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hort and stocky with eyes that sparkled in that rare spirit of restless S determination, Andrea Sbarboro outlined a plan offering San 
Francisco’s unemployed Italian immigrants the means to success (Sbarboro, 
191 1). He envisioned a profit-sharing agricultural cooperative that would 
employ Italian immigrants with grape-growing and wine-making experi- 
ence. Far too practical a businessman for philanthropic schemes or utopian 
ventures, Sbarboro’s motive was profit, both personal and corporate, and 
his objective was to teach these wage-earners the lessons of thrift and 
economy (Sbarboro, 191 1 :79). It was as if lie had imagined that his Italian- 
Swiss Agricultural Association-today Italian-Swiss Colony Wines-was the 
immigrant’s answer to the American dream. What follows is Sbarboro’s 
story  of the development of one of California’s leading wineries, as well as 
one of the state’s most bountiful sources of revenue. 

ORGANIZING A WINE BUSINESS 
After reading a favorable report published by the California State Board of 
Viticulture in 1881, Sbarboro confided in his memoirs, “Reminiscences of 
an Italian-American Pioneer,h that he had given the subject of viticulture 
considerable thought. The report estimated that from an average yield of 5 
tons per acre produced at $20 an acre, grapes sold on the open market for 
$30 a ton. Finding the prospect of $130 an acre too hard to resist, Sbarboro 
solicited the financial aid of his close friends (Sbarboro, 191 1:117. 120). 
Incorporated as the Italian-Swiss Agricultural Association on March 10, 
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1881, Sbarboro’s organization was designed as a cooperative, similar in 
function to the five mutual savings and loan societies Sbarboro had in part 
founded and managed since 1875. During that first meeting, wrote 
Sbarboro, he elected himself secretary of the association so as to insure its 
su~cess.~ The investors agreed to incorporate for $300,000 with 5,000 shares 
at a par value of $60. Of the 2,250 outstanding shares held by the investors, 
858 shares were sold to those in attendance, pledging a working capitol of 
$51,480. The remaining shares were reserved for the vineyard workers, who 
were to subscribe to at least five shares, for which one dollar per share would 
be automatically withheld from their monthly wages.* By creating a sense 
of ownership through subscription, Sbarboro hoped to instill among them 
a strong incentive for hard work, while also elevating them to a more mobile 
social and economic position (Lord, Trevor and Barros, 1905:137). 

The association by-laws ruled that all shareholders were to deposit their 
installment payments of one dollar in gold coin on the first Tuesday of each 
month for a period of 60 months. A 10 percent fine was imposed on 
delinquent payments. To preclude the hoarding of shares by one person or 
faction and to guarantee social equality, the minimum number of shares 
purchasable by one stockholder was five and the maximum allotment was 
50. 

Italian-Swiss was established for a five-year period, at the termination of 
which the dividends were to be issued. If the land proved remunerative it 
was to be divided into suitable lots and sold, thereby liquidating the project 
and paying off the original investors. The vineyardists who had invested 
their dividends and savings toward a lot would be given the option to acquire 
more land.3 

As a collective enterprise, the selection of capable workers was vital to the 
future of the Italian-Swiss Agricultural Association. Many Italians, unem- 
ployed during the early years of the 1870 recession, went to Sbarboro’s 
Montgomery Street office looking for work. Sbarboro screened these appli- 
cants carefully, selecting only those who, in his estimation, possessed 
initiative, ambition and, most importantly, were knowledgeable about 
grapes. Those who were country folk, cantadini from the wine-producing 
regions of Italy and who understood grapes were immediately hired by 
Sbarboro. His decision, however, was subject to the final approval of t l~e  
association’s board of  director^.^ 

Membership was eventually restricted to Italians, although it was once 
open to Swiss workers because an Italian-Swiss investor was on the board 
ofdirectors. But no Swiss applied, as few Swiss Americans in California were 
interested in wine-making (Sbarboro interview). To safeguard the stability 
of the association, membership was permanent, and all applicants had to be 
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U.S. citizens or have declared in court their intention to be naturalized 
(Receipt Book Article XVII). In lieu of written agreements and labor 
contracts, subscription bound the prospective vineyardiits to the association 
as lifelong members. 

With the matters of incorporation settled and the association financed, 
there remained only the acquisition of land. Central Pacific Railroad, 
anxious to promote their own business, introduced Sbarboro to available 
sites with access to rail lines. First, they took him on a tour of Southern 
California and Arizona, and then north into Sonoma County. In all, 
Sbarboro and his two-man committee inspected some 40 sites before buying 
the 1,500-acre Truett sheep ranch four miles south of Cloverdale on the 
Northwestern Pacific line (Sbarboro interview). 

Chosen for the salubrity of climate, the adaptability of the soil to grape 
cultivation, good rainfall, plus an abundant water supply and the accessibil- 
ity of rail transportation, the Truett sheep ranch was purchased on 
November 8, 1881, for $25,000. The board of directors collected among 
themselves the down payment of $10,000 with the balance payable in 
monthly installments of $1,000 for fifteen months. The following spring 
the negotiations were finalized and the small township that would emerge 
was nostalgically named Asti, after one of the finest wine regions in the 
Piemonte province of northern 

Optimistic, Sbarboro called a meeting of the prospective workers and 
offered them monthly wages of $30 to $40 plus good food, wine ("a 
necessity" for Italians) and comfortable sleeping accommodations. Single 
men were to occupy the Colony dormitories and married men would reside 
in nearby Cloverdale with their families (Sbarboro, 19 1 1 : 124; Sbarboro 
interview). Eagerly, the vineyardists accepted these terms until Sbarboro 
explained subscription. Objecting strongly on the basis that "cash was better 
than stock in the company" the vineyardists refused the cooperative system 
(Sbarboro, 191 1 :124). After repeated explanations that the shares were 
payment for work (as well as an investment) failed to persuade them, the 
stunned directors sold these shares to outside investors and the workers were 
hired at a daily rate plus room and board. With the workers forsaking a 
guaranteed monthly income of at  least $60 for life, the cooperative plan was 
abandoned and the association became the Italian-Swiss Agricultural Col- 
ony, a commercial enterprise. 

By the middle of 1882 the workers had arrived at Asti. They began 
clearing the hillsides of the thick growth of madrone and oak trees and 
underbrush that parched the land, so as to plant the choice grape cuttings 
imported from France, Italy, Hungary and the Rhine. The cost of clearing 
the land, approximately $30 to $40 an acre, was staggering to the budget- 
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conscious directors until one gray-bearded worker suggested that it would 
be cheaper for the Colony and more profitable for the fieldhands if each 
worker were paid $1.50 a cord and 25 cents a sack of charcoal. Sbarboro 
agreed, provided the sacks, and arranged for hauling (Sbarboro, 191 1 : 125). 
Land improvement was only one of the unforeseen obstacles that con- 
fronted the directors during the Colony’s formative years. From 1882 to 
1887, the Colony faced countless crises. 

Excitement over the budding of the first cuttings ended when a flock of 
wandering sheep nipped some 100,000 tender young shoots. “It was aggra- 
vating,” wrote Sbarboro. but uwe took the matter philosophically.” By the 
end of the initial planting season, the destroyed shoots were replaced, but 
this time grasshoppers attacked part of the vineyard. Although the damage 
was minor, outbreaks of the dreaded phylloxera and rushing floodwaters 
from the Russian River meant worry. At the end of three years, in 1885, 
there were few grapes left on the vines (Sbarboro, 19 1 1 : 128). 

Still, there were glimmers of hope during those hard, lean years. Writing 
of himself as a prudent man, Sbarboro had the good sense to extend the 
property payments over a five-year period, and with the regular deposits 
assured by the investors more vines were planted. At the end of 1887, with 
the Asti property paid for, the first shipment of grapes was sent to market 
in San Francisco (Sbarboro, 19 1 1 : 128-1 29). 

Unfortunately for Italian-Swiss Colony, the San Francisco market was 
glutted. Overproduction in 1886 and 1887, caused the market price of 
grapes to tumble from the expected $30 a ton that the growers sought to $8 
a ton. In addition, a freight charge of $4 per ton cut the growers out of their 
profits. “I saw ruin staring us in the face, and I was indeed a very disap- 
pointed man . . .” wrote Sbarboro. Concerned for friends who had joined 
his venture and the money he had personally invested, Sbarboro called a 
directors’ meeting and urged the building of a winery to manufacture their 
own wines, as the only way to protect the Colony from depressed market 
prices and possible bankruptcy. Construction of a 300.000-gallon plant 
complete with distillery and cooperage was financed by a $10 assessment 
on the 2,250 outstanding shares. Rather than be forced to sell perishable 
grapes at cheap prices, the Colony could store the processed wines and let 
them mature while waiting for a more favorable market (Palmer, 1965:769; 
and Sbarboro, 191 1 :129-130). This step, from grape growers only, to both 
grower and manufacturer of processed wines, was most important, for it 
meant that Italian-Swiss Colony was one of the earliest American wineries 
to independently market and distribute its wines nationally. 

Next, Sbarboro enticed Pietro Carlo Rossi from Piemonte, Italy, to 
become the head winemaker at Asti. Chemist turned pharmacist, Rossi’s 
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early use of grape pomace in the making of cream of tartar, as well as his 
introduction of sulfur dioxide, which prevented easy spoilage, enabled him 
to make good wines. The first winemaster to work from a laboratory, he 
oversaw the entire process of production, maintaining the quality control 
essential for premium-wine production. The 130,000 gallons of wine pro- 
cessed in 1889 were considered quite good, compared to the poorer wines 
manufactured earlier. Pleased with the quality, Sbarboro praised Rossi as 
the Colony’s most valued acquisition (Palmer, 1965:270; Sbarboro, 
19113131). 

Again, Italian-Swiss Colony sent their Wines to San Francisco dealers, 
only to be offered ruinous prices far below production costs. Threatened by 
the ability of the Colony to act as its own marketing agent, the retailers had 
conspired, wrote Sbarboro, to drive Italian-Swiss out of business, holding to 
their 1887 price of 7 cents per gallon (Sbarboro, 191 1:lSl). However, the 
reverse occurred. Instead of eliminating Italian-Swiss as a formidable com- 
petitor, the wine merchants simply forced the Colony to market their own 
wines throughout the Pacific Coast, the major eastern cities, and even in the 
South beyond the Mississippi River. From the home office and bottling plant 
on Battery Street in San Francisco, wines were distributed to New York, 
Chicago, Philadelphia and New Orleans, where retailers sold them for 
between 30 and 40 cents a gallon. The wines were good. and so well received 
that Sbarboro proudly remembered one agent who specified on his follow- 
up order that they send him the same quality of wine as forwarded before 
(Sbarboro, 191 1 : 132). Elated, Sbarboro wrote that Italian-Swiss Colony had 
at last attained success. With the profits gained from these sales, operating 
expenses were paid and more vineyards planted. 

Though far from being out of the woods and still uncertain of avoiding 
bankruptcy, by 1889 the Colony had reached a turning point. Encouraged 
by the upswing in their national sales, the board of directors decided not to 
sell the 600 acres of cultivated vineyards or the 150,000-gallon winery, as 
originally outlined in the by-laws. “We won found that it would be imprac- 
tical to divide the land among the members,” wrote Sbarboro, “as few 
understood the business, and all had other affairs that monopolized their 
time” (Sbarboro, 191 1 : 132). Within a short time, Italian-Swiss ranked as the 
second largest wine producer in California; in order to retain the lead in 
production, the Colony became embroiled in a bitterly contested struggle 
between the growers and makers of the wine on the one hand, and the retail 
wine merchants on the other, for control of the wine industry. 

THE “WINE WAR” 

The “wine war” of the 1890s tore California’s infant wine industry into two 
factions. The retailers and shippers, the first to organize, in 1892, formed 
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the California Wine Association, which threatened to beat the grape-grow- 
ers and winemakers out of their profits. They aimed to control the grape 
and wine markets through price fixing and market-share agreements forc- 
ing the growers and vintners to sacrifice their wines at from 7 to 10 cents a 
gallon, or dumping the consigned wines and cheap grapes on the market 
for whatever prices they brought in (Husmann, 1902:132). 

Uneasy over this combination, the growers and vintners formed, in 
November, 1899, the California Wine Makers Corporation, which sought 
to control the market in their favor. P. C. Rossi, then president of Italian- 
Swiss Colony spearheaded the cooperative of independent growers and 
winemakers. Rather than set the price of grapes, they subscribed a propor- 
tion of their crops to the California Wine Makers Corporation with the 
proceeds divided pro ram (Pacifx Wim and Spirit Rm*ew, August 7, 1895, p. 
16; American Win? Press, 1897:4). 

These were difficult times for the winemakers. Some had lost money on 
every crop produced over the past five years, while others had over- 
mortgaged their assets o r  lost portions of their crops to grasshoppers, 
phylloxera, frost, sunburn or coulure, and survived only by condensing the 
remaining crops into must, syrup and sweet wines. A sympathetic press, 
favorable public opinion, and bankers who lent them immediate credit 
boosted the morale of the California Wine Makers (Pucifi Wine and Sfii'it 
R e v h ,  June 11, 1897, p. 9). 

The Wine Makers held their ground and, by March 1895, had secured 
control of enough wine to set their own prices, compelling the California 
Wine Association to purchase 4 million gallons annually at a price of 12.5 
cents per gallon f.0.b. San Francisco. Furthermore, the California Wine 
Association agreed to purchase 5 million gallons annually at a price deter- 
mined at the close of each season. Strengthened by the agreement, the 
California Wine Makers Corporation reported great progress by the sum- 
mer of 1895 as the almost 200 northern Sonoma County grape-growers sold 
their grapes to wine retailers, who now leased their wineries to the Califor- 
nia Wine Makers, or who held their wines for a higher priced market 
(Palmer, 1965:273; Pacific Wine and Spirits Reuim, August 7, 1895, p. 16). 
Within two years of this agreement, the California Wine Makers effected 
an upturn in the buying price of grapes from $6 a ton to $17 and $20 a ton 
(Pacific I.Vi?te and Sp;r;lr Review, June 1 1. 1897, p. 8). 

The agreement worked well until the winter of 1896-1897, when die 
California Wine Association and the California Wine Makers Corporation 
bickered over the market price of the 1896 crop of grapes for ordinary red 
wine. Phylloxera and severe frost in May 1896 had damaged the crop and 
growers were demanding higher prices. While one side charged cornering, 
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the other protested underbuying. By February 10,1897, the “wine war” had 
resumed. The California Wine Association acknowledged an indebtedness, 
due since November 1896, on wines that the winemakers had delivered 
during the year, but refused to pay the $800 interest accumulated since then. 
The Wine Association insisted that if the California Wine Makers wanted 
their money, they should submit itemized bills dating back to the 1895 
settlement for reconciliation. 
At their March 12 meeting, the Wine Makers contended that sudden price 

increases had caused them to hold their wines for 20 cents a gallon, a price 
which the California Wine Association refused to pay. The Wine Makers had 
increased their prices without consulting the wine merchants, and had 
claimed that the competition among California Wine Association members 
to cut each other’s prices had pressed the Wine Makers against the wall. 
Anticipating the action taken by the California Wine Association, Sbarboro 
petitioned the 150 winemakers present at the meeting to commence suit for 
the collection of their just claim of $30,019.24 against the California Wine 
Association. As expected, the California Wine Association countersued for 
$171,000, stating that the California Wine Makers had not delivered the 
wines agreed upon, but instead had sold them to rival dealers (Pucif? Wine 
and Spirits Review, February 22,1897, p. 10, and March 20,1897, p. 16). 

By late spring, the wine war was affecting the markets east of the 
Mississippi, which bought the bulk of California wines to meet the demands 
of consumers who wanted either a fine domestic wine in preference to 
French imports, or a good inexpensive grade as a substitute for beer. These 
markets were a premium for both the California Wine Association and the 
California Wine Makers Corporation, for whoever controlled them also 
controlled the state’s wine industry. On May 26, 1897, the California Wine 
Association dealt a powerful blow to the Wine Makers, reducing the market 
price of dry wines on the eastern market and among local jobbers. Imme- 
diately, the rate for the New Orleans market dropped from 27.5 cents to 22 
cents. 

The California Wine Association had timed their campaign perfectly. 
Two weeks prior to their reduction notice, the Wine Makers had sold A. 
Marschall & Co. of New York a one-million-dollar order with an option to 
purchase an additional 1.5 million gallons by July 1. The action deliberately 
deprived the Wine Makers of one of their principal customers ( P a t i e  Wine 
and SpiritS Rcuinu, June 1 1, 1897, p. 8). With 4,500,000 gallons of wine yet 
to be sold before the close of the 1897 season, and a reverse stock to carry 
them through March 1898 the California Wine Association had the upper 
hand and threatened further price cuts. But by March 1,1898, Italian-Swiss 
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Colony met their challenge and took the lead in the fight against the wine 
merchants. 

On the pretext that the 1897 crop promised a yield exceeding the capacity 
of the Asti cooperage, Italian-Swiss constructed a 500,OOO gallon subterra- 
nean wine tank. The cistern was an inspiration, wrote Sbarboro, necessary 
to hold Asti’s plentiful harvest, as well as the smaller harvests of neighboring 
farmers who depended upon the Colony to buy their yearly output 
(Sbarboro, 191 1 : 149ff). The world’s largest wine vault was completed within 
45 days, and filled on October 1, 1897. Four-and-a-half months later, on 
March 1,1898, the cistern was emptied and the wine transferred to a smaller 
tank for the second fermentation. Instead of readying the cistern for another 
load, a gala celebration was held. 

Southern Pacific provided complimentary transportation for the 250 
invited guests, an influential group of commerrial club heads, bank presi- 
dents, judges, lawyers, doctors and city officials. For the weekend of May 14, 
1898, they toured the grounds, dined under the sweet-scented arbors, and 
danced to a military band in the interior of the cistern. Reported in major 
American and European newspapers, this event, wrote Sbarboro, helped 
wonderfully in spreading the name of Italian Swiss Colony (Sbarboro, 
191 1:158; Sun Frunckco Cull, May 15, 1898, p. 3). On the heels of thii, an 
aggressive marketing drive was initiated to insure strong brand identifica- 
tion with the Colony’s trademark, the Cross of Savoy. 

The wine war slowed down in October, 1898, when the California Wine 
Association won a court judgment of $100,000, which forced the California 
Wine Makers into settlement. A preliminary agreement was entered into 
on the evening of December 14,1898, with the four major wine shipperdthe 
California Wine Association, Claus Schilling and Company, Italian-Swiss 
Colony, and Gundbach-Bundschu and Company. Forming the Associated 
Wine Dealers, each agreed to purchase and divide among themselves 5 
million gallons of the California Wine Makers’ dry red wines from the 1896, 
1897 and 1898 vintages at prices ranging from 12.5 cents to 15 cents. The 
California Wine Makers Corporation was given the prerogative of setting 
the price of the purchase and was permitted to keep the business they had 
built up during the wine war (Wine, Spzrit and Tobacco Revkw, December 3 1, 
1898, pp. 7-8). 

The California Wine Makers, having exhibited an unexpected show of 
courage at their last annual meeting, had not negotiated out of weakness. 
The decision by Italian-Swiss Colony to lead the rest of the growers and 
vintners to settle with the California Wine Association was based on the 
shortage of the 1898 vintage and the depleted inventory stocks (Wine, Spirit 
and Tobacco Review, December 31,1898, p. 8). The wine war emphasized two 
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precarious phases of California’s rather ambiguously regulated wine indus- 
try. It forced the growers to find new markets for their products and remedy 
defects in production and distribution, and it convinced them that a good, 
sound, salable wine was the best insurance against depressed prices. Fur- 
thermore, it exposed the dishonest and mercenary practices of many of the 
retail wine merchants toward the growers and makers of wine. As for 
Iralian-Swiss Colony, who had pioneered in large-scale production and 
distribution, the settlement ended its independence as a marketing agency, 
giving over to the California Wine Association 75 percent control of the 
state’s industry (Palmer, 1965:251,272). 

PROSPERITY AT ASTI 

Undaunted by the complexities of the decade’s events, the small town ofAsti 
was tlie semblance of old Italy. The 100 to 150 workers hired seasonally 
were mostly Italians who had raised their families around the winery and 
had trained their young children to pick the ripened grapes carellly. The 
Eamily-oriented structure of Asti was no more noticeable than at the height 
of the harvest season, when entire families of pickers worked in the fields 
while their babes slept in empty crates at their parents’ feet. If the grape- 
crushing and wine-processing methods were modern, they were a contrast 
to the vineyardists’ preservation of old-world customs, habits and manner- 
isms. Any attempts to disrupt the ethnicity of Asti by hiring transient and 
cheap Asian fieldhands was strongly opposed by Sbarboro. He regarded the 
Japanese as unreliable, and ironically discriminated against the Chinese for 
their refusal to modernize their garments and old-world habits6 

Asti was indeed prosperous. After fifteen years of financial struggles, 
Sbarboro announced in March, 1896, that dividends of $5 per share would 
be paid to the shareholders. Nearly all of the vineyardists who had worked 
an average of from five to seven years saved from $700 to $800. They 
withdrew small amounts, spending little on themselves and sending remit- 
tances to their families in Italy; some even invested in Italian-Swiss 
(Sbarboro, 191 1 :125). Every Saturday evening Alfred0 Sbarboro, 
Sbarboro’s eldest son and cashier of the Italian American Bank, traveled to 
Asti to collect the weekly deposits (Sbarboro interview). 

Merger witli the California Wine Association in 1901 enabled Italian- 
Swiss to acquire new vineyards and wineries in Sonoma, Fresno and Kings 
counties (Sbarboro, 19 1 1 : 135). The former corporation of Italian-Swiss 
Agricultural Colony became a holding company, and a new corporation 
Italiin-Swiss Colony, was created and operated independently. While tlie 
California Wine Association held one half of the stock in Imlian-Swiss 
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Colony, Italian-Swiss Agricultural Colony held the other. Instrumental in 
ending the wine war and responsible for the merger of Italian-Swiss with 
the California Wine Association, Rossi was retained as president of Italian- 
Swiss and named director of the California Wine Association. Andrea 
Sbarboro continued as secretary of Italian-Swiss. With great confidence the 
firm entered the new century as one of the state’s most successful enter- 
prises. 

As a single operation, Sbarboro wrote, Asti was the largest dry-wine 
vineyard in the United States, and its wines attracted world attention 
(Sbarboro, 191 1 :134). Beginning in 1892, gold medals were conferred upon 
the Colony’s burgundies at the Columbian International Fair held in Genoa, 
Italy, and in Dublin, Ireland. California produced wines equal in purity and 
quality to the imported, upholding Sbarboro’s theory that California not 
only could match European wines but would soon surpass them (Sbarboro, 
1911:137). 

Noting the increased popularity of sparkling wines, Rossi perfected the 
Colony’s champagne production and, in 1909, he lured to Asti an apprehen- 
sive Charles Jadeau, one of the foremost champagne experts in France. A 
two-story champagne plant was built at Asti, and Jadeau put up 150,000 
bottles of champagne plus 100,000 bottles of sparkling burgundy. After a 
year’s work, Rossi and Jadeau invited a few local connoisseurs to sample 
their product. Italian-Swiss had produced a fine champagne with a natural 
sparkle, a fragrant bouquet and flavor. Satisfied with the results, Asti’s 
Golden State Extra Dry was entered at the International Exposition in 
Turin, Italy, and for seven days the panel ofjudges tasted and debatedbefore 
awarding the coveted Grand Prix to Italian-Swiss Colony. 

Rossi never lived to enjoy his moment of glory. Three weeks prior to the 
exhibit, he died tragically in a buggy accident a t  Asti on October 9, 1911. 
The management of the winery fell to Rossi’s twin sons, Robert and 
Edmond, along with Sbarboro. With Rossi’s passing, the financial stability 
of Italian-Swiss assured, and Prohibition inevitable, Sbarboro considered 
retirement, but not before he led the Colony (and this time the entire wine 
industry) in a dramatic fight against the preachers of prohibition. Alarmed 
over the national gains of the prohibitionists, Sbarboro went to Washington 
in the spring of 1908 to oppose passage of the Littlefield Bill, which would 
have forbidden shipment of wines and liquor from a wet state into a dry one. 
He testified before the Judiciary Committee on March 6, and succeeded in 
defeating the measure. During the hearing, he reportedly startled a delega- 
tion from the Women’s Christian Temperance Union when he suggested 
that, if small children were allowed to drink a thimbleful of wine mixed in 
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a glass of water at mealtime, they would never experience drunkenness and 
the nation would be rid of this evil (Sbarboro, 191 1 : 194). 

Upon his return to California, Sbarboro continued his crusade and led 
the newly organized Grape Growers of California in their fight against the 
local prohibitionists. Sbarboro also published two pamphlet-sized booklets, 
Thc Fight For T r u ~  Temperance, a plea for proper instruction in the use and 
appreciation ofwines, and Tempmume vs. ProhiMirm, a compilation of letters 
from American consuls stationed in Europe, who affirmed that it was not 
the consumption of wine that was harmful, but its abuse (Sbarboro, 
191 1:207, 218; Pmp WitU and Spirit Rcuinu, p. 28). However, his victory 
over the prohibitionists was to be short-lived. 

With Prohibition certain, and the California Wine Association’s acquisi- 
tion of a loan to purchase Italian-Swiss Colony, Sbarboro relinquished 
managerial control of the Colony in July, 1913. For ten years, the California 
Wine Association operated the Colony until 1923, when Prohibition forced 
them to sell all the assets and pay off the stockholders (Palmer, 1965:276). 
With the dissolving of the Colony, the Asti property was sold to the Rossi 
brothers and Enrico Prati, a hired laborer who had worked up from the 
ranks and had invested in the Colony. Functioning as the Asti Grape 
Products Company, they produced nonalcoholic grape beverages and 
shipped thousands of tons of grapes east for the manufacture of homemade 
basement wine. In 1924, the California Wine Association relinquished the 
corporate name, Italian-Swiss Colony, back to the Rossis and Prati. 

Prati and the Rossis sold their interests to National Distillers for 
$3,673,000 in cash in 1942. Nine years later, National Distillers limited their 
production to distilled liquors and sold out to United Vintners for $16 
million. Italian-Swiss Colony changed hands again on September 1. 1959, 
when Allied Grape Growers, the world’s largest grape and wine cooperative 
bought the holdings of United Vintners. Founded on the cooperative 
principle, Italian-Swiss Colony was once again owned and operated by the 
grape-growers. By the end of fiscal 1968, Allied sold 82 percent of their stock 
to Heublein and Company. 

Truly a success story, Italian-Swiss Colony was largely responsible for the 
integration of the California wine industry. The earliest of the state’s 
wineries to grow and distill their own grapes and then independently market 
and distribute the processed wines on a national level, Italian-Swiss readied 
one segment of California’s agrarian economy for entrance into the era of 
big business and industrialization. Italian-Swiss Colony had created a do- 
mestic market not only for itself but for the entire wine industry and had 
awakened American consumers to the realization tlmt California could 
produce fine table wines equal to those of Europe. 
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Andrea Sbarboro died on February 28,1923, at the age of 83, a victim of 
influenza. It was rumored that Sbarboro, who had never recovered from a 
stroke of apoplexy suffered several years earlier, died disgusted that his 
beloved Asti processed concentrated grape s p p  and bottled sweet sacra- 
mental wines and grape juice for a temperate nation (Sun Fruncisco Examiner, 
March 1, 1923, p. 2; Sun Francisco CaU and Post, March 1, 1923, p. 8; and 
Fortune, 1943:248). 
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Receipt Book, Article 11 1, Section 1 (undated), Italian-Swiss Agricultural CoIony, deposited 
California Historical Society, San Francisco. 

' "Reminiscences," p. 120. Alfred0 Sbarboro interview, San Francisco, caliomia, November 
29, 1972. Henceforth cited as "Sbarboro Interview." Receipt Book, Article XVII. Italbn-SwiPs 
Colony (ca. 1885), San Francixo. 

"Miscellaneous Notes: Italian-Swiss Colony" (undated), Italian-Swiss Cobny File, deposited 
California Historical Society, San Francisco. 

Sbarboro, 1900:76, "Reminiscences," p. 120; Norris (October 24, 1896), pp.8-9; Peixotto 
(1910101); and Italian-Swiss Colony, Asti, California (n.p.:ca.1914), p. SO. 




