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644/2 Jerbai wadia road, Near sasural Hotel,      
parel bhoiwada ,Mumbai :- 400012
+974 30068005(M) 022-24145001 (R)
 nniikkhhiillparab@gmail.com
Arihant Superstructure ltd. , Mumbai                     May17-Aug17      
 Sales Manager
Responsibilites: 
.Handling the Residential project in Navi Mumbai.
.Attending meetings and Business Conferences with prospective clients.
.Maintaining the Quality of services for company's Goodwill and getting more bookings with the help of effective Market Research.
.Handling Broker's & clients queries.
.Active Participation in Product Launching and Expansion of Business.
.Conducting and taking active participating in Exhibitions and Promotions of our Product.
.Responsible for "hunting" new business opportunities and Lead generation.
.Proper coordination with team members to drive businesses .
.Controlling of back office staff to update records and financial transactions.
.Conducting final meeting to change prospect into buyer.
.Being constantly updated with the real estate market, gather market Intelligence
360 REALTORS, office no 10,first floor street 840,Al Rawabi Street,Muntaza,Doha QATA
Sales Manager
Oct2017 to Feb2018
. Specialized in Handling NRI customers for property sales in India dubai.
. Hands on knowledge of Real estate segment in Indai Dubai.
.Amicably handling & solving Customer queries during the process for sales pitch
.Looking After bookings and Generating revenue for company on month on month basis
Achievements:
.10 unit sales done till date in India.
.Co-ordinate & managed complete execution of Property Events organised by 360 REALTORS.
SQUARE YARDS,office no.26,second floor Al Jazeera businesses centre al sadd area,DohaQata
 r p.o box no. 4011 .
Business development Manager 
Oct 2016 to Oct 2017. 
. Specialized in Handling NRI customers for property sales in India dubai and USA.
. Hands on knowledge of Real estate segment in Indai Dubai and USA.
.Amicably handling & solving Customer queries during the process for sales pitch
.Looking After bookings and Generating revenue for company on month on month basis
Achievements:
.More than 50unit sales done till date in Usa and in India.
.Co-ordinate & managed complete execution of Property Events like Onam festival event for Kerala engeenier association and events organised by bling marketing.

HDIL Tower, Anantkanekarmarg, Station road, Bandra [E],Mumbai- 400 051.
Asst.Manager-Sales & Marketing
Oct 2015 ToJune 2016
. Hands-on knowledge of Real estate segment in Mumbai & Navi Mumbai market.
.Acquiring Channel Partner for the organization in Thane Market mainly and other parts of Mumbai
.Responsible for lead generation to the closing via channel partner, corporate, BTL Activity
.Responsible for handling Leads/Enquiries/Walk-ins generated
.Responsible from initial conversations to sharing costing, further ensuring client visits and closure
.Competitors analysis on monthly basis for management
.Specialized for handling NRI and ultra HNI clients
.Part of strategy support to Site Head for marketing activity for sales and new ideas formation and implementation
Achievements:
.9 unit   sales done till date 
.Co-ordinate &generated  leads from  IPC’S 
.Generated as of FY 2015: INR 2.00 CR, Business till Dec-2015
.Achieved a Spot Booking of Residential Property 




INDIAHOMES(India world Technologies Pvt .Ltd)1st floor devratan bldg,beside vashi plaza,sec 17 vashi,Navi Mumbai -400703                                                                                                       Property specialist(Retail)                                                                                                                April 2013 to Sept 2015

. Looking after Sales Of Properties of developers which company had tie-ups with  .

. Looking After bookings and Generating revenue for company on month on month basis .
. Acquiring new clients on month on month basis and thereby enhancing the overall customer base
.  Expertise on closing deals on first calls and closure of NRI leads in emails/ tale-cons for digital platform enquiries.
.  Responsible from initial conversations to sharing costing, further ensuring client visits and closure
.  Amicably handling & solving Customer queries during the process for sales pitch
Achievements:
.  Average 3 units per month sales done every month
. Co-ordinate & managed complete execution of Property Events such as MCHI’14  
.  Achieved a Spot Booking of Residential Property from MCHI 2014 Event



FUTURE GENERALI INDIA LIFE INSURANCE COMPANY LTD,502,5th floor,
Neelyogsquare,R.B.MehtaMarg,NearGhatkoparStation,Ghatkopar (E).
Sales Manager(SM) Sales                                                                                                                                                June 2010 to December 2012                                                                                                                       
. To Make team of insurance advisors from own network & references.

. Motivating team & generating maximum business out of them.

Reliance Money Ltd, NaviMumbai, Dhirubhai Ambani Knowledge City (DAKC)
Personal Financial consultant (PFC) - Sales July 2007 to March 2010


. Co-ordination between Franchisee and R Money for Reliance Life Insurance

.Selling of R Money products in the open Market.

. Closure of Mutual Fund calls of the Customer.

. Providing Leads for R Money Demat account and General insurance.

. Handling Customer complaints and providing resolution to their queries.



Diligent Media Corporation LTD (DNA NEWS PAPER), Lower-Parel March 2005 to June 2007
Assistant Manager (circulation Department) - Sales
.Making vendor payment against booking coupons.

. Looking after subscription scheme coupons auditing.

. Report all queries of vendors to manager and solve it personally.

. Looking after subscription scheme coupons punching in oracle format to do vendors payment.

Market Research Executive (circulation Department) - Sales

. Looking after Sale of Vendor and there Quries .

. Looking After booking of newspaper and handling queries of customers.

. Handling customer queries and complaints and get it resolved.

EDUCATION

Education             Year of passing          Class                  Percentage
	S.S.C
	  March  2002
	PASS
	   40%

	H.S.C
	  March 2004
	PASS
	  40%

	T.Y.B.COM
	  March 2009
	PASS
	  45%



MBA (Spesalisation marketing) from SIKKIM MANIPAL UNIVERSITY (May 2012)


COMPUTER PROFICIENCY

Basic Knowledge like Microsoft Word, Excel, PowerPoint, Internet & Windows 98, Tally,MS-CIT, & Also done
Web-Designing






STRENGTHS



A strong sense of responsibility and commitment towards assignments
Ability to adapt to changing work cultures and environs with ease
Good communication and interpersonal skills



PERSONAL DETAILS:-


Name : Nikhil Parab

Date of birth : 01st June 1985

Father's Name : Mahendra Yashwant Parab .

Nationality : Indian

Marital Status : Married

Language Known : English, Hindi, Marathi.

Hobbies : Music, Traveling.   Height : 5.8ft 
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