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For Noregon, the customer relationship is not simply about making the sale. Our customers routinely develop a first name-

basis relationship with their sales professionals, provide input on their usage of Noregon products, and help drive product 

enhancement decisions by communicating market and industry needs. To develop these relationships, however, requires a 

personable and dedicated sales staff that takes pride in listening to their customers.  

Noregon’s National Account Sales Manager, Adam Lumia, is one of those professionals who enjoys getting to know people 

by listening and learning so he can suggest the right solution for their needs. He chose a career in sales because, “I like 

people and I am good at building relationships,” He says, “It is important to me to align what fits their needs for their 

business.” Adam continues, “Building credibility and trust with customers who have many stakeholders – like IT 

departments, fleet managers, operators, and technicians – takes time.” Adam believes his patience and passion to answer 

questions early in the sales cycle provides a long lasting, delightful customer experience.  
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During the sales cycle, Adam enjoys showing customers new features and capabilities. According to Adam, the fun part is, 

“Watching that ‘aha’ moment where the pieces of the puzzle come together – when customers see how our products add 

value and a good ROI (return on investment) to monitor, maintain, and repair their vehicles.” He adds, “Knowing they see 

value and buy our products for the right reasons is why I am glad to work at Noregon.” 

 

How Adam treats his customers mirrors how we treat each 

other at Noregon. Adam says, “We are so willing to talk to 

each other. It is easy to get to know everybody on the sales 

team and in other departments. People are positive and 

the atmosphere is supportive.” Adam's years of experience 

in the industry provide him with the wisdom to know how 

important cohesion is among internal customers as well. 

Adam does a fantastic job coordinating operations or 

training to ensure customers are supported after he closes 

business. Adam is quick to point out, “It is important to me 

to maintain the relationship after the ‘ink is dry’ because 

without keeping a pulse on my customers’ new or recurring 

issues, I risk someone else doing it for me.”  

 

In his spare time, Adam gets a chance to flex his creative muscles and show off his artistic side. As an artist, he recycles 

metals or other scrap to create industrial metal sculptures. Practicing with a different medium, Adam also paints, and his 

work has been displayed in local galleries and restaurants. With a son away at college playing football and a daughter soon 

to leave the nest, he has more time to develop his craft. When he earns his two-week sabbatical for completing five years of 

service at Noregon, he hopes to travel to the Maldives in the South Pacific. “I would love to stay in one of those huts on the 

water and snorkel. It looks so beautiful.” 
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