
C A S E  S T U D Y

Land Based Real Estate Projects





CASE STUDY BACKGROUND

Client
TownFit70, Faridabad

Communication Required: Strategic positioning, investor engagement and lifestyle 
narrative development 

Project background:
• 100-acre plotted residential ecosystem in Faridabad
• Planned around a fitness-led community philosophy
• Planned clubhouse, education and Medical access and green infrastructure
• Required differentiation beyond speculative plot-led communication



PHASE 1: POSITIONING THE PROJECT BEYOND JUST ‘PLOT SELLING’

Context
• Faridabad plotted developments largely competing on price and connectivity
• Buyers evaluating plots as future assets rather than living ecosystems

Strategic insight  from ConceptKanva
Plot buyers do not evaluate land alone, they evaluate what exists around their future 
home

Objective
• Position TownFit70 beyond plot selling
• Build differentiation by showcasing project readiness
• Shift perception from speculation to liveability confidence

Target audience
• NCR plot buyers evaluating residential investment options
• Families seeking organised plotted communities



THE “AAS PAAS” PROPOSITION

Creative proposition
ConceptKanva introduced the ‘Aas Paas’ platform

Based on a simple communication idea: That everything essential for everyday living 
already exists around TownFit70. 

Messaging pillars
• Healthcare nearby
• Education access
• Clubhouse ecosystem
• Connectivity advantages
• Green surroundings 
• Everyday infrastructure readiness

Outcome
• Shifted perception from plotting to ecosystem living
• Established TownFit70 as a proximity-led plotted development
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THE INSTAGRAM PAGE
https://www.instagram.com/townfit.70/



PHASE 2: STRENGTHENING INVESTOR CONFIDENCE THROUGH ON-GROUND ACTIVITY

Context
• Plot buyers often carry post-purchase uncertainty about project execution progress.
• Confidence strengthens when investors experience development physically.

Objective
• Strengthen confidence among existing investors.
• Demonstrate visible development momentum and convert buyers into community 
participants.



SOLUTION-TOWNFITGIRI AS A BELIEF-BUILDING PLATFORM- THE CELEBRITY EVENT

Strategic intervention through a Ground Event on 22nd March 2026

ConceptKanva positioned TownfitGiri as a credibility-building platform aligned with the 

brand’s fitness-led philosophy by helping organise the celebrity event TOWNFITGIRI!

Experience elements

• Celebrity Yoga and Zumba sessions with Sonal Chauhan

• Half marathon participation at project site with Gen Z celebrities

• Community-scale family engagement activities

• Live Bhajan Clubbing with Kailash Kher

Outcome

• Enabled investors to experience development momentum first-hand

• Strengthened trust in long-term project vision like they could see the already 

functional Manav Rakshak Hospital

• Converted passive investors into active community believers



TownFitGiri COUNTDOWN REELS









POST EVENT HIGHLIGHTS 



EVENT COLLATERALS



CURRENT PHASE: BUILDING ENGAGEMENT THROUGH THE TOWNFIT LIFESTYLE PLATFORM

Objective
• Move narrative from plot ownership to lifestyle ownership
• Establish a unified long-term positioning for the brand

Positioning: 
Development of The TownFit Lifestyle platform encapsulates the core promise of TownFit70 
as a fitness-led, infrastructure-ready and community-oriented residential ecosystem

Expected Outcome
• Shift the perception from plotted development to lifestyle destination
• Create a strong long-term positioning platform for TownFit70 that makes it a sought after 
place for ‘living’ and not just investment!
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