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April 13, 2010 
 
 

Georgetown University 
37th and O Streets, NW 
Washington, DC  20057       
 
Subject: Letter of Recommendation 
 
Dear Sir or Madam: 
 
I am the Vice President immixGroup’s Technology Sales Division.  We employ 65 sales 
professionals who generate more than $400M in yearly revenue.  Our business value is to help 
commercial software technology companies (currently 90 clients) do business with the federal 
government.  Over the last two years I’ve had the pleasure of Sohale Razmjou working in my 
sales organization as a Senior Account Manager.   
 
Although Sohale did not have prior federal sales experience when he joined the company, he 
quickly learned the government market segment by utilizing our company’s resources and 
performing his own research.  Applying what he learned, Sohale built a framework to manage 
his business unit, established relationships with his software clients, took the time to understand 
their federal sales objectives and executed his business plan.  Within his first 8 months, he met 
his personal goals of transitioning to a new market sector and he met his revenue target; 
therefore, recognizing his leadership capabilities with a promotion.  Sohale now manages Oracle, 
one of our largest clients.  His three-person sales team generates more than $40M revenue per 
year.  Oracle is an extremely large, competitive and complex account that demands a focused 
business and sales strategy, coupled with flawless execution.  Since leading the Oracle team, 
Sohale has mastered all these critical components, building an extremely competent sales team 
and growing the Oracles federal sales by $20M – 100 percent over the prior year. 
 
Following are some key attributes Sohale possesses in his role at immixGroup:  

 Strong work ethic with the ability to achieve results – both revenue and business metrics 
measuring non-revenue performance 

 Leadership through ownership of his sales team and corporate-wide objectives; team 
motivator and always willing to helping others 

 Organized a workgroup with his colleagues to establish initiatives for effecting positive 
change in immixGroup’s sales philosophy and culture 

 Community advocate – developed and lead another internal working group “Sturdy 
Wings” – an eight-member organization to promote team building collaboration and, 
more importantly, to sponsor philanthropic activities across the company.  Their group is 
already supporting Susan G. Komen Breast Cancer Charity and Junior Achievements 
Foundation. 

 



 
I’ve worked in the commercial and government IT industry for over 28 years, including 18 at 
IBM, and feel that Sohale has been one of my most well rounded sales performers.  He 
understands how to apply our yearly corporate growth initiatives and still focuses on what he 
needs to do to help grow this client. 
 
As a 40-year Washingtonian, I am also fully aware of Georgetown University’s reputation for 
top academics, research, faculty, services to the community, as well as the impact of its alumni 
worldwide.  I believe Sohale Razmjou would be an outstanding contributor to the graduate 
program and the university.   I also believe his professional career and his IT clients would 
greatly benefit from the opportunities offered by this unparalleled educational opportunity. 
 
Please feel free to contact me directly at 703-752-0665 if your office should require any further 
information. 
 
 
Sincerely, 
 
 
 
David J. Stewart 
Vice President  
Technology Sales Division 
david_stewart@immixgroup.com 



 
 


