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go for it
NETWORKING ON THE LINKS IS NO
LONGER JUST FOR MEN
Thinking of what Bobbie Jones emphasized, “golf must always be fun,”
this month’s interview is a good example of what it takes to be successful
at business golf. I met Laura Glynn, CEO of Glynn Technologies, a graphic
and multimedia content company based in Bethesda, who has built a successful business based not upon her level of game, but upon her ability to
entertain those she is playing with in such a way as to further her firm.
How old were you when you started to golf?
My father was a golfer so I was
introduced to golfing at an early age.
When I was a teenager, my dad would
take me to the school next to our house
to hit balls. It wasn’t until I was 27 when
I went out onto a golf course. I knew
the power of golf and that my business
would benefit from the game just from
listening to stories my father would tell
me about his business golf experiences.

My main reward is not
only spending a beautiful
day outside instead of
sitting behind my desk or
in a conference room, but
meeting prospective
clients in industries that I
would never consider
marketing.
Then when did you first see the benefits of
business golf?
As I reached my late twenties I
opened my own business and came
across a lot of local chamber, client,
and association sponsored golf tournaments. I knew this was a marketing
approach I should take. My strategy
was to select senior level executives as
members of my team, pay to enter the
team, and engage in conversations to
learn more about who they are, what
they do, and hopefully gain synergy as
a way to grow my company. I always
knew men in leadership positions
always golfed together, as a CEO I
wanted to be part of that milieu.
Have you secured specific new business
via business golf?

otherwise be intimidated to get out there
with the men?
If you have the slightest inkling to
golf, go for it. You can always take lessons from a golf pro – it’s worth the
expense and is a great way to build your
confidence. If you look hard enough
you will always find someone good who
is willing to take you out on the course.
You will find that by just being out
there that a multitude of opportunities
and relationships to your business will
come. You can open up doors to businesses, as those players know others in
the area; you build relationships with
them or with their networks.
Since golf can be seen as a metaphor for
life and has so many parallels with issues
in business, have you experienced something like this?
Yes, like life, you just have to get
out there and make it happen. My
main reward is not only spending a
beautiful day outside instead of sitting
behind my desk or in a conference
room, but meeting prospective clients
in industries that I would never consider marketing. Meeting new people,
friends of people and sharing my
friends and contacts with others is also
rewarding.

There are other types of exercise, what is
it about golf that works for you?
It’s the serenity, it de-stresses me, I
relaxed to a level [that allows me to]
really get to know someone from an
entirely different perspective. It gives
me the chance to really listen while
building the relationship. I get a much
clearer vision of how I can help this
person or vice versa, so afterwards I
am able to deliver something they
really want.
Sounds to me like you have pretty much
just described Glynn Technologies tag
line, but in golf terms?
Oh, you’re totally right… We
“listen” while out on the course,
“build” relationships and “deliver”
information or contacts…Golf fits
perfectly!
What is your handicap and where do you
usually golf?
My handicap is 15. I play golf at
Lakewood Country Club in Rockville.
The new course is the best visual I can
find for the word serenity.
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Oh yes, contractual deals as well as
contractual relationships. We were after
a large government agency contract
worth $80 million that comprised of
five companies of various sizes. I asked
several of the top level executives to
participate in a client arranged golf
outing to build the relationship and
the awareness of my companies skills
and expertise that matched the requirements of the contract. It was a successful day and we submitted our proposal
several months later.
Were you welcome in that government,
male oriented technological world, as
many women might shy away?
They welcomed me out on the
course even though my skills were not
at their level. I found that at least one
of the team members was always willing to share tips to enhance my golfing, so my level of confidence
increased, I learned how to watch
others who were playing on my team,
therefore any fear of going onto the
course was no more.
So what advice would you give to women
who aren’t such great golfers that might
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