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essentially a trinity. It is
divided into three distinct
but related divisions, working
symbiotically.



Real Estate & Lifestyle
Management Network
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serves
as a multimedia platform, which
allows us to share various insights

and discoveries about people, places,
products and services that may be of
interest to our real estate and lifestyle
clients as well as the general public.



The first issue of
was
published online in June 2011.



What's In:

The Art of Prayer
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For many New Yorkars who have lived
hare long encugh o see thelr beloved

being L]
accommodate luxury residences, the
process of gentrification could be a
concem. Because as is often the case in
many such redevelopment, modem
buiidings begin o replace old historic
ones, mom and pop siores are
overwheimed by larger chains, and
residents and local businesses are
eventually prced out and pushad out of
NElgRDOMOoas.
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We've seen i happen mostly in
Manhattan where the fast pace of luxury
development has all but wipad out tha
essence ihat made each neighborhood
unique.

The spirit of thesa communities, you see,
rasica in the inhabiiants that make tham
what they are— whather they are the
bohemian beainiks of the 70s in
Greenwich Village, for instance, or the
punk grunge rockers of the B0s and S0s
East Village.

Many who have lived here for decades
regard New York not a monolfthic oity but
rather A collection of very disinct iowns.
For them gritty Hell's Kichen, the laid
back Upper West Side, the wistul
Yorkvills, the busting Chinatown, tha
exuberant Wall Street, the Orphic Village
and the arisiry of SoHo and Tribeca
dafing New York as much as the afluent
familles iving on Fith and Park Avenues
and Cantral Par Wiest,

In this clty those who newly relocated live
seamiessly alongside those who have
baan bom and ralsed hara, and tha
foreigr Wi Y Come i
wisit.




We seek to identify factors and
trends that are shaping the local
and global cultural landscape.



Our features are as diverse as the interests and lifestyle
of the modern renaissance man or woman: from
fashion to style, beauty and hair products; architecture
to furniture design; film, art, music and theater; real
estate and hospitality; physical fitness to financial
fitness—we cover anything thats story worthy.

Still, emphasis is made on traditionally accepted standards
that have been given a uniquely modern iteration, or
game changing modern designs and inventions that we
believe will likely be welcomed as the new standard.






What you need to know about the magazine:

1.  Classiques Modernes is a magazine written by diligent writers and
produced by serious professionals. It is not a real estate fluft publication,
newsletter or advertorial
substance. Because it is generally an online magazine, it is

What creates following is interesting content.

2. Classiques Modernes Online is available to the public for free.

3. There will be limited complimentary print issues that will be distributed
to real estate and lifestyle clients and in privately held events starting Autumn
2015.

4. Advertising space both for online and print is available.

5.  We are always looking for interesting subjects, talented writers and
photographers.



has global readership in all continents. At this time, the
bulk of our following is for our music, fashion and real
estate features mainly from S. America, U.S., Asia &
Europe.

In 2013, Classiques Modernes formulated Pratt
Institute’s curriculum for the school’s Fashion New
Media Program. As of 2015, we are still faculty
members.
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In 2014, we formally began doing business as

« ” (aka Ascel
Real Estate, Inc.). Ascel has been a successful real estate
management firm that was established over a decade
ago to cater specifically to manage the properties of
relocated executives of Fortune 500 companies and out
of town (foreign) investors/owners.



Today, goes
beyond property management. As real estate managers,
we already have been referring our clients to architects,
engineers, mortgage professionals, plumbers and other
real estate related service providers.

What CMLE adds is a connection to other aspects
affecting a client’s lifestyle: whether it's an inhome hair
stylist, manicurist, private shopper, private chef, private
car or private jet, we will help connect them with our
curated and vetted list of top service and product
providers.



What you need to know:

1. It's a complimentary service oftered only to automatic members:
real estate clients or residents of Classiques Modernes managed or
marketed buildings.

2. Clients can request services a la carte through the website, a phone
call or our app (in development). They don’t have to use it. They may
place a request once, occasionally or regularly for whatever, whenever.

3. It’s different from a concierge in that it is ONLY for everyday
lifestyle requirements. We're not catering to every whim.

4. In most cases, they negotiate with and pay service providers/
vendors directly. We just “hook them up”.

5. Non-real estate clients may join by invitation only.



Why would a client want this?

1. Because it’s free and they can, especially when in a pinch.

2. Because people would rather rely on “someone who really knows
someone” than Yelp, Google, Craigslist or Angie’s List where the reviewer
can be in rural Alabama making recommendations for New York.

Why would developers want their building to be marketed/managed by us?

1. Because this gives their structural amenities (gym, massage room, etc.)
real added value.
2. It elevates the standard of living of residents; improves their brand.

2. It costs them nothing.

3. We're proven real estate professionals who seek to understand what
clients really want and are willing to share it with them to help ensure more
coveted buildings.



Why would WE do this?

1. Because it allows us to be in constant touch with real estate clients. The more
we are in front of them, the better are our chances of representing them in all
future sale, purchase or leasing transactions. A few of these transactions would
alrady cover the entire connection service we provide.

2. It gives us an edge over any real estate company/broker.

3. Because vendors and service providers also become future sources of
referrals.

4. We diversify our sources of client and income. The more clients we have,
the more vendors would want to join the network. The better our network, the
more clients would want to use it. The more clients rely on us, the more real
estate transactions for us. When all are happy, we make money. It’s really that
simple.



How do we curate these vendors/service providers?

Classiques Modernes Magazine allows us to research, discover, vet
and qualify the newest and best in almost every industry imaginable.
The exceptional ones are invited to join the

. We call them “Connectibles.”

What kind/categories of services/products do we have?
(See next page. Or visit lavieclassiques.com, click Lifestyle Connect.

Password is ) We won’t have
But if it's something our clients need, we will find a suitable prov1der
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is a real estate brokerage firm specializing in the sale,
lease and marketing of luxury cooperatives, condominiums and
town houses in Manhattan and Williamsburg in particular.

We also have direct relationships with developers and brokers in
Miami, Los Angeles and--soon--San Francisco. We may from time
to time also market properties located abroad.

Whereas our primary market is residential properties in NYC, we
also have handled sales and management of commercial buildings
including multi-unit investment properties and medical buildings.

To see a sampling of our properties we've previously marketed, go to

http://www.lavieclassiques.com/#!previously-marketed/c1fpk



Founders: KENNETH MOORE

Kenneth J. Moore is President of Classiques Modernes Lifestyle & Estates and Principal
of Classiques Modernes International Realty. He is a savvy entrepreneur who has had
wide-ranging experiences in several industries from the restaurant, hospitality and
retail industries to real estate.

Always thinking of creative, cutting edge solutions to his clients needs, Kenneth Moore
also founded two firms--Ascel Real Estate Inc., a property management firm, and
Charles Albern & Associates, a strategic marketing consulting firm--complementing
and supplementing the real estate brokerage services he already provides. In addition,
he is also co-publisher and Senior Real Estate Editor of ClassiquesModernes.com an
online magazine with global recognition.

Kenneth Moore has been a successful real estate agent since 1997. In his very first year,
he was the top producer in what was then the newly opened Tribeca office of the oldest
real estate firm in the country. From the beginning, his clients and customers have
found his realness and energy refreshing.



As a result, it’s not unusual for his clients and customers to call or write the company
to express their appreciation and satisfaction.In 2002 he joined The Corcoran Group,
the country’s premier real estate brokerage firm, where he flourished even more. He is
a member of the Multi-Million Dollar Club and has been on the top five of the firm’s
producers nationwide.

At the urging of his international clients as well as those who have been relocated

by their corporations, in 2005 he established a property management company that
specializes in the sale, rental and daily management of New York City townhouses,
cooperatives and condominiums. Since then, its array of services has grown to include
management not only of residential but of commercial properties also.

Kenneth Moore combines the strategic analysis employed by his strategy consulting
company, the extensive lifestyle creme de la creme connections of Classiques Modernes’
Lifestyle & Estates, worry-free property management, and the innovative multinational,
cross-cultural exposure of an online magazine to deliver a package of premier services
for his clients that is simply second to none.



LOY CARLOS

Loy Carlos has cultivated an impressive 27-year career that’s included learning and excelling
at all facets of business. Before taking the helm at Classiques Modernes, he was Director of
Marketing and Business Development, International Division at The Corcoran Group. During
his tenure, the group skyrocketed as the Number One Real Estate team in the U.S., with over
half a billion dollars in property sales annually.

Prior to joining Corcoran, Loy was Executive Vice President/Director of Marketing at
Triumph Property Group, then Downtown’s fastest rising real estate firm. Preceding Triumph,
he was Sales Manager of William B. May Company, the country’s oldest real estate firm,
established in 1866. Among his achievements at May was planning and overseeing the
simultaneous opening of the firm’s groundbreaking Tribeca and Sutton Place offices in 1996.

Today, Loy Carlos continues to find innovative ways of doing business. In 2013, he imagined
a magazine that aims to discover hidden talents in the worlds of art, music, architecture,
design, fashion, media, etc. Within a month, ClassiquesModernes.com was born. Within two
months, the magazine had $500,000+ readers worldwide. In 2014 Loy together with partner
and Senior Real Estate Editor, Kenneth Moore, decided to expand their decade old property
management firm, Ascel Real Estate. Renamed Classiques Modernes Lifestyle & Estates, it



connects all aspects of real estate clients’ lifestyle requirements aside from those needed in
the sale and lease of real estate. By providing connections to sitters, chefs, housekeepers,
stylists, tailors, etc., Classiques Modernes helps new clients acclimate quickly. It is personal
service redefined.

This incessant desire to improve the experience of clients has been Loy’s trademark.
Throughout his extensive career Loy has had several notable accomplishments that include:

* first ever in real estate to introduce and utilize in-house digitized floor plans and photos

* first in real estate to utilize the world wide web

* first in real estate to utilize and produce videos

* first to successfully market and represent boutique condominiums in Manhattan

* first to market fully custom designed and finished condominiums in Manhattan

* was consulted by the NYT in the creation of their online real estate section

* was consulted by the WSJ in the creation of their online real estate section

* first to refer to real estate as a function of lifestyle and to link the two concepts accordingly
* held the record (both #1 and #2) for most expensive homes ever sold in NY. Both #1 and
#2 sales were in the same year. (for confidentiality reasons, this has never been made public).



His unquestionable wisdom, professionalism and integrity has been labeled
“highest on any scale of measurement” by customers and clients, which
include permanent ambassadors and consul generals, high-profile celebrities,
professional athletes, investment bankers, investors, developers, media and
advertising executives, entertainment moguls, executives of Fortune 500
companies and more.

Loy Carlos has been featured on CBS News, in The New York Times, The Wall
Street Journal, Brazilian Globo-TV, Selling New York and other print and
broadcast media as an expert in real estate, business and marketing trends.

For more information and press mentions, go to:

http://www.lavieclassiques.com/#!in-the-news/cx46



