If you've been watching the Bukit Panjang market for a truly fresh executive condo (EC) opportunity, SOLANO
GRAND is one of the names that keeps surfacing. Based on what is publicly presented for the project, it is
positioned as a new 99-year leasehold EC at Senja Close, in Bukit Panjang (District 23). The developer attributed
on the project's own marketing pages is City Developments Limited (CDL). Beyond that headline set of facts,
much of what prospective buyers are able to see right now sits in the “pre-launch and priority-access” stage,
where you can request materials like the brochure and e-brochure, and line up for showflat-style previews by

appointment.

This article walks through what is known with confidence from the verified information, what the project appears
to be signaling during the priority-access period, and the practical questions you should ask before committing

time and money.

The baseline facts: where it is and what kind of home it is

SOLANO GRAND is presented as a new executive condo at Senja Close, Bukit Panjang. The project is described as
a 99-year leasehold development, in District 23. If you're choosing an EC with a specific lifestyle corridor in mind,
this location matters, because Bukit Panjang’s rental and resale demand tends to be strongly influenced by access

to transport nodes and retail clusters.

On the developer front, the project is attributed to City Developments Limited (CDL). When a project is tied to a
large developer like CDL, buyers typically expect a fairly polished sales process and structured marketing updates.
That also means that during priority-access periods, you may see more frequent communications compared with

smaller launches.

One detail that investors and occupiers often care about is whether the project truly fits into the local “gap” for
EC supply. Public marketing pages for SOLANO GRAND mention it as the first new EC in Bukit Panjang in nearly
15 years, with Blossom Residences in 2011 described as the previous Bukit Panjang EC launch. That “nearly 15
years” framing is significant, not because it guarantees anything about future value, but because it explains why

people who follow EC cycles have been paying attention.

SOLANO GRAND developer and project positioning

When people say they want a “good developer,” what they usually mean is the overall ability to execute the
project as intended, keep the sales and documentation process orderly, and follow through on the on-site
delivery timeline. With SOLANO GRAND, the developer attributed on the project pages is CDL.

That developer attribution is one of the strongest pieces of verified information you can anchor to right now. The
rest of what you'll hear during the priority-access stage may be presented as indicative or subject to updates. A
practical way to handle that is to treat early numbers and early visuals as directional, then confirm the specifics

through the official materials provided to registered buyers.

Priority-access registration: what the current stage implies

SOLANO GRAND'’s marketing pages indicate it is currently in a pre-launch or priority-access registration phase.
This matters because it shapes what you can realistically expect to receive at this point.

For example, the project pages reference priority-access elements such as:



* VVIP preview updates
* indicative pricing
¢ floor plans

® brochure or e-brochure access

At the same time, viewing arrangements on the project’s own site are described as being by appointment. The
contact and viewing process is tied to the appointed marketing team, with multiple contact channels listed
(phone, WhatsApp, and email). In other words, instead of “walk in any day,” you're usually looking at a structured

queue and scheduling approach.

That structure is not just a sales tactic. In practice, priority-access systems help the developer and marketing team
manage viewing capacity, distribute floor plan packs consistently, and reduce confusion when different unit
stacks and configurations are discussed. If you're the type of buyer who wants direct clarity, priority-access also

tends to give you more time with the person explaining the project rather than a rushed walkthrough.

Indicative pricing and why “indicative” deserves respect

One of the most common buyer instincts during early EC launches is to latch onto any price figure that appears.
With SOLANO GRAND, the project pages mention indicative pricing during the priority-access stage. The word

“indicative” is doing a lot of work here.

In real estate marketing, indicative pricing can be based on early assumptions, unit mix, or preliminary schedule
estimates. It may change as more confirmed details are finalized or as the sales team calibrates the launch
strategy. Because you have only partial certainty right now, the best approach is not to ignore indicative pricing
entirely, but to treat it as a range until you receive the official breakdown and confirm the exact stack, layout, and

any associated costs.

If you're planning finances, it's usually smarter to: 1) build a comfortable budget that still works if your chosen

unit moves toward the higher end of any indicative range, and

2) avoid making irreversible decisions based purely on an early headline number.

Floor plans and what to focus on (without guessing missing details)

The project pages indicate that floor plans are available during the priority-access process. However, the verified
context does not give us the specific layout sizes, bedroom counts, or configuration names. So the honest way to

talk about "SOLANO GRAND floor plans” is to focus on what you should examine once you receive them.
When | review EC floor plans for real clients, the questions that consistently matter are the unglamorous ones:

* Where the living and dining spaces actually sit relative to windows and ventilation
* How the corridor space affects usable rooms
® Whether the kitchen layout supports how you cook day to day (not just how it looks on a brochure)
® Whether the master bedroom arrangement keeps closet space practical rather than awkward
Because floor plan details are provided through the project’s materials and viewing process, your next move is to

request the official floor plan documentation as part of your appointment or e-brochure access, then compare

configurations like-for-like, not just “best looking” units.



Brochure, e-brochure, and the real advantage of getting the official
pack

SOLANO GRAND's marketing pages indicate access to a brochure or e-brochure during the priority-access stage.

For buyers, that official pack is valuable for two reasons.

First, it keeps you from relying on incomplete impressions. During pre-launch, it's easy to hear snippets from
different people, and those snippets can contradict each other. The official e-brochure is the clean reference

point.

Second, it typically includes the structured information you'll need to ask better questions. Even when pricing is
only indicative, the brochure tends to present how the developer frames the project, what they highlight as the

lifestyle selling points, and what details are available at that stage.

If you're trying to decide quickly, don't skip this step. I've seen buyers rush to schedule viewing only to realize
they can't cross-check what they were told because they never received the same floor plan or price breakdown

format.

SOLANO GRAND location: what's claimed, and what you should verify

The project marketing pages state that the site is near Bukit Panjang transport and retail amenities such as
Jelapang MRT, Hillion Mall, Bukit Panjang Plaza, and Greenridge Shopping Centre. In the verified context, these

proximity claims are described as marketing assertions rather than independently verified measurements.

That distinction is important. A "near” claim can mean many things, walking distance can depend on route
choices, and practical convenience is influenced by pedestrian paths, crossing points, and whether a place is
accessible via direct routes. In other words, “near” is useful as a starting point, but you should confirm what it

means for your typical travel patterns.
Practical way to handle this before you commit:

¢ |If you commute at peak hours, check how the route actually works on a weekday schedule.

* |f you shop regularly for groceries or essentials, visit or map the most common destination and estimate

time, not just distance.

* |f you use childcare arrangements or elderly family members frequently, consider how “near” translates into

real walking and transfer ease.

Because the verified information does not provide exact travel times, the responsible move is to treat these retail

and transport references as leads, then confirm them personally.

What the Senja Close EC land story suggests about market interest
(carefully)

There is also external reporting in the verified context regarding CDL's land bid for the Senja Close EC site. One

source reports a successful land bid of $252.9 million, translating to $771 per square foot per plot ratio.

That number can be interesting, but it doesn't automatically tell you what your unit will cost, nor does it
guarantee how competitive the pricing will be at launch. Land cost can influence overall development cost
structure, but final pricing is also affected by market demand, unit mix, financing assumptions, and the launch

timeline strategy.



What you can responsibly take from this kind of figure is market signal. A high-profile land bid for a site like this
typically indicates confidence that the area can absorb an EC supply. Still, for your personal decision, the only
numbers that truly matter are the ones you confirm for the exact unit you're considering, along with the official
terms and schedule.

Unit count and timing: what is known about the project plan

Another verified piece of context from CDL's information flow lists the Senja Close EC among its upcoming

launches, with a projected unit count of about 302 units and Q1 2027 timing.

Two points to keep in mind. First, the verified context says “projected” unit count and “Q1 2027 timing,” which
means you should treat it as an estimate rather than a guarantee of final delivery dates. Second, the unit count
estimate around 302 helps you understand the scale. A development of that size generally means there will be
enough unit variety to support different buyer profiles, but it can also mean your exact stack availability at launch
matters.

For buyers, timing impacts your decision more than you might think. If you already have a lease ending, a family
schedule tightening up, or a short-term plan to sell an existing home, a broad timeline like “Q1 2027" may still be

too vague until you see the official project schedule communicated during sales and after registration.

Showflat, video, and image gallery: how to use early media

The verified context indicates there are materials such as a project video and an image gallery linked from the

marketing materials. It also suggests that VVIP preview updates are part of the current priority-access stage.

Media like this can help you get a sense of presentation quality, but it can also create false confidence if it's
treated as a substitute for the actual specs. | suggest using video and image galleries as “orientation,” not

"validation.”
Here's how to use them well:

® ook for whether the common areas and unit layouts shown match what the floor plan documentation

indicates.
* Pay attention to how the developer frames light, ventilation, and circulation, then check whether the units
you like actually have those features in the plan.

* |f you're comparing multiple EC options, don't let a beautiful corridor distract you from the long-term

practicality of the bedrooms and kitchen.

When it's time to view in person, ask the team to connect what you saw in the video and images to the exact
stack you're considering. Priority-access scheduling by appointment is usually set up to enable that kind of

confirmation.

SOLANO GRAND showflat and booking: what you can do now

Because viewing is by appointment, the workflow for engaging with the project matters. The verified context
indicates you can contact the appointed marketing team using phone, WhatsApp, or email, and then arrange

viewing.

If you are trying to secure access early, this is where terms like “book appointment for SOLANO GRAND," solano-
grand.com.sg "SOLANO GRAND priority queue,” and “"SOLANO GRAND VVIP preview" become practical rather


https://solano-grand.com.sg/
https://solano-grand.com.sg/

than marketing language. In many launches, early access can affect which floor plan stacks you see first, and it

can influence how quickly your unit options narrow as demand forms.

A small personal anecdote, drawn from how these priority systems typically play out: the buyers who tend to
make calmer decisions are often the ones who schedule early, arrive with their questions written down, and
request the same set of documents the first time. They don't rely on a quick verbal summary. They ask for the

brochure or e-brochure pack, confirm the unit selection process, and compare stacks right then, not after.

Nearby amenities: using the marketing claims responsibly

The marketing pages mention specific nearby amenities such as Jelapang MRT, Hillion Mall, Bukit Panjang Plaza,
and Greenridge Shopping Centre. Even if these are presented as marketing assertions, they still provide useful

direction.

Think of them as “targets to check,” not “proof.” If you commute by MRT, identify whether Jelapang MRT aligns
with your typical route. If you shop and eat out frequently, consider whether Hillion Mall and the Bukit Panjang
retail hubs match your weekend patterns. And if you care about convenience for everyday errands, check whether

Greenridge Shopping Centre serves your specific needs more than the other options.

Because the verified context does not give measured distances, you should not assume travel times. I've seen
buyers assume “near” means the same thing across different entrances and walking routes, and then feel

disappointed when the practical commute takes longer than expected.

SOLANO GRAND pricing expectations: what's fair to assume now

The only verified pricing-related detail in the context is that the project pages mention indicative pricing during
the priority-access stage. That means you should expect to see pricing guidance, and you should also expect
updates.

In practical terms, when a developer releases indicative pricing, it often aims to help buyers understand the

ballpark while the launch details are still being finalized. The most dependable pricing approach is to:

* wait for the official pricing list associated with the unit selection stage,
¢ confirm any additional charges that may apply for your chosen stack,

* and compare total affordability, not just the unit price.

If you're budgeting for an EC, don't forget that "affordable” is only affordable when the monthly commitment
remains manageable over your likely holding period. Even if you plan to move again within a few years, monthly

outgoings and stability matter more than a short-term saving.

Who SOLANO GRAND suits best

Without inventing unit specifics, we can still talk about the buyer profile SOLANO GRAND seems designed for,
based on what it is: a new EC in Bukit Panjang, offered as a 99-year leasehold development with priority-access
registration and a structured sales process.

Typically, an EC like this attracts:

e families who want a balance of private condo feel and EC positioning,
* upgraders who prefer a stable, established district with known demand,

® and buyers who want to align their home purchase timing with an EC lifecycle plan.



But the right fit depends on your priorities. If your top concern is immediate move-in convenience, pre-launch
may be less aligned. If your top concern is getting access early to a set of floor plans and stacks, then priority-

access, e-brochure access, and booking a viewing appointment are the steps to focus on.

Your next steps if you want to act on SOLANO GRAND now

Since SOLANO GRAND is in priority-access registration and viewing is by appointment, the most effective next
move is to engage through the official channels described on the project site. That ensures you receive the

current materials and the correct unit availability information at the time of your request.
Here's a short, practical way to approach it:

* Book an appointment for SOLANO GRAND through the appointed marketing team channels (phone,
WhatsApp, or email).

® Request the SOLANO GRAND brochure or e-brochure access during your appointment or registration stage.

* Ask for the latest floor plans tied to your preferred configurations before you shortlist stacks.

® Confirm whether SOLANO GRAND VVIP preview updates and priority queue access apply to your registration
timing.

* Treat indicative SOLANO GRAND pricing as a starting reference until the official unit breakdown is provided.

If you do these steps in that order, you'll spend less time guessing and more time comparing like-for-like.

Contact and documentation: keep everything consistent
Finally, a detail that sounds boring but saves buyers stress: keep your documents consistent.

When you speak to the team, ask for the same pack again that you previously viewed, especially if you received
floor plan visuals or pricing updates earlier. Priority-access systems often involve updates over time, and a buyer

who remembers “what they were told last week” can get confused if details shift.

The project site’'s emphasis on appointment-based viewing and contact via the appointed marketing team is, in a
way, designed to reduce that mismatch. Use it to your advantage. Get the official e-brochure, request the latest

floor plan documentation, and ask the team to confirm the current stage and next availability steps.

If you want SOLANO GRAND to be more than a name you heard during a conversation, the process is
straightforward: register, request the materials, and view with a clear checklist in mind. Then you can make a

decision based on confirmed documents rather than early impressions from videos, images, or indicative figures.



