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@  Public access
@  RestrictedACcess (portal login required)
@  Recommended resource

O Optional resource

Resources listed in the above matrix are hyper-linked to the TFI portal which will be updated regularly. It is to periodit refresh using the links above to ensure you are accessing the latest version of any document. Information is provided based on current test data and may be subject to change as new information becomes
available. The versatile nature of TechFab India means that all licati it cannot be antici TechFab India makes no warranties and assumes no liability in connection with this information. Project specific testing may be required to determine the suitability for TechFab India material use in a particular application.
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