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Chuck Henry was born on March 1, 1974 in Baltimore, MD. to Charles and Ruth Henry and has one
sister, Patricia. Like most kids, Chuck wanted to be a professional athlete when he was growing up. He
was constantly immersed in the world of sports and prided himself on knowing everything about
football, baseball and basketball.
Chuck attended York College of Pennsylvania where he played baseball until he was introduced to the
game of golf by his great uncle. They played together for Chuck’s first round of golf at Old Landing Golf
Course in Rehoboth Beach DE. in 1993. From there, Chuck attended The University of Baltimore
Business School where he studied Business Management. He still tries to play a few rounds of golf every
month and encourages his father to join him when he goes to play. Chuck has already introduced the
game of golf to his two sons in hopes they will fall in love with the sport as well.
Chuck’s first job was working at his family’s beach variety store in Rehoboth Beach called The Boardwalk
5 &10 until he was 22 years old. His first golf job was at the age of 19, working in the bag room at Hunt
Valley Country Club with PGA Professional Greg Jones. While working at Hunt Valley Golf Club, Chuck
also started a job at Pro Golf in Bel Air Md. from 1994‐1997. After his time at Pro Golf, he worked for
three years as a sales representative for Datrek Golf Bags. Chuck has been with Mizuno Golf since 2000
and was named Mid‐Atlantic Sales Representative of the Year in 2007.
Chuck and his wife Debra have been married for 13 years. He says while she is “very much not into
sports”, she is very supportive of his career, as well as the hectic lifestyle of living with two young boys
Charlie (11) and Brett (7) who participate in football, baseball and basketball.
Chuck’s personal philosophy is to treat people how he would want to be treated. He says that his honest
approach to business helps him build relationships with customers, and that is more important than a
sale. He believes that in order to be a successful salesman, you have to believe in the product. He says
that Mizuno makes that very easy for him to achieve.

