines is also part of this. “I 

was not afraid of large machines: I dared to do every-

thing.” Today Irina Holzendörfer is working in Hall 7, help-

ing to build valves for active chassis and soldering. A task 

she loves to do. She has a steady hand, a sensitivity she 

seems to have been born with. “Maybe women like this 

kind of small-scale, meticulous work more, maybe we’re 

just a little more sensitive? Soldering with pinpoint accu-

racy is complex. There cannot be a hole in it, no cold solder 

joint. It is not as easy as it looks. Not everyone can do it. ”

A Challenging Story

Hugo Bayer also has a few qualities that you cannot copy 

so easily. As hall manager, he is responsible for Hall 4 – 

not only for his team of around 100, but also for smooth 

production. Not an easy task with six assembly lines, 

around 15 products and high cycle frequencies for mate-

rial purchases or material defects. “It’s demanding work in 

terms of nerves and motivation,” says Hugo Bayer. The 

hall, Hugo Bayer was involved in its design, has long since 

developed into an independent microcosm in which every 

decision made about interfaces also has an impact on the 

In the anniversary year she will complete 43 years at RAPA. 

Irina Holzendörfer still remembers her first workday here, it 

was September 1, 1977. She was only 15 at the time, right 

out of school, born and raised in Selb. Back then it was clear 

to her from the start: “I’m going to work for RAPA.” Irina  

Holzendörfer starts to work in the winding shop at the old 

RAPA location. The new company location is already taking 

shape at that time. In 1979, Irina Holzendörfer moves to the 

new location. And she is absolutely surprised: “That was 

completely different, of course. Everything was new and 

much more modern.” Work becomes more pleasant: “The 

machines in the old winding shop were extremely loud, 

almost screeching. In the new Hall 1, there were gadgets that 

dampened the noise.”

A Sensitive Woman

Not only the work environment has changed. At first, Irina 

Holzendörfer and her female colleagues still wind the 

magnetic spools for magnetic valves with a steady hand. 

The female sex rules in RAPA production, but now they all 

are experiencing the mechanization and automation of 

production step by step. “Later we got the first machine, a 

twelve-spindle machine, on which twelve spools could be 

wound at the same time.” Irina Holzendörfer does not stay 
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Bayer usually succeeds and then looks forward to a trou-

ble-free operation. The big goal of every workday.

Tailor-Made Structures

Hugo Bayer joined RAPA on April 1, 1986 and began his 

second apprenticeship as a toolmaker. In 1991 he became 

a foreman. Hugo Bayer is one of the employees who expe-

rienced and helped shape RAPA’s path in the automotive 

sector. “We had a change in the entire production chain. 

Our industrial production chains were increasingly over-

shadowed by the automotive department but had to con-

tinue to be operated.” At that time, RAPA had many 

departments, including a stamping shop and a plastic 

injection molding shop - with vertical integration that no 

longer exists today. Industrial valve manufacturing, fuse 

and relay construction were still characterized by manual 

assembly. At the end of the 1980s, RAPA entered CNC 

technology. Hugo Bayer in tool construction makes sure 

that the machines are set up in the machining center and 

prepared for series production. And he is training employ-

ees who will operate the CNC machines in the future. 

Hugo Bayer also takes control of matters elsewhere: Hall 4 

rest of the company. Communication skills, it seems, are 

one of the most important tools for a technician and pro-

cess designer. “The sun does not shine every day and we 

have to use our people with their motivation and skills in 

such a way that they deliver the right result at the right 

time - and in the best case they will identify with it.” Hugo 

In the anniversary year, 
Irina Holzendörfer has 
been working at RAPA 

for 43 years.
She still remembers
the production from

the late 1970s.

A long period of service 

does not always have to 

do with a lack of flexibil-

ity. The overall package 

is crucial.

Hugo Bayer
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Hugo Bayer, hall manag-
er in Hall 4, joins the 

company in 1986 and 
witnesses the leap into 
the automotive market 
from a production per-

spective.

will become his new project when RAPA decides to plan 

and implement the hall independently. In its concept, Hugo 

Bayer incorporates everyday work experience and creates 

customized structures that make the production process 

even more efficient.

Why did Hugo Bayer stay loyal to RAPA for so long? “A long 

To this day,
craftsmanship is in

demand at RAPA. For 
example, when spare 
parts are requested.

period of service does not always have to do with a lack of 

flexibility. The overall package is crucial.” Still today Irina 

Holzendörfer is proud of what she does. “It’s like the por-

celain manufacturers who check the branding stamp 

underneath the china coffee cup. I know that there are 

parts that I made in every Ferrari or Mercedes.”  
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O R I G I N

High Tech in the Country
At some point, Jörg Bauer was sick of the big city. He wanted to move back from Munich to Selb. 

From the big corporation to an aspiring medium-sized company. It was anything but a lazy 

compromise for this RAPA engineer.

Once the porcelain 

industry drew the 

people to Selb. For a 

long time now, the 

county town in the 

Fichtelgebirge can 

boast other pull

factors. RAPA is one

of them.

Quite a lot of horizon 
here. The residents of 
Selb know: It does not 

always have to be
Munich the small town 
and northern Bavaria 
also have their charm.

the Bavarian capital of Munich. The car enthusiast started 

his career in development at BMW. At that time, he had no 

family and enjoyed big city life. Once he had children, this 

all changed. Small living spaces, high rent, streets jammed 

with cars – suddenly Jörg Bauer sees the Bavarian capital 

through different eyes, and he rediscovers the country 

bumpkin in himself. “The fact that you can open the door 

to your backyard, ride a motorcycle, can just be left alone 

and not be stuck in traffic jams convinced me. It is a dif-

ferent form of freedom. And this freedom means quality of 

life for me.” Now he is working a little more than half a 

mile from his home, he can walk to work. “There is some-

thing to that. I have gained time for my family, more free 

time and a wonderful quality of life for myself.” 

Rooted and Agile

When it comes to location, Reinhard Schlechte has a very 

pragmatic attitude: “You don’t have to love Selb, but you 

have to be prepared to drive to it every day.” Of course, the 

general manager of RAPA Healthcare GmbH & Co. KG and 

RAPA Industry GmbH & Co. KG knows that this is not 

always self-evident for Young Professionals. Generation Y 

has arrived in the workplace – and with them demands 

that cannot always be met by income alone. 30-hour work 

weeks, flexible work time. “These are things we have to 

consider, and we must set ourselves up strategically if we 

want to recruit good employees,” says Reinhard Schlechte. 

Low rent, affordable real estate, a rich landscape of clubs 

and associations, safety, a child-friendly environment, prox-

imity to nature and universities, an ambitious industry, and 

cutting-edge products – for example intelligent compo-

nents for self-driving cars. If you trust the campaign “Free 

Space for Doers and Shakers”, then the region around the 

Fichtelgebirge is a place where something like a work-life 

balance is still possible but also where the future happens. 

The idea: What formally looks and feels like country, is upon 

close inspection not unattractive at all. A good example of 

this is the city of Selb with its 15,000 residents. It has been 

the home of the RAPA family company for 100 years.

The Country Bumpkin inside You

There must be a big city resident here and there who is 

plagued by traffic jams and high rent and eyes the Upper 

Franconian idyllic small town with a little envy. Here you 

cannot climb the highest mountains in the country, but you 

can leisurely hike across the local hills. Of course, metro-

politan areas are exciting, especially young people are 

lured to big city life with its many attractions – and good 

employment opportunities. Jörg Bauer felt the same way 

more than 20 years ago. In Selb the porcelain industry had 

collapsed at that time. Young people left for the big cities. 

“Not even 10% of my graduating class stayed in the area. 

For me, it was clear as well: I’ll look for my future else-

where.” Elsewhere, that meant in the case of Jörg Bauer 
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This has brought huge changes for the region, but it also 

made it stronger. “Our region has a strong network 

between the companies, communities and the individual 

employees. This interconnectedness is definitely an 

advantage for a region known for its medium size compa-

nies.” And RAPA reciprocates in kind. It has, for example, 

become the initiator for the STEM Days Selb, supports 

many schools, sponsors regional athletic clubs, is a part-

ner for cultural and educational events in the city of Selb, 

but also at the University of Applied Sciences in Hof. An 

innovative way of recruiting. “Selb and the rural lifestyle 

may not be for everyone, but we have an excellent com-

pany in this city. That is good enough for me,” says Rein-

hard Schlechte who also stresses the importance of the 

excellent connectivity the Fichtelgebirge region has to 

large cities such as Regensburg, Nuremburg or Munich.

Creative People

Meanwhile, Jörg Bauer enjoys his homecoming and does 

not regret the opportunity for a new beginning in his 

Jobs in development in Berlin? Why not? “It is our ability 

to change that makes us excel, this is something many 

family companies lack.” And it is necessary, because Selb 

will change. To stay true to where you were born, your 

roots and yet remain agile, that is not an easy task, exec-

utive chairman Dr. Roman Pausch knows. And yet he finds 

a great deal of good in Selb. “Our location in Selb is really 

quite good. In Munich or any other large city, we would 

just be one of many companies. It is different in a rural 

area. In Selb we are, even as a relatively small company, 

the largest employer and because of that we carry more 

weight. You cannot underestimate that.”  In addition, there 

is a local connection, a solidarity of a region that has gone 

through a lot. Dr. Roman Pausch: “Upper Franconia has 

gone through a tremendous structural change. In Hof, the 

textile industry collapsed along with thousands of jobs. In 

Rehau we still have the largest tannery in Europe. But 

even there, hundreds of jobs have been lost. Selb was all 

about the porcelain industry which employed more than 

12,000 people. Of these jobs, only about 150 are left.” 

The fact that you can open

the door to your backyard,

ride a motorcycle, can just be 

left alone and not be stuck in 

traffic jams convinced me.

It is a different kind of freedom. 

And this freedom means quality 

of life for me.

Jörg Bauer

 

House, garden, space: 
Jörg Bauer has

consciously decided
to return to his old 

hometown. RAPA offered 
the development engi-
neer the professional 

challenge he was look-
ing for.
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Control center
in a green meadow:

In 1979, RAPA moves
to its present

headquarters in the
Vielitzer Strasse.

hometown in 2014. At that time, RAPA is developing a new 

product and wants to get it ready for series production. It 

is a motor pump unit for Daimler. Jörg Bauer, up to now 

shaped by corporate mentality, is spurred on by the task: 

“This was a completely new product we had to develop, 

something totally new, that had not existed on the market 

until now.” During the early stages of development, Jörg 

Bauer is responsible for the electronic technology. When 

the product goes into series production barely a year later, 

he becomes its product manager. “As a newcomer, I had 

not expected that. I was very motivated, but this was a 

formidable task.” It was not an unusual decision for  

Dr. Roman Pausch at that time. “The difference between  

a large corporation and a medium size company is: The 

latter often have very shallow and fast decision mecha-

nisms. And I believe the market is not won by the big play-

ers but by the fast ones. People who want to make a dif-

ference may feel better off with a medium size company 

because of that. If you want to take on responsibility, you 

can do that here with us.” Jörg Bauer is ready, and he can 

do it. “The product is now in series production. We won the 

Daimler Supplier Award for Innovations for it and that was 

really nice.”

A Little More Courage

Jörg Bauer talks about his employer with conviction: “We 

work in relatively small teams, which makes us flexible 

and fast and we can make decisions on our own, that is, 

our decisions come quickly and that’s a huge advantage.” 

The formal process may then take a while but essential 

decision making - ‘Do we do this or not?’ – this process is 

much easier than at a large corporation, Jörg Bauer asserts. 
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I believe that the market

is not won by the big players, 

but by the fast ones. People who 

want to make a difference may 

feel better off with a medium 

size company.

Dr. Roman Pausch

 

be executed from Selb not least due to a great connection 

to the German highway system. Proximity to the customer 

is taken seriously at RAPA, especially by Dr. Pausch both in 

word and deed. Jörg Bauer is convinced: “There are few 

companies who do so much for their customers. When 

Daimler calls, Dr. Pausch is on his way even on a Sunday 

morning at 6 am. ‘I don’t have time, or I do not feel like it 

right now?’ That just does not exist here. That is what our 

“We, as a medium size company, often have a little more 

courage. We dare to do some straight talking even if it 

does not always lead to a positive result. But to make no 

decision at all never works and is not an option for us. It is 

the philosophy of Dr. Pausch as well, who is, in my opinion, 

a great leader. You don’t find that everywhere.” What good 

is a cosmopolitan location if the essence and the values of 

a company are not right? RAPA’s customer orientation can 
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customers value. Cooperation is a lot of fun and we can 

move things along quickly.”

Jörg Bauer sees his return to Selb as progress. In winter ski-

ing and sledding. Be at the ski lift in just 15 minutes. In sum-

mer, swim in a cozy forest lake, no entrance fee, no problem 

to find parking. Go on long hikes or go rock climbing, own 

your own motorboat, own a home with lots of space for the 

family and for dreams – “What could be better than that?”  

Those who dare to venture 
into the Fichtelgebirge

will find lots of high-tech 
and ultra-modern
production lines.
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RAPA Valves Save Lives

The kidneys of a human being are small biological marvels.  

A malfunction has a major impact on a person’s body.

Thanks to modern technology and comprehensive care,  

kidney patients can be given a better quality of life. To this 

end, RAPA Healthcare GmbH & Co. KG supplies valve tech-

nology to the world market leader Fresenius Medical Care 

for their dialysis machines.

As part of a medical device, the valves must not only meet 

high technical requirements but also meet the requirements 

of medical technology. Everyone agrees, this is a project 

with a future!

R A P A  I N S I D E

SMALL YET  
POWERFUL. 
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F A M I LY

Everyone Says Hello
Board member Karin Wolf likens RAPA to the movement of a clock: “There are bigger and 

smaller gears. If even the smallest cog is missing, it doesn’t work.” This cohesion and respect 

characterize the company – it is a large family.

Family Day, trainee 

events, and events for 

sports-loving employ-

ees: RAPA takes team 

building seriously and 

thus strengthens the 

unity of its employees 

even outside of work.

Making a difference 
together, this feeling 
is not only noticeable 
during team events 

at RAPA.

thrive on coexistence, on supporting each other, and on 

the certainty that their problems will always be heard.

Feel Good, Work Better

Everyone in the RAPA family will be heard. Michael Piper 

is never far away when colleagues face professional or 

private challenges, when there are disagreements within 

a team or employees express their wishes, comments, or 

ideas. He is, so to speak, the “grievance counsellor” at 

RAPA, taking up the concerns of his colleagues, mediating, 

giving advice, listening. “Sometimes an employee comes 

by simply because they need some advice, sometimes 

there are also problems between supervisors and employ-

ees that cannot be directly addressed by those affected,” 

Piper says. The confidential committee he runs with six 

other colleagues, is comparable to a works council, only 

without a trade union. Members not only give advice and 

mediate between colleagues they also pass on the com-

ments of the staff to the Board of Directors. It is all about 

adapting work conditions in the best possible way to the 

needs of the employees. 

Michael Piper is delighted with his role as second chair-

man of the confidential committee at RAPA. Especially if 

he can implement projects that are close to his heart. To 

do this, he is in constant contact with the Board of Direc-

tors Karin Wolf and Dr. Roman Pausch. “In our meetings, 

Flat hierarchies, a more personal coexistence, more 

opportunities for the individual employee: The advantages 

of a medium-sized family business are usually character-

ized quickly, they are not always lived so stringently. What 

does the word family mean in a company that has always 

been in the hands of the same family for 100 years and 

four generations? At RAPA, family-run and operated 

means more. Here, family is not only found in the manage-

ment of the company, but in every department, in every 

office and in every employee. The family idea that has 

been internalized by each individual person and the daily 

cooperation with one another is what characterizes the 

company. Yes, it is true: RAPA works like the movement of 

a clock. The gears always interlock, no matter how big or 

small they are. They keep the big picture going, often 

making RAPA faster and more flexible than the competi-

tion. The following applies: Every cog, i.e. every family 

member, has the same value. No differences are made at 

the facility in Selb. Here, everyone says hello to each other 

– no matter if you run across one of the managers or the 

janitor. A confidential committee, an “open door” mental-

ity, numerous events with and for the employees – RAPA 

does it all and includes a big helping of feel-good mental-

ity. And that is what matters most. Karin Wolf, Kübra 

Kärner and Michael Piper agree across departmental 

boundaries: It is precisely this family feeling, this “one for 

all, all for one”, that drives and motivates them. Families 
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that every member of the family is well supported in terms 

of psychological stress, health, occupational ergonomics, 

and occupational health services. “50 percent of my work 

time is spent by moving around the company. Often the 

employees also approach me when there a need for 

improvement,” Kerner says. Optimizing the workplace, 

ensuring that everyone can work with greatest perfor-

mance efficacy are essential ingredients for RAPA’s recipe 

for success and important recruitment factors.

“At Home” From the Start

Karin Wolf has been a member of the RAPA Board of Direc-

tors since May 2014. She started in the company a few 

years earlier, however, through a collaboration in her func-

tion as auditor: “The company was no stranger to me. I 

had gotten to know the Pausch family over the years. I did 

not arrive in a new world unknown to me. I already knew 

the employees, so they were aware of what they were 

getting into with me on the board,” Wolf says. Neverthe-

less, it was a challenge for Karin Wolf to take over the 

management of a family-run company as an outsider. How 

could she hold her ground? “I can say that I’ve always 

stayed true to myself. I think in the spirit of the company 

and rely on respect and appreciation in every mutual 

interaction. Because you can get quite far with honesty 

and openness,” Wolf knows. Like the real head of a family, 

we discuss what needs to be worked on. Then we deal 

with those issues. It’s going very well,” Piper says with 

satisfaction. “Last year, we introduced a new benefits pro-

gram, the Job Bike – it is like company car leasing, only 

with e-bikes. I presented this to the Board of Directors at 

the time and was directed to implement the project. The 

employees like this program a lot.” One thing is clear: Sat-

isfied employees are important for the success of the 

company. Only when problems are addressed and opti-

mized accordingly can everyone’s performance be at its 

best. Karin Wolf therefore appreciates the work of the con-

fidential committee: “It is important for us to know what 

concerns our employees may have. Feedback is, of course, 

worth its weight in gold.” RAPA attaches great importance 

to a good working climate within the family. Employees 

must be fostered but also challenged. Individual strengths 

and interests are recognized – standstill, lack of challenge 

and dissatisfaction have little chance. “We have a project 

that helps production staff develop into machine plant 

operators to experience a greater challenge and take on 

responsibility. In addition, some of our dual major students 

aspire to get a Masters’ degree and employees want to 

further their education. We like to see that and of course 

we also promote it,” says Board member Karin Wolf. A 

good example of this philosophy is Kübra Kerner. After 

completing her dual studies at RAPA, she now makes sure 

It’s not just about conflict resolution and 

troubleshooting, but also about what 

improvements we can make on the part 

of the employees, so that the company 

atmosphere and working climate is 

good, the teams move forward and  

everyone feels comfortable.

Michael Piper
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As a member of the 
confidential committee 
Michael Piper knows: 
Satisfied employees 

are an important 
success factor.

Communication 

creates trust: Since 

July 1990, RAPA has 

had a confidential 

committee, an institu-

tion that mediates 

between employees 

and superiors in the 

event of a conflict. The 

aim is always to find a 

collective solution.
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the RAPA Board member always lend an ear to every 

employee. That is how Karin Wolf was able to gain addi-

tional trust. To mark the 100th anniversary of RAPA, she is 

looking to the future of the company. Her wish: “That there 

are successive generations of leaders and chairpersons 

who have the well-being of the company and the employ-

ees in mind, and that it remains a medium-sized company 

that relies on flexibility and innovation.”

Growing as a Family

Of course, growth is always a challenge. As an employer 

of nearly 1,000 staff members, RAPA wonders: Can values 

such as trust, connectedness and family still be lived 

within a company of that size? “Of course, the bigger the 

company gets, the more difficult it becomes to carry on 

the family idea,” admits Board member Karin Wolf. “But 

I am proud to be part of 

the growth. We are now in 

the fourth generation and 

the company is extremely 

successful. That means a 

lot to me.

Karin Wolf

 

Lends an ear to  
her co-workers: 

Managing Director 
Karin Wolf.
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we’re trying.” The Board of Directors is a model of open-

ness for its workforce. “No one should find closed doors 

when there is a problem. Dr. Roman Pausch and I are 

always available to talk – and this support is accepted 

with great confidence,” says Karin Wolf. Michael Piper  

also confirms that the efforts of the Board of Management 

and the common goal of delivering the best possible prod-

ucts to the customer are bearing fruit within the RAPA 

team. He knows that despite the size of the company, no 

one is left on their own: “I really appreciate it that every-

one still has the opportunity to have a say in things. We 

have short distances and the board of directors always 

Work Environment
• Flexible Work Hours

• Work Hours Based on Trust

• Modern Workstations

• Confidential Committee

• Respectful Interaction

Training & Continued Education
• Promotion of In-Service 
 Continuous Education

• Comprehensive Internal Seminar Program

• In-house Training Workshop

• Retraining Programs

Employee Discounts
•  In Stores and for Cultural Events – Discounts 

for Fitness Studios

• Bike Leasing / Job Bike

• Personal PC Leasing Available

Work Culture
• Lean Hierarchies

• Supportive Teamwork

• Casual, Informal Work Climate

• Equal Opportunities

Career Perspectives
• Professional Development Programs for 
 Executives and Skilled Workers

• Opportunity to Work Abroad (USA/China)

• Three Separate Business Units with Diverse 
 Functional Areas

Fair Pay 
• Result-Based Special Benefits

• Performance-Based Bonus System

Pension Benefits
•  Contribution to Employee Savings Plan

Health Management 
•  Occupational Health and Safety 

Guidelines

• Support Healthy Lifestyle

• Medical Check-ups

• Fitness Opportunities

Great Foodservice
•  In-House Cafeteria – RAPAteria

• Meal Discounts

•  Vending Machines for Snacks and 
Drinks in all Buildings

Employee Events
•  Family Day

• Team Events

• Participation in Sports Events

• Christmas Party

• Trainee Orientation

• Trainee Projects
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has an open ear for us.” At RAPA, the family also includes 

the customer. “A customer once said: The good thing 

about a medium size company is that they react quickly 

and with flexibility and innovation,” says Karin Wolf. The 

spark, the values communicate: team spirit, a sense of 

responsibility, a motivated staff. All this inspires and char-

acterizes the mostly long-standing relationships with cus-

tomers and makes customer orientation another value 

that unites and consolidates the RAPA family. RAPA brings 

its employees together not only in the company’s own 

RAPAteria. At team events, the company has its workforce 

participate in a dragon boat race or puts them on the 

starting line of a company run. Kübra Kärner’s personal 

highlight is the family day: “This is a big celebration where 

all employees and their entire families are invited.  

“We are all in the same 
boat” is sometimes  

taken literally at RAPA.

It’s not always a bed of 

roses here. We all have 

to tackle problems and 

tell ourselves: This is 

my company, I work 

for it, and we can do 

it together.

Kübra Kärner

 

Be part of a team,  
that also works at RAPA 
away from professional 

interaction.

Get the ball rolling:
The RAPA team participates 

in various sports events.



        Kübra Kärner, First Dual
Studies Major at RAPA       
With Kübra Kärner, RAPA once again went its own direction. As the 
first dual studies major at RAPA, she studied business administra-
tion combined with training as an industrial clerk. After completing 
a school project in cooperation with the company, she proposed a 
concept with herself as the guinea pig - and it was successful: “It 
was an experiment for both sides and a major organizational prob-
lem. We coordinated everything individually, made short-term deci-
sions and gradually adjusted a few things. The current dual studies 
majors can all benefit from this.”

Kärner now works in the area occupational and environmental 
safety. “During the practical phases, I was able to check out every-
thing and find out which professional direction was the best fit for 
me.” A plus - also for RAPA, because this way the company gains 
employees who are one hundred percent interested and motivated.
Once RAPA, always RAPA, Kübra Kärner is sure of that. The decisive 
factor here is the evergreen family concept. This also applies when 
things don’t go so well: “It’s not always a bed of roses here. We all 
have to tackle problems and tell ourselves: This is my company, I 
work for it, and we can do it together,” says Kärner. “For me, it just 
my RAPA family.”

The RAPA motto: 
work together, celebrate  

together.

From kids’ make-up to barbecues and live entertainment, 

you can find everything there.” But that’s not all: Events 

such as sports events, Christmas parties, company festi-

vals, trainee orientation days, the Party on the Green in 

Selb are versatile and yet have one thing in common: They 

give a loud and cordial shout-out to ‘team building’, 

encourage cohesion as well as common strengths and 

reinforce the family feeling. All for one and one for all. 

Kübra Kärner is sure that a lot will happen in the future: “I 

want to be involved in the continued support of the 

employees and the company. This is my ambition: I want 

to reap the fruits of my work. There are some very long-

term projects. And I am looking forward to being able to 

say at some point: We’ve done well. I am looking forward 

to everything that comes my way at RAPA. Why should I 

leave a company I like so much?”  
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superior 
solution
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SMALL YET POWERFUL. 
Valve Systems for Opening and Closing Convertible Tops

RAPA valves can be found in the hydraulic convertible drive systems of all well-known and world-wide

leading convertible automobile manufacturers such as Daimler, BMW, Bentley, Ferrari, and McLaren.

Our products ensure short opening and closing times, a defined movement sequence and a gentle

attenuation of vibrations. This will make convertible driving even more elegant.

R A P A  I N S I D E
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F A M I LY

Power Woman
Elvira Bayer could never find much use for dolls. “I grew up with tools. I always wanted a 

technical profession,” says the head of the central workshop. A look at one of RAPA’s central 

competencies. The home of power women.

linchpin for internal operational, quality and production 

assurance.

Service Provider for the Company 

The central workshop is launched at the same time as Dr. 

Roman Pausch joins the company in 2004 as technical 

manager. “Back then he saw that RAPA needed a work-

shop and he told me to train as industrial master crafts-

woman if I wanted to take over the management of this 

workshop.” Elvira Bayer, now the mother of a young son, 

is grateful for the support and accepts the challenge. “It 

was not an easy time, but if you really want something, 

you can get it,” she says with such conviction that you 

cannot do anything other than believe her. A small team 

with a milling machine has now developed into an 11-per-

son team that uses several CNC machines and has even 

been operating in two shifts since 2013. The workshop is 

essential: “We are service providers for the whole com-

pany. No matter which department needs something from 

us, whether it is logistics, quality, whether it is the halls, 

maintenance, the strategic spare parts warehouse, 

whether there is a risk of downtimes, whether prototype 

construction needs something or fixture construction, pro-

duction technology – it does not matter: Anyone who 

needs something or has a problem can come to us.” This 

kind of flexibility lets you understand why RAPA can afford 

the luxury of having its own central workshop. “And we 

Elvira Bayer officially started her career at RAPA in 1988. 

First in the connector assembly, then in the dual-sided 

machining center. But she knew long before she ever 

joined RAPA that she wanted to work here one day. “I grew 

up with RAPA, as it were, at the old location in the Pfaffen-

leithe, at the old, old RAPA. My grandmother and my mom 

already worked there in connector configurations.” As a 

young woman, Elvira Bayer continues to be fascinated: 

she reads technical drawings without any problems, she 

is interested in the machines. And suddenly she knows 

exactly what she wants: to be a toolmaker. She will 

accomplish that and much more: In 1994 she takes over 

the prototype construction and since 2006 the trained 

industrial master craftswoman has been managing the 

company’s own central workshop which is an important 

Men are direct.

But then they have said it, 

and all is well again. I love 

working with men. I have 

an excellent team they are 

all my boys.

Elvira Bayer 
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course. Even as a department head, I’m just a person who 

doesn’t always see her own mistakes and welcomes a 

discussion.” 

Fulfillment? Found! 

Elvira Bayer always tries to see and promote the potential 

of her employees and their ambitions. As she sees it, that 

is precisely the task of every manager along with resolve. 

This manifests itself not least in the way she deals with 

her husband, with whom she has shared the same 

employer for 30 years and who she first met at RAPA: “We 

strictly separate work and private life, otherwise it would 

not go well,” Elvira Bayer knows after more than 30 years 

of service. She also found her dream job: “I have always 

been supported here at RAPA I like working here. I just feel 

like I belong.” 

not only contribute to the added value because of our 

speed,” says Elvira Bayer. “Last but not least, we reduce 

external costs, which can sometimes be 300 percent 

higher than internal costs, as you can clearly see when 

you check comparable offers.”

An Excellent Team

During her time at RAPA Elvira Bayer has proven in many 

ways that she has gumption, courage, tenacity, and 

strength. But, of course, there are tasks for which a spe-

cial strength is required and for which women must make 

an even greater effort. “You just have to want it,” says 

Elvira Bayer. The same applies to dealing with her team, 

which consists primarily of men. “Men are direct. But then 

they have said it, and all is well again. I love working with 

men. I have an excellent team, they are all my boys,” says 

the boss with pride. Elvira Bayer does not insist that she is 

without flaws: “I am open to criticism. Anyone who has 

something to say can do so. In an appropriate manner, of 

A woman with her heart 
in the right place:
Elvira Bayer has

been managing the
central workshop at 
RAPA since 2006.
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F A M I LY

Solutions across 
Borders
RAPA has been a problem solver for 100 years. With its roots in Selb, the company now also 

finds solutions for markets in China and the USA. Fast, innovative, always goal-oriented: RAPA 

is stepping up the pace internationally – and reshaping its future.

The foundation was 

laid before Christmas. 

Starting December 18, 

2012, the first RAPA 

plant outside of Ger-

many was built in Au-

burn, Alabama.

In January 2014,

the US site began

series production

for customers such

as ZF, Chrysler and 

Continental.

Builds bridges to the 
US-American market: 
Kelly Nelson, CEO in 

Auburn.

nents is the different work ethics, according to Nelson: 

“The ‘Just do it’ mentality drives our US team to work 

through a problem without sitting back or conducting 

much of a risk analysis. In the German culture, it is more 

common to discuss the risks and opportunities for a lon-

ger time. We in the United States may make more mis-

takes, but we also try to work faster. The German col-

leagues make fewer mistakes.” Sounds like very opposing 

mindsets - but in the end they complement each other 

optimally. On the way from Auburn to Selb, the advantages 

of both worlds come together to create a unit that makes 

RAPA even better internationally.

When the RAPA plant in Auburn, Alabama, was put into 

operation in 2014, Kelly Nelson was front and center as 

CEO. At the same time, however, the American was not 

immediately thrown into the cold German waters. He had 

already gained experience with the culture and business 

expectations of German colleagues. What was new to him: 

the small size of a medium-sized family business. Trans-

ferring the family feeling over 4,832 miles from Selb to 

Auburn seemed to be a huge job at first – but it could be 

done. Kelly Nelson says: “The connections between the 

colleagues from Germany and the USA are strong. These 

relationships are crucial for a small organization to act as 

a unit. This connection and travel back and forth by both 

teams have created a real sense of belonging to some-

thing greater than yourself.” 

Just Do It

There are differences, of course. “The American market 

works differently from the European one,” says Kelly Nel-

son. “In Europe, the customers’ desire for new technolo-

gies is much faster – US car manufacturers don’t look for 

that as much because they want to play it safe and first 

see how the products work on the European market.” 

Another challenge in RAPA’s collaboration across conti-

The connections between  

the colleagues from  

Germany and the United 

 States are strong.

Kelly Nelson 
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nese companies were represented in the top five electric 

vehicle manufacturers. There is enormous potential and 

an important opportunity for RAPA to share in this success.

Time to Market 

Of course, the Chinese market has its own challenges. In 

China, the principle “time to market” applies. This means 

that when Chinese customers request a product, in many 

cases they need it immediately. It is a great advantage 

then that RAPA is an expert at reacting quickly and finding 

customer-oriented solutions. Zinan Wang is certain that 

RAPA sees itself as a problem solver and that will be well 

received in Shanghai: “We have a clear framework for our 

organization. We are a company that expertly researches 

and finds system solutions. This is essential for customer 

development.”

One location in Selb, one in Auburn and another in Shang-

hai - to master this expansion, communication must also 

work well. Kelly Nelson and Zinan Wang are therefore in 

close contact and benefit from each other’s experiences. 

“Kelly and I flew to China together to visit some of our 

New Beginning in China

Another bridge is currently being built to China, where 

RAPA is looking to open and excite new markets. In 2020, 

a new sales and purchasing office has been established 

near Shanghai that will create and build local customer 

relations and supply chains. A new production plant will be 

completed by 2025. Kelly Nelson feels positively about 

this development: “RAPA now has experience with the 

opening of new production halls and facilities in another 

country and it will be successful. It is important to remem-

ber all the lessons learned and develop a startup strategy 

based on these experiences.” Advice, his colleague Zinan 

Wang is happy to take. He heads the new RAPA location in 

Shanghai and is proud of his new role: “It is an honor to 

represent RAPA in China. With this step, RAPA covers the 

three most important automotive markets in the world - 

Europe, China, and the USA - and ensures our future in the 

long term.” The current strategy for RAPA in China means 

that the company will contribute to the rapid development 

and technological change of the Chinese automotive 

industry and grow alongside it - especially in the areas of 

electromobility and autonomous driving. In 2019, only Chi-

Above all, the organization

in China needs flexibility.

A quick response is a

prerequisite for maintaining 

customer satisfaction.

Zinan Wang
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partners and to exchange ideas.” And the German man-

agement would also not miss a trip to Shanghai: 

Dr. Roman Pausch got a first impression in July 2019, his 

colleague Karin Wolf visited China the following Novem-

ber. Everyone has a common goal: to continue to convince 

the world of RAPA’s capabilities. 

Zinan Wang prepares 
RAPA for China.
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The multi-chamber air springs enable comfort and performance 

adjustments when driving by adapting the spring rate of the air 

spring. The suspension, adapted to the driving situation, ensures 

great user comfort. In addition, the car height remains constant 

regardless of the load. The ground clearance adapts according to 

the ground.

Due to the multi-chamber air springs, the vehicle’s ride is always 

optimally balanced on the road in any driving situation. This means 

that comfort, driving dynamics and safety are guaranteed.

R A P A  I N S I D E

SMALL YET
POWERFUL. 
Switching Valve for the Active Chassis
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C H A N G E

 I am not a  
Micromanager

this corporate culture so that people feel comfortable and 

decide to work and grow with us.

At RAPA, you too have grown with your tasks since you 

had a different professional background. What attracts a 

physicist with a PhD who worked in the world of banking, 

among other things, to the family business?

Dr. Roman Pausch: I really enjoyed my time in banking. But 

it was the time of a new world market, a time that was 

very much shaped by greed and in which I could not see 

myself staying true to my personal values. The decisive 

factor was September 11, 2001. I followed the terrible 

Dr. Pausch, you are the fourth generation of your family to 

lead RAPA. What does this mean to you in view of the com-

pany’s anniversary?

Dr. Roman Pausch: First, it means a great deal of respon-

sibility, not only to preserve and develop our family 

achievements, but above all for our employees. You can 

have the most beautiful hall or the most expensive 

machine. They are of no value if there is no one working in 

it or with it. Our employees make up the success story of 

the company. To do this, they need a specific environment 

that is determined by our corporate culture. My job as 

Chairman of the Board of Management is to take care of 

To be the head of RAPA one day? That had not been 

the primary goal for Dr. Roman Pausch. And yet he is 

now doing just that. Since 2010 he has been manag-

ing director of his family’s business, previously gain-

ing experience as technical manager in the company. 

After years abroad, he recalls the new beginning in 

Selb as demanding. Dr. Roman Pausch has long since 

settled in his old hometown. In Upper Franconia. At 

RAPA. In his role and in his tasks, which above all 

bring him joy, because they are demanding, because 

they test him. How to best confront the future? Dr. Ro-

man Pausch is sure that if you get an early start, you 

will do more than simply solve your customers’ prob-

lems.
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events in the trading room of the Bavarian Landesbank. 

Next to me stood a stock options broker and, while every-

one was still shocked, he turned around immediately and 

thought about how he could make money from it. I found 

that so repulsive and I knew at that very moment: this is 

not a career for me. My father turned 60 at the time and 

asked my brother and I how we wanted to shape and plan 

our future lives and careers. After that I completed an 

advanced economics degree in Vancouver and Sydney to 

provide myself with the equipment I needed for a path at 

RAPA. 

From Vancouver and Sydney back to Selb. Truthfully, cross 

your heart: How big was the culture shock?  

Dr. Roman Pausch: Coming to Selb from the summer of 

Sydney in December 2003 was quite an unusual experi-

ence. Of course, I had to prove myself as a newcomer, 

especially in front of the staff. It was a challenging time 

and I learned a lot.

From the very beginning, your father, Horst Pausch, was at 

your side in an advising role. Together, you initiated the 

generational change with the help of a ten-year plan. How 

much did you benefit from this during the transition?  

Dr. Roman Pausch: Experience, in my view, cannot be 

replaced by anything. Making a long-term plan is one 

thing. It is no small matter to stick to it. Especially since I 

was a beginner at the time and my father was very expe-

rienced. I would not want to know how many times he 

secretly threw up his hands in horror. But he also always 

“let me do my thing.” I give him a lot of credit for that. 

Even today my father still comes to the company and we 

have regular weekly meetings. It is quite typical for us that 

we have family discussions on how we want to proceed. 

This prevents going it alone or have unanswered ques-

tions. Besides, it is great to have an insider who is no lon-

ger involved in the day-to-day business as your advisor 

and sparring partner.

Over the course of this ten-year plan, you did not spend 

the first few years in management, but in product devel-

opment. What was that like?

Dr. Roman Pausch: At that time, we moved into a new, 

modern open-plan office. I did not settle down in my own 

office next door but sat with my colleagues. I wanted to 

get to know the people as quickly as possible. I still con-

sider leading by example to be the strongest leadership 

model. This means that I do what I demand of others and 

set an example. The ice broke relatively quickly. I am not a 

micromanager. That means: “I give people a great deal of 

freedom and have confidence in them because that makes 

people excel. Trust increases responsibility. This helps 

people perform beyond their personal boundaries.” Of 

course, this works particularly well in the field of develop-

ment because you have creative people there who want to 

do things their own way. Our developers want to shape, 

participate, and take personal responsibility. We are not 

looking for compliant civil servants, but for employees 

who want to actively participate and seek this kind of 

responsibility.

I give people a great deal of 

freedom and have confidence 

in them because that makes 

people excel. Trust increases 

responsibility. This helps

people perform beyond their 

personal boundaries.

Dr. Roman Pausch
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world’s best blacksmith or bake the best buns. We carry 

out and manufacture customer-specific developments in 

the mechatronics sector. It does not matter whether this is 

a solenoid valve or an electric motor. “Today, we are look-

ing for sophisticated technical problems across all indus-

tries, and by solving them we can create customer added 

value. It helps that we are very experienced with change.” 

We have changed our object of business several times in 

recent history. We have shown speed and flexibility. We 

are real solution finders. For our customers as well as for 

ourselves. Five years ago, we saw where our industry was 

headed. At that time, we were highly dependent on inter-

nal combustion engines and therefore began to actively 

control and convert our product portfolio. The expansion of 

our business in medical and industrial technology is an 

example of this. Nevertheless, this upheaval is the biggest 

challenge facing our company to date. But I am not wor-

ried. We are in a good position and started early. A little 

professional paranoia helps as well. Better to run a little 

too fast than too slow.  

Does this idea of leadership apply to the whole company? 

Dr. Roman Pausch: Leadership always means consistency. 

If you decide on something, you have to follow through 

with it. If you do not do that, there must be consequences. 

I learned a lot, especially because we grew so rapidly. 

When I started here, we were about 200 people and the 

average length of time an employee had been with the 

company was 14 years. You did not need that much lead-

ership, because the staff essentially knew what to do and 

was very well integrated. The strong growth brought in a 

lot of new people. Against this background, leadership 

becomes more important. These are all aspects that I have 

learned over the years. But I do not claim to know every-

thing. I want to continue to evolve, learn, and be tested.

Your main industry, the automotive sector, is also facing 

change. What does this anticipated radical change mean 

for RAPA and how do you prepare for the future? 

Dr. Roman Pausch: Unlike other companies, we do not 

define ourselves by certain core products. We are not the 

Today, we are looking for sophisticated  

technical problems across all industries,  

and by solving them we can create  

customer added value. It helps that we  

are very experienced with change.

Dr. Roman Pausch
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Find fast customer specific
solutions – Dr. Roman Pausch 
knows the core competencies

of his company well.

From Sydney to Selb,

from the Bavarian

Landesbank back to the 

family business:

Dr. Roman Pausch has 

been at the head of RAPA 

since 2010. He took his 

first steps in the company 

as technical director in 

2003.
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SMALL YET POWERFUL. 
Air Valve Blocks for Emission Free Driving

Electric cars are the beginning of a different logic in energy and 

mobility. Regeneratively fed, electromobility plays a central part in 

a smart and resource-efficient urban lifestyle in a lucrative growth 

market. Innovative suppliers such as the US company Tesla have 

provided significant impetus in the recent past and acted as a 

source of ideas. RAPA supports the electric pioneer and enables 

driving comfort through high-precision air suspension. The RAPA 

air spring valve block is installed in all Tesla models (Tesla X,  

Tesla S and Tesla Model 3).

R A P A  I N S I D E
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C H A N G E

In Times of Crises 
Always a Winner
If you want to be fast, you must anticipate change. With all its imponderables. Be prepared for 

a future that can never be quite foreseen, suffer setbacks which no one sees coming. RAPA’s 

strategy for the future is therefore: diversification.

Reinhard Schlechte 

stands for

RAPA’s future.

As managing director 

of RAPA Healthcare 

and RAPA Industry, the 

former plant manager 

is now responsible for 

RAPA’s strategic

reorientation.

From operations to
management:

Reinhard Schlechte joins 
RAPA in 1998.

Pausch said at the time: A crisis is bad, but a crisis is also 

defined by the fact that it has an end. And if you still want 

to be there at the end, you have to make the right deci-

sions now.” RAPA develops the right products at the right 

time and ultimately emerges as a winner from the crisis. 

As a partner on whose innovative strength customers con-

tinue to rely on.

Targeting New Markets

From 200 to almost 1,000. The increase in employees in 

recent years speaks for itself. And yet a few concerns and 

worries reverberate even after the triumph. RAPA is look-

ing for new directions beyond the automobile. And finds it 

partly in the industrial sector, which trusts RAPA to handle 

large series productions at acceptable prices. Reinhard 

Schlechte: “We had the industrial business prior to the car 

business. It was the old Wunsiedel facility for burner 

valves, water valves and such. It has been part of our port-

folio for over 30 to 35 years, the way we developed it then, 

still works today. I am currently in the process of exploring 

the industrial market. There are a wide variety of fields of 

activity here and we are faster with bringing new products 

on the market than, for example, we can in medical tech-

nology.” The latter also offers RAPA new opportunities, but 

The Future is a word of promise. Enveloped in a sense of 

adventure that speaks of great plans yet provides security 

at the same time. The future is a promise formulated in the 

present: “Let’s keep on moving on.” Not every business can 

have a future, let alone guarantee it. The future requires 

courage, but it must also build on a past. One, in which the 

ability to shape the future has been proven many times. 

Characterized by a family that for generations has been 

the solid backbone of a company, that is fearless about 

change. Driven by a strong team in which every employee 

does their best. From this point of view, RAPA has the best 

prerequisites for the next 100 years in its anniversary year.

Every Crisis Ends

2008/2009 was not an easy financial year. The global 

financial crisis is severely impacting RAPA, reducing its 

workforce to around 200 people. “RAPA’s company history 

shows how many ups and downs we have gone through, 

but that a crisis would devastate us in the automotive sec-

tor with such intensity the way it did was a first. Our niche 

industries had always protected us from the crises that 

existed on the market,” recalls Reinhard Schlechte, who 

joined RAPA as operations manager at the end of the 

1990s. A sentence is imprinted in his memory: “Dr. Roman 
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ners for suppliers. Listen to potential customers, learn a 

new language, simply understand: What makes the new 

market tick and what can RAPA offer here? And, of course, 

find a niche. “In medical technology, first or second tier 

supplier structures as they exist in the automotive indus-

try, are not customary at present. The industry is moving 

in that direction but has no one who can offer that just yet. 

We can.” The recently launched RAPA Healthcare and 

RAPA Industry divisions, and realization of a holding struc-

tured company, give further weight to RAPA’s commitment 

to diversification. Reinhard Schlechte: “My clear goal is to 

position our new companies within these industries in the 

same way RAPA is positioned in the car industry. We are 

innovative, we are reliable, and we offer quality. When 

there is an urgent need, you call the one who can do these 

with its strict safety and approval regulations, it presents 

the company with new challenges that structurally shape 

the market. “Due to these time-consuming approval pro-

cedures, especially for Germany, 93 percent of the medi-

cal market consists of small medium-sized companies. 

And when I say small, I mean very small. Only 7 percent 

are giants like Fresenius, Braun, or Siemens,” emphasizes 

Reinhard Schlechte. Nevertheless, he is firmly convinced: 

RAPA’s future also lies in the medical technology sector. 

We have met the prerequisites. “The question now is: How 

do we transpose our skills into the new market?”  

 Be Problem Solvers

Here, too, Reinhard Schlechte relies on proven RAPA 

strengths: be problem solvers, become development part-

A crisis is bad, but a crisis 

is defined by the fact that it 

also has an end. And if you 

still want to be there at the 

end, you have to make the 

right decisions now.

Dr. Roman Pausch
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three things, that is, you come to us.” In addition, there is 

RAPA’s uncompromising focus toward the customer. Dr. 

Roman Pausch also knows that anyone who wants to dis-

tinguish themselves as problem solvers in new territory 

cannot simply circle around their own core competencies: 

“Being open to change also means moving from a self-fo-

cused perspective to a real customer-oriented approach. 

Most companies claim to be customer oriented. My per-

sonal conviction is that few actually are. We have proven 

ourselves throughout our history.”

The Next Era?

Coincidence or strategy? For Reinhard Schlechte, one 

thing is clear: Without a plan, nothing will work in the 

fast-growing medical technology market. Will RAPA 

Healthcare take part in the decision-making process and 

outperform the stable RAPA car business? “My goal is to 

create at least a reasonable basis from which we can 

achieve this.” With a dialysis valve for Fresenius, the foun-

dation has been laid. “But at the end of the day, we cannot 

earn our keep with the limited team size I currently have.” 

Colleagues from the car business are still supporting the 

future venture. “We will never become Braun or Fresenius, 

but we are someone who can assist companies like that. 

That is what we need to do now. Not by way of predatory 

competition and a low price. I would like to follow the 

same path we have taken to excel in the car business: if 

we do something, we will do it right. We want to win over 

the customer and learn and build on that,” says Reinhard 

Schlechte. “We have a great deal of expertise in technology 

High Tech to the sky! 
RAPA assesses its

competencies and uses 
its many years of

experience in controlling 
and regulating liquid and 
gaseous media beyond 
the automotive industry.
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that we can fall back on. Yes, we are automotive experts, 

but we develop, validate, and produce what we offer in its 

entirety and highly professionally. And this is not a matter 

of course for 93 percent of SMEs in the medical technol-

ogy market. We have learned to master systems. And that 

helps us open up new markets.”

You Cannot Do It without Them

A project will not succeed without the traction and enthu-

siasm for development and innovation of the employees. 

“Even in the new areas, we need the right people who are 

professionals, but are also the right fit for us,” says Rein-

hard Schlechte. A good combination of people who think 

ahead, are visionaries, but also movers and shakers who 

can concretize an idea and move things forward. “I may 

have ten new ideas every day, but when a team member 

tells me, ‘Back off, let me finish this!’ Then you must let 

them finish, you have to pull back. A team cannot be made 

up of movers and shakers alone. That does not get us 

ahead,” says Reinhard Schlechte. From a personal point of 

view, it is fun, this touch of new things, with all its  

More than the sum
of its parts: At RAPA, 

individual and system 
solutions play a

central part in the new 
business sectors.

We have a great deal of

expertise in technology that 

we can fall back on. Yes, 

we are automotive experts, 

but we develop, validate, 

and produce what we offer 

in its entirety and highly 

professionally.

Reinhard Schlechte
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opportunities and design possibilities. The new develop-

ment of products and processes is the greatest thing for 

RAPA’s teams. Here, the company relies on existing 

employees who are interested in new challenges and new 

talents who want to find their new professional home, 

here with us. For Dr. Roman Pausch, in addition to the cus-

tomer, it is primarily the employee who takes center stage 

in RAPA’s future planning: “It is about putting our develop-

ment teams together in a meaningful way, always 

responding to new trends. Only then can we design new 

areas of development. Simply put, our strategic human 

resources, our employees, are the necessary prerequisite 

for sustainable innovation capacity and with them we are 

able to successfully shape change.”

Seize the Future

What will the future bring? More medical technology, or  

a continued emphasis on the automobile or something 

completely different? We really do not know. While the 

past has long been written, the future remains a volatile 

phenomenon, yet you can seize it, grab hold of it. The 

future then will always belong to those who do not tire of 

reshaping it. No matter what happens: RAPA will find a 

solution.    

        Diversification as Engine  
for the Future        

The era of the automobile is not over. Nevertheless, since 2015 
RAPA has also been positioning itself in new business areas. The 
company today also excites the medical and industrial technology 
industries with customized, safe solutions in accordance with in-
ternational standards and its long experience in controlling and 
regulating liquid and gaseous substances. RAPA valves have long 
been installed in the dialysis machines by market leader Fresenius. 
The same applies to machine and apparatus construction.

The startup of the new companies for medical technology and in-
dustry and the implementation of a holding structure are a clear 
commitment to the future, which is strategically directed primarily 
toward diversification. Each sector offers its own challenges. 
“Medicine will become more important in the future. I am absolute-
ly convinced of that. And we are well positioned,” says Reinhard 
Schlechte. “We are now in the process of determining and evaluat-
ing the RAPA competencies for this new market in order to best 
utilize our capabilities.”

RAPA is already 60 percent independent of the powertrain, and RA-
PA applications are also in demand when it comes to autonomous 
driving. Automotive innovation will continue to bear RAPA’s signa-
ture in the future. RAPA’s goal: If the automotive crisis becomes 
more serious, the company is well positioned and secured.

superior 
solution



 

During the “Golden Twenties” 
– on September 23, 1920, to 

be exact – the engineer August Pausch and 
the businessman Hans Rausch take the step 
into self-employment: They establish the 
company Rausch & Pausch as an Open Trad-
ing Company (OHG).

Despite inflation, the found-
ers can acquire the premises 

in the Pfaffenleithe, the former Ludwigskeller, 
which is still known to many today. In 1924, 
the company moves to the much larger loca-
tion. Innovative products such as the electric 
test light and the fitting wrench contribute to 
the company’s success. 

From the 1940s onwards, 
RAPA exclusively produces 

fuses in large quantities. Towards the end of 
World War II, RAPA is the largest manufactur-
er of fuses in Germany. 

Conversion into the Rausch 
& Pausch Electrotechnical 

Factory Limited Partnership. 

In 1951, the engineer Hans 
Gundlach introduces elec-

tromagnetic technology to RAPA. 

High quality industrial relays 
that are used in engine man-

agement as well as measurement and con-
trol systems are included in the product 
range. In addition, relays are manufactured in 
large series for washing machines, televi-
sions and later also for the switchboard of 
the postal service. 

From apprentice to company 
boss: Albert Pausch, son of 

August Pausch, is already on board in the 
founding years and has his first professional 
career as an apprentice. After returning from 
Russian captivity, he builds up a distribution 
network in West Germany. He demonstrates 
skill and empathy in sales and shapes
RAPA’s dealings with customers.

The experience in the con-
struction of electromagnetic 

devices opens up another market area: sole- 

noid valves for controlling liquid and gaseous 
media. The focus is on the economical design 
and most efficient production of solenoid 
valves for light heating oil. Further solenoid 
valves for heavy oils, gas, etc. are included in 
the product range.

Horst Pausch, grandson of 
the company founder, joins 

the company.

The third generation takes 
the helm: Horst Pausch takes 

over as Managing Director. 

A new facility in the Vielitzer 
Straße is built and becomes 

the new company headquarters after only 11 
months of construction.

The need by Mercedes Benz 
for a small magnetic valve 

for the hydraulic drive to open and close con-
vertible tops provides the decisive impetus in 
the 1980s. RAPA becomes an automotive 
supplier.
 

H I S T O R Y

The First 100 Years
Our history in time lapse. The main highlights of 100 eventful years:  

Our RAPA milestones.
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As outstanding supplier,  
RAPA is awarded the Power 

Packer Supplier Award. In the field of the 
supplying complete convertible drives, Power 
Packer controls about 40% of the world mar-
ket share. 

RAPA becomes a specialist 
in air suspension and manu-

factures switching valves and valve blocks. 
Products for a chassis with hydropneumatics 
suspension are also increasingly in demand. 

Dr. Roman Pausch joins the 
company as manager of 

product development. From 2010 he and his 
father head the company. 

Horst Pausch retires from 
active business as Managing 

Director and joins the Company Advisory 
Board. His son Dr. Roman Pausch takes over 
the sole management of the company. 

The first RAPA facility in the 
United States is put into op- 

eration. At its Auburn, Alabama, site, RAPA will 
build components for major US customers as 
well as for the system manufacturer ZF. 

Off to new markets: In addi-
tion to the automotive indus-

try, the medical technology sector is becom-
ing increasingly important for RAPA. The 
market leader Fresenius, a RAPA customer 
for 30 years, equips its latest generation of 
dialysis machines with RAPA solenoid valves. 

RAPA secures the largest or-
der in the company’s history. 

The order volume of 330 million euros with 
thyssenkrupp Bilstein for the new adaptive 
damper system Plus (ADS+) has a term of 11 
years. 

For the development of the 
motor pump unit, RAPA is 

awarded the Daimler Special Award for Inno-
vation and becomes a recognized technology 
partner of Daimler AG.
The component is used for the first time in 
the new E-ACTIVE BODY CONTROL chassis of 

the GLE class and then in the new S-Class.
In the same year RAPA Healthcare is founded. 
As a Med Tech supplier for medical technolo-
gy companies and manufacturers, RAPA pro-
duces components and systems for medical 
and analysis technology devices.

RAPA expands into the Chi-
nese market and opens a 

representative and sales office in Shanghai. 
In addition, RAPA is converted into a holding 
company. The Automotive, Healthcare and 
Industry divisions will be spun off from Rausch 
& Pausch GmbH to three newly established 
subsidiaries, and Rausch & Pausch will thus 
become the parent company (holding  
company).

To be continued!
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