If you have been tracking the Woodlands Drive 17 Executive Condominium scene, you have probably seen how
quickly interest builds once a new EC launch turns from “rumour” into “appointments open.” That momentum is
exactly why people who are serious about timing tend to move early on WYNWOOD GRAND: the best
information, like developer pricing details, floor plan releases, and the balance units picture, tends to show up

through the same channels that handle showflat and preview appointments.

WYNWOOD GRAND is being marketed as an Executive Condominium at Woodlands Drive 17 in District 25,
promoted as a project by City Developments Limited (CDL). It is also described as a 99-year leasehold EC. One of
the trickier parts right now is that public-facing pages you might come across mention unit numbers that do not
perfectly match each other. One page describes around 440 units, another describes about 420 units. Since those
figures are not consistent across the materials reviewed, treat any “total units” figure as indicative rather than

exact.

What is consistent, though, is the positioning and the access story. The development is repeatedly promoted as
being within walking distance of Woodlands South MRT on the Thomson-East Coast Line, commonly described as
about a 3 to 5 minute walk. The Woodlands area, especially around the MRT nodes, is also the kind of location
where buyers tend to care less about theoretical convenience and more about day-to-day friction, like how

quickly you can get out the door in the morning and whether errands fit into your commuting rhythm.

Below is a practical guide on how to request WYNWOOD GRAND developer pricing and availability updates,
what to expect when information is released, and what questions to ask so you do not waste time during your

appointment.

Why WYNWOOD GRAND pricing updates matter (and why they move
fast)

The phrase “developer pricing” gets used loosely online, but in EC projects it usually refers to the set of pricing
and unit allocation details that come with the formal launch or registrant updates. That is where people start
making real comparisons: which stacks are actually available, what the effective pricing looks like for different

configurations, and how the options shift when balance units change.

From experience, the most common frustration is this: someone sees early visuals, likes the concept, and then
shows up to an appointment expecting a simple “here is the price list.” Instead, the team may share pricing in
stages, sometimes first for registrants, sometimes aligned with launch or preview phases, and sometimes with

availability filtered based on what is still unsold at that point.

WYNWOOD GRAND project info is presented with a clear expectation that key documents like pricing details,
floor plans, e-brochure, and balance units are released to registrants first or at launch. That means your ability to
request updates promptly often determines whether you get the full decision-grade material early, or whether

you only see the later-stage version after options thin out.

For buyers, that timing can matter because EC decisions are rarely one-dimensional. If you are trying to match
your budget to a particular unit type, you need the pricing context early. If you care about layout and livability,

you need updated floor plans to compare workable dimensions, not just marketing impressions.

And if you are waiting for availability to clarify, the balance units chart is the piece that turns “interested” into

“ready to proceed.”



The basics you can anchor on right now

When you are requesting updates, it helps to separate what is solid from what is still being refined in public
materials. Here are the elements that are supported by the project information reviewed:

e WYNWOOD GRAND is marketed as an Executive Condominium at Woodlands Drive 17, District 25.

® |tis promoted as a project by City Developments Limited (CDL).

® |tis described as a 99-year leasehold EC.

* |tis promoted as being within walking distance of Woodlands South MRT on the Thomson-East Coast
Line, commonly stated as about a 3 to 5 minute walk.

* Nearby amenities repeatedly highlighted include Causeway Point, Woods Square, Woodlands Civic
Centre, Woodlands Health Campus, the RTS Link, and Woodlands Healing Garden.

® Public unit count references vary between about 420 and 440, so treat this as indicative until the developer’s

official details are provided to you through the registrant or launch process.

Those are the anchors you can use when speaking to the team during a WYNWOOD GRAND book appointment.
Everything else, especially WYNWOOD GRAND pricing, WYNWOOD GRAND floor plans, WYNWOOD GRAND site

plan details, and the balance units position, should be confirmed directly through the official update channels.

What “developer pricing” usually includes during EC launches

Because you are specifically looking for WYNWOOD GRAND developer pricing, it helps to know what “pricing

information” often covers, even when the exact figures are released in stages.
In many CDL-promoted or EC-style marketing flows, pricing updates tend to come with:

* Unit type pricing ranges tied to stack and configuration
* |nformation about which unit categories are currently available
* Sometimes a summary of the distribution across different phases if sales are rolled out in rounds
® The practical reality of what is still purchasable when you arrive, not just what exists on paper
The key point is that public pages may not show complete verified pricing figures ahead of time. Instead,

registrants get prioritized access. That is why requesting updates promptly is the right move, especially if you are

shopping with a deadline, selling a current home, or aligning finances with your EC timeline.

If you want to keep your process clean, ask for the same set of documents every time. The goal is not to ask for

“pricing” in general, but to request the full package you need to compare unit choices.

What to ask for when you request updates

During WYNWOOD GRAND VVIP preview or showflat-style sessions, you want information that allows you to
decide confidently, not just feel enthusiastic. Here is a short, practical checklist of what to ask for. Keep it simple
and direct, and you will usually get better answers.

* Confirm the current availability via the latest balance units chart

* Request WYNWOOD GRAND floor plans for the exact unit types you are considering

® Ask for the e-brochure and any developer-released pricing details available for registrants

e (larify the latest WYNWOOD GRAND site plan and how it affects your stack choice

® Request the WYNWOOD GRAND project info summary you can reference after the appointment



If the team has multiple document versions (early visuals versus final release), ask which version they are handing
out today, and whether there will be updated changes after launch. Buyers often think “version control” is

nitpicking, but it can actually matter when you are comparing floors, layouts, and allocation rules.

Showflat and preview appointments: how availability conversations
usually go

When you book a WYNWOOD GRAND showflat or a WYNWOOD GRAND VVIP preview, the flow often looks like
this: you share your preferences first, then the team maps those preferences to what is actually available right
now. The difference between “available” and “exists Continue reading in the brochure” is where people run into

disappointment.

Walking away with only marketing highlights is a common misstep. A better approach is to treat the appointment

like a feasibility check:

* (Can you get a unit type that fits your needs?
* Does the stack you like stay available, or does it get released to other buyers before you decide?

® |s the pricing you receive consistent with what you need to stay within budget?

If you are comparing multiple properties, you will want the same depth of information for each. That is why
WYNWOOD GRAND booking style updates matter. If you receive WYNWOOD GRAND brochure material and

pricing details through the official process, your comparison becomes apples-to-apples.

Location that buyers actually feel: Woodlands South MRT and daily
convenience

The walk to Woodlands South MRT on the Thomson-East Coast Line is a real selling point because it is easy to
test in your head. When a team says the walk is about 3 to 5 minutes, that gives you a practical starting point: can

your household realistically do it during rush hours, with kids, groceries, or work bags?

In Woodlands, convenience is rarely only about transport. It is also about whether nearby amenities fit into your
weekly routine. WYNWOOD GRAND nearby amenities are repeatedly highlighted in the project materials

reviewed, including:

® Causeway Point

* Woods Square

* Woodlands Civic Centre

* Woodlands Health Campus
e RTS Link

* Woodlands Healing Garden

Even if you do not plan to visit all of them frequently, the presence of these amenities reduces “life admin”
friction. It is the kind of location feature that tends to show up later, after you move in, when you realise you do

not need to schedule as many standalone trips.

Floor plans and site plan details: where judgment comes in

A lot of buyers start with “Do | like the project?” then move to “Which unit type works best for my household?”

The second step is where floor plans and the site plan start doing real work.


https://wynwood-grand.sg/

Because WYNWOOD GRAND floor plans and WYNWOOD GRAND site plan information are described as
available through registrant or launch channels, your appointment becomes the time to ask better questions than

"How many bedrooms is it?”
Here is the kind of evaluation that usually saves people time:

® Are the usable portions of the rooms actually workable, or does furniture placement feel cramped?
* Do you have an intended use for each room, like a home office or a second study corner?

* Does the layout support your daily routines, like where you want to store shoes, coats, or kids' items?

The site plan also matters because views and orientation are not only about aesthetics. They can affect your

privacy preferences and how natural light and breeze flow feels across different stacks.

This is where buyers who come prepared tend to do better. If you already know the unit types you want to

compare, the appointment is faster and more productive.

Brochure, e-brochure, and the document version problem

You may hear people say “just check the brochure.” In practice, brochures can lag behind the latest availability
position. For WYNWOOD GRAND, the marketing materials reviewed indicate an e-brochure and supporting

documents are provided to registrants first or aligned with launch.

The practical lesson is simple: when someone hands you the WYNWOOD GRAND brochure or e-brochure during
your appointment, take a moment to check whether it is the current release and whether it includes the latest

pricing and stack availability.

If you plan to decide later, ask if you can receive a copy of the pricing info and documents you can refer back to.
Buyers often decide too quickly when they are in the room, then second-guess later because the “version” they

mentally remembered is slightly different from the one they receive afterward.

A calm, document-first approach avoids that.

Balance units: what it can tell you and what it cannot

The phrase WYNWOOD GRAND balance units often sounds like a definitive answer. It is helpful, but it also needs

interpretation.

Balance units usually tells you what remains at the time of the update. It does not necessarily reveal future
changes, such as how unit release timing might shift with demand. It also does not always tell you the “why,” like

whether certain stacks are held back due to preference patterns.

That is why you should use the balance units chart as a decision input, not as a substitute for asking questions. If
your preferred stack is no longer available, ask what near alternatives still meet your needs. Often, the difference

between “possible” and “not possible” is a stack swap, not a complete unit type change.

Recent transactions: how to use them without overfitting

Some buyers want to see WYNWOOD GRAND recent transactions information to benchmark what the market is
doing. While transaction and pricing comps can be useful, you should treat them like a compass rather than a

map.



In new EC launches and executive condo releases, the main missing piece in any “recent transaction” comparison
is that the product, timing, and buyer profile may differ. In other words, even if there are recent deals nearby, the
price you should focus on still comes from the developer's available unit types, current balance units, and the

exact pricing offered during the launch or registrant update.

So if you ask about pricing context during your WYNWOOD GRAND book appointment, ask for it in a way that

supports your decision:
* What pricing guidance is relevant for the unit types being offered?
* Are there unit categories that consistently move faster?
® Which stacks tend to be selected first based on buyer preferences?

You will get a more meaningful answer when you anchor your questions to the actual unit types you are

considering.

Keeping your expectations realistic about unit count and release
details

Because some public materials reviewed mention different unit counts, it is worth setting a realistic expectation. If
you walk into an appointment expecting one exact number you saw elsewhere online, you may end up distracted

by a detail that does not change your decision anyway.
Instead, focus on the more concrete outcomes you can verify in the room:

* the specific floor plan you like
® the stack and orientation
® the current availability and pricing information for your chosen options

Unit count inconsistencies are an example of why “brochure reading” should be secondary to “appointment

validation.” Your time and focus should go where it matters.

How to request WYNWOOD GRAND project info and pricing updates
smoothly

If you want this to be an efficient process, do two things before you reach out: 1) shortlist your preferred unit

types, and
2) decide what constraints you will not compromise on, like bedroom count, layout usability, or budget ceiling.

Then when you request WYNWOOD GRAND project info, include those preferences so the team can route you to
the right options. This is especially relevant if you are tracking WYNWOOD GRAND new launch timing, because

early updates can bring you closer to the full set of developer materials and clearer availability.

Also, be ready to ask for the latest documents. Since the project materials reviewed indicate that pricing and
certain documents are released to registrants first or at launch, you want to confirm you are seeing the newest

version.
The goal is to leave your first interaction with:

® the unit types you can realistically buy

® the pricing details available at that time



® the most recent balance units position

¢ the floor plans you need to evaluate your lifestyle fit

That combination is what turns a marketing visit into a purchase-ready step.

A quick comparison mindset for EC buyers in Woodlands

If you are looking at WYNWOOD GRAND alongside other Woodlands options, it helps to compare on the things
that affect daily life and decision durability.

Here is a simple comparison mindset that works well for EC buyers, especially when pricing details are released in

phases:

| What to compare | Why it matters | What to request | |---|---|---| | Pricing and availability timing | Some unit
types thin out quickly once demand rises | the latest balance units and developer pricing details for registrants | |
Layout practicality | You will live with the floor plan, not the marketing concept | the exact WYNWOOD GRAND
floor plans you want | | Access to transport | Daily commuting comfort compounds over years | confirm the
Woodlands South MRT walking access described | | Site plan and stack fit | Views, privacy, and light feel differ
across stacks | the current WYNWOOD GRAND site plan details | | Nearby amenities lifestyle fit | Convenience
changes your routines | confirm proximity to highlighted amenities like Causeway Point and Woodlands Health

Campus |

This is not about “finding the perfect unit on paper.” It is about reducing regret by choosing an option that still

works once you move from showroom energy into real-life routine.

Using WYNWOOD GRAND details to decide with confidence

You can be excited about WYNWOOD GRAND new launch, but the smartest excitement is the kind backed by
documentation. The project is being presented with a clear identity as a CDL EC at Woodlands Drive 17 in District
25, with a 99-year leasehold framing, and a strong transport narrative tied to Woodlands South MRT on the

Thomson-East Coast Line.

The materials reviewed also signal that core decision tools like WYNWOOD GRAND pricing, WYNWOOD GRAND
floor plans, WYNWOOD GRAND brochure/e-brochure, and WYNWOOD GRAND balance units are handled
through registrant-first or launch-aligned releases. That means your next step is not passive browsing. It is a

proactive request.

When you do request updates, make sure you get the pricing and availability information that is relevant to the
unit types you are considering. Ask about the latest version handed out during your appointment, and confirm

what remains available right now.

If you have been waiting for a clean answer on pricing and availability, you are not alone. EC buyers tend to make
their best decisions when they can see the actual choices available, not only the story behind the project. With
WYNWOOD GRAND, that practical clarity is exactly what comes through the showflat, preview, and registrant

update flow.

If you want to proceed, book your WYNWOOD GRAND showflat or request a WYNWOOD GRAND VVIP preview
so you can receive the current documents and developer pricing details available at that stage. From there, you

can compare floor plans confidently, evaluate the stack and site plan fit, and decide without guesswork.

Happy searching, and enjoy the process. When the right launch information lands in your hands, the decision

becomes a lot lighter.



