
THE RECONNAISSANCE 
A Critical Review of Current Newspaper Thought and Utterance upon the " Drink Problem** 

THE MODEL 
LICENSE PROPOSITION 

The vigorous editorial pen of the 
North American of Philadelphia is 
turned upon the address to voters sent 
out by the Model License League. The 
North American looks upon the docu- 
ment as sadly lacking in shrewdness and 
tact and riddles it with ridicule. In 
part the editorial says: 

A solemn warning is given to the 
the American people that “Prohibition 
increases the number of liquor deal- 
ers” and consequently the sales of 
liquor. Therefore these makers and 
blenders and sellers of whisky are 

massing a fund of millions to check 
the slightest step toward a condition 
that would increase the demand for 
their product and their profits meas- 

urably. 
We would not impugn the virgin 

purity of the altruism of these gen- 
tlemen who are equipped to supply a 
limitless demand as long as the stock 
of neutral spirits, prune juice, brown 
sugar, fusel oil and charcoal holds out. 
But the average American voter is 
a hard-headed individual, with a sense 
of humor. And there is trouble ahead 
for the Model License League when 
it tries to convince him that distillers 
are fighting local option because “Pro- 
hibition increases the number of liquor 
dealers.” 

Taking up the statements of the ad- 

dress, regarding Kansas, the North 
American says: 

The truth is, that it is a little late 
in the day to hold up Kansas as a hor- 
rible example. The facts within the 
reach of all are that Kansas today has 
a population of 1,680,000; that only a 
few years ago the state was plastered 
with mortgages, from border to bor- 
der, while this year it loans millions to 
the banks of New York, and through- 
out the panic was Wall Street’s wet 
nurse; that, if anywhere on earth 
there is a more prosperous common- 
wealth than Kansas and a people 
more free, more thriving, happier, 
healthier and wealthier than the Kan- 
sans, we have yet to hear of it. 

Coming to the matter of deaths from 
alcoholism attributed in the League’s 
address to Prohibition states, the North 
American makes no attempt to analyze 
the figures given, but says: 

The Model License League’s ad- 
dress lays great stress upon tabulated 
statistics showing the deaths attributed 
to drunkenness in the various states, 
just as if in any death certificate 
"drunkenness” is named as a cause of 
death save when the victim is a pau- 
per or a criminal, or some poor, sod- 
den, friendless creature of the slums. 

Why should these men insult the 
intelligence of a people, not one 

among whom but knows how often 
the family physician saves the feelings 
of mothers and wives by omitting “al- 
coholism” and naming technically the 
fatal symptom and not the primal 
cause. 

Ask the men who are leading the 
world-struggle against tuberculosis 
how many die who could have been 
saved if alcohol had not heightened 
the fever of the wounded lungs. Give 
us the statistics of diabetes among the 
brewery workers. Count in every 
man who dies of cirrhosis of the liver. 
Ask the best skilled doctor the pro- 
portion of hard drinkers who recover 
from typhoid or pneumonia. Count 
all these things in, gentlemen of the 
Model License League, before you try 

| to delude your countrymen with your 
tables of “deaths attributed to drunk- 
enness.” 

1 he North American closes its ar- 

raignment with the following strong 
paragraph, possibly the most significant 
that has appeared in the series of re- 

markable editorials that have been 
quoted here: 

We read carefully in search of some 

argument—we find simply an assault 
on Prohibition, as weak as it is disin- 
genuous. We find in it one sound ar- 

gument and only one—a deadly argu- 
ment against the integrity and good 
sense of the National Model License 
League. These are the men who have 
declared themselves and whom hither- 
to we have considered to be the ablest 
and worthiest of the class they repre- 
sent. They have filed their brief in 
the court of public opinion, where they 
and their trade now are on trial. Pre- 
sumably it is the best offering that 
they can make in support of their 
cause. It can be accepted only as an 

augury and an assurance of the com- 

ing triumph of their opponents. 

A TIME LIMIT 
ON BUSINESS 

The Rural New Yorker comments 
upon a motto which has been widely cir- 
culated in the following interesting 
strain: 

Some friend has sent us a post card 
on which we find the following: 

If whisky interferes with your busi- 
ness, give up your business. 

From our limited experience we 
should say that this advice is sound. 
No business can possibly prosper if 
whisky once gets into it. Of course 
we must except the saloon business, 
but when whisky (or hard cider) gets 
a good grip on any part of farming, 
you might as well try to run a machine 
with broken cog wheels. It has al- 
ways seemed to us very strange that 
many farmers are apparently so in- 
different to the evils of the saloon and 
its influence. They must see how it 
affects hired help—unreliable at best, 
but dangerous when filled with whflt 
the rumshop has to offer them. Of 
course, too, they can see the gang of 
loafers and rowdies that is bred in 
every country town by a saloon. Their 
women may be insulted and their chil- 
dren corrupted by these hangers-on. 
Of course, too, they know that many 
a workingman’s family must go with- 
out luxuries—to say nothing of com- 
forts—because a large share of the 
man’s earnings go into the saloon. 

Those who sell fruit, vegetables, eggs 
or milk at retail in country towns well 
know how women and children crave 
these things and would buy them if 
they could only have that saloon 
money! We have had faith to believe 
that sooner or .later farmers would 
realize these things. That they are 

doing so explains the wonderful spread 
of temperance sentiment all over the 
country. We are told that already 
33,000,000 Americans live in territory 
where the sale of liquor as a beverage 
is prohibited. Probably 30,000,000 of 
these people live in the country. By 
all means—“if whisky interferes with 
your business, give up your business” 
—long enough to put zvhisky out of 
business! 

THE RATIONAL 
METHOD 

The Courier, of Bristol, Tenn.-Va., in 
comment upon a remark made by the 
Times-Dispatch, of Richmond, puts on 

record in admirably clear and exact 
terms a statement and definition worthy 
of preservation. The Qmes-Dispatch, 
always a saloon advocate, said: 

Richmond is dealing with a practical 
question in a rational way. She pre- 
fers to have her liquor traffic carried 
on under the regulation and restric- 
tions of law and under the watchful 
eye of the officers of the law rather 
than in defiance of law. 
To this the Courier replies: 

But the Times-Dispatch, as well as 
other papers and people who advocate 
high license and strict regulation as 

against Prohibition, overlook or evade 
the cardinal point in the situation. 
The whole country for the past forty 
years has been dealing with the liquor 
question in a “rational” way. It has 
been relying on its ability to discover 
sooner or later some method of regu- 
lation and restriction, and some means 
of compelling officers of the law to 
actually have watchful eyes. It has 
wanted to tolerate the whisky traffic. 
The spirit of the American people 
toward all things is tolerant. Until 
the last few years “Prohibitionist” was 
a term of reproach because nearly all 
the temperance people believed that 
Prohibition was intolerance. But the 
evils of the liquor traffic grew greater 
and greater, despite the employment of 
every conceivable method of regula- 
tion and restriction. The country dis- 
covered that regulation and restriction 
did not regulate and restrict, and that 
there was little prospect of any effica- 

I cious method being found. So it de- 

cided that the “rational” method is to 

get rid of an institution which it had 
found after years of experience could 
not be controlled. Prohibition is the 
rational method, because in the last 
analysis it is the most effective form 
of regulation. 

Prohibition is only the logical result 
of the country’s experience in dealing 
with a practical question by the “ra- 
tional” method of regulation. 

THE POOR SALOON- 
KEEPER 

Collier’s Weekly presents a view of 
the saloonkeepers’ woes that is worthy 
of careful reading. It says: 

Consider the troubles of the saloon- 
keeper—the excursions, chowders, pic- 
nics, concerts, balls, and receptions he 
has to buy tickets for; his police trou- 
bles ; the occasional visits of deputy 
excise inspectors; the clerks who have 
been known to write letters enclosing 
tickets for benefits, to which the sa- 

loonkeeper feels “obligated” to buy 
$10 worth of admission; the weddings, 
funerals, birthdays, and “blow-outs” 
of his friends in the district. Yes, he 
has power, but he pays a price for it. 
He is owned. He is a slave. Really, 
it is more fun to be honest. If you 
do not believe it, ask a liquor dealer, 
or a grafting policeman, or any other 
person trafficking in human flesh, with 
the power to make and break men. 

They are held under a vise with all 
the pressure of hell on it. And then, 
the men at the very top of the system; 
—with the enemies they have made, 
and the strange bargains they have 
struck, and the bloody trail they have 
left, they are not happy. If you have 
ever known one, you will remember 
that impression they make of being 
shadowed by something ominous and 
fateful. An insider pays a big price 
for his location. It is pleasanter to 
play outside, where your running 
mates do not fear you and do not hate 
you. Surely, the saloonkeeper has his 
troubles. He is behind all the time, 
behind on his rent, or his mortgage, 
or his pumps, or his water rates, or 
his expenses for oiling “the system” 
and eliminating friction. As a result, 
he has to scratch for profits. And 
here is the nub of the evil. Liquor 
dealers, as a class, are the same as the 
rest of us. Plenty of them are fond 
of their families and have a quiet re- 

spect for the ways of decency. They 
have no wish to ruin girls, to lure 
married men into the company of wo- 
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STRANGE INVENTION! NEW APPARATUS 
BEST EVER HAPPENED! CAUSING GREAT EXCITEMENT 

millions MADE HAPPY, wondertui but true, no more 
farm, town or city homes without a bathroom and some* 
thing more. THE ALLEN PORTABLE BATH APPARATUS 
operates with one gallon of water, yet does more than a 
tub full. Used everywhere that water exists. Everybody 
has water, hence everybody can now have their own bath- 

room. Cost bu! reaay to use—cost 
nothing to operate. Makes a bathroom of 
any room at home, or when traveling—even 
better, does more than bathrooms costing 
$100.00. Sounds strange, even impossi- 
ble, yet its being done. 

SEE MOW SIMPLE, EASY, CONVENIENT: 
To use—place Metallic non-corrosive foun- 
tain on wall or shelf—611 with water—turn 
screw—that's nil—thereafter it works au- 
tomatically. A bath, hot or cold, in one 

operation, 5 minutes* time, your skin con- 
stantly flushed with clear running water, 
pores opened, cleansed, invigorated by hun- 
drds of little soft self-cleansing teeth work- 
ing gently, thoroughly. Only clear, run- 

ning water touches the body—a delightful, 
tingling, sparkling spray that re- 
freshes while it cleanses. 

I CLEANSING, FRICTION, MAS- 1 SAGE, SHOWER BATH ALL IN ONE 
—same time. What a pleasure 
—Could anything be more perfect? 

Just think—No tubs to clean, bowls or buckets to fill—No wash rags or l 

sponges—No curt, splashing or muss. No plumbing, tools, valves—not even 
a screw to set. Move it about at will. Simple, durable, handsome, sani- 
tary. Saves time, expense, labor, space. The ideal bathroom for town 
and country homes, travelers, roomers. No experiment. 

USED AND PRAISED BY THOUSANDS. 
INSURES CLEANLINESS WITHOUT DRUDGERY, inconvenience, annoy* 

ance—promotes health, beauty, happiness, sound sleep—prevents colds, 
Ea Grippe, contagious and other diseases. 

C. R. MARTIN, PA., writes: “Outfit is a marvel of effectiveness, conven- 
ience, simplicity. Certainly will create a sensation.” 

H. I*. CRAFT, KANS., writes: “A God-send to any family." 
W.W. DRURY, Q., writes: “Exceeded my expectations. Mechanically 

perfect, attractive. Can bathe in one-fourth the time of ordinary methods." 
Guaranteed by an old,reliable house, capitalized for $50,000.00. Price 

complete, ready to use, only $ 5-00and up. Sent to any address. Order 
now,—you’ll be satisfied. Sena card anyhowfor fulldescription, valuable 
book, catalogue, testimonials—ALL FREE, 

THE ALLEN MFG. C0.9 381 ALLEN BLDG., TOLEDO, OHIO 


