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Introduction
For nonprofits based in New Jersey (or raising funds from New Jersey donors), Q4 is a pivotal 
stretch. It’s when donor intent, urgency, and charitable momentum converge. Getting it right—
or missing key compliance—can make or break your year. 
 But success in Q4 isn’t enough. The organizations that thrive in 2026 will be those that use 
the giving season both to convert gifts and to lay the strong bones of a scalable growth plan.

This report helps New Jersey nonprofits:

Capture every possible giving-
season opportunity

Build a strategic roadmap 
for 2026

Understand New Jersey’s state 
tax, solicitation, and 
compliance landscape

See where leveraging external 
partners (like Harness) can 
amplify impact without 
blowing budgets

Maximizing the giving season
Why Q4 is critical?

Donor timing 

& incentives

Many donors 
concentrate giving in 
the final months for tax, 
emotional, or social 
reasons.

Momentum 

effects

Giving Tuesday, year-
end campaigns, holiday 
generosity all stack.

Leverage 

limited capacity

With internal 
bandwidth 
constrained, focusing 
on high-impact moves 
yields better ROI than 
spreading thin.
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High-leverage tactics & best practices

Year-end appeals Lead with stories (impact, transformation, urgency).

Offer clean, simple donation paths (web, mobile, text, check).

Use deadlines (“by Dec 31”) or matching challenge offers.

Giving Tuesday

& windowed 
campaigns

Run a 10–14 day window around Giving Tuesday, not just a one-
day push.

Use match pools, social momentum, real-time updates, peer 
sharing to build urgency.

Recurring / 
sustainer 

giving push

Frame monthly giving as “a gift that lasts all year.”

Offer low entry levels (e.g. $5 / month).

Encourage donors to convert a one-time year-end gift into 
monthly support.

Major & 

mid-level donor 
engagement

Personal, tailored outreach (calls, notes, meetings) 
during this season.

Use Q4 as relationship-deepening and planning 
touchpoint for 2026.

Donor retention 

& stewardship

A cknowledge gifts promptly and personally (ideally within 
24–48 hours).

Provide short “impact snapshots” showing what past 
donations have funded.

For higher-level donors, include custom updates, site 
visits, behind-the-scenes content.
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Digital & process 
optimization

Audit donation pages: reduce fields, test mobile flows, ensure 
speed and trust signals.

Pre-test email → donation page links, SMS/ads paths, 
segmentation logic.

Segment your donor lists ahead of time for tailored appeals.

Engagement 
events & 
touchpoints

Host small virtual / hybrid donor events, webinars, tours, 
behind-the-scenes sessions.

Use these as conversion funnels (soft ask, live donation, 
sign-up).

Collect testimonials, stories, updated contact info for 
2026 nurture.

Common pitfalls 
& lost 

opportunity 
zones

Launching appeals too late and missing donor 
mindset alignment.

Slower or clunky donation systems causing drop-offs.

Overextending staff or juggling too many channels 
without focus.

Not following up with warm prospects (clickers, 
opens) who didn’t donate.

Ignoring state or local compliance risk, leading to 
blocked solicitation or penalties.

How Harness adds value: We deploy campaign planning, technical 
infrastructure, campaign execution, and compliance oversight — so New 
Jersey nonprofits don’t scramble last minute or stretch internal teams thin.
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Planning for 2026:

the growth roadmap
The final quarter is not just for closing strong — it’s your planning launchpad. Use it to design 
a resilient, scalable framework for 2026.

Strategic planning considerations

Define growth targets
donor count, revenue goals, new programs, 
geographic reach.

Diversify fundraising channels
sustainers, major gifts, corporate / CSR, 
events, grants.

Resource & capacity audit 
where are your gaps (staff, systems, 
content, operations)?

Scalable infrastructure
CRM, marketing tools, analytics, 
payment systems.

Review & pivot cycles embed quarterly check-ins so you can adapt.
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Sample 2026 roadmap

Q1
Review & reset

Debrief year-end, donor 
segmentation, refine 
messaging, launch 
stewardship campaigns

Q2
Growth experiments

Test acquisition channels, 
pilot corporate/
foundation approaches, 
run mid-year campaigns

Q3
Engagement / warm-up

Share mid-year impact, 
nurture donors, build 
content pipeline for 
year-end

Q4
Execution & conversion

Launch giving-season 
campaigns with 
matching, split 

tests, stories, multi-
channel push

Pitfalls to avoid Starting January without a detailed fundraising calendar.

Taking on more initiatives than your team or tech 


      can support.

Chasing new donors at the expense of neglecting retention.

Clinging to outdated systems slowing down execution.

Delaying registration, compliance, or legal tasks until 
deadlines loom.

How Harness helps: We co-create your 2026 playbook, staff key roles 
(campaign managers, digital leads, content specialists), and execute 
with speed — all at lower cost than building full in-house teams.
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New Jersey-specific compliance, 
tax & operational considerations
To make this guide truly actionable for New Jersey nonprofits, here are critical state-
level rules, tax issues, registration obligations, and risk areas to integrate into your Q4 
and 2026 plans.

Charitable 
registration & 
solicitation (NJ)

Under New Jersey’s Charitable Registration & Investigation Act 
(CRI Act, N.J.S.A. 45:17A-18 et seq.), charitable organizations 
and professional fundraisers soliciting in NJ generally must 
register with the Division of Consumer Affairs, Charities 
Registration Section.

Nonprofits whose gross contributions exceed $10,000 in a 
fiscal year must register (if they haven’t already).

The registration and renewal must be filed online (paper 
submissions no longer accepted).

Initial registrations use CRI-200 (short form) or CRI-150I (long 
form) depending on size and complexity.

Registration must be renewed annually, typically within six 
months following the nonprofit’s fiscal year end.

There is a $250 filing fee for initial registration and renewals; 
late renewals incur a $25 penalty.

Professional fundraisers, solicitors, and fundraising counsel 
must also register. Solicitors must register before engaging in 
solicitation activity.

Contracts with fundraisers or commercial co-ventures must be 
filed at least 10 business days before services begin.

After a fundraising promotion, nonprofits (or PFRs) must 
submit SR-1 / SR-2 reports as financial disclosures, and 
CCO-500 for co-venture campaigns (within 40 days after the 
campaign ends).

Nonprofits may request an extension via CRI-400, but only if 
their gross contributions exceed $10,000.
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Action steps for 
Q4 / 2026

Confirm your NJ charitable registration is current and 
renewed ahead of your campaign season.

If using fundraisers, solicitors, or vendors, ensure their 
registration and contracts are filed timely and properly.

Prepare your SR-1 / SR-2 / CCO-500 reports for any 
campaigns or promotions.

Budget the registration fees and penalties into your 
compliance planning.

Sales & use tax 
exemption

New Jersey requires nonprofits to apply for sales & use tax 
exemption via Form REG-1E.

After approval, the nonprofit receives an ST-5 exempt 
organization certificate to present to vendors to make 
qualifying purchases tax-exempt.

The exemption is not automatic with a 501(c)(3) 
determination; organizations must apply.

Exemption covers purchases directly related to the 
nonprofit’s mission or charitable operations, not 
commercial fundraising sales.

Note: New Jersey law also provides a statutory exemption 
(N.J. Admin. Code § 18:24-8.1) for certain sales, 
amusement charges, or uses by or to qualified nonprofits, 
if directly tied to mission purpose.

If a nonprofit operates a retail shop or sells taxable goods, 
those sales may still require collection of sales tax.

For special events / ticketed events, if a promoter commits 
all admissions proceeds to the nonprofit and meets certain 
conditions (fixed compensation, contract in advance, use 
of nonprofit’s ST-5), the event ticket sales might qualify for 
an exemption.
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Strategic 
implications:

Before purchasing big items or event supplies, ensure ST-5 
exemption and required vendor documentation are in place.

Carefully evaluate whether your fundraising or retail sales 
require you to collect NJ sales tax.

Use the statutory exemption where applicable (events or 
amusement charges tied to your mission) under NJ 


     Admin Code.

Maintain receipts, vendor records, and the required 
documentation for audit.

Corporate / 
income / other 
state tax issues

Nonprofits incorporated and operating in New Jersey are 
exempt from the NJ corporation business tax by virtue of 
nonprofit incorporation, but may request a confirmation letter 
from the NJ Division of Taxation.

Out-of-state nonprofits may need to comply with NJ 
registration, withholding, or state filings if they have nexus in NJ.

If your nonprofit generates unrelated business income (UBI) (e.g. 
sales not substantially related to mission), that income may be 
subject to tax or reporting obligations.

Other legal / 
operational 
considerations

Charities must maintain proper financial records, donor records, 
and transparency, as required under NJ’s CRI oversight.

Be especially careful with co-venture contracts, cause 
marketing, and promoter agreements — these often require 
extra reporting (contracts filed, campaign reports, etc.).

Ensure any contracts with third-party vendors, co-ventures, or 
promoters specify fixed fees (not contingent on donation 
percentage) to maintain event-exemption eligibility.
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Conclusion
Q4 is make-or-break for nonprofits — and for New Jersey organizations, it’s also 
a period of heightened regulatory sensitivity. If your appeals, compliance, and 
execution aren’t aligned, you risk revenue loss and legal exposure.



This is where strategic partners like Harness come in: we support nonprofits in 
designing and deploying highly effective giving-season campaigns, aligning 
them with NJ compliance and tax strategy, and mapping out a 2026 roadmap 
with clarity — all for a fraction of the cost of a part-time hire.



The clock is ticking. Let’s maximize your giving-season execution, stay solid on 
compliance, and build momentum into next year.

Visit goharness.com or
Schedule a 

meeting here

https://www.goharness.com/
https://calendly.com/giancarlo-goharness/15?utm_source=MetaReport&utm_medium=Q4



