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Hi, my name is Rob Scott and I’m so happy you have downloaded your Action Guide.  
Here are ways I want you to use this guide to get the most value: 
 

1. Print it out right now so you can write on it 
 

2. As I guide you through the “sequences” I want you to write in real world 
examples of what’s happening in your business. 
 

3. Read through this multiple times and tweak as you go 
 

4. USE what you have written with my guidance and go out and turn a stranger into 
a prospect RIGHT NOW! 
 

5. Go back to the video page and tell me how it went, I want to hear your feedback 
and success 
 

 

A little bit about me… 
 
I am a master marketing and business coach who helps other coaches, consultants and 
small business owners get laser focused on their marketing, which significantly 
increases their sales and profits in a short amount of time. 
 
I’ve built a successful multi-six-figure coaching practice while typically coaching only two 
to three days per week.  
 
But it wasn’t always this way…  
 
In fact, when I first got started, I struggled with marketing, sales and asking clients to 
work with me because marketing often felt inauthentic (and sometimes, a little gross). 
 
But I figured out how to market and get clients the “right way," using integrity and value.  
And my coaching business quickly skyrocketed, and now I am dedicated to helping 
other coaches and business owners do the same, and make more money online. 
 
But enough about me, let’s get you set up with a solid sequence for strangers by turning 
the page now… 
 
  



HOW TO CREATE YOUR:  "SEQUENCE FOR STRANGERS" 
 

 

  

Copyright © 2011 Rob Scott Marketing – All rights reserved. 

                                                                                         RobScottMarketing.com P a g e  | 2 

The power of “automating” how you meet prospects 
 
A lot of businesses I know could be MUCH better at systematizing how they “get to 
know” their prospects.  Many companies, even large successful ones, don’t do this well.  
And you can bet that almost all newer businesses and entrepreneurships don’t even 
think about creating a “Sequence for Strangers” in their business. 
 
Sequencing can be used when you meet people one on one at networking events, but 
possibly the best use is in how you set up your website and an initial auto-responder 
email series for your ideal customers.  The leverage this can create is incredible. 
 
This action guide will help you:  

 Narrow your niche 

 Understand the core framework for all sequences 

 And ultimately help you find the sequence to set up in your business 
 
Figuring this out will allow you to, among other things, schedule emails that are effective 
and build connection (yes, even while you’re asleep or on vacation) and help you to 
have a real marketing plan for your business.  
 
Your website then becomes more than just a digital brochure.  It becomes useful to 
people. 
 
Making your website functional and useful to prospects makes it more valuable.  And it 
allows you to be proud to share it around, knowing that you’ve created something that 
will help them - automatically.  You’ve taken the time to create value that can be 
automated in the world. 
 
That’s powerful.  It will lead to business.  And it’s the best way we have to date, to 
automate selling. 
 
Do you know the best way to meet strangers in your business?  Do you know how to 
use technology to automate meeting people and helping them through a series of steps, 
so that at the end, they buy what you have and love you for it?   
 
If you give this a little thought, if you make this at least a part of what you think about 
from time to time...  All of a sudden you can begin to automate your business.   
 
People will be referred to you (or your website), and you’ll have built the system to turn 
strangers into customers (and maybe even fans).   
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But to have a strategy we have to know who we are talking to.   
 
Many companies aren’t entirely clear who their ideal client is.  This is a huge problem.  
Lots of companies (maybe yours?) are trying to help all kinds of different people with 
lots of different things.   
 
IMPORTANT:  
When thinking about marketing, only think about one person/problem/solution at 
a time. 
 
You might be thinking, “Yeah, yeah, I’ve all heard all that.  I need to know my niche.”  
But there’s a more important distinction:    
 
MORE IMPORTANT: 
Only focus on the people who really want the product, and are ready to buy. 
 
When we serve a market, we often think of everyone who MIGHT want what we have.  
But it’s much more powerful to think of someone who DEFINITELY wants what we 
have.  Let me explain... 
 

 A person wanting to hire a coach to lose weight is VERY different from “all of us” 
who also would like to lose weight.   

 A person who is ready to buy a car is very different from “all of us” who would 
love a new car.   

 A person who needs to save their marriage is different from “all of us” who would 
like to have a better connection with our partner. 

 
So if we think of the one thing we solve, say “weight loss” without thinking of the person 
who is ready to pay to work on it, then it dilutes our message and confuses who exactly 
we are talking to. 
 
So who is your ideal client?  Describe them here (and remember only to think of 
who is dying for your stuff): 
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There are many things a person who is ready to spend money on coaching wants.  
Those are the things we want to talk about first (in our blog, on social media, etc.).  And 
it’s usually more powerful to talk about smaller things instead of the big underlying issue 
first.  They might want trust in their coach, to lose cravings, to fit into clothes better, etc. 
Underneath all of those wants is to lose weight, but there are many other things they 
want too. 
 
What are some other things your ideal client or customer wants?  (Important:  
NOT what you as the expert know they need.  Just what THEY want.) 
 
  
 
  
 
  
 
  
 
  
 
  
 
  

 
 
OK, great…  Now we’re going to see how to use some of this information. 
 

The CORE sequence underneath all business sequences 
 
Any relationship that builds, does so over time.  And whether you intend it or not, there 
is a sequence of steps that happen.  The power is in paying attention, so you can create 
a strategy, and consciously create the ideal steps over and over again so it’s 
repeatable. 
 
The underlying framework that interests, and then motivates to act is something I call 
the: 
 
“WANT – PROBLEM – SOLUTION” Framework 
 
Anytime you are talking to anyone, there is a sequence of how to get them connected 
with you and move them to a deeper level.   
 
Step 1) Start by talking about something they want 
 
Step 2) In the delivery of talking about what they want you highlight a deeper need or 
problem   
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Step 3) Suggest connecting more to find a solution that will help them solve that 
deeper issue 
 
People are endlessly interested in what they want, so start there.  But the special sauce 
here is the act of “highlighting the deeper problem or need.”  If you take nothing else 
away from this report, please learn that skill. 
 

Let’s look at some examples of how different business sectors might 
use this: 
 
 

SEQUENCE 
FOR 

STRANGERS 

Health Coach Financial 
Advisor 

Relationship 
Specialist 

Car Dealer 

Customer  
Want 

Stop Craving Retirement 
Plan 

Meet more 
men 

Dealer they 
can trust 

Discuss Their 
Want 

Smoothie 
recipe that 
stops cravings 

Free planning 
tool/session 

Guide to where  
awesome men 
“hang out” 

Consumer 
guide for car 
dealers 

Deeper 
Problem 

Meal Planning 
and shopping 

Investments 
are all wrong 
and no habits 

Meeting the 
right men, 
relating well, 
keeping him 

Price, quality, 
service 

Solution Coaching can 
fix this 

Invest with us Work with 
expert 

Buy this car 

 

 
So each of these “Sequence for Strangers” might focus on a small want and in offering 
that want they highlight the next need (building trust and value), and offer the next piece 
and then the next.  Here are some examples split out: 
 
Weight Loss niche: Wants to lose weight?  Yup, but also would like to solve those 
pesky cravings 
Cravings, to meal plan, to coaching 
 
Car buyer: wants a new car, sure, but they also want trust or not to be 
ripped off.  
Consumer guide, to test drive, to car sale 
 



HOW TO CREATE YOUR:  "SEQUENCE FOR STRANGERS" 
 

 

  

Copyright © 2011 Rob Scott Marketing – All rights reserved. 

                                                                                         RobScottMarketing.com P a g e  | 6 

Financial services: Starting to get worried about retirement so… 
Free report on how to retire, to free analysis of their money, to manage money 
 
Realtor:  
Price sheet for neighborhood, to open house, to private tours, to sale 
 
Each of these starts with a want, highlights a deeper want or need, and continues the 
connection.  Each is also testable, repeatable, and grows the relationship.  You don’t 
have to be passive and wait for business, you can begin talking about the “wants” your 
ideal customers have.  You can begin to offer the sequence instead of hoping someone 
calls. 
 
Once it’s working, then you systematize and automate it.  How much can be done at 
virtually no cost online?  How much can you automate this process? 
 
The answer is...  “A lot” 
 
Technology is an incredible way to use “want – problem – solution” to connect and take 
a prospect deeper.   
 
One basic formula is: 
Step 1) Write blog posts about what they want.  Highlight a deeper need that if they sign 
up for a report, they’ll get the answer to.   
 
Step 2) Offer report on your site.  That report highlights a deeper need that our products 
and services fix.   
 
Step 3) Offer product or service. 
 
It’s really that simple.  The thing that crucial is learning to “highlight the deeper need” 
in the delivery of what they want. 
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So let’s work on your business and systematize the process 
 
Think for a moment who your favorite client or customer is.  Not a bunch of them, but 
your favorite one; the one who is ready to buy.  What were they DYING to hear or 
know about before they ever met you?  What are some of their problems they really 
want to solve? 
 
Jot some ideas down here (these are the conversation starters, the things to write 
blog posts about.  HINT: look back at your earlier brainstorm for ideas): 
 

  
 
  
 
  
 
  
 
  
 
  
 
  
 
  
 
  
 

 
Think about some of what you just wrote and think about solving that problem 
but highlighting a deeper need “beyond just what they want.” What’s the next 
level you could help them with?  (These are the free gifts people will opt-in for, 
connecting with you.) 
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Is there an even deeper need underneath this level?  These are the things you sell 
to solve the deeper need of your niche.  What product(s) do you offer this funnel 
of your business?  
  
 
  
 
  
 
  
 
  
 
  
 
  

 
The beginning of this process online is free information in the form of blog posts, 
articles, videos, etc.  And we can use social media to get in front of more people than 
ever before with increasing accuracy.  The next step is to deliver some type of “Free 
Gift” that anyone who’s trying to build a list online is working on. 
 
When people come to work with me on their marketing they often want to work on their 
free gift.  So here I want to give you some basic tips that can help make your gift juicier: 
 

Free Gift Do’s and Don’ts 

 Your free gift is probably way smaller than what you think 

 Think instant: a mindset shift, a smoothie recipe, a workout move 

 Make sure it’s something that makes TODAY better 

 Not a news list – we’re trying to get off those at this point 

 Not a big thing  

 Nothing that has a real time commitment (if it's a 5 week practice, make the 
promise 5 steps instead) 

 Make it cool 

 Feel free to change it - this is not a big deal, keep testing 

 This gift is not a representation of your business, and your business isn't a 
representation of you - break up with that idea, it's not helping you 

 Solve a daily frustration, not the big ah ha that you know makes you an expert 

 Make sure it's something that you can easily gain enough trust to ask about 
internal landscape or deeper problem we don't really want to talk about 

 Ask yourself: "Are they saying this is a problem in their head already?"   They 
should be. 
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So here are the main ideas I want you to take away from this report: 

 Narrow your niche.  Be clear you are talking to people who want to act on 
specific problems 

 Use the want – problem – solution framework to see how you can sequence your 
communications 

 Use technology to systematize this relationship building so you can automate 
and grow your business (create an auto-responder) 

 Use the tips here to create a juicy opt in gift for your site 

 

I hope this is all you need to get your sequence straight.  But the truth is, sometimes this 
can be hard to see in our own business.   

 
Want help working on this in your business?  Grab a free “Marketing 
Breakthrough Session.”  
 
So many times we get good information and we don’t take action on it.  Creating a solid 
“sequence for strangers” and automating it online will make your website and your 
business incredibly more valuable.  Take some time to think about how to do this in your 
business. 
 
If you want help working this out for your business, I’m happy to brainstorm with you for 
20-30 minutes.  Sometimes having another perspective can be the thing that helps us 
break through. 
 
There’s no obligation.  I love doing this, and if my calendar allows, I’m happy to offer 
some time for free.  If you want me to dive in with laser focus on your business for 2o 
minutes find a time that works for both of us by using this link:  
https://my.timedriver.com/6QZ21 
 
Thanks for your time and attention.  I’ll talk with you soon, 
 
Rob   

https://my.timedriver.com/6QZ21

