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Keller Williams is the world’s largest real estate franchise by agent 
count, has more than 975 offices and 186,000 associates.  The 

franchise is also No.1 in units and sales volume in the United States.  

In 2015, Keller Williams began its evolution into a technology 
company, now building the real estate platform that agents’ buyers and 

sellers prefer.  Since 1983, the company has cultivated an 
agent-centric, technology- driven and education-based culture that 

rewards agents as stakeholders.  

Keller Williams Realty was founded by Gary Keller and Joe Williams 
with the mission to Build careers worth having, businesses worth 

owning, lives worth living, experiences worth giving, and legacies 
worth leaving for its associates.  

HISTORY OF KW



• Keller Williams Realty Greater Rochester West opened its doors in 
in 2010 with 21 agents. 

• Now with over 150 agents, Keller Williams Greater Rochester West 
is now the largest real estate company on the West side of 
Rochester.

• KWGR West is also the number one office in closed units and sales 
volume on the West side of Rochester!
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ABOUT KWGR WEST



At the core of Keller Williams Realty is a conviction that who you are in 
business with matters. We believe that the company we keep can contribute 

to our lives in untold ways. To help cement this understanding, we’ve 
formalized a belief system called the WI4C2TS that guides how we treat 

each other and how we do business.
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KW 
CULTURE

OUR BELIEF SYSTEM

WIN-WIN    

INTEGRITY    
      

CUSTOMERS   
     

COMMITMENT

COMMUNICATION

CREATIVITY

TEAMWORK

TRUST

SUCCESS

or no deal

do the right thing

always come first

in all things

seek first to understand

ideas before results

together everyone achieves more

starts with honesty

results through people
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Our Mission
To build careers worth 
having, businesses worth 
owning, lives worth living, 
experiences worth giving, 
and legacies worth leaving

Our Vision
To be the real estate 
company of choice.

Our Values
God, Family, then Business.

Our Perspective
A technology company that 
provides the real estate 
platform that our agents’ 
buyers and sellers prefer. 

Keller Williams thinks like a 
top producer, acts like a 
trainer-consultant, and 
focuses all its activities on 
service, productivity, & 
profitability.

KWRI Mission, Vision, Values, & Perspective

KW 
CULTURE



Caring Associates Responding to Emergency Situations

• About Us
• KW Cares is a 501 (c)(3) public charity created to support Keller Williams 

associates and their families with hardship as a result of a sudden 
emergency.  The charity is the heart of Keller Williams culture in action. 
Finding and serving the higher purpose of business through charitable giving 
in the market centers and communities where Keller Williams associates live 
and work.  

• How is an “extraordinary need” defined?
• Hardship as a result of unforeseen and/or unpredictable circumstances that 

are not recurring in nature.
• Who may apply for a KW Cares Grant?
• Agents and employees of Keller Williams Realty and Keller Williams Realty 

International, as well as their families may apply.
• Who controls and manages KW Cares?
• A nationwide Board of Directors determines policy, oversees and guides the 

mission of KW Cares, and also makes Grant decisions.

You can donate to KW Cares from your closing check! Ask your MCA how!
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The OP sets the vision and is responsible for 
the success of the business venture. They are 
also responsible for risk-management, 
operational issues, bringing capital, 
leadership, and accountability.

Operating Principal: 
Charles Hilbert
Phone: (585)-732-6181
ChuckHilbert@kw.com

MCA, CFO, COO
Jackie Hartter
Phone: (585)758-8410
JackieH@kw.com

The MCA handles account payables and 
receivables. The MCA is responsible for 
processing, depositing and dispersing 
checks, agent billing and record keeping. 
The MCA also  handles 1099’s, and both 
agent & market center financial reports.

Director of Communications
Abby Therrien
Phone: (585)758-8400
ahtherrien@kw.com 

Team Leader:
Jessica Woons
Phone: (585)406-7883
JessicaWoons@kw.com

The Team leader main objectives are market 
center growth and consulting the agents 
within the top 20% of the market center on 
hitting their business goals. 

The DOC oversees all communications 
through out the market center.  This 
includes marketing, training/events 
coordination, direct office support, and 
clerical duties to ensure a consistent work 
flow. 

WHO WE ARE

Launch Partner
Rick Visca
Phone: (585)362-8544
rickvisca@kw.com 

Rick oversees the Launch Partner program. 
He pairs the newly licensed agents with 
their Launch Partner, based on their DISC 
profile.  He also plans out the training 
calendar and works closely with our master 
faculty.

Director of Operations 
& Agent Services
Ellen Mattia
Phone: (585)721-1417
Emattia@kw.com

The DOA helps create and implement market 
center systems and processes. She also is 
responsible for our agent services & 
retention. Ellen helps agents individually 
with technology, marketing, and other 
administrative needs. 
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Brian Blonowciz 
 585-413-8635

blonowicz@kw.com

Brett Robinson
585-738-9673
brettr@kw.com

Keller Williams Realty is built by agents, for agents and the ALC is the heart of KW. The 
ALC is similar to a Board of Directors, with the CEO being the Team Leader, and the MCA 

acting as secretary and parliamentarian.
Typically, the top 20% of the market center in production sits on this council. All agents 

have input but only the ALC members vote. They oversee the budget, expenditures, 
training, productivity specific environment and otherwise, protect the CULTURE and 

PRODUCTIVITY.

Scott Tantalo
585-259-8627
sgt1@kw.com

WHO WE ARE
GET TO KNOW YOUR AGENT LEADERSHIP COUNCIL

Michelle Weiss
 585-746- 0675

michelleweiss@kw.com



    Office Information and Support
Legal Name: Agent Priority,LLC

DBA: Keller Williams Realty Greater Rochester West
KW Market Center #: 862

Broker Lic.Number: 10491205334
Tax ID Number: 27-1716801
Naid Number: QHLLC-6801

Office MLS ID: KWGR01

Office Hours:
Mon-Fri 9:00 am-5:00pm

Address: 1770 Long Pond Rd. Rochester, NY 14606

Phone Number: 585-758-8400
Fax Number:585-758-8401

WIFI Password: KW1234!!
KW Intranet: www.mykw.kw.com
KW International: www.kw.com

KWGR West Website: www.KWRocWest.com
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Scott Le Roy Marketing Support:            
321-236-2568                               
Support@ScottLeRoyMarketing.com

Kw International: 
512-306-7191
Support@KW.com

GRAR: 
585-292-5000
grarhelpdesk@grar.net

DOS: 
(518) 474-4429
licensing@dos.ny.gov

http://www.mykw.kw.com/
http://www.kw.com/
http://www.kwgatewayny.com/
mailto:Support@ScottLeRoyMarketing.com
mailto:Support@KW.com


The KWGRW Training Calendar
Our focus at Keller Williams is helping agents realize and hit their full potential.  We hope you 
will take advantage of the numerous training events that we offer.  Our goal is to provide you 
with the best education possible, to help you develop/improve your business owner skill sets, 
so that you can run your business at the highest level.  To access the KWGRW Training 
Calendar go to mykw.kw.com -> Education Tab -> Calendar Tab 
***Don’t Forget to Register For Classes***

KWGRW Stakeholder Meeting
The KWGRW Stakeholder meetings are an opportunity to network with your fellow KW 
Associates and Affiliates, while getting market news and Market Center updates. The 
Stakeholder meetings take place once a month on the 2nd Wednesday of the month at 
12 pm. Please check the calendar for exact date each month and make every effort to 
attend!

ALC meetings: 
ALC meetings are open to all associates to attend and observe. Witness your ALC at work 
every month. 

New Agent Training:
Our IGNITE series will cover the fundamentals of real estate, how to find business, and what 
to do once you capture business! This training is a standard for Launch agents. Additionally, 
we have a buyer and seller series held each month. These classes are in place to help you 
navigate the ins and outs of working with buyers and sellers!

Wireless: 
Our office is wireless. Our Network is KW Wifi— the password is KW1234!! The security 
level is WPA2-Personal, the encryption is TKIP. If you are renting space, you will need a 
Cat-6 cable to attach to your computer to connect to the internet. (see the MCA or DOC for a 
cable to use if you do not have one handy) 

Housekeeping: 

We appreciate your assistance in helping us maintain a tidy office appearance at all times! 
Additional supplies can be found in the cabinets in the kitchenette (i.e. toilet paper, paper 
towels, plastic silverware, plates, cups etc.) Should you find we are out of something, please 
let the DOC know and it will be ordered. There are coffee mugs and dishes located in the 
kitchen area for your convenience. These dishes are a shared resource, so please be sure to 
wash your dishes when you are finished. 
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GETTING STARTED @ KWGRW



Office Access: 
The main entrance to our office will be unlocked Mon-Fri from 9am-5pm. You will be 
assigned a key code to gain entry to both the Brighton & West Side Market Centers 
after hours. Please DO NOT give this code to anyone else. Your code will be 9 followed by 
the last 4 of your social and then #. Example: 91234#

Lights and doors: 
For your safety and for the security of the office, please make every effort to turn off lights 
and check that the doors are closed completely and locked when you leave.

Mail: 
Mail is filed in the filing cabinet near the 1st floor printer. Mail is delivered by noon daily. 

Conference Rooms: 
There are several conference rooms available to our agents that can be utilized for 
appointments & meetings. You can reserve a conference room through our KW intranet. 
Instructions on how to do so are included in this flash drive saved in the document folder. It is 
required to reserve a conference room in order to use it, additionally it is a first come, first 
serve basis. There are (3) total conference rooms for use plus the training room. 

Workspace:  
The tech rooms are free and open to all agents with computers and wireless access. There 
is one shared workspace located on the first floor at the cubicle located behind the front 
desk. There is an additional workspace available on the second floor right when you walk up 
the stairs. This workspace has two shared tech computers available.

Copiers and Printing: 
Black and White copies are 5 cents each, Color copies are 20 cents. You will use your 5-digit 
printer code to log into the printers—this keeps track of the number of copies you make 
which you will be billed for each month. DO NOT share this code with anyone and be sure to 
log out when you are done. 

After Hours Deposit Checks: 

There is a dropbox mounted to the brick on the outside of the building, located next to the 
front door. 
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GETTING STARTED @ KWGRW cont.
Our Market Center



Profit Share: 
As a partner at Keller Williams, you will share in the profits, have a say in the decision 
making and be empowered to build businesses to the highest possible level. Profit share 
checks are distributed on the 21st of each month. For more information on profit share, 
be sure to register for the next Grow Your Passive Income Class on the Training Calendar.
 
Monthly Investments: 
Your monthly investment is distributed electronically on or about the tenth of each month. 
Payment is due within ten days of invoices being sent. 

Business Basics: 
There are notecards, envelopes, stamps, KW folders & more, available for purchase in the 
MCA office. If you would like to order your own, check out our KW Approved Vendors for 
discounts! You can search all vendors on the homepage of mykw.kw.com using the Vendor 
Search box on the right-hand side of the page.

Paperwork:
-Complete Listing and Sale packets are available for purchase ($2) at the front desk for 
your convenience and are available to download on the MC Intranet. Please see the Director 
of Communications for assistance.
-See the section on “Listing and Purchase Paperwork” later in this document for details 
regarding submitting documents to your Market Center.

Listings must be completed and uploaded into COMMAND within TWO DAYS of
 entering the listing in the MLS.
Purchase Contracts must be completed on COMMAND within TWO WEEKS of the
 last parties’ signature.

ANNOUNCE YOUR MOVE TO KELLER WILLIAMS
Once you have made the transition to Keller Williams Realty, you will want to notify your 
friends, family, and clients of your career change. We have announcement templates in the 
addendum folder on this flash drive.
 
Your first order of business is to compile everyone you know and their contact information 
into a database—this is the lifeline of your business! Once your database of client contact 
information is in order, the Director of Communications can assist you in creating and printing 
mailing labels and return address labels.
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GETTING STARTED @ KWGRW cont.
Getting Down to Business…
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To make a Copy at the machine
∙ Press the Services Home button below the screen
∙ On the screen select Copy
∙ Using the keypad, enter your User ID (Your 5 digit code)
∙ Insert your document in the job tray. Enter the number of copies you’d like to make 

using the key pad. When you are ready to print, press Start
∙ **To log out of your code press the Clear All button twice, then press Confirm and Log 

Out. You must log out each time you use the copier. You are responsible for all copies 
printed under your code!

To Print from Computer
∙ Xerox 7970 should be set as the default printer. 
∙ You will not be prompted to enter a code as each user’s code has been entered in 

through the print driver. Please Note: The exception is for the tech room computers 
where you will be prompted to enter your code for each print.

∙ In order to retrieve your job from the printer you will need to release your job using your 
same 5-digit code. Here’s how:

∙ After you have sent your job to the printer, at the machine select the Job Status button 
to the left of the screen. All jobs are stored under secure print until they are released by 
the user, this does not hold up any other job waiting to print.

∙ Find your job and click on it. Select Release. You will then need to enter your 5 digit 
code using the keypad. You then have the option to release just one of the documents 
in your queue or you may hit release all.

∙ You may also delete a job you have sent to the printer by selecting your job on the Job 
Status screen highlight you job and select Delete. You will need to enter your code to 
delete your job.

Please note: Jobs that are not released will be deleted from the Job storage after 8 
hours!

Using the Bypass Tray
∙ When you insert your paper into the Bypass tray you will be prompted to select your 

paper settings including paper size, weight and type.
∙ Select the settings that best fit the paper you are using. When you are finished, select 

Confirm.
∙ Be sure when you send you job you select Bypass as the source tray
∙ You can then release your job.

XEROX PRINTER INSTRUCTIONS
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Scan to Email
∙ On the Services Home page select Email. To select a recipient within our market 

center, select Address Book. You can scroll through the names or select Search by 
Name and search using the first few letters of the person’s last name.

∙ Highlight the name of the recipient and select To so their name appears in the To 
column.

∙ All emails will be sent from KellerWilliams@kw.com. If you would like the recipient to be 
able to reply to your email, select the Email Options tab and select Reply To. You can 
enter your email address manually or use the address book to select it. 

∙ The Email Options tab also allows you to change the format of the attachment. It 
defaults to PDF but you can change it to JPEG (for an image) or TIFF.

Multiple up on a Page/Booklet Printing
∙ Before you print your job go to Printing Preferences or Properties 2-sided flip print 

and then select the 
∙ Under the Layout/Watermark tab. Under Pages per Sheet you can select 2, 4, 6, 9 16 

to a page. This is great for MLS Printouts for your buyers!
∙ Under the Layout/Watermark tab you can also select Portrait or Landscape for your 

booklet.

Reduce or Enlarge
∙ Under the Services screen select Copy.
∙ Under Reduce/Enlarge arrow to desired percentage.
∙ Select More for Auto %

Lighten or Darken
∙ Under the Services screen select Copy.
∙ Under the Image Quality tab select Image Options
∙ Select Image Options
∙ Select Lighten/Darken, Sharpness and/or Saturation

Copying from a book
∙ Under the Services screen select Copy
∙ Select Layout Adjustment tab
∙ Select  Book Copying
∙ Select Both Pages, or Left Page Only,  or Right page Only

XEROX PRINTER INSTRUCTIONS CONT.

mailto:KellerWilliams@kw.com


• Understanding that a business card is a form of advertisement, it must conform to the general 
advertising standards. It must be truthful and not misleading. 

• To avoid consumer confusion a business card must include at least the following information 
per DOS:

• The name and address of the brokerage as licensed by the Division (or the branch office if the 
salesperson is associated with one)

• The individual’s full name, as licensed
• Type of license held (Licensed Real Estate Broker, Licensed Real Estate Salesperson, and 

Licensed Associate Real Estate Broker). Please note that REALTOR and Real Estate Agent 
are NOT acceptable license types.

• The inclusion of additional information in permissible (business titles, business e-mail 
address, specialization, trade affiliations or accreditations), providing the information is true 
and not misleading.

• A licensee may include their home e-mail address, cell and/or home telephone numbers, 
provided that there is a notation that such are residence numbers, and further that such use is 
not extended to any activity that would constitute branch office operation.

Additional Guidelines
• Each business card must include the disclaimer: “Each office is independently owned and 

operated.”
• Include an Equal Housing Logo and MLS Logo
• Please include the Keller Williams Realty Greater Rochester West DBA with the KW logo
• Proof must be reviewed by the DOC prior to confirming or finalizing the order!!
Ordering Business Cards
We have several KW Approved Vendors for business cards. You are free to use whatever vendor 
you choose as long as your cards meet New York State and Keller Williams Realty Guidelines. 
Cards must be reviewed by the DOC. You can start by checking out the templates available 
through the KW Approved Vendors below.
Where to order business cards:

www.1800BusinessCards.com www.DotrisPrint.com

Review the KW Approved Vendors for available templates. If you find a template you like, you can 
begin the order process yourself The proof must be reviewed by the Director of 
Communications before any order can be approved.
• After review, changes or corrections can be made at this time and an updated proof will be 

sent via email.
• Once the order is finalized, business cards will go to press then ship per your selected 

shipping method (5-7 Business days for standard shipping.)
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GUIDELINES FOR BUSINESS CARDS

http://www.colorcardsdirect.com/
http://www.dotrisprint.com/


• Understanding that signs are a form of advertisement, they must conform to the general 
advertising standards. It must be truthful and not misleading. 

• To avoid consumer confusion a sign must include at least the following information per 
New York State Advertising Regulations:

-The name and logo of the brokerage as licensed by the Division 
-Logos for yourself or your team should NOT be larger than the Brokerage logo  

so as to not be misleading.
-The individual’s full name, as licensed
-The inclusion of additional information is permissible (business website, business 

e-mail address) providing the information is true & not misleading.

Additional Guidelines – FOR SALE signs
Each sign should include the disclaimer: “Each office is independently owned and operated.”
It is best to include an Equal Housing Logo 

Please use the Keller Williams Realty Greater Rochester West logo rather than the general 
Keller Williams logo.

Keller Williams Realty International requests that signs be at least 50% Red. 

Recommendations
 Consider how visible your sign will be from drivers passing by. Clean, easy-to-read designs 
are encouraged. Larger signs tend to be easier to read. 30x24 is the suggested size.

Directional/Open House signs 
These signs are not subject to all the rules above. These types of signs MUST clearly identify 
the brokerage (Keller Williams Realty Greater Rochester West) and if they include your 
name, they must include your fully licensed name.

Proof must be reviewed by the Director of Communications prior to confirming or 
finalizing the order!
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GUIDELINES FOR SIGNS



Local Sign Vendors:
Sign Design
Fran Blonskey: 585-506-6682
Email: signdesign@frontiernet.net
Website: www.SignDesignOnline.com

Pixos Print
Kai-leigh Barone: 585-500-4600
Email: kbarone@pixosprint.com 
Website:  www.pixosprint.com

                          
Trippany Sign Co
Mike Trippany: 585-944-9516  
Email: Trippanysigns@gmail.com
Website: www.trippanysigns.com

Pierrepont Visual Graphics
Scott Zapia: 585-235-5620 
Website: www.pierrepont.com

Post Sign Installation
Pollock & Sons Sign Services
Mark Pollock:  585-506-8000 
Fax: 585-227-6128

Real Estate Sign Installation Services
Todd Blaschek 585-202-3062
Sebastian 585-202-9727
rpsinstallation@frontier.com

Keller Williams International Approved Vendors:
Aztec Signs
Website: www.AztecSigns.com

Oakley Signs and Graphics
800-373-5330
Website: www.OakleySign.com

Build-a-Sign
800-330-9622
Website: http://www.buildasign.com/store/keller-williams
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SIGN VENDORS

http://www.signdesignonline.com/
http://www.pixosprint.com/
mailto:Trippanysigns@gmail.com
http://www.pierrepont.com/
mailto:rpsinstallation@frontier.com
http://www.aztecsigns.com/
http://www.oakleysign.com/
http://www.buildasign.com/store/keller-williams
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KW CONNECT

MyKW is the ‘behind the scenes’ of Keller Williams 
Realty. Each agent has their own unique login to their 
mykw account. Through your this account, you can 
access your websites, a database management system, 
your transaction system, marketing materials, market 
center trainings, reports, and many other important 
resources to aid you in your real estate business.

*You can access the WhitePages by logging into your mykw account.

My KW

Connect is an online community of KW associates that was 
designed as a comprehensive education and training 
platform. Connect enables agents to connect with other 
agents and influencers, communicate with ease, share 
valuable content, and hone skills and expertise. 

MyKW.KW.com

KWConnect.com

KW White Pages
Your Whitepages profile is what agents will see when they are 
looking for referral agents through myKW. Your profile contains 
some personal info, your office info, a bio, social media links, areas 
you service, and more. The info in your Whitepage Profile is the info 
that populates on KW.com. The Whitepages can also be used to 
look up other Keller Williams market centers, agents, and their 
contact info.

KW Systems Guide
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Scott LeRoy Marketing, is a virtual technology and 
marketing concierge. SLM has social media, email and flyer 
graphics for you to utilize in your business. They also have 
online trainings, webinars, and cheat sheets for support on 
any KW systems! Scott LeRoy Marketing is available by 
email all hours of the day, to answer any KW tech or 
marketing questions you may have. 

Scott LeRoy Marketing
Scott LeRoy Marketing

http://mykw.kw.com/
http://www.kwconnect.com/
https://scottleroymarketing.com/


Command Designs! 
Tap into your inner artist! Create expert-looking marketing assets with just a few clicks. 
Leverage pre-build templates or create one from scratch. Do all of this while maintaining your 
brand! Your brand is not a one-size-fits all, so your marketing materials shouldn’t be either! 
Designs also leverages hyperlocal data, such as appreciation or days on market! It does all of 
this while adding that personal touch. 

Team up with a loan 
officer!

Pairing with a local preferred partner, to ensure your clients 
receive a high level of service in all aspects of their 
transaction, can be crucial to the success of your business. 
Many of the local mortgage companies have a marketing 
department, that will help you with your marketing needs!

KW Marketing Options
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NEW AGENT TECHNOLOGY GUIDE

“Dramatically simplifying the technology experience agents and 

consumers have with Keller Williams, enabling us to create the world’s 

simplest and most personalized discovery, transaction and ownership 

experience in residential real estate.” 
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COMMAND
Command is your end-to-end operational system that houses your business-critical 

applications, so that you can effortlessly run and grow your business. Built from agent 
insights, Command is more than a replacement for the traditional customer and 

business operations tool. It’s an integrated experience that deeply understands your 
business, your clients, your needs, and provides the intelligence necessary to thrive in 

today’s hypercompetitive market. 

KELLE
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Keller Cloud

CONSUMER APP

https://agent.kw.com/login

Kelle is a powerful partner designed to enhance the agent experience. From organizing 
schedules to growing your referral network to expertly navigating other Keller Cloud 

technologies, Kelle gets it done. Simplify daily tasks, establish powerful success habits, 
and seamlessly handle everything on the go! 

Download Kelle from your app store today!

Completely reimagined, your new KW app delivers data and neighborhood focused 
experience to your clients- all curated and guided by you in Command and with the help 

of your favorite sidekick, Kelle.
Download the KW Realty App from your app store today!

https://www.kwconnect.com/redirect?url=https%3A%2F%2Fagent.kw.com%2Flogin&page=https%3A%2F%2Fwww.kwconnect.com%2Fpage%2Ftechtools%2Fcommand


GETTING STARTED…
1. Technology Set Up: Getting started

*Most of your technology set-up has been completed for you, by Scott LeRoy Marketing,  

however there are a few areas you will want to confirm have the correct info! 

• From the mykw.kw.com homepage, 
click the Profile link that appears in the 
upper left corner by your name and 
photo.

• Click on ‘edit’ under each column and 
fill in the blanks with appropriate 
information. Once your Profile Score 
reaches 100%, you are done. NOTE: For 
tips on reaching 100%, go to 
answers.kw.com and type ‘profile 
100%’ in the search field. 

• In the Whitepages section, update your 
contact information, upload your 
photo and add your social media URLs.

• In the My Referrals section, add your 
Team Name, Specialties, Designations, 
Slogan. *Add Service Areas using the 
list of zip codes and town names 
provided.*

1.1. Filling out your KW.com profile

* Remember if you are having issues with any of the KW systems, Scott LeRoy 
Marketing is here as your tech- concierge for any and all KW related tech 
questions!
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GETTING STARTED…
2. Sync Your Market Center Calendar to your Google Calendar 

Log in to your MYKW account. Scroll to the bottom of the home page and find “Quick Links”

Click mykw | MC 862 Intranet -> View Calendar (under your name and profile picture) -> 

Subscribe -> Office Calendar -> Click Google Android -> Go to Google Calendar & Subscribe. 

The name of the Training Calendar will appear in your Google Calendar as “Property Based Office” 

Connect your email, social media profiles, calendar, google or icloud 
contacts and more for a seamless integration to automate your work and 
find productivity superpowers. To learn how to connect your Apps:
www.connectapplications.kw.com

3. Connect Applications in Command Settings 
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4. Review and Update Your Command Marketing Profile
Most of your Command Marketing Profile has been set up for you. You may 
want to add a customized Biography,  additional contact information, or 
social media links. To learn how to edit your marketing profile: 
www.marketingprofile.kw.com

5. Sign Up for Realtor.Com and Complete Your Profile
Once you have joined GRAR you will need to create an account for 
Realtor.com   You can find instructions for setting up your Realtor.com 
account in the “Manuals_User Guides” folder of the flash drive.

6. Sign Up for a Zillow Account
Once you have joined GRAR you will need to create your agent profile on 
Zillow.com You can find instructions for setting up your Zillow account in the 
“Manuals_User Guides” folder of the flash drive.

https://answers.kw.com/hc/en-us/articles/360015701034-Connect-Your-Applications-in-Command-Settings
https://answers.kw.com/hc/en-us/articles/360019024333-Complete-Your-Marketing-Profile


GETTING STARTED…
2. Opportunities: Handing in your Paperwork

Opportunities is one of the many features of Command. Track all the deals in 
your pipeline from lead to close. Manage your book of business from a single 
dashboard. Drag-and-drop deals between stages and ultimately, submit for 
compliance and commission review. 

• There’s no need to jump around between systems. All document 
compliance will be handled directly from within opportunities. Once 
you finish adding all of the required documents for an Opportunity you 
will submit these to your MCA for review, prior to getting paid. You will 
do this for all Listing and Purchase Offer Paperwork.

2.1. When to Create an Opportunity:

*For a full training on Opportunities, checkout this months calendar to see when 
your market center will be teaching “Getting Paid with Command.”  Or check out the 

“How-to” articles on answers.kw.com
29

2.2. How to access Opportunities:
• You can access Opportunities directly through Command. You do this by 

going to www.agent.kw.com. Your login information will be the same as 
your MyKw.Kw.com login. 

http://www.agent.kw.com/
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KELLER CLOUD

The Keller Cloud streamlines your business-critical components into one convenient 

place. Powered by AI and machine learning, this technological ecosystem prioritizes 

your goals, leads and data to a create go-to-market plan that truly delivers. With the 

push of a button, you’re primed to take on all-new opportunities. 

Our singular focus is delivering tech that’s simpler, smarter, and more human, all 

at no additional cost to you or your team. Gain control of your database, your 

business, and your future with Keller Cloud! 
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Built from agent insights, Command is more than a replacement for the traditional 
customer and business operations tool. It’s an integrated experience that deeply 

understands your business, clients, and needs by providing the intelligence 
necessary to thrive in today’s hypercompetitive market. 

Command is your end-to-end operational system that houses your business-critical 
applications so that you can effortlessly run and grow your business.

To learn everything there is to know about Command and how to use it go to 
https://www.kwconnect.com/tech-enabled-agent.

or visit the “Keller Cloud Resources” folder on the flash drive.

https://www.kwconnect.com/tech-enabled-agent
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Download Kelle from your App Store now to start using 

these tools!

KELLE 

CHANGING HOW REAL ESTATE IS DONE 
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KELLE 



A number of ways to find their match, in 
as few moves as possible.

Empower your clients to get the most meaningful 

search results possible. Powered by AI, machine 

learning, and your expertise, this search comes 

fully charged. HomeDNA gathers their acute 

understanding of your client’s preferences, while 

options like drawing their own search boundaries, 

filtering by property traits, and auto-searching 

when on-the-go deliver a fully customizable, 

well-rounded experience.

51

SEARCH
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FEED
Keep your clients 
up-to-date on 
everything real 
estate-related.

The KW App’s feed was built 

to supply constant stream of 

updates and communication 

about what your clients care 

about the most. When a 

listing price drops, a new 

house goes on the market, 

or you share a listing or a 

collection, all notifications 

go straight to their feed.
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GUIDE
Empower your clients 
throughout their journey.

No client is born with real estate 

know-how, so fill in the gaps with buyer 

and seller guides, curated and compiled 

from years of experience and 

customized by you. Each guide contains 

timelines, actionable steps, a slew of 

how-to’s, and a heads-up here and 

there so your client is armed with 

information and confident throughout 

the buying and selling process.
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MY HOME
After closing, the real 
journey begins. Lend your 
expertise and keep in 
touch.

Your clients buy or sell real 

estate every 7 to 10 years, on 

average. From lending your 

expertise and referrals on 

renovation projects to providing 

insights on their home’s value, 

the KW App keeps you top of 

mind in all the spaces between, 

facilitating ongoing discussions 

and safe-keeping everything that 

makes their profile personal.


