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ORIA SPRING HILL

A Story Of Reset,

Recalibration
& Results.

Originally launched in 2021 and 80% sold, Oria was halted
by COVID-era construction instability. No builder could
be secured, and in March 2023 Keylin made the difficult

decision to cancel all sales contracts.

Rather than retreat, Keylin redesigned the scheme
around the liveability of inner-city buyers - removing the
hotel component, refining floor plates and amenity, and
relaunched in June 2025, six months after construction

commenced.

What began as a setback became Oria’s defining advantage
- amore compelling, relevant and commercially resilient

offering, met with sustained demand.

NEEPING THE NAME WAS A CHOICE
AND A COMMITMENT.

Retaining “Oria” meant every search would surface the
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project’s past. We accepted that openly, confident the OF BUYERS HAVE A DIRECT
recalibrated product would rewrite the story. It did. CONNECTION TO SPRING HIL L




IMPLEMENTATION & MONITORING OF MARKETING STRATEGY

Real-lime
Retargeting.

Creative
Refinement.

Media
Reallocation.

A CAMPAIGN OPTIMISED WEERLY,
INFORMED BY REAL BUYER
INTELLIGENCE.

Weekly performance reviews across Google Analytics,
Salesforce and social data drove live decisions —

not quarterly reports, but a standing weekly loop

of retargeting, creative refinement and media

reallocation.

Sales floor intelligence directly fed the strategy. When
local family engagement softened, spend pivoted to
downsizer segments within the week — generating

immediate lead spikes.

Buyer data shaped placements. 25% of buyers cited
proximity to Brisbane Grammar School, directly

informing PR angles and billboard locations.

The result of disciplined optimisation: a cost per lead
of $139 against a prestige industry benchmark of
$300-%$400, and a 34.5% appointment-to-sale rate
against a benchmark of 10-25%.

“Wivihg at Oria wilkmakKe life
sO much easier—not just for
getting to school, but for
enjoying the city and being
able to walk our husky and toy
poodle at Victoria Park
whenever we like.”

KAUSHALYA WELIKALA, ORIA SPRING HILL RESIDENT

DESIGN / CONSTRUCTION 7/ PLANNING / ADVICE
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SCHOOL TIES
BOOST '
ORIA SALES

Parents have snapped up luxury apartments at Oria Spring
Hill primarily for one reason, writes Stephen Nadin
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WORK STARTS ON 505 HOMES
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ARTIST IMPRESSION

INNOVATION

Firsts [hat Built
Confidence,
And Converted.

In an Australian first for creative
partner, The Boundary, Oria’s extensive
social and wellness spaces were

showcased through an immersive 3D
virtual tour. This, together with two
virtual apartment tours allowed buyers
to walk through and experience a
building that didn’t yet exist.
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Spring Hill’s first large-format apartments 55 of
143 residences (38%) are 3-bed-+, representing 59% of
GRV and averaging $3.2M well above the suburb’s

median house price of $1.865M.
Queensland’s first multi-storey communal pickleball court.

Launched from strength — market entry strategically
delayed until construction was six months underway.
“Construction already underway” became the
campaign’s trust anchor, and two display apartments
opened inside the building more than six months

before completion.




MARKET ACCEPTANCE & SUCCESS

Outpertorming
Benchmarks At
Fvery Stage OfF
The Process.

85% SOLD — SIXMONTHS
PRIOR TO COMPLE TTON.

Of the remaining 15%, approximately 80% are two
bedroom and 20% three-bedroom residences. Spring
Hill's first large-format apartments are all but sold out, the
market’s clearest endorsement of the product innovation.

METRIC ORIA BENCHMARK

Cost per lead $139 $300-$400 (prestige)
Cost per contract $16,369 $20,000-$50,000
Lead-to-contract 2.83% 1-5%
Appointment-to-sale 34.5% 10-25%

eDM open rate 46.4% avg

Enquiry to contract 25 days avg

THE MARRET EMBRACED
[HE ART DECO VISION.

Buyer response consistently singled out the Art Deco
direction — the curved facade, the symmetry, the colour
palette, the curated interiors. The design language wasn't

just admired; it converted.

1,019

UNIOUE WEBSITE USERS

(March 2025 — May 2026)

206,/69

USERS REACHED VIA
ORGANIC SOCIAL ACTIVITY

/.8 million

AUDIENCE REACHED
THROUGH EARNED MEDIA
COVERAGE
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H9NEWS NEW DEVELOPMENT A FIRST FOR SPRING HILL

ORIA

i Deco Inspired 2,5 &1
Bediroom spring Hill
Residences sow Selling

BEN JOHNSON

KEYLIN
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Brendan Dale

(@ realestate.com.au

See inside the new apartments looking over the
future Olympic Games

EourierhiMail

The eye-catching homes that have buyers buzzing

CONNECTION TO BRAND

“Happiness
blooms Within”
nevlin's Promise,
brought lo Lile.,

I ANAME WITH ROOITS —

AND A GOLDEN THREAD.

Oria is drawn from neighbouring Victoria Park —
literally half the name — anchoring the project to
its place. And in Latin, oria speaks to “golden™ the
inspiration for the brass-gold detailing that runs
through the kitchens, door furniture and floor trims
— a subtle material echo of the brand in every

residence.

2. THE SPIRIT OF ART DECO,
NOT JUST THE STYILE.

Art Deco began as a celebration of modern
technology, industrial progress and a break from
tradition. Oria honours that spirit as much as

the aesthetic — deploying modern technology,
innovation and smart design to break from
convention. A movement Spring Hill had never seen,

until Oria.

5. POSITIONED FOR
BRISBANE'S NEXT
CHAPTER.

Heritage-inspired storytelling and a landmark
position overlooking the future Victoria Park
Olympic precinct frame Oria as grounded in Spring

Hill's character — and aligned with the city’s future.
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DEVELOPMENT DEIAILS

Developer / Entrant / Consultant Name: Keylin Group.

Development / Project Name: Oria Spring Hill.

Development / Project Address: 447 Gregory Terrace, Spring Hill QLD 4000.
Local Government Area of Development / Project: Brisbane City Council.
Construction Commencement (date/month/year): 6 January 2025.
Completion Date (date/month/year): Farly 2027.

Site Area (hectares): 3,372sgm.

Total number of dwellings: 143.

Total GFA of non-residential use (sgm): 2,000sgm.

Price Range (land and/or dwellings): $1,375,000 - $4,310,000.

Range of lot sizes (sgm) and/or dwelling sizes (bedrooms and sqm): two, three, and four-bedroom apartments

ranging in size from 90sgm - 246sgm.




PROUDLY DEVELOPED BY
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KEYLIN.COM.AU
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