Whether or not you employ a disciplined pro-
cess to really define the apparent value(s) of a
system from your own unique criteria or not. . .
you “‘appraise’”’ the minute you set a price, make
an offer, agree to make a loan, go after a franchise,
or plan an extension. So...MAKE YOUR VALUE
DECISION FROM RECONCILIATION OF A RANGE
OF INDICATED VALUES.. .and you will profit
from it.

For instance, if you were the contemplated
buyer for our case study system you would bar-
gain for that lower value range that effectively
was a cash sale to the seller, wouldn’t you? (The
buyer apparently actually did that.)

For instance, what if the seller had taken back
a note from the buyer for, say $600,000 at 11%
for 8 years and $200,000 in cash? In 8 years he
would have, by then received a total of $1.1 million
from his sale of the system, including interest!
(Think about it gentlemen, if you don’t need
$600,000 in cash on which you will pay a capital
gains tax of say 25%, why let the lenders take
that interest?)

In CATV, we may need to begin to think of sel-
ling with notes carried by the seller more often.

There aren’t that many new systems to build or
buy. We (as owners) are getting older and this
sort of sales approach can make retirement and
taxes a bit more comfortable.

In a later article, we will delve into those sub-
jects that are FALL OUTS from employing a dis-
ciplined appraisal process. Leverage of the sys-
tem, freeing of equity in the system, better fin-
ancial management, tax savings that might be
contemplated once value in various time periods
is known, the impact of pay-cable services (to
the income stream), when to sell, when to buy a
system, when to re-finance. . .

...All these subjects are valid when present
and anticipated-future values of our cable sys-
tems are known to us by employment of a reason-

able appraisal process and some future con-

templation of possible income stream effects.

But, before you can examine and analyze some
future financial condition and plan for events
and business decisions. ..you must know pre-
sent values and learn how economic, or other
conditions, effect them.

PART TWO—

LOW/LOW COST MICROWAVE SYSTEM

RECEIVER FEATURES GUNNPLEXER
TECHNOLOGY YOU CAN DUPLICATE

A ‘Simple’ Receiver

In the June issue of CATJ the CATJ Lab reported
on an operating Gunnplexer microwave trans-
mitter system which will accept baseband video
and audio and create an FM/FM transmission
system capable of spanning distances to 20
miles with good reliability. The video is FM modu-
lated over approximately a 9 MHz passband and
the audio is FM/FM as a subcarrier offset from
the video by 4.5 MHz.

The receiver to be described is a version deve-
loped by Steve Richey for the CATJ Lab this past
winter. It is not the ultimate receiver by any means,
but it makes an ideal high-quality ‘first serious
system’ for the microwave ‘experimenter’ who
will, having made this fly, be ready to move on to
more exotic transmission and reception systems.

The primary reason this receiver is designed
and constructed as you will shortly see described
is that it follows along with widely held practices

in the TV recejver design area. First of all, we use
a 40-50 MHz IF range resulting in a 10 MHz wide
IF. By selecting this region for the IF we felt that
most people would be able to perform the align-
ment and tune up without any special equipment.
For the purists, this discussion however.

The narrow IF (10 MHz passband) is not an ideal
use of FM. As Armstrong set out to prove in the
1930’s, the advantage of FM is directly related to
its bandwidth. Up to a reasonable limit if you
deviate the signal over a wider and wider pass-
band you end up with more signal to noise at the
receiver. A perfect example of this is our fairly
common use of a 36 MHz wide passband for the
TVRO service we have come to accept (if not
yet love) in the 3.7 to 4.2 GHz region. Armstrong,
the developer of FM, proved beyond most reason-
able doubt that the signal to noise advantage for
FM signals into full limiting is most dramatic
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VIDEO AND AUDIO OVER DISTANCES TO 20 MILES

DIAGRAM ONE

when there was a relatively high modulation index.
In video work the FM advantage is significant
when the modulation index exceeds unity. Since
the modulation index equals peak deviation
divided by the modulation frequency, and because
the highest modulation frequency for real time
video is on the order of 4.5 MHz, the perhaps

ideal or best deviation for attaining a real world
‘FM advantage’ would be on the order of 5 MHz
(or more). The radiated power bandwidth for 99%
of the modulation power spectrum is roughly
equal to twice the peak deviation (4.5 to 5 MHz)
plus twice the highest modulation frequency
present and this suggests the ideal receiver band-
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