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Parker-Hannifin’s translator upgmde helps the company to
achieve maximum electronic data interchange benefits.

AUTO PARTS
MAKER
DOUBLES
TRANSACTION
SPEED

BY MARTY WEIL

n the mid-1980s, the Big Three au-
tomakers thrust electronic data in-
terchange (EDI) on their trading
partners as a means to facilitate uni-
formity in their electronic communi-
cations. This decision made perfect
sense. And, if a company wished to
remain a supplier, it cooperated. But
usually that compliance resulted in a
half-hearted attempt to make the best
of the situation and not in efforts to
take advantage of a unique opportuni-
ty to increase the efficiency and pro-
ductivity that EDI can impart.

Parker-Hannifin Corp. (Cleveland,
OH), an automotive parts manufac-
turer, faced this “compliance” scenario
in 1986. Back then, the company was
happy to perform the basic EDI func-
tions to satisfy its customer base. How-
ever, two years ago, as the economic
reality of the 1990s began, the com-
pany decided it wanted more from its
EDI program. That's when Parker-
Hannifin made a major upgrade in its
EDI translation software with an eye
toward functional improvements.

By upgrading to Sterling Soft-
ware’s (Dublin, OH) Gentran EDI
management and translation software,
the company was able to increase its
per-month transactions by more than
30% and bring additional trading part-
ners on-line 50% faster than in the past.
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Parker-Hannifin, an automotive parts manufacturer, originally installed EDI soﬁware to
comply with the Big Three auto makers. After a recent upgrade to Sterling Software’s Gen-
tran, the auto parts supplier increase its per-month transactions by more than 30%.

Photo courtesy: ParkerHannifin Corp.
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I2M - The International Integrated Manufacturing Show
The Only Enterprise-Wide Automation Event in the Country
March 14-17, 1994, Chicago, IL

Sponsored by Managing Automation Magazine
Co-sponsored by Control Engineering Magazine

Reach the Automation Task Force

Automation prospects are dispersed throughout the company, making it hard to
meet all the members of the automation team and foster group decision-making.
Marketing automation products through sales calls and small vertical shows can
be time-consuming and ineffective. But now there is a new marketing opportunity
that brings together all members of this high-level buying team — I°M.

An Enterprise-Wide Event with an

Enterprise-Wide Audience
I°M is a logical extension of National Manufacturing Week, the pre-
eminent forum in North America for industrial technology. Now NMW will encom-
pass the complete manufacturing process with four industrial shows featuring;

 National Design Engineering Show & Conference:

product design, development and engineering

oI*M: manufacturing production

eInternational Control Engineering Exposition & Conference:

quality control

s National Plant Engineering & Maintenence Show & Conference:

plant maintenance and operations.
The size, scope and importance of NMW makes this major industrial event a
“must-exhibit” event for manufacturers to reich engineers and managers from
every engineering discipline.

I2ZM - Delivering 15,000 Hot Prospects!

This new show will draw over 8,000 new, unduplicated prospects attending solely
to investigate and purchase automation technology, plus 7,000 qualified buyers
already attending NMW.

Big Growth for Industrial Automation

According to Managing Automation, the U.S. industrial/CIM market is expected to
expand by 52% between 1991 and 1995 from $65 billion to $98 billion, In a
recent survey of likely I°M attendees, 12 percent said they will spend over $1 mil-
lion on automation in the next 12 months.

| M — The Only Complete Automation Show in the Country
I’M is the only broad-based event in North America providing discrete and process

manufacturers with the systems, services and solutions to improve productivity,

quality and communication on and beyond the

factory floor.

READER CARD NUMBER 31

Products and Services Showcased:
eAutomation systems

e Automated material handling

» Automatic ID/data collection

»CIM systems, hardware and software
»Computer hardware and peripherals
sInventory control systems

*Machine vision

eNetworking products and services
eProcess control systems
eProduction control systems
*MRP/MRP II/ERP

*()C/test & measurement
*Sensors/instrumentation

= Systems and application software
«Systems integration

FORTUNE 500 Support Means High-Volume Potential

NMW is the biggest and the most concentrated gathering of qualified prospects for
your products in the country. Over 50,000 attendees come specifically to make
purchase decisions, very often in buying teams. And, they purchase in volume —
305 of the FORTUNE 500 companies were represented last year.

Join Key Industry Leaders Supporting the Event

eAllen Bradley ~ eGeneral Electric
» Honeywell eSquare D
eSiemens sWestinghouse
An Integrated Show,

An Integrated Audience, A Great Opportunity

As part of National Mmmfactumlg Week, I°M offers a guaranteed audience and an
excellent marketing opportunity. Qur targeted promotional plan will further
ensure 4 qualified audience of key decision-makers.

Integrate this show into your marketing plan!

For More Information on I*M:
Contact Geoff Poli, Show Manager at (203) 352-8322.

J I want I2M to be an integral part of my sales effort!

I Fax this form to: (203)964-8489 or mail to:

\ International Integrated Manufacturing Show, 999 Summer Street, Stamford, CT 06905-0833
[ ___ Please send me more information and an z:pphcﬂnon form for exh;bumg

! Please send me information on attending I°M and the other events held during National Manufacturing Week.

The International Name
Integrated Manufacturing
Show Title
March 14-17,1994 P
McCormick Place North  Address
ChiconerIL City State Tip

©Reed Publishing (USA) Inc., 1993. All rights reserved.

MA12



With more than 36 divisions of Parker-
Hannifin using the Cleveland office gateway
for their EDI transactions, Gentran’s map-
ping system is critical to the smooth flow of
data. The software also has a built-in re-
porting and control mechanism.

“The Gentran software does more
than just a good job of translating doc-
uments; it handles the administration
of trading-partner profiles, mainte-
nance, acknowledgment processing,
and on-line standards access,” says
Jim Kless, manager of strategic sys-
tems for Parker-Hannifin. “We've had
Gentran for more than two years, and
we have significantly reduced the
amount of time necessary to manage
the EDI system, including a 50% drop
in mapping and standards mainte-
nance. And perhaps most importantly,
new documents are ready two to three
times faster than before.”

With more than 36 divisions of
Parker-Hannifin using the Cleveland
office gateway for their EDI transac-
tions, Gentran’s mapping integration
system is critical to the smooth flow of
data between the divisions. The ad-
vanced mapping feature of Gentran
offers the company flexibility to de-
velop table-driven interfaces between
the different applications that run in
the business units, including order en-
try, accounts payable, and components
of the manufacturing system.

“One of the biggest inhibitors to
implementing a cost-effective EDI pro-
gram is the amount of programming
required to make the applications com-
pliant with [ANSI] X.12 standards,”
says Tom LaSalle, regional manager
for Sterling Software. “Rewriting an
existing portfolio of applications or de-
veloping in-house solutions is time con-
suming and costly. Gentran’s mapping
system eliminates this by providing an
on-line tool to build map requirements
between applications and the EDI stan-
dard so that they are integrated.”

y implementing Gentran, Parker-
Hannifin has made business
transactions easier for its cus-
tomers. The clients no longer
have to know which unit they want to
communicate with because the map-
ping system takes care of routing the
information to the correct location.
Another element of the Gentran
translator that helped Parker-Hannifin
meet its goals is Gentran’s built-in re-
porting and control mechanism. The
Gentran system offers Parker-Han-
nifin extensive audit and control ac-
knowledgment reporting functions, as
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well as a host of other real-time error-
handling capabilities.

“Sterling’s help hotline is a major
component of this package—and one
we couldn’t live without,” says Kless.
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“An EDI translator is like any other
piece of technical software: when you
need help, you've got to get a quick re-
sponse. We just weren't satisfied with
our former vendor in this respect.”

NETWORKING AND COMMUNICATIONS HIGHLIGHTS |

WIRELESS COMMUNICATIONS MARKET TO GROW—The U.S. market for wireless
communications equipment and services is expected to climb from $1.22 billion in 1992
to $9.95 billion in 1997, according to The Information Network (San Francisco, CA). The
market research company released its findings in its report, “Wireless Communications:
LANS, Cellular, MANS/WANSs, Pagers, and PBX."

“In the U.S. and throughout the world, there is an increasing need for portability
and ease of communications,” notes Robert N. Castellano, president of The Informa-
tion Network. “These needs have begun to create a potentially huge market opportunity.”

The U.S. market for wireless local area networks (LANSs) is expected to grow from
$27 million in 1992 to more than $300 million in 1997. LANs will have a compound an-
nual growth rate of 64.5%. The market for wireless, portable computers, connected over
packet-switched wide area networks (WANs) and metropolitan area networks (MANSs),
will expand at a compound annual growth rate of 63.8%. This represents an increase
from $530 million in 1992 to $6.25 billion in 1997.

LANPOINT COMPUTERS NOW OFFER TCP/IP COMPATIBILITY—Burr-Brown
Corp.'s (Tucson, AZ) LANpoint family of computers can now run off-the-shelf software
for TCP/IP network support. LANpoint computers are small, rugged, DOS personal com-
puters (Managing Automation, May 1993, page 36). Now, a software package such as
FTP Software’s PC/TCP allows LANpoint PCs to connect into a UNIX server.

With this added support, users of UNIX and TCP/IP are provided with a method
of collecting bar code and RS-232 serial and digital I/O data directly on the network. Di-
rect connection onto either a thinwire or 10BaseT Ethernet network is available. The
LANpoint computers boot as diskless workstations, and support both the “bootp” and
the “rarp” remote booting methods.

LXE’S RF DATA TERMINAL RECEIVES SAFE RATING—LXE Inc.’s (Norcross, GA)
radio frequency data terminal and bar code scanner series have been approved as “In-
trinsically Safe” by Factory Mutual Research Corp. (Norwood, MA). This means the LXE
equipment is approved for use in hazardous locations, such as flammable and explo-
sive environments, as defined per Article 500 of the National Electrical Code (NFPA-70).
Prior to this, only bar code wands could be used to scan data in these environments.
The LXE 5310FM bar code scanner series and the Model 2100FM terminal
were scrutinized in several areas in order to obtain Factory Mutual's approval. They in-
cluded spark ignition tests, power rating checks, a severe drop test, and impact tests.
The rating certifies that these LXE scanners and RF terminals can be used together in
volatile and flammable environments, including chemical and refining operations.
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