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Matt Battiata
Versatility might as well be Matt
Battiata’s middle name. As founder of
the Battiata Real Estate Group, Matt’s
ability to roll with the changing tides
of real estate has made him one of
Southern California’s most successful
real estate brokers. Not surprisingly,
his resourcefulness stems from his
diverse professional experience.

A former tall ship captain, licensed
by the Unites States Coast Guard,
Matt has sailed schooners and tall
ships all over the world. “When I
decided to move ashore, my plan was
to make as much money as I could to
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buy a boat and sail around the
world,” he says.

He found a job as a door to door
salesman and became an overnight
success. “That was old school sales
training. I worked with some of the
best sales people I’ve ever come in
contact with. Writing sales scripts,
isolating and overcoming objections—
I learned sales from the inside out. In
fact, I set a company sales record that
still stands today.” With his natural
aptitude for sales obvious, Matt put the
boat plans on hold, and soon moved
into advertising. In 1994, Matt moved

Battiata Real Estate Group
to Seattle, eventually opening his own
sales and marketing company.

In 1998 Matt and his wife were ready
to move someplace sunnier and start
a family. “I had lived in San Diego
before as a boat captain, and I loved
it,” he says, “And I knew I wanted to
get into real estate, so San Diego was
the logical place to do it.” He relocated to San Diego and started
building his real estate career. “We
didn’t know a soul here, so I had no
‘warm market’ to start my business
with. I had to market myself.”
Matt put his experience in sales and

advertising to work in real estate. “I
made a lot of phone calls, I knocked
on a lot of doors…and I started doing
TV and radio advertising, which was
virtually unheard of for a real estate
agent.”

He also devoted time to analyzing,
studying and timing the ups and
downs of the San Diego real estate
market. It paid off. By 2001, Matt
was named the #1 agent in California,
and the #5 agent worldwide by RE
International. He was also featured in
the book “Billion Dollar Agent” by
Steve Cantor.
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“I outsell the average agent by more than 50 to
Yet Matt saw that the market was due
for shift. “By 2001, the market was
ready for a correction, but 9/11
happened, and the FED slashed interest rates. From 2001–2005, the
market in San Diego was crazy, and
unsustainable. I looked at the data,
and knew a major correction was
coming. I was going to have to do
something different to be able to
thrive. I focused on short sales.”

Matt learned the short sale process
from the ground up. “It was a difficult
time in the market, but we did more
short sales than any other agent in
San Diego, maybe more than anyone
in California.” Matt also conducted
regular seminars to thousands of San
Diego homeowners. The efforts paid
off. Between 2007–2012 Matt’s team
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helped over 1,000 homeowners with
short sales. Matt earned a reputation
as a real estate expert and was
featured in the San Diego Union
Tribune, The Wall Street Journal and
The New York Times. He also
became a fixture on San Diego news
stations.

Now that the market has stabilized,
Matt is focusing on traditional sales,
and the results are spectacular. “I
sold 257 homes last year. We've built
an in house call center that we use to
find buyers for our sellers, and sellers
for our buyers. And we still do a lot
of advertising because I believe in it.
Most agents don't, but I do. In fact, I
spend more money marketing my
listings each and every month, than
most agents spend in an entire year.”

o 1. I’m not bragging, I’m applying for a job.”
Matt and his company are extremely
well known in San Diego, in no small
part due to his extensive TV & radio
advertising. “People know me by my
tagline—‘I outsell the average agent
by more than 50 to 1. I’m not
bragging, I’m applying for a job.’
People love that slogan—it resonates
with them.”

Matt is also known for his unique
consumer guarantees. Each Battiata
client receives a Marketing Contract
that specifies exactly what will be
done to market their home. “It’s very
common—whenever I meet with a
seller who has had their home on the
market for 3–6 months without
selling, and I ask them what their
previous agent did to market their
home, they have no idea. What this

usually means, is that the agent didn’t
do much more than bang a sign in the
lawn and put it on the MLS. The end
result is the house sits on the market
without selling, or if it does sell, sells
for much less than it should had it
been marketed effectively.”

Matt’s Marketing Contract spells out,
in writing, everything that will be
done to market the property, from
professional and aerial photography,
free interior design staging, TV, radio,
newspaper, internet, direct mail,
marketing to international buyers etc.

“International buyers, especially
from China, Taiwan & Hong Kong,
are a great source of business. There
are over 200 million affluent
Chinese, investing over $180 billion
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in international real estate, and many
of them want to invest here in
Southern California. We post our
properties on Juwai, which is the #1
Chinese real estate platform. This
gets our listings past the Chinese
firewall, so our properties get
exposure to Chinese buyers.”

Matt is so confident in his marketing
approach that he gives all of his
clients a cancelation guarantee, that
allows them to cancel their listing
with him at any time if they are not
satisfied. “I tell all my clients to look
at our agreement as a 24 hour listing.
If at any time they are not satisfied,
they can cancel without penalty. But
my team does a great job, so I’m
happy to say that very few of my
clients ever cancel.”

Matt also offers a second guarantee to
sellers. “We offer a Trade Up
Program. If we have an interested
buyer who needs to sell their home
before buying our listing, we make a
guaranteed offer to buy their home so
they don’t have to make a contingent
offer. This benefits our sellers because

they have more potential buyers, and
they never have to worry about taking
a contingent offer.”

Matt works all of San Diego, but
focuses on North San Diego County.
“My family lives, works & plays in
North County, and my office is in Del
Mar, so working this market is a
natural extension of that.” Matt lives
in Olivenhain, and is credited with
marketing and selling some of the
highest sales in that market, including
a recent sale for over $3.4M and a
current listing at $4.5M.

A proud father of five, Matt is an avid
surfer, swimmer and distance paddler.
In addition, he and his wife Amy
founded and operate The Battiata
Family Winery from their home in
Olivenhain. The winery produces more
than 200 cases of wine per year of
Cabernet Sauvignon, Syrah, Zinfandel,
Merlot, Malbec and even a Bordeaux
Blend (each one named after one of the
Battiata children), and has won Gold,
Silver and Bronze medals at the
California State Fair and Orange
County Fair Wine competitions.

For more information about Matt,
call 800-980-0628, email Matt@Battiata.com
or visit www.battiata.com
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