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The Sum of the Parts

Rockwell Automation's Encompass Program Plugs Users
Into Essential Expertise and a Single Point of Responsibility

n today’s competitive global business environment,
where manufacturers are required to deliver new
products faster, cheaper. and with exceptional support
after delivery, traditional approaches to automation

are no longer enough.

According to industry analyst AMR Research, Boston,
customers and suppliers must be involved in a collabora-
tive effort to meet the rapidly changing demands of today’s
manufacturing marketplace. Competitive automation
solutions now typically require a vast range of products
from multiple suppliers—something that Rockwell
Automation has recognized in the development of its
Encompass Product-Referencing Program.

Speeding and Simplifying Effective Automation
The Encompass program is a comprehensive product-
referencing tool designed to identify, qualify, and jointly
market best-of-breed, third-party products that complement
and extend the products and services of Allen-Bradley,
Reliance Electric, Rockwell Software, and Dodge
Rockwell Automation’s global brands.

Encompass brings together Rockwell Automation’s

technical and commercial resources with referenced
partner products that, having been proven effective in the
Rockwell Automation environment, meet rigorous quality
and performance criteria.

New manufacturing applications are emerging that
require specialized components from suppliers with the
best expertise to meet today's requirements, while antici-
pating tomorrow’s needs.

Because of this need, Encompass aligns referenced
products with areas of proven industry expertise—
segments such as consumer goods, forest products, met-
als, petroleum and mining, automotive, electric power,
semiconductors, and electronics, This product/industry
alignment simplifies the task of finding the best product
for the application at hand.

The Tools to Build Complete Automation Solutions
Supplier relationships are becoming increasingly strategic
these days. This lets companies focus on core competen-
cies while leveraging the capabilities of key suppliers to
meet essential customer needs quickly and efficiently.
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These critical needs extend beyond products to include
service and support.

Encompass-referenced products and their manufacturers
are screened thoroughly by Rockwell Automation for
quality, compatibility, service, and support compliance
within geographical referencing regions. Partners must
have a verifiable, positive record of customer satisfaction
and must be dedicated to delivering quality products and
services. The products are assessed annually to ensure they
meet or exceed customer expectations and Encompass
program objectives.

Two classifications of products provide customers with
products that include all the critical components in an
automation solution. Connected products are network com-
patible with Rockwell Automation products or systems and
include weigh-scale modules; flow, pressure, and analyti-
cal instrumentation: variable-frequency drive modules;
pneumatic valve controllers, specialty 1/0, and manufac-
turing execution system (MES) software.

Peripheral products are components that typically protect
or enhance the user’s investment in a Rockwell Automation
product or system. They include enclosures and purging
systems, uninterruptible power supplies, signal and power
surge suppressors, and process calibration test tools.

More than 100 Encompass Partners provide products
in 71 product categories, assuring that manufacturers have
a broad range of choice.

The Partner Perspective

While any given Encompass Partner company may have its
own take on what it gets from participation in the program,
all are unanimous in their belief that the ultimate benefi-
ciary of the program is the manufacturer specifying an
integrated automation solution.

Phil Allen at Grace Engineered Products, Davenport,
lowa, is a strong proponent of the way the Encompass
program leverages the strengths of Rockwell Automation
and the partners. “Small companies have the ability to
react instantly to local market conditions and customer
demands.” says Allen. “They can find a need and fill it
quickly. For the typical small business, failure is not an
option. They're built to be nimble and highly responsive.”

He sees the complement that Rockwell Automation
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MORE THAN 100 ENCOMPASS PARTNE

CATEGORIES, ASSURING THAT

provides to this environment. “On the other hand, a large
company like Rockwell Automation fills big needs in the
marketplace and has a very large and established channel
to market,” continues Allen. “In many ways, the large
company drives the direction of the market, and they have
the resources to get their message out to the broad
market.” In his estimation, the Encompass program brings
together the strengths of both types of companies into an
atmosphere of mutual benefit. “Just as shopping malls
need both the large anchor stores and the small ice cream
shops to fill all the customers’ needs with one trip, the
Encompass program brings together a national leader with
smaller regional suppliers in a way that adds up for the

RS PROVIDE PRODUCTS IN 71 PRODUCT

MANUFACTURERS HAVE A BROAD RANGE OF CHOICE.

process simulation software. Mike Sullivan at Cape sees
participation in the Encompass program as beneficial to
both his company and his customers. “For our customers,
the program serves two essential purposes,” says Sullivan.
“It provides an information tool that keeps them abreast
of emerging products and services.” It does this through

the program’s product directory and Web site—reference
tools customers can easily access. “But it also helps make
information more visible through joint Rockwell Automa-
tion/partner marketing such as technical seminars,
tradeshows, or advertising,” he continues. This would
include the annual Allen-Bradley Automation Fair.

“I have met many customers through Encompass who
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In a typical control system in the petroleum and chemicals industries, devices from Encompass partners integrate with Rockwell Automation

products to provide a complete solution.

automation customer, says Allen. “It’s synergistic—the
whole is greater than the sum of its parts.”

BLH Electronics, Canton, Mass., touts itself as the
first producer of electronic weighing equipment, with
roots back to the invention of the strain gauge around
1937. They believe this history and a problem-solving
reputation lead engineers to their expertise. “As such, we
feel our partnership with Rockwell Automation provides
industrial system designers the very best of two com-
pletely different technologies,” says BLH's Dennis
Windsor. “Customers get superior weigh/tension/force
measurement solutions and they can marry this data to
superb integrated controllers.”

Cape Software, based in Houston, manufacturers
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had created their own simulation solution—some very
creative, some very expensive, some good, some bad—
but, by and large, all one-shot efforts,” adds Sullivan.
“All of these companies needed an affordable, docu-
mented, supported product to meet their simulation
requirements, and all were delighted to learn of Cape
Software through Encompass.”

Endress+Hauser, Greenwood, Ind., provides an array
of network interfaces and process instruments that are
referenced in the Encompass program. “The Encompass
partnership provides a backdrop for Rockwell Automation
and Endress+Hauser distribution and support people to
work together,” says Craig McIntyre. “Issues of distribu-
tion conflicts, product conflicts, and connectivity with
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“THE BENEFIT OF THE ENCOMPASS PROGRAM HAS BEEN THE ABILITY TO PROVIDE

END USERS AND SYSTEM

Rockwell Automation systems are addressed up front.”

Rockwell Automation distribution can point to manu-
facturers who can help complete a customer’s solution,
adds Mclntyre. “Participation in events such as Automa-
tion Fair allows Endress+Hauser to present its part of over-
all measurement and control solutions to customers as well
as distributors and integrators,” he says.

Mclntyre believes the value of Encompass to the user
or integrator is the knowledge that Rockwell Automation
and the partner are committed to stand behind the joint
solution. “The customer has a greater assurance of a
smooth team operation and less expectation of finger
pointing if a problem does occur,” he says.

Leviton Manufacturing, Little Neck, N.Y., manufactures
power and data-line surge suppressors as well as pin-and-
sleeve devices. The company believes that while Leviton's
expertise adds to the Encompass product portfolio, partici-
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An Encompass Partner interface to A-B PLCs provides a seamless
wireless networking solution.

pation in the program has improved the company’s own
ability to reach out to the marketplace.

“For us, the benefit of the Encompass program has been
the ability of Leviton to provide end users and system inte-
grators with a complete offering,” says Matt Wakeham, a
manager for Leviton Power Quality Div. “And having
Rockwell Automation Encompass-referenced products
conveys an association with the highest-quality standards
in the factory automation industry.”

Electronic Systems Technology (EST), Kennewick,
Wash., manufactures the ESTeem line of licensed and
unlicensed radios that provide a seamless, wireless radio
network through its DFI communications-protocol driver.
This allows a direct interface to Allen-Bradley PLC, Con-
trolLogix, SLC, and MicroLogix processors for indoor
projects and outdoor applications with as much as 15
miles line-of-sight requirements (Figure 1). Using the
internal digi-repeat feature, longer ranges are enabled by
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INTEGRATORS WITH A COMPLETE OFFERING."

routing information through multiple ESTeems, trans-
parent to Allen-Bradley hardware.

“The major benefit of Encompass to our customers is
the confidence it gives them in knowing that the prod-
ucts will work and, if they need technical support, they
will get it immediately and without hassles,” says EST’s
Tom Kirchner.

Kirchner’s sentiment is echoed by David Poirier
at Bonitron, Nashville, Tenn. “The biggest benefit
noted by customers is the confidence they have that
Rockwell Automation and the Encompass partners are
working together to provide the ultimate system solution,”
says Poirier.

Bonitron works regularly with Rockwell Automation
in providing controls solutions in automated storage and
retrieval systems.

Customer Satisfaction Above All

Genentech Inc. produces biotechnology-based pharmaceu-
tical products at their plant in San Francisco. The company
used a local system integrator to help install and start up
Allen-Bradley PLC processors, computers, and software
at its Final Purification Expansion Facility (Figure 2). The
system connects Rockwell Software’s RSBatch to an
Oracle database that works in conjunction with Aspen
Technology’s CIM.21 software.

This project provides a fine example of how Rockwell
Automation and its Encompass partners are able to deal
with a complex process plant involving large amounts of
discrete automation and batch control.

Genentech engineers have vast experience with batch con-
trol, so they knew exactly what they were looking for when
they went out for bids. Genentech considered batch control
packages from a variety of software developers, including
Rockwell Software (RSI). The company evaluated each on
security, HMI integration, recipe management, database
integration with a batch reporting system, and tag database
import utilities for Allen-Bradley PLC processors.

“As a result of the software performance and integra-
tion capabilities with Genentech’s existing platform, our
automation engineers selected RSI's RSBatch for the
batch control and RSView 32 for the HMI,” explains a
spokesperson for Genentech’s project team.

One key to successful manufacturing is exceptional clean-
liness, so the company built a Final Purification Expansion
Facility to manage clean-in-place (CIP) and steam-in-place
(SIP) plus control chromatography-skid
sequencing and tangential-flow filtration (TFF) operations.

The automated system is based on eight Allen-Bradley
PLC-5/80E processors and 11 PCs on an Ethernet network.
Software includes Windows NT v. 4.0 and Rockwell
Software’s RSBatch and RSView32. RSBatch works with
the overall plant-control system, which is based on

operations,
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