
ELECTION READINESS  
STARTS TODAY! 
How to Build and Prepare Your CA 



THE ROAD TO SUCCESS 

• Your Constituency Association’s primary goal is to help get a Wildrose MLA 

elected in your riding. 

• By building a strong core team of volunteers, actively raising funds, and 

increasing your visibility in the community well in advance of the next election, 

you will be in an excellent position once the writ drops. 

• The party and the CAs will be working together over the next four years to 

train, develop and build your teams. 



THE ROAD TO SUCCESS 

• The Road to Success is rarely 

simple and straight-forward. It 

will involve highs and lows. 

• By having a strong core team 

on your board, you will have 

the ability to weather 

challenges and be all the 

stronger for it. 

 



URBAN / RURAL 

• The challenges faced by urban and rural ridings will be quite different. We 

recognize the needs of these areas as being quite diverse and unique, as will be 

the solutions. 

• In the end, the best way to get prepared for the next election regardless of 

where your CA is located is by having a strong board, actively raising funds, 

training your volunteers, building your base of support and being prepared! 



TRAINING AND PREPARATION 

• Starting in 2016, training programs will be rolled out by the party to better 

prepare your board and team. 

• Executive Positions – Seminars will be held for all executive positions on CA 

boards. These will also be for brainstorming amongst peers. 

• Presidents Meetings – Regional Presidents Meetings, organized by your Provincial 

Directors, will be held to allow Presidents the opportunity to discuss their 

progress, challenges and ideas. 

• Volunteer Training – From Nationbuilder to the basics of doorknocking and voter 

ID, a variety of training sessions will be held across the province. 



YOUR SUPPORT NETWORK 

• Every CA will have strengths and weaknesses. By participating in Presidents 

Meetings and communicating with neighbouring CAs, you will be able to learn 

from those CAs and share your own successes to help them grow as well. 

• The Executive Committee and Party Staff are there to help you reach your 

goals. They will provide you with resources and training to lift you to the next 

level. 

• The MLAs are committed to assisting all CAs in reaching their full potential. 

Every CA will be assigned a “Buddy MLA” who will do their best to attend the 

CA’s meetings, events and provide them with insight into what Caucus is doing. 
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BUILDING YOUR BOARD 

• We have representatives here from boards at all levels of preparedness and 

organization. No matter how strong a board is, there is always room to grow 

and learn. 

• Growing your board will not happen overnight so it is important to not get 

discouraged. Remember that you have a support network to help your board 

develop. 

• Take things one step at a time with an eye towards your goals and what you will 

need to reach the next step in board development. 



BUILDING YOUR BOARD 

BOARD 

• Hold an AGM every year that follows CA Bylaws for procedure. 

• Fill as many roles as possible on the Executive level. 

ROLES 

• Be sure that Executive roles are clear and that goals are set. 

• Offer support to these roles through directors and sub-committees. 

SUB - 
COMMITTEES 

• Every board member should sit on at least one sub-committee.  

• Use these to train new volunteers and mentor board directors. 



TRAINING AND PREPARATION 

• Many of us have experienced the frustration of being on a campaign where there are 

volunteers, campaign team members and even candidates who have not had the time 

to receive proper training.  

• By engaging volunteers early and having them do phone banks or doorknock, you will 

be able to train and even identify people who can act as Captains in the next election. 

• You will also be able to better identify people who would be good members of a 

campaign team (campaign manager, volunteer coordinator, etc.). These people will be 

able to receive more extensive and in depth training for those positions. 



BUILDING YOUR BOARD 

• How do you go about getting new board members and volunteers? 

• Reach Out – Contact friends, family, neighbours, past campaign volunteers, 

current and expired members, ongoing and big donors, and people who have a 

history of taking lawn signs.  

• Give Options – The more choices, the more likely someone will be to participate. 

Not everyone can give the time to a board, but can do the occasional phone bank, 

doorknocking shift or even participate as part of a subcommittee. 

• Maintain Contact – Even if someone can’t help now, situations may change in the 

future. Be sure to follow up, even if it just means contacting them to thank them 

for their ongoing support. 



BUILDING YOUR BOARD 

• Campaigns are a great way to find 

volunteers. Keep track of those who work 

on your campaign so you can speak to 

them about joining the board or 

volunteering on an ongoing basis. 

• If there is a by-election, ask the volunteer 

coordinator to pass on the information 

for anyone who volunteered who lives in 

your riding. 



FUNDRAISING 

• Actively raising funds is an endeavour you should embark on immediately. A 

large war chest will make a big difference come election time.  

• Fundraising in advance of an election will allow you to be better prepared once 

the writ drops. You will be able to map out your campaign strategy based on 

available funds as opposed to projected funds. 

• Set an annual goal for your CA. Work with your Provincial Director and CA 

Development to set a good goal then work with your board to attain it. 
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FUNDRAISING 

• THE ASK 

• If you don’t ask, you won’t receive. Approach supporters, family, and friends for donations, 

either by calling, sending a letter, or doorknocking. 

• MONTHLY DONATIONS 

• If you can sign people up for monthly donations, it will give you ongoing income without 

the effort of donor acquisition. Just renew every year. 

• EVENTS 

• These involve the most effort but can give the greatest reward. You want to research 

before committing to doing an event to ensure your volunteer hours and overhead will not 

give you a net loss.  



FUNDRAISING 

• MAKING THE MOST OF YOUR EVENT 

• Research which event will give the most benefit based on your demographics. 

• Consider a lower ticket price to get people in, then use additional asks to bring in 

more money. 

• Use games, auctions and audience interaction to maximize your donations. 

• Think outside the box to make your event stand out. 

• Consider working with neighbouring CAs to have a larger regional event. It will 

split the spoils, but also the work load and increase attendance. 

• Only have an event when you’re ready! A successful event is a lot of work, have a 

strong team in place first. 



GROW YOUR SUPPORT 

• Collecting data and building your support base in your community should begin 

as quickly as possible.  

• Doorknocking – teams of volunteers can go out and introduce themselves with 

some information on the party and/or a survey. This is a great way to collect data 

and find new supporters. 

• Community Involvement – encourage board members to join community 

associations and organizations, or arrange to have a team of volunteers assist at a 

local event (i.e. community cleanups). Wear something that IDs you as Wildrose. 

 



GROW YOUR SUPPORT 

• Making connections in your community is invaluable. The longer you work on 

this, the more information you will have. 

• This will allow you to identify not just potential voters, but new donors, 

volunteers, board members, and potential candidates and campaign team 

members.  

• The sooner you have potential volunteers and candidates identified, the more 

training you can give them in the lead-up to the campaign.  



GROW YOUR SUPPORT 

• In order to best track your identified support, it is important to have at least two 

people on your board able to use and train others on Nationbuilder basics. 

• In 2016, training programs will be conducted that include tiered experience level 

seminars and regional trainers for rural areas, able to give one-on-one assistance to 

boards. 

• If you do not currently have someone on your board who can take the time to learn the 

data management system, it is imperative that someone be located. People to reach 

out to include family and Campus Club members.  

• You may consider creating a VP Technology role on your board to head up your 

Nationbuilder account management and training. 



SHOWCASING YOUR MLA / CANDIDATE 

• For those ridings with MLAs, you will want to take every opportunity to bring 

out your MLA to meet people in the community. 

• By appearing in parades, doorknocking in the community, and participating in 

community events and cleanups, your MLA will increase their visibility and 

make personal contacts in the community. 

• Hold meet and greets and events that feature a chance to interact with your 

MLA, such as town halls.  

• Have small coffee parties where supporters invite friends to meet the MLA at 

their home. These are a great way to make donor and supporter contacts. 



SHOWCASING YOUR MLA / CANDIDATE 

• Ridings without MLAs will be assigned “buddy MLAs” over the next few 

months. These MLAs will be doing their best to attend CA meetings to provide 

caucus updates. 

• These MLAs will also be available when possible for events, meet and greets 

and even doorknocking campaigns. 

• Their goal is to give your CA the support you need to help you grow and make a 

larger impact in your community. They will also lend their expertise and 

experience in campaign preparation. 



SHOWCASING YOUR MLA / CANDIDATE 

• Your CA, regardless of whether you have a sitting MLA, should always be on the 

lookout for potential candidates. It is recommended that every meeting under Old 

Business you have a Candidate Search Update where you discuss what you are looking 

for in a candidate and discuss potential contacts. 

• Approach potential candidates and encourage them to join your board or to 

participate as a volunteer on doorknocking and fundraising campaigns. This will give 

you an idea of how they are as a worker, where their strengths lie, and if they will be a 

good campaigner. 

• Do not stop at one! Contested nominations are good for a riding’s memberships, 

donations, and community visibility and will help you end up with the strongest 

campaigner and candidate for your riding. 



QUESTIONS? 


