THERE'S TREASURE INSIDE

Next, Carlton showed Rob the society’s
fine library of color-pictured mineral books.
As he flipped through the pages, Rob was
transfixed. But when Carlton let Rob view
his own private collection of fine minerals,
Rob’s heart melted. The boy had never seen
such beauty. Rob’s fossils were all brown
and grey. Carlton’s minerals sparkled and
gleamed the full spectrum of the rainbow.
Rob was smitten. He soon became the Co-
lumbus Mineral Society’s youngest mem-
ber. In one afternoon, Rob’s life had changed
forever.

Four decades later, mineral collecting
has become a billion-dollar industry. The
world’s very finest specimens now sell for
seven and eight figures to serious collec-
tors. In the early 1980’s, though, rock and
mineral collecting was just a niche hobby.
It was seen as a way for retirees to while
away their time. Mineral dealers tended to
be older, and business was generally done
at local fairs and markets or small retail stores. The mineral collecting hobby — Here Rob Lavinsky holds a
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No one, that is, until Rob Lavinsky came along.

I asked Rob how he became the largest retail volume dealer of rare min-
erals in the world. Rob answered simply that he was overcome by the natu-
ral beauty of fine minerals. Rob holds a steadfast belief that if given access
and education, anyone will fall in love with fine minerals, too. So how did a
voung teenager with no money begin to slowly transform an old person’s
hobby into a global billion-dollar industry? Rob Lavinsky studied the paths
of others, then blazed his own.

Young Rob had already won the hearts of the elder members of the Co-
lumbus Mineral Society by speed reading their entire library of mineral
books. To his mother’s consternation, Rob’s charm and persistence also con-
vinced members to take him on several mineral-collecting field trips. He
volunteered to work, helping members organize their displays. He joined
them at mineral shows, to look and learn and wheel and deal. Just as he had
with sandstone formations, Rob looked around, then chose the line he
wanted to follow.

By the time Rob turned fourteen, he had become an official mineral
dealer. He set up shows in Columbus and Cincinnati. Having observed the
other dealers closely, Rob noticed inefficiencies in their businesses. Rob saw
how inconsistently dealers priced minerals, and he used this to his advan-
tage. When a dealer hired Rob to help him, Rob asked for store credit instead

Mine.
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