
Danny and his wife Alexandria, who is the Regional 
Executive at Bank of America are the proud parents of 
sons Daniel and Dylan. They are a close-knit family, 
made all the closer by their collective support of Daniel. 
“Having an autistic child was extremely challenging — 
as a father, I had such high hopes for my firstborn son. I 
played football and thought my son would be an athlete. 
Four years later, he wasn’t talking or socializing. We took 
him for an evaluation and learned he had autism. It was 
really foreign to us at the time. But Daniel has taught me 
a different side of life. He has humbled me as a father in 
terms of really trying to figure out what his interests are. 
I’ve never been into museums or artifacts or old coins and 
military medals, but Daniel is infatuated with all of that. 
My patience, caring and tenderness for him and others has 
grown immensely. I praise him for making me a better 
man and a better leader in my business. He’s awesome. 
And I also want to give a shout out to Dylan, who has 
assumed his role as the ‘little big brother.’ He has given 
up parts of his childhood to make sure his older brother 

is safe at school. I’m very proud of him and his maturity. 
And my amazing wife is a wonderful mom who puts so 
much effort into the Autism Speaks community. I’m very 
proud of the work she is doing.” Dylan has decided that 
when he grows up, he wants to work with his dad at DB 
Title — after his pro baseball career.

For Danny, his role in the title industry is simply an 
extension of his personal values. “I believe in strong 
relationships and people who have integrity. I look for-
ward to helping our clients accomplish their goals while 
building a strong team at California Best Title.” 
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After playing football and graduating from USC, 
Danny Bravo dreamed of working in one of 
downtown L.A.’s gleaming high-rises. But his 

father offered a different proposition. “My dad David 
has been selling title insurance for 35 years. At the 
time, he said, ‘If I can match the offers from the other 
firms, would you consider title?’ I was not going to say 
no to my dad, so I said sure. He matched my highest 
offer, and the rest is history.”

Danny has enjoyed a highly successful and fulfilling 
career in the title industry. He started out as part of 
the family team, working alongside his father and 
siblings, before branching out to build his own unique 
brand, “DB Title.” “I loved working with my dad,” 
he says. “I just wanted to establish my own brand and 
independence. I didn’t realize how hard it would be, 
but it taught me to appreciate the individual client and 
individual agent. It was the best decision I ever made, 
because it made me a stronger, more efficient and a 
better rep.”

In 2022, Danny was approached by real estate attorney 
Jim Reynolds and presented with the opportunity to fulfill 
his longtime dream of running a title company. “He was 
doing a start-up, and he knew the Bravo name and repu-
tation in the industry. He asked me if I would consider 
being a partner in this new venture. I talked to my wife, 
vetted the company and said yes.”

Today, Danny is the regional county manager for 
California Best Title, a boutique firm with four offices 
throughout Southern California. He says that’s what makes 
his company unique is that it gives clients more choices. 
“Other title companies have only one underwriter, which 
means one decision maker. But we have four different 
underwriters which means more opportunities to get the 
deal closed.”

While serving his own book of business, Danny is 
seeking “superstar sales reps to cover open territories in 

San Diego, Orange County and Los Angeles. I’m looking 
for people with high energy and integrity who are humble 
but aggressive — go-getters who won’t take no for an 
answer.”

For Danny, title insurance is not all paperwork and num-
bers. It is a people business, and he is a passionate client 
advocate. “What we do helps people achieve home own-
ership. Realtors® are on the front lines, but from a title 
perspective, we have the ability to get the deal through or 
turn it down. I fight for the homeowner and the American 
Dream to get them into their house with clear title and no 
issues legally. The most important part of my business is 
building relationships with my clients. My mom, Socorro 
Garcia, is a real estate broker and my dad is a veteran 
title insurance rep. They both taught me growing up the 
importance of genuinely caring for clients — not just for 
the sale, but for the longterm. I wouldn’t be where I am 
today without them teaching me the business and also to 
be a good man with a good heart and integrity.” 
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