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LUXEGLOBAL,INC.

A TIME OF EMERGENCE IN THE LUXURY GLOBAL MARKETPLACE

article by: la. nelson

In matters of business and economics, it’s hard to wrap one’s head around L.A.N: How have you managed to maintain both a local and worldwide pres-
the idea of a global economy. The concept is quite vast and requires ence in the real estate marketplace?

boundaries which are sometimes literal - meaning geograph-

‘We are fortunate to continue to grow our busi-

ic. No matter what the individual outlook is for any giv- ness locally through referrals from satisfied clients, and at

en country, there is one consistent truth: people around the same time, our state-of-the art internet presence at-

the globe are driven by a need to expand, communi- tracts global luxury property buyers and sellers. We use

cate and do business with the rest of the world. In this, all the advancements that technology has to offer. Our

the most advanced technological age, there has never headquarters in Rancho Santa Fe is a prime example of

been a greater time of opportunity to do so. Luxe- this, where meetings with local clients can become inter-

Global, Inc., a San Diego-based real estate firm with l i national teleconferences with any one of our affiliates

global reach, has been doing just that with great suc- across the globe. This ensures real-time updates, pricing

cess. When it comes to property acquisition for land, and availability, timetables and most importantly, a level

air or sea, you could say that LuxeGlobal is effectively of client customer service that is unparalleled.

taking the world by storm.
Given the economic realities of today, times are tough. L.A.N: How have you advanced over the past year toward

Yet for LuxeGlobal, Land ~ Air ~ Sea, opportuni- your goal to expand from real estate into these other areas

ties abound. Robert L. Mani (pronounced mah-nee), of service!
Founder and CEO of LuxeGlobal, Inc. looks at the
world and its high net worth investors from a different il fer properties under the categories of land, air and sea.
and exciting perspective. This global approach is what We are finding success by doing business beyond the

boundaries and perimeters of San Diego County. This

‘We are now one of the few brokerages to of-

makes LuxeGlobal unique in its field. Comprised of a
select group of individuals that work as a team, Rob- year we have represented buyers and sellers in Los Ange-
ert and his experienced professionals bring decades of les, Napa Valley, New York City and Canada. As a pre-
business savvy and acumen to represent you on the miere luxury property provider in the areas of homes,

buy and sell side of luxury property transactions. aircraft, and yachts, we are making it our business to

Buying or selling a luxury home, jet or yacht, it would forge relationships that go beyond a single transaction.

seem that contacting LuxeGlobal is in your best interest. Our high net-worth clientele have multiple homes and often

The good news is that you can form a relationship with Robert | aircraft and yachts. We are now receiving opportunities to market
and his expert team and depend on them to represent and negotiate com- these assets for them with our ever-growing database of global buyers and
plicated and confidential transactions on your behalf. The following are sellers.

some in-depth questions we asked Robert L. Mani, and his thoughtful and

insightful answers:



L.A.N: Talk about your aviation and yachting divisions and what services
you have available to buyers or sellers. Get more information on

*
your smart phone right now o
We are very fortunate to have Jon Lash as our Director of the by downloading the app E
LuxeGlobal Aviation Group. His vast knowledge of aircraft and a back- listed here. Then scan the

colored square QR

ground as a realtor are a rare combination. He has proven himself in a 5
code

niche market and has a global following to prove it. We are constantly ST ST Sp—

impressed with his capabilities to represent very sophisticated global buy- B
ers and sellers in complicated transactions on land and in the air. Our
“Sea” component encompassing yacht sales and rentals is rapidly de-
veloping. We couldn’t be more excited about our alignment with the
premier firm of Northrop and Johnson and the upcoming 2011 San
Diego Yachting convention where we will be cross-marketing our real
estate, aviation and “sea” product. We believe the timing represents
another break through opportunity in the marketplace to reach our cli-

ents with the most exciting offerings to meet their needs.

L.A.N: Can you site an example of global activity and/or sales that buffers
your international presence?

We are currently in escrow on a $9 million Napa Valley prop- L ]
erty that came to us based on our website. We had no presence in Napa, %
however, the seller gave us a vote of confidence. They weren’t getting
their home sold, so we took the listing and procured a buyer. It’s
an interesting scenario; me working in Santa Barbara coor-
dinating the transaction with our agent in Australia, 5
and the seller in Napa. It gives new meaning to o
the saying, “it takes a village”; only today that }
small “village” has become the world.

L.A.N: Speaking of community, talk -
about the future LuxeGlobal Foundation
and your goals for this philanthropic
venture.

We would like our
global reach to benefit others and "
decided to form The Luxe-
Global Foundation. Recently
incorporated, we hope to .}
make the foundation a giv-
ing reality in 2011. Having \ ¥ o
focused locally and within the
USA with our giving, it is time
for us to expand our horizons
with a mission to help chari-
table human and animal agen-

cies throughout the world.

L.A.N: Where can people turn to
get more information on LuxeGlobal

and its unique services?

Our website at:

is our greatest

(e

XEGL
source of information. Our world headquar- ; pemremic |
ters is located here in Rancho Santa Fe. In addi-
tion, we have branch offices in Los Angeles and Las
Vegas and satellite affiliates in New York, Australia
and Europe. As long as we continue to find global suc-
cess, we will continue to expand and create our own
“global village”.

25

—
c
>
o
()
—
O
o
>
—




26

= o
= 7

LUXEGLCASA L AVIAT LON

EE A DX

article by: la. nelson

When you consider 2011 and its future business outlook, what do you
see? Chances are you're looking through a lens that is focused and up-to-
date with the latest marketplace predictions. The experts at LuxeGlobal
would agree, having peered through a similar lens, yet theirs would have
to include a pair of aviator’s blue blockers, preferably the neo HD model.
‘Why, you ask? Like no other luxury property brokerage before them, Lux-
eGlobal’s mission is to provide all the finer things in life to their clients by
land, air and sea. This multi-dimensional effort commands a larger vision;
one as expansive as the sea and with the depth of perception of a pilot.
Founder and C.E.O., Robert L. Mani, has built the company around this
premise of providing ‘the best life has to offer’ in all areas of life. And,
although he may stay grounded in matters of real estate properties, his
air division has taken flight, literally, and the possibilities seem as truly
expansive as the wild blue yonder.

Over the past year, LuxeGlobal has grown in a bearish market and con-

FIR TAKE-=

OFF

photo by: Brent Haywood

tinues to accommodate the needs of their particular echelon of clientele.
Aviation and Yachts are natural adjuncts to the luxury real estate market
and both are integral ingredients to the LuxeGlobal “Land ~ Air ~ Sea”
vision. Robert has invested much time and effort into aligning LuxeGlobal
with the best and most credentialed experts in each of these niche fields.
LuxeGlobal’s aviation man is Jon Lash, a native Southern Californian
who brings over ten years of real estate expertise along with a passion for
aviation that began in his early childhood. Jon began flying at the age of
13 and later went on to enjoy a 12-year career with United Airlines. Today,
as part of the LuxeGlobal team, Jon specializes in the acquisition and sale
of jets and helicopters. Through his love and vast knowledge of aviation,
Jon has built a solid reputation and worldwide network of contacts that
turn to him to find the most suitable aircraft to meet their travel needs.
The writer sat down with Jon to discover what it takes to be an Aviation
Specialist and what that means in today’s world of Global Real Estate.



3

L.A.N: When you look back at your two very-different careers, did you ever
anticipate them merging into one?

JON: Not really. I had been successful in real estate for eight years but
missed aviation. I was looking for a way back in and saw aircraft sales as
an option. Since I already had the knowledge of the aircraft; I just had to
learn how to sell them. I formed an aircraft sales company and started
making calls. So part of my day was doing real estate and the rest was
learning aircraft sales. Just like in real estate, you have to have good people
around you. I learned very quickly who I wanted to be working with. As I
built my network, I was well received because I could speak the language
and knew my facts. Most thought I had been in the business for quite some
time. I now have very strong contacts worldwide and can find basically
any aircraft in a short period of time. Having heard about LuxeGlobal, I
contacted Robert to see if he had anyone who was selling both real estate
and aircraft. We met, and I was immediately impressed by his enthusiasm
and interest in building a global brand. We both see Luxeglobal becoming
just that.

L.A.N: What is it that makes your background and expertise an essential part
of what you do for LuxeGlobal and what you can offer to potential Buyers?

JON: In the aviation industry, most brokers only work one area, like busi-
ness aircraft or airliners or helicopters. I'm comfortable working all areas
of the industry and have the sources to locate any aircraft from small pis-
tons to a 777. I'm currently working with a few foreign airlines to build
their fleet, and I'm also assisting a first time owner looking to buy a small
personal jet.

L.A.N: What is the most essential part of your job as it pertains to the future
global marketplace?

JON: That would be my reputation in the industry. The jet world is very
small, and it is crucial to represent aircraft properly. It’s a very trust-based
world, and if you can’t deliver on what you say, you will lose all respect.
Most brokers know that I tell it like it is and don’t misrepresent informa-
tion.

L.A.N: When it comes to your own vision, what are your goals and why are
you the perfect fit for LuxeGlobal?

JON: Both Robert and I put customer service at the top of the list. People
want to work with someone who looks out for their best interests. In the

'@
luxury world, we see that those clients would rather build

one relationship than many. If we do a good job selling their
property, then why not sell their aircraft? We can do both. I have a Gulf
Stream expert on the east coast and a Citation Mustang expert that I work
with constantly. They are just two examples of the worldwide resources I

tap into and work together with to satisfy our client’s needs.
L.A.N: What can you tell me about a Gulfstream aircraft?

JON: Gulfstream is a high-end aircraft that has always been referred to as
the top of the line jet. It is fast, has good range and a large cabin which
makes long distance travel very comfortable. The new G550 runs about
$45mil.

L.A.N: What’s the best advice you can give someone considering the purchase
of an aircraft?

JON: I tell my buyers to buy an aircraft that will meet most of their travel
needs. There is no perfect aircraft just like there is no perfect home. Many
buyers are sold on looks or name instead of buying an aircraft that will
suit their needs. I use a concierge approach because it allows me to give
expert advice that is specialized but also objective. Unlike other broker-
ages, I’'m not interested in selling them what I want to sell based on my
contact’s inventory or resources. My priority and that of LuxeGlobal’s is

putting the client’s needs first.

Jon emphasized that, despite the current economy, there’s no better time
to buy an aircraft. This is due to a 40% drop in the market prices of most
aircraft. Realistically, today’s buyer can get into an aircraft that could have
been untouchable just two years ago. Like the housing market itself, there
is always a winning combination for the right buyer or seller. For more
information, or to speak to Jon directly, he can be reached at:

Jon Lash, Director, LuxeGlobal Aviation Group
direct: 760-586-7019, email: jlash@luxeglobal.com

Watch FINE Magazine's o
interview with Jon Lash
right now on your phone by
downloading the app listed
here. Then scan the

colored square QR code.
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THE BEST LIFE HAS TO OFFER
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LUXEGLOBAL

HIDDEN VALLEY

Once in a lifetime opportunity to own your own private National Forest!
Spectacular Private Gated Mountain Retreat elevated above the City of
Santa Barbara w/ Pacific Ocean Views. 63 Magnificent Acres, 6,000+
sf Main Lodge built in 1927 facing the Channel Islands, 1,600 sf 2 BR./
2 Bath Guest House, Environmental and Botanical Jewel w/waterfalls,
mineral springs, trout pools, and more than 1,500 botanical species.
Referred to as “Little Big Sur” and “Mini Yosemite”. Miles of fabulous
masonry stone walls and trails for hiking and mountain biking.

OFFERED AT $10,000,000

Please visit: www.HiddenValleySB.com

GULFSTREAM IV

Opulent Air Travel at its finest! Take pleasure in a fourteen passenger
Jet that allows you to travel with family, friends and colleagues. Enjoy
comfort with six tan leather seats, dual four place berthable fabric
divans and impeccable tan wool carpeting set underneath high-gloss
wood finished cabinetry; two large fwd and aft lavs are among the many
luxuries of this aircraft. Additional amenities include dual 20” bulkhead
monitors, 10 -10” personal monitors, exterior view camera, airshow,
dual DVD players with gaming/MP3 port and a large galley featuring a
microwave and convection oven. Model: G-IV Seating: 14 Year: 1986.

STATUS: Available For Charter =~ ASKING: Call for latest charter rates

154’ TRI-DECK MOTOR YACHT

Simply setting foot inside this remarkable Superyacht, one has the sense
of having set sail on a voyage of discovery. This magnificent, one of
a kind yacht has been designed for exceedingly luxurious pleasure.
The spacious master includes a large private office and a most original
bath suite. In addition, five staterooms accommodate 12 guests in equal
elegance with ensuite baths, climate controls and iPod docking stations.
Indulge in an unforgettable experience provided by the main salon,
dining area, skylounge and flybridge. Other amenities include: elevator,
custom skylights, top deck Jacuzzi, state-of-the-art fishing equipment,
fishing cockpit, and live bait tank.

OFFERED AT $38,500,000

Listing courtesy of Northrop & Johnson.

16236 San Dieguito Road, Suite 1-16 ¢ P.O. Box 7302, Rancho Santa Fe, CA 92067

www.LuxeGlobal.com

(P) 858.759.9070

(F) 866.765.7742

DRE lic #01787180




THE BREST & ] FF #1748

Gated Grand Luxury Napa Valley Vineyard
4 bedroom, 4.5 bath, 6300 sq. ft. estate locat-
ed on approximately 4 acres w/ breathtaking
views and landscaping. This large exclusive
property is set on the beautiful Napa River
and includes Cabernet Franc and Cabernet
Sauvignon Vineyards, Media Room, Ma-
hogany Windows and Doors, Maple Cabi-
netry, Temperature Controlled Wine Cellar,
5 Fireplaces, 1,000 square foot Infinity-edge
Pool and Spa, impressive Limestone Veran-
da, outdoor Kitchen, and a Brick and Stone
Fireplace with a built-in Barbecue. A fabu-
lous setting of Valley Oaks, Vineyards and
Olive Trees!

OFFERED AT $9,995,000

Anna Houssels

858.877.0203
DRE lic #01342337

RANCHO SANTA FE
OFFERED AT $2995000

Reduced from $5.5 million & priced to
sell! Located in Prestigious Rancho Santa
Fe Meadows, a Private Gated street. Beau-
tiful Mediterranean, 5 Bd/ 6.5 bths. 8 Car
Garage, Pool/Spa, 4.70 Usable Acres with
Room for Horses & Tennis Court. Quality
Construction, approx. 6900 sq. feet of spa-
cious luxury.

OFFERED AT $4,500,000

Jodi Anderson

858.775.7368
DRE lic #00971377

TO OFFER

Rancho Santa Fe

Reduced from $5,950,000 & priced to
sell! Magnificent French Manor w/Artisan
custom woodworking throughout. A true
Castle on the Hill! Superior custom estate
complete with every amenity imaginable.
Two story main residence, 8BR, 9 Full
Baths, 3 Half Baths, His & Her Master
Baths, Private Master Study, Gourmet
Kitchen, Theater, Game Room, Wine Cellar,
Private Lake, Horse Facilities, Tennis Court,
Pool, Pool House, 2 Guest Houses, Water
Well, 14 Car Motor Court & 3 Car Main
House Garage.

OFFERED AT $4,750,000

Robert L. Mani

858.245.5615
DRE lic #01383335

16236 San Dieguito Road, Suite 1-16 * P.O. Box 7302, Rancho Santa Fe, CA 92067

www.LuxeGlobal.com

(P) 858.759.9070

(F) 866.765.7742
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