
The SAM Story
Since its inception, the goal of Sales Activity Management, Inc. (SAM) has been to help sales professionals get access to the 
tools, systems and leadership they need – and deserve – to build a successful business and career.

Prior to founding SAM, Mickey Straub spent 16 years as an agent; two as a federal agent and 14 as an insurance agent.  
Three catalysts led to the launching of the company, the first of which was the hearing of a quote about growth: Business is 
like biology, when you stop growing, you start dying.  These timely words helped Mickey realize a key element to not only 
his own success and happiness, but that of his peers.  Months later, after he and another reps’ request for coaching were 
met with criticism and ultimatums, he committed himself to studying successful companies and industry legends to find the 
other keys.  Then, the final push came when Mickey realized that to become a good role model for his daughter, he needed 
to “practice what he preached about making a difference and following your dreams”.  He gave notice the next day.

SAM was launched on April 15, 1995 from humble beginnings in a shared office, after more than a year of testing the 
concepts, tools and extensive research.  The first SAM planners – or SAM Books as they became known – had a built-in 
sales system and were packaged in a 3-ring binder, complete with tabs and optional leather cases and envisioned to 
become to the sales profession what Franklin Planner organizers had become to the general public.  Sales got off to a slow 
start; 95% of the first 1000 books were still on the shelf 12 months later.

To turn things around, Mickey ran an idea past his early clients: What if we made the planners spiral bound, portable and 
customized them around their culture, systems and terminology?  They unanimously agreed and collaborated with Mickey 
in the customizations, a process that has been consistent in SAM’s success.  SAM sold 500 of the new custom spiral bound 
planners in the first 6 months…and sales growth has averaged 40-50% annually.

SAM’s electronic performance measurement tools had a similarly eventful start in the pre-internet world.  The first two 
versions, one using the telephone key pad for data entry and the other server-based, never took off.  It was not until Mickey’s 
nephew, Tim Straub, joined the team remotely and built a customizable web-based system called eScoreBoard in 2002, from 
his home, that popularity and usage soared.  As technology has advanced, so has eScoreBoard.  It is going into its fourth 
version and is now complemented by eRecruitBoard and eRewardBoard, online systems customized around recruiting and 
incentive management needs.  The Philadelphia office was opened in 2003, as was their Client Development Services 
division which offers a vast array of training and consulting services to assist in integrating the tools and the SAM System.

SAM was not launched as a way of making money, it was started to make a difference in the careers of new and veteran 
producers and the managers who lead them.  It took seven years for Mickey to earn more than his office manager; cash 
flow was so tight, that he still remembers having to avoid toll roads.  To the founder, though, it wasn’t a job…it was a voca-
tion, to spread this empowering concept of activity management, based on personal responsibility, accountability and an old 
adage, “We reap what we sow”.  It also gives one the freedom to dream and the ability to succeed on purpose.

Today, headquartered outside of Chicago, SAM has over 55,000 clients across most financial services companies, several 
countries and growing.  The SAM team is field-driven and dedicated to the principles 
upon which the company is built: the Law of the Farmer and the Golden Rule.  
SAM’s mission is to inspire confidence and success by providing the most effective 
activity management resources available anywhere.
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