
and $4 for those lie sold for ten cents and tifteen cents. 

The next most profitable goods were liquor and “soft 
drinks.” 

In his case beer was the least remunerative for several 
reasons. One was that he had an immense trade in 

pitcher beer, which is not a profitable way to sell it. 
Also his customers who bought beer by the glass were 

of the class who want it in big “schooners.” So that, 
even with the large rebate allowed by the brewery, he 
made scarcely anything on his beer. But he says sa- 

loons selling their beer in glasses of ordinary size make 
from 100 to 150 per cent profit. 

How They Make It Pay 
lie says: 

“My customers, likewise, as a rule, took very 

large drinks of whisky—of a size about nine to a 

quart bottle. This grade of whisky cost me $1.90 
per gallon, making the bottle stand me about forty 
cents. Nevertheless, this meant a profit of one hun- 

dred per cent, and over, to me. On the finer grades 
of whisky, brandy, gin, etc., my profits were larger. 

“I gave my patrons what they called and paid 
for. That is, if they wanted Old Crow or Hunter 

whisky, they got it—at fifteen cents a drink. Hut 

many saloon-keepers fill the original bottles up with 

whisky costing them but $2.00 or so a gallon, and 

sell this for any brand of liquor that is called for. 

One of my competitors, for instance, told me in a 

burst of confidence that he had only one grade of 

whisky behind his bar, and that only cost him $1.40 
per gallon; he served it out at all sorts of prices 
from bottles bearing different labels.” 
There is some interesting information concerning free 

lunch and how a fellow in hard luck or of a grasping 
disposition can get a hearty meal for five cents, with a 

big glass of beer or soft drink to wash it down. 
This saloon-keeper counted on average receipts of $40 

a day, or $240 for the six week days, which, he says, was 

not always realized. His expenses per week, as we have 

seen, averaged $232. So it was all he could do to come 

out even without keeping open on Sunday. 
How the Money Goes for Dnnk 

ITe continues to enlighten us in this fashion: 
“A saloon week begins on Saturday, when the la- 

boring men are paid, and from morning to mid- 

night Saturday my bar was continually wet. But 

Sunday receipts average much more than those of 

any other day except Saturday, especially in a Ger- 

man-Irish district. On Sundays the ‘soft stuff’ sales 

alone, to young fellows who had been playing tennis 

or baseball in the park close by or on the ‘boulevard’ 

totaled as high as the whole of Monday’s sales. 

“Wednesday and Thursday I found to be the 

worst days, from a business point of view. On those 

days men and women would hand over nothing but 

pennies, nickels and dimes, the larger coins and the 

bills being all gone. Vest pockets and stocking feet 

were emptied of their ‘chicken feed,’ the week’s 

earnings were exhausted. Then came Saturday and 

Sunday again, with fresh money.” 
There are some instructive paragraphs telling how he 

was advised by the former owner to pay a go-between, a 

certain Democratic politician, fifteen dollars a month 

for police protection, so he wouldn’t be interfered wilh 
on Sundays, and to join the Liquor Dealers’ Association, 
which looks after the interest of those arrested for vio- 
lations of law. But he declined to follow this advice, 
and decided to keep his saloon closed on Sunday in the 

future, and his career as a saloon-keeper was correspond- 
ingly brief. 

Tells What Converted Him 
This honest German sums up the circumstances of his 

conversion in the following words: 

“Being German-horn myself, and all my life ac- 

customed to the moderate use of beer and wines, 1 

had never had much sympathy with the movements 

against saloons and drinking. But here in my place, 
dealing mostly with men and women of either Ger- 

man or Irish blood, I was confronted by conditions 
that I had never suspected; in fact, could scarcely 
have believed possible. For to me the drinking 
habits of most of my patrons apeared frightful. In- 

temperance, intoxication pursued to the point of 
senselessness—and this not once in a while, but fre- 

quently or daily—was common. 

“I think I am not overstating the fact when I say 
that my unmarried patrons spent about seventy-five 
per cent of their earnings in drink. Among the mar- 

ried men there were wide differences, largely owing, 
I daresay, to the greater or lesser restraining influ- 

ence of wives and children; but even the married 

men, I believe, spent an average of at least twenty- 
five per cent of their wages in this way, and many of 

them much more.” 
In the second, veneration 

Here is an extract from this frank and truthful story 
that should not be overlooked: 

“One of the most surprising and unpleasant ob- 

servations I made concerned the second generation 
—the adult American-born sons of Irish or German 

fathers. These men, as a rule, not only shared the 

drinking habits of the latter, but usually outdid 

them. Besides that, many of them were not only 
more dissipated than their elders, but were also very 

frequently shiftless, indolent and unreliable. And 

not a few of them were criminally inclined, even 

when their fathers were strictly honest and respec- 

table. 
“I found this to be the case, too, among the young 

Italian-Americans and Jewish-Americans of the sec- 

ond generation. While the old folks still remem- 

bered their early religious teaching, and felt its re- 

straining influence, these influences, in the majority 
of cases, seemed to be entirely removed from the 

younger men. 

“Scarcely any of them belonged to any church. 

They scorned, almost without exception, the faith 

and practices of their elders; they scoffed at every 

form of worship; and they ridiculed those of their 

number who gave way, on these points, to home in- 

fluence. A number of them seemed to me to be 

(Continued on page 7) 


