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1. The decision to Enter China
Though it was a hard decision for Sarah to make, my perception is that Trojan should enter China. Considering the rapid growth of China Economy and the expectation of an increase in population, most of the population has no sufficient clean water for their needs. Almost all the four segments (municipal, industrial, commercial, and residential) of wastewater and clean water that Trojan engaged in are required in China. The decision of the China government to put environmental protection agendas as a critical issue is an encouragement for Trojan to enter into the economy and help the government on environmental protection by developing some urban sewage treatment systems (Pratima, Paul, and Ruihua, 1999).
Though the corporate profits were not growing as the size of the market grew, encouragement of foreign direct investment had been designated hence the essentiality of Trojan entering China. Trojan has the most excellent opportunity to enter China and diversify in the different china cities which are suffering from severe water shortages and poor-quality water supply. The Ultraviolent technology used by Trojan would help the company to efficiently distribute quality water to all the cities suffering from the inadequacy of water supply (Pratima, Paul, and Ruihua, 1999). There is serious water pollution in China resulting from industrial wastewater and sewage water which Trojan can solve by establishing an Ultraviolent technology water treatment system in various China towns (especially the 17,000 towns without sewage and water treatment) which is part of the company. 
Further, China utilized mostly chlorination disinfection method which is less effective and less world accepted as compared to Ultraviolent technology the Trojan uses (Pratima, Paul, Ruihua, 1999). Therefore, entering in China would be successful since Trojan will be able to provide water treatment equipment that are above the internationally accepted standards. Trojan also has an advantage of having five engineers in the R and D department who are originally from the mainland of China.
2. Trojan Technologies Inc: The China Opportunity 
Trojan has a great opportunity like any other global company offering such services.  Essentially, it uses UV technologies in water treatment is a unique method as opposed to the traditional approach; chlorination. Any company usually takes advantage of its strengths and opportunities to expand and compete in the market. Trojan enjoys its wide range of opportunities available across different countries. It is a world leader in the technology of ultraviolet disinfection systems for treating water for the municipal wastewater applications. The use of the UV technology can facilitate the company's overall goal of looking for expansion by venturing into other countries in the United States and other parts of Europe. For instance, in Asia-China due to its growing population would create an expansive market for the company. The technology of UV was most preferred in most countries that Trojan invested in because it was environmentally positive. Also, among other competitors of Trojan, none of them had managed to invest in China which posed a big market for their services. This proves the potential and the advantage the Trojan has to exploit the China market.
However, to penetrate the entire market in China, the company must first identify the most strategic segment in the market which would eventually pave the way for the whole market. It enjoys about 80 percent of the world’s wastewater treatment market due to its UV technology. There are four segments in the China market that Trojan must focus on and decide on the one to penetrate first. The municipal, industrial, commercial and the residential. Regardless of the promising source of the company’s revenue in the civil segment (it accounted for about 4 percent of the overall cost of the municipal water treatment plant), I believe it would be essential to start with the commercial. It deals with discharge from the different water supplies, for hotels, office buildings, shopping malls and hotels since they usually have high water usage on a routine basis as compared to other segments.
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