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Introduction

Who is Mather Economics

Challenges facing Contractors

What to do with your data?

How Mather can help

Pilot Project
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10:1
RETURN ON 

INVESTMENT

Mather works with 
organizations in several 
industries to help them 

adapt their business models 
to digital disruption.

200
CLIENTS IN 

DIVERSE INDUSTRIES

Our typical client 
engagement provides a 

10-to-1 return on 
investment. We increase 

revenue yield and reduce 
risks from pricing actions.

Mather Economics is a business consultancy specializing in applied analytics and 

subscription lifecycle management.

We provide customer 

analytics and yield 

management for over 200 

clients with $6 billion in 

combined annual revenue 

and 30 million customers.

$6B+
REVENUE 

MANAGEMENT

Founded in 2002 to apply 

microeconomics and 

predictive modeling to 

business challenges. 

Globally recognized as a 

leader in subscription 

price optimization. 

YEARS OF 

EXPERIENCE
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Mather Economics is globally recognized as experts in pricing

Benchmarks from 600+ client markets globally and 18-years experience

Customized, consultative process with your in-house analytics team

Turnkey execution

Extensive reporting includes A/B testing and model validation 

Dynamic revenue forecasting

Fully GDPR and CPPA compliant, SOC2 audited for security and privacy
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Media

Sports

Higher

Educ

Telcom

HVAC

Lottery

Digital

Products

Wine

Mather Economics has diverse 
industry experience

We help our clients use data to 
improve profitability

We do not need ”good” data to 
help companies succeed

Autos



• We are affordable
• Flexible arrangements, no long-term contracts

• Payback on our work in as little as 90 days
• We find “low hanging fruit” to produce quick wins

• We have long-term client relationships
• First 10 retainer clients still work with us



Mather Economics is seeking two (2) pilot projects to help HVAC Contactors improve the 

profitability of their businesses

o Seeking Contractors with diverse business models

o Will develop a toolkit to include:

▪ Historical analysis of profits 2-5 years

▪ Risk and opportunity assessment

▪ Job costing tool to optimize profits by job, by Client, by season, etc

▪ Forecasting tool for improving profits 1-3 years into the future

o Work custom to each Contractor

o ‘Skin in the game’ – Cost of service is $500 per month (4-6 month project)

o Must be willing to allow promotion of case study



• Shrinking profit margins without a 

strong understanding of how to maintain 

or grow

• Better accuracy to improve the bid 

process to improve profit

• The need for improved forecasting of 

Materials, Labor, Equipment, Overhead, 

and Warranty costs

• Profit margin variances by job type, 

client, seasonality, etc, impacting your 

short and long-term success

• Understand the risks and opportunities 

today and for the next 1-3 years
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As a small business owner, monthly decisions can have a huge impact on margins and profitability. The layers 

of data available to each HVAC Contractor can swing the needle of profitability if you know where to look.  

The impact that improved job bidding and short/long-term forecasting are drivers of profit as much as the 

quality of your work.  

Materials Labor Equipment Overhead



• Historical data review to provide a profit 

analysis for key expense categories

• High level summary statistics outlining risk 

and opportunity areas for expenses and 

revenues

• Client and job-type segmentation for a 

better revenue development

• Job costing tool for use “bid sheet” to 

assign or validate Client estimates

• Forecasting tool for current year profits 

and a 1-3 year outlook



Sensitivities can be measured at the SKU, 

product line, or any other level in order to 

identify opportunities for price adjustments

Our algorithm balances the tradeoff between 

revenue and volume, thereby maximizing 

revenue

Price sensitivity varies significantly across 

product line, illustrating the opportunities for 

targeted price changes
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Price sensitivities are measured for each customer

Discounts can be strategically assigned to optimize 

revenue

Recommendations can be integrated into existing 

sales dashboards or platforms

Updated using econometric and machine learning 

methods based on historical and reporting data
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Lowering price requires large volume increase to maintain profit.  Raising prices strategically often leads 

to significant revenue growth with minimal volume loss.
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A typical applied analytics project approach phases

Step 01
End-State Goal 

Definition and Use Case 

Capability Requirements 

Discussion

Step 03
Predictive Model 

Specification, 

Testing, and 

Evaluation

Step 04
Business Case 

Modeling, and 

Recommendations

Step 05
Implementation 

Support, A/B 

Testing,  

Reporting &

Ongoing Support

• Data request to 

Client

• Definitions and 

interpretations of the 

source data

• Prepare data set for 

analytics and 

modeling

• Completed 

econometric models of 

price elasticity and 

conversion

• Geographical/

Regional price 

elasticity

• Customer 

segmentation and 

content economics

• Recommendations for 

analytics-driven 

initiatives

• Strategic marketing 

and pricing 

recommendations

• Projected results for 

analytics initiatives

• Selection of target 

customers for testing

• Target/control group 

reports

• Performance reporting

• KPI performance 

reports

• Ongoing analytics

• Consultation and 

training

Step 02
Data Preparation, 

Current State 

Evaluation, 

Executive interviews

• Discussion of 

desired outcomes 

and use cases

• Operational 

requirements 

discussion

• Deliverable 

definitions



Time is money. 

Let Mather Economics help 

you use your own data on the 

path to success.
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