Date:

Time:

Call-In information:
Participants:

Weekly Campaign Check-In Agenda

1. How's everyone doing?
2. Field Update [7 minutes]
a. Breakdown of results:
i. How many doors knocked?
1. Candidate
2. Staff
3. Volunteers
ii. How many contacts?
b. Weekly goals
i. Candidate
ii. Staff
iii. Volunteers
C. How many active volunteers?
d. Any questions from the team?
3. Fundraising Update [7 minutes]
a. Total Raised:
I. Primary money:
ii. General money:
b. Outstanding Pledges:
How much have we raised this week?
d. Fundraising Goals:
i. Overall goal
ii. Weekly goal:
e. How many call time hours were completed?
f. Fundraising Events recap
g. Any questions from the team?
4. Communications update [3 minutes]
a. Social Media
b. Paid Communications
Earned media
Press
Community Events

N

® an

‘ CN4 Partners | www.CN4Partners.com| breann@cn4partners.com




f.  Upcoming Interviews
5. Administration [3 minutes]
a. Doyou need any more materials?
b. Upcoming events?
6. Do you need anything from the team?
7. Candidate thoughts [5 minutes]

To do list for the next week:

When completing the agenda, we recommend entering the data directly into the
agenda. This makes it easy for the entire team to track the information and be
prepared on the call. It is important to send the agenda out the evening before the call.
This way you, as the campaign manager, will not have to spend the call reading out
data. The call should last for around 30 minutes.
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