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Dear Reward Building Professionals,

As difficult as it is to believe, the hustle and bustle of the season is upon us again—and I'm
not talking about the Christmas holidays. Preparations are now in full swing for the 2003
Reward Wall Systems National Convention. | am extremely gratified by how many of you are
planning to attend. Each year we invest considerable time and expense in presenting an event
that is valuable for you in terms of the information you receive and the personal contacts you
make. Our goal is for you to come away from the convention energized for the upcoming
building season and possessing new tools that you can apply to gaining a greater share of your
local construction market. | believe this year's schedule easily accomplishes that goal, in
addition to providing you with an opportunity to have some well-earned warm-weather fun

in January.

Whether you are attending the convention or not, this is a good time of year for all of us to
evaluate our business strategies for the coming year and look for ways that we can improve.
Here are three things you can do to increase your market share:

1. Take the time to actually see what is happening in your market and to find new areas that
you can tap into. For example, the development of iForm has dramatically increased
Reward’s appeal for light commercial projects. If you have been concentrating on
residential projects only, consider branching into your local light commercial market.

2. Don't underestimate the value of your services. Take a look at what you provide that your
competitors don’t, and try to pinpoint services that your customers may want that you
don’t currently provide.

3. Look at your prospecting and home show schedules, consider how you are getting your
name in front of the public, and decide what you need to change for greater impact. The
Reward marketing department can help you with the process of presenting and branding
yourself. The way you market yourself many times determines what people buy.

We continue to work on product development. Earlier this year we came out with our 9"
iForm, and we will soon be in full production with our new brick ledge iForm. This is a form
that several of you requested, with good reason. Not only will it increase your iForm wall
installation efficiency and speed—it will increase your accuracy as well. Research and
development is an ongoing process at Reward. We are always looking for ways to improve
our existing products, and we are currently working on more new products that we will
announce soon.

Best wishes to you, your family and your employees for a peaceful holiday season and a
prosperous New Year.

Best regards,
Giacd /- Sl

Edward L. Storm
President
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NATIONAL TRADE SHOW STRATEGY THAT LOCAL BUILDERS CAN USE

During 2002, Reward Wall Systems, Inc. began a changeover
from exhibiting at only national trade shows to exhibiting at both
national and regional shows. “Preliminary results show that while
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the regional shows don’t yield the high number of leads that the
national shows do, the leads we do get are higher quality and much
more likely to produce actual customers for us,” said Marketing
Director Brandi Allen-Rezac.

She went on to explain that regional shows offer smaller
audiences with narrower focus than national shows. “It’s a lot
easier to have an impact on an attendee with fewer exhibitors
clamoring for attention. Not only did the regional shows have a
greater impact on the attendees’ awareness of Reward, the
demographics at the regional show also closely aligned the Reward
ideal customer.”

Your local home and trade show booth can have a similar
impact on your business. Now that home and trade show season
is approaching, take a new look at which shows you are appearing
in and determine if you can do better. Reward provides helpful
materials for your booth, such as a comprehensive “how-to”
booklet on home show booths and a new banner designed
especially for home show booths. And don’t forget—you can use
your co-op advertising funds to help defray booth costs, and your
marketing co-op funds for booth banners and brochures. [ |




