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Reward Wall Systems is expanding its line of ICFs with
a new taper top form, available now for 11" and 13"
form sizes. Reward also customized its unique patent
pending xLerator drop-in reinforcement as a companion
component for the taper top form making foundation
finishing more labor-efficient, faster and easier.

Taper top forms are typically used as the finishing course of a Reward ICF wall.
The purpose of the taper top is to allow for more concrete structural bearing on
certain applications, such as:

• Any wood-framed structure built over a Reward basement or crawl space. This
includes modular homes, manufactured homes and log homes

• Roof trusses bearing on the top of the above grade Reward wall
• A 9" above-grade Reward wall over a 13" Reward basement with the taper top

turned to the inside and a wood frame floor bearing on the tapered area
• A wood framed structure constructed on top of a Reward basement or crawl

space with masonry veneer bearing on the tapered area

The xLerator is a pre-
manufactured reinforcement system
that reinforces the corbel portion
of the taper top forms. (Reward
introduced the popular xLerator for
its ledge forms in 2003.) The
xLerator replaces traditional field
reinforcement, making installation
more labor-efficient while
complying with ACI 318
specifications. The xLerator also
allows taper top forms to be used
in cantilever applications. No other
company offers a comparable
product.

“Although other ICF companies
offer a version of the taper top form, no one offers the form and the reinforcing to
go with it. The xLerator is like nothing the industry has seen before,” says Vice-
President for Sales and Training John Moylan. “Customers using xLerator with our
ledge forms love it, so it made sense to offer it for use with the taper top ICFs. For
applications where this kind of reinforcement is necessary, the xLerator is the only
way to go.”
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Reward’s new Home Plan CD
represents a new high in marketing
tools that Reward Wall Systems, Inc.
provides to its customers.

Nearly a year in development, the
Reward Home Plan CD is well worth
the wait. It contains nearly 100 of
today’s top home plans created
specifically for ICF construction.
Potential clients can find and select
the plan of their choice, confident
that it can be built with ICF walls. In
addition they’ll learn why their new
Reward-built home isn’t just better
than traditional construction—it’s
better than those built using other
brands of ICFs. A visually pleasing,
fast-moving presentation allows home

Home Plan CD—Not Your
Ordinary Marketing Tool

Products work together to make
foundation finishing faster, easier, more
labor-efficient 

continued on page 6

Reward Wall Systems
Expands Line with Taper 
Top ICFs, xLerator™



PROJECT PROFILE
•  Springfield, Missouri

•  1 ½ story home with walkout
basement

•  5,500 square feet

•  Brick, EIFS, vinyl siding
exterior finish

•  Imitation slate/recycled
rubber roof materials

•  Icynene expanding foam
insulation on underside of
roof decking

• HVAC—5-ton for basement
and main floor; 2-ton for
second floor

•  Self-supporting curved
staircase between 1st and
2nd floor

• Actual average monthly
heating and cooling 
costs—$33.55

• 5-Star Energy Rated

• 11" iForm

Kisling uses his Reward home and his heating and cooling bills as a
selling tool.

How to Heat and Cool 5,500
Square Feet for $33.55 per Month

PROJECT PROFILE
•  Barboursville, West Virginia

•  5,600 square feet

• 32-foot high walls

• Gym with basketball court,
kitchen, bathrooms and
storage space

•  Flat roof with rubber
coating

• Brick exterior to match
existing brick

• 13" iForm

Long-time builder and Reward dealer, Scott Kisling of Up-Tyte
Construction in Springfield, Missouri, practices what he preaches. When
it came time for him to build his own home, he not only went all-
Reward for the walls, but he also had his heating and cooling
metered separately so he could get an accurate tally of his heating
and cooling costs. And after 21 months, those costs are averaging
out at just $33.55 per month!  Because of more than eight years’
experience building with ICFs, Kisling knew all about their energy
efficiency. But even he was surprised at the low cost of his
heating and cooling as well as the other aspects of living in an all-
Reward home.

“I didn’t realize that shutting out the noise from the outside
would make me notice little noises on the inside. We can stand at
one end of the house and hear the computer running at the other
end, for example. It took a little adjusting to at first,” he said.
Kisling says he and his family also enjoy the even temperatures in
their Reward home, with very little temperature variance between
floors.

Kisling entered his 5-Star Energy Rated home into the area
Parade of Homes soon after it was built, and has used it as a
model home with good results ever since. “It really helps to sell
the concept of ICFs when people can experience it first hand,”
he said.
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When talking about additions to existing structures, most people
don’t think about ICF construction. But ICF additions have
become more common in recent years as people realize they can
still reap the benefits of energy efficiency and sound attenuation
that an ICF structure offers.

Such was the case with Steele United Methodist Church in
Barboursville, West Virginia. When they decided to add 5,600
square feet of space to accommodate a gym, kitchen, and
bathrooms as well as additional storage space for their daycare
operation, they wanted to build something that was durable, energy
efficient and most of all, something that would contain the noise
generated when the gym was in use.

Reward ICFs fit the bill perfectly.

ICF subcontractor Mike Eplin of Adams Trucking in
Barboursville says that he didn’t even feel like a subcontractor—
more like a consultant. “We sent one of our guys over there to
work with the general contractor’s crew and be on hand during the
wall construction,” he said. “We had a couple of delays because of
weather, but the walls were finished within two months, and the
entire project was completed within seven months.” Eplin went on
to say that the people he’s talked to who have been utilizing the
new addition are extremely pleased with it, and that the walls are
performing just as they had hoped.

Durability, energy efficiency and noise reduction were the main
fators in choosing Reward.

5,600 Square Foot ICF 
Church Addition
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Reward Adds Eighth
Manufacturing Facility for
Insulating Concrete Forms

In mid-June, Reward Wall Systems added an eighth
manufacturing facility for its ICFs, increasing production capacity in
the nation’s largest market for the building system.

DiversiFoam Products, based in Rockford, Minn. (about 15 miles
west of Minneapolis), produces Reward’s 13" straight and 90-degree
corner forms. The ramifications for builders in the area are
significant: customers in the region could see their shipping costs
drop by as much as 60%.

“Minnesota is the top market for ICF construction in the U.S., so
we are thrilled to add production capabilities in the region,” says
Kevin Jones, director of manufacturing operations for Reward. “We
are committed to providing the best service to our customers, and
in this case that means working with a reputable company to
increase production.”

DiversiFoam Products opened in 1966, and began producing
extruded polystyrene in 1982. “We are one of only four
manufacturers in the U.S. that make extruded polystyrene, and the
only manufacturer in North America to produce both extruded and
expanded polystyrene products,” says Dick Schmith, director of
marketing for the company.

“We have many years of experience producing foam products,
and since expanding our operations in 2000, we have the capability
to grow with Reward as their business continues to prosper,”
Schmith adds. Current facilities are 400,000 sq ft, and the company
owns land that can accommodate an additional 100,000 sq ft of
production space, allowing for further expansion in the future.

Rockford, Minnesota’s DiversiFoam Products
will help serve nation's largest market 

When Jon Dick, AIA, of Archaeo Architects in Santa Fe met
with his clients to discuss the house he was to design for them,
they asked him to replicate the traditional thickness of old adobe
walls with an alternative building material.

Being familiar with ICF construction, Dick knew that he would
be able to accomplish the look he was after and accommodate his
clients’ requests by using ICFs. He took the advice of the ICF
subcontractor, Scott Golden of Golden Seibert Company in Santa
Fe, and chose Reward ICFs for the project.

Dick created a design based on a traditional Mexican hacienda
courtyard, but with contemporary detailing, including steel and
fabric canopies on the exterior. “Since the primary living and
dining room exterior wall was curved to take in the panoramic
vista, and because insulation and acoustic qualities were important
to the homeowners, Reward ICFs worked well for the exterior
walls of the house,” he said.

This house has been a high profile project for Archaeo
Architects. So far it has earned awards from AIA New Mexico
and AIA Santa Fe. It also appeared in the May/June 2004 issue of
Western Interiors and Design among others.

ICF or Adobe—You Decide

PROJECT PROFILE
•  Tesuque, New Mexico

•  Freestanding residence
with detached garage

•  Single story with four
levels

•  6,400 finished square feet

•  7,550 total square feet

•  Three-coat elastomeric
stucco exterior finish

• Class A sprayed-on foam
roof materials

•  1,890 MBH input/1,088
MBH output boiler

• 1.5 tons air conditioning

• Partial in-floor radiant
heating and cooling

• 13" eForm

Reward ICFs helped the architect to easily accomplish his clients’ dream.

Bringing production closer to the customer base drastically reduces
shipping costs.



From the President

Last month members of the
Reward Wall Systems

management staff attended the 2005
ICFA Spring Meeting in Denver.
These meetings have steadily
improved during the last three or
four years, but the attendees ranked
this meeting especially high for quality and turnout. More than
220 ICF building professionals and others attended. The
agenda featured outstanding presenters from high profile
organizations, such as NAHB, PCA, and Hunt Construction
Group, who spoke on topics that are timely and relevant to the
ICF construction industry today.

A highlight of the meeting for Reward was the presentation
on commercial ICF construction given by Michael Savidakis of
Hunt Construction Group. He featured two large ICF
projects—the Florida Armed Forces Reserve Center near St.
Petersburg, Florida, and the JW Marriott Grande Lakes Exhibit
Hall in Orlando—both of which were built with iForm.

Reward is heavily involved with the ICFA. Our Director of
Engineering and Technical Services, Kelvin Doerr, serves on
the Codes and Research Committee. This committee supports
and facilitates the technical development, industry acceptance
and efficient use of ICFs. Kelvin is an invaluable asset to this
committee as one of the technical leaders in the industry. In
addition, as a member of the Board of Directors, Chief
Operating Officer Hank Pfeiffer has been a participant in
creating a strategic plan, defining the organization’s vision and
mission, and guiding it toward achieving its goal of promoting
the increased use of ICFs throughout North America.

We have become this heavily involved in the ICFA with
good reason. We benefit greatly from our association with it
in several ways, such as receiving code approvals and technical
research that allow us to function and grow, and access to
hundreds of quality leads that we wouldn’t get otherwise.

Finally, we have the opportunity to interface with other
major players in the construction industry, such as the
Portland Cement Association, EPS Molders Association, and
the National Association of Homebuilders, as well as other
ICF manufacturers with whom we share common goals for
the ICF industry. In the increasingly competitive world of
ICF construction, the ICFA represents an oasis of
cooperation that benefits us all.

by Ed Storm

ICF Displays Attract 
Attention, Answer Questions

Sooner or later all ICF building professionals are asked the
“What is this stuff, anyway?” question. And many of them
have found an easy way to answer it—simply point to the ICF
display in their business office, their home show booth, their
model home, or their street of dreams house.

There are several ways to approach an ICF display. Most
involve a combination of an attention-getting banner or
signage along with stacked Reward ICFs showing actual
applications, such as window bucks, waterproofing, interior
and exterior finishes, electrical and plumbing, and sometimes
even bracing and floor joists. It’s surprising how many
applications can be displayed in a small space.

Construction Supply Centers in
New Holland, Pennsylvania, ran a
competition for the best display for
their store, and Ed Denlinger and Al
Kovacs came up with the winning
concept of showing the Three Little
Pigs’ houses along with an application
display. According to CSC Manager
Glen Eckhart, the display has
generated at least two serious
inquiries per day ever since it went
up. “I really believe it has had an
impact on our business,” he said. “It
has gotten people interested to the
point of asking about training.”

Eckhart emphasized that CSC doesn’t just leave the display
in the store. They include it in their home show booths and
display it at their model homes. “It’s so much easier to answer
questions when you can just point to the application and they
can see it for themselves,” he said.

Reward Wall Systems, Inc. has a banner on a stand available
that you can order through the Reward Customer Service
Department. This banner can serve as a good starting point
for your display.

The Three Little Pigs’ houses attract attention. The ICF
display answers questions.
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There are two methods of attaching the baseboard to the
Reward ICF walls. The method used is determined by the
contractor, designer, and owner of the building based upon
the specific project and the type of baseboard. The
thickness and depth of the baseboard should be considered
when choosing the proper baseboard attachment method.

Method #1
After the drywall is installed, and using a pneumatic nailing

gun and standard finishing nails, shoot the nail directly into
the baseboard, through the drywall and into the Reward
plastic furring strip or stud. The plastic stud can be 
found by:

1. Marking the floor before the drywall is installed
2. Following the drywall nailing pattern
3. Using a magnetic stud finder to find the location of the 

nails behind the drywall.

It is best to shoot the nail in at an angle toward the top
and bottom side of the baseboard. Alternate the angles of
the nails along the length of the baseboard.

For additional connection strength, you can use
compatible construction adhesive. Run a bead of
construction adhesive along the back side of the baseboard
prior to nailing it to the wall. If you do not want to use
finishing nails, you can use finishing screws in the same way.
The fasteners must be long enough to go through the
thickness of the baseboard, the thickness of the drywall, the
thickness of the EPS foam in front of the plastic stud and a
minimum of ½" beyond the plastic stud.

It is not necessary to butt two baseboards over the plastic
ties. Reward walls have a solid continuous foam and
concrete substrate behind the drywall. Be sure that the
baseboard is tight against the wall when fastening the board
to the wall.

Method #2
This method involves fastening an OSB or plywood

backing strip along the base of the wall. The thickness of
the wood backing strip must be the same thickness as the
drywall thickness to be used, and is installed prior to
installing the drywall. The height of the backing strip should
be ½" lower than the baseboard material, and the drywall is
then butted up to the top of the wood backing material.

The wood backing is screwed directly to the plastic studs
using course threaded #8 or #10 drywall screws. If desired,
a compatible construction adhesive may be used on the back
of the wood backing material to provide additional strength.
After the backing strip is in place and the drywall is hung,
the baseboard can then be fastened to the wood backing

strip using a pneumatic nail gun with finish nails.
Screws. Reward recommends using course thread drywall

screws for fastening the wood backing to the Reward wall.
The screws are fastened to the plastic studs molded into the
forms. Fine thread screws do not have as much pullout
strength as the course thread screws. When driving the
screw into the plastic stud, bring it to snug tight and stop to
prevent stripping out the plastic stud. Reward recommends
using cordless drills instead of electric drills and keeping the
cordless drill at its lowest power setting. Please follow the
local building code jurisdiction regarding the fastener
schedule.

Adhesives. Some contractors may decide to use a
combination of screws and adhesive when installing the
baseboards. This method is acceptable as long as you are
sure that the adhesives are compatible and approved for use
on EPS foam materials. Petroleum or solvent-based
products will deteriorate the foam.

Reward has a new ICC ES code approval number. It
changed from ICC ES Legacy Report NER-604 to our
permanent number, ICC ES  ESR-1552. Two years ago,
when all the national code agencies merged into one, we
were allowed to keep the approval we had prior to the
merge in the form of a Legacy Report. Reward’s director
of engineering and technical services then completed and
submitted the necessary paperwork and technical
documentation to get our true, permanent number. You
can see the new ICC ES report on www.rewardwalls.com
by going to the Architects section and clicking on Codes, or
on the last page of the iForm information in the Products
section.

If you haven’t already noticed a new look for the
Omega Point stickers that are placed on straight forms
at the factory, you will soon. We have changed the
stickers from yellow with black print to blue with white
print. The blue labels contain more information and new
artwork for Omega Point Laboratories.

Correction. In the spring issue of inFORMation, we listed
www.portcement.org as the web site address for the
Portland Cement Association. While you can reach their
web site at that address, their main web address is
www.cement.org, and www.concretehomes.com is still
active as well. You can find a wealth of marketing and
technical information on the PCA web site—it’s well worth
adding to your Favorites file!

Stay InFORMed

Baseboard Attachment

Technical Tips



9931 South 136th Street Suite 100
Omaha,Nebraska 68138-3936

buyers to see for themselves
the great benefits of a
Reward-built home.

Built around the theme—
Build Different. Build Better.
Build Forever—the Reward
Home Plan CD drives home
the messages that potential
customers respond to best:

• Build Different - Allows them to browse and select
plans based on style, square footage, number of
bedrooms and number of bathrooms.

• Build Better - Demonstrates the comfort and cost-
savings that generate long-term value and pride of
ownership.

• Build Forever - Emphasizes the durability of their
Reward ICF home and its ability to eliminate allergens,
mold and noise.

Available in two packaging options, the Reward Home
Plan CD gives you the flexibility you need to fit your
marketing strategies:

• CD Sleeve - Self-contained and attention-getting, this
option provides brief messaging and the CD. It can be
used as a mailing or a home show giveaway.

• Deluxe Packaging - The deluxe case not only
protects the enclosed CD presentation, but also houses
a complete presentation with supporting sales literature.
It's the perfect leave-behind for a first-time meeting or
as an added communication to homeowners who need a
little added incentive to build with you. Either way,
you'll see results with the Reward Home Plan CD.

“I believe the Home Plan CD is one of the best selling
tools we have ever provided for our customers,” said
Marketing Director Brandie Allen-Rezac. “Using this CD
they can actually show their own customers that anything
can be built with Reward ICFs. Expanding the list of home
plans we offer and making the CD available also will create a
ripple effect that will result in more sales for our customers.”

HOME PLAN (cont. from  pg 1)


