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She’s a real survivor
Continued from 9A

bons.
“I was the only one without 

a pink ribbon,” she said,
Massey began chemotherapy 

the week before Thanksgiving. 
She and her doctors opted not 
to use radiation chemothera­
py, but to do it by injection.

She said it was not too bad. 
The procedure left her cold 
and shivering for several 
hours. It also took over two 
hours for the medication to be 
injected through her hands.

Most white women are wor­
ried about hair loss, Massey 
said but it didn’t concern her. 
She wears her thick black bair 
natural.

Massey knew about the loss 
of appetite and the other 
changes her body would 
undergo. Her nails turned 
dark brovm.

“You can always make 
lemonade,” she said. “When 
my nails got dark, I just wore 
darker nail polish. When I lost 
my hair, I just wore my 
scarves even more. I still 
wanted to my bald head to 
show though. I figured if it 
was good enough for Michael 
Jordan, it was good enough for 
me.”

Massey still remembers dis­
tinctly the day her hair came 
out. She was sitting on the 
couch by herself. Every time 
she ran her hand through her 
hair, handfuls would come 
out.

“I remember thinking where 
are my friends,” she said. “I 
am sitting here going bald and 
no one is at home.”

After her chemotherapy, 
which ended February 2, 
Massey was ready for the next 
step, choosing prosthetic 
breasts or implants.

A local plastic surgery clinic 
harassed her, she said and 
even went as far as to sched­
ule an appointment to have

implants. Massey made it 
clear she didn’t want silicone 
implants.

“I didn’t want those things,” 
she said, laughing. “I like the 
way I am. I can be any size I 
want to be. I can take a blouse 
and make my chest fit.”

The only problem she has is 
with the color of her prosthe­
sis. They are not, she main­
tains, the correct shade of 
brown. She will never forget 
the feeling of looking in a book 
to find perfect breasts.

“They really don’t make 
enough shades,” she said. “For 
African American women, 
there is little or no choice on 
color.”

It has been almost a year 
since Massey’s surgery and 
she is ready to begin the next 
phase — telling people about 
her experience and starting a 
support group for other 
African American women. 
There is much black women 
need to know about breast 
cancer, she said. Since she 
talked about her mastec­
tomies at church, several 
women have come up to share 
how they survived the 
surgery.

She also wants to address 
the color issue in prosthetics 
for women of color.

Massey survived because of 
her faith and friends like Don 
Kincaid, a leukemia survivor 
who gave her a book on cancer 
that answered many of her 
questions.

Her hair has grown back and 
she proudly shows off her nat­
ural hairdo.

She looks back over the last 
year with wonder and appreci­
ation.

“I believe my life was spared 
for a reason,’' she said. “I sur­
vived to tell everyone that 
Jesus is good.”
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Evelyn Huntley

This 21 year veteran diiit ptesser, is the 
epitcHTiy' of dependabilily always reliable 
and liked by all 

Evelyn has 3 chikhen.
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Golden Window & Door Store, Inc.

CALL SHAWN GADDY
For your Door, "Window, and Siding needs 
Our New Security Doors will protect your 

family & possessions and SAVE ENERGY & MONEY

Call Today!
Golden Window & Door Store

4548-H Old Pineville Rd.

(704)525-1188
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Ricks

Davenport-Ricks

John M. Davenport and Nia 
Genese Ricks were married on 
Sept. 21 at First United 
Presbyterian Church.

The bride is the daughter of 
Dr. Carole B. Ricks and Alvin 
A. Ricks. She is a graduate of 
Wake Forest University and is 
an accountant with 
Remington Arms.

The groom is the son of John 
M. and Alene Davenport. He 
is a graduate of N.C. State 
University and is an enigneer 
with the Department of 
Transportation.

The couple will reside in 
Winston-Salem.

APPLIANCE & FURNITURE
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3 PIECE LIVING 
ROOM SET

3815 WILKINSON BLVD. 
394-5115

DISCOVER MIZANI*, the customized 
relaxer^ conditioning and color 
systems that harness the FORCES 
OF NATURE to restore your hair 
to its ultimate state of BALANCE 
AND HEALTH.
DISCOVER MIZANI®, the salon- 
exclusive system personalized and 
prescribed only for you only by 
professional MIZANI Stylists. 
DISCOVER MIZANI® and discover 
the vitality and vibrancy that nature 
intended for your hair.
CALL a MIZANI® Certified Stylist 
for a consultation today.
To become a certified MIZANI® 
Stylist or to get mcm information 
al^ut MIZANI® products, please 
call 1-800-735-HAHt:
MIZANI* Hotline: 1-800-7^i+lAIR.
In Chicago call: (312) 978|5919.

VISIT ONE OF THESE CERTIFIED MIZANI® SALONS IN YOUR AREA:
Belk Hair Plus Hair Plus Beauty Unlimited Belk Hair Plus
Southpark Mall Carolina Place Moll Carolino Place Moll Eastlond Mali
Chorlotte, NC Pineville, NC Pineville, NC Charlotte, NC
(704)3640125 (704)541-9461 (704)543-4654 (704)568-3346

Beauty Unlimited Hair Plus
Eastland Moll The Arboretum
Chorlolle, NC Chortoile, NC
(704)568-1710 (704)541-8898

^ ©I996SoftSh-nfVod«ti,lnc. WARNIFK*: imOWOIRECTK>tSCAReUlYTO AVOOSWN AM3SCAIP BKfTAIKON, HAIR BREAIOWH AND BYE INAliW. fOR Pf a USB ONLY,

Sales Success International 
PRESENTS

THE BEST OF TOM HOPKINS
WITH A

LOW PROFILE SELLING APPROACH

OCTOBER 28, 1996
W.C. BENTON JR., CONVENTION CENTER

Recognize And Properly Handle The Basic Personality 
Types Of Buyers.

Questions That Help You Give Better Service.
Learn To Qualify Yourself As A Salesperson Before You Attempt 

To Qualify A Buyer
Master The Single More Beneficial Act In Any Customer Contact. 
Ho-sv To Learn More About Selling In Your Everyday Encounters. 
Ho'sv The Trained Sales Person Addresses Customer Concern. 
Winning Customers Over From Your Competition.
How To Make The Best Use Of Word Pictures
25 Closing Stories
Spending Time Vs. Investing Time.
Common Time Traps.
Emulate A Model For Success.

SALESPEOPLE THE WORLD OVER CONTINUE TO MASTER THE BASICS!
THEY’RE STILL THE BEST!

8:30 AM - 11:30 AM
HOW TO GAIN, TRAIN AND MAINTAIN A 

DYNAMIC SALES FORCE 
FEATURING

OMAR PERIU

1:00 PM - 6:00 PM
THE BEST OF TOM HOPKINS WITH A LOW 

PROFILE SELLING APPROACH 
WITH

TOM HOPKINS

FOR ADDITIONAL INFORMATION PLEASE CALL: 
MARY CONNER at 1-800-466-8995


