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4 SPOTLIGHT ON
›
  The cold forming process, which involves drawing and shaping of the tube, is used to impart higher strength than found in the initial 

annealed condition. To achieve the highest straightness, low eccentricity and tight dimensional tolerances, Sandvik employs its own patented 
cold pilgering technique.

›
  The high-tech tube mill Sandvik Mehsana is located in Gujarat, India.

Expansion at 
Sandvik Mehsana: 
new capacity & 
continued 
customer support
After a careful analysis of market and customer need, Sandvik 
recently upgraded the cold forming capabilities at their Mehsana 
steel mill in India, boosting capacity and rounding out the 
facility’s corrosion-resistant tube offerings. Specifi cally, a new 
manufacturing line focused on heat exchanger tubing has 
doubled cold-working capacity, allowing for swifter delivery 
times across the Asia-Pacifi c region. Combined with Mehsana’s 
‘zero defect’ output, sustainability, and product traceability, the 
new line further enhances Sandvik’s reputation for excellence in 
materials technology and customer service. Stainless Steel World 
India & Middle East sat down with Nitin Chaudhari, Product 
Unit Manager at Sandvik Mehsana, to fi nd out more about the 
developments at the facility and the team behind the successful 
upgrade.

By Daniel Sweet

Nitin Chaudhari, Product Unit Manager at 
Sandvik Mehsana, thinks a lot about the fu-
ture during his working day. “Though I am al-
ways focused on some day-to-day aspects of 
manufacturing,” he said in a recent interview 
with Stainless Steel World India & Middle East, 
“I spend much of my time trying to under-
stand how the market is changing, and how 
Sandvik Mehsana can adapt to these changes 
in order to better serve the customer.” This 
forward-looking approach, driven by an un-
derlying dedication to customer care and sup-
port, recently contributed to the expansion of 
the Mehsana facility’s cold working capacity 
with a new manufacturing line, improving in 
turn the availability, grade and alloy diver-

sity, and delivery time for corrosion-resistant 
tubes. Mr. Chaudhari explained the lead up to 
this development, and how customer need, 
as always, infl uenced the update.

Site history

“Originally and primarily,” he began, “Meh-
sana was an extrusion unit for tubes, pipes, 
and hollows. There are various processes for 
producing tube products, including hot extru-
sion and cold pilgering, also known as hot and 
cold working. For some time, the extrusion at 
Mehsana was predominantly hot extrusion. 
In 2004, a cold pilgering line was added, but 

only a limited number of grades could be pro-
duced given the line’s design—that is, only 3 
or 4 grades.” 

“More recently, in studying the market and 
communicating with our clients, we realized 
that the demand for special alloy tubes in In-
dia and the Asia Pacifi c region was growing. 
We then analyzed our production processes 
to determine what updates would allow us 
to meet the market demand while providing 
the customers with the quality products they 
needed.”

“The potential on the production fl oor 
quickly became apparent: we could expand 
our product portfolio through an enhanced 
cold pilgering process, moving far beyond the 

initial 3 or 4 grades and creating a greater va-
riety and quantity of tubes. And so we added 
a new cold working line.”

“The new cold working line focuses on 
tubes in austenitic, Super austenites, duplex, 
and nickel-based alloys, with an emphasis on 
straight or U-bent tubes for shell-and-tube 
heat exchangers. Beyond heat exchangers, 
the advanced corrosion-resistant tube, pipe, 
and hollows now available to our clients have 
many applications for use in process equip-
ment across a wide range of industries, in-
cluding petrochemical, oil & gas, chemical, 
and fertilizer. With special alloys such as Sani-
cro® now on off er at Mehsana, the facility can 
supply tube and piping that can withstand the 
most corrosive of environments.”

The Sanicro benefi t

Thanks to the updated cold pilgering line 
at Mehsana, Sandvik can meet the increasing 
demand for special alloy tubes and pipes in 
India and the Asian Pacifi c region. One range 
of special alloys available through the new 
line include Sanicro® 30 (Alloy 800), Sanicro® 
41 (Alloy 825), Sanicro® 70 (Alloy 600), and 
Sanicro® 625 (Alloy 625). As Mr. Chaudhari ex-
plained, these advanced alloys and others like 
it are highly sought after by customers with a 
concern for reliability. 

“Sandvik Mehsana supplies to a wide range 
of customers doing business across a variety 
of industrial sectors, but many customers we 
work with tend to have one very important re-
quirement in common,” said Mr. Chaudhari, 
“and that is reliability. This is especially true 
for customers whose operations call for al-
loys in the Sanicro® family. Piping and tubing 
in the Sanicro® brand are extremely reliable, 
and for facilities with time-critical processes, 
this reliability is of paramount importance.”

“More specifi cally, these are oil & gas facili-
ties, or chemical facilities, where production 
is totally integrated, and every component is 
critical to the overall process. On top of this, 
the operating environments are incredibly 
corrosive. For these operations, a single bad 
component can disrupt the entire process. 
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›
   At Mehsana, I feel that we have achieved a perfect balance in the team, with customer-

facing and manufacturing units that understand one another’s goals and that work together 
to achieve them.

›
  The new cold working line focuses on tubes in austenitic, duplex, and nickel-based alloys, 

with an emphasis on straight or U-bent tubes for shell-and-tube heat exchangers.

 The new cold working line at Mehsana focuses on 
tubes in austenitic, duplex, and nickel-based 

alloys, with an emphasis on straight or U-bent tubes for 
shell-and-tube heat exchangers.

Downtime is not an option for these facili-
ties, and the Sanicro advantage comes down 
to dependable service. A Sanicro® alloy, such 
as Sanicro® 625, shows very good resistance 
to pitting corrosion, intergranular corrosion, 
and is virtually immune to stress corrosion 
cracking in chloride-containing environ-
ments. That is the kind of security our clients 
are looking for in material selection. Luckily, 
we have a dedicated and hard-working staff , 
both on the manufacturing and customer-
facing end, that can help our clients deter-
mine the alloy that is best suited to their 
needs—and they can be sure that whatever 
their choice, the end product will be of the 
highest quality.”

Team profi le

Mr. Chaudhari was eager to expand on the 
team behind Sandvik Mehsana, especially given 
the fact that the human element is so vital to 
the success of any expansion in manufacturing 
capabilities. “We can discuss the recent devel-
opments at Mehsana in technical terms, but of 
equal importance is the team we have assem-
bled to see the expansion and continued opera-
tion through. After all, in introducing the latest 
technologies to a manufacturing process, there 
are two challenges. The fi rst is the initial hurdle 
of project planning and implementation. But af-
ter that, you must have a team in place that can 

not only carry out the initial work, but that can 
maintain it into the future.”

“The team at Sandvik Mehsana,” Mr. Chaud-
hari continued, “can be broken down into 
two parts—we have the customer-facing unit 
and the manufacturing or production unit. 
The production unit has a lot of experience—
I would say that 70% of our employees have 

been with us for over 15-20 years. We have 
qualifi ed metallurgists, along with specialists 
who are intimately familiar with, for example, 
all aspects of tube production. This accom-
plished part of the team puts us in a good po-
sition to produce high quality products using 
the latest techniques and equipment.”

“Meanwhile, on the customer-facing side, we 
have an equally experienced team. The custom-
er-facing team has the job of assisting our clients 
to determine what materials are best suited to 
their particular operation. The customer-facing 
team must help the customer decide, to give 
another example, what alloy they should use for 
what application. And for the unit to be able to do 
that, you need technically minded experts who 
have a vast knowledge of diff erent materials and 
alloys, along with the skill to interface with a vari-
ety of customers and industries. The customer at 
Sandvik is always the most important considera-
tion, and so our customer-facing unit must put 
themselves in the customer’s position to help 
them choose the right material for the job.”

“At Mehsana, I feel that we have achieved a 
perfect balance in the team, with customer-
facing and manufacturing units that under-
stand one another’s goals and that work to-
gether to achieve them. And not just for the 
company, but for the clients. The cohesion of 
our team, along with the traceability systems 
in place at the mill and our policy of ‘zero de-
fects,’ are the main drivers of our success.”

Reliability, traceability & problem solving

Mr. Chaudhari explained that the operations 
at Sandvik Mehsana are driven by a “zero de-
fects” philosophy.  As part of that commitment, 
the mill secures full traceability from melt to 
fi nal tube, allowing any customer to trace any 
product in every step of the production process 
back to the individual melt, heat, and lot. This 
gives full control over their product, empower-
ing them to install or modify the material with 
full knowledge of its production history.

Of course, some customer needs are best 
addressed directly by the Sandvik Mehsana 
team, and Mr. Chaudhari recalled a recent 
situation where a customer needed the sup-
port of the mill’s expert staff  to address their 
specifi c needs.

“Not too long ago, one of our customers had 
a problem with pipes that were cracking dur-
ing a bending operation. In order to address 
this, we sent a support team, composed of 
both units, to study the operation. We came 
to understand what was causing the pipes to 
crack, and knowing that the solution was in 
adjusting the mechanical properties of the 
pipes in question, we began to work on a 

solution. The team was able to adjust the pipe 
specifi cations for the customer, and when the 
new properties were implemented cracking 
was no longer an issue. With our zero-defect 
policy, our traceability systems, and the team’s 
willingness to adjust the product to a client’s 
needs, Sandvik Mehsana sets the standard for 
customer support, expertise, and innovation.”

Looking ahead

Toward the end of the interview, Mr. Chaud-
hari began to refl ect on the future of the In-
dian stainless steel industry, along with the 
outlook for Sandvik Mehsana going forward.

“There are many developments happening 
within Mehsana and India itself that are worth 
mentioning in a discussion of the future. The 
market for stainless steel tube and pipe prod-
ucts in India is a truly modern market. Looking 
at other countries that have experienced ex-
ponential growth in past years, I see the same 
trend happening in India. And as the country 
continues on its development journey, we will 
see expansion across all sectors in India need-
ing stainless steel tubes—whether that be for 
fertilizer companies, refi neries, chemical plants, 
oil & gas fi rms, or any other process sectors that 
rely on corrosion resistant pipe and tubing.”

“As part of Sandvik’s commitment to cus-
tomer support—and my own duties to keep 
looking ahead at how the market is chang-
ing—I am confi dent that Sandvik Mehsana 
has positioned itself well to serve customers 
through India’s growth. And thanks to the 
new manufacturing line at our facility and 
our enhanced cold pilgering capabilities, we 
will not only be serving our customers during 
the country’s expansion, but we will also be 
contributing to the expansion as well. There 
is already a growing demand for special alloy 
products—and by off ering high-quality pipe, 
tubes, and hollows under the Sandvik guaran-
tee, we will keep that trend moving upward.”

Meet Mr. Chaudhari
With over 24 years of 
business experience 
across multiple func-
tions and countries, 
Nitin Chaudhari has 
proven himself as 
a skilled business 
leader. Mr. Chaudhari began his tenure 
with Sandvik in 1998, progressing from 
a sales engineer position in Bhopal, 
India to marketing, engineering, and 
sales roles in Pune, India. After time 
abroad in Shanghai, China and Dus-
seldorf, Germany, Mr. Chaudhari took 
up his current role as Product Unit 
Manager at Sandvik Mehsana, leading 
a team of 170 employees through up-
grades and modernizations, including 
the new manufacturing line covered in 
this spotlight.


