Midwest and Harris
deliver 4-meter

performance in | e
a 3-meter antenna '* :

To help provide the clearest possible signal to your "
customers, Midwest and Harris present a 3-meter an- .
tenna with a C-Band gain equal to most 4-meter -~ [
models. o,

The Harris 3-meter C-Band Delta Gain™ Antenna
gives you more than an impressive 41 dB gain. It's also
rugged enou?h to withstand 120 MPH winds. Plus, it's
easy to install and available with either an Az-El Mount

Cincinnati, OH Louisville, KY Atlanta, GA
606-331-8990 502-491-2888 404-875-3753

or a Polar Mount with optional motorization. In addition, SOy Leimon KY  Viginia BRI, VA
the Harris 6529 Frequency Agile Receiver sets new Dayton, OH Charleston, WV Charlotte, NC

3 H 3 513-298-0421 304-722-2521 704-399-6336
standards fOI' aUdlo and VldCO quaht ) Cleveland, OH Clarksburg, WV Richmond, VA

As one of the world's largest stocking distributors of 216-447-9745  304-624-5459  804-262-5788
Harris equipment, Midwest always has these, and other Pittsburgh, PA - Nashville, TN Washington, OC
Harris products, on-hand and ready to ship - instantl MlDWEST Ao L

arris pl' ' y (f . y. Indianapolis, IN  Bristol, TN Miami, FL
ivi

Midwest provides complete systems or individual Har- CORPORATION  317-2515750  615-968-2289  305-532-5355
ris components for either C or Ku-Band, fixed or mobile, o T oD me R
Up-link or TVRO. One Sperti Drive Grand Rapids, M1

For the clearest signals in the industry, contact Mid- Edgewood, KY 41017 ©16:7%-523

west at (800) 543-1584 for Harris products. 606-331-8990
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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, California

“I operate a small cable system. With only 1,100
customers |1 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 | get the upgraded units back, | plug them into
my system. | 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.

*Your ultimate channel capacity and bandwidth will depend
upon your present amplifier spacing.

“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 | know to compete with the
major systems while working on a shoestring. [ have a
system that is always state-ot-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 MSO 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 tor 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, Florida 33458.

({41 BROADBAND

Quality and Innovation
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We have more
Blonder-Tongue CATV
equipment in stock
than Blonder-Tongue.

Or anyone else.

WorldRadioHistory

On hand for immediate deiivery, we keep an
enormous stock of such Blo der-To?gue 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. 800-523-5947.

In Pennsylvania 800-492-2512.

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

cable equipment,inc.
969 horsham road
horsham, PA 19044
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CATA-TORIAL — CATA President, Peter Athanas, asks the
question “MUST CARRY — DOES CONGRESS REALLY
KNOW WHAT THAT MEANS?”’

CABLE TECH’S FILTER COOKBOOK #14 - Quality “‘In-
surance Filtering: Guarding Off-Air Antennas — by Glyn
Bostick and Jean Dickinson, Microwave Filter Co.

CATA’S DECADE OF PROGRESS PERSONALITY — many
CATA members will recognize Woodie McHargue from all the
CCOS meetings. As CATJ features Woodie this month, it is a
tribute to the independent spirit and initiative that Woodie ex-
udes; we’re proud of his story and salute him and his family with
this issue.

O-U-T-A-G-E-S!— Frank Gates examines this great pro-
blem for cable television operators and gives some pointers on
how best to approach this ‘‘headache’’.

OPERATIONAL CONSIDERATIONS WITH CON-
VERTERS, SCRAMBLING, AND ADDRESSABILITY — by
Robert J. Dattner, Vice President, Media General Cable Televi-
sion

COUNTDOWN TO CCOS ‘84 — Time is running short to
register for Tan-Tar-A, Lake of the Ozarks, Missouri — July
16-18.

LETTERS TO THE EDITOR

LET'S GO FISHING!! Engineering Director, Ralph
Haimowitz, offers some advice on the frustrating job of pulling
coaxial cable.

ASSOCIATES’ SHOWCASE
ASSOCIATES’ ROSTER

CLASSIFIED

ABOUT THE COVER

In this issue, CATJ features helpful information about that
dreaded word of words to the cable operator — OUTAGE.
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“MUST CARRY” DOES CONGRESS REALLY
KNOW WHAT IT MEANS?

_Once again the issue of the ‘““must carry’’ rules has
reared its ugly head on Capitol Hill. This time it does
not look like a serious threat with regard to any
legislation that would codify the FCC rules, but it is
indicative of a way of thinking in Washington which
needs to be corrected — and that is up to us.

First, the details of what is happening; As you all
know, the FCC ‘‘must carry’’ rules require cable
operators to carry certain so-called ‘‘local’’ television
broadcast signals. These signals must be carried on
the cable system regardless of whether they are
viewable in the community or not, regardless of
whether our subscribers want to see them or not, and
regardless of whether they displace programs or chan-
nels that the subscribers do want to have the oppor-
tunity to view. .

Now at first blush that set of rules would look like
a blatant violation of the First Amendment rights of
the cable operator, as well as an abrogation of his
Fifth Amendment rights. The rules, after all, do re-
quire us to give up our property (the cable channels)
to someone else without any compensation. Unfor-
tunately, to date, we have not been able to get a
Court to rule on the First and Fifth Amendment
issues. The reason is that the FCC consistently gets
cases (two in the last several months) remanded to it
from the Courts for technical reasons — we never
seem to be able to get to the Constitutional issues
because the Courts will always avoid those issues if
they can, as so far they have been able to.

In any event, it is becoming increasingly clear that
the Constitutionality of the ‘‘must carry’’ rules will

4 CATJ JUNE, 1984

Peter Athanas
PRESIDENT OF CATA

|

eventually be tested — especially with regard to the
FCC'’s ability to impose such rules, and that has got
the broadcasters worried. They know as well 'as we do
that the rules are on very very thin ice! So there has
been a long-standing effort by the broadcasters to get
the rules codified by Congress. They use all sorts of
interesting arguments, such as the one that says cable
operators should not have control over what the
public sees and therefore the ‘““must carry’’ rules pro-
tect the public! This seems to miss the point of the
First Amendment, because what they are really saying
is that the government should have control over what
the public sees! That, after all, is what the “{nust
carry”’ rules are all about. The government is saying
we must show our subscribers one particular religious
video channel (the one that has a broadcast license)
over another particular video channel (the one
distributed via satellite). They are saying that we must
subject our subscribers to the newscasts of the three
networks — sometimes duplicated two, three, and
four times rather than be able to show a diversity of
news, such as that coming not only from the net-
works, but also from other independent news pro-
grammers and even our own local newscasts.

How can our Representatives and Senators support
this blatantly protectionist, and anti-consumelr legisla-
tion? Mainly, we believe, because they don’t under-
stand it. The most recent effort in this regard has
been the “‘must-carry”’ bill introducdd by Senator
Paul Trible, (R-Va.). Now we have to admit that
there may be more to the introduction of this bill than
meets the eye. Trible, after all, introduced it just one
week before appearing at the National Association of
Broadcasters convention. He admitted himself that it
did not have much if any chance of passage this year,
and we think he is right. But, other than a favor to
the broadcasters, why introduce such a bill at all? Has
anyone in Congress bothered to ask the Judiciary
Committee whether such a bill would pass Constitu-
tional muster? Do the Senators believe they could also
pass a bill designating which columnists had to appear
on page five of every newspaper in the country? And
if the rejoinder to that question is that cable is dif-
ferent — that we are a ‘‘bottleneck’’ technology, there
are two quick answers to that — first, there is more
video distribution into the home today than ever
before, and NOT, by a long shot, is all of it over
cable! And second, if we are indeed a ‘‘bottleneck”’
then the last group who should be aided is the broad-
casters since they are the ones who already have a
lock on a technology (over-the-air broadcasting) that
can completely bypass cable!

Enough is enough. We are tired of all the trite
arguments about the public needing the right to protec-
tion from the big bad cable operator who is going to
shut off the local signals! The fact is we are
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businessmen and women. If our subscribers want to
see something we will do everything in our power to
make sure they get what they want. And if that in-
cludes local broadcast signals, as the broadcasters so
loudly proclaim, then we will carry their signals. But
if the subscribers do not want to see those signals —
particularly the second, third, or fourth repeat signal
of the same network, then we should have the right to
give our customers what they, and we want — not
what the government tell us we MUST carry. This is,
after all, the United States, not the Soviet Union!
Maybe all cable operators should get in touch with
their Congressmen and remind them of that fact!

I get angry every time I think about the ‘‘must
carry’’ rules. Who sanctified the broadcasters? Why is
it that one CATA system member is in a position
where he has a 12 channel system in an economically
depressed area (where it is presently uneconomic to
even think about increasing channel capacity) and he
is REQUIRED by the government to carry 8 ‘‘must
carry’’ broadcast stations! Seven of those are
duplicating network signals! In addition, he carries
one pay movie channel, C-SPAN, CNN, and CBN.
The last three are the first ‘‘outside’’ programming his
subscribers have ever been able to get. They love it.
Now there are four new UHF broadcast stations nipp-
ing at his heels — two have already demanded ‘‘must

Of course he is fighting it at the FCC, and we may
just take this case to Court. But if the ‘“‘must carry”’
rules win out, his subscribers — the constitutents of
all those defenders of peace and freedom in
Washington, will be forced to view all broadcast
signals — the independent newscasts will be forced off
the system by Mr. Trible’s proposal. (I’'m sure the
network bosses in New York will like that idea,
though). The subscribers will lose the religious pro-
gramming they want to see because of Mr. Trible’s
proposal. Even the superbly educational programming
brought to the public by the cable industry through
C-SPAN will go in favor of reruns of the Gong
Show!

Does Congress really want to enshrine the ‘‘must
carry’’ rules in law? I don’t think so — they just plain
and simple don’t know what they are talking about!
Sure, it is an election year, and they have to be
“friendly’’ to the local broadcasters — but it’s time
we let them know that they should be even more con-
cerned about the rights of their constituents. If you
happen to be required to carry duplicating network
signals on your cable system, or are required to carry
signals that few if any subscribers want to watch in-
stead of programming they are anxious for, why don’t
you let them know what is going on in Congress, and
let your subscribers give a real education to their Con-

carry’’ status, and he expects the others will shortly. gressmen. D
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Quality “Insurance™

Filtering:

Guarding Off-Air Antennas

By: Jean Dickinson
Glyn Bostick
MICROWAVE FILTER
COMPANY, INC.

S ummary

A large number of radio transmis-
sions exist to impact CATV off-air
reception quality. Routine installa-
tion of low cost, standard filters at
the antenna improves general
quality and reduces the chances of
catastrophic interference.

Radio Frequency “Pollution”

Table 1 is a partial list of radio
communications bands in current
use. The combined users of these
bands represent hundreds of
thousands of radiating sources
which can add some background
noise to reception.

While their individual contribu-
tions are wusually small, their
cumulative effect can be substantial.
Additionally, one or another can
cause occasional catastrophic
overload if near the channel fre-
quency, or if very strong even
though far removed from the chan-
nel frequency. A routine strategy of

6 CAT} JUNE, 1984

Channels
7-13

VAR,

Channels
2-6

High-Pass Filter
Suppresses 0-45 MMz

Mid-Band Trap
Suppresses 120-169 MHz

Low-Pass Filter

FM
Trap Suppresses 220-500 MMz

Suppresses 92-108 MHz

Pre-Amps

Processors

FIGURE 1
Quality “Insurance” Filtering Strategy

FIGURE
Typical package for Standard Spectru
sion Filtering F61 one and F59 other, facilfta

insertlon of single or multiple fliters witho
jumpers.
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Radio services which can impact off-air CATV Recep-

tion
(Partial List)

108.00 - 117.97
118.00 - 123.50

123.50 - 136.00
130.00 - 140.00
136.00 - 138.00
137.00 - 138.00
143.90 - 148.15
144.00 - 148.00
150.80 - 161.57
150.98 - 173.20
151.49 - 173.40
152.00 - 158.71
152.24 - 158.70
156.80

161.62 - 170.15
173.40 - 174.00

TABLE 1

Frequency User
(MH2)
SUB BAND
1.80 - 30.00 Amateur Radio, Regular Band

10.00 - 23.35 Aero Mobile Radio

10.68 - 31.50 Radio Astronomy

11.70 - 26.10 International AM Broadcast
12.42 - 22.62 Maritime Mobile Radio

13.56 - 40.68 Industrial and Medical Equipment
25.01 - 49.60 Industrial Mobile Radio

25.33 - 157.20 Armed Forces Radio

26.10 - 25.48 Remote Broadcast Radio
26.62 Aeronautical Radio: Ground to

Ground

26.96 - 27.23 CB Radio (Low Band)

30.56 - 44.61 Commercial Mobile Radio
30.56 - 47.69 Public Safety Radio

35.22 - 43.58 Commercial Paging Band
35.19 - 43.69 Commercial Mobile Radio
50.00 - 54.00 Amateur Radio, 6 Meter Band

FM BAND

88.00 - 92.00 FM Educational Broadcasting
89.00 - 92.00 Radio Astronomy Radio
92.00 - 108.00 FM Commercial Broadcasting

MID BAND

Airport Navigation: VOR Locator
Misc. Airport Communication and
Control

Aeronautical Radio, General Band
Radio Astronomy Radio

Space Research Radio

Space Operations Radio

Civil Air Patrol Radio

Amateur Radio: 2 Meter Band
Transportation Mobile Radio
Public Safety Radio

Industrial Mobile Radio

Public and Commercial Radio
Commercial Paging Band
Emergency Radio: Maritime &
Aeronautical

Remote Pickup Radio (Broadcast)
Armed Forces Radio

216.00 - 220.00
230.00 - 240.00

SUPER BAND

Industrial Mobile Radio
Radio Astronomy Radio

Survival Radio: Maritime and
Aero

Communications Radio: Govt. &
Aviation

243.00

225.00 - 420.00

TABLE 2

STANDARD SPECTRUM SUPPRESSION FILTERS

Filter Sector Approx. Loss
Common  Suppressed Suppression Max. (db)
Name (See Table 1) Range (MHz) 26 7-13

High-Pass SUB 0- 45 1.0 0.5
FM Trap FM 92 - 108 1.5 0.5

Mid Band
Trap MID 120-163 0.5 038
Low Pass  SUPER 220-500 0.5 1.0
TABLE 3
i o

CATV Off-Air Channels most likely affected by radio
services, and appropriate protective filter.

Most
External Radio  Likely CATV Protective
Source Group Channels Impacted Filter Indicated

SUB 2- 6 Hi-Pass Filter
FM 7- 6 FM Trap
MID 7-13 Mid Band Trap
SUPER 7-13 Lo-Pass Filter
TABLE 4
e e

Appropriate ‘‘insurance’’ filters for CATV Off-Air
antennas.

Off-Air CATV Protective Filters

Channel Indicated
2- 6 Hi-Pass + FM Trap
7-13 Mid-Band + Lo-Pass

Partial List of standard, low-cost
“‘insurance’’ filter manufacturers.

ARCOM

EAGLE COMTRONICS
PICO PRODUCTS
MICROWAVE FILTER
COMPANY, INC.

Next Time

Acknowledgements

We’ll continue with applications

of standard, low-cost filters in the

cable system.
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Sue Marr for spectrum photos,
Dave Skeval and Steve McIntosh for

Product photograph, John Greatrex
for line work, Carol Ryan - word
processor, and Chris Bostick for
filter cook sketch. o
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NAME
COMPANY

[0 CABLE TV SYSTEM

0 SUPPLIER [ OTHER

ADDRESS

CITY STATE
ZIP PHONE_

TITLE 0 MANAGER O CHIEs ENGINEER

0 CHIEF TECH [J INSTALLER [J BUSINESS OFFICE
0 ALL OF THE ABOVE (CHECK PRIMARY FUNCTION)
(0 OTHER

SIGNATURE
DATE

[0 $22.00 Enclosed for 1 Year
[0 $60.00 Enclosed for 3 Years

CANADA/MEXICO SUBSCRIBERS: Add $4.00 per year to rates given above. All other
Foreign Countries add $8.00 per year to rates given above. Special handling arranged
upon request. U.S. CURRENCY ONLY DRAWN ON A U.S. BANK.

Mail to: CATJ Magazine
Suite 106, 4209 N.W. 23rd
Oklahoma City, Okla. 73107
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Location

How Corrected
Probable Cause
Remarks

FOR
S PADS

Each pad is three hole punched

for easy insertion into a binder.

Detection and
Correction

SIGNAL
LEAKAGE LOG

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 (108136 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
must remain in the file for a minimum of two years.

| NAME
|
| ADDRESS
(cannot accept P.O. Box)
COMPANY
CITY
STATE ZIP

QUANTITY (SETS OF 5)

AMOUNT ENCLOSED

I * Check must be enclosed with order

4209 N.W. 23rd,Suite 106
Okla. City,Okla. 73107
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We

put the

e

industry on its own pedestal

While others were adapting telephone
pedestals for cable television applications,
CWY was designing pedestals exclusively for
the cable industry...a

complete line of
pedestals built to
- your specifications
...not someone else's.

For example,

CWY pedestals feature
16- and 18-gauge T2 alum-
inized steel construction,
which tests show outlasts
BAXED ENAMEL unpainted galvanized steel
ON ALUM. SEEL ot Jeast five-to-one. Plus, the rec-
tangular design assures ease of instal-

lation and maximum use of interior space.
CWY pedestals are

easier to service, too; the positive, secure,
hingeless cover removal system allows the
front cover and top to lift off as one unit, giving
you full exposure of the pedestal interior.

HSP (NGhD)

And while other manufacturers bend out
a piece of steel and call it a hasp, CWY
pedestals feature tough, 11-gauge plated steel
hasps that are rugged and fully replaceable.
Multiple knockouts for ease and flexibility
In equipment mounting...interior lid guides for
extra security...an innovative stake lock that
keeps the pedestal right where you planted
it...and a whole lot more. All at prices you'll
find very competitive.
So why buy pedestals
made for someone
else? CWY designed
them just for you. For
more information about
CWY's complete line |
of pedestals and other
cable TV solutions, call
or write today.

Standard sizes: 4"'x5", 5"'x8",
7"x7", 6"x9", 10"x14". Call with
specifications for custom sizes.

Not just supplies. Solutions.

CWY

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

1-800-382-7526
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WOODROW
McHARGUE

A BigMan in Small Systems .

}200drow McHargue’s com-

panies own and operate thirteen
small cable television systems in
Missouri and Iowa, serving a total
of 3500 subscribers and he has pro-

by Kathleen Sheldon

result of this meeting was that
Woodie offered to -work for a
month on two neighboring systems
owned by the operator. Their agree-
ment was, says Woodie, that ‘‘at the

ven that small systems can be a very
profitable venture. Woodie’s in-
spirational success story illustrates
that big isn’t necessarily better or
richer. He has shown that hard

“I'm a workaholic. I am

end of that (time) I would give hitn a
{monthly) price to do all the work
except the tower, since up to that
time I had not been on a tower more
than fifty feet high. I told him if he

work, determination and the use of
numerous economical techniques
pay off for a man who likes to be in-
volved and in control of all aspects

impatient with incompe-
tent people. I'm a conser-

vative because I deplore

wasn’t pleased with the price, then
that month wouldn’t cost him
anything.”’

At the end of the month a deal

of his business operation.
Like many other independent
cable operators, Woodie started out

waste.”

was made, and the cable TV office
moved to Woodie’s store where
customers came to pay their bills
and order service. After about six

repairing television sets. He began
doing this from his home on a farm
near Princeton, Missouri, in 1954,
farming full time and repairing sets
part time. On April 1, 1961, he
opened a retail store in Princeton
where he sold Zenith TV sets and
appliances, and operated a repair
service.

Woodie was running the store when a cable terevision
system was built in Princeton. He often recommended
cable to his customers, but the absentee owner of the
system was having trouble keeping good technicians,
reception problems on the system were not taken care of
promptly and, before long, Woodie says, ‘‘My televi-
sion customers began berating me for advising them to
take cable.”’

Caught in the middle, Woodie called the system
owner who came rig.ht up from the city to see him. The

months Woodie did the tower work

as well as connections, disconnec-

tions, plant maintenance, service

and fepair. He began to pay atten-

tion to the customer count,

operating expenses and cash flow.

He says, ‘‘The numbers looked

good and the prospect of other

towns wanted cable seemed like an exciting
opportunity.’’ The owner.of these systems was building
other towns as fast as he could, so Woodie approached
him about the possibility of joining him,but the man
didn’t want any partners. For the time being Woodie
was watching for an opportunity to get into the cable
business for himself now that he had seen the potential.
A break came when a route salesman for a television
parts distributor told him about a cable system in a town
about thirty-five miles away, that ‘‘had to be sold”

JUNE, 1984 CATJ 11
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Woodie works closely with his office staff on records
dealing with construction expense and overhead.

because it belonged to a telephone company and govern-
ment regulations were forcing a sale.

Woodie didn’t lose any time calling the telephone
company which set a price on the system. The wife of
the owner of the two systems he was servicing, helped
him prepare a five year financial projection. Armed
with the projection, a financial statement and a
balance sheet from the telephone company, Woodie
began to look for financing to buy the system.

He says, ‘‘I first asked my hometown banker and
he said, ‘Oh, you don’t want a business over there;
that’s a real crooked road! Wasn’t that a great answer
from a banker? Well, I can tell you I have since had
stranger answers.’’ Next he approached the bank in
the town where the system was located. The banker
talked to him politely, copied Woodie’s papers and
said he would take it up with the ‘‘big boys’’ in the
city. Woodie says, ‘‘A few days later I called him and
he said they had decided there wouldn’t be enough
cash flow to pay out the system. I asked him if he
had really studied my projections because I knew that
it would pay out since the system was ten years old
and I knew exactly what it would cost to operate. His
answer was: ‘Well, you know your projection was
written in pencil and it didn’t come out on the copy
machine!’” There is an example of the banker helping
the borrower with his business!”’

Of course Woodrow McHargue does not give up
that easily. An intelligent, determined man, when an
obstacle is put in his way, he figures a logical way
around it. In this case he delivered a clear copy of the
projection and, in response, received a letter from the
banker stating that they would not loan him the money
unless Woodie was willing to ‘‘collaterize’’ the loan
with a mortgage on his farm. Says Woodie, ‘‘That
slowed me up for a couple days. After a lot of
thought, I decided to do it. My wife’s reaction was,
‘Do you mean mortgage the house where you live?’ I
said it certainly seemed that that was the only way, so
she agreed.”

That first system had 350 subscribers when Woodie
purchased it in 1975, but today it provides service to
500 homes. Two years later he built a system for
another operator which now has 580 subscribers.
Following that he built three more systems, with a
total subscriber count of 1,175. In 1979 he purchased
a system with 900 subscribers, and last year he built a
system with only 93 subscribers. In 1982 he and a
partner started a second cable company which has six
headends with 850 subscribers. They plan to build six
more small towns.

How does Woodie make such small systems pro-
fitable? To answer this, he mentioned Oliver Swan,
saying, ‘*‘One of the most interesting people I have ever
met was Oliver Swan. This meeting was made possible
by CATA. Many of the CCOS attendees were skep-
tical of Oliver. I believed him because I had already
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learned how to do such things as Oliver did, in other
fields. His ability to innovate, his generosity in shar-
ing all the money saving ideas that he had, with us
made him an extremely important man to know. In
the Oliver Swan tradition, I tried to save money in my
construction costs. Every dollar saved in the cost of a
cable system, translates into three dollars based upon
a ten year payout finance plan.”

Several years ago, afier pricing a 400 foot cable
television tower, Woodie decided to try to build his
own. This interesting episode, which illustrates the
Woodrow McHargue method of operation, is best
told in Woodie’s own words: ‘I looked at the tower I
already owned and devised a jig that would hold the
pipes in place ‘til they could be welded. I made a deal
with a friend that had a large auto repair shop. We
set the jig in his shop. My sixteen year old son
cleaned and painted the completed sections. We then
dug the holes, put anchors in them and poured in the
concrete.”

Woodie continues, ‘‘After that we needed a tower
fixture to assist in the erection of the tower. I devised
one and planned to lift the tower sections by the end
and set them on top of the previously erected sections.
Well, the fixture had to be pretty tall to do that and it
was just a little — well — limber! When the slack
came out of the winch line and the tower section
stood up and started to ascend, then Woodie’s tower
fixture bent down like a fine fishing rod and you
should have seen that tower section jump up and
down on the end of that winch line! It was obvious
that this wasn’t going to work so we decided to
shorten the fixture and lift the tower sections by their
middle. This worked fine.”

It was so successful, in fact, that Woodie has had
four of these nearly 400 foot towers in operation for
more than five years. Recently he redesigned his jig
for constructing shorter towers of 150 to 190 feet. Six
of these are in use and several more installations are
planned.

One Oliver Swan economy that Woodie has
adopted is the manufacture of his own antennas. He
says, ‘“We now build our high band and UHF anten-
nas and save about 75% over the cost of ‘houghten’
ones.”’
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Recycling used amplifiers and power supplies pur-
chased from a large MSO is another of the ways
Woodie has been able to cut construction costs. He
not only installs this equipment in his own systems,
but sells it to other small system operators. In addi-
tion to building and operating his own systems,
Woodie’s company builds systems for other operators
and prepares strand mapping.

When Woodie bought his first system it had some
very early type amplifiers, which, he says, he had
neither the equipment nor the ability to repair. He
learned that a larger system, a couple hundred miles
away had both the equipment and a technician with
the expertise to service the amplifiers. The manager of
that system consented to let his tech, whose name was
Larry Selby, work on Woodie’s amplifiers. Larry
wouldn’t accept money for his help, so, to show his
appreciation, Woodie invited him to attend CCOS
“77. As they attended the various sessions there at
Fountain Head Lodge in eastern Oklahoma, they
talked about the exciting future of cable television and
about their possible future together.

Several weeks later Woodie contracted to build a
cable system in lowa. He asked Larry to come in with
him, and after they laid out plans that extended
beyond the construction of this one system, Larry quit
his job to join Woodie. Says Woodie, ‘‘In April, 1978
we completed the system and, to my dismay, Larry in-
formed me that he was joining with the owner of that
system we had just built and with another man to
start seeking franchises in Iowa.”’

Disappointed, Woodie went on to build three more
systems and to buy another. Meantime the franchise
efforts of Larry and his partners were thwarted
because of a rule in Iowa that the citizens have to
vote for the franchise. A large MSO won the crucial
franchise elections and Larry and his associates dis-
solved that partnership. During the next four years
Larry and his remaining partner continued to build
and operate some small systems in Missouri and Iowa.
Then one day Larry told Woodie about an oppor-
tunity to build another small system in Eagleville,
Missouri. Larry’s partner wasn’t available to help
build this system, and so Woodie and Larry decided
to do it together. Later Larry’s partner offered to buy

Maribelle McHargue provides the month-end cash
reports for the cable systems; Woodie says this is her
favorite pose!

out Larry’s equity in the Missouri systems and
dissolve the partnership. The outcome of all this was
that Eagle Cable Corporation was formed by Larry
and his wife Debbie and Woodie and his wife,
Maribelle.

This new MSO, begun with two small systems two
years ago, now has three cable systems in operation in
Iowa, six in Missouri, and more in the planning
stages. Woodie continues to operate Fayette Cable-
vision, Inc. and McHargue Supply, Inc. separately.

Woodie says he is pleased that he and Larry were
finally able to put their talents together. He says, “‘I
can honestly say that being associated with Larry has
been the most fortunate move I made since I made
the decision to ‘mortgage the house where I live.” *’
He adds that Larry has a degree in electronics and his
contribution to the operation cannot be measured.
‘““We complement each other,”’ he says, ‘‘and have
both benefited from our association by being relieved
of those burdens and responsibilities that the other
usually better handles.”

Both Woodie and Larry are dedicated to providing
a full range of cable services to their customers.
Satellite dishes have been installed in all of the
systems except the very smallest which serves 24
subscribers, but Woodie says they will put a dish in
that community before the end of the year and pro-
vide one basic satellite channel. The rest of the
systems offer a mix of basic satellite services, Home
Box Office and provide standard broadcast signals,
including at least one channel of each of the three
major networks and PBS.

A student of human nature, Woodie approaches life
with a sense of humor and is quick to see the light
side of a situation. He recalls, ‘‘One incident I can’t
forget . . . happened in the television store that took
our calls in one of our system towns. A young lady
about 22 years old came in with an older lady that I
took to be her mother. She told Geraldine, who
handled our service orders there, that she wanted to
get hooked up to cable. Geraldine said, ‘Oh! Did you
get married?’ The young lady replied, ‘Yes, last
night!” When the service order was being filled out, I
walked outside the store. When the two ladies came
out, I heard the newlywed exclaim happily, ‘Oh boy,
cable TV tonight!” That is when I began to realize the
kind of business I had gotten into.”’

Woodie has been an enthusiastic member of CATA
ever since he found and read his first copy of CATJ
Magazine a few months after first becoming involved
with cable television. He has attended all of the
CCOSes and says that ‘‘all small cable operators will
always be in debt to CATA for putting the machinery
in motion to provide such splendid opportunities for
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Woodie giving last minute instructions on an equipment check: “‘Do this right and you save a trip!”’

the small cable enterprises. Undoubtedly the people in
rural America will never know how much their lives
have been enriched by this organization.”’

He points out that there has been a large move
away from small system problems and promotion of
cable in small towns, and he would like to see more
emphasis on successful cable operations in towns of
350 to 950, population — not subscribers, in CATJ
Magazine and at CCOS.

He says, “‘I fear that CATA may fall into the very
trap Steve Effros has repeatedly warned us about.
That premise that ‘more is better’ is serving as a
deterrent to small system operators that might be will-
ing to bring cable to smaller communities.”’

An articulate, intelligent philosopher, Woodie
recogfizes an opportunity, sets a goal and calls on all
his inner resources as he works and thinks to over-
come whatever obstacles are presented. He believes
that any person can benefit oneself in the same way
and ‘‘win and win big,”” as he has. While he says that
perhaps it would not be as easy to get into cable
television today as it was when he started, similar op-
portunities are still available. With his knowledge and
experience, he believes he could move to another part
of the country and build a successful cable business.
He suggests that a young person who wants to get
into the business would find the best opportunity to
learn and grow by becoming involved with an in-
dependent operator.

Woodie himself, got into the cable business by
observing the operation of another man, asking ques-
tions, watching for the right opportunity, and going
after it. He learned the business with the most funda-
mental hands on training and by not being afraid to
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ask for help, guidance and suggestions. In turn he has
generously acted as a free consultant to several new
young cable operators.

Two young cable entreprenuers have grown up in
Woodie’s house. The entire family is involved in the
cable business. Woodie’s wife, Maribelle Harp
McHargue now works full time in the cable office in
Princeton, alongside three other full timé office
employees. Woodie’s and Maribelle’s oldest son, Gor-
don, who is 27, works for the cable companies in
system maintenance and tower work. Their daughter,
Valerie, worked in the office for years. Today she
works for an accountant in Kansas City, but she and
another young woman own one small operating cable
system, have a second under construction, and a third
omne in the planning stages. Brian, who is 21 and also
works in the family operation, has a cable system
which began operation early this year and serves
about 80 subscribers.

That house and 520 acre farm that Woodie was
willing to put on the line in order to purchase his first
cable system, was the very one where he had been
born one Mother’s Day, where he grew up with his
half sister who was eleven years older, and where he,
in turn, farmed and raised his own three children.

His parents taught him to read and print before he
started school at the age of five. One year this rural
school had a total enrollment of five students.
Although he says he didn’t have any spectacular ac-
complishments in school, he did receive the highest
score in the eighth grade final exam which was given
at the local high school for all students in the county
graduating from rural schools.

He completed only two years of high school, but
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Microdyne’s Multiple Satellite Feed System lets
you add to your programming instead of your debt

Saves the cost of a new dish

With new programming con-
stantly being added, you may want to
pick up programs from several satel-
lites. Previously, this would involve
the expense of another dish. Now with
Microdyne's multi-feed system you
may be able to add programming
from additional satellites at about 1/5
the cost of a new dish.

The Multiple Satellile Feed System
can receive up to five satellites on the
same parabolic reflector when the sat-
ellites are located in close proximity.
In a TVRO system designed with ade-
quate margins, the MSF will provide
quality pictures on all feeds.

Easily retrofitted

Existing Microdyne antennas can
be easily retrofitted to accommodate
this new system. Only the struts and
brackets of the feed support hardware

P.O.Box 7213 o

must be changed—no other antenna
changes are required. This simple
modification can be done by the user

or by Microdyne field service
personnel.
Even if you purchased your

existing antenna from another manu-
facturer, it may still be possible to
modify it for use with the Microdyne
Multiple Satellite Feed System. Please
give us a call.

Increases Capability

So, whether you are planning a
new system or expanding an existing
installation, the MSF can provide
increased capability while saving
both the cost and the real estate
required by a second dish.

V7

Microdyne Corporation
Ocala, FL32672 e« (904)687-4633 -«
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When installed on a 5-meter antenna, isolation between
beams is better than 20 dB, with a loss of about 1 dB at
4°ff boresight.

Free Information
If you would like more information
on our Multiple Satellite Feed System,

contact your nearest Microdyne distri-
butor, or give us a call at (304) 687-4633.

TWX: 810-858-0307



went on to take a correspondence course in Elec-
tronics Radio and TV Repair, and completed 81
course hours of college extension study.

When asked to describe himself, Woodie, who is six
feet tall with black hair and greenish eyes, said, “‘I
talk loud. I'm a workaholic. I am impatient with in-
competent people. I'm a conservative because I
deplore waste.”” He adds that he is intolerant of peo-
ple who have positions of authority but have little or
no practical experience, yet try to guide those who
know what it takes to get things done.

Woodie is a friendly, outgoing person who is seen
frequently at CCOS eagerly asking questions and
comparing notes with other operators. He enjoys
sharing tales of his own experiences and likes to give
opportunities to others which is why he has helped
others get started in the cable business. His own
businesses have grown to the point where he could,

Construction underway by Woodie and his crew

and perhaps should, be concentrating on manage-
ment, and leaving the construction and service work
to others, but given the opportunity and choice,
Woodie prefers being in the field, doing the physical
work.

To relax he reads from two to four books a week.
He likes novels, particularly those by James A.
Michener, and his favorite western author, Louis
L’Amour. As far as Woodie knows, he has read all
the published work of those two men. In addition, he
enjoys non fiction books, especially ones on American
history and biographies about successful Americans.
These have been a big inspiration to him. ‘‘I’ve pat-
terned some of my plans after . . . what . . . they’ve
taught me,”’ he says. He has read the biography of
Henry Ford three times, and says that most successful
men he has read about were ‘““pretty good people, not
the vultures they are sometimes made out to be.”’ He
reads all the ‘‘get rich books’’ and has read a number
of books on real estate and is considering some real
estate investments. In addition to these, he subscribes
to all the weekly newspapers from the towns where he
has systems which publish newspapers and reads these
in order to keep up on news that effects him and on
local events that he may want to be involved in. To
keep up with the cable industry, he reads CATJ
Magazine, Multi-Channel News and Cablevision
Magazine. But that’s not all. He subscribes to two
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farm publications and to an electronic hobbiest
magazine which he has been reading for more than
thirty years. |

When he had the store in Prlnceton he and h1s
mother (who worked in the store'and is also an avid
reader) established a book exchange. People would
bring in their used paperbacks and exchange two for
one. This was a popular community service, and they
had a constant stream of customers coming and
going, trading books. These days Woodie often buys
armloads of books at flea markets and garage sales
and still trades books whenever pbssible.

When Woodie and Maribelle aren’t busy with the
cable business they like to travel and look in out of
the way places for treasures to add to their collection
of antiques. Maribelle, who is a very pretty, soft
spoken woman, once had an antique business, but it
has been put on hold in deferencel to tPe cable !

business. However she has enough stock on hand
that, when the right time comes, she will be ready to
go back into business. They are particularly interested
in primitive walnut furniture. Maribelle has an
affinity for antique oval walnut picture frames and
has some very nice ones in her collection.

Woodie collects old tools of all kinds and is very
proud of his collection of antique hammers. A special
find recently was a tool designed to remove the nails
from egg crate lids and to hammer the nails back in
when the crate has been refilled. Woodle remembered
the tool from his childhood, but hadn t seen one for
years. He found this one at a garage sale, made the
purchase and ‘‘danced all the way,home.”’

Woodrow McHargue has made a place for himself
in the cable industry, filling a very real need, and
seems to enjoy all parts of his life1 When asked if he
wouldn’t like to give up his own operation and go to
work for a big MSO, drawing a big salary and
overseeing cable service to a hundred thousand
subscribers, Woodie laughed and said, I bet you
know the answer to that! — — NO THANK YOU’
He paused. Then he added ‘‘I might be flattered if the
MSO was big enough and they offered me the _|ob as
manager, but that would be the only interest they
could get out of me.’

Woodie will keep right on figuring out money sav-
ing ways to make small cable systehs profitable. (]
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|t’s Superbowl Sunday, end of the
first quarter, the scor¢ tied in what
has been correctly billed as the

‘Greatest Game in Football
History.”” You have your TV
volume up a little louder than not-
mal and you almost feel like you are
part of the thunderous crowd roar-
ing at the Kickoff as the camera
follows the football high over the
stands. Suddenly, like the flick of a
switch, the screen goes to snow and
the roar of the crowd turns into the
roar of no audio.

As you grab the remote, You tell
yourself that there must be a power

failure at the stadium or a transmis-
sion problem, it can’t be the cable.
Switching to the next channel and
then another and then on through
the entire band, you realize that you
are experiencing on€ of our societies
major disasters, the cable failure.

At this point most cable
customers will switch back to the
original channel and stare at the
snow while they calculate how much
they are paying each month for the
privilege of this experience. They
may do this for five minutes before
they are on the phone dialing up the
cable company.

M

But you are not most cable
customers. In fact, you are the
technician that is «on-call” for the
system that serves your own home.
The system that just went down.

You send one of the kids into the
bedroom to check pictures on that
set while you switch over the A/B
switch the off-airs. The other set is
also off and the off-airs are fine.
While you are grabbing the phone to
get some addresses from the office
or the service, your neighbors start
arriving at your front door to in-
form you that the system is down. It
is going to be a long afternoon.

(continued on page 20)
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QUICK, CALL THE DOCTOR!

Your system has developed a strange
illness...the ailment is confusing and
quickly becoming worse! You must get
immediate professional help, but who to
call? Of course, the new Triple Crown
HELPLINE.

In a short time, you’re outlining the
sickness to one of our staff. He consults
with other specialists. They study the
symptoms, evaluate the condition and

prescribe a suitable treatment. In this
case the problem is not too serious and
the remedy, not too hard to swallow.
A few minor adjustments and the picture
begins to brighten; another potential
crisis averted by Triple Crown.

This type of call is part of our routine.
Some systems suffer from seemingly
terminal disorders, often requiring major

surgery or even complete head end
transplants. Even our most difficult
cases have completely recovered...
we never lose a patient.

Don’t let your system reach an
untimely end...call the Triple Crown
Doctors...NOW!

TOLL FREE HELPLINE

1-800-387-3205

It’s our dime...so take the time!

TRIPLE CROWN
ELECTRONICS INC.
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OUTAGES

Outages seem to be a cable tv fact
of life. Even the newest technology
with redundant headends, standby
power suppliers, and full vital sign
systems, there are going to be times
when some component in the system
fails and brings the system down. A
couple of years ago, the evening
news interviewed a convention
visitor at the Western Show in front
of a manufacturer’s booth that was
demonstrating cable security
systems. The newsperson asked the
visitor if he would be willing to trust
the security of his home to a cable
system. With half a smile, this
‘visitor said that the system that
serves his home cannot be depended
upon to get pictures to work all of
the time, how in the world could
they make security dependable? Un-
fortunately, that attitude is shared
by a lot of customers who have ex-
perienced outages in their cable
system.

Ongoing preventative mainten-
ance is the overall most important
action that can minimize these
system interruptions. But once there
is a failure, it is too late for preven-
tative maintenance, the task at hand
is to get the system running.

Back to the Superbowl game, as
that technican gets into the van to
go repair the system, the one
thought that underlines everything
else, is how long will it be off.
Maybe the problem is an A/C
breaker at the first power supply
and I’ll have it back up in ten to fif-
teen minutes, then back home to en-
joy the second half of the game
along with the other subscribers. Or
maybe it’s a lightning hit, and
myself and five other techs will
work until tomorrow before it’s
back up and spend the rest of the
week fine-tuning converters all over
town.

Regardless of the source problem
that has caused the outage, just like
preventative maintenance, there are
several things that can be done well
in advance of any outage to
minimize the actual down time.

PREPARATION

The time to buy a raincoat is not
during the storm on a Saturday
night but last summer. The time to
order replacement amplifier
modules is not when you are on a
pole with the burnt out amplifier in
your hands but last time that your
replacement inventory dropped
below minimum. Both raincoats
and replacement amplifiers seem to
be expensive, low priority items un-
til you need them.

“Stand-by’’ or ‘‘On-call’’ shift or
duty, tend to become routine after a
while, with more experience in the
cable system and success in repair-
ing outages leading towards more
and more casual preparation.
Without comparing operation and
repair of a cable system to that of
flying an airplane, it is interesting
that every pilot, regardless of ex-
perience or age of the aircraft, are
always required to complete a pre-
flight check list. This ensures that
every detail is covered on the ground
before it can become a potentially
major problem in the air.

If there were such a thing as a pre-
outage check list, it would certainly
include these areas.

TECHNICIAN

Does the technician have the skills
necessary to repair all of the poten-
tial system problems? This includes
not only those ‘‘normal”
maintenance activities, but things
like working on “unbreakered” 110
vac inputs to a power supply. If not,
what contingencyplans are in effect?
Some answers to this problem
would be placing the inexperienced
technician on “Stand by’ with an
experienced technican and both res-
pond to any outages, this will enable
some hands on experience to take
place without exposing the system to
prolonged outages. There could be
one technican on stand-by for the
system with a different technician
on for the headend.

There are many possible varia-
tions of covering the stand by
period, but by simply being aware
that some technicians are not always
qualified for every repair, you are
ahead of the game. In any case,

there should always be a backup
technician available to respond if|
the assigned technician is unable to
repair the system.

COMMUNICATIONS

Is there an updated and current
telephone list available to everybody
involved in operations? This should
include everyone from the system
manager to the warehouseperson.
Many an outage has been un-
necessarily prolonged because of
wrong phone numbers.

How about pagers? Make sure
that not only does everyone involv-
ed fully understand pager operation
but do those technicians who rely
upon the pager have any type of
backup in case of pager failure?
Does everyone “on’’ a pager know
the geographic footprint within
which the pager is operational?
Remember, ‘““The pager is not on
call, the technician is on call.”

Is the transceiver in the techni-
cians vehicle fully operational? If
not, maybe that vehicle should stay
off stand-by until the radio is opera-
tional? While this might be an in-
convenience (techs temporarily ex-
change vehicles) and “added” ex-
pense, poor radio communications
during an outage can turn in to a
major delay in repairing the system.
Poor radio communications can
become a major safety concern
when a technician is working alone
in the system.

EQUIPMENT

Does the technician carry all of
the required test equipment? Is this
test equipment fully operational?
An RF meter with dead batteries or
a faulty charge is as worthless as a
VOM without test leads.

Are there adequate replacement
modules, power supplys, fuses, con-
nectors, cable, etc., on the vehicle to
meet any need that might arise dur-
ing an outage? Is this equipment
operational? When was it last
checked?

A hand tool kit should include
everything that is necessary to
replace equipment and splice cable.
A wrong size crescent wrench can
stop a technician from replacing a
burnt up power combiner just as a
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The First Year’s On Us
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If any Standard TVRO component malfunctions
we won't just repair it,
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Just a simple phone call. And an immediate replace-
ment is on its way. Thats the replacement option you
have on all Standard TVRO Agile 24 satellite receivers
and low-noise amplifier/block-down converters (LNBC).

It's part of the one-year warranty Standard offers on its
TVRO equipment. And for years two through five, Standard's
warranty allows for next-day replacement for a total cost
of oniy $100. plus freight.

If avoiding downtime and the risk of annoyed custom-
ers is important to you, this warranty is angther good

reason to go with Standard for your TVRO needs.

Of course, the best reason has to do with why we can
offer this kind of warranty in the first place.

Its because our failure rate is a mere one-half percent.

With this low rate we're not taking much of a risk and"

neither are you.

For full information on Standard's complete line of
TVRO components, write or call Telecommunications
Division of Standard Communications Corp.. P O. Box
92151, Los Angeles, CA, 90009-215l. (213) 532-5300.

@@ Standard

Communications

... the TVRO System people




DA0°d13 ¢

(continued from page 20)

defective RF test probe can turn
logical troubleshooting into a wild
goose chase. Is all of the climbing
gear in good condition?

Does the technician have a com-
plete set of system maps? Are they
current showing all as-builts? Some
technicians feel that they know their
system so well that they don’t need
to bother with these maps. These
same technicians will probably ad-
mit that there have been times when
a set of maps could have been real
handy. At any rate, it is a good
practice to have the maps available.

Does the head end have current
block diagrams indicating correct
level measurements and cabling? If
a standby power generato: is
available, is there an instruction
sheet showing where the generator
output should be inserted into the
head end? If the generator is not
rated to fully operate all of the
headend electronics, which pieces
should be powered down? Is a cur-
rent phone list posted? (Does the
phone work?)

All stand-by personnel should
always be aware of any ongoing
construction projects or major
system maintenance in progress.
Many times, an outage is a direct
result of work performed that day
and with this information available,
isolation of the problem becomes
much easier.

Is the vehicle’s spot light and
beacon operational? Does the
‘‘Miners Head Lamp’’ have good
batteries? (Does the technician have
‘Miners Head Lamp’?)

Does the technican have all of the
keys needed in the system? Pedestal
locks, multi-unit security locks,
headend locks, power supply locks,
city and county gate locks, private
communities, any of these can turn
a minor outage into a major outage
over a missing key.

PROCEDURES

Up until now, we have been
reviewing very tangible things like
crescent wrenches and maps. These
things can spell the difference bet-
ween continuing forward with the
repair or being stopped dead on the
tracks. There are some other areas
that are just as critical as these but
are more difficult to control.

The best technician will not be
very effective if they do not respond
to the call out in a timely manner, or
do not respond at all! This can and
will turn any outage into a major
outage. It is essential that everyone
on stand-by have a clear under-
standing of their responsibility
towards responding to the call out.

Once that the technician is out in
the field, it is very easy to get caught
up in the excitement of the moment.
The radio is blaring out more and
more addresses, power is on and
off, the storm is becoming more
severe, telephone and power crews
are everywhere, police have roads
blocked, and thats when logical
trouble shooting becomes very dif-
ficult at best. During all of this, there
is a tendency to feel that the next
amplifier will be the fix. One hour
can very quickly turn into four and
a minor outage turns into a major
outage.

Often times during the outage,
safety tends to become a secondary
concern. When this happens, ac-
cidents (bodily injury and vehicle)
are imminent. In an all out effort to
get the system back up, shortcuts
that present real hazards and nor-
mally would be avoided, become ap-
pealing. In rural areas, a technician
could be injured and lie in-
capacitated for several hours unless
there exists a real safety awareness
among everyone involved. Urban

high crime areas present similar pro-
{blems. Many systems require that

every outage have two technicians
working together at all times
because of these conditions. Safety
must remain the primary concern
regardless of the demands of the
outage.

All of these problems can be
minimized through the use of very
clearly stated outage procedures.
These procedures should be
thoroughly understood by all
employees involved. Of course, not
every instance or situation can be
covered in these, but the individual
responsibilities and actions can be
outlined.

OUTAGE REVIEWS

Take advantage of past mistakes
and prevent them in the future.
There should be a thorough next
day review of every outage by both
the technical staff and management.
This review should be performed in
a very positive manner to try and
identify errors and implement ac-
tion to prevent reoccurence, not in a
negative manner which tends to
crucify those who made errors.

These reviews will ensure that the
system has any required ‘‘perma-
ment’’ repairs performed and is not
left with anything ‘“‘temporary” left
waiting to go bad again. Additional-
ly, you should be able to identify
reoccurring equipment failures or
geographic areas of the system that
consistently have similar problems.

CONCLUSION

Although the preparation time in-
volved may seem like a lot of
repetitious work week in and week
out, it is all worth it when during an
outage situation the repairs go
smoothly and efficiently.

There’s a saying that goes, ‘‘A
technician’s job security is inversely
proportional to the duration of the
outage.” 0
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FILTERS

FOR EVERY CATV/MATV NEED

Instant Relief From...

Earth Station Terrestrial Interference

...Is Just a Phone Call Away!

MFC's Catalog C/80 is now the industry
standard. This 40 page volume describes
over 400 different filters addressed to
specific CATV/MATV problems- from ex
otic channel deletion filters to lowly video .
pay traps ";;‘;;%r'-"»:n‘u‘?:;::.

Have a one-of-a- kind problems no one "
else has been able to solve? We can han
dle that too, with custom filters designed
specially and shipped fast to meet your
needs

Most of our standard filters are
available in ten days or less, and our
WATS line telephone consulting is free

Over 3500 cable systems consult us for their operating needs, in
cluding Group W, Cox Cable, Warner Amex, Viacom, and ATC, to
name a few. Join them, for fast solutions to your specific problems

CATV/MATV engineers cannot afford to be without this tree powerful
problem solver. Write or call for C/80 toll free today

US WATS toll free: 1-800-448-1666
AK/HIINY/CAN collect: 1-315-437-3953

ASK FOR DEPT. 184

i
HIbRS & ppyp, R Camyy
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Got a problem now?
Ask for our CATV Consulting Engineer !

Microwave Filter Co.
6743 Kinne St.

Dept. 1184

fast Syracuse, N.Y. 13057

M=

MiCROWAVE FiltEx COMPANY, iNC.

Do you have
‘‘sparklies’’ on the

pictures—or even !
“‘wipe-out’’? Don't "
know what to do

next?

We have the solu-
tions. MFC OfferS Some of Qur 80 Ti Filters
the industry the only complete arsenal
of products and services specifically
designed to combat Tl. You're not alone
with your problems: we've helped com-
panies such as US Satellite, Star Video,
Link Communications, even Showtime
clear “impossible” sites.

Call now and ask for the free TVRO
literature package, which consists of:

® Catalog MTV/82 — Over 80 Exclusive Filters

® FG/82 — Trouble Shooting Guide

® TIS/84 — TI Seminar Description

® TASP — Quick Office Site Analysis

® FS/84 — On Site Field Service ®

® ASTI Brochure — a 12 page condensation of «-w
our 250 page ASTI interference handbook.

Got a problem right now? Call our
WATS line for free consulting.

The Victim

Field Service Team
in Action

AST! T! Handbook

6743 Kinne St.,, East Syracuse, NY 13057
Toll Free 1-800-448-1666 TWX 710-541-0493
NY/HIAK/Canada (Collect) 315-437-3953

Impressive quality . . . surprisingly low
price. Just $3295 for the most reliable unit
available (at any pricel).

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 5can lll comes complete with Sony
AVC-1400 camera with separate mesh vidicon
and 2:1 interlace sync. Includes Time, Tempera-
ture, Barometric Pressure, Wind Velocity, Wind
Direction, plus four card holders. Compact cabinet
is just 28" wide, 23" deep and 14" high. For com-
plete information call or write.

Weather Scan It
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a ‘“‘burn-in’’ period takes some ex-
perimentation. We all know the in-
famous ‘thousand hour’ syndrome:
burn the converter in for 1000
hours and it fails at 1001, one
hour after installation. Good burn-
in statistics do not seem to be
available. We have experimented
with 0, 2, 24, 48, and 120 hour
burn-ins and have settled on 48
hours.

This period was selected more
out of logistics than empiracal
evidence. We burn-in 400 con-
verters at one time, testing 200 per
day. This is facilitated by mount-
ing them on pie-racks on wheels.

(. ) Scrambling

Scrambling requires headend en-
coding and daily testing: is the
channel scrambled? Can it be

7
Converter QC *'Pie Racks” descrambled? Is the depth of

TYPICAL PRE-ASSIGNING OF INSTALLATION

WORK FLOW
DATA
SALE ENTERED WAREHOUSE INSTALL
CLOSED —— | INTO —— | STAGES —— | DONE
CCMPUTER CONVERTER
DAY 1 \DAY 2 DAY 3 DAY 4
WORK CONVERTER NUMBER
PRINTED ENTERED IN
AND SENT SUBSCRIBER
TO WARE- COMPUTER
HOUSE FILE
FIGURE |
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scrambling set properly? Is the
decoding data properly modulating
its carrier? With addressable data
streams, a new set of data
parameters must also be checked.
Testing some of these parameters
at a TV receiver in customer ser-
vice should become a daily chore.
Technicians may also want to
observe such testing either at
customer service or in the
warehouse each morning. It is
usually a good idea also to observe
all channels on a ‘‘basic-service”’,

non-descrambling converter each
morning. (With a 100 + channel
system this can take a lot of time!)
Intermittant scrambling prob-
lems are typical of the type of add-
ed complexity brought on by the
addition of scrambling. Because
the problem is intermittant, it is
often difficult to pinpoint. (A wise
old technician once said, ‘‘You
can’t fix something that ain’t
broke’’) temperature related and
mechanical problems in both the
encoder, (headend scrambler), and

SMART
PARL.

Make your system as
smart as possible. Use
Alpha’s AP Series Standby
Power Supplies equipped
with status monitoring.
When checked for per-
formance, the critical link
in your system should
report back to you. An
Alpha will.... from the com-
fort of your office.

THE FIRST AND ONLY

UL/ CSA APPROVED
CATV STANDBY POWER
SUPPLIES IN THE WORLD.

Feature and benefit highlights:

® Plug-in Remote Status Monitor. Choose either stand
alone or matched with amplifier status monitors

® Shortfest recharge time —highest charge current

@ Positive utility disconnect with inverter activated

@ Short-circuit proof —Automatic recovery

® Temperature compensated battery charging

® Unchanged waveform during inverter operation

® Choice of several output power —and enclosure options

Turn o Alpha. The smart way to guarantee security.

ALPHA TECHNOLOGIES
1305 Fraser St., D-6 For Sates and Service
Bellingham, WA 98226 in Your Area:

TEL: 206-671-7703

Alpha Technologies Inc.
7305 East Evans Rd.
Scottsdale, Arizona 85260

Scottsdale, Arizona
TEL: 602-948-4484

TEL:602-948-4484 Napa, Colifornia

Alpha Technologtes Ltd. TEL 707-2652010

7033 Antrim Ave, NCS Industries, Inc.
Burnaby, BC.V5J 4M5 Willow Grove, Pennsylvania

TEL 604-430-1476
TELEX 04-356760

TEL: 215-657-4690

Westec Communications, Inc.

Westec Communications, Inc.

In Canada:
Anixter-Micro-Sat
Pickenng, Ontario
TEL: 416-839-5182
1-800-263-4655
TELEX: 06-981256

Micro-Sat s/e inc.
Marietta, Georgia

TEL 404-971-1021

R. Alan Communications
Indianapos, Indiana
TEL 317-849-7572

A & M Communications
Minneapalis, Minnesota
TEL:612-881-1311
Coble TV Services
Garland, Texas

TEL 214-494-3348

Your best buy in
the long run.

oL
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decoder, (converter/descrambler),
are both plausible factors. The
video input level to the encoder
can also change sufficiently to be a
possible cause. Other possibilities
include converter input levels, or a
bad factory run of converters which
chose to reveal itself after a period
of use in subscriber’s homes. The
latter may be widespread and
could be incorrectly interpreted as
a headend problem.

Further complicating trouble-
shooting is the ‘“marginality pro-
blem.’”’ More than one of the
above factors may be a contributor
to the final result. Each in itself
may be barely within specifica-
tions, or within the limits of
available test equipment and pro-
cedures, but in concert, the effect
is unacceptable. These types of
problems age technicians.

I

Converters come with built in
inventory control — serial
numbers. Yet, for years it was not
practical to track converters by
number.

Addressability added a new
dimension: the converters not only
had a serial number, they had an
electronic address as well. And the
electronic address had to be inven-
toried in the headend computer in
order to turn the converter on and
descramble programming.

With all this new-found control,
the issue became — what is cost
effective?

In the early days of converters,
we ignored the serial numbers and
took gross counts. The installers
attempted to record the serial
number of the installed converter on
the work order with varying
degrees of success. Sometimes this
information even found its way in-
to the subscriber’s microfich
record.

With typical failure rates, con-
verter box changeouts fell into
another gray area and keeping the
file up-to-date was rarely achieved.

Addressability, almost by defini-
tion, requires the electronic address
be stored in the addressing com-
puter. For security purposes it is
desirable to store all inventoried
converters in the ‘‘shut-off’’ mode.

W arehousing



‘“Global’’, the on-line data stream
then addresses every converter in
its known universe and, if it is
connected to the cable system, it is
told to shut-off. Without this con-
trol, a previously authorized con-
verter connected to the system is as
much a security risk as the non-
addressable version if its address is
not in global.

Converter changeouts must be
monitored carefully by both the
addressing computer and the bill-
ing computer. The disconnected
converter must be told to shut-off
should it accidently reappear in a
subscriber’s home. The new con-
verter must be properly authorized
for the services billed. Billing soft-
ware often still lags behind the
hardware in this area.

During new installations addi-
tional control can be achieved by
staging the converters. Preloading
the proper converter, and assigning
that serial number in the billing
computer. This puts a burden on
the installer to place the proper
converter in the correct home. If
90% of your subscribers have the
same level of service, this problem
may stay hidden for many years.
However, with the add ‘‘choice’’
capabilities of addressability, the
problem will eventually surface
and cause much confusion.

Similarly, pre-assigning con-
verters can add as many as four
days to the ‘‘sale to install
period.”’ (See Figure 1) This can
lead to an undesirable situation
where at-the-door cancellations in-
crease or new subscribers are not-
at-homes when the installer arrives.

It might seem easier to allow the
installer to randomly pick a con-
verter and read the serial number
back to an installation clerk. This
can be done at the time of install
via a telephone or on the work
order. In the work order situation
a ‘‘standard’’ service is given away
until the paperwork is brought
back and entered into the com-
puter.

Reading the serial number over
the telephone to a clerk is very
time consuming and can create an
impractical manpower problem
during peak installation periods.
Both the number of installs per in-

staller and the number of clerks
per field person can be adversely
effected.

Converter change-outs can be a
similar problem. It is of course im-
possible to accurately preassign
converters for service calls since
the possibility of a converter
failure is rarely known in advance.
One alternative is to preload some
converters to a “’truck status’’
standard service. All exchanges
would then give away a specific

level of service until the work
order was entered into the com-
puter. This saves a computer
operator on late night or Sunday
service calls as well. However,
subscribers will catch on quickly to
a weekend of unpaid-for service.
We have also postulated com-
puter telephone answering devices
which would allow the installers
and technicians to interact with the
computer via a touch tone
telephone while in a subscriber’s

SKI/GOLF
mountain resort home.

The MOST exclusive
home in the Park City/Oeer
Valley section of Utah, 40
miles from Salt Lake City,
with a breathtaking view of
the Park City Resort and
the Jack Nicklaus Golf
Course! The two-year-old
mountain contemporary
redwood home has 6,777
square feet with B
bedrooms (2 master suites
with fireplaces), 6%z baths,
redwood family room, liv-
ind room with marble
fireplace, large kitchen
with top appliances, wine

and many more luxurious
amenities. Located in one of
the most popular and
fastest-growing resort
areas in the U.S.! Five
minutes from the ski
slopes. Offered completely
designer-furnished at
$1,250,000 or will con-
sider trade for cable televi-
sion property.

For further information

contact CEA PROFPER-
TIES, INC., Beverly A
Lofley, licensed Florida

real estate broker, 851 Lin-
coln Center, 5401 West

room, outdoor decks Kennedy Blvd.,, Tampa,
throughout, security and in- Fla 43609, (813)
tercom systems, hot tub, 8783-4249,
sauna, heated 3-car darage,
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Billing Computer

Zenith Addressable Computer

home. The jury is still out on this
obviously expensive approach.

These and other security issues
will probably be debated for some
time. One key may be still more
improvements in billing computer
software.
C 3 Pay-Per-View
Is addressability a franchise pro-
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mise looking for a market? Is the
security of being able to shut off a
stolen converter or change a level
of service enough to justify the $70
to $100 premium? How much faith
do we have in the reliability of
such features?

Pay-per-view has been touted as
the real reason for addressability:
‘“a low-cost (?) way to make a
one-way cable look interactive.”’

WorldRadioHistory

However, most PPV events so far
have been disappointing. Some of
the reasons might be:

l High Cost - almost all of the
events so far have been of the
‘“‘block buster’’ category. The
question is how well would a
$1 or $5 event (movie, etc.)
do?

(cont. on P. 30}




ZMarketing - most cable
operators are just now learning
how to market for the long
run. (i.e. churn) How do you
market for a series of one
night stands?

3 High Failure Rates - service
technicians really find out
about converter failures when
you run a pay-per-view event.
Some subscribers are so condi-
tioned to converter problems
that they demand a new con-
verter just to play safe.

4 Lack Of Sufficient National
Penetration - without a large
enough market increased
pressure is put on PPV
penetration to off-set satellite
overhead. How about some
regional events co-sponsored
with the local STV operation?

5 Order Taking Expense - it has
not proven to be inexpensive
to take telephone orders,
especially of the last minute
variety. Mail-in orders are less
expensive, and less spon-
taneous. Impulse PPV is one
of the remaining reasons for
building two-way subscriber
plant. One-way addressable,
telephone orders are slowed by
human intervention. Ordering
4n advance greatly reduces the

number of events that can be
handled concurrently. One
time events do not allow word
of mouth promotion and limit
‘‘choice.”

SR Service Repair
Addressability requires another
level of advancement in repair per-

sonnel. Failure modes include the
usual outside cable plant and drop
as well as video scrambling and the
data carrier. Scrambled video car-
rier levels cannot be accurately
read on most signal level meters
and data carrier modulation levels
require at least a good
oscilloscope. Both video and data
skills will have to be acquired.

We recently had a failure of our
Zenith addressable system which il-
lustrates the complexity involved.
The symptom was not an unusual
one for addressable systems: the
converters would not turn on in
the subscriber’s home. After
failures on more than one installa-
tion and service call, it was ob-
vious that the problem was not an
installer mistake or a system or
drop problem. The usual culprit in
this situation is the leased
telephone line between billing com-
puter and headend computer, but
the communications software in
the billing computer confirmed
that the line was functioning nor-
mally. A quick visual check
verified that the scrambler was
working and the video modulation
levels were fine. The problem turn-
ed out to be more subtle than that.

Repeated tests of the converter
in customer service were also fail-

ing. Standard operating procedure
in our system is to use the data in
the vertical interval of channel 81
to turn on the converters. (The
Zenith system uses the vertical in-
terval of encoded channels for
communications from headend to
converter).

While the headend personnel
checked the video and data
parameters of channel 81,
customer service ran further checks
of its own converter system. Sure
enough, the customer service con-
verter could be turned on and off
using another scrambled channel
(channel 76); the data board in the
channel 81 encoder had gone bad.

Installations and converter
repairs resumed normally using
channel 76 while the headend unit
was repaired. No great harm was
done — the problem had been in-
visible to all but a few installa-
tions, and had been quickly cor-
rected. It took a level of experience
and team work to isolate and cor-
rect. Here again, the hardware is
ahead of the test equipment.

C. = Conclusion

Addressability offers many
benefits, but it also adds a level of
complexity which must be carefully
considered in the planning and
training of the operations staff.
There are days when we mourn for
the converterless systems which
were so easy and inexpensive to
maintain. But, those days have
passed and we must plan, staff,
and train to the levels now re-
quired by the new technology. 0

"HOUSE-DRC Ps
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THEN —

“BIG IS NOT BETTER”
~* EXCLUSIVE TRACK SYSTEM

* ONLY 800 LBS.

24',” 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

(716) 675-7373

157 SENECA CREEK RD.
BUFFALO, N.Y. 14224



!

]t’s going to be a very special
meeting, and the proof of that is
that more people have already
registered for this year’s CCOS
than ever before! We are going to
have a compact — but very full
meeting. The speakers that have
been lined up for CCOS‘84 will be
covering more topics than we have
ever attempted in the past as well
— we will be running the gamut
from ‘‘feed forward’’ technology
and System rebuild and upgrade to
signal leakage, status monitoring,
addressability, FCC Compliance
tests, legal updates on deregula-
tion, copyright, pole attachments,
buying and selling cable systems,
auditing systems, setting up a pro-
gram to deal with theft of service,
program costs and options and
much more!

As usual, CATA will stick with
our informal, informational for-
mat. It will be relaxed, bui it will
also be a time for lots of informa-
tion to pass back and forth from
operator to operator — the folks
who know the business test. There
won’t be a lot of ‘‘talking heads’’,
and there won’t be any ‘‘govern-
ment officials’’. The idea is to
foster active participation from all
the folks who attend CCOS. This
year we are going to try something
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The Dates: July 16-18

The Place: Marriott’s Tan-
Tar-A Resort, Lake of the
Ozarks, Missouri.

The Purpose: CATA’s Tenth
Anniversary Annual Cable
Operator’s Seminar

new to enhance that idea. Many of
the experts who will be par-
ticipating on panels will also be
assigned a specific time in the
“‘consultant’s corner’’ right on the
exhibit floor. That way all of you
who are reluctant to ask questions
of panelists when they are ir front
of a large group of folks will have
an opportunity to deal with them
individually. Of course we always
urge that you ask your questions
when the panel is going on, that
way other folks (who usually have
the same problems you do) get to
benefit from hearing the question
and answer too. But we realize,
after many attempts at getting au-
diences to ask questions and hav-
ing them all wait ‘till the panel is
over before ‘“‘rushing the stage’’,
that some of you simply have
questions that are either too in-
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volved, or too sensitive to be asked
in an open forum. We are
therefore catering to what we see
as a real need for detailed informa-
tion. The ‘‘consultant’s corner’’
participants and times will be listed
right in the CCOS‘84 program you
receive.

Another highlight of CCOS84
will be a breakfast on Wednesday
morning looking back at the last
10 years of CATA and looking
forward to the future as well.
You’ve already read about the
beautiful location we will be in this
year, and the opportunities for
recreation are almost endless. But
you won’t be in on the fun and the
information if you don’t register
soon! If you have not already got-
ten your registration packet from
CATA, please call immediately!
703-691-8875. Also, if you have
registered, and you are going to
make travel arrangements, you
should know that we have conclud-
ed a discount deal with TWA
which will guarantee 35% off their
regular fares, or their lowest
special fare at the moment from
wherever you are. Call TWA
directly at 800-325-4933 and men-
tion that you want reservations for
the CATA convention — our
special code number is 9911011. O
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Mrs. Celeste Rule Nelson
Managing Edito

CATJ :

4209 N.W. 23rd, Suite 106
Oklahoma City, OK 73107

Dear Celeste:

Most of your readers enjoy and
respect the quality and profes-
sionalism of your publication. We
all would like to see this fine tradi-
tion carried on in the future. As a
small contribution to this objective,
we would like to point out some
serious technical shortcomings and
take issue with claims made in the
*“Head End Start By Power’’ (Stand
By?) article in your April/84 issue.

There is no need to dwell on the
necessity of standby power in cable
systems in general and, specifically,
head end installations. However,
applying a bandaid to a multifrac-
ture does not appear to be the best
solution either.

After analyzing the real needs in
this type of application the subject
solution will certainly work, but has
the following serious shortcomings:

There is no regulation, transient
and short circuit protection in the
normal or the standby mode.
Therefore, the most vital protection
for head end equipment is missing.
In the event of a power failure the
unit will transfer all right, but too
slow for any data handling equip-
ment or character generators. The
depicted solution will transfer
somewhere between 50 and 150 ms
with commercial equipment doing it
at 4 ms or less. The situation gets
worse however, under ‘‘brown out”’
conditions with the transfer relying
entirely on the drop out
characteristics of a relay(s). This can
lead to chattering, damaging the
standby power supply and all the
head end equipment. The DC switch-
ing solenoid is for intermittent use

only, and not designed for con-
tinuous operation. These devices

should not be on for more than §
minutes at a time. After the as-

sumed total power failure, this unit
will transfer to the inverter, supply-
ing unregulated squarewave to the
load. On some of the head end gear
on the market this pure squarewave
can create interference and hum bars
on the modulators. This will happen
particularly at low battery voltage
with the inverter output dropping at
approximately 20% from the
nominal value. Since a 12V system
has been chosen, standby time will
be between 30 and 40 minutes max-
imum, which is totally inadequate
for this type of application. During
an extended outage the unit may go
into a self destruct mode, since there
is no low voltage cutout to protect
the batteries and the electronics
from the resulting potentially ir-
reversible damage. On top of this,
the materials and equipment used
will not accomplish the necessary
MTBF. The low efficiency of a 12V
system is certainly detrimental to the
original objective.

Regarding costs, the materials
came to $713.00. Adding two days’
labor, plus freight, plus the cost for
telephone calls, transportation and
overhead, the actual cost approaches
approximately $1,100.00 -
$1,200.00. This appears to be false
economy, since there is outstanding
field proven equipment on the
market which incorporates all the
necessary features for under
$1,000.00.

In conclusion, it may be fun to
reinvent the wheel, but let’s not
claim that it is a technical or
economic success.

Sincerely,

Fred Kaiser

General Manager

ALPHA TECHNOLOGIES, INC.
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Dear Fred:

Thanks for writing, and your
points are well taken. We admit to a
very serious error in the headline —
it was indeed Stand By!

Your analysis of the situation was
certainly correct, and we agree that
such a situation would indicate false
economy with the figures totaling as
you suggest. We are very much
aware of quality equipment available
in the price bracket of under $1,000.;
however, we do have a lot of readers
that are really into ‘‘doing it
yourself”’ and accept that as part of
their challenge with their cable
systems, and their operation thereof.
That’s the way some of them want to
operate and we are petitioned for
“do-it-yourself’’ information con-
stantly, but we acknowledge the
shortcomings in this solution. I guess
it must be ‘‘to each his own”’.

Dear Editors,

I’ve been enjoying your articles
on the different aspects of day to
day cable operations. We are in the
cable business but are not satellite
hobbyists. Please continue the fine
articles that help us in our day to
day activities and less satellite
hobby type articles. Thank you.

Jim Lane
Mammoth Electric Cable TV
Mammoth Lake, CA.

Dear Jim:

We certainly appreciate your kind
words and will endeavor to assist the
cable operators in their daily opera-
tion and maintenance as you Sug-
gest. That was the original premise of
CATJ when it was founded in 1974,
and the CATA Board still offers
guidelines for editorial along that
vein of operation. Thanks for
writing; it helps to know you’re on
target with your information.



It is a well known fact that you
cannot please everyone with
magazine content, and this was
pointed out to us very succinctly by
an anonymous complaint, even
criticizing the schematics of the ar-
ticles we carry. Because we don’t
know to whom to direct this answer,
we will use this means to point out
the credentials and experience of our
writers and to explain that their
schematics are not ‘‘dreamed up’
by our staff, but are the results of
materials furnished to us. There are
times when we receive some very
sketchy pencil copies, but after they
are duplicated, copies are sent for
correction and vertification. If the
Art Department receives no notice,
we then have to assume they are cor-
rect as they were duplicated. They
are artists — not engineers, so they
have to rely on the examination of
the authors. Again, we are sorry you
are not enjoying CATJ, but if you
had just included your name, we
would have contacted you personal-
ly so that we could know what you
had in mind to interest you more
keenly in our magazine content. We
don’t mind constructive criticism,
but again, without your name and
address, we really don’t know how
to improve to please you.

EDITOR

Celeste Rule Nelson

CATJ)

4209 N.W. 23rd, Suite 106
Oklahoma City, Oklahoma 73107

Dear Celeste,

I saw that you published my,
“It’s a self inflicted wound”’, letter
in CATJ.

The possibility exists that some-
one is going to write in and say that
the antenna that was damaged in
Hawaii was not capable of being
pointed directly straight up. I
understand this is correct.

You see, two engineers were at
fault! No antenna design engineer,
in his right mind, should design a
dish type antenna that can not be

easily pointed into what is known as
the stow position from its normal
operational condition. Antennas
without this capability should not be
installed in any location where
winds can be expected to exceed the
antenna manufacturers advertised
survival wind speed.

The other engineer that didn’t do
his homework is the one that plann-
ed to install an antenna that had an
advertised survival wind speed that
was lower than what could be ex-
pected where it was to be installed.

I certainly hope that the engineer
that has responsibility for that
antenna has taken what I have been
saying to heart. Because if he has,
that antenna mount has been rebuilt
so that it can be pointed to the stow
position quickly and easily. Also he
has installed a new wind an-
nemometer at that location, just as
all sensible operators have done in
locations with the possibility of high
winds.

If all of the antenna design
engineers could have read what I
said in my last letter, and this one,
and have taken it to heart, several
existing dish antennas, that are now
in production, would have been
redesigned for use in high wind loca-
tions.

Yours truly
Jon Lippitt

Attn: Mr. Steven Richey

Dear Mr. Richey:

First, let me say how much I en-
joyed finding your series of articles
on local advertising equipment.

We’ve been considering building
our own switcher and thought we
would try the one outlined in the
December ‘83 article.

Most of the components are
readily available, however I have
not found anyone who is familiar
with the switches. The article says to
use 4066 Analog switches — could
you provide me with a part number
and somewhere that I could pur-
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chase them?

I would greatly appreciate any
further information that you could
provide.

Sincerely,

Steven Goldsworthy
General Manager
Crescenta Valley Cable TV
La Crescenta, CA.

Dear Mr. Goldsworthy:

Thank you for your kind remarks
concerning the Steve Richey articles
on local advertising equipment. We
have passed your comments on to
him, with the question about the
Analog switches.

The 4066 is a member of the stan-
dard 4000 CMOS family and is readi-
ly available in most parts outlets.
However, DIGI-KEY CORPORA-
TION has them in stock and you can
contact them at (800) 346-5144.

Again, thanks for writing. Let us
know if we can help you further.
Editor

Dear Readers:

I wanted to express my apprecia-
tion to those of you who have con-
tacted me regarding the feature arti-
cle in the May 1984 issue of CATIJ;
it was rather startling to pick up a
magazine, generally familiar to me
from cover to cover, and see it in
print. The Art Department did a
magnificent job of subterfuge dur-
ing paste-up, as I was not allowed to
look or peak over anyone’s shoulder
during that time. So indeed, it was a
new experience for me to see it in
living color!!

The staff’s comments were heart-
warming and words that 1 will
always value. I will always treasure
the friendship and good wishes ex-
tended to me by those CATJ readers
who have called to tell me how
much they enjoyed the article. Yes,
my life has been full and interesting,
and we're looking forward to
another decade of progress and pro-
jects for which all of us here at TPI
can be proud. Thanks for your com-
ments.

Celeste Rule Nelson 0O



FCC WALLCHARTS: 1) FM TRANSMISSION WALL CHART - Basic in-
troduction to FM transmission, helping you to recognize particular
distortions or set up problems. 2) HEADEND/INTERFERENCE WALL CHART
- has photos of off-air headend problems. Each is identified and solu-
tions given to eliminate it. 3) FCC TESTS WALL CHART - Has more than 60
photos of typical plant problems. 4) CB INTERFERENCE WALL CHART -
Solutions to CB interference.

NATIONAL STANDARDS FOR CATV SYSTEMS — GRAPHIC SYM-
BOLS, this Brochure of National Standards for CATV systems Graphic
Symbols helps you standardize your grid and map preparation. Order
one for each of your operators and engineers.

WHEN WAS THE LAST TIME
YOU BOUGHT SOMETHING
THAT WOUND UP BEING
WORTH A FORTUNE?

| HOW ABOUT CATJ’s LITERNTURE
| IS IT TIME TO RESTOCK?

SIGNAL LEAKAGE LOG—For recording cable television signal
leakages in the Aeronautical frequency bands (108 - 136 MHz and 225 -
400 MHz). Also used by cable system operators to record all system
signal leaks and insure an effective on-going signal leakage and insure
an effective on-going detection and correction program.

W.T.F.D.A. TV STATION GUIDE — Llists TV stations in the U.S.,
Canada, and Mexico and their call letters, network affiliations or pro-
gramming format, station locations, effective radiated power and
antenna height.

CATJ'S INDEXED VOLUME & SUPPLEMENTS: A compilation of the
maijor articles since the inception of CATJ (May 1974 through 1979).
Separated by subject matter. 1980 and 1981 supplements available.

Quantity

FCC WALLCHARTS (check below)
O FM Video Transmission Wall Chart
O Headend/Interference Wall Chart
O FCC Tests Wall Chart

O CB Interference Wall Chart
$10.00 each or $35.00 set of 4

Signal Leakage Logs
Quantity (sets of five) $10.00 per set

— W.T.F.D.A. TV STATION GUIDE - $10.00

____ _CATJ'S INDEXED VOLUME
O Index Volume - $100

____ Graphlcs Symbols Guide (O 1981 Supplement - $30

$5.00 (0 1980 Supplement - $30
Name I am enclosing a check for
o $ for the items
Address marked above.
. Please include $2.00 for
City State/County Zip

postage and handling.
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KES Model
CD59-6U
Cable Puller

Let’s (o Fishinﬂ

Have you ever experienced the
frustration of the cable installer in
pulling coaxial cable through walls
and partitions? Now there are two
devices to help solve these problems.
The first of these is:

#1 THE KES MODEL
CDS9-6U CABLE PULLER

The KES CP59-6U cable puller is an
ideal tool for pulling drop cable
through the holes drilled in outside
walls or inside partitions. The ones
we tested were approximately 18 in-
ches long and are composed of a

stainless steel sleeve that fits over a
bronze rod which has two steel grip-
per fingers at one end. The stainless
stegl sleeve pulls back on the rod
about 2 1/2 inches to expose the
spring steel fingers.

To use this tool properly, once the
access hole has been drilled through
the wall, you need to expose the
gripper fingers by sliding the sleeve
back on the rod. Then place the end
of the drop cable between the grip-
per fingers and slide the sleeve for-
ward to secure the cable between the
gripper fingers. The handle end of
the tool is then inserted into the pre-

by: Ralph A. Haimowitz
Director of Engineering
CATA

drilled hole and pulled through
from the opposite side of the wall.
The tool pulls thé cable through the
wall. Once the cable has been pulled
through the wall, the sleeve is pulled
back onto the rod to release the
securing pressure on the gripper
fingers, and the cable is removed
from between them.

We found, in testing the KES
CP59-6U, that an occasional light
spray of WD-40 helped to keep the
stainless steel sleeve free and easy to
slide back and forth on the rod.
Two of the tools that were not
sprayed and not used regularly had
the stainless steel sleeve freeze on
the rod and had to be ‘‘broken free”’
with a fairly strong twisting pressure
on the sleevé. However, once free
and sprayed with WD-40, the tools
operated perfectly.

The KES CP59-6U has been
tested over the past eight months in
several cable systems to determine
its usefulness and how well it would
withstand the rigors of normal,
everyday use in the field. The
reports, in évery instance, were
highly favorable. The KES
CP59-6U has proven to be a most
helpful tool in making house drop
installations, and not one of the
units under test has been broken or
damaged.

The KES Model CP59-6U Cable
Puller is available from Klungness
Electronic Supply, P.O. Box 885,
Iron Mountain, MI 49801,
(1-800-338-9292) at $5.75 each.

#2 THE “FISH GRABBER”

Figure 1

VY
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WALLS

Figure 5§

The second helpful device is:

“THE FISH GRABBER”

For those of you who have to
“fish”” wires and cables through
walls, floors, and ceilings to wire
buildings for cable television ser-
vice, there is a handy device called
the ¢‘Fish Grabber”’.

The ‘“‘Fish Grabber’’ is approx-
imately 5 feet long overall and is
made with unbreakable Lexan
handles, and a three foot flexible
casing that is made of interlocked,
chrome-plated steel that is wire rein-
forced. the ‘“T”’ handle is attached
to a 1/8 inch flexible steel shaft that
feeds through the flexible casing,
with the far end of the casing and
the flexible shaft ending in
hydraulically compressed fittings.
Between the fitting on the casing
and the fitting on the end of the
shaft are six flexible ‘‘catch’’ loops
made from high strength, 20 strand
aircraft cables that have been
sheathed in a teflon coated,
abrasion-resistant nylon casing.

The cluster of flexible catch loops
folds flat with the flexible shaft in-
serted all the way into the casing for
insertion of the device into any con-
cealed area such as walls, ceiling,
and floors (Figure 2).

After insertion into the opening,
pulling the *“T” handle back out
from the casing 8 to 10 inches causes
the catch cluster to open like an um-

brella, providing a target of several
hundred cubic inches for a standard
type fish tape to grab on to (Figure
3.

Insert the fish tape into the con-
cealed area from the opposite direc-
tion and simply catch on to one of
the ‘‘Fish Grabber’’ loops, or
reverse the procedure and maneuver
the ‘‘Fish Grabber” loops to catch
the hook on the end of the fish tape
(Figure 4).

Once the ‘‘fish’ is hooked, the
catch cluster is collapsed by pushing
the ““T”’ handle forward, sliding the
flexible shaft into the casing. Then
the ‘‘Fish Grabber” is pulled back
out of the opening in the concealed
area, bringing the fish tape with it
(Figure 5). Your cable can now be
pulled in with the fish tape.

The ““Fish Grabber’’ can be used in
almost any instance where cable
must be installed in concealed areas,
including those where the space is
very narrow or where insulation is
used. The manufacturer provides
easy to understand, detailed instruc-
tions for the tool under all condi-

Occasional maintenance in the
“Fish Grabber’’ will keep it in top
notch operating condition. The
catch loops can be straightened with
side cutters if they become bent, and
cleaning and oiling of the flexible
steel shaft will keep the tool
operating smoothly.

We found the ‘“‘Fish Grabber” to
be very helpful in wiring mobile
homes for cable house drops where
we had to fish the cable up through
the floor at inside walls. We ran our
fish tape through a pre-drilled floor
hole at the proper location and
pushed it toward the exterior side of.
the mobile home. Using the ‘“‘Fish
Grabber” from the outside edge of
the mobile home where our ground
block or splitter was located, and
fishing for the fish tape hook with
the ‘‘Fish Grabber”’, allowed us to
make an easy catch and grab the fish
tape. We then used the tape to pull
our cable back through the floor.

The ‘““Fish Grabber’’ is available
from ComTec Industries, Inc., 226
Robbins Avenue, Rockledge, PA
19111 (1-800-523-0185), and costs
$44.95. O

tions of use.

CHARLES GREENE ASSOCIATES
A Division of AMCOM Inc

the hallmark of professional
Cable Television Brokerage

Charles Greene will be available for meetings in Las Vegas during the NCTA
Convention. To arrange a private conference contact his office in advance or
phone his suite at Caesars Palace during the convention

5775 Peachtree-Dunwoody Road, N.E

Building E, Suite 200

Atlanta, Georgia 30342

(404) 256-0228
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EXCESS INVENTORY SALE
SURPLUS, DISCONTINUED STOCK

WE HAVE EVERYTHING YOU NEED FROM THE TOP OF THE
POLE TO THE BOTTOM OF THE HOLE

S/A, JERROLD, GILBERT, COMM/SCOPE, PANDUIT,
ANIXTER, VIEWSONICS, UTILITY, PICO, CAROLINE,
LRC, CABLE TV SUPPLY, DROP SHOP, INTERCEPT.
ELECTRONIC AND ACCESSORY ITEMS.

CALL FOR COMPLETE LISTING. CONTACT:
JOHN HEYBRUK 404-873-5000

A ——
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Showcase

C-COR ANNOUNCES PRICE REDUCTION
ON FEEDFORWARD PRODUCTS

C-COR Electronlcs, Inc. announced that
effective immediately the unit price on all
of the company's feedforward products
will be reduced by up to 30 percent.
C-COR has stated that it can offer the
reduction because the feedforward pro-
ducts are an extension of the existing
amplifier product line; therefore, C-COR
has been able to incorporate the same ef-
ficiencies in manufacturing feedforward
products as the conventional amplifier
product line. In addition, the feedforward
Triple S (Sealed Signal Synchronizer)
ceramic delay line (patent pending)
represents further manufacturing sav-
ings. Furthermore, C-COR manufactures
its own feedforward gain block, freeing
the company from dependence on expen-
sive external sources for that vital compo-
nent. C-COR's feedforward products,
which qualify for the 3-year warranty, of-
fer the same high degree of reliability that
the industry has come to expect from all
C-COR products.

Commenting on the announcement,
C-COR president i. T. Saldi said, “This is
not a special sale or limited time offer.
The price reduction has been made possi-
ble by the acceptance of our feedforward
products in the marketplace and the
resulting economies of volume produc-
tion.”

C-COR first introduced its ceramic
delay line feedforward trunk stations and
extender amplifiers in November, 1983.
Since then, more than 25 MSOs in the
USA, Canada and Europe have placed
orders for C-COR's feedforward products.
In addition, order backlog for feedforward
products is healthy. C-COR's feedforward
products, with three patents pending,
represent a technological breakthrough
featuring simplicity of design, unique
ceramic delay lines, only six adjustment
points and a solution to the problem of
stability at temperature extremes. Ap-
plicable in both new construction and
rebuild situations, feedforward products
permit a reduction in the number of
amplifiers required while providing higher
quality performance. Older systems can
rebuild with the higher-capacity, drop-in
feedforward amplifiers without incurring
the costs of total rebuild. Larger systems
can often eliminate costly antenna/hub
sites since feedforward amplifiers extend
the reach of the cable system.

In addition to new pricing on the feed-
forward products, C-COR's April 16, 1984
Price List will incorporate minor ad-
justments on the pricing of other C-COR
cable television and data transmission
products.

C-COR designs and manufactures high
quality electronic equipment used in
cable television and other broadband
communications systems. Principal pro-
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ducts include a variety of amplifiers and
other electronics equipment, including
main line passives. Data products include
split-band amplifiers, local area network
amplifiers and modems. C-COR manufac-
tures an off-premises addressable con-
verter system — SCAT Series 10, design-
ed to protect the cable system operator
from signal piracy and equipment loss
and to enhance operator flexibility. For
more information, contact C-COR at 60
Decibel Road, State Colliege, Pa. 16801 or
call (814) 238-2461. °

WPIX SATELLITE PREVIEW BEGAN
APRIL 15 BY UNITED VIDEO

WPIX New York Alive, cable’s newest
entry for independent satellite program-
ming, made an early debut beginning at
midnight April 15th to give cable op-
erators two weeks to preview and test the
service without charge, according to
United Video.

The transmission preview allows cable
systems nationwide to adjust their
satellite antennas for maximum signal
reception and to preview programming.
Official full-time transmission was earlier
announced to begin May 1st explained
Roy Bliss, UV’s chief operating officer.

The signal is uplinked from New York
to the Satcom 1V Satellite and on Trans-
ponder 19, an 8.5 watt transmitter.
Systems are encouraged to participate in
the preview, Bliss explained, “We feel
strongly that with WPIX's programming
quality, many systems will want to add its
programming after the preview. Plus, if
there are any initial transmission prob-
lems, we would like operators to report
them before the official turn-on, May 1.”
Bliss added.

United's toll free number for systems
participating in the preview and reporting
signal quality is 1-800-331-4806.

“Also encouraging is the fact that more
than 50% of our commitments have come
from systems who had not been getting
WPIX via microwave. System operators
are apparently looking for a strong, east
coast station to fill a niche in their pro-
gramming,” he continued.

Some of the systems who will carry
WPIX include U.S. Cable in Tri-County,
N.Y.; Full Channel TV, Warren, R...; Reed’s
Cable TV in Wellsboro, Penn.; and out-of-
region activity includes Puerto Rico.

WPIX is one of United's satellite ser-
vices that also include WGN, the Chicago
SuperChannel, The Electronic Program
Guide, Zephyr Weather, Moody Bible,
Seeburg Music, WFMT Fine Arts Radio
and Satellite Music Network.

More information and details about
WPIX and other United Video services are
available by calling Bob Price toll free at
1-800-331-4806. °
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CWY Electronics
Introduces State Lock

LAFAYETTE, IN — A new stake lock-
ing device from CWY Etectronics hinders
removal of the pedestal stake. The Model
SL stake lock utilizes an arrowhead
design, making it difficult to remove

once installed. The stake lock is simple
to install, fits all CWY pedestal stakes
and certain other select brands, is plated
for durability, and comes complete with
hardware. For more information on the
Model SL stake lock, contact: CWY Elec-
tronics, P.O. Box 4519, Lafayette, IN
47903, or call toll-free: 800-428-7596. In
Indiana: 800-382-7526.

LEMCO TOOL
NEW PRODUCT
MODEL-B983 DROP CABLE GUIDE

The Lemco Cable Guide is a solution
to a clumsy and time consuming prob-
lem: getting the service wire through the
wall. '

|

After drilling a 3/8” hole, place the
guide through the wall. The tapered end
helps you locate the hole in the opposite
side. The flared end prevents the guide
from pulling through the wall. Feed the
cable through the guide until it is well in-
side. Pull the guide from the wall; a slit is
provided on the guide to remove it from
the wire.

Additional information available from:
LEMCO TOOL CORPORATION, R.D. #2,
Box 330A, Cogan Station, PA. 17728,
Phone: (800) 233-8713 (Toll Free) (717)
494-0620 (Pa. Collect).



Distributors

D1—Full CATV equipment line
D2—CATV antennas
D3—CATV cable

D4—CATV amplifiers
D5—CATYV passives

D6— CATV hardware

D7 —CATV connectors

D8 —CATYV test equipment
DS—Other

Manufacturers

M1—Full CATV equipment line
M2—CATV antennas
M3—CATV cable

M4 —CATV amplifiers
M5—CATYV passives
M6—CATV hardware
M7—CATV connectors
MB8—CATV test equipment
M9—Other

Service Firms

S1—CATYV contracting
S2—CATV construction
S3—CATYV financing
S4—CATV software
S5—CATYV billing services
S6—CATV publishing
S7—CATV drop installation
S8—CATV engineering
S9— Other

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)

The Associated Press,
50 Rockfeller Plaza,
New York, NY 10020
212—621-1513

(S9 Automated News
SVQC)

Automation Techniques,
1550 N. 105th E. Ave.
Tulsa, OK 74116
918—836-2584

(M9)

Avantek, Inc.,

481 Cottonwood Dr.,
Milpitas, CA 95035
408—946-3080

(M8, 9 TVRO
Components)

Note: Associates listed with * are Charter Members.

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

(M8, 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

Capscan, Inc.

P.O. Box 36,
Adelphia, NJ 07710
1-800—CABLETV or
222-5388

M1, 3,4, 5)

* C-COR Electronics, Inc.,
60 Decibel Rd.,
State College, PA 16801
814—238-2461
(M1, 4,5, 81, 2, 8)

CCS Cable

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

CWY Electronics,
405 N. Earl Ave.,
Lafayette, IN 74904
1-800-428-7596

(M9, D1)

CableBus Systems,
7869 S.W.

Nimbus Avenue,
Beaverton, OR 97005
503—543-3329

(M)
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Cable Graphic Sciences,
7095 N. Clovis Ave.,
Clovis, CA 93612
209—297-0508

(M9 Character
Generators)

Cable-Text Instruments,
Div. of Telpar, Inc.
P.O. Box 796

Addison, TX 75001
214—233-6631

(M9 Generators)

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
(81,2,4,5,7,8,9)

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) |
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Associate Roster

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, $1, 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,

MS, 6, 7, 8, 9 Plastics)

Durnell Engineering Inc.,
Hwy 4 So.
Emmetsburg, !A 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)
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Electroline TV
Equipment, Inc.,
8750-8th Ave.,

St. Miche!,
Montreal, Canada
H1Z 2W4
514—725-2471
(M4,5,7,9,D7,9)

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)

Gardiner Communications

Corp.,

3506 Security St.,

Garland, TX 75042

214—-348-4747

(2M9 TVRO Packages, S1,
, 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)

Heller-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)

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.,

135 Longview Dr.,

Los Alamos, NM 87544
505—662-5545

(S4, 5)

WorldRadioHistory

Karnath Corporation,
2001 Westridge,
Plano, TX 75075
214—422-7981 or 7055
(51,2,8,9

Katek, Inc.,

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

Klungness Elec¢tronic
Supply,

P.O. Box 547,

107 Kent Street,

Iron Mountain, M1 49801
1-800—338-9292
1-800—682-7140 (Mich)
(D1, 8, S2, 8)

LRC Electronics, Inc.,
901 South Ave,,
Hors?heads, NY 14845
607—739-3844

{M7)

Lash-Ade 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)

Lifetime

1211 Avenue of the
Americas

4th Floor

New York, NY 10036
212—719-7230

(SZ9, Programming)

Lindsay America Inc.
P.O. Box 15775

1202 B West 19th St.
Panama City, FL 32405
904—769-2321



Distributors

D1—Full CATV equipment line
D2—CATV antennas
D3—CATV cable

D4—CATV amplifiers
D5—CATYV passives
D6—CATV hardware

D7 —CATV connectors

D8 —CATYV test equipment
D9—Other

Manufacturers

M1—Full CATV equipment line
M2—CATV antennas
M3—CATV cable

M4 —CATV amplifiers
M5—CATV passives
M6—CATV hardware
M7—CATV connectors
M8—CATYV test equipment
M9—Other

Service Firms

S1—CATV contracting
S2—CATV construction
S3—CATV financing
S4—CATV software
S5—CATV biling services
S6—CATV publishing
S7—CATV drop installation
S8—CATV engineering
S9—Other

M/A Com Prodelin, inc.,
P.O. Box 100
Claremont, NC 28610
704—464-4141

(M2, 3, 7, S2)

McCullough Satellite
Equipment,

Route 5, Box 97,
Salem, AR 72576
501—895-3167

(M2, 9, D3,4,6,7)

Microdyne 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)

Octagon Scientific, Inc.,

4 Adler Drive,

East Syracuse, NY 13057
315—437-4405

(M9)

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
1-800—327-9767
1-800—433-0107 (In
Florida)

(M4, S9)

RMS Electronics,

50 Antin Place,

Bronx, NY 10462
1-800—223-8312
1-800—221-8857 (Poleline)
(M4,5,6,7,9)

Note: Associates listed with * are Charter Members.

Sadelco, Inc.,

75 West Forest Ave.,
Englewood, NJ 07631
201—569-3323

(M8)

Showtime/The Movie
Channel, Inc.

1633 Broadway,
New York, NY 10019
212—708-1600

(S4)

Satellite Syndicated
Systems, Inc.

P.O. Box 470684
Tulsa, OK 74147
918—481-0881

(89

Superior Electronics
Center,

2010 Pine Terr.,
Sarasota, FL 33581
813—922-1551

(M4, S9)

Teledac, 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)
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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

(89)

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

(D9, Sony Equip. Dist.,
M9 Weather Channel
Displays)

Western Towers

Box 347,

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

Zenith Radio Corp.

1000 N. Milwaukee Ave.
Glenview, IL 60025
312—391-8195

M1, 6) 0

CATJ 39



Classified

ATTENTION!

SYSTEM MANAGERS~—
TECHNICIANS

NEEDED

Excellent opportunity for sys-
tem managers and techni-
cians for our systems in Col-
orado, Texas, and Oklahoma.
Need qualified personnel for
these Southwestern loca-
tions, good working condi-
tions and opportunity for the
right people who want to work
and stay actively involved in
the cable business. These
systems have good equip-
ment to work with and offer
excellent situations to grow
in the cable business. If inter-
ested, send resume to the box
number indicated below.

Box 71080

clo CATJ

4209 N.W. 23rd
Suite 106

Okla. City, OK 73107

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 it
spection procedures
¢ Huge inventory — same day
shipping
* FREE Technical Assistance —
35 years CATV experience

¢ 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) 433-0107
In FL (305) 747-4998
All the Quality you will ever need!
Quality RF Services, Inc.
825 Park Way, Suite #3
Jupiter, FL 33458

CATJ classified advertising is offered as a service by CATA for its

membership.

ANY member of CATA may advertise in the CATJ classified sec-
tion 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.

NEW TVRO SYSTEM RECEIVES
C- OR KU-BAND SATELLITES WITH THE
FLIP OF A SWITCH

Ocala, Florida. MICRODYNE has in-
troduced a new video receiving system
designed for Canadian Cable Television.
The system consists of the 1100 BDC-12
Block Downconverter, the 1100 DCR-12C
Canadian Satellite Receiver and a 3 or
3.66 meter Ku-band antenna.

The antennas are molded in a single
piece for increased rigidity and superior
surface tolerances.

The 1100 BDC-12 mounts directly to
the antenna feed and downconverts the
11.7-12.2 GHz signals to the 270-770 MHz
range.

The 1100 DCR-12C is the most
technically advanced and reliable
receiver available today. The receiver
features a PROM controlled, frequency
synthesized tuner programmed to
receive the C-band (Anik D) as well as the
Ku-band (Anik C-3) with the flip of a
switch.

The receiver gives the operator access
to both C- and Ku-band programming
with one unit when used in conjunction
with our C-band or Ku-band block
downconverter.

Added flexibility results from the fact
that the 1100 BDC-12 or the 1100 DCR-
12C can be added to existing systems
currently using the 270-770 MHz format
such as Scientific Atlanta’s series
361-6651 receiving system.

Microdyne’s new system was in-
troduced at the Canadian Cable Televi-
sion Association show at the Capital
Congress Center, Ottawa.

For pricing and technical information,
call (904) 678-4633 and ask for TV
Marketing, or write to MICRODYNE, P.O.
Box 7213, Ocala, Florida 32672.

FOR SALE

“3 year old *“Maxar 80" Motorola,
Simplex radios. Mobile, 50 watt, with
antennas, 5 ea, at $500. ea, plus one base
station with antenna for $500. Perfect
condition. Ask for Mark Sutherlin,
Weststar Cable TV of Truckee, Ca.
916-587-6100".

TARO Interference
Traps Are
Switchable

IF Terrestrial Interference Trap
4616-60/80 incorporates a 60 MHz trap
and 80 MHz trap both switchable in and
out.

4616-60/80 may be used as a
diagnostic tool duringinstallationorasa
receiver accessory to optimize reception
channel by channel. Impedance is 75
ohms and connectors dre type f. Notch
loss is 20 db minimum and 3 db band-
width is approximately 4 MHz. Each
notch is frequency tunable +5 MHz to
compensate for nominal downconver-
sion error.

Price and delivery are $145.00 and five
days respectively. For more information
contact Emily Bostick, Microwave Filter
Company, Inc.,, 6743 Kinne St., East
Syracuse, NY 13057. Call: U.S. toll free
1-800-448-1666 or collect
(NY/HI/AK/CAN) 315-437-3953.

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.

2.) Associate Members—pay an annual fee.
3.) Individual Members—pay an annual fee.
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Independent laboratory
tested (documentation
upon request).

Twice the ‘“hot-dipped"
galvanized protection
as is usually found
in competitive brands.

Complete, proprietary
hardware line,
exclusively from
Poleline Corp.

r'ﬂ'
‘*Machine cut’’
threading, eliminates
burrs and cross-
threading problems.

According to independent testing, approximately
10,000 psi higher tensile strength, compared to
major competitive lines. (Square head bolts
and thimble-eye bolts).

o Same day shipments from
three (3) warehouse

locations: Bronx, N.Y.,
Hoboken, N.J., and

Santa Ana, California.

Very attractively
priced.

s Are Available

EASTERN OPERATIONS: 20 Antin Place, Bronx, N.Y., 10462 — TOLL FREE: (800) 221-8857 (Continental U.S.A., Puerto Rico, U.S. Virgin Islands)
Call Collect: (212) 829-1070 (New York State Only) o ——

WESTERN OPERATIONS: 2901 W. Garry Avenue, Santa Ana, California, 92704 — Telephone (714) 662-1041

TOLL FREE: (800) 624-2511 (Continental U.S.A., Puerto Rico, U.S.-Virgin Islands, Alaska, Hawaii) — In California: (800) 247-8435

© Copyright 1983 RMS Electronics, Inc. e
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