
The report provided insights 
about Bicultural Hispanics to 
help the client’s marketing 
team to better engage with the 
audience 

The report helped the client’s 
insights team to identify 
information gaps and plan the 
research roadmap on 
B-Cultural Hispanics across 
various categories to influence 
future marketing, campaign 
and new product development 
strategies for this segment
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Hispanic population represents the majority of population 

growth in the US. Bicultural Hispanics are the second 

generation Hispanics; are bilinguals and the ones who have 

adopted US behaviors and attitudes while still holding on to 

key Hispanic values. They have a higher proportion of 

millennials compared to overall Hispanics; are more digitally 

savvy and are heavy influencers. 

The client’s insights division wanted to help the marketing 

division construct customized strategies for Bi-Cultural 

Hispanics. While there was a lot of existing data on Hispanics, 

the client wanted help in identifying the information gaps for 

Bi-Cultural audience and sanction additional studies that could 

help in constructing future strategies. They reached to Course5 

as they lacked the time and resources to do a deep-dive across 

various categories.

Approach
As a first step, Course5 created mini teams with resources to 

cater to the 7 categories the client wanted – Oral Care, 

Personal Care, Home Care, Shopper’s Insights, Lifestyle, Retail 
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Insights, and Media Trends. Each of these teams touch-based with the client’s SPOC for the respective 

categories and collated all data the client had. This included internal quantitative and qualitative 

research reports as well as external syndicated reports. After doing the information audit, the report 

strawman was built that covered – an overview of Bi-cultural Hispanics, their attitudes on the category, 

the market, purchase behavior and messaging and promotion. Post client’s confirmation on the 

storyline, Course5 built the report by synthesizing the information across existing sources to a crisp 

visual story and provided key opportunities (recommendations) to the client based on ‘What we know’. 

The last section of each report highlighted ‘What we still don’t know’, in other words the information 

gaps.  All the 7 reports were completed in 3 week’s time.

https://www.course5i.com/


Outcome
Excerpts from the report

Heritage influences their purchase decisions. They keep their family needs in mind while making 

purchase. 

Mobile tools and online resources play an important role as, 56% Bicultural compare prices on 

phone while at store. They also look for better deals and coupons. 

Bicultural bank on coupons and discounts. Close to 4 in 10 Bicultural purchase Personal Care 

products when they are on sale and make special trip to shop where prices are low.

40% of Bicultural Hispanics tend to be the first ones to try new Personal Care products. They are 

very knowledgeable about beauty products and love giving advice to family/friends.

Close to 90% of the Biculturals prefer antibacterial and germ killing cleaning products. Fragrance is 

also among top considerations. 

As a first step, Course5 created mini teams with resources to 

cater to the 7 categories the client wanted – Oral Care, 

Personal Care, Home Care, Shopper’s Insights, Lifestyle, Retail 
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research reports as well as external syndicated reports. After doing the information audit, the report 

strawman was built that covered – an overview of Bi-cultural Hispanics, their attitudes on the category, 

the market, purchase behavior and messaging and promotion. Post client’s confirmation on the 

storyline, Course5 built the report by synthesizing the information across existing sources to a crisp 

visual story and provided key opportunities (recommendations) to the client based on ‘What we know’. 
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gaps.  All the 7 reports were completed in 3 week’s time.



About Course5 Intelligence
Course5 Intelligence enables organizations to make the most effective strategic and tactical moves relating to 

their customers, markets, and competition at the rapid pace that the digital business world demands. We do 

this by driving digital transformation through analytics, insights, and Artificial Intelligence (AI). Our clients 

experience higher top line and bottom line results with improved customer satisfaction and business agility. 

As we solve today’s problems for our clients, we also enable them to reshape their businesses to meet and 

actualize the future.

Rapid advances in Artificial Intelligence and Machine Learning technology have enabled us to create 

disruptive technologies and accelerators under our Course5 Intelligence suites that combine analytics, digital, 

and research solutions to provide significant and long-term value to our clients. 

Course5 Intelligence creates value for businesses through synthesis of a variety of data and information 

sources in a 360-degree approach, solution toolkits and frameworks for specific business questions, deep 

industry and domain expertise, Digital Suite and Research AI to accelerate solutions, application of 

state-of-the-art AI and next-generation technologies for cognitive automation and enhanced knowledge 

discovery, and a focus on actionable insight.
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