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J
une 9, 2026, marked Amarr’s 75th 
anniversary. Throughout its history, the 
company has established itself as one of 
the world’s leading manufacturers and 

distributors of sectional doors for both the 
residential and commercial markets while 
continuing to expand its offerings through 
strategic acquisitions. Today, the company has 
five manufacturing facilities, 50 Door  

Centers, and over 5,000 customers across 
North America.

In honor of this impressive milestone, 
D+AS interviewed current Amarr President 
Val Sigmon and other members of Amarr’s 
leadership team to discuss the company’s 
legacy, keys to long-term success, and 
perspectives on the evolving industry.

How was Amarr founded?
On June 9, 1951, in Winston-Salem, N.C., after 
seeing increasing demand for wood panels for 
garage doors, Abe, Morris, and Herb Brenner 
transitioned their building supply company into 
a distributor of wood garage doors. Amarr is a 
consolidation of two of the founders’ names: 
Abe and Morris. 

In 1969, Amarr began building 
garage doors. How did that 
transition come about?
As the volume of garage doors being 
purchased increased and business grew, Amarr 
started manufacturing wood garage door 
sections. We opened a manufacturing plant 
in Opelika, Ala., in 1978 and a second plant 

two years later in Navasota, Texas. These two 
plants allowed for better lead times and a more 
efficient, lower-cost supply chain that was key 
to our expansion in the Southeast, Texas, and 
eventually all of North America.

The first Amarr Door Center opened 
in 1983. Today, there are  
50 in the US and Canada. Why is  
the Amarr distribution network  
so important?
Having local distribution has been crucial 
to our success in North America because 
our customers have local, quick access to 
products. As consumer demand for garage 
doors has expanded with more colors and 
options, our distribution footprint has evolved 
to include production-like capabilities in 
multiple Door Centers, allowing us to continue 
to provide industry-leading lead times that 
help our customers succeed.

Amarr wood panel door from 1950.
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What factors have helped  
Amarr become a leader in the  
door industry?
Over the years, many different investments 
have contributed to our growing customer 
base. However, the most important factor is 
our people. Amarr team members work hard 
to build strong personal relationships with our 
customers. We help support their growth and 
success together. Relationships matter and 
still drive business today. Also, our Amarr Door 
Centers have allowed us to provide high levels 
of service, short lead times, and a local market 
presence to our customers.

What is the secret to Amarr’s  
75 years in the industry?
Amarr’s longevity is based on listening to our 
customers and team members and genuinely 
caring about helping both groups grow and be 
successful. Regardless of how large we have 
become, we keep the voice of the customer 
and the voice of the employee as the priorities. 
We value feedback, and most importantly, we 
act on it.

What has been the most significant 
challenge Amarr has faced in the 
past 75 years, and how did the 
company persevere?
While COVID was a key challenge, the most 
significant was the Great Recession that 
started in December 2007 and lasted until late 
2009. The industry saw a decline in demand of 
30-40% overnight. During this period, Amarr 
focused intently on how to ensure we continue 
to service our customers to allow them to 
remain as stable as possible, and when the 
time was right, get back to growth.

Can you speak to Amarr’s recent 
acquisitions, and the value they 
bring to the company?
A key acquisition for Amarr recently was 
Lawrence Doors, who offers coiling products 
primarily to the West Coast. Lawrence Doors 
celebrated its 100th anniversary in 2025 and 
has a robust product offering. With Amarr’s 
national distribution network and large number 
of dealers, we can now offer competitive 
commercial coiling products nationwide.

What are the most important 
factors in building a successful 
manufacturer-dealer relationship?
First and foremost is trust between the 
manufacturer and dealer. We have direct, 
honest, and transparent discussions with our 
partners about our strengths and areas for 
improvement as well as intentionally listening 
to our customers’ concerns and feedback. We 
then incorporate the input into actions that 
best meet their needs. Achieving a long-term, 
win-win partnership helps both us and our 
dealers be successful. 

“Our relationships with our dealers are our 

greatest asset, and we’re proud of the trust 
we’ve built together. When something goes 
wrong, our dealers know we won’t hide 
behind emails or excuses — we pick up the 
phone, own the issue, and make it right,” said 
Vice President of Sales Blain St. Ama.

Our relationships with our dealers 
are our greatest asset, and we’re 
proud of the trust we’ve built 
together. When something goes 
wrong, our dealers know we won’t 
hide behind emails or excuses — 
we pick up the phone, own the 
issue, and make it right, said Vice 
President of Sales Blain St. Ama.
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Door + Access Systems | Summer 2026 51



continued from page 51

How is Amarr adapting to emerging 
trends and changing customer 
expectations?
Vice President of Marketing and Innovation 
Vickie Lents said, “Amarr is evolving with today’s 
customers’ expectations by introducing design-
forward garage door collections that enhance 
curb appeal, allow homeowners to express their 
personal style, and meet their lifestyle needs.”

“We are also expanding our portfolio of 
insulated doors engineered for improved energy 
efficiency and year-round comfort. Amarr is 
integrating smart technology with the newly 
introduced Kwikset residential garage door 
openers that seamlessly connect with home 
and vehicle platforms, delivering greater 
convenience, control, and security.”

How has the company culture 
evolved over the years?
Amarr maintains a Culture of Caring Service, 
which means doing whatever possible to take 
care of our customers and team members. That 
has been a part of Amarr since it was introduced 
by the founders and exemplified by former 
President Richard Brenner.

In 2013, ASSA ABLOY acquired Amarr and 
has been the perfect strategic owner and 
complement to Amarr. ASSA ABLOY is a very 
decentralized organization, allowing those 
closest to the customer to make decisions to 
ensure success.

In a competitive market, what 
differentiates Amarr from other 
door manufacturers today?
Our people, our Door Centers, our service, and 
our innovative high-quality products have 
driven our differentiation for years. In the 
last 10-plus years, we have developed and 
continue to develop digital tools to support 
our dealers and improve the ease of doing 
business with Amarr. We’ve implemented 
electronic ordering, inventory visibility, 
order tracking, online invoice payment, and 
numerous other dealer-driven tools.

Why is it important for 
manufacturers to stay active in 
the industry?
All manufacturers should support and invest 
in our industry, which in turn supports our 
customers. Organizations like DASMA provide 
much needed technical, marketing, and 
product support and education to manufac-
turers, dealers, architects, and end users. 
Technical requirements, certifications, and 
building codes change constantly, and it is 
important to understand how these changes 
impact our industry.

IDA is another industry association that 
manufacturers should contribute to, as 
this body focuses on efforts to support and 
improve our customer base and industry. 
Both DASMA and IDA provide a unified voice 

for the industry, and supporting these 
organizations has been a key part of Amarr’s 
success through the years.

After 75 years, which 
achievements stand out?
A milestone that we are especially proud of 
is being a part of the successful growth of so 
many of our customers that we’ve worked 
together with for many years. Our core focus 
is to help our customers grow, which results 
in our growth as well. We have the same pride 
in our Amarr team members. Many of our 
senior leaders started with the company in an 
entry-level position and are now running key 
functions within our business.

What excites you most  
about the future of Amarr and  
the industry?
What excites me most is the opportunity. 
The past has given us many unexpected 
challenges that have made us a better 
company and supplier. We have excelled 
during these times and worked with our 
customers to overcome challenges to keep 
growing. That drive is part of our culture and 
it’s in our DNA. We will continue to grow as our 
service to our customers improves and our 
customers grow. 

Lyle Symons and Dana Profetta of Profetta Door. Symons has worked for Amarr for over 40 years.
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