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Introduction
For nonprofits in North Carolina, the fourth quarter is your highest-leverage stretch. Donor 
intent peaks, urgency builds, and the margin for error shrinks. The decisions and actions you 
take now can determine whether you finish 2025 strong — and whether you step into 2026 
with momentum.

This guide is designed to help North Carolina nonprofits:

Capture more of the giving-
season potential

Build a focused, actionable 
roadmap for 2026

Understand North Carolina’s 
licensing, tax, and 
compliance landscape

See how outside support (like 
Harness) can bring strategy, 
technology, and execution 
capacity — more affordably 
than hiring new staf

Maximizing the giving season
Why Q4 is critical?

Donor timing 

& incentives

Many individuals, 
foundations, and 
corporate donors hold 
off until year-end for 
tax, reflection, or 
momentum reasons.

Urgency & 

social momentum

Giving Tuesday, holiday 
campaigns, and social 
peer influence all 
amplify in Q4.

Limited 

internal capacity

Many nonprofits run 
lean; focusing on 
high-leverage tactics 
is the smartest path 
to gain.
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Primary tactics & best practices

Year-end appeals Use compelling storytelling anchored in mission and urgency.

Provide seamless donation paths (mobile, online, offline).

Use deadlines (e.g. “gifts received by Dec 31”) and match or 
challenge incentives to spur action.

Giving Tuesday & 
campaign 
windows

Don’t limit to one day — build a 7–14 day campaign window.

Use real-time metrics, social sharing, match pools to 


      build momentum.

Recurring / 
sustainer giving

Frame monthly gifts as ongoing impact.

Offer easy, low-barrier entry points (e.g. $5 or $10 per month).

Encourage converting one-time year-end donors into 


     monthly supporters.

Major / 

mid-level donor 
engagement

Personal, high-touch outreach (calls, notes, meetings).

Use Q4 as relationship-building and forward-planning 
with top supporters.

Donor retention 

& stewardship

S end timely and personalized thank-yous (ideally within 
24–48 hours).

Provide short “impact snapshots” to show where funds 
are used.

For higher-tier donors, offer premium stewardship 
(reports, invitations, behind-the-scenes access).
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Digital & process 
optimization

Audit your donation funnel: remove unnecessary fields, 
shorten the path, test mobile flows.

Pre-test end-to-end flows (email → donation page, ad 
clicks, tracking).

Segment your audience in advance for more tailored asks.

Engagement 
events & micro-
touchpoints

Host small virtual or hybrid events — donor webinars, 
behind-the-scenes tours, testimonial nights.

Use those events as soft ask conversion points (live 
donation, sign-ups).

Capture stories, updated contact data, ideas for 
future engagement.

Common 

pitfalls & lost 
opportunities

Launching major appeals too late — missing 
donor mindset.

Using outdated or clunky donation systems that 
lead to high drop-off.

Overextending staff across too many 
simultaneous initiatives.

Neglecting follow-up on partial leads (those who 
clicked but didn’t donate).

Overlooking state-level licensing or compliance, 
risking exposure or fundraising blocks.

How Harness helps: We provide rapid deployment of fundraising strategy, 
technology, operations, and campaign execution — freeing your internal 
team to focus on mission and oversight.
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Planning for 2026: the roadmap
Use Q4 not just to finish strong, but as your planning runway into 2026. The best nonprofits 
use this time to set direction, align resources, and lock in momentum.

Strategic considerations

Define success metrics
new donors, retention, revenue growth, 
program expansion.

Diversify the funding mix
recurring giving, major donors, grants, 
corporate partnerships, events, 
planned giving.

Audit your capacity & gaps
staff, technology, content, operations, 
vendor support.

Ensure scalable infrastructure
CRM, marketing tools, payment 
processors, analytics.

Embed review & pivot loops
quarterly check-ins to course-correct 
if needed.
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Sample 2026 roadmap

Q1
Reflect & reset

Review year-end 
performance, segment 
donors, refine 
messaging, launch 
stewardship campaigns

Q2
Growth & 
experimentation

Test acquisition channels, 
launch pilot campaigns, 
grow foundation / 
corporate pipelines

Q3
Engagement & warm-up

Share mid-year 

impact, nurture 

donors, build year-end 
campaign content

Q4
Execution & conversion

Deploy full giving 
campaigns, matches, 
multi-channel pushes, 
storytelling & split-testing

Pitfalls to avoid Starting January without a full, phased 
fundraising calendar.

Taking on more initiatives than your current 
capacity supports.

Focusing too heavily on new donors while 
neglecting retention.

Sticking with legacy systems that limit agility.

Delaying licensing, compliance, or regulatory 
tasks until they become urgent

How Harness helps: We co-design your 2026 plan, staff mission-critical 
roles (campaign lead, digital marketing, content) on demand, and 
execute campaign cycles — at a fraction of the cost of hiring new staff.
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North Carolina–specific compliance, 
tax & operational considerations
Here are the key state-level issues, risks, and rules North Carolina nonprofits need to 
know as they execute Q4 and plan 2026.

Charitable 
licensing & 
solicitation

North Carolina requires a Charitable Solicitation License (CSL) 
from the Secretary of State’s Charities Division to solicit 
contributions in the state.

Licenses must be renewed annually (generally within 4.5 
months after fiscal year-end).

There is a built-in extension period (~2 months); further 
extension may be available via IRS Form 8868 when applicable.

The license fee is scaled based on the organization's 
contribution levels.

Exemptions exist under G.S. 131F: for nonprofits under 
$50,000 in contributions and with no compensated solicitors, 
among others. North Carolina Secretary of State

Exempt entities include: religious institutions, educational 
institutions, volunteer fire/EMS groups, certain small 
nonprofits, etc. North Carolina Secretary of State

The state may review or cancel exemptions. North Carolina 
Secretary of State

Action steps for 
Q4 / 2026

Confirm your CSL is in force and properly renewed before 
your year-end campaigns.

If you use outside solicitors, event promoters, or vendor 
fundraisers, ensure their contracts and roles are properly 
disclosed and compliant.

Track your contribution levels — crossing thresholds may 
require reclassification or new licensing.
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Sales & use 

tax / refunds

Under current North Carolina law, nonprofits must pay sales 
and use tax on goods or services they buy for use or 
consumption. NCDOR+2NCDOR+2

However, nonprofits may apply for semi-annual refunds from 
the Department of Revenue for taxes paid on qualifying 
mission-use items. ncnonprofits.org+1

The refund process introduces recordkeeping burden, delays, 
and cash flow constraints. ncnonprofits.org+1

Pending legislation (Senate Bill 62) would expand point-of-
sale exemption for certain nonprofit purchases and 
fundraising events. North Carolina General Assembly

Nonprofit events (such as ticketed fundraisers) may face 
ambiguity: current law requires charging sales tax on 
entertainment admissions. ncnonprofits.org+2UNC School of 
the Arts+2

Some advocacy is underway to exempt nonprofit fundraiser 
admissions from tax. ncnonprofits.org+2Legislative Reporting 
Service+2

Also, under G.S. 105-164.4(a), ticketed admission to 
entertainment events is taxable, even for nonprofits. UNC 
School of the Arts

Strategic 
implications

Plan for paying sales tax up front unless a refund or 
exemption later is guaranteed.

Maintain strong records of purchases, tax paid, usage, 
and refund claims.

Monitor legislative changes (e.g. SB 62) that may shift 
this burden.

Carefully evaluate whether any fundraising event 
tickets need to include tax in their pricing or separate 
tax line items.
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Corporate / 
income / 
property tax

Nonprofit corporations in North Carolina typically qualify for 
exemption from state corporate/franchise tax if their activities 
align with their exempt purpose. NCDOR+1

Nonprofits must apply for any necessary state-level exemptions; 
IRS 501(c)(3) status does not automatically grant state-level tax 
immunity. Harbor Compliance

Local property tax exemptions may be available for property 
used exclusively for charitable purposes, but such exemptions 
often require application at the county/municipal level and proof 
of use.

Be mindful of unrelated business income (UBI): income from 
activities outside your mission may be taxable or require filing. 
Harbor Compliance

Other 

operational 

& legal 
considerations

Ensure your entity formation, bylaws, board 
governance, and filings with the Secretary of State 
are current and compliant.

Keep accurate financial records, audits or reviews, 
and donor records to support state refund claims and 
compliance.

If entering into co-venturer, promoter, or event 
contracts, ensure terms are clear (fees, split revenue, 
liability) and that they align with state charity 
licensing disclosures.

Watch for changes in state law (e.g. SB 62) that may 
shift tax burdens or carve out exemptio
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Conclusion
Q4 is your mission’s final sprint in 2025, and for North Carolina nonprofits, 
success in this stretch is foundational to growth in 2026. But it’s not enough to 
rely on good stories and eager donors: you must also stay compliant, structured, 
and strategic.



Harness is here to bring you the execution horsepower, strategic clarity, 
compliance oversight, and campaign energy you need — all faster and more 
cost-efficient than adding full-time staff. With the right support, no opportunity 
goes unused, and no regulatory challenge goes unaddressed.



Time is running out. Let’s capture every possible gift, honor every requirement, 
and step into 2026 ready to soar.

Visit goharness.com or
Schedule a 

meeting here

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



