If you have been watching the EC scene in the north, you would have noticed how quickly attention can build
around a fresh launch at Woodlands Drive 17. WYNWOOD GRAND has been marketed as an Executive
Condominium by CDL, positioned at Woodlands Drive 17 in District 25. It is being described as a 99-year
leasehold EC, and the project marketing material places it within a short walk of Woodlands South MRT on the

Thomson-East Coast Line.

What | like most about how WYNWOOD GRAND is being presented is the “launch site” style of information flow.
Even without having confirmed every figure publicly, the project materials signal that certain items like pricing,
floor plans, and e-brochure are being shared with registrants first, or made available at launch. For buyers, that
usually means you can plan your decision-making timeline better, because you know what will likely come next,

and when you should book a viewing rather than wait indefinitely.

Below is a practical walkthrough of the project info that has been consistently described across the available

verified materials, along with the smartest way to interpret the details that are still not perfectly consistent.

Where WYNWOOD GRAND is located, and why the MRT angle matters

WYNWOOD GRAND is tied to Woodlands Drive 17, District 25, and is being promoted as an Executive
Condominium by City Developments Limited (CDL). The marketing messaging repeatedly frames the location

around accessibility, especially the Woodlands South MRT station on the Thomson-East Coast Line.

One of the most common claims in the project material is that the development is within walking distance of
Woodlands South MRT, commonly described as about a 3 to 5 minute walk. When a developer and marketing
team keep repeating a “walk time" range like that, it is usually because it matches what buyers actually want to

feel day to day, not just what maps show on a calm weekend.

In practice, a 3 to 5 minute walk can mean very different experiences depending on the time of day, walkway
conditions, and whether you carry groceries, push a stroller, or commute with a short buffer before work. But the
key point here is simpler: the project is being positioned around quick access to the MRT rather than depending

on driving.

If you are shopping with a household routine in mind, this matters. Commuter convenience is one of those
"hidden costs” that show up every week, even when the price makes you feel comfortable on paper. A location

like Woodlands South can reduce that recurring friction.

The project basics: EC status, lease term, and what’s still being clarified

From the verified information available, WYNWOOD GRAND is marketed as a 99-year leasehold EC. The
marketing also describes the project using the standard executive condominium framing, which is important

because it signals eligibility and financing considerations are not the same as a pure private condo.

The unit count is where you need to be a little more careful. Marketing pages describe the project as having
about 440 units on one page, and about 420 units on another page. The verified context flags that inconsistency

as not yet consistent across sources, so the safest interpretation is that the figure is indicative right now.
Here is how | would treat this, based on how launches usually unfold:

* When the unit count shifts between pages, it can reflect revisions, rounding, or presentation differences.



® Buyers should not anchor emotionally to a specific number until the latest official brochure or the balance

units chart is shared with registrants.

* |f you are comparing developments, you can still use the project size as a broad indicator of scale, but you

should wait for the definitive figure before making unit selection decisions.

For now, you can safely say the project is presented as a fairly established EC launch rather than a tiny boutique
development.

What CDL's involvement suggests, without overreaching

CDL is the company behind WYNWOOD GRAND in the project description you have available. The verified
context also notes CDL's FY2025 results mention a Singapore Government Land Sales site at Woodlands Drive 17.

That helps connect the project to the relevant GLS area.

Still, the "what this means for you” part should stay grounded. Without pulling in more unverified specifics about
the exact land parcel, the most defensible takeaway is this: the project is not being marketed as a random
independent brand. It is tied to an identified Woodlands Drive 17 GLS reference, and it is being handled by CDL

as the developer.

When buyers ask whether a developer will deliver properly, the honest answer is that you look at track record and
process, not just marketing copy. But on the basis of verified info alone, you can at least be comfortable that

CDL's involvement is a real and stated link, not a name-only claim.

Walkable lifestyle around WYNWOOD GRAND: amenities that show up
repeatedly

Project marketing messaging repeatedly highlights nearby amenities that are relevant to day-to-day living, not

just "big ticket” attractions. From the verified context, amenities mentioned include:

¢ Causeway Point

* Woods Square

* Woodlands Civic Centre

* Woodlands Health Campus
e RTS Link

* Woodlands Healing Garden

This is the kind of cluster that tends to matter for EC buyers. You are not only looking at home comforts, you are

also thinking about schools, clinics, daily errands, and weekend decompressing.

A buyer’s thinking often goes like this: “If | move here, will my routine get easier?” Amenities like a civic centre
and a health campus tend to shorten the “friction moments,” the appointments you schedule last minute, the

errands you decide after work, and the weekend plans that happen without a long travel time.

Even the inclusion of the RTS Link in the marketing tells a story. It signals the project is being positioned within a
broader connectivity conversation in Woodlands, where transport developments can affect how “central” certain

areas feel over time.

The important caution is that marketing emphasis is not the same as your exact commute experience. Your job
site, your school routes, and your family schedule will decide what “near” really means for you. But having these

facilities repeatedly highlighted gives you a clear starting point for how the developer is framing the lifestyle.



Project info releases: what registrants should expect

One of the more practical things in the verified context is that pricing, floor plans, e-brochure, and a balance

units chart are described as being released to registrants first or at launch.

That is useful because it implies you do not have to guess everything from partial online pages. Instead, you can
treat your next step as a time-bound action: register, then use the launch site materials and the brochure

information to make decisions.

However, it is equally important not to assume that pricing is already publicly confirmed based on what is visible
right now. The verified context states that independent verified public pricing figures were not found in the
reviewed materials. So if you see informal numbers circulating elsewhere, | would treat them cautiously until the

official pricing is shared through the channels the marketing material references.

If you are comparing multiple developments, this is where patience can save you money. Making an offer based
on an unverified price snapshot can lead to a mismatch between what you expected and what the official pricing

tiers actually are.

Floor plans and site plan: how to evaluate without getting distracted

Even when official floor plans are released to registrants, it is easy to get distracted by the headline size. People

naturally look at the number of bedrooms, the overall square footage, and the “best stack” claims.
But in real life, I've found that buyers should zoom in on three things early:

First, how the layout supports your daily routine. A unit that looks great on paper can still feel awkward if your
entry path funnels you straight into the living area without any practical way to organize shoes, bags, or daily

clutter. For families, that “flow” becomes part of how relaxed your evenings feel.

Second, storage. In many launches, the biggest difference between regret and satisfaction is whether the unit

gives you enough places to store household items without crowding the bedrooms or the living room.

Third, practical lighting and ventilation. You can usually infer a lot from the floor plan direction, and you can
confirm it during showflat viewing. Marketing images tend to be polished, so you want to experience the actual

feel, even if you only have 15 to 20 minutes on site.

For WYNWOOD GRAND, the key is that the floor plans and site plan are described as being part of the e-
brochure and brochure materials released to registrants. That means the most reliable “on-paper” evaluation

should come after you have the official documents in hand.

WYNWOOD GRAND showflat and VVIP preview: what is confirmed,
and what isn’t

The verified context indicates that the project is being promoted for showflat and VVIP preview appointments
through the marketing site. That means there is a booking or appointment flow, and buyers can request to see

the units.

What is not confirmed in the verified context is a fully independently verified launch date or confirmed public
booking details directly from CDL beyond what the marketing site describes. In other words, you should treat the
showflat and VVIP preview as real and planned, but do not expect every detail to be perfectly visible publicly at

this moment.



If you are deciding whether to wait or book early, here's a real buyer-style way to think about it:

If you know you want a specific stack direction, or you care about unit adjacency to facilities and lift lobbies, you
should assume early viewing helps. Once buyers lock in preferences, later dates often become more about
acceptance than choice. That does not mean you will be stuck with something undesirable later, but your

selection process can become narrower.

Project positioning: “WYNWOOD GRAND new launch” energy, without
the hype trap

WYNWOOD GRAND is being marketed as a new launch. That label matters for buyers who track how developers
roll out releases and phases, because newer launches typically come with clearer information packages and more

structured appointment schedules.

The temptation is to chase the excitement, but the smarter approach is to let the “new launch” energy work for
you:

® Use the brochure and site plan details to confirm what you care about.

® Use the balance units chart when it becomes available to see what is still open.

* Use your viewing to verify layout livability rather than relying on marketing photos.

This is where that happy tone can still be practical. You do not need to be tense while shopping, but you also

cannot be casual about unit selection. The right decision is usually calm and methodical, not rushed.

How to use the pricing and balance units information when it drops

Pricing and balance units are mentioned as being released to registrants first or at launch, but verified context

does not provide exact public pricing figures. So the best advice | can offer is about interpretation, not numbers.
When the pricing tiers arrive, | suggest you compare your target unit category against two real-life constraints:

1) Your budget ceiling, including any stamp duty and other costs you plan to handle. 2) Your timeline. Are you

stretching to meet the EC horizon and eligibility requirements, or are you purchasing as soon as you are ready?

When the balance units chart comes in, pay new executive condo near Woodlands South MRT attention to
distribution, not just totals. If most of your preferred unit types are already nearly gone, you may have a choice to
make, either adjust unit size or accept a different stack. Sometimes the better move is to shift your priority, for

example, if storage and layout matter more than having a perfect view.

A practical checklist for launch-site documents

Once you get access to the e-brochure and related materials, you can make your evaluation faster. Here are the

five things | would double-check first, before you even compare multiple stacks:

® Confirm the latest unit count figure in the official brochure materials, since marketing sources described

about 440 and about 420 units inconsistently.
® Review the 99-year leasehold EC status clearly stated in the official documentation.
e Study the site plan and understand what is adjacent to your unit block, especially practical daily routes.
e Compare your preferred unit layout against your routine, not just against “nice-looking” marketing photos.

® | ook for the balance units chart and map out what choices remain when you are ready to commit.


https://wynwood-grand.sg/

This approach prevents you from getting pulled into wishful thinking before you see the real numbers and the

current inventory situation.

nearby amenities, location map, and how to plan your day around
them

The verified context mentions that a nearby amenities section and a location map are part of the project material.

Even if you never open those pages at first, you will likely want them during decision time.

When | review location maps with clients, the question is never “Is there a shopping mall somewhere nearby?”

The question is “How does it fit into your week?”

Causeway Point and Woods Square are the kind of places that can handle a lot of routine needs. Woodlands Civic
Centre can matter if you need to manage household administration. Woodlands Health Campus is one of those

anchors that can reduce stress because you know medical facilities are in your general radius.

Woodlands Healing Garden, on the other hand, speaks to the lifestyle side. If you like a simple walk after dinner,
or you want a weekend reset within the Woodlands area, having that kind of space highlighted is a signal that the

area is not only transactional, it is also meant for daily calm.

RTS Link, as mentioned in the project material, is a transport development reference. Even if you personally do

not commute via that route today, transport upgrades can change how residents perceive “distance” over time.

One more thing to watch: unit availability and your decision timing

This is where | often see buyers trip up, especially around EC executive condominiums during active launch
periods. They wait for “all the information” to appear publicly, then by the time they register and view the official

docs, their favorite stack has already moved into the “very limited” bucket.
To avoid that, think in phases:

* Confirm the fundamentals first, EC status, lease term, and the location premise.
* Then, once floor plans and pricing are released to registrants, validate your unit selection criteria.

® Only after that, decide whether you want to move forward quickly or keep comparing.

WYNWOOD GRAND is positioned as a launch where key materials are tied to registrant access and launch release
timing. Using that information flow is not hype, it is just aligning your steps with how the sales process is actually

designed.

Planning your next step: book a viewing the right way

If you are exploring WYNWOOD GRAND project info, the most grounded next move is to use the appointment
flow linked to showflat and VVIP preview. The verified context indicates that appointments are being promoted

via the marketing site.

To make that booking count, bring a small set of questions. You do not need a notebook full of prompts, but you

do want to avoid leaving the showflat with only “it looks nice” impressions.
Here is a short, practical appointment plan, kept simple:

® Bring your preferred unit type priorities, for example, layout needs and storage expectations.

* Ask for clarification on the official figures you saw online, especially the unit count discrepancy.



e Confirm what documents are available at the time of viewing, such as the e-brochure version and balance

units chart.
* Use the showflat to test your routine fit, circulation, lighting feel, and daily entry flow.

* Decide whether you want to proceed once pricing and floor plan details are formally shared.

If you do this, you are not just visiting a showflat. You are actively validating the decision variables that will matter

after you move in.

Closing thoughts you can act on now

WYNWOOD GRAND is clearly being marketed as an Executive Condominium by CDL at Woodlands Drive 17 in
District 25, with a 99-year leasehold framing and a strong location story around Woodlands South MRT on the
Thomson-East Coast Line. The project material also points buyers toward a nearby amenities cluster including
Causeway Point, Woods Square, Woodlands Civic Centre, Woodlands Health Campus, RTS Link, and Woodlands
Healing Garden.

What is less “locked down” in the verified context is the exact unit count consistency across pages, and the
publicly visible pricing figures. Those are exactly the kinds of items you should treat as “to be confirmed” until the

brochure, e-brochure, and balance units chart are released via registrant access or at launch.

If you like a buying experience that stays happy and efficient, the best habit is to use the launch-site information
flow. Register, view the official materials, and book the showflat when you can still choose from the most

compatible options.

Whether you are tracking WYNWOOD GRAND new launch updates, comparing WYNWOOD GRAND floor plans,
or planning WYNWOOD GRAND brochure reading time, the next step is straightforward: get the latest official

documents tied to the launch process, then let the actual layout and current inventory guide you.



