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eEdge: Your Lead-to-Close Solution 

eEdge is the complete lead-to-close solution that’s available exclusively to 
Keller Williams Realty agents. It’s an integrated system with four core modules 
designed to increase your efficiency and put The Millionaire Real Estate Agent 
models into action: 

 myContacts is at the core of eEdge. This complete contact 
management system lets you organize your contacts into groups that 
make sense for your business, set follow-up reminders, and track 
every communication and activity you’ve had with each contact. 

 myContacts is fed by myLeads—the lead management system. 
Regardless of where your online leads come from, they’re all funneled 
into eEdge myLeads, and you’re immediately notified via email and/or text. 

 Cultivate leads, promote listings, and build relationships with myMarketing. You can create 
custom touch campaigns, listing and buyer presentations, property flyers, and more! 

 Finally, contracts are closed through myTransactions—a true electronic solution including 
interactive online forms, e-signature capability for all parties, and transaction management. This 
time- and money-saving solution is fully integrated with myContacts and the Keller Williams 
Listing System (KWLS), resulting in greater agent and Market Center efficiency. 

 

1. Activate your eEdge account 

1. Log in to mykw.kw.com. 

2. On the myKW homepage, confirm that the correct Market Center is listed. If you work in 
multiple Market Centers, you can change the office listed by clicking Switch. 

3. Click the red Activate eEdge Now! button in the center of your screen. 

 

4. You’ll be presented with the option to purchase the KW Welcome Kit. To proceed directly 
with your eEdge setup, click the button to Activate my eEdge. 

5. On the Review and Accept Terms screen, perform the following: 

a. Confirm the details of your subscription. If you opted to proceed directly to eEdge setup on 
the previous screen, you will not be charged. 

b. Check the box under the Terms and Conditions box to confirm that you agree.  

c. Enter your contact information, mailing address and your electronic signature where 
indicated. 

d. Click Complete Order to enable your account. Note: The Change Package button allows you 
to upgrade to Market Leader Pro for an additional fee. 

6. On the Order Confirmation screen, review your order details and click Next Step.  
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7. On the Account Setup screen, perform the following: 

a. Enter your home office or billing address zip code. 

b. Name your eEdge website domain. Note: In addition to a website, eEdge comes with an 
integrated email address. Your website domain and email address are named by completing 
this field. Once your account is named, you cannot change it, so choose a name that’s 
consistent with your branding and is easy for your clients to remember. 

c. Click Finish Setup. 

8. Your eEdge Control Panel will show immediately after your activate your account. Note: If you 
don’t see your eEdge Control Panel after completing the setup process, try refreshing your 
browser, or clear your browser’s cookies and cache. 
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2. Fill Out Your eEdge Profile Information 

Your eEdge profile information is displayed on your eEdge website as well as eEdge marketing materials. 

 

 

1. From the myKW.kw.com home page, in your eEdge Control Panel, expand the myMarketing 
menu and choose Manage eEdge Website. 

 

2. From the eEdge menu, click Admin then select My Account. 

 

3. This will bring you to the My Account page. 

4. Confirm you’re in the Settings section using 
the left navigation pane. This is where you’ll 
customize your contact information, default 
photos and logos to be used on your eEdge 
website and marketing pieces. 

The Settings section is further broken down 
into sub-sections, which can be expanded or 
collapsed.  

5. Click the Edit button under the Additional 
Information sub-section to make changes. 
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Profile Details 

6. In the Profile Details sub-section, complete the following fields. 

a. Name: Your name—or your team’s name—as you want it to appear on your website, 
emails, marketing materials and campaign pieces. 

b. Login: Your login name for your Market Leader account. Note: This is only needed if you 
are not accessing your account through myKW.kw.com > eEdge. 

c. Designations: Any real estate designations that you are qualified to use. 

d. Website: This will be completed for you, as a result of the domain name you entered in 
the eEdge activation process. 

e. At Keller Williams Realty, you get two email addresses. 

i. eEdge Email is your @kwrealty.com email address, which you access through your 
eEdge account. Any leads that you capture on your eEdge website will come to you 
via your eEdge email. This cannot be edited. 

ii. External Email should be the email address you use for your business every day, 
such as your @kw.com address, which you set up earlier and can access through 
Google Mail. Be sure this is an account that you set up often, as it will be used for 
eEdge password recovery. 

Note: Your eEdge email address will not appear on your website. Instead, your 
consumers will see an Email link that, when clicked, will take the user to an email 
compose form. This is to help prevent you from receiving unwanted email messages. 

f. Title: Your title as an agent, such as Broker or Listing Specialist. 

g. Password: Click to change your password for your Market Leader account. Note: Again, 
this is only needed if you don’t log in through myKW.kw.com > eEdge. 

h. License/DRE: Your real estate license number. 

i. Team: If you are part of a team, check this box to pluralize outgoing system-generated 
emails that normally can’t be customized (e.g., Initial Contact Wizard, Listing Alerts and 
Property Blasts). For example, phrases like “my website” will become “our website.” 

j. Phone Number: Enter an office phone number and/or mobile number 
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Marketing 

7. Scroll down to the Marketing sub-section and complete the following fields. 

a. Marketing Email: By default, this will be set to your eEdge Email (your @kwrealty.com 
address). You can, however, change this to your External Email, if you want to promote that 
instead and are able to check it often. Keep in mind that by changing this, you’ll lose the 
ability to track all correspondences with contacts via your eEdge email. 

b. Call to Action: Include a phrase, like “Call me today!” or “Download my mobile app! 
(followed by your mobile URL) ” that invites your customers to respond. This will be 
integrated into marketing pieces such as postcards and listing flyers. 

c. Branded Disclaimer: Populates at the bottom of each marketing piece. 

d. Marketing Address: The return address to be printed on any direct mail marketing pieces 
you create, as well as on your buyer and listing presentation templates. 

e. Marketing Website: This field allows you to feature a different website than your eEdge 
website on your marketing pieces. As a best practice, though, we recommend leaving this 
field blank to ensure your leads are staying active and engaged on your eEdge website, so 
you can see their activity. 

f. Tag Line: This will appear on the About page of your eEdge website. Use this for your 
“elevator pitch” to help build relationships with new prospective clients and capitalize on 
networking opportunities. Can fit up to 160 characters. 

g. Unbranded Disclaimer: This section only populates on marketing-in-motion pieces, which 
have been discontinued. 

h. Realtor and Equal Housing Logo: Click the appropriate check box to have the logos display 
on various marketing pieces. 
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Additional Information 

8. Scroll further down the page to the Additional Information sub-section. Complete the following 
fields: 
a. Additional Info: All of the text entered here will appear in the footer of every page of your 

eEdge website. 
b. Experience: This is an opportunity to tell your website visitors more about you, your 

business, and why they should work with you 
c. Awards & Certifications: List awards or certifications that you’ve earned which will help you 

stand out from other agents. 

Notes:  

 Use the formatting toolbar in each of these sections to customize the appearance of the text on 
your websites so that it looks professional and is easy to read. 

 If you are familiar with HTML coding, click the Source Code ( ) button to access and work 
with the code directly. This is useful for a higher level of customization, such as adding a video. 

 

9. Click Save when you are finished. 
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Social Media Options  

Adding links to your social media profiles lets your consumers connect with you on a more personal 
level. When you add a link for your social media profile, an icon will be placed on the About page on 
your eEdge website, as well as in marketing and campaign pieces. When any of the social media 
icons are clicked, your consumers will be taken to that particular social media profile page. 

 

 

10. Scroll down the page to the Social Media Options sub-section. 

11. Click Add Social Media. 

 

12. Select the social media platform from the URL Type drop-
down menu. 

13. In the URL field, enter the address of your social media 
profile for that platform. 

14. Click Save. 
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Agent MLS ID 

Adding your MLS ID allows you to connect your personal listings to your account, making it easy to 
email your listings directly to your consumers. This will also enable your listings to be featured on 
the home page of your website and automatically populate your listing’s details into property 
specific marketing materials in your eEdge Marketing Center. 

 

15. Scroll further down the page to the Agent MLS ID sub-section. 

16. Click Add Agent MLS ID. 

17. Confirm that the correct MLS is showing in the MLS Name field, or “KWLS” if Market Leader 
IDX is not available for your MLS. Note: If you belong to more than one MLS, you will want to 
select the drop down menu and choose the MLS that you are adding the Agent ID for.  

18. Enter your ID in the ID field. This is the membership ID you use when posting your listings 
onto your MLS. If you are using KWLS, your ID will be your KW White Pages Associate ID. 

 
Images 

Finally, you’ll upload your professional headshot photo and logo to be used on your website, emails and 

marketing materials. 

19. Scroll down to the Images sub-section, at the bottom of the page. 

20. As you’ll see, you can upload three images. 

a. Website Image: This is a 
professional headshot photo 
of you that appears on your 
website, automated 
Welcome Email, Initial 
Contact Wizard Email, Listing 
Alert Email, and Property 
Blast Email. 

b. Marketing Image: This is 
typically a professional photo of you that will appear on any materials you create in your 
Marketing Center as well as your Seller's Market Report email. You can choose to have 
the same image as your Website Image, or you may select a different photo. 

c. Marketing Logo: This might be your office or agency logo, or any graphic you would like 
to appear on your marketing materials 
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21. To add an image, click the Edit button for that image. 

22. Review the requirements for the image you are uploading. 

23. Click Browse to find the image on your computer, ensuring that it meets the requirements. 

24. Click Upload once you have selected an image. 

 

 

3. Preview Your eEdge Website 

If you want to preview your eEdge website, perform the following steps. 

1. From the Admin > My Account page, select General Info in the left navigation pane. 

2. Be sure to fill out any unpopulated fields in this section, or make adjustments as needed.  

a. Click Edit to open up the fields for editing. 

b. Click Save when finished. 

 

3. Click View your website to see the results. 
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4. Set Up Activity Alerts 

Alerts for New Messages from Contacts 

According to research from the National Association of Realtors (NAR): 

 Agents have a 72 percent chance of turning an Internet lead into a client if the agent 
contacts them live within the hour of their visit to the agent’s website.  

 After four hours, that chance drops down to 29 percent. 
 
That’s why eEdge offers a lead alert system so you can respond to new Internet leads before they get 

away. 

1. On the Admin > My Account page, from the left navigation pane, click Activity Alerts. 

2. In the Alerts for New Messages from Contacts sub-section, click Add to set up a new alert. 

a. To set up a text alert, enter your cell phone number with no spaces. Then, select your carrier 

from the drop-down list 

b. To set up an email alert, enter the email address at which you want to receive alerts—one 

that you will check frequently. 

3. Click Add when you are done.  You can then repeat this process twice to set up two additional 

alerts (Three total alerts are allowed). 

Note: Some agents use the extra alert settings to add their administrative assistant or real estate partner 

to ensure that someone can follow up immediately with new internet leads. 

 

A  
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Automatic Email Updates 

Finally, you can opt to receive a daily activity email at your External Email address. This is an automatic 

email sent to you with a summary of activity on your website from the previous day.  It includes contacts 

sorted by lead status, including the contacts’ names, email addresses, and phone numbers. 

4. Navigate to the Automatic Email Updates sub-section. 

5. Click the Subscribed checkbox to start receiving the daily activity email. 

 


