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Pricing trends, benchmarks, and operator insights

Based on an audit of 231 flexible workspace locations across 15 UK
cities.

Market size and location figures based on external market sources and Spacebring research.

$571M

2023 market valuation

$1.59B

2030 projected valuation (CAGR >15%)

4,200+

Active UK coworking locations



UK COWORKING MARKET REPORT 2026
Executive summary

$1.59B 4,200+ 231

Projected 2030 valuation (CAGR >15%) Active UK coworking locations Workspace locations audited across 15 cities
The UK flexible workspace sector has matured into core 1. Hyper-local pricing: Pricing benchmarks must reflect
business infrastructure. \What was once a niche specific city dynamics rather than national averages.

alternative now plays a more established role in real

estate strategy across the market. 2. Pricing transparency: Clear, upfront pricing is becoming a

practical commercial advantage for operators.

This trar\sition demands that.operators gbandon . 3. Booking friction still blocks conversion: Complex booking
generalized market assumptions and shift toward highly flows continue to slow demand capture and weaken direct
localized, operationally seamless models to secure revenue.

commercial viability.
4. Sharper positioning: Generic coworking offers are losing

differentiation as more targeted concepts gain traction.

Why this matters now: Operators that price more precisely, communicate more clearly, and reduce friction are better
positioned to convert demand in a more mature market.



Methodology & scope

Audit scope and benchmarking approach

How the market was assessed

This report is based on an audit of 231 flexible
workspace locations across 15 major UK
cities, including London, Manchester, Bristol,
and Edinburgh.

We tracked 10 operational metrics to
benchmark how operators price, position, and
sell their space online.

The sample includes both multi-site operators
and independent spaces.

Scope: Based on publicly observable operator information.

Key areas tracked & analyzed

(o

Desk & private office pricing
Monthly rates across major UK markets

Pricing transparency
How clearly operators publish plans, fees, and access terms

Chains vs. independents
Market structure across operator types

Digital booking friction
How easily a customer can move from interest to purchase



UK coworking pricing landscape

Regional pricing dynamics
Regional pricing remains far more standardized than London, reinforcing the value of local benchmarking over national
averages.

London pricing shapshot Regional city medians

Entry hot desking Manchester Bristol

£350 / month £200 £160
Leeds Oxford

Private office entry pricing £175 £179.50
Edinburgh Liverpool

£680 |/ desk monthly £187.50 £130

Key takeaway: Regional pricing bands are relatively predictable, but operators should benchmark against local
competitors rather than broad UK averages.

Pricing figures based on Spacebring’s audit of publicly observable operator listings.



Pricing transparency: trust as a strategy

The commercial case for clearer pricing

Many operators still rely on partial transparency, gating premium desks and offices behind contact forms.
However, publishing clear pricing increasingly builds trust, improves inbound lead quality, and accelerates
conversions, turning transparency into a distinct commercial advantage.

01 TRUST 02 LEAD QUALITY 03 CONVERSION

Building trust Pre-qualifying prospects Reducing sales friction
Hiding core rates creates friction Transparent rates filter out Publishing open pricing reduces
rather than intrigue. Clear pricing low-budget inquiries, ensuring barriers to entry, enabling faster
establishes immediate brand sales teams focus administrative decision-making and higher online
credibility and reduces uncertainty efforts on better-qualified inbound booking conversion rates.

for buyers during discovery. demand.

Strategic takeaway: Clear pricing helps operators build trust earlier, improve lead quality, and reduce avoidable friction in the
buying journey.

Scope: Based on a review of publicly observable operator pricing information across 15 UK cities.



The cost of booking friction in flexible workspace

Booking journey analysis across 231 UK locations

Where booking friction still costs
operators 5 2 . 8 % High friction (score 3)

Locations relying entirely on static contact forms and

Many operator websites still function as brochures rather
manual, delayed follow-up.

than booking engines. Gating short-notice assets like
meeting rooms and day passes behind manual inquiry

forms slows or loses conversion. (o]
8 ° 2 /O Medium friction (score 2)
This booking friction incurs a heavy commercial penalty:

lost revenue from high-intent buyers expecting immediate
confirmation, coupled with bloated administrative
overhead to process routine inquiries.

Locations offering live scheduling calendars but
lacking instant checkout options.

(o]
Takeaway: Reducing booking friction helps operators 38 o1 /0 Low friction (score 1)
capture more high-intent demand and cut avoidable admin Locations enabling fully automated, instant online
overhead. purchase capabilities.




Positioning strategies: differentiating in a commoditized
market

Three recurring positioning directions in the current market

As generic coworking offers become more commoditized, operators face greater pressure to define a clearer value
proposition. Across the market, three positioning directions appear repeatedly in spaces seeking stronger differentiation.

01 PREMIUM CORPORATE 02 COMMUNITY & IMPACT 03 WELLNESS & BIOPHILIA
Securing enterprise clients through Driving occupier value through Improving workspace utility
premium hospitality, structured networking, local through advanced acoustics, air
high-specification infrastructure, business support, and active peer quality, and biophilic design to
and verified ESG compliance. collaboration. support health and productivity.
Enterprise ESG & hospitality Community-led differentiation Wellness-led differentiation

Strategic takeaway: Sharper positioning helps operators create a clearer reason to choose their space, supporting
differentiation, pricing power, and retention.



Regional shifts: growth outside London

How opportunity is spreading across secondary and emerging UK hubs

Established regional Belfast growth signal Landlord outlook
density

While London remains the primary Z o/ > 0/
benchmark, corporate o o

decentralization is anchoring

mature secondary hubs: A measured demand Institutional portfolio

Manchester: 118 spaces indicator transition

Birmingham: 68 spaces A 236% increase in local inquiries 60% of UK landlords plan for

Bristol and Edinburgh also show positions Belfast as a strong flexible spaces to exceed 30% of

meaningful regional density regional demand signal and their total real estate portfolios by
suggests a broader distribution of 2030, solidifying the integration of

Emerging markets occupier interest beyond flexible assets into core

Chatham & Middlesbrough higher-cost metropolitan markets. investment strategies.

Directional demand signal based on Instant Group data
Strategic implication: Opportunity is spreading geographically, but competition is also intensifying in mature regional hubs.



Strategic recommendations for 2026

Operational priorities for capturing demand and strengthening conversion

01 ELIMINATE BOOKING FRICTION

Audit and simplify the digital booking path so
customers can move from interest to purchase with
less delay and less manual follow-up.

O3 INVEST IN WORKPLACE UTILITY

Prioritize features that materially improve the work
experience, including acoustic privacy, better
meeting infrastructure, and more reliable
day-to-day usability.

02 MAKE PRICING CLEARER

Publish more visible, practical pricing information to
build trust earlier and improve lead quality.

04 SHARPEN POSITIONING

Move beyond generic coworking language by
defining a clearer audience, value proposition, and
reason to choose the space.



Conclusions

What the 2026 market is asking operators to do differently

The UK coworking market is maturing, and operator performance is becoming more dependent on execution. Across the
research, the clearest advantages come from more precise pricing, lower booking friction, clearer positioning, and
stronger local market awareness.

01 02 03 04
Local pricing matters Lower friction Sharper positioning Regional opportunity
Broad national averages converts better stands out is spreading
are less useful than Operators with clearer, Generic coworking offers Growth is no longer
city-level benchmarking faster booking journeys are becoming easier to concentrated in London
shaped by local supply, are better positioned to overlook as more targeted alone, but mature regional
product mix, and buyer capture high-intent concepts create clearer markets are also becoming
expectations. demand and reduce reasons to choose a more competitive.

manual follow-up. space.

Looking ahead: In 2026, stronger operators will compete less on generic presence and more on pricing clarity, booking
simplicity, and a more defined market position.



Explore the findings further

This report was created to help flexible workspace operators interpret changing UK market conditions
and respond more deliberately in 2026.

For a deeper discussion of the findings, the webinar conversation, or the operator implications, feel
free to get in touch.

Spacebring The Instant Group
Spacebring Instant Group
hm@spacebring.com sarah.colwell@theinstantgroup.com
spacebring.com theinstantgroup.com

Regional demand indicators include Instant Group data.
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