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Going Fractional 
Why Experienced UK Executives Are Choosing Portfolio Careers Over the 
Corporate Ladder 

 

120,000 

Fractional professionals globally 
(doubled since 2022) 

78.4% 

Of fractional executives optimistic 
about the future of the model 

52.8% 

Of fractional executives earn £100k+ 
per year 

 

Why Now Is the Right Time to Go Fractional 

The fractional executive market has undergone a structural transformation. LinkedIn profiles citing fractional 

roles grew from 2,000 in 2022 to over 110,000 by 2024 — a 5,400% increase. Demand for fractional CMOs, 

CFOs, and CTOs grew 68% year-on-year. Gartner forecasts that by 2027, nearly one in three mid-sized 

businesses will have a fractional executive on retainer. The OECD predicts that 50% of all professionals will 

work in portfolio careers by 2030. 

The UK is one of the fastest-growing markets globally, with 46% year-on-year demand growth. Executives who 

establish a fractional practice now — before the market matures — will enjoy the same first-mover advantages 

that early digital adopters captured a decade ago. 

 

The Income Case: What Fractional Executives Actually Earn 

The most persistent myth about fractional work is that it requires financial sacrifice. It does not. UK fractional 

executives typically command day rates of £700–£1,500, structured as monthly retainers. The majority charge 

£5,000–£10,000 per client per month (Frak Conference 2024). With two or three concurrent clients, the portfolio 

income picture is compelling: 

 

Engagement model Clients Monthly income Annual income 

Conservative 2 £8,000–£12,000 £96k–£144k 

Standard 2–3 £12,000–£18,000 £144k–£216k 

Established 3 £18,000–£25,000 £216k–£300k 

Senior specialist 3+ £25,000+ £300k+ 

 

These figures cover retainer income alone. Many fractional executives supplement this with advisory equity 

positions, NED roles, speaking engagements, and project fees. 89% of fractional professionals also undertake 

additional consulting work. Once established, 62% report satisfaction with their fractional career — and very 

few return to traditional employment. 

For many executives, a portfolio of two to three fractional roles generates more income 
than a single full-time position — while offering substantially greater autonomy. 

Autonomy, Variety, and Designed Work 

Income is one dimension. For most executives who make the transition, autonomy is the more powerful driver. 

In a fractional practice, you choose your clients, define your scope, set your days, and build a portfolio that 

reflects your values and expertise. You eliminate the 38% of time that Harvard Business Review finds full-time 

knowledge workers lose to internal meetings and cross-departmental coordination. You work intensively on the 

challenges that matter — not on the ones assigned to you. 

• Variety: Serving 2–3 clients simultaneously provides intellectual breadth no single employer can match 

• Geographic freedom: Serve clients across the UK and internationally without relocation 

• Values alignment: Choose sectors, founders, and challenges that energise you 

• Impact: Board-level authority from day one of each engagement, without corporate hierarchy 
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The Honest Assessment: Is Fractional Right for You? 

The data is clear on one point: 72.8% of fractional professionals have 15 or more years of experience. This is a 

veteran’s model. Clients pay for pattern recognition, proven playbooks, and the ability to diagnose and solve 

problems quickly. If you have that track record, you almost certainly have what the market needs. 

What the transition genuinely requires is a shift in operating model. You move from employee to practice owner 

— which means business development, contract negotiation, scope management, and financial planning. The 

pipeline build typically takes three to six months. Financial runway and patience during this period are essential. 

Income variability is a structural feature, not a deficiency; the most successful fractional executives treat 

business development as a continuous discipline, not an occasional activity. 

The question is not whether you are capable of fractional work. The question is whether 
you are ready to run a practice, not just deliver in one. 

Where Your Experience Is Most Needed 

Role Rate/Month Primary demand driver Key sectors 

Fractional CFO £4k–£8k PE readiness, fundraising, controls All sectors 

Fractional CMO £3.5k–£7k Growth, brand, GTM strategy Tech, consumer, B2B 

Fractional CTO £4.5k–£7k Tech strategy, AI adoption SaaS, fintech, scale-ups 

Fractional COO £4k–£6.5k Scaling operations, process Manufacturing, services 

Fractional CHRO £3k–£5.5k Culture, talent, org design All sectors 

Fractional CISO £4.5k–£8k Cyber risk, compliance Finance, health, tech 

 

Finance roles represent ~25% of UK placements, marketing ~20%, with technology, operations, and HR each 

at 10–15%. The fastest-growing categories are AI strategy and cybersecurity — areas where the supply of 

senior practitioners is acutely constrained. 

 

Getting Started: Four Foundations of a Successful Practice 

• 1. Define your positioning precisely 

Generic positioning competes on price. Specific positioning — ‘fractional CFO for UK technology businesses 

preparing for Series A’ — commands premium rates and travels powerfully through referral networks. 

• 2. Build your personal brand with intent 

61% of executives say personal brand matters more than a CV when attracting fractional work (CBI). LinkedIn 

thought leadership, case study publication, and active network engagement compound into your primary lead 

generation asset. 

• 3. Structure every engagement carefully 

Clear scope, defined deliverables, and explicit time boundaries are the operational foundation of a sustainable 

practice. A well-drafted services agreement protects both parties and prevents scope creep. 

• 4. Maintain a warm pipeline continuously 

Waiting until an engagement concludes before seeking replacements creates income gaps. Two to three 

qualified prospects in discussion at all times is standard practice for established fractionals. 

 

About Flourish Talent EQ 

Flourish Talent EQ is a specialist fractional sourcing practice and a trading name of Flourish Business 

Consulting. We work with senior executives exploring the transition to fractional practice — advising on 

positioning, commercial structure, and client sourcing — and we actively place fractional executives with UK 

businesses that need precisely the expertise our network holds. 

 

Sources: Frak Conference State of Fractional Industry Report 2024  ·  Toptal Demand Survey 2024  ·  Gartner Future of Work Forecast  ·  
OECD Future of Work Research  ·  CBI 2024  ·  LinkedIn Talent Insights 2024  ·  Harvard Business Review  ·  Fractionus 2026 


