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Agenda

– Welcome

– The RESNET and EPA Partnership

– An Overview of Indoor airPLUS

– Indoor airPLUS – A Rater’s Perspective

– Question and Answer Session



An Overview of Indoor airPLUS

Mert Oktem

The Cadmus Group, Inc.



Polling Questions

Question 1: Are you currently an Indoor airPLUS
partner?

66%

23%

11%
No

Yes

Not sure 



Polling Questions

Question 2: Which of these best describes you?

52%

12%

16%

5%

15%

Rater

Builder

Provider

Designer/Architect

Representative from a 
government agency 



Polling Questions

Question 3: Have you ever rated, built or designed an
Indoor airPLUS home?

79%

19%

2%

No

Yes

Not sure



Did You Know That…

– We spend about 90% or more of our time indoors.

– Indoor pollutant levels may be 2 to 5 times higher than outdoors.

– A tighter, more energy efficient home can lead to indoor air quality issues:

• Tighter building envelope can increase pollutant build-up, mold and moisture issues.

– Nearly 25 million people have asthma and 1 in 5 cases may be linked to 
exposures to dampness and mold in homes. 

– An average of 1 out of every 10 school-aged children has asthma.

– EPA estimates that about 20,000 lung cancer 
deaths each year in the U.S. are 
radon-related.



Indoor airPLUS

– ‘Gold Standard’ for indoor air quality.

– Nationally recognized label.

– Best construction practices paired with up-to-
date technologies.

– Quality assurance to a healthier indoor 
environment for consumers.

– Quality assurance using a third party verifier 
for builders.

Indoor airPLUS is a rapidly expanding program with over 
1000 partners who have built or rated homes with 

features that reduce or prevent pollutants that can affect 
health. 



Materials

Moisture Control 

Pest Barriers

Combustion Systems

Ventilation 
& Filtration

Radon Control

Indoor airPLUS
Areas of Focus



Indoor airPLUS
Verification Checklist



How to Build an 
Indoor airPLUS Home

Step 2
Sign the Partnership Agreement

Step 1 
Review Tools and Materials

Step 3
Build, Verify and Label Homes



Value of Being an 
Indoor airPLUS Partner

- Understand consumer needs.

- Differentiate yourself from the competition.

- Gain public recognition.

- Take a step towards green certifications (LEED, ENERGY STARv3) 

- Demonstrate a concern for improved consumer health and 
safety.

- Reduced call-backs  
& potential liability for builders.

- Be a leader in your 
community.



Join the Movement

Examples of Current Partners
- Meritage Homes
- Ryan Homes – Locust Chapel

Community
- Habitat for Humanity
- E3 Energy, LLC
- Palo Duro Homes, Inc
- Foxwood Builders, Inc.

Over 1000 Indoor airPLUS Homes Built to Date



• EPA Indoor airPLUS website offers 
partner information, construction 
requirements and technical guidance

• Builder and consumer resources

• Indoor airPLUS is on Facebook & 
Twitter. Watch videos on YouTube. 
Listen to Indoor airPLUS podcasts

• Mobile application for iPhone, 
Android and Blackberry  

Partner Support 

www.epa.gov/indoorairplus
@EPAiaplus #EPAiaplus
www.epa.gov/indoorairplus/connect.html



A Rater’s Perspective

Steve Saunders 

Ross Britton

U.S. Eco Logic



 U.S. Eco Logic
 Located in Irving, Texas

 Indoor airPLUS partner since 2009

 Qualifying Indoor airPLUS homes in several markets
 Involved with 85 qualified homes in 2011

 Recently began relationships with:
 MHI Homebuilders -Dallas (production builder)

 Qualified first home a few weeks ago
 Coventry Homes (build on your lot)

A Rater’s Perspective



Selling Indoor airPLUS

 Indoor airPLUS makes sense for builders
 It’s another merit badge on top of LEED or ENERGY STAR

 You’re already doing most of it anyway

 An extra verification level

 Moisture control

 Green Smart not Green Foolish



Selling Indoor airPLUS

 Plus customers want it too, they just don’t 
know it.

 In a new home, customers want:
 Moisture control

 Safety 

 Good indoor air quality

 Energy efficiency



Selling Indoor airPLUS

 Average person lives in their home for 7 years.

 During that time, customers can end up 
spending a lot of money on home 
maintenance.

 But, with Indoor airPLUS customers get…



Selling Indoor airPLUS

 Fewer pollutants in the home.

 Reduced degradation to the house.

 Paint jobs that last longer/have less peeling.
 Carpets that last longer/need less maintenance and shampooing.

 Home systems that last longer.
 No standing water in the yard to ruin the lawn/landscaping.

 No water in the basement.

 Sick less often.
 Less need to dust/clean/vacuum.

 Less money spent to “stage” the home at resale.
 No pests/no need to pay a pest control person.

 A house that looks better and is more durable.



Polling Question

Question 4: After hearing about Indoor airPLUS, are you interested 
in becoming a partner?

44%

19%

17%

15%

5% Somewhat interested. Need to learn 
more

I'm already building/rating Indoor 
airPLUS qualified homes

Very interested

Yes, absolutely

Not very interested at this time



Polling Question

Question 5: How did you hear about today’s webinar?

63%15%

8%

6%
8% Email from RESNET

Colleague or Friend

Social media (i.e. Facebook, 
Twitter)
Indoor airPLUS website



Thank You!

Take 5 minutes to join!

Go to:

www.epa.gov/indoorairplus

and become a 

partner today.


