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— PREPARED FOR

— PROJECT

SOLUTIONS

A t O Z Residential development
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— ENGAGEMENT

From the first call
to the keys.

End-to-end consulting
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- THE THESIS

They build, then hope.
We research then bulld.

FIRST MOVE

FIRST
QUESTION

SALES BEGIN

THE USUAL WAY

Hire an architect.
"What should we build?"

After construction.

THE A TO0 Z WAY

Hire researchers.
"Who's buying, and why?"

Before launch.

by the time their architect is briefed, we already know who's living in this building.
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THE THESIS - WE START BEFORE THEY DO
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— STAGE 1, IN SIX DIMENSIONS

Before a single line is drawn,
we know who's buying, why, and what's missing.

01 02 03

Market demand BU.Y€I’ profile Supply landscape

What's selling, what's stalled, at what price. The
actual transaction pattern, not the advertised Who's actually transacting. Ticket size, intent, Competing projects in the catchment. Their
one. payment shape, motivation, deal-breakers. pricing, absorption rates, unsold inventory.

04 05
Best practices Micro-market & regulation The gap
Where demand exceeds what the market offers.
The uncontested space your project can occupy.
What top-performing projects in similar markets Pricing ceilings, approval realities, site context,
did right. What we borrow, what we leave behind. infrastructure ahead, infrastructure missing.
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— WHY RESEARCH IS THE PLATFORM, NOT A STEP

One sharp insight.

Research isn't a phase that ﬁnishes. It's the brief every other stage reads from — and the

standard every other stage answers to.

DERIVED - 01

Architect

BRIEF

The right building for the right
buyer — not a generic plan with a
different facade.

FOUNDATION - STAGE

Qutcome - 01

Sales potential,

day one

DERIVED - 02

Identity

BRIEF

A name and story tuned to the
actual buyer, not the imagined
one.

DERIVED - 03 DERIVED - 04

Site

BRIEF

Launch

BRIEF

A sample apartment that sells

the room people came looking

for. in the room.

01 RESEARCH

Outcome - 02

Demand created
before launch

Qutcome - 03

Pricing power,

defended by evidence

DERIVED - 05

Sales

BRIEF

A demand moment timed for this Pricing that holds. Channels that
market, with the right audience convert. Aplan that learns as it
sells.

Everything above stands on this.

Outcome - 04
No "build it
and adjust" Cycle
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S aufter copstruction. We engineer them
P NDS E OTHER AGE
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— STAGE 2 - THE DUAL-ARCHITECT APPROACH

One brief. Two specialists.
Seamless.

Our research becomes a unified architectural brief — one master plan, sanction-ready.

SPECIALIST - 01 SPECIALIST - 082
Buﬂdmg architect Horticulture architect
Briefed by research: The green plan, sanction-ready:

— Optimal unit mix & configurations — Landscape & garden design

— Layout preferences from target buyers — Environmental compliance plans

— Amenities that drive sales — Green building requirements

— Buyer demographic insights — Government sanction documentation

Chee 2 - oureus UNIFIED MASTER PLAN B T
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— STAGE 3 - IDENTITY & MEDIA

Project identity.
Built to be bought.

One brief becomes a complete bmnd system —fOMTld&ltiOTlS, then GXPTGSSiOTlS.

THE SYSTEM 01 02 03
Project naming Logo design Brand guidelines

What evewything else is | | | - | | N The Y|sual language that keeps every expression

buile A memorable identity that speaks to the buyer we identified. A visual mark for instant recognition across every channel. consistent.

uilt on.

THE EXPRESSIONS 04 05 06
Marketing collateral Digital assets Social campaign

Where the buyer - Brochures, hoardings, print, sales kits — every physical | | | N | |

) touchpoint. Website, social templates, emailers, digital ads. A strategic launch and the ongoing engagement plan.
project.

A cohesive identity that — every asset Working together to create desire.
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— STAGE 4

SITE DEVELOPMENT & LAUNCH

Where intent becomes inventory.

Five things prepared. One moment that converts.

PREPARATION - FIVE ELEMENTS
01 02 03 04 05
Site office Site barrieading Plot development Sample apartment Milestone plan

Workspace for client meetings and sales.

A branded perimeter — the project’s first public
statement.

Ground prep, earthwork, infrastructure setup.

A fully finished unit — the first real selling tool.

A clear timeline from groundbreaking to
possession.

The

An on-site kickoff that

the moment every other element was built for.

WHERE IT ALL LANDS
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STAGE 4

FIVE PREP, ONE MOMENT
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— THE FULL ENGAGEMENT

Six stages. One team.

From the first call to the keys.

o @ O O O O O @
STAGE 01 STAGE 02 STAGE 03 STAGE 04 STAGE 05 STAGE 06
Research Architecture Identity Site dev Launch Sales
6-8 WEEKS 8-12 WEEKS 4-6 WEEKS 8-10 WEEKS 2-4 WEEKS ONGOING
Six dimensions. The Building + horticulture, Project name, logo, physical Site office, barricading, Physical event on site. A Strategy built for this
foundation everything else briefed by research. One and digital assets, social sample apartment — the demand moment, not a market. Runs alongside
stands on. team, one plan. campaign. first selling tool. ribbon-cutting. construction.

NEXT STEP

Let's begin with a preliminary research scoping
for your site. By appointment only.

+91 - hello@atozinfratech.in

New Delhi - 110001

AlZ

SOLUTIONS

AtoZ

INFRATECH - PVT LTD
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