If you are looking at a new exec condo in Woodlands, it helps to focus on the kind of practical information that
changes decisions, not just glossy photos. WYNWOOD GRAND at Woodlands Drive 17 is one of the more talked
about options because it is being marketed as an Executive Condominium, tied to the Woodlands Drive 17 GLS
site, and presented as a project by City Developments Limited (CDL). It also sits in District 25, and the marketing

positioning leans heavily on convenience, with a commonly stated walking time to Woodlands South MRT.

Below is a clear project details guide to help you understand what is known from the available verified
information, what seems to be marketed consistently, and what you should verify directly when you book a

showflat or brochure preview.

What WYNWOOD GRAND is, in plain terms

WYNWOOD GRAND is being marketed as an Executive Condominium (EC) at Woodlands Drive 17 in District 25. It

is associated with CDL, and the project is promoted as a 99-year leasehold executive condominium.

That leasehold term matters when you plan your medium and long term. It does not change the fact that an EC is
designed for eligible buyers, but it does affect how you think about holding power, resale timing, and your
overall life plan. When people are deciding between an executive condo and other new EC launch Woodlands
housing options, the simplest question is always the same: “Do | want to build a few years of stability here, and
am | comfortable with how the leasehold term fits my timeline?” For many buyers, the answer is yes, especially

when the location is strong and amenities are nearby.

Developer and positioning: why CDL matters to how you evaluate it

The project is described as being by City Developments Limited (CDL). In real-life terms, the developer name
influences your comfort level when it comes to design execution, project coordination, and the way the sales

process runs.

| would still encourage you to focus on the documents you receive during the registration and showflat/VVIP
preview process, rather than relying only on brand reputation. The good sign here is that the project material
indicates structured access to details like pricing, e-brochure information, and balance units charts being released

to registrants first or at launch. That is usually the pattern you want when you are trying to avoid guesswork.

Leasehold 99-year: what it means when you are comparing options

The marketing describes WYNWOOD GRAND as a 99-year leasehold EC. This detail is worth flagging early
because it sits at the centre of many buyers’ comparisons, especially if you are weighing the possibility of staying

long term.

Here is the practical way to think about it. A leasehold EC is still home, and you can plan your day to day life
around it. But you should also consider how you might feel if you need to move earlier than expected. If you are
buying with a shorter timeline, your decision should be based on something more than “it should be okay.” It
should be based on the market reality you can validate using your own research at the time, plus the project's

specifics as they are disclosed in the brochure and the balance units chart.

How many units? Treat the current figures as indicative until you see
the official brochure


https://wynwood-grand.sg/

From the marketing material you can find two different unit counts. One page indicates about 440 units, while
another indicates about 420 units. Since these figures are not yet consistent across sources, the safest approach

is to treat the range as indicative rather than exact.

In practice, unit count influences things like internal competition for facilities, the scale of common spaces, and
sometimes how quickly particular stacks sell out. But since you should not make a financial commitment on a
number that is still inconsistent, your best move is to confirm the exact figure from the WYNWOOD GRAND

brochure and project info you receive through the proper channels.

When you book a showflat or brochure appointment, you can ask a direct question in a friendly tone: “What is
the final stated number of units in the official brochure?” You are not being difficult. You are simply making sure

the information you rely on is consistent and official.

Location and connectivity: Woodlands Drive 17 to MRT, walkability
included

One of the strongest and most consistent points in the marketing is the stated proximity to Woodlands South
MRT on the Thomson-East Coast Line. The project is promoted as being within walking distance, commonly

described as about a 3 to 5 minute walk.

That "walkable” phrasing matters because commute comfort is not just about travel time. If you have ever taken
public transport in rainy weather, you know the difference between walking five minutes and walking fifteen
minutes in daily life. A short walk reduces friction, especially for evening returns, late errands, and days when you

just want to get home without thinking too hard.

When you evaluate this yourself, do not rely only on web claims. If possible, try a short walk around the time you
would realistically commute, or check the path you would take when you are carrying bags. The best advertised

location still needs to work for your real routes.

Nearby amenities: the “everyday life” checklist

The project material repeatedly highlights nearby amenities, including Causeway Point, Woods Square,
Woodlands Civic Centre, Woodlands Health Campus, the RTS Link, and Woodlands Healing Garden.

For buyers, these names usually translate into real daily benefits:

® (Causeway Point and Woods Square are the kind of malls and retail hubs that reduce how often you need to

travel for groceries and daily necessities.
* Woodlands Civic Centre supports administrative convenience, when you need it.
* Woodlands Health Campus is relevant for families who put healthcare accessibility high on the list.
® The RTS Link is often mentioned because it connects people to more options for travel.

* Woodlands Healing Garden adds a green, calmer space for downtime.

It is easy to treat "nearby amenities” as a marketing line, so | recommend you convert it into your personal
routine. Think: which one will you actually use weekly? That is usually the one that makes the location feel worth

it.

WYNWOOD GRAND new launch and what “access to info” means for
you



Marketing pages describe WYNWOOD GRAND as a new launch, and the project info approach includes items

such as pricing, floor plans, e-brochure, and a balance units chart being released to registrants first or at launch.

This is the part that can make your buying process smoother if you use it well. Instead of trying to piece together
details from scattered places, registrants often get a single, clearer snapshot of what is available at the time you

can view it.

Still, there is a key trade-off. Because some details may be shared only to registrants, you might feel uncertain
early on if you prefer to decide quickly based on public data. If that is your style, you can still plan. You just need
to prepare for the fact that the “real decision” inputs, like exact pricing and the unit availability picture, may come

when you engage the sales team through booking channels.

Floor plans and site plan: what you should verify, not just admire

The project is described as having available floor plans and a site plan in the marketing material. That is helpful,

but you should look at these documents with buyer-grade questions in mind.
For an exec condo, your floor plan evaluation usually comes down to a few practical areas:

1. Layout efficiency (how usable each square metre feels)

2. Natural light and ventilation (especially for rooms that are not always occupied)

3. Your furniture fit, based on your current bed size, dining table width, and storage needs
4. Privacy considerations, for example how close a living area feels to neighbouring units

5. Whether the practical workflow makes sense for your daily routine

Many buyers fall into the trap of choosing based on the “best looking render.” | have learned the hard way that
the real value is how the layout supports daily life when you are moving through the space for the hundredth
time. When you see the WYNWOOD GRAND floor plans, take a tape measure, even if only mentally. Picture

walking patterns, door swings, and where you will place a home office desk or a shoe cabinet.

Also, ask to see the site plan view in context. Site plan understanding helps you mentally map what might be “in
front,” what might be “next to,” and what the surrounding environment could feel like at street level. It is not

about fear. It is about clarity.

Pricing and balance units: how to approach the numbers without
panicking
The verified information you have says pricing and the balance units chart are released to registrants first or at

launch. At the moment, there are no verified public pricing figures in the material reviewed, so | cannot

responsibly quote numbers here.
What you can do instead is set yourself up to interpret pricing and availability quickly when you receive it.

A healthy approach during EC launches is to compare like with like. If you see multiple stacks, compare based on
the same unit size and similar orientation. Then ask how the balance units chart reflects current availability, since

“what is left” can be different from “what is likely to be sold soon.”

One small reality: at showflat time, you may feel pressure because someone is trying to help you move faster. If

you remain calm and focus on the numbers presented to you directly, you will make a better decision.



VVIP preview, showflat, and booking: what the marketing indicates

The marketing positioning includes WYNWOOD GRAND VVIP preview and the ability to book an appointment,

and it also points to the showflat as part of the viewing process.

From the verified context, it is not possible to confirm an independently verified launch date or exact public

booking details. So treat any timing statements as “marketing indicated,” not confirmed facts.

The practical takeaway is still valuable. If the project is offering VVIP preview or showflat appointment access
through their marketing flow, it is worth getting on the list if you are serious. The reason is simple, you will

usually get the brochure, project info, and the balance units clarity sooner rather than later.

Nearby “life fit” examples: how buyers typically reason about
Woodlands

When people evaluate Woodlands Drive 17, they are rarely thinking only about commute time. They are thinking

about how the neighbourhood supports family and routine.

Here are a few lived examples that come up often in EC discussions, without pretending every buyer has the

same priorities:
* A working couple might like the short walk to Woodlands South MRT because it reduces “extra time costs”
on workdays, especially when schedules are tight.

* A family might care more about how quickly you can reach healthcare and daily shopping, since those are

trips you do not schedule far in advance.
e Someone planning to work from home might focus on whether the living area can flex into a home office

setup, and whether the layout supports quiet evenings.

WYNWOOD GRAND nearby amenities messaging includes the kinds of anchors that make these routines easier,

like Causeway Point, Woods Square, and Woodlands Health Campus.

What to ask during your WYNWOOD GRAND appointment (simple,
effective questions)

If you are going to book an appointment, you want questions that are specific enough to reduce uncertainty but
not so technical that you get pushed into jargon.

Here are five questions that usually pay off:
® “Can you confirm the exact number of units in the official brochure, since | have seen different indicative
counts?”

* "What are the latest balance units available now, and which stacks are likely to be released or sold next?”

® "Do the floor plans include any notes on layout differences by unit type, for example bedroom sizes or utility
positioning?”
* "What is the stated walking route and estimated walking time to Woodlands South MRT, and are there any

known access changes?”

® "“Could | get the e-brochure and pricing breakdown for the unit sizes | am considering?”

This list stays practical, and it helps you leave the session with fewer unanswered questions.



A quick EC buyer lens: fit, eligibility, and timeline

Because WYNWOOD GRAND is an executive condominium, eligibility and your personal timeline matter. While
the broader EC scheme is not detailed in the verified context you provided, the general buying reality is

consistent: ECs are meant for eligible buyers, and the plan should reflect how you will meet the requirements.

Even if you are already eligible, you should still treat your timeline seriously. If you are buying while your job or
family situation is in flux, you want to avoid committing based on excitement alone. Use the showflat time to

confirm what you are actually buying, and then align it with your life schedule, not just your current enthusiasm.

A happy buying experience is not about rushing. It is about feeling confident that the key facts are clear.

Common buyer trade-offs to consider for this kind of project

It is easy to love a location and assume everything else will work out. In reality, every EC purchase includes trade-

offs you should acknowledge early.

For example, if you care most about walkability to MRT, you might accept a certain style of neighbourhood
convenience, meaning your daily routine could be more “city based” than “park based.” If you prefer quieter
living, you might pay more attention to how the site plan positions common areas and how units face the

surrounding environment.

If you are comparing between different exec condos, the best decision often comes down to which compromise
you can live with. Some buyers are fine with a busier commercial environment if the commute is smooth. Others

would rather be slightly farther out but prefer a calmer setting.

WYNWOOD GRAND'’s marketing emphasis includes convenience and nearby facilities. That can suit a lot of

households, especially those who want Woodlands life without complicated travel.

Recent transaction comparisons: a note on what we can and cannot
verify here

The keyword list includes “"WYNWOOD GRAND recent transactions,” but in the verified context provided here, no
specific transaction figures are included. So | cannot point you to real transaction data or claim any trend for this

specific project.

If you want to compare against market outcomes, your best move is to gather sale and resale information from
the appropriate channels available to you, then compare units by type, size, and timing. When projects are new

launches, comparisons to older developments can be misleading unless you normalize for unit size and time.

How to make this process feel smooth, not stressful

The nicest part about structured sales processes, like those implied by the marketing for WYNWOOD GRAND
brochure access and showflat appointments, is that you can move from "maybe” to “clear” with a few focused

steps. You do not have to do everything at once.

Second, keep your expectations anchored. Since exact pricing, floor plan details, and unit availability are indicated
to be provided to registrants first or at launch, your early stage work should be about preparing questions,

clarifying what you need, and deciding which unit types you would genuinely choose if the numbers make sense.



Third, enjoy the viewing. A new exec condo can feel exciting, and it should. Just make sure the excitement is

supported by information that holds up under scrutiny.

A simple pre-appointment checklist for a happy decision

You only need one small checklist to stay organised during showflat time. Here is a concise one you can use:

Bring your current household needs, like bed sizes and storage habits, so you can test the layout in your
head

Decide which unit types you will consider before you see the brochure, so you do not get sidetracked
Prepare questions about unit counts, balance units, and any layout differences between types
Ask for the e-brochure and pricing breakdown for the sizes you want

Confirm the walking route and estimated time to Woodlands South MRT based on the actual access path

With that done, the appointment becomes productive, not overwhelming.

Where WYNWOOD GRAND fits if you are searching for a new exec
condo in Woodlands

Putting the verified facts together, WYNWOOD GRAND stands out because:

it is marketed as an exec condo at Woodlands Drive 17, District 25

it is described as a project by CDL

it is promoted as 99-year leasehold

it is positioned near Woodlands South MRT with a commonly stated 3 to 5 minute walk

the nearby amenities emphasis includes well known Woodlands anchors like Causeway Point, Woods Square,

Woodlands Health Campus, and Woodlands Civic Centre

marketing indicates access to project info, floor plans, pricing, and a balance units chart through registrants

and at launch, with showflat and VVIP preview booking flows

That combination often appeals to buyers who want convenience and a solid neighbourhood base, while still

having the EC pathway as part of their housing plan.

If you are actively considering WYNWOOD GRAND new launch options, the best next step is to book the

showflat or appointment flow, request the e-brochure and the official balance units chart, and verify the exact

unit count and pricing that apply to the release you are considering. That is how you turn project info into a

decision you can feel good about.

If you want, tell me what unit type you are targeting (for example, whether you care more about bedroom count
or layout efficiency). | can help you translate that into a shortlist of what to check on the WYNWOOD GRAND

floor plans and site plan when you receive the brochure.



