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Opportunities and Global Strategy
Opportunities  
The emerging markets in the Latin America provide a chance for the company to market and sell medical devices. The market is viable given the high population in the countries that form Latin America and less regulation in trading in the region. For instance, Columbia, Peru, Guatemala, and Ecuador do not have enforced rules. Latin America is headed towards harmonizing regulation in the use of medical devices like other parts of the world. Therefore, there is a variety of opportunities in expanding business in these countries. 
Future of the Company and Portfolio of Products
The first opportunity to venturing in the Latin America markets is the sale of medical devices. However, the future portfolio of products will encompass drugs, laboratories and clinical trials. The Latin American pharmaceutical market have streamlined clinical trials approval processes and advanced regulatory guidelines facilitating the need to expand the portfolio of products. Further, harmonization in all aspects of pharmaceutical products means the company’s existing products will have market acceptance in the region. 

Global Strategy
In most Latin American countries, a company should register a product with the Latin American regulations and should either establish an office in the country of operation or use a third party in the distribution process. Further, the third party distributor should be registered with the Ministry of Health. The global strategy of the firm is to establish an office in the preferred country as a foreign direct investment. One of the disadvantages of using a third party as a distributor is the misinterpretation of regulations. 
The company would establish an office to conform to the regulations to achieve maximum market acceptability in the region. Further, services of the local distributors would be needed to overcome the language barrier and to take advantage of their experience in working in the region.  
