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important information to show people 
what the program means.

Tioga and Vernon have also imple-
mented large-scale initiatives. Both offer 
a racing college where students can 
earn their “degree” in handicapping. 
Jason Settlemoir, regional vice president 

of racing, simulcast and sponsorships 
at Tioga and Vernon, considers these 
efforts a good start.

“But there’s a combination of things 
we want to do more and more of to get 
people involved,” said Settlemoir. “We 
need to educate our customers more 
and have more group sales.”

Canadian tracks detected a slump in 

betting, too, and to combat the prob-
lem, Mohawk Racetrack in 2009 held a 
“Beginner Betting Seminar.” At the end 
of the seminar, participants received a 
$2 cash card they could use at a self-ser-
vice machine to make their first wager. 

Customer service staff members also 

sport “Ask Me How to Bet” uniforms, 
making them recognizable and acces-
sible. 

According to Erin Kaiser, events and 
marketing representative at Mohawk, 
this was an attempt to alleviate the 
apprehension of first-time bettors. The 
view that wagering is complicated has 
created a barrier, she suggests.  

“I don’t think it’s a problem of com-
plicated language that holds custom-
ers back; it is the lack of educational 
resources and mentors,” Kaiser wrote in 
an e-mail. “We need to show them that 
making wagers enhances your experi-
ence at the track.”

Individual track initiatives, howev-
er, present limitations. Despite varying 
tactics, tracks dedicated to educating 
amateurs agree on one thing: they can’t 
tackle this problem alone.

“We haven’t worked together nearly 
enough,” said McQuiston. “We haven’t 
shared knowledge about what has or 
has not worked.”

Standardbred Canada, perhaps rec-
ognizing the shortcomings of isolated 
initiatives, kicked off the Wannabet 
program in 2004. Funded by the 
Ontario Harness Horse Association’s 
Standardbred Revenue Allocation 
Marketing Committee, they develop 
resources to demystify the racing pro-
gram and wagering options, and tracks 

“I don’t think it’s a problem of complicated 
language that holds customers back,” 

said Erin Kaiser. “It is the lack of educational 
resources and mentors.” 

http://www.kentuckianafarms.com
mailto:office@kentuckianafarms.com
http://www.siredby.com
http://www.siredby.com

