
Marc credits his faith with helping him to remain 
grounded, while also providing the guiding principles 
that define his approach to business. “Our faith is really 
important to me and my family. What I love about real 
estate is the personal connection you get with people. 
Customer service is a dying industry. What I do is treat 
everybody the way I would want my kids to be treated. 
Whether you’re a 6-year-old learning to play baseball 
or an adult trying to buy a house, you need somebody 
to walk you through it step by step. Buying a house is 
something that happens so infrequently in a person’s 
life, and things change with the paperwork. People don’t 
know how it works, and my job is to ease their pain going 
through it. At the end, I want them to say, ‘We made it!’ 
and rave about how easy I made the process. That’s when 
I know I’ve done my job.”

If Marc has a prevailing business philosophy, it is this: 
Give your best to every customer, and you have no reason 
to advertise. “It’s how I live life and how I have always 
run my other business. If you do the best job you pos-
sibly can, give the best customer service and have a solid 
product, why wouldn’t people tell everybody they know 
about it? I don’t leave it to chance. It’s how my family 
raised me.”

A single dad with four kids who are all athletes, Marc 
gives many hours to coaching and supporting their athletic 
pursuits. “I had my turn and am 100 percent done, but I 

still work out. I need to get out there with the kids so they 
can be the best they can be. One of the things we like is to 
give back to the community — to help out other families 
and kids, it’s priceless. By having success as a family, it 
allows other kids to be on our team and also have success.”

As a professional who is helping others to secure their 
legacies for the future, Marc is also creating a legacy of 
his own. He hopes that his children will one day follow 
him into real estate and continue his mission of helping 
people achieve their dreams. “I lead my family by 
example. We say grace in a restaurant when we’re out. 
We’re not afraid to do it in front of people. We believe 
it’s okay to be a good person. That means putting other 
people first and helping as much as we can while we’re 
on the planet.” 
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DRE # 019664871From his performance as a student athlete, to his 

Minor League Baseball career, to his many years 
as a successful entrepreneur, Marc McDonnell has 

demonstrated his relentless pursuit of excellence. Now a 
Realtor® at Starfire Real Estate in San Juan Capistrano, 
Marc measures service to buyers and sellers by the same 
uncompromising standards. 

As a youth, Marc took out a bank loan and bought a 
baseball card shop. He ran the business until he was a 
sophomore in college, at which point he sold it for a 
sizable profit. Since his retirement from professional 
sports, Marc has owned and operated a series of batting 

cages where he trains and develops athletes. His original 
goal was to “create the Julliard of baseball here in 
SoCal,” with programs aimed at both teaching beginners 
and preparing talented young people for college and 
professional careers. He succeeded and has been fulfilling 
that mission for more than 20 years. 

In his consultative role with professional athletes, 
Marc noted an underserved need. He observed that 
many athletes lack the financial literacy to manage the 
benefits of their success. He and his team decided to 
create a system to connect talent with trusted financial 
professionals, ensuring their prosperity long after their 
athletic careers come to a close. “My part is to help with 
the real estate side,” Marc says. “We develop relationships 
with these families for years. It’s so important for them 
to have trusted advisors they can count on for guidance 
when they have to make career and financial decisions.”

Marc chose boutique agency Starfire Real Estate for 
its Southern California focus under the leadership of 
award-winning real estate broker and trainer Bill White. 
“We’re strong on listing presentations, and I can bring 
my broker out to meet with anybody. Our transaction 
coordinator is one of the best in the business and is 
available instantaneously. We also have great escrow and 
loan financing people. With one text, I can get ahold of 
everybody.” 

Marc’s practice focuses on luxury homes in South 
Orange County, where he counts many professional 
athletes among his elite clientele. While he has enjoyed 
his own celebrity and works with many high-profile 
clients, Marc remains a down-to-earth, relatable guy who 
is easy to talk to and laughs often. “I like to bring a little 
humor to everything,” he says. “When people have fun 
and a few laughs it helps to ease their nerves so I can 
answer any questions they have. I’m able to read a client 
and know where we’re at in a situation. In the middle of 
negotiations, breaking that mood and putting a smile on 
their face is one of my strengths.”  
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