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A fleshpeddlerat work:Power, pain, and profitin the
prizefightingeconomy
LOIC WACQUANT
Universityof California,Berkeley
Centrede sociologieeuropeennedu Collegede France

Now every occupation is not one but several
activities; some of them are the "dirtywork" of
that trade.
EverettC. Hughes

It is an immense understatement to say that professional boxing is a
shady and ill-reputed business, for it elicits odium even among those
who make their living off it. The fistic industry, clamors Howard Cosell,
America's leading sportscaster of the seventies, who gained his professional fame hyping Muhammad Ali to television audiences, is nothing
more than "a cesspool that calls itself a sport." With virtual unanimity,
fighters, trainers, managers, and promoters readily admit that theirs is
a commerce run on manipulation, chicanery, and deceit, an open
"meat market" where the strong survive by devouring and discarding
the weak.' Yet, as powerful and pervasive as these images are, to this
day there exists no empirical study demonstrating how such an economy, predicated on distrust, improbity, and the collective expectation of
exaction, can hold together.
The following is a sociological report of a segment of the economy of
professional boxing in the United States, the first of its kind in the
social-science literature. Its purpose is to explicate the sociosymbolic
structure and functioning of this "Show Business With Blood" - to
invoke Budd Schulberg's apt expression in his novel The Harder They
Fall. In addition to being the only sociological study of the pugilistic
commerce from the ground up, this article differs from other accounts
of the sporting economy in that it is concerned not with aggregate
industrial structure, strategy, or performance, but with the processes
whereby that economy is assembled and its concrete operation as an
ongoing system of collective action and representation.2
Theoryand Society27: 1-42, 1998.
? 1998KluwerAcademicPublishers.Printedin the Netherlands.
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This reportis one componentof an ethnographicstudyof prizefighting
as a subproletarianbodily craft in the American ghetto. It draws on
three years of intensivefield work in a black gym on the South Side of
Chicago, duringwhich I learnedto box, worked as a sparringpartner
and cornerman for my ring mates, and generally observed up-close
and in real time the (un)makingof the careers of those anonymous
"clubfighters"who form the backboneof the fistic trade. During my
stint as an apprentice at the Stoneland Boys Club, a reputed gym
headed by a coach from "the ole school"who took me underhis wing
and became a virtual surrogatefather, I kept an ethnographicdiary
detailing the actions, events, and dealings that weave the fabricof the
pugilistic universe. I also collected life stories of my gym buddies,
conductedin-depth interviewswith the spectrumof participantsin the
fistic commerce (boxers, cornermen, managers, promoters, referees,
officials, etc.), and sifted through historical and other documentary
sources.
As concerns boxing shows more specifically,I attended some fifteen
"cards"in the entourage of fighters and trainers, circulating freely
among ringside, the bleachers, and backstage areas (including the
dressing rooms). I was privy to backroom conversationsand private
transactionsbefore,during,and afterthese fights that are normallyofflimits to even establishedinsidersand I was able to collect and triangulate the views of key protagonistsinvolved in staging them. Lastly,
I taped nearlyfiftyhoursof focusedinterviewswith the mainpromoters,
matchmakers,and managersof the area. As a result, I was able not
only to observefirst-handmost of the practicesexaminedin this article
but also to verifyinformationfromdifferent- and often antagonisticsources as well as to compareprospectiveand retrospectiveaccounts
of key turns and stages in the makingof fights.3
There are two sides to the sociologicalanalysis of the pugilisticeconomy, that particularspace of transactionsinvolving bodies, pain, and
money,that looks like a cross among prostitution,the performingarts,
soldiering, and bartering.On the supply side, one must explicatethe
social fabrication of homo pugilisticus, the production of the performer: the constitution of the individualfighter as competent practitioner who has both the abilityand the desire to fight, endowedwith
a conformingpugilistichabitus,that is, a motivated"body-mindcomplex" re-fashioned in accordance with the specific physical, moralemotional, and temporalrequirementsof the craft.4
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On the demand side, that of the productionof the space of consumption, the task at hand is to elucidatethe structureof the pugilisticfield,
including the social organization of commercial performances, the
rationale of boxing careers and their determinants,and the mechanisms of production of value and of distribution of the resulting
streams of material and symbolic profits. Here the focus of analysis
shifts from the ghetto as social matrix and the gym as collective
machinery geared to the manufacturingof fighters to the multiplex
network of objective relations that bind boxers to trainersand managers,promoters,the media, and the public.
One agent is entrustedwith effecting,veryconcretelyand methodically,
the meetingof supply and demand.That agent is the "matchmaker"a "fleshpeddler"and a "pimp"accordingto critics and reproversof the
Sweet science, an honest "businessmanlike any other"in his own eyes
and those of his compatriots.Scrutinizingthe tradeof the matchmaker
revealsa greatdeal aboutthe prizefightingeconomybecause,as a social
hybrid, part-boxingexpert and part-merchant,he is like a miniaturemade-manof thepugilisticcosmos.
The matchmakeris the one who effectuatesthe mutualconversion,and
facilitatesthe accumulation,of pugilisticcapital and economic capital.
He practicallyreconciles, in and through his person and doings, the
two contradictory logics whose inconsonant and contentious interweaving governs the operation of this ruthless commerce: that of
bodily skill and that of money, techniqueand boutique, hot-blooded
ring prowess and cold-blooded cash business.The matchmakerconcentratesupon himself,and thereforemay serve as a living analyzerof,
the complex of antipodal forces that crosscut the glitzy and gruesome
world of professionalboxing.5
This article proposes to follow the matchmakerin action in an effort
to reconstructthe practical logic and the organizationalpatterns that
undergirdthe apparentBrownianmovement of his business dealings
and therebydissect the tissue of social relationsthat both supportand
arise out of the fistic trade. It may be read at three overlappinglevels.
As analyticethnography,it seeks to reconstructa particularbehavioral
complex embeddedin its relational,cognitive, and culturalmatrix.As
sociology of work in the mold of the second Chicago school, it offers
preciseand groundedmaterialson the "personaland social drama"of a
little-known"bastard"occupation.6Finally,it is intendedas an oblique
contribution to the "new economic sociology" in that it attempts to
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display in concretefashion - ratherthan via mantricincantation- the
social constructionof a definiteeconomic institution.7
On a more methodological note, a lengthy excursuswould be necessary to describe the concatenation of social (and epistemological)
obstacles that stand in the way of this kind of researchinside a closed,
secretive, and seemingly "exotic"milieu, terriblymistrustingand apprehensiveabout the gaze and motives of outsiders.It must be noted
brieflythat, far from being paranoid,such disquietamong fight people
is based upon longstandingexperience.As a rule, boxers (and ghetto
dwellersmore generally)have been of interest to outsiders - journalists, novelists, movie directors, moral entrepreneurs,and even social
scientists - mostly if not solely as precipitates and tokens of social
abnormality.8It follows that they have typically been portrayed as
either superhumanor subhuman(and sometimesboth simultaneously)
but almost neveras normalsocial beings,i.e., fullyconformingwith the
particularsettings that mold and move them.
Suffice it here to registerthat only persistentobservantparticipation,
premised upon full personal engagement and deep friendshipsbuilt
over time, enabled me to circumventthese barriers.Only by establishing a bona fide presencein the local pugilisticuniversecould one hope
to relax the manifoldcensorships,woven into the textureof the social
and symbolic figurationsthat compose it, that systematicallytruncate
the realm of the discoverableand the tellable.9Without becoming a
"quasi-member"(and paying one's dues in the ring), one would not
have been able to carry out direct, day-to-dayobservation.And without such naturalisticobservation, the interview materials could not
have been substantiated,filtered, and properly interpreted,let alone
producedin the firstinstance.
One final caveat: this article relies on a fine-grainedanalysis of one
matchmakerto document and illumine the social practices, cultural
mores, and economic dynamics of a highly peculiar professionaland
commercial universe,prizefighting.But the problemsthat this or any
matchmakermust resolve qua middleman, the divergent or contradictory demands he strives to mesh, the information gaps he labors
to enlarge or bridge, the temporal uncertainties and social risks he
manages, the calculatedgambles he makes day in and day out: these
are common to many other exchange scenes - strategies of alliance
between lineages or firms,partyand parliamentarymaneuverings,the
publishing industry,and the commerce of art works and sex readily
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come to mind. When it is properlyconstructed analytically,in-depth
study of a singularcase in a well-boundedempiricalcontext can help
us ferret out invariantprocesses, generic mechanisms, and recurrent
dilemmaspresentin vastly differenttypes of settings.10
"I'm like someone buying or selling stock"
"Amatchmakeris a guy who startsfightsand then gets out of the way."
This is how Teddy Brenner, arguablythe most famous matchmaker
in modern boxing history, tersely defines his occupation." Indeed, a
matchmaker'sjob is to hire out bodies for boxing shows called "cards,"
featuringa "main event" (in ten rounds)precededby up to five "preliminary"bouts (four-to eight-roundcontests) composing the "undercard,"and to matchthem in ways that are satisfyingfrom both athletic
and financial standpoints. He is a broker,12 a crucial intermediary
betweenboxers, managers,and promoters,as well as the hidden master of ceremonyon fight night.
Consider Mack, the matchmakerwho dominates the fistic marketin
the greater Chicagoland area. A fifty-yearold college graduateand
former owner-operatorof a dry cleaners chain, of Jewish Russian
descent, Mack has been active in this capacity for fifteen years and
organizesbetween three-hundredand five-hundredbouts in any given
year.His main pursuitis tofill the undercardof boxing showsput on by
local promoters (or managers who seek to provide "work"for their
charges),which means findingsuitablerivalsfor the fightersscheduled
to step into the "squaredcircle"that night:
A promotertells you there'sgoing to be a fighton April the 23rdat suchand
such a place. I want to use Louis Morelli, I want to use Lorenzo Lynch, I
want to useTonyEbony:findopponentsforthese,at four rounds,six rounds,
eight or ten rounds level - whateverthe case may be - and enough fights
who either satisfy the needs of the show and satisfy the requirementsof the
State Athletic Commissionin whateverplace we'rehaving them. And then
whateverelse makessense to you: can you help me, who do you thinkwould
be good to makethe other fights?

Held in old movie theaters, restaurant parking lots, and high-school

gyms, most "clubshows" in the Midwest (as elsewherein the United
States) are initiated and bankrolledby the managers of local boxers
in need of income and ring experience.Typically,the latter organize
these shows under the license of an absenteepromotion companyand
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hire out Mack's services as both matchmaker and production coordinator.13
Mack also acts as an independent booking agent for a number of
Midwestern fighters and their managers, that is, he advertises or sells
their services on the regional, national, and foreign markets when
contacted by other matchmakers: "There are fighters that are looking
for fights, not making a specific show but making a fight. For example,
three or four phone calls yesterday and Benny Hamza's now gonna
fight on USA Cable [a weekly televised show] on the 10th of September
in Miami. 'Cause his people were desperately looking for a bout for him
so I made some appropriate phone calls."'
The portfolio of any matchmaker comprises three main species of
fighters. At the top are "protected" fighters - prospects and contenders
- who must be carefully matched against weaker opponents to assemble
long strings of victories that eventually lead up to title bouts and sizable
"purses." Next are journeymen, pugs who fight often and capably but
can be relied upon to lose if properly (over)matched and whose main
role is to help build the record and career of protected fighters.'4 At the
bottom of the pugilistic totem pole stand the ill-reputed but ubiquitous
bums and assorted "tomato cans," "stiffs," and "trial horses": inept,
out-of-shape, and older, "washed-up" boxers who get in the ring
merely to "pick up a paycheck" and serve as cannon fodder and fillins. A subcategory among the bums are "divers," known to take a fall
and feign being knocked out as soon as they get hit. They are shunned
if possible because they make the fight crowd mad and are living
violations of the gladiatorial ethic of the fistic profession (indeed, their
purses can be withheld if it is determined that they did not fight
properly).'5
Thejourneyman: "He serves a definite purpose on the show"

A journeymanis a fellow that, in all likelihood, will neverbe a champion
but he's capableof fightingalmost anyoneand will win on a givenday and
may lose on a given day. Because they will win once a while and make
money.And put up a good fightif they'recapable.
I'm not talking about somebody who'sjust [with a smirkof disdain]a
diverand who'sgonna go here and get knockedout in the first roundand
then show up someplaceelse and get knockedout in the firstroundagain.
I'm not talking about those - those are bums,that's somethingthat really
has no place in boxingalthoughthey seem to succeed.
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But the journeymen,the guys who go around and they win some and
they lose some, there's a need for them: everybodycan't be, everybody
can't win everyfight, so you'vegot to havethis - it'safact of life. But even
your journeymanfighters have differentlevels of ability.Some of these
guys are six-roundjourneymen.Like that Ron Lewin[a valiantbut talentless pug froma small town in ruralMichiganwhom Mack uses frequently
on his shows]. Ron Lewin, he usually gives a good account of himself.
[loweringhis voice] He's not a winningfighter.If he got in good shape and
good gym activities,maybe he would be a better fighter'causehe knows
how to fight,he's had amateurexperienceand professional.He boxes well
enough, he's not getting hurt. He loses more than he wins but he servesa
definitepurposeon the show. Uh, these guys are needed at the six-round
level. Maybean occasional eight-rounder,then he'll turn aroundand he'll
beat other guys that have been good fighters but perhaps have slipped
enoughthat they'reno longertop-ten or top-twenty.But they'restill capable winners,their reputationis such that it means a little somethingin the
boxing fraternity.There'sroomfor themtoo.
In the process of ferreting out appropriate opponents for hometown
pugilists, Mack enters into a series of nested negotiations with matchmakers and managers who furnish him with the needed bodies and who
themselves are looking for fitting adversaries for their own fighters:
It'slike a shoppinglist: I'm looking for this and that and somethingelse; by
the same token,you call me and maybeI'm looking for somethingelse or we
have things that match and [with a slight frown]the economicsof thefight
makessense. Like,we'renot goingto bringa four-roundfighterfromthe Island
of Tongato fightin Gary so you'vegot them to makesense economically....
I'm calling people, people are calling me. It's a network.It's a numberof
people that are agents for fightersin additionto being matchmakersand, or
promotersas I am. And they are booking for people in other areas.... So
that'sreally what I'm doing: I'm sitting, I'm almost like someone buyingor
sellingstock if you will. Or perhapsa bookie taking bets on horses.Yes, it's
almost like someone in the commoditiesbusiness,buying-and-selling,that's
basicallywhat I'm doing [the tone is very matter-of-fact,even gentle].I have
peoplethat haveneeds,you havepeoplethat haveneeds,andwe try to match
it up to makesense.

Concretely, the typical day of a matchmaker takes the form of a seamless web of ramifying phone negotiations, personal appointments,
business visits, and conversations in the backroom of boxing gyms
and in nearby eateries. Mack operates mainly from the study, kitchen,
or living room of his home, a spacious apartment on the twenty-ninth
floor of an upper-middle class tower overlooking Lake Michigan ("I
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find the lake very resting").His indispensabletools of work: the telephone (two lines, four receivers,and two answeringmachines),a fax
transmitter,and yellow legal-size notepads in which he scribblesthe
informationgleaned and the transactionsstruckthroughthe day.
Mack gets up at six o'clockdaily and makes phone calls all morning
until 11a.m., starting with his Europeanand East coast correspondents - other matchmakers,promoters,managers,officials,more rarely
boxers and media people. The middle part of the day is devoted to
visiting boxing clubs in and around the city, wherein he chats with
trainers,holds privateconferenceswith managers,and generallykeeps
up with the gym scene (which fighter is hard in training, in tip-top
shape, readyand willing for an imminentcard, which is slackingoff or
driftingawayfrom the ring, etc.).Once his daily inspectionof the gyms
is completed, Mack returnshome for anotherbatch of phone calls, this
time to the West Coast: "The phone doesn't stop ringing until ninenine-thirtyin the evening,and it may go on until aroundtwelveo'clock.
I'm sittinglooking at television,eatingice cream,drinkingpop - doing
whatever I'm doing, or listening to old jazz records, and doing my
business."

When he is not home workingthe phones or hangingaroundthe city's
boxing gyms, Mack takes to the road: he spends an averageof sixty
days a year travelingto shows he has organized in whole or part in
other towns, including six to eight trips overseas as the matchmaker
and productionassistantfor a majorSouth Americanpromoter.
Constraintsand clients
To manufacturea successful card, the matchmakermust take into
account and reconcile three different sets of constraints. The most
immediate, and the most readilycircumvented,are bureaucraticconstraints:the matchmakermust abide by the official rules and regulations of the "Boxing Commission"of the state where the show takes
place, fill in the requisitepaperwork,compile medical certificatesand
minimal financial documentationfor payments, and ensure that the
boxers and their seconds are eligible and properlylicensed to fight in
that state (for instance,a boxer who gets knockedout is suspendedand
theoreticallyforbiddenfromenteringthe ring for 45 days).
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These requirements are easily met or sidestepped altogether, for "despite the appearance of a modern, bureaucratic system in control of
the sport, prizefighting [is] conducted under barbaric conditions and
control [is] lax or nonexistent."16 Oversight is minimal even in the
more regulated states such as New York, New Jersey, and Nevada where "bigtime" shows sponsored by casinos attract heavy media scrutiny. Fourty-two of the fifty American states have Commissions
(staffed by political appointees of the Governor who generally "can't
tell a left hook from a fish hook") that oversee pro boxing alongside
with professional wrestling. But many are empty shells devoid of resource and authority while others languish under the jurisdiction of
the Veterinarian or Dog Licencing Agency or the Bureau of Consumer
Affairs. Each Commission also sets its own rules and standards, with
little regard or knowledge of how the others operate. The result is
bureaucratic cacophony and regulatory ineptitude, the cost of which is
born by boxers, who are assuredly the least protected of all professional athletes in the modern era.

"Thisfight shouldn't be"
I have worked in places where... there's mismatches I could see it ahead of
time. Or sometimes when I worked on the Commission I saw a mistmatch
I tell the referee, [whispering intently] "Be careful, this fight shouldn't be."
Maybe I didn't approve the match, but the supervisior went over my head
and they said yeah and okayed it. Lotta matches I won't approve, but
somebody else would go over - ahead of me, a higher authority would
okay it....
But y'know, [the matchmaker] has things ... he's got the ticket seller,
Tony LaRussa or whoever he may be, because he's got a ticket seller that
he's gotta use, yeah. It's a shame that, say your fighter's a class B fighter,
they can't find a class C fighter for him instead of a class D fighter, y'know.
I mean somebody that's not gonna win but at least put up a good fight.
Instead they go, y'know, D minus fighter: they get a guy they gotta dig up
outa the ground [taps his foot on the floor, exclaiming wearily], that's
terrible.
Referee, 50, former boxer with 24 profights

In addition, matchmakers typically know members of the Commission
on a first-name basis so that they routinely get away with even grievous
violations of the rules. One example: on paper, Commissions are
supposed to reject blatantly uneven bouts, such as between an up-and-
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coming star with a 17-and-0record and a worn-out ringhorse with
10 defeats in 12 fights. Reality,however,is that glaring "mismatches"
are frequent and eleventh-hoursubstitutionswith inadequatelyprepared or unfit fightersare common fare, as are improperor fictitious
physicals, forged licenses and unenforcedsuspensions, manipulation
of the fighter'srecord and ranking,weight and age falsification,and
name switching.17It is no secretthat many full-time"opponents"(i.e.,
pugs willing to take any bout on the road strictly for money) compete
under different aliases in differentlocations so as to evade rules:18
"They get knocked out on Tuesdayin Indiana and they go to Illinois
on Thursdayand get knockedout and they go to Wisconsin on Saturday and get knocked out," winces a refereewho served on the Illinois
Boxing Commission for years and laments the fact that the latter has
no means of checking a fighter'sidentity since licenses do not bear
pictures.
Next come economicconstraints:a club-levelmatchmakermust stay
within a provisional budget, ensure that expenses are properly
handled, help stimulate sales, and assist if necessary with publicity
and other promotional activities (such as interviews with the town
press and commercialsponsorshipif any is to be garnered)in order
to maximize the gate and other revenues.This requiresa great deal
of business intelligencebecause the pugilistic environmentis one in
which uncertaintyis pervasive,opportunismruns rampant, and few
parametershold steadyfor verylong.
Budgets for boxing cards vary enormously depending on the level,
repute, and venue of the event. World-titlefights with mass-media
appeal staged by major promoters in the casinos of Las Vegas and
Atlantic City are multi-million-dollaraffairs.19A "club show" in the
Midwestis an altogetherdifferentundertaking:it costs between 10,000
and 15,000dollars and generateson averagehalf to two thirds of that
sum in revenues.Most boxing shows do not break even on account of
the meager crowds they attract, unless they are "subsidized"by television monies. As we shall see below, the resultingfinanciallosses are
absorbed by the promoteror manager(s)who organize the card (and
then write them off as businessexpenses),not by the matchmakerwho
receivesa flat fee and/or a percentageof the purses.The main item on
the books is the pursesfor the fighters,followedby insurancepremiums,
the rentalcosts for the hall, ring, and relatedequipmentand personnel
(ushersand security);then come public-relationsexpenses and fees for
the Commission,judges, referees,ring doctor, and paramedics,not to
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forget the "cardgirls"who exhibit their alluringphysiquesin between
rounds(for 25 to 100dollarseach,"andnot necessarilyby the beautyof
the girl").
Last, but not least, the matchmakerfaces pugilistic constraints:he
must pair boxers in terms of style, competence, and experienceso as
to produceentertainingbouts. "Wewant to makefights that are competitive. We're not trying to.... We don't want a bunch of one-round

knock-outs.We don't want six fights, [in a disgruntledvoice] the show
starts at eight o'clockand at 8:50 you'reon your way home."20A wellknown boxing adage has it that "stylesmake fights":a "slugger"versus
a "scientificboxer"or a "brawler"against a "counterpuncher"
arelikely
to yield visuallyexcitingcontests. But a face-off betweentwo "counterpunchers"will likely turn'intoa long and tedious bout while awkward,
defensive-minded,boxerswith enough ring savvy can make any adversary look bad.
It's up to me, a numberof fighters,to know their style or be able to speakto
someone who does know their style, to make a match that's going to be
pleasing.We don't alwayssucceed. Sometimeswe have last minutesubstitutions [in a soft, rustlingvoice]whereyou'relookingfor bodiesmorethanyou
are abilities.But you reallytry to makeall good fights....
I've got to know, uh. some fightersthey take fightsand they pull out all the
time. I'vegot to knowthe people that arereputable,that I can deal with.And
I've got to be awarethat, hey! [takingon a dead-serioustone for emphasis]
the fighterdidn'tget knockedout last week in Biloxi, Mississipi,'causethat
wouldbe againstall the rules.

At the same time, however,the matchmakermust protect the "house
fighter"and those boxers whose careers, should they develop, will
spawn significant income of which he stands to reap a percentage.
Tipping the scale in favor of his own men (or those of the promoter
who hired him to bring in opponents) works against making even
matches, especially considering that the matchmakerson the other
side of the fence are out to achievemuch the same objective.The endresult, all too often, is a series of grossly lopsided contests in which
seasoned pugilists administerbrutalbeatings to nondescriptpugs who
"can'tspell fight."One winter when I was out of town, a coach from
Stoneland described to me a card held at a North Side night club in
those words:"It was a saaadaffair.Dorry had a bad fight,theygave'im
a decision but, really,he lost it. Him and his brother,they twofat hogs
- outa shape, they got no biz'nessbein' in the ring.... Then they had
Pat Dolan, he fought a guy, they found 'im in a tavern. [That same
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evening?]Yeah. That's how sad it was. So he sat down in the fourth
[round],he didn' have no gas 'causehe didn'teven train."
When these differentparameterscome into conflict, as they are wont to
do, financialconsiderationsinvariablyprevail:"Boxingis no charity,"
the managerof a comradefrom Stonelandonce lecturedme after one
of his weekly afternoon meetings with Mack in the backroom of the
gym. "We'rein the businessof makingmoney outafights, we're not in
here for any other reason." Having a "ticket seller" on the card is
ultimatelya more pressingconcern than making equitablefights,even
if that means matchinghim with a talentless foe who "can'tbreak an
egg." Findingcheap and disposableopponents to showcase the hometown fighter and help him "pad"his record will always hold priority
over pairing two solid boxers against each another - and why would
the latter want to face one another for "pocketchange"anyway?This
explainswhy,paradoxically,mediocrefightersout of form and contention with long losing records find it easier to get on cards than their
more proficientcompatriots.A young light-heavyweightfrom the Fuller Parkgym on the city's South Side mulls:"Yourbums, man, they the
ones tha's makin' the goo' fighters"from the standpointof the matchmaker,"so they're workin'more so that I am, so tha's the source of
they're makin' money, man. Like Goodtime Floyd an' all those guys,
y'know,he use to fighthis butt off, man, an' they were usin'him."
Given the marketingpremiumput on being undefeated,a hometown
fighter looking for a "tune-up fight" before a serious "money fight"
would be foolish to risk tarnishinghis recordby steppinginto the ring
with a "live opponent" (i.e., an inferior but capable fighter with a
reasonablechance of pulling an upset) when he can make short work
of a "shot"fighterlong past his retirementday. On top of it, most fight
fans are "squares"who can hardlytell the differencebetween a skilled
ring gladiatorand a "workhorse"or a streetbrawler,so why worry?
Why "bums"get in the ring

Financialdifficulties,pay that rent,put food on d'table,when theyhaveno
other means of supportin'they rathergo in an' get they head beat off for
two hundreddollars than uh, go to jail for robbin'a store. [Really,these
guys are that desperate?]They'redoin'somethin'that theydon't wannado
but they gotta.... It's a paycheck.If they get hurt too serious, they know
how to take a dive then - we got lots of 'emin Chicago that do that.
Jeremy, black cruiserweight, 34, 10-year pro
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It's still the fact that, when they'reout in that ring, they'resomebody.On
the streets,nobody,you know,they'renothin'nobodylooks up to 'em,and
so forth. Even with that 3 [victories]and 16 [defeats]record, which you
carryinto the ring, you'restill, [extraemphatic]a MAN, you know, when
you step into that ring.
Ken,blackmiddleweight,29, 3-yearpro
That'sall they know: boxing. And that'sa good way to make money.They
like professionallosers, that's more or less what they are, professional
losers,just to make a paycheck.[Evenfor that little 150or 200 bucks that
they get?] Why, for, how you say it, you go four rounds, less than 30
minutes, you gonna make 400 bucks, okay, right? Youcan't beat that
paychecknowhere.(clamorously)Youdon't even make that much money!
As a school teacher! You don't make 400 bucks for 30 minutes. [LW:I
wish I did!](We both laugh)
Mario,blackwelterweight,37, 2-yearpro
The search for and pairing of fighters work in cascade-like subsequences, one negotiation leading to another, the conclusion of a deal
paving the way for other transactions. Decisions are highly "indexical"
in the ethnomethodological sense21 because all the variables - who to
fight. were. when, how, for how much money, and at what risk - must
be grasped synthetically in the concrete pragmatic context of which
they are so many interrelated expressions (what Husserl called "occasional expressions"). They are also highly "path-dependent" as well as
projective: like a good chess player, a good matchmaker is always
thinking and strategizing two or three fights ahead of the present one
and taking into account future options he avails himself or forecloses
when selecting a given path.
To reduce the scope and cost of data gathering, matchmakers resort to
the clientelization of particular gyms who become steady suppliers of
fighters and of promoters who offer regular outlets for them on their
shows.22 A trainer from Stoneland explains: "That's why you see Mack
comin' t'our gym, 'cuz we got fighters ready to go ev'ry month. (nodding heavily) E-ve-ry month. You want three fighters? Boom! we got 'em
here. They can depend on us. (Whereas in other gyms?) They see the
guys disappear, they don't stay in d'gym. That's one reputation [coach]
Richie an' me [are] known [for]: we keep fighters. Wekeep em." Resilient
chains of permulation of information, bodies, and monies are thereby
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constituted, centered on, and activatedby the matchmaker,that take
on many of the properties of "quasi-firms"23and facilitate market
coverage,qualitycontrol, and commercialsurveillance.In addition to
stabilizing circuits of supply and demand, clientelization allows the
matchmakerto acquire the "goodwill'- defined as those "sentiments
of friendshipand the sense of diffusepersonal obligationwhich accrue
between individuals engaged in recurrentcontractual economic exchange"24- that enable him to call on the assistance of a broad array
of parties in his everydaydealings as well as in situations of crisis.
He can call on them to replacea "main-event"fighterwho gets injured
(or reneges on his engagement because a more profitableoffer has
materialized elsewhere) on the eve of the show, or when one of the
preliminaryopponentsfails to turn up or insists on gettingmore purse
money at the footsteps of the ring.
"Grindingout deals every kinda way":The fine art of haggling
In most cases, a matchmaker who intends to sign a boxer on a
particularcard bargainsnot with him but with his manager,his agent,
or eventuallyhis trainer.Protocol dictates avoidingdirectcontact with
fightersto obviate the suspicion of "tampering"(that is, maneuvering
to pry a boxer away from his managerial team). Dealing with an
intermediaryhas the added advantageof inserting an emotional and
socioeconomic bufferbetween transactors.But many club fightersare
"unattached"and most managerstoday are novices shorn of pugilistic
competencyand connections,who in effect abdicatestrategicdecisionmaking to their matchmaker.
The typical manageris an impenitententhusiastof the Manly art with
an entrepreneurialbackground(60 percent of managersin Illinois are
small-businessowners and another 25 percent professionalssuch as
lawyers and physicians specializing in sports and entertainment)but
little boxing experience.He knows next to nothing about the technical
and economic aspects of the trade and he cannot but rely heavily on
the expertiseand advice of matchmakers(and trainers).Thus it is that
Mack exerts a commanding influence over the destiny of those pugilists who striveto make a name for themselvesin and aroundChicago.
Indeed, for many of them, he is de facto manager or co-manager
inasmuch as he sets the direction, form, and pace of their career
trajectoryby decidinghow and how often to use them on his and other
cards - without being formally accountable for it before either the
fighteror the Commision.
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Like most independentmatchmakers,Mack does not have a rationalized filing system for systematicallyreviewingand weighing his options. Rather, he relies on informal listings of fighters (with their
weight class, record, and the phone numberof their trainer or manager) featured on his past cards and on various semi-official boxing
registers such as The American Record Book.25 Mack is acquainted

with great many more boxers from watching shows (live and on television) and keeping abreast of the boxing press; others he knows of
ex auditu. He also routinelycalls upon his colleagues and on the state
Commission(which compiles partialand often outdated records)and
requestscustomized informationfrom Ralph Citro, a renowned New
Jerseycutman-publicistwho will fax recordsfor a fee out of a computerized data bank he has compiled on a moment's notice. For further
scanning or detail, Mack gets on the boxing grapevine. Given his
extensiveconnections,it does not take him long to piece togetherbasic
data on the style, build, mindset, reliability,and track record (wins,
losses, and percentageknockouts)of a potential customer.Due to the
heterogeneityof products,informationsearchand negotiationare intensive in Rees's understandingof the notion:26they entail ascertaining,
and agreeing upon, many facets of the fight(er) under consideration
ratherthan fullyscoutingout possiblecompetingalternatives.
The purse paid for a "preliminary"bout is set, at the lower end, by
customary rates and, at the upper end, by the budget alloted to the
"undercard"by the promoter. Boxers fighting four, six, and eight
rounders in the Chicago area typically make between 150 and 500
dollars, while "main event" fighters collect two to eight times this
much.There is little room for give-and-takethere but everythingelse

is up for grabs: "There are no rules: it's whatever you can work out.

We'rejust gonna make the fight happen." The exact identity and
proficiencyof the opponent, the numberof rounds, the weight range,
whethertravel,accommodation,and food expenseswill be reimbursed
(and for how many persons), the mode of remuneration,futurefight
considerations:because nothing is prepackagedand little is formally
regulated,the spiritof bargaininginfectsall dimensionsof any one deal.
It depends on everything. It depends on so many variables that it's very, very
difficult to say.... It's not like you go to the book and see, "this is what it is."
It's not like, you can get your car fixed at a dealer's: the dealer's gonna open
the book, [snaps his fingers] "well, yes, to put in a new water pump is gonta
cost X dollars in labor and the water pump cost so much, thus this job is
gonta cost you so many dollars." It's not like that. You're grinding out deals
every kinda way.27
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For example, as regards payment, some fighters elect to receive a
percentageof the tickets they sell to friendsand supportersin lieu of a
purse because they hope to make more that way - this is notably the
case of a couple of white fighterswith large and devoted followings.
Others get their managersto put up part or all of their purse (and/or
sometimes the purse of their opponent!) or agree to forego travel
expenses because they are eager to get on the card and "staysharp"or
shake off "ring rust" after a lengthy layoff. Yet others consent to a
reducedpurse, to facing a heavieror more skilled foe, or to fightingfor
fewer rounds (whichtranslatesinto fewerdollars) in the hope of being
accorded a good spot on a future card. As Mack puts it, "the deals
fluctuate,no deal is the same, every deal is different."Keeping active
and getting exposure to garner name recognition - first locally, then
regionallyand, for a happy few, nationally- is a critical consideration
for club fighters who want to build a career and this makes them
pliable partners for the matchmakerwho controls local fight opportunies as well as access to the broadermarket.
The nexus of personal contacts throughwhich communicationflows
also serves to extract commitment and to enforce agreements. For the

contract signed on the morningof the fight at the official "weigh-in"is
worth about as much as the paper it is printedon. Such disagreements
and conflicts as arise are resolvedthroughindividualand grouppressure, ostracism, and (threatof) boycott - and in some cases physical
intimidation. Unlike at the higher reaches of the boxing business,
where lawsuits (like personal dragonnade)are prevalent, legal sanctions are rarelyresortedto because they are unfit to regulatebusiness
relationsthat are primarilynon-contractual.28
To hammerout an agreementfor a fighterone representsdemandsan
acute sense of the opportunemoment, the kairos for striking the best
possible deal. If the matchmakeraccepts an outside offer too quickly,
he may undersell his boxer - and himself - by agreeing to a purse

below the allowable maximum (or to unfavorableterms for weight,
travel, accommodation, etc.). If he persists in trucking and dickering
for too long, however, he may lose out to a competitor since the
promoterat the other end can turnat any moment to anotherpurveyor
of bodies. Reflectingon an attractiveoffer from a Philadelphiamatchmaker to a Chicago fighter that vanished in thin air while the latter's
manager was mulling over the contract, Mack elaborates:"If somebody calls you and you really don't give them anything of a definite
nature,you can't wait five or six days to do it because the man has to
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stop looking: he's a very poor matchmakerif he would stop looking
completelydependentupon this."In each and every case, all the variables must be held and weighed together in a timely, accurate, and
efficientmanner.
Matchmakingthus requiresa highly improbablecombinationof competencies.To be a successful artisan of boxing shows, one must have
not only business acumen and an excellent pugilistic eye to assess the

moral and physicalqualities,style,careertrack,and earningspotential
of literally hundredsof boxers - one must also display sharp social
skills, the taste and capacityfor accumulatingsocial capital, and a deft
sense of how to play upon and cross the social boundaries(between
classes, ethnic groups, and businesscliniques) that transectthe pugilistic milieu.29

Collusion and collision
Aside from fringe free-lancerswho operate intermittentlyon a local
level (as an aside or supplementto another primaryoccupation)and
from colleagues in the salariedemploy of large promoterssuch as the
four "majors"who nearly monopolize the upper tier of the boxing
business (namely, Don King Productions, Bob Arum's Top Rank
Inc., Main Events led by rock promoter Shelly Finkel and managertrainerLou Duva, and CedricCushner),there are twelve-oddreputed.
national-levelmatchmakersin the United States today.They sharethe
market among themselvesaccording to an intricate divisionof labor
thatfuses collusionand collision,multisidedcooperationand cut-throat
competition.These dozen operatorsare in ongoing contact with one
another and they trade informationand favors in a variegatedintertwiningof mutualobligation,dependence,and (mis)trust.For it is with
matchmakersas with the bazaarsof the Moroccanmarketanatomized
by CliffordGeertz: "Everythingrests finally on a personal confrontation with intimate antagonists.The whole structure of bargainingis
determinedby this fact: that is it a communicationchannelevolvedto
servethe needs of men at once coupled and opposed."30
Certain matchmakersspecialize in the European export of "opponents" suitable to continental promoters who seek to "build"their
boxers by featuring them against reputed but harmless American
pugs. Another, under the label Aztec Productions in Los Angeles,
concentrateson the mass importof Mexicanfighters"a dime a dozen"
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while a colleague targets a particularethnic niche such as furnishing
half-waycapable white boxers, who are at a great premium(especially
in the heavyweight division) owing to their near-extinctstatus. The
brunt of their activity, though, centers on and around a definitegeographicalzone whose borderlinethey patrol with equal vigilance and
diffidence.This is because fine-grained,up-to-date, personal, on-theground knowledge of the gyms, fighters, managers, promoters, and
venues of a given area gives any matchmakera decisive competitive
edge over potential rivals.
Similarly grounded connoisseurshipof the amateur boxing scene is
also a valuableasset since today'samateurgyms and tournamentsare
the breedinggroundof tomorrow'sprofessionals.On this count, Mack
shall not be easily outdone. He is one of the co-owners of the Golden
Gloves (the most famous annual amateurcontest of the region) and
activelyparticipatesin its marketingevery winter.He sits on the Board
of Directors of the Illinois AmateurBoxingAssociation and on several
of its committees (includingfinances and licensing). He is also President of the oversightcommitteeof one of the main gyms of the city run
by a charitableorganization.And he donates his services as a judge at
amateurshows throughoutthe state, on account that "I feel that somehow I'm repayinga debt."31
It is thus unlikely that a competitorwill irrupt and successfullychallenge Mack on his turf, for the simple reason that "they'll know the
market less than me, they'regonna find out they're going to have to
come to me. It's almost impossiblefor them not to." Within his own
province, any matchmakerhas the inside track when it comes to the
"contextingactivity"32wherebyparticularsare assembledinto a meaningfulsetting for pugilisticaction. But Mack is second to none when it
comes to homefieldadvantage.

"We'rea li' tightfraternity"
The main thing, I have to have rapportwith a great many people. I'll have
of MuhammadAli and Sugar
an Angelo Dundee [formertrainer-manager
Ray Leonard,who is still active],he maycall me up: "Jack,uh, I'vegot an
offer to fight such and such a fighter,I'm not familiar with him. Do you
know him?"And we exchangeinformationlike that.
Never a day goes by, John Boz, who's the biggest agent in the world:
Johnnyand I speak everyday if it's only to discuss the fact that, (mirthful)
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how many,that he's tryingto taperoff from drinking so much Coca Cola,
'causehe'sgettinghigh off Cokenow.We talk, we socialize with each other,
we talk, it's a lil' tight fraternity.There are three or four agents in the
businessI talk to everyday.Evenif we have nothing going, we just talk. I
mean, we're personal friends. Mike Akry, who's [Panamanian legend]
RobertoDuran'spromoter,is a friendof mine. Mike and I talk everyday.
We plan sometimesthe showswherewe can get together so we can go have
dinneror we can go do thingstogether,go places.

Occupationalideologyholds that matchmakersare a "tight little fraternity" who work smoothly with one another. Reality is more complex
and ambiguous,for each tries to beat the others to the punch and place
his own boxers in the best possible position. In this informational
bellum omnes contra omnium that is the commerce of fights, one

matchmakerwill on occasion undercuta rival and "steal a fight"from
him or paint a particularofferfrom a distorting angle. Such behavior,
however,is limited by the generalizeddependency that binds matchmakers to one another: each needs to secure minimal collaboration
from his competitors in order to peddle his wares, and all crave and
rewardaccurateinformationas well as forthrightconduct. Those who
violate the accepted code of "antagonisticcooperation" (to recall
W.G. Sumner's felicitous expression)find themselves ostracized and
excludedfromdeals.33Theirreputationis promptlytarnishedby rumor,
gossip, and negative recommendations,and their share of the market
shrinks accordingly. A bad matchmaker is quickly identified and
known as
a fellow that talks of showsthat neverhappen.Or he talks one thingand then
the money doesn't come out right or the man has an Athletic Commission
that'snot on top of the situation.They'rescrambling,tryingto get the money
togetherto pay you. Or the man doesn'tkeep his word on who the opponent
is going to be, or he uses a poor qualityhotel for the fightersto stay.It'sjust a
lot of thingsthat go into it. Everylittlething adds up.

A hybrid organizational arrangement thus takes shape, wherein the top

matchmakersform horizontal, "symbioticcliques,"characterizedby
more trusting and equal relations, which themselves relate to lowerlevel operatorsin the boxing businessas vertical,top-down,"parasitic
cliques,"34engagedin unequalexchange,grafting,and extortion.Along
with professionalexpertiseand proficiency,personalacquaintanceand
friendshiphelp determinewho falls wherein this complex social structure. Equitable"relationalcontracting"35is facilatedby fraternization
and interpersonalaffinitybut the latteris not an absoluteprerequisite:
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"It's much easier to deal with people face-to-face than it is by phone,"
acknowledges Mack, but then "there's some people that you'd rather
deal by phone!" Most networks of matchmaking are composite entities:
Someof themhave[personal]
someof themarestrictlybusirelationships,
nesspeople.There'speopleI'vedealtwithfor years,they'rejust voiceson
I'veneverseenthem.Yetwe'vedealtovera longperiodof time.
telephones.
Q:Andyoumanagedto builda levelof trust?
It worksout,it all worksout if yousayyou'regonnado something,you've
in yourpowerto seethatit doeshappen.
gottado everything
Matchmakers who are close confreres will more readily team up to
share a deal and join forces to fill a big order, particularly from European promoters hungry for periodic shipments of second-rate American prizefighters. As a rule, the more distant and complementary the
geographical and sectoral locus of activity of two matchmakers, the
more cooperative and collusive their relationship, and conversely. As
Mack remarks, "it's always a case of meshing things together."
"Wehave deals that we split"

See, there: Bruno Landiniin Milan is back workingon a series of shows
again. He's an old accountthat'scome back to life. He'dstoppedand now
they'reback in the businessagain. So that's an account - I made a lotta
money with them myselfbut, (with an appreciativechuckle)Ronniemade
big dollarswith them.
That [phoneconversation]was JohnnyBoz, my friendagent in Florida,
and he and I worked together. He called from Milan to Johnny Boz in
Florida and Johnnymade a three-wayhook-up and I'll get the passports
for the fellahs that we send over, in addition to getting a numberof the
fighters.Johnny and I will work together.We'll be sending those guys to
Milan and to othercities in Italy....
A lot of the deals that you make, a lot of the agents, we work together.
We havedeals that we split:we dividea numberof deals. Mmm, like, when
they start out in Italy, the man may need ten or twelve fightersa month.
Maybe Johnny Boz will get seven or eight of them, maybe I'll get four or
five. The next month maybe I get seven, and in the meantime (pausing
brieflyfor emphasis)we'recollectingfees.
In the manner of members of a customary exchange ring in a precapitalist community, then, matchmakers are held to common standards of
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reciprocityand proprietyby the very structureof the transactionsthat
tie them throughtime and space. Neither authority,nor blind market
mechanisms,nor legitimacy holds them in check, but the sheer imbricationof the endless circle of boxing intelligence,(ab)usablebodies,
and dollars that connects them to one another in a manner such that
"oppositionscrosscutcohesions."36
Controlthroughfealty
At the level of club boxing, the "regulationof the market"is effected
less by tradition, bureaucraticgovernance,or legal oversight than by
"voluntaryaction arisingfromthe structureof interests,"a structurein
which the matchmakerclearly holds the upper hand since he alone
controls the "means of profit-making"(Erwerbsmittelin Weber'slexicon): timely and dependableknowledge of the persons, places, and
procedures indispensable to the successful assemblage of pugilistic
eventsand careers.37
By virtueof his strategiclocation at the node of the crisscrossingflows
of informationand transactionsthat span the local arena and tie it to
outside suppliers and customers, the matchmakerdictates the terms
and tempo of performancesand therebyof income distribution."He
ha' the game pretty well locked up,"growls a veteranwho has gone to
battlearoundthe world since turningpro a decadeago."If you don'tgo
his way, you don't dance."In today's moribundand shrinkingpugilistic market, fight opportunities are a scarce and highly sought-after
commodityamong preliminaryboxers and their managers.38It is they
who are chasing the chance to get on cards, not the other way around.
In point of fact, a fighter from the Midwest is privilegedif he gets to
"rumble"every three months or so. To "keep busy"and get winnable
bouts, it is essential that he and his manager entertain smooth business relationswith the matchmaker.This often means agreeingto fight
on terms imposed by (and favorableto) the latter, on pain of being
marginalized, nay quarantinedand even blacklisted should serious
disagreementsflare up. To the accusation of monopolistic extortion,
Mack respondscoolly that no one is forced to take a fight they do not
want; that the area's boxing scene could not accommodate another

matchmaker of his grade; and that he delivers the goods: "I'm competitive out there in the marketplace: I will hustle hard, I will work hard

to make matches and do shows."The proof of the pugilistic pudding,
afterall is said and done, he insists, is in the eating:
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If somebody wants to come along and give it a try,fine! But I don't really
think the marketwill stand it. I think if anybodyis going to come in, they're
gonna have to be knowledgeableof boxing. [with a derisivechuckle]I don't
think somebody'sgonnajust stumblein, get a hold of threephone numbers,
and considerthemselvesto be a matchmaker.

Yet it remains that, if they chafe at their feudal status in the fistic
society and voice their disgruntlementtoo loudly, fighters will get
squeezed out of the action. Or they will get strippedof the protection
they enjoy, in those cases where the matchmakercategorizedthem as
potential achievers,and get treated instead as just another "piece of
meat"on the market.Of a fighterwho chose to migrateto LasVegasto
try his chance at the "bigtime"thereover and againsthis advice,Mack
says sententiously:"[pickytone] If he comes back to Chicago,I mightI'll use him, but I'll use him jus'as an opponent with somebody else: if

he wins okay,if he loses okay.I mean, [exhalingdeeply]whocares?"
"They got that little circuit among each other"

I did have one fight where I pulled out of it because it wasn't like what I
though it was s'posed to be, you know, at the last minute and so forth.
[gesturingin frustration]I was told this opponent and that opponentand
this opponent - and then finally I just said, "Forgetit!",you know?And
matchmakerspick up the phone and talk to each other: they, [in a harsh
voice] "you know this fighternamed Dolan? Arrh, he did this-an'-thatto
me, you know, I wouldn'ttrust him too much."You know, they got that
little circuit among each other. They, blackball ya, yeah! It's a very - you

know, the fighterhas very little say-so in this business. I mean, you can't
like run from one to the other.
Lester, 32, black welterweight, six-year pro

When it comes to those privilegedcombatantshe does watchafterand
intends to "build,"Mack exacts exclusive usage of their services by
requiring that their managers turn away any business opportunities
tendered by rival matchmakers.In the following interviewfragment,
he repinesabout a managerwho "is flatteredpeople [fromout-of-state]
who offer him fights and [who] doesn't want to tell anybodyno"even
though"hedoesn'thavethe knowledgeor wisdom to evaluatethe good
of a fight."
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I can't deal, do anything for a fighterthat, on the one hand, I'm assuming
that I am going to be responsiblefor obtaininghim the properfightsto try to
furtherhis career where, [irritated]while I'm doing one thing, you have a
managerthat'smeddlingarounddoing somethingelse andJimbo[thefighter]
is not that importanta cog in MY machine,that I'm going to just tell him,
"hey!go do all of your own business."I'm not telling you I won't use your
fighterbut I certainlywon't make any additionaleffortsto do that.... That's
my feeling and if Jimbo does indeed do this I wash my hands off him
completely.

Perhaps the most widespread lamentation among run-of-the-mill
boxers after not getting enough fights is that they are not being
properly matched so as to be able to grow into the champion they
are (virtuallyall) convinced they can be. It is a harsh but inescapable
fact of pugilistic life that only a tiny contingent of the fight corps is
buildingcareers;most pugs are being builtupon,employedas stepping
stones in the climb of the successful few to the top. Those who get
"thrownto the wolves,""usedlike dogmeat,"and "fed"to higher-gauge
foes with virtuallyno chance of scratchinga win cannot help but feel
cheatedand aggrieved.The structureof the pugilisticfield is such that,
even if his conduct and personalitywere impeccablyrighteous,the vast
majorityof fighterswould still nourish deep-seatedresentmentat the
matchmakerfor being the executorof their misshapenfistic fate.
"They usin' these guysfor dogmeat"

So these promoters ain't really with these guys okay. in Chicago area.

unless it's a really-really-really hot guy, okay, undefeated record an' he's
really hot, but other than that, [bitterly] they usin' these guys for dogmeat:
when dogs get hungry they feed it to'em, that's what they doin', to better
somebody else record.

Freddie, 30, Jamaican cruiserweight,
3 victories and 4 defeats, one-year pro

Blood money
Money - whence it comes, where it goes - is the next major source of

pervasive friction, suspicion, and conflict in the pugilistic economy.
This is no surprise considering that we are dealing here not with
"colorless"but with taintedmoney,"blood money,"begottenby sweat,
pain, and tears, by selling, risking, and eventually ruining, the very
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asset that young (sub)proletarianmen from the ghetto value the most,
namely, their martial, manly body.39As with prostitution,which is its
structuralanalogueon the other side of the genderline, the cash nexus
in prizefightingcarriesweightymoral baggage.Tryas they may,participants in the fistic commercehardlytreatmoney as "culturallyneutral"
and "sociallyanonymous."40
Another source of brewingdisharmonyand sorenessis the fact that all
financialdealings are carriedout sub rosa. More generallystill, a thick
veil of secrecy enshrouds pecuniary practices and knowledge in the
pugilistic world: boxers,managers,and trainersrarelytalk about how
much they (hope to) earn, and who gets what from whom, even among
themselves.This situation of "pluralisticignorance"feeds misevaluation and malentendu,particularlyover the role and prerogativesof the
matchmakerin the financialcircuitsof prizefighting.
The income of the matchmakerflows from distinct sources that cumulate or compensate each other dependingon their periodicityand
overlap in time. Here too, the geometry of deals and payment is
context-sensitive, person-dependent, and event-tailored. As booking

agent, Mack collects 10 percent of the purses of the fightershe rents
out to promoters (unless they fall below a minimum of around 400
dollars, in which case the boxer gets to retain his entire purse).4'When
he hires opponentsfor an undercard,Mack's customary"finder'sfee"
is more frequentlypaid by the promoter. And sometimes the latter
will throw in a bonus of a few hundreddollars to help round out a
show for which the purses total in the seven-to-ten thousand dollar
range.
This configurationis such that the matchmakercan easily connive to
get paid on both ends of a deal. This reprovablepractice, christened
double dipping, is not uncommon and virtually impossible to check
because boxers almost never encounterpromotersin person and they
are not apprisedof the overall monies turned over for a given show.
Double contractingis another graftingcontrivance that works as follows: a matchmakerreceivesfrom an outside promotera solid offerto
feature a local boxer in a semi-main event for a purse of, say, fourthousand dollars;he redraftsthe contract and relays it to the fighter's
manager with an amputated purse of twenty-fivehundred dollars and pockets the difference,which, added to his standard cut of 10
percent, yields a gain of 1,750dollars.Again, boxers have little chance
of detecting this type of legerdemainsince they rarelyso much as see
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their final fight contract until the day of the bout and typically do
not bother to read it even then. A similar attitude is commonplace
among managers, who rarely have any direct contacts with outside
promotersanyway.Mack correctlypoints out that "you'redealin'with
people that sometimes on both sides don'tknow what the hell the contractis. 42
When he handles the entire "coordination"of a show, bringingin and
accommodatingfightersfromout of town, transportation,food, posters,
VIP seating arrangements,gloves, and so on, sometimeseven the beer
and hot-dog concession, Mack charges a flat fee, negotiated beforehand with the promoteras a function of the caliber of the fights and
projectedattendance.Thus he recentlyreceived$1,500 for a successful
downstate show bringing in a live gate of $15,000 in which two local
fighters headlining the card were paid comparativelyhigh purses of
$2,500 each. But it happens that the card bombs out and then the
planned remunerationhas to be reducedaccordingly:"I'vehad shows
that I haven'tcollected a fee for doin' it because the promoterhas lost
his tail an' uh, hey!fine, I'll donate my services."Suchgenerosityis not
as disinterestedas might appear. For in those cases, as in "relational
contracting"more generally,43preservinga serene working relation
with a promoter takes precedence over obtaining due payment for
services. Agreeing to carry an imbalance or absorbing a temporary
loss, instead of insisting on settling the account on the spot, is an
investment toward future deals. It spawns bonds of obligation and
inspirestrust among other actual potentialcustomers.44
Compensation to and from other matchmakersis similarlyarranged
on a deal-to-deal basis and differs from one interlocutorto the next.
"Some people call me to do something I won't take a penny from
them,"expounds Mack, "others,hey! They owe me every time I open
my mouth- it dependson the people."Mack often receives(and sends)
small sums from (and to) colleagues,"a hundredbucks for the phone
bill" of a matchmakerin Connecticut who helped him round up a
handful of four-roundersthere, two-hundreddollars from a booking
agent in Iowa City who helped to ship a sparringpartnerto a champion's "training camp." The payment matters less for its monetary
value than as a gesture of acknowledgmentand goodwill. To round
things out, Mack begetsincome from the small "stable"of fighters45he
manages on the side (despite the conflict of interestthis entails when
they are featuredon a card for which he is the matchmaker)and he
holds exclusivepromotionalrights to a couple of promisingMidwest-
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ern boxers.The earningsof a matchmakerthus fluctuatefrom monthto-month and from year-to-yeardependingon his level of activityand
success:
It's the kind of thing where you can make four-hundred dollars this month
but be working on things that will bear fruit next month, and next month
make six-seven-eight-thousand dollars. And it adds up at the end of the year
into decent dollars, very decent dollars.

When I asked in what broad income bracketthese "very decent dollars" would put him, however, Mack brushedoff the question with a
joke: "[smiling]Poverty-stricken!I don't know, that's, that's an area I
don't really wanna go in: [gesturingwith a circularmotion towardthe
ornatelydecoratedliving room of his apartment]you see I live reasonably comfortably."A similar query later met with another rebuff,this
time with a touch of exasperation ("It's a bad question an' I'm not
gonna talk about it too long, Louie") followed by a stern threat to
terminatethe interviewon the spot. Clearly,more than mere concern
for privacy is going on here: opaquenessis a requisitefor the smooth
operation of the pugilisticeconomy and for a matchmakerto trumpet
his earningswould be bad policy as well as in bad taste.
Although matchmakersconsistentlydecline to revealfigures,it is estimated that a solid professionalreaps between one-hundredand twohundredthousand dollars per annum.This is because a matchmaker
does not invest his own money into the commercialcircuits of boxing
but systematicallyshifts risks and costs onto his partners (local promoters and managers)while keeping his business costs down: other
than his time and energy, Mack's main expenditures are monthly
phone bills of four-to six-hundreddollars.
Whateverthe amount, it is plain that matchmakerspocket vastly more
money than any of the hundredsof run-of-the-ringfighters they employ, whichcannot but createendemicstrainand recrimination.At the
customaryrate of fiftydollars a roundfor preliminarybouts, the overwhelmingmajorityof boxers (88 percentin the state of Illinois) assert
that their services are grossly underpaid.They complain bitterly of
being remuneratedwith "peanuts"and "chumpchange":"You go to
any other state, they pay you more than they do in Chicago,"jeers a
rising lightweightwho has run up seven straight victories."[irately]I
think somebody'sgrabbin' some money, puttin' it in their pocket an'
payin'you what they wannapay you, for real."Asked "who benefitsthe
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most" from the region's fistic trade, 80 percent of the fighters mention
the promoter and matchmaker - well ahead of the Commission with
10 percent, managers with 8 percent, and trainers with 2 percent.46
"The fighters ain' makin' nuttin', the one makin' is Mack. See Mack,
he git paid jus' to look at fighters," echoes with indignation one of my
gym mates from Stoneland. "Mack an' them: they ain' payin' nobody.
It's like slavery all over again: you git one hundred dollar jus' to get
your brain smacked."
"Hedrivin'aBMWandhe don'tdo nuthin"'
Promoters,they steal all the money, promoters.They be cheatin'the shit
outa 'emfighters.Haveyou heardof Mack?He drivin'a BMW,and he not
even married ... [his pitch rising] he don't do nuthin: 'cept [sarcastically]

"hey,man you wanna fight?,"see tha's all he do! He be gettin' paid for
settin'up fights,on average,six thousand,seventhousanddollars.
LW:How muchdo you thinkhe makes?

He probablymakesthree-fourG's [thousanddollars]a month.
LW:Do you thinkhe makesmore than his share?
Ooooh, too much, too much, if he be a boxer, he ain't no boxer. I'm doin'all
the hard work, he cheatin'me.
Harry, 30, black lightweight, three-year pro

"It'sa business,right?"
You can't put Mack down because see boxin' for him is like everybody
else: it'sa businessright?He'sgettin'paid to do somethin'an' he'sdoin' his
job an' he's doin' it well, so he gettin'paid well,you understand.
LW:How muchdo you thinkhe makes?
Shiit! I think Mack make at least a hundredgrands [100,000 dollars] a
year, I think he does. But you know you can't put him down for that
because it's a businessan' his businessis to sell you an' the otherguy an' if
he can sell you an' the other guy an' if you'renaive enough to say "okay
we'll fight'emfor that lil' bit of money,"then he done hisjob.
Malcolm, 27, black middleweight, four-year pro
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"Justlike a whore"
It's all the same:you lose, you'regone. That'show it is. Just like a whore:
you put money in their pocket and that'sit, they move on to the next one
you know.That'swhy I say I neverlet my kid box.
Wilfredo,Puerto-Rican
lightweight,24, six-yearpro
"Everybody's
tryingto makemoney,nobody'sbeenexploited"
Uh it's like any other business. Gas stations, you have a guy that owns a
gas station, you have a mechanic,you have a guy that drivesthe towtruck
and the guy that pumpsgas and uh everybodyhas a job. In uh boxing you
have the matchmaker,the manager,the boxer, cutman, everybody'stryin'
to make money,uh if if there's a man who's in a position, if a guy calls
Chicago an' tells a matchmaker,"I need two fighters,"and this guy goes to
Jed and Ned an' says I have this fight for you it pays a thousanddollars, I
get 300 you get 700, and Jed says fine, an' Ned says fine, an' they go take
this fight,and they get their 700 dollars,to me that'safair deal - nobody's
been exploited.
Now when they don't get their money [with a disapprovingglare], it's
another story: they've been mistreated.Uh, but here if this guy had got
this call an' that'shis knowledge.He got the call, he's, he evidentlyspent
some time an' effortin getting this position, so if he don't go to these two
guys, they woulda never got the fight, they woulda never got to earn the

money an' I don'tconsiderthat exploiting.

Reggie, 53, restaurant owner and
manager of three professionalfighters.
two years in the business

(1) Note the glaringarithmeticdiscrepancies,not atypicalamong fighters
with extremelylow income (outsidethe ring, Harryderivessupportfroma
part-timedish-washerjob and from street hustling that put him barely
above survival).According to these errantestimates, Mack makes seven
thousanddollarsper card (as much as all the fighterscombined)but only
three to four thousanda month, whichwould give him a rathermoderate
annual income of some forty thousanddollars, hardlyenough for owning
a BMW.
The matchmaker's view of these matters is evidently quite otherwise.
As do managers, Mack maintains that club fighters are adequately
paid considering the narrowness of the local market and the financial
risks and losses taken by promoters. And he protests vehemently that

29
he does not make any money on "alot of the bookingthat I do on some
of these minor fights":"I have fightersthat I have obtained for them,
eitherthroughmatchmakin'or throughbookin',everyfight they'vehad
in their entire career an' have never made a penny from them, nor
expectedto, norasked to."From his standpoint,the boxing business is
a "variable-sumgame" of mixed conflict and cooperation47in which
everyoneis betteroff cooperating- on terms structurallybiased in his
favor - than sulking and quarreling.Boxers are ill-advised to make
claims at once unrealisticand unfounded:
They try to get you down on your fee. [with a soft, gentle voice] "Hey, if you

don't have me, you're getting no money."And I don't gouge the fighters.I
don't attempt to say, "Look, this fight is good, you gotta give me more
money"or anything like that. You try to be forthrightwith them - if you
don't tell lies, you don't haveto rememberwhatyou said later.

The attitudeof boxers towardthe matchmaker,in turn, is shot through
with ambivalence,an ambivalencethat expressesthe dependent position they occupy in the contradictorysystem of social relations underlying the fistic economy. On the one hand, they vituperatehim as a
a "pimp,"and a "slavedriver"who acts in cahoots with
"fleshpeddler,"
unscrupulousmanagerswho will "sell you for a dollar"just to "better
they pocketsup."Yet, almost simultaneously,theyacknowledgethat the
matchmakeris only playing his part, "doin'his job an' doin' it well,"
which can hardlybe held against him. Throughthe lens of the Hobbesian individualistworldviewtheyhold, fightersaredisposedto exculpate
Mack on the groundsthat exploitationis the "nameof the game"and
abuse "comeswith the territory.""I guess a lot of 'em, if they weren't
reallythere,you know,you woul'n'havea chance,"musesa light-heavyweight from one of the city'sWest Side gyms."It'sthe chance you have
to take. It's a chance in everythin'" Aladin, a 24-year-old middleweight

who turnedpro a couple of years ago, puts it best when he exclaims:

Oh, he's exploitin'people, tha's not d'question. [passionnately] Tha's, tha's life,

tha'stheAmericanway!!!You know,gittin'whatyou get off som'body'sback:
tha'sthe Americanwaybut I'msayin',I don' fall on 'im tot'ly 'causethat'sthe

way it's - [very briskly] if he wadden doin' it, someone else be doin' it.

Plus, the people consen'to it, y'know what I'm sayin'?If nobody consen' to
it, Mackcain' be no matchmaker.So, you know,[cooling down] the faul' is

fifty-fifty though. Thefault is fifty-fifty.

Since by generaladmission everyoneis in the fightgame to chase after
"that green stuff,"no one can fairly be castigated for demonstrating
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greed. Whichever way you look at it, money turns up "as the true agent
of separation and the true cementing agent" in the world of professional
boxing. It is verily, to borrow another one of Marx's vivid phrasings,
"the chemical power of the [pugilistic] society."48

"Youdon't love yo' mama":Emotion, uncertainty,and taint
"You don't love yo' mama if you a matchmaker," quipped a veteran
trainer when I asked him what it takes to succeed in this shifty and
shady trade. "Yep. You gotta be awful cold-hearted when you sendin'
guys to get beat, yep." It is a fact that the ethos of the occupation Gregory Bateson defines ethos as a "complex of culturally organized
emotions"49 - stresses affective neutrality, aloofness, and a flat sentimental profile to ward off the interference of "hot" interpersonal factors
with "cold" business necessities.

"I don't fall in love withfighters"

I don't wannahear thatyour performancewas poor becauseyou lost sleep
because of something that you shouldn't have lost sleep over. I don't
believe in it, I don't fall in love with fighters- I can't!I try to treat them
decentlyand there'ssome of them that I genuinelylike, and some of them
I deal that I generallydislike. But I don't, I don't let one thing interfere
with the other, you can't. You'reworking in an office and you've made
mistakes that have cost your company severalthousanddollars, the boss
doesn'twantahear it's because,uh, "mynext door neighborgot lockedout
of his house and I was up until three in the morning helpinghim get in."
What does one thing have to do with the other?

Much like the boxer in and around the ring, the matchmaker has to
exercise continual "expressive control" in action.50 He needs to keep
his emotions under a tight rein, maintain proper distance with his
interlocutors, and avoid growing attached to the fighters he uses.
(Note that the same rule applies to the trainer who, while he should
enjoy the trust and allegiance of his charges, must not "fall in love"
with a fighter and "baby" him, lest the latter fails to develop the
necessary toughness, resolve, and ring experience). It is imperative
that that matchmaker guard his cool and focus at all times, whether it
be palavering with managers, haggling with promoters, keeping peace
between obstreperous rivals at the weigh-in ceremony, or mopping up
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a dressing-roomincident on the evening of the show. He will find it
invaluableto nurturethe capacityto truck and strike agreementseven
with people he finds individually insufferableas circumstances prescribe:"Some of these fightersI think are nice young men, I try to be
helpfulwith them, I enjoy workingwith them. Others,I just don't care
to deal with,"proffersMack,"Ijust don't like them, that'sall thereis to
it. And nothing is going to make me like them. But that's not to say I
don't deal with them. If the situationcalls for a deal to be done."
The overall"'tone'of behavior"51of the matchmaker,then, is decidedly
stolid, unperturbed,to the point of apparent callousness. Yet what
might seem like personal insentienceand a congenitallack of susceptivity is in truththe product of a painstakingwork of self-tailoringto
the peculiar "emotionalculture"of pugilism.52As years pass and he
becomes a better professional, fully habituated and attuned to the
interactionaland psychosensorydemandsof his craft, the matchmaker
learns to domesticatehis affectand to deploy appropriatetechniquesof
emotivedetachment.Mack recalls how, earlier in his career, he made
the mistake of getting too close and personal with his clients, and the
distractingturbulencethat ensued:
I got fighters,when Max Gibson was fighting.[yapping]my God! I was like
theman'sfather:I got involvedin everything.I had to do everything.I had to
get him outa jail - my wife would say:"Yourson called,"which one. Larry
[Mack'sson] or Max? [brief laughter]But when I became involved and it
becametoo much,or more than it shouldbe. [sternly]I quicklybackedaway
fromit.

On whateverside of the ropes you choose to stand, boxing is not for
the tender-hearted.When Mack travelsto a show he has helped design
or coordinate,he feels like "goingto the office,jus' like goin' to work:I
don't get excited an' flusteredabout a whole lotta things."53His is a
business,"a businessI chose to do and enjoy doing,"and he advertises
himself as "a businessmanlike any other."Obviously,his activity differs from other types of commercein that "it'sa businesswhereyou do

have people, you are dealin' with human beings - you're not orderin'
fifty tons ofsomethin'or three gross of somethin'."Yet the bottom line

is that you are out to put bodies in the ring to makemoney,and that the

more bodies, or whatever shape and kind, the more money. No deal, it

seems, is infra dignitatein the fistic trade, as coach Richie, who has
known Mack since his childhood days, notes drylyin this conversation
excerpt:
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Mack be tryin'to fill a card then, he don't give a damn if yo' mamajus' died.
Mack don't see - Mack, me and Mack are tight but he's a cold-hearted,
ruthless,no-goodbastard.See, but he's okay with me.
LW:Why is that?
Richie: Well, me an' him just awright. But his inner self, I know. 'Cause
now, you know what? Let 'im need somebody up in Beloit or Green Bay
[in Wisconsin,a state withouta boxing Commission]:he takeyou!
LW:You'reserious?If you weren'there,he'dtake me up there?
Richie:If you would go, [murmuring]yeah.
LW:Eventhoughhe knows you wouldn'twant me to fightpro?
Richie: That wouldn't make no diffrence, yeah: he gotta fill them cards.
Yeah,he'dtake you. [imitatingMack'sdrawl]"Ohthe guy's nothin',y'know,
I saw him, you can lick him. If you do this or if you do that..." Yeah.Tha's
the way he thinks.Tha's the way the businessis.
LW:You could say that's his job, he can't afford to have no feelings for
people.
Richie:He don't have none, uh-uh.
LW:That'sthe waya matchmakergotta be?
Richie: [matterof factly] Yeah,yeah: when you bringin'guys in to get beat
up, what kindsa feelin'sdo you have?You seen them bums comin' in here
since you been here, so now what did you think, how you think they got
here? They got picked to come here to get [chuckles]a damn good buttwhippin'.
Emotional self-mastery is all the more necessary since matchmaking is
by nature a stressful, high-uncertainty occupation unfit for individuals
who wear their feelings on their sleeves and cannot bear pressure.
Opportunities for dissension and grounds for hostility abound, given
the aleatory nature of fistic production, the wooliness of standards of
evaluation, and the contradictory interests that must somehow be
reconciled along the way. Relations with managers and promoters are
burdened with ingrained sociological ambivalence54 and bound to generate disputes and discontent. Managers "hate matchmakers: for them,
their boxers should be on every card."55They want tangible results for
their fighter and do not care that the matchmaker has other, conflicting, demands on his agenda, or that he did a sterling job of putting
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together the undercardwhen their charge happens to be defeated in
combat.Fightersjoin 'themin crabbingthat they are not gettingenough
fights, or the right kind of fights, or a fight at the right time. They
complain incessantly that they are not being "built up" fast enough
and pine for more exposureand more pursemoney.
At times, enmity and loathing well up to the point where physical
menace and aggressionbecome difficult to avoid. A veteran matchmaker from Ohio was once publicly slapped by a disgruntledtrainer
at a weigh-in in front of all the local fight people (this incident, compounding sexual insult - a slap is a feminine and feminizingform of
bodily onslaught - to corporeal injury and loss of face, was making
the rounds of Midwesterngyms years after its occurrence).Mack has
had tense run-ins and virulent confrontationswith more than a few
disgruntledcustomers.One summer I witnessed a near-collisionwith
an aggrievedand out-of-controlmanager who threatenedMack with
serious bodily harm (and worse) if he did not immediatelyrelease his
boxer from a disputedpromotionalagreement.On a wintereveningat
the close of a card in a suburbannight club, Mack found the four tires
of his car slashed in the parking lot - and the misdeed had not been
committedat random.
Not only do animosity and fracas constantly threaten to erupt and
disrupt the flow of business. A million things may derail a fight up
until the moment when the combatants finally face off between the
ropes: one boxer gets injured in training or calls in sick, a second
chickensout or fails the physical,a third comes in ten pounds over the
weight limit on the morning of the bout and is disqualified - and
everythingis thrownout of kilter. A reputedring warriorinexplicably
"foldsup"in the firstroundor his opponentprovesinept past the point
of grotesquerieand the main event flops. In all such cases, it is the
matchmakerwho is called to account, although he has little or no
directcontrol over these variables.56
"Go into any town in Americawhere they have boxing and it's a good
bet you will find the matchmaker is the most unpopular man in
town."57Teddy Brenner'slament highlights the fact that, irrespective
of his personalityand morality,the matchmakerstands-atthe point of
convergence and fixation of all the currents of suspicion, diffidence, and

disreputethat traversethe prizefightingeconomy. For he is the one
entrusted with carrying out what Everett C. Hughes calls the "dirty
work"of the trade58and he must bear the taint associated with com-
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mercializing that most sacred of all objects, the (male) body, and for
making his living off of the suffering and sacrifice of some of the most
vulnerable members of society. No amount of ideological vamping can
redefine the profession's tasks and values so as to wash away the
opprobrium that befalls those who chose to exercise it. One has no
choice but to learn to live with it, as do those other louche entrepreneurs in deceptive material and symbolic goods that Mack mentions in
a candid comparison that sounds every bit like an act of self-incrimination:
There's nothing you can do, you can't change people's opinion. [sighing]
Ask people's opinion of politiciansand used-cardealersand in some cases
televisionreligiouspeople:ask people what they thinkof those and you'll get
differentopinions.

Coda
The matchmaker is an intermediary whose function is to plug communication gaps, connect the supply and demand of bodies, and "oil" the
cogs of the pugilistic engine by minimizing disaccord and temporarily
propitiating the antagonistic interests of the entangled parties: prospects, journeymen, and bums among fighters, trainers, and managers
on the one side, promoters and booking agents on the other, and lastly
the consuming public. He does so by garnering information, monopolizing connections, and manipulating knowledge rifts and voids so as
to capture (and hide) transaction costs he then turns into personal
profit.
Sitting ringside, the matchmaker can proudly watch the product of
his dexterous handiwork, as the two fighters he has plucked from the
ranks of willing candidates "go to war" on each other. For he is the
hidden architect - and chief benefactor - of a "liminal microstructure"
a la Victor Turner, a contexture of exchange relations that joins structural simplicity with cultural complexity.59 Elucidating his competencies and strategies provides an unparalleled avenue for spotlighting
salient features of the social organization of the boxing economy qua
economy, including high levels of fortuity, suspicion, and deception
permitted by the absence of "trustees,"60 the tight overlay of personal
engagement and business commitment, the ineradicable disjuncture
between actor-level goals and system-level imperatives, and built-in
imbalances in the distribution of information and in the structure of
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clientship,not to forget the stigma and stench that enshroudall transactions and participants.
In this article,I haveendeavoredto discloseand explicatethe principles
wherebylines of action are laid down and assembledinto ever-shifting
but regularensemblesthat form the relationalinfrastructureof prizefighting as occupational world and commercial performance. The
reader will have noted, perhaps with dismay, that the structureand
functioningof the boxing economy can, from this angle, be explicated
without attendingto the individualboxeras "moralfact"and "psychological being"- as opposed to merepersona, a "mask, tragic mask"61
worn by blank, interchangeable,and servileorganisms.Reducedto the
level of a commodity (Mack likens him in turn to a race horse, stocks
and bonds, an auto part, and featurelesscargo),the fighter'shopes and
hurts, his pain and pride, his desires and his dreams appear to be of
little importto the matchmaker.Yet it is these desiresand dreamsthat,
in the final analysis, providethe fuel for the pugilisticengine. It is the
sensualand moralpassionthat binds the boxer to his tradethat propels
him within the specificuniverseand infusesthe latterwith life.62
"Man," writes Gaston Bachelard in The Psychoanalysis of Fire, "is a

creation of desire, not of need."As with any other economy, a full
understandingof the boxing business will requirenot only to "introduce social structureinto economic analysis,"63as I attempted here,
but to reconstructits symbolic structureas well. For crosscuttingthe
craftsmanlyand crafty commerce of money, blood, and punishment
(in the etymological sense of poena, pain and penalty) that is professional boxing lies an economy of belief that is no less real than the
bodies locked in sufferingembracein the ring.
Appendix: Boxer testifies before Congress

The following is an excerpt from the sworn testimony of Delaware
champion David "TNT" Tiberi before the 1992 Senate Hearings on
"Corruptionin ProfessionalBoxing,"(Washington,D.C., Government
Printing Office, 1992, pp. 10-11), following the scandalous decision
wherebyhe was deprivedof a world title in his bout with IBF middleweightchampionJames"LightsOut"Toney.The hearingsoffera miniaturerepresentation- in both discursiveand theatricalsenses - of the
pugilisticfield, from the misshapen"hodge-podgeof state regulations"
whereby"the regulatedhave been allowed to rule the regulators"and
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the systematic collusion between television and so-called "world federations" (which are little more than racketeering outfits), to promoters
invoking the Fifth amendment on each question and ghastly instances
of boxer abuse of every imaginable kind. This excerpt gives a highly
compressed depiction of the economy of prizefighting from the vantage
point of a boxer who has climbed all the rungs of the pugilistic ladder
only to lose his faith in the process.

It wasn't long before I realizedthe total control that managers,promoters,
matchmakers,and others in position of power in the fight game exercise
over boxers. Each fighteris at their mercyand soon realizesthat if he does
not cooperate 100 percent,he will quicklybe thrownback out on the street
and replacedby an eager,more cooperativeand hungryboxer.
I sadly saw how the majorityof fighters,dependingupon their respective
levels of talent, are viewed by their promoters.Some are consideredprime
ribs, other pork chops, and the least talented scrapple,but rarelyare they
recognizeda humanbeings.
The ones who areable to keepwinningare nurturedto bringin the crowds
and dollars.The mediocreare used as cannon fodder,to fill up an evening's
match card. And the losers, they are routinelygroundup and sacrificedto
those luckyfew who are being groomedto be champions.
There is neverenough compensationfor what one enduresin and out of
the ring. Issues like health and life insuranceand medical benefitsare not
discussed. For those in the boxingworld, these things do not exist. Besides,
to providesuch expenseswouldcut into the profitsof those in control....
[Tiberi then explains how, after twenty-seven pro fights, having won the
title bestowed by a marginal "world organization," the International
Boxing Council, he was forced to relinquish his championship belt
to get a chance to challenge the champion of the rival, more established, International Boxing Federation, James Toney. As a condition
of facing Toney, Tiberi also had to cede the rights for his three subsequent fights to Toney's promoter, Bob Arum, as is common practice in
the industry.]
Thinking back on the circumstances,it was like being bought at a slave
auction. In fact, as a result of my first-handexperience,I find it very hard
to still consider boxing a sport. For many promoters,it has become their
private,legalizedslave industry.
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