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Texscan is dedicated solely to 
the cable television industry. 

Texscan places all of its manu-
facturing, engineering, research 
and development, and service 
energies into providing you with 
the highest quality products at the 
lowest possible cost. 

Texscan provides you with the 
technical expertise of specialists 
located at each division. 

And Texscan has grown solely 
to serve the cable industry 

Since 1976, Texscan has acquired 
companies which provide you with 
strong, established cable product 
lines, and at the same time, lower 
system costs. While each of these 
divisions is part of the Texscan 
family, each is operated like a 
smaller company, maintaining its 
own separate customer service 
department, sales and engineering 
staff, manufacturing facilities, and 
inventories. And each is backed by 
the Texscan 18 year reputation 
for quality, innovation, low cost, 
and responsive sales service 
support. When you need answers 
quickly, you get them. No waiting. 
No passing the buck. And no getting 
lost in the large company shuffle. 

From test equipment to char-
acter generators to distribution 
equipment to addressable and 
non-addressable converters and 
more, Texscan brings you the 
most complete selection of cable 
products anywhere. All backed by 
the world's largest independent 
supplier of proprietary cable tele-
vision equipment. For more infor-
mation, call our toll-free number 
or write: 
Texscan Corporate Headquarters 
3102 North 29th Avenue 
Phoenix, Arizona 85061 
(602) 252-5021 
(800) 528-4066 
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"My original 20-channel system now passes 36 channels 
and will pass 54 next year - all without rebuilding!" 

Jonathan Lippitt, Signal Master -San Diego, Caleornia 

"I operate a small cable system. With only 1,100 
customers I have to watch every penny. I can't 
afford a staff of technicians, racks of test equip-
ment or a large inventory of repair parts. 

"Yet when it's time to refranchise and the city 
asks, 'Is your system truly state-of-the art?', I can 
tell them 'Absolutely!' 

"We use Jerrold Starline 20®equipment. Since 1977 
we've been sending our amplifiers to Broadband for 
repair. Each month we ship them our defective ampli-
fiers — sometimes we add a few working spares. 

"But instead of repairing them, Broadband installs 
new electronics. This year they've been installing their 
BMK-53 modules in our SLE line extenders, BMK-60's in 
our bridgers and BMK-62's in our distribution amps. All 
have 400 MHz, 54-channel capability. 

"When I get the upgraded units back, I plug them into 
my system. I have been replacing my trunkline amps in 
sequence, starting at the headend. My original shakey 
20-channel system now passes 36 channels with flying 
colors. Last year, when we expanded our service from 
12 to 23 channels, all we had to do was adjust a few 
equalizers. 

"Right now one-third of my system has been up-
graded to 54 channels, and its reliability is much better 
than the original equipment It may be a long time be-
fore there are 54 channels available, but my system will 
be ready for it next year. 

"This is the best way I know to compete with the 
major systems while working on a shoestring. I have a 
system that is always state-of-the-art and for not much 
more than the cost of normal repairs. The little extra 
expense of having Broadband install replacement elec-
tronics has been truly cost effective." 

Whether you're an MS0 or operate a smaller system 
like Jon's, Broadband's replacement electronics can work 
wonders for your system's performance and profitability. 

Try Jon's approach. Let us upgrade the amplifiers 
you'd normally have repaired. To get you started, we'll 
even upgrade your first amplifier for the cost of a re-
pair. We want you to see the improved specs for your-
self. 

For additional information on upgrading and our full 
line of replacement electronics, ask for our free booklet 
on the subject Call 800-327-6690 or write Broadband 
Engineering, 211 Commerce Lane, Jupiter, Ronda 33458. 

AUGAT 
Quality and Innovation 
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We have more 
Blonder-Tongue CATV 

equipment in stock 
than Blonder-Tongue. 

Or anyone else. 

On hand for immediate delivery, we keep an 
enormous stock of such Blonder-Tongue items 
as modulators, amplifiers, converters, filters, 
headend accessories, traps, processors, 
preamps and more. 

So, whenever you need something in 
CATV—equipment or answers—write or call 
Toner toll-free. 300-523-5947. 
In Pennsylvania 800-492-2512. 

Call us toll-free. Get same-day 
shipment plus advice from 
people  you can trust. 

I I-
cable equipment, inc. 
969 horsham road 
horsharr, PA 19044 
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CATJ, The Official Journal for the Community Antenna Television Association 
is published as a service for Association Members and others providing services to the industry. 
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16 CATA'S DECADE OF PROGRESS — Kyle Moore, CATA 
Founder and President, and ultimately Chairman of the Board 
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As we begin the celebration of CATA'S DECADE OF PRO-
GRESS, we feature the man who led the fight for acknowledge-
ment of the independent cable operator. But Kyle Moore is 
much more than a cable operator and association organizer — 
this feature article is about Kyle Moore the man, researched and 
written by long-time CATA member, Kathleen Sheldon, 
Sheldon Electronics, San Jose, California, wife of CATA Direc-
tor, Wayne Sheldon. 
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simply a one-issue group that would disappear 
once copyright had been settled. On the contrary, 
by then it had become obvious to a growing 
number of folks that while for the most part the 
NCTA did a good job protecting the interests of 
the major cable operators, there was a definite 
need for representation of the rest of the industry. 
CATA started growing into that role. 

Naturally, since our roots were firmly based in 
the small, local cable operation, we maintained 
that focus — and we do to this day. But it soon 
became apparent that many of the problems we 
were trying to address were problems faced by 
most, if not all cable operators. The real difference 
was that we focused on the individual cable 
operator while the NCTA usually focused on its 
corporate masters' headquarters. There is a valid 
need for both approaches, and, over the years, 
most of the cable industry has come to appreciate 
that fact. 

Since we wanted to continue to focus on the 
practical level, CATA immediately started taking 
action to eliminate as much of the political and 
bureaucratic red tape as we could which was 
surrounding and threatening to bury the cable 
industry — and particularly the smaller operator. 
You must remember that even today close to 80% 
of all cable systems have less than 5000 
subscribers. There was a lot of work to do. 
One of the first efforts undertaken following the 

Copyright Wars was to get the FCC to recognize 
the difference between large and small operations 
— just as we had done in Congress. We were 
similarly successful. A frontal attack on the 
"Certificate of Compliance" process (remember 
the Kyle Moore "Gridley" case, where he 
challenged the FCC to come out to Gridley, 
Kansas, and shut him down?) resulted in the 
Commission eliminating the CAC requirement for 
"small" (under 1000) operators, and ultimately 
eliminating the certificating process completely. 
From then on, it was a series of small steps to 
where we are today. Since those fights began, 
practically every Federal rule written about cable 
television has had "small system" exemptions 
built into it. That has been due, in no small part, to 
the existence of CATA. If nothing else we can say 
that legislators and regulators have decided that 
we are "more trouble than we are worth" and 
therefore they automatically, today, include those 
exemptions. The reason that was not true prior to 
the emergence of CATA is that there was simply 
no awareness of, or consideration of, the "small" 
operator. 

But has CATA only worked for the "mom and 
pop" operators over these past 10 years? No, of 
course no. We are proud to say that some of the 

actions CATA has initiated probably will go down 
in the annals of communications legislation as the 
most significant steps forward for the entire cable 
industry. The single most important step was 
CATA's leadership in the drive to get the FCC to 
authorize small satellite receive only earth 
terminals (TVRO's). 

CATA, you will remember, was way out front on 
that one. We had seen for some time that the 
future of signal delivery was in the sky — high in 
the sky. Experimentation and testing of small 
TVRO's was done by CATA and comprehensively 
reported in both the CATAcable and CATJ long 
before anyone else in the cable industry started 
focusing on the issue. We demonstrated the 
quality and reliability of small earth terminals at 
our annual CCOS seminar a year before such 
terminals were "legal". And, yes, we invited the 
FCC to come out and take a look at the terminals 
they said could not possibly work! When HBO and 
Turner decided to put their programming up on 
the satellite, we were ready! It simply would not 
do, from the "small" operator's point of view, to 
be satisfied with FCC rules that said we had to 
build 10-meter, $125,000 dishes, in order to get 
programming that we knew we could get with 4 
1/2 meter dishes that would cost less than 
$25,000! 
Once again CATA went into action — and, as 

usual, we didn't mince words. We filed a petition 
with the FCC demanding the elimination of the 
restriction on the use of small earth terminals. Of 
course some of our colleagues told us we were 
crazy, that that was not the way to get things done 
— they had formed a committee to "study" the 
problem. With a lot of help from our friends, 
particularly the smaller earth station 
manufacturers, we prowled the halls of the FCC. 
Naturally, once we started the battle, the bigger 
companies jumped into the fray too. The net result 
was that the FCC allowed the use of small earth 
terminals in record time. 
As is usually the case, the FCC couldn't make 

things simple. They had to create a whole 
licensing process for the TVRO's. So CATA 
responded the same way we did with the 
Certificate of Compliance process. First we 
organized mini-seminars around the country to 
teach cable operators how to fill out the various 
forms rather than pay exhorbitant fees to 
Washington lawyers, and then we went after the 
rules themselves. As we are sure you know, there 
no longer exists a requirement for a TVRO license. 
What else have we been up to in these last ten 

years? Well, I could go on and on. Of course we 
have been in the middle of all of the yelling and 
screaming over the years about potential changes 
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in the copyright laws, and we are also deeply 
involved today in the industry-wide effort to 
achieve regulatory relief through federal 
legislation. The "must carry" rules remain one of 
our primary targets as well. Certainly there is no 
lack of things to do. 
I think it is undeniable that CATA, as has the 

cable television industry, has grown up. There no 
longer are bitter battles between CATA and the 
NCTA. We have all matured to the point where we 
recognize and respect both our differences and 
our similarities. The two national trade 
associations provide true synergy for the industry 
— that is, the whole is greater than the sum of its 
parts. 

There is a recognition that one association, be it 
either CATA or NCTA, cannot possibly represent all 
the diverse viewpoints in our industry all the time. 
The strong and usually harmonious voices of both 
associations are being heard — and listened to. 
CATA has grown up. No longer can it be said that 
we simply represent the "mom and pop" operators 
only — although clearly CATA is their spokesman, 
and there is a warm spot in our heart for the true, 
individual independent operator. We will always 
represent that point of view, but with a recognition 

that our membership now spans the industry, from 
the smallest to the largest operator — who, after 
all, really simply owns a lot of small systems! 
CATA can better be defined today by what, or who, 
we do not represent rather than who we do. We do 
not attempt to represent the interests of the major 
urban area broadband communications systems. 
True, some of our members are in the process of 
building those systems — but once again, it is 
important to go back to our roots and remember 
that the initial reason for starting the Community 
Antenna Television Association was that too many 
people lost sight of what cable television really 
was — they were, and still are, being seduced by 
the image and dream of the "wired nation." CATA 
represents the cable television industry — the 
hard working men and women in big and small 
cities and towns — in the suburbs and the rural 
areas, who are serving the needs of todays 
consumers. We're proud of what we have done, 
and what we will continue to do. We are proud of 
the industry we represent. And, as President of 
CATA, I can only say thanks for sharing this time 
with me to look at where we have been, and 
thanks too for supporting us, and yourselves in 
what we have become. D 
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EDITORS NOTE 
Happy New Year from the CATJ 

Staff!! We wish all our readers a 
very Happy and Prosperous New 
Year. 1983 was full of many things 
— some happy and some not so 
happy, but we must look forward to 
1984 and hope that each day will 
bring the best of life to you. 

1984 is a herald year for us here 
at Television Publications, for it 
marks the tenth anniversary of the 
COMMUNITY ANTENNA 
TELEVISION ASSOCIATION and 
of the above named corporation that 
publishes this magazine, COM-
MUNITY ANTENNA TELEVI-
SION JOURNAL, the official 
publication of CATA. As I sit here 
and look about this office, I 
remember the first time I walked in 
here — the floors were bare, office 
partitions were being constructed, 
lighting was being hung, and the 
place was just a mess, but we were 
confident that a little time would put 
this place into shape and our offices 
of CATA and CATJ would be the 
result. All this was accomplished, 
and our headquarters office here has 
become very much our "other" 
home, but more important, a place 
where CATA members (especially 
the Oklahoma members) drop by for 
information or assistance and feel 
comfortable to use these premises. 
We've had CATA members from 
several states going through the 
Oklahoma City area that have stop-
ped by to say hello because they 
wanted to be able to picture the 
scenario when they call, and wanted 
to see this CATA office in opera-
tion. We're always happy when 
some of the CATA Associate 
Members and CATJ advertisers stop 
in, again just to visit or to obtain in-
formation or help on a problem. 
The CATA office is always open to 
you, and the coffee pot stays hot, so 
let us extend an open invitation to 
you if you're in the area to pay us a 
visit. We'd be honored by your 
presence. 

The tens years of CATA for me 
personally has been a fleeting 
decade, but filled with many 
memories . . . memories of the hur-

ried trips to Washington for Kyle 
Moore and many others for work 
and testimony on the copyright law 
which was re-written in 1976 as a 
result of the concentrated effort and 
support of many CATA members 
and other cable people supporting 
our copyright efforts . . . memories 
of the test case on "Certificate of 
Compliance" that was filed by Kyle 
Moore on his Gridley, Kansas, 
system which resulted in the FCC 
definition of "small" systems (under 
1000) . . . we still have a few of 
those famous posters of the Gridley 
tank picture which were autographed 
by Kyle and sent to contributors to 
that test case fund. The leaders of 
CATA were always farsighted, as 
evidenced by their actions to legalize 
the use of small earth stations so 
that the small cable systems could 
take advantage of that kind of in-
vestment to bring programming into 
their communities. 

And remember the early seminars 
called "Mini-CCOS"? With all the 
paperwork and new technology com-
ing down, CATA foresaw the need 
for the cable operators to have some 
briefing about all of that. From the 
beginning, the message was to focus 
on the FCC forms so as not to 
develop a problem for your system 
that was needless. But who could 
figure out the questions? Mini-
CCOS was the answer — the two 
day meetings were split between 
some technical instructions and FCC 
personnel was invited to come to 
assist in the compliance of informa-
tion. The Mini-CCOS of course 
became the forerunner of the first 

CCOS (we're still asked — it stands 
for Cata Cable Operators' Seminar 
— that would have made a good 
trivia question!!) conducted at 
Western Hills Lodge, Wagoner, 
Oklahoma, in July of 1976. When 
that was put together, we had no 
idea that it would enjoy the success 
that it did — all of the lodge was 
taken, as well as every room in 
every nearby motel (and some not so 
nearby) and every six-foot table that 
could be crammed into that big 
room was full of the vendors' 
goods. That CCOS started the tradi-
tion of the CATA-family oriented 
summer seminars; we have had some 
great meetings, but that first out-
door barbecue on the point on Lake 
Wagoner, complete with a beautiful 
full moon shining and the crowd 
participating in group songs stands 
out as one of the most convivial 
moments in CCOS history. There 
was real camaraderie present and a 
warm (not just temperature) feeling 
of friendship among the operators 
and their families, and the vendors 
that attended. Do you remember 
that Bob Huston of CABLE NEWS 
was there with a big black 
Oklahoma hat on? Mr. Huston 
originally had been less than 
enthusiastic about the "maverick 
bunch from Oklahoma" who named 
themselves CATA and had been as 
vocal in his writings. However, as 
time passed, he realized that the 
small cable operator did have a 
viewpoint and should be considered; 
he became so involved with CATA 
and Kyle Moore that his publication 

continued on page 23 

COMMITMENT 
When buying or selling a cable television system, you want to utilize the ser-
vices of a broker who is totally committed to your needs and the timely com-
pletion of your transaction. You demand and deserve the kind of personal 
service, responsiveness, and intense effort that only comes with a company 
such as ours. We invite you to call for more information and look forward to 
hearing from you. Charles Greene Associates, 5775 Peachtree-Dunwoody, 
Bldg. E, Suite 200, Atlanta, Georgia 30342, (404) 256-0228. 

Cai  CHARLES GREENE ASSOCIATES 
lEr A Division of AMCOM Inc 

The Hallmark of Professional Cable Television Brokerage 
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DTMF DTMF DTMF DTMF 
By: Steven K. Richey, President 

TONE DECODER 
his month we will discuss the 

DTMF (Dual-Tone Multifrequency) 
Decoder needed to control the 
switchers and to decode the four 
tone control signals sent as part of 
the Audio portion of the Satellite 
Signal. 

The first Tone Decoder we built 
was a result of a feature in the May 
1982 CATJ by John Lazar (Harris 
Corporation) and Richard Kimn 
(Wire Tele-View Corporation). We 
found that it worked fine with a 
Touch Tone Pod but we had some 
problems with its remaining stability 
over long term and with the very 
fast tone burst that comes from the 
Satellite. 

The solution to this problem was 
to use a M-947 DTMF (see Figure 
1) Receiver manufactured by 
Teletone Corporation of Kirkland, 
Washington. The 947 combines 
switched capacitor and digital 
techniques to Decode DTMF Signals 
to Four bit binary data. The 947 
filters out the noise, splits the signal 
into its high-frequency and low-
frequency components to determine 
the validity of the composite pair. 
Valid signals are decoded and stored 
at the DATA outputs; invalid signals 
are ignored. The clear input resets 
all functions while the BD and DV 
outputs provide an early indication 
of signal presence and a DATA 
Strobe. 
The audio signal comes in through 

a .1 capacitor and a 100k resistor 
into a 4069 CMOS inverter biased as 
an Amplifier. There is adjustable 
feedback around the amplifier so 
that the outut level can be adjusted 
to be approximately 500mv (1/2 
volt) which is the optimum level for 
the 947. 

The 947 Sequentialy decodes the 
DTMF signal and outputs in BCD 
(see Figure 2) code to the 4154. IC3 
a 4 to 16 Line Decoder. 
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In the 4514 Decoder, the BCD 
input is converted to a single 
number output; example: a 0001 
code outputs to pin 9 for a digit #1 
or a 0100 outputs to pin 18 for a 
digit 8. 
A jumper is placed from point A 

to the appropriate 1st number at the 
output of IC3. When that number 
or output goes high, a pulse is 
transmitted to the input of IC1b 
where it is inverted and the output 
goes momentarily low. When the 
low pulse is connected to pin 3 of 
IC5, it causes the output pin 13 to 
go and stay high until reset. The 

with the C input, we have a 3 digit 
sequential Decoder. The output of 
the 3rd digit authorizes (BOTH) 
IC4C and d so that either the # or 
the * is an authorized command. * 
for on and # for off. 
Now a digit, digit, digit * will 

cause pin 1 on IC5 to go and stay 
high. The pin 1 voltage is then 
coupled to a 2N2222 used as an 
emmitter follower and then sent on 
to the Timer Board. 

Conyersly a digit, digit, digit # 
will cause pin 1 to go and stay low 
resetting the unit and awaiting 
further commands. 
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output is fed to one of the inputs on 
IC4a a 2 input and gate. The 4011's 
output will go low only when both 
inputs are high, so by bringing pin 1 
high by an action of the 1st digit 
and the pulsing the other input with 
the second digit from the 4514, we 
have a two digit sequential Decoder. 
Then by repeating the process again 

IC6a and b monitor the input 
signals and, each time a tone is 
received, they restart the timing 
circuit consisting of IC7 and IC8 a-d 
which, if not restarted every 1/4 
second, will output reset pulses to 
the 947 DTMF Decoder and to the 3 
resets on the Digit Logics of the 
4044. Therefore if the numbers are 
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SIGNAL 
LEAKAGE LOG 

Correction 

This Signal Leakage Log satisfies the requirements 
of the FCC Rules and Regulations, Part 76, Subpart K, 
Paragraph 76.610(d). Although the log is intended for 
recording cable television signal leakages in the 
Aeronautical frequency bands (108-136 MHz and 
225-400 MHz), it may be used by cable system 
operators to record all system signal leaks and insure 
an effective on-going signal leakage detection and 
correction program. 
When using this log for recording signal leakage in 

the Aeronautical Frequency Bands, the log sheet 
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DX Gives You Big System Quality 
at Small System Prices. 

Now you can have top quality performance 
for a surprisingly reasonable price. The DSA-
643 Satellite Receiver from DX features dual, 
block downconversion—unique for receivers 
in this price range. The DSA-643 uses a dis-
criminator circuit for signal demodulation; a full 
30 MHz bandwidth; and a unique threshold 
extension circuit. These features 
add up to a low threshold carrier 
to noise ratio, commercial quality 
reception and low cost installation in 
any system. 
DX also provides the DSA-541 Block 

Downconverter. It features a highly stable 
ceramic resonator, with a fixed frequency of 

2800 MHz. Stability is maintained at a remark-
able ±- 1 MHz over the entire —30° to + 50°C 
temperature range. So you can install the down-
converter out of doors, at the dish, without con-
cern for frequency drift caused by temperature 

changes year after year. 
The innovative DSA-643 Satellite 

Receiver and DSA-541Block Down-
converter are brought to you by DX, 
one of the most respected names 

in satellite television reception sys-
tems in Japan and around the world. DX also 
provides line amplifiers, power dividers, and 
other block downconversion-compatible 
accessories. 

DX 
ANTENNA 

DX Communications, Inc., A Subsidiary of C. Itoh & Co. (America) Inc., 
116 Midland Ave., Portchester, N.Y. 10573 (914) 939-8880 

Manufactured by DX Antenna Co., Kobe, Japan. 
WorldRadioHistory



(continued from P. 10) 

DTMF DTMF DTMF 
TABLE 1 DTMF TO BINARY DECODING 

LOW- HIGH DATA OUTPUT 
SIGNAL FREQUENCY FREQUENCY OUTPUTS EQUIVALENT 

COMPONENT COMPONENT 
3 2 1 0 HEX OCTAL 

1 697 Hz 1209 Hz 0001 1 1 
2 697 Hz 1336 Hz 0 0 1 0 2 2 
3 697 Hz 1477 Hz 0 0 1 1 3 3 
4 770 Hz 1209 Hz 0 1 0 0 4 4 
5 770 Hz 1336 Hz 0 1 0 1 5 5 
6 770 Hz 1477 Hz 0 1 1 0 6 6 
7 852 Hz 1209 Hz 0 1 1 1 7 7 
8 852 Hz 1336 Hz 1000 8 10 
9 852 Hz 1477 Hz 1 0 0 1 9 11 
0 941 Hz 1336 Hz 1 01 0 A 12 
* 941 Hz 1209 Hz 1 0 1 1 B 13 
# 941 Hz 1477 Hz 1 1 0 0 C 14 
A 697 Hz 1633 Hz 1 1 0 1 D 15 
B 770 Hz 1633 Hz 1 1 1 0 E 16 
C 852 Hz 1633 Hz 1 1 1 1 F 17 
D 941 Hz 1633 Hz 0000 0 0 

TABLE 2 PIN FUNCTIONS 

Pin Function 

Vp 

Vna, Vnd 

CLEAR 

SIGNAL IN 

DATA 0-3 

BD 

DV 

FL, FH 

Xin, Xout 

Postive power supply connection. 

Negative power supply connections. Vna and Vnd should be at equal potential. 

Clear. As shown in Figure 3, logic 1 applied to CLEAR resets the Signal Validation Circuits (see Figure 2) and forces the DATA 
outputs to the "D" row (all zeros) of Table 1. Logic 0 applied to CLEAR enables the Signal Validation Circuits. 

DTMF input, internally AC-coupled. See Table 1 for the frequency pairs associated with each DTMF signal. 

Data. As shown in Figure 3, the DATA outputs change when a signal is validated and are maintained until a new signal is validated 
or logic 1 is applied to CLEAR. See Table 1 for the outputs associated with each DTMF signal. 

Button Down. As shown In Figure 3, BD goes to logic 1 after a signal is detected but before it has been validated as one of the 
frequency pairs listed In Table 2. If the signal Is determined to be Invalid, BD returns to logic O Immediately. II the signal is 
determined to be valid, BD returns to logic 0 after the signal ends. 

Data Valid. As shown In Figure 3, DV goes to logic 1 after the DATA outputs change and returns to logic 0 after the signal ends. To 
read DATA during signal presence, use the leading edge of DV. To read DATA alter signal presence, use the trailing edge of DV. 

Normally not used. 

Input and output connections for a 3.579-MHz television color burst crystal. 

not received sequentially and all 

within a second, the unit will be 
reset and not activated. 
On the set and reset lines for the 

* and #, on and off both controls 

go through a 51K resister with a 
front panel normally open 
momentary contact switch which can 
be used to manually override and 
turn the system on or off. 

This concludes the information on 
the Tone Decoder, and next month 
we will discuss the timer and the 
Logic needed to put it all together 
and control a VTR. 
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FOR SALE 
USED JERROLD LINE EQUIPMENT 

Removed from service during system 
upgrade to increase channel capacity. 

OPERATIONAL MODULES (functioning NON-OPERATIONAL MODULES (needs EQUALIZERS (functioning satisfactorily when 
satisfactorily when removed from service) repair) removed from service) 

Model Price 
Quantity Number Description Each Total 

125 SAM-PT Automatic $186.62 $23,327.50 
trunk module 

125 SMM-PT Manual trunk 113.40 14175.86 
module. 

197 SDH-P Terminating 72.00 14,184.00 
trunk module 

221 SBM-P Bridger module 79.38 17,542.98 

14 SAS-300 Automatic 186.62 2,612.68 
slope module 

78 SJAS-301 Automatic 186.62 14,556.36 
slope module 

36 SJMM-301 Manual trunk 113.40 4,082.40 
module 

31 SJDL-301 Terminating trunk 72.00 2,232.00 
module 

80 SJBM-301 Bridger module 79.38  6,350.40 

$99,063.32 

Model 
Quantity Number 

16 SAM-PT 

38 SMM-PT 

18 SDH-P 

69 SBM-P 
11 SJAS-301 

3 SJMM-301 

14 SJBM-301 
3 SJDL-301 

6 SJAS-400A 

4 SAS-300 

200 SCD-2w 

54 SPPS-60 

Description 
Automatic 
trunk module 
Manual trunk 
module 
Terminating 
trunk module 
Bridger module 
Automatic slope 
module 
Manual trunk 
module 
Bridger module 
Terminating trunk 
module 
Automatic trunk 
module 
Automatic slope 
module 
Chassis 
("Mother Board") 
Power Pack 60 Vac 

Price 
Each 
$62.21 

37.80 

24.00 

26.46 
62.21 

Totel 
995.36 

1,436.40 

432.00 

1,825.74 
684.31 

37.80 113.40 

26.46 370.44 
24.00 72.00 

51.24 307.44 

62.21 248.84 

37.20 7,440.00 

13.00  702.00 

$14,627.93 

CONTACT: 
Complete Channel TV, Inc. 
Dennis Thums, Controller 
5723 Tokay Boulevard 
Madison, WI 53719 

Phone: (608) 274-3822 

Ouentity 
130 
132 
7 

17 
18 
3 
3 

24 
37 
63 
53 
96 
85 
8 
2 
2 

54 
19 
54 

Model 
Number 

SEP-260.L 
SEP-260-H 
SEP-260-S 
SEP-274-L 
SEP-274-H 
SEP-274-TL 
SEP-274-ST 
SEP-304-TL 
SEP-304-ST 
SEP-304-H 
SEP-304-L 
SEE-260-6 
SEE-260-12 
SEE-260-20 
SEE-270-6 
SEE-270-12 
SEE-300-6 
SEE-300-12 
SEE-300-18 

Lump Sum 
Description Price 

Equalizer 
Equalizer 
Equalizer 
Equalizer 
Equalizer 
Equalizer 
Equalizer 
Equalizer 
Equalizer 
Equalizer $4,000.00 
Equalizer 
Equalizer 
Equalizer 
Equalizer 
Equalizer 
Equalizer 
Equalizer 
Equalizer 
Equalizer 

First In Reliability 

Weather Scan Ill 

Impressive quality . . . surprisingly low 
price. Just $3295 for the most reliable unit 
available (at any price!). 
We have been in the cable television business for 
23 years . . . and providing weather information 
systems for the past 16 years. We know what you 
need and we know how to manufacture it. For re-
liability and performance. 

The Weather Scan Ill comes complete with Sony 
AVC-1400 camera with separate mesh vidicon 
and 21 interlace sync. Includes Time, Tempera-
ture, Barometric Pressure, Wind Velocity, Wind 
Direction, plus four cord holders. Compact cabinet 
is just 28" wide, 23" deep and 14" high. For com-
plete information call or write. 

Weather Scan, Inc. 
An R H Tyier Enrerrohe 

Loop 132 and Throckmorton Hwy. Olney, Texas 76374 Ph. 817-564-5688 

JANUARY, 1984 CATJ 15 

WorldRadioHistory



The NCTA president David Foster . . . had finally 
gotten Kyle off into a private room. There, I later 
learned, Kyle had been offered the chairmanship of 
something Foster called the 'Independent Operators 
Board.' For several hours Foster had talked and Kyle 
had listened. When Kyle finally came out, his face 

In 1978, after serving as President of CATA for more than four years, Kyle 
congratulates the incoming President and another CATA founder, Ben Camp-
bell, as he takes over the reins of the organization and Kyle becomes Chairman 
of the Board at the Annual Board of Directors' Meeting at Fountainhead Lodge, 
Eufaula, Oklahoma. 

drawn, shirt unbuttoned and his tie loosened, he looked 
at me with the same piercing eyes that later would set 
back Congressmen, Senators and FCC officials and he 
summed up his decision. 'There's just no way. If it is 
going to work, we are going to have to do it ourselves.' 

"And so we did . . . Kyle . . . recognized that the 
CATV industry was in truth . . . two quite distinct 
industries. We share in common many important 
operating procedures and much of the equipment but 
where the two industries differ, they differ a great 
deal." 

CATA was launched with Kyle as the first president 
and a four member board of directors: Ben Campbell, 
G.H. Dodson, Warren Fribley and William Risden. 

There were about ten people who actually funded the 
formation of CATA according to Kyle. An office was 
opened in Oklahoma City and, during the first months 
it was managed by Kyle and Pat. Pat recalls that early 
every Monday morning she and Kyle would leave their 
then teenage daughter, Trecia, under the supervision of 
her grandparents in Cordell, and drive two cars to 
Oklahoma City, about a hundred miles away. 

Kyle recalls, "I was on the telephone constantly, 
trying to get support and new members to come into the 
association." 

When it came to the volume of written words that 
needed to be prepared, Pat says, "He would tell me 

what he wanted to say and I would compose it and type 
it. I wore out a brand new typewriter!" 

Late Wednesday afternoon Pat would drive back 
home to Cordell while Kyle stayed on in Oklahoma City 
until Friday night. Support and cooperation from the 
entire Moore family was needed to make this work week 

Kyle worked closely with the Business Office in Oklahoma City and its 
Business Manager, Celeste Rule Nelson, on day to day business operation and 
helped formulate the arrangements and plans for the CCOS programs as they 
began in 1976. 

after week. 
Many others worked hard, not only then, but during 

the ensuing decade and Kyle is generous with his praise. 
"I was glad to be a part of it, but I was just a small 
part of it," he says with typical modesty. "There were 
people from all over the country that helped . . . A lot 
of people were never recognized, some didn't want to be 
recognized. They helped us with . . . financial aid in the 
early days. He adds that much of the early success 
should be attributed to Bob Cooper and Richard Brown 
who "helped the association along tremendously." Bob 
was CATA's first executive director and was a major 
force in organizing, promoting and sustaining CATA. 
Richard was CATA's first general counsel in 
Washington D.C. and was very effective in dealing with 
the FCC and lobbying in Congress. One of his major 
contributions was in the campaign to have the earth 
terminals reduced from 7.5 meters to 4.5 meters. 

Kyle praises the dedication of association presidents 
and directors. He adds that all the officers and directors 
have had their own systems to operate, and so the major 
work of the association has fallen to Celeste Rule 
Nelson and Steve Effros. "I don't know what we would 
have done without them," he says, speaking of some of 
their many accomplishments. "All in all, there's been a 
lot of hard work . . . by a lot of different people." 

It took not only work, but someone special to put it 
all together and get it started. Most would agree that 
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We are proud to announce a major 
breakthrough! 

Triple Crown has developed a new 
system of modular satellite receivers, 
channel modulators and power supplies. 
This new system may reduce by almost 
50%, the current cost of receiving and 
modulating television satellite signals. 

As well as being economical, the 
system is compact and flexible; with as 
many as seven receiver or modulator 
components being accommodated on a 
single 12"x19" rack mounting panel. 
These modules receive 4GHz and 
modulate adjacent VHF channels in both 
audio and video. The power supply 
modules can even provide battery or 
'hot standby' power. 

The Channelizer is everything you 
need for a cost-effective, high-tech 
system. 

How can Triple Crown offer such a 
great system at such a small price? 
That's easy ... we left out the bells 
and whistles! 

,làdtieliu d TRIPLE CROWN 
ELECTRONICS INC. 

PHONE (416)629.1111 

06.960-456 

4560 Fieldgate Drive, Mississauga, Ontario, Canada L4W 3W6 

e  
We've Got The Filter You Need 

For Your Cable TV System... 

M 
MiCqOVILIVE FUR COMPAM, inc. 

Or We'll Build It, Fast. 
Catalog C/80. a 40-page pillar of the cable TV industry, 

features filters and traps currently being used in hundreds of 
CATV. MATV and CCTV systems. Delivery time for most standard 
products is 1 0 days or less. 

But if you need a one-of-a-kind special and you can't afford to 
wait, we've still got you covered—well design and build exactly 
what you need for your installation, and we'll work around the clock 
to deliver it when you need it. 

Use our toll free number and talk to the RF or microwave 
engineer who will design your special filter. He'll give you a 
prompt, on-line analysis of your specifications, and he'll quote 
price and delivery time. Before you hang up, you'll know what you 
need, when you'll have it and how much it will cost—all with just 
one phone call! 

Once you've placed an order, our unique QRC (quick reaction 
capability) begins to work for you: ORC combines the efficiency of 
computer-aided design with a dedicated model shop and test labs 
to insure that your filter will be what you need when you need it. 

When you need a filter to do a job exactly as you want it done, 
and you need it now, Call MEC! 

6743 Kinne St.. East Syracuse, NY 13057 
Toll Free 1-800-448-1666 -TWX 710-541-0493 

NYINIIAK/Canada (Collect) 315-437-3953  e 
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CATA is Kyle Moore, and without him, it wouldn't 
have happened. Even though there were others who saw 
the need as urgently as Kyle, his desire, motivation and 
opportunity to put forth all the effort required made it 
work. 

1982 CCOS participants found Kyle Moore's wife, Pat, in Nashville 
among the enthusiastic visitors to the city, as her interest in country music 
brought her there with Kyle, and the above was taken at the banquet where Bill 
Anderson performed. 

Kyle is quick to add that he was fortunate to have 
"good dependable, dedicated help, both in the offices 
and in running the systems, thereby making it possible 
to be gone so much of the time." He was confident 
then, as he is now when he takes to the road, that his 
employees would keep the cable systems operating at his 
high standards. 

Kyle learned all about hard work at an early age on 
the farm in Western Oklahoma where he grew up. Hard 
work, perseverance and determination were the 
ingredients of that life, and his mother was a good 
teacher. Kyle attended a country school and was very 
active in the 4H Club which he credits with developing 
his enthusiasm for the free enterprise system. Kyle has 
known Pat, his wife of twenty-eight years, since she was 
a little girl. They have one daughter, Trecia, and both of 
them talk about what an exceptional person she is. 
Trecia and her husband, Jackie Harper, live in Cordell, 
and having them close by is another source of happiness 
for the Moores. When asked about grandchildren, 
Kyle's voice softens with love, and he says, "We have a 
grandbaby, two years old." Her name is Julie Ann and 
she is a constant delight to her grandparents. At an age 
when most toddlers can say only a few simple words, 
she is learning to recite the names of the Books of The 
New Testament. She carriers her own Bible to church 
"all the time" says Kyle. Kyle and Pat are active 
members of the Northside Church of Christ in Cordell. 

At one time Kyle Moore piloted his own airplane 
around the country, supervising his cable operations, 
attending association meetings and promoting CATA. 
Today he prefers to travel at a slower pace in his forty 
foot Newell Custom Coach. He keeps it fully outfitted 

Kyle Moore has succumbed to the charm and delight of their two-year old 
granddaughter, Julie Ann. We understand that no one else is allowed to sit 
behind this wheel and play cars. 

and ready to go. 
When taking care of business at his cable systems, he 

parks the motorhome at the headend site and uses it for 
a headquarters for several days, then moves on. For 
recreation he, his wife Pat and their four tiny dogs take 
to the road in the motor home. The dogs, two Maltese 
and two Yorkshire Terriers, rate high on Kyle's list of 
favorite possessions, and go nearly everywhere with him. 

Travel destination is usually a swap meet in search of 
items to add to Kyle's collection of "Automobilia." He 
is particularly interested in car, oil and gasoline 
advertising pieces from an early era. He has an extensive 
collection of porcelain signs, tin signs from the late 
1800's and early 1900's, gasoline pump globes and 
country store advertisements. A building on his 320 acre 
wheat farm stores and displays these items along with 
his enviable collection of restored antique automobiles. 
These include a 1930 Pierce Arrow, a 1930 DuPont, a 
1931 Cadillac convertible, a Cord, a Graham and two 
Auburns. 

Kyle and Pat have made friends all over the United 
States who share their interest in antique automobiles 
and related collections. This year they plan to attend 
swap meets in southern California, Arizona and 
Hershey, Pennsylvania, among others. They are looking 
forward to the "Gasoline Bash," a meeting of collectors 
of early gasoline pumps in Fresno, California. 
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While she admits to being more of a "homebody" 
than Kyle, it's apparent, listening to Pat talk about 
seeing old friends at swap meets, their life in the 
motorhome and the beauty of his automobiles, that she 
shares Kyle's enthusiasm. 

Kyle Moore congratulates the incoming President, Peter A thanas, at the 1982 
CCOS meeting and welcomes Wayne Sheldon, CATA Director to the Board of 
Directors. 

Pat has a collection of Roseville Pottery on display in 
her home, but for the most part she leaves the collecting 
to Kyle. "This family can support only one collector," 
she says, laughing, and she emphasizes that she prefers 
it that way. 
They both look forward to the day when their 

granddaughter will be a regular companion on their trips 
and will appreciate and enjoy Kyle's collection. Their 
daughter, Trecia, enjoys using her skills to bake and 
decorate cakes designed especially for collectors of 
"automobilia." These masterpieces, decorated with 
appropriate pictures such as gasoline pumps, are shared 
with some of the Moore's swap meet friends. 
Two or three times a year when Kyle's son-in-law is 

able to get away from his farming and cattle vocation, a 
trip to a swap meet or auction becomes a family event, 
with Trecia, her husband Jackie Harper, and little Julie 
going along. Recently Jackie has started collecting paper 
advertising and is particularly interested in farm 
machinery advertisements. There seems to be something 
contagious about all this! 

Kyle Moore is admired and respected by many: by his 
family because he is a loving and caring man; by his 
subscribers because he has brought the outside world to 
their homes via good television reception in areas where 
there would be no reception at all without cable; and by 
hundreds of cable operators because he stood up and 

fired the first shot on behalf of independent cable 
operators throughout the country. 
Through the years Kyle's business experience has 

involved many other fields besides cable television, 
including owning a jewelry store, watch repairing, 

Ea. 

Kyle Moore and G. H. "Bunk" Dodson — pioneers in the cable television in-
dustry — founders of CATA — co-founders of CA Ti — compadres in 
philosophy and responsibility — long-time friends — both giants among men. 

antique automobile restoration, manufacturing, 
publishing and farming. When asked to describe 
himself, he said he was conservative, a believer in free 
enterprise and a "fighter for independence from 
government involvement" in private business. When he 
started out in the cable television business, there were no 
seminars or training courses to offer help and no one 
with previous experience to turn to for advice. Maybe 
that is one reason why, once he had taught himself, 
Kyle was so willing to offer help and advice to fellow 
operators who asked for it. 
Kyle Moore, who started it all, says that today CATA 

is a very viable organization with strong leadership. It is 
important, he mentioned, to continue the effort he 
began ten years ago of bringing in new members and 
support from the ranks of independent operators. He 
points out that some of the owners of small systems 
who have been the strength of CATA in the past, are 
selling their systems to MS0s, so CATA must work 
extra hard to bring in operators who don't belong to 
any association. "There are a lot of them out there that 
have never joined any association," he says. Another 
source of new members might come from the SMATV 
operators, whose business, Kyle believes, is faced with 
many of the same problems of the small independent 
operators. He doesn't see any real conflict between the 
two, because most SMATV operators are interested in 
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Kyle has always enjoyed the visiting and exchanging of ideas that goes on at 
CCOS, and you can imagine the stories that he and CATA Directors, David Fox 
and Joe Bain, are telling! 

FROM KYLE 
Just a note to express my 

gratitude and pride in having been a 
part of CATA for the past ten 
years. As we all know, it hasn't 
been easy but I think we'd agree it's 
been worthwhile and I am very glad 
to have had the opportunity to have 
a part in its formation. 

Lots of good people have spent 
their time, effort and money in 
helping the small cable operators 
have a voice in their destiny, and 
we're thankful for the good that has 
come from it. 

I'm especially glad to have had 
the opportunity of meeting so many 
CATA members from all over our 
country and consider them to be 
among my best friends. 
My hope is that the cable industry 

will continue to be successful for 
small operators. I feel this will be 
true only through our continuous 
efforts of joining together and co-
operation. 
So let me say thank you again to 

all the officers, directors, staff and 
members, both past and present, 
and to all who will serve in the 
future. 

Several years in Kyle's life were spent just as this shows — at the meeting table 
— asking questions — negotiating — representing CATA — and, most impor-
tant, getting the results that are attributed to his tenacious leadership. 

installing systems in large private developments in 
metropolitan areas, rather than overbuilding in the rural 
areas where the small independent operators are. 

He cites the industry problems today with the same 
litany as most knowledgeable operators: upgrading, 
theft of service, non scrambling of the movie channels 
and refranchising. 
He agrees that the cable business will never be an easy 

business to be in, but he emphasizes that the business 
has been good to him. "It's been a good business," he 
said, "but it's been a business that you have to stay on 
top of." He adds that he was lucky to be in the right 
place at the right time. He lived in a town that had 
absolutely no television reception because of its location, 
and Kyle had the foresight and curiosity that took him 
in search of a solution to the situation at a time when 
community antenna systems were a comparatively new 
idea and opportunities were open. In the process, Kyle 
found outside work with plenty of fresh air and exercise, 
which he prefers to working inside. While he climbed 
towers, installed cable and set amplifiers, Pat handled 
the paperwork and bookkeeping. 
Today Kyle says he can't imagine any other business 

he would rather be in, and he and Pat often talk about 
how well it all worked out for them and how very 
grateful they are! • 
Kyle Moore at the podium — a most often seen position for him. 

IF . b«-

AnOIMIMM 

LOOK FOR UPCOMING SEGMENTS IN THIS SERIES!! 
INNOVATIVE SMALL SYSTEMS 
UNIQUE CABLE SYSTEM OPERATION 
SUPPLIER CONTRIBUTION 
PEOPLE BEHIND THE SCENES 
AND MUCH MORE 
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CO ntinued from page 7 

dubbed Kyle "Man Of The Year" at 
the end of 1974 — CATA's first 
year after organization. 

From Western Hills, CCOS 
moved on to Fountainhead Lodge 
on Lake Eufaula where it was 
housed for two years — outstanding 
meetings and filled to the brim both 
times. 1978 was the year the 
12-meter dish was erected for live 
broadcasts via satellite to cable 
systems (and do you remember the 
collapse of the supports as it was 
being dismantled? Nothing like a 
little excitement to an already hectic 
CCOS!). From there, we knew that 
our annual seminar had outgrown 
these facilities and should be moved 
to other parts of the country; thus 
the move to Lake Geneva, then 
Snowmass (CO.), the cruise on the 
S.S. Emerald Seas, Opryland in 
Nashville, and lastly, Hot Springs, 
Arkansas. The July issue will feature 
all the CCOS meetings as we gear 
towards the 1984 version of CCOS. 
We realized that CATA was grow-

ing in stature when more and more 
cable operators voiced their opinions 
concerning the independent point of 
view, and that indeed there was a 
need for both the NCTA and 
CATA operating on their specific 
philosophies within the cable in-
dustry. One of the most satisfying 
moments was when Bob Schmidt, 
then President of the NCTA, suf-
fered the 100° plus weather in 
Oklahoma to attend our CCOS '78 
and participate in one of the panels. 
It was nice to know we weren't 
going to fight any more — through 
his leadership, CATA was accepted 
and we were going to work 
together!!! Mr. Schmidt felt the 
need for CATA and what CATA 
stands for; I personally feel his at-
titude towards our association began 
the turn-around towards the accept-
ance of CATA. Sometimes little 
things suggest a person's character, 
and Mr. Schmidt demonstrated his 
to me at the 1978 Western Show 
when he grabbed me by the hand 
and literally drug me down to the 
headtable at one of the luncheons. 
He said, "We have a place at the 
headtable for the CATA President, 
and I can't find Ben (Campbell); it's 
important CATA be represented and 
introduced to the crowd!" I thought 

that was certainly above and beyond 
his role as NCTA President but cer-
tainly indicative of the man; we all 
appreciated his concern. 
To assist the cable operator in his 

day-to-day operation has been the 
basic philosophy for CATA lo these 
ten years, and again, CATA came 
forward to formulate the technical 
seminars expanding on the annual 
seminar and bringing technical 
assistance to cable operators and 
their technical staff. The CATA 
Engineering Office was established 
with Ralph Haimowitz as the Direc-
tor of Engineering, and he 
developed the curriculum which is 
based on Basic or Advanced 
technology and which is presented in 
various selections in the country dur-
ing the year. Ralph has cooperated 
with CATJ on articles and technical 
questions from readers and also 
serves the CATA members who 
have technical problems. The big 
man is the one who cooperates with 
the CCOS committee on the 
development of the program and 
handles the technical set-up, and his 
task each year presents a new set of 
problems as each situation is unique. 
Anyone who has attended either the 
Basic or Advanced seminar has 
come away with a better understand-
ing of the technology, and CATA 
receives many letters from attendees 
complimenting the association on 
the development of the Technical 
Training Seminars. CATA can stand 
proud over this contribution to the 
cable industry. 

When CATA graduated to its 
own Executive Director in 
Washington, how fortunate to have 
Steve Effros fill that position. I'm 
sure many of you have been at state 
and regional meetings, not to men-
tion our own CCOS, when Steve 
relates what the latest situation in 
Washington is in regard to the FCC 
or legislation — and you can under-
stand what he says!!!! Many are his 
qualities, but the most frequent 
compliment to Steve's abilities is 
that he can explain legal situations in 
understandable laymen's language. 
You can always be proud of 
CATA's representative in the person 
of Steve Effros as the impression he 
makes on crowds is favorable, and 
his CATA membership pitch is 

undeniably one of the best! You'd 
probably buy a used car from him 
too! 
Through these ten years, the op-

portunity to work with and for the 
CATA members has been more 
rewarding, and many of them have 
become friends. The opportunity to 
work with those outstanding in-
dividuals who founded this organiza-
tion and then led it through perilous 
times until the present has been a 
signal honor for me and my staff. 
To have worked with Kyle Moore 
and Ben Campbell in the early days, 
and Bunk Dodson, with whom we 
continue to have the pleasure of 
working and affectionately calling 
"The Boss", and can be considered 
nothing short of gems in a profes-
sional's life. No matter how difficult 
the problems, to know that you 
have a President like Peter Athanas 
on whom you can rely, or a Vice 
President like Carl Schmauder who 
is so approachable and dependable, 
or the man who controls the purse 
strings as Secretary/Treasurer and 
Chairman of the Budget Committee, 
Clarence Dow, whom you can call 
to draw on his expertise in associa-
tion management and who talks 
"straight" to you, is to know that 
these are the people who have their 
interest in the best for CATA and 
will help you work through the 
problems. Then, there's the commit-
tees and their chairmen — no doubt 
about it, CATA has grown in 
stature but it now operates on a 
committee system that is operational 
and much effort goes into those 
committee meetings and delibera-
tions before the recommendations to 
the full Board. 
To the Officers and Directors, 

and those who serve as Committee 
Members who work so closely with 
our office, we want to thank you 
for your DECADE OF PROGRESS 
and the opportunity to be a part of 
your history. We appreciate the high 
standards by which you have 
operated and extend our best wishes 
for continued success and advance-
ment of the association in the cable 
industry. We are proud to be one of 
you. Thanks for the memory. 

Celeste Rule Nelson 
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It's Only Money 

Marketing For Fun And Profit 

INTRODUCTION 

Cable Marketing Services, Inc., headquartered in the 
Dallas-Fort Worth, Texas, metroplex, has been invited to 
share marketing information and experiences with CA TJ 
readers during the coming year. The Company, headed by 
Janie and Bob Cul4 has had marketing and direct sales ex-
perience in some 50 markets in seven states ranging in size 
from a few hundred homes to about 40,000 homes. Their ac-
counts have ranged from small and medium-size independents 
to major MSO's in both urban and rural markets. We are 
pleased to offer these features to our readers in the hope that 
they will increase marketing awareness and effectiveness. 

Editor 

By: Bob Cull 
Cable Marketing Services, Inc. 
P.O. Box 13676 
Arlington, Texas 76013 
(817) 429-2737 

Marketing. Can you see it? Touch 
it? Measure it? What is it? How do 
you do it? How much is enough? 
How much is too much? Should I 
do it? How much should it cost? 
When should I do it? Which 
approach should I use? These 
represent some of the major, 
although incomplete, questions 
confronting operations today. And, 
while wrestling with these issues may 
be lonely and confusing in a small 
or medium-size independent 
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operation — be assured that large 
corporate marketing groups continue 
the same search for the same 
answers, even if on a grander scale. 

While we don't pretend to have a 
corner on the answers to these 
questions, we plan to share our 
insights and experiences in sales and 
marketing with you in a series of 
articles over the coming year. Our 
ultimate goal will be to shed some 
light on a variety of marketing 
issues, in the hope that it will assist 
you in making a more informed 
decision regarding your system(s). 
Certainly, it is too much to hope 
that all of you will benefit equally, 
but we will attempt to cover the area 

from a perspective broad enough to 
appeal to a diverse audience. 

Just as technological advances, 
franchising, construction and 
expansion of services have been the 
hallmarks of the cable industry over 
the last decade, so marketing 
approaches and strategies will 
become the identifying characteristic 
in the balance of the '80's and 
beyond. This is not to say that 
progress and advancements will 
cease in other areas, but that 
marketing will move up on the list 
of priorities as the vehicle necessary 
to obtain a return on the increasing 
investment in cable systems. In a 
sense, the television set as the final 
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and continuing converter of invisible 
signals into visual images is 
comparable to the marketing 
function as final and continuing 
converter of technology and services 
into profit. If a faulty TV can 
ultimately destroy an otherwise 
effective operation in the final stage, 
so too can a faulty approach to the 
marketplace fail to provide positive 
results from an otherwise adequate 
system. 

Ultimately, marketing and sales is 
what moves the product "off the 
shelf" and into subscriber homes. 
But, before we go too far in the 
direction of thinking of marketing 
activity as something which occurs 
after everything else is done, we 
should note that an effective 
marketing strategy begins "at the 
beginning." The "beginning" is 
obviously different for each 
circumstance and could include a 
point as early as a franchise bid or 
at any number of other points, such 
as rebuilds, expansion of services, 
reevaluation of channel lineups, or 
others. But, even if there is nothing 
new going on in your cable life, it is 
still important to assess your 
position, make determinations about 
where things are headed and develop 
or enhance strategies to deal with 
the future. 

Regardless of where you are at the 
moment, you may be able to benefit 
from a step-by-step approach as a 
means of building the kind of 
understanding necessary to develop a 
successful program. We are not 
attempting to uncover every possible 
step in the universe, but rather 
provide some track to run on in 
hopes that you may benefit. Also, 
some of you are much further down 
the marketing road than others. In 
any case, a possible series of events 
leading to a well-developed strategy 
might look something like this: 

Item 
1. Accumulation 1. 

of Demo-
graphic Data 

Purpose(s) 
To make certain 
determinations 
about economic 
well-being, age 
distribution and 
other community 
statistics. 
Please don't 

2. Community 
Surveys 

take anything 
for granted. We 
have found that 
communities 
change in subtle 
ways and so 
slowly that it 
can almost go 
unnoticed, even 
by someone in 
residence. 

2. Again, don't 
assume that you 
know what 
people want and 
what price they 
are willing to 
pay. While 
surveys can be 
tricky in terms 
of acquiring 
truly useful data, 
a sample of 
community at-
titudes can be 
helpful and 
relatively inex-
pensive to ac-
quire. 

ee... marketing 
approaches and 
strategies will become 
the identifying 
characteristic of the 
balance of the '80's and 
beyond." 

3. Legal/ 3. Obviously, the 
Franchise "shalls" and 
Restrictions "shall nots" 

vary tre-
mendously from 
one system to 
another, but can 
become a factor 
in pricing and 
other areas. 

4. Current 4. The questions 
Subscriber here might be: 
Analysis • "Who are 

these people?" 
• "What do 
they take?" 
• "What else 
might they con-
sider?" 

• "How much 
will they pay?" 
It is helpful here 
to analyze cer-
tain statistics, 
such as pay-to-
basic ratios, the 
ratio of multi-
pay subscribers, 
and programm-
ing preferences. 

"... 'As the Cable 
World Turns' never goes 
by the book, and is more 
akin to a street fight than 
a formal affair." 

5. Alternative 
Entertain-
ment 

6. Pricing 
and 
Packaging 

5. The availability 
and cost of 
other community 
entertainment 
can be a factor, 
in addition to 
the quality and 
number of off-
air signals. 

6. Selecting viewer 
incentives in 
pricing and 
packaging can 
be important not 
only in the buy-
ing decision but 
in the decision 
to retain services 
as well. Thus, 
you should con-
sider the 
economic conse-
quences to the 
customer 
whether they are 
adding or 
removing ser-
vices. The pur-
pose would be 
to make the 
reduction in 
monthly charges 
and ancillary 
charges for get-
ting off relative-
ly less attractive )1.-
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7. Promotion 

than staying on 
the service. 

7. Based on a 
variety of fac-
tors, including 
current statistics, 
marketing 
history, budget, 
and goals, you 
would select 
those tools 
which appear 
most ap-
propriate. They 

8. Planning 
for 
Retention 

could include 
any of a variety 
of approaches, 
such as direct 
sales, 
telemarketing, 
direct mail, print 
or broadcast 
advertising, 
among others. 

8. Actually, this 
step belongs in 
every other step 
and should never 

"DETECTROM 
CABLE LOCATOR. 

MOW JUST $366!" 
(5 or more $350 each) 
The Detectron "Go-Fer" Model 505 

helps you find underground cable at 
depths of up to 20 feet. Tracing 
distances of 1000 feet are not 
uncommon. 
Rugged construction makes the unit 

ideal for field use. The quartz-controlled 
transmitter fine tunes the signal for a 
precise location every time. And a 
separate volume control allows you to 
lower signal loudness without reducing 
sensitivity. 

Available Only From TVC! 
Your "Go-Fer" Cable Locator comes 

ready for use with full instructions. The 
optional available accessories include 
cushioned earphones; 3-part handle; 
carry-strap; and a sturdy 
compartmented carrying case. 

Free Headphones! 
Buy two or more "Go-Fer" Cable 

Locators before March 31 and you'll 
receive a free pair of stereo 
headphones for each unit. 

Don't miss this exceptional value. 
Call today. 

Dealer Inquiries Welcome. 
East of the Mississippi, call: 

800-233-2147 
In Pennsylvania: 800-482-2398 L.  
Other areas: (717) 533-4982 Hurry! Prices subject to change without notice. 

Clip and mail today 

To: TVC Supply Company, Inc. 
1746 E. Chocolate Avenue 
Hershey, Pennsylvania 17033 

Yes! Send me Model 505 Cable 

Locators at $366 each. (5 or more just 

$350 each.) 

With two or more locators, you receive 

free headphones for each set. 

Headphones shipped separately. 

Please have a sales engineer contact 

me. 

Name  

Company  

Address  

City & State Zip  

Phone  P 0 Number  

Ship to:   

*TUC SUPPLY COMPANY MC. 
1746 East Chocolate Avenue • Hershey, Pennsylvania 17033 

be out of your 
thoughts - par-
ticularly as it 
relates to four 
through seven. It 
can involve all 
the previous 
steps, in addition 
to specific reten-
tion training 
programs for all 
system person-
nel. 

The most obvious omission of 
such an overview is that of the 
tremendous number of tasks and 
sub-tasks involved at each level. 
Also, there is the risk of sounding 
somewhat "textbookish" and 
formal, when all of us know that 
"As the Cable World Turns" 
never goes by the book and is more 
akin to a street fight than a formal 
affair. 

But, regardless of the cable 
circumstance in which we find 
ourselves, profit maximization and 
enhancement of our investment are 
primary objectives. A marketing 
program which is not rooted in the 
general framework outlined above is 
likely to wander aimlessly and would 
only accidentally hit the mark. 
However, even if you carefully 

"... there is no formula-
otherwise we could just 
plug it in and make 
daily trips to the bank." 

assemble the pieces and parts we 
have outlined above, you will 
discover that reasonable people may 
disagree about its interpretation and 
application in your marketing 
program. Debates over 
methodology, relative cost and 
relative payoff rage from the front 
rooms of the "Mom and Pop" 
operations to the boardrooms of the 
largest MSO's. To those of us who 
are also seeking answers, there is 
some comfort in knowing we are not 
alone. But this knowledge does not 
bring us much closer to a formula 
for marketing action. It does, 
however, bring us to the realization 
that there is no formula - otherwise 
we could just plug it in and make 
daily trips to the bank. 
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Ultimately, then, we must mix a 
little experience, judgement and 
"Kentucky wind factor" into our 
final selection of tools and 
approaches. We will discover that 
some of our selections will work 
better than others, and we must 
track our performance to provide a 
marketing history on which to build 
better future decisions. Thus, all the 
steps we have mentioned above, plus 
our continuing experiences provide 
the statistical foundation on which 
we can further refine and enhance 
our results in the future. The more 

marketing experiences we have - 
both successful and unsuccessful - 
the more likely we are to arrive at 
sound marketing decisions in the 
future, assuming we continue to 
move through the steps outlined 
above and quantitatively and 
qualitatively track our results. 

Over the coming months we will 
take a more detailed look at some 
specific marketing areas, hopefully 
providing some ideas or information 
on how to improve your marketing 
performance. 

Messed Up. Dressed Up. 
CWY created a way to make tangled, inefficient multiple dwelling 

enclosures orderly, secure and easy to service. . .the revolutionary 
new Omni-RackTmsystem. 
The Omni-Rack system's unique panel and rail design means 

quick and easy auditing and subscriber status changes. Leads are 
fixed and labeled permanently—no dangling leads or missing 
labels. Service personnel save time, so you save money. 
The Omni-Rack is just one example of how CWY has been serving 

the cable industry with unique, cost-effective solutions for more than 
25 years. CWY carries a complete line of products from the in-
dustry's top manufacturers. . .and goes other suppliers one better 
by continually developing new products to increase your efficiency 
and productivity. 

Plus, our customers know they can call our toll-free numbers and 
get in touch with some of the industry's top designers and applica-
tion experts: professionals who can solve your problems, no matter 
how large or small. 
Application assistance. Product innovation. Plus a complete line of 

equipment and supplies. For further information, call or write today. 

Not just supplies. Solutions. 

P.O. Box 4519—Lafayette, IN 47903 
Call Toll Free: 1-800-428-7596—Indiana: 1-800-382-7526 

The 
bottom 
line in 
cable 
market-
ing. 

If I could Just 
find a sales and 
marketing 
company that is 
reliable, 
knowledgeable 
and proven, the 
rest would be 
easy. pp 

YOU'VE FOUND US! 

Cable Marketing 
Services, Inc. 

P.O. Box 13676 
Arlington, Texas 76013 

(817) 429-2737 
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The 
PaySaver 
REWARD 

Your pay-channel services are meant to be paid for. 

Not stolen. Not tampered with. Not pirated. 

Yet you know signal theft is taking place and costing you money. 

Now you can trap the pirates and recapture lost profits. 

With the proven VITEK PaySaver. 

PaySaver is compatible with virtually every converter/descrambler. 

PaySaver is mounted outside the home to securely trap your scrambled signals. 

PaySaver is easy to install and practically invisible on the strand. 

Most important, PaySaver pays for itself quickly—by turning pirates into payers. 

So install PaySavers with your "basic only" subscribers.... 

Watch the orders come in from "new" pay-tv customers.... 

And reap your just rewards. 

I want to reap the benefits of PaySaver. 

El Have a representative call with samples and my 
free VITEK PaySaver money clip. 

CI Please call with a quotation for PaySavers 
to protect Channels   

Name   

Title   Telephone  

Company  

Street   

City, State, Zip   

AUGAT VI I b  Vitek Electronics, Inc., 4 Gladys Court, Edison, NJ 08817 (201) 287-3200 

noketior 
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RELATIVE INPUT POWER (dB) 

TRANSFER CHARACTERISTIC OF TYPICAL TWTA 

of a nominal 80 MHz transponder width, suitable for 
TDMA (time-division multiple access) telephony at a bit-
rate of 120 Mb/s. 

With the second and third flight models up and 
running, this kind of pattern may emerge in the second 
half of the decade, if the TV demand allows it. For the 
present, Eutelsat has F 1 with a maximum of eight 
transponders available to the Spot West beam, and each 
of these about twice as wide as necessary for TV. How 
best to utilize this bandwidth? 

If we had the luxury of designing a system for the 
cable TV needs of today, we would want to see not 
twelve 80 MHz transponders in various beams, but 24 
transponders of 36 or 40 MHz each, in a beam similar 
to the existing Spot West. 36 MHz will accommodate 
the lower deviation "DBS-format" channel width of 27 
MHz as well as the "professional" standard 36 MHz 
channels. Reducing TWTA output power from 20W to 
10W nominal would take care of primary power 
constraints, while still placing in excess of 43 dBW per 
channel towards the principal cable TV countries of 
western Europe. 

But we must live with ECS. To be sure, we could take 
advantage of the excess transponder width by offsetting 
the frequencies of the frequency re-use (cross-polarized) 
TV carriers, away from channel centre. For instance 
channel 6 (6X) carrier might be at 11640 MHz and 
channel 12 (6Y) at 11680 MHz. That way, any slight 
misalignment of up- or downlink polarization angle, or 
indeed a high level of atmospheric depolarization, will 
not give rise to co-channel interference. This technique 
has long been practised on OTS, but is really only a nice 
refinement in the absence of any more serious use for 
the excess bandwidth. 

Another option is to transmit two FM TV carriers 
through each transponder. Careful choice of carrier 
frequency would still permit interleaving of "X" and 
"Y" polarized signals. But the penalty here is in output 
power: 3 dB, you might think, an equal sharing of 
power between the two carriers — and I have already 
suggested that 3 dB reduction would be acceptable, in 
regard to a 24-transponder satellite. But no, as readers 
of my "International Guidebook" will be aware, 7 dB is 
nearer the practical figure. The reason is 
intermodulation. 
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Intermodulation 

Figure 1 shows the power transfer characteristic of a 
typical traveling-wave tube amplifier (TWTA) as used in 
a satellite transponder. The vertical axis shows the RF 
output power resulting from the input drive power 
shown horizontally. Increasing power input beyond a 
certain value results in no further increase in output. At 
this point (the 0 dB reference on our graph) the tube is 
said to be saturated. Near saturation, the TWT is a non-
linear device, and like any non-linear component it 
generates distortion products. For single carrier 
operation this distortion does not trouble us — the 
signal is frequency modulated and immune to amplitude 
distortion. The harmonics fall well outside the pass-band 
of the communications chain. So it is advantageous for 
us to run our transponder at (or close to) saturation, 
maximizing the downlink EIRP which we have no doubt 
paid highly for. TWT drive level is set by a suitable 
combination of uplink EIRP and transponder gain step, 
selected by telecommand. (It is naturally desirable to 
have uplink power to spare, to cover the eventuality of 
heavy rain attenuation at 14 GHz in the vicinity of the 
uplink site.) 
Now put two (or more) carriers through the non-

linear TWTA and a whole host of other frequencies 
appear, the sum and difference frequencies of the signals 
and of their harmonics. The odd-order intermodulation 
products fall within the band, spaced apart by the 
frequency difference of the original carriers. The first 
pair, the third-order intermods, can run as high as — 15 

Raehe 
lhaek 

Associate Store 
P.O. Box 749 

Caribou, Maine 00736 

(207) 496-2281 

Streamline Your 
Cable Operation 

lidday Special 
FREE 

General Ledger Program 
with purchase of 

CATV Billing-

Accounts Receivable 
System, Version 5.0 

This software operates on the following TRS-80 
Microcomputers: 

Model 4 
Model II 
Model 12 
Modelenix  1613- 
x 

•Hard-disk significantly increases max subs — additional $500.00 

DISCOUNTS 
also given on selected computer hardware 
( Spanish versions available ) — offer expires February 1, 1984 

PRICE 
$1,000.00• 
2,800.00' 
2,800.00' 
3,900.00 

Max Subs 
1,000 
2,460 
6,000 

20,000 
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FIG. 3. INTERMOD SPECTRUM 
30 
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dB relative to the fundamental carriers, constituting a 
potentially severe interference problem. 

Back-off 

In its global system, Intelsat economizes on spectrum 
usage by operating half-transponder TV. In the nominal 
36 MHz wide channel, centered (for example) on 4175 
MHz, two independent TV transmissions are 
accommodated. Each employs reduced deviation and 
has its center frequency offset 9 MHz above or below 
transponder center. So each looks like an 18 MHz-wide 
channel of TV, but they both share the same satellite 
TWTA. Here the intermods would pose a serious hazard 
to traffic in adjacent transponders, so the uplink power 
is closely controlled to achieve an "output back-off" of 
between 3 and 5 dB, dependent on traffic loading and 
individual T W TA characteristics, to meet Intelsat's 
stringent interference standards. This means the 
downlink EIRP is reduced not only by the 3 dB power 
sharing, but also by the 4 dB (or so) back-off: a total 
reduction of some 7 dB. 

FF1EOUENCY (Mild 

Now app y that 7 dB to Eutelsat operations and look 
at the implications for cable operators. If a 3-meter 
antenna were specified for single-channel-per-
transponder operation, then (assuming efficiency, 
receiver noise temperature and video deviation were 
unchanged) a 7 dB increase in gain would be needed for 
two-channel operation. That means a 7-meter antenna is 
required. Not only that, but with half-power beamwidth 
reduced to a quarter of a degree, an automatic tracking 
system would be prudent. The cost is already in the 
region of $150,000 for the installation. As against a 
handful of thousands for the complete 3-meter system. 
Could ECS operate with less back-off? With 36 MHz 

channels spaced 36 MHz apart about transponder 
center, third-order intermods would come 54 MHz out, 
well into the adjacent transponder. But the adjacent 
transponder always serves a different beam, so with 
careful planning it may be possible to accommodate a 
pattern of dual TV channels with reduced back-off. 
There may be attendant problems should Eutelsat at 
some time pre-empt a transponder to cover outage on 
the primary bird. 

ERGROUND HOUSE-DROPS „   
FOR PHONE-CABLE TV YOUR BUSINESS • 

THEN — 
"BIG IS NOT BETTER" 

• EXCLUSIVE TRACK SYSTEM 

))/  

MEANS NO LAWN DAMAGE 

• ONLY 800 LBS. 24 1/2" WIDTH 

NO TRAILER NEEDED 
COMPACT! MANEUVERABLE! 

• FINE LAWN, OR ROUGH TERRAIN, 
IT WILL GO WHERE THE 

OTHERS WILL NOT — FAST! 
OUT CLASS-OUT PERFORM-OUT PRODUCE 

ALLOW US TO PROVE THIS. 

PHONE 157 SENECA CREEK RD. 
(716)675-7373 BUFFALO. N.Y. 14224 
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each of 1-2 and 5-6, on each polarization. Up to 12 Ku-
Band TV channels per Intelsat! 

In late November, British Telecom demonstrated to 
the press and programmers in London the grade of 
service possible with two TV channels in transponder 
7-12, west spot. Output back-off was varied from 0 to 8 
dB. Quality was excellent, no intelligible crosstalk being 
detectable even at 2-carrier saturation. Some coupling 
into the east spot transponder was apparent, manifested 
as a 400 Hz (approx) beat when receive polarization was 
moved way from the null point. 

So what about EIRP levels? If you take away 
allowances for pointing errors, end of life, etc., my own 
estimates of footprint contours right now, nominal 
boresight in the Birmingham area, are shown in Figures 
5 and 6. Beam center EIRP of the west spot is in the 
vicinity of 50 dBW at saturation. And 49 dBW covers 
all of England and Wales, plus the northern coast of 
France. The east spot, leased to BT's independent rival 
Mercury, is around 3 dB lower in power. 
At the time of writing (November 83) it appears that 

both ECS and Intelsat V F4 will "turn on" with 
multiple cable TV feeds during first quarter 1984. West 
Germany, France and the U.K. hold the prime upper 
band channels 4 (X and Y) and 6 (X and Y) on ECS. 

P 
1 
› 

These services should be full transponder, subcarrier 
sound, and there may be a temporary relaxation in the 
demand for encryption. 

Indications are that Intelsat V F4 will now maintain 
the offset configuration to permit its use for cable 
services. There may be some initial slight drift in satellite 
position as the controllers re-learn how to stabilize the 
spacecraft's orbit in its new "biased" condition. 

DBS now? 

By all means the programmers should make 
economical use of the power and the spectrum for cable 
TV services, with two TV channels at 45 dBW each: 
high grade service to a 3-metre system. But they should 
be aware of the system's full potential: LNBs with < 3 
dB noise figure over 10.95 to 11.70 GHz are now 
available. 11.7 is a man-made frontier in Region 1, as 
12.2 is in Region 2, and British industry needs 
stimulation. At transponder saturation, with existing 
receiver technology and 27 MHz channel width, they can 
serve 90 or 100cm dishes in all but cloudburst conditions 
— three DBS-capable channels from an existing bird. 
Compared to the costings for Britain's two-channel, 63 
dBW Unisat, that is an attractive proposition indeed. CI 
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THE FILTER TECH'S 
COOKBOOK Part 6 

CHANNEL DELETION FILTER 

All video and sound information should be suppressed by about 
50 db to prevent Co-channel from infecting new programming. 

CHANNEL BANDPASS FILTER 

Suppression of nearest out of band carriers should be substan-
tial to prevent RF modulator noise from degrading adjacent 
channels. 

Figure 4 
These two filter types are the key elements in many CATV System-subscriber net-
works for "outside sales." 

CHANNEL 3 
DELETION 
FILTER 

COUPLER 
(DC-8) 

FIGURE 5 

CHANNEL 3 
BANDPA88 FILTER 

CHANNEL 3 
MODULATOR 

Network to permit local insertion of new pro-
gramming on a channel coming in on the cable. 
(Illustrated for channel 3) 

AOS 

13.1nrmaid vet rug 
rn• G.1.11.1. 3 

Il 
s•trrr.• 

O&M:I/ADO 

.11.M. 

...11•11.1101' • AmMS 

n-
13.1CROMMA31 

FIGURE 8 

CI.1.11, 3 
11011«.:1.• 

Network for batch descrambling showing pew-
f jitar assembly sometimes required to remove 
descrambler modulation from other channels. 
This network can also be used for local scrambl-
ing by replacing the descrembler with a 
scrambler. 

isolation, this signal will cross over 
to the other branch and give 
interference to all channels. In this 
case, a bandpass filter for the 
descrambled channel is placed 
immediately before the descrambler. 

While this arrangement will still 
reflect off-channel frequencies, their 
reflections will not contain the 
degrading modulation. Such a 
descrambler requires a pilot carrier 

which, in this case, is passed to the 
descrambler by a pilot-carrier 
bandpass filter wired in parallel with 
the "pre-filter." 

Local Scrambling 

This is done by using the batch 
descrambling networks and 
substituting a scrambler for the 
descrambling (Figure 6). After 

capitalizing the interfacing network, 
the major cost will be the decoding 
devices. Positive trapping is usually 
less expensive than conventional 
decoding. In the positive system, the 
scrambler is a tone generator which 
puts a CW carrier onto the channel 
to be scrambled. The decoding 
device is a passive trap attached to 
the individual set. This system is 
patented by the T.E.S.T. 
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Corporation who licenses to several 
equipment manufacturers. 

Batch Descrambling of More Than 
One Channel 

The network shown for batch 
descrambling of a single channel 
(Figure 6) can be used for each 

channel and then the networks 
placed in series. While this is 
workable, lower overall loss results 
by combining them, as shown on 
Figure 7. 

Batch Channel Conversion 

Often, outside sales will require 

the conversion of a midband 
channel to a conventional one (H to 
3, for example). The Batch 
descrambling network of Figure 6 
will effect this conversion if the 
descrambler is replaced with the 
required converter. Here also a 
selective bandpass filter at the 
output of the converter results in 
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Microdyne's New, Lower Priced TVRO Receiver — the LPR 

Answer These Six Questions Before 
You Buy Your Next TVRO Receiver 

1. How Good Is the Picture? 

Make comparisons. Ask your 
distributor to set up a side-by-
side or A-B comparison test 
(switching from one receiver to 
another). Often you can see the 
difference in picture quality. And 
if you can see the difference, so 
can your subscribers. 

2. How Long Will It Last? 

Most TVRO equipment has to 
run all day, every day, year after 
year. Marginal receivers that are 
poorly designed or cheaply made 
will end up costing you money, 
and subscribers. 

Microdyne takes no short 
cuts in the design, manufacture 
or testing of its products. Our 
equipment is extremely reliable. 
Typical Mean Time Between Fail-
ure rates for our TVRO receivers 
are in excess of 80,000 hours. 

That's over 9 years. 
That doesn't mean that every 

receiver we make will run that 
long without failure, but it in-
dicates the average expected rate 
of failure, and that's important. 

3. Can I Get It Serviced? 

No matter how much care has 
gone into the design and manu-

facture of electronic equipment, 
failures do occur. So, we offer a 
48-hour repair policy. If your 
receiver is in warranty, we fix it 
free within 48 hours. If we can't 
fix it, we replace it. If the unit is 
out of warranty, we provide the 
same service, for a nominal flat 
rate which we quote before you 
send in the unit. 

4. How About Delivery? 

We have nine nation-wide 
factory authorized distributors 
who routinely stock our equip-
ment, so it's a pretty good bet 
that you'll be able to get just what 
you want, when you want it. And 
our distributors are selected on 
the basis of their experience, 
knowledge and willingness to pro-
vide the support you need. 

5. How Reliable Is the 
Company? 

You have already seen 
several big, established 
companies abandon the TVRO 
market. But not Microdyne. We 
have been involved in satellite 

Microdyne Corporation 

communications since it all 
began, and we are here to stay. 
TVRO isn't a sideline for us; it's 
our business. 

6. What Else Can the 
Company Do For Me? 

Right now you may only need 
a receiver. But some day you will 
need a lot more, and a lot more is 
what Microdyne can deliver. We 
make a full range of antennas, 
downconverters, modulators, 
demodulators, and related TVRO 
equipment. 

And our Customer Support 
covers all the bases: site surveys, 
turnkey transmitting and receiv-
ing system installations, customer 
training, program management of 
network systems, on-site service, 
and a 24-hour toll-free phone 
number for emergency engineer-
ing support. 

By now you may have one 
more question — Where is my 
nearest Microdyne Distributor? 
For the answer, call our Marketing 
Department at (904) 687-4633. 
We'll also send you our new 
TVRO Systems brochure, free. 

P.O. Box 7213 • Ocala, FL 32672 • (904) 687-4633 • TWX: 810-858-0307 
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HELP! 
Cable operators commonly com-

plain that one of their biggest pro-
blems is trained personnel — CATA 
developed the Basic and Advanced 
Technical Training Seminar pro-
gram to help cable operators in their 
plight to provide education and 

training on these two levels. 
CATA's Director of Engineering, 

Ralph Haimowitz, now needs some 
guidance from the cable operators; 
information is needed to make the 
plans for the 1984 circuit of 
technical training sessions. 

Please complete this question-
naire and return to CATA at the ad-
dress given — it will be very much 
appreciated and the information is 
very necessary to make appropriate 
and convenient plans. 

1. Are you interested in having scheduled Basic or Advanced sessions? Or both? For 
yourself? For your employees? How many? 

2. Is there a certain time of year that would be the most convenient for your areas? 

3. Four day sessions will be planned for the Advanced course — is a Monday, Tuesday, 
Wednesday, and Thursday schedule all right? Or is Wednesday, Thursday, Friday, and 
Saturday better? Any other suggestion? 

4. Three day sessions will be planned for the Basic Course — is Monday, Tuesday, and 
Wednesday better? Or Thursday, Friday, and Saturday? Any other suggestions? 

5. Would a cooperative session bringing together several cable systems' personnel be a 
possibility for your area? That would mean our coming to your location at your request. 

6. How far are you willing to travel or to send your employee(s)? 
 Up to 200 miles  Up to 500 miles   Over 500 miles 

7. Is there a particular locale that you would like to recommend for either an Advanced or 
Basic seminar? 

8. Do you have any particular requests or suggestions as plans are made for future 
seminars? 

9. Please make any comments or suggestions that you might have: 

CATA 
COMPLETE AND RETURN TO: 4209 N.W. 23rd, Suite 106 

Oklahoma City, OK. 73107 WorldRadioHistory



YES! I WANT THE NATIONAL STANDARDS FOR CATV SYSTEMS - GRAPHIC SYMBOLS GUIDE 
SEND TO: 

STANDARDIZE 
WITH THE NATIONAL STANDARDS FOR CATV SYSTEMS — GRAPHIC SYMBOLS 

In order to help you standardize your grid and map preparation Television Publications is now 
offering a brochure of National Standards for CATV systems Graphic Symbols. 

The symbols in this publication present cable television systems 

NAME 

operators and engineers with a uniform means of 
  schematic and system map design throughout 

the Cable Television Industry. Order one 

SYSTEM NAME 

for each of your operators and 
engineers and get 

standardized ! 

ADDRESS PHONE 

CITY STATE ZIP 

PLEASE SEND SYMBOLS GUIDES ENCLOSED IS $ FOR MY ORDER. 

PRICES 
5.00 each 

40.00 for 10 guides 

90.00 for 25 guides 

MAIL TO: TELEVISION PUBLICATIONS, INC. SUITE 106 4209 NW 23 OKLA. CITY OKLA. 73107 405/947-7664 
WorldRadioHistory



THE FILTER TECH'S 
COOKBOOK 

Part 6 

FIGURE 9 

Network for selling selected 
non-adjacent channels. 

FIGURE 10 
Network for selling adjacent 

channels or more than 2 channels. 

better reinserted quality. 

Batch Descrambling-Conversion 

Where a selected midband, 
scrambled premium channel is 
desired and the subscriber is not on 
a set top conversion system, it is 
first necessary to descramble the 
channel and then convert it to a 

regular channel. The regular batch 
descrambling network is modified by 
adding the converter (Figure 8). 

Selling Selected Channels 

The new subscriber may have his 
own off-air system and will desire 
only supplemental channels. Where 
two non-adjacent channels are 

desired the interface network can 
consist of two corresponding 
bandpass filters between bandsplitter 
whose crossover frequency lies 
between the two channel frequencies 
(Figure 9). Where the channels are 
adjacent, or there are more than two 
of them, single channel filters can be 
bracketed between two power 
dividers (Figure 10). 
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THE FILTER TECH'S 
COOKBOOK 

Part 6 
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FULL MID-BAND TRAP 

FIGURE 11 

1 TOTAL 
MIOBAND 
TRAP 

AT CHANNEL 13 

LOW-PABB 
FILTER 
CUT-OFF 

LOW-PASS FILTER FOR 
SUPPRESSION OF SUPERBAND 

Trapping mid and superband to prevent in-
terception by sets with letter channel recep-
tion capability 

Midband and Superband Security 

Where all or some of the 
subscriber's sets have midband 
receive capability, an appropriate 
suppression filter is inserted near the 
interface of the Cable system and 
the subscriber. Filters for 
suppressing wide bands may be 
expensive. But the cost justified 
since one filter provides security for 

many individual sets. Moderately 
priced filters are available for 
trapping most of the midband while 
it is possible to trap the entire 
midband at somewhat higher cost 
(Figure 11). Wide bandstop filters 
become expensive at superband 
making a selective low-pass filter the 
more viable option. 

Sources of Network Components 

Channel Deletion Filter 
Blonder-Tongue 
One Jake Brown Road 
Old Bridge, NJ 08857 
201-679-4000 

Microwave Filter Company 
6743 Kinne Street 
East Syracuse, NY 13057 
315-437-3953 
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THE FILTER TECH'S 
COOKBOOK 

Part 6 

Pay-TV Video and Audio Traps 

Intercept Corporation 
215 Entin Road 
Cliffton, NJ 07014 
201-471-2212 

Pico Electronics Inc. 
453 MacQueesten Parkway 
Mount Vernon, NY 10552 
914-699-5514 

Eagle Comtronics 
Waterhouse Road 
Clay, NY 13041 
315-622-3402 

Vitek 
930 G. Boardwalk Ave. 
San Marcos, CA 92069 
619-744-8305 

Microwave Filter Company 
6743 Kinne Street 
East Syracuse, NY 13057 
315-437-3953 

Adjacent Suppressing Bandpass 
Filters 

Blonder-Tongue 
One Jake Brown Road 
Old Bridge, NJ 08857 
210-679-4000 

Jerrold 
87 Wingold 
Toronto, Ontario M6B 1P8 
CANADA 
416-789-7831 

Microwave Filter Company 
6743 Kinne Street 
East Syracuse, NY 13057 
315-437-3953 

Complete Networks 

Eagle Comptronics 
Waterhouse Road 
Clay, NY 13041 
315-622-3402 

Microwave Filter Company 
6743 Kinne Street 
East Syracuse, NY 13057 
315-437-3953 
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Next Time 
The CABLE TECH'S FILTER 

COOKBOOK will continue. 

TERRESTRIAL 
INTERFERENCE. 

ASTI is the first complete 
professional handbook on the 
avoidance, diagnosis and sup-
pression of microwave ter-
restrial interference (TI) at 

TVRO earth stations. This 250 
page comprehensive volume 
was compiled by an engineer-
ing team headed by Glyn 
Bostick, President of 
Microwave Filter Company, 
with valuable input from many 

industry leaders such as 
California Amplifier and Scien-
tific Atlanta. The result of their 
effort is an in-depth exploration 
of such topics as equipment 
selection for minimizing TI 
susceptibility, use of natural 
and artificial shielding, system 
filtering, and many other cost 
effective techniques! Send this 
coupon now to receive our 
free brochure on ASTI, and 
get TI out of the picture! 

BANISHED. 

E YES! Send me the Free brochure on the ASTI Handbook! 
E YES! Send me the ASTI Handbook. My payment of 

$125 is enclosed: Check Li Money Order 
Name Phone  

Company Name  
Address   

City/State/Zip  

Send to: CATJ Magazine, 
4209 N.W. 23rd St., Suite 106, Oklahoma City, OK, 73107 
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Showcase 

NEW COAXIAL CABLE 
DEVELOPED BY TIMES 

Times Fiber Communications, Inc. 
has developed a new version of its 
T4 cable line called T4 Plus. This 
new development offers improved 
handling for special applications, 
without sacrificing any of the 
outstanding features of its widely 
used 14 cable. 
14 Plus is completely seamless 

and continuously bonded from 
conductor to jacket. Handling 
characteristics are significantly 
improved, allowing a 4-inch 
minimum bend radius for 1/2-inch 
cable without kinking or flattening. 
The improved pull strength and 
sidewall pressure resistance of 14 
Plus greatly facilitate multiple 
90-degree bends both in aerial and 
underground construction. While the 
jacket is bonded to provide 
additional corrosion and handling 
protection, it can be easily stripped 
without leaving any residue. The 
new 14 Plus cable uses the same 
connectors and coring tools as the 
rest of the 14 cable line. All of the 
electrical characteristics of the 14 
cable have been preserved, including 
low DC sheath and loop resistances. 
14 Plus, with its full wall seamless 

aluminum sheath, is also available 
without a jacket, while still offering 
greatly improved minimum bend 
radius characteristics. 

Reports from the field have been 
highly favorable, according to 
Richard Thayer, V.P. of 
Engineering, Cable Television 
Division. "In fact," adds Mr. 
Thayer, "the system design 
engineers, construction foreman, and 
installation crews who evaluated the 
cable were quite impressed that 14 
Plus could offer such improved 
handling and toughness without 
making sacrifices in other areas." 

For more information, contact 
Times Fiber Communications, Inc., 
at 358 Hall Avenue, Wallingford, 
CT. 06492 or call 1-800-243-6904. o 
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Save $300 on the purchase of 
your next Signal Level Meter 
without sacrificing quality. 

Sadelco's 733C Super SLM lists for 
$545.That's over $300 less than the 
published price of our competitor's 
450 MHz Jr. meter. 
contact your Sadelco distributor for the 
best prices and these quality features: 

NEW 'Reads peak levels of both 
picture and sound carriers 

'Dual tuners for fast 
Hi-Lo measurements 

•New case - smaller and 
stronger than before 

'Compact lightweight design 
(only 6 pounds) 

'Automatic shut-off. Digital 
delay timing circuit shuts 
meter off at preset interval 
• Battery pack easily access-
ible in cover can be changed 
without opening meter 

'Can use Alkaline or 
Carbon-zinc batteries 
• Built-in speaker 

So why pay more? 

sadeico,Inc. 75 West Forest Ave., Englewood, N.J.07631 201.569-3323 
General Rep. for Europe:Catec AG Luzern/Switzerland,Habsburgerstr 22.Te1.041-23-90-56 Telex: TELFI 78168 

Distributors in U.S.A. 
ANIXTER COMMUNICATIONS 
AlmRe 
Anchorage 997-2744525 
Fairbanks 9074,561815 
CallIatenie 
Los Azeles (Irvine) 714-5568270 

Denver (Englewood) 303-141.29030 
Markle 
Tampa 811626.7115 
Georlge 
Atlanta 4044494513 

700 .7490 (Elk Grove Village) 
311610-1156 
Skokie (Head:toe-1ml 312-667 2600 
P.m Jar. 4: 
Wharton MI 32608030 
Warm& 
St Lows 31.6423-9655 
005. 
Cleveland 216349-0323 
Orelie 
0,009 SOT-240-2245 

Teem: 
Houston 713-87441035 
Washington: 
Seattle 2C6-251.6 780 

BALLARD SUPPLY CORP. 
Utah: 
Salt Lake City 801.972-2430 

CABLE TV SUPPLY CO. 
California: 
Los Aze1 em 213-20444140 

Denver 3031224569 
Calowla: 
Demur 4049819220 
Illinois: 
Addison 312.543-9800 
Mamas:hate 
Woburn 617-938-1221 
New .1•01001, 
Cinnaminson 609-829-0100 
OM. 
Brecksville 21652110919 
Tease 
Grand Prairie 214-9661841 
Houston 713-681-6141 

D.F. COUNTRYMAN CO. 
Mlonmote 
Minnesota Only 800-832-6443 
I nteestate 800-3284820 

DAVCO ELECTRONICS CORP. 
lekanem, 
Batesville 501./93-3516 

DOLPHIN ELECTRONIC SUPPLY CO 
Florida: 
Delray Beach 305-272-6066 
Wedt Palm Beach 305659-7166 

DOW ELECTRONICS, INC. 
Flonde 
Sarasota 813.365-3383 
Florida Only 500.282.9621 

ELECTROTEX 
Tema: 
Houston 713-5263456 

GULF ELECTRONIC SUPPLY INC. 
Florid., 
Miami 305-592-6583 

HURLEY ELECTRONICS INC. 
Callfornie 
Inglewood 213-678-7644 
Long Beach 273-537-5375 
Oceanside /14722-7694 
San Bernardino 714885-0721 
San Diego 714-235-6245 
Santa Ana 714-971 2203 
Van Nuys 213-781-8410 

IND-CO. CARIE TV, INC. 
Arkenms: 
Batemdle 501.79141/4 

KLUNGNESS ELECTRONIC SUPPLY 
Indiana: 
ledianaseolis t.8C0-13169292 

All Other States 1-800-338-9292 

MIDWEST CACO SYSTEM 
West VIrlidnia: 
Clarksburg 3)46224700 

MIDWEST CORPORATION 
Kentucky: 
Edge-rood 606331-8990 

NELSON ELECTRIC SUPPLY CO 
Texas, 
Dallas 214.7416341 

POLELINE CORP. 
Subsidiary of OMS Electrones Corp 
CallIenee 
Santa Ana 714-852.11)41 
Na. Yore 
Been. 212-829-1070 

S.A.L. CABLE COMM. INC. 
Caliternie: 
Chaternelh 213-341-9100 
Gmlega• 
Decatur 404-981-0060 
Selene 
Indianapolis 317-24424 TI 
New Vert: 
Melvolle 516E047110 
Tumor 
Dallas 214-34881311 

TELEVISION TECHNOLOGY CORP. 

Arvale 2W-423-7662 

TELE-WIRE SUPPLY CORP. 
Caldensla: 
Newark 4167944821 
Flan. 
Sarasota 513-3/1-3m/ 
Nee 
rarminpdale dinerlduartersl 
516 293-1188 
Panneylvania: 
Simpson 717 .2 2340 
Tome 
Grand Pradeef103-527.1646 

THE DROP SHOP LTD. 
Cafileanlia: 
Fravwx k 475-687.7474 

4444e, 
Roselle POI 241.9300 

TONER CABLE EQUIPMENT 
Pennedvanie: 
Horsharn 8015715BU 
Pennsylvania Only 806492.2512 

TVE SUPPLY CO. INC. 

Hershey 801482-2398 
East of lirlommeppr 
800-2334147 

Distributors in Canada: 
ANIXTER-MICRO SAT 
Pekerong, Onlaa to 416839-5182 
INCOSPEC ELECTRONICS, INC. 
Montreal Hord. Ouebec 514-322-5540 
R.F. CABLETEL COMM. INC. 
Ontario 416475-1CM 
SOURCE COMMUNICATIONS, INC 
Ontario 416675-9222 
TECH COMM SALES, INC. 
Burnaby. Bribe ColuenQa 804-437.6122 
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Distributors 
01-Full CATV equipment 

02-CATV antennas 

03-CATV cable 
D4-CATV amplifiers 

D5-CATV passives 
D6-CATV hardware 

D7-CATV connectors 

08-CATV test equipment 
09-Other 

Manufacturers 
line Ml -Full CATV equipment line 

M2-CATV antennas 
M3-CATV cable 

M4-CATV amplifiers 

M5-CATV passives 

M6-CATV hardware 

M7-CATV connectors 
M8-CATV test equipment 

Mg-Other 

Service Firms 
St -CATV contracting 

S2-CATV construction 

S3-CATV financing 

S4-CATV software 

S5-CATV billing services 
S6-CATV publishing 

S7-CATV drop installation 
S8-CATV engineering 

S9-0ther 

Associate Roster   

Alpha Technologies, 
1305 Fraser St. D-G, 
Bellingham, WA 98225 
206-671-7703 
(M9, Standby Power 
Supplies) 

AMCOM, Inc., 
Bldg. E, Suite 200, 
5775 Peachtree-
Dunwoody Rd., N.E., 
Atlanta, GA 30342 
404-256-0228 
(S9, Brokering & 
Consulting) 

• Anixter Communications 
4711 Golf Road, 
Skokie, IL 60076 
312-677-2600 
(D1) 

AppielStore 
Rte. #1, Box 156, 
Beaver Dam, WI 53916 
414-885-6249 

The Associated Press, 
50 Rockfeller Plaza, 
New York, NY 10020 
212-621-1513 
(S9 Automated News 
SVC) 

Automation Techniques, 
1846 N. 106th E. Ave. 
Tulsa, OK 74116 
918-836-2584 
(M9) 

Avantek, Inc., 
481 Cottonwood Dr., 
Milpitas, CA 95035 
408-946-3080 
(M8, 9 TVRO 
Components) 

Av-Tek, Inc., 
Box 188, 
Aurora, NE 68818 
402-694-5201 
(M8) 

BEI 
P.O. Box 937, 
Olathe, KS 66061 
800-255-6226 
(M9 Character 
Generators) 

Ben Hughes 
Communications 
P.O. Box AS, 
Old Saybrook, CT 06475 
203-388-3559 
(M6, 9) 

Blonder-Tongue Labs, Inc., 
1 Jake Brown Rd., 
Old Bridge, NJ 08857 
201-679-4000 
(M1, 2, 4, 5) 

Broadband Engineering, 
Inc., 
P.O. Box 1247, 
Jupiter, FL 33458 
1-800-327-6690 
(D9, M4, S9) 

Budco, Inc., 
4910 East Admiral Place, 
Tulsa, OK 74115 
1-800-331-2246 
(D9, Security & 
Identification Devices) 

CATEL, 
4800 Patrick Henry Dr., 
Santa Clara, CA 95054 
408-988-7722 

• C-COR Electronics, Inc., 
60 Decibel Rd., 
State College, PA 16801 
814-238-2461 
(M1, 4, 5, S1, 2, 8) 

CCS Cable 
P.O. Box 14710, 
Phoenix, AZ 85063 
602-272-6855 
(M3) 

CableBus Systems, 
7869 S.W. 
Nimbus Avenue, 
Beaverton, OR 97005 
503-543-3329 
(M1) 

Cable Graphic Sciences, 
7095 N. Clovis Ave., 
Clovis, CA 93612 
209-297-0508 
(M9 Character 
Generators) 

Note: Associates listed with * are Charter Members. 

Cable Health Network, 
1950 Spectrum Circle 
Suite B-310 
Marietta, GA 30067 
404-952-4620 
(S4) 

Cable-Text instruments, 
Div. of TeIpar, Inc. 
P.O. Box 796 
Addison, TX 75001 
214-233-6631 
(M9 Generators) 

Capscan, Inc. 
P.O. Box 36, 
Adelphia, NJ 07710 
1-800-CABLETV or 
222-5388 
(M1, 3, 4, 5) 

Comm/Scope Company, 
P.O. Box 1729 
Hickory, NC 28603 
1-800-438-3331 
(M3) 

Communications Equity 
Associates, 
851 Lincoln Center, 
5401 W. Kennedy Blvd., 
Tampa, FL 33609 
813-877-8844 
(S3) 

Comprehensive Cable 
Enterprises 
206 Westminster Ct. 
Madison, WI 53714 
608-249-3442 
(S1, 2, 4, 5, 7, 8, 9) 

Computer Video 
Systems, Inc., 
3678 W. 2105 S. Unit 2, 
Salt Lake City, UT 84120 
1-800-453-8822 
(M9)_ 

COMSEARCH INC., 
11503 Sunrise Valley 
Drive, 
Reston, VA 22091 
703-620-6300 
(S8, S9, Earth station 
placement frequency 
coordination) 

ComSonics, Inc., 
P.O. Box 1106, 
Harrisonburg, VA 22801 
1-800-336-9681 
(M8, 9, S8, 9) 

DF Countryman Co., 
1821 University Ave., 
St. Paul, MN 55104 
612-645-9153 
(D1, S1, 8) 

The Disney Channel 
500 S. Buena Vista, 
Burbank, CA 91521 
213-840-5080 
(S4) 

Ditch Witch, 
P.O. Box 66, 
Perry, OK 73077 
1-800-654-6481 
(M9) 

The Drop Shop Ltd., Inc. 
Box 284, 
Roselle, NJ 07203 
1-800-526-4100 or 
1-800-227-0700 (West) 
(D3, 4, 5, 6, 7, 8, 9, 
M5, 6, 7, 8, 9 Plastics) 

Durnell Engineering Inc., 
Hwy 4 So. 
Emmetsburg, IA 50536 
712-852-2611 
(M9) 

Eagle Com-Tronics, Inc., 
4562 Waterhouse Rd., 
Clay, NY 13041 
1-800-448-7474 
(M9 Pay TV Delivery 
Systems & Products) 

Eastern Microwave, Inc., 
3 Northern Concourse, 
P.O. Box 4872, 
Syracuse, NY 13221 
315-455-5955 
(S4) 

Electroline TV 
Equipment, Inc., 
8750-8th Ave., 
St. Michel, 
Montreal, Canada 
H1Z 2W4 
514-725-2471 
(M4, 5, 7, 9, D7, 9) 
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Associate Roster 
Electron Consulting 
Associates, 
Box 2029, 
Grove, OK 74344 
918-786-5349 
(M2, D1, S1, 8) 

Elephant Industries, 
P.O. Box 3626 
N. Ft. Myers, FL 33903 
813-995-7383 
(M9) 

ESPN, 
ESPN Plaza, 
Bristol, CT 06010 
203-584-8477 
(S9) 

Franey & Parr of Texas, 
Inc., (Formerly Doherty & 
Co.), 
One Turtle Creek Village, 
Suite 524, 
Dallas, TX 
214-528-4820 
(S9, insurance) 

Gardiner Communications 
Corp., 
3506 Security St., 
Garland, TX 75042 
214-348-4747 
(M9 TVRO Packages, S1, 
2, 8) 

General Cable Corp., 
1 Woodbridge Center, 
P.O. Box 700 
Woodbridge, NJ 07095 
1-800-526-4385 
(M3) 

Gilbert Engineering Co., 
P.O. Box 23189, 
Phoenix, AZ 85063 
1-800-528-5567 or 
602-245-1050 

Group W Satellite 
Communications, 
41 Harbor Plaza Dr., 
P.O. Box 10210, 
Stamford, CT 06904 
203-965-6219 
(S4) 

H & R Communications, 
Rt. 3, Box 102G, 
Pocahontas, AR 72455 
1-800-643-0102 
(M2, D1, S2, 3, 8) 

Harris Corporation, 
P.O. Box 1700, 
Melbourne, FL 32901 
305-724-3401 
(M2, 9, S2) 

Helier-Oak 
Communications, 
105 W. Adams St., 
Chicago, IL 60603 
1-800-621-2139 * 7600 
(S3) 

Home Box Office, Inc., 
12750 Merit Dr. 
Dallas, TX 75251 
214-387-8557 
(S4) 

• Hughes Microwave 
Communications Products, 
3060 W. Lomita Blvd. 
Torrance, CA 90505 
213-517-6233 
(M9) 

Ind. Co. Cable TV, Inc., 
P.O. Box 3799 
Hwy. 167 N, 
Batesville, AR 72501 
501-793-4174 
(D1) 

• Jerry Conn Associates, 
Inc., 
P.O. Box 444, 
Chambersburg, PA 17201 
1-800-233-7600 
1-800-692-7370 (PA) 
(D3, 4, 5, 6, 7, 8) 

KMP Computer 
Services, Inc., 
703 Central Ave., 
Los Alamos, NM 87544 
505-662-5545 
(S4, 5) 

Karnath Corporation, 
2001 Westridge, 
Plano, TX 75075 
214-422-7981 or 7055 
(S1, 2, 8, 9) 

Katek, Inc., 
215 Wood Ave., 
Middlesex, NJ 08846 
201-356-8940 

Klungness Electronic 
Supply, 
P.O. Box 547, 
107 Kent Street, 
Iron Mountain, MI 49801 
1-800-338-9292 
1-800-682-7140 (Mich) 
(D1, 8, S2, 8) 

LAC Electronics, Inc., 
901 South Ave., 
Horseheads, NY 14845 
607-739-3844 
(M7) 

Lash-Ado Company, 
P.O. Box 147, 
Guntersville, AL 35976 
205-582-6333 
(M9 Cable Protector, 
S9 Equipment Repair) 

Larson Electronics, 
311 S. Locust St., 
Denton, TX 76201 
817-387-0002 
(M9 Standby Power) 

Lemco Tool Corporation, 
Box 330A, 
Cogan Station, PA 17728 
1-800-233-8713 
(M8, 9 Tools) 

Lindsay Specialty 
Products, Ltd., 
50 Mary Street West, 
Lindsay, 
Ontario, Canada K9V 4S7 
705-324-2196 
(M1, 2, 4, 5, 7, 9) 

MiA Com Prodelin, Inc., 
P.O. Box 100 
Claremont, NC 28610 
704-459-9762 
(M2, 3, 7, S2) 

Magnavox CATV Division, 
100 Fairgrounds Drive, 
Manlius, NY 13104 
1-800-448-5171 or 
1-800-522-7464 (N.Y.) 
(D4, 5, 7, M4, 5, 6, 7, S3, 8) 

McCullough Satellite 
Equipment, 
Route 5, Box 97, 
Salem, AR 72576 
501-895-3167 
(M2, 9, D3, 4, 6, 7) 

Micirodyne Corporation, 
471 Oak Road, 
Ocala, FL 32672 
904-687-4633 
(M9 Satellite TV 
Receivers) 

" Microwave Filter Co., 
6743 Kinne St., Box 103, 
E. Syracuse, NY 10357 
1-800-448-1666 
(M9 Bandpass Filter) 

Mullion Communications 
Construction Co., Inc., 
P.O Box 1387A, 
Green Bay, WI 54305 
414 -468-4649 
(S2) 

National Farmers Union 
Property & Casualty Co., 
12025 E. 45th Ave., 
Derver, CO 80251 
303-371-1760 
(D9, Insurance Service) 
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Distributors Manufacturers Service Firms 
D1- Full CATV equipment line Ml-Full CATV equipment line S1-CATV contracting 

D2-CATV antennas M2-CATV antennas S2-CATV construction 
D3-CATV cable M3-CATV cable S3-CATV financing 

D4-CATV amplifiers M4-CATV amplifiers S4-CATV software 

D5-CATV passives M5-CATV passives 55-CATV billing services 
D6-CATV hardware .M6-CATV hardware S6-CATV publishing 

D7-CATV connectors M7-CATV connectors S7-CATV drop installation 

08-CATV test equipment M8-CATV test equipment S8-CATV engineering 
D9-Other Mg-Other S9-Other  

Note: Associates listed with • are Charter Members. 

North Supply Company, 
600 Industrial Pkwy., 
Industrial Airport, KS 
66031 
913-791-7000 
(D1, 2, 3, 4, 5, 6, 7, 8) 

Octagon Scientific, Inc., 
476 E. Brighton Ave., 
Syracuse, NY 13210 
315-476-0660 
(M9) 

Phesecom Corp., 
6365 Arizona Circle, 
Los Angeles, CA 90045 
213-641-3501 
(M1) 

Power and Telephone 
Supply Company, Inc., 
530 Interchange Drive 
N.W., 
Atlanta, GA 30336 
1-800-241-9996 
(D1) 

Quality RF Services, Inc., 
825 Park Way, Suite 3, 
Jupiter, FL 33458 
305-747-4998 
(M4, S9) 

RMS Electronics, 
50 Antin Place, 
Bronx, NY 10462 
1-800-223-8312 
1-800-221-8857 (Poleline) 
(M4, 5, 6, 7, 9) 

Sadeico, Inc., 
75 West Forest Ave., 
Englewood, NJ 07631 
201-569-3323 
(M8) 

Scientific Atlanta, Inc., 
3845 Pleasantdale Rd., 
Atlanta, GA 30340 
404-449-2000 
(M1, 2, 4, 8, S1, 2, 
3, 8) 

Showtime Entertainment, 
Inc., 
1633 Broadway, 
New York, NY 10019 
212-708-1600 
(54) 

Southern Satellite 
Systems, Inc., 
P.O. Box 45684, 
Tulsa, OK 74145 
918-481-0881 
(S9) 

Superior Electronics 
Center, 
2010 Pine Terr., 
Sarasota, FL 33581 
813-922-1551 
(M4, S9) 

TVC Supply Co., Inc., 
1746 E. Chocolate Ave., 
Hershey, PA 17033 
717-533-4982 
(D1, 2, 3, 4, 5, 6, 7, 8) 

Teiedac, Inc., 
1575 Taschereau Blvd., 
Longueuil, 
Quebec, Canada J4K 2X8 
514-651-3716 
(M9 Character 
Generators) 

Tele-Wire Supply Corp., 
7 Michael Ave., 
East Farmingdale, 
NY 11735 
516-293-7788 
(D1, 2, 3, 5, 6, 7, 8, 9) 

• Texscan Corp., 
3102 N. 29th Ave., 
Phoenix, AZ 85017 
602-252-5021 
(M9 Bandpass Filters) 

Times Fiber 
Communications, 
358 Hall Avenue, 
Wallingford, CT 06492 
1-800-243-6904 
(M3) 

Tocom, Inc., 
P.O. Box 47066, 
Dallas, TX 75247 
214-438-7691 
(M1, 4, 9 Converters) 

• Toner Cable 
Equipment, Inc., 
969 Horsham Rd., 
Horsham, PA 19044 
1-800-523-5947 
In PA. 1-800-492-2512 
also 1-800-523-5947 (PA) 
(D2, 3, 4, 5, 6, 7) 

Triple Crown 
Electronics, Inc., 
4560 Fieldgate Dr., 
Mississauga, Ontario, 
Canada L4W 3W6 
416-629-1111 
Telex 06-960-456 
(M4, 8) 

Turner Broadcasting 
System, 
1050 Techwood Dr., 
Atlanta, GA 30318 
404-898-8500 

Tyton Corp., 
P.O. Box 23055, 
Milwaukee, WI 53223 
414-355-1130 
(M6, 7) 

United Press international, 
220 East 42nd St., 
New York, NY 10017 
212-682-0400 
(S9 Automated News 
SVC.) 

United Video, Inc., 
3801 South Sheridan Rd., 
Tulsa, OK 74145 
1-800-331-4806 
(S9) 

Viewstar, Inc., 
705 Progress Ave., 
Unit 53, 
Scarborough, 
Ontario, Canada M1H 2X1 
416-439-3170 
(M9 Cable Converter) 

Vitek Electronics, Inc., 
4 Gladys Court, 
Edison, NJ 08817 
201-287-3200 

Walsh, Walsh, Sweeney 
& Whitney, S.C. 
PO. Box 1269, 
Madison , Wi. 53701 
608-257-1491 
(S9) 

Warner Amex Satellite 
Entertainment Corporation, 
1211 Avenue of the 
Americas, 
New York, NY 10036 
212-944-4250 
(S4) 

Wavetek Indiana, 
5808 Churchman, 
Beech Grove, IN 46107 
1-800-428-4424 
TWIX 810-341-3226 
(M8) 

Weatherscan, 
Loop 132, 
Throckmorton Hwy., 
Olney, TX 76374 
817-564-5688 
(Ds, Sony Equip. Dist., 
M9 Weather Channel 
Displays) 

Western Towers 
Box 347, 
San Angelo, TX 76901 
915-655-6262/653-3363 
(M2, 9 Towers) 

Winegard Company, 
3000 Kirkwood Street, 
Burlington, IA 52601 
1-800-523-2529 
(M1, 2, 3, 4, 5, 7) 

Zenith Radio Corp. 
1000 N. Milwaukee Ave. 
Glenview, IL 60025 
312-391-8195 
(M1, 6) 
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Classified 

ATTENTION! 
SYSTEM MANAGERS — TECHNICIANS 

NEEDED 
Excellent opportunity for system managers 
and technicians for our systems in Col-
orado, Texas, and Oklahoma. Need quali-
fied personnel for these Southwestern 
locations, good working conditions and 
opportunity for the right people who want 
to work and stay actively involved in the 
cable busness. These systems have good 
equipment to work with and offer ex-
cellent situations to grow in the cable 
business. If interested, send resume to the 
box number indicated below 

Box 71080 
do CATJ 
4209 N.W. 23rd 
Suite 106 

Okla. City, OK 73107 

CLASSIFIEDS 

Help bring the world together, 
one friendship at a time. 

Be a host family. American business people have 
traditionally led the way in opening lines of communica-
tion with other nations. Now, International Youth Exchange, 
a Presidential Initiative for peace, offers a unique oppor-
tunity for personal contact with a teenager from another 
country. 

These youngsters, 15-19, will live for a time with 
American families like yours and attend American schools. 
To help bring the world together, one 
friendship at a time. 

Volunteer host families 
from all segments of American 
society are being selected. If 
you'd like to be one of them, 
send for more information. 

Write: YOUTH EXCHANGE 
Pueblo, Colorado 81009 

aA message from The President's Council for International Youth Exchange, The Consortium for 
International Citizen Exchange and The Advertising Council. 

TECHNICAL 

Does your system do its own 
repair? 

If so, this will interest you. 

Quality RF Services is a quality 
source for replacement com-
ponents. 
• Extensive, quality-controlled in-
spection procedures 
• Huge inventory — same day 
shipping 
• FREE Technical Assistance — 
35 years CATV experience 

CATJ classified advertising Is offered as a service by CATA for its 
membership. 

ANY member of CATA may advertise In the CATJ classified section 
FREE of CHARGE (limit of 50 words per issue — 3 Issues per year.) 

CATA offers three types of memberships: 

1.) Systems — paying regular monthly dues based on number 
of system subscribers 
2.) Associate Members — pay an annual fee. 
3.) Individual Members — pay an annual fee. 

• Our Own Repair Lab — keeps 
our parts and technicians honest 
• Friendly Staff — individualized 
service 
Looking to increase your channel 

capability? 
Ask about our Hybrid P.C. Boards 

Call: (800) 327-9767 
In FL (305) 747-4998 

All the Quality you will ever need! 
Quality RF Services, Inc. 
825 Park Way, Suite #3 
Jupiter, FL 33458 

NON MEMBERS may also use the Classified section at the 
rate of 50 cents per word with a minimum charge of $20.00. Add 
$2.00 for blind-box. Non-members should include full payment with 
the ad insertion. 

Deadlines for all Classified Advertising is the 1st of the month for the 
following month's Issue. 
Address all Classified material to: CATJ, Suite 106, 4209 N.W. 23rd, 
Oklahoma City, Okla. 73107. 
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POLELINE IS: L. SECURITY 
IINSTALLATION MATERIALS 

&AERIAL CONSTRUCTION 
EQUIPMENT AERIAL HARD 
WARE• UNDERGROUND CON 
RUCTION EQUIPMENT 
LADDERS TOOLS TEST 
AND MEASURING EQUIPMENT 

CABLE ACCESSORIES 
QUALITY PRODUCTS FOR THE  
COMMUNICATIONS INDUSTRY 
PoielineCm SUBSIDIARY OF RMS ELECTRONICS, INC. 

20 Antin Place, Bronx, N.Y. 10462-TOLL FREE (800)221-8857 (Continental U.S.A., Puerto Rico, U.S. Virgin Is.) Call Collect (212)829-1070 (N.Y. State Only) 
Western Operations: 2901 W. Garry Ave., Santa Ana, CA 92704, (714) 662-1041, Toll Free (800) 247-8435—in Calif. only; (800) 624-2511—Continental 
USA, Puerto Rico, U.S. Virgin Islands, Alaska and Hawaii. 
CD Copyright 1983 RMS Electronics, Inc. 
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