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Reward Wall Systems, Inc. now offers a
new tool that will help you get ahead of
your competitors—3 in 1 Financing .
Reward Wall Systems, Inc. and First
Federal Bank of Minnesota have entered
into a home financing agreement to
provide this unique type of financing for
Reward homes.

Your customers who qualify can obtain
a loan that will cover the costs of their
lot, construction loan and permanent loan
all at the same time, making it quicker and
easier to get started building their Reward
home.

In addition to reducing the hassle of
obtaining three different loans, 3 in 1
Financing offers the following benefits:

• No down payment—Homeowners
may create enough equity by acting as
their own building contractor.  In
addition, the bank recognizes that because
a Reward home is so energy efficient, the
homeowner will be able to afford a higher

Continued on Page 5

Reward Wall Systems, Inc., and five other ICF companies recently took part in the Force
Protection Equipment Demonstration (FPED IV) along with the Insulating Concrete Form
Association (ICFA) at Quantico Marine Base in Quantico, Virginia.  This event was essentially a
tradeshow and demonstration of various equipment and products that can be used for
protection from blast and biological and chemical attacks.  Congress developed the Anti-
Terrorism/Force Protection Initiative in response to terrorist attacks such as those on the federal
building in Oklahoma City and the World Trade Center in New York City.  The goal of the
initiative is to reduce or prevent casualties resulting from structural failures in buildings during an
explosive event.  

The main focus of the initiative is on finding construction materials that prevent progressive
collapse of a building.  Progressive
collapse occurs when a local structural
failure causes a collapse in the
remaining parts of the building. 

The objective of FPED IV is to
provide leaders and decision makers
from the Department of Defense
(DOD), other federal departments and
agencies, state and local law
enforcement, correctional facilities and
design firms the opportunity to
observe and become familiar with
equipment and products available for
procurement and testing.   

The ICFA primary members worked
together to construct six 8' x 8' wall
assemblies in mid-March using ICF 6-
inch flat concrete cores.  The walls
cured for approximately 50 days and were tested on May 6, 7 and 8.  The design consisted of
4,000 psi concrete with vertical rebar placed every 16 inches on center and horizontal rebar
placed every 16 inches on center.  The ICF walls were integrated to an 8' x 8' six-inch thick
concrete slab at the top and bottom.        

Two of the six wall assemblies were blasted each day with 50 pounds of military grade TNT.
This was the largest explosive permitted at this facility.  Each day the explosives were placed
closer to the ICF walls--40'and 33'away on the first day, 25' and 20' away on the second day, and
10' and 6' away on the third day.   High protection distance is defined at 33' for the military.   

The ICF walls performed very successfully.  All of the walls received minor damage, but there
was no concrete cracking until the explosives were within 10 feet of the walls.  Even at that close
range the cracking was not severe.  Also, as expected, the EPS foam absorbed some of the force
from the blast and helped to protect the concrete wall.  

Although the demonstration was not considered formal testing, it did increase the awareness
of ICFs as a viable option to construct buildings for force protection.  ICF industry officials
plan to follow up with the appropriate agencies to explore what could be another good market
for ICF construction. 

50 pounds of military grade TNT was able to cause only
minimal damage to the iForm walls.
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PROJECT PROFILE
•  Silverton, Oregon

•  Medical building with
daylight basement and two
upper floors

•  13,020 square feet

•  CMU and brick exterior
finish

•  PVC sheet roofing over 3.5"
Polyisocyanurate R-22

•  5 AC units, total 25-ton in
heat pump

•  Energy Wise utility cost
average, $312 per month

•  Estimated $10,000 per year
energy savings over wood

•  Stairwells and elevator shaft
built with Reward

•  11" iForm for top two levels

•  13" iForm for basement and
crawl space

Open for just two months, the Other Place restaurant restaurant and
sports bar already has been recognized by the Concrete and
Promotional Group of Kansas City.

No bulging or blowouts occurred despite pouring 14' walls in two 7'
lifts.  Inset:  An energy audit predicted annual energy cost savings
of more than $10,000.

Troy Stedman, owner of The Other Place chain of
restaurants/sports bars in the Kansas City area chose Reward
insulating concrete forms for his newest link in the chain. 

“I liked the idea of insulating concrete forms because of the
energy efficiency they provide,” said Stedman.  “I think this type of
construction is terrific, and plan to use it again.  It produces a
great looking building that is unique and energy efficient.”

The Other Place is located in Olathe, Kansas, a suburb of
Kansas City, and has been open for less than three months.
Stedman said he doesn’t have enough data to analyze his energy
cost savings yet, but he expects them to be substantial.  “You can
just feel the difference,” he said. 

The Other Place already has won an award from the Concrete
Promotional Group of Kansas City.  The award was presented
May 19, 2003, in the category of Insulating Concrete Form-
Commercial Division.  The restaurant was nominated by Century
Concrete, Inc., the ready mixed producer for the project, and it
was judged in such areas as project complexity, uniqueness, beauty,
creativity, and quality control.

WORD OF MOUTH AND NET-
WORKING LEADS TO MEDICAL CLINIC
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PROJECT PROFILE
•  Olathe, Kansas

•  5,500 square feet
• One story with half

basement

• Brick and EIFS exterior
finish

•  Commercial rubber roofing

•  50-ton HVAC
•  13" iForm

“THE OTHER PLACE” RESTAURANT
AND SPORTS BAR

or blowouts whatsoever,” said Huff.  He went on to say that they
poured 14' walls in two passes, vibrating 7' lifts.  “You probably
couldn't do that with any other form,” he said.

An independent energy audit found that the utility expense of a
2 x 6 wood frame building of the same size built to meet Oregon
code would average $1,151 per month to heat and cool.  Monthly
energy costs for the Reward version of the clinic were calculated to
come to just $312 showing annual energy cost savings of more
than $10,000.

A Reward Wall Systems medical clinic in Silverton, Oregon,
came about because the doctor/owner had seen other ICF
construction, decided he wanted to use it for his clinic to lower
operational costs, and talked to Reward distributor Lon Huff’s
wife, who happened to be a nurse in the hospital where the doctor
worked.

Huff worked with the general contractor in supervising the site
throughout the project, and was especially pleased with the way the
iForm performed.  “It goes together so easy, and is so strong.  We
vibrated the concrete with a stinger and had absolutely no bulging 



XXX.

REWARD’S ORIGINAL
MANUFACTURING PLANT EXPANDS
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Word is spreading among the Habitat for Humanity affiliates
throughout the country that ICF construction, and specifically
Reward ICF construction, is the way to go.

A good example is currently taking place in St. Louis.  According
to Kyle Hunsberger, construction manager of the St. Louis chapter
of Habitat, they decided to use ICFs after they heard about them
from other Habitat affiliates at a regional conference.  One of the
issues discussed at the conference was building longer lasting homes.
Habitat wants to build homes that will last more than 50 years.  After
hearing about ICF construction, the St. Louis chapter thought they
could be successful with ICFs and save money.  They then began
shopping for the right ICF to use, and narrowed the field to two.  

“Follow-up made the difference,” Hunsberger said.  “We decided
on Reward ICFs because Thad Tobaben, the Reward representative I
talked to, answered all the questions.  With Reward we not only got a
good price, we got the construction and technical support, too.
Reward spent the time to make us feel comfortable.  I also think
iForm is the best of the forms I looked at.”

To date, the St. Louis Habitat chapter has completed 11 iForm
foundations, eight of which already have houses built on them.  They
are planning to complete 15 to 20 more iForm foundations this
summer, and would like to take it above grade in 2004.

Reward distributors throughout the country donate or discount forms
and donate labor for Habitat projects.  Some examples from 2002:

• Minnesota—Approximately 15 foundations in 2002, and with
approximately 20 foundations and one above grade home planned for
2003.  Cemstone Concrete Products in Minneapolis has been working with
Habitat for Humanity for six years throughout Minnesota and Wisconsin.

• Ohio—a handicapped accessible basement, a basement with front porch
and stairwell, and four more planned Habitat projects

• New Mexico—two complete houses and one foundation

• Colorado—a duplex that was tested by the Colorado Energy Star
program and achieved an energy rating of 92 out of 100 points, which is a
5+ rating.  Total utility bills have averaged just $59 per month, which is
less than half the utility cost for similar sized “standard-built” houses
according to the local utility company

• Texas—three ICF houses to be tested for an Energy Star rating

• Virginia—four ICF Habitat homes

• Oklahoma—a local “Neighbor for Neighbor” project similar to, but not
affiliated with Habitat for Humanity

The relationship of the Reward corporate office and the Omaha
Habitat for Humanity has resulted in 19 complete homes and
approximately 30 foundations and crawl spaces since 1999.

Chief Operating Officer Hank Pfeiffer expressed the reasons for
Reward’s involvement this way.  “We feel that people of all income
levels deserve the value-added housing that ICFs provide.  Those in
low-income housing deserve the same long-term affordability, storm
safety and indoor air quality as those who can afford to build high-
end homes.  We think Habitat is a good fit for Reward, and we feel
good about the fact that we can help provide superior housing for
those who need it most.”

Last year Airlite Plastics of Omaha, the first manufacturing
facility in the country to produce Reward ICFs, was experiencing
growing pains.  With manufacturing and storage space spread out
among four buildings and just two loading docks, they had run out
of space.

That’s when Brad Crosby, Airlite’s president and CEO, decided it
was time to expand.  Crosby and several other experienced Airlite
managers combined their collective experience with input from
their design/build general contractor and equipment suppliers and
visits to other manufacturing facilities to come up with the best
design for growth.  “We needed to plan for the future so
customers like Reward, who are continuing to grow, can service
their customers well,” said EPS Division Manager Pat Gredys.

The result is a brand new manufacturing and office facility with
multiple shipping docks that more than doubled their
manufacturing and storage space.  The new facility nearly tripled
their steam capacity and doubled their cooling water capacity.  As
Norm Rief, Airlite’s EPS production manager put it, “We want our
customers to succeed, because when they do, we succeed as well.
This facility will help all of us do just that.” 

Airlite designed their own steam, air and water systems, as well
as the EPS resin distribution system to ensure that they would
function as efficiently as possible.

Built on approximately 40 acres, the manufacturing facility has
room to expand even further.  Airlite’s corporate headquarters and
plastic tie manufacturing facility are located on the property as
well.  “We wanted to bring everything to the same property to
improve our efficiency and keep up with industry demands,” said
Gredys.  Construction began in August of 2002 and was
completed on schedule at the beginning of May. 

What may be the most notable event ever to take place in the
facility happened almost immediately.  President George W. Bush
chose the Airlite plant for an appearance and speech on May 12,
2003, just two weeks after it opened.

REWARD WALL SYSTEMS AND HABITAT
FOR HUMANITY CONTINUE TO PARTNER

THROUGHOUT THE COUNTRY



Letter From the President
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Dear Reward Building Professionals,

Unbelievable as it seems, now is the time for you to block off the date on your calendar for
the Reward Wall Systems national convention scheduled to begin January 25, 2004.

Each year we ask convention attendees to fill out an evaluation form.  We then summarize
the answers we receive and use them as the basis for planning the next event.  The overall
picture shows that you like an event with content that is meaningful to you in growing your
business, and also provides an opportunity for some family fun and relaxation.

Reward Convention 2004 will feature a good mix of both.  Since your responses indicated
that you like the half-day meetings, but wanted more content, we have expanded the meeting
time from two half-day sessions to three half-day sessions.  Although the agenda is not yet
complete, we will be focusing on the following major areas:

•   Our 3 in 1 home finance program and how you can best capitalize on it
•   Value-added services-how to market some of the services you may not be aware 

you provide
•   Experienced and well-respected technical and marketing experts focusing on 

issues specifically tailored to your interests
•   Presentations from Reward corporate personnel to bring you up to date on 

Reward and the ICF industry

The meetings are scheduled to take place during a seven-day cruise that sails from Miami
January 25, 2004, with stops in San Juan, St. Martin, and St. Thomas.  Family and friends are
invited to take advantage of the bargain cruise package we will be offering, so begin planning
your tax-deductible winter vacation now, and watch your mail for more information about
dates and prices in the near future.

Some of you may have already experienced a streamlined and refined form order process
we put in place June 1.  The Reward customer service department has been directed to take
form orders, complete the preliminary paperwork, submit the orders and follow up to ensure
that the form orders are filled quickly and efficiently.  This is part of our ongoing efforts to
examine our corporate processes, as our customer base expands, to be sure we are providing
you with the very best customer service we can.

Best regards,

Edward L. Storm
President
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Technical Tips

Using Waterproofing Materials With
Reward ICFs
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As with any other type of wall system used for basements,
measures must be taken to ensure Reward basements stay dry.
Several different types of waterproofing materials are on the
market and can be used with equal success as long as they are
applied according to company guidelines.  It is critical that you do
not use any solvent- or petroleum-based products, as they will
damage the EPS foam.

The following are the most common waterproofing systems that
may be used with Reward along with some general guidelines:

n Spray-on rubber coatings

• Make sure the seams of the block are covered extremely 
well when using this type of coating

n Contact membrane, sometimes called peel and stick
membrane

• This type of system should be applied vertically down the
wall with the required overlap to make sure the seams are
covered

n Air-gap membrane

• This system offers a release to the hydrostatic 
water pressures

Always follow the manufacturer's guidelines and always make
sure that the water sealant system you are using is extended over
the top of the footings.

Other aspects of the construction that will help to keep a
Reward basement dry are the drain tile system, backfill and grade,
flashing, guttering and downspouts and the stacking the forms and
placing the concrete properly.  Consult the Reward Installation,
Structural and Technical Manual for more information.

15-Minute Thermal Barrier Option
Current building codes require all interior walls, including

basement walls, to be covered with a thermal barrier that remains
in place for 15 minutes.  The only exceptions are some crawl space
applications that meet certain specific criteria.  This is commonly
accomplished by installing ½" regular gypsum drywall.  

Master Coating Technologies recently has developed a cost-
effective product that can be used instead of the ½" regular
gypsum drywall.  MCT 15 has been developed and tested
specifically for ICFs.  This product could be especially competitive
in commercial applications because the costs are essentially equal
for both drywall and MCT 15.  

MCT 15 is sprayed onto the EPS foam directly without a mesh
in much the same way as stucco or plaster is sprayed on.  The
company claims it can also be used as an exterior finish, but there
is no history of this type of use to back up the claim.

loan payment.  Therefore the bank is willing to lend more money 
up front.

• One-time closing costs—Since it is three loans in one, your
customers will close on all three at once with just one set of closing
fees.  And your customers will save an extra $250 for building an
energy efficient home.

• Competitive interest rates—The interest rates will be the same or
lower than those offered by the lending institutions that offer single
loans.

• Flexible terms—Whether your customers serve as their own general
contractor or hire one, they can utilize this program.

• No loan payment for up to a year—Interest that accrues during
construction is added to the permanent loan. As a result, qualifying
customers are not required to start making loan payments until their
home is complete or until 12 months have passed, whichever comes
first. 

“We were able to negotiate this very unique financing option for our
customers because of the number of Reward homes that currently are
being built,” said President Ed Storm.  “We take great pride in the
quality of homes that are built with Reward ICFs, and we are
constantly looking for new and innovative ways to make the decision
to choose Reward easier.”

The 3 in 1 Financing program is a transaction between the
homebuyer and First Federal Bank of Minnesota.  To obtain this
innovative financing package, your customers need simply to visit the
Reward Wall Systems web site at www.rewardwalls.com and follow the
links to have an application sent to them.  All information will be kept
confidential and only First Federal Bank of Minnesota will have access
to it.

A 3 in 1 Financing overview that outlines the program in detail is
available from Reward.  To order a supply to give to your customers,
call Reward at 800-468-6344.

3 IN 1 FINANCING (cont. from pg 1)

Reward ICFs have recently been approved by two additional
code agencies:

• The Canadian Construction Material Centre (CCMC) 
#13107-R approves iForm for use throughout Canada

• The Materials and Equipment Acceptance Division (MEA)
#116-03-M approves iForm and eForm for construction in 
New York City.

Both of these code agencies have additional stringent
requirements that Reward had to meet in order to get the
approvals.

NuWay Concrete Forms, a construction materials distribution
company, has recently joined the Reward Wall Systems team of
building professionals as a major distributor in the St. Louis
area.  NuWay has aided in the Habitat for Humanity efforts in
St. Louis. (See related story on Page 1.)

Stay InFORMed



Reward manufacturing facilities throughout the country
are now applying large stickers containing the Reward logo,
toll-free phone number and web site address to selected
straight iForms.

“The job site presents a tremendous local marketing
opportunity,” said Director of Marketing Brandie Allen-
Rezac.  “Displaying the Reward Wall Systems name and
contact information so prominently is a great way to
generate additional business and build the Reward brand.
The stickers are large enough to be seen from the street,
and people who contact Reward as a result of seeing the
information will be directed back to the customer by us.”

The stickers will be applied at the factory to one straight
iForm per bundle of straights.  They measure 14" high by
44" wide, so fill almost all of the space on the iForm.  They
show dark blue lettering on a clear background, and from
the street look as if the lettering was painted onto the form.

Application of the stickers by the factories began June
1st.  You can also order the stickers for $1.55 each by
calling the Reward shipping department at 800-468-6344. The factories will apply a 14" x 44" sticker to one straight iForm per bundle

for enhanced job site marketing.

REWARD FORM STICKERS INCREASE JOBSITE MARKETING OPPORTUNITIES


