
    
 
This month we are going to read about a 
friend of mine, Rick Snow, of Eagle Eye 
Rare Coins, in Tucson, Arizona got started 
in the hobby.  I met Mr. Snow when the 
“extra leaf” Wisconsin quarters were being 
discovered.  He offered me a set of the quar-

ters if I would write an article about them and hav e it published.  That’s what 
got me to write my “extra leaf” Wisconsin quarter a rticle, and have it pub-
lished in the Central States “Centinel”.  Not only did I get the ‘extra leaf” set 

from Mr. Snow, my article also won an award at Cent ral States.  Since then, he’s been great with 
helping me with questions and other things about nu mismatics.  I’ve even been able to meet him 
a couple times at shows in Kansas City and St. Loui s.  So, I hope you like his story. 
 
Samuel,  
 
My beginnings into becoming a coin dealer were, like many peoples experience, not a straight line. In 
1977 to 1980 I was working for a dealer in Rockaway, NJ, close to where I grew up in Whippany. The 
shop was called The Coinery and was a mall-type shop. My parents famously said I couldn’t make a liv-
ing in this profession, and at that time, they were correct. I did learn the business pretty well at that time 
and made acquaintances with many people who I am friends with today. I loved early copper coins and 
colonials. I recall sitting in my room at the age of 16 making die marriage charts out of auction catalog 
images. Attending the Garrett sales (the New York ones at least) was a very exciting event for me. I be-
came the president of the Morristown Coin Club at the age of 18 and started setting up at shows. But 
from 1980 to 1986, I dropped out of coins and tried to make it in the real world. By 1986, I was broke 
and homeless.  
           My oldest sister lives in Tucson and she offered to help me get back on my feet. As a life mem-
ber of the ANA, my issues of The Numismatist followed me after I corrected my address. In it I found a 
local dealer, Elliot Goldman. He owned Allstate Coins. I walked in and asked if he needed a numismatist 
on staff. Impressed by my knowledge, but not knowing me from Adam, he took a risk and hired me. 
From 1987 to 1992 I worked there going to major shows and learning the high-end coin business.  
           My opportunity to get into business for myself was made possible though my first book on Indian 
Cents and by the connections I made with other Indian Cent collectors that I came into contact through 
that project. The book itself cost about $35,000 to print and in order to get it paid, I had to pre-sell it. By 
the time it was ready, I had sold enough to cover the expense. In order to promote it, I had to break 
away from Allstate Coins and start my own business. To do that Elliot gave me $50,000 in coins with a 
six-month repayment plan with no interest. I sold those coins three times over before I had to pay it back 
and had made about $40,000, which I used to start my business. With that and the book sales, Eagle 
Eye Rare Coins was born. It lasted 6 months before one of my customers, Brian Wagner, decided to get 
into business selling Indian Cents. Rather than have competition, we formed a successful partnership. 
In 2000, he retired and sold me his interest in the business. We have been good friends since than. Af-
ter buying sole interest in Eagle Eye, I moved back to Tucson where I operate it today. 
 
-Rick 
 
——————————————————————————— 
 
Rick Snow is an author, speaker, dealer and my friend.  He 
can be contacted at: 

  

���������	
���
�
                           

     How  numismatists “got started”        

  By Samuel Ernst YN 


