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who live there would welcome
cable with open arms.

(7) New Population Centers —
Man is always looking for new
opportunities to turn a barren
piece of ground into a home for a
few thousand people. Some of
the most “ideal” settings are
often buried in canyons, behind
hills, or along lake shores. Man
made lakes are just naturally
built where the land is low, and
the water usually stops well be-
low the top of the hills that
make up the potential lake bed.
People naturally build homes
along the shoreline.

Several enterprising cable
people in Texas have nice, 200 to
700 subscriber cable systems
started along these lake-shore
areas. Often you deal initially
with not a county or city govern-
ing board, but rather with a land
developer. The “franchise” you
acquire may be more in the na-
ture of a business license or con-

tract, and you may never cross
public rights of way or have
need for a normal franchise. But
as long as the present FCC rules
stand, if your area has or will
have more than 50 subscribers,
you will need to investigate the
FCC Certificate of Compliance
problems.

All of this goes without men-
tioning the usual arrangements
with trailer courts, resort areas
and even camp grounds such as
KOA. A number of very nice
small systems have been built in
KOA campgrounds along the
Florida coast and down into the
Keys, by working out an ar-
rangement with the camp
ground owner. Campers that
spend as much time on the road
as off seldom have much more
than a “camper-special” antenna
there, and once the camper sits
down for a night or week at a
point where these ten foot high
2-3 dB gain affairs are well out

into the B service regions, TV
service is anything but satisfac-
tory.

The story here is that poor
TV reception does not have to
extend over a full community to
make a CATV situation viable.
If the impaired region is only a
portion of a community, and the
service you will offer can im-
prove reception, there is no rea-
son for you to treat the isolated
“CATV opportunity” any differ-
ently than you would if a whole
community was involved. As
long as you seek a franchise only
for the portion of the community
suffering degraded reception,
and the franchise you receive
spells it out in terms of franchise
area, even the FCC won't give
you difficulty with a CAC, as
long as you treat that propor-
tional area in the same manner
as you would otherwise treat
the whole community, if that
was the franchise region.

BUILD YOUR OWN TEST EQUIPMENT
A Modulation ‘Stripper’ For
Counter Freq Measurements

Bite the Bullet

After four years of FCC tests
and harrassments 1976 is here
and it looks like it is not going to
goaway. 1977 follows, as sure as
the sun continues to rise. And
up until now the small CATV
system operator has had but
four choices regarding FCC test-
ing:

(1) Pay an “independent” out-
side ‘“‘expert” from $175. to
$2,000. to come in and perform
the tests for you;

(2) Spend upwards of $2,000.
for the test equipment required
to make the annualized tests;

(3) Sign up for the CATA test
program at $500. or $600. per
shot;

(4) Ignore the tests al-
together and hope that either
the sun quit coming up, or the
FCC goes away (not necessarily

in that order!).

Facing facts (a fact being
something we have to live with,
like it or not), it appears lLkely
that some form of testing is go-
ing to be with us. This is my
personal opinion, one not uni-
versally shared, and probably
shared by few small system op-
erators. If indeed this ¢s fact,
then perhaps the time has come
to approach the testing require-
ments with some degree of pro-
fessionalism.

Testing takes test equipment.
That is one of those facts we
have to face. Yes, you can do
quite a bit with the CATJ FCC
test Compliance Wallchart, but
can you go back and make re-
peat comparison tests time after
time by using the wallchart and
calibrated eyeballs? Of course

you can'’t.

Testing takes test equipment,
and test equipment takes
money. That seems to be the
point where most people stop
this “scrabble” game and go
back to more interesting pur-
suits. Now money comes from
subscribers and subscribers
stand in line for our service only
when the service is worth
money. So it follows that if test-
ing makes for better service and
better service makes for more
money, at some point there is an
economical and viable trade off
between spending some money
for testing and getting some of
that money back, ultimately,
with more subscribers and hap-
pier subscribers.

You possibly are not yet con-
vinced testing is a good idea.







