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1. Introduction

2. Assessing Your Value

As a fractional CTO, one of the most crucial decisions you'll make is how to 

price your services. The right pricing strategy not only ensures the financial 

sustainability of your practice but also communicates your value to potential 

clients. This guide will walk you through key considerations for pricing your 

fractional CTO services, with a focus on creating value-driven, mutually 

beneficial relationships with your clients in tech-enabled businesses.

When stepping into the role of a fractional CTO, it's crucial to understand the 

unique value you bring to each organization. The concept of a CTO is 

inherently relative to the specific needs and context of a company. For 

instance, a director of engineering at a tech giant like Amazon, managing 

hundreds of engineers, might seem overqualified for a CTO role at a small 

startup. However, for that startup, this person could be the perfect fit as a 

fractional CTO.


The key is to recognize that as a fractional CTO, you are positioning yourself as 

the most competent technology leader for that specific organization, 

regardless of its size or complexity. Your value lies in your ability to adapt your 

vast experience to the unique challenges and scale of each client.



4

For a growing tech-enabled business, you might be orchestrating a digital 

transformation that propels them ahead of competitors. For a company 

experiencing scaling issues, you could be optimizing their technology stack to 

support rapid growth. In each case, you are the most valuable technology 

executive for that specific context.


This adaptability is a core part of your value proposition. You bring not just 

technical skills, but the ability to translate those skills into business outcomes 

at any scale. Whether you're helping a company make critical technology 

decisions or advising on strategic IT investments, you're providing executive-

level insights tailored to their specific needs.


Key Takeaways:

Your value as a CTO is relative to the specific needs of each organization.


For your clients, you are the most valuable technology executive, tailored to 

their context.


Your adaptability to different scales and challenges is a key part of your value 

proposition.


Focus on how your skills translate into business outcomes for each specific 

client context.
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3. The Retainer Advantage: Moving Beyond Hourly 

Billing

The shift from hourly billing to a retainer model is more than just a pricing 

strategy—it's a fundamental change in the relationship between you and your 

clients. To illustrate this, let's consider two scenarios:


Scenario 1 (Hourly Billing):


Imagine you're hired by a tech-enabled business to help with their digital 

transformation. You agree on an hourly rate of $250.


 "I hope this CTO doesn't waste time. Every hour costs us 

$250, and we're on a tight budget. I wonder if all these strategy meetings are 

really necessary?"


 "I spent three hours redesigning their system architecture, 

but it only took me 30 minutes because of my experience. Should I bill for the 

full three hours it would have taken someone else, or just the 30 minutes? I'm 

saving them thousands in the long run, but they might balk at the bill."


In this scenario, the relationship is fraught with tension. The client is 

constantly questioning the value of each hour, while the CTO is torn between 

fairly billing for their impact and keeping the client happy.


Client's thoughts:

CTO's thoughts:
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Scenario 2 (Retainer Model):


Now, imagine you're on a monthly retainer of $15,000 with the same tech-

enabled business.


 "Our CTO suggested a new technology stack that's going 

to increase our efficiency by 40%. That $15,000 a month is already paying for 

itself!"


 "I think I can optimize their data processing to save them 

$5,000 a month. It'll only take me a few hours, but the impact will be huge. I'm 

excited to show them this unexpected value!"


In this scenario, both parties are aligned towards value creation. The CTO is 

incentivized to find ways to overdeliver, and the client is focused on 

outcomes rather than hours.


The retainer model fosters an abundance mindset. It allows you to fully 

leverage your experience and creativity without the constraints of hourly 

tracking. For the client, it provides predictability in expenses and encourages 

them to fully utilize your expertise.


This model also allows for more strategic, proactive work. Instead of being 

called in for specific problems, you're consistently engaged with the business, 

able to spot opportunities and head off issues before they become critical.


Client's thoughts:

CTO's thoughts:



7

Key Takeaways:

Hourly billing can create a contentious relationship focused on time rather than 

value.


Retainer models align incentives, encouraging CTOs to overdeliver and clients 

to fully utilize expertise.


Retainers provide predictable income for CTOs and predictable expenses for 

clients.


This model allows for more strategic, proactive work rather than reactive 

problem-solving.

4. Structuring Your Service Menu

Creating a clear and effective service menu is crucial for communicating the 

value you offer and helping clients choose the right level of engagement. Your 

menu should reflect the different ways you can impact a business, from high-

level strategic guidance to more focused, project-based work.


When considering your target market, it's important to understand where the 

best opportunities lie. While tech startups might seem like an obvious choice, 

they often already have a CTO or strong technical leadership. The real 

opportunity for fractional CTOs often lies in tech-enabled businesses – 

companies that rely heavily on technology but aren't primarily tech 

companies themselves.
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Your sweet spot is likely to be businesses in the growth stage, particularly 

those with revenues between $10 million and $100 million. These companies 

often face significant growing pains as they scale their operations and 

technology infrastructure. They have the budget not just for your services, but 

also for implementing your recommendations, whether that's hiring new team 

members or investing in new systems.


That said, don't completely dismiss startups. If you have strong relationships 

with founders and venture capitalists, you might find opportunities to serve as 

a trusted fractional CTO for startups in the crucial 0-1 stage. However, be 

aware that in the startup world, there's often an expectation for the CTO to be 

hands-on with coding and implementation. This might not align with your 

goals as a fractional CTO, where your value is in strategic guidance rather than 

day-to-day execution.


With these considerations in mind, let's look at how to structure your service 

menu�

Position yourself as the effective CTO of the company. This comprehensive 

service includes strategic planning, technology roadmapping, and 

leadership of the technical team. You'll be involved in board meetings, key 

decision-making processes, and setting the overall technology direction 

for the company.

�� High-level CTO offering ($7,500 - $15,000 per month):  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�� Advisory role ($3,000 - $5,000 per month):  

�� Standalone services:  

This is for clients who need expert guidance but don't require the full 

breadth of CTO services. You'll provide high-level advice, periodic reviews, 

and be available for critical decisions. This role is more about providing a 

broader perspective on technology trends and opportunities, rather than 

day-to-day involvement�

Offer specific, one-time services that can serve as entry points for new 

clients or add-ons for existing ones. These could include�

� Strategy workshop�

� Technical audit�

� Health check�

� Project consultations

When presenting these options, be clear about your role as a strategic 

advisor rather than a hands-on implementer. This is particularly important 

when working with startups or smaller businesses that might expect direct 

involvement in coding or system administration. Your value is in your 

strategic vision and leadership, not in day-to-day technical tasks.

Key Takeaways:

Focus on tech-enabled businesses, particularly those with $10M-$100M in 

revenue.
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Offer a high-level CTO role for comprehensive technology leadership.


Provide an advisory role for clients needing periodic expert guidance.


Include standalone services as entry points or add-ons.


Be clear about your role as a strategic advisor, not a hands-on implementer.


Consider opportunities with startups at the 0-1 stage, but be aware of potential 

expectations for hands-on work. 

5. Factors to Consider When Setting Your Rates

Setting your rates as a fractional CTO involves balancing various factors to 

ensure you're fairly compensated for your value while remaining competitive 

in the market. This process goes beyond simply calculating your desired 

hourly rate—it requires a holistic view of your business and the value you 

provide.


Start by considering your target annual income. As a fractional CTO, you're not 

just selling your time, but your expertise, experience, and the potential impact 

on your clients' businesses. Factor in your business expenses, including 

software subscriptions, professional development, marketing costs, and the 

time you'll spend on non-billable activities like administration and business 

development.
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When reverse-engineering your rates from your desired annual income, it's 

crucial to consider not just the financial aspect, but also your desired lifestyle 

and work-life balance. Ask yourself�

� How many hours do you want to work per week�

� How much time do you want to set aside for family, hobbies, or personal 
projects�

� Do you want the flexibility to take extended vacations?


Your rates should reflect these personal goals. If you aim to work fewer hours 

or take more time off, your rates for the hours you do work need to be higher 

to meet your income goals.


Remember, the most desirable contracts are those that are profitable not just 

in dollars, but also in time. A high-paying contract that requires constant 

availability or frequent travel might not align with your personal goals. Aim for 

engagements that provide a good balance of financial reward and quality of 

life.


Next, think about the scope of responsibilities for each of your service tiers. 

Your high-level CTO offering will require more time and deeper involvement 

than your advisory role. Consider the expected time commitment for each, 

but remember that you're not billing for time—you're billing for impact.
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Market positioning is another crucial factor. Research what other fractional 

CTOs in your area or industry are charging, but don't be bound by these 

figures. If you have unique expertise or a track record of driving significant 

results, you can justify higher rates. Conversely, if you're just starting out, you 

might need to be more competitive with your pricing initially.


Perhaps most importantly, consider the potential value and impact of your 

services on the client's business. If your work can help a client increase 

revenue, reduce costs, or mitigate significant risks, your fees should reflect a 

portion of that value. This value-based pricing approach ensures that your 

compensation is tied to the real-world impact of your work.


Remember, your rates aren't set in stone. As you gain more experience and 

success stories as a fractional CTO, you can and should adjust your rates 

upward. Always be prepared to articulate the value you bring to justify your 

fees.

Key Takeaways:

Consider your target income and business expenses when setting base rates.


Factor in your desired work-life balance when setting rates.


Include time for vacations, family, and personal projects in your calculations.


Adjust rates based on the scope of responsibilities for each service tier.


Research market rates but don't be bound by them—your unique value can 

justify higher fees.
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Use value-based pricing: tie your rates to the potential impact on the client's 

business.


Aim for contracts that are profitable in both money and time.


Be prepared to adjust rates as you gain more experience and success stories.

6. Client Affordability and Need Assessment

Understanding the market for fractional CTO services is crucial for targeting 

the right clients and setting appropriate expectations. While tech startups 

might seem like an obvious market, the real opportunity often lies with tech-

enabled businesses – companies that heavily rely on technology but aren't 

primarily tech companies themselves.


Your prime market is likely to be companies with revenues between $10 

million and $100 million. These businesses have reached a stage where 

technology plays a crucial role in their growth and operations, but they may 

not yet need or be able to justify a full-time CTO. They're often experiencing 

growing pains as they scale, making them ideal candidates for fractional CTO 

services.


These companies typically have the budget not just for your services, but also 

for implementing your recommendations. This is crucial, as your impact as a 

fractional CTO often depends on the client's ability to execute on your 

strategic guidance.
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For startups, particularly those in the 0-1 stage, opportunities may arise if you 

have strong relationships with founders or venture capitalists. However, be 

aware that startups often expect more hands-on involvement, which might 

not align with your fractional CTO model. If you do work with startups, be very 

clear about your role and the value you provide as a strategic advisor.


When assessing potential clients, it's important to look beyond just their 

ability to afford your services. Consider whether they have a genuine need 

that you can fulfill. Are they at a stage where your expertise can significantly 

impact their growth or efficiency? Do they have specific technology 

challenges that align with your skills and experience?


The goal is to create partnerships where your impact significantly outweighs 

your cost. For a client paying you $10,000 a month, you should aim to deliver 

value that far exceeds this amount, whether through cost savings, increased 

efficiency, or enabling new revenue streams.


Remember, the right client isn't always the one who can pay the most. Look for 

opportunities where your expertise can be truly transformative for the 

business. These engagements often lead to the most satisfying work and the 

best case studies for your portfolio.
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Key Takeaways:

Focus on tech-enabled businesses with $10M-$100M in revenue as your 

primary market.


These companies often have the budget for both your services and 

implementing your recommendations.


Startups, especially in the 0-1 stage, can be opportunities if you have the right 

connections, but as mentioned earlier, be cautious of expectations for hands-

on work.


Assess not just if a client can afford your services, but if they have a genuine 

need that you can fulfill strategically.


Aim for partnerships where your strategic impact significantly outweighs your 

cost.

7. Communicating Your Value Proposition

Effectively communicating your value proposition is crucial in attracting and 

retaining clients as a fractional CTO. Your value proposition should clearly 

articulate why a company should choose you over other options, including 

hiring a full-time CTO or managing without executive-level technology 

leadership.


Start by crafting a compelling narrative that emphasizes outcomes rather 

than just activities. Instead of simply listing your skills or services, focus on the 

tangible impacts you've had on previous clients' businesses.
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For example, rather than saying "I can optimize your cloud infrastructure," you 

might say "I've helped tech-enabled companies reduce their cloud spending 

by an average of 30% while improving system performance."


Address common objections proactively. Many companies might wonder why 

they should hire a fractional CTO instead of a full-time one, or why they can't 

simply rely on their current technical team. Be prepared to explain how your 

fractional model provides high-level expertise at a fraction of the cost of a 

full-time executive, and how your outside perspective can bring fresh insights 

that an internal team might miss.


Use case studies and specific examples to demonstrate your ROI. If you've 

helped a company successfully scale their technology infrastructure to 

support rapid growth, or enabled a business to launch a new digital product 

line through strategic technology choices, highlight these wins. Quantify your 

impact whenever possible—numbers speak louder than general statements.


When discussing your retainer model, emphasize the benefits of this 

approach. Explain how it aligns your incentives with the client's success, 

encourages proactive problem-solving, and provides them with consistent 

access to your expertise. Help them understand that they're not just buying 

your time, but investing in a strategic partnership.
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Tailor your value proposition to each potential client. Research their business, 

understand their specific challenges, and articulate how your unique blend of 

skills and experience is perfectly suited to address their needs. Show them 

that you're not just a generic technology consultant, but a strategic partner 

who can help drive their business forward.


Remember, your goal is not just to sell your services, but to begin building a 

relationship of trust. Be honest about what you can and cannot do, and don't 

be afraid to tell a potential client if you don't think you're the right fit for their 

needs. This integrity will serve you well in the long run, leading to stronger, 

more successful client relationships.

Key Takeaways:

Craft a value statement that emphasizes outcomes, not just activities.


Address common objections proactively (e.g., "Why not just hire a full-time 

CTO?").


Demonstrate ROI through case studies and specific examples of impact.


Emphasize the benefits of the retainer model, such as aligned incentives and 

consistent, proactive involvement.


Tailor your value proposition to each potential client's specific needs and 

challenges.
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8. Conclusion

Pricing your services as a fractional CTO is both an art and a science. It 

requires a deep understanding of your own value, the needs of your target 

market (primarily tech-enabled businesses), and the ability to communicate 

your worth effectively. By focusing on value-based pricing, structuring your 

services to align incentives, and clearly articulating your impact, you can 

create mutually beneficial relationships with your clients.


Remember, your goal is not just to sell your time, but to be a transformative 

force in your clients' businesses. As you gain experience and refine your 

offerings, don't be afraid to adjust your pricing strategy. Your value will likely 

increase over time as you accumulate more successes and broaden your 

expertise.


Ultimately, success as a fractional CTO comes from delivering consistent, 

measurable value to your clients. When you do this effectively, pricing 

becomes less about justifying your rates and more about ensuring you have 

the resources to continue providing top-tier service.


Stay adaptable, keep learning, and always focus on the outcomes you can 

deliver. With the right approach to pricing and value communication, you can 

build a thriving practice as a fractional CTO, making a significant impact on 

the tech-enabled businesses you serve while achieving your own professional 

and financial goals.
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Remember to balance your financial objectives with your desired lifestyle. The 

most rewarding contracts are those that are profitable not just in dollars, but 

also in time, allowing you to maintain a healthy work-life balance while 

delivering exceptional value to your clients.


As you embark on or continue your journey as a fractional CTO, keep refining 

your approach, learning from each engagement, and staying attuned to the 

evolving needs of tech-enabled businesses. Your unique blend of technical 

expertise and business acumen positions you to play a crucial role in driving 

innovation and growth across various industries.


Your journey as a fractional CTO is filled with potential. By mastering the art of 

pricing your services, you're not just setting yourself up for financial success – 

you're positioning yourself to make a lasting impact on the businesses you 

serve and the broader technology landscape.

If you want to learn more about how to thrive as a Fractional CTO and take 

your practice to the next level, we invite you to book a meeting with one of 

our experienced advisors. They can provide personalized guidance and 

insights to help you navigate the challenges and opportunities in this 

dynamic field. 


To schedule your consultation, please visit https://www.ctox.com/invite.

https://www.ctox.com/invite



