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Introduction 

 

 

 

 

 

 

 

 

 

Welcome to NetWorks! Boise Valley! This document has been designed to assist you with 

getting the most out of your investment with the group and please make no mistake; your 

membership should be an investment and not an expense. Investments provide a return in excess 

of monies and time spent whereas expenses do not. Our goal, your goal, is to maximize your 

return on that investment! 

 

We will talk about a lot of things in this document. Please be assured that I am here to assist you 

in any way that I can. Your success is my success!  

 

Thank you! 

 

Craig M. Jamieson, Managing Member 

Sales Results LLC 

208.340.9546 

craig@salesresultsllc.com 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

mailto:craig@salesresultsllc.com
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Group History 

 

It may be beneficial to provide you with a little background on how these groups began. I have 

been an active member of a networking group continuously since 1993. The first group that I 

attended was one that I started that year. That group is, in fact, still running today and may be the 

oldest group in the Treasure Valley. At that time, I was a partner in an electric sign company. 

Our group rules stated that membership rights resided with whoever paid the dues (member or 

company). I left my partnership, my former company paid the dues for my membership, they 

wanted to continue membership with the group and, despite my being the group founder … I was 

out of the group and by my own hand. Such is life  

 

Still, I had seen great results from that group and knew that networking worked! When the 

Edwards Cinemas opened their first complex in Boise, I received an introduction to the 

developer as a direct result of my group membership. The initial sale was $350,000 and was 

followed by at least that amount in subsequent business from that same developer alone. Pays for 

a lot of dues! 

 

Over the next several years I was a member of a variety of local groups. Some were o.k. while 

others were mediocre at best. Regardless, I always managed to make each group pay me more in 

terms of commissions than I invested in group dues and time spent. Always! 

 

For several years I had had a vision in my mind of what would constitute a truly quality group 

beyond that of any group that I had been exposed to. In the spring of 2007 I got serious about 

this and began to research and document the framework for what is now NetWorks! Boise 

Valley. We launched October 2007. There were several key elements that needed to be put in 

place. 

 

 This would be a weekly group and would include lunch or breakfast. I had tried groups 

that met every other week or monthly and they did not work. 

 I needed some very serious networkers to be members. 

 My philosophy is that B2B companies and B2C companies typically don’t mesh well in 

this environment due to the fact that they have different target markets. There are 

exceptions to this rule but, they are few. We would be B2B focused. 

 I wanted to incorporate technology tools and specifically a way to track and modify 

shared leads that all members would have access to. Basically, a leads database.  A few 

years earlier this might not have been possible but, with cloud computing applications 

now emerging, the technology was available. 

 I wanted members to be responsible for one thing only and that was to show up weekly, 

participate, and then enjoy the benefits. 
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It soon became clear that, while my original goal was to just develop a group that I could belong 

to, in order to make everything work correctly I would need to run the group as a business and 

that is exactly what these groups are. 

 

As a business, I take the success of our members, their companies, and the group extremely 

seriously. Your continued success is my paycheck.  The services that we provide have evolved as 

well. Ask any original member about how we look today vs. how we looked almost five years 

ago and he or she will tell you that we are quite the different animal. 

 

I am committed to your success and am available at any time as a resource for our members. 

While most know me as the person who facilitates and runs the groups, my background is in 

B2B sales and management dating back to 1977 and during that time I have held the following 

positions … 

 

 Account Executive 

 Sales Manager (multiple companies) 

 District Manager 

 NW Division Sales Manager 

 National Sales Manager 

 Partner 

 Sole Proprietor (Sales Training and Consulting) 

 Adjunct Faculty BSU (Sales) 

 

Sales Results LLC is the legal entity behind NetWorks! Boise Valley. We also train and consult 

in selling and social selling/business applications and are a Solution Partner for Nimble Social 

CRM. My main business now runs under the DBA Adaptive Business Services. 
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Conduct 

 

Just as you no doubt have expectations of us, we have expectations of you. These expectations 

are designed to ensure your success as well as the success of your group as a whole. Please refer 

to the Membership Application (included in this document) for more details. Also please 

remember that your actions in and out of the group will be viewed by your fellow members as 

behavior that they would likely expect should they refer you to one of their valued clients. This 

will be the difference between getting those referrals and not getting those referrals. This should 

be a win-win. Clients love folks who connect them to valuable resources! 

 

1. Conduct yourself in a professional manner at all times. 

2. Arrive on time. We do whatever we can to start meetings promptly at noon and end 

them promptly at 1:00 PM. Consistently arriving late is a sign of disrespect for the needs 

of the group and has a negative effect on our ability to grow the group(s). If you can’t 

arrive on time, I will assume that you will be late to any meeting including ones with any 

of my clients that I might refer you to. I may even invite you to leave. 

3. Attend a minimum of 75% of the meetings. We do allow you to designate an alternate 

from your company to attend in your place should you be unable to. Your alternate will 

be expected to abide by all group rules and ensuring that is your responsibility. 

4. Contribute a minimum of 2 good leads, referrals, or introductions weekly. Leads 

must be written down on the form provided (copy in this document) and left with the 

group facilitator at the end of each meeting. Email leads when you can’t attend. 

5. Respect member and group anonymity. We are sharing sometimes confidential 

information regarding a company or a project. As such, you will never use a member 

name without their express permission or even disclose that the source of your 

information came from a networking group. 

6. Do not share this information with others! These leads are for you and you alone! You 

may share them with other members of your company but, please be sure to let those 

people know not to share this information with people outside of your company. You will 

not share this information with any other individuals and particularly with any other 

networking group. We also take a very dim view of you bringing leads to our groups that 

you obtained from another networking group. If you bring leads from another group, I 

have no reason to assume anything other than that you are very likely sharing our leads 

with other groups. Doing so is a cause for immediate membership termination. 

7. Please pay your dues on time. I get paid once every quarter and these groups are one of 

the ways that I pay my bills. Dues are paid in advance of each quarter and are payable by 

cash or check only. Invoices are sent out 30 days in advance of each new quarter. Your 

assistance in ensuring prompt payment is greatly appreciated! 

8. If you cannot make a meeting at which you are expected … please alert me at least 30 

minutes in advance so that I can cancel your lunch order!! 
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Your Dues Include … 

 

1. The weekly meeting and your meal. We meet 48 times annually (12 weeks per quarter) 

2. All of the services that you might be asked to volunteer for in a member-run group such 

as serving as an officer. You will not be asked to serve any post. 

3. Featured places for you and your company on our website. 

4. We will promote you and your company via the various social media channels including 

Facebook, Twitter, LinkedIn, and Google+. 

5. Access to your group’s CRM and to your group’s forum (more on these later). 

6. The weekly lead report via email which includes .pdf and .xls versions of the report. 

7. Opportunities to promote your business to the group. 

8. We allow only one member per industry classification per group. This is your exclusive 

territory and you have full veto power over any potential new member who you may see 

as a conflict with your business. As we are locking down this slot for you, you must 

attend and contribute to continue to enjoy this status! 

9. I am available to meet with each member for up to one hour each quarter. What you 

would like to discuss, or how I might best help you, is entirely up to you. My consulting 

time bills out at $150/hour so this alone is potentially a $600 value. 

10. From time to time we also may offer activities that are either wholly or partially funded 

by your standard dues. It is important to note that these activities are not a guaranteed 

benefit of your dues.  

 

Approx. ½ of your weekly dues are dedicated to your meal. A portion of the remainder goes to 

operating expenses and the balance to the group operator in compensation for services rendered. 

100% of your dues should be tax deductible (please consult your accountant). In fact, for most 

members this means that membership cost after lunch may be $10.00 per week or less. That 

$10.00 investment can easily return $1,000’s in revenue or even in commissions. I have 

personally sold well over $1,000,000 in products as a result of networking group relationships! 

 

Our 90 Day Money Back Guarantee 

 

During the first 90 days only, and providing that a new member is willing to follow certain 

guidelines (copy as a part of the membership application) that are designed to maximize their 

success, we offer a full money back guarantee of that member’s first quarter dues. 

 

If you come to me at the end of those 90 days and, having followed the guidelines, and you tell 

me “Craig, this just did not work out for me the way that I had hoped” … I will write you a 

check for the full amount of your paid dues for that first quarter and I will wish you well. If you 

follow the guidelines, I have no doubt that this conversation will never be held. If you choose to 

not follow the guidelines … that becomes your problem and not mine. 
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Ensuring Your Success 

 

1. Attend as many meetings as possible. By attending meetings, the other members get to 

know you, your company, and your services. This is how relationships are created and 

referrals are secured. 

2. Make every effort to provide good general leads as well as referrals and introductions 

(more on this later). Givers do get. Email leads to Craig when you can’t make a meeting. 

3. Thank members privately and in the group meeting for referrals and introductions that 

they have given you and for any leads that you may have had success with. Success 

breeds success and when you publicly thank another member they are going to want to 

refer you again! 

4. When you do get a referral, be sure to advise the referring member of your progress and 

results. 

5. Provide me with the information needed to create a dedicated profile of you on the 

website. Members who do this are rotated to the front page as “Featured Members” and 

your profiles are shared individually on the social networking channels. 

6. Take every advantage to speak in front of the group. If speaking in front of groups is not 

comfortable for you, take every advantage that you get and then steal opportunities to do 

so from other members  This is your “Toastmasters” and our meetings are a great 

chance to practice in front of a friendly group and in a controlled atmosphere. 

7. Consider contributing guest articles on the website. These are also shared through social 

media. 

8. If you or your company has a blog, I will provide a link to it on the website and will also 

feed any new articles out to my followers and connections on social media. 

9. Invite potential members to visit the group. This must be run by Craig first so that he can 

ensure that they would not be a conflict with an existing member and to qualify them as 

to their interest and ability to join. We do pay for their lunch on their one visit. Should 

they become a formal member, you will receive a $50 REWARD! This reward even 

applies should you refer a new member to our other group! 

10. Meet with other members off-site for coffee, lunch or breakfast, or a tasty adult beverage. 

This is how relationships are formed! 

11. Before following up with a lead obtained from the meeting, call the member who gave 

the lead and ask him what else he or she may know about it. This might also lead to a 

personal introduction or referral! 

12. Work the CRM. It is an invaluable resource! 

13. Don’t be afraid to work general leads. Part of the group’s function is to turn “cold calls” 

into “warm calls”. There are opportunities there for “hunters”! 

14. Make your specific needs known to your other members! This might include... “Does 

anybody know or have a connection to …?” 
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What Constitutes A Good Lead? 

 

The best leads are typically those that are not widely known but that you know at least a little 

something about. Ultimately, gathering suitable leads becomes a mindset and it works best when 

you write them down as you encounter them. Use your eyes, your ears, and your pen and paper 

or voice recorder. The absolute best leads include … 

 

 They are written down on the form and are done so legibly 

 They provide as much info as possible 

 There is a contact name, a phone number, and maybe an email address 

 Anybody should be able to look at the lead and immediately know the gist of what the 

lead is about. 

 They are turned in at the end of the meeting so that they can be updated to the 

CRM! 

 

General leads where you have no personal first-hand knowledge can also be very valuable and be 

so for multiple members. Say you just heard that a company will be relocating and you have 

nothing more than that. Share that with the group! Other members will take the initiative to track 

that down and see if there may be an opportunity for them or for others. They should also share 

this updated info with the group so that this new info can be added to the CRM. Do not “over 

think” who this lead might be good for. The members will sort that out! 

 

Examples of General Leads 

 

 Company looking for new space 

 Company relocating 

 Company coming to town 

 Company expanding or contracting 

 Construction sites. Dirt being moved or other activities 

 

Referrals and Introductions 

 

“I gave your name to somebody and they may be calling you” is not a referral! “I talked to 

Fred over at ABC Company and told him about you and he would like to speak with you and is 

expecting your call. Fred can be reached at 555-5555 and his email address is 

fred@abccompany.com. Be sure to mention my name when you call him” is a good referral! 

 

Introductions and referrals can also be done digitally via email. Simply send an email to both 

parties making that introduction. Of course, making a phone call or walking your fellow member 

over and introducing them directly is … DA BOMB! 

mailto:fred@abccompany.com
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On-Line Tools and Resources 

 

Resources Page 

 

Located on the main menu bar of the NetWorks! Boise website (below the blue header), this 

page has links to valuable resources for finding and researching leads, some great free tools, and 

is also where you can download: a menu, a leads form, or a membership application. 

 

Calendar 

 

Above the blue header you will find a tab that will take you to our event calendar that includes 

days that we meet, days that we don’t meet, and any special events that I/we may be holding. 

 

Member Profiles 

 

Member profiles are located on our main page. 

 

Interested in learning more about social media, social networking,  

or how to be more successful at either? 

 

I have written extensively on these topics and others. There is an area on the right side bar where you can 

opt-in to get new articles automatically delivered to you via email. 

 

 

Zoho CRM 
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We have chosen to use a product called Zoho to store and track our shared leads. As a new member, you 

are walking into a complete database of EVERY shared lead from your group since the beginning of that 

group. The login for the account is shared by all members of your group so, if you should start playing 

around (please speak to me before doing so), your changes will be seen by all members of your group. 

 

With this system, all leads become dynamic Lead info can be updated, edited, or appended by any 

member. Our system is tied to the date and time that a record is last modified so whenever a modification 

takes place, that record is thrown back up to the “top of the pile”. Records may be sorted by a variety of 

parameters including “date last modified”. 

 

Go to site: Go to our main site at www.networksboise.com . On any page at the top (below the 

NetWorks! header) is the black menu bar. Hover over “Bing or Business Minds Member Profiles” and a 

tab for the CRM will appear. Click on that option. Your user name and password can be found in your 

forum. Each group has their own separate CRM and information from one is not shared with the other. 

 

Please note a couple of things. You call up all leads lists simply by clicking the orange tab up top marked 

“Leads”. In the upper left side of this image, please note that the view is listed as “Leads Listing”. This 

is a custom view I created to show you what you likely most want to see. If it is not the default view, it is 

selected from the drop down menu. You can also then click on any column header, say “Company” for 

example, to sort that column alphabetically. In case you are wondering, the “Last Name” field is a 

required field and I am using that to provide a short description of the lead. You can click on that field, 

shown in blue, to go to that lead’s full record. 

 

The same type of list can be generated in the “Reports” section. As shown below, select “Reports” from 

the orange tab and then select “Lead Recap”. The difference here is that, if you wish, you can generate a 

pdf of the report for your use later and off line. We can also customize and filter reports. For example, 

show me only leads that have been either created or updated within “X” time period.  

 

You can also search records on a variety of criteria. Go to “Leads” and then select your search criteria 

from the drop down box and enter all or part of the name that you are searching for. 

 

There are also a series of “How-To” videos on the CRM, the Forum, and the “Resources” page that 

can be accessed from a drop down menu below the “Resources” tab on the main menu bar on the 

website. Please note that some screens have changed as the software packages have been updated. 

 

You can also call me at any time with questions or to arrange a time when I can walk you through 

these. This can be done on-line with you at your computer watching me on my computer. 

 

 

 

 

 

http://www.networksboise.com/
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Testimonials 

 “I have been a member of the leads group that meets on Wednesday’s at noon for about three months. I 

have been extremely pleased with the number and quality of leads that are given each and every week. We 

have a very diverse and dedicated membership that allows for a dynamic snapshot of upcoming business 

opportunities in the Treasure Valley. The meetings start and conclude on time, lasting one hour. It’s an 

hour packed with very useful information, whether it’s a member or guest giving a presentation or 

training on the online leads management program. I find it to be one of the best hours I spend on lead 

generation during my workweek.” 

Virginia Cunningham, Account Executive – Golden West Signs, Inc. 

"I have been a member of Craig's group since its inception and continue to be an active member. Many 

things impress me about the group but, most importantly, it is the fact that week after week every member 

contributes leads, referrals, and specific market information that is invaluable to what I do. Each meeting 

is well attended and every individual member has something to offer to the group. Craig always has an 

interesting speaker available on the days when time allows and this speaker is always there to further our 

knowledge about pertinent topics. Craig also spends considerable time helping get the members and their 

business the exposure they need through various mediums. The CRM is a useful tool to track leads and 

updates and so much more. I would definitely recommend our group to others." 

Greg Gaddis, Broker - Thornton Oliver Keller 

"Craig, I have to say that being in the group is a tremendous asset to our marketing program. Not only are 

there good leads but, everyone is serious about helping others. I have attended my fair share of leads 

groups and the leads are weak and people feel that doing business with each other is the lead for the week. 

To me, that's not what a group should be about. Keep up the good work and let me know what areas of 

members you need filled and I will give you the best candidates that I know." 

Brandon Wright, President - Ultra Clean Companies 

“I've worked with Craig over the past couple of years with his B2B company Networks!, and can say that 

he's brought more results back to me than I have for him. I've never been associated with any leads group 

more dedicated to helping its members succeed than I have this one. Craig's tireless efforts on educating 

and informing his membership with both tested avenues as well as encouraging us to venture into new 

arenas liked LinkedIn have been remarkable. I'd recommend Craig to anyone looking to grow their 

business and network. You’re the best, thanks Craig!” July 3, 2009 

Clint Paskewitz, Producer - Associated Insurance Products 

 “Craig Jamieson is an outstanding individual which I feel very fortunate to have known. Without Craig’s 

efforts, knowledge and determination, I can honestly say that I would not as successful as I am today. The 

quality of professional people which Craig has brought together through Networks!, has made the 
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challenging economic environment sustainable and profitable. Craig’s passion and commitment towards 

the Networks! Group has more than exceeded my expectations. His wealth of knowledge and experience 

has been an excellent resource. Thank you Craig and I look forward to another great year! Dan Cannon 

Business Interiors of Idaho” July 6, 2009 

Dan Cannon, Sales, Design and Management - Business Interiors of Idaho 

  

Find more recommendations by visiting Craig's profile on LinkedIn 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

http://www.linkedin.com/profile/view?id=13747821&trk=tab_pro
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NetWorks! Boise Valley Membership Application 
 

Checks payable to: Sales Results LLC – 10331 Summerwind Drive. Boise ID 83704 
Craig M. Jamieson – 208.340.9546 – craig@salesresultsllc.com 

 

Applicant Name: ______________________________________________ Title: _____________________________  
 
Applicant Company: ___________________________________________ Years employed by this company: ________  
 
Industry/ Products or Services: ______________________________________________________________________________  
 
Company Address: ______________________________________ City/State/Zip: __________________________________  
 

Years Company Has Been in Business: _________ Number of Employees: _________  
 
Office Phone: ______________________ Cell Phone: _________________________ Email Address: 
____________________________________  
 
Please describe your responsibilities and target market:  
________________________________________________________________________________________________________  
 

Please give us a brief overview of your last 10 years employment history:  
________________________________________________________________________________________________________  
 
Please describe how you feel you will best contribute to the group: 
________________________________________________________________________________________________________  
 
Should I be extended an offer of membership, as conditions for continued membership, I agree to the following and also 
recognize that failure to adhere to these conditions will result in my being asked to resign my membership in the group:  

 
1. I (or my designated alternate) will attend a minimum of 75% of all group meetings.  

 

2. I will arrive at meetings on time. Habitual lateness will result in my being asked to resign.  

 

3. I will provide at least 2 quality leads, updates, or referrals at each meeting with a completed group “leads form”.  

 

4. I will use my best efforts to maximizing results for all members of the group.  

 

5. I will respect member and lead source anonymity as the standard, not the exception, regarding any information obtained as a 
result of being a member of the group.  

 

6. Members will not actively solicit business from other members without an express invitation from that member. We do 
encourage members to allow other members the opportunity to earn their business much as any other company would need to do.  

 

7. I will never share information received as a result of this group with any other leads organization or individual.  

 

8. I will not allow any other individuals access to the group’s CRM database.  

 

9. Failure of either me or my company in conducting itself in a professional manner will result in termination of my membership.  

I agree to represent only one company and only one industry classification at the group and understand that a change in 

employment may result in a termination of my membership. First right of membership will typically fall to the party paying for 
dues if there is a conflict.  

 

10. Dues are payable prior to the beginning of a new quarter. Failure to remit on time, without prior authorization, will result in 
my immediate termination from the group. Current dues are $1,296 annually for Networks! Boise and are payable in advance on 
a quarterly schedule.  

 
11. If membership is terminated by either party, the member will be entitled to a refund of unused dues for the remaining whole 
months only that they have paid in advance.  
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NetWorks! Boise Valley Fact Sheet 
 
NetWorks! Boise Valley is a privately held company that is owned and operated by Craig M. Jamieson as a part of Sales Results 
LLC. It currently has one B2B networking group that meets weekly 12 times per quarter. Unlike member-run groups of this 
nature, all group operations are borne by the owner vs. being shared as rotating responsibilities of the group members.  

 
Who is NetWorks! best designed for? First of all, our groups are heavily slanted toward companies that are B2B vs. B2C. The 
person who will benefit most from participation in our groups will be an individual who is expected to generate new revenues for 
their company and who’s compensation is at least partially based on revenue generation.  

 

Your dues include:  
 

 The weekly meal.  

 Access to your groups’ web based CRM where shared leads are uploaded weekly. A report is also generated and sent to 

all group members.  

 Access to your groups’ web based Forum which can be used for private discussion and is also a depository for the 

weekly lead reports as well as other reports and documentation.  

 Featured spots on our website for you and your company.  

 The opportunity to contribute articles to our public blog.  

 We regular share information on our members and their companies (with their approval) on the three major social 

networks (Twitter, FaceBook, and LinkedIn).  
 
Are dues tax deductible? We would say yes but, please confirm with your accountant. The actual cost of membership is quite 
low. Please consider: 
  

 Approximately ½ of your dues are dedicated to the meal which, if you eat out once per week, you are already paying 
for that. The difference is that with NetWorks! it is like taking 10-20 of your best clients out to lunch or breakfast each 

week and they all pay their own way.  

 Next take your dues and reduce those by your tax savings. Membership in NetWorks!, for most, is really less than 

$8/week or under $100 per quarter. For those who work on commission, that is probably $1,000 in new sales directly 
tied to the group each quarter to cover that amount. Peanuts!  

 
What can I expect? Networking is what you make of it and it does require work. You can expect …  
 

 To make some very profitable connections with other professionals.  

 To receive 10-40 good leads weekly that you can follow-up on if they are applicable to you.  

 Direct referrals and introductions from other members as you earn that right.  

 

Our 90-Day Money-Back Guarantee * 
 
We are so convinced that NetWorks! Boise Valley will exceed your expectations that we are happy to extend this money-back 
guarantee to all new members who complete their first quarter with us. There are conditions and these conditions are in place to 
ensure your success.  

 
1. You must attend (you personally, not an alternate) a minimum of 9 out of the 12 meetings in the quarter and you must fully 
complete the 90 day quarter. You also agree to do a presentation to your group sometime during the first 6 weeks of membership.  

2. You must contribute a minimum of two written leads per week including those weeks that you may be unable to attend.  

3. You agree to meet with 6 members off-site to get to know each other better during this 90-day period.  

4. You agree to provide the group operator with a full-profile on you suitable for our website within 10 days of start date.  

5. You agree to spend one hour with Craig on-line reviewing our tools and resources within 10 days of start date.  

6. You have met any and all of the other requirements for membership as are found on your membership agreement.  
 
*Having met all of the above terms and conditions, at the end of your first 90 days of membership, if you do not feel that we have 

more than provided you with adequate value for your dues, just say “I would like my money back please” and we will write you a 
check to you or your company (whoever paid the dues) for the full dues amount paid and terminate your membership with our 
thanks! This request must be made in writing within 5 working days from the last meeting of your first 90 day quarter. While an 
explanation would be appreciated, it is not required. Partial refunds will not be given for any reason as a part of this money-back 
guarantee.  
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Member Name: _______________________________ Group: ___________________________ Date: ___________________  

 

Share A Success Story! 

******************************************************************************************************** 

 

Company Name: _________________________ Contact Name: _____________________________ Title: _______________ 

 

Phone: _____________________ Phone2: _______________________ Email: _______________________________________   

 

Web: _____________________________ Alternate Contacts: ____________________ Referral for: _____________________  

 

Use name? Yes or No   Current Address: _____________________ New Address: ____________________________________ 

 

What can you tell us about the nature of this lead? :  

________________________________________________________________________________________________________ 

 

________________________________________________________________________________________________________ 

 

________________________________________________________________________________________________________ 

 

 

Company Name: _________________________ Contact Name: _____________________________ Title: _______________ 

 

Phone: _____________________ Phone2: _______________________ Email: _______________________________________   

 

Web: _____________________________ Alternate Contacts: ____________________ Referral for: _____________________  

 

Use name? Yes or No   Current Address: _____________________ New Address: ____________________________________ 

 

What can you tell us about the nature of this lead? :  

________________________________________________________________________________________________________ 

 

________________________________________________________________________________________________________ 

 

________________________________________________________________________________________________________ 

 

******************************************************************************************************** 

Company Name: _________________________ Contact Name: _____________________________ Title: _______________ 

 

Phone: _____________________ Phone2: _______________________ Email: _______________________________________   

 

Web: _____________________________ Alternate Contacts: ____________________ Referral for: _____________________  

 

Use name? Yes or No   Current Address: _____________________ New Address: ____________________________________ 

 

What can you tell us about the nature of this lead? :  

________________________________________________________________________________________________________ 

 

________________________________________________________________________________________________________ 
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SAMPLE - NetWorks! Menu Selections for Sockeye Grill 

Please fax to me at 376-6524 no later than 12 Noon the day before the meeting 

 

 

Member Name: ___________________________________   Meeting Date: ___/___/___ 

 

Please circle your selection – You may choose options from 1 menu item only – Please do not combine menu 

item choices 

 

1. Cup or bowl (specify) of Soup and Salad – Soup du jour and Caesar or house salad - specify dressing below 

 

2. Big House Salad - greens, carrots, cucumbers, cherry tomatoes, red onions, croutons - specify dressing below  

 

3. Brewhouse Caesar Salad – romaine lettuce, tossed with Caesar dressing, croutons, and parmesan cheese and 

topped with red onion 

 

4. The Perfect Sandwich (specify full or ½ sandwich) – Choose one from: Beef, turkey breast, tuna, ham, 
peppered bacon, or corned beef. Choose: pepper jack, Swiss, or cheddar cheese. Choose:  marbled rye or sourdough 

bread. Choose: hot or cold.  

Choose – fries, soup, Caesar salad, or salad (specify dressing below) 

 

5. Vegetables and Rice – brown rice topped with sautéed onion, peppers, mushrooms, squash, zucchini, broccoli, 

carrots 

 

6. Black Beans and Rice – A bed of brown rice with black beans, tomato, green onion, sour cream & flour tortillas 

  

7. Hell Diver Finger Steaks – ½ lb. of our Pale Ale battered tender Brawley beef steak serviced with BBQ sauce 

and cocktail sauce (this is a “starter” and does not come with soup or salad or fries) 

 
8. Big Choice Burger – Choose - __ Chicken __ Hamburger __ Garden - Charbroiled and served with the works, 

pickles, house dressing on a toasted sesame seed bun. Choose – fries, soup, Caesar salad, or salad (specify dressing 

below)  

 

9. Grilled Bean and Cheese Burrito – black beans, brown rice, cheddar and pepper jack cheese and Pico de Gallo 

in a grilled tortilla serviced with sour cream and salsa. Choose – fries, soup, Caesar salad, or salad (specify dressing 

below)  

 

10. Tuna & Cheddar Sandwich – tuna, citrus, carrots, & mayo on grilled sourdough with melted Cheddar & 

tomato. Choose – fries, soup, Caesar salad, or salad (specify dressing below)  

 
11. BBQ Pulled Pork Sandwich – pulled pork simmered in BBQ & topped with Cheddar cheese on a toasted 

sesame seed bun with lettuce, tomato, & red onion. Choose – fries, soup, Caesar salad, or salad (specify dressing 

below)  
 

12. S.W. Beef Wrap – thin sliced beef grilled with Pico de Gallo wrapped in a tortilla with pepper jack cheese, 

lettuce, & chipotle  

mayo. Choose – fries, soup, Caesar salad, or salad (specify dressing below) 

 

13. Flame broiled beef or chicken (circle which) with steamed zucchini, broccoli, squash & carrots 

 

Salad Dressing (if applicable): ________________________ (ranch, bleu cheese, 1000 island, honey mustard, 
raspberry, basil vinaigrette 

 

Please circle:      coffee      tea       ice tea        soft drink  ________________(diet   or   regular)     water 

 


