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Kevin & 
Kate Love
Bring Their Signature Style 
Home With Luxury Rug 
Collaboration

By Ty Wenzel

In a seamless mix of heritage, travel, 
and contemporary design, basketball 
great Kevin Love and model-turned-
entrepreneur Kate Love are introduc-

ing their taste to the home with the launch 
of the Kate Love & Kevin Love x Rugs USA 
collection. �e 20-piece collection is the 
couple’s ­rst venture into the home furnish-
ings business. �ey drew inspiration from 
their Miami and Hamptons homes — rooms 
­lled with their shared passion for design, 
comfort, and community.

�e line, launched on RugsUSA.com, o�ers 
a range of Western-inspired motifs, earthy 
neutrals, and rich textures, all designed to be 
versatile and long-lasting. Each piece re�ects 
the relaxed yet re­ned style of the Loves’ 
coastal and country escapes.

“We are excited to be collaborating with 
Kevin and Kate Love,” said Alyssa Steele, 
CEO at Rugs USA. “�ey share such a 
wonderful passion for travel and design that 
is evident on every piece throughout the 
collection. �ese rugs re�ect the couple’s 
unique sense of style and add quality and 
comfort to the home.”

A Design Reflecting Life At 
Home

For Kate and Kevin, the collaboration is a 
close one. �eir rugs aren’t merely hand-
some things to put in a room — through 
design, they are meant to give people a sense 
of warmth and home.

“Our home means a lot to us,” said Kevin 

Love, who concluded his 17th year in the 
NBA with the Miami Heat last season. 
“We’re new parents, and we’ve worked 
hard to create a life we love around a style 
we love.”

Time spent apart while traveling for their 
jobs makes the couple’s time at home all the 
more valuable. “Home means togetherness 
and comfort to us,” said Kate Love, whose 
career in fashion has �ourished on the pages 
of Vogue, Elle, and Bazaar. “We wanted the 
rugs in our collection to bring that sense of 
so�ness and warmth to whoever buys them.”

�e collections blend organic and contem-
porary in�uences, mirroring the Loves’ 
style. Bold Western imagery and dressed-up 
geometrics are paired with fragile neutrals 
and mottled solids, allowing the collection 
to be utilized for contemporary, traditional, 
and eclectic environments.

Craftsmanship With A Cause

The line provides functionality and 
craftsmanship. Every rug is made of qual-
ity materials like soft wool, long-wearing 
polyester, and natural jute, and the rich 
texture is obtained through flatweaving, 
hand-tufting, braiding, and loom tech-
niques. The result is a line where beauty is 
tempered by durability.

In accordance with Kevin Love’s philan-
thropic endeavors, Rugs USA partnered with 
the Kevin Love Fund to donate a portion 
of the collection’s launch-day sales to the 
fund’s extension of its mental health curricu-

lum. �e organization, established in 2018, 
provides tools and resources to encourage 
emotional and physical well-being.

To Rugs USA, the union is a synergy. �e 
e-commerce company, founded in 1998, 
has established itself on delivering quality, 
stylish rugs at bargain prices. With over 12 
million rugs sold, it continues to reach more 
individuals through special design and ce-
lebrity endorsement, bringing luxury design 
into reach.

By marrying the Loves’ distinctive aesthetic 
with Rugs USA’s commitment to quality, 
the collection is more than decoration — 
it’s about lifestyle. Anchoring a space with 
a dramatic geometric or soothing a room 
with a neutral handwoven choice, each rug 
embodies the couple’s conception of home 
as a haven.

Kate Love & Kevin Love x Rugs USA col-
lection is exclusively available on RugsUSA.
com, with design lovers invited to add a 
dash of Love to their home.

Photos courtesy Rugs USA
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Up-And-
Coming 
Agents To 
Know In 
Hamptons 
Real 
Estate

Edmond Zenuni, Saunders & Associates

“Growing up Out East, I was surrounded by the determination and dedica-
tion that de­ne this market, learning the business ­rsthand from my uncle, 
Mohammed Turkaj, a local homebuilder who built his business from the 
ground up. As a ­rst-generation American, I was raised with a deep ap-
preciation for integrity, hard work, and perseverance — values that shaped 
my personal life and have become the foundation of my business. A�er an 
exciting ­rst year as a solo agent and a�er successfully selling over $6M of 
residential property and leasing over $400,000 of rental inventory, I have 
taken the next steps in my career by joining Ed Bruehl and Jennifer Wilson 
as an associate junior partner. With their leadership, I’m expanding my ex-
pertise, delivering exceptional service to our clients, and establishing myself 
as a trusted advisor in the Hamptons luxury market.”

Jake Sinacori, Corcoran

“What sets me apart from other Hamptons real estate brokers is that I can 
keep my client’s needs at the forefront of each transaction,” Sinacori stated. 
“Listening to what my clients’ objectives are and coming up with a strategy 
speci­c to that requirement is essential. I’m a problem solver and will always 
be wondering, ‘What value can I bring to my client that will assist them in 
accomplishing their real estate objective?’ I’m so thankful that I get to work 
in the Hamptons because I do get to interact with people from every walk 
of life who all have one thing in common, and all have the same growth 
mindset. One of my personal objectives is to make at least one signi­cant 
connection per day, and I’m lucky that the community I get to serve gets to 
be here in the Hamptons.”

Ali Graham, The Agency

“For me, the Hamptons is less about buying a property than investing in a 
way of life that’s a combination of family tradition, exclusivity, privacy, and 
quality time with those who are most important to you,” said Graham. “As a 
veteran real estate investor and entrepreneur, I pride myself on my team-
oriented approach and �awless service, which I think distinguishes me in the 
­eld. What characterizes my business is a relentless devotion to discretion, 
professionalism, and extremely personalized service. �e Hamptons, with 
their natural beauty, rich history, and unmatched luxury, have always had a 
place in my heart. I am attracted to its beach lifestyle, the active art scene, in-
credible cuisine and wine, and, naturally, its spectacular sunsets — each one 
a reminder of this place being really special.”

Nathan Grome, Compass

“Being in the Hamptons means that I have the opportunity to meet and 
work with some of the most brilliant minds in the world,” said Grome. “�e 
Hamptons is a collective of the most successful business people, entrepre-
neurs, and artists who come together to appreciate the beauty of the East 
End of Long Island. I’m so lucky that I have the opportunity to share this 
incredible part of the world with all of them. I love ­nding ways to connect 
with my clients. �ey are what makes the work feel less like work.”

Kelsey O’Connor, SERHANT.

“I wear a few hats — as a real estate agent, personal stylist, and small 
business owner — I bring a unique perspective to the Hamptons market, 
blending strong market knowledge with a sharp eye for design and a deep 
understanding of what today’s buyers and sellers truly value,” said O’Connor. 
“For buyers, I help identify properties that go beyond the basics — homes 
that re�ect their lifestyle, taste, and long-term vision. For sellers, I combine 
my stylistic eye with strategic marketing to position their home in a way that 
resonates with discerning buyers. My background in fashion and business 
gives me a unique edge in the luxury space, but it’s my thoughtful, client-­rst 
approach — combined with my NYC energy, drive, and deep connection to 
the city — that truly sets me apart. I see things di�erently, and that perspec-
tive allows me to create a real estate experience that feels as personal to my 
clients as the home itself.”

Dawn Watson, SERHANT.

“My husband, who is a theologian, always says that I have a pastoral ap-
proach to my clients,” said Watson. “While I enjoy and appreciate the com-
pliment, I’d say that I take my ­duciary responsibilities extremely seriously 
— everything I do is in the best interests of my clients. Period. As corny as it 
sounds, there’s no better feeling than helping people live better lives through 
real estate. �e Hamptons, I know and love this place, and especially the 
people who live here. Not only is the East End an incredible part of the world 
to live in, but it’s also home to some of the most appreciable property on the 
planet. Many of my clients/friends can sell their assets here and then go re-
tire somewhere else as millionaires. I hate to see them leave, but I am always 
happy to help them go.”

Nathan Grome, Compass Kelsey O’Connor, SERHANT. Dawn Watson, SERHANT.

Edmond Zenuni, Saunders & AssociatesAli Graham, �e AgencyJake Sinacori, Corcoran
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Join James Lane Post 
A Food & Wine Tour: 
Provence & � e Italian Riviera

September 11 - 17, 2025

Join us for six nights in the beautiful Provence region of France and 
Sanremo on the stunning Italian Riviera as we explore the rich 
gastronomic heritage and exceptional wines of these renowned 
regions. Enjoy three nights at Château Saint-Roux, a historic 
15th-century farmhouse and vineyard, followed by three nights at 
the Royal Hotel Sanremo, a luxurious � ve-star resort. 

� e trip includes hotel accommodations, breakfast each morning, 
(4) multi-course dinners, local wine tastings, a baking class, a rosé 
brunch at the vineyard, a Sanremo food tour that includes the 
medieval village of La Pigna, an olive oil tasting, shopping at � e 
Mall Sanremo, and a day in Saint-Tropez, among other activities.

$2700/person (double occupancy)*
$3500/person (single occupancy)*

Email info@jameslanepost.com for the full itinerary and 
to reserve a spot (limited to 14 guests). 

*Excludes � ights and transportation to and from the retreat.




