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1213 EAST SYCAMORE, EL SEGUNDONEW LISTING! GREAT INCOME PROPERTY!

Huge!  Oversized lot - over 
19,000 square feet! 

Outstanding eastside El Se-
gundo location. Can be 

divided into two lots. 3 bed, 2 
bath existing home. Live now - 
build later. Asking $1,479,000

•	Great	Location	2BD/1BA	2	car	
garage.	Clean.	Large	yard.	Eastside.

•	Large	Lot	&	Great	2BD	1	1/2BA	
+	Bonus	Room	+	workshop,	2	car	
garage.	Westside.

•	Commercial	7,000	sq.ft.	space	plus	
separate	lot	for	parking.	Great	corner	
location.

1103 EAST WALNUT
Large	4	bedroom,	2	bath	+	bonus	room,	
Great	floor	plan,	master	suite,	balcony,	

large	kitchen.
NOW	ASKING	$799,000

745 MAIN STREET
2	bedroom,	2	bath,	washer/dryer	hook-
ups,	balcony,	pool	and	spa	on	site.	

2403	A	VANDERBILT,	RB
3BD	2	1/2BA	Move-in	condition	asking	

$629,000.

SOLD

SOLD

SOLD

RENTALSFOR	SALE
•	2	bedroom,	1	bath	apartment,	ground	floor,	
garage	included.		Great	location.

•	Downtown	El	Segundo	office	space.		
A	+	location.		Parking	included.		Air	condi-
tioning	and	wet	bar.		new	carpet	and	paint.

•	Fully	renovated	2	bedroom	2	bath	condo	
for	rent.		$1,875/mo.	ONE	MONTH	FREE!

•	Large	2	bedroom	2	bath	apartment.		
Dishwasher,	pool	on	site!

Large duplex.  3 bedroom, 2 
1/2 bath owners unit 

+ 2 bedroom 1 1/2  bath unit.  
2 enclosed, full 2 car garages.  
Patios.  Washer / Dryer  hook 
ups.  New carpet, new paint, 

new appliances!

KIRK BROWN JR
310-322-0066

KIRK BROWN
310-322-2726

El Segundo Family Since 1924
“Nobody Knows The Town Better”

IN 
ESCROW

IN 
ESCROW

They called a real estate agent who made 
it known he was earning far more than 
Brown could ever expect to make in the 
classroom. That financial realization made 
an impact---so much so that Brown took an 
extended leave from his teaching to train in 
the Torrance realty offices of Cliff Warren. 
The understanding was that if he didn’t like 
the property business, he would head back 
to school and pick up his chalk and eraser 
where he had left off.

Brown, the father, ended up liking real 
estate, a lot. And, even though the promise 
of bigger paychecks was what first enticed 
him to the industry, he’s clear it wasn’t his 
ultimate reason for staying. “I could have 
been the happiest teacher ever,” Brown said, 
but, “I’m a people person…and I believe 
strongly in home ownership.”

Brown’s interest in helping others through 
one of the biggest purchases of their lives 
was apparently infectious, because it bit his 
son hard. Of course, the younger Brown had 
seen his dad work through real estate deals 
since his earliest years. “When I was in high 
school, I sat in on open houses,” he said.

Kirk, the son, began his formal introduction 
to the biz began while he attended college, 
though he didn’t immediately put out his 
shingle after graduation. For a while, at 
least, he followed the lead of his older sister 

Carianne, who works in entertainment. The 
younger Brown snagged a job with Miramax, 
where, he says, he gained a greater perspec-
tive of the quirky side of corporate life. 
Eventually, “the joy I grew up seeing” began 
pulling him back to the lots of El Segundo.

Some point along the way, Kirk, the son, 
decided he liked real estate as much as Kirk, 
the father. The energy he gets out of selling 
homes, the younger said, is “just something 
you have to feel. It comes with experience.”

Any time a family moves into a new home, 
either one just purchased or a rental, said Kirk, 
the son, “it’s an emotional experience. It’s 
very satisfying.” The proud father has seen 
his son mature into a truly considerate man, 
and the son, buoyed by his father’s support, 
has grown more confident in his own abili-
ties. Their relationship, the two Kirk Browns 
say, has evolved into an equal partnership.

TWO HEADS ARE BETTER
Lori O’Connor asserts that it’s nice hav-

ing a jokester in her office. “When he was 
younger, Dan was crazy, wild, very energetic, 
so funny,” she said. “We were trying to 
convince him to get into comedy.”

Of course, she added, “he’s much more 
educated.” Which no doubt was why Dan 
chose building a business with the mother he 
obviously adores in an industry he’s always 
known instead of striking it out on his own 
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as a comic. Actually, it’s pretty funny when 
the O’Connors are simply sitting around the 
office, bouncing comments off of one another. 
“You were thinner then,” Lori said, glancing 
to her son. Then she redirected. “I’m loud 
and emotional and very Italian,” Lori said 
with gleeful eyes. “Oh, she’s a tiger! She’s 
tough,” added Dan. “We’re no slouches,” 
agreed Lori, who explained that her father 
Lorenzo, an immigrant from Italy who sailed 
through Ellis Island in the 1930s, taught his 
four children the importance of honest work.

“As far as work,” Dan said of his mother, 
“she’s not always ‘on,’ but she can always 
turn it ‘on.’ As far her clients, she’s always 
been available, always been a problem-solver.”

Back in the throes of new parenthood, 
Lori took up real estate because she as-
sumed she could divide her time between 
selling and caring for her family. “I thought 
it was dabbly sort of work,” she said. “I 
didn’t know it was a friggin’ 24/7 job.” 
But now, she laughed, “it’s something 
I can’t seem to get out of my system.” 
Even though she found her niche in real 
estate, Lori wasn’t at all sure she wanted 
to see Dan doing the same thing. “I never 
prompted him to follow me,” she said. “I was 
concerned about him getting into real estate 
because it’s a very, very tough business.” For 
the first three years of their eventual partner-

Sotheby’s International Realty, Inc is owned and operated by NRT LLC.  

204 Sheldon Street  • El Segundo
Brand new construction. 4-bedroom, 2.5-bath condominium - Large open 
floor plan with beautiful gourmet kitchen that opens into a light and bright 
living room with fireplace. Vaulted, high ceilings, granite and hardwood 
flooring. Upgrades everywhere! $689,000
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ship, Dan served as Lori’s assistant---learning 
the ropes on hourly wages.

Yes, he knew the success wouldn’t nec-
essarily be automatic, and he’d have to 
crawl, as it were, before he could run. But 
Dan had already learned to cherish the life 
stories behind the deals. “I like how every 
single piece of real estate is different,” he 
said, adding that “it’s a big responsibility” 
when he’s the one taking someone through 
buying or selling property. “Yes, it’s an as-
set,” said Dan, but in many instances “it’s 
also their home.”

The O’Connors proudly note that their 
production has remained relatively constant, 
even through the economic slump of the last 
few years. That’s because the two have built 
their reputations and maintained their business 
with a personal, “hands-on” approach that 
focuses on leaving clients feeling welcome 
and appreciated, Dan said. The result is that 
an estimated 90 percent of the O’Connors’ 
business comes from referrals. Between 
themselves, the team has twice the chance 
of making productive, new connections. 
“We have clients who like me, only me, 
or like him, only him,” Lori said. Whoever 
calls on them and whatever deals may come 
their way, Lori knows her son will be able 
to handle it all.

See Derr, page 26


