HOW CARTO ACCELERATED GTM
SUCCESS WITH INDUSTRY AND PERSONA
SPECIFIC VALUE STORYTELLING AND

SUCCESS STORIES

Industry:
Location Intelligence / Data Analytics

Business Model:
SaaS Geospatial Analytics Platform

Website: https://carto.com/
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EXECUTIVE SUMMARY

CARTO, a leader in geospatial and Al-powered analytics,
was winning technical buyers and proof of concepts, but
too many opportunities stalled when business analysts and
senior leaders entered the evaluation.

To accelerate growth, CARTO partnered with Genius Drive
to build industry-specific value storytelling and customer
success stories for Telecommunications, Finance, and
Insurance.

By equipping GTM teams with clear, consistent, persona-
aligned value content, CARTO elevated customer
conversations, reduced stalled deals, and strengthened key
customer relationships.

CHALLENGE

CARTO excelled at impressing data analysts with its
geospatial capabilities and emerging Al features, however,
deals frequently slowed because:

Despite being pioneers in postal-code-level targeting, the
team struggled with manual workflows, siloed data, and

time-intensive map creation that slowed client reporting
and hindered operational efficiency.

Key challenges included:

GTM teams weren't engaging high enough with
business analysts and business leaders.

Buyers lacked compelling, business-level justification
to advance evaluations.

Too many opportunities ended in “do nothing,” with
longer sales cycles and smaller ACVs.

CASE STUDY

We had no issue winning over ‘technical’
buyers, but needed a better way to
prove business outcomes to skeptical
business analysts and leaders. Genius
Drive provided the framework and
content we needed to do that.

- LEANDRO RODRIGUEZ,
CHIEF REVENUE OFFICER

RESULTS AND BENEFITS

Elevated GTM conversations

making it easier to engage business
leaders and justify investment.

Improved deal momentum

reducing stalled deals and supporting
larger ACVs.

Accelerated adoption of value-selling

with clearer, more consistent messaging
across all teams.

Strengthend customer relationships

with success stories that customers
were proud to promote.

Genius Drive helped us drive higher-
level customer engagements, accelerate
deals and build stronger customer
relationships.

- MICHELLE FURMAN,
DIRECTOR OF OPERATIONS
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Genius Drive collaborated with CARTO's product Aaser
marketing, sales and customer success teams, along cHaLLENGES
with select customers, to deliver a comprehensive .
value-selling content foundation.

DID YOU KNOW ...

TANGIBLE IMPACTS INCLUDE

VALUE STORYTELLING FRAMEWORK

Industry and persona-specific value stories
using the Genius Drive PIVOT method,
helping sellers understand what matters
most to data analysts, business analysts
and business leaders and articulate
outcomes with confidence.

TOKIO MARINE HIGHLAND (TMH)
ELEVATES FLOOD INSURANCE L
OPERATIONS WITH CARTO s

Company: Tokio Marine Highland
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Before CARTO, our underwriters were spending 30% of their time on underwriting evaluations—compiling and
trying to visualize risk data from multiple sources including slosh data, claims data, and burn scar maps. That was
valuable time lost on manual steps instead of underwriting decisions.

DISCOVERY GUIDE - TRACEY REID

A detailed guide outlining persona-
specific discovery questions to diagnose
challenges, quantify the cost of “do
nothing” and uncover value opportunities.

We needed to accelerate industry-
specific value content development.

GEOSPATIAL MATURITY ROADMAP Genius Drive delivered what our sellers

A capability and maturity model for QL and CS teams needed to have better,
customer success teams, enabling higher-level engagements.
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clearer articulation of next-best actions. SENIOR MARKETING DIRECTOR
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