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The nature of leadership in business is changing fast. Across industries, small and
midsize companies are rethinking how they access executive talent. The traditional
model of full-time C-suite hiring, once seen as essential, has become less practical for
many growing firms. Rising costs, longer onboarding times, and uncertain market
conditions have made flexibility more valuable than permanence. In response, a new

model has emerged, fractional leadership. It allows organizations to bring in seasoned

executives on a part-time basis.


https://economicinsider.com/2026/02/28/

The concept of fractional executives is gaining steady ground. Reports have indicated
that a significant portion of U.S. businesses with fewer than 500 employees have

engaged fractional or interim executives in recent years. The appeal lies in its
adaptability. Companies that cannot justify a full-time executive salary can still access
the same level of insight and leadership through structured part-time engagements.
This model has also proven to accelerate growth and stabilize operations during
transitions.

It is within this evolving business landscape that BAR40 Fractional Solutions was
founded. Established by Eric John Bartosz in Pennsylvania, the consultancy was created
to help small and midsize companies close the leadership gap between short-term
consulting and full-time executive hiring. Bartosz, who serves as Founder and CEO,
developed the firm after more than two decades in senior corporate roles where he led
national accounts, strategic marketing initiatives, and go-to-market programs. His
experience with both large and emerging businesses shaped the philosophy behind
BAR40: deliver high-impact leadership without unnecessary overhead.

BAR40 Fractional Solutions works primarily with organizations in growth or change

phases. The firm’s service model is built on weekly engagement blocks, typically
between 8 and 12 hours, allowing executives to focus on clear deliverables and results.

Bartosz’s approach reflects a growing preference among business owners for precision
over volume. Rather than locking clients into multi-year contracts, BAR40 Fractional
Solutions structures engagements around defined phases—such as overcoming
revenue headwinds, building out a sales function, or getting ready for growth. As a
model, the company presents itself as a bridge between hiring a full-time executive
team member and hiring a traditional consultant focused on strategic work. By offering
strategy and execution, BAR40 Fractional Solutions intends to bridge a long-standing

gap in the small-business ecosystem.



Several industries have shown strong demand for this model. Recent reports suggest
that a substantial number of midsize U.S. firms are exploring fractional executive roles
to address leadership and operational gaps. This aligns with what BAR40 has observed
in practice. Its case studies feature clients in manufacturing, technology, and
professional services sectors who achieved measurable results through fractional
partnerships. One example describes a regional manufacturer that saw notable
improvements in its sales pipeline value through process alignment and sales coaching

led by a fractional executive engagement.

The company’s philosophy is rooted in measurable outcomes. Bartosz has emphasized
that progress must be visible, not theoretical. In client engagements, the firm tracks
both leading and lagging indicators, including conversion rates, sales cycle time, and
market response data, to ensure that leadership decisions translate into performance
gains. This analytical approach has helped BAR40 Fractional Solutions stand out in a

space where many providers focus solely on advisory roles.

BARA40’s service areas extend across several leadership disciplines. These include
revenue acceleration, market development, organizational alignment, and executive
coaching. For each function, the firm follows a framework that begins with diagnosing
challenges, then proceeds to structured planning and implementation. In the area of
market expansion, for example, BAR40 helps companies validate demand signals

before investing in new markets. This evidence-based process helps minimize risk and
shorten the time to revenue.

Prior to founding BAR40 Fractional Solutions, he held senior leadership positions at
Contra Vision, Windsor Marketing Group, and Sihl, Inc. His career included
oversight of large-scale sales operations and cross-functional teams, sales operations
and cross-functional teams, giving him a broad perspective on both strategy and
execution. That mix of experience has become central to BAR40’s method,
translating executive-level thinking into practical systems that smaller organizations
can sustain.



Outside of consulting, Bartosz is also an educator and author, which has contributed to
his reputation as a multifaceted professional. He teaches leadership and strategy as an
adjunct professor in the MBA program at DeSales University and in the Master’s of
Organizational Leadership program at Muhlenberg College. His academic involvement
keeps him closely connected to evolving leadership models, particularly those related

to organizational agility and cultural change.

The rise of fractional leadership reflects a larger shift in how businesses define success.
Companies today are less focused on hierarchy and more on adaptability. The ability to
align strategic intent with daily action has become a competitive advantage. BAR40
Fractional Solutions operates within this new reality, offering a structure that helps
business owners apply executive-level strategy to real operational challenges without

the commitment of permanent staff.

Eric John Bartosz’s work through BAR40 Fractional Solutions highlights how fractional
leadership has evolved from an experimental idea to a sustainable business practice.
His company’s structured model and focus on measurable outcomes reflect broader
shifts in modern leadership and management. For businesses seeking growth without

overextension, this approach has become an increasingly relevant solution.
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