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NEW JERRO 

* MINUTEMAN LV 

Positive 
all-around match 
lets you deliver 
FULL PICTURE QUALITY 
ALL THE WAY 

TO THE RECEIVER 

Why should all the technical improvements in CATV 
head -end, trunk -line equipment, and cable go down the drain 
when signals reach the feeder lines? JERROLD says they 
shouldn't! And JERROLD has done something about it! 

The new "Minuteman IV" quad pressure tap lets you 
maintain top-quality color and b&w pictures on all 12 
channels, without standing -wave mismatch, which has long 
been the bugaboo of CATV men at the point of tap -off. 
Especially in systems carrying both high and low bands, 

Features: 
Very low insertion loss (as low as 0.1 db) 
New toroidal -design transformer insert 
Silver-plated contact pin 
Back match at each outlet 16 db min. 
Line match 21 db min. (1.20 VSWR) 

*Available in various attenuation values and for use with type JT-404, JT-408, 

JERROLD 
ELECTRONICS 

...first 
multi -output 

pressure 

tap! 

Model 
MT -4* 

Heart of the new "Minute- 
man IL"-the new toroidal - 
design transformer insert. 

"Minuteman IY" prevents the low -channel signal degra- 
dation that often ruins color reception. 

Greatly improved electrical characteristics, added to 
snap -on simplicity of installation, give the "Minuteman IV" 
the kind of performance you need ... to get full value from 
new low -loss aluminum -sheath cable ... to cascade line - 
extender amplifiers ... and, most important, to deliver the 
consistently fine pictures your subscribers demand. 

Call or write for complete information. 

Isolation between outputs 18 db min. 
Color -banded for easy identification from ground level 
No cutting of cable 
Quick, easy installation 
Completely weatherproof housing 

JT1412, JT-1412-J, and JT-1500 cable. 

Community Systems Division 15th & Lehigh Avenue, Philadelphia, Penna., 

SHARON, MASS. 
No. 40 Lantern Lane 
Area Code 617 
828-0767 

PITTSBURGH, PA. 
1301 Highland Bldg. 
121 S. Highland Ave. 
Area Code 412 
441-3050 

Area Code 215 226-3456 
DENVER 22, COLO. DALLAS, TEXAS SAN CARLOS, CALIF. YAKIMA, WASH. 
2110 South Ash Street 4924 Greenville Ave. 1042 Terminal Way Ward Building 
Area Code 303 Area Code 214 Area Code 415 1 N. First Street 
756-6283 368-1911 593-8273 Area Code 509 

248-1117 
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ALUMINUM 

AVAILABLE 

WITH 

BUILT-IN 
MESSENGER 

SNEATHEI COAXIAL CABLES and FITTINGS 

SEMI-FLEXIBLE 

LOW ATTENUATION 

LONG LIFE 

EXCELLENT 
VSWR vs. FREQUENCY 

MINIMAL RADIATION 

LIGHT WEIGHT 

NO PRESSURIZATION 

HIGH PHASE 
STABILITY 

UNIFORM ELECTRICAL 
LENGTH 
CHARACTERISTICS 

EXCELLENT 
ATTENUATION vs 
FREQUENCY 

AVAILABLE IN 
LENGHTS OF 
OVER 1000 FEET 

3.0 

1.0 

0.6 

0.3 

'VIKAL" ATTENUATION VERSUS BRAIDED CABLE 

RG 
I. 

-1 RG -35/U / 
. . 

/ / 
I / ,412 

/ . 
1/2" 3/4" 

20 40 100 300 
FREQUENCY IN MCS. 

600 

VK -1750: %" Lowest Loss Trunk Line Reduces the 
Number of Cascaded Amplifiers 

VK -1500: V2" All Purpose Trunk -Feeder Cable 

VK -1412: .412" Low Loss Feeder Cable 

(CH. 2 THRU CH. 13 : 54-216 MCS 

qTED 
jilCil REfs 

100% 

Solid Copper Center Conductor 

Unicellular Foamed Polyethylene Dielectric 

Aluminum Outer Sheath 

OPTIONAL: Available With A High Molecular Weight 
Polyethylene Jacket (Resistant to Outdoor Weathering) 

OPTIONAL: Cables Are Available With 

Integral Messenger Wire (0.109" Galv. Steel, 1800 Lb. 
Minimum Breaking Strength Is Standard) 

To ENGINEERS and TECHNICIANS... IDEAS WANTED! 
Will pay for ideas for new items or improvements on present products to better serve 
the CATV Industry. Submit your ideas to us for immediate evaluation. 

830 Monroe Street, Hoboken, New Jersey . Call Us Collect: New York: (212) WH 3-5793, Hoboken: (201) OL 6-2020 

PLEASE INSERT THIS SHEET IN YOUR CATALOGUE 
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DRAMATIC 

REAKTHROUG N 

IN LOW-COST BUILDINGS 

The development of Geon, a new high -strength rigid 
vinyl, has made it possible to produce extremely versatile pre- 
fabricated buildings at very low cost. Specifications of the 
new Rodun structures reveal their usefulness in dozens of 
applications, such as CATV Head -End equipment buildings, 
microwave relay stations, remote transmitters and commercial 
buildings. Modules are available as small as 4' x 4' with no 
limit on maximum size of structure. 

Quickly erected, pre -fabricated units are constructed of 
rigid -vinyl corrugated panels with framework of extruded 
aluminum alloy. Simple, one -day erection requires only screw- 
driver, wrenches and drill. These lightweight buildings are 
secured to foundation by anchor bolts, per "South Florida 
Building Code." Roof will take a live load of 20 lbs./s.f. Tensile 
strength of vinyl walls and roof is 7,500 psi, with compressive 
strength of 9,400 psi. Flame resistent properties add extra 

protection for your equipment and property (self -extinguishing 
per UL Report R.4754, 7-15-63). 

LOW THERMAL CONDUCTIVITY 
Ideal for extreme climatic conditions, the walls and roof 

of Geon rigid -vinyl have a thermal conductivity factor of 
only 1.3 BTtJ/s.f./hr./ F/in. In fact, this material was espe- 
cially developed for tropical housing capable of withstanding 
heavy winds, extreme heat, humidity and rain. (Geon will not 
rust or rot and is not subject to insect attack or fading.) 
The glossy surface of the tough rigid -vinyl reflects the sun's 
rays, maintaining a low interior temperature. 

All of these properties are equally valuable whether in a 
4' x 4' transmitter shack or a 20' x 80' retail or service facility. 
And the savings are just as great, proportionately, in either 
type of application. 

Intercontinental Industries Inc. 
2241 NW 40 - SUITE 203-M OKLAHOMA CTY, OKLAHOMA 
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AVAILABLE 
WITH 

BUILT-IM 

N MESSENGER 

CORRUGATED COPPER SHIELD COAXIAL CABLES and FITTINGS 

FLEXIBLE MINIMAL RADIATION LONG OPERATING LIFE 
LOW COST 

LOW ATTENUATION LIGHT WEIGHT 

EXCELLENT ATTENUATION 
FREQUENCY RESPONSE UNIFORMITY 

STANDARD REEL LENGTHS: 
3,000 FEET - CF -480 & 

CF -655 

"COPPAFLEX" ATTENUATION VERSUS BRAIDED CABLE 
3.0 

1.0 

0.6 

0.3 

RG 
I 

-11/V// 
- / RG -35/U / I 

/ // / / CF480 / / / 

G r 
CF 655 

/ / / 
20 40 100 

FREQUENCY IN MCS 

600 

¡,tCH 
pfft 

/DOP 
(C^ eo 
Solid copper center conductor 

Unicellular foamed polyethylene dielectric. 

5 mil (0.005") corrugated copper shield longitudinally 
applied. 

OPTIONAL: .480" 8..655" cables are available with Jacket of high molecular weight polyethylene 
integral messenger wire (0.109" galv. steel, 1800 (resistant to outdoor weathering) 
Ib. minimum breaking strength is standard). 

To ENGINEERS and TECHNICIANS... IDEAS WANTED! 
Will pay for ideas for new items or improvements on present products to better se:ve 

the CATV Industry. Submit your ideas to us for immediate evaluation. 

830 Monroe Street, Hoboken, New Jersey . CaII Us Collect: New York: (212) WH 3-5793, Hoboken: (201) OL 6-2020 
PLEASE INSERT THIS SHEET IN YOUR CATALOGUE 
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EDITORIAL 

A host of opponents and critics are mount- 
ing a campaign to bring community antennas 
under Federal regulation. Some broadcasters 
link CATV with Pay -TV and want to regulate 
them both. The NAB admits that Pay -TV and 
CATV are not the same thing . . . but calls 
one an "enigma" and the other a "dilemma"! 
NAB wants CATV regulated and flatly opposes 
Pay -TV, regulated or otherwise! TAME wants 
increased regulation of all forms of television 
except broadcast. 

At the Georgia Association of Broadcasters' 
August 4 conference on CATV and pay televi- 
sion, a battery of broadcast -oriented speakers 
faced heavily outnumbered representatives of 
CATV and Pay -TV. 

The forum was enlightening and, we be- 
lieve, productive. Many broadcasters came 
away with a better understanding of CATV- 
and how industry representatives regard broad- 
cast and pay television interests. Just as im- 
portant to the CATV owner, however, is what 
the broadcasters, FCC and the TAME group 
had to say about CATV! 

The GAB meeting afforded us an excellent 
opportunity to learn just where CATV oppo- 
nents stand-and what their motives and ob- 
jectives are. We are sharing some of this 
information with you, through an extensive 
report in this issue. We urge you to read it. 

You probably won't sympathize with Mr. 
Putnam, who claims that CATV operators lie 
to him and about him. Nor are you likely to 
applaud Mr. Leslie's view that "CATV is not 
compatible with the growth of UHF," or Mr. 
Jacob's statement that CATV operators have 
been "running roughshod" over the objections 
of broadcasters, FCC, and the Congress. 

If you disagree with these views it is 

important to you-and your industry-to hear 
and analyze them. The future of CATV may 
depend upon whether or not system owners 
are interested enough to listen to their oppo- 
nents. Prudent CATV operators will keep them- 
selves well informed during this critical period. 
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Your KEY to the ultimate ir 

CATV ...from start to finish L 
G I N E E R I N G From a staff of skilled draftsmen 

who will map the course of action ... to 
an experienced construction crew who 

will install the unsurpassed Ameco equipment 
. to a group of highly trained technicians 

who will "fire up" your system ... Ameco is tops! 

UI P M E NT First and finest ... Ameco ... truly the 
recognized leader ... truly the pacesetter 

of the entire CATV industry. Proven 
in research ... proven in production ... proven in 

the field in over 50% of the nation's cable systems! 

ROWA\/ E Another important plus that points up 
the completeness of the services 
offered by Ameco is microwave 

transmission. Increasingly important to cable 
system operation ... Ameco's Antennavision Service 

Company has become a major factor in this field. 

A N C I N G First in the CATV industry to offer 

RVICE 

eope solid- 

a wide spectrum of long-term finance 
plans ... Ameco has financing to suit 

your situation be it turnkey or equipment ... 
an extension ... a rebuild ... or a new system. 

The one and only company in the cable 
field that cares enough about you 

and your cable system to provide doorstep 
delivery. See it ... try it ... buy it ... 

from Ameco's "Salesmobile" truck. 

lea 41. _4' 
SALES 

SERVICE 

SUPPLIES 

ALBANY, NEW YORK 

P. O. Box 229 

AC 518 434-9758 

HARRISBURG, PA. 

132 Locust St. 

AC 717 236-1001 

CINCINNATI, OHIO 

P. O. Box 1335 

AC 513 321-8060 

MINNEAPOLIS, MINN. 

P. O. Box 1203 

AC 612 332.0666 

DALLAS, TEXAS 

6111 Harry Hines Blvd. 

AC 214 FL 1.1567 

PORTLAND, OREGON 

1460 S. E. 58th 

AC 503 232-7051 

DECATUR, ALABAMA 

1622 5th Ave. SE 

AC 205 353-1185 

SAN FRANCISCO, CALIF. 

P. O. Box 34023 

AC 415 PR 5-4566 
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News 
SPECTRUM 
TELEPROMPTER 

Capital for community system ex- 
pansion, to the tune of $4 million, 
has been loaned to TelePrompTer 
Corp. by The çhase Manhattan Bank 
and Franklin National Bank. In New 
York, Irving B. Kahn, Chairman and 
President of the firm, said the long- 
term borrowing will help to assure 
continued healthy growth of Tele- 
PrompTer by facilitating expansion, 
primarily through acquisition and de- 
velopment of community television 

Kahn reported that TelePrompTer 
will utilize a substantial portion of 
the funds to immediately retire most 
of its outstanding debt, with the bal - 

OBTAINS $4 MILLION UNSECURED LOAN 
ance added to working capital. 

Bruce Merrill, new NCTA Chairman 
commented that the loan marks . a 
"major milestone" in the development 
of the cable television industry. He 
said, "By granting TelePrompTer the 
same unsecured credit commonly ex- 
tended to other types of stable business 
enterprises, these two leading banking 
institutions have recognized that our 
industry is coming of age as a sound 
investment opportunity." 

TelePrompTer is currently consider- 
ing several acquisitions, in addition 
to the 14 systems which now serve its 
46,000 subscribers. 

NOWACZEK LEAVES NCTA 
Frank Nowaczek has resigned his 

position as NCTA Director of Re- 
search to join TeleSystems Corpora- 
tion, Glenside, Pennsylvania. Mr. 
Nowaczek will be Assistant to Fred 
Lieberman, President of TeleSystems. 

Serving NCTA for five years, Mr. 
Nowaczek has been administrative as- 
sistant, Research Director and has 
served as administrative head of the 
Washington office in the absence of 
an NCTA president. His resignation 
becomes effective September 1. 

FIRST ALL -SILICON CATV SYSTEM 

DELIVERS TV TO COCOA BEACH 

Construction is now underway in 
Cocoa Beach, Florida of the CATV 
industry's first all -silicon transistor- 
ized system, according to Dr. Byron 
S. Clair, president of Westbury CATV 
Corporation, Mt. Vernon, New York. 
Superior temperature stability is cited 
as an advantage of the silicon circuitry. 

Jay Demming, president of Commi - 
cable, Inc., which awarded the con- 

NCTA FILES REPLY COMMENTS OPPOSING PROPOSED CATV MICROWAVE RULE MAKING 

Earlier this month the NCTA filed 
rely comments in opposition to the 
FCC's proposed CATV/Microwave 
rulemaking, Dockets No. 14895 and 
15233. NCTA claims broadcasters' 
contentions that CATV systems have 
inflicted economic hardship on local 
television stations are without basis 
in fact. 

The reply comments were filed in 
response to the Commission's proposed 
rules to govern grants in the Business 
Radio and Common Carrier Micro- 
wave Service where community anten- 
na systems are served. A key provision 
of the proposed rules is the require- 
ment that a CATV would have to 
agree not to duplicate the programing, 
for a period of 15 days before and 
after telecast, of any station within 
whose Grade A service area the system 
renders service. The interim require- 
ment which required the same non - 
duplication by syster within the 
Grade B contour of a station was re- 
cently discontinued by the Commission. 

Claiming that there exists "no ur- 
gent need" for the protection of local 
broadcast stations by microwave -served 
CATVs, NCTA asked the Commission 
to "announce that with respect to 

microwave applications which are in- 

tended to serve CATV systems, a 
protest from television broadcast sta- 
tions will be entertained only if there 
is a strong prima facie case presented. 
indicating injury to the public inter- 
est." The Association comments also 
reiterated the position taken in its 
earlier filing that Commission control 
over microwave -served CATV's be on 
a "case -by -case" basis. 

NCTA cautioned the Commission 
to "proceed cautiously" should it 
"take the risk of curtailing multiple 
service to the subscribing members 
of the public through the issuance of 
general rules." If rules are adopted, 
says NCTA, the Commission should 
"attempt the approach of simultaneous 
non -duplication within 15 miles of the 
principal city to which the TV station 
is assigned ... rather than resort to 
a more radical remedy, leaving any 
relief beyond this to a case -by -case 
approach." Furthermore, the NCTA 
submittal emphasized, a remedy should 
only be afforded a broadcast station 
"upon proof of need," and that the 
complaint of a broadcaster should be 
considered only with respect to the 
station's "precarious financial situa- 
tion." The NCTA reply comments sin- 
gle out and strongly reprimand Spring- 
field Television Corporation, operator 

of New England UHF television sta- 
tions. Comments filed by the firm with 
the FCC alleged that CATV systems 
in the coverage area of its station 
WRLP, Greenfield, Mass., were hav- 
ing a detrimental economic effect upon 
the station. 

Based upon information taken from 
FCC files, the NCTA contends that 
the station is in sound financial con- 
dition, along with WWLP, Spring- 
field, the parent station of the Green- 
field satellite. NCTA comments state 
that the Springfield's statements are 
"entirely at odds with the facts" and 
that the station has "unfairly attempted 
to place the responsibility for its dere- 
lictions on the CATV systems operat- 
ing within its service area." 

Significantly, Springfield broad- 
casting's own advertising promotions 
claimed a coverage "bonus" in the 11 
community antenna systems which 
carry its signals. Meanwhile the station 
pleads "adverse economic impact" to 
the Commission. NCTA points out that 
during 1963 only seven other UHF 
stations, besides WWLP, had revenues 
over one million dollars. The NCTA 
concludes that in view of its "bur- 
geoning prosperity, Springfield's alle- 
gations of economic hardship ring 
quite hollow." 
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tract, stated that "Cocoa Beach resi- 
dents currently receive spotty reception 
on only three channels. This new 12 - 
channel system will not only provide 
a sharp, clear picture, but also in- 
crease the program selection of area 
viewers." 
NEW CATV MICROWAVE PROPOSED 

A new 12700-12950 mc microwave 
service for community antenna sys- 
tems has been proposed by the FCC. 
(TV&C, June 1964) . The "Community 
Antenna Relay Service" (CAR) would 
be administered by the Broadcast Bu- 
reau. The proposal would provide for 
narrow band (12.5 mc) operation 
without overlap of sidebands. 

A second proposal would permit 
wideband operation (as under present 
25 mc spacing) but would provide 
for 12.5 mc spacing between asign- 
able frequencies for overlapping side - 
band modulation. The proposal states 
that each CAR licensee would be lim- 
ited to the use of 10 frequency assign- 
ments in serving any CATV system, 
unless a special showing were made 
to the Commission. 

CAR licensees would be required to 
adhere to new technical standards, 
intended to make it possible to "pro- 
vide twice as many video channels in 
the same amount of allocated spectrum 
space as presently is practicable." 

There would be no limitation on 
the number of CAR authorizations 
which a single licensee could hold. 
However, technical requirements would 
preclude a licensee from preempting 
all CAR frequencies in any one place. 
Interconnection of CAR facilities, and 
the servicing of more than one CATV 
would be permitted but not required. 

Under the proposal, an applicant 
for common carrier facilities in the 
Domestic Point -to -Point Microwave 
Radio Service with plans to serve a 
CATV system would be required to 
show that at least 50% of his proposed 
customers were unrelated to the appli: 
cant, and that they would utilize at 
least half of the service he provided. 
New common carrier facilities serving 
CATV's would be authorized only in 
the 10700-11700 mc band if they 
served routes up to 400 miles. Those 
with routes of 400 to 600 miles would 

COVER PHOTO - Supplied through 
the courtesy of Jerrold Electronics 
Corp. See page 33 for special article 
on this leading CATV manufacturer 
and system operator. 

be accepted in the 59259-6425 mc 
band, but only if they could show that 
the other band could not be used. It 
is also proposed that common carriers 
using the 10700-11700 mc band for 
CATV service would have to use 
equipment capable of maintaining suit- 
able frequency stability. 
FREDERICKSBURG, VA. GETS CATV 

On Friday, August 14, a new CATV 
system opened in Fredericksburg, Vir- 
ginia. Subscribers to the system will 
be able to receive 9 TV channels from 
stations in Washington, D. C., Rich- 
mond and Baltimore, plus educational 
TV from Alexandria, Virginia. 

Channels received by the new firm, 
Cablevision of Fredericksburg, are 
WMAR, WBAL and WJZ in Balti- 
more; WRC, WTTG, WMAL and 
WTOP in Washington, D. C.; WTVR 
and WRVA in Richmond, Va. Also 
WETA (educational) in Alexandria, 
Va. Entron, Inc., Silver Springs, Md., 
is supplier of the broadband equip- 
ment for the new community system. 

SYSTEM TRANSACTIONS 
Daniels & Associates has announced 

the sale of the CATV system in Perry, 
Fla. formerly owned by Mr. H. E. 
Jackson. The operation serves more 
than 350 subscribers. Florida Video, 
Inc. purchased the community system 
for an undisclosed price in what was 
reported to be the 73rd sale handled 
by Daniels & Associates in the last 
four years. 

Robert J. Tarleton has acquired a 
new community antenna interest in 
Titusville, Pa. The Titusville Cable 
Co., headed by Arthur D. Carlson, 
has been sold to Tarleton's firm for 
an undisclosed amount. The CATV 
serves more than 1500 subscribers. 

$15 MILLION PAY -TV LAUNCHED 

Pay -television franchises for Miami, 
Atlanta, Houston and Dallas have been 
granted by Paramount Pictures Corp. 
Plans have been announced by Inter- 
national Telemeter, a Paramount sub- 
sidiary, to reach a minimum of 75,000 
homes in each of the four areas. Oper- 
ations are slated to begin in the fall 
of 1965. 

Home Theatres, Inc. holds the fran- 
chises for Houston and Dallas. Presi- 
dent of the firm is John W. Allyn, a 
partner in Francis I. du Pont & Co. 
Holding the Miami franchise is Flor- 
ida Home Theatres Corp., headed by 

EMPLOYMENT SERVICE 

An Employment Service for 
Cable Television? It's here now! 
The need and the thought have been 
there for some time. TeleSystems Cor- 
poration has broached the idea, and 
the response has been one of universal 
approval. 
Even if cable television were experi- 
encing only the normal pattern of 
growth, after fifteen years of cable TV, 
there would be a need for a specialized 
service of this kind. But community 
antenna systems have gone far beyond 
the idea of bringing television to TV 
deprived fringe reception areas. Con- 
cepts of the place that cable television 
can fill keep expanding, and so does 
the growth of the industry. 
Where do you get the men who can 
keep pace with this kind of expansion? 
Business vision is demanded, as well 
as imaginative engineering. Both, of 
course, based on knowledge of sound 
principles. Such men will have grown 
up in the industry, and have demon- 
strated their ability to fill a position 
of greater responsibility. But the need 
is far greater than can be filled by 
those presently in cable television. 
Allied occupations must be looked to, 
where the requirements approximate 
the conditions found in cable TV. 
With a minimum of training added to 
their previously successful practices 
the potential of these men can be prop- 
erly utilized. Men like these may be 
available within your own areas. 
We have the resources to find them for 
you, and if desired, train them in our 
efficiently managed systems. You can 
so be free of the uncertainties of long 
distance relocation. 
Cable system employer: This is the 
kind of insurance you need-the avail- 
ability of good management and tech- 
nical men as you need them. 

Write or Call: 
Manager 
Personnel Placement Division 
TeleSystems Corporation 
113 5. Easton Road 
Glenside, Pennsylvania 
(215) TUrner 4-6635 

ALL INQUIRIES ARE HELD IN 
STRICTEST CONFIDENCE 

TELESYSTEMS CORPORATION 
113 S. EASTON ROAD 

GLENSIDE, PA. 
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Budd Mayer, president of a food bro- 
kerage firm. And Home Theatres of 
Georgia, Inc. has the Atlanta fran- 
chise. Jack Rice is president. 

Stockholders in the Texas Pay -TV 
firm, along with Allyn, include actor 
John Wayne, Winthrop Rockefeller 
and C. Hamilton Moses, president of 
Midwest Video Corp., holder of a 
Telemeter franchise for Little Rock, 
Ark. 

Telemeter has operated a Pay -TV 
system near Toronto for more than 
three years, utilizing cable transmis- 
sion. 

JERROLD GETS J -JACKS PATENT 

The U.S. Patent Office has issued 
a patent on the Jerrold J -Jacks Sys- 
tem, the "first single -cable, dual -func- 
tion distribution system for master 
antenna and closed-circuit television," 
according to Robert H. Beisswenger, 
Vice President and General Manager 
of Jerrold. 

The J -Jacks system provides outlets 
to which cameras or receivers can be 
attached interchangeably through a 
simple plug-in unit. Applications in- 
clude schools, hospitals, industrial 
plants and military establishments. 
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Prominent, well -established 
CATV group owner needs 1 man- 
ager, 5 chief techs, 5 techs. Must 
be experienced. Excellent salary. 
Good benefits. Variety of loca- 
tions. Much local authority and 
responsibility. Submit resume in 
strictest confidence. Our employ- 
ees know of this ad. Write Dept. 
81, TV & Communications, P. O. 
Box 63992, Oklahoma City, 
Oklahoma. 
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Priceless! 
Money can't buy a 
catalog like this. 
(We give them away) 
This is probably the greatest give-away that you'll ever run 
into. Our catalog runs over 100 pages, and literally contains 
everything that you could possibly need for a CATV system. 
That alone, is enough to make it priceless; but you also get (for 
free also) the highest quality, and the fastest service possible. 

This could be the wisest 5c you ever invested. 

THE PLACE TO BUY EVERYTHING FOR YOUR CATV SYSTEM 

BOX 472 
LEWISTOWN, PA. 
PH. 717-248-3941 formerly 

TELCO 

>ETTERs 
Editor: 

We consider your publication a 
most useful, informative one. I would 
recommend, though, that you try to 
work up some sort of classified adver- 
tising section, as appears in Broad- 
casting Magazine, for the purpose of 
buying and selling systems and equip- 
ment; and for the purpose of inform- 
ing the trade as to the availability of 
employment opportunities for various 
individuals who wish employment and 
for those who are seeking employees. 

Howard Warshaw 
Highlands Cable Television 

Corp. 
Sebring, Florida 

Howard, we are seriously consider- 
ing expanding our classified section 
to perform the services you suggest. 
Thank you for your recommendation. 

Editor: 
Would you send me the name and 

address of the company that carries 
the Utilift that is pictured in your 
July issue on page 22. 

If you wish you can notify them to 
send me literature and prices. .. .. 

Leon Reed 
Reed's TV Cable System 
Wellsboro, Pa. 

Leon, we are forwarding your letter 
on to TeleSystems Corporation, 113 
South Easton Road, Glenside, Pennsyl- 
vania, manufacturers of the Utilift. 

Editor: 
Your magazine used to cover other 

subjects besides Cable TV, namely TV 
translators, etc. If you do not cover 
this subject now, please transfer my 
subscription to the two-way communi- 
cations publication. 

Roy G. Rickles 
Rickles Electronics & Com- 

munications 
Gadsden, Alabama 

Roy, we will be happy to transfer 
your subscription to COMMUNICA- 
CTIONS Magazine. TV & COMMUN- 
ICATIONS does not cover TV trans- 
lators .. . we did, however, assume 
the subscription liabilities for a maga- 
zine that (some two years ago) cov- 
ered that subject along with CATV. 
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"Cell -O -Air" Coaxial Cable 
with "Coppergard" 

Outperforms the others 
more and more 

The mechanical and electrical advan- 
tages of Superior's Cell -O -Air Coaxial 
Cable with Coppergard offer you up 
to 200 lower attenuation and far bet- 
ter long term transmission stability. 
Solid tubular Coppergard corrugated 
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5 -mil copper shield provides positive 
protection against radiation leakage. 
Corrugations permit hand bending up 
to acceptable limit of 20 times the 
cable diameter, to assure maximum 
flexibility without fracturing shield. 
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"During the past 12 months we have installed more than 

1,600,000 feet of Superior 4920 Coppergard Coaxial. 
Of the 

total footage you supplied, no reels were rejected because 

of electrical integrity or cable quality 
or workmanship. 

You will be interested to learn that 4920 delivers far 

more in performance than you ever claimed for it." 

Ni 

ELECTRONIC WIRES 

Y= 
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AND CABLES 

Write for the name of the company nearest you 
where Superior Cell -O -Air Coaxial Cable with 

"Coppergard" is installed. 

Manufactured by 

SUPERIOR CABLE 
Superior Cable Corporation Hickory. North Carolina 
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FOCUS 
. .. On Progress 

HANSEN NAMED CHIEF ENGINEER 
AT PHELPS DODGE 

Jerry F. Hansen has been appointed 
Chief Engineer of Phelps Dodge Elec- 
tronic Products Corporation accord- 
ing to an announcement by H. W. 
Jones, III, Vice President. 

In his most recent position with 
Edgerton, Germeshausen and Grier, 
Mr. Hansen was Project Section Head 
for weapons test diagnostic installa- 
tion. While serving with Autonetics 
and Northrop Aircraft, he acquired 
an extensive background in quality 
verification testing, environmental 
testing, and system design. 

Mr. Hansen received a B.S. (M.E.) 
degree from the University of Idaho, 
and belongs to American Society of 
Mechanical Engineers and National 
Society of Professional Engineers. He 
is a registered professional engineer 
in California, Nevada and Idaho. 

KUSHNER NAMED AT JERROLD 
The newly appointed Sales Manager 

for Jerrold's Industrial Products Divi- 
sion is Mr. Alvin E. Kushner. The pro- 
motion climaxes a 12 year association 
with Jerrold Electronics Corporation 
as Mr. Kushner moves up from the 
post of Southeastern Regional Man- 
ager for the company's Distributor 
Sales Division. He has also served as a 
field engineer, previously, with Jer- 
rolds CATV division. 

sey. Mr. Schaeffer has been in the 
industry since 1952 and most recently 
with Telco. He will represent Viking 
in a sales capacity in the Pennsylvania 
and West Virginia areas. 
AMECO PROMOTES 

Reorganization of the technical de- 
partment of Ameco, Inc. has resulted 
in two major changes according to 
Bruce Merrill, President of the Phoe- 
nix, Arizona company. 

Bill Rheinfelder recognized for his 
research background in the solid-state 
field and author of several articles 
and books on solid-state, has been 
named Director of Research and De- 
velopment for Ameco. Mr. Merrill 
reported that Mr. Rheinfelder's de- 
partment will be doubled in both 
personnel and laboratory size as the 
company steps up efforts in the re- 
search field. 

Rheinfelder Nelson 
The second major change is the 

appointment of Donn Nelson as Assist- 
ant Director of Technical Operations 
under the new set-up. Formerly head 
of Test and Alignment, Nelson will 
work closely with new product devel- 
opment as well as field operations. 

Additions to the contract sales force 
have been made with Ed Andrews 
named to represent the company in 
the northeast and Joe Murphy in the 
northwest. Andrews is known in the 
CATV field having been a represent- 
ative for a cable equipment manufac- 
turer for a number of years. Murphy 
joins Ameco after sales experience 
with an antenna manufacturer. 

corporated, has been announced. Frank 
Fogarty will head the company re- 
cently organized to operate Commun- 
ity Antenna Television Systems. 

Other officers elected were Arthur 
Rasmussen, Vice President; H. Y. En- 
geldinger, Treasurer, and Gordon Tut- 
tle,, Secretary. 

Mr. Fogarty is Executive Vice Presi- 
dent and Mr. Engeldinger is Treasurer 
of Meredith Broadcasting Company. 
Mr. Rasmussen is Financial Vice Presi- 
dent and Mr. Tuttle Assistant General 
Counsel and Secretary of Avco Cor- 
poration. 

Directors elected were Payson Hall, 
President of Meredith Broadcasting 
and Executive Vice President of Mere- 
dith Publishing Company; John Mur- 
phy, President of Crosley Broadcast- 
ing Corporation. Other directors in- 
clude Fogarty, Rasmussen, Engeldinger 
and Tuttle. 

Formed July 1, Meredith-Avco's 
present operations are centered in the 
Cape Kennedy area of Florida. 

C -COR NAMES CHIEF ENGINEER 
The new Chief Engineer for C -COR 

Electronics, Inc., is Mr. George P. Dix- 
on. The position includes responsibility 
for all engineering activity, including 
design, development and testing of a 
complete line of solid state and tube 
amplifiers. Prior to this appointment, 
Mr. Dixon was Chief Engineer at Nu- 
clear Research Corp.; Engineering 
Manager of Electronics Instrument 

Div., Burroughs Corp., and Chief 
Electronic Engineer for Bristol Engi- 
neering Corporation. Previously he 
had held various positions with El- 

VIKING SALES REP APPOINTED NEW CATV FIRM Tronics, Inc., Westinghouse Electric 
Dean Schaeffer has been appointed NAMES OFFICERS, DIRECTORS Corp., Bendix Radio and the U.S. 

as field sales representative for Viking President -Elect of the newly formed Naval Research Laboratory in Wash- 
Cable Company, Hoboken, New Jer- CATV Company, Meredith-Avco, In- ington, D.C. D 
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Fred Weter, Manager, Sales Division, originator 
of the 'AIDA" promotional plan, and Tom John- 
son, Promotion Division, are experts in adding 
new subscribers to your CATV system. The 
"AIDA" Program, a direct selling approach, 
added 12,000 subscribers in 35 systems last 
year. The "AIDA" Program increased the income 
of these systems over $750,000.00. At practi- 
cally no cost to the system. When you want to 
add subscribers to your CATV system, with new, 
proven sakes techniques-Fred Weber and Tom 
Johnson are two good reasons why it's smart 
to work with TeleSystems Corporation. 

"AI DA" 

PROMOTION 

TeleSystems Corporation offers the 
CATV industry successful subscriber 
promotion plans that have been field 
tested and proven. 

The "AIDA" Program is a complete 
promotion package which is initiated 
and coordinated by TSC personnel. 
When you want more subscribers- 
you'll profit by a call to TeleSystems 
Corporation. 

Serving CATV Systems in Engineering, Construction, Equipment, Promotion and Management. 

TELESYSTEms Co :R o R.. .A 'r i o 
113 South Easton Road, Glenside, Pennsylvania 215 TU4-6635 
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SPECIAL REPORT 

G. A. B. "SEKTS" CONFERENCE 

Southern hospitality was the byword of the 3rd Annual 
Southeast Radio-TV Seminar in the progressive and very 
TV -minded southern city of Atlanta, Georgia. 

The meeting, sponsored by the Georgia Association 
of Broadcasters, got underway with a social gathering at 
the Riviera Motel. It was an opportunity for broadcasters, 
lawyers, CATV owners, Pay -TV advocates, etc. to get 
acquainted and re -acquainted. We enjoyed meeting many 
of the key people involved in the pros and cons of recent 
television problems. 

After the social hour, we adjourned with Vernon 
Kohlhaas, Washington Attorney; Frank Nowaczek, NCTA; 
Ed Kelly and Al Warren, TV Digest; Kyle W. Huddle, 
Television Cable Corporation, Kingsport, Tennessee, and 
several others to Dale's Cellar for a very delicious dinner 
and provocative conversation. 

The Seminar officially got underway when Charles 
Doss, WROM (Rome, Ga.) and President of GAB, called 
the meeting to order. 

First speaker of the morning session was John Pinto, 
Vice -President of RKO General Phonevision. His talk (plus 
graphic stories on how broadcasters, like anyone else, can 
be dissatisfied with the status quo) brought an enthusiastic 
round of applause (and laughter) from opponents and 
proponents of CATV and Pay -TV. 

William Putnam, President of WRLP-TV, WWLP, 
WWOR, was next on the program and had the apparent 
backing of many broadcasters as he presented his views on 
why "Some Broadcasters Don't Like CATV." 

Terry Lee, Storer Broadcasting Co., was to present the 
opposite view. However, he was unable to attend and 
Andrew G. Haley, Washington Attorney, filled in. Mr. 
Haley brought attendees up to date on the recent KLIX 
decision by the U.S. Court of Appeals. 

Max Paglin, Washington Attorney and former FCC 
General Counsel, then presented his views on the merging 
of TV and CATV. He likened the merger to a set of rail- 
road tracks-the merging of TV and CATV "is at an opti - 

Charles Doss (I) receives Illegitimi Non Carborundum from 
Herb Jacobs. 

cal joining point." Mr. Paglin told of the "vital role to be 
played in the future of TV both by CATV and other forms 
of `free' TV." The future of TV lies in the nature and scope 
of programming, he asserted, the public is not satisfied 
with 1 or 2 channels and is now willing to pay for multi- 
channel coverage. 

"Although CATV started as a homegrown grass roots 
cable conduit, it has now grown beyond the wildest dreams 
of its '49ers." Mr. Paglin continued, emphasizing that 
"CATV is here to stay," and reminded broadcasters that 
they can now get into it. He also urged CATV operators 
to become broadcasters themselves. The attorney pointed 
out that CATV has the opportunity to, become a real public 
service by becoming an integral part of the community. 
TV and CATV combined "can now become a real commun- 
icator" and provide TV service in the public interest, he 
told the forum. 

General Counsel for NCTA, Robert L'Heureux, quickly 
covered the main points of his talk "CATV & Pay -TV As 
We See It." He then deviated from his prepared talk to 
rebut the earlier claims and accusations against CATV by 
William Putnam. The Association lawyer pointed out that 
although Mr. Putnam openly attacks CATV, he advocated 
it in his advertising as extended coverage. 

Mr. L'Heureux's comments brought both objections 
and accolades. The meeting was out of control only momen- 
tarily, however, as Herb Jacobs addressed the chair and 
suggested that the remainder of the speeches be confined 
to the topics assigned and prepared. "It was my under- 
standing that rebuttals should be withheld until the after- 
noon question and answer session." Mr. Doss agreed and 
cautioned the remaining speakers to follow the planned 
program. 

Next on the agenda was Morton Leslie, Acting Chair- 
man of TAME, presenting "The TAME Views." Mr. Leslie 
reported that TAME is very much opposed to CATV and 
Pay -TV (wired), however, he stated that the organization 
does not want to put CATV out of business ... just wants 

Andrew G. Haley, Washington Attorney, 
reports KLIX decision. 

Al Ricci, Keene, N. H. discusses TV "politics" with 
Vernon Kohlhaas at social. 
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SPECIAL REPORT 

it regulated. (In the question and answer session he urged 
broadcasters to "use their own systems ... to educate the 
public" in their efforts to fight CATV.) 

William Carlisle, Vice President of Station Services 
for NAB, reported on how "NAB Views CATV and Pay - 
TV." He indicated that NAB favors CATV (under certain 
conditions) and opposes Pay -TV. 

Hilburt Slosberg, Associate General Counsel, Federal 
Communications Commission, presented generalized FCC 
views on CATV and Pay -TV. He reiterated Fred Ford's 
views on all forms of TV providing service in the best 
interest of the public (per Ford's talk at NCTA conven- 
tion) . He explained that it is difficult to define the Com- 
missioners' views on CATV-"We have seven pairs of 
eyes"-it is difficult to focus them on one viewpoint. He 
further pointed out that the Commission has a problem not 
only with focusing 7 pairs of eyes upon a single viewpoint, 
but that CATV is growing and expanding so rapidly, they 
must focus upon the future as well. 

The attorney said that viewers see TV not as a tech- 
nical or legal definition of wired or radio transmissions 
but as a picture on a TV screen. Everyone agrees to the 
"need of á comprehensive regulatory scheme." The regu- 
latory scheme is necessary to achieve harmonious relation. 
Multi -channel operation is here, fully established. FCC 
proposed non -duplication to lessen impact of CATV upon 
local stations. The question of time (15 days before/after) 
is open and comments are requested. If CATV retains its 
power to alter signal, it is conceivable, Slosberg maintains, 
that section 315 (equal time) could be violated. And the 
FCC must consider public interest. 

A new common carrier service has been proposed- 
designed for (CATV) self -owned microwaves to take them 
out of FCC and put them in separate frequencies. The 
"Commission earnestly solicits all information and com- 
ments" that the industry submits, "to achieve maximum 
utility of scarce frequencies." CATV is an adjunct to broad- 
cast TV and should be under the broadcast services, accord- 
ing to the FCC counselor. The Commission is looking on 
the California STV efforts with interest and "can make 
judgments only on the information we can obtain," Mr. 
Slosberg concluded. 

Eugene Cogan of McCann -Marschalk, Atlanta, detailed 
the advertiser's views on CATV. Advertiser is in favor of 
CATV and Pay -TV as an extension of broadcast. Airwaves 
belong to United States, not to any individual or company 

Frank Nowaczek, NCTA, 

at social hour. 

and should be regulated by a federal agency, he claimed. 
Every known form of broadcasting should be permitted to 
exist, in his view. "Just because people live in a valley or 
on a mountain should they be denied the privilege of cul- 
ture" and other advantages offered by TV? "People will 
spend money to appeal to their particular tastes" and will 
certainly pay to select programs of their choice. The term 
"Pay -TV," Mr. Cogan said, "is discriminatory ... all TV 
is pay ... TV sets are not free" and "the electricity bill 
goes up when the TV is turned on." 

The next speaker, Vernon C. Kohlhaas, related the 
lawyer's viewpoint-basically identical to FCC-all TV 
must work together. He stated that broadcasters must em- 
brace Pay-CATV as supplementary sources of programming 
and revenue. 

Bruce Merrill, NCTA, noted that nowhere in he pro- 
gram did GAB include "our boss, John Q. Public." The 
public wants a picture on his TV screen-he doesn't care 
how it gets there. 

Herb Jacobs, President of TV Stations, Inc., compli- 
mented GAB for its "guts to bring topics out in the open" 
and presented President Doss with a framed rendition of 
Don Quixote charging forward on his not -so -gallant steed 
with a flag unfurled behind bearing the inscription "I11i- 

gitimi Non Carborundum." 
When the meeting reconvened after luncheon, Mr. 

Doss introduced the panel made up of presidents of state 
broadcast associations and the question and answer session 
began. 

The hot, humid Georgia weather then began to take 
its toll on tempers. Assertions were made and objected to- 
counter claims were made and denied. Several times the 
moderator requested cooperation from those present. 

Finally, Southern hospitality prevailed (plus the fact 
that many panel members had airline schedules to meet) 
and the Seminar ended on a friendly note. 

OBSERVATIONS: Although attendees agreed that no real 
solutions to the problems discussed were reached, it was 
conceded by all that GAB had gone a long way to provide 
a vehicle to reach the solutions. 

Many people (including broadcasters) were concerned 
because so many of the speakers apparently had assumed 
that all broadcasters were against CATV. Of course, the 
trend is in the opposite direction, with more and more 
broadcasters looking upon CATV with favor as many 
station owners openly seek CATV ownership. 

Controversy, conversat;on and coffee featured at SERTS 

conference. 
Max Paglin responds during Associate General Counsel Hilburt 
question -answer session. represents FCC at GAB. 
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SPECIAL REPORT 

G.A.B. 

Question.,. 

...Answer 
The following transcript is taken from a tape 
recording of the question and answer session at 
the SERTS conference. Only the most pertinent 
questions and replies are recorded due to lack 
of space. Moderator is Charles Ross. 

"Joe Walters representing Kentucky Broadcasters 
Association: If it is all right for community 
antenna systems to rebroadcast television stations, 
wouldn't it be equally all right for television 
stations to rebroadcast subscription television 
stations . should it work both ways?" 

"Vernon Kohlhaas: The act itself takes care of 
the question you raise because one station cannot 
rebroadcast the programs of another. . The 
act does not prohibit a CATV from picking up 
another program." 

"Joe, do you have a reply?" (Charles Doss) 
"Yes, I know that is true, but to keep it on 

an equal basis, if the community antenna systems 
help more people get more programs, wouldn't 
the television stations help those people over the 
valley from Los Angeles get more programs-just 
buy one set and rebroadcast the subscription TV 
systems-change the act so you can do that." 

"Mr. Kohlhaas, do you have a comment?" (Doss) 
"Well, there he is going into a question of 

policy and there are proposals to amend 325 to 
prohibit CATV from picking up programs from 
broadcasters without their consent-I've never 
heard the reverse argued." 

"Robert L'Heureaux, Washington, D. C.: That 
is part of the answer, but not all. The Communi- 
cations Act of '34 is amended to prohibit a broad- 
caster from rebroadcasting the programs of another 
broadcaster-That's just a technicality there, seeing 
that we were not declared to be broadcasters. 
There is . nothing in the Communications Act 
that would prohibit a broadcaster specifically from 
picking up a Pay -TV program for instance if he 
has permission of the Pay -Television. In other 

words, you can originate as broadcasters anything 
you want-anything you can buy. Now why is it 
that CATV as you raised the question does not 
pay? You realize that in the southern district of 
New York there is a case being considered brought 
by United Artists Corporation against us and 
the courts will decide there if we do have to 
pay or not so it's still an open question. The 
Communications Act says nothing about it, but 
whether we have to by law is another question." 

"Any other comments?" (Doss) 
"I'm Dick Biddle from WOWL-TV in Florence, 

Muscle Shoals, Alabama. This is a little sidelight 
to this whole meeting, but while you broad- 
casters who are here in the interest of trying to 
solee a problem or at least to understand it are 
squabbling among yourselves, the newspaper, our 
number one competitor, is having a field day. 
And, I think that Pay -TV with the big money 
interests behind it has done a real fine job of 
getting a public-relations story out of the public. 
But, the broadcasters haven't gotten the oppor- 
tunity through the print media and they aren't 
even using their own medium to explain to the 
public exactly what the broadcasters' point of 
view is if there is any unanimity in the view. 
So it is my suggestion to Bill Carlisle and NAB 
that they redouble their public-relations effort on 
behalf of broadcasters to tell our side of the 
story as opposed to Pay -TV." 

"Thank you Dick, I think we have an answer 
for you over here." (Doss) 

"I'm Bill Carlisle. I went out to California last 
month . to talk to every broadcaster I could 

. to make one thing very clear, that we weren't 
seeking to guide their policies. . Nor to try 
to get them to oppose the Pat Weaver propo- 
sition out there. What I suggested to them was 
that perhaps they could give full exposure to 
both sides of the Pay -TV issue. I emphasized both 
sides, with the theory, as I said this morning, 
that an informed public could then make up its 
own mind. Thus, Dick, I don't know what you 
would have us do beyond that. . I think that 
if this is important to us, we will find ways 
to expose these issues to the public." 

"Who will find them, Bill?" (Biddle) 
"The broadcasters-licensees. We can give all 

the guidance, we can send speeches out, we can 
get into print in all sorts of ways. The only 
other way to reach the people, it would seem 
to me, would be to do something that many 
people in this industry would object to and that 

is, as Herb Jacobs suggested in Chicago, to raise 
a gigantic war chest and then perhaps go into 
the newspapers . . . to try to exploit or explore 
these issues." 

"Morton Leslie, TAME. This matter the gentleman 
from Alabama has raised, getting information 
over to the general public has been something 
that has been . . . one of the difficult things 
we've had to overcome. We in the technical side 

essentially the receiving antenna and the 
distributors and television technicians . very 
often we are guilty of something which quite 
possibly the broadcasters are equally guilty of 
and that is not seeing the trees for the forest 
or the reverse. . . . The average individual looks 
upon television, upon his TV set, upon CATV 
and upon antennas with a profound degri of 
completely. He looks upon this with no greater 
clarity than he might his own body. Any one of 
us as television authorities, myself included, could 
walk tosomeone down Peachtree street that just 
has a pair of rabbit ears, or antenna or even a 
CATV subscriber and say to him, we'll give you 
better TV or we'll give you more TV or we'll 
give you this or that. And, as an authority, they 
may not quite reach in their pocket and buy 
your message but they will listen. Mr. Merrill 
had made a statement that is very close to my 
own thinking, not so much that I agree with him, 
but the fact that, in substance, it is a very, very 
important problem which should be aired. That 
is the idea or principal that I've heard so many 
times-'Let the public make a choice, let the 
public decide what it wants.' . the public, 
Mr. Merrill and gentlemen, can't make that 
choice. . Not that they're ignorant, NO! It's 
Just that this whole idea of TV, antennas and 
the technology behind it is over their heads. . 

I say to the broadcasters within the framework 
of the law and within the framework of good 
practice and ethics, use your own facilities to get 
this message to the individuals. Not to sell or not 
to disguise or not to do anything other than to 
just say 'this is free TV and this is this.' There 
are any number of approaches you can take. 
And, sure, the newspaper may be your competi- 
tor but if it's a matter of getting an important 
message which is important to you over to a 
group which maybe the newspaper can accom- 
plish, we who are in the TV and are allied to 
broadcasting-we use the newspapers too-in a 
lot of cases to the express advantage of the 
broadcaster." 

NAB Views on CATV and Pay Television 
Remarks by William Carlisle, NAB Vice President, before the Southeast Radio-TV Seminar 

"Your (GAB) printed program 
makes Siamese Twins of CATV and 
Pay Television, joining them together 
by subtitle as `Broadcasting's Dilemma 
of the Decade.' We are speaking in- 
stead of two separate problems, the 
dilemma of community antenna on the 
one hand and the enigma of Pay Tele- 
vision on the other. The Board of 
Directors of the NAB-as well as the 
blue ribbon Future of Television in 
America Committee of the NAB- 
have both sought always to keep them 
separate in their deliberations. . . . 

They have common characteristics in 
that each system charges the consumer 
money for the reception of programs 
on his television receiver. But CATV, 
strictly defined, is simply a transmis- 
sion or relay system-picking up sig- 

nals from near and afar and delivering 
those signals by wire or cable to the 
subscriber's home. This is a physical 
service and it is for this service that 
the consumer pays his monthly fee. 

Pay Television, on the other hand, is 
defined as 'any wireless, wired or cable 
facility transmitting or distributing 
programs into the home on a fee 
basis which are not in the first in- 
stance broadcast for reception by the 
public without charge." 

"NAB recognizes that CATV is here 
to stay, that it is a potent force, an 
attractive investment for broadcast and 
non -broadcast capital, a benefit to 
many broadcasters, a plague on cer- 
tain other broadcasters, and an indus- 
try with a healthy growth potential. 
The Association's concern has always 
been with the uncontrolled growth of 
CATV. NAB is determined to make 
every effort to assure that CATV 
enjoys an orderly growth. We only 
oppose CATV when we see damage 
being done (or apparently about to 
be done) to the development of the 
nationwide VHF and UHF advertiser - 
supported free television system as 
envisioned in the FCC's 6th Report 

tions for its development, 
jury to the allocations plan and can 
inhibit the appearance of local live 
television stations. 

and Order . . . a burgeoning 
complex, absent any rules or 

can 

CATV 
regula- 
do in - 

"Then, entirely aside from the dam- 
age uncontrolled CATV can do to the 
nation's free television growth, NAB 
seeks also to insure that CATV does 
not become a vehicle for the emerg- 
ence of a nationwide inter -connected 
web of wired pay television systems. 

". . . (NAB) feels that some form 
of legislation must be secured in the 
next session of Congress to give the 
Confmission a degree of control over 
CATV . . . situations wherein local 
signals are degraded, local stations 
are left off the cable, programs are 
simultaneously duplicated, audiences 
are unduly fractionalized, and harm 
is done to free local television with 
corresponding harm to the public. It 
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would place non -microwave -fed CATV's 
on the same basis, regulation -wise, as 
microwave -fed systems. . . . Broad- 
casters have no wish to impose any 
more controls over CATV operators 
than are necessary to reach the broad 
aims I have recited . . . the NAB 
Television Board asked the Committee 

and the NAB staff to use the interim 

period before the 
next (Congression- 
al) session to pre- 
pare legislation in 
final form. It also 
authorized expend- 
iture of substantial 
funds for a further 
CATV study, look- 
ing to a further 
filing with the 

FCC. I should make it clear that our 
Board finalized on no specific legis- 
lative language as of this date. It is 
perhaps within the realm of hope that 
the NAB, the NCTA and the FCC can 
reason together and agree upon legis- 
lation which ... would make passage 
far easier in the next session of Con- 
gress. 

"With respect to Pay Television, NAB 
opposes it . . . the concept of Pay 
Television is contrary to the public 
interest. NAB's opposition, as you 
know, was recently expanded to in- 
clude wired Pay -TV as well as Pay -TV 
by wireless. 

" . The public has spent billions 
of dollars on television sets, money 
spent with the expectation that the 
only additional or continuing cost 
would be for normal set maintenance 
and operation. We are opposed to Pay 
Television because it would break faith 
with the public and would create a 

class system in television based upon 
family ability to buy programs, much 
the same programs that are now free. 
We oppose Pay Television because it 
is inherently hypocritical whenever it 
glibly promises the public, for exam- 
ple that there "will never be any com- 
mercials"; or when it seeks to con- 
vince the public that it will aim only 
at small, enthusiastic groups of opera 
and ballet lovers, ignoring mass audi- 
ences where obviously the real poten- 
tial for money -making lies; we oppose 
Pay Television because it claims it 
will only `supplement' free television 
and may not affect the public's free 
fare at all, for we claim it will instead 

supplant free TV. 
Gt. .. Mass appeal sports are already 

disappearing from the free picture 
tube and will soon be available only 
through the coin box if these people 
have their way; we oppose Pay Tele- 
vision because it threatens both the 
public and the free broadcaster who 
serves the public with the siphoning 
off of free TV's only commodity: its 
talent.... Pay Television will be able 
to offer an enormous financial bonan- 
za to talent . . . and who could be 
blamed among them for making the 
inevitable switch? ... this siphoning 
off of mass appe.,1 programming would 
seriously impair free television's abil- 
ity to use money thus derived for .. . 

its enormous service to the viewing 
public. 

"If we are wrong-if ' our free in- 
dustry became convinced that Pay 
Television is what the public really 
wants ... I suspect that many licensees 
and, of course, the networks, would 
participate in Pay -TV to protect their 
very substantial investments. . . . 

"To sum up, I quote our Executive 
Vice President, Vince Wasilewski, 
who, in California to debate Pat 
Weaver, told their audience this: `If 
television had started on a pay basis 
(which is something that was proposed 
in its infancy) and it subsequently 
became free-that would be progress. 
But for television, which has become 
a nationwide institution on a free, 
advertiser -supported basis, to become 
"pay" is the antithesis-it is in fact, 
retrogression.' " 

Putnam vs. CATV 
William Putnam, President, WRLP-TV, WWLP, 
WWOR, Springfield., Mass. tells GAB forum why 
"Some Broadcasters Don't Like CATV" .. . 

". . .Apparently someone feels I 

don't like community antennas. Well, 
now that's not 
quite so; a true 
community anten- 
na is a fine idea. 
The only problem 
is that I don't 
know of any such 
thing. ... 

"Community an- 
tennas are seldom, Putnam: Lied about 

if ever, community and lied too 

propositions, although a good num- 
ber of them started out that way, or 
at least so the initial subscribers were 
led to think. However, when some of 
them have tried to withdraw, they 
found that what they had done instead 
was to make capital contributions to- 
wards an enterprise which somebody 
actually owned, which in most cases, 
and to avoid the payment of income 
taxes, has been sold two or more times 
to various out-of-town interests. To 
me, that's hardly a "community" en- 
terprise. 

"Now there is nothing sacred about 
distribution of television signals by 
broadcasting as opposed to the dis- 
semination of a somewhat similar 
service by wire. If people are content 
to patronize the one service and not 

the other, that's fine . . . the rub 
comes because law of our land has 
developed to the point that one form 
of visual electronic communications is 
subject to intensive regulation and 
another form is not. This is manifestly 
unfair.. . . 

"... My position on so-called com- 
munity antennas is that the rules gov- 
erning one form of electronic trans- 
mission should be the same as those 
governing the other. This is nice legal 
fiction that the air waves belong to 
the public - and hence the public 
should central their use. . . . That 
fiction falls apart as a means of segre- 
gating cable TV from free TV, when 
one considers the many uses of public 
rights of way by cables and, of course, 
the interstate transmission of CATV- 
and I don't mean publicly licensed 
microwaves, I mean service cables 
across state lines. 

"If a broadcaster is subjected to 
certain limits on what he may or may 
not exhibit . . . is required to pay 
ASCAP fees, so should the other com- 
municator. At WRLP we don't pay 
ASCAP any more. I don't see why 
we should pay if cables don't-so I 
don't. If a broadcaster is required to 
account for his actions, or lack of 
actions, before a Federal Commission, 
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so should the other communicator. 
"It is high time we gave up this 

silly fiction that a community antenna 
operator is a mere passive part of the 
television picture, for he is anything 
but. His actions can and in fact have 
brought on the death of many tele- 
vision broadcasters throughout this 
nation. He can turn them on or turn 
them off, and he doesn't have to an- 
swer to anyone-as he knows only 
too well. A station's signal can look 
good or look poor on his cable de- 

pending on how hard he wants to try. 
I know that, and you know that. A 

station can be added or subtracted 
from a cable very rapidly if the right 
noises are made to the right people; 
and almost any of us who are broad- 
casters are willing to pay-under the 
table if necessary-to get viewers... . 

"We broadcasters went into busi- 
ness, most of us anyway, to make a 

little money. Some of us try to be 
proud of what we're doing. Presum- 
ably we set out to provide a reasonable 
amount of value for our viewers in 
terms of true service to the commun- 
ity, development of local enterprise, 
promotion of local needs, etc. We are 
required to do this if we want to stay 
in business. For Uncle Sam, in the 
person of Uncle Bill (Henry) is al- 

ways looking over our shoulder, even 
if we don't have a little initial incen- 
tive, of our own. 

"Our debate is between the merits 
of wire TV for which the viewer must 
pay. or free television for which the 

Modern 175 mile CATV sys- 
tem in Bengington, New 
York needs technician. Op- 
portunity for advancement. 
Seeking well trained, well 
qualified men on Jerrold 
equipment. Prefer family 
man. Please write experi- 
ence, age, technical train- 
ing and expected compen- 
sation in first letter. 

2V i/Corat 

Empire State 

Cable TV 
178 Water Street 

Bengington, New York 

advertiser will pay. And please don't 
let us be confused into believing that 
if the advertiser doesn't pay, he will 
then lower his prices. An advertiser 
must advertise ... his sales costs are 
ultimately paid by the same consumer. 
Thus, today's cable viewer has to pay 
both these costs and is going to con- 
tinue to pay double for a long, long 
time. 

"Now in some areas there is no 
argument, for if any reasonable serv- 
ice is to be received, some sort of 
extensive antenna system is obviously 
necessary. It would be nice, however, 
if those who ran these things were 
also willing to admit that they made 
a reasonable or even substantial profit. 
After all, there's nothing wrong with 
being in on a good thing. . . . The 
wrong thing is the deceit that has 
grown up on the subject. The wrong 
thing is the persistent lies that are 
told like-community antennas have 
not driven broadcasters off the air. 
This is the greatest lie. Many stations 
have been closed down or have seri- 
ously curtailed their service because 
of community antennas, and this is 
happening today. Let us tell the truth. 
Let's admit that community antennas 
are good money making properties. 
Let's admit that community antennas 
are also destroying local free tele- 
vision service. They could be good 
money makers and have no conflict 
with local free television operations; 
but somehow-and for reasons I hon- 
estly don't understand, community an- 
tenna operators have a distinct and 
unexplainable dislike for local sta- 
tions, not just stations run by trouble- 
some persons like myself but all smaller 
and locally oriented services. 

"I have done a little research on 
cable economics-I find that visible 
operating costs in one community of 
10,000 souls run to somewhat under 
$40,000 per year including all over- 
head and operating income runs to 
somewhat over $100,000. Now, these 
are unaudited figures because no ca- 
ble operator ever lets a broadcaster 
look at his books and even if he did, 
from my experience with these people 
they might not reflect the truth; for 
I have been lied about and lied to by 
almost every cable operator of conse- 
quence I have ever met. The true 
"community" antenna operator is 
probably a pretty basic guy-but like 
I said-I've never met one." 

Morton Leslie, Acting Chairman 
of the Television Accessory Man- 
ufacturers Institute, exposes GAB- 
SERTS forum to . . . 

"The 

". . . Aside from those early systems 
which performed the unmistakable 
function of bringing television enjoy- 
ment to difficult and impossible areas, 
CATV imposes upon the set owner 
not only unnecessary program dupli- 
cation, but the ultimate reality that 
he is saddled with a life-long monthly 
charge. . . . Even the most complex 
receiving antenna system is by far 
in the long run least expensive, more 
generally trouble -free and in the main, 
more to the liking of its owner.. . . 

The area of greatest importance is 
just how the indiscriminate spread of 
CATV will affect TV's growth and 
the public interest. 

Utica, New York. 
Channel 54 will 
withdraw his ap- 
plication if CATV 
is franchised. An 
executive in Zanes- 
ville, Ohio's Chan- 
nel 18 informed 
TAME that the 
refusal by two 
CATV systems to 
include his pro- 
gramming may force him out of 
business. The Mansfield, Ohio city 
council was informed by a group that 
they will apply for and build Channel 
36 at a 1/3 million dollar cost if they 
will deny the pending CATV fran- 
chise request. Charlotte, North Caro - 

"We regard it axiomatic that tele- 
vision's future and continued pros- 
perity is linked to the growth of UHF 
... CATV is not compatible with the 
growth of UHF. No wary investor will 
build a UHF plant so long as he must 
contend not only with normal local 
competition, but re -transmitted signals 
from some other marketing area. In 

the applicant for 
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TAME View" 

lina will soon have its third TV sta- 
tion, a UHF, now that the tide of 
public opinion is in opposition to a 
CATV franchise. . . . 

"CATV cannot exist without the 
broadcaster. It is dependent upon a 
free off -the -air signal which today it 
takes without asking.... It admittedly 
provides an extension of service for 
one TV station into an area where 
the FCC original allocations plan may 
not have intended it to reach. In more 
and more cases a second and some- 
times a third station is subjected to 
a form of competition that did not 
exist when it originally filed for a 
license and ' ommenced construction. 
The Communications Act specifically 
prevents a broadcaster from extension 
of services without Commission ap- 
proval. Thus, the paradox emerges. 
A CATV operator conducting his busi- 
ness outside the jurisdiction of the 
Communications Act may actually do 
what is illegal for the broadcaster! 

"... Is there a solution? We believe 
so. TAME is proposing that necessary 
amendments to the Communications 
Act of 1934 he adopted bringing CATV 
under the jurisdiction of the FCC. 
Among a number of additions and 
changes is the inclusion of a Section 
302 which makes the construction and 
operation of a CATV system re -trans- 
mitting off -the -air material for a 
charge, subject to the full provisions 
of the Act. 

"An area of profound confusion 
and complexity focuses on the quali- 
fications of lower municipalities to 
pass on the feasibility of CATV. . . . 

The oftentimes bullish effort of the 
group seeking a CATV franchise will 
becloud the full effect of their appli- 
cation through the introduction of 

highly technical material which is so 
often over the heads of those who 
must make a judgment.... The usual 
representations that their citizenry will 
enjoy better TV, more TV, have one 
or two music channels, no longer 
require unsightly antennas-are some 
of time tested half-truths utilized. 
When city councils are involved with 
similar technical matters in other 
fields, it is usual for them to retain a 

local consulting expert.. . . Somehow 
in the area of Community Antenna 
Systems, they have relied in the main 
upon the contentions and arguments 
of the applicant! ... The decision as 
to whether a CATV system will benefit 
a community or not must come from 
a body who with knowledge and fair- 
ness will decide in the public interest- 
the Federal Communication Commis- 
sion. Only they can weigh its effect 
upon local VHF's and the growth of 
UHF.... 

"Nowhere in our thinking or actions 
have we advocated outlawing CATV. 
Nor do we wish to impede the system 
of free enterprise. In yet untried ap- 
plications, this medium may yet grow 
and find a place in 'our television 
entertainment scheme. But CATV is 
altogether too closely linked to broad- 
casting and the broadcaster not to be 
a part of the same set of ground rules 
to which he is subjected. It's insecurity 
and rootlessness can only be offset by 
thus legitimizing its existence. 

"There are many also who feel that 
CATV's search for a rich existence is 
closely allied to Pay TV or Subscrip- 
tion TV. Certainly from a technical 
viewpoint this is possible . . . and 
taking into consideration the obvious 
tremendous income potential, I don't 
believe that conversion costs will pose 
any determent. We know of at least 
three large CATV companies who are 
actively pursuing the establishment of 
Pay -TV in various parts of the 
country. 

"By whatever label they employ, 
CATV and Pay -TV are closely related 
and must be included in any nation- 
wide or network Pay -TV master 
plan. . . . If Pay -TV must come, it 
should be as a controlled "mix" with 
Free TV. The FCC through its con- 
trol of CATV would be in the pivotal 
position . . . of establishing 'some 
pattern or proportion of Pay -TV and 

Free TV . . . (and) can thus safe- 
guard Free TV, the broadcaster and 
the people. 

"To the broadcaster who is also 
active in the CATV field, we offer 
little criticism, only the observation 
that he is a businessman wearing two 
hats.... 

"TAME finds itself at this juncture 
in the role of disseminating informa- 
tion and aid not only to those mem- 
bers of our own industry, but allied 
groups as well.... We recognize the 
important role that the National Asso- 
ciation of Broadcasters will play in 
determining the future of CATV; and 
we ask that all broadacsters make their 
views known to its officers, directors 
and staff. Somewhere amid the scores 
of these expressions will come legis- 
lation thoroughly grounded in theory 
and workable in practice." 

Your Personal 
success in 
business is sure 

to depend upon your alert compre- 
hension of the variational factors of 
your industry. They affect you ... and 
your business (or job) every day. You 
need to know the facts that will prepare 
you for your future. 
You now hold in your hands the only 
magazine in the world which is written 
exclusively for the industry. You owe it 
to yourself to place "TV&C" at the top 
of your professional reading list. Make 
an investment in success! 

MAIL THIS COUPON TODAY 

i TV & Communications 
I P.O. Box 63992 

Oklahoma City, Okla. 

1 

Please start my subscription to "TV&C" 
3 1 Yr. 2 Yrs. 3 3 Yrs. 

Rates: $5 a year, $9 for two years, 
$12 for three years. 

Foreign: $2 a year additional 

7 

Name 

Address 

City 

State 

L 
CHECK ENCLOSED. Li BILL ME. 

--- 
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BETTER AMPLIFIERS MEAN 

...And the BEST Amplifiers for 

On your next system ex 
or new construction proji 
quality and dependabilit, 
Write today for the big I 

from HOLT, the supplier 
antenna components. 

HOLT Model H-BB-AGC-DI-50 

HIGH BROADBAND AGC DROP -IN AMPLIFIER 

Designed to "drop in" alongside a present low band amplifier. Main trunk cable 
is removed from the present low band amplifier and connected to the drop -in ampli- 
fier. Jumpers are installed from present amplifier to the Holt drop -in unit. 

This extremely reliable amplifier gives you low noise input, high output, excel- 
lent SWR output, built-in automatic gain control and AC power regulation. Dual out- 
put, and variable tilt are also features of this unit. The H-BB-AGC DI -50 is built for 
continuous commercial service. Also available in manually controlled model at extreme- 
ly economical price. 

SPECIFICATIONS: 

Bandwidth 173 to 217 me Output 50 db above 1000 MV, 

Input Impedance 75 ohms Gain 50 db 

Output Impedance 75 ohms Power Consumption 65 watts 

Output SWR 1 15 to 1 Response Linear plus or minus .5 db 

Tilt 3 to 6 db Variable Noise Figure 8 5 db 

Control Manual or AGC Tube Complement .. 1-6AW8, 1-6922, 2-8113 or 

Input 10 to 15 db 2-6CY5, 1-7984 1-8233 

,r. 

di Product 4 Unique leiign 
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CATV are designed by HOLT 

:pansion, replacement 
ect ... be sure of the 
y of your amplifiers. 
:REE catalog available 
)f superior community 

HOLT Model LH-BA4-50 

BRIDGING AMPLIFIER 

Designed to drive four feeder or trunk lines, with up to 12 channels, from a 
main trunk line cable. An amazing feature of this new compact and ruggedly construct- 
ed unit is the wide bandpass-with minimum of tubes and minimized operating cost. 
Low initial cost, too! 

Features include wide bandpass, channels 2 to 13, variable tilts, low and high 
band operation and matched inputs. Holt engineers have designed this Bridging Am- 

plifier for long-term commercial operation where both economy and excellent stability 
are required. Power drain is very low. 

SPECIFICATIONS: 

Frequency range .. 53 to 108 me and 173 

to 217 me 

Output channel 13 .. 46 db (Channel Apart) 
7, 9, 11, 13 

Gain 12 db ..... Ch. 6 and Ch. 13 Power consumption 40 watts 

Input Impedance 75 ohms Power requirements 115 V., 50 to 60 cycles 

Output channel 6 75 ohms Size 5 X 7 X 7 inches 

Channels 
Output channel 6 

2 to 13 

40 db 
Tube complement 2-8113 or 2-6CY5, 

1-7788, 1-8233 
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Excerpts from remarks before GAB: 

Pay -TV and the Broadcaster's Future 

"From the two years of actual expe- 
rience we have had in Hardford I 
believe that Pay -TV can be the great- 
est opportunity ever offered for in- 
creasing the profit and the effectiveness 
of the broadcast industry. 

"RKO General is a leading television 
and radio independent. Our stations 
cover 6 of the nation's top 10 markets. 
Our New York radio station WOR is 
the number one station in the country. 
Many of the dollars which our stations 
earn us are being invested in the Hart- 
ford project. We are neither stupid, 
nor naive. If for one instant we be- 
lieved that Pay -TV would either de- 
stroy or replace our highly profitable 
commercial business, we never would 
have undertaken this experiment in 
the first place. . . . 

"We are presently a leading color 
broadcaster. Because we are prevented 
from buying additional stations, we 
looked for other ways to expand our 
business. We believe Pay -TV may be 
the answer. Today. there are over 51 
million television homes. Tonight the 
sets in half of them will be dark prin- 
cipally because their owners don't care 
for what is being offered. Pay -TV 
may be a way to bring these people 
back by offering them additional view- 
ing opportunities. 

"But we don't think those oppor- 
tunities will supplant commercial TV 
viewing. The average weekly viewing 
is now over 40 hours per family. In 
Hartford our Subscription TV families 
spend about 3 hours a week watching 
cur pay programs. It is therefore 
obvious that their viewing is purely 
supplemental to commercial TV view- 
ing in exactly the same way they 
might supplement TV entertainment 
by going out once a week to the thea- 
tre or concert hall. We anticipate that 
home Pay -TV in whatever form it 
takes will compete with outside box- 
office attractions far more than with 
commercial television. 

"But if Pay -TV won't steal viewers, 
will it steal programs and talent? The 
way to sure failure is to schedule at 
a fee what is now seen free. In Hart - 

John H. Pinto 
RKO General Phonevision Company 

ford today we program current motion 
pictures, specials and sports, none of 
which are available on commercial TV. 
The sports we show are Championship 
fights otherwise available only in thea- 
atres, and major league basketball and 
hockey games from New York's Madi- 
son Square Garden and Boston Garden. 
In time I believe all major sports will 
go the Pay -TV route. However, those 

sports which are 
on commercial TV 
provide the only 
programming for 
which a viewer 
pays outside the 
home and sees free 
inside the home. 
Even without home 
Pay - TV these 

Pinto: RKO "prepared" events will leave 
commercial television. The cost is al- 
ready becoming prohibitive and the 
theatre owners, those great preservers 
of your right to free TV. are using all 
possible means to bring sports events 
to theatre Pay -TV - and they want 
tho-e events exclusively." 

"We don't believe that talent will 
desert commercial TV as some fear 
but. rather, expand to fill the needs 
of this new medium. 

"What about commercials? I do not 
believe they will ever he part of Pay - 
TV. The chief reason is not because 
we are prevented from commercials 
by the FCC hut rather because of the 
economics. A commercial broadcaster 
gets about a penny a home for a com- 
mercial. A Pay -TV operation gets 
closer to a dollar a home per pro- 
gram. Therefore, the small added com- 
mercial income provided by tacking 
commercials on Pay -TV programs 
would not be worth the anger it might 
arouse. . . . 

"But if Pay -TV is not bad, why are 
the networks and the National Asso- 
ciation of Broadcasters so set against 
it? First, because they are yet to be 
convinced of the facts as we have 
experienced them in 2 years of oper- 
ation in Hartford, and second, they 
are judging this new fashioned con- 

cept on an old fashioned basis. The 
pay out on Pay -TV does not as I 
implied earlier depend upon constant 
viewing. Two shows or 3 hours a 
week are all that is needed to return 
a good profit at a large number of 
subscribing homes. In Hartford today 
if our subscribers saw every original 
program presented each week, they 
could spend up to 10 or 12 dollars. 
This would be uneconomical for them 
and we never could survive if we 
expected that type of spending. It's 
interesting to note that the NAB says 
its present position is not "inalterable" 
and that the networks will be inter- 
ested in participating if Pay -TV does 
catch on. In other words it's sinful 
but popularity can make it clean. 

"It is highly probable that Pay -TV 
will effect a raft of great and good 
broadcast changes that will outweigh 
any possible evils to your business. 
It will add new jobs in all business 
and talent areas and will greatly in- 
crease the financial power of the 
entire broadcast industry. Tom O'Neil, 
Chairman of General Tire and of RKO 
General, estimates that one day Pay - 
TV will take in $75.00 a year or more 
from its homes as against the $25.00 
a year that these homes are worth 
today to commercial TV. He believes 
that Pay -TV may increase the Gross 
National Product by 8 billion dollars. 
Now if he's even half right, that would 
increase the potential value of every 
broadcast man in this room by a con- 
siderable margin.... Whether Pay -TV 
uses lines or air, you and your stations 
have the facilities, locations and expe- 
rience to move into this field-either 
in addition to or in place of your 
present broadcast business. 

"We never have and should not 
now seek the security of the status quo. 
Everything new is not per se danger- 
ous to us. As it was with radio and 
television, the public will cast the vote 
for Pay -TV or against it. If the vote 
is 'no' there is no threat to the broad- 
cast business as we know it. If the 
vote is 'yes' we hope to be prepared 
to take advantage of the opportunity." 
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Herb Jacobs' assessment of the 
Broadcast, CATV and Pay -TV scene . . . 

"Through the Eyes of the People" 
Editor's Note: Mr. Jacobs is President 
of TV Stations, Inc., New York, N.Y. 
The following quotes are excerpted 
from his remarks before the Georgia 
Association of Broadcasters' August 4 
meeting of the Southeast Radio-TV 
Seminar. Mr. Jacobs opened his talk 
by congratulating GAB for having the 
"guts to bring the topics out in the 
open. 

"If we ever expect to solve our 
problems amicably, let's call a spade 
a spade and admit, at least to our- 
selves, that our aims are all the same 
. . . a larger slice of the prize. And, 
it might help to clear the air a bit, if 
we assessed our own positions through 
the e"es of the sure loser-The People. 

"The Theater Exhibitor is against 
all forms of Pay -TV in the home, and 
would like to see it erased ... so only 
he would have access to the prize, 
through Theater TV. 

"The Accessory Manufacturer is 
against everything via cable, and 
would like to see it outlawed . . . 

because it destroys his market. 
"The Pay -TV Entrepreneur is against 

all forms of regulation, under the 
banner of free enterprise. But free for 
whom, certainly not The People. . . . 

Tlis artistic triumphs but economic 
flops will be paid for by the patrons 
of popular programs. . . . Pay -TV is 

stil counting on subsidy to defray the 
cost of minority whims but will change 
sponsors, from the wealthy to the 
masses. who are far from well heeled 
--some switch. 

"For years now, the CATV oper- 
ators have practiced free enterprise 
and rugged individualism, by running 
rou"hshod over objection of the 
Broadcaster tied by regulation, a Com- 
mission rendered equally impotent by 
lack of authority and an indifferent 
Congress. Time was when CATV 
would claim to be nothing more than 
a `Lil Ole Antenna.' They don't use 
that one anymore since they've become 
too numerous to pussy-foot-too suc- 
cessful to cry poor-mouth-and too 
obvious to claim to be benefactors of 
poor souls not able to receive a single 
signal ... since their latest ambitions 

include poor souls not able to receive 
more than seven free signals. This, 
I might add, has finally been noticed 
by the uninstructed Commission, the 
uninterested Congress, and uncon- 
cerned Broadcaster organizations. 

"The Networks are consistent on all 
points of self interest. Their position 
is-they are against Pay -TV, if it fails. 
And to prove their neutrality, one has 
an option to purchase a CATV system. 
They are also pursuing the question 
of program copyright, after all these 
years. But no one has yet made it 
clear to whom the programs will be 
supplied, if they win the copyright 
suit. They are, of course, violently 
against regulation in any form, per- 
haps because they are the most vul- 
nerable to it. 

"The only contestant in this race 
for the spoils, who has not displayed 
the unity or consistency needed to 
win, is the Broadcaster . . . a dual 
personality whose support is measured 
in terms of pro or anti CATV. . . . 

The split in his ranks has damaged 
the effectiveness of his own associa- 
tions, to represent with authority, any 
point of view on these issues. And his 
double standard is confusing Congress 
and the Commission. 

"In addition, many who would or- 
dinarily support his position have 
been scared off by the utterances of 
some public officials, who have ad- 
monished the industry not to seek 
regulation ... because it might back- 
fire. Well, I for one, refuse to believe 
that any public official, elected or 
appointed, would dare to take a stand 
other than in The Peoples' interest... . 

The ultimate decision will be made 
in The Peoples' interest. 

"Four years ago, in January of 
1960, as a guest speaker before the 
CATV operators, in Washington, D.C., 
at their NCTA convention, I said, 
'You are now in the growth stage of 
a most dynamic business. All that is 
needed, to achieve the heights to which 
you are destined, is for you to stop 
fighting small windmills. Purge your- 
selves of the only ghost that can upset 

your bright future, the senseless argu- 
ments with the Broadcaster can only 
hurt us all. The CATV question will 
and must ultimately be settled on the 
basis of public interest, rather than 
self interest.' I still believe it and the 
CATV operators believe it because it 
all came true. 

"Since the NAB convention in April, 
the ranks of the anti-CATV Broad- 
casters have been rapidly diminishing. 
All of you have read about the gold 
rush. But I can tell you, from first 
hand experience, there are far more 
whose intentions have not been pub- 
licized. 

"And I am also consistent about 
Subscription TV. Four years ago, in 
the same address to NCTA, I said: 
`I make no claim that Subscription 
TV is good for the public-but I can 
see it coming as well as you can. You 
will have to stop fighting the Broad- 
caster, who will keep your plants going 
ten hours a day, so you can devote 
your time and energies to promoting 
your evening extravaganzes - where 
you can really cash in.' I still believe 
it, and Pay -TV via cable is here today. 
And, I don't think that any CATV 
operator or Broadcaster looking into 
it, could deny that the thought of a 
hookup with Pay -TV hadn't crossed 
his mind. 

"But if Pay -TV is going to be that 
easy to come by, because there are 
enough . . . who want it, let's give it 
to them. But first, let's protect the 
interest of the majority. Therefore, it 
is the duty of Congress and the Com- 
mission to protect all of the people.... 
But it's your job as Broadcasters to 
see that it is done. And it can only be 
done by putting all broadcasting, free 
and pay, under one roof. 

"Whether you or your opponents 
want it or not, some kind of regulation 
will be passed. Therefore, it's not only 
your duty but your right to see to it 
that such legislation is framed favor- 
able to your own (broadcasters') spe- 
cial interests. And, if your present 
organizations cannot speak out, with 
authority, for your cause, without 
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SPECIAL REPORT 

damaging themselves, then form one 
that will-for this issue only. . . . 

"It's long overdue for the Broad- 
caster to become a militant compet- 
itor, for his own self interest. . . . 

his present vacillating platform is lack- 
luster, marrowless and inconsistent. It 
represents that he is against Pay -TV 
but does not advocate its regulation 
or outlawing because he believes in 

the system of free enterprise . . . 

which is inconsistent, since it also 
urges the regulation of CATV. What 
is needed is a strong attractive pro- 
gram that offers not only protection 
of investment but an opportunity to 
share in the prize, if there is one. 

"It's time for you to begin thinking 
like businessmen and recognize the 
fact that you are in a dog eat dog 
fight ... that you have competitors- 
strong competitors-greedy competi- 
tors and shrewd competitors. It's time 
for you to recognize . . . that hun- 
dreds of millions of dollars annually 
ride in this race. 

"You say you're against Pay -TV 
because it's bad for The People and 
you . . . but by refusing to fight for 
its regulation or eradication, you are 
guaranteeing its success and The Peo- 
ple will be saddled with it. 

"If cable Pay -TV succeeds you're 
out of it and so are your major attrac- 
tions. Why not then change your stand 
and advocate that over -the -air Pay -TV 
be given full approval to develop... . 

After all, the over -the -air Pay -TV ad- 
vocates are Broadcasters and you 
would only be supporting your own. 

"By taking that tack you'd have 
nothing to lose and ... would be the 
natural recipients of its rewards. And 
the spectrum allocations administered 
by the FCC would assure Pay -TV's 
orderly growth and give you the op- 
portunity you need to become well 
entrenched. 

"You would close your own ranks, 
because the Broadcaster with CATV 
affiliations would be in the best posi- 
tion of his life-he'd have it made no 
matter who won, and you couldn't 
lose either-because your cause would 
be in the interest of all The People. 

"And if you don't want to do it 
for yourselves ... do it for The Peo- 
ple. Because Pay -TV over -the -air offers 
the only protection of their welfare, 
a point that would be hard for Con- 
gress and the Commission to over- 
look." 

Summary of NCTA Chairman's remarks 
of GAB Atlanta Conference attendees: 

"The Public Wants. 
Speaking last on a panel of twelve 

persons at the GAB meeting, NCTA 
Chairman Bruce Merrill delivered a 
talk that was typical of his style and 
personality. Concise, direct and, 
through it all, good-natured. 

Reflecting that about twelve years 
ago he didn't even know what CATV 
stood for, Merrill suggested to broad- 
casters present the possibility of their 
entering CATV-rather than opposing 
it. He characterized the average CATV 
system as "serving the public, making 
a profit, remaining in business for 
one reason-the public wants it tc 
remain in business." 

Merrill, Plenty of room and reason . . 

A key point made by Mr. Merrill 
is that CATV represents the public 
reaching up for better viewing-rather 
than broadcasters reaching down for 
more audience. "CATV is a receiving 
service," he asserted, ". .. a one-way 
pipeline that eliminates the need for 
unsightly and unpopular roof -top an- 
tennas. CATV solves the broadcast 
reception problems caused by distance, 
terrain and man-made interference. 
CATV is removing the inequities cre- 
ated by the government's inadequate 
allocation tables." 

Community antenna systems "can 
make it possible for every home in the 
U.S. to receive a greater variety of 
television signals than can now be 
received off the air in L.A. or New 
York," Merrill said. 

On the subject of Pay -TV, the Ari- 
zonian told his audience that "CATV 
is not technically or philosophically 
compatible wth Pay -TV as presently 

proposed." The only similarity between 
the two services, he said, is that "they 
will owe their very existence to one 
thing-they will be giving the public 
something they do not now have . . . 

something they are willing to pay for, 
a greater variety of television enter- 
tainment than they can get "off the 
air," and free of off the air reception 
problems. Of Pay -TV, CATV and 
Broadcast -TV, Merrill says, "There is 
plenty of room and reason for all 
three services to survive, grow and 
prosper." 

The public, he said, doesn't care 
"one little bit" what broadcasters think 
of CATV. "The public knows what 
the public wants and is willing to pay 
for these wants," he continued, adding 
that, "The forces that can deny these 
wants are misguided regulators." 

"Here lies the heart of this meet- 
ing," Mr. Merrill declared, ". . . the 
public `wants.' The sooner we recog- 
nize this one fact and keep it foremost 
in all discussions and considerations, 
the sooner all our problems will be 
resolved. 

"No matter what we say today .. . 

the public, in the final analysis, will 
have their say. We will rise or fall at 
their marketplace-and so it should 
be-so it must be, in America." 

In closing comments Merrill chal- 
lenged his listeners to yield to the 
public "wants," admonishing TAME 
proponents to "discontinue this farce 
of trying to equate the sale of anten- 
nas to the public welfare." 

"Instead of a city council battle, 
why not secure your own permit and 
become a CATV'er?" he asked. 

"Instead of a war chest, why not 
use the money to enter the field? To 
give the public what it wants." 

CATV is growing at an increasing 
rate but has still reached only 5% of 
its potential, Mr. Merrill said. Speak- 
ing for the National Community 
Television Association he told those 
attending the Atlanta conference, "I 
extend the right hand of friendship 
and bid you warm welcome. We'd be 
proud to have you join our industry." 
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DIRECT SELLING 
FOR CATV 

It has been proven that if you build 
a better mouse trap, the world will not 
beat a path to your door. It takes 
advertising, lots of it, to make the 
buying public aware of your product. 
Properly done, advertising will sell 
cable service. Unfortunately, it will 
not sell all your potential subscribers. 
Roughly 30% to 40% of your poten- 
tial is not affected by advertising spe- 
cials, direct mail, etc. This is the hard 
core of prospects in your town that 
resists all types of advertising. This 
type of prospect requires a direct ap- 
proach, face to face selling. 

You have a gold mine in your sys- 
tem. You have picked up all the large 
nuggets that were lying about and 
now you are down to the flour gold 
which is just as valuable but harder 
to mine. Your cable runs past count- 
less homes that are not on your cable 
system. The only way that you are 
going to make customers of these 
prospects is to call on them daor- 
to-door. 

Direct selling does two things. In 
the first place, it increases the number 
of subscribers on your system and, 
secondly, it educates this same hard 
core as to the real truth about the 
advantages of cable service. If a direct 
selling program is carefully planned 
and executed, you should be able to 
pick up anywhere from 30% to 40% 
of those you actually interview among 
this resistant group. These prospects 
can be called on during the day or in 
the evening. We have found that 30% 
of our sales are made during the day; 
the housewife buys the cable without 
consulting her husband. 70% of sales 
are made on call-backs, by appoint - 

by 
J. Fred Weber 

TeleSystems Corporation 

"Can't afford it!" 
"I get as good or better 
from my antenna." 

3. "My children watch too much tele- 
vision as it is." 

4. "We don't watch TV 
and feel that it is 
money." 

5. "Not interested!" 
All other objections 

of these reasons. Let's 
at a time. 

The prospect says, "Can't 
it!" In most cases, they can 
it! Break your monthly service charge 
down to a daily rate. Assuming that 
your monthly charge is $5.00, multi- 
ply by twelve and divide by 365 equals 
roughly 1.6¢ per day. Strange as it 
seems, they can afford 16¢ a day but 

ment only, during the evening when 
husband and wife are together. 

Here are some of the objections we 
have found to be most common in 
interviewing thousands of non -sub- 
scribers from coast to coast. 
1. 

2. reception 

very much 
not worth the 

are variations 
take them one 

afford 
afford 

not $5.00 per month. Mention the 
monthly charge only once during an 
interview and from there on, quote 
16¢ a day. It can easily be shown 
that no matter what they spent the 
16¢ for, it cannot buy as much enter- 
tainment or enjoyment for the entire 
family as investing it in the cable. 
As an example, take a family of four 
and divide this 16¢ among them. 
What in the world can you buy for 
4¢ today? Can these people afford 
4¢ a day, per person, for entertain- 
ment-you bet they can! 

The prospect says, "I get as good 
or better reception with my antenna." 
If this is really true, he doesn't need 
this service. But it's not true. In many 
cases, he believes he does get better 
reception than the cable and here are 
some of the reasons he thinks so. He 
has watched TV at a neighbor's house 
who had the cable and the picture was 
far from good. His picture was better 
by comparison. What he doesn't know 
is that the TV set needed adjustment 

J. Fred Weber, a veteran of 20 years in direct sales, 
is Sales Manager for TeleSystems Corporation. For 15 
years he was District Sales Manager for Century Metal - 
craft Corporation, a national direct sales organization. 
Three national sales records were broken under his 
command at Century. 
Weber transferred to Philadelphia where he managed 
a sales organization of over 200 people. Fred Lieber- 
man, President of neighboring TeleSystems Corpo- 
ration, convinced Weber to join the growing cable 
ssytems company. As a result, TeleSystems' new sub- 
scribers multiplied rapidly. 
Out of Weber's experience came the idea and the 
development of the "Aida Sales Promotion Plan." 
It was so successful that it wasn't long before other 
systems across the country wanted Aida to aid them. 
Since then, Aida has added thousands of connections 
to systems in every part of the U. S. 
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President Lyndon B. John- 
son has an option which, if 
exercised, would permit him 
to own one-half of a TMW-2B 
Weather Channel. We haven't 
heard from him lately. But 
we have heard from ... 

Wentronics (5) 
H&B American (7) 
Vumore (2) 
Collier Electric (5) 
TelePrompTer (6) 
Meadville, Pa. 
Hornell, N. Y. 
Chanute, Kans. 
Florence, S. C. 
Greenport, N. Y. 
Rocksprings, Wyo. 
Roswell, N. M. 
Sweet Home, Ore. 
Kennwick, Wis. 
Bisbee, Ariz. 
Williams, Ariz. 
Naples, Fla. 
Ormond Beach, Fla. 
Bennington, Vt. 
Wheeling, W. Va. 
Beaver Falls, Pa. 
York, Neb. 
San Jose, Calif. 

Write or call for information 
on TeleMation equipment and 
service. 

M 
T M 

2275 South West Temple 

Salt Lake City, Utah 84115 
Dept. VO 

INC. 

or repairs. Sometimes the situation is 
reversed. A neighbor visits him and 
tells him not to go on the cable be- 
cause cable television is inferior. He 
may be a disgruntled customer who 
has gone out of his way to knock the 
cable. This cable installation will never 
be sold until a representative of the 
cable company explains the facts. He 
will not come to you for this infor- 
mation. You must go to him. 

The prospect says, "My children 
watch too much television." This state- 
ment could cover a host of objections. 
Ask the prospect, "Mrs. why 
do you say that?" This forces her to 
be specific. The objections could be 
poor programming; won't do their 
homework; won't go to bed; they 
should read more, etc. Agree with the 
prospect that this could be a problem 
-but here is how the cable can help 
her. The cable will give the children 
a greater variety of good programs. 
By controlling both the programs and 
the time spent watching, wonders can 
be accomplished. If the homework 
isn't done --no television. Dishes not 
washed-no television. Instead of ag- 
gravating herself and becoming upset, 
all she need do is flick the switch and 
the job is done. 

Is it worth 16e a day to be rid of 
these frustrating problems? Most par- 
ents aren't aware of the complete edu- 
cational value of television. Show me 
a pre-school child who is a TV fan 
and I'll show you a child who has a 
greater vocabulary than the child who 
sees little TV. 

Although the parents have never 
been in France, Russia or South Amer- 
ica, their school and pre-school chil- 
dren have been there via the television 
screen. They know how these people 
live, dress and eat. They have visited 
every major city in every country in 
the world. They have visited with the 
rich and the poor. 

When history is made, these chil- 
dren are there. When the astronauts 
landed, they were on the battleship 
that picked them up. These same chil- 
dren sometimes amaze their parents 
with knowledge that even the elders 
do not possess. This knowledge is 
gained through television. Not all pro- 
grams are good programs. Television, 
like all good things, should be con- 
trolled. With the cable, you have the 
privilege of picking and choosing the 
right programs for your children; 

not only to entertain, but also to 
educate them. Is this worth 16¢ a day? 
I'm sure we will get agreement on 
the answer. 

The prospect says, "We don't watch 
TV very much." The answer here is 
simple. "Mr. & Mrs. Prospect, if you 
only watch television two hours a day, 
and are able to select only two good 
programs, isn't the cable still a bar- 
gain at 8¢ an hour plus all the other 
features the cable provides." 

The prospect says, "Not interested." 
This, again, is very simple to answer. 
"Mrs. Prospect, I know you are not 
interested, that is why I'm here. Please 
let me step in and explain what the 
cable is and what it is not. What it 
does and what it does not do. It takes 
just a few moments and you are under 
no obligation. 

It is a good idea to run some sort 
of a special during a direct sales cam- 
paign, such' as cutting the installation 
cost in half and giving a month's free 
service. In most cases, the entire cost 
of the campaign is wiped out at the 
time of sale because you have collected 
half of the installation charge plus the 
second month's service. Remember 
that this is not a free trial offer but 
it is an actual sale where money 
changes hands. 

If you are not considering a direct 
sale program, you are missing a good 
bet and you are not working your 
gold mine properly. Thousands of 
connections have been picked up with 
this method of selling in the past 
two years. While this article does not 
go into specifics, it is meant to give 
you some thoughts about the direct 
selling route. A book would be needed 
to do justice to your direct selling 
program. If you have any doubts 
about personally putting together a 
direct selling package, the job can be 
done professionally at very little cost. 

If you believe in the service you 
have to sell, if you are enthusiastic 
about it, if you can use the extra 
income-then your prospects should 
be met face to face and be told the 
cable story. Give your prospects a 
good reason for buying; give them 
an inducement to buy it now. You 
will find that direct selling is easy if 
you work it hard-but hard if you 
try to work it easy. The cable is there 
-the prospects are there-if you put 
yourself there-you will be amazed 
at the results. 
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TRA -21 5 

TRANSISTORIZED 

CATV 

All -Band 

Line Extender 

The CAS TRA -215 All -Band Line 

Extender employs the unique CAS 

distributed output, which pro- 

vides the best output capabilities 

(45db max.) of any Extender on 

the market today. 

To further utilize these output 

capabilities the TRA -215 can be 

used as a distribution amplifier 

by driving a 2 or 4 way splitter. 

Separate Tilt & Gain controls plus 

high output levels make it possi- 

ble to CASCADE the TRA -215. 

OVER 500 TRA -215's NOW IN 

SERVICE IN AUSTIN, TEXAS 

TRA- 215 

THE TRA -215 may be used with either tube or solid- 

state trunk line equipment. Block 

below shows TRA -215 applied 

to tube -type system. 

Tube -Type 
Bridging 
Amplifier 
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AC 
Power 
Supply 
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COMPLETELY TRANSISTORIZED 

WIDE BANDWIDTH (40-220 MC) 

MAXIMUM OUTPUT 

CABLE POWERED 

WEATHER PROOF STRAND MOUNTING ENCLOSURE 

20 db GAIN 

TRANSISTORIZED CIRCUIT CUTS OPERATIONAL 

EXPENSE MANY TIMES OVER 

NEW! HIGH OUTPUT LEVEL SOLID STATE TRUNK AND DISTRIBUTION 

AMPLIFIER - ALL -BAND TRANSISTOR BREAKTHROUGH! 

CAS MODEL TRA -220 
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IMPEDANCE UNIFORMITY 

IN COAXIAL CABLE 

Looking ahead in providing quality 
systems with long life and trying to 
meet new standards for the industry, 
I would like to discuss what we think 
to be a very critical characteristic of 
cable itself. This is the impedance uni- 
formity. Impedance uniformity should 
be measured by a return loss method. 
Many people measure the impedance 
uniformity of their cable by sweeping 
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by 
David E. Karrmann, Staff Engineer 

Times Wire and Cable Division 

it for attenuation uniformity. An atten- 
uation uniformity sweep will give an 
output that will show a level suckout 
at a particular frequency where there 
is a mismatch within the cable. Now 
in general, in trying to measure atten- 
uation, you are limited to a few tenths 
of a db of accuracy. A few tenths of 
a db of accuracy in attenuation could 
he related to a VSWR of about 1.5 

CABLO ATTClJUpT 

Odb O pTd 

1 

-pc 

1. 

I 

r 

LENGTH OF CABLE (FEET) 

1000 7000 

FIGURE 1. Relationships of total reflected signals to individual reflections at 

each discontinuity. 

to 1. This type of VSWR would repre- 
sent a rather poor return loss quality 
from the cable, actually about 14 db. 
We think the cable should have a much 
higher quality than this and we pro- 
pose using return loss sweep as a 
quality measurement. We sweep the 
cable for return loss using a return 
loss bridge. These bridges can have a 
dynamic range of 50 to 55 db which 
enables us to read impedance uniform- 
ities in the vicinity of 1.01 to 1 or 
better. 

Before proceeding let us define re- 
turn loss. The return loss of a cable 
is the db difference between a signal 
applied to a cable and the signal which 
reflects back out the same end of the 
cable. This measurement is made by 
connecting a terminated length of ca- 
ble to be evaluated to an impedance 
bridge (such as the Jerrold KSB-75) 
and sweeping the cable from 50 to 
220 me and observing the reflected 
signal on an oscilloscope. A marker 
generator and variable attenuator are 
used to measure the frequency and 
amplitude of any spike in the pattern 
of the returned signal. The effective 
VSWR at that frequency can be found 
from Figure C. 

A return loss spike represents a 
unique situation within the cable, in 
that there are many little structural 
discontinuities, each of which are rea- 
sonably small and are located a half 
wave length apart at the frequency of 
the spike. The reflections from each 
of these discontinuities sum together 
to form the relatively large total re - 
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FIGURE 2 Signal to reflection ratios as a function of cable attenuation and loca- 

tionof reflection point for cellular polyethylene dielectric coaxial cables. 

flection. At other frequencies the little 
reflections will add with a random 
phase relationship, canceling each 
other, and therefore not being visible 
in the trace of reflected signal. 

This measurement of return loss can 
be translated into a degree of picture 
degradation. Since return loss is a 
measurement of a reflected signal 
within a cable, and since a ghost is a 
reflection as viewed on a TV receiver, 
there is obviously a distinct relation- 
ship between these characteristics. 

For the purpose of this work, we 
have taken the assumption that the 
reflection coefficients of all the dis- 
continuities are equal, and therefore 
the reflections of all discontinuities 
are equal at the point of reflection. 
This is a justified assumption, in that 
they are generally introduced by a 
repetitive fault in the manufacturing 
process, the sharpness of the reflection 
spike is indicative of a cascaded fault, 
and even if the amplitudes of the 
individual discontinuities are not equal, 

7000 

the averaging effect of the summation 
makes this error negligible. 

Obviously, the frequency of a re- 
turn loss spike is a function of the 
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CALCULATION PROCEDURE 

I. Critical S/R vs location for "Am erceptible" or "Just Acceptable" Ghaesa. 

The tolerable S/R for rime delays of up to 9 usen were taken from Figure A. 

These delays were converted to feet of cable, taking into consideration the 
two-way transmission time. 

Cable Length UN = Delay (user) x 
0025 (used) 

Since this tolerable S/R is er the viewing point, it can be increased by twice 
the cable attenuation to the reflection point under study. 

\`1 

S/R (min. at Al= S/R (tolerable) + 2 
(AIOOJ 

x & 
100 H. / 

Example: Min. S/R at 500' of JT1500 at 90 moo for just perceptible ghost. 

Delay = Cable Length (ft.) x .0025 
Hus 

-C 

. 

Delay = 1.25 used 

5/R (Min.) = 36 db + 2 (5 x .8 db/100 ft.) = 28 db 

1 (H.) 

II. Total S/A or Return Iola (Al) for the Sum of Many Small Reflections for l fees 

of Cable at Fraquenay F. 

RL Total = G rlr + (da + 25a0) + ... + (rl,, + 25(1-I)4 ) 

Ó L 
where rl = return loss of each discontinuity 

S = separation between each discontinuity 
984 x .81 

F = Frequency o mcs 
2F 

ce = attenuation at F in alb/H. 

Each term in this expression is evaluated and then summed by the use of 

Figure 3. The summation is continued until the nth term is no longer visible 

in the total. 

III Return Los. vs Ghost Effect. 

The critical portion of each attenuation level was selected from Figure 1 and 

the S/R noted. The rotai increase in S/R for the summation of the discon- 

tinuities in 800 H. (2 usec) of cable at the frequency under study was taken 

from Figure 2. 

The sum of these equals the max tolerable Ste of each discontinuity The 

total increase in the summation over 1000 feet is reed from Figure 2. The 

difference between the individual max. and the increase per 1000 H. is the 

maximum RL that can be tolerated for a 1000 H. cable. 

Mao. RL = (Critical S/R + Increase in S/R for 800 H summation) - 
Increese in S/R for summation of total cable. 

spacing, and there are, therefore, a 
discrete number of discontinuities 
within a given length of line. The size 
of the cable and the frequency of the 
spike under study will control the 
attenuation between the individual re- 
flections and hence the reinforcement 
of the first reflection by subsequent 
reflections. These phenomena have 
been taken into consideration in cal- 
culating the set of curves shown in 
figure 1. This figure presents the 
magnitude of each individual discon- 
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El 

Name 

Firm Name. 

Address 

City . 

L 

tinuity compared to the magnitude of 
the effective total as indicated by the 
return loss measurement for cellular 
polyethylene dielectric cables. The 
curves are presented as a function of 
attenuation at a given frequency rather 
than a particular physical size to in- 
crease the flexibility in extrapolation 
of data for all cellular cable construc- 
tions. For cables longer than those 
shown on Figure 1, the lowest number 
indicated should be taken, as reflec- 
tions from points beyond that length 
are individually so small compared to 
the total, and are attenuated so great- 
ly, they do not further increase the 
total reflection. Figure B shows the 
relationship between two unequal sig- 
nals when they are added. 

We must now take into consider- 
ation the effect of delay time on the 
perceptibility of reflections as viewed 
on TV screen. Figure A shows the 
relationships between the reflection 
magnitude and its delay relative to 
the desired signal for a "just percep- 
tible" ghost. The larger reflection 
which can be tolerated with short de- 
lays is due to the loss in picture reso- 
lution of two closely spaced signals. 
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FIGURE C. VSWR NOMAGRAPHS 

In considering reflections coming 
from a cable, the attenuation of the 
reflections must be considered. A re- 
flection coming from any point in the 
cable will be delayed and attenuated 

CAPITAL 
FOR THE 

Community Antenna Television Industry 

for: Í Plant Purchase 

2 Equity Purchase 

3 Acquisitions 

pennsylvania growth investment corporation 
Two Gateway Center, Pittsburgh, Pa. 16222 

A SMALL BUSINESS INVESTMENT COMPANY J 
'ii iii:.:' .: .: 'iiii ï 
i i :: i i .'4 : .i '.': .:i i 

SUSCRIBE TO "TV & COMMUNICATIONS" TODAY! 

Enter my one year subscription. $5.00 enclosed. 
Enter my two year subscription. $9.00 enclosed. 

Enter my three year subscription. $12.00 enclosed. 

Mail to 

L TV 8 Communications Box 63992 

State 

Oklahoma City Okla. J 
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by twice the transit time to the point 
of reflection. Taking the attenuation 
of the reflection and the relationship 
of amplitude and delay in mind, the 
critical point in a cable was found. 

All Band "Know How" 

* SUPPLY *ASSEMBLY * CONSTRUCTION 

You an be confident of getting the most from your 
investment by consulting the established specialists in 
All Band CATV. The knowledge gained through a 

decade of successful system design and operation is 
now available to you. We feature the best of all major 
equipment lines -as well as complete layout and Instal- 
lation service. Call on the company that is truly "of 
CATV people -by CATV people -for CATV people!" 

"From A Single Top To A Turn -Key System" 

EQUIPMENT COMPANY 
198 loke.ide Ave. EA.1 9.1798 

Seattle, Wo.hinaron 98122 
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Figures 2A and 2B show the minimum 
signal to reflection ratios at the point 
of reflection for a "just perceptible" 
or "just acceptable" ghost. Again the 
curves are plotted as a function of 
attenuation for full flexibility in con- 
sideration of various cable sizes and 
constructions as well as operating fre- 
quency. 

We can now convert our "return 
loss" measurement into picture degra- 
dation with the aid of the relationships 
established in Figures 1 and 2. By 
summing the individual reflections 
over a 2 microsecond delay time cen- 
tered at the critical point of the cable, 
the magnitude of the resulting picture 
degradation can be calcualted as a 
function of the signal to reflect in 
ratio as measured by a return loss 

50 

16 20 24 18 ]] 36 

DIFFERENCE IN VOLTAGE (dbl 

NEU. B. AddoIon of Two unequal signals 

appears to be a minimum quality level 
for a system which is slightly better 
than "just acceptable." A system de- 
signed- for the highest picture quality 
should incorporate 30 db return loss 
cable. 

Although the degradation introduced 
by devices inserted in the line often 
is considered more significant than 
the effect of the cable, the overall long 
term performance is certainly improved 
by at least starting with good cable 
in the system, cable which will still 
provide top quality when the degra- 
dation introduced by other system 
components is reduced by advances in 
the state of the art. p 

Acknowledgement: 
The author wishes to thank Mr. Ken 

Simons for the information used to set 
the signal to ghost ratio versus delay 
for a minimum acceptable standard. 
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sweep. This has been done and the 
results are shown in Figure 3 as mini- 
mum return loss at any channel for 
several typical cables. 

It must be kept in mind that this 
discussion includes only the effect of 
the discontinuities within the cable and 
that there will probably be other im- 
pedance mismatches in the system 
(taps, in and output matches to ampli- 
fiers, connectors, and splices) which 
will introduce additional ghost degra- 
dation. Therefore, a return loss speci- 
fication of 26 db at Channel 2 with a 
weighting factor of 3 db per octave 

T 
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FIGURE D. Attenuation characteristics of aluminum sheath coaxial cables. 
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complete with 
carrying case 
and batteries. 

SADELCO'S 
"New Model FS -2" 

TV -FM 
Field Strength Meter 

Glass epoxy main chassis. 
All wiring is printed on glass epoxy. 
Former ceramic coil forms replaced with smaller, 
shock resistant fibre glass types, or with a sub- 
miniature, fully encapsulated fixed inductance. 
Re -arranged variable controls and alignment points 
make calibration and alignment easier. 
Improved semi -conductor diodes and transistors, 
Fully transistorized, battery operated. 
Reduced battery current consumption lengthens 
battery life. 
Improved input and mixer circuits result in better 
selectivity. 
Long term stability. 
VHF-TV/FM in two ranges (54-108 Mc & 174-216 Mc) 
Peak reading, Carriers marked. 
75 ohm, "F" Connector, Matched input. 
AGC and Temperature compensated. 
Calibrated in 1 db div. from minus 33 to plus 60 
and volts from 10 microvolts to 1.0. 
Accuracy plus or minus 1.75 db or better. 

This is the fastest and easiest to read Field 

Strength Meter available today. 

413> 
BOX 472 LEWISTOWN, PENNA. 

Phone 717-248-3941 
"The place to buy EVERYTHING for your CATV SYSTEM" 

formerly TELCO 

Blonder: CATV Operators 

Should Enter 

UHF Broadcasting Field 

I. S. "Ike" Blonder, long 
known as one öf the most out- 
spoken and far-sighted men in 
CATV, lived up to his reputa- 
tion in recent comments to 
community antenna operators. 
Participating in a panel discus- 
sion along with FCC Commis- 
sioner Robert E. Lee, Blonder - 
Tongue's Board Chairman told 
CATV operators attending the 
NCTA convention that they 
should "apply for and operate 
the UHF stations in their areas, 

I. S. Blonder rather than compete with broad- 
casters assigned to their territories." According to Blonder, 
this course represents the only avenue for survival of CATV 
operations in some areas. 

"Instead of fighting UHF, the moment has arrived for 
CATVers to join broadcasters as partners in the entertain- 
ment business, he said. "Otherwise, the continued growth 
of UHF will further shrink the territory open to community 
antenna operations." 

CATV was characterized by Mr. Blonder as "a passive 
antenna network comforted by a warm welcome in the 
fringe areas. A plus business with minimal conflicts until 
it encroached on the assigned territory of the broadcasters." 
He pointed out that broadcasting is the lowest cost method 
known for disseminating entertainment and education to 
the mass public. 

Since CATV does not completely saturate any area, 
the B -T executive suggests that the system operators utilize 
their already developed technical skills to bring educational, 
public service and commercial television programming to 
their aras through UHF broadcast facilities. His specific 
advice for implementing the move is to "solicit private and 
government funds to broadcast general interest programs 
and commercial operations may grow so that the total 
operation becomes profitable. Combine public welfare with 
commercial interests. Ask for the microwave facilities to 
carry the networks on your cable to supplement public 
service and pay the bills." 

The combined effects of population growth and the 
all -channel law will turn such proposed UHF projects into 
profitable business ventures according to Mr. Blonder. 
Citing the original challenge of CATV to fill the gaps in 
TV coverage across the nation, he declared that "the new 
challenge for CATV is educational TV and public service 
broadcasting." p 
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TV&C STAFF REPORT ON 

This year the NCTA Convention was held in Phila- 
delphia, a city with a rich and colorful history. An extra 
highlight for visitors to the annual CATV association meet- 
ing was an opportunity to visit Jerrold Electronics Corpo- 
ration, a company with about as much history in the CATV 
business as it is possible to have in this young industry! 

We were privileged to enjoy a complete tour of both 
Philadelphia facilities of this 16 -year -old corporation, the 
largest manufacturer of equipment for cable television. 

Bob Beisswenger, Jerrold's Vice President and General 
Manager arranged for the tour. Sel Kremer was our host 
and guide for the trip through Jerrold's big downtown 
plant and suburban research laboratory. A veteran of a 
dozen years with Jerrold, Sel is in charge of advertising 
and public relations. His first-hand account of Jerrold's 
lively growth began with the story of how the company 
got its start. 

In April of 1948, Milton 
Jerrold Shapp left the U. S. 
Army. A graduate of Case In- 
stitute of Technology, Milt was 
well qualified for the position 
which he chose-as a manufac- 
turer's "rep." That arrangement 
didn't last very long, however, 
because Milt Shapp soon dis- 
covered the promise . . . and 
the problems ... of television. 

The need for some sort of 
distribution system to feed the 
many television sets of apart- 
ment house residents from a 
single antenna was the first 
challenge which Mr. Shapp 
tackled. Starting Jerrold Elec- 
tronics Corporation with $500 
work on a small "boster" to 
There followed a normal series 

Milton J. Shapp, Board Chairman 
and President of Jerrold Elec- 
tronics Corporation. 

capitalization, he went to 
improve television signals. 
of engineering discoveries, 

Hank Arbeiter, Vice President, and Ken Simons, Chief Engineer, confer on a 
new product at the Huntingdon Valley Laboratories. 

JERROLD 

-____ 

I 1! 1.. 

A li e mum, 
='!!, r lf!;,, (!il!li l 

trials and errors. But the result was a very effective product. 
The time was right; the need was great. Profits from 

the boosters soon enabled the fledgling corporation, still 
operating in small quarters with a handful of employees, 
to fully research the master antenna concept. 

Equipment for apartment houses, hotels, motels, de- 

partment stores, schools and military installations was soon 
being turned out for a ready and growing market. Then, 
in 1950, Bob Tarleton and George Bright decided to try 
to bring a television signal to Lansford, Pennsylvania, more 
than seventy miles from Philadelphia and surrounded by 
mountains. They asked Jerrold to help solve the problem. 

Using the equipment designed for apartment house 
TV distribution, Jerrold engineers built one of the nation's 
first community antenna systems. A tower, some MATV 
amplifiers and a cable . . , the beginnings of a billion 
dollar industry! The equipment used at Lansford became 
the basis for a line of strip amplifiers for CATV, and 
within two years Jerrold's primary attention was focused 
on the community antenna business. 

The fifties saw Jerrold expansion in CATV. An engi- 
neering research laboratory was opened in 1954 at Hunting- 
don Valley, twenty miles north of the company's big plant 
in downtown Philadelphia. Engineering objectives were 
clearly defined as equipment markets were developed. It 
was a "growing up" period for CATV-and an era of 
organization, orientation and implementation for Jerrold. 

In 1961 a landmark of technical and business achieve- 
ment was reached when Jerrold began construction of some 
of the largest systems in CATV history. Up to that time 
CATV systems rarely embodied more than 50 miles of sys- 

tem plant. Communities of 100-200,000 population were 
now being considered by financial investors and Jerrold 
saw the need to furnish these groups with the construction 
means and unified technical capability to handle systems 
engineering and construction for the really large commun- 
ities. Today Jerrold usually has over a dozen systems under 
construction at any one time, many of which are in the 
125 to 200 mile category. 
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z2*:i 
Westbury 

The company that pioneered 
transistorized equipment leads again 

with the big Break Through in: 

ALL 

SILICON 

ALL 

TRANSISTOR 

ALL 

BAND 
CATV EQUIPMENT 

ETV DISTRIBUTION EQUIPMENT 
Bigness or being #1 does not always mean 
best. Westbury because of its size is in an 
unique position to do more for you ... and 
do it better too. Westbury's pioneering .. . 

brings equipment to you that has more fea- 
tures that will stand up longer. Westbury 
stands behind you with engineering know- 
how second to none. Standard line of vacuum 
tube equipment also available. 

Write for linfJ CATV and ETV equipment catalog. 

weswestbur catv corps 
212 South Fulton Ave., Mount Vernon, N.Y. 10550 (914) Owens 95225 

PREAMPLIFIERS LINE AMPLIFIERS CHAIN AMPLIFIERS DISTRIBUTION AMPLIFIERS 

BRIDGING AMPLIFIERS LINE EXTENDERS...SPLITTERS 

34 
TAPS TRAPS MATCHING NETWORKS Vacuum Tubes, Transistorized 

Company growth has precipitated the formation of the 
Jerrold Corporation with Jerrold Electronics as the main 
subsidiary and the addition of three other subsidiaries by 
acquisition. They are Technical Appliance Corporation 
(TACO), Harmon-Kardon and Pilot Radio. The largest 
of the three is Jerrold Electronics which, in turn, is com- 
posed of five divisions: Community Antenna Systems Divi- 
sion, Community Operations Division, Distributor Sales 
Division, Industrial Products Division and Communication 
Systems Division. 

Sel Kremer examines 
for line extender in 
soldering equipment. 

JEC's largest division is the Community Systems Divi- 
sion, which sells equipment, engineering and construction 
services to the CATV market. This division has increased 
in size by 500% since 1958. Specializing in "turnkey" oper- 
ations, Jerrold has constructed well over fifty such com- 
munity systems to date. 

One of the distinguishing features of Jerrold Electron- 
ics among CATV manufacturers and construction firms is 
its versatility. Equipment manufactured includes a complete 
line of tube -type equipment plus newly introduced solid- 
state all -band distribution equipment. TACO builds a line 

circuit board 
front of dip - 

Careful quality control is practiced 
through all stages of manufacture. 

Technician uses microscope to inspect Miniature parts are examined with 
small part assemblies. a Micro Projector. 

of ruggedized yagis and microwave antennas as well as 
exotic special purpose antennas. And complete microwave 
systems for CATV and communications applications are 
also built by Jerrold, along with several pieces of sophis- 
ticated test equipment. 

Engineering capabilities include every phase of com- 
munity antenna television-from equipment design to actu- 
ally hooking up the individual subscriber! 

Illustrative of JEC's progressive and imaginative mar- 
keting approach are substantial orders received for main- 
line amplifiers and other components for Pay -TV. Western 
Electric is purchasing Jerrold equipment for Pacific Tele - 
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phone and Telegraph Company and Automatic Electric is 
purchasing amplifiers and accessories for General Tele- 
phone. STV systems in Los Angeles, San Francisco and 
Santa Monica, California are using the Jerrold units. 

Viewing first-hand the impressive Jerrold manufactur- 
ing and engineering plants, 
we gained the strong im- 
pression of a purposeful, 
well -directed enterprise. Con- 
sistent quality control tech- 
niques are exercised to as- 
sure dependability of current 
products-while an energet- 
ic team of engineers and 
technicians are busy looking 
for "a better way" through 
some new type of equipment. 

Jerrold Electronics Corporation employs over 600 
people and occupies more than 110,000 sq. ft. of engineer- 
ing and office space. Jerrold claims the largest sales and 
service staff of any CATV supplier, with over 80 sales and 
field personnel involved exclusively in this area. Particular 
emphasis is placed on a "total service" concept by Jerrold 
management and field representatives. Several regional sales 
offices are maintained by the company to keep an active, 
full-time field force in every part of the country. 

Key. personnel involved in Jerrold's CATV oriented 
operations are Milton J. Shapp, President and Board Chair- 
man; Robert H. Beisswenger, Corporate Vice President 
and General Manager of JEC; Lee Zemnick, Manager of 
Community Systems Division; Elmer Metz, Sales Manager 
of Community Systems Division; Ken Simons, Chief Engi- 

Skilled women build sub -assemblies 
in large production area. 

Modern office techniques characterize Jer- Channel Commander microwave 
rold operation. 

neer at JEC Laboratory and Frank Ragone who heads the 
Community Development Section. 

Milt Shapp retired from active management of Jerrold 
in 1961 to become engaged in public service and various 
civic projects. He reassumed leadership in June of last year 
and is currently spearheading the company's forceful pro- 
grams of manufacturing, construction and operation in the 
community antenna industry. It was Mr. Shapp's initiative 
and foresight that created a little company sixteen years 
ago; and it seems logical to believe that the multi -million 
dollar complex to which that little company grew will con- 
tinue to prosper and grow under the leadership of Milton 
J. Shapp and his very capable supporting staff. D 

EXPERIENCE 
THAT PAYS OFF IN YEARS 

OF EXTRA SERVICE FOR YOU 

Years of successful tower construction have given 
us the necessary experience to provide you with the 
best qualified engineering, the most reliable con- 
struction and the most economical purchase or lease 
cost in the CATV industry. 
Steady progress in perfetcing engineering and manu- 
facturing processes, along with recent personnel and 
equipment expansions, give Ft. Worth an unprece- 
dented capability. Take advantage of our experience 
... call for a quotation on your next tower require- 
ment. 

Since it costs no more to have the 
full assurance of the latest engi- 
neering and construction knowl- 
edge, call or write Fort Worth 
Tower Company, Inc., for a quo- 
tation on your next tower job. 
President Tommy Moore will per- 
sonally assure you of excellent 
service and realistic, competitive 
pricing. 

Write for Full Details 

9ort ?And 7owe'i 
P.O. Box 8597 For, Worth, Texas - ;817) GL 1.1281 

- As...i.t.d Companies - 
Tommy Moore, Inc. - Big State Engineering, Inc. - Tower Construction Finance, Inc. 
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PRODUCT 
REVIEW 

VHF AND FM PREAMPLIFIERS 

Single channel preamplifiers for CATV 
and MATV systems have been an- 

nounced by Blonder -Tongue Laboratories, 
Inc. Called the Cablemaster series, model 
CMA, the units are available for all VHF 
channels. A model CMA-FM has been 
designed to cover the entire FM band. 

The Cablemaster is enclosed in weath- 
erproof cast aluminum housing and can 

be mast -mounted anywhere. B -T describes 
the unit as a low noise preamplifier, 

offering excellent bandpass flatness. This 

enables it to provide excellent color 
reception. 

The new CMA is remotely powered 
with 18 to 20 vdc and has a minimum 
gain of 22 db on channels 2 through 
13. The CMA-FM has a minimum gain 
of 18 db. For information contact 
Blonder -Tongue Labs, Inc., 9 Ailing St., 

Newark 2, N. J. 

DORNE AND MARGOLIN INTRODUCES 

LOG PERIODIC ANTENNA 
A new Linearly -Polarized log periodic 

antenna which operates throughout the 

frequency range of 550 me to 10,750 
me has been introduced by Dorne and 

Margolin, Inc. 

Specially designed for use in testing 
operations, the DM SE -1 Test Antenna 
is particularly well suited for field tests 

of broadband equipment, which previ- 
ously have required the utilization of 
several standard horns. The unit achieves 
a minimum gain of 6.0 db with respect 

to isotropic throughout the band. 
Ruggedly constructed and economic- 

ally priced, the DM SE -1 is supplied with 

giZTCo Heavy Duty Quads and Yagis 

Designed by SITCO for Translator off -the -air pickup, 
Community TV and extreme fringe area requirements. 

SITCO WEDGE SCREW FASTENERS 

Write for Free SITCO Catalog 

The SITCO Models 94 and 
102 Quad Mount Antenna 
Arrays are designed to 
produce high gain, high 
front -to -back ratio and 
large aperture to weak 
signals. A completely bal- 
anced system which re- 
duces noise pick-up and 
greatly improves the 
signal-to-noise ratio. 

NOW, all SITCO element 
ends are machined to re- 
duce static leakage. The 
signal-to-noise ratio is in- 
creased at sites where 
signal levels are low. 

Model No. 94 -HD 32 -element Quad 
Channels 5 or 6 

Model No. 102 -HD 48 -element Quad 
For all hi -band channels 

SIMPLICITY TOOL COMPANY 
2850 NORTH MISSISSIPPJ PORTLAND 12, OREGON 

a coaxial connecting cable and a tripod 
mounting assembly which facilitates ad- 
justments of position and polarization. 

Dorne and Margolin, Inc. with plants 
at 29 New York Avenue, Westbury, 
L.I., N.Y. and in Chatsworth, California 
will furnish prices and technical details 
upon request. 

NEW ENTRON LOW -HIGH 
BAND EXTENDER AMPLIFIER 

A new extender amplifier designed 
to feed low and high VHF and FM band 
signals into a transmission line is being 
offered by Entron, Inc., according to 
Ed Shafer, Vice President. 

Designated as Model LHE 501 R, the 
unit has two output terminals; one is 

used to extend feeder lines; the second 
(-20db), may be used to split the line 
or feed a distribution amplifier. The 
well -matched input terminal makes the 
LHE suitable for use as a bridging ampli- 
fier when combined with a directional 
coupler. 

Other features include separate low 
and high band gain and tilt controls, 
flat frequency response, long life silicon 
rectifiers, 10,000 -hour tubes and highly 
reliable compactrons throughout. Full 
particulars can be obtained from Entron, 
INC., 2141 Industrial Parkway, Silver 
Springs, Md. 

MINIATURE CCTV CAMERA INCLUDES 

SOUND PICKUP EQUIPMENT 
The new GBC camera model AE -50 

is a one-piece 9 -lb transistorized unit 
incorporating its own power supply as 

well as a sensitive and efficient sound 
circuit. A conventional 1/4" coaxial ca- 

ble running from the camera to the 
antenna leads of a television receiver 
or a video monitor completes the hook- 
up. The AE -50 has a built-in automatic 
light compensator to take full advantage 
of changing light conditions. The unit 
comes with a 25mm f/1.4 lens. Addi- 
tional lenses are available for wide- 
angle viewing, telephoto or extreme 
close-ups. Price of the camera is $495. 
For additional information contact Dept. 
HL, GBC America Corporation, 89 Frank- 
lin Street, New York, N. Y. 10013. 
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In a dilemma: 

whether to build your system 

for fast capital gains 

or for maximum operating profits ? 

Before you install a so-called 
economy cable system, 
ask these 8 questions: 

1. Is it water & water vapor proof? 

2. Is the cable self sealing when tapped? 

3. What is the guaranteed maximum attenuation? 

4. Will it produce an acceptable color TV picture? 

5. Does it give 26 db minimum return loss guarantee 
(Required for minimum ghosting)? 

6. Will the quality be the same 5 years from installation? 

7. Will the cable be adaptable to all pay TV applications? 

8. Will it give radiation protection 
when high power lever amplifiers are used? 

If you install Times JT1000 seamless aluminum tube 
sheath cable, the answer will be yes to all the above. 

Whether your objective is capital gains or long-term, high net 
profit, you should give careful consideration to installing a 

long -life, high -quality cable system-JT1000 series cable, 
your best profit insurance. Don't settle for a system that 
continually degrades from the day you install it, and which may 
prematurely require replacement in 3 to 5 years. 

DON'T TAKE OUR WORD FOR IT. 

Return loss measurement is a crucial determining factor. 
Through this one test alone, you can prove to yourself the 
return loss quality of standard JT1000 cables. Times will 
gladly lend you a Return Loss Measurement Adapter Kit. It's 
absolutely free of charge. Just write or phone our 
Sales Manager, and he'll send you the Kit. 

PROVE IT 
TO YOURSELF 
FREE TEST KIT 

TIMES 
WIRE AND CABLE 

Division of The International Silver Company Wallingford, Connecticut 
TRANSMISSION SYSTEM DESIGN AND ENGINEERING STANDARD AND SPECIAL PURPOSE COAXIAL 
CABLE MULTICONDUCTOR CABLE COMPLETE CABLE ASSEMBLIES TEFLON* HOOK-UP WIRE 

`A DuPont Trademark 
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MUSIC SYSTEM ... A POSTHOLE DIGGER, 

1r 

MEASURING WHEEL, 

... A TRUCKLOAD OF CABLE 

A CUSTOM HEAD -END .. . 

HOIST, CABLE LASHER, TUBE 

.. -1 
® A o 

STAPLE GUN, 

11111/1/ 
///11/// 

SPECIAL CONNECTORS, 02U_;- 

FM TUNER, 

AUDIO AMPLIFIERS, 

IMITATED BUT 

NEVER DUPLICATED! 
CAN YOU IMAGINE... 

A PLANELOAD OF AMPLIFIERS . 

/)L= 4' ~" 

yt A COMPLETE 

I 
v 

TESTER, 

ANTENNA, 

TRANSFORMERS, 

SOLDERING GUNS, 

POLE HARDWARE, ® RECORD CHANGERS, SPEAKERS, 

feer, 
RUGGEDIZED TUBES,l POWER PLANT, 

,n 

OSCILLOSCOPE, TAP -OFFS, 

ALL IN STOCK AT 

OR A 1Oc FUSE. f 
At DAVCO we give the same fast, careful attention to your order for a 

10c fuse or a truckload of cable. Large or small, we know how important 
your orders are to you! That's why we continually build our inventories . . , 

so we can fill your orders the "Same Day Received" out of stock. 

NO ONE HAS A MORE VARIED INVENTORY THAN DAVCO 

DAVCO ELECTRONICS 
IN CATV SINCE 1949 

P.O. DRAWER 861 Phone RI 3-3816 (501) BATESVILLE, ARKANSAS 

CLASSIFIED 
Rate for classifieds is $1.00 per line or fraction 
thereof for advertising which, in our opinion, is 
obviously of a non-commercial nature. A charge 
of $20.00 per column inch (21/4" col.) is made 
to all commercial advertisers. Deadline for receipt 
of copy, 1st of preceding month. 

TO ENGINEERS AND 
TECHNICIANS . . . . 

IDEAS WANTED! 

Will pay for ideas for new items or 
improvements on present products 
to better serve the CATV industry. 
Submit your ideas to us for imme- 
diate evaluation. 

VIKING CABLE CO. 

830 Monroe St., Hoboken, N. J. 

OPPORTUNITY 

Ate í' e yak 
New company in CATV needs man 
to engineer and head -up group of 
systems. We are ready to build 
five systems, now, more as soon 
as possible. All are in close prox- 
imity. Good starting salary, plus 
incentive for right man. Must have 
engineering experience and be 
able to lay out systems, supervise 
entire operation. . . (All replies 
held in confidence.) 

WRITE TO DEPT. 83 
TV & COMMUNICATION 

P.O. BOX 63992 
OKLAHOMA CITY, OKLA. 

(2) KAAR TR -327 4 -channel Citizens Band 
Transceivers - 2 sets crystals incl. Only 
slightly used. Worth $189.50 new. Take 
$89.00 each. FIRST CHECK TAKES. Write 
to John Bryant, 2105 S. W. 78th, Okla- 
homa City, Oklahoma. 

Manufacturers 
.. who know the CATV market 

know that they can reach its deci- 
sion makers through the industry's 
own trade publication. No other 
medium even approaches the out- 
standing effectiveness of TV & 
COMMUNICATIONS as a means 
of saturating the television distri- 
bution market. 

"TV&C" goes to more than 
95 % of all CATV systems in the 
U.S., plus significant foreign circu- 
lation. Manufacturers and their 
agencies are invited to call collect 
for full details on the low cost of 
capturing this big market. 

TV & COMMUNICATIONS 
(405) JA 8-3523 

Box 63992 - Oklahoma City, Okla. 

33 AUGUST 1964 

www.americanradiohistory.com



entron's 

WHIR -45 repeater 

amplifier 

is the ultimate. 

This is the high gain, high output level amplifier 
of all future CATV systems. It has many superior 
characteristics compared to any other CATV 

repeater amplifier available. Automatic level 
controlled low and high bands, including full FM. 

are combiied ún the LHR in one single chassis. 
The LHR's high power handling ability extends the 
mileage of CATV systems and improves picture 
quality. Frequency response is flat (if aligned 
through cable); input and output are matched; there 
are separate high -low band gain and tilt controls, 
and input attenuators. The LHR is equipped with a 

regulating transformer for gain stability under 
varying line voltage conditions, and for the increase 
of tube reliability as it keeps filament and cathode 
Iemperatures constant. For complete information 
and specifications on this advanced amplifier, 
the LHR-45, write to: 

SILVER SPRING, MARYLAND. (301) 622.2000 
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WEATHER -TIGHT DIE CAST HOUSING 

ADAPTS TO VARIOUS FEEDER CABLES 

PRINTED CIRCUIT TAPS AND ADDERS 

COMPLETE - NO MATING PARTS TO BUY 

SKL was the first to introduce the multiple output 
directional coupler line tap. Now we are proud to an- 
nounce a newly engineered version of our Multitap - 
professional in design, proficient in performance and 
profitable for you in price. 

Retaining the electrically superior directional coupler 
principle in a compact printed circuit tap and- tap adder 
combination, SKL Multitaps are available in values of 
10, 16 or 22 db tap loss. They mount easily to the mes- 
senger strand, and their adjustable input and output fit- 
tings accommodate any feeder cables from 3/8" to 1/2" 
O.D. Tap adder inserts serve up to four subscribers 
from one location with one low through loss. 

The Multitap combines top quality with real 
economy. When serving four subscribers, it costs only 
$3.125 per tap. Try some in your system. After you do, 
we think you'll want a lot more! 

Multitaps 
TAP LOSS FREQUENCY RESPONSE: Combined 

of RG -59/U cable, no more than ± 1.5 db 
in VHF TV bands. 

IMPEDANCE: 75 ohms at all three terminals. 
RETURN LOSS: 20 db min. at all three termin 

Tap Loss 

SPECIFI 

with 50 to 80 fett 
from average value 

als. 

Insertion Loss 

CATIONS 
Tap Adders 

FREQUENCY RESPONSE: Same as Multitap by itself. 
TAP LOSS: Sum of Multitap loss and splitting loss (see below). 
FEEDER LINE INSERTION LOSS: None. 
IMPEDANCE: 75 ohms at alf terminals. 
RETURN LOSS: 16 db min. at all terminals. 

Model 402 Model 434 
Model At 216 me 54.216mc No. of Outputs: 2 4 
410 10 db 1.5 db max. Splitting Loss: 3.5 db max. .7.0 db max. 
416 16 db 1.0 db may. Isolation 
422 22 db 1.0 db may. between Outputs: 23 db min. 26 db min. 

(SKLJ 
SPENCER -KENNEDY LABORATORIES, INC. 
1320 SOLDIERS FIELD ROAD BOSTON 35, MASSACHUSETTS TEL. 617-254-5400 
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