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Praise for Two Extra Steps

“Prior to meeting Bill, I was focusing on ‘top-line’ revenue and trying to grow our Company’s revenue as high as possible, and as fast as possible without even a consideration for profit. I thought the more revenue I generated the more profit we would increase and I was totally wrong.

With Bill’s guidance, coaching, and techniques, we implemented new initiatives like automation, dynamic pricing, and watching our ROI on every marketing expense, but one of the biggest things I learned from Bill was to develop an intimate relationship with my financials which was non-existent previously.

Within a couple years our overall revenue decreased (mainly due to firing our largest Client) but our overall profit, as a percentage of overall sales, grew significantly and is now more than quadrupled since Bill started coaching me as we have found an untapped niche to penetrate and have put in the 2ExtraSteps for the last 5–6 years to see this growth.

Bill helped to show me how to become successful by showing me how to focus on the right things that will actually grow my business while eliminating what doesn’t.”

—Sam Rubin, Founder/CEO of Four Seasons Concierge

“Most people talk about excellence. Bill Faeth lives it. Two Extra Steps distills decades of hard-earned lessons into a practical framework that shows why success belongs to those willing to think differently and execute longer than everyone else. This book is not about hustle for hustle’s sake. It is about standards, consistency, and doing the unglamorous work that compounds into extraordinary results. If you want a clear, proven path to stand out in business and life, this book delivers it.”

– Dave Gambrill, Digital Marketing Mentorship

“There are educators, there are coaches, and then there are visionaries—men who don’t just teach an industry but transform it. Bill Faeth is one of those rare forces of change. His wisdom, experience, and relentless passion don’t just help people make money—they unlock generational wealth. This book and Bill’s teachings aren’t just lessons; they are a road map to a future most only dream of. Few walk this earth with the integrity, insight, and impact of Bill Faeth. A legendary entrepreneur, an extraordinary father, a devoted husband, and a friend whose influence will echo for years to come.”

– Pace Morby, TV Host, Author, Investor, Entrepreneur, Speaker, and the GOAT of Creative Financing

“Bill has the rare talent of being both a brilliant real estate investor and one of the best educators in the industry. This book not only defies conventional wisdom, it gives a proven road map to break free from the rat race and build lasting wealth. Don’t read this book unless you’re serious about creating the life of your dreams!”

– Jerry Norton, Founder, Flipping Mastery

“Joining Bill Faeth’s accelerator program in 2022 was one of the most impactful decisions I have ever made for building and growing my business. What began as a strategic investment quickly became a transformational experience. Bill’s program didn’t just help me scale my short-term rental business tenfold and beyond—it gave me a clear, proven blueprint to do it intentionally, sustainably, and in alignment with the life I wanted to build.

What resonated with me most was Bill’s philosophy around growth. In an industry where success is often measured by door count and vanity metrics, Bill challenges that narrative. He asks a far more important question: What do you actually need to meet your goals? His belief in making the most money from the least amount of properties completely shifted my perspective. Instead of chasing scale for the sake of scale, I learned how to design a business that supports freedom, focus, and long-term fulfillment—without needing 100+ doors.

What truly sets Bill apart, however, goes far beyond short-term rentals. His mentorship extended into our life plan, our other business ventures, and our long-term vision. He didn’t just coach the business—he coached the whole person. Even after major milestones were reached, Bill followed up to check in, see how things were going, and offer guidance where needed.

In a world where most influencers and leaders are inaccessible, Bill is different. Many times I sent what I thought would be a quick message, only to have Bill pick up the phone and call me directly. That level of care, presence, and authenticity is rare—and it’s what separates Bill from others in our space.

I am deeply grateful for his mentorship, leadership, and genuine investment in my growth. His impact will be felt in my business and my life for years to come.”

– Joe Rohne, Short Term Real Estate Realtor
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I would like to dedicate this to my two daughters in hopes that they have learned the value of the Two Extra Steps and to Earl & Tiger Woods for teaching this to me subconsciously.




Contents

1.The Death of Average

2.The Two Extra Steps

3.Defining Your Buyer Persona

4.Why Saturation Is Your Opportunity, Not Your Problem

5.Creating Differentiation

6.Premium Pricing

7.Marketing and Selling Your Premium Product

8.Buyer Journey and Sales Ladder

9.Smarketing

10.Customer Service

11.Accelerate Your Growth

12.Leadership and Team Scaling

13.Adjusting Your Plan

14.Start with the End in Mind

15.Exit Strategy

16.How You Live Two Extra Steps Personally

17.The Two Extra Steps Are Your Unfair Advantage

Acknowledgments




Chapter 1

THE DEATH OF AVERAGE

Exhausted and drenched in sweat, I stepped off the 18th green at El Dorado Golf Course in Long Beach, California. It was July 1989. One of those brutally hot Southern California summer days, probably 110 degrees. I was 16 years old, finishing my first major junior championship. And not just any tournament. This was the Long Beach Junior Match Play Championship, one of the most competitive events in the state.

I had just shot my first under-par round in a major. Seventy-one. One under.

I remember sitting at the scoring table, heart pounding, hands trembling as I double-checked my scorecard. My fingers struggled to add up the numbers—threes, fours, fives—as I checked my card and verified each hole. I’d never had that much trouble with single digits in my life. But there it was. A 71. When I looked up at the leaderboard, my name was the only one in red. The only score under par. I was leading.

For a teenager, it was pure euphoria. I had worked for years to reach this moment. Nearly 200 kids were competing that day—one round, one shot to qualify for match play. Legends like Fred Couples and Phil Mickelson had played in this same event. This was the tournament in Southern California junior golf. And my name was at the top of the leaderboard.

It wasn’t the Masters, but to me, it might as well have been.

As I signed my card, my mom came out from the pro shop. She hadn’t walked the course. She couldn’t. Too nervous to watch, she’d been inside chain-smoking Marlboro Menthols all morning, probably burning through two packs. I imagined her ashtray looked like a volcano. But when she walked up to me, eyes wide, proud and relieved, it was one of the happiest moments of both our lives. I will never forget her smell, her hug, or the look in her eyes. That was our win.

And then everything changed.

I turned back toward the green to watch the next group finish. One of the kids walking up was a friend of mine. Scrawny. Three years younger than me. He collapsed just short of the green from heat exhaustion. But after what felt like forever, maybe a minute, he did it. He got back up, dropped his bag, lined up his putt, and drained it. Ten, maybe 12 feet. That was the first time I saw it: the fist pump.

That kid was Eldrick Woods. You know him now as Tiger.

His dad, Earl, rushed out, scooped him up, and carried him to the scorer’s table. Tiger had just shot a 64. Seven strokes better than me after collapsing from heat exhaustion. It was superhuman. Or, at least, that’s what it looked like on the surface.

I was still proud of what I had done, but that exhilarated feeling? It vanished. Just like that. The best round I had ever played wasn’t even close to what he had just done.

Most people would chalk it up to raw talent. And yeah, Tiger had more talent in his 13-year-old swing than I could dream of. But that day taught me something important: Talent wasn’t the separator. Because the real difference between him and everyone else wasn’t just on the leaderboard. It was in what happened next.

THE LESSON THAT CHANGED EVERYTHING

We all sat down in the clubhouse for lunch. Me, my mom, Earl, and Tiger. We hadn’t even ordered before Earl started drilling him. I didn’t say a word. Neither did my mom. Neither did Tiger. We just listened. Earl Woods wasn’t congratulating his son. He was coaching him. Sharpening him. That lunch wasn’t a celebration. It was a clinic.

“What were you thinking on the third hole? What was your mindset? Were you visualizing your approach shots or thinking three ahead?”

It wasn’t scolding. It was precision. Earl wasn’t replaying the 64 Tiger just shot. He was preparing him for the next one.

“One shot at a time,” he repeated. “You give 120% in the 30 seconds before every shot. Not 110. Not 105. One hundred twenty.”

After lunch, they didn’t go home. They went to the range. For nearly two more hours, Tiger hit balls while Earl corrected what he saw as two flaws in an otherwise perfect round. Then came the bunker. Then the putting green. Tiger had missed one short putt that day, so now it was 300 five-footers in a row.

Let that sink in: The kid had just outperformed nearly 200 golfers— including me—in brutal conditions. Seven strokes better than my best day ever. Most people would have celebrated, bragged, and taken the afternoon off. Not Tiger. His day wasn’t over, because greatness doesn’t clock out when the round ends. It doubles down.

That was the difference. And that’s when it clicked for me.

Growing up without a father, I think I latched onto Earl that day without even realizing it. The way he coached Tiger, the expectations he set, the balance of intensity and care—something in me recognized what I was missing. That guiding light. That push to be more.

Even now, decades later, I can still hear Earl’s voice. I still remember the way he carried himself. The way he carried Tiger. He was tough, but not cruel. Stern, but never detached. He made Tiger better because he expected more from him. And most of all, he modeled what it looked like to demand more than “good enough.”

That day was when I started to understand that greatness doesn’t belong to the smartest or even the most talented. It belongs to the ones who think like others don’t and are willing to do what others won’t. And Tiger did. I watched it happen.

He thought differently. He prepared differently. He acted differently. That mindset and the actions that followed are why his name is etched into history.

I knew then that if I wanted to become great, I’d have to find a way to replicate that discipline, that expectation, and that follow-through.

OUTWORKING EVERYONE

A few months later, when my grandfather came to visit, he saw I was serious about golf. He wasn’t Earl, but he stepped in in his own way—softer, more encouraging—and gave me something I’d never really had: The gift of expectation. Of being seen as someone with potential and being held to it.

The problem? He couldn’t be there every day. And I knew it. He could visit. He could check in. He could believe in me. But if I was going to be great, the drive had to come from me. I would have to set my own standards and hold myself accountable to them.

We didn’t have money, but my mom, a schoolteacher, scraped together enough for a membership at Sundale Country Club. It wasn’t fancy. But it was mine and I treated it like it was Augusta.

So, I started showing up before school. Guys like my friend Rob Thompson had more natural ability. But I was the one hitting five-footers in the dark before homeroom. The one back on the range before the team even showed up for practice. The one spending every free minute trying to re-create what I saw that day at El Dorado. Grinding. Repeating. Failing. Repeating again.

I wasn’t the most talented golfer in Bakersfield. Not even close. But I outworked everyone else. Not just because I wanted to win, but because I understood what winning required.

That’s where I built my unfair edge. Where I separated myself from the pack. Not with talent. With focus, time, and effort.

And then, it paid off. All the five-footers in the dark, the mornings before school, the grind nobody saw—it led to something big. I earned a full-ride scholarship to UCLA. For a kid from Bakersfield, that was the dream. It felt like I’d made it.

Or so I thought.




Chapter 2

THE TWO EXTRA STEPS

The scholarship to UCLA should’ve been the moment everything clicked. Instead, it became the moment everything crashed. One year later, I was a college dropout. And as crazy as it sounds, that failure became the foundation for everything that followed. Yep, the kid who earned a full-ride scholarship to UCLA—one of the most prestigious golf programs in the country—walked away.

Since then, I’ve built 39 businesses, exited multiple times, and generated over a billion dollars in lifetime sales. I’ve done it all: launched e-commerce brands, run restaurants, built software companies, created glow-in-the-dark mini golf, scaled marketing agencies, and operated multimillion-dollar ground transport companies.

I’ve hosted sold-out conferences with thousands of attendees, coached some of the biggest names you can imagine, and today I run Build STR Wealth—the #1 education platform in the short-term rental industry. I own a real estate portfolio worth $23 million and growing, which started with a single, calculated investment of $126,000.

Why am I telling you this?

Because none of what I’ve built happened by accident. It wasn’t luck. It wasn’t because I had better connections or a fancy degree. It wasn’t from deep pockets or raw talent.

I got here because I made decisions most people won’t make. Then I committed to doing the things other people avoid. I call it the Two Extra Steps.

That’s what this book is about: thinking like others don’t and doing what others won’t. The people who win in business (and life) are the ones who take the Two Extra Steps that seem small on the surface, but create massive separation over time.

Every story, every strategy you’ll read ties back to those Two Extra Steps because that’s your unfair edge over your competitors. If you’re an entrepreneur, a business owner, or just someone who refuses to settle for average, this is your competitive playbook.

WHAT ARE THE TWO EXTRA STEPS?

There’s a reason I started this book with a golf story. What I witnessed that day—Tiger Woods collapsing from heat exhaustion, then shooting 64, then heading straight to the range while everyone else went home— wasn’t just talent on display. It was something deeper.

Tiger thought differently. Then he acted differently. That combination is what created separation. It’s what transformed a 13-year-old kid into the most dominant golfer in history.

That pattern is also the same one I’ve built every business around for the last 30 years: Think like others don’t. Do what others won’t.

Here’s what the Two Extra Steps are.

STEP ONE: THINK WHAT OTHERS DON’T

Before you can out-execute your competition, you have to outthink them. Most people believe their edge will come from doing more. Longer hours, more hustle, more grind. But what it really comes down to is this:

You can’t outwork someone who outthinks you.

This is where separation begins—long before anyone sees the scoreboard. It shows up in how you think. How you decide. How you hold yourself accountable when no



1. Lead with Clarity and Vision


	Get clear on where you’re going—and why it matters.

	Strip away distractions so you can double down on what moves the needle.

	Look beyond the obvious. See the angles and opportunities others ignore.

	Question every assumption—even the ones you’ve held for years.



2. Set Your Standards


	Stop accepting “good enough” as the finish line.

	Define the minimums you’ll never compromise on.

	Treat everything you do like it matters—because it does.

	Think like a professional, not a hobbyist.



3. Play the Long Game


	Think in years and decades, not days and weeks.

	Build strategy around future positioning, not just short-term wins.

	Sacrifice convenience now for leverage later.




STEP TWO: DO WHAT OTHERS WON’T


1. Go All In


	Go all in where others hesitate.

	Invest time, money, and energy most people avoid.

	Act decisively instead of overthinking.

	Eliminate busy work. Move on what matters.



2. Out-Execute Everyone


	Consistently do the work others avoid.

	Finish strong when others settle for good enough.

	Show up when motivation dies.

	Make persistence your default setting.



3. Raise the Bar


	Make excellence your minimum, not your maximum.

	Do it when no one’s watching—especially then.

	Redefine what excellence looks like in your market.






	Your competitors can’t keep up—not because they lack talent, but because they lack willingness.

	Your customers feel the difference—even if they can’t explain it.

	Your business compounds because your habits compound.
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