
Real estate’s young mavericks tend to
be go-getters out of the gate. RE/MAX
Associates’ Jenny Schlick is no ex -
ception. When Jenny graduated SDSU
with a major in Economics and a Real
Estate minor, she found an office
manager position for a top producer in

the La Jolla RE/MAX office, where she’s been ever
since. Shortly after, she earned her license and
partnered with him as a buyer's agent.

“I wouldn’t have been able to drum up business on my
own at that time. They say your sphere of influence is
your friends, family and clients. My friends were not
yet buying homes and I didn't have any clients. I had
to get out there and meet new people,” she says. 

Jenny shares “Before I went out on my own in 2006, I
had saved up because I knew my first go ‘round might
be slow. I only sold three houses my first year.”  She
adds, “I took it slow and did lots of open houses,
knocked on a lot of doors. I hit the ground running and
learned how to be successful in a changing market.”

The REALTOR® went on to win San Diego Magazine’s
Five Star Best in Client Satisfaction accolade eight
years in a row. She has also won numerous RE/MAX
awards, including the Executive Club in 2010, 100%
Club in 2011 and 2012, the Platinum Club in 2013 and
2014, and the prestigious Hall of Fame award in 2014. 

The agent credits her start as an assistant with helping
her “learn the ropes.” She reflects, “I couldn’t imagine
starting on my own without learning the escrow process,
contracts or transactions.” 

“I’m fortunate to be part of RE/MAX Associates in La
Jolla, an organization where agents are producing and
have a good market share. A smaller brokerage might
have fallen apart in 2008 and probably wouldn’t have
given me the tools RE/MAX has been able to
provide,” she says. “In La Jolla, I learned quickly and
from the best.”

The agent works with everyone from first time home
buyers and VA buyers to multimillion dollar buyers
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and investors building a portfolio. Selling more than
20 homes per year averaging around $800,000, she is
focused on growing her luxury business. 

Jenny advises, “For luxury homes, presentation is key,
not only with staging but the photos themselves.” The
agent always uses high resolution and aerial photos of
her luxury listings and puts together a high gloss
multi-page presentation about the property.

“The presentation must tell the story of the property. I also
place the listing on as many internet sites as possible,” she
says. She showcases her listings on Realtor.com, Zillow,
Trulia, and other sites, bringing the properties to the top of
people’s searches. 

“I always do a big open house, catered and advertised,
the first weekend and also caravan. Before the open
house, I knock on doors, invite neighbors and
encourage lookie-loos. I want the neighbors to know I
care about the neighborhood. I want to get the best
possible price for my client.” 

What’s next for Jenny? She plans to continue to grow
her team and strives to be one of the top producing
agents in her respective market.

“As long as I take care of clients to the best of my
ability, success will follow,” says Jenny.
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For more information on Jenny Schlick, 
visit www.JennySchlick.com email

jennyschlick@gmail.com 
or call (619) 804-1339


