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WE PLAY IN HUNDREDS OF
CITIES EVERY WEEKEND

AND WE'RE
PRODUCING
WINNERS IN
EVERY MARKET

The Mark IV Pro
Audio Group is ? .

one of the fastest
growing suppliers |
to the broadcast

industry. With the

;
strength and skill of
such respected compa- )
nies as Electro-Voice, /
D.D.A. and Klark-
| |'

Teknik, the reason
we're producing win-
ners is clear. For example, Electro-
Voice makes some of the most popu-
lar microphones in broadecasting.
D.D.A. mixing consoles are the
choice of WGBH, Boston, one of the
largest producers of programming
for PBS, and
Klark-Teknik
is the Brit-
ish signal
processor manufacturer that stood
the pro audio industry on it’s ear by
introducing a graphic equalizer with
a wireless remote control

So, wherever your team playvs,
the Mark IV Pro Audio Group of
companies has what it takes to put
you in the big 5w
leagues. < L

For more =
information on the Mark IV Pro
Audio Group of companies call
800.695.1010.

MARH IV PRO AUDIO GROUP

Electro-Yoice"®

IDIDA
HLARK ({1011
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Harris Platinum FM Transmitters
aren't falling, But their prices are.

If you haven’t priced a Harris The digital input incorporates  give you hot-pluggable RF

Platinum FM Transmitter lately, a DSP* stereo generator for modules with an MTBF exceeding

you're in for a pleasant surprise.  unsurpassed stereo performance 240,000 hours; no IPA module;
Not only has Harris lowered ~ and separation and a Digital VSWR foldback, and more.

the price on these ultra-redundant  Composite Limiter with “look- Let us surprise you. To learn

all-solid state transmitters, but ahead” circuitry to predict and more about Harris PT-CD

now every PT-CD FM transmitter  eliminate overmodulation peaks  Transmitters, please contact us:
includes Harris’ DIGIT digital FM  before they occur.
U.S. and Canada:

exciter as well! Even if you don’t have a
DIGIT, the world’s first and digital signal to your transmitter, :el 221177'2222%4'8124(;09
only FM exciter capable of you can get DIGIT’s benefits by st/ 258

accepting a studio digital signal,  using the analog input now and International:

is available with either a digital or upgrading to a digital input when  Tel 217-222-8290

an analog input module. you are ready. Fax 217-224-2764
Beyond Harris’ Clearly Digital

*Digital Signal Processing sound, a PT-CD transmitter will

& HARRIS
ALLIED==
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26 Future-Proof Production
Studios

34 Using ISDN

40 News

ON THE COVER: The produc-
tion suite at ABC Radio Net-
works' new headquarters in
Dallas incorporates analog
and digital equipment in a
user-friendly and easily up-
gradable configuration.
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Audiences never age.

Music never changes.

Formats always stay the same.

And Digital is just a passing phase.

We created the first successful all-digital sound
processor to give FM stations absolute flexibility.
Be able to adapt to new music, personalities, or
formats. Tailor sound to attract new audiences.
And have the ability to upgrade with simple,
inexpensive software—instead of tossing out an
entire capital investment.

Somehow, that makes a lot more sense to us
than trying to compete in todays radio market
with outdated analog technology. But we could
be wrong. Dead wrong. After all, digital could be
just a passing phase. Elvis could really be living
in Cincinnati. And WKRP could be the future
Damn.

orban

H A Harman International Company

1525 Alvarado St., San Leandro, CA 94577 USA  Phone 1+510¢351+3500 Fax 1510 +351+0500.
© 1994 AKG Acoustics, Inc. Orban and OPTIMOD are registered trademarks of AKG Acoustics, Inc. All other trademarks are property of their respective companies.
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How good

a4

is good
enough?

By Skip Pizzi.
radio editor
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systems - the great white hope of U.S. broadcasters. Various camps have put their spin-

doctors to work (actually, in radio they can only afford spin-paramedics), but when the
dust settles, in-band systems will undoubtedly take a back seat to Eureka 147 in at least some
critical areas of evaluation. ,

To anyone with a decent memory, this should come as no surprise. When in-band systems
were first introduced, the question was “How close to Eurcka can they come?” The elegant
fit of in-band/on-channel DAB into the U.S. broadcast environment made such systems so
desirable that some reasonable technical compromises seemed acceptable to many
broadcasters in the bargain. The laws of physics dictated that shortcomings would be
inevitable when a narrowband, single-channel system was compared with a wideband
muldplexed one. (Compounding this was the narrowband system’s need to cope with
compatibility and interference restrictions far more severe than those faced by the wideband
system)

But in the intervening years, some in-band proponents pronounced their systcms’
performance every bit as good, if not better, than the Eureka 147 benchmark. So convincing
were their claims that now even subtly second-class ratings scem profoundly disheartening.
It tums out that the laws of physics have not been repealed, and the apples-and-oranges
competition in the Cleveland lab has failed to
produce miraculous fruit. - a3E =

This should not spell the end for in-band, how- Respond via the BE
ever. It's simply a reality check. We'’re getting to
know the limits of in-bartlyd DAB systems so we can Radio FAXback line

make informed judgments on how to proceed. The R 4
fact that these systems held up as well as they did at 913-967-1905

I nitial assessments of the DAB laboratory tests seem a bit disappointing for in-band

in the tests is actually laudatory. “How good is good or via E-mail to
enough” remains the operative question for in- | :
band DAB. beradio@intertec.com.

Anyway, there may not be a reasonable fall-back
position for US. terrestrial radio. Washington in-
siders say there is still little chance of getting an I-band allocation for DAB, and DBS radio
services still lurk on the horizon, ready to take up the entire U.S. S-band DAB allocation. The
decision for an in-band system may already have been made by default. From this
perspective, the next step for U.S. broadcasters may be simply to produce an in-band
technology with minimal interference to existing services and digital performance as close
to Eureka 147’s quality as possible.

Speaking of quality radio, it’s often easy to forget in these discussions what really brings
listeners to the signals of U.S. broadcasters is gopod PROGRAMMING. Ideally, this involves
excellence in creative and technical domains, but when forced to choose, most listeners will
pick content over fidelity every time. It’s with this in mind that the BE RADIO issue you're
reading focuses on the creative side of radio technology.

To get you in the proper frame of mind, here are a few benchmarks from the content side
that tell you when you're listening to good radio:

* You keep listening in the car after you've turned off the engine.

* You feel the hair on the back of your neck sticking up.

* You see the TV coverage of something you heard earlier on the radio and the irnages are
disappointing. (The ones in your head were better.)

* You find yourself informing, enthralling or amusing your friends at the water cooler, and
realize you're just quoting something you heard on the radio that morning.

* Your favorite tape or CD sits loaded in your car radio/player, but remains unplayed for days
at a time.

And so on. It’s these feelings that bring listeners to a station and keep them coming back
for more. So, while the battles rage on the DAB front, broadcasters should keep doing what
they do best, adding incremental improvements as they continue to make good radio. New
technologies should only make the experience more rewarding by providing new services,
more creative production and, eventually, higher-fidelity delivery. But without high-quality
content, no radio service will ever be “good enough.”

iy
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The recognized leader in audio testing announces
software for the world’s most popular graphical user interface.

Audio Precision is proud to announce Windows-  C© High level display and control of AES/EBU status

based APWIN audio testing software for the bits

System One and System Two audio analyzers & Multiple instrument control panels per screen

0 APWIN may be purchased as an upgrade for use page _ .
with all existing System One hardware 0 5 screen pages of settings and graphs store with

0 APWIN is standard with System Two hardware o each test

5 APWIN for Microsoft Windows 3.1™ or Windows for gﬁ;?g?;ggi?gbeé%ge\;/ﬁg'grea;a%; .
Workgroups 3.11, now . ) ;

5 APWIN for Microsoft WINSS available at WINSS 5 View multipie readouts and bargraphs simul-
release time taneously with control panels

0 Standardized windows interface for ease of use
& Copy and paste to windows word processors and
spreadsheets

Audio T s
pl‘eCISlon 503 6270852 8002517350

The recognized standard in Audio Testing

INTERNATIONAL DISTRIBUTORS: Australia: IRT Electronics Pty. Ltd., Tel: 2 439 3744 Austria: ELSINCO GmbH, Tel: (1) 81504 00 Belglum: Trans European Music NV, Tel: 2 466 5010 Brazil: INTERWAVE LTDA., Tel: (21) 325-
9221 Bulgaria: ELSINCO, h.e. Strefbishte, Tel: {2) 58 61 31 Canada: GERRAUDIO Distnbution, Tel: {416) 696-2779 China, Hong Kong: A C E (int') Co. Ltd., Tel: 2424-0387 Croatia: AVC Audio Video Consulnng Tet: (41) 624
622 Czech Republic: ELSINCO Praha spol. s.r.0., Tel: (2) 49 66 80 Denmark: npn Elektronik aps, Tel: 86 57 15 11 Finland: Genelec OY, Tel: 77 13311 Franu ETS Mesureur, Tel: (1) 45 B3 66 41 Germany: RTW GmbH, Tel: 221
70913-0 Greece: KEM Electronics Lid., Tel: 01-6478514/5 Hungary: ELSINCO KFT, Tei: (1) 269 18 50 India: HINDITRON Services PVT, Tel: 22 836-4560 Israel: Dan-El Technologies, LTd., Tel: 3-6478770 Italy: Link Engineening
s.r.l., Tel: 0521/648723 Japan: TOYO Corporation, Tel: 3 (5688) 6800 Korea: B&P International Co., Ltd., Tel: 2 546-1457; B&P (Kumi Office), Tel: 0546 53-7347/8 Malaysia: Test Measurement & Engineering Sdn. Bhd.. Tel: 3 734
1017 Netherlands: Heynen b.v., Tel: 08851-96300 New : Audio & Video W Tel: 7 847-3414 Norway: Lydconsult. Tel: (47) 66-988333 Poland: ELSINCO Polska sp. z 0. 0., Tel: (22) 39 69 79 Portugal: Acutron
Electroacustica LDA. Tel: 1 9414087 /9420862 Singapore: TME Systems Pte Ltd., Tel: 747-7234 Slovakia: ELSINCO Bratislava spol. s.r.0., Tel: (7) 784 165 South Atrica: SOUNDFUSION Broadcast, Tek: 11 477-1315 Spain: Teico
Electronics, S.A., Tel: 1 531-7101 Sweden: TTS Tal & Ton Studioteknik AB, Tel: 31-803 620 Switzerland: Dr. W.A. Gunther AG, Tel: 1 910 41 41 Taiwan R.0.C.: Cha Wei Electric Trading Co., Tel: 2-5612211 Thailand: Massworld
Company Ltd., Tel. 662-294-4930 United Kingdom: Thuriby Thandar Instruments, Ltd., Tel: (1480) 412451 Windows Is a trademark ot Microsoft Corporation.
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Getting
new
business

By Kirk Harnack

Kirk Harnack Is president of
Harnack Engineering. Inc., an
intemational broadcast con-
tract engineering firm based in
Memphis, TN.
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usiness advisers often point out that

every business is either growing or

shrinking ~ no business just plugs
along, staying the same size. Whether you're
starting a contract engineering firm or ex-
panding an existing one, advertising your
services is crucial to establishing, growing and
simply maintaining a client base.

Contract engineers’ clients - radio sta-
tions - are changing constantly. This trend
has been even more pronounced in recent
years, primarily due to deregulation. There
are fewer and fewer “stand-alone” operations
today. Increasingly, stations are parts of groups,
LMAs and duopolies. This trend will only
continue to grow as further deregulation is
passed by the U.S. Congress.

These changing ownership and combined-
facilities arrangements also are changing the
way station facilities are engineered. Oppor-
tunities abound for good contract engineers
to assist the full-time engineers at
consolidated facilities. In some
cases, a contract engineer can ef-
fectively handle all the duties at
such a facility, even while main-
taining service to other stations.
Several contract engineering firms
are growing in size and scope be-
cause of a severe shortage of avail-
able, qualified, full-time engineer-
ing candidates for station staff po-
sitions. These growing contract
firms are finding themselves hir-
ing and training new technicians
and further expanding their client
base.

Some contract engineers choose
not to go after new business. Often
they feel comfortable or even
swamped with the amount of busi-
ness they currently have. Unfortu-
nately, these engineers’ client bases
often erode a station at a time,
typically through no fault of their
own. Stations that were good cli-
ents may be sold to new owners or
to other station groups with differ-
ent engineering arrangements. If these clients
lost through attrition or by other means aren’t
replaced or regained, a contract engineer’s
business can evaporate in a matter of months.
So, whether your contract engineering firm is
interested in expanding or just trying to stay
at its current level, advertising and looking for
new clients is continually important and de-
serves your attention.

Numerous options are available to con-
tract engineers for advertising and otherwise
courting new business. Naturally, localized
efforts will result in local business, whereas
regional, national and even international pro-
motion will result in more remote clients.
Often, doing work for out-of-town clients can
add to your credibility in your home town.
This is good to remember before your local
clients start taking your services for granted.

Direct mail
Direct mail advertising is a good way to put
printed material about your firm right into

the hands of the station manager. To be
effective, your direct mail piece must be eye-
catching and informative, and it must raise
the intcrest of the reader in a compelling way.
It should also teem with professionalism and
be devoid of sloppiness.

Creating a mailing list for a local or re-
gional promotion effort shouldn’t be too
difficult. Resources such as “The M Street
Directory” or “Broadcasting & Cable Year-
book” can be searched for names, addresses
and phone numbers of radio prospects. For
a national direct-mail effort, the services of a
company specializing in such lists is well
worth the cost. Firms such as The Radio Mall
can supply pre-printed mailing labels or data
on diskette; they can even “stuff” your bro-
chure into one of their own regular mailings.

Follow-up to direct mail is crucial. Direct-
mail recipients will rarely act upon their first
introduction to you by mail. The most effec-
tive follow-up is a telephone call. This pro-
vides you with an opportunity to ask if the
prospect received the mail piece. You can
then briefly describe your services and how
they will benefit the station.

Doing work for out-of-

town clients can add to

your credibility in your
home town.

Telephone calls

Direct cold calls can be extremely effec-
tive, but they also can be disappointing. The
responses will vary widely depending upon
who you call, your pitch, the mood of the
prospect, and whether he or she is looking
for your services at the time.

When I first started as a contract engineer,
I spent two full days on the phone, cold-
calling about 150 radio stations. Most calls
didn’t pan out. However, from the 150 calls,
I was able to contract right away with five
radio stations.

Before making cold calls, it's a good idea
to practice the process. You can have some-
one act as the prospect and listen to your
story or pitch. You can also record yourself
for self-critique. One particularly good re-
source is a book titted “Phone Power” by
George R. Walther (Berkley Publishing, New
York). The ideas presented for using the
telephone effectively are widely applicable
and go beyond just cold calling.

Print advertising

Print advertising effectively places your
name and services before the eyes of thou-
sands of readers. Advertising in radio-indus-
try trade publications provides the benefit of
targeting the exact people who can make a
decision about contracting for your services.
Because you don’t know who has seen your
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¢ Both the superior audio of

Layer It and compatibility
with installed Layer II-
only codecs. Zephyr

costs about the same as
Layer Il-only equipment.

* Only Layer Il permits mono

15kHz operation on a single

ISDN “B” channel or one
Switched 56 line. This can

greatly reduce your transmis-

sion costs.

» Clean, uncluttered front
panel for simple operation.
Full metering, call-duration
timer, headphone jack, and

mic/line inputs.

* Split channel mode allows
individual mono signals to be
transmitted to separate sites.

® RS-232 bi-directional
data at 9600 baud for

communications and control.

® Four end-to-end “contact-
closures” for remote machine
operation.

o The ideal solution for
remote broodcasts, ad
hoc networks, voiceovers,
distribution of commercials,
backup to satellite and
microwave links, and many

other applications.

III

CHANNEL A
]
O LEVEL 30 -24 -12
L
CHANNEL B

ombining

the most

advanced
digital audio tech-
niques and the most
practical features,
Zephyr is the best
way to use ISDN or
Switched 56.

Zephyr's Layer Il
provides the best
broadcast sound

quality, and Layer I

and G.722 compati-
bility let your Zephyr
connect to nearly
every codec out
there. It's full duplex,
50 cues can be sent
from the studio with-
out the cost of addi-

tional phone lines.

Zephyr includes an
ISDN terminal
adapter and our

ISDN Telephone

mode even allows
you to place a stan-
dard voice-grade
call to a Plain Old
Telephone Service

(POTS) phone.

The finest sound,
the easiest to use,
the most compati-
ble... it all adds up
to happy listeners

and more profits.

Telos to Zephyr Owners:

Add Layer II, Absolutely Free!

Zephyr owners who want to add Layer |}
compatibility may send their units to Telos
for the necessary hardware and firmware
changes. The modifications are free; users
need only pay to ship their units to Telos.
We'll pick up the return cost.

In late August, registered users will
be faxed a notice with complete program
details. Not sure whether your units are
registered? Fax us or senc}l us e-mail to for
registration forms.

All work will be performed by appoint-
ment. We'll schedule a convenient date
for the work to be done and guarantee

to return your units four working days
later. Work will include: changing
required motherboard parts; installing
EPROMs with new firmware, and giving
the unit a thorough factory once-over.

Initial modifications for both Layer Hl
and layer Il operation will add compat-
ibility with most installed Layer 1l units.
In the future, as Telos develops more
compatibility packages for Zephyr,
firmware exchanges will be ogered at
no charge and may be performed in

the field.

The Best

ay to Hear [roi
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2101 Superior Avenue
Cleveland, Ohio 44114
+1.216.241.7225
FAX: +1.216.241.4103
email: info@zephyr.com
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Contract Engineering:

Geting new business

advertisement, however, a follow-up call
isn’t really possible. Your ad must be
interesting and informative enough to
compel the reader to pick up the phone
and call you.

A number of different types of print
advertising vehicles arc available:

* National industry publications: There
are enough diverse radio-industry pub-
lications to allow you to target almost
any job description in the business.
Some journals concentrate on engineer-
ing issues, whilc others focus on man-
agement, and still others consider salcs,
talent, programming and ratings.

* State association newsletters: A good
way to target stations that are in your
region with print media is through your
state broadcast association’s newsletter.
Not every state has an active association
or publication, but those that do are
usually well-read by station owners and
managers. The display advertising rates
in state association ncwsletters are usu-
ally quite affordable.

o Fax-delivered newsletters: For con-
tract engineers who arc advertising to
expand or maintain an existing clicnt
base, a monthly or quarterly newsletter
delivered by fax is effective. Be sure to
use the newsletter as an informative and
helpful bulletin. Boisterous advertising
isn’t really neccssary here because your
client can scc who sent the fax and will
be appreciative of any helpful informa-
tion it contains.

Personal visit

Once an appointment is made to sce
a prospective clicnt, be sure you're prop-
erly prepared for the meeting. Lunch
meetings work quite well and give the
prospect a chance to get away from the
formal confines of the office.

Proper planning for the meeting in-
cludes doing some homework on what
kind of technical operation the station
has. Is it automated? Should it be?
Does the production sound good? How
about the station’s on-air sound? Does
the audio processing sound good and
clean? Is the station off-thc-air every
time there’s a storm? If the station does
remote broadcasts, how do they sound?
In other words, listen for clucs as to what
the station’s problems might be.

Your best long-term
advertising comes
from the work
you do.

Try also to find areas where the sta-
tion excels so you can point those out to
the manager. During the mccting, ask
the prospect about what’s important to
him or her. Remember that a station’s
best reason to contract with you is so
you can improve its opcration. Point out
howappropriate preventive maintenance
and proper implementation of equip-
ment can make the station sound better
and operate more reliably.

Recommendation
or referral

Many contract engineers’ clients comce
through good referrals. If you do good
work, word will get around. If you treat
your clients poorly, word will spread like
wildfire. The point is that your best long-
term advertising comes from the work
you do.

Be vigilant to ensure that the quality
and character of your efforts speak well
of you. Every project or repair you per-
form bears your signature. Always con-
sider whether you would recommend

’

9.5"x2.5" x 1"

Remote Control
By Telephone

your own work to someone else.

Anyonc who has worked in radio for
very long has discovered that it's a fairly
small industry. Quite likely, you'll work
for the same people several times, per-
haps cven in different markets. There’s
not much room for bridge burning and
sour grapes if contract engineering is
your long-term career path.

Other good sources of referrals are
equipment dealers and manufacturers.
If these vendors know that you can be
trusted to properly advise their custom-
ers and professionally install their equip-
ment, theyll be willing to recommend
your scrvices. Take time to visit equip-
ment dealers and establish a face-to-
face relationship.

Is also advisable to be connected
with one or more FCC consulting engi-
neers and programming consultants. If
you demonstrate to these people that
you know what you're doing, they can
feel comfortable in referring their cli-
ents to you when appropriate.

Business image

Collateral items, such as business
cards, brochures, letterhead and enve-
lopes, help to present a professional
image foryour company. It helps to have
these items coordinated. This is easily
accomplished with pre-printed paper
items from such outlets as Paper Direct,
Quill or Beaver Prints. These pre-printed
“business sets” look great when person-
alized with your company's own laser-
printed information.

A(l\‘erlising and
client relations are
vital to the continued
success of your firm.

Whatever the stage of growth or suc-
cess of your contract engineering busi-
ncss, advertising and client relations are
vital to the continued success of your
firm. Let potential clients know about
you and how you can help them. Keep
your existing clients informed as to your
experience and capabilities. A combi-
nation of the aforementioned techniques
can result in an effective, ongoing pro-

motional campaign.

There’s no shortage of work available
in contract engineering these days. Even
a modest effort will result in new busi-
ness or expanded rclations with cxisting
clicnts. As the saying goes, doing busi-
ness without promoting yourself is like
winking in the dark: You know what
you're doing, but nobody else does. B

Control 10
latching relays and
check 10 logic-level inputs
from any touch-tone phone. User
determined access code. Just $339.00

CONEX 5=

£ P.O. Box 1342 Bellingham, WA 98227
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Money Baclc Guaranteed!

Only CDQPrima™ with MUSICAM®
is guaranteed to make your
ISDN digital audio sound the hest!

MUSICAM? is today’s digital audio standard.
Only MUSICAM™ has enhancements designed to sound best
over ISDN phone lines. Only MUSICAM-USA®

gives you a 30-day money hack guarantee.

Don’t just take owr word . . .
Ask over 10,000 MUSICAME® codec users worldwide

®
Ask USA Digital Radio DAB
Ask RCA DirecTV, LucasFilm and Top Recording Studios

MUSICAM USA’

670 North Beers Street

We guarantee compatibility with MPEG II. Building4

Holmdel, NJ 07733 USA
Prima will even make your other brand decoder sound great! r;:";s;s) 739-5600

Fax: (908) 739-1818
Don’t stake your next ISDN remote on FRTETIye
five-year old Layer Ill or Layer Ii technology. Corporate Computes Systems

[EIccs

Gall MUSICAM-USA" for the facts!
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hat is the status of long-antici-
pated FCC action on new RF expo-
sure standards? In a word, stalled.
And, at press time, there are no immediate
prospects for action.
R 4 d In case this subject hasn’t kept you on the
eVISe edge of your seat for the last few years,
here’s some background to bring you up to
RFR rU|eS date. First, the cast of characters:
The American National Standards Insti-
[ tute (ANS]I) is a volunteer, non-governmen-
|O n g u ISh tal organization with members from indus-
try and academia that sets safety standards
for all sorts of items, from eyeglasses and
helmets to buildings. ANSI standard C95.1
covers exposure to RF energy. Its latest
By Wiliam F. Hammett, P.E. revision was published in ng)};)Z, but its
immediate predecessor, C95.1-1982, is
the current FCC standard. ANSI is widely
recognized for setting reasonable standards,
and many jurisdictions specify ANSI stan-
dards, thus elevating these pri-
vate-industry standards to the
level of government regulations.
The government agency with
expert authority to set standards
limiting exposure to RF energy
(and other environmental factors)
is the Environmental Protection
Agency (EPA). At one time, the
EPA was actively considering the
establishment of its own RF ex-
posure standard. But EPA man-
agementsubsequently considered
other matters to be of greater
concern, and the agency never set
any RF exposure guidelines. In
fact, by 1988, the EPA Office of
Radiation Protection was closed
and its files transferred to the
Office of Radiation and Indoor
Air.
This meant that the FCC either
had to declare that it had expert
authority or else had to rely on
some other body’s work. So, in
1985, the FCC adopted the 1982
ANSI RF exposure standard, and
the standard applied to all FCC licensees as
of Jan. 1, 1986.

Current problems

In its 1985 Report and Order (R&O) to
General Docket 79-144, the FCC specifi-
cally referenced ANSI C95.1-1982. Unfor-
tunately, this means that, although the 1982
standard has since been superseded by the
1992 version, the FCC is still requiring
licensees to comply with the (1982) docu-
ment. In most instances, this is not burden-
some to broadcasters because the 1992
standard is generally the same as or tighter
than the 1982 standard. At AM broadcast
frequencies, though, the 1992 standard is
actually relaxed in some respects, making
compliance with the earlier version unnec-
BilHammettisseniorconsulting  essarily difficult.
engineer at Hammett & Edison, But the biggest problem today is one of
Inc., Consulting Engineers, San  fa]se security. Stations should avoid think-
Francisco. ing that because they meet FCC require-
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ments they are protected in any litigation
that might be served. Here’s why:

* Your station is an intentional emitter of
RF energy.

» There is a new ANSI standard for RF
energy.

» It’s the one that is most widely recognized.
* It has new, tighter provisions than the old
one the FCC uses.

* It adopts first-time limits for induced
body currents.

» It adopts first-time limits for contact body
currents.

* A claim against your station will likely be
evaluated against the current standard.

FCC license renewal is
not a guarantee that
your station is
compliant with ANSI
guidelines.

Especially note that FCC license renewal
is not a guarantee that your station is
compliant with pertinent ANSI guidelines.
Although the FCC is looking harder at
broadcast applications, especially FM ap-
plications, this review is not necessarily as
thorough as one that would be conducted
in the event of a worker’s compensation
complaint, a lawsuit or even a critical re-
view by an engineer representing “Citizens
Against Everything.” In addition, broad-
casters are open to scrutiny by the Occupa-
tional Safety and Health Administration
(OSHA), as well as other agencies, organi-
zations and local jurisdictions that have
already adopted the 1992 ANSI standard.

How does this
affect broadcasters?

At present, the fact that the FCC hasn’t
yetadopted the 1992 ANSI standard hasn’t
really affected most broadcasters. In the
long-term, however, it could have consider-
able impact if broadcasters don’t ensure
their own compliance with the most recent
standard that sets limits for human expo-
sure to RF radiation.

The FCC could be of considerable help
to broadcasters if it adopted the 1992
ANSI standard with certain clarifications
on what showings it expected. For instance,
the 1992 standard requires measurement
of RF current flowing through a human
body (induced currents) at all low-band
VHF sites and at all sites with FM stations
operating on 99.9MHz and below. The
FCC could, as an authorizing agency with
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FOR TOTAL

Total digital integration by
Computer Concepts dramati-
cally improves every area of
your station—sound, program-
ming, production and schedul-
ing. The efficiency gains report-
ed by users—talent, managers,
producers and engineers—are
remarkable.

Computer Concepts puts you
in charge of the station of your
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DIGITAL POWER

dreams. You knew that some-
day everyone in the station
could be in constant communi-
cation. You knew that someday
the burden of producing your
program would be reduced to
less than half. And you knew
that it was only a matter of
time until all your station’s
audio could be instantly pre-
viewed and monitored by all
with ease. The wait is over.

Computer Concepts
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Like other digital systems,
Computer Concepts clears
up cart-clutter  and
improves sound quality.
But that’s where the
similarity ceases.

Computer Concepts is also
the easiest to use of any
digital system anywhere.
Networked for peak effi-
ciency, each area of your
station will operate better
than ever before.

From the very fir