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DON’T know about you, but I detest the whole business
of buying or selling a car. From the moment I step out of
my existing car at the dealership, I am on edge.

I hate the initial eye contact with the sales team; the verbal
sparring about what it is I’m looking for, where I have been
already and what I have been offered. I hate the pretence about
the negotiating limits of the salesperson and the magical latitude
which is applied to them as soon as a ‘manager’ is suddenly
available to be consulted. I even hate the offer of coffee and a
biscuit, and being consigned to a ‘comfortable’ waiting area of
the garage while the sales team crunch the numbers.

And if you are trading in your existing vehicle, the
pantomime continues. Pursed lips greet the discovery of minor
flaws in the paintwork; the sparring steps up a gear when you
are asked what you have been offered for the car elsewhere;
myriad explanations are offered as to why the deal you are being
offered is so good/unique/unbelievable that they can’t match the
trade-in price of your existing car. I’m no haggler, and find it
difficult to maintain a polite conversation with people who seem
to regard their job as taking you for a mug.

These thoughts came flooding back to my mind recently as I
read about the long-awaited BHA Review of the Bloodstock
Industry and its practices. It must be tough for someone looking
to buy a racehorse at the sales. Buying a car is hard enough, but
there are signposts to help you have some idea of value – the list
prices published by manufacturers, and the plethora of
publications offering a guide to used car values, depending on
mileage and condition, will give you a broad hint as to when you
are in danger of being ripped off.

If I were going to the yearling sales, for example, the only
hard information that I would be able to source online would be
the stud fee paid by the breeders of the yearlings, and only then
if the yearling was not by a stallion whose fee remains private. It
seems to me that those looking to invest in bloodstock are in dire
need of some honest, reliable advice. If they are not lucky
enough to know Mark or Charlie Johnston, they will need

someone to guide them through the industry and its arcane
practices. A bloodstock agent, perhaps? One would have thought
so.

If you haven’t read it, can I suggest you take an hour or two
and read through the Review of the Buying and Selling
Practices of Bloodstock Within British Racing, a report dated
July 31, 2019, but commissioned by the BHA in June 2017 and
published shortly prior to Christmas?

I don’t think many people would take exception with the
words of Nick Rust, Chief Executive of the BHA, when he
suggests in the foreword to the report that ‘it is vital that we
continue to attract, develop and retain owners within British
racing’. In the following paragraph, he stresses the need to
‘ensure openness, transparency and fair dealing are at the heart
of all we do as an industry’.

Reading the report, however, it makes clear that there is ‘a
widespread knowledge and acknowledgement of unethical
practices being conducted with relative impunity’. These include
secret profiteering, dual representation/commission and so-
called ‘luck money’. To the outsider, the idea of luck money is
nonsensical; that an agent for the purchaser demands, and
routinely receives, money from the vendor is hardly open,
transparent or fair.

One damning condemnation of the existing code of practice
within the bloodstock industry is that, as the report suggests,
since its inception in 2004, there are no recorded complaints,
because industry participants fear being ostracised should they
report evidence of wrongdoing.

The report makes a number of recommendations, and, in
particular, raises the issue of licensing bloodstock agents. It
makes fascinating reading, and one would hope that it can be
accepted that the industry needs to move forward and accept that
change is necessary if British racing is to remain attractive to
foreign investors, especially with the return to owners (in terms
of decreasing prize-money levels) showing no signs of
improvement.
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VER the opportunist, can I pick up on Nick Rust’s
call for ‘openness, transparency and fair dealing’
within the racing industry? With further hostilities

on the vexed question of prize-money levels almost
guaranteed to break out in 2020, does the continued refusal

of the racecourses to lift the veil behind which the level of
their media rights income is hidden sit well with the BHA?
If not, can we expect some pressure to be applied so that
meaningful negotiations can take place sooner rather than
later?

E
HAT are the major racing issues for the
2020s? I was interested in the feature
published by the Racing Post on December 29

in which they asked ‘key figures’ in racing to highlight the
issues of most concern.

My favourite contribution came from Henry Beeby,
Chief Executive of Goffs. “British racing should forget
about almost everything apart from its prize-money model,”

he argues. “Until they get that sorted out everything else is
papering over the cracks.”

He is bang on the money, no pun intended, when he
points out: “Prestige can only take you so far....People will
eventually decide to just go after the money. The BHA
should put nearly all its focus into how to solve the
problem.”

It’s hard to disagree with him.
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