
 

 

 

 

  

 

 

 

 

  

 

 

 

 

 

 

 

 

Over the last ten years, Noregon’s Sales team has evolved to satisfy the industry’s changing technological 

landscape. In a span of nearly thirty years, Noregon has gone from writing custom OE software to providing 

the premier all makes in-shop diagnostic and repair tools, to offering cloud-based, remote diagnostic 

applications. 

Kyle Brown, Noregon's first inside sales professional, has been front-and-center to witness the 

transformation. He and his hiring manager had similar backgrounds; they both were mid-career job 

changers, came from transportation backgrounds, and had no experience selling software. Kyle smiles and 

says, “I guess I was preparing for a role at Noregon since my first job out of college was in commercial bank 

financing for transportation equipment. You could say I was learning the language of the transportation 

industry back then.”  

After a few years, Kyle moved to High Point, a small North Carolina town known as the Furniture Capital of 

the World. For twenty years, Kyle worked in the furniture industry at his father’s business. In the early 2000’s, 

as Kyle puts it, “I saw the writing on the wall for furniture manufacturing to move overseas and decided to 

roll the dice and make a career change.” Kyle pauses briefly and says, “I am glad I made a leap of faith to  
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change careers with a growing family, but I am also grateful for the years I spent working with my dad in the 

business before he passed away.” 

When Kyle started at Noregon, he sold cables, adapters, and JPRO, which at the time was burned onto CDs at 

Noregon’s headquarters and mailed to customers. Like our software that is now available for download upon 

purchase, Noregon’s sales teams have also matured.  Sales teams now handle National Accounts and have 

grown to include territories with regional managers and JPRO Sales Partners (JSPs) throughout North 

America.  

For Kyle, he can adapt and pivot just fine. He has grown in 

his role from the lone sales guy to partnering with a 

Regional Territory Manager to enhance the customer 

buying experience. Kyle says, “I am still very much the 

point of contact for new customers.” He continues, “I get 

the chance to get to know them and figure out how to best 

serve them. I sometimes wear a trainer hat to direct them 

to our online resources, help them when I can to save a 

call into Product Support – whatever I can do to create a 

good and valuable experience for them.”  Kyle also enjoys 

maintaining relationships with his customers who renew or 

upgrade their licenses.  

Off the clock, Kyle says his hobbies are “my two boys.” He 

and his wife enjoy the season of parenthood that includes 

his college student and college graduate finding their way 

into the world of becoming adults.  


