








them his beliefs on how to succeed in 
mainstream America. He believes his 
experiences and determination to suc
ceed as a black in America are directly 
relevant to those he counsels. 

He turns to gang members because, 
"If you're ever going to make a change, 
you have to go to those with the 
power," he says. "We don't go to the 
governors, we go to the streets. That's 
why the program is made up of the 
most powerful shot callers in the gang 
world. Just one can control as many as 
500 people. If you can turn one around, 
get him thinking and moving in a posi
tive direction, then you take a negative 
predator and a negative influence out 
of the community." 

Jim Brown is trying to change the lives of gong members ond prison inmates through his Amer-1-Con Program. 

Both the gangs and the government 
are buying into the four-year-old pro
gram. Brown, who graduated from the 
College of Arts and Sciences in 1957, has 
landed contracts with prisons in Oregon, 
Nevada, California, Ohio, and New 
York. Amer-I-Can attempts to teach 
gang members and inmates how to get a 
job, manage finances, and deal with a 
wide range of relationships. Later, it acts 
as a surrogate family to help many obtain 
food, housing, and jobs. Many program 
graduates wind up working for Brown as 
program instructors. 

JIM BROWN ' 57 

Reform School 

Some of Los Angeles' most notori
ous gang youths can often be 
found in one of the city's ritziest 

neighborhoods. Up to trouble? Not 
when they're invited guests at the 
sprawling Holl ywood Hills' home of 
Jim Brown. 

"These are the brothers society says 
you can do nothing with," says the for
mer football star, actor, and author, 
who's working to prove society wrong 
with hi s latest venture, a 15-step 
course in personal responsibility and 
rehabilitation he calls The Amer-I-Can 
Program. 

Brown recruits numerous gang mem
bers to his hillside home, shows them 
what life can offer, then, through a free 
80-hour, f ive-week program, teaches 

Brown says his program is all about 
"breaking through barriers. I have a 
vision of making major changes in this 
country, of helping the disenfran
chised stand up and help themselves. I 
want this program to be the catalyst for 
change everywhere." - B OB HILL 

CANCER KILLER 

The treatment of liver cancer, often a fatal disease, may one day be improved 
by a catheter invented by a Syracuse University graduate. 

J. Richard Shanebrook, a mechanical engineering professor at Union 
College in Schenectady, New York, says his catheter improves the delivery of can
cer-killing drugs to the liver by enhancing the mixture of such drugs into the 
bloodstream. Patients receive a smaller portion of medication with contemporary 
catheters, says Shanebrook, who received mechanical engineering degrees from 
Syracuse in 1960, 1963, and 1965. 

The catheter, which is undergoing further research in the United States and 
Europe, may be years away from clinical use. "But preliminary study indicates 
there's a strong advantage to at least trying this catheter," says Shanebrook. "I 
don't know of a better approach in terms of dealing with liver cancer." 

-BoB HILL 
.1. Richard Shrmebrook is attempti11g to improve the tt·eatment of 
liver cancer with o 11ew type ofrotheter. 
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CONSTANCE JEFFERS '66 

Jingle Bells 

Before Constance Jeffers and her 
family began Jeffers Handbell 
Supply in 1978, most aficionados 

of English handbells had to patronize 
jewelry stores, motorcycle shops, and 
army-navy stores to properly equip 
and shine their bronze bells. 

Jeffers' husband, Jim, was selling 
church products when he added hand
bells in 1975. But when pastors and 
choir leaders asked where to get acces
sories for their handbells, he didn't 
know. After a little research, the fami
ly decided to tap into an unserved 
market and sell handbells and their 
accessories. 

Since then, Jeffers, a 1966 SU grad
uate and president of the family firm, 
has turned the handbell business into 
a million-dollar enterprise. Along with 
her husband and three children, 
Jeffers now supplies bell ringers with 
every possible need. 

Handbells originated in 17th-centu-

ry England, where they were 
used to rehearse the chim
ing of church rower bells. 
It's only been over the last 40 
years, however, that they've 
become popular in American 
church services. 

Bell ringers, heard chiming 
most often during the 
Christmas season, play in 
small groups. Each person is 
responsible for three to five 
bells, which must be rung at 
just the right moment to pro
duce a complete melody. 

Jeffers Handbell Supply, 
located in Irmo , South 
Carolina, outfits bell ringers 
with everything from gloves 
and polish ro special tables 
and sheet music. The cus
tom-made handbells range 
from $79 for a single small 
bell to $16,455 for a special 
set of six with cases. 

Jeffers Handbell Supply, the only company of its kind, outfits churches 
and choirs throughout the United Stoles with hondbells and accessories. 

with staff to help get orders out. 
As president, Jeffers is responsible 

for the fiscal health of the operation, 
but during rush times, such as 
December, she works side-by-side 

"It's really a neat niche in life," she 
says. "Most church people are good 
and kind, and musicians are creative 
and talented." -ANDREA C. MARSH 

S.U. BASKETBAlL FANS ... 
Join The Hardwood Club And Get 

This ORANGE PACKAGE! 
Become a member of America's number-one college basketball 
club, the S.U. Hardwood Oub, and you'll receive the following 
items FREE: 

• 1992-93 full color team photo signed by the players and coaches 
• All-America Poster-full color poster of S.U.'s ten greatest players 
• 1992-93 Media Guide 
• Team Poster & Schedule for the 1992-93 season 
• One-year subscription to Orange Pack News-17 issues covering 

all S.U. sports 
• Orange Pack Membership Card, Luggage Tag, Decals & Pocket Planner 

S50.00 per person - Annual Dues 
Join Now-Your Gift Package Will Be Rushed To You Immediately 

Mail To: S.U. Hardwood Offer, 2930 E. Genesee St., Syracuse, NY 13224 
Please enroll me in the S.U. Hardwood Club and rush my ORANGE PACKAGE 
to me. My check for $50.00, payable to S. U. HARDWOOD CLUB, is enclosed. 

Name _______________________________________ __ 

Address---------------------------------------

City _________________ State ______ Zip---------

Telephone 
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