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Social Types
On a Negro Main Street

By W. H. M. Bowens

This is the report of a study of a Negro main street, hypo-

thetically referred to as Brown Avenue. This study is de-

signed to derive, describe and analyze some sociological types

that exist on a Negro main street. Brown Avenue in Bronz€-

ville, U. S. A., like Beale Street in Memphis, Rampart Street

in New Orleans, Filmore Street in San Francisco, Seventh

Street in Oakland, California, and Second Street in Richmond,
Virginia, is the "main Stem" of the Negro community and

the center of Negro business activity. Negro main streets are

reflections of particular and identifiable interests. They tend

to develop their own lingo and "characters." Each is an area

of selection and characterization with its own cultural com-

plex; a geographical area which is characterized by phys-

ical individuality, and the selective characteristics of the peo-

ple who are active in it. In short, each main street represents

a natural area which constitutes a social world within itself,

with an appropriate population that shares common customs,

traditions, and social ritual; it is a constellation of institutions,

status and roles.' Each area tends to pei-petuate itself by draw-

ing from the city, the region, and the country, those individuals

having interests, needs and aptitudes more or less like those

of the individuals already there.

Within the approximately four and one-half blocks studied

on Brown Avenue can be found almost any type of business

to be found in the central shopping district of Bronzeville. In

addition there are several schools, social clubs, lodges, asso-

ciations, professional offices (doctors, lawyers, dentists, teach-

ers and accountants), religious organizations, social organiza-

tions and agencies, labor unions, and storage plants of various

kinds. There are sixty or more different types of businesses

located in this area. Conspiciously absent are such businesses

as department stores, haberdasheries, pawnshops, super-

markets, and men and ladies' wear shops.

In an attempt to learn more about the dominant ^^Axes of

Life" around which sociological types behave, the interview

technique of the unguided, free association variety was em-

'Pauline V. Young, Scientific Sdcitd Sicrveys and Research, (2d ed., New York,
1949), p. 493.
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ployed. Several intensive, lengthy interviews were conducted

with various "key" persons who knew the purpose of the study.

The historical method was employed to a limited extent in

order to get a background of the development of the area. Also,

the participant observation technique was employed as a means
of accumulating personal and historical documents.

As a point of departure and orientation the following

questions were raised: (1) What social types are recognized

by members of the various "social worlds" on Brown Avenue?

(2) What are some of the characterizations ascribed to each

social type, and what are the various versions that different

interest groups and individuals have of those descriptions?

(3) What are the "Axes of Life" which give rise to the types

found on the Avenue? (4) What are the emotional reactions

toward the various social types, and under what conditions

are they held in esteem or disapproval? (5) What roles do

these types play in the various "social worlds"? And (6)

what insights into the actions and dominant lines of interest

and orientations of the group may be gained from an analysis

of empirically derived types, as well as the "Axis of Life"?

For the purposes of this study, the concept "Axis of Life,"

as it is called by Strong, means the "crucial lines of interest in

the life of the group ... a crucial line of orientation cutting

across all classes . . . The axes of life subsume the major prob-

lems and concerns which group faces."' The problems and

concerns "which create tensions and conflicts in the various

social worlds are revealed in a particular cluster of social types

al6ng a corresponding axis of life."" Indeed, these axes,

although they reflect crucial lines of orientation for the group

as a whole, have different meanings for different persons within

the group, due to the differences in interests, ideals, experi-

ences, aspirations and desires of each.

Although these "Axes of Life" are interdependent, some
are much more crucial than others. The Primary "Axis of Life"

serves as the principal motivating force in the activities and

orientations of the group, thereby forming a core of common
interests, and initiating a course of action for the entire group.

It serves as a common rallying point around which the senti-

ments, hopes, ideals and aspirations of the group become
crystallized and mobilized. In short, "It centralizes the as-

zSamuel M. Strong, "Social Types in a Minority Group: Formulation of a

Method," American Journal of Sociology (March, 1943), p. 565.

^Ibid.
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pirations and the outlook on life of the members."" Subor-

dinate "Axes of Life' are being constantly modified by the

Primary ""Axis of Life.''

Therefore this study is controlled by the hypothesis that

in every social milieu certain social types are orientated around

certain dominant interests or "Axes of Life," and that these

social types have meaning—a special meaning—within a par-

ticular social setting.

"Negro-White Relations" — {Primary Axis)

The Brown Avenue business district developed as a re-

sult of the forces of racial segregation and discrimination.

Being set off as a "Negro" business district, and cut off from

the general society as a Negro "main drag," this area has

tended to intensify race consciousness, and to magnify the

desire of the majority of its constituents to become a part of

the larger society. Thus, the over-all conduct of the constituents

of this area is primarily geared toward improving the nature

of Negro-white relations in the face of discrimination and seg-

regation. On the other hand, many accommodative institutions,

and much behavior that is accommodative have arisen to offset

the humiliation of not being allowed to participate in the life

of the larger community. For instance, the Negro Chamber of

Commerce, as a counterpart of the white Chamber of Com-
merce, has been set up to foster greater efficiency in the Negro
businessmen, in terms of the business techniques used by the

dominant group.

The social type, "uncle-tom," is the one who has developed

a technique of accomodation toward the dominant group; how-

ever, the members of the group resent the conduct of the "uncle-

tom," because the "uncle-tom" is "dangerous," he will "sell

out his people for a few dollars." As one informant puts it,

when referring to Mr. "C,' a prominent businessman on the

Avenue

:

He's another greedy soul. Crazy about

money, and dangerous too, because he'll step on

anybody who gets in his way. And he'll do a

little "uncle-tomming," if it becomes necessary.

When he bought that business up there, he told

the white newspapers downtown that he would

continue to observe the racial pattern in the

'Ibid., p. 566
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South, and would do nothing to change it.

Course now man, I'm not playing Mr. "C"
cheap, because he does have a lot of money and

a lot of influence, even though he is an "uncle-

torn."

Mr. "H." who is a politician, and social welfare agency

executive, is also regarded as an "uncle-tom." A look at his

conduct, and how he is regarded on the Avenue indicate fur-

ther the conduct of the "uncle-tom." According to one in-

formant:

Man, he's an ass, one of the biggest "uncle-

toms" in the city. You know anyone who gets

money from the greater Bronzevelle Community
Chest is an "uncle-tom." Of course you can't

discount him as a leader. Anyone who's built

that agency like he has, must have some
influence.

Thus, the "uncle-tom" is one who conducts himself toward

whites in a manner which tends to perpetuate segregation and

discrimination. The "uncle-tom" is resented, and is seldom

allowed to represent the group interests in a capacity of leader-

ship, because he tends to delay integration of the group into

the "mainstream." Even though an individual may be in-

tensely disliked for playing the role of an "uncle-tom," he may
be very much admired for playing other roles associated with

other more likeable social types.

Another social type which falls along this Primary Axis

is the "diplomat." The "diplomat" is regarded as more dan-

gerous than the "uncle-tom," because he is "polished," has

more education, and is smart enough to make members of the

group feel that he's really fighting for their best interests when,

actually, he's "selling them out" for his own personal gain.

As one informant put it, in reference to Mr. "H," a well-known

politician and social welfare agency executive:

Of course, you know Mr. "H" is a "diplo-

mat" . . . that's the new, polite term for "uncle-

tom." Mr. "H" is lowdown. Besides, he's a

dictator—He doesn't get along with Mr. "F"
because Mr. "F" (a prominent politician and

newspaperman) is not an "uncle-tom." You see

Mr. "F" doesn't have much education, therefore

he's not a "diplomat."
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The "diplomat," then, is not trusted as much as the "uncle-

tom," because he's "smart" and makes people think he's on

their side when really he's "selling them out."

The final social type derived along this primary axis,

"Negro-White Relations," is "the fighter." The "fighter" is

one who "stands up for equal rights and full integration now;

he is not a gradualist. The "fighter" will not "sell out" to

whites; he has his own ideas of freedom and equality, and

sticks to them. Mr. "L," a prominent attorney and politician

is regarded as a "fighter." He was described by an informant:

I know Mr. "L" has had his life threatened.

A "crackex" drove up to him on the corner of

Temple and Brown one day and said to him,

YOU'RE Mr. "L," aren't you?" He said,

"Yes," and the "cracker" said, "Your days are

numbered. We're going to get you," and drove

on off. Mr. "L" didn't tell anyone about it until

much later, but he admitted that he was scared

stiff, and a little "shaky," and that's not like

him, because he's always been courageous, he's

a "fighter." He'll stand up and speak his con-

victions to these "crackers." But mind you, he

didn't let that threat stop him, he kept right on

fighting.

Mr. "L" will go down into these little

towns, and talk to these Negroes down there with

threats of violence hanging over his head.

The "fighter," then, represents a means of helping to

throw off the yoke of segregation and discrimination, which is

imposed upon the Negro community by the dominant group,

and as such, becomes a very much liked social type.

"Business"

Another crucial and all pervasive line of interest on the

Avenue is business. Brown Avenue's businessmen, like all

other businessmen are primarily interested in making money.

The desire for profit is a dominant motivating factor, and

such social types as the "smart" businessman and the "Negro"

businessman, exhibit behavior characteristic of this interest.

Brown Avenue's Negro businessmen are not only business-

men, but many are considered leaders by the members of the

Negro group. As leaders and as businessmen they exhibit
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certain types of behavior which have been "typed" by the

persons in their business world, and in the community in which

they live. This study has been concerned with these persons

in their business world.

The "smart" businessman is a businessman, not a "Negro"

businessman. He knows his business as well as any member
of the dominant group, and is not concerned with the Negro

race as such; he's busy trying to measure up to the business

standards of the dominant group. Since this represents the

desire of the group as a whole to become integrated into the

"mainstream" of American economic life, the "smart" business-

man is admired. As an informant put it:

Mr. "A" is a cold, calculating businessman,

doesn't give a damn about anything concerning

the race. He's all for Mr. "A." He and Mr.

"C" don't get along with each other, you know,

however they get along well enough to run their

business together successfully.

Mr. "A" is a cold, calculating businessman,

not a "Negro" businessman, but a businessman.

Just like the average American businessman,

he's conservative. You can't get him to take a

stand on anything for the Negro. About the

only thing he will take a stand on is how a busi-

ness should be started or operated. He'll serve

on boards of directors for businesses and things

like that, but he stays away from politics and
controversial issues concerning race.

In an interview with Mr. "A," himself, he had the following

to say: "Negroes will get their civil rights when they become
efficient. The only thing the white man will respect is efficiency

and money." This statement tends to support other people's

opinion of Mr. "A." Other persons were described as "smart"

businessmen, but Mr. "A" is typical of them.

The "black-jew" as a social type, like the popularly de-

fined Jewish businessman, is defined as "one who knows how
to make money," "one who knows how to run a business; for

this he is admired; on the other hand, the "black-jew" is dis-

liked, because he's a "greedy and stingy" person. He tries to

make all the money, "even if it means stepping on other peo-

ple's toes." A look at the behavior of Mr. "C," a successful

businessman, popularly known as a "black-jew," will give
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some indication of the behavior of, and attitude toward a

"black-jew" on the Avenue:

He's another greedy soul. Crazy about

money, and dangerous too, because he'll step

on anybody who gets in his way . . . He's a

"black-jew" when it comes to money.

The "Negro" businessman is described as one who tries

to sell his business on the basis of race. He appeals to his

clientele on the basis of race, rather than, of efficiency and serv-

ice. The "Negro" businessman is resented because he usually

is the typical "Negro" businessman; as one informant stated,

"These 'Negro' businessmen don't want to see full integration,

because they're afraid of that stiff competition in the white

business world. They don't want to see segregation go." An-

other informant who referred to Mr. "F" as a "Negro" busi-

nessman, stated that Mr. "F" is a typcial "Negro" businessman

who wants to put all his profits in his pockets, rather than

reinvest some of it in his business which would in the long run

mean more business and more profits. "That," he said, "is

why white businessmen are so far ahead of "Negro" business-

men." Here the influences of the "Axis of Life," "Negro-

White Relations" is exhibited in that the informant is express-

ing a desire to escape the influences of the forces of segrega-

tion and discrimination.

The "money-man" is a businessman who's interested pri-

marily in making money. He's a little "greedy," and a little

ruthless about it, if someone gets in his way. Attitudes to-

ward the "money-man" are mixed. First of all, to have money
means to be able to "escape" some of the things imposed upon

one because of the fact that he's a Negro. Furthermore, the

"money-man" is considered a man who may be a trustworthy

leader, because he has money, and doesn't have to "sell out"

the race. For these qualities the "money-man" is well liked.

In the words of one informant:

Take Mr. "A" now. He's recognized; he's

a real leader on the Avenue. During the Com-

munity Chest campaign, people begged him to

head the drive; he told them he didn't have time,

but they insisted that he head it. They even

told him that if he didn't they would not contri-

bute anything to it. He's a real leader. He
has money.
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Mr. "N," a prominent minister, politician and business-

man is also regarded as a trustworthy leader because of his

money. In the words of one informant:

Well, you see Mr. "N" can afford to be a

minister and a politician; he has money, and

he has character. He doesn't have to sell him-

self out to anybody. He married into money.

His wife has money, his wife's father, for a long

time, was pastor of the church where Mr. "N"
is now pastoring, and he had money. I remem-
ber during the election, several candidates who
were ex-Klansmen, known ex-Klansmen, came
to Mr. "N" to offer him money to talk in their

favor, but Mr. "N" refused. You see, a five-

thousand dollar bribe means nothing to him: he

can afford to turn it down, and he does. And
that's more than you can say about most of

our preachers; a little money will turn their

heads. When Mr. "N" speaks people listen to

him because they know he means what he says.

The "money-man" is admired for having his money which

represents power and prestige both in and out of the group,

however, he is disliked and envied if he is considered "greedy"

in the acquisition of money. As one informant put it:

"Mr. "C" is another greedy soul. Crazy

about money, and dangerous too, because he'll

step on anybody who gets in his way when he's

trying to make money.

The "leg-man" as a social type is one who does the be-

hind-the-scenes work that "makes a business tick." He may be,

and usually is the manager of the business; the public knows
little about him. Feelings toward the "leg-man" vary. He is

not looked upon with scorn, but rather as a "behind-the-

scenes" functionary, who as one informant put it, "makes
pretty good money." This factor makes being a "leg-man"

a very desirable position. H he's successful, he's admired;

if not, he's pitied or scorned. The following statement concerns

how Mr. "G," who is referred to as a "leg-man" behaves, and

how he's regarded by others:

Mr. "G" is a "leg-man," he's not a "front"

man. The biggest thing he does is run that busi-

ness down there on the corner, and he does that
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like a dictator . . . No, Mr. "G" is no leader,

most people don't know him; he stays in the

background and supports Mr. "A" and Mr. "C";
he's their legs.

The "front" man is the owner of the business. Since

he is very well known by the public, he gets all of the credit

for running the business, whether successfully or unsuccess-

fully. Generally, a "front" man, it was discovered, is well-

liked, because he is generally thought of as a successful busi-

nessman.

"Politics"

Another "Axis of Life' discovered on Brown Avenue was
"Politics." Such politically significant organizations as the

Urban League, the National Association for the Advancement
of Colored People, the State Democratic Voters' League, among
others, have offices in this area. Since Bronzeville is the capi-

tal city of the state, it is the political capital of the state; thus,

it is a center of political activity, and serves a political "head-

quarters" function for Negroes, throughout the state, the

region, and to some extent, the nation. It is the "headquarters"

for the Negro political "boss," one of the social types dis-

covered on the Avenue. "Politics" is crucial in that it rep-

resents one of the means by which the Negro on Brown Avenue
feels that he can gain full integration into the social, political

and economic life of the "main stream." A look at the social

types clustering along this "Axis of Life" substantiates this

fact. The social type, "big shot" along the "Axis of Life,"

refers to one who is regionally and/or nationally prominent,

and who reputedly has lots of money. Usually, he holds a top

position in the political organization of which he is a member.
He is liked somewhat, and respected because he has achieved

a position of leadership; he is disliked as a "big show-off."

As one informant put it:

Mr. "J" is national committeeman for the

Republican Party. He's next to Mr. "K" in the

Party. He's a "big shot" in the Party. He's

also a "big shot" gambler and racketeer. He
runs the Ajax club. That's where all of the "big

shot" racketeers and gamblers go. Some of

them are the most prominent businessmen on the

Avenue. Mr. "J" is a "crook" and a gambler,

one of the biggest down here. Politics and

gambling, you know, go hand in hand.
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As the above statement indicates, "big shot" also refers

to persons who gamble frequently for large sums of money.

During the interview the informant spoke with an air of sar-

casm and disapproval when he mentioned the "big shot," in-

dicating dislike for this social type. Other persons referred

to as "big shot" tended to exemplify the type of behavior

which Mr. "J" exhibited.

The "big wig" or "headknocker" is one who holds down
several official positions, and pretends that he's interested in

the people. His main interest, however, is the prestige that

comes from holding these positions; he's interested mainly in

himself. The "big wig" is respected because of his attainment

of positions of leadership; he's disliked for being mostly in-

terested in himself, and for trying to do too much. Accord-

ing to one informant:

Mr. "H" over at the agency is just like

Mr. "0" when it comes to not being able to

stick with one thing long enough to learn the

whole story. Of course, I realize that Mr. "H"
is a busy man, but he tries to be "headknocker"

in too many things at one time. I've seen him
"flit" into meetings, stay for a few minutes, and

get up and make suggestions, but how can you
make suggestions when you don't know the

whole story?

Mr. "L," a promiment lawyer and politician was also

referred to as a "big wig" by one informant as follows:

Well, he's suffering from the growing pains

of leadership. You see, even though Mr. "L"
started off as a local leader, he's no longer a

local leader, he's a national leader; he's a "big

wig" now, who spends a lot of time in Wash-
ington. Take these little local civil rights cases,

Mr. "L" doesn't have time to bother with them
for four or five-hundred dollars, especially

when he can get two-thousand dollars for one

big national case, plus the publicity that goes

along with it . . . He's attorney for a large na-

tional, religious association, several national

labor unions, on the executive committee of a

national legal association, and he's respected

by the whites here in (Bronzeville). Further-

more, he's a national figure in the Democratic
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party, and he's the number one Negro Demo-
crat in the State.

The "political boss" is one who "tells people how to vote,

and boasts that he has so many thousand votes in his fist."

According to one informant, "What one finds is a group of self-

appointed 'bosses,' not real 'bosses'."

Take Boss "K," he's a self-appointed "boss" who boasts

of the fact that he has 22,000 Negro votes in his fist, and he

can "swing" them any way he wants to "swing" them.

Other types discovered along the "Political Axis of Life'

were: (1) the "crook," who is described as a politician who
gets his money and political power by "underhanded" means;

he's usually a big gambler; the "crook" is disliked intensely

because of his ruthless tactics in getting what he wants. (2)

The racketeer is associated with the "numbers" racket; he is

generally disliked because he represents lawlessness and dis-

honesty, however, there are many who admire him for his

material wealth. (3) The "publicity hound" is described as

being more interested in the publicity that goes along with his

political achievements, rather than in the achievements them-

selves. "He'll do anything for publicity." He's disliked for

being vain, and a "big showoff." (4) The "S. 0. B." is a

ruthless politician who has selfish motives, and who will "step

on anyone who gets in his way, even his mother." This

type is disliked because he is considered "dangerous," "with-

out a conscience," and, as one who "has no sense of fair play."

Religion

Brown Avenue also serves a "headquarters" function for

religious institutions. In the area are found a wide variety

of religious organizations. These religious organizations' in-

fluences extend over a wide area; they are national, regional,

statewide and local, and the influence of many of their func-

tionaries extend into other phases of Negro life. It is com-

mon knowledge that the Negro minister and religious leader

have long been looked upon by the Negro people and the peo-

ple of other groups as race leaders. Trained Negro business-

men and politicians, however, are replacing the minister as

a leader. In short, Negro religious leaders are more being

looked to for spiritual guidance only despite the fact that re-

ligion is still one of the crucial lines of interest for the Negro

group.

The social type, the "leader along the axis, "Religion,"

gives some insight into the changing role of the Negro minister.
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The "leader" is a minister who has some influence outside his

church, but who has money and won't "sell out" to anybody.

Reverend "N" who is regarded as a "leader," according

to one informant, "doesn't have to sell himself out to anybody;

he has money . .
." In contrast to Reverend "N," Reverend

"0," according to the same informant, "doesn't have half the

money that Reverend "N" has, therefore you can't trust him
to "lead" the group, because he might sell out'."

The "empty" preacher is one who appeals to the masses

of the people, with his "flowery words and speeches," but to

whom the "people that count" won't listen. The "empty"

preacher is very well liked by the masses of the people, but the

intellectuals detest this type very much. Reverend "0," who
was called an "empty" preacher by several informants, is re-

putedly well-liked by the "boys on the corner." He has the

"common touch," and that's what it takes.

The "lecturer is one who preaches highly intellectual ser-

mons, using a lot of "big words which the masses of the peo-

ple don't understand." The "lecturer" is "trying to be white."

He knows that most Negroes don't understand that "stuff" that

he's preaching from the pulpit on Sundays. Reverend "P,"

pastor of the largest church on the Avenue was referred to

as a "lecturer," and "a person who's too far removed from
the people in the audience." The "lecturer" is resented by
the masses of the people, but he is well-liked by most of the

"big shots" according to one informant.

The "radical" is a minister who has communistic lean-

ings, who preaches a lot of "social refomi stuff." Reverend

"P" was referred to as a "radical" by several informants, all

of whom gave practically the same description of the "radical"

minister.

The "pseudo-Preacher" is one who pretends to be reli-

gious, but at the same time tries to "make all the money he

can;" he'll even "sell out" to the whites to make money. In

the words of one informant, "he's a do as I say, and not a do

as I do, preacher." Reverend "0" was referred to as a pseudo-

preacher" by several informants. The "pseudo-preacher" is

disliked for his pretentiousness, and his "uncle-tomming."

''Entertainment^

An interview with a member of a small band in one

of the night clubs revealed the following social types with ref-

erence to bands which play in Brown Avenue's night clubs. The
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question was asked, "Are most of the musicians in the city

pretty well organized?"

Yes, they are, but there's quite a few non-

union men. These "scabs" work at places like

the Elk's club, however, most of the places of

entertainment in the city don't hire "scabs." We
don't allow "scabs" to play with any of our

groups, but we can if we want to, when things

get slack, go over and play with them, but we
play for less than the union scale. The union

scale is guaranteed to the fellows who "gig"

with us. It takes a little money to get into the

union, but it's worth it. Union pay scale for us

here is $2 per hour, but, here at (Tony's) we get

a thirty-minute break at intermission, rather

than ten minutes at the end of each hour.

The infoiTnant was then asked to give some information

concerning the names and functions of various persons in the

band, or connected with the band. The conversation follows:

Well, the^contract man' is the organizer

and manager. He handles all of the social se-

curity. He's sort of a booking agent who con-

tracts "spots" for the band to play at, and makes
engagements for them. Take Ollie Brown, he's

a "contract man." The "contract man" is defi-

nitely a musician. He may or may not play in

the band which he sponsors, but he has to be a

musician.

You know what the "scab" is; as I just told

you, he's the non-union man or "boot-leg." We
don't allow him to play in any of our outfits.

The "script" is the boy who writes and arranges

the music; every combo has a "script." If they

don't the leader selects the music. The leader

is also called the "kick-off man." He's the

leader in instrumentation. In our band we have

a blind pianist who is tops; he studied at New
York University ... He makes the band look

good.

The "gig" which my friend here has al-

ready told you about is a guy who's "on the
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make." He's usually a young fellow trying to

turn professional. The union scale guarantees

his interest. Most of the fellows here are "gigs."

Then there's the "wig" who's an exhibitionist or

clown. He does more acting than playing; he's

the public's expert. The public comes just to see

him, they say he's "real-gone," but the boys in

the band give him the "air;" they don't think

so much of him.

The "blue note' is the guy who plays pro-

gressive music, something like Stan Kenton. The
"carbon copy'' is the guy who imitates other

musicians in name bands. The "conservatist"

is the guy who says that progressive jazz and

"be-bop" is a passing fancy. The "real gone

guy" is the "cat" who can play almost any in-

strument. The "cord man" is a guy who doesn't

read music; he reads off the guitar sheet. If he

reads, he doesn't read fast enough. That's about

all I can think of now.

As may be seen from the above interview, all of the types

mentioned by this informant are occupational social types. They
give some insight into the various functions of the occupation

from which they are derived.

"Sporting Life"

On Brown Avenue "Sporting Life" or "bigtiming" or

"High Life," is one of the dominant interests or "Axes of Life"
around which social types tend to cluster, because individuals

must have some way to spend their leisure time. There is the

night club crowd with its appropriate social types, the tavern

crowd with its appropriate social types, and the various social

clubs which cater mainly to the older persons in the area. Some
of the types that come out of these institutions are discussed

below.

The "slick chick" is a professional prostitute who fre-

quents the taverns; she's "strictly on the block," and may be

easily recognized, according to one informant by her "beat"

look and her "loud" dress. She's the kind of "chick" who
will "pick you up." "You have to watch them or they'll

take every cent you've got, and anything else like watches or

clothes that they think they can sell; they're pretty low."
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The "hustler" and the "hep-chick" have a little higher

status than the "slick-chick." The "hustler" is one who engages

in prostitution for enough "dough" to buy a new dress or to

pay her room rent. They're "dumb chicks," according to sev-

eral informants, and "you can 'lay' (slang for sexual inter-

course) them for almost nothing."

The hep-chick is "gassed," "knows the score," she's a

sophisticated "gal" who knows all the answers, and she'll go

out with a "cat" for nothing, if she likes him, since money isn't

always her prime interest.

Two other types discovered by the researcher along this

"Axis of Life" were the "lush-head" and the chronic drunk.

The "lush-head" was described as one who "hits the bottle"

daily, but who get drunk, and can't hold his whiskey." Several

persons were pointed out as being "lush-heads" and "chronic-

drunks." One of these persons, Mr. "C," a prominent business-

man was described in the following manner:

He keeps him a little "nip" on hand all the

time to entertain his friends, his women. He
loves the bottle; he's a "chronic drunk." About
the only thing he can lead is a bottle of Old
Thompson or Johnny Walker Scotch. You should

see them taking him out the back way some
nights, drunk as hell.

The "lush-head" and the "chronic drunk" are greatly dis-

liked, but, for the most part, they are pitied, and looked upon
as "someone who needs help."
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