Buying a new-launch condo is never just about seeing a unit once. For most people, the real decision-making
starts before the first walk-through, then continues while you are standing in the showflat, and finally after you

leave with brochures, floor plans, and the quiet feeling that you might have missed something.

With Dunearn Green, the timing of when you view matters because the information flow around a new launch
tends to arrive in waves. You might see previews online, e-brochures released earlier, then showflat readiness on
a later timeline, and the floor plan details may be updated as the marketing materials firm up. This article focuses
on how to judge that timing as a viewer, and what to expect when you step into the Dunearn Green showflat

experience, using only what is knowable from publicly available launch information and verified project details.

Why timing changes what you can judge

A common mistake buyers make is treating a showflat visit like a single snapshot. In reality, what you can verify
during a visit depends on how far the project has progressed and what the developer has chosen to finalize for

marketing at that point.

When showflats open, you usually get a polished view of finishes, layout intent, and how the developer wants you
to feel about daily living. But at the same time, the details you may care about most, such as exact specifications,
measurement confirmations, and how certain units position themselves relative to nearby amenities, can still be
in flux. Even if the showflat looks complete, the “paper” around it can still evolve, especially when e-brochures

and floor plans are being offered or released progressively.

So timing is not just about whether you can book an appointment. It affects what kind of confidence you can
build. Early viewing can be useful if you want to get a first read on the floor plan feel. Later viewing can be better

if you want tighter alignment between what you saw and the materials you receive afterward.

Where Dunearn Green fits in the Bukit Timah Turf City picture

Dunearn Green is positioned as a new-launch condominium within the upcoming Bukit Timah Turf City precinct
in District 10, near the former Turf City / Dunearn Road area. The site is associated with a Dunearn Green price
URA-awarded 99-year leasehold prime site at Dunearn Road, with a tender price of $$532,999,999. The
development is described as one of the early residences within that broader precinct direction, and it sits within a

plan that includes an adjacent park and an extensive green network across the area.

This precinct context matters for showflat timing because it shapes what the marketing team emphasizes and

what viewers can responsibly evaluate.


https://dunearn-green.sg/

If you tour early, you may see strong “lifestyle” storytelling tied to the green network and nearby park direction,
but you should still treat many wider precinct elements as future-facing. If you tour later, you may find that some
planning renderings and written explanations have been tightened as the developer's marketing materials
mature. Either way, the most grounded approach is to focus on what you can validate during your viewing, then

treat precinct benefits as a “directional upside” rather than a guaranteed daily reality today.

Developer background, and why it affects the viewing experience

Dunearn Green is tied to a Wing Tai Holdings and Metro Holdings joint venture. Wing Tai has stated that its
wholly owned subsidiary and Metrobilt Construction Pte Ltd won the site. That company background is relevant
for viewers because it influences how showflat teams operate and what kind of documentation tends to be

available when you visit.

You are not looking for corporate history as a reason to buy. You are looking for whether the developer typically
runs a consistent sales process, provides clear collateral, and answers practical questions without deflecting. In
my experience, joint-venture projects with experienced local developers usually do a better job of keeping the
showflat narrative aligned with what is promised in the marketing materials, even if some details still land

progressively.

From what is publicly described, Dunearn Green is also associated with ground-floor shops on Dunearn Road,

which means your showflat walk-through may include messaging about convenience, street activation, and how



residents might relate to the commercial frontage below. That is another area where timing matters, because
some commercial branding and tenancy plans (if any are disclosed publicly) can come later than unit

merchandising.

What to expect from the Dunearn Green showflat setup

Even without assuming anything beyond what is publicly described, the nature of the project gives you a

reasonable expectation of what the showflat experience will likely focus on.

First, because the development includes up to 1,400 square metres of commercial space, including a minimum
600 square metres for an Early Childhood Development Centre, the marketing materials typically try to frame the
project as more than a residential box. Even if the showflat is unit-first, the sales conversation often loops back to

how families might use nearby amenities in the same development ecosystem.

Second, because Wing Tai and URA describe the site as part of the upcoming Bukit Timah Turf City precinct with
an adjacent park and green network, expect a stronger emphasis on greenery, outdoor lifestyle, and the
“walkable precinct” idea, not just interior finishes. A showflat can only show you so much of the future. What it
can do is make that future feel intuitive, by connecting unit layouts to lifestyle moments like mornings,

afternoons, and evenings.

Third, the showflat visit is the place where you can test whether the Dunearn Green Floor Plan choices feel right
in your hands. Even if you are still waiting for a full, official floor plan PDF in some contexts, the showflat itself is
usually where the layout intent becomes real. You can stand in the living room, look at the corridor geometry,
check how doors swing, and judge whether your furniture plan will feel “tight” or “comfortable” in a way that no

marketing diagram can fully communicate.

Timing cues you can use as a viewer

Because publicly available launch pages currently indicate that e-brochures and floor plans are being offered or
will be released, but an official floor-plan PDF is not easily found in the reliable sources reviewed, you should

treat the “information readiness” as something you will have to manage during your decision.
Here are timing cues | use when advising buyers to avoid regrets:

* |f you can book and view while the materials are still updating, take notes on what you can verify right there,

then follow up for the missing items in writing.

¢ |f the showflat is ready but you are still uncertain about official dimensions, focus your questions on what will

be reflected in the final brochure and what is only stylistic in the showflat.

* |f you are comparing unit types, try to visit at a time when you can request the exact unit stack and layout for
your shortlist, not a general “similar layout.” Small positioning differences can matter, especially when your

priorities include privacy, daylight direction, and how close you feel to the surrounding precinct.

¢ |If the sales team is actively distributing an updated Dunearn Green Brochure or e-brochure during your visit,

ask whether what you are holding matches the latest version and whether anything is pending.

You will notice that none of this requires you to predict an exact showflat opening date. Instead, it keeps your

evaluation anchored to what is known and what is currently documented.

A practical guide to asking the right questions at the showflat



A showflat conversation can go well, but it can also drift into marketing language. The trick is to ask questions
that force clarity, not just enthusiasm. Below is a compact set of questions that usually uncover whether your unit

choice is being guided by facts or by vibes.

e Can you confirm what is included in the e-brochure or Dunearn Green Brochure that you are showing me,
and whether it matches the latest released version?

® For the specific unit | am viewing, can you help me understand the layout in a way that maps to the floor

plan labels you provide, including usable spaces and door swing considerations?

* How does the project describe the broader Dunearn Green Location within the upcoming Bukit Timah Turf
City precinct, particularly the adjacent park and the green network theme, and what should a buyer

realistically expect versus what is still future development?

® Because the development includes ground-floor shops on Dunearn Road, what does the sales team provide

on potential daily convenience, and what limitations should | be aware of?

* What is the documented plan for the commercial portion, including the Early Childhood Development Centre

requirement, and what is explicitly stated in your public materials?

If the answers are crisp and match the documents in your hand, you are in a good place. If the answers are vague,
or if what you see in the showflat does not align with what the brochure says, that is a timing signal too. You

might be viewing before the process has fully stabilized for that unit type.

What viewers often overlook during a showflat visit

Most people focus on finishes first, because finishes are visible and immediate. That makes sense. But in a
precinct like Bukit Timah Turf City, and for a project like Dunearn Green that includes commercial elements and

an Early Childhood Development Centre requirement, the “invisible” factors deserve equal weight.

For example, you might walk in and love the living room. Then you realize later that your dining chairs will block
a corridor. Or your work-from-home setup will feel squeezed in the corner that looks fine on a poster. Or you will
notice that the unit's internal flow does not support how your household actually moves during the morning

rush.

| also encourage viewers to pay attention to sound sensitivity, even if you cannot measure it in the showflat. Your
cues come from spatial separation and how the plan organizes rooms. If the showflat presents a strong sense of
separation between bedrooms and living areas, that is a good starting point. If the plan makes it hard to isolate
quiet, you can anticipate trade-offs, especially in an address with street-level activity via ground-floor shops on

Dunearn Road.

How location messaging changes across the sales journey

When a project is framed as “at Dunearn Road” and also within “Bukit Timah,” viewers sometimes treat that as

interchangeable marketing. But location messaging is usually layered, especially for a new launch.

In Dunearn Green's case, publicly described positioning ties it to the Dunearn Road area and to the broader Bukit
Timah Turf City precinct. Nearby access routes identified in public planning materials include Dunearn Road, Bukit
Timah Road, Eng Neo Avenue, and the Pan-Island Expressway. Those road connections are practical, and they

influence commuting time expectations.

However, showflat timing changes what you will be shown and how confidently the sales team will speak about

day-to-day mobility. In many projects, earlier marketing may focus on accessibility in broad terms, while later



sales collateral may include more precise route narratives. If you are visiting when those materials are updated,

use that timing to ask for clear commuting guidance that you can verify against your own usual routes.

Floor plans and e-brochures: what to do if details arrive in stages

Since publicly available launch pages currently indicate e-brochures and floor plans are being offered or will be
released, but an official floor-plan PDF is not clearly found in the reliable sources reviewed, you should approach

the Dunearn Green Floor Plan question with discipline.
A good strategy is to do two passes:

In the first pass, treat the showflat as a spatial check. Confirm whether the unit's basic layout matches what you

want, and whether the room proportions feel liveable.

In the second pass, treat the floor plan materials as your decision documentation. You are looking for consistency
between the showflat layout, the labels in the brochure, and any unit-specific details you are promised during
viewing. If anything feels “close but not exact,” that is when you request clarification, not later when you are

doing paperwork.

This is also where the Dunearn Green Brochure becomes more than a marketing page. It becomes your reference

point for what was told to you, what you can compare, and what you can hold on to when time passes.

Trade-offs to consider, especially if you prioritize privacy or quiet

Not every viewer wants the same trade-off, and Dunearn Green's precinct story and mixed-use components

naturally create a few different “"types” of trade-offs.

If you are sensitive to urban activity, you may care more about the orientation and how internal spaces buffer
noise from street-level and commercial zones. The project description includes ground-floor shops, and that
means there can be daily movement. Even if you cannot judge noise directly in the showflat, you can judge

whether the plan provides separation.

If you are a family buyer, the presence of commercial space that includes an Early Childhood Development Centre
requirement can be a strong advantage. But a family also needs to think realistically about crowd flows and how
the household adapts around early morning schedules. The showflat can help you picture it, because you can see

how the unit supports morning routines.

If you are an investor, your focus may skew toward liquidity and future demand drivers. In that case, the
precinct’'s green network narrative, park adjacency direction, and connectivity via major roads are all part of your
story. Still, an investor should be careful about making strong assumptions before the documentation is fully

available.

When to visit if you want the best “decision quality”

Because the key issue here is timing, the question becomes less “when does the showflat open” and more “when

will you get the best information alignment.”

If you visit early in the showflat sales cycle, you can lock in your first impressions and you may have more
availability to compare unit types in a calmer environment. If you visit later after more brochure and floor plan
details are distributed consistently, your second pass becomes more reliable because you can reconcile what you

saw with what you received.



Either way, plan for follow-ups. A buyer who only relies on the day of the appointment often ends up doing extra
work later. A buyer who treats the showflat visit as one part of a multi step verification process usually feels more

settled when the paperwork arrives.

If your goal is to make a confident choice, you can structure your timing around information readiness rather

than calendar dates.

The lived checklist: what to verify before you commit

You are dealing with a new launch, and that means your best protection is method. Even when a showflat looks
perfect, you still need to verify that the unit you want is the unit you will receive, at least in terms of documented

layout and promised features.
Here is a short, practical checklist you can use after your Dunearn Green showflat visit:

e Confirm the unit type and stack as shown, then match it to the labels in the e-brochure or Dunearn Green

Brochure you receive.

* Write down any layout questions you asked and the answers you got, especially anything related to how

spaces function day to day.

® |f the sales team references Bukit Timah Turf City precinct amenities like the adjacent park and green

network, ask what is stated versus what is merely described as future direction.

* |f ground-floor shops on Dunearn Road are highlighted, ask what is explicitly disclosed about the commercial

portion in the materials you are given.

* |f you care about commuting, ask how the sales team frames access via Dunearn Road, Bukit Timah Road,

Eng Neo Avenue, and the Pan-Island Expressway, and compare to your own typical route assumptions.

This kind of record-keeping sounds basic, but it is the difference between “I think it should be fine” and "I know

what was promised and what | am basing my choice on.”

What Dunearn Green viewers should carry into the appointment

If you are stepping into the Dunearn Green showflat, come in with a clear lens. Decide upfront whether you are

buying for lifestyle, practicality, or investment. Then, let that lens govern what you pay attention to.

Lifestyle buyers should focus on the unit's flow, the sense of space, and how the plan supports daily routines. The
precinct’'s adjacent park and green network messaging will likely resonate, but you still need to ensure the unit

works for your family habits.

Practicality buyers should focus on how the unit layout supports real usage, plus the convenience angle from
Dunearn Road commercial frontage. The existence of ground-floor shops is part of that story, and the showflat is

your chance to see if the unit still feels calm inside.

Investors should focus on how the project is positioned within the upcoming Bukit Timah Turf City precinct, and
how its location narrative ties to access via identified major roads. You still need floor plan clarity to evaluate

tenant appeal, so treat e-brochures and Dunearn Green Floor Plan materials as essential, not optional.

The showflat is where the marketing and the physical space meet. Your job is to keep that meeting grounded, ask
the right questions, and use timing to your advantage so you are not making a major decision on incomplete

documentation.



If you would like, tell me which unit type you are considering and whether you prioritize family convenience,
quietness, or commuting. | can suggest a more tailored set of questions to bring to the Dunearn Green showflat

so your visit produces decision-ready clarity.



