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A 4-page brochure dedicated to the naval and marine markets

Few metallurgical companies can pretend to have an offer specifically tuned to these
rather 'confidential' markets.

Aubert & Duval reputation in these fields stems from the high quality of its products,
but also from the design of proprietary grades, like the NY B66, a superaustenitic
stainless with high resistance to crevice corrosion in sea-water environment.

Traditionally Aubert & Duval has been dealing with a handful of customers, like
DCNS (a naval defense company based in France and one of Europe's leading
shipbuilders) and Rolls Royce Marine, to mention the most proeminent. With DCNS
the business is not limited to submarines (the Barracuda), but it extends to other
fields of interest like marine renewable energies.

It is now time to develop our presence in other European countries, in the USA, in
South America, India, Russia, as well as in Far East.

This new brochure, combined with the corresponding ADonix presentation, provide
the prospect with an optimum visibility of what we can bring, and should definitely
trigger his interest.

You will find, attached, a .pdf version of the brochure, for your own use only.
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