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“Most businesses operate in perpetual ‘harvesting’ mode. They 
don’t know how to cultivate acres of prospects and grow more 
of their best customers or clients. 

Instead, they struggle to pluck at the same limited quantities 
of low-hanging fruit that everyone else in their industry or 
profession targets, when with a little effort they could have 
self-sustaining, never-ending fields of golden prospects and 
life-long clients.”
     - Vince Kernaghan
       President, ProfitFarming.com
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The 

Profit Farming Manifesto 
 

 
Before you get confused with a concept that appears to be 

about growing 300 pound turnips or 6 foot tall ears of corn, let’s 
get one thing straight. This ain’t no joke. 

 
In all seriousness, this is about your success and your business 

survival. Sure, it’s relaxed and casual on the outside, when we’re 
not really thinking about how effectively (or ineffectively) we’re 
growing our businesses. But once inside and behind closed doors, 
when we have time to focus our thoughts and take an honest 
assessment of our company, it’s all about making the foldin’ green. 

 
This Profit Farming philosophy is all about getting results. It’s 

about positioning yourself to see what others can’t in the 
opportunities available to us on a daily basis. It’s about doing the 
things your competition won’t do that differentiate you as being 
the best choice among all the choices your prospects have to 
choose from. 

 
Profit Farming is not for people who can’t or won’t earn their 

success. Lazy people need not apply. Nevertheless, it is for the 
person who doesn’t want to break their back while getting where 
they want to be. The Profit Farmer markets smartly to get the most 
from his efforts while spending the least to do it. 

 
Profit Farming is deceptively simple, but infinitely workable 

because of its ability to expand far beyond the borders and 
limitations of what you might have originally intended for your 
business. And like the average person who might picture a 
farmer’s life of growing crops as an easy job, growing a business is 
just as often mistaken for being easy to do as well.  
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The truth is, nothing could be further from reality for most 
businesses. That’s because surviving in a business and growing one 
are two totally different objectives.  

 
Like a business owner, a farmer may not intend to put forth 

much effort at all – letting Mother Nature do as she will. He reaps 
what he sows and may not have much of a farming future. 

 
But a business owner who is truly a Profit Farmer sets out to 

strategically fertilize his field of prospects. In fact, he may fertilize 
multiple fields for a variety of niches and demographics with 
different products and services for each, as he can afford it. 

 
Like real farmers, Profit Farmers must invest back into their 

farm, or there won’t be much of a harvest next season. 
 
They also know they can’t predict the various pitfalls and 

economic weather that could wipe them out, so they constantly 
plans for the future growth and prosperity of his farm by plowing 
one niche field after another.  

 
A Profit Farmer thinks in futures. He envisions what his farm 

will look like in a year or two, even five years or ten years down 
the road AND he has an exit strategy.  

 
He sets goals and targets that he knows might need to change 

or be adjusted along the way. He may even completely change 
strategies mid-stream if necessary, but accepts this as part of being 
a Profit Farmer to begin with.  

 
His ultimate goals are long-term and he keeps them first and 

foremost in his mind. Not a day goes by without him ‘seeing’ his 
‘finished’ farm in all its’ glory. That’s what motivates him to put in 
the long hours of loving care and attention to running his farm 
effectively AND accepting the responsibility to make his dreams a 
reality. 

 
One of the keys to the success of the Profit Farmer is that he 

forms his strategy (or strategies) before spending any money on the 
next ‘great’ idea.  



 
 
 

 
   © 2006 Profit Farming™ 

Notes 
_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

The Profit Farming Manifesto 
Presented by ProfitFarming.com 

www.ProfitFarming.com 4 

He knows that strategies determine tactics and not the other 
way around. 

 
He knows that all tactics should support the overall strategy(s) 

or they shouldn’t get any of his money to begin with. 
 
He knows what any marketing concept must ultimately do for 

him (especially if it’s going to cost him money) because he knows 
how to work out the expected profitability.  

 
If it won’t produce close to those results and do it rather 

quickly, he doesn’t let himself get taken by any snake oil salesman 
who stands to benefit from the transaction more than he will. 

 
When the Profit Farmer needs to hire on an extra hand or two, 

he already has the resources lined up. He knows who he can trust 
to walk amongst his valuable crops – his fields of fortune – and not 
disturb or upset the delicate eco-balance of future profits in the 
making.  

 
If he needs a specialist, he makes sure the fellow’s not some 

fast-talkin’ city slicker out to make a quick buck, but instead, 
someone who is truly working with his best interests in mind – and 
who has a similar ‘profit farming’ mentality. 

 
If he brings in an ad agency, ad sales rep, marketing group, or 

graphic designer to help him solve a problem and get more results 
from his farm, he’s going to hold them accountable for producing 
measurable results.  

 
He won’t listen to the double-talk about “building a brand”, 

“creating an image”, “getting exposure”, or “putting his name out 
there” (wherever ‘there’ is) and how it will eventually pay off 
some day. He doesn’t want to wait that long. 

 
He knows the difference between sales and marketing so his 

marketing people market to generate leads and prospects, and his 
sales people sell and close new and long-term customers. He 
doesn’t have them diluting their efforts and energies by doing 
double duty and wearing each others hats. 
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He also knows better than to hire graphic designers to create 
print pieces, presentations, and web sites without first talking to 
someone who actually knows how to make these tools work.  

 
He’s seen too many other businesses waste tons of profits to 

hear a designer pass the buck and finally tell them that design is 
not marketing and that’s not what they do. 

 
And that’s if the designer hasn’t already left town and given up 

on freelancing.  
 
He knows that cuteness, humor, and other concepts in his 

marketing materials might entertain his prospects for a few 
seconds, but almost always fail to compel them to take action 
especially compared to more effective direct response methods.  

 
And he knows that unless his marketing dollars make people 

pick up the phone and call him, visit his web site and place an 
order, or walk through the front door of his business ready to buy, 
he’s wasted his money and will never see it again. 

 
A Profit Farmer knows not to wait months for a return on his 

advertising investment. Running ads that don’t convince people to 
respond immediately means those ads just aren’t working. A Profit 
Farmer knows this and won’t put up with it and certainly won’t 
keep paying for it. 

 
When he does find someone he can trust, there will always be a 

written contract where at least a percentage of the fees are based on 
proven, monetary results. Otherwise that so-called expert will be 
run out of town on a rail, thank you very much! 

 
The Profit Farmer knows that different markets will grow some 

customers better than others. So he only plants seed for prospects 
that are ideally suited to the type of customer he wants to produce 
in each specific field.  

 
Then he nurtures and cultivates each field separately, 

continuously, and in a way to ensure optimum yields from each 
niche field. 
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Come harvest time, the Profit Farmer doesn’t just grab the low-
hanging fruit and ignore the rest. He knows that most of the crop is 
hidden and protected under the big leafy plants and not out in the 
open. He’ll get the highest dollar for bringing in the juiciest and 
most flavorful produce, but he’ll have to work smart weed them 
out and not let the scavengers get them. 

 
The scavengers never live beyond the ‘now’. They target the 

low hanging fruit and live in fear that someone will get to it before 
they do. It’s a weak mentality that puts them at the mercy of the 
marketplace.  

 
They don’t own even a portion of the field. They just hope 

someone bigger and smarter doesn’t come along and make it even 
more difficult for them to make ends meet. 

  
The Profit Farmer is smart enough not to plan his success and 

his farm’s future survival and on the short-term, easy pickin’s. 
He’s in it for the long haul and everything he does is designed to 
get more of the crops his competition won’t work to earn for 
themselves. 

 
He knows that once he gets his automated machinery in place, 

he’ll actually have it even easier than the scavengers and he’ll be 
able to walk away from his business to go fishing or even take a 
vacation without his profit farm missing a beat. 

 
When it’s time to harvest a crop, the Profit Farmer doesn’t 

always destroy the field and start over. What makes a Profit 
Farmer unique is in how he develops his own ways of extending 
the life of the field to produce a bounty of crops year after year 
after year - without having to invest in replanting a whole field. 

 
He creates fields of business that are evergreen. 
 
And when an occasional field of leads fails to produce 

prospects (which will sometimes happen), he carefully, gently 
plows it under so it fertilizes future sales - or he uses it as feed for 
his livestock. 
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Because livestock may be an additional source of revenue, a 
Profit Farmer doesn’t have to be just a farmer. He can create 
startup ventures out of his own barn. He can be a Profit Rancher, 
too, if he feels like it. 

 
This is especially true when his daily activities automatically 

produce byproducts that his farm doesn’t need. Instead of throwing 
them away, he knows that these excess resources can be leveraged 
to create additional revenue in areas that non-Profit Farmers (pun 
definitely intended) might not even be aware of. 
 

The Profit Farmer knows how to think out of the feed bag, or 
the seed sack, or wherever other farmers may have their heads 
buried.  

 
He doesn’t wear blinders to keep from getting distracted or 

spooked with what’s going on around him. He’s actually fearless 
when it comes to his business and he prefers to see what’s coming 
his way so as to not miss out on what’s going on (including any 
opportunities to catch the other farmers sleeping under the old oak 
on the back forty). 

 
Naturally, the Profit Farmer is always looking to optimize his 

time, energy and resources to their fullest. So he considers all his 
neighbors and fellow farmers (whether they are Profit Farmers or 
not) as potential business relationships for keeping his farm 
healthy and prosperous.  

 
When he has extra land available he knows it’s better to get a 

little and hire sharecroppers to pick up the slack, than not get 
anything at all and let the land go to waste.  

 
In fact, he knows how to barter and do joint ventures and a host 

of other ‘guerilla farming’ activities that support his overall growth 
strategy. This is a key to his success that most of the other farmers 
never quite get. They just wonder how he can be so successful. 

 
When it comes to spending money, the Profit Farmer knows 

that he’ll be paying out a certain amount each and every month to 
keep his farm running. So he constantly looks to maximize and 
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leverage everything he will be spending money on to grow his 
farm even more.  

 
He knows from experience that if he tracks, monitors, 

measures, and then tests and improves on all his results, he’ll be 
able to generate higher yields in all his fields for the same amount 
of money he’ll be spending anyway. 

 
 It’s not just about how much he can keep from spending. It’s 

also how much more he can make from each and every dollar.  
 
The Profit Farmer isn’t a mathematician, but he can do basic 

arithmetic. Since he knows he’s in business to multiply money, he 
has the viewpoint that for every dollar he puts into his farm, he 
wants to get back 2, 3, even 5 dollars – or more.  

 
So he’s always plowing the fields with a sharp eye on exactly 

how much he should be making for the dollars he’s spending and 
whether he’s actually making it or not. 
 

It’s just smart farming. It’s called Profit Farming. 
 
As you can see, the analogy between farming and growing 

your business goes deep and wide. That’s because it’s all about 
creating something out of almost nothing and then seeing how far 
you can really take it. It’s about the right way of working your 
business and by having the right tools and the knowledge in how to 
use them to get it all done. 

 
Profit Farming is all about first thinking through where you 

want to be and how you’ll get there.  
 
Secondly, it’s about naming your targets and goals and then 

working backwards to reverse-engineer your success.  
Thirdly, it’s about correctly implementing the steps that take 

you down that road, with a strong focus on the concept of, ‘correct 
implementation’. 

 
It’s not about guessing and gambling your profits away.  
 



 
 
 

 
   © 2006 Profit Farming™ 

Notes 
_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

_______________________

The Profit Farming Manifesto 
Presented by ProfitFarming.com 

www.ProfitFarming.com 9 

It’s systematized for consistency, measured for results, and 
tested for improvements at every step. 

 
It’s automated so you don’t have to lose sleep over making 

sure it all happens. When you push the button the wheels turn and 
the gas pedal flattens to the floor all by itself. 

 
It’s scientific. – just like agricultural farming is done today – 

NOT how it was done one hundred years ago. 
 
It’s mass production done efficiently. 
 
Like many businesses, today’s agricultural farmers are high 

tech. They use cell phones, PDAs, GPS, computer laptops and a 
host of emerging technologies to ensure their success. They have 
to – they feed the world. 

 
You, too, have to put groceries on the table, even if you’re a 

Profit Farmer. But true Profit Farmers don’t let their personal 
comfort zone hold back their business. They think and do what 
makes sense and can be proven to produce results.  

 
Profit Farmers are logical and methodical. 
 
Occasionally, when driving down the back roads you may see 

some old crusty codger, an old-school farmer from another 
century. In most cases he won’t even wave at you, he’s so caught 
up in his outdated mentality. 

 
Are you a Profit Farmer or is that old scarecrow on the creaky, 

rust-covered tractor you? 
 
If you’re still making cold calls, guessing at what works and 

hoping for the phone to ring, you’re not a Profit Farmer. 
If you have a ‘brochure’ web site from a web designer that 

couldn’t tell you how to monetize it (because they had no clue) and 
it does little more than sit online and gather digital dust, you’re not 
a yet Profit Farmer. 
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If you generate and waste leads and prospects because you 
don’t know how to improve your conversion rates while turning 
those raving fans into even more life-long customers, you’re also 
not a Profit Farmer. 

 
If you distribute print materials or place ads without testing 

first (you do know how to test correctly, don’t you?)… 
 
…or if you rely on random, unpredictable referrals that are 

nothing more than what the wind blows in the door (instead of a 
formal referral system that turns on and off like a light switch), 
guess what?  

 
That’s right. A Profit Farmer you ain’t. 
 
But don’t worry. Now that you have an idea of what a Profit 

Farmer is and how one thinks, you can change all of that.  
 
Profit Farmers are already thinking 6 months, even a year 

down the road. You need to think ahead of tomorrow, too. You 
can’t fall for the trap of expecting instant answers and instant 
results. As eager as you may be to know the secrets of the universe 
in five seconds or less, it’s just not going to happen. 
 

The good news is, there’s a way to grow your business at a 
comfortable rate where you don’t get overwhelmed. It’s all about 
creating systems and processes that you can put on automatic and 
then turn them off if you need to catch up. 

 
Just a few of these systems can get you more business than you 

can handle. So there’s really no excuse not to get more from your 
business than you’ve currently got right now.  

 
But think about this…what if you did get too busy to handle all 

the work? What if you could sell your overflow to your 
competition instead of just letting it go to them anyway because 
you are too busy to do the work yourself? 

 
You can set up a system where this generates a percentage of 

that additional revenue for your business which would have been 
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lost completely. And it can literally mean thousands of dollars each 
and every month depending on the type of business you have. 

 
If this single concept rings a bell in your head, you might just 

be a Profit Farmer after all. It’s only one of many that a variety of 
businesses have adopted and put their own spin on. 

 
By not taking these ideas word for word, but accepting the 

possibilities of the concept, you see totally new ways of thinking 
about your business. It’s about thinking in concepts and reapplying 
what has worked for totally different businesses, industries, and 
professions, and reapplying those successes to what you do.  
 

The next step toward becoming a Profit Farmer is easy. It 
involves doing something to get something in return.  

 
Visit the link below and download your copy of, “Uncovering 

the Hidden Profits In Your Business”. Following the procedure 
outline in that document, plug your own numbers into the formula, 
and expose the windfall profits that are dormant in your business 
right now – profits that are literally just beneath the topsoil waiting 
for you to grab them.  

 
They are there I promise you.  
 
If you do the exercises correctly you’ll more clearly see the 

additional profit potential in your business. And when you’re done 
and if you’re interested, I’m willing to show you how to shovel 
that money into your bank account. 

 
But let’s not get ahead of ourselves. Download the report and 

see how much money is hidden in your business right now. Then 
we can talk about how to get it in your hands. 

 
Download your free copy of, “Uncovering the Hidden Profits 

In Your Business” by visiting… 
 
www.ProfitFarming.com/PDFs/HiddenProfitsReport.pdf 

www.ProfitFarming.com/PDFs/HiddenProfitsReport.pdf

